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The Market’s All Ready 
In Holiday Goods

In the following twelve buying centers we are now showing the gift wares 
from all m arkets—of all lines and of all grades.

NEW YORK, CHICAGO. ST. LOUIS. MINNEAPOLIS and DALLAS.

Baltimore, Cincinnati, Kansas City, Milwaukee, Omaha and Seattle.

And our showing is complete, it absolutely covers the field of holiday wares 
—properly proportioned as the goods sell over the retail counter, equally strong in 
popular priced and in the better grades.

If you cannot conveniently come to any of the above twelve cities we’ll send 
the market to you.

Our fall catalogue, out about August 20, will list at prices guaranteed NET 
everything we sell.

You’ll find it a book many times better to buy from than any showing which 
could be made in sample trunks.

And from its arrival you will be in every minute touch with HEADQUAR
TERS. Our stock will be maintained COMPLETE weeks after most jobbers consider 
the season closed. Repeat orders will be taken care of up to the eleventh hour.

Come to market or make it a point to have that book.

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

NEW  YORK CHICAGO ST. LOUIS MINNEAPOLIS DALLAS

Sample Houses: Baltimore, Cincinnati, Kansas City, Milwaukee, Omaha, San Francisco, Seattle



Experience has taught thousands that there

is no economy in cheap, inferior Y E A S T .

Use F L E I S C H M A N N ’ S - i t  is the

best—hence the cheapest.

Mr. Merchant:
How many leaks 
are there in your 
NET?

Here are a few we've found in the 
profits of other merchants:

1— Forgotten charges.
2— Overlooked credits and disputes.
3— Incorrectly checked C.O.D.'S.

4— Lack of credit regulation.
5— Books not posted.
6— Forgotten "please rem its."
7— Loose records of cash sales.
8— Disputes with adjusters after fire losses.
9— Month-end tracing after errors committed daily.

10—Lack of reliability of credit customers.

WE’VE TURNED LOSS INTO PROFIT
by our simple, direct and efficient methods:

Ju st one writing—no books—daily auditing—records made at the time 
of transactions—co-operation between merchants and housewives—credit 
regulation—mistake tracer—C. O. D. checking system—fire-proof records of 
every phase of the business—combined in one compact system tha t takes 
live minutes to learn.

It saves time—saves money—conserves profit and holds trade.
Use the attached coupon and send for full particulars now—before 

your eyes wander from this announcement. Address

The American Case & Register Co.
Salem, Ohio, U. S. A.

The American Case & Register Company. Salem. Ohio.
Dear Sirs:—Without cost to me. please send details of your Account Register and 

System for merchants.

Name ............................................................ Address............................................................................

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 treatm ent as though you were here personally.

C orner Ionia, F oun ta in  and  D ivision S ts.
Opposite M orton House O rand  R apids, M ich.

Dayton Scales
Are the only true representatives of the Moneyweight 
System of weighing merchandise into money value, 
quickly, accurately and automatically. Your goods don't 
have to lift a “heavy weight” on the END of a PEN
DULUM as in some so-called automatic scales. There 
are no parts of our scales subject to heavy strain which 
wear down the knife-edge bearings and make the scale 
sluggish in action. Our automatic scales actuated by 
two perfectly controlled spiral springs are the quickest, 
most accurate and sensitive scales known to modern 
scale construction.

ELECTRIC FLASH
This device is one of the most remarkable of modern 

scale construction. When the merchandise is placed on 
the platform, the cylinder is brilliantly illuminated from 
the inside. This light penetrates the chart and makes 
the weight indications aud values appear with striking 

• clearness. A cleverly arranged apparatus at the top of 
Lhe scale and op the customers side permits the use of signs such as “COME AGAIN.” 
' 'SUGAR 5 CENTS LB . etc. With each action of the scale the sign flashes its message to 
your trade creating astonishment and interest by its novelty and perfection of action.

MADE IN DAYTON
DAYTON. OHIO is the home of the computing scale. Beginning in an humble and 

small way The Computing Scale Company has in twenty years expanded until today its im
mense. new. modem, fire-proof building is one of the models of that wonderful manufacturing 
city. DAYTON. OHIO. They built the first computing scales: they introduced them to the 
trade: they created the demand: they made the improvements which have brought their scales 
to the present high state of perfection: their scale has done more to protect the merchant 
against loss by error than any other known device: they deserve your first consideration.

THE MONEYWEIGHT SCALE CO., distributors of DAYTON SCALES have sales 
offices in all large cities. They will be pleased to assist you in your investigation and selection 
of your weighing system.

If you have computing scales of any make which are out of date or not giving satisfac
tion ask for our EXCHANGE FIGURES. Our allowance for your old scale will surely in
terest you. WRITE FOR PARTICULARS TODAY.

The Computing Moneyweight Scale Co. 
Scale Co. 58 N-State St-
n  . M ASONIC TEMPLE. CHICAGODaytOn, unio Grand Rapids Office, 74 So. Ionia St.

Detroit Sales Office, 148 Jefferson St. 
Please mention Michigan Tradesman when writing

Direct Sales 
Offices in All 

Prominent Cities

SNOWBOY 
,  Wont hart 
your hsaidoi

SNOWBOY f  SNOWBOY 
¡Weighs more I  Good profits

SNOWBÜF
'b s h ln g p o w tifr

W e are telling YOUR customers about SNOW BOY 

^  Washing Powder every day.
How much SNOW BOY have you in stock?

Quick Profits Buffalo, N . Y.
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S P E C IA L  F E A T U R E S .
P age
2. Waves of Prosperity.
3. Old Timer.
4. News of the Business World.
5. Grocery and Produce Market.
6. Detroit Produce Market Page.
7. Indiana Items.
8. Editorial.

10. Financial.
12. Butter, Eggs and Provisions.
14. Fishing Frolics.
16. Delivery Costs.
18. Business Building.
19. He Was Stung.
20. Woman’s World.
21. Master of Our Moods.
22. Banker for the Masses.
24. The Mocking Bird.
27. Tanner Taylor.
28. Behind the Counter.
30. Hardware.
32. While You Wait.
33. Parcels Post.
34. Shoes.
36. Saginaw Valley.
40. The Commercial Traveler.
42. Drugs.
43. Drug Price Current.
44. Grocery Price Current.
46. Special Price Current.

D EA TH  K N ELL OF STRIKE. 
W hat little there is left of the furni

ture strike in this city will probably 
receive its death knell on A ugust 9, 
when the Synod of the Christian Re
formed church will pass on the ques
tion of w hether a union man can con
tinue as a m em ber of the Christian 
church. Of course, this question can 
only be decided in one way and tha t 
is tha t it is not possible for a man 
to take the oath he is forced to  sub
scribe to when he joins the union, and 
be a good citizen or a good family 
man or a good Christian, because the 
oath distinctly and explicitly places 
obedience to the union ahead of obedi
ence to the law, compliance w ith the 
rules of the church and acceptance of 
the common attribu tes of humanity. 
I t would be as appropriate to  place 
the devil at the head of the Roman 
Catholic church as it would be to ex
pect a union man to  be a good Chris
tian. The two are incompatible.

There are six hundred m em bers of 
the Christian Reform ed church in 
this city who have joined the union 
and the expectation is th a t fully 95 
per cent, of them  will re tire  from  the 
union as soon as they find tha t they 
have been duped into joining an anti- 
C hrist organization.

The strike exists in name only. The 
m orning after M acFarlane bid fare
well to  his dupes and u ttered  his usual 
am ount of lies, seventy of the best 
w orkm en of the city re turned to  their 
benches and before the end of another 
week the strike will pass into his
tory. Of course, it will be kept up 
in name so long as there is any graft 
in it fo r the union leaders who are 
thus able to draw salaries and pile up 
big expense accounts while they keep 
up the pretense of strike and conten
tion. T his strike has cost the city 
of Grand Rapids a good m any m il
lion dollars, but it is w orth  all it cost 
because it has shown the people tha t 
city officials and daily newspapers 
can not be depended upon to correct
ly portray  public opinion; th a t they 
are actuated by base m otives and cater

to the m ost depraved ideas in the ef
fort to  secure votes and sell news
papers. T here will be no m ore strikes 
in Grand Rapids for m any years to 
come, because the w orkingm en have 
learned their lesson. They have learn
ed that, next to  the saloon, their 
w orst enemy is the union and tha t 
any man who undertakes to deceive 
them  by lies and m isrepresentations 
in the in terest of the union is their 
arch-enem y and a foe to good society, 
good m orals and good citizenship.

T H E  O PE N IN G  OF PANAM A.
A lthough it would seem rather pre

m ature to discuss a t this early date 
the cerem onial w ith which the P ana
ma Canal is to  be opened, there is 
no denying the fact tha t popular in
terest has already been aroused and 
the press has comm enced the agita 
tion as to which of the historic ships 
of the navy should lead the naval 
procession through the completed 
waterw ay. Some advocate the plac
ing of the old sailing frigate P o rts 
m outh in the van because of her his
toric record during the Civil W ar and 
before. O thers think tha t the O lym 
pia, Dewey’s flag-ship in the battle of 
Manila Bay, should have the privi
lege of showing the route to  the 
o ther vessels, while the Brooklyn. 
Schley’s old flag-ship, and the New 
York, Sam pson’s flag-ship, have their 
champiofis. P robably the greatest 
num ber of people believe tha t the 
honor properly belongs to  the O re 
gon, as it was tha t ship’s sensational 
and splendid cruise around South 
America at the opening of the war 
w ith Spain which made clear to  the 
American people the necessity of an 
interoceanic canal under American 
control as a strategic facility for the 
proper defense of the country.

T he O regon in order to get to the 
scene of w ar in the A tlantic had to 
steam 13,400 miles, through the S trait 
of Magellan and along both coasts of 
South America. T his m em orable 
cruise, which was w atched w ith keen 
anxiety by the whole American peo
ple, consumed sixty-seven days. Had 
the Panam a Canal been open the dis
tance would have been only 4,600 
miles, and the ship would probably 
have made the trip  in a third of the 
time tha t it took to go around the 
South American continent. W hile the 
O regon arrived at the scene of opera
tions in fit condition to fight and per
formed splendid service at the Battle 
of Santiago, her arrival more than a 
m onth sooner m ight have averted war 
by giving a different turn  to the ne
gotiations then pending.

There is no doubt tha t the lesson 
taught by the long and anxious cruise 
of the O regon convinced the Govern
m ent and people of this country that 
the construction of a canal across 
the Isthm us was a strategic necessity.

It, therefore, seems entirely appro
priate tha t the O regon should head 
the procession of N ational vessels 
through the canal a t its open
ing. The navy now possesses many 
larger and finer ships than the O re
gon, but none of them  has a warmer 
place in popular esteem and rever 
ence than the old ship tha t so gal
lantly  made the dash around the 
H orn in the face of so m any diffi
culties and possible dangers. One has 
but to rem em ber the joy and enthu
siasm tha t her safe arrival after her 
long trip  a t Jup ite r’s In let gives oc
casion to frankly adm it tha t no more 
representative and appropriate leader 
for the proposed naval parade 
through the canal could be chosen 
than this fine representative of our 
earlier battleships.

TREM END O U S FIR E W ASTE.
T he Tradesm an has frequently 

com m ented editorially upon the enor
mous annual w aste caused by fires 
in this country, and the drain that 
this waste is exerting upon our Na
tional resources. W hen to the waste 
itself is added the enorm ous amounts 
we pay for protection from fire it 
will be seen tha t fires cost us an
nually $5.3G per capita.

The enorm ity of this w aste is made 
more apparent when the figures are 
compared with the statistics of other 
countries. Thus, the average losses 
for six European nations in varying 
years makes the following showing. 
Austria, $0.29; Denm ark, $0.26; 
France, $0.30; Germany, $0.49; Italy, 

■10.12 , and Switzerland, $0.30.
Tn the light of such figures our im

mense w aste looks absolutely scan
dalous, and can not altogether be ex
plained by the more substantial 
m ethods of construction in Europe 
and the less general use of e lec tri
cal installations. Carelessness, lax 
enforcem ent of the laws and the tak
ing of undue risks in the mad rush 
for profits undoubtedly figure among 
the causes of our big fire losses. If 
the underw riting companies were 
alone the sufferers it would be bad 
enough, but in the ultim ate analysis 
it is the whole people tha t suffers, as 
insurance prem ium s m ust of necessity 
be adjusted to  provide a w orkable 
m argin between losses and premiums. 
As the losses m ust be paid out of the 
premiums, and as the great mass of 
the people pay the prem ium s, it is 
easy to see tha t the fire w aste is a 
N ational loss, and not m erely the 
concern of the underw riters, as, un
fortunately, too m any people believe.

I t  m ight be imagined th a t the con
stant placing of these facts before the 
people would bring about some re 
form, but such does not seem to be 
the case, as the fire w aste is con
stantly  increasing, and the per capita 
loss expanding, while the cost of

protection from  fire, as well as p re
vention, is steadily augm enting. For 
a nation as keen in commercial m at
ters as we are supposed to  be we 
are wonderfully obtuse in this m atter 
of fire waste.

T H E  HUM BUG GAME.
V ariations of the old three card 

game are still to  be found am ong 
the practices of the up-to-date swin
dler, although just now the call of 
Back to the Land has allured him 
to  the farm  medium for the basis 
of his transaction. H is bait is usual
ly the farmer, but not always. Only 
a few weeks ago we read of a pros
perous attorney of middle age being 
the victim of one of these farm deals 
where the o ther man got nicely 
away with the money before the trick 
was discovered.

Just last week tw o strangers were 
driving through a neighborhood in
ten t on finding one of tw o farm ers 
with large, bank accounts. They 
found the one, and now it would not 
be well for them  to  attem pt finding 
the other. Before reaching the house 
they separated, the one representing 
himself as a prom inent banker in a 
tow n some miles distant. T he farm 
pleased him. There was some dicker
ing, then came the th ird  man, “a 
stranger” to both parties—a game at 
cards where the farm er won out— 
but, as proof of his good faith, he was 
first coaxed to deposit $5,000 in a 
box, each of the o thers having first 
put in it a similar sum. The hard- 
earned m oney was draw n from the 
bank, the farm er skillfully side-track
ing his banker regarding the use he 
had for it. T he box was given to 
him and he w ent home happy. But 
when the family investigated the box 
held no t the $15,000, but a plain brick. 
The reputed “banker,” when called 
up over the phone, knew nothing of 
the transaction and had no notion of 
buying a fawn, while his “double” 
was fast speeding into Canada.

I t is only a slight variation of the 
old, old story, and yet it still finds 
ready listeners am ong seemingly weil 
informed people. The scheme to  get 
som ething for nothing is the easiest 
thing in the world to  secure converts 
when the game prom ises ju st what 
they have been w orking for a life
tim e to accum ulate and when they 
have secured a competency. They 
forget tha t strangers are not going 
to endow them  with a rich legacy, 
forget reason, b u t ' see only the mi
rage which they are pleased to call 
Good Luck.

I t  is like a blow in the face to  some 
people to  have a clerk rudely say to 
them : “You don’t w ant th a t!” when 
the custom er enquires for certain 
goods.
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W AVES OF PRO SPERITY

W ill Lave the Country For Years To 
Come.

W ritten for th e Tradesm an.
I am not meaning to imply by the 

way I have headed this article that 
there is no prosperity in the cities. 
There is. I merely want to em pha
size the fact that farm ers nowaday.- 
are getting the long end of the deal.

I am not complainng. We have 
had ours. Now I am perfectly will
ing that Mr. Farm er should have his 
inning.

We are all indebted to the farmer. 
If it w asn't for him. as has been 
heretofore remarked, we’d all have to 
quit business.

“Look at that box of apples,” said 
a grocer the other day, and he indi
cated by his rhinoceros toe a box 
of Early H arvest apples.

I looked.
The box looked to contain about 

a bushel.
The apples were rather small, and 

some of them were knotty  and more 
or less punctuated with worm-holes 
and defective spots.

‘‘W hat d’ you reckon I paid for that 
box?” he enquired.

‘"I pass,” I said.
“Two dollars and fifty cents,” he 

replied.
“Yes, sir! $2.50 for tha t box of ap

ples, and glad to get ’em at the price. 
And yet.” he continued, “I said to 
him: ‘L ittle high, ain’t you, Col
onel?’ ‘Yep,’ he answered, ‘but 1 can 
get tha t from the other fellow. If 
you don’t w ant ’em, he does.’ ‘Of 
course I want ’em,’ I said. And I 
bought.

“ ‘You see it’s this way, Cap.,’ said 
the farmer, ‘we can sell anything wc 
have nowadays. M any’s the time I ’ve 
fed better apples than them to my 
hogs; used to turn th ’ hogs in th ' 
orchard and let ’em have all the ap
ples that fell on the ground. But 
now, you bet yer—not when I can get 
$2.50 a bushel for ’em. Poor hogs 
don’t get hardly anything to eat any 
more. W hy feed it to hogs when you 
can haul it in and turn it into money 
like that?’ ”

Now that was a fancy price for 
such apples, I must confess. But the 
grocer didn’t get “stuck” on them. 
He turned them to gooc^account. 'ih e  
farmer made money on the deal, and 
the grocer made money on the deal 
and the people who bought the ap
ples doubtless thought they were real 
lucky to get them at the price. Every
body was satisfied. But I think the 
farm er ought to have been the best 
satisfied fellow in the whole series;

for it was not so long ago when 
these things were unheard of.

Time was when the farm er was 
down and out. If he raised a poor 
crop, he got a very limited price 
for it, and if there was a bumper 
crop prices dropped to nothing.

I have seen farm ers feeding choice 
apples to their hogs.

I have seen farm ers in Kansas 
burning corn for fuel in their homes 
and in traction engines.

W heat has been so low it hardly 
paid the farm er to cut it and haul it 
into m arket after it was threshed.

Twenty years ago, in many sec
tions of the country, farming was a 
poor proposition from a business 
point of view.

But it isn’t any more.
There isn’t such an over-produc

tion as there used to be. O ur center 
of population has shifted. Most of us 
are living in the towns and cities of 
the country. People are anxious to 
get in where they can see the motion 
pictures, go to the pleasure parks at 
night and sip cooling drinks under 
an electric fan in the middle of the day 
when the heat-waves are dancing fes
tively in mid-air.

Lots of folks are, perhaps, begin
ning to wish they were back on the 
farm, too. In course of time many 
of them will return. People always 
follow the tide of prosperity; and, as 
T said at the beginning of this arti
cle, prosperity is in the country.

Therefore country patrons are 
wrorth going after.

They have the wherewithal to buy 
such things as they need.

They are w anting more and more 
of the comforts, conveniences and 
luxuries of life year by year.

The country trade is not the un 
sophisticated trade tha t we once as
sumed it to be. Country people get 
their daily newspapers, their weekly 
magazines. M oreover, they have their 
telephones and their automobiles. 
They are up to date.

In catering to their trade, w hether 
in furniture, hardware, shoes, grocer
ies or w hat not, you have to be up- 
to-date to land their business.

Old shop-worn, fly-bespeckled, out- 
of-date goods don’t cut any ice with 
these patrons any more. They w a rt 
fresh stock—and the more up-to-date 
it is the quicker it goes.

There is som ething alm ost tragic 
in the sight of the old-time s to re 
keeper who isn’t able to understand 
these changed conditions, and adapt 
himself to  them.

H e’d better get a hustle on him
self before it is too late.

Perhaps the best thing he could 
do would be to take new blood into

the business. Get a young partner 
who is up to  snuff and turn him 
loose.

I know an old dealer who did that.
H e happened to be a shoe m er

chant.
He did busines in a little town ca

tering largely to an out-of-town 
trade.

He saw the busines was going to 
p o t—meaning by “pot” the mail or
der people, retailing shoe manufac
turers and departm ent stores of near
by towns. Therefore he sat up and 
wondered why.

He soon saw why. His store furni
ture and fixtures were old and dilap
idated. H is store front was a fright. 
His stock was shot to pieces, and 
his shelves cluttered up with old 
goods that had been the rage when 
the fathers of the present young 
bloods were “on the carpet.”

Therefore he reasoned within him
self thus: “By heck! I ’m losing out! 
W hy? Because there ain’t any busi
ness here any more? No, tha t ain’t 
righ t; there’s more business here now 
than ever before. I ’m not going aft
er it in the proper manner. W hat 1 
need is a young partner—some young 
chap that knows the shoe business 
from the ground up and get out aft
er these folks and round up their 
business. Believe I ’ll get me a young 
partner.”

H aving so resolved, the old man 
did a little still hunting and finally 
made a deal with a high grade clerk 
in a near-by town. They remodeled 
the stcre, putting in a new front and 
new fixtures, they put in a fresh nev. 
stock of goods—the very latest styles 
in m en’s and women’s medium grade 
shoes—and they did a bully good 
business. And the best of it was 
tha t they got after this country 
trade just about the time the wave 
of prosperity was beginning to dilu- 
viate the country.

But it isn’t too late for you to 
get busy; for the waves of prosperity 
are going to lave the country for 
years to come. Frank Fenwick.

Regulate the Song Writer.
Juggings—W ho was it that said if 

he could make the songs of the peo
ple he wouldn’t care who made the 
laws?

M uggings—D on’t know. But if he 
is the chap who’s making the songs 
of the people nowadays I ’d just like 
to have the making of the laws a 
little 'while! T ha t’s all!

Useful.
Briggs—Have your daughters ac

complished much in music?
Griggs—Yes, their playing has rid 

us of two very undesirable neighbors.

Merchant Can N ot Supply Thinking 
Power.

W ritten for th e T radesm an.
I t  should be the aim of every m er

chant to keep the public as fully post
ed as possible as to the goods he 
keeps for sale; and yet it is not pos
sible for any m erchant to make- 
known to each individual every iden
tical article which he has in stock. 
His printed advertisem ents may bring 
different kinds of goods to the notifce 
of the people each week, his win
dows, showcases and shelves may be 
so frequently changed tha t every class 
of goods are brought within range of 
custom ers’ vision, and yet many cus
tom ers never look about the store 
when they have opportunity; never 
seem to think of anything except the 
goods wanted at the time, or are 
afraid if they do look at other goods 
they will be tem pted to buy more 
than they intended. So such people 
have no comprehensive idea of the 
variety of goods kept for sale.

There are some who will enquire 
for anything needed, while others 
take it for granted tha t the m erchant 
does not keep this or tha t because 
they never happen to see it. When 
some other person in their presence 
buys or orders some such article they 
gasp in astonishm ent: “W hy, I never 
knew you kept th a t;” or, “ I have 
wanted such a thing for a long time, 
but I never supposed I could buy 
it here.”

It is this class of people which 
causes the m erchant frequently to 
ask himself: “W hat m ore can I do 
to inform the people of w hat I have 
to sell? How can I induce them to 
look, to read, to listen or even to 
ask for the things they need?”

Beyond stirring up the m erchant to 
keep advertising, planning new a t
tractions and keeping the people in
terested and expectant, experience 
with this class of custom ers ought 
not to w orry or discourage him. I t  is 
just like the farm er reaping his har
vest. He can not get every spear of 
grass and every head of wheat. It 
would cost more to get the trade of 
some people than all the profit on 
goods sold to them. I t is their own 
fault and theirs alone if they are not 
well served by the thoughtful, pains
taking m erchant. E. E. W hitney.

One Feature He Wanted Omitted.
The mem ber of the legislature, or 

whom some graft stories had been 
circulated, was about to build a house.

“You will w ant a southern expos
ure, I suppose?” asked the archi
tect.

“No, sir!” said the man. “If you 
can’t build this house w ithout any ex
posure, I ’ll get another architect.”

No other ammunition ever gained greater popularity. Our sales have increased in leaps and bounds. You should be getting your share of this trade. 
Write for catalog, prices and co-operative selling plan. Do this today. ROBIN HOOD AM M UNITION CO , Bee Street, Swanton Vt
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O LD  T IM E S.

F acts A bout E arly  Business Men of 
Grand Rapids.

W ritten  for th e T radesm an.
George H. M organ & Co. occupied 

the store at 61 M onroe street forty 
years ago with a stock of boots and 
shoes and m anufactured fine boots, 
for which the firm received from $12 
to $15 per pair. The firm was com
posed of Rev. H enry  M organ (a re
tired M ethodist preacher) and his 
sons, George H. and A rthur C. M or
gan. T he firm failed after a few 
years in business and the location was 
taken by Kellogg & Bunn, w ith a 
stock of dry goods. T his firm also 
failed.

Squire’s O pera House stood upon 
the ground now occupied by the G ar
rick Theater. The building contain
ed four ground floor stores, while the 
opera house filled two of the upper 
floors. I t is a shame to call the old 
place an opera house. I t contained a 
small stage with a small recess in 
front, where the late P eter C. Schic- 
kell and the two Siegle brothers, the 
orchestra, played on violins and a 
double bass. There was a small gal
lery and a parquette filled with rough 
board seats, uncushioned, rising in 
terraces like those of a circus. Men 
and women of eminence in the dra
matic and musical professions played 
engagem ents in the old barn. Edwin 
Forrest, the greatest tragedian of his 
time, played one week at this place, 
presenting K ing Lear, Othello, M ac
beth and Jack Cade. Katie Putnam , 
a local favorite, J. W. P roctor, Nel

lie Grover and o ther stars of fifty 
years ago played engagem ents at this 
house. In  the south end of the sec
ond floor the offices and printing de
partm ent of the Grand Rapids Eagle 
were located from 1864 to 1870. The 
Eagle was printed on a Hoe country 
cylinder press, the only pow er press 
used in the State outside of D etroit 
before 1865. Pow er was furnished by 
a flume wheel driven by the w aters 
of the canal at the rear of the build
ing. T his also operated the grain 
grinding m achinery of H enry  Grin- 
nell & Co. (H enry  Grinnell and John 
W. Squier), on the ground floor. The 
opera house and mill were destroy
ed by fire, after which a part of the 
ground was sold to  Thom as H. 
Redmond, who erected the building 
now known as the Garrick T heater 
thereon. The Squier estate erected a 
comm ercial building on the ground it 
had retained.

T he store located on the southeast 
corner of Canal stree t and Crescent 
avenue, now occupied by the J. H 
Fox Shoe Co., was owned and occu
pied w ith a stock of groceries by 
Samuel Sinclair forty  years ago. 
W hen he died, about 1870, the busi
ness was continued by his son, Sam
uel B. Sinclair, and the late George 
C. Peirce. The firm failed after two 
years in trade.

W idoe & M ohrhard were butch
ers, packers and retailers of m eats 
bn Canal street, occupying a build
ing opposite the opera house. Later 
Mr. M ohrhard took upon himself the 
m anagem ent of the Bridge Street 
House, succeeding Bonney & P er

sons, which continued until his death, 
about twenty-five years ago.

John F. Godfroy was a leading m er
chant in dry goods and Indian sup
plies at 62 Canal street. He began 
his business career as an Indian trad 
er and until the close of his life he 
visited the Indian reservations, oi 
which there were several in M ichi
gan previous to 1874, and traded such 
goods as the Indians needed for furs 
and the money received from the 
General G overnm ent for lands. He 
lived on the northeast corner of Ful
ton and Ransom streets in a small 
but com fortable house. W ith pros
perity' came the desire to erect a larg
er dwelling, but he was superstitious 
and hesitated to tear down the old 
home, fearing tha t he would die soon 
after doing so. The architect propos
ed tha t a part of the old house be 
retained in the erection of the new, 
and this plan satisfied Mr. Godfroy. 
A year or two after taking possession 
of the new home Mr. Godfroy died. 
The prem ises are now owned and oc
cupied by Dr. Barth.

Between the years 1870 and 1880 
B. H artt and wife managed a wine 
house on Canal street, nearly oppo
site the Garrick Theater. I t was not 
an ordinary place for ordinary peo
ple. Loafers and bums w ere- never 
welcomed at its door. The fine wines 
and excellent cuisine dispensed by 
the pair, however, were not its chief 
attractions. The ITartts were Bo- 
hmiam Jew s and the wife was a wom 
an who enjoyed great popularity with 
gentlemen. She was educated, refin
ed, kind-hearted, sym pathetic, intei

lectual, w itty, yet dignified, and vir
tuous. Among the regular patrons 
of the H a rtt establishm ent were Ju 
lius Houseman, Justice H. H. Slaw- 
son, A lderm an H ogebocm , C. C. 
Sexton, Alpha Child, Dr. C. L. H en
derson, A lbert Baxter, C hristopher 
K usterer, Sidney H. H art and Adolph 
Leitelt. W hile H err H a rtt served the 
best of wines and Madame H artt the 
wonderful creations of her culinary 
skill, the guests smoked, related ex
periences, stories and jokes, and in 
the repartee and story telling Ma
dame participated. H er keen wit, her 
musical laugh, revealing pearly teeth 
set in pink, her brilliant black hair, 
her flashing eyes and her charm ing 
voice were greatly  adm ired by those 
who assembled at the wine house for 
dinner or luncheon. T he house was 
Bohemian in its service and its pa
trons, as mentioned above, were men 
of local prom inence in business, the 
arts, the scientific professions and 
journalism . In such an assembly Mrs. 
H a rtt was ever a large m ental and 
brilliant star. H er popularity was 
gained through her womanly a ttr i
butes and genteel demeanor. The es
tablishm ent was broken up after the 
death of Mr. H artt and his wife fol
lowed him a few years later. Their 
daughter was the wife of the late 
Maurice M. H ousem an; their son, 
W illiam, was accidentally shot while 
endeavoring to escape arrest by the 
police upon the charge of having 
com m itted a minor offense against 
the law. A rthur S. W hite.

Be Sure This Brand’s in Stock
Keep well ahead of your orders for Dandelion Brand Butter Color. More than 90% of 

American buttermakers use this famous butter color, and the demand is increasing all 
the time.

Look over your shelves today. See that you have on hand a plentiful supply of

Dandelion Brand
THE BRAND WITH

Butter Color.
THE GOLDEN SHADE

For over th irty  years the Standard Brand of this country. Our extensive advertising is 
making this a year of record sales for Dandelion Brand.

Don’t  fail to get your share of the profits.

W e guarantee that Dandelion Brand Butter Color is PURELY VEG ETABLE and that the use of same for coloring  
butter is permitted under all food law s—State and National.

W ells & Richardson Co., Burlington, Vermont
Manufacturers of Dandelion Brand Butter Color
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NEWS OFTHE B U SIN ESS WORLD

Movements of Merchants.
O xford—The McLaughlin-M orrow 

Co. has retired from the shoe busi
ness.

Luther—Mrs. Geo. H astings has 
sold her millinery business to Mrs. 
Britton.

Freesoil—Sherwood & Stephena 
succeed M. F. Razell in the grocery 
business.

H astings—Feldpaugh & Fedewa 
succeed Bennett & Feldpaugh in the 
m eat business.

Monroe—The Hegans Drug Co 
has increased its capital stock from 
$3,000 to $15,000.

Lansing—The Milne Grocery Co 
has established a branch store at SI*'. 
W est Main street.

D etroit—The Larrowe-Vallez Co., 
engineer and contractor, has changed 
its name to the Larrow e C onstruc
tion Co.

Boyne City—S. V. Fleming has en
gaged in the house furnishing goods 
business here, locating at 116 W est 
W ater street.

Mendon—L. A. Sherman, baker at 
Samson & Dailey’s, will go to Mar- 
cellus, where he will engage in busi
ness for himself.

B utternut—C. C. M essenger has 
sold his hardware and implement 
business to L. E. W alker, of Fenwick, 
who will take possession Aug. 15.

D etroit—The W oodward & Larned 
Co. has changed its name to the 
Maryland Liquor Co. and increased 
its capital stock from $1,000 to $5,000.

South Bleudon—Folkert Barendse 
has sold his general stock to M. Van 
Heukelem, of Zeeland, who will con
tinue the business at the same loca
tion.

Petoskey—Jam es A. Reid has open
ed a bazaar at 304 Lake street, where 
he will endeavor to dispose of the re
mainder of the stock of the Gardner 
estate.

C harlotte—Mr. and Mrs. Franz Me- 
Elwain, of Hastings, have purchased 
the bazaar stock conducted by J. B. 
Crosby, taking possession im medi
ately.

Muskegon H eights—H arry De W itt 
has purchased the interest of George 
M esser in the H. De W itt Hardware 
Co. and will continue the business in 
his own name.

Kalamazoo—Linihan Brothers, who 
have for some time conducted a gro
cery store at 613 Davis street, have 
disposed of their stock to F. E. D on
nelly, of Cadillac.

Pinconning—The Farm ers Elevator 
Co. has been incorporated with an 
authorized capital stock of $12 ,000, of 
which $6,000 has been subscribed and 
$1,200 paid in in cash.

O tsego—The grocery firm of T uck

er & Longcor has been dissolved, Mr. 
Longcor retiring from the firm. The 
business will be continued at the old 
stand by Frank S. Tucker.

Three Rivers—J L. Kirkwood, 
whose m arket was badly burned some 
days ago, is preparing to open a m ar
ket in the building formerly occupied 
by the Driesbach barber shop.

Sturgis—B. C. Henricks, of Ft. 
W ayne, has purchased the wall paper 
and moulding stock of Joseph Drake, 
bankrupt, and will get things in 
shape for an opening very shortly.

Clarksville—E. F. Cool has sold 
an in terest in his elevator to J. W. 
Knettle, of Lake Odessa, who has 
moved back to this place and will 
assist in the m anagem ent of the busi
ness.

Fennville—E. B. Sias & Sons sue 
ceed the Sias Company in general 
trade. The firm opened its new fire 
proof building July 29, with dinner, 
dancing, balloon ascension, vaude
ville, etc.

Scottville—Nathan G. Sayles, who 
has been engaged in the grocery busi
ness here for fifteen years, has sold 
his stock to L. F. Leonard, of East 
Jordan, who will continue the busi 
ness at the same location.

Thompsonville—A. G. Anderson, 
formerly of this place, has engaged 
in the produce business at Bendon 
under the name of the Bendon P ro 
duce Co. The business is a branch 
from the Grand Rapids house.

Muskegon H eights—G arrett Van 
Arkle has moved his drug store into 
the new building at the corner of Mc
Kinney avenue and Peck street, where 
he has one of the best equipped 
pharmacies in W estern Michigan.

D etroit—The Michigan Farm ers 
E levator Co. has engaged in business 
to deal in grains and farm produce, 
with an authorized capital stock of 
$3,000, all of which has been sub
scribed and $1,500 paid in in cash.

Portland—Chas. T. Lockwood and 
Leo C. Lehman have formed a co
partnership under the style of Lock- 
wood & Lehm an and engaged in the 
clothing and shoe business. They have 
purchased the W ebster & Hixson 
shoe stock.

H astings—Mrs. A. E. Renkes has 
disposed of her in terest in the fu rn i
ture and undertaking stock of Renkes 
& W alldorff to H arry  WalldorfT, late 
of Fulton, N. Y. The new' firm will 
be known as W alldorff Bros., and 
they will continue the business.

Lansing—A committee, consisting 
of David Glenn, H. P. W alker, H. C. 
Milne and A. O. Olin, representing 
the G rocers’ and Butchers’ Associa
tion, is completing the arrangem ents 
for the annual picnic which will be 
held Thursday, August 17. Special

trains will take the crowd to D etroit 
and return.

Jackson—W alter Smith and A r
thur Manke have started  a grocery- 
store at the corner of Francis and 
W ilkins streets. They bought out 
Mr. Myers and took over his stock. 
Both young men were born in this 
city and have worked for grocery- 
men here.

Adrian—H enry Schmaltz, senior 
m em ber of the firm of Schmaltz & 
Son, tailors, has retired from active 
iife after fifty-two years in the tail
oring business, and has disposed of 
his interest in the firm to his son, 
Robert Schmaltz, who will take full 
charge of the business.

East Jordan—Jam es M. Milford 
and Paul Schnelle have purchased the 
grocery stock and m eat m arket busi
ness of Sherman & Son. The new 
firm will be known as Milford & 
Schnelle, and of its m em bers Mr. 
Milford has been employed here for 
a num ber of years in the E ast J o r
dan Lum ber Co.’s store, of which he 
has for some years been in charge 
of the grocery departm ent, and Mr. 
Schnelle was also in the com pany’s 
store last winter, and at present is 
in charge of the E. J. Lum ber Co.’s 
stock farm at Hitchcock.

St. Joseph—Edward W illiams and 
Theodore K reiger have rented the 
store room on State street, fofmerly 
occupied by E. D. Collins as a shoe 
store, and will engage in the shoe 
business about Sept. 1 . Mr. W illiam s 
was for twelve years associated with 
Mr. Collins in the shoe business, but 
for the past three years has been 
connected with Rimes & Hildebrand. 
Mr. K reiger has also had experience 
in the retail trade, being w ith the 
Shepard & Benning Co. for the past 
few years, and previously having 
charge of the retail store a t W ater- 
vliet conducted by Enders & Moore, 
of this city.

Manufacturing Matters. 
Kalamazoo—The capitalization of 

the Kalamazoo Corset Co. has been 
increased from $750,000 to $900,000.

Royal Oak—T he Royal Oak Lum 
ber & Supply Co. has changed its 
name to the M ellen-W right Lum 
ber Co.

Battle Creek—S. E. Powrers, form 
er owner of the M erchant Milling 
Co., has bought out J. E. M oon’s feed 
and seed business and will take pos
session immediately.

D etroit—The Lithio Sulphur Co. 
has engaged in business with an au
thorized capital stock of $10,000, of 
which $5,000 has been subscribed and 
$1,205 paid in in property.

Jackson—The H olton Co. has been 
organized to conduct a general ma
chine and foundry business with an 
authorized capital stock of $75,000, 
all of which has been subscribed and 
paid in in property.

Forest Hill—The Forest Hill E le
vator Co. has engaged in business 
with an authorized capital stock of 
$15,000, all of which has been sub
scribed, $5,116 being paid in in cash 
and $4,884 in property.

Fennville—Spielman Bros, have be
come the owners of the Gallagher 
Bros.’ pickle factory, near the rail
road track. They will move the cider

mill to tha t building in order to have 
better shipping facilities.

M uskegon—T he Central Foundry 
Co. has m erged its business into a 
stock company under the same style, 
with an authorized capital stock of 
$10,000, all of which has been sub
scribed and paid in in property.

T rou t Creek—Jo h n  S. Weidman, 
dealer in lumber, has m erged his busi
ness into a stock company under the 
style of W eidm an & Son Co., with 
an authorized capital stock of $200,- 
000, all of which has been subscrib
ed, $35,000 being paid in in cash and 
$165,000 in property.

D etroit—The M eeker-Keenan Sales 
Co., m anufacturer and seller of elec
trical apparatuses, household utilities, 
etc., has m erged its business into a 
stock company under the same style, 
with an authorized capital stock of 
$20,000, of which $10,200 has been 
subscribed and paid in in property.

D etroit—A new company has been 
organized under the style of the Na
tional Food Products Co., to m anu
facture and deal in butter, cheese, 
casein and other milk products, etc., 
with an authorized capital stock of 
$100,000, of which $55,000 has been 
subscribed and $10,000 paid in in cash 

Owosso—The cream ery business of 
the C. A. Connor Tee Cream Co. has 
been taken over by the W estern Dry 
Milk Co. The sale includes the ma
chinery used by the form er company 
in the m anufacture of bu tter and gives 
the W estern  Co. a first-class outfit 
w ith which to carry on the creamery 
business.

Stockbridge—The g rist mill owned 
and operated by Sheppard & Cobb 
recently burned to the ground, the 
loss being estim ated at $3,000, which 
is partly  covered by insurance. The 
cause of the fire is not known, but 
it is now believed tha t it was started 
by spontaneous combustion. Across 
the street from the mill a building, 
form erly a basket factory, was also 
burned. The la tter structure wa- 
owned by W illiams & May.

Alma—Wm. T. N aldrett, who for 
four yrears has been m anager of the 
Alma Grain & Lum ber Co.’s inter
ests in this city, has purchased the 
g rist mill of the Norville Milling Co.. 
of Norville, Jackson county, and Sep
tem ber 1 takes possession of his pur
chase. Mr. N aldrett came to Alma 
from Tthaca and after assuming the 
m anagem ent of the Alma Grain & 
Lum ber Co.’s mill increased the vol
ume of business many times.

Belding—This place is to  have an
o ther m anufacturing industry. The 
new factory will m anufacture farming 
im plem ents and there will be a foun
dry and machine shop in connection, 
w ith it also. I t  is decided tha t a 
commodious site and factory building 
will be donated to  the new concern 
but where it will be located has not 
yet been determ ined, several sites 
however have been looked over by 
the com m ittee and some generous 
citizens have offered to  give several 
acres ou trigh t on which to  locate the 
plant while others have offered prop
erty  at a low figure. The factory when 
ready for operation will s ta rt with a 
force of about thirty-five or forty 
men and m ore will be taken on as 
fast as needed.
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The Produce Market.
Apples — Hom e grow n Duchess, 

T ransparen t and Red A strachans • 
command 40@50c per bu.

Bananas—$1.50@2 per bunch ac
cording to  size and quality.

Beets—New, 15c per doz. 
Blackberries—$1.50 per 16 qt. crate. 
B utter—The m arket on all grades 

has held firm during the week, and 
prices are lc  higher than a week ago 
on cream ery extras, which were put 
into effect the first part of the week. 
Cream ery extras are still selling at 
about 4c. below prices of a year ago. 
Demand continues good on extras, 
as every one w ants nothing but the 
finest grades while prices rem ain 
around 25c per pound. T he accum u
lations are very small in any grade, 
as the demand for packing stock is 
of a fair size. Local dealers hold 
fancy cream ery at 25j4c. They pay 
2 1c for No. 1  dairy and I 6J2C for 
packing stock.

B utter Beans—$2 per bu. for home 
grown.

Cabbage—$2 for small crate and $3 
for large.

Celery—18c per bunch for home 
grown.

Cherries—$1.60 per crate for sour 
and $2.25 per crate for sweet—16 
quart crate.

Cocoanuts—60c per doz. or $4.50 
per sack.

Cucumbers—40c per doz. for hot 
house.

Eggs—Receipts have fallen off 
considerably and the percentage of 
fancy eggs is quite light. There has 
in consequence been a general ad
vance of y2c per dozen. T he con
sumptive demand for eggs is very 
good and the m arket is healthy at the 
reported advance. Local dealers pay 
15c, loss off, del.

Green Corn—20c per doz.
Green Onions—15c per doz.
Green Peas—$1.50 per bu. for T e l

ephones.
Green Peppers—$1.60 per bu. 
H oney—15@16c per lb. fo r w hite 

clover and 12c for dark.
Lem ons—California, $5.50(8)6 per 

box; Verdellis, $5.25@5.75.
New C arrots—20c per doz.
Lettuce—85c per bu. for leaf; $1 

per bu. for head.
Musk M elons—Indiana Gems fetch 

75c per basket; Rockyfords command 
$2.50 for 54s and $3.25 for 45s; Mich
igan Osage, $1.75 per crate.

Onions — Hom e grow n (dry) are 
now in m arket, finding ready sale on 
the basis of $1.50 per bu.; Louisville. 
$1.75 per 60 lb. sack; California, $3.25 
per 100 lb. sack.

O ranges—Late Valencias, $5. 
Peaches—Hom e grow n are not a r 

riving in sufficient quantities to  es
tablish a m arket.

Pears—E arly  varieties, $1.50 per 
bu.; California B artletts, $3.25 per 
box.

P ieplant—75c per box of about 45 
lbs.

Plum s—Burbanks find a ready o u t
let on the basis of $1.50 per bu; Cali- 
forna, $2 per box.

Pop Corn—$1 per bu. for ear; 4y2c 
per lb. for shelled.

Po tatoes—Old stock, $1 per bu.; 
new, $4.50 per bbl.

Poultry—Local dealers pay l l@ 12c 
for fowls; 6c for old roosters; 10c 
for old ducks and 12c for young; 12c 
for turkeys; broilers, VA@ .2 lbs., 16 
@17c.

Radishes—15c per doz.
Spinach—75c per bu.
Tom atoes—H om e grow n hothouse, 

75c per 8 lb. basket.
Veal—Local dealers pay 6@9c. 
W aterm elons — Georgia command 

$2.25 per bbl.
W hortleberries—$2 per 16 qt. crate.

Some Redeeming Features.
“I have my faults,” Croesus said 

to the interviewer. “I ’m a m ighty 
rich man, and I ’m getting  richer, but 
for all tha t I ’ve got one or two things 
in my favor.”

“Yes, sir,” says the interviewer. 
“And they are?”

“They are the fact tha t I have nev 
er handed out any platitudinous philos
ophy to  the young; tha t I have never 
said it was a blessing to be born 
poor; tha t I have never said money 
can not buy happiness and tha t 1 
have never made anybody raise five 
times as much as I was willing to 
give tow ard anything.”

L. A. T heibout & Son, w ho have 
been engaged in the grocery and 
m eat business, have dissolved p a rt
nership, P eter T hibout continuing 
the grocery and retail m eat business 
in his own name and L. A. Theibout 
conducting the wholesale end of the 
m eat business. They will both con
tinue at 122  Spencer avenue.

R udyard—T he N orton Logging Co. 
has engaged in business w ith an 
authorized capital stock of $50,000, 
which has been subscribed, $7,000 be
ing paid in in cash and $43,000 in 
property.

Escanaba—The Diamond Pole & 
Piling Co. has been incorporated w ith 
an authorized capital stock of $10,000, 
of which $5,000 has been subscribed 
and $1,000 paid in in cash.

Jerom e D eH oop, dealer in m eats 
a t 842 W ealthy avenue, has sold out 
to Jacob V ander W all.

The Grocery Market.
Sugar—Refined has advanced 30 

points during the week, placing gran 
ulated on a 5.65 basis. The future de
pends wholly upon the raw situation, 
which is strong. T he European raw 
m arket, although it has shown some 
slight reactive declines during the 
week, is very strong, largely due to 
the heat and drought, which together 
have reduced the crop. T he demand 
for refined sugar has been curtailed 
by the short fruit crops, but is as 
good as could be expected.

Tea—There is a very healthy tone 
to the m arket. Prices are m aintain
ing their firm position in all lines. 
T he rains in Japan have delayed the 
purchasing of some of the second 
crop, but w hat has arrived in the 
U nited S tates is of good quality in 
leaf and cup. N o uncolored China 
green teas have yet been shipped to 
this country, and the shortage is 
m ore m arked than ever before, and 
w ith little prospect of relief, as a ca
ble from Shanghai says tha t no un- 
colored greens have yet reached that 
port. Form osas are active and prices 
are well m aintained. T he India and 
Ceylon m arkets are correspondingly 
high. Green Ceylons are nearly all 
closed out.

Coffee—Prices of green coffee 
reached the highest point in years a 
short time ago. T rade is satisfac
to ry  w ith m ost w holesalers for sum
m ertim e and retailers have been tak 
ing supplies much better than could 
be expected during the very warm 
w eather.

Canned Goods—Prices on the 1911 
pack of California fruits were an
nounced by the California F ru it Can- 
ners’ A ssociation last week and they 
are much higher than opening prices 
of 1910. Tom atoes show no change 
for the week, but if anything the 
feeling is slightly easier. Spot goods 
can be bought at 90c in a large way, 
which is below the figure some hold
ers were asking for goods a short 
tim e ago. Futures are also unchang
ed, but the packing outlook is bet
ter, owing to good weather, and it is 
getting  so close th a t the chance of 
higher prices is lessening every day. 
In  fact, the Baltim ore packers are al
ready buying fresh tom atoes and 
packing them, but these goods have 
not yet made their appearance in 
N orthern m arkets. They are proba 
bly going South. Corn is unchanged, 
but the price will soon decline. New 
Southern corn will be on the m arket 
in a few days, and has been offered 
for delivery at 75c. T his is 12j4c be
low w hat the same brands are sell
ing for on spot. Peas continue ex
ceedingly scarce and high, although 
there has been no change during the 
week. Apples are very strong; in 
fact, there is practically no price on 
the new pack, as unfavorable w eath
er and the recent wind storm s have 
tended to reduce the volume of the 
yield of Michigan fruit very m aterial
ly. There will be no N orthern  Spys 
to speak of and very few Bald
wins. E astern  peaches are quiet and 
unchanged in price. Small standard 
canned goods are alm ost all firm. 
Soaked peas, for instance, are quot
ed at 60c, which is 10c above norm al, 
and spinach is also very high.

D ried F ruits—There is prospect of 
a good crop of currants, and the d e 
m and is seasonably fair and the situa
tion healthy. Spot apricots are scarce 
and are cutting  but little  figure. Fu
tures are still high and very dull. Spot 
prunes are unchanged in price and 
in fair demand under the circum 
stances. Spot peaches are quiet and 
unchanged; future peaches are much 
excited, and m ost packers have w ith
drawn prices. A flurry between the 
grow er and packer, caused by the 
form er raising his prices to  the la t
ter, is the reason. Old raisins show 
an advance of l/ 2c, but the general 
situation is dull and unchanged.

Cheese—Receipts are about nor 
mal for the season and the m arket is 
firm and unchanged. The quality of 
the cheese arriving is fully up to  the 
season’s standard, and the m arket is 
healthy w ithout present indications of 
immediate change.

Syrups and M olasses—Glucose is 
unchanged for the week. Compound 
syrup is dull a t unchanged prices. 
Sugar syrup is not moving and prices 
are unchanged. M olasses is dull and 
prices are unchanged.

Fish—Cod, hake and haddock are 
unchanged and dull. Domestic s a r 
dines are dull in spite of the fact tha t 
this is their season. T he catch is 
still short, and the m arket is un
changed. Im ported sardines show no 
change. Prices are steadily m aintain
ed, and reports from abroad tell of 
comparatively small catch. I t  is ex
pected, however, tha t a better catch 
may be made later in the season. If 
this happens^ the m arket may be 
som ewhat lower. Domestic salmon 
shows no change, and com paratively 
light demand. Prices on new Alaska 
have not yet been named. Mackerel 
is quiet and shows no im portant 
change. No. 1 N orways are report 
ed som ewhat firmer, but Irish are 
som ewhat easier and Shores are 
about steady.

Provisions — Smoked m eats are 
steady and unchanged. Pure lard is 
unchanged and in good consumptive 
movement. Compound lard  is dull at 
54c decline. Dried beef is firm at lc  
advance. Barrel pork is steady and 
unchanged; canned m eats show a 
slight advance for the week and are 
seasonably active.

The course of international politics 
ju s t at this tim e emphasizes the 
hypocrisy of the so-called Christian 
powers. In one portion of Europe a 
helpless people are being slaughtered 
because they adhere to  the Christian 
faith. The cruelty of the T urks to 
w ards the Catholics of Albania equals 
in b rutality  anything in their long 
and bloody history. Y et while this 
exterm ination is going on the fore
m ost of the Christian pow ers are in
volved in a quarrel caused by a step 
taken by one of them  aimed at com 
mercial or territorial gain, and which 
tw o of the o thers desire to  check
mate. If Germany, France and G reat 
Britain desire exercise for their arm ies 
and navies, they could find it to  much 
better advantage in A lbania or a t the 
w ater front of Constantinople than in 
fighting am ong them selves over the 
m atter of African territo ry .

mailto:5.25@5.75
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An Unnoticed Leak in the Dairy.
A serious loss to the dairy industry, 

perm itted year after year, is the fa t
tening of the calves of the herd. This 
will read like treason to many, for 
“W e might as well turn off the calves 
fat as to let someone else have them 
and the profit,’’ is the sentiment. But 
is there wisdom in changing from 
cream or butterm aking to the busi
ness of making veal at a loss? For if 
one has a good cream ery or a set
tled sale of butter at top prices, then 
the product will sell for much more 
than the veal it will produce. “Not a 
tenth part of the veals sent to the 
block are fed as they ought to be,” 
complains a local butcher; and with 
reason, for farm ers are able to guess, 
even roughly tha t the calves use far 
more milk to make a dollar than they 
will get back. He continues, “Farm 
ers are so eager to get the milk to 
make butter or cheese tha t the calf 
is sent away too young and unripe, 
so that the price has to be cut. Veals 
should never be less than one month 
old, and they are better if nearer two. 
The average farm er is less of a 
judge of the fitness of a fat calf than 
of any other animal he fattens. On 
this point all the butchers I have ever 
met agree with me. To make good 
veal there is only just one way: This 
is to give the calf all the milk it will 
suck from the time it is born, to the 
end.”

H is rem arks contain much of in
terest, to the butcher; and they are 
pointed, so far as the sensible farmer 
is concerned. Of course, the farm er 
indiscreet enough to feed butterfat 
into veal is eager to complete the 
contract with the calf at the earliest 
possible date. And the veal is not 
forced onto the m arket because of his 
lack of judgm ent, but the opposite. If 
the calf is given all the new milk it 
will nurse from the time it is dropped 
until five, seven or eight weeks, what 
will be the money status of the deal 
w ithout considering the condition of 
the cow so abused? A fter the first 
few days a rugged calf will take five 
quarts of milk at a nursing, or ten 
quarts a day. Milk weighs 2:15 lbs. 
per quart, and if it tests Al/ 2 per cent, 
which is not high if the cows are 
fair, modern stock, the daily con- 
supmtion of fat will be one pound, 
which, increased by the overrun, 
where the butter is made on the farm 
will amount to 1 lb. 2 oz., at 30 cents 
per pound, $13.86 in six weeks, and 
the skimmilk, worth at least 20 cents 
per 100, will make another $1.50, a 
total of $15.35.

Furtherm ore, the fattening of a calf 
is not conducive to the betterm ent of 
the cow, at the time, nor for the 
summer. A cow which suckles young

is never at rest unless the calf is by 
her side. To do its best, the calf 
must be kept quiet, so while the dam 
is afield, she is uneasy, restless, w an
ders, calls—in fact, takes too much 
exercise and too little feed. And then 
there is the grief at the final parting 
which always pulls down a cow not 
a little in flesh, and also in milking 
ability, from which m any do not re 
cover for m onths. All these bad ef
fects on the cow may be avoided, of 
course, by milking and feeding the 
milk to the calf. By this method the 
work is not increased, if the trouble 
of handling a calf is counted.

But with the milk in the pail, why 
not remove the cream or bu tter and, 
if the tem ptation to fatten the calf 
can not be fought off, make the veal 
at the same time? This is not only 
possible, but entirely practicable, 
using new milk for only four to six 
days, and including the colostrum.

Eight grade cows fattened $343.83 
w orth of veals on their skimmilk in 
less than 18 m onths for Frank Barna- 
by, (he tells it to the Michigan D airy
man), besides re turning him a hand
some cream check each month, some
times as much as $14 apiece. One of 
my cream ery patrons had a similar 
experience. The skimmilk is used, 
emulsifying in it a little oil and flax
seed jelly. “Fussing” do I hear some
one say? Yes, but no more than suc
cess demands in many other avenues. 
A pound of linseed (flaxseed) boiled 
for several hours will make a thick 
jelly, which takes the place of butter- 
fat in milk, or one may make the 
jelly of linseed oil cake, adding a lit
tle raw  oil or be tter still, cotton oil, 
which may be bought at 65c to 80c 
per gallon of wholesale grocery 
houses. A gallon of this oil will go 
a long way.

The exact process of feeding is as 
follows: A fter three days, cut down 
the milk to three quarts twice a day 
and begin gradually to introduce 
skimmilk, beginning w ith a half pint 
and slowly and m ethodically increas
ing this while decreasing the whole 
milk. W hen four days old, give the 
calf a teaspoonful of the jelly in each 
feed, the following day a tablespoon
ful twice a day, and steadily but reg 
ularly increase as the skimmilk is 
given and the new milk withdrawn, 
until the calf is getting  half a pint 
twice a day. If jelly made from the 
boiled cake is used instead of from 
seed, (which contains the oil), give 
the calf a teaspoonful of oil in each 
feed, slowly increasing this to  two 
tablespoonfuls a day, and even to 
double this if the individual animal 
appears able to use so much w ithout 
purging. As the calf increases in 
weight, a box, high enough so he can

just get his nose in it, is to be kept 
in the stall, containing a little wheat 
middlings. A lump of rock salt also 
is to be placed in it. He will soon 
begin to taste of the salt and be using 
the middlings before one is aware 
that he is old enough. If the calf is 
big and hearty  at four or five weeks 
old, scald corn m eal thoroughly, (not 
by halves so it will be lumpy) and 
gradually accustom the calf to this 
feed. Such a calf can be kept eight 
weeks, if the butcher consents, and 
the profits from him will be real, 
while butter-m aking is not interfered 
with.

