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What Takes Courage An Ember Picture
It takes great strength to bring your life up square 
With your accepted thought and hold it there; 
Resisting the inertia that drags back 
From new attempts to the old habit’s track.
It is so easy to drift back, to sink;
So hard to live abreast of what you think.

It takes great strength to live where you belong, 
When other people think that you are wrong; 
People you love, and who love you, and whose 
Approval is a pleasure you would choose.
To bear this pressure and succeed at length 
In living your belief—well, it takes strength.

And courage, too. But what does courage mean 
Save strength to help you bear a pain foreseen? 
Courage to undertake this lifelong strain 
Of setting yours against your grandsire’s brain; 
Dangerous risk of walking, lone and free 
Out of the easy paths that used to be,
And the fierce pain of hurting those we love 
When love meets truth, and truth must ride above?

Charlotte Perkins.

As I sit sometimes in the twilight,
And call back to life in the coals 

Old faces and hopes and fancies
Long buried (good rest to their souls!)

Her face shines out in the embers;
I see her holding the light,

And hear the crunch of the gravel
And the sweep of the rain that night.

’Tis a face that can never grow older, 
That can never part with its gleam; 

’Tis a gracious possession forever,
For is it not all a dream?

James Russell Lowell.

Irresolution in the schemes of life which offer 
themselves to our choice, and inconstancy in pur
suing them, are the greatest causes of all our un
happiness. —Addison.

I don’t think much of a man who is not wiser 
to-day than he was yesterday.—Lincoln.

FFAIRS are now too great to breed petty jealousies, and so, allied with the hope of gain, 
is the desire for progress, invention, improved methods, scientific development and the 
price of success in these matters. So the dividend which the business man seeks and re

ceives to-day is not alone in dollars. He receives with the dollar something better—a dividend in 
the shape of satisfaction in being instrumental in carrying forward to higher stages of development 
the business which he makes his life-work.

I can confidently recommend to .you the business career as one in which there is abundant 
room for the exercise of man’s highest power, and of every good quality in human nature. I be
lieve the career of the great merchant, or banker, or captain of industry to be favorable to the 
development of the powers of the mind, and to the ripening of the judgment upon a wide range of 
general subjects, to freedom from prejudice and the keeping of an open mind.—Carnegie.
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Schiller Building, ( J  C hicago

Benson Says:
State Center, Iowa,* 0-17-12.

“Say, Fisk, you are a peach! My advertising troubles 4 
are over since I sent ,you that $5.00. Keep coming!

Yours for success,”
(Signed)' ELMER E. BENSON.

E very liv e  m erchant w h o takes the Fisk Service w ill feel as Benson  
does, even  if he doesn ’t  say so.

Five Dollars Per Year—Once a W eek—52 Issues
Sold, to  Only O ne Dealer in  a T ow n

Making Business 
for You

Newspaper advertising in hundreds of cities and 
towns.

Advertising in all the leading magazines.
Street car advertising in the larger centers of 

population;
Extensive sampling in all of the States of the 

Union.
Miniature “show” factories operating in many 

cities.
Lantern lectures showing every detail of manu

facture in the home plant.
These are some of the advertising methods em

ployed to create a consumer demand for t

Shredded W heat Biscuit
 ̂ Are you getting your share of the profits by 

helping to supply the demand?

Shredded W heat is now  packed In neat, 
substantial, w ooden cases. T h e  thrifty  grocer 
w ill sell thejem pty  cases fo r 10 o r  15c. each, 
thereby adding to  his profits.

The Shredded Wheat Company
Niagara Falls, N . Y ..
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FURNITURE M EN OPTIM ISTIC.
The furniture season is now on and 

the indications are favorable to a suc
cessful sale. This does not mean 
that the initial orders will be heavy, 
for they will not be, but tt\£t the sea
son, as a whole, will be fairly sa tis
factory. The buyers are not buyng 
with care free abandon. On the con
trary, they are exercising a great 
deal of conservatism. This is a cam
paign year and no time for plunging. 
But they are optim istic and will do 
their heavy buying later when the 
situation has cleared and it becomes 
apparent that politics will not send 
everything to  smash. The sta rt of 
the season, with the first two weeks 
as a guide, will be mild, but there will 
be a strong finish.

The E astern  buyers always m on
opolize the m arket the first week and 
a good part of the second. T hen the 
Middle W est comes in and the season 
finishes with the buyers from the 
W est and Southwest. This has been 
the order for years. T his year, how
ever, it is som ewhat different. The 
first week brought several buyers 
from the W est and this week there 
have been a large representation  from 
the W estern states and the South
west, and also from  th e 'S o u th . One 
reason for this is that the W estern  
buyers have become tired of coming 
when the big rush is on. They have 
found by experience that the week 
they have usually taken for their vis
its is a week of congestion at the 
hotels. They are in a week ahead 
this time to avoid the rush.

The lines, both the Grand Rapids 
make and the outside m anufacture, 
are rich in new patterns this season, 
as usual for the fall sale and the 
holiday demand; but really there is 
not much that is so very new. The 
same “periods” that have been popu
lar for the last ten years are still 
popular and as predom inant as ever. 
The new patterns are m erely the old 
ideas and old types put in a slightly 
different form. Only the expert can 
tell the difference and even the ex
perts would find it difficult at tim es 
to  point out much change. Sheraton 
lines, if correctly expressed, are still

the same, but the com bination may 
be changed som ewhat. And it is the 
same with Chippendale and Louis 
XV and X V I and with Colonial. Be
cause there has not been a general 
upheaval of the accepted, styles is to 
the credit of the m anufacturers, ra th 
er than the contrary. The old styles 
represent the best work of the g reat
est m asters in furniture designing. 
W hy should they be discarded like 
the clothes the women wear, because 
the season has changed? T hat there 
is an inclination to abide by the old 
and artistically  correct designs is an 
evidence th at the people are being 
educated to  an appreciation for what 
is good.

One of the new features in the 
m arket this seasbn is the use of metal 
for decorative effects. This is especi
ally true in the Sheraton and the 
French pa tte rns and, to some extent, 
in Adams. In  the Sheraton the m et
al, usually dull brass and som etim es 
old silver, is used for the inlay in
stead of satin wood, and it is exceed
ingly effective. In  the French pa t
terns dull brass is used instead of 
the wood carved ornam ents. How 
popular this will be has not yet been 
dem onstrated, but it is certain the 
m ahogany with m etal trim m ings and 
decorations makes up handsomely, 
although in some instances ra ther 
showily. The Oriel line of this city 
and the Cowan line of Chicago are 
especially strong  in the m etal trim s 
and the Berkey & Gay lines also 
shows it. The m etal ornam ents are, 
of course, all of special design and 
in harm ony w ith the type. The use 
of m etal is not a departure from the 
verities, for the museum and a rt gal
lery specimens show m any correct 
models. I t  is m erely the new appli
cation of an old idea that is novel.

T he E nglsh types strongly  pre
dom inate this season, especially in 
dining roomi, library and parlor 
goods, but in the case of parlo r goods 
they are usually called living room 
now. In  dining room goods the 
Sheraton seems to hold first place, 
and then Chippendale, with Adams 
and Hepplewhite follow ing in lim ited 
demand. Of course, the good old 
Colonial is always in order. More 
breakfast room  suites are being 

•shown than ever and in these there 
is a g reater diversity, as less dignity 
is demanded. The favorite break
fast table is eight or ten inches wide, 
w ith leaves th a t will lift to  make a 
to tal length of six feet, the leaves 
resting  on ex tra  legs th at fold up 
when the table is not in use. The 
aim in the breakfast room  goods is 
to make them  graceful and attractive 
and usually they are made light 
enough to  be easily shifted to  the sun 
parlor, the enclosed porch or a room  
comm anding a p re tty  m orning view.

The dining room  goods are made with 
a view to staying where they are put. 
T he correct breakfast or dining room  
suite is in the same design for table, 
chairs, side board and server, and 
even the candle sticks, the trays and 
o ther accessories can be had to 
match.

The Chas. S. Paine Co. has brought 
out a novelty this season in the form 
of a line of Japanese lacquer ware. 
T he line includes two breakfast room  
suites, several chairs and a variety  
of special pieces. T he lacquer is ap
plied ju st as the Japanese use it by 
a process that Mr. Payne has been 
working two years to  perfect. T he 
ornam entation are typically Japanese 
in gold and in m any of the pieces 
the ornam entations are raised, just 
a s  shown in the genuine Japanese 
goods. The general design is true to 
the Japanese idea and the tapestries 
used in the upholstering of the chairs 
are all im ported from Japan and har
monize with the finish and design 
in pa tte rn  and colors. T he line has 
a ttracted  much atten tion  and seems 
to  have made a hit. T he Y eager Co., 
of A llentown, Penn., also show a few 
pieces of lacquer ware.

T he use of m ahogany in furniture 
is m ore popular than ever and it ap
pears everywhere and even in the 
medium priced goods which form erly 
were shown only in the cheaper 
woods. Much oak is also used, but 
alm ost exclusively in the so-called 
old English and the mission lines, to 
which it is best suited and in which 
m ahogany would be a joke.

H ow  styles are developed is shown 
by the Berkey & Gay Flanders line. 
W hen this was first brought out, five 
or six years ago, it was little else 
than our familiar mission with turned 
legs and posts, instead of the stra ight 
line and some efforts a t simple orna
m entation. Each season since the 
first offering of F landers has seen 
some additions m ade to  the orna
m entations until the Flanders of to 
day is p re tty  well advanced in the old 
Flemish, w ith an elaborateness of de
tail th a t is far rem oved from  the 
original idea. These changes, com
ing gradually, have taken place in r e 
sponse to  the constant demand for 
som ething new and illustrates exact
ly w hat happened in history, except 
it took history  several centuries to 
accom plish w hat has been brought 
about here in five or six years. The 
original early English furniture, such 
as was used in the days of Queen 
Elizabeth, was plain, solid and essen
tially English in its sturdy character. 
As tim e passed and the people gained 
prosperity  and enlightenm ent the fur
niture of the household became more 
elaborate and ornate.

A page from  the  past is shown in 
the exhibit of the Coates Manufac

turing  Co., of W ellsville, N. Y. This 
company this season is celebratir.7 
its 75th anniversary and, with its line 
of m ahogany and oak bedroom  suites, 
are shown two suites, one in ash and 
the o ther in black walnut, of the orig
inal production three quarters of a 
century ago. T he old furniture is of 
fine construction and of splendid m a
terial, but the style is w hat m ight be 
called the Ohio renaissance type and 
is so devoid of artistic  m erit that no 
self respecting home ow ner would 
furnish the room  for the hired ma i 
w ith it. T he old pieces were found 
afte r extensve advertising in the a t 
tics of old country hom es and were 
paid for a t prices th at woul 1 buy 
handsom e m ahogany suites of p res
ent day construction.

Fourth of July Don’ts.
D on’t get it mixed up with the 

Spanish W ar.
D on’t w ring in Bunker Hill. W e 

got licked there.
D on’t hold cannon firecrackers in 

your fingers.
D on’t be up before daybreak. The 

day w on’t run away.
Y ou’ll feel like dying for your 

country, but don’t do it.
If you lead the parade, don’t turn 

out for anybody’s cow.
Don t brag  that we can lick any 

o ther nation on earth.
Keep ra ther quiet about Old Glory. 

I t covers a heap of graft.
D on’t be the o ra to r of the day. 

No one ever listens to him.
Keep behind the cannon when it 

goes off.
Get a front seat for the fireworks 

and let others stand.
Then forget all about it until next 

time.

Boston is having its troubles. 
W hile in the midst of a strike on the 
“L ” system, women in th a t city 
have despoiled several butcher shops. 
T hat has for the tim e being super
seded the railway strike in point of 
public interest. I t  is expected, how
ever, that the la tte r will come into 
the lim elight again, for the m atter 
is to be arbitrated, according to an 
appeal which has been m ade to  the 
Governor. T his follows the refusal 
of the directors of the B oston E le
vated Railroad to  trea t with the 
striking m otorm en and conductors 
on any of their differences.

A Chicago dressm aker gave her 
husband 50 cents to  get two spools of 
thread, and he got drunk instead. But 
she got him out of jail, “to  help her 
with the housework,” she told the 
court.

T he peacem aker m ay be all right, 
but he is never appreciated by the 
man who is getting  the  best of it.
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B AN K R UPTY M ATTERS.

Proceedings in W estern District of 
Michigan.

June 26—In  the m atter of W . J. 
Pike & Son, bankrupt, hardw are 
dealers of Newaygo, the trustee, 
Chas. F. Rood, filed his first report 
and account show ing a balance on 
hand for distribution of $937.62, and 
an o rder was made by the referee 
calling a special m eeting of creditors 
to  be held at his office on July  10, to 
consider such first report and for the 
purpose of declaring and ordering 
paid a first dividend for general 
creditors.

June 28—In the m atter of Max- 
millian K oster, bankrupt, of Grand 
Rapids, the adjourned final m eeting 
of creditors was held. The final re
po rt and account of Roland M. Shiv- 
el, trustee, was approved and allow
ed, and a final dividend of sy i  per 
cent, declared for general creditors. 
No cause to the contrary  being shown 
by creditors, it was determ ined that 
the referee should make a favorable 
recom m endation as' to the bankrupt’s 
discharge.

