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Cittle more and Kittle Cess
A little more cross and a little less creed,
A little more beauty of brotherly deed;
A little more bearing of things to be borne,
With faith in the infinite triumph of morn.
A little less doubt and a little more do
Of the simple, sweet service each day brings to view;
A little more cross, with its beautiful light,
Its lesson of love and its message of right;
A little less sword and a little more rose 
To soften the struggle and lighten the blows;
A little more worship, a little more prayer,
With the balm of its incense to brighten the care;
A little more song and a little less sigh,
And a cheery goodday to the friends that go by.
A little more cross and a little more trust 
In the beauty that blooms like a rose out of dust;
A little more lifting the load of another,
A little more thought for the life of a brother;
A little more dreaming, a little more laughter,
A little more childhood, and sweetness thereafter;
A little more cross and a little less hate,
With love in the lanes and a rose by the gate.

ttlbat fiaue Vou Done?
You are going to do great things, you say—

But what have you done?
You are going to win in a splendid way, 

as others have won;
You have plans that when they are put in force 

Will make you sublime;
You have mapped out a glorious upward course— 

But why don’t you climb;

You’re not quite ready to start, you say;
If you hope to win

The time to be starting is now—to-day—
Don’t dally, begin!

No man has ever been ready as yet.
Nor never will be;

You may fall ere you reach where your hopes are set- 
But try and see.

You are going to do great things, you say,
You have splendid plans;

Your dreams are of heights that are far away, 
They’re a hopeful man’s—

But the world, when it judges the case for you, 
At the end, my son,

Will think not of what you were going to do, 
But of what you’ve done.
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MONEYWEIGHT SCALE CO.,

514 Broadway, Albany, N. Y.
Gentlemen:—Replying to yours, asking how I like my 

DAYTON MONEYWEIGHT ELECTRICAL SCALES, 
will say.

About a year ago I decided to equip my two stores with 
computing scales, not knowing which was best and hearing 
so much talk, I decided to equip one store with DAYTON 
and the other with Toledo.

After six months I found out which was the scale for 
me, the store equipped with DAYTON’S was making money, 
and the one equipped with Toledo’s was justliolding its own, 
so it did not take me long to dispose of the Toledo’s and buy 
more DAYTON’S.

I am convinced you have the best scale both for time 
saving and accuracy. Yours very truly,

HENRY A. STERNFELD.
177 Madison Ave.. Albany. N. Y. 

OUR 1911 CA TALO G U E IS JU ST  O U T, B E T T E R  SE N D  FOR O NE

The Computing 
Scale Co. 
Dayton, Ohio

Moneyweight Scale Co.
58 N . State St.

MASONIC TEM PLE. CHICAGO 
Grand Rapids Office, 74 So. Ionia St. 
D etro it Sales Office, 148 Jefferson St. 

Please mention Michigan Tradesman when writing

Direct Sales 
Offices in All 

Prominent Cities

Show Cases

Can be Had Promptly
We are prepared to make immediate delivery in all 

standard lengths on our crystal all plate glass show cases, 
our narrow wood frame display cases, over lapping top dis
play cases with narrow frame, the narrow frame cases with 
straight marble bases and our bargain line of wood frame 
cases.

We can offer you a choice of five separate and distinct 
lines of cases on any of which we can make immediate 
shipment in all standard lengths. We are carrying what is 
undoubtedly the largest stock of show cases a manufacturer 
ever had on hand.

We aim to give the merchant the very promptest ser
vice, finest possible designs and the best quality that is to be 
had. Our trade mark illustrated above is your guarantee of 
this. Catalog and prices on application.

WILMARTH SHOW CASE CO.
926 Jefferson Ave. , Grand Rapids, Mich.

D etroit Salesroom s N e w  York Salesroom s 
84 Jefferson Ave. 732 Broadway

Chicago Salesroom s 
233 W. Jackson Blvd.

SNOW BOY 
. Won't hurt . your hands i

SNOWBOY! SNOWBOY 
Weighs more I  Good profits(

S m W B O Y
feshim;powder

SJj / &

W e are telling YOUR custom ers about SN O W  BOY  

^  W ashing Pow der every  day.

H ow  m uch SNO W  BOY have you  in stock?

\>7
Quick Profits Buffalo, N . Y.

§ »
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H A V E  A COM M ON D E ST IN Y .
I h e  wholesalers and jobbers who 

took the T rade E xtension Excursion 
into N orthern  Michigan last week, 
following the G. R. & I. north  to 
Mackinaw, agree that the trip  was 
enlightening to a degree and full of 
surprises. To those familiar w ith 
Michigan ways, which, of course, 
m eans everybody on the excursion, 
there was no surprise in the cordial 
hospitality  th at was shown at every 
stopping place. T hat was looked for 
alm ost as a m atter of course, for 
M ichigan hospitality  is famous. 
T here was no surprise that a spirit 
of friendliness should be shown by 
the business men, for this was but 
expressive of the relations th at have 
existed betw een Grand Rapids and 
N orthern  M ichigan for m any years. 
W here the surprise did come in—and 
it was a surprise even to m arveling— 
was in noting  the evidences of 
growth and prosperity  everywhere in 
evidence, the air of stability and the 
appearance of progress. T he first 
Trade Extension Excursion out of 
Grand Rapids was into N orthern 
Michigan over this same route. I t  
was taken five years ago, and m any 
of those out last week had not been 
over the road since that first trip. 
How this town has improved was the 
com m ent they made at every stop
ping place, and they said it not- out 
of politeness to their hosts but in all 
sincerity am ong themselves. Tow ns 
which a few years ago had a sawmill 
or two as their only excuse for ex
istence now have m odern pavements, 
brick and concrete buildings, stone 
walks and handsom e hom es and show 
every evidence of being on the map 
to stay. Instead of sawmills there 
are now factories that make up the 
raw m aterials into finished products, 
m aking the m ost of resources and 
giving em ploym ent to labor. Many 
of the towns have boards of trade 
and o ther civic organizations and 
these organizations seem thoroughly 
awake to  their opportunities. T here 
has been a wonderful developm ent of

the farm ing interests. W here a few 
years ago there were stum p lands 
o r unbroken forests are now farm s 
and orchards, and hand in hand with 
this agricultural and horticultural de
velopm ent has gone the good roads 
movem ent. M any of the counties in 
N orthern  M ichigan are far ahead of 
old K ent in good road building, and 
instead of m aking them  weary what 
has already been done is serving but 
as an incentive to do still more. A t 
nearly every stopping place the m er
chants had exhibits of apples, grapes, 
potatoes and o ther products of the 
farm, and the quality of the exhibits 
was a constant surprise to those who 
had not kept in touch with w hat 
N orthern  Michigan has been doing. 
A very m arked difference in the spir
it of the people was also noticeable. 
A few years ago the average inhabi
tan t of those N orthern  towns were 
inclined to apologize for themselves, 
their towns and their districts, but 
now everybody seems to take a 
strong  pride in their surroundings, 
and this personal pride is backed by 
the jingle of coin in the pocket, and 
this jingle is m ore eloquent than 
words of prosperity  and conten t
ment.

The impressive lesson of the trip, 
as read by the tourists, was th at this 
N orth country  is distinctly w orth 
while, that while it m ay never be a 
district of great cities, it is bound to 
be a region of wealth, rich resources 
and large population. I ts  forests 
m ay some day be exhausted, but the 
farm s and orchards will bring more 
wealth into the State and m ore last
ing and w idespread prosperity  than 
the forests ever dreamed of doing. In 
the early day, when the G. R. & I. 
was the only railroad penetrating  the 
N orth, this country was dependent 
upon Grand Rapids for supplies by 
compulsion, but o ther roads now en
ter this region—roads th at lead to 
D etroit, Saginaw and Toledo, and 
there are boat lines to  Chicago and 
Milwaukee. The N orth is no longer 
compelled to  trade here, and w hat 
has been impressed upon the Grand 
Rapids w holesalers is the im portance 
of encouraging this trade to  continue 
coming here, not through compulsion 
but by choice. This is not a one
sided proposition, however, and in 
m any of the tow ns visited an appre
ciation of this fact was voiced by the 
speakers. Grand Rapids and N orth
ern M ichigan are all in the same bag, 
with m utual in terests and a common 
destiny. The grow th of the N orth  
country will mean a bigger and bet- 
ter Grand Rapids and a g reater 
Grand Rapids will mean better m ar
kets, be tte r business facilities and 
greater opportunities for the North.
I t  was a happy omen th at on the trip

the stand together sentim ents of the 
tourists were everywhere cordially 
echoed by the speakers representing 
the towns visited.

AN O R D IN A R Y  EN IG M A .
It is a m ighty difficult thing to 

strike the happy medium set up for 
men by the philosophers, the psych
ologists, the students of economics 
and the m ultitude of men who have 
achieved success as m asters of busi
ness.

In a nutshell, the philosophers tell 
us, when they urge that we shall find 
ourselves and live our own lives, that 
we are to do as we like and never 
mind m aterial results so long as we 
work no injury to the individuals and 
in terest with which we are m ost in
tim ately associated; the psycholo
gists talk a great deal to us about 
our souls and their eccentricities al
ways w arning us to have a care as 
to  environm ent and to overcome, so 
far as possible, unpleasant hereditary 
characteristics, and the economists 
have built up a sm ooth faced in te r
minable tow er of ‘‘D on’ts ” which we 
m ust scale successfully or stay down 
in the pit of despair forever.

And there we are, facing a world 
which is critical and unrelenting in 
its regard of half success, while the 
business man who is successful 
knows no criterion but absolute suc
cess.

“W in and the world wins with you; 
fail and you fail alone,” is the para
phrase of a well-known aphorism  
which has been evolved by one of 
the m ost successful men of business 
in America.

“I t  is the large potatoes which 
come to the top,” is another old saw, 
which has had its foil, “ None shall 
rule but the humble.”

“W henever one of my salesmen be
gins to become conceited over his 
success in taking orders,” said a 
prom inent jobber, “I begin to look 
around for a good m an to  take his 
place.”

Then, when it comes to  an anlysis 
as to  w hat constitutes success, per
haps the m ost terse as well as the 
m ost clear definition is, “The secret 
of success is constancy to purpose,” 
given out by the late g reat Benjamin 
Disraeli.

Thus the young m an who lies 
awake nights try ing  to form ulate a 
settled purpose is digging away at 
the very roo t of his success as a 
man. He has had singleness of pur
pose ham m ered into him at home, at 
school, a t college and at the univer
sity; and yet, at the same time, he 
has had held up before him as m od
els to copy after the lives of men 
who have succeeded in business, in 
politics, in one or more of the sci
ences, in literature and socially; each

man w inning distinction in all of 
those departm ents of human in ter
course.

Is it strange that there are so 
m any men who get lost wandering 
dazed and hopeless through a mass 
so bewildering?

E N D  O F  M U R D E R  R E G IM E .
The good people of the Pacific 

coast that is, the people who do 
not believe in continuing the crusade 
of coercion, incendiarism  and m ur
der inaugurated and m aintained by 
the trades unions—will rejoice over 
the defeat of M cCarthy, the notori
ous trades union M ayor of San F ran 
cisco. U nder M cC arthy’s regim e life 
was not worth living in the Golden 
Gate city. A man could not get 
waited on at a restauran t unless he 
had six different union labels on his 
clothes and a woman could not get 
her shoes polished unless her shoes, 
stockings and garters bore the union 
label. The man who uttered  a word 
in p ro test against the infamous 
m ethods of unionism was imm ediate
ly m arked for the torch of the in
cendiary and the bludgeon of the 
assassin. The fight was a long and 
b itter one and the union leaders 
called into play every argum ent and 
inducem ent which cunning could 
suggest or depravity could com
mand, but the forces of law and or
der and good governm ent won a re
m arkable victory over the cohorts of 
unionism and crime. Much of the 
success of the better elem ent is due 
to the fact th at a W orld’s Fair is to  
be held in San Francisco in 1913 and 
that it was very generally understood 
th at no one would think of visiting 
th a t city so long as union thugs and 
assassins held sway under the protec
tion and encouragem ent of union of
ficials.

A New Jersey  man has utilized a 
m odern invention and made it a 
g reat labor-saving device. He bought 
a vacuum cleaner for his wife to use 
around the house. He raises b ro il
ers for the m arket and conceived the 
idea of m aking the vacuum cleaner 
pick the feathers from the chickens. 
He set the machine to  grinding at 
full speed, and rubbed the nozzle 
over a broiler. Even the pin feath
ers were removed and no singeing 
needed. Then he thought he would 
save the feathers, and in place of the 
bag to  receive the dust he tied pillow 
casings to  the receiving end of the 
tube. This plan worked well, too, 
and he can pick his broilers and make 
feather pillows at the same time. If 
his plan lowers the price of broilers 
the chicken m an will receive the 
thanks of a grateful public.
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T H E  PU LLM A N  SLE EPER .

It W as Invented by a Grand Rapids 
Resident.

W ritten for the Tradesman.
D w ight K. U tley, a resident of 

Grand R apids for m any years, was a 
boyhood friend of George M. Pull
m an and knew o ther m em bers of the 
fam ily well. Mr. U tley  was the fa
th e r of Jay  D. U tley, of Grand Rap
ids, and W . R. U tley, of the M ax
well Company, Chicago. He was 
know n by m any old residents as the 
circulation m anager of the old Grand 
R apids Eagle and as a m em ber of 
the quarte tte  th at furnished music 
fo r the P ark  C ongregational church 
nearly  fifty years ago. Of the quar
te tte  only M rs. Levancha Stone 
Shedd and George D. H errick  are 
now am ong the living. Mr. Pullman 
visited G rand R apids occasionally 
and while here was usually the guest 
of Mr. U tley  or of E lias Hall, a 
relative by m arriage, who built the 
house which stands on the northw est 
corner of C herry stree t and Jefferson 
avenue and occupied it a decade or 
more. Mr. U tley  always evinced a 
lively in te rest in the welfare of his 
boyhood friend and regarded him as 
the only one of the Pullm an family 
who would ever win a conspicuous 
place in the world of business. T heir 
acquaintance commenced in Brocton, 
Chautauqua county, New York, 
where George M. Pullm an was born, 
during  the first quarter of the nine
teenth  century. T he family was a 
large one and the income of the fa
ther, gained m ainly in m oving build
ings, was hardly sufficient to  cloth 
and feed the  wife and children. A t 
the age of 14 George left school and 
entered the employ of a small m er
chant, located in Brocton, as a sales
man. Tw o years la te r he moved to 
Albion, N. Y., where he joined his 
elder b ro ther, A lbert B. Pullman, a 
cabinetm aker, and learned the trade. 
In  th a t period furniture was m anu
factured by hand, m achinery not hav
ing been developed for th a t purpose, 
and A lbert B. Pullm an was a m aster 
of his art. F rom  the raw  lum ber 
he built the bedsteads, tables, chairs 
and also the coffins needed by the 
comm unity. W ith  his own hands he 
planed the boards, cut them  into 
dimension stock and constructed ami 
finished the furniture he sold, but 
failed to  earn m ore than a fair liv
ing by his industry. T he little  shop 
was a good school in practical me
chanics for the younger brother, and 
the experience gained while employ
ed therein  proved of g reat value to  
him in later years. W hen George 
M. Pullm an was 20 years old his fa 
th er passed away. M eeting his friend, 
U tley, one day George rem arked: “ I 
realize th at the support of m y m oth
er, b ro thers and sisters hereafter will 
fall alm ost entirely  upon myself. I 
m ust find profitable employment. The 
wages of the ordinary salesman or 
cabinetm aker will not be sufficient. 
I m ust have a substantial income to 
enable me to  carry m y burden.”

In  the year 1853, a t the age of 22, 
he en tered  into a con tract w ith the 
S ta te  of New York, wherein he un
dertook  to  move buildings from  the

route of the E rie Canal, which the 
state  had determ ined to  construct, in 
N iagara county. T he work was in
telligently  prosecuted and the youth
ful con tractor realized a substantial 
rem uneration. W hen the state  au
thorities paid to  him the first in
stallm ent of $500 on account of the 
contract he rem arked to  his friend, 
Utley, “ I feel like a m illionaire.” He 
used the old apparatus his father had 
employed in the same line of \v rk. 
Mr. Pullman moved to Chicago in 
the year 1859, and a short time after 
his arrival entered into partnership 
with a m an namd H ollingsw orth and 
engaged in m oving and elevating 
buildings. T he property  owners of 
Chicago had resolved to  lift their 
buildings out of the m udholes and 
swamps over which they  had been 
erected and the w ork was prosecuted 
vigorously by the firm, the members, 
of which acquired m oderate fortunes 
as the result of their intelligence and 
their industry. A bout the same pe
riod A lbert B. Pullm an moved to

Grand Rapids. Aided financially by 
George M. Pullm an to  the am ount 
of $7,000, he commenced the m anu
facture of furniture, under the firm 
name of A. B. Pullm an & Co. O r
der work was a specialty with the firm 
and am ong the buildings furnished 
was the old county office structure, 
located on the northeast corner of 
K ent and Lyon streets. Cherry lum
ber was largely used in those days 
and the cabinet w ork and finishing 
were so good as to excite favorable 
comment. The Pullm ans also m anu
factured household goods, and the 
late C. C. Comstock, in an address 
before the N ational Association of 
M anufacturers of Furniture, some 
th irty  years ago, m entioned their 
shop and an incident that caused con
siderable laughter. T he firm sold a 
set of dining chairs to  a farm er. 
Some time after the goods were de
livered the farm er appeared a t the 
factory and Mr. Pullm an exclaimed: 
“W hat are you back here fo r; what 
do you w ant?” T he farm er replied, “I

brought back the chairs.” Opening a 
num ber of gunny sacks he spilled the 
pieces on the floor and demanded 
th at the chairs be rebuilt.” D ry kilns 
were not used in the period of the 
Pullman activities in Grand Rapids 
and m ost any kind of lum ber was 
considered fit for use in the m anufac
ture of chairs.

The business of the firm did not 
flourish, and George M., realizing the 
improbability of his b ro ther ever ac
quiring the ability necessary to place 
the undertaking on a paying basis, 
closed the shop and A lbert moved to 
Chicago.

D uring his residence in Grand 
Rapids A. B. Pullm an occupied the 
house illustrated on this page. The 
wings have been added in com para
tively recent years. I t  is now the 
tem porary home of the Misses Jones. 
The location is No. 168 N orth  L a
fayette street.

A. B. Pullm an loved social enjoy
m ent and his kindly disposition and 
musical accom plishm ents won the

favor of many. H e was a m ember 
of B arnhart’s band, an organization 
composed of such m en as Dr. D. W. 
Bliss, F rank Sylvester, Mr. W ells (a 
banker), the Siegle b rothers and 
o ther m usicians of prom inence. Oc

casionally the band turned out and 
serenaded popular citizens, and those 
so favored usually entertained the 
band with wine, cake and cigars. T he 
inhabitants of Grand Rapids fifty 
years ago looked on the wine when 
it was red m ore tolerantly  than their 
descendants do, and when m em bers 
of the band imbibed too deeply the 
incident was scarcely noticed or 
commented upon. One n ight during 
a tour of the residences of the lead
ing citizens the band halted on the 
lawn of W arren  P. Mills, on the 
southeast corner of W ealthy  and 
Madison avenues. T he favorite “Pop 
Goes the W easel” was played, g re a t
ly pleasing the fat, jolly, noisy Mr. 
Mills and his family, after which the 
musicians were called into the house 
to “have som ething.” W ine was drank 
another num ber was played and then 
Mills exclaimed, “ Have some m ore.” 
A nother composition was played on 
the lawn and then the guest so hon
ored insisted upon a re tu rn  to  the 
house for the purpose of taking on 
some m ore wine. Pullm an became 
som ewhat “befusticated” a fte r the 
last round had been put under the 
belts of the musicians, and throw ing 
his arm s around fat and noisy Mills 
he confidently rem arked: “Shay, 
don’t you think the wine we drank 
here is much b e tte r than the wine 
old Mills gave us?”

On account of his mechanical 
ability it had been supposed by many 
th at A. B.* Pullm an was the inventor 
of the Pullm an palace sleeping car. 
The w riter lived in the city of Chica
go in the year 1864 and rem em bers 
distinctly seeing on m any occasions 
the first sleeping car built by the 
Pullmans. Above the car windows 
on each side was inscribed the 
w ords: “A. B. Pullm an Palace Sleep
ing Car.” In  the body of the car be
neath the windows appeared the 
words, “Pioneer A.” On account of 
the above inscription it may be pre
sumed that George M. Pullm an used 
it to please his b ro ther or as an ac
knowledgm ent of the mechanical 
skill he had contributed tow ard the 
construction of the car, which cost 
the builders $18,000. The Pullman 
cars of the present cost $25,000 and 
upward.

A study of the encyclopedias lend 
support to  the im pression th at the 
biographers of the past did not ac-

W O R D E N  f i R O C E R  C OM PANY

The Prompt Shippers

G r a n d  R a p id s ,  M i d i .

Home of Albert B. Pullman, on North Lafayette St., when he resided in 
Grand Rapids.
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cord much im portance to the Pull
m an family. The father and m other 
are not m entioned in the four vol
umes examined. Only George M. 
and Jam es M., tw o of their five 
sons, were deemed w orthy of m en
tion. George M. Pullm an’s a ttention 
to the problem s of providing sleep
ing accom m odations for travelers was 
aroused in 1859, when he converted 
two common coaches of the Chicago, 
A lton & St. Louis Railroad into sleep
ers. These lacked the conveniences and 
m any of the m eans of com fort pro
vided in the cars th at have since 
borne his name, but they supplied a 
necessity for the time being. Travel 
by rail at night in the comm on day 
coach was an experience one would 
not soon forget. In  the m onth of 
August, 1862, the w riter was com
pelled to  take a Rock Island night 
train  running from  Chicago to  Rock 
Island, Illinois. Leaving Chicago at 
8 o’clock the heavily loaded train  p ro 
ceeded slowly over the prairies and 
through the little towns located at 
variable distances on either side of 
the track. T he w eather was very 
hot, the air was filled w ith dust and 
the jo lting  and swaying of the loose
ly coupled cars tested the nerves and 
the patience of the travelers. Be
com ing weary the children cried, the 
m others fretted and men either w alk
ed the aisles and grum bled o r curled 
up in the seats as best they could 
and snored. I t  was a very unpleas
an t night and when the train  reached 
Rock Island, the term inus of the 
line, on the following m orning a t 5

o’clock the passengers were physical
ly exhausted. H ow  different are the 
experiences of th e  Pullm an car trav 
elers of to-day! T he first Pullman 
car was built in 1864 and in 1867 
Mr. Pullm an organized the g reat cor
poration th at later gained alm ost a 
m onopoly of the sleeping car busi
ness. George M. Pullm an was an 
able financier and the corporation was 
very prosperous under his m anage
ment. T o show the profits of the 
business it is only necessary to state 
th at in a single year, upon an in
vested capital of $4,000,000, the com
pany earned and disbursed $2,000,000 
in dividends. T he town of Pullman 
was planned and built under his di
rection and he became an im portant 
factor in the building and operation 
of the m etropolitan elevated railway 
in New York. U nder his m anage
m ent the W agner, M ann and o ther 
sleeping car in terests were absorb
ed by the Pullm an Company.

Mr. U tley occasionally visited Mr. 
Pullm an in Chicago, and rem em ber
ed m eeting him soon after the opera
tion of his cars was undertaken. He 
was then  occupying a suite of small 
illy-furnished offices, reached by 
m any stairw ays, in the top of a busi
ness building. A year o r two later 
a store on the ground floor of the 
old T rem ont House, on Lake street, 
was leased for offices, which Mr. 
U tley regarded as an evidence of 
m arvelous progress. Still later, when 
he sought his old friend in the great 
Pullm an building, where he was 
obliged to  send in his card and

finally to pass a line of guards and 
lackeys to  reach the sum ptuous 
apartm ents of the builder of the 
g reat corporation, he could hardly 
believe such luxuries were obtainable 
in this world for persons who did 
not wear the crown of royalty.

In  an exceedingly entertain ing  
book published several years ago, en
titled, “E lem ents of T ransporta tion ,” 
the author, E. R. Johnson, devotes a 
paragraph to  Mr. Pullman, a sen
tence of which follows: “George M. 
Pullm an did m ore than any o ther in
dividual to  increase the com fort of 
travel.” The task of m anaging his 
g reat business was not an easy one. 
In  a le tte r to the w riter concerning 
the patents acquired by the Pullm an 
Company, Edw ard B. Moore, the 
Com missioner of Paten ts (a form er 
resident of Grand Rapids), stated 
th at their num ber was several h u n 
dred. T hey covered the inventions 
used in the Pullm an sleeping, draw
ing room  and dining cars and their 
care and application were but one 
of many duties Mr. Pullman assum 
ed and carried during the g reater 
part of his life.

H oly w rit commends the business 
of men engaged in feeding, lodging 
and protecting  the wayfarer. Looked 
a t from  th at standpoint was not 
George M. Pullman a public bene
factor?

In  conclusion, it m ight be well to  
add that Rev. Jam es M. Pullman 
was a m inister of the U nitarian faith 
who had charge of large congrega
tions at different periods in T roy and

3

New Y ork City. H e was also the 
editor of a m agazine that represen t
ed the in terests and advocated the 
theology of his sect.

S. H. Ranck, who resided in Bal
tim ore a num ber of years before 
coming to  Grand Rapids to  take up
on himself the direction of the Ryer- 
son Public L ibrary, states th at Rev 
R. M. Pullman, a U niversalist who 
lived in Baltimore, was a bro ther of 
George M. Pullm an and th at he us
ually spent his sum m er vacation pe
riods at the castle of the la tte r on 
Pullm an Island, in the River St. 
Lawrence. George M. Pullman died 
in 1897. A rthur S. W hite.

Pineapple Growing in Florida.
I t  is reported  from Florida that 

grow ers in the pineapple section of 
the east coast will bend every effort 
during the next year or so to  revive 
the industry and bring  their crop 
into the front rank am ong the p rod
ucts of the state. Growers are giv
ing m ore atten tion  to  their fields 
than form erly and this season’s crop 
is reported  to  be ¿far superior iti 
quality to  those of several years 
past. New activity is seen in the 
pineapple fields and quantities of 
slips have been im ported from  Cuba, 
which will be planted at once.

W ars do not settle  anything; the 
things settle them selves after the 
w ars are over.

Fear, as they say of fire and water, 
is a good servant, but a hard m as
ter.

Absolutely Pure
The only baking pow der 
m ade from  Royal Qrape 

Cream o f Tartar
NoAlum, Ho Line Phosphate

ALL grocers should 
carry a Full Stock of 
Royal Baking Powder.

It always gives the 
greatest satisfaction to 
customers, and in the 
end yields the larger 
profit to the grocer.
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lEWS OFTHE BUSINESS WORILD

M ovements of Merchants.
G rand Ledge—R ichard H am lyn has 

opened a m eat m arket here.
Belding—Guy E. A lexander has en

gaged in the shoe business.
Sand Lake—Ed. Cullom has engag

ed in the grocery  business.
Alma—J. B arney has engaged in 

the furnishing goods business.
Gaylord—Jam es K ennedy has en

gaged in the g rocery  business.
Bellevue— H enry  H oeflinger has 

engaged in the bakery business.
A drian—Lloyd Finch succeeds H en

ry  Pries in the confectionery business.
Nashville—W ill H oisington has sold 

his laundry  business to  H arry  Fuller.
A rcadia—M rs. A. M. Curtice has 

engaged in the bazaar and m illinery 
business.

Detroit—J. Mawhinney has engaged  
in the bakery business at 1743 W ood
ward avenue.

W estphalia—Louis J. W ieber has 
purchased the harness and implement 
stock of M athias Spitzley.

Nashville—W . M. H um phrey has 
sold his carriage and wagon business 
to  Silas Endsley, of H astings.

D urand—Jones & H ealy have dis
continued the grocery  business and 
the store  occupied by them  is being 
vacated.

B attle  Creek—L iger & Cook have 
sold their confectionery stock to  
Spaulding Bros., proprieto rs of the 
Period cigar store.

South H aven—W . E. Stufflebeam 
and sons, Gerald and W ard, have 
form ed a copartnership  and engaged 
in the m eat business.

E aton Rapids—Mrs. D ora C. R eyn
olds has opened a branch m illinery 
store  a t O nondaga w ith Mrs. Grace 
S tringham  in charge.

Sparta—Amidon Bros, have pur
chased the w arehouse of A. H. M eek
er, and will be in the m arket for all 
kinds of farm  produce.

Boyne City—Joseph F lin t has sold 
his grocery stock to  L. E. Crandall, of 
Charlevoix, who will continue the 
business a t the same location.

Lowell—L. F. Severy has sold his 
stock of tinw are to  the Scott H ard 
w are Co., and his tools to  the  W . C. 
H opson Co., of Grand Rapids.

Woodland—G. C. Gar lick has sold 
his stock of general m erchandise to  
Hiram E. McComb, of Big Rapids, 
who will take imm ediate possession.

Middleville—T he store form erly oc
cupied by W . W . W atson w ith a gro
cery stock will be occupied by John 
H . D oak w ith a dry goods and shoe 
stock.

K earsarge —  Geo. D em eter and 
George Longyel have form ed a co
partnersh ip  and engaged in the g ro 
cery  busines under the style of Dem 
eter & Longyel.

D etro it—C. F. H artm an, who form 
erly was in the business on the cor
ner of W oodw ard and A lexandrine, 
has opened a sanitary grocery  a t 2322 
W oodward avenue.

Lake Odessa—O. A. Lapo has pur
chased the in terest of John  Griffin in 
the hardw are and furniture stock of 
Lapo & Griffin and will continue the 
business in his own name.

D etro it—The A m erican F ur Co. has 
been incorporated  to  deal in furs, 
with an authorized capital stock of 
$5,000, of which $3,000 has been sub
scribed and paid in  in cash.

Grand Ledge—Miles E. S tark  has 
severed his connection w ith the Carm- 
er C lothing Co. and form ed a co
partnersh ip  w ith Dr. B. D. Niles to 
engage in the clothing business.

Bad Axe—A new com pany has been 
organized under the style of the  O r
ton & B rierton  Lum ber Co., w ith an 
authorized capitalization of $10,000, of 
which $7,000 has been subscribed and 
paid in in cash.

B ear Lake—W illiam  E b ert has 
bought the business of the Arcadia 
C lothing Co., and will Carry it on at 
the same stand. J. A. R obertson has 
been retained as m anager and Fred 
Sm ith as a traveling salesman.

Linden—Gam ber’s vacant store in 
the postoffice block is being fitted up 
for a clothing store  and has been 
rented  to  A rthu r Dum anois, of Buf
falo, N. Y., who will pu t in a stock of 
clothing and m en’s furnishings.

Owosso—T he grocery  firm of Nut- 
son & L athrop  has been dissolved, Mr. 
N utson retiring. Mr. L athrop  will 
continue the business. Mr. Nutson 
sta tes th a t he expects to  soon re-enter 
the grocery business in this city.

E aton  Rapids—H. L. Boyce, who 
purchased the half in terest of his p art
ner in the candy and bazaar business 
of Boyce & Stoddard, has moved the 
stock from  the V aughan building to 
the form er place of business in the 
Stoddard building.

B righton—R. J. L yon has sold his 
store building and shoe stock to  Rob
e rt Phillips. A fter being in the shoe 
business thirty-seven years Mr. Lyon 
thinks it is about tim e th a t he quit. 
H e will continue his clothing business 
in his east store.

D etro it—The five-story brick build
ing, 187 W oodw ard aevnue, recently 
vacated by the Central D rug Co., has 
been leased for a period of ten  years 
to the W ashington Suit & Cloak Co., 
of Indianapolis, which will soon take 
possession of the premises.

D etro it—The H. F. D ieterle Co. 
has engaged in business to carry on a 
wholesale and re ta il flour and feed 
business, w ith an authorized capital 
stock of $10,000, of which $9,600 has

been subscribed, $¿,800 being paid in 
in cash and $4,800 in property.

D etroit—A. J. Fellm an, dealer in 
boots and shoes, has m erged his 
business into a stock company under 
the style of the Fellm an Shoe Co., 
w ith an authorized capital stock of 
$7,500, of which $6,500 has been sub
scribed and paid in in property.

E aton Rapids—George Muir, of 
H astings, will soon begin the construc
tion of a tw o-story brick business 
block, which will add m aterially to  the 
appearance of the city’s business dis
trict. W hen the building is completed 
Mr. M uir will establish himself in 
some line of retail business.

F reeport—F. E. Dem ing has sold 
his general stock to  F . R. Everhart, 
who was form erly engaged in business 
here w ith H . I. Miller. Mr. Deming 
will take a much needed rest, as he 
has been engaged in the m ercantile 
business alm ost continuously for over 
th irty  years, conducting a store at 
Linden, until about twelve years ago, 
when he moved to  his present loca
tion.

Caro— Mrs. M. H. Sm ith has been 
appointed tem porary  adm inistrator of 
the  estate of her husband, who dis
appeared some m onths ago and has 
since been missing. She has taken 
possession of the store a t W ahjam ega 
and the stock, which has been in
ventoried by John  H erm an and Frank 
St. Mary. E rnest B eyette had been 
conducting the business, as directed 
by Mr. Smith.

D etro it—A. K rolik & Co., R. P. 
Smith & Sons Co., and Burnham, 
Stoepel & Co. have filed a petition to  
have Charles H am burger, dealer in 
dry  goods, boots and shoes a t 701 
H astings street, adjudicated a bank
rupt. T hey have claims against him 
as follows: A. Krolik & Co., $265.54, 
R. P. Sm ith & Sons Co., $272.55; 
Burnham, Stoepel & Co., $31.58. Earl 
Lovejoy has been appointed receiver.

Olivet—H. E. Green has sold his 
grocery stock to  W m. Lane and Chas. 
M ontague, who will continue the  busi
ness under the style of Lane & Mon
tague. Mr. Lane has had a long and 
varied experience in the grocery busi
ness. F o r several years he conducted 
the A inger store a t O livet Station; 
he also conducted the branch store of 
Lamb & Spencer a t Kalamo, and has 
worked for Mr. Green in the Olivet 
store.

Manufacturing Matters.
Lansing—The L ansing W heelbar

row Co. has changed its name to  the 
L ansing Company.

D etroit—T he capital stock of the 
Smith & Baldridge Machine Co. has 
been increased from $50,000 to  $90,- 
000.

D etro it — The Michig an L eather 
Packing Co. has engaged in business 
with an authorized capital stock of 
$8,000, of which $4,000 has been sub
scribed and paid in in cash.

Cheboygan—A new company has 
been organized under the style of 
the Cheboygan Cider & V inegar Co., 
with an authorized capital stock of 
$10,000, all of which has been sub
scribed and $1,000 paid in in cash.

Kalamazoo—T he G. T. Eam es Co.

has engaged in business to  m anufac
tu re  and deal in m achinery, tools and 
power equipment, w ith an authorized 
capital stock of $15,000, of which 
$10,000 has been subscribed, $5,000 
being paid in in cash and $5,000 in 
property.

Lowell—T. F. Doyle, who is al
ready a stockholder in the K ing Mill
ing Co., and the Lowell S tate Bank, 
has purchased the in terests of Charles 
M cCarty in both of these enterprises. 
Mr. M cCarty will retain  his position 
as President of the Bank, however, 
until the annual meeting.

M uskegon—A new company has 
been organized under the style of the 
Christie-Collar M anufacturing Co., 
for the purpose of m anufacturing and 
dealing in baking powder. The com
pany has an authorized capital stock 
of $10,000, of which $5,000 has been 
subscribed and $1,000 paid in in cash.

H artfo rd—G. W . Schopbach, of 
Dowagiac, has purchased the H a rt
ford creamery. He has also purchased 
the equipm ent of the Keeler cream ery 
which he will combine with the local 
p lant m aking it a thoroughly m odern 
creamery. Mr. Schopbach has been 
engaged in the cream ery business at 
Dowagiac for seven years and will 
continue to  operate that p lant as well.

Saginaw—T hat the retail price of 
broom s m ay be boosted in the im
m ediate future was the announce
m ent made this week by Superinten
dent F. G. Putnam , of the S tate In 
stitution for the Em ploym ent of the 
Blind, located here. H e  says raw 
broom  corn, through a failure in 
crops in Illinois, Oklahom a and K an
sas, has been raised so high th at it 
is alm ost prohibitive to  buy w hat 
corn there is to  offer and broom s will 
retail at from  45 to 75 cents each. 
T he S tate institution has a five 
m onths’ supply which was bought 
before the crop failure was made 
known.

T here has been a g reat deal of talk 
about trial m arriages, but out in an 
Illinois town a good wom an refused 
to let her daughter get m arried until 
there was a “trial courtship.” She had 
the young man come and live in the 
home of the g irl’s parents for three 
days, during which time the girl did 
the work, cooked the m eals and stud
ied her fiancee. Meanwhile the 
young m an was to  watch the  girl. 
T he young woman purposely delayed 
a meal, just to see if her fiancee 
would become im patient. She tried 
him in m any ways to  test his tem 
per, but before the end of the second 
day he declared he wanted to  m arry  
her a t once. T he tes t was not a per
fect one, for each knew the o ther was 
observing everything done, and each 
was striving to  please the other. A ft
er all, no test can be made th a t will 
tell w hether or not a couple can live 
happily together.

M any tim es it is the fault of the 
clerks th at they do not know about 
the new goods in stock. M any times, 
too, it is the fault of the proprieto r 
who takes no pains to  keep his help 
informed.

Fam e is som ething which m ust be 
w on; honor only som ething which 
m ust not be lost.
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. Peaches—Smocks, $1.25@1.50 per 
bu.

The Produce Market.
Apples—W agner, W ealthy, M aiden 

Blush and Tw enty  Ounce Pippin 
fetch 60c per bu.; Pound Sweets, 
75c per bu.; Snows and Jonathans, $1 
per bu. All varieties of w in ter apples 
are beginning to  come in.

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

Beets—60c per bu.
B utter—T he defeat of reciprocity  is 

given as the reason for an advance 
of l'@2c in cream ery grades. T here 
is an active consum ptive demand for 
all grades and the receipts are hardly 
up to  usual for the season. A nother 
reason for the advance is the fact th a t 
the foreign supply of b u tte r is short, 
and countries abroad are therefore 
draw ing on Canada, which is firm and 
high. I t  is expected th a t prices will 
hold quite firm from  now on, as re
ceipts are usually sm aller during the 
fall m onths. Local dealers hold No. 
1 cream ery a t 27c. T hey pay 23c for 
No. 1 dairy and 17c for packing stock. 

B utter Beans—$1 per bu.
Cabbage—$2 for small crate and 

$2.25 for large.
C arrots—60c per bu.
Cauliflower—$1.50 per doz.
Celery—18c per bunch for home 

grown.
Citron—75c per doz.
Cocoanuts—60c per doz. or $4.50 

per sack.
Crabapples—H yslips, $1.25 per bu. 
C ranberries—E arly  Blacks from  

Cape Cod comm and $2.50 per bu. or 
$6.75 per bbl.

E ggs—T he m arket has been gradu
ally w orking higher and prices ad
vance about lc  a week. T he cool 
w eather has increased the demand and 
receipts show a very small percentage 
of loss in candling. Local dealers 
pay 21c, loss off del.

Grapes—W ordens, .Concords and 
Niagaras, 10c for 4 lb. basket and 12c 
for 8 lb.; Delawares, $1.75 per doz. for 
4 lb. basket; W ordens in bulk com
m and $1 per bu.

Green Corn—15c per doz.
Green Onions—15c per doz.
H oney—16@17c per lb. for white 

clover and 15c for dark.
Lem ons—California, $6.25 per box; 

Verdellis, $6.
L ettuce—85c per bu. for leaf; $1' 

per bu. for head.
N uts—Ohio chestnuts, 16c per lb .; 

hickory, $1.75 per bu.; w alnuts and 
bu tternuts, $1 per bu.

O nions—90c per bu. for home 
grown. T he m arket is strong  on ac
count of light crop. I t  looks as though 
prices would be higher.

O ranges—L ate Valencias, $4.25 for 
96s, 250s and 288s and $5 for 150s, 176s 
and 200s.

Pears—Sugar, $1 per bu.; Duchess, 
$1.25 per bu.; Clapp’s Favorite, $1.25 
per bu.; Keefers, 75c per bu.

Peppers—20c per doz. for red ; 60c 
per bu. for green.

Pickling Stock—20c per 100 fo r cu
cum bers; $2.50 per bu. for small 
onions.

Pop Corn—$1 per bu. for ear; 5c 
per lb. fo r shelled.

Po tatoes—75@80c per bu.
Pou ltry—Receipts are heavy, one 

Grand Rapids dealer having shipped 
nine cars last week and four cars so 
fa r this week. Local dealers pay 10c 
for broilers, 9c for springs and fowls; 
5c fo r old roosters; 10c for ducks; 8c 
for geese; 12c for turkeys.

Quinces—$2.50 per bu.
Radishes—15c per doz.
Squash—30c per bu. for crookneck; 

i y 2c per lb. fo r H ubbard.
Sweet Po ta toes—$2.75 per bbl. for 

V irginas and $4 for Jerseys.
T om atoes—65c per bu. for ripe and 

50c for green.
T urnips—50c per bu.
Veal— Local dealers pay 6@ ll’c.

Phil Fuller, who recently purchas
ed the H ervey lot, on the corner of 
Commerce and Louis streets, will 
erect a six-story building thereon as 
an addition to the store now occu
pied by the Ira  M. Sm ith departm ent 
store. W hen it is completed, the 
Smith Co. will occupy the new build
ing with its grocery departm ent, re
linquishing the Ionia street store 
now occupied by th at corporation.

H erbert E. Brown, traveling sales
m an for the Saginaw Valley D rug 
Co., and Miss M cLean, of Saginaw, 
were quietly m arried late last week. 
T hey will reside in Saginaw.

The Econom y Autom obile Co. has 
changed its name to  the Overland 
Company and in c re a s e  its capital 
stock from  $12,500 to  $22,500,

T he R ichards-W ilson Pipe Cover
ing Co. has increased its capital stock 
from $5,000 to  $30,000.

Bixby & Bixby, dealers in bazaar 
goods .at 686 M adison avenue, have 
discontinued business.

M athews & Theoputos, confection
ers at 118 Canal street, have discon
tinued business.

The penalty  of fame is the kind 
of people who name their children 
afte r you.

O f course, it is b e tte r to  recline in 
the lap of luxury than to  stand on 
ceremony.

The Grocery Market.
Sugar—The New Y ork refiners 

have reduced their abnorm ally high 
quotations and are all now on a basis 
of 6%c for granulated, the same as 
the Philadelphia refiners. T he de
m and shows a decided falling off, 
and it is believed th a t within a very 
few weeks the refiners will go out 
for business again, instead of hold
ing it as now, and when they do the 
m arket will w ithout doubt decline.

Teas— Prices hold firm and, with 
the guarantee of the T reasury  De
partm ent that no artificially colored 
teas will be adm itted, it is expected 
th at prices will advance on some 
grades o r styles. I t  is also thought 
by good authority  th a t if a chemical 
test is used there  will also be some 
black teas rejected on account of 
coloring m atter. If  this should be 
the case, the situation will be still 
worse. T here has been a very good 
demand for all grades of green teas 
from the retail trade. T he consum 
ing demand is as good as could be 
expected at this time.

Coffee—News from  Brazil is ex
trem ely strong, and quotations are 
much higher there than  last week. In 
this country all grades of Rio and 
Santos are at least higher. Milds 
are probably y2c higher for the week, 
and the present quotations com par
ed with the quotations of six weeks 
ago show an advance of 2@2J/ ic  per 
pound. Mocha is scarce on spot, 
and has advanced y2c during the 
week. The coffee demand is fairly 
active under all the conditions, but 
the consum ptive demand is w ithout 
doubt feeling the effects of the ab
norm al prices. I t  is expected that 
roasted coffee will be advanced an
o ther y2c within a few days.

Canned Fruits—T here has been 
some business transacted  during the 
entire canning season and it is ex 
pected to increase from  now on as 
fresh fru it supplies grow  smaller. It 
is reported  from  the coast th at the 
situation in California fruits has 
changed but little during the past 
two weeks. Packers it is said are 
still bending every effort to pack the 
varieties and grades which have been 
sold and are still buying fresh fruit 
for th at purpose. T he m arket on 
gallon apples shows quite a decline 
for the m onth of Septem ber. The de
mand is m ore active, but buying is 
still light as green apples are p lenti
ful and cheap.

Dried Fru its  — A pricots are un
changed on the previous high bas
is and very dull. New raisins look 
stronger. The crop does not look so 
well, and an advance is not unex
pected. Old crop raisins are un
changed. T he general demand for 
raisins is light. C urrants have ad 
vanced on the o ther side, but the 
m arket here is as yet unchanged. 
O ther dried fruits are dull and un
changed. Prunes are extrem ely strong 
again, and m ost packers have w ith 
drawn prices. T hey seem to be afraid 
that the crop will run to  small sizes. 
T he m arket for 1911 fru it is exceed
ingly strong, and it is alm ost im pos
sible to  buy anything. Peaches are 
about yic  easier, due to better crop

prospects, and the demand is m oder
ate.

Canned Vegetables—T he canning 
of corn will soon be ended and re
ports have been forw arded from  some 
sections which would seem to indi
cate th at the pack will be fully as 
large as usual. The E astern  m arket 
on tom atoes while firm is not active 
and business is reported to  be light. 
Spot business in tom atoes is also 
light as fresh goods are in a large 
supply and prices the lowest during 
the season. Peas is the one article 
in the canned vegetable line which 
will cause the re ta iler some trouble 
in getting  supplies sufficient to  fill 
future orders and the regular de
mand.

Syrup and M olasses— Glucose is 
unchanged. Compound syrup is in 
fair demand and rules a t unchanged 
prices. Sugar syrup is fairly active 
at unchanged prices. M olasses is 
dull and unchanged.

Cheese—T here is a good consum p
tive demand, and the quality of the 
current arrivals is high. L ast year 
the Canadian cheese m arket was 
about 4c below our own, but this 
year they are about together. This 
helps the m arket here to be firm.

Fish— Cod, hake and haddock are 
all firm and show a fair demand for 
the opening season. Dom estic sar
dines are not especially strong, and 
practically all packers are quoting 
quarter oils at $2.25. Im ported sar
dines show no change in price, al
though advices from abroad are of 
poor pack. Salmon shows no change. 
There is a fair demand under all con
ditions. P lenty  of pink Alaska sal
mon can be gotten  at $1 f. o. b. in a 
large way. Mackerel is strong and 
in fair demand. The week shows no 
im portant change in price.

Provisions—The m arket has de
clined y2c throughout the week. A 
larger supply is reported, w ith some 
seasonable falling off in the demand. 
These two factors m oving together 
have caused the decline. Pure and 
compound lard have shared in the 
decline and are steady at y2c off 
Barrel pork and dried beef are stead) 
and unchanged, with a good season 
able demand. Canned m eats are u r  
changed.

The Drug Market.
Salicylic Acid and Silicate S o d a -  

A re higher.
Cocaine—H as advanced.
M enthol—Is higher.
Sugar Milk—Is higher.
Balsam Tolu—H as advanced.
Prickly Ash Berries—Are higher.
Oil Lavender—Is higher.
Oil Spearm int—H as advanced.
Oil W orm seed—H as declined.
Am erican Saffron—H as advanced.
Ipecac R oot—H as advanced.

No one need to  w orry  about the 
cranberry crop, because it is rep o rt
ed to  show an increase of 13,000 bar
rels over last year, or a gain of 13 
per cent. T he pessim ist will say 
th at w ith the high price of sugar no 
one can afford to eat cranberry  sauce, 
but the optim ist will declare th a t the 
low price of cranberries will equalize 
the high price of sugar and both 
make a good average.

mailto:1.25@1.50
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W hat Other Michigan Cities Are D o
ing.

W ritten for the Tradesman.
T he Real E sta te  Board of Battle 

Creek is unitedly supporting the 
p lan of a cham ber of com m erce or 
central o rganization  fo r th a t city.

South H aven expects to  secure a 
branch factory  of a large pipe or- 
gan concern located in Canada, th ir
ty  m iles from  M ontreal.

H erea fter express packages sent 
out from  D etro it to  Sault Ste. M a
rie will no t be carried all over Can
ada before being delivered, but will 
be sent via M ackinaw City, the 
sho rtest and quickest route. Express 
m atte r has been going by W estern  
express over Canadian lines, the  in
direct rou ting  causing a delay of 
m any hours and som etim es days, 
while direct shipm ents reqiure only 
fifteen hours in ransit. T he State 
Railway Commission, to  whom an 
appeal was made, was able to  bring 
the express com panies to  time.

Some m an w ith m oney ought to  go 
over to  P t. H uron  and build w ork
ing m en’s hom es for rent. T he scarc
ity  of houses is said to  be unusual 
and is h indering the factories from 
operating  full handed.

T his is the week of the Genesee 
C ounty Fa ir a t F lin t and every day 
will be the big day.

O w osso has been assured th a t the 
O w osso-C orunna electric line will 
be reconstructed  and the W ashing
ton s treet bridge made safe a t once.

T he Saginaw Board of T rade has 
secured be tte r train  service over the 
M ichigan Central from  Saginaw to 
Caro and D etroit.

The M ichigan Central is having 
plans prepared for a new $200,000 
passenger station  at Jackson, to  be 
built in the vicinity of E ast avenue, 
w ith a separation of grades extend
ing from  W alls hill, outside the east
ern  lim its of the city, to  the N orth  
M echanic street bridge. T his will 
elim inate the dangerous crossing at 
Main street and will be a decided 
improvem ent.

“You are located in as fertile a 
valley as there  is in the U nited 
States,” said Prof. T aft, of the M. 
A. C., a t the Saginaw Industrial E x 
position and Land Show last week. 
Saginaw county in an agricultural 
line is only 50 per cent, developed 
and is raising  no surplus, as this 
city furnishes the m arket. T here is 
probably no area of the same size 
anyw here producing a g reater variety 
of agricultural products. T he Prairie 
farm, for instance, now has some 
1,350 acres of pepperm int and 120 
acres of flax. I do not know why 
Saginaw should not rise to  the prom 
inence of Scotch and Irish  cities as 
a linen producer, as flax is a good 
ro tating  crop with sugar beets, and 
there  is no place be tte r suited for 
raising flax than here, while we im 
p o rt 90 per cent, of the linen used 
in this country.”

T raverse City claims to  have m ore 
traveling  men than any o ther town 
of its size in Michigan. T here are 
100 of them  and every one is a 
booster for his hom e city.

E scanaba m ay have to  w orry along 
w ith only  fifty saloons next year. An

MAIL ORDER COMPETITION
Some of the Manufacturers W ho Permit Their Goods 

to be Handled by Mail Order Houses

The Tradesman herewith submits a list of staple articles 
which are quoted in a recent issue of Montgomery Ward & Com
pany’s grocery price list:
L ip ton ’s  B lend A Tea, 1 lb. t in  @ ..................................  •  KQ
L ip ton ’s B lend B. Tea, 1 lb. t in  @ .................................. ..................................................... * ‘22
B ak e r’s  No. 1  P rem ium  Chocolate, p e r box @ .......... .........................................................  «‘In
B ak er’s, No. 1 P rem ium  Chocolate, p e r lb. @ ...........    ™
W ilbu r's  B reak fas t Cocoa, % lb. tin s , 6 lb. box ® ....................................  9 9 9
B ak er s  B reak fas t Cocoa, % lb. tins , 6 lb. box ® ..............  ..............................  9 nn
M agic Y east, 10c Size, p e r box @ ......................................  ..............................................
M agic Y east, 5c Size, p e r box @ ......................................  ..................................................
Y east Foam , p e r box @ ..............................................................................................................
A. & H . Soda, p e r case  @ ................................................  ....................................................  i  „2
A. & H . Soda, p e r  doz. @ ................................................  *.......................................................  "*o,.
R oyal B ak ing  Pow der, % lb. tin s  @ ........................  XX
Royal B ak ing  Pow der, % lb. tin s , p e r doz. @ .. ..........................................  0‘¿2
R oyal B ak ing  Pow der, 1 lb. tin s , p e r can  @ .................... .   IT
R oyal B ak ing  Pow der, 1 lb. tin s , p e r doz. @ .   479
R oyal B ak ing  Pow der, 3 lb. tins, p e r can  @ ....................  .......................  ?’ ,9
Royal B ak ing  Pow der, 3 tb. tins, per doz. @ .................... .............................................  19
C am pbell’s  Soup, A ny V arie ty , p e r can  @ ......................    nS
C am pbell’s Soup. A ny V arie ty , p e r doz. @ ............................  Xf
R oyal P e a n u t B i t te r ,  10c Size (8c each) p e r doz. @ ........ . . . ” ...........................................22
R oyal P e a n u t B u tte r  15c Size (12c each) p e r doz. @ .   ,'?2
Royal P e a n u t B u tte r  25c Size (20c each) p e r doz. ® ........................
E ag le  B ran d  Milk, 1 lb. cans, p e r doz. @ ......................  ..................................  ? •»;?
E ag le  B rand  M ilk, 1 lb. cans, p e r case  @ ........................   ¿ 9?
E ag le  B rand  Milk, 1 lb. cans, 3 cans f o r ...............................     49
P eerle ss  Milk, 6 oz. cans, p e r case  @ ...........................     »‘¿ i
P ee rle ss  Milk, 6 oz. cans, p e r doz. @ ..............................    ?!
Peerless  Milk, 6 oz. cans, 3 cans f o r ............................. ..............................................................
P eerless  Milk, 12 oz. cans, p e r case  @ ..................................................................................
P eerless  Milk, 12 oz. cans, p e r doz. @ ................    ° ‘i2
P eerless  Milk, 12 oz. cans, 3 cans fo r ......................................................  96
P e t Milk, 16 oz. cans, p e r case  @ ...................................... . .* ............................................  . ’JJ
P e t Milk, 16 oz. cans, p e r doz. @ ..............................................................................................
P e t Milk, 16 oz. cans, 3 cans  f o r .................................... ........................................  9®
P e t Milk, 6% oz. cans, p e r case  @ .............................. ’ . . . . ...............................................  „‘22
P e t Milk, 6% oz. cans, p e r doz. @ ........................................  ..............................................  M S
P e t Milk, 6% oz. cans, 3 cans  fo r ................................................ . ”  ”  “ .....................................
C arnation  Milk, 16 oz. cans, p e r case  @ ....................  ......................................................  Ann
C arnation  Milk, 16 oz. cans, p e r doz. @ ........................ ." ..................................................
C arnation  Mlik, 16 oz. cans, 3 cans  fo r ................................  ............................................

