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Cbe Olorld For Sale
“The world for sale! Hang out the sign;

Call every traveler here to me;
Who’ll buy this brave estate of mine,

And set me from earth’s bondage free? 
’Tis going! Yes, I mean to fling 

The bauble from my soul away;
I’ll sell it, whatso’er it brings—

The world at auction here to-day!

“Fame! Hold the brilliant meteor high;
How dazzling every gilded name!

Ye millions, now’s the time to buy!
How much for Fame? How much for Fame? 

Hear how it thunders! Would you stand 
On high Olympus, far renowned—

Now purchase, and a world command!
And be with a world’s curses crown’d!

“It is a glorious thing to see—
Ah, it has cheated me so sore!

It is not what it seems to be;
For sale: It shall be mine no more.

Come, turn it o’er and view it well—
I would not have you purchase dear:

’Tis going! going! I must sell!
Who bids? Who’ll buy the splendid tear?

“Sweet star of Hope! With ray to shine 
In every sad foreboding breast,

Save this desponding one of mine—
Who bids for man’s last friend and best? 

Ah! were not mine a bankrupt life«
This treasure should my soul sustain; 

But Hope and I are now at strife,
Nor ever may unite again.

“Here’s wealth in glittering heaps of gold— 
Who bids? But let me tell you fair,

A baser lot was never sold.
Who’ll buy the heavy heaps of care? 

And here, spread out in broad domain,
A goodly landscape all may trace;

Hall, cottage, tree, field, hill and plain— 
Who’ll buy himself a burial place?

“And Song! For sale, my tuneless lute;
Sweet solace, mine no more to hold; 

The chords that charm’d my soul are mute, 
I cannot wake the notes of old!

Or e’en were mine a wizard shell,
Could chain a world in rapture high; 

Yet now a sad farewell! farewell!
Must on its last faint echoes die.

“Here’s Love, the dreamy, potent spell 
That beauty flings around the heart; 

I know its power, alas! too well—
’Tis going—Love and I must part! 

Must part? What can I more with Love?
All over the enchanter’s reign; 

Who’ll buy the plumeless, dying dove— 
An hour of bliss—an age of pain!

“Ambition, fashion, show and pride,
I part from all forever now;

Grief, in an overwhelming tide,
Has taught my haughty heart to bow. 

Poor heart! distracted, ah, so long—
And still its aching throb to bear; 

How broken, that was once so strong! 
How heavy, once so free from care!

“And Friendship—rarest gem of earth— 
(Who e’er hath found the jewel his?) 

Frail, fickle, false and little worth—
Who bids for Friendship—as it is!

’Tis going! going! Here the call:
Onde, twice and thrice! ’Tis very low! 

’Twas once my hope, my stay, my all—
But now the broken staff must go!

“No more for me life’s fitful dream— 
Bright visions, vanishing away! 

My bark requires a deeper stream;
My sinking soul a surer stay.

By Death, stern sheriff! all bereft,
I weep, yet humbly kiss the rod; 

The best' of all I still have left—
My Faith, my Bible and my God.”

Ralph Hoyt.
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Klingman’s Sample Furniture Co.
The Largest Exclusive Retailers of 

Furniture in America

Where quality is first consideration and where you 
get the best for the price usually charged for the 
inferiors elsewhere.
Don’t hesitate to write us. You will get just as 
fair treatment as though you were here personally.

Corner Ionia, Fountain and. Division Sts.
Opposite Morton House Orand Rapids, Mich.

Give Us What is Lost
If it were possible to regain possession of wasted merchan
dise and recover the Mountain of Values annually lost 

through carelessness and inaccura
cies. we would make this proposition 
to every merchant in the world:— 
“Give us what can be saved by 
changing the present day methods, 
and we’ll equip every store on earth 
with the Moneyweight System, and 
have millions of dollars in gain after 
paying the cost of such an under
taking.’’

What you waste would make you 
rich if you would make up your 
mind to be the master of your store 
problems and change your methods 
from one of uncertainty to one of 
certainty. We have a system of 

gaining full profits—and we teach this system which is 
used in connection with and built around our system of 
Computing Scales.

The Computing Moneyweight Scale Co.
Scale Co. 58 N. State St.
n  . MASONIC TEMPLE. CHICAGO
D aytO n, UhlO Grand Rapids Office, 74 So. Ionia St.

Detroit Sales Office, 148 Jefferson St.

Please mention Michigan Tradesman when writing

Direct Sales 
Offices in AU 

Prominent Cities

SNOWBOYf SNOWBOYc 
Weighs more I  Good profits\

SNOWBOY
tefungpow der

We are telling YOUR customers about SNOW BOY 
^  Washing Powder every day.

How much SNOW BOY have you in stock?

Quick Profits Buffalo, N. Y.
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The Thoughtless Conductor on Lake 
Shore Railroad.

The Lake Shore train due in Grand 
Rapids from the south at 10:35 Sun
day evening was crowded. It was 
two hours and a half late, so that it 
was a little after 1 o’clock when the 
train pulled into the station. The 
storm was at its worst. The wind 
was blowing fiercely and the snow 
was coming in great gusts. There 
were twenty people on the train who 
wanted carriages to convey them to 
their destination. There were no 
carriages at the depot, and the con
ductor deliberately set about to as
certain how many desired transpor
tation to distant parts o fthe city. 
He was fully thirty minutes in mak
ing up his list and it was over an 
hour longer before the Columbian 
Transfer Co. was able to arouse its 
sleepy drivers and get them across 
the river to take care of the people 
who were waiting impatiently and at 
great personal inconvenience in the 
depot.

The question naturally suggests it
self why the conductor did not as
certain how many passengers requir
ed carriages and telegraph in from 
Hopkins Station or Dorr, so that the 
people might not be delayed an hour 
and a half at the Lake Shore depot 
in the early hours of the morning. 
He knew there would be no car
riages at the depot. He knew there 
were people who wished to be trans
ported to distant locations, yet he 
deliberately ignored this knowledge 
and permitted twenty passengers to 
spend an hour and a half in a dingy 
depot that was about as cold as a 
barn and about as inviting as a cow 
stable. When the passengers un
dertook to use the depot telephone, 
they were rudely and roughly inform
ed by the conductor that they must 
use the booth phone instead.

Of course, the conductor was un
der no obligation to do all this. He 
was under no obligatin to think of

anything but taking up tickets and to 
see that the company got every cent 
of revenue it was entitled to. If it 
had been on any other road running 
in to Grand Rapids—unless it might 
be the Grand Trunk, which has about 
as little regard for the comfort of its 
passengers as a hog for the Latin 
language—such an occurrence would 
not have taken place. Carriages 
would either have been in waiting or 
the conductor would have telegraph
ed ahead to provide the necessary ac
commodations.

Present Potato Prices Not Safe In
vestment.

Conditions in the potato market 
continue practically the same. While 
there was a sagging in prices the lat
ter part of last week and the market 
eased off from three to five cents, 
yet this has been overcome by the 
present weather condition so that 
there is no material change in prices 
as compared with this time last week.

The demand in the outside markets 
has fallen off very materially but ow
ing to the extreme scarcity of refrig
erator equipment, the supply of load
ed cars does not exceed the present 
demand.

A good many dealers took a chance 
last week and loaded box cars; as a 
consequence nearly all markets are 
experiencing trouble on account of 
these arriving in a very badly frozen 
and damaged condition, which neces
sarily means that they must be moved 
at considerable sacrifice and at a great 
loss to the shipper and they will nat
urally have a depressing effect on the 
market until the stock is disposed of.

The extreme shortage of suitable 
equipment to safely carry potatoes 
will no doubt, have a tendency to hold 
values for some little time and we 
see no reason why present prices 
should not be maintained for a time 
at least, in fact, prices may be forced 
a little higher.

Should the supply of equipment in
crease very materially there is no 
question but what the supply will ex
ceed the demand and market conse
quently be lower.

Importations of foreign stock con
tinue to be received at the seaport 
cities. So far the receipts have not 
been sufficient to depress prices but 
we are advised that much heavier re
ceipts are expected by the first of next 
month and as a consequence the mar
ket must feel the effect.

We are still of the opinion that 
present prices are not a safe invest
ment and that the stock should be 
kept moving as promptly as possible.

A. G. Kohnhorst.

Strange that the plant of murder 
should grow from the seeds of love; 
but it sometimes happens so.

Bankruptcy Proceedings in Referee 
Wicks’ Court.

Nov. 8—In the matter of Max 
Frazer, bankrupt, who formerly con
ducted a dry goods store at East 
Jordan, a final meeting of creditors 
was held and a final dividend of 
22J4 per cent, declared and ordered 
paid. A first dividend of 15 per 
cent, has already been paid in this 
matter. John Snitseler, of Grand 
Rapids, is trustee of this estate.

Edward Toppel, of Grand Rapids, 
sometimes called Edward Travers, 
filed a voluntary petition praying 
that he may be adjudged bankrupt 
and, in the absence of Judge Ses
sions, Referee Wicks made the order 
of adjudication. The schedules filed 
by the bankrupt show liabilities of 
about $1,065, with no assets except 
those claimed to be exempt.

Nov. 9—In the matter of John O. 
Harrison, bankrupt, who formerly 
conducted a grocery store a t ' Grand 
Rapids, a special meeting of credit
ors was held to consider the offer 
of Fred D. Vos of $558 for all the 
assets of this estate, including the 
bankrupt’s exemptions, but not in
cluding the book accounts, which of
fer represents 80 per cent, of the in
ventory value of the stock and 70 
per cent, of the inventory value of 
the fixtures. No objections were 
made and the sale was ordered made 
and confirmed.

Nov. 13—In the matter of Emil 
Johnson, bankrupt, formerly a boot 
and shoe merchant at Manistee, a 
final meeting of creditors was held 
and a final dividend of 20J4 per cent, 
was declared and ordered paid. A 
first dividend of 15 per cent, was 
paid in this matter on June 26.

Nov. 14—In the matter of Max 
Glazer, bankrupt, of Dighton, a spe
cial meeting of creditors was held 
and a first dividend of 5 per cent, 
declared and ordered paid by the 
trustee, Lester J. Rindge, of Grand 
Rapids.

Order was made adjudging Cark 
O. Bigler, a produce commission 
merchant of Rothbury, bankrupt and 
the matter was referred to Referee 
Wicks. The bankrupt’s schedules 
show secured or preferred claims of 
about $1,650 and unsecured claims ag
gregating about $10,125. Practically 
all of the assets are either covered 
by chattel mortgage or claimed to be 
exempt.

Demand for Beans Exceedingly Light.
The past week has shown 7c per 

bushel decline on the Detroit Board 
of Trade and the demand for beans 
is exceedingly light.

The Secretary of State’s crop re
port shows an acreage this year of 
438,858, with a total yield of 5,266,296 
—an average of 12 bushels per acre.

I am reliably informed that more 
than a dozen dryers have been in
stalled in Michigan during the past 
three weeks, which will help material
ly in making the damp beans ready 
for market. The hand picking capacity 
in the elevators has increased 24 to 
40 per cent, in the past three years.

I can see little in the situation that 
warrants a higher price, for some time 
at least, unless the buying is purely 
speculative. Elevators have been pay
ing farmers more for beans than they 
could sell them for, in many locali
ties, during the past three weeks. It 
is a fact that there are several large 
piles of beans with a cost mark on 
them too high for the present market, 
and carrying charges will have to be 
added. I believe the speculator has 
about ofi chance in seven to win, and 
10c per bushel will not cover the car
rying charges to January, figuring 
shrinkage, storage, interest on the in
vestment, insurance, etc.

E. L. Wellman.

Some time since an order was is
sued whereby no letters addressed to 
Santa Claus could be be delivered to 
charitably inclined persons who wish
ed to make some child happy by 
sending presents asked for. Post
master General Hitchcock is a kind 
hearted man and when his attention 
was called to the fact that many chil
dren would not receive any gifts this 
year unless the order was rescinded, 
he promptly raised the ban and di
rected the postmasters to deliver the 
letters to charitable organizations or 
benevolent persons who ask for them. 
That is a wise move and thousands 
will approve it.

John Wanamaker has offered to 
present the city of London with a 
painting of the scene at the corona
tion lunch at Guildhall on July 29, and 
the offer has been accepted. Mr. 
Wanamaker was the lord mayor’s 
only guest on that occasion when the 
king and queen paid the coronation 
visit to London in full state. The pic
ture will be painted by some promi
nent artist, and will occupy an hon
ored place in London.

The Fisher Show Case Co. has been 
incorporated with an authorized cap
ital stock of $10,000, of which $5,400 
has been subscribed and paid in in 
cash. Those interested and the 
amounts by each are as follows: Os
man E. Fisher, 25 shares, Donald E. 
Fisher, 25 shares and Wynandus Del- 
ney, 4 shares.

D. H. McLaughlin has engaged in 
the meat business at 614 Turner street 
under the style of D. H. McLaughlin 
& Co.
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THE GENERAL AGENT.

What He Accomplished For Imple
ment Dealers.*

At the last convention the Mem
bership Committee was succeeded by 
a General Agent, whose duty was to 
appoint and look after the county 
agents, as the results accomplished 
through this method of handling 
memberships were concluded to be 
the best and would bring greater re
sults by the county agents, who in 
turn would be on the ground to co
operate in organizing county or lo
cal clubs, which have proven a suc
cess where started rightly. This of
fice was kept up until July 18, when 
Brother Reid resigned his position, 
held so many years with credit to 
himself and this Association. At this 
time the work of the General Agent 
was consolidated with the Secretary’s 
work, so that since our latter ap
pointment we have carried both for 
the remainder of the fiscal year. We 
think that it is proper to separate the 
reports in making them out for this 
convention that you may more fully 
understand the workings of this sys
tem, while the Secretary’s report 
must be confined to a more general 
report of all matters connected with 
his office. Soon after adjournment 
we appointed the following agents 
for our various counties, and sent 
letters from the Secretary’s office to 
this effect, asking if they would ac
cept and co-operate with us, as fol
lows:

Allegan — H. E. Ross & Son, 
Bradley.

Alger—Bissell & Stebbins, Muni
sing.

Antrim—Smalligan & Smith, Cen
tral Lake.

Berrien—Zreck & Swank, Galien.
Branch—O. L. Burch, Quincy.
Calhoun—W. K. Boyd, Marshall.
Cheboygan—Peter Chimmer, Cre- 

boygan.
Clinton—W. H. Potter, St. Johns.
Eaton—J. H. Hall & Son, Eaton 

Rapids.
Emmett—Scalf & Pierce, Harbor 

Springs.
Genesee—Chas. D. Parker, Ottis- 

ville.
Gladwin—McClary & Burt, Glad

win.
Grand Traverse—J. H. Hodges, 

Fife Lake.
Gratiot—B. B. Pino, Ithaca.
Hillsdale—E. Davis, Reading.
Huron — Kinde Hardware Co., 

Kinde.
Iosco—Edgar Louch, Whittemore.
Ingham—J. S. Taylor, Mason.
Ionia—Barton Bros., Portland.
Jackson—Reid & Carlton, Jackson.
Kalamazoo—Willison & Aldrich, 

Climax.
Kalkaska—Jas. S. Hodges, Kal

kaska.
Kent—H. Nash, Lowell.
Lapeer—Frank Fairweather, Imlay 

City.
Lenawee—C. A. Slayton, Tecum-

seh.
Marquette—H. K. Bitner, Mar

quette.
•Annual report of F. M. Witbeck. General 

Agent Michigan Retail Implement and Vehicle 
Dealer Association at annual convention at Lan
sing. Nov. 7.

Macomb — Leonard Schneider, 
Frazer.

Manistee—A. L. Gleason, Copem- 
ish.

Mecosta—L. S. Bertreau & Co., 
Big Rapids.

Monroe—L. J. Gierman, Carlton.
Montcalm—Lisk & Son, Howard 

City.
Mtuskegon — W. E. Springer, 

Whitehall.
Newaygo—Stell & Oosting, Fre

mont.
Otsego—D. M. Sly, Vanderbilt.
Oakland—H. W. Lee, Farmington.
Oceana—H. K. Bush & Son, Hes

peria.
Ogemaw—E. V. Morrison, West 

Branch.
Ottawa—James Kole, Holland.
Saginaw—Leonard Reichle, Frank- 

enmuth.
Sanilac—Peter Fair, Deckerville.
St. Clair—Coddington & Co., Ca- 

pac.
St. Joseph—Adama Brothers, Lees

burg.
Tuscola^—Striffier & McDermott, 

Cass City.
Washtenaw—Forsythe & Co., Mi

lan.
Wayne—Holmes & Jane, De

troit.
Wexford—C. J. Gifford, Manton.
Thus you will see that only forty- 

six out of the eighty-seven counties 
had a county agent to represent us 
and, while we appointed many more, 
these were the only ones that we re
ceived replies from and sent sup
plies to, with the understanding that 
they would do the work necessary. 
Out of the forty-six appointed, we 
are sorry to say, only seventeen 
found time to cover the territory, 
after supplies had been sent, and 
only a part of these performed the 
work requested, and for this rea
son my report will of necessity be 
longer than it would be otherwise.

Without mentioning any names, I 
will state that those who followed 
the printed instructions furnished 
the Secretary’s office with material to 
protect every dealer in their respec
tive vicinities by placing on file full 
information as to who were selling 
implements and vehicles, and from 
the cards and his manner of con
ducting business we could determine 
what class of a dealer he represent
ed, and this information, when furn
ished by the manufacturers upon re
quest, is where we plan to protect 
you. This is the advantage of our 
county agent system, and why you 
should each give it more thought. 
Think of these things as you would 
of your own business, for we ought 
to be a part of your business.

Now this explains why we have 
not made the showing in proportion 
to last year, because some of our 
county agents accepting did not do 
our work, and not knowing why, un
til after the season had become too 
late to reappoint a successor, this is 
why our membership will show a 
slight dropping off. It has been our 
custom during the past two years to 
have the different county agents arise 
when their county was called for and 
we made the announcement. Now,

we shall reverse the plan and let 
the county agents respond with 
their own reports as their various 
counties are called for, as we feel 
that by this time they have over
come their timidity and possible em
barrassment and would prefer to give 
their own report and possibly some 
can explain why they failed to do 
the work assigned.

At our convention and up to July 
18 we have received the dues from 
290 members, which shows a loss, for 
the corresponding time in 1910 of 
thirty-four members who had paid. 
From July 18 to Nov. 1 we have re
ceived through- the mail forty active 
members and two honorary mem
bers, through our general letters and 
co-operation of some of the travel
ing men, four of whom I wish to 
make mention of here, C. N. Russell, 
Hudson; F. A. Jackson, Lansing; W. 
F. Horning, Saginaw, and Walter 
Seeley, of Ann Arbor, with the help 
of three of our county agents, one of 
whom we asked to go into an ad
joining county and who secured 
eight new memberships, over 60 per 
cent, of those being new members 
who had never been with us before.

This gives us a paid membership 
at the convention and since of 321, or 
a loss of seventeen members to Nov. 
1 from the corresponding months of 
last year. To this must be added 
ninety-eight members whose dues ex
pired during 1911—most of which 
could have been renewed by a per
sonal call of county agents, making 
our membership Nov. 1, 1911, 429.
Now, gentlemen, do not get discour
aged, for this is true in nearly every 
state in the Federation, except two, 
and while it represents a small falling 
off, if the truth were known, your 
percentage is about the same as last 
year, for more dealers have retired 
from business this year than ever 
before in our history, and let me say 
to you that with the present evolu
tion now going on in this business 
that the next five years will see a 
still more marked change, old meth
ods will have passed away and this 
line of merchandise will be repre
sented by only the best business men 
we have in this country, and the 
false idea of any one stepping into 
the business who could drive a team 
or handle a plow will be a has been, 
for have not the manufacturers at 
their associations in Chicago said, by 
a strong resolution, “We stand by 
the dealer,” and adopted our motto, 
“The retail trade for the retail deal
er,” and have they not realized that 
since the associations have been 
making better business men that a 
business dealer is more satisfactory 
in every way than a dead one. Just 
read the signs of the times, wake up, 
and when called on to act as county 
agent realize that this is something 
more than a matter of form. It is a 
matter of business and one that you, 
each and every one, should be inter
ested in from the ground up. Educa
tion and progress move slow, at the 
start, but at the end they take hold 
like a whirl wind. Do not lie down 
and say, no use, for the hard 
work of the loyal association mem

bers for the past few years is com
mencing to bear fruit. Stay with us 
and fit yourself for the new order of 
things by making yourself a better 
salesman. Put system into your busi
ness and when the whirl wind strikes 
find your business on a solid rock, 
made so by education and co-opera
tion as a member of the Michigan 
Association. As more proof of what 
I have just said, let me say, have 
you noted that the Thrasher Commit
tee, appointed last year by the Na
tional Federation, can report to you 
that this line of machinery that the 
dealers had allowed to drift from 
them, through lack of organization, 
is now coming back to them to stay 
and the thrasher manufacturers have 
agreed that through the dealer is 
their only logical selling force.

Pardon me for drifting partly 
away from a report as General 
Agent, but I want to instill in the 
mind of each one of you the advan
tage to be gained and nothing to be 
lost by being a coworker with us in 
building up our membership, which 
is the one important factor of as
sociation, and where we have the 
members and get them interested 
the inspiration which you have it in 
your power to make here will take 
root and grow in a more active, more 
willing and more enthusiastic mem
bership, and from these we can pick 
out our county agents. Had the 
twenty-nine county agents who fail
ed to respond obtained two members 
each during the year we should now 
stand at the head of all State asso
ciations, and have the largest mem
bership we ever had.

During the year we have paid to 
county agents $367.67, and your Gen
eral Agent’s expenses for the year 
were $113.16% We have assisted in 
organizing two county associations 
during the year, responded to all calls 
by county agents up to the time of 
consolidation, made a trip to Chica
go to look after the binder twine 
matters and visited Jackson prison 
for the same purpose, and while con- 

‘ditions were very peculiar and noth
ing was done at the time, we think 
the outcome will be beneficial.

In closing this report I wish to 
bring before your minds that now is 
the time to strengthen your forces, 
now is the time to get members, and 
I would recommend to this meeting 
that you continue the county agent 
plan, and take up the work at once, 
as you who are -here are better post
ed and better qualified in many ways 
to go at the work of covering your 
county than the man who is never 
here, and I would recomend that ar
rangements be made to continue the 
work of the General Agent by the 
Secretary, appointments to be made 
before adjournment and with the un
derstanding that the work will be 
done within thirty days from the 
last session.

There are a number of dealers who 
could renew by a personal call, while 
the new man does not know our 
benefits. We have taken in more 
new members this year who are now 
in the business than ever before. 
Now, gentlemen, progress without 
resistance is not progress. * It takes
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resistance to make progress, and 
when some one tells you that the 
Michigan Association is lagging or 
asleep, you can say, We have made 
more progress the last year than 
ever before and we have withstood 
resistance, for we have planted our 
seed on fertile soil and it will grow. 
The harvest is one year closer at 
hand, the time when progress, profit 
and protection will win, and the trade 
that has been drifting away from 
home ties will be brought back to 
you through the Michigan Associa
tion, which stands for “The retail 
trade to and through the retail deal
er.”

Activities in Indiana Cities. 
W ritten for the Tradesman.

The new Fendrich cigar factory in 
Evansville, when completed, will ac
commodate 2,000 employes and John 
Fendrich, head of the company, says 
that the output will be limited only 
by the supply of help. The two prin
cipal buildings, one for white and 
one for colored employes, are 62x 
241 feet, four stories. Manufactur
ing operations will begin about Jan
uary 1.

The Indiana Young Men’s Chris
tian Association will hold its annual 
convention at Anderson Nov. 24-26.

The City Sealer of Weights at Ft. 
Wayne has addressed a letter to all 
the creamery men cautioning them 
against putting out short weight 
packages. Several cases have been 
found where the prints were short, 
although in the main the creamery 
butter offered in the city is up to 
scale.

Judge Yaple, of the Superior 
Court, Ft. Wayne, has held that the 
Maumee River is navigable and this 
decision is important, both on ac
count of the movement in Ft. Wayne 
for river bank improvement and agi
tation in Northern Indiana for a ship 
canal from Lake Michigan to Lake 
Erie. Under the law owners of land 
which abuts on navigable streams 
hold title only to low water mark, 
while in the case of non-navigable 
streams their property lines extend 
to the thread of the water.

Druggists of Terre Haute, having 
found from actual experience that 
less than 5 per cent, of the business 
done on Sunday is for the relief of 
the sick and suffering, have mutually 
agreed to close their stores Sunday 
afternoons from 12:30 to 4 o’clock. 
The rule went into effect Nov. 5.

Engineering experts who have 
been looking over the situation at 
Ft. Wayne estimate that the river 
banks can be improved in and around 
the city, a dam constructed at the 
confluence of St. Mary’s and St. 
Joseph’s rivers, and a trunk sewer 
with all its branches constructed at 
a cost of $480,000.

Woodburn will light its streets 
with acetylene gas and it is probable 
that the system will be installed in 
many residences.

After seventy years of canal agita
tion Ft. Wayne and other cities of 
Northern Indiana interested in the 
proposed ship canal connecting Lake 
Erie and Lake Michigan have at last 
taken a long step forward. They

have gained the ears of the National 
Waterways Commission and have 
taken the members over the route 
that has been mapped out. The 
Commission started on its tour of 
enquiry at Toledo, and at Ft. Wayne 
the members were greeted by 200 
representative business men and ship
pers, A great mass of facts and 
industrial data regarding the manu
facturing output and the shipping in 
the proposed canal zone was sub
mitted and more data of this sort 
will be submitted within the next 
ten days, when the Commission will 
go over the material and make its 
report to the next Congress. One of 
the speakers at the conference said: 
“They tell us that the canal will 
cost $40,000,000. Even so, but Con
gress appropriates $20,000,000 for a 
single dreadnought for the Navy 
without batting an eye, and the cost 
of two or three of these battleships 
will build the canal, provide the 
terminals and start the boats to run
ning.” While the members of the 
Commission were non-committal, 
they showed unusual interest ia the 
canal plans and Chairman Burton 
said: “I will say of this canal that 
of the limited number of plans con
sidered practical by the Commission 
and worthy of further consideration, 
it has all the elements of promise 
and to us it is most attractive. Hon.
D. S. Alexander, another member of 
the Commission, said: “The railroads 
are at the limit of their capacity. 
They must have canals as auxiliaries. 
Get the statistics to show the com
mercial necessity of the canal and, 
with the engineers’ recommendations 
for a permanent survey and the ap
proval of the Commission, you will 
have made a long leap between Lake 
Erie and Lake Michigan.”

Land for the proposed beet sugar 
factory at Decatur has been se
cured.

Terre Haute hopes one day to be 
a water port instead of an inland 
town, with navigation via the Wa
bash, Ohio and Mississippi rivers to 
the sea, and with its resultant effect 
on railroad rates. Almond Griffen. *

Litigation Features of General In
terest

Last March S. A. Halow, the Mon
roe street dealer in Oriental rugs, 
shipped three large bales of rugs 
weighing 1,350 pounds by United 
States Express to Bay City. Some
time before shipment Mr. Halow 
called up the agent of the express 
company by telephone and asked for 
the rate on Oriental rugs in bales to 
Bay City and was informed that it 
was 1.20 per hundred pounds. Noth
ing was said about the value. Mr. 
Halow had a formal receipt made out 
for the rugs on an old printed form 
of the express company which hap
pened to be in the store at the time, 
without noting any value upon the 
receipt. Across the head of the form 
was the usual printed matter, in
cluding the statement that the rate 
on articles was based upon their val
ue, and that the company would not 
be responsible for loss in excess of 
$50, unless a greater value was stated. 
When the express man came for the

rugs he signed the receipt and not
ed on it in pencil “no value given.” 
When the bales arrived at Bay City, 
Mr. Halow’s representative found one 
of the bales loose and it had appar
ently been opened and some of the 
rugs taken out and the bale sewed 
up in a different way than it was 
originally. He had the express agent 
in Bay City weigh the rugs and found 
they were short in weight about 270 
pounds, and upon checking them over 
he found that rugs to the value of 
$1800 were missing. A claim was 
made against the company for the 
value of the missing rugs, which was 
claimed to be a contract, the com
pany was not liable. Suit was 
brought against the company for the 
value of the rugs. On the trial it 
appeared that at the time of shipment 
the Express Company had adopted 
another form of receipt than the one 
used in this case, which limited the 
liability on oriental rugs to 50c a 
pound, which in this case would have 
been about $650.

It is claimed on the part of Mr. 
Halow that he knew nothing about 
the limitation in the old form of re
ceipt used; that he had been quoted 
an unconditional rate upon the rugs, 
and that therefore he was not bound 
by the printed form, but that it was 
a mere receipt for the goods. It was 
further claimed on his behalf that the 
use of the old form of receipt limit
ing loss to $50 in one case, and lew 
forms with a higher limitation in 
other cases, was discrimination and 
rendered the contract void.

The Circuit Court directed a ver
dict for Mr. Halow limited to $50, on 
the ground that under the decisions 
of this state the receipt which Mr. 
Halow retained must be regarded as 
a contract between the parties, limit
ing his right of recovery to that sum.

It was claimed on behalf of Mr. 
Halow that in view of an uncondi
tional quotation on rate, and the fact 
that Mr. Halow did not know of the 
limitation or the notation of the 
driver on the i^ceipt, that it was not 
a contract limiting value but a mere 
receipt for the goods and that he was 
entitled to recovery of the full value. 
He also claimed that it would be 
void on the ground of discriminatory 
rates.

The case is being appealed to the 
Supreme Court and involves some 
questions of general interest to ship
pers.

If the physician precedes, the dis
ease may not follow; if the disease 
precedes, cure may not follow.

A woman is never really old until 
men begin to tell her how much 
they love other women.

Doubt is can’t believe; unbelief is 
won’t believe. Doubt is honesty; un
belief is obstinacy.

Diseases caused by a sedentary life 
can be avoided by walking away 
from it.

A woman likes a man to remem
ber her birthdays, but not to count 
them.

Attractive
D isp la y
C abinets
A t Sm all Cost

You would not think of piling up your package goods on the floor.
you can better afford to stack your Package and Canned goods on 

the floor than you can your fruits and vegetables—for THEY are protected 
from dust, dogs and other repulsive objects.

GET A SET OF

Ideal Fruit Display Racks
A set of six only costs $3.60—and your sales will increase enough the 

first week or so to pay back this small amount. You have no idea how 
much more fruit your customers will buy when it is racked up where they 
can see it—clean and inviting. And besides, look at the room you save.

It’s the modem idea—for modem grocers. Send your order, naming 
your jobber, and the bill will come through him. Or. if you prefer, send 
money direct, which will be returned if racks are not satisfactory.

IDEAL FR U IT DISPLAY COM PANY
448. CASS STREET LA CROSS, WIS.
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Movements of Merchants.
Brookfield—Miss Lulu Dyke has 

opened a millinery store here.
Webberville—John Kimball has en

gaged in the meat business here.
Kalamazoo—John Hall will open a 

clothing store at 140 South Burdick 
street.

Milan—J. W. Royal & Co. succeeds 
J. L. Lockwood & Co. in the meat 
business.

Otsego—George Lane, formerly of 
Kalamazoo, has opened a meat mar
ket here.

Carson City—Alfred E. Gunther 
will open a furniture store here about 
December 1.

Niles—George Kimmich succeeds 
George A. Foster in the grocery and 
meat business.

Grand Junction—Bert Hodgman 
has closed out his stock of meats and 
returned to his farm.

Dowagiac—VanSlyke & Coleman 
are the successors of Beach & Maxam 
in the meat business.

Morley—Fred Woolworth, formerly 
of Weidman, has engaged in the 
harness business here.

Sault Ste. Marie—John Ericson, re
cently of Haff, has engaged in the 
grocery business here.

Berlin—Peter* VanLiere has pur
chased the meat stock of Charles Dan- 
forth and taken possession.

Benton Harbor—The Daigneau 
Laundry Co. has increased its capital 
stock from $15,000 to $25,000.

Port Huron—John Ames has en
gaged in the grocery and confection
ery business on Lapeer avenue.

Lowell—Owing to failing health, M. 
Ruben will close out his clothing 
stock and retire from business.

Kent City—M. C. Shipman has sold 
his stock of groceries and dry goods 
to Mr. Gerbey, who has taken posses
sion.

Brighton—Lois and Ruth Bettes 
have formed a copartnership and en
gaged in the bakery and confectionery 
business.

Scottville—George McDonald and 
John H. Koopman have formed a co
partnership and installed a bean ele
vator here.

Adrian—E. J. Fox has sold his in
terest in the Home bakery to his part- 
nes, C. F. Larzelere, who will con
tinue the business.

Otsego—Tubbs & Brock, furniture 
dealers, have dissolved partnership, 
John S. Brock taking over the in
terest of his partner.

Detroit—The Newcomb-Endicott 
Co., dealer in dry goods and carpets, 
has increased its capita] stock from 
$750,000 to $1,000,000.

Detroit—The DeLisle-Culbertson- 
Winchester Co., contractor, has

changed its name to the DeLisle- 
Frost-Winchester Co.

Three Rivers—William Hedinger, 
recently of Syracuse, Ind., has pur
chased the bakery of Ascher Ranck 
and taken possession.

Flint—J. L. Dafoe, the Lyon street 
groceryman, pleaded guilty Tuesday 
to a charge of selling cigarettes to 
a minor. He was fined $7.

Carsonville—Niles Bros, have pur
chased the grocery stock of H. E. 
Clark, and J. I. Miller has bought 
the cooler and stock of meats.

Rockford—E. W. Smith has sold 
his meat stock to George Tompsett, 
formerly of Cedar Springs, who will 
continue the business at the same lo
cation.

Millington—Mrs. A. Huston has 
sold her furniture stock and under
taking business to F. C. Koch and 
Wm. Brauer, who will continue the 
business.

Lakeview—The Lakeview Mercan
tile Co. is succeeded by Vernice J. 
Dickerson, formerly clerk in the drug 
store of Alton L. Nye, at Lake 
Odessa.

Buckley—The store building and 
general stock owned by D. M. Slack 
was damaged by fire this week. Loss 
about $9,000, which is fully covered by 
insurance.

Scottville—John H. Koopman has 
sold his produce stock to Ira Knowles 
and son, Fred, of Eden, who will con
tinue the business under the style of 
Knowles & Son.

Wooster—D. Rottman has leased 
his produce business to J. L. Hillyard 
& Son, of Fremont, and will devote 
his entire attention to the implement 
and vehicle business.

St. Clair—Beyschlag Bros, succeed 
Koltze & Arlington in the meat and 
grocery business. The latter firm will 
devote their entire attention to buy
ing and shipping stock.

Bay City—Thomas Hartwick, form
erly of the firm of Thomas & Hart
wick, has closed a deal for W. E. 
Stickles’ store building and stock of 
groceries on Garfield avenue.

Vicksburg—Pursel & Styles, hard
ware dealers, have dissolved partner
ship and the business will be con
tinued by D. I. Styles, who has taken 
over the interest of his partner.

Palo—Ralph M. Cheney has pur
chased the interest of his father in the 
harness stock of D. O. Cheney & Son. 
and will continue the business at-the 
same location under his own name.

Detroit—The C. F. Sweeney Coal 
Co. has engaged in business with an 
authorized capital stock of $10,000, 
which has been subscribed, $5,000 be
ing paid in in cash and in property.

Ludington—James Terwilliger, re
cently of Manistee, has purchased the 
grocery stock conducted under the 
style of the Quality Grocery and will 
continue the business at the same lo
cation.

Martin—The Martin Dairy & Pro
duce Co., for several years under the 
management of D. F. Boonstra, of 
Zeeland, has been sold to Folkert 
Barendse, of Beaverdam, for about 
$6,700.

Charlevoix—L. E. Crandell has 
erected a two story building at 401 
Antrim street, which he is now oc
cupying with the Joseph Flint gro
cery stock recently purchased at 
Boyne City.

Holland—George VanDuren, who 
has conducted a shoe store on West 
Eighth street for the past twenty-five 
years, has sold the building and is 
closing out his stock, preparatory to 
retiring from business.

Saginaw—James Bagley, tailor, was 
burned about the face and arms when 
gasoline, which he was using to clean 
some clothes, ignited by friction. His 
establishment was damaged by fire 
to the amount of $800.

Ypsilanti—A new company has been 
incorporated under the style of the 
Michigan Tulare Citrus Fruit Co., 
with an authorized capital stock of 
$30,000, all of which has been sub
scribed and paid in in property.

Grand Ledge—Forest W. Spencer, 
formerly of the firm of Spencer & 
Hall, has purchased a half interest in 
the shoe stock of H. M. Byington and 
the business will be continued under 
the style of Byington & Spencer.

Owosso—Wallace D. Burke, who 
has acted as manager of the late J. B. 
Sullivan clothing and men’s furnish
ing goods store for the past year, has 
purchased the stock and will continue 
the business under his own name.

Lowell—Frefi B. McKay, dealer in 
implements and vehicles, has formed 
a copartnership with O. J. Howard 
and purchased a half interest in his 
produce and coal stock and the busi
ness will be continued under the style 
of Howard & McKay.

Pinconning—S. S. Morris has been 
elected President of the Citizens 
State Bank, being the unanimous 
choice of the stockholders. George 
Hartingh, who has been President 
ever since the bank started, resign
ed because of other business requir
ing his attention.

Gobleville—The dry goods, clothing 
and shoe business conducted under 
the corporate style of The Frank Co. 
has been merged into a partnership, 
the owners being Saul Frank, Phile
mon Bush and Frank S. Friedman, the 
latter to act as manager. The busi
ness will be conducted under the 
same style as heretofore.

Battle Creek—Stephen Speare has 
purchased the Kendall street grocery, 
which was formerly owned by Niece 
& Thompson. Mr. Niece left this 
city suddenly several weeks ago, leav
ing the store in charge of his part
ner, who is a minor. The stock was 
sold at the request of the creditors. 
Mr. Speare was formerly in* the em
ploy of Wattles & Strong.

Owosso—D. J. Gerow has sold his 
500 shares of stock in the Gerow Im
plement Co., Inc., to E. M. Crowe, of 
this city, and is out of the business. 
The management of the company is 
now in the hands of Lee Crowe, who, 
with Mrs. D. J. Gerow, were the other 
stockholders. Mr. Crowe has been 
with the company since it incorporat
ed and for years previously was em
ployed by A. E. Hartshorn. He was 
at one time associated with W. E. 
Payne in the implement business.

Manufacturing Matters.
Dowagiac—Frank Saunders has en

gaged in the manufacture of sausage.
Detroit—The Hudson-Kennedy Die 

& Tool Co. has changed its name to 
the Kennedy Machine Co.

Wooster—The Crystal Lake Cream
ery Co. is succeeded by the Dalton 
Creamery Co., of Muskegon.

Hubbardston—The cheese factory 
which has been conducted by James
S. Doten will hereafter be operated 
by a co-operative company.

Marion—The plant of the Marion 
Creamery Co. has been sold to J. M. 
Davis, of Clare, who will remove the 
machinery there and start a creamery.

Detroit—The Barr Manufacturing 
Co., manufacturer of auto parts and 
marine engines, has increased its 
capital stock from $40,000 to $55,- 
000.

Saginaw—The Brooks Manufactur
ing Co., manufacturer of boats and 
knock down furniture, has increased 
its capital stock from $140,000 to 
$400,000.

Detroit—The Park Chemical Co. 
has engaged in business with an au
thorized capital stock of $2,000, of 
which $1,000 has been subscribed and 
$500 paid in in cash.

Ishpeming—The American Powder 
Co. has engaged in business with an 
authorized capital stock of $50,000, 
of which $25,000 has been subscribed 
and $5,000 paid in in cash.

Lansing—The Hildreth Manufac
turing Co. is now known as the Novo 
Engine Co., action to that effect hav
ing recently been taken by the stock
holders of the corporation.

Leonidas—The power dam of the 
Central Milling Co. went out Mon
day without an instant’s notice. The 
loss is $3,000. It was a cement dam 
constructed eight years ago.

Detroit—The Locomotive Equip
ment Co. has engaged in business 
with an authorized capital stock of 
$350,000, of which $200,000 has been 
subscribed and paid in property.

Charlotte—The Beach Manufactur
ing Co. has begun the erection of a 
new heating and power plant, 42 by 
46 feet, which will be built out of 
brick and will be one story in height.

Detroit—The Garrison Electrical 
Heater Co. has engaged in business 
with an authorized capital stock of 
$20,000, of which $5,000 has been sub
scribed, $500 paid in in cash and in 
property.

Jackson—The Standard Safety De
vice Manufacturing Co. has engaged 
in business with an authorized cap
ital stock of $10,000, which has been 
subscribed, $125 being paid in in cash 
and $875 in property.
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The Produce Market.
Apples—The apple quotations are 

the same as those of a week ago. The 
demand, however, has been exception
ally good as prices were reasonable 
and much below prices of November, 
1910. The quality of most apples has 
been exceptionally fine this year 
which has also helped in increasing 
the demand. Wagner and Twenty 
Ounce Pippin fetch $3.25 per bbl.; 
Pound Sweets, $3 per bbl.; Snows and 
Jonathans, $3.50 per bbl.; Baldwins, 
$3 per bbl.; Spys, $4@5 per bbl.; Rus
sets and Greenings, $2.75 per bbl.

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

Beets—50c per bu.
Butter—There is an active con

sumptive demand for all grades of 
butter and the mdrket is firm at 54c 
advance above last week’s prices. Re
ceipts are normal and are cleaning up 
on arrival. Healthy conditions pre
vail throughout the market and no 
change in sight for the next few days. 
Local dealers hold factory creamery 
at 33J4c for tubs and 34@34j4c for 
prints. They pay 25c for No. 1 dairy 
and 1854c for packing stock.

Cabbage—$2 per crate or 60c per 
bu.

Carrots—60c per bu.
Cauliflower—$1.50 per doz.
Celery—18c per bunch.
Citron—75c per doz.
Cocoanuts—60c per doz. or $4.50 

per sack.
Cranberries—Prices continue to 

climb and supplies are small. The de
mand, however, will not be large as 
retailers must charge 15c per quart. 
The fact that Thanksgiving is only a 
little more than two weeks off will 
undoubtedly increase the demand, as 
most people think cranberries nearly 
as essential for Thanksgiving dinner 
as turkey. Early Blacks command 
$2.80 per bu. or $8 per bbl.; Late 
Howes, $9.50 per bbl.

Cucumbers—75c per doz. for hot 
house.

Eggs—There is a difference of from 
6@7c per dozen in the price of stor
age eggs and fresh laid, but still the 
holders of storage goods say they are 
not moving very freely. The demand, 
however, is much smaller than a 
month ago when prices were at a 
reasonable figure. The price on strict
ly fresh laid held at from 27@28c per 
dozen most of the week, which is the 
same price as a year ago.

Grape Fruit—Florida has advanced 
t.o $5.50 per box of 54s or 64s.

Grapes—California Tokay, $1.50 per 
box of 20 lbs. net; California Malaga, 
$1.75 per crate of 20 lbs. net; Imported 
Malaga, $3.50@5.25 per bbl., accord
ing to weight.

Honey—20c per lb. for white clover 
and 18c for dark.

Lemons—California, $6.25 for 300s 
and $6 for 360s; Verdellis, $6.

Lettuce—Hot house, 10c per lb.; 
head, $1 per bu.

Nuts—Ohio chestnuts, 16c per lb.; 
hickory, $1.75 per bu.; walnuts and 
butternuts, 75c per bu.

Onions—$1' per bu. for home grown; 
$2.50 per bu. for white pickling 
stock; $1.75 per crate for Spanish.

Oranges—Floridas, $3.50 for 126s to 
216s.

Pears— Keefers, 65c per bu.
Potatoes—Outside buyers are pay

ing 60@65c. Local dealers obtain 75c 
in a small way.

Poultry—The market is well sup
plied with both live and dressed poul
try and from present indications th * 
receipts will be of sufficient size for 
the heavy demand at Thanksgiving 
time, which as a rule is the largest of 
the season. Receipts of chickens were 
also large on account of the recent 
cold weather, which caused the farm
ers who were not prepared to take 
care of their poultry to ship them. 
Local dealers pay 8c for broilers, 
springs and fowls; 5c for old roosters; 
10c for ducks; 8c for geese; 13c for 
turkeys.

Quinces—$2.50 per bu.
Radishes—25c per doz. for hot 

house.
Squash—lj4c per lb. for Hubbard.
Sweet Potatoes—$2.75 per bbl. for 

Virginias and $3.75 for Jerseys.
Turnips—50c per bu.
Veal—6@10j4c, according to qual

ity.

Frank M. Beach, trustee of the L.
F. Jones Seed Co., has completed an 
inventory of the assets, showing 
stock appraised at $4,515 and book ac
counts valued at $2,400—a total of 
$6,915. The assets will be soli by 
the trustee on Nov. 25. It is not 
thought that over $3,500 will be real
ized from the sale. The liabilities are 
$1,104.46, divided among sixty-five 
creditors.

The Grand Rapids Lumber Co. has 
engaged in business with an author
ized capital stock of $250,000, of which 
$137,500 has been subscribed and 
$70,291.90 paid in in property. The 
principal stockholders and the amount 
of stock held by each are as follows: 
Carroll F. Sweet, 300 shares, Fred 
A. Diggins, Cadillac, 300 shares and 
W. S. Brannum, Chicago, 350 shares.

J. H. Busch, who conducts a bak 
ery at 196 Michigan avenue, has u t
tered a chattel mortgage for $100 in 
favor of the Chattel Loan Co.

The Grocery Market.
Sugar—Refined grades have been 

marked down another 10 points, plac
ing New York granulated on a 6.20 
basis and Michigan granulated on a 
6c basis (N. Y. basis). The market 
is quiet. Retailers are still buying 
sparingly with the fear that there 
will be a big break in prices, but 
that is hardly possible now since 
prices have reached their present lev
el. The raw market is also at a 
standstill according to reports re
ceived from the East. Receipts of 
beet refined have been of fair size 
during the past week and are respon
sible for forcing the market down, 
but as soon as the heavy supplies of 
beet are consumed the market may 
firm up.

Tea—The trade on teas is rather 
quiet, but the market continues to 
hold firm, with special strength on 
low grade Japans. Siftings have ad
vanced l)4c per pound. The China 
market remains very unsetted and 
Eastern importers have organized to 
fight the recent decision by the 
Treasury Department not to inter
fere with the color tests during the 
present crop season. This applies to 
China greens almost exclusively. The 
East is holding out for a strict in
terpretation of .the law, while the 
Western importers, who made heavy 
settlements of China greens, ask for, 
and have, apparently, obtained a lib
eral ruling which will allow the en
try of the China greens ' (already 
made up and contracted for) intc 
this country. India, Ceylons and 
Formosas continue to hold firm.

Coffee—The option market has been 
quite firm. The visible supply of cof
fee on November 1, shows an increase 
of 760,000 bags for the month and 
brings the total up to 13,128,641' bags. 
This increase in the visible supplies is 
said to be caused by the active crop 
movement. The demand from the re
tailer continues of a fair size, and 
prices on roasted coffees are un
changed during the week.

Canned Fruits—Prices on California 
goods are much higher now than at 
the opening of the season. Whole
salers report deliveries of new pack 
Hawaiian pineapple very short, and 
in some cases not more than 50 per 
cent, of their contract has been re
ceived. This will be sufficient to fill 
the future orders, but there is sure to 
be a shortage before another pack. 
The demand for all kinds of canned 
fruits is increasing now as fresh 
fruits are not so plentiful and prices 
are higher than a month ago. We be
lieve that the grocer who buys his 
supply of canned fruits at the present 
time will be well pleased with his 
buy next April.

Canned Vegetables—The market is 
at a standstill on tomatoes, but the 
market is firm and while prices are 
much higher than last year there is 
nothing to indicate that prices will be 
any lower. Packers are offering sup
plies sparingly in some cases, which 
would indicate quite a shortage. Corn 
prices are still cheap and the market 
is weak because the packers trying 
to realize on their pack have unloaded 
it freely on the market. The pea

packers of Wisconsin announced their 
prices a short time ago and every one 
realizes that there is nothing available 
that the retailer can sell at 10c per 
can. The pack of other grades is al
so repored as small.

Dried Fruits—Apricots high and 
dull. Currants show no material 
change and light demand. Raisins 
are about )4c weaker; demand light. 
Other dried fruits quiet and un
changed. Prunes are high, but no 
higher than a week ago; demand 
quiet. Peaches are firm on the coast, 
but dull in secondary markets.

Olives—Retailers have been buying 
quite freely of both Queens and Man
zanillas. Consul Cookingham, of Se
ville, Spain, reports that the prospects 
are bright for a good olive crop in 
that country.

Rice—There will be no lower prices, 
as the millers state that there is very 
little profit in milling rice at present 
prices. The demand from the retailer 
is increasing over what it was a few 
weeks ago and prices are still so low 
that a good rice can be retailed at 
less than 10c per pound.

Cheese—The consumptive demand 
is about as usual for the season and 
stocks are reported considerably light
er than a year ago. The market is 
healthy at an advance of y2c and if 
the consumpive demand continues as 
now the market will probably remain 
firm, with possible advances in the 
near future on the highest grades.

Provisions—There is no change in 
price for the week. Both pure and 
compound lard are steady and un
changed, with a fair consumptive de
mand. Barrel pork, dried beef and 
canned meats are unchanged and in 
fair demand.

Fish—Cod, hake and haddock are 
unchanged for the week, the price be
ing comparatively high and well main
tained, and the demand moderate. Do
mestic sardines are a shade easier for 
the week; demand light. Imported 
sardines unchanged and quiet. Sal
mon is unchanged, being very firm 
and high. Mackerel shows no actual 
change for the week, but the market 
is strong and prices maintained on 
the previously quoted high level. The 
demand for mackerel is very fair.

Harry VanOstrand and T. R. Mat- 
tison have formed a copartnership in 
the drug business at Kalamazoo un
der the style of VanOstrand & Mat- 
tison. The new firm will be located 
in the new Burdick Hotel building. 
The Hazeltine & Perkins Drug Co. 
furnished the stock. Mr. VanOstrand 
was long connected with the drug 
store of his father at South Haven. 
Mr. Mattison was formerly engaged 
in the drug business at Three Rivers.

O. H. L. Wernicke, President of 
the Macey Company, is spending a 
couple of weeks with Governor Os
born at his hunting lodge in the Up
per Peninsula. He is expected to re
turn to his desk about Dec. 1.

F. B. Livermore has purchased the 
confectionery stock formerly con
ducted by W. F. Lyon and lately 
conducted by A. B. Collins, on Plain- 
field avenue.

mailto:3.50@5.25
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Remarkable Advances Shown in Lo
cal Stocks.

Detroit, Nov. 14—Local capitalists 
and brokers are feeling considerable 
pride and have for a long time over 
the good showing made by standard 
Detroit stocks during the period of 
depression and falling investment 
prices on the New York and Boston 
exchanges.

Local investors who have stuck to 
the sure returns and steadily increas
ing values of local stocks feel that 
they are generally better off and have 
used better judgment than the plung
ers in Wall street fluctuations of big 
things, with alluring possibilities for 
gain, but with as many possibilties 
for drops.

There are many standard local 
stocks, of ten years or more divi
dend-paying record, and brokers say 
that these, as a rule, will show near
er a sure value, year in and out, than 
the stocks of the big companies, so 
susceptible to the chills and fevers of 
Wall street manipulations. From year 
to year there have been increases in 
standard local stock values, some al
most phenomenal. These stocks are 
on such sure foundations that legis
lative action in business matters nev
er has affected them.

Continuous records on local stocks 
go back about three years and a 
half, through Detroit Stock Ex
change channels, and disclose some 
remarkable advances of permanence 
that have taken place. Burroughs 
Adding Machine in May, 1909, was 
162; it is now quoted at 325 to 350.
D. & C. Navigation, which was 90 
in May, 1909, now stands at 101. De
troit Creamery in the same time went 
from 11 to 22 J4; Detroit Edison, 
from 54 to 123; Michigan State Tele
phone common, from 48 to 119, and 
the preferred from 85 to 98; Michi
gan Sugar common, from 16 to 100, 
with, however, a recent drop from 
a higher figure, and the preferred 
from 75 to 100; Parke, Davis & Co., 
from 75 to 104; Scotten-Dillon Co., 
from 40 to 77; Central Savings Bank, 
from 175 to 235; Detroit United 
Bank, from 120 to 180; Dime Savings 
from 149^ to 170; Home Savings, 
from 242 to 280; National Bank of 
Commerce, from 1 2 1 to 172; Old 
Detroit National, from 148 to 160; 
Peninsular Savings, from 150 to 165. 
Other stocks in both bank and gen
eral lists show high and long sus
tained values, but those quoted have 
shown the most marked gains in the 
past three years. In addition to car
rying up stock values and paying 
good dividends a considerable mini, 
ber of the banks and other corpora

tions have cut big melons in the 
shape of stock dividends.

The contrast between the local 
stocks that have made reputations 
and some of the spectacular stocks 
of Wall street glamour that have at
tracted thousands all over the coun
try as the candle draws the moth, is 
startling. United States Steel, which 
stood at 9154 two years ago, drop
ped to 81J4 last year, and after the 
pouring in of millions to sustain the 
market, now stands at 63 to 64. Cal
umet & Hecla copper, long consider
ed one of the greatest of investments, 
sold at 669 two years ago, at 565 last 
year and is now quoteftl at 369; Amal
gamated Copper was 87 J4 two years 
ago, 7154 last year and is now 58J4.

Standard Stocks Down.
Even standard big scale stocks 

have not held as well as Detroit lo
cal stocks. New York Central was 
13454 two years ago, 11654 last year, 
108 now. Pennsylvania was 142J4 two 
years ago, 132 last year, and 123J4 
now. Other examples of big stock 
value losses will suggest themselves 
to the followers of the daily stock 
list.

If a man wants to gamble with 
his money Wall street (and to a 
certain ektent the Boston exchange) 
and the Chicago gt^in pit are the 
places, ’ says a Detroit financier of 
close observation, “but if he wants 
good, sure investments there is no 
reason for his going out of the home 
market.”

Barney Barnett has opened a furn
ishing goods store for both men and 
women at 156 Michigan avenue.

The well-known shoe mercha.it, 
C. C. Becker, 22 Gratiot avenue, has 
signed a ten-year lease of the base
ment of the Breitmeyer building for 
a branch shoe store. The first floor 
and basement of the building were 
formerly occupied by John Breit- 
meyer’s Sons, the florists, and are 
now being remodeled, the mail floor 
for a branch of the Peninsular Sav
ings Bank and the basement for Mr. 
Becker. The latter hopes to get in
to the building in time for the holi
day trade.

Pessimists take notice. Almost all 
the business being done now by the 
hand-to-mouth character — that is 
they are running on orders from 
customers who are buying just what 
they need, not anticipating wants to 
any extent whatever. Even under 
these conditions plants are operating 
to a much larger percentage of ca
pacity than a year ago. Hand-to- 
mouth buying is the process when 
purchasers get down to bed rock.