A petition was filed by Foster. 
Stevens & Co., F isher B rothers Pa
per Co„ M anistee F louring Mill Co. 
and the H erold-B ertsch Shoe Co., 
creditors of H arry  M. H inshaw, do
ing business as H inshaw & Son, of 
Leland, Leelanau county, praying tha* 
he be adjudged a bankrupt, and the 
bankrupt having adm itted in w riting 
his inability to pay his debts, the o r
der of adjudication was made by 
Judge Sessions and the m atter was 
referred to Referee W icks. An order 
was made by the referee requiring 
the bankrupt to file his schedules of 
assets and liabilities on or before July 
9. W hen such schedules are receiv
ed the first m eeting of creditors will 
be called.

A voluntary petition to be adjudg
ed a bankrupt was filed by Jacob F. 
Hacker, a cobbler of Grand Rapids, 
and in the absence of the Judge it 
was referred to  Referee W icks, who 
made the order of adjudication. An 
order was also made by the referee 
calling the first m eeting of credit
ors to be held at his office on August 
26 for the purpose of electing a tru s
tee, if desired, proving claims, exam 
ination of the bankrupt, etc. The 
bankrupt’s schedules show no assets, 
excepting those claimed as ex
empt. T he following liabilities are 
scheduled:
City of Grand Rapids, ta x e s .$ 26.99
Peoples Savings Bank, Grand 

Rapids, m ortgage on house 
and lot owned jo intly  by
bankrupt and w ife ..............  1,500.00

Charles Kinsey and H enry
Schantz, Caledonia ..........  163.00

International H arvester Co.,
Grand Rapids ....................... 80.00

A rthur Gilbert, Moline ........  116.00
H enry  Kline Co., C hicago .. 21.79 
D earborn L eather Co., Chi

cago .........................................  60.00
Sterling Grocery Co., Grand

Rapids .....................................  5.00
R. H eth, Grand R a p id s ..........  6.00
Kreno VanderV ennen, Grand 

Rapids ...................................... 25.00

A voluntary petition to be adjudg
ed a bankrupt was filed by Bernice 
M. W hipple, police m atron of Grand 
Rapids, and in the absence of the 
Judge from  the district, it was refer
red to  Referee W icks, who made an 
order of adjudication. An order was 
also made by the referee calling a 
first m eeting of creditors to be held 
at his office on A ugust 10, for the 
purpose of electing a trustee, prov
ing claims, exam ining the bankrupt, 
etc. The bankrupt’s schedules show 
no assets, excepting household goods, 
claimed as exempt. T he following 
liabilities are scheduled:
Charles B. Magennis, Grand

Rapids ......................... ............ $ 30.00
John Killen & Son, Gran d Rap-

ids ............................... 91.08
H erpolsheim er Co., Grand

Rapids ...................... 22.05
W. C. Kirchgessner, Grand

Rapids .......................... 21.35
Mrs. M ary Murphy, Grand

Rapids .......................... 5.00
Valley City Ice & Coal Co.,

Grand Rapids ............ 7.95
Peck D rug Co., Grand Rapids. 3.00
E state  of Jam es Campbell,

Grand Rapids ............. 23.00

$203.43
In  the m atter of H erbert H. T igar, 

bankrupt, of 'Grand Rapids, it appear
ing th at there were not sufficient as
sets to  pay the adm inistration ex
penses in full, an order was made by 
the referee closing the estate and the 
files returned to the clerk’s office. No 
cause to the con trary  being shown 
by creditors, a certificate recom 
m ending th at the bankrupt receive 
his discharge was made by the ref
eree.

June 29—In  the m atter of John F. 
Boyd, bankrupt, of E lk Rapids, the 
trustee, Emil F. Nerlinger, of T rav
erse City, filed his supplemental final 
report showing that he has made dis
tribution of all the assets of the es
tate  in accordance, w ith the order of 
the referee and an order was made 
closing the estate and discharging 
such trustee. No cause to  the contrary  
having been shown by creditors a cer
tificate recom m ending th at the bank
rupt receive his discharge was made 
by the referee.

Ju ly  1—In the m atter of the Fargo 
Shoe M anufacturing Co., bankrupt, 
of Belding, a special m eeting of cred
itors was held to consider the first 
report and account of H enry  A. 
Smith, trustee. Such report was ap
proved and allowed, and a first divi
dend of 10 per cent, was declared and 
ordered to general creditors. The 
estate  will probably be closed and a 
final dividend declared at the expira
tion of three m onths.

Kansas is doing som ething practi
cal again. T his tim e it is Prof. W. 
A. Lippincott, and he proposes to 
add to  the sum to tal of knowledge 
of the egg business by holding 
schools to  instruct Kansas in the 
proper candling of eggs. Anyone 
who buys eggs may take the course 
w ithout charge. T his looks like a 
sensible move, and the results will be 
watched with interest.

The Commercial Club as a Commerce 
Creator.

One live one in a town can do a 
lot. T hat is proven by what W ebber 
did a t R ochester, Minn.

W ebber was not quite 30 when he 
was elected Secretary of the Roches
ter Commercial Club. A fter his elec
tion he became very much alive.

W ebber wanted to do som ething 
for the good of the job and the town. 
He w ent to the business men ana 
asked w hat was the first best thing

to do- .. J I B
One of the old heads who liked 

this enthusiastic young fellow told 
him he ought to go to work right 
away and persuade the farm ers to 
stop buying of catalogue houses. 
T hen the old one looked the other 
way and let loose a fat, sly wink.

W ebber said he would try  it. H e 
talked w ith other business men, in
cluding the bankers and the lawyers. 
They said it ought to  be done if it 
could—of course. M ost of them  add
ed the advice that it was too discour
aging a job to  tackle.

Being a young m an and full of gin
ger, W ebber thought it w orth trying. 
A t it he went.

A fter getting  all of the inspiration 
to be found am ong the business men 
of the town, W ebber went into the 
country. H e visited many well-to- 
do farm ers. H e found all shades and 
differences of opinion on any subject 
lie took up. Farm ers are independ
ent. T hey are built th at way.

But W ebber found a goodly num
ber of farm ers who thought it good 
policy for them  to encourage and 
stand by their home m erchants. Some 
who were buying occasionally of cat
alogue houses conceded th at it was 
the w rong th ing  to do.

W ith  these as a starter, W ebber 
laid plans for m eeting of farm ers and 
Rochester business men, an all day 
affair w ith plenty of entertainm ent, 
good fellowship and speeches in the 
afternoon.

He put all of the pow er and steam 
in the Rochester Commercial Club 
behind those plans.

T he m eeting was a big success. It 
brought the farm ers and the business 
men in closer touch and established 
a better understanding than had be
fore existed. Many farm ers readily 
adm itted th at buying from  the cata

logue houses was not good business 
judgm ent for the farm er.

Following th at the R ochester busi
ness men went a fter the farm ers’ 
trade m ore aggressively. I t  counted. 
The town was clearly m aking prog
ress in the right direction.

W ebber established a bureau of 
publicity in connection with his worn 
as Secretary. He soon had a list 
of the farm ers known to be the most 
inveterate catalogue buyers in that 
section.

As opportunity  offered he took up 
the subject with these farm ers tact
fully. W rote  some of them  strong 
letters, o thers mild, but always point
ing to the fact that m ost of the rep
resentative farm ers and citizens be
lieved in trading at home.

W ebber did not stop catalogue 
house buying in the two years he was 
Secretary of the R ochester Commer
cial Club, but he did a lot to  help 
m atters. Before he was through his 
work had extended all over Olmstead 
county and the gospel of buying of 
home m erchants had been carried to 
the farm s very generally and quite ef
fectively.

T he m eetings of farm ers and mer
chants held in O lm stead county dur
ing those two years produced a good 
effect and caused much comm ent in 
o ther counties where the same work 
needed to  be done.

W hile W ebber was Secretary ui 
the Rochester Com mercial Club the 
rest of the S tate knew th at Rochester 
was doing things for itself and help
ing the cause of the sm aller cities and 
towns indirectly. T he w ork put new 
spirit into the fight against catalogue 
house buying in O lm stead county and 
some of the good effects of it still re
main.

This experience of Rochester is the 
experience of m any o ther towns 
where some m an of enthusiasm  gets 
in and pushes. A live one who is 
willing to lead the way can do a lot 
in any town. W . E. Davis.

One of the m ost m ischievous errors 
current in m odern tim es is the popu
lar notion th at a m an may transgress 
all the laws of health  with impunity 
and then swallow a few drops of 
medicine and thereby antidote all the 
results of his evil habits.
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NEW  YORK MARKET.

Special Features of the Grocery and 
Produce Trade.

Special Correspondence.
New York, July 1—The near ap- 

proach of the Fourth  causes a slack
ening in the general run  of trade, and 
coffee is no exception. Sales are not 
very numerous and the quantity taken 
is of the small am ount th at will do 
to keep up assortm ents. Prices, 
however, are firm. In  store and 
afloat there are 2,146,137 bags of Bra
zilian coffee, against 2,246,963 bags at 
the same time last year. A t the 
close Rio No. 7 is w orth, in an in
voice way, 14$4c. Mild coffees share 
the dullness with Brazilian and there 
is no change to be noted. Good Cu- 
cuta is w orth 16J^c.

There is to be noted this week, the 
first for a long time, a distinctly bet
ter feeling in the tea trade. Buyers 
are not taking large amounts, but 
there is som ething doing all the 
time and sellers profess to have great 
confidence in the situation.

There is not the rush for sugar 
that has been anticipated, but it cer
tainly m ust come. Buyers have held 
back about as long as possible to  see 
where the bottom  would be on g ran
ulated. The oncoming flood of fruits 
m ust be taken care of and m ore sugar 
must be taken. A t the close granu
lated is 5c.

Rice is slow. T here is simply the 
every-day call and in no respect is 
there any change. Fancy domestic, 
6 ^c .

Spices are in ra ther light supply 
and quotations are firm w ith pepper 
showing further advance. Singapore 
black, l l H @ l l ^ c .

Good to prim e m olasses, 26@34c. 
Stocks are m oderate and demand, as 
m ight be expected at this time, is 
only of the usual m idsumm er char
acter.

Canned goods cut very little  figure 
ju st now, while the m arkets are so 
full of fresh fru its and vegetables. 
Spot tom atoes, 3s, are held a t $1.25, 
and the supply is said not to be very 
large at this figure. A nything picked 
up below this m ust be taken with 
some caution. Packers seem to have 
sold about all the futures they care to 
dispose of. Peas are firm and the de
mand is light. A very short pack is 
likely in New Y ork State. Corn 
moves slowly and neither seller nor 
buyer seems to be much interested.

B utter is fairly firm. Cream ery spe
cials, 27@27%c; firsts, 25%@26; proc
ess, 24H@25c; factory, 22j4@23c.

Cheese is steady, with fop grades 
New Y ork S tate held at 15c.

Best eggs are firm. Fancy W est
ern white, 22@23c; storage eggs are 
in ra ther light stock and the general 
situation favors the seller.

Looking Ahead For Bargains.
Floorw alker—W hat did that lady 

want?
Salesman—W anted to know if we’d 

have a m arked down sale of fire
works on the 5th of July.

T he head th at is loaded with wis
dom does not leak at the m outh.

Significance of the Coming Fall Elec
tion.

Manistee, Ju ly  2 — Does every 
Michigan: vo ter realize the signifi-. 
cance of the fall election? P resi
dents have been elected before, but 
for the first tim e in its history  men 
of this g reat S tate are going to reg
ister their opinions of the qualifica
tions of their m others, wives, sis
ters and sw eethearts.

How m any are going to  look at it 
from  an intelligent standpoint and 
show that they stand for progress by 
voting in favor of this issue and how 
many are going to pass it up as an 
old time joke?

L et us go over the argum ents of 
the anti-suffragists. W hy should a 
woman become less wom anly be
cause she is given a voice in the or
dering of public affairs? In telli
gence never detracts. She will be 
m ore of a helpm ate than ever be
fore. H er views will become broad
er and her mind m ore brilliant. A 
husband will not think his wife less 
womanly because he can come home 
and talk over w ith her the ques
tions of the day and often receive 
help from  her suggestions, because a 
wom an’s intuition is finer than a 
m an’s.

As to neglect in her household du
ties, it is not going to take any more 
tim e for her to go to the polls and 
cast her vote than to go to a bridge 
party  or bargain hunting. A man does 
not have to  neglect his business in 
order to  vote. W hen women are 
made eligible to hold office there is
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no reason to  suppose th at they will 
act any differently from  men in the 
same position.

N ot all m en voters make a m ad 
rush for office. As a m atter of fact 
the average housekeeper of to-day 
has m ore time a t her disposal than 
the one of yesterday because m odern 
conveniences in the home lessen her 
household duties and she is in posi
tion to give intelligent in terest to the 
social questions of the day—an in ter
est which is a waste unless backed 
by the pow er to  use it, and the only 
effective pow er is the vote.