. R oyal Cheese, 10c Size, p e r doz. @ ......................................  ..............................................
Royal Cheese, 10c Size, per j a r  @ ..............................  ..................................................  no
R oyal Cheese, 15c Size, p e r doz. @ ................................ .......................................................
Royal Cheese, 15c Size, per ja r  @ ................  . ............................................................  1’JS
R oyal Cheese, 25c Size, p e r doz. @ ...................... ............................................................. ..... . '¡n
R oyal Cheese, 25c Size, pe r j a r  @ ...................................... .. * * ’ ........................................
Q uaker O ats, 10c Size, p e r case @ ............................  ................................................................
Q uaker O ats, 10c Size, 3 packages fo r .............. ...........................................................................
A un t Jem in a  P an cak e  Flour, No. 2 C artons, p er case  f f i ........................................
A un t Jem in a  P an cak e  F lo u r No. 2 C artons (6 C artons) fo r . ..............................
A u n t Jem in a  P an cak e  F lou r No. 2 C artons (2 C artons) fo r ..........................................
P faffm anns A. 1 E g g  Noodles F u ll Box, p e r lb. @ ................... ..........................................
PfafTrnanns A. 1 E g g  Noodles, less th a n  Box, p e r lb. @ . . .  ......................................75
P e tty jo h n ’s B re ak fas t Food, No. 2, C artons, p e r case  ® ......  ..................................  1 qn
P e tty jo h n ’s B reak fas t Food No. 2, C artons, p e r doz. @ . .  ................................  7’22
P e tty jo h n ’s B re ak fas t Food No. 2, C artons, 3 packages fo r ...................................  H®
R alston  s B reak fas t Food No. 2, C artons, p e r  case  @ ........  ....................................
R a lsto n ’s  B reak fas t Food No. 2, C artons, p e r doz. @ . .    ?’2X
R alsto n ’s  B reak fas t Food No. 2 C artons, 3 packages for ........................................... ¿n
Shredded W h ea t B iscuit, p e r case @ ..........................  ................................  - ‘¿X
Shredded W h ea t P iscu it, p e r doz. @ ......................................................................................  ?-22
Shredded W h ea t B iscuit, 3 boxes fo r ....................  ....................................................  A‘£2
G rape N uts, p e r case  @ ................................................................................................................  „’Sf
G rape N u ts, p e r doz. @ .............................................. ..........] ............................................  f - i“
G rape N u ts, 3 packages fo r ...................................... .. *......................................................  J",X
M alta  V ita , per case  @ ......................................................  ......................................................
M alta  V ita , p e r doz. @ ............................................ .. ........................................................
M alta  V ita , 3 packages f o r ........................................! ”  ”   .....................• ................................... 22
Force, p e r case  @ ...................................................... .....................................................................
Force, pe r doz. @ ................................ ■.................... ......................................................
Force, 3 packages f o r .....................................................................................................................  q®
C ream  of W hea t, No. 2 C artons, p e r case  @   . ‘in
C ream  of W hea t, No. 2 C artons, per doz. @ ... ......................................  f ’22
C ream  of W hea t, No. 2 C artons, 3 packages f o r ............   qS
Q uaker Puffed Rice, A 6044 No. 2 Size, pe r case  @ .......... ! ! .....................................  4 as
Q uaker Puffed Rice, A 6045 p e r doz. @ .................... 7 ................................  M 2
Q uaker Puffed  Rice, 3 packages f o r ..............................   ’|2
Q uaker Puffed Rice, A 6048 No. 2 Size, per case  @ ’ !...**!.” .......................................  9‘25
Q uaker Puffed  Rice, A 6049, p e r doz. @ ...................     z‘2f
Q uaker Puffed  Rice, 3 packages f o r .........................   22
W ool Soap, L arge  Size, pe r box @ ..............................    f i,2
Wool Soap, 10 C akes fo r 68c, 5 Cakes f o r .........................    ¿2
Wool Soap, Sm all Size, per box @ ....................................    . ‘22
W ool Soap, Sm all Size, 10 C akes fo r ...........................................................   *’XX
P . & G. M ottled G erm an, 14 oz B ars, p e r box ® ...................... „ ..................................... ®‘-.K
P. & G. Lenox, p e r box @ ................................................  . ..............................................
P . & G. Lenox, 10 B ars, fo r ............................  ........................................................  " ’ix
P. & G. Ivory  Soap, 10c Size, p e r box @ ............ .................................................................
P . & G. Ivory  Soap, 10 B ars  fo r 68c, 5 B ars  f o r ............  ........................................
P . & G. Ivory  Soap, 5c Size, p e r box @ . . ........................  ..............................................  4'’22
P. & G. Ivory  Soap, 10 B ars  fo r  40c, 5 B ars  fo r . .  .    9«
B ab b itt’s B est Soap, 75 s„  p e r box @ ........................  ......................................  ®‘£X
B ab b itt’s B est Soap, 10 B ars  fo r ........................ . .....................................•......................  ,2
S a n ta  C laus Soap, p e r box @ ........................  ..................................................................  „’22
S a n ta  C laus Soap, 10 B ars  f o r ........................ .........................................................................  “ ,9
K irk ’s A m erican  Fam ily , p e r box @ ........................................................  9 qn
K irk  s A m erican  Fam ily , 10 B ars  f o r ....................  ............................................  aa
D obbins E lectric , p e r box @ ..............................  ..............................................................
D obbins E lectric , 10 B ars  fo r ....................  ....................................................................... 4-®h
Sapolio E . M organ’s Sons’ house (3 doz. b o x ) 'p e r  b o x '® ’ !'.! '.” ; ! .............................  995
Sapolio E . M organ’s  Sons’ house 3 Cakes fo r . . . . . .  .    2’?q
Sapolio E . M organ’s  Sons’ H an d  3 doz. box p e r box @ .......... ! . '! ! ...............................  2 2K
Sapolio E. M organ’s  Sons’ H and  3 Cakes f o r ...........  ............................  z’f l
Goto D ust W ash in g  Pow der, 4 lb. P ackages  ..................  7®
£ ! np 2 ,£ !ocic h a s h i n g  Tea, 100 % lb. P a p e r s ............................ .......................................  o i i
Pyle;s P earline , 36 1 lb. P ackages , p e r case  ..........................  o i l

f SSf f i l  « a o ’:::::::::::: ». f
W ash ing  Pow der B ab b itt’s “ 1776” 3 P ack ag es  V ..................12
R aiih iii’f  t ”? f  0 r p Sja.sh  (4 Doz. in Case) p e r case  @ ...................................... !!! ! 3*40B ab b itt s L L ye o r P o ta sh  p e r doz. 90c, p e r can  @ ................................  ns
E nam eline  P a s te  Stove Polish  5c Size, p e r box @ ............  ' 120
E nam elm e P a s te  Stove Polish, p e r doz.; 45c, each  ........................ .'.............................. 04
E nam eline  P a s te  Stove Polish  10c S i z e ......................  ..................... 1*07

®tove Polish, 10c Size, p e r doz., 70c, e a c h '; ! ; ! ! ! ! ! ! ! ! : ! . ' ; ! ! ! ; . ’ 07W iggle-S tick  B luing, each  8e, p e r  doz. ................................" ! " !  ” ! ! ! ; ” ! ”  " !  jqq

ordinance providing for such reduc
tion was defeated by one vote a t a 
recent m eeting of the Common Coun
cil, but will be b rought up again for 
consideration.

Boys who sell celery in the 
streets of Kalam azoo m ust hereafter 
wrap the bunches in clean paper, 
not in newspapers picked up in al
leys, by order of the Board of 
Health.

D etro it has passed an ordinance 
requiring loan agencies to pay an 
annual license fee of $200. T he law 
went into effect Aug. 2 and so far 
only two agencies have paid the fee. 
P rio r to  passage of the ordinance 
there  were about twenty-five agen
cies in D etroit, showing th at the 
m easure is very effectual in ousting 
the loan sharks.

A case of typhoid fever a t P o rt
land was traced to  impure well wa
te r  and analysis by S tate officials of 
the w ater of nine wells, located 
chiefly along South K ent street, has 
been declared unsafe.

Dowagiac’s th ird  annual Flow er 
Show, held a t the Public L ibrary  
under the auspices of the Junior Civ
ic Im provem ent League, proved a 
decided success and m any little 
hearts were made glad when prizes 
were awarded for the best bouquets 
and displays.

H itching posts have been restored  
to the main street of Adrian, for the 
convenience of farm ers, and now 
Three Rivers is talking of following 
the example of Adrian.

Baraga will install municipal w a
ter works and an electric light plant.

Paw  Paw  is hoping to  secure sev
eral new industries, -including a can
ning factory now located a t Decatur, 
also a shoe factory at O tsego.

Fennville is asking for b e tte r pas
senger service at the hands of its 
one road, the Pere M arquette, and 
two m em bers of the State Railway 
Commission were there last week to 
hear both sides of the case.

Over 260 cars of peaches were 
shipped out of F rem ont this season, 
breaking all previous records.

A Fall Festival and Baseball 
Tournam ent will be given by the 
m erchants of Reed City Oct. 10-12.

Saginaw’s E ast Side trade school 
continues to be popular and the 
services of an additional teacher will 
be required this year.

M enominee wants a public m arket 
and the project will be pushed by 
the Commercial Club of th at city.

Kalam azoo is still w restling with 
the lighting proposition. I t  is esti
m ated that a new municipal plant, 
adequate to the city’s needs for the 
next ten years, will cost $125,000, 
and much data on the cost of light
ing by municipal plants and under 
contract in other cities is being se
cured. A lm ond Griffen.

Then He Jumped.
Johnnie—Grandpa, will you make 

a noise like a frog?
Grandpa—W hat for, m y boy? 
Johnnie—-Why, Pa said we’ll get 

ten thousand when you croak.

000 swine are in the U nited States.
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Your profit is in the flour you sell,
Not in what you buy»

No matter how much you buy, if you cannot 
sell it, you cannot make any profit*

No matter how cheaply you buy, if you cannot sell 
you make no money*

On the contrary, you are apt to lose money 
on that kind of deal*

You can sell Lily White, ««the flour the best cooks 
use*'*

Very likely you have had calls for it as a result 
df our extensive advertising*

Our advertising is a great force working for you 
if you sell Lily White* ---

We bring the customer to your door— -you need 
only have the flour and hand it over*

Why not let this selling power work for you?
Day in and day out our advertising is being read by 

your customers* More and more of them will want it 
as the days go by*

When a few get it, soon all want it.
And the circle of satisfied trade that comes 

voluntarily to your door keeps getting larger and larger*
It becomes a tidal wave that sweeps competition 

off its feet*
This advertising of ours is going steadily on_it

never lets up*
How much better to be joining forces with it than 

against it*
We invite you to join us--to become a Lily White 

partisan* We know it will pay you*
We will work for you, Lily White will work for you 

and we'll all work together*
What do you say? This is a fine year for winter 

wheat flour*
Valley City Milling Company, 

Grand Rapids, Mich*
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W hile the editor of the Michigan 
T radesm an was in the prelim inary 
stages of the a ttack  of typhoid fever, 
which so nearly ended his life’s jo u r
ney, and when the disease was p ro 
ceeding to  im pair his m ental and phy
sical energy, his constan t thought 
was still of this paper and its patrons, 
and he continued his labor upon its 
editorial pages until physical and 
m ental distress and exhaustion com 
pelled him to cease.

D uring  this tim e w ithout moral, 
but perhaps legal, responsibility he 
produced an article in the issue of 
O ctober 5, 1910, headed The F ru its 
of Unionism. T his article w rit
ten under these circum stances the 
T radesm an now considers one which 
would not have contained all the 
statem ents were it not for the editor’s 
illness, and is therefore w ithdraw n, so 
far as the follow ing statem ents are 
concerned:

O ur position relative to  union la
bor and union leaders is well known 
and rem ains unchanged, but we re 
spectfully w ithdraw  the editorial 
m entioned and re trac t specifically the 
follow ing statem ents therein contain
ed, w ith apologies to  Jam es M. 
Lynch, P resident of the In ternational 
Typographical U nion:

“W hen the men who conceived and 
carried into execution the despicable 
crim e a t Los Angeles are finally ap
prehended it will be found that they 
received their inspiration from  the 
office of John  M. Lynch, P resi
dent of the In ternational T ypograph
ical Union, a t Indianapolis.”

W ithdraw n and apologized for.
“Gom pers and Lynch pretend to 

the newspapers th at they abhor in
cendiarism  and m urder, bu t they  
preach it privately to  their associ
ates and laugh behind their sleeves 
over the m anner in which they dupe 
G raham  Taylor, Lym an A bbott and 
o ther well-m eaning men by pretend
ing to  be law-abiding citizens when 
they are constantly  p lo tting  against 
the lives of m en who refuse to  bow 
the knee to  union bondage.”

W ithdraw n and apologized for.
W ithout com prom ising its position 

m aintained for years upon the subject 
of union labor and unionism, this pa
per does not intend to  inflict per
sonal in ju ry  upon any person w ith
out reference to  w hether the injured 
person is a union or non-union man.

and it respectfully does so in the 
case of Jam es M. Lynch and Samuel 
Gompers, who were the subjects of 
the editorial of O ctober 5, 1910.

W IL L  B E  SH O RT LIV ED.
Phis country does not particularly 

need a g reat railroad strike a t this 
time, but it is likely the strike just 
inaugurated on the Illinois Central 
and the H arrim an lines will not be 
regarded as an unmixed evil. The 
num ber of m en involved in the strike 
is claimed to  be 38,000, which it may 
be adm itted, if the figures are cor
rect, is a considerable num ber to  be 
out of w ork—enough to  make a m a
terial difference in the business of 
the country. But the situation has 
its consolations. U nder reckless and 
demagogic leaderships these men 
have been thoroughly inoculated with 
the strike spirit and sooner or later 
the strike was certain  to  come. I t  is 
better to  have it now, when business 
is running light, than  in the spring 
o r a t some o ther time when a rush 
m ay be on. T he strike is not likely 
to last long and th a t it is not serious
ly regarded in financial circles is in
dicated by the fact th a t the stock 
quotations show no terrify ing  fluctu
ations. T he reasons the strike will 
not last long are th at m any of the old 
and sober headed employes have re
fused to obey the commands of the 
w alking delegates, there are many 
men out of work to  take the places 
of the strikers and the strike comes 
on the edge of a cold w inter. I t  will 
last long enough, however, to  give 
the strikers a much needed lesson 
and to sober them , a t least this may 
be hoped for.

T he strike is w ithout justification. 
No question of wages is involved. 
T here  is no dispute as to  the hours 
of labor. T he sole and only issue is 
the recognition of the  federation of 
labor unions. T he trades interested 
are the boilerm akers, m achinists, car
men, blacksm iths and helpers, clerks, 
steam fitters, sheet m etal workers, 
pain ters and the federal laborers, all 
employes in the railroad shops. 
T hese-various trades each has its 
union and the individual unions are 
recognized by the railroads. Instead 
of having nine individual organiza
tions the demand now is th at the 
recognition be extended to  all the 
unions federated as a single body and 
under a single control. Coupled with 
this demand are dem ands th a t only 
union m en be employed, th a t no 
union m an shall be discharged w ith
out the consent of the union and that 
when m en are laid off in periods of 
dullness th at the union shall say who 
shall be idle. These demands are 
outrageous—alm ost fantastic  in their 
extravagance, and the railroad m ana
gers naturally  refused to  make any 
concessions o r even to  receive propo
sitions < for arbitration. T he union 
leaders presented their demands in 
such form  th a t the strike was the 
only alternative, and the strike was 
declared accordingly. The strike will 
not be of long duration, but it will 
not be wholly in vain if it takes some 
of the swelling out of the union labor 
head.

STIGMA OF REPUD IATIO N .
The proposed re-organization of 

the Grand Rapids Board of Trade 
is approved so generally and in so 
m any different circles th at the idea 
m ust have merit, and it certainly has. 
The Board was organized some tw en
ty years ago and its plan of opera
tions is practically the same now as 
in the beginning. T he city has 
grown, conditions and m ethods have 
changed and the old organization no 
longer fully serves the purposes for 
which it exists. The Board should 
be m odernized; its scope enlarged 
and m em bership should be made 
w orth an increased annual payment. 
All this can be done without, in any 
degree, im pairing the popular feature 
expressed by a large membership. On 
the contrary, it will not be difficult to  
devise plans to  make the Board with 
a sm aller mem bership much more 
representative of the city and its va
ried in terests and a t the same time 
much m ore useful.

One phase of the discussion for 
reorganization, however, is not pleas
ing. E ight years ago the Board de
cided it would be desirable to  own 
its own property, instead of being a 
tenant, and the Executive Committee 
was instructed to  see w hat could be 
done. W m. H. A nderson was then 
President of the Board and with 
him as a comm ittee acted L ester J. 
Rindge and Sidney F. Stevens. They 
secured an option on the W eston 
building, on Canal street, for several 
years the early home of the Board, 
a t $80,000 and laid this before the 
Board, and it was rejected because it 
was thought so am bitious a property 
was out of the question. T he Com
m ittee then secured an option for 
the purchase of the p roperty  on 
Pearl street, now occupied, a t $55,- 
000, and the Board decided to  take 
this property, provided the project 
could be financed. Mr. Anderson call
ed a m eeting of the Presidents of the 
city banks, ten of them , and the 
Michigan T ru st Company, explained 
the situation, and the banks prom ptly 
voted to  share the purchase price 
am ong them  as a loan to  the Board. 
Each contributed $5,000 the same 
day the m eeting was held, the pur
chase was made and later, when a 
m ortgage was executed, 5 per cent, 
bonds were distributed as tangible 
evidences of the loans. The Board 
expended some $15,000 in remodeling 
and im proving the building and has 
expended o ther am ounts for repairs 
and alterations since. As a business 
proposition, the building does not 
seem to  have been a success. Instead 
of the ren ta l income paying interest 
charges, taxes, m aintenance and p ro 
viding for the sinking fund to  meet 
the bonds when due there has been 
an annual deficit. W hether this has 
been the fault of the building, the 
location o r the m anagem ent need not 
be discussed, but it m ay be remarked, 
incidentally, th at the renting, instead 
of being in the hands of an expert, 
has always been left to  the Secretary 
to  look after in addition to  his other 
duties, and the looking after has been 
very casual. T he annual deficit has 
been an em barrassm ent, especially in

recent years when greater demands 
have been m ade upon the B oard’s 
finances, and in the re-organization 
discussion the suggestion is being 
made th a t the Board tu rn  its build
ing over to  the banks who hold the 
bonds to  do w ith as they  like and 
seek quarters elsewhere. T his m eth
od of getting  rid of the burden would 
be strictly  within the law, but, never
theless, it m ust be regarded as un
fortunate th at such a plan should 
ever have been broached. T he Board 
of T rade is supposed to  be made up 
of this city's best business talent and 
to represent the highest type of 
business honor and good faith. The 
am ount still owing, including in terest 
unpaid, is about $56,000, o r  the full 
purchase price of the property , and 
to ask the banks to  take the  property  
for the indebtedness would be so 
near a repudiation th at no honorable 
business m an would consider it in 
the m anagem ent of his own affairs. 
W hen banks lend m oney on real es
tate  security it is usually to  an 
am ount not to  exceed one-half the 
value, but in this case, in a patriotic  
desire to  help the Board and the 
city, and having confidence in the 
in tegrity  of the business men who 
made up the organization, the banks 
provided all the m oney needed for 
the purchase. F o r the Board to  get 
out from  under now, leaving the bag 
for the banks to  hold as a penalty  
for their good nature, m ight be stric t
ly within the law, but it would be 
tricky, unw orthy the business m en of 
the city and the Board and entirely 
out of harm ony w ith those principles 
and ideals which the organization 
should stand for. Such a course would 
be a stigm a upon the Board for all 
time to  come, som ething to  apologize 
for and be ashamed of and it is w ith
in the possibilities th at it would be a 
source of serious future em barrass
ment. W ould the banks again favor 
an institution th at repudiated its ob
ligations?

Instead of try ing  to  shake its in
debtedness, the Board should apply 
its best thought to  the problem  of 
how to  make the p roperty  pay. Skill 
and intelligence should be exercised 
in the renting, instead of leaving this 
to  the careless atten tion  of the  Sec
re ta ry  of the Board to  look after or 
not, as suited his convenience. The 
Michigan T ru st Com pany building, 
across the street, is full and a large 
addition is being made to  m eet the 
demand fo r m ore offices. T he H ouse
m an building, next door, is constantly  
filled. W hy can no t the Board of 
T rade building be m ade equally suc
cessful as its neighbors and as a 
business enterprise profitable? I n 
stead of talking repudiation let the 
Board apply itself to  finding out what 
is the m atter and then applying a 
remedy. Repudiation would be the 
easy way, but it is not the honorable 
way to  m eet the problem  th a t is pre
sented. Nobody respects a flunker.

The man who tru sts  no one m ay 
never be disappointed, but he will be 
very miserable. T he basis of busi
ness, of life itself, is tru st in others.
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SCATTERING  BRIGH TNESS.
I t  was only a bouquet of scarlet 

salvia given by a  child to  an old 
lady, but it called fo rth  m any words 
of heartfelt adm iration from  her lips. 
T he four closed walls were for the 
tim e opened, and the exquisite touch
es of the  Divine hand were revealed 
in a new form. Like a little  child, 
she adm ired and wondered. The 
next day a p lant in full bloom was 
sent to  h,er room, where it is now 
placed, in full view of her chair, and 
in the window where all passing m ay 
see. F o r her lim itations have made 
her generous. She w ants the world 
to  see th a t which has given her so 
much of joy.

The flowers of every day life arc 
scattered  thickly about us, but too 
often we but tram ple them  under 
our fe e t  T here are the little  things 
of life which are w ithin reach of 
every one. T he trouble is th a t in 
our rapid pace we do not notice 
them . T hey are in so m any forms, 
and abound in unexpected places. 
Even the sm allest child m ay find 
them  in profusion, while old age sees 
them  strew n about the path. Sir 
Philip Sidney im m ortalized his name 
by extending the  cup of w ater to  a 
fellow sufferer. T here are those not 
appreciably suffering, yet in a need 
which we m ay easily supply. The 
destination m ay not be so fully rec
ognized until the sight of the well 
laden table is gained. So the elem ent 
of discontent m ay not be a  factor in 
pressing up to  be tte r things.

W hatever the attitude of another, 
we may elevate it in some way. The 
new book o r magazine, th e  fresh 
flowers, the ripe fruit, will appeal, 
while the m ere thought of being r e 
m em bered m ay be the m ost grateful 
feature in the service. I t  is no t the 
unusual but the comm onplace fea
tures which m ay appeal. Change in 
thought is som etim es a real benefac
tion; and the one who can suggest 
some bright idea is m ore beneficent 
than the one who can give much 
gold.

CLASS SPIR IT.
Critical periods are bound to  oc

cur in the life of every individual, 
every organization. Contests, differ
ences in view-point will arise which 
may be as speedily adjusted as the3r 
came; or they may harbor a hidden 
anim osity and revenge which will 
sm oulder like the fires of E tna, 
breaking forth  in term ittently  in a 
m anner which brings disaster or dis
grace.

Class fights conducted in the prop
er spirit are to  be winked a t by the 
authorities in charge, smiled a t by 
the upper classmen, and treasured 
am ong the tender college m emories 
by the direct participants. T he lu 
dicrous aspect quickens the thought, 
and when study is resum ed it will be 
with a b e tte r feeling tow ard every 
one, stronger friendships and loftier 
purposes. T he battle, called off w ith
in a reasonable time, leaves in its 
wake a stronger sense of class spirit, 
the  genuine nature of which is but 
ano ther name for patriotism .

Q uite the reverse will be the re
sult if there  is a lack of fairness or
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The Trade 
Paper

A

W  HEN you get your trade paper, give it 

the consideration to which it is entitled. 

Remember it is working for you while you sleep. 

It works for you when you pay your subscrip

tion and when you let it lapse. It carries valu

able messages to you no matter where you are, 

and it is the pass key to success in your chosen 

line. It is the ambassador, delegate extraordi

nary, of the manufacturers who use its pages. It 

is as important to you as your bank book, and the 

sooner you learn this, just that much quicker 

you will see yourself making greater strides 

toward success. To the manufacturer it is a 

salesman. It is untiring, never resting.

To both retailer and manufacturer, the trade 

paper is the most important, valuable and profit 

producing invention in the world's history. 

Read your trade paper. Patronize its advertisers. 

Follow it closely. Advertise in it and see that 

the paper in the particular field in which you toil 

is the best it is possible to make it. It is your 

responsibility and in shouldering this responsi

bility you increase your own bank account.

Wesley A. Stanger.

honor on either side. T he boys who 
rem em ber th a t there are principles of 
ethics com pulsory even in w ar will 
have stirred  up in the hearts of ad
versaries no resen tm ent; but tricks, 
unjust moves, these have no place 
in the class scraps where ^character 
rules. The girl who pinches the arm 
of a rival until it is discolored has 
lowered her own standard of worth.

Comical stunts imposed upon the 
“greenies” in a good natured way 
leave no stings. Fairness, good hu
m or on both sides, the  remembrance 
that “Conduct is three-fourths of 
life,” reduce the class fight to  what 
it should be, a tem porary  exuberance 
of loyal class spirit.

IN  H IG H ER CURRENTS.
B arring the stoppage of the m otor 

or some o ther mechanical break
down, the danger to  the aviator is 
in the low er stratum  of air. In  ris
ing from the ground there are so 
many obstacles to  dodge, so many 
cross currents of air to  m eet that 
he is liable to  come to  grief. I t  is 
only when safely in the upper air, 
m ounted above the conflicting forc
es, that his bird-like freedom  is as
sured. W e have seen illustrations of 
this many tim es during the last few 
m onths; it is in rising that the g reat
est difficulties occur.

“ I t  requires m oral courage,” says 
Jordan, “to  see, w ithout flinching, 
m aterial prosperity  coming to  men 
who are dishonest; to  see politicians 
rise into prom inence, pow er and 
wealth by trickery and corruption; to 
see virtue in rags and vice in velvet' 
to see ignorance at a premium and 
knowledge at a discount. T o  the 
man who is really calm these puz 
zles in life do not appeal. He is liv
ing his life as best he can; he is not 
w orrying about the problem s of jus
tice, whose solution m ust be left to 
Om niscience to  solve.”

I t  is our privilege to  set our goal 
high and to  refrain from  w orrying 
because others m ay have found a 
shorter cut or taken some unfair ad
vantage. O ur craft will be the surer 
in the flight if we strive to  keep 
clear of the pettty  bickerings which 
endanger it, of the little jealousies 
which m ay make us lose our balance. 
By rising above them  into the pure 
of H eaven we find the way clearer, 
the craft easier to  control.

How about your wrapping-paper 
and string? Do you use a common 
m anila w rapping-paper and white cot
ton string, or do you take a little 
thought and have some soft, neutral 
colored paper and string  to  m atch? 
The custom er who takes his pur
chase from  your store has a sense of 
satisfaction in carrying a p re tty  and 
tastefully  wrapped and tied package, 
d istinct from  the one wno has a 
package done up like a pound of saus
ages from  the butcher shop. Get a 
little “class” into the small things 
about the store.

The m an who w ants to  w rite things 
well m ust himself read things that 
others have w ritten  well, and this 
applies to  no th ing m ore than to  ad- 
v ertising.
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N ew s and Gossip of Interest to Busi
ness Men.

Saginaw, Oct. 31—W hen the doors 
of the m am m oth Auditorium  and 
A rm ory were closed to the public 
last Saturday night the W holesalers’ 
and M anufacturers’ A ssociation of 
this city had scored the g reatest suc
cess that Saginaw had ever known. 
The Exposition started  Sept. 22 and

what Saginaw makes. Previous ef
forts have been nothing but pure 
food shows. This year the arrow  hit 
the mark. Next year even bigger 
things are planned.

The success is taken as a fair in 
dication of the rapid progression 
that Saginaw is showing. Secretary 
Joseph P. Tracy, of the Board of 
Trade, and his com m itteem en of the 
W. & M. Association put their

ted in some places and the sugar 
percentage has been greatly  de
creased. The result is that the 
opening of the slicing season is p ro
longed at least a week.

■ 1 M ayor Stewart, President John A.
■ ̂ Cim m erer, of the Board of Trade, 
0 P resident J. D. Sw artout, of the 
^  W holesalers’ and M anufacturers’ As- 
< , sociation, and fifty business men in

fifteen autos made a day’s trade ex
tension trip  to  Bay City last 
W ednesday afternoon, calling on the

m erchants and inviting them  to the 
Exposition in Saginaw.

C hester M. Howell.

Plan new and original m ethods and 
have the daring to operate them.

Symons Brothers &  Company 
W holesale Grocers 

Saginaw :: Michigan

ran through until the last of the 
m onth, there being seven exhibiting 
days. Thirty-five thousand people, 
drawn from all over E astern  and 
N orthern  Michigan, saw the inside 
of the Auditorium turned into a bee
hive, showing the m anufacturies of 
the th ird  city in the State. Never 
before have home products alone 
been exhibited and the patrons of 
the annual effort say it eclipsed any 
previous a ttem pt by a g reat margin. 
The city opened its arm s to the 
outside world and laid particular 
stress upon an urgent invitation to 
the m erchants to come along and 
bring their wives. The result was 
that m oney could not buy better 
advertising than Saginaw got last 
W ednesday and Thursday, when 
M erchants’ Days were celebrated. 
Fully 1,500 outside m erchants came 
with their wives and families. T rade 
relations were cem ented and not a 
dull m om ent elapsed while the vis
itors were here.

T he first attention  paid them  was 
at the depots, where they were met 
with autos, the local jobbers looking 
after that and having their traveling 
men at home. T hen the guests were 
registered at the official booth in 
the H otel Vincent. T here they were 
given a long strip of tickets, which 
embodied adm ittance to  all the E x
position dates, seats to  a m otor boat 
carnival of speed W ednesday after
noon and fireworks and a Venetian 
N ight in the evening, an auto ride 
and vaudeville entertainm ent and 
banquet Thursday. T he features 
passed off w ithout a mishap. T here 
were over 100 autos in line T hurs
day m orning when the visiting m er
chants were taken for the ride. The 
Masonic Tem ple was crowded that 
evening when the banquet was held.

“Made in Saginaw” was the slo
gan of the Exposition. I t  was to 
be seen everywhere. People of this 
city who never before knew what 
a m anufacturing center the old salt 
city is were amazed at the m ulti
tude of m anufactured products tu rn 
ed out here in one day. T he real 
aim  of the wholesalers and m anu
facturers, when the first Exposition 
was held, four years ago, was to 
show hom e people and outsiders

shoulders to  the wheels and shoved. 
The wagon moved along and Sagi
naw is ju st ebbing enthusiasm .

The Land Show held in connection 
with the Industrial E xposition was 
the first one held in Michigan. I t 
contained exhibits from all of the 
seventeen counties of the N ortheast
ern Michigan Devedopm ent Bureau, 
Genesee and Saginaw and Tuscola 
counties, and from  m any different 
sections of Canada. Prof. L. R. 
Taft, S tate Superintendent of O r
chards and Nurseries, H. M. Dow, 
of Midland, Superintendent of H o r
ticulture at the State Fair, Deputy 
State H ighway Com missioner Rog
ers and officers of the Developm ent 
Bureau were speakers on topics that 
drew and in terested  farm ers.

I t  is estim ated th at thousands of 
dollars of trade was brought into 
Saginaw, and relations between the 
local w holesalers and their retail cus
tom ers in the rich Thum b territo ry  
and the N orth were perm anently  ce
m ented by this Exposition.

Strikingly coincident w ith the 
opening of the Exposition was the 
announcem ent the first night that 
the E-Z Vacuum Cleaner Co. had 
been added to  the list of new indus
tries for Saginaw. I t  will file a rti
cles of incorporation for $50,000, 
with J. O. Newberry as President.

Local produce dealers who are in
terested in the cabbage m arket are 
bewailing the lack of re frigerator 
cars in which to  move the unusual 
and entirely unexpected crop of early 
sauerkraut which has been offered 
by farm ers in the last few days. The 
rains of the m onth of Septem ber 
enlarged the cabbage heads until the 
crop is far be tte r than expected. But 
cars can not be had and the cab
bage is ro tting  in the fields.

T he greatest sugar beet year that 
the Michigan factories have ever 
known is about ready to  open and 
but for the incessant rains which 
have gripped E astern  M ichigan the 
past week all of the six factories of 
the M ichigan Sugar Company would 
be in operation this week, as well 
as the independent factories. W ith 
beets piled high in the fields w ait
ing hauling to  stations long drawn 
out rains fell and beets have 'ro t-

 ̂ No. 81 Display Case No. 84 Cigar Case

Saginaw Show Case Co., Ltd., Saginaw, W . S., Mich.
We make all styles Catalogue on request

SA G IN A W  M ILLING CO.
SAGINAW, MICHIGAN

Samico, Uncle Sam, Upper Crust,
King K, Blue Bird Flours

Mill Feeds, Seeds and Grains
Bread made from SAMICO won first premium in 1909 and 1910 at 

Michigan State Fair. Detroit

M  H EN N IN G 'S  H O R S E  R A D IS H
AND SUMMER SAUSAGE

Quality and price right Order through your jobber

■ ¡g g j j j l CHAS. W. HENNING &  SONS, Mfrs.
SAGINAW, MICH.

O ur B rands of Vinegar
Have Been Continuously on the Market 

For Over FORTY YEARS
Think of it—FORTY years of QUALITY

we cannot afford to dispense with QUALITY 
m the make of our Vinegar, and you cannot
o t t I t t t v  h ^ e  j* n y  Vine«ar lacksWUAU11Y. Order from your jobber. SPECI
FY AND SEE THAT YOU GET

‘‘H IG H LA ND” Brand Cider and W hite P ickling  
“O A K LAND” Brand Cider and W hite Pickling  

ST A T E  SEAL” Brand Sugar
They will please both your customers and 
yourself.

Oakland Vinegar & Pickle Co. Saginaw, Mich.

It Satisfies
Holds trade and makes new customers

St. Laurent Bros. Pure Peanut Butter
All size glass. Tin and fiber pails. Also DrcDarers nf tHo f Q 

V alle, Brand Salted Peanuta. Order

______  ST• LAURENT BROS., BAY CITY, MICH.
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Detroit Department
Three Day Trip Through the Thumb 

District.
D etroit, Oct. 3—Traveling on a 

special train  com prising four Pull
m an coaches, two dining cars and a 
baggage coach, 100 or m ore m em 
bers of the W holesalers’ and M anu
facturers’ Bureau of the D etroit 
Board of Commerce will leave next 
Tuesday m orning for a three days’ 
trip to  visit business men in the 
tow ns and cities of the Thum b dis
tric t of Michigan.

N either order books nor s ta te 
m ents of accounts are to  be taken 
along on the trip. I t  will be wholly 
social in character, affording mem
bers of the W holesalers’ and M anu
facturers’ Bureau an opportunity to 
m eet personally and become better 
acquainted with their friends in that 
section of the State, and, inciden
tally, to  assure them  th at D etro it 
business houses appreciate the trade 
courtesies which have been extended 
them  in the past.

D etro it has always received a 
generous share of the trade from  
the  Thum b and it is believed the 
visit will be a profitable one, more 
particularly  as the Board of Com
merce recently succeeded in having 
a new improved passenger train  serv
ice established between this city and 
towns in th at part of the State.

Two trains each way are now op
erated daily between D etro it and 
G rindstone City. This perm its resi
dents of towns along the line to 
come to  D etroit, spend several 
hours in the city and return  to 
their homes the same day. I t  is 
hoped an im proved freight service 
may be secured in the near future.

A lready forty-six m em bers of the 
W holesalers’ and M anufacturers’ Bu
reau have made reservations for the 
trip, the expense of which will be 
$30 each. T he itinerary  outlined 
will fill the entire tim e from 8 a. 
m. to 9 p. m. for the three days of 
the trip. I t  will be necessary to 
om it stops in some of the sm aller 
places. Souvenirs will be sent these 
places. Some of the tow ns nearest 
D etro it also will be om itted, with 
the intention of m aking a special vis
it there later.

The T rade Prom otion  Committee, 
A. H. Zenner, chairman, which is 
arranging the trip , m et for lunch
eon at the Board of Commerce of
fice yesterday.

The W holesaleras’ and M anufac
tu rers’ Bureau is now working as an 
in tegral part of the Board of Com 
merce, with Sidney H. Renshaw, its 
T ransporta tion  Secretary, installed in 
the office of R obert H. Day, M an
ager. of the B oard’s T ransporta tion

Bureau. Five m em bers of the 
W holesalers’ and M anufacturers’ Bu
reau have been added to the T ran s
portation  Committee. T hey are W.
C. Noack, W . J. Millard, John  A. 
Gleeson, W . B. W ood and W. J. 
Gordon.

J. J. Hill on the Food Problem.
Jam es J. H ill says in answer to  

Rudyard K ipling’s le tter referring  to 
“a people who by their own haste 
and w aste have dissipated their own 
resources:

“The land available for agricultur
al purposes in Canada does not equal 
three states the size of Iowa. The 
only th ing  th at would drive the p eo 
ple back to the land is em pty stom 
achs. The solution of the produc
tion of enough food to  feed the too 
num erous people engaged in indus
trial occupations is in a system  of 
experim ental farms.

“T here are ju st three prelim inary 
steps the m ost expert farm er in the 
world could take. If he is given 160 
acres to  cultivate, he can send a 
sample of his soil to the laboratory  
of the S tate A gricultural College to 
be analyzed; he can try  out his seeds 
in a cheap device proving their fer
tility  before planting, and he ’ car. 
properly prepare his seed bed. But 
the farm ers don’t and the only way 
to teach them  is by actually m aking 
them  do it them selves, going on to 
their farm s and guaranteeing them  an 
increased crop if they will do things 
the way they are told to. A man 
who has once actually done it never 
needs to  be shown again.

“I t  is astonishing how great the 
variation is in yield per acre. Tw enty 
bushels of w heat to  an acre, at 90 
cents a bushel, gives a profit of $10 
an acre, allowing $2.50 for ren t and 
$5.50 for labor, seed and fertilizing. 
On an eighty acre farm  th a t would 
m ean $800 profit. Twelve bushels of 
w heat to  an acre on a farm  double 
the size would net a profit of only 
$400.

“In  1860 practically 50 per cent, of 
our population was on the soil. At 
p resent there is about 30 per cent. 
W e can no longer consume our own 
industrial output. T here are 3,000,- 
000 less hogs in the U nited States 
than there  were ten years ago, and 
9,000,000 less cattle. W hat has be
come of our exports of grain? They 
are steadily diminishing. T he land 
show in New Y ork is a good thing, 
and I am having our railroad bring 
on a big exhibit, showing the best 
soil products along our line, but the 
only thing th a t will drive the people 
back to  the land is empty stom achs.”

Fishes’ Age Told by Bones.
U ntil w ithin recent years there  had 

been ascertained no trustw orthy  way 
of finding out the age of fish. I t  has 
been shown that m ere size does not 
indicate the age. Reibisch, Heincke 
and others have discovered that 
m any of the bones, scales and otoliths 
of fishes have annual age rings, re 
sem bling those in tree trunks, and by 
m eans of these Prof. W allace and 
others have now determ ined the rate 
of grow th of plaice, showing that

11

some specimens attain  the age of 25, 
or even as much as 29, years. Age 
can now be correlated with size and 
weight, although it appears th a t the 
sexes have a different rate of growth.

None of That Kind.
“ Have you any nice fresh farm ers' 

eggs?” enquired a precise old lady at 
a grocery shop.

“No, madam,” replied the assist
ant, “but we have some very good 
hens’ eggs.”

Green Seal
Cigars

Are made in SIX SIZES

And you’ll find every one full 
of pleasant surprises.

The new surprises are— 
Standard Size— 3 for 25c 
Regalia Size— Straight Ten

Detroit Cigar 
Manufacturing Co.

Detroit, Mich.

Cog Gear Roller 
Awnings

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

for store and house awnings.

The J. C. Goss Co.,

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 

# c  per dozen. Liberal advances. Railroad facilities the best. Absolutely fireproof. Correspondence solicited.
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Enlarging the Scope of the City Mar
ket.

A m ovem ent is on foot to  make 
a larger use of the city m arket. The 
m arket as now conducted is exclu
sively a wholesale m arket. The ulti
m ate consum er is free to  buy on the 
m arket, but the rules of the game are 
such th at not m any choose to  avail 
them selves of the privilege even a l
though to  do so would m aterially  re
duce the cost of living. Pecks and 
half pecks are unknown, five cents’ 
w orth does not go, and the buyer 
m ust pay cash and carry  home his 
stuff, and, still m ore strenuously, he 
m ust be on the m arket betw een 6 and 
7 in the morning. Such rules, the 
rules of the wholesale m arket, do 
not appeal to the city m an or his 
wife and therefore they go to  the 
grocery or buy of the huckster and 
the middleman profit m ust be added 
to the cost. The plan th at is under 
consideration is to  have a retail m ar
ket, to  be open from  8 o’clock in the 
m orning until noon, or later, and 
where the products of the soil could 
be sold in retail quantities. T he 
farm ers and gardeners who brought 
stuff to  the retail m arket would be 
expected to break bulk to  suit the 
custom ers. T he cash and carry rule 
m ight still be m aintained, but giving 
credit and the delivery would be for 
the grow er himself to  decide. The 
present city m arket is well adapted 
for a retail m arket in every respect 
except location. I t  is not convenient
ly situated for m any city people and 
the street car facilities are not good, 
but it m ight be used as an experi
ment, and if such a m arket seemed 
to m eet a real need others could be 
established in different parts of the 
city. T here are 300 or 400 grocers 
in town and probably as m any huck
sters, and it is very likely they  would 
bring  every influence to  bear against 
the establishm ent of the retail m ar
ket. T hat they should p ro test 
against an institution designed to  cut 
m aterially into their trade and to  
take away some of their profits is 
perfectly natural, and when it is re 
called that they  have taxes to  pay 
and rent and insurance and help and 
all the o ther expenses incident to 
business their attitude m ay be ju sti
fiable. I t  m ay be suggested, how 
ever, th at o ther cities have retail 
m arkets, Dayton, Indianapolis, De
troit, Chicago, New York, Baltimore, 
W ashington, New O rleans and many 
o thers that m ight be named, and the 
g rocers in those cities do not find 
the m arket any very serious handi
cap upon their business. T he retail 
m arkets m ight cut off some of the 
grocery trade, but the real sufferers

would be not the grocers but the 
hucksters. A few years ago grocers 
had practically all the fruit and veg
etable business, but the hucksters 
have multiplied prodigiously and to 
day they have the bulk of this busi
ness, especially during the summer 
m onths. The retail m arkets m ight 
put some of the hucksters out of 
business, but it is a question if they 
would interfere much with the g ro
cery trade.

In  the m atter of prices to  the con
sum er the grocers in Grand Rapids 
have always been p re tty  decent. 
T hey figure a profit on the stuff they 
handle of about 50 per cent. On some 
of the stuff the m argin is considera
bly larger and on some it is less, 
but an average of 50 per cent, is fair, 
and when the circum stances are con
sidered such a m argin is very rea
sonable. The expenses of doing 
business m ust be figured on and the 
cost of delivery, and then  there  is 
the im portant item  of loss through 
the perishable nature  of the goods. 
The grow er selling d irect to  the con
sum er on the cash and carry  princi
ple m ight sell considerably cheaper 
than  the grocer, but it is a question 
if the consum er would receive so 
very much of a concession afte r all. 
The farm er is quite as prone as any
body to  ask as much for his stuff 
as the people will pay.

One m ethod for m aking a larger 
use of the m arket has not yet been 
discussed in this city, but in some 
o ther cities it w orks w ith success, 
and this is to  make the m arket a 
place for trading am ong the farm 
ers them selves. One day a m onth 
m ight be set aside as exchange day 
for the farm ers them selves. On these 
days they  could bring  in their stock, 
old wagons, anything in fact they 
wanted to dispose of, and have sales 
either by auction or private trade. 
Such a day each m onth would be 
popular w ith the farm ers in spring 
and fall when the shifts are usually 
made, and it would tend to  make 
Grand Rapids m ore than  ever a 
farm er center. B attle Creen used to 
have a farm ers’ day w ith an auc
tioneer furnished by the Board of 
T rade, and often with free coffee 
served by the m erchants of the city. 
Farm ers’ day used to  bring out great 
crowds. Grand Rapids is not too big 
to have such a day and there is no 
reason why it should not be popular. 
The farm er who w ants to  sell any
th ing  except his crops often finds 
difficulty in getting  a buyer, but an 
exchange day on the city m arket 
would bring the farmers in from  
a wide territory and trading would 
be easy. The possibilities in having

a farm ers’ day once a m onth or even 
oftener on th f  city m arket are cer
tainly w orth looking into and the 
Board of T rade m ight well give it 
attention. T he cost would be merely 
nominal and to  have a m onthly gath
ering of farm ers in town would be 
distinctly w orth while.

Good Cranberry Crop.
R eports from 137 cranberry bogs 

received at the annual m eeting of 
the Cape Cod Cranberry Growers 
Association indicated a good crop of 
upward of 13,000 barrels this year. 
T his will be a gain of 11 per cent, in 
acreage.

All Kinds of

Feeds in Carlots
Mixed Cars a Specialty

Wykes & Co.,
State Agents Hammond Dairy Feed

The Vinkemulder Company
Grand Rapids, Mich.

We Buy and Sell all kinds of Fruits and 
Vegetables

We have the 
output of 
30 factories.
Brick,
Limburger in 
1 lb. Bricks, 
Block Swiss
Write for 
prices.

M ilwaukee,
W is.

W . C. Rea A . J. W itzigRea & W itzig
PRODUCE COMMISSION
10410, 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 

market. Ship us your poultry and eggs.
REFERENCES—Marine National Bank. Commercial Agencies. Express Companies. Trade 

Papers and hundreds of shippers.
Established 1873

Established 1876

We Want
Moseley Bros.

Strictly Fresh Eggs 
W hite Beans 
Red Kidney Beans 
Clover Seed

Both Phones 1217

Wholesale Dealers and Shippers of Beans, Seeds and Potatoes 
Office and Warehouse, Second Ave. and

Grand Rapids, Mich.

WE WANT YOUR 
SUMMER ORDERSISBELL’S SEEDS

„r^ iT eJ nake 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.

Trees Trees Trees
FRUIT AND ORNAMENTALS

A Complete Line

GRAND RAPIDS NURSERY CO.
»8-419 Ashton Bldg., Desk B Grand Rapids, Mich.
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M ENACE TO T H E  HORSE.

Increasing U se of Mules in This 
State.

U ntil recent years the M issouri 
m ocking bird was alm ost unknown 
in Grand Rapids, so much so that 
when one was seen people turned to 
look again, and as for the farm ers 
in this section they would not even 
think of having one on the premises 
otherw ise than  as a joke. But now 
the mule is becoming as much of a 
menace to  the suprem acy of the horse 
as the automobile. Several concerns 
in town now use mules exclusively 
for their delivery service and the 
kindly words they speak of the long 
ears is leading others to  investigate 
their m erits. The farm ers, too, are 
taking to mules and, so far as they 
have gone, they like them  and are 
encouraging o ther farm ers to  add va
riety  to their livestock.

T he largest user of m ules in Grand 
Rapids is the Tra M. Smith M er
cantile Co., which has a stable of 
fifteen or tw enty of them  and uses 
them  entirely in their delivery serv
ice. The Ira  M. Sm ith te rrito ry  ex
tends from the m arket gardens south 
of B urton avenue to beyond Fuller 
Station and from  Reed’s Lake to  the 
W est Side plaster mines. T his is a 
wide field, nearly twenty-five square 
miles, and much of it is rough driv
ing, with m any hills and much sand. 
The m ules are driven singly to  light 
delivery waogns and the .testimony of 
the Ira  M. Smith Co. is that the mule 
is quicker, m ore enduring, m ore re 
liable than the horse, surer of foot, 
easier to  keep and far less suscepti
ble to  disease, that it costs less to 
feed him, th at he can haul a bigger 
load and that w eather does not w or
ry him. The drivers speak kindly 
of the beast, but adm it that he has 
one fault in that it is hard to make 
the mule stand at the curb. W hen 
left in the street the mule will in
variably sw ing around until his head 
is in the middle of the road, and the 
Ira  M. Smith Co. has been obliged 
to put 200 pound blocks of concrete 
on the Ionia street front to  use as 
hitching blocks for its m ules to  keep 
them  in line with traffic instead of at 
right angles. The drivers have no 
com plaints to  make of kicking p ro 
clivities, balking disposition or o ther 
tra its  of viciousness which literature 
tells us the mule possesses.

The Columbian T ransfer Co. has 
three team s of m ules in service, 
chiefly for the baggage wagons, and 
speaks well of their hardiness, en
durance, freedom from the ills that 
put horses out of commission and 
ease of m anagem ent. T he Reliable 
T ransfer Co. has one team  and the 
Century Fuel Co. has a pair and a t
tached to the fourth ward sprinkling 
wagon is a pair of mules. The Fuller 
Si Rice Lum ber Co. uses mules ex
clusively in its delivery system, and 
the Fuller & Rice mules are easily 
the finest mules in town, for size, 
style and appearance. T he m ules are 
of Clysdale blood and have the Clys- 
dale build but not the bulk. T hey are 
big fellows, but trim ; if they  lack 
w eight they make it up in muscle 
and the  drivers say they can pull a

heavier load w ith less apparent effort 
than any horses they ever handled.

T hree or four farm ers who bring 
stuff to  the city m arket come in with 
mules, and it has been noticeable this 
sum m er that o ther farm ers have been 
inspecting those m ules and asking 
questions about them  with an inter 
est th at suggests th a t they have it in 
m ind to do likewise. One of these 
farm ers comes in from near Berlin 
w ith a well m atched pair of dark 
bays. “Sure, I have horses, tw o of 
them, but I like the m ules,” he said 
the o ther m orning. “T hey weigh 
only 900 pounds apiece and can out- 
pull my 1,250 pound horses and are 
good drivers on the road. Some 
m ules m ay be lazy and some may 
be able to  kick a m an’s hat off at 
ten rods, but my mules are as gen
tle as lambs, always willing, and l 
like them. T hey are easy to keep 
and there is never anything the m at
te r with them. If I had to  choose be
tween horses and m ules I would take 
the mules, but as it is I have both, 
but when I come to  town I usually 
drive the mules, especially if I have 
a heavy load.”

An« th e r farm er from  near K ent 
City drives to m arket w ith mules 
and the o ther m orning his wife, hold
ing the lines while her husband ne
gotiated  the sale of the load, told of 
the mule virtues: “My husband for 
a long time wouldn’t hear of having 
mules, but he finally took these on 
tria l and we have found them  just 
lovely,” she said. “They are easy 
to  take care of, perfectly gentle, nev
er fall, w ork well on the farm and 
are good drivers in town. W e have 
had these m ules two years now. W e 
find them  m ore serviceable than the 
horses.”

In  the South the mule is the al
m ost universal draft and farm ani
mal, and in the South they take as 
much pride in their m ules as we in 
the N orth take in our horses, care
fully breeding them  for the purposes 
to  which they are to  be used. In this 
city we have not yet reached that 
point where pride is taken in them. 
The stock used here is m ostly ju st 
mule, except the fine stock of the 
Fulller & Rice Lum ber Co., but the 
time may come when we, too, wii! 
go in for quality. At the W est 
M ichigan State Fa ir one team  of 
mules was exhibited by a dealer at 
H olland and this single exhibit a t
tracted  much attention, even al
though the stock shown was not es
pecially high grade. So far as known 
m ules are not bred in Michigan, ex
cept a t the ranch of W m. H. W hite 
& Co., near Boyne City, where a 
fine strain  is produced. Much of the 
stock brought into the State comes 
from  the South at prices th at are not 
far different from  horse prices.

The Shortest Poem.
“The shortest poem ever w ritten ,” 

says a Georgia newspaper, “concern
ed flies. T he author is unknown, but 
m ust have been a woman, for it lilts 
after this fashion:

“ ‘W e 
De- 
Spise 
Flies!’ ”

Small Grocers T o Unite.
I t  has been stated th at a meeting 

of many of the small grocers around 
New Haven, Conn., is being talked 
of to  consider the plan of form ing 
a united grocers’ purchasing associa
tion in th at city. T he idea of the 
proposed organization is to  make it 
get staple articles at as low a price 
as the big dealers by buying togeth 
er in large quantities.

In  taking under consideration 
m easures for adding impetus to fall 
and w inter trading, see th at the w in
dow lisplays come in for a full share 
of attention. H ints of great value 
will be found m onthly in the a rti
cles printed in this paper on that 
subject, and, by watching them 
closely, g reat im provem ent m ay be 
made in this departm ent of advertis
ing. T he im portance of the window 
can not be overestim ated, and its 
drawing power should not be over 
looked. An attractive window has 
brought m ore than one custom er to 
the store. Make the display season

able, beware of crowding too much 
into it and, above all, change it often.

If you have learned not to  worry, 
you have probably learned how to 
work out each day’s problem s w ith
out thinking of to-m orrow ’s.

Handling Now—Apples, Fall and Winter Fruit
What Have You?

Both Phones 1870 M. O. BAKER & CO. TO LEDO , OHIO

Dollars for You
Mr. Grocer, in pushing H OLLAND 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 m atter in each case.

Holland Rusk Co. Holland, Mich.

Ig R O l I - n i O I T
ILTHE W ORLD'S GREATEST W A F E r I.

A  p A A f ]  ¥  l l Y l i r V  *s k°u£ht for its quality. If the quality does not 
L U A U I J  please, there will be no repeat orders. SUPERIOR  

Q UALITY is the  reason we can advertise in such bold-face type.

FROU-FROU is the 
SYMBOL OF QUALITY 
and stands for all that 
is B E S T — its sale 
m e a n s  P R O F I T ,
REPUTATION a n d  
SATISFACTION.

IM PORTED FROM HOLLAND
Send for samples, prices and the  address of our nearest distributor.

BISCUIT FABRIEK “DE LINDEBOOM” AM ERICAN BRANCH 
Grand Rapids. Mich.
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and Bonds. 
Bid Asked 

190

Quotations on Local Stocks
A Jabastine  Com pany 
Am. Box B oard  Com pany, Com. 90 
Am. Box B oard  Com pany Pfd . 23 
Am. G as & E lec Co., Com. 55 58
Am. G as & Elec. Co., P fd . 42 44
Am. B igh t & T rac t. Co., Com. 292 295
Am. L igh t & T rac t. Co., Pfd. 104% 106% 
C ities Service Co., Com. 72 73
C ities S erv ice  Co., Pfd. 76% 77%
C itizens Telephone Com pany 94 95
C om m ercial Savings B ank  163
Com’th  P r. Ry. & L t. Co. Com. 57% 58%
Com’th  P r. Ry. & L t. Co., P fd . 89 90
D ennis Bros. S alt & Lbr. Co. 94 100
D enver Gas & Elec. Co. Bonds 92 94
F lin t Gas Co., 5% bonds 96% 97%
F o u rth  N ationa l B ank  180 190
F u rn itu re  C ity  B rew ing Co. 91 95
Globe K n ittin g  W orks, Com. 125 136
Globe K n ittin g  W orks, Pfd. 100 101
G rand R apids B rew ing Co. 210 225
G rand  R pds G as L t. Co., bonds 100 101
G rand  R apids Ry. Co. bonds 100 101
G rand R apids N a t’l C ity  B ank  158 165
G rand R apids Savings B ank  165 
H olland-S t. Louis S ugar, Com. 12%
K en t S ta te  B ank  250
Lincoln Gas & Elec. Co. 28
M acey Com pany 97
M ichigan Pacific L um ber 10%
Mich. S ta te  T elephone Co., Pfd. 99

255
29

100
12
100%
114

81%
198
6788%

M ichigan S ugar Co., Com. 113
N atio n a l G rocer Co., Pfd. 80
Old N a tio n a l B ank  196
Pacific G as & Elec. Co., Com. 66 
Pacific G as & Elec. Co., Pfd. 87% 
Peoples Savings B ank  210
Saginaw  C ity  Gas bonds 98%
U nited  L igh t & Ry. Co., Com. 52 55%
U nited  L igh t & Ry. Co. 1st Pfd. 78 81
U nited  l  ig h t & Ry. Co. 2nd Pfd. 67 70

O ctober 3. 1911.
B eginning  M onday, O ctober 2, 1911.

C itizens Telephone C om pany s tock  will 
be quoted  “ ex-div idend.” Sales have 
been m ade du ring  th e  w eek a t  95 o r b e t
te r, w hich is th e  record  h igh  po in t fo r th e  
p a s t 18 m onths. W e believe th is  h a s  been 
due a lm ost w holly to  th e  buyers belief 
in a  possib ility  of m erger.

T here  have been qu ite  a  few  enquiries 
for G rand R apids B rew ing  C om pany 
stock  w ith  sales th is  w eek a t  215 and  th e  
s tock  is very  firm ly held.

A. L. D ennis S a lt and  L um ber Com 
p any  stock  h as  advanced  an o th e r five 
po in ts  w ith  sales a t  95 and  none offered 
under par.

P rices  on a  num ber of th e  m ore con
servative  secu rities  con tinue low and  
th e re  a re  severa l opportun ities  to  m ake 
p u rchase  a t  very  a ttra c tiv e  figures.______

Shift at Commercial Savings—The 
Stock Slump.

H. M. M orrill and Clyde L. Ross.

m ake a success of a job th a t has so 
m any bosses. He is careful, con
scientious and thoroughly honest and 
his long train ing  in banking will be 
valuable to  him in m atters of de
tail. Mr. Ross, who becomes Cash
ier, is a young m an and has had 
excellent banking train ing; he is a 
good mixer, has a wide acquaintance 
and will bring business to  the bank.

T he bank clearings for Septem ber 
show a to ta l of $10,641,185.07, which 
represents a shrinkage of 7 per c e n t , 
as com pared with Septem ber of last 
year. The clearings for July, Au
gust and Septem ber, constitu ting  the 
quarter, were off 2 per cent, as com 
pared w ith the same quarter last 
year, and the records for the nine 
m onths of the year to  date show that 

-th is has been the ratio  throughout. 
Going into details, February and 
M arch made very small gains, and 
June and Ju ly  m ore substantial im
provem ents, as com pared with last 
year, but the o ther five m onths have 
all been below the old scores. The 
figures indicate th at business is not 
w hat it ought to  be, and it is likely 
th at m ost of those who are in busi
ness will concede this w ithout look
ing at the statistics. Between the 
furniture strike, which has been, and 
the political year, which is to  come, 
the business men have not been hav
ing exactly a lovely tim e of it, but 
there is consolation in the thought 
that the clouds will roll aside some 
day, and then business will jump.

A ssistant Cashiers of the Com mer
cial Savings, have risen to  better 
things, and the friends of each are 
congratu lating  them. Mr. M orrill 
has been chosen business m anager of 
the Board of Education to succeed 
T hom as D. Perry, who resigned re 
cently to  accept a responsible posi
tion with the Grand Rapids Veneer 
Co., and Mr. Ross has been prom oted 
to  Cashier. Mr. M orrill came from  
the old State Bank of M ichigan to 
become Cashier of the Commercial 
when it was established by Charles 
B. Kelsey. M r Ross started as m es
senger in the old Fifth N ational and 
rose through all the grades to  Cash
ier. W hen the two banks were m erg
ed the two cashiers were made as
sistants, with different duties but 
with the same title and rank, and 
they have worked together very har
moniously. Now th at Mr. M orrill 
drops out Mr. Ross becomes Cashier 
and there will be prom otions all 
down the line. As business m ana
ger of the Board of Eduçation, Mr. 
M orrill ought to  be a success, pro
vided always, of course, anybody can

The stock m arket has had a se
vere sinking spell the past m onth, 
but it seems to  have been a case of 
nerves ra th e r than real trouble. E x
plaining it in o ther w ords: W all 
street has been throw ing a fit and 
the apparent purpose of the perform 
ance has been to  give the adm inis
tration  a t W ashington a scare. The 
Supreme C ourt recently  decided that 
the S tandard Oil Company and the 
Tobacco T ru st were illegally consti
tu ted  and ordered their dissolution 
into their constituent companies. 
Then followed the congressional 
probe into the Steel T ru st and 
threatened investigations of o ther big 
corporations. T hen President T aft 
started  on his tou r across the coun
try  and in his D etro it speech strong
ly intim ated th at the adm inistration 
had several things up its sleeve that 
would be unpleasant for the corpor
ations. T hen the stock dealt in on 
W all street began to  tumble. The 
whole list, from  A tchison to  W est
ern Union went off from  15 to  40 per 
cent, and dreadful howlings were 
heard from  financial circles. T here

Merchant’s Accounts Solicited 
Assets over 3,000,000

! t |«AlV D p APIPS^AVlNGsR A N ir

Only bank on North side of Monroe street.

Kent State Bank
Main Office Fountain St.

Facing Monroe
Grand Rapids, Mich.

Capital . . . .  $500,000 
Surplus and Profits - 250,000

Deposits
6 Million Dollars

HENRY IDEMA 
J. A. COVODE - 
A. H. BRANDT - 
CASPER BA ARMAN -

President 
Vice President 

Ass’t  Cashier 
- Ass’t  Cashier

Paid on Certificates

You can tran sac t your banking business 
with us easily by mail. W rite us about 
it  if Interested.

Grand Rapids 
National City Bank

Monroe and Ottawa Sts.

Capital $1,000,000 
Surplus 350,000

City Trust 
And Savings Bank

Campau Square

BRANCH
Monroe and Division Sts. 

Capital $200,000 
Surplus 40,000

The capital stock of this bank is owned 
by the stockholders of the GRAND 
RAPIDS NATIONAL CITY BANK.