From that point there must be im
provement. What affects the indus
trial plant re-acts upon the merchant. 
It is upon this argument that busi
ness men are declaring for better 
times.

There is a farmer out in the coun
try, somewhere in your vicinity, who 
has never traded with you. He is 
waiting for you to call on him, or 
write to him, or telephone to him, 
attracting his attention to your ex
cellent merchandise. Single out some

article he is likely to be interested in 
and talk to him about it. If you 
don’t know which farmer it is, try 
them all until you find the right one. 
This same method applies not only 
to farmers but to lawyers and. doc
tors and mechanics and bankers and 
school teachers and everybody in 
every walk of life whose trade is de
sirable. The fish would not rise to 
the hook if there were no bait.

Many a man is in great fear that 
he will get all that is coming to him.

Invest your dime in a

Green Seal
Cigar

And get the worth of 
your money
Ask for the

New Standard—3 for 25c Size

Detroit Cigar 
Manufacturing Co.

Detroit, Mich.

AMERICAN
Bullet Proof Duck Overs 

w ith Leather Tops
8, 10, 12, 16 and 18 inch

All styles for Men, Boys’* and Youths’ 
in

AMERICAN and PARA brands

12-Inch
FINEST and BEST

Detroit Rubber Co.
D etroit, M ich.

Poultry
Just what you have been looking for- 

A reliable place to ship your

At market prices ruling day of arrival 
NO CO M M ISSIO N  PROM PT RETURNS 

We want your shipments Let them come and we will do the rest

Poultry

Schiller &

Poultry
323-327 Russell Street 

DETROIT
(Weekly quotations furnished on request)

DETROIT, MICH.
A perfect cold storage for Poultry and all kinds of Fruits and u w ,  j  , ------------

fic per dozen. Liberal advances. Railroad facilities the best. Absolutely firepr^f. ^  3 °f
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The Implement Salesman as an Edu

cator.
When a traveling salesman is em

ployed by a manufacturing company 
or a jobber of farm machinery he is 
usually considered ready for active 
work when he has been given an out
line of the general policy of his firm, 
and has been trained in a line of talk 
on the goods he is expected to sell.

With such preparation, provided 
he has some natural ability, he may 
develop, into a successful salesman. 
In order, however, that he may reach 
the highest possible efficiency in rep
resenting his particular line, his in
structions should extend far beyond 
that indicated above. Not only should 
he know every detail in the construc
tion of the machine he is to sell, but 
he should fully understand the func
tion of every part of the machine and 
its relation to the purpose of the en
tire machine. In fact he should be 
capable of operating the machine in 
the field under the most adverse 
conditions. He should be able to re
move any part from the machine and 
reassemble it in a proper manner.

He should know something of 
competing lines of goods, not that he 
need to refer to them, but that he 
may come out strong on points on 
his own machine where his com
petitor’s machine be weak, and allow 
his prospective customer to make 
his own comparisons.

If the implement he is to sell be 
a plow, cultivator or grain drill, he 
should know its adaptability to the 
kinds of soil in the territory he is 
to cover. He should have compre
hensive methods of learning the fi
nancial standing of the various firms 
with whom he expects to do busi
ness.

But, above all, he must develop the 
ability to impart to others the 
knowledge he may have acquired. A 
traveling salesman’s work is some
times only half done when he has 
secured an order from his customer. 
This is especially true in the imple
ment trade. After the order is sign
ed, the relation of buyer, and seller 
has changed to a closer business re
lationship. From then on there is a 
mutuality of interests that did not 
before exist. This is the time for 
the salesman to aid the dealer in or
ganizing a selling campaign on the 
line he has just purchased, suggest
ing the best methods of exhibiting 
this line and posting the dealer’s 
clerks and salesmen on the points 
that will be most effective in sell
ing the line to the farmer. Many of 
these points would not be brought 
out in selling the goods to the dealer. 
This gives the salesman an opportu
nity to get close to the dealer, and 
if the suggestions by the salesman 
are along lines that will work out in 
practice, he will have established a 
friendship with the dealer and the 
selling organization that will be of 
mutual and lasting benefit.

Don’t overlook the dealer, or, if 
possible to prevent, don’t let any one 
else do so. Only ask him to take 
what can reasonably be sold in his 
territory. As time goes by the deal
er will look more to the traveling 
salesman for counsel and advice, not

alone in his particular line, but al
so in regard to the general policy of 
his business. The capable salesman 
can aid the dealer in estimating his 
overhead expense so that a sufficient 
percentage may be added to the net 
cost of his goods to establish a sell
ing price that will leave the dealer 
a fair margin of profit on the busi
ness transacted. He may advise the 
amount of insurance that should be 
carried on the dealer’s stock, as the 
protection of the dealer’s property is 
a protection to the account of his 
firm.

But, above all, the salesman of 
to-day should have a definite knowl
edge of a proper method of deter
mining the overhead cost of doing 
business in a retail way. To no oth
er source can a dealer go for this 
information with the same confidence 
as he will to the capable traveling 
salesman, who, he knows, is deeply 
interested in his welfare.

To measure up to this responsi
bility the traveling salesman should 
know that the cost of selling goods 
at retail is more than that obtained 
by the old method of arriving at 
cost, which was to add freight to 
the invoice and take that as the 
basis on which to add the profit he 
should make on each article. He 
should know that a proper proportion 
of every item of expense connected 
with the business should be added 
to the invoice price, and, after that 
is done, the desired profit should be 
added to determine the selling price. 
These items include rent, or inter
est on the amount invested in real 
estate used in conducting the busi
ness, insurance, light, heat, water 
rent, teams or livery hire, printing, 
advertising telegrams telephones, 
stationery, expressage, entertaining, 
clerk hire, a fair salary for the deal
er as manager of the business, depre
ciation, interest charges, and any 
other expense that may be peculiar 
to the business that is being con
sidered. The dealer must be made 
to understand all this, if he is to 
succeed, and if your firm is to have 
a permanent, intelligent customer to 
represent its line in the territory as
signed to the dealer.

The traveling salesman who may 
have felt that his opportunities in 
life were narrowed down to the 
mere purpose of order getting may 
take an enlarged view of his occupa
tion, and should prepare himself for 
the greater and broader work of tact
fully guiding the dealers in his ter
ritory away from the shoals that have 
so frightfully wrecked the implement 
dealer in the past, and which can 
only be avoided in the future by 
clearly-defined, practical business 
methods, which every traveling sales
man should be prepared to impart to 
his dealers.

Is not such a field as this large 
and inspiring enough to stimulate the 
greatest mind to preparedness for 
his chosen calling?—W. H. Rayner 
in Implement Age.

What the corn heard with its own 
ears the potato saw with its own 
eyes.

What Some Michigan Cities Are 
Doing.

W ritten for the Tradesman.
Saginaw will entertain the annual 

convention of the Michigan Bee Keep
ers’ Association, December 13 and 14.

The Thumb district of Michigan is 
developing rapidly and, in comment
ing on this fact, the Caro Advertiser 
says: “With Flint promoting the ex
tension of the Pere Marquette from 
Fostoria to Clifford and from Marlette 
to Sandusky; the Grand Trunk sur
veying for a new branch from Bad 
Axe to a point on the P. O. & N.; 
Handy Bros, completing the extension 
of the Detroit, Bay City & Western 
from Caro to Wilmot, with the pros
pect of its further extension to San
dusky and Pt. Huron; an entirely new 
line from Pt. Huron into the Thumb 
and another electric extension from 
Romeo northward through Imlay City 
and North Branch, with lines diverg
ing to Bay City and Bad Axe, the con
tinued rapid development of the 
Thumb seems assured.”

Celery shipments from Kalamazoo 
this fall have been a record-breaker in 
the history of the industry there.

The Michigan Auctioneers’ Asso
ciation will hold its annual meeting 
in Saginaw during the third week in 
January.

A meeting of 200 business men of 
Eastern Michigan was held at Pt. 
Huron last week to discuss the inade
quate transportation facilities in the 
Thumb district and, as a result, the 
Thumb District Improvement Asso
ciation was formed to secure better 
attention from the Pere Marquette 
and to promote the building of an
other up-to-date road, steam or elec
tric, through Sanilac and Huron coun
ties.

The Saginaw Board of Trade is 
meeting with success in its campaign 
for a convention fund and, with the 
money in hand for entertainment and 
•a splendid auditorium for meetings, 
the city is fast becoming the conven
tion hub of the state.

Kalamazoo has adopted a new bicy
cle ordinance and all riders must have 
a license, lamp and bell.

Bicycle riders in Coldwater, where 
there are no hills, have been permitted 
to use the walks without restraint for 
years, but an ordinance is now being 
considered with reference to speed, 
use of lamps, etc.

Traverse City and the Traverse City 
Board of Trade are given a six-page 
write-up in the November number of 
the Pere Marquette Magazine.

The Bay City Board of Commerce 
has taken up with the Michigan Cen
tral the matter of improved passenger 
service between Bay City and Mid
land. The Board has also taken up 
the question of a through baggage car 
from New York to Bay City with the 
Pere Marquette.

Charlevoix will now proceed with 
the paving of Dixon avenue and side 
streets, having sold its street improve
ment bonds for $17,714.

Reed City business men have now 
united and are bound to do things. 
They have three new factories on the 
tapis and are also planning to gain the 
favor of farmers in that territory by 
the erection of hitching sheds.

Bangor has taken steps toward 
forming a Board of Trade or Improve
ment Association and 'has lines out 
for a canning factory, possibly two of 
them.

Laingsburg has entered into a street 
lighting contract for five years with a 
private concern, by which 25 lights of 
80 candle power are maintained for 
$625 per year.

Baraga has awarded the contract 
for a municipal water and electric 
lighting plant, to cost $28,676.

Laurium will urge the postal author
ities for an early installation of free 
mail delivery service there. The 
houses have been numbered, streets 
named and other requirements met.

Almond Griffen.

Probable Amalgamation of Two State 
Associations.

The Executive Committee of the 
Michigan Retail Druggists’ Associa
tion held a meeting in this city last 
Wednesday, but the proceedings 
were of such a character that no 
public information was given out re
garding thereto. Enough is known, 
however, to predicate the statement 
that overtures have been received 
from the Michigan State Pharma
ceutical Association looking toward 
a co isolidation. The old Associa
tion has less than two hundred mem
bers and an empty treasury. The 
new Association has over seven hun
dred members and a full treasury. 
The new Association would never 
have been organized had the old 
Association been conducted along 
more practical lines and with less re
gard for the theoretical and technical 
features of the pharmacy business. 
The matter reached a climax last 
winter, when a committee from the 
old organization appeared before the 
committees of the Legislature in op
position to the legislation sought by 
the new organization. As the new 
organization represented several hun
dred live druggists and the old or
ganization represented less than two 
hundred members altogether, the re
sult was about as could be expect
ed—the rank and file of the old or
ganization repudiated the action of 
the knockers and insisted upon either 
the abandonment of the old organi
zation altogether, on the ground that 
it had outlived its usefulness, or its 
consolidation with the new organi
zation, which had already demon
strated its ability to do things and 
had the numerical strength and finan
cial backing to accomplish results. 
To the credit of the officers of the 
new organization, it might be stated 
that they originally opposed a sep
arate organization and only consent
ed to serve the new organization 
when they found that it was impos
sible to get action through the old 
organization. Although the old or
ganization has very little to offer in 
the way of members and nothing to 
offer in the way of activity and pro
gressiveness, there seems to be a 
disposition on the part of the officers 
of the new Association to meet the 
old organization halfway, and this 
will, undoubtedly, result in the con
solidation or amalgamation at the 
next annual meeting. Pharmacist.
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FRUITS OF THE APPLE SHOW.
The Land and Apple Show last 

week was as great a success as its 
promoters hoped that it would be. It 
was a success as a beautiful display 
of splendid Michigan fruit, in attend
ance and in the interest it aroused. It 
brought many visitors to town alike 
from the farms within driving dis
tance and from distant points, and 
the retail merchants testify that the 
visitors came to do their shopping as 
well as to see the apples. The Show 
was an experiment, but is no longer 
so. If the wishes of the fruit grow
ers, of the farmers, of the merchants, 
of those who have lands to sell and 
fruit growing equipments' to offer are 
consulted it will be made an annual 
function, growing bigger and better 
each year as experience points the 
way and conditions warrant it. The 
Show this year filled the largest hall 
in the city and at times the crowds 
were entirely too dense for comfort. 
It is a question if a show of this 
character can really be given satis
factorily in a single hall, no matter 
how large, and in preparing for the 
next Show it may be suggested that 
the management consider whether it 
would not be better to take tAvo 
floors of one of the furniture expo
sition buildings. The displays and 
booths could be arranged on the 
first floor and above in comparative 
quiet could be held the speechmak
ing, the discussions and the institute 
work. In a show of this kind, with 
so many coming to learn, the insti
tute work should be regarded as of 
first importance, but what chance is 
there for speaker or for those who 
would listen against the playing of 
the band and the clatter of many 
feet; a competition that is inevitable 
when everything is on the same floor.

A question that serious minded 
fruit growers are considering is 
whether or not fruit growing will not 
be overdone, and the interest and en
thusiasm which the Apple Show has 
awakened seems to give the ques
tion pertinence. All over Michigan 
orchards are being planted, and what 
is true in Michigan is equally true in 
other states. If the mere planting " 
of many thousands of trees would 
cause an overproduction there might 
be ground for apprehension, but it 
should be borne in mind that the 
planting of the tree is only the first 
step. The neglected tree will not
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prosper, nor will it bear good fruit. 
And how many thousands of the 
trees which are being planted will 
be left to shift for themselves when 
the first flame of enthusiasm fades? 
And how many thousands more will 
be only half cared for? The time 
may come when there will be an 
overproduction of ordinary apples, of 
the kind of apples that should be sent 
to the cider mill instead of being 
brought to market, but there is little 
to fear that there will ever be too 
many of the kind of apples that were 
in evidence at the Show last week. 
The grower who puts industry and 
intelligence into the growing and ap
plies scientific methods, such a grow
er need not fear competition, for al
ways will there be demand for all he 
can bring to market. One of the 
best results to follow the Apple 
Show will be not the incentive to 
plant more trees, but the encourage
ment to better methods in the grow
ing. Another of the lessons of the 
Show is that fruit growing is not a 
recreation or a past-time, but a se
rious occupation, calling for the best 
there is in men if success is to be 
achieved.

THE LINCOLN DEDICATION.
A neglected Kentucky farm was 

the center of attraction a few days 
ago when President Taft and many 
visitors assembled to take part in or 
witness the dedication of the little 
log cabin in which Lincoln was born, 
the Lincoln Farm Association hav
ing formally transferred it to the 
keeping of the Federal Government.

The farm and building were res
cued by this Society from total ruin 
and the old cabin, which had been 
moved away and used by a farmer 
for dairy purposes, was restored to 
its original site and enshrined with
in granite memorial walls, the simple 
exterior of which was quite in keep
ing with the simple life of Lincoln, 
while the enduring qualities suggest 
the permanency of his memory 
among a grateful nation.

Those entering the lowly door of 
the mud-chinked walls were forced 
to stoop, as Lincoln must have done. 
There is now one small window, 
which has been cut in since the bjrth 
of Lincoln. When Nancy Hanks Avas 
brought there as a happy bride only 
the light of the open door or of the 
open fireplace was available. Broad 
granite stairs now cover the path to 
the spring, over which she carried 
many a weary load, the natural fount 
having been the ruling point in the 
location of the home.

It is not the birthplace of the 
statesman, the President or the mar
tyr who is thus enshrined. It is of 
the man who has left us the example 
of success from the lowest ranks. We 
recall how he read the few books 
within reach by firelight after a hard 
day’s work; walking forty miles to 
procure his first book on law, husk
ing corn to pay for a book ruined 
by accident and a leaky roof, raft
ing, doing any honest work which 
he could find. He had more hard
ships, fewer opportunities than al
most any boy now on American soil. 
Yet he rose above these discourage-
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ments, keeping character first and 
honest endeavor close behind, back
ed up by sympathy and good will, so 
that we are now enabled to point 
back with pride to the page in his
tory relating to Abraham Lincoln. 
May the little cabin safely enshrined 
be a source of pride for the past, an 

.incentive to all for the future.

MAINE’S VICTORY.
Temperance people the world over 

will rejoice that Maine has, after so 
many weeks, been found to have 
lined up for prohibition. Although 
the majority is small—so small that 
the opposition will renew the fight 
at the first opportunity—some less
ons have been learned which should 
prove a strength in the future. She 
has kept the fortress for many years. 
She may still hold it; but there must 
be determination and work.

We are told that her plan is a 
failure; that there is a violation of 
the law at many points. Yet where 
is the law which is not sometimes 
evaded, winked at or openly defied. 
Even murder goes on, despite the 
many illustrations of punishment. 
Surely no one would think of asking 
for a repeal of the acts forbidding it 
on the plea that they can not be en
forced!

The old argument that if we let li
quor alone it will not harm us is 
equally absurd. On every side we 
can see families suffering because a 
single member is intemperate. It 
may be he is the wage earner, and 
because of his weakness others must 
go cold or hungry. It may be that 
he only creates disturbance in the 
neighborhood, heartaches under his 
own roof! Are not these sufficient to 
prove the fallacy of the assertion?

It has come to pass that in many 
communities women do not feel safe 
in their own homes because of pass
ing intoxicants. This is especially 
true in rural districts, where there 
is no police protection. Meantime we 
see on the suburban trolleys those 
who have been to town to celebrate, 
coming home noisy or in other ways 
a menace to all peace-loving passen
gers. There is only one way to put 
down the traffic, and that is to pro
hibit its use, enforcing the law with 
all possible power. It can not be 
completely done in a generation, or 
in several generations. But pluck, 
and perseverance, and stick-to-it-ive
ness will aid in the work.

PUSHING TH E CRANBERRIES.
These bright, fresh berries have in 

themselves quite enough of attractive
ness to make their own sales. And 
yet there are those who should give 
them liberal patronage who are in
different or, perhaps, unappreciative 
of their real worth. Nature has a 
happy habit of balancing our needs; 
and in the old Pilgrim days she gave 
the cranberries to enrich the flavor of 
the Thanksgiving turkey and counter
act any tendency toward overindul
gence in greasy food.

We still cling to the happy com
bination, in many instances ignorant 
of the fact that there is a hygienic as 
well as a pleasurable reason for it. 
Even though we may not be so fortu-
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nate as to secure the Thanksgiving 
bird, there are still numerous com
binations which require an acid fruit; 
and none other fills the purpose more 
acceptably or completely than this 
rich berry, so easily prepared.

Some dealers in the fruit prepare a 
small circular for distribution by re
tailers, which is prefaced by practical 
directions for preparing and storing. 
Then follow receipts for spicing, pre
serving, and making blanc mange, jel
ly, various forms of sauce, short cake, 
and pudding. Those who have only 
used the fruit in the regulation form 
of sauce or pies will be quite sur
prised at the variety suggested. And 
as any symposium on a subject sug
gests a multitude of permutations and 
combinations, the alert housewife will 
soon have added to the printed list, 
finding that she can thus suit her own 
tastes or materials at hand admirably.

If no such list has come your way, 
select one or two recipes which have 
been found tried and true in your own 
family, and run them into your adver
tisement in the morning paper, call
ing attention to the excellent fruit on 
hand. Emphasize the point that few 
other fruits except the apple have 
such varied uses; none are better ap
petizers, or more wholesome.

An Indiana man says the phrase “as 
blind as a bat” is wrong, for bats have 
good eyes and a sixth sense of direc
tion. The man, C. H. Spurgeon, is 
making a special study of bats and 
says they are great sleepers, devoting 
about three-fourths of their time to 
repose. The bat goes into winter 
quarters about the middle of Septem
ber and hangs itself upside down to 
the top of caves or walls. There are 
hooks on its wings for that purpose, 
and in that position it remains until 
the last of March. The bat flies around 
only in the nights of spring and sum
mer, and is seen very little the rest 
of the year. Mr. Spurgeon also de
clares that bats have a sixth sense of 
direction whereby they are enabled 
to evade collision with other objects 
in the dark. Any one who has ever 
tried to chase a bat out of a room 
will doubt Mr. Spurgeon’s word about 
the sense of direction, but perhaps 
that is because of the light. When 
the. room is darkened the bat general
ly disappears.

A Minnesota woman lost a suitcase 
in which she was carrying $10,000. 
She had no faith in banks and pre
ferred to keep her money in sight, 
but some one stole the suitcase as 
she got off the train. A polite stranger 
offered to assist her, and the next 
time she saw her suitcase it was 
empty and lying in some bushes, 
where the police found it. Her faith 
in suitcases as a place to keep mon
ey is shattered, and now she wishes 
she had trusted in some bank.

The official slugger of the plumb
ers union of Chicago was sentenced 
to prison for life Monday. To the 
casual observer it is difficult to de
termine the difference in the degree 
of guilt between the man who ac
tually strikes the blow and the men 
who hire him to enter upon a cru
sade of murdering non-union men.
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REMEDY FOR DESPAIR.

How To Keep From Becoming Dis
couraged.

There is hardly a day we do not 
read in the daily news an account of 
some poor wretch taking his own life, 
or seeking to take it.

The curious thing about this is that 
it strikes a responsive note in many 
more breasts than we suppose.

For, while there are comparatively 
few who commit suicide, there are 
for every one of us, I dare say, many 
and many times when that feeling, 
more or less intense, comes over us; 
when, if we do not say out and out, 
-<I want to die,” we at least feel the 
dumb longing for annihilation. We 
may not want precisely to die, but 
at those black moments we wish we 
never had been born.

There is much more despair in the 
world than we like to confess. There 
is many a “mute, inglorious” Ham
let who balances the arguments 
whether “to be or not to be—wheth
er to bear the ills we have, or fly to 
others that we know not of.”

It seems to me, therefore, it might 
not be amiss to say a word to them 
who often find life’s cup sickening.

That army of the discouraged! It 
makes one ambitious to have hand
fuls of hope to scatter among them! 
to be rich, not in money, but in cheer, 
to treat all; to be skilled, not in 
physic, but in heart tonics of love and 
light, that could purge the bosoms 
stuffed with clouds and chill vapors.

It may help all this army to re
member that, in this universe of ours, 
the fixed principle, the inexhaustible, 
everflowing fountain of force, is joy; 
while sorrow of all kinds is an acci
dent or, at least, an incident.

“Weeping may endure for the 
night, but joy cometh in the morn
ing,” said a wise man. Note that 
the weeping may endure, but that joy 
surely cometh. The first is adventi
tious; the second is in the nature of 
things.

Despair is the breath of death. 
Whoever feels its salt, leprous taste 
in the heart knows the essense and 
flavor of death. The wife in the first 
white moment of paralyzed horror 
when she learns that she has been 
betrayed; the husband in the dizzj' , 
realization of his dishonoring; the 
parent in the clutch of awful disgrace 
that a child has wrought; the man of 
business who awakes to the agony of 
failure and fall; and each one of U9 
in that bitter moment when the cup 
is dashed to the ground just when his 
hand was about to grasp it; we all 
need then some steadying, upholding 
thing.

It is in these bare, ultimate crises 
of life that we feel the want of great 
principles, of profound, unshakable 
convictions, which no event can pos
sibly disturb. Only such principles 
constitute the real remedy against de
spair.

Any person’s boat of plans and 
hopes is liable to be wrecked. We 
sail uncertain seas, for the most part 
uncharted. To-day, to-morrow, we 
may strike a reef.

The first thing any human being 
should attend to, therefore, is to set

tle upon some sort of intelligent ad
justment of his life with the universe. 
You may call it a philosophy, or you 
may call it a religion. But whatever 
you name it, you want the thing it
self.

How To Find Yourself.
Think it out! Get some plan of 

life! Find some usable theory of why 
you were born, what you live for and 
how you shall meet the end of your 
life, or the assassination of your 
hopes! Think it out to the bitter 
end! Meet destiny boldly, face to 
face, and make the final and fatal ele
ments of life clear to yourself.

I am not going to recommend to 
you any particular religion, although 
those who heartily embrace any faith 
are fortunate in this matter. Nor will 
I commend to you any especial phil
osophy, although to be a stoic or an 
epicurean (in the true sense) is bet
ter than nothing. I do not suggest 
to you that you take any of the 
ready made systems that society 
stands prepared to offer. You might 
get one by going into the next chap
el, or liberal hall, you chance by.

But my suggestion is that you find 
yourself. And to this end let me tell 
you what I myself have settled.

First. I was put in this world for 
some reason. The fact that I do not 
know the reason is no proof that 
there is none. I have as good a right 
here as any tree or animal or stone. 
Somewhere in the mind of nature 
there is a plan and purpose even for 
me, insignificant or worthless as l 
may seem.

Second. Life is better than death. 
If I am to fulfill the plan laid out 
for me at all, I must live on until 
causes outside of my control—that is, 
until nature herself removes me.

Third. My life is successful and 
complete only as I find joy—that is, 
so long as I like to live.

Fourth. The only joy that is net 
fragile, not likely to be crushed by 
some untoward chance, is the joy 
that comes in the exercise of my 
higher nature. The love of beauty, 
the love of right, the abstaining from 
impurity, the pleasure I find in making 
others happy, the wonder and delight 
I feel in this majestic world of sky 
and earth, and in the sublime 
thoughts of God and humanity, and 
progress—all these things are firm, 
fixed and can not be- taken away from 
me by any conceivable calamity aside 
from my own desertion of them or 
disloyalty to them.

Fifth. The joys of sensuality, on 
the other hand, the ratification of my 
bodily appetites, the tickling of pride 
by the praise of others, the gaining 
of fame or of money or of success of 
any kind—all these are fragile, break
able, temporary, slippery and my 
only sensible attitude toward them 
is that of one playing a game of 
chance; if I win—-good! if I loss— 
let i t , go.

Indifference the Best Attitude.
Sixth. My true attitude, therefore, 

to these things men pin their hopes 
on must be—indifference. There you 
have my remedy against despair—in
difference toward the fragile ele
ments of life. If you break a vase 
you do not weep—you know it was

breakable. This explains the wisdom 
of the old Greek who, when told that 
his son was dead, replied: “I knew 
he was mortal.”

By this indifference I do not mean 
coldness of heart, nor laziness, nor 
aversion to the world and its good 
things. But I mean that underneath 
all the pleasures I get from any good 
thing that possibly I may love is a 
reserve supply of indifference.

Now those joys I mentioned in 
pararaph four are not capable of be
ing lost. Hence I am not indifferent 
to them.

This attitude of soul, I take it, is 
the gist of every religion and of ev
ery philosophy. It is what the monk 
strives for when he retreats to his 
cell, what the heathen means when 
he lacerates himself, what the anos- 
tic is driving at when he says of 
many mysteries, “I don’t know,” and 
what the religionist means when he 
says he gelieves in heaven.

Do not misunderstand me. Pon
der deeply upon this. The secret 
remedy against despair, against that 
black and bitter hatred of life, against 
that awful feeling of wanting to die, 
is an intelligent, thoughtful, rever
ent-indifference. Frank Crane.

Railroad News of General Interest. 
W ritten for the Tradesman.

In the event that Judge Sanborn’s 
ruling in the Minnesota rate cases is 
upheld by the Supreme Court, to 
which appeal has been made, it is 
pretty certain that every 2-cent fare 
law in the various states will be at
tacked at once by the carriers. Judge 
Sanborn held that states had no 
authority to regulate intrastate rates 
because a change in intrastate rates 
also affected interstate rates.

A trackwalker on the Pennsylvania 
railroad, who has spent thirty-five 
years in the service, has covered 177,- 
900 miles in that time, which is 
equivalent to seven and a half times 
around the world. Track inspection 
is reduced to a science on the Penn
sylvania. A patrolman registers in 
the tower at the end of his beat and 
the hour and minute of his arrival. He 
carries a registering clock by which 
his trips can be checked to the min
ute. His route usually covers about 
four miles, but is less than half this 
distance on stretches where special 
watchfulness is needed. At night the 
inspector has only the light of his 
lantern to work by and he must see 
that every frog, switch and signal is 
in good order. Overhanging trees and 
rocks, the wash of streams, road 
crossings, overhead wires and even the 
cattle in the fields must be watched 
closely by the track walker.

Next New Year’s day every railroad 
in the United States will establish a 
pass bureau, in accordance with the 
ruling of the interstate commerce 
commission. The bureaus at general 
officers of companies will be in charge 
of a superintendent and no trip or 
complimentary passes to the wives or 
dependents of railroad employes will 
be issued until the superintendent of 
the bureau signs the pass.

The Supreme Court has just held 
that the so-called “bell ringing law” 
of Indiana is valid. The Legislature

enacted a law in 1909, compelling rail
roads to equip their locomotives with 
automatic bell ringing devices and the 
Louisville & Nashville road started a 
test case at Evansville.

Patrons of the Duluth, South Shore 
& Atlantic in Michigan are now get
ting receipts for money paid for tick
ets. The railroad secured a temporary 
injunction restraining the State from 
enforcement of the 2-cent fare law, 
and agrees if this law, now in litiga
tion, shall be held valid that the hold
er of each receipt will obtain a re
fund of the amount charged in excess 
of 2 cents a mile, payment to be made 
within thirty days after presentation 
of receipt.

Great Salt Lake. Utah, is likely to 
become a great pickling vat for treat
ment of railroad ties and piling. 
“Pickled” ties in use on the Central 
Pacific for forty years have not de
cayed and demonstrate the preserva
tive qualities of the highly mineralized 
water.

Locomotive engineers of the Wa
bash have formed an association to 
equip an instruction car, fitted out 
with all the brakes and the electric 
and steam appliances, which will make 
regular trips over the line, keeping the 
men informed with regard to all the 
latest devices.

No holiday rates this year for 
Thanksgiving, Christmas or New 
Years—this is the decision of the Cen
tral Passenger Association. A mini
mum of 25 cents for handling baggage 
which exceeds thé regulations as to 
size or weight has also been adopted. 
The question of abolishing inter
changeable mileage books in Central 
Passenger Association territory is be
ing discussed and decision is deferred, 
pending reference of the question to 
the executive officers of the roads in
volved. The withdrawal of these 
books will seriously affect the travel
ing man.

The adoption of uniform lighting 
and heating plants, so that the inter
change of cars may be made more 
effective and repairs expedited, was 
urged on all railroads at a recent 
meeting in Chicago.

The campaign of economy is still 
on and the Rock Island in a recent 
appeal to its employes says that $5,000 
worth of rubber bands were ordered 
by this road last year, while on one 
division at least an investigation shows 
that four bands were given out to con
ductors for every one that was prop
erly used. Almond Griffen.

Jack’s Resourcefulness.
Miss Loveleigh — The Professor 

was telling us to-day about the moon. 
He says the moon is a dead body.

Jack Spooner—That so? Then sup
pose we sit up awhile with the 
corpse.

Coins lose a little in passing from 
hand to hand, but it is not that way 
with neighborhood gossip.

A good conversationalist is a fel
low who invariably agrees with 
whom he is talking.

The people who expect the most 
leniency are the people who never 
have any to give.
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News and Gossip of Interest to Busi
ness Men.

Sunday’s Great Havoc.
Saginaw people generally are sym

pathizing with Owosso in the terri
ble disaster that took place there 
Sunday. There was some disturbance 
in Saginaw and the wind blew with 
terrific force, but fortunately no se
rious trouble occurred, although peo
ple were very much inconvenienced. 
However, Owosso is so comparative
ly near at hand and the people of the 
two cities know each other so well 
that the disaster in Owosso is taken 
rather in the nature of a local trage
dy for Saginaw. The locality and the 
people are so well known that the 
disaster takes on all the force of a 
neighborhood visitation and it is felt 
with peculiar strength.

Campaign For Better Conditions.
A very lively campaign has been 

inaugurated in Saginaw for better 
conditions as to what is known in all 
cities as the ‘Ted light” district. Rev.
N. S. Bradley, one of the most pow
erful preachers that Michigan has to
day and a most determined and sin
cere man, has undertaken the cam
paign and has put it up to the citi
zenship as “the man’s job.” There 
exists and has existed in the city 
for years a peculiar and anomalous 
condition in that the haunts of vice 
are almost next door to some of the 
leading churches, and not only so, 
but in the district which is covered 
by the theaters and through which 
children have to pass to go to the 
high school. In the discussion that is 
taking place it is held by very many 
men that the “red light” is not a 
good business proposition, not even 
after being baptized by Rudyard Kip
ling as the “oldest profession in the 
world.” The Board of Police Com
missioners is being asked to act and 
to stamp out the evil, and the growth 
of the city is such that action will 
undoubtedly follow, even if delay
ed. Some excuse is being made that 
time itself is working the remedy and 
that the places are being forced out 
by the business growth. There is 
some truth in this, as in the case of 
the far-famed Saginaw auditorium, 
which is located with the State 
armory adjoining right in a neigh
borhood where in former years there 
was located perhaps the most no
torious house in this or any other 
city- The bright light of publicity 
and of education of the people is 
having its effect and the houses are 
being gradually reduced to that con
dition of disrepute and disregard 
which is theirs and which properly 
belongs to them. It looks very much 
at the present time as though the

campaign inaugurated was bound to 
win out, irrespective of the opposi
tion it is meeting from certain quar
ters.

Cutler Hub Company.
The Cutler Hub Company has just 

been organized for the manufacture 
of wooden hubs in Saginaw. The 
company has acquired about three 
acres of land from J. H. Malcolm, 
on Salt street, near Stewart street, 
in the vicinity of the McCormick- 
Hay Lumber Co. and will erect fac
tory buildings at once. A complete 
equipment of machinery has been 
purchased and if the weather is fav
orable the factory will be under oper
ation within sixty days. It is ex
pected to employ about twenty-five 
mechanics on the start. The Cutler 
Hub Company is a copartnership 
composed of William H. Cutler, of 
Flint, and E. L. Cutler, of Pine 
Bluff, Ark. These gentlemen both 
have a long and successful experi
ence in the manufacture of hubs and 
wood materials. The new company 
is supplied with adequate funds and 
promises to be another valuable ad
dition to Saginaw’s diversified indus
tries and successful manufacturing 
enterprises. William H. Cutler will 
be in active charge of the factory in 
Saginaw and will remove his family 
to this city. Charles Totten, also of 
Flint, will be the superintendent of 
the Saginaw factory. In securing 
this industry for Saginaw the Board 
of Trade has had valuable assistance 
from the West Side Business Asso
ciation and J. D. Swarthout, Presi
dent of the Wholesalers’ & Manufac
turers’ Association.

Business Notes.
By a fire occurring early Sunday 

morning, the West Side Arbeiter 
hall, one of the best known German 
organizations in the State was dam
aged to the extent of about $8,000.

The Duryea Auto Co. has deliver
ed its first 1912 light built vehicles 
to the New York representatives.

Julius Holland Horitz, Auditor 
for the Bank of Saginaw, is in New 
Orleans to attend the convention of 
the National Bankers’ Association.

An addition of 32x92 feet is to be 
put to the Valley Grey Foundry Co., 
and work is already well under way. 
This plant is one of the young ones, 
but is progressing very rapidly.

The West Side Business Men’s 
Association, with President Brady 
presiding, had a well attended ban
quet at the new Fordney Hotel 
Thursday night, and the evening 
proved a very pleasant one.

The Academy of Music, Saginaw’s 
best theater and one well known to 
commercial men as a first-class place

of entertainment, has passed into the 
hands of a local stock company, with 
John T. Carpenter as manager.

Braymenn Bros., the Government 
contractors for the dredging of the 
Saginaw River, have sublet a con
tract to be started in 1912, and which 
will result in the construction of a 
splendid boulevard between Saginaw 
and Bay City.

Articles of association for the Sag
inaw and Bay City Navigation Co., 
capitalized for $25,000, have been fil
ed with the County Clerk. The com
pany proposes to engage in a gen
eral maritime commerce. John G. 
and Harry S. Erd and William J. 
Passolt are the stockholders.

J. W. Brady.

It is a common and familiar ex
pression, in speaking of a person 
who is delicate, to say that he “has 
one foot in the grave.” With just as 
much force it might be said of some 
people that they have one foot in the 
past. They have never lifted it out 
of the rut in things that have been. 
Business conditions have changed 
materially as the years have flown. 
The way to succeed is to change with 
them. There are too many Rip Van 
Winkles who have been asleep for 
twenty years or longer, and have just 
opened their eyes to the fact that 
there have been great changes to 
which they find it impossible to ac
commodate their obsolete methods. 
They wish things were as they used 
to be. But they are not, and never 
will be, so what’s the use of croak
ing? The receipt for success and 
happiness as well as peace of mind 
and contentment is to accept things 
as they are and go along with them. 
The man who thinks he could make 
the world over and improve upon it 
is something of an egotist, and, like

most egotists, finds few who agree 
with him.

Christmas comes next month. All 
people feel their happiest at that sea
son of the year—open-hearted, open- 
handed, open-pursed. They will lav
ish affection upon their friends and 
relatives, incidentally being very 
good to themselves at the same 
time. They will think they are fair
ly nice sort of people, themselves, 
and deserving of some of the good 
things of life. So they will see to 
it that they live well during the hol
idays, even if it costs a little more 
than the customary allowance for 
running expenses. For this reason 
the storekeeper should see that his 
best foot is put forward with the 
boot nicely polished—or, in other 
words, that the choicest wares he has 
to offer are temptingly displayed. 
They will go at Christmas time, if 
ever.

It does not do any good to be 
dissatisfied with the world, for here 
we are. Some day we hope to reach 
a better one, but, in the meantime, 
we must make the most of this one. 
The chronic growler and complainer 
only makes himself and his associ
ates miserable without accomplish
ing anything worth while. He is a 
nuisance to all who come in contact 
with him, and dies unwept, unhonor
ed and unsung. The cheerful man, 
who makes the best of things, is the 
happy man and the best company. 
Also, he has ten chances for success 
where the whiner has one.

Symons Brothers & Company 
Wholesale Grocers 

Saginaw Michigan

Our B rands o f Vinegar
U w Have Been Continuously on the Market 

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

f É É i i

The FLAVOR of vinegar is the dominating power 
for QUALITY and is what makes good palatable 
salad dressing and pickled condiments. The Pure 
Food Law compels all vinegar to contain the re- 
mnsite strength for pickling, but FLAVOR is 
QUALITY and makes a satisfied customer.
The following brands have the FLAVOR, specify 
and see that you get them:
HIGHLAND” Brand Cider and White Pickling 

“OAKLAND” Brand Cider and White Pickling 
“STATE SEAL” Brand Sugar

Oakland Vinegar & Pickle Co. Saginaw, Mich.

. No-81 Display Case No. 84 Cigar Case
Saginaw  Show  Case C o., L td., Saginaw , W . S ., M ich.

We make all styles Catalogue on request
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MISTAKEN RETAILERS.

Grand Rapids Merchants Who Lose 
Money By “Economizing.” 

W ritten for the Tradesman.
The Tradesman has been saying 

sassy things about retail merchants 
who fail to work together, either for 
their own good or for the good of the 
city. In recent editorials Mr. Stowe 
has used strong language regarding 
the retail situation in the city, and it 
is probable that some of the mer
chants who have been hit by his tart 
statements of fact think he is putting 
the case too strongly.

If there are such, they ought to 
spend a little time talking civic pride 
with their neighboring dealers. They 
will soon find that a large proportion 
of the retailers of Grand Rapids have 
a subconscious notion that they ought 
to get together, that they ought to 
boost the town in every possible way, 
and so help themselves. But, coupled 
with this notion, is the belief that no 
unselfish movement for the good of 
the city will ever meet the approval 
of a majority of retail business men 
—if it costs a dollar. Every man dis
trusts every other man.

This used to be the case with whole
salers and manufacturers here, but 
that is all over now, and it is time that 
retailers got together and found out 
more about each other. Of course 
the remedy is association as well as 
organiaztion. Then, perhaps, the no
tion that some one else ought to do 
what is necessary to be done will be 
knocked out of the heads of the deal
ers. What “some one else” is sup
posed to do is rarely done. The re
tailers must get together and do 
things themselves.

One reason why retailers are slow 
is doing things which, without im
mediate profit to themselves, will 
bring benefit to the city in the future, 
is because the manufacturers and job
bers and tetailers have in the past 
been so liberal in everything connect
ed with civic advancement. The “big 
firms” have been so willing to do, and 
have done so much, in the past, that 
the “little men” are perfectly willing 
for them to keep right on booming 
the town, bringing money here which 
finds its way into the till of the re
tailer rather than the bank account of 
the boomer.

The “big men” have always shoul
dered the burden, and now the retail
ers think they ought to keep right on 
doing so. The latter do not object to 
anything which brings money here, 
but they seem to want others to do 
the work and foot the bills. This in 
spite of the fact that the retailers are 
the ones who receive the immediate 
benefit of any great gathering, like a 
state convention, a fair, or a home
coming week.

It has been said that the whole
salers and manufacturers are the ones 
who do the pushing. While this is in 
a measure true, there are some manu
facturers who are deader than Moses 
when it comes to helping out in bring
ing a crowd to Grand Rapids to 
spend money. Not long ago a man 
working for the West Michigan State 
Fair went to one of the largest and 
most prosperous furniture firms in the

city for an advertisement for the fair 
book. It was not claimed by the 
solicitor that the advertisement would 
do the big firm much immediate good, 
but would give the Fair people a lit
tle money to help push its work of 
bringing hundred of thousands of dol
lars to Grand Rapids merchants every 
year.

“Why,” said the manager of the 
concern, “I ’ll give money to have the 
Fair kept out of Grand Rapids. My 
men want a day off every time there 
is a Fair, and that interferes with my 
busiess. We contribute to the pros
perity of the city by paying all these 
men,” he added, glancing out of the 
window at the big shops in sight.

And yet, that man was getting spe
cial prices for his furniture because 
it had the Grand Rapids mark on it. 
His product was from Grand Rapids, 
and had a name in the world—and he 
wasn’t one of the men who built up 
the reputation of the city for good 
furniture, either. He couldn’t see that 
anything—especially a State Fair— 
which advertised Grand Rapids widely 
also advertised his furniture.

But this man was an exception. 
When the solicitor went to the Nel
son-Matter Company and saw Mr. 
MacBride and to Sligh plant and saw 
Mr. Charles R. Slight no arguments 
or persuasions were needed. They are 
big enough to see the benefits of a 
big Fair.

“Is it possible that there isn’t a 
furniture advertisement in the book?” 
asked Mr. MacBride. “Well, Nelson- 
Matter will take a page. Just put in 
the name of the company, and let it 
go at that—a whole page.”

Mr. Sligh said the same thing. Mr. 
Bishop of the Bishop Furniture Com
pany said what the others said. Like 
Mr. MacBride and Mr. Sligh, he knew 
the benefit of advertising Grand Rap
ids by State Fair or otherwise.

But the idea was to tell what some 
of the retailers said. One hotel man 
said: “Why, my place is so full during 
Fair week that I have to put up cots 
in the halls, so where is the use in 
advertising? This advertising is just 
a big graft!”

The solicitors opened to the page 
showing the names of the officers and 
directors of the Fair.

“Do you think these men are graft
ers?” he asked, pointing to the dis
tinguished names on the page. “Not 
one of these men, bankers and men of 
large affairs, gets a cent of pay for 
all the work done by them for the 
Fair, except the Secretary, Mr. E. D. 
Conger, and he gives his salary to me 
for doing this work. You’re a hog. 
that’s what you are,” the solicitor 
went on, thinking he had lost the busi
ness anyway. “You want these men 
to bring you patrons at their own ex
pense.”

The hotel man signed the contract. 
One restaurant man asked to be given 
space, one was urged into a $6 ad
vertisement, and one refused because 
he could not find accommodations for 
people Fair week. Mr. Boyd Pantlind 
doubled his order and said he would 
take more if necessary. A trunk man 
looked over his books of the year be
fore and said that he had no increase 
of business Fair week and stayed out.

A merchant tailor who does an ex
clusively fine business out of the city 
said the advertisement would do him 
no good, and would not talk about the 
benefits to be brought by the Fair.

“Why,” said the solicitor, “the West 
Michigan State Fair paid me the $40 
I gave you for the suit I have on. 
What about that?”

“Oh, you would have had the suit 
anyway,” was the reply. “You would 
have earned it somewhere else.”

A grocer who has a large business 
from restaurant men said the Fair 
would do him no more good if he 
advertised than if he didn’t. He. ad
mitted that he week was a very profit
able one for him, but refused to help 
pay the bills. If there would have 
been no Fair at all if he had not given 
fifty dollars, he would have put it up 
quick, but he saw that there would be 
a Fair anyway and let the others bring 
it here.

A West Side business man said he 
would give money to have the Fair 
remain away, as the week was always 
a dull one for him. When asked how 
many of his regular customers made 
money out of the Fair and spent it 
with him the week after they got it, 
he said that was only his good luck!

Three furnishing goods men refused 
to assist in bringing the Fair to the 
city because the kind of men who 
bought of them were not interested 
in Fairs. When asked how much of 
the half million the fair would bring 
to the city would eventually pass 
through their hands they said that 
the problem was too difficult to con
sider.

One merchant refused to renew his 
advertisement because he could not 
violate about all the rules of the 
grounds. Another refused because he 
could not get all the free admission 
tickets he wanted. An occulist de
clared that he never knew when there 
was a Fair in town, never went to one, 
and never received any benefits from 
one. During Fair week the solicitor 
observed that his store was full of 
country people every night.

The West Michigan State Fair 
brought hundreds of thousands of 
dollars to Grand Rapids that year, 
and all of this money eventually found 
its way into retail channels. Whether 
paid out in premiums, in care of the 
grounds, in putting up new buildings, 
in caring for stock, it all drifted into 
the hands of retail men in time. The 
money the visitors brought here was 
paid out in admissions, in car fare, 
hotels and rooming houses, in res
taurants, and directly in the retail 
stores. Eventually all this money 
went to the men who supply the ne
cessities of life at retail, just as all the 
water in the world has somewhere an 
outlet in an ocean. Yet the wholesalers 
and manufacturers and other men in 
general business were the ones who 
helped, and not the retailers.

This article may be considered rath
er intimate, but it tells exactly what 
the “big men” are expected to do by 
the retailers. Why, the retailers nev
er even go to the fair. They say 
they are too busy, and look “superior” 
when you ask them about a certain 
fine exhibit. If all the money which 
comes here every fall by reason of

the Fair went to the State Fair at De
troit, there would be a howl among 
retail men that could be heard above 
the roar against “Dr.” Cook at Copen
hagen.

The attitude of retail men toward 
the Michigan State Fair shows their 
attitude towards nearly every other 
enterprise designed to help business 
in the city. Mr. Stowe is right when 
he says they are narrow-minded. They 
take no interest in anything which 
does not show a dollar right away 
quick. Even the foreign management 
of Powers’ Opera House sent to New 
York for a list of plays booked for 
the season and helped the Fair out. 
And the shows for Fair week could 
not be advertised at that. Mr. Stair 
of the Majestic did the same thing. 
They received no greater benefits dur
ing Fair week than did the retail gro
cers, and yet there wasn’t a retail 
grocer or druggist in the book!

If associated closely together, the 
retailers would be able to talk over 
such benefits with one another, and 
their help would come without a strain 
like the pulling of a tooth. As every 
benefit to the world comes from the 
ground, so every dollar in the world 
is at one time or another used in sus
taining or clothing life, so the more 
dollars the retail dealers help to bring 
her the more they will get.

Alfred B. Tozer.

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.

F or Dealings in

Show Cases and Store Fixtures
W rite to

Wilmarth Show Case Co.
Grand R apids, Mich.

Hart Braoii Canned Boons
Packed by

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

Michigan People Want Michigan Produeta
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TEN TALKS

To Bank Clerks By a Practical 
Banker.

Sixth Talk—Loyalty.
We have noted during the last 

year several instances of engineers 
upon locomotives sticking to their 
places with their hands upon the 
level's through the most terrible ca
tastrophes. The newspapers acquaint 
us with deeds of heroism which are 
identified with disasters and exhibit 
the loyalty of men to their highest 
sense of duty. Perhaps we have no 
stronger exhibition of loyalty than 
that which is illustrated by Job, who. 
with all the calamities that came up
on him, still clung to his faith in 
God. On the other hand, we have in 
strongest biblical illustration of dis
loyalty.

We call loyalty to the cruntry, 
patriotism, and we canonize men who 
have made themselves prominent in 
times of trial. The number of men 
and women during the Civil War in 
this country who gave the best they 
had for their country’s sake stand 
out as the most splendid examples of 
patriotism.

On the other hand, those men who 
sought to evade the responsibilities 
incident to citizenship by seeking a 
way to Canada, fleeing from the coun
try’s greatest need, cast a shadow 
upon their families which has never 
been forgotten.

The last injunction to me by my 
father before his death was couched 
in this language: “The State has been 
very kind to you. It has furnished 
you with the best opportunities to 
equip yourself for a career. Do not 
forget the State in your plans for 
usefulness and never count it a sac
rifice to do all you can with your 
ability for the State.” My interpreta
tion of this has not led me to think 
that the man who runs for office is 
heroic in connection with State re
sponsibilities. The man who is will
ing to accept a clerkship or other 
positions in connection with the gov
ernment of the State must not be 
considered as exhibiting any particu
lar loyalty, but the man who is will
ing to give himself and devote his 
ability to the interests of all the peo
ple and the State shows his loyalty 
and his good citizenship.

We ought to be proud of our own 
city and to stand up for it in every 
possible way. The lines of business 
that make it prominent should re
ceive our attention and we ought to 
be loyal enough to our own special
ties in business to make our purchas
es in our own city instead of going 
outside in the hope of getting a wider 
range of samples and probably bet
ter prices. I have no patience with 
people who depend upon the condi
tions in their own city for their suc
cess in getting on in the world, and, 
when they have any purchases to 
make, go away from home and spend 
their money. This it seems to me 
is disloyal to one’s own town, and 
in one’s own nature loyalty is a most 
attractive attribute of character. I 
think it is almost always true that 
people who have good neighbors are 
good neighbors. You know the story

of the people who were moving from 
one village to another and had all 
their effects upon the loaded wagon 
and stopped at the toll gate to en
quire about the town to which they 
were going. They asked the genial 
gatekeeper what he knew about the 
people in that town, and if they were 
nice people to live with. He enquir
ed, before giving an answer, as to 
the kind of neighbors they had left, 
and found they could not say mean 
enough things about the people and 
they were glad to get away from 
them and wanted to get into some 
nicer place. Then he replied: “I 
think you will find the folks not 
much better where you are going. I 
am sorry to give you as my opinion,” 
said he, “that your new neighbors 
will be no better than your old 
ones.”

Later in the day another moving 
wagon came through the gate and 
the toll receiver asked where they 
were going and found they were 
moving to the same place where the 
morning travelers were migrating, 
and the father of the family said to 
the toll gate man: “Do you know 
anything about the conditions in this 
town in which I am going to live, 
and what kind of people they are?” 
And the same wisdom was exhibited 
again by asking what kind of a 
neighborhood they had left, and the 
reply came quickly: “We left a 
splendid neighborhood. We were aw
fully sorry to leave such good neigh
bors as we had, but it seemed to be 
a necessity because of conditions that 
we could not control. We can not 
hope to find better people or kinder 
people than those we have left.” The 
astute gatekeeper then answered: “I 
think you will find very beautiful 
people in the town you have decided 
to live in. The people are just as 
kind and good neighbors as those 
you have left.”

This illustrates a great truth that 
WE GET WHAT WE BRING; that 
the possibilities of happiness and use
fulness are within ourselves, and if 
we are loyal to the best we have ir. 
us, we shall meet good citizens and 
good neighbors everywhere.

It is important to be absolutely 
loyal to the occupation in which we 
are engaged, and there are times 
when the greatest test comes to such 
loyalty.

You know the case of Dr. Lud
low, the celebrated surgeon, who, 
with his son, was performing a deli
cate operation which involved a life. 
In the midst of it the elder Ludlow 
was suddenly stricken by the hand 
of death and had to be carried out 
by attendants. The younger man, 
knowing his father was stricken and 
with a great anguish of the loss up
on him, still nerved himself to the 
responsibilities which involved a life 
and with a steady hand tied up the 
arteries and finished the operation 
successfully before going to the per
formance of his last duty to his be
loved father.

We espouse a business and this in
volves the best we can give to it and 
we have no right to neglect in any 
way the obligations involved in this 
business. One day I talked with a

bank clerk who was employed in 
this city and in a burst of confidence 
he told me about what unfortunate 
methods prevailed in the institution 
with which he was connected, giving 
me an account of many things which 
he had seen and which he considered 
discreditable to the institution. This 
was done, I found later, because the 
young man had in mind a position 
in connection with our own bank. 
Do you think for a moment this ex
hibition of disloyalty would be any 
recommendation to me for this young 
man? If we are out of sympathy 
with the methods pursued by our 
employer there is but one thing for 
us to do and that is to seek employ
ment under conditions which are 
more congenial to us.

I am proud of the personnel in our 
own institution largely because you 
all exhibit such an interest in and 
loyalty to our bank. I never see any 
unwillingness to make sacrifices in 
the interest of our institution and I 
want you to know that the manage
ment appreciates any personal sac
rifices you may make from time to 
time because of your desire that we 
should achieve the highest success as 
a factor in the community. The high
est type of good citizenship demands 
of us loyalty to our country, our 
state, our city and neighbors, our oc
cupation, our employers, our home 
and family. And in the opportuni
ties of the home circle it seems to me 
we have the most promising field for 
the exhibition of loyalty. If we are 
loyal to our home and those who 
should be the most dear to us, the 
principle upon which we exhibit this 
loyalty will lead us to employ it in 
every relationship in life. So permit 
me to enunciate what I believe to be 
a great and far reaching truth: That 
the man who is true to his parents,

his wife and children, his family cir
cle, his home, has in him the basis 
of the most loyal manhood to care 
for all the responsibilities of life.

. Charles W. Garfield.

Ease and Naturalness First Requisite 
in Signatures.

Among bank cashiers there are 
some signatures that would grace an 
Egyptian obelisk. Happily, there is 
a full roster of officers on the letter 
head, or somewhere on the piece of 
paper there is a clue to the name. 
Sometimes one has to look at the 
cabalistic letters that denote who 
dictates the letter for aid as to the 
initials. And very often one has to 
take a leap in the dark. It is very 
embarrassing. One likes to make 
fair weather with the correspondent. 
He may be a man of great repute. 
It is unfortunate not to be able to 
know who he is by the name signed 
to the letter. In the banking busi
ness it is very important that the 
name be known. But hieroglyphics
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of the
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of the
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Company

at prevailing low prices

Kelsey, Brewer & Company
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Old National Bank
Grand Rapids, Michigan
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take too much time. Then one is 
never sure. There are names that 
have never been deciphered. They 
are taken on allowance.. The printed 
forms say so. The rest is left to 
chance. You think it is the same 
man. You do not really know. So 
as one reads the day’s mail, one is 
thankful for the small favor of a 
plain and really legible signature.

Of all men bankers ought never to 
write a signature that can not be 
read. All this flummery of so twist
ing and turning the letters, the mak
ing of monograms and the like out 
of initial letters, is too puerile to 
really be a part of a banker’s rec
ord. Yet there are hundreds of sig
natures of bank officials in the land 
that can not be read. To try to de
vise something that is bizarre and 
unusual, past the unraveling of the 
reader, does not mean that it is hard 
to counterfeit. The reverse is per 
haps true. But names are nothing 
unless known.