I t is not too late to look the ques
tion squarely in the face and study 
it so as to vote intelligently  when 
the time arrives. W e m ust forget old 
views and ideas and look for the new, 
otherw ise progress will be at a stand
still. Do not wait until everybody 
else thinks so, but go ahead and 
help push the wheel of progress. 
Discuss the subject, read about it and 
help get the public interested. Even 
if you have not much time to spare, 
a word now and then will set some
one else to thinking and he in turn 
will pass it on. W e w ant M ichigan 
to rank am ong the m ost progressive 
states of the Union and do her part 
tow ard m aking this a Land of the 
Free in every sense of the word.

Mrs. T horw ald Andresen.

T o fare well implies the partaking 
of such food as does not disagree 
with body or mind. H ence only 
those fare well who live tem perate
ly.—Socrates.

A  S IG N  O F  S Q U A R E  D E A L IN G
The “Dandelion Brand” trade m ark on the  b u tte r color you sell is a sign of square dealing.
I t  m arks a product whose equal doesn’t  ex ist, and a product of unusual profit to  both you 

and your custom er.
Dandelion Brand B u tte r Color secures top prices for b u tte r  always. YOU sell both the 

b u tte r color and b u tte r—a double profit is yours.
Endorsed by the  highest authorities as to its  u tte r  p u rity  and actual food value, “Dandelion 

Brand” is a bigger seller than  all other b u tte r colors combined.
J u s t  as a m a tte r of good business, you should order some today.

Dandelion Brand
THE BRAND WITH

Butter Color
THE GOLDEN SHADE

We guarantee that Dandelion Brand Butter Color is PURELY VEGETABLE and that it meets the 
FULL REQUIREMENTS OF ALL FOOD LAWS—STATE AND NATIONAL.

Wells & Richardson Co., Burlington, Vermont
Manufacturers of Dandelion Brand Butter Color

\
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M ovem ents of M erchants. 
Rothbury—W . A. Butzer succeeds 

C. O Bigler in the grain and feed 
business.

Saginaw — John M itterm ier has 
opened a grocery store a t 1319 Gen- 
nesse avenue.

M anton— Fred W ard, recently of 
Lake City, has opened a confection
ery store here.

Battle Creek—Crossen & Hicks 
have engaged in the drug business at 
70 W est Alain street.

Kalamazoo—W alt H am ilton has 
engaged in the jew elry business at 
107 North Burdick street.

Jackson—The Meade & W hite Co., 
clothier, etc., has increased its capi
tal stock from  $16,000 to $20,000.

W exford — Im m erm an & Richard
son, dealers in general m erchan
dise, lost their stock by fire June 29.

Clare—A. W. Thorp, form erly of 
Bay City, has purchased the H enry 
Duncan grocery stock and taken pos
session.

Owosso— Fred Osburn, of the firm 
of Osburn & Sons, died at his home, 
June 27 as the result of a stroke of 
apoplexy.

Paw Paw—H. Y. T arbell has open
ed a m eat m arket on Kalamazoo 
street, under the m anagem ent of 
Jacob W alker.

Levering—J. B. Clark & Son are 
closing out their stock of shoes and 
men § furnishing goods, p reparatory  
to  going west.

Kalamazoo—The M orris K ent Co , 
wholesale grain and produce dealer, 
has increased its capital stock from 
$10,000 to $100,000.

Allegan—The Grange Store Co- 
Operative Association is building an 
addition to  its store, 40x60 feet in 
dimensions, two stories high.

Gladstone — The Gladstone State 
Savings Bank has been organized with 
an authorized capital stock of $50,000.

W ells—A deed has been filed tran s
ferring all the property  of the I. Ste
phenson Co. in Delta county, its chief 
seat, to the I. Stephenson Co., trus
tee.

Lowell—John O. Clark has sold his 
confectionery ana cigar stock to 
Glenn E. M artin, form erly of Grand 
Rapids, who will continue the busi
ness.

F rem ont—Joseph H oare has sold 
his bakery to  Irw in Brown, who will 
add a line of cigars and confectionery 
and continue the business a t the same 
location.

Dowagiac—H arry  Smith and W .
E. Cory have form ed a copartnership 
and purchased the T. H. M artin g ro
cery stock and will continue the 
business.

K ingston—T he K ingston Bank has 
m erged its business into a S tate bank

under the style of the K ingston State 
Bank, with an authorized capital stock 
of $20,000.

Grand Ledge — Sheridan Simons 
has sold his m eat stock to  Val. Law 
rence and Burton Gates, who have 
formed a copartnership and will 
continue the business.

Pontiac—Bert W hiting  and Daniel 
O Connor have form ed a copartner
ship under the style of W hiting  & 
O Connor and engaged in the grocery 
business a t 38 E ast Pine street.

Cheboygan—J. H. Barrowcliff, who 
recently sold his grocery  stock and 
store building on Court street to  
W illiam Grant, has engaged in a sim
ilar business a t 400 Main street.

E lk Rapids—J. W. Slater has sold 
his stock of hardw are and furniture 
to John Dockery, recently of T rav- 
erce City, who will continue the 
business at the same location.

Riverdale J. E. W ise, harness 
dealer at Alma, has purchased the 
harness, whip and robe stock of B.
F. Lewis and will continue the busi
ness under the m anagem ent of E. T. 
Rickman.

M a n is tee -W . T. Brain, who has 
conducted a tea and coffee store on 
River street for the past 30 years, has 
sold his stock to  H attie  M. Smith, 
who will continue the business at the 
same location.

D etro it—C. A. H akes has exchang
ed his 40 acre farm, near W est 
Branch, for the Oakland Grocery Co. 
stock and will continue the business 
a t the same location, 550 Oakland 
avenue, under his own name 

Birch R u n -T h e  bank doing busi
ness under the style of Charles H. 
May & Co. has been m erged into a 
State bank under the name of the 
Birch Run S tate Bank, with an au
thorized capital stock of $20,000.

Saginaw—Fred Bricault, traveling 
salesman for the W. Bingham Co., of 
Cleveland, Ohio, has opened a hard
ware store a t 2338 N orth M ichigan 
avenue. The store will be under the 
m anagem ent of his brother, Raymond 
H. Bricault.

Greenville—Z. C. Bohrer, general 
dealer, has m erged his business into 
a stock company under the style of 
the Z. C. B ohrer Co., with an au thor
ized capital stock of $15,000, which 
has been subscribed, $2,800 being paid 
in in cash and $12,200 in property.

D etro it—D irectors of the Home 
Savings Bank have carried over $50,- 
000 from undivided profits to  sur
plus account, m aking the bank’s sur
plus $750,000, the am ount being the 
same as its capital stock and leaving 
about $30,000 in undivided profits.

D etro it—Stockholders of the Se
curity  T ru st Company received divi

dend checks Monday for the current 
quarter a t the rate of 2y2 per cent., 
equivalent to  10 per cent, a year, with 
taxes paid. T he payment is an in
crease of 2 per cent, over the pre
vious rate.

D etro it—111 health is assigned as 
the cause for the retirem ent of How
ard J. L esher as T reasurer of the 
D etroit T rust Company. Mr. L esher’s 
connection with the company was 
term inated June 30. He had been its 
T reasurer about ten years, prior to 
which he was for a num ber of years 
wdth the Union T rust Company. Mr. 
Lesher is planning to take a vacation 
over a year or more, and is said at 
present to have no plans for re-en
tering  business life in an active way. 
F o r a num ber of years his health has 
necessitated his spending a portion 
of each w inter in the South.

Manufacturing Matters.
C rystal—George A. Fink has en

gaged in the ice cream m anufacturng 
business here.

Ishpem ing—The capital stock of the 
Consolidated Fuel & Lum ber Co. has 
been increased from $100,000 to $200- 
000.

P o rt H uron—E. B. Muller & Co., 
chicory m anufacturers, have increased 
their capital stock from $250,000 to 
$350,000.

Adrian—T he business men of this 
place have undertaken to raise $100,- 
000 for stock in the Lion Automobile 
Co. in order to  retain the plant.

O ntonagon—The sawmill of the 
N orton Lum ber Co. was entirely con
sumed by fire June 24, entailing a 
loss of between $60,000 and $75,000.

D etro it—T he General Castings Co. 
has engaged in business with an au
thorized capital stock of $2,000, all of 
which has been subscribed and paid 
in in cash.

M illersburg—C. H. Stanley, of Pin
conning, has bought the plant of the 
Michigan H andle Co., at this place, 
and is converting it into a saw and 
planing mill.

Albion — The Albion Chemical 
W orks has been organized with an 
authorized capital stock of $6,000, of 
which $3,000 has been subscribed and 
$1,000 paid in in cash.

Saginaw — The American Steam 
Truck Co. has been incorporated with 
an authorized capital stock of $500,- 
000, of which $250,000 has been sub
scribed and $50,000 paid in in cash.

L ansing—John T. W atkins has 
purchased a three-story  brick build
ing and equipped it with coffee 
roasting  machinery, which will en
able him to m eet the requirements 
of his custom ers more prom ptly than 
heretofore.

Grayling—T he sawmill of R. H an
son & Sons is operated day and night 
and the big p lant of the Salling-Han- 
son Co. is running days. The Kerry- 
H anson flooring p lant is also cutting 
out a lot of fine material, which is 
shipped out by rail.

Sagola—The Sagola Lum ber Co. 
will this week finish sawing the hard
wood logs which were team ed to the 
mill, and will sta rt shipping pine logs 
from  the W itbeck camps. T he com
pany has about 2,000,000 feet of logs 
along the logging railroad.

Battle Creek—T he F ranklin  Iron  & 
Metal Co. has m erged its business in
to a stock company under the style 
of the Franklin B rass Co., w ith an 
authorized capital stock of $2,500 
which has been subscribed, $100 being 
paid in in cash and $2,400 in p o v 
erty.

Ionia — T he M ohr M anufacturing 
Co. has engaged in business to  m anu
facture and deal in an improvement 
to be known as M ohr’s autom atic lino 
slug saw, with an authorized capital 
stock of $10,000, which has been sub
scribed, $1,000 being paid in in cash 
and $9,000 in property.

Munising—Shingle mill machinery 
is being installed in the mill of the 
Superior Veneer & Cooperage Co. 
M anager D oty expects to  have the 
new mill in operation by A ugust 1.

Dick—This town will soon be per
manently deserted, for its main de
pendence, the lum bering industry, is 
at an end.

Pontiac—H. C. H em m eter, conduct
ing a garage, has m erged his business 
into a stock company under the style 
of the H em m eter Spark Gap Manu
facturing Co., to m anufacture spark 
gaps for spark plugs and automobile 
accessories and parts, w ith an author
ized capital stock of $6,000, all ot 
which has been subscribed and paid 
in in property.

Charlotte—At a final m eeting of 
the creditors of the Dolson Auto
mobile Co., bankrupt, held at Kala
mazoo last Thursday, the referee in 
bankruptcy approved the report of 
the trustee, C. Roy Hathaw ay, and 
ordered the estate closed. T he funds 
on hand being insufficient to  pay all 
the expenses of the  adm inistartor, 
no further ¡dividends w ere de
clared. The balance on hand was 
about $2400, and this was devoted 
to  paym ent of a tto rney  fees, referee 
and trustee commission. The es
tate is now legally closed, an end 
put to the affairs of the Dolson Au
tomobile company, and the trustee 
discharged from his trust. In  all, the 
estate paid 18 per cent in dividends 
to  creditors.

D etroit — Local lum ber shippers 
continue to complain of the railway 
freight situation, which has been a 
source of annoyance and a detrim ent 
to shippers and m anufacturers of all 
kinds for several m onths. W hile 
shipping conditions have not been 
any too good for a year, lumbermen 
m anaged to get along in fairly good 
shape until last w inter, when lumber 
shipm ents were alm ost a t a stand
still for weeks. A lthough the tran s
portation  departm ent of the Board of 
Commerce and an expert specially en
gaged to clear up the situation have 
been at work for weeks, conditions 
are still in a chaotic state, and lum
bermen believe they are getting  the 
w orst of it. T he idea seems to  be that 
lumber is never in a hurry, and the 
reports of delays pour in to  shippers 
every day. The Pere M arquette  Rail
road recently issued an order refus
ing to turn over to the Michigan 
Central Railroad cars th at have been 
reconsigned. This order has result
ed in considerable annoyance and 
greatly  hampered shipments.
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The Produce Market.
Apples—W estern  box apples, $3.50 

per box.
Bananas—$4 per 100 lbs.
Beets—45c per doz. bunches.
Butter— Receipts of cream ery are 

at their height, the make is large 
and the quality fine. A t p resent quo
tations the m arket is firm and the 
consumptive demand is norm al for 
the season. The bulk of the arrivals 
is being bought for cold storage. E x
tras are now held a t 25c in tubs and 
26@27c in prints. Local dealers pay 
18c for No. 1 dairy grades and 17c 
ior packing stock.

Cabbage—$2.25 per crate for new 
stock from Louisville.

.C arrots—35c per doz. bunches.
Cherries—$1.85 per 16 qt. crate for 

sweet; $1.50 per crate for sour.
Cucumbers—45c per doz. for hot 

house.
Eggs—The m arket is y2c higher 

than a week ago, w ith an active con
sumptive demand. T he production 
has fallen off to a considerable ex
tent, but there is still som e surplus 
going into cold storage. T he quali
ty is rem arkably good considering the 
lateness of the season. F rom  now on 
there will probably be a fu rther de
crease in the receipts, but no radi
cal change in the situation is ex
pected soon. Local dealers are paying 
17c, loss off.