T here  is N othing  in Safe Banking that w e Cannot Perform

PE O P L E S  SA V IN G S BA N K
OF G R A N D  RAPIDS, MICHIGAN

Loans RESOURCES Condition May^15, 1911 LIABILITIES
fe in g H o ^ e ::: :: : :: : :: : :: : :: : :* 1’7̂  oo &£&! stock............................. * 100.000 00
Cash and Clearing House Item s.. 131.604 98 Profit«........................... "fi
Deposits with Reserve Agents . . .  271.622 67 Deporite . . . ': ! !  [! ] ; . . ;  ] a . o K  73

i2.234.439 99 32 234 439 99
______^avings Department Reserve 18% Commercial Department Reserve 27%

T H E  F O U R T H  N A T I O N A L  B A N K
UNITED STATES DEPOSITARY GRAND RAPIDS, MICHIGAN

OFFICERS
WM HjANDERSON, President 
JOH N  W. BLODGETT. Vice Pres. L. Z. CAUKIN, Cashier 

J- CLINTON BISHOP, Asst. Cashier
left one^year^ W l  3 Cent on Savin«is Certificates if left 6 months, and 354 per cent, if 

s e m i-^ i^ d i^ W e T O fe iT y o ^ i t r ^ n ..^ 111' *f left three months and compound the interest

Capital
$800,000

T H  e : ‘ 1

r OLD
N A T I O N A L

BANK
L N ° 1  c a n a l  s t r e e t  I

Surplus
$500,000

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

a larger interest return. 3% % if left one year.

W E WILL

B U Y —SE L L —Q U O T E
Securities o f  BANKS, TELEPHO NE, IN D U STR IA L A N D  

PUBLIC SERVICE CO RPO RATIONS  
Ask for our quotation sheet

C. H. Corrigan & Company

If all your time is not taken

You Can Add to Your Income
Selling Life Insurance for 

The Preferred Life Insurance Co. of America
ASK US HOW

Grand Rapids, Mich.
WILLIAM A. WATTS. Sec’y  and Gen’l Mgr.
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Financial
have been tim es when the whole 
country would have felt the effects 
of a W all street slump, but upon this 
occasion the rest of the country re 
fused to become excited or to partic
ipate in the cataclysm. W all street is 
slowly recovering from  its fit and 
w hether or not the adm inistration 
has been scared rem ains to  be seen.

M any of the standard securities are 
held in this city as investm ents or 
semi-speculations. H ad it been nec
essary to  close out the Grand Rapids 
holdings a t the low figures, this city 
would have been a heavy loser in the 
slump. This city, however, does its 
business in the stock m arket for the 
m ost part at least on a cash basis. 
W hen stocks are bought they are 
bought ou tright instead of on m ar
gin, and under such circum stances 
the ups and downs of the m arket make 
little difference. D uring the past 
m onth local investors have been do
ing considerable buying at the low 
levels, and when the m arket recovers, 
as it is certain to do in time, they 
will be in a position to sell at sub
stantial profit.

The G overnor’s attitude tow ard the 
big corporations m ay be good poli
tics, but it is not apparent that it is 
serving any very great public good. 
The Standard Oil Company may be 
compelled to  break up into many 
separate companies, but if the various 
companies have identically the same 
directorates, w hat is the real differ
ence, so far as the public is concern
ed? The same would be true of the 
Tobacco T ru st and of any o ther 
corporation whose present organ iza
tion m ay be declared in violation of 
the Sherm an law. T he Sherm an law 
was enacted tw enty-one years ago 
and conditions have vastly  changed 
since then. Instead  of attem pting  a 
rigid enforcem ent of this old statu te 
the Governm ent m ight bette r devote 
its energies in the fram ing of a new 
and better law. C orporations, both 
big and little, certainly need super
vision and wholesome regulation, but 
it m ust be apparent that the an ti
quated Sherm an law does not serve 
that purpose. Instead of regulating 
and controlling the Sherm an law 
m erely puts the corporations under 
the necessity of finding some other 
way to skin the cat.

A D istinction W ith  a  Difference. 
W ritte n  fo r the T radesm an .

Once upon a tim e the late Jam es 
F. Joy, em inent as an a ttorney and 
as a railway m agnate, was sent to 
England to  negotiate a large loan on 
railway bonds and shortly  afte r his 
arrival there came news th at he had 
been successful in his quest.

About a m onth later he landed in 
New Y ork on his way hom eward and 
was followed from  the steam ship 
landing to  his hotel by a representa
tive of a g reat New Y ork daily who 
was after an interview.

Allowing a reasonable tim e for

dinner, the reporte r sent his card to 
Mr. Jo y ’s room and presently  was 
asked to  follow the bell hop.

Greeted cordially by the g reat law
yer and placed a t once a t his ease, 
the visitor asked Mr. Joy  if the ca
bled news as to  the success of his 
mission was correct, and Mr. Joy  re 
sponded th at while he had no de
sire to become captious in criticizing 
the press, he was obliged to  answer 
th at it was not correct.

T hen the reporter asked for speci
fications, which, m ost courteously but 
firmly, 'Mr. Joy  declined to  give.

Accordingly a m orning paper said 
in its issue next day th at Hon. Jam es 
F. Joy, of D etroit, arrived in New 
Y ork the day before and declared 
th at the report th a t he had succeed
ed in securing a loan of $10,000,000 
for the Michigan Central Railway 
Co. was not correct.

T his new s(?) created som ething of 
a stir down on the street and when 
Mr. Joy  visited the office of a friend 
and business associate, he was at 
once criticized for giving out false 
and harmful inform ation and was 
asked, “W hy did you do that?”

“Because,” said Mr. Joy, “it was 
inform ation to  which the newspaper, 
none of the newspapers were enti
tled to, and, in the second place, my 
answ er was not a falsehood in any 
sense.”

“You secured the loan, didn’t you?” 
asked the friend.

“No, sir. I t  was not a loan. I sold 
the bonds,” said Mr. Joy, “and be
sides it was not a ten million case, it 
was a sale of $20,000,000 of bonds,” 
he concluded.

New B urglar-P roof D oor Device.
J. L. Friedm an, of Chicago, 

has invented a little device designed 
to keep burglars, even although they 
may be adepts, from picking the or
dinary lock and key combination 
which does duty on so m any back 
doors. Below the keyhole, on the 
inside of the door a plate is 
screwed into the w oodw ork; a ttach 
ed to  this is a bar of cold rolled steel 
four inches long, an inch and a half 
wide, and one-eighth of an inch thick. 
T his is bent at the top into a “U ” 
shape, which fits closely over the 
head of the key when the door is 
locked. In the middle of the bar, 
piercing it about an inch from  the 
plate, is a thum bscrew  holding the 
plate in place.

W hen the door is locked and the 
steel bar placed over the head of the 
key, the thum bscrew  is turned until 
the bar presses against the head of 
the key with great force. A ttem pts 
to pick the lock, to  use a skeleton 
key, or to take an im pression of the 
lock would be failures because the 
key is tightly  held in place, thus 
blocking and filling the keyhole com
pletely. W hen not in use the bar is 
dropped down and sw ings from the 
plate.

The invention is for the old fash 
ioned lock and key combination, 
which is still popular in sm aller 
towns and cities and much in use on 
the  back doors of the city apartm ent 
houses.

M oney Spent by Conventions.
“Did you know th a t the cham bers 

of commerce in the big W estern  cit
ies have a regular system of ratings 
on organizations th at hold conven
tions?” asked a Chicago man. “Nev
er heard of it? W ell, they do. 1 have 
had charge of a convention bureau 
for a num ber of years.

“In  m y card index I have a list of 
every organization th a t has an an
nual gathering. The list shows how 
many m em bers each has, how often 
they m eet and how much they spend. 
T hey are desirable, from  m y point of 
view, only in accordance with the 
am ount of m oney they are likely to 
leave in my town. Therefore, I go 
after some of them hot foot and leave 
the others alone. But I have to  keep 
track of all of them , for now and 
then an organization changes in char
acter, and the chances of their spend
ing money freely improve accord
ingly.

“The M ystic Shriners are up to 
ward the head of the list. Each mem 
her will spend about $13 a day while 
he is at the grand roundup. On the 
o ther hand, the delegates of a relig
ious convention will spend less than 
$2 a day. T he biggest per capita 
averages are in the m eetings of rail
way and m anufacturing associations, 
i’ome of them mean an average ex
penditure of nearly $100 a day a man 
for those who are present.”

Changes in Gold’s Purchasing Power.
Many people find it difficult to u n 

derstand how the value of the dollar 
can vary when one standard weight 
of gold is fixed by law as constituting 
a dollar. The answer given in trea t
ises on economics, of course, is that 
gold is a comm odity and, like any 
o ther commodity, its value varies ac
cording to  supply and demand. The 
m ost satisfactory explanation, how 
ever, is the practical one th at the val
ue of the dollar is always measured 
by what it will buy, and th at if prices 
rise so that a dollar will buy onlj' 
three-quarters as much at one time 
as it did at some form er time, the 
value of the dollar has been actually 
reduced by 5 per cent.

A bulletin just issued by the De
partm ent of Commerce and Labor, 
showing relative average wholesale 
prices of comm odities for the years 
from 1890 to  1910, gives an in te re s t
ing tabular exhibit of the great varia-
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tion in prices and in the purchasing 
power of a dollar’s w orth  of wages 
th at has taken place during those 
years. The average is based upon 
the wholesale price of 257 different 
commodities.

Am ong men day laborers and ag
riculturists are least prone to  sui
cide. Soldiers and sailors are m ost 
prone to it. I t  is relatively common 
am ong saloonkeepers, brewers, cigar- 
makers, servants, architects, bank
ers, collectors, commercial travelers, 
druggists, tailors, journalists and law
yers. Am ong employed women it is 
a som ewhat prom inent cause of 
death for telegraph and telephone 
operators, cigarm akers and stenogra
phers.

We

Buy and Sell
Timber and Public 

Utility Bonds
Gas, Electric, Telephone 

and Industrial Stocks
We will be glad to  send you 

our weekly quotations

Kelsey, Brewer & Company
Investment Securities 

401 Mich. Trust Bldg., Grand Rapids, Mich,

GRAND RAPIDS 
FIRE INSURANCE AGENCY

THE McBAIN AGENCY

O rand  R ap ids, M ich . T he L ead ing  A gency

The Clover Leaf Sells

Office 424 Houseman Blk.
If you wish to locate in Grand Rapids write 

us before you come.
We can sell you property of all kinds.
Write for an investment blank.

BOND DEPT.
of the

C o n tin en ta l and C om m ercial 
T ru s t and Savings 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 V/2 to 61 Corres
pondence invited.
J. E. TH A T C H E R , M ichigan Representative, 1117 Ford Building. 

GEO. B. CALDW ELL, Manager Bond Department.
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A N  U N PR O F IT A B L E  LIE.

H ow Babcock T ells the Truth in H is 
Advertising.

Written for the Tradesman.
Straw  hats have been called in, 

potatoes have dropped a few cents a 
pound, T aft has paid M ichigan a 
visit, and it is time to  look fo r fall 
advertising in the newspapers.

The m erchant who knows his busi
ness will take a space large enough 
to  a ttrac t attention , will prepare his 
copy carefully and sta te  ju st w hat 
he has to  offer and w hat the price is.

If he has been th rough m any ad
vertising  cam paigns he will adver
tise his fall goods to  the lim it and 
then add som ething like th is:

“W e have light-w eight sum m er 
goods of excellent quality and m anu
facture which we are anxious to  get 
rid of. If  this in terests you, ask the 
clerks about these offerings and they 
will quote prices which will make 
your hair curl.”

A suggestion of this sort was 
made to  a clothing m erchant recently  
and he snorted scornfully.

“I ’m advertising fall suits,” he said. 
“W here is the sense, then, in pu tting  
a line a t the bottom  of the announce
m ent which will set the reader to  
thinking about som ething else than 
the goods I am spending m y money 
to  exploit?”

“But if you don’t sell the summer 
suits,” the solicitor urged, “you will 
have to  keep them  until next sum 
mer, and then the prices m ay be 
lower on fine suits and the styles 
m ay be entirely  different.”

“Yes, I w ant to  sell them ,” was the 
reply, “but I don’t w ant to  place 
them  in com petition w ith m y fall 
suits.”

And he didn’t, either, and he has 
the goods yet. No am ount of rea 
soning could convince him th at peo
ple asking for light-w eight fall suits 
were also in the m arket for ligh t
weight sum m er suits, especially as 
the styles were alm ost identical.

He could not be made to  see that 
he had several weeks in which to 
get rid of his fall suits, and only a 
few days in which to  sell his sum m er 
suits. He could not see th a t buyers 
who would not pay the fall prices 
would pay the cut rates and get a 
light-w eight suit which would look 
like fall stock.

W hat he did do was to  shift some 
of his sum m er suits over into the 
fall suits departm ent and offer them  
as new stock, ju st b rought in for 
fall trade. He made no reduction in 
prices, and, as has been stated, has 
the suits yet.

In  his advertising this m erchant 
described some of these summer 
goods as fall stock. T hat was a cheat, 
and his custom m ers knew it. H e is 
a fairly honest man. H is word is 
considered good, but he does not 
consider that he is lying when he 
puts out a misleading advertisem ent.

T here are m erchants who have 
spoiled the effectiveness of their ad
vertising by telling w hoppers in 
them —by advertising goods they  do 
not have in stock, by advertising 
prices which they hold good only on 
one suit. I t  is easy to  say, “T hat

line is all out,” when a custom er 
calls with the quotation on his 
tongue.

T he m erchant thinks he is clever, 
th a t he has b rought th is m an to 
the store by a shrewd dodge, and he 
also thinks the custom er does not see 
through it. But he does, and the m er
chant m ay advertise until all is blue 
and never get th a t m an into his 
store again.

A nother th ing  the m erchant ought 
to  do when he gets out his fall ad
vertising: H e ought to  see th a t every 
clerk reads the advertisem ents. Too 
frequently  buyers find clerks who do 
not know the prices of their own 
goods. T his is not the fault of the 
clerks but of the m erchant.

If  a custom er walks up to  a cloak 
salesman and asks for a sight of the 
garm ents m arked down to $14 from 
$22 and the salesman thinks it a josh 
and begins giving the custom er a lit
tle slack, the custom er is lost and 
the fault is w ith the m an whose 
duty it was to  notify the clerk or 
salesman.

But, above all, in preparing the fall 
advertising copy, tell the tru th . Do 
not advertise goods you haven’t got. 
D on’t quote prices which are not 
genuine. If you have only one $10 
suit, say so, and don’t give the im
pression th a t you have a large stock 
a t th a t figure to  choose from.

D on’t get into the “just as good” 
habit, and advertise a certain make 
of goods which you haven’t got. The 
fact th at you have som ething “ju st as 
good” does not count.

H ere is where Babcock lost a good 
cash custom er—a m an who bought 
clothing for a lum ber camp and a 
big sawmill. Carson had worn the 
S tayer suits for a long time. T hey  
had always given him satisfaction, 
and he would buy nothing else for 
business wear.

One fall his suit got p re tty  shab
by while he was plugging around the 
office in the woods, and when he 
w ent to  Chicago his friends advised 
him to become a delegate to  the 
W ashington H obo convention.

“Come right over to  the W heel,” 
one of his Club com panions said, 
“and I ’ll buy you one of your favor
ite suits.”

“If you’ll buy a porterhouse steak 
an inch thick and have the Club chef 
cook it,” laughed Carson, “I ’ll con
sider the proposition.”

“Oh, all right,” replied the other, 
“only there’s a new line of S tayer 
suits over at the W heel, and you 
m ay not be in Chicago again for a 
m onth or two. You know you can’t 
get these S tayer suits in all sizes in 
every store.”

“T here is where you expose your 
ignorance,” laughed Carson. “W hy, 
up at the little  blind siding where 
my camp and mill are we have a 
store which sells the S tayer suits, 
and sells ’em righ t.”

C arson’s friend was a clothing 
man himself—a m anufacturer—and 
was sporty  besides. H e laughed at 
Carson.

“Do you m ean th a t m an Babcock, 
up a t your crossing?” he asked.

"N o other,” was the  reply.

“W ell,” was the next proposition, 
“I ’ll go you a $60 suit that he does 
not do anything of the sort.”

“You’re on,” said Carson. “On the 
way down I took out a copy of our 
county paper and noticed th at Bab
cock was selling Stayer suits!” 

“Does he always do as he ader- 
tises?” asked the  other.

“O f course he does.”
“Well, you show me a Stayer suit 

bought at Babcock’s and I ’ll pay the 
bet.”

So Carson did not buy a Stayer 
suit at Chicago, but reserved his pa
tronage for his local dealer, which 
was as it should be. W hen he got 
off a t the station it was in the mid
dle of the afternoon, and the one 
street was quiet. T here w ouldn’t be 
ano ther train  south until the next 
m orning.

Babcock stood in his ra ther a ttrac 
tive store when Carson entered. He 
advanced to  m eet his best custom er 
with a smile on his shrewd face.

“L ast order shipped out to  the 
camp?” asked Carson.

“Sure,” was the  reply.
“W ell, as I ’ve got the boys all 

rigged out for the w inter,” said Car- 
son, “ I ’ll ju st surprise m yself w ith 
a new suit. I ’ve got to  drive over to  
U pton to -night and m eet a num ber of 
railroad men, and this get-up looks 
ra ther bum.”

“I should say so,” said Babcock. 
“Step back here, please.”

So Carson stepped back and was 
shown a neat-looking suit which the 
m erchant asked him to  try  on.

“But I  w ant a Stayer,” said Car- 
son.

“This is a S tayer,” declared B ab
cock, “th at is, a S tayer suit made 
under a different name. I t  is all right. 
T ry  on the coat.”

“Do you mean to  tell me,” dem and
ed Carson, “th a t the S tayer people 
spend thousands of dollars a year ad
vertising their special suits and then 
leave the  tag  off? N ot so you could 
notice it, they don’t. And why do 
you try  to  ring me in on an old Dorp 
suit, when I asked for a S tayer?” 
added Carson, becom ing red in the 
face. “You ought to  know by this 
tim e th a t I know w hat I want. Bring 
out a Stayer.”

Babcock flushed, worked his hands 
round and round each o thej, and 
moved tow ard the back of the store.

“F rank!” he cried. “Frank! W here 
is that S tayer suit?”

“T hat S tayer suit?” shouted Car- 
son.

“W ell,” replied Babcock, turning 
about, resolved to  face the trouble 
at once, “if you w ant to  know the 
tru th , I was prom ised some Stayer 
goods, like the sample I had here 
yesterday, but they never came.”

“But you advertised them !” 
growled Carson.

“W ell, I had them, didn’t I?” ask
ed Babcock, w ith a self-satisfied grin.
“I had one S tayer suit when I  in
serted th a t advertisem ent. Besides, 
the D orp goods are ju st as good as 
the Stayer. I ’ve had several calls 
for the S tayer to-day and never fail
ed to  sell the Dorp. Come, be a 
good fellow and try  this coat on.”

“You’ve done a beautiful th ing!” 
roared Carson. “I'm  in a nice box 
now! I had to  have a  new suit to 
day, but I did not try  it in Chicago 
because you advertised the kind I 
want, and I thought I ’d give you my 
trade. Now it is too late to  get back 
to Chicago and buy a S tayer before 
m eeting the railroad m en over a t U p 
ton.”

“I ’m sorry ,” wailed Babcock, who 
began to  see w hat he had risked.

“Y our sorrow  w on’t help me out 
any,” snarled Carson. “W hen yo u ad - 
tised Stayer suits I believed you. 
Now I ’ve got to  keep an im portant 
business engagem ent looking like a 
tram p. And, besides, I ’ve lost a bet 
of $60 to  a man who bet me th at you 
didn’t keep S tayer suits. Fine mess 
you’ve got me into by your deceptive 
advertising!”

“I ’ll give you a D orp suit,” cried 
Babcock. “You can w ear it to-night 
and throw  it away to-m orrow  when 
you get a Stayer.”

“1 w on’t have the suit,” roared  Car- 
son. “I ’ll go ju st as I am, and pay 
the $60 bet I lost by banking on your 
honesty!”

Carson never gave Babcock anoth
er order. Perhaps he is a crank. 
Babcock offered to do the righ t 
thing, but Carson would not do busi
ness with a man who did not keep 
his prom ises in his advertising as in 
his personal life.

M erchants do not know how many 
custom ers they lose by w orking the 
just as good” game. The goods they 

offer m ay indeed be ju st as good, 
but the point is th a t the custom er 
will not be satisfied with them , and 
will always blame the dealer for 
roping him in” on some inferior a r

ticle.
Anyway, in doing the fall advertis

ing, do it with reference to  getting  
rid of the sum m er stock in the early 
days of autum n, and also tell the 
exact tru th  in your copy—and see 
that the clerks read the advertise
ments. A lfred B. Tozer.

Remember, that the  big mail order 
houses are pushing a fall campaign 
among the farm ers, and doing it me
thodically. T hey know ju st about 
what time in each section of the 
country the farm er will be in funds 
from harvested and disposed-of 
crops. This is one of the th ings they 
do not overlook, and they are playing 
for the, fish at the time he is m ost 
likely to  bite. I t  takes cash to  pur
chase from catalogue houses, and the 
local m erchant should see to  it that 
he does all in his pow er to  keep that 
cash from leaving the community. 
Advertise to  the farm er when you 
know he is likely to  have money. 
Keep him informed of your goods 
and prices. Beguile him into your 
store, and show him you have the 
goods. Meet fire with fire. T he mail 
order house is after him hot-footed 
just now. The m erchant should be 
on the spot with his inducem ents at 
the same time. Get there first, if 
possible, and keep him from  getting  
away.

One day’s m istake has, m illions of 
times, spoiled a life—and plenty of 
others w ith it.
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Last Deal on Van Camp’s Milk for the Year

■HE cost of raw milk advances steadily from now 
until next spring. This advance is as sure as 
taxes. It can t  be avoided so you will appreciate 
the importance of the proposition which follows:

We are going to give grocers one more chance to lay 
in a winter supply of Van Camp’s Milk. This will po
sitively be our last big deal of the Season. Order now, 
get your Van Camp’s Milk delivered and billed in Oc
tober and on every jobber’s bill dated in October and 
sent to us, we will return t'he bill with the following 
cash rebate remittances:

$ 1.00 cash rebate on each 5 cases 
2.25 cash rebate on each 10 cases 
6.25 cash rebate on each 25 cases 

18.75 cash rebate on each 50 cases 
30.00 cash rebate on each 100 cases

Good for October purchases only. Order from your 
jobber’s salesmen or send your order to your jobber by 

mail. This deal is open to all retailers through 
any jobber. Get your order in at once.

D o n ’t  lose this opportunity 
to make money

PACKING CO.
INDIANA

THE VAN CAMP
INDIANAPOLIS
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SUCCESSFUL SALESM EN.

T hey Must Be Sober, H onest and 
Genuine Hustlers.

One of our early fortune builders 
is supposed to  have said th at brains 
were the cheapest com m odity he had 
to  buy. If this is true  brains are in 
the tru es t sense a comm ercial anom- 
ally, since no th ing is harder to  sell. 
I t  is a surface principle of business 
th a t a com m odity everywhere recog
nized as specially desirable, and, in 
addition, sensationally cheap m ust 
certainly be u ltra  salable. H ere we 
have a product not only desirable 
everywhere, but in m ost instances in
dispensable. I t  is likewise supposed 
to  be the cheapest of human offer
ings. Yet this cheap necessity is not 
easily sold.

W hat can be the trouble? Can it 
be th a t brains, or ability, or genius, 
or talent, or w hatever trade name 
you wish to  give the product, is not 
in demand. Certainly this is not 
true. W ith this count eliminated, one 
m ust conclude th at brains are being 
badly m arketed; th at those having 
the com m odity for sale are going 
about the selling w ith false methods. 
In  o ther words, little brains are be
ing used in selling brains.

Brains Need H igh Salesmanship.
W hy this should be so no one 

seems to  know, unless it is a fact that 
men give too much a ttention  to  sell
ing shoes and hats and sugar, and 
get the impression th a t ability will 
sell itself. N othing is w orse logic. 
Every  m erchant knows th a t sugar 
has practically a standard value; that 
it is salable at all times, and in con
stan t demand. Every m erchant knows 
where to  go for sugar. Few em ploy
ers know where to  go for brains. 
Brains have no standard value, de
mand, o r outlet—they require a h igh
er salesmanship.

T hus the salesman—if he but knew 
—has no m ore difficult article for 
selling than his own services. How 
does he go about disposing of him 
self? How much thought does he 
give the transaction? H ow  m any of 
the qualities which sell shoes or sug
ar for him does he put into the sale 
of his brains? W here does he make 
his m istake? W hat qualities shall he 

^display to  make himself m ore a ne
cessity and less a fancy product, to 
be disdained at will by the em ployer?

I t  is simple enough to  determ ine 
w hat m akes ¡the successful road sales
m an—ability to  sell goods. If, in ad
dition to  this faculty, the salesman is 
careful, accurate and prom pt, he is 
well nigh the ideal m an to  send out 
on the m issions of commerce. Thus 
the basic things a salesman m ust do 
are not, from  a surface view, too 
complicated. Sell goods and keep 
your accounts and records straight. 
But, say the sales m anagers, simple 
as these requirem ents m ay seem to 
be, not m any men have them . They 
require an imposing array  of quali
fications; they demand a well defined 
line of capacity; sales m anagers have 
long since dissected the salesman and 
set down th e  elem ents which make 
him.

W hat Qualities Are Needed?
Naturally, if you appear to the

man who gives out the jobs to  pos
sess these elem ents he will employ 
you—experience or no experience. He 
will le t you show w hether the ele
m ents he sees in you are in proper 
combination. Meanwhile he will pay 
you while you make the dem onstra
tion. But what are these qualities 
H ow  is a man to  know w hat the 
sales m anager expects of him? How 
shall he act in seeking a job? W hat 
shall he say?

These questions were answered for 
me the o ther day by Chicago sales 
m anagers handling large forces of 
road men in different lines of trade. 
According to them, the qualifications 
of the salesman seeking employm ent 
are:

A good address.
A neat appearance.
A proper m anner.
T he ability to  judge hum an na

ture.
T he appearance of being bright and 

alert.
T he evidences of tact and a b it of 

natural diplomacy.
T he evidences of in tegrity  and 

m anliness and a past w ithout stains.
Some knowledge of the line he 

wishes to  sell.
T he appearance of being steady 

and willing to  a ttend  to  detail.
These N ot R equired By All.

In  addition to  these essentials some 
sales m anagers impose o ther require
m ents, but these can hardly  be c lass
ed as indispensable. Some employers 
demand them ; others think them  un
necessary. T hey are:

U nblem ished character in the m or
al sense.

Abstem iousness.
An aversion for the cigarette.
In talk ing  to  sales m anagers I 

found th at salesmen coming from 
certain places and lines of business 
are preferred and can usually find 
em ploym ent w ithout trouble. F o r in
stance, the dry goods trade likes to 
hire young m en from  the country 
tow ns having had experience in gen
eral stores. T he fancy grocery trade 
will generally employ brigh t clerks 
having had experience in fancy retail 
grocery lines. Retail shoe clerks 
whose knowledge of shoes has not 
been confined to  one store or one 
class of trade appeal to  the sales 
m anagers of shoe houses. Houses 
whose lines are not too complicated 
frequently  employ experienced sales
m en w ith no previous knowledge of 
their lines, although preferring  new 
m en w ith knowledge of the goods 
to  be sold.

Young salesmen are given the 
preference. T he principal reason for 
this, according to  sales m anagers, is 
that older men are set in their habits 
of doing business and are less easily 
commoded to  the  particular m ethods 
and whims of th e  house.

W h at the  M anager Considers.
“W hat do you consider in hiring 

a salesm an?” I asked W illiam  F. 
Hypes, sales m anager of M arshall 
Field & Co., are o ther day.

“T he salesman,” said Mr. Hypes, 
“m ust possess a good address first 
of all. H e will have a good address 
in asking fo r a place ju s t as he will

in approaching the m erchant to  sell 
goods. H e m ust also seem to be 
able to judge hum an nature. Just 
how I know w hether a m an can do 
this is perhaps hard to  say. But the 
things he does and says and the wajr 
he goes about his conversation are 
ordinarily p re tty  good indications of 
this.

“A good address consists of several 
elements. The first is the m atter of 
physical appearance. I do not mean 
to say that a m an m ust be specially 
dressed. H e must, however, he neat, 
clean looking, bright appearing and 
m ust have the evidences of good 
character in his face. Size is in a 
m an’s favor. I t  is not necessary that 
a salesman be a big fellow, but in the 
m atter of approaching men size is 
always a good thing. I do not mean 
to  say th at little  men are not often 
successful. T hey are. I know lots 
of bright little  men who have made 
the best sort of successes, but as an 
average proposition the  larger man 
has fewer difficulties, o ther things be
ing equal.

“T here is the o ther and im portant 
quality going to  make up a good ad
dress. Probably the m anner of the 
man is even m ore essential than his 
physical looks. T he two go hand in 
hand, of course, a t least when it 
comes to  sizing up a man for em
ployment. The m an who comes to  
me with an easy, pleasant and co r
rect m ethod of approach and the 
righ t m anner of talking will always 
get consideration. The old fashioned 
traveling salesman who thought to  be 
of the hail fellow type, who came in 
and slapped his custom er familiarly 
on the back, is not desirable. Neither 
is the cheeky man to  be desired.

Correct M anner Counts Much.
“The m anner of the good sales

m an ought to  be a sort of deferential 
boldness, if one may use the  term , or 
a sort of deference underlaid with 
firmness and confidence. Ju s t how 
this m anner should be exposed to  the 
m an being dealt with depends on cir
cumstances, and here it is th a t the all 
im portant m atter of being able to 
read and judge human nature 
comes in.

“Of course, the salesman m ust do 
o ther things besides approaching a 
man correctly, so th at his ability to 
judge men is needed all along the 
line. But if the approach is well 
made much of the balance will be 
simplified.

“As an illustration of the need of 
being able to  read men here is a 
little  experience we had recently: A 
young m an who had been a good 
house salesman was given his first 
trip  on the road. H e got the idea 
somehow that the th ing  to  do was 
to be a hail so rt of fellow. On one 
occasion he visited one of our oldest 
and best customers, a m an whom he 
had dealt with here in the house on 
two or three occasions. W hat does 
the new road salesman do but go 
in, slap the old custom er fam iliarly 
on the back and call him by his first 
name. ‘Hello, Bill, old top, how are 
you?’ or som ething like that, was his 
greeting. O ur old and dignified cus
tom er was shocked out of reason and

that salesman never again was able 
to approach him. The m erchant came 
to  me personally w ith his complaint. 
Now this young m an was ordinarily 
a good salesman. H e simply had 
m isread his man.

Should Know H um an Nature.
“Knowing hum an nature  is quite 

as im portant in m aking sales. A 
salesman m eets fifteen men in the 
course of a trip. He also m eets fif
teen various and different natures. 
Each m ust be dealt with in an a lto
gether specific way. T o illustrate  
this again: Some m erchants m ust be 
taken into the sample room  and urg
ed. T he salesman m ust constantly  
call their attention  to this and that 
article and advise the  purchase. If he 
does not do this he m akes no sales. 
This m erchant w ants to  be led, ad
vised and informed.

“T he same day the same salesman 
will approach another m erchant. The 
first time the salesman says, ‘I think 
you ought to  have some of this. W e 
have been selling a lot of it and it is

The McCaskey Register Co.
M anufacturara of

The McCaskey Gravity Account 
Register System

The one writing m ethod of handling account 
of goods, money, labor, anything. 
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Chase Motor Wagons
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Reduces friction to a minimum.
It saves wear and tear of wagon 
and harness. It saves horse en- 
ergy. It increases horse power. 
Put up in i and 3 lb. tin boxes, 
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going well everywhere,’ the m erchant 
is offended. More than likely he will 
tell the salesman th at he knows his 
business and will indicate ju st w hat 
he w ants, requiring and brooking no 
advice. This, the  m ethod th a t was 
necessary in the case of the firs?, was 
fatal in the case of the second.

"The salesman m ust know human 
nature. T h a t’s why I look long and 
hard for this ability in hiring new 
men.

“A nother thing about the m en I 
hire,” said Mr. Hypes, “I never em
ploy cigarette smokers. I am m ore 
afraid of them  than of men who use 
liquor. The young man who habit
ually smokes cigarettes is not depend
able. He gets careless, forgetful and 
dangerous. H e gets the house into 
trouble righ t along.”

“ Is this a personal dislike o r a 
personal experience of your own, or 
is it the general rule am ong sales 
m anagers?” I asked.

Ideas Based on Observation.
“T here is nothing personal about 

it. My ideas are based on experi
ence and observation. The m an who 
smokes cigarettes, w ill cut short his 
business with a custom er to  get out 
and get a whiff at a cigarette. The 
craving is such th at he will do any 
foolish thing for a smoke. I had an 
experience w ithin the last year and 
a half with such a man. He was good 
looking, bright, active and a good 
salesman, but I thought when I hired 
him th at I detected the sym ptom s 
of the cigarette smoker. H e denied 
th at he used cigarettes and I hired 
him. Soon bad reports began to  
come in and when I sent out an as
sistant m anager to  look over the te r
rito ry  the reason was plain. He was 
not only a cigarette  sm oker but a 
fiend. H e had not the streng th  and 
stam ina for the w ork and I had to 
let him go. T his is only an example.

“I lay much stress on the m oral 
character of the m an who represents 
us on the road. T he people who 
deal with us are the kind who w ant 
to  do business w ith clean men. Soon
er or later we know it if a m an suc
cumbs morally. If  we do not detect 
it any o ther way our custom ers let 
us know, m ainly because they know 
the character of the house and w ant 
to  deal w ith righ t m en.”

“W here do you recruit your sales
m en?” was asked.

“W ell, we like to  take our own 
men out of the house and send them  
out. They know our lines and m eth
ods and they do the best w ork for 
us. W hen we take outside m en we 
like to  get them  from  general stores 
in country tow ns where they  have a 
sm attering  of knowledge along all 
lines of dry goods. W e like to  get 
country boys in the store here, too— 
boys ju st out of the country  high 
schools. W e have better luck with 
them  than w ith city reared boys.”

Some Lines Need Experience.
R. F. Haegelin, sales m anager of 

F ranklin  M acVeagh & Co., told me 
o ther in teresting  th ings about the job 
of hunting salesm en:

“In  our own business,” said Mr. 
Haeglin, “we can not do much with 
the m an who does not know the  line. 
I t  is too long and too  costly a thing

to educate m en to  the business. Sell
ing fancy groceries is not so simple 
as one m ight erringly think. W e 
have, for instance, some 3,000 item s 
to  sell, and they can not be learned 
in a little while by the man who has 
not a p re tty  good previous knowledge 
of groceries.

“In  addition the applicant m ust be 
bright and intelligent looking, m ust 
seem to be a lert and ready to  grab 
at opportunities. I can tell readily 
enough from a m an’s looks, his mode 
of address and w hat he says to  me 
w hether he is m entally constituted 
for salesmanship. W e m ust recruit 
all our salesmen from  the outside. I t  
would be hard to  say just where the 
g reatest source of supply lies, but as 
a general rule we like best to  get 
bright, intelligent clerks w ith experi
ence in some fancy retail grocery. 
O ur work is different from  that to 
be done by the salesman of the reg
ular country o r city jobber. Fancy 
groceries are .our principal line and 
they require another sort of sales
manship.

“W e employ m ostly young men; 
not th a t an older man, if he is a 
good one, would be refused, but that 
the younger man learns more quickly 
and is m ore adaptable to  our special 
needs. Men who have grow n old in 
the business get into ruts. They 
have their set ways of doing things 
and our requirem ents are such that 
set ways do not go far.”

M ainly out of curiosity I asked Mr. 
Haegelin w hat he thought of the cig
arette  sm oking salesman.

“If  a m an came in here  sm oking a 
cigarettes and asked for a place, I 
probably should consider a t the out
set th at he had little  tact or diplo
macy, and probably I should not hire 
him,” was the reply. “A cigarette 
sm oker is never a good salesman 
and it is very generally conceded that 
the habit of sm oking cigarettes 
makes a m an untru thful and unrelia
ble and leads to  o ther m oral lapses 
which undermine his health and im
pair his usefulness as a salesman.”

M arshall Field & Co. employ ab iu t 
450 road salesmen. In  such an arm y 
there are constant comings and go 
ings, m any changes and much chance 
for observation. Franklin  MacVeagh 
& Co. have about 100 men on the 
road. In such a force there is like
wise the utm ost chance to  observe 
the characteristics of men. The 
sales m anager who does the hiring 
comes in tim e to  have a set of rules 
by which he judges the applicant, and 
this article attem pts in so far as pos
sible to  set down these rules o r m ax
ims.

T he new salesman, one employed, 
gets, if he is a beginner, from  $50 
to  $75 a m onth and expenses. This 
is m erely a tryout wage. A fter a few 
trips he has dem onstrated his real 
value. E ither he is w orth keeping 
and paying wages to  o r he is dis
pensed with. H ow  high the sales
men m ay go in salary is not to  be 
told. T here are practically no lim
its, and even if there were the really 
successful salesm an would speedily 
be lifted to  the  rank of assistant sales 
m anager, sales m anager, etc.

Edw ard H. Smith.

T he Division of T errito ry .
T he question w hether a salesman 

had b e tte r w ork a small te rr ito rj 
closely or a large one a t less fre
quent intervals, depends, of course, 
upon the line of business.

O ur practice is to give our sales
men sufficient territo ry , so th at they 
can see their custom ers three or four 
tim es a year.

Experience has shown us that in 
our line salesmen can make on an 
average of two tow ns a day and cov
er the ground thoroughly.

I know there are some houses in 
the business which do not follow this 
plan. T hey prefer to  have a larger 
force of salesmen, giving each a 
small te rrito ry  to  work, under which 
arrangem ent it usually follows that 
the men employed are less experi
enced and less com petent business- 
getters. I t  is our policy to  have 
fewer salesmen and all of them  ex
perts ; and to  give each a good 
am ount of territory . W e believe that 
one good man is better than two fairly 
good ones. He can be depended up 
on to work a te rrito ry  m ore thor- 
ughly than would be the case if two 
m en of only fair ability were w ork
ing it together.

W e prefer young or middle-aged 
men in our selling force, say not 
over 45 or 50. T he arb itray  age 
limit, however, seems unnecessary 
and often works to the disadvantage 
of both the house and the salesman 
If, fo r instance, we had a salesman 
who entered our employ when he 
was 35 and he continued to do well, 
we would not let his age interfere 
with his keeping his position until 
he got to  th at age where he was ac
tually incapacitated.

A  salesman who is required to  
cover two towns a day in order to  
make his allotted territo ry  has a 
great need of system atized p repara
tion.

Before starting  on a trip he will 
do well to  lay his plans carefully 
and follow them  out in such a m an
ner as to prevent all chances oi 
overlooking a prospective customer. 
I t  is a good plan—where a salesman

is required to  work this fast—to 
m ake out his route list before s ta rt
ing on his trip. T his will keep con
stantly  before him the names of his 
prospective custom ers and all infor 
m ation concerning them, essential, 
in order to  cover ground and sell 
him in the shortest possible time.

F or instance, if the salesman is re
quired to  make two tow ns a day 
and on arriving a t the first one he 
has such inform ation before him 
th at will tell him the name of the 
prospect, how much he has previous
ly bought, how much he should buy 
on this call, and o ther inform ation 
of importance, the salesman profits 
by knowing beforehand these facts 
relating to  the prospect’s business, 
which would otherw ise take consid
erable time in finding out.

Geo. H. Barbour.

W anted  T o  Be An American.
A som ewhat unpatriotic little son 

of Italy, 12 years old, came to  hi? 
teacher in the public school and ask 
ed if he could not have his name 
changed.

“W hy do you wish to change your 
name?” was asked.

“I want to  be an American. I live 
in Am erica now. I no longer want 
to be a Dago.”

“W hat American name would you 
like to  have?” asked the teacher.

“ I have it here,” he said, handing 
the teacher a scrap of dirty  paper 
on which was w ritten:

“Patrick  Dinnis M cCarty.”

Doubt is the prelude of knowledge.

W A N TED
Good manufacturing busi
ness, to occupy three story 
brick building 50 x 150 feet 
with cement basement. 

Inquire of
S. J. REDFERN.

Ovid, Mich.

W e Manufacture
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Exclusively

Churches furnish churches of all denominations, designing and
u t  i. bu,ldm? to harmonize with the general architectural 

scheme—from the most elaborate carved furniture for the cathedral to the 
modest seating of a chapel.

S c h O O l S  T h«*?ct th at we have furnished a large majority of the city 
x * ami district schools throughout the country, speaks volumes
for the merits of our school furniture. Excellence of design, construction and 
materials used and moderate prices, win.

Lodge Halls JY* specialize Lodge Hall and Assembly seating.
. ®  Our long experience has given us a knowledge of re

quirem ents and how to meet them . Many styles in stock and built to order 
including the more inexpensive portable chairs, veneer assembly chairs and 
luxurious upholstered opera chairs. ’

W rite Dept. Y.

Hmerican Seating Company
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GRAND RAPIDS NEW YORK BOSTON PHILADELPHIA



20
M I C H I G A N T R A D E S M A N O c to b e r  4 , 1911

W IN D O W and  i n t e r i o
DECORATIONS

Good W indow Displays and Their 
Peculiarities.

T he show window of a re ta iler is 
as essential alm ost as the righ t hand 
to  a m an’s anatom y. T here are many 
retailers who even in this day do 
not com prehend the im portance of 
outw ard display and effects. W hile 
all of them  place articles in the win
dows for show, m any lack the facul
ty  of placing such stock so as to  a t 
trac t the atten tion  of the passerby. 
Novelty in window dressing has done 
much for retail storekeepers. W hile 
it is not absolutely essential that a 
window dresser should possess an ar
tistic  instinct, a few good ideas, 
even although patterned afte r suc
cessful com petitors, would go a long 
way to  a ttrac t trade. F o r these and 
o ther reasons it is well for the re
tailer to  be ever on the lookout for 
new ideas. Oftentim es it m ay be 
found that a valuable display in some 
o ther line of business m ay be profit
ably appropriated by a dealer which 
m ay be put to good use w ith slight 
change. W indow  displays m ay be 
divided into tw o distinct classes. T he 
general purpose of one class m ay be 
a ttrac ting  and pleasing the passerby, 
and perhaps cause him to talk  about 
the display, thus incidentally adver
tising  the store. T he o ther class is 
for the purpose of directing a tten
tion to  some special m erchandise, 
w ith the object of a ttrac ting  people 
interested to  come in and m ake a 
purchase. The suggestive window’ 
displays are by far the best for ac
tual results, for it is by suggestion 
th a t the retailer reaches the pocket- 
book of m ost cusomers. T o display 
various articles at one time is a good 
idea, as the prospective custom er is 
likely to  be interested in some one 
of the articles displayed, whereas, if 
the window be devoted to  one p rod
uct only a small percentage of on
lookers will be captured. A striking 
m eans of a ttrac ting  general a tten
tion to  a window display was utiliz
ed recently  by a retailer located in 
the m etropolis of the East. He se
cured a four-foot plank, tw o by six, 
and sawed the lum ber in triangular 
pieces, so th a t when th e  sawed end 
was pasted against the window on 
the inside, the o ther portion of the 
plank inclined against the plate glass 
on a downward slope of 45 degrees 
on the outside in such a m anner 
th a t it appeared as if the end of the 
lank had been shoved stra igh t 
th rough the window. A realistic 
touch was then added by gluing sev
eral slender strips of broken glass in 
the  shape of an irregular star. Of 
course, the hole seemed to  be in the 
center. M any persons crossed from

the o th er side of the street to  make 
a closer inspection. A fter the w in
dow was reached by the walkers it 
was several m inutes before the hoax 
dawned upon them. T hese people had 
made a careful inspection of the w in
dow and on th at account rem em ber
ed the articles displayed. Persons 
who were pleased w ith the display 
w ent into the store and com plim ent
ed the re ta iler and made purchases. 
A nother am using incident where 
odds and ends from  an unfortunate 
affair were used w ith g reat success 
for a window display by a retailer 
located on a busy avenue was as 
follow s: L ong afte r the retailer had 
closed his store tw o wom en and two 
men, all of whom  had indulged free
ly in the in toxicating cup, rom p
ed in fron t of the store and crashed 
in to  a window and made a full-sized 
impression. In  the general entangle
m ent tw o objects of dilapidated mil
linery, a glove, an old leather pocket- 
book and a cigar stub were left in 
the wake of the hilarious four. W hen 
the re ta iler came down the next 
m orning and viewed the rem ains of 
his window he did not assume any 
woe-begone expression, nor did he 
hastily  sum m on the insurance ad just
er so th a t the pane could be immedi
ately replaced. On the contrary, he 
left the window as it was and hastily 
go t out some tags. H e placed a lot 
of exhibits in the window, each m ark
ed and classified w ith an apt and 
hum orous saying. T he re ta iler had 
a g reat crowd in front of th a t win
dow for tw o days, and at one time 
tw o officers were keeping the people 
moving. L ater the four imbibers were 
placed under a rrest and the dealer 
took the clippings from  the newspa
pers and added them  to  the dis
play. T he window dresser who tries 
to  crowd a half-hundred different ar
ticles in to  a single window of lim it
ed size is much like the m an who 
attem pts to  do a life’s w ork in a 
day. T he passerby m ay notice a 
crowded display, but it often hap
pens th a t he does so w ith a view of 
criticising the taste  of the window 
dresser. Such dispJavs do not arouse 
in a m an going by a desire to  p u r
chase and, therefore, such window 
displays can no t be silent salesmen. 
A well dressed window is as essen
tial as a live salesman within. The 
good window dresser m ay arrange a 
few articles so that they will stim 
u late  a tten tion  and awaken in many 
people a desire to  buy. H e knows 
how to  arrange the display m atter, 
and those who stop to  gaze upon re
sults of his labor often can not resist 
the  impulse to  buy which it creates 
T here  is no excuse fo r poor window

displays in this day of keen competi
tion. The same enthusiasm  as is 
shown often by a clerk can be evinc
ed in a window display alm ost as 
strikingly. If  the re ta iler becomes 
satisfied he falls into a ru t and stays 
there. Then the future day of his 
dissatisfaction with everything is on 
the way. A lthough it is probable that 
a retailer m ay redress his window 
m any times during a period of three 
m onths, he often does not put into 
the display the enthusiasm  th at he 
reveals inside the store. Few per
sons know th at a new display is on; 
they  do not observe as keenly as all 
that. I t  is better to  have one strik
ing display once in a while than a 
series of colorless efforts. T here is 
som ething new all the time, and the 
way to  keep thoroughly informed is 
to read. Always arrange for fre
quent dusting. T he effect of many 
clever window dressings is greatly  
m arred by dust th a t collects so 
quickly. Dust will com pletely cov
er stock and decorations in a few 
days. Many window dressers in a r
ranging their displays do so w ith a 
view of perm itting  a pathw ay so that 
the entire display m ay be reached 
and dusted, although some of the 
cleverest in the business overlook 
this salient advantage. Never let 
goods th at are damaged by expos
ure predom inate in a display, for 
th at practice m akes the development 
of the a rt m ore costly. T en days is 
an average limit to  perm it certain 
stock to  be shown in a window. I t 
m ay then be returned to  stock with 
little  or no reduction for the mission 
it has perform ed. A dealer who has 
ju st taken out such m erchandise from 
his window should not offer the 
same, perhaps, a t the regular prices 
to  his trade. T he dealer m ay con
sider himself repaid for the slight 
sacrifice he has made and he can af
ford to  stand the cost of a 10 per 
cent reduction. An incentive to 
quick sales is the well-lighted win
dow. W hile this feature may receive 
atten tion  in the decorations inciden
tal to  the display, it is also well to 
arrange for special lighting effects, 
even although a little more expense 
be included in the general appropria
tion for the display. In  the present

day electric light has a tendency to 
a ttrac t attention , nd high candle pow
er is often utilized by large dealers. 
The cost of lighting in such a m an
ner is expensive, but the effect ju sti
fies the extra expenditure. B right
ness a ttracts m ore than  anything 
else. A series of w ell-w ritten bulle
tins placarded in a window is always 
a center of attraction  by the busiest 
wayfarers. Such b u lh tin s  may be 
varied alm ost daily. The latest aero 
plane and scientific news always a t
trac ts the possible custom er.

Irish W it.
An Am erican and an Englishm an, 

walking through a town in Ireland, 
were discoursing upon the proverbial 
wit of the Irish. The Am erican ex
pressed some doubt as to w hether it 
was as sm art as it was generally be
lieved to  be, so they determ ined to 
test the next passer-by. Accordingly 
the following dialogue took place: 

“Pat,” said the American, “if the 
devil were to come along now which 
would he take first, you or m e?” 

“Sure, sir, it would be me,” p rom pt
ly replied Pat.

“And why is that?”
“Bedad, the crafty old gentlem an 

is shure of you at ony toim e.”

Post Toasties
Any time, anywhere, a 
delightful food—

“The Memory Lingers.”
Postum  Cereal Co., Ltd. 

________________ Battle C reek, Michigan

MAPLEINE
The Popular Flavor

A S T R O N G  D E 
MAND HAS BEEN 
C R E A T E D  for this 
new and delicious fla
voring. I t  adds rich
ness and delicacy to 
Cakes. Candies. Pud
dings. I c i n g s .  Ice 
Cream, Etc. and makes 
a Table Syrup better 
than Maple a t a cost of 
50c a gallon.

See price list.

Order a supply from 
your jobber, or The 
Louis Hilfer Co.. 4 
Dock St.. Chicago. 111.

CRESCENT MFC. CO .. SEATTLE, WASH.

Paragon Case No. 58
Lowest in Price

Made in large enough quantities to  
meet competitors prices

American Beauty 
Case No. 412
A Case of Quality

See it at Spring’s or Steketee's 
Grand Rapids 

Our 84 page catalog is free

GRAND RAPIDS SHOW CASE CO. GRAND RAPIDS, MICH.
The Largest Manufacturers of Store Fixtures in the World
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W IN D O W  DRESSING.

Cool Weather Suggests Many New  
Needs.

All seasons are spring to the m er
chant. T he “m elancholy days’ are 
not m elancholy for him. Autumn 
brown and sere carries m any a prom 
ise in its train. I t  is a re-birth of 
m any ideas. The falling leaves and 
wailing winds prom ise extra custom 
ers, new stocks, entire change of 
goods, another chance to make m on
ey. The sum m er goods are  used up, 
sidetracked and shopworn, in a new 
lo t is hope. If  the last season has 
not been profitable, a new one prom 
ises to  replenish the exchequer.

A fter the heat, fall w eather is in
spiring. T he first tang  of cool in the 
air suggests m any new needs. New 
clothes, new games, new sorts of 
food, new implements, new furnish
ings, and, not least, fall houseclean
ing

T he baseball season is over, but 
now begins the g reat football strug 
gle. W hen the husky stars of the 
gridiron w ith their m ighty muscles 
are try ing  to  get the big ball to the 
goal is the m erchant’s time to  make a 
hit, to  rach the goal of his ambi
tion through th a t universal advertis
ing medium, the Store W indow.

The football idea m ay be used to 
advantage w ithout precisely adver
tising the game, which is not equally 
popular with everyone. M ost people, 
however, have a certain mild in ter
est in the sport. Some one has al
ways a brother, or son, or cousin, or 
friend in college, who is “m ad” after 
the game, and some share of his en
thusiasm  im parts itself to his friends 
and relatives. Indeed, when some 
young H ercules has distinguished 
himself on any field in some hard- 
fought rush, his home friends view 
his exploits w ith respect and are in
clined to make a hero of him. T h ere 
fore the football idea appeals to 
many.

T he suggestion for a window deco
ration that shall serve to  advertise 
the m erchant’s stock of m en’s cloth
ing exclusively, by m eans of the 
football idea, is very simple and 
takes few item s to  compose it. T here
is, first of all, a large football. I t  
may be the real article of leather, or 
it m ay .b e  an enlarged specimen—an 
ovr-grown football, so to  speak, cov
ered with certain com binations of the 
m erchant’s goods such as handker
chiefs and ties cleverly tw isted about
it. Above it is suspended a sign 
whose m otto  draws a ttention from 
the ball to  the m erchant’s stock, 
“This ball doesn’t always h it the goal, 
but our m en’s togs do.” T his ra ther 
large placard is suspended in nearly 
the center of the window. Above it, 
w ith its sleeves stretched out upon 
a horizontal brass rod, is a very 
spic and span negligee sh irt of p re t
ty  pattern  and good color. I t  has 
a cheerful air of giving information, 
while, a t the same time, exhibiting 
its own perfections. F rom  one end 
of the rod depend tw o o r three ties, 
from  the o ther a pair of socks, 
sm ooth, fine and lustrous. A t the 
left is a suit of clothes, the trousers 
hanging, the coat folded sm oothly

over and hung with the collar down. 
Upon this is placed the latest thing 
in felt hats, a cane and pair of 
gloves, all selected w ith an eye to 
harm ony of effect both in color and 
texture. On the standard a t the 
right is placed a different style of 
coat, sleeves hanging straight, as al
so does the body of the coat. A round 
the foot of the  standard is artistically  
twined a pair of trousers in loose 
folds th a t do not conceal either the 
construction or the form of the 
trousers. T his m ethod of displaying 
som ething so apparently  stiff and un
yielding as m en’s trousers is an inno
vation th at has been used extensive
ly in city shop windows recently. I t  
serves to  show the excellent quality 
and pliability of the goods that can 
stand creasing w ithout damage, and 
draws the  specta tor’s thoughts to  a 
consideration of w ear and tear. 
From  the edge of the sign, like a 
fringe, hang m ore ties and socks in 
agreeable colorings with a pair of 
m en’s shoes in the center on t in  
floor. A few other articles m ay be 
added if desired, yet the appeal of 
the window consists in, first, its sim 
plicity; second, in the very careful 
finish of each article displayed.

The second arrangem ent suggeste 1 
is an exploitation of the fall idea in 
house decoration, renovation, even 
fall housecleaning. The stepladder 
placed in the center of the window is 
empty, save for the suggestive pots 
of paint. T he m otto  draws attention 
to the fact th a t it should be occu
pied by a woman. And, if a woman, 
the right woman, were turned loose, 
given carte blanche am ong the v a 
rious cleaning, decorating and reno
vating devices, she would acomplish 
wonders. And every woman who 
looks at it will be convinced she is 
th at woman, and probably she is 
right. Across the background is sim
ply arranged a few of the newest 
ideas in wall papers. On each side in 
the foreground is a cushioned chair, 
a M orris chair, and a w icker chair, 
both susceptible of revam ping. Over 
the arm  of each hangs, in graceful 
folds, a length of cretonne o r o ther 
of the beautiful draperies so adapta
ble in a clever wom ans’ hands for 
cushions, curtains, upholstering, 
hangings, paddings and all the con
trivances useful in the house. Below 
and in fron t of the  stepladder are 
brushes, cans of paint, putty , glass 
and pu tty  knife. A woman often 
uses them  with good effect, too. Also 
there are cans of wall paper clean
er—a life-saver often so far as wall 
paer is concerned. T hen there are 
various additions such as “crack fill
er,” stains of various kinds, varnish, 
calcimine, dyes of different tints, and 
for different things. I t  m ay be shown 
w hat dye alone will do. Sm aller 
placards m ay suggest uses for dye, 
as “Dye your old curtains.” N ow a
days colored nets are so popular and 
artistic  they m ay well be consider
ed. “Dye your last year’s hat,” may 
also be a slogan near a half-dyed hat 
and its particular dye. “If you do 
not like your rug, dye it,” is another. 
W om en have dyde rugs and carpets 
very successfully before this. In

fact, a clever woman with a goodly 
pot of dye can change the appear
ance of all her furnishings. For in
stance, if the stair carpet is worn 
white on the  edges, w hat is easier 
than to  take her little brush, go over 
the worn places with a suitable color, 
when,, lo, no longer does its age 
stare you im pudently in the face, it 
retires into obscurity. The m erchant 
m ight find it useful to  make a plac
ard with a list of different uses to 
which dye m ay be put in the home.

The different stains will furnish 
m any ideas also, and samples of 
their work may be shown to  advan
tage. T here are m any o ther things 
in cans, designed to  improve the old 
furnishings, or even the new ones.

An idea which m ight be includ
ed successfu l^  is a very popular one, 
a stencilling outfit. I t  would fit har
m oniously into this kind of a window 
display. T he designs before and aft
er m ay be show n; every woman with 
a taste  for decoration will be in te r
ested. The stiff paper, with the pa t
tern  cut out, is shown, side by side, 
with the reproduced design on paper 
or cloth. F o r this oil color is used 
and the brushes and pot of paint may 
be included iq  the exhibit. Stencil 
ing is useful fo r m any things. There 
are m any p re tty  pa tterns that may be 
used for curtains, o r borders of cur
tains. A stencilled curtain—say un
bleached muslin with a simple pat
tern in the window—would add to 
its interest. Cushion tops also are 
stencilled easily, and with good ef
fect. Young women invariably sit up 
and take notice when a new idea in 
decorating cushion tops appears. This 
is easier and m ore artistic  than em
broidery, which is m ore or less out 
of date in m ost quarters. Stencilling 
is also suggested for rugs and furni
ture covering.

A window seen recently smacked 
of coming frosts, and was exceeding
ly attractive. I t  was composed en
tirely  of blankets—blankets so soft,

FOOTE & JENKS’ COLEHAN’S ( b r a n d i

Terpeneless High Class

Lemon and Vanilla
W rite for our “ Prem otloa Offer”  th a t combats "Facto ry  to  Fam ily” schemes. Insist 

on se ttln c  Coleman’s E x tracts  from your jobbing grocer, o r mail order d irect to

FOOTE & JENKS. Jackson, Mich.

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

COMPOUND
GRAIN, SUGAR AND GRAPE VINEGAR

The price is 13V4 cts. per gallon with one barrel free with each fifth barrel shipped this season

p 1  O R Kalamazoo. Lawton. Grand Rapids. Saginaw. Jackson. P A D  
• XJ’ Detroit. Alpena. Traverse City or Bay City. t  .  U .  D .