Practice What He Preaches.
It certainly is an aberration of an 

otherwise sane lot of men that there 
should be so many signatures that 
can not be read. Then, too, the 
banker ought to practice what he 
preaches. And how often does he 
say to the customer: “Write your 
name on the card in an easy manner, 
in the way you usually sign it.” This 
is for the double purpose of being 
read and of being a copy by which 
the signature may be known when it 
is signed to a check or note. Every 
customer is cautioned to have but 
one signature with the bank. And 
it is a practice that is pretty well un
derstood by the average business 
man.' This signature has a great 
and abiding value. But if it is some
thing that a man can not read then 
he can not learn it. He can not know 
when it comes round whether it has 
the right number of lines or not. 
The banker of all men ought to have 
a signature that can be easily and 
quickly read.

Illegibility and Consequences.
This matter of being known and 

readily distinguished is a prime requi
site. The signature means the en
trance of the individual into the 
bank’s strong hold. Cash is paid out 
on the signing of a name in every 
bank in the country. Millions of 
money every day in checks and the 
tellers must read them all and make 
no mistake. If the signature is forg
ed it will make a loss for the bank. 
The banker must know the signature 
of his customer. And he does. The 
forgeries are few and far between. 
But when they do come they are 
disastrous. Illegibility adds to the 
confusion. It is impossible to read 
a signature by spelling out the let
ters. No man will every time make 
the same number 6f strokes and with 
the same slant. The hand bears a 
distinct relation to the nervous sys
tem. And it is impossible that it 
shall not partake of the general con
dition of the nerves. You can not 
count the lines or observe the slant 
and the shading as matters of infalli
bility. Men who sign their names 
most will vary according to the 
mood. There is character in writing

and it makes its impress on the whole 
signature and not on a part or on the 
mere penmanship. A signature is, in 
fact, a mark.

A Signature Is a Picture.
In fact, the true signature is a 

picture that fastens itself on the 
brain of the teller, He reads it as 
a human document. He knows the 
disposition of the man to some ex
tent. He can tell his habits in part 
from the way the whole looks and 
the variations that will occur from 
time to time. But the picture is the 
same. It remains fixed in the mem
ory once it is learned. And so it is 
simply important that it be legible 
so that it may njake itself felt. If the 
letters are mixed up in an effort to 
make something that will be hard to 
read, then it is impossible that this 
picture form in the mind in the same 
clear way. It moreover does not sig
nify what is intended; the real name. 
An acrostic is not a signature. Neith
er is the hieroglyphic that is execut
ed with so much pains.

Not Protection Against Forgery.
If it is to be imitated, then that 

which is most illegible on the lines 
we have laid down is the least likely 
to be detected. There are names in 
plenty that can not be read, and they 
cause embarrassment and confusion 
and may indeed cause loss. No man 
can write his name in a way that 
will not disclose something of his in
dividuality. So that the making of 
the picture signature in a plain man
ner is 'not likely to make it the more 
easily counterfeited, or to take from 
it any of its legitimate individuality. 
Let a hundred men of the same name 
write their signatures on cards an l 
the skilled reader will be able to 
distinguish every one of them by its 
general makeup even although each 
is plain.

Signature Photograph of Writer.
The writer who comes to the 

bank’s counter must be identified by 
this form. There is no one who can 
come each time and identify the sig
nature. It must be the picture in the 
mind of the teller that will author
ize the paying of the check. And if 
this is not a plain one it will be the 
harder to remember. There is no 
doubt of this. For if' it is never read 
it is never learned. The signature is 
not a Chinese character. It is a name 
written in English. It must mean 
something, and yet it must make its 
indelible impress on the mind. For 
this reason it ought to be plain. And 
it can lose nothing and will gain 
much. For it is the peculiar impress 
which the writer makes on the plain 
signature that will give it unmistak
able individuality.

Simplicity Adds To Distinctness.
No two men will make a combina

tion of initials alike, it is true. But 
if they are so interwoven or over
lapped that they can not be distin
guished then it is impossible to say 
which one belongs to the person in 
question. It is impossible to say 
what the combination of letters reads 
even if they can be made out in the 
proper order. The very best that 
can be done for and by the banker 
is to secure a signature that is the 
full name written out according to

the order of penmanship in which the 
writer learned his first lesson. It will, 
as we have said, bear a something 
peculiar to himself. It will not fail 
to make the proper impression. For 
the nervous force of the individual 
will make enough variation so that 
there will be no mistaking the name 
and the signature.

Distinctness a Valuable Feature.
Distinctness is necessary, then. It 

aids memory. The mind retains the 
full picture with whatever shading 
or “expression” has been inwrought 
into it. Memory is not of the pecu
liar combinations when it is allowed 
its natural course. Of course when 
these odd signatures come in they 
must be learned. But the mind left 
free to follow the route of least re
sistance will make a picture in con
formity with the writing of the time 
and lay on it such marks of peculiari
ty as will always distinguish it. There 
is no effort to unravel the hidden. 
There is no effort required. It is 
the ordinary thing. And the rest 
lies in that faculty of the mind that 
will retain, once it is giyen, the pic
ture of the whole name, taken to
gether. This is the cut to the tell
er’s adept skill. He sees the whole. 
He learns this character that is the 
character of the man. He need not 
make a mistake. For it is just this 
that the forger can never acquire no 
matter how skillful he may be.

We do not go to the extent here 
of agreeing with those who read 
character by means of the handwrit
ing. But we do say that there is a 
part of the character of the man im
pressed on his signature. And al
though one in looking at a name 
car. not tell a man’s politics, one can, 
and without a shadow of a chance to 
be mistaken, tell just who wrote the 
signature.

Forgery Easier by Complications.
Indeed the forger looks for some

thing that is out of the ordinary. For 
the man in making this blots out that 
natural character impress of which 
we speak. Then if there be the 
acrostic process, the intermingling of 
letters to make a handsome mono
gram, the character is still more ob
scured. And so it is that the best 
work of the depositor and the bank
er is found in a plain and natural sig
nature. The importance that attach
es to this is only estimated by the

magnitude of the transactions in
volved daily in the United States. 
Millions and millions go through the 
clearing houses each day on a sig
nature and on that alone.

forger Looks For Peculiarities.
The forger is on the lookout for 

that which will best serve his pur
pose. He will not analyze and com
pare in the way in which we have 
indicated. But he will still be a 
menace to the bank and to the hon
est transactions of the bank while 
he is able to follow some mode of 
signing that is peculiar and out of 
the ordinary. In fact, the man who 
tries to conceal his signature is help
ing, himself, to perpetrate a fraud. 
This may seem like a strong state
ment. But is it not true? Why 
should a man with sound sense 
seek to hide away his name so that 
a forger may not know it and may 
not be able to imitate it? Imitation 
is easier when there is something 
that the forger may study out and 
conform to. But the whole name, 
with its natural nervous force, and 
ever, the writer's temperament con
cealed, and at the same time reveal
ed, therein, this it is very hard to 
forge.

Hieroglyphics Valuable.
The mere matter of time lost in 

trying to decipher these illegible sig
natures and these hieroglyphics is 
warrant for a concerted effort to do 
away with them. And the practice 
can nowhere start so well as in the 
bank and with the banker himself 
One need not be proud of one oi 
these mysterious combinations of let 
ters. Any school boy can get uc 
one no other school boy can read. It 
is time that the business of the 
world get upon a sane basis in the 
little things that make for the good 
of all. And the pure cussedness there 
is in some signatures and in some 
handwriting give to the rubber stamp 
a claim to our respect that it ought 
not to have. For in fact there ought 
to be a place to draw the line on its 
use. It is very necessary in endorse
ments, but it will never come to take 
the place of handwriting on the orig
inal document. And the very best 
that can be done is to urge every
where that ease and naturalneas be 
the prime requisites.

Charles W. Stevenson.

W o r d e n  P r o c e r  Q p m p a n v
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Grand Rapids, Mich.
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Quotations on Local Stocks and Bonds.
, _  _  Bid AskedAm. Box Board Co., Com. 23 

Am. Box Board Co., Pfd. 90
Am. Gas & Elec. Co., Com. 62 65
Am. Gas & Elec. Co., Pfd. 43% 44% 
Am. L ight & Trac. Co., Com. 294% 295% 
Am. Light & Trac. Co., Pfd. 106 108
Cities Service Co., Com. 79 81
Cities Service Co., Pfd. 81 83
Citizens Telephone Company 93% 95
Commercial Savings Bank 175 180
Com’th  Pr.Ry. & Lt. Co., Com. 60 
Com’th  Pr. Ry. & Lt. Co., Pfd. 89% 
Dennis Bros. Salt & Lbr. Co. 88 
Denver Gas & Elec. Co., bonds 93

96%185
85

125100
210

250
175
28%
9510%
96%100
80

198
66%88

225
52

60%
90%
91
95
97%

193
91

130101
225101101

Flint Gas Co., 5% bonds 
Fourth National Bank 
Furniture City Brewing Co.
Globe K nitting Works, Com.
Globe K nitting Works, Pfd.
Grand Rapids Brewing Co. „ „
Grand Rapids Gas Lt. Co., b’ds 100 
Grand Rapids Ry. Co., bonds 100 
Grand Rapids N at’l City Bank 163% 165 
Holland-St. Louis Sugar, Com. 12% 13 
Kent S tate Bank 
Grand Rapids Savings Bank 
Lincoln Gas & Elec. Co.
Macey Company 
Michigan Pacific Lumber 
Mich. S tate Tele. Co., Pfd.
Michigan Sugar Co., Com 
National Grocer Co., Pfd.
Old National Bank 
Pacific Gas & Elec. Co., Com.
Pacific Gas & Elec. Co., Pfd.
Peoples Savings Bank 
Saginaw City Gas, bonds 
United Light & Ry. Co.. Com. „„
United LL & Ry. Co., 1st Pfd. 78 
United Lt. & Ry. Co., 2nd Pfd. 67

November 13, 1911.
Cities Service Co. stocks have experi

enced a  sharp advance during the  week 
owing to rumors th a t the company are 
planning to add another property to their 
holdings on a basis which would increase 
the earnings of the common stock. E n
quiry a t New York has practically con- 
firmed the deal this morning.

Public Service Corporation securities 
continue in demand and all show slight 
advances over last week’s prices.

Several good sized blocks of American 
Light & Traction common have been pur
chased by local investors and sales have 
been made up to 296.

Bank stocks are  still sought after and 
Grand Rapids National City is quoted a t 
164-165 while 225 is bid for Peoples Sav
ings. Buyers seem to feel th a t it is use
less to bid Bank stocks up very much for 
they are  so closely held th a t even prices 
above the last sale do not bring out any 
of the stock.

251
30
9712
99102
81%

200
67%
90
98%
55%
80
70

Overdrafts an Evidence of Unsound 
Banking Methods.

The Comptroller of the Currency 
has issued instructions to the exam
iners to warn bankers against the 
overdraft evil. The compiled state
ments of all the banks have shown 
overdrafts to a total of $53,000,000, 
and the regular average for the 
country is around $33,000,000. Fol
lowing the instructions of the Comp
troller the examiners will advise 
bankers that to permit overdrafts will 
not be accepted as evidence of sound 
and safe banking and that by indi
vidual action or by agreement the 
banks should put a stop to the prac
tice. In this city every bank has its 
overadraft, but the overdraft here is 
held in such close check that it can 
scarcely be counted as a menace. The 
total is less than 1 per cent, of the 
total banking capital of the city, and 
less than one-half of 1 per cent, of 
the total capital and accumulated 
earnings, from which it may be in
ferred that it is not particularly dan
gerous. Here are the figures, as

shown in the September 1 state-
ments:
Old National ......................$ 804.18
G. R. National City ...........  6,002.59
Fourth National ................  935.73
G. R. Savings ....................  4,907.73
Kent State .........................  3,896.01
Peoples ................................ 396.85
Commercial ......................... 5,633.65
City Trust and Savings .. 5,178.08
South Grand Rapids .........  213.24

Total .............................$27,968.14
Advice from the Comptroller as 

to the overdraft may be timely, but 
as it relates to this city it can hardly 
be considered necessary. The bank
ers here discourage the practice all 
they can, but circumstances often 
arise when it is exceedingly hard not 
to permit it. If a customer known 
to be good makes a mistake in his 
book-keeping and unwittingly draws 
for more than he has to bis credit, 
it is customary to pay the check 
when presented and promptly give 
notice of the overdraft rather than 
expose the drawer to the embarrass
ment of having the check rejected. 
Often it occurs, also, that a customer 
will telephone or call personally and 
ask that he may be permitted to 
overdraw as an accommodation for 
a day or two, and if it is known that 
he is good this permission is usually 
granted as an accommodation. When 
customers become careless too often 
or ask for the temporary accommo
dation in too large amounts or too 
frequently, the bank gently intimates 
that there is a limit. It is only 
those known or believed to be g^od 
that are accorded the overdraft privi
lege—not many chances are taken 
with those of questionable credit. 
The, overdraft is admittedly an evil, 
but nothing short of cast iron lav s 
will put a stop to it entirely, and 
such laws might in results be more 
harmful than beneficial.

Kelsey, Brewer & Co. have acquir
ed another gas property, that of 
Boise, Idaho, and will finance it as a 
$200,000 bonding proposition and. an 
equal amount of stock. Kelsey, 
Brewer & Co. have been highly suc
cessful in their gas ventures, their 
properties all being on a dividend 
paying basis, but gas promotions are 
not looked upon with as much favor 
in this city as they were a few days 
ago. The Edward M. Deane & Co. 
failure and the Heald-Stevens fiasco 
gave the “game” a severe black eye, 
and then there have been other en
terprises that have not panned out 
well, and there has been a growing 
disposition among conservative in
vestors to leave such offerings alone.

It may be unjust to permit a few 
failures to militate against the many 
successes, but it is more or less hu
man nature on the same theory that 
it is the unusual that attracts at
tention. Kelsey, Brewer & Co., as 
stated, have a fine record of suc
cesses, but their securities have a 
handicap, not in a lack of merit but 
in the fact that their properties are 
mostly small and the market for 
their securities is so narrow that 
when an investment is made it may 
be classed as permanent. To their 
credit, however, it may be stated 
that they make their securities so 
profitable that their investors are 
loath to part with them.

Another “holding company” for 
utility properties has been organiz
ed, known as the Western Utilities 
Company, capitalized at $500,000, 
paid in in full. The company has
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taken over the Ottuma, Iowa, Gas 
Co. as its first undertaking and will 
acquire other properties as opportu
nity offers. The Ottuma Co. has 
been reorganized with authorized 
bonds of $750,000, of which $250,000 
will be issued, also $250,000 preferred 
and common stock. The bonds have 
already been placed. The Western
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Utilities Company will hold all the 
common- stock and some of the pre
ferred stock will be offered to in
vestors. The new Western Utilities 
is of local interest in that Frank T. 
Hulswit is Vice-President and Rich
ard Schaddelee Treasurer, both of 
this city and both well known i.i 
public utility circles. Prominent 
Chicago bankers and business men are 
identified with the enterprise. The 
Western Utilities is entirely distinct 
from Unted Railways and Light, with 
which Mr. Hulswit is identified, but 
the two will work in harmony.

The State banks must invest cer
tain proportions of their investments 
in bonds, mortgages and similar se
curities, and ideas differ with the dif
ferent banks as to how much shall 
go into such securities and how much 
shall be available for commercial 
loans and discounts. The Grand 
Rapids Savings, according to its last 
statement, split even as between loans 
and discounts and bonds and mort
gages. The Kent State had 51 per 
cent, in loans and 49 in securities, 
the Peoples 28 per cent, in loans and 
71 in securities, the Commercial 58 
per cent, commercial and 42 mort
gages, the City Trust and Savings 67 
per cent, commercial and 33 securi
ties and the South Grand Rapids 
less than 20 per cent, commercial. 
The loans and discounts represent 
quicker action and more profits, but 
the banker who has his money in 
well selected mortgages and bonds 
has less to worry about in times of 
trouble.

How to make the most out of all 
special occasions is always an inter
esting problem for a business man to 
work out. The holiday season pre
sents one phase of this subject. Is 
it profitable to put in side lines of 
seasonable merchandise not carried 
continuously through the year? 
Some have found it a good thing to 
do—others say there is much risk 
with losses on unsold stock greater 
than the profits. Therefore, the 
question would seem to resolve itself 
into a matter of judgment in buy
ing and familiarity with the trade of 
the town. Novelties of many de
scriptions are offered and plenty of 
them are sold. The discriminating 
merchant may catch some extra dol
lars if he can size up his customers 
well enough to know what they 
would likely purchase, and then stock 
up not too heavily. Better miss a 
sale by not having enough than to 
throw away profits on the over-sup
ply. One thing about a well selected 
assortment of specialties to recom
mend them is their power to attract 
buyers who may buy other goods 
also.

A hen will spend a whole day get
ting up an egg that a hungry man 
can eat in a minute.

There are few things that make 
one feel so comfortable as money in 
the pocket.

Women are vain, but men are 
much more so and with far less rea
son.

Finnish Colony on Drummond Island 
a Success.

Sault Ste. Marie, Nov. 14—Miss 
Maggie Walz, of Hancock, Calumet 
and Drummond Island, promoter of 
the proposed national training school 
for immigrant girls at Marquette and 
founder of the prosperous Finnish 
colony on Drummond Island at the 
mouth of the St. Mary’s River, in 
Lake Huron, is a remarkable woman 
in more ways than one and has had 
an interesting career. Coming to the 
United States alone when still in her 
teens, poor in purse and unable to 
speak a word of English, she is promi
nent now in various state and nation
al women’s organizations, has accumu
lated considerable wealth and is a 
leader of her nationality in the Up
per Peninsula.

One distinction possessed by Miss 
Walz is unique. For service as maid 
of honor at nuptial ceremonies, she 
holds the Michigan record. During 
one period of five years, when she was 
employed as a clerk in Wm. Condon’s 
general store at Hancock, she acted 
in that capacity 148 times. In one 
week she was a bridesmaid on five dif- 
fernt occasions. Miss Walz sold the 
wedding dresses to practically all the 
brides attended by her when she was 
making her Hancock record. The 
former Condon business is now con
ducted by an incorporated concern, in 
which Miss Walz is financiallly inter
ested.

Miss Walz was the third Finnish 
girl to arrive in Hancock, two of 
her friends having preceded her from 
Europe about a year. During her first 
five years’ residence there she was em
ployed as a domestic in the home of 
a hardware merchant and also clerked 
in the store. She left that dual position 
some twenty-six years ago to enter 
the employ of Mr. Condon. Miss 
Walz was an unusually good sales
woman. She was also a newspaper 
writer. She furnished weekly letters 
to Finnish papers in this country and 
in Europe for many years and finally 
purchased an interest in a Finnish 
daily published at Calumet. She lost 
heavily in this enterprise.

Miss Walz has been very success
ful in dealing in real estate and farm
ing lands, but she had the hardest 
kind of a task to induce Finns to lo
cate on Drummond Island, where she 
established a colony seven years ago. 
During the first year the people were 
dissatisfied. There was a lack of 
homes and other conveniences. The 
children complained because there 
were no sweets or marbles and other 
playthings. Miss Walz tapped maple 
trees and made sugar from the sap. 
She satisfied the appeals of the chil
dren for gum with rosin from spruce 
trees, and she made marbles out of 
clay.

There are now five settlements, with 
a combined population of probably a 
thousand people, on Drummond Isl
and, and during the past few weeks 
fourteen of the early homesteaders 
have proved up their claims. Others 
will prove up in the near future. Kree- 
ton, meaning Maggie and named after 
Miss Walz, is the principal settlement. 
There are five stores and a hotel at

Kreeton, as well as the only school 
in the United States attended exclu
sively by Finnish children. There 
are five schools on the Island. Miss 
Walz is one of the original home
steaders, and in addition to the 160 
acres she procured from the govern
ment, she has purchased forty acres. 
She is the godmother of 150 children 
now living on the Island.

Scenically, Drummond Island is a 
beauty spot. Its people are contented 
now and it is declared that the popu
lation is bound to grow. There is a 
permanent sawmill, as well as a num
ber of portable plants of the same 
nature. All of the settlers are farm
ing. They are going in extensively 
for fruit-raising and already much 
fruit is produced including the finest 
of Concord grapes.

When fishing for compliments it is 
important that we use the proper 
sort of bait.

Keep your face to the front—that’s 
successward.

May your thanks-time last through 
the year, until the next one doth 
appear.

If our mistakes teach us nothing 
it were hardly worth while to make 
them.
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BUYING GOODS TO SELL.

Difference Between Best and Worst 
Buyer*

The buyer of any mercantile firm 
has it in his power to make or break 
a whole business. Successful buying 
has a greater importance, when ap
plied to retail merchandising, than 
even some buyers are aware. When 
the buyer sets out after goods for 
his firm he must consider many 
things besides the mere giving of the 
order. His first consideration must 
be to carry out the policy of the 
shop. If the business is done on 
high-grade merchandise it would be 
“snaps” or “jobs,” just because “any
thing cheap will sell.” On the other 
hand, if the business is to be do.ie 
along popular lines, a buyer is per
fectly safe, to a certain extent, in 
dabbling a little in higher-grade 
goods, because there is always a de
mand for lines of real staple value.

The good buyer has but one end in 
view in making every purchase—to 
buy goods to sell. That will be his 
first consideration. “Will it sell?” is 
his first question. It may appeal to 
his judgment in many ways and yet 
there will be something, let us call 
it the “buyer’s instinct,” that urges 
him to go slowly, to give the trans
action a second glance. Sometimes 
the buyer asks his salesmen’s advice 
and abides by their decision.

A few years ago there was an old 
merchant who had for nearly thirty 
years been in business selling shoes, 
lie was buying and among the lines 
offered by the traveling salesman was 

.a certain line that captured the old 
fellow's fancy. But he was a care
ful buyer and as this was a novelty 
he felt he should purchase some of 
the line. The salesman waxed en
thusiastic over the large sales he had 
made on that line in other towns and 
had almost persuaded the old mer
chant to purchase, when he decided 
to take the sample over to his shop 
and ask his son, a young fellow who 
would some day succeed to the busi
ness.

When asked his opinion of it he 
made his reply rather more emphatic 
than the old merchant thought was 
necessary, and notwithstanding it 
was entirely against the purchase of 
this line, he bought a small quantity.
In a whole season there was but one 
pair sold out o? the lot, the whole 
proving in the end almost a total 
loss.

This incident proves that while It 
is perfectly safe to follow one’s judg- 
oment in buying, one must be able to 
bring to the aid of that judgment a 
critical and impartial and unprejudic
ed mind. The merits of the article 
must be weighed in the scales of 
judgment with honest weights.

Here are some of the elements 
that go toward making up a desirable 
article to purchase:

1. It has a dependable value.
2. The style is correct and one 

that will appeal to enough people to 
make it safe to handle.

3. The price asked is a fair one, 
and—

4. It can be retailed with a fair 
margin of profit

5. The stock is hardly complete 
without this article.

6. There is no line in stock that 
very nearly duplicates it, or conflicts 
in any way with it.

7. There have been some calls for 
such an article, or—

8. The article appeals to the buy
er as a sure seller.

The buyer’s instinct as to what 
kind of articles will sell can most al
ways be relied upon, but sometimes 
the most practiced will make a mis
take.

A merchant in a border city visit
ed by many tourists had been offer
ed souvenir handkerchiefs. These 
were of silk with embroidered de
signs in colors in one corner. This 
merchant would not buy. He was 
afraid they would not sell, and as 
five dozen was the smallest quantity 
offered he “fell down.” The next 
year another salesman visited him. 
The merchant still refused to buy.

“But, my dear sir, you ought to 
have these. O—H—(a store two 
doors away) sold, last season, over 
fifty dozen of them. Surely you can 
sell some, at least five dozen.” This 
was the traveler’s argument, usuall> 
a lame one, but in this case it proved 
eflective. The merchant ordered five 
dozen. Before the season had pass
ed he had sold over fifty dozen and 
had ordered sixty dozen for the next 
year.

Here was a case where a buyer’s 
judgment was not up to the mark, al
though the merchant is a very suc
cessful one. His one failing is a too 
careful system of buying, a system 
that keeps his stock to such a low 
point that he often loses sales from 
being “out of” articles usually car
ried in stock.

When there is any doubt in the 
buyer’s mind he should by all means 
be careful; he should put himself in 
the customer’s place. Will the aver
age purchaser, or even one class of 
customers, buy the article? If they 
will, the buyer should “try out” its 
sale by making a small purchase. 
There will be some failures, for no 
one is infallible.

It is not always the technically ex
pert who can buy to the best advan
tage. It is necessary to know some
thing about the goods one buys, al
though when dealing with reputable 
houses the value or reliability of the 
merchandise is almost assured. The 
trouble, if any, will arise from the 
buyer’s poor judgment in selecting 
the lines that will sell readily to the 
class of trade the shop enjoys.

James H. Collins, a well-known 
writer of business literature, in an 
article that appeared some time ago 
in the Saturday Evening Post, de
scribes the different methods of two 
buyers that illustrates our point:

“One of the worst clothing buyers 
in the United States, it is said, is the 
man who selects stock for a large 
men’s clothing store in a manufac
turing city. He knows clothing from 
fleece to rag-bag. He has operated a 
sewing machine himself, been a 
‘sweater’ and also ‘sweated.’ His 
present employer took him from the 
cutting bench on an assumption that

his shrewd knowledge of how clothes 
were made would fit him to be a 
buyer.

“One of the best clothing buyers 
in the country is proprietor of a 
competing establishment in the same 
town. His ideas on the technical 
making of goods are probably hazy. 
To fool him in fabrics and work
manship would be easy enough, be
cause his whole training has been 
acquired in retail stores selling 
clothes.

“Now, when the first clothing buy
er selects stocks he is absorbed in 
goods, linings, seams and button
holes. He knows so much about de
tails of workmanship, and so little 
about selling, that he never pictures 
a suit on a customer. And so the 
establishment he purchases for, while 
holding its great trade among bar
gain hunters and men who buy a 
suit once in two or three years, is 
practically at a standstill in point of 
growth. He hasn’t added a thousand 
dollars in new patronage.

"The other buyer, on the contrary, 
makes purchases with nothing but 
his fascination of merchandise in 
mind. Buttonholes and seams he 
leaves to the manufacturers, because 
he deals with reputable houses. Ev
ery suit he fingers is ordered or re
jected on its selling qualities—as his 
eye takes in the whole effect of 
style and color he mentally sells that 
suit to his customers at home, or 
decides it isn’t his kind of stock. 
This clothier is building a fine trade 
among the discriminating people of

his town, and every season his pur
chases are larger.”

From these two instances it will 
be seen that the buyer can not make 
himself any less familiar with the 
technical knowledge of his business, 
as well as try to discover the tastes 
and demands of the locality. For 
with one he can select merchandise 
that will secure the permanent trade 
that extra good values always at
tach to any shop, and by the other 
secure the profitable trade of the 
transient and more discriminating 
element who will follow the newest 
fads and fancies from shop to shop 
The trade of one class is in a way 
just as profitable as the other one, 
and except in rare cases can they be 
profitably divorced.

There are still a number of buyers 
who can not see any good in any
thing that does not fit in with their 
own peculiar tastes. They buy “val
ue” every time, and more often val
ue that has been bereft of style. 
“That’s a good substantial article, 
that’ll give bully wear,” and they buy 
them. No doubt many people buy 
from the retailer who selects goods 
for the wear they can get out of 
them. But after buying the same 
thing over and over again for years 
there comes a desire for a change. 
Then look out for that customer. He 
will make the salesman wonder. He 
will want some thing radically differ
ent and if he can not find it at his 
home” store he will go across the 

street to the rival firm and spend 
his good money there. And he will
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store again.
So that the merchant who sticks 

to the one idea of “value,” meaning 
in fabric and workmanship only, will 
eventually fall by the wayside as his 
old friends get the bee in their bon
net to have a change.

The merchant who plunges for a 
season or two in his buying and has 
to take a “season off” to get rid of 
his left-overs and recover the ground 
he has lost will never recover the 
customers he loses through this 
method of buying. It is about the 
laziest method of all.

No good buyer will overload him
self. He must not. He will, how
ever, use every means at hand to 
try to buy enough. His knowledge 
will come mostly from past experi
ence. He knows how many, or ought 
to, of any line he has sold during 
a past season, and that gives him a 
line on the amount he may safely 
buy for another.

There is one thing certain, and that 
is that in at least 70 per cent, of the 
shops and stores in the United States 
the year s profits, at the end of every 
fiscal year, will be found on the 
shelves in the shape of merchandise 
instead of in the bank as cash on 
hand.

And it is also certain that no one 
makes a profit until the article sold 
has been disposed of, been paid for 
and likewise the expense of selling 
paid for. Then if there is anything 
left over the original cost, it may 
safely be called a profit. If a mer
chant has only paper profits, profits 
proven by figures but not by solid 
cash, his profit is problematical, after 
all.

Therefore it is safe to say: Buy in 
as small quantities as you can safely, 
without detriment to the stock, and 
as much from hand-to-mouth as pos
sible. By this we do not mean that 
no placing orders should be given. 
They must be in many cases, but 
they need not be so large as to tie 
a fellow’s hands when the next trav
eler comes along with undoubted 
tinderpriced goods.

If a buyer will place about 70 per 
cent, of his orders in advance he is 
in a position to hedge should local, 
conditions indicate an unfavorable 
season, or to buy any late styles or 
snaps that come along later. Credit 
is so easily obtained these days that 
the manufacturer often kills the re
tailer by his kindness in supplying 
him with more goods than he can 
pay for and consequently many oth
erwise sound business men are forc
ed out of business by obtaining cred
it too cheaply.

There is often a great deal of 
misleading advice given by business 
writers. Those who advise merchants 
to hold off their purchases until the 
season for ordering is very well ad
vanced, or practically past, do more 
harm than good. Among the shoe 
retailers there is a growing number 
of local organizations and one of the 
avowed planks in the platform of 
these organizations is to put off buy
ing. This is a mistake, for the proper 
time to buy is when the right goo Is

man conies around and has his sam- 
pies on view. The goods purchased 
early are manufactured during the 
regular manufacturing season and 
will prove to be better made and oft- 
times of far greater value than those 
produced later on during the rush 
season.

The manufacturer must have a 
sufficient time to produce his wares. 
Unless a dealer desires late deliver
ies he should place his orders early 
enough to assure early deliveries. At 
the same time, the retailer benefits; 
he buys most of his goods at a time 
when nearly every firm is offering its 
best values and greatest varieties. He 
has time to compare values and 
prices, time to figure out his proba
ble wants and to grasp the possibili
ties of every line that is offered him.

If a merchant goes to market each 
season he can not afford to buy 
less than 60 per cent, of his mer
chandise from the traveling salesman 
when he calls. This gives him am
ple chance to pick up lines he can 
use that are often temptingly shown 
to the buyer when he visits the larg
er centers.

Every merchant should go to mar
ket as often as he can. Even if he 
does not buy very many goods while 
away on his trip he is able to pick 
up ideas that are very valuable.

A country merchant last season 
went to New York City to buy 
goods. He spent thirty dollars on 
railroad fare alone, while his other 
expenses were perahps double that. 
He bought only three hundred dol
lars’ worth of merchandise, so that 
he practically lost money on every 
dollar’s worth from that purchase; 
but he made hundreds of dollars out 
of the new ideas he observed in use 
in the city stores. He learned a 
great deal about the class of mer
chandise he was handling that he 
would never have learned at home. 
He was better fitted to deal with the 
local situation -from having rubbed 
up against all classes in the city. This 
merchant was a great deal better off 
at the end of the season, although 
his city purchases must necessarily 
have been sold at a considerable loss.

The merchant should cultivate the 
friendship of the traveling salesman. 
He is in a position to deal out hun
dreds of dollars’ worth of the most 
valuable information—and does, too, 
to his friends. It pays to be friendly 
to every one, for that matter.

It was only the other day that a 
certain buyer went to a sample-room 
to place an order. He did not act 
as if he was conferring a favor on 
the salesman, but the reverse. His 
entire attitude was one of good fel
lowship and equality. It did not take 
him long to do his work, but when 
he went out he left an impression 
which brought forth this remark 
from the salesman: “There’s one of 
the whitest men in the trade.” It 
can readily be deduced that this buy
er would not have long to wait for 
delivery and that if there is at any 
time any inside information this 
salesman can disclose, this buyer will 
be the first to hear i t

enough and independent enough to 
buy the new styles as they come 
out. This can be made an excellent 
feature of the business. The shop 
showing new goods first each season 
usually gets a reputation and main
tains a prestige that it is a valuable 
asset and should bring a considerable 
price, in case of a sale of the busi
ness, as good will.

One of the greatest guides a mer
chant can have in all phases of busi
ness is his trade journal. Any read
er of the advertising pages alone of 
these journels should be able to buy 
the newest lines.

Many merchants will wait until the 
new things are brought to them. 
This is wrong. There is more buy
ing done by letter now than ever be
fore. There must be still more. The 
world is moving too fast now to 
await the traveler’s semi-annual visit. 
As the new lines are advertised in 
the trade journals they should be 
purchased by the retailer. If he 
does this he will keep his stock up 
to date and hold his reputation for 
being the foremost retailer in his 
locality.

A system of perpetual inventories 
of each and every line would give a 
buyer, after one or two seasons, an 
accurate account of what has been 
sold, the sizes sold, the quantities 
sold, the increase of each season over 
its predecessor and so on.

A system of “out of” and “called 
for” slips to be used by the sales
men on the floor and behind the 
counter will aid materially in supple
menting the testimony of the inven
tories and in revealing the mistakes 
of the buyer, for it is a mistake to 
underbuy just as it is a mistake to 
overbuy.

No buyer should start his purchas 
es without first figuring to some ex
tent how much he should buy and 
how this amount should be divided 
among the different departments. 
The haberdasher, for instance, who 
begins buying four or five and even 
six months ahead and keeps no rec
ord of his purchases, nor has laid any 
plans as to the amount he shall buy, 
is sure to overstock in one depart

ment and underbuy for another. This 
always means a double less.

As each purchase is made a fully 
itemized copy of the order should 
be secured. This should state sizes 
as well as color, shape and pattern. 
It is only a lazy man who buys any 
line that comes in sizes in a “regular” 
assortment. One man’s regular as
sortment does not mean the same 
as another’s. Sometimes the “regu
lar ’ assortment proves to be very 
irregular. Take plenty of time to fig
ure out your own assortments and 
see that you get them. If you do. 
your stock can be decreased fully 10 
per cent, over a stock that is assort
ed “regular.”

Most merchants can afford to buy 
less than they do and will eventually 
make more money. Read over again 
what has been said about paper prof
its.—A. E. Edgar in Haberdasher.

The other day a New York store
keeper was fined $500 for having 40,- 
000 cans of fermented condensed 
milk in stock. Another was fined 
$100 for having 12,000 dozen of bad 
eggs in his possession. Several have 
been fined smaller sums for similar 
offenses. This is all in the fight for 
pure food, and surely the people are 
entitled to have it, and to them it is 
a misfortune if they fail. Adulterat
ed food products, and especially 
those that are decayed or ferment
ed, are dangerous, the more so be
cause they probably fall into the 
hands of those too poor to buy bet
ter and those who are ignorant of 
the damage they must thus suffer. 
Purity and cheapness are not incom
patible. Plain food may be at once 
pure, cheap and wholesome. All the 
authorities can do in this direction 
is nothing more nor less than a pub
lic benefit.

The man who “has his nose to 
the grindstone” is not guilty of stick
ing it into other people’s business.

Nothing shocks a man so much as 
to find that his sons are just as bad 
as he was in his youth.

The man who is too busy to be po
lite, is also too deaf to hear Oppor
tunity’s gentle knock.
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“Paragon”
No. 58—18 Styles

“American Beauty”
No. 412—36 Styles

Send for Full Information on the Modern Methods of Merchandising

Men’s Suits Q  Millinery Q  Cut out and mail to
Furnishings □  Dry Goods □  Grand Rapids Show Case Co. 
Show Gases r i  Drugs I I Grand

---- 1 Places you under no obligations to buy
And.......................... .................................

Name............................................... Address.................................................
The Largest Manufacturers of Store Fixtures in the World
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The Cheesemaker of the Good Old 
Time.

W ritten for the Tradesman.
The cheesemaker of the past had 

much to contend with—much to try 
his patience and his religious stand
ing. Nevertheless he was a good 
fellow.

This information, it seems, got 
around just before or soon after he 
died. The funny part of it is, the 
statement has been circulated at full 
face value, like a questionable coin, 
except, no effort has as yet been 
made to trace it to the source, at 
least by the public in general.

But, for ourselves, we have inves
tigated some, in an unofficial way; 
we have quietly traced the hearsay 
to its source and back again in an 
effort to nail the lie, if it be one. We 
took up the trail again determined, if 
possible, to run the epitaph, as it 
were, to earth and we did—we came 
to the poor fellow’s unmarked grave 
and then we went back again sad
der, if not wiser, than before. Let 
us say, after carefully weighing our 
deductions, that the aforesaid state
ment seems to be based simply upon 
the assumption that all god cheese- 
makers are dead ones, and there you 
come to a full stop. They have nev
er come back to make a statement 
for themselves and they never will. 
Let the temperature be what it may 
where they are now, they know too 
well how hot it was here.

I see cheese is spoken of in the 
Bible. I mean to say, some one told 
me one day, with a scholarly air, that 
it was. Well, I began hunting for it 
—I mean for our Bible—I found it 
laid away very carefully, all fears 
to the contrary notwithstanding. 
Then I began hunting for the cheese. 
I thought if it was spoken of in the 
Bible, it must be good old cheese 
and I had never found any too old 
yet; so I hunted and hunted, but all 
I found anything like it was a musty 
smell. Then I determined some rainy 
afternoon I would read the Bible 
through, but somehow it has rained 
on forenoons and Sundays only ever 
since.

Now if cheese is sopken of in the 
Bible, perhaps the cheesemaker is 
spoken of, too. If so, another 
honor has fallen to the profession, 
good and proper, as we say nowadays. 
If anybody deserves to be spoken of 
anywhere and well spoken of, too, it 
is the cheesemaker, and I protest 
against this too common practice of 
waiting until he is dead and gone. 
Yes, I know, being one myself, that 
this statement strikes closely at 
home. Not that I am a dead one,

but, “honest Injun,” I have been 
more than half dead lots of times.

As I was about to say, if cheese 
is mentioned in the Bible it is prob
ably where some too over-zealous or 
over-loaded cheesemaker started the 
time-honored theory that “the moon 
is made of green cheese.” Our re
search must not be accepted as final 
on this point, but if substantiated by 
Other theological students it certain
ly goes without saying that the 
cheesemaker, even in that early day, 
was “the same old sixpence,” al
though he may have lacked the pol
ish and, perhaps, some of the pur
chasing power of the more modern 
product—ask the “credit man.”

I have often wished we could go 
back to the “good old days” as they 
are often referred to, and have the 
cheesemaker show us his cheese and 
get some “curd” to eat. But I don’t 
wish it any more—not for mine. 
Prof. Seeknofurther, of Cornell, a 
great man himself, having a great 
grandfather with a great memory, re
cently told me that the old gentle
man told him confidentially that 
when his great grandfather was only 
a little boy they used to take the 
curd directly from the calf’s stomach 
to make the cheese with; and it was 
“a regular circus,” wherein the 
cheesemaker played a two roll act, 
inasmuch as he was butcher as well 
as cheesemaker; since the calf had 
to be killed before the much desired 
curd became available. However, it 
seems some precautions were made, 
looking to cleanliness for a piece of 
cheese—bandage was always tied 
over the calf’s mouth after feeding 
and before the autopsy to keep stray 
hairs from permeating the curd by 
the calf carelessly licking himself. 
Naturally we are told that the 
cheese was “licking good.”

Now, I don’t believe in splitting 
hairs, and I say this hair-raising 
story, as hairy as it may seem, may 
be accepted as true to a hair; for 
even to this day it is known to 
cheesemakers that a good curd will 
“hair out” when put to the test—the 
“hot iron” test.

Truly hath it been said that his
tory repeats itself.

Yes, let the dead rest, poor fellow. 
We know the greatest boon to a 
cheesemaker, dead or alive, is rest. 
As stated at the top of our eulogy, 
our departed brethren must have had 
anything but rest while trying to so
journ here on earth and making 
cheese at the same time. Look at 
the problems he had to work out; 
not the least of these being how to 
live within his income, while with

the cheesemaker of to-day the prob- 
ilem is, how to spend his income. 
There is a difference, however, tri
fling, and the results are different.

Then there was the whey prob
lem. What was to be done with the 
surplus whey in the flush of the sea
son when the pigs and calves were 
small and their stomachs not as yet 
trained in the marvelous possibilities 
of expansion. For him to pull the 
plug and let the superfluous quantity 
run down the creek was the most 
suggestive and at once the most he
roic and heart rending process to one 
possessing his fine sense of economic 
phenomena and, no doubt, hurried 
his haste to an unmarked grave.

But, aside from how to keep body 
and soul together, the great impend
ing, stupendous, international ques
tion was doubtless how to make the 
whey “hold out” in the latter part 
of the season; when, seemingly, ev- 
ery pig’s and calf’s stomach for miles 
around (literally miles around) had 
to be filled from the whey tank. Ah, 
my brethren, “honor him,” I say, “to 
whom honor is due.”

To him we owe the discovery that 
whey and water mix under proper 
conditions and, furthermore, here, no 
doubt, originated the saying that “ne
cessity is the mother of invention.” 

Harry Webster.

A Long Sermon.
A stranger entered the church in 

the middle of the sermon and seated 
himself in the back pew. After a 
while he began to fidget. Leaning 
over to the white-haired man at his

side, evidently an old member of the 
congregation, he whispered:

“How long has he been preach
ing?”

“Thirty or forty years, I think, the 
old man answered. “I don’t know ex
actly.

“I’ll stay then,” decided the stran
ger. “He must be nearly done.”

POP CORN
We are in the market for old or new crop 

shelled or on the ear. If any to offer please 
write us.

Alfred J. Brown Seed Go. Grand Rapids
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MAIL ORDER BUYING.

Smaller Concerns Not To Be Over
looked.

Second Paper.
W ritten for the Tradesman.

In a previous article we pointed out 
some facts which should not be ig
nored in dealing with the mail order 
question. Briefly summarized, some 
of the reasons why people, especially 
farmers, patronize mail order hous
es are these:

The thorough and persistent ad
vertising of the large mail order 
houses as compared with the entire 
lack or the partial, perfunctory, in
efficient advertising of many local re
tailers; the lack of friendliness, even 
animosity, between town and coun
try people for which the former are 
much at fault; the division of mer
chandising into so many distinct 
lines, necessitating the transacting of 
business at many separate stores, 
consuming much time in trading in 
town, whereas the catalogue house 
offers almost every kind of article 
known or needed from which list cus
tomers may select at home at their 
leisure; late opening and early clos
ing of stores in contrast to the early- 
to-late service of the general stores 
to which farmers have been accus
tomed; the decline of the small vil
lages and the greater distance for 
many farmers to reach a trading cen
ter while they still have near-by 
freight and express offices and more 
frequent mail service; inequitable, 
fair treatment of cash customers at 
credit stores; similar result when the 
farmer trades at city groceries and 
helps pay the heavy expenses of the 
delivery service for others and gets 
no reward for self delivery of his 
own purchases; ordering goods by 
mail encouraged by advertisements 
in almost every paper which enters 
the home; prejudice against middle
men; the independence of the indi
vidual buyer—no dealer must tell him 
where he ought to trade except the 
one who can convince or make him 
believe that he is giving him goods 
at the lowest possible price; ignor
ance as to quality of goods; not post
ed as to what goods are kept for 
sale by local dealers except in a gen
eral way; elimination of the person
al equation in mail order buying with 
those who are influenced by personal 
dislikes—no look nor gesture repels, 
no insincerity of tone warns the buy
er against untruthful statements or 
extravagant claims; disloyalty of 
manufacturers who depend largely 
upon jobbers and retailers to dis
tribute wares and yet sell to cata
logue houses at prices which give 
the latter advantage over the home 
retailer; reluctance or refusal of 
some merchants to make adequate 
reduction in price to quantity buyers. 
And there are other reasons. After 
every revelation and discovery we 
can still ask, “Why?”

It is possible that too many mer
chants think only of the few large 
mail order houses as responsible for 
the injury to their trade and overlook 
the lesser concerns the aggregate of 
whose sales in their community may 
be considerable. Aside from man

ufacturers of important and useful 
articles who see fit to sell their wares 
direct to consumers there is a great 
host of advertisers of toys, games, 
jewelry, trinkets and trash who se
cure mail orders from boys and girls, 
school children and older people. 
Only the records of postoffices, 
banks, express and freight offices 
could reveal the amount of money 
sent away by people not dealers for 
goods in a single year. Such records 
would not include stamps and cur
rency enclosed in letters. If a com
plete report of such moneys could be 
obtained for a given community for 
one year it would be of great use in 
helping merchants to determine the 
actual and the unnecessary loss of 
trade to themselves.

Whether or not these lesser mail 
orders for widely diverse kinds of 
goods to innumerable points c~uld 
by reasonable exertion be decreased 
in favor of local merchants, some of 
this trade ought to be repressed by 
legal means. The source of supply 
is the proper point of attack, and this 
could be reached only by prohibiting 
the advertising. Here is where pub
lishers come in for their share of 
blame in helping to sell such inju
rious, useless and dangerous articles.

No merchant anywhere need look 
upon the inroads of mail order buy
ing as an inevitable or unremediable 
condition. There are many advan
tages in favor of the home merchant 
which are not always used or not 
rightly used. No one can succeed in 
business who simply takes what trade 
comes his way, or who makes no ef
fort to overcome unsatisfactory con
ditions. None of these outsiders 
get trade without determined effort. 
They can not continue in business 
without constant and persistent “go
ing after trade.” They advertise, ad
vertise and advertise. They must se
cure new patronage continually, for. 
whether valuable or worthless their 
goods, many can not sell a second 
time to the same individual.

Many a merchant would secure 
benefit financially, physically, mental
ly and perhaps morally by an occa
sional trip around among the farm
ers who should naturally be his pa
trons. Visit with them as a neigh
bor, talk about their crops and stocks, 
learn their needs and their prefer
ences as to goods, places and meth
ods of buying. After such a trip 
the merchant will not feel so much 
disposed to grumble about his cus
tomers dealing with mail order hous
es. He may thus be enabled to see 
some questions from more than one 
side and endeavor to improve con
ditions for the mutual benefit of both 
buyer and seller.

The mail order question in its en
tirety may seem like an insurmounta
ble difficulty, but it has its weak 
points which even the small merchant 
may take advantage of and win some 
degree of victory. It may seem like 
a hopelessly tangled web, the result 
of present day pushing and scram
bling, yet he who searches patiently 
for a loose end may find it, and by 
careful and persistent following up 
his opportunities accomplish much 
for himself.

It may not be the large intruder who 
does most mischief, but a swarm of 
little ones. In learning who these 
little ones are and how they operate 
we may better learn how to oppose 
the larger. E. E. Whitney.

Conditions are materially changed 
from what they used to be, a fact of 
which the courts, of course, must take 
judicial notice. A case of interest 
everywhere came up in Massachusetts 
some time ago, where land had been 
sold under the familiar restriction that 
“no stable, private or otherwise, is 
ever to be erected or maintained 
thereon, etc.” An owner under such 
a restriction built, or started to build 
a garage and those who attempted to 
prevent it declared that a garage is 
a stable for motor cars. The action 
went to the Supreme Court, which has 
rendered a decision holding that a 
stable in such a restriction involves 
the presence of domestic animals, like 
horses or cattle, etc., and that a build
ing put up as accommodation for 
automobiles is different, and that a 
lot owner, under a stable restriction 
in the deed, can build a garage. That 
is a pretty important decision, for 
what the Massachusetts courts say on 
such a subject would be influential in 
the courts of other states.

A new law governing bakeries 
went into effect in New York, Oct. 1, 
and is drastic in its requirements. The 
commissioner of labor has authority 
to seal the oven of any bakery that 
is not kept clean, to put a label con
taining the word “Unclean” on all 
utensils and material in the place and 
to keep the oven sealed and the ma
terial and utensils so labeled until the 
whole place is put in a sanitary con
dition. The commissioner is the 
judge of cleanliness, may order win
dows cut to secure proper ventilation 
and other contrivances furnished to 
make the air pure. Any person sleep
ing in a bakery is guilty of a mis
demeanor. The old law made the pro

prietor of the shop guilty for allowing 
this, but he new law makes the one 
who sleeps in the bakery also guilty. 
Flour must be kept in clean, airy 
rooms, free from vermin, and rubbish 
must be deposited in airtight recept
acles, which must be emptied daily. 
The law is a good one and thorough 
enforcement is very desirable.

Trade Mark Registered

This
Butter
Chosen by Millions

BLUE VALLEY BU T T E R
“Churned fresh every day”

The predominating difference between 
Blue Valley and ordinary butter lies in 
its flavor. This is most delicate and 
appetizing, and produced by our own 
special curing process. It cannot be 
duplicated. Furthermore Blue Valley is 
marked by a uniformity of quality that 
insures your trade getting the same 
quality the year around.

Write for complete information today 

It costs nothing to be “Shown”

ACT—ACT AT ONCE!!

Blue Valley Creamery Co.
Grand Rapids, Mich.

Largest exclusive manufacturers of pure 
Creamery butter in the World

Established 1876

We Want
Moseley Bros.

S trictly  Fresh E ggs 
W hite Beans 
Red K idney Beans 
C lover Seed

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

Both Phones 1217 Grand Rapids, Mich.

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

POTATO BAGS
N ew  and Second Hand

Stock carried in Grand Rapids Can ship same day order is received

ROY BAKER
Wm. Alden Smith Bldg. Grand Rapid(| Mich
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PRACTICAL STOREKEEPING.

Matters of Vital Concern To the 
Merchant.

Paper Two—The Location. 
W ritten for the Tradesman.

Location is an important item in 
the retail business. The theory that 
“the right man can make a store 
pay in any location” sounds plausi
ble, but the writer knows of a big 
concern operating a chain of stores 
throughout the country and backed 
by millions, that failed to make one 
of their stores go in a certain loca
tion after a most thorough try-out. 
Insofar as executive brains, adequate 
stock, excellent store methods, skill
ful window trimming and persistent 
advertising are factors in helping to 
overcome the handicap of a bad lo
cation, all these factors were not 
wanting in the case I have in mind.; 
and yet this concern failed inglori- 
ously. They had leased the property 
for twelve months with the privilege 
of extending the lease at the end of 
the period; but at the expiration of 
nine months they were perfectly will
ing to pay in full for the twelve 
months covered by their lease, and 
quit that location. Moving down the 
street some four or five squares, they 
found a location in which they are 
making good.

A retailer who has his eyes open 
should be able to discover in a 
very short time whether his store will 
or will not pay in a particular lo
cality. The sure test is a try-out. Of 
course it does not follow that, be
cause one dealer has failed in a given 
location, another must necessarily 
fail who attempts to conduct a busi
ness in that stand. The second man 
may have superior ability, tact and 
enterprise. He may have better judg
ment in preparing beforehand to ful
fill the requirements of the trade in 
that particular locality. What one re
tailer has failed to do because of a 
too limited capital or a too limited 
experience, another man better equip
ped with these things may be able 
to accomplish. Yet there are certain 
localities in which a given business 
must necessarily go slow; and there 
are certain stands that seem to be 
almost hoodooed. Of course they are 
not; for we have outgrown childish 
superstititions; and yet there are sub
stantial reasons why such places are 
not good locations.

The location of one’s store will de
pend upon a number of things. First, 
upon the nature of the business. If 
one is going into the dry goods busi
ness; a good plan is to get into the 
vicinity of the big department stores 
—right up alongside of one, if pos
sible; or in the neighborhood of other 
large dry goods stores. Of course 
this does not apply if one is opening 
a little dry goods establishment in 
the suburbs. The neighborhood store 
is another proposition. Any store . 
that carries a line or lines appealing 
to women should be located on a 
street frequented by women. A gro
cery store will do well in the vicini
ty of a market or meat shop. A fruit 
store will also do well in such a lo
cality. I know a man who opened a 
fruit and vegetable stand just two

doors removed from a big successful 
market, and during the year has built 
up a phenomenal business. He car
ries a full line of fruits and plenty of 
fresh vegetables in season and, al
though he has just a little frame 
store, and, so far as I know, does ab
solutely no advertising, he is doing 
a marvelous business for the amount 
of his investment. The best thing 
about that shop is its location.

I know a retail shoe dealer who lo
cated his shoe store two doors from 
a big, well established slide concern 
—thereby showing rare good judg
ment. He is reaping the rewards of 
his sagacity. When his competitors 
advertise a big sale, this dealer puts 
in some attractive window cards an
nouncing special bargains, and comes 
in for a share of the benefits in the

costly newspaper advertising. One of 
the curious things about this instance 
is that one of the partners in the shoe 
business I mean the big shoe firm— 
anticipated this possibility, and urged 
the other partners to join with him in 
leasing this nearby stand just to keep 
a competitive shoe dealer out. But 
the other men in the firm could not 
see it that way so they let the oppor
tunity pass. Seeing so much good 
shoe trade coming in that way, this 
young dealer conceived the idea that 
it would be a bully good place tc 
have a shoe store so he moved in. In 
his old stand half a mile across the 
city he had never been able to do any 
business worth speaking of; but just 
as soon as he got established in his 
new location, things took a turn for

the better; and now he is doing a 
big business. He has enlarged his 
store, increased his stock, taken to 
advertising on his own account and 
is doing a fine business. Another ex
ample of getting wisely located.

On a populous corner in a resi
dence section of a certain city—pop
ulous because so many people chang
ed cars there—a druggist bought <a 
two story brick residence that came 
well out to the walk, turned the low
er part of it into a drug store by re
modeling it—and is now reaping the 
rewards of a bright idea. In the sum
mertime his store is filled with peo
ple pretty much during the day—es- 
pecialy in the afternoons and eve
nings and well on to 11 o’clock at 
night. His business in cigars and to
bacco is also very large. In addi

tion to all this he gets the neighbor
hood drug business. It is pretty much 
all in the location. In a less favored 
locality I fancy this dealer would not 
cut much of a figure. In casting 
about for a location he had sufficient 
imagination to see unrealized oppor
tunities in this locality.

Somebody has said that the abili
ty to pick one’s neighbors is in a 
sense one of the most important 
points in retail storekeeping. And 
this is true as I have shown by the 
case of the fruit dealer and the shoe 
merchant. It is poor economy to get 
off of the prominent streets just to 
save something in the way of rents 
and operating expenses. Rents and 
operating expenses cut no ice provid
ed the increased volume of business

one gains by such a location is suf
ficient to offset the additional cost.