Never let the calf nurse and he will 
readily learn to drink. If, because of 
some good, old-fashioned notion it is 
believed best to have him nurse the 
first meal, carefully wash the teats

and udder with a weak antiseptic be
fore he gets any part of them  in his 
mouth. And never place the fingers 
in his m outh nor let him suck a rope 
or rag  nor take o ther th ings into the 
mouth, until they have been carefully 
washed w ith soap and w ater or an- 
tiseptisized. T he naval cord is to 
break and never to be cut at birth 
and should im mediately be washed 
with some antiseptic. A careful ob
servance of this rule will do away 
w ith much of the trouble now ex
perienced with scours, which is the 
chief enemy of the veal maker.

H ollister Sage.

It has been rem arked tha t there 
is no rest for the wicked, and very 
little for the good when the wicked 
are about.

W e do printing for produce dealers

SCHILLER & KOFFMAN Detroit, Michigan
We buy EGGS, DAIRY BUTTER and PACKING STOCK for CASH

Give us your shipments and receive prompt returns. Will mail weekly quotations on application.
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INDIANA ITEMS.

Business News From the Hoosier 
State.

Kendallville—C. C. Barker, who for 
eleven years has been a traveling 
salesman for the in ternational H ar
vester Co., has accepted a position 
w ith the- J. I. Case Plow Co., of Ra 
cine, Wis., and is now in Racine ar
ranging his work. H is te rrito ry  wiil 
be in this section of the country and he 
will continue to reside in this city.

W arsaw —T he W arsaw  Overall Co 
has been organized and will operate 
a factory in this city. The stock in 
the new company is owned entirely 
by four men, three of whom arc 
am ong W arsaw ’s m ost substantia! 
business men. The four stockhold 
ers are also the four officers of the 
company and are as follows: P resi
dent, W. S. Felkner, of W arsaw : 
Vice-President, Charles E. Stout, of 
Indianapolis; Secretary, Charles H. 
Ker, of W arsaw ; Treasurer, W. W . 
Reed, of W arsaw. The company will 
be incorporated with a capital stock 
of about $10,000.

W arren—Two new factories are 
to be started  here w ithin a short 
time. They are an electrical supply 
factory and a washing machine fac
tory, both coming from Oakville. 
E ight thousand dollars was raised by 
the business men and all have taken 
stock in the new enterprises, insur
ing their success. The electrical sup
ply factory will be located along the 
M. B. & E. traction line in w hat is 
known as the Roeme building and at 
the start will employ thirty-five men. 
The washing machine factory will be 
located in a building near the junc
tion of the Clover Leaf Railroad and 
M. B. & E. line, which is now used 
as a skating rink. The room s will be 
iittted up, work being started this 
week and the factories moved and put 
in operation as soon as possible.

Kendallville—The doors of the W. 
S. Ewrv hardw are store have been 
closed for the purpose of taking an 
inventory of the stock prior to sell
ing the concern to o ther individuals. 
Mr. Ewrv has been in poor health 
for some time and has found that 
he was not physically able to p rop
erly care for the volume of work 
tha t daily confronts him, so he con
cluded to sell out and devote his time 
to regaining his health. I t  is under
stood tha t a new company has been 
formed to be known as the K endall
ville H ardware Co., those directly in
terested being L. O. Reinoehl, F rank 
Strock and C. E. Frederick. Mr. 
Reinoehl is well known to all Ken
dallville people and has been clerk 
in this hardw are for a num ber of 
years. The other gentlem en come to 
us with the best of records for busi
ness veracity and integrity  from G ar
re tt and Auburn.

W olf Lake—D. J. Starkey has sold 
his hardw are and im plem ent stock to 
Max Goodman, of Monticello, who

has assumed possession. Mr. Good
man is a m em ber of the firm of 
Goodman & Co., proprietors of a 
large departm ent store at Monticello.
II. K itt will have charge of the store. 
Mr. Starkey has been engaged in 
business here since the fall of 1905 
and had a flourishing trade. He is un
decided as to his future plans.

Albion—Form er County A uditor J. 
W. Earle, who has been w ith the 
Stiefel Grain Co., has resigned his 
position and associated w ith a cor
poration composed of himself, A. L. 
Shipley, of Albion, and Frederick R 
Barnes, of Columbus, Ohio, and have 
taken possession and the m anagem ent 
of the Paragon Mills, of this place.

South Bend—A nother phrase of the 
public m arket question has now de
veloped which will probably have a 
m ore far-reaching result than any 
question which lias yet arisen in con
nection with the public m arket. The 
situation which now confronts the 
retail grocers prom ises to make the 
m arket a more popular place than 
ever for the buyers of the city. Gro- 
cerymen have experienced consider
able difficulty in buying produce for 
their trade during the few days of 
the m arket and it was stated yester
day to be alm ost impossible to pur
chase enough fresh fruit and vegeta
bles to supply the trade. J. C. 
Schreyer, of the Schreyer & Sons’ 
grocery, of 236 South Main street, 
said tha t he was unable to buy any 
sweet corn and had considerable dif
ficulty in obtaining enough produce 
to supply his trade. Mr. Schreyer de
clared his opinion tha t the farm ers 
had m isinterpreted the meaning of 
the city ordinance in regard to the 
city m arket and tha t they did not 
think they were allowed in the cityr 
on any day w ith produce until after 
10 o ’clock. The real m eaning of the 
ordinance, as explained by M arket- 
m aster Peters, is tha t on m arket days 
the farm ers shall not sell produce in 
the vicinity of the m arket place un
til after 10 o’clock. O ther grocery 
concerns have also complained of the 
fact tha t there is not the usual 
am ount of produce to be bought from 
the farm ers since the opening of the 
new market. I t does not seem, how
ever, tha t the new m arket is in any 
way hurting the trade of the g ro 
cery stores. Councilman Jam es Mc- 
Collough, who owns a grocery store 
on South Michigan street, stated tha t 
he could notice no difference in the 
am ount of produce bought by the 
people. H e stated that a num ber of 
custom ers had been in his store since 
the opening day of the m arket and 
declared that conditions at the public 
m arket were unsanitary. One w om 
an in particular declared to Mr. Mc- 
Collough tha t the fruits and vegeta
bles were exposed to the dust that 
gathered in the streets and as a re 
sult m ost of the fruit was practically 
spoiled. In  many cities the m arket 
place is located in large buildings and

it is very probable tha t this will be 
the ultim ate result of the South Bend 
experiment. F. M. H anater, who 
operates a grocery store on the Col
fax avenue bridge, stated tha t the 
main objection heard to the m arket 
was tha t there are very few farm ers 
who sold goods to the consum ers 
but tha t practically all of the men 
who had rented the stalls were ped
dlers. Many of the grocery men had 
the same com plaint to make, claim
ing tha t it was not just tha t the ped
dlers and hucksters should be allow
ed to come to the scene of the m ar
ket and sell goods which they had 
bought from the farm ers earlier in 
the day. I t is not believed tha t the 
conditions surrounding the m arket 
will be allowed to continue as many 
persons have already complained 
tha t the hucksters, who pay no rent 
and practically little taxes on their 
stock, are monopolizing the market. 
Mr. H anauer stated tha t a farm er 
came into his store with some sweet 
corn and demanded 15 cents a dozen 
ears for it, while the retail price for 
that day was one shilling. The farm 
er had been talking to peddlers and 
they had told him that he should get 
15 cents per dozen at the m arket and 
as a result he had demanded that, al
so said tha t of the num ber of wagons 
which had lined up on preceding m ar
ket days, not more than seven of 
them had belonged to farm ers, but 
that the m ajority  of them  were m ere
ly peddlers and hucksters. I t is be
lieved, however, tha t as soon as the 
farm ers and buyers thoroughly un
derstand the situation and people 
have become accustom ed to the w ork
ing of the m arket, tha t the few diffi
culties which have arisen will be elim
inated. Consumers, producers and 
grocerym en seem perfectly willing to 
co-operate in making the m arket a 
success and it is thought that, given 
a little time, the troubles will adjust 
themselves.

Kendallville—Edw ard J. Sherer has 
engaged in the tea and coffee busi
ness.

Many an open book is hide bound.

Where Combination Meant Success.
The great business successes of the 

past have been achieved by the ge
nius of single individuals, who have 
excelled their com petitors in some 
one clever characteristic. A thought
ful consideration of the qualities pos
sessed by the great captains of in
dustry of the past twenty-five years 
will show that one was a great sales
man, another a great financier, an 
other a great organizer. T heir sue 
cesses do not mean tha t the great 
business which gave them their fo r
tunes were scientifically managed. 
For example, two concerns in the 
same industry recently combined, a ft
er negotiations which had extended 
over several years, in the course of 
which it developed tha t each princi
pal entertained the utm ost contem pt 
for the other's abilities. W hen a 
careful examination of the tw o sets 
of books was made, it was found tha t 
one proprietor was producing his 
goods more than 40 per cent, cheap
er than his rival, while the other 
made up the difference by his supe
rior ability in buying, selling and 
management. The combnation en 
abled each to exercise his particular 
skill in the interests of the whole, 
with a net saving of 40 per cent, 
which was previously lost.

W. D. O rcutt.

C h ica g o  Boats
TW IC E  DAILY

G. & M. Line and G. R. & 
Holland Interurban

Day Trip, Leave - 7:40 A. M.
N ight Trip, Leave . 8 and 9 P. M.

W o r d e n  ( J r o c e r  C o m p a n y

The Prompt Shippers

Grand Rapids, Mich.

DETROIT, MICH.
A perfect cold storage for Poultry and all kinds of Fruits and Produce. Eggs stored with us usually sell at a premium of 

Ac per dozen. Liberal advances. Railroad facilities the best. Absolutely fireproof. Correspondence solicited.
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GONE TO EUROPE.
W m. B. M acFarlane, organizer and 

manager oi the recent furniture 
strike, lias left Grand Rapids. He 
soon sails for England to attend a 
labor convention as delegate from the 
brotherhood of carpenters and join
ers, and then with his wife will make 
an extended pleasure trip  through 
Europe, to be gone about three 
months. Not many of the furniture 
w orkers of this city who let him 
organize and manage them will take 
pleasure trips to Europe—at least not 
this year. It costs money to travel. 
As a professional friend of toil Mr. 
M acFarlane has had a very success
ful season. He can afford a tour of 
Europe with his wife, which suggests 
that it is better to be a friend cf 
toil than a toiler.

Mr. M acFarlane came to Grand 
Rapids some time last w inter under 
a regular salary from the internation 
al brotherhood, said to have been 
$25 a week and expenses, which, by 
the way, is considerably above the 
union scale for workers in the trades 
represented by the brotherhood. He 
received a 25 per cent, “rake off” on 
the initiation fees paid by the re 
cruits he brought into the union, 
amounting to $1.25 a member. The 
union has claimed 6,000 members, but 
discounting this 50 per cent., gives 
him 3,000 members enrolled and 
$3,750 added to his bank account. His 
$25 a week salary and his member 
ship “rake off" can be estim ated at 
about $4,500 for Mr. M acFarlane 
since January 1 , and this makes no al
lowance for his share of the free will 
and other offerings that have passed 
through his hands during the strike. 
W ith  such an income almost any
body with a taste for pleasure trav
el can take European trips. Mr. 
M acFarlane goes, the workers stay 
at home, and some of them are won
dering where their coal is coming 
from next w inter and who will pay 
for the groceries.

The furniture strike started April 
10, about sixteen weeks ago. D ur
ing this period the union disbursed, 
according to Mr. M acFarlane, $137,- 
000 in strike benefits. In addition to 
this $17,000 contributed by other 
unions and sym pathizers was passed 
out. a total of $154,000. U nder nor

mal conditions the factory payrolls 
in this city amount to about $100,000 
a week. The strikers have been out 
sixteen weeks and have received 
strike benefits equivalent to about a 
week and a half of honest wages. In 
other words, while they could have 
earned $1,600,000 by rem aining at 
work, they have received $154,000, 
less such amounts as stuck to the fin 
gers of the crafty union managers. 
This money can never be recovered 
by the dupes of the union leaders. It 
is hopelessly lost—and along with it 
many of the men have lost jobs they 
will never be able to recover. Many 
will lose the homes they are paying 
for on the installm ent plan. O thers 
will lose pianos. Those who partici
pated in the riots, like the firey 
Poles, will never be able to find em
ploym ent in Grand Rapids furniture 
factories again. They will have to 
seek a livelihood elsewhere, because 
they have dem onstrated that they are 
not safe men to deal with and are 
incapable of becoming good citizens.

The w orkers stay at home, for 
there has been no money in the 
strike for them. For Mr. M acFar 
lane the strike has been a highly suc
cessful and profitable enterprise; he 
goes to Europe for three months and 
takes his wife with him.

The furniture m anufacturers have 
not suffered seriously from the strike, 
except in profits and, with business 
conditions as they have been, it is a 
question if they would have made so 
very much money anyway. The 
strike, of course, has caused them 
w orry and em barrassm ent, but, finan
cially, they have come through it in 
much better form than they had rea
son to expect. But for the workers, 
whose only capital is their labor, the 
loss has been direct and perm anent 
and for many of them it will keep 
on accum ulating in the months to 
come. Regardless of how the man- 
ufactuers have fared, regardless of 
what may be the fate of the work
ers, regardless of the effect the strike 
has had on the busines of the com
munity, the sixteen week disturbance 
has been a m ost excellent thing for 
Mr. M acFarlane and he can well af
ford his three m onths’ trip abroad.

Before starting  for his pleasure 
trip Mr. M acFarlane urged his fol
lowers to go on with the strike, and 
sought to give the impression that 
the strike was still on. In this he 
was eminently consistent. From  the 
very beginning he has lied to the 
factory hands. He has m isrepre
sented conditions to them. He has 
led them on with false hopes and 
vain promises. H is last words were 
falsehoods. The strike is a thing of 
the past and nobody knows this bet
ter than Mr. M acFarlane himself. 
Some of those who left their bench
es are still out, but other men have 
been found to take their places. Every 
factory in town is in operation, some, 
of them with full forces, all with 
enough men to make efficient work 
possible. Many of the men who are 
still out will remain out, not that 
the m anufacturers have prejudices 
against them, but simply because 
others have been engaged to  take 
the places they did not seem to 
want. The skilled w orkers who have

come from other cities in search of 
work will be retained, the last ditch 
union men will have jobs to hunt.

This city has no reason to be 
proud of its record in this strike. 
Mr. M acFarlane came here from 
Buffalo a total stranger, representing 
an organization with headquarters 
down in Indiana. He lied, m isrepre
sented, coerced and intim idated the 
factory hands, maligned the m anu
facturers, and from the beginning 
showed that his designs were level
ed against this city’s chief industry. 
Instead of rising up in defense of 
this industry, instead of upholding the 
m anufacturers and try ing to  show 
the w orkers how they were being 
fooled, Grand Rapids sided w ith the 
wily adventurer and did all it could 
to make his mission of mischief a suc
cess. W hen it came to questions of 
common veracity between the strike 
leaders and the m anufacturers the 
former were given the preference. In 
every way the m anufacturers were 
humiliated and obstacles were thrown 
in their way. But the m anufacturers 
stood firm. They have maintained 
the principles of the open shop—the 
cause of industrial liberty—and have 
upheld the banner of freedom and lib
erty vouchsafed to every American 
citizen. They have made a good 
fight and the city which should be 
ashamed of its folly will some day 
give the m anufacturers credit for 
their courage and perseverance under 
conditions made as unpleasant as 
possible. W ith the open shop es
tablished more firmly than ever, 
Grand Rapids will grow in popula
tion, industries and wealth, whereas 
a unionized town would have been 
hopelessly blighted, and to the furni
ture m anufacturers will belong the 
credit.

T H E TUBERCULIN WAR.
New York has placed her stint at 

ten years for sweeping tuberculosis 
from the State. Pennsylvania has a 
well organized State Board, with a 
State Sanatorium among the m oun
tains; and many other states can re
port great work along similar lines. 
Nowr tha t the cause and cure of the 
disease are understood, it seems 
scarcely less than criminal to allow a 
repetition of the death roll of 1908, 
when the cortege of victims of this 
disease would, we are told, have 
reached from Philadelphia to P itts
burg, and then back again.

There are great dangers connect
ed with the disease; but there are 
many little ones wrhich, unchecked, 
speedily become great. I t is now an 
offense against the law foir pupil, 
teacher or jan ito r to be in any way 
connected with a school if they have 
tuberculosis. The school age is the 
fertile one for scattering the disease. 
Children m eet on term s of fam iliarity 
and are less watchful against taking 
risks than adults. Personal loans of 
public books and supplies seem to 
curtail danger, yet do not in some 
ways. Books which may have been 
used in an affected home last year 
are, in some instances, distributed in 
the one of health later. The rules 
may be good, but they are not rigid
ly enforced. The red tape of official 
life binds not always along sane lines.

The public drinking cup, the bor
rowed pencil, the generously shared 
apple, the careless use of the hand
kerchief, the penny which passes 
through all sorts of hands, and the 
still worse paper money, the pin care
fully picked up from the walk, the 
car strap, even the handshake of the 
afflicted may bring the disease. It 
is a duty to ourselves tha t we look 
into the m any ways of transm ission 
of the disease; and if we have touches 
of it in our own system, it is as much 
a part of our work to  avoid transm it
ting germ s to others as it is to adopt 
all known m easures for eliminating 
them from our systems.

A PH A SE OF BEGGING.
Mrs. E. H. H arrim an, widow of the 

railroad m agnate, undertook the task 
of passing personally upon every let
ter r she received asking for money 
during the past year. She not only 
wished to bestow her benefactions 
where they would do the m ost good 
but to make them the basis of a most 
valuable study in sociology and 
psychology.

But the task was too vast for her, 
more than five thousand letters be
ing received during the time, or more 
than sixteen on an average during 
each w orking day asking for $22,000 
each. She has now turned the sug
gestive missives over to the New 
\  ork Bureau of Municipal Research 
for their study.

Many of these requests are no 
doubt w orthy; but vastly m any more 
come from the leeches of mankind, 
who see or think they see a chance 
to get som ething for nothing. I t  is 
discouraging to the philanthropist to 
behold his best plans thw arted. Sure
ly there should be a way to help the 
needy w ithout rendering a person a 
prey to countless vagrants.

A system atic study of applications, 
carefully made, m ust result in per
m anent benefit to everything con
nected with charity. Diverse as are 
the phases in humanity, there is a 
thread of sameness in the entire tex
ture of mankind. The train  jumper, 
as well as the beggar from door to 
door has his special ways of doing 
things; and if we can get an insight 
into how they are being pressed it 
may lead to our helping the world 
to become nearer self-supporting.

The study should be not so fuen 
w hat we can give to our less fortu
nate brothers but how we can help 
them upon their feet. The bread line 
is still a necessary evil, but the cry. 
“Back to  the farm ,” should lure the 
hungry men into the w heat fields, 
where they are needed. T rue chari
ty consists not in helping others, but 
in helping them  to help themselves.

Men who have had backbone have 
moved the world often before reach
ing the prime of life. Backbone means 
o ther men looking to you; the want 
of it, your looking to o ther men. 
O thers may not believe in you, but 
tha t “cuts no ice,” it is when you do 
not believe in yourself tha t you fail.

You w ant enough flesh to keep you 
moving, enough fat to keep you 
warm, enough bone to keep you up
right; anything beyond sufficiency 
means inefficnency.
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CENTER OF PO PULA TIO N .
I t has been generally believed that 

the census of 1910 would show for the 
first tim e a halt in the drift of the 
center of population of the U nited 
S tates w estw ard/ owing to the pre
vailing belief tha t the Middle and 
E astern  States would have been 
found to  have increased their popu
lation on a larger ratio  than the 
W est. This idea was based on the 
known fact tha t parts of the Central 
W est had practically ceased to grow.

The Census Bureau now announces 
tha t the center of population, instead 
of rem aining stationary  or going east
ward, actually moved w estw ard th ir
ty-one miles, which brings the exact 
center to a point four and one-quar
ter miles south of Unionville, in Mon
roe county, Ind. A lthough our Hoo- 
sier friends are right in the m idst of 
things, it does not follow tha t ih e  
actual center of population is a very 
populous district. I t  is m erely the 
point at which the lines latitudinally 
and longitudinally halving the popu
lation intersect. The geographical 
center of the U nited States is in 
N orthern  Kansas, or some 500 miles 
w est of the center of population, so 
tha t by far the greatest portion of 
the population of the U nited States 
is still east of the central point geo
graphically, or in the E astern  half of 
the country.

I t  is in teresting  to note the w est
ward trend of the population since 
1790, the date of the first census. In 
1790 the center was a few miles east 
of Baltim ore, ten years la ter it had 
moved to  a point tw enty miles w est 
of tha t city and by 1810 it was some 
th irty  miles northw est of W ashing
ton. In  1850 it was approxim ately 
tw enty miles to the southeast of 
Parkersburg, W. Va., which is about 
as far south as it has ever been. Its  
“farthest no rth ’’ seems to have been 
its location at the time of the first 
census, and it is interesting to note 
tha t as it moved w estw ard it still 
continued to cling very closely to 
the th irty-nin th  parallel of latitude. 
Between 1850 and 1860 it traveled a 
distance of very nearly  seventy miles, 
so tha t its progress by the latest de
cennial reckoning is not the longest; 
nevertheless, owing to the recent rap
id developm ent of the Pacific and the 
Southw estern States, the progress 
from  1900 to 1910 was more than 
twice tha t of the preceding decade— 
namely, fourteen miles.

I t is probably of no very great 
im portance ju s t where the center of 
population is located except in so 
far as^ it aflfords some idea of the 
relative density of the population 
The people of Indiana are probably 
no better off than their fellow citi
zens elsewhere. I t  is always a ttrac 
tive to Americans, however, to  be in 
the very m idst of things, and no 
doubt ou r H oosier friends will pride 
them selves not a little for being the 
very hub of the population move
ment, just as Boston prides herself 
on being the “hub of the universe,’’ 
w ithout any very strong reason for 
asserting the claim.

T H E  LORD A ND  T H E  LADY.
The elimination of the im portance 

of the H ouse of Lords in the British

political system will probably cause 
no very great am ount of regret to the 
average American, but there is a cer
tain class in our population tha t the 
developm ent will strike very much as 
a calamity. W e refer to tha t class 
of opulent citizens, m ainly of the 
“nouveau roche,” who are willing to 
pay down immense sums of money 
to  enable their daughters to m arry 
British titles. These international 
m arriages, while they have occasion- 
ly turned out well, have, as a rule, 
been prolific of scandal and disap
pointm ents. The rich American girls, 
or ra ther their ambitious parents, 
sought titles and the social prestige 
which they believed w ent with such 
baubles, and were willing to  risk hap
piness and at the same tim e pay out 
vast sums of good American gold to 
secure the coveted prize, only to  find 
it turn to ashes and hum iliation when 
grasped.

British titles were eagerly sought 
by rich Am ericans because they were 
supposed to represent som ething 
tangible as part of the legislative 
system  of the B ritish Empire. Now 
tha t they enjoy no such distinction 
and have become of little more prac
tical value than French or German 
titles, it is safe to  assume that their 
money equivalent will diminish ma
terially in the American matrim onial 
m arket. T his will especially be the 
case if the Socialist B ritish m inistry 
decides to create 400 o r more puppet 
lords and thus so cheapen the p eer
age as to  make it hardly w orth  while.

Tn England itself a title is not 
nearly so im portant as the name that 
is behind it, but tha t fine distinction 
is generally lost on the am bitious 
American parents of more money 
than brains, who are in the m arket 
for a title for a daughter. Now, how
ever, tha t the British peerage has 
been immensely cheapened, it is to be 
hoped tha t our rich American girls, 
or ra ther their parents, will be more 
discrim inating and either be satisfied 
'with good American husbands or 
make sure tha t the British lordling 
tha t becomes a candidate for m atri
mony is of the true blue variety and 
not of the puppet or m ushroom  o r
der.

There are m any fine men of char
acter and attainm ents in the British 
peerage, but it is safe to say tha t 
these will not set much store on their 
titles and coronets, but will depend 
on their personal influence and abili
ty to make their m ark for the future 
in the public service of their coun
try. Such men are rarely in the 
m arket to  mend their fortunes with 
the m oney of a rich American bride. 
If the decay of the British peerage 
cures Americans of the foolish seek
ing after titles there will be little 
reason to bewail the snuffing out of 
the lords as far as this country is 
concerned.

A Pennsylvania man was aw aken
ed during the night recently  and saw 
some one going through his clothes. 
Pulling his revolver from under the 
pillow he shot the intruder. As soon 
as he could gather courage he struck 
a light and discovered th a t he had 
shot his wife.

BRITISH  INVESTM ENTS.
I t  has often been a source of won

derm ent to  m any people how the 
British Isles can escape bankruptcy, 
much less dom inate the finances and 
business of the world, as they do. 
England, and in a com parative degree 
the o ther portions of the U nited 
Kingdom and Ireland, are compelled 
to buy m ost of the food products they 
consume abroad, as well as to im
port from foreign countries the vast 
bulk of the raw m aterials which are 
m anufactured into articles exported 
from British ports to all parts of the 
world. A lthough thus dependent up
on the outside world, Great Britain 
never has to fear an adverse trade 
balance, and instead of borrow ing 
from others she lends to all.

T he secret of E ngland’s indepen
dence of trade balances is to be found 
in the vast investm ents abroad of 
British capital. All this money brings 
fair interest, and the constant flow 
of this in terest to London m ore than 
offsets the drain upon British purses 
for the paym ent of the vast supplies 
im ported. W hile it m ight be difficult 
to figure out the full extent of B rit
ish investm ents abroad, there are defi
nite statistics covering certain invest
m ents which afford some idea of the 
grand total.

A ccording to London Stock E x 
change statistics, which may be as
sumed to be reliable, the investm ent 
of British capital in the colonial pos
sessions of the empire aggregates the 
huge total of $6,825,000,000. Of this 
total Canada has absorbed $1,778,000,- 
000, India and dependencies $1,707,- 
000,000, Australasia $1,591,300,000, 
South Africa $1,248,700,000, and other 
British possessions $500,411,000. It 
m ust not be imagined that all this 
m oney has simply been sunk in de
veloping the respective colonial pos
sessions. On the contrary, all of it 
brings returns, the average rate of 
in terest earned being actually over 4 
per cent.

British money, however, finds in
vestm ent in other lands besides the 
British colonies. Im m ense sums are 
invested in the U nited States and in 
various European countries and 
equally heavy sums are invested in 
Latin  America. A ccording to El Pro- 
gresso, a Spanish financial journal of 
repute, the total of British invest
m ents in Latin America is $3,730,000,- 
000. These investm ents return  an 
average annual income of 4.53 per 
cent.

I t  is no wonder, therefore, tha t the 
whole w orld is G reat B ritain’s debt
or, and th a t despite the vast pur
chase of supplies by the British Isles 
more money flows into British coffers 
than can be employed at home, and 
as a result investm ents abroad are 
constantly  expanding. The British 
investor is, m oreover, a careful in
vestigator and rarely puts his money 
in unprofitable enterprises.

CARE~OF T H E  LAW N.
T his is the season of all during the 

year when the green sward a ttracts 
the m ost notice; for we live m ost of 
the tim e on the lawn. Y et there is 
such a thing as caring for it too much; 
and the one who cares for it by the 
same m ethods used in spring will

soon find it like the pampered child, 
pale and sickly; and the treatm ent if 
persisted in will work untold trouble 
for the future.

One who takes special pride in the 
green appearance of his yard when 
those of his neighbors are parched 
and blistered gives as the secret of 
success the fact tha t he never cuts the 
grass short in dry w eather; for in this 
act he increases the evaporation of 
the m oisture about the roots, besides 
inviting the sun’s rays in g rea ter 
force.

A nother mistake is in the m ethods 
of watering. Some imagine tha t by 
turning on the hose during the heat 
of the day they are catering to the 
welfare of vegatation, as well as to 
the com fort of the inm ate of the 
home. The advantage in reducing 
the local tem perature is not to be 
questioned; but the harm to vegata
tion is equally certain.

N ature never w aters her plants in 
this way. T he clouds shield from 
the sun’s rays while the leaves arc 
wet. And so the gardner rem em bers 
when w atering plants to refrain from 
w etting the foliage while the sun is 
shining upon it. Is it more sane to 
drench the grass and at the same time 
let Sol burn and bleach it?

Evening is the best time for w ater 
ing the lawn. Sprinkle generously. 
Drench the dry ground. A slight 
sprinkling only coaxes the roots to 
ward the surface, there to suffer the 
more because of the drought. Avoid 
clipping the grass short and w ater 
completely when you turn on the 
hose after the heat of the day is over, 
—these are the rules of a successful 
lot owner.

The natives of China, according to 
a consular letter, use large bells of 
their own make in many of their 
tem ples and m onasteries. It is no
ticed all through Japan and China 
tha t the tone of the m onastery and 
temple bells is very soft and smooth, 
due to the superior quality of the 
m aterial used in their m anufacture 
and to  the absence of iron clappers, 
the result being a marvelous softness 
of tone. The bells are never swung, 
being always suspended in a fixed 
frame, and the sound is produced by 
striking them on the outer edge with 
a wooden mallet. This makes the 
soft tones which are so delightfully 
melodious.”

The history of Cuba since 1398 has 
made it clear that her people are 
not yet ready to stand alone. To save 
them from them selves we have al
ready had to  intervene twice. In te r
vention is not a congenial task, but, 
as P resident T aft pointed out in one 
of his Indianapolis speeches, we must 
always be prepared to  perform  it. If 
the enemies of President Gomez car
ry their anim osity to  the extent of 
th reatening an o th e r, insurrection they 
will simply invite another in terven
tion, and they will have only them 
selves to blame if it should on such 
a third occasion become perm anent.

Anyway, the unw ritten law seems 
to have a lo t w ritten about it.

T he fortune hunter is apt to find 
game scarce.
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F inanc ia l
What the Fruit Money Means To 

Grand Rapids.
The bank clearings, usually regard

ed as a fairly good index to business 
conditions, increased in July about 
20 per cent., as compared with July, 
last year. This is the best showing 
of any m onth this year. June made 
an increase of about 20 per cent., 
May, April and January showed de
creases, while February and March 
were about standoffs. The record for 
the seven months to date, this year, 
is less than 1 per cent, below that of 
last year for the corresponding pe 
riod. These figures do not indicate a 
serious falling off in business, even 
although nearly everybody complains 
of dull times.

How this city’s business has grown 
may be judged somewhat by the 
clearings now and in other years. T he 
average monthly clearings now are 
something over $1 1 ,000,000. Twenty 
years ago, in 1891, when Grand R ap
ids rather thought it was considera
ble of a financial center, the clearings 
averaged only about $3,500,000. The 
total for the entire year in 1897 was 
$44,640,146.38. The total for the first 
four months, this year, was $44,105,- 
429 and for the year the total will 
be about $138,000,000. The business 
of the city'', as indicated by the clear
ings, has increased in tw enty years 
about threefo.ld, which can not be r e 
garded as very bad with a population 
increase of only about twofold in the 
same time.

Peaches and plums are now com 
ing into market, and both crops 
promise to be bumpers. The Texas 
and Georgia peaches were nipped by 
the late frosts and in other peach dis
tricts disaster came, but in Michigan 
conditions could not have been bet
ter had they been made to order. 
Michigan will have lots of peaches 
and the shortage in other district? 
will help to give them value. In  the 
clean-up Michigan ought to be sev
eral million to the good, and a nice 
bunch of this will land in Grand 
Rapids and tributary territory. “M ov
ing the crop” will give the banks 
some figuring to do. I t  will be a 
different kind of figuring, however, 
from that which confronts the bank
ers in the grain countries. O ut W est 
the problem is how to get money 
enough to keep the grain moving ; 
here the perplexity is as to w hat to 
do with the money that comes in. 
The fruit crop is sold spot cash and 
a large share of the money is paid 
by the buyers who come to this m ar
ket from Cincinnati, Chicago, Indian
apolis and other large consuming 
centers. These buyers bring the 
money with them and the money gets 
into the banks in short order as farm 
er deposits—not all of it, perhaps, 
but enough to make an appreciable 
difference in the total deposits. Last 
year from June 30 to Sept. 10 thé to-

tal deposits jum ped $1,600,000; in 
1909, from June 23 to Sept. 1 , the in
crease in deposits was $1,350,000; in 
1908, from July 15 to Sept. 23, the 
deposits increased $1 ,000,000. These 
increases were nearly all fruit money. 
The increase this year will probably 
be still larger, as this year the crop 
is large and prices will, probably, be 
good.

The farmers around here are good 
patrons of the banks as depositors 
and the bank tha t has their friendly 
interest is looked upon as in luck. 
Some of the farm ers have checking 
accounts at the bank, just as do the 
city business man, but the bankers 
agree that the farm er’s favorite is the 
certificate of deposit. The certificate 
has many advantages tha t appeal to 
the man in the country. I t is con
venient to carry. In the event of 
loss by robbery paym ent on it can be 
stopped. Should it be destroyed by 
fire the money it represents is 
still safe. T he certificate is ne
gotiable at par and, with the farm 
er’s signature on the back, is as good 
as currency in settling bills at the 
store or supply house. If the money 
is not to be used immediately the 
certificate draws interest. These are 
all good and easily understood a d 
vantages and explain why the farm er 
takes a certificate instead of becom
ing a commercial or savings depos
itor.

According to the clearing house 
rules, banking hours are from 9 in 
the m orning to 3 in the afternoon, 
and to the city business man it is 
given out that these rules are very 
strict and that awful penalties at 
tach to their violation. About this 
season, however, as the p^ach crop 
begins to move, the farm er receives 
the wink, which means tha t the banks 
have side doors, and if they really 
w ant to be accommodated all they 
have to do is to know the way—and 
the way is easy to learn. The State 
banks do their violating of the rules 
usually at their branches, and the Na
tionals look innocent as the peach 
money flows in and nobody says a 
word. And it is perfectly proper that 
this should be done. The m arket is 
over by 7 o’clock in the morning. The 
farm er is in a hurry to get home and 
the accommodation of the banks 
saves him two hours a t the season 
when time is w orth the most.

The grain and potato farmer, as a 
rule, does not get as quick action 
on his crop as does the fruit grower. 
F ruit is perishable, especially peaches, 
while grain and potatoes will keep for 
weeks, and the farm er can consult 
his own convenience or m arket con
ditions before m arketing his surplus. 
This kind of a farm er also has a pref
erence for certificates, but he often 
takes the real money home with him 
to pay his bills and to buy his win-
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Financial
te r supplies and it is w hat he has left 
tha t he brings back to the bank. The 
fruit money gets into the bank with 
little delay, but it takes several 
weeks for the grain and potato  mon 
ey to come back, and then it comes 
through many channels. But it is 
good money and w hether it comes 
back in a week or in three m onths 
the banks are glad to get it.

President Chas. W. Garfield, of the 
Grand Rapids Savings, is home from 
spending a m onth on the M assachu
se tts’ seacoast. Cashier F rank W el- 
ton, of the City T rust and Savings, 
will soon be home from his trip  to 
the W estern  coast.

This city is of grow ing im portance 
as an investm ent center. Four firms 
are regularly  engaged in buying and 
selling securities on a commission 
basis. The Michigan T ru st Company 
has always been an advisor for those 
who have money to invest. The banks 
do a considerable over the counter 
business in bonds and occasionally in 
o ther securities. The commission 
houses will undertake to  buy or sell 
alm ost anything from the gilt edged 
to the cats and dogs, but it may be 
said to their credit tha t they are on 
the square and in their transactions 
do not m isrepresent goods. The T rust 
Company and banks are m ore con
servative, but in the very nature of 
things, can not guarantee these secur
ities—not even G overnm ent bonds. A 
form of investm ent tha t the banks 
seem to think highly of is tim ber 
bonds, and these are often recom 
mended to those who have money to 
put out. These tim ber bonds in real
ity are loans made by the banks 
them selves after the m ost thorough 
investigation as to security, and then 
the loan is split up into parcels of 
$500 or $1,000 and distributed as 
bonds to the investors. T he usual 
rate of in terest for the tim ber bonds 
:s 6 per cent, and m ost of them  are 
payable serially in from five to ten 
years. It is not recalled tha t there 
have been any defaults in the tim ber 
bonds that have been issued under 
the auspices of the Grand Rapids 
banks. Some of the utility corpora
tion bonds are highly recom mended 
by the banks and they represent a re
turn of about 5 per cent. Municipal 
bonds are offered to net from 4 to 
t 1/- per cent, and represent a still 
h igher grade investm ent for those 
who are conservative. An interesting 
fact about some of the local securi
ties is tha t they are being bought by 
employes, and this is especially true 
of the junior issues of stock. The 
Macey and the Luce have common 
stocks as well as preferred and any 
of the common that may come out is 
instantly  grabbed at and it is said 
that the buyer is usually somebody 
connected with the company as an 
employe. Several o ther of the local 
securities are taken by “insiders” and

at prices which show abiding confi
dence in the future.

In Pursuit of the Traditional “Honest 
Penny.”

H urling jests at the passing crowd 
and shuffling playing cards with the 
dexterity  of a sleight of hand artist, 
a sunburnt G otham ite dow ntown a t
tracted  a large circle of tiptoeing 
spectators, who stopped out of cu
riosity and paid over their money 
when he drolly convinced them that 
he gave som ething for nothing or 
when he raised their im aginations to 
“buying heat.”

“There i s , m ore than one way of 
making an honest penny,” he said in 
an aside to a fellow New Y orker who 
spiraled his way through to greet a 
fellow G otham ite in a strange city. 
“And the little poker game practice 
I had in old New Y ork serves me a 
good turn .”

The pursuer of the  “honest penny” 
stood with his table of wares near a 
besmoked and dism antled old build
ing. The cards lay in front of him 
in a crescent shaped pile with a heap 
of coins in the curve. The deck of 
cards in his hands was a sample of 
the cards tha t were on the table.

“They are all the same,” he would 
w arrant as some skeptic in the crowd 
would begin to burrow  a hand into the 
cards on the table.

“Only 19 cents a deck, man,” he 
would fix his eye on some individ
ual, and the victim would alm ost in 
variably throw  a coin to  the “fakir.” 
"These cards cost me only a penny 
a deck,” he would taunt his listeners. 
“I am making 18 cents profit on this 
25 cent deck of cards.” This ironic 
sally would elicit laughter from every 
side, which would usually follow by a 
show er of coins.

“If you think it is too much to 
ask 19 cents for these beautifully pic
tured cards I will add my diamond 
ring to the next deck of cards you 
will call for.” T he ring on his fin
ger looked too obviously valuable, 
and the crowd would laugh at the 
hum or hidden in the seriously spoken 
words. None ventured to accept the 
offer of the ring as a premium, but 
m any responded to  the hum orous ap
peal with the paym ent of 19 cents for 
the cards alone.

Deck after desk passed into the 
crowd. Before the day advanced far 
the chance friend of the Gothamite 
became a partner in the business. He 
carried silver and copper money into 
the nearest bank and fetched back 
loads of cards, while the sunburnt 
cne retailed the w ares to  the laugh
ing human circle around him.

The people bought the cards b e 
cause the fakir was a clever fellow or 
because the cards had gilded edges 
or because the cards had picture 
backs or because the man stated that 
the m anufacturer gave him 25 cents 
for every deck of cards distributed 
to the public.

“My boss loves the public,” he 
would assert with an immovable face.
H e has asked me to place a deck 

of these cards in the hands of every 
man. I make 18 cents of profit on 
the 19 cents you pay me. One cent 
goes to the ow ner of the building on 
my right. H e gets his rakeoff for

letting me stand on the people’s side
walk.”

H e interspersed his funm aking only 
to a ttrac t the crowd and turned a t
tention to the buying when he 
thought his audience responsive.

“W here did you learn this, Bill?” 
laughed the New Y orker who per
spired during the day under the loads 
he carried to the table of the vender.

“ Under the jibes of necessity,” re 
plied the sunburnt one as he was 
packing up his table for the night. 
“W hen a fellow walks around the 
streets with hunger tugging away at 
him and nothing in his grip except
ing one or tw o articles convertible 
into cash in the nearest hospitable 
golden balled institution one m ust do 
som ething to earn an honest penny. 
M ust he not?”

“He m ust,” agreed the other with 
a concurring smile. “H e m ust,” he 
repeated as they totaled up the re
ceipts of the day. T hey earned 
$108. S. J. Samelow.

Your Thoughts.
D on’t go to sleep with a frown on 

your brow. A drawn-down mouth 
and screwed-up eyes help to bring 
wrinkles. But really one needs to 
think pleasant thoughts in the day
time, too. P leasant thoughts bring 
a serene expression to  the face, 
which, as the years go on, become 
perm anent. The people you m eet 
who have never allowed hard or 
unkind, discontented thoughts to find 
a resting  place in their minds and 
there is urgent necessity for cultivat
ing serenity to fall asleep with.

Information.
“Found out w hat ailed my hogs.”
“H ow ’d you find out, H iram ?”
“W rote to  the agricultural depart

m ent.”
“W onder if I could find out w hat 

ails my sum m er boarders. No tw o of 
’em speak.”

Explained.
“W hy,” w rites one of those pro

pounders of unansw erable questions, 
“does a girl always shut her eyes 
when a man kisses her?”

Send us your photograph and per
haps we can tell you the reason.

Never let a custom er go with one 
purchase w ithout making further ef
fort. If  you have concluded a sale 
it generally calls for some accessory. 
The “W ill tha t be all?” query sim
ply invites a confirming reply. W hen 
you have a custom er in such an ap
proachable mood as one sale gen
erally puts him in it is just the time 
for a follow up. You ought to judge 
by that time w hat such person might 
like in conjunction with his purchase, 
or w hat you have in stock that would 
in terest and perhaps lay the founda
tions for a future sale, if not secure 
one at that immediate time.

Sacrificing the comm onwealth for 
wealth is an injurious policy.

GRAND RAPIDS 
FIRE INSURANCE AGENCY

THE Me BAIN AGENCY

G ra n d  R ap id * . M ich . T h e  L e a d in g  A g en cy

W E WILL

BUY—SELL—Q U O T E
Securities of BANKS, TELEPH O NE, IN DU STRIA L A N D  

PUBLIC SERVICE CORPO RATIONS  
Ask for our quotation sheet

C. H. Corrigan & Company
343 Michigan T rust Building Grand Rapids, Michigan

Long Distance T elephones—Citizens 1122, Bell 229

BOND DEPT.
of the

C on tin en ta l and C om m ercial 
T rust and S avin gs Bank

The capital stock of this bank is owned by the Conti
nental and Commercial National Bank of Chicago.

Combined Assets over $200 ,000 ,000
Offer high grade Municipal, Railroad and Corporation 

Bonds and Debentures to yield investors VA to 6%. Corres
pondence invited.
J* E. T H A TC H E R , Michigan Representative, 1117 Ford Building. 

GEO. B. CALDW ELL, Manager Bond Department.

We Only Issue Plain, Understandable

LIFE INSURANCE POLICIES
With Guaranteed Values. Lowest Rates.

The Preferred Life Insurance Co. of America
Grand Rapids, Mich.

JAMES R. WYLIE. President WILLIAM A. WATTS. Sec y  and Gen l M*r.
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The Im portance of the Farm er’s 
Trade.

Philip D. Arm our once ^aid: i i  
you want to make money, sell som e
thing that people have to eat. He 
practiced that rule through a long 
lifetime, and it is reputed that he 
made considerable money.

I wonder how many people really 
understand the importance of the 
farm er’s position in our life. Get 
ting right down to bedrock, the farm 
ers are the only class of people who 
create the absolute necessities—food 
and raiment.

You can walk the streets of any 
big city in the world and pass thou
sands and millions of men engaged in 
the work of producing things, al
most every one of which could be 
dispensed with if it were absolutely 
necessary to do so. But the two 
basic commodities created by the 
farmer will find a steady m arket as 
long as the planet is inhabited by 
man.

This one fact—the creation of ab
solute necessities—is the foundation 
of the remarkable prosperity of the 
farming classes, of which we hear so 
much in these days. O ther things 
have contributed, however, to make 
this prosperity more actual and m ort 
permanent.

One factor, which has probably had 
more influence than any other in giv
ing the farm er a stable m arket, has 
been the perfection of means of trans
portation and distribution. W hen the 
farm er was unable to transport his 
produce for more than a few' miles, 
and his means of preserving it were 
meager, his m arket was limited to 
the immediate needs of his own vi
cinity.

Modern methods of preservation 
and facilities of transportation have 
provided a continuous and w orld
wide m arket for the farm, and put 
this industry on a more equable and 
solid basis than any other industry 
or business in the world.

W hile I am still upon this feature 
of the subject, let me call attention 
to another fact tha t operates to make 
the farm ers uniformly prosperous in
stead of spasmodically prosperous, 
like men engaged in o ther indus
tries.

In all other businesses the con
sumption swings between two ex
trem es very far apart. One year peo
ple may use a large quantity of some 
particular article, attracted  by fash
ion or whim, and the next year fo r
get about it alm ost entirely. This can 
not be the experience of the man 
who produces the elemental foods— 
bread and meat. People will not use 
these to any great excess at any

time, but they will use about the same 
proportionate quantity year in and 
year out. The farmer, therefore, is 
assured of a stable market, not only 
throughout the year, but every year, 
and one that is constantly widening, 
because the farm ing area is practi
cally all occupied and the popula
tion of the world is rapidly increas
ing. Every year sees a few million 
more m ouths to feed, in this country 
alone, and each additional one helps 
to bid up the m arket price of the 
farm er’s crop.

Tt seems to me these reasons ought 
to indicate that the farm er is in a 
position, economically, to make a 
very good kind of custom er for any
one who has som ething to sell pro
viding he can use the thing tha t is 
offered and that he can be induced 
to pay the price.

Now, I am sure tha t every man 
who is familiar with the subject will 
agree with me when I say there are 
very few things m anufactured and 
sold to people in the cities tha t can 
not be sold to farmers. I t may be 
true they have not bought certain 
things in the past, but it is because 
they have not been educated or per
suaded to their use. In m ost in
stances, where a m anufacturer thinks 
his goods are not salable to farmers, 
it can be shown tha t some of his 
com petitors are already selling the 
farm er trade.

As for inducing farm ers to pay the 
price, I may say that has long since 
been dem onstrated satisfactorily to 
the distributing world. Automobile 
m anufacturers wfill tell you tha t the 
price of a car is a secondary consid
eration to the farmer, providing it 
does not get beyond the limit of prac
ticability. No farm er yill pay $5,000  
or $0,000 for a fancy car, when his 
principal need is for one of practi
cal working purposes.

The same principle may be gen
erally applied in seeking farm trade 
along any line, for the farm er is in
tensely practical. The price is no bar 
to sales, for the good farm ers have 
ample means. The fact tha t im prov
ed farm machinery has always been 
so readily adopted by the farm ers as 
soon as put on the m arket shows that 
they have not only been willing, but 
have been able to buy merchandise 
that costs considerable money.

Furtherm ore, it does not require 
any extraordinary persuasion to con
vince a farm er tha t an article or a 
brand of merchandise is an im prove
ment over what he has been using, 
if it really is an improvement. No 
other class of people have changed 
their ways of living and m ethods of 
work more rapidly and completely

than the farmers, and this is espe
cially true of the last th irty  or forty 
years. The farm er is accustomed to 
changing to som ething better, when
ever tha t thing is put on the m arket.

On the other ha'hd, however, the 
farm er is not whimsical. Unless 
som ething is a decided improvement, 
he will not change. The experience 
of m anufacturers who keep up with 
the times in their product, is tha t the 
farm er trade has been a very stable 
one.

Terrible.
“ I t  m ust have been terrible when 

tha t aviator fell on the roof of your 
house.”

“ Yes. He knocked at least a doz
en shingles loose, and there’s nobody 
I can hold responsible.”

C O F F E E
Don’t pay high prices

Buy for cash and get your 
discount

No salesman’s salary. Cash and 
mail orders talk. Remember only 10 
days on all accounts.

Fine Drinking Santos 19c 
to retail at 25c

Fine Central America Coffee 22¿¿c 
to retail a t 30c 

Pure Mocha and Java  28c 
to retail a t 35c

Coffee Ranch
J. T. Watkins,, Prop. Lansing, Mich.

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

Michigan People W ant Michigan Product*

W e do Printing for
Produce Dealers

w h o l e s a l e  o e a l c r s c  i m p o r t e r s  oe .
,  ALL KINOS OF. ---- *aN

We have the 
output of 
30 factories.
Brick,
Limburger in 
1 lb. Bricks, 
Block Swiss
W rite for 
prices.
Milwaukee,
W is.

Specials This W eek
Car California Peaches, Pears. Plums just in; also Ari- 

zonia Canteloupes, Ohio Tomatoes in 20 lb. baskets, Illinois 
Cabbage, Virginia New Potatoes, large stock. Write, wire, 
phone.
The Vinkemulder Co. :: Grand Rapids, Mich.

WANTED—Packing Stock Butter
Ship us your ROLL or PACKING STOCK 

BUTTER. DAIRY BUTTER and EGGS and 
receive the highest market price. Prompt set
tlement. Send for our weekly quotations.

Dairy Farm Products Co. Owosso, Mich.
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Random Thoughts on Milk Business.
T he opinion seems to  be held by 

many people in the cities tha t milk 
producers would ship unsanitary  milk 
if not restrained by boards of health. 
This is a mistake. Progressive dairy
men would make sanitary milk if the 
inspector should lay aside his club, 
because aside from  principle it is 
more profitable than the unsanitary. 
T o make sanitary milk it is only nec
essary to keep the stables and its 
surroundings and cattle in a sanitary 
condition. If no t so kept the best 
results can not be obtained. The in
creased output of the dairy and the 
avoidance of losses am ong cattle 
would m ore than com pensate the milk 
producer for any ex tra  labor and ex
pense tha t m ight b<* necessary to keep 
the dairy in a sanitary condition.

D airym en understood this, and 
m ost of them  when they w ent in the 
milk business built their stables long 
before the inspector started  on his 
pilgrimage. D airym en have a friend
ly feeling for a thorough inspection 
of milk, and the dairies, and only be
come indignant when someone swells 
up to vociferate tha t only prodding 
and clubbing keeps the milk produc
ers from being nasty.

Milk producers look up w ith re
spect to  em inent physicians, men of 
science and learning, boards of health, 
and the careful inspector th a t would 
place the milk business on a scientific 
sanitary basis. T hey have no quar
rel w ith any of these. I t  is the 
quacks tha t they are after, the “mul
tiply rapidlys,” or rather, rapid lies, 
men who claim th a t milk is only a 
medium for the developm ent and con
veyance of disease germ s, and tha t 
germ s tha t float in air could swim in 
milk. I t  is these tha t bring the sci
ence of medicine and sanitation in 
disrepute.

Boomerangs.
I t  is but a few years since depart

m ents took charge of the milk busi
ness. In  these years much m oney has 
been spent in the work. If after all 
this expense milk is still half as bad 
as they represent it to be, it would 
seem to prove tha t som ebody does 
not am ount to much. If milk is still 
unfit to use w ithout being boiled, the 
taxpayers have not got much for their 
money. This slander of the milk 
business though aimed at the p ro 
ducer proves to be a boom erang, and 
a boom erang is a bad thing to  fool 
with.

Milk as an A bsorbent of Odors.
Milk is said to be a great absorbent 

of odors and taints. T his is apparent 
but not real. Milk being odorless 
and w ithout taint, odors and taints 
can be more easily detected than od
ors in foods tha t carry a strong odor 
or ta in t of their own. A w hite gar
m ent will show dirt more readily than 
a colored one. Still a man tha t wears 
a colored shirt may carry more dirt 
than the one who w ears a w hite one, 
but it doesn’t show. Same w ith milk 
and o ther foods.

Pasteurization.
T he statem ent is made tha t out of 

16,000 infants tha t die, 4,000 are killed 
by unsanitary  milk. Before this sta te
m ent was made it should be shown 
tha t these infants had enough milk 
to  nourish their bodies, th a t they did

not live in unsanitary hom es in un
sanitary parts of the city, tha t their 
food and clothing were sanitary, tha t 
they did not get the w rong pill. P er
haps the little milk tha t they got 
was the only clean th ing about them. 
Milk producers have little respect for 
the men who when they claim that 
they have found dirt in milk instead 
of throw ing it in the gu tter would 
boil tha t dirt and sell it to the peo
ple to eat. Pasteurized dirt, sterilized 
dirt, and boiled dirt are the same 
thing. “W ords are th ings” tha t may 
be used to  spread the tru th  and the 
slave of the man tha t would de
ceive.

If a single infant could be saved 
by feeding it pasteurized milk milk 
producers would not object to pas
teurization on account of the expense. 
Milk producers believe tha t if all 
children were fed pasteurized milk 
and deprived of raw  milk, the death 
rate would be doubled, th a t pasteur
ization destroys the medicinal and 
healthful elem ents in milk.

M anning F. Lantz.

W hen You Know How.
Ripe and green w aterm elons have 

always been for sale in the market.
If you prefer one green you will 
simply wave your hand at the- grocer 
and tell him to send us som ething 
about 40 cents. H e’ll make no mis
take about sending a green one. If, 
on the contrary, you w ant som ething 
juicy and red-cored, you m ust take a 
little time over it.

Look at the pile of melons in 
front of the grocer s from afar off.

Get your eye on the fattest and 
best.

Pu t the grocer on his honor as 
to its age.

Pick it up and heft it.
Put it down and press your knee 

on it and listen for a cracking noise. 
Then thum p it for a hollow sound. 
Then inspect the bit of vine left at 

the end.
Then observe if w hat may be called 

the stom ach of the vine is a dull 
yellow.

Then look at the spots and stripes. 
Then heft it some more.
Then ask the grocer why the price 

of eggs keep so infernally high.
Then ask the opinion of half a doz

en pedestrians.
Then tell the grocer tha t you are a 

man tha t can not be deceived.
Then order the melon sent home, 

and telephone your wife to put it on 
ice until night.

Is tha t all? Oh, no. You stop at 
the grocery next m orning and invite 
the smiling grocer to come out and 
have his neck broken for selling you 
a green melon.

The Origin of Bacteria.
The discovery was made a few 

years ago tha t the English language 
did not contain enough w ords to 
properly vilify the milk business. To 
supply tha t w ant the word “bacteria” 
was coined. To make the word more 
effective the idea was advanced and 
spread am ong consum ers tha t bac
teria and disease germ s belonged to 
the same breed of bugs. T hen the 
shout was let loose tha t bacteria get 
into milk, and after they get into milk, 
do not behave them selves, bu t p ro

ceed at once to m ultiply rapidly. This 
m isrepresentation of the milk pro
ducers has been so persistent tha t 
many consum ers think tha t the prin
cipal crops raised on the farm  are 
bacteria and disease germ s, and tha t 
milk is only a medium to  convey 
them to  the consum er. T ru th  is said 
to be m ighty, but a lie is more 
speedy. U nder such conditions it is 
not strange tha t the producers are 
confronted w ith a surplus, but the 
wonder is tha t milk could be sold at 
all. There are a lot of conscienceless 
people in the w orld who have so 
frightened the people of the cities 
tha t they are afraid to drink milk. If 
these people intended to  injure the 
public health and raise the death rate 
they certainly should be.satisfied with 
their success.

I t  is the common fate of large c it
ies to be badly governed by good 
men, and well governed by bad men.

W anted—Butter. Eggs. Veal. Poultry 
and Huckleberries

F. E. Stroup, Grand Rapids, Mich.
References:—Commercisi Agencies. Grand 

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

Mr Grocerman: Your in
terests are our*, too. Sell

MAPLEINE
(A distinctive flavoring) 
Better than real maple. 

