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Last Chance for Holiday
Buyers

A last chance for profits.

A last chance to enter the new year on a wave of prosperity.
A last chance to counter-balance the losses of the year.

A last chance to catch the trade that is legitimately yours.

A last chance to start a new season with a fat balance on the
debit side of the ledger.

The eleventh hour is passing; to-morrow may be too late.

Turn to our catalogue, dispatch an order, and reap the profits
that are rightfully yours. F. F. 947.

BUTLER BROTHERS

Exclusive Wholesalers of General Merchandise
NEW YORK CHICAGO ST. LOUIS MINNEAPOLIS DALLAS

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



Did it ever occur to you that there
is a reason hack of FORTY YEARS'
popularity of the

GREEN SEAL
CIGAR

Itis UNIFORM EXCELLENCE and
the BEST of WORKMANSHIP

The new sizes
Standard—3 for 25¢
Regalia—Straight 10c

. will convince you

Detroit Cigar

Manufacturing Cao.
Detroit, Mich.

" PR I1CEST!I

Your Jobber Fixes One End
Your Competitor Fixes the Other
And What’s Your Stunt?

It's up to you to fix the profit; but are you still
figuring profits by figuring on the cost instead
of on the selling end? Did you know that 25%
added to the cost, is only a 20% gain on the
selling price? Do you know that our salesmen
are'prepared to teach you the correct methods
of figuring precentages? Do you know that
their teaching is designed to put you in right
with yourself as boss of the job. and get every
“bloomin" cent out of merchandising? Do you
know that 80c out of every dollar invested
goes to the merchandise account; and that an-

. other 17”c of this goes to upkeep, clerk hire,
insurance, taxes, and twenty other drains di-
rectly charged against you? Do you know that
instead of making 25%, you possess only a
doubtful chance of making 2% %; and that if
you lose the smallest fraction of an ounce in
weighing you are "a goner?" We are preach-
ing fire and brimstone to scare you: we are preaching facts! We want our

salesmen recognized as real helpers when they call on you.

Moneyweight Scale Co.’
# N. State St.
MASONIC TEMPLE. CHICAGO
Grand Rapids Office, 74 So. lonia St.
Detroit Sales Office, 148 Jefferson St.
Please mention Michipn Tradesman when writing

The Co i
ScaleCorr.putng

X, . fy.
PayKHI, L%io

Direct Sales
Offices in All
Prominent Cities

V%NO\}/]VBOY f
.t
yom1 h&flds |

Don’t PayaFancyPrice for Vinegar

SEND US AN ORDER TO-DAY FOR

COMPOUND
GRAIN, SUGAR AND GRAPE VINEGAR

The price is 134 cts. pergallon with one bsrreiTfree with each fifth barrel shipped this season

FOR Kalamazoo, Lawton. Grand Rapids. Saginaw. Jackson. TP r\ D
* Detroit Alpena. Traverse City or Bay City. T.U.D,

STOCK ALWAYS ON HAND AT THESE POINTS *

Ah ldéal Pickling and Table Vinegar
.Satisfaction Absolutely Guaranteed

Lawton Vineyards Co, Kalamazoo, Mich.

What Is the Good

Of good printing? You can probably
answer that in a minute when you com-
pare good printing with poor. You know
the satisfaction of sending out printed
matter that is neat, ship-shape and up-
to-date in appearance. You know how it
impresses you when you receive it from
It has the same effect-on

Let us show you what

some one else;

your customers.
we can do by a judicious admixture of
brains and type* Let us help you with

your printing.

Tradesman Company
Grand Rapids

SNOWBOYfSNOWBOY
Weighsmore f Goodprofits

SNOWBOY

W &sfiiny'poaldtr

We are telling YOUR customers about SNOW BOY

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

Quick Profits

c ¢ drcd. rCc .

Buffalo, N. V.
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No soul is desolate so long as
there is a human being for whom it
can feel trust and reverence.—George
Eliot.

LOOK FOR GOOD TIMES.

The new furniture season will open
with the new year and it is an en-
couraging sign that the manufactur-
ers not only in this city but in other
markets are optimistic as to the pros-
pects. It is true next year is to be
a year of politics, and politics is al-
ways more or less disturbing, but the
impression is strong that politics
can not do much worse the coming
year than it has in the year that is
nearly ended, and the chances are
that before the campaign fairly opens
the country, in a manner, will have
become immune to its evils. Aside
from politics the prospects are bright.
With the McNamara episode to live
down the professional friends of labor
will be much less active than inre-
cent years, and this means that the
country will have a degree of indus-
trial peace it has not enjoyed for
many years, and peace will mean
prosperity. Then the farmers have
been having good crops and prices
and it is their own fault if they have
not some treasurers laid up on this
as well as the other side of Jordan.
The iron industry after the early fall
collapse has been having a fine re-
vival. The railroads are spending
money for improvements and new
equipment. Even the trust magnates
are beginning to feel more cheery.
Why should not the furniture manu-
facturers, under all these circum-
stances, be encouraged to look for
good times?

The new season will be of more
than usual interest to Grand Rapids.
Last summer the outside manufac-
turers, displaying samples in the ex-
position buildings, effected an organ-
ization for the avowed purposes of
boosting Grand Rapids as the great
American market The association
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raised a considerable fund, and this
money has been judiciously expended
in desirable publicity. All the fur-
niture journals have contained big
advertisements. Letters and circu-
lars have been sent out. Every deal-
er in the country has been reached,
not once but repeatedly, and every
time they have been reached they
have been urged to come to Grand
Rapids to see the big show. The
Grand Rapids manufacturers have co-
operated with the outsiders in this
campaign, and the time is now at
hand to see what will be the results.
Will more buyers come and, if they
do come, what will be the showing
in the order books?

The Grand Rapids manufacturers
will show more new patterns than
usual for a January opening and this
is as a compensation to the trade for
the lack of new things for the July
opening when the factories were tied
up by strike. The new patterns will
be for the most part along the lines
of the periods that have been so pop-
ular in recent years, and it is likely
the English periods of the Sheraton,
Chippendale and Hepplewhite type
will predominate. Not so much of
the early English goods—Flanders,
Elizabethan and similar styles—will
be seen, but what is variously known
as mission, arts and crafts, and Dutch
art will be as much in evidence as
ever. The French patterns will, of
course, be offered, but for several
seasons the French periods have been
waning in popularity and the Eng-
lish gaining ground in popular favor.
When the English has had its run
then French will come forward again,
which is the way in the furniture

world. As for the colonial patterns,
it is likely they will be as strong
as ever.

LOCAL BUSINESS”PROSPECTS.

Local business prospects for the
coming year are very encouraging.
It is pretty certain there will be in-
dustrial peace, which will help. Va-
rious industrial enterprises are plan-
ning to expand to take care of in-
creased business. The Wolverine
Brass Works will double its capaci-
ty. The Grand Rapids Lumber Co.
has the excavations made for a large
manufacturing plant. The Spears &
Son Lumber Co. will build a new
factory building. The Imperial Fur-
niture Co. will go ahead with its

building plans of a year ago. The
Stow & Davis Furniture Co. will
probably do the same. The H. M.

Reynolds Roofing Co. has purchased
an eight acre site and will build a
large new plant. Baldwin, Tuthill'
& Bolton will rebuild its plant and
on a larger scae. These are some
of the projects already announced
and, after the annual meetings, it is
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quite likely that other building plans
will be decided on. Then there are

the new industries which the new
year will bring. What these new in-
dustries will be has not yet been

made manifest, but it is certain that
Grand Rapids will add several con-
cerns to its list during the next
twelve months. In  building also
there is promise of activity. Among
the projects definitely announced are
the Kelsey & Brewer ten-story white
enamel building at Pearl and Ottawa
streets, opposite the Michigan Trust
building, and the reconstruction of
the old Leonard building on Monroe
street by Henry L. Houseman. Ru-
mor has it that Edward Lowe will
build on the site of the Porter build-
ing and that the Kendall estate will
put up something handsome at Mon-
roe street and Park. The Buchan-
ans may improve their property be-
tween the new Metz building and the
Lorraine. The Peoples Savings
Bank may do something in the way
of marked improvement to its cor-
ner. The hotel problem is one that
will probably be solved the coming
year. If the Pantlind is not rebuilt
or enlarged it is certain that some
other plan will be tried to furnish
the additional hotel accommodations
needed during the furniture seasons.
The Grand Rapids National City will
hardly undertake the improvement
of the Wonderly property the com-
ing year, but definite plans may be
announced. The Masonic Tempie
project will, undoubtedly, assume
definite form the coming year and
this will mean a building to cost
about $250,000. Activity in building
will be a material help to business
in Grand Rapids and the banks will,
of course, share in the expansion.

CULTIVATING TEAM WORK.
The retailers completed their or-
ganization recently by electing Car-
roll F. Sweet President, Charles
Trankla Vice-President and D. M.
Wegner Secretary and a directorate
representative of the different trade
interests. It was decided by unani-
mous vote to affiliate with the Asso-
ciation of Commerce, that the retail-
ers might be a part of the big move-
ment for the promotion of the city’s
interests rather than a side show.
President Sweet has appointed com-
mittees to attend to the various de-
tails of the Association work and
there seems a happy disposition on
the part of the retailers to get to-
gether and to co-operate for their
own and the general good. They
have been apart so many years, how-
ever, and are so little accustomed
to regard one another as friends and
allies that it will naturally take time
for them to develop zeal and effi-
ciency in team work, but a fine start
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has been made and, under the ener-
getic leadership of Mr. Sweet, re-
sults ought to come from the move-
ment. One of the greatest obstacles
in the past to co-operative effort has
been that the retailers have not
known one another well enough, and
it might be suggested that a series of
noonday luncheons would serve an
excellent purpose in bringing the
merchants together. The Board of
Trade Committee of 100 does this to
some extent now, but the retailers
might very well have their own week-
ly or fortnightly gathering for the
discussion of whatever live topics
may be occupying public attention.
Then, when warm weather comes,
some plan should be devised to get
all the retailers in a bunch for a
picnic or excursion, where they will
be compelled to rub elbows and mix.
It was very largely through their
trade extension excursions that the
wholesalers became so united and co-
operative as boosters of the city. The
retailers may not accomplish all they
hope for the very first season—for
that matter, it would be strange if
they did—but it is an exceedingly
encouraging sign that they have at
last effected an organization and the
longer they have it, the more they
make use of it and the more work
they put into it the better will they
like it and the more efficient it will
become.

It seems to be agreed among busi-
ness men that the holiday trade has
not been up to the average. There
has been a good sale of the purely
holiday stock, but the staples have
dragged. This has been due to a
large extent, no doubt, to the farmer

trade, or rather the lack of it. Ex-
cept the gravel roads, the rural
highways leading to the city have

been almost impassable for the past
month. The farmers have not been
able to bring stuff into town and
they seem not to have been coming
merely to trade. The touch of real
winter now in evidence may help
things. A good bunch of farmer
teams in the streets would certainly

look good to the merchants. The
farmers, from all accounts, have
money this season and, as a rule,

they are pretty good spenders for the
substantials when they are given the
chance. The poor roads have denied
them the chance, which ought to be
a pretty fair argument as to the
value of good roads from the view
point of the merchants. When the
proposition is put up to them next
spring to vote $600,000 for good
roads in Kent county the business
men in this city might to their own
advantage remember their present
experience.



PERSONAL PUBLICITY.

Advantages of Follow-Up Work in
the Store.

Follow-up work! A great many
people say that follow-up work does
not pay. It will pay in almost any
line. Take a dentist. A letter writ-
ten to people whom that dentist has
treated say once every three or six
months, mentioning a specific fact
that this job was done and he would
like that party to come in so that he
could examine the teeth is the best
form of follow-up work. A letter
from a clothier who sold a man a
suit of clothes last season, asking him
to call on the writer again, as he will
try to correctly anticipate require-
ments this year, will, undoubtedly,
produce business.

I know of an instance of a woman
in Nebraska. She has developed a
daily mail of 300 to 350 letters. She
has a classified list of possible buy-

ers of specific merchandise and she
sends them samples accordingly.
This girl in Nebraska has her list
properly classified. She gets in some
nice white dresses, and just prior to
comencement or something of that
kind, she sends out a circular men-
tioning suitable merchandise and not
an overall circular sent to an un-
classified list containing the name of
a widow. Preceding a church fair
she gets the list of names of the
members of the church, calling their
attention to the fact that this lawn
fete is going to take place on a cer-
tain day and that the. mother may be
interested in knowing that she has
some very good values in dress ac-
cessories or dress materials and she
includes samples when possible.
W hat is the result? The total num-
ber of daily orders tells the story.
The mailing list that some of the
merchants maintain is impossible.
They usually have a book with a
bunch of names written down which
are not profitably classified, and then
they claim that they have had no re-
sults out of publicity. 1 think a good
way is to have several lists—one for
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women’s goods, one for man’s goods,
one for children’s goods and one
with circular matter which would in-
terest the entire family or any simi-
lar classification, according to the na-
ture of the business.

Why doesn’t an unclassified list
pay? If you send circulars to people
who are not interested in the items
mentioned in the circular, not only
that specific piece of advertising will
fail to pull, but the constant repeti-
tion of literature or advertising mat-
ter which does not interest the re-
cipient absolutely detracts from the
selling power.

| talked to one merchant in a good
sized town with sales possibilities
twenty-five miles in each of four di-
rections. Fie said, “Don’t talk to me
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gains.
idea” is everywhere.
right in their place,
good merchandising means selling
regular lines at a profit. It is no
trick to practically give stuff away.
Another instance: | went into a
dry goods store and right at the door
—the first to be seen by incoming
trade—perched up on a stool behind
an all glass case filled with dainty
packages of perfume, etc., in this
first-class store was a girl who was
all choked up with a cold and had
a great big shawl wrapped around
her neck. | am not here to say that
that would drive customers out of
the store, but the fact remains that
that lack of applied business reason
leaves a bad taste in the mouth of

“The passing of the bargain
Bargains are all
but remember

Christmas 1911

JN this Christmas Season, Lord, help us

to remember why we celebrate.

Keep

before us that in remembrance of Thee, we
should make this season in fact, not merely
in work, one of Peace on £arth and Good
Will toward all Mankind.

Guard us against forgetting the poor,
the widowed and the orphan, for in Thy
Sight we know they rank as high as thrice

crowned kings.

Guard our tongues from speaking evil
and our thoughts from iniquity.

And lastly, help us to make this Christ-
mas and each succeeding one a little better

than the last, so that when Thou callest us,
the Earth will be a little better for our hav-

ing lived in it.

about sending out stuff of that kind.
| tried it for a while and it took one
girl all her days filling orders, when
| needed her to wait on customers.”

One store where | was they have
a small department in charge of a
trained nurse. She knows babies.
Next to an attractive glass case in
which little booties, slips, etc., are
shown is a rocking chair. W hat does
the woman talk about? She talks
about the woman’s baby? She can
intelligently discuss all phases of
babies. What better way to get close
to a woman than to talk baby? The
results are that the baby department
is showing four times more profit
than any other department in the
store, because it is not a bargain
propositon. Just a thought on bar-

Amen.
the customer and the competitor’s
customer.
I know of a little butcher on

Sixty-third street, in Chicago, who,
when he cuts off a steak rips off a
piece of oiled paper and with it be-
tween his fingers picks up the meat.
The women folks are pleased to deal
there.

A woman went into a dry goods
store and bought a pair of shoes.
It seems that the heels were too high
or something was the matter. Here
was the operation: She went to the
clerk who said, “l will have to call
othe floor walker.” He bawls for the
floor walker for several minutes be-
fore he gets him. He finally comes
over and talks with her. The floor
walker tells her it is contrary to the
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rules of the store to exchange goods,
but that he will see the head of the
department. He goes to the buyer.
The buyer is busy and he refers him
to the assistant. The assistant says
that it is a matter contrary to the
rules and must be referred to the
head. The woman in the meantime,
remained seated on the stool, wait-

ing. The buyer, still busy and cross
at the interruption, says, “This is
contrary to our rules. | don’t know

why you brought that to me.” See
the interesting tale the floor walker
brings to the woman. This woman
happened to know one of the pro-
prietors of the store and met him
mi the aisle. When he asked her if
everything is going smoothly she op-
ened up on this shoe proposition. He
goes to the head of the department
and then assures her they will do
what she wants, but there will be a
charge of 35 cents. She says she
doesn’t care how much it costs, but
she wants it done. It later comes
back to her with the remark that the
head of the department had changed
his mind and there would be no
charge.

There was a woman with seven
grown members of her family in fair-
ly good circumstances. Not one of
the seven—not one of'.the seventy
people, reasoning that each individu-
al is directly responsible for the in-
fluence of ten other people—have
since gone into that store to buy a
dollar’s worth of goods.

Another angle of the proposition
is the good that traveling salesmen
can do towards helping to educate
the store people regarding the merits
of the merchandise which they sell.
| know of one merchant who makes
it a point to have the salesmen who
sell goods in his store give a talk
to his employes regarding the merits
of the merchandise.

H. Walton Heegstra.

A Rising Financier.

The old man was perched upon a
high stool, figuring up the day’s sales
of dry goods, groceries and hard-
ware, when his son came in with a
rush.

“Say, Pop,” exclaimed the young
man, “if I can buy a three-hundred-
dollar horse for one-fifty will you
take a chattel mortgage on him and
help me out with the cash?”

“What kind of a hoss, my son?”
enquired the father cautiously.

“Bay, four years old, sixteen hands
high, weighs a thousand pounds and
sound in wind, limb and bottom.”

“That sounds good to me, my son,
and | want to do all | can to help
you along in the world;” and he reach-
ed down into the safe for his roll.
“How much do you want?”

“A hundred and forty-nine fifty.”

The old man gasped and caught
hold of the desk.

“What?” he exclaimed.

“A hundred and forty-nine fifty.

I've got half a dollar.”

Slowly the old man shoved the roll
back into the safe.

“My son,” he said softly, “you are
wasting time trading hosses. W hat
you ought to do is to go into the
loan and trust business.”
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NEW YORK MARKET.

Special Features of the Grocery and
Produce Trade.
Special Correspondence.

New York, Dec. 18—Spot coifees
are very quiet indeed, and seem to be
about the least attractive to buyers of
any grocery staple. Of course, there
is something doing every day, but, as
a whole, the market is simply holding
its own. It is becoming more and
more evident that consumption of
coffee is decreasing and how there
can be any other “line of conduct”is
more than can be seen until a de-
cline sets in. In store and afloat there
are 2,445,132 bags, against 2,951,676
bags at the same time a year ago. In
an invoice way Rio No. 7 is worth
14) @ 14~c. Mild grades are quiet
and steady. Good Cucuta, 15%c.

Sales of sugar are of small lots
generally, buyers taking only enough
to keep up assortments. At the pre-
vailing rate of 5.75c, business is just
about the same as a week ago and no
one is buying ahead With a Cuban
crop of perhaps 1,800,000 tons, there
will be no deficiency in the supply
even with a big cut in the supply of
Louisiana on account of cold.

Teas are quiet, but perhaps the
volume of business is all that could
be hoped for at this season. Holders
are very confident of a brisk trade
later on and quotations are firmly
sustained.

Rice is dull and without change in
any respect. Prime to choice domes-
tic, 4M@5c.

Spices are steady, with pepper the

TWO PROFITS

—that’s precisely what you get when you sell Dandelion Brand Butter Color.

from your buttermaking customer. Your second profit lies in the selling of his butter.
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center of attraction. The stocks of
this article have become much de-
pleted an dthe situation is strongly
in favor of the holder.

Molasses is in only moderate re-
ceipt and, with a fairly good demand,
the market is pretty well cleaned up.
Good to prime centrifugal, 25@32c.
Syrups are in light supply, but there
seems to be enough to meet all re-
quirements. Medium, 14@17c.

Canned tomatoes are gaining
strength every day and are now the
most interesting goods in tin. The
whole tendency is to a higher and
higher level and hardly a packer can
be found who will seriously consider
any rate below $1.10 for 3’s of a
quality that will stand the test. In
fact, $1.12)*@1.15 seems to be the
rate well in sight. California has
sent quite a lot of tomatoes here, but
even on these the price is reaching
upward. Spot peas are wanted, but
are scarce in the better grades. Oth-
er goods are well sustained and the
general market favors the seller.

The butter market is firm and top
grades, being in not very large sup-

ply, tend upward. Creamery spe-
cials, 36¢c; extras, 35c; held specials,
34@35c; process, 25@27c; imitation

creamery, 24c; factory, 23@23”c.

Cheese is unchanged, with whole
milk New York State, 16c.

Eggs are in light supply for top
grades and the market tends to a still
higher level. Best Western eggs are
quoted at 35@40c, while nearby stock
reaches 50c. While there is no scarc-
ity of lower grades—say, within a
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range of 27@35c—the general market
is firm. Prices have been at a point
where consumption reaches a “leav-

ing-off” place, and probably there
will be no further immediate ad-
vance.

Hearty Plea For Retention of Sec-
retary Richter.

Traverse City, Dec. 19—We are
writing you asking the support of
every United Commercial Traveler
of Michigan for the re-election of
Brother Fred C. Richter, a member
of Traverse City Council, No. 361,
at annual session June 7-8, 1912, at
Bay City, for the office of Grand
Secretary.

Our only motive in choosing this
man for this place each year is for
the future welfare and steady growth
of U. C. T’ism in Michigan. It is
very essential from now on that we
have our offices filled with men of
ability, backed up with a goodly
amount of energy and progression,
and, if this theory is enforced, noth-
ing can block the growth of the or-
der and it will advance with rapid
strides throughout the entire juris-
diction. We sincerely believe and
know that he has made the best rec-
ord of any Grand Secretary, and feel
that what is good for a local council
should be good for the Grand Coun-
cil, and what is good for a Supreme
Council should also be good for a
Grand Council. In these instances
they continue to re-elect every Sec-
retary.

Brother Richter has been a mem-
ber of our order since 1902, affiliat-

3

ing himself with Grand Rapids, No.
131, remaining a member until the
organization of Traverse City Coun-
cil, No. 361, for which organization
he is in a large measure responsible.

During his membership in our
Council, Brother Richter has never
missed a meeting and has added to
our rolls, forty-five members, was
our local Secretary for three consecu-
tive terms, and his record as Grand

Secretary of Michigan needs no
further recommendation—his work
speaks for itself.

Trusting you will realize the im-
portance of this request and that

your representatives will approve and
lend every assistance to bring about
the above desire, with best wishes
for the success of your Council, we
are,
W\ S. Godfrey, Senior Counselor
Adrian Oole, Junior Counselor.
A. F. Cameron, Past Sr. Coun’r.
Committee.

The Folks From Maine.

The Goverior of Maine was at the
school, and was telling the pupils
what the people of different states
were called.

“Now,” he said, “the people from
Indiana are called ‘Hoosiers;’ the
people from South Carolina ‘Tar
Heels;” the people from Michigan we
know as ‘Michiganders.” Now what
little boy or girl can tell me what
the people of Maine are called?”

“l know,” said a little girl.

“Well, what are we called?” asked
the Governor.

“Maniacs.”

INSTEAD OF ONE

Your first profit comes

So, aside from its superiority as a Butter Color, Dandelion Brand is a bully good business

proposition.

As for its quality; it gives the richest of golden shades.

And it is this shade that sells butter.

Dandelion Brand never turns rancid or sour. Nor does it affect the taste, odor or keeping qualities
of butter—not in the slightest degree.

If you care for your customers’ interests, and for your own added profits, you’ll order Dandelion
Brand Butter Color today. "

Dandelion Brand

THE BRAND WITH

Butter Color

THE GOLDEN SHADE

We guarantee that Dandelion Brand Butter Color is purely vegetable and that the use of same for
coloring butter is permitted under all Food Laws—State and National.

Wells & Richardson Co., Burlington, Vermont

Manufacturers of Dandelion Brand Butter Color



Movements of Merchants.

Potterville — L. Thompson
opened a meat market.

Freeland—Dietiker & Son have en-
gaged in the grocery business.

St. Johns—J. H. Gillett has engag-
ed in the confectionery business.

Hancock—S. A. Genette will open
a meat market on Reservation street
Jan. 1.

Trufant—Hathaway & Rasmussen
succeed N. P. Rasmussen in the
produce business.

Portland—The Portand Telephone
Co. has increased its capitalization
from $5,000 to $15,000.

Big Rapids—W. A. Stillwell, form-
erly engaged in trgde at Greenville,
has opened a bazaar store.

Elsie—John Scoffield has sold his
stock of meats to Frank Walter-
house, who will continue the busi-
ness.

Battle Creek—J. C. Studley hasen-
gaged in the drug business on East
Main street, under the style of the
Monument Pharmacy.

Hartford—S. M. Carpp has sold
his stock of groceries to Mrs. Ella
Huffman and Miss Myrtie Conaway,
who will take possession January 1.

Eaton Rapids—Claude A. Holder,
formerly of Lainsburg, has leased the
M. P. Bromeling building and will
occupy it with a stock of groceries
Jan. 1

Battle Creek—O. D. Webber is
erecting a store building at 149
Champion street, which he will occu-
py when completed, with a stock of
groceries.

Bancroft—H. E. Payne has sold
his elevators here and at Shaftsburg,
to W. O. Calkins, recently of Perry,
who will take over the business Jan-
uary 1.

Boyne City—Arden E. Watson, re-
cently of Duluth, Minn., has pur-
chased a half interest in the Watson
Drug Co.’s stock and will assume
management of the store.

Crystal—A. W. Stein, manager of
the Crystal Mercantile Co., has pur-
chased the stock of Robert Van
Stone and will continue the busi-
ness under the same style.

Mendon — Elmer Van Ness and
son, Carroll, recently of Detroit,
have purchased the Samson & Dailey
bakery and will continue it under the
style of E. Van Ness & Son.

Hesperia—B. H. Hellen and Ernest
Mills have formed a copartnership
and purchased the David Fisher stock
of general merchandise, of which
they will take possession Jan. 1

Union City—Herbert Hayner has
sold his interest in the meat stock
of H. E. Hayner & Son to Mr.
Stroh, and the business will be con-

has
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tinued under the style of Hayner &
Stroh.

Sherman — Louis Rothstein has
opened a meat market in connection
with his grocery store under the
management of S. T. Potter, to whom
he has also sold a half interest in his
grocery stock.

Northville—R. A. Grant, of this
place, and Orris Rudduck, of Salem,
have formed a copartnership and pur-
chased the W. H. Cattermole imple-
ment and harness stock and will con-
tinue the business under the style
of Grant & Rudduck.

Lansing—Ewing & Black, furni-
ture dealers, have merged their busi-
ness into a stock company under the
style of the Ewing & Pennell Co.,
with an authorized capital stock of
$30,000, of which $20,000 has been
subscribed and paid in in property.

Addison—Charles Sweezey, who
has conducted a hardware and gro-
cery store here for the past nine
years, died Tuesday at the age of 44.
In July he underwent an operation
in the hospital at Ann Arbor for a
growth in the right side, receiving
relief for a few weeks.

Saginaw—By the purchase of the
stock of Charles E. Duryea, former
President of the Duryea Auto Co.,,
by C. C. Brooks, the legal difficul-
ties, in which three injunctions were
issued, ended by agreement Mr.
Duryea goes out of the business.
Frank C. Palmerton has been elect-
ed President and General Manager.

Manufacturing Matters.

Houghton—Grover Kutschied has
opened a cigar factory.
Detroit—The McGraw Plaster Co.

has increased its capitalization from
$10,000 to $30,000.

Saginaw—The capital stock of the
Banner Brewing Co., has been in-
creased from $93,250 to $250,000.

Hastings—The capital stock of the
Hastings Motor Shaft Co. has been
increased from $50,000 to $75,000.

Detroit—The Acme White Lead &
Color Works has increased its cap-
ital stock from $2,750,000 to $4,000,-
000.

Marshall—G. R. Starks, of Spring-
port, will erect a feed and grist mill
here which he will operate when
completed.

Marquette—C. J. Smith has leased
the plant of the Marquette Fluff Rug
Co. and will continue the business
under the same style.

Saginaw—The Mershon & Morley
Co., manufacturer of portable hous-

es, has increased its capital stock
from $25,000 to $35,000.
Lowell—George M. Winegar has

engaged in the manufacture of wood
specialties and novelties under the
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style of the Winegar Manufactur-
ing Co.

Muskegon — The Vacuum Appli-
ance Co. has been organized with an
authorized capital stock of $10,000, all
of which has been subscribed and
paid in in cash.

Coldwater—The Atkins Manufac-
turing Co., a corporation, has leased
a part of the building owned by the

Champion Brass Works and will
manufacture a new style of car-
buretor.

Detroit—The Detroit Switch Lock
Co. has engaged in business with an
authorized capital stock of $25,000, of
which $17,000 has been subscribed,
$3,000 being paid in in cash and
$14,000 in property.

Bangor—M. D. Trim, miller, has
merged his business into a stock
company under the style of the M.
D. Trim Co., with an authorized cap-
ital stock of $12,000, all of which has
been subscribed and paid in in prop-
erty.

Detroit—Adam Brandau, shoe man-
ufacturer, has merged his business in-
to a stock company under the style
of the Brandau Shoe Co., with an au-
thorized capital stock of $40,000, all
of which as been subscribed and paid
in in cash.

Lansing—The Brown Machine Co.
has merged its business into a stock
company under the style of the
Brown Machine & Engne Co., with
an authorized capital stock of $25,-
000, of which $12,850 has been sub-
scribed, $5,000 being paid in in cash
and $7,850 in property.

Detroit—The Schlieder Manufac-
turing Co. has' engaged in business
to manufacture, buy, sell and deal
in all kinds of valves, engine and au-
tomobile parts, etc., with an author-
ized capital stock of $20,000, of which
$14,100 has been subscribed and
$2,500 paid in in cash.

Detroit—The Noyes & Frank Nut
Co. has engaged in business to man-
ufacture, buy and sell, wholesale and
retail, all kinds of nuts and burrs and
to do all things necessary to their
manufacture. The company has an
authorized capital stock of $10,000,
all of which has been subscribed,
$537 being paid in in cash and $9,463
in property.

Holland—John J. Cappon has re-
signed his position as Manager and
Vice-President of the Cappon &
Bertsch Leather Co., and will be suc-
ceeded by his brother, Abraham L.
Cappon. Both are sons of the late
Isaac Cappon, who founded the in-
stitution over fifty years ago and
which has since become one of the
largest concerns in the West.

Lansing—The Lansing Abattoir
Co. is to be incorporated with a
capitalization of $30,000, several meat
market proprietors and other busi-
ness men, of this city, having joined
in financing this new concern. The
organizers are G. H. Ziegler, J. G.
Reutter, George E. Decke and Au-
gust C. Roller, who, it is expected,
will compose the board of directors,
together with one other director yet
to be elected. L. C. Reynolds, who
promoted the Lansing Pure Ice Co.,
promoted this new business enter-
prise.

December 20, 1911

How the Railroads Defy , the Law.

Kalamazoo, Dec. 19—I1 notice that
attention is called in regard to bulle-
tin boards being posted at stations
when trains are over a certain time
late. Perhaps it would be a good
plan for the State Railroad Commis-
sion or whoever it is that has this
matter under their supervision to
give a little attention to this impor
tant question. We refer especially to
points where telephone calls are nrt
answered by the agents or replic-
given “on time.” | say “we” and have
reference to the boys who have spok-
en particularly of one point about
twenty-five miles west of Kalamazoo
on the main line of the Michigan Cen-
tral. Last Wednesday there was a
freight wreck west of Lawton. After
dinner, asking one of the boys what
he had found out over the telephone
about trains going west, we learned
that the depot teephone was not be-
ing answered after several calls had
been made. We hurried down and
caught the 9:26 a. m. train at 1.49 p.
m., which was the time of the after-
noon train. Remarking to the con-
ductor that they had put his train by
the wreck without any loss of time,
we found that we could have waited
and finished our business in time for
the regular train. On returning
through the station at 3:33 p. m. on
the G. R. & I. train from Chicago,
the bulletin board read: “Dec. 9, ’ll.
On time,” with ditto marks beneath
all the way down the board. A little
attention would save the boys quite
a little annoyance. A complaint t&
officials of the road in Detroit re-
cently was made by one of our mem-
bers, only to find that we have no
reason to complain.

Brother Elmer Mills, of Battle
Creek Council, is a resident of Kala-
mazoo and has had a very sick wife
the past few weeks. The boys will
all rejoice to learn that she is out of
danger and on the road to recovery.

The wife of Brother John A. Hoff-
man is very sick at the residence on
South West Street. Her health has
been failing very rapidly.

W. J. Forrest, Jr., has returned to
his home, 1232 North Burdick street,
after three weeks at the Bronson
Hospital, following an operation for
appendicitis. R. S. Hopkins, Secy.

Potato Market At a Standstill.

Owing to the holidays, the potato
business is practically at a standstill.

The demand has been extremely
light and there has been no appre-
ciable change in prices. There should
be a better demand just after the
holidays; in fact, there may be some
enquiry next week.

Growers are not disposed to sell
at prices they can obtain at the pres-
ent time and, with the increase in the
demand, the market should be firmer
and prices will probably advance a
few cents. A. G. Kohnhorst.

J. Ten Harkle, who has been en-
gaged in the grocery business at 440
Godfrey avenue for the past five
years, is moving his stock into the
new Tourmart block, on the corner
of Grandville and Third avenues.
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IGROCERV-™ PRODUCE MARKET

The Produce Market.

Apples—Pound Sweets, $3.25 per
bbl.; Jonathans, $3.50; Baldwins, $3.50
@4; Spys, $4@5; Russets and Green-
ings, $3.25@3.50.

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

Beets—50c per bu.

Butter—The market holds at about
the same prices as a week ago, which
are so high as to attract considerable
attention from newspaper men and
cheap politicians. There are many
reasons given as the cause for the
high prices, but all that can be stated
is that receipts are small and the
markets have been kept well cleaned
up. The holdings of storage butter
both in Chicago and New York are
said to be much smaller than in 1910
at this time. Local dealers hold fac-
tory creamery at 36c for tubs and
37@37J~c for prints. They pay 22@
27c for No. 1 dairy and 18c for pack-
ing stock.

Cabbage—65c per bu.

Carrots—60c per bu.

Celery—18c per bunch.

Christmas Goods—Holly, $4.50 per
case; single wreaths, $1.50 per doz.;
double wreaths, $2.25 per doz.; mis-
tletoe, 25c per Ib.; evergreen coil, $1
per bundle.

ac-

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

Cranberries—Early  Blacks com-
mand $2.80 per bu. or $8 per bbl;

Late Howes, $9.50 per bbl.

Cucumbers—$1 per doz. for hot
house.
Eggs—There has been some in-

crease in the receipts of fresh eggs
during the week, and the available
supply has therefore increased to a
considerable degree. The result is a
decline of 4c per dozen, and the mar-
ket is hardly steady even at the de-
cline, owing to the extent to which
the high prices have curtailed the
consumption. At the reduced prices
there will probably be a better de-
mand, but the receipts are likely to
increase even more than the demand,
and prices should go lower. The
quality of the eggs now arriving is
very good for the season. Local deal-
ers pay 30c per doz. for strictly fresh.

Grape Fruit—Florida, $5.50 per
box of 54s or 64s.

Grapes — California Tokay, $1.75
per box of 20 Ibs. net; California
Malaga, $1.75 per crate of 20 tbs.
net; Imported Malaga, $3.50@5.25 per
bbl., according to weight.

Honey—20c per Ib. for white clov-
er and 18c for dark.

Lemons — California, $3.75 for
choice and $4 for fancy.
Lettuce—Hot house, 14c per Ib.;

head, $2 per bu.

Nuts—Ohio chestnuts, 16c per Ib;

hickory, $1.75 per bu.; walnuts and
butternuts, 75c per bu.
Onions—$1.10 per bu. for home

grown; $1.75 per crate for Spanish.

Oranges — Floridas, $2.75@3 for
126s to 216s; Navels, $3.50.

Potatoes—The general situation is
accurately described by Mr. Kohn-
horst in his weekly review of the
market. Local dealers hold supplies
at 85c per bu.

Poultry—Local dealers pay 9c for
broilers, springs and fowls; 5c for
old roosters; 10c for ducks; 9c for
geese, 15c for turkeys. These prices
are for live weight.

Radishes—35¢c per
house.

Squash—Ic per Ib. for Hubbard.

Sweet Potatoes—$6.25 for Jerseys.

Turnips—50c per bu.

Veal—5@9c, according to' quality.

doz. for hot

News and Gossip About Owosso
Travelers.

Owosso, Dec. 18—The writer met
“Jimmy” Goldstein in Greenville at
the Hotel Phelps, a few days ago, as
he claimed that he was “from Mis-
souri,” he had to be shown the “mys-
terious room.” The result was that
he apologized for the slams he has
been throwing at me. He also said
he was sorry he had sent his trunks
over to the station. Wonder if there
is anything mysterious about those
trunks?

Chas. Shaw, commercial tourist
and comedian, is home for the holi-
days.

August Stephan, our popular cigar
manufacturer, who does his own
traveling, is some advertiser. Believe
me, the local press reporter has his
route and it is published daily. “Ah
there, Gus!” *

Geo. Haskell, with the Lemon &
W heeler Company, our local poet,
has promised us something, good for
the first of the year, but it won’t be
apples?

Geo. (Dolly) Gray is now with the
Owosso Sugar Co.

Capt. Fred E. Van Dyne, Owo0ss0’s
handsome and amiable young trav-
eling man, is making good, even if
he is looking for dead ones, for he
is anything but that. Eh, Fred?

It is reported that Geo. Leely is
carrying a line of “Jennings” paints
on the side. Hope your firm does
not get next to this, Geo.

Merry Christmas to all!

Fred J. Hanifin.

Ever notice that a train is nearly
always late when you are early?

A fool
started.

and hrs money are soon
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The Grocery Market.

Sugar—Raws are quoted about the
same, and refined sugar is 10 points
lower than a week ago. It may or
may not go lower during the bal-
ance of the year, but the weight of
opinion seems to be that it has not
yet reached bottom. New Cuban raw
sugar has been offered at considera-
bly above last year’s prices, which is
not because the Cuban prospects are
smaller, for they are actually larger,
but because the world’s sugar mar-
kets are firmer and stronger. The
demand for refined sugar is very fair.

Tea—The holiday season creates
the usual quietness in tea sales, al-
though the market remains firm and
prices are unchanged. The local
dealers are supplying their wants as
needed. No definite action is report-
ed on the admittance of green teas,
which have been held up, but if all
these teas should be admitted the
present firm tone is likely to be main-
tained as the stocks are generally
small. Ceylons are moving freely
and the demand seems to be increas-
ing. Formosas and Congous are
steady and firm.

Coffee—The demand is reduced to
that made necessary for actual wants,
and buyers are even reducing their
wants to the smallest possible com-
pass. Nominally, there has been no
change in prices during the week, but
at the present the market is without
doubt in the buyer’s favor. Mild
grades are unchanged and quiet. Java
and Mocha are still firm, unchang-
ed and quiet.

Canned Fruits—Hawaiian pineapple
has been advanced about 10c per
dozen already and an early clean-up
is certain. The wholesalers who are
sold out of any article packed on the
Pacific coast find they are compelled
to pay an advance over prices asked
at the opening of the season. Retail-
ers who purchased berries of any
kind at the opening of the season
will find they are unable to get more
at anything like the same prices.

Canned Vegetables—The demand
for all canned vegetables is increas-
ing as the supply of green vegetables
is small and prices are high at this
season of the year on account of ex-

press charges, all supplies being
shipped from the far south. Toma-
toes are undoubtedly wvery firm.

Stocks appear to be very small every-
where, and the market is strong at
$1.05@1.10 for Maryland 3s in a large
way, though the supply obtainable at
the lower figure would probably be
light. Holders are confidently pre-
dicting a price of $1.25 within two
months in carload lots. The demand
for tomatoes is light. California corn
is meeting with good success, prices
are low. The pea situation is un-
changed, prices are firm and stocks
in canners’ hands consist of odds and
.ends. Some business is being done
in future peas and some of the Wis-
consin packers are said to be sold up
already.

Dried Fruits—Peaches and apricots
are unchanged and quite dull. Rais-
ins are in moderate demand, with
some holders on the coast asking J*c
more. Currants are moderately ac-
tive at ruling prices. Dates, figs and

f

citron are in good consumptive de-
mand, but quiet in first hands. Prunes
are unchanged on the coast, and still
high and strong. Occasional job-
bers who bought much below to-day’s
market are cutting the first hands
market and taking their profit, but
in spite of this the undertone is still
strong.

Rice—There is only a fair demand
from the retail trade, as most gro-
cers are busy with other lines es-
pecially good at holiday time. Prices
of rice are fully Ic per pound higher
than they were last spring but it is
still one of the cheapest articles of
food on the market and should be
given proper attention by the retail
grocery trade.

Cheese—The consumptive demand
is light, as is usual at the season, and
stocks are reported small. The mar-
ket is firm at present quotations. Un-
der grade are very scarce and selling
close to the price of fancy. No
change seems in sight at this writ-
ing.

Starch—Muzzy bulk and Best bulk
and package have declined another
10c per hundred.

Provisions—The demand for every-
thing in smoked meats is very light,
and prices are barely steady. No in-
crease in the demand is likely until
after the first of the year, and prob-
ably no further change in prices.
Both pure and compound lard are
dull and prices range about %c be-
low a week ago. Dried beef, barrel
pork and canned meats are all dull
and unchanged.

Fish—Cod, hake and haddock are
wanted to some extent at unchanged
prices. Domestic sardines are very
dull and unchanged in price. Im-
ported sardines statistically strong,
but unchanged in price and quiet.
Salmon unchanged, high, firm and
dull. Mackerel is dull at the mo-
ment, owing to the season. Prices
are well maintained, however, on a
steady to firm basis on all grades.

The Boys Behind the Counter.

Petoskey—Thomas Carroll, form-
erly in the shoe business here, has
taken charge of A. B. Klise’s stores
at Sturgeon Bay, where Mrs. Car-
roll will join him in a few days.

Cadillac—L F. Storz has accepted
a position as druggist at the Van
Vranken store to fill the vacancy
made by the resignation of A. L.
Woolpert, who has gone into busi-
ness for himself. Mr. Storz was form-
erly employed at the O. L. Davis
drug store.

Lansing—Jason Flower, a former
clerk at the A. B. Collins drug store,
has returned from McMillan, in the
Upper Peninsula, where the family
have been living for the past few
months, and will resume his old po-
sition at the Collins store. Mr. Wil-
son, the present clerk, has accepted
a position with the Butler pharmacy
in this city.

Sand Lake—Louis Gariepy, Jr.,
has taken charge of the C. D. Lane
drug store.

Elmdale—Guy C. Longcor has
not yet sold his general stock to H.
Vincent, as reported.
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MODERN METHODS,

They Have Replaced Book-keepers
Wi ith Specialists.

The old “general book-keeper” has
“footed up” his last column. In his
place has come the ledger man, the
bill clerk, the cost clerk, the entry
clerk, the invoice man. Specializa-
tion has once more won out.

Modern industry has but little need
of the all around man. It wants and
consequently gets the man who can
do one thing well and that as fast
as human endurance can stand. A

bit faster, in fact, for there are al-
ways “reserves” in plenty waiting
when the veterans falter in their
stride.

Twenty years ago, before the mod-
ern spirit of concentration of indus-
tries and the specialization of the
workers had taken firm hold, the
book-keeper, like the lawyer, the me-
chanic, and the doctor, knew his
“trade” from its every angle. He
kept a complete set of books, not
merely the “S” ledger or an invoice
book. And what is more, he grew
almost to love them. They were his
children in business. Not a blot
marred their pages and their fine
“copper plate script,” showed the
chief characteristics of the old book-
keeper—regard for detail and a nar-
rowness of view that so often made
him one of “the shabby genteel.”

But with the birth of the “trusts”
a new era was issued in for the book-
keeper. As such he became a mere
cog in a gigantic machine. No long-
er need he boast of his ability to add
three columns of figures at one time.

Even that took too long, and, be-
sides, there was the probability of
error. Business demanded a quicker

and more certain way, and the adding
machine was the response. In the
same way and in response to the
same imperative call have come the
dozens of “systems,” each one call-
ing for a division of the labor that
was the “general book-keeper’.

Woman Enters the Field.

Here entered the woman. Could
she not run an adding machine with
even greater speed than a man? Could
she not copy a bill of lading or an
invoice with the same dexterity as
her brother? And, for that matter,
why shouldn’t she be given a chance
as a ledger clerk? Then, too, she
would work for less wages—a begin-
ner always does. The woman was
given her chance and made good.
She, too, became one of the cogs in
this most complex machine called in-
dustrial life, and her numbers have
increased year by year until in many
of the accounting departments of the
department  stores, manufacturing
concerns, and even banks, she is on
an equality, numerically at least,
with her brother.

In the majority of the smaller busi-
nesses in the suburban and country,
districts, the woman has practically
superseded the man in this clerical
position. Here she is usually a com-
bination book-keeper and cashier,
and more frequently than not also
has the duties of the stenographer
allotted to her charge. And for all
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this she will not average in salary
more than $18 a week.
She is handicapped, however, in

any advancement that may be her
due by her probable marriage. “It’s
my constant fear,” said one credit
man who has risen from the ranks
of book-keepers, “that I am going to
lose the two best ledger clerks that
| have; they’re women, and have
been with me several years, but |
know that they’re staying on the job
merely until the ‘right man’ comes

along. When business and matri-
mony are in the race you can lay
your last cent on matrimony. Il
lose ’em sure some day, just the
same as lve lost others before
them.”

“We Don’t Make Book-keepers.”

As to the position held by the book-
keeper in the commercial world to-
day—the book-keeper who desires to
“stick to his last”—the remark of the
manager of a long established busi-
ness college is perhaps the most il-

luminative. “We dont make book-
keepers here,” he said. “We train
men in business—cover the whole

ground. The book-keepers as such
is not fitted for the broader and more
profitable side of life; he is a mere
copier.

“Of course, he is as essential, but
the mere fact that he is a book-
keeper doesn’t count much for his
advancement. The true secret of it
all is that he is in the “front office’
and consequently under the boss’
eye. If he has the ability in him it
is bound .to come out and will be
seen. But as a stepping stone | can’t
see much in mere book-keeping.

“Just to show you what we think
of it as a profession, we give but
thirteen weeks to it in our “business
course,” and at that it is only one of
several other studies in this same
course.

“The underlying principles of book-
keeping are comparatively simple and,
having gained these, the book-keeper
is ready for his work. As an illus-
tration of how the expert book-keep-
er unravels the so-called ‘mysteries’
of a ‘new system’: Not long ago a
railroad supply man came to me ask-
ing that we instruct his wife in his
own especial system of book-keeping.
He had evolved it himself for his
personal use and thought it beyond
the ken of the ordinary man.

“Mysteries” Easy to Decipher.

“His ill health had practically
forced him to give up all his detail
work and he wanted his wife to be-
come his private book-keeper. He
brought his set of books over to us
and | gave them to the head of our
accounting department. The account-
ant turned the leaves rapidly over,
scanning them carelessly. ‘Where’s
the lady?’ he asked. He was ready
to teach her all the intricacies of the
set. | never saw a more surprised
man in all my life than the owner of
that set of books. Why he had
thought it would take long and stren-
uous labor on the part of the ac-
countant to decipher the mysteries
of his system.

“This only goes to show that we
have good cause when we state that
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we do not make book-keepers. Book-
keeping is only the one of many
things that go into the making of
the modern business man.”

So it is that the young man who
would enter the business world
through the doorway of book-keep-
ing must bear in mind the constant-
ly narrowing tendencies that his
work will bring to bear upon him.
He must bear in mind that it is his
general knowledge of business af-
fairs, and not his adeptness as a bill-
ing clerk, that will land him in tl*e
select circle of the successful men of
affairs. His ground vrork must be of
the firmest and all the intelligence
that he has brought to bear to keep
from the rut of deadening routine.

Because a man is only a cog in a
machine there is no reason why he
should remain one. There is the
chance and it’s up to you to take it.

Book-keeping a “Perfect Science.”

Dr. Cayley, the famous' English
mathematician, declared that there
were but two perfect sciences—dou-
ble entry book-keeping and mathe-
matics. Probably the position of the
old book-keeper may be traced to the
scientist’s love for his work. Like
the other scientist, the mathemati-
cian, he was so absorbed in his par-
ticular work that he left the rest of
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the best it
the wider

the world to wag on
might. He sought not
fields—but was content. And in that
contentment opportunity in more
profitable work—profitable from a
monetary point at least—was passed
by.

But now a new era is at hand.
Even the scientist who was so often
the scape goat of fate in times gone
by has come into his own. The high-
est awards are his. And for the
book-keeper—*“scientist,” the goal
that lies before him is that of public
accountant. But to reach this he will
require not only the great under-
lying principles of his work, but a
thorough knowledge of business af-
fairs that is far beyond the skill of
“debits and credits.” The goal is
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same basis,

denomination.

tion.

irrespective of size,

shape or

Free samples on applica-

TRADESMAN COMPANY, Grand Rapids, Mich.



December 20, 1911

well worth the effort. As an account-
ant of the first class his services will
command a salary of $25 a day, while
his average yearly earnings will top
the $8,000 mark.