I know of one dealer—a furniture 
dealer, by the way—who is located 
far out of the downtown furniture re
tailing district. He has, however, a 
lot of ingenuity, and for several 
years he has been capitalizing this 
bad location in rather an ingenious 
way. He advertises that he is out 
of the downtown location where 
rents are high and the cost of operat
ing the stores correspondingly high; 
he is out in the low-rent district; 
and thus able to sell furniture ever 
so much cheaper than his downtown 
competitors. He plays up this idea 
in season and out, urging the people 
who need furniture to take a car and 
ride out and see for themselves how 
much money he can save them. And 
he is getting a big trade. It is bully 
good advertising. Although he is un
questionably operating under a hand
icap insofar as location is concerned, 
he is turning that very circumstance 
to an advantage. But he is an ex
ceptional man. And his advertising 
is of a persistent and persuasive qual
ity. If he were to change his loca
tion to a better one and then put in
to his proposition the same fire and 
ginger, l dare say he would get more 
business than he now secures. I only 
cite this case to show how even a 
bad location is not necessarily fatal.

Sometimes the difference of a 
square or two makes a big difference 
in the amount of business that comes 
to one.

Generally speaking, the larger the 
number of people passing a given 
point during the course of the day, 
the better the location. I am told 
this is the way a certain large con
cern locates its stores; it has men 
stationed at certain points for days 
and days, getting an accurate record 
of the number of people passing that 
point in the course of the time. Yet 
this is not the only point to be con
sidered; for it may be these people— 
or many of them, at least—are a busy 
workaday people on their way to and 
from the factory or the shop. I have 
in mind such a location. It is at the 
end of a bridge connecting a subur
ban town of forty thousand with the 
larger municipality; and, judging 
from the continuous throngs of peo
ple that pass this point from six un
til half past eight or nine in the 
morning, and from about half past 
four until half past six in the after
noon, one-might suppose that it is an 
excellent stand. But, as I happen to 
know, it is not—for these people are 
not in a buying mood. In the morn
ing they are thinking of their work 
and hurrying to it just as fast as they 
can; and in the evening they are 
worn out by the day’s labor, and not 
in a buying mood. All they want to 
do is to get home just as quickly as 
possible.

Assuredly one of the most impor
tant problems that faces the practi
cal shopkeeper is this of getting wise
ly located. Chas. L. Garrison.

Coolness in Extremity.
Do you think he would be cool in 

time of danger?”
“I think his feet would.”

The Road to Town
WhqJ are you doing to

bring the fanner and his
trade to YOUR TOWN?

Have you done your part
toward making his visits
profitable to him as well as
to yourself?

Do you realize that good
roads are business builders
and that they are fully as
important to you as they
are to the farmer ?

These are pertinent ques-
tions. They involve profit
or loss. THEY OUGHT TO
HAVE YOUR CONSIDER-
ATION NOW.

*
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Dignified Politeness Not Only Proper 
But Good Policy.

In times of political excitement 
when candidates for office are on their 
good behavior, and the seeker after 
votes, with well-rounded figure, goeth 
abroad through the land, making 
friends with those whom he would 
win to a place beneath his banner, 
we are wont to smile inwardly and 
accept with a few grains of salt his 
protestations of friendship. The ex
tended right hand of gladness is re
garded as insincere, and the general 
opinion, largely correct, is that his 
affability is only for immediate ef
fect. No one is deceived, but many 
are well pleased to get even this 
momentary acknowledgment of their 
importance to the success of the can
didate. It is human nature to like 
to be sought after, and made much 
of. No one knows this better than 
the office seeker, and although he 
neglects his constituents shamefully 
after election, he comes back with 
smiling confidence and repeats the 
dose when the time comes round for 
his re-election. A politician who 
would have the persistence to keep 
his affability up to concert pitch all 
the time would be well nigh invinci
ble whenever he might come before 
the people for their suffrages.

What is of service in winning sup
port in politics may well be applied 
to business. The merchant is con
stantly before the public, and his 
success depends upon the manner in 
which he is regarded by those to 
whose wants he caters. The old 
gruff-and-grum type has no place in 
trade. Customers may come to him 
for what they can get nowhere else, 
but they do not want to patronize 
him, as he will quickly find when a 
competitor appears on the scene with 
a iarger stock of politeness.

Familiarity and so-called “jolly
ing,” of an insincere kind, are not 
the things. Both disgust persons of 
sensitiveness and refinement. A dig
nified politeness is what carries the 
day. And it must be shown con
stantly and to all classes of people. 
It will not do to have one set of 
manners for the rich and another for 
the poor; or one set for the man 
and another'for the woman; or one 
for the grown person and one for the 
child. Whoever comes to buy has a 
right to expect the best goods in the 
store of the kind for which they are 
willing to pay, and the best atten
tion that can be given them whether 
the purchase be large or small.

It has been carefully figured out 
that the average American income is 
about eleven dollars per week. Out 
of this the family must be support
ed. The result is bound to be pinch
ing economy on the part of many, 
for if the average be only eleven dol
lars, very many must be much less. 
For this reason the great majority 
of purchases in retail stores are for 
amounts under one dollar. But that 
dollar or less is a great amount to 
the purchaser, and it is given to the 
merchant, for value received, it is 
true, but, nevertheless, in preference 
to some other storekeeper. He 
should appreciate it.

Naturally the purchaser of house-
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hold goods is the woman. She plans 
for the outlay and she does the buy
ing. It is therefore to be expected 
that a large factor in running the 
store will be consideration of this ar
rangement. A man should always be 
a gentleman, but he should be dou
bly careful of his actions when in 
the presence of ladies. It is the part, 
then, of the merchant to treat all 
women customers with proper defer
ence, whatever may be their station 
in life, and whether or not they may 
be agreeable. It is also the part of 
the true gentleman to allow noth- 
ing to go on in his place of business 
which may be offensive to the female 
eyes or ears. This means that rude, 
staring loafers are to be excluded, 
and only the best of manners to be 
allowed on the part of the sales
people. We show respect to the 
President of the United States be
cause of his office, whether we like 
the man or not. In the same manner 
we are to be respectful to women be
cause they are women, and so are 
our mothers, sisters, wives and 
daughters.

Where many storekeepers err, 
however, is in their treatment of 
children. They are accorded too oft
en but scant attention, and are put 
off with hasty words and careless 
actions. This is not only wrong but 
it is the poorest of policy. They 
are quick to notice, and they are sen
sitive to affront. They do not hesi
tate to tell at home of the over
bearing word or act which is their 
portion, and the parents are quick 
to resent these things in mind even 
if they do not mention them. They 
are like chickens which come home 
to roost, and if he but knew it, many 
a merchant could trace lost trade to 
just this cause.

Let the storekeeper ask himself 
how he would feel if he sent his 
child to another retailer, with good 
hard money to pay for what she 
was about to purchase, and she re
ceived brusque treatment and harsh 
words. Would he have the spirit of 
love and tenderness for the man who 
committed the offense? Just because 
they are children and are innocent 
and incapable of defending them
selves is the reasdn why they should 
be accorded the very kindest of con 
sideration.

Business is a game in which all 
points have to be carefully watched. 
No man on earth is entirely inde
pendent of every other man. We are 
too closely knit together in this 
world to go bounding along without 
heeding the rights of others. The 
merchant of a small town is a big 
man in that community. He is look
ed up to, and is considered when any 
important movement is on foot. He 
can maintain this position for his 
own benefit if he chooses to do so, 
but he can not make good if he is 
churlish and cranky. It is admitted 
that he has a great many calls made 
upon him for favors of one kind or 
another, and he often thinks he has 
to support every church, charity and 
society the town contains. Even so, 
he must not forget that the town sup
ports him. It is a penalty that every 
man of prominence pays that he wili

be run after, oftentimes very un
reasonably. What he can not do he 
can politely refuse, and what he does 
do he should immediately forget. If 
he nurses a grudge against those who 
have gotten him to do something he 
would rather not have done he will 
bear malice against that person, and 
it will crop out some time to his 
undoing. If Peter Jones induces 
him to give a dollar towards the buy
ing of a new carpet for the parson
age, he need not be sore if he finds 
the members of that church do not 
all hurry to patronize him. He has 
done no more than many others who 
expect no return. Just the same 
there is generally some friendship 
created by each act of this kind, and 
it will bear fruit. The whole trou 
ble lies in expecting the returns from 
the investment are going to be out 
of all proportion to the amount in
vested.

Nobody can compel him to give to 
anything. It is his own doing, and 
if he does not feel that he wants to 
do it for the sake of the doing, or 
if he believes there is no business 
reason that is sufficient, then, by all 
means, let him turn the request down 
in a gentlemanly way, but let him 
not, whatever he does, remember it 
ever after as a regrettable incident,

and one in which he has been impos
ed upon.

And, above all, let him be courte
ous to the women and children who 
patronize his store.

The Baby’s Future.
The Smith’s first baby had come. 

He had been in the world ten months. 
They had christened him John and 
they called him “Johnnie” for long. 
There never was such a baby.

“How wonderful!” murmured Mr. 
Smith in hushed tones.

“He is a genius!” cried Mrs. Smith. 
“I feel it!”

“He will become an inventor,” said 
Mr. Smith, “for his originality is un
paralleled!”

“Or an actor,” sighed Mrs. Smith. 
“He is so beautiful!”

“Or a musician,” hazarded Mr. 
Smith, “for his voice reminds me 
strangely of the music of Strauss.” 

“Or a soldier,” said Mrs. Smith. 
“He is so active!”

“Or a great politician,” exclaimed 
Mr. Smith.

“Why a politician?” queried hi' 
good wife.

“Because, my dear,” answered Mr 
Smith reverently, “he crawls out of 
everything so easily.”

Continuous
Service

N A T IO N A L
BISCUIT

COMPANY

The popularity of the products of 
the National Biscuit Company 
and their great sales are due to 
continuous quality and continuous 
service— National Biscuit Com
pany products are always depend
able. They are always up to 
sample. Every package is like 
every other package.
And this quality-reliability is 
vastly to the profit of the dealer. 
It means continuous demand and 
a continuous service to supply 
that demand.

The extensive distributing service 
of the National Biscuit Company 
extends from coast to coast It 
means a constant supply of all the 
products of the National Biscuit 
Company toeverypartof America. 
Is your store a part of this con
tinuous service? Do you enjoy 
your share of the goodwill ac
corded to N a t i o n a l  B i s c u i t  
products?

m
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Price Ticket and Proper Display Best 
Salesmanship.

W ritten for the Tradesman.
Mr. Harkner is a successful dry 

goods merchant, the owner of a 
large and flourishing establishment. 
He has recently started his nephew in 
business in the same line in a West
ern city. Before the young man 
went away his uncle ventured to give 
him a little advice:

“Jim, there’s just one thing I’m 
afraid of. I fear that you will use 
too much salesmanship. You’re an 
A No. 1 salesman yourself. You’re a 
crackerjack and you haven’t any use 
for the kind of a clerk who just 
stands around and hands out the 
goods when they are called for.

“You have been the head of my 
cloak department for the last two 
years; before that you managed my 
carpet department. You have made 
a marked success in both positions, 
and both these places require sales
manship of a high order. You not 
only have yourself the tact, persua
siveness and quiet force that make 
for the disposal of goods, but you 
can impart these desirable qualities 
to others; you can train those who 
are under you to be good salesmen.

“You will naturally lay so much 
stress on this point that I am a bit 
fearful that you may neglect to take 
proper advantage of the fact that a 
great many goods will sell them
selves better than any salesman can 
sell them.

“I have just been reading in the 
Tradesman a little story which illus
trates the point I am trying to make. 
In a certain store there had come 
to be an accumulation of odds and 
ends of silks of various kinds and 
prices, some mere remnants, but 
mainly lengths of from four to fif
teen yards in a piece. Some were 
getting a little out of style and al
together it was considered desirable 
to move the whole lot out as soon as 
possible. It was decided to offer 
the choice of the entire collection at 
a certain price per yard—a fairly low 
price, by the way—but still one 
which allowed a small margin of 
profit on the goods taken as a whole.

“As to just the best method of 
placing the goods on sale, the pro
prietor and the head of the depart
ment differed. The proprietor said, 
‘We’ll stack them on a counter and 
place a good saleswoman in charge.’ 
The head of the department express
ed the opinion that it would be bet
ter to place the silks on a table 
where they could be readily examin
ed by all who passed, have a large 
price ticket conspicuously displayed

and no saleswoman in immediate at
tendance.

“As an amicable adjustment re
garding an honest difference of opin
ion, it was decided to try both plans, 
part of the stock being placed on the 
counter with the saleslady and part 
on the table with only -the price 
ticket.

“The silks on the table were all 
gone by the end of the second day. 
How long it would have taken the 
saleslady to work off those that had 
been put in her charge was never 
known, for the goods had to be tak
en to supply the table.

“Jim, the price ticket and the prop
er displaying of goods are the best 
salespeople you ever can put in your 
store, and they work for the least 
money.

“The old idea of keeping store was 
to have all the goods primly stacked 
on the shelves; then show them when 
asked to do so by some person want
ing to purchase. The new idea of 
merchandising is to utilize all availa
ble space for effective display, price 
ticket everything in plain and even 
conspicuous figures, and let the goods 
sell themselves.

“A merchant must make a con
stant study of human nature and ca
ter to its whims and peculiarities. 
Many people do not like to ask the 
price of anything. If they see the 
price in plain figures, then they can 
decide in the silent recesses of their 
own souls, undisturbed by any hu
man influence, whether {they want 
that particular article for that money.

“The woman of limited means is 
diffident about asking as to prices, be
cause she feels that if she does not 
buy a thing that she had manifest
ed enough interest in to make an en
quiry about, the haughty salesperson 
will think she can not afford it. The 
wealthy woman likes the price card 
as much as her poorer sister, for oft
en she of the full pocketbook en
joys picking up a bargain as well as 
anybody. When she enquires for 
goods, she knows that only the high- 
priced things are shown her.

“Then so much has been said and 
written about women who just shop 
and take up the time of salespeople 
without buying anything that many 
ladies are very reluctant to ask to see 
goods unless they are quite sure they 
will find what they want. When such 
a one happens upon something that 
pleases her, she buys it without fur
ther delay.

“Another thing. It’s human nature 
to want to get your hands on what 
you are buying. I can’t just explain 
why, but it’s true. Some one put? it

in this way: ‘Women are just pos
sessed to paw goods over.’

“So far as possible, this tendency 
should be gratified. Of course, deli
cate fabrics can not be exposed to 
dust and dirt and rough usage, but 
ordinary quick-moving goods suffer 
little harm by being thrown right out 
for inspection and handling.

“There are occasions when sales
manship is required. For instance, 
Mrs. Struckitrich comes in with her 
daughter to buy the wedding trous
seau for the latter. Now bring on 
your salesmanship. They do not want 
to wander around and see what kind 
of dress goods you are offering at 
69 cents a yard, nor do they care to 
look at those gloves in off shades at 
97 cents the pair. Let some one who 
knows how show them the goods— 
the best you’ve got and all you’ve 
got, if necessary—and at the same 
time give them the all but obsequious 
attention which their souls covet. Let 
their case be handled correctly, and 
the Struckitrich check for a good-

The Man Who Knows 
Wears “Miller-Made” Clothes

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

Miller, Watt & Company 
Pine Clothes (or Men Chicago

We are manufacturers of

Trimmed and 
Untrimmed Hats

For Ladies, Misses and Children

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

Grand Rapids, Mich.

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 
merits of
Graduate Clothes (Sizes 31-40 - $12-$20) 
Viking Clothes (Sizes 31-40 - $7-111.50) 
Wooly Boy Clothes (Sizes 6-17 - $3.75-110) 
and other moderate priced lines made by

LÀ3SY ViOTHINC

Table Linens
We carry a good assortment in 

Bleached and Silver Bleached 20c. 
27%c. 37}4c. 47/4 c. 75c and up.

Red figured and checked Cotton 
Damask 20c. 30c and 35c.

Table Cloths mercerized and linen 
75c and up.

Napkins from 45c to $3.50 per 
dozen.

If your stock needs replenishing 
for Thanksgiving trade it will pay 
you to see our line.

PAUL STEK ETEE & SONS 
Wholesale Dry Goods Grand Rapids, Mich.

A Quick Seller and Good Profit Makes an 
Item Attractive to a Merchant

Our line of Hand Bags consists 
of attractive items. We have 
them in Mesh, Velvet, Leather 
and Tapestry. Prices are $2.25, 
$3.50.14.50. $8.00, $11.00, $12.00, 
$16.50. $21.00, $22.50, $24.00, 
$32.00 and $39.00 per dozen.

WILL BE PLEASED TO 
SHOW SAMPLES

Grand Rapids Dry Goods Co.
Exclusively Wholesale Grand Rapids, Mich.
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sized amount is just the same as 
yours, provided your stock is right.

“But with little Mrs. Slimpurse the 
case is entirely different. Better than 
having the attention of all the clerks 
in the store, she likes to go by her
self back there to those remnants of 
wool goods and figure on whether 
she can get a dress for her little 
Irma out of that two and a quarter 
yards of fine crimson poplin 45 inches 
wide which is being offered for $1.87.

“Now, Mrs. Slimpurse is not Mrs. 
Struckitrich, but o fthe two custom
ers her patronage is far steadier and 
more dependable. At any time she 
likes the affluent woman may go to 
some large city and buy all she will 
want for a season. Mrs. Slimpurse 
can not do this. Besides, the Struck- 
itriches are few in number, while the 
Slimpurses, counting all the relatives, 
form an almost innumerable connec
tion; so it pays to have things so ar
ranged that they will all like to come 
to your store, particularly the wom
en folks.

“By the way, it is, generally speak
ing, women and not men who prefer 
to make their selections without a 
salesman in attendance. That feeling 
of wanting to get off by herself and 
plan her purchases and see just how 
far she can make her money go— 
that trait is of the eternal womanly. 
A man would rather have some one 
flying around to show him things.

“So if it were automobiles or gas
oline engines that 1 wanted to sell, I 
certainly should put salesmen at it 
and not rely on price cards. But with 
a lot of this junk that women do the 
buying of, price tickets and bargain 
counters are better than persuasive 
eloquence.

“Salesmanship is all right. There 
is absolutely nothing that will take 
the place of it on some occasions and

for the disposal of some wares. The 
point is just this: Don’t depend on it 
entirely, and don't use it when and 
where you don’t need it and are bet
ter off without it. For there are oc
casions and wares regarding which it 
may be said that salesmanship is 
‘more honored in the breach than in 
the observance.’ ” Quillo.

The Microbe of Discontent.
Discontent is a microbe that does 

great injury to some people, and is 
excellently beneficial to others. Its 
action depends upon the condition of 
one’s mental attitude. If it sours the 
disposition, breeds jealousy, unbal
ances sound judgment, ferments the 
mind into a mad passion for quick 
riches; or if it urges you to under
take things overnight that need years 
of mature efforts to accomplish, then 
discontent is doing you great in
jury and should be banished from the 
system.

But if discontent kindles a healthy 
ambitnon, if it inspires you to do 
good work to-day so that better 
things can be accomplished to-mor
row; or if it gives a clearer vision of 
the great future to be atained, coup
led with a willingness to do the nec
essary climbing, then discontent is 
exceedingly beneficial to you and 
should be nourished and encour
aged- Harold A. Holmes.

No Crown For Him 
Sunday School Teacher—If you are 

a good boy, Willie, you will go to 
heaven and have a gold crown on 
your head.

Willie—Not for mine, then. I had 
one of them things put on a tooth 
once.

The man who buys a woman’s fav
ors is inevitably stung, no mattei 
what price he pays.

The Road To Success.
There is no easy road to success. 

The man who spends much time 
looking for one, will find that it takes 
far less time to find a man who is a 
failure. He can see him in the look- 
ing'glass every time he shaves him
self. Men who are always on the 
lookout for a direct route and an ex
press train to Successville, make easy 
running for the get-rich-quick artists. 
It is the latter usually who get the 
rides in the parlor cars. It may be 
wearisome and it may wear out shoe 
leather and patience to count the 
ties, but the man who walks the way 
to success will know the road and 
he will have had time to enjoy the 
scenery enroute.

Of course, some concessions and 
allowances must be made for the pe
culiar individual ideas a man may en
tertain as to what constitutes suc
cess. These differ materially. Some 
men measure success in terms of 
money, and are not overly scrupulous 
as to the means they employ in get
ting the money. Other men, while 
not neglecting the money value of 
success, add a measure of service to 
their conception of it, and consider 
themselves as successful men if they 
have been of use to their communi
ty, even although that use has been 
of financial advantage to themselves 
meanwhile. Neither does it much 
matter which one of these aims is 
considered the primary and which 
the incidental.

There are still other men who put 
duty to the world and to themselves 
above every other consideration. To 
have satisfied their own conception 
of what they believe they owe so
ciety constitutes for them the high
est attainable reward; success in their 
code is the self-consciousness of a 
duty well and faithfully performed.

S3

This view of success is far too lofty 
and austere for the most of us to 
appreciate or to emulate, and its as
pect is the more forbidding because 
its attainment is usually accompanied 
by more or less of poverty. This may 
do for high-brows,” but it will hardly 
appeal to the common man. The lat
ter will be far more likely to measure 
his success by the amount of coin 
he can secure and later spend for 
tea, sugar, automobiles and creased 
trousers. And just so intense as his 
longing may be for these material 
comforts and embellishments, so will 
be his search for the speediest means 
for gratifying that longing.

The desire to enjoy before we have 
legitimately earned is the bane of 
business to-day. Rather than re
gard these things as the reward of 
success we want to consider them as 
means thereto, and in out efforts we 
anticipate our deserts and make a 
nasty mess of our efforts. Greasy 
overalls are not as aesthetic as creas
ed trousers, nor is the street car 
as comfortable nor as speedy as the 
auto, but a preliminary wearing of 
overalls and riding in street cars 
make possible the enjoyment of trou
sers and autos without a mortgage.

The very best advice that anyone 
can give the modern business men is 
not to be in a hurry. Rome was 
not built in a day, and neither was 
success. The old fable of the hare 
and the tortoise has a practical mean
ing to the business man of to-day 
that is far more worthy his consider
ation than it had in the days when 
Aesop wrote it.

A Processional Practice.
“You say he’s a professional man?” 
“Yes.”
“But I thought he followed auto

mobile racing?”
“He does. He’s a doctor.”

EUREKA
PEARL

Button Salesman
Says Nothing Does Much 
Costs Little Brings Big

You can sell out this cabinet without 
any effort and realize 100% profit. We 
pack this specially for quick trade. A 
dust-proof case keeps your stock immac
ulate—no more soiled cards.

50 GROSS A SSO RTED
5-14, 10-16. 15-18, 10-20. 5-22. 5-24
PACKED IN CASE f n
OUR PRICE . . . "  $ 1U .5U

Every Shipment Guaranteed

No. 21 FIFTY
GROSS

•  • » RETAILS 1 A ^  
CARDS FOR 1U C

Reliance Pearl Button Co.,
Muscatine, Iowa.

Write for Catalog No. 31
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COST OF DOING BUSINESS.

Michigan Dealers Well Up on This
Subject.*

It is hardly necessary for me to 
tell the members of this Association 
that they need to know more about 
the cost of doing business; it would 
be time wasted to explain to you 
dealers how to figure costs. Then, 
you may ask, what can I have to 
say about the subject which will be 
of interest?

I can say considerable. Before I 
am done you will likely confess that 
I have said too much. But if I have 
it is because I am a trade paper writ
er and not an implement dealer.

If the success of the Cost Educa
tional movement depended upon ed
ucating the members of the differ
ent retail dealers’ associations, there 
would be no occasion for men like 
Curtis M. Johnson, Harry Mead, E. 
W. McCullough or myself to address 
you. In truth, it is not you men 
that we are “shooting at,” but it’s 
the other fellows. The men we hope 
to interest are the dealers who don’t 
belong to retail implement dealers’ 
associations. They are the ones who 
need to study what it costs to sell 
goods. And the only way we have 
at present is to talk to dealers like 
you, and get you to see that you 
must help us to reach your competi
tors who have not yet learned what 
factory cost, plus delivery, plus ex
pense, plus net profit equals. When 
they have learned that lesson 
through the mediums of the trade 
press, the public speakers and the re
tail dealers, there will be less price 
cutting and not so much trade jeal
ousy.

If every retail implement and ve
hicle dealer in Michigan were here 
in Lansing, attending this conven
tion, it would be an indication that 
every Michigan dealer knew how to 
figure costs and profits, and I would 
be simply sitting at a table taking 
notes and listening to the other fel
lows filling the trade balloons with 
heated ozone.

The mercantile agencies report that 
between 25 and 35 per cent, of the 
retail trade either retire, fail or 
change their vocation every year. 
Our own reports indicate that this 
estimate is conservative. Who are 
these dealers who quit or change? 
They were not members of retail 
dealers’ associations. If the propor
tion was equal between members and 
non-members, then your membership 
would have suffered loss since your 
last convention of from one-quarter

'Address Delivered by Frank E. Goodwin. St. 
Looi?. Mo., Before Michigan Retail Implement 
and Vehicle Dealers’ Association. November 8.

to a third of your enrollment one 
year ago. And it has not, by any 
means. The dealers who yearly go 
to make up that startling number 
who are so reported by the commer
cial agencies are the dealers who 
need your help and my help along 
educational lines.

During the year 1910 there were 
in the territory in which you Michi
gan dealers do business 645 failures. 
These failures were attributable to 
eleven specific causes. Of these 645 
business men who failed, 231 cases 
were laid to the doors of incompe
tency, 217 to the lack of capital and 
fifty-three to inexperience. These 
three causes total 501 and leave 144 
failures from all other eight rea
sons.

Stop and think what this means| 
Is there not a crying need of educat
ing the incompetent, the inexperienc
ed and those who lack capital to car
ry them to success?

If a majority of the 284 men had 
had experience, or had sought the 
advice of those who had been 
through the mill, the chief cause of 
failure would have been removed. 
The best place to try and educate the 
incompetent and inexperienced busi
ness men is in the state and local 
associations. The local club is pre
ferred as an educational institution, 
because the incompetents and the in
experienced are best known to the 
successful dealers, and their educa
tion can be best worked out in that 
direction. Once they are members 
of local clubs, and have seen the 
benefits, they will naturally seek the 
higher education which the state as
sociation affords.

There were, in your territory, 217 
failures from lack of capital It must 
be assumed that a great proportion 
of these men had sufficient cash to 
make their start. If they had been 
educated in cost accounting so that 
they would have charged factory 
cost, freight, cost of doing business, 
and even a little bit of profit into the 
selling price of their goods, not one 
out of ten of this class of business 
men would have gone to the wall.

Some of you will say that a good 
many men fail because they grant 
too much and too unwise credit. The 
records show that in your territory 
twelve men failed in 1910 from this 
cause. So, but very little education 
is needed to make men more careful 
of whom and how much they trust 
in their business.

I have not much patience with the 
man who says that competition is 
too strong for him to make money. 
Competition—or the fear of it—seems 
to be one of those Hallowe’en buga

boos that is nothing but a pumpkin 
shell with rude features carved out 
and lighted with a tallow candle. 
Only five (now let that figure sink 
in deep, you Michigan dealers), only 
five failures occurred in your dis
trict in 1910 from too much or tec 
free competition. In four years, 1907 
to 1910 inclusive, only sixteen busi 
ness men in all lines failed in your 
territory from the confessed cause of 
competition. Forget that there xs 
such a thing as competition in any 
bad sense. It is only a buzzing fly. 
The fly may be annoying, but its bite 
is not fatal, nor even serious. So 
get on more friendly terms with that 
awful competitor of yours. He is a 
good fellow, even if he does not 
think just the same as you do.

It’s the incompetent, the inexperi 
enced, the lack of capital men that 
need educating. They are the per
sons whom we cranks on cost ac
counting hope to interest. They are 
the fellows whom you dealers want 
to work hardest upon to get them in
terested in the local club, the State 
Association and to know more about 
the cost of doing business.

When one of your brother dealers 
is selling plows and harrows and 
binder twine lower than you can af
ford to and make a profit, ask him 
to take dinner with you after a day’s 
work Don’t ask him to go to some 
lunchroom where you get coffee and 
doughnuts for a nicket, but take him 
to the best hotel in the town. Aftei 
he is feeling good and has come to 
the conclusion that you are a pretty 
decent sort of fellow after all, slyly 
ask him what it costs him on the 
hundred dollars to do business. He’ll 
probably say $12. You can look sur
prised—you know how to do it. .Ask 
him how he manages to keep his ex
pense down so low. Then you, who 
know that salary, rent and even post
age stamps are charged up to ex
pense, will be able to start the ball 
of education rolling. And the chanc 
es are that he will say that he had 
heard that you were selling cultiva
tors for $2 less than you are, and as 
he knew that you were making mon
ey, he thought that if you could sell 
at the price named he could do the 
same and make some money, too.

If you, and he, had been members 
of a local club, when the farmer came 
in and said you was selling cultiva
tors $2 less than the price you had

named, your friend up the street 
would have called you up oa the 
telephone and found out if it was 
true before he cut the price to what 
the farmer said you priced the culti
vator to him at.

And if that dealer knew that it 
cost him 18 per cent, to do business, 
and his price had been made on that 
basis, you can bet he would have 
told the farmer that if Bill Bumps 
wanted to sell goods and lose money 
on them he could go ahead and do it.

Taking the retail dealers all over 
•the country from whom we have had 
reports 36,177 of them—it costs 17.7 
per cent, of the sales to do business. 
In some states it costs 20 per cent., 
and in such states as Kentucky and 
Alabama, where rents and labor are 
low, the average cost is 15 per cent, 
of the sales.

In Michigan the average cost of 
doing business at retail ¡3 13 per 
cent. And I want to say that few 
dealers do as much business on the 
capital employed as they do right
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here in Michigan. The average capi
tal invested in retail trade in Michi
gan is $8,500, and the average yearly 
business is $25,800. That’s a turn
over of three times. Down in Mis
souri the turn-over is only a trifle 
more than twice, and in Illinois it is 
quite a little less than two times. You 
will see from this that there are oth 
er fields more fertile than Michigan 
where I ought to be making this 
talk.

But to get back to the cost of 
doing business and cost accounting: 
If there are any dealers here who 
can truthfully say they are doing 
business at less than 17 per cent, of 
their sales, they are either very for
tunate or mightily mistaken, and 1 
am inclined to think it is the latter 
case. If there are any who believe 
that it costs more than 19 per cent., 
there is need of a revision of the 
study. For 18 per cent, is the aver
age in Michigan, and one man does 
not possess much of an advantage 
over another when it comes to costs 
What one man makes up in one di
rection he loses in another.

A Kansas implement dealer has 
succeeded in getting every one of his 
four competitors interested in the 
study of selling costs, and did it i i  
a very clever method. Two years 
ago, at the Kansas City convention, 
I succeeded in getting him interested 
in a cost-accounting system. He 
started in to use it, and was surpris
ed at the things he learned. That 
Kansas dealer got to be quite a 
crank on cost accounting. He found 
that it was making him more money 
than he ever thought was in the im
plement business.

One day he asked a neighbor deal
er if he used a cost-accounting sys
tem. The dealer said he did not. “I 
do,” said the first Kansan, “and it 
has opened my eyes.” The result was 
that the first dealer showed the 
second one his system, and he bought 
and began using one like it. Soon 
a third dealer got interested in the 
same way, and the fourth and fifth. 
Now every one of the five implement 
dealers in that Kansas town are us
ing cost-accounting systems, and 
they find that their percentage of 
selling costs is almost identical— 
within a fraction of 20 per cent. Ev
ery man is making a profit on every
thing he sells. Do you think any one 
of those dealers will cut prices? You 
bet they won’t. Nor is there a bit 
of danger in any one of them tailing, 
although one dealer there confesses 
that he was pretty nearly ou the 
rocks before he took up the- sys
tematic keeping of his costs.

The trouble with most dealers is 
that they think they have a system of 
cost accounting when they really 
have not. Ordinary book-keepers, 
such as get their education in the 
public schools or business colleges, 
and keep books the way thejr are 
taught, do not know the first princi
ple of cost accounting. They may be 
able to take a trial balance every 
month, quarterly, semi-annually or 
at the end of each year. They can 
put that information in shape so 
that the sales, expenses, debts ow
ing to and by the dealer, and the per

cent, of expense to the sales are ac
curate. But that is hardly sufficient 
to tell a dealer what he ought to 
know.

A really good cost accounting sys
tem will form a map of one’s entire 
business, and not a mass of figures. 
It ought to tell at a glance just how 
every day’s expense is divided, and 
the totals at the end of each month 
ought to be so classified that the 
dealer can see the little leaks, and 
stop them before they grow.

There ought to be a classified ac
count of each day’s financial trans
actions to form another map. And 
then there. ought to be a classifica
tion of stock and profits so that the 
dealer can see just how many goods 
of each kind he has bought, sold, has 
on hand, and the factory cost, gross 
sales and actual profits each line has 
turned.

If you wanted to see where Kalis- 
pel, Mont., was you would get a 
map of Montana and find Kalispel, 
and then find out about how far it 
was from Helena, a town you know 
by reputation better than the other, 
would you not? Then if you wanted 
to know what direction Kalispel was 
from Lansing you would get a map 
of the United States and trace the 
direction. If you wanted to estimate 
the distance you would get the scale 
of miles and measure it off. Do you 
know that the distance from Texar
kana to El Paso, Texas, is the same 
as from Philadelphia to St. Louis? 
A map will show you that it is.

So a map of your business will 
show you instantly what mere fig
ures will not reveal. A dependable 
cost accounting system will make 
such a map for you. Some hearer 
will possibly say that it takes too 
much time to make that map. That 
is not so. There are many hundred 
dealers in this United States who are 
every day and every week making a 
map of their financial doings, and it 
does not take them only a few min
utes to do it. In fact, they save 
enough from their old style methods 
of book-keeping to more than make 
the maps, and they have a little time 
to spare after it is done.

Frequent comparisons by the maps 
will tell a dealer whether he is go
ing straight or not. A comparison 
of the map of last October’s doings 
with a map of October the year be
fore will instantly show whether 
sales have been as good, better or 
worse this last October as compared 
with the same month last year. The 
map will show whether the expense 
is kept within proper bounds. It wi’i 
tell the dealer whether he had n.>t 
better get busy on his collections, if 
too many bills are overdue.

Of course, you all know that yi;ur 
rent and your salaries and taxes are 
no larger than they were a year ago. 
Those are the big things, and big 
leaks are always seen at once and 
stopped. But how many of my 
hearers know whether or not some 
one is using the telephones more 
than he ought to? How many here 
can tell whether the postage stamp 
account for last week was larger or 
smaller than the corresponding week 
six months or a year ago? A de

pendable cost accounting system 
even takes care of such minor de 
tails. Some day you may discover 
that the office had used a lot more 
stamps than seemed right, by com
parison. A little research locates, 
perhaps, that office help is appropri
ating stamps for its own use, and 
another leak is stopped.

A traveler comes in and says: 
“Jones, how many plows are you 
going to want next spring?” Your 
cost accounting system shows that 
you bought thirty 8 inch walkers; 
two are carried over. You say you 
will take thirty-five. The traveler 
says you are crazy; that you bought 
and settled for forty last year. Your 
system shows he is mistaken, and 
proves it at a glance. No danger 
from over-buying. If the system 
shows six or eight carried over you 
order only twenty-five and you have 
the figures to prove that you are 
conservative. The net profits will 
all be classified, and you know just 
how much you have made, or lost, 
on every kind of goods sold.

When you come to take the annual 
inventory instead of working nights 
and Sundays, it is all cleaned up in 
a few hours, and a more accurate 
inventory is secured than would be 
the case if the whole office force was 
put on the job to count the goods, 
hunt up the invoices, and do the ex
tending haphazard.

If your store burns down, and your 
cost accounting system is in the safe, 
and kept up to date, the insurance 
adjuster has to take the figures on 
your books for what you have in 
stock and its value. He serves you, 
and not you the adjuster.

If you wish to sell out, or borrow 
money, take in a partner, or satisfy 
a wholesaler as to your credit rating, 
the figures spread upon a • cost ac
counting map will double discount 
any other method of book-keeping.

I am frequently asked what system 
of book-keeping I consider best. To 
my mind there is no best system of 
book-keeping. Any kind of record 
which eliminates labor and makes it 
possible to build a map of one’s 
business in the least possible time, is 
what every retailer ought to have. If 
I was going into business, or was 
already in trade, I would get a multi
drawer cash register, use duplicating 
sales slips, make all record of money 
paid out by disbursement slips, and 
carry charge and credit accounts up
on a self-blancing card ledger. I 
wouldn’t have a day book, cash book, 
journal or old-fashioned ledger in 
the store. This would cut off about 
three hours out of four of the usual 
time taken in the ordinary methods 
of keeping books.

When I sold a plow, or a harrow, 
or buggy, or large article, I would

U

take the descriptive tag off and hand 
it into the office to be checked up as 
sold. If it went out on credit a 
sales ticket would go with the tag. If 
it was nails, or a dozen gross of 
screws, or small articles bought in 
half dozen, half gross, gross or 
pound quantities, a tag would go to 
the office as soon as the package was 
broken, and be entered on the per
petual inventory as being sold.

If a discount from the regular 
price was made, I would turn in a 
disbursement ticket as so much cash 
paid out.

Every week I would compare my 
cash and credit sales with the same 
week a year ago, and know just how 
my business was running as compar
ed with the same time twelve months 
gone. I would see by my perpetual 
inventory if I had any goods that 
were not moving as fast as they 
ought to. I would keep cases on my 
clerks and know that everyone was 
earning his salary in the sales he 
made. And I would spend at least 1 
per cent, of my gross sales in adver
tising with my home newspapers. If 
these things did not give me a sat
isfactory and pleasant business which 
paid me at least 12 per cent, on the 
investment, besides a good living 
salary for managing the business, I 
would look around and sell out to 
some one who had more ability as 
a dealer than I had, and go to work 
for some one else so that I would 
not have to attend to a hundred and 
one things and take the brunt of the 
worry.

I shall not weary you with any 
directions for figuring costs and prof
its. The Cost Educational Associa-
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tion, of which I have the honor of 
being a director, will supply all of 
this information in accurate form to 
any dealer, for the asking. My good 
friend, Curtis P. Johnson, of Minne
sota, has worked out an admirable 
classification of expense found in a 
$50,000 business. Some of you deal
ers have heard his address; most of 
you have read it in the trade papers. 
So there is not much along these 
lines which I can say and enlighten 
you at all.

Within the past week I have re
ceived a letter from one of your 
members asking that I try and shed 
some light upon the different prac
tices of making prices on the deliv
ered cost, and the sales price.

This is a matter which each man 
ought to settle for himself. Both 
methods have their advocates, and if 
accurately done either will prove sat
isfactory.

Personally, I prefer making prices 
built up from the factory cost. I 
think it is safer and more satisfac
tory to compute the expense on the 
delivered cost than upon the sales, 
although I must confess that in a 
great many of the articles I have 
written I have taken the sales as a 
basis, principally for the reason that 
the volume of delivered cost is us
ually hard to obtain.

Experience has shown me that 
when delivered cost is used as a 
basis it tends to make a dealer con
servative, while computations made 
upon the gross sales often leads him 
into extravagance. As a usual thing, 
the dealer who figures expense on 
cost is a careful buyer, and counts 
largely upon his turn-over to keep 
his expenses within just proportions 
to his cost of stock sold. On the 
other hand, the dealer who figures 
expense upon volume of sales is 
likely to try and crowd his gross 
to the limit, and to do that will sac
rifice the net profits whenever nec
essary to make the year’s showing on 
sales as large as possible.

The most satisfactory method of 
price making seems to be to deter
mine how many dollars it costs to 
sell a certain number of dollars’ 
worth of goods, and add the ratio in 
dollars and cents to the delivered 
cost of incoming goods, and then add 
the net profits in dollars or cents', 
also.

To make this more clear, and ap
ply it to conditions in Michigan, I 
will suppose that the average dealer 
in the State is paying out 18 cents 
of the sale price per dollar of all 
goods handled. In other words, if 
a horse blanket sells for a dollar it 
takes 18 cents of that dollar to sell 
it. Arithmetically this is 18 per 
cent. But when another blanket 
comes in the dealer can not multiply 
the delivered cost of it by 18 to get 
the cost of selling. There must first 
be found the proper ratio which in 
this case is supposed to be within a 
minute fraction of 22. Any goods 
incoming, no matter what the deliv
ered cost, will make selling expense, 
according to the average in Michi
gan, if 22 cents are added to the 
dollar before adding the profit.

Take a farm wagon, for example. 
I will suppose, by way of illustra
tion, that it costs laid down in Lan
sing, $52. It costs $11.44 in selling 
expense to handle. Five per cent, 
net profit added to that would be 
$3.17. The selling price would be 
$66.61. The same wagon if figur
ed on 18 per cent, cost of doing 
business based on the selling price, 
and 5 per cent, net profit, must be 
marked to sell for $67.53, and would 
return $12.15 for cost of doing busi
ness, and $3.38 net profit. It will be 
seen that there is a discrepancy 
somewhere. By the first method the 
expense is $11.44, and by the second 
it is $12.15. The proper ratio has 
not been maintained, because while 
22 per cent, added to cost will re
turn almost exactly 18 per cent, on 
the selling price, the reverse is not 
always true. The variance is found 
in the fact that in figuring expense 
on the selling price it must include 
a proportion of the net profit, for 
the reason that the sales price is 
made Up of delivered cost, expense 
and net profit to form the completed 
whole.

Would it not be better, easier, 
more simple and lead to less con
fusion, to first ascertain by divid
ing the amount of selling expense by 
the delivered cost of stock what it 
costs per dollar to sell goods, and 
then multiply the delivered cost of 
incoming stock by that amount, and 
then add the desired amount of 
profit? The dealer has only to say 
that it costs him, say, 22 cents to sell 
an article which costs a dollar laid 
down. If the cost is 50 cents the 
selling expense is 11 cents. If it 
costs $2 the expense will be 44 cents, 
and so on through the entire gam
ut of prices.

The same procedure might be ap
plied to the fixing of the net profit.

When you go to the bank and 
have your savings accounts or in
vestments balanced you know the 
accountant does not first raise the 
whole amount to a certain figure and 
then compute the interest. He takes

the amount of money you have de
posited, figures the interest on it 
at the amount agreed upon and adds 
the amount of interest to the de
posit.

When you take your discount you 
take the par of the invoice, multiply 
that by the per cent, of discount al
lowed, and deduct the amount from 
invoice. It seems to me that net 
profit ought to be treated as interest 
and not as discount.

However, I will pick no quarrel 
with any man who says that his 
method is better than mine. All that 
I ask is that he put every cent it 
costs him to do business into his 
selling price, and a fair and legiti
mate amount of net profit besides. I 
don’t care whether he determines 
the amount by geometry, trigonome
try, astrology, or uses a Chinese 
laundryman’s frame of beads to do 
his figuring, just as long as he makes 
a little money for himself in fixing 
the selling price, and sticks to it.

I will not close without saying that 
I am firmly convinced that no dealer 
in this room can afford to sell any 
article without first having added 22 
cents to every dollar wholesale cost, 
to cover the expense of doing busi
ness, and then add at least five cents 
to every dollar for net profit. In 
most cases the net profit ought to 
be more. A store which does not 
show at least 5 per cent, net profit 
on the gross sales is not returning 
its fair proportion to the dealer. Five 
per cent, net, on a turn-over of two 
and a half times, will show about 10 
per cent, dividend upon the invest
ment. Remember this—no business 
man who is looking for an invest
ment will take any interest in a 
business which does not show at 
least 12 per cent, dividend on the 
investment under normal conditions 

It ought to be every man’s ambi
tion to make some money each year 
If a man does not make a few dol
lars, at least, when times are fair 
and business normal, how is he go
ing to weather a stress of bad 
weather which is as certain to come

as it is certain that bad times do 
not always endure.

This reminds me of my good 
friend, Charley Comiskey, owner of 
the Chicago White Sox. It had been 
pouring rain for several days and a 
baseball crank dropped into Com
mie’s office when it was raining its 
hardest to commisserate with him on 
the lack of baseball weather.

“Will it ever stop raining?” asked 
the bore.

“It always has,” said Commie.
You see, Comiskey was not at all 

worried because of the loss of gate 
receipts due to bad weather. He 
had made enough before the rains 
came to tide him over nicely, as he 
knew that bad weather must follow 
good, and the reverse. But what 
would have happened if Commie had 
not made any profit before it rain
ed? He would have had to scurry 
around and find some good soul who 
would let him have money to pay 
the salaries, and he would have had 
to pay interest, and dig into his fu
ture profits to pay back the borrow
ed money besides the interest. It 
would have kept his nose to the 
grindstone for a long time, or un
til he got ahead of the game.

Some men are afraid to make a 
profit. They think they will lose 
some trade. Well, it is better to 
have the goods on the floor, and not 
have to buy other goods to replace 
them, and pay interest on the ac
counts, than to sell anything that 
does not make a fair and legitimate 
profit. I have heard dealers say 
that they would mark their goods up 
to pay a profit-next year. And next 
year they put it off until the next. 
And finally their wife’s father had 
to come across with some of their 
savings to help out the timid dealers.

I know another retailer who does 
not make an average of 1 per cent, 
net on anything he sells. But he in
herited five good paying farms, and 
he has money out on mortgages, and 
he takes his income from these 
sources, dumps it into the bank as a 
part of his working capital, and says
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he is getting rich. What chance do 
you suppose a real business man 
would have to get along with such 
a fellow as that for a competitor? 
Fortunately, he has not a great 
many years to stay in business,' un
less he lives beyond the allotted time 
set for the average man.

I hope I have not stepped upon 
anybody’s toes here to-day. But if 
I have said* anything I am sorry for 
I am very willing to be forgiven.

I ask your help and that of every 
live dealer in the country in this 
campaign of cost education. If ev
ery association had a member with 
half the snap and vim and determ- 
mination to help dealers that your 
Secretary, Mr. Witbeck, has, and 
your President, Mr. Goodes, there 
would be ten local clubs to where 
there is one now. And instead of 
a third or less of a state’s dealers be
ing members of their state associa
tions, there would be more than half. 
Further, believe me, there would be 
a good many dealers studying cost 
accounting who never give the mat
ter a passing thought now. I congrat
ulate your State upon having such a 
large and representative Association 
of real business men, and upon be
ing guided by such efficient officers 
as you have. I congratulate Michi
gan upon having more dealers who 
have taken up the study of the cost 
of doing business than has any other 
state when the number of dealers is 
compared. And last, I congratulate 
myself on having the pleasure to rub 
shoulders with the best bunch of 
wide-awake dealers I have ever had 
the opportunity to meet.

Analysis of Sales Management and 
Organization.

Success in managing a sales force 
entails the closest scrutiny of details. 
It is not alone sufficient to mark out 
a season’s campaign, to hire efficient 
men and keep them posted; a no l“ss 
important part of many a sales man
ager’s work lies in keeping track of 
each day’s results, and in comparing 
the amount of business secured from 
each town with the amount secured 
there on the corresponding day of 
the previous year. By this means he 
knows where to concentrate his ef
forts and recognizes the changing 
conditions that affect his trade.

A system for securing and utiliz
ing such data is especially necessary 
where the product to be sold is 
something that is merchantable only 
in one season of the year. In the 
case of many commodities—for in
stance such a one as wall paper—the 
season varies in different parts of the 
country according to climate. When 
the salesmen working in Northern 
territories are the busiest, those in 
the South and East are in their dull 
season, perhaps. In order to direct 
the movements of his men intelli
gently in such a case, the sales mana 
ger should have some system of re
porting and accounting by which he 
can tell at a glance the exact condi
tion in different parts of the selling 
field.

The following simple and effective 
system is offered for consideration- 
.Let the entire territory be laid out

and described in a record book, in 
which the towns to be covered for 
the season are entered alphabetical
ly. One or more pages of the rec
ord book should be allowed for each 
town, the name of the town being 
printed at the top of each page.

Under each town should be writ
ten the names of the dealers there 
whom the firm has sold before, and 
the names of prospective customers. 
These names are arranged in a list 
at the left hand side of the page and 
are separated by several spaces in or
der that entries may be made under 
each name.

Opposite the name of each dealer 
with whom the house has had pre
vious transactions should be entered 
a statement—compiled from sales
men’s reports of previous visits— 
showing the amount purchased on 
former occasions, the condition of 
the dealer’s busines at the time of 
each purchase and what amount the 
salesman thinks this dealer can af
ford to buy. The exact time of the 
season when the call will be most 
likely to get the order is also stal
ed in this place.

Opposite the names of the dealers 
with whom the house has had no 
previous transactions is entered a 
statement erplaining the reason for 
the dealer’s never having been sold; 
the extent of his business; the class 
of trade he handled, his financial rat
ing, the names of the houses from 
which he has purchased the goods, 
etc.

This record—relating both to old 
customers and prospective custom
ers—is kept in cipher so as to avoid 
clerical labor and to condense the 
greatest possible amount of informa
tion into the least possible space.

In connection with • this record 
bok the map system may be used.

Maps, each representing the terri
tory allotted to a different salesman, 
should be made. One map, for in
stance, shows all the towns which 
Robinson is to make for the sea
son, another shows the towns which 
Brown will make, and so on. Then 
from the record book a copy should 
be made of the cipher entries relat
ing to each particular town, and 
transcribed on a small piece of card
board. Through each of these pieces 
of cardboard a pin is inserted, and it 
is stuck on the map in its proper 
place. The pieces of cardboard may 
be of different colors, which may de
note many different things to the 
sales manager.

When the nature of the product 
to be sold makes it necessary to call 
on one customer early in the season, 
and another one some weeks later 
on, another still later in the season, 
it will be found that the colors can 
be used most practically to denote 
the time when a call should be made. 
With such a system it is impossible 
to confuse the dates on which differ
ent customers are to receive a vis
it, or the times when advertising, cir
cular matter or catalogues will be 
the most effective in each case.

When all the pins are inserted in 
their proper places on the map and 
the salesman is ready to start out 
on his season’s work, a simple glance

over the map will reveal to the sales 
manager—who is, of course, familiar 
with the cipher—just exactly the con
dition of that territory. Pasted on the 
back of the map is a route list, giv
ing the towns in the order they are 
to be made, as revealed by the dif
ferent colors of the cardboard stuck 
on the face of the map.

In addition to these two records 
there should be filed away in such a 
manner as to provide for ready ref
erence, the salesman’s reports—which 
were written in full, for a number 
of years.

As the salesman traverses his route 
an assistant in the office will arrange 
to have for him, on his arrival at each 
place, a letter compiled from these 
reports giving in detail the history of 
his fiftn’s selling operations in that 
particular town. This immediately 
places him in possession of all nec
essary information to make a prop
er and successful approach to each 
customer.

As the salesman leaves each town 
on his route, he mails to the home 
office a report similar to that mailed 
by him or some other salesman on 
a previous visit. The particulars of 
this report—which may change the 
entire situation in the town—are 
then entered in the record book in 
cipher and the pin taken from its 
place on the map.

Such a system as described above 
will be found invaluable in training 
younger members of the selling 
force. When the salesman arrives at 
any town on his route no time need 
be lost on his part in finding out the 
necessary facts concerning any of the 
prospects on his lis .̂ The letter from 
the home office awaiting him on his 
arrival at the hotel gives him a full 
description of every transaction the. 
house has had with each of its cus
tomers in that town and complete 
data regarding prospective customers 
in that town, as well. The informa
tion gives the salesman a strong lead 
for his selling talk, and a stronger 
reason for not being put off with a 
small order. He knows when Blank 
& Co. have bought $200 worth of a 
certain stock last year as against 
$500 worth for the year before, and

the reason for such decrease. This 
enables him to work intelligently in 
getting the current year’s order back 
to the old amount. Or if Blank & 
Co. have steadily increased their ac
count year after year, his being furn
ished with this information gives him 
confidence in trying for a still great
er increase. The information with 
regard to prospective customers is so 
complete that he knows exactly how 
to approach each one.

One important feature of the sys
tem is the fact that at any time dur
ing the season’s progress a statement 
can be quickly prepared from these 
maps which will show approixmatelj’ 
the amount of business gained from 
a certain territory this year in com
parison with the year previous; the 
amount still to be obtained from each 
territory, or the total amount of 
business secured from the entire 
country covered up to date, and the 
total still to be secured.

W. L. Macready.

The theory that poliomyelitis or in
fantile paralysis may be transmitted 
from farm animals to children is sup
ported by two recent cases which 
have come before the Indian State 
Board of Health. One was a little 
child whose father had been caring 
for a horse on the farm where they 
lived. The horse had some disease 
which caused paralysis of the hind 
legs. Shortly after the horse died the 
child became sick. The other case 
was a child who died and the Board 
was unable to connect the illness with 
a diseased animal until investigation 
brought out the fact that the grand
father of the child had a pet colt 
which became sick and was paralyz
ed in its hind legs. Every member 
of the family cared for the pet colt 
and a few weeks later the child be
came ill. Two other cases are being 
investigated. The Indiana State 
Board of Health recently caused the 
enactment of a law to prevent blind
ness at birth, which is considered one 
of the most progressive measures of 
recent years.

A good executive is a man who 
can get the thing done without hol
lering himself blue in the face.

Are You Getting Your Share of 
the Harness Business?

This has been a good year with the farmers and they are already beginning to invest in 
better equipment for the next season.

You can make a handsome showing on harness if you have the right sort as proved by 
the success of our “SUNBEAM” dealers everywhere.

If you are interested in improving your sales and profits, get our special harness catalog
at once. It features the 
complete “Sunbeam” line, 
and is well worthy of your 
careful attention.

Better do it today!

BROWN & 
SEHLER CO. 
Grand Rapids, 
Mich.
“Sunbeam goods are 

made to wear.”
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Problems Confronting the Has-Been- 
Pretty Woman.

W ritten for the Tradesman.
Ask any photographer who is the 

most difficult subject and the chances 
are that he will reply promptly, ‘“The 
has-been-pretty woman. It is practi
cally impossible to obtain a likeness 
that will satisfy her.”

If communicative, he may go on 
and say that she is far more trouble
some than the babies. The infant ter
rible, even of the most obdurate 
type, may, by the ringing of a tiny 
bell, the fluttering of a flag or ' of a 
bright ribbon, or the glimpse of an 
attractive toy, be cajoled into a mo
mentary cherub-like smile, which 
smile the dexterous operator, by a 
swift pressure on the bulb, perpetu
ates on the exposed plate.

As a result all beholders of the pic
ture exclaim, “What a charming 
child!” Papa and Mamma are delight
ed and the shrewd photographer re
ceives a fat order to start with and 
frequent re-orders of this very suc
cessful photo of “our darling baby.”

The secret is just this: Every baby, 
even the most cantankerous, has its 
angelic moments. This particular 
baby has this honeylove smile— 
sometimes; and this particular pho
tographer has been smart enough to 
elicit this smile and immortalize it.