Made from aromatic root* 
and herb* which have 
absorbed the richest ele
ments from sunshine and 
soil—mountain air and 
ocean breeze. Many fla
vors blended and mellow
ed into one, that's Maple- 
ine. Makes home-made 
sugar syrup better than 
real maple at a cost of 50c 
per gallon. Can be used 
anywhere a flavoring is 
desired. Advertised every
where—nice profit, de
mand steady and growing.

Order from your jobber 
today, or Louis Hilfer Co.. 
4 Dock St., Chicago, III.

CRESCENT MFG. CO.. SEATTLE. WASH.

IC M 7 II  m  WANT Y0URIo DE/LL O ¡jEyH/L/O SUMMER ORDERS
We make a great specialty of supplying Michigan storekeepers with our 

HIGH GRADE SEEDS IN BULK.
Drop us a card and we will have our salesmen call and give you prices 

and pointers on how to  make money selling seeds. Do it quick.

S. M. ISBELL & CO. :: Jackson, Mich.

W . C. Rea Rea & W itzig A J 
PRODUCE COMMISSION
104-106 W est Market St., Buffalo, N . Y.
“BUFFALO MEANS BUSINESS”

We make a specialty of live poultry and eggs. You will find this a good 
m arket. Ship us your poultry and eggs.

R E F E R E N C E S —Marine National Bank. Commercial Agencies. Express Companies. Trade 
Papers and hundreds of shippers.

Established 1873

W e do printing for produce dealers Tr‘Gr’Ä Ä '" ’
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FISH ING  FROLICS.

Are They Rotting the Bone of Busi
ness Success?

W ritten for th e Tradesm an.
“I have seen a lot of theories ad

vanced as to why so many m erchants 
fail to make good in the race for a 
competency,’’ remarked the school
m aster. “I have even advanced the
ories of my own, once seemingly sat
isfactory, but never have I really 
struck the right solution of the prob
lem.”

‘ W hat, never?” queried the grocer 
with whom the old birch-wielder was 
talking at the time. ‘‘You have often 
expounded your theory to me, Tom, 
and I am free to confess tha t your 
ideas on the subject, based, as they 
are, on a long life of observation 
have been of great help to me."

“Glad to hear that, Fred,” chuck- 
linglv returned Mr. Tanner. “I think 
most of my theories with regard to 
the mistakes of m erchants have been 
correct, but there is one other hin
drance to successful merchandise 
which has lately come under my no
tice and which I am confident is go
ing to send many a modern young 
business man to the financial bone- 
yard.”

“And what is that, Tom?"
“Fishing.”
“Fishing! Great Scott! How can 

that affect the mercantile business?"
“Too much fish, Fred.”
“You forget the theory that a diet 

of fish is conducive to brain power. 
Now% with expanded brains and vim, 
the m erchant ought certainty to be 
doubly equipped for the battle of 
life.”

“I t isn’t so much a fish diet that is 
rotting the bone of business suc
cess as it is the time wasted run
ning after this strange god of lake 
and river.”

The grocer laughed. He thought 
he could see one of old T om ’s dry 
jokes peeping out from beneath this 
veneer of talk. Not so, how?ever in 
fact, since the schoolmaster was real
ly never more in earnest in his life.

“ I t’s not to be laughed down, 
Fred,” proceeded the old man. “ I 
know' many bright young men w'ho 
are injuring their prospects in life 
by a pursuit of Isaac W alton’s pet 
hobby. I t becomes worse than a 
bobby with some men—this craze for 
fishing. Simple thing, too, when you 
come to think of it. W hy do so many 
of our business men think it encum
bent upon them to go out w'eek days, 
nights and Sundays casting lines to 
the flood for the sake of hooking a 
measly sunfish or bluegill? F or the 
life of me T can’t see the sense in it. 
W hen I was a boy fishing was a boy’s 
amusement, very few grown men in
dulging in such flimsy sport. Given 
an old fiddle, a gun and fishing outfit, 
with a man to operate the three, and 
you had the toggery of a first-class 
ne er-do-well. No man of respecta
bility would care to be caught with 
any of the three on his person.”

“If that is true times have changed 
wonderfully, Tom .”

“So they have, so they have,” sigh
ed the old schoolmaster.

“W e are living in a more enlight

ened age, Tom ,” pursued the grocer, 
“an age of progressive activity—” 

“But, see here, Fred, do you call 
it progressive activity to go out to 
the bank of a creek or lake, sit in 
the shade and fish all day, drinking 
poor w'hiskv, smoking cigars or cig
arettes? I don’t, if you do. In my 
day there were men who, bright o th
erwise, perm itted cards to lead them 
to ruin. Gambling at one time be
came the professional and business 
m an’s curse. Any num ber of keen 
young fellows, both in law and trade, 
were wrecked on this rock—and now 
it is fishing!”

“Pshaw—•”
“No such thing,” declared Tanner. 

“This is a serious affair. One-half 
the business men of Grandon arc 
wasting their time with fishing rod 
and reel. Then five out of six pro
fessional chaps are treading the same 
road. There is a sort of madness in 
the air. You see half a dozen prom 
inent men standing on the corner en
gaged in an earnest discussion. You 
would naturally imagine they were dis
cussing some worthy' business project 
or N ational question. Near approach 
would serve to disillusionize you, for 
the very' first word you would hear 
would be about Sam Jinks and the 
big haul of bass or bullheads he made 
down back of Joneses in the river. 
‘Great fishing up there. W e’re all go
ing to-night; won’t get home until 
some time to-morrow. B etter come 
on, Bill, and don’t forget a few bot
tles to go with the sandwiches.’ 

“T hat’s w hat is interesting our 
business men—fishing! It is none of 
my concern, of course, but—”

“But it disturbs you all the same, 
Tom ,” laughed the grocer.

“It kind of makes me ache to tell 
’em what I think of such shallow' fool 
amusement. It wouldn’t m atter so 
much if once in a while the fellows 
indulged—but, no, it’s go here, go 
there, to this lake, that creek or to 
the big river every day, Sunday's nor 
excepted, the summer through. D oc
tors desert their offices, letting pa
tients look out for them selves; law
yers do the same, while the m er
chant goes off on a wild, harum- 
scarum ride to some lake or river, 
leaving an inefficient y'oung clerk to 
look after his customers, who, nine 
times out of ten, flock in to wait 
around until they can be served, go 
ing out oft times to find what they' 
want elsewhere. Think you that is the 
way to build up a business, Fred?” 

“Oh, well, returned the one thus 
appealed to, “there are but few in
stances such as y'ou name, Tom. 1 
really think fishing is one of the most 
restful recreations a tired m erchant 
or professional man can indulge in. 
Because one now and then abuses his 
privileges doesn't signify.”

“ You aren’t posted, I see,” jeered 
the schoolmaster. “ Now, in Gran- 
don there’s not a business man but 
tha t is bitten by an insane desire to 
hook a bluegill or bullhead. N eglect
ing one’s business to do such things 
is the height of folly in my way of 
thinking. Fact is, theres’ not a sou’s 
difference between a fishing crank 
and one of those old time gamblers, 
both lead to ruin in the end.”

The grocer laughed at the grouch 
afflicting his friend.

“L ittle  things show which way the 
wfind blows,” proceeded the school
m aster. “W hile I have been in
veighing against the folly of giving 
up too much of one’s time to the fish
ing evil, condemning the m erchant in 
particular, I am not going to lay all 
the blame on him. I know farm ers 
w'ho have the fishing bug so fastened 
upon them they are becoming cranky 
old ruins with a good prospect of 
landing in the poorhouse at the end 
of their days. One old agriculturist 
I know hasn’t given up his fishing 
habits of a lifetime, even although 
he is now verging on 90 years and 
lives six miles from the nearest 
fish pond or river. I believe he’d 
w'alk a hundred miles for the pleas
ure of hooking a minnow'.”

“You say he is 90 years old-”
"H e will be if he lives the year 

cu t.”
“And has been a fish crank all his 

life?”
“T hat’s the fact. I have known him 

fifty' years. The first time I met him 
w'as while he sat on the river bank 
at the big end of a fishpole. H e was 
chew ing tobacco like a jay-bird, wink
ing both eyes and w aiting for a bite.’

“And you m ust have been there, 
too—”

“Sure. Fishing was a boy’s amuse
m ent.”

“Despite this old jay ’s love for rod 
and line he hasn’t gone to the poor- 
house, has he?”

“W ell, no, not exactly. H e’s a poor 
farmer, though; m ight have been rich 
if he’d kept away from the lakes and 
rivers and paid strict attention to 
business. He was always a pessimist. 
In politics he was tacking his political 
kite to every' new ism that came 
along, having joined fortunes with the 
Republicans, Greenbackers, Populists 
and now' the Socialists. If a new par
ty' comes up before he dies he’ll join 
that. H e’s a versatile old scamp, an y 
how.”

“Think of the fun he has had!”
“If you call it fun, yes, but—”
“But you do not, I see. Of course 

recreation can be carried to ex 
tremes. I think, however, tha t you 
are too hard on the business men. 
Now', I go fishing som etimes,” and 
the grocer laughed good naturedly.

“Of course you do,” adm itted the 
other. “W hen pursued only as a rec
reation it may be all right, but when 
it becomes a habit it is as hard to 
break as the liquor or tobacco m on
ster. I have watched a good many 
men during my life and, while m er
chants in general burden themselves 
w ith overstock and in tha t way sink 
their business ship, there are others 
in these modern days going down the 
toboggan because of this craze for 
rod and line. I t is childish, nonsensi
cal. vet nevertheless a fearful fact 
that is facing the men engaged in 
trade.

“A m erchant addicted to the fishing 
habit ought to be regarded as an ob
ject of d istrust by the wholesaler. 
T here’s no use talking you can’t be 
a crank in any line of amusement 
and be a good m erchant, a good farm 
er, good real estate dealer; in fact,

good a t anything—gam bling with 
loaded dice or stacked cards is no 
w orse.”

And at this the grocer laughed loud 
and long.

“A crank am I, F red?” asked the 
schoolmaster.

“I should say so. W hy—”
“N evertheless,” broke in Tanner 

earnestly, “m any a bankrupt and dis
credited m erchant can date th e  be
ginning of his downfall to tha t first 
fishing frolic of his years ago.”

T he grocer was called away while 
old Tom  got up and walked off, shak
ing his gray head by way of con
firming his own ideas. Old Timer.

What Some Michigan Cities Are D o
ing.

W ritten for th e  Tradesm an.
A ugust 3 will be F arm ers’ Picnic 

Day in Charlotte, with music, speech
es, red lemonade and all the other 
trim m ings.

Kalamazoo is taking up the prob
lem of elimination of grade cross
ings in earnest. The Commission ap
pointed by the M ayor has recom 
mended tha t a special engineer be se
lected to work under direction of the 
City Engineer in preparation of the 
prelim inary plans, and the expense 
to the city of the big im provement 
is shown to  be much less than was 
anticipated.

E ditor Powers, of the Cadillac 
News, figures tha t with a good crop 
of potatoes in W exford county this 
year, selling at fair prices, the returns 
will be approxim ately a million and a 
half dollars, one-quarter of which 
will pass through Cadillac banks and 
be shared to a great extent by Cad
illac m erchants.

The County Fair at Ionia will 
open Sept. 27, continuing three days.

Jackson needs a convention hall 
and is discussing plans for same. The 
Chamber of Commerce will go after 
more State conventions in the fu
ture.

Kalamazoo has secured railroad 
rates of a fare and a third during Fair 
w'eek, Sept. 4-8.

P reparations are being made to 
erect the necessary buildings ar 
Traverse City for the Grand T rav
erse Region Fair Association.

The starting  of construction work 
on the Bardeen electric road, to be 
built between Grand Rapids and Kal
amazoo, has been delayed because 
some of the conditions in the fran
chise granted by the city of Kalama
zoo were not acceptable to the pros
pective investors. However, the pre
liminary work has been going along, 
much of the surveying has been done 
and entire right of way except two 
small pieces has been secured.

One of the “leading industries” ot 
Eaton Rapids, the M ethodist camp 
meeting, has opened its ten days’ ses 
sion. Eaton Rapids is a city of 
2,f>00 people and this annual gather
ing swells the population to about 
three times its norm al size, which 
greatly  helps the grocers, m eat deal
ers, bakers and others.

The F lint Board of H ealth has de
clared all public drinking cups a 
public menace and has ordered their 
confiscation w herever found.

Almond Griffen.
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Lea s Perrins' s a n  In m m
A Great Product that is a Favorite in 

Every Country and is as Staple 
as Gold in the Marketplaces 

of the World

JOH N D U N C A N ’S SO N S, A gents

L e a  &  P e r r in s ’ S a u c e  is o n e  of th e  b ig 
g e s t l i t t le  th in g s  in  ex is ten ce .

T h e re  is a v e ry  in te re s t in g  a n d  in s tru c 
tiv e  s to ry  a b o u t th is  
c o n d im e n t in  fav o r th e

D u n c a n  e s ta te . M r. D u n c a n  w as a fine 
ty p e  of th e  o ld  sch o o l m e rc h a n t, w ed d ed  
to  th e  h ig h e s t  p r in c ip le s  a s  th e  fo u n d a tio n  
of su cce ss . H e  n ev e r b o rro w ed  a d o lla r , 
n e v e r  w o u ld  ta k e  a  n o te , w as in d e p e n d e n t 
an d  a b so lu te  m a s te r  of h is  re so u rc e s , p r in 
c ip le s  th a t  h a v e  b een  fo llow ed  from  h is  
d a y  to  th e  p re s e n t. W ith  su c h  a m an  to  
in tro d u c e  an d  p u s h  L e a  & P e r r in s ’ S au ce , 
it  is e a sy  to  so lv e  th e  re a s o n  fo r its  p r e 
e m in e n t su ccess . T h e  co n fid en ce  h e  h ad  
in  th e  a r t ic le  a n d  e x h ib ite d  by  h is  su c 
c e sso rs  is so  s tro n g  th a t  th e  q u a li ty  of 
L e a  & P e r r in s ’ S au ce  is g u a ra  te ed  w ith 
o u t lim it, w h e th e r  fo r five o r fifty  y ea rs , 
a s  it im p ro v e s  w ith  age . I t  s to p p e d  corn-

w o rld  a ro u n d — th e  b e s t 
d i s t r i b u t e d  a r t ic le  
k now n  to  co m m erce .
V ery  m an y  y e a rs  ago  
L e a  & P e r r in s , c h e m 
is ts  in  W o rc e s te rs h ire ,
E n g la n d , f irs t in t ro 
d u c e d  th is  now  fam o u s  
s uce  to  th e  p u b lic  
a n d  th re e  g e n e ra t io n s  
h av e  b een  e n g a g e d  in 
i t  s m a n u fa c tu re . I t 
s ta n d s  to -d ay  th e  u n 
r iv a lle d  ta b le  sau ce  th e  
w o rld  o v e r, th ro u g h  
th e  u n w rit te n  d e c re e  
of n a tio n s . S o  s ta p le  
is  L e a  & P e r r i n s ’
S au ce , so  u n v a r j in g  
in  q u a lity , so  u n i
v e rsa lly  u sed  th a t  it 
is a  q u ick  w o rld  a sse t.
I t  is a lw ay s  sa la b le  
b e c a u se  of th e  a b so lu te  
fid e lity  of L e a  & P e r 
r in s  to  q u a li ty , a d 
h e re n c e  to  a fo rm u la  
te s te d  fo r th r e e -q u a r 
te r s  of a c e n tu ry  an d  
a p ro d u c t th a t  h a s  
n e v e r  b een  su c c e ss fu lly  
c o u n te rfe ite d . I t s  fo r
m u la  h a s  defied  th e  
re s e a rc h e s  of c h e m is ts  
th e  w o rld  a ro u n d  b e 
cau se  th e  s e c re t of its  
c o m b in a tio n  is an  u n 
so lv ed  r i d d l e .  I t  is 
d i s t r i b u t e d  in  trie 
U n ite d  S ta te s  b y  Jo h n  
D u n c a n ' s  S o n s , th e  
o r ig in a l a g e n ts . In  th e  
m a n u fa c tu re  of th is  
sau ce , f id e lity  to  th e  
h ig h e s t  a tta in a b le  q u a li ty  is o b se rv e d , n o t 
on ly  w ith  re s p e c t to  in g re d ie n ts  of th e  
sau ce , b u t w ith  th e  c o n ta in e r . E v e n  th e  
p a p e r  u se d  a s  a  w ra p p e r , th e  tw in e  u sed , 
a n d  th e  la b e ls  a re  m a d e  to  o rd e r  in  a c 
c o rd a n c e  w ith  rig id  s ta n d a rd s . S a n ita ry  
c o n tro l of th e  m a c h in e ry  of th e  p la n t  is 
im p e ra tiv e , a n d  the. r e s u lt  is a  p la n t  p a la 
tia l in  its  a p p o in tm e n ts ,  fit fo r L e a  & P e r 
r in s ’ S au ce , th e  f in e s t in  th e  w orld .

I t s  sa le  w as firs t s ta r te d  in  N ew  Y ork 
a b o u t 1840  by  Jo h n  D u n c a n , a  th r if iy  
so n  of S c o tla n d , w ho in 18 19  e s ta b lish e d  
in  N ew  Y ork  C ity  a  b u s in e ss  in ra re  an d  
fine g ro ce r ie s , w ines a n d  liq u o rs . In  1835 
Mr. D u n c a n  p u rc h a s e d  th e  b u ild in g  a t  405 
B ro ad w ay , a  p ro p e r ty  s t il l  o w ned  b y  th e

h e ig h t, w ith  b a se m e n t, a ll s te e l c o n 
s tru c tio n , faced  w ith  g ra n i te  u p  to  th e  
th ird  floor an d  ab o v e  w ith  w h ite  e n a m e le d  
b rick . T h e re  is n o t a s tic k  of w ood  in th e  
b u ild in g  o u ts id e  of th e  m a h o g a n y  tr im  of 
th e  h a n d so m e  office. T h e  d o o rs  an d  w in 
dow  fram es a re  of c o p p e r , th e  w a in sc o t
ing , tr im  of offices of th e  fin s t T e n n e s se e  
m arb le , w orked  in  p a n e ls  of tw o  co lo rs , 
m a k in g  a  p la n t th a t  is  in  re a lity  a g re a t 
b a n k  w h ich  is su e s  a s  c u rre n c y  L e a  & P e r 
r in s ’ S au ce , a s  good  an  a sse t a s  a  B a n k  of 
E n g la n d  n o te  an d  n e g o tia te d  w ith  le ss  
tro u b le  in  an y  p a r t  of th e  w o rld .

A b u ild in g , w h e th e r  a  log  ca b in  on  a 
S o u th e rn  c o tto n  p la n ta tio n , a  c a s tle  on  

th e  R h in e , a  h u t o r  a 
p a lac e , is a  h is to ry  of 
its  o r ig in a to r , th e  in d ex  
to  c h a ra c te r  an d  d eed s. 
J u s t  a s  th e  o ld  c a s tle s  
on  th e  b a n k s  c f  th e  
R h i n e  te ll of th e  
K n i g h t s  of feu d a l 
tim es , how  th e y  lived  
an d  m a d e  w a r a b u s i
ness , so  d o es  th e  g re a t 
co m m erc ia l s t ru c tu re  of 
J o h n  D u n c a n ’s S o n s  on  
th e  r ig h t b a n k  of th e  
H u d s o n  reflec t th e  
w o rth  a n d  a c c o m p lis h 
m e n ts  of i ts  o r ig in a 
to rs . S o lid  a n d  s u b 
s ta n t ia l  m en  b u ild  solid  
ar.d  su b s ta n tia l  ed ifices.

I t  is a  s t r e t c h  of 
n in e ty -tw o  y e a rs  s in ce  
Jo h n  D u n c a n  b eg an  an  
h o n o re d  c a re e r  in th is  
c ity  a n d  m a d e  fo r h im 
se lf a n am e  h o n o red  
in its  h i s t o r y .  H e  
firs t m ad e  h i s  s o n  
D a v i d  a p a r tn e r  a n d  
th e  firm  b ecam e  Jo h n  
D u n c a n  & Son . L a te r  
a n o th e r  son , Jo h n  P . , 
e n te re d  th e  firm , th e  
ti t le  b eco m in g  Jo h n  
D u n c a n  & S o n s. T i e 
se n io r  d ie d  in  1864 an d  
la te r  th e  h o u se  w as 
s ty le d  Jo h n  D u n c a n ’s 
S o n s , now  led  b y  S tu 
a r t  D u n c a n , th e  so n  of 
th e  la te  Jo h n  P . D u n 
can , w ith  w hom  is a s 
so c ia te d  G e o r g e  E . 
D u n sc o m b e  a n d  C. E . 
P o p p .

Jo h n  D u n c a n ’s S o n s  
a re  b e liev e rs  in  p u b lic ity  an d  a re  am o n g  
th e  m o s t a d ro it a n d  su cce ss fu l a d v e r t is e rs  
in th e  w o rld , c re a tin g  a  d e m a n d  fo r L e a  
& P e r r in s ’ S a u c e  from  ev e ry  nook  a n d  
c o rn e r  of th is  g re a t  c o u n try . L e a  & P e r 
r in s ’ S au ce  h a s  h ad  fo r 76 years ' u n im 
p e a c h a b le  q u a lity  a n d  th e re  is a  fo u n d a 
tio n  la s tin g  a n d  s t ro n g  e n o u g h  to  b u ild  
a d d it io n s  a s  fa s t a s  th e  fu tu re  d em a n d s . 
T h e re  c a n n o t be  g ro w th  w ith o u t m e r it 
a n d  th a t  h a s  re s id e d  w ith  Jo h n  D u n c a n ’s 
S o n s  a n d  th e  g re a t  p ro d u c t th e y  re p re s e n t 
an d  d is tr ib u te  ev e r s in ce  th e  fo u n d e r  of 
th is  p o w erfu l firm  in  1840  in tro d u c e d  L e a  
& P e r r in s ’ S a u c e  to  A m erica  a n d  m a d e  it 
a s  good  c u rre n c y  as  th e  w orld  of tra d e  
a n d  co m m erce  k n o w s a n d  uses .

New Building of Lea k  Perrins and John Duncan’s Sons, 241 West S t., cor. Hubert S t., New York

p e tin g  fo r g o ld  m e d a ls  aw ay  b ack  in 1853 
w h en  it re ce iv ed  th e  h ig h e s t  a t ta in a b le  
aw ard . I t s  g ro w in g  p o p u la r ity  h a s  fo rced  
c h a n g e s  in h e a d q u a r te rs . F ir s t ,  in  i 860, 
from  405 B ro ad w ay  to  N o. 1 U n io n  
S q u a re , c o rn e r  of F o u r te e n th  S tre e t , th en  
in 1887  to  29 M u rray  S tr e e t ;  n ex t to  26 
C ollege  P la c e , to  be  c ro w d ed  o u t to  43 
P a rk  P la c e  an d  from  th a t  to  392 C an a l 
S tre e t, w here  th e  c a p a c ity  of th e  w a re 
h o u se  w as so o n  o u tg ro w n  a n d  a m ove 
m ad e  to  o n e  of th e  f in e s t ed ifices  in 
A m erica . T h e  b u ild in g  a t 241 W e s t 
S tre e t, c o rn e r  of H u b e r t ,  is u sed  e x c lu 
sively  fo r L e a  & P e r r in s ’ S au ce  an d  is a 
g re a t  s tru c tu re , 100  x 80 fee t, w ith  80,000 
sq u a re  fe e t of sp ace . I t  is n in e  s to r ie s  in
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D ELIVERY COSTS.

How They Can Be Successfully Re
duced.

W e have passed through the first 
two stages in the development of the 
commercial automobile. The experi
mental stage when there was no bas
is by which to judge achievements, 
when a man bought a car either be
cause he was optimistic or curious— 
and “took a chance” along with the 
man who orders hash in a restaurant; 
and the period which closely follow 
ed this, when a concern bought a 
m otor truck because it was such a 
curiosity that it advertised the busi
ness and suggested the extrem e of 
prosperity.

Now the commercial car is a pure 
commercial proposition. The man 
who buys to-day m ust be convinc
ed that his purchase will do more 
work, better work and cost less per 
unit of work accomplished. W ithout 
this proof he does not buy. W ith 
this proof, given in the figures of his 
own or a similar business, he m ust 
eventually buy—competition demand - 
every saving, just as progress passes 
the man who marks time when he 
should be marching.

Delivery was at one time only an 
indifferent item in the m atter of oper
ating expense, but its great increase, 
coupled with the keenness of com 
petition, makes it now an im portant 
factor. W ith its increase the variety 
of items relating to it have grown 
in proportion. A m otor vehicle ca
pable of doing twice as much work 
in delivery as a horse-drawn vehicle 
not only effects a great saving in 
that specific direction, but it lessens 
the time elapsing between purchase 
and delivery, reduces congestion of 
goods waiting for delivery and also 
the congestion of vehicles waiting to 
be loaded. W here loading space is 
limited it was not an unusual sight 
to see drivers, helpers, horses and 
wagons all standing idle until their 
tnrn for loading comes.

Moving Two Million Pounds.
Tn the service of a Tennessee m ill

ing company one three-ton track is 
doing work formerly requiring eight 
horses and three wagons. During 
September, O ctober and November 
of last year this machine covered 
1,808 miles and used 312 gallons of 
gasoline, or one gallon of gasoline 
for every 5.79 miles. In this time 
the truck delivered 2,023,600 pounds, 
o r the equivalent of sixty-seven cars 
of about 30,000 pounds each. This 
product was delivered in greatly 
varying quantities anywhere within a 
radius of thirteen miles of the mill. 
W ith a full load of from 6,000 to 
7,000 pounds the driver found no dif
ficulty in m aintaing a speed of from 
eight to ten miles per hour, and on 
level roads made from twelve to 
thirteen miles per hour. The cosr 
of gasoline consumed during this p e 
riod of three months was $37.46, 
while the maintenance and oil 
amounted to $27, making the cost per 
month $24.23.

Since the first of the year the com
pany has purchased another truck and 
have given up entirely the use of 
horses.

A nother point desirable to bring 
out here is the fact tha t this truck 
more than doubled the delivery ra 
dius formerly m aintained with hors
es. Many concerns are apt to lose 
sight • of the reduction in cost this 
feature of m otor service produces. A 
thirteen-m ile drive by the old method 
was so costly as to make it prohibi
tive, in fact, impossible from a prac 
tical standpoint. The commercial car 
is now easily covering distances that 
would form erly have required an 
elaborate organization of relay sta
tions for the changing of horses.

The saving in the longer automobile 
haul, which was at one time a short 
freight haul, m ust also include the 
saving of time and the handling of 
goods. Freight delays are usually 
conspicuous for their frequenejq and 
never tend to lessen the m any and 
rigorous handlings the goods receive. 
W hen the m otor truck takes over the 
shorter freight hauls it eliminates 
from three to five handlings—in fact, 
cuts out all handlings not made un
der the direct supervision of either 
the shipper or receiver.

Losing a T rip in E ight Months.
The endurance of the well built 

commercial car is alm ost beyond b e 
lief. An example of what they stand 
in every day work is shown by the 
report of one P ittsburg  concern, 
which started with three cars (after 
eight m onths’ trial of these it order
ed four m ore). A t the time this 
house reported the three cars had 
been in constant use for eight 
months and two days. D uring this 
time each car lost one trip. The 
average distance traveled by each 
car was a little more than 1,000 miles 
a month, or 8,450 miles in the eight 
months and two days. Seventy-five 
per cent, of this travel was over cob
ble stone pavements, not to mention 
the many steep hills of tha t city. P er
haps the m ost rem arkable feature of 
this report is that not one adjustm ent 
of the m otors on any of the cars has 
been necessary.

The “hard grief” a m otor truck 
will stand up under is in reality one 
of its m ost economical features. 
W hatever complaint may be made 
against the car of to-day—and as a 
m atter of fact users are not com 
plaining—it can not rest on their ca
pacity for w ork or on the cost of 
work accomplished. There is only 
one real trouble with the m otor truck 
when it is given reasonable care, and 
that is the great tendency to over
load. This feature was bad enough 
with the horse trucks, but with the 
auto vehicle the desire to go beyond 
all limits has been increasingly evi
dent. Such treatm ent is certain to 
increase the cost of deliveries, ra th 
er than cut them ; so that care against 
overloading is an im portant factor 
in economy.

N evertheless the strain these cars 
will stand, under a reasonable load, 
the maximum load for which they 
were built, is m ost remarkable. A 
W altham  (M ass.) express company- 
found one truck capable of doing 
the work of three wagons and twelve 
horses. The route this truck covers 
is so long that a pair of horses going 
over it one day had to  be laid off the

next. The truck makes three trips 
each day, and after four m onths 
service, during which time it cover
ed 4,000 miles, it has a record of not 
missing a trip  o r costing a cent for 
repairs.

Add to this the record of a Chica
go m anufacturing concern. This 
house operates three three-ton trucks, 
each replacing three tw o-horse team 
trucks. The cost of operation of each 
m otor truck is about equal to  tha t of 
operating one team truck, while the 
economy in stable and feed storage 
space gives a yet greater reduction 
in delivery costs. These trucks car
ry about as heavy and straining a 
load as it is possible to get together, 
with the single exception of struc
tural steel, and yet their average 
hauls are sixty miles per day, while 
they have made as high as ninety- 
eight miles per day. H orse truck 
drivers are operating these cars ex
clusively, after unsatisfactory experi
ences with professional chauffeurs. 
The gasoline consum ption of these 
machines is about eight gallons a 
day—lubricating oil about one gallon 
per day.

“Standing U p” U nder Long Haul. 
One of the m ost convincing tests 

proving the supremacy of the m otor 
is the long haul, where everything 
needed on the journey m ust be car
ried by the outfit. A long haul in a 
populous country is one thing—but in 
comparison w ith a trip  across desert 
and m ountain the im portance of the 
former, from the standpoint of a test, 
falls far short. f

A forty-m ile drive with a tw o-ton 
load, when mules were the motive 
power, was no trifling undertaking. 
The time required for the trip  de
manded an addition to the load of 
enough feed and w ater to supply 
from six to ten head of mules. The 
expense of these long hauls has forc
ed m any a mine producing a low 
grade of ore to abandon work, sim
ply because the freighting by wagon 
ate up the small m argin of profit.

An entirely different phase of the 
problem is th a t of the retail store 
covering a local te rrito ry  demanding 
frequent stops. Here, in the delivery 
of lighter wares, where the distance 
between stopping points is com para
tively short, and where the w eight of 
a whole load is not too much for one 
or tw o horses, it m ight seem that 
the m otor wagon would have little 
or no advantage. Y et experience has 
proven the horse to be nearly as far 
outclassed as on longer hauls and 
with heavier loads.

The ease with which the m otor ve
hicle stops and starts, weaves in and 
out am ong the traffic of a congested 
street, the small am ount of space it 
requires, its instant response w h er
ever an opportunity  for increased 
speed is given, although the open 
space is no more than a hundred 
yards, and the even, tireless pace it 
can m aintain w ithout whip or u rg
ing wiien a longer stretch  is clear. 
The wide field these sm aller com m er
cial cars are already filling is proof 
enough of their economic value and 
their service.

A New York florist who form erly 
required two wagons and two drivers

to handle his delivering now covers 
the territo ry  of an increased trade 
with one 1 ,000-pound car—and saves 
in actual cash on the w ork involved, 
$1,000 per year. By no possible a r
gum ent can the w eight figure in this 
particular work for you may fill a 
wagon w ith cut flowers and still have 
a load a horse may draw w ith ease. 
So the saving is all in the greater 
facility of the car and the cost of 
the up-keep of the delivery service.

F ranklin  Russell.

Mail Order Difficulties Are Increas
ing.

T hat it is becoming increasingly 
difficult for catalogue houses to re 
tain their trade is evidenced by the 
expedients to which they are com 
pelled to resort. The latest scheme 
that has come to light is the deliv 
ery plan. A contract is made with a 
draym an or o ther team ster in a ru r
al community. Goods are then ship 
ped in bulk to his comm unity and are 
received by him. He delivers the sev 
eral packages to the consignees, col
lecting a pro ra ta  charge from the 
la tte r covering the freight and de
livery. T his plan contem plates a sav
ing to  the customer, since the ship
m ent in bulk saves on the freight 
more than it costs to deliver.

This plan is being tried out in lieu 
of the solicitor plan of securing busi
ness. I t  is asserted tha t the latter 
was found to be unprofitable.

H ow ever tha t may be, the new 
scheme is likely to be of some value 
in holding trade. I t obviates the ne
cessity of the farm er going to the sta
tion himself and presents him with 
the advantage of a regular delivery 
system  at small individual cost.

I t is more or less of a serious m at
ter to the local retailer, because the 
delivery man will usually make a con
trac t such as above for less than he 
would charge the local dealer. In one 
instance cited, mail orders were de
livered at a net cost of from 20 to 50 
cents, w hereas the same service would 
have cost the local dealer from three 
to seven times as much.

The presence of this scheme merely 
adds to the burden of competition 
which the retailer m ust meet. The 
only com pensation it brings to him 
is the consciousness tha t it is becom
ing increasingly difficult for the cat
alogue houses to secure and to hold 
trade, else they would not resort to 
such extremes. Small as this consid
eration is, it is something.

New York City is forever tearing 
down and rebuilding, so tha t no vis
itor ought to  be surprised at the 
statem ent of a realty  paper that dur
ing the past five years $132,000,000 
has been expended in buildings o u t
side of dwellings—$20,000,000 in thea
ters, $15,000,000 in hotels and $97,000.- 
000 in office buildings.

How It Happened.
“H ow  did you ever happen to pick 

out such a dismal place as the M am
m oth Cave in which to spend your 
honeym oon?”

“You see, our parents objected, and 
we were both anxious to keep it 
dark.”
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B U SIN E SS B U ILD IN G .

Some Underlying Rules W hich M ust 
Be Observed.

Talk N um ber Five.
In our last talk we determined that 

man power in building any business 
was a m atter of working in harmony 
with natural law.

It was stated that while the nat
ural laws of success are many, they 
may be boiled down to four basic in
junctions, the first of which is, Man 
know thyself and how to develop 
your success qualities.

We promised that in this talk we 
should discuss that injunction.

Self Knowledge.
Man is a body plus a mind. He 

has a soul, too, doubtless. Personally 
I do not doubt it, but that is another 
story. Its  discussion belongs to the 
clergy, and we shall leave it to 
them.

W e are talking business and how 
to build it, and we shall discuss the 
physical and the mental man. As 
such, he is a body plus a mind.

As to the body, this brief series of 
talks does not perm it of an ex ten 
sive analysis from the physiologist’s 
point of view nor does it perm it of 
a very long discussion of health laws. 
The best I can do is to challenge 
your attention to a few basic facts 
concerning the body and the care 
of it.

No one can obey the natural laws 
of success in the business world un
less he takes care of his body.

Thousands disobey enough natural 
laws at the breakfast table every 
morning to throw  them out of har
mony with many other natural laws 
of succes all day long.

Millions are digging their graves 
with their teeth; eating too much, 
and not properly chewing that which 
they eat.

The cigarette fiend or the man who 
is constantly frequenting the bar for 
“bracers” is not going to possess the 
physical endurance or the nerves to 
stand the strain and stress of modern 
business.

Millions of men and women are 
breathing backwards—which is only 
half breathing at best.

W atch the animal or the little 
baby before it is afflicted with civili
zation and you will note that when 
it inhales the abdomen expands; 
when it exhales the abdomen con 
tracts.

W atch your own, for it may be go
ing just the other way. If so, you 
are breathing backwards.

This is an unnatural breath—a bad 
habit against the laws of health, 
therefore a violation of natural law 
in the business world.

Know the laws of keeping well, 
then follow the laws and the health 
tha t gives endurance and success will 
be yours.

However great your ability, how
ever high vqur reputation for reliabil
ity, however strong your will to do 
things, except these splendid powers 
are backed by health, you will never 
be able to win complete success.

If you have to contend with the 
“gnaw ing ra t of dyspepsia” or lungs 
so weak tha t every draught brings a 
cold, you are handicapped.

I t is said that a sick stomach helped 
to lose Nap- Icon the battle of W ater
loo.

Ill health is a cause of pessimism— 
and it is not the pessimist tha t wins 
in the great commercial world to
day but the optimist.

The man who radiates sunshine, 
whose handshake is warm and cheer
ful, whose voice has the ring of s a t
isfaction, who sees the “silver lining” 
within the clouds—he is the man you 
want to buy from ; he is the pro
moter, the man whose vibration is so 
high that he “must be up and doing.”

1 f you would know the real rea
son this man is so happy—is so in 
spiring—it is because he is so well. 
His physical machinery is working in 
order. His lungs, his stomach and 
his teeth are all right.

He weaVs the arm or of perfect 
health, that is why he is so well 
prepared to fight the battle of life.

Energy comes from health, and 
without enrgy w hat business man can 
hope to succeed?

Endurance comes from health, and 
without endurance w hat business man 
can hope to succeed?

Can the carpenter build w ithout 
tools? He must have all the tools 
he needs, for his craft, or he will be 
a bungler and a botcher. He can not 
saw with a hamm er or chop with a 
plane. He m ust have the tool for the 
work if he is to be a m aster builder.

W ould you be a m aster business 
builder? Then you m ust have the 
tools for your work—and one of the 
m ost im portant tools is a healthy 
body.

"H ealth  is God’s best gift.”
To keep his health is the sacred 

duty of every man whr would sue - 
ceed. N ature offers you the means: 
Fresh air to breathe, clean w ater to 
drink, to bathe in, nourishing food to 
cat. Make your choice wisely—and 
be well.

One, of health 's, chief laws is exer
cise—use.

Use your muscles, and your m us
cles become strong; use your lungs, 
and your lungs become strong.

Abuse or neglect your muscles, and 
your strength  departs; neglect your 
lugs—don’t breathe properly—and tu 
berculosis may be the result.

It is so easy for the normal man to 
be well that it is a crime for him 
not to be well.

The laws of health are so simple; 
nourishm ent and use, that it looks as 
if we should learn to obey them ; since 
they mean so much in the battle of 
life.

Is not the man mad who in the 
“money-chase” destroys his body? 
Logic says he is; for money after all 
is only purchasing power in the com
mercial world, and the things worth 
while that money can buy are the 
things worth while to the well man 
only.

To the sick man “the earth and the 
fullness thereof” mean nothing.

One cause of the sick m an’s failure 
is his terrible selfishness; the man 
who is compelled to think continually 
of “his own ills” is not the man to 
give the world service.

To be able to  give the world real 
service you m ust be able to forget 
yourself and think of your work only.

Only the well man can love his 
work, and only the man who loves 
his work can render efficient service, 
and only the man who can render effi
cient service can be a business build
er, and only the man who can be a 
business builder can be a success in 
the business world.

Since you are in the business world 
you w ant to become a success, and to 
get the rew ard of commercial success 
—money.

T hat is a legitimate ambition. You 
should be proud of it.
‘ The man who has no desire to 

make money is unwise.
But you are an ambitious man anx

ious to attain or retain your success.
The first thing then to do is, Be 

healthy. If you are so already, re
main so. If not, follow the laws of 
health and attain  it.

Remember, health is the first step 
in the attainm ent of success.

I shall discuss the second and third 
injunctions in Talk No. 6.

A. F. Sheldon.

The average house ow ner will 
doubtless be pleased to know that 
grass is som ething tha t one can sow 
and with careful culture not get any 
at all. T he tru th  is tha t grass, like 
zebras and coyotes, is not easily tam 
ed. In a wild state it is com para
tively abundant, but let one attem pt 
to confine it to a city lawn and there 
isn’t any such thing. M ost people 
content themselves with raising 
weeds. A very good and hardy line 
of weeds may be raised from the 
grass seed sold at alm ost any g ro 
cer}" store. It may be said in justifi
cation of it that it looks alm ost ex
actly like grass seed and comes up 
a g reat deal better. A good weed 
lawn lacks some of the softness and 
luster of a grass lawn, but it has a 
certain green cast, does not require 
w ater and flowers nicely later on in 
the season.

W hen a man comes to think that 
a glass of whisky is a daily necessity 
he must either quit drinking and a t
tend to business, or quit business and 
attend to drinking.

Wilmarth Show Case Co.
Show Cases 

And Store Fixtures
Take Division St. Car Grand Rapids, Mich.

No Dull Summer 
Days for Our 

Customers
Our “ BARGAIN BULLETIN’ ’ shows 
them  how to stim ulate trade and 
boom their business. We buy for 
spot cash the surplus stocks of 
mills, manufacturers and impor
ters a t sacrifice prices, and dispose 
of the goods quickly to dealers in 
this city  and elsewhere without 
the additional expense of traveling 
salesmen, thus enabling us to 
offer desirable merchandise to the 
trade a t under market prices.
Our specialties: Men’s, Women's 
and Children’s Underwear and Hosie
ry, Embroideries, Laces, Veilings, 
Ribbons, White Goods and Wash 
Goods, Lace Curtains, Nets and 
Draperies, Handkerchiefs, Mufflers, 
Suspenders, Gloves and Mittens, 
Sweater Coats, Knee Pants, Etc. 
“ We  ship all goods on approval.” 
The Bargain Bulletin is mailed 
free on request. W rite today for 
ous latest issue, listing a great 
many items in the above lines 
th a t should interest you. Get in 
touch with us. It w ill pay you.

Eisinger, Dessauer &  Co.
Wholesale Dry Goods 

114 to 124 So. Market St., Chicago

(When writing please mention 
Michigan Tradesman)

Style 711 
Trousers

At $12.50 per dozen
This is not a “job.” These 

goods are first class in every 
respect and are worth more 
than the price asked. Don’t  
miss the opportunity to se
cure a few dozen. Our sales
man is showing sample pair.

GRAND RAPIDS DRY GOODS CO. 
Exclusively Wholesale Grand Rapids, Mich.

We close Saturdavs at one o'clock
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H E  W AS STUNG

Because He Talked Too Freely About 
the Fat Girl.

W ritten for th e T radesm an.
“I t  was tw enty years ago,” and he 

laughed, visibly affected at the mem
ory. “You w ere a wee babe then, 
I ’m sure. How tim e flies—and she, 
T ressy, was the fat girl, so very adi
pose as to be absolutely deformed. 
Ugh! how I detested the creature!” 

“To be sure,” agreed his com pan
ion, with a slight shrug but no smile 

Bradwin had asked the girl to  be 
his wife. She had pleaded for time to  
consider. She was slender, gray-eyed 
and intellectual. H e had m et her the 
previous year at the seashore. From  
the first there was a m agnetism  about 
Miss V anvorst tha t drew and w arm 
ed the cockles of his nature like red 
wine.

There is no denying the fact that 
worldly, cynical Bradwin was at last 
genuinely fastened in Cupid’s toils. 
And why not? No one could be more 
charm ing than Miss V anvorst. She 
had bright chatty  ways, a striking 
personality, and a smile tha t was 
m ore w inning than all the rest. He 
had known her for a year. D uring 
the time their paths in life had fre
quently crossed. Bradwin had at 
last decided to  settle down to please 
his sisters, now that the right girl 
had appeared.

It dashed him but little, her asking 
for time in which to decide; tha t wa> 
a natural m odesty in keeping with 
her genuinely lovable nature.

The two had been exchanging co n 
fidences, relating  early day pranks. 
He had told of the fat girl and of 
the night when he as a boy escorted 
her home from  spelling school at 
Pineridge settlem ent, which was al
m ost a w ilderness in his knickerbock- 
er days; his fa ther had been one of 
the early lum berm en, had made good, 
graduating from  the pine woods a 
millionaire. B radw in’s idle life in the 
city, his travels abroad, where he had 
m et and adm ired m any girls, served 
to make of him a som ewhat boastful 
egotist. H is friend, W ardleigh, who 
was in the m anufacturing business, 
had declared Bradwin a spoiled young 
reprobate.

“I pity the girl whom you m arry ,” 
said W ardleigh, and the friend laugh
ed, Bradwin not asking w hat was 
meant.

“Those were glorious good times 
after all,” declared Bradwin, still rem 
iniscing of his coltish youth. “W e did 
not think so then, however.”

“N o?” w ith a lifting of the straight 
brows.

“No. You see now and then some
one from  the big outside w orld drop
ped down in our little  settlem ent 
bringing a breath of the city. I can 
rem em ber a girl coming to  visit an 
aunt in the woods. W hy, tha t girl 
was a bew itching angel, dropped from 
an upper world into our vulgar woods 
life. I grew  anxious to  see the world 
from  which Agnes Cunningham came. 
O f course I didn’t know th a t she was 
a cheap representative of the town, a 
conceited little  w retch who painted 
and flirted abominably.”

“W ith  you no doubt?”

“Lord, no! I was in knickers then.
I hadn’t been out long when I m et 
T ressy—”

“T he fat girl?”
“T h a t’s the one. O ur spelling 

schools, w riting and sleighing parties 
were all righ t and we w oodsites en
joyed them, only—”

“Tell me about the fat girl.”
Bradwin and Miss V anvorst tu rn 

ed from  the path into the little grove 
and sat down under the trees. He 
scratched out a name in the gravel 
with the point of his cane. T he fat 
girl had been to  him a dream, a sor
did, fre tting  nightm are. He smiled at 
the memory.

“T ressy was a w idow’s daughter of 
10 or 12 , so fa t she could ju s t wad
dle. She was in one of my classes 
a t school, quite a sm art girl with 
books, but such a guy to look at. In 
the hot days she always perspired 
and her face at such times shone 
like the greased porker at a holiday 
blow out.”

He laughed at the memory.
Really a very common sort,” sug

gested Miss V anvorst.
“Common! W ell, I wish you could 

have seen her! And she somehow 
thought tha t Noah Bradwin was 
about right. T he boys egged her 
on I feel sure. W hen the eventful 
night of the spelling school arrived 
I w ent to the schoolhouse with some 
of the boys. ‘I .dare you to go home 
w ith Addy Baker,’ jeered one of the 
fellows near the close of the evening 
school. I wouldn’t take a dare in 
those days, so I boldly offered my 
esco rt 'to  the p re ttiest girl in the set
tlem ents only to get snubbed. T am 
going w ith Mr. W adleigh,’ simpered 
she. I never quite forgave old Wad 
for that, you know. I confess to be
ing ra ther partial to  the Baker girl 
w ith her blue eyes and fluffy yellow 
hair.

“As I turned confusedly away the 
moon face of fat T ressy  loomed in
to  mine. She th ru st her arm through 
mine and drew me out into the 
m oonlight. T hat walk home under 
the w inter stars! I sha’n’t forget it 
as long as I live. A lot of boys and 
girls w ent on ahead, a dozen m ore 
bringing up the rear, with fat T ressy 
and I between. I t was a clear cold 
night. W e had a long, slippery hill 
to climb and here came my downfall 
and humiliation.

“T ressy  slipped. I tried to  hold 
her, but, heavens! it was like holding 
to  a ton of flesh. In  my efforts down 
I w ent flat on my face, my fat part
ner falling like a m ountain, nearly 
crushing me. O f course a shriek of 
laughter w ent up and I felt cheap 
enough.”

“And the fat girl?”
“She laughed w ith the rest.”
“The rude creature.”
“She was worse than rude. I could 

have pinched her good for that. The 
idea of her going w ith me that night 
was all her own. I didn’t w ant her 
company—”

“No, it seems to have been forced 
upon you.”

“You have guessed it, Laura.”
“Strange how forw ard girls w ere in 

those days,” and a tinkling laugh fell 
on his ear.

“ I did not hear the last of tha t 
n ight’s walk for a year. I had to 
thrash  the fat girl’s big bro ther and 
threatened half a dozen o ther young 
sprouts before I got any peace.”

“And the fat girl?”
“Oh, she and her m other and b ro th 

er moved to  Indiana. I heard after
w ard tha t she m arried an old man as 
lean as she was fat and became his 
slovenly helpm eet.”

“H ow very unrom antic.”
“I should say so. The fat miss 

haunted my dream s for months. I 
outgrew  the incubus, however, and 
rem em ber the incident of my veal 
days only w ith am usem ent.”

“Sure enough. A girl like that 
was enough to  amuse anybody. Do 
you think she lost any sleep on your 
account, as you did on hers?” 

“U ndoubtedly,” w ith a laugh. 
“W hy, Miss F atty  was dead in love 
with me at the time. I ought to 
have pitied her, I suppose—the snub
nosed, greasy little pig!”

“Mercy! how you talk,” and Miss 
V anvorst drew away from  his side.

“Never mind the fat girl, Laura,” 
he quickly protested. “She is, un
doubtedly, the head of a household of 
fat little kidlets like herself. I never 
think of her w ithout, laughing.”

“You shocking m an!”
And then Miss V anvorst got to her 

feet. H e rose in turn, but she seem 
ed suddenly to  freeze him. W hen 
he would have accompanied her she 
said coldly:

“Never mind, Mr. Bradwin. I think 
you need not call again.”

“But, good heavens!” he protested, 
“your answ er to my suit—”

“Is no!” with a toss of her fluffy 
head. “Tw o reasons I will give for 
your satisfaction: 1 was tha t fat girl 
you hated so, and—well, you see, 1 
am engaged to m arry your friend, 
W ardleigh!”

“G reat Scott! S tung again!” gasp
ed Bradwin wincingly.

J. M. Merrill.

F rom  his investigation of the vary
ing velocity of the earth  trem ors as 
they pass through the interior, P ro 
fessor W elchert, of Kansas, has come 
to the conclusion tha t the earth  con
sists of a central core of iron or 
steel, 5,580 miles in diam eter, sur
rounded with a stony shell 930 miles 
in thickness. Between the outer solid 
rind and the inner layer of rock, cov
ering the m etallic core, he thinks 
there is a layer of liquid, or plastie 
material, lying a little less than tw en
ty  miles below the surface of the 
earth.
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The Man Who Knows 
Wears *4Miller-Made” Clothes

And merchants "who know” sell them . Will 
send sw atch es and models or a man will be 
sent to  any merchant, anywhere, any time. 
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THE BAKER FOLDING UMBRELLA
Ju s t w hat umbrella users have been looking for and w hat the trade 

must have for their customers

It is Perfect in Construction Easy to Fold or Unfold 
Simple in Operation Strong and Light 

Artistic in Appearance Length 'H  Inches Folded
It is Convenient, Reliable, Durable and Practical. It gives the user 

more umbrella service for his money than he can get elsewhere. 
Don’t  buy another umbrella until you see a Baker. For photographs 
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The Holland Umbrella &  Specialty Co. Holland, Mich.

and COMFORTS
The chilly nights are coming and 

there will be a demand for blankets and 
comforters—be prepared. You can do 
no better than to place your order with 
us. We have an exceptionally large 
and well selected line, from the cheap
est cotton to the finest wool blankets, 
and comforters a t all prices.

PAUL STEKETEE & SONS
Wholesale Dry Goods Grand Rapids, Mich.
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After the Sons and Daughters Leave 
Home.

W ritten for the Tradesm an.
“ It is the way of the world, as old- 

fashioned people say, and I suppose 
I ought not to lam ent,” said Mrs. N. 
to a friend.

The wedding of both her daugh
ters occurred at the same time only 
a few days before, and directly after 
the bridal parties had gotten off the 
only son, who had accepted a good 
position in Seattle, started for the 
W est.

“The house seems so big and empty 
and so dreadfully still. I can not 
look forward to things being any dif
ferent.

“The girls have both married well,
I am sure. Neither John nor I could 
object to either of the young men 
at all; and we feel tha t our son’s 
change is very much for his in ter
ests; but we have lived so long just 
for those children, and now to lose 
them all at once so, even Emily, my 
baby, it is too hard!” T ears filled her 
eyes.

“Years ago we lost a little boy, our 
second child. I t seemed at the time 
that my heart would break, but there 
were the other children with their 
numberless needs demanding my con
stant attention. I did not have time 
to grieve, my hands were too full. 
W ork was the solace for my sor
row.

“But now I do not have the press
ure of urgent duties to keep me up. 
There is so little to do and nothing 
to take my mind. John and I are so 
lonely!”

I t is alm ost a tragedy with many 
a woman when, in the perfectly n a t
ural proces of going out into the 
world and making homes of their 
own, her children leave her.

The peculiar sadness of this phase 
of life is nowhere more touchingly 
expressed than by Jean Ingelow in 
her well known “Songs of Seven:”

To hear, to  heed, to  wed,
F air  lo t th a t m aidens choose.

T hy m other’s  tend erest w ords are said,
T hy fa ce  no m ore she v iew s;

T hy m other’s  lot, m y dear,
She doth in nau ght accuse;

H er  lot to  bear, to  nurse, to  rear,
To love—and th en  to lose.

Despite all the cry that women are 
losing their domesticity, there still 
are countless m others, the great busi
ness of whose lives is their children. 
W ith each one of these, self-sacrifice, 
the subordination of her own tastes 
and wishes to  their needs and de
sires, becomes second nature. The 
boys and girls are the param ount in
terest of the home. W hen they leave, 
her life work seems to be broken up. 
I t  is as if a middle aged lawyer or 
physician, successful and greatly de

voted to his profession, were, by 
some adverse stroke of Fate, thrown 
out of practice; or a good business 
man were compelled to retire in the 
very prime of life.

W hat shall Mrs. N. do? W hat shall 
any m other do when she no longer 
can pour her energies into their ac
customed channel?

Two coures are open to her. One 
is the course of deterioration. She 
can let herself go. In her present 
mood this is the easiest and seem ing
ly the most natural thing to do. She 
can magnify her loneliness. She can 
become nervous and low-spirited and 
even lapse into mild melancholia.

The pathologists tell us tha t there 
are certain disorders tha t never at
tack a young and healthy organism, 
but which fasten upon those who are 
“run down” or in a state of lowered 
vitality. The woman who is lonely 
and has little to occupy her attention 
is specially liable to these ailments of 
degeneracy as they are called, physi
cal as well as mental. She who but 
a short time ago was a bright, busy, 
cheerful m atron, whose every mo
ment was filled with duty lovingly 
performed, may very soon become a 
colorless nonentity, afflicted with 
some slight chronic invalidism, the 
sort of person whom husband and 
children always regard with indul
gent commiseration and refer to as 
“Poor M other.”

O r Mrs. N. may take a different 
and a far wiser course. She may 
find other interests to take the place 
of those tha t have been cut off. She 
should renew old friendships and 
form new ones. I t  may be well for 
her to join a club or a fraternal or
der. She now has time to read the 
new books and ought to improve the 
opportunity. A camera or a flower 
garden may provide a pleasant pas
time. Some charity or benevolence 
may furnish a suitable outlet for her 
energies. And who is a more capa
ble helper to those in w ant than the 
middle aged or elderly woman who 
has a tender m other heart, and whose 
practical abilities have been sharpen
ed by long years of experience?

At first no one of the things sug
gested may hold any attraction  for 
the woman of whom I write, but if 
she enters upon some of them brave
ly and perseveringly, in time she will 
become genuinely interested.

Among the many subjects which 
may properly claim her attention, her 
husband may be mentioned as one, 
for it is possible tha t in her zeal for 
the welfare of her offspring, she may 
have in some degree neglected their 
father and his needs. Indeed, in few 
women are the wifely and the m ater

nal tendencies perfectly balanced. 
The helplessness of the little ones 
makes so urgent an appeal tha t every 
one else is alm ost lost sight of. Of 
late years so much stress has been 
laid upon all their needs and require
m ents tha t the conscientious m other 
is likely to become so absorbed in 
the study of “the child” tha t she gives 
little or no thought to “the m an.” 
O ften both parents are so devoted to 
the children tha t they forget each 
o ther and miss the rare com panion
ship that congenial childless couples 
enjoy. If there was excuse for this 
while the children were at home, 
there is none after they leave.

In the fifties and sixties, and even 
in the seventies, a m arried pair should 
have the happiest time of their lives, 
if they have been prosperous and 
frugal, financial pressure is relaxed 
and they may honorably enjoy the 
fruits of their labors. They now have 
leisure for travel, reading and recrea
tion. To some extent, at least, they 
should try  to become interested in 
the same pursuits and diversions.