Gooseberries—$1.50 per 16 qt. crate.
Grapes—Im ported M alagas, $4.50@ 

5.50 per bbl., according to weight.
Green Onions—12c per doz. for 

Evergreen and 15c for Silver Skins.
Green Peppers—60c per small bas

ket,
Honey—18c per lb. for white clov

er and 17c for dark.
Lem ons—California and Messina, 

$5.
Lettuce—Leaf, 65c per bu.; head, 

75c per bu.
Musk Melons — California Rocky- 

fords command $3.50 per crate for 
45s and $2.50 for 54s.

Onions — Texas Bermudas are in 
ample supply at $1.25 per bu. for 
white and $1.10 for yellow.

O ranges—$4.25@4.50 for Valencias.
Peas—$2 per bu. for E arly  June.
P ieplant—85c per 40 lb. box for 

home grown.
Pineapples — Floridas command 

$3.50 for 24s, 30s and 36s and $2.75 
for 42s.

Plants—65c for tom atoes and cab- 
oage; 90c for pepper.

Potatoes—Old stock is in fair de
mand at $1 per bu.; new is in active 
demand at $3.25 per bbl.

Poultry—Local dealers pay 22c for 
broilers; 11c for fowls; 6c for old 
roosters; 7c for geese; 8c for ducks;

10c for turkeys. These prcies are for 
live-weight. D ressed are 2c higher.

R adishes—12c per doz. for garden 
grown.

Spinach—75c per bu.
S traw berries — Hom e grown are 

nearing the end of the crop, which 
has been a very satisfactory  one for 
the grower, dealer and consum er. The 
price ranges around $1.25 per 16 qt. 
crate.

T om atoes — F our basket crates, 
$1.50; 8 lb. basket of home grown 
hot house, 90c.

Veal — 5@10c, according to  the 
quality.

W aterm elons—35c apiece for F lo r
ida stock.

W ax Beans—$1.25 per basket.

New Bean Crop Looks Good.
Dem and from  the jobbing trade is 

exceedingly light. Strictly  choice 
beans are scarce in Michigan right 
now. T here seems to be plenty of 
off grade beans and in m any cases 
these beans are m usty and out of 
condition.

The new crop is doing fairly well 
and the acreage is reported to be 25 
per cent, larger than last year in 
m ost territories. A good portion of 
the beans were planted by June 15, 
which would indicate th at we wSl 
have some early beans. T he senti
m ent seems to  be m ore to sell the 
future beans at ru ling  prices than to 
buy them. W holesale grocers are 
not inclined to take hold unless they 
can m ake contracts a t 25@40c below 
the asking price now.

T here is little  or no demand for 
red kidneys, yellow eyes or brown 
Swedish beans. E. L. W ellman.

T he Grand Rapids Shoe & Rub
ber Co. has engaged S. Elden Bar
rett, of Clarkston, to represent that 
house in Southeastern M ichigan and 
N orthern  Ohio. T he engagem ent is 
to date from  A ugust 10. Mr. B arre tt 
was in Grand Rapids this week clos
ing arrangem ents and will return  
about A ugust 1 to get out his sam 
ples. H e enters upon his new rela
tions with much hope and courage.

F. E. H olt has sold the M ichigan 
Store and Office F ix ture  Co., 519 ana 
521 N orth O ttaw a avenue, to O scar 
L. Palm er, who will continue the 
business a t the same location.

T he J. B. Stone Co. has changed 
its name to the Clipper Belt Lacer 
Co. and increased its capital stock 
from $20,000 to $50,000.

T he W ill P. Canaan Co. has in
creased its capital stock from  $10,000 
to  $25,000.

The Grocery Market.
Sugar—T he situation is considera

bly unsettled. T he reduction of the 
duty is by no m eans impossible, and 
buyers will take things very coolly 
until that possibility is past. T he con
sumptive demand for sugar is good. 
All the refiners close down to-night 
for the rem ainder of the week. W hen 
they resum e operations M onday low
er prices are expected. T he esti
m ate of the' Cuban crop has been in 
creased 50,000 tons by some of the 
leading sugar men, who have set the 
to tal production for this season at 
1,850,000 tons. T he crop estim ates 
of both P orto  Rico and M auritius 
have also been increased. Louisiana 
crop prospects are reported as fairly 
good.

T ea—No m arked change in any of 
the lines of teas. All local buying 
seems to  be for imm ediate wants 
only. Japan reports active buying at 
about the prices of last year. Form o
sa and China teas are bringing steady 
prices. Ceylons and Indias continue 
firm, with steady demand.

Coffee—All grades of Rio and San
tos are in fair demand at prices that 
show no fluctuation fo r the week. 
Milds are in som ewhat sm aller de
m and than Brazils, but show some ac
tivity. Prices are unchanged. Java 
and Mocha are quiet at ruling prices.

Canned F ru its — Apples are dull 
and unchanged. T he prospects at the 
p resent tim e are said to be very fav
orable for a large pack of California 
fruit, and prices announced a few days 
ago are from  15@35c per dozen low
er than prices of 1911. A pricots and 
pears showing the g reatest decline, it 
is thought the pack of these two 
fruits will be unusually heavy. Pine
apple packing in Hawaii is said to 
have commenced the first of June. 
One firm expects to  put up 450,000 
cases and another 330,000 cases, but 
as yet no th ing definite has been re
ceived to  confirm these reports.

Canned V egetables—Stocks of to 
m atoes in w holesalers hands are 
small and they are not able to buy 
to replenish them  at prices much low
er than they have been selling to the 
retail trade. Prices on future tom a
toes are also higher than they were 
some time ago. Corn is unchanged. 
The outlook for peas is not very 
favorable at the p resent time, reports 
from  some of the largest pea pro
ducing states being to  the effect that 
crops are not a t all favorable. Spot 
peas in the low and medium grades 
are practically cleaned up.

Dried Fru its—Conditions a t the 
p resent time would indicate that 
there  will be a large carry-over of 
some varieties, which proves that 
the statem ent made by the dried fruit 
packers of California a t the opening 
of last season, stating  that the 1911 
pack would be the sm allest in years 
and th at there would not be suffi
cient stock to  fill all future orders 
were false. T he demand during the 
whole of 1911 and 1912 up until 
about sixty days ago was much 
sm aller than was figured on, which 
may be one of the reasons why there 
will be stock to carry  over.

Olives — R eports from  Seville, 
Spain, are to the effect that the con
tinued dry hot w eather has caused 
an unusually heavy drop from  the 
trees and prices on new goods are 
sure to be higher. Spot prices are 
low and the demand for both Queen 
and M anzanillas is reported as very 
good.

Syrusp and Molasses—No change in 
either glucose o r compound syrup. 
The demand for compound syrup is 
fair for the season. Sugar syrup is 
dull and unchanged, as is molasses.

Cheese—Arrivals show very fine 
quality and the outlook is steady and 
unchanged for the next few days. 
Part cream and skim cheese is scarce 
and m eets with ready sale from 2@ 
5c under the price of best full cream.

Rice— Prices on some varieties 
have been slightly  advanced. T he de
mand was very good during June, and 
it is expected that it will be fully as 
large during July.

Fish—Cod, hake and haddock are 
dull and unchanged in price. Spot 
salmon, especially Sockeye brands, 
are in good demand at unchanged 
prices. O ther salmon is unchanged 
and m oderately active. Im ported sar
dines are scarce and wanted. Prices 
show no change for the week. Do
m estic sardines are likewise unchang
ed and in fair request. T here has 
been no change in the situation in 
mackerel during the week, mainly be
cause there have been very few of
ferings. The Norw ay situation is 
still steady to  firm, stocks being con
centrated  in a few strong  hands. 
O ther m ackerel show no change.

Provisions—The m arket in smoked 
m eats is firm at unchanged prices. 
Pure lard and compound shows some 
increase in consum ption, but no 
change in price. Dried beef, barrel 
pork and canned m eats are all in fair 
consumptive demand at unchanged 
prices.

Fred L. Riechel, who succeeds 
C hristian Bertsch as the dom inant 
factor of the H erold-B ertsch Shoe 
Co., narrow ly missed being a m ulti
millionaire. Before engaging in ac
tive business in the m anufacturing 
line, he spent a year or two in E u
rope and while he was there Dr. 
W ellsbach came out w ith his new 
mantle, which has revolutionized the 
gas lighting business of the world 
and enabled it to  compete with elec
tric lights. But for this invention 
gas would probably have been super
seded by electricity a ltogether for 
lighting  purposes. Dr. W ellsbach was 
anxious to make a sale of his Am er
ican rights for $8,000 and Mr. Riechel 
debated long and earnestly  as to 
w hether he would make the invest
ment. U nfortunately  for him, he de
cided in the negative. T he W ellsbach 
business in this country is now w orth 
several million dollars and the profits 
are said to be from  $3,000,000 to 
$5,000,00 a year. All of this money, 
or at least a large portion of it, would 
have gone into the captious pocket- 
book of Mr. Riechel if he had en ter
ed into the arrangem ent which Mr. 
W ellsbach was inclined to urge upon 
him.

mailto:4.25@4.50
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H ighest Bank Clearings in Local 
Annals.

T he bank clearings have been 
show ing up very handsom ely thus 
far this year and, as the bank clear
ings are usually accepted as a fairly 
accurate index to  general business 
conditions, the steady gain as com
pared with last year ought to be tak 
en as a good sign. The m onthly 
clearings have been from 15 to z'o 
per cent, g reater than for the cor
responding m onths last year. F o r 
the first three m onths of the year the 
gain was som ething over 20 per cent, 
and for the second three m onths a 
little less than that, and for the six 
m onths it has been about 20 per 
cent., with a to tal of $79,979,466.43. 
This total, by the way, is the highest 
in local annals and, as a m atter of 
interest as showing the grow th of 
Grand Rapids as a banking center, it 
is m ore than double the clearings for 
the entire year in 1890. In  1890 the 
total clearings were $38,286,226.53, or 
just about what they are now for 
three m onths.

000 5 per cent, bonds from  a banking 
syndicate which took the entire is
sue, and then taking over and paying 
for the T ri-C ity L ight and Pow er and 
the O ttum w a Gas properties. A fter 
these transactions the United Light 
and Railways has about $750,000 cash 
on hand as w orking capital and for 
im provem ents and extensions, and 
Mr. H ulsw it shows his loyalty to 
Grand Rapids by carrying the bulk of 
this balance in the banks here. The 
company has been m aking a very 
handsom e show ing of earnings and 
the common stock m ay go on a div
idend basis before the end of the 
year.

The Grand Rapids National City 
has installed a new adding m achine 
upon which one man can do the work 
it used to take three men to  do, and 
with less effort. U nder the auspices 
of the American B ankers’ Associa
tion every S tate and National bank 
and tru st company in the country 
has been given a num ber and it is 
this system  th at makes the use of the 
new m achine possible. In  listing 
checks under the old system  it was 
necessary to w rite the name upon 
which the check is drawn, then that 
of the endorsing bank and finally the 
amount, with the am ounts totaled, 
and this was done by typew riter or 
longhand. On the new machine the 
num bers of the banks are given and 
then the amounts, and when the list 
is completed the am ounts are to ta l
ed. If the checks carry special in
structions these can be indicated by 
special keys and all in a single opera
tion. The machine is a wonderful 
piece of mechanism and is capable of 
several special stunts by a little 
shifting of a few bolts or bars. For 
ordinary purposes the addition is 
only up to one cent less than ten 
millions, but a shift key will throw  
the entire bank of num bers into use 
and make possible additions up to 
fifteen figures. The m achine cost 
som ething odver $600 and two m ore 
have been ordered.

The final details have been arrang
ed in the organization of the U nited 
L ight and Railways Company, of 
which Frank T. H ulsw it is President. 
The finishing touch was to  receive 
the proceeds from the sale of $4,375,-

Kelsey, Brew er & Co. have declar
ed operative their plan to put the 
gas and electric p roperties they con
trol into a holding com pany to be 
known as the A m erican Public U til
ities Company, w ith a present issue 
of $1,714,000 preferred and $2,400,000 
comm on stock and $739,999 collateral 
tru st bonds. A bout 90 per cent, of 
the securities of the subsiderary com
panies has been deposited and this is 
declared to be enough to  insure the 
success of the plan. The new securi
ties will be issued as soon as the nec
essary form alities can be observed. 
T he plan involves issuing $750,000 
new 6 per cent, cumulative preferred 
stock, in addition to th at which is 
needed to take up the  securities of 
the subsideraries. T he subscriptions to 
this new stock are bonused w ith 40 
per cent, comm on stock, and it is 
stated this issue was largely over
subscribed.