But with the has-been-pretty wom
an the case is entirely different. It 
is not a question of catching the 
likeness of her face with its most am
iable, animated and vivacious expres
sion—in short, of taking her at her 
best. Any good artist ought to be 
able to do that. She wants more and 
better than this. She desires a like
ness of her face as it once was, with 
dimples where there now are crow’s 
feet, and with the delicately rounded 
contour of youth in place of the 
soggy outline of middle age. What 
she demands of her photographer, if 
voiced in words, would not be exact
ly, Make me a child again just for to
night!” it would be rather a sort of 
paraphrase of that well-expressed 
wish, and it would run somewhat like 
this: Make me the beauty I was 
ten or fifteen or twenty years ago, 
just for this one picture!”

The camera is a relentless portray
er of facts. It has no imagination; it 
can not be set forward or backward 
in time; it will not remedy defects 
nor gloss over ugliness. So its re
sults are never satisfactory to the 
one-time beauty. “The pictures don’t 
look like me!” she declares.

Every one in the shoe business 
knows that the woman who wore a 
No. 3 shoe in her girlhood is apt to 
speak of that number as her size of

footwear during her whole lifetime, 
even if her foot increases in size un
til she is obliged to have a No. 5 or 
6 on a wide last. Just so the former 
belle is wont to regard her beauty as 
a possession that can not possibly 
have departed from her.

This is, indeed, strange when it al
ways has been well known that good 
looks are of all things evanescent and 
fleeting, here to-day and irrevocably 
vanished to-morrow.

So tiny a worm may eat out the 
heart of the rose. With the loss of 
only a few pounds of flesh from the 
body, finely chiseled features may be
come sharp and hawklike. On the 
other hand, to some countenances 
the gain of a little adipose is even 
more fatal; the face that was just 
nice and round and jolly becomes 
vulgarly fat and expressionless. The 
delicate complexion is apt to fade, 
while the rosy skin may easily be
come too red.

The care of the health, exercise and 
beauty doctors may avail somewhat 
for a time. The evil day can be post
poned a little, but the disheartening 
truth remains that physical attrac
tiveness wanes rapidly. It can never 
be the same at 40 that it was at 20 
or 25. At 50 it can hardly be known 
for its former self. Why its has- 
ben possessor is so prone to delude

herself into thinking she still retains 
it is impossible to explain.

There is another thing that is in
explicable. In view of the transitory 
nature of beauty, it would seem that 
the first admonition that would be 
poured into the ears of the young 
woman having it in unusual degree 
would be that it could not long re
main with her. In reality she never 
receives such counsel, or, if she does, 
she never heeds it.

The handsome girl banks on her 
looks and takes no pains to cultivate 
the graces of mind and heart that 
would serve her in good stead when 
her looks are gone. We see this 
over and over again. The belle of a 
town marries. She was a spoiled 
child at home, always petted on ac
count of her pretty face, and never 
taught to control her temper. After 
marriage she relies wholly upon the 
spell of her beauty to hold the de
votion of her husband. The dainty 
cookery, the pleasant welcome, the 
tidy home, the economical use of his 
earnings, the little joke or interesting 
anecdote—means that the plainer 
woman considers it worth her while 
to use to make her husband content
ed and happy—the beauty is apt to 
scorn. She may even be sour and 
morose and careless of her dress an I 
personal appearance while about the 
house. Fatal error! The wife who 
relies on her looks as the one anchor 
of her husband’s affections must ex
pect that eventually she will lose her 
hold upon him, for looks will not 
last.

Let the beautiful woman be wise 
as well as beautiful. Let her con
sider her beauty a personal asset, 
most valuable in its way and some
thing calculated to increase not only 
her own happiness but to add to the 
pleasure of all those about her as 
well, if only she does not allow it to

“go to her head;” let her remember 
that in the very nature of things, at 
least in its present form of youthful 
freshness and fairness, her beauty 
must fade and vanish; and let her 
diligently cultivate more enduring at
tractions.

Even as some little woman with 
freckles and a stub nose and a dumpy 
figure, who has tact and a warm heart 
and a winning way with her, may 
create a sort of halo about herself 
so that her husband and children and 
friends are all ready to declare that 
she not only has a most engaging 
personality but is positively fine look
ing as well so it may also happen 
that the woman of surpassing fair
ness in her youth may, as the years 
pass on, develop such loveliness of 
character and such charm of manner 
that those who are nearest to her 
and, indeed, all who know her may 
never note the time when the rose 
fades from her cheek and the silver 
threads begin to streak her hair she 
will always be regarded as beautiful 
and never need to consider herself 
or to be looked upon by others in 
the unenviable light of the has-been- 
pretty woman. Quillo.

Nearest To It.
Mr. Recentmarrie — This duck, 

dear, looks like a chicken.
Mrs. Recentmarrie—I can’t help it, 

John. I told the butcher I wanted 
a duck that had white meat, and he 
said this was the nearest thing there 
was to it.

to
Mamma Not In I t  

She—Oh, but mamma objects 
kissing.

He Well, I’m not kissing her, 
am I?

Kind words are like syrup with 
bread, they make the dry, hard, ne
cessities go down easier.

J)ROGRESSIVE 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 SAPOLIO
“ * d“ ler the “ ” e “  reeu,ir SAPOLIO. but should be sold «  10 « n t ,  per „ k . .
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Every Woman To Be Her Own Food 
Inspector.

W ritten for the Tradesman.
The provision dealer who aims to 

do the square thing—to supply his 
patrons with the very best goods he 
can secure, to give exact weight and 
measure—is surely coming into his 
own. His prices may be a trifle high
er than those of his unscrupulous riv
als, but, just the same, he will soon 
be reaping the reward of honest deal
ing that is, if the Housewives’ 
League is able to carry out the bas
ic principles upon which the organ
ization is formed.

The Housewives’ League was re
cently formed in New York, the idea 
being to put one over on provision 
dealers who do not sell pure, in
spected food, who give false Weights 
and measures, and who cheat in the 
scores of petty ways known to some 
of the dealers of a big city. The 
woik outlined by Mrs. Julia Heath, 
chairman of the Household Economy 
Committee of the Federation of 
Women’s Clubs, and was indorsed by 
that body as a future part of the 
progressive work.

It is the complaint of the ladies 
that state and municipal laws design
ed to protect the family from poison
ous and adulterated foods and im
pure milk are not enforced, and every 
club in the great organization will be 
asked to assist in throwing the hooks 
into the dealers who do not sell what 
they advertise to sell—pure foods— 
and the delinquent officers as well.

It is the purpose of the organiza
tion not only to punish dishonest 
tradesmen through the courts but al
so to encourage and protect honest 
dealers by giving them the trade of 
the Federation and informing their 
friends why they do so. It is pro
posed to punish every violation of 
the pure food law, which is some
thing of an undertaking. However, 
the reforms promised by the Federa
tion have already been accomplished 
in France, where every woman is in
deed her own food inspector, and 
where the officers are forced to lis
ten to and investigate complains, and 
also to prosecute whenever there is a 
reasonable proof of guilt.

Every honest dealer in the country 
will wish the ladies good luck in their 
work. Every dishonest one will 
grumble at what he will term their 
butting in. As a matter of fact, it is 
going to be a little hard on honest 
retailers, for they can not sell purer 
goods than they get from makers, 
and it would seem that the ladies 
ought to begin their fight on the 
men who put up impure and adulter
ated foods and not on the men who 
are obliged to handle them or see 
their trade go glimmering 

However, it may be that if retail
ers who handle embalmed meats in 
tins and viciously preserved fruits 
and vegetables, also strained and 
doctored milk, are brought to book, 
the market for the products of dis
honest canners and packers may be 
spoiled. Still, it seems that the la
dies are going at the thing in the 
wrong way. There is not a grocer

in the country who would not accept 
less profit on his goods if he could 
guarantee their absolute purity. Ev
ery dealer in the United States is 
sick of the constant kick he is ob
liged to hear regarding the quality 
of tinndd goods he is obliged to 
handle.

In many stores dealers do not pre
tend to» defend the goods they sell. 
They know that customers know 
what they are buying. The pure food 
law has helped some, but not enough. 
For instance, where minced ham was 
formerly on the label of one firm’s 
output, the reading now is “Ham 
Flavor.” This notifies the buyer that 
he is getting only the flavor of ham, 
whereas, in other days, he was as
sured that he was getting the real 
thing in ham and was deceived 
thereby.

Every man who buys sausages, for 
instance, now knows what he is get
ting, for the man who sells it tells 
him what there is in the compound 
if he asks. There is no longer any 
pretense that the sausage is all meat. 
The dealer knows it, the buyer knows 
it,, and yet customers will ask for the 
mixture of meat and cereal and deal
ers have to keep it.

A few days ago a man walked in
to a meat store and asked for break
fast food. The attendant looked out 
of the open door to see if there was a 
policeman in sight. He surely thought 
the customer had bats in his belfry, 
as he afterwards put it.

“Breakfast food!” he repeated. 
“Sure,” said the customer.
“Next door,” said the clerk.
The customer pointed to a pan of 

alleged pork sausage on the marble 
slab, while a smile crept over his 
face.

“There it is,” he said. “Give me a 
couple of pounds of that brand of 
breakfast food.”

“That pork sausage,” ventured the 
clerk, wondering how long this man 
had been out of the foolish house.

“I know what you call it,” said the 
customer, “and I know what it is. 
There is so much cereal in it that we 
use it for breakfast food up at our 
house. Give me two pounds.”

“I shouldn’t wonder if it would be 
all right with cream and sugar,” 
laughed the clerk. “It is stuffed with 
cereal, all right. We are losing our 
trade in it, too. People won’t buy it.” 

“Are they learning to go without 
sausage?” asked the customer.

“No,” was the reply. “They are 
buying these funny little grinders and 
chopping up their own sausage and 
hamburger steaks. I reckon that is 
about the only way you can get the 
unadulterated goods.”

The laws of Michigan do not re
gard this mixing of cereals with meat 
as an infringement of pure food reg
ulations, probably on the theory that 
the cereal is a purer food than the 
meat. However this may be, when a 
man wants sausage for breakfast he 
does not want it adulterated with 
wheat or corn, or whatever it is that 
is put into the sausage machine with 
the meat. If he wants breakfast foods 
he prefers Grapenuts or Toasted 
Corn Flakes, or something of that 
sort.

Unfortunately, it will not be so 
easy for the ladies to locate the dis
honesty in milk. The kind of milk 
sold in most of the cities of this State 
at from six to eight cents a quart 
is a disgrace. Still, the milk in
spectors of Michigan have the entire 
police power of the State back of 
them, and can purify the milk sup
ply if they have the pluck and the 
energy. About half the milk sold in 
cities is separator milk doctored. In 
fact, fresh skimmed milk is a vast 
improvement on the milk sold at 
such high rates.

Every few days you see in the 
newspapers statements as to what 
your local health officer is going to 
do to the dealers in bum milk. If he 
does it, some other dealer must drop 
into the trade, for all the hot air 
that has been printed in the newspa
pers during the past summer has not 
improved the quality of the milk sold 
on city routes.

A business man, in discussing the 
milk proposition, said, the other day, 
that he bought two quarts of milk 
every day in order to secure enough 
cream to eat with his cereal in the 
morning. That is, he paid fourteen 
cents for a very small pitcher of 
cream—perhaps an eighth of a pint.

“But you can buy cream cheaper 
than that,” said a man who was lis
tening to his tale of woe.

“I can buy something which is 
called cream, and which looks like 
cream,” replied the other, “but it does 
not agree with me. There is some
thing beside cream in the dope the 
milkman sells.”

City dealers pay farmers about a 
dollar and a half a hundred for milk— 
a hundred pounds, which means fifty 
quarts under the old assertion that “a 
pint’s a pound the whole world 
round.” That is three cents a quart; 
the average sales price is seven cents. 
It would seem that four cents a 
quart ought to be pretty good profit. 
It is to be hoped that the ladies of 
the Housewives’ League will get aft
er milk dealers with a sharp stick.

If the public officers would do their 
duty, there would be no necessity for 
the people who pay the bills to go 
ahead and do the work themselves. 
The fact is that three-fourths of the 
officers of the State are interested 
only in catching petty criminals. If 
they would pay as much attention to 
running down a man who sells adul
terated milk as they do to capturing 
a man who has taken a drink too 
much, or who has moved out of 
town leaving an installment house in' 
the lurch, it would not be necessary 
for every housewife to become a food 
inspector.

There is only one health officer in 
every locality, of course, and he can 
not be in forty places at onfce. That 
is what he will tell you if he is ask
ed to inspect a certain barn or cream
ery. If he does not tell you that, he 
will tell you to bring on your proof 
and he will make complaint. It is not 
your duty to dig up the proof. That 
is what he is paid for doing.

And he does not have to be in for
ty places at once, either. The place 
for a health officer in a city to do his 
work is behind a roll-top desk. Then

he can get his inspectors out and “be 
in forty places at once.” What the 
modern health officer needs is system 
and brains and not legs. Any com
munity cursed with a lot of crooked 
milk dealers—men who are murder
ing infants and feeding the germs of 
tuberculosis and typhoid to their cus
tomers—will gladly pay for all the 
inspectors a health officer wants if 
they will act on the square and do 
their duty intelligently and without 
favor.

It might be a good thing to set 
some of the patrolmen who are walk
ing the streets of cities after the milk 
men. The average patrolman looks 
only after drunks. The people can 
endure the drunks better than they 
can poisoned milk. It is to be hoped 
that the women of the Federated 
clubs will make the officers do their 
full duty. The retail men will rise 
and call them blessed if they do. And 
they ought to begin at the places 
where foul food and milk are put up, 
not where they are sold.

Alfred B. Tozer.

An earthquake will be necessary on 
resurrection morning to shake some 
of .our friends awake.

Do not teach your child what you 
want; teach it what it needs.

Satisfy and Multiply
Flour Trade with

“Purity Patent” Flour
Grand Rapids Grain & Milling Co. 

Grand Rapids. Mich.

Just as Sure as the Sun 
Rises

I VOIGTS

V «RESCENT
FLOUR

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 qualit y is splendid, ii 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

! c r e s c e n t !  Co.
S ^ l ï ï ï t Î d i l H I I .  Grand Kj|iids

Mi<h.
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is due to the painstaking effort he 
has given every duty assigned him.C. A. Benjamin, Secretary of Clark- 

Weaver Co.
Cornelius A. Benjamin was born in 

Grand Rapids February 18, 1867, be
ing the fourth child in a family of 
ten. His father was John Benjamin, 
who was for many years an Aider- 
man and is still engaged in trade on 
South Division street. Mr. Benja
min was educated in the common 
schools of Grand Rapids, graduating 
from the high school in the elective 
course in 1884. He then took a book
keeping course in Swensburg’s Busi
ness College, after which he was em
ployed for six months as book-keep
er for the hardawre house of W. S. 
Gunn & Co. His father and two 
brothers were then engaged in the 
dry goods business at 84 Monroe 
street under the style of John Ben
jamin & Sons and he acted as clerk 
in this store for about four years. 
He then served as Deputy County 
Treasurer under Sherman T. Colson 
for two years. At the end of this 
time he was employed by the G. R. 
& I. in doing special work, straight
ening out their right of way matters, 
securing missing deeds and correct
ing incorrect descriptions. After 
working at this for a year he enter
ed the clothing house of his father 
and two brothers at 84 Monroe 
street, where he handled the books 
and attended to the financial part of 
the business for four or five years. 
On the organization of the Clark- 
Rutka-Jewell Co., he entered the em
ploy of the house and on its reor 
ganization as the Clark-Rutka-Weav- 
er Co. he became a stockholder. He 
was subsequently elected a director 
and when the the corporate style was 
changed to the Clark-Weaver Co. he 
became Secretary and Treasurer. He 
has full charge of the credits and col
lections for the house and is very 
generally regarded as one of the 
most capable and conscientious men 
in his line of business in the cit}r.

Mr. Benjamin was married Oct. 20, 
1891, to Miss Anna DeBaun, whose 
father was the first pastor of the 
Lagrave Street Christian Reformed 
church. He has four children—two 
boys and two girls—and the family 
reside in their own home at 23 
James street. Mr. Benjamin has nev
er held any office in the church of 
which he has been a member since 
it was organized, but he was Secre
tary and Treasurer of the Sunday 
school for many years, taught a class 
in the Sunday school for fifteen 
years and sang in the choir of the 
church for twenty-five years.

Mr. Benjamin has no fraternal affi
liations, his home, his church and his 
business furnishing him all the en
joyment he requires. His only hob
by is photography, which he has 
pursued with pleasure to himself and 
friends for the past four or five 
years. He has a 4x5 camera and 
develops his own pictures in a dark 
room in his own home.

Mr. Benjamin attributes his suc
cess to hard work and sticking to 
it. He is one of the most faithful 
workers in the city and it goes with
out saying that much of his success

Notify the House Before Shipping 
Goods Back.

Dealers sometimes come to hasty 
decisions and act on the impulse of 
the moment, thus doing things they 
would not do upon mature delibera
tion, and thus laying themselves lia
ble to misunderstanding. Cases in 
point are presented almost daily in 
the experience of jobbers and manu
facturers. These have to do in one 
department particularly in connec
tion with the return of goods—some
times defective and sometimes not.

It not infrequently happens in the 
course of every dealer’s business that 
he has something he wants to return 
to the factory, or to the jobber.

the cases to see whether or not the 
dealer is justified in shipping goods 
back; without saying a word about 
the position or the rights of the 
jobber or of the manufacturer, there 
still remains the abstract question as 
to whether or not it is good policy, 
or whether it is right to ship goods 
back under any circumstances with
out specific instructions so to’ do.

In the course of our individual ex
perience we have had to do with a 
good many instances of this. We are 
willing to assert bluntly that in a 
vast majority of them that have come 
under our observation, it would 
have been better to have waited un
til the matter had been submitted to 
arbitration. Business enmities could 
have been avoided; business es-

back should be restrained until after 
calmer consideration can examine in
to the circumstances and determine 
the action.

If there is nothing more in this ques
tion than a consideration for com
mon courtesy, still is that enough to 
warrant pause. Nothing ever is gain
ed by precipitation. More often 
something is lost. Peace of mind if 
nothing else. There is a* deference 
due even an enemy, which ought to 
have place in all business transac
tions. Very rarely does it happen 
that all the right is upon one side.

Because of a grievance, fancied or 
real, no man has a right to impose 
upon another. To do so savors too 
much of retaliation. Gentlemen hard
ly ever retaliate without giving chi- 
valric warning that the other side 
may be upon its guard. There is 
room in business to be a gentleman 
always. The assumption of a right 
to ship goods back without notifi
cation, or without considering the 
wishes of the other party, is trans
cending the rights of business. It is 
subversive of those mutual relations 
of confidence and respect which must 
exist if business is to be conducted 
honorably and peaceably.

Our advice is that whenever occa
sions arise wherein it appears that 
goods ought to be shipped back, that 
a letter should first be written an
nouncing the intention, and giving 
the reasons. Try this plan the next 
time and see if it is not better in 
its results than the old snap judg
ment way.

What's In a Name?
A popular bar room name goes a 

long way toward making some new 
soft drink a good seller,” said the 
manager of a large drug store. 
Young people seem to think there is 

something especially sporty about a 
vanilla cocktail’ or a 'raspberry rick- 
ey.’ Any soft, innocent drink that 
ends in a ‘fizz’ or a ‘highball’ is sure 
to spring into favor. I remember a 
new combination drink our man mix
ed up a short time ago. He gave it 
some sort of a pious name and it fell 
flat. Later it occurred to him to tack 
on the word ‘julep’ and the first day 
that drink scored a big success. The 
other side of this subject is equally 
amusing, for we have no end of tem
perance cranks who come in here and 
labor with us for encouraging the 
drinking habit. They say that imita
tion cocktails’ and ‘rickeys’ and ‘ju
leps are first aids to drunkenness and 
that we shouldn’t call our innocent 
mixtures by such misleading names."

A Boer soldier of fortune is now 
on his way from New York to Bra
zil, where he is going to study the 
country and see if the elephant can 
live there. His idea is that there 
is a large unexplored country in 
Brazil, where railroad construction 
is practically impossible, but he be
lieves that elephants could be used 
to advantage. He thinks the intro
duction of African animals would be 
a good thing for the country and 
perhaps he will succeed in his un
dertaking.

Cornelius A. Benjamin

Some tool or vehicle may not, in the 
judgment of the retailer, come up to 
specifications. Some tool .does not 
work in accordance with its guaran
ty. Some misunderstanding arises 
between dealer and maker, and to 
return the article in question appears 
the quickest and easiest way out of 
the difficulty. Parts that are defec
tive cry out for return. Sometimes 
the dealer decides arbitrarily that he 
has something which ought to be re 
turned. Any or all of these various 
contingencies are likely to and do 
frequently arise. The universal pan
acea for. all of these things is to 
ship the goods back.

Now, without going into the merits 
of the cases cited, speifically or gen
erally; without considering any of

trangements could have been pr< 
vented; hard feelings and recrimina 
tions could have been eliminated 
strained relations never could hav 
been induced. In nearly every cas 
where the dealer feels he can d 
nothing but take summary actioi 
events prove that it would have beei 
better policy to have waited for ex 
planation. In a majority of case 
there is somewhere a misunderstand 
ing which is capable of being ex 
plained away, and which will admi 
of adjustment without straining pre 
vious good relations.

There is good advice to the effec 
that a letter written in wrath neve: 
should be sent, or at least shoul( 
not be sent until after the firs 
ebullitions have been allowed to sub 
side. Similarly the desire to shi]
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RAY’S CAPITALIZATION.

How Johnny Estimated the Salary 
He Should Receive.

W ritten for the Tradesman.
The trouble with most clerks and 

salesmen is that they figure only on 
the maintenance item when they be
gin thinking over what they ought 
to receive by way of salary.

Johnny Ray didn’t do that. He 
went at the matter in a scientific 
manner, following the proved routes 
laid down by the corporations. The 
fault with his reasoning was that he 
figured on a basis of success before 
he attained it. The manager showed 
that to him in his last remark.

But this is not telling the story. 
Johnny Ray was city salesman for a 
wholesale grocery house, and he 
thought he wasn’t getting money 
enough, so he went to the manager 
one day and broke the news gently 
to him. The manager came near 
throwing a fit.

“You've got your nerve with you 
this morning,” he finally said.

“Sure,” replied Johnny. “I have to 
use it in my business.”

“You’re getting as much as any of 
the boys.”

“And selling more goods than any 
of them.” -

“That is because you have the best 
route.”

“I made it the best. I can build 
up any of the old, worthless routes.” 

“Well, we can’t increase salaries,-’ 
said the manager, as if that settled 
the matter.

“All right,” said Johnny. “No hard 
feelings. Cut me off the books.”

“I think you’re making a mistake,” 
said the manager.

“We all make mistakes,” was the 
reply.

“Some make needless mistakes.” 
“Yes; I presume so,” said the 

young man.
“Come, now,” urged the manager, 

“how much do you think you ought 
to have? You are a young man and, 
virtually, a beginner. How much?” 

“I’m not a beginner,” Johnny de
clared, not without irritation. “I’ve 
been at the business four years. I’m 
not a young man. I’m right in my 
prime, where I ought to be earning a 
large salary.”

“How much do you think you 
ought to get?” asked the manager, 
tentatively.

“Well,” began Johnny, a twinkle in 
his blue eyes, “let us see what I 
ought to have according to corpora
tion methods of figuring.”

The manager laughed uneasily. He 
did not like the determined manner 
of the young man. It did not portend 
satisfactory adjustment.

“When you estimate your earn
ings,” Johnny went on, “you begin 
with the value of the holdings of the 
corporation. You must have at least 
8 per cent, on that. Then you fig
ure on the up-keep. It takes so much 
every year to keep the plant up to 
its best. Then you figure on divi
dends, the 8 per cent, being only 
interest on capital invested. Then 
you figure on betterments, which is 
totally distinct from maintenance. 
Then you figure on a general sinking

fund to replace the plant after a 
time.”

“What has all this to do with the 
question of how much more money 
you want to hold us up for?” de
manded the manager, irritably.

“Why, I’m going to reach the sum 
I ought to have by your process,” re
plied the young man. “Look here! 
I’m worth five thousand dollars just 
as I stand here; that is, I’m worth 
that much dead, according to values 
as expressed in settling for' men kill
ed in railroad accidents. So that is 
the value of my plant. Sounds odd to 
call a man a plant, but that’s just 
what he is! So I’ve got five thousand 
dollars invested in the business of 
making a living.”

“You are crazy!” ejaculated the 
manager.

“Just you wait!” Johnny put in. “I 
have five thousand invested in a 
plant. I’ve got to get 8 per cent, on 
that,- which is four hundred dollars. 
Now for the up-keep. It costs me five 
hundred to live, very plainly. That 
brings it up to nine hundred dollars. 
Now for the betterment item. I’ve 
got to buy books and newspapers. 
I’ve got to travel a little, and I’ve 
got to spend money working out 
problems of different kinds. We’ll 
put that down at one hundred a year, 
and that makes a thousand, and I’ve 
had no earnings—profits. See?”

“Bright boy!” laughed the mana
ger.

“We’ll call the earnings the divi
dends. What ought I to have on such 
a business—a clean plant, well car
ed for and economically managed? 
Eight per cent, ought to be about 
right. There’s another four hundred 
dollars, and cheap at that.”

“I guess we don’t want you fixing 
salaries around here,” grinned the 
manager.

“Now,” said Johnny, “here’s anoth
er proposition to figure on. Like the 
plant you have, my plant will wear 
out some day. You can replace yours, 
but I can’t replace mine. All I can 
do is to take the money you set aside 
in your business for rebuilding the 
plant and put it away for the ten 
or twenty years of life when I shall 
not be able to work. Say fifteen 
years of senility. That will be at 
least ten thousand dollars.’-

“You aim to live high in your old 
age,” said the manager.

“Just comfortably,” replied Johnny. 
“Now, if I remain here until I’m 55 
you’ll be telling me that this is no 
home for the aged and turning me 
out to grass. So I must save this ten 
thousand in thirty years. That will 
be, say, three hundred dollars a year, 
with interest. That brings the total 
up to seventeen hundred dollars.”

The manager laughed softly, as if 
he enjoyed the thing.

“Now,” Johnny went on, “I’ve got 
my interest on my plant, my divi
dends, my up-keep money and my 
sinking fund. But I’m the manager 
of this plant, and I’ve got to have my 
salary for that. How much ought I 
to receive for running a plant like 
this one you see before you?”

“But you’ve got your dividends,” 
said the manager.

“Four hundred dollars a year for 
running a plant like this!” cried the 
young man. “Not much! That is not 
the way this corporation does busi
ness. That is not the way the big 
men do business. I’m worth thir
teen hundred dollars a year, say. 
That is only twenty-five a week, and 
dog cheap at that. That brings my 
salary up to three thousand a year. 
Do you want to pay it?”

“I should say not!”
“Well, then, no hard feelings! Just 

take my name off the books at the 
end of the month.”

“Come, come,” said the manager, 
“this joke has gone far enough. 
What do you want for the next 
year?”

“Three thousand dollars.”
“You’re insane, man!”
“Still,” smiled Johnny, “you can’t 

show me anything wrong about my 
figures. I have followed the route 
taken by corporations in estimating 
my value.”

“Your value to yourself.”
“All right, my value to myself! 

Well, if I am worth that much to 
myself I’m worth that much to you. 
That is why so many men work hard 
all their lives and then die in the 
poorhouse. They don’t figure right. 
They leave out all the items which 
the corporations put in except the 
one of maintenance. They do not 
figure on interest cn the investment 
—the value of the plant—or the divi
dends, or the sinking fund or the up
keep item. They just figure on the 
maintenance item.”

“They figure on all they can get!” 
roared the manager.

“If they knew the ropes they’d fig
ure on getting still more,” laughed 
the young man. “They just figure on 
enough to keep themselves fit for 
work. Now, if you should do that 
sort of figuring at your plant here 
you’d soon go broke.”

“You're an anarchist!” roared the 
manager.

“An anarchist! For following 
methods practiced by the corpora
tions!”

“What man is worth five thousand 
dollars?” asked the other.

“You are,” replied Johnny, “and 
you are getting a 100 per cent, on 
the mental plant you operate this big 
plant with—five thousand a year.”

“Well,” said the manager, “we 
won’t discuss that. How much?”

“Three thousand a year.”
“Go home and sleep on it,” urged 

the other.
“Well,” said Johnny, “anyway I’ve 

made a reasonable demand for a rea
sonable salary. If I can’t get it I ’ll 
try for myself. Perhaps I can se
cure all the interest, the dividends, the 
maintenance, the up-keep, the sink
ing fund items you insist on in your 
corporations. At least, I’m going to 
try.”

“If you succeed,” said the manager, 
“that will be proof positive that you 
are worth the three thousand a year. 
If you don’t prove it, that will show 
that you have placed your capitali
zation too high.”

“I’ll prove it.”
“If you do,” smiled the manager, 

“come back here and we’ll give you 
more than three thousand a year. We 
want good man, but we’re from Mis
souri.”

Whether or not Johnny succeedea 
is another story. Alfred B. Tozer.

Post Toasties
Any time, anywhere, a 
delightful food—
•The Memory Lingers.”

P os turn Cereal Co., Ltd. 
Battle Creek, Michigan

The McCaskey Register Co.
Manufacturer* of

The McCaskey Gravity Account 
Register System

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

ALLIANCE, OHIO_____________

'TVU  A Your Delayed
1 Freight Easily

and Quickly. We can tell you 
how. BARLOW BROS.,

Grand Rapids, Mich.

FOOTE A  JENKS» COLEflAN’S ( B R A N D )
Tarpeneless High Class

Lemon and Vanilla
Write for our “ Premotion Offer" that combats "Factory to Family” sohemes. Insist 

on getting Celemen’s  Extracts from your jobbing grocer, or mail order direet to
FOOTE & JENKS. Jackson, Mich.

Trees Trees Trees
FRUIT AND ORNAMENTALS

A Complete Line

GRAND RAPIDS NURSERY CO.
418-419 Ashton B ldg., Desk  B  Grand Rapids, Mich.
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A means of drawing a crowd is al-Plans For Christmas Trade Should 
Be Made Early.

The retail storekeeper who is 
awake to his opportunity looks for
ward each year’s end to the holiday 
season and always calculates upon a 
substantial increase of profit be
cause of the season. It is to the in
terest of every retailer to plan many 
days ahead to get a good share of 
the holiday trade, but it quite fre
quently happens that when the cru
cial time approaches a dealer is 
caught unawares. He has not made 
his preparations early enough for 
the proper handling of his trade.

The right methods and arrange
ments made in time will make the 
holiday season a most successful and 
profitable one, and the work will be 
made much easier when the prepa
rations are made in the quiet days 
before the rush. Not only will early 
preparations make a retailer’s work 
much easier, but his early displays 
will permit him to appeal especially 
to those people who wander from 
store to store many days before the 
Yuletide. If they see a desirable 
holiday stock in early they will take 
advantage of it anyway.

Next to plans for getting the store 
in shape for the holiday business, 
it is for a retailer to lay out an ad
vertising campaign that will show 
sufficient individuality to be produc
tive of real results. Circulars, win
dow bulletins, and attractive an
nouncements are always essential to 
the small retailer, while the larger 
concerns may look with profit to a 
more general scope of advertising. 
To give such details the care they 
should have means that they should 
be prepared beforehand, when judg
ment and time can be utilized.

Sales ahead of the holiday season 
may be small, but preparing ahead 
of time will eventually mean that a 
profitable pre-holiday business will 
be built up, and purchasers will grad
ually learn to look upon such a 
dealer who is ahead of time as a 
leader in his line.

A retailer in a small. town has 
some certain advantages over the 
larger dealer of the big city. The 
former is closer to the people whose 
trade he gets, or hopes to get, and 
he is even on intimate terms with 
most of his clientele. An early dis
play in the window or store in the 
smaller communities is most effective 
in every way. It is true that pass- 
ersby who make the town store a 
rendezvous almost, readily appreci
ate displays. It is because of that 
fact that a dealer in the smaller plac
es gets the reputation for being a 
wide-awake storekeeper.

ways a good thing, but such attempts 
should be timely and made with dis
cretion, if the future reputation and 
business of the store is to be con
sidered. . Many schemes may be 
brought into play in this connection, 

, and if a retailer is of an inventive 
turn of mind, he will have no trou
ble in attracting the attention of the 
passersby in the neighborhood of his 
store by something that is novel in 
window display.

The necessity for a prompt deliv
ery service during the holiday sea
son counts for much. If a retailer 
makes a promise to deliver a pur
chase at a certain time, and after
wards finds it impossible to live up 
to the promise, no amount of ex
planation or apology will ever re
gain for him the good opinion of a 
disappointed customer. Especially 
is that true of holiday sales. A sys
tem of keeping an accurate account 
of such promises of delivery in the 
rushing times of the Yuletide must 
be devised, and there is no better 
time to consider that provision than 
the quieter days before the rush. A 
convenient method of systematizing 
such a list of deliveries promised, is 
to set aside a book, or use a card 
system, for the special purpose. Ev
ery article sold for delivery should 
be listed and in such a way a dealer 
can facilitate the handling of such 
goods. If possible, such orders 
should be separated according to the 
hours and days on which they are 
to be delivered. A dealer may fre
quently consult the list and see that 
the schedule is carried out as ar
ranged. After the goods have been 
delivered, the card of the index, or 
the entry in the book, can be set 
aside or checked off.

The question of giving credit in 
retail trading at holiday time should 
be considered most thoroughly. Ex
cept under unusual circumstances, 
and to regular charge customers, a 
dealer should refuse to extend cred
it and try to carry on his business 
on a cash basis strictly. It is an easy 
matter for the retailer to make mis
takes when he attempts to decide 
just who is and who is not entitled 
to credit. The profit in retail trad
ing in this day is not so great as 
in days of yore and a retailer can 
not afford to risk his goods on only 
a possible chance of getting his 
money. In the holiday season many 
people become over-enthusiastic and 
forget the limitations of their re
sources. Such persons possess 
themselves with many varied and 
sundry purchases, which have at
tracted their eyes from the resplend

ently stocked stores. Again, almost 
every one has quite a list of friends 
who simply must have presents and 
under such circumstances a buyer 
may run himself into debt, in the 
fulfilling of what he thinks is al
most a moral obligation.

The selling of goods is another 
most important phase of the gen
eral routine, for at the close of the 
Yuletide season a retailer may find 
that he can blame himself in a meas
ure, and his clerks partly, if he is 
confronted with a surplus of holi
day stock It often happens in the 
rush period that the retailer will 
forget to emphasize the old ’ quality 
argument and too often harps on the 
cheapness of the goods. Cheapness 
in price may be an attractive topic 
for a purchaser to listen to, but it 
is almost out of place so far as 
trading just before Christmas is con
cerned.

If a retailer is not patient with 
the ignorant, he may learn in little 
time that he is shying off willing pur
chasers. A few suggestions casually 
put will help such ignorant custom
ers who are in doubt about what 
they want. This will also make the 
work of the retailer much easier, for 
he will save time in the selling be
sides having well satisfied custom
ers, who will be apt to return and 
make other purchases from time to 
time.

Misrepresenting goods during the 
holidays is a poor policy. A cus
tomer who has been subject to 
misrepresentation will not forget if 
readily, nor will the recipent of a

present purchased under untrue rep
resentations relish the imposition, if 
the defect be on the surface, for the 
person who receives a present from 
another annually knows about what 
the valuation is intended to be, and 
as a consequence the store who sold 
the Yuletide remembrances may re
ceive a far from desirable reputa
tion. Too much talk by the retailer 
concerning the goods he offers, and 
such assertions that lead a customer 
to think that goods are the finest, 
the greatest, or the only, when in 
reality the goods are mediocre and 
just gotten out for the holiday—such 
representations seldom result in any 
permanent gain.

A retailer can not be too careful 
iii wrapping up packages at Christ
mas time. The general appearance 
of a store, too, the handling of cus
tomers, and the decorations and in
cidentals that conform with the sea
son, all these signify that a retailer 
will be well paid for his extra ef
fort if he aims in the right direc
tion.

In many show wndows during the 
Christmas season the incandescent 
electric light bulbs that are used in 
decoration are half worn out and the 
illumination is weak. A pale yellow 
cast is the general effect. . I t would 
be to the benefit of such dealers to 
replace the worn out bulbs with new 
ones, and thus give a brilliant and 
clear effect to the entire store.

Too much can not be said of ap
pearances in soliciting a big holi
day business, and whatever effort the 
retailer may exert will bring sub-

Just Common 
Sense

Go over your rubber sales for the last 
two seasons and strike a fair average.

Is there any good reason why you 
should expect to sell fewer rubbers this 
season? No. not if you are alive. Every 
season

Wales Goodyear 
Rubbers

are better than the year before—the Bear 
Brand means satisfied customers — you’ll 
need the rubbers all right, no escaping that 
About two days of snow will use up your 
school arctics.
i( Bont you think you’ve been saying 
‘tomorrow” about as long as it’s safe? Bet

ter send in that order today.

Herold-Bertsch Shoe Co.
Grand Rapids, Mich.

Distributors of
Wales Goodyear Rubbers

Makers of the famous
Bertsch” and “H. B. Hard Pan” Shoes
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stantial returns well worth the ex
tra outlay. Christmas comes but 
once a year and after the passing of 
it, dealers must wait twelve months 
before they again receive the much- 
prized opportunity to get this addi
tional business, which permits by a 
commercial custom a little more mar
gin of profit than the humdrum rou
tine of the rest of the year.—Shoe 
Retailer.

Neglect of the Arch.
Heels and toes of shoes having 

been discussed at length, brief atten
tion will be given to the middle of 
the shoe or ankle. This appears to 
be the most important part of the 
foot and a least important part of the 
shoe. To the present time only scant 
attention has been given to the meas
urements of the arch of the foot. It 
varies from the flat foot to the arch 
that is one-half inch high. Lastmakr 
ers and shoemakers make some slight 
provision for the different elevations 
of arches. They are, however, giv
ing a great deal more of attention 
to the matter. Lynn manufacturers 
commonly recommend high arch 
shoes for the style that is in them, 
and sell low arch shoes for service 
shoes. But the importance of the fit 
of the shoe to the arch of the foot 
has not by any means been empha
sized as much as the fit of the shoe 
to the toe of the foot has been em
phasized, nor as much as the fit of 
the heel is now being emphasized.

This mention of the arch of the 
shoe concludes a somewhat lengthy 
discussion of the fitting qualities of 
shoes. The purpose of the discussion 
will be repeated, to emphasize it: 
Style is the whole thing in footwear 
to-day. But it is dependent upon fit. 
No matter how stylish shoes may 
look, they can not continue in style 
unless they fit. And shoes that fit 
must fit all over, not merely at the 
toe of the foot but at the heel and 
about the instep as well.

At the Celestial Gate.
The druggist approached the Ce

lestial gate. St. Peter opened the 
portal for him and bade him enter 
and join the heavenly choir.

“Not so fast,” admonished the 
compounder of pills. Before I go in 
there I want to ask a few questions: 
Have you any city directories in 
Paradise?”

“No,” replied St. Peter.
“Any remedies for growing hair on 

bald heads and door knobs?”
“None.”
“Any soda fountains?”
“We don’t know what they are.”
“Do you sell stamps?”
“We don’t use them here.” *
“And last, but not least, have you 

any telephones?”
“We have not.”
“Then I’ll go in, for I guess this 

is Heaven all right, all right.”

There is always hope for the man 
who will take his medicine without 
a whimper.

We notice that most people who 
are cofi^upjed by curiosity still sur
vive.

Mixing Parcels Post Into Second 
Class Mail.

Cleveland, Ohio, Nov. 11—I am glad 
to receive a copy of the Michigan 
Tradesman, and I thank you for such 
words of praise as you feel you can 
bestow on my poor efforts.

May I first and foremost earnestly 
beg that you will spell my name cor
rectly—Charles Wm. Burrows, instead 
of C. W. Burroughs. I am, in a mild 
way, very sensitive on this point. It 
has been an old New England name 
for many generations.

My daughter was the sponsor at the 
launching of the torpedo boat de
stroyer Burrows a year ago last June 
at the shipbuilding yars just opposite 
Philadelphia, and I was proud to have 
her assist in putting afloat one of the 
most beautiful warships I have ever 
seen. It is 325 feet long and built 
on lines as beautiful as those of a 
greyhound, capable of going 33 or 34 
knots an hour. It was named, of 
course, after Lieut. William Burrows, 
who, in the war of 1812, in the con
test between the Enterprise and the 
Boxer, off Portland, Maine, was the 
winner of the fight, although both the 
American and British captains were 
killed in battle, as is indicated by 
Longfellow in his poem, “My Lost 
Youth.”

As to your article, I scarcely know 
what to say, but, as I see it, there is 
an excellent answer to every conten
tion made by you, but I suspect that 
we are upon different sides of the one 
matter that is the crux of the whole 
situation, the second class mail rate. 
Thereon I can assure you  ̂ I have a 
very strong feeling in the matter, 
though even then I am able to see 
how you may be of an opinion at 
variance with my own.

I concede your argument that the 
Merganthaler operators and fast pow
er presses have reduced expense ac
counts and made possible the produc
tion of periodicals of all sorts at di-' 
minished costs, yet nevertheless the 
question of postage remains, as I see 
it, quite the most important factor in 
the situation.

You speak of the growth of trade 
publications and, of course, I agree 
with you, but while many trade pub
lications are needed, yet many are en
tirely unnecessary. Take, for example, 
in banking. There are some eighty-six 
different banking periodicals of which 
I know, and in asking a prominent 
New York banker about them, how 
many were needed, he said three and 
that the rest were “leg-pullers.” Sup
pose as many as ten are needed; the 
rest just exist on printing advertising 
which the Government distributes at 
one-tenth of the cost of the service.

I am sorry that I did not have a 
chance to meet you in person when 
in Grand Rapids, for I should much 
like to have a personal talk over the 
whole situation with you. I think 
there are several features of it that 
I might throw a side light upon that 
would be of interest to you. No one 
of us has all the right on his side of 
any question. You know the old polit
ical maxim “Right is right, but by a 
very small majority.”

If I am again at Grand Rapids I

hope I may have a quiet confab with 
you on the matter. It can do no 
harm to either side to know how the 
“other man” views things, provided 
the “other man” is not a mere crank. 
I see more at stake in this question 
than you do, but I’m not “dotty” on it.

Charles Wm. Burrows.

News Matters in the Buckeye State. 
W ritten for the Tradesman.

Reports on the cost of eliminating 
all grade crossings in the central part 
of the city of Newark will be made 
soon to the Common Council, both by 
the city and by engineers of the rail
roads who are working on plans of 
their own.

The business men of Van Wert 
county have offered $400 in prizes for 
the best essays by school children of 
the cities and townships on these 
topics: “Possibilities of Van Wert 
County,” “Boosting Van Wert,” “How 
Best to Promote the Mutual Interests 
of Our City and County,” “Why we 
Should Buy Goods at Home,” “Why 
we are Proud of Van Wert County,” 
and “The Van Wert of To-morrow.” 
The awards will be made at a public 
meeting to be held at Van Wert, De
cember 16.

The State Board of Liability Awards 
is at work compiling the classification 
of the various industries of the State 
and also the rates which will be paid 
by each class of industry under the 
new workingman’s compensation law. 
It is thought that the rates under the 
new law, which covers a wider range 
of liabilities than the private compan
ies, will not be much if any in excess

of rates charged by the existing lia
bility companies.

This is booster week in the member
ship campaign started by the Dayton 
Chamber of Commerce. The city is 
divided into twenty sections and each 
section will be looked after by a cap
tain and three assistants. The cam
paign lasts three days and is expected 
to add 1,000 new members to the or
ganization.

Ohio manufacturers met in Colum
bus, November 10, to discuss matters 
of mutual interest, and the most strik
ing address made was that of W. G. 
Harding, of Marion, who spoke of the 
prevailing unrest among the people 
and the disturbed conditions as con
stituting a grave menace to American 
progress. “The time ia urgent, said 
he, “for sober thought and serious 
action, and there must be a better un
derstanding all around. The corpora
tions must get closer to the people 
and to the public ‘press. We have 
drifted to cross purposes. The poli
ticians have fomented, the press has 
aided and abetted, and the great man
ufacturing body has failed to step in 
with words and action so essential to 
a correct understanding. Envy and 
hate and distrust and denunciation 
must be superceded by an appreciation 
and confidence and co-operation, and 
you men must seek this change of 
sentiment.” Almond Griffen.

It is not worth while to say for
bear to a bear. The safer plan is to 
run.

Here’s Our
Duck Lumbermen’s Over

Made for Men, Youths and Boys
We 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.
IT ’S only one of our 
A most complete line of 
Boots, Arctics and Over
shoes. Catalog describ

ing them, all 
yours for the 
asking.

2 2 9  S U P E R I O R  S T
T O L E D O . O H IO .

Headquarters for Wales-Goodyear and Connecticut Boots and Shoes
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IMPLEMENT DEALERS.

Stenographic Report of Their Eighth 
Annual Convention.

The eighth annual convention of 
the Michigan Retail Implement & 
Vehicle Dealers’ Association conven
ed in Lansing November 7. On call
ing to order, President Goodes re
marked:

It gives me great pleasure to greet 
you $nd welcome you to this, our 
eighth annual convention; and as I 
look over this audience I see many 
familiar faces that met with us eight 
years ago in this Representative hall, 
the birthplace of our Association. 
We have grown steadily from infan
cy until we have arrived at the age 
of manhood. We have done much 
good, but there is much more good 
to be done. . Our influence as an As
sociation is felt throughout the State 
and beyond its borders. We need 
every dealer in the State as mem
bers, with his influence, and the co
operation of every business man in 
the State, that our influence may be 
felt far beyond its borders, even in 
the city of Washington, that our 
representatives will realize that we 
need protection from the get-rich- 
quick schemes and the catalogue 
house deception, and I will ask every 
member present and every dealer at 
home to put their shoulders to the 
wheel and assist us in our legal 
cause. To the implement dealers be
long the implement trade.

Rev. Cady Wilson then pronounc
ed the invocation, after which Pres
ident Goodes remarked:

We have with us to-day a distin
guished gentleman who is on the 
programme for the address of wel
come. He carries the keys and the 
secrets of this progressive city of 
Lansing. He may offer you the 
former, but the secrets I am inclin
ed to think he will keep inviolate. I 
have now the pleasure of introduc
ing to you the Mayor of the city of 
Lansing, Hon. John S. Bennett.

Mayor Bennett then addressed the 
convention as follows:

I am sorry that there are not more 
of our fair sex here this afternoon. I 
assure you, fellow citizens of Mich
igan, it gives me great pleasure to 
have the honor to stand before you 
to-day and to welcome so distin
guished a gathering to our Capital 
City on behalf of your Society. It 
is not my intention to burden you 
with any lengthy remarks on the 
beauties of Lansing. Mr. Gray, the 
Secretary of the Business Men’s As
sociation, will take pleasure, I assure 
you, to acquaint every one of you 
with the graces of Lansing, as he is 
in a position to and is far more ca
pable of doing that than I.

I could not do justice to Lansing 
without calling your attention to 
two or three of our municipal enter
prises. And first, our fire depart
ment. Lansing was one of the first 
cities of the State to adopt the au
tomobile fire system, and we have 
an organization and fire department 
of which we are very proud. When 
we came into power about three 
years ago we found the city, as we 
considered, without proper fire pro

tection. In my first message to the 
Common Council I called attention 
to the fact that the time had arrived 
to have better protection for our fac
tories, our business places and our 
residences. The movement was 
taken up by the Fire Board. Our ef
ficient chief, Mr. Delphs, and my
self, were among the first to advo
cate the purchase of an automobile 
fire engine. The project met with 
considerable opposition, but finally 
we succeeded in winning the approv
al of the Council and the experiment 
has been found to be a complete 
success, so that at. the end of the 
first year we took steps to increase 
its efficiency by the adoption of fire 
trucks and chemical apparatus. Dur
ing the last year we have added an
other engine. To-morrow at 1:45 
in the afternoon the fire department 
will give an exhibition in front of 
the Capitol. We would like to have 
every one present, when we will 
show you, gentlemen, our automobile 
fire department in full operation. We 
invite you all to witness it.

We also have a police department 
of which we are not ashamed. I do 
not think you will have anything to 
do with it, officially, while you are 
here, because the city is yours to 
go to and fro without being mo
lested. We would like to call your 
attention to our electric police alarm. 
Its name is the Dean Electric Po
lice Alarm. It would be worth your 
while to visit our police headquarters 
—to go down there and inspect that 
system, for all cities haven’t it.

Last, but not least, is our street 
lighting system. You are well aware 
that we own our electric light and 
water plant, one of the finest in the 
country. While it is not all paid 
for, every bond is met as it comes 
due. You will see to-night and to
morrow one of the best lighting sys
tems in the country; something like 
that at Des Moines, Iowa. I was 
there last spring. You have heard 
much about the White Way City. It 
was their system the business men 
and property owners were influenced 
to install, but we went one step far
ther: |^ e  never asked our merchants 
or citizens to contribute one dollar 
towards the cost of installing these 
lights in the way of taxes. These 
were paid for by our Lighting Com
missioners out of their own funds. I 
want you to please take special no
tice of our street lighting system. 
While it is small, we intend to ex
tend it to meet all our require
ments. The lights which you ob
serve around this beautiful square 
have just been installed. They were 
put in at the expense of the State 
and the city furnishes the light.

I have said all I wish to about our 
city just now. I wish to touch a 
little on our manufacturing interests: 
Our manufacturing interests in au
tomobiles and engines are not all; 
there are other articles of manufac
ture too numerous to mention. The 
products of Lansing manufacturing 
establishments are not only known 
within the confines of the State, but 
the name of Lansing, through our 
manufacturers and you gentlemen 
who handle the products of Lansing,

not only, as I said, in the State of 
Michigan but throughout the sister
hood of states; is spread from ocean 
to ocean. We stop not there. The 
products of the State of Michigan 
will be found in all the markets of 
the civilized world. Now, gentle
men, the manufacturers must realize 
this fact. They manufacture the 
goods, but that is not all of it—they 
must be placed before the people. 
You, through your stores and agen
cies, are the means through which 
the goods are brought to the con
sumers. This is a question or a sub
ject that needs united action. Fel
low citizens, I see to-day arising on 
the business horizon of this country 
a cloud. Unless that is dispelled— 
and if it is dispelled it has got to be 
done by kindred associations like 
yours and the retail dealers of this 
country—I can see the billows toss
ing this country’s trade to and fro 
upon the rock of commercial disas
ter. I refer you to that which is 
fostered by every department store 
of the country, that which to-day is 
hiding behind the cloak of the poor 
farmer. I refer you to the parcels 
post bill. You are in a better posi
tion to judge of the result of the 
passage of that bill than I am, but I 
am sure that you are awake to the 
grave responsibility of the future of 
the retail business of this country. I 
urge you to stand shoulder to should
er, through your society, that you 
may thus assist one another.

In 1904 the foundation corner
stone was laid in the city of Lan
sing, uppn which this Society was

built. As you see, gentlemen, no 
mistake was made. I feel that it has 
been the means of putting many of 
you on a better business founda»- 
tion, and has aided in the upbuild
ing of the business world. If we 
make a success we must remember 
that we are living in an age of or
ganization; we are taught that clear 
back before the time of man, when 
the Creator of this universe saw that 
to be a success all things must be 
organized the planets each have their 
course; the thousands of stars have 
their fixed organization; everything 
has its place and its course. That 
lesson, handed down from time im
memorial, from the ages beyond the 
memory of man, handed down and 
banded together both for business 
reasons and for mutual protection. 
Therefore, I say to each of you, 
when you put your hand to the plow 
look not backward, let your watch
word be “forward” ever.

Let me extend to you again a 
hearty welcome to the city, and all 
we ask of you when you leave is to 
carry home with you the warmest 
memories of Lansing. I wish you 
every success, and thank you.

The President—The next in order 
is a response by Mr. Gleason, Vice- 
President:

Mr. Gleason—In behalf of the 
President of the Association and 
members, I wish to thank you for 
the warmth of welcome extended to 
us. We feel perfectly at home in 
your city, as well as on account of 
its being the city of our birth. We 
were practically born in this city,

We
honestly 
believe 
we are 
making 
the best 
everyday 
shoes for 
Men, 
Boys and 
Youths in 
America

Let us 
show you

R indge, Kalmbach, L ogie & C o., Ltd. 
Grand Rapids. Mich.
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and we come back here on this, our 
eighth birthday, and when we come 
get a welcome like this and find that 
they have killed the fatted calf, we 
indeed feel at home. At our conven
tion held a year ago in Jackson we 
did not expect or anticipate all of 
the things which have happened, nor 
lay perfectly our plans for the com
ing year. The business of this year 
will make this one of the most im
portant conventions we have ever 
held and it should be an incentive to 
every gentleman to turn out at these 
convention meetings, because matters 
will be taken up which are of the 
utmost importance.

There is one thing in regard to our 
programme or catalogue: I hear 
quite a few complaints because some 
of you did not receive the catalogue, 
or possibly you received it late, and 
you may not have read our record. 
With your permission I would like 
to read a portion of this record be
cause we should all be proud of it. 
We were organized in this city in 
1904 with 108 charter members, fifty 
of whom are still active. A few have 
died, but we have had a steady in
crease every year until now we have 
nearly 500 members, which is almost 
one-half of the retail dealers 
throughout the State and certainly 
comprises a majority of the best 
dealers. Two hundred honorary mem
bers are enrolled.

Some of the results attained by the 
Association may be stated as tend
ing to prevent the carriage manu
facturers from withdrawing all guar
antees on goods left over from one 
season • to another; creating senti
ment against the parcels post sys
tem; securing the passage of a law 
for making exclusive contracts; pre
venting the passage of an act requir
ing the filing of title clauses, the 
same as chattel mortgages; securing 
to our benefit the Reciprocal Under
writers Insurance, saving them one- 
half of the cost of insurance. In 
addition, we have also induced a 
number of manufacturers to refrain 
from Contracting with irregular 
dealers; also induced a number of 
manufacturers’ supply people to mar
ket their goods entirely through the 
regular retail dealers; gives our 
members valuable information in re
gard to the 'expense of doing busi
ness—cost and profits; adjusted a 
large number of complaints to the 
entire satisfaction of members and 
manufacturers.

Again, I wish to thank you for 
your kind welcome and I am sure 
that every member will enjoy himself 
participating in the hospitality of this 
city while here.

President--'The next in order will 
be a response in behalf of the travel
ing men by Frank L. Day:

Mr Day—This is a double head
er. I not only deem this a great 
honor but a pleasure to respond in 
behalf of the traveling men to this 
very generous address of welcome. 
Our pathway is strewn with many 
fond recollections. It has been my 
pleasure on several similar occa
sions to enjoy the beauties of your 
city and the hospitality of the citi

zens of Lansing. The police power 
was dismantled and the key turned 
over to us, in which event upon our 
departure from this city it was left 
unblemished and stands to-day as 
one of the best commercial and man
ufacturing cities in our great State. I 
must admit, however, that your ad
dress is a little confusing—you ad
dressed two classes. I am anxious 
to see which one of us is to be the 
custodian of the keys. For your 
welfare and safety I advise you to 
turn the keys over to the traveling 
men.