Very much is now being w ritten 
on w hat a woman m ust do to keep 
her youthful appearance. M atrons of 
45 and 50 are making strenuous e f
forts to move as gracefully and look 
as young as they did at 30. A reason
able am ount of this is commendable 
and certainly a husband appreciates 
having his wife retain, so far as pos
sible, the charm s of her girlhood.

W ill he not enjoy even m ore hav
ing her bright and keen intellectually, 
a jolly chum and companion for his 
declining years?

W hat is finer than to see an e lder
ly couple thoroughly happy in each 
o ther’s society, she w ith a tender
ness and sym pathy such as age alone 
can give, he with a chivalry becom
ing ever more tender and consider
ate as time passes over their w hiten
ed heads? Quillo.

There are more good sayings than 
doings in the world.

A New Y ork girl, jilted by a 
w ealthy m anufacturer, to whom she 
claims she was engaged, has sued 
him for $10,000, not for wounded af
fections, but for lost opportunities, 
as she claims tha t because of her en
gagem ent to  him she had refused 
several offers of marriage.

Big livers are no t long livers.
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PUTNAM FACTORY, National Candy Co. 
Grand Rapids, Mich.



August 2, 1911 M I C H I G A N  T R A D E S M A N SI

M ASTER OF OUR MOODS.

Quality a Strong Character Should 
Possess.

W ritten for th e T radesm an.
W hile I am not unmindful of the 

fact tha t some of our self-appointed 
critics of style have put the ban on 
m any-jointed words, there is one 
good old polysyllabic th a t we can not 
quite bring ourselves to  give up; and 
th a t is the word, “procrastination.” 

T ha t is a strong w ord w ith a so
norous and serious ring to it.

One feels somehow as if there is 
som ething in the mere sound of the 
word tha t will make the unsophisti
cated perk up and w onder why.

W henever I hear tha t w ord I a l
ways think of my friend, Ed. De- 
Moss. Ed. was the greatest p ro
crastina tor I ever know. In  college 
he was always harassed by the vi
sion of unprepared lessons. H e al
ways put off preparing for exam ina
tions until the night before, then he 
cram med until sun up the next m orn
ing. H e forgot dinner engagem ents. 
H e put off dressing for the theater 
until T:30, and invariably got in after 
the first act was through. So far a=
I know, he never saw the first act 
of any play. If DeM oss was one of 
a party, the entire party  was kept 
waiting. How he ever caught a train  
is a m ystery to some people. But the 
fact is he never caught the train  he 
was supposed to catch—he caught the 
next one.

“Good grannies, Phip! I really 
m eant to do that, but—” and th e re 
upon followed profuse explanations, 
apologies, promises, etc., ad nausea 
I t  was ever thus w ith Eddie. He 
just couldn’t help it. H e m ust have 
been born in a procrastinative mood, 
for he never did get over it. Eddie 
is not an old man yet, by any m an
ner of m eans; but when he is old, 
with the structure of his life work 
back of him—such as he finds time 
to get finished—I am m orally certain 
he is going to fool the attending phy
sician. F or hours, perhaps days— 
maybe weeks and m onths—after the 
doctor says Eddie can not possibly 
live through the day or the night, as 
the case may be, Eddie will keep 
right on living; he will put off dying 
just as he has everything else. The 
fact is he is an incurable procrastina
tor.

So many people have this failing 
to a g reater or less degree.

T heir intentions are good; they 
really mean to do the thing they are 
expected to do, or prom ise to do, or 
are paid to do, but they get side
tracked, they think another time will 
do quite as well as the present, and 
the duty of to-day is pushed off until 
to-m orrow.

Now there are a good many things 
to be said against this habit, which 
is all too frequent among m erchants 
and salespeople.

Tn the first place it is a slovenly 
habit. T he very mood is born of laz 
iness—the dread to get at it and get 
the th ing done.

“Now if it m ust be done, then 
’tw ere well it were done quickly.’’ 
You can’t evade an obvious task in
definitely. Sooner or la ter you have 
to  do all necessary w ork; why not

buckle to  it and get through w ith it? 
W hen it is finished your mind will 
be at ease. If  the prospect of the 
task is displeasing, why keep it con
stantly  dangling before your eyes, 
spoiling the pleasure of the present?

M ethodical people are the happiest 
people in the w orld T here are folks 
who make light of the extrem est in 
m atters of m ethod; but in the end 
the joke is on the fellow who ta- 
booes punctuality.

M ethodical people are "happy just 
because they light right into a tough 
job, when they happen to  have one 
on hand, and get through w ith it. 
A fter tha t they can bask in the m em 
ory of w ork finished on schedule.

T here is a couplet in Charles R. 
B artle tt’s “The Man W ho W ins” that 
every am bitious salesman o r sales
woman ought to  comm it to memory. 
I t  runs like this:
“W hen set a task tha t the rest can’t 

do.
H e buckles down till he’s put it 

through.”
T h a t’s the attitude of “the man 

who wins.” Isn ’t tha t attitude itself 
largely responsible for his winning?

W hen an employe is told to do 
anything tha t ought to be enough. 
The employer ought not to be re
quired to  rem ain personally on the 
job as foreman, seeing tha t his o r 
ders are carried out.

If you w ant to make a killing with 
the boss, acquire the reputation of 
being punctual in doing the thing 
you are asked to do. Do not fall in 
to the exasperating habit of taking 
orders too lightly; and rem em ber 
tha t you are paid for doing things, 
not for intending to  do them , or for 
resolving to do them , or prom ising 
yourself th a t you will do them.

If you are a m erchant, you ought 
to set the salespeople an example of 
precision, prom ptness and of method.

The m erchant who is disposed to 
put off things is always finding that 
his w ork is accum ulating on him. By 
and by it gets m ountain high. Some 
day, in sheer desperation, the man 
who has been le tting  his work pile 
up, rolls up his sleeves and attacks 
the job. H ere, for example, are some 
le tters tha t should have been answ er
ed days or weeks ago. Maybe the 
le tte rs have been so long delayed 
the w riters have grown w eary of 
w aiting for a reply. If they have 
been interested, the chances are they 
have lost their original interest. The 
fact tha t so m any things m ust be 
done in such short time makes it im
perative tha t they be hastily done. 
H asty  work is generally im perfect 
work. I t  is all well enough to  talk 
of your man of genius who dashes 
through ream s and stacks of tough 
w ork in an incredibly brief time, do
ing his w ork with the skill of a m as
ter-hand: we m erchants and sales
people are not geniuses. T herefore 
the rules tha t apply to  the rarely 
gifted ones of earth  don’t apply to  
us. If  we cut any ice w hatever, we 
have to get down and bone. T hat 
means tha t we have to  stay on the 
job early and late, and keep the 
slate' wiped clean as we go.

A strong  and resourceful character 
ought to be m aster of his moods.

Everybody, I presume, had rather 
ju s t let th ings slide along than bu tt 
in and make them  go your w ay; and 
the natural inclination is just to  let 
them  slide. But tha t is not good 
business. T he proper thing is to 
overcome one’s disinclination to  get 
busy. L et us be m aster of our moods.

Charles L. Philips.

ollete. Such a suit in blue, brow n or 
gray, w ith the lightest w eight stock
ings and low shoes, would be as 
near an approach to  com fort as m ost 
women attain  and would be both 
modest and serviceable. W ho will 
be the first hero of hot w eather dress 
reform ?

T he g reat demand am ong A m eri
can women for pearls has caused en
terprising  oysterm en to co-operate 
w ith the oyster in turning out the 
gems, says a writer. American wom
en are so eager for pearls the m ar
ket can not be supplied. Noel H ea
ton, an English scientist, explained 
the o ther day how science is aiding 
in turning out gems. “The shells of 
living oysters,” he said, “are pried 
open, foreign m atter is put inside, 
and the oyster dropped back into the 
water. T he oyster deposits layers of 
calcium carbonate around the sub
stance, and the ultim ate result is a 
pearl. Artificially made pearls m ere
ly are bits of opalescent glass, coat
ed inside with a preparation of fish 
scales and filled with wax. Im itation 
pearls have a novel quality among 
false gems, in tha t they som etimes 
are superior to the natural article. 
They are harder and their luster is 
not affected by water.

No home is flawless until it is 
flyless.

Sales Books snoALOt
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A Boston woman suggests that 
the ideal hot w eather costume for 
men would consist of blouse and 
knee breeches, the trousers ra ther 
full, like those boys have worn for 
the last few years. The blouse should 
be loose and should have loose e l 
bow sleeves. There could be a low, 
turndow n collar, or the blouse might 
be collarless and very slightly dec
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BANKER FOR T H E  MASSES.

New Role Recently Assumed by Un
cle Sam.

Do you w ant to open an account 
with Uncle Sam, banker? You can do 
it at several hundred different places 
over the Union. A thousand or more 
banks will have been established by 
the time this le tter is published, and 
this number will be extended until it 
covers the forty thousand and odd 
money order postoffices throughout 
the United States.

The postal savings bank bill was 
passed only last Congress, and the 
business was started with $100,000. 
This was to establish forty-eight 
balks, each state having one. W hen 
Congress met again in the spring 
more banks were started. Forty-five 
additional ones were in operation in 
April, thirty-six more were added in 
June and from that time on they have 
gone ahead at the rate of fifty per 
week.

At the beginning of the year the 
forty-eight which were first started 
had taken in only about $75,000, but 
with the new banks the deposits 
have quadrupled and they will soon 
amount to $1 ,000,000 or more.

Indeed, it is impossible to prophe
sy how much money will come into 
the postoffices. The amount will run 
into the hundreds of millions.

It can do that and still not affect 
the banking institutions which we 
have to day. The officials of the 
Treasury Departm ent, who keep track 
of the money in circulation and in 
the banks, say that there is an enor
mous sum not accounted for which 
lies idle, either in hiding or in the 
pockets of the people.

The amount is more than two 
thousand million dollars. It is enough 
to give $100 to every family in the 
United States, and enough to buy the 
Steel T rust and leave something over 
for a few railroads or so. I t is about 
2 per cent, of the aggregate wealth 
of the Nation, and if it could be col
lected together into one pile it would 
almost pay the National debt twice 
over.

Take it out of hiding and turn it 
into Government bonds, and wc 
should not have to borrow a cent from 
outside nations, and at the same time 
would have enough surplus capital to 
complete the Panama Canal and dig 
a ditch big enough for the largest 
ocean steamers from the Great Lakes 
to the Gulf.

Similar hoards have existed in all 
countries, although nowhere to such 
an extent as in ours. W e are the 
richest of the nations, and we have 
more loose money than any of the 
others.

Americans Real H oarders.
Take, for instance, the Hindoos, 

where the standard is so low you can 
hire a man for 10 cents a day, and 
where many of the people figure on 
how much they will eat for supper in 
order to know w hether they will have 
enough left for breakfast. T hat coun
try  is known to have a hoard in gold 
or silver or jewels hid away under its 
floors, and since the British govern
m ent has established postal savings 
banks there $500,000,000 has been tak

en out and deposited, and the ac
counts in the postoffices are almost 
1 ,000,000 in number.

But how about taking care of i. 
business like this?

Think of the work of handling 
40,000 different banks, each of which 
has hundreds of deposit accounts!

Think of the deposits and w ith
drawals, of calculating the interest 
and of keeping the accounts, where 
the 'lo ss of a cent in the balance may 
set a clerk crazy, as is common in 
the banks of to-day.

These are some of the troubles 
tha t are agitating the other nations 
which have similar banks and are 
costing them millions. I t  is so in 
Great Britain, where a big building 
at London is devoted to keeping the 
books.

The banks have been in operation 
there for twenty-five years, and the 
separate accounts are 1 ,000,000 in 
number, while the total deposits now 
equal $781,000.000. The cost of the 
machine is such that I understand the 
business is run at a loss. Similar 
books are kept in France, Germany 
and in nearly every civilized country 
on the face of the globe.

This was one of the difficulties 
which faced Uncle Sam when he took 
hold of the problem. O ur postal sav
ings bank business is bound to  be 
twice as large as tha t of any other 
nation, and should we carry it on in 
the same way, Theodore L. W eed, 
the chief clerk of the Postoffice De
partm ent and the Secretary of the 
Board of Banking Trustees, tells me, 
we should have to establish, in time, 
a great accounting system here in 
W ashington, with a great force of 
clerks, to keep track of the moneys 
in these thousands of offices scatter
ed over more than 3,000,000 square 
miles.

Nevertheless, we have begun the 
business w ithout a cent of additional 
expense for clerical hire. And, m ore
over, the prospect is that it will be 
carried on w ithout any material 
change in our Government machinery 
when the deposits are hundreds of 
millions, and tha t at an expense 
which, in the light of its cost to 
ether nations, will be ridiculously 
small.

Simplifies Book-keeping.
For the invention which has done 

away with this enorm ous book-keep
ing, Uncle Sam is indebted to Frank 
Hitchcock, his Postm aster General. 
It is an invention w orth millions, for 
it is estim ated tha t it will save at 
least $1 ,000,000 a year to the Gov
ernment.

It will certainly do away with the 
possible employment of 2,000 book
keepers, which even at as low a 
salary as $1,000 a year, would make 
an annual draft on the treasury of 
$2,000,000, and that in addition to 
other machinery which would greatly 
add to the total.

Mr. H itchcock conceived the idea 
during his trip to Europe last sum
mer. He there saw the complicated 
machinery of other nations, the m ost 
of it based on the system devised by 
Gladstone, which has been adopted 
by forty other countries. This was 
the use of the passbook, which in

England m eant the posting of the de
posit books of 15,000 offices, and of 
keeping sets of books for them. I t  in
volved the em ploym ent of 2,000 clerks 
in London, and of a great book-keep
ing establishm ent there. In  our own 
country the offices would surely be 
three times as many as in G reat B rit
ain, and they will probably be 50,- 
000 or 60,000 more. To handle them 
on the European system was evident
ly very expensive, and Mr. H itch 
cock, in working over the m atter, 
originated a plan whereby the ac
counts would to  a g reat extent keep 
themselves and tha t w ithout mis
takes.

This plan was the wiping out of the 
pass-book, and the issuance of drafts 
or certificates of deposit. This has 
been installed, and it is the present 
system. The depositor hands in his 
money, but in place of having a credit 
made on a bank book he is given a 
certificate of deposit for the am ount 
he puts in.

The certificates are in the denom 
inations of $1, $2, $5, $10, $20, $50 
and $100, and they bear in terest at 
the rate of 2 per cent, per annum. 
They are neither transferable nor 
negotiable, and are not w orth any
thing except in the hands of the per
son buying them. They are issued in 
duplicate, and the original and du-
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plicate m ust each bear the signature 
of the depositor.

T he duplicate is retained by the 
postm aster, and if the man would 
w ithdraw  his deposit, he m ust bring 
back the original, and sign his name 
in the presence of the postm aster, 
who com pares it w ith the signature 
on the duplicate. I t  is after ju s t the 
same * m ethod tha t the travelers 
checks issued by banks and express 
companies are cashed all over the 
world to-day, and the same as tha t 
used in le tters of credit. One mighc 
forge another m an’s signature, but 
it takes great skill to  make such a 
forgery off-hand in the presence of 
the man you are try ing  to defraud.

D epositor Always Inform ed.
If  a certificate of deposit should 

be lost or destroyed it can be dupli
cated by applying to the postm aster, 
the signature, made in this way, being 
evidence of the claim. T he postm as
ter keeps a record of these duplicates, 
not in a book, but in a set of m anila 
jackets or envelopes after the card 
index system, each m anila jacket 
bearing the name of a depositor and 
having in it th a t depositor’s dupli
cates. I t  is as simple as rolling off 
a log.

Again the need of book-keeping is 
evoided by the fact tha t deposits are 
made only in m ultiples of $1 ; and 
tha t the money has to be left in one 
year to draw interest, the in terest be
ginning only on the first day of the 
month. The depositor knows th a t if 
he takes out any money in less than 
a year he loses his interest. If he 
leaves it in for one year he gets 2 
per cent.; and he m ust leave it in two 
years to get 4 per cent. In  other 
words, there are no fractions to  be 
considered. The system  seems to be 
“foolproof.”

The depositor knows ju s t w hat is 
coming to him. H e can draw  as 
much or as little as he pleases p ro 
vided the denom inations are right: 
and when his money is all drawn the 
tearing  up of the manila jacket closes 
the account and wipes his name from 
the governm ent rolls. In  fact, there 
is no o ther record.

These banks will be patronized by 
the women and children. T he laws 
provide tha t a husband has no con
trol of the deposits made by his 
wife, nor guardians any control over 
those made by their wards.

Even the children can deposit, and 
their parents can not get the money 
except by their consent and by their 
signatures in the presence of the 
postm aster. Any boy who has a 
dime may begin an account by buy
ing a postal savings card, upon which 
he can paste nine o ther 10 cent pos
tal savings stam ps, which he may 
buy as he gets the money. W hen 
the 90 cen ts’ w oith  of stam ps have 
been stuck on the card it represent 
a dollar, and may be exchanged for 
a dollar deposit draft at the postoj- 
fice. H is name then goes into a 
m anila jacket, and he is one of the 
patrons of Uncle Sam’s great banking 
system.

In  all places where the banks have 
been established many children are 
am ong the depositors. In  some in
stances postm asters have been asked

to address the public school children 
on the system, and school teachers 
from  all parts of the country are 
w riting  the departm ent for inform a
tion concerning it.

A t one of the Pennsylvania offices 
a boy has opened an account in or
der tha t he may have a s ta rt in life 
when he is through school, and in 
o ther places men are opening ac
counts for children and starting  them 
on the way to  save. One philan
thropic man in Owensboro, Ky., has 
purchased postal savings cards for all 
the public school children of tha t 
town, his idea being to  encourage 
th rift through the use of the Gov
ernm ent system. T his seems to be 
an excellent idea, and I suggest it to 
such of you as have a charitable 
dollar to  put where it will bring big 
results.

Take a village or tow n which has 
1,000 school children. An investm ent 
of $J00 in these 10 cent postal sav
ings cards would start the children 

. of the whole tow n to saving, and 
would be better charity than- the 
pauperizing, indiscrim inate gift giving 
which is . so common to-day. One 
m ight take the children of a single 
school or class and do the same. In 
deed, this system  of giving is sub
ject to countless variations.

Patronized by Foreigners.
Connected w ith the postal savings 

bank act is a provision by which the 
certificates of deposit may be used 
to buy Governm ent bonds. T his w ent 
into effect July 1, and many bonds 
have already been purchased. The 
law provides tha t postal savings, in 
the sums of $20, $40, $60, $80 and 
$100, and m ultiples of $100 and $500, 
may be turned in for bonds, and shall 
bear in terest at the rate of 2J4 per 
cent, per annum, payable sem i-an
nually. These bonds can not be 
bought except by postal savings bank 
depositors, but they are so a rrang 
ed th a t any one can have a part in 
the Governm ent debt of the U nited 
S tates and can own a G overnm ent 
bond.

So far we have thousands of for
eigners who have been taking out

deposits in these now postal savings 
banks. These men know the postal 
savings banks of their own countries 
and they have faith in ours because 
they are backed by the Government. 
Postm aster G eneral H itchcock tells 
me tha t vast sums have annually been 
sent abroad by the foreign element 
of this country in order tha t they 
may be deposited in the banks of 
Europe. Some of this goes to the 
banks direct and some is sent to 
friends, who put it in the postal sav
ings banks of their respective coun 
tries.

In  the four years ending with 1909  
more than $312 ,000 ,000  of such money 
orders were issued, and a large part 
of them  were for savings deposits. 
Now tha t the postoffice bank has been 
established, a great deal of this m on
ey will go into it. T his has been the 
case in the banks opened in the min
ing camps, where m any foreigners are 
employed.

A t F rostburg , Md., an Italian who 
deposited $50 offered to pay 50 cents 
for the certificate, and when he was 
told it did not cost anything and that 
his deposit would also draw interest 
he was much pleased. At an Ohio 
office a Syrian woman tried to de
posit $370, and at Oroville, Cal., a 
num ber of foreigners offered from 
$1,000 to $2,000 each, which, of course, 
was impossible. At A shtabula, Ohio, 
a foreigner came from Painesville with 
$800 and at Globe, Ariz., the post
m aster says tha t his depositors rank 
as to  the am ount of money held as 
follows: American, English, A us
trian, German, Russian, Mexican ami 
Swedish. A t m any of the places in
terpreters have asked for literature 
on the system, saying tha t they want

to explain it to  the foreign laborers 
of their settlem ent, while a t Dubois, 
Pa., tw o priests of foreign churches 
there are studying the system and say 
they will spread the news am ong 
their flocks. F rank G. Carpenter.

Diffusing the Annoyance.
The Farm er—You don’t suppose 

we take boarders because we need 
the money!

The V isitor—l had some such idea.
The Farm er—N ot at all. W e jus* 

get these people in from tow n to 
keep the mosquitoes from devotin’ 
all their a ttention  to  our home c ir
cle.
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T H E  MOCKING BIRD.

Some Peculiarities of This Remarka
ble Songster.

This “trim  Shakespeare,” as he is 
called by Sidney Lanier, like many 
o ther productions of the South, is not 
altogether understood or appreciated 
in the N orth. M aster of melody and 
wonderful in his infinite variety, the 
poet has conferred upon him no mis
nom er in thus giving him a name 
representative of universal genius. He 
himself is a poet who has all songs 
for his own, sounding all the stops 
of melody—a feathered orchestra, 
whose every instrum ent is handled 
with a perfect skill. Like the gera
nium among plants, this bird simu
lates everything, and is everything. 
As the rose and apple blossom have 
no more delicate or delicious perfume 
than is offered by this wonderful 
plant, so the liquid song of the wren, 
or thrush, the plaintive moan of the 
dove, or the discordant cry of the 
crow and scream of the cat-bird, is
sues from the th roat of this m arvel
ous songster as naturally as if he 
were their sole proprietor.

But while his music is generally 
discussed, as well as enjoyed, his hab
its, even among his own countrymen, 
are not generally understood. O rnith
ologists even have made mistakes 
concerning his habits and character
istics. The Encyclopaedia Britannica 
asserts that the mocking bird goes to 
New England in the summer to 
breed, and returns South in the fall 
On the contrary, the mocking bird is 
not m igratory; he is a decided con
servative. Few of them range be
yond three or four miles from the 
spot where they were hatched, and 
ordinarily they end their lives very 
near the same neighborhood in which 
they began it. Their nests and little 
ones are sometimes found far in the 
depth of the forest, but more fre
quently among the undisturbed 
branches of the Cherokee rose, in the 
mock orange hedges or lofty tree.;. 
near th( habitation of man. The 
mocking bird is a bird of decided 
architectural taste and skill, and of 
notable sagacity in the selection of 
time and place for the construction 
of his nest. Much of his work is ac
complished before sunrise; and as the 
east grows radiant with the approach
ing splendor of the day’s lord, he be
gins his morning serenade, trying one 
by one all the instrum ents of his un- 
versal organ, and waking all other 
birds by their characteristic note. Is 
the thrush late in bed? This m aster 
of song will cure him of his lazy pro
clivities by sounding his own m orn
ing call in his ears. Does my lady 
wren slumber too long? Presently 
she is stirred by a note of her own 
m orning invocation and waking from 
her dreams, she hastens to her la 
bors. H as the flaunting red-breast 
forgotten to show his brillian helmet 
among the courtiers of the sun? His 
drowsy head is suddenly lifted, as he 
catches the sound of his own saluta
tion. W hile the day is yet young, 
every laggard is summoned to duty. 
Even poor whippoorwill, who has 
kept up his pitiful lam ent until the 
evening shades drove him to  rest, 
m ust not loiter long after the next

m orning’s sunrise, or he will be 
taunted with his own pathos. T he 
dove, too, m ust call her lover be
times, or this woodland genius will 
sing her own love song and lure her 
w anderer to his side, if only to  laugh 
at his disappointment. The bob-white 
is sure to be sent about his business 
w ith quick despatch, and the owl 
hides in vain; even the curtain of the 
night is a poor protection to him, for 
the mocking bird is sure to discover 
him, and in the day he may not es
cape the general summons, but is o ft
en doomed to w rithe and groan and 
turn his bewildered head as his sol
emn notes, sacred to m idnight hours, 
are proclaimed it the garish light of 
the sun. i t  is an early bird, in truth, 
who is up in time to  anticipate the 
call of the enterprising mocking bird.

A fter having awakened all the birds 
of the air, and given each his key
note for a joyous m orning carol, he 
not unfrequently condescends to  oc
cupy himself with the humble deni
zens of the farmyard. W ith w hat 
anxiety and alarm does he fill the 
hearts of tender m others. Cluck,
cluck, cluck, he chirps, until little 
chickens run about in dismay, and the 
m other hen utters a strenuous and 
persistent cluck, in order to recall her 
bewildered brood to loyalty and pro
tection. Then the piping cry of the 
little chicken is im itated to such per
fection that the terrified m atron 
straightw ay imagines one of her darl
ings to be the victim of tha t black 
pirate, the hawk, who so often, rav
ages her little flock, or, perhaps, tha t 
a stray little one has been entrapped 
by some wild enemy hiding in lonely 
and sequestered places—and flies over 
the yard in pursuit of the sufferer, 
ruffling her feathers and swelling her 
top-knot in righteous and irrepressi
ble indignation. In  the meanwhile 
this sly M ephistopheles sits quietly 
perched in a tree, peeping out now 
and then from among the foliage to 
enjoy the exciting scene of which he 
has been the wicked and unsuspect
ed cause. The contem plation m ust 
give him infinite satisfaction, for 
scarcely does the hen recover her 
composure and begin her peaceful 
and dignified promenade with her 
family, - when he assumes another 
role, entering into it with such spirit 
and precision of detail as to leave no 
doubt in the poultry kingdom as to 
the nature of the threatening m on
ster. F lying rapidly from tree to 
tree, be so perfectly renders the 
frightful intonations of that prince of 
robbers, that not only chickens, ducks 
and turkeys are in a flutter cackling 
and running in wild terro r into every 
possible retreat, but maid and mis
tress, cook and workman rush upon 
the scene, armed with broom sticks 
and other available weapons of de
fense, to say nothing of the boy with 
his shot gun, all looking wild and 
vaguely into the firmament for the 
bold assailant, who threatens a fell 
swoop upon the recently emancipated 
fledgings. No hawk is discovered—not 
a black speck is floating in the re
m otest cloud; and the indignant cook 
returns to her domain, m uttering im
precations upon the audacious bird. It 
has happened tha t one mocking bird 
has, for an entire morning, kept a

farm  yard in a state of commotion 
by im itating the cries and calls of the 
various enemies of poultry. So we 
may argue th a t he is not only a mu
sician, a skillful artist, bu t a m ost 
capable general and strategist, a tac
tician, who is well acquainted with 
the weak points of those whom he de
signs to outwit. H e is an ingenious 
to rm entor and persecutor, full of frol
ic and fun, and regardless of all the 
claims of dignity or wisdom, if he 
can sacrifice them to  his amusement. 
The bird of Minerva, so solemn of 
mien, has been so mocked and satiriz
ed by this feathered admirable Crich
ton, that she has been known to 
abandon her secluded home and seek 
obscurer haunts, where she could be 
safe from the sneers and jeers of her 
relentless torm entor.

Domestic scenes seem m ost a ttrac 
tive to this wonderful bird. H e loves 
well-kept yards and gardens. H e en
joys signs of civilization and home 
comfort. He prefers the neatly- 
trimmed hedge and umbrageous mi
m osa-tree, the bloom ing and fragrant 
rose, or vine-covered trellis, the bow
er under which the children play, or 
the grateful shade of the grand old 
tree tha t reaches to the nursery w in
dow or guards the well, to the wilder 
and more picturesque scenes of the 
forest. The sound of the human 
voice is a delight to him. T he prac
tice of solfeggios or the rendering of 
a bravura or simple ballad will bring 
a score of these songsters to  the near
est and m ost convenient shade, and 
it is not long before the singer in 
the draw ingroom  is taught, by posi
tive dem onstration, how far nature 
can outdo art; their strains of unpre
m editated art may well astonish the 
m aster who has made trills and rou
lades a life-long study.

The attractions of domestic life 
son woo this prince of singers from 
his forest home, and the farm  yard 
offers him as wide a field for the ex
ercise of his genius for mimicry as 
the deep woods. A lady who sat 
quietly sewing one m orning on a 
veranda which overlooked the back 
yard of her premises, observed a per
turbation and alarm am ong the fowls, 
which for hours had been peacefully 
feeding upon the sward. The whole 
realm of poultry seemed wild with 
excitement. An evil spirit seemed to 
hover in the air, terrifying ducks, 
chickens and turkeys, and sending 
chanticleer himself shying under the 
house. G athering audacity in the 
hiding-place to which they had flown 
for safety, the frightened creatures 
would venture out and again begin to 
tread their accustomed walks, when 
im minent danger would send them  in 
dismay back to  their retreats. Every 
enemy to poultry  seemed to  be 
abroad. Upon investigation, it was 
discovered tha t a mocking bird had 
snugly ensconced himself behind the 
wall-like roots of a m ulberry tree, 
and from that point he had success
fully im itated the cries of terrified 
hens and chickens as well as the 
screams of rapacious birds of prey, 
and thus filled the yard with conster
nation. W hen driven from his forti
fication, he perched upon the top
m ost bough of the same tree and 
poured forth  such a stream  of en

chanting melody, such a mellifluous 
burst of delightful song, as to  make 
the amende honorable for his well ex
ecuted mischief.

B ut how ever g reat m ay be the 
bird’s versatility, it is a m istake to 
suppose, as m any do, tha t he has no 
notes of his own. H e has his own 
song, sweet and liquid, long and vi
bratory. He often stops short in the 
m idst of his theme, filling the pause 
w ith delicious undertones: then, re
sum ing his them e, carols a sort of 
vibrant obligato beneath the main 
current of his song, as if he were 
singing w ith two voices a t the same 
time. Surely tw o birds are singing! 
often says the unsophisticated listen- 
cr. T hat thrilling, enchanting reson
ance no boy nor girl in the South 
could ever forget. W hat w onder that 
a sick child, carried from her home 
in Alabama to New York, where she 
lay for weeks upon a bed of suffer
ing, should say, “ I could get well if 
I could hear the mocking bird sing 
as he does in the tree at hom e!”

A Southern boy never aims his pop 
gun or shot gun at the mocking bird. 
H e is a friend and com panion; and 
one of the earliest lessons learned by 
the juvenile hunter is to kill the blue- 
jay, who, according to  the legendary 
lore of childhood, not only carries 
sand to augm ent the intensity  of heat 
in the infernal regions, but is the 
avowed enemy of the mocking bird; 
for that, if for no o ther reason, he 
is under a perpetual sentence of 
death.

T hat the mocking bird does not 
persistently  or fo r any great length 
of tim e sing his own song is true. He 
introduces it frequently as a refrain, 
a t regular intervals, betw een seasons 
of miscellaneous renderings—catches, 
glees, roundelays, trills and recita
tives, cries, calls, screams, im itations 
of every bird in the forest and field: 
and, in the m idst of a m ost rhapsod
ical extravaganza, will suddenly re 
turn  to his own song, as if he had 
forgotten himself and had fallen to 
m using over the secrets of his own 
heart. I t  is w ith this note tha t he 
calls his m ate; and it is by this same 
token tha t venturesom e boys know 
where to  find the m ocking bird’s nest.

A bird frequently satirized and to r
mented by the mocking bird is the 
cuckoo. I t m ust be remembered, 
however, tha t the American cuckoo 
is not like the English bird of the 
same name—the “w andering voice ’ 
tha t has so often inspired the poets, 
and the favorite of N ature’s great 
poet, W ordsw orth, the bird tha t de
lights every school boy as he trav 
erses English paths and fields—but a 
veritable anchorite, a recluse, whose 
song is barely heard except to p rophe
sy the weather. H is comon name is 
raincrow ; he seldom issues from  his 
seclusion, and, like some people, dis
cusses the w eather only. But his pe
culiarities have a fascination for the 
knight of sober plumage, whose great 
delight is to tease him. H e follows 
him to  his place of concealment, 
makes him show his hand, and by 
his continuous reproaches requires of 
him a song. Then, and no t until 
then, is the taskm aster satisfied.

T he gray, neutral tin t of the m ock
ing bird’s feathers gives him a quiet,
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unobtrusive air. H is adornm ent is all 
of the inner man, if not of a meek 
and quiet spirit. He somewhat r e 
sembles the shrike, and that bird is 
sometimes mistaken for him. In  fly* 
mg, the white spot on the wing does 
not always appear; many of the 
birds do not have it—it is not an 
essential mark. Although plain in ap
pearance. he is quite a dandy in his 
manners. His tail is quite long in 
proportion to his body, swaying from 
side to side as if it were set on a 
pivot. He often steadies himself with 
oscillations of his tail. He is a dain
ty stepper, treading the earth or 
sward very gingerly, lifting his wings 
at intervals, in order to scare up the 
insects, whose distance he calculates 
with mathematical precision, and 
whose alertness rarely saves them 
from Vis devouring beak. Insects arc 
his chief and choice diet. Few birds 
are so trim  or more agile, and few 
birds more restless. H is repose is o r
dinarily when he is singing, but at 
the end of his song he flies to other 
quarters. He is very fond of prom 
enades on the grass and even in the 
garden walks—probably in search oi 
insects. H is foppish air reminds one 
of a dude with eye-glass and cane, 
as he exhibits himself on the fash
ionable boulevards.

W hether or not this musical prodi
gy has a hibernacle, it is difficult to 
say. W hile w inter is not, strictly 
speaking, his concert season, he gives 
many a charm ing m atinee while snow 
is on the ground, and when the sun 
shines brightly on a frosty day, and 
the air is crisp and clear, his jubilant 
song sometimes starts us from our 
beds. But his true time of melody 
is like that of Europe’s queen of 
song, the nightingale, in the night. 
Then all his music and poetry are at 
high tide. On a summer night, when 
the air is fragrant with blooming 
roses and cape jessamine, when the 
magnolia leaves and blossoms glisten 
under the ray of a moon alm ost as 
bright as day, when the m yrtle and 
pom egranate flowers shine like jew 
els, and the cloth of gold looks up 
to the stars with a radiance almost 
like their own, when the air and earth 
are filled w ith a tendernes that marks 
—then this matchless bird, too full of 
the silent, peaceful hour of midnight 
love and sentim ent to remember his 
wayward caprices during the day, 
pours forth such a flood of song, such 
a grand epic of rom ance and beauty, 
tha t the very stars seem to listen, and 
human hearts are touched with a holy 
calm.

The mocking bird is perhaps the 
most continuous singer in the world. 
Yet there is one season in the year— 
two weeks out of the fifty-two—when 
both song and spirits are out of 
tune. This is the m oulting season. 
Then he is a dyspeptic—a miserable 
hypochondriac, who looks tPe picture 
of despair. W hat an opportunity for 
his numerous victims! W hat a chance 
to turn the tables if owl and cuckoo, 
hen or wren could find him! How 
the children laugh at him, and how 
cautiously and carefully he hides him
self, as if he dreaed their derision. He 
looks like the jackdaw  after the 
mighty archbishop had inflicted upon

him the sentence of excommunica
tion, and he hunts deeper solitudes I 
than the rain-crow himself. The 
whole kingdom of birds and poultry 
now enjoy a blessed immunity from 
torture. If the w retched bird makes 
this period a season of repentance, 
a Lenten season of abstinence from 
mischief, it is not the repentance 
which is not to be repented of; for as 
soon as he is again in fine feather, 
he shows the depravity of bird na
ture, and becomes as wicked as ever.
He was well behaved only when his 
sins had forsaken him; he had not 
forsaken his sins.

It is well ascertained tha t the 
mocking bird is susceptible of tra in 
ing and education. I t  would be diffi
cult to find one tha t could rival or 
even equal the phenomenal sparrows 
mentioned by Bechstein, as having 
been trained by a Paris clergyman to 
speak and to recite the shorter com 
mandments, with such a com prehen
sion of the same that, in a quarrel 
over their food, one would gravely 
say to the other, “Thou shalt not 
steal;” yet mocking birds have been 
trained to sing popular operatic airs 
A bird kept in a saloon, and sub
jected to careful training by its keep
er, sang “Dixie” with astonishing ac
curacy, and also sang parts of the 
famous duet from “Norma.” These 
birds are always wonderfully influ
enced and even excited by musical 
sounds, which fact speaks much for 
their superiority to training. No bird 
better loves its liberty. Freedom , u n 
limited and untramm eled freedom, is 
their watchword. Hence the general 
belief among the ignorant, in regions 
where the bird is found, tha t if a 
cage containing young ones is acces
sible to the m other-bird, she will, un
der pretence of conveying food to 
them, give them poison, preferring 
their death to their captivity. To 
keep them in a cage is extrem ely dif
ficult. They not only pine under con
finement, but beat themselves to 
death by flying against the bars of 
the cage. Birds hatched in a cage 
or taken very young, have sometimes 
become fine singers; but once hav
ing enjoyed liberty, they rarely su r
vive imprisonment.

At the conclusion of the war, m ock
ing birds were carried in large num
bers from the South by those who 
came there as instructors of the 
wards of the nation. They carried 
not a few birds every summer to 
states where the beautiful singers 
were a rarity. Finally the exporta
tion of mocking birds was carried to 
such an extent that the Legislature 
of Alabama passed a law forbidding 
mocking birds to be sent or carried 
out of the state; and it happened 
one bright m orning in June, when 
the scholastic year was at an enct, 
and holiday pleasures were beginning 
to shed their joy in weary hearts, the 
sheriff of the county entered a pas
senger car lying at the depot, within 
a few mom ents of its departure, and 
emancipated from boxes behind 
shawls, bags, valises, um brellas and 
dress skirts, twenty-five tender birds, 
which were restored  to their native 
woods and freedom.

The mocking bird is really the

Just as Sure as the Sun 
Rises

"0RBSCENTfL O U R
Makes the best Bread and Pastry

This is the reason w h y  this 
brand of flour w ns success for 
every dealer who recommends 
it.

Not only can you hold the old 
customers in line, but you can 
add new trade with Crescent 
Flour as the opening wedge.

The qual i ty is splendid, it is 
a lways  uniform, and each pur
chaser is protected by that  iron 
clad guarantee of absolute satis
faction.

Make Crescent Flour one of 
your trade p u l l e r s - recommend 
it to your discriminating cus
tomers.

We have a lot of choice 
buckwheat suitable for seed. 

Write for prices.
Watson-Higgins Milling Go.

Q r u d  Rapids, Mich.

Voigt
Milling

Grand Rapids 
Mich.

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

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

“Purity Patent” 
Flour

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

“ P u r ity  P a te n t”

Mad« by
G rand Rapids G rain  Ac M illing Co. 
194 C anal St., G rand Rapids, Mich,*-

W E are prepared to make 
under cover san itary  

sh ipm en t of any quantity 
and kind of our standard  
high grade goods the same 
day order is received.

JUDSON GROCER CO.
Wholesale Grocers 

Grand Rapids, Michigan
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American nightingale, possessing 
many of the characteristics and hab
its of its gifted relative, and in the 
future literature of the country will 
become as renow ned as the classic 
bird th a t poured forth its delightful 
song in academic groves where Plato 
walked and D em osthenes talked of 
the beauty and glory of A thens.

Zitella Cooke.

More than $2,000,000,000 in redeem 
ed bonds, representing the m ajor 
part of the G overnm ent’s Civil W ar 
debt, are being fed gradually to the 
furnaces in the Bureau of Prin ting  
and Engraving. The engineers e s ti
m ate th a t the immense sum in old se
curities will generate about as much 
steam as two tons of good coal. AH 
the G overnm ent securities issued and 
redeem ed between 1860 and 1898 are 
being thus destroyed, including near
ly $1,000,000,000 in the famous 7-30 
bonds, which were made in the size 
of greenbacks and passed as money 
at the highest rate of in terest the 
G overnm ent has ever paid. More 
than 1,500,000 separate bond coupons, 
which represent a large portion of 
the G overnm ent’s in terest paym ents 
for fifty years, will also be burned. 
T he usual process of reducing old se
curities to a pulp by m acerating them 
was at first attem pted, but the job 
proved too great.

Coming Back Home.
The first of the crowd to get their 

tw o weeks off are coming back to 
let the second go, and there is a reg
ular program m e to go through when 
you m eet one, as follows:

“Home, eh?”
“You look better.”
“How much did you gain?”
“Get any fish?”
“H ow  did you like it?”
“Good shooting where you w ere?” 
“W ife go w ith you?”
“Anybody drow ned?”
“Take a canoe along?”
“ How was the board?”
“W ill you go to the same place 

next year?”
“Are you glad you w ent?”
T he above are all the questions 

you are expected to ask, but if you 
happen to think of anything more 
don’t be at all backwards.

Perhaps we do not realize it, but 
the P resident of the U nited States is 
one of the hardest worked men in the 
republic. T he head of a big corpora
tion, E. H. Gary, for instance, can 
slip away to  Europe and the organi
zation will run itself until he returns, 
but the President, surrounded as he 
is by a corps of capable assistants and 
advisers, m ust be on the job prac
tically every day in the year. T o
day William H. T aft is the busiest 
official who holds a high elective po
sition. A governor can get away from 
official cares—although his pay may 
be docked if he stays away too long— 
but the P resident m ust get his vaca 
tion in driblets. His vacations con
sist of fifteen-minute intervals in 
which nobody actually is w aiting to 
see him.

Stabbing one’s self with an open 
le tte r is the cofruqon form of political 
suicide.

TA N N E R  TAYLOR.

Story of His Controversy With 
George Mills.

W ritten for th e Tradesm an.
In  the year 1850 and for m any 

years following the them e of con
versation am ong Grand Rapids citi
zens was the troubles of George M. 
Mills and C. W . T aylor resulting in 
the destruction of a tannery owned by 
the la tte r  by fire and the trial and con
viction of Mills on the charge of a r
son. T he old tannery  twice burned out 
as far as fire could burn it. I t  was re
built and is still standing on the no rth 
east co iner of Canal and Coldbrook 
streets and is used by H enry Brobst 
& Co. in the construction of boilers 
for buildings, m anufacturing and 
m arine purposes. The m isunderstand
ing and la ter the violent contention 
between these two men grew out of 
a question as to the title to the ground 
upon which the Plotel Pantlind now 
stands. Mills was possessed of good 
business ability and owned consider
able property. He was prom inent in 
the affairs of the little city. Mr. Tay- 
lcir lived in a neat little  cottage, 
surrounded by shrubbery and flowers, 
located on Coldbrook street, near the 
tannery, which later was the source 
of the considerable am ount of wealth 
he accumulated. He also owned and 
platted the extensive trac t known as 
T anner T ay lo r’s addition, located in 
the northern  part of the city. He 
died about th irty  years ago.

T he ground in dispute, on the 
northw est corner of Canal and Pearl 
streets, was owned by a prom inent 
citizen named Eaton. He was the 
father of the late Charles W. Eaton, 
who, for many years, was a mem ber 
of the firm of Eaton & Lyon, book
sellers. A nother son, although far 
advanced in years, is still a resident 
of Grand Rapids. Mills obtained in 
some way a claim to the titlfe of the 
property  and attem pted to  take pos
session of the same by moving a 
building upon it, but was prevented 
by the taking of timely legal action by- 
Eaton. L ater Mills succeeded in de
positing several loads of slabs upon 
the  ground and a contest in cour: 
over the title commenced. N ot en
tertain ing partiality  for the employ
m ent of the law in such cases, Eaton 
sold the ground to  Taylor, who did 
not fear nor shirk a law suit at any 
time, regardless of cost. All the big 
lawyers of the town—and there were 
some very able men in the comm u
nity—were employed in the case. 
Finally" the court of last reso rt aw ard
ed the title to the land to Taylor 
and the citizens generally supposed 
the trouble ended. A few m onths 
la ter a fire occurred in the T aylor 
tannerv and everything burnable was 
destroyed. Only the heavy stone 
walls and the vats with their con
ten ts remained. T aylor repaired the 
damages and resumed business. The 
origin of the fire was a m ystery, but 
on account of the legal dispute be
tw een T aylor and Mills, the hand of 
suspicion pointed to the latter. Some 
time afterw ard the tannery  was again 
set on fire and damaged as badly as 
in the first instance. Mills was ar
rested at once and held to  bail by 
the examining justice for trial on the

charge of arson. The case was stub
bornly contested in the court, but the 
trial resulted in the conviction of 
Mills. Motion for a new trial was 
granted and Mills, by securing his 
bondsmen, was released. He imme
diately left the State, going to Oma
ha, where he built a large hotel and 
named it the Douglas House. Oma
ha was enjoying a land boom at the 
time and, with the profits of his busi
ness and his investments in land, he 
became very wealthy. A daughter 
married a prominent merchant of the 
city and a son became active, useful 
and successful in a number of busi
ness enterprises. Mills sought dis
tinction in politics and was elected to 
fill a seat in the Common Council. 
He tried to win a seat in the terri
torial legislature and the office of

mayor in a number of campaigns, but 
was unsuccessful. Above everything 
else he craved the title “Hon.,” seem
ingly thinking that with its acquire
ment he would wipe out the black 
record in his life while a resident of 
Grand Rapids. Mills forfeited his 
bail bonds and never returned to 
Michigan. He died at Omaha three 
decades ago. Arthur S. White.

Some of the funniest things ever 
seen in a newspaper get there by mis
take.

Post Toasties
Any time, anywhere, a 
delightful food—

"The Memory Lingers."
Postum Cereal Co., Ltd. 
Battle Creek, Michigan

CITY BAKERY CO.,
GRAND RAPIDS. MICH.

Mr. Bread Merchant
If you wish to sell the Best Bread 
that will give general satisfaction 
and prove a regular rapid repeater, 
order Figola Bread from us today.

City Bakery Co., Grand Rapids, Mich.

Dollars for You
Mr. Grocer, in pushing HOLLAND RUSKS. 
Good for Breakfast. Lunch and Dinner. H ol
land Rusks are so appetizing served with 
fruits and cream. Urge your customers to try 
them. We employ no salesmen. We put the 
quality in our goods. Jobbers and retailers 
like to sell them because they are repeaters. 
Order a sample case. Five case lots delivered. 
Advertising matter in each case.

Holland Rusk Co. Holland, Mich.
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IMPORTED FROM HOLLAND

T H E  W ONDERFUL SUCCESS OF

DROSTE’S PURE DUTCH COCOA
was assured from the start wherever it has been introduced be
cause a trial is all that is needed and the Cocoa sells itself.

The Grocer who picks out a cocoa 
that meets with the most popular 
favor both in quality and price is 
bound to win trade. That’s why so 
many Grocers choose to sell Droste’s.

Samples and other particulars gladly 
furnished.

H. HAMSTRA & CO.
American Representatives

Grand Rapids, Michigan

IMPORTED FROM HOLLAND
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B E H IN D  T H E  C O U N T E R

Re-Education of Employes on Practi
cal Lines.

The genius of the higher type of 
American executive has been so dar
ing in conception, his methods have 
been so pro-scientific and his energy 
so forceful, tha t even the inefficiency 
of his help could not shackle the 
rapid progress of his enterprise.

The application of mechanical 
methods to m en’s operations supplied 
a tem porary scaffold on which busi
nesses have been built to huge di
mensions. But to-day the man whose 
efforts are alm ost automatic, who 
lacks spontaneity, who can only move 
in response to foreseen stimuli, is 
found wanting. Stress of competi
tion, demanding the highest degree 
of specialization in every business 
operation, has forced attention to the 
greatest impediment to the further 
progress of many businesses—the in
efficiency of the rank and file.

In  the m atter of m ental equipment 
the average executive is so far ahead 
of his employes that further increase 
in his own menial power is, by com
parison, futile. The head of many 
a business is in the position of a 
colonel of cavalry who, himself 
mounted on a race-horse, is urging 
his regim ent to keep up with him 
in the attack, forgetting that a regi
m ent mounted on cart-horses can not 
keep pace with a leader on a race
horse.

The gap intervening between the 
executive’s intellectual com prehen
sion of w hat should be done and the 
maximum capacity or inclination of 
the employe to do. is so wide that 
discord in many cases is the result. 
The law of harm ony demands a close 
relation between the thought of the 
executive and the action of the sub
ordinate, and the problem of how 
this may best be accomplished is vi
tal w ith many an organization head.

In  order to establish a better rela
tion the executive m ust move back
ward or the employe m ust move fo r
ward.

The first is impossible because 
business retrogression is the first step 
tow ard business decay, and the only 
o ther course is to bring the employe 
forward.

The keen appreciation of this need 
for attention to the physical w ork
ing out of the executive’s mental 
conception of w hat should be, is re 
sponsible for the present wide move
m ent in business circles under the 
nam e of “efficiency.”

Superficially regarded, “efficiency” 
principles appear to be a discovery, 
w hereas they are merely an evolu
tion. forced on business by necessity.

There is a significant analogy be

tween the method of human procre
ation and commercial progress, which 
may be a basis for scientific business 
prophecy. The desire of the male 
leads to m ating with a female, and 
propagates the human race, and the 
desire of supply m ated to demand 
breeds progress.

Firm  after firm has confronted the 
problem of how to bring its em 
ployes to a point of greater individ
ual capacity so as to increase the 
total average of corporate capacity.

The answer to the problem is m ost 
graphically indicated in "efficiency’ 
methods in factories, where constant
ly repeated operations gone through 
by the employe have been subjected 
to analysis and revision by higher 
intelligence and the increased capac
ity resulting has been passed on to 
the employe.

But with salesmen and saleswom
en the problem is more difficult. They 
perform  constantly repeated opera
tions just as does the mechanic or 
factory operative, but the la tte r’s 
operations are physical and visible 
while those of the form er are m en
tal and unseen.

W ith mechanic and factory opera
tive both method and result can be 
tabulated, analyzed and revised—with 
the salesman or saleswoman only re 
sult is visible; method is diverse, even 
if there be any, and since the em

ploye himself or herself is ignorant 
of the method, no outsider can possi
bly tabulate, analyze or revise it.

Consequently, to guide this class 
of employe, efforts at increasing ca
pacity m ust begin at a deeper point 
than with the factory operative. The 
la tte r’s m ethods of work may be 
greatly improved w ithout touching 
the individual’s character or m en
tality, but with salespeople of either 
sex and any present capacity, super
ficial changes in m ethod have com 
paratively little value, and a change

in character and individual a ttitude is 
necessary.

Too long the executive has preach
ed a false doctrine to  his employes. 
H e has said, “W ork for m e” when he 
should have said, “W ork for your
self.”* H e has repressed when he 
should have uplifted, he has been a 
Legree when he should have been a 
Lincoln, a m aster when he should 
have been a leader.

W onderful changes have been made 
in organizations w ithout any change 
of personnel, by simply adjusting  the

Don’t Pay a Fancy Price for Vinegar
SEND US AN ORDER TO-DAY FOR

COMPOUND
GRAIN, SUGAR AND GRAPE VINEGAR

The price is cts. per gallon with one barrel free with each fifth barrel shipped this season

F f j  Ti Kalamazoo. Lawton. Grand Rapids. Saginaw. Jackson. F  T3
• -*-*• Detroit. Alpena. Traverse City or Bay City.

STOCK ALWAYS ON HAND AT THESE POINTS

An Ideal Pickling and Table Vinegar 
Satisfaction Absolutely Guaranteed

Lawton Vineyards Co. Kalamazoo, Mich.

The Trade can Trust any promise made 
in the name of SAPOLIO; and, therefore, 
there need be no hesitation about stocking

HAND SAPOLIO
It is boldly advertised, and 
will both sell and satisfy.

HAND SAPOLIO is a  special to ile t soap—superio r to  a n y  o th e r In coun tless w ays—delicat# 
enough lo r  th e  baby’s  sk in , and  capable of rem oving  a n y  s t a i n /

Costs th e  dealer th e  sam e a s  reg u la r SAPOLIO, b u t should  be sold a t  10 cen ts  p er sake.
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m ental relations of employes and ex 
ecutives. To-day I know of , many 
businesses where the communal ad
vance is m arvelous through re-educa
tion of the individual employe and 
consequent increase in individual ca
pacity.

W hen the salesman in California 
fails to land an order, the president 
in New York falls down.

W hen the tired salesgirl a t the 
glove counter in W anam aker’s snaps 
a cross answer at a custom er, it was 
Tohn W anam aker who lost his tem 
per, because the girl is only the tip 
of a tentacle th a t leads back to  a 
la rger body.

T he delivery boy is the personifi
cation of the president; he is not a 
thing apart, he is inseparably con
nected, and for one m om ent, as the 
boy m eets the custom er, the whole 
effort of the whole organization is 
concentrated in and on him.

Every time a salesgirl reaches a 
crucial point w ith a custom er, the ef
forts of buyer, m anager, president 
and every o ther executive office are 
concentrated in her, and each and 
all fail or win w ith and through 
her.

Recognition of the im portance of 
unim portant people is bringing a 
new condition into business and the 
solution of its problem.

I know from  a day-to-day experi
ence with the problem  that re-edu
cation of employes on practical lines 
is like applying a detonating cap to 
dynam ite—the effect is trem endous.

Individually and in groups I m eet 
employes and every day I have borne

upon me m ore forcibly the great la t
ent force tha t lies ready for use 
when the executive goes after cor
porate progress through increased ca
pacity in even the hum blest employe. 
—Advertising and Selling.

Employes, it has been said, are al
ways ready to share profits, buj: sel
dom to  share losses. The B urlington 
Railroad System has not asked its 
employes to  accept a reduction of 
wages, but, following a disastrous ac
cident in which the loss to the road 
was $250,000, the company has issued 
a request to each one of its em 
ployes to  perform  some act of econ
omy which he would not otherwise 
do. In  addition to this, an order has 
been issued to cut all expenses to 
the minimum. In  asking its employes 
to help the company out, the Bur
lington system  has devised a plan as 
sensible as novel. In  personal a f
fairs we are all accustomed to prac
tice econom y following m isfortune 
or unusual expense, and if the right 
spirit of partnership exists between 
employer and employe, the same 
thing should prevail there.

Avoid Controversies.
Never assail com petitors, except in 

defense of your own company. W hen 
occasion arises to discuss their plans 
and advantages, trea t them fairly 
while endeavoring to dem onstrate the 
superiority of your own goods.

Never seek to  underm ine a m an’s 
faith in the company w ith which he 
is dealing—talk your own house.

Least Cause For Discouragement.
I t  comes, sooner or later, to every 

business man to look back over the 
past and to realize how much better 
he is off than he would have been 
had he been given a knowledge in ad
vance of w hat he had to  undergo. 
Crises come in busines which, if they 
could be foreseen, would wear such 
a terrifying aspect as to paralyze en
ergy and to precipitate inevitable fail
ure. But realization of their severi
ty comes usually after the w orst is 
past, when a man may w onder at his 
own fortitude and to marvel a t his 
own pow ers of resistance.

The mem ory of such tim es and 
events teaches one to draw with com 
parative indifference the approach of 
events which can be in a measure 
foreseen. One learns in the hard 
school of experience tha t trouble and 
m isfortunes come butt-end first, and 
tha t after the first engulfing gloom 
they rapidly taper to an apex.

Considerations like these are espe
cially appropriate at the present time, 
when there is m anifest such a d is
position to  borrow  trouble over crop 
conditions. The worst, in all proba
bility, has been met. I t  is known 
how extensive the damage really is. 
O ats and hay are seriously damaged. 
Of this dual fact there can be no 
doubt. But so far as the rem aining 
crops are concerned the extent of 
damage is very problem atical, with 
the probabilities in favor of its being 
less than has been anticipated.

T here have been adversities enough 
in the im plem ent business w ithin the 
mem ory of men young in the business

to w arran t undim inished confidence in 
the face of even such a severe scare 
as we have had. The im plem ent man, 
of all merchants, has the least cause 
for discouragem ent of alarm.—Im ple
m ent Age.