Or the book-keeper may graduate
into that newest of all professions,
the “business doctor,” the product of
the modern demand for efficiency.
Modern industry requires that its
every risk be eliminated and that its
production capacity be brought up
to the highest possible state. All
the safeguards that system can throw
about must be used and the fractions
that the old days refused to consider
must be accounted for. There must
be no leaks for the pennies to flow
out. Here is where the “business
doctor” is required. And being re-
quired he demands full payment for
his services. He institutes systems
that mean a saving of thousands of
dollars a year and he receives his
reward in proportion.

Chances for the Ambitious.

But these are not the only ambi-
tions that the young book-keeper
may hold. There are still bank presi-
dencies to be filled and Jthe call is
usually answered from among those
who have served their apprenticeship
over the ledger. The advancement
in a bank, it is true, is most often
as regular as a clock in its rotation;
the youth enters as a messenger;
eventually becomes a ledger clerk,
thence teller, and finally assistant
cashier. This is the case at least in
the smaller banks, although in the
“big” ones the division of labor en-
ters and intermediate steps must be
taken.

“If 1 were starting in this business
again,” said a cashier of a large
bank, “I would start in a small bank.
I would do just as | did in other
words. | went into a country bank
when | left school and when | was
finally made a book-keeper 1 had
learned my great lesson: Do the
work you are doing the best you
know how—and keep your eyes on
the job ahead. And I think that goes
for the young man of to-day.”

Yes, there are still chances for the
young book-keeper. The auditor-
ship of his concern, the position of
cashier, of secretary are all beckon-
ing but not to the book-keeper who
has lost his sense of proportion, in
the world of affairs and has permit-
ted the routine of his job to make
him a mere cog—he will always be
a book-keeper until he is fired.

“The book-keeper in the credit side
of a department store has a mighty
stiff propositon to handle,” said the
credit man of one of these stores.
“And what is more, he is almost of
as much value as the credit man him-
self. For instance, he must keep us
informed as to all the accounts; if
an account runs to high or ‘slows up’
in payments, he lets us know and
thus directly saves thousands of dol-
lars yearly for the store.”

It is from the ranks of these “cred-
it book-keepers” that the majority of
credit men or recruited.

Martin Henry.

As a man says, perahps it should
be—but as his wife says, it will be.
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Marshmallow Chocolate Cream.

One big dispenser at Mobile, Ala-
bama, is making more than $110 a
week on marshmallow chocolate
cream alone, and his store is crowd-
ed with customers who eagerly drink
the delicious beverage which this
dispenser makes as follows:

Take one-half gallon Velvet marsh-
mallow cream, reduce with simple
syrup to the consistency of pure,
sweet cream and place it in a con-
venient jar. Stir one ounce of choc-
olate syrup into a seven-ounce glass,
add a ladle of the marshmallow
cream, then add several ounces of
sweet milk and stir well.

The result is a rich, light, creamy,
brownish colored beverage that is
popular, not only with women and
children but is a great winner with
business men. Try it

Butter, Eggs, Poultry, Beans and Po-
tatoes at Buffalo.

Buffalo, Dec. 20—Creamery butter,
32@37c; dairy, 20@30c; rolls, 22@
27c; poor to good, all kinds, 18@20c.

Cheese—Fancy, 15"@16c¢c; choice,
14@15¢T poor to good, 8@12c.

Eggs—Candled fancy fresh, 40@
45¢c; choice, 35@38c; cold storage, 23
@24c.

Poultry
chickens, 1@ 13c; fowls,
ducks, 16@17c; geese, 1l4c.

Poultry (dressed)—Geese, 14@15c;
turkeys, 20@22c; ducks, 18@20c;
chickens, 12@14c; fowls, @ 13c.

Beans—Red kidney, $3@3.25; white
kidney, $2.75@3; medium, $2.40@2.45;
marrow, $2.75@2.80; pea, $2.45@2.50.

Potatoes—90c@].

Onions—$1@110.

(live)—Turkeys, 18@20c;
@123 c;

Rea & Witzig.

Oysters at the Fountain.

Every druggist who is in a posi-
tion to secure oysters conveniently
should consider their possibilities at
the soda counter during the winter
months. They are something of a
novelty at the soda counter, make
good sellers and are easily handled.
They offer opportunities for delight-
ful specialties.

Oysters on the half shell make a
fine lunch specialty, while the oyster
cocktail is in a class by itself as a
fountain tidbit.

Oysters may be dispensed raw by
any dispenser, and unless you wish
to serve them cooked, no special
equipment is required.

New Produce House at Ft. Wayne.

Ft. Wayne, Ind.,, Dec. 12—Chas.
M. Wiener, formerly engaged in
trade at South Whitley, and Elmer
Gandy who has been engaged in the
banking business at Churubusco, have
engaged in the wholesale produce
business at this place under the style
of Wiener & Company. Both gentle-
men are thorough-going business
men and will, undoubtedly, achieve
signal success.

Before Hostilities Began.
“I hope your novel ends happily?”
“Indeed, it does. It ends in the
marriage of the heroine and hero;
does not go into their married life
at all.”

The man who never does any work
is always planning a vacation.
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OFFICIAL CALL

To the Retail Grocers and General Merchants

of Michigan

Port Huron, Dec. 18—On February 13-14-15 the
fourteenth annual convention of our Association will
be held in Traverse City, and in order to fully derive
the benefits which are accruing from the work, your
Association should send as large a delegation of mem-
bers as possible.

The local committee at Traverse City, the State
officers and the committees of the State Association
have been planning ahead with a view to making the
1912 meeting the most profitable and interesting ever
participated in by our members.

It has been recommended that as much time as pos-
sible be devoted to a discussion of the many problems
which confront the retail grocer and general merchant
and accordingly our Question Box Committee is pre-
pared to submit a number of questions of vital interest,
such as those presented by the use of free deals, the
present system of selling goods by measure, foreign
competition, etc. By bringing forth an expression from
all the membership on these questions, we can then be
in a position to go strongly on record as in favor of
those reforms which it is decided are necessary.

Each local Association is entitled to one delegate
for every dollar of per capita tax which it has paid,
while retailers who are located in unorganized cities are
admitted to membership upon the payment of $1, which
covers membership fee and dues for one full year.

The business of the retail grocer and general mer-
chant to-day is beset with many difficulties that can be
effectively overcome only through intelligent co-opera-
tive effort between the individuals in these lines. The
State convention offers an opportunity for each one of
us to derive some personal benefits and at the same time
take concerted action along the lines of uplifting the
business in which we are engaged.

F. S. Birdsall, secretary of the Traverse City Asso-
ciation, will be glad to furnish information in regards to
hotel accommodations and to make reservations upon
request.

The State Secretary should be notified promptly of
the names of the delegates who will represent you at
Traverse City, and your Association should also pro-
vide to pay per capita tax, either before the convention
or at the meeting.

M. L. DeBats,
President.

J. T. Percival,
Secretary.
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It is beautiful to give one day to
the ideal—to have one day apart; one
day for generous deeds, for good-
will, for gladness; one day to forget
the shadows, the rains, the storms of
life; to remember the sunshine, the
happiness of youth and health; one
day to forget the briars and thorns
of the winding path, to remember the
fruits and the flowers; one day in
which to feed the hungry, to salute
the poor and the lowly; one day to
feel the brotherhood of man; one day
to remember the heroic and loving
deeds of the dead; one day to get
acquainted with children, to remem-
ber the old, the unfortunate and the
imprisoned; one day in which to for-
get yourself and think lovingly of
others; one day for the family, for
the fire-side, for wife and children,
for the love and laughter, the joy and
rapture, of home; one day in which
bonds and stocks and deeds and
notes and interest and mortgages and
all kinds of business and trade are
forgotten, and all stores, shops, fac-
tories, offices and banks, ledgers, ac-
counts and lawsuits are cast aside,
put away and locked up, and the
weary heart and brain are given a
voyage to fairyland. Let us hope
that such a day is a prophecy of what
all days will be. R. G. Ingersoll.

SECURING NEW INDUSTRIES.

The Industrial Committee of the
Grand Rapids Association of Com-
merce is planning an energetic cam-
paign for new industries. It is the
farthest possible from the desire or
intent of the Tradesman to dampen
the ardor of the public spirited citi-
zens who constitute the Committee
now or who may constitute it in the
future. But this Committee has a
hard row ahead of it and many dis-
couragements if its plans of opera-
tion are to be along the old lines.
The old methods include the giving
of bonuses and free sites, but as bon-
uses and free sites have never been
practiced in this city’s industrial cam-
paign, it need not be discussed. An-
other of the old methods is to ask
local capitalists and business men to
subscribe stock in the enterprises
that want to come here. If Grand
Rapids would subscribe often and
liberally enough it is likely a new in-
dustry could be added to this city’s
list every day or two right through
the year. But how many business
men or manufacturers are there in
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Grand Rapids who would be war-
ranted in pulling live capital out of
their present enterprises to put it
into new ventures? How many cap-
italists are there in this city who
have so much money that they can
spare very much even for what the
promoters promise will be “sure
things?” The stock subscription plan
of securing new industries is old and
a very little knowledge of conditions
in Grand Rapids should suggest that
this plan will not work, at least not
often nor to any great extent, and the
Committee might as well throw it
into the discard.

There are things that can be done,
however, that will bring results, or
make results easier of accomplish-
ment. One thing is to improve the
shipping facilities, and that the As-
sociation of Commerce is alive to
this fact is shown by its establish-
ment of a freight department, with
a competent traffic manager. Anoth-
er thing that should be done is to
make a canvas of the city for desir-
able factory sites and secure options
on as many of them as possible, such
options being for a year or longer;
then when those who mean business
come to Grand Rapids to see what is
offered the locations can be shown
them with price mark attached with-
out delay or bother. Chicago parties
were here recently looking for a lo-
cation and it was more than a week
before definite information could be
gathered for them, whereas the in-
formation should have been in hand
for immediate use.

The most effective, surest and best
method to secure new industries is
to “breed them.” The industrial de-
partment can do a splendid work in
encouraging the building of “indus-
trial flats,” buildings in which infant
industries can make their start, with
power and low rent. The Raniville
buildings have served as the starting
place for many of the city’s prosper-
ous industries and there should be
more of such buildings in the city
If the infant is a good thing, and has
the right management and grows to

lusty youth it will, in time, be able
to shift for itself. Most of this city’s
largest and best industries have

grown from small beginnings in leas-
ed quarters, and have enlarged upon
their own merits and through the ef-
forts of the successful managements.
As a few illustrations may be men-
tioned most of the furniture facto-

ries, the Globe Knitting Works, the
American Box Co., the Wolverine
Brass Works, Baldwin, Tuthill &

Bolton, the Bissell, the Thum and a
long list of others. These concerns
all grew on their merits and Grand
Rapids can not do better than to en-
courage the small industries and give
small industries a chance to get start-
ed. Options on desirable factory
sites would be an aid to the local
industries that desire to build for
themselves or expand.

The John D. Raab Chair Co., need-
ing more room, wants local capital-
ists to build a factory, agreeing to
pay interest at 6 per cent, on the in-
vestment, taxes, insurance and up-
keep, with the privilege of buying
within twenty years. At least two
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other concerns, well established and
prosperous, occupying leased quar-
ters now and needing more room but
without the capital to put into a
plant, would welcome a similar propo-
sition. Is there not opportunity for
constructive activity along factory
building lines? Such a proposition as
the Raab Co. makes and as the oth-
ers would like to consider, would be
an investment, not a speculation, and
it would offer the best kind of en-
couragement for industries which
are still young.

Something else the Industrial Com-
mittee can do and which ought to be
productive of results, and that is to
make a systematic canvass of the
city’s needs. This city has forty-
three furniture factories and proba-
bly a score more kindred concerns,
all using varnishes, all using glues.
Not an ounce of varnish is manufac-
tured here and not enough glue to be
worth mentioning. We have six
knitting works in Grand Rapids, five
manufacturing underwear and one
hosiery, and the annual consumption
of thread is enormous, and" not a
spool of it is manufactured here. Why
not get definite and accurate statis-
tics concerning the raw materials
used in Grand Rapids and with such
statistics as a start, invite enterprise
to establish itself here, not on a
bonus or free site basis nor on a
stock subscription plan, but on an
assurance of a ready market large
enough to warrant a modest begin-
ning in leased quarters? What are the
finished products we use most of and
which could be made here? This is
in the midst of a great fruit growing,
gardening and farming district; is
there not room for another cannery?
The wool grown in Michigan is all
shipped to Boston or Philadelphia; if
we had accurate statistics, could not
some use be found for this wool right
here in Grand Rapids? One of the
new industries established the past
year is the Carpenter-Udell Chemical
Co., to manufacture sprays and other
pest fighting materials for the fruit
growers. Could not spray pumps,
tanks and trucks be made a compan-
ion industry instead of letting Lan-
sing, South Bend and other towns
have the trade? The old Board of
Trade was very strong on positive
data upon which to base an indus-
triad campaign. It had plenty of
glittering generalties, but was short
on facts. The industrial department
of the Association of Commerce will
have some money at its disposal, and
can a better use be made of a part
of it than in the collection of the
data which those who want to go in-
to business for themselves most de-
sire?

IN THE PATH OF PROGRESS.

The Pleasant Valley situation is
assuming phases which might warrant
calling out the militia or, at least, a
platoon of police to keep the peace.
In the Pleasant Valley are situated
some of this city’s largest and best
industries. There are a dozen or
more of them and they employ a
small army of skilled workers, and
the products of this district go ad
over the world. The way to Pleas-
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ant Valley is out Market street to
Godfrey avenue. Market street has
a nice new brick pavement from
down town to the railroad track, and
although the scenery along the *way

may not be attractive, the going is
certainly good. Beyond the railroad
to Godfrey avenue, a distance of

about a mile, awful is a mild and gen-

tle term in describing the condi-
tions. The road is bumpy, rutty,
deep and pretty nearly everything

else that a road should not be, and
to ride over it in safety, to say noth-
ing of comfort, is out of the ques-
tion. The street ought to be improv-
ed and everybody knows it and it is
probable everybody is willing, but a
situation has arisen which blocks the
way. The furniture manufacturers
are chiefly interested, for not only
must they pass over this stretch of
misery in going back and forth, but
they must inflict the torture upon
their customers during the season
and to do so is neither pleasant nor
profitable. The furniture manufac-
turers recently fired a hot shot at
the Council for neglecting this bit
of highway. The hot shot was well
deserved, but it was not diplomatic.
The indolent and irresponsible aider-
men of the First Ward, instead of
laying down, let their anger rise and
they let a broadside go in the direc-
tion of the manufacturers. The lat-
ter rejoined and thus it has been
going for two weeks or more, with
fair prospects that the controversy
will continue until spring. In the
meantime the road to Pleasant Val-
ley will be as rough as ever. It is
likely that the aldermen will agree
that the street ought to be improved,
but what is needed is for somebody
to supply the gentle answer which
turneth away wrath. The Association
of Commerce might undertake to be
the peacemaker. To begin with, it
might tell the manufacturers to sub-
side and the next step would be to
reason with the aldermen, and it is
quite possible that a little reasoning
would go a long way toward bring-
ing results, if diplomatically applied.
The aldermen are more or less hu-
man, like the rest of us, and perhaps
it is not strange that they should
resent the battle ax arguments which
the manufacturers have been using
toward them; although the manner in
which the servile aldermen of the
First Ward have permitted them-
selves to be influenced by corporate
interests and thus placed themselves
in'a position of stumbling blocks to
progress and the growth of the city
is little less than ridiculous. Manu-
facturing should be encouraged and
any man who misrepresents the city
and its onward march to progress in
the way the First Ward aldermen
have done should be relegated to ob-
scurity. They could better be em-
ployd to watch the outlets of the big
sewers which discharge their con-
tents into the river.

When it comes to being tiresome
there s nothing so tireless as a bore.

When in doubt it is'Sometimes best
to sidestep your doubt and go ahead.
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"Labor unions reward the shift-
less and incompetent at the expense
of the able and industrious.”—Wood-
row Wilson.

CHRISTMAS.

It was left for Christianity to focus
religion on the hearth, to crystallize
it about the home, to exemplify it in
the cradle, in the great festival of
Christmas. No other holiday is so
distinctly a holy day and no holy
day makes such a secular appeal.
None of the other great religions of
the world has a day of such import
and significance; certain of them, if
they are not antagonistic to the sanc-
tity and unity of the home and fam-
ily, at least do nothing to sublimate
them into the highest ideals, as does
the connection of the family life of
the humblest of mortals to-day with
the sublime story of the birth in
Bethlehem in the past.

Customs and manners of celebrat-
ing the occasion may change, dog-
ma may refine and elaborate points
of history or of legend, theologians
may find in certain ceremonies and
liturgic circumstances a hint of ori-
gins and influences not of Judea but
of pagan Rome, Greese and the re-
mote East, but above all the festical
as delivered to the modern world by
the Teutonic peoples is one of the
most beautiful that ever grew up in
any great faith or out of one. The
spiritual significance is in nowise at
war with the tender beauty of the
physical basis, with the scene in the
manger upon which the poetry and
plastic art of centuries has concen-
trated inspired attention. For Christ-
mas is a day when innocence, which
is and of heaven, lifts mankind to
to higher thoughts, a purer life and
nobler aspirations. Whatever creed
is subscribed to, whatever the indi-
vidual belief, the day is charged with
the compelling mystery which de-
mands recognition from every dwell-
er in a Christian land; the basest are
not too base to feel the influence of
the changed atmosphere, the most
upright find inspiration for continu-
ation of their course in the tempor-
ary cessation from the grinding tasks
of a workaday world.

Even looking away from the di-
vine aspect of the festival, the world-
ly side of the day has no element
of incongruity with the spiritual or
religious significance, since it centers
itself about the finest things of life,
the naive joys of childhood and the

sacredness and tenderness of the
family relations. It is true that the
giving and receiving of gifts may

have passed far beyond the simpler
exchanges of the home circle, but de-
spite all corruptions, all extrava-
gances, the home is the true nucleus
of Christmastide rejoicings and all
else is imitation of its spirit and an
effort to realize its blessings by be-
coming as little children in the en-
joyment of the occasion.

At this time in this country there
is all evidence that the world influ-
ence of the festival was never so
strong. Its great growth and hold,
not only on the Teutonic but on the
Latins as well, is a comparatively
modern development, particularly so
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in some parts of the United States.
Fortunately, however, partly from
the heritage of the traditions of the
Dutch, German and the Yuletide
English, our Christmas has garnered
the best of all land? and has a true

cosmopolitan character. Once the
Puritan disregard of it was out-
grown it has tended to a uniformi-

ty which, so far as any one nation-
al influence is strongest, is distinct-
ly Dutch. Origins to-day are, how-
ever, lost in the modern American
exuberance of extravagant Kris
Kringles, and in the elaborateness of
the festival tree and its surround-
ings we are ahead of, or, at least,
different from most peoples who are
content with simpler celebrations of
the day.

Untoward extravagance in Christ-
mas ceremonies and Christmas giv-
ing will no doubt cure themselves.
The real essence of the day is the
elvation of the home and the real
value of the true Christmas gift is
not its costliness or its relation to
favors expected, but its meaning as
a token of kindly thought, of friend-
ly remembrance or parental affec-
tion, and in such issues the hum-
blest gift is often the expression of
the most beautiful sentiment. Christ-
mas may indeed easily become a fes-
tival in which selfishness is fed and
fostered, but it is its glory that,
rightly interpreted in the home and
in the church, it is the one occasion
when the beauty of unselfishness as-
sumes infinite possibilities for good
to young and old.

SLIPPERY PLACES.

In at least one town during the
first freezing weather the small boys
were having huge fun through mak-
ing sliding places on the sidewalk
and then standing back at a respect-
ful distance and watching unsuspect-
ing pedestrians go down. But the
police soon discovered the trick and
the lads were gathered in or dis-
persed.

It is surprising how many people
there are in the world who delight
in seeing some one else go down.
Even although they arise at once,
there is a jar on the entire system
which is anything but wholesome.
And the danger of broken bones
should be considered.

Literally and figuratively, we need
more people to clear the ice from
the walks; to scatter ashes where the
slippery places can not be removed;
to erect a railing by the side of over-
smooth flights of steps; to prevent
accident, rather than to court it and
then watch to see what will happen.

Yet more and more as we grow
older do we instinctively dodge the
doubtful spots. Rubber heels, creep-
ers and canes help us to preserve a
perpendicular position. We have
learned to tell by appearances some
of the uncertain spots; the inclines
have been found questionable. Those
leading downward—we know the
ruin at the foot of the hill; and
where the path points upward we
have also learned that it may be too
smooth for our good; it is the
rough and rugged slopes, which take
our breath away in the climbing,
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which call for some exertion on our
part, that have really a prize at the
summit. An up-grade which is uni-
formly smooth is a suspicious one.

Those who are willing to run no
risks seldom make great gains; but
it is equally true that caution should
not be lost from sight. Keep the
path firm and hard packed if pos-
sible. And if the elements com-
bine, still retain your confidence,
and your creepers upon ice which
you can not avoid.

THE CHRISTMAS-SPIRIT.

It would seem from the loads car-
ried by the postman and express
agent that the true Christmas spirit
is typified in the single word, “giv-
ing.” And yet if we probe into some
of those daintily wrapped packages
we shall find a very interesting spe-
cies of barter, entirely unlike that in-
dulged in by any race or creed at any
other season.

Jane sends Ann a book costing a
dollar just because she has by chance
found out that Ann has ordered a
subscription to a dollar magazine for
her. Catherine nearly puts her eyes
out on a piece of elaborate embroid-
ery for Angeline in return for the
elegant bit of lace which she bought

for the little needlewoman when
abroad. It may be that the dollar is
reluctantly parted with, since it

would buy Johnny a much needed
pair of shoes; or that little Mary is
forced to wear ragged garments
while mamma is straining her eyes
over the fancy work which is not
needed. But that is another story
and evidently not very intimately as-
sociated with true Christmas spirit.

There is the overworked house-
wife, wearied with baking, roasting,
frying, and now almost a victim of
nervous prostration. Her dinner has
been voted a complete success. Not
an aunt or a cousin has been skip-
ped. The turkey could not have been
improved and the pumpkin pie was
a marvel of culinary art. Yet the at-
tendant fatigue casts a shadow of
gloom and doubt.

As we turn, a bit discouraged, for
the secret of true Christmas spirit,
strains from the morning anthem re-
sound in our ears. “Good will” is the
key to the real day. Through it all
discords arrange themselves. With
good will as the motto our day will
be almost without flaw. It is only
when we make it a day of slavery,
graft and barter that we miss the real
Christmas spirit. A simplifying of
plans and a spirit of good will will
cause the Star of Bethlehem to shine
peacefully at eventide.

A gigantic scheme has been unfold-
ed whereby grocers of Erie, Pa,
were swindled by men who claimed
to represent a big soap concern.
They showed samples of fine borax
soap for washing purposes, and re-
ceived orders in nearly every store
visited. Later the soap was deliver-
ed by a different man from the one
who took the orders. Without ex-
amining the goods the mTerchants
paid the bills and the man departed.
When the boxes were opened the
soap was found to be a poor article
of grease, with a large amount of
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saltpeter mixed in it. It was use-
less for laundry purposes and would
produce no lather., The man who
made the collections has been arrest-
ed, but the men who took the or-
ders have not been found.

A French doctor is in New York
City showing surgeons his new ful-
guration treatment for prevention of
cancer. He is the guest of the Skin
and Cancer Hospital, which request-
ed him to come over and instruct
American surgeons in the use of one
of his elaborately constructed instru-
ments. The Frenchman, Dr. Hart,
maintains that when a tumor has
been removed by the knife, applica-
tion of sparks of extremely high stat-
ic electricity will forever prevent the
surrounding tissues from receiving
cancerous germs. His demonstra-
tions are being watched with the
greatest interest by eminent sur-
geons.

Human alarm clocks are an innova-
tion in Chicago. The man who says
he slept too late to get to church
Sunday morning will have to find a
new excuse. One church organized
a “flying squadron,” which went
around and routed out every man in
the congregation last Sunday morn-
ing in plenty of time to get his
breakfast and then be in church on
time. Then a “follow up” system has
been devised, so that if the gentle-
man called does not appear in church
he is waited upon and asked to give
a reason. Unless it is a good one the
folowing Sunday he will be called
again.

A Berlin chemist is said to have
discovered a new way of making dia-
monds; the process being based on
the decomposition of lighting gas by
a mercury amalgam, whereby the car-
bon contained in the gas is crystal-
ized into diamonds. Diamond dust is
introduced to serve as mother crys-
tals. The process is still in the ex-
perimental stage, but if the German
chemist keeps on he may be able to
reduce the price of diamonds.

One day, while John Bonnell was
sojourning at Bermuda, he went to
the wharf to see the arrivals. Meet-
ing an acquaintance, he said, “Ah,
Blank, what brings you down here?”
“Oh, just came for a little change
and rest.” “Sorry to discourage you,”
said Bonnell, “but I'm afraid you’ll
go home without either.” “How’s
that?” said the gentleman. “Oh,” said
Bonnell, “the waiters will get all the
change, and the landlord will get all
the rest.”

Every Kansas egg is to be dated
hereafter, and if a housewife pur-
chases some eggs which bear a late
date and any of them are not fresh,
she has only to report the matter to
the Dean of the Medical School of
the State University, when her case
will be investigated and the dealer
who sold the eggs will be called up-
on to explain.

If you always knew exactly what
you ate, you would take some long
fasts.
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THE PACE THAT KILLS.

Competitive Living the Undoing of
Character.

To what extent is an employer re-
sponsible for the honesty or dishon-
esty of those in his employ?

Recent years have made up a peri-
od of graft, thieving and general dis-
honesty appalling in the number of
examples of unfaithfulness to trust.
No class of business, it would seem,
has been exempt from the exploita-
tions of those who have succumbed
to temptation. It leads to the ques-
tion, is the world growing worse, or
have temptations grown stronger?
Would former days have produced
as many examples of the kind if the
same opportunities had been afford-
ed and had the ordeal of temptation
been as severe?

The too rapid rate at which we
are hurrying—the pace that kills—is
an undoubted factor in the undoing
of many. The competition in social
life, the desire to equal or outshine
his neighbor, has cursed the person
of small or moderate means, induc-
ing him to obtain by fair means or
foul, the money to gratify his pas-
sion for display. Often the method
pursued has been to dishonor credit,
and make unpaid bills serve the pur-
pose where cash could not be obtain-
ed.

The formation of trusts has offered
opportunities for the quick accumu-
lation of wealth by means of watered
stock unloaded upon unwary invest-
ors. The sudden acquisition of for-
tunes over night by those who had
previously been in moderate circum-
stances created reckless spendthrifts
of new-rich people with whom it was
come-easy, go-easy. W ithout discus-
sing the question as to whether there
was moral rectitude in the manner
this wealth was acquired, it was with-
in the limit of the law, and there
was none to hinder its open use by
those into whose hands it fell. Many
of them it ruined, and all of them
had associates, not so favored, who
did not like to be distanced in com-
petitive spending, and who sold their
honor for the mess of pottage the
devil cooked for them in opportuni-
ties for the use of unlawful means by
which to get possession of money to
satisfy their craving for display. And
so the ruin spread from the fortune-

gainer to his companions, making
embezzlers and bank defaulters of
the latter.

It is not only among those who
have come into the possession of
large wealth that this competition
has been apparent. It has extended

to all classes. Families with small
incomes have entered into rivalry
with those a little better off, and

these with others a little ahead of
them in the matter of income and so
on ad infinitum. In each case the
provider has endeavored to gratify
the desires of those dependent upon
him—indeed, he had to do so, or
dwell in torment, berated by taunts
as to his insufficient ability, or
drowned in a sea of sighs and com-
plaints making his life unbearable.
The husband and father naturally
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likes to be indulgent to his loved
ones, and therein lies his danger.

Out into the world goes the boy,
brought up in a home where the
desirability of things they had not
was the foremost topic of conversa-
tion, and out-do your neighbor was
the arliest lesson he learned. His
ambition centers upon procurng them
for himself now that he controls his
own fortunes. He attempts from
the start the Iluxurious living im-
possible with the beginner’s salary,
and goes from excess to excess, un-
til temptation overtakes him and an-
other soul is smirched.

Because their fathers can not let
them dress in the finery assumed by
more prosperous people, into the
business world go girls, not to sup-
port themselves, but to obtain extra
money for competitive dress, and
these in turn compete with each
other until the rivalry becomes too
severe for those with the smaller
salaries and they too vyield to the
tempter.

Where then does the employer
stand in relation to all this? He can
not know whom he can absolutely
trust, for those supposed to be best
grounded in right principles often
succumb.

He must be charitable, and so must
all the rest of us, for who shall say
whether or not he would resist the

open temptation in front, aided by
the driving of necessity or desire
from behind. He who has never

faced temptation may be weaker in
character than any who have fallen.
Opportunity makes men—it also un-
makes them. One who has never
been inside the bank knows not the
defaulting teller’s terrible temptation.

It is therefore not only a matter
of self-protection for the employer
to safe-guard his money and mer-
chandise by the most careful systems
he can devise, but it is his duty to
do so for the purpose of removing
temptation as far as possible from
his employes. The books that are
never audited, the cash that is never
balanced, the till that is open to all
for the purpose of making change,
the stock that is never inventoried,
these all present opportunities which
someone will perceive in an unfortu-
nate moment and will stumble over.
The first step may be a short one
and the amount small, but a sin has
been committed, the next one is
easier, and another sacrifice has been
made to wrong-doing. Even if de-
tection never occurs, the deed has
been done -and the harm has been
wrought to the doer .

In all stores responsibility should
be placed upon certain persons for
certain things, and they should be
held accountable. Then they should
be carefully checked at unexpected
times. This is only good business,
for errors may creep into their work
even if they are strictly honest. The
business man who does not do this
is not fair either to himself or those
who wo'rk for him. It is better to
put the lock upon the door before
the horse is stolen.

Some one has said, "Every man
has his price,” meaning no one is
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immune from temptation to dishonor
if the reward is sufficiently attrac-
tive. This is likely untrue. But there
is much wickedness resulting from
weakness, and it may be in large
measure prevented by precaution.
This saves loss of money to one and
loss of character to the other. We
are responsible thus far to each other
in this world. Each one of us is in
some measure his brother’s keeper.

The undoing of character is the re-
sult of fast living. It is the spirit of
rivalry in worldly possessions, at-
tacking rich and poor alike, that
tempts the soul to its ruin.

News Matters in the Buckeye State.
Written for the Tradesman.

In the new rule books of the Civil
Service Commission of Columbus the
age limit is extended in seventeen
city positions, from 50 to 60 years.

The annual report of the Obhio
Public Service Commission shows
that the railroads suffered a loss of
nearly $2,500,000 in gross revenue
during 1911, as compared with last
year. This decrease was in the face
of an increase in passenger revenue
of $2,484,000. The decrease in rev-
enue from freight was nearly $5,000,-
000.

The Greater Newark book, issued
by the Board of Trade of Newark,
contains sixty-four pages and nearly
200 pictures, with the names of the
650 members of the Board.

The coming constitutional conven-
tion, what it will do and what it will
cost, are questions of absorbing in-
terest in Ohio now. Three conven-

December 20, 1911

tions for making a State constitution
have been held in the past. The
first two of these produced results,
but the last one, after costing the
State more than $200,000, had its
work rejected by the voters. The
constitution in effect now is the one
of 1851.

Toledo has turned down the pio-
posal of the Toledo Railway & Light
Co. to give six tickets for a quartet
and universal transfers on all lines,
pending the settlement of the fran-
chise question. The city is holding
out for seven tickets for a quarter
and another hearing will be held
Dec. 28.

Business men of
taking steps toward control of the
saloons by new ordinances, follow-
ing the carrying of the county by the
“wets” at the recent election.

The “idle house” in the Ohio pen-
itentiary at Columbus, where prison-
ers are denied the privilege of work-
ing or conversing with their fellows,
apparently is driving the men to in-
sanity. Two prisoners became men-
tally unbalanced one day last week.
Is this the boasted twentieth century
penalogy?

Ohio comes through the year for
the first time in a decade or so with
the balance on the right side of the
ledger. The balance on hand in the
State treasury is approximately four
million dollars. Almond Griffen.

Coshocton are

Luck seems to have a mania for
calling on people who are not ex-
pecting it.

Condensed
Pearl Bluing

“Will Not Freeze*

5Cent Size..coovvvvieeeeinnne 3 Dozen Box

10 Cent Size

........... 2 Dozen Box

See Price Current

Sold by Jobbers

Or will Ship Direct

Supply your customers with
Bluing that will give satisfaction
and repeat orders.

Jennings Flavoring

Extract Co.

Manufacturers

Grand Rapids, Michigan
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Can You Sell Your Services?

Many young persons who are
looking for positions have no idea how
to write their advertisements in such
form as to attract a would-be em-
ployer’s attention. The writing of ad-
vertisements is an art that is dilated
upon at length in the announce-
ments of the correspondence schools,
but the average person has a hazy
idea that such courses are designed
for firms having something to sell.
The young person just out of a busi-
ness college does not realize that he
is in the market with goods to dis-
pose of—namely: his services. Time
may be his only capital and every
day that he is roaming about seek-
ing employment is just so much
money abstracted from his capital.

The man who wants to sell mer-
chandise writes a description of his
wares and puts forth their attrac-
tions in such manner as to make
prospective buyers desire to own the
goods. The youth who is looking
for a purchaser for his services says:
“Situation wanted by competent
stenographer, exp., age 19. Address
X 002.” He neglects to inform his
prospective employer whether his
experience has been in law, railroad
or commercial work. Nor does he
say whether he is a graduate of a
commercial college, grammar or
high school. Possibly he may be a
competent book-keeper and be will-
ing to combine the two classes of
work. This might bring him a high-
er salary and place him in a more
independent position in a smaller of-
fice rather than to become merely a
machine in a larger one, doing but
one kind of work. Why could he not
add, “No bad habits; prime health;
lives with parents?” This list of de-
sirable qualifications would probably

bring him many more replies, and
therefore chances for business, than
a bald statement that he is a ste-
nographer and is 19 years old.

Many a young person, wastes
money by being stingy. They re-
strict their advertisement to two
lines when they should wuse four.

They think mainly of the initial out-
lay, rarely realizing that this unwise
saving may result in being idle one
or more weeks longer than is nec-
essary. A good, well written adver-
tisement might place them in a de-
sirable position in a few days, where-
as one poorly prepared may bring
few, if any, replies, and those may
not be from the class of employers
that he wishes to reach. The youth
who gives time and thought to the
writing of an advertisement and does
not skimp his space will have a wid-
er range of choice of positions, with,
doubtless, a higher salary.

After a few years’ experience the
young person in the business world
who has tact and discretion, and who
takes his work seriously, determined
to make the most of his talents and
to win a real position in the world of
affairs, learns to size up his mar-
ketable assets, in the way of busi-
ness ability, with a fair idea of their
real value. He should be modest in
stating his qualifications, although in
this relation the word does not mean
diffidence, but should not hesitate to
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tell facts. “I can handle a large cor-
respondence without explicit dicta-
tion,” may be a fact, and it is not
boasting to say so. “My letters bring
business” is another fact, if the ad-
vertiser can prove what he claims.
Too extravagant statements defeat
their object.

The intelligence of an employe is
demonstrated in an advertisement.
Sometimes a single word will attract
attention and decide one seeking help
to reply to the advertisement.

The writing of applications for po-
sitions and advertisements should be
a special feature of the last few
weks in a business college course.
While it is made part of the course,
sufficient emphasis is not put upon
the necessity of paying attention to
it, and pupils slur it over. Perhaps
they do not realize its importance
and are more intent upon getting
through the course of study prescrib-
ed, so as to be earning. A few years
later, after they have held several
positions they begin to feel that
something is lacking, but what they
can not tell. That the amount of
salary obtained has any relation to
the advertisement which they put in
to secure a situation they fail to
understand, but it is a fact, never-
theless.

The youth who receives $10 a week
in wages is getting a dividend of
about 10 per cent, on $5200, which
is approximately what he is worth,
and when he gets a raise of $2 a week
he has increased his capital by $2,000,
his earning capacity being that much
more. Let the young man or woman
who is looking for employment ask
the question of himself: “How much
am | worth?” and then determine
what the weekly wage should be. He
must take care that he earns it, or he
will be looking for another job be-
fore long. C. A. Huling.

Railroad Items of Interest.
Written for the Tradesman.

American roads lose $50,000,000
worth of coal a year. They consume
$200,000,000 worth of fuel to obtain
$80,000,000 worth of efficiency, which
is a further waste of $120,000,000
worth of fuel power. Only 45 per
cent, of the coal used gives effective
results, the rest being wasted. This
loss goes into blown off steam, un-
burned gases, waiting locomotives
that have been fired up too soon,
radiating from boilers, lumps lost
along the road and taken from open
yards and cars, poorly constructed
and poorly handled locomotives, etc.
These figures are given by the Chief
Engineer of the Chicago Greatwest-
ern after a careful investigation, and
he suggests that a fuel bureau of ex-

perts be created to stop some of
these leaks.
A total of seventy-one persons

were killed and 528 were injured on
railroads in Montana during the past
year, and a majority of these deaths
and accidents were due to the fast
running of trains. The Montana Rail-
way Commission holds that the de-
mand of the public for high speed is
responsible very largely for these ac-
cidents.

The the

decision of Interstate
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Commerce Commission that inter-
state fares must not be in excess of
the mileage and odd fares must be
computed in this way will mean that
the ticket offices must keep a supply
of pennies for change.

The Interstate Commerce Com-
mission rules that “it is as unlawful
for a carrier to overcharge a shipper
as it is to give him a rebate” and
states that a refund of overcharge
should be made promptly without an
order from the Federal regulating

body. The decision arose in the
case of the Interstate Grain Com-
pany against various Western car-
riers.

The casualty record of the rail-
roads of the country is not as

black as it has been painted, since it
is shown that 53 per cent, of those
killed in train accidents during the
past year were trespassers. An
average of fourteen trespassers per
day are Kkilled on railway property. In
Europe such trespassers are prompt-
ly arrested and fined or imprisoned,
both to protect the roads and the
public.
Conferences will be held next
month between representatives of
commercial and traveling men and the
railroads regarding the rates on ex-
cess baggage. Traveling men con-
tend that the published interstate

rate, which amounts to 16% per cent,
of the first-class fare on each 100
pounds of excess baggage, is not

generaly adhered to, and that a much
larger percentage often is collected.
The travelers ask for a uniform rate
of 12% per cent., also that the pres-
ent rule allowing 150 pounds of bag-
gage to be carried free be continued.
Almond Griffen.

Most people put off until to-mor-

row the favors they could do us to-
day.

W orden Q
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Your neighbor may be crooked,
but what of your own straightness?

You can’t guard your neighbor’s
tongue, but you can close your ears.

It is usually easier to plan the
work than it is to work the plan.

This is
Your Opportunity

Serve Your Trade With

Golden Glow
Butter

This is our SPECIAL OFFER-
ING for this time of the year
when many people are calling
for a MEDIUM PRICED BUTTER.
It is made from pure, pas-

teurized cream.  Sold only in
one pound cartons, thirty
pound cases. Every package
guaranteed.

There are results in this for
you—not only from profits,
but because it induces the
customer to come again.

Write for prices and infor-
mation.

Blue Valley Creamery
Company

Grand Rapids, Michigan

rocer Q pmpany

The Prompt Shippers

Grand Rapids, Mich.

FOR SALE

Valley City Milling Co.
Stock at 90c

For particulars address 210 Murray Bldg.



Some More Ideas on Sale of Eggs by
Weight.

Allegan, Dec. 18—Having read the
many comments on the idea of han-
dling eggs by weight, we would like
to suggest this point for considera-
tion: our plan of taking eggs direct
from the producer by weight and
testing six dozen at one time, which
we begin Jan. 1, is in the way of im-
provement. If all first buyers of
eggs in a state were required to do
the same, would not the eggs of that
state be better forthwith? Storekeep-
ers, as a rule, nowadays know that
the faster they handle their eggs the
better returns they get. It is obvious
that most of the bad, cull and held

eggs are so brought by the first
holder to the first buyer.
As we have already stated, our

scheme is in no way of interest to
consumers, except that they might
admit the sure improvement in qual-
ity and size that would result if our
plan were adopted universally by first
buyers of eggs. We shall not sell
by weight any more than heretofore.
We sell by carton and dozen and
shall continue so to do, each carton
containing one and one-half pounds
net and cases forty-five pounds or
more. Crescent Egg Co.

Present System Satisfactory.

Chicago, Dec. 18—Replying to your
letter of recent date regarding the
proposition of the Crescent Egg Co.,
of Allegan, to buy and sell eggs by
weight after Jan. 1, we wish to say
that this matter was discussed at
length last winter, especially in the
New York trade papers, when the
New York Sealer of Weights and
Measures undertook to force the sale
of eggs by weight in that city. We
believe that the present system of
selling by the dozen to be the most
satisfactory. By candling out the
small eggs and selling them with dir-
ties, the size of the egg is apparent
when the case is opened and we find
that good sized eggs will command
better prices than small sized eggs,
so we believe in this way the shipper
of good sized eggs gets his return for
size. Coyne Brothers.

Would Not Indicate Quality.

New York, Dec. 18—Our experi-
ence is simply this: During the spring
season, that is, taking it from Mar.
15 to June 15, normal conditions pre-
vailing, it isavery good plan to weigh
them carefully, figuring on an aver-
age of 55-57 pounds gross weight for
a 30 dozen case.

At this season of the year it is our
opinon that buying by weight would
not indicate the actual quality of the
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eggs. The only accurate way to test
that at this season of the year is to
candle them with a sixteen candle
power electric lamp.
We trust this information may be
of some value to you.
Zimmer & Dunkak.

Not Feasible at Present.

New York, Dec. 18—We have had
no experience in the handling of eggs
by weight and do not believe at the
present time it would be feasible on
this market, while it actually might
be of benefit to the consumer.

Merchants” Refrigerating Co.

Weigh a Certain Percentage.

Boston, Dec. 18—We have not had
any experience in buying or selling
eggs by weight. During the spring
months, when eggs are stored, it is
customary with our dealers, when in-
specting eggs, to weigh a certain per-
centage of the cases stored.

Quincy Market Cold Storage.

Rest Between Lactation Periods.

The freshening period is a very
important time, and rest is necessary,
just before calving, for the system to
arrange itself for the ordeal. Rest
gives a bettter chance for the em-
bryo to grow and develop during the
later stages. A cow should be al-
lowed six to eight weeks’ rest be-
tween one lactation period and the
next; a longer time does not work
to her future value. If allowed to
dry off, say four months after calv-
ing, she will be inclined to do the
same thing each year after that. Es-
pecially is this true of habits formed
in the heifer during her first milking
period. They are more easily fixed
in the young cow than .with one that
has been milked for several years.
Every effort should be made to pro-
long the first period of lactation well
up to the second calving. Some of
the best dairy men even cause the
heifers to be milked continuously for
fourteen or fifteen months, so as to
influence them in prolonged produc-
tion. In order to do this, great care
should be exercised in proper feed-
ing, proper milking and treatment.
They should be milked even although
they give only a small amount.—Pa-
cific Farmer.

She’d Tried It.

“It was mid-October, and the
sight of a man on the street with
straw hat and fishpole led a pedes-
trian to muster up his courage and
enquire:

“Sir, may | conclude from your
outfit that you have been away on
a late vacation?”
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“Yes, a sort of vacation,” was re-
plied. “And the weather drove you
home at last?”

“Oh, no. You see, | went up to
the Adirondacks in July, and secur-
ed board with a widow for a month.
At the end of that time | came home.
Two weeks ago, after thinking things

over, | went back.”
“Same place?”
“Yes.”
“Same widow?”
“Yes.”
“Same object?”
“Well, no. This time | went to

propose marriage to the widow.”

“Ha! And she said yes?”

“She said no.”

“But—but—"

“She said no because, as a woman
who had been married once, she
knew that there was more money in
it for her in charging a man twelve
dollars a week for board than in
marrying him and getting fifty
cents.”

They Don’t Cry Over Spilled Milk.

The people of Siberia often buy
their milk frozen, and for conven-
ience it is allowed to freeze about
a stick, which forms a handle to car-
ry it by.

The milkman leaves one chunk or
two, as the case may be, at the
homes of his customers. The chil-
dren of Irkutsk, instead of crying for
a drink of milk, cry for a bite of
milk. The people in wintertime do
not say, “Be careful not to spill the
milk” but “Be careful not to break
the milk.” Broken milk is better than
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spilled milk, though, because there is
an opportunity to save the pieces.

A quart of frozen milk on a stick
is a very formidable weapon in the
hand of an angry man or boy, as it
is possible to knock a person down
with it.  Irkutsk people hang their
milk on hooks instead of putting it
in pans, although, of course, when
warm spring weather comes pans
and pails are used, as the milk be-
gins to melt.—EX.

One sudden curve on a long
straight road is as dangerous as
twenty on a crooked one.

Wanted—Butter. Eggs. Veal, Poultry
Nuts and Honey

F. E. Stroup, Grand Rapids, Mich.

fer IA Grand
RASTHR Rionar Bk Frates ”C'E’tompa?%
any whbolesale grocer Grand Rapids.

Established 1876

We Want

Wholesale Dealers and Shippers of Buna, Seeda and Potatoea
Office and Warehouse, Second Ave. and

Moseley Bros.

Both Phones 1217

W. C. Rea

Strictly Fresh Eggs
W hite Beans
Red Kidney Beans
Clover Seed

Grand Rapids, Mich.

Rea & W|tZ|g A. J. Witzig

PRODUCE COMMISSION

104-106 West Market St.,

Buffalo, N. Y.

“BUFFALO MEANS BUSINESS”

We make a specialty of live poultry and eggs.
Ship us your poultry and eggs.

market.

You will find this a good

REFERENCES—Marine National Bank. Commercial Agencies. Express Companies, Trade
Established 1*73

A. G. Kohnhorst & Co.

GRAND RAPIDS, MICH.

Wholesale distributors of potatoes and other farm pro-
ducts in car loads only. We act as agents for the shipper.

Write for information.

Papers and hundreds of shippers.

Wanted—Potatoes

Wire or write us what you have naming price and when
can ship

Both Phones 1878

M. O. BAKER & CO.

TOLEDO, OHIO
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LITTLE LARCENIES.

How Gibson Played Even With a

Friendly Nibbler.
Written for the Tradesman.

The open apple basket, the wun-
locked cheese safe, the unprotected
maple sugar shelf, have all been

written about time and time again.
Also, the robbed tobacco pail and the
stripped wall match safe frequently
call for detective talent. It seems to
be the inclination of the average run
of humanity to nibble at the expense
of some one else.

“Why,” almost any nibbler will
say, if reprimanded for taking some-
thing without paying for it, “what
does a shaving of cheese amount to?”

One shaving of cheese does not
amount -to much, but a score of shav-
ings a day amount to all the profit
on the cheese. Besides, it is the im-
pudence of the thing that makes the
grocer mad. The word “mad” is used
because it expresses a greater degree
of active, indignant rage than the
word “angry,” which is a soft and
forceless term to use when one is
ready to smash out with an educated
left.

Merchants are not the only ones
troubled with this insulting little lar-
ceny nuisance. People who own or-
chards and flower gardens are too
frequently  annoyed by alleged
friends who fill pockets with fruit or
clip choice flowers. In many cases
the robbed one does not care to make
a row about the appropriation of his
property. He would rather put up
wit the impudence of his alleged
friends than make an open enemy.
Thus lawlessness is permitted in the
interest of peace.

But there are merchants who cru-
sade with great skill against the lit-
tle thieveries of customers. Gibson is
one of them. Gibson has a store
down on the corner opposite the drug
store. He sells groceries and also
operates a creamery. That is, he
buys milk and cream and butter of
the farmers who live out his way
and sells them to his city customers
at a slight advance. There isn’t much
profit in the creamery business, un-
less carried on largely and with all
the modern appliances, but Gibson
seems to be doing pretty well in his
establishment. He sells for cash, and
sells nothing but the best goods—if
he can get them.

Also, he is courteous to his pa-
trons, and doesn’t argue with them.
The dealer who permits his custom-
ers to be mistaken about everything
they talk about has advanced far on
the highway leading to Easy street—
which, after all, seems to be just over
the hill, or just around the corner. In
other words, Easy streets are talked
about but never resided in, for the
human mind is so contrived that no
man ever thinks he has enough of
anything; that is, anything that is de-
sirable and which it is possible to
take away from anyone else.

To come back to Gibson. His
back room where the butter, and
milk, and cream, and eggs were was a
tidy place, with clean and shining
metal or glass containers standing
up on a little raised platform which
ran around the room. He took pride
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in the place, and so kept it white and
sweet. When customers ran in with
shawls and aprons over their heads
to buy from the creamery depart-
ment he often took them into the
room and showed them what a good
housekeeper he was.

Pretty soon the ladies got to run-
ning in there when there was no one
to wait on them. There were the
cans on the platform, with faucets
ready to yield milk or cream, and
there were the refrigerator shelves
with butter and eggs packed away in
fine condition; also the wire cheese
safes; ready to lift when the mouth
began to have that watery feeling.

For a time all went well with the
creamery department, then Gibson
noticed that his cream didn’t hold
out, that his cheese hardly paid for it-
self, that his butter and eggs were
bringing little profit. He thought at
first that the farmers were short-
weighing their goods and paid more
attention to getting what was com-
ing to him when he measured and
weighed and counted from their wag-
ons. He soon found out that the
fault was not there.