STOCK ALWAYS ON HAND AT THESE POINTS 

An Ideal Pickling and Table Vinegar 
Satisfaction Absolutely Guaranteed

Lawton Vineyards Co. :: Kalamazoo, Mich.

inicK ana creamy that no one could 
resist them  who had the price in his 
pocket. As a centerpiece three b lan 
kets were combined, so that one hung 
in stra igh t folds down the middle, 
while two o thers were arranged to 
ripple to  the floor in folds like a 
cascade. A t each side were o ther 
blankets, folded, hanging straight 
over a horizontal rod. In  the cen
te r in front was a baby’s crib, a tiny 
one, arranged with the p re tty  soft 
blankets bordered w ith pink or blue 
so suitable for tender infancy. On 
either side, in front, were alluring 
piles of folded blankets, such as every 
housekeeper desires to  have on her 
closet shelves.

T he window was very simple but 
tim ely and effective. A nother dis
play could be made, using exclusive
ly the colored blankets of all prices, 
keeping entirely  to  one color scheme, 
as gray and red, o r gray and blue. A 
careful color scheme will dignify and 
render desirable the cheapest fabrics.

A. F. W illiams.

Lots of Them.
A youngster of 3 years, the “ju 

nior,’ of a prom inent H artfo rd  a tto r
ney, was m using the o ther day over 
W ashing ton’s birthday.

“Mamma,” he said a t last, “there’s 
a heap o’ Georges, ain’t they? 
T here’s George W ashington, and me, 
and Pop and George the chauffeur.”

Hart Brami Dannai! Goods
Packed by

W. R. Roach & Co., Hart, Mich.
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Difference Betw een Nice Y oung Man 
and Storekeeper.

Once upon a time, in a village not 
to  be named at present, but whicb 
m ight have been alm ost any old town 
you ever heard of, there lived a nice 
young m an who considered himself 
society’s chief and shining ornam ent.

Now it came to  pass, as happeneth 
som etim es even to  the very elect of 
the inhabitants of this round, green 
earth , th a t this nice young m an found 
th a t to  balance his cash account was 
to  simply count a deficit. In  the la n 
guage of the vulgar, who loafed 
around the streets and made statuary  
of them selves for corner decorations, 
“he was broke.”

So, to  accum ulate a wherew ithal to  
provide for board bills and o ther u r
gent demands, he w ent and hired 
himself to  a citizen of th at country 
who m aintained a general store. In 
a few days’ time he was weighing 
sugar, and m easuring calico, and 
m aking him self generally agreeable 
to  those who came th at way to  buy.

Then said his old friends and ad
m irers: “Aha! Now will yon sto re
keeper grow  rich; for he hath joined 
unto him self the  very pink and pa t
tern  of young m anhood. Verily, it 
was a happy stroke and exceeding 
wise.”

And the nice young man seemed 
to  think likewise, and came to  re
gard his services as a g reat favor to 
the storekeeper, whom he patronized 
and treated  with superior contem pt.

W hen the custom er came in and 
asked for a pound of 30 cent coffee, 
the nice young m an would throw  a 
scoupful on the scales, and if it 
weighed eighteen ounces he said, 
“W h at’s the diff?” and let it go at 
that.

Again, if a maiden asked for one 
yard of 50 cent ribbon, and, because 
his conversation with her was so ab
sorbing he cut off a yard  and a 
quarter, he would smile and say, 
“W hat’s the diff?” and let it go a t 
that.

T his was all very well for the cus
tom ers and pleased them  very much. 
In fact, it was so greatly  to  their lik
ing they came regularly  to  the store 
where the nice young m an was em
ployed to do their trading, and would 
sit around and wait for him, and from 
other clerks and salesmen they would 
not buy at all. Furtherm ore, each 
one, before coming to  the store, 
would reach down in his m em ory 
and fish up his best story and polish 
it off, and freshen it up into a m ost 
in teresting  anecdote to  tell unto the 
nice young m an as he weighed or 
m easured the goods, because it was 
as sweet m usic in the ears of the

buyers to  hear him say, “W h at’s the 
diff?” and let it go a t that.

The storekeeper laughed righ t m er
rily  and clapped his hands gleefully 
when he saw the m ultitude of cus
tom ers come thronging  his store. For 
he w ot not w hat it was th a t brought 
them.

So he thought the nice young man 
a w ondrous find, and cared not for 
his contem ptuous ways because the 
coin was rolling into his coffers, and 
the popular nice young m an was 
seemingly m aking good.

But, a fter m any days, it came to 
pass, the storekeeper paid his bills 
and struck a balance, and then  it 
was the balance struck him, but faint
ly, fo r it was very weak.

T hen the storekeeper scratched his 
head, and puzzled his brain, and went 
into a brown study. No m atter how 
hard he thought nor how high he 
put his feet upon the  piano he could 
not figure out how it was th a t al
though he had sold much m ore goods, 
bought a t ju s t as low prices as be
fore, his profits were less.

So, finally, he talked about it to 
the nice young m an and said to  him: 

“ Come, let us look th is m atte r fair
ly in the face and understand the 
w herefore of the why?

And the nice young m an made an
sw er and spoke and said:

“Is not the m oney com ing in?”
“I t  is,” replied the storekeeper.
“And are the custom ers satisfied?” 
“T hey are.”
“And are we not getting  all the 

trade away from  our com petitors?’* 
“W e surely are.”
“Then,” said the nice young man, 

as he lighted a cigarette  and smiled 
his sw eetest smile, “W h at’s the diff? 
Ju s t let it go a t th at.”

Y et did not th is satisfy the store
keeper who had his bills to  pay, and, 
also, a few pennies to  lay aside 
against the tim e of old age. So he 
came out from  the back office where 
he was w ont to  sit am ong his ledgers 
and his journals, and did look around 
the store and w atched the happy 
crowd th a t came to  buy and told their, 
m erry  jests.

And, lo, his eyes w ere opened, 
and he saw his profits w alking out 
the dcor hand-in-hand w ith every 
custom er who came to  purchase of 
his wares.

R ight angry was he and could 
hardly wait to  take the nice young 
m an and m uss his hair and color up 
his eyes and heave him forth  into the 
street. But patiently  he paused until 
the crowd was gone, and then he 
took the nice young man, and rea
soned w ith him and told hom he 
m ight make a good philanthropist to

hand out libraries and church organs, 
but that a store was not a grab-bag 
nor a Christm as tree, and th a t he 
could go and need not trouble to  re
turn.

And then the nice young m an trem 
bled, and grew  ashy pale, like unto 
a pail of ashes and he said:

“Be not so unkind. If you despoil 
me of my place and of my Saturday 
night stipend I can not pay my 
board, and then I can not eat.”

But the storekeeper turned upon 
the nice young man a glassy stare 
and waved his hand and said, “W hat’s 
the diff?” and let it go a t that.

And the m oral is th at the difference 
is in the point of view, and can be 
found by subtracting the profit from 
the m an who pays the  bills.

L oyalty  As An Elem ent of Effi
ciency.

Written for the Tradesman.
Some m en seem to possess the un

happy faculty of rubbing their em
ploye’s fur the w rong way. I t seems 
a th ing  alm ost inexplicable that a 
m an w ith executive ability enough to 
run a large business should be so 
short on tact as to  keep his employes 
in a chronic state  of turm oil; but 
strange as it m ay appear, one not in
frequently sees it.

I have in mind ju st at this time a 
striking illustration of this sort of 
thing. The m an is a m anufacturer of 
sheet m etal and wire goods special
ties. H e has an up-to-date plant 
equipped with the latest and best m a
chinery, and he has a big trade on 
some patented articles of his own in
vention, and his business exhibits a 
rapid and healthful grow th year by 
year.

I have no occasion in the world to 
be prejudiced against this m an; and, 
if 1 know my own mind, I am not 
disposed to  be unfair in my appraise
m ent of him. O f course, there are 
some tra its  about him th a t I admire, 
h o r  one thing, his determ ination: he 
has the proverbial tenacity of the bull 
dog. W hen he once gets a good hold 
he s there to  stay. Now, on general 
principles, I th ink  tenacity  is a good 
thing. I t  certainly requires a bit of 
it to  m ake a success in business dur
ing these piping tim es of com peti
tion.

F o r another thing, this sheet metal 
and wire goods m anufacturer d e 
serves a g reat deal of credit in th at 
he worked his way up from  a subor
dinate position to  th a t of owner and 
proprieto r of a large establishm ent. 
He was not ashamed to  begin in a 
small way. F o r several years he 
struggled heroically against heavy 
odds; and it has only been until com- 
partively recent years th at his busi
ness m ay be said to  have passed be
yond the precarious stage. But now, 
beyond doubt, he is on the high road 
to  still g reater wealth and security.

And, in a way, he is also what you 
m ight call a public-spirited man. He 
is (apparently) eager to  identify him
self with local m ovem ents making 
for the general good of the people 
of the comm unity in which he lives.
If any one were skeptical enough to 
question the  sincerity of the motives 
th at actuate him in th is m atter, it 
would, perhaps, be sufficient argu

m ent to  observe th a t his local trade 
is the least im portant feature of his 
business. He can, therefore, hardly 
be charged with in teresting  himself 
in local civic enterprises ju st for the 
sake of getting  local business; for, 
as I have said, th is local business 
does not am ount to  a g reat deal. 1 
believe he is in terested  in these 
prim arily because they m ake for the 
general welfare. And for th is I hon
or him.

But, unfortunately, there are some 
o ther things th a t m ust be said about 
him in order to  m ake the p o rtra it 
true to  tru th . H e does not know— 
somehow seems utte rly  unable to  un
derstand—the im portance of estab
lishing right relations w ith his help. 
He antagonizes them, bullies them 
and acts as if he did not tru st them. 
He seems to  lack the ability to  grant 
a concession in a big, m anly way. 
W hen an employe comes to  him ask
ing a favor he either ignores the de
mand or gran ts it in such a way as 
to humble the petitioner. Instead  of 
being universally liked by th e  people

The Diamond 
Hatch Company

P R I C E  L I S T
BIRD’S-EY E.

Safety  Heads. Protected Tips.
S size - s  boxes in package, 20 packages in case, per 

Lesser quantities........................... ............

BLACK DiAilOND.
S size—s boxes in package, 20 packages in case, per

case 20 gr. lots........................... «£«1
Lesser quantities............................. . . . . . . . $3 M

BULL’S-EYE.
1 SiZ£ T iz 1,0X68 in Packa£e> .v5 packages (360 boxes) ,  ,n 2>4 gr. case, per case 20 gr. lot . <1
Lesser quantities.................... ................. ‘ ” | J g j

SW IFT & COURTNEY.
size-B lack and white heads, double dip, 12 boxes 

„J^aCJ^?-e.,_,2 J>ackaF®s (*44 boxes) in s grosscase, per case 20 gr. lots 
Lesser quantities..................

5 gross
• • $3-75
• • $4 0«

BARBER’S RED DIAMOND.
* Siz,L"In ?Iide box> 1 doz boxes in package, 144 boxes m 2 gr. case, per case in 20 gr. lo ts..* l 60 
Lesser quantities.................................* $17#

BLACK AND WHITE.
2 size— 1 doz boxes in package, 12 packages in 2 gr

case, per case in 20 gr. lo ts .. .. ;  •< mLesser quantities...................................  ’

THE GROCER’S  J1ATCH.
2 Si7:e“ Q.ro 6 e r8  6 er- 8 boxes in package, S4 pack- 

ages in 6 gross case, percasein 20 gr. lots. S5 00 Lesser quantities............................. s  I ’  **
Qr06*r? 4 1 6  g r' •,box Package, 100 packages in
T 4 6 gr-5?.se- Per case in 20 gr. lots.........$3.50Lesser quantities........................._ $3 65

ANCHOR PARLOR flATtiH ES.
2 size—In slide box, 1 doz in package, 144 boxes in

two gross case in 20 gr. lots *,Lesser quantities.......................  ................. j j  jJ

BEST AND CHEAPEST  
PARLOR MATCHES.

2 Siae^.Inj “ d6, box’ 1 d,oz;  ‘“package, 144 boxes in2 gr. case, In 20 gr. lots...........  t i  u
Lesser quantities.............................. ..................
3 size—In slide box, 1 doz. in package, 144 boxes in

3 gr. case, in 20 gr. lots.. . . . . .  «1 4*
Lesser quantities................................ ...........JJ" Jg

SEARCH-LIGHT PARLOR flATCH.
S size—In slide box, 1 doz in package, 12 packages

in S gr case, in 20 gr. lots ........?
Lesser quantities............................  .........g ' g

UNCLE SAM.
2 size—Parlor Matches, handsome box and package • 

red wh,te a„d blue heads, 3 hoxes in ffat pafk ’ 
ages, 100 packages(3oo boxes)in 4 1-6 gr case
per ca-e in 20 gr. lots......... K Saw

Lesser quantities......................... .......................«3

SAFETY flATCH ES.
Light on ly  on box.

* e d T°P Safety—o size— 1 doz. boxes in package
hi 2<Tgr?f<fts 720 bOXES) S CaS6> Per/ “ e

Lesser quantities............................................" * •
A lum inum  Safety ,* A lum inum  S te a ^ i doz 

Pack*ge. 60 packages(72o boxes) in • 5 8T* case, per case in 20 arr. lots f t  m
X«esser quantities................. ......$2 M



October 4, 1911
M I C H I G A N  T R A D E S M A N 23

who w ork for him, he is cordially dis
liked. On the part of m any of the 
men, a t least, there is a secret feel
ing of gladness when things go 
w rong at the plant. If he knew one- 
half the th ings his m en were saying 
about him, I am sure he would sit 
up and take stock. I do not think he 
has half a dozen m en in his employ 
who would hesitate to quit him cold 
provided they saw a better job in 
sight.

Now whenever you find a situa
tion like this there is an adequate 
reason for it. As I happened to dis
cover that this man is so heartily 
disliked by his men, I was interested 
to  study the m an himself and his 
m ethods to  know why this state of 
affairs exists.

1 have already indicated some of 
the reasons.

The trouble with this m anufactur
er is th at he looks upon a man about 
as he does a m achine; he seems to  
forget th at the man is a sentient, 
volitional creature, with strong, in
grained likes and dislikes. Conse
quently  he does not make any effort 
to  win his men. He simply drives 
them . I happen to  know personally 
the forem an of this plant, and I know 
that he is both a producer and an 
excellent fellow. H e is conscientious 
to  a degree. M oreover, he is in the 
prim e of his life and he is a willing 
worker.

But the forem an and the boss are 
at loggerheads habitually. T he owner 
of the p lant has a way of supervis
ing, nagging and fussing about that 
positively gets on the nerves of his 
foreman. L ittle  naive stunts in the 
way of espionage th at he pulls off 
from time to  time—unm istakable evi
dences of a small and suspicious na
ture—are exquisitely irrita ting  to  a 
m an who is essentially frank and 
honest and above board.

W hat this m anufacturer needs is 
an elem entary course in the science 
of efficiency. In  order to  bring his 
plant up to  the highest efficiency- 
point he needs to  realize the funda
m ental im portance of establishing, 
and m aintaining, right relations with 
his men. I t  is doubtful if any man 
can do good work under protest. 
W ork that tells is the work th at is 
done by the m an who goes at it w ill
ingly, zestfully and enthusiastically. 
You can not get employes in this 
fram e of mind by bullying them , in
tim idating them  or acting as if you 
doubted their loyalty and integrity.

T he hum an biped is a m arvelously 
complex proposition; but there are 
wrays of getting  on amicably w ith him 
—provided your intuitive faculties 
are in good w orking condition. F o re 
men, sales m anagers and all o ther 
folks who come directly in touch 
with men realize this; and their suc
cess, o ther things being equal, is gen
erally in ra tio  to  their ability to diag
nose character and apply to each man 
the particular incentive th at he hap
pens to  require. I t  is as droll as it 
is unprofitable to  trea t all employes 
alike. Some m ay require a drubbing 
occasionally—but not all; and it is as
suredly the height of folly to act 
tow ards a sensitive and loyal em
ploye as if you doubted either his 
ability or his integrity.

T his little m an’s m ethod of dealing 
with his help is typical of the old reg 
imen. I t  is positively anacronistic 
in this age of progressive in d ustria l
ism. He is m aking money, to  be 
sure; but he is w earing his nervous 
system to ta tte rs  in his efforts to  do 
so. And, furtherm ore, he is m aking 
actually less m oney than he would 
make were he to adopt m odern tac
tics. In keeping his help in a chronic 
state  of discontent he is depleting his 
own life and shortening his age. 
Viewing the m atter in a detached 
and philosophical wray, the situation 
is tru ly  pathetic both for the m anu
facturer and his employes. The own
er of the business is m aking consid
erably less than he should, while the 
men in his employ are failing to  find 
in their work that elem ent of spon
taneity  w ithout which the m ost re a 
sonable task is sheer drudgery.

Frank  Fenwick.

What Constitutes the Most Success
ful Salesman.

The m ost successful salesman is 
not the one who m akes the few large 
sales, but the one who sells and sat
isfies the biggest average of the num 
ber of custom ers he waits upon.

T o do this he m ust be clever, tac t
ful and, above all, use good judgm ent

In  approaching custom ers he m ust 
be courteous, and try  to  impress the 
custom ers that it is a pleasure and 
not a hardship to  wait upon them. 
A fter gaining an idea of w hat they 
are looking for, he m ust talk  to  them  
about the article in a way th at will 
lead them  to believe th a t he under
stands his business, and in this way 
he will gain their confidence—and 
when th at is done the sale is halt 
made.

A good salesman will, after a few 
m inutes’ talk w ith custom ers, have 
gained a p re tty  fair idea of w hat 
class of goods they  are apt to  buy, 
and then it is up to  him to suggest, 
because he should be in touch with 
the stock, and know w hat goods the 
departm ent desires to  be sold.

The m ajority  of custom ers are will
ing to  take suggestions, as very few 
of them  know exactly w hat they  want 
when they go to  make a purchase, 
and will invariably leave it to  the 
salesman who has gained their confi
dence.

D on’t be too persistent! Lead your 
custom ers to  believe th at you think 
that their ideas are w orth som ething 
(even if they are no t), and you will 
find your sale comes much easier, and 
the chance of selling them  the a rti
cle you w ant to  sell is much better.

Never m isrepresent an article in 
order to  make a sale, or try  to force 
som ething you know a custom er does 
not w ant upon them , even if it does 
bear a P. M. tag. By doing so you 
are either causing your house a lot of 
unnecessary trouble and expense in 
exchanging same for a m ore satis
factory article, or you are m aking a 
dissatisfied custom er who will not 
come back when in need of o ther 
things, feeling th at you, and conse
quently the firm, sold them  articles 
which in their estim ation were not 
w hat they really wanted to  buy.

In  dem onstrating an article to  a 
customer, show and impress all the

good qualities, at the same time call 
their a ttention to  anything th at m ay 
not prove absolutely satisfactory in 
time to come. By doing so, you will 
avoid a lot of com plaints and trou 
bles and at the same time lead your 
custom ers to  feel th at you are deal
ing squarely w ith them  and give them 
confidence in you and the store.

A fter you receive the order for 
which a custom er calls, or if you 
can not satisfy him or her at that 
time, try  to suggest som ething else, 
som ething that you think m ight be 
of in terest to the customer. T here is 
always new m erchandise in the stock 
which your custom er has not seen, 
and by showing same you create an 
im pression which, while not m ak
ing an immediate sale, will give the 
custom er an idea of what you have 
and eventually will lead to  a sale, 
either to the custom er or to  some 
of his friends to whom he may tell 
where such m erchandise can be had.

Never let your custom er leave the 
store feeling that he has not received 
the attention  to  which he is entitled 
w hether a buyer or a “looker.”

W hen you have finished w ith a cus
tom er and have occasion to  transfer 
him to another departm ent, do it in 
as pleasant a m anner as when y >u 
first started  in to wait upon him. 
This will not only make you strong
er with your customer, but will make 
it much easier sailing for the sa les
m an to  whom you turn over the cus
tomer.

A fter you have finished with your 
custom er and he is about to leave the 
store, w hether you have made a sale 
to him or not, make him believe that 
you are living up to the m otto of the 
store, “W elcome, w hether looking or 
buying!”

By so doing, you have not only 
made a satisfied custom er for the 
store but a t the same time have made 
a custom er and friend for yourself, 
who will come back, bring his 
friends and insist upon your w aiting 
upon them.

first place, an intelligent buyer can 
not help discovering the salesm an’s 
duplicity, and, aside from  the fact 
th a t it is against all good business 
principles, there is another thing to 
be considered:

Some people, foolishly enough, al
low them selves to  be persuaded that 
they are of special im portance and 
can buy goods a t th at particular 
store a t lower prices than any one 
else. They become accustomed to  
looking for reductions and feel an
gered if called upon to  pay the reg 
ular price for anything.

But, w orst of all, they spread the 
impression am ong their friends that 
they have a so-called “pull” at So- 
and-So’s, and offer to  use their influ
ence to  get the reduction in price 
for their friends also.

Of course there are tim es when it 
is necessary for every well regulated 
business concern to cut prices upon 
m erchandise—for instance, when cer
tain lines refuse to leave the shelves 
or assortm ents are depleted. But in 
this case the cut is general and ap
plies as well to Mrs. Jones as to Mrs. 
Smith.

Some salesmen who desire to  be 
clever and who have a high opinion 
of their ability along this line are in 
clined to work this sort of confidence 
game on their custom ers. T hey will 
take the favored ones(?) aside and 
inform  them  that, as a special favor, 
they are going to let them  have for 
$1 an article for which every one 
else is paying $1.25, while in reality 
$1 is the regular profit bearing price.

This ruse m ay work for a while, 
but it is, nevertheless, bad business. 
I t  is well enough to  im press a cus
tom er with the fact that an article is 
w orth more than he is asked to  pay 
for it if this is actually the case, but 
they m ust not be led to  believe they 
can buy it for less money than any 
one else can. H onest business m eth 
ods pay in the long run.

H arvey Peake.

Untruthful Clerk Hurts Business.
A prom inent m erchant once dis

missed a salesman whom he over
heard saying to  a shopper: “W e us
ually sell that for $1.25, but, seeing 
its’ you, I ’ll let you have it for $1.” 

T he article regularly  sold at $1. 
N othing could injure a business more 
than to  make custom ers feel that p e r
sonal influence governs prices. In  the

( Foolishness is the com m onest ail
m ent in the world.

TRADE W IMMER8,
Pop Corn Poppers, 
Peanut Roasters and 
Combination Machines.

Many Styles. 
Satisfaction Onaranteed. 

Send for Catalog. 
tINGERY MFG. C0..106-108 E. Pearl St..Cincinnati,a

MACAULEY SAID
Those inventions which have abridged distance 
have done the most for civilization.

USE THE BELL
And patronize the service that has done most 
to abridge distance

AT ONCE
Your personality is miles away

Every Bell Telephone is
a long distance station.
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Applying Yardage Mark to Rolled 
Goods.

Cum berland, Ohio, Sept. 3—T here 
is one th ing  I  would like to  speak 
of th a t would benefit th e  re ta iler of 
piece goods—th at is, if the m anufac
tu rers of all goods rolled on boards 
would put in a narrow  tough paper 
tape w ith the yardage m arked, and 
roll it in with the  goods. I t  would 
be a g rea t help in several ways, espe
cially when invoicing stock, as it is 

, alm ost impossible to  re-roll a bolt in 
good shape. O f course there are 
com puting m easures, but the folds 
have to  be counted, and, in a great 
m any goods, it is impossible to  count 
folds correctly, as, for instance, rib 
bons, linen crash, linings, etc.

I t  is often a g reat advantage in 
selling goods to  know ju st the num 
ber of yards left in the bolt, as 1 
have often had a dress pa tte rn  sold 
th inking I had enough of it, but when 
it was unrolled and m easured it 
would lack a yard o r m ore, and, as 
the custom er would not be suited 
w ith anything else, would often lose 
the sale. Now, if there  was a m eas
ure in the bolt, from  which I would 
know there was no t a full dress pat
tern  left, I would not show it. I t  
also spoils the looks of a stock of 
goods if they  are unrolled.

This should be done w ith carpets, 
also.

T he expense of this to  the m anu
facturer would be so trivial th a t it 
would am ount to  scarcely anything, 
and, in fact, I believe retailers would, 
be willing to pay a slight increase for 
the goods put up th a t way. I  have 
helped to  invoice stocks th a t w e ri 
sold, and a correct inventory needed; 
the m easuring of the broken bolts 
would take ten  tim es the am ount of 
w ork and tim e th at would be neces
sary  provided a sim ple m easure had 
been put in the bolt.

Now, if you can get any idea out 
of this ram bling scribble from  a man 
who has been in business for tw enty- 
five years th a t will in terest m anufac
tu rers and induce them  to  put this 
m easure in bolt goods I know it will 
benefit every re ta iler in the country.

J. A. Connor.
T his comm unication goes righ t to  

the heart of the m atte r and clearly 
sets forth  the issue from  th e  stan d 
point of the retailer. H e has his 
troubles, and the m anufacturer th at 
can help him out will make a last
ing friend who will not be unappre
ciative of the labor and tim e saving 
device asked for in the yardage mark.

W hen a wom an goes to  buy a dress 
pa tte rn  and sees som ething th a t suits 
her, she w ants it. T o be told after 
her h eart is se t upon it th a t there  is

not enough, and th a t she m ust begin 
all over again to  m ake her selection, 
is to  cause her disappointm ent that 
is so provoking to  her as to  bring 
about dissatisfaction w ith everything 
else th a t m ay be shown. T here  is al
ways the m em ory of the desired piece 
which was impossible and she is 
m ore than  likely to  reflect upon the 
m erchant for not having a  sufficient 
am ount. The disappointm ent keeps 
her from  giving fair consideration to  
o ther goods, and she will, in m any 
instances, even refuse to  look a t a 
substitute. Even if she does pur
chase she always rem em bers th at 
there is som ething else she would 
have preferred, and the dress she buys 
in place of it fails to  be satisfying. 
T his m akes a custom er w ith a 
grouch, and th at means, one th a t is 
not friendly. She will always rem em 
ber she has som ething against that 
store  even a fte r  she has forgotten 
w hat it was th a t displeased her. If 
the yardage m ark  could overcom e 
th a t one difficulty it would be in 
valuable to  the retailer.

Stock taking tim e is a n ightm are 
to  every storekeeper. I t  m eans an 
upset condition of the store for a 
longer o r sho rte r period, and an an
noying interference w ith business. In 
fact, so much is it dreaded, it is too 
often neglected o r im perfectly done. 
I f  there was no yardage to  unroll and 
re-roll, one-half of the dread would 
be removed, and m erchants would 
have a much m ore satisfactory 
knowledge of the  conditions of their 
stocks.

T here  are a few things, one make 
of rubber hose, fo r instance, upon 
which the yardage is m arked. The 
hose referred to  has m oulded into 
the rubber on each foot of length fig
ures show ing the am ount left in the 
piece. T his has proven of incalcula
ble benefit. T he same idea applied 
to  all rolled goods in some m anner 
would be of as g reat benefit. I t  is an 
im provem ent th a t is bound to  be
come universal sooner o r  la te r now 
th a t the agitation  fo r it is under way, 
and th e  m anufacturers adopting  if 
earliest will be winners.

I t  would be in teresting  and instruc
tive to  hear from  o th er storekeepers 
concerning th is m atter. Publicity 
will be given to  any h in ts o r sugges
tions which m ay be of service in 
em phasizing the necessity for m ark- 
ade yardage. E xperience is the best 
teacher, and the m erchant on the fir
ing line knows b e tte r than  any one 
else w hat are his troubles. L et us 
hear them . W hile the m anufacturer 
is in a responsive mood is the proper 
time to  drive the  subject home w ith 
compelling force.

Status of Staples in the Dry Goods 
Trade.

H as trade commenced to improve? 
Yes. T here  can be no doubt of it, 
despite the fact th at retail m erchants 
generally are not in a hurry to  stock 
up, and advance orders have been 
slow in getting  started. N otw ith
standing all this, the last two weeks 
have shown a very healthy grow th in 
the sale of dress goods. Jobbers are 
jubilant over the improvem ent that 
has already made its presence 
known, and are confident of the fu
ture.

Some prophets of evil, the sort of 
human croakers who take delight in 
despair, are much distressed be
cause there have been declines in a 
few lines. T hey are m aking capital 
out of price reductions, and seeming
ly forget th a t there have been as 
m any reductions in selling figures in 
good tim es as in bad. O verstocking 
has caused a large m anufacturer of 
prin ts to  reduce- prices for the sake 
of stim ulating demand and moving 
surplus stock. A wise thing to  do. 
Slight declines have also come in 
serges. W oolen goods have been 
'looked upon as likely to  show some 
weakening as conditions seemed to 
w arran t such action, and, now that 
the expected declines have appeared, 
because of the weaker raw  wool m ar
ket, who is hurt, and why should any
body w orry? T here  will always be 
dress goods as long as there are 
women, and there will always be m ar
ket variations in accordance with sup
ply and demand. Ju s t now there are 
values in fabrics never heard of be
fore, and a variety  of styles th a t is 
bewildering. T he difficulty th a t con
fronts the buyer is w hat not to  buy 
am ong so much th at appeals to  taste  
and judgm ent.

The dem and for the finer qualities 
of w orsted and woolen dress goods 
suitable fo r the cutting-up trade as 
well as the cheaper varieties used by 
the jobbers áre in good demand. T he 
call for the wide fabrics used by the 
garm ent m anufacturers shows th at 
these consum ers have finally decided

on w hat their requirem ents are to  be. 
T he decisions w ere probably arrived 
a t as a result of the inform ation con
cerning the fall styles th a t have been 
adopted by the leading dressm akers 
on the Continent. A fter the advices 
from Paris were received the cutters 
up of the best m aterials began to 
order in goods for which they  have 
had an order and to  send in  asso rt
ments. As a consequence business 
with the m ills began to  broaden.

W orsted  w arp broadclo ths moved 
so well th at first hands began to  feel 
quite confident the predictions made 
m onths ago th at the fall season 
would finish strong  on these m ate
rials were in a fair way of being ful
filled. Fabrics made of nicuna >r 
cashmere known as peau do sourie 
were also in good demand, and the in
terest shown in velours was up to  ex
pectations. Double-faced coatings 
moved freely, and one or tw o dis
tributors had to  decline additional 
orders, having all the business book
ed that they can handle during the 
rem ainder of the season. T he fancy 
woolen coatings and suitings made 
by the leading mills are well under 
order also, but buyers called fo r addi
tional supplies w ith persistency in 
spite of the fact th a t the m ills in 
question can not undertake fu rther 
engagem ents for delivery until Oc
tober 10 or later.

A very large-natured m an has one 
m isfortune: the world can not see 
him in his true  proportions until aft
er he is dead.

We are manufacturers of

Trimmed and 
Untrimmed Hats

For Ladies, Misses and Children

Cori, Knott & Co., Ltd.
2«, 22, 24, 26 N. Division S t  

Grand Rapids, Midi.

We Will Give You
extra values, and can make prompt shipments for 
immediate delivery on

Wool Dress Goods, 
Wool Flannels, 
Shaker Flannels, 
Bed Blankets,

Cotton Suitings, 
Flannelettes, 
Outing Flannels, 
Comforters,

Comforter Coverings and Cotton Batting

Grand Rapids Dry Goods Co. 
Exclusively Wholesale Grand Rapids, Mich.

We close Saturdays a t one o'clock
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New Features in Fall Sweaters and 
Hosiery.

Dem and fo r sw eater coats is as 
g reat as ever, and big lines are being 
shown by the various wholesale 
houses. The serviceability and neat
ness of these garm ents have made 
them  a feature in m en’s w ear lines. 
T he V neck is being shown and is 
selling w ith its custom ary popularity, 
while a num ber of new styles have 
been brought forw ard this season. 
One of the popular new num bers is 
called the Byron collar coat, having 
a small lay-down collar, which pro
tects the  neck and can be turned up 
in storm y weather. I t  buttons up 
close to  the neck. T he same collar 
effect is also being shown with a loop 
connecting the tw o lapels. This very' 
natty  style comes in grades to  retail 
at $2 to  $3 o r more. The two-in-one 
idea of the coat is a strong feature. 
T his garm ent can be worn com forta
bly like a regular V neck style in 
m ild weather, and, when storm y, an 
ex tra  necklet is provided which pro
tects th e  neck thoroughly. This 
neck piece is attached righ t in the 
coat. The garm ent is m ade in fine 
w orsted, retailing at $3.50 to  $4.

Jersy  sw eaters w ith high neck 
have re turned to  popularity  and are 
being shown in all solid colors, in 
cotton  and w orsted goods, retailing 
all the way from  50 cents to  $3. Dark 
solid colors are the proper style in 
both sw eater coats and Jerseys, the 
run being on gray, navy blue, black 
and brown.

T he correct th ing  in m en’s ties is 
still the narrow  four-in-hand. They 
are being shown in all plain colors 
and two-tone effects, with some cross 
stripes. Various fabrics include nar
row  reversible silk, two-tone tubular 
and pure silk accordion plaited. T he 
last named ties are very popular w ith 
good dressers and a fine im itation 
of im ported plaited ties is found in a 
four-in-hand retailing a t 50 cents. 
N arrow  ties in 25 cent goods reveal 
some surprisingly handsom e pa tte rns 
a t this price.

T he heavy demand fo r union suits, 
com m ented upon so often, is still very- 
apparent, the call for these garm ents 
increasing w ith every season. All 
houses report a largely increasing de
m and in ribbed, fleece and wool ribs. 
I t  is a rem arkable fact th at few o r
ders are taken which do not include 
some styles of this garm ent. Staple 
colorings and popular rib and flat 
goods are selling.

Fall hosiery shows a growing de
m and for silk goods, indications 
pointing the likelihood of their sell
ing all through early fall and w inter. 
O w ing to  the low price of silk yarn 
w onderful values are made to  sell at 
25 and 50 cents. T his includes num 
bers th at could not have been pur
chased a t double the price a couple of 
years ago. H eavy hosiery lines com
prise  cashm ere ifl all w eights, and

heavy wool or wool and cotton mixed 
in O xford gray, black, light gray, 
blues and all solid colors.

Loose collar, light w eight flannel
ette  shirts are going to  be w orn ex
tensively, m akers reporting  a brisk 
demand. T hey are made w ith soft 
loose collar and double F rench cuff. 
Plain colors will prevail, together 
with light tinted .stripe effects. They 
will retail at $1.50 to  $2.

Radical Revision in Soft and Silk 
Hats.

W ith the ringing of the bell for 
the retirem ent of the straw  ha t the 
m erchant will find himself in a bet
te r than average condition so far as 
cleaned up stocks are concerned, for 
it has been a long hot sum m er and 
there has been less than the usual 
necessity for sacrifices. Soft hats are 
coming into their own, and are sta rt
ing in with a rush which shows that 
their popularity is a fixture, and that 
they are among the best staples.

On the threshold of th e  fall season 
retailers await with keen and anxious 
in terest the test of their judgm ent 
in the purchases of stock for the new 
season. Undoubtedly this feeling is 
stronger at the p resent time than 
ever before, for there is in prospect 
the probability of a radical revision 
of styles in both soft and stiff hats 
and the degree of popularity of the 
new headwear fashions w ith the pub
lic will be tested.

Retailers generally have bought 
the rough, hairy fabrics in liberal vol
ume. A thousand and one various ef
fects in these new m aterials have 
been shown in the sample lines and 
never before has there been such a 
diversity of tex tures and there is ab
solutely no doubt th at they will 
prove popular.

The telescope is not the strong fav
orite that it has been ever since it 
superseded the trooper. T he new 
rough m aterials have been m ore free
ly ordered in full crown, drop tip, 
dented, creased crowns, etc., although 
telescopes are also represented in 
rough fabrics, but to  a m ore limited 
extent.

T here is a re a d y . sale for veloui 
hats and it is certain th a t they  will 
be even m ore popular than  in form er 
seasons for high class trade. In  ad
dition to  blacks, brow ns and pearls, 
hats w ith a tinge of green are popu
lar. Creased crowns are the usual 
styles, telescope being a very m inor 
consideration.

T here is a wide range of color ef
fects in the rough fabric soft hats, 
but pearls predom inate.

In  the m inds of m any retailers the 
uncertain ty  regarding th e  status of 
low crowns and wide brim s in stiff 
hats continues. T his is ra th e r pecu
liar considering the very m arked ten 
dency of the new shapes and their 
grow ing favor, but it is probably to  
be expected th at conservative re ta il
ers will consider such radical style

change very seriously before standing 
sponsor for the new fashions and 
will await m ore decided evidence of 
popular approval before bestowing 
their confidence.

T he introduction of low-crown 
wide-brim  derbies and their con tin 
ued vogue in lim ited degree has had 
a m arked influence in the evolution 
of stiff hat styles generally during 
the past couple of seasons. The real 
low-cvrown wide-brim  dimensions 
are 454 and 5 by 2, 2% and 2J4, al
though exerem e styles are shown as 
low as 4J4 and as wide as 254 and 
even 2J4.

W hile these styles have sold in 
lim ited degree m ostly to  high-class 
exclusive trade, their vogue has gain
ed streng th  steadily. T heir influence, 
however, extends to  the m ore con
servative, staple shapes w hers there 
has been a very noticeable lowering 
and widening of brim  so that dim en
sions of 5x2 shapes in similar p ro 
portions are gradually succeeding the 
higher-crow n and narrow er-brim  fav
orites of recent days.

T here will undoubtedly continue to 
be active demand for the small, flat 
derbies, but they no longer predom 
inate  and will probably steadily de
crease in demand as the new p ro p o r
tions gain favor.

Retailers should do everything pos
sible to  expedite the general adoption 
of th e  new shapes by the general pub
lic, for it will assure a m ore active 
stiff hat business a fter the early fall 
trade has been consum mated. And 
any retailer whose prestige establish
es him as an authority  on correct 
stiff hat styles in his com m unity can 
safely stake his reputation on the 
low-crown wide-brim  styles as the 
accepted derby fashion for the com
ing season.

Fine serges are also in good re
quest and the indications point to 
a steady application on plain twills 
of m en’s w ear construction for wom
en’s Wear during the coming m onth. 
Popular priced serges, particularly 
those from  50 to  54 inches wide, were 
reordered in good quantities by the 
cu tters and the specialty jobbers. D ry 
goods jobbers called for more serg
es for prom pt shipm ent also, an ! 
many of the fabrics w anted were in 
such short supply w ith the m ills th at 
the am ounts wanted could not be 
furnished by mill agents.

As soon as a m an discovers that he 
is not a high-browed genius in any 
particular line, he becomes a lot m ore 
valuable to  the com m unity — and 
m ore com fortable to  his family.

Some m en who talk  loudest about 
the necessity of the country having 
an “elastic currency,” w ouldn’t con
tribute m ore than  a rubber band to  
get it.

The m an who im itates confesses 
that he is inferior.

Those Michigan Merchants
who are now enjoying the biggest and 
most satisfactory Young Men’s and Lit
tle Fellows’ trade are doing it on the  
m erits of
Graduate Clothes (Sizes 31-40 - $12-120) 
Viking Clothes (Sizes 31-40 - $7-$11.50)
Wooly Boy Clothes (Sizes 6-17 - $3.75-$10) 
and other moderate priced lines made by

The Man Who Knows 
Wears “Miller-Made” Clothes

And m erchants "who know” sell them . Will 
•end sw atches and models or a man will be 
sen t to  any m erchant, anyw here, any time. 
No obligations.

Miller, Watt & Company 
Pine Clothes tor Men Chicago

Up-to-Date

Slipon 
Coats

Stylish, Sightly 
Servicable Coats
Vulcanized Seams 

Great Values 
Reliable Goods 

Prices $3.25 to $20
Dealers write today for full line of sample 

cloth and style sheet gratis.

Goodyear Rubber Co.
382-384 East Water St. Milwaukee, Wis. 

Walter W. Wallis, Mgr.

(4 DENTONS99

are a PROFITABLE line for you , BECAUSE:
They appeal to the awakening appreciation of mothers to the importance of 

securing healthful conditions during sleep—the time whenchildren grow .
They are not a novelty but a permanent thing, unaffected by passing styles or fads.
They advertise themselves as soon as a few mothers among your custom

ers begin their use.
There is a good margin of profit in their sale and the sales are bound lo grow.
They are the only child’s sleeping garments extensively advertised by the manu

facturers.
Sales have more than doubled in the last two years.
You want your share of this growing trade.
The Dr. Denton is the standard, popular priced sleeping garment of the 

trade.
Put up in attractive boxes holding two garments each.

W rite  for price list

PAUL STEKETEE & SONS
W holesale Dry Goods 

Grand Rapids, Mich.
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PARCELS POST A SUBSIDY

For the Benefit of the Mafl Order 
Houses.

T he hearings on the parcels post 
Question have developed a degree of 
opposition to  the m easure scarcely 
expected by the Congressional Com
m ittee on Postoffices and Post Roads. 
T here  has been so much bom bast and 
braggadocio on the p art of the few 
dem agogues favoring it, and so much 
“voice of the people,” th a t those who 
are giving the m atte r an im partial 
hearing  were hardly prepared for the 
storm  of opposition th a t has asserted 
itself.

I t  has become m ost apparent that, 
should parcels post be adopted, it 
will be in flagrant violation of the 
Am erican principle of m ajority  rule, 
for no unbiased follow er of events 
can for one m om ent honestly  think 
th a t m ore than  a very small m inoritj' 
of the people of the U nited States 
really  favor the  measure.

P ro tests have come from  associa
tions of m erchants in alm ost every 
line of trade representing  hundreds 

' of thousands of organized business 
men. O f course they  are open to  the 
accusation th a t they  are prim arily 
looking after their own in terests 
ra th e r than acting unselfishly for the 
g reatest good of the g reatest m ajo r
ity. B ut it can not be overlooked 
th at such an arm y of them  as has 
sprung to  the  com bat can not but 
represent num erically a wonderful 
m ultitude of the people of the United 
States. Furtherm ore they and their 
in terests can not be disassociated 
from  the general welfare of the na
tion. As the m erchant prospers so 
prospers th e  comm unity. He lives oil 
the comm unity, but he is one of its 
chief supports. T his is true of the 
large city and tow n as well as the 
sm allest hamlet. W here there  is 
much prosperity  in comm ercial and 
m ercantile enterprises there is a 
corresponding increase in land val
ues, and the 'ow ner of real estate  is 
indebted to  the m erchant fo r the 
added value of his holdings. No one 
will find this out so quickly as the 
ow ners of farm s and rural p roperty  
if the storekeeper is forced out of 
business by mail order house com
petition.

T he m erchant is the very best 
representative of that m ost desirable 
class of citizens who are the m ain
stay of every nation — the active 
workers. They are progressive—the 
life of every town in which they lo
cate. T he enterprise they put into 
their own business bubbles over, and 
becom es a part of all civic projects. 
T hey are the builders of the town. 
W ithout them  there would be no 
town to build. They are interested 
in their own community, not in dis
tan t places where there are other 
m erchants to be active in the growth 
of the municipality. This localization 
of force and energy provides for in
dividual betterm ent, and can not be 
w ithdraw n or wiped out except at 
the expense of the entire public wel
fare.

Parcels post m eans a subsidy for 
those who ship to  d istant points. I t  
is an tagonistic  to  the spirit of the

Constitution, in that it is the veriest 
kind of class legislation. I t  favors 
the shipper who is desirous of an
nexing the whole country to  his te r
ritory, thus giving to  him the addi
tional benefit to  add to  any advan
tage of production he may have in his 
own locality.

Talk  about protective tariff until 
you are blue in the face. Parcels 
post would furnish protection to  a 
favored class undream ed of by those 
who have grown rich through gov
ernm ental protection from foreign 
competition.

W ho will suffer?
First, the local m erchant. T here is 

a charm  in distance. T o buy from 
an establishm ent away off som e
where, too far removed to  allow the 
wondrous claims of seductively w ord
ed catalogues and willfully mislead
ing pictures to  be disproved, is al
luring to  the average consum er, who 
foolishly accepts as tru th  statem ents 
which are so worded as to  throw  a 
garm ent of attractiveness around an 
article of no m erit. Silly, would-be 
som ebodies imagine they  are swell
ing their dignity when they neglect 
the honest home storekeeper for the 
deceitful hum bug in the far-off city 
who rifles their pocketbooks and 
laughs a t their gullibility. L ater they 
find how they have been taken in 
only to  forget it and rise to  a new 
bait on ano ther hook. Even although 
the time finally arrives when they 
find how they have been deceived, 
and turn  from  the e rro r of their 
ways, the local m erchant has suffer
ed irreparable harm  from the loss of 
trade and m ay have been forced in 
to  bankruptcy.

Second, there is the jobber. S tand
ing betw een the producer and the 
retail d istribu tor he is the balance 
wheel of trade. T he small m erchant 
can not afford the risks consequent 
upon having to  order from  m anu
facturers in quantities sufficient to  
carry  him through an entire season, 
where sudden changes in local con
ditions m ay com pletely upset all his 
calculations. So the jobber assumes 
that risk for him, and supplies him 
goods as he needs them. W ithout 
the retail m erchant there is no neces
sity for the jobber, and so he, too, 
m ust go.

Third, there is the producer him 
self. The w orking out of parcels 
post would be the concentration of 
all m ercantile business into a very 
few hands, ju st as the large city de
partm ent stores have engulfed the 
individual single line m erchant. These 
few mail order houses, v irtually  de
partm ent stores for the nation, would 
become their own m anufacturers, just 
as the Steel T ru st is complete in it
self from  the ore to  the finished 
product. T hen the p resent m anufac
tu rers would be w ithout m arkets, and 
would be compelled to  retire, their 
invested capital a dead loss, or be
come day w orkers for the mail order 
trust, dependent upon its bounty.

T he fourth  sufferer is the employe 
of the retailer, the jobber and the 
m anufacturer. H is occupation is gone 
and w ith it his daily bread. H e is 
no t alone, either. In  m ost instances 
he has o thers dependent upon him

We have a lot of choice 
buckwheat suitable for seed. 

Write for prices.
W atson-Higgins Milling Co.

Grand Rapids, Mich.

E vidence
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 about

“ Purity Patent”

M ad« by
G rand  R apids G rain  & M illing Co. 
194 C anal S t , G rand  R apids. M ich ^

Just as Sure as the Sun 
Rises

C r e s c e n t
FLo u r
(3

Makes the best Bread and Pastry

This is the reason why this 
brand of flour wins 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 quality is splendid, it is 
always uniform, and each pur
chaser is protected by that iron 
clad guarantee of absolute satis
faction.

Make Crescent Flour one of 
your trade pullers—recommend 
it to your discriminating cus
tomers.

Voigt 
Milling

CRFsrr.MTlI Co.

Send us your orders for

Ceresota, Aristos 
Fanchon

Barlow’s Best Flour
W e believe it’s a good 

time to buy

Judson Grocer Co.
Wholesale Grocers Grand Rapids, Mich.
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who also fall victims to  the greed of 
the mail order trust, aided and abet
ted by iniquitous legislation. T he cry 
of distress which would rise from  
millions of th roats all over this land 
of ours would reach clear to  the 
heavens w ith an intensity  th at would 
surely bring  down the w rath  of a 
just God upon the perpetrato rs of 
the legislative outrage.

F ifth , there would be the farm er 
and o ther real estate  owners. If  it 
is true  th a t the farm er, as it is claim
ed, is the u rgen t voice calling for this 
death-dealing wrong, then the only 
satisfaction to  be gotten  from it 
would be w itnessing his discomfiture 
as he saw his landed holdings drop 
from  their presen t value to a figure 
below the price set by the Govern
m ent upon hom estead claims. There 
would be noth ing left but ground, 
and nobody would w ant it. He would 
have paid a heavy price for his av
arice, and would taste  poverty’s 
dregs. But it is yet to  be proven 
th at the farm ers have all gone crazy, 
and are the instigators of this insane 
m ovem ent. I t  is inconceivable that, 
as a class, they have so completely 
lost all sense of self-interest. T here 
are, perhaps, some so short-sighted, 
ju st as there is a sprinkling of fools 
in every class of people, but it is 
hard to believe th at the m ajority  of 
this intelligent body of citizens has 
lost its reason. T hey have too much 
a t stake, and have not heretofore 
been guilty  of losing sight of self 
when looking over a business propo
sition. I t  is m ore likely th at the 
ag ita to rs of parcels post are m isrep
resenting  the farm ers, and using them  
as a convenient sentim ent around 
which to  construct a wall of maudlin 
sym pathy. The farm er does not need 
parcels post, and he probably does 
not w ant it. L et him be heard from, 
and, if it is shown that he is in favor 
of it, then it is time to  go into court 
and have a guardian appointed for 
him. He is no longer capable of tak 
ing care of himself.

Sixth, there is the taxpayer. T hat 
m eans you and me and all our 
friends and relatives, and every man 
who is a citizen of the United States. 
Deficit has become a familiar word 
in connection w ith our postal service. 
I t  would take a g reat deal bigger and 
Stronger word to  describe the short
age th a t would occur were this u n 
desirable, unAm erican, foolish, ex
travagant, criminal outrage to  be 
tru s t upon an innocent people who 
are try ing  as hard as they can to  tell 
the m em bers of the Congressional 
Com m itte how much they do not 
w ant it, and how hurtful it would be 
for everybody except the favored few 
who are a fter the spoils. Deficit! A 
w ar tax  would not be a drop in the 
bucket when it came to  providing 
for the postal deficiency. Deficit! 
Every taxpayer in the U nited S tates 
would be required to  go down in his 
pockets and fish up som ething, hard 
tim es or good, to  help pay for the 
protection  afforded a few mail order 
houses who would control the trade 
of the country. Could there be a 
m ore outrageous illustration of rob
bing the poor for the benefit of the  
rich? W ith  the advent of parcels

post protection fo r a favored few 
would reach the acme of partiality.

Comparisons of the w orking of 
parcels post in the U nited States 
with its operations in foreign coun
tries are useless and misleading on 
account of the radical difference in 
conditions. T his country is so amaz
ingly large, as compared w ith E ng
land o r Germany, there  can be no 
comparison. H ere railroads would 
have to  be paid in accordance with 
the length of the haul and the aver
age would be ten times th at of the 
average haul in either of the other 
countries mentioned, and in neither 
of them  is parcels post profitable. 
Even with Governm ent ownership of 
railroads, as in Germany, the system 
is a failure from the point of view of 
economy. Thus a Governm ent pros
titu tes itself and runs into debt in 
order that a few avaricious catalogue 
houses may be pampered into pros
perity.

Elevating spectacle, is it not? 
Enough to  make one proud of the 
unwisdom of lawmakers foolish or 
rascally enough to fu rther the 
scheme.

W ith  the working out of its inev
itable result there would be a cen
tralizing of m anufacturing in certain 
localities, while others now pros
perous would suffer. Distance would 
be annihilated, so there would be no 
reason to produce near to  points of 
distribution. Just as well m anufac
ture in Maine for shipm ent to  Cali
fornia. I t  would be all one price 
as to  transportation. So snap your 
fingers at the expense which the 
Governm ent has to pay. But do not 
forget th at after all this expense 
comes back on the people, and those 
who want parcels post, if there are 
any such except those directly in te r
ested in selling, will have to  pay for 
the privilege of being duped into 
catalogue buying by paying out of 
their pockets for the lavish gifts be
stowed upon the mail order trust.

The Postal P rogress League, an 
organization of self-styled progres
sives, is the backbone of the move
m ent in favor of parcels post. It 
claims to  be w orking unselfishly for 
the public weal. I t  is really the tool 
of the mail order house. I t  has gone 
to considerable expense to flood the 
country  w ith solicitors for signa
tures to the petition it has presen t
ed to  the Congressional Committee. 
Somebody is paying for this. The 
bills have to  be settled. I t  is hardly 
likely th a t philanthrophy is supply
ing the funds. The African in the 
wood-pile is not hard to  find.

Solicitors thus sent out have ap
proached farm ers, am ong others, 
and by specious argum ents have suc
ceeded in getting  them  worked up to 
signing the petition. T his is the 
ground for the assertion th at the 
farm er w ants parcels post. Sm ooth 
tongued talkers have been able to  
w ork him up to  a belief th at he is 
being deprived of his rights by not 
having it, but the idea never originat
ed with the farm er. He and his 
signature are ^merely the m eans to  
an end, and the mail order houses 
are the instigators of the clam or for

parcels post. Did the farm er appre
ciate the fact th at he is by his sig 
nature creating the greediest tru st 
the world has ever known—a trust 
with the very necessities of life in 
its control—he would no m ore think 
of signing the petition than his own 
death w arrant.

The country is face to  face with the 
m ost th reaten ing  m ovem ent it has 
ever had to  meet. W ars, the tariff, 
the liquor question, slavery, are all 
trifling as compared to  this a ttem pt 
to  place in the hands of a few the 
property  and lives of the entire n a 
tion. W ith a mail order tru st there 
will be nothing beyond. The whole 
country will be in subjection to the 
grasping m onopolists from  whom we 
will have to beg permission to  ex
ist.

It is time for everybody to  waken 
up. The opposition which has a l
ready developed has at least accom 
plished a delay in legislative enact
ment. T here will be m ore investiga
tion before there is action. During 
this time the friends of parcels post 
will be hard at work. I ts  enemies 
m ust not be idle. If congressm en 
have been appealed to, appeal to 
them  again. E ternal vigilance and 
unceasing activity are necessary to 
overthrow  the powers of evil. Leg-

islators will be led astray  if their 
constituents allow them  to think the 
feeling is less intense. Give them  no 
rest. Keep w riting to  your m em ber 
of Congress dem anding his opposi
tion to  parcels post. A t the same 
time lose no opportunity  to  enlighten 
the consumer, especially the farm er, 
showing him w hat it really m eans to 
him in the dollars and cents of land 
depreciation and increased taxation

Against Paper Milk Bottles.
New York State Superintendent of 

W eights and M easures Reichm ann 
takes issue with the suggestion made 
by State H ealth  Com missioner P or
te r th at paper bottles be used for 
milk.

“In  the first place,” said Superin
tendent Reichmann, “the drain upon 
the forests in order to  supply the de
mand for paper bottles would be tre 
mendous. I know of one milk c o n 
cern in New Y ork City which alone 
handles 7,000,000 bottles of milk a 
day. Add to the output of this firm 
that of others and it readily can be 
seen what an enorm ous num ber of 
bottles would have to  be kept on 
hand for use. These paper bottles 
are to  be used but once, while the 
average life of a glass bottle is about 
seven m onths.”

An Advantage 
to YOU

N A T IO N A L
BISCUIT

COMPANY

The goodwill of your customers 
towards the products of the 
National Biscuit Company is in
deed an advantage to Y O U — an 
asset. It not only sells N . B. C. 
goods in the famous In-er-seal 
packages, N. B. C. goods from 
the glass-front cans —  but also 
helps to sell your other goods.

People reason that if you sell 
quality products like the National 
B iscu it C om p any’s U n eed a  
Biscuit, Nabisco Sugar Wafers, 
Zu Zu, Graham Crackers, etc., 
you will also sell the highest 
grades of sugar, tea, coffee and 
of other articles.

Yes, Mr. Dealer, it certainly is 
to your  advantage to have the 
goodwill of the National Biscuit 
Company trade. H ave Y O U ?
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Tribute To the New Type of Grand
mother.

Written for the Tradesman.
In  the m inds of m ost of us the 

w ord grandm other is alm ost un
changeably associated w ith the old 
fashioned “p icture” grandm a, coun
tenance, white hair, snowy cap and 
neckerchief and kn itting  w ork always 
in her hands.

So firmly have the creations of a r
tis ts  and w riters fixed in our m in is  
this picture of a grandm a as she used 
to  be th at the m ental image rem ains 
long after the living realities have 
largely vanished from  our sight. W e 
go on supposing th a t there  still are 
plenty  of old-fashioned grandm as, 
th at every woman who is a grandm a 
at all conform s to  the old-fashioned 
type, until som ething happens to  
make us take particular notice, when, 
lo and behold! we find th a t the spe
cies of old-fashioned grandm other 
is rapidly becom ing extinct. If  one 
were w anted to  sit for a photograph 
o r take part in an am ateur theatrical, 
we likely should have to  hunt some 
time before we could find a bona fide 
specimen.

A lthough we m ay not -have taken 
recognition of it, a great transition 
has been going on, and the old order 
of grandm others is being supplanted 
by another and a vastly different sort. 
As is apt to  be the case in all such 
changes, a few of the old type still 
remain, a few of the new type are 
visible and between these two ex
trem es are the great body of individ
uals, m anifesting some characteris
tics of the old and some of the new.

I lately have seen three or four 
of w hat I call 1912 m odel grandm oth
ers, and I could not fail to  note how 
different is their influence upon their 
grandchildren from th a t of the old 
style grandm other. The old fashion
ed grandm other cuddled and coddled 
us, som etim es to  our detrim ent. We 
ran to  her when justice was likely to 
fall upon our unruly heads, and she 
would intercede in our behalf, gen
erally w ith success, for the m itiga
tion o r even the entire abrogation 
of well-deserved punishm ent. W hen 
we were cross and naughty grand
ma always contended th at we were 
sick, and so should no t be dealt with 
according to our ju st deserts. She 
fed us on forbidden cookies and 
sweetmeats, indulged us and spoiled 
us, but she did not make for th e . 
streng then ing  of our m oral back
bones.

T he new type of grandm other is 
not like this. I could not but ob
serve the quiet streng th  and au thor
ity  w ith which one of the new kind 
recently  corrected an arising insub

ordination on the p art of her young 
grandson a t table: “H ere, Edward, 
mind Grandm a.” Those four words, 
spoken firmly yet very gently, sound
ed the keynote of the whole situa
tion. T he young m an minded. He 
knew it was impossible to  “w ork“ 
Grandma.

A nother of these up-to-date g ran d 
m others took her three little  g ra n d 
children into her home and cared 
for them  fo r several weeks this 
sum m er while her daughter and son- 
in-law, the children’s parents, were 
traveling in the W est.