The New York Way.
I t  was the senior and junior part

ner having a private confab, and the 
junior said:

“H arris, the book-keeper, has be
come so independent in his attitude 
tha t I think we had better let him 
go. Only yesterday he struck me for 
an increase of salary of $25 per 
week.”

“You can’t mean it!”
“But I surely do.”
“Then w e’ll have him in, and I ’ll 

bump the conceit out of him.”
The book-keeper was called in, but 

he didn’t turn pale nor tremble.
“H arris, I understand you w ant an 

increase of salary,” observed the se 
nior.

“I do, sir!”
“W ell, you w on’t get it.”
“Oh, won’t I?”
“Not only you w on’t, but you are 

discharged! You can walk out now!” 
“Thanks. I ’ve just time to get to 

the Customs House before it closes 
for the afternoon.”

“The Custom s House! W hat—” 
“Yes. I w ant to show Mr. Loeb 

proofs tha t you have been undervalu
ing im portations for the last fifteen 
years. I think the G overnm ent will 
allow me about $20,000 as inform er!” 

“My dear boy—”
But, of course, Mr. H arris is there 

yet.

We Employ No Salesmen 
We Have Only One Price
Y es, w e lose som e sales by hav ing  only one p rice  on 

ou r safes, b u t th a t is o u r w ay of do ing  business an d  it w ins 
oftener th an  it loses, sim ply  because  it em bodies a co rrect 
business princip le.

IN the first place our prices are lower because we practically have 
no selling expense and in the second and last place, we count one 
man’s money as good as another’s for anything we have to dis
pose of.

If You Want a Good Safe—
and want to pay just what it is worth and no more

—Ask Us for Prices

Grand Rapids Safe Co. Tradesman Building

Grand Rapids, Mich.
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Shift in Secretaryship of Implement 
Dealers.

Owing to pressing business duties 
and other causes, W . L. C. Reid has 
found it necessary to  relinquish th? 
duties and responsibilities of the po
sition of Secretary of the Michigan 
Retail Im plem ent and \  ehicle Deal
ers’ Association and F. M. W itbeck 
has been selected as his successor: 

The official announcem ents are as 
follows:

Flint, July 25—You are hereby 
notified tha t at a meeting of the 
Board of D irectors of our Associa
tion, held in Jackson on July IS, the 
resignation of W. L. C. Reid as Sec
retary  was accepted w ith sincere re 
grets on the part of the officers and 
directors, and F. M. W itbeck, who 
has been identified with the Associa
tion since its organization and has 
been a very active and loyal officei 
ever since, was elected to fill the va
cancy and combine the duties of Sec
retary  with those of General Agent 
for the rem ainder of the Association 
year.

Mr. W itbeck will open headquar
ters for the Association in Lansing 
and will move his family there as 
soon as practicable.

Mr. Reid was elected a director to 
fill the vacancy on the Board caused 
by the combining of the offices of 
Secretary and General Agent, and the 
Association will have his hearty sup
port and co-operation in tha t posi
tion.

W ith the new arrangem ent Mr. 
W itbeck will give nearly all of his 
time to the work of the Association 
and be able to visit the members, 
look after the interests of the local 
associations, investigate complaints, 
appoint and help county agents and 
in every way push the work of the 
Association more than it has been 
possible to do in the past; and we 
hope to have the increased interest 
and co-operation of all the members, 
honorary members and m anufactur
ers in prom oting the best interests of 
the retail implement and vehicle trade 
of Michigan. W e hope by this change 
to see the Michigan Association tak 
ing the forem ost place among the 
business associations of the U nited 
States. W m. Gooder, President.

glad to reciprocate at any time the 
opportunity offers.

The increasing demands of my 
business, the health of my wife and 
the increasing w ork of the Associa
tion forced me to see the necessity 
of turning the Association work over 
to other hands, and the fortunate op
portunity of securing Mr. W itbeck, 
who has had more experience and a 
better understanding of the details 
and work of the Secretary than any 
other member and who is in every 
way qualified to carry on and ex
tend the work, brought the m atter to 
a focus, with the results stated by 
President Goodes.

I have long realized that, in order 
to accomplish the m ost and give our 
members the best service, our As
sociation should have a Secretary 
who could devote nearly all his time 
to the business of the Association and 
who could cover the territo ry  per
sonally. I am glad, indeed, tha t we 
are now in a position to  do this, both 
financially and w ith the best availa
ble man, and I shall do all in my 
power and hope you will also to ad 
vance the w ork and obtain the best 
results that our Association should 
accomplish. W. L. C. Reid.

you can? W ill you work with me 
and the res t of the officers to  make 
this the best year of our history? W e 
know we have progressed, and we 
know you will do your part to work 
from now to convention time as you 
never worked before, so tha t the 1911 
convention will be our best.

In  closing, I wish to extend my 
personal thanks to the directors for 
the confidence reposed in me, to  the 
members and county agents who have 
worked with me shoulder to  shoulder 
to  build up our membership, and last 
but no t least to the trade press who 
have helped our w ork along so many

M akes G aso line L ig h tin g  S y stem s and 
E v eryth in g  of M eta l

Vale From  the Old Secretary.
Jackson, July 25—1 wish to re

turn  my sincere thanks to  you for 
the co-operation and hearty  good 
will you have shown me in the past 
six years tha t I have occupied the 
position of Secretary of this Associa
tion. I shall always value the help 
and friendship tha t I have received 
through this connection, and shall be

Forew ord From  New Secretary. 
Lansing, July 25—In accepting the 

office of Secretary, made vacant by 
B rother Reid’s resignation, I do it 
with both pleasure and regret—pleas
ure over the confidence your direct
ors have seen fit to place in me and 
regret at the loss of so valuable a 
man as Mr. Reid has made in the 
past six years a^  our Secretary.

I can but voice the sentim ent of 
our Association membership in sta t
ing he has always been an earnest 
w orker, and of tha t spirit of fairness 
tow ard all men tha t we could only 
succeed as we have done.

Mr. Reid has not left us; he is 
still with us in the capacity of di
rector. You may expect to still have 
his help in and out of conventions, for 
he is loyal to the core.

I realize that the work I am 
about to take up is of vital interest 
to our Association, but I also feel 
tha t w hat m ust be, we must make 
the best of, and it is for me to do 
the best I can, as I will endeavor 
to do at all times. The faithful feel
ing of tru st bestowed on our present, 
or past, officers, has borne the fruits 
of success such as we little dreamed 
at the beginning. O ur future is still 
brighter. Co-operation by willing 
w orkers along the lines of justice 
will always win. May I ask your co
operation and assistance? W ill you 
do the work assigned you the best

I A B U N D A N T  L I G H T  ¿  
Ê T  a t  S M A L L  C O S T  ®

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« g is  or electricity. Write for booklet K. 
and special offer to merchants.

Consumers lightin g Co., Grand Rapids. Mich.

A. T. KNOWLSON 
COMPANY

Wholesale Gas and 
Electric Supplies
Michigan Distributors for

W e ls b a c h  C o m p a n y  

99-103 Congress St. East, Detroit
T elephones, Main 2228-2229 

Catalog or quotations on request

Snap Your Fingers
At the Gas and Electric Trusts 
and their exorbitant charges. Put 
in an American Lighting Sys
tem  and be independent. Savmg 
in operating expense will pay for 
system in short time. Nothing 
so brilliant as these lights and 
nothing so cheap to run. Local 
agents wanted everywhere.

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

Walter Shankland & Go. 
Michigan State Agents 

66 N .  O tta w a  S t . G ra n d  R a p id s , M ic h .

Established In 1873
Best Bquippcd 

Pirm la the State

Steam  an d  W a te r  H ea tin g  
Iron Pipe

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

G alvanized Iron W ork

The Weatherly Co.
18 Pearl St. Qraad Rapids, Mich.

TRADE WINNERS
Pop Corn Poppers, 
Peanut Roasters and 
Combination Maebines.

Many Styles. 
S atisfactio n  Oaaranteed. 

Send for Catalog.
U N G E R Y  M FG . C O .,1 0 6 -1 08 E . Pearl St. »Cincinna«,0,

WOLVERINE ELASTIC 
ROOFING PAINT

■cf)(? HIGH GRADE PRESERVATIVE

You want Wewing and 
preserving quality and a 
paint that will not deteri
orate. Wolverine Paint 
will protect and wear 
longer than any other 
paint made. OUR BOOK
LET TELLS WHY. ASK 

___ FOR IT.

■ V  It is sold by leaduig job*
bing houses in Michigan. 
It is used by the large 
railroad systems ami by 
the largest manufacturing, 
mining and business firms 
throughout Michigan and 
adjoining states. 

Guaranteed by the manufacturers. Does not settle  
in barrel, does not require mixing, and does not get 
dry and chalky.

Always remains the same pliable texture in cold 
weather or extreme heat. Anyone can apply it. Guar
anteed not to crack, peel or blister, and guaranteed to 
stay. Write for full particulars.

Manufactured by
E. J. KNAPP & CO BELDING, MICH.

Mr. Retailer—Just a word to tell you that we absolutely 
stand behind every roll of OUR TRAVELERS ROOFING.

Clark-Weaver Company
32 So. Ionia Street Grand Rapids, Mich.

The only EXCLUSIVE WHOLESALE HARDWARE in W estern Michigan

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.
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years. W ith  an earnest hope tha t 1 
may fill th is office to jo u r  satisfaction 
and tha t we may all “pull together,’* 
I remain, W m. W . W itbeck, Sec’y.

Courtesy as an Investment in the 
Hardware Store.

I t  m ust pay to be courteous. The 
average railroad m anager in this or 
any o ther country does not care 
about the feelings of the traveling 
public unless tha t feeling affects the 
dividends of the road. Years ago l 
used to hear conductors get off such 
expressions as “Get a move on you. 
there; do you think this train  is ru n 
ning just fo r you?” or, in reply to 
the enquiry of the old lady as to 
w hether this is the Chicago train  or 
not, “Can’t you read? Do you think 
it’s going to the m oon?” L et one of 
them  cut loose like th a t now and 
they would last about as long as a 
snowball on an A ugust vacation— 
tha t is, he would leave the service 
of the railroad company a t once, if 
not sooner. I t  is all because the rail
road officials have discovered tha t it 
pays to be courteous to their pa
trons, therefore they insist upon 
courtesy from  their employes. 1 
have often noticed tha t the m ost 
prosperous hardw are stores are the 
ones where polite, gentlem anly clerks 
are employed, w here I will receive 
the same trea tm en t while I am buy
ing a nickel’s w orth  of nails as the 
o ther m an will who is buying an ex
pensive lawn mower. T he clerk 
knows th a t in a day or tw o I m ay be 
in the m arket for a lawn mower, and 
the trea tm en t I received while bu y 
ing a few nails m ay mean the sale 
of the mower. As an instance of this 
I rem em ber a case which was brought 
to  my attention  last spring. O ut in 
the neighborhood in which I live 
there is a hardw are store. The 
principal a ttraction  about the clerk 
in this store is the p re tty  red necktie 
he w ears and the cute way in which 
he parts  his hair. I was standing in 
fron t of this store one evening w ait
ing for a car, and this young clerk 
was standing in front of the store for 
the benefit of any young ladies who 
m ight be passing tha t way. W hile 
he was standing there a gentleman, 
evidently a stranger in tha t locality, 
w ent up to him and asked him if he 
sold brooms. T he clerk replied with 
one of those “Oh, you poor th ing” 
looks: “No, this is a hardw are store; 
there is a candy store down on the 
next corner. You will probably find 
some there.” A fterw ards I found this 
m an was a new neighbor of mine and 
th a t his wife w anted a broom  to  
sweep out the house before the goods 
were put in. Before they w ere set
tled in their new home they had to  
buy som ething like a hundred dollars' 
w orth of hardw are. N eedless to  say, 
they did not buy it from  the store 
which employed the “candy sto re” 
clerk. Courtesy is certainly a good 
investm ent.

advertising copy and asked me to 
tell him frankly w hat I thought of it. 
I t  was good copy and I w rote him 
tha t l  could make no suggestions to 
improve it. H e had spent a great 
deal of time in the preparation of the 
advertisem ent, was going to use plen
ty of space in the paper and the se
lection of articles featured was time 
lv. Tw o weeks after the advertise
m ent was run my friend w rote me 
tha t he could not see tha t it had 
done him a bit of good. I coiild not 
understand why this should be and 
I knew tha t som ething m ust be 
w rong so I made a special trip to  the 
town in which my friend is located. 
H e showed me the paper containing 
the advertisem ent. I t  was well dis
played and was in a good position 
so there was no fault to find there.
I then began to look through his 
store and then it was tha t I found 
that, his advertising stopped w ith the 
advertisem ent in the paper. H e was 
advertising garden tools in the .p a 
per and although he had three nice 
display windows, none of them  had 
a display of these tools nor had any 
of them been given any prom inence 
on his sales floor. I t  was up to  me 
to make good my opinion tha t his 
copy was good so I asked him to 
run it again, w ith a few changes. 
Then I took a couple of his clerks 
and we w ent after the windows, de
voting tw o of them entirely to gar
den tools. T he display racks con
taining these tools were then placed 
in a prom inent position at the front 
of the store and by the time we were 
through it looked as if garden tools 
was all my friend handled. T he re
sults surprised him, fo r custom ers be
gan to come who had never entered 
the store before, simply because he 
was “advertising all over.” Such ad
vertising as he had been doing be
fore was ju s t like a man w earing 
the latest style Stetson hat, a dirty 
hickory shirt, soiled overalls and 
cowhide boots. T he hat m ight have 
created a good im pression but the 
rest of the outfit spoiled the effect. 
So it was w ith the dealer’s advertis
ing campaign, his advertisem ent in 
the paper was good but his store 
did not carry out the impression.

I have often noticed tha t the own
er of the prosperous hardw are store 
is an advertiser and by being an ad 
vertiser I mean tha t his advertising 
is more than ju s t his advertisem ent 
in the local newspaper. N ot long 
ago a friend of mine subm itted some

A new way for scaring chickens out 
of the garden has been discovered by 
an enterprising  resident of Oakland 
City, Ind. H e m anaged in some way 
to catch a chicken hawk around the 
neck of which he fastened a small 
bell. T his bell serves as a w arning 
to the chickens and as soon as he dis
covered the effect, the Indiana in
ventor proceeded to put small bells 
on different parts of his garden fence 
so th a t as soon as the old hen jum ps 
onto the wire or tries to squeeze 
through, the bells begin to  ring and 
she im mediately hikes back to  the 
barn, rem em bering th a t she has seen 
the hawk and has heard his bell. I t 
is said to have outclassed the scare
crow, but I would not advise the 
hardw are dealer to  put in a stock of 
these bells, expecting to  do a good 
business on account of this Indiana 
scheme. I t  is too much like catch
ing a bird by pu tting  salt on its tail. 
—American Artisan.

W hen the rush is on. you are in greatest need of a swift, safe, sure 
system for carrying your cash from the counter to the office and your 
parcels from counter to wrapping station.

Q v r r i e r s

CASH and PARCEL, GRADE or LEVEL
Cut out the agonizing waits for change and parcels. They enable your clerks to serve more peo
ple. they keep your salesforce always at the counter to suggest further purchases and ready 
to clinch sales. They please your trade by giving better service.

IHTERNATIOMAL CARRIERS insure you against error in handling cash, over-generosity 
in the matter of price or quantity of goods and give an absolute check on every transaction, 
whether cash or credit.

Your name on a postal card will bring our interesting book on Carriers. It also contains 
many valuable tips on store organization and merchandising. It is FREE. Ask lor it today.

The International Store Service Co.
Cleveland, OhioBox 27

Station B
Agencies

Everywhere

We Make Them
A full line of 

Metal Specialties

At 5-10-25 Cents
When you buy from us you get the 

goods right from our machines at bed rock 
prices. This enables you to sell the best at 
the lowest prices. Write for our special 
$11.20 offer of 5-10c items.

They are quick sellers.

MAIL

Mail B oxes at 
Popular Prices

Pressed Steel Coat Hangers Aluminum Kettle Bottom

The Gier & Dail Mfg. Go. Lansing, Mich.
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W H IL E  YOU W AIT.

One of the Leading Fads in Pho
tography.

W ritten for th e T radesm an.
in  these days there are pictures and 

pictures. On the second floor of a 
large departm ent store there was be
ing exhibited Lundahl’s famous mas
terpiece, The Crucifixion, valued 
somewhere between $75,000 and $150,- 
000. I t is owned by a syndicate that 
makes a business of transporting  
great pictures about the country and 
showing them.

Across on the diagonal corner from 
the departm ent store was a “W hile 
You W ait” photograph gallery. The 
Crucifixion, on the one hand, repre
senting in all probability several 
years of the a rtis t’s life, and the 
“W hile You W ait” photograph on the 
other, stand as the two extrem es of 
art. Still the little quick-process post 
cards, for which the sitting may be 
made ana the finished pictures hand
ed out in ten minutes time, often 
have the m erit of catching m ost hap
pily a characteristic look or expres
sion, although . they cost only 25 
cents for three and are a direct de
nial of the poet’s aphorism that “A rt 
is long.”

The “W hile You W ait” work has 
been one of the leading fads in pho
tography for the last two or three 
years. Penny pictures of “ping 
pongs,” as sometimes they are call
ed, had a great run and they still 
are popular to a certain extent; but 
they are so small as to be deemed 
rather childish and are not put up 
in a form suitable for preservation. 
Post cards, on the contrary, are re 
garded as good enough for anybody.

In the usual process of photogra
phy the plate, after being exposed, is 
developed, fixed, washed and placed 
on a rack to dry. In the “W hile You 
W ait” work the pictures are printed 
from the wet negative, thus effecting 
a great saving in time.

The little galleries, some of them 
in tents or other tem porary buildings, 
spring up every summer at resorts, 
bathing beaches, pleasure parks—any 
place where large numbers of people 
go for a brief outing. D ropping in 
and getting their pictures to take 
home with them is a part of the lark. 
O r you will find these “W hile You 
W aits” in the crowded down-town 
district of alm ost any good-sized 
city.

The proprietor, if shrewd, has sev
eral scenic backgrounds. One is an 
automobile painted in black and white 
on a tightly stretched canvas. Above 
the seats the cloth is cut away for 
a space, giving opportunity to a r
range a party  as if really out for a 
joy ride. There is the simulated 
stump behind which one or more 
grinning “victims” will crouch in 
high glee. W ild waves and a sand 
beach are much liked, the subjects 
dressing in their bathing suits to be 
taken. But the “scenery” that is most 
popular in the gallery of which I 
w rite is the balloon. The basket, 
ropes and lower part of the bag of 
a balloon were sketched on a white 
background. Then the canvas be
tween the ropes was cut out, leaving 
an open place large enough to  show

the. face and upper part of the figure 
of two or three persons. A little 
practice in arranging the subjects and 
the deceptive effect is perfect. From  
this gallery during their season’s run 
of a few m onths thousansd carry 
away post cards on which they are 
shown sailing heavenward in the bal
loon.

I t happened to be a not very busy 
time and the proprietor was com
municative.

“To run a ‘W hile You W ait’ re
quires two photographers. There 
m ust be a good sm art operator at the 
camera—one who not only under
stands all the technique of the work 
but who can handle people tactfully 
and pose them swiftly and correctly. 
He must have confidence in himself 
and be fairly sure of getting  a good 
likeness at the first sitting, for with 
this three-for-a-quarter work we can 
hardly afford either the time or the 
extra plate for a second trial.

“Then there m ust be a capable 
hand in the dark room to develop 
and fix the negatives and print the 
pictures. A t busy times it is alm ost 
necessary to have another helper to 
run the reception room. This useful 
person receives and entertains all 
callers, helps them select a pose and 
has each gotten ready for his turn 
at the camera.

“For putting out this low-priccd 
work it is necessary to figure pretty  
closely and economize w herever 
practicable. W e use small plates, 

and buy our stuff in large 
quantities to obtain the shortest pric
es, but we are obliged to have the 
very best and m ost dependable m ate
rials. We can not stop to fuss w'ith 
ui certain plates nor poor chemicals.

“As to the time required, we easily 
could hand out the photos in a few 
minutes, but unless they are in great 
haste 1 encourage my patrons to sit 
down in the rception room and look 
over the magazines or else go shop
ping a while or take a stroll about 
town, so as to allow us opportunity 
to wash the pictures in several w a
ters. W e like to have the cards in 
the w ater about an hour. Then this 
‘W hile You W ait’ work will last as 
long as any photograph. If a piece 
of cloth fades, it may be because it 
has been washed too much; if a pho
tograph fades, it is because it has not 
been washed enough—some of the 
chemicals used in the development or 
in the fixing bath have not been wash - 
ed out properly. Cold w’ater never 
harm s a photograph.

“ ‘While You W ait’ patronage al
ways is very uneven,” continued the 
artist. “One afternon there will be 
a rush, the next may be very quiet. 
In such a location as this, in a small 
city so, we do not expect to  get as 
much of the quick work as we should 
at a resort or in a big city, so we 
splice in with copying, am ateur fin
ishing, etc.

“At a resort people regard the pic
tures in the light of a joke and are 
easily suited. H ere many take the 
m atter m ost seriously and some 
are hard to please with the three 
cards for which they pay 25 cents as 
they ought to be if it were high class 
po rtra it work at $10 a dozen. I t  is

human nature and we have to m eet 
all kinds.

“In  a group each one is apt to 
think tha t all the others have taken 
just finely, but tha t his own is per
fectly awful. Some people insist on 
assum ing an outlandish attitude and 
then find fault w ith the pictures. But 
we get along w ith alm ost everybody 
pretty  well. Indeed, we are advertis
ed by our loving friends. No day nor 
hour but persons who have been rec
ommended to come here by our pre
vious patrons are in and sit for pic
tures.

“On the w et negatives of course it 
is impossible to do any retouching. 
But when I see a sitter is fastidious,
1 usually persuade him or her to ex
tend the order to a dozen post cards 
and to call in two o r three days to 
get them. Then I dry the plate and 
do a little w ork on it.

“I like the am ateur finishing. The 
kodak devotees are enthusiastic and 
easily pleased. W hen one has figur
ed on how best he can get a certain 
little view, how long an exposure to 
make, how much to stop down and 
on the hundred other things tha t may 
make or m ar the picture, he takes a 
paternal and proprietary in terest in 
the result, and is inclined to m agni
fy its m erits and show great charity 
for its defects. I t  is his very own 
work you see. If, as is sometimes 
the case, a whole roll of films comes 
out showing not even a ghost of a 
picture, still the am ateur is heroic in 
his disappointm ent, and, undaunted 
by his failures, is ever ready to  start 
forth again.

“A nother thing we do when busi
ness is slack is to color post cards 
at 5 cents apiece extra. W e get a 
great m any orders for the tinting. W c 
buy the prepared w ater colors and 
put them on with a camel’s hair 
brush.” Here he showed us a picture 
of a small boy whose Indian suit and 
scarlet feathers had been done to  the 
life. “ If a young fellow has a green 
necktie or an especially snappy c re 
ation in bright tan shoes, we stand 
ready to  im mortalize these pictur
esque features of his w ardrobe for a 
pitiful nickel.”

T he “W hile You W ait” man evi
dently had a sense of humor.

“You m ust see our young lady of 
the sunbonnet,” he resumed, taking a 
card from the display rack on the 
wall. “This girl had told a young

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter Color 

and one that complies with the pure 
food laws of every State and 

of the United States.
Manufactured by Wells & Richardson Co. 

Burlington, Vt.

The Diamond 
iTatch Company

P R I C E  L I S T
BIRD’S-EY E.

Safety  Heads. - Protected Tips.
5 size—5 boxes in package, 20 packages in case, per

case 20 gr. lots.................................................$3.35
Lesser quantities...................................................$3-59

BLACK DlArtOND.
5 size—5 boxes in package, 20 packages in case, per

case 20 gr. lots.................................................$3.35
Lesser quantities...................................................$3.59

BULL’S-EY E.
1 size—10 boxes in package, 36 packages (360 boxes)

in 2% gr. case, per case 20 gr. lot................$2-35
Lesser quantities...................................................$2.59

SW IFT & COURTNEY.
5 size—Black and white heads, double dip, 12 boxes 

in package, 12 packages (144 boxes) in 5 gross
case, per case 20 gr. lo t s ...............................$3.75

Lesser quantities..................................................  $4.99
BARBER’S RED DIAMOND.

s size—In slide box, 1 doz boxes in package, 144 
boxes in 2 gr. case, per case in 20 gr. lots.. $1.69 

Lesser quantities................................................... $1.79
BLACK AND WHITE.

2 size—1 doz boxes in package, 12 packages in 2 gr
case, per case in 20 gr. lots.......................... $1-89

Lesser quantities...................................................$1 99
THE GROCER’S  HATCH.

2 size—Qrocers 6 gr. 8 boxes in package, 54 pack
ages in 6 gross case, per case in 20 gr. lots. .$5-99

Lesser quantities...................................................$5.25
Grocers 4 1-6 gr. 3 box package, 100 packages in

4 1-6 gr. case, per case in 20 gr. lots...........$3-59
Lesser quantities...................................................$3-95

ANCHOR PARLOR HATCHES.
2 size—In slide box, 1 doz in package, 144 boxes in

two gross case in 20 gr. lots........................ $1-49
Lesser quantities..........................   $1.59

BEST AND CHEAPEST  
PARLOR MATCHES.

2 size—In slide box, 1 doz. inpackage, 144 boxes in
2 gr. case, in 20 gr. lots................................$1.99

Lesser quantities.................................................. $1.*79
3 size—In slide box, 1 doz. in package, 144 boxes in

3 gr. case, in 20 gr. lots................................ $2-49
Lesser quantities.................................................. $2.55

SEARCH-LIGHT PARLOR HATCH.
5 size—In slide box, 1 doz in package, 12 packages

in 5 gr. case, in 20 gr. lots........................... $4.25
Lesser quantities................................................ | )  fg

UNCLE SAM.
2 size—Parlor Matches, handsome box and package; 

red, white and blue heads, 3 boxes in flat pack
ages, 100 packages(3oo boxes)in 4 1 -6 gr. case,
per case in 20 gr. lots....................................$3-35

Lesser quantities....................................................$3.(9
S A F E T Y  H A T C H E S .

Light on ly  on box.
Red Top Safety—o size—1 doz. boxes in package 

60 packages (720 boxes) in 5 gr. case, per case
in 20 gr. lo ts ................................................ $2.59

Lesser quantities.................................................... $2.75
Aluminum Safety, Aluminum Size—1 doz. 

boxes in package, 60 packages(720 boxes) in
5 gr. case, per case in 20 gr. lots ............. $1.99

!<esser quantities...................................................$2.99

Why is the Wolverine Baler Best?
. It is the Simplest and Strongest.

It is th e Easiest to operate.
. It has a Cast Iron Plunger which 

cannot warp or split.
. It has Front and Side doors to re

lease bale easily. No bar needed.
. It is made by men Experienced in 

the manufacture of balers.
. It is CHEAP, because we are well 

equipped to manufacture.
W rite to-day for PRICE and Catalog.

YPSILANTI PAPER PRESS CO.
Y PSU .A N TI, MICH.
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man he m ight have her photo. V ery 
soon she regretted  her promise, but 
still she kept her word. She came 
in here and posed w ith a sunbonnet 
on her head and her back to the cam
era.”

“You take babies?” I rem arked, 
seeing the large proportion of in
fants’ pictures am ong the samples.

“W ell, don’t  I? L ast sum mer I 
know I took babies enough to reach 
from  Chicago to O m aha in a solid 
line; this year I believe they are 
bringing in even more. A photogra
pher never w orries about race suicide. 
H e sees there is no need to. The 
modern m other w ants a picture of 
her little  precious about once a 
week, so this three-for-a-quarter work 
strikes the economical ones very fav
orably. If you snap the baby w ith a 
good smile on, Mamma does not stop 
w ith a ry  three post cards. She o r
ders by the several dozen to send 
to all the friends and relatives. The 
baby is at once the hope and the de
spair of the picture business. But l 
can stand the babies. I can stand 
everybody but the people who come 
in and ask to  be shot, and those who 
w ant to know w hether they have 
cracked the camera. Those jokes are 
so old tha t I faint dead away the 
m inute I hear them .” Quillo.

Pure Water.
W ater is an absolute necessity— 

neither animal nor vegetable life can 
exist w ithout it.

Pure water, both for man and 
beast, means health, usefulness and 
longevity—impure w ater has ended 
the existence of more human beings 
than have the w ars of centuries-—it 
kills thousands of horses, cattle, 
hogs, sheep and other anim als every 
year.

Typhoid, cholera, scarlet fever, 
diphtheria and dysentery are some of 
the diseases of m ankind tha t are gen
erally caused by polluted w ater, while 
delayed and stunted grow th and an 
endless variety of ailm ents afflicting 
stock are frequently from the same 
cause.

Disease germ s seldom lurk where 
there is an abundant supply of pure 
w ater—health is m ore certainly m ain
tained and perfectly safeguarded 
when the w ater conditions are favor
able.

W ater of undoubted purity can be 
obtained alm ost anyw here if the well 
is made deep enough. I t is one of 
the strangest things imaginable that 
so m any people are absolutely indif
ferent to the condition of their w a
ter supply when it is so easy to have 
it right.

F o r drinking or culinary purposes 
the w ater from an open well or cis
tern should never be used, nor w ater 
from wells tha t can possibly be reach
ed by drainage from surface filth.

I t  is the duty of every man, from 
a purely humane standpoint, to p ro
tect the health of his family, and 
it is certainly an economic proposi
tion tha t adm its of no argum ent 
w hatever.

T o  do an increased business with 
decreased accom m odations is the 
study of the up-to-date street-car 
economy.

PARCELS POST.

Concert of Action Evidently Due To 
Collusion.

Soon after the present special ses
sion of Congress was convened, and 
when the latest agitation in favor of 
a parcels post was begun, attention 
was called to the sim ultaneous ap
pearance in leading publications of 
editorials favoring tha t measure. We 
suggested at the time tha t such con
cert indicated collusion. I t  is evi
dent tha t the shot w ent not far from 
the mark. A t last week’s hearing be
fore the sub-committee at W ashing
ton m arked reference was made to 
this same fact. O thers besides our
selves had been struck by the su s 
picious coincidence. I t is not so sur
prising tha t the advocates of a par
cels post should try  to have a simul
taneous appearance of their argu
m ents in several leading publications 
of the country as it is tha t the pub
lications in question should further 
such a scheme. I t is still m ore sur 
prising tha t such a barefaced attem pt 
should have been made to lend edi
torial dignity to the w orking out of 
the plan.

A nother interesting point brought 
out in the course of the same hear
ing was tha t portion of the testim ony 
of P. T. Rathbun relative to  the mis
representation of quality characteris
tic of catalogue houses which would 
be given facility by a parcels post. 
W ithout going at all into the m erits 
of the testim ony of Secretary Rath- 
bun, there is some question as to 
how fervently the catalogue houses 
really favor a parcels post. The big 
concerns in Chicago profess an ac
tual opposition, or at least an indif
ference. There are those who con
sider them to be insincere in this 
attitude. Such assert that regard
less of their public p rotestations their 
secret encouragem ent, financial and 
otherwise, has been given to the fur
therance of the carriage by the mails 
of postal freight.

W hatever their real attitude on the 
m atter may be, it is entirely within 
the bounds of credibility tha t they 
fully recognize w hat an immense as
sistance to them a parcels post would 
be. A t the same time those mail o r
der concerns which are enjoying the 
largest trade at the present time, and 
which have built up tha t trade under 
existing conditions, m ight conceiva
bly see in an extension of postal 
privileges a menace to their own su
premacy, due to  the facility with 
which rivals m ight be enabled there
by to trench upon their preserves. 
These are, however, but hypothetical 
surmisings. The natural attitude of 
the mail order house m ust be favor
able tow ard a parcels post, and such 
advocacy doubtless has been the part 
played by a m ajority  of these con
cerns.

A nother anom aly at the hearing was 
tha t the principal objections urged 
against the post came from imple
m ent and hardw are men. T here was 
alm ost a suicidal indifference display
ed by o ther branches of retailing, and 
the m ost surprising thing about the 
whole hearing was the extrem ely 
weak showing made by the oppo
nents. Of course, it is difficult for a

layman to  understand how either im 
plem ent men or hardw are men are to 
be seriously injured by a parcels post, 
and evidently the m em bers of the 
sub-committee felt the same way. It 
m eant nothing to the com m ittee that 
im plem ent and hardw are men appear
ed in behalf of the retail trade in gen
eral. Adm ittedly theirs was a vica
rious appearance, and as long as 
those for whom they were specially 
pleading did not take the pains to  be 
represented in person, and as long as 
they totally  failed to m anifest any 
o ther than a negative in terest in the 
question, the entire force of the im 
plem ent and hardw are contention was 
lost. I t  would have been just as 
well if Messrs. Rathbun and Corey 
had not been there at all.

However, no m atter how courage
ous and able a fight im plem ent and 
hardw are dealers may have been able 
to put up, it can scarcely be doubted 
now that a parcels post is coming, 
and is coming speedily. This is as 
sure as anything can be, politically. 
W e do not believe there is a bit of 
use in prolonging the fight. Better 
now to spend the energy in devising 
ways and means of m eeting the in
evitable.

An exchange suggests a clerk’s 
mem ory slip. There are certainly 
cases where tha t m ight prove a val
uable thing. The idea is to jo t down 
purchases made by individuals where 
it is especially desired to keep track 
of the buyers with a view to future 
business and any little personal news 
the recalling of which would lead to 
closer personal relations at a future 
time. The great trouble would be 
tha t the clerk would seldom have 
time or opportunity  to consult such 
a slip after a prospect had made a 
second appearance, and post himself 
so tha t he could ask pertinent ques
tions o r refer to previous conversa
tions which would perhaps aid in ge t
ting trade. The greatest mem ory 
slip in the world is the gray m atter 
supposed to lie behind the cranium. 
The clerk who has talent in this di
rection, who can quickly recall fa c 
es, names, incidents, etc., has a facul

ty tha t is very valuable. Memory, 
too, is som ething tha t can be culti
vated to a wonderful extent, and 
som etimes too much card system  in 
such cases deracts from —rather than 
improves it. Learn to  remember. 
Make it a part of your business and 
you will certainly find tha t you will 
grow more valuable and acquire an 
asset that will be of large benefit 
w hether you are w orking for some 
other man or branch out for your
self.

Courtesy, courtesy, courtesy. There 
is nothing like it in business. The 
pleasant answer, the cheerful coun
tenance, the obliging disposition, the 
earnest thank you, bring custom ers 
every time. It is one of the g ratify 
ing things to note tha t the country as 
a whole is grow ing more courteous. 
It is even affecting some street car 
conductors. It is spreading, catch
ing. The wise little newsboys, in 
their rush and hurry in disposing of 
their papers, say “thank you” every 
time they gather in a cent. The 
grouches and the crabbed individ
uals are on the run. The world has 
no use for them. The clerk, the ob
liging business man, are coming to 
the front and we all feel better on 
account of it. Get inoculated with 
the habit.

Chase Motor Wagons

Are built in several sizes and body styles. Carrying 
capacity from 900 to 4,000 pounds. Prices from $750 
to $2,200. Over 25,00 Chase Motor Wagons in use. 
Write for catalog.

Adams &  Hart
47-49 No. Division St., Grand Rapids

RAMONA WEEK OF JULY 31

HERMINE SHORE & CO.
In T H E  L IT T L E  Q O D D E S S

ARCADIA PRIMROSE 4

Mario-Aldo Trio Barry and Nelson
SIX AMERICAN DANCERS 

N ext W eek—Mr. Golden and his Russian Troubadours
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H igh and Low.
A boot, and a  shoe, and a  slipper  
Lived once in th e  cobbler's row;

B ut th e boot and the shoe
W ould have noth ing to  do 

W ith  th e slipper, because sh e w as low. 
B ut th e king, and th e  queen, and their  

daughter
On th e cobbler chanced to call;

And, a s neither th e boot
Nor th e shoe would suit,

T he slipper w en t off to  th e  ball.

“Goods Not Up To Samples.” 
The above caption, which we have 

taken for the title of this article, rep
resents a two edged sword of abuse 
that has long afflicted the shoe trade. 
We say “two edged” for the reason 
that the differences arising thereun
der, or indicated thereby, may orig
inate on either side. Its  foundation 
lies in the fact, however, that the 
practice in the shoe factory from a 
long custom has been to use in m ak
ing samples, only the linest selec
tions, of materials of the grades pro
duced, or that were suitable for the 
shoes the samples are designed to 
represent.

We mean by this that, for in
stance, if a shoe at a certain price 
calls for an upper leather costing 15 
cents per square foot, then in mak
ing the samples of that shoe the 
best skins are selected from this 
grade of stock and only the finest 
parts of these best skins are then 
cut into the sample shoes. The same 
process is followed in soles, insoles, 
counters, heels, toplifts, linings, fac
ings, laces, etc., so that from cus
tom ary usage in shoe factories a sam
ple shoe may be fully 25 per cent, 
better in quality and value than the 
regular line of shoes it is designed 
to represent. So firmly has this cus
tom been established that this wide 
margin of difference between sam
ples and case lots may exist even in 
a factory tha t is operated and man
aged with honest intent.

But in factories where the intent is 
less honest the difference between 
samples and regular goods may be 
still more marked. In such a fac
tory the samples may be made from 
selected 20 cent leather, while the 
regular goods may be made from the 
ordinary^ run of 15 cent leather, or 
a calfskin sample may be used to 
sell a side leather shoe, or a patent 
colt sample may be used to sell a 
patent chrome side leather shoe.

In a case recently called to our 
attention, a shoe dealer w rites in to 
say tha t women’s shoes purchased by 
him at a wholesale price of $2.25 per 
pair and bought, or ordered, with 
two-piece counters. By inference this 
subscriber conveys the impression 
that he believed the two-piece coun
ters used in his shoes were made on 
the outside of leather and on the 
inside of paper. W e presume he is

mistaken in this view, and tha t both 
the outside and the inside of the 
counter was of leather, although 
probably" between the two pieces 
there was cemented a thin piece of 
red counter board, constructed very 
largely of paper.

Some two-piece counters are quite 
durable, depending altogether upon 
the quality of the cement with which 
they are stuck together, but this 
does not justify their substitution in 
the place of a solid leather counter 
in case the shoes were represented 
when sold that they would have solid 
leather counters; nor, in our opinion, 
is the use of a two-piece counter jus
tified in a woman’s shoe made to 
wholesale at $2.25 per pair.

The difference in cost between two- 
piece counter and a solid sole leather 
counter in an ordinary woman’s shoe 
would probably range from three to 
five cents per pair, depending some 
w hat upon the quality of the coun
ter of either kind.

O ur correspondent asks w hether 
we would consider it right for him 
to send the goods back or ask for 
an allowance, and we submit this 
question to the consideration of shoe 
m anufacturers as one tha t frequently 
arises with retail shoe dealers, in 
which they are called upon to accept 
and pay for goods which they never 
bought, or to return  them. To ac 
cept the goods means for retail shoe 
dealers to assume the chances of dis
satisfaction, arising among their 
trade, and to return them invites a 
controversy" with the m anufacturers; 
and also may leave the dealers short 
of goods when they are m ost wanted.

This is one of the instances in 
which some shoe m anufacturers have 
been so unscrupulous in trading upon 
the necessities of the retail shoe deal
ers that they have helped to create 
an issue of im portance that must 
sooner or later be settled in accord
ance with the time honored maxim, 
that nothing is settled until it is set
tled right.

It is true that some retail dealers 
have acquired the habit of using the 
expression, not up to sample,99 sim
ply and solely as a lever by which 
to ask for an allowance, and this class 
of dealers have done much to dis
courage the making of shoes strictly 
according to sample: but neither this 
reason, nor the fact that custom de
crees that samples m ust be vastly 
superior to regular goods, should in 
duce any" shoe m anufacturer to cause, 
or permit, in his regular goods the 
substitution of any kind of material 
of a different grade than tha t shown 
in the samples themselves.—Shoe R e
tailer.

Balance your functions and allow 
no stagnation in your body if you 
w ant to feel young when you get old.

A man who is always grow ling is 
the sort of man who complains that 
his home is not a cheerful place.

W H O L E S A L E R S  OF  
R U B B E R  F O O T W E A R  

DETROIT.

/ e P
Leading Lady

Fine Shoes 
For W om en  

SATISFY T H E  T R A D E

Bath Caps
W ater W ings, Etc.

A y v a d s  V \4 f  e r  -W r in g s

Learn to Swim  by One Ti tal.

Get our illustrated 1911 
bathing circular, full of 
excellent values. Write 
today.

Goodyear Rubber Co.
W. W. Wallis, Mgr. Milwaukee, Wis. 

IN BUSINESS SINCE 1853

SIMMONS
BOOT

&
SHOE

CO.
TOLEDO,

OHIO

H ard  P an
The King of all Work Shoes

Often imitated but never equalled in foot comfort 
or long hard wear. Made only by

Rindge, Kalmbach, Logie & Co., Ltd. 
Grand Rapids, Mich.
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Resolutions By National Shoe Re
tailers’ Association.

W hereas—The m anufacturers and 
jobbers of boots, shoes and rubbers 
have deemed it necessary to  form 
National bodies of their several lines, 
we deem it wise and necessary, and 
do hereby recommend, tha t the re
tail shoe dealers of the U nited States 
organize a N ational Association.

W hereas—The several states and 
local organizations now in existence 
have done much to uplift the standard 
of shoe merchandising, but much 
more may be accomplished by the 
united action of all of them in a N a
tional organization;

W hereas—The m any evils tha t are 
developing in our trade can best be 
eliminated or regulated, by the co
operation of all reputable dealers 
through a N ational organization; 
therefo ie  be it

Resolved—T hat the form ation of 
this National Association is to be in 
no sense considered as an attem pt 
to supplant the existing sectional, 
state and local associations, or to 
minimize the ir influence in their lo
cal fields; and, be it further

Resolved — T hat this convention 
urges the advisability of form ing lo
cal and state associations where none 
exist, for the purpose of regulating 
and adjusting local conditions that 
are detrim ental to the trade.

Resolved—T hat we deprecate the 
practice of m any m anufacturers 
stam ping fictitious values on their 
product, thereby deceiving the pub
lic.

Resolved—T hat we condemn the 
introduction of the m ultiplicity of 
styles, lasts and m aterials in the man
ufacture of footwear, which is dem or
alizing to the trade and tends to 
cause losses to both retailer and m an
ufacturer.

Resolved—T hat the m em bers of 
this convention realize tha t many of 
the evils which now menace legiti
m ate shoe retailers can be regulated 
by intelligent co-operation w ith the 
N ational associations of m anufactur
ers and jobbers.

Resolved—T hat we urge the ad
justm ent of datings on rubber foot
w ear in the strongest possible term s, 
suitable to the different sections of 
our country.

Resolved—T hat the thanks of shoe 
retailers of the whole country are 
due and are hereby expressed to  the 
Philadelphia Shoe R etailers’ Associa
tion for the in terest tha t has been 
developed, and the great am ount of 
prelim inary w ork necessary to  the 
successful organization of the N a
tional Association.

there is one question tha t arises in 
my mind, and it is suggested by the 
statem ent tha t you make in your 
le tte r: W ill the American youth, 
with his high and m ighty ideas, make 
use of this opportunity? You said 
that you were grieved tha t more high 
school boys did not enter the fac
tories as strike-breakers, etc. There 
are, to my mind, tw o reasons for this. 
One is hinted at above. T heir ideas 
are too far up in the clouds and the 
other is, tha t the chances are one to a 
thousand that, if they did enter with 
all seriousness as a laborer, they 
would never have a chance to  rise 
above it. I have made one sugges
tion for the bill—that the appropria
tion be granted in such states only as 
have a compulsory school law forc
ing every boy to  continue in at 
least a part time or continuation 
school until he is 18 years of age. In 
other words, incorporate the school 
laws of Germany on the subject 
W isconsin, I believe, has already 
done this.

On the o ther hand, the boys are 
not to be blamed for the conditions 
so much to  be deplored. I t  is but 
the result of the tendencies of the 
age. Men are making money so ra p 
idly all around us and the openings 
for easy money are so m any tha t we 
m ust expect the ambitious boy to 
catch the spirit of his age.

There are so m any sides to this 
problem that I despair of a ttem pt
ing to w rite it all out as I see it.

Jesse B. Davis,
Principal Central High School.

Approves Senator Page’s Bill For In
dustrial Education.

Grand Rapids, Aug. 1—I was very 
glad to respond to  your request to 
w rite to  Senator Carroll S. Page r e 
garding his bill to aid vocational e d 
ucation. I have read the bill very 
carefully and certainly hope th a t it 
may be passed. W e are entering up 
on a very in teresting  period of edu
cational revolution in this country. I t 
is evident tha t very soon the youth 
of the land will be offered any and 
every opportunity  to fit them selves 
well for any walk in life. However,

W ords W ill Count If Backed By 
Deeds.

W ritten for the T radesm an.
“If a thing is not w orth asking for, 

it is not w orth having.” But you can 
not get very much trade by simply 
asking for “a liberal share of patron
age.” The m erchant m ust deserve it. 
H e m ust work to win it. He m ust 
show people why they should trade 
with him ; and the m ost im portant 
part of such showing is the advantage 
to the custom er from trading at his 
store.

The num ber of people in any com
m unity who would like to trade at a 
certain store but are waiting for a 
special or general invitation are very 
few. The attitude of the m erchant 
when they do enter his store, the 
prom pt service, the fair treatm ent, the 
proper attention, the courtesy, the a c 
com m odating spirit, the friendliness 
of proprietor or employes are the 
real invitations—the invitations which 
have draw ing power. On top of 100 
per cent, satsfaction with goods and 
prices put 100 per cent, pleasure in 
dealing at your store and you will 
receive “a liberal share of patron
age.”

W hen a custom er asks for goods he 
knows he m ust give an equivalent— 
he m ust pay for them. W hen a m er
chant asks for patronage he m ust be 
prepared to give w hat the public ex
pect—that is, have reason to  ex
pect. I t  is im practicable if not abso
lutely impossible to give or to do 
everything that people ask. W hat the 
popular store does should be a guide 
fo r others, for it dem onstrates w hat 
the people appreciate and what draws 
trade. E. E. Whitney.

No. 444

8
Inch

Elkskin
Outing

Shoe

This shoe has two full chrome soles, a solid chrome heel, and a bellows 
tongue clear to the top to keep out the dirt.

There is not a better, more comfortable work shoe for summer wear 
and your farmer customers will appreciate them.

We have just received another lot from the factory and can fill your 
order today.

HIRTH-KRAUSE COMPANY
Hide to  Shoe

Tanners and Shoe Manufacturers

Grand Rapids, Mich.

Stock Up Now for Fall
on the

H. B. Hard Pan
The Sturdy, Strong Shoe for 

Men Designed to Withstand the 
Hardest Kind of Service.

We make line in Blucher or Bal cut, lace or congress, 
plain toe or with tip, single, double or three sole, high or low 
cut. When it comes to a "big line” this one is surely a win
ner. There is a shoe for every purpose and they DO wear.

Most of our customers already have their fall orders 
shipped them, but we made up a big stock and can ship at 
once most everything in our line.

Order now, or if you are not now selling the H. B. 
Hard Pans, drop us a card and we will send our salesman 
with his samples to show you the line.

T hey Wear Like Iron

I

Herold-Bertsch Shoe Co.
Makers of Shoes Grand Rapids, Mich.

--
 1
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News and Gossip of Interest to Busi
ness Men.

Saginaw M erchants ”1 rips.
Xo greater means of developing 

trade or anything more successful 
and enjoyable has developed among 
Saginaw m erchants and wholesalers 
than the automobile expeditionary 
trips. They have given the busi
ness men not only opportunity to 
enjoy outings but also to get into 
intimate touch with their custom ers 
and to see them at first hand and to 
get acquainted with the man as he 
is; the man with whom they do busi
ness mostly through mail orders or 
those taken by the industrious and 
wide awake commercial traveler of 
the present day and generation.

The one-day trip of the past week, 
which was made on Thursday, to 
Frankenm uth, Mt. Morris, Flint, Clio 
and interm ediate points, proved in 
every respect a m ost enjoyable one, 
and, in fact, was so successful tha t 
the itinerants decided to take another 
one in the near future, to cover te rri
tory not already undertaken.

At Frankenm uth Lorenz Hubinger 
took care of the party and made their 
entertainm ent so enjoyable that the 
expedition alm ost decided to remain 
at this historic settlement, which is 
the home of many pioneer settlers 
who came from Germany in the old 
days on the colony plan and who 
have grown up among the more pro
gressive and prosperous of Ameri
can citizens. H ubinger himself is a 
splendid specimen of the well devel
oped at all points, and although over 
60 years of age is as energetic and 
enterprising as though just entering 
life. He is at the head of one of the 
biggest cheese manufacturing con
cerns in the country.

J. D. D ort took care of the party 
at Flint, while at Clio and Birch Run 
band concerts were given in honor 
of the visitors. One point for which, 
of course, the various places and citi
zens visited are not directly responsi
ble is the bad road system prevailing. 
The roads were found to be sandy 
and very difficult of negotiation by 
the travelers in spots.

A nother and last trip probably for 
the season will be taken on August 9. 
President J. D. Sw artw out is again at 
the head of the Committee on A r
rangem ents, and will see to it that 
the coming expedition is made as in
teresting as those which have p re 
ceded it. Cass City, Caro, V assar 
and interm ediate points will be 
touched. All those who took in the 
previous trips have agreed to go on 
the third expedition, and the occa
sion will probably bring out even 
more of the trade boosters than have 
the others.

Ed. Heim, of the firm of Seemann 
& Peters, was slightly injured by a 
spill on the trip of Thursday last, but 
is well upon the way to recovery.

Postoffice Receipts.
Saginaw is in the unique position 

of having two main postoffices, East 
and W est Side, this order remaining 
from the days prior to consolidation. 
The receipts of the combined offices
are of very large im portance in de-
term ining the pro gress of th e cit}%
and in the decade closing for the fis-
cal year of June 30, 1911, show an
increase of about $100,000. Follow-
ing are the figures.

S ag inaw
T ota lY ear S ag inaw W est Side

1900- 01 . ....»73.811 25 »22.027 24 » 95.838 49
1901—02 . . .  81.682 43 26.315 46 107.997 89
1902—03 . . .  89.507 44 20.347 24 118.854 68
1903—01 .. .  100.721 67 31.740 72 132.462 39
1904—05 . . .  105.816 75 32.324 41 138.141 16
1905—06 . . .  107.487 00 33.351 00 140.838 00
1906—07 . . .  111.085 54 35.044 85 146.130 39
1907—08 .. .  123.175 98 35.885 87 159.061 85
1908—09 .. .  130.286 31 38.041 06 168.327 37
1909—10 . . .  143.149 89 42.446 91 185.596 80
1910—11 . . .  147.294 10 43.419 04 190.713 14

and an excellent program m e was 
pulled off.

On account of the trade boosting 
expeditions and the demands made 
upon the wholesalers and m erchants 
in connection there has been a cur
tailm ent during the week of the cus
tom ary influx of visitors, and even 
travelers have not had much occa
sion to hustle on the road.

J. W . Brady,

Michigan Hay Association.
The next convention of the Michi

gan H ay Association will be held in 
Saginaw August 2 and 3. An elabor
ate program m e has been prepared, 
including a speech by Congressman 
J. W . Fordney, of the E ighth D is
trict, to be delivered on August 2. 
Following are the officers of the A s 
sociation:

President—A lbert Todd, Owosso. 
F irst V ice-President—Frank Di-

mond, May ville.
Second V ice-President—J. E. Crane, 

Eaton Rauids.
Secretary-Treasurer—E. C. Forrest, 

Saginaw.
D irectors—D. L. Laur, Saginaw; 

W . L. Dibble, Shepherd; G. J. Brum, 
Lansing; W . A. Bunting, Jackson; 
Jam es Kerr, Melvin; G. L. Hinchman, 
Hastings.

Business Notes.
The following were among the 

trade visitors to the city during the 
week:

1 liâtes, buyer for the Bates Shoe 
Co., Lansing.

X. Grossman, Fenton.
Stanlaus Andrus, Albee.
T. Ingalls, buyer for F. R. Adams, 

Fairgrove.
Grant Sanborn, Judd’s Corners.
T. C. Malone, Burt.
Herm an Chubb, Estey.
W. J. D eH art, Brideport.
C. E. Meed, Frost.
F. C. Lawrence, of Ola, has dis

posed of his general store to a Mr. 
Curtis.

The Saginaw Board of T rade and 
Common Council are w orking in uni
son for the establishm ent of a public 
market in the city.

Tracks are being laid for the pro
posed new Pere M arquette warehouse 
on the west side of the river, on 
grounds secured for the purpose and 
approachable by the new Johnson 
street bridge.

The sixth annual outing of the H er
zog A rt Furniture Co. and the Sagi
naw Table Co. took place a t Bay 
P o rt Saturday. I t  was well attended

Don’t Kick Against the Pricks.
Many a dealer dissipates his energy 

in the endeavor to alter conditions to 
suit his business instead of adjusting 
his business to meet conditions. An 
individual business is an isolated en
tity  and is in no position to pre
scribe general conditions. General 
conditions are determ ined by the 
operation of laws and circumstances 
which are beyond the control of the 
individual, and to which all business
es are and must be subservient. To 
attem pt to alter these relations is to 
run against the inevitable, and is to 
waste energy which ought to be 
utilized in some other and more pro
ductive wray.

The im portance of studying condi
tions and the propriety of making 
the business correspond to those con
ditions have furnished the subject 
m atter for repeated editorials. So 
much has been said along this line, 
indeed, that to refer to the subject 
again savors alm ost of offensive repe
tition. Still, so supremely im portant 
is this subject tha t repetition even 
to the point of being offensive is jus
tifiable. For, as a plain statem ent of 
fact, it is patent to any one who will 
give the m atter a m om ent’s consid
eration, that unless the conduct of a 
business can be consonant w ith the 
conditions that surround it, failure 
is inevitable.

One param ount advantage secured 
by that dealer who is in the habit 
of devoting intelligent consideration 
to the conditions tha t confront him 
is tha t oftentim es he is enabled to

in terpret the signs of the tim es and 
to anticipate changes in circum stanc
es before they occur. This ability to 
read the future can come only from 
a close application to the study of 
the factors tha t have determ ined con
ditions in the past, and by cultivating 
the power to detect these indications 
which presage a change. N othing 
comes unheralded but extrem e catas
trophe. A gainst such no one can be 
fortified. But with all changes in con- 
tions tha t are due to natural causes 
some prem onition is usually given, 
and the astute observer is oftentim es 
enabled to prepare himself for them.

It is evident how, w ithout a due 
consideration of conditions as they 
exist, energy can be dissipated. I t  is 
not intended to assert tha t an abso
lutely accurate adjustm ent of busi
ness to conditions can be made to 
exist at all times. N othing but a 
miracle could bring tha t about. I t is 
inevitable that a business m ust at 
times lag behind the exigencies, but 
it is possible to make such discord
ance rare and to prevent it being se
rious when it does exist.

This theory discredits any depend 
ence upon the doctrine of chance in 
business. T he parallel records left 
by past .business transactions and the 
conditions which those transactions 
were designed to meet, treasured in 
the mem ory of the business man and 
tecorded in his books, should pre
clude the necessity of his taking any 
desperate chances. The experience of 
the past, joined to an appreciation of 
present conditions, adding a trained 
regard for the possibilities and the 
probabilities of the future, constitutes 
the surest safeguard against a dissi
pation of energy in the conduct of 
the business.—Im plem ent Age.

The cheapest way to  wipe out a 
debt is to pay the fellow back in 
his own coin.

If you would retain a friend, do 
things his way instead of yours.

T he Old R eliable Soap
For General Washing Purposes

Premiums for wrappers. Send for list. Order from your jobber.

Manufactured by Atlas Soap Works, Saginaw, Mich.

Always Reliable

Phipps, Penoyer & Co.
Wholesale Grocers

Saginaw Michigan
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A GENERAL STORE.

How To Establish One W ith Five 
Thousand Dollars.