R um ors continue to circulate in re
gard to  a possible m erger of the 
Citizens and the Michigan State tele
phone companies, but as yet such 
reports have no tangible foundation 
o ther than the known friendliness 
that exists betw een the m anagem ents 
of the tw o corporations. In  the past 
year both companies have come to 
realize th a t there is no m oney in 
fighting, that co-operation is m ore 
profitable than th ro a t cutting  and 
they have been acting  accordingly, 
and to their m utual advantage. The 
M ichigan S tate is a subsiderary of the 
Am erican Telegraph and Telephone 
Com pany and the policy of the 
American is to elim inate com petition 
w herever and whenever possible, eith- 
er by purchase or by division of the 
te rrito ry  served. I t is no secret that 
the Am erican would like to  come to 
an understanding with the Citizens, 
either by purchase or by division of 
territo ry , and it is understood that 
tentative propositions have been ex
changed. N othing has yet been done, 
but it is entirely within the possi
bilities th at there m ay be action be-

2mEvery Six Months
Is what we pay at our office on the Bonds we sell.

$100.00 Bonds— 5%a Year
THE MICHIGAN TRUST CO.
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The Preferred Stock of Consumers Power Co.
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fore m any m onths th at will put an 
end to  the duplication of effort and 
investment in Grand Rapids and vi
cinity. T he double telephone system  
is a nuisance and it also represents 
waste, and the time will be welcom
ed when all subscribers can be reach
ed through one exchange. T he an
nual m eeting of the Citizens will be 
held in A ugust and it is stated the 
annual report will show the com
pany to be in the best financial con
dition in its history, w ith substan
tially increased earnings and a very 
satisfactory reduction in current lia
bilities. Following the annual m eet
ing it is possible that treasury  stock 
may be put at a premium, the receipts 
above par to go into the surplus ac
count. T he company has a substan
tial surplus, and pu tting  the stock 
at a premium would be m erely to 
make those who buy the stock now 
pay for it w hat it is w orth, instead 
of getting  in on the same basis as 
those who put in their m oney before 
a surplus existed.

G. R. E dison Co.
G. R. Gas L ig h t Co.
G. R. R ailw ay  Co. 
K alam azoo G as Co. 
Saginaw  C ity  G as Co. 

Ju ly  2, 1912.

1916 97 99
1915 100% 100%
1916 100 101
1920 95 100
1916 99

W hat Some Michigan Cities Are 
Doing.

W ritte n  fo r th e  T radesm an .
Owosso is tak ing steps tow ard in

dustrial and m oral im provem ents un
der direction of W m. McComb, of 
D etroit, the “comm ercial evangelist,” 
who has been w orking in Flint, L an
sing, A lpena and o ther cities.

A three foot vein of coal over 850 
acres in extent has been found two 
miles from  F lin t and underlying 
some of the richest farm ing land in 
Genesee county. T he m ining com
pany is spending $50,000 in sinking a 
shaft.

T he Saginaw Board of T rade has 
arranged for an excursion July 9 to 
Saginaw Bay and return. The loca
tion of the proposed w ater intake, five 
miles east of Linwood, will be vis
ited.

John L. Benjam in has been ad
vanced to the Cashiership of the 
Grand Rapids N ational City Bank to 
succeed H eber W . Curtis, who recent
ly resigned to become V ice-President 
of the Kent State. Mr. Benjam in has 
been connected with the Bank since 
1886 and for several years has been 
A ssistant Cashier. Fie is thoroughly 
capable and has the confidence of the 
patrons of the Bank and his ad
vancement will be regarded as well 
deserved and fitting.

The Preferred  Life Insurance Com
pany of America of this city has taken 
over the Finnish M utual Life A sso
ciation of Hancock and will establish 
a Finnish departm ent to  handle its 
Upper Peninsula business, with Chas. 
J. Toloen, form er Secretary of the 
Finnish company, as m anager. The 
company absorbed has about 400 
policy holders carrying insurance to 
the am ount of about $500,000.

Chas. W. Garfield, of the Grand 
Rapids Savings, has returned from  a 
two weeks’ trip in the East. He de
livered the comm encement day ad
dress at the M assachusetts A gri
cultural College at Am herst.

Q u ota tion s  on L o ca l S t o c k s

Am. Gas & Elec. Co., Com. 
Am. Gas & Elec. Co., Pfd. 
Am. L igh t & T rac. Co., Com. 
Can. P u g e t Sound Lbr.
C ities Service Co., Com.
Cities Service Co., n d .  
C itizens Telephone 
Comw’th  P r. Ry. & L t. Com. 
Comw’th  P r. Ry. & L t. Pfd. 
D ennis Salt & Lbr. Co.
Elec. Bond D eposit Pfd. 
F o u rth  N ationa l B ank  
F u rn itu re  C ity B rew ing  Co. 
Globe K n ittin g  W orks, Com. 
Globe K n ittin g  W orks, Pfd.
G. R. B rew ing Co.
G. R. N a t’l C ity B ank 
G. R. Savings B ank 
H olland-S t. Louis S ugar Com 
K en t S ta te  B ank 
M acey Co., Com.
Lincoln Gas & E lec Co. 
M acey Com pany, Pfd. 
M ichigan S ugar Co., Com. 
M ichigan S ta te  Tele. Co., Pfd. 
N ationa l G rocer Co., Pfd. 
O zark  P ow er & W ater , Com. 
Pacific Gas & Elec. Co., Com. 
Pacific G as & Elec. Co., Pfd. 
Peoples Savings B ank 
Tennessee Ry. L t. & P r ., Com, 
T ennessee Ry. L t. & P r., Pfd.

Bonds.
Jhattanooga  Gas Co. 1927
Denver Gas & Elec. Co. 1949 
flin t Gas Co. 1924

and  B on d s. 
Bid. Asked.

80 84
46% 47%

350 3532% 3
105 10888 90

97 98
63 64
91% 92
95 100
83 85200 203
60 75110 112%100 101200

175 180
185

• 10% 11
260200
40% 42
97 100
90 94100 101%
87% 91%
45 48
62 63
92 92%

250
. 23% 24%

77 78
. 70 71
. 85 90
. 75 80

95 97
95 97
96 97%

T he Grand H aven Board of T rade 
will probably be consolidated with 
the Grand H aven Commercial A sso
ciation and a paid secretary engaged, 

, giving his full time in direction of the 
work of building up a g reater Grand 
Haven.

Owosso held another commercial 
“revival” m eeting last week and sta rt
ed a cam paign for 300 new m em bers 
of the Ow osso Im provem ent A sso
ciation at $12 per year.

The B attle Creek Industrial A sso
ciation has introduced the plan of 
taking prom inent visitors, including 
guests a t the sanitarium , on sight
seeing autom obile trips about the 
city.

The new Grand T runk station at 
Ow osso will be completed by Oct. 1.

Owosso is m aking gains as a furni
ture m anufacturing town. The E stey 
M anufacturing Co. is building a new 
brick p lant and the W oodard  Furn i
ture Co. is building a large addition 
to  its factory.

Nels Johnson, the M anistee clock- 
m aker and genius, has presented the 
public schools of th at city w ith $1,000 
w orth of astronom ical instrum ents 
and books. Mr. Johnson’s life reads 
like a rom ance. H e was only a black
sm ith when he started  in business at 
Manistee, in 1861, a blacksm ith plus 
aspirations to make the m ost of him
self. He started  a small machine 
shop, but was an uncorpmon m achin
ist in th at he was bound to make his 
m achines perfect. H e took up the 
m aking of tow er clocks and labored 
assiduously in this direction also to 
make his clocks the best clocks in 
the world. He studied astronom y in 
order th at he m ight set the hands of 
his clocks by the stars and pinched 
and economized to buy the instru
m ents and books, which now in his 
old age he is presenting  to the city 
for the benefit of M anistee youth. The 
noble example left by this man at 
M anistee will endure long after g ran
ite m onum ents have crum bled into 
dust.

T he playgrounds of the city schools 
of Kalam azoo opened for the sum
m er June 26.

Owosso is considering the pur
chase of an incinerator for disposal 
of the city garbage.

T he city of F lin t is expending 
$400,000 for a w ater filtration plant 
and service mains to supply house
holds with pure w ater direct from  the 
faucets.

Pontiac’s new postoffice building 
has been completed and was occupied 
w ithout dedicatory ceremonies.

H oughton’s first playground will 
be form ally opened July 2 and a bo t
tle of pop, a bag of peanuts and a 
sack of hot buttered  popcorn will be 
furnished every child.

Bay City has enacted a curfew o r
dinance and firemen will ring the 
children to bed a t 9 o’clock.

A parade of boats on the river and 
an old-time log-rolling or “birling” 
contest will be features of the cele
bration July 4 a t M anistee.

M ayor Bell now announces to  citi
zens of Pt. H uron that, the chorina- 
tion system  having been in operation 
for a week and all mains thoroughly 
flushed, the city w ater is safe for 
drinking purposes. The city has been 
passing through a typhoid epidemic.

A recent census taken a t Battle 
Creek shows a population of 30,000 
and only th irty -e igh t vacant houses 
in the city.

The Novelty W orks at Manistee 
will resume operations this m onth 
under new m anagem ent. T he new 
firm is the Am erican W oodenw are 
Co., with $100,000 capital.

M ore than 10,000 acres in the vi
cinity of M enominee have been plant
ed to sugar beets. A good stand has 
been secured and the yield is esti
mated at 100,000 tons.

Paw Paw ’s canning factory will 
sta rt up July 8, running on raspber
ries and later on string  beans and to 
matoes.

L udington has carried a bond is
sue of $50,000 for pavem ents and 
sewers. Almond Griffen.

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

r ï j R ^ D ^ APID S^A V lN G S^ Â N p

Only bank on North side of Monroe street.

We recommend the purchase 
of the

P referred  S to c k  
of the

C ities Service 
Company

at prevailing low prices 

Kelsey, Brewer & Company
Investment Securities 

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

Kent State Bank
Main Office Fountain S t  

Facing Monroe
Grand Rapids, Mich.

Capital . . . .  $500,000 
Surplus and Profits - $300,000

Deposits
6 ^  M illion D ollars

HENRY IDEMA 
J . A. COVODE - 
H. W. CURTIS - -
A. H. BRANDT - 
CASPER BAARMAN

- President
Vice President 
Vice President 

- - Cashier
A ss't Cashier

3 &  %
Paid on  Certificates

You can transact your banking business 
with us easily by mail. Write as about it 
if interested.

Use
Tradesman Coupons

SURPLUS FUNDS
Individuals, firms and corporations having a large reserve, a 

surplus tem porarily idle or funds awaiting investm ent, in choos
ing a depository must consider first of all the safety of this money.

No bank, could be safer than  T h e Old National Bank of 
Grand Rapids, M ich., with its large resources, capital and 
surplus, its rigid government supervision and its conservative 
and able directorate and management.

The Savings Certificates of Deposit of th is bank form an ex 
ceedingly convenient and satisfactory method of investing your 
surplus. They are readily negotiable, being transferable by in
dorsement and earn interest a t the rate  of 3% % if left a year.

THE OLD NATIONAL BANK
G R A N D  RAPIDS, MICH.

N ew  N o . 177 M onroe A ve. ::: Old N o. 1 Canal St.

Place your Buy and Sell orders with

Citz. 1122 C. H. Corrigan & Company Bell M-229 

INVESTMENT SECURITIES
341-343 M ichigan T rust Building Grand Rapids, Mich.

They will be handled promptly and properly and only a 
commission charged you.
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D EV O TED  TO T H E  B E S T  IN T E R E S T S  
O F B U SIN ESS M EN.
P ublshed  W eekly  by

TRADESM AN COM PANY  
Grand Rapids, Mich.

Subscrip tion  P rice, 
do lla r pe r year, payable s tr ic tly  In advance.

advaru: dollars to r s lx  years, payable In
C anad ian  subscrip tions, $2.04 p e r y ea r 

payable  In advance. r  ’
Sam ple copies, 5 cen ts  each.
E x tra  copies of c u rren t issues, 5 cen ts: 

or issues a  m on th  o r m ore old, 10 cents- 
or issues a  y e a r  o r m ore old, 25 cents.
E n te red  a t  th e  G rand R apids Postofflce 
________ as  Second Class M atter.

E. A. STO W E, E dito r.

J u ly  3, 1912

The motto of the mail order house 
is every man for himself and the 
devil take the hindermost—and you 
bet the devil will. That spirit never 
fails to work; and the weak man, the 
unprotected man, the man alone—the 
man on the farm, at the end of the 
fact, when his farm market is gone, 
when his town is gone, when the 
spirit of selfishness and greed has 
left the country cold and hard and 
mean and neighborless—the farmer 
will be hindermost.—William Alden 
White.

PLANS FOR T H E  FOURTH .
In m any towns the Fourth  of July 

is a date for an annual gathering  of 
people from all the districts about, a 
day when the out-of-tow n custom er 
is the man to be catered to, or whose 
eye the m erchant wants to catch, with 
a view to future business.

In probably the g reat m ajority  of 
large towns the la tter is the chief con
sideration for the m erchant. The 
town celebrates by observing the day 
as a holiday and many of the stores 
are closed for m ost of the day.

I t is seldom, however, th at they 
are closed all day. T here is always a 
large proportion  of country trade in 
Michigan towns, and the people who 
come from the country like to kill 
two birds with one stone—to com 
bine business with pleasure.- T here
fore they expect to  have a chance to 
buy som ething besides red lemonade.

A t any rate, on the Fourth  of July 
or any o ther day that brings a crowd 
of out-of-tow n people in, or brings 
crowds from the town itself on the 
streets, the live m erchant is to  the 
front with schemes to get the public 
eye.