Then he watched his customers
through a peekhole which he con-
structed in the partition between the
two rooms. He saw women nibbling
at cheese, tasting butter, sampling
milk and cream, but thought little
of that. He said never a word to
his clerks, or anyone else, about his
losses. What he wanted to do was
to find out who it was that was
stealing from a store in the daytime,
which, by the way, is a felony, and
not a misdemeanor, and punishable
with a term in a penitentiary.

But, watch as he might, he found
no one taking enough to make a howl
about, although it does not take many
surreptitious sips of cream which are
not paid for to offset the profit on a
whole jar. It is a peculiarity of hu-
man nature that most humans will
go just as far as possible in any di-
rection in which they get started. If
one begins taking slivers of cheese,
or little sips of cream, or dabs of
fresh butter, the chances are that the
slivers and the sips and the dabs will
continually grow larger until the
thief begins to reckon on having
them as a steady thing.

Anyhow, this is the way the thing
worked at Gibson’s. In a few weeks
he began to miss half rolls of but-
ter, then half pints of cream, then a
couple of eggs. Some one was mak-
ing him buy their creamery goods
without his consent. Now, what is
a grocer to do under such circum-
stances? If he says a word, the wom-
en who go into the room where the
stolen goods are stored will each
feel that she is being suspected and
so remain away from the store for
good. If he says nothing at all, he
must stand the loss, which grows
greater every day, for the thief never
gets enough.

Gibson tried watching through his
peek-hole, but that took too much
time. Besides, he might be caught
there by some customer or some
clerk. So he sat down on a soap box
and studied the matter out. He had
often heard of exercising the detec-
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tive instinct in business, and now he
decided to become an Inspector Stark
on his own account. This is the
manner in which he solved the mys-
tery of the disappearing cream and
butter:

He began collecting articles be-
longing to the women who walked

through the store and entered the
creamery without so much as *“by
your leave.” When Mrs. King left

her hatpin on the counter, he laid it
away. When Mrs. Gripes forgot her
silk handkerchief and left it on the

desk instead of wearing it away
around her neck, he laid that away,
too. When Miss Needles, the old
maid who took in sewing, left her

thimble on the ledge of the platform
by the cream jar, he lost no time in
hiding it. When Mrs. Swipes, who
ran a large boardinghouse and was a
good customer, left a ring on the
showcase, he put that away with all
the others. In a few days he had
quite a collection.

Then, one day when he felt in a
particularly ugly frame of mind, he
scattered the articles broadcast in
front of the creamery goods and
waited at the peek-hole. Mrs. Klang
was the first one to enter that room.
She saw her hatpin and rushed out
to the desk with it.

“It was in the creamery all
time!” she said.

Then Miss Needles saw her thim-
ble lying there and went to Gibson
with it.

“I'm sure | never left it there,” she
said. “Some one must have found
it and put it there.”

And a dozen women came in and
saw something they had left in the
store lying in the creamery and com-
mented openly on the fact. Gibson
eliminated them from the problem.
Before the day was over about all
the articles had been claimed, and
Gibson was wondering if his scheme
was going to lose out. Then Mrs.
Gripes entered the creamery and
saw her silk handkerchief hanging
over a corner of the refrigerator
from which many pounds of butter
had been taken.

Gibson, who was watching her
through the peek-hole, saw her start
back when she saw the handkerchief
there. Then she looked cautiously
around, craning her neck to look
around the angle of the door if that
were possible. There was no one in
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sight, so she took the silk hand-
kerchief off the refrigerator and put
it into the front of her dress. Then
she stood before the refrigerator and
turned back to the front room, her
face white and worried. Gibson won-
dered if she would mention finding
the silk handkerchief there. When
she passed the desk where he stood
she looked straight toward the door.

“Something?” asked Gibson.

The woman stopped, hesitated,
and answered:

“l've been looking at the butter,
but it doesn’t seem to be just right.”

If she hadn’t libeled his pure coun-
try butter Gibson might have over-
looked the woman’s larcenies. But
he was mad in a moment and asked
her to step into the back room to
look over a new crock.

“Well,” he said, when the woman,
actually looking scared, stood before
the refrigerator, “you left your silk
handkerchief on the refrigerator
when you took that roll of butter
yesterday?”

The woman’s eyes flamed and her
mouth opened to say that Gibson
was an insulting person and that
Mr. Gripes would call on him di-
recty and give him the boot.

“When you saw the handkerchief
there,” Gigson went on, “you look-
ed about to see if you were observ-
ed, then put it into the front of your
dress, where it is now. If you had
not believed yourself betrayed by the
appearance of the handkerchief there,
you would not have done that. You
thought you had left it there when
you took the butter, but, in fact, you
left it on my desk! It betrayed a
guilty presence at the point of lar-
ceny.

“You did not think it had been

observed, lying there on the refrig-
erator, and so you removed it sur-
reptitiously. If you had not been

guilty, you would not have tried to
conceal it, or to get away without
referring to its being there. You’ll
pay for the goods that have been
taken.”

And she did, and no one ever knew
that Gibson plumed himself on being
something of a sleuth! But that was
a clever way to catch the thief, was-
n't it? You see it was all so quiet
and ladylike. Perhaps others may
find satisfaction in using the detec-
tive instinct in business.

Alfred B. Tozer.

POTATO BAGS

New and Second Hand

Stock carried in Grand Rapids

Can ship same day order is received

ROY BAKER

Wm. Alden Smith Bldg.

Grand Rapids, Mich.

Redland Navel Oranges

Fresh Car Just In

The Vinkemulder Company

Grand Rapids, Mich.
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Quotations on Local Stocks and_ Bonds.

Asked
Am. Box_Board Co., Com.
Am. Box Board Co., Pfd
Am. Gas & Elec. Co Com.
Am. Gas & Elec. Pfd.
Am. nght & Trac. Co Com.
Am. ht & Trac. Co., Pfd.
Crtres ervice Co., Co )
Cities Service Co. Pfd.’ 82 g;%
Citizens Teleghone Company  9%5 ‘
Commercral avrngs Bank 1
Com Comi
Com th Pr Ry &Lt Co PfdI,
Dennis Bros. Salt & Lbr.

Denver Gas & Elec. Co bonds.’
F*urniture_ City Brewing Co.
Globe Knitting Works.”Com.
ng C
Grand Rapids Gas Lt. Co. b’ds 100% 6
Grand Ragrds R 10000 °

Flint Gas Co. 5% bonds 97%
Fourth National Bank 135
1
Globe Knitting Works, Pfd %0
Grand Rapids™ Brewin
I\P/ Co., bon
atl Clty Bnk 170 1
Loujs Sugar, Coma._126
Bank
Grand Raprds Savrngs Bank
Lincoln & Elec
Macey Company
Michigan Pacific Lumber

Mich. "State Tele. Co., Pfd
NMrchrgan Sugar Co., 'Com

ments there are great many enquiries
in the market. The tendency seems to
be toward the standard conservatrve in-
vestme with a
deman |t¥ )Qeldrng a
fair income and marketa ublic serv-

qcljelrcorporatron securmes f|II these re-
Cities Service and Lincoln Gas securi-

ties showed slight gains during the week
and closed with' a good demand for both.

United Light & Railways common ad-
vanced three points and with the bid
atg 56 there Is practically no stock com-

Probably due to

the tariff Nf;rtatron
sugar stocks were fairly soft.

ichigan

selling at ar and closing with no bids
and offere f Holland-St  Louis
stands at 120/@3

declared

Furniture CIQ{ Brewing Co.
their usual 6% dividend, payable quarter-
I%. Sol me stock is chanqgmg hands but
there |s brisk dem

The Iast few months witnessed qurte

a stiffening In the price of Mace
referred. ~ We consider Macey

e the best Iocl mdustrral preferred
stock in this et
Bank Clearings Will Break Even For

the Year.

The banks are helping along the
Christmas spirit by having on hand
a full assortment of bright, new glis-
tening coin in assorted sizes, and the
experience of former years has
taught that these coins wil be in
great demand in the closing hours
of the just before Christmas rush.
The coins are quarters and halvesin
silver, quarter and half eagles, ea-
gles and double eagles in gold, and
as gifts these have several advan-
tages for the busy business man. In
the first place shopping is made easy,
the only problem in connection with
coin gifts being as to the denomina-
tion. The recipient is always made
glad and there is no danger of an-
noyance through duplication. Waith
a coin gift the staid, steady, con-
servative old employer can remem-
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ber his stenographer and no ques-
tions are asked. The coin gift has
been having a growing popularity for
several years, and the banks have
been helping it along, not because
there is any profit in furnishing the
new coin, but as their modest con-
tribution to the good will and gaiety
of the season. There is no profit in
it, as stated, other than that which
comes from being accommodating,
but neither will there be need of a
mark down sale after the holidays to
get rid of the stock that still lingers.
Quarter eagles will still be held at
$2.50, but it is possible the recipient
f the smallest of the gold coins for
be able to make it go
an before the holi-
be an additional ad-
view point of prac-

Ily give their em-
evidences of the
and the customary
n gold coin. The us-
ual amount is $5 for each employe
alike, but some make the Christmas
gift in proportion to the salary. The
banks are very modest in their giv-
ing and often the general public
knows nothing of what is done, and
in this respect they differ from some
others who might be named.

The dividend paying time is near
at hand and the distributions on Jan-
uary 1 will probably be the same as
on July 1. The OId National will pay
4 per cent, semi-annually and taxes,
the Grand Rapids National City 4
per cent., the Fourth National 2
quarterly, the Peoples 2y2 and the
Kent State 2 per cent, quarterly, the
latter also paying taxes, the Grand
Rapids Savings 4 per cent, semi-an-
nually, the South Grand Rapids 2
per cent, quarterly and the Michigan

WE OFFER
to net o

Sierra Pacific Electric &o Pre-
ferred under management Stone
& Webster of Boston.

This company supplies, without com-
petition. all larger cities of Nevada with
gas. electricity and water. It owns val-
uable water power development on
Truckee River. Net earnings over long
period far in excess of dividends and de-
preciation charges.

It will pay you to investigate.

A. E. Kusterer & Co.

733 Michigan Trust Bldg., Grand Rapids
Telephones:—Citizen* 243, BeU Main 243%
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GRAND RAPIDS
NATIONAL CITY BANK

Resources $8,500,000

Our active connections with large
banks in financial centers and ex-
tensive banking acquaintance
throughout Western Michigan, en-
able us to offer exceptional banking
service to

Merchants, Treasurers, Trustees,
Administrators and Individuals

who desire the best returns in in-
terest consistent with safety, avail-
ability and strict confidence.

CORRESPONDENCE PROMPTLY REPLIED TO

Fourth National Bank

Savings United Commercial
Deposits States Deposits
| Depositary

3 3k

Per Cent Per Cent
Interest Paid [ | R f Interest Paid
on ] on
Savings mHi Certificates of

Deposits Deposit

Compounded I_B].Hil Fb KEIfﬁﬁ:“MI Onte\itear
S sbU b

Semi-Annually H

Capital T - andsLlJJr:ZIil\J/?ded
Stock u I(Jtlp- Profits
s300000  Hif  hiiffll $242,000

WE WILL

BUY—SELL UOTE

Securities of BANKS, TELEPHONE, INDUSTRIAL AND
PUBLIC SERVICE CORPORATIONS
Ask for our quotation sheet

C. H. Corrrgan & Company

h& T™ r

If all your time is not taken

You Can Add to Your Income

Selling Life Insurance for

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

ask US HOW WILLIAM A. WATTS. Sec'y and Gen'l Mgr.

1AJvciuucr o, J3IX
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Trust 5 per cent, semi-annually.' The
Michigan Exchange Private Bank
will also pay 4 per cent, semi-annual-
ly. The total disbursement will be
$115,500, and the total for the year
will be $204,000, or 8 per cent, on
the city’s banking capital. The City
Trust and Savings does not make a
dividend declaration to stockholders,
and this brings down the average.

The City Trust and Savings has
very good reason to be satisfied with
its growth the past year. It was a
year ago that the merger was made
effective of the Grand Rapids and the
National City banks, and the City
Trust and Savings started with to-
tal deposits of $1,073,099.42, of which
about $400,000 represented merger
money. The total deposits now are
$1,535,604.69, an increase in the total
of approximately 50 per cent. The in-
crease has been chiefly in certificates
and savings, from $382,867.51 on Jan.
7 to $886,020.84 on December 5 The
commercial deposits are about where
they were, but the merger money has
been withdrayn and individual de-
posits have filled up the gap. The
loans and discounts have nearly dou-
bled, from $431,668.79 to $848,828.87,
and the bonds and mortgages have
grown from $225,520.73 to $444,814.04.
At the rate of growth of the past
year this bank will soon be in the
$2,000,000 class with the others. Its
total footing now is $1,783,817.71,
which leaves less than a quarter of
a million to go to reach the mark.
How much of this growth is due to
location and to inheritance from the
old National City is a matter of con-
jecture. The old National City did
business at that location for half a
century and it would be strange, in-
deed, if any of its patrons did not
prefer to do business at the old stand
rather than go up street.

It has been a year since the merger
of the Grand Rapids and the Nation-
al City banks was made effective and
how the merger would work has
been a matter of natural interest in
banking circles. The bank state-
ments give a fairly accurate idea of
results and, based on the statements,
it may be said the plan has worked

out all right. Some of the business
carried by the National City has
drifted back to the old quarters

which the City Trust and Savings
occupies, and this does not show in
the returns from the big institution,
but a little arithmetic proves that the
combination has held all that it had
and added to it. The following shows
what the banks held a year ago, be-
fore the merger, and what they have
now:

1910 1911
Doans and discounts $6,625,894

$6,075,504

Bonds and mortgages 622421  1.058558

Commercial deposits 3,930,690 3,328.686
Certlflcates and sav-

g ........................ 2,198,469 2,510,345

Du banks .. 1,420,110 1,650,929

Total deposns 7560485  7.455,055

On the face of the returns there
has been a shrinkage of $600,000 in
the commercial deposits, but this is
due entirely to the low ebb of the
city and school funds, for which the
Grand Rapids National City is the
depository. As a matter of fact, the
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real commercial deposits—that is, the
deposits of the regular customers of
the bank—show a substantial
crease. With the heavy shrinkage in
the public funds on deposit the total
deposits show only $105,000 below
the figures of a year ago. The gain
in certificates and savings and in the
amounts due banks come very near
to covering the deficit. The reduc-
tions in loans and discounts is the

natural consequence of the pulling
down of the city funds.

in-

The business year, as reflected in
the bank clearings and statements,
has stacked up pretty well in spite
of the adverse conditions during four
months of the furniture strike. The
bank clearings will just about break
even for the year. At the close of
November the clearings were about
$550,000 short, compared with the
same period last year. The first
week in December showed an in-
crease- of about $650,000, or more
than enough to wipe out the short-
age. The second week in December
showed a small decrease. What is
left of the year will, probably, show
a slight increase, leaving the year’s
total a standoff as compared with last
year. This will be a fine showing
when the circumstances are taken in-
to consideration. The strike lasting
four months and directly affecting
over 5,000 operatives meant a reduc-
tion of approximately $2,000,000 in
the wage disbursements of the year,
and a great reduction in the volume
of business, and yet the total for the
year remains about the same.

The directors of the Grand Rapids
National Bank, this week, in declar-
ing the usual semi-annual dividend
of 4 per cent., adopted a resolution
putting the dividend on a 10 per cent,
basis for the coming year. The divi-
dends will be payable 2Ii per cent,
quarterly, beginning April 1. The
City Trust & Savings, which does
not pay dividends direct to stock-
holders, will pay the taxes. This ac-
tion of the Grand Rapids National
City makes this the third bank in the
city to pay 10 per cent., but the old
National and Kent State, which ad-
here to the 8 per cent, rate, as a mat-
ter of fact, do even better, as they
pay the taxes, amounting to about
2Vi per cent. Adopting the quarter-
ly dividend plan leaves the old. Na-
tional, the Grand Rapids Savings and
the Michigan Trust the only adher-
ents of the old semi-annual plan.

The Illinois Central will establish
fifteen experimental farms along its
right of way in Mississippi and
Louisiana. Each farm will contain
forty acres and the development of
these tracts will be under direction
of the Agricultural College of Mis-
sippi and the Agricultural Depart-
ment of the University of Louisiana.
The land will be worked by the own-
ers, under direction of the schools,
and everything from peanuts to cot-
ton will be grown. The railroad will
guarantee farmers, whose lands are
used, against any possible losses due
to experiments.

TRADESMAN

GRAND RAPIDS
FIRE INSURANCE AGENCY
THE McBAIN AGENCY

draad Rapids. Mich. The Leading Agency

We recommend the purchase
of the

Preferred Stock
of the

Cities Service
Company
at prevailing low prices
Kelsey, Brewer & Company

Investment Securities
401 Mich. Trust Bldg., Grand Rapids, Mich.
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Merchant's Accounts Solicited
Assets over 3,000,000

I1tjRAND|IVPID SAAVINGSA ANK ;

Only bank on North side of Monroe street.

Kent State Bank

Main Office Fountain St.
Facing Monroe

Grand Rapids, Mich.

Capital . . . .  $500,000
Surplus and Profits - 250,000
Deposits
6 Million Dollars
HENRY_ IDEMA - - - President
J. A, COVODE - - Vice President
A. H. BRANDT - Ass’t Cashier
CASPER BAARMAN - - Ass't Cashier

3/14 %
Paid on Certificates
You can transact your banking business

IP us eaS|I y mail.  Write"us about
iti mterest

Old National Bank

Grand Rapids,

SOLICITS
OPENS

ISSUES

EXTENDS

Capital and Surplus

$1,300,000

Michigan
The accounts of merchants.

Savings accounts with any-
one, anywhere, paying 3%
semi-annually on all sums
remaining 3 months. Bank-
ing by mail is an easy mat-
ter, let us tell you how easy.

Savings Certificates of De-
posit bearing interest at
37% if left one year. 3%
if left six months.

Courteous treatment to all.

Resources

$8,000,000

LET US SERVE YOU

BOND DEPT.

of the

Continental and Commercial
Trust and Savings Bank

The capital stock of this

bank is owned by the Conti-

nental and Commercial National Bank of Chicago.

Combined Assets over $200,000,000

Offer high grade Municipal,
Bonds and Debentures to yield investors

pondence invited.

Railroad and Corporation
to 60 Corres-

J. EETHATCHER, Michigan Representative, 1117 Ford Bldg., Detroit
GEO. B. CALDWELL, Manager Bond Department.
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PRACTICAL STOREKEEPING.

Matters of Vital Concern To the
Merchant.
Paper Seven—;how Windows.
Written for the Tradesman.

The modern show window is a
prolific theme, and it requires not
a little constraint to hold one’s self
in moderation when it comes to dis-
cussing any feature of this great
and interesting subject.

The show window is a modern de-
parture. While the custom of ex-
hibiting merchandise in shop win-
dows has existed for a long time, it
has only been within comparatively
recent years that the science of win-
dow trimming has come to its own.

The shop window is now consider-
ed, by people best qualified to pass
an intelligent opinion on the matter,
the very best advertising the mer-
chant can do. The immediacy of the
appeal and the relative inexpensive-
ness of it combine to make it one of
the most fruitful modes of latter-day
advertising.

eIn producing the right sort of an
impression upon the passer-by, much
depends upon the construction of the
window. The old-fashioned window,
composed of a number of window
panes set in a frame, has been quite
generally supplanted by the larger
single plates covering the side of a
window, or the entire front, unless it
be an uncommonly wide window.
And metal clamps or fastenings are
used instead of wood. This is a
great improvement over the old-fash-
ioned method of constructing win-
dows.

But improvement has not stopped
here. It has gone beyond the glass
to the arrangements back of it—the
floor, the back and the top of the
window. A common fault with win-
dows used to be that they were built

too high above the grade level. For
some kinds of merchandise display
windows are built with the floors

flush with the sidewalk. Other floors
are elevated from fourteen to six-
teen inches to two and a half to
three feet. Much is gained by this
disposition of the window floor.

In order to ventilate the window
properly so as to keep it from
frosting, the window must be cut
off effectively from the rest of the
room. This is best done with a
neatly paneled back and top. The
upper part of the window—i. e., the
part of it above the paneled top—
should be so arranged as to admit
as much daylight as possible into
the store. Artificial light is good
(and getting better all the time), but
it will never be quite equal to day-

light.
Good windows are built in many
shapes, depending, of course, upon

the disposition of the store front,
the size of the building, etc., and
they run from four or five feet in
depth to ten, twelve or fourteen feet
in depth. And they are from six
and a half to seven and a half feet
in heighth—sometimes, where the
wares are bulky, as in the case of of-
fice and omestic furniture, pianos and
machinery, they are required to be
higher; but seven feet is almost an

MICHIGAN

ideal height for a show window. An
elevation of from eighteen to twen-
ty-four inches above the walk level
isn’t far from being just aboutright.

Nothing beats good old substan-
tial oak as a material for the win-
dow—oak neatly paneled by a cab-
inetmaker who understands his job,
and finished in one of the standard
finishes—either golden, fumed, wax-
ed or Early English—makes a set-
ting fine enough for any wares that
the merchant may desire to assem-
ble there. There is nothing simpler,
more effective and dignified than a
hardwood floor; but there are some
lines—jewelry, for example—where
special window arrangement must be
provided in order to exhibit the
wares to best advantage.

And there are numerous window
accessories—lights, fixtures, metal
and wooden stands, fitments, etc.—

by means of which merchandise may
be displayed in the most attractive
manner. These are special problems
that can not be touched on even
briefly in a little general talk on this
wide theme. Take, for instance, the
matter of lighting your window—this
is a big subject in itself, and much
of vast practical import might be
said upon it. Many a good window
display is almost killed simply be-
cause the owner of the store does
not realize the necessity of lighting
it up properly. Nearly all of the
smaller towns and villages now have
their own electric light plants, and
wherever electricity is used one can
install, at a nominal cost, the high-
power incandescent lights of recent
origin. These brilliant lighting units
are a vast improvement over the or-
dinary incandescent light. They con-
sume less current; they give more
light; and they give a better quality
of light.

But even where electricity can not
be had, gas and odorless kerosene
mantles of high efficiency may be
installed. As a recent writer ob-
serves, gasoline jsystems that are
noiseless, brilliant and safe have been
so perfected, that, no matter where
one’s store may be located, there is
nowadays little or no excuse for not
having good artificial light in one’s
store and shop windows.

The main thing in lighting the
window is to fill the window with
a flood of clear, strong light—and

light of a kind and quality to bring
out the good qualities of the wares
you exhibit. Light differs not only
in degree but in kind. One of the
main problems in securing adequate

window allumination is to avoid
shadows and cross shadows. There
are several ways of arranging the

lighting units—clusters of lights near
the ceiling of the window, rows of
incandescent lights (out or view)
near the top of the window, chande-
liers and rows of lights hidden be-
hind strong reflectors along the front
of the window near the glass. In il-
luminating your shop windows, just
as in lighting your store, the main
point to strive at is to have the light
under your control—be able to put
it just where it is required, namely,
on the wares. You are not interest-
ed in lighting appliances as such,
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but rather in lighting appliances as
means to an end—the end is illu-
mination. And you are interested in
providing illumination because il-
lumination makes your merchandise
conspicuous.

The want-producing possibilities
of a shoe window display are in di-
rect ratio to the excellencies of the
wares  exhibited. Therefore the
storekeeper  should display the
strongest and best, the newest and
most fetching, products he has on
hand.

An effective window trim may be
thought of as a creation—a deliber-
ate and purposeful assemblage of
wares. As a matter of fact we have
all seen window displays that were
really artistic creations—wrought out
by the trimmers with evident care
even to the minutest details. The
whole thing is arranged to convey
an impression. What you want to
do is to persuade the people who are
passing that window to stop and
have a look at your merchandise—
and then, having looked upon it, to
want to buy it. The nature of the
trim will be determined by the size
of the window, the. nature of the
goods to be displayed and the spe-
cific object aimed at by the partic-
ular trim.

In speaking and writing about ef-
fective shop windows we often en-
counter statements to the effect that
novelty is the main desideratum of
the modern shop window; that the
thing to do is to do something dif-
ferent from what the other fellow
has done. “Be original,” they tell
us; “yes, by all means be original.”
And they go on to urge us to work
out a trim that will have the effect
of smiting the public’s interest right
in between its two eyes and compel-
ling it to stop and have a look. Now
this advice is well enough, perhaps,
within certain limits—and provided
we bear some other things in mind.
But in our seeking after novelty ef-
fects in our shop windows we must
not overlook the real purpose of the
trim—which is to make people want
to buy merchandise. If we surprise
them with a novelty of some sort, it
ought to be either a novel arrange-
ment of our goods or some novel
commodities in some line or lines of
merchandise or a novel use for a
well-known commodity, or some-
thing of that sort. If we amuse the
public by our window arrangements,
it ought to be a rather dignified and
moderate amusement in some way
definitely related to our function as
a merchant—we are not vaudevil-
lians, you know.. And if we go in to
instruct the public (always a legiti-
mate function for the trimmer) we
should instruct through merchandise
as symbols—and the instruction
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should focus itself upon styles and
uses of merchandise, etc.

In other words, the long suit of
the window is to exhibit goods. It
is of no particular merit to blockade
the walk in front of one’s shop win-
dow if one doesn’t thereby increase
the popularity of his wares in some
tangible way, or make somebody who
stops to look also want to come in
and buy.

The window card is indispensable
in accentuating the good results of
your window display. The window
card can tell what the article is__
and often the people need to be told;
otherwise they wouldnt know with-
out going to the trouble of investi-
gating—a thing that most of them
wouldnt do. And the window card
can tell what the article is used for,
how it is used and why it ought to
be used instead of some other kind
of an article in the same line. The
window card can use some popular
phrase, sentiment, seasonable occur-
rence or local incident, thus invest-
ing merchandise with a kind of in-
terest otherwise impossible. By all
means get into the window card
habit. It is a good habit.

Also use price tickets. Not that
all the articles in the window need
be priced. Generally it is better to
have some of them unpriced. Maybe
that very circumstance will excite
curiosity and cause some people to
enter the store to enquire who oth-
erwise might not be induced to do
so. But many of the articles should
be priced in plain figures. Let the
people see the thing in the limelight,
with all of its desirable features
highly accentuated by congenial en-

vironments; and then let them have
the price.
Then remember that one good

window trim doesnt last long. One
good trim calls for another. The
very same reason that suggests the
propriety of trimming a window at
all suggests also the advisability of
changing the trim often. Don’t get
into a rut. Chas. L. Garrison.

A breach of faith injures every one
whom the injured one knows.

“Pride goeth before a fall;” and a
good many times afterward.

Chase Motor Wagons

Are built in several sizes and body styles. Carryi
taW f&irom SM _to 4.000 Pounds Prices from $i
to0 $2,200. Over 25,00 Chase Motor Wagons In ul
write for catalog.
. Adams & Hart
47-W No. Division St., Grand Rapids

NACHTEGALLCO.

H29-AA\ South Front St., Grand Rapids, Mich.
Manufacturers of High Grade

BANK, STORE AND OFFICE FIXTURES

Order Work Our Specialty
Get our price before placing order for your new work or alterations
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THE CHRISTMAS TRADE.

Always Get Lion’s
Share.

Written for the Tradesman.

There was war between the man-
ager of the department store and the
advertising man. There had always
been war since MacCarthy, the lead-
ing stockholder in the concern, had
put Chase in charge of the public-
ity department.

Andrews, the manager, could say
nothing definite against Chase, for
he was a clean-cut young fellow with
practical ideas about getting the peo-
ple to visit the stores he told them
about. Still, Andrews knocked Chase
because Chase had superseded Eaton
as advertising manager, and Eaton
was a chum of Andrews’.

So nothing Chase did looked good
to the manager, and the knocks he
got were both frequent and vicious.
The directors heard quite a lot about

Efficiency Will

Chase’s inefficient methods, but the
all-powerful MacCarthy stuck to
him.

To be perfectly frank, MacCarthy
did not think much of Andrews, but
did not want to condemn him with-
out a fair trial. Perhaps if Andrews
had known that Chase was pretty
close to MacCarthy he wouldn’t have
brought out his little hammer on ev-
ery possible and impossible occasion.

Now youve got the plot of this
classic little sory, and the instruc-
tion will come later.

About the first of December An-
drews met Chase in one of the aisles
of the store and stopped him, scowl-
ing into his face.

“This doesn’t
trade,” he said.

“What have you to offer Christmas
buyers?” asked Chase.

“What have we got? Everything.
Why don’t you put some force into
your advertising and fill the store
with buyers?”

'All right,” said Chase, boiling in-
side but calm and smiling as to face,
“whenever you can give me a little
time, 1’ll ask you for a list of Christ-
mas goods, with prices. That is just
what I've been wanting.”

look like Christmas

“You might have had the lists
from the department managers at
any time,” snarled Andrews. “No

use in bothering me about the mat-
ter.”

“But the managers fail to make
good on Christmas goods when | ask
for articles and prices.”

“Never mind special articles. Just
put in a big display about Christmas
goods.”

“And what about prices?”

“Never mind the prices. We want
to see what the prospects are. We
may be able to get large profits on
some of the new stock.”

Chase knew that the manager did
not want his advertising to draw
trade. He knew that the felllow
wanted to get rid of him, so he said
not a word more about naming spe-
cial articles or prices. A good way
to get rid of a publicity man is to
give him a bum steer on his copy.
Bum steer, of course, means wrang
orders or misleading directions.
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“And the display windows?” he
asked.

“What about them?”

“Have you any instructions con-
cerning them?”

“Eaton didn’t chase me around ask-
ing for orders,” snarled Andrews.
“He just went ahead with his work.”

“You usually have suggestions aft-
er | get the work done,” said Chase,
coolly.

Andrews eyed the advertising man
sharply.

“What do you mean by that?” he
demanded.

“l mean that | prefer to get your
orders before | begin the work,” was
the reply. “I’ve had a lot of changes
to make lately.”

“I should say so!”

Andrews started on down the aisle.

“But about the windows?” insist-
ed Chase.

“Oh, just put out the usual thing.
Santa Claus in a sonwstorm, with a
cottage and sled, and all that. We
have the material for the scene
somewhere. You’d beter get it out.”

“And the articles?” asked Chase,
noting with satisfaction that An-
drews was getting impatient.

“Articles! Oh, you might putsum-
mer goods in the windows, or garden
tools, or fresh vegetables! Whatdo
you mean by asking me what you
ought to put in a Christmas window?
You ought to know.”

“Of course,” Chase smiled. “Of
course. We’ll use a lot of toys and
kids’ things. And now about the
prices?”

“We don’t want no price catalogue
in the windows!” howled the mana-

ger. “What we want is a picture
that will catch attention and bring
the people into the store. We fix the
prices inside.”

“All right!” said Chase.

The next day the newspaper car-
ried advertisements which were not
worth the time spent in writing
them, to say nothing of the cost of
the space. The writer told of Christ-
mas goods on sale, but did not spe-
cify. He told of the advantages of
buying before the rush, but did not
say exactly what he had to offer. He
told of bargains secured by buying
at wholesale, but did not say what
his prices were.

The advertising man looked
newspapers over and laughed.

“Looks like the crime of ’73,” he
said. “Lot of general talk without
getting down to rock bottom,”

That same day the display win-
dows carried pictures of snow
scenes. The same scenes had been
shown there for five years. There
was Santa Claus, his sled, his rein-
deers, the snow-bound cottage, the
red chimney, the packs of toys on
the sled and on the round, humpy
shoulders of Santy.

It was just a picture. There were
no special toys in sight. Nothing to
attract or hold fhe attention after
the first huried look. The people
who stopped before the large pane
hesitated only an instant. When
they started on they did not go in
the store. It was a frost.

Chase stood outside for half an

the
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hour and watched the people, then
he went in and looked down the de-
serted aisles of the store. Andrews
was there, ready to light on him like
a hawk on a hen.

“Look at this store!” he almost
shouted. “I was in hopes you would
be able to write something that

would draw trade. We’'ll go broke if
this keeps on.”

“l followed orders,” said Chase.

“If I've got to be responsible for
the advertising,” said the manager,
“I’ll. draw the pay for it. Get a
move on!”

“If you don’t want to be held re-
sponsible,” said Chase, “keep your
hands off.”

“What’s that?” demanded An-
drews, hoping that Chase would say
something for which he might be
fired then and there.

“If you hold me responsible,”
Chase went on, “you must permit
me to use my own judgment in the
matter of advertising.”

“You have never been hampered
by any action of mine,” declared An-
drews. “You are trying to lay your
utter failure on my shoulders.”

Then MacCarthy came down the
aisle and stopped before the two an-
gry men.

“If you boys want to scrap,” he

said, “go down in the basement,
where | can umpire the combat
without attracting too much atten-
tion.”

“No trouble at all,” said An-
drews. “I was just talking to Chase

about the dull trade, and asking him
to do something to stir things up.”

“And | was telling him,” quoth
Chase, “that | had a few ideas in th;
advertising line which | thought
would win out.”

“Oh, you have?” said MacCarthy.
“Then go ahead with them. An-
drews has enough to attend to with-

out bothering with your depart-
ment. Just go ahead and do your
best and the directors will do the

rest if your system proves to be no
good.”

You see, he wanted to
drews down easy.

“Do you mean that?” asked Chase.

“I'm not much inclined tlo talk
through my hat,” said MacCarthy.

“But,” said Andrews, “it seems
as if 1 ought to know what is going
on in the advertising department.

Andrews saw the finish of his plot
against Chase.

“You furnish lists of goods and
prices,” said MacCarthy. “Chase will
do the rest.”

Then a great joy came to the soul
of Chase, and he went into the store

let An-

and began making price signs and
collecting toys. In an hour those
old-fashioned Santa Claus scenes

were hung with toys of all kinds, and
from each dangled a price card. It

was early in the season and the
prices were low.

When people stopped to look at
the display they pointed out the

prices and about half of them went
inside. In a couple of hours the toy
department was in a bustle. Andrews
snarled and complained, but Chase
gave him the merry ha-ha.
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The next day the newspapers nam-
ed Christmas goods which were on
Jand and gave the prices. There was
no general talk about holiday goods.
The articles in stock were named
and priced. Long before 10 o’clock
the store was crowded. MacCarthy
came in and looked interested.

“Why didn’t you do this before?”
he asked of Chase, and Chase told
him.

“Never talk in general terms in
an advertisement,” said MacCarthy,
who had made his money in the dry
goods business. “Tell what you've
got and NAME THE PRICE. |If
you have goods you don’t want to
quote prices on, keep them out of
the advertising. In the window dis-
play price everything. Don’t put a
thing on display that is not a bar-
gain.”

“But Andrews won’t let me,” said
Chase.

“l heard that talk yesterday and
fired Andrews,” said MacCarthy.

Consider MacCarthy’s instructions,
retail men! Alfred B. Tozer.

To Remove Odor of lodoform.

A writer in the Pharmaceutical
Journal says: “Many years ago, in
one of the medical journals, | saw
powdered ergot highly spoken of by
a medical man. This suggested to me
crushed linseed and | found that my
inference was correct. If hands or
utensils that have been in contact
with iodoform be thoroughly washed,
and, while still wet be rubbed over
with dry crushed linseed and then
rinsed at the water-tap the odor is
immediately removed. The same ap-
plies to camphor from which it ap-
pears that crushed linseed absorbs
odors with the same avidity as char-
coal absorbs gases.”

The Clover Leaf Sells

Office 424 Houseman Blk.

IBe¥ou wish to locate in Grand Rapids write
us before you come. .
We_can sell you gropert of all kinds.
Write for an“investment blank.

Mica Axle Grease

Reduces friction to a minimum.
It saves wear and tear of wagon
and harness. It saves horse en-
ergy. |Itincreases horse power.
Putupin i and 3 Ib. tin boxes,
10, 15 and 25 Ib. buckets and
kegs, half barrels and barrels.

Hand Separator Oil

Is free from gum and is anti-
rust and anti-corrosive. Put up
in land 5 gallon cans.

STANDARD OIL CO.
Qraad Rapida, Mich.
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ON THE MANISTEE.
The Happy Reunion in a Logging
Shanty.
Written for the Tradesman.

That was the saddest Christmas
Eve Ellen Terry had ever experi-
enced. The winter had been an open
one up to a few days before. To-
night the wind whistled through the
trees, around the corners of the old
log house with the weird uncharita-
bleness of a miser’s laugh.

Ellen herself sat before the open
fire, watching the red embers shunt
bright pictures to the front, fetching
back to her memory those old school
days in the East where all was
happy, careless girl and boy play-
time—she a village lassie, he the big
good-natured halfback of the gram-
mar school eleven.

Those were happy times truly.
While the wind roared and snow
sifted about windows and door Ellen
sat, half smiling, half teary before
the fire and allowed her thoughts to
run riot. She was awakened from
her reverie by a call from the next
room.

“Coming, mother,” and she sprang
up, ready to take up the duties of
the present with the courage of a
daughter’s brave heart.

“Has the doctor come, Ellen?”
plaintively  questions a tremulous
voice from the interior of the little
bedroom.

“Not yet, mother dear;
tience; it is hardly time.
has a long road—"

“But he went by the river, did he
not?”

“l think not. The ice would not
hold. Never mind, mother, we shall
get on splendidly. | have made you
some good hot tea.”

“Don’t want any. Oh, dear, | shall
die; | know | shall!” querulously.
“Sorry is the day we ever came to
the woods to work for old Ham-
merit. He has no god but gold and
the poor people are only beasts of
burden to bear profit to his coffers.
If it wasn’t for you, Ellen, 1'd be
only too glad to go.”

For three days this had been go-
ing on. The elder woman, while
working as cook at the logging shan-
ty on the Manistee had been injured
by a fall. One of her limbs was
fractured and she suffered much pain.
The strong arms of stalwart woods-
men bore her to the little shanty
on the brow of the hill, some rods
beyond the men’s big bunkhouse.
Here for three days Ellen had cared
for her mother, while the chore boy
had been sent for a doctor at End-
port, forty miles away.

Despite her mother’s complaints
Ellen fetched the steaming tea and
persuaded the injured woman to
drink.

A rap on the door brought the
girl there. A tall young man en-
tered, wearing his workday clothes,
a veritable athlete of the woods. He
smiled on Ellen, twisted his slouch
hat nervously in his fingers while he
asked after the mother.

“She’s doing as well as could be
expected, | think,” answered the girl.

have pa-
Sanders
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“l do wish the doctor would come.

“So do I, Ellen, but—"

The girl rushed away to answer a
second call from her mother.

“Who is that out there?” whis-
pered the elder woman as her daugh-
ter bent over her pillow.

“Why, it’s Jim Blazerine”

“Blazerine, and he wants you, EI-
len,” broke in the mother, forgetting
to not raise her voice. “He’s the boss
of the job, my child. He has lands
and is bound to be rich—"

“Mother!” protested Ellen.

“Oh, | know of that old affair with
Ned Rockford, but he isn’t worth a
thought. He’ married anyhow. It’s
a shame for a girl to thiuk of, much
less love, another woman’s husband.
There’s Blazerine—"

But the girl, her cheeks flaming
hot, had filed back to the front room,
prefering to face big Jim rather than
hear her mother talk of the past.
What if she did have a thought of
her old chum of the school days at
Harpersville back in old York State?
That was her business and it gave
her some comfort to know, as the
item in the paper had stated, that
the boy of her dreams had made good
in the world of invention and was
even then somewhere West on his
honeymoon trip.

“Ned deserves the nicest girl in
the world,” she decided, “and | am
glad—only that Solomon girl wasn’t
the one | should have picked out.
But, then, she’s his choice and | am
really truly glad for old Ned.” She
was so glad, in fact, that two big
tears popped out and rolled down her
cheek.

“Dont cry,

Ellen,” soothed the

heavy voice of Big Jim, the doc’ll
be here soon now, and | am sure
he’ll fix up the old lady in good

shape.”
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He tried to take her hand, but she
drew that member away, walked to
the window and gazed tearfully out
into the whirling snow.

“Do you remember what day this
is, Ellen?” he asked.

“Sure, it’s Christmas Eve.”

A half sob constricted her throat
as she remembered another Christ-
mas Eve when she stood under the
light of the stars and heard the
voice of her school chum tell her
that he loved her. It was delightful
to recall, yet she had refused to lis-
ten that time, repenting it afterward.
Now her school friend was married,
journeying West on his bridal tour.
How strange it all seemed! Well, he
was, of course, happy. She was glad
for jolly Ned, of course she was.
Then why not accept Big Jim? There
were worse men in the world than
he, to be sure there were. She turn-
ed about with a quick low laugh,
looking into the man’s face.

“‘Tis the night before Christmas,
Nell,” he went on, his broad face
glowing red under her change of de-
meanor. “l have come for my an-
swer.”

The newspaper she had been late-
ly reading lay on the floor at the
side of the chair, where she had
dropped it after reading about the
marriage of Ned Rockford to Miss
Salome Solomon. The knowledge the
paper brought decided her course.
Sne held up both hands, going to Big
Jim with a radiant smile on her face.

A sharp jingle of bells fell on the
frosty night air.

“Santa  Claius!” ejaculated Jim,
holding fast to the soft little palms
of the girl.

“The doctor, Ellen!” called the
voice of the invalid. And the girl,
white-faced, afflicted with a sudden

chill, drew her hands forcibly away
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and sprang to open the door. Jim
came to her side.

“I’l. go out and look after the

doc’s animals,” said he. “I’ll see you
later, Ellen Dalton.”

A man came stamping into the
room—two men. One the doctor,

who went immediately to his patient,
the other—yes, of all men it was,
could Ellen believe her eyes?—jolly
Ned of the old academy days back in
old York State.

“Oh, Ned!”
Ellen Dalton.

“You weren’t looking for me, ElI-
len,” laughed he, holding both her
small hands in his close clutch. |1
heard of you back in town. Doc was
coming to see a sick woman. When
I learned who she was | begged a
ride and here |1 am. | have been very
fortunate in my speculations, Ellen.
Goodness! how | have wanted to
succeed so that | could ask you to
marry me. You know—"

“Forevermore!” gasped the befud-

gasped white-faced

dled Ellen. “Mr. Rockford, where
is your wife?”

“Right here in this room if you
will have me, girl.”

“But, Miss Solomon? The paper
said—"

“Did you know her?” with a laugh.
“Yes, she’s married at last to my
Uncle Edward—"

Ellen Dalton uttered an “Oh!” and
fell willingly upon the breast of the
stalwart academy athlete, where she
lay sobbing like a child who had
broken its best toy. The whole story
came out, finished and completely
satisfactory, as the doctor peered
out to say that Mrs. Dalton would
soon be on the mend.

And this is a very happy Christ-
mas Eve after all-» said Ellen soft-
ly, smiling upward into the face of
her old chum. J. M. Merrill.

IT WILL BE YOUR BEST CUSTOMERS,

or some slow dealer’s
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Optimism and Enthusiasm as Helps
To the Salesman.

Last week a printing salesman call-
ed on me. He represents an out-of-
town house and drops in about twice
a month. This time he had just
come from down State, and | guess
business had been poor. Anyway, his
first words were, “Isn’t business rot-
ten; been out all v/ieek and no sign
of an order. Can’t you give us some-
thing that looks like business?”

Discouragement and  pessimism
were his introduction, and on top
of that his “Please-give-me-an-or-
der” attitude made an impression on
me that didn’t work to his advan-
tage. He got no order.

Next day another printer dropped
in and said business was fine; boys
are working day and some nights, but
“we are always ready for more. By
the way,” he said, “we’re right in
shape now to handle that special
proposition you spoke to me about
the other day.”

He talked in positive phrases along
this line, giving me to understand
that his concern could give us just
what we wanted. His air of pros-
perity beget him more prosperity, as
it always does.

I am impressed more and more
with the need of optimism in the
make-up of every salesman. Notonly
must he himself be optimistic, but he
must know how to infuse optimism
in others. He must know how to
dominate in an agrresive manner the
prospect whom he is interviewing.
No salesman ever sold all the people
he called on. But the “make-good-
ers” never fall down without study-
ing out the reason and learning their
lesson. The salesman who makes
good always uses the stones in his
path to build his foundation ,and he
never forgets that the only difference
between a rut and a grave is depth.

He never gets to the top of his
success-hill; he capitalizes his mis-
takes and cashes in on his lost sales
whgn the experience column is foot-
ed up; he realizes that his time is
his stock in trade—his greatest busi-
ness asset—and he disposes of it in
the most profitable way. He says,
“Merely good results are not good
enough for me; | demand the best
from myself.” And he gets it. His
“best” pulls down real reward in his
salary check every month—and in the
satisfaction which any man might
feel over work well done.

Selling experience affords wonder-
ful opportunity for a fellow to find
himself and study people. If more
buyers had sometime in their careers
been salesmen and had tried to sell
men such as they themselves are to-
day, we would have more harmony
between purchasing agents and sales-
fen. As it is—well, you know about
that part of it.

Sometimes it is a good idea for a
salesman to get far enough away
from his job to get a good perspec-
tive and then size it up. Look at it
objectively; see it as your chief sees
it; study yourself in your daily work;
have a little session with yourself
and take the measure of the man
who is walking around every day in
your shoes. Some successful men
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say it is wise to “stick close to the

job” and “work overtime.” Also
“burn  midnight oil” if you would
make good and get ahead in your

line. | have no desire to demean the
value and necessity of hard work. But
in these busy days my experience is
that the man who spends a little more
time thinking and planning his work
makes the more progress. Run an en-
gine too fast and too long—and you
will have a hot box! Cultivate your
vision; yes, call it imagination if you
please. See and talk to big men, or
occasionally a big man—a man who
has qualified in selling and who has
graduated into some executive posi-
tion where his selling experience is
a cornerstone. They are not hard to
find. >

In other words, have a plan for
yourself. Nothing great was ever
done without a plan. One fellow |
know is making good in selling by
emulating a $5,000 salesman in an-
other line. He watches this sales-
man’s work; goes out with him some-
times on calls; observes his method
of approach; drinks in his argument,
and fairly lives in his “closing” talk.
He tries to duplicate the tactics of
his model, and | am frank to tell you
that he is making good. That is
what | mean by hewing to the line,
and, first of all, you have to have the
line.

Getting a Vision.

In talking about your visions and
mine | do not mean that we should
conjure up vague phantoms of suc-
cess and dream about them in any
idle fashion. Dreaming is a good
thing only as it is a means to an end.
Here's what | mean by vision:

A certain friend of mine—a young
salesman—is all wrapped up in his
work and is continually meeting lead-
ers in his line. He has the knack of
getting them to talk. Some months
ago he attended a dinner at which
the speaker was a salesman of re-
markable power. This friend of
mine know that such a man had a
wealth of information which he would
not pass out at the dinner. So he
contrived to meet him at luncheon
the next day. And here he got a real
picture of one big transaction the
man had put through. In other words,
he got a vision of what he himself
was yearning to do. It gave him a
line to hew to. Briefly, this is the
narrative:

The man had been with a manu-
facturer of women’s coats at the
time in the capacity of secretary and
sales manager. One of their men
had sold a large order of special
coats to a Chicago retailer. They were
made, shipped in lots as completed,
and when about half the order had
been delivered a telegram came in
one day, “Hold up further shipments.
See letter.” The letter said sales had
dropped off; too late in the season;
manufacturer would have to dispose
of goods elsewhere.

It was a puzzle for the sales man-
ager, of course. What did he do?

First of all he spent sixty sound
minutes thinking his way through the
proposition. He recalled his person-
al contact with that Chicago mer-
chant. He sized up his store, and his
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customers. All the elements of the
transaction he weighed carefully—
and then he acted.

He instructed his advertising man-
ager to prepare several pages of
newspaper copy along certain lines.
The copy was wired to Chicago with
instructions to have it in proof next
morning. Up to 2 o’clock that day
Mr. Sales Manager was busy getting
together other data, and at 9 o’clock
that night boarded the Chicago ex-
press.

Arriving, he secured newspaper
proof and called on the merchant.
When he entered the office he fairly
radiated prosperity, enthusiasm, snap
and ginger. The office seemed to be
brighter after he came. What were
his first words? “I will sell all these
coats for you in one week. It will
cost money, but if we do not make
good we will pay the bill and take
back all the coats that are left.” The
merchant was fairly dazed by such
a statement. He expected the sales
manager had come to dicker about
returning the stock. But as they dis-
cussed the money which the manu-
facturer had tied wup in putting
through the big order, and as the
merchant got the manufacturing de-
tails point by point, and he learned
about the excellent materials and
workmanship which had gone into the
coats, he began to feel the tang of
enthusiasm himself.

“All right,” he said, “if we’re safe
go ahead.”

“Now,” said the sales manager (and
remember, all this was told over a
luncheon table to my young friend
by this very sales manager), “l want
to meet all your store people after
you close to-night for just thirty min-
utes. Want to tell them what we are
about to do.” “Never did that be-
fore,” replied the merchant, “but since
/you are to foot the bill, go ahead.”

For twenty-five minutes, to that
little gathering, the sales manager
extolled the coats and their big val-
ue; he explained the one week’s sell-
ing campaign about to be launched,
and said, “Now you can all help the
Blank Company to do the biggest
week’s business in their history. Will
you?”

“Yes,” “Yes,” “Sure,” “You bet,”
from fifty different people.
“Very well. Now, beginning to-

morrow, tell every woman who comes
to your counter to be sure and look
at the special line of coats on the
second floor. Just mention it casual-
ly, perhaps, as you finish waiting up-
on her. We have made them special-
ly for this store, your label is in
every coat, and | tell you they are
the finest you have ever seen. They
are big value for the money asked.
Let us get together, everybody in the
store, and push them out.”