How much money is required to 
open a general store in a country 
tow n of 2,000 inhabitants?

Many fathers, and, w ithout doubt, 
nearly as m any sons, are at this m o
m ent anxious to  find out. Before 
starting  the venture, local conditions 
should be carefully considered. Are 
the stores already located in your 
chosen tow n m oderately and wisely 
stocked? A re they credit giving or 
cash stores? From  w hat source do 
they mainly secure patronage—farm 
ers or mechanics?

I t  has been truthfully  said that 
one-half the selling lies in the buy
ing. If no o ther requirem ent was ex
acted from a salesman other than dis
posing of goods, his occupation 
would be com paratively easy. To sell 
for cash and make a profit on the 
article sold is the whole substance of 
good m erchandising. In  a tow n of 
2,000 population, a $5,000 stock is 
amply sufficient. The m erchant car
rying more simply pays in terest on 
unproductive capital.

Remember, this applies to a place 
containing not over 2,000 inhabitants, 
w ith the average country territo ry  
tribu tary  thereto. In  thickly settled 
comm unities conditions m ight vary: 
yet in the la tte r case m ore m erchants 
would be on the ground, attracted  
by an increased field for consum p
tion.

A fter having had experience for 
over twenty-five years in m ercantile 
lines, I can unhesitatingly say that 
90 per cent, of the country m erchant? 
carry too large stocks. D rum m ers, 
as a rule, are “good fellows,” possess
ed of an ever present propensity  for 
taking orders from m erchants with 
creditable ratings. The study to 
please the storekeeper by jollying, 
unmindful of the consequences, oft
en results in an order of $1,000 given 
to the affable traveling man, where in 
stead $500 w orth  of goods would 
have been considered sufficient had 
he ordered by mail.

C haracter Valuable Asset.
W ith a cash capital of $2,000 one 

can begin general m erchandising in 
the tow n above described, starting  
out with a $5,000 stock. T he credit 
departm ent of a wholesale house will 
be pleased to extend credit to  the 
man w ho can show satisfactory cre
dentials and a clean record, even al
though his finances are limited. H ere 
i j  where the character of a man 
proves a m ost valuable asset.

Some tw o years ago tw o young men 
scraped together $2,000 w ith which 
to  s ta rt a general store in Marshfield, 
Wis., a factory and farm ing town. 
T heir combined capital represented 
hard earnings. A fter leasing a new 
store building for a term  of five 
years, a t $444 a year, payable m onth
ly, $300 more was expended in fix
tures. T he la tte r sum did no t draw 
heavily on their lim ited resources, 
however, as the g reater part was

later traded out by the obliging con
tractor. On going to m arket to  buy 
their stock several new and unfore
seen phases were forced upon the 
then young m erchant.

H ere are his own w ords: “Having 
had a slight acquaintance with one 
of the big Chicago stores’ general 
salesmen, I naturally went over there 
first. A fter a brief talk with Mr. M.
I was ushered into the private office 
of the credit man. Upon asking and 
answ ering questions for nearly an 
hour, all of which were prom ptly re 
corded by the deft fingered stenogra
pher, I was given perm ission to buy 
$800 w orth of dry goods, the limit 
asked for. V isiting twenty-five de
partm ents in search of a new stock 
tha t m ust not exceed $800 was no 
easy m atter, to  say the least. On 
the second day at about 5 o’clock, 
as i emerged from the elevator on 
the main floor, my general salesman 
accosted me with the question, ‘W ell, 
Mr. Suark, how big a bill did you 
buy?’ I answered, T know I bought 
over $800 w orth, but can not tell how 
much more. Do you think the firm 
will ship the goods on the strength 
of my statem ent?’ ‘T hat all depends 
upon how you im pressed the credit 
man,’ said the general salesman, se 
riously.

Easy T ask Second Day.
“The following m orning found me 

at a hat and cap house aw aiting a n 
other interview  with a keen eyed man 
whose daily w ork was to pry into 
the prospective buyer’s business and 
personal affairs. My stay w ith the 
hat and cap credit man was brief, 
possibly due to the fact tha t he had 
at the beginning of our interview, 
obtained the inform ation tha t m y al
lotm ent for hats and caps would g£> 
no higher than $200.

“In  the afternoon of the third day 
I ordered shoes and leather goods 
am ounting to $500, a very modest 
stock, considering the fact tha t this 
am ount covered our entire stock in 
this line. At the close of a sharp 
catechising by the credit man of a 
clothing house, I was perm itted to 
buy an $800 stock on the following 
term s: $100, $200, $100, $200, $100. 
$100 in notes, payable, w ithout in ter
est in th irty  days, three months, four 
m onths, six m onths, and nine m onths, 
respectively. In some cases these 
notes m atured too soon for our con
venience; but we experienced no 
trouble in getting  extensions, and at 
the end of one year every one of 
them  was paid.

“The groceries and provisions, 
bought through drum m ers, amounted 
to $350. The third day after my re
turn  home imagine my surprise upon 
footing up the various dry goods bills 
brought by the m orning mail when 
I learned tha t my purchases in this 
line alone amounted to nearly $1,900. 
The credit man surely m ust have 
stretched a few points in recom m end
ing so large a shipm ent on the finan
cial statem ent given him. W e fully 
appreciated w hat we were up against 
and rolled up our sleeves, preparatory  
for anticipated business. The m onth 
of O ctober, fortunately for us, ended 
with a trem endous snow storm , com
pelling people to buy clothing, foot

w ear and general supplies. Every
body appeared to have ready money 
and the firm of Suark & Tiffen came 
in for its share of the business a t fair 
profits.”

Three Points T o Consider.
Upon considering a few other 

items, such as furnishings, crockery 
and glassware, this firm was possess
or of a $4,300 stock of merchandise 
on $2,000 capital.

T his it will be observed that, al
though it is advantageous to  buy 
wholly for cash, one can succeed on 
an investm ent of 50 per cent, of his 
stock valuation, under ordinary con
ditions. Three points should always 
be considered upon starting  a retail 
store:

F irst—Is it a cash or credit giving 
town?

Second—W hat source can the m er
chant draw from?

Third'—W ill the comm unity sup
port another store?

If a young man heeds the above 
and begins business in some small, 
but active, m anufacturing city, with 
a capital of $2,500, he should, and 
will succeed, provided he is conserv
ative, conscientious and possesses the 
proper blend of push, pluck and per
sistency. P. J. Kraus.

Protect Your Home.
Plenty of pure w ater is a blessing 

that may be enjoyed by every family.
A well, cenveniently located, away 

from possible contam ination and 
equipped with an efficient force pump, 
is one of the best investm ents that 
can possibly be made.

One of the perils tha t is con
stantly menacing people living upon 
farms, away from the protection a f
forded by the town fire departm ent, 
is th a t of fire. W hat chance has the 
farm er, with an ordinary lift pump, 
or w ith an insufficient w ater supply,

to save his house, barn, granaries or 
stock in the event of a fire? How 
often do we hear of cases where the 
savings of a lifetime are swept away 
in a few mom ents, leaving the fami
ly homeless and frequently resulting 
in loss of life.

A little foresight—a slight invest
m ent—for a proper pump and a few 
feet of hose would have saved every
thing.

Fire insurance rates are based up
on the risk taken by an insurance 
company—the greater the risk the 
higher the rate. The man who owns 
a good force pump is in a position 
to demand a lower rate of insur
ance than were he dependent upon an 
ordinary pump for fire protection.

W ith a reliable force pump and a 
length or so of hose, a farm er is not 
only equipped to combat fire, but is 
also enabled to wash the stalls of his 
stable, to clean buggies, wagons, 
windows, sidewalks and porches—to 
w ater his lawn and garden and even 
to irrigate his land.

Saving Him.
“W hy have you and Miss Sweet 

broken off your engagem ent?”
“ Because she loves me so.”
“T h a t’s a queer reason.”
“Not at all. She believes in for

tune-telling, and when she went to 
have her fortune revealed not long 
ago she was informed that she would 
be m arried three times. T hat set
tled my case, for the time being at 
least. She said tha t she was deter
mined tha t I should not encounter 
the danger of being first on the list.”

Symons Brothers & Company 
Wholesale Grocers 

Saginaw :: Michigan

HENNING'S H O R S E  R A D IS H  
AND SUMMER SAUSAGE

Quality and price right Order through your jobber

C H A S . W. H E N N IN G  &  S O N S ,
SAGINAW, MICH.

No. 81 D isp lay  Case N o. 84 C igar C ase

Saginaw Show Case Co., Ltd., Saginaw, W. S., Mich.
We make all styles Catalogue on request

SCHUST BAKING CO., Saginaw, Mich.
Mfrs. of Crackers and Fine Cookies*

N ot in the Trust
Our goods are the best and prices lowest. Why not write today for a

price list
Branches—Grand Rapids, Bay C ity, Flint



Efficiency of Our Business Men’s Or
ganizations.

Everybody naturally is pleased over 
the announcem ent tha t the General 
M otors Company is finally to concen
trate resources in this city on a scale 
that should develop an extensive au
tomobile industry here. The consol
idation of the M arquette and Welch 
Motor companies, involving the re
moval from D etroit of the latter's 
equipment and having General Mo
tors financial backing, offers a strong 
basis for this favorable outlook. Both 
are m anufacturing cars of first-class 
reputation and merit and there is no 
reason why they should not, under 
the new arrangem ent, acquire and 
hold a large market. W hat is needed 
is push and money and the General 
Motors Company, now in strong fi
nancial condition, is able to supply 
both. That it seriously intends to do 
so there appears every reason to be
lieve, and with it is the prospect of 
big things ahead for Saginaw in this 
great manufacturing field.

Back of this im portant industrial 
announcement there is a larger sig
nificance than most persons perhaps 
are aware. It illustrates in a strik
ing manner the efficiency' of the men. 
W ere it not for this efficiency we 
should probably have an idle plant on 
our hands instead of the promise of 
one employing 500 hands with a 
monthly payroll of upwards of $50,- 
000. W hat these men did was to 
convince General M otors that Sagi
naw was in every way a desirable lo
cation for a large automobile factory'. 
The deal just announced has been in 
progress for many weeks. W hen the 
holding corporation, whose stock is 
held here to an amount of nearly 
half a million dollars, was in finan
cial straits last year, it seemed proba
ble that as a result of an over-pro
duction in output some of its plants 
would be abandoned. The reorganiza
tion of the manufacturing end of the 
business was taken up and is still 
in progress, and at the outset there 
was serious apprehension here for the 
future of the local plant.

Then it was that the efficiency of 
our business m en’s organization was 
felt. The M erchants’ & M anufactur
ers Association set to work resolute
ly to hold Saginaw as one of the m an
ufacturing centers of General Motors, 
¡-.ed by the untiring efforts of its 
¿resident, H. T. Wickes, the M. &
M. labored with General M otors to 
convince it that Saginaw was a d e 
sirable place for an extension of its 
business under the new policy and fi
nancial reorganization being put into 
effect. It pointed to the excellent 
labor situation here, to our superior 
railroad facilities, to our location as 
a distributing point, to our rising im
portance in manufacturing, to our 
progressive spirit, loyalty to home en
terprises and the prom ising future of 
the city. The financial end of Gen
eral M otors was made to see what 
kind of a city Saginaw really was— 
what opportunities it offered for the

sound and prosperous development of 
its business. And it recognized what 
it saw.

The result is the consolidation now 
effected, which leads us to call a t
tention to the fact tha t nowhere in 
the country is there to be found in a 
city of our class commercial organ
izations with the strength  and effi
ciency of those in Saginaw. They are 
wide awake, they are alert, they arc 
aggressive, they are confident and 
they have the nerve to go ahead and 
do things, backed by the knowledge 
that they are w orking for one of the 
finest cities in the country and one 
that “delivers the goods.” They are 
entitled to great credit for their 
splendid work. I t is w hat is pu t
ting Saginaw ahead.—Saginaw News.

Immunity Is W on From Wire Leaks.
Engineers have for years faced the 

problem of electrolysis in cities, 
where escapng current from street 
car lines, etc., has been often held 
responsible for damage to buried 
pipes, wires, steel basins and similar 
material. The Laclede Gas Company, 
of St. Louis, has recently been cover
ing its iron pipes writh layers of pitch 
and paper for defense against elec
trolysis. This method seems to be 
proving successful. The w rought iron 
pipe is first coated with a ta r and 
pitch mixture, heated and thinned 
sufficiently to flow easily, and on to 
this a four inch paper ribbon is w rap
ped spirally, its edges overlapping. 
This paper covering is then tar paint
ed and again wrapped with paper, the 
process being repeated until four suc
cessive coats of ta r  and paper have 
been applied. Prices of pipe thus in
sulated have been placed in the 
ground under conditions distinctiv 
favorable to electrolysis, togethei 
with other lengths not so treated, and 
after being taken up at the end of 
two years the unprotected pipes were 
badly pitted and alm ost completely 
destroyed, while the insulated piping 
was virtually in the same condition 
as when laid. I t  is believed tha t pipes 
so treated will have their life at 
least doubled. Only service runs are 
being so treated, the cast iron mains 
being less subject to corrosion and 
electrolysis than the service pipes.

Frankness is a m ost commendable 
quality to cultivate, if not carried 
too far. I t  is well to be frank with 
the “old man,” and give him all the 
pointers you have about the business, 
as well as to acknowledge your own 
shortcom ings when “on the carpet” 
for an explanation. It is generally 
best to be frank with custom ers, es
pecially concerning the quality of 
goods. Do not fool them or let 
them fool themselves, because if they 
go away and find out tha t they have 
been taken in either way it is very 
safe to assume that they will not 
forget it right away. Frankness, 
however, like many more good 
things has its limtations. Do not car
ry it to the point where it becomes 
rudeness.

Efficiency Begins at Home.
Any plan which contem plates 

g reater efficiency in business m ust be 
a comprehensive one. So much has 
been said recently about efficiency, 
and the foregoing admonition has 
been printed so many times tha t it 
has become to be alm ost a truism. 
But, like the Golden Rule, it will 
near repetition a good many times, 
and is w orth profound meditation.

A comprehensive plan, is one which 
m ust take in every departm ent of a 
business and must take into consid
eration everybody even rem otely 
connected with the conduct of the 
business. How this m ust be true is 
patent. No m atter how effective the 
sales organization may be, if the buy
ing organization is poor, the result 
is unsatisfactory. Competency in the 
accounting division may have its 
economies dissipated by poor collec
tions, and selling ability can suffer 
from slackness in store arrangem ent. 
I t is only when every departm ent is 
organized to the maximum of its 
possibilities that real, economic effi
ciency is attainable.

The adjective economic is used be
fore efficiency because, after all, tha t 
is w hat efficiency means. The person 
of first consideration in any business 
is the owner or owners, and no busi
ness organization can be considered 
really efficient which does not prove 
economical for the m anagem ent and 
which does not conserve the private 
interests involved. More things than 
charity begin a f  home, and efficiency 
is one of these.

I t  follows tha t a comprehensive 
plan can not be evolved w ithout a 
consideration of all of the factors— 
buying, selling, accounting, collect

ing, store management, store ar
rangem ent, etc. This means a p ro 
found knowledge of one’s own busi
ness. In  some business the facts are 
so various and m ultitudinous, the 
operations so num erous and involved 
tha t few men are com petent to  seize 
it all in one m ental grasp. H ere it is 
necessary to call in the business doc
tor, the specialist, who can survey the 
whole field and who can devise some 
general plan, the details of which can 
be filled in by subordinates. But in 
the retail im plem ent business, as it is 
ordinarily conducted, there is no need 
for the specialist. Indeed, so pecu
liar is the im plem ent business unto 
itself, and so dependent is it upon 
the conditions which surround everv 
individual dealer, tha t generalities are 
alm ost useless. Each man must 
work out his own plan, which m ust 
be consonant with his particular en
vironment.

Thus the im plem ent man m ust 
prescribe for himself. H e m ust not 
only compound his own medicine, but 
he m ust take it, too. T his is the 
case because, generally speaking, the 
retailer of im plem ents him self comes 
:nto closer personal contact with the 
people and with the facts tha t condi
tion his trade than does alm ost any 
other kind of retailer w hatsoever. 
Sometimes the im plem ent man is the 
whole show. But this very facility 
with every departm ent of his busi
ness, gained by this enforced famil
iarity, makes him the more compe
tent to devise tha t comprehensive 
plan which shall make his efficiency 
pay him a profit.—Im plem ent Age.

Take food of a kind and in quan
tity  to nourish but not fester your 
body.

OA6MAW,W W W  IN C O R P O R A T E D  1890

h a r d w a r e s
rH n r  1? c  a t V r

E S T A B L IS H E D  1863

WHOLESALE

«»hi 7 ,ce Cream

_____ 204 S' HAMILTON, ST., SAGINAW, MICH.

Butter ln bottles, tins and pails 
Salted Peanuts in 10 pound boxes, pails and barrels 

Koasted Peanuts in sacks or less
Use our goods once and you will use no others 
Write for prices or order through your jobber

ST. LAURENT BROS., Roasters and Wholesalers
Bay City, Mich.

Cut your m eat consumption in half- 
your liver and kidneys will be much 
re leve , your blood will hum softer 
m your veins.

Michigan Brand Baked Pork and Beans
Packed in full size No. 2 and 3 cans

Our quality is right 
We pack them right 
We sell them right

SW ri°t!r PriCG? Under proper h id in gs in this issue 
Write us and we will see that you get the goods

B E U T E L PIC K LIN G  &  C A N N IN G  CO. B A Y  C ITY, M IC H .
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Saginaw Valley
Tongue Can Make or Unmake a 

Fortune.
A good deal has been said, and a 

good deal needs to be said over again, 
about governing the tongue.

T he tongue is a little thing, but it 
has much to do w ith a m an’s success 
and a w om an’s happiness.

There is many a fellow, capable, 
industrious, honest, pleasant, and all 
that, yet who somehow does not get 
on; he invariably comes a cropper 
ju s t when he ought to w in; he does 
not understand it; his wife, h:s 
friends can not see why he loses 
every tim e; they speak of luck and 
fate and hoodoos. I ’ll tell you the 
secret of the m ystery. The man talks 
too much.

Perhaps not to much, either; but 
he talks inadvisedly; he says the 
w rong thing at the w rong time.

H e has not learned the trem endous 
value of words, and how they do and 
undo men, and how to  pick and h an 
dle words.

If I can be of any service in this 
w riting to any one who has suffered 
from talkitis or worditis, I shall be 
glad. F or it’s a disease easily cured 
by a little common sense.

The first thing you w ant to write 
down in your vest pocket m em oran
dum, where you can take it out and 
look at it every day is this: Never 
make rem arks tha t cause pain!

If you w ant to hu rt some one, and 
think he needs it, take a stick. 

Tongue W ound Like Snake Bite. 
There is som ething manly and 

dow nright about a swat with a club; 
it’s a good Irish argum ent and easily 
answ ered in kind; but a tongue 
wound is like a snake bite, mean and 
festering, and often you can not tell 
where you got it.

Get into the habit always of say
ing com plim entary or at least pleas 
ant things about any human being 
tha t may happen to be mentioned.

It makes people feel good, and it 
does not cost you a cent.

I t  raises up unexpected friends for 
you. You never can tell where and 
when your rem ark is going to be re 
peated. W ords are w inged seeds and 
are blown into strange pastures. 
Some man will hear the good word 
you said about him, and the time 
may come when it is precisely that 
man who stands betw een you and suc
cess, and it is m ighty com forting to 
have him turn  in and w ork for you 
and not against you.

A rthur Dixon, of Chicago, in his 
heyday was perhaps one of the past 
m asters in this art of saying pleas
ant things. Once I was standing talk
ing to W illiam P. W illiams, then 
holding the office of U nited States 
Subtreasurer a t Chicago. Mr. Dixon 
came along. A fter greeting me he 
turned to Mr. W illiam s and said: 

“And how’s the T reasurer of the 
United S tates?”

“Oh, not T reasurer, Mr. D ixon,” 
m odestly returned Mr. W illiams, 
“only Subtreasurer.”

“Aw, well,” said Mr. Dixon, giv
ing him a clip on the shoulder, “ye

ought to be T reasurer, ye ought to 
be!”

Friendship a Sure Harvest.
It was an Irish thing to say, and 

a little thing, and jocular, but I re 
mem bered it, and I dare say Mr. 
W illiams rem em bered it. T hat is 
precisely the point. P leasant things 
stick to the ribs. They warm your 
heart tow ard the man who says then! 
about you, w hether they are true or 
not.

If you value the love and good 
will and friendship of your fellow be
ings there is no surer way of har
vesting that kind of a crop than by 
sowing agreeable remarks.

There is a great tem ptation to say 
cutting  things. They sound clever. 
People laugh at them. They are in
teresting. N othing is so absorbing
ly in teresting  as scandal.

But of all the bad habits a man 
may fall into this will alienate him 
m ost from  his fellows. If you are 
going in for saying bitter and sharp 
things about people you’d best pick 
out a desert island at once and go 
there and live.

D on’t make nasty rem arks, either, 
to persons present, nor about per
sons absent.

Sometimes you hear one say he 
likes to be told his faults, and to 
have others tell him plainly when 
they do not like w hat he does, but 
don’t you believe it. There is only 
one person can tell a man his faults 
and still be liked by him, and that is 
his wife. Even she had better not 
overdo it.

You may say you do not fancy 
blarney and “soft soap,” and hy p o c
risy, and flattery. N either do I, and 
neither does any one when flatter
ing w ords or acts are used in syco
phancy, for some ulterior purpose, 
and all that. Faw ning upon people 
in order to obtain some favor is one 
thing; speaking things tha t make peo
ple happy and cheery, merely for the 
purpose of im parting pleasure, is an 
o ther thing. T here’s a difference, and 
you can see it.

Criticism of Absent Cowardly.
Do not criticise the absent. Make 

it a point when any man is under dis
cussion to say som ething nice about 
him or to keep still.

There is always som ething me^n 
and cowardly in a criticism made up
on an absent person. You all at 
once in  the estim ation of right m ind
ed people who hear you. They may 
think you small, and possibly may 
set you down as a cad.

A man who goes through life with 
the words he has said flying all about 
him, behind, before and on all. sides 
like bees and butterflies, finds that 
they often have quite as much to do 
with the making or unm aking of him 
as his direct acts.

If this is true of a man, it is ten 
times truer of a woman. N othing is 
more catty than the woman who can 
be depended upon to make some 
caustic observation about anyone 
tha t may be referred to.

P lutarch says: “We often repent of 
having spoken; never of having kept 
silent.”

Nowhere can we better apply the 
Golden Rule: Say of the absent the

kind of thing you would wish to hear 
they had said of you. Frank Crane.

Woman Dishwasher May Vanish.
Now tha t the ten hour day for 

women has gone into effect the papers 
are full of the changes man is mak
ing. He is docking women to a ten 
hour scale of prices. He is supplant
ing her in her own realm of dish
w ashing and so forth. He even is 
going so far as to claim he is a better 
dishwasher than woman. Ask any 
m arried man and he will tell you his 
wife has endeavored to im press him 
with this fact long ago. But he has 
been a modest violet. He has dis
claimed any claim to the superior 
title. T hat is, at home. May be if 
there is real good money in it he 
may be willing to bow his head, cast 
down his eyes, and assume the honors.

Ju st now, for the women who are 
being turned from  their avenue of 
support, the sky is cloud cast, but on 
the whole it may prove a cloud with 
a silver lining. No doubt many of 
these women who now stand for 
twelve hours a day washing dishes 
may be sent back into household 
duties, which at best can be no more 
tiring or more insistent in demands 
than the present occupation. I t will 
give m any a man a chance to support 
a home also. But if it serves in a 
way to  lighten the burden of the

domestic servant question, the change 
will not have been in vain.

High School Boys Do Her Haying.
Mrs. George W estinghouse has 

solved one question of labor at her 
country place at Lenox, Mass., by hir
ing high school boys to do her hay
ing. Mrs. W estinghouse no doubt has 
passed her sum m ers of several years 
with the same inconvenience of in
com petent help—if help at all—in her 
fields, and so this year she decided to 
kill tw o birds w ith one stone. She 
chose high school boys, giving the 
preference to  the young men who 
were anxious to earn extra pennies to 
help along w ith their educational am- 
bitons. This helps the boys, gives 
them good, wholesome outdoor life, 
and helps her immensely in getting  
the ”best results in her fields. If Mrs. 
W estinghouse’s experim ent proves 
successful it will open up a new field 
of effort for the youths of the land.

Looking Ahead.
Storekeeper—W ell, my little man, 

what can I do for you?
The Kid—Say, when I comes in 

here this afternoon with a lady and 
asks you for a dollars’ w orth  of your 
best chocolate, just pass me out a 
penny’s w orth of them  little things 
in the corner, will you?

D on’t “h it” drink; it will hurt you.

/ T \ Our B rands o f Vinegar
IP Have Been Continuously on the Market

For Over FORTY YEARS
Think of it—FORTY years of QUALITY

We cannot afford to dispense with QUALITY 
in the make of our Vinegar, and you cannot 
afford to handle any Vinegar that lacks 
QUALITY. Order from your jobber. SPECI
FY AND SEE THAT YOU GET

“H IG H LA ND ” Brand Cider and W hite Pickling  
“O A K LA N D ” Brand Cider and W hite Picklingijsfe “ST A T E  SEAL” Brand Sugar

They will please both your customers and 
yourself.

Oakland Vinegar & Pickle Co. Saginaw, Mich.
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Michigan Knights of the Grip.
President—J. C. W ittliff, D etroit.
Secretary—F. M. Ackerm an, L ansing.
Treasurer—Lou J. Burch. D etroit.
Chaplain—A. G. M acEachron, D etroit.
D irectors—H. P. Goppelt, Saginaw ; F. 

L. Day, Jackson; W . J. D evereaux, P t. 
Huron; John D. M artin, Grand R apids;
C. H. Phillips, Lapeer; I. T  .Hurd, D a v i
son.

Grand Council of Michigan, U. C. T.
Grand Counselor—George B. Craw, P e -  

toskey.
Junior Counselor—John Q. A dam s, B a t

tle Creek.
P a st Grand Counselor—C. A . W heeler, 

D etroit.
Grand Secretary—Fred C. R ichter, 

Traverse City.
Grand Treasurer—Joe C. W ittliff, De

troit.
Grand Conductor—E . A. W elch , K a la 

mazoo.
Grand P age—Mark S. Brow n, Saginaw .
Grand Sentinel—W alter S. L aw ton, 

Grand Rapids.
Grand Chaplain—Thos. M. T ravis, P e -  

toskey.
E xecutive C om m ittee—Jam es F. H am -  

mell, Lansing; John D. M artin, Grand 
Rapids; A ngus G. M cEachron, D etroit; 
Jam es E. B urtless, M arquette.___________

B etter Be First-C lass Salesman Than
Poor M anager.
Second Paper.

Tn the hardware business, more 
than in many other lines, the sales
man will come in close contact with 
various types of customers. They 
range from the millionaire president 
of a great corporation to the red- 
shirted, bare-armed blacksmith in 
some roadside shop. I t is necessary 
to meet the prospect always on a 
footing of equality. It is in respect 
to this that a great many salesmen 
fail. Some of them confuse cour
tesy with abject deference in dealing 
with a man whose name is a power 
in the commercial world. On the 
other hand, when they meet the hum 
bler customer, the man of limited ex
perience and restricted ideas, their ef
forts to be friendly are likely to 
strike the sensitive listener as being 
patronizingly familiar.

Again, it is a mistake to suppose 
that all the liberal minded, thorough
ly experienced and enterprising men 
are to be found in palatial offices, 
and tha t all the narrow  gauged minds 
are quartered in unpretentious shops. 
Adaptability is the secret of success
ful salesmanship. In order properly 
to adapt himself to the personality 
of each custom er the salesman has 
to seek some more reliable evidence 
from which to size up a man than 
that afforded by his surroundings. A 
mahogany desk, an arm y of employes 
and a general atm osphere of prosper
ous leadership do not always indi
cate the m an’s mental calibre con
sistently.

If is a wise rule for the salesman 
to defer sizing up his prospect until 
he has given the man a chance to ex
press himself. It is true, of course, 
tha t the quicker a salesman makes up 
his mind w hat kind of individual he 
has to deal with the quicker and more 
accurately he can frame up a cam

paign of sale. I t  is necessary that 
he should come to some conclusion 
about his prospect as soon as possi
ble on entering and getting  into con-; 
versation with him. W ith that end, 
it is a good plan for the salesman, on 
introducing himself, to offer some re
m ark or suggestion which calls for 
a reply from the prospect—a reply 
which will involuntarily exhibit his 
m ental bias.

In dealing with a man of limited 
experience and narrow  means, be 
careful in your effort to educate him 
into some broader view, not to make 
him feel small and insignificant.

In some cases the salesman will 
encounter a broad minded, enterpris
ing man and will receive a rebuff on 
first bioaching his business. Then, 
if he is a weak sort of salesman, he 
will aim to get a sm aller order than 
he had at first intended. This is be
cause the rebuff has intim idated him 
Perhaps, on entering the place of 
business in question, he had in his 
mind an idea that the prospect ought 
to place a $5,000 order—m easuring 
the size of the order, of course, by 
the extent of the prospect’s business, 
his standing and reputation for doing 
things on a large scale. W hen the 
prospect says: “I am not interested; 
please do not w aste my time and 
your own,” or “I have investigated 
your proposition and don 't w ant it,” 
this sort of salesman seeks to com
prom ise m atters by saying to him
self: “Well, I see it is no use trying 
to land the big order I expected here: 
still, I will see if I can not land one 
of a thousand dollars’ w orth, any
way.”

Let us suppose he persists in the 
face of the prospect’s objections and 
finally gets a hearing; tha t the pros
pect becomes interested, makes up 
his mind tha t his previous investi
gation of the offer was not thorough 
enough, and decides to buy. W ith 
this sort of man it is likely that, if 
he buys at all, it will be “neck or 
nothing. ’ His order, if he places it, 
will not be a tentative or experim en
tal one. Once sure tha t the article 
offered is the right one for his busi
ness, he may w ant to buy it not only 
for one plant, but for all his branch 
houses. An order for $10,000 worth 
looms in his mind and is all but 
spoken, when the salesman, still 
grieved by the first rebuff and re
mem bering that he hardly dares hope 
for much business here, says some
thing to show his own uncertainty of 
his prospect’s acquiescence, some
thing to show that the m ost he dare 
hope for is a small and experimental 
order and right away the prospect’s 
enthusiasm  cools. Duri ng the sales

m an’s talk he had thought of the 
proposition as a big affair and some
thing w orth while, forgetting  his 
form er attitude of skepticism. The 
first suggestion from the salesman 
that anything less than a big order 
will do, or is expected, is first an af
front to  his vanity and, second, a 
w arning to him to think the m atter 
over before deciding.

If this salesman had been less 
self-conscious—had been able to 
think only about selling the custom 
er som ething which he needs, he 
would have been aware of the change 
of attitude on his prospect’s part. He 
would have guessed tha t instead of 
the $5.000 order he first expected, it 
m ight be possible for him to land one 
of twice the am ount and he would 
have tried for nothing less. A lmost 
invariably he would have landed it 
and would have established himself 
for once and all in his custom er’s 
good graces. J. Carstairs.

Utilize the County Fair.
W ithout doubt the county fair has 

been neglected. No better opportu
nity in the course of the year is of
fered to the retail im plem ent dealer 
to make an attractive and convincing 
display of his goods. There is noth
ing in the way of an exhibition which 
is as effective as a live exhibit, and 
no other retail dealer has goods 
which so readily lend them selves to- 
such a show. Tn days gone by the 
difficulty of securing adequate and 
convenient pow er deterred dealers 
from making an attem pt to do very 
much in this direction. To-day, how- 
ever, there is the gasoline engine, 
which in itself will be no inconsider
able part of the show, and which in 
displaying itself and dem onstrating 
its own efficiency, will supply the 
requisite power for satisfactorily 
operating the other machines.

The question of pow er settled, the 
next consideration is the housing of 
the exhibit. M anifestly few dealers 
can afford to go to the expense of 
erecting a perm anent building for 
this purpose, and still fewer of those 
who could afford it will care to in
cur so great an expense. The ob- 
vious solution is a tent. These, in 
convenient sizes, can be rented at 
small expense for fair purposes. M ost 
ten t and awning companies keep tents 
for rental. Many m anufacturers of 
implements own tents and they have 
been known to loan them  upon oc
casion. Of course, the m anufacturer 
or the jobber will be the more dis
posed to extend accom modation in 
this respect when his particular line 
is to comprise a m ajor part of the 
display to be made. But there are 
a num ber of machines which require 
no protection at all. A very small 
lent, just large enough to cover the 
engine, is all tha t is really neces
sary. Feed grinders, balers, drills, 
seeders, etc., can receive little  harm 
by rem aining outdoors.

M entioning the m anufacturer and 
the jobber rem inds us tha t either or 
both will be glad usually to assist in 
making any dealer’s show a suc
cess. They will furnish attractive 
printed m atter; many will provide 
souvenirs; nearly any of them  will

gladly supply goods or other appur
tenances to an attractive exhibit, and 
alm ost always the attendance of trav
eling men may be secured. In fact, 
we are of the opinion tha t there is 
alm ost no limit to  which the m anu
facturer and the jobber will not go.

1  hat there is great virtue in a fair 
display goes w ithout saying. Instanc
es are on record where astounding re 
sults have been attained thereby. I t 
hardly ever happens tha t no sales are 
effected. Still, it m ust be rem em
bered that immediate sales are not 
the prim ary object of a fair exhibit. 
The purpose is to a ttrac t attention, 
to make an impression, to enlist in
terest and to insure subsequent con
sideration. The time is a propitious 
one usually, for the farm ers are in 
gala mood and are disposed to con
sider the dealer’s show as part of the 
attractions offered for their delecta
tion. This they are very apt to ap
preciate. I t is certain the dealer can 
achieve a first-rate advertising stunt 
at relatively small expense by ar
ranging a good and adequate display 
of his goods at his hom e' fair.

The Chicago Record thinks that 
Speaker Champ Clark struck a sym 
pathetic chord when he said in a 
speech made in A tlantic City: :l  
would like to see a federal law pass
ed disfranchising every man who 
fails to cast his ballot at tw o gen
eral elections. O ur forebears fought 
to give us the righ t of franchise, not 
to sit quietly at home. A man isn’t 
a good citizen unless he exercises tha t 
right. The citizen of this country who 
from choice fails to  use his right to 
vote ought to be deprived by law of 
tha t right. Politically he is a drone 
and too often he is corrupt.”

An Illinois railroad was recently 
tied up by the farm ers, through 
whose land the road had been built, 
by the use of log-chains, which were 
fastened across the rails. The prin
cipal objection on the part of the 
men who placed the barriers being 
the danger from sparks in their dry 
fields and the fear they could not 
secure adequate reim bursem ent for 
losses. T he railway company, through 
its superintendent, offered to  put up 
bonds to indemnify the farm s from 
loss and the obstructions were re
moved.

In Confidence.
A homely philosopher” informs 

us in confidence tha t woman can 
never hope to become m an’s equal 
while she has a desire to w ear beads.

Hotel Cody
Grand Rapids, Mich.
A  B. GARDNER. Mgr.

Many improvements have been made 
m this popular hotel. Hot and cold water 
have been put in all the rooms.

Twenty new rooms have been added, 
many with private bath.
i ; S i e lob.by  has been enlarged and beau- 
unea. and the dining room moved to the 
ground floor.
•J?M iS,tes / emain same—*2.00. «2.50ana «3.00. American plan.

All meals 50c.
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N ews and Gossip of the Traveling 
Boys.

H ub Baker: Sure thing the house 
knows you were in to see the races 
on W ednesday.

Grand Rapids Council, No. 131, 
m eets Saturday night, Aug. 5. V is
iting m em bers are cordially invited.

E. Clyde Nichols, representing A 
E. Brooks & Co., is home ill, th rea t
ened w ith typhoid fever.

John Schumacher makes Sauga- 
tuck every Friday. W e never could 
see any candy stores out on the 
piers. Is tha t a sample fish pole you 
carry, John?

Glen Pope and Ralph Lichtenauer 
celebrated their birthdays last week. 
P. S.—Ralph is an unusual boy, hav
ing four birthdays each year.

Claude Ballard and family, of this 
city, attended the ball game at T rav 
erse City last Saturday. You can 
come home now, Claude, the Grads 
are back.

L. D. Miller, of T raverse City, 
sold a stock order in Mesick last 
week. H e sold his entire line of sam
ple shirts, am ounting to nearly $11. 
Lew is now taking a week’s rest.

A portion of F red R ichter’s back 
fence blew down last week at T rav
erse. Nobody injured.

F or strenuosity  Grand Counselor 
Geo. B. Craw, of Petoskey, has T ed 
dy Roosevelt backed off the  boards. 
Besides being Grand Counselor of 
Michigan, George recently bought a 
grocery store, travels for a fruit 
concern week days (some days), and, 
to  cap it all off, a little baby girl 
made its appearance at his home. 
T hey say the hired girl transacts all 
business over the L. D. telephone 
when George’s house calls him up.

Mrs. Bill Godfrey, of T raverse City, 
is offering some fine eggless hens for 
sale.

“Soapy” Burns and H ans Hansen 
were appointed judges of a prize 
w altz a t Lake M ichigan P ark  last 
week. There was much dissatisfac
tion over their w ork as the claim was 
made tha t they paid m ore attention 
to form than to the waltzing.

B. A. Beneker, form er dry goods 
salesman, now representing the 
Equitable Insurance Co., of Iowa, is 
spending part of the sum mer m onths 
at O ttaw a Beach.

W m. W ilson and family are spend
ing their vacation at Beulah.

P. C. Payette, of the W oodhouse 
Co., is cooling off at O ttaw a Beach.

Ed. D onahue: The picture taken 
on the beach at Boston is here. W e 
will try  and keep it secret and show 
it only to a few of our friends.

Jimm y Doobelaar, form erly with 
the American Tobacco Co., has re
signed and accepted a position with 
the O. & W. Thum  Co.

H arry  Downey, of Zanesville, O., 
and m em ber of Council No. 20, LT. 
C. T., is a new addition to  the local 
colony of “peddlers.” Downey repre
sents Swisher Bros., cigar manufac
turers of Newark, O. H e will bring 
his family here as soon as he finds a 
suitable house to move into.

P„ay H arris has taken his wife with 
him  on a trip  trough W isconsin. Ray 
has m ore nerve than lots of the boys. 

Sanjt Evans crossed the lake last

week, no t going, however, until he 
sold his usual carlot of teas. Oh, 
you Samuel!

W alt. R yder has played in the fol
lowing positions in the last few 
gam es: Pitcher, catcher, third base 
and comedian. Can’t understand wh>r 
Chance or Clark don’t pick him up.

Do you belong to  tha t happy 
bunch, U. C. T., No. 131, Grand 
Rapids?

Get busy, vacation days are near
ly over. J. M. Goldstein.

The Boys Behind the Counter. 
Petoskey—Thom as K leber has se

cured a position as clerk in the Jones 
D rug Co.’s store a t Lansing. Mr. 
K leber has been employed in several 
similar places in the State, having 
secured his s ta rt in this city.

Benton H arbor—W m. Davis, of 
Indianapolis, has accepted a position 
at the C. L. Young & Co.’s store.

Scottville—Eugene Schreiner, who 
for a num ber of years has been em
ployed at the hardw are and imple
m ent store of T. D. Smith, resigned 
his position recently and is now con
nected w ith the In ternational H ar
vester Co. Mr. Schreiner’s headquar
ters are at Reed City, where he is at 
present. His family will rem ain here 
for some time.

Kalamazoo—A fter forty-eight years 
of alm ost continuous service behind 
the counter in hardw are stores in this 
city, Joseph Daniels has dropped out 
tem porarily and will go W est in the 
hope of benefiting his health by rest. 
W ith Mrs. Daniels he will leave 
T hursday for Chicago and la ter will 
go W est as far as the coast. Mr. 
Daniels is a native son of Kalamazoo, 
having been born in this city sixty- 
five years ago. H e has lived here 
all his life, getting  his education in 
the Kalamazoo schools. In 1866 he 
started  to learn the tinners’ trade in 
the hardw are store of H enry Gale 
and J. J. Perrin. He later w ent to 
clerk for Gale, Perrin  & H untington, 
staying w ith them  when the firm 
name changed to Gale, Perrin, H un t
ington & Stoddard. I t was then pur
chased by Perrin  B rothers and later 
by C. S. Dickinson, who held it until 
it was sold to  the Edw ards & Cham
berlin H ardw are Co. Mr. Daniels has 
been with the Edw ards & Cham ber
lin Co. for the past eighteen years.

Annual Picnic of the Traverse City 
Council.

T raverse City, Aug. 1—Traverse 
City U. C. T. Council, No. 361, will 
hold its fifth annual picnic at Alden 
Saturday, Aug. 12 . A special train 
will convey the boys and their guests 
over the P. M., leaving T raverse City 
at 8 a. m. and returning about 7 p. m.

This is our annual picnic dinner day 
and we all leave home w ith full bas
kets and all bro ther U. C. T .’s and 
their families are cordially invited to 
spend the day with us. Sports of alt 
kinds will be participated in.

A lden’s annual regatta  is also held 
on this date, which will afford agreat 
deal of am usem ent for all. An invita
tion has been extended to Petoskey 
Council to attend and we expect tha t 
our N orthern bro thers will m eet with 
us. Come and have a good time!

F red C. Richter.

Port Huron Jobbers Delighted With  
Junket.

P o rt H uron, Aug. 1—The business 
and social relationship between the 
Thum b district and P o rt H uron are 
m ore closely cemented than ever as 
a result of the junket of the local 
business men and m anufacturers of 
this city last week. The junket not 
only brought the business men of the 
Thum b district in closer touch with 
those of P o rt H uron, but the trip 
served to  establish a closer bond of 
friendship and mutual in terest in P ort 
H uron among its men of commercial 
affairs.

The Thum b district trip  will here 
after be an annual affair and the cor
dial treatm ent and glad hand extend
ed to the visitors at every point along 
the Pere M arquette is frequently 
comm ented upon by local business 
men. A fter the warm  reception giv
en to the P ort H uron visitors at H a r
bor Beach they started out on the 
second day of the junket, the first 
stop being Palms. A t Ubly the par
ty  was m et by the P resident of the 
village and the Council and shown 
around this thriving place. A t Bad 
Axe a big crowd greeted the junket
ers and twenty-five autom obiles were 
waiting. The entire party  was taken 
around this town and shown the 
points of interest. The business men 
and citizens turned out and extended 
the glad hand in a pleasant m anner.

A fter leaving Bad Axe stops were 
made at Filion and Kinde, where the 
party  was also w arm ly greeted. The 
beautiful sum mer resort at Point Au 
Barques had been selected as the 
stopping place for dinner, but previ
ous to reaching this p retty  spot the 
party  invaded Port Austin for thirty  
minutes. A t Point Au Barques the 
P o rt H uron band gave a special con
cert fo r the guests at the large sum
m er hotel, where the party  took din
ner. O ver two hours were spent at 
this restful spot and it proved to be 
a pleasant break in the journey.

The last stop was Grind Stone 
City and after a short visit here, 
where the party  were shown how 
grindstones are made, the special 
train  started for home, arriving here 
about 10 o’clock. The schedule was 
followed closely throughout the trip 
and upon arriving at P o rt H uron 
every business man vowed it one of 
the m ost pleasant jaunts he had ever 
enjoyed. The beneficial results of the 
junket will be felt for many months 
and it will become an annual event.

A t H arbor Beach on M onday night 
an unusually commendable spirit was 
shown by the citizens of tha t place. 
The hotel accom modations were lim
ited and it was necessary for about 
fifty of the party  to sleep at private 
residences. The citizens offered ac 
com m odations for at least 100 more 
people. This act of hospitality was 
greatly appreciated by the visitors.

Kalamazoo Dealers To Go To South 
Haven.

Kalamazoo, Aug. 1—Plans , have 
been made by m em bers of the Retail 
G rocers’ and B utchers’ Association 
for their annual picnic, one of the big 
events of the summer. The date se
lected is Thursday, Aug. 10, and 
South Haven will be the place. A

special train  will be chartered and 
it is expected a good crowd will a t
tend as each year previous the picnic 
has been a success.

Following are the com m ittees 
named in charge: T ransportation  and 
Executive, W . H. Moredyke, A. W. 
W alsh, G. H. Priddy, Frank Toonder 
and W. C. H ipp; Sport Committee, 
Frank Linehan, J. E. Van Bochove,
R. E. Brown, J. Fanchier, Charles 
Brakeman, Jacob Donkers and C lar
ence R ichardson; A dvertising C om 
m ittee, Steve Marsh, F. H. Bowen, B. 
R. Barber, Sam H oekstra and Peter 
Sliter. At the m eeting next week o th
er com m ittees will likely be appoint
ed. One or more bands will accom
pany the picnickers and a good time is 
prom ised every m inute of the day.

An inventive German has recently 
taken out a patent for a pistol for p ro
ducing apparent death for a brief 
time. I t is loaded with a bullet made 
of a chemical compositon, to which 
is added enough pow der to  propel it. 
The bullet explodes and causes a 
thick cloud of vapor, which envelopes 
the victim, makes it impossible for him 
to see, renders his breathing difficult, 
and he finally falls into a swoon that 
lasts from 10 m inutes to  a half hour. 
It is believed tha t the new pistol will 
be of im portance for policemen, as 
they may be able to overcome rowdies 
or even unm anageable crowds effec
tively w ithout killing anybody. The 
explosive used was invented by a Ger
man scientist, who recom mended its 
use in the arm y in place of the 
deadly bullet.

I t  is said tha t one of the first thing« 
learned by the efficient messenger« 
and scouts whom Napoleon employed 
was tha t they m ust ask questions. He 
was a glutton for inform ation. He 
never could get enough. By means 
of his questioners he kept in touch 
w ith all parts of Europe. They were 
as valuable to  him as his army, and 
there was alm ost an arm y of them. 
He himself was an inveterate ques
tioner. He was always looking for 
inform ation. He quizzed his officers, 
and even when in the company of 
women was much less a gallant than 
a seeker after state or personal se
crets. I t  is also said tha t when en
gaged in one of his periodical flirta
tions, the desire to find out som ething 
was ever upperm ost in his mind.

A St. Johns correspondent w rites: 
Manely Percey, who has been in 
K ansas since fall traveling for the 
Blanke T ea & Coffee Co., of St. 
Louis, will hereafter make St. Johns 
his headquarters while acting in the 
capacity of traveling salesman for the 
same concern in eight counties of 
Michigan.

A. E. McGuire, who traveled many 
years for wholesale liquor houses, but 
who has recently been engaged in the 
life insurance business here, is se
riously ill at the U. B. A. H ospital 
w ith typhoid fever. Mr. McGuire 
has hosts of friends who hope for 
his speedy recovery.

W alter Jackson, of Battle Creek, 
has taken a traveling position with 
the Taylor B rothers Candy Co. H is 
te rrito ry  is in Indiana,
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Michigan Board of Pharmacy. 
President—W m . A. D ohany, D etroit. 
Secretary—Ed. J. Rodgers, Port Huron. 
Treasurer—John J. Campbell, P igeon. 
Other M em bers—W ill E. Collins, O w os- 

so; John D. Muir, Grand Rapids.

Michigan Retail Druggists’ Association. 
P resident—C. A. Bugbee, T raverse City. 
F irst V ice-P resid en t—Fred Brundage, 

M uskegon.
Second V ice-P resid en t—C. H. Jongejan, 

Grand Rapids.
Secretary—Robt. W . Cochrane, K ala

mazoo.
Treasurer—H enry R iechel, Grand R ap

ids.
E xecutive C om m ittee—W . C. K lrch- 

gessner, Grand R apids; R. A. Abbott 
M uskegon; D. D. A lton, Frem ont; S. T. 
Collins, H art; Geo. L. D avis, H am ilton .

Michigan State Pharmaceutical Associa
tion.

President—E. W . A ustin , M idland.
F irst V ice-P resid en t—E. P . Varnum , 

Jonesville.
Second V ice-P resid en t—C. P. Baker, 

B attle  Creek.
Third V ice-P resid en t—L. P . Lipp, 

Blissfield.
Secretary—M. H. Goodale, B attle  Creek.
Treasurer—J. J. W ells, A thens.
E xecutive C om m ittee— E. J. Rodgers, 

Port Huron; L. A. Seltzer, D etroit; S. C. 
Bull, H illsdale and H. G. Spring, U nion- 
ville.

Grand Rapids Drug Club. 
President—W m. C. K irchgessner. 
V ice-P resid en t—O. A. Fanckboner. 
Secretary—W m . H . T ibbs.
Treasurer—R olland Clark.
E xecu tive  C om m ittee—W m . Q uigley, 

Chairm an; H enry R iechel, Theron Forbes.

Some Alleged Paten ts in Disguise.
The following is a partial list of 

proprietary prepartions which are de
signed to mislead the public by appear
ing in the reading columns of news
papers as favorite domestic remedies. 
They enter into domestic prescriptions 
the other items of which are well 
known to the laity—such as sarsap
arilla, dandelion, buchu, etc., the im
pression being conveyed tha t the 
’‘rider” is also a common household 
remedy.

One of the first of these to appear 
was Compound Kargon for rheum a 
tism. It is associated with FI. Ext. 
Dandelion and Co. Syr. Sarsaparilla. 
The Kargon comes in bottles of about 
one ounce capacity and with the o th 
er ingredients measured up to about 
five and a half ounces, which com
manded seventy-five or eighty-five 
cents. There was such an enormous 
demand for this “prescription” that 
for a time the supply of six ounce 
prescription bottles was inadequate 
to the demand. One of the products 
advertised as an ideal skin-food pre
scription was condemned by the Fed
eral authorities under the Pure Food 
and Drugs Act. I t  was simply Ep
som Salt colored pink, a four-ounce 
package selling at fifty cents.

I t is truly marvelous the number 
of people who “bite” on this bait, the 
victims being confined to no one class 
or degree of intelligence.

D ruggists are made unwilling par
ties to the deception, as it obliges 
them to stock these uncertain goods 
of which there is such a variety. If

of the combination, the patron is 
more often inclined to question the 
veracity of the druggist or consider 
his stock incomplete.

D ozen
A m arol $ 6.00
A lm azoin 4.00
Balm  w ort Comp. 4.00 
B arkola 4.00
B eta  Quinol 4.00
B iosol 9.00
B islac  4.50
B eta  Canthol 6.00
Boro L ister  6.00
B orothol 6.00
Cardiol 4.00
C anthrox 4.00
Cadom ene, Tr. 7.20
C rystos 4.00
Capthol 6.00
Cerol 6.00
Catandir 4.00
D elatone 7.00
Delol 6.00
E ggol 4.00
E ppotone 4.00
F low ers O xzoin 4.00
Gallol 12.00
Glycol A rbolene 6.00 
H yp o-N u clan e T 7.20 
K argon 4.00
K ardene 4.00
K ulux 4.00
Luxor 4.00
M aizene 6.00
M en tho-L axene 6.00
M arm ola 4.00
M arm ola Tabs. 6.00
M ayatone 6.00
P arnotis  4.00
P rosen e 4.00
Protone 8.00
Q uintone 6.00
Quinzoin 4.00
R ose K ayloin 4.00
Spurm ax 4.00
Sulpherb Tabs. 4.00
Sarsene 4.00
Sartoin 4.00
T herox 6.00
Toris R oot 4.00
T riopeptine Tab. 4.0o 
V ilane Pow der 4.00
Yellow  M inyol 7.20

Fred

For
Com. Crm. Lotion  
C om plexion Je lly  
K id ney and bladder 
K idney and bladder 
H air ton ic

D ysp ep sia  
H air Ton, Scalp Cl. 
A n tisep tic  Solution  
E czem a
D ysp ep sia , constip . 
S'hampoo 
N erve  ton ic  
E ye rem edy  
D ry Sham poo H. T. 
M assage Cream  
D ysp ep sia  
D epilatory  
D epilatory  
Sham poo Pow der  
Com plexion, Lotion  
Skin Lotion  
B u st D eveloper  
O besity
G eneral D eb ility  
R heum atism  
Blood ton ic  
F ace, sk in  powder 
E czem a cure  
K idney rem edy  
Cough and cold 
F a t reducer 
F a t reducer 
Skin rem edy  
F lesh  reducer  
D yspepsia , indiges. 
F lesh  builder  
H air tonic  
U n guentine m ixt. 
F ace lotion  
Lax, blood rem edy  
Blood rem edy  
Skin food  
D ry sham poo  
R heum atism  
D ysp ep sia  
A ntisep tic, d isinfec

I. Lacqenbach.

Chicago Skin Cream.
Stearic Acid ......................  240 grs.
Sodium Carbonate ..........  155 grs.
Powdered B o r a x ................... 30 grs.
G ly c e rin .................................... 1 oz.
Oil of Y lang-Ylang . . .  20 mms.
H e lio tro p in ................................5 grs.
O tto  of R o s e ...................... 5 mms.
Alcohol ....................................  1' oz.
W ater ....................................  8 ozs.
Place the stearic acid, sodium car

bonate, borax, glycerin and w ater in 
a w ater bath and heat until efferves
cence ceases. Remove from the 
source of heat and stir at intervals 
until the m ixture begins to set. Then 
add the perfumes dissolved in the 
alcohol and beat up with an egg- 
whisk. If the mass is not sm ooth 
enough it should be beaten up again 
on the following day.

Skin Cream Without Glycerin.
Dissolve 3 gram s of agar-agar in 

160 cc. of w ater and strain. H eat 100 
grams (or cc.) of water, add 15 grams 
of stearic acid and 10 gram s of so
dium carbonate. W hen the evolution 
of carbon dioxide has ceased add 15 
gram s oil of theobroma, 10 gram s 90 
per cent, alcohol and agar-agar jelly. 
Mix thoroughly, remove from the 
source of heat and beat until a

they do not stock them or attem pt smooth, foamy cream is obtained. Per- 
to explain to the patron the nature fume as desired.

Some Soda Fountain “Specials.” 
Chocolate Food.

Chocolate S y r u p ..............  1J4 ozs.
Ice C re a m .........................................2 ozs.
Plain C re a m ..................................... 2 ozs.
Mix in a large soda glass, nearly fill 

w ith the coarse stream  and finish with 
the fine.

Independence “Special.”
Straw berry Juice ...............  6 ozs.
Maple Syrup ....................  16 ozs.
Lemon J u i c e .......................... 5 ozs.
Soda F o a m ............................ 4 drs.
Syrup, to make ..................  gal.
One of the best specials ever de

vised. A repeater, the form ula of 
which is difficult to im itate by com
petitors.

M alt Soda.
M alt Extract, U. S. P ......... 8 ozs.
Raspberry S y r u p .................... 4 ozs.
Oil of Cinnamon ..............  4 dps.
O range Flow er W a te r ........ 3 drs.
O range Syrup, to make ..32  ozs.
Mix the oil and w ater by thorough

ly shaking in a two-ounce bottle; add 
the m ixture to the raspberry syrup 
and again shake well. Finally, add 
the other ingredients and mix.

N orth  Pole Special.
Orange Syrup ......................  1 oz.
Pineapple Syrup ..................  1 oz.
Acid Phosphate ..................  1 dr.
A ngostura B itters ............  4 dps.
Shaved I c e ................................ q. s.
Mix in a large glass, using about 

one-fourth glassful of shaved or 
cracked ice, fill w ith the coarse stream  
and stir with a spoon. Serve w ith a 
straw  and a thin slice of orange and 
one of pineapple.

A “Local” Fizz.
Straw berry S y ru p ........................... 1 oz.
O range S y r u p ...............................  1 oz.
Lemon Juice ........................  V i oz.
Shaved I c e ................................ q. s.
Draw the syrups into a large soda 

glass, add the juice of one-half a 
lemon, and about a quarter glassful 
of shaved or cracked ice, fill the glass 
w ith the coarse stream, stir, and 
serve w ith a straw.