“I enjoyed having the children 
here ever so much,” she told me, 

except ju st the few days when 
K atherine (their m other) was here 
w ith them. I gave them  to under
stand a t the s ta rt th a t they  m ust 
obey me and conform  to  m y wishes 
and the usages of m y house, and 
while I alone had charge of them  
there was no trouble whatever. But 
when K ate was here I m ust confess 
th a t discipline was all off. I would 
not in terfere w ith her m anagem ent 
of her own children, but I thought 
I should go d istracted during the 
week she and they were here to 
ge ther before sta rting  for their own 
home.

“ Kate is a m ost devoted m other,' 
she continued, “and she is laboring 
under some pitiable delusions that 
g reatly  increase her cares and labors, 
and which, I fear, m ay prove the 
ruin of the little ones. T hey are 
not bad children, nor hard to  gov
ern and get along with, if one takes 
them  right. But K ate is determ in
ed their path shall be all flowers and 
sunshine, and indulges them  in everv 
wish they  express, and is their obe
dient maid and body servant. They 
have alm ost com pletely gotten  the 
upper hand of her, and it is as much 
as ever to  live in the same house 
w ith them  when she is by.”

T his woman looks upon the con
duct of her grandchildren no t with 
the doting fondness th a t has been 
supposed to  be the only point of 
view a grandm other could have, but 
with the sane and im partial eye of 
wisdom and common sense.

T he new type of grandm other is 
the natural result of certain  changes 
in our ideas regard ing  women of 
advanced years. W e have come to 
know th a t the decrepitude of age, as 
we used, to see it, was som ething of 
a habit and the result of a state  of 
mind, and not a ltogether a neces
sary condition. I t  is a well known 
fact th at we now have no old ladies 
in the old sense of the word. T he 
woman of 60 o r 70 years is not fee
ble and decrepit now as was her

predecessor of a half century ago, 
laid upon the shelf and past all ac
tive usefulness.

W hen domestic life was the whole 
life of a woman, when the four 
walls of her own home bounded her 
entire m ental horizon, then when she 
had borne and reared her children, 
her work was practically done. N oth
ing further of importance devolved 
upon her. If of an aggressive tem 
peram ent, she perhaps became a 
m eddler in the affairs of her m ar
ried children, fom enting no end of 
trouble and disturbance from sheer 
lack of som ething bette r to  occupy 
her mind. If  m ore pacifically inclin
ed, she soon lapsed into a state  of 
innocuous desuetude, a mere pictur
esque figure by the fireside, exert
ing little real influence on those 
about her.

W e commonly think of the w iden
ed opportunities for women as of 
benefit chiefly to  such as are young. 
T his is a m istake. Those past mid
dle age and up into the sixties, seven
ties and even the eighties, share 
them  also.

As it used to  be, the elderly w om 
an of slender m eans was compelled 
to  do m arvels in stretching her little 
income to its fullest capacity, and 
if, with all her pinching and scrimp
ing, she still could not make both 
ends meet—then she was likely to 
be dependent for her very living up
on relatives and friends. Now the 
elderly woman who finds herself 
short of ready cash simply turns te> 
some avocation in which she has 
skill, and earns her own money, ask
ing no odds of anybody.

F o r the elderly woman of more 
ample means, who does not need to 
do anything to  earn a living, life is 
full of possibilities. She has a large 
fund of knowledge and experience, 
and if wise and tactful she may in 
m any ways aid her children, who are 
now grown people fighting the bat
tle of life, w ithout their feeling that 
her efforts are meddlesome or calcu
lated to  interfere with their wishes 
or pleasures. She can be so bright 
and enterta in ing  th at her husband

will find her a m ore in teresting  com 
panion than she was when the fresh 
tin ts of youth were upon her cheeks. 
Lines of study and benevolence for 
which the busy life of her younger 
days afforded no leisure, now are 
open to  her. A period of richer and 
fuller activity and w ider influence 
than she ever has known before are 
hers if she has the courage and ener
gy to achieve w hat is rightfully  her 
own.

W e have tender m em ories and as
sociations regarding the old fashion
ed grandm other. As she is supplant
ed by the new type, we m ust revise 
our sentim ents. T he new kind of 
grandm other has a nature as rich in 
love and affection as was th a t of the 
old grandm other; but inasm uch as 
the new kind is broader of mind and 
possessed of w ider sym pathies of 
heart as well as of g reater force of 
character than the old, she is en
titled to a deeper regard and venera
tion. Quillo.

That Was Easy Enough.
“Patrick, did you steal W idow 

M aloney's pig, and, if so, what did 
you do with it?”

“Killed it and ate it, your H onor.”
“Well, now, Patrick, when you are 

brought face to  face with W idow M a
loney and her pig in the Judgm ent 
Day,” said the Judge, “what account 
will you be able to give of yourself 
when the widow accuses you of steal
ing?”

“Did you say the pig would be 
there, your H onor?” said Pat.

“To be sure I did.”
“W ell, then, I ’ll say, ‘Mrs. M alon

ey, there’s your pig.’ ”

Adam was the first m an to have 
moving troubles—but he didn’t have 
to  foregather with the piano and the 
cook stove.

Shorthand and Typewriting 
Thorough—Practical—Up-to-date

Write for new catalog

CHURCHILL’S INSTITUTE
Powers’ Theatre Bldg. Grand Rapids, Mich.

YOU HAVE MADE A MISTAKE when you buy a Christmas line w ithout 
first seeing our samples. If our salesmen do not call on you w rite us and we 
will see th a t one does.

THE WILL P. CANAAN COMPANY
105 N . O T T A W A  S T . G R A N D  RA PIDS, MICH.

n o t i c e
Now is the open season for

NIBBLE STICKS
We furnish bait with every box. It catches 
em every time. Use n o t h i n g  but th* 
ORIGINAL NIBBLE STICKS made by

PUTNAM FACTORY, National Candy Co.
. Grand Rapids, Mich.
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Results of Shopping For Friends.
Many wom en w ith no end of time 

m ay think shopping the very cream 
of am usem ents and alm ost look as if 
they were doing you a favor when 
they ask you to  shop for them. W hen 
they load your polite but extrem ely 
nervous shoulders w ith such delecta
ble pastim es as “m atching this little 
bit of pink passem enterie,” and “get
ting several yards of th at rare  gold 
filet, you know, before it is all gone, 
and then  some of th at blue percale— 
wait, I ’ll bring you a sample,” it’s a 
pity they  can’t see your troubled 
soul with th a t boasted supersense of 
theirs.

T o the thin, nervous woman who 
counts her hours as well as her days 
and weeks, shopping for somebody 
else is m ental crucifixion. W hen 
shopping for yourself gives you the 
mild horrors, shopping for a friend, 
neighbor, sister, m other or bro ther 
who all profess individual tastes is 
bound to  shake your equilibrium. 
A fter it has been painfully shaken 
and peacefully resto red  a few tim es 
you get firm round the lips and in
vent excuses. “Bravo! my own dear 
self!” you exclaim to yourself when 
it has drifted into some idle intellect 
th at for you the sum of all earthly 
bugbears is embodied in the one bug
bear called “shopping for others.”

F o r the benefit of those who can 
not see the value of ano ther’s time 
because their own is not valuable, 
nor the energy it takes to  recon- 
noiter and get bum ped in the bargain 
aisles, a few incidents in which bar
gaining by proxy had mischievous 
sequels m ight here be considered.

F irst, take the case of Mrs. Burns, 
who asked Miss Quick, her boarder, 
please to  step into one of the stores 
on her way down town to  the office 
or during the luncheon hour and or
der a gas burner and some new gas 
plates.

“W hy, of course, gladly,” Miss 
Quick, who could only resent deep 
down in her heart, duly smiled her 
affirmative.

Shopping a Costly Favor.
A t noon the store was jammed. 

Miss Quick would much ra ther have 
enjoyed her luncheon hour and re 
laxed her arm s in an easy chair than 
scurry up to a sixth floor som ewhere 
betw een belligerent elbows. Besides, 
she had received her pay envelope 
th a t day and always made it a point 
to  dodge the p re tty  displays in the 
departm ent stores when she had 
m ore m oney than usual.

H aving com pleted her purchases 
for Mrs. B urns and accurately given 
th at lady’s address, she suddenly d is
covered the loss of her pay envelope, 
which she had put into a little in
side pocket under her girdle. She 
knew of having put it there on leav
ing the office, and saw at once the 
fu tility  of hunting  in the tide of 
shoppers th a t ebbed and flowed all 
ways.

D istressed and discouraged, she 
went back to  the office blam ing Mrs. 
B urns fo r the 500th time. She would 
never do any m ore shopping for any
body. All afternoon her mind w ork 
ed itself into a swoon of disgust and 
resentm ent about the audacity of 
your neighbors.

W hen she appeared a t the B urns’ 
boarding house that night her feel
ings still ran high and she couldn’t 
resist telling of her m isfortune with 
a few well chosen hints that Mrs. 
Burns was partly  to blame.

Tired Mrs. Burns behind the gas 
range listened thoughtfully a long 
time, and then flaring up all at once 
called Miss Quick a careless person 
for carrying her m oney in her girdle.

Miss Quick was quick enough in 
her tem per to  call her som ething in 
return  for that—and the end was hys
terics.

And all because Mrs. Burns had 
never stopped to  consider all the 
good reasons why you should always 
do your own shopping.

Confidence of Friends Destroyed.
In  another instance bargaining by * 

proxy destroyed all tru s t and confi
dence between two old friends.

One of them  had to  buy an old 
fashioned ice wool fascinator for the 
o ther a t a bargain sale. The a rti
cles advertised were $2 and $3.

The proxy bargainer purchased the 
better article and named the la tter 
price when she gave the parcel to  her 
friend, who was much delighted with 
the size and quality of the purchase.

But an hour later the la tter discov
ered by the sales check which had 
dropped to  the floor that the price of 
the fascinator was only $2.

I t  reflected badly on her friend. 
She would hardly belive it, but still 
it was there—black on white. I t  nev
er once occurred to  her th at the flur
ried saleswoman had inclosed the 
w rong check.

From  that time on she bore her 
friend a silent grudge, and always 
affected a strange reserve whjch did 
not escape the other. T he friend, 
however, was too independent to  ask 
questions.

They drifted carelessly apart, and 
even made rem arks about each other 
to  new friends.

And all the  needless m isery should 
have been blamed on her who im
posed on her friend with the shop
ping task.

“Except in the sm allest trifles do 
your shopping yourself and you will 
save yourself and others much an
noyance,” ought to  be sound advice 
when you hear of such incidents as 
these.

The Modern Hero.
T here were 500 girls working in the 

big shirtw aist factory when one with 
red hair smelled smoke and started  
to  scream.

“Shut your face!” commanded Or- 
zoff Rolinsky, foreman, as he scented 
the smoke a t the same instant.

T he girl shut, and afte r going on 
with his work for a few m inutes 
Rolinsky tapped the gong and said 
to  the w ondering girls who crowded 
about him:

“The bosses’ nephew gets m arried 
to-day.”

“H urrah  for him !”
“In his happiness he w ants others 

to be happy.”
“H urrah! H urrah !”
“In  the basem ent are ice cream and 

cake. Go down and be pigs, but go 
orderly. If  you don’t go orderly  it 
m eans broken necks and two shil
lings from  your pay!”

T hey passed down one by one, and 
not so much as a bu tton  was ripped 
off.

As they reached the basem ent the 
firemen tossed them  into the street 
on m attresses laid for the purpose.

No panic—no loss of life—no one 
injured.

Dam age by the conflagration, fif
teen cents.

Banishing the Hot Water Bottle.
An electric heating pad for hot 

applications in case of pain is the 
latest product of an electrical sup
ply house.

T he pad is rectangular in form  and 
m easures eight inches in length by 
five and one-half in width. I t  is con
structed w ith suitable electrical re 
sistance, so that when it is supplied 
with electric current, by connection 
wdth the lighting fixture, the pad be
comes heated to  a desirable tem pera
ture for medical treatm ent.

I t  is said to  be a g reat im prove
m ent over the hot w ater bag as it 
m aintans an even tem perature as 
long as the electric current is tu rn 
ed on, while the w ater bag is usual
ly either too hot or not hot enough, 
and if the right heat can be secured 
it lasts only for a few minutes. I t  al
so overcom es the annoyance of leak
ing, a common fault with w ater 
bags.

The pad is first covered with red 
felt and over this is a removable 
teazeldown covering which can be 
washed and sterilized.

All electrical connections are per
fectly insulated so th a t there is no 
danger of getting  a shock from  the 
instrum ent, and it has an autom atic 
contro ller which prevents its becom 
ing overheated.

Advantageous.
The prospective lodger was look

ing at some room s when a particular
ly loud crash caused him to exclaim:

“Good heavens! Is it ever quiet in 
this neighborhood?”

“Oh, yes, sir,” replied the land
lady; “at n ight the streets are th at 
still yez can hear the lady singer in 
the next room and the phonograph 
below stairs ju st elegant.”

PROGRESSIVE DEALERS foresee that 
certain articles can be depended 

on as sellers. Pads in many lines may 
come and go, but SAPOLIO goes on 
steadily. That is why you should stock

HAND SA PO LIO
HAND SAPOLIO is a special toilet soap—superior to any other in countless ways—delicate 

enough for the baby’s  skin, and capable of removing any stain.
Costs the dealer the same as regular SAPOLIO, but should be sold at 10 cents per cake.
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H ow  T o Do W ith o u t an Iro n  Pum p.
Y our custom er’s grandfather, and 

perhaps his father, got along w ithout 
any kind of a pump. T hey selected 
the location of a spring o r stream  
to furnish the w ater required for the 
household; som etim es the spring was 
m any rods away, and a steep and 
stony path  led from  the  spring to  
the house.

T he carry ing  of w ater was suppos
ed to  be d istributed am ong the  m em 
bers of the family, but generally  the 
small boy and the wom en go t the 
lion’s share of th a t work. I f  a 
stream  was depended upon, the  floods 
and drouths put it practically  out 
of comm ission for m any days a t a 
tim e and the rain-w ater barre l a t the 
corner of the house was often the 
only source of supply. If  a spring 
or stream  was not in evidence on 
the property, a shallow well, fed from 
the drainage of a swamp o r by the 
accum ulation of surface w ater, was 
used instead. T h at any one surviv
ed the scourge of chills and fever, 
then so prevalent, is m arvelous. In 
such wells a sweep and bucket were 
a m ost natural contrivance. T t cost 
little  to  make and was w orth  about 
w hat it cost. If  the  well was deep, 
a w indlass and rope w ere used to 
operate the bucket. T he work was 
laborious; the open well was dan
gerous, and the tim e consum ed, it 
all accounted for a t going wages, 
would have bought several good 
pum ps each year. T his was recog
nized by some of the m ore progres
sive men, and the log pum p m ade its 
appearance. T im ber was then  the  
cheapest th ing  in the w orld—they 
made everything out of wood, even 
gas and w ater pipes—but a wood 
pump was but little  better than  the 
open well. T hey soon became foul 
and slimy. M any a good well was 
m ade unhealthful by the decaying, 
w orm -breeding wooden pum p stock. 
You m ight as well take your w ater 
from  a surface-filled pool in which 
the cattle stand and hogs wallow as 
from  a well w ith an old wooden 
pump in it. Yes, you can get along 
w ithout an iron pump, and there are 
still some people who do, but not 
many of those who know a better 
way would want to  go back to  the 
old unhealthful, tim e-killing methods. 
Now a deep drilled o r bored well 
th a t will tap the living fountains of 
w ater th a t perm eate th is w ord of 
ours can be put down fo r from  one 
to  tw o dollars per foot and a bounti
ful supply of pure w ater obtained 
W hen one has a well like th at it is 
w orthy  the best pump th a t money 
can buy.

Do not recom m end some little

four-dollar affair and call it a pump. 
Sell a good high-grade, double-acting 
pump w ith a brass or brass-lined cy
linder; one th a t is easy to  w ork and 
is m ade for service, and life will be 
m ore w orth  the living, and every 
man, wom an and child about the 
place will comm end your good ju d g 
ment. W . H. R ayner in Im plem ent 
Age.

Seizing the  O pportunities.
A droitness is an excellent tra it for 

a m an to  possess in the im plem ent 
business. N ot adroitness in  the sense 
of slippery shrewdness, but in the 
sense of a readiness to  seize oppor
tunities when they  presen t them 
selves. An instance in point has been 
afforded this year by those dealers 
who were able to  divine from  exist
ing crop conditions the probabilities 
for an increased demand fo r fodder 
conservation m achinery. T here  were 
dealers who did not divine this in 
time to  take com plete advantage of 
the opportunity, and ju st in so far as 
they failed to  recognize the antece
dent conditions by ju s t so far did 
they fail to  exercise th a t adroitness 
which is essential in taking advan
tage of the opportunities th at are pre
sented to  them .

T he ability to  tu rn  even a blasted 
hope into an advantage is illustra t
ed by the sto ry  of the  D ejected 
Youth. T he sto ry  runs th a t the De
jected  Youth presented  himself a t 
the jew elry  sto re  w ith:

“I would like to  re tu rn  this en
gagem ent ring  I purchased here a 
few days ago.”

Jew eler—D idn’t it suit the young 
lady?

D ejected Y outh—Yes, but another 
young man had already given her one 
ju st like it and I would like to  ex
change this one for a wedding pres
ent.

O pportunities are constantly  pre
senting them selves in the im plem ent 
business, which, if seized, will re 
dound to  the profit and to  the ad
vantage of the dealer w ho has the 
acum en to  see them. I t  tne trade 
on plows goes off for any reason, ¿ee 
if there is not a chance to  substitu te 
a call fo r disc harrrow s o r som e
th ing  else in the line to  m ake up for 
>t. D on’t be a dejected youth w ith
out tak ing advantage of the  very fact 
that caused the dejection. Ju s t now 
agricultural conditions in every com
m unity are going to  change. New 
ideas are com ing in. New processes 
are going to  be employed. New m a
chines will be put into use. T en 
years from  to-day, agriculture will 
be upon a new basis, and will be con
ducted in a m anner th a t will make

presen t m ethods look primitive and 
crude. I t  behooves the implement 
dealer to  get into touch w ith the 
new thought; to assim ilate the new 
ideas; to observe the direction the 
developm ent will take; to  prepare 
himself, not to  go along with the 
procession, but to  lead it. The busi
ness of selling implements is going 
to  be one of the m ost im portant, one 
of the m ost dignified, and, incident
ally, one of the m ost profitable vo
cations of the future. Are you aware 
of this fact, Mr. Dealer? If so, go 
trade your ring for a wedding pres
ent and get in line to  kiss the bride.

I t  Pays R ailroads T o Be Cautious.
A lthough the railroad companies 

take every possible precaution to 
‘ avoid wrecks, the newspapers con

stantly  report accidents. Few  of us 
realize what a 'm oney loss alm ost 
every one of these entails. Figures 
on the wreck of the B rew ster express 
on the H arlem  division of the New 
York Central and H udson River 
Railroad prove th at any expense for 
prevention is economy.

T h at wreck occurred near W ood- 
lawn Feb. 16, 1907. W ithout includ
ing damages to  equipment, loss ow
ing to  delayed traffic, and other 
things, the damage claims and other 
expenses paid and in process of set
tlem ent cost the road $1,214,000. Of 
this $650,000 was paid in claims and 
the  balance was for law yers’ fees, 
fees to  agents who settled claims out 
of court, physicians, investigators, 
experts and for trial suits.

The largest amount paid for a sin
gle death was $75,000, the smallest 
$5,000. The average was $13,324. 
Eighteen of the twenty-two victims 
were women, eleven of them unmar
ried, which reduced materially the 
damages the company had to pay, al
though several of the single women 
were breadwinners.

Among the .injured the highest 
damages awarded was $32,000 to  a

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 S t  :: 31-33^5-37 U n is  S t

Grand Rapids, Mich.

young woman whose left leg was am 
putated. T his verdict has been ap
pealed by the company. S e ttle m e n ts  
for injuries have ranged from  $1,000 
upward.

A copper niining company in Peru 
operates a smelter 14,000 feet above 
sea level, the highest elevation for 
such an industry in the world.

Some people have so little  confi
dence in them selves th at they really 
don’t think they could plan a house 
better than the architect.

Nature gives some folks gravity 
in place of brains.

E stablished la  1S7J

Best Equipped 
P lrai la  th e  S ta te

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

Galvanized Iron Work

The Weatherly Co.
IS Pearl S t. d re a d  Rapids, Mlefc.
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CONSTRUCTIVE CAMPAIGN

The Greatest Need at the Present 
Time.

Are we to  w itness the resuscitation 
of the  “sunshine clubs?”

T he past few days have brought a 
few stray  exhortations of this sort, 
looking to  the reorganization of these 
societies of ̂ cheer—flourishing in 1909, 
m oribund in 1910 and extinct in 1911. 
T hus a captain of industry  is quoted 
to  the effect th a t “a national ‘boost
ers' club’ would resto re  national 
prosperity  in tw enty-four hours.” 
T hus also the F ourth  National Bank 
of New Y ork declares in its m onthly 
circular th a t “w hat the country needs 
now is a distinctly  encouraging con
structive cam paign.”

T o the g reat rank and file of pessi
m ists, of course, the tim es seem all 
out of join t. T he national business 
m achine creaks and groans sadly to 
their ears. T hey take a lugubrious 
joy  in fearing and predicting that 
m ore cogs will slip, o ther parts w ork 
awry—if the whole contraption does 
not break down. Yet, one and all, 
they lend no t lubricating oil, but 
vinegar.

Conditions, adm it the isolated sun
shine-seekers, are not flawless—nev
er were o r will be. T he crops are 
not so good; politics is ju st as bad. 
I t  is confessedly a period of transi
tion, readjustm ent, flux—legal, polit
ical, ethical, m oral, m aterial—with all 
the discom fort th a t such an era in
volves. But the natural environm ent 
of business averages fair. I t  is less 
conditions than  sta tes of mind that 
are jangling.

T here  is an universal incom pati
bility of tem per, betw een classes and 
individuals T hese states of m ind are 
planes set a t hostile angles. Pessi
m ism  is not m erely despondent but 
grouchy. I t  likes to  gaze a t chim 
eras; it sneers and it sulks; it is sus
picious and jealous; it is destructive
ly critical; it is selfish, stingy, small- 
souled. Sunshine, if not a delusion, 
is to  it a counterfeit.

Exam ples are legion of th is w ant 
of sym pathetic understanding. Con
sum er, retailer, whalesaler, jobber, 
m anufacturer, react dam agingly upon 
one another. L abor and capital look 
a t each o ther askance. Business com
petition is a dog-eat-dog affair. In 
ter-class friction is as untim ely as it 
is harm ful. W e forget th at all our 
jobs—save the paw nbroker’s—are
threaded  on the same string  of p ros
perity.

T he railway labor unions’ idea th at 
they  have as m uch righ t to  federate 
as has capital reaches its crude frui
tion ju st when the m em bers were 
m ost in peril of their jobs, and when 
railw ay executives were sorest and 
m ost touchy. T he politicians, m any 
of them  doubtless acting in good 
fa ith  on w hat they  held to  be a pop
ular m andate, are w earying the p eo 
ple who chose them . T he m asters of 
business, already burdened by per
plexities, will not recognize any of 
these activities as p a rt of a travail to  
be gone th rough before a definite cor
porate status is w orked out.

In  fact, the politician comes now 
the nearer to  holding forth  the hanJ

of fellowship. Congress will this au
tum n listen to the com plaints and the 
suggestions of big business as re
gards corporation law. Am ong the 
nearer-statesm en there appears to  be 
growing a faint consciousness that 
ultim ately it would be bette r politics 
to  upbuild than always to tear down.

If their conversion should prove 
genuine, they m ight set a standard 
for the rest of the community. Grad
ually and justifiably m ight be set 
aside the indigo lenses th a t now dis
to rt our m utual relations—the frown 
be discarded for the smile, the 
clenched fist for the handshake. And 
better th at it should be struggling 
sunshine for a while, ra ther than the 
futile, boot-strap-hoisting, artificial 
effulgence of 1909.

T hat smile was too forced; it had 
come off. A new attem pt would fare 
bette r in a gentler cultivation of ge
niality.

Some Rules For the Unlucky.
Since there can be no effect w ith

out a cause, luck m ust be the result 
of something, and it ’s w orth while 
for the unlucky to  study the lucky.

Everybody knows that he or she 
who has all kinds of success is full 
of hope, m agnetism  and inspiration. 
Mind and soul are keyed up to  a 
higher capacity for good — good 
which a ttracts good.

On the o ther hand, all kinds of 
failures will drag him or her into a 
state of mind th at a ttrac ts more fail
ure—unless they have the faith and 
purpose and good plain common 
sense to  fix their eyes beyond im
m ediate conditions.

“To him who hath shall be given,” 
embodies a lot of tru th  to  the un
lucky, but it is often misconstrued.

I t  is the person who is painfully 
conscious of w hat he has not, and 
everlastingly worried because he can 
not get w hat he feels ought to  be 
his share of this w orld’s goods, who 
rem ains in the narrow  groove of want, 
and unsatisfied wishes.

You m ust force yourself out of 
the pit m entally before you can do it 
m aterially. In  other words, you m ust

discipline your mind to  think right, 
will right and work right, and then 
let the rest take care of itself.

Somebody, who, considering her 
form er distress and present well be
ing, m ust have acquired the secret of 
luck, says: “If you can w ork delight 
fully and hope delightfully each day, 
and never once think about m aking 
both ends meet, they are sure to  meet 
and a little over.”

H ere are a few good rules for the 
“unlucky:”

Even if you are not doing the work 
for which you are best fitted, do it 
with a light heart for the time be
ing, and som ething be tte r will surely 
turn  up by and by. You get much 
farther by forcing optim ism  than by 
yielding to  pessimism.

If you have faith in your self and 
your object a few rocks along the 
wayside w ont’ bo ther you much. You 
will realize th a t failures m ay be step 
ping stones, and not put it down to 
m ere bad luck which you can not 
control.

D on’t w orry about to-m orrow  or 
next week or next m onth. I t  is so 
much time, energy and m ind force 
gone to  waste.

T ry  to  hold the thought th at for 
every need there is a supply.

Never plunge into an orgy to  fo r
get a failure—later on you are only 
ashamed of your weakness and it 
m ight add to  your grouch.

D on’t wheedle for som ebody’s 
sym pathy or assistance. Y our own 
advice to  yourself is b e tte r than 
long winded counsel from  people who 
only half understand your m ind and 
condition.

Never expect a m iracle of luck un
less you can do m iracles of hard 
work and are a miracle of endurance 
and resolve.

W hen luck begins to  come your 
way don’t  b rag  about it to  others. 
T hey m ay not wish you well.

Even although you have learned to 
rough it in the lean years, do not be
come parsim onious when the out
look is better. Give and thou shalt 
receive.

Bad luck will surely overtake you 
again if you selfishly hug your m ate 
rial success.

Sacrifice a little  of your luck to  the 
gods and you’ll have m ore of it— 
do not be a foolish spendthrift but 
a benevolent helper if you w ant luck 
to  hold.

Finally, when luck has come your 
way in the definite form  of m any 
dollars, don’t  be so rapaciously hun
gry for m ore th a t you go plunging 
after it w ith sand in your eyes. Soul 
blindness is always punished in the 
end.

A Corkscrew Elevator.
An electrically operated elevator 

built like a corkscrew  is used by a 
Los Angeles cream ery for the un
loading of cans of m ilk from  the 
wagons to  the th ird  sto ry  of its 
plant. I t  consists of a kind of chute 
which extends from  the street by a 
gentle incline to  a point beneath the 
receiving door and m akes a spiral of 
three turns at th at place in order to 
bring the cans to  the proper level 
w ithout m aking the incline too steep. 
T his is necessary because, if the full 
cans were tilted at a sharp angle, 
they would upset or the contents 
would overflow.

The cans are carried along this 
iron chute by m eans of a series of 
rollers and this conveyor system  is 
in use through the entire plant, m ak
ing it unnecessary to  use trucks or to  
lift the cans for any distance.

E lectricity  not only supplies the 
motive power but does practically all 
the work in this up-to-date creamery.

Practically  all form s of carbon can 
be converted into graphite  by heat
ing to  high tem peratures.

Blessed is the m an who hasn’t time 
to tell his troubles.

R O B I N  H O O D
AMMUNITION ( )

Ask for special co-operative selling plan. Big 
Profits

Robin Hood Ammunition Co. 
Bee St., Swanton, Vt.

R E Y N O L D S  F L E X I B L E  A S P H A L T  S L A T E  S H I N G L E S
AN HONEST PRODUCT AT AN HONEST PRICE

Fire Resisting PHOTOGRAPHIC SECTION REPRODUCED

Our Price is Reasonable

Weather Proof

Costs Less Than Stained 
Wood Shingles

We Invite Your Inquiries

For Particulars Ask for 
Sample and Booklet

We Are Ready and Anxious 
to Serve You

Reynolds Slate Shingles After Five Years Wear Wood Shingles A fter Five Years Wear

Manufactured by H. M. REYNOLDS ROOFING CO., Grand Rapids, Mich.
W R IT E  U S  FO R  A G E N C Y  P R O P O S IT IO N  E S T A B L IS H E D  1868
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T he T rend  of A m erican Shoe Fash
ion.

T he style question for spring, 1912, 
in a general way seems to  consist 
of an effort to  con test the suprem acy 
of the  plain pump, which has been 
in m arked favor for several years and 
especially so during th is summer. 
The prediction is made th a t m ore 
boots will be w orn by wom en in 
the next warm  seasons. T his predic
tion is supported to  some extent, it 
m ust be adm itted, by the largely in
creased demand th is sum m er for 
white boots.

Colonials F rom  Plain Pumps.
Furtherm ore, the Colonial has been 

revived as the easiest variation of 
the pump. The outlook now is th a t 
m any Colonials for next season will 
be noth ing m ore than  a plain pump 
with a tongue and buckle attached. 
F o r the dealer this will be the eas
iest style change th at h a s . happened 
in some time, for a change to  one 
style or another will be a m atter of 
a p art of the shoe only and not of 
the whole shoe, as is generally  the 
case. A stock of Colonial tongues 
and buckles, except in very high 
priced lines, will not equal in value 
the whole shoe, provided there  is 
any carry ing  over to  be done.

T here will be disadvantages, of 
course, in connection w ith handling 
these store-m ade Colonials, since it 
will be impossible to  attach  a buc
kle and tongue to  a plain pump and 
get the same effect either in appear
ance or w ear as in a specially m ade 
Colonial. Nevertheless, for a store 
handling medium grade shoes this 
device can w ithout doubt be used 
w ith profit. A plain pump, for ex
ample, selling usually a t $2.50, m ight 
be so turned into a Colonial and 
bring  $3, m eaning an added profit of 
about 25 cents to  the retailer.

O xfords M ay Be M ore Popular.
F rom  the view point of common 

sense and physical welfare, m ore 
boots and fewer pum ps would be a 
desirable change for the public and 
the shoe trade likewise. T he pump 
has been im proved by m anufacturers 
to  a rem arkable degree as regards 
fit and comfort, but fo r all th a t it 
was never intended for constant 
wear. T he O xford is the ideal low- 
cut shoe for general w ear for wom 
en, as it is fo r men. I t  has had a 
bad slump this past season, to  which 
the cut-price sales bear w itness; but 
in any change in pump styles it is 
liable to  ge t back to  where it be
longs. In  th is connection^it is pre
dicted th a t tu rned  O xfords with plain 
toes, and o th er lightw eight Oxfords,

particularly  in tan, are to  be prom 
inent.

As to  the Colonial pump, there are 
m any claims th a t it will be the lead
er for next season. Every  m anu
facturer appears to  be including at 
least th ree  o r  four types of it in his 
samples. Still, i t  is noticeable that 
there is a tendency to  hedge by in
cluding also a liberal num ber of sam
ples of the plain pump. T he fear 
seems to  be th a t the Colonial will be 
shown so strong  in cheaper grades

and w ith the fitted tongue m akeshift 
th a t the h igher priced lines will con
sequently suffer.

F o r early  spring  it is a fairly well- 
established fact th a t tan  boots will be 
popular. I f  ano ther white season 
comes along strongly, which is p re 
dicted by a large p a rt of the trade, 
although against precedent, it  is 
quite probable th a t w hite boots will 
also be in favor. In  connection w ith 
the short length  of w om en’s sk irts 
the white boot of the higher grade 
certainly m akes a  good appearance.

L eather the Chief M aterial.
L ea ther will make up the bulk of 

the shoes for nex t season, judging 
from  the p resen t outlook. How ever, 
there will be a considerable use of 
the b e tte r w earing fabrics, and in 
parts of the shoe w here the  hardest 
service is no t demanded. Am ong the 
fabrics shown largely  is corded silk. 
The suede-finished leathers are prom 
inent in a fairly  large num ber of sam 
ples and foreign advices indicate th a t

they  will go strong  in tops and slip
pers especially.

T he demand for white leather has 
taxed the ingenuity of tanners in 
producing a skin that will m eet the 
demands and a t the same time be 
reasonable in price. A new side 
leather in white and o ther light col
ors, it  m ight be said, is now on the 
m arket and has m et with considerable 
success.

Regarding lasts, the bulk of the 
new samples are made w ith a me
dium short forepart and a full round 
toe. E xtrem ely high and pointed 
toes have had their day for m ost of 
the trade. Heels are tending lower, 
especially on pumps. In  tips the 
tendency shown by the new spring 
goods is tow ard  plainness. The 
plain tip w ith a small point in the 
center is largely  seen, but the wing 
type is not so noticeable, and when 
used is decidedly modified. B uttons 
seem to  lead in boots shown for 
spring, and also in Oxfords. M anu
facturers and retailers, however, seem

hopeful th a t the laced type will soon 
regain its popularity.

W ill Velvets Come Back?
A lthough the fall selling season is 

about begun there  is still a possibil
ity  of an underrated  dark horse a p 
pearing, ju s t as occurred this sum 
m er in w hite goods. F o r example, 
velvet has generally  been consider
ed out of the  reckoning. T here  are 
signs, however, th a t it will return  
to  favor this fall and w inter in m e
dium-price goods, although it is not 
expected to  figure strongly  in spring 
lines. Velvet is prom inent in wom 
en’s garm ents fo r fall and, naturally, 
th is should have an influence on foot
wear. T his much m ust also be said 
in its favor, th a t for durability  it is 
above the  average of fabrics.

Footw ear Styles in Paris.
A ccording to  a le tte r from  Paris, 

footw ear in all black and white was 
largely w orn during the  closing pe
riod of the stay of fashionable French 
wom en a t Trouville, the N ew port of 
France. A  great m any slippers in

sandal styles were worn, very  often 
in black paten t leather, w ith hosiery 
in white or in flesh color.—D ry 
Goods Econom ist.

F ittin g  B utton  Shoes.
The great popularity  of button  

shoes brings the  retail shoe dealer 
face to face with the old trouble of 
setting over the buttons to  fit the 
varied sizes of feet and ankles.

T his trouble becomes still m ore 
acute with ex tra  high button  boots 
fo r women, th a t are enjoying great 
favor this season. T he h igher the 
boot is made the m ore bu ttons are 
required, the  m ore buttons there  are 
to  be changed and the m ore frequent 
the changes m ust be made.

I t  is understood th at the h igher the 
boot the g reater variation in the  
size of the leg as the calf of the leg 
is approached. F o r th is reason the 
high boots now being sold are apt 
to  require m ore resetting  of the but
tons than the lower patterns.

T here is probably no t one retail 
shoe dealer in a hundred th a t gets 
anything ex tra  for this ex tra  trou 
ble. On the contrary, he is a t a loss 
not only for the tim e consum ed in 
refitting the shoe, but for the cost 
of the buttons and fasteners, for 
which few dealers make any charge.

T he advisability of continuing to  
render this extra and gratu itous serv
ice m ay well be questioned. The 
m anufacturers have long complained 
th at they were not com pensated for 
the extra cost of m aking bu tton  
shoes, th a t the retail dealers and oth
er shoe buyers w ere no t trea ting  
them  fairly in the  purchase price of 
button goods, and now the retail 
dealers have a sample of the same 
kind of m edicine to  take fo r them 
selves.

W here both the m anufacturer and 
the retailer are put to  such inconven
ience and extra expense by reason of 
the popular call for button boots and 
Oxfords, there  is no reason why 
they should not seek recom pense by 
an additional price for the goods.

Such a price could in no sense be 
considered a discrim ination against 
button  goods, bu t would sim ply be 
m aking the m anufacturer and the re- 
.tailer whole fo r the ex tra  expense in
curred in the m anufacture and dis
tribution of boots and shoes fastened 
with buttons.—Shoe Retailer.

E asily  Identified.
A young man, visibly excited, came 

rushing into the m orgue in New 
Y ork one evening recently, and, 
grasping an a ttendant by the arm, 
enquired:

“Is  m y uncle here? I  know he’s 
drowned himself.”

“W hy,” replied the a ttendant 
soothingly, I can’t tell unless you 
can describe him in some way so 
as to  identify him. W h at so rt of 
clothing did he wear?”

“Oh, that doesn’t  make any differ
ence,” declared the visitor, “uncle is 
stone deaf and you’d know  him a t 
once  ̂by that. I  guess he is no t 
here,” and before the a ttendan t had  
caught his b reath  the erra tic  caller 
had disappeared.

TH E CITIZEN’S VOW
W 7 E  will never bring disgrace to this our city by 

any act of dishonesty or cowardice, nor ever 
desert our comrades; we will fight for the ideals and 
sacred things of the city, both alone and with many; 
we will revere and obey the city’s laws, and do our 
best to incite a like respect and reverence for those 
above us who are prone to annul them and set them 
at naught; we will strive unceasingly to quicken the 
public's sense of civic duty; that thus, in all these 
ways, we may transmit this city not only less but 
greater, better and more beautiful t han it was trans
mitted to us.
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■AYER advertising is now  beginning its 20th successive season of con
sistent and continuous advertising. Day after day, month after month 

and year after year the quality of Mayer Honorbilt Shoes has been advertised to  
the public for the benefit of the retail merchants. Thousands of advertising 
mediums reaching millions of people, printed in many languages and costing 
hundreds of thousands of dollars, have been used, creating the demand for 
dealers selling

/ y ?

Honorbilt
Shoes

Without Mayer Quality this expenditure would be largely wasted, but we put the quality in 
Mayer Shoes and by advertising it secured the demand. This continuous and persistent ad
vertising is the kind of selling help that gives REAL support to dealers.

This year our advertising will be more conspicuous and far reaching
than ever before

If you are anxious to increase your business, the Mayer 
Honorbilt Quality line will pull the trade and help you  
make good with your customers. The Spring Line is now 
ready. We would like an opportunity to show you the 
advantages of handling Mayer Honorbilt Shoes. Write 
for particulars.

Largest Manufacturers of Full Vamp Shoes in the World

F. Mayer Boot & Shoe Co.
MILWAUKEE, WIS.



34 M I C H I G A N  T R A D E S M A N October 4, 1911

MODERN METHODS.

County Seat Shoe Store as Trade 
Center.

T here  is a process of general evo
lution m aking itself apparent in the 
d istribution of shoes th a t is of m ore 
than comm on in terest a t the present 
time. T his is the exclusive shoe 
store idea w inning out over the old 
type of village general store.

T he general store of the past 
decade brought all m erchandisable 
things under the one roof, and the 
inevitable accum ulation of “dead 
w ood” in the shape of old and faded 
bolts of cloth, crowded shelves of 
groceries, barrels and boxes sca tter
ed here and there, vegetables and 
m eats, kerosene and candy, and the 
inevitable case o r  two of heavy farm 
shoes wedged under a row of lard 
pails.

T he general store was a necessity 
of th at period in the developm ent of 
retailing w here a small com m unity 
did business in one store. To-day the 
same articles are sold, but they have 
been d istributed to a num ber of stores 
each carry ing  one line of closely re
lated stocks.

W ith  the increase in population 
and the developm ent of the county 
seat as a trad ing  center the transition  
stage of general m erchandising is 
evident, so far as shoes are con
cerned, and we are b rought face to  
face with the enlarged opportunities 
given to  a one line store.

The county seat shoe store has 
for its policy a quick tran sit of the 
shoes th rough the  receiving depart
m ent and stockroom s on the floor, and 
to  the custom ers in as quick as pos
sible period of time. Space is valua
ble and the retail business has come 
to such a state  th a t each carton is 
practically charged its share of the 
rent. W ith  this policy the shelves 
m ust not be cumbered w ith unsala
ble stuff, lest profits diminish be
cause of out-of-date styles occupying 
room  when up-to-date styles would 
demand quick sales. The m odern 
policy even goes fa rther and charges 
each carton with the cost of advertis
ing, salaries of buyers, sales person, 
and emyloyes, incidental expenses 
and the pro rata share of the operat
ing charges.

T he loft has given way to a well 
arranged stockroom  where shoes are 
carried according to  lot number. The 
odds and ends of m erchandise which 
form erly accumulated in these anti
quated storeroom s has given way to 
storage of p resent season goods and 
the  policy of carrying no lines longer 
than  a season or possibly two. The 
goods are sold at any price when un
seasonable.

In  a triving county center the buy
ing  of better grade goods is quickly 
noticed. T he crop report is the m ost 
in teresting  topic at all tim es and is 
the barom eter of business.

T he advisability of locating a shoe 
sto re  a t the county seat is better 
understood by the fact that in the 
m ainly agricultural d istricts the coun
ty  is considered the geographical 
unit.

T rade  comes into these central 
tow ns from  a com parative wide area,

and the d istribution of footw ear is 
easier inasmuch as the shoe-buying 
consum er invariably m akes his buy
ing visits to  the county seat.

An excellent example of a county 
seat sto re  is th a t of R. A. Kunnes, 
Thom son, Ga., who is in the center 
of McDuffee county, and on the main 
thoroughfare to  the adjoining coun
ties to  Lincoln, W arren  and Colum
bia.

T he county $eat location in the 
South m akes it possible for an ex
clusive shoe dealer to  have direct 
com m unication with fully th irty  or 
forty  thousand people, whereas if in a 
purely local town, such as is found 
in the m anufacturing centers of the 
N orth, this contact would only be 
w ith the strictly  local trade.

The prosperity  of a county indi-' 
cates the buying power of the farm 
ers at the county seat, and it is oft
en true th a t where one county has ■ 
had a prosperous crop, the county a 
sho rt distance away m ight have been 
so afflicted w ith disastrous drought 
or scourge w ith some crop pest as 
to make ready m oney scarce.

Mr. Kunnes, who recently made a 
visit to  the E astern  m arket, has de
cided views to  the possibilities before 
the exclusive dealer in county seat 
towns. H e keeps a m ailing list of 
people who have had actual dealings 
with the store, and not only has a 
list of the nam es of the people in 
his own county but in the adjoining 
counties, which because of travel 
routes became trading tributaries of 
his store.

The presence of several banks at 
the county seat acts as a benefit to 
the exclusive shoe dealer, inasmuch 
as the farm ers are advanced money 
on their forthcom ing harvest and are 
able to buy at cash prices. W here 
long term  credit evists in the general 
store, the  prices are advanced to  cov
er the investm ent. T he cash store, 
however, can sell a t regular prices 
and turn its capital m ore often. Mr. 
Kunnes finds it of value to  make ex 
ceptions in the case of “A 1” rated 
farm ers who pay their bills on ? 
m onthly basis. -

The buying pow er of this center 
was increased m any times througn 
the use of circulars, for he consider
ed the general flyers of great public
ity value in county advertising.

F our tim es a year he makes a 
page advertisem ent bring results 
through the county newspaper, an 
organ of seven or eight hundred cop
ies containing but local news, a pa t
ent inside, and usually filled w ith ad
vertisem ents run weekly w ithout 
change. M aking “bull’s eye” cam
paigns by m eans of full page adver
tisem ents at the opening of every 
season he considers adm irable and 
efficient, considering circulation and 
the medium used.

T here are scores of g reat chances 
all over the South and W est for real 
shoem en to “set in the gam e” and 
build up a good business in towns 
where the old style “county s to re” 
can no longer satisfy the m ore ex
acting demands of prospreous farm 
ers.—Boot and Shoe Recorder.

The
“Bertsch”

Shoe
For Men

Last 26—All Leathers
Is finding more friends every day.

We are now making this line in Vici, Gun Metal, 
Patent and Tan Leathers, both in the high shoes and 
oxfords. You can retail these shoes from  $3.00 up. 
They would be winners at a much higher price.

Send us your orders. We can supply your needs 
quickly.

T hey Wear Like Iron

Herold-Bertsch Shoe Co.
Makers of Shoes Grand Rapids, Mich.

R U B B E R S

There IS a difference. This difference is not so much 
in looks, as they all look very much alike, but it is in the 
matter of satisfaction to the wearer in fit and service.

Glove Brand Rubbers
satisfy in a degree not equalled by others, and are there
fore profitable merchandise for the dealer to handle.

The season is at hand. Send in your order today and 
lose no sales.

HIRTH-KRAUSE COMPANY 
Jobbers o f G love Brand and Rhode Island Rubbers 

Grand Rapids, Mich.
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Pointers on Selling Shoes.
“T he th ing  I try  to  im press on my 

clerks is to  get their custom ers seat
ed and get a shoe off,” said the m an
ager of a very successful shoe de
partm ent in a large city store. “Sim
ply show ing a lot of shoes to people 
who sit and look a t them, w aiting un
til they  find ju st w hat suits them  b e 
fore they try  them  on is a poor way, 
in m y opinion. My clerks proceed to 
take off a custom er’s shoe without 
waiting to be asked to  do so. They 
assume th at of course the custom er 
w ants to  see w hat the shoe looks 
like on the foot, and if the custom er 
says he does not care to  try  them 
on, the clerks appear very much 
surprised, and tell him he will not 
know so well w hether he likes them  
or not unless he sees them  on his 
feet.

“My clerks do not ask what size 
is wanted. T hey look in the old shoe 
and find that size. T hen they note 
v/hether it was a good fit or not. If 
it was, they get the same size. If 
not, they  try  the size they think is 
right. I tell m y clerks not to  ask 
too m any questions about what style 
or price is wanted, but to  judge the 
custom er’s w ants from appearances, 
and come the closest they can to  it, 
w ith w hat inform ation the customer 
volunteers. If  they come far wrong, 
the custom er will say so. I do not 
believe custom ers like to  be cross- 
questioned about w hat they want. If 
they have any strong likes or dis
likes they will say so- .

“I w ant all my clerks to  know tw o 
things: F irst, th at our custom ers
consider style first and price second: 
second,: that they know the right 
sty les  when they see them , and they 
know th a t we have them.

“I .find th at m any clerks are tim id: 
they are afraid the styles they show 
will not please. In  o ther words, they 
lack confidence in them selves, and in 
the stock, and also in the ability of 
their custom ers to pay the price for 
good shoes. So whenever I put on a 
new m an I tell him th at our trade 
does not care w hat the price is, if 
it is w ithin reason. Also th at we are 
known to  carry  the correct styles, 
and that our custom ers know we car
ry  them.

“If  I can get the clerk to  believe 
these things he will be a good sales
man, if he has common sense in o th 
er ways. But if he falters when he 
names the price, or if he is nervous 
fo r fear the styles we show will not 
please, then he will not be a sales
m an at all. Nine out of ten custom 
ers do not know w hether our styles 
are righ t or not; neither do they 
know w hether our values are weak 
or strong. If  every one of m y clerks 
is carrying the idea th a t our shoes 
are well w orth  the m oney and that 
the  people who trade w ith us are 
well able to  pay the price, and, fur
therm ore, th a t we are absolute lead
ers in style—why, it is bound to be 
true. T he effect of every clerk car
rying th is thought all the time will 
be to make every custom er who en

ters the departm ent feel the influ
ence of th at general thought.”

Placing Orders For Spring Shoes.
At this w riting the country is once 

m ore covered by traveling shoe sales
men. Some will get early orders, 
others will be told, “Y our line is 
great, but you are too early for us.”

In  a short time the shoe factories 
will be running low on fall orders, 
will be losing some of their best 
operators if they can not keep them  
busy at least a fair portion of the 
time that is called “between seasons *’ 
That is just the time for a retailer 
to have part of his order for early 
spring needs into the works, fo r he 
is assured th at his shoes are put 
through properly when the great 
pressure of business is lacking. Then 
when the season opens he has no re 
grets to offer.

W om en will buy low cuts early 
and m ost men are glad to shed high 
shoes if an attractive low shoe is 
brought to  their attention. T o sup
ply them the dealer m ust give an 
early order if the shoes are to be in 
stock when they are m ost wanted.

Some will say, “W e can not have 
our bill come due so early.” In 
that event m ost m anufacturers will 
gladly extend the time on an early 
shipment.

The labor situation is one that be
comes m ore acute each season for 
shoe m anufacturers. . The full-time 
seasons twice a year are too short 
and the aggressive employes, who are 
always the best operators, become 
uneasy when there is not enough 
work to keep them  busy and, should 
an opportunity arise to  better their 
condition in some line of endeavor 
they leave the shoe industry; which 
means double trouble for the m anu
facturer when the season advances.

This is only a suggestion which, if 
carried out, will serve to bring re
tailers and m anufacturers together on 
a broader and more co-operative bas
is in which both share alike.—Shoe 
Retailer.

A New Source of Rubber.
I t  is claimed that a fine imitation 

of rubber can be made from  the soy 
bean. The oil of the bean is thick
ened with nitric acid. A fter further 
treatm ent with alkaloids the product 
is subjected to a heat of 150 degrees 
and then vulcanized in the same way 
th at rubber is vulcanized. In  tim es 
past we have read of a good many 
substitutes for rubber, but none of 
them  have been a success. A t one 
time there was talk that a substi
tu te  for rubber could be made out of 
the by-products of petroleum , but so 
far it has not taken the place of the 
juice of the rubber tree. So it is not 
w orth while to get much worked up 
over the prospect of getting  cheap 
and good tires for your autom obile 
from  the soy bean. In  the first place, 
the product probably is not as good 
as the genuine rubber, and in the sec
ond place, there is no reason to  sup
pose th at it can be produced a t a 
less price.

W alls are not essential barriers be
tween the really essential things of 
life.

Here’s Our
Duck Lumbermen’s Over

Made for Men, Youths and Boys
"V̂e c a r r y  it in both 
Wales-Goody ear a n d  
Connecticut makes; two 
grades of tops, and every 
h e i g h t  from 8 to 18 
inches. Every size and 
style always in stock.
I T ’S only one of our 

most complete line of 
Boots, Arctics and Over
shoes. Catalog describ

ing them, all 
yours for the 
asking.

224 226 SUPERIOR ST
TO L E D O .  OHIO.

Headquarters for Wales-Good year and Connecticut Boots and Shoes

Extra Excellent 
Value

Our spring line is now ready for your 

inspection and w e assure you that it w ill 

m eet your every  need. In it  are to be 

found every  class of dress and work shoe 

for man, woman or child, in the right 

sty le  and at the right price.

Our line is the most complete assort

ment of extra excellent values w e have 

ever sent out.

Rindge, Kalmbach, Logie & Co., Ltd. 
Grand Rapids, Mich.
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THE LAW OF THE LAND.

Husband Not Responsible For Clan* 
destine Debts of Wife.

T he Grand Rapids Evening Press 
of Sept. 30 contains the following 
reference to  the final outcom e to  a 
m atter which has been in controversy 
in the courts of this S tate fo r the 
past tw o years:

“T he M ichigan Suprem e * C ourt 
handed down an opinion yesterday 
sustaining the decision of Judge 
S tuart, of the Superior Court, in the 
case of H. L eonard & Sons versus E. 
A. Stowe. The plaintiffs entered in
to  a w ritten  con tract w ith Mrs. 
Stowe, w ithout the knowledge and 
consent of her husband, to  furnish 
her bric-a-brac to  the am ount of 
$3,285.31. T he transaction  was not 
b rought to  the atten tion  of Mr. 
Stowe until six years a fter the deal 
was closed. Mr. Stowe could have 
set up the sta tu te  of lim itations as 
a defense, but he refused to  take ad 
vantage of a technicality and insist
ed on defending the suit brought 
against him by the plaintiffs on its 
m erits. The case was tried  in the 
Superior C ourt about a year ago. 
Mr. Stowe put in no testim ony, Judge 
S tuart instructing  the ju ry  to  render 
a verdict for Mr. Stowe after the 
plaintiffs had closed their case. The 
plaintiffs then  took an appeal to  the 
higher tribunal. The decision, which 
now becomes the common law of the 
State, sustains the contention of 
Mr. Stowe th at a m erchant can not 
legally en ter into a conspiracy w ith 
a m arried woman to  furnish her 
goods on credit not necessary to  her 
m aintenance or com fort w ithout the 
husband’s knowledge and consent, 
and then recover from the husband.1'

. Full T ex t of the Decision.
R eaders of the Tradesm an will 

agree w ith its ed itor th at this is not 
a pleasant topic to  discuss in the pub
lic prints, but since a final conclu
sion has been reached in the court of 
last reso rt—a conclusion which is of 
vital in terest to every m erchant—it is 
only fair for the Tradesm an to  pre
sent the salient features of the sub
ject to  its readers, the same as it 
would present the facts regarding 
any case of im portance to m erchants 
in which the editor was not involv 
ed. The case was heard in the Su
prem e Court by five of the nine m em 
bers of that tribunal. Chief Justice 
O strander wrote the opinion, which 
was concurred in by Justices Bird, 
Brooke, Blair and Stone. I t is as fol
lows :

Plaintiff is a m ercantile corpora
tion. T he defendants are husband 
and wife, form erly living together 
and m aintaining a home in the city 
of Grand Rapids, Michigan. This 
action was brought to recover the 
purchase price of certain m erchandise 
furnished by the plaintiff during the 
period from April 25, 1902, to March 
29, 1904, the total sum charged for it 
being $3,285.31. The plaintiff decla- 
ed specially upon two w ritten  con
tracts, w ith the averm ent th at they 
w ere entered  in to  on or about O cto
ber 10, 1902, by the defendant, H a r
rie t E. Stowe, in h e r own behalf and

in behalf of the defendant, E rnest A. 
Stowe, and as his agent. By the 
term s of these contracts the agree
m ent is betw een plaintiff and Mrs. 
E. A. Stowe, and each contains re 
citals to  the effect th a t “said first 
party  agrees to  sell second party  
on fulfillment of this con tract in ev
ery particular,” etc., etc.

In  each contract title to  the goods 
is retained in the first party  until 
they are paid for. “a t which time said 
first party  agrees to  transfer the title 
thereto  to  said second party .”