They did it. More coats than orig-
inally ordered were sold. The adver-
tising brought hundreds of customers
to the store who never had been there
before to see and buy coats. It was
a great triumph for the sales mana-
ger.

What a vision for a young man
who had selected selling as his busi-
ness! Would he ever handle big deals
like that? Could he if opportunity
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came? Yes—he’d begin now to quali-
fy—because he was certain the time
would come when he’d be called to
big work of this caliber.

I shall never forget how this lunch-
eon talk with that broad-gauged sales
manager fired him up. It was almost
as if he had looked through the im-
pregnable veil of his future and had
seen himself a few years hence doing
the thing he yearned to do.

That was several years ago. To-
day he is well on his way up, and
soon, | hope, will be in that big sales
manager’s class.

Practical vision pays. Every one of
our great skyscrapers were visions in
some man’s mind even before the
plans were drawn. Rockefeller con-
ceived his greatest of all corporations
before he mastered it.

Productive imagination not only
pays, but is necessary, and if we sales-
men (no matter what they call me,
I am primarily one of you) would
spend more time in thinking out our
problems before we actually meet
them—and that's vision—we’d be big-
ger, better and more valuable men
in our respective organizations.

Edward S. Babcox.

The Pope’s Joke,

Pius the Ninth was not without a
certain sense of humor. One day,
while sitting for his protrait to
Healy, the painter casually mention-
ed a monk who had left the church

and married, whereupon Pope Pius
remarked, not without malice: “He
has taken his punishment into his
own hands.”
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THE MAN AND THE MOUSE.

How One Served as an Inspiration to
the Other.

A city boarding-house may be mer-
ry on Christmas day—merry as com-
pared to common days; but by con-
trast with other institutions and
places it is dreary indeed.

The depression is relative, just as
the purity of the snow renders con-
spicuous by difference the somber-
ness of the old buildings, the dilapi-
dated fences and neglected yards—

the general indifference of the in-
habitants to their surroundings;
for—

When boarders enter the front
door the love and sentiment of home
jumps out over the back fence.

These dwellers are happy in their
small way, just as they live in their
small way; for they have their ten-
centers in lieu of everyday pipes and
stogies, and half-pint hip-pocket
flasks of superficial cheer—both the
compliments of Steve Bruner’s sa-
loon around the corner.

There are none of the footsteps
and high-keyed voices of romping

children; no odors of savory dress-
ing, burning brandy on the plum
pudding, nor rich aroma of freshly

made coffee; there are no cheery
voices of men and women over the
exchange of presents and in antici-
pation of the feast to come—even
the japanned tin signs of the cancer
doctor, the chiropodist and the clair-
voyant hanging to the rotted porch
columns along the way, seem to
swing, sway, creak and groan in min-
or-keyed defiance of the day’s spirit
that everybody feels everywhere
else.

In one of these ex-homes,
city’s ex-aristocratic residence sec-
tion, the third-floor ballroom had
been arranged for revenue only by

in the

wall paper-covered flooring board
partitions into a series of human
box stalls.

The ceilings of these were inter-

rupted here and there by roof hip
lines; the floors were covered with
dust-laden ingrain carpet and light
came from small oval windows set
just above the baseboards; all were
furnished with very narrow iron beds
and the coverings appeared to have
been dyed in sooty water at their
last alleged washing; then there was
a straight-backed chair and a blis-
tered varnished washstand, with a
small foot rug before it—with several
cakes of soap tramped into the warp.
There were the third floor smells
of this human livery-stable that
seemed on the friendliest terms with
all the other smells of all the other
floors; for they mixed in a most af-
fectionate way. The back end of a
drug store smell, no doubt from the
weekly shots of the bugging gun; the
dry wood and dust smell of a gar-
ret, with about two parts cheap to-
bacco to one of coal oil and bad
plumbing were seasoned to taste with
the oldest cooking odors to be found
alive and tottering about the place.
In one of these stalls sat a very
young man—a bunch of collars in his
hand. Those worn one day he plac-
ed on one knee, those worn two
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days on the other knee—one, abso-
lutely clean, he threw into a very old
suit case on the floor.

“I’ll. wear that on the job hunt
to-morrow,” he muttered aloud, “but,
O hell! what’s the use?”

He had slept off his breakfast—as
they say in hard-up circles. The
cleanest of the day-worn collars had
been found and put on, and with
hollow eyes he sat gazing out the
window—vacantly watching the oc-
casional snowflakes as they fell on
the deserted street. They were not
eyes hollowed by dissipation or dis-
ease, but—

Hunger!

There came a step on the stair,
then a sharp, hard-heeled pounding
walk along the hall.

The man took a pair of scissors
from his suit case and began trim-
ming the frayed edges of his cuffs.

Then a hard, bony knock on the
thin flooring board door. Without
waiting for an answer a long nose
appeared inside with a pair of hollow
cheeks, hair done up in curl papers
in front and coiled to the dimensions
of a cloak button in the back.

“Yer room rent wuz due last
night,” said the shrew in a voice as
hard and sharp as her walk, knock
and features.

“l am aware of it,” said the man

without looking up from his cuff
trimming, “but this is Christmas
and—"

“Yes, this is Christmas and all
that,” interrupted the shrew, “but
that aint payin’ my rent on this
house an™>—"

“l was going on to say when you
interrupted me,” put in the man,
“that | have been hunting a job for
a week. | cant very well continue
on Christmas, and then again all the
pawn-shops are closed.”

The last part of the man’s sen-
tence was uttered with a grasp to-
ward the pocket containing a leather
case of drawing instruments and a
glance at his overcoat on the bed
where it had served as bed clothes
reinforcement.

The shrew’s head disappeared from
the crack of the door and the sound
of hard sharp footsteps and hard
sharp-voiced muttering diminished
down the stairs—the only audible
words being: “Only two dollars,”
“pay,” “dead-beats,” “how can | ex-
pect,” “my rent,” etc.

The man brushed the cuff trim-
mings from his lap and looked down
on the deserted street again—with
eyes hollowed by hunger.

W ithout turning from the window
he reached into his vest pocket and
rubbed a nickel and a dime together
for a moment; then took the leather
case of drawing instruments from
his inside pocket, opened it and dis-
played the shining steel and German
silver. “These’ll be the last to go,”
he said aloud with another glance
toward the overcoat on the bed
“But what’s the use?”

His eye fell on a razor in the suit
case. He picked it up, opened it and
looked hard at the blade. “That
would make a nasty mess,” he sigh-
ed. “Carbolic acid? That’s a low-
browed trick. There’s a decent way
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of doing everything—but, still, all
the streams are frozen.

The man fell to looking down on
the street again, watching the slow-
ly falling snow, each flake distinct
against a background of somber hues
and tones of neighboring buildings,
fences and deserted street.

The man rose, put on his over-
coat; felt in his vest pocket for the

nickel and dime, rubbed them to-
gether and went down stairs.
* * *
If there is one place less merry

than another on Christmas day—next
to a boarding-house, it is a cheap res-
taurant. One of the all-night kind—
the key of the front door lost years
ago, and where the proprietor never
comes save to count and take away
the money. One that looks cheap
enough to suit the most exacting-
country excursionist.

At one of these the man entered—
first stopping to feel in his vest pock-
et for the nickel and dime and rub
them together for a moment.

The place was deserted by patrons
—one waiter stood in the window
looking out on the street at the
slowly falling snow; another stood
at the kitchen door, head down and
idly scratching figures in the white
sand of the floor with his feet.

The air of the room was heavy
laden with steam and the rank
weedy smell of over-boiled coffee
grounds; and no sound but the song
in a foreign tongue of a dishwasher
in the rear.

The only thing that could possi-
bly have been construed as Christ-

mas decoration by wildest stretch
of imagination were some coarse
rusty stocks of celery that hung

limp over the edges of tumblers fill-
ed with milky water and set in the
center of each table covered with
egg, coffee and catsup-stained cloths.

The man took a seat on a high
stool at the counter—the last in the
row toward the rear.

The nearest waiter stood before
nim, arms apart, hands resting on
the counter top and idly flipping
crumbs off on the floor with his
forefingers as he waited for the or-
der.

The man looked about confusedly,
felt in his vest pocket for the nickel
and dime, rubbed them together for
a moment and ordered beans and
clear coffee.

“Bullets and raw a black!” yelled
the waiter to someone in the kitchen.

With the order before the only
patron in the room, the waiter re-
sumed his idle figure-scraping in the
floor sand.

All was still.
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The man bent over, looked down
and inhaled the steam from the beans

and coffee, felt in his vest pocket
for the nickel and dime and in his
inside pocket for his instrument

case. Then he surveyed the room—
the walls and ceiling grimed with
steam and grease, the coarse rusty
stocks of celery that hung limp in
the glasses of milk water; through
the front window at the clouded
light of the deserted street and final-
ly gazed vacantly at the slowly fall-
ing snowflakes—all with the hollow
eyes of hunger.

“What’s the use?
use? What’s the—"

The third time repetition was in-
terrupted—the man’s attention be-
came attracted by a dirty piece of
bun on the floor near the side wall.

There was, of course, nothing in
the bun itself, but—

It moved—slowly,
the wall.

The man leaned forward, looking
intently with hollow eyes of hunger.

There was a mouse behind the
bun!

He had settled himself for his first
forkload of beans and a sip of cof-
fee when a cat came out of the kitch-
en door, spied the mouse, crouched
and sprang. The mouse disappeared.
The cat, logged with food, merely
smelled the hole and passed on.

The mouse came out of the hole,
looked, listened, ran to the bun, which
began to move—slowly, steadily to
the wall.

The man took several forkloads
of beans and sips of coffee, felt in
his vest pocket for the nickel and
dime, rubbed them together and then
reached for his instrument case.

He looked again. One obstacle had
been overcome—the bun was up to
the wall, but—

The bun was too
hole.

Another forkload of beans, anoth-
er sip of coffee. The bun began to
turn and twist and tumble before the
hole.

The man was about to feel in his
vest pocket for the nickel and dime
and to his inside coat pocket for the
instrument case, but he only made
a pass in their direction; for his in-
terest and attention were on the bun,
which slowly, surely became smaller
and smaller.

T° his food again.
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loads of beans and sips of coffee.
Then he dug hard with his fork at a
piece of pickled pork, cutting it in-
to portions which he ate with the few
remaining beans, and finally finished
with the last swallow of coffee.

The man looked up. The little
drama of the mouse and the bun had
closed—the bun was in the hole.

He picked up his check, walked up
front, carelessly threw it on the cash
desk with the dime and walked out
with overcoat on his arm.

He stood in front of the place for
a moment and took a long breath.
The sun had come out, the streets
were filling with afternoon strollers.
The hungry look had disappeared
from the man’s eye. He protruded
his chin and gtsaund his teeth.

“That was only a little mouse,” he
said to himself, “but | am a man.”

He slapped his pocket containing
his instruments and looked down at
his overcoat on his arm—the bun
was nearing the hole.

“A sale will bring more than a
soak,” he said again to himself.
“Guess Jhere’s a Ghetto somewhere
in this town where Christmas does-
n’t prevent their transacting business
—and | can buy another—well, when
| get the bun in the hole.

“To-morrow the human cats will
be logged with food and let a man
alone while he gets—a bun in a
hole.”

That night the man returned to his
rooming house minus his overcoat
and plus seven dollars which jingled
so loudly in his pocket that it at-
tracted the attention of the shrew
who met him at the stairs.

And the next day—well, he was a
man. David Gibson.
The Collector Who Delivered the

Goods.
Written for the Tradesman.

“The best collector | ever knew,”
said the doctor, “was a young fellow
who collected accounts for me when
I lived at Marshall. 1 must tell you
about him,” and the doctor leaned
back in his big arm chair and laugh-
ed most heartily.

The doctor was a large, fleshy,
well-proportioned man, with a heavy
black beard tinged with gray, a rud-
dy face and a very friendly manner.
His good humor was contagious. He
had recently engaged a collector and
was offering some helpful sugges-
tions along the line of collecting ac-
counts.

“l had,” continued the doctor,
“quite an extensive country prac-
tice and a great many were not very
prompt pay. My previous experi-
ence with collectors had not been
altogether satisfactory and | made
up my mind to secure some one to
collect for me alone—not one who
collected for anybody and every-
body, or who made a specialty of
hard accounts.

“In studying over
occurred to me to try a certain
young man whom | knew. He was
decidedly odd, slow-going, honest
and simple. Some people might
have called him half-witted. He had
no regular work; just doing odd jobs

the matter it

MICHIGAN

around town. So | proposed to him
to be my collector and go out in the
country and stir up my patrons.

“He very willingly accepted my
offer. In some way he had obtain-
ed a little mule and a small wagon.
| fixed up a batch of bills for him
and he started out. Well, it was a
comical sight to see him come in
from a collecting trip with his wagon
loaded with grain, vegetables, poul-
try, etc. If he didn’t know much,
he knew his business was to get
money or get accounts settled in
some way. He would never let up
on a debtor until he got something
on account if there was any possi-
ble show. People could not get an-
gry with him, or if they did they

got no satisfaction from it, for it
never worried the collector in the
least how much they raged or

fumed.

“And he kept at them every time
he saw them; did not give them a
breathing spell between his collect-
ing trips. If he could not get money
he would take anything that he could
eat, wear or use, anything that would
sell, or anything he thought I could
use.

“For an illustration of the way he
got accounts settled 1 will tell you
how he managed in one case: He
called at a farmer’s house one day
with an account. There was no mon-
ey to be had nor any promise of any.
It was the fall of the year and po-
tatoes were ready to dig. He saw
they had a field of potatoes, and he
told the woman he would take two
bushels of potatoes as part pay. She
told him he would have to dig them
himself. Very well. He hunted up
a hoe, dug and picked up two bush-
els of potatoes and put them on his
wagon.

“That did not settle the bill and
he told the woman he would give
so much for a couple of young roost-
ers. He was told he could have them
if he could catch them. He went
at it and finally rounded up and se-
cured two. Still there was a balance
due on the bill. When he went into
the house the woman was just tak-
ing some pies out of the oven. He
asked her for two of them to make
up the balance on the account, and
she gave him the pies. Then home
he started with his load. That was
the way he collected accounts. It
was amusing to see him coming in
with his litle mule and wagon load-
ed down with traps and tools and
produce,” and then the doctor laugh-
ed again. E. E. Whitney.

The First Congregational church of
Albany has inaugurated a Sunday
evening home time. Instead of the
regular evening service on that day
the members gather about the piano
and sing hymns, a story may be read
or some topic of general interest dis-
cussed. Little groups of friends may
engage in conversation and the peo-
ple become acquainted. A few mo-
ments are reserved for family prayer
at the close. The plan is proving
successful in the few American
churches where it has been tried and
is extensively used in England.
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Indian Adventure Which Happened
on West Side.
Written -for the Tradesman.

I never tire of listening to the
tales of pioneers, and it is-one of the
many regrets of my life that | could
never be a pioneer anywhere. Even
now, in my 70th year, | am “obsess-
ed” with the pioneer ambition, and |
greatly fear that if there were any
really new section of the country
awaiting settlement, | should be fool
enough to rush off to it in order to
enroll myself in the pioneer class.

Although | did not arrive in Grand
Rapids until the spring of 1846, |
was early enough on the ground to
have an Indian adventure in what is
now a populous section of the city.
There was then an Indian village
among the trees on the West Side,
not far south from the end of Bridge
street bridge.

My father lived on Front street,
not far north of the bridge, and that
summer he cultivated five acres of
corn on the Butterworth place, lo-
cated on the hill over the plaster
quarries. One morning he started
early for work there and my mother
told him that she would put up a
lunch and send it to him before noon
by one of the boys.

As it approached noon my two
brothers were busy and | begged to
be permitted to carry the lunch to
him. A boy of 5 1 insisted, could
certainly go that distance alone.
Wi ith the lunch in a basket, | was
soon started on the adventurous
trip, my route leading past the In-
dian village.

It chanced to be a festival day at
the Catholic mission and | met apro-
cession of Indians, clad in holiday
garb, wearing showy head-dresses,
gorgeously decorated with bright
colored feathers. The scene was new
to me and awe-inspiring.

My pulse did not resume its us-
ual measured beat until 1 was well
along in the woods road beyond the
village. There | met an Indian boy
about my own size and we stopped
and tried to strike up an acquaint-
ance, succeeding pretty well at first,
notwithstanding the fact that I could
speak no Indian except two or three
stereotyped words of salutation,
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while he knew no English, save
“How do!”

I was wearing a blue coat with

bright brass buttons which he seem-
ed to greatly admire. He evident-
ly wanted one of them, and made
motions as if to pull it off. | made
vigorous gestures of dissent, which
seemed to arouse his anger, for he
doubled up his fists and assumed a
threatening attitude.

1, too, squared off in readiness for

a fight.

Thus we stood for some time,
scowling at each other, but neither
ready to hit the first blow. Finally,
1 became tired of the situation and
heartily wished myself out of it
With a sudden impulse | turned and
took to my heels, running for sev-
eral rods. Then | was overcome by
a feeling of shame that | should run
away from a boy of my own age,
and | wheeled around to go back and
face him. He was running in the oth-
er direction!

Here ended my first and only In-
dian adventure.

| stayed with my father until he
was ready to go home at night and
walked back with him. Nor did |
ever again go past the Indian village
alone. J. D. Dillenback.

Acid-Proof Cork.

According to a German scientific
paper, cork can be rendered acid-
proof by the use of a solution made
up as follows:

“A solution of 15 parts of gelatine,
24 parts glycerine and 500 parts of
water is prepared and heated to 45
degrees Centigrade. The corks are
placed in this mixture, where they
are allowed to remain several hours;
they are then removed, washed with
water and dried. They are next
placed in a bath consisting of 20
parts of petrolatum and 70 parts of
paraffin, heated to about 40 degrees
Centigrade.

“This treatment protects the corks
against the action of acids and other
substances that exercise no solvent
action on the paraffin. The corks can

not, of course, be used for bottles
containing alcohol, ether, benzine,
benzol and similar liquids.”

The Tony Feed Cutter

has proven a wonderful seller be-
cause of Its construction and
adaptability to different cuts.

Furnished with one or
!(nivestzil]ndf can be regulated fto cuﬁ
in lengths from one and one-four
to onegand one—he“f |nghes. Maée
for hand or power use. When
used as a power cutter a clamp
pulley isfurnished. Frame is hard
maplé, knives of oil tempered steel.

Your, customers will like the
"Tong/ and Y_og should see that
they are supplied.

If you have not full artllcula[s,
sendat once for qur s]p cial Imple-
ment C_atalofg which feature many
good things for your trade.
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Brown & Sehler Co.
Grand Rapids, Mich.

" Sunbeam Goods are Made 1o
Wear.”



22

?°s

DRY GOODS* 1

MICHIGAN

| «

FANCYGOODS”~ NOTIONS) j

Clerks Should Be Kind To the Mere
Man.
Written for the Tradesman.

“Girls,” said the old dry goods
merchant to his force of saleswomen,
“l feel constrained to ask you to be
a little kinder to the men. | should
like to have this store known far and
wide as ‘the store where they are
kind to the mere man.’

“When a man comes in here do
not snub him nor slight him. Let
his blunders pass unnoticed and nev-
er, never slyly ridicule him behind
his back. He feels awkward and
out of place and is suffering enough
already; so, in common humanity,
treat him right.

“It isn’t from choice that the poor
fellow enters a dry goods store at
all.  Quite likely he would rather be
hanged or have smallpox than ever
darken our doors. But he had to
come. He was sent by her. So, be-
ing an agent acting under higher au-
thority, without initiative or deter-
mination of his own—a mere' under-
strapper, as it were—he should be
shown the utmost consideration.

“Maybe he lives in the country
and it is a stormy day and his wife
could not ride in ten miles just to
get a few little things which amount
to only $1.78 anyway. So she makes
out her list and hands it to John.

"Perhaps he.resides in the city
and his wife is so busy with her
Christmas fancy work that she can
not spare a minute to get down town
herself; so she sends by her patient,
much-enduring husband to buy a half
dozen more skeins of embroidery
floss (different shades, all of which
have to be matched) and four yards
of material.

“Is there anything known to the
mind of woman which she will not
harass the soul of man by asking him
to go and purchase for her? Corsets
and torchon trimming and all-over
lace and collar stays and baby stock-
ings! He would be a far better judge
of flying machines than of any of
these articles, but don’t allow him
to feel his deficiencies.

“The mere man doesn’t know and
he knows he doesn’t know. That is
the beauty of it—he is so humble. So
don’t rub his ignorance in on him.
Treat him like a gentleman and a
scholar.

“When he asks advice and guid-
ance, give it gently and tactfully and
conscientiously—according to your
best light and judgment. Remem-
ber that feeble and inadequate as he
seems here that in other situations
he may be a man of power. In com-
merce, on the field of battle, in the
mechanic arts, he can make good. It

is only when standing before a dry
goods counter that he seems weak
and undecided and hesitates whether
to take the calico with a dot pattern
or that with a little star.

“Help him as best you can to se-
lect what she wants. Don’t try to
palm off on him some outlandish
thing which won’t sell to anybody
else. It isn’t right to work off stick-
ers and hangers upon a mere man.
Another reason for not attempting
it is that he will come lugging them
back if you do. Remember that when
a man is shopping, there usually is
a power behind the throne; and that
power is she.

“We ought to be kind to the mere
man because he really wants some-
thing and wants it right away. We
have to wear ourselves out showing
goods to persons (mostly of your
own sex, girls) who either don’t want
anything or don’t want it very soon.
They come in to compare what we
have with what they can find in all
the other stores in town, and with a
lot of samples they have sent away
for, and with some stuff their Aunt
Milly bought in New York City.
When their minds finally are made
up, possibly they will purchase some-
thing, somewhere. We may get the
deal and we may not. Not even Mar-
shall Field nor A. T. Stewart in his
best days could sell anything to a
woman until she was ready to buy.

This is all right, but a man is
ready the moment he comes in. He
wouldn’t come if he was not ready.
If we have what he wants, you are
just as sure of a sale as if you had
the money in the cash register. If
he can find here the things he is
looking for, he will not track around
to other stores to compare prices.

“Sometimes, especially at this sea-
son of the year, a man comes in who
is not sent. He comes to buy a
present for her. Then, girls, do not
fail to be kind to him. He is a free
spender on such occasions and we
may as well have his money as for
any of our competitors to get it.

“Don’t take advantage of the fact
that this is the one time when she
can not send him back with the
goods if they don’t suit. She can
make him mortally miserable when
he takes her the wrong thing; so sell
him something that is nice and in
good taste and desirable and that can
not fail to please her in every way.
Then when he pulls out his roll of
bills and pays, you will have the mor-
al satisfaction of knowing that his
honest soul will take well-deserved
pleasure in her genuine delight and
gratitude.

*| have spent some forty years su-
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perintending—or trying to superin-
tend—saleswomen; and, girls, I must
say you are still a marvel to me. You
are too wonderful for my compre-
hension. How a saleslady who
weighs only ninety-five pounds, in-
cluding her scissors and back hair,
and who draws only $9 a week pay,
can make a man on the other side
of the counter, who weighs 200
pounds and whose time is worth
$5,000 a year, feel like infinitely less
than 30 cents when he tries to buy
a few common articles—this is some-
thing | can not understand. | know
you are equal to just this, girls, but
| beg of you not to do so any more.
“l think | may say that | know
something about dry goods and am
a fairly good judge of everything in
our line from point d’esprit to wool
blankets. Still, after all my years of
experience, | should hate to go into a
strange store, approach a haughty
specimen of a lady clerk, and get out
a little list calling for two spools of
sansilk, deep pink, three yards of
huck toweling, bleached, twenty
inches wide, two pairs women’s hose,
25 cents and rather wide in the leg,
and one fleeced undershirt for a child
of 6 years. | suppose | could do
it, but |1 had about as soon stand up
and be shot. Perhaps the main rea-
son, girls, why | ask you to be kind
to the mere man is because | am a
mere man myself and | sympathize
with the sufferings of my kind.”
Fabrix.

Not For His.

Rich .Man—Would you love my
daughter just as much if she had no
money?

Suitor—Why, certainly!

Rich Man—That’s sufficient. 1 do
not want any idiots in this family.

Important.

Mrs. De Style—Marie, | shall take
one of the children to church with
me.

The Maid—Yes'm.

Mrs. De Style—Which one will go
best with my new purple gown?
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We are manufacturers of

Trimmed and
Untrimmed Hats

For Ladies, Misses and Children

Corl, Knott & Co., Ltd.
20, 22, 24, 2« N. Division St
Grand Rapids, Mich.

Bargain for
Shrewd Buyers
At the RifiTime

We have secured from the recent
auction sale of Lyon Bros., (bankrupt
wholesalers of general merchandise).
Chicago. 111, some of the best and
cheapest lots in staple and seasonable
Merchandise consisting of the fol-
lowing: .

Piece Goods, Ribbons,
Sweater Coats, Hosiery,
Underwear, Knit Goods,
Beaver Shawls,

Handkerchiefs, Etc.,

which we now offer at Big Bargain
Prices. These goods are strictly first
quality and in perfect condition. Our
latest Bargain Bulletin just off the
press, will give you full particulars.
Do not fail to write at once, it will
save you dollars. "Get in touch with
us now.”

Eisinger, Dessauer & Co.
Wholesale Dry Goods
114 to 124 South Market St., Chicago

(When writing please mention
Michigan Tradesman)

DR. DENTON

Sleeping Garments For Children Are Popula

We Carry Two Grades
C-10 in sizes 0 to 2 sell at $4.50. 3to 6 at $6. 7to 10a

$7.50 per dozen.
seat.

per dozen.
size in box.

C-15 is the better article and has a dro
Sizes 0 to 2 sell at $5.50. 3to 6 at $7. 7 to 10 at $8.5
Color is gray. Packed two garments of on

Infants Underwear

Vests, fine ribbed, part wool, sizes 1 to 7 at $2.25 fo

all sizes.
sizes.

white.

Color is cream white.

Dr. Ruben’s Shirts
We also have two grades of this kind.

1 106 at 12,25 for all sizes- ]
$3.50 for size 1. rise 50 cents for each size.

Packed ‘A dozen in box.

All wool, sizes 1 to 6 at $4.25 per dozen for al

Packed % dozen in box.

Cotton, ii

Wool. in sizes 1to 9 a
Color is crean

Take a look at the samples.

Grand Rapids Dry Goods Co.

Exclusively Wholesale

Grand Rapids. Mich.
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STAY-AT-HOME BUG.

How It Affected a Newly Married
Traveler.
Written for the Tradesman«

A group of the traveling men of
Hick’s wholesale grocery house were
gathered in the sales manager’s back
office.

“Say, did you fellows know that
Hard’s going to quit?” spoke up one.

“Hardy?” they exclaimed in chorus,
and there was a general murmur of
amusement. “Why, that fellow could
not get a better job than he has here.
W hat’s the matter? Fired?”

“Not much,” stated the first speak
er;” he’s going in business for him-
self, I’ll tell you, and from what he
tells me, he’s got the system for
hauling in the little green plasters.”

This remark was also greeted with
considerable levity on the part of the
listeners and a general demand was
made for the particulars of the get-
rich-rapid scheme of the astonishing
Hardy, who was not considered in
the light of a remarkable success by
his fellow workers, although they en-
joyed his agreeable disposition and
good humor.

“Well, I'll tell you that man has
the finest little commercial enter-
prise planned that ever entered the
head of a J. Rufus,” began the
spokesman, “and the peculiar thing
about it is that it is all owing to his
wife. You know he got married just
a little while ago. His wife did not
want Freddie off on the road with
the boys so much, so she started on
him the first trip he took. Some-
body must have told her what a
jolly good fellow her handsome hus-
band had been in his bachelor days
and she was afraid of some of the
stuff getting back in his blood and
wanted him safe at the family fire-
side—the same thing we’ve all gone
through, you know—only this little
girl seemed to have it worse than us-
ual and Hardy fell for it.”

It being Saturday afternoon and
the subject promising interest, the
men settled back in their chairs and
the story was unfolded something as
follows:

There was quite a scene that first
trip. Here was the young husband
going out for two Weeks, and the
worst of it was that after a few
days it would be two weeks more and
so on all the year round. So after
she had kissed him goodby and told
him to be a good boy she looked up
into his eyes—this is according to
Hardy’s own story—and said, “Now,
you must get some work that won't
take you away from me all the time.”
And right then and there he made up
his mind he would get some job
around home if it was only clerking
in a grocery store.

Well, time went on and nothing
turned up and he began to think that

the road would have him until he
was retired. But that little wife was
thinking, too, and, more than that,

she was doing. Hardy got discour-
aged, thought it wasn’t any use, and
was ashamed to say anything more
about it to his wife. He came back
from one trip rather unexpectedly
and discovered his wife in her room
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with scissors, a ruler, a great pile of
cardboard and tissue paper, cutting
out patterns on the floor.

“What in the world is coming off
here?” he called out, as his wife
jumped to her feet and looked up at
him somewhat shamefacedly. She
only hid her face on his shoulder
and refused to say a word. It was
a new experience for Hardy and he
became rather alarmed to think his
wife should be hiding anything from
him, even if it were as harmless a
thing as this appeared. Well, finally,
after storming a little at her, he per-
suaded her to tell him this much—
that it was about that new bust:- -ss
of his that would keep him home.
That was a poser for our friend
Hardy. He looked down at the pile
of cardboard and paper and patterns
of women’s garments.

“My dear girl,” he said, “are you
going to make a dressmaker’s assist-
ant of me or is it a job of cutting
out picture puzzles from the Sunday
newspapers. Will | have to wear an
apron or maybe put on dresses?” lie
laughed and laughed, and the mere
he thought of it the more he laugh-
ed, until his little wife became very
much irritated and refused to say" an-
other word about the matter except
that he could wait and see.

The little incident made very lit-
tle impression upon him except that
it was a good story for him to take
with him on his next trip.

After this the boys saw but little

of Hardy. He spent nearly all his
spare time in his own room in the
hotel writing and figuring. But he

took such a sudden and marked in-
terest in women’s togs that it seemed
almost scandalous the way one so
recently married was gazing at all
the well-dressed women. He made
friends with the fashionable milliners
in most of the towns on his route and
used to spend a whole evening talk-
ing to Mildred, the stylish blonde
girl at the’cigar counter at the Haw-
kins House in Waverly. It got to
that pass that one of his particular
pals undertook to speak to him about
it, but he only gave him a vacant
stare and rushed to the hotel win-
dow to get a better view of some
walking fashion plate that was go-
ing by.

Things went on in this manner for
several weeks. It got to be sort of an
old story with the boys and Hardy
was regarded as a little dippy and
accepted at that.

By the time the narrator had ar-
rived at this stage of his story there
was a considerable display of impa-
tience on the part of his hearers, who
felt they had allowed him the floor
about long enough. Noticing this he
suddenly broke off, paused a mo-
ment, and said.

“Well, boys, | see you want me
to come to the point and tell you
what all this had to do with a man’s
quitting this house and going in busi-
ness for himself. Here it is: Now
what do you think Hardy is doing?”

“Letting his wife make dresses and
delivering them for her at two bits
a trip,” spoke up one of the younger
men.
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“Not on your life. He is incor-
porated into the Acme Correspond-
ence School, for the education of
bright young men and women into
the art of drawing large salaries as
cutters and designers of women's
fashionable tailor made suits. That is
what is wife was working on when
he caught her with the patterns that
day. She was trying to find a me ms
of teaching in ten lessons the secret
of fitting a standard pattern of the
latest style to almost any figure. It
was something like that anyway, as
near as | can remember Hardy’s ex-
planation. But the meat of the whole
thing is that these two young com-
mercial pirates have advertised and
worked up a business which keeps
the wife busy getting out lessons and
Hardy copying them on the type-
writer to such an extent that only
to-day he has engaged two stenogra-
phers and will spend all his time di-
recting and working up new ideas in
the advertising. »That wife of his is a
corker. Never told her husband an-
other thing about the plan from the
day he caught her with the cardboard
figures until the thing was all worked
out and only needed the finishing
touches. Hardy was so crazy about
the whole thing that he spent all his
spare time trying to improve upon
it and that was the reason for the
sudden interest in all the fine dress-
ers. He says he did get some ideas
that way, too, that he will make
money on as soon as he can find the
time to develop them. Well, now,
would you believe it, my own daugh-
ter borrowed fifteen dollars from her
poor dad just a few days ago and
you could have knocked me over with
a feather when Hardy told me to-day
that she was one of his pupils. It
costs $15 for a course of lessons, you
know. Yes, sir, they all seem to fall
for it.”

Just at this moment the door of
the room was thrown violently open
and the subject of all the conversa-
tion burst into the gathering.

“Came to say goodbye, boys. You
know I'm going into business for my -
self. No more ‘Dear House, please
send check’ for me. Say, what do
you think of this"—he held out a
bunch of opened letters decorated
with blue money orders, checks and
express orders.

“Twenty-one new pupils came in
on the last mail at $15 apiece. There
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is system to this when you get it
started. | certainly advise you fel-
lows to do a little scheming and get
in a proposition of your own. Well,

I must go. Never was so busy in
my life. So long, everybody. Be
good.”

He was gone before any of the
group had uttered a word.

“There you are,” broke out the
former spokesman, “how does that

strike you? Did you ever see Fred-
die Hardy as full of business in your
life? | guess there must be some-
thing in this get-in-business-for-your-
self bug that so many of them get
stung with as soon as they get mar-
ried. | only wonder if that daughter
of mine will ever make enough mon-
ey in the women’s tailor business to
pay back that $15.”
William A. Mulhern.

Do not allow yourself to be influ-
enced for the wrong by other per-
sons; have a mind and a purpose of
your own; weigh such matters care-

fully, but act from your own best
thought.

Cultivate a good, clear, legible
handwriting; many business men

judge quickly on this point; a good
hand in writing is ever appreciated.

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

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 - $12-120)
Viking Clothes (Sizes 31-40 - $7-111.50)
Wooly Boy Clothes (Sizes 6-17 - $3.75-110)

and other moderate priced lines made by

KERl/AYLRfr/nOMPANYgiOGO
VIKjlfro QGHWXJATEBVIKI 9)
T 1T aDE VyLASSY VIOTHINO

CALL!

If you want goods quick, tele-
phone to us.
Handkerchiefs Suspenders
Mufflers Men’s Neckwear
Ladies’ Neckwear
Umbrellas Furs

Perfumes

Hand Bags
Dolls

Jewel Boxes Toys, Etc.

PAUL STEKETEE & SONS

Wholesale Dry Goods

Grand Rapids, Mich.
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SANTA CLAUS.
No Necessity of Society For His
Suppression.
Written for the Tradesman.

A long time ago, when folks were
not really as wise as they thought
they were, the drollest movement
you ever heard of was started. Or,
to put it a bit more accurately, this
odd movement was supposed to have
been started. As a matter of fact,
though, there never was any real
progress to this funny project; for,
just as the wasp is said to be bigger
as a young wasp than he is when he
has grown to be an old and sophisti-
cated one, so this singular enterprise
whose history | am to record was
larger in its incipiency than it was
later on. To tell the truth—and the
first business of the historian is to
stick to facts no matter what comes
of his manuscript—this movement
tapered off after the manner of a
tetrahedron. And when the vertex
was presently arrived at there wasn’t
anything further to be done.

Yet for a time the agitation made
considerable stir, and it was confi-
dently asserted by some of the folks
most deeply interested in it that this
movement was destined to revolu-
tionize things. The thoughtful stu-
dent of movements both ancient and
modern will readily understand that
faith in the revolutionizing quality of
their pet movement is always a char-
acteristic of the movement’s promot-
ers. The men back of this enter-
prise held meetings, organized a so-
ciety with a real constitution and
concomitant by-laws, passed numer-
ous resolutions, appointed commit-
tees, elected a President, and, in a
word, behaved just like any other
aggressive organization is supposed
to behave. Now what do you think
they named this organization? Well,
you wouldn’t guess it in a thousand
years. And as that is rather longer
than | care to keep you guessing, Il
tell you just what they called it
They called it, The Society for the
Suppression of Santa Claus.

Now one of the most important
things about any movement is that
it shall move." When a movement
doesn’t budge, it’s a safe guess there
is something out of kilter. So if you
are involved in a movement that
suddenly develops a penchant for fix-
edness, it’s a good plan to get out
and see what’s the matter with the
works. This movement for the sup-
pression of Santa Claus stuck fast.
Instead of growing to be a big so-
ciety with a capital “S,” it fluked.
The attendance at the regular and
called meetings dropped off until it
became very discouraging to those

who liked brisk and snappy prog-
ress. The Secretary got to be sc
derelict in his duties as Secretary

that he used to forget the book con-
taining the minutes of the previous
meetings. And that, as everybody
knows, is the gravest offense a sec-
retary can commit—I| mean officially.
After a while he lost the book some-
where or other, and reported that,
although he had combed the apart-
ments of his dwelling from attic to
cellar, the book couldnt be found.
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You should have seen the cold, steely
stare with which the President trans-
fixed him. While | didn’t witness
the stare, | have it on authority that
this particular historic stare was a
cutter for sure. Everybody’s sympa-
thies were with the President, of
course; and everybody was prodigi-
ously pestered with the Secretary for
being so careless; for the Secretary’s
book contained the only existing
copy of the Society’s constitution
and by-laws.

To make matters worse, commit-
tees specificially appointed and suc-
cinctly instructed, failed to commit.
Even the press agent, who had a
typewriter of his own and was sup-
posed to be a very fluent and force-
ful and voluminous writer, got to
be absolutely punk from a press-
agent standpoint. When the Presi-
dent prodded him betimes the press
agent only winced and said non-
committal things. Finally the Pres-
ident called him to task in open
meeting, by saying: “Mr. Press
Agent, will you kindly arise, address
the chair in due form and tell the
members here present how it comes
about that we never see anything in
any of our numerous and excellent
publications about this notable So-
ciety and its doings?” All eyes were
focused on the press agent. The
poor press agent looked peeved,
started to arise, hesitated, but finally
got to his feet and gave the high
sign of courtesy, which the Presi-
dent immediately acknowledged in
due and regular form; then the press
agent coughed, swallowed a time
or two, and did a few other prelimin-
ary stunts- that some public speak-
ers are addicted to, and said: “l can
not make ’em print my copy. |, I've
written up our meetings, reported
our social events, sent in extracts of
the best speeches that have been
made by our eloquent members—in
fact, | have done everything | can
think of to make my reports inter-
esting and available. Ive typewrit-
ten my copy, double-spaced it, mark-
ed it original and exclusive and sent
stamps for the return of it, if for any
reason they couldnt use it. Up to
date | have turned out one hundred
and twenty-five articles about our
Society, aggregating something like
a hundred and twenty-five thousand
words—every one of which has been
declined at least once, and some of
them as high as five times. The
truth is, if you must have it, editors
don’t care a tommy-rot about our
Society.” And having delivered him-
self of this pithy but pitiful com-
plaint, the press agent poutingly
tendered his resignation. The So-
ciety refused to accept the press
agent’s resignation, and the President
sagaciously changed the subject.

I think the press agent’s pathetic
report did more to discourage the
members of the Society for the Sup-
pression of Santa Claus than any-
thing that had happened up to that
time. It is said that there were only
three members out at the following
meeting. And although there were
sporadic flurries of apparent inter-
est, the poor Society got on its last
legs and not long thereafter died.
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It is rather curious that, of the
members of this odd Society, the
name of not a single one can be as-
certained. Unless somebody should
accidentaly discover that Secretary’s
book (which isn’t at all likely(, they
will never be known. And although
I have written to a great many edi-
tors and associate editors through-
out the country, | have notbeen able
to find the name and address of the
man who acted as press agent. His
letters, it seems, were not considered
important enough for filing. The
most dilgent search on my part has
yielded no documentary evidence to
work on. And the absence of docu-
mentary sources is a serious handi-
cap to the historian no matter how
hefty he may be as a scientist. The
most | have been able to get at is
the name of the organization and a
few oral traditions as to its avowed
business.

From these traditions it appears
that the folks who formed this So-
ciety were minded to do so because
they felt that Santa Claus was a
pesky little fellow who got folks
feezed to no purpose. According to
the alleged arguments of the once
active instigators of this stationary
movement, they asserted that a great
many people made themselves poor
in order to make other people happy
at Christmastime; and that many of
the persons who bought extravagant
presents for their friends had better
bought meat and shoes and stockings
for their children and granite-ware
for the kitchen. It appears that one
of the stock arguments of the de-
funct Society for the Suppression of
Santa Claus was that there is such
a press and crush in the stores and

shops for several weeks before
Christmas; such a higgledy-priggledy
mess; such needless stewing and

fussing, and all that sort of thing—
that the only realy rational thing to
do is to cut Christmas out entirely,
And the impression seerfis to have
existed in the minds of the members
of this defunct organization that the
only earthly chance of doing away
with Christmas shopping, Christmas
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giving and Christmas worry and
flurry and unseemly levity, was just
to suppress Santa Claus, the Patron
Saint of our Chrismastide.

It was frankly conceded by the
charter members of the Society for
the Suppression of Santa Claus, that
he was at the bottom of the whole
business. Therefore it was proposed
to squelch Santa Claus. They meant
to put the ban on him, and put it on
good and hard. They dubbed him
a myth, they called him a pest, they
said he was a nuisance; and they
confidently asserted that, when they
got through with him there wouldn’t
be so much as a single silver hair
left from that luxuriant crop of chin
whiskers, nor would there be any
remnant of that jaunty red suit with
the fur trimmings. This iconoclas-
aive Society proposed to squash our
quaint, squat, little Santa, and then
efface his very clothes. It was even
intimated that they meant to fumi-
gate the chimneys down which Santa
was alleged to have climbed with his
perennial bag of toys. Whether they
really meant to go to such a ridic-
ulous extreme of vindictiveness or
not, one thing is certain, and that is
they boasted that they would make
it a crime, punishable by law, to
print colored pictures of the dear,
rosy-cheeked, merry-faced little chap
whom children the world over intui-
tively love. Oh, if the oral tradi-
tions that | have gathered up are
to be depended on at all, this funny
Society contemplated drastic things.
One very old man who used to live
several doors from the building in
which the Society’s meetings were
held, told me that some of their
speakers were “powerful orators.”
One speaker in particular, so the old
gentleman informed me, had a pon-
derous voice. And the possessor of
this voice used to bellow out sonor-

Satisfy and Multiply
Flour Trade with
“Purity Patent” Flour

Grand Rapids Grain & Milling Co.
Grand Rapids. 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

fail to write or phone if you have

any to offer.

Highest price paid at all times.

Watson-Higgins Milling Co.

Grand Rapids, Mich.
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ous sentences apropos of most any-
thing, or, like as not, nothing at all.
The old man couldn’t recall the
speaker’s name, if he had everheard
it; but the way his voice leaked out
and fractured the surrounding si-
lence, said the old man, with a foxy
twinkle in his eyes, was alomst
equal to a trial sermon.

It makes one feel real sad to think
how much excellent effort was wast-
ed trying to get this anti-Santa cru-
sade going. Of course the move-
ment just couldn’t hike along as a
real robust and nimble movement
should—and doubtless for the same
reason that nobody can life himself
by his own pull-straps. If they had
had forty secretaries instead of one,
it wouldnt have made any difference
in the end. If they’d had forty mil-
lion de luxe copies of their constitu-
tion and by-laws, it would have been
just the same; they’d all gotten lost
in process of time. And if they’d had
forty thousand orators, each man of
them with lungs like a pipe-organ
bellows, and with real ideas to syn-
chronize with the sound, the Society
would have gone to pot just the
same. Before ever the Secretary had
written a line on the white page of
his record book, an invisibl word was
already written there — the word
Ichabod. The unvarnished truth of
the matter is the Society for the Sup-
pression of Santa Claus attempted a
thing that can’t be done. There is
no earthly way of suppressing his
staintship. He has been with us so
long and he has brought so much
joy and sunshine into the world,
people are not going to let him go.
The children are wild about Santa
Claus, and when you get down to
fundamentals the grown-ups are just
about as enthusiastic over him as the
children are. Consequently my con-
clusion, based upon a careful study
of the oral traditions of the Society
for the Suppression of Santa Claus,
is that our patron saint is going to
remain on the job indefinitely. If
there were a planet somewhere in-
habited by creatures (I’'ll not call
them men) in whose bosoms the last

spark of human kindness had died
out, leaving their hearts cold and
utterly  selfish; if among these

strange, unhappy creatures there lin-
gered no vestige of love or sympa-
thy or brotherly interest, then such
a Society as this might conceivably
make a go of it. And yet | am
rather inclined to think that, among
such creatures, there wouldnt be
any society at all. In fact, as long
as you've got people, you've got San-
ta Claus. Charles Lloyd Garrison.

Big Plums Are Reserved for Men
Who Work.
Written for the Tradesman.

There is a whole lot in the attitude
one assumes towards the work that
he hopes to accomplish. And this ap-
plies both to merchants and to sales-
people—and, for the matter of that,
to everybody else under the sun.

Our attitude towards our work is
determined very largely by our view
of life and its values. It is an inte-
grant part of that vast complex,
which somebody has phrased, “our
reaction” upon our environments.
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Some people enjoy work, others do
their work more or less mechanical-
ly, with practically no accompanying
pleasure or displeasures, while others
confessedly work under protest.

To which class do you belong?

Good, clean-cut, effective work in-
variably has in it an element of spon-
taneity and joy. It never is perfuc-
tory.

Slip-shod work is commonly done
by the fellow who goes about his
task without any sentiment whatever.

W retched work is done by the man
who is working under protest.

Latter-day students of efficiency
have discovered that both the quan-
tity and the quality of the work are
determined by the mental attitude of

the worker. When the attitude is
right, the work is right; when the
attitude is wrong, the work is
wrong.

Time was when work used to be
looked upon as a kind of necessary
evil.

Some of the old-time theologians
used to contend that the divine in-
junction—“In the sweat of thy face
shalt thou eat bread all the days.of
thy life"—was, in fact, a part of the
so-called “curse” pronounced upon
man. According to this childish
world-view, the cup of man’s happi-
ness was full as long as he was ab-
solutely unoccupied and idle; but
when he was thrown upon his own
resources, so that he had to work
for a living, his troubles began.

In our own day we have had an
extensively read poem (“The Man
With the Hoe”), celebrating the sup-
posed deadening and blighting influ-
ence of that simple implement of
toil.

Always the street, orator can get
an interested group of people to
stand about listening to his tirades
against the more favored classes, in-
terpolated, as they generally are,
with baseless promises of forthcom-
ing immunity from labor.

But the simple, unvarnished truth
is that the busy man is (other things
being equal) the happy man.

This fact is abundantly proved by
the numerous examples of erstwhile
active men who have retired—only
to discover that the easeful life is a
delusion and a snare.

It is of the nature of energy to ex-
press itself.

That alert, resourceful, energetic
men should somehow express them-
selves is as natural as it is for sparks
to fly upwards.

Perpetual repression means
nation and death.

Work gives man an opportunity
for self-expression, without which life
would be dull and uninteresting.

If work is a means of self-expres-
sion, then work is elevating rather
than degrading.

This is a wholesome doctrine and
full of comfort to workaday men.

It used to do Thomas Carlyle good
to dilate on the ennobling power of
work.

According to.his thought, toil was
a kind of redemptive process for
man.

He never dispaired of a man as
long as he was chockful.of energy,

stag-
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and came home hungry and dog-tired
at night.

The man who hammers away in-
dustriously upon that red-hot piece
of iron is performing a twofold func-
tion,” says Carlyle, “he is making
some useful implement, and inciden-
tally he is pounding some meanness
out of his own system—burning up
some dross in his nature that, other-
wise, might choke the pores of his
being, and make him an infinitely less
fit biped for us mortals to associate

with. For heavens sake, therefore,
do not stop him! Let him stay on
the job.”

These are not precisely Carlyle’s
words; but the ideas are his.

And his ideas are essentially sane.

If there is any milk of human kind-
ness in us, let us take heed how we
spread abroad the seeds of unrest.

He who exalts labor is a friend of
the race.

The fellow who scorns labor, even
the humblest kind of it, is either a
mental weakling or a snob.

His opinion, therefore, weights
about as heavily as a cipher with the
rim rubbed out.

The clerk who looks upon routine
as a prosaic grind—and therefore a
thing to be dreaded—is making one
colossal mistake.

Routine is work and work
evitable.

Let him the rather invest routine
with a new dignity.

By so doing he will not only add
wings to the hours that now seem
to drag along so tediously, but he
will also immeasurably increase his
own efficiency.

He will therefore become a “work-
man that needeth not to be asham-
ed” when the hour for closing has
arrived.

He can go home with a clean con-
science, realizing that he has done his
best.

We should always do our btst—
not alone for the sake of the boss,
who is paying us on the basis of
the best that we can produce, but we
should also do our best for our own
sake.

Half-hearted, disinterested,
tant work is debasing.

A man had better quit the job and
become an out-and-out loafer than
to fill the working hours with rot-
ten service.

The shirker is dishonest at heart.

And the shirker knows in his heart
that he is dishonest.

Tell him so frankly, and he’ll hang
his head shame-facedly, and confess
by his evident embarrassment that it
is so.

Don’t be a shirker.

Some men are continually wonder-
ing why they hang evermore on the
lower rungs of the ladder, while oth-
er chaps climb all over them and
make their way to the higher levels.