Upon my arrival in this city this 
morning I was a little embarrassed 
by the question ased, “What are all 
you traveling men here for? We sup
posed this was an implement dealers’ 
convention. It looks more like a trav
eling men’s convention.” As my em
barrassment subsided, I replied: “We 
are here because we are honorary 
members, because we were invited, 
and we are here to extend to the 
dealers our right hand of fellowship, 
to co-operate with them and to stand 
by all the wise and just plans and de
cisions adopted.

Mr. Mayor, since listening to your 
address of welcome, I know further 
you are not looking for oratory from 
us, and so on behalf of the traveling 
men I will simply thank you from 
the bottom of my heart for your 
very cordial welcome.

The President—Gentlemen, agree
ably to the known custom adopted 
by all deliberative and legislative 
bodies it is customary for the Pres
ident to deliver his address. I will 
now fulfill that part of my duty:

[This address appeared in full in 
the Tradesman of Nov. 8.]

[The President’s address was fol
lowed by the Secretary’s annual re
port, all of which but the following 
appeared in the issue of Nov. 8.]

(Concluded from last week)
Stationery ............................................  45.75
Expense Complaint C om m itee.........  84.90
Office expense su p p lie s ......................  31.03
Pd. Membership Committee, 1910.. 75.00
Vice-President Expense, l 9 l 0 .......... 16.04
Badges, 1910 ......................................... 18.00
Telegraph and te lephone................... 8.36
Pd. Treas. Bonds ................................ 7.50
Attending fairs, selling space in

program ......................................... 91.02
Pd. for Cost Accounting Pathfinder 37.70
Expense President o ffice ................... 16.29
Refund of membership to E. E. Pax-

on, E lkhart, Ind.............................  3.00
As our fiscal year ends November 1st, 

some of these items are  for last year’s 
convention, not this, as 1911 convention 
will be repeated in 1912. Can you figure 
out how your dues of $3 for a year, will 
take care of these items, all of which 
are necessary with a  growing Association, 
as large as ours. Our dues for active 
members amounted to $198.00 for 1910-11 
and for Honorary Members $189.00, m ak
ing a  total of $1,182.00.

To pay bills amounting to $3,306.68, in
curred during 1910 to November 1, 1911. 
W ith always money to pay our bills and 
money in our treasury, is it  not plain to 
be seen th a t contrary to the understand
ing of some, the Secretary comes very 
near earning his own salary from the 
m anufacturers, who patronize our pro
gram, and which each year tu rns over a  
surplus, after paying his salry, to be used 
in the high places wher our $3.00 per year 
will not reach.

As President Goodes will subm it in his 
report a  number of resolutions, covering 
m atters pertaining to  th is office, we will 
omit them  here and say, in presenting 
this, my first report to you, I  have tried 
to make it  plain and complete, also the 
program  which is now in your hands, if 
they meet w ith your approval, well and 
good, if not censure me, if you must, 
bu t have charity.

The President—The next business 
in order is the reading of the min
utes of the last meeting.

The minutes of the seventh annual 
convention, held in Jackson, Novem

ber 9, 1910, were then read by the 
Secretary, which were accepted

The President—The next business 
in order will be the appointment of 
committees:

I will appoint as the Committee on 
Auditing the Books of the Secretary 
and Treasurer, F. J. Follmer, Vicks
burg; Isaac Van Dyke, Zeeland, and 
Elmer Langton, DeWitt.

I will appoint on the Committee 
of Necrology, J. E. Taylor, of Ma
son; Leonard Snyder, of Frazer, and
E. J. Merrifield, of Bloomingdale.

I will appoint as the Committee on 
Nominations, C. A. Slayton, of Te- 
cumseh; M. F. Wolff, Mt. Clemens, 
and Matt. Murphy, of Williamston.

On Resolutions, W. L. C. Reid, of 
Jackson; L. F. Bronte, Big Rapids, 
and P. E. Dunham, of Lansing.

The next question in order will be 
Questions and Answers by manufac
turers and travelers.

Now, gentlemen, it is up to you. If 
there are any questions that you wish 
to discuss' we will take this time to 
bring them out; also answers by man
ufacturers and travelers. Isn’t there 
some of you gentlemen who have 
something on your minds that you 
want to ask the manufacturers or 
travelers, so that they can answer 
you? We are going to give the man
ufacturers a chance to ask us some 
questions.

A voice in the rear of the room. 1 
would like to ask the manufacturers 
and their representatives why they 
consider it good business to sell 
goods in territory where they have 
not local agents?

The President—Will some manu
facturer answer that question.

Answer—Mr. President, I will ven
ture the remark that there are no 
manufacturers or travelers who are 
guilty of that and you will not hear 
from them.

. Thursday Afternoon.
Meeting called to order by the 

President.
The President—The first business 

in order will be the report of the 
Resolutions Committee, W. L. C. 
Reid, chairman.

W. L. C. Reid—Your Committee 
on Resolutions herewith submits the 
following:

Review.
No year in the history of this As

sociation has seen more important 
matters affecting its life and inter
ests and more good work accom
plished. The interests of our mem
bers have been advanced and our 
Association has increased in strength 
and usefulness. Our members are 
more loyal and united.

Our Position.
In view of the agitation being 

conducted by interests opposed to 
the retailers we desire to again af
firm the fundamental principle of our 
organization, viz., “The retail busi
ness belongs to the retail dealers.” 

Cost of Doing Business.
We recognize the necessity of ev

ery dealer, especially every member 
of our Association, learning the ac
tual expense of conducting business, 
so as to determine what prices to 
put upon the goods he sells, that he

ROUGE REX SHOES
There is double satisfaction in the handling of 
Rouge Rex Shoes.
In addition to the profit accruing to him in the 
sale, the merchant has that assurance that he 
has made a firmer friend out of that customer 
by supplying him with an A No. 1 article.

The customer, in turn, has that realization 
that he has received full value in return for 
his money, and his confidence in his dealer is 
thereby firmly established.

Why? Because Rouge Rex Shoes have in 
them all that men reasonably expect from 
GOOD shoes—neat appearance, solid service, 
extreme service.
We want an agent in your town. Drop us a 
card and our representative will call.

Hirth-Krause Company
H ide to  Shoe

Tanners and Shoe M anufacturers 
Grand Rapids, M ich.
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may make a success of his business. 
We therefore recommend that each 
member finds out from actual figures 
what it costs to run his business and 
what dividends it pays.

Local Clubs.
All the information and experienc

es we have been able to gather 
proves the great value of local clubs 
as business builders and character- 
makers, and there is no evidence on 
the other side of this question, there
fore we recommend, in every locali
ty where convenient and possible, to 
organize local clubs at once.

Insurance.
One of the greatest benefits finan

cially in decreasing the cost of do
ing business is the saving of one- 
half of the cost of fire insurance, 
made possible by our arrangements 
with the Reciprocal Underwriters of 
Kansas City, Mo., who are now le
gally authorized to conduct their 
business in this State. Our members 
should not neglect this opportunity 
to save money and strengthen their 
Association.

Parcels Post.
The interests advocating parcels 

post legislation are more active than 
ever after their numerous defeats, 
and by their Press Bureau items in 
the papers and solicitors securing 
monster petitions have made it ap
pear that the great majority of our 
citizens want a parcels post. It is 
necessary that our Association and 
its members should do all in their 
power to show our legislators the 
evils of that system—its bad effects— 
upon the small villages and cities and 
all the rural interest of the country— 
and we hereby pledge our Associa
tion as favorable to the appointment 
by Congress of a non-partisan com
mission to investigate the whole 
question of parcels post and the de
ferring of all legislation until such 
commission shall have had ample 
time to act and report.

Penny Post.
We favor penny postage rates on 

all first class mail matter and urge 
our members to notify their con
gressmen and senators to work foi 
same.

Pure Advertising Law.
Believing that many of our citi

zens are misled in purchasing arti
cles by false and misleading adver
tisements, we recommend that our 
Association place itself on record in 
favor of the passage of such laws 
or the amendment of laws now en
acted as will protect innocent pur
chasers from this cause with ade
quate penalties.

Exhibits.
. Having observed the increasing 

interest and mutual profitableness to 
both dealers and manufacturers of 
exhibits of implements and vehicles 
and allied lines at convention of sis
ter associations, we recommend the 
action taken by this convention to 
inaugurate this system with our fu
ture conventions to our members, all 
dealers and manufacturers affected 
by it.

Headquarters.
Having opened permanent head

quarters in this city with a full time

paid Secretary in charge, our Asso
ciation is now in better position than 
ever before to render every aid and 
service possible to each individual 
member, to our combined interests 
and to our local manufacturers and 
to push all departments of our work 
with more vigor and ability.

County Agents.
We are more firmly convinced aft

er two years’ experience that our 
system of looking after and extend
ing the work of the Association 
through county agents is the best for 
all interests and we recommend its 
hearty co-operation by all our mem
bers and extension to cover all our 
territory.

New Territory.
We regret that the delay in the 

mailing of our souvenir programmes 
interfered with the attendance of 
dealers in our new territory, com
prising the northern tier of counties 
in Indiana and Ohio, and recom
mend that steps be taken to can
vas said territory for memberships, 
and that our members living near 
this territory take special pains to 
see them and invite them to join our 
Association.

Concentration.
In view of the changes in our plans 

and offices, we have adopted the rec
ommendations of our President com
bining the office of Secretary and 
General Agent and placing the work 
of the Complaint Committee in the 
hands of our Secretary. We believe 
that this will greatly facilitate the 
work of the Association.

Federation of Retail Dealers’ 
Associations.

You are doubtless all aware of the 
objects and purposes of the National 
Federation of Retail Merchants. We 
find several states have such organi
zations to look after matters affect
ing the business interests of all re
tail dealers in their state and we be
lieve that such organizations could 
and would accomplish similar good 
services in this State. We therefore 
recommend that our Secretary open 
correspondence with the officers of

all retail dealers’ associations in this 
State with a view to affecting a State 
Federation of Retail Merchants’ As
sociations.

Our National Federation.
The changing conditions and prog

ress already made show more and 
more plainly the need and good work 
accomplished by our National Fed
eration and we hereby pledge it our 
continued support and assistance.

Appreciation.
’Twere better to send a cheap bou

quet
To a living friend this day,
Than a bushel of roses, white or red, 
To lay on his casket when he is 

dead.
Your Committee would deem it a 

pleasant duty to mention all our 
friends personally in our tribute of 
appreciation, but it can only specify 
a few of them. Special mention 
should be made of the faithful, con
scientious and self-sacrificing servic
es of our President, Wm. Goodes, 
and to all the officers and committee 
chairmen, who have by their unsel
fish service kept our Association 
steady and progressive — we owe 
more than our thanks.

To our hosts and friends in Lan
sing, especially Mr. Gray, the speak
ers and entertainers at the banquet, 
the ladies who served the banquet, 
the daily and trade press and to all 
who have contributed to our com
fort and pleasure during our conven
tion we thank them most heartily and 
sincerely.

Forward.
“By their fruits yç shall know 

them” is the measure of success in 
individuals and associations. Our ac
complishments have been good and 
great—we have borne only good 
fruits and these things should not 
only cheer us but stimulate each one 
of us to greater achievements—each 
for all—and all for each—harmo
niously, loyally, advancing the inter
ests of our Association.

The President—What will you do 
with the report?

Mr. McAuliffe—If  not otherwise

desired, I move that the resolutions 
be adopted as a whole.

The motion prevailed.
The President—Is the Necrology 

Committee ready to report?
Mr. Taylor, the chairman of this 

Committee, then read its report, as 
follows:

Necrology Report.
Our Heavenly Father has been 

kind to your officers, their ranks re
main unbroken, but two of our faith
ful members, Melvin Scott, of Hes
peria (Oceana county), and W. H. 
Murphy, of Carson City, having 
passed through the portals of Eter
nity to our Grand Association above.

We extend to those whose homes 
have been entered by the silent mes
senger our heartfelt smypathy.

It is fitting that we pause in the 
routine of our Association meeting 
to offer loving tribute to those who 
met with us a year ago.

Resolved—That these resolutions 
be spread on the minutes of our 
meeting, and be it further

Resolved—That a copy of these 
resolutions be mailed to the bereav
ed families.

On motion the report was adopted 
and made a part of the records.

The President—The report of the 
Cost Account Committee, by Mr. 
Follmer.

Mr. Follmer—Mr. Chairman and 
gentlemen: The report of the Cost 
Account Committee is not much in 
the nature of a report. It will be 
more in the nature of a little talk. 
Cost accounting theories have been 
threshed out in trade papers and 
elsewhere until nothing remains for 
me to say along those lines. Perhaps 
it remains for me to bring some of 
these theories to a head, and I earn
estly wish that I may be able to 
make my ideas few enough and sim
ple enough so that you can take 
them home in your minds and put 
them into practice, for the best the
ory ever promoted is no better than 
waste paper until it is put into 
practice. The first thing I want to 
impress upon you is that I have no
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suggestions for the dealer who has 
a good satisfactory system. When 
you have a system that tells you ac
curately what you want to know, 
stick to it and make no expensive 
changes. Now then, you dealers 
who have no adequate system, please 
try this when you go home. Rule a 
sheet of paper horizontally into lines 
representing the days of the week. 
At the end of the first week leave a 
double ruled line for footings. Then 
follow with more rulings until you 
can take care of a month’s business 
on your sheet. Then rule it verti
cally into four columns for dollars 
and cents. Let the first column rep
resent total sales; column No. 2, total 
expense. Divide the total expense 
by total sales and put the quotient 
in column No. 3. This represents 
percentage of cost to do business 
based on selling price.

Get every expense that rightfully 
belongs to your business into column 
No. 2.

Now then, for column No. 4. Let 
it represent your minimum required 
profit.

Now, this is but a crude example, 
but once started the necessary ad
ditions will occur to you from time 
to time, by which you can develop in
to a concrete .system. But the idea 
is this, if you keep your actual ex
penses side by side with what you 
know must be your minimum of 
profits it becomes in a sense a sort 
of low water alarm controlling your 
business.

Do not misunderstand me, column 
4 represents a minimum profit. Make 
just as much more as your indus
try and business acumen will per
mit.

This excess profit should never be 
taken into consideration until the 
annual inventory, when it appears 
satisfactory as an overrun.

What is the object of keeping up 
such a system as this? There are 
many. The one of which I wish to 
speak is, that it provides an intelli
gent basis for the pricing of goods, 
and here let me say that I suggest 
that you do not base the cost of 
goods on the price less the cash dis
count. Let the cash discount go in
to your overrun.

Now then, the system I have out
lined is crude. There are many tech
nical features which could be added 
as improvements that occur to many 
of you. But my idea is to hold these 
ideas to a simplicity that may be 
plain to some members who may not 
be, by education, expert book-keep
ers.

The most serious drawback to this 
system lies in the fact that the par
ties who need it most and could de
rive the most benefit therefrom are 
not here.

I feel that some of you would per
haps have chosen to have me go 
more into theory than to have tak
en up the technical features of a 
cost accounting system, but I feel 
that it is perhaps time for us to put 
some of our theories into practice, 
and for this reason I have tried to 
draw a picture of one page of a 
system, that will stay with you.

Referring To Crayon Drawing.

The first column will be total 
sales. Add cash sales and credit 
sales together. Column 2 total ex
penses. See that you get in all your 
expenses. If there has been any 
cash paid out of the cash drawer put 
that in there anyway. Keep all ex
penses—get your salary, taxes, get 
everything in there that comes in in 
the way of expense—interest on in
vestment—and divide it by total 
sales and you have the percentage of 
expense of doing business based on 
the selling price.

Now, for column 4: Let it repre
sent your minimum required of profit. 
But we have not any crayon.

(After procuring crayon): Here 
is Monday, Tuesday, Wednesday, 
Thursday, Friday, Saturday. You 
then place your weekly footings and 
another space for footings at the 
bottom representing the total for 
the month. ®

Question—Would that include the 
cost of those goods you happen to 
sell, the invoice price?

Mr. Follmer—No, we are not do
ing a thing with the invoice price, 
this is the selling price.

Question—I mean under the ex
penses?

Mr. Follmer—No, the invoice price 
of the goods has nothing to do with 
the expenses.

Question—It is other expenses?
Mr. Follmer—Yes, that is the cost 

of your goods; what you want are 
the expenses—clerk hire, rent, light-, 
heat, telephone, telegraph, etc. every
thing of that kind.

Here is Monday; here is Tuesday. 
This line is double, and is to be 
used for footings. Down here comes 
Tuesday, Wednesday, Thursday, con
tinuing it until you can take care of 
a month. The suggestions by way of 
development will occur as you use 
the system. For instance, you wane 
in here November 6, 7, ana so on 
down. Then here is our first col
umn for dollars and cents. Mon
day’s business is $100, and Monday’s 
expenses were $3.50; that is column 
No. 2. Tuesday’s business is $150; 
the Tuesday expenses were $27, if 
you pay off on Tuesday. Wednes
day’s business was $75 with the ex
penses of $10. Thursday’s business 
was $125 and expenses of $5, and so 
on down. Then We go back a min
ute; in adding up suppose we have 
the last week’s business, $450, and 
total expenses $45.50. Now divide 
the total expenses by the total sales, 
which gives you the percentage of 
doing business based on total sales— 
based on selling price.

This is but a crude sample, but 
once started the necessary additions 
will occur from time to time by 
which you can develop it into -a com
plete system.

I want to go back to column 4. We 
find this goes a little over 10 per 
cent.; it should be around 18 per 
cent., as we heard the other day. It 
will figure out if you are a good 
careful salesman—it will figure out 
from 16 to 18 per. cent., based on 
your selling price.

Now take column 4; let it repre
sent your minimum required profit. 
Just as a matter of suggestion we

will say 20 per cent. Now, 20 per 
cent, of $100 is $20, which is your 
profit for Monday. Tuesday, 20 per 
cent, of $150 is $30, and 20 per cent, 
of $75 is $15, and 20 per cent, of $125 
is $25. Now you have your minimum 
profit column.

Recollect this is not an absolute 
profits column. What I want to 
show is that you keep inside your 
actual profit and carry along side 
your expense column to make you 
careful, and you will know your 
business is not getting away from 
you. You can not get at your actual 
profits anyway except by an inven
tory.

On motion the report of the Cost 
Account Committee was accepted 
and adopted as far as possible.

President—Is the Auditing Com
mittee ready to report?

Mr. Slayton—Your Auditing Com
mittee have examined the books of 
the Secretary and reasurer and find 
the reported balance on hand of 
$319.43 to be correct, and past due 
indebtedness due from advertisers in 
1910 programme aggregating $115.

J. F. Follmer,
Isaac Van Dyke,
E. J. McNaughton, 
Auditing Committee.

On motion, the above report was 
accepted and adopted.

President—Gentlemen, we at this 
time offer for your sanction a change 
of article 5 of our constitution. I 
will read the part of the article to 
be changed. “The affairs of this Asso
ciation shall be managed by a Pres
ident, Vice-President, Treasurer and 
Secretary and a board of ten direct
ors, including the President, Vice- 
President, Treasurer and Secretary, 
who would be ex-officio members 
thereof.” We would recommend that 
in place of the ten directors that we 
make it eight directors. Now, gentle
men, there is a motion in order to 
that effect.

Secretary—I would say in this con
nection that it is necessary to change 
that article before the Nomination 
Committee makes its report. It sim
ply means making that eight instead 
of ten. We find we have quite a 
lot of directors, really more than is 
necessary. We have always worked 
along with eight, and the balance of 
the officers, making twelve, where we 
now have fourteen, and one director

was to fill the vacancy for my unex
pired term. A year ago it was 
changed so as to create the office of 
General Agent. On taking up the 
General Agent’s office and putting it
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in with the Secretary’s, that did 
away with that office and we had 
to install somebody to fill the di
rectorship.

Mr. Reid—I don’t believe the ques
tion is really clear in our minds. Is 
it the recommendation that there be 
eight directors, four to be elected an
nually in addition to the four offi
cers?

The President—Yes.
Mr. Reid—That would make the 

Board of Directors consist of twelve, 
with our four officers.

The President—That would make 
twelve directors, but we had fourteen 
the past year.

Mr. Reid—No, we had a new of
fice created last year to make our 
General Agent and he was made a 
member of the Board. He is an offi
cer, and at our July meeting, when 
Mr. Witbeck was elected Secretary 
and combined the offices of Secre
tary and General Agent, I was put 
in by the Board of Directors to take 
his place, and that would make, as 
published in our letter heads and in 
this programme, five directors for 
this year and four for next, but the 
five would all expire and we would 
need to have four elected in place of 
them.

The President—That is what we 
want to get at.

Mr. Reid—It will only be neces
sary to change from ten to twelve, as 
it now reads. It reads ten, includ
ing the four officers—President, Vice- 
President, Secretary and Treasurer— 
which would only leave you six di
rectors to be elected, three for each 
year. That change should have been 
in the constitution at the time we 
increased to twelve. Do I make it 
clear?

The President—I will read this: 
“The affairs of this Association shall 
be managed by a President, Vice- 
President, Treasurer and Secretary 
and a board of ten directors.”

Mr. Reid—Including the President, 
Vice-President, Secretary and Treas
urer.

The President—I guess you are 
right.

Mr. Reid—So that all the change 
necessary in order to have your 
board of directors as you want is to 
change the wording of this section 
from ten to twelve.

The President—Mr. Reid, if we 
have eight directors and we have a 
President and we have a Secretary, 
that makes ten.

Mr. Reid—Your Treasurer and 
Vice-President also are members of 
the Board of Directors.

The President—That will make 
twelve; I see. According to that, our 
article 5 was not correct last year.

Mr. Reid—No; it should have been 
twelve last year instead of ten. The 
change should have been made three 
years ago when you made the Treas
urer and Secretary members of the 
Board of Directors. In order to 
clear this up, Mr. President, I would 
move you that the word “ten” be 
changed to “twelve,” in article 5, “of
ficers."

The motion prevailed.
Mr. Slayton—Your Committee, to 

whom was referred the nominating

of officers for the ensuing year, beg 
leave to submit the following:

President—W. L. C. Reid, Jack- 
son.

Vice-President— A. L. Gleason, 
Copemish.

Treasurer—O. H. Boylan, Kalama
zoo.

Directors—Hon. C. L. Glasgow, 
Nashville; William Goodes, Flint; 
John Wagnes, St. Clair; Isaac Van 
Dyke, Zeeland.

C. A. Slayton,
Matt. Murphy,
T. L. Willison, 

Committee.
On motion, duly made and sup

ported, the Secretary was directed 
to cast the ballot of the convention 
for nominees as above.

The Secretary then cast the vote of 
the convention accordingly.

The President—I will now declare 
the officers named elected.

The President—Mr. Slayton and 
Mr. Cole, you will kindly conduct 
Mr. Reid to the platform and we will 
hear from him.

Mr. Reid, being conducted to the 
rostrum, the President said:

I am pleased to congratulate you 
on your election as President of the 
Association; I think you are worthy 
and well qualified. Gentlemen of the 
convention, I now introduce to you 
your coming President for the ensu
ing year, W. L. C. Reid.

Mr. Reid—This is an honor that 
any man in the State of Michigan 
might covet. I am sure that no man 
could look into the face of more in
telligent men than I am looking into 
now. I took pains in Chicago, when 
we visited the manufacturers’ con
vention, to get in front so I might 
turn round and look into the faces 
of the manufacturers of this coun
try—the men who we are doing busi
ness with. I am proud to say that 
our members—the men I am looking 
at now—will compare favorably with 
these men. We may not have on 
quite so many diamonds, but I am 
sure that we have more business than 
they do, a great many of them. I 
am sure that when some of the ques
tions came up to those men they 
seemed to be surprised, and in my 
correspondence with manufacturers 
I have been many times surprised at 
not finding what I expected to find, 
I wish to thank you for this hon
or; it is not one that I have sought, 
by any means, and yet if my work 
with you has been of such a charac
ter that you wish me to take charge 
of this office and carry it on, I pledge 
you the very best efforts of my life, 
my experience and my ability to help 
make this convention and this year 
and the future what it should be; 
but I realize that my efforts alone 
will count for but very little. It is 
only by combined efforts, by united 
efforts, by everyone doing his part 
that such results can be realized. My 
experience in many association mat
ters has led me to thoroughly be
lieve that no one gets out of any 
association any more than he puts 
into it, and those who put. the most 
in get the most out; so I urge every 
one of you to put in all that you 
possibly can of time, effort, thought

and work. The duties of this con
vention still devolve upon Mr. 
Goodes. I tried to make that state
ment when I was on the floor, and 
so we will let him continue this con
vention through to the end, and I 
am sure that we will all be thankful 
that he has done such noble service 
for us in the past three years. I 
thank you.

President—The next question in 
order is selecting the place of our 
next convention.

On this subject a letter was read 
from the Mayor of Saginaw, also one 
from the Common Council of the 
city of Saginaw and one from the Sag
inaw Board of Trade, each extend
ing an invitation to this Association 
to hold its next convention in the 
city of Saginaw. J. P. Beck person
ally represented the city of Saginaw 
and held forth in a speech on the 
floor of the convention th# attractive
ness of that city and its accommo
dations, railroads, hotels, auditorium 
and otherwise as a most desirable 
location for the convention of 1912.

The Secretary read some invitations 
from Grand Rapids of similar tenor.

Four telegrams were read from 
Kalamazoo of the same purport.

Each of these three cities had their 
representatives among the members 
of the convention who gave addition
al reasons to those otherwise urged 
why the convention should adopt one 
or other of these cities.

Mr. Dunham—Mr. President, I 
make a motion to appoint two tellers 
to proceed to ballot for these differ
ent locations.

The motion prevailed, and the 
President appointed Ernest Paul, of 
Pigeon, and Nelson Aymer, of Fraz
er, tellers.

There were 69 votes cast, of which 
Saginaw received 35; Grand Rapids, 
33; Kalamazoo 1.

The President—You have heard 
the result of the ballot. I will now 
declare that Saginaw will be the next 
place to hold our annual convention, 
and that will be on the third Tues
day, or the 19th day of November, 
1912.

Mr. Witbeck—There were three 
questions in the question box which 
I am going to preserve for next year, 
when we shall endeavor to arrange 
for more discussion in our closed ses
sions.

President—Before we adjourn I 
would like to thank every member in 
this room for their courteous and 
kind treatment of me, their prompt 
attendance at this convention, and 
for the honor you have conferred 
upon me in the past year as your 
President. I thank you very much, 
also extend the same thanks to the 
officers of the Association, who have 
been very courteous and of great 
assistance in my labors. As I said 
before, they have made it a pleasure 
for me to serve you as your Presi
dent.

A motion, which was supported, 
was then made that we adjourn to 
November 19, 1912, which motion
prevailed.

Proceedings of Directors. 
Lansing, Nov. 10—I have the pleas

ure of informing you that last eve
ning closed the most important and 
best attended convention of the 
Michigan R. I. & V. D. that we have 
ever held. More enthusiasm was 
shown, more interest was manifest
ed and a larger attendance at our ex
ecutive sessions was in evidence than 
ever before, and it is my pleasure to 
inform you that our former Secre
tary, W. L. C. Reid, of Jackson, has 
been installed as our next President, 
as a mark of the highest honor the 
Michigan Association is able to be
stow on him for his efficient and un
tiring efforts in the upbuilding of the 
Association, during the eight years of 
our existence. The retiring Presi
dent, as has been our custom, was 
placed on the Board of Directors. O.
H. Boylan, of Kalamazoo, was re
elected Treasurer, A. L. Gleason, of 
Copemish, was elected Vice-Presi
dent, and your humble servant was 
re-elected Secretary.

At the Directors’ meeting, held im
mediately after adjournment, the fol
lowing chairmen and committees 
were appointed:

Cost Accounting—J. F. Follmer, 
chairman.

Local Clubs—Jos. Wagner, W. 
Lisk and C. A. Slayton.

Auditing—Wm. Goodes and C. A. 
Slayton.

Insurance—Isaac Van Dyke, chair
man.

Legislative—C. L. Glasgow, chair
man.

Conference—W. L. C. Reid, F. M. 
Witbeck and Warren Lisk.

Having sent you the other re
ports, I herewith enclose you galley 
proof of the address as delivered by 
Frank E. Goodwin, which was much 
appreciated and we think worth your 
consideration, as it is a pure out and 
out business proposition, whicK* is 
encouraged by the Manufacturers’ 
and Jobbers’ Association, and en
dorsed by E. W. McCullow, of Chi
cago, chairman of the National Cost 
Accounting convention. We submit 
it to you verbatum. With regard to 
some of the other matters, we will 
not be able to get it out to you be
fore noon and as the full verbatum 
report of the convention you would 
not care for, I am only sending such 
matters as will be of general interest 
to your readers, and you can use as 
much of it as you see fit. We have 
a number of matters which time for
bids us taking up and- which will be 
now carried to the Secretary’s office 
and work done along their respective 
lines in letters to the trade press and 
circular letters from this office, which 
you will get due notice of from this 
office from time to time.

I trust that everything has been 
satisfactory from this end regarding 
the convention proceedings.

F. M. Witbeck, Sec’y.
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THANKSGIVING GIFTS.

A Practical Suggestion by the Old 
Grocer.

W ritten for the Tradesman.
If a man who has a permanent in

come far beyond his needs closes his 
purse when people are dying in his 
own city for lack of food and warmth, 
that man is just as much a murderer 
as he who watches a child drown with
out attempting rescue.

The old grocer was thinking along 
this line when Mrs. Maxwell-Howell 
made her way to his desk and plumped 
her prosperous-looking figure into a 
chair.

“Well,” she said, with no formal 
greeting, “I’m after you merchants 
again.”

“I see,” said the old grocer.
“We want to get up a Thanksgiving 

dinner for the poor,” the lady went on. 
“We are conferring with the mer
chants first. What is your idea?”

“It is a worthy charity,” was the 
reply.

“And you’ll give?” asked the lady.
“Of course.”
“Money or provisions? You know, 

a good many merchants will want to 
give provisions. I’m afraid ready cash 
will be scarce.”

“Why,” replied the grocer, “I want 
to give just what the people need the 
most.”

“That’s money.”
“Oh, I don’t know,” was the answer. 

“I think you have in mind the wrong 
word. I said what the people need— 
not what they want.”

“There is a difference,” agreed Mrs. 
Maxwell-Howell.

“Where are you going to give this 
dinner?” asked the old grocer.

“Oh, it is to be a basket dinner,” 
was the reply. “We’re going to fill 
large baskets and send them around.”

“I see.”
The merchant turned the matter 

over and over in his mind for a mo
ment, and then asked:

“All provisions in the baskets?”
“Why, yes; chickens, and beef 

roasts, and sweet potatoes, and loaves 
of bread, and tea, and coffee, and 
sugar—oh, a lot of stuff, you know, 
enough for two or more good meals 
for a family of six.”

“Exactly.”
The old grocer pulled at hjs Van

dyke beard and waited for the lady to 
go on, but she was waiting for him to 
go on—hoping for a larger gift of tur
keys and chickens, and sweet potatoes, 
and sugar and butter.

“Are you sure the poor of the city 
need large dinners more than clothing 
and rent money, and fuel?” he asked, 
in a moment.

“Of course we can’t fit a family out 
with all the necessities of life,” said 
the lady, impatiently. “What we aim 
to do is to give them a big dinner on 
Thanksgiving day. We can’t do 
more.”

“And yet,” began the old grocer, 
“and yet—”

“Now, don’t you begin to back 
away!” laughed the lady. “You said 
you'd help us in the dinner matter, 
you know.”

“No,” said the merchant, “I didn’t.

I said I would help give the poor 
what they needed most.”

“Isn’t that the same thing?” 
“Hardly.”
“I just know you’ve got a story to 

tell,” laughed Mrs. Maxwell-Howell. 
“You’ll tell it, won’t you?”

“I have an incident in mind,” the 
old grocer said, “which may, perhaps, 
convince you that what people need 
and what they want are two different 
things. Of course, people want plenty 
of things which they do not need. 
For instance, some families want big 
baskets of provisions on Thanks
giving day when they do not need 
them.”

“Can’t you let them feed fat on one 
day?” asked the lady.

“Sure,” was the reply, “I’d give 
them all they could eat on such a day, 
and a little over, but I would give 
them something else, too.”

“But we can’t always tell what they 
need,” said the visitor.

“The thing to do is to find out,” 
the merchant continued. “What’s the 
use of sending a family of three pro
visions enough for a dozen harvest 
hands when they are cold and ill?” 

“Your system would require a lot 
of work,” suggested Mrs. Maxwell- 
Howell.

“Yes, I presume so, but charity, 
rightly directed, involves unselfish de
votion to the cause.”

“Don’t forget your story,” urged 
the lady.

“It is not much of a story,” the old 
grocer replied, “still, it illustrates the 
contention that effort should be made 
to provide the poor with what they 
need most on such a day. Last fall 
I took the notion into my head that 
I’d find out what a few families in my 
neighborhood really needed the most 
before deciding what to send them on 
Thanksgiving day.”

“And you visited these people per
sonally?”

“Yes, I took the time to do that, 
because I wanted to help them. I 
have known big baskets of provisions 
to go to people who were too sick to 
appreciate them. In such cases the 
provisions were traded off at a quarter 
of their value. I have known people 
who never eat meat to be provided 
with fat turkeys and chickens, people 
who never taste tea or coffee to be 
given a dollar’s worth of each.

“Well, the first place I went, that 
year, I found an old lady sitting in 
a fheless room with two grandchil
dren. The three were wrapped up in 
bedding for increased warmth. There 
was no fuel in sight, only a small, 
one-wick kerosene lamp over which a 
pot of tea was simmering. The only 
thing to eat was a small loaf of bread. 
There was no sugar nor cream for the 
tea and only one cup and saucer for 
the three.

“I stood there for a long time talk
ing with the grandmother, just to see 
the meal served. Now, this cup and 
sauced proved to be the only bit of 
crockery in the house, and they had 
been given to one of the children as 
a birthday gift by a neighbor. There 
were battered tin cups and plates, that 
is all. How the family got down to 
such depths of poverty I don’t know.

I never asked, for it was none of my 
business.

“While I stood there, talking with 
the old lady, the tea was served. That 
one cup and saucer was used by all. 
They took a sip in turn, and I don’t 
think I ever saw more satisfaction on 
human faces than there was shown in 
the countenance of the three. It was 
a treat to have a cup and saucer. They 
seemed to be perfectly happy in the 
possession of them. The crusts of 
bread were secondary. In the pride 
of possession of the crockery the 
needs of the appetite seemed to be 
forgotten.”

“Oh, I knowl” said the lady. “It 
makes me shiver when you dig down 
to the bones of poverty in that way! 
Those poor children, happy and con
tented over their one cup and saucer, 
and only bread to eat!”

“Well, I left, after promising them 
something the next day, and went to 
the ladies who were managing the 
baskets that year. They had the fam
ily down for turkey, roast beef, sugar, 
and all the rest—two or three dollars’ 
worth of provisions.”

“I hope you didn’t stop their being 
sent!” exclaimed the lady.

“No,” was the reply, “but I split up 
that Thanksgiving gift. I sent half 
a cord of wood instead of the turkey. 
I sent a sack of flour instead of the 
luxuries. I sent plates and cups and 
saucers. I saw that they had plenty 
to eat for their Thanksgiving dinner, 
to, but I made sure that their wants 
were supplied for two weeks, at least, 
and after that they were not forgotten. 
Now, don’t you think a big basket of 
rich food would have been out of place 
there? I gave them what they needed.”

“Oh, yes!” was the reply. “I knew 
there would be some sense to your 
story I”

“At another place,” the grocer went 
on, “I found a family with all the 
comon necessities of life, flour, vege
tables, fuel, and all that, but likely to 
be evicted that day for the non-pay
ment of rent. A fat lot of good a 
big basket would have done them, 
with the landlord’s moving van loom
ing up in the distance. Why, they 
would have heard the wheels of the 
van every time they took a bite. The 
ladies had them down for a big basket. 
That was changed to a rent receipt 
which put the moving van fear out 
of their minds for a month at least. 
Now, don’t you think it is sometimes 
best to find out what people need 
most before trying to help them?”

“Indeed I do,” was the reply, “and 
I’m going to find out about the peo
ple on my list before the baskets are 
made up. If a poor woman wants a 
pair of rubbers more than she wants 
a package of raisins, she shall have 
them! Oh, I mean to give them all a 
feast on Thanksgiving day, but I’m 
not going to try to make them con
tented with food when there is some
thing haunting them—like rent, or 
fireless rooms.”

“I wish you’d pass the word along,” 
said the old merchant. “I don’t want 
to see the baskets stop going, but 
I want other things to go, too. In 
other words, I want the people to 
have what they need most.”

“I’m going to try that,” said the 
lady. “I’m going to visit every family 
down for gifts this year! I ’m going 
to make sure that no expensive things 
go to people who have no fires. I 
can’t get the picture of those three 
with the one cup and saucer out of 
my mind!”

“Don’t scrimp on the food,” advised 
the old grocer, “but see that what they 
most want is sent in addition to the 
dinner.”

The suggestion seems worthy of at
tention everywhere.

Alfred B. Tozer.

Action the Panacea For All Ills.
There was a time when the coun

try storekeeper had things all his 
own way. People had to trade with 
him or nowhere, for he had the only 
store in the community, and it was 
too long a distance to the next town 
for anybody to think of transferring 
patronage to another locality. Now 
all that is changed. With present 
roads and conveyances it is not so 
far from anywhere to somewhere else 
as it used to be. Then there is the 
mail order house with its catalogues 
stiffening the competition. These are 
the things that compel the dealer to 
quit being a storekeeper and become 
a merchant. Lack of competition 
produces lethargy followed by de
cay. Too long the country store
keeper didn’t have it—too long for 
his own good. If there had been com
petition from the beginning there 
would have been methods to meet 
it, which would have gone on de
veloping until the present time, in
stead of just starting in this twen
tieth century or a few years earlier. 
Precedent is an awful thing. It had 
been the custom to open a store in 
the country and then go to sleep, be
lieving there was no necessity for 
the expenditure of any further ener
gy. Even after there began to be 
two stores in the same community 
the only rivalry for a while seemed 
to be as to who could be the least 
enterprising. When the vision came 
to some and they found they must 
wake up the wrench was all the 
harder in tearing away from the hab
its of generations. But there were 
brave men to do it and their number 
is constantly increasing. It has 
been hard work. There is harder 
work than there should be on ac
count of the unfair competition of 
the mail order house. But even that 
may be overcome by proper meth
ods. There is wonderful power in 
properly applied energy. Action is 
a panacea for almost all possible ills, 
if not waste action. The trouble is 
too many who have tribulations to 
face dance an Indian war dance 
around them instead of using the 
same amount of effort to overcome.

The wise man does not let his wife 
hear him boast that he is a good 
manager; she knows better.

It is said that beauty is only skin 
deep, but a good deal of laughter is
n’t so deep as that.

Although we may never have lost 
any, most of us are looking for mon
ey all the same.
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Letter From the House Which Ac
complished Purpose.

The following letter was written 
by a wholesale house to a salesman 
who was the victim of too much con
viviality. It had the effect of straight
ening up a good salesman who had 
gone wrong. It was drastic treat
ment, but cured the “illness.” The let
ter, exactly as written, is as fol
lows:

We are in receipt of your favor 
of the 28th, which has been carefully 
read and noted, and we regret very 
much to learn of your illness, which 
you seem to think has been caused 
largely by the quality of water which 
you have been drinking in the terri
tory you have been covering. This 
water seems to affect you in a pecu
liar way for water. The trouble is 
that the water you have been drink
ing too much of has been fermented 
and then distilled. Some people call 
this variety of water, “Firewater,” 
others call it just plain whisky, but 
there is no question about the serious 
illnesses, numerous inconveniences, 
heavy expenses and empty pocket- 
books, besides other untold ills that 
dangerously affect a great many of 
the human family, caused directly by 
this brand of water, and the only 
safe preventive to use in a case of 
this kind is to absolutely let it alone.

That it seems necessary to write 
you along these lines we deeply and 
sincerely regret, but we are doing so 
with absolute knowledge of the facts 
in the case, which have been secur
ed through a most thorough and care
ful investigation, and we are com
pelled to come right out in the open 
and talk to you frankly in regard to 
the matter. If you expect to con
tinue in our employ, it will be abso
lutely necessary .for you to discon
tinue drinking, to cut it out alto
gether, because, if you continue to 
drink in the future as in the past,

it is going to destroy your useful
ness to this company entirely, and it 
is going to so impair your moral and 
physical condition as to unfit you in 
every respect to represent this com
pany in a satisfactory or efficient 
manner; besides, it costs you more 
money than you can afford to have it. 
cost, and the money you are spend
ing and have been spending for whis
ky could be better used with your 
family and on yourself, besides creat
ing a savings account in some good 
savings bank and laying aside a re
serve fund to care for you and your 
family in old age or for a rainy day.

Ifou are a good salesman. You can 
sell our line successfully and satisfac
torily. Y ou can secure an increase in 
salary and can earn a very lucrative 
salary, provided you will cut out this 
whisky business, which is interfering 
with your business and health and is 
causing you to lose time at the ex
pense of this company, and we would 
be very glad to have you continue if 
you are going to stop drinking, but 
if you are not going to do so, we 
want you to forward your resignatin 
immediately on receipt of this letter, 
come into headquarters, turn over 
your sample case, and we Will bal
ance up your account, as we can not 
afford to pay for time lost and wast
ed, especially so when the expense is 
created through self-inflicted sickness 
caused by drinking too much whisky.

This letter is plain, painfully so, and 
we regret very much that the neces
sity of the occasion demands the writ
ing of it, but we want you to know 
just exactly where you stand, and 
we are not going to beat around the 
bush in telling you so either. We 
have no desire to hurt or injure your 
feelings, but facts are facts never
theless, and you should know this. 
We want you to immediately tender 
us your resignation or we want you 
to immediately give up drinking 
whisky. The choice in the matter is 
yours, and you can take whichever 
course seems better to you. If you 
decide to discontinue drinking whis
ky entirely, we are going to increase 
your salary, commencing with the 
first of July, but if you mean to 
drink in the future as you have been 
doing, we are going to be compelled 
to discharge you from our employ, as 
we will not under any circumstances 
keep a salesman who drinks to the 
extent you have been doing or who 
lets drinking interfere with his busi
ness. Besides, you can not afford to 
lose the time and the money, nor can 
we afford to pay your salary and ex
penses under these conditions, there
fore, the proposition is entirely up 
to you.

So far as territory is concerned, we 
have none other for you to work in, 
and we believe if you will cease using 
the brand of water you claim has 
been causing your illness and will 
confine yourself to pure, clear, spar
kling spring water or good well wa
ter, your health will greatly improve 
and will not inconvenience you in the 
least in the territory where you are 
now working.

We have written you at considera
ble length on this subject. It is n r '. 
our purpose to write you again about 
it, neither shall we preach sermons 
to you or deliver temperance lec
tures, as you are old enough and 
bright enough to know what is best 
for you, and we have made plain to 
you what our course must be. This 
is the only time we have written to 
you about this matter and it is the 
last time, therefore you will not be 
worried or harassed in the future 
over our correspondence, but our ad
vice to you is to make up your mind 
to cut the whisky out absolutely and 
hold on to your job, inasmuch as 
what we are asking and demanding 
of you is just what will be demanded 
by any other house you may seek a 
position with.

With our best wishes for better 
health and a happier and more pros
perous future, we beg to remain, 

Yours very truly,

Wafted Down From Grand Traverse 
Bay.

Traverse City, Nov. 14—-Frank 
Friedrich, who always was one of the 
boys when he carried the grip; and 
who was appointed postmaster of 
Traverse City recently, still has the 
boys at heart and is doing all that can 
be expected of him for the traveling 
men who have occasion to call at the 
office.

With feelings of deepest sorrow, we 
record the sad news that M. D. Bry
ant, Upjohn Drug Co.’s (Kalamazoo) 
salesman, had the misfortune to lose 
his best friend on earth, his mother, 
she having passed to the Great Be
yond recently. We all sympathize 
with you, M. D.

The U. C. T.’s and the Board of 
Trade should try and obtain a morn
ing train north, either on the G. R. &
I. or P. M. Passengers are unable to 
go north at present until noon.

Will some one kindly furnish Her
man Hoffman with directions how to 
play a pianola, he having recently pur
chased one. His favorite selection is 
Martha Washington,” by Mayer Shoe 

Co., of Milwaukee.
Bartlett, of Grand Rapids, was 

seen in this section this week and 
evidently orders were scarce, for Bert 
was not carrying his usual smile.

Capitalists here are contemplating 
building a large summer hotel on the 
beach, a thing which this territory is 
badly in need of.

Wm. J. Armstrong, representating 
the Johnson Candy Co., of Milwaukee, 
called on the Grawn trade this week. 
Will reports a fine business.

Al. Lovelace, of Petoskey, was seen 
in Cadillac this week. W’hat’s the mat
ter with Mackinaw City?

Fred C. Richter.

The War on the Tip Requires Cour
age.

The Commercial Travelers’ League, 
in declaring it3 intention of fighting 
the tipping evil, is brave to the point 
of rashness. It purposes attacking an 
institution which is capitalized of the 
weaknesses of human nature—vanity, 
love of ostentation, the sense of super
iority and downright fear. To over
come the evil, the members of the 
League will have to suppress all these 
emotions—and more. They must en
dure all sorts of inconveniences.

One of the best known of the hotel- 
keepers in the country says that tip
ping is merely an expression of grati
tude. If one has been served well, 
one shows it, he says, by a small pay
ment. But, of course, this is non
sense. The tip is paid for good serv
ice and bad service alike. The unde
serving, indeed, often get more than 
do the thoughtful and eager. For they 
practice a form of blackmail. By 
showing how poorly they can perform 
their duties, they deliver a silent 
threat that they are likely to do a good 
deal worse unless the palm is greased.

To parade the evils of tipping is not 
to cure them. The Commercial Trav
elers’ League speaks of establishing 
warehouses as sample rooms and ar
ranging for boarding houses unless 
the hotels take the matter in hand and 
stop the practice altogether. That 
may work, but it yet means the ex
ercise of courage on the part of the 
commercial travelers. It means they 
will have to put up with boarding 
houses of varying degrees of hos
pitality, some comfortable and con
venient, but many of them conducted 
apparently for the purpose of supply
ing people with a cheap form of doing 
penance for their sins.—Toledo Blade.

The Breslin
Absolutely Fireproof

Broadway, Comer of 29th Street

Most convenient hotel to all Subways 
and Depots. Rooms $1.50 per day and 
upwards with use of baths Rooms 
92.50 per day and upwards with private 
bath. Best Restaurant in New York 
City with Club Breakfast and the world 
famous

* “ CAFE ELYSEE”

NEW YORK

Hotel Cody
Grand Rapids, Mich.
A. B. GARDNER, Mgr.

M any improvements have been 
m this popular hotel. Hotand cold water 
have been put in ail the rooms.

Twenty new rooms have been added, 
many with private bath.

The lobby has been enlarged and beau- 
tihed, and the dining room moved to the ground floor.

The rates remain the same—42.00. 52.50 
and 93,00. American plan.

All meals 50c.
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News and Gossip of the Traveling 

Boys.
Shame on the city of Niles! The 

Pike House, the only hotel in the 
town, was visited by officers con
nected with the State Board of 
Health and they ordered the dining 
room closed. They also condemned 
the other departments of the hotel 
in very strong terms. What’s the 
matter with Niles business men and 
the citizens? Our northern towns 
of 500 population can boast of a 
better hotel than can Niles.

Kindly address mail for Cliff Her
rick to Car Load Herrick. We un
derstand Cliff wont accept orders for 
candy less than car lots.

The U. C. T. dances are proving 
more popular than ever this season. 
Despite the bad weather, there was a 
very good turn out Saturday night. 
Next dance will be given Saturday 
Nov. 25. All travelers and their 
friends invited, whether members of 
the U. C. T. or not.

O. W. Stark, the one-time athlete, 
is but a shell of his former self. 
“Rasty” was put down for the count 
by his sister-in-law last Sunday.

Geo. Bruton, representative for the 
Worden Grocer Co., who has been 
seriously ill for some time, is report
ed much improved at this writing and 
expects to be out soon. The boys all 
hope so, too, George.

The proprietor of the hotel at 
Bloomingdale took a partner in the 
hotel business and between them, 
they promptly raised the rates from 
$1.50 to $2. All right, the boys don’t 
mind supporting a few more. They 
expect some one will take care of 
them some day—the undertaker.

John Hondorp invited O. W. Stark 
to attend a show with him while in 
Traverse City recently. When John 
tried to procure the tickets he found 
that the cheapest ones to be had 
were $1 each. Some one saw John 
a few days later and he was still run
ning.

Lee Higgins, Hartwell Wilcox, 
Paul Berns and others had a re-union 
in Hart recently. The re-union 
lasted from 8:30 p. m. to 6 a. m. As 
Homer Bradfield says, “I t’s a cinch 
that some one met with a setback.”

“Jimmy” McMahon was in Chicago 
last week. Jim attended a show at the 
Auditorium while there. We wish to 
congratulate James on his safe, return 
home. While in Chicago he was 
neither murdered, held up or run 
over.

Have you sent your dollar for a 
years subscription to the Tradesman, 
Mr. Travelingman?

Occasionally there is an item that 
Fred Richter neglects to put in the 
Traverse City gossip column so 
therefore: A hurray-up call was put 
in for the sheriff to arrest a blind 
Italian with a monkey and hand or
gan. When the officers caught up 
with the “Italian and Monk” they dis
covered it was Fred Richter carring 
his catalogue and being led by a dog 
as he had just been down to have his 
eyes tested.

John Townsend, formerly in the 
dry goods business at Clinton, has 
sold out and has accepted a position 
with ttj? ¡fyrnerican Cash Register Co.,

Chicago. John, who will make his 
headquarters in Grand Rapids, will 
be a welcome addition to the local 
traveling fraternity and will also be 
a credit to the “profession”.

Fred Beardslee has bumped into 
the “high cost” proposition. The 
livery man at Delton, who has always 
carried Fred for a certain price, 
boosted it 25 per cent, on the last trip. 
Of course, Fred objected very stren- 
ously and, of course, as usual the 
liveryman reduced his price. Like 
Kelley did.

A. N. Borden, formerly local rep
resentative for the Anderson Tool 
Co., has resigned and accepted a 
position with the Alma Manufactur
ing Co., manufacturers of gasoline 
engines.

Members of U. C. T. attention! 
Put a ring around Dec. 2 on the cal
endar and don’t make any other en
gagements for that night. Council 
meeting on that night and extra 
doings promised.

Just because G. R. Council, No. 131,
U. C. T., has reached the 400 mark 
don’t feel you can rest on yours 
oars. The new slogan should be “500 
for 131.”

Don’t forget we want the boys to 
hand or send us any items for this 
column. Don’t be afraid to send in 
something. We have only a “few 
more working weeks before Christ
mas” and have to make a good show
ing in other lines besides the gossip 
column.

Homer Bradfield and J. N. Rister, 
members of the United Commercial 
Travelers, 131 and 253, respectively, 
both of National Biscuit fame, at
tended a meeting of the Ladies’ Aid 
Society at Hastings last Saturday.

Grand Junior Counselor John Q. 
Adams, representing the Jackson 
Grocery Co., is grooming himself, as 
he expects to get into some of the 
above society events himself.

Sam Newman veteran traveler for 
D. M. Amberg & Bro., wholesale 
liquor dealers, also walking encyclo
pedia, seems very much put out at 
the special mention we gave Charlie 
Perkins in last weeks issue. We 
stated we hoped A. M. Amberg 
would have a beneficial trip and 
would return before Charlie gained 
control of the business. We might 
suggest, Sam., that if A. M. stays 
away long enough that you and Per
kins divide the place between you.

Personally, we would be satisfied 
to “sleep” in a wholesale liquor house 
one night—during our vacation time.

At the last meeting of the United 
Commercial Travelers Council, 131, 
resolutions were passed condemning 
the G. R. & I. coaches as unsafe and 
unsanitary and copies of the resolu
tion were mailed to the Railroad 
Commission. The following poem 
written by F. J. Gray and entitled My 
Kick, expresses very clearly the sent
iment of all who have traveled in a
G. R. & I- coach:

In your dally search for orders 
In  the w est half of the State

Did your travels ever land you 
On the cars, th a t’s never late?

S tarting  early In the morning,
Number five m ust be your tra in

Or the Gee Rap. Indiana 
Number seven is ju s t the same.

Take the smoker and just notice

W hat a  tidy place to ride 
See the day coach or the chair car 

Or any other place inside.
W e all often sit and wonder 

As the filth and d irt we see 
If Alvah Brown’s old pig farm 

Ain’t  a  cleaner place to be.
Here cigar bu tts th a t are ancient 

Roll around the smoker floor.
Chasing apple cores and rubbish 

Left there days and weeks before. 
Cracker-jack and salted peanuts 

Full of germs as they can be 
Fill the corners of the coaches,

This is sure a  sight to see.
I ju st wonder if the bosses 

In their private car so fine 
Ever rode up in the coaches 

On this dandy northern line.
If they never had the pleasure 

I do hereby them invite 
To go north or south as suits them 

W ith  me, any day or ni^ht.
Don’t  you think if we would s ta rt It 

As Chicago did some time ago,
W hen they roasted this same railroad 

And showed them the way to go? 
How they barred those old red coaches 

Never let them in the town,
So they borrowed Pennsylvania’s 

Ju s t to keep the howling down.
Don’t  you think an agitation 

Started by the  boys you meet 
Would result in cleaning up things 

So we all could get a seat.
In a  place th a t’s fit to carry 

Men who naturally are clean 
And to make those blooming coaches 

So the woodwork can be seen.
Now, let us work together 

Let us knock and kick some more 
Until there is a  new condition 

Of these cushions and the floor 
Let us ask the boss to help us 

W orking early, working late,
’Till those G. R. & I. old coaches 

Are the best in all the State.
What has become of C. S. F., the 

Saginaw correspondent? The stuff is 
too good to forget. Get busy or we 
will have to use a sharp stick on you.

gJ .  M. Goldstein.

Sudden Death of Lansing Traveler.
Lansing, Nov. 14 — Henry E. 

Burke, a well-known traveling sales
man, of this city, dropped dead Sun
day afternoon in the city water works 
and electric lighting plant, where he 
had gone to visit with a friend. The 
deceased had not been in good health 
for some time, although he had said 
little of it to his friends and rela
tives.

Mr. Burke reached the pumping 
room of the plant about 3:30 o’clock 
Sunday afternoon, and visited there 
for a short time before climbing the 
stairs to go to the office of his 
friend, Chief Engineer C. A. Cable. 
At the top of the stairs he dropped 
to the floor in an unconscious condi
tion and there died before Engineer 
Cable discovered his body about fif
teen minutes later. Mr. Cable sum
moned help and every effort was 
made to restore heart action. Coro
ner Thomas R. Palmer removed the 
body to Buck’s undertaking estab
lishment after deciding that no in
quest was necessary. It is believed 
that heart paralysis was the cause of 
death.

The deceased was born in Laings- 
burg September 21, 1871, coming to 
Lansing in 1890 to be employed by 
the Michigan Supply Co. He had 
since made his home here, although 
last February he accepted a posi
tion as traveling salesman with the 
Ranneville Belting Co., Grand Rap
ids. He had known Engineer Cable 
for many years and frequently call
ed on him when in this city.