In  each the second party  agrees to 
pay the am ount due in m onthly pay
m ents of $20 each. In  the first con
trac t the p roperty  described is:
Bill of April 25, ’02.............. $ 937.23
Bill of Oct. 8, ’02....................... 311.11
Bill of Oct. 10, ’02.......... .. 21.04

$1,269.38
In  this contract it is expressly 

agreed between the parties th a t if 
the second party  fails to  make any 
paym ent a t the tim e therein specified, 
the agreem ent to  sell the goods shall 
be considered void a t the option of 
the first party , who may, w ithout no
tice o r  demand, take possession of 
the goods and the am ount which has 
a t such a time been paid to the first 
party  shall be considered as paid for 
the use of the goods. In  the second 
contract, which bears the same date 
as the first, but which was made 
later and dated back, as the testi
m ony shows, the goods sold are de
scribed as in the first and there is 
a fu rther provision that the first par
ty  is authorized to  endorse upon the 
con tract m erchandise thereafte r pur 
chased by the second party  and by 
said endorsem ent such m erchandise 
shall imm ediately be subject to  all 
the provisions of the contract, title 
to  such after-purchased goods to re 
main in the party  of the first part. 
T here  is the fu rther provision th at if 
there is a failure to  make paym ents 
as specified, the agreem ent to  sell 
shall be considered void, the amount 
unpaid, w hether due o r not, shall, at 
the option of the first party, become 
due forthw ith, w ithout notice of any 
kind to  the second party, the first 
party  may imm ediately take posses
sion of the goods, the am ount paid 
shall be considered as paid for the 
use of the goods, and the first party  
shall have the right, after tak ing pos
session, to  recover in any court of 
com petent jurisdiction the balance 
due to  said first party  under the 
term s of the contract, and in such 
event shall recover against the sec
ond party  as liquidated damages the 
unpaid balance and in addition 25 
per cent, of said am ount for damages 
for breach of the con tract and for 
wear, damage to and use of the 
property. I t  is averred th at other 
goods were added to  the said con
trac t until the total am ount thereof 
was $3,285.31, upon which there was 
paid $540, leaving a balance of 
$2,745.31. I t  is averred that H arrie t 
E. Stowe, for and in her own behalf, 
and in behalf of her husband and as 
his agent, purchased these goods, 
and in her own behalf and in behalf 
of her husband prom ised to  pay 
plaintiff the sum of $20 a m onth

therefor; that paym ent has not been 
made. In  a second count, is is al
leged by way of inducement that 
the defendant, E rnest A. Stowe, be
fore and at the time of making the 
prom ises and undertakings m ention
ed, was a man possessed of great 
wealth, prom inent in the business 
world of the city of Grand Rapids, 
and that both said defendants, be
cause of the wealth and prom inence 
of E rnest A. Stowe, were liable to 
the demands of society and were 
compelled to  do their share of en ter
taining and that they m aintained an 
establishm ent (domicile) in an exclu
sive residence portion of the city of 
Grand Rapids, having as neighbors 
o ther persons of wealth and prom 
inence, and that it became necessary 
that the furnishings of the home of 
defendants should accord w ith those 
affected by o thers in like station in 
life and necessary th at defendants 
should furnish their home with cost
ly ornam ents, bric-a-brac and othei 
furnishings. On account of all this, 
it is averred, the contracts already 
referred to  were entered into, the 
goods m entioned therein were pur
chased and goods were afterw ards 
purchased, as has been stated. The 
declaration concludes with the com 
mon counts in assumpsit. A bill of 
particulars was required and was 
furnished. D efendant H arrie t E. 
Stowe, by her counsel, pleaded the 
general issue, and afterw ards w ith
drew her plea. D efendant E rnest A. 
Stowe, by his counsel, pleaded the 
general issue. He also denied under

oath the signing and execution of 
the w ritten instrum ents declared up
on, or either of them , and denied 
th at he authorized any o ther person 
to execute the same in his name or 
behalf or otherwise. T he cause co m 
ing on to be tried in the Superior 
Court of Grand Rapids, w ith a  jury, 
plaintiff offered testim ony tending to  
prove that an account was opened by 
plaintiff with Mrs. Stowe some time 
in 1895; that thereafter and up to  
1902 a considerable quantity  of 
goods had been bought by her and 
charged to her; th at in October, 1902, 
when the first contract was made, the 
unpaid balance of this account, con
sisting of the three bills already re
ferred to, amounted to  $1,269.38, all 
charged upon the books to  Mrs. 
Stowe; that after the m aking of the 
contracts goods were purchased and 
charged in the same way; th at the 
goods were, m any of them, d e liver
ed at the residence of the defendants 
and used to  furnish the residence, all 
of the testim ony tending to  prove 
th at the first of the goods in ques
tion here were bought April 25, 1902. 
and the last M arch 29, 1904. All the 
goods in question are covered by the 
term s of the contracts and a com
plete schedule of the goods is a t 
tached to the contracts. Defendant 
E rnest A. Stowe is not a party  to 
the contracts. N either purports to 
be executed for him or in his be
half or by any person as his agent. 
The sole parties to  the contracts are 
the plaintiff and Mrs. Stowe. Offers 
made by counsel for the plaintiff to

Elephant
Head

Rubber Boots
The fine new 

brand made by 
the

Woonsocket 
Rubber Co.
All styles

Detroit Rubber Co.
Detroit, Mich.
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prove th a t Mrs. Stowe was acting 
as the agent of her husband in buy
ing these goods and in m aking the 
contracts, by testim ony of her s ta te 
m ents made in the absence of her 
husband, were excluded. O ther rui- 
ings complained of are shown by the 
follow ing:

“Q. H ow  w ere th e  goods charged, all 
th e  w ay  th ro u g h ?  A. A lw ays charged  to  
M rs. E . A. Stowe. Q. On w hose respon
sib ility  did you t ru s t  h e r fo r those goods? 
Mr. H a tch : I  object to  th a t, a s  a  con
clusion of law . T he C ourt: T he  objec
tion  is susta ined . * * • w itn e s s :  She
bought a t  o u r s tore , a s  n ea r a s  I  can  
a sc e rta in  a t  th e  p re sen t tim e, p rio r to  
th e  am o u n t of goods th a t  a re  here  in  th>g 
case, ten  o r tw elve hundred  dollars 
w orth . W e never m ade an y  d ifferen t a r 
ran g em en ts  w ith  h e r from  th e  tim e she 
com m enced to  buy goods up un til the  
tim e  she had  bought over tw elve hundred  
do llars  w o rth  on th e  bills in  th is  case. 
Q. T he goods w ere bought and  paid  for? 
A. Yes, sir. Q. F rom  tim e to  tim e? A.* 
Yes, s ir. Q. All charged  to  he r?  A. 
Yes, sir. She com m enced buying goods 
in 1895, to  buy goods fo r fu rn ish ing  th e  
house on Kellogg s tre e t. She cam e in 
th a t  year, and  th e  firs t bill w as paid  by 
Mr. Stow e him self, an d  she  bought goods 
dow n to  1902. I t  so happened th a t  th e  
pay m en t ju s t  balanced a  c er ta in  num ber 
of b ills on th e  ledger, an d  ou r book
k eeper d rew  a  red  line  and  balanced th e  
book up, b u t rea lly  th e re  w as no b reak  
w h a tev e r In th e  p u rchases  from  th e  first 
to  th e  v e ry  end. She notified u s th a t  she 
w as g e ttin g  th e  goods fo r th e  hom e, so 
she continued to  buy u n til O ctober, 1902, 
an d  she  cam e in  one day, th e re  w as 
ow ing abou t tw elve hundred , an d  said— 
Mr. H a tch : I  object to  w h a t she said. 
Mr. E llis: I  offer to  show  th a t  a n  a r 
ran g em en t w as m ade a t  h e r  request, and  
for th e  benefit of M r. Stow e an d  herself, 
to  ge t tim e on th e se  goods, w ith o u t any  
idea on M r. L eonard ’s p a r t  of re leasing  
Mr. Stow e a t  all, from  liab ility  for the  
goods. Mr. H a tch : She is n o t a  com 
p e ten t w itn ess  ag a in s t him , u nder th e  
s ta tu te , an d  w e ob ject to  an y  s ta tem en t 
sh e  m ay  have  m ade, th e  sam e a s  though 
she w as on th e  stand . I t  w ould be h e a r
say, anyw ay . Mr. E llis: I t  is th e  claim , 
an d  M r. Stow e is  try in g  to  defend a g a in st 
pay ing  fo r th e se  goods on accoun t of 
w h a t h is  w ife did. M r. Stowe w an ts  to  
defend a g a in s t’ th is  co n trac t, and  w an ts  
tn e  co n trac t. T he C ourt: H e r  s ta te 
m ents , w ith o u t an y  acquiescence o r p re s 
ence on h is  p a r t,  w ould n o t b ind  him . Mr. 
E llis: I t  m ay  b e  tru e  t h a t  h e r s ta te 
m en ts  w ould n o t b ind  him , th e n  h e r  a c 
tions  w ould n o t bind him , and  th is  con
t r a c t  w ould n o t b ind  him . T hey  claim , 
inasm uch  as  sh e  m ade  th is  co n trac t, an d  
w as n o t au tho rized  to  m ake i t  by him , 
therefore , i t  is  h e r con trac t, if i t  is w h a t 
sh e  said  ab o u t h e r  own co n trac t, i t  would 
be com peten t w h e th e r Mr. Stow e w as 
a ro u n d  o r  no t. I t  i t  is  h is  co n trac t, we 
a re  con ten t. T he  C ourt: You claim  
a g a in s t h e r  too. Mr. E llis: W e can  no t 
help b u t g e t a  ju d g m en t a g a in st h e r; she 
h a s  w ith d raw n  h e r  plea, an d  w e a re  en 
titled  to  a  ju d g m en t a g a in s t her, w ithou t 
an y  evidence a t  all. T he  C ourt: T hen  th e  
objection  is susta ined . * * * Q. A t
th e  tim e you m ade th a t  c o n tra c t (calling 
a tte n tio n  to  w h a t is  know n a s  E x. C., 
firs t co n trac t), w as th e re  a n y  u n d e rs tan d 
in g  o r ag reem en t, o r suggestion  by a n y 
body th a t  you w ould re lease  M r. Stowe 
from  liab ility  fo r those goods? A. No, 
sir. M r. H a tch : I  ob ject to  th a t  a s  in 
com petent, irre lev an t an d  im m ate ria l; the  
question  assum ed  th a t  M r. Stow e w as 
there . T he  C ourt: O bjection susta ined .
• * * Q. U p to  th e  tim e  th a t  th is
c o n trac t w as m ade, and  a f te r  th is  con
tr a c t  w as m ade, to  w hom  did  you look 
fo r th e  p ay m en t of th ese  goods? Mr. 
H a tch : W e  ob jec t to  th a t  a s  incom petent, 
irre lev a n t and  im m ateria l. T he co n trac t 
is  w ith  M rs. Stowe, an d  th e  goods a re  
charged  to  her. T he  C ourt: T he  objec
tion  is susta ined . * * * Q. W as it
rep resen ted  to  you a t  th e  tim e  by  M rs. 
Stow e, w hen  you m ade  th is  c o n trac t th a t  
Mr. Stow e w an ted  add itiona l tim e to  p ay  
fo r th e se  goods, a n d  th a t  h e  w ould pay  
fo r them , and  asked  fo r th is  c o n trac t 
back , sim ply to  ex tend  th e  tim e  of p ay 
m en t?  Mr. H a tch : O bjected to  a s  in 
com petent, irre lev an t an d  im m ateria l. 
T h e  C ourt: Susta ined ."

D efendant offered no testim ony, 
and the  C ourt directed a verdict 
against Mrs. Stowe and in favor of 
her husband, upon which verdict 
judgm ent was duly entered, and from  
the  judgm ent in favor of defendant 
E rnest. A. Stowe the plaintiff has ap
pealed.

O strander, C. J. (after stating  the 
fa c ts ) :

A t considerable length counsel for 
H . L eonard & Sons has argued and 
has supported by reference to  decid
ed cases, principles of law not con
troverted  and not involved. The 
fact th a t the goods were charged up

on plaintiff’s books to  Mrs. Stowe 
would not necessarily estop plaintiff 
to claim th at the goods were sold 
upon the credit of the husband. Lar 
son v. Jensen, 53 Mich., 427, 430; 
Taylor-W oolfenden Co. v. Atkinson, 
127 Mich., 633. T he general princi
ple which m akes the wife perm itted 
to purchase goods, necessaries and 
e th e r than  necessaries the agent of 
her husband to  pledge his credit 
therefor is not disputed. T he essen
tial and controlling fact in the case 
at bar is th at the goods were not 
sold, or agreed to  be sold, upon the 
credit of the husband, but upon the 
credit of the wife, who had the u n 
doubted righ t to  so contract. M et
calf v. Shaw, 3 Campbell, 22. I t 
seems to be unnecessary to  state  
that, in the face of the w ritten  con
tracts, plaintiff is not perm itted to 
say that the goods were in fact 
agreed to be sold upon the credit of 
Mr. Stowe. T he contracts are ex
press. N othing is left to  implication. 
Assum ing that Mrs. Stowe, as wife, 
had authority, express or implied, to 
bind her husband by purchases of 
goods, she did not undertake to  bind 
him. And if any fact necessary to 
the argum ent should be otherw ise 
considered lacking, we have the fact 
that the suit is begun against the 
wife and th a t plaintiff has a judg
m ent against her for the value of the 
goods.

T he judgm ent is affirmed.

W holesalers report a m ost health 
ful and satisfactory increase in en
quiries from  retail m erchants during 
the last m onth. The cheering part 
of this is that the enquiries and or
ders come from all sections, show
ing th at the  revival is general, and 
not simply due to  local conditions 
here and there. Business m en who 
were rabid pessim ists are comm enc
ing to  show the first flickering evi
dences of a smile upon their counten
ances for m any a long day. T hey are 
finding that the country is a great 
ways removed from  the bow-wows 
to  which they, in their despair, ex
pected it to  go, and the prophets of 
calam ity are daily followed by a les
sening num ber of disciples. T here is 
still some life left in America, and 
fortunes are yet to  be made. D epres
sions come and go, ju st as the day 
follows the night. T here seems to 
be every reason to  believe th at the 
shadows are really being put to  flight 
and the sun of prosperity  is about to 
shine once more. L et us accept the 
fact and add our quota of cheerful
ness to  the general rejoicing. If things 
are getting  better, say so—you were 
doubtless quick enough to  complain 
when they w ent the o ther way. I t  
is only fair to  admit prosperity  as 
readily as you whined about hard 
times. L et the m an who w ent about 
airing his troubles see w hat he can 
do to  disperse the gloom he helped 
to  bring. T he era of the  long face 
is passing.

“Luck” never springs up spontane
ously; it is really a plant of slow' 
growth.

P rosperity  covers a m ultitude of 
sins.

Railroad Matters of Interest. 
W ritten  fo r  th e  T radesm an .

All railroads have been bitten  by 
the economy beetle and the savings 
devices put into operation are al
ready giving startling  evidence as to 
w hat “trifles” mean to  the big car
riers. “Save a nickel a day for the 
com pany” is the slogan of the  Rock 
Island. “To pay for a 2 cent stamp 
a railroad m ust haul one ton of 
freight a distance of three and a 
half miles,’ says the Pere M arquette 
road to its employes, and a long list 
of o ther “trifles,” such as “one track 
spike is equal to  hauling one ton of 
freight two miles,” is given in the 
com pany’s exhortation to  its men. 
The Pennsylvania R ailroad is urging 
its enginemen to  economize in the 
use of oil, firemen in the use of coal, 
clerks in the use of stationery and 
trackm en in gathering  up old bolts 
and spikes.

Much is being done by the rail
roads in the way of securing new' 
industries for towns along the line 
and industrial agents are keeping in 
close touch w ith boards of trade with 
reference to  factory sites and build
ings and prospective industries. The 
report of the Illinois C entral' for the 
fiscal year shows earnings of 10.2 per 
cent, on capital stock, or the most 
prosperous twelve m onths in its his
tory, and in this connection 192 new 
industries were located along its 
lines during the year.

The plan of charging excess fares, 
now confined to the lim ited trains, 
is likely to be extended to  all trains 
made up of Pullman, observation and 
buffet cars wdthin a few m onths. On 
account of increased speed and heav
ier cars the cost of transporting  pas
sengers on these cars is greater than 
on ordinary day coaches.

T he Rock Island will cut its op
erating  expenses 10 per cent, during 
the next three m onths. Usually track 
work is stopped about Nov. 1, but this 
year the date is Oct. 1, and in all 
the shops the working hours will be 
cut from  nine to eight hours.

A fter an investigation covering 
three m onths the Pennsylvania Rail
road reaches the conclusion that high 
heels and hobble skirts are responsi
ble for a large proportion of the in

juries sustained by women while get 
ting on and off trains and m ounting 
and descending stairw ays in stations. 
A t least seventy-three such cases were 
recorded during the three m onths 
and the report of the company con
cludes with the pessimistic observa
tion th a t “women of all tim es have 
followed styles that are dangerous 
to life and limb.” The P ittsburg  
Dispatch suggests th at the Pennsyl 
vania issue a style book showing 
just w hat apparel women travelers 
should w ear to  be safe and sane.

T he Chicago, Burlington & Quincy 
has issued a num ber of pam phlets to 
farm ers covering the different phases 
of agriculture and horticulture, which 
are being distributed in six states.

Almond Griffen.

W ith  the coming of better times 
there will be a rush to  buy on the 
part of people who have had to  be 
economical to  the point of self-denial 
for a long time. As they see their 
circum stances improving, many of 
them  will grow  im patient and a t
tem pt to buy on credit in order to 
secure m erchandise they have long 
been without. They will do this be
lieving they are going to  be able to 
pay for all they get. But there will 
be miscalculations, and purchasing 
beyond means. Therefore the time is 
a t hand for m erchants to  be partic
ularly careful in the m atter of cred
its. T here will be m ad-haste to  sell, 
as the storekeeper has had a business 
famine so long he will be anxious 
to  get all the trade possible from 
the first flood of the tide of re tu rn 
ing prosperity. This will make him 
m ore ready to  take chances than 
when he saw hard tim es w ritten  in 
the faces of all custom ers. But there 
is danger lurking in the wake of the 
buyer who is too ready to  run bills. 
Caution is even m ore necessary in 
good tim es than bad, so far as cred
its are concerned, for the consum er 
is m ore ready to assume debt when 
the road ahead seems to  have a gold
en pavement. “ In  the tim e of pros
perity, consider.”

If w ater were as costly as wine, 
everybody would prefer it—ten times 
over.

Let the “Sun Beam” Line of Harnesses and 
Collars Increase Your Fall Profits

Most any horse owner can be tempted to buy if you show a better appearing class of 
goods with an established reputation for wearing qualities.

Sun Beam harnesses have become famous because of their superiority, and the careful 
buyer finds many evidences of our skiU and accuracy when comparing this line with others of 
similar price.

The line is complete with a harness for every accasion. and offers the dealer a splendid
opportunity to make satis
fied customers w i t h o u t  
sacrificing his legitimate 
profit.

If you have Sun Beam 
harnesses. SELL THEM; if 
you haven’t, get the big 
catalog a t once.

BROW N & 
SEHLER CO.
Grand Rapids, 
Mich.
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PIONEER WEDDING TOUR.

Honeymoon Trip Through Woods to  
Muskegon.

W ritte n  fo r  th e  T radesm an .
“I heard a m an the o ther day tell

ing about the hardships experienced 
by the pioneers of W estern  Michi
gan,” said the  m an from  Oregon, ad
dressing Tom  T anner, whom  he was 
visiting, the tw o having been friends 
before Jake H erndon w ent to  the Pa
cific coast. “ I laughed in my sleeve 
and found m yself w ondering w hat he 
would th ink  of us chaps who w ent 
th ree  thousand miles across a vast 
w aste to  found hom es in the sunset 
land. W hy, Michigan is really  an 
E astern  state. I t ’s no trick at all to 
come out here from Maine or York 
S ta te !”

“N ot at the presen t time, I grant 
you,” agreed old Tom. “I ’ve no 
doubt you experienced a very ardu
ous time when you went W est, Jake.”

T he face of the old schoolm aster 
wore a grave, alm ost austere expres
sion under its tan. T here was, too, a 
tw inkle in the old eyes th at forebod
ed som ething to  come.

“I should say we did, Mr. T an 
ner,” and Jake slapped his friend’s 
knee. “W hy, the railroad didn’t go 
w ithin a hundred miles of our ranch, 
the one we had selected for a future 
home. W e had to  drive through with 
a span of mules. My wife was ac
tually seasick »riding in an old coach 
over the m ountain roads. W e were 
three days getting  through a t that! 
T hink of it, Tom —three whole days 
lagging through a wild country with 
women folks aboard!”

“Q uite terrib le,” grunted the 
schoolm aster. “ How long were you 
on the cars?”

“T he m atte r of nearly a week.” 
“G reat hardships you endured, you 

and your women, Jake,” sym pathiz
ed old Tom , coughing into his hand.

“You bet we did, Tom. And yet 
you’ll hear folks telling about when 
they came to Michigan from  the 
East, a m atter of only a thousand 
miles! W hy, it m akes me laugh to 
hear ’emm. O ut in O regon we call 
Michigan an E astern  state. W hy, it’s 
altogether ridiculous—”

“Conditions, my friend,” grunted 
Tom.

“H ow ’s that, T hom as?”
“ I t ’s the conditions th at make the 

good or hard experiences, Jake. W e 
call New England a land flowing 
w ith m ilk and honey, the very heart 
of our civilization, where hom es of 
com fort abount, but how was it in 
the days of the Pilgrim  fathers? 
Conditions were different, then, 
Jake.”

“W hy, yes, of course, in th at early 
day—”

“The rocky coast of old Plym outh 
colony was the F ar W est to  those 
sons and daughters of m erry  E ng
land in the long ago. Now Michi
gan, in her territo ria l days, was in
deed and tru ly  the W est. I can 
tell you a little incident th at will i l 
lu stra te  how far w est it was if you 
care to  listen.”

“ I  shall be glad to  hear it, Tom ,” 
assented  the other.

“I t  happened before I was born so

you will understand th a t it was some 
tim e ago. A relative of mine she 
was, who m arried a m an who had 
been W est to  the E ldorado of 
New England lumberm en, preem pted 
trac ts of pine land and was now re
turned to wed the girl of his choice 
and carry her away to  his new home 
at the m outh of the Muskegon.

“The girl Dan M orrill chose hap
pened to  be a Maine farm er’s daugh
ter, of considerable native intelli
gence, also an acquired education 
sufficient to  teach school, which she 
did at the ripe age of 14. She was 
ju st 20 when she m arried M orrill and 
bade her parents, sisters—she had no 
brothers—and friends farewell and 
set out on her honeym oon trip  to 
the lum berm en’s Eldorado, the T e r 
rito ry  of Michigan.

“I ’m not going to make a long 
sto ry  of this, for I know you haven’t 
the time to  listen. T he only woman 
companion to  the newlyweds was the 
wife of D an’s brother, who had been 
E ast on a visit and was now on her 
re tu rn  to her husband in the wilds of 
W estern  Michigan. The trip was not 
as now, a m atte r of a few hours; in
stead it occupied som ething like 
three weeks’ time, no t in com 
fortable railw ay coaches but overland, 
through a wild, unim proved country 
m ost of the distance.

If I m istake not, there was a 
short railw ay trip  through York 
State, thence th rough Canada by 
stage, through woods, over muddy 
roads, m oving at w hat we would now 
regard  as a snail’s pace. F rom  D e
tro it the trio  rode across Michigan 
to  Grand H aven behind an ox team. 
Slow locom otion to  w hat even your 
O regon m ules developed I think you 
will admit.”

W hat, all the way w ith oxen— 
from D etro it to  Grand H aven?”

E xactly  that, Jake, and when they 
got to  the H aven about the middle 
of November, on as beautiful an In 
dian sum m er day as one need ask 
lor, there was no mode of convey
ance to  Muskegon, their objective 
point, before the lapse of several 
days, boating then being by schooner 
or sloop, w ith such craft being few 
and far between. M orrill was anxious 
to  reach his destination before the 
good w eather broke, which he knew 
could be only a m atter of a few days 
a t the fartherest.

“H e soon learned that the only 
mode of conveyance was by dugout, 
which a F renchm an placed a t the 
service of the young couple. The 
ow ner of the canoe agreed to  accom
pany them  as pilot, so it was decid
ed to  set out a t once. T he trunks of 
the women were transferred  to  the 
canoe, or dugout, and the voyage of 
fifteen miles on Lake Michigan in 
an open canoe began. T h at little 
trip  was, to  the participants, a mem
orable one. I t  was late in the after- 
non, w ith scarcely enough breeze to  
form a ripple on the lake. M orrill 
knew, however, th a t when the de
lightful w eather term inated  a storm  
of m agnitude was likely to  break 
over the lake region.

“He was not far out in his reckon
ing, either, as the storm  came on sud
denly before the occupants of the

dugout had made half the distance to 
Muskegon. A terrific thunder storm  
swept down the lake. Darkness came 
on, rendering the situation still more 
alarming. The women were badly 
frightened, yet Dan M orrill believed 
he could make Muskegon harbor de
spite storm  and darkness; and, as he 
often told me when referring to that 

. time, he should have pressed on, p o l
ing the boat well out from shore, but 
for the French pilot, who became 
suddenly ra ttled  and made desperate 
efforts to  crowd the bow of the canoe 
on shore.”

“Should think that the safest thing 
to  do,” said Herndon.

“N ot in this case. However, the 
women becom ing so frightened and 
the pilot joining in their alarm, in 
spite of all his efforts the dugout was 
beached amid howling wind, falling 
rain and furious thunder and light
ning. T he waves rolled completely 
over the dugout, deluging its occu
pants. Dan m anaged to  get the 
women up on the beach beyond d a n 
ger, after which he, with the aid of 
the pilot, removed the trunks to a 
safe spot on the beach.

“Then M orrill set out to  find shel
ter. H e ran upon an Indian camp, 
where, in the crude wigwams, our 
friends found shelter. This was the 
New E ngland g irl’s first introduc
tion to  an Indian camp. The ill
sm elling place, yelping dogs and 
grinning squaws alm ost unnerved 
her. Dan went again in search of 
quarters, finding a m ore inviting 
shelter with white fishermen, where 
the  little  party  passed the rem ainder 
of the  night.

“E arly  the next day, guided by an 
Indian boy, M orrill made his way 
to  Muskegon, where he procured an 
ox team, which he drove to  the res
cue of the forlorn voyagers. T he trip 
through the woods to  M uskegon, then 
a rude ham let of perhaps a dozen 
dwellings, was an uneventful one, the 
little  pa rty  arriving safely a t the 
journey’s end. T h at was a very de
cided pioneer honeym oon trip, one 
th a t Mrs. M orrill never forgot.” 

“W ell, yes, I should say so,” ejac 
ulated the schoolm aster’s listener.

“D an’s young wife hadn’t a friend 
nor relative within a  thousand miles 
when she arrived th a t gloomy No
vem ber m orning in the shabby little 
settlem ent in W estern  Michigan. 
Now you m ay talk  about your pres
en t pioneering in O regon o r else
where, it is of no consequence com
pared w ith the hardships th at were 
encountered by the first settlers of 
this one time lum berm en’s Eldorado. 
M ichigan was the F ar W est then  all 
right, w ith an unbroken wilderness 
of twelve hundred miles lying be
tween it and the milk and honey 
land of old New England.”

“By George Tom, I believe you!” 
and Jake H erndon reached out and 
grasped the old schoolm aster by the 
hand. “ I ’ll keep still after this on 
the subject of pioneering.”

Old Tim er.

T here are some who can not see 
a wedding-day w ithout a thought of 
the m ultitude of days coming that 
are not wedding days.

Getting Value From a Trade Paper.
At the recent m eeting of the Caro

lina H ardw are Association, one of 
the queries in the question box was, 
“W hat is the best way to  make use 
of a trade paper so as to get the 
m ost out of it?” T hat is an easy one, 
and yet there are hundreds of men 
who are paying for one or m ore trade 
papers who get m ighty little out of 
them, some who are so foolish as to 
never open them for m ore than  a 
cursory glance. In  the first place a 
dealer who takes a trade paper 
should read it from  cover to  cover 
and do it in a system atic m anner— 
advertisem ents and all. Keep a pad 
conveniently by, and when you are 
specially interested or note an 
nouncem ents regarding literatu re  is
sued by jobbers or m anufacturers 
from which you think you m ight 
learn som ething or at least get a 
pointer, make a note of it. In  read
ing the paper, majric any articles 
which you think m ight prove benefi
cial for your clerks to  read and 
when you have finished pass it along 
with the understanding th at the 
publication is to be returned to  your 
office and placed on file when all are 
through with it, as it is an excellent 
plan to keep them  for future re fer
ence. The next th ing  is to  follow 
up the list you have made. Postal 
cards will do. Send for all the new 
catalogues, etc., th at have a ttracted  
your attention, and be certain in 
w riting to  m ention the publication 
in which you saw .them noted; that 
will help the paper, result in its b e t
term ent and a corresponding increas
ed value to  you. You will have a 
hard hunt if you find a trade paper 
published in the U nited S tates from 
which you can not learn som ething 
o r get some valuable pointers if you 
follow this simple course, which often 
m eans the difference between suc
cess and failure for a m erchant. The 
dealer who reads his trade paper, 
who follows up its suggestions, who 
takes every opportunity  offered in its 
columns to  thoroughly post himself, 
is seldom one of the num ber who 
complains th a t catalogue houses are 
running him out of business and nev
er one of those who w rites to  the * 
publishers, “Stop my paper; tim es 
are too hard for me to  take it any 
longer.” Get all you can out of your 
trade paper, help it all you can, and 
you will soon realize th at you are 
acquiring a fund of knowledge and 
inform ation, compared to  which the 
subscription price ten tim es over is 
m ere bagatelle.

No Use Dodging.
Am ong the men who served am ong 

R oosevelt’s Rough Riders in Cuba 
was a little  Dutch Jew, who, accord
ing to  the men in his own troop, was 
“the very incarnation of cool, im pu
dent bravado in a fight.” H e was a 
consistent fatalist.

One day he observed a comrade 
dodging a spent bullet th at had whis
tled uncom fortably close to  him.

V at s de use to todge dem pul
lets?” sang out the little  Jew. “Dey’ll 
h it you shust as veil vere you are as 
vere you ain’t!”
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Wheel base, 
90 inches

Horsepower, 
10 to 12

Capacity 
1,500 pounds

Length behind 
seat, 6 feet

For O nly $750
The Reo Light Delivery Truck, Designed by R. E. Olds. Does the 
Work of Three Horse-Drawn Trucks, at Less Than Half the Cost

By R. E. Olds
I have w ritten a book— a practical book 

— for m en w ho deliver goods. I want 
every such m an to  have it.

It g iv es figures and facts based on tests  
I ’ve m ade w ith a thousand R eo  trucks. It 
show s that horse deliveries, under average 
conditions, cost 2 ^  tim es w hat they cost 
w ith  this truck.

It proves that this truck w ill save its cost 
in one year w ith any m an w ho keeps it busy. 
W hen idle all cost is stopped. I f  you think  
that horse deliveries are g o in g  to continue  
I ask  you to read this book.

The Perfect Truck

in fifty sections, in forty  lines of business. And 
any man who learns w hat I know about it will 
never deliver by horse.

My 7-Year Motor
Alm ost the whole truck problem  lies in the 

m otor. A truck runs on solid rubber tires and 
the usual engine can’t  stand the jar. M ost 
trucks are driven by unskilled helpers. The 
engine m ust be simple, m ust be trouble-proof.

I have built gasoline engines for 25 years— 
built them  for every purpose. F o r a dozen 
years I have built m otor car engines. T he past 
seven years have been largely spent in perfect
ing the engine in this truck.

I t is radically different from my pleasure-car 
engines. I t  is built for m oderate speed, for 
u tte r simplicity, for immense durability. Just 
give it gasoline and oil, and let it go. One 
never needs to think of it.

average cost of running the Reo M otor Truck 
constantly  is $84.90 per m onth. T h at includes a 
driver at $50 per m onth. I t  includes deprecia
tion, painting and repairs, tire  usage, gasoline 
and oil, and 6% in terest on the investm ent.

T he cost of running tw o horse-draw n trucks, 
figured in the same way, is $135.58 per m onth. 
T h a t’s 60% m ore than the cost of one truck. 
Yet two horses can cover only 50 miles daily. 
The truck can cover 70, used in the same way.

Then the truck costs noth ing when it isn’t 
busy. I t  is never fazed by the heat, never stop
ped by the snow. The average difference in 
cost is about three to  one in favor of this m otor 
truck. And it trebles one’s range of delivery.

Price, Only $750
W e are selling this truck for $750—a seem

ingly impossible price. No o ther truck  of like 
capacity has ever been offered anywhere near 
so low.

L ots of costly m istakes have been made in 
trucks built on a pleasure-car chassis, equipped 
w ith pleasure-car engines, sold at pleasure-car 
prices. T hey were not economical, not satis
factory. And a good many m en have come to 
think th at the horse-draw n truck will continue.

T hat is folly. M otor car designers have sim
ply been too busy to  solve the light m otor 
truck question. In  the next three years horse 
delivery is bound to be nearly wiped out.

I have designed w hat I regard  as a perfect 
m otor truck. I have tested a thousand of them,

Let your delivery m an drive it and care for 
it. No mechanic is necessary. I t ’s less trouble 
by far than a horse.

1,000 Tests
Before com m itting m yself^n this way to  this 

truck I have tested one thousand of them. The 
tests have now covered a year.

I have tried them  on cobblestones and asphalt: 
in mud, clay, sand and snow. I have tried them  
in rural deliveries and in hilly towns. I have 
prov.ed their economy in fo rty  lines of business.

T he reason is th is: W e are going to  sell 
trucks on a business-like basis. W e are going 
to sell trucks a t a dray-w agon profit.

T his is not an experim ent—not any side is
sue. W e have built and equipped a big, separ
ate factory solely for these trucks. I ts  present 
capacity is 5,000 trucks per year. O ur object 
is to  quickly bring this output up to 20,000 
trucks per year. T he demand for these trucks, 
when men find them  out, is bound to  break all 
the m otor car records. I t  is good business, we 
think, from the very start, to  quote a minimum 
price—the lowest it ever can be.

W rite for My Book
I had a m illing concern, a t one time, 

make an 18-day test against horse 
trucks. The horse truck in that time 
made 133 deliveries. T he m otor truck 
made 418. The horse covered 110 
miles—the m otor truck covered 560 
miles.

W rite  us to  send you my book on Trucks. 
Look into this subject, and into this truck. 
W herever you are we have salesmen near you 
to  dem onstrate this truck. W e have m en to  
teach your m en to  run it. And these men, year 
in and out, will render you Reo service.

I have carefully figured comparative 
costs on the basis of m any tests. The

Ju st w rite us now, before you forget it, to 
send you our book on Trucks.

R . M . O w e n  &  C o m p a n y
General Sales Agents for

R e o  M o to r T r u c k  C o m p a n y , Lansing, Mich.
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M ic h ig a n  K n i g h t s  of t h e  G r ip .  
P resid en t—J . C. W ittliff, D etro it. 
S ec re ta ry —F. M. A ckerm an, L ansing . 
T rea su re r—Lou J .  B urch , D etro it. 
C haplain—A. G. M acE achron, D etro it. 

t R e c t o r » —H . P. Goppelt, S ag inaw ; P . 
L. Day, Jac k so n ; W . J .  D evereaux, P t .  
H uron ; Jo h n  D. M artin , G rand  R apids; 
C. H . Phillips, L apeer; £  T  .H urd , D avison.

G r a n d  C o u n c i l  o f  M ic h ig a n ,  U . C . T .  
G rand  C ounselor—George B . C r a w .  P e -  toskey.
Ju n io r Counselor—Jo h n  Q. Adam«. B a t

tle  Creek.
P a s t  G rand  C ounselor—C. A. W heeler. 

D etro it. *
G rand S ec re ta ry —F red  C. R ich ter, 

T rave rse  City.
G rand T rea su re r—Jo e  C. W ittliff, D etro it.
G rand  C onductor—E . A. W elch . K a la 

mazoo.
G rand P ag e—M ark  S. B row n, Saginaw . 
G rand Sentinel—W alte r  S. L aw ton , 

G rand R apids.
G rand  C haplain—Thos. M. T rav is , P e - 

toskey.
E xecu tive  C om m ittee—J am e s  P . H am - 

mell, L ansing ; Jo h n  D. M artin , G rand 
R apids; A ngus G. M cE achron, D e tro it; 
Tames E . B urtless, M arquette .

Increased Cost of Securing Orders in 
Canada.

Tn two essentials the Canadian 
field differs from ours, when looked 
a t from the viewpoint of the travel
ing salesman. Those two are tran s
portation  facilities and the tem pera
m ent of the buyer. In  the States 
thousands of travelers “m ake” three 
towns within eight, nine or ten 
w orking hours. M any do three cities 
in as m any days, and it is no uncom 
mon occurrence for them  to call on 
all houses in three or four different 
lines of commercialism in all three 
cities. T here are not m any m in
utes lost. T he drum m er knows his 
buyer—knows w hat he w ants and 
how he wants it. T he storeroom s are 
likely open for his inspection.

In  Canada the traveler and buyer 
hold much the same relationship to  
each other. I t  is, however, a physical 
impossibility to cover three Canadian 
cities in three days. T here are sev
eral exceptions to  this, but, generally 
speaking, a drum m er feels elated if 
he finishes a city of 70,000 in one 
day.

Beginning L ate in the Day.
A true incident m ay clear up som e

what the reason why there should be 
such a difference in speed of travel 
between Canadian houses and those 
of the United States. T his happen
ed in a small town of about 10,000 
population in the Province of Nova 
Scotia. The commercial traveler in
volved represented the Canadian 
branch of a large Am erican cereal 
m anufacturer. On a certain m orning 
we find him in this small town e n te r
ing the office of a wholesaler. He 
asked to  see the buyer.

“D on’t get down to the office until 
10 o’clock, sir,” he was advised.

Upon try in g  several o ther prospec
tive custom ers he concluded it was 
useless to  s ta rt w ork until the m orn
ing  was half spent. W hen he finally

reached the buyer upon whom he 
first called, a m ost hospitable recep
tion was accorded him. Conversa
tion fo r th irty  m inutes turned tow ard 
everything but business. T he climax 
was reached when an invitation was 
extended to  go fishing a t 3 th at a ft
ernoon. Inasm uch as no transpor
tation was available out of town until 
m orning and lie only had three o ther 
calls to make, the salesman did. 
w hat m ost of us would—accepted. 
He hooked some excellent fish. But, 
his m onopolization of th e  buyer 
would not have been appreciated bj* 
o ther salesmen who figured also on 
th at m orning train  out of town.

Of course, such conditions as these 
are m ost acute in sm aller towns. 
Particularly  so in the m aritim e prov
inces. Cities and tow ns all over the 
Dom inion are  upon m uch the same 
basis in a lesser degree. T he simple 
tru th  is, the Canadian respects his 
health, sleep and recreation where 
we, m any times, do not.

I t  is apparent th a t few calls can 
be m ade in a day in Canada. A sales
m an m ust, of necessity, be guided by 
the buyer’s habits. U sually he is the 
trave ler’s first, last and only hope. 
So he m ust be catered to. As a con
sequence, Mr. Salesman can neither 
wrork long hours no r rush during the 
few hours he does labor, in an en
deavor to  cover te rrito ry  m ore rap 
idly. You will all agree th at one of 
the w eightiest factors in salesman 
efficiency, from  the profit-and-loss- 
sheet view, is the am ount of te rri
to ry  thoroughly  covered in a given 
time.

Poor T ransporta tion .
E ntirly  aside from  tem peram ental 

difficulties which are briefly referred 
to  above, the salesman in Canada is 
retarded by poor transporta tion ; and 
m any tim es alm ost to ta l lack * of 
any. F rom  some tow ns there is one 
train  a day. Frequently , it is a m orn
ing train and dollar-hours are lost. 
Many tim es the next tow n is 100 
miles away and th a t m eans four or 
five hours’ idleness. A day train  is 
profitable from  the standpoint of a 
railroad corporation, but it costs the 
house m oney every mile. A nd some 
of those miles in Canada are four 
cents each. From  some tow ns trains 
are run only every o ther day.

The fact th a t Canada’s population 
of 8,000,000 is spread over 3,500 miles 
one way and several hundred the o th 
er is a pertinen t fact if you pay 
the expense book total. T here  are 
in the Dom inion only seven o r eight 
large centers of population, with a 
to tal population of 1,237,000. T hat 
m eans 6,760,000 live in small towns 
betw een the  two oceans. Between

two such towns there is usually onl3r 
one railroad. The traveler m ay easi
ly go 500 miles and pass through a 
to tal population of not 500 people.

The factor which m ost retards the 
salesm an’s progress is based upon 
this scattered population. E lectric 
in teru tban  cars aye comparatively 
unknown. - Reasons why suggest 
them selves to  you, no doubt, imme
diately. W ithout people car lines 
don t pay. Again, when these people 
are spread over extensive areas it is 
equally as bad a proposition for the 
traction  company. So, with a few 
exceptions, you will not find in Can
ada the system  of inter-tow n elec
tric  cars which so thoroughly  threads 
the U nited States. Every few m in
utes a salesman m ay jum p on a car 
in St. Paul and shortly  after step 
off in Minneapolis. H erein lies the 
g reatest advantage the Am erican has
over his Canadian b ro ther in getting  
around to  see his trade. W hen you 
do find an electric car line in a city 
in Canada it is usually a good one. 
M ontreal is one of the fortunates.

L ittle  Business in W inter.
In w inter a num ber of provinces 

“close up.” Heavy snows and cold 
w eather effectually stop traffic. The 
consequent light travel influences the 
several railroads to  take off m ost of 
their sum m er schedules. The rate of 
w inter travel is indeed slow. Few 
salesmen make the F ar E astern  and 
F ar N orthw estern  provinces in win
ter. lo w n s  there get w inter sup
plies in the fall o r take a chance on 
mail orders. W in ter freights, while 
very slow in reaching destinations be
cause of w eather and distance, are 
reasonably sure.

An Am erican salesman does not 
take kindly to  the enforced “let up” 
in Canadian travel. “Racing” fits his 
tem peram ent b e tte r than  jogging 
along. T his is particularly  true 
w here he has seen years of service 
in this country. T he habit form ed in 
years of rushing is deeper than skin. 
Consequently, it is good policy to  
s ta rt younger travelers into Canada. 
W hen thoroughly  acclimated, per
haps, they will conclude th a t the 
slower, m ore evenly balanced Cana
dian conditions offer a surer road to 
health  if not to  heavier purses.

F rom  the view point of the m anu
facturer or “house,” traveling m en in 
Canada are expensive. H otel rates 
are about the same as in the States. 
But, as we have seen, transporta tion  
facilities and short w orking hours r e 
sult in increased cost in o rder-get
ting by the salesman route.

J. Allan Ross.

The Hour That Is Lost.
I t is one of the hardest things in 

the world to catch the hour that is 
lost. You m ay chase it all day, but 
it keeps ahead of you and takes a 
demoniac pleasure in tantalizing you. 
I t is always ju st far enough ahead 
to  be out of reach, but yet in sight. 
Every effort to  speed the duties that 
belong to o ther hours in o rder to 
find borrow ed tim e for the task 
which should have had a ttention  in 
its own place, earlier in the day, re
sults in com plete failure o r slighted 
work.

O ctober 4, 1 9 1 1

I t  is the regularity  of having a time 
for everything, and doing it a t th at 
time, th at m akes each day round out 
in satisfying completeness.

The work that is done a t the right 
time, w ithout undue haste, giving 
proper attention  to every detail, is 
not only better done, but is not near
ly so laborious and tiresom e as that 
which is perform ed under stress of 
hurry and anxiety. I t  is the fusser 
and fre tter who wears himself out 
in accomplishing w hat the m ethodi
cal person does w ithout fatigue.

Wanted, “Package Goods.”
The stranger had had nothing to 

eat all day, and was very hungry. 
H e had come into the jerk-w ater 
town from a long overland drive in 
order to  take the train  for his home 
in Chicago. W hile w aiting for the 
train, he went into a nearby restau
ran t to appease his hunger. W hen 
he was seated the flies began to 
swarm about the table. H e looked 
about and saw the walls were cover
ed with grease and dirt. The table
cloth was spotted, the dishes half- 
washed, and the napkin soiled and 
damp. A girl approached him with a 
chew of gum in her m outh and be
tween chews asked.

“W hat yer have, ser?”
He looked a t her with a lost appe

tite.
“You m ight bring me a cocoanut 

and a hatchet,” he replied.

Kindness and justice should go 
hand in hand; but they are con
stantly  parting  company.

W hen you get on the righ t road 
do not stay still upon it so long as 
to keep others back.

The Breslin
Absolutely Fireproof

Broadway, Corner of 29th Street

Most convenient hotel to  all Subways 
and Depots. Rooms Si.50 per day and 
upwards with use of baths. Rooms 
S8.50 per day and upwards w ith private 
bath. Best R estaurant in New York 
City with Club B reakfast and the  world 
famous

“ CAFE ELYSEE”

NEW YORK

Hotel Cody
Grand Rapids, Afidi.
A. B. GARDNER, Mgr.

-M an y  improvements have been made 
m  thispopukur hotel. Hot and cold water 
have been put in all the rooms.

roo.ms hav® been added, many with private bath.
tifS if i"bi )Fvha? .b?en enlarged and beau- 
BM^daf l i £ e duuni room “ °y« l to the

A r c K i T ® - ®-00, **•“
All meals 50c.
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News and Gossip of the Traveling 
Boys.

Fred Hannifin, who makes his 
home in Greenville and travels for 
the N ational Biscuit Co., has been 
finding fault w ith business and o ther 
conditions since Greenville w ent dry. 
Shucks, Fred, and Baldwin Lake only 
a mile away? L ots of wet there.

Godfrey, L ivingston, Thacker, 
W esse and T aylor all jumped off at 
the G. R. & I. crossing in T raverse 
and beat it for the Fa ir Grounds, 
only a short distance away, and a t
tended the Fa ir until dark. Keerful 
fellers, w hat you say, the boss knows 
you were all there.

In  last week’s issue of the T rades
man the editor stated th at the gifted 
architect of this departm ent is a de
vout follow er of' the P rophet Moses. 
Sure thing. W e’re a follower of any
th ing  th at has a “profit.”

Ju s t because we had a New Year 
happen in on us, doesn’t signify that 
anyone should forget us on Decem
ber 25.

A. L. Joyce and O. J. O ’Reilly had 
an enjoyable ride on the m erry-go- 
round a t the T raverse City Fair. 
T hey sang (we say sang, because it 
sounds b e tte r than  the real w ord) 
“W hen we were a couple of kids” 
for the enterta inm ent of the large 
crowds.

Gard W allace, who recently  resign
ed his position w ith the M. M. S tan
ton Co. and accepted one with the 
Cohn B ros.’ Co., of Milwaukee, is 
now on the job, covering his old te r
ritory. Gard reports a nice business 
and his m any friends am ong the buy
ers in W estern  Michigan are doing 
their share tow ard giving him a good 
send off.

Ferd  “W indy” Van Bloois has been 
covering the te rrito ry  of Bill Fitzgib- 
bons’ while the la tte r’s arm, which 
was broken a short tim e ago, recov
ers its strength. “W indy” thought 
last week was to  be his last week on 
the road and was so delighted th at he 
w ent down and took a Turkish bath 
to  boil out the travelingitis from  his 
system.

Sing a song of sixpence,
Business going to  smash.

H ustle, bustle, advertise,
T hen you’ll raise the cash.

T he Pere M arquette (Saginaw 
branch) still furnishes a combina
tion sm oker and baggage car for the 
boys. I t  is both unsanitary and too 
small and the boys would appreciate 
it if the company would put on a 
life size sm oking car.

Edw ard W ells, representing  Fos
ter, Stevens & Co., was seen smok
ing a cigar a t the T raverse City Fair. 
Ed. is always in for all the fun 
there is.

F rank  M. Gardner, of T raverse 
City, has a t last consented to  run 
for public office and asks the earn
est support of all U. C. T .’s in the 
State. In  fram ing up his platform ,- 
which is an entirely  new one, it nec
essarily took up considerable of 
F ran k ’s tim e and he will be about 
a m onth behind (on the sta rt)  w ith 
his line of shoes for spring. W e 
hope, and will offer a small prayer, 
th a t his trade will all wait for him.

W. S. Richardson, President of the

Central Lake B^nk, is still w earing 
his straw  hat. W ould like to m en 
tion, “Deak,” that Ackley haid a 
sale on odd hats the o ther day. Ask 
W alt Swasey how he likes his.

H ere’s one on C. P. Judson, who 
runs a hardw are store at Big Rapids: 
Judson, who is one of the finest 
fellows th at ever turned a traveling 
m an down, went down to  m eet the 
Prosperity  Special th at was conduct
ed by the Grand Rapids jobbers and 
m anufacturers. He m et W . S. God
frey, of T raverse City, and C. A. 
Green, representative for the O ster 
M anufacturing Co., standing on the 
corner and took them  in his auto, 
showed them  the city, furnished them  
with cigars and a souvenir book of 
Big Rapids and then brought them  
back to  the depot. Judson w on’t 
know until he reads this th at God
frey and Green had nothing to  do 
with the Prosperty  Special. T hey en
joyed Judson’s hospitality verym uch, 
however.

W. E. Rosengarten, representing  
A. Krolik & Co., D etroit, says all 
people and all hotels look good to  
him. “Rosy,” as he is familiarly call
ed, is one of the grand old men of 
the road. Old in service but not in 
years, starting  fo r A. Krolik & Co. 
when a boy, no one ever heard any 
calamity talk  from  him. “Rosy” has 
been with A. Krolik & Co. for th ir
ty-five years and looks good for th ir 
ty-five more.

R eferring to  the article w ith spe
cial reference to  F red  R ichter in 
another part of this page, we would 
like to know who laid the eggs.

Every traveling m an’s wife whose 
husband’s initials are E. B. and some 
th at are nearly E. B. is hot-footing 
after us to  find out if their husbands 
have really been driven into the bag
gage coach on account of their good 
looks, the fair sex simply swamping 
them  with smiles, etc. No, ladies, it 
was the w riter and we didn’t dare 
put in the righ t initials. O ur wife 
has some wallop, also.

Of course, J. H. Payne, of Lowell, 
the live dry goods m erchant, is be t
ter looking than we are, but he isn’t 
a traveling man.

Genial Charlie W ilson, of W hite 
Cloud; was one of our country visit
ors this week. A fter Charlie was in 
town for a few hours the street cars 
didn’t scare him a bit.

D on’t forget that Grand Rapids 
Council, U. C. T., m eets Saturday 
n ight and sta rts  prom ptly a t 7:30. 
Bring your ladies. A good tim e is 
promised. R efreshm ents will be serv
ed.- J. M. Goldstein.

An Ow osso correspondent w rites: 
W illiam  S. K ing has resigned his po
sition as traveling salesman fo r the 
Ow osso Casket Co. and has a sim ilar 
place w ith the Cleveland Burial Cas
ket Co. Capt. F red  E. V anDyne will 
succeed him, his territo ry  including 
Michigan and Ohio.

A St. Clair correspondence w rites: 
John  Seips has resigned his position 
w ith the S trauss & Sons grocery firm 
and will take a position w ith the St. 
Clair Milling Co., as traveling sales
man. H is te rrito ry  will cover the 
g reater part of the State.

News and Gossip About Saginaw 
Salesmen.

Saginaw, Oct. 3—The m em bers of 
Saginaw Council, No. 43, U. C. T., 
have invited the m em bers of Bay 
City Council to  be with them  at their 
m eeting Saturday, Oct. 21, at which 
tim e five candidates will be on hand 
to  take the work. Sometime ago the 
m em bers of the Saginaw Council 
w ent to  Bay City and conferred the 
degree on several candidates.

Arno Guider, local m anager of the 
H erschel M anufacturing Co., has re
turned home afte r spending two 
weeks a t the D etro it S tate Fa ir in 
the in terest of his company.

C. A. Judd received his check from 
the U. C. T. for the injury received 
by being hit by a street car some 
tim e ago. Charlie says the settlem ent 
was m ore than he expected and prais
es the U. C. T. for its prom ptness.

T he Saginaw Shriners give a m in
strel show in O ctober and pne of the 
big draw ing cards is a solo or song 
and dance (the w riter can not tell 
which a t p resen t) by M. S. Brown, 
who travels for the H azeltine & P er
kins D rug Co. Please advise Hazel- 
tine & Perkins not to  rush “M ark” 
the next th irty  days, as he is busy 
a t his new stunt, which will, no 
doubt, bring  him a great m any of
fers to  go abroad next season with 
Fields’ M instrels or some other great 
com pany..

No doubt the hotels in Michigan 
have had a dull week, as m ost of the 
boys who travel out of Saginaw have 
been at home the past week en ter
taining custom ers who were in to  a t
tend the Industrial Exposition and 
Land Show, which, by the way, was 
a grand success, and the boys report 
a g reat m any of the dealers were in 
and trade was good.

B. N. M ercer, E dgar Hubbell, 
A rno Guider, Jack M cLaughlin, Geo. 
Dorr, C. S. Fuller and several other 
salesmen were visitors a t the State 
Fair a t D etro it in the in terest of their 
houses, m ost of which had exhibits 
there. C. S. F.

Specialty Salesman vs. General Sales
man.

Kalamazoo, Oct. 3—I have offers 
from  two concerns which wish me to 
represent them  as salesman. One 
m akes a single specialty, the other 
would expect me to  handle their gen
eral line. All o ther things being 
equal, which is the be tte r m oneym ak
er for the salesman—the popular spe
cialty, o r an old-established and easy- 
selling “general” line? U. C. T.

A specialty which has been well in
troduced and for which there is a 
dem and will often net a salesman 
very large commissions. Usually the 
article he is selling brings in a large 
profit to  his house, which can th e re 
fore afford to  pay him liberally.

On the o ther hand, the specialty 
salesman is not always sure of so 
perm anent and steady a trade as the 
general salesman. T his is particu lar
ly true when the specialty is some
th ing  which can only be sold in one 
season of the year. T he m an who 
haindles a general line always has 
som ething seasonable w ith which to  
approach the trade.

E ither of the opportunities open to  
you has its peculiar advantages. In  
m aking a choice it would be wise to  
be governed to  some extent by your 
previous experience as a salesman. 
T he goods with which you are m ost 
thoroughly acquainted will probably 
make m ore m oney for you than goods 
with which you are entirely unfamil
iar.

Boys Behind the Counter.
Petoskey—Clarence Averill has re

signed his position as m anager of the 
shoe departm ent of the S. Rosenthal 
& Son’s store and has gone to  his 
home at Mesick for a visit before go
ing to  Grand Rapids, where he ex
pects to  take up chiropodist work. 
H is position in the R osenthal store 
will be taken by Stanley Granger, of 
Lansing. Mr. Averill has been with 
the firm two years, having been in a 
sim ilar capacity in Levinson’s depart
m ent store the year p rior to  that.

Corunna—B rant Rouse has taken a 
position in Kay & M ills’ grocery store.

C harlotte—Miss Nellie Fisher, who 
for the past tw o years held a posi
tion as clerk a t D oyle’s dry goods 
store, has resigned to  accept a simi
lar position w ith Dancer, Brogan & 
Co., a t Lansing.

Petoskey—T hom as Carroll has re
signed his position as m anager of Car- 
roll’s shoe store, which he has occu
pied since the store was established 
about a year and a half ago. Mr. 
Carroll was head salesman at the 
Eagle shoe store for a num ber of 
years before assum ing control of the 
new firm. Mr. W artenbee, ow ner of 
the store, has not yet engaged a suc
cessor to  Mr. Carroll.

Respectfully Referred To Fred C.
Richter.

Grand Rapids, Oct. 3—A Rhode Is
land red hen, owned by Mrs. C. E. 
Felton, besides laying once or twice 
daily, is noted for the size of her 
eggs.

Recently she laid an egg m easur
ing 8}%x7 inches, which weighed five 
ounces. A few days after she outdid 
herself by laying one 9x7 inches, in
side of which was another perfectly 
form ed egg 7)^x5)^ inches, weighing 
four ounces.

Secure some of th at kind of hens, 
Fred, and you will find it much more 
economical than  buying “hard boiled 
eggs in Muskegon.”

One W ho Can N ot Forget.

Too Bad For Jim.
D etroit, Oct. 3—W ill you please 

have inserted in the commercial 
travelers’ departm ent over my name 
the following: Pooh, pooh! for Jim 
Goldstein! W . E. Adams.

Local m em bers of the T. P. A. are 
happy over the prospective visit on 
Friday or Saturday of this week of 
T. S. Logan (St. Louis), National 
Secretary of the T. P. A., and V. J. 
Schoenecker (M ilwaukee), National 
D irector of the T. P. A. These gen
tlem en will be guests of the local 
m em bers at the Livingston Hotel, 
where they will be tendered a compli
m entary  dinner Saturday evening.

The dining table has killed more 
men than the battle field.
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Annual Address of President Bugbee 
at F lint

As we ga th e r in this, our th ird  
annual convention, it would be pleas
ant and, perhaps, profitable t o  go in 
re trospect over the th irty  m onths 
since our first m eeting, but tim e will 
not perm it. W e have gathered  in 
goodly num bers to  hear of the work 
done the past year and to  calmly and 
earnestly  consider ways and m eans 
fo r fu rther carry ing  forw ard the 
purposes for which we were organ
ized. I t  is not m y purpose to  re
view the w ork in detail, as the re 
ports of the officers and com m ittees 
will do that.

In  June I sent the m em bers a let
te r  telling som ething of the w ork of 
our Legislative Committee. T his 
afternoon we are to  have a com
plete report of its faithful efforts and 
hard wrork. If  (as you may see it) 
not as much was accomplished in 
new legislation as we hoped, the 
fact th a t much adverse legislation 
was killed through their efforts is 
w orth  all the tim e and labor given. 
L et me emphasize th a t word “giv
en.” I know it will m eet with your 
hearty  approval. In  Ohio, with 
druggists in each branch of the L eg
islature, they  too failed on their m ost 
im portant bill; but often in defeat 
lies ultim ate success and should in
spire us to  g reater determ ination and 
effort.

T he decision in the Miles con
trac t case is fafhiliar to  you. The 
prom ptness w ith which they m et it 
by a new contract and their efforts 
in behalf of the retailer should re
ceive some recognition from  us. 
T h at during the closing sessions of 
the Legislature the H inkley bill be
came a law m ay be hum iliating and 
justly  arouse our indignation, yet it 
m ay serve a good purpose in arous
ing druggists to  the necessity of 
tak ing an individual in terest in leg
islation and of becom ing active m em 
bers of this Association. T his law 
was not born  of a desire to  safe
guard the people, but to  line the 
pockets of some m anufacturer a t our 
expense. Shall we not comply with 
the law and thus show th at even 
w ith a bad law we are law abiding 
and can go before the next Legisla
ture w ith a b e tte r outlook for its 
repeal, and for the success of any
th ing  we m ay ask of them. H ow 
ever, it is not necessary for you to 
buy of the prom oters of this hold-up 
scheme.

U ndoubtedly, the Shurley stamp 
tax  bill will come up again a t the 
next session of Congress. I t  scarce

ly seems necessary to  urge the im 
portance of personal w ork with the 
congressm an from  your d istric t if 
we would defeat this bill.

On the question of vendors and 
vending we, a t least, have a  “com
m unity of in terests.” Because there

will be no m eeting of the Legisla
ture next w inter, unless called in ex
tra  session, is no reason why we 
should not im m ediately form  our 
lines for ano ther compaign. I t  is 
but a few m onths before the prim ar
ies to  nom inate candidates for the 
next Legislature; already the “bee is 
buzzing” in m any a politicians’ bon
net that he is the man to  represent 
you. Is  he? I t  is for you to  know. 
W h y  not cease being so m odest and 
let the bee not only buzz in your 
bonnet but get out to  sting the vot
ers with the fact th a t you are the 
m an for the hour.

T he druggists of Indiana suc
ceeded in getting  a good law that 
no drugs or medicines could be 
vended w ithin tw o miles of a drug 
store. I f  we can not get full jus
tice let us get all we can.

Soon after our last m eeting the 
chairm an of the Legislative Com
m ittee, Mr. Van Allen, asked to  be

relieved from the position as he 
expected to spend the w inter in the 
South. W hile sorry to do so I 
complied with his request and ap
pointed H enry Riechel as chairman. 
A little  later Mr. M acDonald ten 
dered his resignation as Secretary, 
having accepted a position with a 
wholesale drug house in Chicago. 
The faithful apd able m anner in 
which he had perform ed the duties, 
the fu rther fact that to  his untiring 
efforts is largely due the success of 
this Association made me very re
luctant to  accept it. W ho should ! 
name as his successor just a t the 
im portant time? H is interest in the 
A ssociation and' his activity as a 
m em ber of the Legislative Commit
tee led me to  believe th at Mr. 
Cochrane was the m an for the place,

and we are to  be congratulated that 
he accepted the appointm ent.

In  Ju ly  I received a le tter from 
A rthu r L. Holm es, of D etroit, en
closing a "Call to  A rm s” and ask
ing me to  appoint five delegates to 
a convention to  be held in Chicago 
O ctober 18 to  oiganize a federation 
of associations in the retail trade. 
Believing it was a good move I ap
pointed Messrs. Riechel, Abell, 
Briggs, Stevens and Dullam as del
egates. T he thought came to  me if 
a N ational Federation, then  why not 
a S tate Federation? I recom mend 
that the Executive Committee, or 
my successor, appoint a delegate and 
an alternate  from  this Association 
to  the next m eeting of the Michi
gan Retail H a rlw are  Association, 
the M ichigan Retail G rocers’ A sso
ciation, the Michigan Business M en’s 
Association and o ther retail associa
tions th a t there m ay be a “reciproc
ity” of action in legislative m atters.