In the first place, for out-of-tow n 
trade, people who may drive many 
miles through the heat and dust.

Do you think you would appreciate 
a drink of cool w ater after hitting  the 
road for ten miles on a hot, dusty 
day? W ell, try  it on the country peo
ple on the Fourth . Tell them  by 
placard or otherw ise th at there will 
be free ice w ater on tap at your 
store for visitors.

A quarte r’s w orth of ice will make 
you m ore friends on a hot F ourth  
than any sim ilar sum you ever in
vested, especially with the women 
and the little  folks. T he men will 
appreciate it, also, but even if they 
did not strike it, the men can look

out for liquid refreshm ents better 
than the women can.

Don t hide the w ater away back in 
the store. H ave it up in fron t where 
they can see that it is not m erely a 
lure to get them  into the back part 
of a den. You know how suspicious 
country  people are. L et it be right 
a t the fron t and keep it neat, free 
from  sloppiness, for your own ac
count as well as for the people.

If you can afford lem onade—well, 
think it over. I t  tastes b e tte r than 
plain water, you know, but it also 
costs. M ight offer it to  custom ers.

If there  is any way to  do it, have 
the street in fron t of your store well 
sprinkled the evening before. If  you 
possibly can, induce your neighbor
ing m erchants to do the same. If they 
can’t see it, then turn  your hose 
over the line their way anyhow (if 
you have to  use a hose) and wet the 
vicinity down a little on general p rin 
ciples. I f  your store is the center 
of the damp, cool spot, you will get 
credit for the job.

H ere are some plans for F ourth  of 
Ju ly  publicity th a t are offered for 
your selection:

Send up small daylight balloons 
every hour with tim e fuses that will 
release bunches of red and blue prin t
ed circulars.

On one or m ore of the ciculars 
w rite an offer to give a balloon just 
like it to the boy or girl who brings 
it back to  the store, of course an
nouncing in advance th at there will 
be such a circular am ong the bunch 
that goes up.

Send up others that are suited to 
long trips and offer a pair of shoes 
to the patrons bringing in the ring 
which they can prove to have 
been found the g reatest distance from 
town (all of the small balloons are 
made w ith a ring a t the bottom , and 
when the fireball inside burns out the 
balloon falls, o r takes fire and the 
ring falls).

In anticipation, get your local pa
per to loosen up and prin t a special 
issue, in red and blue, or a t least 
red, and get your fellow m erchants 
to use enough space to help him out 
on expenses. Do not forget th at the 
publishing business is one of small 
profits in these days, and th at special 
work costs the new spaper m an good, 
hard money.

T o help get up a Fourth  of July 
fund give a small per cent, of the 
sales, on some particular date, for the 
fund.

In  connection w ith this percentage 
scheme, if you keep open on the 
Fourth  and expect to do a big busi
ness, cheer up your clerks by giving 
them  a small per cent, also, as a bonus 
for ex tra  w ork and extra good work.

Offer prizes to the family coming 
to town from the greatest distance. 
Offer a num ber of them , first, sec
ond, third, etc., for you can use the 
announcem ent of their names later 
in your local papers with good effect, 
as show ing the scope of your trade 
with farm  people.

H ave some little  souvenir in the 
store for free distribution. Make it 
w hat you like, only som ething ap
propriate  to  the occasion, such as a 
toy balloon or a pack of fire crackers

to any child that comes to the store, 
accompanied by its parents. If  you 
do not know the parties, there is 
your chance to get acquainted by 
asking the little folks their names 
and complimenting the parents—you 
know how to accomplish this elemen
tary  trick—you would not be worth 
calling a m erchant if you did not use 
such standard levers with which to 
pry prejudice round in your favor.

“Scrape an acquaintance” with all 
the people who come, for whatever 
purpose. The transient trade can nev
er be depended upon to keep a store 
running in a small town. I t may in 
a city, but not in the small town.

If there is a parade, take part in it.
If  you go at the m atter in earnest 

to get all the advantage possible from 
the presence of many hundreds of 
people in your town, you will be 
tired but sober on the fifth of J u l y -  
m ighty tired, but you ought to be 
happy nevertheless. I t  will be a big, 
hard, strenuous day’s work for you, 
and the same for your clerks. T hat 
is a first class reason for allowing 
them  to share in the profits that day, 
by some kind of extra money, either 
a percentage or a stated sum each.

I t  does not pay to work a willing 
force half to death on some big day, 
and to  make them remember the oc
casion with dread, rem embering also 
that their pay was ju st the same little 
old daily dot. Let them  in on the 
good things and they will be stimu
lated to help you make such an oc
casion a genuine red letter day for 
the store, in all particulars.

A good deal of sym pathy must be 
felt for Senator La Follette and his 
immediate followers, the latter days 
of the Chicago convention and since 
taken into account. La Follette has 
been fighting the progressive battle 
for a long time, and has fought it 
faithfully, efficiently and consistent
ly. W hatever anybody may think 
about him, or his ideas, the fact re
mains that m ore credit in the pro
gressive cause belongs to  him than 
to any o ther one man. He fought its 
battles when it took not only cour
age but originality. He nearly wore 
himself out m aking speeches explain
ing and advocating the cause. I t  oft
en happens th at men reap where oth
ers sow. Roosevelt put himself in 
the center of the stage and did the 
spectacular, which ought not to be 
perm itted to  detract from  any credit 
which really belongs to Senator La 
Follette.

Certainly the Baltimore conven
tion was unanim ous on one point 
and that was its kick over the a tti
tude of B altim ore hotelkeepers .To 
begin with, the city is badly laid out 
for a convention, because the impor
tan t hotels are widely scattered, so 
that the delegates found it hard to 
get from one to the other. Then 
rates on room s were jumped from $3 
to $20 a day and o ther things in pro
portion. A small steak cost $1, cof
fee 15 cents a cup, and, w orst of all, 
a highball set the buyer back 40 
cents. I t  looks as though Baltimore 
fears it will never get another con
vention and was getting  everything 
possible of this.

PLEASING  PROSPECT. 
A fter m ore than a week of stren

uous effort the D em ocrats have 
nom inated G overnor W oodrow  Wil
son as their candidate fo r the pres
idency. This m ust be regarded as a 
good nom ination, probably the best 
that the Dem ocracy could make. Gov
ernor W ilson is w hat is known as a 
Progressive. Judging  from  his rec- 
ord as G overnor of New Jersey  he 
seems to  be a Progressive of a sane 
type and mot of the sm asher order 
If elected, it is very likely the Gov
ernm ent will be safe in his hands, but 
when the possibilities of his election 
are considered, it is som ewhat diffi
cult to figure out w here he will g0 
for his cabinet advisors. T he De
m ocracy has been out of pow er and 
office for a long tim e and so per
sistent have been those who have held 
the leadership in chasing after strange 
gods that little  is left in the party 
of the good old-fashioned followers 
of the Jacksonian faith. But figuring 
on cabinets a t this stage of the game 
is distinctly prem ature. President 
T aft has to be reckoned with and 
Colonel Roosevelt m ay have a few 
words to say before the tim e for cab
inet m aking comes and one or the 
other of them  may relieve the coun
try  of any anxiety as to what Gov
ernor W ilson m ay do.

Now that the D em ocrats have nam
ed their candidate, we have only to 
hear from  R oosevelt and the quad
rennial country saving performance 
will be on. So far as W ilson and 
T aft are concerned the campaign 
ought to be mild m annered and de
cent. Even though he be a Progres-. 
sive, W ilson has never shown him
self the irreconcilable foe of sound 
business and general prosperity. Taft 
is classed as a conservative, but it 
would not be difficult to  prove by 
the records of his adm inistration that 
he is progressive enough to  make 
trouble for certain classes and inter
ests. I t  is certain th a t the issue be
tween T aft and W ilson will not be 
so sharply draw n th a t the country 
will be throw n into any great excite
m ent of turm oil. In  1896 and again 
in 1900 we had the financial issue to 
disturb and demoralize, and then we 
had finances and the tariff and there 
was more disturbance. T his year 
there seems to  be no sharply drawn 
dividing line and th is will make it 
lots easier for those of us who pre
fer to earn an honest living in tne 
usual ways of com m erce o r indus
try. The cam paign will last four 
m onths, and from  present prospects 
there seems little  reason  for worry 
as to the u ltim ate outcome. W hen 
the cam paigning gets fairly under 
way there ought to  be enongh do
ing to keep us interested, but there 
is nothing in the im m ediate prospect 
to  w arrant taking a vacation from the 
ordinary vocations of life. I t  may be 
different, of course, should Roosevelt 
get into the game, but it is doubtful 
if even Roosevelt could m ake many 
good citizens of this country forget 
the im portant duty of earning an hon
est living. T he country  is to be con
gratu lated  upon the pleasing pros
pect of a quiet cam paign season and 
with little disturbance to  business.
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M EN OF MARK.

G. L. Daane, Cashier Michigan E x
change Private Bank.

D espite the fact that in some quar
ters business success is deemed in
compatible with the  proper develop
m ent of the finer m oral and intellec
tual qualities, all branches of business 
afford indubitable proof that the fin
est type of m anhood is found among 
the leaders in commercial life. True 
it is th at in the rapid progress of in
dustry in late years the proper bal
ance between the m oral and the m a
terial apparently  has not always been 
maintained. But overwhelm ing evi
dence is available to show th at m en’s 
ideals to-day are the highest and no
blest in human history. W hatever 
m isconception obtains upon this point 
is due to incapacity to com prehend 
the principles and m ethods by which 
advancem ent th at is w orth while is 
obtained.

This great, new rich country has 
developed so rapidly and in so many 
directions th at no one has been able 
to foresee w hat even the immediate 
future would bring forth. Every
body knows that this g reat expansion 
has been made possible by American 
enterprise and energy; but few have 
realized or have attem pted  to dis
cover the basic principles on which 
continuous perm anent prosperity  and 
advancem ent are dependent. Ind i
vidual initiative doubtless has been a 
potent factor and in pioneer work it 
is indispensable. But when business 
becomes complex, as it is to-day, the 
interest of one is the in terest of all 
and the individual m ust join w ith his 
fellows and work in the common 
cause. In obedience to this principle 
the business men are organized and 
are as a unit w orking out the prob
lems of all. W ith  organization comes 
the demand for leadership and every
one, even the g reatest optim ist, 
knows that the situation in the com
mercial world of to-day is such that 
it demands the best leaders available, 
for recent years have been so crowd
ed with m omentous events in finance 
and trade that the w orld’s attention 
is focused upon the captains who are 
at the head of the g reat commercial 
armies.

T he banking business has dem on
strated  tim es w ithout num ber that 
am ong its leaders are men of splen
did ability, capable of rising to the 
needs of the m ost m om entous occa
sion and who possess all the quali
ties essential to leadership of a great 
business in a g reat cause.

Gilbert Leonard Daane was born 
in Grand Rapids, May 30, 1886, be
ing a second child in a family of 
four. H is father is H ubert Daane, 
senior m em ber of the firm of Daane 
& W itters. Gilbert attended public 
schools up to  the tw elfth grade, when 
he entered the Grand Rapids Busi
ness College for a year, taking both 
the book-keeping and stenographic 
courses. H e then entered the em
ploy of T. O. T racy  & Co., dealers 
in dental supplies, with whom he re
mained a year in the capacity of 
book-keeper and correspondent. He 
then attended the Michigan A gri
cultural College a year to  complete

the English course he had started  in 
his high school work. H e then en
tered the employ of the Commercial 
Savings Bank as general book-keeper 
and one year later was prom oted to 
the position of A ssistant M anager 
_>f the South End branch of that 
bank. H e filled this position five 
years w ith satisfaction to  him self and 
the custom ers of the Bank. A little 
over a year ago he was offered the 
position of Cashier of the newly-or
ganized M ichigan E xchange Private 
Bank, w ith which institu tion  he has 
made a m ost enviable record.

Mr. Daane was m arried June 15, 
1909, to  Miss Mamie Blocksma. They 
reside in their own home at 793 M or
ris avenue and have a boy 14 m onths 
old.

Mr. Daane is not a m em ber of any

m aker’s. I t  will bring you down so 
your wife will love you some again.”

Some weeks after, Silverstein and 
Goldstein m et again, Goldstein sev
eral pounds heavier than a t the last 
meeting.

“Did you get them  elastics?” asked 
Silverstein. “Sure,” replied his friend. 
“But, them  is no good.”

“W hat did you do mit him?” asked 
Silverstein.

“I hung him on the back of my 
closet door, ju st like the paper in the 
box said,” replied Goldstein.

“But did you use him?” asked Sil
verstein.

“Use him,” said Goldstein, “use 
him; do you have to  use him?”

It is never too late to learn what 
it is always necessary to  know ; it is

G. L. Daane

fraternal or secret society. He has 
long been a m em ber of the Christian 
Reformed church, on LaG rave ave
nue, and is a t p resent T reasurer or 
the Sunday school. H e is very fond

no shame to  learn so long as we are 
ignorant—th at is to  say, as long as we 
live.

B R O O M S
J. V A N  DUREN & CO.

Manufacturers of
H igh and Medium Grade Broom s 

Mill Brooms a Specialty 
653-661 N . Front St. G rand Rapids, M ich.