The Conquest of Meningitis.
The long battle against the dread 

and m ysterious malady of m eningitis 
is ended. Form erly alm ost univer
sally fatal, or leaving the victims of 
its ravages crippled, it can now be 
cured alm ost universally by prom pt 
use of the new serum. Dr. Flexner, 
of the Rockefeller Institu te, New 
York, has been the principal investi
gator of the disease, and the rem ark
able record of his achievement will be 
found in this interesting article. “The 
investigations cost a very large 
amount of money and the loss of 
some animal life—about twenty-five 
m onkeys and a hundred guniea-pigs,” 
says the author. “The eventual sav
ing of human life is incalculable. In 
cidentally, the outcome will probably 
act as a check upon mischievous leg
islation grow ing out of the unintelii 
gent sentim entalities of those who 
would prevent animal experim enta
tion of all kinds.”

Edgar Allen Forbes.

Compound Sulphur Lotion.
Zinc sulphate .......................600 grs.
Sulphurated potash ...........600 grs.
Precipitated sulphur .........600 grs.
Glycerin .................................. 10 fl. drs.
Distilled w ater .....................  20 fl. ozs.

Rose water, to make . . . .  40 fl. ozs.
Dissolve the zinc in 10 fl. ounces of 

distilled w ater and filter. Dissolve the 
sulphurated potash in 10 fl. ounces of 
distilled w ater and filter. Mix the 
two solutions by slowly pouring the 
solution of zinc sulphate into the so
lution of sulphurated potash. T ritu r
ate the sulphur with the glycerin, 
then gradually add under constant tr i
turation the foregoing solution and 
sufficient rose w ater to make 40 fl. 
ounces.

Compound Capsicum Ointment.
Oleoresin of C apsicum .. 2 fl. drs.
Croton Oil .......................... 1  fl. dr.
Camphor (in pow der) . . .  240 grs.
Oil of T u rp e n tin e .............. 1 fl. oz.
Oil of Cajuput ..............  4 fl. drs.
Oil of Cloves ..................  2 fl. drs.
Oil of W intergreen (syn

thetic) ............................ 2 fl. drs.
Beeswax (y e l lo w ) .................. l  oz.
Soft Paraffin (y e l lo w )___16 ozs.
M elt the beeswax, add the soft 

paraffin, and continue the heat, if 
necessary, until the la tte r liquefies; 
then add rem aining ingredients, which 
have been previously mixed together; 
then strain  through muslin, and stir 
until it begins to congeal.

The Drug Market.
Opium—H as advanced.
Morphine—Is tending higher.
Quinine—Is steady.
Balsam Tolu—Is higher.
Balsam Peru—Is scarce and high.
Oil B ergam ot—H as advanced.
Norway Cod Liver Oil—Is ad

vancing.
Oil Spearm int—H as advanced.
M enthol—H as declined.
Oil Rose—Is higher.
Goldenseal Root—H as advanced.
Senega Root—H as advanced.
Carbolic Acid—Is tending higher.
Gum Camphor—Is tending lower.
Gum Asafoetida—Continues high.

Teething Powders.
1 .

Lactucarium  . . .  ........................  2 grs.
Charcoal .......................................  6 grs.
Magnesium carbonate ............... 12  grs.
Pepsin saccharated ..................  1 dr.

Mix and divide into twelve pow
ders.

2.
Mix 6 grains of mercury with chalk, 

with 24 grains each of heavy m agne
sium carbonate, rhubarb pow der and 
powdered sugar. Divide into twelve 
powders. Give one pow der to a child 
6 m onths old; half a pow der to  a 
younger child.

Health Department Tooth Powder.
The D epartm ent of H ealth  of the 

City of New York recently issued a 
card of instructions to parents regard 
ing the care of the m outh and teeth. 
Among o ther advice parents are told 
if the child’s teeth are decayed to take 
the child to a dentist at once. The 
teeth should be brushed after each 
meal, using a tooth brush and tooth 
powder. The following tooth  powder
is recom m ended:

Precipitated Chalk ............  2 ozs.
Pulverized Castile Soap .. y2 oz. 
Pulverized O rris R o o t ........  1 dr.

The best pill to take after a meal 
is a peal of laughter; good to-day and 
after.
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WHOLESALE URUQ PRICE CURRENT
Acldum

A cetlcum  .............  6 ® 8
Benzoicum , Q e r .. 70® 75
B oracie .................. ®  12
Carbolicum  . . . .  20® 24
C ltrlcum  ...............  45® 50
H ydrochlor .........  3®  5
N itrocum  .............  8® 10
O xalicum  . . . . . . .  14® 15
Phosphorlum , dll. ®  15
Salicyllcum  .........  44® 47
Sulpburlcum  . . . .  l f t ®  5
Tannlcum  .............  75® 85
T artaricum  .........  38® 40

A m m onia
Aqua, 18 deg. . . .  4®  6
Aqua, 20 deg. . . .  6® 8
Carbonas .............  13® 16
Chloridum  . . . . . .  12® 14

A niline
B lack  ..................... 2 00® 2 25
Brow n .................... 80@1 00
Red ..........................  45® 50
T ellow  ....................2 50®3 00

B aceae
Cubebae ...............  70® 75
Junipers ................ 6® 8
X anth oxylum  . . . 1  00® 1 10

B alsam um
Copaiba .................. 60® 65
P eru ...................... 2 25® 2 40
Terabin, C a n a d .. 70® 80 
Tolu tan  ...............  45® 60

C ortex
A bies, C a n ad ian .. 18
C assiae .................. 20
C inchona F la v a  18
B uonym us a t r o . . 60
M yrica C e r lfera .. 20
Prunus V lrgin l . .  15
Q uillaia, gr’d. . . .  15
S assa fras , po 30 26
U lm u s .................... 20

Extra ctum
GRycyrrhiza, Gla. 24® 30 
G lycyrrhiza, po .. 28® 30
H aem atox  ...........  11® 12
H aem atox , Is  . . .  13® 14
H aem atox , f t s  . .  14® 15
H aem atox , f t s  . .  16® 17

Ferru
C arbonate Precip. 15
C itrate and Quina 2 00 
C itrate  Soluble . .  55
Ferrocyanldum  9  40
Solut. Chloride . . . .  15
Su lphate, com ’l 2
Sulphate, com ’l, by

bbl., per cw t. 70
Sulphate, pure . .  7

Flora
A rnica  .................... 20® 25
A n th em ls .............  60® 60
M atricaria ...........  30® 35

Folia
B arosm a .............  1 75@2 00
C assia  A cutlfol,

T ln n evelly  . .  15® 20 
C assia, A cutlfo l 25® 30 
Sa lv ia  officinalis,

f t s  and f t s  •• 18® 20 
U v a  U rsi .............  8 ® 10

Gummi
A cacia , 1st pkd. @ 65
A cacia , 2nd pkd. ®  45
A cacia , 3rd pkd. ®  35
A cacia , s ifted  s ts . ®  18
A cacia, po ...........  45® 65
A loe, Barb ...........  22® 25
Aloe, Cape ...........  @ 25
Aloe, Socotr» ___  ®  45
A m m oniac ........... 65® 60
A safoetid a  ......... 1 75® 2 Ou
Benzoinum  ...........  50®  55
C atechu, I s  .........  ®  13
C atechu, f t s  -----  @ 14
C atechu, f t s  . . . .  ®  16
Cam phorae ......... 59® 64
Euphorbium  . . . .  ®  40
G albanum  ...........  @1 00
G am boge . .  p o . . l  25®1 35 
G auciacum  po 35 ®  35
K i n o .........po 45c ®  45
M astic .................... ®  75
Myrrh . . . .  po 50 ®  45
Opium .................  6 35 @6 45
Shellac .................  45® 55
Sh ellac, bleached 60® 65 
T ragacanth  ......... 90®1 00

Herba
A bsinth ium  . . . .  4 50®7 00
Ehipatorium oz pk 20
L obelia  . . . . o z  pk 20
M ajorlum  . .oz  pk 28
Men tra  Pip. oz pk 23
M entra V er oz pk 25
R ue ...........  oz pk 39
T anacetum  . . V . .  22
T hym u s V  oz pk 25

M agnesia
Calcinod, P a t. . .  55®  60 
C arbornate, P a t. 18® 20 
Carbonate, K -M . 18® 2‘> 
C arbonate ...........  18®  20

Oleum
A bsinth ium  . . . .  7 60®8 00 
A m ygdalae D ulc. 75® 85 
A m ygdalae, A m a 8 00 8 25
A n isi .................... 1 90^ 2 no
A uranti C ortex 3 10®3 20
B ergam li ..............6i 25®5 50
CaJiputi ................. 85@ 90
C aryophilli ___  1 35® 1 40
Cedar .................... 85® 90
C henopadil ............4 50®5 00
Cinnam oni ...........1 75®1 85
Conlum M ae . . . .  80® 90
CUronelia , , , , . ,  80® 79

Copaiba ................ 1 75@1 85
Cubebae .............  4 00® 4 10
E rigeron ................2 35® 2  50
E vech th ito s  ..........1 00®  1 10
G aultheria ............4 80® 5 00
G eranium  . . . .  oz  75
G ossippil Sem  ga l 70® 75
H edeom a ..............2 50® 2 75
Jun lpera ................ 40@1 20
L aven dula  ...........  90@3 60
L im ons ...............  1 70® 1 80
M entha P iper . .2 75@3 00 
M entha V erid . .3  80®4 00 
M orrhuae, gal. . .2  00®2 75
M yrlcia ..................3 00@3 50
O live ........................ 1 00 @3 00
P ic ls  L iquida . . .  10® 12
P ic ls  L iquida gal. @ 40
R lc in a  .................... 94@1 00
R osae o z ............. 11 50® 12 00
R osm arin i .........  @1 00
Sabina .................... 90@1 00
San ta l .................... @4 50
S assa fras  .............  90@1 00
Sinapis, ess . o z . . .  ®  65
Su ccin i .................... 40® 45
T hym e .................... 40® 60
T hym e, opt............ @1 60
T heobrom as ___  15® 20
T iglil ........................ 1 05@1 15

P otassium
B i-C arb ...............  15® 18
B ichrom ate .........  13® 15
B rom ide ...............  30® 35
Carb ........................  12® 15
Chiorate . . . .  po. 12® 14
C yanide ................ 30® 40
Iodide .................  2 25@2 30
P otassa , B itart pr 30® 32 
P o ta ss  N itras  opt 7®  10 
P o ta ss  N itra s  . . . .  6®  8
P ru ssia te  .............  23® 26
Sulphate po . . . .  15® 18

R adix
A conitum  .............  20® 25
A lth ae .................... 30® 35
A nchusa : .............  10® 12
Arum  po ...............  ®  25
C alam us ...............  20® 40
G entiana po 1 5 .. 12® lo
G lychrrhiza pv 15 16® 18
H ellebore, A lba . 12® 15
H yd rastis , Canada @4 50 
H yd rastis , Can. po @4 50
Inula, po ...............  20® 25
Ipecac, po ............2 25®2 35
Iris plox  ...............  35® 40
Ialapa, pr................ 70® 75
M aranta, Vis . . . .  @ 35
Podophyllum  po 15® 18
R hei ........................  75® 1 00
R hei, cu t ..............1 00 @1 25
R hei, p v ................. 75® 1 00
Sanguinari, po 18 ®  15
Scillae , po 45 . . .  20® 25
S en eg a  .................. 85® 90
Serpentaria  ......... 50® 55
Sm ilax , M.............. ' ®  30
Sm ilax, offi’s  H . . ®  48
Sp igella  .................. 1 45 ® 1 50
Sym plocarpus . . .  ®  25
V aleriana E n g  . .  @ 2 5
V aleriana, Ger. 15® 20
Zingiber a  ...........  12® 16
Zingiber j ...........  25® 28

Sem en
A nisum  po 22 . .  @ 1 8
A pium  (gravel’s ) 13® 15
Bird, I s  ...............  4®  6
C annabis Ssativa 7®  8
Cardam on ...........  70® 90
Carui po 15 .........  12® 15
Chenopodium  . . .  25® 30
Coriandrum  ......... 12® 14
Cydonium  ............. 75@1 00
D ipterix  O dorate 4 00 @4 25
Foenicu lum  .........  @ 30
Foenugreek, po . 7®  9
Lini ........................  6®  8
Lini, grd. bbl. 5% 6® 8
Lobelia ...............  75® 80
P h arlaris  C ana’n 9®  10
R apa ........................ 5®  6
Sin ap is A lba . . . .  8®  10
S in ap is N igra  . . .  9® 10

Spiritus
Frum enti W . D. 2 00@2 50
F rum en ti ...........  1 25@1 50
Jun ipers Co........... 1 75@3 50
Junipers Co O T 1 65@2 00 
Saccharum  N  E  1 90@2 10 
Spt V ini Galli . .1  75@6 50
Vini A lba ..............1 25®2 00
Vini Oporto . . . . 1  25®2 00 

Sponges
E xtra  yellow  sh eep s’ 

wool carriage . .  @1 25
F lorida sh eep s’ w ool

carriage ......... 3 00@3 50
G rass sh eep s’ wool

carriage ...........  @1 25
H ard, s la te  u se  @1 00 
N a ssa u  sh eep s’ wool

carriage ...........  3 50@3 75
V elv et ex tra  sh eep s’

wool carriage . .  @ 2 00
T ellow  R eef, for

s la te  u se  .........  @1 40
Syrups

A ca cia  .................... @ 50
A uranti Cortex @ 50
F erri lod .............  @ 50
Ipecac .....................  ®  60
R hei Arom  ...........  @ 50
Sm ilax  Offl’s  . . .  5 0 0  60
S en eg a  .................... @ 50

Scillae  .................... @ so
S cillae  Co................ @ 5o
T olutan .................. @ 50
Prun us v irg ...........  @ 50
Z ingiber ...............  @ 50

T inctures
A loes ...................... 60
A loes & M yrrh .. 60
A nconitum  N a p ’s F  50
A nconitum  N ap ’sR  60
A rnica  .................... 50
A safoetid a  ...........  50
A trope B elladonn a 60
A uranti C ortex . .  50
Barosmp, .............  50
B en zoin  ...............  80
B enzoin  Co............ 50
C antharides . . . .  75
C apsicum  .............  50
C ardam on ...........  75
Cardam on Co. . .  75
C assia  A cutlfo l . .  50
C assia  A cutlfo l Co 50
C astor .................... 1 0 0
C atechu .................... 50
C inchona .................. 50
C inchona Co. . . .  60
C olum bia .............  50
Cubebae ...............  50
D ig ita lis  ................ 50
E rgot ......................  50
F erri Chloridum  35
G entian .................. 50
G entian Co.............  60
G uiaca .................... 50
G uiaca am m on . .  60
H yoscyam u s . . . .  60
Iodine ....................  75
Iodine, co lorless 75
K ino ........................ 50
L obelia  .................. 50
M yrrh .................... 50
N u x  V om ica . . . .  50
Opil .........................  1 60
Opil, cam phorated 1 00 
Opil, deodorized 2 00
Q uassia  .................. 50

' R h atan y  ................ 50
R hei ........................  60
S an gu in aria  . . . .  50
Serpentaria  .........  50
Strom onium  . . . .  60
T olutan .................. 60
V alerian  ...............  50
V eratrum  V erlde 50
Zingiber ................ 60

M iscellaneous
A ether, Sp ts N it 3f 30® 35 
A ether, Sp ts N it 4f 34® 38 
A lum en, grd po 7 3®  4
A nnatto  ...............  40® 50
A ntim oni, po . . .  4®  5
A ntim oni e t po T  40® 50
A ntifebrin ...........  ® 20
A ntipyrin  .............  @ 25
A rgen ti N itras  oz ®  62
A rsenicum  .............  10® 12
B alm  Gilead buds 60® 65 
B ism uth  S* N  . . . 2  20@2 30 
Calcium  Chlor, I s  @ 9
Salcium  Chlor, f t s  ®  10
Calcium  Chlor, f t s  ®  12 
C antharides, R us. ®  90 
C apsici F ru c’s  a f  ®  20 
C apsici F ru c’s  po ®  22 
Cap’i F ruc’s B  po @ 1 5  
C arm ine, N o. 40 @4 25
C arphyllus ...........  20® 25
C assia  F ru ctu s . @ 3 5
C ataceum  .............  @ 36
C entrarla .............  @ 10
Cera A lba ...........  50® 55
Cera F lava  .........  40® 42
Crocus .................... 45® 50
Chloroform  .........  34® 54
Chloral H yd C rss 1 25® 1 45 
Chloro’m  Squibbs @ 90
Chondrus ...........  20® 25
C inchonid’e Germ 38® 48 
C inchonidine P -W  38® 48
C ocaine ...............  3 05®3 25
Corks lis t, le ss  70%
C reosotum  ...........  @ 45
C reta . . . .  bbl. 75 ®  2
Creta, prep............  @ 5
Creta, precip. . .  9®  11
Creta, R ubra . . .  ®  8
Cudbear .................  @ 24
Cupri Sulph. . . .  3®  10
D extr in e  ...............  7®  10
E m ery, all N os. ®  8
E m ery, po..............  @ 6
E rgota  . . p o  1 80 1 40®1 50 
E th er  Sulph . . . .  35® 40
F lake W h ite  ___  12® 15
G alla ........................ @ 30
Gam bler ...............  3®  9
G elatin , Cooper @ 60 
G elatin , F rench 35® 60 
G lassw are, lit boo 75% 
L ess  than box 70%
Glue, brow n . . . .  11® 13
Glue, w h ite  .........  16® 25
G lycerina .............  26® 35
Grana P aradisi @ 25
H um ulus ...............  35® 60
H ydrarg A m m o’l @1 25 
H ydrarg C h . . M t  ® 1 10 
H ydrarg Ch Cor @1 10 
H ydrarg Ox R u’m @1 20 
H ydrarg U ngue’m 45® 50 
H ydrargyrum  . . . .  ®  85
Ichthyobolla, Am. 90® 1 00
Indigo .................... 75®1 00
Iodine, R esubi . .3  00@3 25 
Iodoform  . . . . . .  3 90® 4 00
Liquor A rsen  e t  

H ydrarg lod. 0  36
Liq. P o ta ss  Arsin'* 10® 12

Lupulin ................  @1 50
Lycopodium  . . . .  80® 90
M acis ...................... 65® 70
M agnesia, Sulph. 3®  6
M agnesia, Sulph. bbl @ 1% 
M annia 9. F . . . .  75® 85
M enthol ...............  5 25@5 60
M orphia, SP& W  4 05®4 15
M orphia, SNYQ  4 05®4 15
M orphia, M ai. . .4  05@4 15
M oschus Canton @ 40 
M yrlstica, N o. X 25® 40 
N u x  V om ica po 15 ®  10
Os Sepia  ................ 30® 35
P epsin  Saac, H  ft

P  D  Co. . . . .  @ l 00
P ic is  Liq N  N  ft

ga l. doz................  @2 00
P ic is  L iq q ts  . .  @1 00
P ic ls  Liq p in ts . .  @ 6 0
Pil H ydrarg po 80 @
Piper A lba po 35 @ 80
Piper N igra  po 22 @ 13
P ix  B urgum  . . . .  10® 12 
Plum b! A cet . . . .  12® 15
P ulvis Ip’cut Opil 1 S0@1 60 
P yrenthrum , bxs. H  

& P  D  Co. doz @ 75 
P yrenthrum , pv 20®  25
Q uassiae ...........  8®  10
Quina, N . T ...........  17® 27
Quina, S. Ger........... 17® 27
Quina, S P  ft W  17® 27

R ubia T inctorum 12® 14
Saccharum  L a’z 18® 20
Salacin  ............... 4 50@4 75
Sanguja D rac’s . . 40® 50
Sapo, G ................. ® 15
Sapo, M ............... 10® 12
Sapo, W  ............... 15® 18
Seld lltz M ixture 27® 30
Sinapls ................. 18
Sinapis, opt........... Q 30
Snufr, M accaboy, 

D e V oes ........... @ 64
Snuff, STh D eV o’s  @ 54
Soda, B oras ___ 5 ft@ 10
Soda, Boras, po . • 5 f t l 10
Soda e t P o t’s  T art 27® 30
Soda, Carb ..........l f t ®  2
Soda, B i-C arb . .  3® 5
Soda, A sh .........  3 ft®  4
9oda, Su lphas . .  ® 2
Spts. C ologne . . .  ® 3 00
Spts. E th er Co. 50® 55
Spts. M yrcia . . . .  <3 2 50
Spts. V ini R ect bbl @ 
Spts. V i’i R ect f t  b @ 
9pts. V i’i R ’t 10 g l @ 
Spts. V i’i R ’t  5 g l @ 
Strychn ia  C rys’l 1 10® 1 30 
Sulphur, Roll . , .2 ft@  5
Sulphur Subl. . .  2 ft®  6
T am arinds ...........  8 ® 10
T erebenth  V en ice 40® 60 
T hebrrom iae . . . .  45® 48

V anilla  ...............  9 00@10 90
Zinci Sulph . . . .  7® 16

Oils
bbl. gaL

Lard, ex tra  . . . .  90@1 00 
Lard, N o. 1 . . . .  85® 90 
Linseed, pure r'w 92 .-1 09@1 15
Linseed, boiled 93.........1 10@1 16
N e a t’s-fo o t, w  s tr  65® 70 
T urpentine, bbL . .  079ft 
T urpentine, le ss  . .  0  Is  
W hale, w inter . . . 7 0 ®  76 

P ain ts
bbl. L.

Green, P aris  ......... :
G reen, Pen insu lar
Lead, red ............. 7
Lead, w h ite  . . . .  7 
Ochre, yel B er 1ft 
Ochre, yel M ars 1ft 
P u tty , com m ’l 2% 2 
P u tty , sti^t pr 2 ft 2 
Red V enetian  1 ft  
Shaker P rep’d . .1 : 
V erm illion, Eng.
V erm illion P rim e

A m erican ...........  13® 15
W h itin g  G ilders’ @ 95 
W h it’g  P aris  A m ’r @ 1 25 
W h it’g  P aris E ng.

cliff ...................... @1 40
W hiting, w h ite  S’n @ 

V arnishes
E xtra  Turp . . . . 1  60@1 70 
N o. 1 Turp Coach 1 10@1 20

Our N ew  Home
Corner Oakes and Commerce

Only 300 feet from Union Depot

We have now in stock a complete line of all the 50 cent 
Popular Copyright Books for the Summer and Fall 
trade. We would be pleased to mail you printed list.
Hazeltine & Perkins Drug Co. Grand Rapids, Mich.

They Will EAT 
More and BUY 
More Groceries 

I n s te a d  o f Coffee

If you sell them

COCOA

a n d  T e a
You may make more a t first on tea and coffee, but you w ant your 

customers to have good appetites. The answer is Lowney's 
Cocoa, It is appetising, wholesome and strengthening.
Your Lowney's Cocoa customers will be your best cus
tomers.

IT ’S UP T O  YOU
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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, arc 
liable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

ADVANCED DECLINED
Fine Cut Tobacco 
Rolled Oats 
Cheese 
Hams
Barrel Pork 
Lard

Index to Markets
By M iufflii

Col

A m m onia ............................ A
Axle G rease .....................  1

B
Baked B eans ...................  1
Bath Brick ........................ 1
B luing ..................................  *
Broom s ................................  1
B rushes ..............................  1
B utter Color ...................... 1

Candles ................................  1
Canned Goods ...............  1-2
Canned M eats .................... 1
Carbon Oils .....................  2
Catsup ..................    *
Cereals ................................  2
Cheese ..................................  2
Chew ing Gum .................  3
Chicory ................................  3
Chocolate ............................ 3
Cider, S w eet .....................  3
C lothes L ines ...................  3
Cocoanut ............................ 3
Coffee ....................................  2
C o n fe c tio n s .......................... 4
Crackers ..............................  4
Cream T a r t a r .................... 6

Dried F ru its .....................  6

F arin aceous Goods . . . .  6
F ish in g  T ack le .................  6
Flavoring E xtracts . . . .  6
Flour ....................................  7
Fresh  F ish  .......................... 7
F ruit J a r s ............................ 7

G elatine ..............   7
Grain B ags ........................ 7
Grains ..................................  7

H erbs ....................................  8
H ides and P e lts  ...............  8
H orse R adish ...................  8

Jelly ........................................  8
Jelly  G lasses ...................  8

M aplelne .............................. 8
M ince M eats ...................  8
M olasses .............................. 8
M ustard ................................  8

N
N uts ......................................  4

O lives

P ipes ......................................  8
P ick les .............................  8
P lay in g  Cards ....................  8
P otash  .............................  8
P rovisions ............................ 8

Rice
K

9

Salad D ressing ...............  9
Saleratus .............................. 9
Sal Soda .............................. 9
S a lt ........................................  9
Salt F ish  .............................. 9
Seeds ......................................  9
Shoe B la c k in g ...................  10
Snuff ....................................  10
Soap ......................................  14
Soda ......................................  10
Soda ......................................  10
S p ices ....................................  io
S tarch  ..................................  10
Syrups ..................................  10

T
T able Sau ces .....................  io
T ea  ........................................  10
T obacco ................................  10
T w ine ....................................  11

ARCTIC AMMONIA
Doz.

12 oz. ovals 2 doz. box 75
AXLE GREASE 

Frazer’s
lib . wood boxes, 4 doz. 3 00 
ltb . tin boxes, 3 doz. 2 35 
3%Tb. tin  boxes, 2 doz. 4 25 
JOtb. pails, per doz . . . 6 00 
151b. pails, per doz. . .7  20 
25!b. pails, per doz. . .1 2  00

BAKED BEANS 
B eu te l’s  M ichigan Brand  

Baked Pork and B ean s  
N o. 1, cans, per doz. . .  45
No. 2, cans, per doz. 75
N o. 3 cans, per doz. 85
lib . can. per doz..........  90
2!b. can, per doz........... 1 40
3tb. can, per doz........... 1 80

BATH BRICK
E nglish  ..............................  95

BLUING
Saw yer’s  Pepper B ox

Per Gross 
No. 3, 3 doz. wood bxs 4 0\j 
N o. 5, 3 doz. wood bxs 7 00 
Saw yer C rystal B ag  

Blue ..............................  4 00
BROOMS

No. 1 Carpet 4 sew  . .4  00 
No. 2 Carpet 4 sew  . .3  75 
N o. 3 Carpet 3 sew  . .3  50 
No. 4 Carpet 3 sew  . .  3 25
Parlor Gem .................... 4 50
Common W hisk  ............1 10
F an cy W hisk  .................. 1 35
W arehouse ...................... 4 50

BRUSHES
Scrub

Solid Back, 8 in ............... 75

90

Solid B ack, 11 in.
Pointed E nds ____

Stove
No. 3 ........................
No. 2 .................................1 25
N o. 1 ..................................1 75

Shoe
N o. 8 ..................................1 00
No. 7 ..................................1 30
N o. 4 .1 70

M u sta rd , 1Tb............V
V inegar .........................

W
W ick in g  .......................

. . . .  11 M u sta rd . 2!b . . . .
Soused. l%Tb..............
Soused. 2Tb..................

___ H T om ato . 1Tb ...........
W ooden w are ...............___ 11 Tom ato. 2Tb.................
W rapping Paper ___

Y
Y east Cake ................. .

. . . .  12 

___ 12

Mushrooms
H ote ls  ...................
B uttons, %s . . . .  
B uttons, I s  .........

@
@
@

No. 3 .................................. 1 90
BU TTER  COLOR 

Dandelion, 25c s ize  . . . 2  00 
C A N D LES

Paraffine, 6s .................. g
Paraffine, 12s ................ 8%
W icking .......................  20

C A NN ED  GOODS 
Apples

31b. Standards . .  @1 00
Gallon .................. 3 20 @3 50

Blackberries
2 lb. ...................... 1 50@1 90
Standards gallon s @5 00 

Beans
Baked ...................  85@1 30
Red K idney ...........  85@95
String ...................  70 @1 15
W ax .......................  75@1 25

Blueberries
Standard .....................  1 30
Gallon ............................ 6 50

Clams
L ittle N eck , l ib . 1 00@1 25 
Little N eck. 2!b. @1 50

Clam Bouillon
B urnham ’s  % p t.............2 25
B urnham ’s p ts ................... 3 75
Burnham 's qts. .

Cherries 
Corn

Fair .......................
Good ...........
F an cy ___

French Peas  
M onbadon (N atural)

per doz..........................2 45
Gooseberries

No. 10 .................................6 00
H om iny

Standard .......................... 85
C AN N ED  M EATS 

Lobster
%Tb........................................... 2 40
l ib ............................................. 4 25
P icn ic  Tails .................... 2 75

Mackerel

1 50

50

. 90@1 00

.1 00@1 10 
@1 45

O ysters
Cove, ltb ................. bk/« on
Cove, 2Ib.................! l  l l g l  ?5

Plum s
Plum s ......... 1 00@2 60
xt ,  f e a r s  in  Syrup  
wo. 3 cans, per doz. . . l  25 
, ,  P eas
^ r . v 0WTfa t ...........  95@1 25Early June ......... 95@1 25
E arly June sifted  1 15@1 80 

P eaches
£ ' e  .................  90@1 25
n o . io  s ize  can p ie @3 00 
„  . • P ineappleg r a te d  ................... i  85@2 50
S1,ced ...................... 95 @2 40
_, . Pumpkin
Good .....................  S
F an cy  ......................* x 0n
Gallon ..................... .. g 50

Raspberries
Standard .............  @

Salm on
£ °} ,a  v5iver» 43118 -----2 30C o la  R iver, f l a t s ...........2 40

.........1 75® 1 85P ink  A lask a  ----- 1 30@ i 40
^  Sardines
D om estic, %s ............... 3 60
D om estic. 14 M us...........3 50
D om estic, % Mus. @ 7
French, 14s .................  7@14
French. %s ................ 18@23

Shrim ps
Dunbar, 1st, d o z .............l  36
Dunbar, l% s, d o z ............2 35

SuccotashF air  ............................  gg
Good .......................  1 00
t a n c y ................... 1 25@1 40

Straw berries
Standard ....................
F an cy ......................*

T om atoes
Go?«1 ...................... 1 05@1 15
F a ir  ........................ 1 oo@l 05
F a n cy  ...................  @1 40
N o- 1(1 ...................  @3 25

CARBON OILS  
Barrels

P erfection  .............  @ 9
D. S. G asoline . .  @13
G as M achine . . . .  @20
D eodor’d N ap ’a  @12
Cylinder .............  29 @34%
E ngine ...............  16 @22
Black, w inter . .  S%@10 

CA TSU P
Colum bia, 25 p ts ............4 15
Snider's p in ts . . . ..........2 35
Siuder's % p in ts ......... 1 35

CEREALS  
B reakfast Foods 

B ear Food P ettijo b n s 1 95 
Cream o f W h eat 36 21b 4 5u 
E gg-O -S ee , 36 pkgs. 2 85 
P o st T oasties  T No. 2

24 pk gs......................... 2 80
P ost T oasties  T N o. 3

36 pk gs......................... 2 80
A petiao B iscu it, 24 pk 3 00

IS p k gs......................... 1 95
Grape N uts. 2 doz. . .2  70 
M alta V ita, 36 ltb . . . . 2  85 
M apl-F lake, 24 l ib . . .2  70 
Pillsb ury’s  V itos, 3 dz. 4 25 
R alston H ealth Food

36 21b............................. 4 50
Saxon W heat Food, 24

Pkgs................................ 3 00
Shred W h eat B iscuit,

36 pk gs......................... 3 60
K ellogg’s T oasted  Corn 

Flakes, 36 pk gs in cs 2 80
Vigor, 36 pk gs.................. 2 75
V oigt C om  F lak es . . . . 4  60 
W ashington  Crisps

36 pk gs......................... 2 80
Rolled Oats

Rolled A vena, bbls . .5  60 
Steel Cut, 100 lb. sk s  2 75
M onarch, bbls................... 5 30
M onarch, 90 lb. sack s 2 50 
Quaker, 18 R egular . . 1  38 
Quaker, 20 F am ily  . . . 3  90 

Cracked W heat
Bulk ................................  314
24 21b. pk gs........................ 2 50

CHE ES E
A c m e . ...................... @1414
B loom ingdale . . .  @14
B rick ...................... @14%
Carson C ity . . . .  @14%
H opkins .................  @12%
le id e n  ...................  @15
L im b u rg e r .............  @14%
Pineapple .............40 @60 ‘
R iverside ...............  @14%
Sap .Sago  .............  @20
Sw iss, dom estic  @13
W a r n e r .................... @14%

CHEWI NG GUM
A dam s P ep sin  ........      55
A m erican  F la g  Spruce 55
B eam an ’s  P ep sin  .........  55
B es t  P ep sin  ...................... 45
B est P ep sin , 5 boxes 55
B lack  Jack  ......................  65
L argest Gum (w h ite ) 55
O. K. P ep sin  .................  65
R ed Robin ........................  55
Sen Sen ............................  55
Sen Sen B rea th  P erf. 1 00
Spearm int ........................  55
Spearm int, ja rs  5 bxs 2 75
Y ucatan ............................  55
Zeno ..................................... 55

CHICORY
B ulk ....................................  5
Red ....................................... 7
E agle  ..............    5
F ran ck ’s  ............................  7
Schener’s  ..........................  6
Red Standards ................ l  60
W h ite  ..............................  1 60

CHOCOLATE  
W alter B aker & Co.'s

G erm an’s S w eet ...........  22
Prem ium  ............................  31
C aracas ..............................  31

W alter M. L ow ney Co.
Prem ium , %s ...............  30
Prem ium , %s .................  30

CIDER,  SW E E T  
“M organ’s ”

R egular barrel 50 ga l 10 00 
Trade barrel, 28 g a ls  5 50 
% Trade barrel, 14 ga l 3 50
Boiled, per g a l.................. 60
Hard, per g a l....................  25

CLO TH ES LINES
_ per doz.
N o. 40 T w isted  C otton 95 
N o. 50 T w isted  C otton 1 30 
N o. 60 T w isted  Cotton 1 60 
N o 80 T w isted  C otton 2 00 
N o. 50 Braided C otton 1 00 
No. 60 Braided Cotton 1 25 
N o. 60 Braided Cotton 1 85 
N o. 80 Braided C otton 2 25
N o. 50 Sash Cord _____ 1 60
N o. 60 Sash  Cord . . . . 1  90
N o. 60 Ju te  .................... 80
N o. 72 Ju te  ................. 1 00
N o. 60 S isa l .................... 85

G alvanized W ire  
No. 20, each  100ft. long 1 90 
No. 19, each 100ft long 2 10 

COCOA
B aker’s ..............................  37
C leveland ..........................  41
Colonial, %s ...................  35
Colonial, %s ...................  33
E pps ..................................... 42
H uyler ................................  45
L ow ney, %s ...................  36
L ow ney, %s ................... 36
L ow ney, %s ...................  36
L ow ney. Is  ..................... 40
Van H outen , %s .......... 12
V an H outen , %s .......... 20
Van H outen , %s .......... 40
Van H outen , Is  ............ 72
W ebb ..................................  33
W ilber, %s ........................ 33
W ilber, %s ........................ 32

COCOANUT  
D unh am ’s per lb.

%s, 51b. case  ........... 29
V4s, 51b. case  .............  28
%s, 151b. ca se  . 27
%s. 15tb. case  . 26
Is, 15tb. c a s e ...............  25
%s & %s, 151b. case  26%
Scalloped G em s ......... 10
%s & %s, pa ils  .........  14%
Bulk, p a ils  .................... 13
Bulk, barrels .............  12

C O FFEES, ROASTED  
Rio

Common ........................  16
£ air. ................................... 16%
F an cy  ................................  18
Peaberry .............................19

Santo«
Common .............................17
F air  ....................................... i s
C hoice ..............................  i s
F an cy  ................................... 19
Peaberry ........................  19

M aracaibo
F air  ....................................... 19
Choice ................................. 20

M exican
Choice ................................. 19
F an cy  ................................... 21

G uatem ala
F a ir  ....................................... 20
F an cy  ................................... 22

Java
P riva te  G rowth ...24@ 29
M andling .................... 30@34
A ukola .........................29@31

Mocha
Short B ean  ............24@26
Long B ean  ................ 23@24
H. L. O. G................25 @27

Bogota
F air  ........................................20
F an cy  ................................... 22
E xch an ge  M arket. Steady  
Spot M arket, Strong  

Package
N ew  York B a sis

A rbuckle ........................ 21 50
Lion ................................  21 00

M cLaughlin’s  X X XX  
M cL aughlin’s X X X X  sold 

to reta ilers only. M ail all 
orders d irect to  W . F. 
M cLaughlin & Co.. C hica
go.

E xtract
H olland. % gro boxes 95
F elix , % gross ................ l  15
H um m el’s  foil, % gro. 85 
H um m el’s  tin , % gro. J 43

C O NFECTIO NS  
S tick  Candy Pail*

Standard ............................  8
Standard H  H  ................ 8
Standard T w ist .............  8 %

C ases
Jum bo, 32 lb......................... 8 %
E xtra  H  H  ...................... 10
B oston  Cream  ................13
B ig  stick , 30 lb. ca se  8% 

Mixed Candy
Grocers ............................... 6 %
C om petition .................... 7
Sp ecia l ................................  8
C onserve ............................  8
R oyal ................................... 13
R ibbon ..............................  l l
B roken ................................  8
Cut L oaf ..........................  8%
L eader ................................  8 %
K indergarten .................... 10
FTench Cream  .................. 9
Star ..................................... 11
H and M ade Cream  . . .  16 
Prem io Cream  m ixed 14 
P aris  Cream Bon B ons 10 

Fancy— in P ails
G ypsy H earts  .................. 14
Coco Bon B ons ..............14
F u dge Squares ................ 18
P ean u t Squares ..............11
Sugared P ean u ts  ..........11
Salted  P e a n u t s ................ 13
Starlight K is se s  ............11
L ozenges, p lain  ..............10
Cham pion C hocolate . .1 1  
E clip se  C hocolates . . . 14  
E urek a C hocolates . . . . 1 6  
Q uintette  C hocolates 14 
Cham pion Gum D rops 9
M oss D rops .......................10
Lem on Sours .................. 10
Im perials ...........................10
Ital. Cream Bon B on s 12
Golden W affles ................13
R ed R ose Gum D rops 9
A uto B ubbles .................. 13

Fancy— In 5tb. B oxes  
Old F ashioned M olas

se s  K isses 101b. bx. 1 30
O range Je llies  ...........  50
Lem on S o u r s ................ 60
Old F ash ion ed  H ore-

hound drops ........... • 60
Pepperm int D rops . .  60 
C ham pion Choc. D rops 65 
H . M. Choc. D rops 1 10 
H . M. Choc. LL and

Dark, N o. 12 ........... 1 10
B itter  S w eets, a s ’td  1 25 
B rilliant Gum s, Crys. 60 
A. A . L icorice D rops 90 
L ozenges, printed . . .  65
L ozenges, p lain  .........  60
Im peria ls ......................  60
M ottoes ..........................  65
Cream  B ar .................... 60
G. M. P ea n u t B ar . .  60 
H and M ade Crm s 80 @90
Cream  W a f e r s .............  65
S trin g  R ock .................. 60
W intergreen  B erries 60 
Old T im e A ssorted  2 75 
B u ster B row n Good 3 50 
U p -to -d a te  A sstm ’t  3 76 
Ten Strik e N o. 1 . . . . 6  50 
T en Strik e N o. 2 . . . . 6  00 
Ten Strike, Sum m er

assor tm en t ...........  6 75
Pop C om

C racker J a c k ............... 3 25
G iggles, 5c pkg. cs. 3 50
F an  Corn, 50's .........1 65
A zulik lt 100s ............... 3 25
Oh M y 100s ..................3 50

Cough Drops 
P u tnam  M enthal . . . . 1  00
Sm ith  B ros. ............... 1 25

N U TS—W hole  
A lm onds, T arragona 18 
A lm onds, D rake . . . .  15 
A lm onds, C alifornia

so ft sh e ll ....................
B razils  ......................  12@13
F ilberts  .................... 12@13
Cal. N o. 1 ......................
W alnu ts, so ft shell 18@19 
W alnuts, M arbot . . . .  17 
T able nuts, fa n cy  13% @14 
P ecan s, m edium  . . . .  13 
P ecans, ex. large . .  14 
P ecans, Jum bos . . . .  16 
H ickory N u ts , per bu.

Ohio, n ew  ....................
C ocoanuts ........................
C hestnuts, N ew  York

State , per bu............
Shelled

Spanish P ean u ts  @ 9
P ecan H a lves ___  @58
W alnu t H a lv es  . . . 45@48  
F ib lert M eats . . . .  @30
A licante A lm onds @42 
Jordan A lm onds . .  @47

P ean u ts
F an cy  H  P  Suns @ 7%

R oasted  ...........  @ 8 %
Choice raw. h . P. Ju m 

bo ..........................  @ 8 %
CRACKERS

N ation al B iscu it Com pany  
Brand  
B utter

N. B. C. Sq. bbl. 6 b x  6 %
Seym our, Rd. bbl. 6 b x  5%

Soda
N . B. C., boxes .......  5 %
Prem ium  ............................  7
S elect ..................................  8
S aratoga F lak es ......... 13
Z ephyrette ...................... 13

Oyster
N . B . C. Rd. b oxes . .  5%
Gem , boxes .................... 5 %
F a u st ..........    7%

S w eet Goods
A nim als ............................  j*
A pricot G em s ...............  j 2
A tla n tlc s  ................. "  * ’
A tlan tic , A ssorted  12 
A ven a  F ru it C akes ‘ ' 12 
Bri?Ue6 000X1 Ok* * « ’“  
Bum ble Bee* i i
C adets .................. * "
C artw h eels  A ssorted  ! .  8 
C hocolate D rops . .  1«

Cocoanut; Taffy*'¿47**  i f  
Cocoanut B ar ..77 10
C ocoanut D rops . .........i i

S B H L & l .i 'S S SCoffee C akes, I c e d ' 7  11 
C rum pets . . . .  S
D inner B iscu it !!* 7 ‘ * «

>
g o m in o  D o ts  . . .  4!
E ven tid e  F in g e r s ........... i i
F am ily  ̂  Cookies™  . . . . * "  1 g
F i f  A ssorted  . 7 .12trig N e w t o n s ___  i f
Fkwabei C akes .7" i f u

G ala Sugar C akes . .  «
G inger G em s ___  !
G inger G em s. Iced ’ 7 7  9 
Graham C rackers . ’ a
G inger Snaps F a m ily "  •  
G inger Snaps N . B . C * 7 
G inger S n aps N . B. C

Square . *.................. *
H ippodrom e B ar  . .  *is 
H oney Cake, N  R. C* 1* 
H oney  F in gers  W t  l e i  i f  
H oney Jum bles, Iced 1* 
H on ey  Jum bles, p lain  18 
H oney  F lake . . . .  j i . .  
H ousehold  C o o k ies '!!*  f *  
H ousehold  Cookies, Iced  •
Im perial .............  2
J ersey  L unch  a
Jonn le  ........................  ** 2
Jubilee M ixed . .  11
K ream  KUds .......... " ” ‘«Z
Laddie . . . . . 7 ! ! ! ! ! ! 7 *  » 
Lem on G em s . . ! . ! ! ! 7 ! l 0 
Lem on B iscu it Square* 8 
Lem on W afer  . . . . .  11
L em ona ...........   I
M ary A nn . . . . .  .7.7.* * ’ 8
M arshm allow  Coffee* ’ * 

C ake . . . . . . .  12%
M arshm allow  W a ln u ts  16
M edley P retze ls  ............10
M olasses C akes ...........  8
M olasses Cakes, Iced 9 
M olasses F ru it C ookies

Iced ..............................  11
M olasses Sandw ich  ! 7 i 2
M ottled Square .........  10
O atm eal C rackers . .  ’ 8
Orange G e m s .................. g
P en n y  A ssorted  . . . .  1
P ean u t G em s .............  9
P retzels, H and M d . . ’ 9 
P retze lette s, H an d  Md. 9 
P retze lettes. M ac. Md 8
R aisin  C ookies ..............‘.10
R evere, A ssorted  ..........14
R itten house F ru it

B iscu it .................... 10
R ube .............................. 7  * 8
S’calloped G em s . .  7 *7 '. 10 
Spiced Currant C akes 10 
Spiced G inger C akes . .  9 
Spiced  G inger C ks led  10
Sugar F ingers ................12
Sugar C akes .................... g
Sugar Crim p .................... 8
Sugar Squares, large

or sm all ........................ 9
Su ltana F ru it B iscu it 16 
Sunnyside Jum bles . . . . 1 0
Superba ..............................  g
Sponge L ady F ingers 25
Trium ph C akes .........  16
V anilla  W a fers  ..............16
W afer Jum bles ca n s ..1 8  
W averly  .............................10

in-er  Seal Goods 
. . .  _  Per doz.A lbert B iscu it ................1 00

A nim als ...............................1 00
A rrow root B iscu it ___ 1 00
B aron et B iscu it ............1 00
B rim m er’s  B u tter

W afers .............................1
Cam eo B iscu it ................ 1
C heese Sandw ich  ..........1
C hocolate W a f e r s ......... 1
Cocoanut D a in ties  . . . . 1
D inner B iscu its  ..............1
F au st O y s t e r .................... 1
F ig  N ew ton  .................... 1
F ive  O’clock  T ea  ..........1
F rotan a ...............................1
G inger Snaps, N . B . C. 1 
Graham Crackers, R ed

Isabel ...............................1
I em on Sn aps ................
M arshm allow  D a in ties  1 
O atm eal C rackers . . . . 1  
Old T im e S u gar Cook. 1
Oval Salt B i s c u i t ........... 1
O ysterettes ......................
P retze lettes, H d. Md. 1
R oyal T o a st .................... 1
Saltine B iscu it ................1
S aratoga F la k es  ............1

Social T ea B iscu it . . . . 1

S
S

S
SS

SSSSSS’SSSSS
SSSSSSs



A ugust 2, 1911 M I C H I G A N  T R A D E S M A N 45

Soda C rackers N . B. C. 1 00 
Stoda C rackers S e lec t 1 Oo 
S. S. B u tter  C rackers 1 50
U needa B iscu it .............  50
U needa J in jer  W ayfer  1 00 
U needa L unch B iscu it 50
V anilla  W afers ..............1 00
W ater T hin  B iscu it . .  1 00 
Zu Zu G inger Snaps . .  50
Z w ieback ...........................1 00
In Special T in P ack ages.

P er  doz.
F estin o  ............................... 2 50
N abisco , 25c .................... 2 50
N abisco , 10c .................... 1 00
C ham pagne w a fe r  . . . 2  50 

P er  tin  in  bulk
Sorbetto .............................1 00
N ab isco  ...............................1 75
F estin o  ............................... 1 50
B en t’s  W ater C rackers 1 40 

CREAM TA RTA R  
B arrels or drum s . . . .  33
B oxes  ................................... 34
Square ca n s .................... 36
F an cy  caddies ................ 41

DRIED F R U i T S  
A pples

Sundried ....................
E v a p o r a te d .............. 12 @13

A pricots
C alifornia ...............  14 @16

Citron
C orsican ...............  @15

Currants
Im p’d 1 lb . pkg. @10
Im ported bulk @ 9%

P ea ch es
M uirs—C hoice, 25 lb. b x  9% 
M uirs—F an cy , 25 lb. b. 11 
M uirs—F an cy , 50 lb. b. 10% 

P eel
Lem on A m erican  . . .  13
O range A m erican . .  13

R aisins
C onnosiar C luster . . .  .3 25
D essert C luster ............. 4 00
L oose M u scatels  s  Cr » 
L oose M u scatels  4 Cr 7 
L. M. Seeded 1 lb. 8 %@ 9 

C alifornia Prunes  
L. M. Seeded, bulk . . 7 %  
S u ltanas, B leach ed  . . . 12  
100-125 251b. b o x e s . .@11% 

90-100 251b. b o x e s . .@12 
80- 90 251b. b o x e s ..@12% 
70- 80 251b. b o x e s . .@13 
60- 70 251b. b o x e s . .@13% 
50- 60 251b. b o x e s . .@14 
40- 50 251b. b o x e s . .@14% 

%c le ss  in  501b. ca ses  
FA R IN A CEO U S GOODS 

B eans
D ried  L im a ...................... 8
Med. H and  P ick ed  . . . . 2  45
B row n H olland .............2 85

Farina
25 1 lb . pack ages . . . .  1 50
B ulk, per 100 lbs........... 4 00

O riginal Holland Rusk  
P acked 12 rolls to  conta in er  
3 con ta in ers (36) rolls 2 85 
5 con ta in ers (60 rolls) 4 75 

H om iny
Pearl, 100 lb. sa ck  . . . . 1  75 
M accaroni and V erm icelli 
D om estic . 10 lb . b o x . .  60 
Im ported. 25 lb. box . .2  50 

Pearl Barley
C hester ............................  4 25
E m pire ...............................4 7b

P eas
Green, W iscon sin , bu.
Green, Scotch , bu............2 90
Split, lb ................................. 04

S age
E a st India ........................ 5
G erm an, sack s ............... 6
G erm an, broken pkg. . .  

T apioca
F lake, 100 lb. sa ck s  . .  6 
P earl, 130 lb . sa ck s . .  5
P earl, 36 p k g s .....................2 25
M inute, 36 pkgs. ............2 75

FISHING TACK LE
% to  1 in. ......................
1% to  2 In........................

. . .  6

. . .  7
1% to  2 in ........................ . . .  9
1% to  2 in .......................... . . . 1 1
2 in ........................................ . . . 15
8 in.  ................................... . . . 2 0

Cotton L ines
N o. 1, 10 fe e t  ............... . . . 5
N o. 2, 15 fee t ............... . . .  7
N o. 3, 16 fe e t  ............... . . .  9
N o. 4, 15 fe e t ............... . . . 1 0
N o. 6 , 15 fe e t  ............... . . . 1 1
N o. 6, 15 fee t ............. . . . 1-
N o. 7, 15 fe e t  ............... . . . 15
N o. 8, 15 f e e t ............... . . . 18
N o. 9, 15 fe e t  ............. . . .2 0

Linen L ines
Sm all ................................ . . . 2 0
M edium  ............................ . .  .26
L arge ................................ . . .34

Poles
Bamboo, 14 ft., p e r doz. 55 
Bamboo, 16 f t., per doz. 60 
Bamboo, 18 f t., per doz. 80 
FLAVORING EXTRACTS 

Foote A  Jen k s 
Coleman Vanilla

No. 2 size ....................14 00
No. 4 size ......................24 00
No. 3 size ......................36 00
No. 8 size ......................48 00

Colem an '±  i  rp. Lemon
No. 2 size ........................9 60
No. 4 size ......................18 00
No. 3 size ...................... 21 00
No. 8 size ...................... 3« 00

Jax o n  M exican V anilla
1 os. oval ...................... 15 00
2 os. oval ...................... 28 20
4 os. f l a t .......................K  20
a m . f la t ....................IN N

Jaxon  Terp. Lem on
1 oz. oval ........................ 10 jo
2 oz. oval ........................16 8u
4 oz. fla t ........................¿3 00
•> •/. U »l •,.! ....

Jen n in gs (D . C. Brand) 
T erpeneless E x ra ct Lem on  
N o. 2 P an el, per doz. 75 
N o. 4 P an el, per doz. 1 au 
N o. 6 P an el, per doz. 2 uu 
No. 3 T aper, per doz. 1 5u 
2 oz. F u ll M easure doz. 1 25 
4 oz. F u ll M easure doz. 2 40 

Jen n in gs (D . C. Brand) 
E x tr a c t  V anilla  

N o. 2 P an el, per doz. 1 25 
N o. 4 P an el, per doz. 2 00 
N o. 6 P an el, per doz. 3 50 
N o. 3 T aper, per doz. 2 00
1 oz. F u ll M easure doz. ou
2 oz. F u ll M easure doz. 2 oo 
4 oz. F u ll M easure doz. 4 ou 
N o. 2 P a n el assorted  i uu

Crescen* Mfg. Co. 
M apl-.:-v3

2 oz. per doz..................... 3 Ot
M ichigan Maple Syrup Co.

K iilkaska Brand  
M aple, 2 oz., per doz . . . 2  26 

FRUI T JA R S. 
M ason, p ts, per gro. . .4  85 
M ason, qts. per gro. . .5  20 
M ason, % gal, per gro. 7 60 
M ason, can  tops, gro. 1 65 

GEL AT I NE
C ox’s, 1 doz. large  . . . . 1  75 
C ox’s, 1 doz sm all . . . l  ou 
K nox’s  Sparkling, doz. 1 25 
K n ox’s  Sparkling, gr. 14 00
N elso n ’s  ............................ l  5o
K n ox’s  A cidu’d. doz. . .1 25
O xford ................................. 75
P lym ou th  R ock Phoe. 1 25 
P lym ou th  R ock, P la in  90 

GRAIN BAGS 
A m oskeag, 100 in bale 19 
A m oskeag, le ss  th an  bl i»% 

GRAIN A N D  FLOUR  
W heat

Red ...................................  85
W hite  ............................... 84

W inter W h eat Flour 
L ocal B rands

P a ten ts  ..................   5 00
Second P a ten ts  ...........  4 80
S tra igh t ............................  4 40
Second S t r a ig h t ........... 4 00
Clear ................................. 3 70

Flour in  barrels, 25c per 
barrel additional.

Lem on & W heeler Co. 
B ig  W onder %s c lo th  4 30 
B ig  W onder %s cloth  4 30 
W orden Grocer Co.’s  Brand
Q uaker paper ................4 30
Quaker, c lo th  .................. 4 40

W y k es A  Co.
E clip se  ............................  4 40

Lem on A  W heeler Co. 
W h ite  Star, %s c lo th  5 40 
W h ite  S tar, %s c lo th  5 30 
W h ite  Star, %s cloth  5 20 

W orden G rocer Co. 
A m erican  E agle , % cl 5 40 
Grand R apids G rain A  

Milling  Co. B rands  
P u rity , P a ten t . . . . . . .  4 80
Seal o f  M in n e s o ta ......... 5 60
W izard F lour ...............  4 40
W izard G raham  ............4 40
W izard Gran. M eal . .3  40 
W izard B u ck w h eat . .  6 00
R ye ..................................... 4 40

Spring W heat Flour  
R oy B aker’s  Brand  

Golden H orn, fam ily  5 25 
G olden H orn, bakers 5 15
W iscon sin  R ye ..............4 65
Judson G rocer Co.’s  Brand
C eresota, %s .................... 6 20
C eresota, %s .................... 6 10
C eresota, %s .................... 5 90
Lem on A  W heeler’s  Brand
W ingold, %s .................... 5 80
W ingold, %s .................... 5 70
W ingold, %s .................... 5 60
W orden Grocer Co.’s  Brand
Laurel, %s cloth  ............5 85
Laurel, %s c l o t h ........... 5 75
Laurel, % & %s paper 5 65
Laurel, %s cloth  ............5 65
V oigt M illing Co.’s  Brand
V oigt’s  C rescent ............4 90
V oigt’s  F lou ro igt ..........4 90
V oigt’s  H ygien ic

G raham  .................... 5 00
V oig t’s  R oyal .................. 5 30

W yk es & Co.
S leepy E ye, %s d o t h . . 5 55 
S leepy  E y e , %s c lo th . .6 45 
Sleepy E y e , %s c lo t h . .5 36 
S leepy  E y e , %s paper 5 35 
S leep y  E ye, %s paper 5 35 
W a tson -H igg in s  M illing Co.
P erfection  F lour ............4 50
Tip Top Clour ................ 4 10
Golden Sheaf Clour . .3  80 
M arshall’s  B e s t  F lour 6 50 
P erfection  B u ck w h eat 3 00 
T ip Top B u ck w h eat 2 80 
B adger D airy  F eed  24 00 
A lfa lfa  H orse  F eed  26 00
K afir Corn .......................1 35
H oy le  Scratch  F eed . .1  45 

Meal
B olted  ............................... 3 20
Golden G ranulated . . . 3  40 
St. Car F eed  screen ed  24 00 
N o. 1 Corn and  O ats 24 00
Corn, cracked ................23 00
Corn M eal, coarse . . 23 00 
W in ter  W h ea t B ran 27 00* 
B uffalo G luten F eed  30 00 

D airy F eeds  
W y k es  A  Co.