I believe we should be affiliated 
w ith the N. A. R. D., and it is only 
required th a t we shall so decide and 
send to  the Secretary of the Associa
tion 25 cents per capita for every 
dues paid by our m em bers. By so 
doing we will have the legal help 
of the N. A. R. D. and m any other 
benefits. I urge also th a t every 
m em ber of this A ssociation be a 
subscribed to  Notes. If you are, it 
will be an easy and inexpensive way 
for your officers and com m ittees to  
reach you and to  keep you posted. 
The m atter of fire insurance is an 
im portant one and we know th a t we 
have been paying prem ium s far out 
of proportion to the risk. T he A m er
ican D ruggists’ F ire  Insurance Co. 
writes a Michigan S tandard policy 
a t 25 per cent, less <han the old line 
companies. T he D ruggists’ Indem 
nity Company of St. Louis, is also 
one I can recom m end as giving safe 
insurance a t a fair rate. A t the 
m eeting in Grand Rapids two years 
ago it was the unanim ous sentim ent 
that the entertainm ent part of our 
m eetings should be lim ited to  a 
banquet and the expense be m et in
dividually; th at during the time of 
the sessions nothing be done to de
trac t from the attendance a t the 
several sessions. T he wisdom of 
this has been fully dem onstrated. I 
believe, too, that we have selected 
the best time for our annual ga ther
ings when a g reater num ber of us 
can best get away from  our business.

I t  is a m atter of congratulation 
that in two years our m em bership 
has been m ultiplied by ten, but that 
is not enough and how shall we in
crease it?

O ur brothers of the commercial 
travelers have done fine work, for 
which we are *very grateful, nor 
would I forget m any of our m em 
bers who have worked hard along 
th at line.

I t  seems to me th at the Ohio As
sociation has hit upon a m ethod that 
we can well adopt—they have put 
organizers in the field to  organize 
local county and district associations 
who shall also be m em bers of the 
State Association. In  place of a 
M embership Committee, I recom 
mend th at this w ork be placed w ith 
the Executive Com m ittee; th a t soon 
after the close of this m eeting the 
Com mittee m eet together w ith the 
Secretary and President and fully 
consider ways and means. Shall we 
say we can not have an organization 
equal to the State Medical Society 
or the S tate Grange in influence? W e 
can if we will. And we will. T h at 
is my faith in you, as I step down 
from the position w ith which you 
have honored me since the begin
ning. The record is before you and 
I am satisfied to  leave it to  your 
judgm ent.

I  thank  you fa r m ore than  words 
t a n  express for the hearty  support 
you have given me. I need not be
speak for my successors g reater in
terest and support. I know you will 
give it. Looking in to  the fu ture I 
see you again in annual convention 
w ith m em bership doubled, w ith in
creased attendance and in terest and 
every man a “live w ire.”

P residen t C. A. Bugbee
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WHOLESALE DRUG PRICE CURRENT
A ddum

A ceticum  ............. t f l  8
Benzoicum, Q e r . . 70® 75
Bor&cie ................. © 12
C arbollcum  ..........  20® 26
C itrlcum  ..............  45® 50
H ydroch lor ......... 3® 5
N itrocum  ............. 8® 10
O xallcum  ............. 14® 15
P hosphorium , dll. ©  15
S a lic y lic u m ............ 40® 42
Sulphuricum  . . . .  1%© 5
T annicum  ............. 7 5 0  85
T a rta r lcu m  ......... 88® 40

A m m onia
A qua, 18 deg;. . . .  4® 6
Aqua, SO deg. . . .  6 ®  8
C arbonaa ............. 13® 16
C blorldum  ........... 12® 14

A niline
B lack  .....................3 00® 2 25
B row n ................... 80@1 00
Red ......................... 46® 50
Yellow ...................2 60®3 00

B accae
C ubebae ............... 70® 75
Ju n ip e rs  ...............- 6 ® 8
X anthoxylum  . . . 1  00®1 25

B alsam um
Copaiba ................. 60® 65
P e ru  ................. 3 25®2 40
T erab ln , C a n a d .. 70® 80
T o lu ta n ............. 50® 60

C ortex
Abies, C an a d ia n .. 18
C assiae  ................. 20
C inchona F la v a  18
B uonym us a t r o . .  60
M yrlca C e r lie ra . . 20
P ru n u s  V lrginl . .  15
Q uillaia, g r d .  ••• 1»
S assa fra s , po 30 26
U lm us ................... 20

E xtractum
Q iycyrrh iza, Gla. 24® 30
G lycyrrhlza, po .. 28® 30
H aem a to x  ..........  11® 12
H oem atox, Is  . . .  13® 14
H aem atox , Ms . .  14® 15
H aem atox , Ms . .  16® 17

F erru
C arbonate  P re d p . 15
C itra te  a n d  Q ulna 2 00 
C itra te  Soluble . .  55
F errocyan idum  9  40
Solut. Chloride . . . .  15
Sulphate , com ’l 2
Sulphate , com ’l, by

bbl., p e r  cw t. 70
Sulphate , p u re  . .  7

F lora
A rnica  ..................  20® 25
A nthem  is  ............. 50® 60
Bfiatrlcaria ........... 30® 35

Folia
B arosm a ............. 1 75@2 00
C assia  Acutlfol, ___ ____

T ln n ev d ly  . .  15® 20
C assia, A cutlfol 26® 30 
S alv ia  offloinalis,

Ss a n d  % s . .  18® 20
Ursl ............. 8® 10

Qumml
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
Aloe, B arb  ........... 22® 25
Aloe, C ape ........... © 25
Aloe, Socotr* . . . .  © 45
A m m oniac ..........  55® 60
A safoetida  ..........1 60@1 75
Benzolnum  ........... 50® 65
C atechu, I s  ......... @ 13
C atechu, M* . . . .  © 14
C atechu, % s . . . .  © 16
C am phorae ......... 59® 64
E uphorb ium  . . . .  @ 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
M yrrh  . . . .  po  60 @ 45
Opium  ..................  @ 8  50
Shellac ................  45® 55
Shellac, b leached 60® 65 
T rag a c a n th  ......... 90@1 00

H erba
A bsin th ium  . . . .  4 50®7 00 
Bup& torium  oz pk  20
Lobelia . . . . o z  pk  20
M ajorium  ..o z  pk  - v
M entra  P ip . oz p k  23
M en tra  V er oz pk  25
R ue ..........  oz pk 39
T an ace tu m  . .V . . 22
T hym us V  oz pk  25

M agnesia
Calcined, P a t.  . .  65® 60 
C arb o m ate , P k t. 1 8 0  20 
C arbonate, K-M . 18® 20
C arbonate  ........... 18® 20

Oleum
A bsin th ium  . . . .  7 60®8 00 
A m ygdalae  Dulc. 75® 85 
Am ygdalae, A m a 8 00 8 25
A nisi ..................  1 90® 2 00
A u ran tl C ortex  3 10@3 20
B ergam ii ............... 6 25@6 50
CSJiputi ................  85® 90
C aryophllli . . . .  1 35® 1 40
C edar ..................  86® 90
C henopadil ...........4 50©5 00
d n n a m o n l ......... 1 70®1 80
Oonlum  M ae . . . .  80® 90
CMrroell* 00# 7«

C bpaiba ............... 1  75@1 85
Cubebae ............. 4 00@4 10
E rigeron  ............. .2  35@2 60
E vech th ito s  ......... 1  0 0 @ 1  10
G au ltheria  ...........4 80®6 00
G eranium  . . . .  oz 75
Gossippil Sem ga l 70® 75
H edeom a ............2 50®2 75
Ju n lp e ra  ............ .. 40®1 20
L a v e n d u la ............  90@4 00
Lim ons ...................1 80 @1 90
M entha P ip e r . .2  75®3 00 
M en tha  V erid  . . . 4  75@5 00 
M orrhuae, gal. . .2  00®2 75
M yricia .................3 60 @4 10
Olive .......................1 00® 3 00
P icis L iquida . . .  10® 12 
P icls L iquida gal. @ 40
R ic lna  ..................  94®1 00
R osae oz.............11 50®12 00
R osm arin l ........  ©1 00
S abina ................... 90®1 00
S an ta l ..................  ®4 50
S assa fras  ............  90®1 00
Sinapis, ess. o z ...  ® 65
Succlni ..................  40® 45
Thym e ..................  40© 50
Thym e, op t...........  @1 60
T heobrom as . . . .  15® 20
Tlglil .......................1 05@1 15

P otassium
B i-C arb  ..............  16® 18
B ichrom ate  ........  13® 15
B rom ide ..............  30® 35
Carb ...........   12® 15
C m orate . . . .  po. 12® 14
Cyanide ............... 30® 40
Iodide ................  2 8502 30
P o tassa , B ita r t p r  30® 32 
P o tass  N itra s  opt 7® 10 
P o tass  N itra s  . . . .  6® 8
P ru ss ia te  ............  23® 26
Sulphate  po . . . .  15© 18

Radix
A conitum  ............  20® 25
A lthae ..................  30© 35
A nchusa ..............  10© 12
A rum  po ..............  © 25
C alam us ............... 20© 40
G en tiana  po 15.. 12® lu 
G lychrrh iza  pv 15 16© 18 
H ellebore, A lba . 12© 15
H ydrastis, C anada @5 00 
H ydrastis, Can. po ©5 00
Inula, po ..............  20® 25
Ipecac, po ...........2 25 ©2 35
Iris  plox ..............  35® 40
Ia lapa , p r ............... 70® 75
M aran ta , Ms ----- © 35
Podophyllum  po 15® 18
R hei ....................... 75® 1 00
Rhei, c u t .............1 00@1 25
R hel, pv ................ 75® 1 00
S anguinarl, po 18 © 15
Scillae, po 45 . . .  20© 25
Senega ................  85© 96
S e rp en ta ria  ........  50® 55
Sm ilax, M............. © 30
Sm ilax, offl’s  H . .  © 48
Spigella ................. 1 45® 1 50
Sym plocarpus . . .  © 25
V aleriana  E n g  . .  @ 2 5
V aleriana, Ger. 15© 20
Z ingiber a  ..........  12© 16
Z ingiber j ..........  25© 28

Semen
A nisum  po 22 . .  @ 1 8
A pium  (grave l’s ) @ 20
B ird, I s  ..............  4® 6
C annabis  S a tiv a  7© 8
C ardam on ........... 70© 90
C arui po 15 ........  12® 15
Chenopodium  . . .  25® 30
C oriaadrum  ........  12® 14
Cydonium  ............  75@1 00
D ipterix  O dorate 4 00@4 25
Foeniculum  ........  © 30
Foenugreek , po . 7© 9
U n i ......................  6 © 8
Linl, g rd . bbl. 5% 6 ® 8
Lobelia ..............  75® 80
P h a rla r is  C ana’n  9© 10
R ap a  ....................... 5© 6
Sinapis A lba . . . .  8© 10
Sinapis N ig ra  . . .  9© 10

Spiritus
F ru m en ti W . D. 2 00@2 50
F ru m en ti ..........  1 25@1 50
Ju n ip e rs  Co...........1 75©3 50
Ju n ip ers  Co O T  1 65@2 00 
S accharum  N  E  1 90@2 10 
S p t V ini Galli . .1  75@6 50
Vlnl A lba ............. 1 36® 2 00
Vini O porto . . . . 1  25©2 00 

Sponges
E x tra  yellow sheeps’ 

wool carriag e  . .  @1 25
F lo rida  sheeps’ wool

c a rriag e  ........  3 00@3 50
G rass sheeps’ wool

carriag e  ........... @1 25
H ard , s la te  use  ©1 00 
N assau  sheeps’ wool

carriag e  ..........  3 50@3 75
Velvet e x tra  sheeps’ 

wool c arriag e  . .  @ 2  00
Yellow Reef, for

s la te  u se  ......... @1 40
Syrups

A cacia ..................
A u ran tl C ortex
F e rr i lod .............
Ipecac ....................
R hei A rom  ...........
Sm ilax  Offl’s  . . .

©
Scillae ............
Scillae Co. . . .
T o lu tan  .................
P ru n u s  v lrg . . . . .  i
Z ingiber ..............

T in c tu res
Aloes ....................
A loes & M y rrh .. 
A nconitum  N ap ’s F  
A nconitum  N ap ’sR
A rnica  ..................
A safoetlda  ..........
A trope B elladonna 
A uran tl C ortex . .
Barosm®. .............
B enzoin ..............
Benzoin Co...........
C an th arid es  . . . .
Capsicum  ............
C ardam on ...........
C ardam on Co. . .
C assia  A cutlfol . .
C assia  A cutlfol Co
C asto r ..................
C atechu ..................
C inchona ................
C inchona Co. . . .
Colum bia ............
Cubebae ..............
D igitalis ..............
E rg o t ....................
F e rr i Chloridum
G entian  ................
G en tian  Co............
G uiaca ..................
G uiaca am m on ..  
H yoscyam us . . . .
Iodine ...................
Iodine, colorless
K ino ......................
Lobelia .................
M yrrh  ..................
N ux V om ica . . . .
Opil ........................
Opil, cam phorated  
Opil, deodorized
Q uassia  ................
R h a tan y  ..............
R hei ......................
S an g u in a ria  ___
S e rp en ta ria  ........
S trom onium  . . . .
T o lu tan  ................
V alerian  ..............
V era trum  Veride
Zingiber ..............

M iscellaneous 
A ether, S p ts  N it 3f 30 
A ether, Sp ts N it 4f 34 
A lum en, g rd  po 7 3
A n n a tto  ............... 40
A ntim oni, po . . .  4
A ntim oni e t po T 40
A ntifebrin  ..........
A ntipyrin  ............
A rgen ti N itra s  oz
A rsenicum  ............. 10
Balm  Gilead buds 60 
B ism uth  B N  . . .2  20 
Calcium  Chlor, Is  
Salcium  Chlor, Mo 
Calcium  Chlor, Ms 
C an tharides, Rus. 
Capsicl F ru c ’s a f 
Capsici F ru c ’s  po 
C ap’i F ru c ’s B po 
C arm ine, No. 40
C a rp h y llu s ............. 25
C assia  F ru c tu s
C ataceum  ........
C en tra rla  ........
C era  A lba ..........  50
C era F lav a  ......... 40
Crocus ................... 45
Chloroform  ......... 34
Chloral H yd C rss 1 25 
Chloro’m  Squibbs
C hondrus ........... 20
Cinchonid’e G erm  38 
C inchonidine P -W  38
Cocaine ..............  3 05
Corks lis t, less 70%
C reosotum  ..........
C r e t a ___  bbl. 75
C reta , p rep ...........
C re ta , precip.
C reta , R u b ra  .
C udbear ............
C upri Sulph. .
D ex trine  ..........
E m ery , all Nos.
E m ery , po. . . .
E rg o ta  . .po 1 80 1 40 
E th e r  Sulph . . .
F lak e  W h ite  . . .
G alla ....................
G am bler ............
G elatin , Cooper 
Gelatin, F rench  
G lassw are, fit boo 7 1 
L ess th a n  box 70% 
Glue, brow n ,
Glue, w h ite  ........
G lycerina ........
G ran a  P arad is!
H u m u lu s ............... 35©
H y d ra rg  Am m o’l © 
H y d ra rg  C h ..M t © 
H y d ra rg  Ch Cor © 
H y d ra rg  Ox R u’m  © 
H y d ra rg  U ngue’m 45® 
H ydra rgy rum  . . . .  ©
Ichthyobolla, Am. 90©
Indigo ................... 75©
Iodine, R esubl . .3  00©
Iodoform  ........... 3 90©
Liquor A rsen  e t 

H y d ra rg  lod. 0  
Liq. P o ta s s  A r r i s h  10©

9<¡

50 
60 
50 
50 
50

60 
60 
50 
60 
50 
50 
60 
50 
50 
80 
50 
75 
50 
75 
75 
60 
60 

1 00 
50 
50 
60 
60 
50 
50 
50 
35 
50 
60 
50 
60 
60 
75 
75 
50 
50 
50 
50

1 50 
1  002 00 

50 
50 
60 
50 
50 
60 
60 
50 
50 
60

35
38
4

50
5 

60 
20 
25 
62 
12  
65

2 30
91012@1  00 

20 
22 
15 

4 25 
30 
35 
35 10 
55 
42 
50 
54 

1 45 
90 
25 
48 
48

3 25

45
2
6

11
8

2410 108
6

1  50

Lupulin  ................  @1 75
Lycopodium  . . . .  60® 70
M acis ....................  65® 70
M agnesia, Sulph. 3® 5
M agnesia, Sulph. bbl @ 1%
M annia S. F ..........  90@1 00
M enthol ..............  6 00® 6 25
M orphia, SP& W  
M orphia, SNYQ 
M orphia, M ai.. .
M oschus C anton @ 40 
M yristica, No. 1  25© 40
N ux V om ica po 15 © 10
Os Sepia ..............  30© 35
Pepsin  Saac, H  &

P  D Co........... @1 00
P icis L iq  N  N  M

gal. doz............... © 2  00
Pic is  L iq  q ts  . .  © 1  00
P ic is  L iq p in ts  . .  @ 6 0
Pil H y d ra rg  po 80 ©
P ip e r Alba po 35 © 30
P ip e r N ig ra  po 22 © 13
P ix  B urgum  . . . .  10© 12
P lum bi A cet . . . .  12© 15
Pulvis Ip ’cu t Opil 1 30@1 60
P y ren th ru m , bxs. H  

& P  D  Co. doz @ 75 
P y ren th ru m , pv 20© 25
Q uassiae  ..........  8© 10
Q uina, N. Y..........  17® 27
Q uina, S. G er.......... TÍ® 27
Q uina, S P & W  17® 27

R ubia T lncto rum 1 2 ® 14
Saccharum  L a ’s 25® 30
Salacin  .............. 4 50@4 75
Sanguis D rac’s . 40® 50
Sapo, G .............. @ 15
Sapo, M ............ 10 ® 12
Sapo, W  ............ 15® 18
Seidlitz M ixture 27® 30
Sinapis .............. & 18
Sinapis, opt. . . . (ff 30
Snuff, M accaboy

De Voes ........ @ 54
Snuff, STCi DeVo s @ 54
Soda, B oras . . . 5M® 10
Soda, B oras, po • 5M@ 10
Soda e t P o t 's  T a r t  27® 30
Soda, C arb  . . . . • 1M® 2
Soda, B i-C arb  . 5
Soda, Ash .......... 3M© 4
Soda, Sulphas . © 2
Spts. Cologne .. @3 00
Spts. E th e r  Co. 50® 55
Spts. M yrcia . . . . @ 2 50
Spts. Vini R ect bbl @
Spts. Vi’i R ect M b  @
Spts. Vl’i R ’t  10 gl @
Spts. Vi’l R ’t  5 gl @
S try ch n ia  C rys’l 1 1 0 ® 1 30
Sulphur, Roll . • 2M® 5
Sulphur Subi. . . 2M@ 6
T am arinds  .......... 8® 10
T ereben th  Venice 40© 50
T hebrrom iae . . . 45® 48

V anilla ..............  9 00© 10 00
Zincl Sulph . . . .  7® 1«

Oils
bbl. gel.

L ard , e x tra  . . . .  90® 1 00
L ard , No. 1 ___  85© 90
Linseed, pure r'w  92 •. 1 09@1 15
Linseed, boiled 93........ 1 10@1 16
N e a t’s-foo t, w s t r  65® 70
T urpen tine , bbl. . .  ©7944
T urpen tine , less . .  O  *• 
W hale, w in te r . ..7 0 ®  78 

P a in ts
bbL L.

G reen, P a r is  .........21© 62
G reen, P en in su la r 13© 16
Lead, red  ...............7M@ 8
Lead, w hite  . . . .  7M© 8
Ochre, yel B er 1% 2® 
Ochre, yel M ars 1 % 2© 4
P u tty , com m ’l 2M 2M© 
P u tty , s tF t  p r  2M 2%® 3
Red V enetian  1% 2© 3
S haker P rep ’d  ..1  25@1 35 
Verm illion, E ng. 75® 80 
V erm illion P rim e  

A m erican . . . . . .  13® 15
W hiting  G ilders’ @ 95 
W h it’g  P a ris  Am’r  @1 25 
W h it'g  P a ris  Eng.

cliff ....................  @1 40
W hiting , w hite  S’n  © 

V arn ishes
E x tra  T u rn  ___1 60@1 70
No. 1 T u rp  Coach 1 10@1 20

Our N ew  Home
Comer Oakes and Commerce

Only 300 feet from Union Depot

Our Holiday Samples are now on display in our new build
ing. The most complete line ever shown by us. Please 
make us an early date and get the first selection and best 
service.
Hazeltine & Perkins Drug Co. Grand Rapids, Mich.

They Will EAT 
More and BUY 
More Groceries

Instead of Coffee

If you sell them

JOYtyfcf-S
COCOA

and Tea
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. I t is appetising, wholesome and strengthening.
Your Lowney's Cocoa customers will be your best cus
tomers.

IT ’S UP TO 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, are 
liable to change at any time, and country merchants will have their orders filled at
market prices at date of purchase.

ADVANCED
F l o u r
D r ie d  F r u i t s  
A r b u c k le  C o f fe e

DECLINED

Index to Markets 1 2

C d
A

A m m onia ........................... J
Axle G rease  ..................... 1

B
B aked B eans  ................... 1
B a th  B rick  ....................... }
B luing  ................................. *
Broom s ............................... J
B rushes  .............................  J
B u tte r  Color ..................... 1

C
C andles ............................... J
C anned Goods .................1-2
C arbon Oils ....................  2
C atsup  ............................... *
C ereals ............................... j
Cheese ................................. f
C hew ing Gum ................. |
Chicory ............................... *
Chocolate ........................... •
C ider, Sw eet ..................... *
C lothes L ines ................... *
C ocoanut ........................... |
Coffee ................................... J
C o n fe c tio n s ......................... *
C rackers ............................. J
C ream  T a r t a r ................... •

D
D ried  F ru its  ..................... •

r
F arin aceo u s  Goods . • • • 9
F ish in g  T a c k l e ------ 6
F lavo ring  E x tra c ts  . . . .  6
F lo u r ................................... J
F resh  F ish  ......................... J
F ru i t  J a r s  ........................... "

Q
G elatine  ............................... J
G ra in  B ags .......................  J

H e rb s  ................................... J
H ides a n d  P e l t s ............... 8
H orse  R ad ish  ................... 8

J
J e l l y ....................................... 8
Je lly  G lasses ................... 8

M
M apleine ............................  8
M ince M eats ................... 8
M olasses ............................. 8
M u s ta r d ............................... 8

N
H uts ..................................... 4

O
Olives ..................................  8

P
P i p e s ..................................... 8
P ick les ................................  8
P lay in g  C ards ................  8
P o ta sh  ................................. 8
P r o v is io n s ........................... 8

i:
R ice ......................................  9

S
Salad  D ressing  ............... 9
S a le ra tu s  ............................. 9
Sal Soda ............................. 9
S a lt ...............   9
S a lt F i s h ............................. 9
Seeds . . . ............................  9
Shoe B la c k in g .....................10
Snuff ..................................  10
Soap ..................................... 14
Soda ..................................... 10
Soda .........    10
Spioes ..................................  10
S ta rc h  ................................. 10
S yrups .................... v ___  10

T
T ab le  S a u c e s .......................10
T e a  ....................................... 10
T obacco ............................... 10
T w ine  ................................... 11

V
V in eg ar ............................... 11

W
W lc k ln g ................................. 11
W ooden w a re  ..................... 11
W rap p in g  P a p e r  ............. 12

Y
Y east O t k e ........................... 12

ARCTIC AMMONIA
Dos.

12 oz. ovals 2 doz. box 75

A X LE GREA SE 
F ra z e r’s

lib . wood boxes, 4 doz. 3 00 
l ib . tin  boxes, 3 doz. 2 35 
3% lb. tin  boxes, 2 doz. 4 25 
101b. pails, p e r doz . . . 6 00 
181b. pails, p e r doz. . .7 20 
251b. pails, p e r  doz. ..12  00

BAKED BEANS 
B eu tel’s  M ichigan B ran d  
B aked  P o rk  a n d  B eans  

No. 1, cans, per doz. . .  45
No. 2, cans, p e r  doz. 75
No. 3 cans, p e r  doz. 85
lib . can , p e r doz........... 90
21b. can, p e r doz...........1 40
3Tb.. can , p e r  doz...........1  80

BATH BRICK
E ng lish  ............................. 95

BLUING
S aw yer’s  P ep p er Box

P e r  G ross 
No. 3, 3 doz. wood bxs 4 Ou 
No. 5, 3 doz. wood bxs 7 00 
S aw yer C rysta l B ag  

Blue ............................. 4 00
BROOMS

No. 1 C arp e t 4 sew  . . . 4  75 
No. 2 C arp e t 4 sew  . . . 4  50 
No. 3 C arp e t 3 sew  . . . 4  25 
No. 4 C arpet 3 sew  . . . 4  00
P a rlo r  Gem ..................... 5 00
Common W h i s k .............1 25
F an cy  W hisk  ................. 1 50
W arehouse .......................5 25

BRU SHES
Scrub

Solid Back, 8 in ..............  75
Solid Back, 11 in ..........  95
P oin ted  E n d s ................. 85

Stove
No. 3 ................................. 90
No. 2 ................................1 25
No. 1 ................................ 1 75

Shoe
No. 8 ................................ 1 00
No. 7 ................................ 1 30
No. 4 ................................ 1 70
No. 3 .................................1 90

B U TTER  COLOR
Dandelion, 25c size __ 2 00

CA ND LES
Paraffine, 6s ..................  8
Paraffine, 12s ................. 8%
W icking  ........................  20

CA NNED GOODS 
Apples

3!b. S tan d a rd s  . .  @1 00
Gallon ..................3 20 @3 50

B lackberries
2 lb . .................... 1 50@1 90
S tan d ard s  gallons @5 00 

Beans
Baked ................... 85@1 30
Red K idney ..........  85 @95
S tr in g  ..................  70@1 15
W ax  ......................  75@1 25

Blueberries
S tan d ard  ....................  1 30
Gallon ..........................  6 50

Clam s
L ittle  N eck, l ib . 1 00@1 25 
L ittle  Neck, 21b. @1 50

Clam Bouillon
B urnham ’s % p t ........... 2 25
B u rn h am ’s p ts ................. 3 75
B u rn h am ’s q ts . ...........7 50

C herries
Corn

F a ir  ......................  90@1 00
Good . . . ' ................ 1 00@1 10
F ancy  ..................  @1 45

French  Peas 
M onbadon (N a tu ra l)

per doz.........................2 45
G ooseberries

No. 10 ............................... 6 00
Hom iny

S tan d a rd  ........................  85
L obster

% lb. ...................................2 40
l ib ........................................... 4 25
P icn ic  T ails ................... 2 75

M ackerel
M ustard , 1Tb..................... 1 80
M ustard , 2Tb...................... 2 80
Soused, l%Tb.....................1 80
Soused, 2Tb.........................2 75
Tom ato, 1Tb....................... 1 50
Tom ato, 21b........................2 80

M ushroom s
H ote ls  ................... @ 16
B uttons, %s . . . .  @ 14
B u ttons , I s  ......... @ 23

_ O ystersCove, 1Tb................  86® 90
Cove, 21b...............l  65@1 75

Plum s
P lum s ................  i  oo@2 60
XT P e a rs  in  S y rup  
No. 3 cans, p e r  doz. . . l  25 

Peas
..........  95@1 25E a rly  Ju n e  ........  95@ i 25

E a rly  J u n e  sifted  1 15@1 80 
P eaches

i n ' ' ................... 90@1 25« o . 10 size can pie @3 00 
Pineapple
.................. 1 85@2 50

Sliced ..................... 95@2 40
_  Pum pkinF a ir  ......................... or
Good ................

...................II i  ooGraJlon. ......................  2 50
. R aspberriesS ta n d a rd  ............  @

_  Salmon
W arren s , 1  lb. T a l l ___ 2 30
W arren s , 1 lb. F la t  . .2  40
5 P *  ..........1 75@1 85P in k  A lask a  ----- 1 30@1 40
„  Sardines
D om estic, % s .................3 26
D om estic, % M us........... 3 50
D om estic, % M us. @ 7
French , %s ...............  7@14
French , % s ............... 18@23

S hrim ps
D unbar, 1st, doz ............ 1  36
D unbar, l% a, doz........... 2 35
„  SuccotashF a ir  ........................... 85
Good ............................  1 00
F an cy  ................... 1 25® 1 40

S traw b erries
S tan d a rd  ...................
F an cy  .......................

T om atoes
G o o d .........................1 I5@ i 20
F a i r ....................... 1 10@1 15
F an cy  .......................  @1 40
No. 10 .......................  @3 25

CARBON OILS 
B arrels

P e rfec tio n  .................  @ 9
D. S. G asoline . .  @13
G as M achine . . . .  @20
D eodor’d  N a p ’a  @12
C ylinder ..............  29 @34%
E ngine ................  16 @22
Black, w in te r . .  8% @10 

C A TSU P
Colum bia, 25 p ts ........... 4 15
S n ider’s  p in ts  ............... 2 35
S inder’s  % p in ts  .........1 35

C ER EA L S 
B reak fas t Foods 

B ea r Food P e ttljo h n s  1 95 
C ream  of W hea t 36 21b 4 50 
Egg-O -See, 36 pkgs. 2 85 
P o s t T oasties  T  No. 2

24 pkgs..................... 2 80
P o s t T oastie s  T  No. 3

36 pk g s........................2 80
A petiao B iseuit, 24 pk  3 00

18 pkgs........................1 95
G rape N uts, 2 doz. . .2  70 
M alta  V ita , 36 lib . . . . 2  85 
M apl-F lake, 24 l ib .  . .2 70 
P illsbu ry ’s  V itos, 3 dz. 4 25 
R alston  H ealth  Food

36 21b............................4 50
Saxon W h ea t Food, 24

pkgs...............................3 00
Shred  W h ea t B iscuit,

36 pkgs........................ 3 60
Kellogg’s  T oasted  Corn 

F lakes, 36 pkgs in  cs 2 80
Vigor, 36 pkgs. .............2 75
V oigt C om  F lak es  . . . . 4  50 
W ash in g to n  C risps

36 pkgs........................2 80
Rolled O ats

Rolled A vena, bbls. . .5  70 
S teel C ut, 100 lb . sk s  2 85
M onarch, bbls...................5 40
M onarch, 90 lb. sacks  2 60 
Q uaker, 18 R eg u lar . .1  45 
Q uaker, 20 F am ily  . . . 4  00 

C racked W heat
Bulk ............................... 3%
24 21b. pkgs....................... 2 50

C H E E S E
A c m e .................... @14%
B loom ingdale . . . .  @15%
C arson  C i t y ......... @15%
H o p k in s ................. @12%
R iversde ............... @15%
W a r n e r .............. @15%
B r i c k ....................... @14%
L eiden ................... @15
L im b u rg e r ............. @13%
P ineapp le  ............ 40 @60
Sap Sago ..........  @20
Swiss, dom estic @13

CH EW IN G  GUM 
A dam s P epsin  . . . . . . . .  55
A m erican  F lag  Spruce 55
B eam an’s  P epsin  ......... 55
B es t P epsin  ..................... 45
B est Pepsin , 5 boxes 65
B lack  Ja c k  ..................... 65
L a rg e s t Gum  (w h ite ) 65
O. K . P epsin  ................. 65
R ed R obin ....................... 55
Sen Sen ................   56
Sen Sen B re a th  P e ri. 1 00
S p earm in t ....................... 55
S pearm in t, ja r s  5 bxs 2 75
Y ucatan  ........................... 55
Zeno ................................... 55

CHICORY
Bulk ..................................  5
R ed ..................................... 7
E agle  ................ ; .............. 5
FYanck’s  ........................... 7
S chener’s  ......................... 6
Red S tan d a rd s  ..............1 60
W h ite  ............................  1 60

CHOCOLATE 
W alte r B aker & Co.’s

G erm an’s Sw eet ..........  22
P rem ium  ..........................  31
C aracas  ............................  31

W alte r M. Low ney Co.
P rem ium , %s ..............  30
Prem ium , %s ................  30

C ID ER , S W E E T  
"M organ’s”

R egu lar b a rre l 50 ga l 10 00 
T rad e  b a rre l, 28 ga ls  5 50 
% T rad e  b arre l, 14 gal 3 50
Boiled, p e r ga l................  60
H ard , p e r ga l................... 25

C LO TH E S LIN ES
p e r doz.

No. 40 T w isted  C otton  95 
No. 50 T w isted  C otton  1 30 
No. 60 T w isted  C otton 1 60 
N o 80 T w isted  C otton  2 00 
No. 50 B raided  C otton  1 00 
No. 60 B raided  C otton  1 25 
No. 60 B ra ided  C otton  1 85 
No. 80 B raided  C otton  2 25
No. 50 Sash  Cord ___1 60
No. 60 Sash  Cord . . . . 1  90
No. 60 J u te  ................... 80
No. 72 J u te  ...................1  00
No. 60 Sisal ..................  85

G alvanized W ire  
No. 20, each  100ft. long 1 90 
No. 19, each  100ft. long 2 lu 

COCOA
B ak er’s ............................  37
C leveland ........................  41
Colonial, %s .................  35
Colonial, %s .................  33
E pps ................................... 42
H uy ler ............................... 45
Lowney, % s ........    36
Lowney, %s .................  36
Low ney, %s .................  36
T/Owney, I s  ................... 40
V an H outen , % s .......... 12
V an H outen , %s .......... 20
V an H outen , % s .......... 40
V an H outen , Is  ........... 72
W ebb ................................. 33
W ilber, %s ....................... 33
W ilber, %s ....................... 32

COCOANUT 
D unham ’s p e r Tb.

%s, 51b. case  .........  29
%s, 5Tb. case  ..........  28
%s, 15Tb. case  ..........  27
%s, 151b. case  ..........  26
Is, 151b. case  ..............  25
%s & % s, 151b. case  26%
Scalloped G em s ........  10
% s & %s, p a i l s ...........14%
Bulk, p a ils  ..................... 13%
Bulk, b a rre ls  ..............  12

C O FFE E S, ROASTED 
RIO

Com m on ......................  17
F a ir ......................  17%
Choice ........................... 18
F an cy  ............................. 19
P eab erry  ....................... 20

8a n to s
Common ....................... 18
F a ir  ................................. 19
Choice ........................... 19
F an cy  ............................. 20
P eab erry  ....................... 20

M arzealbo
F a il ................................. 20
Choice ........................... 21

M exican
Choice ........................... 21
Flancy ........................... 22

G uatem ala
F h ir  ............................... 21
F an cy  ............................  23

Jav a
P r iv a te  G row th  . .  .23 @30
M andling  .................. 31@35
A ukola ...................... 30@32

* Mocha
S hort B ean  ............ 25 @27
Long B e a n ..............24 @25
H . L. O. G.............. 26 @28

Bogota
F a ir  ..............................  21
F an cy  ........................... 23
E xchange  M arket. S teady 
Spot M arket, S trong  

P ackage
New York Basis

A rbuckle ......................  23 00
L i o n ...................................21 50

M cLaughlin’s XXXX 
M cL aughlin’s XX X X  sold 

to  re ta ile rs  only. M ail all 
o rders  d irec t to  W . F. 
M cL aughlin & Co., C hica
go.

E x tra c t
H olland, % g ro  boxes 95
Felix , %  gross ............... 1 15
H um m el’s  foil, %  gro. 85 
H um m el’1  tin , % gro. 1  43

CONFECTIONS 
S tick  C andy Pa ils

S tan d ard  ......................  jo
S tan d ard  H  H  ___  10
S tan d ard  T w i s t ...........10%

Jum bo, 32 Tb. ............ f lO %
E x tra  H  H  ................  jV *
B oston C ream  .......... I 14
B ig stick , 30 lb. case  10%

Mixed CandyG rocers ............. 71,
C om petition ...... ........... o’*
Special ....................  ”  in
C onserve ........  ........... q
R oyal ..................  ‘ 14
Ribbon .......... .................. ,4
B roken .............. ............. in
C ut L o a f ............  .........iou.
L ead er in i!
K indergarten  . .  I ...........1 s ’*
F ren ch  C r e a m .........  II 11S ta r  ..............................
H and  M ade C ream  ".".'17 
F rem io  C ream  m ixed 15 
P a r is  C ream  Bon Bons 12

_  Fancy—In Palls
Gypsy H e a r t s ............  15
Coco Bon Bons ......... *.14
F udge  Squares ...............14
P e a n u t S quares .......... u
Sugared  P e a n u t s ........."13
Salted  P e a n u t s ......... 1 *
S ta rl ig h t K isses . . . . . .  13
Lozenges, p la in  ............. 12
Cham pion C hocolate . 13 
E clipse  Chocolates . . .  15 
E u rek a  C hocolates . . .  16 
Q u in te tte  C hocolates . 15 
C ham pion Gum D rops 10
M oss D rops ..................  12
Lem on Sours . . . . . H I  12
Im p eria ls  ................... 12

C ream  Bon Bons 13
Golden W a f f le s ............ 14
R ed Rose Gum D rops 10 
A uto  Bubbles . . . . . . . . .  15

„  F « "cy—,n  51b. Boxes 
Old Fash ioned  M olas

ses K isses 101b. bx. 1 30
O range Jellies  ..........  60
Lem on S o u r s ............  65
Old Fash ioned  H o re .

hound drops ........... 65
P ep p e rm in t D rops . .  70 
Cham pion Choc. D rops 70 
H . M. Choc. D rops 1 10 
H . M. Choc. LL and

D ark , No. 1 2 ...........l  10
B itte r  Sw eets, a s ’td  1 25 
B rillian t Gums. Crys. 60 
A. A. L icorice D rops 1 00 
Lozenges, p rin ted  . . .  70 
Lozenges, p la in  . . . .  65
Im p eria ls  ......................  65
M ottoes ......................... 70
C ream  B a r ................... 60
G. M. P e a n u t B a r  . .  60 
H an d  M ade Crm a 80 @90 
C ream  W afers  . . . . . .  70
S tr in g  Rock ................. 66
W in te rg reen  B errie s  65

_  P op  Corn
C racker J a c k .............. 3 25
Giggles, 5c pkg. cs. 3 50
F%n Corn, 50’s  .........1  65
A zulik it 100s .............. 3 25
Oh M y 1 0 0 s .................3 60

Cough D rops 
P u tn a m  M enthal . . . . 1  00 
Sm ith  Bros. ...............1  26

NUTS—W hole 
Alm onds, T a rrag o n a  18 
A lm onds, D rake  . . . .  15 
Alm onds, C aliforn ia

so ft shell ..................
B razils  ....................  12@13
F ilb erts  ................... 12 @13
Cal. No. 1 ....................
W alnu ts, so ft shell 18@19 
W alnu ts, M arbo t . . . .  17 
T able nu ts , fancy  13% @14 
P ecans, m edium  . . . .  13 
P ecans, ex. la rg e  . .  14
Pecans, Jum bos . . . .  16 
H icko ry  N u ts , p e r  bu.

Ohio, new  ...................
C ocoanuts ......................
C hestnu ts , N ew  York 

S ta te , p e r bu...........
Shelled

Spanish  P ean u ts  @ 9
P ecan  H alves ......... @65
W aln u t H alves ...45@ 48 
F ib lert M eats . . . .  @30
A licante A lm onds @42 
Jo rd an  A lm onds . .  @47 

P ean u ts
F an cy  H  P  Suns @ 7 %

R oasted  ........... @ 8%
Choice, raw , H . P . J u m 

bo ......................... @ 8%

CRACKERS
N ational B iscu it Com pany 

B rand  
B u tte r

N. B. C. Sq. bbl. 6 b x  6% 
Seym our, Rd. bbl. 6 bx  5%

Soda
N. B. C., b o x e s ..........  5%
P rem ium  ........ ; ...............  7
Select ................................  8
S a ra to g a  F lakes  ...........13
Z ephyre tte  ....................  13

O yster
N . B. C. Rd. boxes . .  5%
Gem, boxes ................... g%
S h e l l ................................. , . t%

Sw eet Goods
A nim als ............................. 10
A tlan tlcs  ......................... 12
A tlan tic . A ssorted  . . .  12 
A vena F ru it  C akes . . . . 1 2
B eau ty  B a r ................... 13
Bonnie Doon Cookies .10
B onnie L a s s i e s .............10
B rittle  ....................... 1 1
B rittle  F i n g e r s .........II 10
Bum ble B e e ..................... 10
C adets  ............................. 9
C artw heels  A ssorted  . .  8 
C hocolate D rops . . . .  16 
C hocolate D rp  C en ters  16 
Lhoc. H oney F in g ers  16 
^ r c l e  H oney Cookies 12
C racknels  .........................m
C ocoanut T affy  B a r '1 .12
Cocoanut D rops .............j )
Cocoanut M acaroons ..18  
Cocoanut H on. F in g ers  12 
Cocoanut Hon. Ju m b ’s  12
Coffee Cakes ................... i s
Coffee C akes, l o s t
C ru m p e ts ....................... i a
D inner B iscu it . . . . I I ’ *2i  
D ixie S u g ar Cookies . . I  
D om estic C akes . . . .  t
E ventide  F in g e rs  ......... 16
F am ily  Cookies ..............  a
F ig  C ake A ssorted  . . .1 2
F ig  N ew tons ..............  1 *
F lorabel C akes ........ IIl2%
F lu ted  C ocoanut B a r  16
F rosted  C ream s ...............2
iY osted G inger Cookie 8
F ru it  L unch iced .........1 6
G ala S u g ar C akes . .  8
G inger Gems . . . . . . . . . .  g
G inger Gems, iced . I I I  9 
G raham  C rackers . . . . .  8
G inger Snaps F am ily  . 8 
G inger Snaps N . B. C.

Round ............................ 7
G inger S naps N . B . 'c l

Square  ..............................
H ippodrom e B a r ..1111*16 
H oney Cake, N . R. C. 12 
H oney F in g ers  As. Ice  12 
H oney Jum bles, Iced 12 
H oney  Jum bles, p la in  12
H oney F lak e  ..............   1*14
H ousehold Cookies . . . .  7 ™ 
H ousehold Cookies, le ad  >
Im peria l ........................... ■
Jonn ie  . . . . . . . . . . . .  a
Jubilee  M ixed 16
K ream  K lips ..................I26
Lem on Gems . . . . . . .  u
Lem on B iscu it S quare  8
Lem on W afe r .............ig
Lem ona ........................... g
M ary A nn ....................* * g
M arshm allow  Coffee **

C ake ....................... J2%
M arshm allow  W aln u ts  I t
Medley P re tze ls  ...........10
M olasses C akes ......... g
M olasses Cakes. Iced ’ 6 
M olasses FYult Cookies

Iced ...................................
M olasses Sandw ich . . I 1 2
M ottled S quare  ............. 10
O atm eal C rackers . . . .  8
O range G e m s .....................g
P en n y  A ssorted  ...........g
P ean u t Gem s ............. 9
P retzels , H and  M d___ 9
P re tze le tte s , H an d  Md. 9 
P retze le tte s . M ac. Md 8
R aisin  Cookies ............. '.10
Revere, A ssorted  ......... 14
R ittenhouse  F ru it

B iscu it ........................... ig
Royal L unch  . .  .............." g
Royal T o a s t ................... 8
R ube .......................   g
Sfcalloped Gem s ......... ’.*.16
Spiced C u rra n t C akes 16 
Spiced G inger C akes . .  9 
Spiced G inger C ks le d  10
S ugar F ingers  ............... 12
S u g ar C akes ................... g
S ugar C rim p ................... g
S ugar Squares, la rge

o r sm all ......................  9
S u ltana  F ru it B iscu it 16 
Sunnyside Jum bles  . . . .1 0
Superba .................................
Sponge L ady  F in g ers  *25
T rium ph  C akes ......... 16
V anilla  W afe rs  ............. 16
W afe r Ju m b les  c an s  ..18  
W averly  ........................... i f

In -e r Seal Goods 
. „  _  p e r  doz.
A lbert B iscu it ............... 1  00
A nim als .............................1  00
A rrow root B iscu it ___ 1  00
B aronet B iscu it ........... 1  00
B rem m er’s  B u tte r

W afers  ................  1  06
Cam eo B iscu it ............... 1  SO
Cheese Sandw ich ......... 1  00
Chocolate W a f e r s .........1  00
Cocoanut D ain ties  . . . . 1  00
D inner B iscu its  ............. 1  SO
F ig  N ew ton ................... 1  06
Five O’clock T ea  .........1  00
F ro tan a  ........................  7 go
G inger Snaps, N . B. C. 1 00 
G raham  C rackers, Red

Label ............................. 1 oc
T em on S naps . . . .  so
M arshm allow  D ain ties  1 00 
O atm eal C rackers . . . .  1 0** 
Old T im e S u g a r Cook, 1 «•>
Oval S a lt B i s c u i t .......... I 60
O y stere ttes  ..................... SO
P re tze le tte s , H d. Md 1 N
Royal T o as t ................... 1 00
Saltine  B iscu it ........  1 00
S ara to g a  F lak es  ........  1 5«
Shell O y ster ................... i  00
Social T e a  B iseu it . . . . 1  60
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@15

@10 
@ 9%

S o d a  C r a c k e r s  N .  B . C . 1 00 
S toda  C r a c k e r s  S e le c t  1 00 
S . S . B u t t e r  C r a c k e r s  1 50
U n e e d a  B i s c u i t  ...............  50
U n e e d a  J i n j e r  W a y f e r  1 00 
U n e e d a  L u n c h  B i s c u i t  50
V a n i l l a  W a f e r s  ............... 1 00
W a t e r  T h i n  B i s c u i t  . . 1  00 
Z u  Z u  G in g e r  S n a p s  . .  50
Z w ie b a c k  ..............................l  00
I n  S p e c ia l  T i n  P a c k a g e s .

P e r  d o z .
F e s t i n o  ...................................2 50
N a b i s c o ,  25c .......................2 50
N a b is c o ,  10c .......................1 00
C h a m p a g n e  W a f e r  . . . 2  50 

P e r  t i n  i n  b u lk
S o r b e t t o  ................................ 1 00
N r b i s c o  .................................. l  75
F e s t i n o  ...................................i  so
B e n t ’s  W a t e r  C r a c k e r s  1 40 

C R E A M  T A R T A R  
B a r r e l s  o r  d r u m s  . . . .  33
B o x e s  .......................................  34
S q u a r e  c a n s  ......................  36
F a n c y  c a d d ie s  .................  41

D R I E D  F R U i T S  
A p p le s

S u n d r ie d  ......................
E v a p o r a t e d .................12@ 13

A p r i c o t s
C a l i f o r n ia  .................. 14@ 16

C i t r o n
C o r s ic a n  .................

C u r r a n t s  
I m p ’d  1  l b .  p k g .
I m p o r t e d  b u lk

P e a c h e s  
M u ir s — C h o ic e ,  25 lb .  b x  9 %  
M u ir s — F a n c y ,  25 lb .  b .  11 
M u ir s — F a n c y ,  50  lb .  b . 10%  

P e e l
L e m o n  A m e r i c a n  . . .  13
O r a n g e  A m e r i c a n  . .  13

, R a i s in s
O o n n o s i a r  C l u s t e r  . . .  .2  25
D e s s e r t  C l u s t e r  ...............4 00
L o o s e  M u s c a t e l s  S C r  t  
L o o s e  M u s c a t e l s  4 C r  7 
L .  M . S e e d e d  1 lb .  7 @ 9 %  

C a l i f o r n ia  P r u n e s  
L .  M . S e e d e d  1 lb .  9@  9%  
S u l ta n a s .  B le a c h e d  . . .  12 
100-125 251b. b o x e s . . @ 11%  

90-100  261b. b o x e s .  .@ 1 2  
8 0 - 90 25lb .  b o x e s . . @ 12%  
7 0 - 80 251b. b o x e s .  .@ 1 3  
60- 70 251b. b o x e s . . @ 13%  
5 0 - 60 251b. b o x e s . . @ 14 
4 0- 60 251b. b o x e s . . @ 14%  

% c  l e s s  i n  601b. c a s e s  
F A R I N A C E O U S  G O O D S  

B e a n s
D r i e d  L i m a  ........................  8
M ed . H a n d  P i c k e d  . . . . 2  45
B r o w n  H o l l a n d  ..............3 20

F a r i n a
25 1 l b .  p a c k a g e s  __ 1 50
B u lk ,  p e r  100 l b s ........... 4 00

O r ig in a l  H o l la n d  R u s k  
P a c k e d  12 r o l l s  t o  c o n ta i n e r  
2 c o n t a i n e r s  (3 6 ) r o l l s  2 85 
6 c o n t a i n e r s  (60 r o l l s )  4 75 

H o m in y
P e a r l ,  100 lb .  s a c k ___ 1 75
M a c c a r o n l  a n d  V e rm ic e ll i  
D o m e s t i c .  10 lb .  b o x . .  60 
I m p o r t e d ,  25 lb .  b o x  . . 2  50 

P e a r l  B a r le y
C h e s t e r  ...........     4 50
E m p i r e  ..................    6 00

P e a s
G r e e n ,  W is c o n s in ,  b u .
G r e e n ,  S c o tc h ,  b u .............2 90
S p l i t ,  l b ..................................... 04

S a g e
E a s t  I n d i a  ........................... 5
G e r m a n ,  s a c k s  .................  5
G e r m a n ,  b r o k e n  p k g .  . .  

T a p i o c a
F l a k e ,  100 lb .  s a c k s  . .  6 
P e a r l ,  130 lb .  s a c k s  . .  5 ■
rWTI, OO UEKB. . . . . . .
Minute, 36 pkgs. . . . .

. SO

..2  75
FISHING TACKLE

% to 1 in. ................. ___6
1% to 2 in. ............... . . . .  7
1% to 2 In................... . . . .  9
1% to 2 In.................... ___11
»Tn. ............................ ___15
8 In. ............................ ___20

Cotton Lines
No. 1, 10 feet ........... ___5
No. 2, 15 feet . . . . . . . ___7
No. 8, 15 f e e t ........... ___9
No. 4, 15 feet ........... ___10
No. 6, 15 feet ........... ___11
No. 6, 15 feet ......... ___1_
No. 7, 15 feet ........... ___15
No. 8. 15 f e e t ........... ___18
No. 9, 15 feet .........

Linen Lines
Small .......................... ... .2 0
Medium ...................... ___26
Large .......................... ___34

•Taxon T erp . Lem on
1 oz. oval ......................10 20
2 oz. oval ......................16 80
4 oz. fla t ....................... 33 00
•  os. n a t .........................es oo

J e n n in g s  (D . C . B r a n d )  
Terpeneless E x rac t Lemon 
No. 2 P anel, p e r doz. 75 
No. 4 Panel, p e r doz. 1 50 
No. 6 P ane l, p e r doz. 2 00 
No. 3 T aper, p e r doz. 1 50 
2 oz. Full M easure doz. 1 25 
4 oz. Full M easure doz. 2 40 

J e n n i n g s  (D . C . B r a n d )  
E x tra c t  V anilla  

No. 2 P anel, per doz. 1 25 
No. 4 Panel, per doz. 2 00 
No. 6 P anel, p e r doz. 3 50 
No. 3 T aper, p e r doz. 2 00
1 oz. Fu ll M easure doz. 90
2 oz. Full M easure doz. 2 00 
4 oz. F u ll M easure doz. 4 00 
No. 2 P anel a sso rted  1 00

C rescen t Mfg. Co. 
M aplcine

2 oz. p e r doz.................... 3 00
M ic h ig a n  M a p le  S y r u p  C o .

K alk ask a  B rand  
Maple, 2 oz., p e r doz., .2  25 

F R U I T  J A R S .  
M ason, p ts . p e r gro. . .5  25 
M ason, q ts . p e r gro. . .6 60 
M ason, % gal. p e r gro . 7 76 
M ason, can  tops, gro . 1 65 

G E L A T I N E

P o le s
Bam boo, 14 ft., p e r doz. 55 
Bam boo, 16 ft., p e r doz. 60 
Bam boo, 18 ft., p e r doz. 80 
FLAVORING EXTRACTS 

Foote  A Jen k s  
Colem an Vanilla

No. 2 size .....................14 00
No. 4 size .......................24 00
No. 3 size .......................36 00
No. 8 s ize  .......................48 00

C olem an Terp. Lem on
No. 2 size .........................9 60
No. 4 s i z e ........................18 00
No. 8 s i z e ........................21 00
No. 8 s i z e ........................26 00

Jax o n  M exican V anilla
1 os. oval ....................... 15 00
2 o s. ova l .......................28 20
4 am. fla t .........................U  to
I  ml f l a t ....................... IN  N

O P  Laxo-Cake-Meu.1 35 00 
C ottonseed M eal . . . .2 9  00
G luten  F e e d ................... 27 00
B rew ers G rains .........26 00
H am m ond D airy  F eed  23 50 

O a ts
M ichigan carlo ts  . . . .  44 
L ess th a n  carlo ts  . .  46 

C o rn
C arlo ts ........................... 70
L ess th a n  carlo ts  . .  73 

H a y
C arlo ts  ........................  17 00
L ess th a n  carlo ts  . . .  19 00 

H E R B S
Sage ................................... 15
Hops ........ .......................... is
Laurel L eaves ............... 15
Senna L eaves ..............  25

H ID ES AND P E L T S  
_  H id e s
Green, No. 1 ...................10
Green, No. 2 ................... 9
Cured, No. 1 ................... 11 %
Cured, No. 2 ................... 10%
Calfskin, g reen . No. 1 13 
Calfskin, g reen , No. 2 11 % 
Calfskin, cured  No. 1 14 
Calfskin, cu red  No. 2 12% 

Pelts
Old Wool ............  @ 20
L am bs ................... 25@ 50
Shearlings 15@
No. 1 .................... & 5

.1 75 No. 2 ...................... 4

.1 00 W o o l
. 1 25 U nw ashed, med. 18
14 00 U nw ashed, fine z 13
.1 50 H O R S E  R A D IS H
.1 25 Per doz. .................. 90

Plym outh  R ock Phos. 1 25 
P lym ou th  Rock, P la in  90 

GRAIN BAGS 
A m oskeag, 100 in bale 19 
A m oskeag, less th an  bl 19% 

GRAIN AND FLOUR 
W heat

R ed ................................. 84
W h ite  .........    86

W in ter W heat F lour 
Local B rands

P a te n ts  ..........................  5 25
Second P a t e n t s ...............5 00
S tra ig h t ..........................  4 60
Second S tra ig h t ......... 4 20
C lear ................................  3 90

F lo u r in  barre ls, 26c per 
barre l additional.

Lemon & W heeler Co. 
B ig W onder % s cloth 4 50 
B ig W onder %s clo th  4 50 
W orden G rocer Co.’s  B rand
Q uaker, p a p e r .......................4 10
Q uaker, c lo th  ................ 4 20

W ykes *  Co.
E clipse  ..........................  4 40

Lem on & W heeler Co. 
W hite  S ta r, %s clo th  5 40 
W hite  S ta r, %s cloth 5 30 
W hite  S tar, %s cloth 5 20 

W orden G rocer Co. 
A m erican  Eagle , % cl 5 40 
G rand R apids G rain  & 

M illing Co. B rands 
P u rity , P a te n t . . . . . . . .  6 00
Seal of M innesota  . .  5 60
S u n b u rst ........................  5 60
W izard  F l o u r ...................4 60
W izard  G raham  ........  4 60
W izard G ran. M eal . .  3 80 
W izard  B uckw heat . .  6 00
R ye ..................................  4 80

Spring W hea t F lour 
Roy B ak er’s  B rand  

Golden H orn , fam ily  . .5  40 
Golden H orn , bakers  . .5  30
W isconsin  Rye .............4 65
JudsoD Grocer Co.'s B rand
C eresota, %s ...................6 90
C eresota, %s .................6 80
C eresota, %s ...................6 70
Lemon & W heeler’s  B rand
W ingold, % s ...................6 30
W ingold, %s ..............  6 20
W ingold, %s ...................6 00
W orden G rocer Co.’s  B rand  
Lourel, %s c lo th  . . . . . . 5  95
L aurel, %s c l o t h .......... 5 85
L aurel, % & %s p ap er 5 75
L aurel, % s clo th  ...........5 75
Voigt M illing Co.’s B rand
V oigt’s  C rescen t ...........4 70
V oigt’s  F louro ig t . . . .  4 70 
Voigt’s  H ygienic

G raham  ......................  4 20
V oigt’s  Royal .................5 10

W ykes & Co.
Sleepy Eye, %s c lo th . .6 00 
Sleepy E ye, % s c lo th ..5 90 
Sleepy E ye, % s clo th . .5 80 
Sleepy E ye, % s p ap er 5 80 
Sleepy Eye, %s p ap er 5 80 
W atson-H igg ins M illing Co.
P erfec tion  F lo u r ...........6 00
Tip  Top F lo u r ...............4 70
Golden Sheaf F lo u r . .4  20 
M arsha ll’s  B est F lo u r 5 50 
Pei-fection B uckw heat 3 00 
Tip Top B uckw heat 2 80 
B adger D airy  Feed 24 00 
A lfalfa H urse  F eed  26 00
K afir C om  ....................... 1 80
H oyle S c ra tch  F et'd  . .1  60 

Meal
Bolted ............................  3 40
Golden G ranu la ted  . .  8 60 
St. C ar F eed  screened  28 00 
No. 1 C om  an d  O ats  28 00
C ora, c r a c k e d ............  27 50
Com  M eal, coarse  . .  27 50 
W in te r W h ea t B ran  25 00
M iddlings ....................  28 00

D airy  Feeds 
W ykes A  Co.