These are the unconscious shirkers.

They think they are working, when
in truth they are only pottering
around, making a noise like indus-
try.

Let your work be clear-cut and in-
cisive.

That is, make it intelligent work.

That’s the kind of work that
counts.

is in-
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And by all means put snap and gin-
ger and spontaneity into it.

Go at it with a song on your lips.

Remember that the real worker is
of a noble fellowship.

Hitherto the choicest spirits of all
the ages have toiled.

Until the end of the chapter they
will continue to toil.

Apart from toil there can be no
choice spirits.

Therefore, my boy, if your attitude
towards this thing of work has suf-
fered an unfortunate wrench at the
hands of some blatant troubler, iron
out the kink just as soon as you can,
and settle down to a profitable basis.
All the big plums are reserved for
the fellows who like to work.

Frank Fenwick.
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GRANTING CREDIT.

How To Get the Data To Act In-
telligently.*

Credit is simply commercial con-
fidence based on the apparent sta-
bility of the prospective debtor suf-
ficient to meet our requirements; re-
liance upon our own previous ex-
perience with a given debtor or with
all other creditors to whom we may
apply for information.

Webster says credit is to trust, to
believe, have confidence in, honor,
time allowed on goods sold. Con-
fidence is the foundation stone in
the building of credit. There must
be a definite foundation for this con-
fidence, observantly a certain work-
ing capital is indispensable and it is
generally conceded that there can be
no truly safe credit without ade-
quate capital notwithstanding rare
instances prove the contrary.

In the granting of credit from the
manufacturers’ and jobbers’ stand-
point there are many important fac-
tors of which I will name the fol-
lowing:

1. The physical condition of the
business conducted by the party de-
siring credit.

2. Adequate working capital
available assets and liabilities.
3. Secured indebetedness.

4. Adequate protection by fire in-
surance.

and

5. The duration of business life.
6. The antecedents of the cus-
tomer.

7. Married or single.

8. Character, habits, honesty, age.

9. Record of paying his debts.

The physical condition of the cus-
tomer s business | believe to be one
of the important essentials in the
successful granting of credit. The
dealer whose stock is kept in a con-
dition of chaos, who conducts his
business without regard to the law
of order and system, who has no
apparent aim in mind except to be
a merchant is, to my mind, a sub-
ject for carefuj handling and can
safely be considered a hazardous risk.

There are, however, exceptions to
this rule. | have in mind a dealer
whose place of business is most dis-
orderly, no apparent system in keep-
ing his books or anything else, and
be is considered good for any
amount. This is purely an exception
to the rule and we therefore 'should
be very careful in investigating the
physical condition of a customer’
business before the extension of any
considerable line of credit.

The information concerning the
physical condition of a customer
can be secured through various
sources, the traveling salesman, the
commercial agencies, banks, attor-
neys, collection bureaus or, inciden-
tally, by a personal survey of the

premises, and as far as possible the
credit man should make a special
effort to personally inform himself
on this point.

The available assets usually con-
sist of the stock, building, funds in
bank, homestead, other realty, bank
or corporation stock, personal prop-
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erty of various descriptions, bills and
accounts receivable.

The value of these assets is us-
ually given in a statement either to
to the manufacturer or jobber and is
usually determined by the customer
himself, and when we stop to con-
sider that a majority of business
men are wholly unfitted for the busi-
ness life in which they are engag-
ed, you can appreciate that we can
not place too great reliance upon
these statements.

An analysis of the estimated value
as given by the customer universally
proves that they are listed at more
than par value and do not repre-
sent the intrinsic value of the as-
sets. A closer scrutiny of the state-
ment may divulge that the real es-
tate is held jointly, the corporation
stocks listed are way below par in
value and inconvertable. The bills
and accounts receivable in some in-
stances can be scaled safely 50 per
cent, of the listed value, and | might
say that this is a pretty safe rule to
go by when you are arriving at the

actual value of the assets of the
average dealer. You should also take
into consideration the homestead and
exemption laws, which will still fur-

ther curtail the actual value of the
assets as listed.

The liabilities wusually consist of
accounts and bills payable, mort-

gages, etc. In this case you will
never be called on to apply your 50
per cent, discount rule, as they are
usually above par.

The credit man should also care-
fully dissect a statement and en-
deavor to secure reliable informa-
tion concerning secured indebted-
ness.

By secured indebtedness | refer
specifically to chattel mortgages,
bills of sale, goods sold on consign-
ment, etc. Sometimes, as some of
our brothers have experienced, it is
a very difficult proposition to get
hold of the desired information, par-
ticularly when the dealer lives in
some small town where the town-
ship clerk is the only authority hav-
ing a record of such transactions in
his town. The township clerk may
live miles from the nearest station
and when you arrive there he may
not be on time and his wife may not
be able to find the records which
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are sometimes kept in a bread can
or elsewhere. It is the writer’s
hope that through the Credit Men’s
Association the time is not far dis-
tant when the records of the filing of
chattel mortgaes, bills of sale, etc.,
will be with some county official at
the county seat, readily accessible to
all who may desire this informa-
tion.

| believe that it is a pertinent ques-
tion to ask the prospective customer
whom you are investigating from the
standpoint of the physical condition
of his business, whether any portion
of the stock is on consignment.

A dealer may make a fine showing
of his stock, but when the crash
comes you may find that the larg-
est creditors are amply protected
by having a consignment selling ar-
rangement with the customer and
that the title of the goods does not
pass until the goods are sold and paid
for. Thus you can appreciate the
necessity of being particularly care-
ful in investigating along this line.

Fire insurance should also be con-
sidered an important factor in the
extension of credit. | do not be-
lieve that there is any set rule
whereby the actual amount of fire
insurance that the dealer should car-
ry can be determined, but in each
case the matter should be treated as
the conditions warrant.

A customer whose assets is $50,-
000 and only owes $10,000 or $15,-
000 is not expected nor required to
carry the insurance for the protec-
tion of his creditors as does the
dealer who owes $30,000 with the
same amount of assets.

In the first case, if the merchant
has sufficient assets outside of his
stock in trade to take care of his
indebtedness, it would be a very
delicate matter to insist upon his
carrying a large line of insurance.
In the other case, it is your duty
to insist that the dealer carry a suf-
ficient insurance on his stock to cov-
er all contingencies. He may say to
you that he can not afford to carry
so large a line, owing to the high
rate of insurance or for other rea-
sons, or, perhaps, he will explain
that the insurance companies will not
carry a greater line of insurance on
his stock. If he can not aoffrd to
carry a greater line of insurance it
is certain, Mr. Credit Man, that you
can not afford to jeopardize the in-
terests of your house by carrying
his insurance risk for the small profit
you may derive from his business.

If the insurance companies decline
to carry a larger line it would be
indicative of either a fictitious .value
of stock or of an extra hazardous
risk and should invite your special
investigation to determine the real
facts in the case.

If you are extending a large line
of credit to a customer and you do
not consider that he is adequately
protected by insurance and you do
not wish to incur his ill-will or dis-
pleasure by insisting on his carry-
ing a larger protection, perhaps you
can diplomatically arrange with him
to carry a policy payable to you as
your interest may appear covering
the line of credit granted.
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We oftentimes overlook this im-
portant matter of insurance, but it

is brought very forcibly to our at-
tention when we learn that some
of our customers have suffered a
complete loss of building and stock
by fire; then we, as manufacturers
and jobbers, are called on, not only
to share his loss but oftentimes are
asked to furnish additional capital
on which he may commence a new
business life.

The length of time a customer
has conducted his business should
also have a bearing in the extension
of credit. A man or firm who has
been in business for five or ten years,
who has made no apparent headway,
you can be sure is or will be event-
ually a losing proposition and very
limited credit should be granted.

Too often our sales and credit de-
partments, working hand in hand
desirous of making a showing in the
volume of business, make the mis-
take of taking just one more chance
on dealers of this class. If per
chance they drop the customer be-
fore he drops them, they figure they
are wise credit men and none of us
will gainsay but that they are lucky.
Just keep an eye on this class of
dealers for they will be sure to bring
you trouble.

We should also carefuly consider
the antecedents and qualifications of
the man or men composing the
working head of the firm for uni-
versally the failure or success of the
business depends upon judicious
management.

You should ascertain whether the
customer has ever failed, suffered
loss by fire, if so, what adjustments
were made, cause of fire, etc. Se-
cure if possible a record of his past
business as well as personal life. If
you find that the man has failed in
business several times it is unneces-
sary for me to say to the credit men
that his credit needs watching. If
he has suffered loss by fire in a gen-
eral conflagration or from any causes
beyond his control, it should have
no effect upon the extension of cred-
it. If, on the other hand, he has the
reputation of being a fire bug you
had best pass him up or sell for
cash.

W hether the customer is married
or single also has some bearing in
the case, particularly from the stand-
point of exemptions allowed a mar-
ried or a single man. A married
man also is supposed to have reach-
ed a point in life where he assumes
greater responsibility and is there-
fore more careful in his transactions
than the man on whom none are
dependent, but taking it as a whole
there is not a greater difference be-
tween a married man and a single
man as is aptly illustrated by a story
I once heard which runs something
as follows:

A young man once visited an in-
sane asylum and was shown through
the various wards and at last ar-
rived at a cell where the inmate, with
dropped head, refused to converse
with anyone. The attendant shook
his head, saying, “Poor fellow, poor
fellow; this is a case of a young
man being deeply in Jove with a
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young lady, but was jilted and she
married another man.” Passing a lit-
tle farther down the ward they came
to a padded cell in which the lu-
natic was raving, stark mad. The
young man enquired of the attend-
ant as to the cause of his condi-
tion. The attendant replied, “This
is the other man.”

Character should also be consid-
ered. There are many ideas of what
constitute character, but just let me
give you a few:

Character is property. It is the
noblest of possessions. It is an es-
tate in the general good-will and re-
spect of man.

Character begets confidence in our
fellow men and confidence, in turn,
opens the way for opportunity in all
the honorable paths of life.

Character is that central mag-
netic force of real manhood and true
womanhood, born of a combination
of the positive faculties and quali-
ties, moral, mental and physical.

The attainment of character is the
result of choice in life, upright, hon-
est lives, morally and physically free
from the negative or destructive
qualities that tend to debase mind,

soul and body.
The habits of the man,, or indi-
viduals composing the firm, also

should be carefully considered. A
man who is intemperate, a man
whose moral habits are subject to
criticism, a man whose associates are
not of respectable character, should
be made to feel that there is a pre-
mium placed by the credit man on
exemplary habits.'

The honesty of the individual
should also be considered. Some
men are honest through fear, some
are honest through policy and some
are honest because it is right. Hon-
esty to me is one of the most vital
and important factors in the ex-
tension of credit.

You can see how we are placed
at the mercy of the man in busi-
ness in making his statements in di-
vulging information concerning the
actual condition of his affairs, how
important it is that this information
should therefore come from an hon-
est source.

Many business men and firms have
started with but one asset, namely,
honesty. A man who is strictly hon-
est can seek and expect accommo-
dations at the bank or from his fel-
low men at times when the shady
merchant is unable to secure the ac
commodation at any price.

If you are sure that your credit
is extended to an honest man you
can feel that it is thrice safe-guarded.

The record of how a man treats
his obligations also plays an impor-
tant part in determinng the credit
qualifications.of the prospective cus-
tomer. If a firm is slow in paying,
habitually deducting cash discount
after the bill has matured, make er-
roneous claims for damages or un-
satisfactory goods, or have the habit
of closing their accounts with non
interest bearing notes, in fact, who
employ all the shady schemes known
to the business world in order to in-
crease (their profit ajt your expense,
a cys“omer of thjf phffacter should
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be held strictly to the terms of the
sale and given to understand that
such action would be taken into con-

sideration in granting future credit.
And, further, the physical and
economic conditions of the commu-
nity upon which the prospective
debtor is dependent for his com-
mercial life should also be consid-
ered. Communities that specialize

on crops are liable to cause trouble
in case of failure of crops for suc-
cessive seasons, so that in extending
credit to a customer in a commu
nity of this kind we should be care-
ful to restrict our line and terms as
much as possible when we learn of
crop shortages or low prices on any
commodity. For instance, you who
have occasion to extend credit ‘n
the South where cotton is the chief
product can appreciate what this
means, cotton selling for 8to 10 cents
which should bring from 14 to 16
cents causes a depression which if
continued for a considerable period
will eventually cause bankruptcy for
many dealers.

Information as to how to procure
the necessary data to pass intelli-
gently upon the credit of persons or
firms desiring to open an account
may be gained from the following:

There are numerous ways and
methods employed by different cred-
it men in assimilating or collecting
this information. Naturally the first
thing the average credit man does on
receiving an order is to turn to his
Dun or Bradstreet book to see how
the man is rated, and it is a regreta-
ble fact that that is as far as some
credit men go. If the customer is
found well rated, they close the
book, O. K. the order and trust in
Providence that the information col-
lected by the commercial agency is
founded upon fact. The firms that
employ such credit men are making
a mighty poor investment, for a girl
at $10 per week will perform the
same service. It is a well-known
fact that most of our large losses
are on well-rated firms.

I do not wish to disparage the
services of the commercial agencies,
for Dun, Bradstreet and other com-
mercial agency books are almost in-
dispensable in the granting of credit,
but the credit man should and must
go further than between the covers
of a reference book for his informa-
tion if he expects to administer
credits successfully.

Where a large line of credit is to
be extended a property statement
should be required. In some cases
this will not be given, but the credit
man should have back-bone enough
to insist upon a statement from the
customer who is knocking at his
door for accommodation and credit;
in fact, dealers are rapidly becoming
educated that the furnishing of a
statement is one of the essential
requisites in obtaining credit.

Another source of information is
from the local banks in the town.
In some localities they will not furn-
ish this information without com-
pensation; however, in nearly every
portion of the United States this
up-to-date information can be ob-
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tained by sending a printed form to
be filled out and enclosing a self-ad-
dressed stamped envelope. You may
not always get the report returned
complete, but you will invariably re-
ceive information that will bear di-
rectly on the matter you have under
consideration. These blanks can be
arranged to suit the special require-
ments of your business. We use a
blank in our business which reads as
follows:

Please furnish us, in the enclosed
stamped envelope, with the most re-
liable information you can as to fi-
nancial standing and basis for cred-
it of party named below. It is un-
derstood that such information will
be treated as strictly confidential
and will be glad to reciprocate at
any time.

Name.

Address.

Habits and character?

Any financial trouble?

Prompt pay?

Are drafts drawn on
turned unpaid?

Real estate?

Value?

In own name?

Stock mortgaged?

Owing on stock?

Would you consider party
credit for $... 0N v months
time?

Remarks.

The local attorneys are also an im-
portant source of information; in
fact, | usually find that they give
about as reliable information regard-
ing the local reputation of the cus-
tomer as can be obtained. The at-
torney also is sent a blank similar
to the one sent the bank with the
elimination and addition of certain

party re-

safe

questions. For instance, one ques-
tion added is as follows: “Do
claims frequently reach your hands

for collection?” or, “Do you consider
that you could collect an account
from thisc party for a certain stated
amount?”

When we consider that a great
proportion of the information obtain-
ed by the commercial agencies come
from these two sources, you can ap-
preciate how much more up-to-date
and reliable your information is com-
ing direct from the local bank and
attorney than stored information of
uncertain age.

Again, very important information
comes through the traveling sales-
man. He frequently calls at the
dealer’s place of business and can
give you a very up-to-date report of
the physical condition of the deal-
er’s stock. He also is able to ob-
tain information through other trav-
eling salesmen who may be selling
the same customer other lines of
goods.
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No doubt many who join the
Credit Men’s Association do not un-
derstand or appreciate the vast ben-
efits they may derive and no doubt
often wonder whether our banquets
compose the greatest benefits accru-
ing from their membership.

The Credit Men’s Association has
accomplished a most important mis-
sion in opening up avenues of in-
formation to guide one another in
the granting of credit, which had
prior to its existence remained clos-
ed. | refer specifically to the ledger
experience of our local jobbers. To-
day when we receive an enquiry or
an order from a customer who is
located in the territory tributary to
your city it is only reasonable to
presume that he has been patroniz-
ing local jobbers in the past and has
for some reason decided to make a
change.

The Credit Men’s Association has
made it possible for you to call up
any jobber in its membership wheth-
er handling your line or other lines
and secure direct most important
information concerning the business
transactions the jobber may have
had with your prospective customer.
We judge a man by his past life, not
by what he expects to do in the fu-
ture, and therefore the ledger experi-
ence on a dealer is oftentimes very
important in the proper granting of
credit and handling his account.

The Credit Men’s Association is,
therefore, responsible for providing
you with information which can not
be bought with money, and if you
are free to ask you will find the in-
formation will be freely given, and
it will establish a sort of reciprocity

between jobbers which is essential
for self protection.
Again we have the Adjustment

Bureau of the Credit Men’s Associa-
tion, which is a most valuable source
of credit information on customers
within its jurisdicton. It acts as a
clearing house on the ledger experi-
ence of its members, obtains prop-
erty statements for its members and
should enjoy the co-operation of all
in strengthening its usefulness along
these lines.

There are many other things which
might have a bearing on the exten-
sion of credit in each individual case,
but I believe | have alluded to the
most important and vital and am
sure that if my fellow credit men will
investigate along the lines suggested
that you will be able to pass with a
fairly high degree of intelligence on
the worthiness of your customers for
credit.

Cultivate the habit of doing every-
thing entrusted to you thoroughly
and rapidly, and always remember
that whatever you undertake to do,
do it well.
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The King’s Christmas Gift To His
Daughter.
Written for the Tradesman.

A mighty monarch ruled a vast
realm which stretched leagues on
leagues to north and east and south
and west, so that his name was
known to the uttermost parts of the
earth. He was most valiant in war
and never lost a battle; nor was he
less skilled in all the arts of peace.
His people flourished exceedingly
and waxed very powerful, and so far
surpassed the dwellers in the neigh-
boring dominons that the kingdom
of this great monarch came to be

known as the Land of Impossible
Things.
This illustrious sovereign had an

only daughter who was the very ap-
ple of his eye and who would some
day reign in his stead. Her husband,
who adored her, was a Prince of no-
blest lineage, and her children gave
great promise. She was beautiful,
she had untold wealth, and her life
was one of ease and luxury. While
every pleasure was at her command
and it surely seemed that she had all
that heart could wish, still she was
known far and wide as the sad-eyed
Princess. This was all the more to
be wondered at because her father
had carefuly kept from her all sight
and knowledge of sickness and want
and sprrow and death. This could
be done for so distinguished a per-
sonage in the Land of Impossible
Things.

The royal father was greatly griev-
ed because of the sadness of his
well-loved daughter, and although he
pondered over it day and night he
could discover no cause for it
“What profits it,” he sighed, “that
my name is known and feared in all
lands, and that | have a thousand
servants to do my bidding, and that
my treasure is beyond counting,
when | must see in the eyes of my
only child a look of longing, the
hungry look of a soul unsatisfied?”

His grief became sorer as the sea-
son drew near when alike in the
mansions of the rich and the hovels
of the peasants there would be feast-
ing and merriment. “To think that
my dearly beloved must still be sad
when all others in my kingdom shall
be rejoicing!” he moaned.

Then he bethought him to call in
the wisest man in all the kingdom,
the great sage who was his constant
companion on the field of battle, and

whose counsels were his unfailing
guide in the government of the
realm.

When the white-haired sage ap-
peared before him, the King said:
“Most revered adviser, |. am in

deep perplexity. Thou knowestthat
my daughter is called the sad-eyed
Princess. Many a time have | laid
before her the most splendid tokens
of my affection—the costliest fab-
rics, the rarest laces, the most prec-
ious gems, the greatest masterpieces
of art; while she has received each
one with becoming expressions of fil-
ial gratitude, these offerings have
failed utterly to bring her gladness.

“Honored counselor, at all times
have | trusted in thy wisdom, and
always to my great and lasting ben-
efit. It is said, and | believe truly,
that thou hast a sixth sense and a
ken that is beyond that of other
morals. | know that thou hast great
sagacity and understandest the minds
of men; hath it also been given to
thee to fathom the heart of woman?
Tell me, | pray thee, the perfect gift
that shall bring the light of gladness
to my darling’s eyes. If thou canst
but name the thing, O worthy sage,
I will gladly expend to the half of
my kingdom.”

The sage answered thus: “O
mighty monarch, of whom | am
proud to class myself as thy most
humble subject, leave to me the
daughter. | pray thee rest now thy
royal soul, for all shall be well.”
W ith this the white-haired man bow-
ed low and departed.

On the eve of Christmas the sage
repaired to the palace where lived
the sad-eyed Princess.

“Most excellent and admirable
Princess,” he began, “thy noble fa-
ther hath so far honored me as to
place in my charge the important
matter of my Christmas jgift. Since
I can not well bring hither all that
his great love would lavish upon
thee, to-night | will conduct thee to
thy gifts.”

The old sage spoke gently butwith
such firm authority that the Princess
could do naught but obey him, and
so made ready to go.

“First let me tell thee, most love-
ly Princess,” said her aged compan-
ion, “thine eyes will see to-night
what thou never before hast beheld—
what thou never hast apprehended
except dimly and from far off. For
to-night I must show thee the things
from the slightest knowledge of
which thou hast been most jealously
guarded; thou wilt see sickness and
suffering and sorrow and want; for
these misfortunes fall to the com-
mon lot, O Princess, even in the
Land of Impossible Things.”

They went out together and after
a little stopped at a large house
where the sage knocked for admis-
sion. They were ushered in and
found a woman weeping bitterly, for

TRADESMAN

she was heartbroken over the recent
death of her only son. The sad-eyed
Princess, although she herself had
seen naught of grief before, took the
bereaved woman in her arms and
comforted her as best she could, the
tears meanwhile coursing down her
own fair cheeks. When the time
came that they must go, the Princess
bade her sorrowing friend to be of
better cheer, and promised that on
the morrow she would come again
to visit her.

They went on farther and knocked
at another door, and there they
found a man lying on a bed, racked
with pain. The Princess dispatched
a neighbor for physician and medi-
cines, and then herself ministered to
him with such instant aid and com-
fort as his case required. Not un-
til his suffering was relieved did they
depart.

Next they wended their way to a
poorer quarter of the city. Living
in two.meager rooms they found a
widow who with her scant earnings
was trying to eke out a subsistence
for her four small children and her-
self. All were ill fed and thinly clad,
nad the rooms were cold. The Prin-
cess gave to the poor mother money
with which to purchase food and
fuel, and pledged her a pension from
the royal treasury.

The distinguished pair went on and
on to many abodes of sadness and to
homes of squalor and misery, the
Princess with her own hands reliev-
ing distress, and by her words of
solace and cheer implanting hope
where there had been despair. When
the hour grew late and they were
about to return to the palace, they
came upon a tiny waif, a motherless
child who was sorely neglected by
his drunken father. The Princess
lifted the little form in her arms and
said: “I will take thee to my palace,
poor child, and the little Princes and
Princesses shall deck a tree for thee.
Hereafter | will see to it that thou
shalt not lack for loving care.”

The Princess and the sage then
went back to the palace, taking the
tiny waif with them. It was mid-
night and the Christmas bells all
over the great city were pealing their
glad chimes when they entered the
stately habitation.

The Princess turned to the aged
man who had been her guide and
said: “Most honored friend, on the
morrow wilt thou go to the King and
tell him that I most gladly accept his
Christmas gift. The opportunity to
help the poor and the weak and to
minister to the afflicted among his
subjects—this is a gift that a most
royal father may fittingly bestow,
and one which a most loving daugh-
ter may gratefully receive.

“Most worthy and venerable man,
thou shouldst be styled the sage of
matchless wisdom. Truly thou art
wise beyond all others, for not only
dost thou understand the minds of
men, but there lias been vouchsafed
to thee the deeper wisdom to fathom
the mysterious heart of woman.”

From that night on the beautiful
Princess became the friend and com-
forter of all those in her father’s
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kingdom who were in want or sor-
row. Although she constantly be-
held every manner of grief and
wretchedness, yet, strange to relate,
she no longer was called the sad-
eyed Princess, but came to be known
throughout the length and breadth
of the realm as the Princess of the
Joyous Heart. Quillo.

According to the last census there
are 103 males to every 100 females
in this country, which may account
for the large number of spinsters
in the thickly populated sections of
the East. In most Northern Euro-
pean countries an excess of females
is shown and the reason for the op-
posite state of affairs in the United
States has been ascribed to the ef-
fects of immigration, as among the
immigrants males predominate to a
large extent. Among the negroes it
is noticed that there is a preponder-
ance of females, 98.9 males to 100 fe-
males, while the proportion among
the foreign whites is 120.2 males for
every 100 females. Among the na-
tive whites the numbers of the two
sexes are about equal, with a slight
excess of females.
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FEATURING CANDY.

It Can Be Advantageously Shown in
the Window.

Drape the window floor and back-
ground with some solid and attrac-
tive color. Place conspicuously in
the middle one box of candy and be-
side it set a card lettered as follows:
“This Is Not For Sale.” Make these
letters large and plain, and under-
neath in small letters that will only
be read after the observer has stop-
ped and approached the window,
write, “It is only a sample, but we
have plenty more inside at 50 cents
each.”

At this time of the year pumpkin
jack-o’lanterns are always a good
window attraction. Fine, large yel-
low pumpkins make the best. Two
or three of them set on low pedes-
tals where incandescent lights can
be dropped into them at night and
the other window lights turned off
will make a drawing card as long as
they can be left there. It is an easy
matter to arrange candy around them
so that it will bring the people in
who stop to see the jack-o’lanterns.
A card might read, “We are some
‘pumpkins’ when it comes to cara-
mels,” or chocolates, or other linel.

The effect of the window displays
depends more than a little upon the
color effect. This is heightened by
judicious contrasts in colors. A
bright red package shows up better
on a white ground than on almost
any other. A white package will be
effective with a light green or pink
background. Green and pink of cer-
tain shades harmonize well and
combine with good results. Other
successful color combinations are
black with white or yellow or crim-
son or pink. Blue and orange, blue
and gold, scarlet and purple. Crepe
tissue offers an endless variety of
bright color combinations in a form
that costs but little and is available
for all sorts of window uses.

A pretty window effect that will get

the people coming is this: Over a
hole in the window floor about a
foot in diameter put a wire screen.

To the wires in the screen attach
paper. Under the screen put one or
two red electric light bulbs, with re-
flectors under them if possible. Over
the screen hang a kettle on a tripod.
Below the lamps put an electric fan

and turn on the power. The strips
of paper will flash up and wave
around the Kkettle in the red light

like the flames from a fire and the
whole effect at night will be very
catchy. The motion will attract at-
tention. If it is desired, of course
the whole camp effect can be carried
out through the window, although
that is not necessary. A card can
apply the “fire” to a line of choco-
lates by reading, “When you gather
‘round the camp-fire, have a box of
Blank’s handy.”

They tell us a good deal about the
advantage of putting into our adver-
tisements reasons why people should
buy the goods described. There is
much sense in the “reason why” ar-
gument. It ought to be applied in
displays of goods. A window dis-
play which simply shows an attrac-
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tive exhibition of caramels is good
as far as it goes. The caramels will
look good enough so that some peo-
ple will come in and buy. If-prices
are put on the goods, that will bring
in still more people, but if good rea-
sons why one should buy are added,
that will make the result the best
obtainable. Consider, then, in dress-
ing a caramel window how you may
place sign cards so that they will
give reasons for buying the goods.
Make signs reading something like
the following: “You like caramels.
These are the best ever;” “Delicious
is no name for it. They are scrump-
tious;” “Not only good for the price,
but best at any price,” etc., etc

A clever window or inside effect
can be produced by pasting heavy
black paper on a frame and cutting
out of the paper the letters desired,
while red celluloid or tissue paper is
pasted over the inside of the open-
ings. Hanging an electric light
globe behind this gives a colored
sign, and if a flash bulb is used one
then has an inexpensive flash sign.
For inside use this can be made more
complete by making four sides to
the sign, like a black paper covered
box without top or bottom, the light
or lights being hung inside. Such
a sign suspended on a swivel over
a counter or table will revolve with
the air currents and thus show all
four sides.

Get a little toy stove such as is
sold at toy stores for children to
play with and arrange it in the win-
dow with a pan on it and a doll
dressed up like “grandmother” (cap,
apron and spectacles) standing by
with spoon in hand as if watching
the panful of material cooking. Dress
the front of the window with mo-
lasses candy display in front of the
stove, etc.,, and put up a card read-

ing:  “Molasses candy, the kind
grandma used to make, 20 cents a
pound.”

In decorating a window with
goods do not put them all in so that
when a customer calls for some the
display will have to be destroyed.
Leave a little stock for the inside of
the store, and it is well to make a
prominent inside display of the same
goods with a sign on them reading,
“These are the goods shown in the
window, 40 cents per pound now.”
Every clerk in the store should al-
ways know just what is in the win-
dow and at what price, so that when
a customer comes in and asks for
some of the same that is in the win-
dow there will be no hemming and
hawing and hesitancy, which tells
the buyer at once that they can’t be
selling very much of those goods or
he’d know more about them. If the
clerks do not take pains of them-
selves to find out what the window
displays contain, call their attention
to the matter and impress its impor-
tance upon them.

If your store is in a section where
a large proportion of the passers-by
are men, then you should feature in
the windows your pocket packages.
Lots of times a man would buy a
box of candy but is deterred from
doing so by the fact that he has no
way of carrying it, or because he
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hates to have to carry on extra par-
cel in his hands. There are no end
of attractive packages nowadays,
some of them of the highest class,
that will slip into a coat pocket,
especially an overcoat pocket, and
the overcoat season is now on. A
window display may be arranged of
all kinds of so-called “pocket pack-
ages” and a sign used to that ef-
fect—“Any of these will slip into a
man’s pocket.” This window idea can
be made effective by putting a wall
rack in the end of the window with
two or three coats hung on it and
packages of candy in a pocket of
each. Or a coat might be hung in
the middle background of the win-
dow with a package of candy in the
pocket, care being taken to make
the coat hang perfectly smooth, us-
ing a card reading, “You wouldn’t
know the pocket holds a pound of
Blank’s.” Still a further variation
might be a coat with a package of
candy in one pocket and none in the
pocket on the other side and a sign
reading, “You can’t tell which pocket
has the box of candy in it;” or
“Which pocket has the candy in it?”

A little fountain in the window
is always an attractive feature and
people will stop and watch the water
when a mere display of goods would
not halt them. A fountain as a basis
for an attractive window may be
made as follows: First make a wa-
ter-tight box for a supply tank. This
may be made of packing case boards,
making it about half the depth of the
window and a third of the width and
ten inches deep. Make it tight with
red lead or asphaltum varnish, and
in a small hole in one corner of the
bottom insert a small glass tube,
making the joint water-tight. From
this you can run a litle piece of
rubber hose to the other end, to
which a sprinkler-top from a bay
rum or toilet water bottle has been
attached. This sprinkler can be set
up on a little wire tripod anywhere
that the fountain is wanted. Of
course it must be set in something
that will serve to receive the water
and discharge it through an outlet
waste pipe. A pan of some sort an-
swers well. If a garden effect is de-
sired, the pan around the “fountain”
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can be set down into a false win-
dow bottom and all over the bottom
sod or green dyed sawdust distrib-
uted, with here and there little
“gravel” paths of sand.

It is fundamentally important that

the window itself be bright and
clean.
To make the window pane as

bright as possible pass diluted sul-
phuric acid about the strength of
vinegar over it with a rag and then
throw on just enough powdered
whiting to make it produce a hiss-

ing sound. Rub this powder over the
pane with your hand and polish with
a dry rag and it will shine like
crystal.

Jack Frost is a great trouble-mak-
er, especially in a store heated by
steam, as the air is moist. We know
a merchant who surrounded his win-
dows with steam pipes and kept the
window warm enough to keep the
window pane from frosting. A prep-
aration for preventing frost can be
made as follows by anyone: Take
two pounds of soft soap, two pounds
of glycerine, melt the two together
into syrupy mixture. Apply with a
cloth.

Seedless Lemon Discovered.
The seedless lemon, to produce
which botanical experts had unsuc-
cessfully labored for many years, has
been discovered. It has been an-
nounced in a dispatch from San Ber-

nadino, Ca. The bud wood, from
which the trees now bearing the
seedless lemons have been grown

came from a sample labeled “citron
of commerce.”

The original bud came from ltaly,
but according to the Department of
Agriculture, a search of the groves
of the old world failed to reveal any
trees which bear seedless lemons.
Fruit growers believe that the char-
acter of the fruit was changed
through budding.
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The Stove Still Holds Its Own.

You try to tell some stove dealer
that these days of furnaces and steam
and hot water heating have driven
out the stove as a cold weather com-
fort bringer and you’ll learn some-
thing.

“We are selling more stoves than*
we ever did before in the twenty-
seven years we have been in busi-
ness,” said the head of one concern,
a man of long experience in the han-
dling of new and second-hand stoves
and stove repairing. “As long as
there are people and as long as the
manufacturers continue to make
stoves, there will be a big market
for them.”

The cheerful glow of th(e coal
burner is not so easily displaced by
modern methods, according to those
who have analyzed the psychology
of stoves and their effect as home-
makers. Thousands of people use
them from choice, besides the tens
and hundreds of thousands who use

them from the necessity for econ-
omy.

Milwaukee supplies the bulk of the
stove trade in Wisconsin and the
Upper Michigan Peninsula. It is es-
timated that four concerns in Mil-

waukee manufacture 80 per cent, of
the stoves used in this territory.

The extensive use of stoves in the
city of Milwaukee alone is a revela-
tion to one informed for the first
time of the way a great percentage
of our 373,857 population keeps
warm. One estimate places the num-
ber of stoves in use in the city in the
neighborhood of 250,000. This means
that in many homes there are four
or five stoves in use, including the
laundry stoves, the kitchen ranges
and the heaters. In the more mod-
est homes one stove may serve to
shed its warmth in the winter months
and supply heat for cooking as well.

“Of course, the development of the
use of hot water and steam heating
systems has been marvelous, butyou
must remember that the growth of
population has included an increase
of the number of those who can not
afford to have them,” is the explana-
tion offered.

In the rural districts, too, it is ex-
plained that the stove trade has held
its own, to a great extent because
of convenience to the farmer, it is
said.

“It is easier for the women folks
to keep a coal burner supplied with
feul than to tend a furnace. That
is a man’s job, and the men in the
country are often away from the
house for a considerable time.”

Another thing that has increased
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the desirability of the coal burner
as a heater is the elimination of the
danger from gas formation. Mod-
ern improvements have made the
stove safe as regards gas fumes. The
scientific construction of the stove
on the market to-day has done away
with most of the features that have
made a change to the furnace de-
sirable.

For kitchen use in the city the
gas stove has, of course, gone a long
way toward displacing the coal and
wood consumers. Nevertheless, the
old-fashioned stove has widened its
own field in such great measure as
to more than make up for any loss
from this source. Gas ranges in city
hotels and resturants have lessened
the demand in this direction, but the
increased business of smaller town
hotels, resorts and country houses
has widened the field for the old
ranges to more than offset this.

The coal and wood consuming
stove has adapted itself to so many
uses; it has made new fields for it-
self, it has conformed to so many
of the requirements of modern life
and modern business that it can not
be ousted. It spreads its territory
with the encroachments upon its
field, and it holds its own, at least,
in the increased business in heating
apparatus that comes with growth
of population. There are now more
than 100 concerns in  Milwaukee
which specialize in supplying the de-
m?nd for stoves.—Milwaukee Senti-
nel.

A Word With the Hardware Clerk.

Advice is cheap, and the clerk has
been treated to enough of it of a
certain kind. He has been told to
be faithful, efficient, honest, prompt,
industrious, with the implied prom-
ise that if he is all of these he will
some day have a store of his own
and a bank account of five or six
figures. He may find, however, that
being a good clerk does not neces-
sarily insure success as a proprietor.
Thousands of men have cultivated
all the virtues of the good salesman

all their lives and are still cultivat-
ing them, with not the slightest
prospect of ever becoming indepen-

dent. To them the promise of re-
ward for faithful service looks very
much like the proverbial will-o-the-

wisp. They have failed of the re-
ward promised them so long ago in
the Spencerian copy books — but
why?

In the first place, the clerk who
would become a proprietor needs
other qualifications than those men-
tioned above. He must have imag-
ination and thrift. To own a store
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he must first have a mental picture
of it—something that some clerks
are incapable of. Then he mustsave
enough out of his meager salary to
make a start for himself—something
that many a clerk will not do. Lack-
ing these two qualifications, the clerk
may be so honest and capable—he
will never become a successful pro-
prietor.

The faculty of saving may be cul-
tivated, and is worth cultivating. No
matter what use a clerk may expect
to make of his savings, he should
save systematically, because he is
sure to have good use for his little
hoard at some time. It may be to
bridge over a period of sickness of
himself or family, to invest in some
side enterprise that may prove profit-
able, or to give him the sinews of
war with which to fight the battle
for himself as a fully-equipped busi-
ness man. Whatever may happen,
he should save something every week
against the time of need or oppor-
tunity. And this habit of saving
will stand him in good stead when
he comes to be a proprietor, for the
same thrift that may raise him out
of a clerkship will make him suc-
cessful in a store of his own.

All clerks can not become proprie-

tors, else there would be no clerks.
But it is well for the clerk to re-
member that he needs savings as

well as efficiency to make it possi-
ble for him to exchange his job as
a clerk for the more arduous posi-
tion of “the boss.”—American Arti-
san.

Thomas A. Edison is not content
with making concrete houses, but de-
clares that in the near future he will
put on the market concrete furni-
ture that will be so cheap a newly
married couple can furnish their
home throughout for $200. The fur-
niture will have the advantage of
being durable and substantial, as
well as low in price.
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Investigating Abuses by the Express
Companies.

Boston, Mass.,, Dec. 16—In taking
the matter up with the express com-
panies, we have proceeded along very
general lines and have not endeavor-
ed to take up any specific cases of
discrimination. Our particular atten-
tion has been directed to the grad-
uated charge; to the relation existing
between the first-class freight rate and
the merchandise express rate; and to
the conditions imposed by the ex-
press companies when giving a re-
ceipt for .shipment; and the rules
which they have promulgated in their
Official Express Classification, a
great many of which are unreasona-
ble, in our opinion, some of which
have a tendency to greatly increase
the charges for small packages.

Chamber of Commerce.

There is one place in the United
States where an automobile can not
venture and that is the Yosemite
National Park. The stage coach has
the right of way and it is deemed im-
practicable to permit automobiles to
enter the park, as they would elim-
inate travel by stage, as it would be
dangerous for teams and cars to
meet. Automobiles are not allowed
on the Bermuda Islands, so there
are two places at least where the
hater of the motor car can go and
feel sure he will not see the deadly
enemy which disturbs his peace of
mind.
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REAL OR UNREAL?

Santa Claus Seems Younger as Tim*

Goes On.

Written for the Tradesman.
| have a little daughter named
Catherine Maye, who has attained

the age of 8, together with the world-
wisdom and dignity that nowadays
go with that accumulation of years.
Recently Catherine Maye has heard
some disquieting things. When such
problems get too difficult for Cath-
erine Maye she generally makes it
convenient to drop in and talk the
matter over with Daddy.

The other day | heard tentative
footsteps approaching my door, and
presently a little knock.

“Come in,” | said; and Catherine
came in and sat down in a big chair.
| saw there was trouble deep down
in the pools of her eyes.

“Daddy!”

“Weill”

“Some of the big boys and girls
in our grade say there is no Santa
Claus. Tell me, is Santa Claus real?”

“Catherine,” | began, “you have
heard the word ‘knowledge,” haven’t
you? Yes; of course you have; and
you've often used the word your-
self, haven’t you? Now tell me, what
does the word knowledge’ mean?”

" ‘Knowledge,”” said Catherine, “is
something you know.”

“That’s right,” | replied, Now what
is ‘faith?’”

“‘Faith,”” answered Catherine, “is

when you believe in anything real
hard.”

“That’s right,” | replied, “now re-
member, ‘knowledge’ is something

you know and ‘faith’ is something
you believe in real hard. Now the
reason folks say they know things,
is because they see them with their
own eyes—touch them, taste them,
handle them, smell them, or hear
them. What have | in my hand,
Catherine?” And | held up a cutglass
pen tray.

“That’s a pen dish.”

“You mean a pen tray; you’d hard-
ly call this a dish.”

“Well, a pen tray.”

“D’you know it?”
said she did.

“How do you know it?”

“Because | see it.”

“What color is the light streaming
in there at the south window on the
rug, Catherine Maye?” | asked.

“It is white,” replied Catherine.

“How do you know?”

“Because it looks that way.”

And Catherine

“Suppose | should tell you it is
red, what would you say?”

“But it isn’t red,” insisted Cath-
erine.
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“Suppose | should tell you it’s
orange, or yellow, or green like the
rug, or blue like the sky up there in
that water color, or violet?”

“But, Daddy,” she -insisted, “it isn’t
green, red, or violet, or any of those
colors; it’s white.”

“All right,” | said, “let’s see.” And
I held the cut glass tray in the sun
light and pointed out to her the five
simple colors.

“Now you wouldn’t have thought
that, would you?”

“No.”

“Now there are lots and lots of
things that are real and true, and
yet we can’t see them. You can’t see
warmth, and yet the warm breezes
in the springtime make the flowers
bloom. This warmth that we can’t
see makes the song birds come back
home after their winter vacation in
the Southland. And there’s electric-
ity—you cant see that. When |
turn this switch key you see a light.
That’s what we call an effect; it
isn’t electricity, the real thing. And
there’s mother love for you and lit-
tle brother—you can’t see and touch
and handle that like you can this
desk, can you?” And Catherine Maye
laughed at the ridiculousness of the
idea. “And yet you believe in moth-
er’s love, don’t you? Of course. And
you believe in Daddy’s love? Now,” |
continued, “some things we know in
one way and some things we know
in other ways; and, again, there are
things that we don’t know, and yet
we believe in them ‘real hard.” If all
the little boys and girls in your grade
were to tell you that your mother
doesn’t love you, what would you
say?”

“l'd say | know better.”

“Good; now when they say there
is no Santa Claus,” | said, “you tell
them you know better. You can't
see him; nobody ever did actually
see Santa Claus. | used to think he
might be seen; and when | was a
little boy 1 tried to stay awake the
night before Christmas just to get a
peek at dear old Santa. | wanted to
squeeze his chubby hand. | wanted
to see the roses in his cheek; and 1
wanted to run my fingers through
those long, silky whiskers. But I al-
ways used to go to sleep before he
came. And when | was very, very
little boy, | used to think that these
make-believe Santas were the real
Santa Claus. But | soon learned
that they were just nice, jolly men
who played the part of Santa Claus.
You've seen tall play Santas and
short play Santas; you've seen ’em
thin and you've seen ’em fat—but the
real, real Santa Claus that these
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men are trying to represent—you car;
not see him.

“You can’t see love; you can’t see
kindness; you can’t see honesty; you
can’t see generosity—and yet you
you know that these things really do
exist; and they make the world bet-
ter, don’t they? Well, now, Santa
Claus is just like that. Just because
all us little folks and grown ups like
to think about things as if we could
see them and hear them and feel
them with our hands, we've made
Santa Claus a funny little short fel-
low with rosy cheeks and white
whiskers. And yet, if Santa were to
get his whiskers cut off, he’d still be
Santa, wouldnt he? If he were a
foot taller and a whole lot smaller
about the girth, he’d still be Santa
Claus, wouldn’t he? If you were to
take away all that red suit with the
white fur trimmings and put a suit
on him like men wear every day in
the store and on the street, he’d still
be Santa Claus.

“The real thing about Santa Claus
is the heart of him. |It’s the heart
that makes him what he is. It’s a
big heart—and it’s full of love. He
wants to make everaybody happy at
Christmastime. He wants to make
us grown-ups forget our troubles and
worries, and he wants to bring joy
and gladness to every little boy and
gril in all the world. If Santa Claus
were a man like other men he’d get
old and rheumatic; and by and by
he couldn’t make the rounds; and the
little boys and girls of the days to
come would be dreadfully disappoint-
ed. But just because Santa Claus is
not bothered with a body, but is an
invisible spirit or sentiment, just like
love, he lives on and on and on. He
can’t grow old; and he’ll never, nev-
er die. As time goes on he’ll seem
to be younger and younger; and in a
thousand years from now the boys
and girls will have their Santa Claus.
When the boys and girls of your
grade tell you there is no Santa
Claus, tell them you know better.”

Chas. L. Philips.

Johnny on Christmas.

My dear teacher has asked me to
write a composition on Christmas
and tell where it differs from other
holidays and why we have such a
day. | asked the grocer on the cor-
ner and he said if I didn’t skidoo he
would break my neck. | asked the
baker in the middle of the block
and he said | needed a hair-cut. |
asked the drug store man, and he
said if | tried to make a fool of him
he would fight to the last gasp.

Then | asked father. He had just
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lost his job, and he cuffed my ears
and said he didnt know nor care.

Then | asked mother, but she had
just lost 18 cents in coming from the
butcher shop and she cuffed the oth-
er ear and called me sassy.

I have asked twenty different boys
why we have Christmas, and none of
them could tell. Some of them
thought it was to prepare ourselves
for St. Valentine’s day, and others
said it might be because Washington
licked the British and gained our
independence.

I know this, however; There ought
to be something in my stocking when
| wake up Christmas morning, and
we ought to have turkey for dinner,
and while | am not a desperate boy,
if those things don’t come about
there will be a row around our
house to be heard a mile away.

Let me say, in conclusion, that |
think we should all put in and buy
a nice Christmas present for the dear
teacher, who has been so kind to us,
and, on the other hand, | think our
dear teacher should spend $50 in buy-
ing presents for us, who have been
so kind to her. That is two thinks,
and is all she will get out of us or
we out of her, and | hope next
Fourth of July will be a whooping
old time.

Louis Brandeis startled railroad
officials a few months ago by saying
that the railroads of the United
States were wasting a million dol-
lars every day. Now comes a state-
ment from L. C. Fritch, Chief En
gineer of the Chicago Great West
ern, to the effect that the cost ol
locomotive fuel on the railroads of
this country can be reduced $50,-
000,000 a year. He says that coal
is scattered on the ground and left,
is stolen, is wasted through careless-
ness, useless radiation, leakage of
steam and other causes. He advis-
es a fuel bureau on every railroad,
with instructions about saving coal.
His statement will doubtless set the
railroad officials to thinking and
studying, and perhaps some will de-
vise a method whereby no coal is
wasted and the $50,000,000 is saved.

Forgetting is not the losing of
facts, but the mislaying of them.

When business is dull, prepare for
it when it is not.
DONT FAIL,

Tosend for catalog' show*
log; oar line of

PEANUT ROASTERS,
CORN POPPERS, &G

LIBERAL TERMS.
KINGERY MFG. C0..106-108 E. Peart St.C'««ciniiar.O

No other ammunition ever gained greater popularity. Our sales have increased in leaps and bounds. You should be getting your share of this trade.
Write for catalog, prices and co-operative selling plan. Do this today. ROBIN HOOD AMMUNITION CO, Bee Street, Swanton, Vt.
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Claims Business Is Operated Within
the Law.

When Attorney-General Wicker-
sham’s trust busters get around .to
a consideration of the business meth-
ods of the various companies making
button shoe machines for automati-
cally attaching buttons, on the
ground that the business is a monop-
oly, they are going to be met with
the open heart and the open books
policy, something comparatively new
in such cases. Wm. E. Elliott, of the
Elliott Machine Company, frankly
admits that his enterprise is a mo-
nopoly, but he claims it is operated
strictly within its rights and the law,
and says that his books are open at
all times to the fullest inspection by
the officers of the Government.

The Elliott monopoly controls the
machinery by which buttons are au-
tomatically attached to shoes. The
machines, like those manufactured
by the United Shoe Machinery Com-
pany, are never sold outright, but are
leased, and users of them are requir-
ed to buy their buttons, wire and
other supplies from the monopoly.
Many shoe dealers, especially in the
West, claim that the Elliott concern
stifles competition; that it is a mo-
nopoly in violation of the Sherman
law, and therefore illegal.

At the meeting of St. Louis shoe
merchants it was declared that the
price originally paid for the lease of
one of the button attaching machiges
is about the value of the machine, yet
the lessee is not permitted to use it
as his own property. One of the
dealers declared that the company
sells a coil of wire for 75 cents, and
that he had purchased the same qual-
ity and quantity of wire in a hard-
ware store, at retail, for three cents.
Other supplies, the protestants atthe
St.  Louis meeting declared, are
charged for in like proportion.

At the St. Louis meeting it was
declared that repairs for the ma-
chines could be obtained for much
less than the company charges, yet
if the lessee purchases wire or parts
from others than the company the
machine would be taken away on
the plea that the terms of the lease
were violated, and it was also charg-
ed that when a machine gets out of
repair the lessee must send it to the
company’s factory, paying express
charges. The St. Louis meeting ap-
pointed a committee of three of its
members to take these matters up
with Attorney-General Wickersham.

Discussing the St. Louis meeting
Mr. Elliott said .that his company
had proceeded against the dealer
who bought'the wire from an
outside dealer, and now have him
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tied up” in the United States courts
at St. Louis for violating his agree-
ment with the Elliott Company that
he would not buy supplies for his
machine from outsiders.

Mr. Elliott says his company con-
trols 99 per cent, of the machinery
for automatically fastening buttons
on shoes, and that a condition of the
leases on which the machines are leas-
ed to shoe manufacturers, retailers
and cobblers is that they shall buy
their supplies from the concern and
from no one else.