The Diamond 
natch Company

P R I C E  L I S T
B IR D ’S-EYE.

Saftey Heads. Protected Tips.
5 size—5 boxes In package, 20 packages In case

per case 20 gr. lots ........................  «3.85
Lesser quantities .........................................! 98.50

BLACK DIAM OND.8 ■!«—5 boxes In package, 20 packages in case
per case 20 gr. lots ..........................  «3.3«

Lesser quantities ............................................|8.50

B U L L ’S-EYE.1 Blf e—ld .bo*®8 In package, 36 packages (360
boxes) In 2% gr. case, per case 20 gr. lot 88.35 

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

SW IFT  & COURTNEY.
5 size—Black and white heads, double dip 12 

boxes in package, 12 packages (144 boxes)’in 5
gross case, per case 20 gr. lots ............ $3.75

Lesser quantities ............................................. |4.00

BARBER’S RED DIAM OND.
2 size—In slide box, 1 doz boxes in package, 144

boxes In 2 gr. esse, per case in 20 gr. lots 51.60 
Lesser quantities ............................................81.70

BLACK A N D  W H ITE.2 size—1 doz. boxes In package. 12 packages to
*  gr. case, per case in 20 gr. lots ___$1.80

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

T H E  GROCER’S MATCH.2 size—Grocers 6 gr. 8 boxes In package, 54 pack- 
ages In 6 gr. ease, per case in 20 gr. lots 55.00

Lesser quantities ..........................................16.25
Grocers 4 1-6 gr. 3 box package, 100 packages in 

4 1-8 gr. case, per case in 20 gr. lots.. .83.60 
Lesser quantities ............................... |3 66

ANCHOR PARLOR M ATCHES.
2 size In slide box, 1 doz in package. 144 boxes

in two gross case in 20 gr. lots ___ 81 40
Lesser quantities ............................... !!|L60

BEST A N D  CH EAPEST  
PARLOR MATCHES.2 sllde box> 1 doz- ln Package, 144 boxesIn 2 gr. case, in 20 gr. lots .................51.60

Lesser quantities ..................................«
3 s ize -in  slide box, 1 doz ln package, 144* boxes

in 3 gr. case, in 20 gr. lots................  $2.40
Lesser quantities .................................. $2.66

SEARCH-LIGHT PARLOR MATCH
5 size In slide box, 1 doz in package, 12 pack-

ages in 5 gr. case, in 20 gr. lots........... 54.25
Lesser quantities .................................. |4.50

UNCLE SAM.2 size—Parlor Matches, handsome box and pack
age; red, white and blue heads, 3 boxes in 
flat packages, 100 packages(300 boxes)in 4 1-6
gr. case, per case ln 20 gr. lots.........  88.86

Lesser quantities .............................................83.60

SAFETY MATCHES.
Light only on box.

Red Top Safety—0 size—1 doz. boxes ln package 
60 packages (720 boxes) ln 5 gr. case per
case in 20 gr. lots ..............................  $250

Lesser quantities .............................................¡ s !75
Aluminum Safety, Aluminum Size—1 doz. boxes

ln package, 60 packages (720 boxes) ln 5
gr. case, per case in 20 gr. l o t s ..........81.90

Lesser quantities .......................................  IS 00

of his home and has as yet developed 
but one hobby—the autom obile— 
which 'he indulges to  his h eart’s con
tent.

W ith num erous friends and helpful 
relatives, w ith a happy home and an 
established place in the business 
world, Mr. Daane has every reason 
to feel gratified on the success he has 
achieved and to look forw ard to the 
future w ith com placent satisfaction.

You Have T o Use It.
Mr. Goldstein was getting  stout. 

Mr. Silverstein was consulted.
“You m ust get for yourself,” said 

he, “vun of those stretching exercis
ers, w hat is being sold at Mr. W ana-

M A C A U LEY  SA ID
Those inventions which have abridged distance 
have done the most for civilization.

U S E  T H E  B E L L
And patronize the service that has done most to 
abridge distance.

A T  ONCE
Your personality is miles away.

Every Bell Telephone is
a long distance station.
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M ic h ig a n  R e ta il H a rd w a re  A sso c ia t io n .
P resid en t—C harles H. Miller, F lin t 

c V ie e -P re s id e n t - F .  a . Rechlin, B ay

S ecre ta ry—A rth u r J . Scott, M arine City. 
T rea su re r—W illiam  Moore, D etroit.

Reflection of a Merchant W ho Mad«.
Good.

W ritten  for th e  T radesm an.
He stood gazing across the street 

a t his rival’s place of business as I 
entered. I t was a broiling hot day 
and the cool atm osphere of the clean, 
inviting store was a decided relief.

W e strolled back to the desk and 
from the way Griggs chuckled to 
himself I knew som ething had made 
a hit with him.

“I see the chap over the way has 
not changed that window displav for 
over a m onth and still he is one of 
those who comes around w hining 
about trade being off color.

“This thing of being timely is cer
tainly w orth considering. Now there 
is Blank & Co., the wholesalers I 
buy of. They have put into practice 
a m onthly bulletin and special sales 
event which has certainly made good 
with me. T hey have taken the bull 
by the horns and each m onth, fully 
four weeks in advance of the selling 
season, they tell in this little bulle
tin just what is the proper line to 
push.

“Take this hot wreather, for in
stance, they have pushed on ham 
mocks, certain garden tools and sun 
shades. F ly paper and screens, in 
fact, a full line of the sum m er sell
ers, have been suggested, and also 
hints for newspaper advertisem ents 
and window trim m ing are given. To 
back up their suggestions they have 
offered a special line of sum m er sell
ers which I can sell as leaders. The 
price is right and I can make a flyer 
at a bargain and still make a good 
profit.

“It is this spirit of actual co-opera
tion I like. I hate to  do business 
with a house that sends around a fly 
drum m er whose only object in life 
seems to  be to load me to the guards 
and then leave me to fight out the 
battle myself.

“ I started out green in the m er
cantile business and I had a m ighty 
hard row to hoe. If it hadn’t been 
for the kindly courtesies of a certain 
wholesaler I guess I w ouldn’t  be 
here to-day to tell about it.

“But I determ ined when I started 
to handle this thing in the right way. 
My initial capital was small and I 
had to  figure p re tty  close, and 1 
guess of all the clerks and salespeo 
pie I ever had I will have to  take off 
my hat to the wife. She helped in 
those days and her sunny smile and 
winning way, her ready sym pathy

and attention  to the little  details 
made a host of friends and a clerk 
like her was certainly a jewel.

C ustom ers who came in with a 
com plaint or kick always had a good 
reception. I had to make some sac
rifices and the smiles came hard, oft
en when custom ers seemed unrea
sonable, but it was all in the day’s 
game. I was out after the people’s 
money and I had to satisfy the public 
or get out. So I ju st made the best 
of everything and I guess people ap
preciated it, for trade is p re tty  good 
now.”

Griggs had to leave ju st then to 
settle some question which had arisen 
between a fat lady and the clerk at 
the dress goods counter, for Griggs 
lan  a large general store where you 
could procure m ost everything. Look
ing over his varied assortm ents sug
gested a question:

“W hat do you do about this mail 
order bug-a-boo?” I asked as he re 
turned and handed me a cigar.

Griggs smiled and taking me by the 
arm  led me tow ard the center front 
aisle. “Now, here is where I have 
m y anti-m ail order k indergarten ,” he 
smiled, waving his hand. R ight ovei 
the center aisle he had erected a 
curved arch, covered w ith colored 
bunting, and in this were placed a 
num ber of m etal hooks. H ung on 
these hooks were various articles, be
neath each was a large red tag, 
and printed in bold type were the 
words, “Mail O rder Price 65c; 
G riggs’ Price 50c—H ere’s G riggs’ 
Quality and H ere’s the O t h e r -  
Judge for Y ourself.” H e had actually 
sent for various mail order articles, 
inferior in m ost cases to1, the quality 
he sold and had placed his goods 
right alongside the others. Mail or
der prices were figured w ith postage, 
freight, etc., and in every instance 
G riggs’ price was better. I t  was an ob
ject lesson a 10-year-old could readi
ly understand and appreciate to  the 
utm ost.

“You see,” explained Griggs, “I 
was bothered for a long time by 
folks who would drop in and make 
some rem ark about getting  som e
thing from a catalogue a t 5 cents to 
$5 less than  my prices. I t  got under 
my hide, it was no trick to  handle 
local com petition by regular tactics, 
but these catalogue fellows seemed to 
have the upper hand. T hen one day 
a friend of my wife’s ordered a pair 
of lace curtains at a very fair price, 
apparently. T hose curtains would 
never have found a place in my stock 
a t any price. I t  opened my eyes to 
what these companies were offering 
and I quietly m ade up my mind that 
I would go ahead and get some of

the junk and make some compari
sons of my own.

“I t  did not take long to see that I 
was offering a heap better values 
than these other folks, so in order to 
prove the facts, beyond question, I 
figured out the plan as you see it.”

“How has it worked?” I queried.
“W orked? W hy, I secure busi

ness every day which was going out 
of town. In  addition to the object 
lesson I have shown you I advertise 
th at if I haven’t the article wanted in 
stock I will get it and at the price 
equal to any other.” Griggs pointeo 
and, sure enough, up in front of the 
door was a big sign painted in bolo 
le tters : “If Not in Stock W e Will 
Get I t  F o r You Quick— Price as Low 
as Any—Quality Guaranteed.

“You see,” continued Griggs as

we sauntered up by the entrance, “I 
carry a big stock; I aim to have all 
the regular wants on hand, but, na t
urally, there are a lot of item s cus
tom ers come in for which I do not 
stock as a regular thing. But I have 
impressed on the m inds of everyone

t

Established in 1873

BEST EQUIPPED FIRM IN THE STATE

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

Galvanized Iron Work
T H E  W EA TH ERLY  CO.

18 Pearl S treet Grand Rapids, Mich.

F oster, S teven s & C o.
Wholesale Hardware

10 and 12 Monroe St. :: 31-33-35-37 Louis St.

Grand Rapids, Mich.

H ow  is your stock of

REACH 
BASE BALL 

GOODS
Send us

your rush orders

Michigan Hardware Company
Exclusively Wholesale

Ionia Ave. and Island St. GRAND RAPIDS, MICH.

4 *
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that they can get anything of me, 1 
don t care w hether it is a piano or a 
lawn mower, a fine rug or a certain 
sort of paint, ju st come in and it will 
be here in short order. And, do you 
know, on stock in which I have never 
invested a penny until the dem and 
came—in o ther words, acting purely 
on a commission basis as a m iddle
man—I figure my profits and sales 
on articles supplied in this way are a 
m ighty big th ing  with me.”

Griggs had made a success of his 
business. T here  was no question 
about it. H e had no m ore tim e to 
talk  to  me then, but as he bade me 
good bye to wait on a m an who was 
looking for a disk harrow , his pleas
ant way and bright smile lingered 
with me and, as I glanced over the 
well arranged stock, the neat clerks 
and noted the general attractiveness 
of the store, I felt that he deserved 
his success, although he had only 
carried out a policy which could be 
done by any m erchant of initiative 
and determ ination.

H ugh King H arris.

I s  T h e re  a  G re a t C om m on  D an g er?
More and m ore plainly the fact 

dawns upon our mind th a t the sys
tem of centralized distribution now 
gaining a strong  hold on the people 
is a menace to the institutions of our 
common country, and a system 
fraught with danger to  our very lib
erties. W e have seen a light; we 
have been converted. H eretofore we 
have looked upon the g reat catalogue 
houses as agencies filling a certain 
w ant; but th at theory  will not stand 
an im partial and intelligent investiga
tion. Suppose this idea is carried 
out to  the lim it and that the cata- 
’ogue concerns absorb all the busi
ness of the country. W hat then?

W e will tell you “w hat then,” ac
cording to  our lights. Say that the 
catalogue concerns have supplanted 
the local distributaries, what follows? 
Is it to  be supposed that they will 
rest content with one-half of the 
country’s business? Not much. The 
selling of everything will be only one 
function of the g reat centralized sys
tem of d istribution; next will come 
the buying of everything and with the 
selling of all articles of comm erce In 
the hands of the few and the buying 
of all products in the hands of those 
same few, where are we, the common 
run of the people, to  find a place in 
which to exercise our powers as in
dividuals; and w hat is to become of 
the freedom and liberties our farm er 
friends now enjoy under a widely 
spread competitive system ?

T his is no time or place for fault 
finding, neither are we in the busi

ness of finding fault. W e have all 
a long gone on the theory  th at the 
m an who earns his m oney has the 
right to  spend it where he wills, and 
we still believe in th a t theory, with 
certain restriction  and modifications, 
but the question of buying where one 
wills has som ething involved beside 
the m ere question of right. T here is 
the future to think of. Are we as a 
com m unity going to aid a few men 
to get so rich th at soon they will 
contro l all the nation’s resources as 
they are m anufactured and are taken 
from  the ground and from  the farm 
yard?