Besides a widow he is survived by 
three children: Gertrude, Harry and 
Edmond; a mother, Mrs. E. K. 
Burke, and a brother, E. F. Burke, of 
this city.

Local Laconics from Lansing Trav
elers.

Lansing, Nov. 14 — At the last 
meeting of Auto City Council, No. 
305, a communication was received 
from Brother John D. Martin, sug
gesting that an official scribe be ap
pointed for the purpose of sending 
news concerning our Council to your 
paper for publication and the writer 
was unfortunate enough to be se
lected.

I am sending herewith two or 
three items. This is something new 
for me and just now there is not 
much doing, but if you can use what 
I am able to write I will endeavor 
to send more from time to time.

Just now considerable interest is 
centered in our Ladies Auxiliary, 
they having conceived the idea of 
serving supper at the Council par
lors and amusing themselves in va
rious ways until the Council is clos
ed. Thus they are able to see that 
the boys come straight home. Let 
the good work continue!

Brother F. D. Engle has resigned 
his position with Reeves & Co., for 
whom he has traveled in Michigan 
for the past eleven years, and ac
cepted a similar position with the 
American Seeding Machine Co. He 
will continue his residence in Lan
sing, however, and occasionally be on 
hand for a game of rum. We unite 
in wishing him continued success in 
his new position, but do not care 
to have this wish cover any game of 
rum, because—well, because.

H. D. Bullen.

What Does He Mean?
Detroit, Nov. 14—For the public’s 

sake, Mrs. Goldstein, please buy a 
box of bon bons for your little 
boy, Jimmie’s, sake, as he is appar
ently very fond of them.

W. S. Adams.

A Battle Creek correspondent 
writes as follows: Earl Shoup, who 
has been attending the Michigan Ag
ricultural College, at Lansing, the 
past two years, has accepted a posi
tion as traveling salesman for the 
Buick Automobile Co. His territory 
will embrace Ohio, Indiana and Ken
tucky.

John M. Shields (Lemon & Wheel
er Company) got so interested in the 
world’s series ball games that h< 
took two weeks off and hied himself 
away to Philadelphia in time to wit
ness the entire series. He is back 
on his job again, fresh as a daisy and 
plump as a partridge.

S. W. Johnson, who has covered 
Western Michigan five years for the 
Bostwick-Braun Co., of Toledo, has 
taken the territory for Foster, Stev
ens & Co., formerly covered by Frank 
Ewing, who has retired from the 
road to engage in the hardware busi
ness at Grant.

Detroit—A new company has been 
organized under the style of the Hen
derson Motorcycle Co., with an auth
orized capitalization of $175,000, of 
which $110,000 has been subscribed, 
$42,500 being paid in in cash and 
$67,500 in property.
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Secretary—Ed. J. Rodgers, Port Huron. 
Treasurer—John J. Campbell, Pigeon. 
Other Members—Will E. Collins, Owos- 

so; John D. Muir, Orand Raplda
Michigan Retail Druggists’ Association. 
President—D. D. Alton, Fremont.
F irs t Vice-President—J .  D. Gilleo, 

Pompeii.
Second Vice-President—G. C. Layerer, 

Bay City.
Secretary—R. W. Cochrane, Kalamazoo. 
Treasurer—W. C. Wheelock, Kalamazoo. 
Executive Committee—W. C. Kirsch- 

gessner, Grand Rapids; G rant Stevens, 
Detroit; R. A. Abbott, Muskegon; Geo. 
Davis, Hamilton; D. G. Look, Lowell; 
C. A. Bugbee, Traverse City.

Next Meeting—Muskegon.

M ich igan  State Pharm aceutica l A ssoc ia 
tion.

President—B. W. Austin, Midland.
First Vice-President—E. P. Varaum, 

Jonesville.
Second Vice-President—C. P. Baker, 

Battle Creek.
Third Vice-President—L. P. Lipp, 

Bliss field.
Secretary—M. H. Goodale, Battle Creek.
Treasurer—J. J. Wells, Athens.
Executive Committee—B. J. Rodgers, 

Port Huron; L. A. Seltzer, Detroit; S. C. 
Bull, Hillsdale and H. G. Spring, Unlon- 
vfll®.

Grand Rapids Drug Club.
President—Wm. C. Klrcngessner.
Vice-President—O. A, Fanckboner.
Secretary—Wm. H. Tibbs.
Treasurer—Rolland Clark.
Executive Committee—Wm. Quigley, 

Chairman; Henry Rlechel, Theron Forbes.

Resolutions Adopted by M. R. D. A. 
at Flint Convention.

Resolved—That all parcels post 
bills continue to receive the vigor
ous opposition of the retail drug 
trade.

Resolved—That the bill to place a 
tax on proprietary medicines be vig
orously opposed.

Resolved — That this Association 
favors interstate and narcotic legis
lation that will prohibit all illegiti
mate traffic in narcotics and habit 
forming drugs and confine their 
sales to proper channels, and uses to 
strictly medicinal purposes.

Resolved—That we favor a meet
ing of representatives from all 
branches of the drug trade and espe
cially with a committee from the 
State Pharmaceutical Association 
with a view of giving proper con
sideration to proposed State and 
National legislation which affect 
pharmacy and the manufacture and 
sale of drugs, to the end that a 
proper understanding may be arriv
ed at as to the need and scope of 
such legislation as well as the man
ner of protecting the interest of 
pharmacy and the common welfare 
thereto.

Whereas—There is little, if any, 
legislation prohibiting the refilling of 
physicians’ prescriptions, we believe 
the physician should specify “do not 
refill” in English words on each and 
every prescription which he desires 
not to be refilled.

Resolved—That it is the sense of 
this Association that the name wood 
alcohol be changed to wood naptha.

Resolved—That price protection, 
propaganda work and legislation con
tinue to be prominent issues of this 
Association.

Whereas—The National Associa
tion of Retail Druggists has been a 
pioneer in the movement in behalf 
of pure food and drugs, and has sup
ported all wise and practical efforts 
to safeguard the food and drug sup
plies of the Nation; therefore

Resolved—That this Association 
renew its deep interest in and pledge 
its hearty support of the principle of 
purity in foods and drugs as embod
ied in the Federal food and drug act 
and the acts adopted by the various 
states and pledges to Dr. Wiley and 
other Government officers charged 
with the administration of these 
laws our co-operation and assistance, 
to the end that the public welfare 
may be the further conserved and

Resolved—That the thanks of this 
Association are hereby extended to 
Dr. Wiley and his associates and to 
the several state food and drug com
missioners for every act of theirs 
which has given effect to the princi
ples of pure food and drugs.

Resolved—That we heartily com
mend the act of President Taft in 
his endorsement of Dr. Wiley.

Resolved—That our thanks are 
due and are hereby tendered to the 
retiring officers of this Association. 
We especially mention President 
Bugbee, Secretary McDonald and 
Treasurer Reichel. Their zeal and 
untiring efforts in our behalf is re
membered with gratitude.

Resolved—That we appreciate the 
faithful work done by our Legisla
tive Committee, Messrs. Reichel, 
Gilleo, Robinson, Thatcher, Coon 
and Cochrane. Although they did not 
accomplish all that they and this 
Association desired, the results 
achieved was a step in advance and 
give promise of more favorable leg
islation in the future.

Resolved—That we congratulate 
the local Entertainment Committee 
upon their splendid reception and 
the success of their entertainment 
features and that our thanks be giv
en to them, the management of the 
Dresden Hotel and all others who 
have contributed to making the third 
annual convention of this Associa
tion so successful and pleasant.

Resolved—That the sense of this 
Association is that the so-called pois
on law passed at the last session of 
the Legislature, requiring the plac
ing of serrated metal disk or cork 
in poison bottles, should be amend
ed as speedily as possible, and to 
that end our Legislative Committee is

instructed to send a respectful re
quest to the Governor to submit such 
legislation as required for this pur
pose to a special session of the Leg
islature, if called.

The Drug Market.
Opium and Morphine—Are un

changed.
Quinine—Is steady.
Russian Cantharides — Have ad

vanced.
Cuttle Fish Bone — Is tending 

higher.
Glycerin—Is not so firm and is 

tending lower.
Carbolic Acid—Has advanced o i 

account of scarcity.

Short Buchu Leaves—Have de
clined.

Oil Lemon—Has advanced.

Published Without Charge.
Rockland, Nov. 14—Here is an ad

vertisement which I wish you would 
insert until further notice:

Drug Store for sale cheap, 
Reason for selling,
The Poor Fool Drug Act.
(A Buzz-Saw on the Cork.)

F. Hibbard.

The great thing is to make a start, 
even if you start on the wrong road.

The lawyer thrives upon the con
tentions of his neighbors.

D rug B usiness N o t W hat it  U sed to  Be

Why the shadow of gloom on the pharmacist's face 
Which once was so happy and bright?

In the struggle for wealth is he losing his place—
Must he quit now and give up the fight?

Is his brain all awhirl and his mind in a daze 
With the titles of chemicals new?

Polysyllables unpronounceable meeting his gaze— 
"Literature on application from you”

Hexa methylene tetramine—Par aldehyde, 
Theobrominum Natrium Sal.

Di-acethyl morphinum Hydrochloride 
Acid Di-ethyl-barbaturic—et al.

Oh! where is the business that his used to be.
Making powders, emulsions and pills—

With the bare-living profit of cost times three 
As the old-time prescription he fills?

Oh! 1 11 tell you the cause of his grief and his frown— 
Pray on him your pity bestow—

The dispensing doctor has just come to town.
And is dictating how things shall go.

Says he to himself. “Why should I let go 
Of a part of the profits in sight?

Supply houses deal me the ‘Jack, High and Low’
And now for the ‘Game’ I will fight.

“They sell me the mixtures already made 
To treat every sort of disease.

Each properly labeled with doses displayed—
Surely now I can ‘dispense* with ease.

“For chills I will put up a little ‘Chillene.'
‘Feverine’ for fevers and such;

‘Laxene’ I will give the system to clean.
Cough-a-loids’ for cough beat the Dutch/

“Pure food laws don't worry us M. D.’s a bit,
’Tis up to the druggist to mind ’em.

With the dear public they make a great hit.
But very elastic we find ’em.

The Morphine and ‘Coke biz. we doctors control— 
Legislative influence has fixed it;

We’ll have such laws passed as will harrow the soul 
Of the druggist for whom we have ‘mixed it.’

“He the cork with the serrated collar must use 
Whenever he poison dispenses;

Without our prescriptions he can’t  sell his ‘booze’
Nor commit other so-called offenses.”

So the registered pharmacist’s calling is gone.
And gloom settles o’er him in bunches;

He’ll have to confine his business alone 
To cigarettes, ice-cream and lunches.

P. S.—Since the above was eliminated from my system 
I received a telegram from the Physicians’ Corrugated 
Amalgamation saying that they are ready to cry quits and 
will agree to discontinue dispensing, providing the drug
gists will stop counter prescribing—so I guess it’s up to us.

Chas, S. Koon.
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WHOLESALE ¿/RUG PRICE CURRENT
Acldum

Acetlcum ............ |<
Benzoicum, O er.. 70 4
Boracie ...............
Carbolicum.......... 254
Cltrlcum ...............  4 5 4
Hydrochlor . . . . .  3 4
Nitrooum ..............  84
Oxalicum .............  1 4 4
Phosphorlum, dll.
Salicylicum ........... 40® 42
Sulpburlcum . . . .  l%@ 5
T&nnlcum .............. 7 5 © 85
Tartarleum ..........  88® 40

Ammonia
Aqua, 18 deq. . . .  4 0  6
Aqua, 80 dec, . . .  6® 8
Carbonas .............  ISO 16
Chloridum ............ 110 14

Aniline
Black ................... 3 0002 25
Brown .................  8001 00
Red ......................... 450 50
Yellow ................. 3 50@3 00

Baecae
Cubebae ...............  704
Junipers ................   84
Xanthoxylum . . .1  254

Baleamum
Copaiba ................  654
Peru ...................  2 364
Terabin, Can a d . . 704 
Tolutan .................  55®

Cortex
Abies, Canadian..  18
Cassiae ...............  20
Cinchona H ava 18
Buonymus atro .. 60
Myrica Cerlfera.. 20
Prunus Virglnl . .  15
Quillaia, grr’d. . . .  15
Sassafras, po 80 26
Ulmus .................  20

Extractum
Olycyrrhiza, 61a. 24® 30
Glycyrrhiza, po .. 28® 30
Haematox ............ 11® 12
Haematox, Is . . .  13® 14
Haematox, )4s .. 14® 15
Haematox, 14s . .  16® 17

Ferru
Carbonate Precip. 16
Citrate and Quina 2 00 
Citrate Soluble. . .  55
Ferrocyanidum S 40
Solut. Chloride . . . .  15
Sulphate, com’l 2
Sulphate, com’l, by

bbl., per cwt. 70
Sulphate, pure . .  7

Flora
Arnica ...........   20® 25
Anthemls ...........  50® 60
Matricaria .......... 80® 35

Folia
Barosma ...........  1 25 @1 35
Cassia Acutlfol,

Tlnnevelly . .  15® 20
Cassia, Acutlfol 25® 80
Salvia offlcinalis,

U s and 1 8 ® 20
Cva Ural ............ 8® 10

Qumml
Acacia, 1st pkd. ® 65
Acacia, 2nd pkd.
Acacia, 3rd pkd.
Acacia, sifted sts.
Acacia, po ..........
Aloe, Barb ..........
Aloe, C a p e ..........
Aloe. Socotr* . . . .
Ammoniac .......... 554
Asafoetida . . . . . . . 1  604
Benzolnum .......... 504
Catechu, Is  ........
Catechu, U s . . . .
Catechu, U s . . . .
Camphorae ........
Euphorbium . . . .
Oalbanum ..........
Gamboge . .  p o . . l  254 
Gauciacum po 35
K in o ........po 45c
Mastic .................
Myrrh . . . .  po 60
Opium .................
Shellac ...............
Shellac, bleached 
Tragacanth ........

Herbs
Absinthium . . . .  4 
Bupatorlum oz pk 
Lobelia . . . . o z  pk 
Majorlum . .oz pk 
Mentra Pip. os pk 
Mentra Ver oz pk
Rue .......... ox pk
Tanacetum . . V . .
Thymus V os pk

Magnesia 
Calcined, Pax. . .  
Carbornate, Pat.
Carbonate, K-M.
Carbonate . . . . . .

Oleum
Absinthium . . . .  6 
Amygdalae Dulc. 1 
Amygdalae, Ama 8 <
Auranti Cortex 3
Bergamil .............6
Cajiputi ...............
Cary op hllli . . . .  1 ;
Cedar .................
Chenopadii ..........4 I
Clnnamoni ........  1 '
Oonlum Mae . . . .  1
Otopf#* •••?•• !

Copaiba ..............1 75@1 85
Cubebae ...........  4 oo@4 10
Brigeron ..........'..3  35®2 60
Evechthltos ........ 1 00® 1 10
Gaultherla ..........4 80® 5 00
Geranium . . . .  os 75
Gosslppll Sem gal 70® 75
Hedeoma ...........2 50® 2 75
Junipera .............  40®1 30
L av en d u la ...........  90@4 00
Limons .'............... 1 80@1 90
Mentha Piper ..2  75®3 00 
Mentha Verid . .  .4 75@5 00 
Morrhuae, gal. ..2  00@2 75
Myricla .......... . . .3  60®4 10
Olive .....................1 00® 3 00
P id s  Liquida . . .  10® 12 
Plcis Liquida gal. ® 40
Ricina ................. 94®1 00
Rosae oz...........11 50@12 00
Rosmarlni . . . . .  @1 00
Sabina ............ 90® 1 00
Santal ................. ®4 66
Sassafras ...........  90@1 00
Sinapis, ess. oz... ® 65
Succini ................. 40® 45
Thyms .................  40® 60
Thyme, opt. . . . .  @1 66
Theobromas . . . .  15® 20
Tiglil .....................1 50@1 60

Potassium
Bi-Carb .............  15® . 18
Bichromate ........ 13® 15
Bromide .............  30® 86
Carb ....................  12® 16
Chlorate . . . .  po. 12® 14
Cyanide .............  30® 40
Iodide ...............  2 25 @2 30
Potassa, B itart p r 30® 32 
Potass N itras opt 7® 10 
Potass N itras . . . .  6® 8
Prussiate ...........  23® 26
Sulphate po . . . .  15® 18 

Radix
Aconitum ...........  20® 25
Althae ................. 30® 35
Anchusa .............  10® 12
Arum po .............  ® 25
Calamus .............  20® 40
Gentiana po 15.. 12® la 
Glychrrhiza pv 15 16® 18 
Hellebore, Alba . 12® 15
H ydrastis, Canada @5 50 
Hydrastis, Can. po ®5 50
Inula, po .............  20® 25
Ipecac, po ......... 2 25® 2 35
Iris plox .............  35® 40
Ialapa, p r.............  70® 75
M aranta, *4s . . . .  ® 35
Podophyllum po 15® 18
Rbei ..................... 75® 1 00
Rhei, cu t ........... 1 00@1 25
Rbei, pv............... 75® 1 00
Sanguinari, po 18 ® 15
Scillae, po 45 . . .  20® 25
Senega ...............  85® 9C
Serpentaria ........ 50® 55
Smilax, M............ ® 30
Smilax, offi’s  H ..  ® 48
Spigella ................1 45® 1 50
Symplocarpus . . .  ® 25
Valeriana Eng . .  @ 2 5
Valeriana, Ger. 15® 20
Zingiber a  .......... 12® 16
Zingiber J .........  25® 28

Semen
Anlsum po 22 . .  @ 1 8
Apium (gravel’s) @ 20
Bird, Is .............  4® 6
Cannabis Sfativa 7® 8
Cardamon .......... 70® 90
Carui po 15 ........ 12® 15
Chenopodium . . . .  40® 50
Coriandrum ........ 12® 14
Cydonium ........... 75 @1 00
Dipterix Odorate 4 00@4 25
Foenlculum ........ @ 80
Foenugreek, po . 7® 9
U ni ..................... 6® 8
U ni, grd. bbl. 5U 6® 8
Lobelia .............  75® 80
Pharlarls Cana’n 9® 10
Rapa ..................... 6® <
Sinapis Alba . . . .  8® 10
Sinapis N igra . . .  9® 10

Spiritus
Frum enti W. D. 2 00@2 50
Frum enti .......... 1 25@1 50
Junipers Co..........1 75@3 50
Junipers Co O T 1 65 @2 00 
Saccharum N E  1 90@2 10 
Spt Vini Galll ..1  75@6 50
Vini Alba ............1 2502 00
Vini Oporto . . . . 1  25@2 00 

Sponges
E x tra  yellow sheeps’ 

wool carriage . .  @1 25
Florida sheeps’ wool

carriage ........ 3 00@3 50
Grass sheeps’ wool

carriage .......... @1 25
Hard, sla te use @1 00
N assau sheeps’ wool

c a r r ia g e .......... 3 50@3 75
Velvet ex tra  sheeps’ 

wool carriage . .  @2 00
Yellow Reef, for

sla te  use ........ @1 40
Syrups

Acacia ................. @ 50
Auranti Cortex @ 50
F erri lod ...........  0  60
Ipecac ..................  @ 60
Rhei Arom .......... 0  56
Smilax O S ’s . . .  60® 60

......  •  10

Sdllae .................  ®
Scillae Co.............. ®
Tolutan ...............  @
Prunus vlrg. . . . .  @
Zingiber .............  @

Tinctures
Aloes ...................
Aloes &  M yrrh .. 
Anconltum N ap’sF 
Anconltum N ap’sR 
Arnica . . . . . . . . . .
Asafoetida .<........
Atrope Belladonna 
A uranti Cortex ..
Barosmp. ...........
Benzoin .............
Benzoin Co..........
Cantharides . . . .
Capsicum ...........
Cardamon ..........
Cardamon Co. . .  
Cassia Acutlfol . .  
Cassia Acutlfol Co
Castor .................
Catechu •.................
Cinchona ...............
Cinchona Co. . . .
Columbia ...........
Cubebae .............
Digitalis .............
E rgot ........... .
Ferri Chlorldum
Gentian ...............
Gentian Co. . . . . .
Guiaca .............
Gulaca ammon ..  
Hyoscyamus . . . .
Iodine .................
Iodine, colorless
Kino ....................
Lobelia ...............
Myrrh .................
Nux Vomica . . . .
Opil
Opil, camphorated 
Opil, deodorized
Quassia ...............
R hatany . . . . . . . .
Rhei ....................
Sanguinaria ___
Serpentaria ........
Stromonium . . . .
Tolutan ...............
Valerian .............
Veratrum Veride
Zingiber .............

Miscellaneous 
Aether, Spts Nit 3f 30 
Aether, Spts N it 4f 34 
Alumen, grd po 7 3i
Annatto .............  40i
Antimoni, po . . .  4i 
Antimoni et po T 40(
Antifebrin ..........
Antipyrin ...........
Argent! N itras oz
Arsenicum ........... 101
Balm Gilead buds 61 
Bismuth S  N . . .2  20i 
Calcium Chlor, Is 
Salcium Chlor, f ts  
Calcium Chlor, \ia  
Cantharides, Rus. 
Capsid Fruc’s af 
Capsid Fruc’s po 
Cap’i F ruc’s B po 
Carmine, No. 40
C arphyllus...........  25
Cassia Fructus
Cataceum .........
Centrarla .........
Cera Alba .........  S0i
Cera Flava ........ 40i
Crocus .................  45i
Chloroform .......... 34
Chloral Hyd Crss 1 251 
Chloro’m Squibbs
Chondrus ............. 201
Cinchonid’e Germ 38i 
Cinchonidine P-W  38i
Cocaine .............  3 05i
Corks list, less 70%
Creosotum ..........
Creta . . . .  bbl. 76
Creta, prep..........
Creta, precip. . .  i 
Creta, R ubra . . .
Cudbear ...............
Cupri Sulph. . . .  34
Dextrine .............  74
Emery, all Nos.
Emery, po. . . . .  
E rgota ..p o  1 80 1 404 
E ther Sulph . . . .  354 
Flake W hite . . . .  124
Galla ...................
Gambler .............  34
Gelatin, Cooper 
Gelatin, French 854 
Glassware, fit boo 76 
Less than  box 70% 
Glue, brown . . . .  11
Glue, white ........ 15
Glyeerina ...........  24
Grana Paradis!
Humulus .............  35
H ydrarg Ammo’l 
H ydrarg Ch. .Mt 
H ydrarg Ch Cor 
H ydrarg Ox Ru’m 
H ydrarg Ungue’m 45 
Hydrargyrum  . . . .  
IchthyoDolla, Am. 90
Indigo .................  75
Iodine, Resubi ..2  
Iodoform . . . . . .  8
Liquor Arsen et

Hydrarg lod. @
Liq. Potase A n ls it  10®

46
2
6

11
8

2410
10
8
6

50
40
15
80
9

60
60

Lupulin ...............  @1 75
Lycopodium . . . .  60® 70
M ads ................... 65® 70
Magnesia, Sulph. 3® 5
Magnesia, Sulph. bbl @ 1% 
Mannla S. F. . . . .  90@1 00
Menthol ...........  7 50@8 00
Morphia, SP&W 
Morphia, SNYQ 
Morphia, M ai...
Moschus Canton @ 40 
Myristica, No. l  25® 40 
Nux Vomica po 15 @ 10
Os Sepia .............  80® 35
Pepsin Saac, H  4k

P  D Co.......... @1 00
P id s  Liq N N %

gal. doz.............. @2 00
Picis Liq q ts ..
P id s  Liq pints . .
Pil H ydrarg po 80 
Piper Alba po 35 
Piper N igra po 22 
Pix Rurgum . . . .
Plumb! Acet . . . .  „ „  
Pulvis Ip’cut Opil 1 30( 
Pyrenthrum , bxs. H 

4k P  D Co. doz 4 
Pyrenthrum , pv 204
Quassiae .......... 84
Quina, N. Y. . . . .  174 
Quina, S. Ger. ....176  
Quina, S P  4k W  174

Rubla Tinctorum 124 
Saccharum L a’s 40<
Salacin .............  4 50c
Sanguis Drac’s . .  404
Sapo, G .............. c
Sapo, M ............  104
Sapo, W  ............ 154
Seidlitz M ixture 274
Sinapis ............    4
Sinapis, opt..........  4
Snuff, Maccaboy,

De Voes .........
Snuff, STh DeVo’s  
Soda, Boras . . . .  5)44 
Soda, Boras, po ..5)64 
Soda et Pot’s  T art 2*4
Soda, Carb ......... 1)44
Soda, Bi-Carb . .  34
Soda, Ash ........  3)44
Soda, Sulphas . .
Spts. Cologne . . .
Spts. E ther CO. 604 
Spts. Myrcia . . . .
Spts. Vini Rect bbl 
Spts. Vi’l Rect )4 b 
Spts. VI’l R’t  10 gi 
Spts. Vl’i R’t  5 gl 
Strychnia Crys’l 1 104 
Sulphur, Roll ...2)44 
Sulphur Subl. . .  2%(
Tam arinds .......... 84
Terebenth Venice 404 
Thebrromlae . . . .  45®

Vanilla .............  9 00016 66
7® MZincl Sulph

Oils
bbl. gmLLard, extra 

Lard, No. 1 . . . .  85® 96
Linseed, pure r ’w  92 - -1 09% 1 15
Linseed, boiled 93...... 1 10@1 16
N eat’s-foot, w s tr  65® 70 
Turpentine, bbL . .  079)6 
Turpentine, lees . .  0  M 
Whale, winter ...70®  76 

Paints
bbl. L.

Green, Paris ........216
Green, Peninsular 134
Lead, red ..............7444
Lead, white . . . .  7)54 
Ochre, yel Ber 1% ¡4 
Ochre, yel Mars 1% 24 
Putty , comm’l 2)4 2u4 
Putty , s tF t pr 2)4 2%4 
Red Venetian 1% 24
Shaker P rep’d ..1  254 
Vermillion, Eng. 754 
Vermillion Prim e

American .......... 13® 15
W hiting Gilders’ @ 95 
W hit’g Paris Am’r  @1 25 
W hit’g Paris Eng.

cliff ...................  @1 40
W hiting, white S’n @ 

Varnishes
E xtra  Turp . . . . 1  60@1 70 
No. 1 Turp Coach 1 11® 1 20

Our N ew  Home
Comer Oakes and Commerce

Only 300 feet from Union Depot

During the month of November our customers should buy 
“Freezables” for the winter trade. If a list of these goods 
is desired we can furnish the same. Please add "Freezables” 
to your next drug order.

Hazeltine & Perkins Drug Co. Grand Rapids, Mich.

They Will EAT 
More and BUY 
More Groceries

If you sell them

lowKETS
COCOA

Instead of Coffee and Tea
You may make more at first on tea and coffee, but you want your 

customers to have good appetites. The answer is Lowney’s 
Cocoa. It is appetising, wholesome and strengthening.
Your Lowney’s Cocoa customers will be your best cus
tomers.

IT ’S UP T O  YOU
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are

5

market prices at date of purchase.

ADVANCED DECLINED
Prunes ConfectionsSyrups Flour

Index to Markets 1 2

Co)
A

Ammonia ........................  J
Axle Crease ................... 1

B
Baked Beans .................  1
Bath Brick ..................... 1
Bluing: .............................. 1
Brooms ............................ 1
Brushes ..........................  1
B utter Color ................... 1

C
Candles ............................ 1
Canned Goods ............... 1-2
Carbon Oils ................... 2
Catsup ............................  2
Cereals ............................  2
Cheese .............................  2
Chewing: Gum ...............  8
Chicory ...................'........  8
Chocolate ........................  8
Cider, Sweet ................... J
Clothes Lines ..............    8
Cocoanut ........................  3
Coffee ...............................  *
Confections ...................... <
Crackers ..........................  J
Cream T a r ta r .................  «

O
Dried Fruits ................... 8

r
Farinaceous Goods . . . .  *
Fishing T a c k le ...............  $
Flavoring Extracts . . . .  8
Flour ..........    7
Fresh Fish ......................  7
Fruit J a r s .................  7

. a
Gelatine ............................  7
Grain Bags ..............    7
Grains .............................. 7

Herbs ................................ f
Hides and P e l t s .............  f
Horse Radish .................  8

J
J e lly ...................................  8
Jelly Glasses .................  8

M
Maplelne ..........................  8
Mince Meats .................  8
Molasses ..........................  8
M ustard............................  8

N
Nuts .................................  4

O
Olives .........   8

P
P ip e s .................................  8
Pickles .............................. 8
Playing Cards ...............  8
Potash ..............................  8
P rovisions........................  8

R
R ic e ...................................  8

8
Salad Dressing . . . . . . . .  9
Saleratus..........................  9
Sal Soda ..........................  9
Balt ..............   9
Salt F is h ..........................  9
S e e d s .................................  9
Shoe B lack ing................... 10
Snuff ...............................  10
Soap .................................  14
Soda .................................  10
Soda .................................  10
Spices ................................ 10
Starch ..............................  10
Syrups .............................. 10

T
Table S a u ces .....................10
Tea ...................................  10
T obacco............................  1 0
Twine ................................ 11

V
Vinegar ............................ 11

w
W lck in g .............................. 11
Wooden ware ...................  l l
Wrapping Paper ...........  12

v
Yeast C h k e.........................18

ARCTIC AMMONIA
Dos.

12 oz. ovals 2 doz. box 75
AXLE GREASE 

Frazer’s
lib . wood boxes, 4 doz. 3 00 
1Tb. tin  boxes, 3 doz. 2 35 
3%Ib. tin boxes, 2 doz. 4 25 
10Tb. pails, per doz...6  00 
15Tb. pails, per doz. . .7 20 
251b. pails, per doz. .. 12 00

BAKED BEANS 
Beutel’s  Michigan Brand 
Baked Pork and Beane 

No. 1, cans, iter doz. . .  45
No. 2, cane, per doz. 75
No. 8 cans, per doz. 85
1Tb. can, per doz.......... 90
21b. can, per doz..........1 40
31b.. can, per doz..........1 80

BATH BRICK
English ..........................  95

BLUING
Sawyer’s Pepper Box

P er Gross 
No. 3, 3 doz. wood bxs 4 Ou 
No. 5, 3 doz. wood bxs 7 00 
Sawyer Crystal Bag 

Blue ..........................  4 00
BROOMS

No. 1 Carpet 4 sew . . . . 5  00 
No. 2 Carpet 4 sew . . . . 4  75 
No. 3 Carpet 3 sew . . .  .4 50 
No. 4 Carpet 3 sew . . . . 4  25
Parlor Gem ................... 5 25
Common W h is k ........... 1 25
Fancy W hisk ................1 50
W arehouse ..................... 5 50

BRUSHES
Scrub

Solid Back, 8 in.............  75
Solid Back, 11 in.................  95
Pointed Ends ...............  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

BUTTER COLOR 
Dandelion, 25c size . . .  2 00 

CANDLES
Paraffine, 6s ................. 8
Paraffine, 12s ...............  8%
W icking ......................  20

CANNED GOODS 
Apples

3Tb. Standards . .  @ 9 5
Gallon .................  2 75@3 00

Blackberries
2 lb. .................. 1 50@1 90
Standards gallons @5 00 

Beans
Baked ................. 85@1 30
Red Kidney .......... 85@95
String ................. 70@1 15
W ax ....................  75@1 25

Blueberries
Standard ................... 1 30
Gallon ........................  6 50

Clams
Little Neck, 1Tb. 1 00@1 25 
Little Neck, 2tt>. @1 50

Clam -Bouillon
Burnham ’s ,% p t.......... 2 25
Burnham ’s p ts................3 75
Burnham ’s q ts ...............7 50

Cherries
Corn

Fair ....................  90® 1 00
Good ....................1 00@1 10
Fancy ................. @1 45

French Peas 
Monbadon (Natural)

per doz...................... 2 45
Gooseberries

No. 10 ............................ 6 00
Hominy

Standard ....................... 85
Lobster

%tb. ................................ 2 40
lib ....................................... 4 25
Picnic Tails ..................2 75

Mackerel
Mustard, 1Tb................... 1 80
Mustard. 2Tb.................... 2 80
Soused. 1%R>...................1 80
Soused, 2Tb.......................2 75
Tomato. 1Tb..................... 1 50
Tomato. 21b......................2 80

Mushrooms
Hotels .................  O I t
Buttons, %s . . . .  @ 14
Buttons, Is ....... @ 23

_ Oysters
Cove, l ib ..............  85 @ 90
Cove, 21b.............. l  65@1 76

Plums
Plums ...............  i  oo@2 50
„  Pears In Syrup 
No. 8 cans, per doz. ..1  25 
„  Peas
Marrowfat .........  95@1 25
Early June ........ 95@1 25
Early June sifted 1 15@1 80 

Peaches
£ Ie , • • • ; ...............  90@1 25No. 10 size can pie @3 00 

_ Pineapple
®?a tf d ................ 1 85@2 50
sliced ................... 95@2 40

Pumpkin
Fair ........................  »5
Good ....................................90
Fancy ................. ; ;  ,  00
Gallon ......................  2 15

RaspberriesStandaird ...........  @
__ Salmon
W arrens. 1 lb. T a l l___2 30
W arrens, 1 lb. F la t ..2  40
Red Alaska ........i  75® ! 85
Pink Alaska . . . . 1  S0@1 40 
- Sardines
Domestic, %s ............... 3 26
Domestic, % Mus......... 3 50
Domestic, % Mus. @ 7
French, %s ...............  7@14
French, %s ..............18@23

Shrimps
Dunbar, 1s t, doz...........1 35
Dunbar, l% s, doz......... 2 86

Succotash
P air ........................  85Good ....................  1 00
Fancy .................1 25® 1 40

StrawberriesStandard .................
Fancy ....................

Tomatoes
Good ................... 1 25@1 35
F air ..................... 1 20@1 25
Fancy ..................... @1 50
No. 1 0 .......................  @3 60

CARBON OILS 
Barrels

Perfection ...........  @ 9
D. S. Gasoline . .  @13
Gas Machine . . . .  @20
Deodor’d N ap’a  @12
Cylinder .............  29 @34%
Engine .............  16 @22
Black, w inter .. 8% @10 

CATSUP
Columbia, 25 p ts.......... 4 15
Snider’s pints ............. 2 35
Sinder’s % pints ....... 1 35

CEREALS 
Breakfast Foods 

Bear Food Pettijohna 1 95 
Cream of W heat 36 21b 4 50 
Egg-O-See, 36 pkgs. 2 85 
Post Toasties T No. 2

24 pkgs......................2 80
Post Toasties T No. 3

36 pkgs..................... 2 80
Apetiao Biseuit, 24 pk 3 00

18 pkgs..................... 1 95
Grape Nuts, 2 doz. ..2  70 
Malta Vita, 36 lib . . . .2  85 
Mapl-Flake, 24 lib . ..2  70 
Pillsbury’s Vitos, 3 dz. 4 25 
Ralston H ealth Food

36 21b......................... 4 50
Saxon W heat Food, 24

pkgs..................................3 00
Shred W heat Biscuit,

36 pkgs..................... 3 60
Kellogg’s Toasted Corn 

Flakes, 36 pkgs in cs 2 80
Vigor, 36 pkgs. ............2 75
Voigt Corn Flakes . . . . 4  50 
W ashington Crisps

36 pkgs........................... 2 80
Boiled Oats

Rolled A vena, bbls. ..5  80 
Steel Cut, 100 R>. sks 2 85
Monarch, bbls.................5 50
Monarch, 90 Tb. sacks 2 65 
Quaker, 18 Regular ..1  45 
Quaker, 20 Family . . .4  00 

Cracked W heat
Bulk ............................  3%
24 2!b. pkgs.................... 2 50

CHEESE
A c m e ......................... @16
B loom ingdale.......... 16
Carson C i t y ........ @16%
Hopkins ...............  @16%
R iv e rs id e .............  @16%
W arner ...............  @16%
B r ic k ..................... @14%
Leiden .....................  0 15
L lm b u rg e r...........  @16%
Pineapple ........... 40 @60
Sap Sago ...............  @20
Swiss, domestic @13

CHEWING GUM
Adams Pepsin .............  55
American Flag Spruce 55
Beam an’s  Pepsin . . . . .  55
Best Pepsin ...................  45
Best Pepsin, 5 boxes 56
Black Jack  ...................  65
Largest Gum (white) 55
O. K. Pepsin ...............  65
Red Robin .....................  65
Sen Sen ......................... 66
Sen Sen B reath Perf. 1 00
Spearm int .....................  65Spearmint, jars 5 bxs 2 76
Yucatan ........................  65
Zeno ..........     55

CHICORY
Bulk ................................ 5
Red .................................  7
Eagle ...................... . . . .  5
Franck’s  ........................  7
Schener’s ....................... 6
Red Standards .............1 60
W hite ..........................  1 60

CHOCOLATE
W alter Baker & Co.’s

German’s Sweet ......... 22
Premium 31
Caracas . 31

W alter M. Lowney Co.
Premium, %s ............. 30
Premium, %s ............... 30

CIDER, SW EET 
“Morgan’s”

Regular barrel 50 gal 10 00 
Trade barrel, 28 gals 5 50 
% Trade barrel, 14 gal 3 60
Boiled, per gal...............  60
Hard, per gal.................  25

CLOTHES LINES
per doz.

No. 40 Twisted Cotton 95 
No. 50 Twisted Cotton 1 30 
No. 60 Twisted Cotton 1 60 
No 80 Twisted Cotton 2 00 
No. 50 Braided Cotton 1 00 
No. 60 Braided Cotton 1 25 
No. 60 Braided Cotton 1 85 
No. 80 Braided Cotton 2 25 
No. 50 Sash Cord . . . .1  60 
No. 60 Sash Cord . . . . 1  90
No. 60 Ju te  .................  80
No. 72 Ju te  .................1 00
No. 60 Sisal .................  85

Galvanized W ire 
No. 20, each 100ft. long 1 90 
No. 19, each 100ft. long 2 10 

COCOA
Baker’s ..........................  87
Cleveland ......................  41
Colonial, %s .............    35
Colonial, %s ................. 33
Epps ................................ 42
Huyler ............................ 45
Lowney, %s .................  36
Lowney, %s .................  36
Lowney, %s ................. 36
Lowney, Is  ................... 40
Van Houten, %s ........  12
Van Houten, %s ......... 20
Van Houten, %s ........  40
Van Houten, Is ..........  72
Webb .............................. 33
Wilber, %s ....................  33
Wilber, %s ..................... 32

COCOANUT 
Dunham’s per lb.

%s, 51b. case ......... 29
%s, 51b. case .........  28
%s, 15Tb. case .........  27
%s, 151b. case .........  26
Is, 15Tb. case .............  25
%s & %s, 15Tb. case 26% 
Scalloped Gems . . . . .  10
%s & %s, p a l l s ..........14%
Bulk, pails .................  13%
Bulk, Darrels ............. 12

COFFEES, ROASTED 
Rio

Common ..................... 17
Fair ..............................  17%
Choice ........................  18
Fancy ..........................  19
Peabeyry ..................... 30

Santos
Common ..................... 18
F a ir .............................. 19
Choice ........................  19
Fancy . . ..................... 20
Peaberry ............... . 20

Maracaibo
F air ..............................  20
Choice ........................  21

Mexican
Choice ........................  21
Fancy ........................  23

Guatemala
F a ir ............................  81
Fancy ............. ............  23

Java
P rivate  Growth ...23@30
Mandling ................. 31@35
Aukola ..................... 30@32

Mocha
Short Bean ........... 25 @27
Long Bean ............. 24® 25
H. L. O. G. .......... 26@28

Bogota
F a ir  ............................  21
Fancy ........................  23
Exchange M arket. Steady 
Spot M arket, Strong 

Package
New York Basis

Arbuckle ..................... 24 00
Lion ............................  23 60

McLaughlin’s XXXX 
McLaughlin’s XXXX sold 

to retailers only. Mail all 
orders direct to W. F. 
McLaughlin & Co., Chica
go.

Extract
Holland, % gro boxes 95
Felix, % gross ..............1 15
Hummel’s  foil, % gro. 86 
Hummel’s  tin, % gro. 1 48

CONFECTIONS 
Stick Candy Palls

Standard ...................... . 9%
Standard H  H  ............. 9%
Standard Tw ist ............10

Cases
Jumbo, 32 lb................... 10
E xtra  H  H  ................... 12
Boston Cream ..............14
Big stick, 30 lb. case 10

Mixed Candy
Grocers ...................   7
Competition ...................  g
Special ....................  19
Conserve ......................... 9
Royal ................................
Ribbon ...........................  14
Broken ............................ 19
Cut Loaf ........................ 10
Leader ............................ 10
Kindergarten ................. 12
French Cream ..............10
S tar ............................... ..
H and Made Cream . .  17 
Premio Cream mixed 15 
P aris Cream Bon Bons 11

Fancy—In Falla
Gypsy H e a r t s .............  15
Coca Bon Bons ............14
Fudge S q u a re s ..............14
Peanut Squares ........... U
Sugared P e a n u ts ........13
Salted P e a n u ts ..............13
Starlight K is s e s ............13
Lozenges, plain ............12
Champion Chocolate . 13 
Eclipse Chocolates . . .  15 
Eureka Chocolates . . .  19 
Quintette Chocolates . 15 
Champion Gum Drops 19
Moss Drops ......... 12
Lemon Sours ............. 12
Imperials .....................12
Ital. Cream Bon Bons 13
Golden W affle s ........... 14
Red Rose Gum Drops 19
Auto Kisses .............  14
Coffy T o ffy ................. 14
Molasses Mint Kisses 13

Fancy—In Stb. Boxes 
Old Fashioned Molas

ses Kisses 101b. bx. 1 39
Orange Jellies .......... 60
Lemon S o u rs .............  95
Old Fashioned Hore-

hound drops .......... 65
Pepperm int Drops . .  79 
Champion Choc. Drops 79 
H. M. Choc. Drops 1 10 
H. M. Choc. L t. and

Dark, No. 1 2 ..........1 10
B itter Sweets, a s’td  1 25 
Brilliant Gums, Cry». 60 
A. A. Licorice Drops 1 00 
Lozenges, printed . . .  70 
Lozenges, plain . . . .  65
Im perials ....................  95
Mottoes ....................... 79
Cream B a r .................  90
G. M. Peanut B ar . .  90 
Hand Made Crms 80 @90
Cream W afers .......... 70
String Rock .............  80
W intergreen Berries 65

Pop Corn
Cracker J a c k ..............3 25
Giggles, 5c pkg. cs. 3 50 
Fan Com, 50’s  . . . . . 1  95
Azullklt 100s ..............2 25
Oh My 1 0 0 s ............... 8 60

Cough Drops 
Putnam  Menthal . . . . 1  00 
Smith Bros. ............ .1 25

NUTS—Whole 
Almonds, Tarragona 18 
Almonds, Drake . . . .  15 
Almonds, California

soft s h e l l .................
Brazils ................... 14@15
Filberts ..........   12@13
Cal. No. 1 ...................
W alnuts, soft shell 18@19 
W alnuts, Marbot . . . .  17 
Table nuts, fancy 13%@14 
Pecans, medium . . . .  18 
Pecans, ex. large . .  14 
Pecans, Jumbos . . . .  19 
Hickory Nuts, per ton.

Ohio, n e w ................. 2 00
Cocoanuts ....................
Chestnuts, New York 

State, per bu..........
Shelled

Spanish Peanuts . .  8@ 8%
Pecan Halves ........ @60
W alnut Halves . ...42@45 
Fiblert Meats . . . .  @80 
Alicante Almonds 042 
Jordan Almonds . .  @47

■ _  Peanuts
Fancy H  P  Suns @ 7

Roasted ...........  @ 8
Choice, raw, H. P  Jum 

bo ........... .......... @ 8
CRACKERS

National Biscuit Company 
Brand 
Butter

N. B. C. Sq. bbL 9 bx 6% 
Seymour, Rd. bid. 9 bx 5%

Soda
N. B. C., b o x e s .......... | u
Premium ........................  7
Select ............................. |
Saratoga Flakes ........ 13
Zephyrette ................... 13
____ Oyster
N. B. C. Rd. boxes . .  5% 
Gem, boxes .................  i a

................

Sweet Goods
Animals ........................ 19
Atlantics ..................... 12
Atlantic, Assorted . . .  12 
Avena F ru it Cakes . . . .1 2
Beauty B a r .................  13
Bonnie Doon Cookies .10
Bonnie L a s s ie s ........... 10Brittle ........................  11
Brittle Fingers . . . . . . I  10
Bumble B e e .................10
Cadets ..........................  p
Cartwheels Assorted . .  8
Chocolate Drops ........19
Chocolate Drp Centers I f  
Choc. Honey Fingers 19 
Circle Honey Cookies 12
Cracknels ................79
Cocoanut Taffy B ar ..12
Cocoanut D ro p s_____ is
Cocoanut Macaroons ..18 
Cocoanut Hon, Fingers IS 
Cocoanut Hon. Jum b’s  12 
Coffee Cakes . . . i t
Coffee Cakes, lesd  . . . . U
Crumpets ....................  75
Dinner Biscuit ..............M
Dixie Sugar Cookies . .  8 
Domestic Cakes . . . .  §
Eventide F ingers . . . . . I f
Family Cookies ............ g
Fig Cake Assorted . . .1 3
Fig Newtons ..................i t
Forabel Oakes ........... 1244
Fluted Cocoanut B ar 19 
Frosted Creams . . . . . . .  2
Frosted Ginger Cookie 8
F ruit Lunch iced ........ 19
Gala Sugar Cakes . .  t
Ginger Gems ............   g
Ginger Gems, iced . . . .  9
Graham Crackers ........g
Ginger Snaps Family . 8 
Ginger Snaps N. B. C.

R o u n d ..............    7
Ginger Snaps N. B. C.

Square ........................  g
Hippodrome B ar . . . . ”  *1# 
Honey Cake, N. B. C. 12 
Honey Fingers As. Ice 13 
Honey Jumbles, Iced 12 
Honey Jumbles, plain 12
Honey Flake ...............  12%
Household Cookies . . . .  7 
Household Cookies, Iced 8Imperial ........................  g
Jonni# ....................... g
Jubilee Mixed ................19
Kream Klips
Lemon G e m s ........... ...19
Lemon Biscuit Square 8
Lemon W afer ..............19
Lemona ........................  g
Mary A n n ........... g
Marshmallow Coffee

Cake ............... . 72%
Marshmallow W alnuts 19
Medley Pretzels ..........19
Molasses Cake» ..............9
Molasses Cakes, Iced 9 
Molasses F ru it Cookies

Iced ................................
Molasses Sandwich ...18
Mottled Square ............10
Oatmeal Crackers . . . .  8
Orange G e m s................... |
Penny Assorted . . . . . .  g
Peanut Gems ...............  9
Pretzels, Hand Md___9
Pretzelettes, H and Md. 9 
Pretzelettes. Mae. Md 8
Raisin Cookies ............".10
Revere, Assorted ........ 14
Rittenhouse F ru it

Biscuit .........................19
Royal L u n c h ...............  g
Royal T o a s t .................  g
Rube ....................   g
Scalloped Gems ........ ‘.*.19
Spiced C urrant Cakes 19 
Spiced Ginger Cakes . .  9 
Spiced Ginger Cks led 10
Sugar Fingers ..............12
Sugar Cakes .................  8
Sugar Crimp .................  g
Sugar Squares, large

or small .......................9
Sultana F ru it Biscuit 16 
Sunnyside Jum bles . . . .1 0
Superba ..........................  g
Sponge Lady Fingers 25
Triumph Cakes ........ 16
Vanilla W afers ............16
W afer Jum bles cans ..18 
W averly .........................19

In-er Seat Goods
per doz.

Albert Biscuit ..............1 00
Animals .......................... l  00
Arrowroot Biscuit . . . . 1  00
Baronet Biscuit ..........1 00
Bremmer’s  B utter

W afers ......................... l
Cameo Biscuit ..............1
Cheese Sandwich ........ 1
Chocolate W a f e r s ........1
Cocoanut Dainties . . . . 1
Dinner Biscuits ............1
Fig Newton ..................1
Five O’clock T ea ........ 1
F rotana ...........................1
Ginger Snaps, N. B. C. 1 
Graham Crackers, Red

Label ...........................1
Lemon Snaps .............
Marshmallow Dainties 1 
Oatmeal Crackers . . . . 1  
Old Time Sugar Cook. 1
Oval Salt B is c u i t ..........1
Oysterettes ...................
Pretzelettes, HO. Md. t
Royal Toast ..................1
Saltine Biscuit ..............1
Saratoga F a k e s  .......... 1
Shell Orator  ................. 1
Social g j s o u l t ---- 1 S
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6 8 9 10 11
Soda Crackers N. B. C. 1 00 
Soda Crackers Select 1 00 
S. S. B utter Crackers 1 50 
Uneeda Biscuit . . . . . . .  60
Uneeda Jln jer W ayfer 1 00 
Uneeda Lunch Biscuit 50
Vanilla W afers . . . ___1 00
W ater Thin Biscuit .. 1 00 
Zu Zu Ginger Snaps .. 50
Zwieback ....................... 1 00
In Special Tin Packages.

P er doz.
Feetino ...........................2 50
Nabisco, 25c ................. 2 50
Nabisco, 10c ................. 1 00
Champagne Wafer . . .2  50 

P e r tin  in bulk
Sorbetto .........................1 00
Nabisco .......................... 1 75
Feetlno ...........................1 50
Bent's W ater Crackers 1 40 

CREAM TARTAR 
Barrels or drums . . . .  33
Boxes .............................. 34
Square cans .................  36
Fancy caddies .............  41

DRIED FRUiTS 
Apples

Sundried .................
E v a p o ra te d ............ 12 @13

Apricots
C a lifo rn ia .............  14@16

Citron
Corsican . . . .  .*v.. @16

Currants
Imp’d 1 lb. pkg. @ 9%
Imported bulk . .  @ 9%

Peaches
Muirs—Choice, 25 lb. b 12 
Muirs—Fancy, 25 lb. b 12% 
Muirs—Fancy, 50 lb. b 12 

Peel
Lemon American . . .  13
Orange American . .  13

Raisins
Connosiar Cluster 1 lb. 17 
Dessert Cluster, 1 lb. 21 
Loose M uscatels 3 Cr i  
Loose Muscatels 4 Cr 7 
L. M. Seeded 1 lb. 7 @ 9%  

California Prunes 
L. M. Seeded 1 lb. 9@ 9% 
Sultanas Bleached ...12  
100-125 251b. boxes..©  8 
90-100 25!b. boxes..@  8% 
80- 90 251b. boxes.. @ 8% 
70- 80 25lb. boxes..@  9% 
60- 70 251b. boxes..@  9% 
50- 60 25!b. box es ..@10% 
40- 50 251b. b o x es ..@11% 

%c less in 50R>. cases 
FARINACEOUS GOODS 

Beans
Dried Lim a ................ . .  7
Med H and Picked . . . .2  60
Brown Holland . . . . . . .3  20

Farina
26 1 lb, packages . . . .1  50
Bulk, per 100 lbs. ...„ .4  00

O rig ina l Holland Rusk 
Packed 12 rolls to  container 
3 containers (36) rolls 2 85 
5 containers (60 rolls) 4 75 

Hominy
Pearl, 100 lb. sack . . . . 1  75 
Maccaroni and Verm icelli 
Domestic. 10 lb. b o x .. 60 
Imported. 25 R>. box ..2  60 

Pearl Barley
Chester ........................  4 50
Umpire ........................  5 00

Peas
Green, Wisconsin, bu. 
Green, Scotch, bu. . . . . 3  60
Split, lb........................ 04%

Sage
Blast I n d i a ................. . 6
German, s a c k s ............... 6
German, broKen pkg. . .  

Tapioca
Flake, 100 lb. sacks . .  6 
Pearl, 130 lb. sacks . . .  6
Pearl, 36 pkgs................ 2 25
Minute, 36 pkgs.............2 75

FISHING TACKLE
% to 1 in. ............... ........4
1% to 2 in................. ........7
1% to 2 in................. .......  9
1% to 3 in.................. ........11
2 in .............................. ........15
3 In. .......................... ........20

Cotton Lines
Ne. 1, 10 f e e t .......... ........6
No. 2, 15 feet .......... ........7
No. 3, 15 feet .......... ........9
No. 4, 15 feet ......... ........10
No. 6, 16 f e e t ......... ........11
No. 9, 15 feet ........ ........12
No. 7, 16 f e e t ......... ........15
No. 8, 15 f e e t ......... ..........18
No. 3, 16 feet ....... ..........20

Linen Lines•■»«n ........................ ......... 20
Medium ............................. 26
Large ...................... .......... 34

Poles
Bamboo, 14 ft., per doz. 55
Bamboo, 16 ft., per doz. 60
Bamboo, 18 fL, per doz. 80
FLAVORING EXTRACTS

Foote 46 Jenks
Coleman Vanilla

No. 2 size ............. ....14 00
No. 4 size ................ ...24 00
No. 3 size ............... ....36 00
No. 8 size ................ ...48 06

Coleman Terp. Lemon
No. 2 s i z e ............... .. . .  9 60
No. 4 s i z e ................ ...18 00
No. 8 s i z e ................ ...21 00
No. 8 s i z e ................ ...86 «0

Jaxon Mexican Vanilla
1 on. oval ................ ...16 60
2 zb. o v a l ............... ....28 20
4 aa . f l e 9 ..................... . . »  89
1 « .  OH •1M «

■Taxon Terp. Lemon
1 oz. oval .................... 10 20
2 oz. oval ....................16 80
« •>•/. flat ..................... xx 00
8 oz. flat .....................68 00

Jennings (D. C. Brand) 
Terpeneless Exraci Lemon 
No. 2 Panel, per doz. 75 
No. 4 Panel, per doz. 1 60 
No. 6 Panel, per doz. 2 00 
No. 3 Taper, per doz. 1 5u 
2 oz. Full Mearure doz. 1 25 
4 oz. Full Measure doz. 2 40 

Jennings (D. C. Brand) 
E x trac t Vanilla 

No. 2 Panel, per doz. 1 25 
No. 4 Panel, per doz. 2 00 
No. 6 Panel, per doz. 3 50 
No. 3 Taper, per doz. 2 00
1 oz. Full Measure doz. 90
2 oz. Full Measure doz. 2 00 
4 oz. Full Measure doz. 4 00 
No. 2 Panel assorted 1 uu

Crescent Mfg. Co. 
Maplcine

2 oz. per doz.................3 00
Michigan Maple Syrup Co.