O P  L inseed  M eal . . .8 2  #0

„  J E U -Y 
olb. pails, p e r doz. . .  2 25 

151b. pails, p e r  p a ll 65 
301b. pails, p e r pa il . . . .  95 

JE L L Y  G LASSES 
% p t. in  bbls, p e r doz 15 
% p t. in  bbls., p e r doz. ..16  
8 oz. capped in  bbls,

p e r doz................................ 20
„ M APLEIN E 
* oz. bottles, p e r doz. 3 00 
„  M INCE M EAT
P e r  case  ...........................   85

MOLASSES 
. New O rleans 

F an cy  Open K e ttle  . .  42
C h o ic e ................................. 35
Good .......................................22
F a ir  ..................................... 20

H alf b a rre ls  2c e x tra  
MUSTARD

% It». 6 lb. b o x ............. 18
OLIVES

Bulk, 1 gal. kegs 1 10@1 20 
Bulk, 2 gal. kegs 95@1 10 
Bulk, 5 gal. kegs 90@1 05
Stuffed, 5 oz. ................... 90
Stuffed, 8 oz....................... I  36
Stuffed, 14 o z . ..................2 26
P itted  (no t s tu ffed)

14 oz............................. 2 25
M anzanilla, 8 oz. ........... 90
Lunch, 10 oz......................1 35
Lunch, 16 oz......................2 25
Queen, M am m oth, 19
„  oz. ...............................2 75
Queen, M am m oth, 28

oz. ...............................5 25
Olive Chow, 2 doz. ca,

p e r doz........................2 25
PIC K L ES

B eutel’s  B o ttled  P ickles
8 oz., p e r doz. ..............  90

10 oz., p e r  doz................. 95
16 oz., p e r doz. ............. 1 45
24 oz., p e r d o z . ............... 1 90
32 oz., p e r doz...................2 35

Medium
B arre ls, 1,200 coun t . .7  75 
H a lf bbls., 600 coun t 4 50
5 gallon  k e g s ...................2 25

Small
B arre ls  ............................... 9 OS
H alf b a rre ls  ...................5 26
5 gallon k e g s .................... 1 90

G herkins
B arre ls  ............................. 11 00
H alf b a rre ls  ...................5 00
5 gallon kegs .................2 75

Sw eet Small
B arre ls  .............................13 50
H a lf b a rre ls  ................. 7 50
5 gallon k e g s .................... 3 00

P IP E S
Clay, No. 216, p e r box 1 75 
Clay, T. D., full count 60
Cob ....................................  90

PLAYING CARDS 
No. 90 S team boat . . . .  85
No. 15, R ival, a sso rted  1 75 
No. 20, R over, en am ’d 2 00
No. 572. Special ...........1 75
No. 98 Golf, sa tin  fin. 2 00
No. 808 B icycle ...........2 00
No. 622 T m im ’f w hist 2 26 

POTASH
B ab b itt’s  ...........................4 00

PROVISIONS 
B arreled Pork  

C lear B ack  . . .  .17 50@18 00
S hort C ut .....................16 50
S h o rt C ut C l e a r .......... 16 00
Bean ................................. 15 00
B risket, C lear ..........  23 00
Pig  ................................  23 00
Clear F am ily  ............  26 00

Dry S a lt M eats
Sr P  B e l l i e s ...................... 14

L ard
P u re  in  tie rces  ..10@10% 
Com pound la rd  ,.8% @  8% 
20 lb. tu b s . . . .a d v a n c e  % 
60 lb. tu b s  . . . .a d v a n c e  % 
60 R>. t in s  . . . .a d v a n c e  % 
20 lb. palls  . . .a d v a n c e  % 
10 lb . palls  . . .  advance  %

6 lb. p a 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 lb. av. 16 @16% 
H am s, 14 lb. av. 16 @16% 
H am s, 16 lb. av. 15%@16 
H am s, 18 lb. av. 15 @15% 
Skinned H am s . .16%@17 
H am , dried  beef se ts  . .  18 
C alifo rn ia  H am s 9%@ 9% 
Picnic  Boiled H am s ..15
Boiled H am s ........ 24@24v
Boiled H am s . . . .2 3  @23%
M inced H am  ................. 10
Bacon ................  14%<@15

Sausages
Bologna ........................... 8
L iver ....................  7%@ 8
F ran k fo rt ................9 @9%
P o rk  ................................  l i
V eal ................................. i i
Tongue ............................  l i
H eadcheese ................... 9

Beef
Boneless ___ : ............... 15 00
R um p, new  ................... 16 00

P ig’s Feet
% bbls. ............................. 95
% bbls., 40 lb s..................... 1 90
% bbls........................................4 00
1 bbl.......................................... g 00

T ripe
K its, 15 lbs.......................  90
% bbls., 40 lbs..................... 1 60
% bbls., 80 lbs.......................3 00

C asings
H ogs, p e r lb .....................  35
Beef, rounds, s e t ......... 17
Beef, m iddles, s e t  . . . .  65
Sheep, pe r bundle . . . .  80

Uncolored B u tte rine
Solid d a i r y ..........11 @14
C ountry  R o l l s ........ 11@18

C anned M eats
Corned beef, 2 lb ........... 3 50
Corned beef, 1 lb ........... 1 85
R o as t beef, 2 lb .....................3 50
R o as t beef, 1 lb .....................1 85
P o tted  H am , %s ........... 50
P o tted  H am , %s . . . .  90 
D eviled H am , % s  . . . .  50
Deviled H am , % s ......... 90
P o tted  tongue, %s . . . .  50 
P o tted  tongue, %s . . . .  90 

RICE
F an cy  .................... 6 @ 6 %
J a p a n  S ty le  . . . .  4%@ 5 ^
B roken ................... 2%@ 3%

SALAD DRESSING
Colum bia, % p i n t ........ 2 25
Colum bia, 1 p i n t ...........4 00
D urkee’s, large, 1 doz. 4 60 
D urkee’s, sm all, 2 doz. S 25 
S n ider’s, large, 1 doz. 2 35 
S n ider’s, sm all, 2 doz. 1 35 

SA LERA TU S 
P acked  60 lbs. In  box. 

A rm  an d  H am m er . .3 00 
W yandotte, 100 %s . . . 3  00 

SAL SODA
G ranulated , bbls.............  80
G ranulated , 100 lbs. cs. 90 
G ranu lated , 36 pkgs. . .1  20 

SALT
Common G rades

100 3 lb. sacks  .............. 2 40
60 5 tb. s a c k s .............. 2 25
28 10% lb. sacks  . , . . 2  10
56 lb. sacks  ................... 82
28 tb. sacks  ................... 17

W arsaw
56 lb. d a iry  in  d rill bags 40 
28 lb. d a iry  in drill bags 20 

Solar Rock
66 lb. sacks  ..................... 24

Common
G ranulated , fine ............  95
M edium , fine ...................1 00

SA LT FISH 
Cod

L arge  whole . . . .  @ 7%
Sm all, w hole . . . .  @ 7
S trip s  o r b ricks 7% @10%
Pollock ................... @ 5

H alibu t
S trip s  ............................... 15
C hunks ........................... 16

Holland H erring  
Y. M. wh. hoops, bbls. 11 50 
Y. M. wh. hoop, %bbl. 6 00 
Y. M. wh. hoop, kegs 72 
Y. M. w h. hoop M llchers

kegs ....................... 85
Queen, bbls.............................10 25
Queen, % bbls....................... 5 65
Queen, k e g s ..................... 62

T ro u t
No. 1, 100 lbs. ...............7 50
No. 1. 40 lbs. ................. 3 25
No. 1, 10 lbs. ................. 90
No. 1, 8 lbs. ................... 76

M ackerel
M ess, 100 lbs.........................16 50
M ess, 40 lbs. ................. 7 00
Mess, 10 lb s ........................... 1 85
M ess, 8 lb s .......... -.......... 1 50
No. 1, 100 lb s ................ 15 50
No. 1, 40 lb s ......................6 60
No. 1, 10 lbs. ..............  1 70
No. 1, 8 lb s ........................1 40

W hltefish
100 lb s .................................. 9 75
50 lb s .................................. 5 25
10 lb s ...................................1 12
8 lb s .................................  92

100 lb s .................................. 4 65
40 lb s .................................. 2 10
10 lbs.................................  75
8 lb s .................................  65

SE ED S
Anise ................................  10
C anary , Sm yrna ............. 4%
C araw ay  ........................  10
C ardam om , M alabar 1 OO 
Celery .............    20

H em p. R ussian  ..............  4%
M ixed B ird ....................  4%
M ustard , w hite  ............  10
Poppy .......... ...................... 9
R ape ..................................  6

SHOE BLACKING 
H andy Box. la rge  3 dz 2 50
H andy Box, sm all ___1 25
Bixby’s Royal Polish 80 
M iller’s  Crown Polish 85

SN U FF
Scotch, in  b ladders .........37
M accaboy, in  ja r s  . . . . . .  35
F rench  R appie in  ja r s  . .  43 

SODA
Boxes .........    5%
K egs, E nglish  ................. 4%

SPIC ES 
W hole Spices

Allspice, J am a ic a  ........ 13
Allspice, la rge  G arden 11
Cloves, Z anzibar .......... 20
Cassia, C anton  .............. 14
C assia, 5c pkg. doz........25
Ginger, A frican  ............... 9%
Ginger, Cochin ............... 14%
Mace, P en an g  .............. 70
M ixed, No. 1 ................. 16%
M ixed, No. 2 .................. 10
M ixed, 5c pkgs. d oz ...  45
N utm egs, 75-30 ............ 30
N utm egs, 105-110 ........ 20
Pepper, B lack .............. 14
Pepper, W h ite  .............. 25
Pepper, Cayenne ...........22
P ap rik a , H u n g arian  ..  

P u re  G round In Bulk
Allspice, J am a ic a  ........ 12
Cloves, Z anzibar .......... 24
C assia, C an ton  .............. 12
Ginger, A frican  ............ 18
M ace, P enang  .................75
N utm egs. 76-80 ............ 35
Pepper, B lack  .............. 16
Pepper, W h ite  .............. 30
Pepper, C ayenne .......... 22
P ap rik a , H u n g arian  ..45 

STARCH 
Corn

K ingsford, 40 lbs...........7%
M uzzy, 20 lib . pkgs. . .  5% 
M uzzy, 40 lib . pkgs. . .5  

Gloss 
K ingsford

Silver Gloss, 40 lib s . 7 \  
S ilver Gloss, 16 31bs. 6%
Silver Gloss, 12 6Tbs. 8% 

Muzzy
48 l ib . packages .......... 5
16 51b. packages .............4%
12 6tb. packages .......... 6
50Tb. boxes ..................... 2%

SY RUPS
Com

B arre ls  ............................. 25
H alf b a rre ls  ................... 28
201b. cans, % dz. in  cs. 1 75 
101b. cans, % dz. in  cs. 1 70 
51b. cans, 2 dz. in  cs. 1 80 

2%Ib. cans, 2 dz. in  cs. 1 85 
P u re  Cane

F a ir  ................................... 16
Good ...................................20
Choice ............................  25
M ichigan M aple Syrup  Ce. 

B ran d
K alkaska, p e r  doz. . . . . 2  26 

T A B LE SAUCES
H alford, la rg e  ...............3 75
H alford , sm all ...............2 25

TEA
Jap an

Sundried, m edium  . ,24@26 
Sundried, choice . ...30@33
Sundried, fancy ......... 36@40
R egular, m e d iu m ___ 24 @26
R egular, Choice ___30 @33
R egular, fancy  .........36@40
B asket-fired  m edium  30 
B asket-fired  choice 35@37 
B asket-flr»d , fancy  40i< .3
N ibs ............................  28@32
Siftings ......................  10@12
F an n in g s  ....................  14@15

Gunpow der
M oyune, m edium  ........... 28
M oyune, choice ............. 32
M oyune, fancy ........... 40@45
Pingsuey, m edium  ..25@28
Pingsuey, choice ..........  30
Pingsuey, fancy  ___ 40@45

Young Hyson
Choice ............................... 3(
F an cy  ......................... 40@50

Oolong
Form osa, fancy  ......... 45@6I
Form osa, m edium  ........... 25
Form osa, choice ...............32

E nglish B reak fas t
M edium  ..........................  26
Choice ......................... 30@35
F an cy  ......................... 40@60

India
Ceylon, choice ........... 30@35
F an cy  ............................. 45@5

TOBACCO 
Fine Cut

B lot ...................................1 46
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
O jibwa, 16 oz................... 40
O jibw a, 5c pkg ................1 85
O jibwa, 5c ..................... 47
P e toskey  Chief, 7 oz. . .1  90 
P e toskey  Chief, 14 oz. 3 80
S terling  D ark . 5 c .......... 5 76
Sw eet Cuba, 5 c ...............5 70
Sw eet Cuba, 10c ......... 11 10
Sw eet Cuba, 16 oz. tin s  5 00 
Sw eet Cuba, 16 oz. foil 4 50 
Sw eet Cuba, 16 oz. bxa 4 80
Sw eet Cuba, %  lb .......... 2 25
•w e e t B urley, 6e ...........f  78

Sw eet M ist, % g r ...........5 70
Sw eet Burley, 24 tb. cs 4 90
Tiger, % gross ...............6 00
Tiger, 5c tin s  ...............5 50
Uncle Daniel. 1 Tb..........  60
Uncle Daniel, 1 oz...........5 22

Plug
Am. N avy, 15 oz. . . . .  28 
L rum m ond, N a t Leaf,

2 <& 5 tb...................  60
D rum m ond N at. L eaf

per doz.......................  95
B attle  Ax ....................... 37
B race r ............................... 27
Big F o u r ....................... 31
Boot J a c k  ......................  86
Bullion, 16 oz................... 46
Clim ax Golden T w ins . 48
D ays W ork  ..................... 87
D erby ................................. 28
5 B ros..................................  63
G ilt Edge ....................... 80
Gold Rope, 7 to  lb ..........  68
Gold Rope, 14 to  lb. . .  58
G. O. P ...............................  sc
G ranger T w ist ..............  46
G. T. W .............................  87
H orse  Shoe .................; .  43
H oney Dip T w ist . . . .  45
Jolly  T a r  ......................... 40
J . T., 8 oz.......................  35
K eystone T w ist ........... 4(
K ism et ............................... 48
Nobby Spun Roll ......... 58
P a rro t  ............................... 28
Peachey  ........................... 40
Picnic  T w ist ................... 45
P ip e r H eidsick  . . . . . . . .  69
R edicut, 1% oz...............  38
R ed Lion ......................... 30
S herry  Cobbler, 10 oz. 26
S pear H ead, 12 oz.......... 44
S pear H ead , 14% oz. . .  44
S pear H ead. 7 oz........... 47
Square  D eal ................... 28
S ta r  ................................... 43
S tan d a rd  N avy  ...........   34
Ten P enny  ....................... 81
Town T alk  14 oz........... 30
Yankee Girl ................... 39

Sm oking
Sw eet Coro .......................34
F la t  C a r ............................. 12
W arpath  ...........................26
BamDoo, 16 oz................2f
1 X L, 61b.......................
1 X L, I I  oz. palls . .31
Honey Dew ...................4(
Gold Block .....................4«
F lagm an  ........................... 41
Chips .................................si
Kiln Dried .....................3]
D uke’s M ixtura ...........44
D uke’s Cam eo ...............43
M yrtle N avy .................44
Yum Yum, 5c p e r g ro  6 85 
Yum Yum 10c p e r g ro  11 60 
Yum. Yum, lib . pa ils  39
Cream  ...............................33
Corn Cake, 2% oz..........26
C ora Cake, l ib ...............21
Plow Boy, 1% oz..........39
Plow Boy, 3% oz..........39
Peerless. 3% os............... 86
Peerless, 1% oz............... 38
Air B rake .........................86
C ant H ook .......................30
C ountry  Club .............32-34
Forex - XXXX .................SO
Good Ind ian  ...................M
Self B inder, 16oz. soz. 30-22
Silver Foam  .....................24
Sweet M arie ...................82
Loyal Smoke ................. 42

T W IN E
C otton, 3 ply ................  24
C otton, 4 ply ...................24
Ju te , 2 ply ....................... 14
H em p, 6 ply  ................... 13
Flax , m edium  ................. 24
Wool, 1 lb. bales . . . .  8

VINEGAR
H igh land  app le  c ider 22 
O akland app le  c ider ..17 
R obertson’s Com pound 13%
Robinson’s  C i d e r ........... 16
S ta te  Seal s u g a r ...........13
40 g ra in  p u re  w h ite  ..10

B arre ls  free.
W ICKING

No. 0 p e r  g r o s s ...............30
No. 1 p e r gross ........... 40
No. 2 p e r gross ...........50
No. 3 pe r gross ............. 76

W OODENW ARE
B askets

B u s h e ls ...............................1 00
Bushels, w ide b and  . .1  15
M arket ............................... 40
Splint, la rg e  ...................3 50
Splint, m edium  ............. 3 00
Splint, sm all ................... 2 75
W illow, C lothes, la rg e  8 25 
W illow, C lothes, sm all 6 25 
W illow, C lothes, m e’m  7 25 

B u tte r P la te s  
W ire E n d  o r Ovals.
% Tb., 250 in c ra te  ..........30
% Tb.,' 250 in  c r a t e ......... 30
L Tb., 250 in  c ra te  ...........30
2 lb., 250 in  c ra te  ........... 35
3 lb., 250 In c r a t e .......... 40
5 Tb., 250 In c ra te  ...........50

C hurns
B arrel, 5 gal., each  . .  .2 40 
B arre l, 10 gal., each  . .2  56 

C lothes P ins 
Round H ead.
4 inch. 6 g ross ...................46
4% Inch, 5 g ross ............. 60
C artons, 20 2% doz. bxs. 56

Egg C ra tes  and  F illers 
■ u m p ty  D um pty , 18 ds. SO
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Special Price Current
12

No. 1 c o m p le te ............... 40
No. 2 com plete ............. 28
C ase No. 2 fillers, 15

□CIS ...........
Case, m edium , 12 se ts 1 15

Faucets
Cork, lined, 8 in ............ . 7Q
Cork, lined, 9 in ............ . 80
C ork lined, 10 in ............ . 90

Mop Sticks
T ro jan  sp rin g  ............ . 90
Eclipse p a te n t sp ring 85
No. 1 com m on ............ . 80
No. 2 pa t. b ru sh  holder 85
Ideal No. 7 .................... . 85
12R>. co tton  m op heads 1 45

Pails
2-noop S ta n d a rd  ........ ..2 00
3-hoop S tan d a rd  ........ ..2 35
2-w ire Cable ................ ..2 10
C edar a ll red  b ra s s  . . . .1 25
3-w ire Cable ................ ..2 30
P a p e r E u rek a  .................2 25
F ib re  .......... .................... 2 70

Toothpicks
B irch , 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
R a t, wood ...................... . 80
R at, s p r i n g ...................... 75

Tubs
20-in. S tan d ard , No. 1 7 511
ltt-ui. S tandard , No. 2 6 5U
lb-in . S tan d ard , No. 3 5 ou
zo-m . cab le , No. 1 . . . . 8  ou
18-in. Cable, No. 2 . . . . 7  uu
lb -in . Cable, No. 8 __b uu
No. 1 Fibre ........ 10 Za
No. 8 F ib re  .....................8 2b
No. 8, Fibre ........ 8 20

W ashboards
B ronze Globe .................2 6u
Dewey ........................ 1 is
Double Acm e ................. 2 75
Single Acm e ................... 2 15
Double .Peerless ............. 2 75
Single P eerless  .............2 2o
N o rth e rn  Q ueen ...........2 2»
Double D uplex ...............2 OU
Good Luck ....................... 2 7o
U niversal ....................... 2 uu

W indow C leaners 
12 in ......................................1 65
14 ill.......................................1 85
lb in .....................................2 20

Wood Bowls
12 in. B u tte r ...................1 60
15 in. B u tte r  ...................2 25
17 in. B u tte r  ...................4 15
18 ill. B u tle r  ...................6 1U
A ssorted, 12-15-17 . . . . 2  00 
A ssorted, io-17-19 . . . . 4  25

W RA PPIN G  PA PE R
Common S traw  ............. 2
F ib re  M anila, w hite . .  2
F ib re , M anila, colored 4
No. 1 M anda ....................  4
C ream  M anila ...................2
B u tch ers ’ M anila .......... 2%,
W ax B u tte r, sh o rt c ’n t  12 
W ax B u tte r, lu ll count 2U 
W ax B u tte r, rolls . . . .1 9

YEAST CAKE
M agic, 2 doz..................... 1 15
Sunlight, 2 doz................. 1 00
Sunlight, 1% doz...........  50
T east Foam , 3 doz. . . . 1  15 
Y east C ream , 3 doz. . .1  00 
Y east Foam , 1% doz. . .  68

AX LE G REASE

Mica, tin  boxes . .75 9 00 
P a ragon  ................  55 6 00

1 3  U
CIGARS

Johnson  C igar Co.’s B rand

S. C. W ., 1,000 lo ts ___ 31
El P o r ta n a  ......................... 33
E venlng  P re ss  ................... 32
E xem plar ............................. 32
W orden G rocer Co. B rand  

Ben H u r
Perfec tlon  ........................... 35
P erfection  E x tra s  ...........35
Londres ............................... 35
L ondres G rand .................35
S tan d ard  ............................. 35
P u ritan o s  ............................. 35
P an a te llas , F in a s  .............35
P an a te llas , Bock ...............35
Jockey  Club ....................... 35

COCOANUT
B ak er1 s B razil Shredded

10 5c p k g s .,’ p e r case  2 60 
36 10c pkgs., p e r case  2 60 
16 10c and  38 5c pkgs., 

per case  .................. 2 60

C O FFE E
Roasted

Dwinell-W 'ri|b_ . Co.’s B ’ds

W hite  H ouse, l ib ...................
W h ite  H ouse, 21b...................
Excelsior, B lend, lib . ........
Excelsior, Blend, 21b............
T ip Top, B lend, l ib ..............
R oyal Blend ..........................
Royal H igh  G rade ..............
Superio r B lend .....................
Boston C om bination ..........

D is tribu ted  by Judson  
G rocer Co., G rand R apids; 
Lee & Cady, D e tro it; Sy
m ons Bros. & Co., S ag i
naw ; B row n, D avis & 
W arn er, Jack so n ; Gods- 
m ark , D urand  & Co., B a t
tle  C reek; F ielbach  Co., 
Toledo.

Sm all size, doz.............. 40
L arg e  size, doz.............. 75

SA FES

stock  by  th e  T radesm an  
Com pany. T h irty -five  sizes 
and  s ty les on h an d  a t  all 
tim es—tw ice a s  m any  safes 
a s  a re  carried  by  a n y  o th e r 
house in th e  S ta te . If you 
a re  unab le  to  v is it G rand 
R apids a n d  in spec t the  
line personally , w rite  fo r 
quotations.

S O A P
B eaver Soap Co.’s B rand

S_Q A  P.
100 cakes, la rge  s ize . . 6 50 
50 cakes, la rg e  s iz e . .3 25 

100 cakes, sm all a ise . .3 86 
50 cakes, sm all s iz e . . 1 95

G ow ans A  Sons B rand.

Single boxes ...................3 00
F ive  box lo ts  ............... 2 95
T en  box lo ts  ................... 2 90
T w enty-five box lo ts . .2  85

J . S. K irk  A  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
J a p  Rose, 50 b a rs  ___ 3 60
Savon Im peria l .............3 00
W hite R ussian  .............3 60
Dome, oval b a rs  ...........3 00
S’a tin e t, oval ................... 2 70
Snow berry, 100 cakes 4 00

L au tz  B ros. & Co. 
Acme, 30 bars , 75 lbs. 4 00 
Acme, 25 ba rs , 75 lbs. 4 00 
Acme, 25 ba rs , 70 lbs. 3 80
Acme, 100 cakes ...........3 25
B ig M aster, 72 blocks 2 85
G erm an M ottled ...........3 50
G erm an M ottled, a oxs 3 45 
G erm an M ottled, 10 bx 3 40 
G erm an M ottled, 25 bx  3 35 
M arseilles, 100 cakes . .  6 00 
M arseilles, 100 cks 5c 4 00 
M arseilles, 100 ck to il 4 00 
M arseilles, % bx to ile t 2 10

P ro c to r & G am ble Co.
L enox ............................. 3 00
Ivory, 6 oz...........................4 00
Ivory, 10 oz....................... 6 75
S ta r  ..................................... 3 85

T radesm an  Co.'s B rand

B lack  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 C heer ..................4 00
Old C ountry  ..................3 40

Soap Pow ders 
Snow Boy, 24s fam ily

size  ............................  3 75
Snow Boy, 60 5c ........... 2 40
Snow Boy, 30 10« ___ 2 40
Gold D ust, 24 la rg e  . .  4 50
Gold D ust, 100-5c ......... 4 00
K irkoline, 24 41b. .........3 80
P eariine  ...........................3 75
Soapine ............................. 4 10
B ab b itt 's  1776 ...............3 75
R oseine ........................   .3 ¿0
A rm our’s  ......................... 3 70
W isdom  ............................. 3 80

BAKING POW DER 
R o y a l  

10c s iz e

%tb. cans  1 
6oz. cans 1 
Vi lb. cans 2 
% lb. cans 3 
lib . cans 4 
31b. cans  13 
61b. cans  21

90
35
90
50
75
80
00
50

Soap Compound«
Jo h n so n ’s  B ine ...............5 10
Jo h n so n ’s  X X X  ...........4 25
N ine O’clock ...................3 so
R ub-N o-M ore .................3 85

Scouring
E noch  M organ’s  Sons 

Sapolio, g ross lo ts  . . . . 9  50 
Sapolio, h a lf  gro. lo ts  4 85 
Sapolio, s ing le  boxes 2 40
Sapolio, h an d  ................. 2 40
Scourin« M an u fac tu rin g  Co 
Scourine, 60 cakes  . . . . 1  80 
8courine, 100 — 1̂  . . . t  g$

Lowest
Our ca ta logu e is  “ the  

w orld’s lo w est m arket” 
because w e are the  

largest buyers of general 
m erchan dise  in Am erica.

And b ecau se  our com 
paratively  in ex p en siv e  

m eth od  of s e l l i n g ,  

through a ca ta logu e, re
d u ces co sts .

W e  se ll to  m erchan ts  
only .

A sk  for current cata
logue .

Butler Brothers
New York

Chicago St. Louis 

Minneapolis

E L E V A T O R S
Hand and Power 
For All Purposes

A lso Dumbwaiters 
Sidewalk Hoists

State your requirements, giv
ing capacity, size of platform, 
lift, etc., and we will name a 
money saving price on your 
exact needs.

Sidney Elevator Mfg. Co. :: Sidney, Ohio

In crease Y our Sales o f

BAKER’S
Cocoajand
Chocolate

ANY GROCER who 
handles our prepa
rations can have a 
beautifully illustra
ted booklet of choc
olate and cocoa rec
ipes sent with his 
compliments to his 
customers entirely 
free of charge.

Ask our salesman 
Registered. or write

U. S. Pat. Oft

Walter Baker & Co. Ltd.
D ORCHESTER, MASS.

The Best Advertised Cereal 
Food in America

Last year over 100,000 visitors to Niagara Falls 
passed through our factory and saw Shredded 
W heat being made ; every one became a living 
advertisement for its purity and wholesomeness.

Last year our advertisements in the magazines 
and newspapers reached a combined circulation of 
10,000,000 people and told the story of Shredded 
W heat 112,000,000 times.

Last year we demonstrated Shredded W heat in 
many cities and towns and gave away, including 
house-to-house sampling, 20,000,000 Shr^dd rd 
W heat Biscuits.

This Year We’re Doing 
Even More Advertising

Is it any wonder that Shredded W heat is the 
easiest-to-sell cereal food ?

And it pays you a good profit.

THE SHREDDED WHEAT CO.
NIAGARA FALLS, N. Y.
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BUSINESS-WANTS DEPARTMENT
Advertisements inserted under this head for two cents a word the first insertion and one cent a word for each 

subsequent continuous insertion. No charge less than 25 cents. Cash must accompany all orders.

B U S I N E S S  C H A N C E S .

Saw  Mill—B ay  C ity on Tillam ook Bay, 
Oregon. Deep w a te r  sh ipp ing  point. R ail
road  ju s t  com pleted. T erm inus H ill’s 
electric  road  77 m iles from  P o rtland . E x 
perienced m an  w ith  $5,000 to  $10,000 can  
hand le  proposition and  m ake money. L o
cal dem and  increasing . F o r p a rticu la rs  
w rite  B ay  C ity L and  Co., 701 Spalding 
Bldg., P o rtland , Oregon. 704

B lacksm ith  and  w agon shop fo r sale 
o r ren t, rich  ag ricu ltu ra l region. P o p u 
la tion  m ostly  G erm an. Only one o ther 
w agon shop in  tow n of seven thousand. 
A. P . Boock, N ew  Ulm, M inn. 703

F o r feule—Good d ry  goods an d  shoe 
business, in  b est location  in  tow n of 950. 
T he  b e st s to re  in  tow n. All new  goods 
an d  fixtures. W in te r goods a ll in, ready  
fo r business. P r iv a te  reason  fo r selling. 
R obert A dam son, Colon, Mich. 702

K odak  film s developed, 10c p e r roll, 
a n y  size. P ro m p t a tte n tio n  given m ail 
orders . P r in ts  2%x3% to  3^4x4%, 3c; 
4x5 to  314x5%, 4c. J . M. M anning, 1062 
T h ird  Ave., N ew  Y ork City. 701

I  own th re e  fa rm s. W ill tra d e  one for 
m erchand ise  or o th e r p roperty . W rite  J . 
P . Phillips, M anchester, Tenn._______ 698

F o r Sale—O ne-half in te re s t in  best 
g rocery  in  M ichigan, located  in  tow n 
5,000 population. A ddress No. 699, care  
T radesm an . 699

F o r Sale—C onfectioners k e ttle s , f ru it 
drop rollers, cu tte rs , etc. A. Snyder, 82 
Jeffe rson  St., M uskegon, M ich. 705

M an w ith  som e m eans an d  good finan 
cial s tand ing , h a s  opportun ity  to  jo in  o r
g an ization  of a  new  financial in s titu tio n ; 
g round floor proposition  p rom ising  large 
profits m u s t be closed a t  once. A ddress 
T ru st, c a re  M ichigan T radesm an . 697

F o r Sale—A t once a t  a  barga in , sm all 
h a rd w are  an d  grocery  s tock  in  new  fa rm 
ing  coun try , doing good business. S ick
ness in  fam ily  reason  fo r selling. W rite  
fo r  p a rtic u la rs  No. 694, care  T radesm an . 
_____  694

F o r Sale Cheap—Solid p la te  g la ss  s ilen t 
salesm en show cases e lectric  lighted, sec
tiona l shelving, etc. All invoice D ecem 
ber, 1916, G rand  R apids Show Case Co., 
a t  $1,600. W ill sell fo r $1,000, s ix  m onths 
tim e. Lock Box 573, S'helby, M ichigan. 
__________ 686

Shoe S tore—On accoun t of th e  su rv iv 
in g  p a r tn e r  n o t being able to  c a rry  on 
th e  business, th e  only exclusive shoe s to re  
in  a  c ity  of 7,500, is  fo r sale. A  snap  
fo r one w an tin g  a n  estab lished  business; 
re n t low. A ddress 312 S ta te  S t., U tc h -  
fleld, 111._____________________________ 688_

H av e  good new  im proved rea l e s ta te  in 
c ity  of D e tro it an d  b rings good re n t. W ill 
exchange fo r shoe s to ck  in  som e good 
tow n in  M ichigan. A ddress J . W . U pham , 
10 Sm ith  Ave., D etro it, M ich. 687

Cheap fo r c ash  a n d  good notes, o r will 
tak e  p a r t  in  im proved rea l e s ta te  free  
an d  c lear a t  do lla r fo r dollar, new  stock  
d ry  goods an d  fix tures, good business, all 
bought since fa ll a n d  w in te r 1910. In  
h e a r t  of f ru it  belt. Lock Box 573, Shelby, 
Mich. __________________________ 685

F o r Sale—Only stud io  in  good tow n; 
reasonable. W rite  quick. H ., Box 54, 
C lay C ity, Ind iana .__________*________ 684

D iam onds a t  g re a t barga in s, $45 p e r 
c a ra t and  up ; m ounted  rings  an d  o th e r 
diam ond jew elry  bought from  p riv a te  
people, sold a t  h a lf th e  reg u la r price. 
S en t on memo, bill to  ra te d  dealers. Sold 
fo r cash  only. D an I. M urray , B roker, 
3 M aiden L ane, N ew  Y ork. 683

ENGINEERING FOR TOWN AND 
COUNTRY IMPROVEMENT

Reliable surveys and estimates made. Water 
Power. Water Works. Electric Lighting, Pav
ing. Concrete Work. Drainage. Improvement 
of Swamp Lands, Geological Investigation of 
Mineral Deposits. Ross and McCoy E n
gineering Co., M endon, Mich.

F o r  Sale—M y b a za a r  stock , invoices 
ab o u t $1,200. R eason fo r selling, s ickness 
a n d  o th e r  business. A ddress O. A. W ood, 
A lm a, Mich._________________________ 680

F o r Sale—G rocery  an d  bakery , doing 
good business, equipped w ith  firs t-c lass  
fix tu res in  tow n 5,000 population. P len ty  
m anufac tu ring . L a rg es t p o ta to  m a rk e t 
in  M ichigan. B es t o f reaso n s  fo r selling. 
A ddress No. 692, c a re  T radesm an . 692

To E xchange—F o r shoes a n d  m en’s 
fu rn ish ings , equ ity  in  160 acres  solid 
heav y  tim ber, n e a r  ra ilro ad  in  W isconsin. 
G row ing in  value every  y ear. A ddress 
No. 674, c a re  T radesm an . 674

F o r Sa»e—One E m pire  coffee mill, 1 
D ayton C om puting scale, 1 M cCaskey a c 
count reg is te r, 1 B ow ser 5 b a rre l oil tank , 
2 six  foot coun ter cases, 1 um brella  case, 
1 P a te n ts  cheese cu tte r, 1 N ationa l cash  
reg is te r, 1 4-foot floor case, 1 c rack e r 
case, 1 3,000 post card  rack . W . A. 
G ardner, E lm ira , M ichigan.__________691

F o r Sale—L arg es t and  b est equipped 
d ru g  and  book s to re  in best re so rt c ity  
in  N orthe rn  M ichigan (L ow er P en insu la). 
Good all y ea r round trade . Prosperous 
c ity ; good fa rm ing  com m unity ; ru sh ing  
re so rt business in  sum m er. Sales $16,000 
p e r year. S tock and  fix tures invoice abou t 
$8,000, a ll clean an d  u p -to -d a te  fo r best 
c ity  trade . F ine p rescrip tion  business. No 
cu t ra te s  on any th ing . L arge  per cen t of 
profit and  all expenses low. B usiness e s 
tab lished  19 years  an d  stead ily  increasing . 
T hree  s to ry  building, best corner in city. 
W ill sell or re n t s to re , fo r long term , if 
desired. O w ner w ishes to  re tire  from  busi
ness and  go W est. Do n o t w rite  unless 
you m ean  business. A ddress N o rth e rn  
M ichigan, care  M ichigan T ra desm an. 690

F o r Sale—B est pay ing  general s to re  in 
th e  S ta te . Did business la s t y ea r of 
$65,000. L ocated  in  good fa rm ing  com 
m unity , b rick  s to re  building, good clean 
stock . Double you r m oney in  th ree  years. 
W ill accep t $6,000 to  $8,000 down, balance 
a t  six  p e r cen t in te res t. D on’t  m iss th is  
chance if you w an t to  go in to  business 
or change location. B ishop B ros., Mil- 
lington, Mic h ig a n .________ 689_

M erchandise sale  conductors. A. E . 
G reene Co., 414 M offat Bldg., D etro it. A d
ve rtis ing  fu rn ished  free. W rite  for da te , 
term s, etc.__________________________ 649

F o r Sale—Clean s tap le  s tock  of m er
chandise, w ill invoice betw een  $3,000 and  
$4,000. C en tra lly  located, in  good brick  
building, 30x60, w ith  p la te  fron t. Good 
fu rn ace  an d  lig h tin g  p lan t. W ill sell 
building or re n t reasonable. Also, th ree  
only, 10 ft. floor cases and  one N ationa l 
C ash re g is te r fo r sale. A ddress M rs. M.
C. H aring , G ran t, Mich.____________ 675

F o r Sale—Buy a t  your ow n price, one 
N a tio n a l C ash  reg is te r, 6 d raw er floor 
oak  cab inet to  h ig h est bidder. M ail your 
offer. Cost $550. Good a s  new . B urns 
& K ibler, P e rs ia , la ._________________673

F o r Sale—T ea an d  coffee business; full 
line of p rem ium s; estab lished  routes, 
e lectric  mill, horse  and  wagon, fixtures, 
etc. A  good proposition  fo r th e  rig h t 
p a rty . M ust leave c ity  on acco u n t of 
sickness. A ddress V. H o b art, 710 21st 
Ave., S., M inneapolis.____________  670

J . L. M cK ennan, O m aha’s  no ted  m er
chandise  auctioneer, is  now selling  fifteen 
thousand  dollar general s tock  fo r L. E . 
H olm es, A fton, Iowa. W rite  for m y book 
of reference. H om e ad d ress  Lock Box 
478, O m aha, Neb.____________■_______ 679

F o r Sale—Sm all g rocery  stock  and  fix
tu re s  located  in  th riv in g  tow n of 1,200 
population. Good estab iished  business. 
R eason fo r selling, w ish  to  re tire  from  
business. A ddress Box 25, Bellevue, 
M ichigan. 663

If  you w an t to  buy a  s to re  for cash  
o r fo r p a r t  cash  and  p a r t  rea l e s ta te , we 
can show  you som e barga ins. In te rs ta te  
L and  Agency, D ecatu r, 111. 665

W ill sell our s tock  of d ry  goods, c a r
p e ts  and  ru g s  w ith  sm all s tock  groceries. 
The m ain  d ry  goods s tock  and  located  in 
b rick  s to re , b est corner in  tow n. R eason 
fo r selling, poor health . W rite  o r phone 
C. G. M orris & Bon, A thens, M ich. 664

W an ted —To buy, fo r cash, s tock  of 
shoes, clo th ing  o r d ry  goods. A ddress
R. W. Johnson, P ana , III.__________ 659 _

F o r Sale—Clean s to ck  d ry  goods, no
tions, fu rn ish ings, shoes. D oing cash  
business. C ash  proposition. Snap fo r 
som eone if tak en  a t  once. Going W est. 
A ddress Lock Box 28, N o rth  A dam s, Mich.

658
F O R  S A L E — U P - T O - D A T E  G E N E R A L  

M E R C H A N D I S E  S T O C K , L E S S  T H A N  
T W O  Y E A R S  O L D . G O O D  L O C A T IO N , 
G O O D  B U S I N E S S .  D O IN G  O V E R  $40,000 
B U S I N E S S  A N N U A L L Y . IN V O IC E S  
A B O U T  $12,000. S A T IS F A C T O R Y  R E A 
S O N  F O R  S E L L I N G . A D D R E S S  N O . 
654, C A R E  T R A D E S M A N . 654

F o r Sale—Clean s tock  of g en eral m e r
chandise, including  buildings in  coun try  
tow n in  the  T hum b of M ichigan. In v en 
to ries  $3,000. R eason for selling, fa iling  
health . Can reduce stock . A ddress Lock 
Box 107, Colling, M ichigan.________ 646

F o r Sale—A first-c lass  s tock  of g ro 
ceries in  b e s t coun ty  s e a t  tow n in  K a n 
sas. W ill invoice 7 to  8 thousand . Sales 
la s t  y e a r  over 80 thousand . W ill reduce 
s tock  to  su it purchaser. B usiness e s ta b 
lished  over 40 years. R eason fo r selling, 
o th e r business. A ddress A. B. C., care  
M ichigan T radesm an . 638

Safes Opened—W . L. Slocum, safe  ex
p e rt and  locksm ith. 62 O ttaw a  s tre e t, 
G rand R apids. Mich. 104

F o r Sale—G rocery s tock  and  fixtures, 
doing good business. Good location. Good 
reason for selling. A ddress No. 566, care  
T radesm an . 566

G rocery stock  fo r sale, located  in  city  
of 12,000, s to re  building can  be ren ted  or 
will sell the  property . A ddress No. 555, 
care  T radesm an . 555

For Sale—Good clean stock  h a rd w are  in 
C en tra l M ichigan, tow n of 600 popula
tion. A ddress H ard w are , care  M ichigan 
T radesm an . 545

Do you w an t to  p u rchase  an y  line of 
h ig ,. c lass business in  th e  W est?  I f  so, 
W rite  us. M em bers P o rtlan d  R ealty  
Board. A ddress P o rtlan d  In v es tm en t & 
R ealty  Co., Yeon Bldg., P o rtlan d , Oregon.
______________________________________639

W rite  us fo r p lans an d  p rices on a  
rousing  te n -d ay s’ sale. A ddress W este rn  
Sales Com pany, Hom er, La. 411

W ill pay  cash  fo r s tock  of shoes and 
rubbers. A ddress M. J . O., care  T rad es
m a n _________________________________ 221

Cash fo r your business o r rea l esta te . 
I b rin g  buyer an d  seller toge ther. No 
m a tte r  w here located  if you w an t to  buy, 
sell o r exchange any  k ind  of business or 
p roperty  anyw here  a t  an y  price, address 
F ran k  P. Cleveland. R eal E s ta te  E xpert, 
1261 A dam s E xpress  Building, Chicago, 
Illinois._______________________________w i

I pay  cash  fo r stocks o r p a r t  s tocks 
of m erchandise. M ust be cheap. H. 
K äufer, M ilw aukee. W is.____________ 92

If you w an t to  trad e  you r s to re  or c ity  
p ro p erty  fo r fa rm  land, w rite  us, s ta t in g  
w h a t you hav e; i t ’s  fa ir  value and  w here 
you w an t your land. W e can  ge t you a 
trade . In te rs ta te  L and  Agency, D ecatu r, 
111. 550

H E L P  W A N T E D .
W an ted —A ssis tan t m an ag er la rg e  gen 

e ra l store, m u s t be firs t-c lass  salesm an 
and  w ell posted  in  d ry  goods and  shoes. 
Give reference. Box 129, St. C harles,
Mich.________________________________ 696

W an ted—E xperienced salesm en, calling 
on th e  d ry  goods and  d ep artm en t tra d e  
to  c a rry  K om forter K o tton  as  a  sideline 
on a  10% com m ission. A ddress P . G. 
M ayhew  Com pany, H olland, Mich. 662 

P a r tn e r  W an ted —Refined lady  w ith  
som e cash ; a  splendid opportun ity . C. H .
M anigold, C arlshend, Mich.__________ 671

W anted—C lerk fo r shoe store , m u s t be 
a  good w orker and  reliable. Send re fe r
ences. S a la ry  $12. P . C. Sherw ood &
Son, Y psilanti, Mich.________________ 652

W anted—Clerk fo r general store. M ust 
be sober and  industrious  and  have  some 
previous experience. R eferences required. 
A ddress Store, care  T radesm an . 242 

Local R ep resen ta tive  W anted—Splendid 
incom e assu red  rig h t m an  to a c t  a s  our 
rep resen ta tiv e  a f te r  lea rn ing  our busi
ness thoroughly  by m ail. F o rm er ex
perience unnecessary . All w e requ ire  is 
honesty, ab ility , am bition  and  w illingness 
to  lea rn  a  lu c ra tiv e  business. No so lic it
ing  o r traveling . T h is is an  exceptional 
opportun ity  for a  m an in your section 
to  g e t in to  a  big  pay ing  business w ithou t 
cap ita l and  becom e independen t fo r life. 
W rite  a t  once fo r p a rticu la rs . A ddress
E. R. M arden, P res . T he  N a tiona l Co- 
O perative R eal E s ta te  Com pany, L  371 
M arden Bldg., W ash ing ton , D. C. 443 

S I T U A T I O N S  W A N T E D .
C om petent shoe m an, 13 y e a rs ’ experi

ence, 10 y ears  successfu l m an ag er and  
buyer, desired  sim ila r position. Am 35 
years  old, now em ployed b u t desire  
change. A ddress No. 700, care  M ichigan 
T radesm an ;_ _ _ _ _ ^ _ _ _ _ __700_-

W an t ads. con tinued  on n ex t page.

Here is a Pointer

Your advertisem ent, 
if  placed on th is page, 
would be seen and read 
by eight thousand of 
the most progressive 
merchants in Michigan, 
Ohio and Indiana. We 
have testim onial let
ters from thousands of 
p e o p l e  who h a v e  
bought, sold or e x 
changed properties as 
the direct result of ad
vertising in th is paper.

Michigan Tradesman
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NEW  YORK MARKET.

Special Features of the Grocery *hnd 
Produce Trade.

Special Correspondence.
New York, Oct. a—T he m arket is 

excited and the  whole tendency is to  
a yet higher level. Spot coffees are 
firm. Rio No. 7 is quoted a t 14@  
14J.$c. Cables received to-day from  
prim ary  points indicate a precarious 
outlook for the grow ing crops and 
with the product much curtailed 
there is no telling where the m arket 

-will go to. Some prophesy an ou tpu t 
of only 7,000,000 to  8,000,000 bags of 
Santos. In store and afloat there 
are 2,202,622 bags of Brazilian cof
fees, against 2,971,540 bags a t the 
same tim e last year. Mild grades are 
firmer, but the demand is not excit
ing. Good Cucuta, 15%c.

Sugar shows less activity, and w hat 
else can be expected? T he ultim ate 
consum er is doing with as little  as 
possible, and it is likely th at the pack 
of jam s and preserves will in m any 
cases be very m aterially  reduced. 
Granulated is w orth  6.75c, against 
5.05c twelve m onths ago, and this 
m eans the difference betw een profit 
and loss in m ore than  one instance.

In  the tea  trade Japans a ttrac t the 
m ost attention, although there  is 
some enquiry for Form osas. Some 
10,000 packages of Japans are re
ported  to  have changed hands last 
week. Upon the whole the m arket is 
in good shape, and if people could be 
induced to  drink tea instead of cof
fee there would be a h igher m arket 
every day. But when they stop on 
coffee—as a good m any have done— 
they do not take kindly to  tea.

M ore enquiry for rice exists, and 
the m arket is well sustained. O rders 
are not very large in any one busi
ness, but there is som ething doing 
all the time. Prim e to  choice dom es
tic, 4%@5c.

W ith  the adv an c in g . season there 
is a be tte r enquiry for spices and 
stocks are p re tty  well cleaned up. 
Prices are firm. Black pepper, 11% 
@ ll% c ; cloves, 19@20c; Saigon cas
sia, 45@46c.

M olasses shows absolutely no 
change and quietude prevails all 
along the line. Good to  prim e cen
trifugal. 25@32c. Syrups are quiet.

In  canned goods we have some ad
vance in standard 3s tom atoes and 
buyers do not seem inclined to  hag
gle over quotations. Packers will not 
talk  less than  85c, and 87%c is fre 
quently m entioned, and even 90c is 
said to  be “in sight.” T he goods at 
this price m ust be very fine of course. 
T here is a good supply of corn and, 
in fact, too much for the existing de
mand. Buyers searching for fine peas 
do not find any, and the m arket is 
simply bare. Packers are w ondering 
where they are to  find seed for 1912. 
O ther lines are in about the usual 
demand.

B utter is firm, especially fo r top 
grades, and quotations show some 
advance. Cream ery specials, 29c; ex
tras, 28c; firsts, 24T/£@26%c; factory, 
19%@20%c.

Cheese is firm and advancing. 
W hole milk, 14% c.

E ggs are firm. Best W estern , 26@ 
28c; firsts, 23@25%c. T here  is a very 
ample supply of medium grades.

Activities in Indiana Cities. 
W ritte n  fo r  th e  T radesm an .

South Bend has m ade a beginning 
tow ard railroad track  elevation by 
appropriating  $26,201 as the nucleus 
of a fund for the separation of grades.

T here  is an increasing use of 
school houses as social centers at 
T erre  H aute and the m eetings of par
ents and patrons will be made a reg 
u lar feature of the school work dur
ing the com ing year.

A stock com pany is being formed 
at Albion to  rebuild the flour mills 
of the Paragon Company, which were 
recently  destroyed by fire.

T he Sentinel of Ft. W ayne say s- 
“I t  is the hope of m en in terested  in 
prom oting  the physical betterm ents 
for F t. W ayne th a t the  city is about 
to  en ter upon a new era of progress 
—the developm ent of som ething be
side the barest m aterial, necessaries 
of municipal existence. F t. W ayne is 
large enough and old enough and 
wealthy enough to  begin to  take 
thought upon such a grow th. Clean
liness, beauty and pleasure m ay be 
m ixed with, no t sorted  from, such 
things as building sidewalks, paving 
streets and extending the boundaries. 
Cleansed and beautiful rivers, im
proved sew ers and the care of m u
nicipal w aste should be taken up and 
carried along w ith w hat are regard
ed as the essentials of municipal 
provision. In  o ther words, F t. W ayne 
ought now to  begin to  expand and 
to  pursue her grow th w ith some no
tion of sym m etry.”

T he peddlers or would-be m iddle
men are having a sorry  tim e of it on 
the new  public m arket in South 
Band. U nder the new rules they 
are not perm itted  to  rem ain on the 
m arket o r in the m arket d istric t with 
em pty w agons and so can no t pick 
up much stuff from  the growers.

M ishawaka has recently  opened a 
city m arket w ith the city sealer tem 
porarily  in charge. T he new en te r
prise is s ta rtin g  off in good shape.

T he Commercial Club of T erre  
H aute is resum ing its season’s ac
tivities and expects soon to  land a 
new m anufacturing concern requiring 
m ore than  100,000 square feet of 
floor space. Alm ond Griffen.

Urban Population Increasing.
A rep o rt recently  issued by the 

Census Bureau a t W ashington con
tains some in teresting  features which 
bring  out forcibly the fact th a t the 
generous trend  of population for the 
past tw enty  years has been tow ards 
the cities; in o ther words, th a t the 
rural population has no t increased 
as rapidly as the urban population, 
as shown by a com parison of the 
censuses of 1890, 1900 and 1910.
T his does not m ean th a t the urban 
or city population of the U nited 
States, taken as a whole, is g reater 
than  the ru ral o r  country  popula
tion; on the contrary , there  are m ore 
people living in the rural areas than 
in the  urban areas, but the la tte r are 
gaining upon th e  form er, and if this 
gain continues a t  the same ra te  the

city population will Overtake and 
pass the country  population in the 
course of a couple of decades more.

T he figures speak for them selves. 
In  1890 the country population was 
63.9 per cent, of the entire popula
tion of continental U nited States, 
while the city population was 36.1 
per cent.; thè census of 1910 showed 
th a t the country population had lost
10.2 per cent, and had become at that 
tim e only 53.7 per cent., while the 
city population had increased 10.2 to
46.3 per cent. This gain of the ur
ban over the rural population varies 
greatly  in the individual states and 
the different sections of the country.

A n interesting  fact is th at the 
large cities have increased in size 
much faster than  the sm aller cities; 
places of from  five hundred thousand 
to  one m illion population have m ore 
than  doubled their percentage of the 
to ta l population in tw enty  years, 
while tow ns of 2,500 to  5,000 inhabi
tan ts have gained only tw o-tenths of 
1 per cent, in their proportion  of the 
whole in that time. The largest per
centage in the city population over 
the country  since 1900 in any of the 
nine geographical divisions of con
tinental U nited S tates is shown in 
the Pacific States.

Proposed Federation of Merchants.
D etroit, Oct. S—If a m an tried to  

seize the food from  the very mouths 
of your wives and children, would 
you fight?

If you saw a m an try ing  to  break 
in your house, w ouldn’t  you fight for 
your belongings?

O ur le tte r of Ju ly  17 told how well 
laid plans are under way to  take 
away from  you the trad e  you have 
built up and which is rightfully  
yours; of the  effort now well under 
way to  elim inate you and all o ther 
retail m erchants from  comm ercial ex
istence.

Did it  awaken you to  a realization 
of your opportunity , your responsi
bility, your duty?

Are you going to  give the active 
co-operation which alone wins bat
tles?

T he re ta il m erchants are preparing 
to  fight for their business life. W ill 
you join the ranks?

T he m eeting, Oct. 18 and 19, a t the 
L a Salle H otel, Chicago, is assured. 
T he response to  our first call has 
been hearty ; bu t the g reater the num 
ber the sho rte r will be the battle 
and the m ore certain  the victory. W e 
w ant you.

On enclosed card send us the 
nam es of your delegates to this m eet
ing, their addresses and when they 
will arrive. Send us your sugges
tions.

“No taxation  w ithout representa
tion.”

T he danger is real; action on the 
p a rt of the re ta ilers of the country 
is im perative; the re ta ile r’s fight, by 
the retailers and for the retailers, will 
win.

T he m eeting will be called to  order 
sharp 10 a. m., and thereafter to  suit 
the wishes of the  convention.

W e are waiting to  hear from  you.
A rth u r L. Holm es, Sec’y.

Abolishing the Postage Stamp.
In  our day the mail traffic of* large 

business concerns has swollen to  gi
gantic proportions, and even-the sim 
ple labor of affixing stam ps requires 
a special clerical staff. “No wonder, 
therefore,” says the Um schau, “if the 
problem  has been considered how the 
stam p could be abolished altogether 
w ithout prejudice to  the in terests of 
the postoffice. Proposals of this char
acter have not been wanting, as, for 
instance, in Bavaria, since February 
1» 1910, large consignm ents are sim 
ply stam ped with a postm ark  a t the 
postoffice, the operation being carried 
out by machinery. In  this way the 
postoffice has saved the expense for 
paper and the prin ting  costs for ten 
million stamps, while the business 
world has economized tim e and 
money, for affixing stam ps to  one 
thousand letters requires about an 
hour and a half of time.

“This m ethod of treatm ent, while 
fairly satisfactory, is still primitive. 
W e can easily imagine a m uch be t
te r system  worked out som ewhat 
along the lines of a gas or w ater me
ter, the le tte r being simply placed 
in a m achine and stam ped w ith a 
postm ark which serves a t the same 
time as receipt for the postage and 
as record of the date, etc. T he m a
chine would be inspected periodically 
by the postoffice in ju s t the same way 
as the consum er’s gas o r w ater m eter 
is inspected, and his bill would be 
paid as usual.”

Butter, Eggs, Poultry, Beans and Po
tatoes at Buffalo.

Buffalo, Oct. 4— Creamery, 24@29c; 
dairy, 20@25c; poor, all kinds, 15@ 
18c.

Eggs — Fancy, candled, 26q)28c ; 
choice, 23@25c; cold storage candled, 
20.@21c.

Live Poultry  — Fowls, 13@14c; 
ducks, 13@15c; turkeys, 12@14c; 
springs, 13@14c.

Beans — Medium, $2.75; medium, 
$2.40; pea, $2.40; red kidney, $3.25; 
white kidney, $2.65.

Potatoes—New, 60@65c per bu.
Rea & W itzig.

W ashington is planning a sane and 
safe F ourth  of Ju ly  celebration for 
next year, and a historical pageant, 
probably a t night, w ith tableaux at 
specified points, will be the feature. 
T he celebration is to  be the m ost 
elaborate ever known there. Day and 
n ight fireworks, an aviation a ttrac 
tion, games, races and patrio tic  exer
cises are also planned. T he Com mit
tee is sta rting  early, because a  g reat 
deal of w ork will be necessary to 
m ake this elaborate celebration a suc
cess. A pageant- of the character p ro
posed will be instructive as well as 
entertain ing  and ought to  in terest the 
young people as much as noisy fea
tures.

X have th e  exclusive sale  of a  flrs t-c las  
g rocery  business, located  he re  in  G ran  
R apids in  one of th e  b e s t p ay in g  p a r t  

ci ty *, R en t on,y  a  m onth . Do ,a  business of over $70,000 a  yeai 
a ud  flxu tres w ill in v en to ry  $15,00< 

WiU sell a t  par. T h is  business will bea 
£ ^ sV nves,tlg a t,o n - H a s  n ev er been of fe red  fo r  sale. R eason  fo r selling, wisl 

H a rry  T hom asm a, A gent, 433 
438 H ousem an  Bldg., G rand  R apids, Mich

70S
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Distributed at Wholesale by

JUDSON GROCER CO 
Grand Rapids, Mich.

n ELC -W RIGHT
®° STO N- c  H 1C  A<3 o

B. H. ALBEE

Read What
Users

Have to Say
Concerning the Roaster:

Getting in the "Cheap Cl ass”

Shun price-cutting as you  would the plague. L et your custom ers understand  
that everybody is alw ays treated just the same in your p la c e ; that you  are selling  
a good  grade o f goods for a fair price, which y ie ld s you  a reasonable profit. N o  
man or woman wants you  to do business for nothing. T h ey  don’t them selves. 
But if you  are foolish  enough to offer them  som ething lower than th ey  can obtain  
the sam e thing elsewhere, then you have established the fact that you  are more 
or less cheap .”

The A. J. Deer Company,
Hornell. N. Y.

Escanaba. Mich.. 8-29-11.
Gentlemen:—I have put in and used one 

of your ROYAL Coffee Roasters and must 
say that I am more than pleased with it. No' 5 Royal Roaster
My coffee business has INCREASED MORE THAN 300 PER CENT.

Yours truly. (Signed) JOHN CROSS>
Concerning the Mill:
The A. J. Deer Company. Hornell. N. Y. Fremont. Ohio. 9-15-11.

Gentlemen:—Inclosed you will find our check in full also freight receipt on
No. 8 ROYAL mill.

We might say that we have only 
used your mill about sixty  days, but 
we are thus far so well pleased with 
the mill that we would not want to 
part with the same at double the cost, 
if it were not possible to get another, 
and knowing that there are a great 
many other makes on the market and 
some selling for less money.

Very truly.
(Signed) BARKER & ADAMS.

Per C. J. Barker. 
Write for pur complete catalog today

THeM D eer^ u
272 W est St. Hornell, N. Y.

In  the “Grocers' Review /'

The only that CUTS the coffee

“Won its FAVOR 
through its FLAVOR”

Mr. Grocer, the only flaked food sold 
in  America which does not go to the 

price-cutter at a lower price that to the average buyer, is



“In a 

Class by 

Itself”

Manufactured

Under

Sanitary

Conditions

Made in

Five Sizes

G. J. Johnson 
Cigar Co.

Makers

Grand Rapids, Mich.