The only exception Mr. Elliott took
to the statement of the St. Louis
shoe dealer who told of buying a 75
cent coil of wire from an independent
dealer for 3 cents, was that he prob-
ably was wrong as to the amount,
for Mr. Elliott figures that the dealer
must have paid 10 cents for the coil.

The reporter asked Mr. Elliott if
by requiring lessees of his machines
to buy their supplies from the Elliott
Company he was not doing one of
the things which have been alleged
against the United Shoe Company,
and he said: “Exactly. The cases are
entirely similar. We do not control
the wire market, but we require les-
sees of our machines to use only
wire purchased from us in operating
the leased machines on which we
have an absolute monopoly because
we own the patents.”

In the course of his interview, Mr.
Elliott said, among other things:
“Before our automatic machines were
perfected and placed on the mar-
ket shoe dealers paid $2.50 a great
gross for button fasteners and had
a simple hand tool for attaching
them. Now we furnish them an au-
tomatic machine and the cost for the
button fasteners to lessees is from
$1.03 to $1.20 a great gross. It now
costs the dealers using our machines
less to put patent fasteners on shoes
than to furnish shoe-strings.

The small dealers, little retailers
and cobblers, for instance, couldn’t
afford, in many instances, to pay $25
for a machine, but some of the big
dealers would be glad to pay $500
for one if they could buy it out-
right, but we won’t sell the machines
to anybody. The big fellow and the
little fellow receive exactly the same
treatment. It’s exactly the same
system pursued by the United Shoe
Machinery Company. They lease
machines to the small manufacturers
at the same price they charge the
big fellows, and we do the same
thing. We have $5,000,000 worth of
our machinery in use in this country
to-day.

“We are taking the same position
as the International Harvester Co.
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Our books are open. Everything in
the metallic automatic shoe fastener
is controlled by me. We have 36,000
Elliott machines in use in the United
States, and | have patents on the ma-
chines in all foreign countries, and |
also have manufactories abroad.

“l am bringing to the people two
points:  We have reduced the cost
of attaching shoe buttons over 130
per cent, and our supplying the deal-
ers with automatic time-saving ma-
chinery in which they have no in-
vestment, made it possible. The
cost of attaching shoe buttons with
the patent fasteners is less than furn-
ishing the shoe strings.”

Mr. Elliott was asked if all the
patents entering into the manufac-
ture of his shoe attaching machin-
ery are of his own invention, and he
said that most of them are, although
he has bought some from other con-
cerns, at least one other concern,
and is using them, an action analog-
ous to one of the things the United
Shoe Machinery Company is alleg-
ed to have done. The Elliott mo-
nopoly is operated through a number
of companies, all of them controlled
by President Elliott. The list of the
companies, as Mr. Elliott gave them,
is as follows: The Elliott Machine
Company, with factories and princi-
pal place of business, is at Grand
Rapids. The sales departments of
all the companies is at Grand Rapids.
The other companies, each of which
has a factory, are the Heaton-Penin-
sular Button Fastener Co., Roxbury,
Boston; the Trojan Button Fastener
Company, incorporated, Troy, N. Y.,
and the Wilkins Shoe Button Fas-
tener Co., Meadville, Penn.

Mr. Elliott said that when the EI-
liott Company bought out the Hea-
ton Company it bought its patents
as well as its factory, and he be-
came President of it all.

Mr. Elliott says he believes he
stands fifth among the inventors in
the number of patents taken out. He
said he was in the retail shoe busi-
ness with his father at Marion, la.,
when he invented the automatic but-
ton fastener, which now uses up sev-
eral tons of fine wire every day in
the shoe factories, stores and cob-
bler shops of this country.

Better Than It Looks.
Theoreticaly and statistically, con-
ditions are about as bad as any
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white-livered pessimist might wish.
The tariff is still a bogey to busi-
ness. The trusts are scared blue.
The stock market is low.

But, practically, business is better
than it has been for many a day. The
farmers, , the chief producers of
wealth in this country, are getting
more out of the soil than they ever
did before. They are making every
acre pay more, and this means that
they are deriving a larger profit from
their time and labor, as well as their
lands, than they ever did before.
Farm statistics prove it. They show
that the farmers are the most pros-
perous class of people in the coun-
try to-day. Waith their wealth they
could buy Wall street and have mon-
ey enough left for Christmas pres-
ents beside. The wonder of the day
is that more people do not go back
to the farms, and get a share of the
riches which they will yield.

The prosperity of the farms leads
to prosperity for the railroads and
the factories. The farmers are ship-
ping huge quantities of grains, cot-
ton, fruits and other products to
market, and they want back boots
and shoes, clothing, jewelry, automo-
biles, books and other things. This
exchange of commodities makes
business good for banks and railroad
companies.—Lynn ltem.

To Clean Chamois Leather Shoes.

Buckskin shoes made of chamois-
tanned leather can be washed in the
same way as gloves of the same ma-

terial. A German exchange gives the
following recipe: Fill a wash bowl
with lukewarm water and add to it

an egg cup full of stearin oil and a
like quantity of spirits of ammonia.
Stir this with the hand until a good
lather is produced; then drawing the
shoe over the hand, rub and wash in
the solution until clean. Then press
out the excess of water and place
on a last or fill out tightly with paper
and let dry. When fully dry rub the
leather well to restore its softness.
—American Shoemaking.

HONORBLLT
snots

Carriers, Policemen, Truckmen, Railroad Men

The Gold Seal

IS PURE GUM, GIVES DOUBLE WEAR

Agol
Is a Great

Rubber

Manufactured only by

Goodyear Rubber Company ww~
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What Some Michigan Cities Are Do-
ing.
Written for the Tradesman.

The Young Men’s Business Asso-
ciation of Pt. Huron is planning an
active civic campaign for 1912, which
will place the Tunnel City very prom-
inently on the map. This Associa-
tion has accomplished fine results for
the city during the past year.

Lapeer has formed a Business
Men’s Association.
-The new flaked food plant at

Owosso, which will start operations
next month, is almost double the size
of the factory which was burned.

Detroit is considering plans for the
disposal of its garbage and the Min-
neapolis method of incineration
seems likely to be the one adopted.

Since the recent Gumbinsky fire
Kalamazoo the fire commissioners
and the newspapers there have been
urging the need of better equipment,
more horses and more men.

Menominee has purchased a site
for an armory building, which, when
erected, will cost $30,000.

Dowagiac business men have form-
ed a permanent organization, known
as the Dowagiac Amusement Asso-
ciation, the purpose, of which will
be to handle homecomings and all
public entertainments, and to boost
the interests of the city.

“Jim” Wood discovered the old
Norris iron mines at lronwood, and
this is how Ironwood got its name.

Scottville shipped out this season
over the Pere Marquette fifty-seven
cars of peaches, twenty-five of apples
and fifteen of mixed fruit, besides
potatoes, beans and other stuff. The
town is a lively one for its size.

The Manistee Board of Trade has
presented its Secretary, Roy M.
Overpack, with a handsome gold
watch in appreciation of his valuable
services.

Aldermen of Sault Ste. Marie are
shying at the custom that has obtain-
ed in the past of furnishing the water
works employes with mittens, rubber
boots, etc., and will make the men
buy their own wearing apparel.

Big Rapids has voted to adopt
manual training in the schools.

Portland shippers report rotten
freight service over the “poor old
Pere Marquette.” The road is charg-
ed with having “simply laid down,”
with no local freight moving for sev-
eral days. One manufacturing con-
cern worked nearly all night to get
out a rush order and then it was
three days before the car was pulled
out of the siding.

A petition signed by upwards of
100 of the leading manufacturing and
business concerns of Saginaw has
been presented to the city Council
calling attention to the flood prob-
lem that exists at certain seasons of
the year and asking that the river
be widened and that dock lines oe
fixed.

St. Joe is still “all torn up” over the
location of its new Pere Marquette
station.

The Kalamazoo Board of Health
has prepared a new set of rules re-
garding the handling and delivery of
milk there which are more stringent
than any regulations adopted hereto-
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fore and will make the milk men sit
up and take notice.

Houghton will have a public mar-
ket, the Council having designated
a portion of Montezuma street for
the purpose.

Dowagiac has adopted an ordi-
nance requiring the house-to-house
venders of patent medicines, nos-
trums, etc., to pay a license fee of $5.
Meat, fish and all farm produce may
be sold hereafter on the streets with-
out a license fee.

Bay City has practically decided on
the street light with ornamental
standard instead of the arch incan-
descents.

Adrian has passed a Sunday clos-
ing law, but the ordinance is not as
stringent as the one first presented.
It calls for the closing of picture
shows, pool rooms and other places
of business where money is taken in.

Negaunee’s tax rate this year will
be $12.60 per $1,000 valuation, as
compared with $26.19 last year. The
difference is due principally to the
revaluation of the large mining prop-
erties.

Approximatly 4,000,000 tons of ore
were shipped from Escanaba this
year, or 300,000 tons less than in 1910.

Manistee, both city and county,
are certainly entitled to a place on
the roll of honor. The editor of the
Manistee News says the Manistee
jail is empty, that there is not a sin-
gle slot machine in operation and
that the county has been without a
homicide, justifiable or criminal, for
the past twenty years.

Marshall has caught the “city
beautiful” vision and, as usual, it is
the ladies who are taking the ini-
tiative in civic improvements.

Grand Haven is not pleased with
the recent report of Gen. Bixby,
Chief of Government Engineers, and
claims that her harbor has been for-
gotten. A dangerous sand bar is
forming across the channel and yet

this city, with a tonnage greater
than any other east shore town,
excepting Ludington, is let off

with a scant $12,000 of an unused
Grand River appropriation, which is
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assigned for the purpose of securing
land for storage and repair purposes.

Total ore shipments from Mar-
queté this year were about 2,210,000
tons, or a decrease of over a million
tons as compared with the business
of 1910.

“More factories” will be the war
cry of the Charlotte Commercial
Club this year. Almond Griffen.

The Popularity of American Shoes
Abroad.

At St. Etienne, France, writes
Consul William H. Hunt, the Amer-
ican shoe must be very popular, for
most of the show window displays
in the local stores are full of French

made shoes bearing such labels as
“American shape,” and “American
style,” to attract buyers. In addi-

tion to these flattering evidences of
the superiority of the American ar-
ticle we have the “Condonnerie
Américaine,” a well-appointed foot-
wear store, over the entrance of
which floats the American flag, while
the shelves do not contain a single
pair of genuine American make.

American shoes are to be found
on sale only in one store, which is
largely the result of the efforts of
this consulate some time ago. The
number of pairs sold annually, while
not large, is regular and on the in-
crease, and this entering wedge may
be the means of introducing the real
American article over this district.

Kept Them Hustling.

“A good turkey dinner and mince
pie,” said a well-known after-dinner
orator, “always puts us in a lethargic
mood—makes us feel, in fact, like the
natives of Nola Chucky. In Nola
Chucky one day | said to a man:

““What is the principal occupation
of this town?’

““Wall, boss,” the man answered,
yawning, ‘in winter they mostly sets
on the east side of the house and
follers the sun around to the west,
and in summer they sets on the west
side and follers the shade around to
the east.””
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A Kansas City judge gave some
good advice recently when he told a
young man to go out and look for a
“job.” The young fellow said he could
not support his wife, who refused to
wash a shirt for him so he could have
a clean one when he was looking for
a “position.” He used the word “po-
sition” so much that the judge told
him he had heard him say it twenty
times, and the thing to do was to get
a “job.” He said, “A position is all
right when you can get it, but when
you are out of work, have no money
and have a wife to look after, the
thing to do then is to go out and get
a job.” I dont mean a ‘position;’ |
mean a job.” Anything, even if you
have to work with a pick and shov-
el.” The young man is more likely
to succeed in getting work if he is
willing to tackle the first “job” of-
fered.

We have the seedless orange, there
are a few seedless lemons and now
we are told a seedless grape has been
discovered by the Department of
Agriculture. It came originally from
a monastery in Padua, is a bright
rose colored grape of good size and
with fine flavor. It is being rapidly
propagated and planted in California
and so will be on the market before
long. Can’t some one discover a
seedless fig?

An Indiana man was saved from
a prison sentence or fine because he
was homely. He was accused of
shooting pigeons inside the city lim
its, but when confronted with a wom-
an eye witness, she said he was not
the person, for the man she saw was
handsome. The Judge looked at the
prisoner for a moment and then or-
dered his discharge.

“If those California women run
for office do you think they would
be guilty of purchasing votes?”

“Not unless they got green trading
stamps with them.”

Courtesy often makes its way
where kindness gets blocked on the
road.

ON A GUARANTEE
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MEN OF MARK.

W. E. Elliott, Manager Elliott Ma-
chine Co.

Hardly less remarkable than the
development in the magnitude of the
shoe business of the United States
during the last fifty years has been
the development of the accessories
of that business. In fact, but for the
inventive skill of the men who have
produced the machinery, to make and
utilize leather in such quantities as
now would have been impossible.
Laying aside the producing aspect of
the question and its relations to the
shoe manufacturer the consumption
of leather in such volume as at
present would have been impossible
if dependence, through all these
years had, of necessity, been placed
solely upon the limited possibilities
of hand work.

It was the inventors of labor sav-
ing machinery and the men who per-
fected this class of machinery and
applied it to use that made possi-
ble the wonderful expansion of the
shoe business. Therefore the invent-
or and manufacturer in this line has
not only accompanied but has vig-
orously and notably promoted the
development of the shoe industry of
the United States.

This mechanical industry has pro-
duced some notable men, but per-
haps the one man who for many
years has been recognized as its
head, because of his substantial use-
fulness as an inventor and of his
high character as a business man

and citizen is the subject of this
sketch.
From a technical—we might say

a professional—standpoint, his ca-
reer is remarkable, but it is made
more noteworthy by his fidelity to
the highest business ideals, by the
public spirit which he has carried
into his business life and by his
practical philanthropy. He is aman
who, while devoted to business, rec-
ognizes higher claims than those in-
volved in the mere making of money
in his vocation. He stands for what
we sometimes call old-fashioned
honesty and independence in his
business life. And the business
world with which he has to deal is
not something to be merely exploit-
ed for his own benefit, but is con-
ceived by him as a complex yet unit-
ed entity of which he should be a
loyal and useful member. His life
history is the outgrowth of heredi-
tary influence, guided by his own
high conceptions of personal and
business character. He is largely
endowed in his inheritance, not of
wealth, but of mind and heart. He
came of old New England stock,
which through generation after gen-
eration had made its mark in va-
rious prominent and useful walks of
life.

William E. Elliott was born at
Marion, lowa, Nov. 28, 1866. He did
not rise out of ignorance and dire
poverty, but from that sturdy, inde-
pendent and liberty loving class that
has made New England famous. His
father was a leading man in the
town of Marion, owner of a good
shoe store, in which the boy was
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brought up. He attended the com-
mon and high schools of the place,
where he received a mental impetus
which has lasted throughout his life.
But his talents were not scholastic;
on the other hand, he had a great
natural love for machinery and tools
and devoted many spare moments to
their use in a local machine shop. At
the conclusion of his school course,
he entered the shoe store of his fa-
ther, where he worked five years.
While so employed he used the old-
fashioned Heaton handtool for put-
ting buttons on shoes. Being of an
inventive turn of mind and exceed-
ingly quick to catch and retain ideas
of an original character, he conceiv-
ed the idea of creating a machine
that would take the buttons from a
hopper and the wire from a coil, in-

W. E.

sert the wire through the eye of the
button, making a staple and attach-
ing it to the fabric with one opera-
tion. He worked this idea out with
great originality and had the result
produced in a machine shop at Ce-
dar Rapids. The machine attracted
wide attention almost immediately
and descriptions of it were published
in the shoe trade journals. As a re-
sult, he was invited to come to
Grand Rapids in 1890 and bring his
machine with him. The machine
was placed on exhibition at the of-
fice of the Michigan Tradesman,
which was then located at 100 Louis
street. The wonderful mechanism
met with such instant recognition
at the hands of the investing public
that a company was organized, with
a capital of $160,000, to engage s

TRADESMAN

the manufacture of the Elliott ma-
chine under the style of the Elliott
Button Fastener Co. Quarters were
secured in the Leitelt building, on
Erie street, and as soon as the nec-
essary machinery could be assem-
bled and installed manufacturing was
begun. It was more than a year be-
fore the first thoroughly practical
machine was placed on the market
and many important improvements
have been made since that time, but
the machine turned out to-day is al-
most identical, in theory and accom-
plishment, with the original machine
which was constructed twenty-one
years ago. Over thirty patents have
been secured on this machine in this
country and Europe. Twelve patents
have been secured on stapling ma-
chines and the seal which Mr. Elliott

Elliott

ago has been

foreign coun-
United States.

invented a few years
patented in nineteen
tries as well as in the
The Elliott machines are now used
all over the world. Thirty-three
thousand machines have been man-
ufactured up to date and the factory
is now turning out new machines at
the rate of one hundred a week. The
business grew to such an extent that
it was necessary to establish branch-
es on Kent street and on South
Front street but three or four
months ago the nine-story Leonard
building on Commerce street was
leased and the manufacturing, assem-
bling and shipping departments were
all placed under one roof. The com-
pany has now one of the most com-
plete manufacturing establishments
in the country. Every device that
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could be conceived for the comfort
and convenience and safety of em-

ployes has been adopted and in-
stalled.

Mr. Elliott was married in 1889
to Miss Minnie Steen, of Marion.

They have no children and reside at
the Livingston Hotel.

Mr. Elliott is a member of the
Congregational church of Marion,
lowa. He has long been an enthu-
siastic Mason and is Eminent Com-
mander of De Molai Commandery
and has been elected a thirty-third
degree Mason, for which he will
qualify very shortly. He is Captain
of the Arab Patrol and on Dec. 14
was elected Potentate of the Mystic
Shrine.

Aside from these affiliations Mr.
Elliott has no other fraternal rela-
tions. He has gone as high as a
man can go in this world, so far as
fraternal relations measure a man’s
greatness and popularity.

As a boy Mr. Elliott was an ar-
dent advocate of the high wheel, be-
fore the safety bicycle came into
use. He was the amateur champion
trick rider of the Northwest and
subsequently won distinction as the
champion trick rider of the United
States. He has now no amusement
hobby, so far as his friends know
anything about. His sole ambition
appears to be to conduct the largest
factory in Grand Rapids and the
largest factory of its kind in the
world. It goes without saying that
if he keeps on growing in the fu-
ture as he has in the past, his am-
bition will ultimately be realized.

On account of a long period of
litigation and on account of button
s.ioes going out of use, temporarily,
the Elliott Button Fastener Co.,
which was originally organized in
1890, met with disaster in 1901. The
company had previously issued bonds
on its plant and, not being able to
pay the interest on the bonds, the
mortgage was foreclosed by the Pen-
insular Trust Co. This left the busi-
ness with no working capital and
with a $68,000 interest bearing debt,
endorsed by Mr. Elliott and three of
his principal business associates. In-
stead of abandoning the enterprise,
the three gentlemen -r- having un-
bounded faith in the stability and in-
tegrity of Mr. Elliott—joined their
associate in the organization of a
new company under the style of the
Elliott Machine Co. and contribut-
ed enough fresh capital to put it on
its feet. Mr. Elliott then undertook
the herculean task of not only mak-
ing the new company pay, but of
liquidating the indebtedness of the
old company as well, although he
was under no legal or moral obliga-
tion to do so. By dint of hard work,
persistent endeavor, native shrewd-
ness and remarkable business capac-
ity, he liquidated all of these obliga-
tions and, having succeeded in get-
ting the business on a good paying
basis, he increased the capital
stock of the Elliott Machine Co. to
$1,500,000 and sent out letters to all
of the stockholders of the old Elliott
Button Fastener Co., requesting them
to bring in their certificates and re-
ceive in exchange certificates in the
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Announcement

NEW PRICES

on Rubbers for 1912
will not go into effect
until February 1st,

Send us your siz-
ing orders on Glove
and Rhode Island
Rubbers without
delay and thereby

lose no sales.

Hirth-Krause Co.

Grand Rapids, Mich.

To Our Customers and Friends

and to the
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TATHEN vyour customers come in to buy
* footwear you can’t afford to sell them

anything but the best any more than we can

afford to sell you anything but the best.

W ales-Goodyear and
Connecticut Boots and Shoes

have an establish-
ed reputation that
you profitby every
time you sell
Wales - Goodyear
and Connecticut
Footwear. Our
ability to make
“same-day” ship-
ments of whatever
you need in these
famous brands,
makes this the
logical place for
you to buy.

ALL SIZES AND STYLES ALWAYS IN STOCK

A*« SIIPER'OR ST
vVOLK DO. OHIO.

Headquarters for Wales-Goodyear and Connecticut Boots and Shoes

The First Arctic Ever Made
Was a
Wales Goodyear Arctic

It may or it may not interest you
to know that the first arctic was in-
vented, patented and made for many
years exclusively by the

Entire Shoe Fraternity

We extend our heartiest Christmas
Greetings and our best wishes for
your success and prosperity for the
coming year.

Rindge, Kalmbach, Logie & Co., Ltd.
Grand Rapids, Mich.

Wales Goodyear
Rubber Co.

. Every boot or shoe that bears the
Wales Goodyear Bear Brand has
sixty-seven years experience back
of them, the finest rubber making
machinery ever invented, and thou-
sands of satisfied wearers will tell
you they are the best Arctics ever made.

You will need a lot more Arctics
before the season is finished. Let us
have your order now.

HEROLD-BERTSCH SHOE CO.
Grand Rapids, Mich.
Distributors of
Wales Goodyear Rubbers
Makers of the famous
MBertsch” and “fl. B. Bard Pan” Shoes
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new company for one and a half
times their holding in the old com-
pany. Such a proposition was prob-
ably never before suggested or car-
ried into effect in this country and
the stockholders of the old Elliott
Button Fastener Co. are loud in their
praise of the generosity of Mr. El-
liott in thus safeguarding their in-
terests after their securities had
been sponged off the slate by fore-
closure. This act, more than any
other, furnishes a key to Mr.
Elliott’s life, and his action in this
respect ought to be an inspiration
to other men to do likewise when-
ever the opportunity presents it-
self.

Personally Mr. Elliott is one of
the most companionable of men. He
is a born mechanic and looks at
everything from a mechanical eye.
There is no problem in mechanics
too difficult for him to solve and no
theory too complex for him to com-
prehend. He is one of the most
obliging men in the world and has
been known to give his time for
hours and days to assist a friend
who happened to be in trouble of
any kind. His opinon is frequently
sought by those who have originat-
ed something novel in mechanics,
and it is invariably found that his
judgment is good.

Mr. Elliott comes from a remark-
able race. The Elliott family is one
of the strongest in the country. An
uncle on his mother’s side was prac-
tically the right-hand man of the
King of Korea for many years, and
much of the wonderful managerial
capacity of the man and his ability
as a leader of men undoubtedly
comes from this side of the family.
Certain traits of character have come
to be expected of men of New Eng-
land origin. With an inhospitable
climate and a grudging soil, those
who fought successfully the battle
for existence and of achievement nec-
essarily were of strong, resolute and
persevering character. It was to
these ancestors who for generations
successfully overcame the obstacles

between them and material and in-
tellectual wealth that Mr. Elliott
owes the fine mental and physical

qualities which have enabled him to
stand the stress of an unusually im-
portant and notably active business
career.

Winning a Man’s Confidence.

Assume that you are a sales-
man representing a reputable house
worthy of confidence; that you have
an intimate knowledge of the
goods you are exploiting; that you
have mastered the art of conciliating
the clerk who stands guard in the
outer office with instructions from
-'within to ward off visitors; that you
have acquired facility in bringing out
the actually vital selling points of
your wares; that you have learned
the control which makes it possible
in the face of failure to leave your
customer as you greeted him—with
a pleasant word ahd a cordial fare-
well; that you have schooled your-
self to put your pride in your pocket
and to keep tenaciously and ever-
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lastingly at it and to come up smil-
ing after each rebuff.

But you may have mastered all of
the above principles of selling and
yet have neglected cultivating the
more advanced and gold-coining abil-
ity of inspiring unimpeachable confi-
dence in yourself. Unlike other things
in which missteps and clumsy reason-
ing may be repaired, confidence is
woven of a delicate web which admits
of not the faintest flaw. “Jump!” he
cried; and before another could well
understand the order, out of the win-
dow of the hay-mow into her father’s
arms flew little Janet. There have
been many jumps into confidence, but
was there ever such a flight as that?
And even then it was not the dis-
tance which seemed most surpris-
ing; it was the absolute promptness
so perfectly fearless. He said,
“Jump!” and she jumped—not be-
cause she calculated the height or
had done it before, but because he
told her to, and because her confi-
dence in his confidence was absolute.
Just so can an expert salesman in-
spire confidence on the part of his
customers; the sort of confidence
that is granted, not for this reason
steadiness and readiness breed stead-
iness and readiness in the customer.

The successful man is a manly
man; a man of firmness and decision;
he says no decisively—and yes cau-
tiously. The unsuccessful man has
not the courage to say no, and says
yes faintly.

Unless a man has trained himself
for his chance, the chance, when it
comes, will only make him a ridic-
ulous failure.
honest in whatever stand he takes,
even to saying no. If he says no, be-
lieve that he is sincere, although mis-
taken. That much is due him if you
expect him to believe that you mean
what you say about the merits of
your line. If you credit him with
being sincere in his objections it will
put you on your mettle to prove the
error of his position, and you will ar-
gue more to the purpose and bring
stronger proofs than you otherwise
could do. You must infect him with
your own sincerity and honesty.

Often the first sight of a sales-
man, the first sound of his voice, will
influence a prospect unconsciously to
favor whatever line is to be present-
ed to his attention, or at least put

him in a mood to listen. Such a
salesman is worth a fortune to his
house. If not the keenest, the most

brilliant, or the most experienced, he
has this to his advantage—that he
radiates a magnetic confidence which
makes trade come half way to meet
him.

The salesman who keeps his thumb
on the pulse of the personality of a
prospective purchaser, who takes an
interest in his hopes and his hobbies,
is the salesman to whom will flow
naturally and unreservedly sincere
confidence.

If the rain fell only on the just,
the unjust would drive them out
of it.

Better a hundred clouds in
sky, than one on your mind.

your
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Who Is a Hustler?
He’s the chap that always leaves
an early call.
He bounds out of bed when he

gets it.
He doesn’t linger over bath and
breakfast. He gets these little chores

done while another man is yawning
over the paper.

He has a plan mapped out.

He gets information from all sorts
of sources and gets it accurately.

You can tell him in the street—
he’s the man that walks with his
head erect, his chest bulging out with
deep breaths cf fresh air, and his
legs “getting there” rather more
rapidly than the pictures in a bio-
graph.

He’s the man who has no use for
the upholstery in the hotel office. He
likes the streak of asphalt that leads
to his prospect better.

He isn’t put off by the announce-
ment of the door official that “Mr.
Blank is too busy to see you at
present.” He’ll get in anyhow.

He doesn’t “beat around the bush”
in his selling talk. What he says is
to the point.

He doesn’t waste time in talk that
has nothing to do with business. He
doesn’t regale his hearers in the ho-
tel lobby with tales of the money he
used to make. All his attention is
on making it now.

He’s a stiff proposition to competi-
tors because he always “gets there
first,” and secures the business while
they are planning how they will go
about it.
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He makes everybody wake up
when he enters a place, by the air
of vigor and ability and enthusiasm
that he carries about with him.

He doesn’t leave little details hang-
ing over unfinished, to be pottered
with to-morrow. He winds up each
day’s work with all of it done. He be-
gins each day with action.

He doesn’t loiter over packing un-
til the train’s gone. He doesn’t stay
longer in one place than his business
requires.

For all he’s in a hurry, he’s thor-
ough. He “knows how,” and doesn’t
have to go back and do things over
because he forgot -or neglected a
part.

He doesn’t tell you that he would
have got on faster to-day if he had-
nt dissipated a bit last night. Last
night he was thinking about to-day,
and its responsibilities. So he con-
served his energies.

He’s always turning up new pros-
pects and surprising the salesmana-
ger by sending in orders from unex-
pected sources. But he knows that
these orders are “good.” He doesn’t
take a chance of trouble later on
with the credit department.

When you hear him coming you
cheer up. You feel the way you do
when the music starts and the pro-
cession heads down the street.

This is the hustler, and he’s getting

things done. Luck simply can not
lose him. Are you one of this kind,

to°? W ill Mulholland.
The waste that haste makes

sometimes the best of economy.

#\TEHOI/SE
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coffee
WINELL-WRfGHT C
fe:; **°STON-CHICAeO

More Popular Than Ever

It s just wonderful how that superb

“WHITE HOUSE*
Wherever it is introduced it promptly ES-

does SELL.

COFFEE

TABLISHES ITSELF in the most PERMANENT manner
and becomes one of the most active items in the grocer's
stock—BECAUSE it ALWAYS suits.

HUNDREDS OF CARLOADS EVERY
YEAR SAY SO

DWINELL-WRIGHT CO.
Principal Coffee Roasters

POSTON—

~CHICAGO
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NEW YEAR RESOLUTIONS.

The Floorwalker Decides To Quit

Society’s Whirl.
Written for the Tnulesman.

Garlow, the floorwalker at the
Popular Department Store, stopped
at the ribbon counter and watched
the clerk putting attractive touches
on her stock. It was very early in
the mprning, a couple of weeks be-
fore Christmas, and Nettie looked
pretty as she bustled about.

“Hello, Kid!” Garlow said.

Nettie turned around with a smile.
She had made poor pretense of not
knowing he was there.

“Hello, Mr. Garlow!” she said.

The other day,” Garlow said,
glancing aboutto see whether the
other clerks were rubbernecking,
“you told me you were going to make
yourself a Christmaspresent of a
savings bank book. How’s  she
speeding? Still got that yellow back
twenty you were going to open your
financial campaign with?”

“You know it!” replied the girl.

Garlow walked down the aisle,
spoke a few words to a clerk across
the store, and came back to Net-
tie.

“l guess you are right,” he said.
“l wrote my resignation to the Four
Hundred Circle last night.”

“There’ll be sobbing along mil-
lionaire row when they get it!” Net-
tie said, with a shy smile. “They’ll
miss you at the monkey dinners!”

“You're all right, Kid!” laughed
Garlow. “If | had your quick wit
1'd be wearing black face at the end
of a nigger show. Sure, | know they
will miss me, but it’s me for the sim-
ple life until 1 accumulate enough to
buy an apple pie the day after the
sidewalk catches me—the day after
the boss tells me how sad it makes
him feel to dispense with me valua-
ble services.

“My!” exclaimed the girl. “If |
had the salary youve got 1d ride
home in a taxi every night. There
wouldn’t be nothing to dinner but
a porterhouse an inch thick. You
know it!”

The floorwalker walked down the
aisle and back again. It was against
the rules of the store to mingle
much with the clerks.

“And yet,” he said, when he stop-
ped in front of the ribbon counter
again, “if | should get the run to-
night, I'd want some friend to meet
me on the threshold of me furnished
room next Monday night with a free
lunch check or a pie. That’s the way
I manage to keep in line with the
finances of the world.”

“Which means you couldn’t eat
the day after the calamity!” said the
girl, wonder in her nice eyes.

“Say,” said Garlow, a whimsical
smile turning up the corners of his
mouth, “if 1 should be put in the dis-
card to-night, in one week that yel-
lowback twenty you flashed the other
day would look like the Carnfigie
peace fund to me. That’s how it
would affect yours truly!”

“It’s a shame!” cried the girl.

“Exactly!” was the reply.
been looking at it in just that

“I've
light.
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Even if | don’t get fired here soon,
11 be old in time, and come in with
a red flannel cloth around me neck
and the smell of camphor in it. Then
11 be called on the carpet and told
that | should have saved me money
for me declining years.”

“Just like they’ll do to me,” Net-
tie said, “when all me golden hair
won’t make a knot as big as a robin’s
egg on the roof of me pate!”

“Sure,” said the floorwalker, “so |
have determined to cut out this giddy
whiri of society. The next girl that
gets anything from me that costs
more than a nickel will be me sister
out on the old farm. I'm going to
take a tumble to myself, for | feel
deep down in the middle of me throb-
bing bosom that the girls have been
using me for a come-on. You know
what a come-on is, Kid?”

The ribbon clerk shook her head.

“When you go to Chicago to visit
an uncle, and when a friend of your
mother’s meets you at the depot and
sells you the Park Row station for
eight-five dollars and nineteen cents,
you’re a come-on.”

“l don’t think any of the girls ever
sold you any Park Row depot,” said
Nettie.

“No, but I've been a come-on, all
the same. One sweet smile, a box of
candy. Two sweet smiles, a two-dol-
lar theater ticket. Three sweet smiles
and a giggle under the lights in the
park, a taxi ride. 1’'m going to make
a New Year resolution and keep it,
Kid.”

“You’re going to start a savings
bank book, too?”

“Sure! Right in the bank where
your account is.”

“That’ll be nice.”

'“Then, someday,” Garlow went

on, “I’ll have money enough to start
a store of me own, and that’ll be
about all! | can’t look beyond that
store of me own.”

Nettie giggled and
head down the store. The manager
was passing through, and his eyes
were on Garlow and the girl.

So the floorwalked passed on and
did not return until just before clos-
ing time, when he paused with his
overcoat on his arm, his hat in his
hand.

“The next thing, after you get the
store of your own,” Nettie said, pick-
ing up the conversation of the morn-
ing as if there had been no break in
it, “will be a cottage out on the early
and late line, with plants in the win-
dows and an alarm clock set for 4 in
the morning because of the 4:10 ex-
press.”

“l know,” said the floorwalker, as
Nettie came back from the cloak-
room garbed for the street. “I know
that is the regular thing. Say, Kid,
I want to talk to you about that.
Come on down to the ldeal restau-
rant and I’ll contribute a porter-
house an inch thick.”

“The limit was to be a nickel,” sug-
gested Nettie.

“Just for to-night! Besides, it isn’t
the first of the year yet. Come on
and get a square meal for once! Il
send you home in a taxi. | owe every

nodded her
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dollar I've got in me pocket, but

what’s the use?”

So they went to the ldeal and sat
down at a little round table in a
corner. Nettie gave a little sigh of
satisfaction at the luxury of the place,
the thick carpets, the shining silver,
the snowy napery, the green things

growing in tubs, the soft-footed
waiters. It was like a new world to
her.

“Yes, | know,” Garlow went on, as
if the last word of their intimate
conversation had not taken place in
the store, “lI know the usual thing
is a cottage or a flat and two to hus-
tle for. But not for me! Look here,
Kid. You've seen many a young
man start up the steep and rocky
road of life. It is a hard climb at
best, even with no burdens and a
little boosting, but how many men
have you ever seen start off without
some lifelong burden on his back?

Just when the young fellow is
stretching his muscles and thinking
how easily he will climb over the
rocks and get to the top, a friend ex-
plains that he wants to help him, to
cheer him on the way. So he ties
a load on his back and sends him
on. That’s a wife, and it is just as
bad for the wife as it is for the man.
for he may fall and crush them both.

“Then another friend wants to
help him climb this hill, so he ties
something on his back. That is furni-
ture on the installment plan. Quite
a load, now, but the young man gets
ahead with it. Then still another
friend suggests something that will
help him up the steep and rocky hill,
so he ties that on. It is a cottage
on the uneasy payment plan.

“But the average young man has
the nerve, and, besides, he has been
made to believe that these things are
all for his own good, and he climbs
on, leaving all his little luxuries and
comforts behind. Then a fat doctor
tells him what he lacks to make the
climb of life a pleasure, one long
golden dream of happiness, and he
ties something on his back. It is the
twins! And there you are!”

Nettie looked
with her napkin.

“But nobody asks him to take on
the first burden—the woman—that
makes all the others possible,” she
said.

“You don’t know the world, Kid,”
said Garlow. “Every person who
lives by selling things to married
people is after the young man. That
is why I'm going to cut out this
girl business. First thing | know Il
be snared!”

“Poor thing!” consoled the girl.

“Me for the pipe in me lonely
room!” the floorwalker went on. “Oh,
of course, I’ll meet a few nice ones
now and then. Gee! | wish you lived
somewhere near the park, so we
could sit there together in the sum-
mer!”

Nettie turned her face away. The
cynicism of the floorwalker had not
seemed real to her. She was con-
sidering. He received twenty-five a
week, and was sure of his job. Why
not? Two could live as cheaply as
one, anyway!

“Why,” she said, in a moment,
“that would be nice! If you've noth-
ing to do after dinner, in the long
evenings, you might come down and
see how the park looks in the moon-
light, under the snow.”

“Mighty fine!” quoth Garlow. “I*1
take you home to-night, and we’ll
look it over together. What?”

Then the dinner was brought, and
the girl began wondering if she had-
n’t been needlessly extravagant in
ordering a dollar steak! For, you see,
she was a wise girl, and knew all the
symptoms. Wait and see if she
didn’t! Alfred B. Tozer.

grave and toyed

From Bucket To Brush.

She (in art museum)—They say
that famous marine artist was once
a plain farmer’s boy. I wonder where
he developed his talent?

He—Probably drawing water on
the farm.

Never beat a man at his own game,
if you want to beat him at yours.

We Manufacture

Public Seating

Exclusively

Churches
v,,ulviivo

_ furnish churches of all denominations
building to harmonize with the general arc

desi%r]ing and
itectural

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

modest seating of a chapel.

Schflflte
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The fact 134 we have furnished a large majority of the city
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.

We specialize Lodge Halland Assembly seating.
Our long experience has given us a knowledge of re-
Many styles in stock and built to order,

I Aljnrp H alle
L,uuOv ii«iio
quirements and how to meet them.

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

luxurious upholstered opera chairs.

Write Dept. Y.

Hrenean Seating Company

215 W abash Ave.

GRAND RAPIDS NEW YORK

CHICAGO, ILL.

BOSTON PHILADELPHIA
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Detroit Department

Revenue Collectors Seize More Oleo
Goods.

Detroit, Dec. 18—Deputies of M.
J. McLeod, Collector of Internal
Revenue, spent -yesterday claning up
odds and ends m connection with the
seizure of goods at the White Front
store, 188 .Michigan avenue, which
for years was the stronghold of
Alonzo L. Hart, sometimes known as
the oleo king.

The stock of the “butter” and
egg headquarters was taken by the
federal officers Saturday to satisfy
$16,000 revenue tax which had been
assessed, but not paid. At that time
the store was stripped of everything.
Three horses- supposed to be in the
barn were ipi®jngv however, and it
was not until yesterday afternoon
that Deputy Collector E. C. Little
located them in the livery stable at
208 Second streets

Collector McLeod said «earlier in
the day that if it developed that any
attempt had been made to hide the
horses, those guilty might find them-
selves in serious trouble because the
animals were officially the property
of the Government. Mr. Little said
he was certain the livery stable own-
er was in no wise concerned in any
attempt to spirit away the horses,
but he said it was not quite clear to
him why they were taken to the
livery barns instead of to their reg-
ular stalls.

Mr Little and assistants made a new
haul when they found 1,500 pounds
of oleo consigned to the White Front
store. This they confiscated, just as
they intend to confiscate all ship-
ments until the tax levied is paid or
satisfied.

They also found in the Booth Fish-
eries Cold Storage plant 300 crates
of eggs, consigned to Anna Hart,
wife of Alonzo L. Hart. These they
did not confiscate because they do
not belong to the White Front, but
they learned something in which both
Mr. McLeod and Mr. Little appear to
be much interested.

“We discovered that originally there
were 475 crates, each containing 30
dozen eggs,” said Mr. Little The cer-
tificates of deposit for 175 of these
crates were bought from Anna Hart
by the White Front and tajcen by
that concern from the cold storage
house.

Collector McLeod gave some inter-
esting data yesterday in explaining
why the tax against the White Front
amounts with accumulated interest, to
almost $17,000, although the entire
stock seized is worth probably be-
tween $2,000 and $3,000.

"We assume in the first place that
all colored oleo sold by the White

A perfect cold storage for Poultry and all kinds of Fruits and Produce.
Liberal advances.

%c per dozen.

Front was colored there and that
consequently the Government had
been defrauded of a tax of 10 cents
on each pound. We do not know

this, we simply assume it. Secondly,
we have the report of federal officials
who have investigated and have
learned how much uncolored oleo
has been shipped to the White Front
people from other points. We assume
again that all this has been colored.
On this basis we have levied the
$16,000 tax. Mr. Saels, the manager
of the place, had 20 days in which to
file a protest and take exception to
the tax, but he made no protest. We
did not make the seizure until the
end of the customary 10 days notice
and when no assurances were forth-
coming that the tax would be paid.
1he collector of internal revenue is
under heavy bond. If a mistake has
been made the way for damages is
always open.”

Just now the Collector is trying to
locate George Steele, president of
the White Front. Though he is sup-
posed to live at 168 Michigan ave-
nue, he is not to be found at that
point, and Manager W alter Saels says
he is unable to say whether his em-
ployer lives in Detroit.

Secure Control of Sand and
Gravel Trade.

Through a deal which is asserted
on creditable authority to have been
closed in the last few days, C. H.
Little & Co. virtually take over con-
trol of the entire sand and gravel
trade in Detroit. Little & Co. are
reported to have bought the entire
outfit, leases and rights of Byron S.
Aldrich, who has been rated as the
chief competitor of Little & Co. in
supplying sand and gravel for the lo-
cal market. In this transaction Lit-
tle & Co. become owners of the
sand steamer Sachem which Mr. Aid-
rich purchased a year ago from the
Argo Steamship company, Cleveland,
and which was rebuilt at Cleveland
last winter and equipped with a
powerful derrick and other mechani-
cal accessories of the trade. The
Sachem is a wooden steamer built in
1889, is 187 feet long, 33 feet beam
and 15 feet deep, with a gross ton-
nage of 739 tons. In the season just
closed, although she did not go into
commission until some time in April,
the Sachem is reported to have made
161 trips, averaging about 125 to 130
miles each, with cargoes of sand and
gravel for the Detroit market. The
purchase from Mr. Aldrich is under-
stood to include also all the latter’s
rights to dredging grounds, which
include a fine gravel bed at Pelee Is-
land, Lake Erie, and deposits of sand
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extending along a mile or so of shore
front at Pearl Beach, St. Clair river.
The amount involved in the tran-
saction is said to have been between
$40,000 and $50,000.

Agriculture is practically the only
resource of Nebraska. The State has
no coal to speak of, and no iron or
oil or gold. There are some valuable
stone quarries, but beyond this the
soil is the State’s only resource.
Since 1895 the acreage of wheat in
Nebraska has doubled and the pro-

A
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Just what you have been looking for—
/I reliable place to ship your f
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duction has trebled. Oats, corn and
alfalfa are leading crops and the rais-
ing of live stock has developed won-
derfully.

A recent bulletin issued by the
Rhode Island State Conservation
Commission states that many valua-
ble farm properties there are notpro-

ductive because of the lax methods
of their owners. Information is giv-
en about more than 100 farming

properties that may be bought or

. Knowison
Conpany

WHOLESALE

Gas and Electric

Supplies

Michigan Distributors for
W elsbach Company

99-103 Congress St. East, Detroit
Telephones, Main 2228-2229
Ask for Catalog

n A( >um
0O uliFV

At market prices ruling day of arrival

NO COMMISSION

We want your shipments

Poultry

PROMPT RETURNS

Let them come and we will do the rest

Poultry

Sthiller & Koffren 8 ™'yl

(W eekly quotations furnished on request)

The Easy. Comfortable. Lone-wearini Kind

Elephant
Head

Rubber Boots

The fine new
brand made by
the
Woonsocket
Rubber Co.
All styles

Detroit Rubber Co.
Detroit, Mich.

DETROIT, MICH.

Eggs stored with us usually sell at a oremi,™ , f

Railroad facilities the best Absolutely fireproof. Correspondence solicited.
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Activities in Indiana Cities.
Written for the Tradesman.

The biggest and best piece of good
news in Ft. Wayne and Northern In-
diana is the announcement from
Washington  that  the National
Waterways Commission unanimous-
ly asks for a survey of the proposed
Toledo, Ft. Wayne and Chicago
barge canal. Congress is expected
to concur in the recommendation of
the Commission and then the army
engineers will make a survey to de-
termine the practicability and the
probable cost of the improvement.

War has been declared on the
smoke nuisance at Terre Haute by
the Civic League of that city.

Street cars at Ft. Wayne are now
being run by power generated at
Anderson, the distance of transmis-
sion being the greatest ever attempt-
ed in the State.

The Indiana State Dairy Associa-
tion will meet at Purdue School,
Lafayette, Jan. 11 and 12, and one of
the important subjects for discus-
sion will be lower shipping rates for
cream on Indiana railroads.

Reports made by Dr. King, of In-
dianapolis, Secretary of the Indiana
Sanitary and Water Supply Asso-
ciation, show that the ground water

level of Indiana is receding at a
rapid rate. In some places the water
has fallen twenty to fifty feet in

the past ten years, and in sections
where flowing wells exist many have
ceased to flow." The State has taken
up the mater of pollution of streams,
but nothing has been done towards
conservation of streams and lakes by
reforesting, impounding or other
means.
Ft. Wayne has nine public parks
and 111 acres of public park land.
Steam coal is mined within a few
miles of Terre Haute and the man-
ufacturer there can secure his fuel,
delivered at the factory, all charges
prepaid, as follows: Slack, 75 cents
to $1 per ton; mine run, $1.30; lump
coal, $1.50 per ton.
Mishawaka has the
boot factory and the
mill plant in the world.
Evansville must raise a fund of

largest  knit
largest wind-

$2,000 to insure securing the State

corn show and farmers’ school in

January. Almond Griffen.
Milliner’s Bill Puzzles Police.

New York, Dec. 18—If humming
birds are worth $150 each, what are
two ostrich plumes that a woman
doesn’t wear to a musicale worth to
the owner after the musicale has
been over three days?

“l don’t know, about $3 | guess,”
said Lieutenant Brady, of the West
Sixty-eighth street  police station
after he had been called on to ef-

fect a settlement between Miss
Claire Coste, a milliner of No 219
West Eightieth street, and Mrs.

John F. Martin, a widow, who oc-
cupies an apartment in the Ansonia
Hotel

According to Lieutenant Brady,
the argument involved humming
birds at $150, ostrich plumes at

$25, the price a milliner ought to
receive for remodeling a hat, the
damages due when one has to wear

MICHIGAN

an old hat to a fashionable musi-
cale, injured feelings and tears.
According to Mrs. Martin she gave
Miss Coste three hats to remodel.
Two of them were to be brought
back on Friday and these were.
“But oh, such frights; | positively
couldn’t wear them. One had a real
humming bird worth $150 on it, too,”
she said.

The. third was to be finished and
delivered and was to be worn to a
musical that afternoon. The after-
noon came but no hat. But finally
the hat came back, and with it came
Miss Coste, who wanted $5 for serv-
ices rendered.

“But,” said Mrs. Martin, “when |
picked that third hat up to examine
it, it all came to pieces, and | was
so angry that | did not know what
to do. | tried to explain to the girl
that | would have to have all the
work done over, but she would not
compromise on the price at all.”

After the attempted compromise
had failed, Mrs. Martin charges that
Miss Coste picked up the ostrich
plumes, worth $25 a piece, and went
through the door with them. Mrs.
Martin said that she and her Japan-
ese servant chased the girl down ten
flights of stairs into the hotel lobby.
There the house detective appeared
and captured the fugitive. The hotel
management decided the proper
course was the one which led to the
West Sixty-eighth street police sta-
tion.

Miss Coste said that she had taken
the ostrich plumes to obtain full pay-
ment for her services. Lieutenant
Brady finally decided that he knew
nothing at all about the matter and

advised a settlement out of court.
Mrs. Martin talked and Miss Coste
gesticulated, with the result that

three one-dollar bills changed hands.

Gives Up AIll Its Shares.

New York, Dec. 18—The an-
nouncement was made to-day that
the stock of the United Cigar Stores
held by the American Tobacco Co.
would be distributed to-morrow
among the common stockholders of
the American Tobacco Co. The
American Tobacco Co. held 60,000
shares of a par value of $6,000,000 in
the corporation of United Cigar
Stores.  This will be distributed
among the American Tobacco Co.’s
stockholders on a ratio of 14.9 shares
for each 10 shares of American To-
bacco Co.’s stock. Fractional cer-
tificates will be issued so that even
the man holding a single share of
American Tobacco Co.’s stock will get
his proportionate amount.

The distribution means the termina-
tion of the control of the American
Tobacco Co. over the United Cigar
Stores, which it has held by virtue
of the stock ownership.

President Gross, of the National
Soil Fertility League, points to the
fact that the average wheat yield per
acre in the United States is 14 3-10
bushels, while Germany gets 28
bushels, England 32 bushels and
Denmark 40 bushels. He says that
many of the bulletins with which the
farmers are flooded are half baked
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affairs and written over the heads of
the people. The plan he urges is to
send a trained and practical man in-
to each of the 3,000 counties from
which our food supply comes to di-
rect the work of more intensive and
intelligent agriculture. The estimat-
ed cost of this work is eight to ten
million dollars a year, which should
be divided between the federal gov-

39

ernment and the several states. A bill
covering this work will be introduced
at the present session of Congress
and President Taft and other lead-
ers are said to be in favor of its pass-
age.

A publication devoted to the in-
terests of janitors would be rather
flat.