K alkaska Brand 
Maple, 2 oz., per do z ...2 25 

FRUIT JARS. 
Mason, pts. per gro. ..5  25 
Mason, qts. per gro. ..5  60 
Mason, % gal. per gro. 7 75 
Mason, can tops, gro. 1 65 

GELATINE
Cox’s, 1 doz. large . . . . 1  75 
Cox’s, 1 doz. small . . .1  ou 
Knox’s Sparkling, doz. 1 25 
Knox’s Sparkling, gr. 14 00
Nelson’s .........................1 50
Knox’s Acidu’d. doz. ..1  25
Oxford ............................ 75
Plymouth Bock Phos. 1 25 
Plymouth Bock, Plain 90 

GRAIN BAGS 
Amoskeag, 100 in bale 19 
Amoskeag, less than bl 19% 

GRAIN AND FLOUR 
W heat

Bed ..............................  24
W hite ..........................  36

W inter W heat Flour 
Local Brands

P aten ts ........................  6 25
Second P a te n t s ........... 5 00
Straight ........................  4 60
Second Straight ........ 4 20
Clear ................................3 90

Flour in barrels, 26c per 
barrel additional.

Lemon A  Wheeler Co. 
Big Wonder, %s cloth 4 60 
Big Wonder, %s cloth 4 60 
Worden Grocer Co.’s Brand
Quaker, p a p e r ................4 10
Quaker, cloth ............... 4 20

W ykes A  Co.
Bclipse ........................  4 40

Worden Grocer Co. 
American Eagle, % cl 6 40 
Grand Bapida Grain *  

Milling Co. Brands
Purity , P a ten t ...........  5 00
Seal of Minnesota . .  5 60
S u n b u rs t .....................  6 60
W izard F lo u r .................4 60
W izard Graham ........ 4 60
Wizard Gran. Meal . .  3 80 
W izard B uckw heat... 6 00
By« ................................ 4 80

Spring W heat Flour 
Boy Baker’s  Brand 

Golden Horn, family ..5  40 
Golden Horn, bakers ..5  30
Wisconsin Bye ............5 10
Judson Grocer Co.’s  Brand
Ceresota, % s ................. 6 50
Ceresota, %s ................. 6 40
Ceresota, %s ................. 6 30
Lemon A  Wheeler’s  Brand
Wingold, %s ................. 6 30
Wingold, %s .............  6 20
Wingold, %s ................. 6 00
Worden Grocer Co.’s Brand
Laurel, %s cloth ..........6 35
Laurel, %s cloth ..........6 25
Laurel, % A  %s paper 6 15
Laurel, %s c lo th ......... 6 15
Voigt Milling Co.’s Brand 
Voigt’s  Crescent . . . . . . 5  20
Voigt’s F lo u ro ig t..........5 20
Velgt’s Hygienic

Graham ....................  5 50
Voigt’s  Royal .......... . . .5  70

Wykes A  Ce.
Sleepy Bye, %s c lo th ..6 00 
Sleepy Bye, %s cloth. .5 90 
Sleepy Bye, %s d o th . .5 30 
Sleepy Bye, %a paper 5 30 
Sleepy Bye, %s paper 5 80 
W atson-Higgins Milling Co.
Perfection Fleur ..........5 96
Tip Top F lo u r ..............4 76
Golden Sheaf F leur ..4  29 
M arshall’s  Best Flour 6 59 
Perfection Buckwheat 3 99 
Tip Top Buckwheat 2 80 
Badger Dairy Feed 24 96 
Alfalfa Horse Feed 26 00
Kafir Com .....................1 SO
Hoyle Scratch Feed ..1  66 

Meal
Bolted ..........................  3 46
Golden Granulated . .  2 69 
S t  Car Feed screened 23 90 
No. 1 Cora and O ats 28 99
Corn, cracked ...........  27 50
Cora M eat coarse . .  27 50 
W inter W heat Bran 25 90
Middlings ................... 28 90

Dairy Feeds 
W ykes *  Ce.

0  P  Linseed Meal .. . .6 1  60

O P  Laxo-Cake-Meal 37 00
Cottonseed Meal ........ 31 00
Gluten Feed ................. 30 00
Brewers Grains ..........28 00
Hammond Dairy Feed 24 00 

Oats
Michigan carlots . . . .  50 
Less than  carlots . .  53

Corn
Carlots ......................  80
Less than  carlots . .  83

Hay
Carlots ......................  20 00
Less than  carlots . . .  22 00 

HERBS
Sage ................................ 15
Hops ................................ 15
Laurel Leaves .............  15
Senna Leaves ...........  25

HIDES AND PELTS 
HidesGreen, No. 1 .................10

Green, No. 2 .................9
Cured, No. 1 ..................11%
Cured, No. 2 ................. 10%
Calfskin, green. No. 1 13 
Calfskin, green, No. 2 11% 
Calfskin, cured No. 1 14 
Calfskin, cured No. 2 12% 

Pelts
Old Wool ...........  @ 3e
Lambs .................  25@ 50
Shearlings .......... 15@ 36

TallowNo. 1 ................... @ 5
No. 2 ....................  @ 4

Wool
Unwashed, med. @ 18 
Unwashed, fine @ 13 

HUHSE HADISH
Per doz............................  90

JELLY
6!b. pails, per doz. . .  2 25 

15lb. pails, per pail . . . .  55 
301b. pails, per pail . . . .  96 

JELLY GLASSES 
% pt. in bbls, per doz 15 
% pt. in bbls., per doz. ..16 
8 oz. capped In bbls,

per doz............................. 26
MAPLEINE

2 oz. bottles, per doz. 3 00 
MINCE MEAT

P er case  .............. 2 85
MOLASSES 

New Orleans
Fancy Open K ettle . .  42.
C h o ice .............................. 36
Good ....................................22
F air .................................  20

Half barrels 2c extra 
MUSTARD

% lb. 6 lb. b o x ...........  18
OLIVESBulk, 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. ................. 1 35
Stuffed, 14 o z . ................ 2 25
Pitted  (not stuffed)

14 oz. ..................... 2 25
Manzanilla, 8 oz. .......... 90
Lunch, 10 oz....................1 35
Lunch, 16 oz....................2 25
Queen, Mammoth, 19

os. ............................ 3 76
Queen, Mammoth, 28

os. ............................ 5 25
Olive Chow, 2 dos. ce,

per dos. ................. 2 25
PICKLES

Beutel’s Bottled Pickles
8 oz., per doz. .............  90

10 oz., per doz. ............ 95
16 oz., per doz................1 45
24 oz., per d o z . ..............1 90
32 oz., per doz.................2 35

Medium
Barrels. 1,200 count ..7  75 
Half bDls., 600 count 4 60
5 gallon k e g s ................. 2 26

Small
Barrels ............................ 9 01
H alf barrels ................. 6 25
5 gallon k e g s .................. 1 90

Gherkins
Barrels ...........................11 00
Half barrels ................. 6 00
5 gallon kegs ............... 2 75

Sweet Small
Barrels .......................... 13 50
Half barrels ................. 7 50
5 gallon k e g s .................. 3 00

PIPES
Clay, No. 216, per box 1 75 
Clay, T. D., full count 60
Cob .................................  90

PLAYING CARDS 
No. 90 Steamboat . . . .  85
No. 15, Rival, assorted 1 75 
No. 20, Rover, enam ’d 2 00
No. 572. Special ..........1 75
No. 98 Golf, satin fin. 2 00
No. 808 Bicycle ..........2 00
No. 632 T oum 't w hist 2 26 

POTASH
B abbitt's .........................4 00

PROVISIONS 
Barreled Pork 

Clear Back ...16  50@17 00
Short Cut .....................16 00
Short Cut C le a r ..........16 99
Bean .............................. 14 00
Brisket, Clear .......... 23 99
Pig .............................. 23 99
Clear Family ...........  26 00

Dry Salt Meats
8  P  B e llie s .....................14

Lard
Pure in tierces ..9%@10 
Compound lard ..7%@ 7% 
39 lb. tu b s ....a d v an ce  % 
66 lb. tubs ....a d v a n c e  % 
66 lb. tin s ....a d v a n c e  
26 lb. palls . .  .advanoe 
M  B .  paflfl ...advmaoe

5 lb. pails ...advance  1 
8 lb. pails . .  .advance 1 

Smoked Meats 
Hams, 12 lb. av. 16 @16%
Hams, 14 lb. av. 16 -------
Hams, 16 lb. av. 14 , 
Hams, 18 lb. av. 14% ( 
Skinned Ham s ...151  
Ham, dried beef sets . .  18' 
California H am s ...9@  9% 
Picnic Boiled H am s ..15
Boiled Hams ........24@24*,_
Boiled H a m s .........21@22
Minced H am  ............. .. 11
Bacon ...................... 14@14%

Sausages
Bologna ......................... 8
Liver ................... 7%@ 8
Frankfort ......... . . .9  @9%
Pork .............................. 11
Veal .............................. 11Tongue ..........................  11
Headcheese .................  9

Beef
Boneless ..................... 14 00
Rump, new .............  15 00

Pig’s Feet
% bbls..............................  95
% bbls., 40 lbs....................1 90
% bbls.................................... 4 00
1 bbl........................................8 00

Tripe
Kits, 15 lbs.....................  90
% bbls., 40 lbs................... 1 60
% bbls., 80 lbs.....................3 00

Casings
Hogs, per lb...................  85
Beef, rounds, set ........ 17
Beef, middles, set . . . .  65
Sheep, per bundle . . . .  80

Uncolored Butterlne
Solid Dairy ........ 12 @16
Country Rolls ...12%@18 

Canned Meats
Corned beef, 2 lb.......... 3 50
Corned beef, 1 lb.......... 1 85
Roast beef, 2 lb...................3 50
Roast beef, 1 lb. . . . . . . 1  85
Potted Ham , % s .......... 50
Potted Ham, %s . . . .  90
Deviled Ham, %s . . . .  50
Deviled Ham, % s ........ 90
Potted tongue, %s . . . .  50 
Potted tongue, %s . . . .  90

RICE
Fancy ................... 6 @ 6%
Japan  Style . . . .  4%@ 5 ^
Broken ................. 2 %@ 3%

SALAD DRESSING
Columbia, % p i n t ........2 25
Columbia, 1 p i n t ........,4 00
Durkee’s, large,. 1 doz. 4 50 
Durkee’s, small, 2 doz. 6 25 
Snider’s, large, 1 doz. 2 35 
Snider’s, small, 2 doz. 1 35 

SALERATUS 
Packed 60 tbs. in box. 

Arm and H am m er ..3  00 
W yandotte, 100 %s . .  ,3 00 

SAL SODA
Granulated, bbls. ........ 86
Granulated, 100 lbs. cs. 90 
Granulated, 36 pkgs. ..1  20 

SALT
Common Grades

100 3 lb. s a c k s .............2 40
60 5 lb. s a c k s .............2 25
28 10% lb. sacks ___2 10
56 lb. sacks .................  32
28 lb. sacks .................  17

W arsaw
56 lb. dairy in drill bags 40 
28 lb. dairy in drill bags 20 

Solar Rock
56 lb. sacks ................... 24

Common
Granulated, f i n e ...........  95
Medium, fine ................. 1 00

SALT FISH 
Cod

Large whole . . . .  @ 7%
Small, whole . . . .  @ 7
Strips or bricks 7% @10%
Pollock .................  @ 4%

Halibut
Strips ............................  16
Chunks ......................... 16

Holland Herring 
T. M. wh. hoops, bbls. 11 50 
T. M. wh. hoop, %bbl. 6 00 
Y. M. wh. hoop, kegs 72 
Y. M. wh. hoop Milchers

kegs .........   36
Queen, bbls.......................... 10 25
Queen, % bbls. ............5 65
Queen, k e g s ...................  62

Trout
No. 1, 10« lbs. ............. 7 60
No. 1. 40 lbs.................. 3 26
No. 1, 10 lbs. ...............  90
No. 1, 8 lbs. .......... * . . .  75

Mackerel
Mess, 100 lbs.................16 50
Mess, 40 lbs. ...............7 00
Mess, 10 lbs.................... 1 85
Mess, 8 lbs.......................1 50
No. 1, 100 lbs................15 50
No. 1, 40 lbs.................... 6 60
No. 1. 10 lbs. .............  1 70
No. 1, 8 lbs...................... 1 40

Whlteflsh
100 lbs................................9 7»
50 lbs................................ 5 25
10 lbs................................ 1 12
8 lbs..............................  92

100 lbs................................4 65
40 lbs................................ 2 10
10 lbs. ..........................  75
8 lbs..............................  65

SEEDS
Anise .............................  10
Canary, Smyrna ............4%
Caraway ......................  10
Cardamom, M alabar 1 90 
C e le ry ............................ IS

Hemp. Russian .............  4%
Mixed Bird ................... 4%
Mustard, white ...........  10
Poppy ............................  15
Rape ...............................  6

SHOE BLACKING 
Handy Box, large 3 dz 2 50
Handy Box, small ___1 25
Bixby’s Royal Polish 85
Miller’s Crown Polish 85

SNUFF
Scotch, in bladders ........ 37
Maccaboy, in ja rs  .......... 35
French Rappie in ja rs ..43

SODA
Boxes ..............................  5%
Kegs, English ................4%

SPICES 
Whole Spices

Allspice, Jam aica ........13
Allspice, large Garden 11
Cloves, Zanzibar ......... 20
Cassia, Canton ............. 14
Cassia, 5c pkg. doz....... 25
Ginger, African ..............9%
Ginger, Cochin ..............14%
Mace, Penang ............. 70
Mixed, No. 1 ............... 16%
Mixed, No. 2 .................10
Mixed, 5c pkgs. do z ...45
Nutmegs, 75-30 ........... 30
Nutmegs, 105-110 ........20
Pepper, Black ............. 14
Pepper, W hite ............. 25
Pepper, Cayenne ..........22
Paprika, H ungarian .. 

Pure Ground In Bulk
Allspice, Jam aica ........12
Cloves, Zanzibar ......... 24
Cassia, Canton ............. 12
Ginger, African ........... 18
Mace, Penang ...............76
Nutmegs 76-80 ........... Xfi
Pepper, Black ............. 16
Pepper, W hite .............30
Pepper, Cayenne ......... 22
Paprika, H ungarian . .  45 

STARCH 
Corn

Kingsford, 40 lbs..........7%
Muzzy, 20 lib . pkgs. . .  5% 
Muzzy, 40 lib . pkgs. ..5  

Gloss 
Kingsford

Silver Gloss, 40 libs. 7% 
Sliver Gloss, 16 3!bs. 6% 
Silver Gloss, 12 61bs. 8% 

Muzzy
48 lib . packages ......... 5
16 51b. packages ............4%
12 61b. packages ..........6
501b. boxes ..................... 2%

SYRUPS
Com

Barrels ..........................  28
Half barrels .................  31
201b. cans, % dz. in cs. 1 85 
101b. cans, % dz. in cs. 1 85 
51b. cans, 2 dz. in cs. 1 90 

2%lb. cans, 2 dz. in cs. 1 95 
Pure Cane

Fair ................................ 16
Good ................................20
Choice ..........................  26
Michigan Maple Syrup Ce. 

Brand
Kalkaska, per doz. . . . . 8  26

TABLE SAUCES
Halford, large .............3 75
Halford, small ............2 25

TEA 
Japan

Sundried, medium ...24(5y 26
Sundried, choice __ .30(5133
Sundried, fancy . . . . , .36@40
Basket-fired medium 30
Basket-fired choice 35037
Basket-fired, fancy 40«. .3
Nibs .......................... 30@32
Siftings .................... 10(5¡>13Fannings .................. 14 |P15

Gunpowder
Moyune, medium .. 35
Moyune, choice . . . 38

Sweet Mist, % gr......... 6 70
Sweet Burley, 24 lb. cs 4 90
Tiger, % gross .............6 00
Tiger, 5c tins .............5 50
Uncle Daniel. 1 lb . . . .  60
Uncle Daniel. 1 oz’. ___6 22

Plug
Am. Navy, 15 os. . . . .  23 
Drummond, N at Leaf,

2 & 6 lb....................  60
Drummond Nat. Leaf

per doz...................... »5
Battle Ax ..................... 3;
Bracer ............................  37
Big Four ............. 1 :
Boot Jack  ..................... 33
Bullion, 16 oz.............  4f
Climax Golden T w ins'! 48 
Days W ork ................... 37
Derby ...... .................
6 Bros.........
Gilt Edge ..................... 36
Gold Rope, 7 to lb.........  63
Gold Rope. 14 to lb. . .  58G. O. P. ........................  36
Granger Twist .............  46
G. T. W. ......................  37
Horse Shoe .................
Honey Dip Twist . . .
Jolly T ar .....................
J. T., 8 oz..................
Keystone Twist ........
Kismet .................
Nobby Spun Roll . . . !
Parro t ..........................
Peachey .............
Picnic Twist ........... 1!
Piper Heidsick ...........
Redicut, 1% oz............
Red Lion ...................
Sherry Cobbler, 10 oz" 
Spear Head, 12 oz 
Spear Head, 14% oz. . 
Shear Head. 7

Moyune, fancy ..........50@60
Pingsuey, medium . . .  33
Pingsuey, choice ........ 35
Pingsuey, fancy . . .  .50@55 

Young Hyson
Choice ............................  H
Fancy ......................  40@50

Oolong
Formosa, fancy ........ 60@60
Formosa, medium . . . .  28
Formosa, choice .......... 35

English Breakfast
Medium ........................  26
Choice ......................  30@35
Fancy ......................  40@60

India
Ceylon, choice .......... 30@35
Fancy ...........................4506

TOBACCO 
Fine Cut

Blot ................................1 46
H iawatha, 16 oz.............  60
Hiawatha, 1 oz .......... 56
Ne Limit, 3 oz...................... 1 72
No Limit, 16 oz...................3 40
Ojibwa, 16 oz.................  40
Ojibwa, 5c pkg. .......... 1 85
Ojibwa, 6c ................... 47
Petoskey Chief, 7 oz. . .1 99 
Petoskey Chief, 14 oz. 3 30
Sterling Dark. 5 c ......... 6 76
Sweet Cuba, 5 c ..............6 70
Sweet Cuba, 10c ........ 11 19
Sweet Cuba, 16 oz. tins 5 00 
Sweet Cuba, 16 oz. foil 4 60 
Sweet Cuba, 16 oz. bxs 4 SO
Sweet Cuba, % lb......... 2 25
■west Burley, 5 c ..........6 76

Square Deal .................  <■
Star ................................ 43
Standard Navy ............... 34
Ten Penny ................... 31
Town Talk 14 oz.......... 30
Yankee Girl .................  33
. . .  ,  emeklngAll Leaf .....................   30
Banner, 6c ................... 3 33
Bull Durham, 5c ..........5 90
B riar Pipe, 5 c .................3 93
Black Swan, 5c ............5 76
Corn Cake, 5 c ................ 5 76
Cuban Star, 5c ............5 76
Dukes’ Mixture, 5c . . . . 5  85
Drum, 5c .......................5 76
Glad Hand, 5c ............6 72
Grant, 5c .......................6 20
Growler, 5c ................... 4 40
H and Made, 2% oz.......  50
Honey Dew, 1 % oz. . .  40
I. X. L., 5c ................... 6 10
Lucky Strike, 1% oz. . .  94
Myrtle Navy, 5c  6 94
May Flower Shorts, 6c 5 76
Nigger H air, 5 c .............5 94
Noon Hour, 5c ............5 78
Peerless, 5c ................... 5 70
Peerless, 10c ............... 11 52
Plow Boy, 5 c .................. 5 76
Pilot, 5c .......................... 5 40
Prince Albeit, 10c . . . .  96
Rob Roy, 5c ................. 5 90
Soldiers’ Boy, 5 c ........... 5 95
Sweet Lotus, 5 c .............6 00
Sweet Tip Top, 5c ..6  00
Sun Cured, 10c ........ 11 75
Summer Time, 5c . . . . 5  76
Trout Line, 5c ..............5 95
Tuxedo, 1 oz.................. 48
Tuxedo, 2 oz...................  96
Union Leader, 5c . . . .5  95
Uncle Sam, 10c ..........10 80
Yum Yum, 5c ..............5 85

TW INE
Cotton, 3 ply .............  24
Cotton, 4 p l y ................. 24
Jute , 2 ply .....................14
Hemp, 6 ply ..................13
Flax, medium ..........   24
Wool, 1 lb. bales . . . .  3

VINEGAR
Highland apple cider 22
Oakland apple cider ..17 
Robertson’s Compound 13%
Robinson’s C id e r ..........14
S tate Seal s u g a r ..........13
40 grain pure white . . .  8% 

Barrels free.
WICKING

No. 9 per g ro s s ..............SO
No. 1 per gross ..........46
No. 2 per gross ..........60
No. 2 per gross ............76

WOODENWARB
Baskets

B u sh e ls ............................1 06
Bushels, wide band ..1  16
Market ............................  46
Splint, large ................. 2 50
Splint, medium ............2 00
Splint, small ................ .2 75
Willow, Clothes, large I  25 
Willow, Clothes, small 6 25 
Willow, Clothes, me’m 7 26 

Butter Plates 
Wire End or Ovals.
% lb., 250 in c r a t e .......... 80
% lb., 250 in c r a t e ..........SO
1 lb., 250 in crate  .........36
2 lb., 250 in crate ......... 86
3 lb., 250 in crate  . . . . . .4 6
6 lb., 250 in crate .......... 60

Churns
Barrel, 5 gal., each . . .2  40 
Barrel, 10 gal., each ..2  66 

Clothes Pins 
Round Head.
4 inch. 6 gross ............... 46
4% inch, 5 grosz ...........69
Cartons, 20 2% dos. bxs. 66

Egg C rates and Fillers 
■ um pty  Dumpty, 12 dg. 20
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Special Price Current
12

No. 1 co m p le te .............. 49
No. 9 complete ............ 29
Case No. 2 fillers, 15

sets ............................  125
Case, medium, 12 se ts 1 16 

Faucets
Cork, lined, 8 in............ 70
Cork, lined, 9 in. ........  80
Cork lined, 10 I n . ........  90

Mop Sticks
Trojan spring ............  90
Eclips* patent spring 86
No. 1 common .............  80
No. 2 pat. brush holder 85
Ideal No. 7 ..................... 86
121b. cotton mop heads 1 45 

Pails
2- hoop Standard . . . . . . 2  00
3- hoop Standard .2 36
2-wire Cable ................. 2 10
Cedar all red brass . . .1  25
I-w ire Cable ................. 2 30
Paper E u re k a ............... 2 26
Fibre ............................ 2 70

Toothpicks
Birch, 100 packages ..2  00
Ideal ............................ 9®

Traps
Mouse, wood, 2 holes 22
Mouse, wood, 4 holes 45
Mouse, wood, 6 holes 70
Mouse, tin, 5 boles . . . .  65
Rat, wood ............... . *0
Kat, s p r in g ..................... 76

Tubs
20-in. Standard, No. 1 7 60 
18-in. Standard, No. 2 6 60 
16-in. S tandard, No. 3 6 60 
20-in. Cable, No. 1 . . . . 8  00 
18-in. Cable, No. 2 . . . . 7  00 
16-in. Cable, No. 3 . . . . 6  00
No. 1 Fibre .................10 35
No. 2 Fibre ...................9 25
No. 3, Fibre ................. 8 25

W ashboards
Bronze Globe ............... 2 50
Dewey ..........................  1 76
Double Acme ............... 2 75
Single Acme . . . . . . . . . . 2  15
Double P e e r le s s ........... 3 75
Single Peerless ............3 25
N orthern Queen ..........3 25
Double Duplex ............. 3 00
Good Duck .....................2 75
Universal ..................... 8 00

Window Cleaners 
12 in. ..............................1 §5
14 in................................... 1 *6
12 in................................. * *•

Wood Bowls
13 in. B utter ................ 1 69
15 in. B utter ................ 2 25
17 in. B u t t e r ................. 4 16
19 in. B utter ................ 6 10
Assorted, 13-16-17 . . . .3  00 
Assorted, 15-17-19 . . . .4  26

WRAPPING PAPER
Common Straw .........  2
Fibre Manila, white . .  3 
Fibre, Manila, colored 4
No. 1 M a n ila .................4
Cream M a n ila ............... 3
Butchers’ Manila ..........2%
W ax Butter, short c’n t 13 
W ax Butter, full count 20 
W ax Butter, rolls .. . .1 9

YEAST CAKE
Magic, 3 do*. ............... 1 16
Sunlight, 8 doz. ............1 09
Sunlight, 116 dos..........  59
Teast Foam, 3 doz. . . .1  16 
Yeast Cream, 3 doz. ..1  00 
Yeast Foam, 116 doz. . .  68

AXLE GREASE

13 14
CIGARS

Johnson Cigar Co.’s  Brand
stock by the Tradesman 
Company. Thirty-five sizes 
and styles on hand a t  all 
times—twice as many safes 
as are  carried by any other 
house in the State. If you 
are unable to visit Grand 
Rapids and . inspect the 
line personally, write for 
quotations.

SOAP
la  i0t*  r  Beaver Soap Co.’s Brand
Evening Press ................. 82
Exemplar ...........................32
Worden Grocer Co. Brand 

Ben H ur
Perfection .........................35
Perfection E x tras .......... 35
Londres ............................ 85
Londres Grand ............... 35 _____
Standard ........... ............. 35 l i /A u s r f i
Puritanos ...................  .36 J f U N  llU \.
Panatellas, F inas ............35 B ffi
Panatellas, Bock ..............35
Jockey Club .....................35 ioo cakes, large s iz e ..6 50

COCOANUT 50 cakes, large size. .3 25
Baker’s Brazil Shredded * 1  **£**• -J **69 cakes, small s iz e ..l  95

Gowans A Sons Brand.

SJDA P.

TO 6c pkgs., per case 2 60 
86 10c pkgs., per case 2 60 
16 10c and 38 6c pkgs., 

per case .................2 60
COFFEE
Roasted

Dwinell-W right Co’s  B’ds

W hite House, l ib .................
W hite House, 21b.................
Excelsior, Blend, l ib ............
Excelsior, Blend, 21b...........
Tip Top, Blend, l ib .............
Royal Blend ........................
Royal High Grade .............
Superior Blend ...................
Boston Combination ..........

D istributed by Judson 
Grocer Co., Grand Rapids; 
Lee & Cady, Detroit; Sy
mons Bros. & Co., Sagi
naw; Brown, Davis & 
W arner, Jackson; Gods- 
mark, Durand A  Co., B a t
tle Creek; Fielbach Co., 
Toledo.

Single boxes ................. 8 90
Five box lo ts ..............2 96
Ten box lots ................ .2 90Twenty-five box lots ..2 86

J . S. K irk A  Co.
American Fam ily ........ 4 90
Dusky Diamond 50 8 oz 2 80 
Dusky D’nd 100 6 os 3 90 
Jap  Rose, 60 bars . . . . 3  60
Savon Imperial ............3 00
W hite Russian . . . . . . . 3  60
Dome, oval bars ..........3 00
Satinet, oval ..................2 70
Snowberry, 100 cakes 4 00

L&utz Bros. A  Co. 
Acme, 30 bars, 75 lbs. 4-00 
Acme, 25 bars, 76 lbs. 4 00 
Acme, 25 bars, 70 lbs. 3 80
Acme, 100 cakes ..........8 25
Big M aster, 72 blocks 2 85
German Mottled ..........3 50
German Mottled, b oxs 3 45 
German Mottled, 10 bx 3 40 
German Mottled, 25 bx 3 35 
Marseilles, 100 cakes ..6  00 
Marseilles, 100 cks 6c 4 00 
Marseilles, 100 ck toil 4 00 
Marseilles, 46bx toilet 2 10

Proctor A  Gamble Co.
Lenox ....................  2 00
Ivory, 6 oz........................ 4 00
Ivory, 10 oz..................... 6 75
S ta r .............................. . .3  85

Tradesm an Co.’s Brand

Mica, tin boxes ..76 9 00 
Paragon ...............  66 6 00

BAKING POWDER 
Royal

10c size 99 
441b. cans 1 35 
6oz. cans 1 99 
461b. cans 2 60 
%lb. cans 8 75 
lib. cans 4 80 
Sib. cans 13 00 
61b. cans 21 60

Small size, doz. 
Large size, doz.

8AFES

Full line of fire and bur
glar proof safes kept In

Black Hawk, one box 2 50 
Black Hawk, five bxs 2 40 
Black Hawk, ten bxs 2 26

A. B. Wrlsley 
Good Cheer . . . . . . . . . . 4  00
Old Country ................. 8 40

Soap Powders 
Snow Boy, 24a family

size ........................  2 75
Snow Boy, 60 5 c ..........2 40
Snow Boy, SO lOe . . . . 2  40 
Gold Dust, 24 large ..4  50
Gold Oust, 100-5c ........ 4 00
Kirkoline, 24 4tb............3 80
Pearline .........................8 76
Soapine .......................... 4 10
Babbitt’s  1776 ............. 8 76
Roseine ...........................8 60
Armour’s .......................8 70
Wisdom ................   8 89

Soap  Com pounds
Johnson’s F ine ..............5 19
Johnson's XXX ..........4 26
Nine O’clock ................. 2 29
Rub-No-More ............... 2 26

Scouring
Enoch Morgan's Sons 

Sapolio, gross lots . . . . 9  60 
Sapolio, naif gro. lota 4 86 
Sapolio, single boxes 2 40
Sapolio, hand ............... 2 40
Scourine Manufacturing Co 
Scourlne, 69 cakes . . . . 1  90 
Soourine, 199 s s k s s  ...»  69

Lowest
Our catalogue is “the 
world’s lowest market” 
because we are the 
largest buyers of general 
merchandise in America.

And because our com
paratively inexpensive 
method of s e l l i n g ,  
through a catalogue, re
duces costs.

W e sell to merchants 
only.

Ask for current cata
logue.

Butler Brothers
New York Chicago 

St. Louis Minneapolis 
Dallas

Fireezables
Get in your order NOW 
before s t e a d y  cold 
weather sets in for such 
goods as Vinegar, Blu
ing, Pickles, Ink, Cheese, 
Cider, Olives, and any
thing else liable to freeze 
in transit and avoid loss.

Judson Grocer Co.
W holesale G rocers Grand Rapids, M ich.

Chase Motor Wagons

Are built in several sizes and body styles. Carrying 
capacity from 800 to 4,000 pounds. Prices from 2750 
to 32,200. Over 25,00 Chase Motor Wagons in use. 
Write for catalog.

Adams &  Hart
47-49 Ho. Division Si., Grand Rapids

In c r e a se  Y ou r S a le s  o f

BAKER’S 
Cocoa and 
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.

Adt our salesman
Keglstereo, or write

U. S. Pat. OnL

Walter Baker & Co. Ltd.
DORCHESTER. MASS.
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BUSINESS-WANTS DEPARTMENT
(

VJvert i sements  inserted under this head for two cents  a word the first insertion and one cent a word for each  

Mihsequent  cont inuous  insertion.  N o  charge le ss  than 25 cents.  C a sh  must  accompany all orders.

B U S IN E S S  C H A N C E S .

d ipp ings for Michigan and outside 
newspapers on any subject. W rite Al
mond Griffon, Route 7, Grand Rapids, or 
call Citizens 4989. 785

Factory working overtime; can’t  flU or
ders m ust double capacity; shares sold 
for cash or installm ents; w rite for par
ticulars. H arry  E. Virden, P, O. Box 
133, Mt. P leasant, Iowa. 783

Business W anted—W ill pay cash. Am 
looking for a  good opening. Give fuU de
scription and lowest price. M. Trades
men, Box 1261, Cherry YaUey, Illinois.

780
W anted—To buy stock of general m er

chandise, clothing or shoes. Address Box 
116, Bardolph, 111. 777

For Sale—B ar and restaurant, next 
door to interurban term inal station, town 
of 57,000. Seven rooms above, hot w ater 
heat, gas, electric light, bath, etc. Nine 
m onths’ license. Neighborhood of $2,800 
cash required, Best reasons for seUing. 
Twelve years lease. Might trade. W. M. 
Howe, 111 E. W ashington St., South 
Bend, Ind. 779

Nuts—1911 crop blackwalnuts, $1 bush
el. Shell bark hickory nuts, $2 bushel. 
Cash w ith order. E. Wood Co., Moulton, 
Iowa. 778

Save Your Hogs—Sm ith’s  hog cholera 
cure. WiU certainly do it, or money 
refunded. T rial bottle $1. Large size, 
$5. Address J . H. Smith, Box 265, W av- 
erly, Ohio. 776

A l farm  of 110 acres, % mile to  best 
2,000 city in Michigan, to exchange for 
general store. Address Exchange 428, 
care Michigan Tradesman. 774

For Sale—U p-to-date general mer
chandise, $8,000. Best town in Michigan. 
Splendid chance for younger man. Only 
one competitor. Old age and sickness, 
cause for selUng. Can reduce stock. Lib
eral cash discount. Address W. H., care 
Tradesm an. 772

F or Sale—Confectionery, bakery and 
icecream parlor, town 6,000 population. 
All modern and up-to-date. Doing good 
business, w orth about $5,000. Will sell 
cheaper account poor health. Sell or rent 
building. W. R. McCuistlon, Boyne City, 
Mich._______________________  763

A  good chance for the  righ t man to 
s ta r t  a  m eat m arket w ith a  grocery store 
in connection, doing from $35,000 to 
$40,000 business a  year. Good location, 
cheap rent. Must give good reference. 
W rite  for fu rther information to No. 762, 
care Tradesman. 762

A No. 1 Business Opportunity—Store 
building for rent in  town in the fru it 
belt. Term s reasonable. Excellent loca
tion. For fu rther particulars, address 
No. 771, care Tradesm an. 771

F or Sale—$3,500 general stock. Annual 
cash sales $18,000. Traverse City Busi
ness Exchange, T raverse City, Michigan.

$4,000 equity in  120 acre farm , two sets 
buildings; exchange for good shoe stock, 
hardw are or first-class general store. 
Swander & Swander, Hudson, Michigan.

768
For Sale—U p-to-date grocery in small 

m anufacturing town Central Michigan, 
doing $15,000 cash business. Invoice 
about $2,000. Reason selling, have other 
business. Address 767, care Tradesman.

767
L et us sell your business, farm  or 

fru it lands. Traverse City Business Ex
change, 210 Wilhelm Bldg., Traverse City, 
Mich. 766

For Sale—1 Northy cooling box, size 
8x12, w ith complete wodd partition  for 
20 foot building, 1 American Blicing m a
chine, 1 upright dried f ru it case, 1 up
righ t candy case, 1 upright bread case. 
All fixtures Just new and only in use four 
months, w ill sell a t  reasonable prices. 
Address F. C. W aterstradt, Vinton, Iowa.

764
For Sale o r Exchange—Woodworking 

p lan t in best railroad town in Central 
Michigan. Good power. Fine plant for 
m anufacturing furniture  o r anything in 
wood. Excellent opening for lumber 
yard. Sickness reason for selling. Ad
dress F. E., care Tradesm an. 756

For Sale—Stock of general merchandise 
in good hustling town. On easy term s. 
Address Lock Box 102, Alma, Mich.— to

$9,500 retail stock of clothing, shoes, 
men’s furnishings and ladies ready-to- 
wear. A good p art of stock was bought 
during 1911. Will exchange for timber 
lands, residence, lots or good farm  and 
some cash. J . Hilger, 140 Reed St., Mil
waukee, Wis. 760

Store For Sale—Nice clean stock of 
groceries and m eats in Mancelona, Mich
igan. One of the best towns in the State. 
Best stand in city. Fixtures good. Can 
reduce stock to su it purchaser. A fine 
chance for the right party. Other busi
ness reason for selling. W rite or call 
Sm ith & Lake, Mancelona or Petoskey.

742
I pay cash for stocks or p a rt stocks 

of merchandise. M ust be cheap H. 
Kaufer. Milwaukee, Wis.___________93

For Sale—A t $9,500, an eight year es
tablished retail m anufacturing business 
in Toledo; easily managed, profits aver
aged $43 per week during last year; books 
open for inspection. Might take farm  
as part pay. H . Harold, 718 Yates St., 
Toledo, O. 733

For Sale—Clean, staple stock of dry 
goods, clothing and shoes, in best boom
ing town N orthern Michigan. E legant 
location. Good reason for selling. Will 
pay you to enquire. Address No. 731, 
care Tradesman. 731

A TTEN TIO N  M ERCHANTS! S H IP  
YOUR PACKING STOCK TO US. W E  
PAY CASH AND T H E  H IG H EST P R IC E « 
A LL T H E  TIM E. NATIONAL FOOD 
PRODUCTS CO., BRIGHTON, M ICHI- 
GAN.________________________________ 730

For Sale—A t once a t  a  bargain, small 
hardware and grocery stock in new farm 
ing country, doing good business. Sick
ness in family reason for selling. W rite 
for particulars No. 694, care Tradesman.

694
Kodak films developed, 10c per roll, 

any size. Prom pt attention given mail 
orders. P rin ts 2)4x3)4 to  3)4x4%, 3c; 
4x5 to 3)4x5%, 4c. J . M. Manning, 1062 
Third Ave., New York City. 791

For Sale—Grocery and bakery, doing 
good business, equipped with first-class 
fixtures in town 6,000 population. Plenty 
manufacturing. Largest potato m arket 
in Michigan. Best of reasons for selling. 
Address No. 692, care Tradesm an. 692

Merchandise sale conductors, A. E 
Greene Co., 414 Moffat Bldg., Detroit. Ad
vertising furnished free. W rite for date, 
terms, etc. 549

W anted—To buy, for cash, stock of 
shoes, clothing or dry goods. Address 
R. W. Johnson, Fan a. 111. 669

For Sale—Clean stock of general m er
chandise, including buildings in country 
town in the Thumb of Michigan. Inven
tories $3,000. Reason for selling, failing 
health. Can reduce stock. Address Lock 
Box 107, Colling, Michigan. 646

Safes Opened—W. L. Slocum, safe ex
pert and locksmith. 62 O ttaw a street, 
Grand Rapids, Mich. 104

Will pay cash for stock of shoes and 
rubbers. Address M. J. O., cafe T rades
man.______________________________ 221

Cash for your business o r real estate. 
I bring buyer and seller together. No 
m atter where located if you w ant to buy, 
sell or exchange any kind of business oi 
property anywhere a t  any price, address 
F rank  P. Cleveland, Real E state  Expert, 
1261 Adams - Express Building, Chicago, 
Illinois. 984

W rite us for plans and prices on a 
rousing ten-days’ sale. Address W estern 
Sales Company, Homer, La. 411

H E L P  W A N TED .
W anted—Clerk for general store. Must 

be sober and industrious and have some 
previous experience. References required. 
Addresw s to re , o a rs  T rad esm an. 242

W anted-^A city salesman. S tate  In 
writing, age and form er occupation. Ad-
dress B, care Tradesman._________ 786

W anted—A successful salesman with 
acquaintance in Ohio, Indiana, Michigan 
to represent strongest line of wash skirts 
on the m arket. Commission basis. Rut- 
land Garm ent Co., Rutland, VL 784 

Salesman to carry line of pearl but- 
tons. Lock Box 418, M uscatine, Iowa.

_________________________  782
W anted—Reliable, hustling clerk for 

general store, A knowledge of drugs and 
postofflee work desired. S tate salary, ref
erences. Address No. 781, care Michigan
Tradesman._______ ______ _________ 7§i

W ant ads. continued on next page.

u

Here is a Pointer

Your advertisem ent, 
if  placed on th is page, 
would be seen and read 
by eight thousand of 
the m ost 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 ex 
changed properties as 
the direct result of ad
vertising in th is paper.

Michigan Tradesman



48 M I C H I G A N  T R A D E S M A N November IS, 1911

NEW YORK MARKET.

Special Features of the Grocery and 
Produce Trade.

Special Correspondence.
New York, Nov. 13—Spot coffee 

has lost the little activity it had for 
a few days, and at this writing is de
cidedly sluggish. Of course there is 
some business going on all the time, 
but the general situation is a wait
ing one. At the close Rio No. 7 is 
quoted at 15J^c in an invoice way. In 
store and afloat there are 2,138,288 
bags, against 2,778,895 bags at the 
same time a year ago. Milds are 
steady but the volume of business is 
small, roasters taking only enough to 
keep the wheels turning.

Sugar is very quiet. Refined is 
about lj/2c below the top of recent 
quotations and about as much above 
the rate of a year ago—6.30c less 2 
per cent. Raws have declined and 
there is a strong tendency to a still 
lower basis.

Teas show steady improvement in 
demand, slight although it may be. 
Dealers “point with pride” to the 
transactions going on, and note 
with complacency the soaring rates 
of coffee. Callanan, one of the lead
ing retailers, has a big sign in front 
of his store advising the public to 
refrain from coffee and drink tea. A 
great many read the sign, and doubt
less such things all help the increas
ing use of teas.

Rice is steady but sales are of 
small quantities. From the South 
come rather discouraging reports of 
too much rain. Stocks here are am
ply sufficient for the existing de
mand, but what is wanted is better 
demand. Prime to choice, 4$4@5c.

Spices are well maintained, but no 
change is noticed in the range of 
quotations. Black Singapore pepper, 

white, 15J^@1524c.
Molasses is steady with a demand 

that shows enlargement as the sea
son advances. Syrups are quiet and 
without change.

Not an item of interest in canned 
goods. Stocks of tomatoes in first 
hands are thought to be pretty well 
cleaned up and threes are held nom
inally at 95c. Corn is quiet, but 
there is something doing all the 
time, with standard Maine stock held 
at 65@70c, and fancy at 80@90c as to 
barnd. Peas are well held and stocks 
are running light. Other goods show 
little, if any, change.

Butter is higher and creamery spe
cials are quoted at 34J^@35c; extras, 
34c; firsts, 31@33c; process, 25@ 
25J/£c; factory, 21@22c.

Cheese is firm with whole milk 
15%c, September make.

The range on eggs is from 25@55c, 
the latter being for fancy nearby 
stock worthy of all sorts of adjec
tives indicative of excellence. A 
fair average would probably be about 
30@32c.

Changes at Corl, Knott & Co., Ltd.
Earl Mcllvain, who has traveled 

several years for the Clarke-Davis- 
Poor Co., of Columbus, has been en
gaged to cover Indiana territory.

W. F. Auener, who has heretofore 
carried samples of the Weiskoff Co., 
of Chicago, has contracted to repre

sent the house in Northeastern Mich
igan, the Peninsula and Eastern Wis
consin.

G. R. DuBois, heretofore with 
Hart & Co., of Cleveland, will cov
er the trade of Central Michigan.

These additions give the house a 
traveling force of eight men, be
sides the house salesmen.

The annual dinner and round-up of 
the house occurred at the Peninsu
lar Club last Saturday evening, be
ing participated in by sixteen gen
tlemen, as follows:

S. S. Corl.
H. A. Knott.
W. N. Corl.
B. E. Morey (Southern and Cen

tral Michigan).
Rufus Boer (Northern Michigan).
G. R. DuBois (Central Michigan).
A. L. Stephens (Eastern Mich

igan).
W. W. Brown (Ohio, Pennsyl

vania and West Virginia).
Earl Mcllwain (Indiana).
W. F. Auener (Northeastern 

Michigan, Upper Peninsula and East
ern Wisconsin).

J. E. Post (city).
R. Currie (house).
L. A. Smith (house).
P. T. Bertrand (house).
Lynn McIntyre (house).
Geo. Hendershot (house).
P. T. Bertrand, formerly of the 

Stanton Dry Goods Co., of Grand 
Ledge, has accepted a position in the 
silk and ribbon department.

- ^  •  ♦
Butter, Eggs, Poultry, Beans and Po

tatoes at Buffalo.
Buffalo, Nov 15—Creamery, 28@ 

34J^c; dairy, 20@30c; poor, all kinds, 
18@20c.

Eggs—Fancy, fresh candled, 35@ 
36c; choice, 30@33c; cold . storage 
candled, 22@23c.

Dressed Poultry—Old cox, 10@ 
11c; chickens, 12@14c; fowls, 11@ 
13c; ducks, 16@18c; turkeys, 18@22c.

Live Poultry — Fowls, 10@12^ c ; 
ducks, 13@15c; turkeys, 16@18c; 
spring chickens, 10@13c; geese, 13@ 
14c; old cox, 9c.

Beans — Medium, $2.50; marrow, 
$2.80@2.90; pea, $2.50; red kidney, 
$3.25; white kidney, $2.75@3.

Potatoes—New, 90@95c per bu.
Rea & Witzig.

Port Huron—After having been in 
the retail and wholesale candy busi
ness for twenty-six years, A. B. Car
lisle has sold his interest in the ice 
cream and candy business to Herb 
Winterstein and Dr. R. C. Keene, and 
will devote his entire time to his 
creamery business.

Benton Harbor—The Upton Ma
chine Works has merged its busi
ness into a stock company under the 
style of the Upton Machine Co., with 
an authorized capital stock of $30,000, 
of which $27,650 has been subscribed, 
$5,000 being paid in in cash and $22,- 
650 in property.

Lansing—The name of the Michi
gan Cut Glass Co. has been changed 
to the Bush Cut Glass Co., E. J. 
Bush having purchased the business 
recently and removed it to the build
ing formerly occupied by the Korff 
Manufacturing Co.

Side Light on Newspaper Life Forty 
Years Ago.*

University Park, Colo., Nov. 8— 
It was a little more than forty-three 
years ago—September, 1868—that I 
began my first regular newspaper 
work as local editor of the Daily Ea
gle. Clark C. Sexton was at that 
time local editor of the Democrat. 
Good old Sexton! No kinder heart
ed or more honest man ever lived. 
He could not write grammatically, 
and he was not strong on formal 
editorials or long stories of the mod
ern sensational order; but he could 
gather the news, for everybody knew 
him and liked him.

In the winter of 1868, when Mr. 
Lyon opened Sweet’s Hotel, he in
vited us two reporters to a special 
lunch and gave us a table to our
selves. There was an elaborate bill 
of fare, largely French. I went 
through it and ordered all the deli
cacies that I thought I was “good 
for.” Sexton studied and..studied and 
fidgetted and wrinkled his brow. The 
thing was too complicated and he 
could not get his bearings. Finally 
he turned to the waiter and gave his 
order in a few words: “Bring me 
suthin’ to eat.” The waiter was equal 
to the situation and the trayload he 
brought was a credit to the hotel.

Later, in 1871, when Mr. Sexton 
was publisher of the Times, he hired 
me as local editor. A. S. Wheeler, 
known as “Stern Wheeler,” was edi
tor. Mr. Sexton’s kindness to me at 
that time I shall never forget. With 
the coming of winter I suffered from 
wretched health and had hard work 
to keep up with my duties. But Sex
ton never complained, did all that he 
could to favor me—as did “Stern 
Wheeler.” And thereby hangs a tale:

Wheeler was fond of his bottle and 
periodically got very drunk. One 
cold morning I came down to the of
fice, but found myself too sick to go 
on with my work. So I went into 
the composing room and asked Mr. 
Tozer, one of the printers, to put on 
a sub and go out and rustle up some 
local news, offering to pay him as 
much as he earned at the case. He 
agreed to this, and, after explaining 
the situation to “Stern Wheeler,” I 
went home to my room and went to 
bed.

Soon after I left, Wheeler was 
seized with a fit of commendable 
generosity and decided to do my 
work as well as his own and save 
my wages for me. So he went in 
and told Tozer his plan.

Then he celebrated his good inten
tions by going out and getting a bot
tle of whisky—after which he was 
soon oblivious to earthly cares and 
labors. He leaned back in his easy 
chair and could only grunt when 
spoken to.

Eber Rice was foreman, and, not 
being able to find Sexton, he went 
on and filled the paper with any 
kind of clippings that he could lay 
his hands on.

Next morning, when I picked up 
the paper which was left at my door, 
I was sick indeed. There was not

•Letter read at Annual Dinner given Old Time 
Editors by E. A. Stowe at Pen in sular Club Nov.

so much as a single word of editorial 
or local in it!

A number of years later Wheeler 
ended what might have been a bril
liant career but for his one failing by 
committing suicide at Kansas City. 
Tozer became a somewhat noted 
writer of “blood and thunder” stor
ies.

I stayed with the Times until my 
health utterly broke down. Even 
then it was hard to get away from 
Mr. Sexton, who insisted on keeping 
and paying me until my conscience 
would not permit me to take money 
that I knew I was not earning.

After a few weeks rest I went to 
Lansing and reported a long session 
of the Legislature for the Grand 
Rapids Eagle and Jackson Citizen. 
This led to an engagement with the 
Detroit Tribune, where I worked 
until my health again broke down. 
There I became acquainted with the 
Scripps, one business manager; the 
other manager of the job department 
of the Tribune, who afterward made 
such a stir in the newspaper world.

Lewis J. Bates, known to the very 
old-timers of Grand Rapids, and per
haps the most gifted poet that Mich
igan ever produced, was at that time 
editorial writer on the Deroit Post.

J. D. Dillenback.

Manufacturing Matters.
Detroit—A new company has been 

organized under the style of the 
M. & P. Electric Vehicle Co., with 
an authorized capital stock of $10,- 
000, of which $5,000 has been sub
scribed and $3,000 paid in in cash.

Lathrop—Henry Luke will open a 
hoop mill here with a capacity of 
2,000,000 hoops a year, and will em
ploy between twenty and thirty men. 
The latest machinery used in the 
manufacture of hoops will be put in.

Detroit—The Kirby System Co. has 
engaged in business to manufacture 
and market account systems for rec
ords and office supplies, with an auth
orized capital stock of $2,000, all of 
which has been subscribed and paid 
in in cash.

Pontiac—The American Steel Belt 
Co. has engaged in business to man
ufacture and sell steel and leather 
belting and all parts pertaining there
to, with an authorized capital stock 
of $50,000, of which $30,000 has been 
subscribed, $500 being paid in in cash 
and $29,500 in property.

Ludington — The Handy Things 
Co., manufacturer of woodenware 
novelties, has merged its business in
to a stock company under the style 
of the Handy Things Manufacturing 
Co., with an authorized capital stock 
of $25,000, all of which has been sub
scribed and paid in in cash.

BUSINESS CHANCES.
W anted—Position by registered pharm - 

acist, experienced in all branches, in
cluding: buying:. Address No. 790, care 
T radesman. ________ 790

W anted—Clothing: and furnishing: goods 
salesman. S tate salary wanted. Refer
ences required. Town 900 population. 
Box 207, Lakevlew, Mich. 787

If you w ant to trade your store for land 
or city property, w rite for our free ex
change catalogue containing hundreds of 
farm s and city properties for exchange. 
You can deal directly with the  owners. 
In tersta te  Land Agency, Decatur, 111.
__ __________________  ____________ 789

W anted—Lady clerk, w ith some experi
ence in dry goods store. Address Box 207. 
Lakevlew, Mich. 788

mailto:2.80@2.90


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

Sam ico, U ncle Sam, Upper Crust,
K ing K, Blue Bird Flours

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

Michigan State. Fur. Detroit

LA N SIN G  D USTLESS ASH SIFTER
Screens and removes the ashes 
at one operation. Cleans out 
the furnace as quickly as a 
shovel and saves 15% of the 
coal. Exclusive agency to one 
dealer in a town. Write at 
once for our plan that enables 
you to place this sifter with 
every furnace user in your 
county.

T h e G ier & D ail M fg. C o., Lansing, M ich.

HAVE YOU EVER TASTED

R O U -I R O I J
THE W O R L D S  GREATEST W A F E R

iiìi ii i iim itM iiu iìiii im ìm iiuu ìm ìtu m n in M m m m im m m m m iun iim ìim w rim iiìiìm m m ìn n iìu m im rm ììì

IMPORTED FROM HOLLAND

IT  IS  ALWAYS A PLEASURE TO SCAD SAMPLES because we feel that unless you try this 
delicious cream-filled wafer yourself, you will never realia» how infinitely superior it is to any 
other wafer on the market and why it sprona into national favor at almost a single bound.

• DOH'T FAIL TO SEND FOR A SAMPLE if you have never tried FROU-FROU. With the 
samples we will mail you further particulars that will prove to your own satisfaction that

Just as W e Excel in Quality, S6 Can W e Competè in Price

BISCUIT FABRIEK “DE LINDEBOOM” American Branch Grand Rapids, Mich.

Putnam's
Menthol Cough Drops

Packed 40 five cent packages in carton 
Price $1.00

Each carton contains a certificate, ten of 
which entitle the dealer to

ONE FULL S IZE  CARTON 
FREE

when returned to us or your jobber 
properly endorsed

PUTNAM FACTORY, National Candy Co. 
Makers

GRAND RAPIDS, MICH.

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

Holland Rusk Go. Holland, Mich.

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

COM POUND
G R A IN , SUG AR A N D  G RAPE V IN EG A R

The price is 13!4 cts. per gallon with one barrel free with each fifth barrel shipped this season

F A  D  Kalamazoo. Lawton. Grand Rapids. Saginaw. Jackson, p ’ A  R  
• V .  L I. Detroit, Alpena. Traverse City or Bay City. 1

STOCK ALWAYS ON HAND AT THESE POINTS 
An Ideal Pickling and Table Vinegar 
Satisfaction Absolutely Guaranteed

Lawton Vineyards Go. :: Kalamazoo, Mich.

Buckwheat
We are in the market for 20,000 

bushels of new buckwheat and can 
use in car lots or bag lots. Don’t  
fa il to  w rite or phone if you have 
any to offer.

H ighest price paid at all tim es.

Watson-Higgins Milling. Co.
Grand R apids, M ich.

W e M anufacture

Public Seating
E xclu sive ly

r h l l i r l l P C  We furnish churches of all denominations, designing and 
W ilta l V llC d  building to harmonize with the general architectural 
scheme—from the most elaborate carved furniture for the cathedral to the 
modest seating of a chapel.
^ r h o n k  The fact that we have furnished a large majority of the city 
O C M U U lo  and district schools throughout the country, speaks volumes 
for the merits of our school furniture. Excellence of design, construction and 
materials used and moderate prices, win.
1 f tf tfv p  H a l t «  We specialize Lodge Hall and Assembly seating.

I l u I I B  Our long experience has given us a knowledge of re
quirements and bow to meet them. Many styles in stock and built to order, 
including the more inexpensive portable chairs, veneer assembly chairs, and 
luxurious upholstered opera chairs.

Write Dept. Y.

Am erican S eatin g Conti;
215 WabMh Ave. 

GRAND RAPIDS NEW  YORK
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Michigan! Apples 
Michigan Flour 

Michigan Apple Dumplings
A  combination fit for a king.

A combination no king probably has ever enjoyed.

Y et Michigan people can have th is rarely delicious dish any day in the 
week.

No apples have such good flavor as Michigan apples. No flour has the 
flavor o f  Michigan flour.

These facts are acknowledged w ithout question by the dealers in flour 
and apples throughout the country.

L I L Y / ^ W T E
FLOUR

“ T h e Flour th e B est C ooks U se”

Is made of the choicest of Michigan wheat and so scientifically that the flavor 
is retained and the taste of bread made from it  is unexcelled.

We all like things that taste good and w e pass by the tasteless food when
ever w e can. . . ' '

This is  one of nature’s law s none of us care to ignore.

L ily W hite is made under the m ost sanitary conditions and is packed in  
sanitary sewed sacks in a separate building free from dust or dirt of any kind.

A  dealer tells us that his custom ers have found that it  makes more loaves 
of bread per sack than any other flour he sells.

Valley City Milling Company
Grand R apids, M ich.

This is •  reproduction of one of the advertisements appearing in the daily papers, all of which help the retailer to  sell Lily W hite Floor.
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