O P  L inseed  M eal . .86 00 
O P  L axo-C ake-M eal 88 60

C ottonseed M eal . . . .  29 00
U luteu F eed ..................26 00
u rew ers  G ram s ..........25 00
H am m ond D airy  F eed  23 60
»vlfail» Aieai ..................2b 00

O ats
M iciiigan carlo ts  . . . .  38 
■t-ess th an  carlo ts  . .  40 

Corn
C arlots ..........................  57
L ess th an  carlo ts  . .  59

H ay
C arlots .............................. 21 00
L ess than carlo ts  . .  23 00 

H E R B S
Sage ........................ ...........  i s
Uops ..................................... 15
Laurel L eaves ...............  15
s t im a  L eaves ..........    2o

HI DES  A N D  P E L T S  
H ides

Green, N o. 1 .................... 10
Green, N o. 2 .................... 9
Cured, N o . 1 .................... n %
Cured, N o. 2 .................... 10%
C alfskin , green , N o. 1 13 
C alfskin , green , N o. 2 11% 
C alfskin , cured N o. 1 14 
C alfskin , cured N o. 2 T2% 

P elts
o iu  W ool .............  @ 30
L am bs .................... 25 @ 50
Sh earlin gs ...........  15 @ 35

Tallow
N o. 1 ......................  @ 5
N o. 2 ........................  @ 4

W ool
U nw ashed, m ed. @ 18 
U nw ashed, fine @ 13 

H ORSE RADISH
Per doz.................................  90

JE LL Y
51b. pails, per doz. . . 2 2 j  

151b. p a ils, per pail . .  50 
301b. pails, per pail . . .  90

J E LL Y  G L A SSE S  
% pt. in  bbls, per doz 15 
% pt. in  bbls., per doz. . .1 6  
8 oz. capped in  bbls,

per doz..................................20
MAPLEI NE

2 oz. bottles, per doz. 3 00 
MINCE MEAT

P er ca se  .............................2 85
M OLASSES  

N ew  O rleans
F a n cy  Open K ettle  . .  42
C h o ic e .....................   35
Good ..........................................22
F a ir  .......................................  20

H a lf barrels 2c extra  
M USTARD

% lb. 6 lb . b o x .............  18
O LIVES

Bulk, 1 ga l. k eg s  1 10 @1 20 
B ulk, 2 ga l. k eg s  95@1 10 
B ulk, 5 gal. k eg s  90@1 05
Stuffed, 5 oz........................ 90
Stuffed, 8 oz ......................... l  35
Stuffed, 14 oz....................... 2 25
P itte d  (n ot stu ffed )

14 oz............................... 2 25
M anzanilla, 8 oz. ...........  90
L unch, 10 oz. .................. 1 35
Lunch, 16 oz. .................. 2 25
Q ueen, M am m oth, 19

oz.......................................8  75
Q ueen, M am m oth, 28

oz.......................................5 25
O live Chow, 2 doz. cs,

per doz. .................... 2 25
P IC K L ES

B eu tel's  B ottled  P ick les
8 oz., per doz.................... 90

10 oz., per doz.................. 95
16 oz., per doz...................1 45
24 oz., p er doz....................1 90
32 oz., per doz. ................2 35

Medium
B arrels, 1,200 count . .7  75 
H alf bbls., 600 count 4 50
5 ga llon  k e g s ..................2 25

Sm all
B arrels ................................. 9 04
H a lf barrels .................... 5 25
5 ga llon  k e g s .................... 1 90

G herkins
B arrels ............................... 11 00
H a lf barrels .................... 5 00
6 ga llon  k eg s  .................. 2 75

S w eet Sm all
B arrels ...............................13 50
H a lf barrels .................... 7 50
5 gallon  k e g s .................... 3 00

P I PE S
Clay, N o. 216, per box 1 75 
Clay, T. D ., fu ll count 60
Cob ....................................... 90

PLAYING  CARDS  
N o. 90 S team boat . . . .  85
N o. 15, R ival, a ssorted  1 75 
N o. 20, R over, en am ’d 2 00
N o. 572, Sp ecia l ............1 75
No. 98 Golf, sa tin  fln. 2 00
No. 808 B icycle  ............2 00
Nn MI Tm irn’t w h ist 2 25 

PO TASH
B ab b itt’s  .............................4 00

PROVISIONS  
Barreled Pork

Clear B ack  ...................... 17 00
Short Cut .........................16 00
Short C ut C lear ..........15 75
B ean  ..............................  13 00
B risket, Clear ...........  23 00
P ig  ..................................  23 00
Clear F am ily  ............. 26 00

Dry S a lt M eats
6  P  B ellies  ........................14

Lard
P u re in tierces  ..9% @ 10  
Com pound lard . . 8%@ 9 
80 lb . t u b s . . .  .ad van ce  % 
60 lb. tu b s . . . .a d v a n c e  % 
50 lb . t in s  . . . .a d v a n c e  % 
20 lb . p a ils  . ..a d v a n c e  % 
I t  lb . p a lls  . . .a d v a n c e  %

5 lb. pa ils  . . .a d v a n c e  1 
8 tb. pails . . .a d v a n c e  1 

Sm oked M eats 
H am s, 12 @. av. 15%@16 
H am s, 14 lb. av. 15 @15% 
H am s, 16 lb. av. 15% @16 
H am s. 18 lb. av . 14 @14% 
Skinned H am s . .16 @16% 
H am , dried beef se ts  . . 18  
California H am s 9% @10 
P icn ic  Boiled H am s . .15
Roiled H am s ..........24@24'..
Berlin H am , press'd  9@ o
M inced H am  ..................10
B acon .................. 14%@15

S au sages
B ologna ..........................  7%
Liver ...................... 7%@ 8
Frankfort .................  8 @ 8 %
Pork ................................... l i
Veal ................................... i i
T ongue ..............................  i i
H ead ch eese .................... 9

B eef
B oneless ..........................14 00
Rum p, new  ....................i t 00

P ig ’s  F eet
% bbls................................... 95
% bbls., 40 tbs.................1 90
% bbls....................................4 00
1 bbl........................................8 00

Tripe
K its. 15 lb s ........................  90
% bbls., 40 lb s................ 1 60
% bbls., 80 lb s ..................3 00

C asings
H ogs, per tb......................  35
B eef, rounds, s e t  .........  17
B eef, m iddles, s e t  . . . .  65 
Sheep, per bundle . . . .  80

Uncolored B utterlne
Solid dairy ............10 @12
C ountry R olls ..........11@18

Canned M eats
Corned beef, 2 lb ........... 3 50
Corned beef, 1 lb ........... 1 85
R o a st beef, 2 lb ................3 50
R oast beef, 1 lb ................1 86
P otted  H am , %s ...........  60
P otted  H am , %s . . . .  90 
D eviled  H am , %s . . . .  50
D eviled H am , % s .........  90
P otted  tongue, %s . . . .  50 
P otted  tongue, %s . . . .  90

RICE
F an cy  ...................... 6 @ 6 %
Japan  S ty le  . . . .  4%iy, a ‘/z
B roken .................... 2 3 %

SA L A D  DRESSI NG
Colum bia, % p i n t .........2 26
Colum bia, 1 p in t ............4 00
D urkee's, large, 1 doz. 4 50 
D urkee’s, sm all, 2 doz. 6 25 
Snider's, large, 1 doz. 2 35 
Snider's, sm all, 2 doz. 1 35 

SA L E R A T U S  
P acked  6u lbs. in  box. 

Arm  and H am m er . .3 00 
W yandotte, 100 %s . . . 3  00 

SA L  SODA
G ranulated, bbls..............  80
G ranulated, 100 lbs. cs. 90 
G ranulated, 36 pkgs. . .1  20 

SA LT
Com m on Grades

100 3 lb. sa ck s ................2 40
60 5 lb. s a c k s ................2 25
28 10% tb. sa ck s . . . . 2  10
56 lb. sa ck s .................... 32
28 lb. sack s .................... 17

W arsaw
56 lb. dairy in drill bags 40 
28 lb. dairy in drill bags 20 

Solar Rock
66 lb. sack s ...................... 24

Common
G ranulated, fine .............  95
M edium, fine .....................l  00

SA LT FISH  
Cod

L arge w hole . . . .  @ 7%
Sm all, w hole  . . . .  @ 7
Strips or bricks 7%@10%
P ollock  .................... @ 6

H alibut
Strip s ................................  15
C hunks ............................  16

Holland Herring  
Y. M. wh. hoop, bbls. 11 00 
Y. M. wh. hoop, %bbl. 6 00 
Y. M. w h. hoops, k eg s  75 
Y. M. w h. hoop M ilchers

k egs ........................  86
Q ueen, bb ls..........................10 50
Queen, % bbls....................6 75
Queen, .kegs .................... 66

T rout
N o. 1, 100 lb s ...................7 60
N o. 1, 40 lb s .....................3 25
N o. 1, 10 lbs. .................. 90
N o. 1, 8 lb s ........................  76

Mackerel
M ess, 100 lb s ....................16 60
M ess, 40 lb s ....................... 7 00
M ess, 10 Tbs........................1 85
M ess, 8 lb s .......................... 1 50
N o. 1, 100 lb s ..................15 50
No. 1, 40 lb s ........................6 60
No. 1, 10 lb s ........................1 70
N o. 1, 8 lb s .......................... 1 40

W hitefish
100 lb s ..................................... 9 75
50 lb s ..................................... 5 25
10 lb s ..................................... 1 12

8 lb s ...................................  92
100 tbs..................................... 4 65
40 lb s ..................................... 2 10
10 lb s ...................................  75

8 lb s ...................................  65
SE E D S

A n ise  ....................................  10
Canary, Sm yrna ...........  4%
C araw ay ............................ 10
Cardam om , M alabar 1 00 
Celery ............. ..................  16

H em p. R ussian  ...............  4%
M ixed Bird .....................  4
M ustard, w hite  .............  10
Poppy ................................... 9
R ape ..................................... 6

SHOE BLACKING  
H andy Box, large 3 dz 2 50 
H andy B ox, sm all . . . . 1  25 
B ixby's R oyal P olish 85 
M iller's Crown Polish  85

S N U F F
Scotch, in  bladders ..........37
M accaboy, in jars ............35
F rench Rappie in jars . .  43 

SODA
B oxes ................................... 5%
K egs, E n g lish  .................. 4%

SPIC E S  
W hole Sp ices

A llspice, Jam aica  ..........13
A llsp ice, large Garden 11
Cloves, Z anzibar ............20
C assia, Canton ................ 14
C assia, 5c pkg. doz.........25
Ginger, A frican  ................ 9%
Ginger, Cochin ................14%
M ace, P en an g  ................70
M ixed, N o. 1 .................. 16%
M ixed, No. 2 ............ . . . . 1 0
M ixed, 5c pkgs. d o z ...4 5
N u tm egs, 76-30 ..............30
N u tm egs, 105-110 ..........20
Pepper, B lack  ................ 14
Pepper, W h ite  ................ 25
Pepper, C ayenne . . . . . . 2 2
Paprika, H ungarian  . .  

Pure Ground In Bulk
A llspice, Jam aica  ___ . .1 2
C loves, Zanzibar . . . . . .23
C assia, C anton ........... . .12
G inger, A frican ........... .12
M ace, P en an g  ............. . .76
Niitme«rs 75-80 ......... . . 26
Pepper, B lack ............. . 11%
Pepper, W h ite  ............. .18
Pepper, C ayenne ____ ..16
Paprika, H ungarian . .45

STARCH
Corn

K ingsford, 40 lbs. . . . .  7%
M uzzy, 20 lib . pkgs. ,. .  5 #
M uzzy, 40 lib . pkgs. . .5

Gloss
K lngsford

Shveet M ist, % g r .......... 5 70
S w eet Burley, 24 lb. c s  4 90
T iger, % gross  ............... 6 00
T iger, 5c tin s  ............... 5 50
U ncle D aniel, 1 tb........... 60
U ncle D aniel, 1 o z ..........5 22

Plug
Am. N avy , 15 oz............ 28
Drum m ond, N at Leaf,

2 & 5 lb........................ 60
Drum m ond N at. Leaf

per doz.........................  95
B attle  A x ........................  37
Bracer ................................  37
B ig Four ........................  31
Boot Jack  ........................  go
Bullion, 16 oz....................  46
C lim ax Golden T w ins . 48
D a y s W ork ...................  37
Derby ................................... 28
5 Bros...........................  63
Gilt E dge ........................  60
Gold Rope, 7 to  tb........... 58
Gold Rope, 14 to tb. . .  58
G. O. P , ............................  36
G ranger T w ist ...............  46
G. T. W ...............................  37
H orse Shoe ..............   43
H oney D ip T w ist . . . .  45
Jolly  Tar ..........................  40
J, T ., 8 oz......................... 36
K eystone T w ist ...........  46
K ism et ............    48
N obby Spun Roll .........  58
Parrot ................................. 28
P eachey ...................  40
P icn ic  T w ist .................... 45
Piper H eidsick  . . . . . . . .  69
Redlcut, 1% oz................  38
Red Lion ..........................  30
Sherry Cobbler, 10 oz. 26
Spear H ead, 12 oz........... 44
Spear H ead, 14% oz. . .  44
¿■'near H ead. 7 oz ...........  47
Square D eal .................... 28
S tar  ..................................... 43
Standard N avy  .............  34
T en P enn y ........................  31
Tow n Talk 14 oz...........  30
Y ankee Girl .................... 37

Sm oking
S w eet C o r e .......................14
F lat C a r ............................. 32
W arpath . . .  ¿4

Silver G loss, 40 lib s . 7% Bam boo, 16 oz
Silver G loss, 16 3 lbs. 6% 1 X L. 61b. 27
Silver Gloss, 12 61b s. 8 % 1 X  L, I l  os pftüx 31

Muzzy H oney Dew 40
48 l ib . packages 5 Gold Block 4U
16 51b. packages 47» Flagm an ....................... .40
12 61b. packages 6 Chips ................. .33
601b. boxes ......... 2 % Kiln Dried ................. .21

SYRUP8
Com

B arrels ..............................  25
H a lf barrels .................... 28
201b. ca n s  % dz. In cs. 1 65 
101b. cans, % dz. In cs. 1 60 

51b. cans, 2 doz. in cs. 1 70 
2% lb. cans, 2 dz. in cs. 1 75 

P ure  Cane
Fair ..............................
Good .....................................20
C hoice ..............................  25
M ichigan M aple Syrup Co. 

B rand
K alkaska, p er doz..........3 25

TA BLE SAUCES
H alford, large ............... 3 75
H alford, sm all ...............2 25

TEA 
Jap an

Sundried, m edium  . .24@26  
Sundried, choice  
Sundried, fan cy

D uke’s  M ixture ............40
Duke’s  Cameo .............. 43
Myrtl* N avv . ..44
Yum Yum, 5c per gro  6 86 
Yum Yum 10c per gro  11  60 
Yum, Yum, lib . pails 39

1 70 Cream ....................'  . . . . .38
1 75 Corn Cake. 2% o s ___. .26

Corn Cake, l ib ............ .21
16 Plow Boy, 1% o s___ .19
20 Plow Boy 3% oz___ .39
25 Peerless, 8% o s ............. -8a
Co. Peerless. 1% o s ............. .39

▲lr Brake ....................... .26
3 25 Cant H ook ..................... .30

Country Club ............. 82-1
3 75 Forex X X X I ............. .10
2 25 Good Indian ............... . .24

Self Binder, 16os. sos. 20-1
Silver Foam  ................... .24

.. .30@33
•36@40

Regular, m edium  . . . . 24@26
R egular, Choice ___ 30® 33
Regular, fan cy  ..........36@40
B ask et-fired  m edium  30 
B ask et-fired  choice  35@37 
B ask et-fired , fan cy  40v -3
N ib s ........... %...............  28@32
S iftin gs  ........................  10@12
F an nings ...................... 14@15

G unpowder
M oyune, m edium  ...........  28
M oyune, choice .............  32
M oyune, fa n cy  ........... 40® 45
P ln gsu ey , m edium  . .25@28
P ingsu ey , choice ...........  30
P in gsu ey , fan cy  . . . , 40@45  

Young H yson
Choice ................................  3(
F an cy  ..........................  40@5C

Oolong
Form osa, fan cy  ..........45@60
Form osa, m edium  ............ 25
Form osa, choice ................32

English Breakfast
M edium  ............................  26
Choice 30@35

40@60
India

1, choice ........., ,30@35

TOBACCO
Fine Cut

. . . 1  46Blot
H iaw ath a , 16 oz...............  60
H iaw ath a , 1 oz ...........  56
N o L im it, 8 oz....................1 72
N o L im it, 16 oz................3 40
Ojibwa, 16 oz....................  40
O jibwa, 5c p k g .................1 85
Ojibwa. 5c ...................... 47
P eto sk ey  C hief, 7 oz. . .  1 90 
P eto sk ey  C hief, 14 oz. 3 80
Sterlin g  Dark. 5 c ...........5 76
S w eet Cuba, 5 c ................5 70
Sw eet Cuba, 10c ......... i t  io
Sweet Cuba, 16 oz. t in s  5 00 
S w eet Cuba, 16 oz. fo il 4 50 
S w eet Cuba, 16 oz. b x s  4 80
S w eet Cuba, % lb ...........2 25
S w eet Burley. 6c ..........6 76

Sw eet M arie ....................32
Royal Sm oke .................. 42

TW IN E
Cotton, 3 p ly ............    26
Cotton, 4 ply .................. 26
Jute, 2 p ly  ...................... 14
H em p, 6 p ly .................. 13
Flax, m edium  ...............  24
W ool, 1 lb. bales ___  8

VINEGAR
H igh land  apple cider 22 
Oakland apple cider . .17  
R obertson’s  Compound 13%
R obinson’s  C id e r ........... 16
S ta te  Seal s u g a r ........... 13
40 grain  pure w h ite  ..1 0  

B arrels free.
WICKING

No. 0 per g r o s s ............30
N o. 1 per gross ............40
N o. 2 per gross ............60
No. 3 per gross ............76

WOODENWARE
B ask ets

B u s h e ls .................................1 00
B ushels, w ide band . .1  16
M arket ................................  40
Splint, large ........... 3 60
Splint, m edium  ..............3 00
Splint, sm all .................... 2 75
W illow , C lothes, large 8 25 
W illow , C lothes, sm all 6 25 
W illow, C lothes, m e’m  7 25 

B utter P la tes
W ire End or Ovals.
% lb., 250 in crate . .........30
% lb., 250 in crate . .........30
1 lb., 250 in crate  . .........30
2 lb., 250 in crate  . .........35
3 lb ., 250 in crate  . .........40
5 lb., 250 in crate  . .........50

Churns
Barrel, 5 gal., each . . . 2  40
Barrel, 10 ga l., each . .2  55

Clothes P ins
Round H ead.
4 inch. 5 gross  ......... .........45
4 % Inch, 5 grosz . . .........60
C artons. 20 2% doz. bxs. 55

Egg Crates and Fillers 
Humpty Dumpty, 12 dz. 26
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Special Price Current
12 13 14

No. 1 com plete ...............  40
No. 2 com plete .............  28
Case N o. 2 fillers, 15

se ts  ................................  1 85
Case, m edium , 12 se ts  1 15 

Faucets
Cork, lined, 8 in ............... 70
Cork, lined, 9 in ...............  80
Cork lined, 10 in ............... 90

Mop Sticks
Trojan spring ...............  90
E clipse paten t spring 85
No. 1 com m on ...............  80
No. 2 pat. brusli holder 85
Ideal N o. 7 ........................ 85
121b. cotton  mop heads 1 45 

Pails
2- hoop Standard .2 00
3-  hoop Standard .2 35
2 - w ire Cable ..2 10
Cedar all red brass . . .  1 25
3 - w ire Cable ..2 30
Paper E ureka ..................2 25
Fibre ................................  2 70

Toothpicks
Birch, 100 packages . .2  00
Ideal ................................  85

Traps
M ouse, wood, 2 holes 22
M ouse, wood, 4 holes 45
M ouse, wood, 6 holes 70
M ouse, tin , 5 holes . . . .  65
Hat, wood ........................ 80
Hat, s p r in g ........................ 75

Tubs
2u-in. Standard, No. 1 7 50 
ls -n i.  Standard, N o. 2 6 5u 
16-in. Standard, No. 3 5 50
ZU-in. Cable, N o. 1 . . . . 8  Ou 
18-iu. Cable, N o. 2 . . . . 7  00 
16-in. Cable, N o. 3 . . . . 6  00
No. 1 Fibre .................... 10 25
No. 2 Fibre ......................9 Z5
No. 3, Fibre .................... 8 Zo

W ashboards
Bronze Globe ..................2 50
D ew ey .............................. 1 75
Double A cm e ..................3 75
Single A cm e ....................3 15
Double P eerless ..............3 75
Sin gle  P eerless ..............3 25
Northern Queen ............3 25
Double Duplex ................3 00
Good Duck ........................ 2 75
U niversal ........................ 3 00

W indow C leaners
12 in ........................................1 65
14 in .........................................1 85
16 in ...................................... 2 30

Wood Bow ls
13 in. B utter ..................... 1 60
15 in. B utter  ..................... 2 25
17 in. B utter  ..................... 4 15
19 in. B utter  ....................6 10
Assorted, 13-15-17 . . . . 3  00 
Assorted, 15-17-19 . . . . 4  25

WRAPP I NG P A P ER
Common Straw  ...........  2
Fibre M anila, w hite . .  3 
Fibre, M anila, colored 4
N o. 1 M anila .................... 4
Cream M a n i la ....................3
B utchers' M anila .......... 2%
W ax B utter, short c ’n t 13 
W ax B utter, fu ll count 20 
W ax B utter, rolls . . . . 1 9

YEAST CAKE
M agic, 3 doz...................... 1 15
Sunlight, 3 doz..................1 00
Sunlight, 1% doz............ 50
Y east Foam , 3 doz. . . . 1  15 
Y east Cream, 3 doz. . .1  00 
Y east Foam , 1% doz. . .  58

AXLE GREASE

Mica, tin  boxes . .75 9 00 
Paragon .................  55 6 00

BAKING POWDER 
Royal

10c  s ize  90 
Vi fb. can s 1 85 
6oz. cans 1 90 
Vfclb. cans 2 54 
%lb. cans 8 75 
lib . can s 4 80 
31b. can s 13 00 
51b. cans 21 50

CIGARS
Johnson Cigar Co.’s  Brand

S. C. W „ 1,000 lots ___ 31
El P ortan a .......................... 33
E ven ing P ress .................... 32
Exem plar ...............................32
W orden Grocer Co. Brand  

Ben H ur
P erfection  .............................35
Perfection E xtras ............35
Bondres .................................65
Bond res Grand ..................35
Standard ...............................35
Puritanos ...............................35
P an atellas, F in as ..............35
P an atellas. Bock ................35
Jockey Club .........................35

COCOANUT
Baker’s  B razil Shredded

10 5c pkgs., per ca se  2 60 
86 10c pkgs., per ca se  2 60 
16 10c and 38 5c pkgs., 

per ca se  ................... 2 60

COFFEE
Roasted

D w inell-W rij,^» Co.'s B ’ds

W hite  H ouse, l ib ....................
W h ite  H ouse, 21b....................
E xcelsior, B lend, l ib . .........
E xcelsior, Blend, 21b.............
Tip Top, B lend, l ib ...............
R oyal B lend ............................
R oyal H igh Grade ...............
Superior B lend ......................
Boston C om bination ...........

D istributed  by Judson  
Grocer Co., Grand R apids; 
Lee & Cady, D etroit; S y 
m ons Bros. & Co., S a g i
naw ; Brown, D avis & 
W arner, Jackson; Gods- 
mark. Durand & Co., B a t
tle  Creek; F ielbach Co.. 
Toledo.

Sm all size , doz............... 40
Large size , doz...............76

SAFES

stock  by th e Tradesm an  
Company. T h irty-five  s izes  
and s ty les  on hand a t  all 
tim es—tw ice  a s m any sa fes  
a s  are carried by an y  other  
house in th e S tate . If you 
are unable to  v is it  Grand 
R apids and inspect the  
lin e personally, w rite  for 
quotations.

SOAP
B eaver Soap Co.'s Brand

100 cakes, large s ize  . . 6 5 0
50 cakes, large s i z e . . 3 25

100 cakes, sm all s iz e ..8 85
50 cakes, sm all s i z e .. 1 95

Gowans & Sons Brand.

Sin gle  b oxes ....................8 20
F ive  box l o t s .................... 8 15
T en  b ox  lo ts  ....................3 10
T w en ty -five  box lo ts  . .8  00 

J. S. K irk & Co.
A m erican F am ily  ......... 4 00
D usky D iam ond 50 8 oz 2 80 
D usky D'nd 100 6 oz 3 80 
Jap R ose, 50 bars . . . . 3  60
Savon Im perial ..............3 00
W hite R ussian  ..............3 60
Dom e, oval bars ........... 3 00
S atinet, oval .................... 2 70
Snowberry, 100 cak es 4 00

L autz Bros. & Co. 
Acm e, 30 bars, 75 lbs. 4 00 
A cm e, 25 bars, 75 lbs. 4 00 
A cm e, 25 bars, 70 lbs. 3 80
A cm e, 100 cak es ............3 25
B ig  M aster, 72 b locks 2 85
Germ an M ottled ........... 3 50
Germ an M ottled, d oxs 3 45 
Germ an M ottled, 10 bx 3 40 
German M ottled, 25 b x  3 35 
M arseilles, 100 cak es . . 6  00 
M arseilles, 100 ck s 5c 4 00 
M arseilles, 100 ck  to ll 4 00 
M arseilles, %bx to ilet 2 10 

H en ry  P a s s o lt

A tlas s o a p .........................8 25
Proctor & Gam ble Co.

L enox .................................3 25
Ivory, 6 oz.............................4 00
Ivory, 10 oz......................... 6 75
Star .......................................3 85

T radesm an Co.'s Brand

Black H aw k, one box 2 50 
B lack H aw k, five bxs 2 40 
B lack H aw k, ten  bxs 2 26 

A. B. W risley
Good Cheer ...........T.. .4 00
Old Country ................. .3 40

Soap Pow ders 
Snow  Boy, 24s fam ily

s ize  ............................ 3 76
Snow Boy, 60 5c ......... .2 40
Snow Boy, 30 lOe . . . .2 40
Gold D ust, 24 large . .4 50
Gold D ust, 100-5c ___ .4 00
K irkollne, 24 41b........... 3 80
P earline .......................... .3 75
Soapine ............................ .4 10
B abbitt’s  1776 ............. .3 75
R oseine ............................ .3 50
Arm our’s  ........................ .3 70
W isdom  ............................ .3 80

Soap Compounds
Johnson s  F ine ............. .6 10
John son’s  XXX ......... .4 26
N in e  O’clock ................. .3 SO
R ub-N o-M ore ............... .8 86

Scouring
Enoch M organ 's Sons 

Sapolio, g ross lo ts . . . . 9  00 
Sapolio, h a lf gro. lo ts 4 60 
Sapolio, single boxes 2 26
Sapolio, h and  ................ 2 26
Sscourlne M anufacturing  Co 
Scourine, 60 cakes . . . . 1  80 
Scourine, 100 cakes . . .8  60

Sunday Creek Coal Company 
Buys Twenty-four McCaskeys

■HE SUNDAY CREEK COAL COMPANY, of Columbus. Ohio, has 
just ordered eighteen more McCaskey Account Register Systems, after 
giving a most severe trial to six McCaskeys purchased some months 

ago and after an open competitive test in which the so-called “accounting 
systems” essayed to prove their superiority.

In all. The Sunday Creek Coal Company has bought tw enty-four McCas
key Systems for its tw enty-four stores. No other method of handling ac
counts is used.

The same reason why The Sunday Creek Coal Company bought only

should move you when you consider the installation of a one w riting method 
of handling your accounts of goods, money, labor—anything. W hether you 
have one store or fifty, one hundred accounts or ten thousand. The McCas
key System will take care of every detail of your business just as it does for 
more than seventy thousand m erchants in all lines of bussiness in all parts 
of the country.

This is w hat the McCaskey System will do for you;
It will cut out your useless kookkeeping, copying and post

ing from one book to another, and from book to billhead and 
statem ent.

It will prevent your forgetting to charge an account and in 
th is way alone it will pay for itself several times in the first 
year it is in your store.

It prevents errors and the disputes w ith customers tha t 
follow.

It collects money faster than any human agency, because 
every sale slip is a reminder to the customer of the money 
due you.

I t automatically limits the credit of those you wish to get 
a credit limit on.

I t enables you to prove your loss to the penny if your 
store burns.

The McCaskey System keeps every account posted and totaled to the 
minute. I t ends all book work, night work, worry and trouble over accounts.

The McCaskey System furnishes each customer w ith an itemized bill 
after each purchase and the total of his account to date—all footed up. The 
installation of The McCaskey System will speak more loudly for you to your 
trade than anything you can say or do, th a t you w ant your customers to 
"Always know what they owe.”

Every day you delay in installing the McCaskey System means a loss of 
dollars and trade to you. W rite today for free informadion. W e’ll be glad 
to send you testimonial letters from m erchants you know, in your own state, 
county and city.

It is cheaper to own a McCaskey than to do w ithout one. A ct n o w  w rite 
before you forget it.

The McCaskey Register Company
. ALLIANCE, OHIO

A gencies in aU Principal Cities
T h e  Largest Manufacturers o f Carbon Coated Sales B ooks in the W orld
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Advertisements inserted under this head foi two cents a werd the hist insertion and one cent a word for 'each 
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B U S IN E S S  C H A N C E S .

For Sale—Two large nickle window display 
fixtures with arms and holders. Eighteen small 
nickle display fixtures. One dozen splendid shirt 
racks all in perfect condition. Lighting plant for 
80 foot store. Cheap. Clapp Clothing Co.. Grand
Rapids.__________________________________ 563

F or R ent—Corner brick store. F irs t-  
c la ss  location  for drug or dry goods store. 
A ddress No. 560, care T radesm an. 560 

F or Sale—T w o -sto ry  brick block. Store  
below , w ith  m odern room s above. Corner 
lo t 55x141, w ith  d w ellin g  in  rear, w ith in  
three blocks of U nion D epot. F irs t-c la s s  
location  for w areh ouse or lig h t m an ufac
turing, a s it  has 20 ft .  a lley  and sid in g  
in  rear. A ddress N o. 561, care T rad es-
m an._________ _________________________ 561

For Sale—Cigar, tob acco and pipe store. 
Good location . Good reason for selling . 
A. V . G ropsey, V icksburg, M ich. 559

H ave party  w ho w ill exch an ge  tw o  
w ell located  hou ses in  Grand R apids for  
a  good stock  of groceries. Chas. Stew art, 
26 Canal S t., C itz. phone 9368. 558

W anted—T o buy a  good second -hand  
A m erican  or M cC askey cred it register , 
300 account. A ddress H . C. W itte ,
Granton, W is.________________________556

Grocery sto ck  for sa le, located  in  c ity  
of 12,000, s tore  building can be ren ted  or 
w ill se ll th e property. A ddress N o. 555,
care T radesm an.______________  555

F or Sale— S tock  of gen era l merchandise^  
fine b u sin ess, f ir s t-c la ss  buildings, every
th in g  in  b est condition. Sell on accou nt 
poor health . W . O. E phlin , c -o  M ussel-  
m an Grocer Co. 554

W e can loca te  you w ith  a  new  stock
or sell you  a  w ell estab lish ed  m illinery  
shop in  M innesota, th e  D ak otas, M ontana  
or further w est. Call or add ress Stronge  
& W arner Co., S t. P au l, la rg est w h o le
sa le  m illinery  hou se in  th e  T w in  c ities .
t __________________________________ 553

A rkansas coal and tim ber land. 916 
acres coal and tim ber land, % m ile from  
railroad. P r ice  320 per acre. W ill e x 
ch an ge  for c lean  m erchandise. F rank
B a tes, W aldron, Ark,________________ 551

H ou se  and lo t in  a  Southern M ichigan  
tow n, to  trade tow ards a  farm . A ddress
N o. 552, care Tradesm an.____________552

If you w an t to  trade your store  or c ity  
property for farm  land, w rite  us, s ta tin g  
w h at you have; i t ’s  fa ir  va lu e  and w here  
you w an t your land. W e can  g e t  you  a  
trade. In tersta te  Hand A gen cy , D ecatur,
RL_____________________________________ 550

F or Sale—A t a  bargain, m y w a ll paper  
stock , a lso  200 pair  sh o es  to  reduce shoe  
stock . Going in to  oth er bu sin ess. J . G.,
B ox  275, M ontague, Mich.____________562

M erchandise sa le  conductors. A . E. 
G reene Co., 414 M offat B ldg., D etroit. A d 
v ertis in g  fu rn ish ed free. W rite  for date,
term s, etc ._____________________  549

D rug Store—O w ing to  fa ilin g  h ea lth , 1
w an t to  se ll out. T erm s to  su it. Dr. 
Bollo, Coral, M ich. ____  513

F or R en t—L arge room y brick store  
building. Good p o in t for gen era l store.
Dr. Boiio, Coral, M ich. ____________614

F or Sale—230,000 acres; Coahuila, M exi
co; w ater  p lenty; good p astu re; so il rich; 
products: corn, w h eat, cotton , va r ie ty  
fru its; per acre 79c. A d vertise  bargains  
only. A1 H odge, D a lla s, T exas. 534

For Sale—Grocery sto ck  a n d  fixtures. 
Cheap rent. Good bu sin ess. J am es S.
R icknell, Clare, M ich.________________ 546

Sp ecia l Sales— Mr. M erchant, w h y  not 
put th a t sa le  on  to -d ay?  G et rid o f your  
odds and ends, an d  accu m ulations. P er 
sonally  conduct a ll m y ow n sa les. W . N .
H arper, P ort H uron, M ich.__________ 544

F or Sale—Good clean  sto ck  hardw are in  
Central M ichigan, tow n  o f 600 popula
tion. A ddress H ardw are, care M ichigan
T radesm an.____________________________545

F or Sale—General hardw are store doin g  
a  th riv in g  bu sin ess. A ddress N o. 543, 
care M ichigan T radesm an. 543

F or Sale—M y stock  o f hardw are and  
im p lem ents w ill invo ice  abou t 33,000, doing  
A1 good b u sin ess. B es t  location  in  tow n, 
low  rent, fine farm in g  country. A ddress
Geo. E. H artun g, H om er, M ich.______ 542

W anted—Stock  o f gen era l m erch andise, 
c lo th in g  or shoes. A ddress B o x  116, 
Bardolph, 111.__________________________536

F or Sale—L arge departm en t store  in  
E aton , Ohio; cou n ty  sea t , 3,500 people; a  
rich and populous country; sa le s  approxi
m ately  3100,000; room  64x175 w ith  up
sta irs; store is  running on a  str ic t ly  one  
price cash  basis . O. B . E ikenberry & Co.

538
W e paid 30 per cen t, d iv idends in  1910; 

s till h ave  som e sto ck  to  sell. Send for  
booklet, Profitable In vestm en t. E m pire  
In v estm en t Com pany. E a s t  L iverpool, 
Ohio. 633

For Sale—Good, fresh  sto ck  of groceries  
in a  fa s t  grow ing  tow n in  M ichigan, lo 
cated  on L. S'. & M. S. railroad. Only 
store  near railroad depot. Good business. 
F ive  liv in g  room s. R ent 325. A ddress  
B. H . 548, care T radesm an. 548

For Sale— Stock  of gen era l m erchandise  
and fixtures w h ich  can  be reduced to  
about 36,000 in  good m an ufacturin g tow n  
of 1.300. M onthly pay roll of factories
810.000. Y early b u sin ess 330,000, b est lo
cation  and enjoy in g  best trade. T w o  
good sum m er resorts 2% and 4 m iles d is 
tan t. Good m arket tow n. An A1 oppor
tu n ity  for a  live  one. W rite  N o. 530, 
care T radesm an._____________________ 530

For Sale, R en t or E xch an ge—N ew  tw o-  
story  and basem ent brick store building, 
w ith  liv in g  room s above. N ice ly  shelved  
and countered. Good sh ow  w indow . Ocon
to F a lls , W is. Good open in g for  dry 
goods or genera l store. W ill g iv e  easy  
term s or exch an ge  for land. A ddress
B ox  52, Independence, Iowa._________531

For Sale—D rug and grocery stock , very  
profitable trade, fu ll prices, fin est location . 
R en t low , tow n grow ing, un lim ited  w ater  
pow er. V ery lit t le  ca sh  required. A d 
dress Dr. P ierce, B eaverton , Mich. 528 

F or Sale— T he entire  stock  of T he L ou
don C loth ing Co., a t  M anistee, M ich., con 
s is t in g  of m en ’s  and boys’ c loth ing, ha ts, 
caps, and fu rn ish in g  goods. Cheap. In 
v est ig a te . M ust be sold  by A u gu st 1.
R oy S’. Loudon, A ssignee.____________527

F or Sale— Soda fou ntain , confectionery, 
groceries, tobaccos, etc. M ichigan fruit 
belt tow n w ith  good sum m er resort trade. 
P resen t ow ner n e tted  31,200 la s t  year.
A ddress N o. 521, care T radesm an.__ 521 _

F or Sale—A  gen era l store a t  a  sacrifice  
on accou n t o f s ick n ess  in Green R iver, 
U tah. On D. & R. G. railroad. A ddress  
T. A. C reighton, Green R iver, U tah. 520 

F or Sale—A  clean stock  of groceries  
and hardw are; w ill consider a  d w ellin g  or 
sm all p lace near tow n. A ddress J. N .
D ouglas, B elvidere. Illinois.__________519

For Sale— An u p -to -d a te  stock  of g e n 
eral m erchandise and fixtures in  th e  best 
farm in g  com m unity  in the s ta te  near  
Grand R apids. Good railorad fa c ilit ies . 
A rare opportunity. An ideal p lace to 
live. B etter  in v estig a te  th is. A ddress
1., care M ichigan Tradesm an. 516 

Our 13 yellow  reasons d igested  in 13
m in u tes sa v es  1300% on Florida land in 
v estm en t. J u st opened 500 ac. r ich est  
m uck in Sanford celery  d e lta  a t  350. 
F low in g  w ells, irrigation , proven d istr ic t, 
rail and w ater transportation . T itle  
Bond & G uarantee Co., Sanford, F la.

496
F or Sale—Grocery and m eat b u sin ess  

com bined, bazaar bu sin ess. A ll good b u si
nesses. Globe R ealty  Co., L udington, 
M ich. ____________________________ 494

LISTEN, MR. MERCHANT
We are ready, right now. to conduct a business 

building, profit producing advertising campaign, 
that will increase your cash sales from three to 
s ix  times, dispose of old goods, and leave your 
business in a stronger, healthier condition than 
before.

Comstock-Grisier Advertising & Sales Co.
907 Ohio Building Toledo. Ohio

W rite u s  for p lans and  prices on a  
rousing ten -d a y s’ sa le. A ddress W estern  
Sales C om pany, Hom er, La. 411

S afes Opened—W . L. Slocum , sa fe  e x 
pert and locksm ith . 62 O ttaw a street. 
Grand R apids. Mich._________________ 104

For Sale—One 300 accou nt M cCaskey  
reg ister  cheap. A ddress A. B ., care  
M ichigan T radesm an.________________548

W ill pay cash  for stock  of sh oes and  
rubbers. A ddress M. J. O., care T rad es
m an. 221

Cash for your bu sin ess or real esta te . 
I bring buyer and seller  togeth er. N o  
m atter  w here located  if you w an t to buy, 
sell or exch an ge  any  kind of bu sin ess or 
property an yw h ere  a t  an y  price, address  
Frank  P . C leveland, R eal E sta te  E xpert, 
1261 A dam s E xp ress B uild ing, C hicago,
Illinois._________________________________3»4

I pay cash  for stock s or part stock s  
of m erchandise. M ust be cheap. H. 
K aufer. M ilw aukee, W is. 92

H E L P  W A N T E D .

W anted—Clerk for general store. Must 
be sober and ind ustrious and h ave  som e  
previous experience. R eferences required. 
A ddress Store, care T radesm an. 242 

F ifty  dollars per w eek  can be m ade  
b y  anybody. N ew  form ula for shoe pol
ish  paste , b lack and  tan , sh in es  a t  s igh t. 
Copy of th ese  form u las 35. A ddress R. 
M oore, C linton, Iow a. 557

L ocal R ep resen ta tive  W anted— Splendid  
incom e assured  right m an to a c t a s  our 
rep resen tative a fter  learn in g  our b u si
n ess th orou ghly  by m ail. Form er e x 
perience un necessary. A ll w e require is 
hon esty , ability , am bition  and w illin gn ess  
to learn a  lu cra tive  bu sin ess. N o  so lic it
in g  or traveling . T h is is an exceptional 
opportunity for a  m an in your section  
to  g e t  into  a  b ig  p ay in g  bu sin ess w ith out 
cap ita l and becom e independent for life. 
W rite a t once for particulars. A ddress
E. R. M arden, Pres. T he N ation al Co- 
O perative Real E sta te  Com pany, L 371 
M arden B ldg., W ash in gton , D. C. 443

W anted—E xperienced sa lesm an  to  sell 
factory line o f m en’s  Goodyear W elt sh oes  
in Indiana, Illinois, M ichigan and Iowa. 
A ddress J. W . Carter & Co., N ash ville , 
Tenn. 525

SI TUATI ONS WANT EU.
W anted— B y registered  ph arm acist, po

s ition  as m anager of drug store. Can 
fu rn ish  exceptional references. N o h ab 
its  to  in terfere w ith  bu sin ess. A ddress  
N o. 541, care T radesm an.____________ 541

W ant ads. continued on n ex t page.

Here is a Pointer

Your advertisement, 
if placed on this page, 
would be seen and read 
by eight thousand of 
the most progressive 
merchants in Michigan, 
Ohio and Indiana. We 
have testimonial let
ters from thousands of 
p e o p l e  who h a v e  
bought, sold or ex
changed properties as 
the direct result of ad
vertising in this paper.

Michigan Tradesman



«8 M I C H I G A N  T R A D E S M A N A u g u st 2, 1911

NEW  YORK MARKET.

Special Features of the Grocery and 
Produce Trade.

Special Correspondence.
New York, July 31—N otw ith

standing statistics, buyers of coffee 
seem to take only a languid interest 
in the article. W hether roasters be
lieve in lower rates as the new crop 
comes in or not, the fact remains that 
there is very little life to spot busi
ness, and all seem to be in a waiting 
mood. Q uotations are well sustan- 
ed but nominal, with Rio No. 7 held 
at 13 J4C. In store and afloat there 
are 2,211,505 bags, against 3,334,530 
bags at the same time last year. Mild 
is quiet and moves in a very ordinary 
manner. Good Cucuta is held at 
!4 ^ c .

The excitement over granulated 
sugar has given gossips more to talk 
about than anything that has hap
pened for years. The m arket is 
strong and the tendency at the m o
ment is toward a still higher level 
than has yet been reached. Standard 
granulated sugar at 5.65 is some
thing to talk about as it has been 
years since this rate was approached.

Teas are firm. The exclusion of 
colored teas will, it is thought, cut 
down the total supply of the coun 
try  from 12,000,000 to 15,000,000 
pounds, and this is certainly w orth 
considering. I t is going to make a 
revolution in some respects. The vol
ume of business has not been large, 
but a turn for the better is looked 
for when vacation days are over.

Rice is doing rather better than 
for a few weeks. The demand at 
this w riting is fairly satisfactory and 
will probably improve as the new 
crop arrives. Stocks are m oderate 
Prime to choice domestic, 4J^@ 4^c.

Prices are firm for spices and al
though sales have been of m oderate 
dimensions the outlook is quite sat
isfactory for this time of year. Sing
apore pepper, lSJ^c for white and 10c 
for black.

Molasses is in a “between-sea- 
sons” condition and little trading is 
looked for until cooler w eather sets 
in. The outlook for new crop is said 
to be very satisfactory. Good to 
prime, 25@32c. Syrups are un
changed.

In canned goods the cry of short 
crop tom atoes worked pretty  well, 
and quotations bounded up m errily for 
several days. Then the drouth stories 
let up and the tru th  seems to be 
that there will be a crop of tom a
toes which will be alm ost a record- 
breaker. A gentleman who has just 
been through H arford county tells 
your correspondent that the supply 
will be enormous. For No. 3 stand
ards the rate is 85c. Packers are 
not eager to take any further o r
ders. Peas certainly seem to be in 
the dumps owing to real failure. 
Packers are making short deliveries 
and the situation is anything but sat
isfactory. Corn is quiet and other 
goods are in about the usual demand.

B utter is steady and is showing 
some advance for top grades. Cream 
ery specials, 27c; extras, 26c; proc
ess, 21@22c; factory, 19<q>20c.

Cheese shows little, if any, change.

New stock of best grade is w orth 12 
@12J4c.

Eggs show little change. T he very 
best W estern  are w orth 23c, but the 
general run is around 19@20c. The 
m arket is firm.

REGULATING BUSINESS.
The various enquiries and investi

gations that are in progress, especial
ly those that have to do w ith the con
duct and m anagem ent of business en
terprises, are significant of the times. 
I t is not very long ago when business 
was considered a private m atter and 
only when there was a clear viola
tion of law was any interference to l
erated by public sentim ent. Now, 
however, the state assumes not only 
to punish business for illegal acts, 
but to regulate it generally, especially 
when conducted on a large scale. Gov
ernm ent regulation seems to be the 
order of the day.

W hether this condition of affairs is 
a m atter for congratulation or regret 
only the test of time will dem onstrate. 
But one thing is certain. Business to 
some extent is responsible for bring
ing about the interference which now 
prevails. U nder the old system  of 
absolute freedom, business undoubt
edly exceeded its rights and limits 
and exacted an unjust tribute. The 
consequence is a reaction and the in
auguration of a system of state es
pionage. All this may have been nec
essary to teach business a lesson, but 
governm ental regulation, on the other 
hand, may not be always an unmixed 
good. In  the first place it affords 
business an excuse for engaging in 
politics and of exerting its powerful 
influence in the enactm ent of legisla
tion. This is one of the evils com
plained of at the present time. O ther 
interests follow the example set and 
the result is w hat is term ed class 
legislation.

There is no question but tha t busi
ness, using the term  in its broadest 
phase, is one of the m ost notable and 
im portant features of modern life. 
Upon the success of business and its 
various enterprises depends the wel
fare of the country. Everything, 
therefore should be done for the pro
m otion of legitim ate business and the 
widest scope given to enterprise and 
initative in this direction. Govern
m ent regulation has undoubtedly, and 
very properly come to stay, but it 
should be exercised w ith caution and 
discretion. Business involves the 
public’s money, and there is nothing 
more sensitive than money or cap
ital. The sm allest depositor immedi
ately w ithdraws his m ite from the 
bank whenever there is the slightest 
doubt of the institution’s solvency. 
Too much regulation and interference 
may be as bad as too little. There 
is a m utual obligation imposed on 
both business and the state. The 
form er should be so conducted as not 
to invite the interference of the latter 
and on the other hand, there should 
be regard on the part of the Govern
m ent for the welfare of business as 
one of the m ost essential activities of 
life. I t  is undoubtedly true tha t pres
ent conditions have arisen from the 
aggression of business or capital, but 
if regulation is the remedy, as is gen
erally conceded, such is the im port

ance of business success to the wel
fare of the people, tha t such regula
tion should be exercised in a m anner 
free from retaliation and reprisal and 
with the single purpose of bettering 
the condition of all classes and the 
country as a whole. T his is one of 
the large questions of the tim es and 
should be dealt w ith intelligently and 
with honesty of purpose.

IN  FAVOR O F T H E  FLY.
Many pages have been w ritten 

within the past twelve m onths re
garding the danger of the house fly. 
And now some humane specialist 
comes to the front w ith the assertion 
tha t it is a friend, and that, in de
stroying it, we are cutting  off one 
great means of protection.

The defense is tha t as a destroyer 
of garbage it should have our protec
tion and tha t our attention  should be 
given to  clearing away the refuse, 
trusting  th a t N ature will remove the 
fly when the need of it is gone. T hat 
the m aterial which a ttrac ts flies 
should be done away with, every one 
desires. But tha t it can be at all times 
—this is another m atter.

Certain it is tha t flies will accum u
late in the neatest of homes. Of 
course, they breed in filth, but for 
this the ow ner of the neat home may 
not be responsible. I t  is beyond her 
jurisdiction. The fact tha t they find 
pleasure in perching upon her parlor 
furniture or her dining table is ju s t 
as annoying to her. H er only defense 
is death to  the fly.

O ur olfactories were given to us 
for the purpose of self-defense, and 
if properly exercised these should 
serve as a very good protection 
against the evils from  which the fly 
is said to guard us. I ts  habits are  as 
have been pictured in the m ost vivid 
colors. I ts  champion does not deny 
this. W e can not see tha t the pres
ence of a second evil makes the first 
any the less. W hile the flies live on 
garbage, they at the same time scat
ter it and send in all directions tha t 
which w ithout them would be allow
ed to  rem ain intact.

D uring m idsum mer there is g rea t
er necessity for care in the disposal 
of w aste m aterial. Common sense 
should teach us this. W e do no t need 
its service in the renovating process. 
Like some people in the world, it 
makes more work than it saves. W e 
would emphasize the plea of the fly's 
friend for cleanliness; but fail to  see 
that the insect is m ore than a.second 
evil.

SURVIVAL OF T H E  FITTEST.
The nature w riters are fond of 

describing the furtive goings and 
comings of the wild animals and 
birds and o ther denizens of the for
est. W ith them eternal vigilance is 
the price of life. They m ust keep 
their eyes and ears open, every sense 
and instinct alert, or som ething will 
pounce down and carry them  away. 
This is not all im agination. I t  is 
m ostly so, for in nature all down the 
line the strong make dinners of the 
little, the big gather in the little, and 
big o r little it is apt to go hard w ith 
the bird, beast, fish or serpent tha t 
loafs on his job of living. And is it 
not getting  to be a good deal the

same for human beings who dwell 
in cities? Is  there not ample w ar
rant for many a furtive glance up 
street and down before passing to the 
o ther side? In  the old days to look 
out for a passing team was all tha t 
was necessary to safety. Now the 
person who would cross over looks 
to see where the street cars may be. 
Then he observes the landscape for 
autom obiles. Then the question is 
w hether a m otor cycle is coming. The 
bicycle is next to  be looked for, and 
after this the horses. W ith street 
cars, autom obiles, m otor cycles, bi
cycles and horses to watch out for 
the person who crosses a street m ust 
be as alert as the beast of the for
est or pay the penalty and a hos
pital fee. W hen aerial navigation is 
perfected there will be one thing 
more for the city dweller to look out 
for under penalty of being gob
bled up.

FE E T  GROW ING LARGER.
Shoe m anufactuers, who are un

sentim ental folk at the best, are so 
ungallant as to publish to the world 
the fact tha t the feet of American 
women are actually grow ing larger. 
VVe have been told tha t the average 
»..hicago girl already has a foot large 
enough to leave no m argin for fur
ther developm ent w ithout disastrous
results to  feminine attractiveness, but 
we m ust confess to have noticed no 
special enlargem ent of the pedal ex
trem ities of our N orthern  girls. The 
unsym pathetic shoe m anufacturers, 
however, declare th a t wom en’s feet 
are grow ing larger and, as they 
make the shoes, they probably know 
w hereof they speak.

The shoe people claim that, where 
form erly women used shoes from  one 
to four in size, they now use shoes 
ranging from two to five. I t  is pos
sible, of course, th a t this grow th is 
more apparent than real, and may be 
due to a desire for g reater comfort. I t 
is hinted th a t m any women form er
ly persisted in cram ping their feet 
into the sm allest possible shoes, be
ing able to  show a tiny foot. If the 
larger shoes now being sold mean 
tha t this foolish practice has been 
abandoned, the ladies will be all the 
better for it. W omen nowadays take 
m ore physical exercise than form er
ly and walk more, w ith the result 
tha t the up-to-date woman is larger 
and stronger than her sisters of other 
days. Increased bodily size and vig
or m ight reasonably presum e larger 
feet. W hatever the cause, wom en’s 
feet are grow ing in size, if the shoe
m akers are to  be believed.

F or Sale—Cheap, if  tak en  a t  once bn 
accou nt o f rem oving from  store, A llen  

q g? soli n.e. lig h tin g  system , 18 
a ‘i”.p s’ 9 chandelier, in  p erfect condition. 

A ddress A llen Sparks G as L igh t Co!, 
L ansing, M ich. __________  6  ggg *

F or Sale— I w an t to  sell one o f m y  
sto res  v ery  badly on accou nt o f old age. 
£* 5 , n° t  look a fter  tw o  stores, w ill sell 
hoth. Double stores. R en t 2600. Stock  
w ill invo ice  about 211,000. D ry goods  
?h°®s > clo th in g  and groceries. T ow n w ith  
1,000 people. N o  b etter  farm in g  in  M ichi
gan . Store u p -to -d a te . W ill se ll a t  b ig  
discount. A ddress N o. 564, care M ichigan  
a rfl.u6sniftn. 564
. F or S a le—Grocery store  situ a ted  In cen -  
ter  o f b u sin ess  d istr ic t In S turgis. E s 
tab lish ed  b u sin ess  o f over forty  years. 
P resen t ow ner w ish es  to  retire. W ili 
£ iv e  l eas e  on  store. A ddress N o. 445, 
care T radesm an. 445



H a n d le  It

On Its Record
In all the years “White 

House” Coffee has been mar

keted, it has never been al

lowed to deteriorate in char

acter or in quality. If you 

have followed its rise to its 

present top-notch position 

as the leader, you k n o w  

we’re right.

D w in e l l - W r ig h t  C o .
Principal C offee Roasters

BOSTON AND CHICAGO

In Every Way we Make it Easy 
for You to Sell

SHAKER SALT
“T H E  SA LT T H A T  S A L W A Y S D R Y ”

The package makes it easy—clean, easy and quick to han
dle. The Library Slips make it easy—customers save them to 
secure books and magazines FREE. The trade mark on each 
package makes it easy—customers save them to secure the cut 

glass salt shakers we are giving. Our big. 
country-wide. 1911 advertising campaign 
tha t reaches 55.000.000 readers of maga
zines and Sunday papers makes it still 
easier and also makes it wise for you to

Co-operate and Co-profit With Us”

Building B  usiness for Keeps
E. ST. ELMO LEWIS

In the “ Commercial Union"

“This bargain mania from which retailers are really suffering much more than 
the public, is driving the retailer to such a hysterical degree that he cuts prices so 
low that he has nothing left for the service, for the forethought, for the courtesy 
which makes and .holds friends, creates regular customers for the house and consti
tutes the very essence of that good will which is worth money.’’

The cereal that always makes and holds friends for itself 
and for the grocer—the one that sells on its merits without cut 
prices—that is sold at one price to every 
retailer, without favoritism or “inside



Cooking is an A rt
And he is a lucky man who has a genuinely good cook in the house.

Cooking is a greater and more useful art than painting, or singing, or 
acting or any other art, no matter how rare.

We can get along without almost everything else, but we can’t  get 
along without cooking.

The art of cooking is reduced almost to a science when you use

LILY WHITE
FLOUR

“The Flour the Best Cooks Use“

Because it is so scientifically milled that it reduces the chances of 
failure to a minimum and makes success assured even where the cook 
is unskilled.

But in the hands of the skilled cook, who takes pride in her art and 
is not satisfied with ordinary results, Lily White responds most hand
somely.

And, at the present time, it is not high priced. We have given all 
our friends the advantage of the lower cost of wheat.

A comparison with prices of other foods will show the economy of 
Lily White.

Every sack sewed and tied for your protection.

Valley City Milling Company
Grand Rapids, Mich.

This is a reproduction of one of the advertisem ents appearing in the daily papers, all of which help the retailer to sell Lily W hite Flour.