YOU WANT

CLEAN

CANDY

And now you do not have to take the manufacturer’s
word for it

The Pure Food Inspectors

have visited Grand Rapids unannounced.

Some candy

factories they have ordered closed because of unsanitary

conditions.

Ours Was Pronounced a Model Plant by These
Inspectors

Remember if you purchase candy manufactured outside of
Grand Rapids you know nothing about the conditions un-

der which it was made.

We have always aimed to meet

the strictest requirements of a sanitary character and

BROOKS CANDY

may always be regarded as of the highest excellence, not
only in the superior quality of the ingredients used, but
in the sanitary manner in which they are produced and

handled for shipment.

In ordering candy be sure the name BROOKS is on every box

Ten thousand
grocers bought
these racks the
first year we
were in business

And we have scores of
letters telling us that they
would not do without
them for five times the
cost.

Albuquerque. N. M.

Your Display Racks are the most convenient and satisfactory fix-

ture | ever had in my store.
these Racks.

No grocery store is complete without

THE HIGHLAND GROCERY.
Potsdam. N. Y.

We think the Display Racks the finest thing of its kind we ever

saw. We sell more fruit with less work.

O. P. BENSON.

If your jobber cant suppl¥ you—send order direct and

if Ranks are not entirely satis

actory, your check will be

promptly returned. $3.60 for set of six.
They will last foréears and will pay for themselves

the firsttwo weeks.

Ideal Fruit

448 CASS STREET

rder—now.

Display Co.

LA CROSSE, WIS.
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Important Convention Ever
Held.

Port Huron, Dec. 19—The coming
convention, to be held in the city of
Detroit Dec. 27 and 28, will, no
doubt, be the most important ever
held. There are several amendments
offered for action. First, to incorpor-
ate a sick benefit in addition to the
regular death benefit of five hundred
dollars, which we have paid for many
years. If added, it will be optional
with all members as to whether or
not they participate in the sick ben-

efit. Those who do will be protect-
ed as follows:

First week’s confinement.......... $ 7.50
Second WeeK. .o 15.00

Third week
Each succeeding week....

Not exceeding twenty-three con-
secutive weeks.

A second amendment will make
eligible any person who has travel-
ed six months continually instead of
one year, as provided by the consti-
tution now.

Another very important amend-
ment will be to combine the office of
Secretary and Treasurer in one, to
be known as the Secretary-Treasurer,
with a salary based on a 5 per cent,
commission of all moneys actually
received; the Secretary-Treasurer to
do all the work done now by both
officers, thereby saving, to the As-
sociation, the extra 2 per cent, now
paid to the Treasurer. The incom-
ing Secretary-Treasurer, should this
amendment carry, will receive the
same percentage for his salary as he
did when doing the Secretary’s work
only, but will be required to give in-
stead of $2,000, as formerly, a bond
for $4,000.

Brother Knights of the Grip, you
can see how important it is that you
attend the convention in Detroit and
have a word to say on these impor-

tant subjects, as well as to selecting
your officers for the coming year.
This is a critical time in the af-
fairs of our Association. There is
no use mincing words or covering
up the fact that we have got to have
the most energetic, enthusiastic men
the order can produce to fill the of-
fices from President to committee-
men. Don’t let us wait for some one
to ask for the several positions or
jobs. It should never be said that
anyone needs the position, but that
the Association needs the man, al-
ways remembering that our first con-
sideration is the welfare of fourteen
hundred brother members and their
families. Frank N. Mosher, Pres.

Programme To Be Observed.

Detroit, Dec. 18—The following
programme has been arranged for
the thirty-third annual convention of
the Michigan Knights of the Grip, to
be held here Dec. 27 and 28:

Wednesday.

9 to 12. Reception Committee
meets all trains. Members, on ar-
rival, will please report at headquar-
ters, Hotel Cadillac, and procure
badges and tickets for various enter-
tainments.

12:00. Lunch.

1:30. First business session at
convention hall, Hotel Cadillac.

Prayer by Chaplain A. G. McEach-
ron.

Address of welcome by his honor,
Mayor Wm. B. Thompson.

Roll call of officers. Regular or-
der of business.

6:30to 8. Reception at Hotel Cad-
illac parlors.

8:00. Banquet and high class

vaudeville, at Hotel Cadillac, compli-
mentary to members and guests.

Everything strictly informal.
Thursday.

8:30. Business session.

12:00. Lunch.

1:30. Closing business session

and election of officers for the en-
suing year and adjournment.

Headquarters for State Associa-
tion and for Post C, Hotel Cadillac.

Special entertainment will be pro-
vided for the ladies, and their attend-
ance is especially requested.

On Thursday evening, Dec. 28, the
Veteran Commercial Travelers’ As-
sociation will hold a banquet at Ho-
tel Cadillac to which all members of
the Michigan Knights of the Grip
are invited. Tickets may be pro-
cured from members of the Asso-
ciation.

On Friday evening, Dec. 29, Cad-
illac Council, No. 143, and Detroit
Council, No. 9, United Commercial
Travelers of America, will give a
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gratis smoker and vaudeville enter-
tainment at the Wayne Pavilion. All
Knights of the Grip membrs are most
cordially invited.

Gone To Jackson To Reside.
George A. Pierce and wife left to-
day for Jackson, which will be their
future home. They have resided in
Grand Rapids for several years and
they have made many friends who
part company with them with deep

They have both been prom-
religious and philanthrop-
ic work. The only compensating
thought in connection with their
leaving Grand Rapids is that there
is ample opportunity for them to

regret.
inent in

work in both of these avenues of
usefulness in the home of their
adoption.

Wafted Down From Grand Traverse
Bay.

Traverse City, Dec. 19—Jack Gil-
christ is wearing the smile that does
not come off all because ofa 10 pound
boy has put in an appearance at his
home.  Everybody reported doing
nicely.

Grover
salesman,
again after being
time.

We are glad to report that Ken-
neth, the oldest son of Neil Living-
stone, is slightly on the mend. The
boys all sympathized with you, Neil,
during his illness.

A great number of the first-class
salesmen have laid up for the holi-
days. Most of us will get off Satur-
day, the 23d.

Frank W. Wailson, who was con-
fined to his room last week at Pe-
toskey, has returned to his home and
is on the convalescent list and ex-
pects to be out soon.

The little snow that was left has all
disappeared since Bert Sweet has
been in this territory.

Remember, boys, there is no meet-
ing this month and Council dues ex-
pire December 31. Besides, we are

Maple, Marshall Field’s
is out calling on the trade
laid up for some

obliged to call assessment No. 109
also this month.
While selecting presents kindly

try to rememb.er some poor unfor-
tunate child who would appreciate
a gift of some kind.
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A. W. Peck intend
with  the
Bert

Mr. and Mrs.
eating Christmas dinner
latter’s parents at Manton.
knows what’s good.

W. E. Sheeler and family will
visit Grand Rapids during Christmas

week. Will Bill Drake kindly take
notice!
Mrs. E. C. Knowlton has left for

W estern Wisconsin to spend the hol-
idays with her parents.

Mr. and Mrs. Wheaton will enjoy
Christmas festivities with friends at
Flint. Gee, this will be a lonely
burg with everybody gone.

We wish you all a Merry Christ-
mas and a Happy and Prosperous
New Year. Fred C. Richter.

No Cheap Christmas.

He was an oldish man with kindly
face, but his garments spoke of hun-
ger. He moved along the street at
a slow pace and finally accosted a
pedestrian and asked the way to the
poorhouse.

“But is it as bad as that?” was
asked by the other in a tone of sym-
pathy.

“Yes, I've got to go there at last”
“Have you no home—no rela-
tives?”

Last night | slept
with only a frozen

All are gone.
in a snowdrift,
turnip to eat.”

“But this is tough just at Christ-
mastime. | wonder how | can help
you? Can you make use of this
quarter?”

“l think your heart is right,” re-
plied the old man as he looked at
the coin, but shook his head; “but
please don’t make it harder forme.”

In what way do you mean?”

Why, in taking me for a cheap
old skate. I'm not that kind. 1d
like a ride around to see the city.
Then | want a dinner at some first-
class hotel, with champagne to top
off with. Then you can take me to
a clothing store and fit me out, and
afterward to a bank and tell ’em I'm
all 0. K. When you have helped
me to find a boarding-house where
the beds and the tables are up to
the nines, you can pass on feeling
that you have made at least one soul
happy.”

—1 don’t think—think—" stam-
mered the other; and the old man
cut in with:

Then dont waste my valuable
time, but get out of the way of the
procession. Buy me off for a quar-
ter? Never! Come, thou poorhouse
—come to these aged arms!”

Hotel Cody

Grand Rapids, Mich.
S. H. PECK, Proprietor

noiina coia wa
nave been put in e‘ﬁ' the rooms.

e

unedE Gaﬁd){hg*(ﬁr?ﬁ%] F&c!ﬁ%gr%%\?gg tlc))EIl
E%{ﬁtes remam q same—$2.00. 22
All meals SOc
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News and Gossip of the Traveling
Boys.

Grand Rapids, Dec. 18 — Reek
Bros., of Fountain, have a life size
oil painting of Grand Secretary Fred
Richter. Same is on exhibition in
Reek’s office and any of the boys
who happen to be in Fountain are
invited to inspect it.

Judging by the swell write up E.
A. Stowe got in one of the issues of
the Evening Press, it wasn’t written
by a union man.

For the enlightenment of John
Millar, of the National Candy Co.,
we wish to state that aye means yes
and nay means no. John is always
on the opposite side in the voting at
the weekly meeting of the Candy
Co.’s salesmen.

Mr. Chartier is the new city rep-
resentative for the Washburn-Crosby
Co. Mr. Chartier has moved from
Calumet and will make Grand Rapids
his future home.

The Tradesman begins to look like
a traveling man’s magazine now. Do
not fail to read the notes from Trav-
erse City, Lansing, Jackson, Pt. Hu-
ron, Coldwater, Kalamazoo and the
balance of this column. Maybe you
are getting “yours” this week.

And while we are still feeling
grouchy, let’s see what the. traveling
men have done toward having laws
passed that will better conditions for
the traveling public. We still have
the roller towel, poor fire protection,
short sheets—in fact, if the writer is
not mistaken, we have nearly every-
thing as we had them a year ago.
Get busy, U. C. T. and Knights of
the Grip, with the new year.

It was a grand sight to see Frank
Ewing’s fat figure at the U. C. T.
dance Saturday night. Welcome
home again, Fat Frank.

Manager Hetherington, of the Ho-
tel Belding, wants to know if Harry
Hydorn is a fair sample of the aver-
age honest U. C. T. member. Heth-
erington and Hydorn are both duck
fanciers (so are we, but we fancy
ours roasted). Both are interested
in Indian Runner ducks. Hethering-
ton has very few and Harry has a
large flock. Every time Harry goes
to Belding he promises Hetherington
he will send him a pair of their fav-
orite species. Immediately Hether-
ington dines Harry and takes him for
a ride, shows him over his farm and
the surrounding country, then goes
home and expectantly waits for the
ducks that were promised him. He

has been waiting now for several
moons.

Messrs. Stark, Joe Finkler, CIiff
Herrick, Geo. Abbott, E. A. Crozier

and Richards spent one evening to-
gether last week at the McKinnon at
Cadillac. They abused the night clerk
so badly that he was on the verge
of resigning his position, when Man-
ager Thompson came to his rescue
and the gang ducked for bed. Only a
few more moments and the breakfast
doors would have opened, too.

It is with sorrow and regret we an-
nounce the death of Mrs. G. E.
Critchett at the home of her parents,
near Cedar Springs. Mr. Critchett
has the heartfelt sympathy of the
bgy$ on the road,
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Phil Manasse, representative for
Keith Bros. & Co., Chicago, is ready
with his line of gloves and mittens
for fall and will start out immediate-
ly after the holidays.

Rates at the Cushman House, at
Petoskey, are $250 per day. The
charge for lodging and breakfast,
which should be figured as one-half
day, is $1.50, and to make matters
worse the boys say that the service
is not as good as it was when their
rates were $2 per day Wouldn't be a
bad idea for several of the Northern
hotels to look after the interests of
the traveling men a little better.
There are.several ways of bringing
them to time, if they don’t.

The traveling men who make Low-
ell should gather up a purse and get
those Lowell bus drivers in a 14 foot
ring, then let 'em make a finish fight
of it, instead of the petty quarreling
at the depot over their prospective

customers. This is very annoying to
the traveling men.
M. M. Lustig, representative for

Prentke Bros., jewelers, of Cleveland,
is home and will stay in Grand Rap-
ids until January 15, when he starts
out with his new line of samples.

This really should go in the want
column at regular rates, but Dick is
an old-time subscriber, so here goes:
Richard Warner, Sr., wishes William
Cannon to understand that the trick
that he played on him (Richard, Sr.)
wasn’t appreciated one bit—so there.

We received a note from the North
saying Fred Reed, the “sour mana-
ger” of the Stearns, need not be
alarmed, as Fred Richter is taking
De Gardner’s favorite prescription.
The “sour manager” was not in the
original note, but this is our addi-
tion to the epistle.

In last week’s ssue we stated that
L. W. Hover would make a special
trip with Hub Baker and that as they
were going to cover “dry” territory,
Hover would be safe with Hub. We
made a bum prediction. At Ardis
Bros.” store, in McBain, Hover step-
ped out of the back door to get Hub
a drink of water, as Hub was busy
and they had but a few minutes to
complete their business. Not being
acquainted with the layout of the
back end of the store he stepped
off the porch in the dark and fell
about five feet and received several
severe bruises, besides tearing his
clothes and cutting his face slightly.
Hover, at this writing, is out on the
road and is as frisky as ever. Well,
we don’t care any one who drinks
water doesn’t get our sympathy.

For the second time within two
months we can again say Happy
New Year—once for ourself and once
for the Missus.

Perhaps the U. C. T. have done
some good after all. The G. R. & I.
had a porter cleaning out their un-
sanitary coaches all the way down
from the North on one of the trips
last week.

Will Jolley, representing the Wal-
ter A. Wood Implement Co., of De-
troit, had a narrow escape from be-
ing stricken with appendicitis last
week. Will had a slight attack, which
passed away after a couple of days.
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As soon as his health permits he will
undergo an operation.

The U. C. T. dance, as usual, was
a success last Saturday night. The
Committee report that the receipts
to date have exceeded the expendi-
tures and the receipts will be, with one
or two exceptions, all profit on the
balance of the dances. The next
dance will be Saturday, Dec. 30.

Chas. Perkins is one of the U. C.
T. Dance Committee and certainly
should be posted as to the dates the
dances will be held. Charlie notified
his friends on Dec. 9 that it was
dance night and that he would be
pleased to see them attend. When
he got home he donned his rented
dress suit and escorted Mrs. Perkins
down to the dance hall and was very
wrathy because they hadn’t turned
on the lights at that late hour—as we
announced in last week’s issue the
dance was to be held Dec. 16. Read
the gossip column, Perk, if you can’t
remember the dates.

Speaking of hotels, if all the hotels
in Michigan were run as is the Hotel
Belding, traveling would be a pleas-
ure to the boys (when not in a G.
R. & I. coach). On behalf of the
boys, Mr. Hetherington, we wish you
a Merry Christmas and a Happy
New year!

Hurrah—everybody is now happy.
Fred Richter, Jim Goldstein and John
Martin are especially so—Fred Reed,
the genial and good looking landlord
of the Stearns Hotel, at Ludington,
is now a regular “paid in full” sub-
scriber for the Tradesman, and when
the boys go to the Stearns Hotel
they will find their favorite paper on
filk—bully for Fred—with all his
faults we all love him still—did you
catch it.

Geo. K. Coffee, of Grand Rapids
Council, No. 131—everybody knows
George, for he is the largest package
of good coffee in Michigan, tipping
the scales at 337 pounds—is a great
lover of children and in many towns
on his territory some little tot calls
him “Uncle George,” for he certainly
makes lots of them (we mean little
towns). One day on George’s last
trip North, when in a town where
one of his little pets live, he went
to the father’s store, was told that
little Helene was not well and could
not come do"Wn to the store, as was
her custom; “but,” said the father, “I
have just had the phone put in my
house and you can talk with her, for
she knows you are in town to-day.”
Calling his wife, he told her to put
little Helene on a chair so she coud
talk to “Uncle George,” but imme-
diately on hearing his voice she drop-
ped the phone and began to cry as

if her little heart would break, and
the mother catching her up in her
arms, asked what was the matter.

Little Helene, turning, with big tears
running down her cheeks and look-
ing ruefuly at the small opening in
the end of the part she had just taken
from her ear, said: “Mamma, how in
the world will we ever get Uncle
George out of that little hole?”

Please prepay all charges on
packages you send us.

I wish you all a Merry Christmas.

J. M. Goldstein,

the
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Saginaw Council Preparing For Jan-
uary Meeting.

Saginaw, Dec. 19—Saginaw Coun-
cil, No. 43, held its regular meeting
Saturday, Dec. 16, and made final
arangements for the January meeting
to be held the third Saturday in Jan-
uary, at which time the Grand offi-
cers of Michigan have been extended
an invitation to attend and some have
promised to be on hand. Bay City
and Flint Councils expect to attend
in a body, and all brother U. C. T.’s
are invited to attend. There are sev-
eral candidates to be taken in that
night, after which the Entertainment
Committee has been instructed to
have a banquet ready and several
good talks have been arranged for
and a jolly good time is expected.

Mark S. Brown, Saginaw Council,
No. 43, was appointed a delegate to
meet with the State Legislative Com-
mittee to take up the question of
roller towels being abolished in ho-
tels in Michigan. This should have
the support of every traveling man,
as well as the public in general.

J. B. Hill, representing the Dia-
mond Crystal Salt Co., has promised
to furnish the salt to be used at the
banquet to be held January 20, and
we want to thank Brother Hill for
his generosity and trust some other
brother will come forth with other
donations.

C. S. Fuller is out again, after a five

weeks’ “lay up” with a broken arm.
Robert E. Flack, for several years
and up to two years ago a resident
of Saginaw, died Wednesday, Decem-
ber 13, at St. Louis, where he had
been for the past five weeks, being
treated for Bright’s disease. He had
been ill for about six months. He
had a wide circle of friends in this
city. He had been connected with
the United Supply Co., leaving the
United Supply Co. two years ago to
accept a position as salesman for Bar-
clay, Ayers & Bertsch, of Grand
Rapids, which he held until his last
illness. The body was brought to
Saginaw by his brother, Ed. Flack,
and from here taken to Elkton, where
he was buried near his birthplace.
Robert was only 23 years of age and
had made an excellent start in what
might have been a brilliant career.
Brother Ed. Flack and the family
have the sincere sympathy of Sagi-
naw Council. C. S. F.

James M. Goldstein (Edson,
Moore & Co.) has gone to Detroit
to spend a week or ten days. The
synagogue, Elk’s lodge, Grand Rap-
ids Council (U. C. T.) lodge room,
etc., have all gone into mourning
during his absence and display the
usual emblems of sorrow. A meet-
ing at any of the above with Jim
Goldstein absent is like the play of
Hamlet with Hamlet left out. He
is the life of any gathering; the
bright star in a firmament of stars;
sun by day and the moon by night.
Grand Rapids’ loss, temporarily, is
Detroit’s gain—and Detroit needs a
live one once in awhile to shake ’em

up.
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IDRUGS"DRUGGISTS SUNDRIES;

Michigan Board of Pharmacy,
President—Ed. Rodgers. Port Huron.
Secretar —John J. Campbell Pigeon.
Other . Collins,” Owos-

_rp W. A. ha.ney, Detr0|t and Edwin
Boden, Bay 1ty:

Mlchlgan Retail Dru%glsts Association.
President—D. | emont.

POFIE)StI Vlce Pre5|dent—nj D. Gilleo,
eceqd Vice-President—G. C. Layerer,

Secretary—R W. Cochrane, Kalamazoo.
Treasurer—W. C. Wheelock, Kalamazoo
Executive Committee—W. Kirsch-
essner, Grand Raplds Grant Stevens,
etroit; R. A. Abb skegon; Geo.
Davis, Hamll D. G. Look Lowell;
C. A Mg ee, Traverse City.

Next Meeting—Muskegon.

Michigan Stats Pharmaceutlcal Assecla-
President—B. W. Austln Midland

Flrsﬁ Vice-President—B. P. Vafnum
Jonesvllle. Presid b Bak
Bat?F_e néireewn:e- resr ent—C. P. aker.

hird ~ Vice-President—. p. Lip».

Bllssﬂeld
Secretar —M. H. Goodale, Battle Creek.
Treasurer—J. J. 'Wells, Athen
Executlve Commlttee—B J. Rodgers,
Port Huron; A. Seltzer, Detr0|t C.
Bull, Hlllsdale ‘and H. G. 'Spring, Union-

Grand Raplds Dru% Club.
President—Wm. gessner.

Vice- Pre5|dent—0 A Fanckboner.
Secretary— ibbs.
Treasurer—RoIIand Clark

Crl]Executl\_/e Committee—Wm. (?:uig[!ey,

airman; Henry Rlechel, Theron Forbes.

Lady Pharmacist Desirable in Drug
Store.

Prejudice is fast vanishing and men
are beginning to realize what a val-
uable asset a woman may become in
a drug store. She has long ago prov-
en her capability, both mentally and
physically, and the very prejudice it-
self against her invasion has tended
to make her more thorough compe-
tent and ambitious of gaining suc-
cess.

Behind the prescription case a
lady pharmacist insures accuracy,
promptness, cleanliness and attention
to detail, valuable elements upon
which success in a great measure de-
pends. And then, with few excep-
tions, she is as a front clerk polite,
patient and courteously attentive to
the wants and needs of the custom-
ers. Her taste in the arrangement
of stock and show window displays
can, to a great degree, be depended
upon, and she is usually ready to be
of assistance to her employer in
every possible manner. What more
could a proprietor ask of a clerk?

Now, let us review the drug store
conditions in a small town. More
often than in the larger places, wom-
en are employed as clerks, and if you
will notice, you will see that the
store which employs a lady or two
gets the majority of the female trade,
while it loses none of the masculine.
Women are often in need of arti-
cles which they hesitate in asking a
man for, consequently they get in the
habit of trading with the store which
employs a lady. Then again the coun-
try people form the bulk of the cus-

tomers, and generally a lady shows
more judgment and tact in attending
to their wants uniformly, and has as
well more patience in serving chil-
dren than has a man. She makes
every one feel more at ease and at
home, consequently more time is tak-
en by customers to look through the
stock, and a great many more sales
are made than would otherwise have
been. To be sure, only the serious
minded woman who has the welfare
of the business at heart will bring
this measure of success—not the friv-
olous girl who devotes the majority
of her time to chewing gum and
flirting with the boys over the candy
counter. Now if the proprietor of
the small store can find a register-
ed lady pharmacist he will be doing
the best thing for himself if he em-
ploys her.

Let us now take the city trade—

first that in the suburban districts.
Did you know, Mr. Druggist, that
three-fourths of the women in your

neighborhood had many times rather
have their goods delivered than to
go for them—and not for want of
time, either? Now what good do your
advertisements do them? They sel-
dom send for anything but necessi-
ties, so you have no opportuity of
showing them new goods—and they
get them down town. Now why
should that be so? Simply because
there is often a crowd of not the very
nicest of men and boys hanging
around your front doors and soda
fountain. . If the proprietors were
aware of this fact, wouldnt they re-
sort to means of making their store
popular with the ladies? Why, to
be sure! Now what can be done to
remedy matters? Wouldn’t the em-
ployment of at least <ne lady do
much in keeping the rougher element
away, and make your toilet article
department and soda fountain more
popular? Well, judging by myself, |
should say so! But, you say, is it
worth it? Are the few cents a day
spent by these men, bad accounts
taken into.consideration, worth more
than a regular trade in toilet articles
and a popular fountain? Judge for
yourselves.

Now let us consider the drug stores
in the center of the business sec-
tion. They have all the transient trade
and keep two or more expert pre-
scriptionists at work from morning
until night. You say that a woman
would be incapable of holding such a
position, but | say that without doubt
she has done it, and is doing it—suc-
cessfully, too. The chief disadvan-
tage in obtaining such a one is the
lack of numbers to create competi-
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tion, for, to be sure, she must be
judged in selection by practically the
same standard as are men. As in
stores in other sections, a woman at
the front will make your candy case,
toilet articles and fountain more pop-
ular.

In reference to the work of some
girl you hear this charge constantly
made: “Yes, she is exceedingly bright
and able-minded, but she’ll soon mar-
ry and that will be the last of it all.”
Is that always true? No, by no
means is it always the “last of it all.”
In a great, great many cases she be-
comes more wedded to the profes-
sion by marrying a pharmacist, and
becomes of value to the scientific as
well as the financial side. But what
if she does marry an outsider? Do
your best clerks stay with you al-
ways? No, they leave to follow their
profession in other places, so what
advantage has a man over a woman
there?

Now | have tried to set forth the
advantages and put aside the objec-
tions often raised to the employment
of women in drug stores, and | am
sure that all the lady pharmacists
will agree with me.

Beth Angeline Michel.

Celebrated His Thirtieth Anniversary
in Business.

Bay City, Dec 18—Last Wednes-
day night at the home of D. B. Perry,
of North Linn street, the druggists
of this city came together to cele-
brate the thirtieth anniversary of Mr.
Perry as a West Side business man.
There were forty druggists in all and
the evening was one of much merry
making. This is an annual affair for
Mr. Perry entertains his brother
druggists every year. However, this
year being his anniversary, he decid-
ed to combine the two and let his
friends enjoy the two with him. A
programme of speeches was carried
out, the host acting as toastmaster.

D. R. Perry began business . on
North Linn street in the year 1881
and six months later he moved to the
store he now occupies. He has been
in that store on East Midland street
ever since that time. There were but
a few druggists on the West Side at
the time Mr. Perry made his change.
One of them is C. M. LaRue, who
started in business a few months aft-
er he did.

After the refreshments, the follow-
ing gave short talks on the subjects
stated:

“What | do with my profits on post-
age stamp sales.”—John E. Knapp.

“Why gesundheit ist nicht besser
dan krankheit.”—H. Brunner.

“The joys of suppository making.”
—Charles H. Frantz.

“There is only one place for the
man who invented capsules.”—Frank
Warner.

After these speeches had been ren-
dered the party broke up by the sing-
ing of the original song written by
Fred Ruppf and entitled, “What Shall
We Do With the Can-I1-Use-Your-
Phone Pest.” This song was sung by
the entire assemblage.

The ice man is perfectly willing
to let his customers take the cake.
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Thirty-Seven New Pharmacists and
Druggists.

The Michigan Board of Pharmacy
held a meeting at Grand Rapids in
November. Thirty-two applicants
received registered pharmacist pa-
pers and five druggists papers. Fol-
lowing is a list of those receiving
certificates.

Registered Pharmacists.

O. M. Aldrich.

F. A. Beebe.

J. R. Burt.

S. J. Dunsieth.

Geo. H. Grommett.

R. F. Hams.

Blaine Hayes.

R. A. Hughill.

Geo. Hunter.

R. D. Matthews.

R. E. Mervan.

W. F. Roeser.

Lee E. Tappan.

S. M. Foster.

R, D. Kuehn.

G. M. Benedict.

H. J. P. Brankrog.

Thos. G. Finncan.

A. L. Greggs.
J. E. Grover.
E. F. Hollis.
Thos. L. Hutton.
Lyle R. Keiller.
W. A. Kelley.

Geo. E. Kenney, Jr.

Stanley A. Kenkaski.

L. D. Payne.

Peter Pietrowski.

Tona A. Potter.

H. C. Sprietzma.

B. R. Spriggs.

V. W. Willson.

Registered Druggists.

Delos Thurber.

Ray E. Schoetzhow.

H. B. Coone.

J. N. Pyle.

D. S. McNaughton.

The next meeting of the Board
will be held at Ann Arbor on Janu-
ary 16, 17 and 18.

Jno. J. Campbell, Secy.

W isconsin is a leader in dairying.
Waukesha county has more Guern-
sey cows than can be found on the
Isle of Guernsey. Lake Mills, a
Holstein cattle center, shipped Hol-
steins to the value of $175,000 in a

sihslc year. The number of dairy
cattle has increased 47 per cent., the
butter output 70 per cent, and the

cheese output 86 per cent, in the past
ten years.

The Drug Market.

Opium — Has advanced
pound.

Morphine—Has advanced 50c an
ounce.

Acetpheneditin—Has advanced.

Balsam Copaiba—Has advanced.

Cocoa Butter—Has declined.

Balsam Peru—Is lower.

Oil Anise—Has advanced.

Oil Wormseed—Has advanced.

Balsam Tolu—Is lower.

Oil Bay—Has declined.

Oil Lemon—Is lower.

Buchu Leaves—Have declined.

Goldenseal Root—Is lower.

50c a

If a man does the best he can and
doesnt brag about it, he will do to
tie to.
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WHOLESALE DRUG PRICE

t

75

12

30

50

6

) 10

. 16

Ph Sé)b?rlum, dll. 0 15

Sallcyllcum. 400 42

Sulphurtcum 1%© 5

Tannicum .. 10

Tartaricum 40
Ammonia

Aqua, 18 deg. ... 40 <

Aqua, 20 deg Is 8

Carbonaa .. 120 15

Cblorldum . 120 14
Aniline

Black .2 0002 25

Brown 100

ed .. 50

Yellow 00

Cubebae ............ 700 75

Junipers ... 60 8

Xanthoxylum ...1 2501 50

Balaamum

asslae
Cinchona Flava 18
Buonymus atro.. 60
Myrica Cerifera.. 20
Prunus Virginl .. 15
ul , grd. ... 16
assafras, po 80 26

[V 20

Extractum

Qiycyrrhiza, da. 2 30
Qlécyrrhlza, po .. 28® 30
H&ematox ... 1 12

10
Haematox, Is ... 130
Haematox, 44s .. 140 15
Haematox, %s .. 160

Ferru
Carbonate Precl

. 15
Citrate and ul%a 200
Citrate Soluble .. 55
Ferrocyanldum 9 40
Solut. Chloride, .... 15
Sulphate, com’ 2
Sulphate, com’l, by
l., per cwt. 70
Sulphate, pure .. 7
Flora
200 25
00
800 35
a
12501 35
[ 160 20
Cassia, Acutifol 250 30

Salvia officinalis,
Usm unrt

Acacia,
Acacia,
Acacia,
Acacja,
Acacla

Aloe, B

Aloe, Cape ..
Aloe. Socotr*
Ammoniac 554
Asafoetida. 1 604
Benzoinum ... 50|
Catechu, Is .
Catechu, Ha
Catechu, %s
Camphorae ........ 694
Eu horblum
albanum
Gamhoge .. po..l 2501 35
Gauciacum paese 0 3
in 0 46c
Mastic P % %
Myrrh . 0 45
Oﬁlum . ©9 00
Shellac 450 55
Shellac, bleached 600 65
Tragacanth ... 9001 00
o erbs
Absinthium .... 45007 00
Buga]torlum 0s ﬁk 20
Lobelia ... .ox p 20
Majortum. ..0s pk 28
Mentra Pip. os pk 23
Mentra Ver os pk 25
Rue ... 0s pk 39
Tanacetum ..V.. 22
Thymus V os pk )
. Magnesia
Calcined, Pat .. 550 60
Carbornate, Pat. 180 20
Carbonate, K-M. 180 20
Carbonate.......... 180 20
.. Oleum
Absinthium .... 6 50%)7 00
Amygdalae Dulc. 750 85
Amygdalae, Ama g 00 8 25
A 2 0002 10
31003 20
.6 5006 75
850 90
..1 3001 35
...... 860 90
Chenopadl 6 0006 05
Cinnamoni ..1 5001 60
Conlum Mae 800 99
Citrpnelda ........ 600 7f

Oopalba

Cubebae

Brigeron
IBvechthitos 1 o001 10
Gaultherla ...4 8005 00
Geranium .... 0s 75
Gossippil Sem gal 700 76
Hedeoma .......... 2 6002 75
Junipera 4001 20
Lavendula. .. 9004 00
Umons ... 160@1 70
Mentha Piper ..2 7503 00
Mentha Verid ..5 00@5 25
Morrhuae, gal. ..2 0002 75
i .3 6004 10
..1 0008 00
Picls Liquids 100 12

Fids Liquids gal. 0 40
Rliclna 9

Rosae os.
Rosmarlni
Sabina
Santal
Sassafras
Sinapls, ess. o0s... 0 65
Succlni ... 45
Thyme 50
Thyme, opt.... 01 60
Theobromas 150 20
Tiglil oo 15001 60
Potassium
Bl-Carb ............ 50 18
Bichromate 120 11
Bromide 300 SI
Carb ... .. 120 11
Chlorate .... po. 12 14
Cyanide .30 40
lodide . 25 230
Potassa, Bitart pr 30 32
Potass Nlt.~as opt 7 10
Potass Nitras .... 6 8
Prussiate ... 23 26
Sulphate po .... 15 18
. Radix
Aconitum . 25
Althae ... 40 45
Anchusa 10 12
Arum po 1 25
2 40

15
25
9«
55
30
48
Splgella 150
\S/ympjocarpus 25
aleriana 'Eng .. 25
Valeriana, Gor. 20
Zingiber a . 16
Zingiber jS. 28
e
Anisum po 22 ..
Apldum (gravel’s)
ird, Is ... pereens
Cannabis Sativa
Cardamon _. . 10
Carui po . 12
Chenopodium 40
Corjandrum .
ydonium_ ........... &)
Dipterix Odorate 4 00
Foeniculum ...
Foenugreek, po .
[
Uni, grd. bbl. 6H
Lo
0002 50
2501 50
7503 50
6502 00
9002 10
7506 50
Inl 2502 00
Vini Oporto ....1 2502 00
Spongﬁs
Extra yellow sheeps’
wool carriage .. 01 25
Florida sheeps’ wool
3 0003 50
e t 25
01 00
Nassau sheeps’ wool
ge 35003 75
Velvet extra sheeps’
wool carriage, ..
Yellow Reef,” for
slate use
AYOT: Lol I
Aurantl Cor
Ferri lod
Ipecac ...
hei Aram ..
&milax Offl’s
enega ...
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Scillae
Scillae Co.. L
Tolutan
Prunus vlrg. ....
Zingiber

®° °

83838383 ZZE33

o o
[y

Aloes
Aloes & Myrrh..
Anconitum Nap’sF
Anconltum Nap’sR
Arnica
Asafoetida
Atrope Belladonna
Aurantl Cortex ..
Barosmp,
Benzoin
Benzoin Co.......... 60
Cantharides .
Capsicum
Cardamon
Cardamon Co. .. >
Cassia Acutifol .. 10
Cassia Acutifol Ce 10
Castor

Catechu
Cinchona

Cinchona Co.
Columbia
Cubebae

Guiaca ammon ..
l|—| I%cyamus

Igdine, coloriess
ino

Qpil, camphorated
Opil, _deotPorlzed
Eassna

N
8538 BBBBIFFSISSBRIIISS 3 3

Sanguinaria

Serpentaria

Strlomomum
0

(o RO 40

Argent! Nitras os
Arsenicum

i , Hs
Calcium _ Chlor, %s
Cantharides, Rus,
Capsicl h'ruc’s af
Capsid Fruc's po
Cap’i_Fruc’s B po
Carmine, No.
Carphyllus......... 25
Cassia” Fruc
Cataceum
Centrarla
Cera Alba ..
Cera Flava

rocus ...
Chloroform .
Chloral Hyd C 1
Chloro’m “Squibbs
Chondrus .............
Cinchonid'e Germ 38
Cinchonidi P-W 38
Cocaine _ ..
Corks list,
Creosotum
reta-— bbl.
Creta, prep.......
Creta, greclp.

Creta, ubra
udtbear

©1 5(

Gelatin, Cooper

Gelatin, French 35(
Glassware, fit boo 75
Less than box 70%11

u
ydr

ydr

rar

? rar%yru
Ichthyobolla, Am. 90
II di v 15

Hydrarg . @
Lig.  Potass Arsinlt 100
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Lupulin oo, 01 75 Rubla TInctorum 120 Vanilla ......... 9 09816 68
Lycopodium 600 70 sSaccharum La’s 400 Zinci Sulph™". " 7 1
MacCis .o 650 70 salacin ... 4 5004 Oils 1 gal
Magnesia, Sulph. 30 5 sSanguis Drac’s .. 400 Lard, extra .... 9002 %00
Magnesia, Sulph. bbl 0 1% Sapo, G 0 IL__ard.dNo. 1 o 860 9]3
Mannla S. F. .750 & Sapo, M 100 -iseed, pure ' 1

! Linseed, boiled93........ 1
------------- 7508 00 150 eat’e-foot, W str (% ]7%

Menthol
Morphia, SP&W Turpentine, bbL

Morphia, SNYQ 0 T ti |
Morphia, Mai... © M e
Mosthis Canton Whale, winter 70 76
Myristica, No. V bl
015 Green, Paris ... 2
Green, Peninsular 131
Lead, red . ..
% Lead, white ...
S Car Ochre, yel Ber 1%
9 Soda, BI-Carb 3 Ochre, yel Mars 1%
i Soda, Ash ... Putty, comm’l 2%
i Soda, Sulphas Putty, str*t pr 2% 2
i Spts.” Cologne .. Red” Venetian 1%
ip Spts. Ether Co. 50 Shaker Prepd .1 2?5
1 Spts. Myrcia ... Vermillion, Eng. 7
PiX RL Spts. VInl Rect bbl Vermillion' Prime
Plumbi Acet ... ... Spts. Vil Rect Hb American . .......... 134
Pulvis Ip’cut Opil 1 80| Stpts. Vili Rt 10 c];l Whiting_ Gilders’
Pyrenthr bxs. H ts. VI Rt 5¢g Whit'g Paris Am'r
& P Co. dos _ 4 Strychnia Crys’l "1 1< Whit’g Paris Eng.
Pyrenthrum, pv 30 Sufphur,” Rofl ... 241< cliff i) )
uasslae ... Sulphur’ Su .. 2% Whiting, white S’n
ﬂmg, lgl g'er"" 117721 ¥am%rmtdhs Viric & ' Varnishes
. S, Ger........ ereben enice 40i —
ulna, S P 4o W 174 Thebrromiae ... I\Elg.trlaTutHrgoachllel%%ll 78%

More and More the Dermand

is growing for reliable goods, for widely ad-
vertised goods which must be good or they
could not be advertised year after year. “You
can't fool the people all the time.”

LOWNEY’'S COCOA

and Premium Chocolate for baking and cooking are the kind
that the public believes in. The Lowney name has been
favorably known for twenty-five years. We are
constantly telling them that we make superfine
goods and they have had the best reasons to be-
lieve it. The grocer gives his customer satisfac-
tion and makes a fair profit too in LOWNEY'S.

Our New Home

Comer Oakes and Commerce
Only 300 feet from Union Depot

To our many customers and friends:

We heartily extend to you the compliments of the
season and may Peace and Prosperity be yours in abundance
for the year 1912, Sincerely,

Grand Rapids Hazeltine & Perkins Drug Co.
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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, art
liable to change at any time, and country merchants will have their orders filled at
market prices at date of purchase.

ADVANCED DECLINED
Carbon Oils Corn Syrup
Fruit Jars
Provisions
Cocoa
Index to Markets
By Woman
y ? ARCTIC AMMONIA Oysters
Dos. Cove, Tib 85® 90
Col 15 oz. ovals 2 doz. box 75 Cove, 21b..00L] 65@1 75
Ammonia 1 AXLE GREASE Plums ... Plums 1 00@2 60
Axle Crease 1 Frazer’s Pears in S rup
lib. wood boxes, 4 doz. 3 g0 No. 3 cans, per 12
B lib; tin_ boxes, '3 doz. 2 35 Peas
Baked Beans .. 1 356th. tin boxes 2 doz. 425 &
Eiath Brick .. % i%ll% pallls perddoz 988 Ear:y Jftte ; d ??9% 3?
uin ails, per doz. ..
Eroor}ﬁs . % 251h. p‘i)alls pper doz. ..12 00 Early Jun%:éctﬁesl 151 &
rushes
Butter Color 1 BAKED BEANS No. 10°%i7¢ E4i"pie *'63 0
Beutel’s Michigan Brand Plneapple 8502
candles ... 1 Baked Pork and Beans liced 8285
anned Goods "1-2 No. 1, cans, per doz. .. 45 _
Carbon Oils 5 No. 7, cans, per doz. 75 Fair ....PUmpk,n ]
Catsup ol " 2 No. 8 cans, per doz. 86 Gtood ... 1m* 5%
Cereals 5 lib. can, pér’ doz..... 90 a 1S
Cheese . 5 2b. can, per doz. : 2u
Chewing "Glm 3 3. can, per doz.. Raspberries*
gnlcor o g BATH BRICK Standard L
Cider Sweet " 3 English warrens, P a2 30
Colothes Lines |3 JArrens, 1 Ib.Fla t_Z4O
t ..
Coffee . 3 Ng- %(C: Pink Alaskad':l &8 8
E%ﬁfmoﬁ_ 3 No. 5 Carpet 3 sew Domestic, 48 o 3 »6
Cream T artar... . IP\I0.|4Carpet3sew Domestic, %
e GeWh K Domestic, %
D Eonnoty ek French, 54s ...
Dried FYUltS ..ooooevreeee. . 6 Warehouse French, is“s i
w BRUSHES BHHBSF lésés ddog'
Farlnaceous Goods .... 6 Scrub Succotash
-F sh lﬂ? ackle ... 6 Solid Back, 8 in,..........
Fl|avoring *Extrac 6 Solid Back, 11 in......
Elo ! Pointed Ends ...
Fresh Fis 7
FYult Jars N Stove
0.
No. 2
; No.
No. 8
" No. 7
No. 4
8 No. 3
g o dBIL_JTTEZE C_OLOR200 %erfse G — %g
. . S. aso ine .. 1
] andetion, NBLSIIEZSE Gas Machine .. ®21
Telly ¢ Paraffine, 65 CDeloldg:eP Nap‘a 20 Ses
Jelly Glasses 8 \F;\aralf(frne 12s Ex n ) - 29 @3
Icking Black 854@10
Mapleine 8 CANNED GOODS ATS
i e Lo snd B ot &, 0
tandards . 95 .
Mustard ... T8 Gallon e, 2 7?@3 00 Sinder pmts .
N N 4 Blackberrles % BraaIchet FSod«
UES i o 4 G AT AT Bear Food Pettljohns 1 96
Standards gallons 50 Eream of Wheat 36 2> 4 50
Beans gg-O-See, 36 pkgs 285
8 POSt Toasties T
4 pkgs
8 36 pk 80
8 Apetizo Biscu 00
8 S 18 le 95
8 G e Nu 70
8 Clams Malta Vita, 36 . ...2 8
o Little Neck, 125 Mﬁg{,ﬂ;}'@e : Zg
Litile Nec : 1 0 Ralston’ Health 'Food
Clam Bouillon 36 21b..iiiiiie 4 50
Salad Dressmg ........ o Burnham's 5 pt. 225 Saxon Wheat Food, %
Saleratus. o Eurnﬂam S pts ) .3 00
3al ° urnham’s qts... . Shred
Salt 9 Corn 36 3 60
Sal 9 Fair Vigor, I?_gI 275
Seeds. 9 Good Voigt. Com Flakes ....4 60
Shoe Bl 10 Fancy Washington Crisps
ghuf ® Monbadbi"(u Peaf P Shed oais %
3832 |é onpa 03 (Natural) Rolled Avena, bbls. .6 80
10 y 2 85
i 0 , bbIS . 5 50
10 K
354

................. s
_ _ 1654
Vinegar H klr_tds. %2558
iverside
Sotsed, b i
«Tickin T to’ 21b Brick 18
Woodenware ... ‘u omato, "lden t6
Wrapping Paper ... Mushrooms .. Limburger 16
Hotels ... m it pmea 60
Buttons. He ... 14 T = B0
Yeast Cake It Buttons, Is ... 23 SWlss omestlc @is
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CHEWI NG GUM
Adams Pe 66
American 56
Beaman’s sin 65
Best Pepsin .............. 46
Best Pepsin, 5 boxes 66
Black Jack ... 65

Red RObI

Sen Hen Br
Spearmint ..
S earmlnt Jar* 5 bxs 2 76

ucatan 65
Zeno

Bulk
Red
Eagle’
Franck’s
Schener's
Reg Standards
EATE s
Walter Ba er s
German’s Sweet...... 22

Premium,

B6s ...
CID‘EﬂR, SV\{I;ET
ular barreq 50 gal 10 00
5 60

Reg
Trade barrel, als

S
. 40 Twisted Ccﬁton §5

CONFECTIONS

Standard Twist
Jumbo 32 Ib
Boston Cre

Big stick, 30 1b, e 10
Mixed Candy

Grocers.

ibhon
roken

Leader
Kindergarten .
French™ Cream .10
Hand Made Cream 17
Premio Cream mixed 15
Paris Cream Bon Bons 11
Gyps lz_:t'nec —In Palls

ngeyBen Bo ne’

Starlight Kisses..
Lozenges, plain 12
Champlon Chacolate . %3

ates ... 16

8umtette Chocolates . 16
hamplon Gum Drops 19
Moss

No

No. 60 Twisted Cotton 1 80

No. 60 Twisted Cotton 1 60

No 80 Twisted Cotton 2 00 Golden Waffles

No. 50 Braided Cotton 1 00 KEU ngse Gum

No. 80 Braided Cotton 125 Aulo Klsses . 5

No. 60 Braided Cotton 18 LO 0 s

No. 89 Braided Cotton 2 23 MolaSSES int Kisses 13

No. 60 Sash C ....1 60 —in 6tk. Boxes

No. 60 Sash Cord ....1 90 old Fas ioned Molas-

Ng 9(2) ?]ld%g L 638 Oses Krsteﬁ 101b. bx 10

No. (@ bl i o Epphseuts. o 8
alvanize ire as |one ore-

No. 20, eac 100fthong 19 hound drops ..........

No. 19, each 100ft. long 2 10 Peppermmt Drops ..

, COA Champion Choc, Drops 79
Baker’s 37 H. M Ch Drops 1 19
Cleveland ... 41 H. M. Ch t. and
Colonial, 54s . ]

Colonial, 56s . E

PPS e

Huyler ... A.
%S 2

ey, Ib. ¢
Van Houten 565 ..o
Van Houten, 543 20
Van Houten, 56s
Van Houten, Is

Common 17
air .. 1756
Choice 18
ancy ... 19
Peaberry g 20
ommon 18
..... 19
Ch0|ce 19
Fancy .. 20
Peaberry 20
Fair ...
Choice 21
Choice 21
Fancy . 22
Guatemala
.21
. 23
. Java
Private Growth ...23]%30
Handling ... 3
Aukola “......
Short Bean
LonE Bean
H B t
ogota
Fair 7q
Fancy ... .. 23
Exchange et. Steady
Spot MarketkStrong

New Yorkg Basis
Arbuckle . 24 00
Lion .. 23 50

McLau hlin’s XXXX
I|n s XXXX_ sold

McLaug

to retailers only. Mail aII
orders djrect to W.
McLaughIln & Co., Chlca—
go.

Holland 56 gro boxes 9%
Felix, grosS ..coeceen 15
Hummers foO 56 gro.
Hummel™ tin, 5 gro. 1 41

M. Peanut Bar

My 100s
Cough  Drops
Menthal 1l

%mBrose

alnuts, ..
Table nuts, fancy 1356@14
Pecans, 18
Pecans,
Pecans,
chkory Nuts

Cocoan ts
Chestnuts New
State, per bu.

Iar e . 14
g 16

Shelled
Spanish Peanuts "
Pecan Halves

Alicante Almonds
Jordan Almonds ..

1
tH P diing 7

Fanc

CRACKERS
National BBlscu(rjt Company
ran

B. q bbl 7 bx 656
eymour Rd. bbl. 7 bx 656

12
Atlantic. Assorted ... 12
Avep* Fruit Ctokes ....

December 20, 1911

Bonnie Do ogn Cookles .16
ISal U « « .ieeveanns
SM S"* oo i

|
Cartwheels_Assorted .. 9
Chocolate Drops ... 17

0h™ogl?Te Drp Canters 19
ChS”I S?ney Fingers 1«
A s 2 «
g A AA( KH;: "7l

ocoanut Macaroon®* “ie
Cocoanut Hon. Finrer*

T akIr* Jumb™i?
f@e gakes icdseeeu

Marshmallow

DmnerBBrscurt...k. ......... If
Dixie Sugar Cookies * '*9
Domestlcg CaE |
58
EX rw :::h
Er**TM 5«
ws o 5o o8
OPaban,” PRAOIN* & 7 »
Ginger Snaps Family*" )
Glngéer SnaB *

Gi erSnasN" *
Qg or> N E

B
@ﬁ%. R B or 1
Fingers As lre 19
JIMATIES” le€ff 1*

* g

H
Hon
Gone? FW

Household Cookijes*’" s'*
Household Cookies, ¢icad

Jubilee Mixed!¥
Kxeam Klips ..
Lemon Gems ..

Mary Ann

Molasses Cakes ouU
Molasses Cakes, Iced"T 954

MfcedSe" PrU,t CooWe".
Molasses* ‘sandwich " " 1»

Mottled Square ... in
Datmeal Crackers i
Orange Gems .. Sit
Penny Assorted ..." 7 X2
Peanut Gems S
Pretzels. Hand™™Md!"! 9
Pretzelettes. Hand Md. 9

Pretzeiettes. Mac. Md 8
Raisin Cookies 10
Raisin Gems ..
FJYer«* Asg® _
Ittenhouse FYuIt

Ros Dawn """" i'ié'd"l'i'l"'to
Royal L hﬂ 9

Royal Toast
Rube

#’]{\—
Sglce Currant Cakes 19
iced Ginger C .
Blced Glnger Cks Ied 10

Slgar Fingers ..

Sugar Cakes ..
Sugar Crimp
Su%ar Sqtlrares large
Sultana Fruit Biscuit" 16
ungybslde Jumbles___10 .

Sponge Lad)& Frngers %g

Trium
Vanill Wafers

Wafer g]um bles ¢

Arrowroot Biscuit ....1 00
Bamum’s Animals ....50
Baronet Biscuit .......... 166

Bremmer’s Butter
Wafers

Cameo Biscuit
Cheese Sandwic
Chocolate W afers..
Cocoanut Dainties
Dinn

Gln%er Snaps “N.B. C'
am Cracker«TRed

66

Oyster ................... 19
Eretzle %_ttes Hd. Md. 1 66
........ 199

altine BISCUI’( 199
Sarato Flake 1n
Faust ster 109

Soeiaj Tea Bisc
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Soda Crackers N, B. C. 1 00
goda Crackers Select 1 &
. S. Butter Crackers 15
Uneeda Biscuit ......... &
Uneeda Jinjer Wayfer I O

Uneeda Lunch Biscuit . 50
Vanilla_ Wafers ............ | oo
Water Th|n Blscmt L1
Zu Zu Ginger Snaps ... 50
Zwieback .. I 00
In Special Tin Packages
Per doz.

Festlno ... ..2 60
Minaret W 100
NabiBCO, 26¢ .2 50
Nabisco, 10c .1 00
Champagne wafer "2 50
er tin in bulk

00

75

CREAM TARTAR
Barrels or drums ....
G
Square cans .
Fancy caddies

DRIED FRUITS
Apples

[SSASA]

Evaporated, pghorce bulk 9
Evaporated, Fancy, pkg 11
Aprl S
California ............ 17

. Citr
Corsican ............. @16%
Currants
pd 1 1b. pkg 9%
Imported bu kh.. 9%

Pe
Mulrs—Chmce 25 1b. b 12

Muirs—Fancy, 25 Ib b 12%
Fancy, Peeled 25 .18
Lemon Amencan 13
Orange Agerlcan 13
Connosiar_ Cluster 1 Ib. 17
Dessert Cluster, 1 Ib. 21
Loose Muscatels 3 Cr 7%
Loose Muscatels 4 Cr

L. M. Se ddllb 8%@9%
Callfornla Prune
L. M. Seeded 1 Ib. 9@ 9%

Sultanas Bleached
100-125 . boxes B
90-100 251b. boxes 8%
80- 90 251b. boxes..@ 8%
70- 80 25th. boxes.@ 9%
60- 70 251b. boxes..@ 9%
50- 60 251b. boxes..@10%
40- 50 251b. boxes..@11%
%c less In 50th. cases

FARINACEOUS GOODS
eans
Dried Lima

Med Hand Picked
Brown Holland

F
1 Ib. pa

| 50
er 100 TIbs...m4 00

arina
packages

8 containers (36) roll

6 contalners 60" rolls ) 4 76
Pearl, 100 Ib sar):/k ....2 20
Maccaronl _and. Vermicelli
Domestic. 10 0X.._ 60
Imported, 25 Ib. box ..2 50
Pearl Barley

Cheste . 45«
Empire ..,.. 5

Peas
Green, Wisconsin, bu.
G'geﬁn Igcotch bu......... 3.60

Sal
East India
German, sacks.
German, broken peg

Jaxon Ter Lemo
1 os. al P rJ]

« OZ
8 oz. flat
Jennin % rr?
lerpeneléss ' Exract Le on
No. 2 Panel, per doz. 75

No. 4 Panel, per doz. 160
No. 6 Panel, per doz. 2 00
No. 3 Tapef, per doz. 150

2 0z. Full 'Méasure doz. 1 25
40z. Full Measure doz.” 2 40

Jennlngs (D.. C. Brand)

t Vanilla
Pane per doz. 125
per doz.
per doz.

2
3
er doz. 2
2
40
1

Measure doz.
II Measure doz.
2 Panel assorted

Crescent Mfqg. Co.
p Uhe

Zg’\’; zz2z22
© Rf RReoeee
-,-,'n_nwospm

00
60
00
0D
00

00
Ou

2 0z. per dozZ...ceune 0

M|ch|g<an Maple Syruo Co.
kaska Brand

Maple, 2 oz., per doz...2 25

s FRUIT JARS.
Mason, pts per gro. ..
Mason, g .4 40
Mason, gal gro 6 75
Mason, can tops gro. 140

ati
75
Go! 1 _doz. small I 00
Knox* s Sparkllng, 125

Plymouth RockPhos.
Plymouth Rock Plain

126
90

Amoskeag 100 in %a
Amoskeag. less than bl 19%

GRAIN AND FLOUR
Wheat

go
88
Winter Wheat Flour
Local brands
Patents ... 5 40
Second Patents 520
Straight 4 80
Second St 4 40
ear 4 00
Flour in_ & s C par
barrel additional.
Lemon A Wheeler Co.

Big Wonder, %s cloth 4 50
Big Wonder. %s cloth 4 50

VV.inlen UrtM-er uu. 1 Kraua

8uaker paper ..
uaker, cloth ..........

. W,k*s A Co.
Eclipse i 4 80
‘Worden Grocer Co.
Aerican Eagle, % cl 565
Gran,\dI IIRaplds Grain A

Co. Brands
Purlty, Patent ...
Seal “of anesota .
Sunburst ...
leard Flour .
Wizard Graham
Wizard Gran. Mea

y%ard Buckwheat

Sprin heat_Floyr
ov Baker’s Bran
Golden Horn, family .5 25
Golden Horn bakérs 5 15
Wisconsin Rye 6 10
Judson Grocer Co.’s Brand
Ceresota, .6 40

Flake, 100 Il? sac .. 6 Ceresota,
Pearl, 130 Ib. sacks ... 6 Ceresota,
Pearl’ 36 p g( I<emni> a
Mlnute 86 8 g Wingold
Wilngold,
% tO 1 | Wingold, %s
Wordes Grocer Co.’s
Laurel, %s cloth
Laurel, fts cloth .6 15
Laurel, % & %s pa 6 05
Laurel, %s cioth .6 05
Vo>v  ‘Milting” Co. rand
Graham ... 4 50
Voigt's Crescent .6 29
Voigt's Fiouroigt .6 29
Voigt's Hyglenlc ..4 50
Voigt's Royal ... 6 79
Wy es A Ce.
Sleepy Bye, %s cloth..6 99
Sleepy Eye, %s doth..6 99
Sleepy Eye, %s doth..6 9
Sleepy Eye, %s paper 6 9
Sleepy |_¥ %S Rﬂaper 6 99
Wetson- |gE|ns illing Oe.
Perfection “Flour ... 20
Tip Top_ Flour_....."" 60
f\;/' Idern IIS'kean {:Ie:tlrr .4 %8
: arshall's Bes our 6
Ba boo P 18 ﬂ- e doz. & Perfectlon Buckwheat 6 00
?: ”t\‘GA JXT(RACTS P OEI Buckwheat 5 80
oote enxs Alfalfa orse Feed ..32 00
No. ZCglgénan Vanilla ” Kafir T 45
ise o VMY 4 00 Kafir Cora ...
No. 4 sise Moyle Scrat'&h Feed ..1 69
No. 3 else ted 49
N%O‘iefn'gne 4800 Golden Granulated 2 69
No. 2 sise St. Car_Feed screened 29 99
No. 4 i No. 1 Corn and Oats 29 99
NO' 3 sise orn, cracked ...
N & Sise. 0 G W heA Sean % %
Saton Wi Viile . Migitinge 1oL 212
1 0a OV :
eairy Feads
2 oa gyl & & thrs/s A Cm.

I 0s «at loom

O P Linseed Meal ..40 00

MICHIGAN

8

QP
Cottonseed
Gluten eed
Brewers Grains

Cake Meal 37 00
eal 81

.28 00
Hammond DairyFeed 24 50

Mlchlgan care]ots . 50
han carlots .. 53
Carlots 66
Less than 70
Carlots ...l 20 00
Less than carlots 22 00
HERBS
............. 1
Bops i i
Laurel 15
Senna Leaves 26

HIDES AND

Callskin, green. No. 1’
Calfskin, green, No. 2

Calfskin, cured No. 1 1

Calfskin, cured No. 2

Oiu Wool Pelts
b?
No. Tallow Q
no. 2 $ 4
Unwashe ed is
Unwasﬁed1 rPrne 13
per dSPRSE RADISH
oiD. pails p.1 doz, 2 2%
lalb. pails, per pall .... 55
3uit>. palls, per patl .... 95
JELLY GLASS
% pt. in ObIS per oz 16
% pt. in bbls., per doz. ..
8 0z. capped in bbls,
per doz .29
4 2 bOIY|IIES peI\“EJoz 300
INC MEAT
Per case ..o
MOLASSES
w Orleans
?lnc;% Open Kettle L2
..... v 35

% Ib. 6 |

Bulk 203!}
tuffed” &0x 9

Bulk, 1 ga? kegs 1 Ogl 20

r doz. ..
PICKLES
Medlum
Ba
Ha
59
Barre
Ha
« gallon kegs....

Gherkins

18

1 03
»)

Barrels
H
5
B .
EI L7
a .3
FIPES
Clay, No. 216 per box 175
Clay, T full count 60
(O0] o Q0
PLAYING CARDS
No. 90 Steamboat 85
No. 15, Rival, assorfed 1 75
No. 20, Rover, enam’d 2 00
No. 572. ial 175
No 200
No. 808 2 00
No. 32
Babbitt’s ..o 4 00
PROVISION
rreled Por
Clear B ack _ 17

Short Cut .=~ ..
Short Cut Clear..
Bean .

Dn/ Salt Msats
S P Bellies..... g
Pure In tlerces 9%
Compound Iard %8

tub ..advance
60 Ib tubs ....advance
60 Ib. tins ....advance
20 |b. palls ...advance
1« Ib. palls ...advance

10
%
%
%
%
%
%

TRADESMAN

9 10

5 |b. palls ...advance 1 Hemp. Russian
8 Ib. galls advance 1 Mlxed Bird .
Iked Meats t i

Hams, 12 Ib. av. 16 16%
Hams, 14 Ib. av. 14% @15
Hams, 16 Ib. av. 14 14%
Hams, 18 Ib. av. 13% @14 SHOE BLACKING
skinned Hams _..14%@15 Handy Box, Iarge 3dz 250
Ham, dried beef sets .18 H_andy, ox, small 125
California_Hams 9%@ 9% Bixby's Royal "Bolisn— B
Picnic Boiled H .16 Miller's Crown Pollsh 85
giled Hams NUF
'é’le:ggﬁ Ham Scotch, in bladders ........ 37

Sausaes Maccabo'}/2 ......... k)
E_ologna g - g French apple |n Jars ..43
iver ... 7%

[) Boxes
Boapkrort @3 Kegs, EgiE
Veal 11
Tongue’ 11 |ces
Headcheese ... 9 AIIsp!ce Jamal ........
eef Allspice, Iarge Garden 11

Boneless : Zibar
Rump,

Kits, 15 Ibs
% bbls, 40 ib
% bbls., 80 Ibs....

Casings
Ho@s per (i
Beef, rounds set .
Beef, middles, set ...

Sheep, per bundle

Soli iry
Country Rolls .

Canned Meats
Corned beef, 2 Ib
Corned beef,

=

oo

2

S0

=

@

aQ

@

(=

=

Ic;.-.

(1]

S =

=®
0o

Roast beef, 2 ' Cayenne’ -

Rgtat%td bﬁ%fml H)ungarlan. 46

Potted Ham, STARCH

Deviled Ham, %s Cor

Deviled Ham, %s ........ 90 Kingsford, 40 Ibs .......... 714

Potted tongue, %s ... 50 Muzzy, 20 lib. pkgs. .. 5U

potted tongue, %s .... 90 MUZZy 40 I|b pKgs.

E RICE by KlnGloss

3382%’ St it% ?—,AO Silver Glossg Idbs 74t

Bro ; 2%@ 3% Silver Gloss, 16 s. 6%
LAD DRESSING Silver Gloss, 12 6lbs. 8%

Colum la, % pint.... 22 Muzz

Columbia, 1 pint ... 400 48 lib. packages ... 6 .

Durkee’s, Iarg 1'doz. "4 50 16 51b. packages 47i

Durkee’s, small, 2 doz. 6 25 126 k

Snidsr’s," large, 1 doz. 2 35 501b.

Snider’s, small, 2 doz. 1 35

11

Sweet Mist, % gr......... 6 70
Sweet Burley 2 Ib cs 4 90
Tiger, gro
Tiger, 6C trns .
uncle Daniel. 1 rb. . 60
Uncle DanlelI o0z _ 623
ug
Am. Navy, 16 oz 29
Drummond, Nat Leaf.’
2& 5 Ibine
Drummond Nat. Leaf
per doz 91
Battle Ax 37
Bracer .. iJ
Big Four
Boot Jack g|
Bullion. 16 oz.. 41
Climax Goll(den Twins 4
X

BaI/

Bros ......
GUt Edge
Gold R

&
il
4Q
Picnic . 46
Piper Heldslck \ ®©
Redlcut 1% 0z 33

Red

Town Ta
Tankee Girl

«msking

Afl,,Leaf
Banner, 5C ...
Bull Durham 5c .

Biiak Psw‘?ﬁ %c
Corn Cake,

Cuban, Star, 5c .
ixture, 5¢

Growler 5c
Hand Made,
on

4 19
Luck}( Strlke l% oz. 94
e

S
Packed?GOHﬁgs In %8 Myrt e S 5 5 74
Arm an ammer .. t
Wyandotte, 100 %s ...3 172 |ager° er gors C
SAL ODA 5 L . 168 Noon Hour,
Granulated, bbls............ g0 olb. 2.dz.in cs. 17/ Peerless, 5¢ .
Granulated, lOO Ibs."cs. 90 2%]b. cans 2dz. incs. 18 gleer ess, 10c
Granulated, 36 pkgs. ..1 20 21b cané 2 d(z: incs. 152 Pi?(ytl 50)’, 6C
SALT ) urs Cans .~ Pilot, 5¢ ...
Gommon Grades r 1 g”gcﬁ()(}'bsecrt 10c
100 3 Ib. " 'sacks Choice Soldiers’ 'Boy, '5'¢
605 Ib. sa S*weet Lot us 5¢..
%g |0% IE sacks o 21(2) HalfordABllarE eSAUCES 375 gweetc TI% 1(?
un Cure! c_ ...
28 Ib. sacks 17 Halford, smgll Summer Tlmsec 5¢

6 Ib. dalry |n %]rlll bags

8 Ib. dalry in drill bags 20 TEA

6 Ib. sacks oK 24 gggd;;gd gﬁ'},@gm --23%%%
'\G/Ireajr}brhate&m?ne : P Baskrelteflred med'lliTm36 30
SALT FISH Eggllzgtt FIII!'(EE((Ij fhoice 3598-3
La whol 7%  Siftings
Fannings

who .
S"\%S or brlcks

Fol il Moyune, medium
i oyune,
Sctﬁhpns ; ) 3 Mo;lllune fanc
v M A opeeing 11 g S,'Qgggggy Fhoic
. M. wh. hoops, bblS )
X' M. wh. hoap.’ %bbi. & 00 Pingsuey, fancy
Y. M. wh. hoop, kegs 7?2 Young Hyson
Y. M. wh. hoop Milchers Choice .
kegs 86 Fancy
ueen, bbls olong
ueen, % b Formosa, fancy ..
ueen, keg'sl'rout Eormosa nrr1ed|um
ormosa, choice
Ng: % 41189|623 § English Brea
No. 1,
No. 1,
MEZ@; 40 Ceylon ch0|ce ........
,\I\//Ilessv ]_OI .........................
ess, 8
} TOBACCO
Ng: 11 0 lot FOII’IE Cut
No- 1. 10 Hiawatha, 16 oz. .
T Hiawatha, 1 oz
100 Ibs.
?8 IB% 525 ojibwa, 16 oz.
9 Ibs...
100 tbs...
40 lba
10 Iba
I Ib
ANISE i
Canary,
araw
Cardamom,’
Celery

50@55

A 5BBR=IFBS AREENFSE

Trout Line

g(hland appl crder .18
land a[ople cider ,. 14
tate Seal

12
Oakland whltegplckllng 10
PackageslfreKeIN

WZ WD
O o

. large .
, edlum

Clothes large
Clothes, small

me’m
u
d

s

NODPNP O P

thes,

tter Plates
or Ovals.
In crate .

woeges S5
N
S
S
o
9
2
(]

E‘_EIU

,’ 250 in crate .

B

Barrel gal

Barrel, 10 al., each
Clo%es Pins

Round Hea

4 inch. 6 g

4% inch,

Cartons 20

66
% Crates and F|IIers
Kui %ty Dusspty, It «a. 20
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Special Price Current

12

No. 1 complete... 40
No. 2 complete ... 29
Case No. 2 fillers, IS

SeA v 135
Case, medium, 12 sets 1 1S

Faucets
Cork, lined, 9 In... 70
Cork, lined, 9 in 80
Cork lined, 19 in... 90
Mop Sticks

Trojan aprine ... 90

Eclipse patent aprine SS
No. 1 common ... 80
No. 2 pat. brush holder 8
Ideal No. 7 .o 85
121b. cotton mop heads 145

© Palls
2-hoop Standard

9-hoop Standard ........2 35
2- wire Cable .2 10
Cedar all red brass ...1 25
3- wire Cable .2 30
Paper Eureka ... 225
Fibre i, 270

Toothpicks
Birch, 100 packages ..2 00
Ideal
Traps

Mouse, wood, 2 holes 22
Mouse, wood, 4 holes 45
Mouse, wood, 6 boles 70
Mouse, tin, 5 holes .... 65
Bat, wood .

Bat, aprine

No. 1 Fibre ...
No. 2 Fibre ..

No. 3, Fibre .
Washboards
Bronza Globe ...........2 60

eWEY ...
,Double Acme .8 75
Single Acme .2 15
Double Peerles .3 75
Single Peerless 8 26
Northern Queen 8 26
Double Duplex .. .3 00
Good Luck .. .2 16
Universal . 369

. Weed Bawls

13 in. Butter ..........
In. Butter..

In. Butter

19 in. Butter ...

Assorted, 13-15

Assorted, 15-17-19

WRAPPING PAPE
Common Straw .,
Eibre Manila, white ..
Fibre, ManJ,a, colored
No. 1’ Manila’..
Cream Manila,
Butchers’ Mani
Wax Butter, short
Wax Butter, full count
Wax Butter, rolls ....1

. YEAST CAKE

AXLE GREASE

Mica, tin boxes .76 9 00
Paragon ... 55 6 00
BAKING POWDER
Royal

10C size 90
%Ilb. cans 1 8
60X. cans 190
Mich. cans 2 60
64ib. cans 8 75
lib. cans 4 8
3lb. cans 13 oo
6!b. cans 21 60

13

Johnson Cig”r Co.’s Brand
—B

S. C. W.. 1,000 lots

El Portana

Evenin .

Exemplar .32

Worden Groce|_r| Co. Brand
ur

Londres Gra
Standard
Puritanos .
Panatellas, Finas
Panatellas, B
Jockey Club

COCOANUT
Baker’s Brazil Shredded

TO 6c pkgs., per case 2 €0
86 10C pKgs., per case 2 60
16 10c and 38 5¢ pkgs.,

per case .2 60

COFFEE
. Roasted
Dwinell-Wright Co’s B’ds

White House,
White _House, 2'b...
Excelsior, Blend, .
Excelsior, Blend, 21b!
Tip Top, Blend, lib
Boyal Blend ...
Royal High Grade
Superior_Blend ...
Boston . Combination
GDlstrlbuted by
e

mark, Durand & Co., Bat-
tle Creek; Flelbach Co.,
Toledo.

Small size, dox. ....... 40
Large size, dox. ... 76
SAFES
"hill line of fire and bur-
glar proof safes kept In

14

Compand Thirty*five%?zes
and styles on hand at all
times—twice as many safes
as are carried by any other
house in the State. ~If you
are _unable to visit Grand
Rapids and inspect the
line Fersonally, write for
quotations.

SOAP

Beaver Soan Co.’s Brand

100 cakes, large size..6 50
50 cakes, large size..325
100 cakes,small size..8 36
50 cakes, small slze..l %

Gowans A Sons Brand.

Jingle boxes

Five box lots
Ten box_lots
Twenty-five box lots ..

J. S. Kirk A Co.

NN w
©oo
S&ho

38883838 &R

Jap Rose, 60 bhars ....
Savon Imperial
White Russian

Dome, oval bars
Satinet, oval
Snowberry, 100 cakes

Lautz Bros._& Co.
Acme, 30 bars, 75 Ibs. 4
Acme, 25 bars, 75 Ibs. 4
Acme, 25 bars, 70 Ibs. g

2
3

o
S

Acme, 100 cakes
Big Master, 72 blocks
German Mottled

@)
@
=
3
o
S
<
=<
=
)
-2
)
o
X
»

3

X 3
German Mottled, 25 bx 3
Marseilles, 100 cakes ..6
Marseilles, 100 cks 5¢ 4
Marseilles, 100 ck toil 4
Marseilles, 4&bx toilet 2

B3 88%5A88 R332

Tradesman Co.'s Brand

Black Hawk, one box 2 60
Black Hawk, five bxs 2 40
Black Hawk, ten bxs 2 26

Soap Powders
Snow. Boy, 24s famil
size ...

2 76

Snow Boy, .2 40
Snow Boy, 30 10c ....2 40
Gold Dust, 24 large ..4 50
Gold Dust, 100-6¢c "........ 4 00
Kirkoline, 24 41b .3 80
Pearline .8 76

Ine .4 10
Babhitt’s 177 .8 76
Roseine ... 3 60
Armour’s .3 70
Wisdom 89

Soap Compounds
Johnson’smeep |
Johnsan's XX

Nine O’clock ...
Rub-No-More ...

Scouring

Enoch Morgan's Sons
Sapolio, gross”lots ....9 60
Sapolio, naif gro. lots 4 86
Sapolio, sm%le boxes 2 40
Sapolio, hand ... .2 40
Scourins Manufa g
courine, cakFes #...1 20
urino, eafess ...9 (9

8
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IT PAYS

H,ct?HREDDEP WHEAT is one of the best paying food pro-
ducts you can handle, not only because you mgk%/agood profit
on every sale, but because it’s a steady, all-year-round seller. Our
extensive magazine, newspaper and street car advertising, demon-
stration and sampling, have made SHREDDED WHEAT better
known and easier to sell than any other cereal food. Thousands of
visitorsto.Niagara Falls pass through our $2,000,000 sunlit factory

tosee SHREDDED WHEAT beingmade and tell friends and neigh-
bors of its cleanliness and wholesomeness. SHREDDED WHEAT

is ilavory.nourishing and satisfying—people who eat it once eat it
always. Because it is widely advertised and easy to sell, sure to
plea&e and profitable to handle, it will pay you to push

Are You
In Earnest

about wanting to lay your business

propositions before the
chants of Michigan, Ohio and Indiana?
If you really are, here is your oppor-
tunity. The

retail mer-

Michigan Tradesman

devotes all its time and efforts to cater-
ing to the wants of that class. It
doesn’t go everywhere, because there
are not merchants at every crossroads.
It has a bona fide paid circulation—has
just what it claims, and claims just
what it has. It is a good advertising
medium for the general advertiser.
Sample and rates on request.

Grand Rapids, Michigan

December 20, 1911



December 20, 1911

BUSINESS CHANCES.

For Sale—Double brick store building
with full basement and double livin
apartments above; also 20x40 solid bric
warehouse on_one of the best streets in
Saginaw. This property will pay better
than 12 per cent, as a rent investment.

have a party will take a 2-year
lease on the above basis. Will also “sell
complete grocerP/ stock doing $35,000 a
year business. [l health reason for sell-
Ing. For_ full particulars write
Appleby Co., Saginaw, Mich.

For Sale—Grocery, fixtures and_ $1400
stock. Cash business $65u0 to $7,000 a
Kear. In business 23 years. Dwelling
ouse next; adjoining lof and next house
and IotJ 40'_>|<I35Wand fot 30x00, Good rea-

Sons. . H. aefer, 1238 Sherman
St.,, Fort Wayne, Ind. All questions
answered. ;38

. One of the oldest grocery businesses
in Western_ Montana, doing over $100,00
a year, in fast growing town; capital re-
quired $18,000 to $2u,000; business in-
creasing eve(rjy month; good reason for
selling.” Ad . C. Spottswood,
Deer “Lodge, 842

For Sale—Stock well assorted general
merchandise, will inventory five or six
thousand. ~ Will sell at _bafgain to close
out retail business. Best  location in
town. Surrounded by fine farming coun-
try.  Will sell, one-half down and bal-
ance on time. Well established business
anq_moneymak%r. Bishop Bros., Owners,
Millington; Mich.

For Sale—Toedt Bros, general stock
and building. Best stock and location in
Eastern lowa. Must sell to settle Chas.
Toedt estate. W.ill bear rigid investiga-
tion. Call or write Louis
istrator, Wilton, lowa.

A good o _enin]g for the right mam A
0

grocery section for rent_in @ new mod-
ern department store just erected' 'at
Escanaba, Michigan. est location in
town, city of 14,0u0 peogle. If interested
write ratzenstein ros., Escanaba,
Mich. 839
For Sale—Here is a splendid oppor-
tunity for someone. Up-to-date stock
clothing, shoes, furnishings. Best loca-
tion_in_Flint.  Long_ lease. Inventories
$4,000. D, King, 511 Saginaw St. 843

For Sale—A clean stock of shoes and
rubbers in a country town, good place
for a_ Holland shoe’ repairer. Address
No. 831, care Michigan Tradesman.831

For  Sale—A_  general stock of mer-
chandise, invoicing about $9,000. Doin
a business of $40,000 annually. Locate
in the best cotton town_of 1500 in East-

ern Oklahoma. Reason for_sellm(T;, health
of children. Would consider  farm at
$2,509, balance cash. Write O. B., care
Tradesman. 828

For Sale—My store building, 24x60,
cellar, living rooms above. Good estab-
lished trade, $14000 per year. Centrally
located.  Will sell very ¢ eala. Not nec-
essary to buy any stock. . D. Gover,
S'hepherd, Mich. 827

5-10-25 cent store for sale in Kansas;
town of 8000 population; stock $1,750;
fixtures $450. his is a new stock and
will sell for cash at_invoice price. Dis-
solution of partner_shl? reason for selling.
Roswall & Hambright, Chanute, Karéggs.

. Wanted—Merchandise, shoe, undertak-
ing and furniture stocks for cash. Ad-

dress No. 823, care Tradesman.

Elevator for sale, fine business. Old
age, reason  for selling. Address No.
824, care Tradesman. 824

Cash grocer Grand Rapids, at in-
voice prlgce $1>,IOOO. No deIiF\)/ering.

Ad-
dress ~ No. 825, care Tradesman. 825

Business For Sale—Al confectionery
and soft drink business; the only one In
a ut){) of 5,000 people. Doing an an-
nual business of $20,000. The only rea-
son for selling, health and other’ busi-
ness. Will sell all or an equity in same.
Address R. G. P., care The 'Busy Bee
Co., Newport, Ark, 834

For Sale—Tea and _coffee business in
One of the best cities in Southern Michi-
gan. Running two wagons and dom? a
good business: Burns roaster and a Tull
equipment.  Other business interests,
reason for selling. ~Will make right
price to the party that talks business.
Address No. 835, care Tradesman. 835

For Sale—Beit inland general mer-
cantile business in Southern Michigan.
No competition. Wagon routes estab-
lished. Stock about $3,000. Other busi-
ness interests reason for selling. Ad-
dress No. 836, care Tradesman. 8386

841for selling,

oedt, Admin-
840

MICHIGAN:

For Sale—One Buffalo Silent Meat
Chopper,  with horsepower electric
motor and switch stang attached; sau-

sage stuffer, and Herz Son lard 'press,
also large caldron kettle. Complete out-
fit will "be sold atabargain. Bun%
Lumber Co., Bundy, Wis. 2

For Sale—$9,000 general merchandise.
Great chance for right man. Big dis-
count for cash. Address M. W.; care
Tradesman. 772

Grocery—Good clean stock, corner lo-
cation, town of about 2,000, Fine farming
community surroundm’g. Must sell on ac-
count of” health. ddress 815, care
Tradesman. 815

Michigan Hotel For Sale—Leading com-
mercial "house in city of 3500. Rates $2
up. Favorite resort, beautiful spot. Over-
looking lake. Excellent all year trade.
$12500° cash required. Address No. 806,
care Tradesman. 806

For Sale—At once, a small stock of
shoes and_gents’ furnishings. Good town,
best location. Failing health, reason for
selling. Address No. 812, care Trades-
man. 812

For Sale—Drug stock. Central Michi-
%an city 5,000. Good factory town. Poor
ealth naust sell. Address H, care Michi-
gan Tradesman. 811
For Sale—Old established drug stock
and fixtures located at_Galesburg. “Reason
death of owner. ddress
Nina G. Burdick, Galesburg, Mich. 810

Will pay cash for stock of shoes and
%Jgr?ers. Address M. J. O., care Trazgles-

. For Sale—A new two-story brick build-
ing, with fine living rooms above, electric

lights and water, also first-class grocery
and meat market, stock and fixtures.
This property is located in a_growin

town of about 2,000 population, in one 0
the best farming districts. in  Michigan.
Stock and. fixtures. will invoice about
$2,500. Will sell this property cheap for
cash or would take a small fruit' and
poultr%/ farm_for part paa/. _This is a fine
opportunity for anyone desiring to go in-
to business. Poor~health reason for sell-
Ing. . Address No. 809, care Mlc%an
Tradesman.

~We have the best advertising proposi-
tion on the market to-day for dry goods
merchants, general store” merchants and
department stores—no other kind. EXx-
clusive to one merchant in a town. Sat-
isfaction guaranteed to each atron.
Write for “particulars. Reporter Service
Bureau, 215 S. Market St., Chicago. 7%

Business Wanted—Will pa\é,cash. Am
looking for a good opening. Give full de-
scription and “lowest price. M. Trades-
men, Box 1261, Cherry Valley, III|n0|7s80

Al farm of 110 acres, % mile to best
2,000 city in Michigan, to_exchange for
general_ store. _ Address Exchange 428,
are Michigan Tradesman. 774

Let us sell your business, farm _or
fruit lands. Traverse City Business Ex-
ﬁ/lhi%?lge’ 210 Wilhelm Bldg.; Traverse %éy

1 r?]ay cash for stocks or
of ercha_ndlsek Must be

part stocks
cheap _ H.
aufer. Milwaukee,

Merchandise sale .conductors. A

reene Co., 414 Moffat Bldg., Detroit. Ad-
vertlsmg furnished free. ite fer date,
terms, &tc. §49

hWante?—ﬁ;l’_o buy, Jor casg, stg%lé of

shoes, ¢ ing ar dr oods. ress

R.W. Jo?msoﬁ, Pans,yug 689
For_Sale—Clean stock of

chandise, |nc|¥1d|n% b%uldm

town in _the Thumb of Michigan. Inven-

tories $3,000. Reason for selling, failin

health. _ Can Ir,educe st%ck. Address Loc
Box 107, Colling, Michigan. 646

Cash for your business Or real estate.
| bring buyer and seller together. No
matter where located if you want to buy,
sell or exchange any kind of business 01
Eroper% anywhere at_any price, address

rglnkAd. e\I/EeIand, R%al_ld_stateC%xpert,

_Adams Express Building, icago,
%ﬁlnms. P 9 984g

eneral mer-
in country

Safes Opened—W. L. Slocum, safe ex-
ert and | cksmltﬁ. 66 Ottawa street,
rand Rapids, Mich. 194

TRADESMAN 47

Kodak films developed, 10c  per f0|.|| Wanted—Clerk for genera) store. Must
any size. | Prompt attention glvenl\ mail  pe sober and industrious and have some
arders. _Prints /0X3J>4 to 314xan, Sc previous experience, References requzlzrl%d.

4x5 to 3%x5td. 4c- J. M. Manning,’ _1662
o Avé)., New Yok City 9 761 dress Store, care Tradesman.
SITUATIONS WANTED.

Wanted—A position by young man of

HELP WANTED. t
seven years’ experience in dry goods and

Wanted—An experienced clerk for gen- 9groceries.  Can furnish first-class ref-
eral store. One V\’/)h_o speaks German %re- enes Q?éjhress 235 Bostwick @3\99"
ferred. Burns & Kibler, Persia, lowa. ! o

816 Want ads. continued on next page.

Here 1s a Pointer

Your advertisement,
if placed on this page,
would be seen and read
by eight thousand of
the most progressive
merchants in Michigan,
Ohio and Indiana. We
have testimonial let-
ters from thousands of

people who have
bought, sold or ex-
changed properties as

the direct result of ad-
vertising in this paper.

Michigan Tradesman



BANKRUPTCY MATTERS.

in Western District of

Michigan.

Dec. 13—In the matter of George Fred
Hermann, bankrupt, a mechanic of
Grand Rapids, an order was made clos-
ing the estate. There were no assets
above exemptions and no dividends were
paid to creditors. The referee made a
certificate recommending that the bank-
rupt receive his discharge.

Dec. 14—In the matter of the Henry
Motor Car Co., bankrupt, of Muskegon,
a schedule of the assets were filed, and
also a summary of the assets and lia-
bilities, as follows:

Assets.
Cash on hand and in bank __$ 1,296.90
Accounts receivable, (considered

good)
Inventory, finished cars,

cars, raw material, machinery

and tools and office furniture 60,350.64
Deposit to cover bond given by

National Lumberman’s Bank

Proceedings

.......................................... 3,574.74
unfinished

800.00

$66,022.28

Liabilities.

Accounts payable, in-

cluding open accounts

for material, etc. ..$35409.15
Accounts payable, pre-
fered claims, agents
deposits ..o

Bills payable, to stock-
holders
Bills payable

1,651.40

. 5,800.00
ks 10,500.00 $53,360.55

$12,661.73

An order was made by Judge Sessions

adjudging Thomas W. Hoag, a cabinet
maker of Grand Rapids, a voluntary
bankrupt and the the matter was re-
ferred to Referee Wicks for proceedmgs
An order has been made by the Referee
calling the first meeting of creditors for
the purpose of proving claims, etc., for
January 9. The bankrupt’s ' schedules
show absolutely no assets excepting
household furniture, claimed as exempt,
and an_affidavit of impecuniosity was
Pld _The scheduled liabilites are as

Clark H Gleason,

judgment
Battjes Fuel & Bldg. Mat

Grand Rapids, fuel e

r. C. H. Bull, Grand  Rapids,
medrcal SEIVICE i 5.00
Mrke Kunder, Grand Rapids, gro- 0
F|rst Unrted Brethren Church,

nd Rapids, donation to new

bU|I ING o 30.00

$564.95

Dec. 16—In the matt»* of James W.
Murtaugh, bankrupt, a merchant fo/_
man, the schedules of assets and liabili
ties were frled and an order was made
of creditors to

calling the first meetin

be held at_the office of the referee on
January 5. The bankrupt’s schedules show
a stock of goods of about the value of
$1,200, $250 of which Is claimed as ex-
empt.  The following creditors are
scheduled:

rs. Mattie Murtaugh, Wyman,

wages as clerk ... $  75.00
Chas.” D. Merrill, Breckenridge, se-

cured by chattel mortgagé ... 3,000.00

Followmg unsecured creditors.

Bowers Company, Cleveland . 19.20
Buffalo Whip Co., Buffalo”. 11.52
Buhl & Son, Detror ...... 86.71

; 271.42

1 49.83
J. C. Fo 6.40
C. C. Flier & Son, Shepard 67.39
Hammond & Standrsh aginaw~ 27.68
A. udson Belding . . 16.82
A. Krolik, Detroit 2145
Frank Delanna 89

LanSing ..ccoocoooinmiioisiinsenenns 11.93
Ollesheimer & Bro., Detroit ........ .00
Peo les State Bank, Edmore 60.00

arra Alle an ...................... 2.53
Schwarse Saginaw ... 16.50
Stebbins, Gaff|eld % & Stanton 5.25
St. Louis Cheese Co., Lo 18.60
P. Steketee & Son, Grand Rap|ds 15047
Stanton  Cand Co 24.28
&t.. Louis M|I ing C 2176
Seitner Brothers, . 67.39
Tower M|Il|ng Co GreenVIIIe - 9.00

tg ............... 25.00
Vallvy City M|II|ng Co Grand R’ds 18.97

atson, Sagina 18.17
F. Widiar 'Co, Cleveland
Woodenware Saginaw
Worden Grocer Co rand

Total unsecured liabilities ..$1,382.31
An order was ma e by Judge Sessions
adjud lntkq Walter E. Tuttle a merchant
of Petoskey, a bankrupt on his own pe-
tition. and the matter referred to Referee
Wicks.  The referee has made an order
ca_llm% the first meeting of creditors of
said bankrupt to be held at his office
on Januar for the purpose of provrr;l:_q
claims, elected a trustee, etc.
Gilbert, of Petoskey, had previously been
acting ‘as trustee under a trust mortgage

MICHIGAN

and was conducting a sale of the as-
sets, and Mr. Gilbert was appointed cus-
todian under the receiver and directed
to continue the sale until January 1,
or so long as it should appear to be for
the best interests of creditors. The
bankrupt’s schedules show a stock of
the estimated value of $6,000, household
goods, $200, and book accounts, $415.80.
The First National Bank of Petoskey is

&EBST@\'%% Ggalaridpeingo iy 3¢

t of the largest mérchandise ered-

Standard Mills . X 74 0n
J. inbach Ci 111'flo
Ftank J Croll Rochester . 5
Thelsen Truni Co., 56155

R. Hosiery Co., Grand Raplds 36.90
.Richmond WalUerson Co

Rochester ... ..12110
Stern Hat Co. 7650
Geo. F. Weber, Detroit .. 25
Whrtney Tailoring Co., Chicago.”. 67.75
S’El l,‘fAm Knitting Co., Grand

PIdS s us 75
Bernhard Rothchild ... .. 174.38
HoleProof Hosiery, Milwaukee 804
Cluett, Peabody hicago
Midd Iet% Mfg C " MUwlukee
Chicago

Moritz- Goldberg W|nter 0.,
wabu ee .

Jacob F, Meier & Co. ......

A. G. Spaulding & Co., Detroit" 462.78

{t/\o Sberr%?ccoott GCrathlH s 6688?

460 D
60 &

B sine
Wa Isan 3500
Bumﬁ) 159.95
Ecke Drug Petoskey 56 40
Verna N. Tuttle Petoskey
rowed money) 750.00
The total ljabilities are 9468 96
Dec. 18—in the matter o . Jacob
Dye, bankrupt, of Traverse Cit the
fifst’_ meeting’ of credrtors was he and
Edwin Steward, of _Kalkaska, elected

trustee ajnd h|s ‘bond f|xedJ d$500S
was made udge Sessions
adjrffrgrng Glenn New a¥1d g rchant
Butternut, a bankrupt on hIS own
et|t|on and the matter was referred
o Referee Wicks, Geo. D. Bogart, dep-
uty sher|ff at Butternut, has been ap-
ointed custodian and is in charge of
he assets. The bankrupt’s schedules
show a stock of goods valued at $300
$250 of which is claimed as exempt, and

° 99 2
?“g\‘NIl‘ICchS s Of thfetl\rlgl%?egltors scherc]l-
uled, none of whom hold security

Herold Bertsch Shoe Co., Grand

S mons Bros. Co., ...........

orthroE Robertson & Carr ier
ANSING oo

Walker Candy Co., Muskegon

Stanton Candy Co., Stanton

Fred Brundage, Muskegon

Hume Grocery Co., Muskegon
Renfro'Bros. "Co,, Chicago 31.50

Worden Grocer Co., Grand, Rapids 25000
Mitchel Remment Co., Chicago .. 115.00

493 4
Dec 19—In the matter of Lave E
Jones, bankrupt, of Grand Rapids the
flrst meeting of creditors was held and
. Gillett, of Grand_Rapids, elected
trustee and his bond fixed
The sale of the assets to William_Hofs
for $3250 was authorized and confirmed
by unanimous vote of creditors present
and represented. The first meeting was
then adjourned to December 29, at which
time a first dividend will probably be
declared on the claims_filed and allowed.
In the matter of Raymond Bentley,
bankrupt, formerly a Hhardware dealer
at Charlevoix, the final meeting of cred-
itors was held. The final réport and
account of E. Hampton trustee
nd a final
declared and
It appeared’that the bank-
rupt had made false statements_in writ-
to creditors in_order to obtain credit
bu it not apdpearlng that creditors ha
extended cre based on such state-

m
ter of the bankrupts discharge be sub-
mltte% hhe court without recommenda-
tion by the

referee.
THE UNSEEN TRADGEDY

Somewhe][e thefre is a little boy whose eyes
B areh'LsIer(r)r Wogtock'n S NOw are swa

ecause i w way-
g 16 and o 0ok y

His wan- faced mother takes him up and
holds him close and tries

To coax tl}e I|g)l/1t of gladness once more
into his eyes.

Somewhe]re Ihere is a little girl who wakens

And sees no S| Iend|d dolly she had
0
And baret e floof/ dlbare ‘the hearth

From the wee heartthat wonders why
good Santa passed her by.

Ah. n% The I|ttde children who grieve on
hristmas da!
Are not. |n huts gi}n hovels a thousand

They arej soounear they hear us. our laughter
And all the joys We have to-day serve to
Ee gat the wrong. y

REAPING THE WHIRLWIND.

The Rock Island Railroad is ap-
pealing to each of its employes to
be courteous and to keep sweet. The
symposium of advice includes the fol-
lowing: “Courtesy leaves a fine flav-
or—discourtesy a bitter taste. If you
must fight with some one, join the
army. The railroad service is not a
school for combativeness. The men
at the top are uniformly courteous.
Are you headed that way? Every
time you lose your temper you do
two things—you lose a patron for
the company and you injure your di-
gestion. One is as necessary to the
company as the other is to you.”

This is only one of the many evi-
dences showing that the railroads
have finally been compelled to admit
that the public has some rights which
even railroad officials and railway
employes are bound to respect. For
many years railway employes were
permitted to treat the public with
disrespect and harshness. The result
is that every woman who was treat-
ed discourteously by a railway em-
ploye, went home and raised a crop
of boys and sent them down to the
legislature and by and bye the rail-
roads began to hear from the legis-
latures. Of course, as is the case
with all reforms, the pendulum swung
just as far one way as it had swung
the other way before, but we are now
beginning to arrive at a middle
ground on which both sides can agree
and one that is fair to both parties.

The same condition is beginning
to becohie apparent in the express
situation. For years the express
companies have sneered at every law,
human or divine. The officers and
agents of the corporations have ig-
nored public rights and private rights
as well. They have exacted unjust
rates of compensation for their serv-
ices; they have taught their employes
to be dishonest by overweighing
packages where they thought the fraud
would not be detected; they have
treated claims for loss or damage
with the utmost contempt; they have
repudiated claims where the shippers
were not financially able to enforce
their rights by resorting to the
courts; and when a customer has
found it necessary to go to law to
assert his rights, they have instruct-
ed their attorneys to make it so ex-
pensive for the litigant that he would
not be likely to resort to the law
again. By private agreement between
themselves, they have created and
maintained an iron-clad compact as
to rules and rates which is one of
the most oppressive monopolies this
country has ever seen.

ENCRAVERS

2/\ PORTRAITS, BUILDINGS,

- NMACHINERY-

STATIONERY HEADINGS,

EVERYTHING

A new day is dawning, however.
The people are beginning to assert
their rights. Legislatures and courts
are beginning to take notice and, un-
less the Tradesman is very much
mistaken, the next ten years will see
®Pb Ss companies face to face with
a situation which it will take the

wisest heads to cope with. The pen-
dulum swings just as far one way as
it does the other—in the express
business and in other walks of life—
and a prolonged campaign of harsh-
ness and oppression and monopoly
and contempt of the law inevitably
invites humiliation and disaster.

CHRISTMAS DAWN

Whlte and still is the Chrlstmas dawn.
Starl [r]g tand winter night h avedgone
softly drifted on field and’lea.
and hollow and road and town.
The snow is shining from sea to sea:
Hi ghways and Pa hways all untrod
he busy footsteps yet to be.
In vrrgrn beauty and starnless light
The world lies. pure, as a dream of God!

Daybreak fomes ina line of %old
ritten low, like a mystic Si
Onthe page of the east—and old on fold

Al'l nj\?ﬂs gﬁeav lories shine

the he|g seem stoo&rlng down
e waitl Ig earth ast e music §
Ofthe first glad chiming of Christmas bells.

A Jackson correspondent writes as
follows: F. S. Ganiard, 435 West
Morrell street, who for the past ten
years has been engaged as traveling
salesman for C. Elliott & Co., whole-
sale grocers of Detroit, has accepted
a fine position at the home office of
the company, and will assume his
new duties January 1. The well-earn-
ed promotion will result in his leav-
ing this city at that time, his family
removing to Detroit in the spring.
Mr. Ganiard has had a wide experi-
ence as a traveling salesman and was
associated with Gould & Co. for
eight years before his employment
by Elliott & Co. His many friends
in Jackson, while regretting the fact
that he will no longer reside in this
city, are rejoicing at his material ad-
vancement in the business.

Reed & Cheney, wholesale fruit
and produce dealers, have merged
their business into a stock company
under the style of the Reed & Cheney
Co., with an authorized capital stock
of $10,000, which has been subscribed
and $1,700 paid in in cash. The names
of the stockholders and the amounts
held by each are as follows: Charles
L. Reed, 40 shares; Henry J. Cheney,
25 shares; Carl W. Woylie, 25 shares
and John A. Clark, 10 shares.

Customer — | want to order my
wife a round.

Butcher—So do |
she orders me around.

BYAL THE
LEADINGHROESES

®, HALT-TONE
ZINC-ETCHING
WOOD BNGRAVING

mine, sir; but

TRADESMAN COMPANY
GRAND RAPIDS. .MICHI GAN.






Open Letter to the Merchants
of Michigan

IN TRAVELING over the State our representatives occasionally find a busy merchant who has established
| himself in business through close application and economical figuring; who has equipped his store with many
conveniences but has entirely overlooked one item of vital importance, the lack of which may put him back ten
years, namely, a fire-proof safe.

We do not know whether you have a safe or not, but we want to talk to all those Michigan merchants who
have none or may need a larger one.

A fire-proof safe protects against the loss of money by ordinary burglars and sneak thieves, but this is not
its greatest value.

With most merchants the value of their accounts for goods sold on credit greatly exceeds the cash in hand.
If you have no safe, just stop and think for a moment. How many of these accounts could vou collect in full if
your books were destroyed by fire? How many notes which you hold would ever be paid if the notes themselves
were destroyed? How many times the cost of a safe would you lose? Where would you be, financially, if you lost
these accounts? Only a very wealthy man can afford to take this chance and he won’t. Ask the most successful
merchants in your town, or any other town, if they have fire-proof safes.

Perhaps you say you carry your accounts home every night. Suppose your house should burn some night
and you barely escape with your life. The loss of your accounts would be added to the loss of your home. Insur-
ance may partly cover your home, but you can’t buy fire insurance on your accounts any.way in the world except
by buying a fire-proof safe.

Perhaps you keep your books near the door or window and hope to get them out safely by breaking the glass
after the midnight alarm has finally awakened you. Many have tried this, but few have succeeded. The fire does
not wait while you jump into your clothes and run four blocks down town. It reaches out after you as well as your
property.

Suppose you are successful in saving your accounts. Have you saved your inventory of stock on hand and
your*record of sales and purchases since the inventory was taken? If not, how are you going to show your insur-
ance companies how much stock you had? The insurance contract requires that you furnish them a full statement
of the sound value of your stock and the loss thereon, under oath. Can you do this after a fire?

If you were an insurance adjuster, would you pay your company’s money out on a guess-so statement? A
knowledge of human nature makes the insurance man guess that the other man would guess in his own favor. The
insurance adjuster must pay, but he cuts off a large percentage for the uncertainty. And remember that, should
you swell your statement to offset this apparent injustice, you are making a sworn statement and can be compelled
to answer all questions about your stock under oath.

If you have kept and preserved the records of your business in a fire-proof safe, the adjustment of your
insurance is an easy matter.

How much credit do you think a merchant is entitled -to from the wholesale houses if he does not protect his
creditors by protecting his own ability to pay?

We carry a large stock of safes here in Grand Rapids, which we would be glad to show you. We also ship
direct from the factory with difference in freight allowed.

If a merchant has other uses for his ready money just now, we will furnish a safe for part cash and take
small notes, payable monthly, with 6% per annum interest for the balance. If he has a safe and requires a larger
one, we will take the old safe in part payment.

The above may not just fit your case, but if you have no safe, you don’t need to have us tell you that you
ought to have one. You know it but have probably been waiting for a more convenient time.

If you have no safe tell us about the size you need and do it right now. We will take great pleasure in
mailing you illustrations and prices of several styles and sizes.

Kindly let us hear from you.

Grand Rapids Safe Co.