T he Future Danger.
T his is not a question for the day 

nor the hour, but a question riiat has 
to deal w ith future. I t  is not a prop
osition based on sentim ent, although 
sentim ent should play an im portant 
part, but a .proposition based on the 
individual future welfare. If the 
present tendency rem ains unchecked 
the U nited S tates of the future will 
comprise a few extrem ely rich men, 
who will m anufacture, buy and dis
tribute, and m illions upon m illions of 
ordinary men, wholly dependent upon 
these few m anufacturers, buyers and 
distributors.

T he greatest good for the g reatest 
num ber is the underlying principle 
th at should guide men and govern
m ents in their attitude tow ard all 
public questions. The few, the class
es, should be ignored and forgotten  
because that is the natural law. I t  is 
the natural law th at no one man or 
set of men, or one com m unity or set 
of communities, should stand in the 
way of any m ovem ent th at gives 
prom ise of betterm ent to the general 
run of m an or the general run of 
communities. W e have come to look 
upon this natural law as God given, 
therefore ju st and right. Now if the 
increased pow er of the catalogue 
houses will mean a g reater good to 
the g reatest num ber, let us welcome 
that increased catalogue house power 
and the few of us who m ay be se
riously affected seek in o ther lines of 
hum an endeavor the success we hope 
to attain.

But w hat may seem a present ad
vantage to  the g reatest num ber gives 
prom ise of actual disaster to the 
g reatest number.

T he Problem  of D istribution.
W e all of us know how the m oney 

pow er has taken a firm grip on this 
nation and all the nations of the 
world, how it only rem ains for the 
kindred spirits of th at m oney power 
to secure a grip on the m aterial 
wealth of this nation and all other 
nations. W ith  a few m en selling al

m ost all the m anufactured products, 
how long would it be before a few 
men would be buying all the p rod
ucts of the farm ?

T his question of distribution is the 
g reatest question before the Am eri
can people. All o ther questions 
dwarf into insignificance if the fears 
we now entertain  are well grounded.

L et us think, men, and think hard. 
L et us wipe out all sentim ent with 
reference to  local associations and 
look this proposition squarely in the 
face.

Let us consider the question in this 
way: W ill it be best fo r me and my 
children to  m aintain the p resent com
petitive system, or will it be best to 
gradually adopt the socialistic doc
trine of a centralized system  of distri
bution? W ill it be best to have keen, 
progressive local business interested, 
buying and selling farm  products, or 
will it be best to have great centers 
where the buying and selling of farm 
products will be carried on?

T his question of catalogue house 
system  of distribution has gotten  be
yond the local m erchants. I t  is not 
his in terests th at are to  be consider
ed, but the in terests of posterity ; the 
in terests of the m any th at now exist.

Com munity Duty.
True, there is a duty men owe to 

their com m unities, as such because 
the lives of all are interw oven—no 
man in a comm unity lives unto him
self alone, and when local institu
tions of business flourish all feel the 
beneficial effects. T here are the 
schools to build and support, the 
roads to  m aintain, and last but not 
least, there stretches forth  in times 
of d isaster or distress the helping 
hand of the local business man, who 
looks upon you as his neighbor. He 
is ever ready to aid in a w orthy 
cause and ever ready to sym pathize 
in hours of sadness. He does noi 
buy property  every year or two, val
ued into the millions. He is one ot 
the cogs in a useful piece of m achin
ery, fitting in w ith you and me as 
the o ther necessary cogs.

Gentlemen, all we are called upon 
to conserve is the best in terests of 
our nation. I t  is our bounden duty to 
give the problem  before us our very 
best thought. T his problem  m ust not 
be looked at from  a selfish viewpoint, 
but from the broad and public-spirit
ed view point of the g reatest good to 
our common country.

T he m erchants all over the land 
purpose to com bat the p resent ten
dency of centralization. If in the 
right and if their efforts are well di
rected, they shall succeed. If in the 
wrong, no harm  will come of their

efforts and the efforts of their friends 
in the country, for w hether righ t or 
wrong, a closer bond of sym pathy 
will have become established between 
man and man.

But they are not in the wrong. T he 
d istant thunders proclaim  the fulfill
ing of our prophesies, while the days 
that have come and gone unerringly 
point to the disaster that is bound 
to  overtake us as a people.

H. G. Kruse.

Confidence is the opposite of fear; 
and to  succeed one m ust acquire the 
one and banish the other, or his 
chances are about equal to that of 
a snowball in a place conducted by 
M ephistopheles.

SUNBEAM
Trunks, Bags 

Harness, W hips 
Collars

The world’s best values—set in touch. 
Catalogs on request.

Brown &Sehler Co.
Grand Rapids, Mich.

Michigan T oy  Company 
Grand Rapids, Mich.

Makers of
High Grade Wheel and Aeroplane Goods

TRADE WINWER8
Pop Corn Poppers, 
Peanut Roasters and 
Combination Machines.

Many Style*. 
Satisfaction Oaaranteed. 

Send for Catalog. 
(INGERY MFG. CO., 420-426 E. Pearl StuCIncInnathQ,

ELEVATORS
Hand and Power 
For All Purposes

Also Dumbwaiters 
Sidewalk Hoists

State your requirements, giv
ing capacity, size of platform, 
lift, etc., and we will name a 
money saving price on your 
exact needs.

Sidney Elevator Mfg. Co. :: Sidney, Ohio

No other ammunition ever gained greater popularity. Our sales have increased in leaps and bounds. You should be getting your share of this trade. 
Write for catalog, prices and co-operative selling plan. Do this today. ROBIN HOOD AM M UNITION CO., Bee Street, Swanton, Vt.
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Last Season For the Old Style Berry 
Box.

W ritte n  to r  th e  T radesm an .
T his is the last season for the old 

style berry  box with the high bottom . 
The last Legislature decreed its re
tirem ent from active service, and it is 
up to the fruit package m akers to find 
som ething else that will serve as 
well, cost no m ore and m eet the re
quirem ents of the law. The old box 
is supposed to hold a quart, but the 
quart is wet m easure and the average 
householder who buys a box of ber
ries is usually under the impression 
that it leaks. The new box will be 
dry m easure and it will be larger, 
which will not be bad news for those 
who are consum ers and m ust pay the 
price. The m anufacturers were given 
until 1913 to clean up their old stock 
tnd to equip them selves for m aking 
the new style. In  their operations 
this year they are keeping a close 
eye on the demand, so as not to have 
a surplus at the end of the season 
to die on their hands.

W ho invented or discovered the 
M ichigan berry  box is not a m atter of 
record. I t has been in use many 
years. I t  is made of thin cut bass 
wood veneer and as it comes from 
the factory it may be already made 
up or in cut and creased strips ready 
for the buyer to put together. I t  is 
made of two strips of veneer, one for 
the outer sides, the o ther to  fold and 
slip down to make the bottom . A 
few m otions by deft fingers and a 
couple of wire rivets properly placed 
put the box together. T he boxes set 
up ready for use cost the berry grow 
er $5 a thousand, or half a cent 
apiece. A single box does not am ount 
to much, but millions of them  are 
used annually in this country and, as 
a rule, they are used but once and 
then throw n away and what they cost 
is added to the high cost of living. 
The berry  boxes used once and 
throw n away in this m arket alone 
am ounts to between $5,000 and $10,- 
000 a year, and Grand Rapids is only 
one place on the map. Added to  the 
cost of the box is the price of the 
berry  crate, five or six cents more, 
and this brings the total w aste con
siderably higher.

W hat the new package for berries 
will be, except th at it will be dry 
m easure and larger, has not yet been 
determined, but there are several 
styles to choose from. The style 
th at seems to be m ost favored is the 
box used in Delaware, E astern  T en
nessee and in some o ther localities. 
I h i s  box is basket shape, made of 
two strips of veneer crossed and with 
the ends turned up and the upper 
edges bound. T his package not only

holds a full dry m easure quart as the 
law prescribes, but it looks big and 
the looks is quite as im portant as the 
fact itself when it comes to  dealing 
with the ultim ate consumer. Filled 
with fruit it has a handsom e appear
ance, and there is no false bottom  to 
give the buyer the impression that he 
is paying for a lot of atm osphere. 
The M issouri box is made som ething 
like the Michigan box, instead of be
ing square it is oblong and high. It 
may m eet the requirem ents of the 
Michigan law as to capacity but it is 
not a popular box with the consum er 
and the trade is not fond of it.

T he philosophy of the false bottom  
in the Michigan box is that when 
crated there is an air ^pace to  pre
vent crushing when one box is plac
ed above ano ther and to perm it of 
ventilation. W ith  the Delaware box 
it will not be possible to pile one box 
on another, but crushing is guarded 
against and ventilation provided by 
pu tting  slats between the upper and 
lower tie r in the crate. I t  is claim
ed by the dealers th at the Delaware 
package travels b e tte r than the Mich
igan. I t  is also claimed that with the 
Delaware basket box the Michigan 
berry will have a much wider m arket 
than when offered in the present 
package. Michigan berries, it is said, 
can not be m arketed in Ohio for the 
reason that the package looks so 
small com pared with the E astern 
Tennessee and Delaware package, to 
which Ohio is accustomed, that the 
people will not buy.

If the Delaware package is adopted 
in M ichigan it will come ready made 
up from the factory in nests of 100 
to 500. This will simplify the han
dling for the dealers and make the 
storage and freight problem s easier 
to  solve. If  the M issouri package 
should be adopted the m ethod of han
dling would be about the same as 
w ith the M ichigan box. The Delaware 
box is usually packed twelve to the 
crate, while the Michigan standard is 
sixteen.

W atering Cows.
Inasm uch as it has been proven by 

actual experim ents th at the average 
cows will drink 1,600 pounds of w ater 
a m onth, g reat care should be exer
cised to  provide her with w ater. T hat 
is true enough, but there  are two 
o ther points th a t need to  be also in
cluded:

1. T he w ater should be pure. 
Im pure w ater is ju st as hurtful to 
the health and vigor of a cow as 
it is to  a hum an being. I t  produces 
disease ju st the same. I t  reduces the 
am ount of milk the cow would nat
urally give.

2. The water should be easy of ac
cess for the cow, both in the pasture 
and the barnyard. W ith a large herd 
og cows, say th irty  to fifty, it is a 
good plan to have two or three wa
tering tanks in the yard, where the 
cows are watered out of doors. It is 
worth while also to have a man re
main in the yard while they are 
drinking, to drive the master cows 
away from the tanks as soon as they 
have drunk their fill. In turning 
cows out to  drink, it is a good plan 
to first turn out the underlings and 
the m ost timid ones, giving them 
plenty of time to get what water 
they want undisturbed. Lots of mon
ey can be lost with a herd of cows 
by being indifferent or careless on 
this w ater question.

Hammond Dairy Feed
“The World’s Most Famous 

Milk Producer”
LIVE DEALERS W RITE

WYKES & m  Gr«"d R»Pids. Mich.

Michigan Sales Agents

T he success of any enterprise de
pends quite largely upon the spirit 
behind it.

Dairy Butter
Wanted

Paying 21c, delivered here, 
for No. 1 stock.

Jars returned.
STROUP & W IERSUM

Successors to F. E. Stroup, Grand Rapids, Mich.
References Grand Rapids National Citv 

Bank. Tradesman Co. 1

- ESTABLISHED 1876 —

If You Want N ew  Potatoes
Or buy or sell Beans, Field Seeds, Fruits, Eggs, call or write 

M oseley Bros., Grand Rapids, Mich.

Spring W heat— Flour and Feeds
Mixed Cars a Specialty 

Reasonable Prices and Prompt Service

Michigan Agent for SUCRENE Feeds
ROY BAKER

W m . Alden Sm ith Bldg. Grand Rapids, Mich.

□

[B P M S G i s k

Mild Cured
Hams and Bacon

100 per cent Pure
All-leaf Lard

Quality Our Motto

For the Country Store Keeper 
Smoked Sausage. Head Cheese. Frank

furts and Polish Sausage packed either 
in pickle or brine, half barrels (70 lbs.). 
X bbls. (35 lbs.), kits (12 lbs.)

Liver Sausage. Pork Sausage in brine, 
in half barrels, quarter barrels and kits. 

Mail your sausage order today.

Cudahy Brothers Co.
Cudahy, W is.

El m
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Frank Statement by Successful Coun
try Merchant.

Cleon, Ju ly  1—I am not ju st
now a subscriber to  the Tradesm an. 
I was, but in some way got sw itch
ed off to two other ones, but when 

•one of them  runs out I will again be 
on the list. You ask me why I am 
a clerk? The reason I am a clerk 
is for the same reason that many 
m ore ju st like me are.

O w ner of a country store, there
fore m ust be chief clerk, buyer and 
head book-keeper; and then, too, per
haps overseeing a farm  or a lumber 
job. Many of us m ay not like the 
work; circum stances over which we 
have no control m ay have placed us 
as country m erchants.

I t may be we are so tied up with 
property and o ther in terests th at it 
is impossible to  change locations for 
a possibly bette r one, and so it is 
up to us to make the best of it. W e 
certainly owe it to  ourselves and to 
our custom ers to educate ourselves 
to be the best stockmen, the best buy
ers and the best clerks our talents 
will permit. I believe in trade pa
pers. New goods and situations are 
ever appearing, and to  successfully 
meet them  we m ust have advanced 
knowledge, and one way to  get this 
is to study the trade papers.

I try  to have an “unusual” coun
try  store. I try  to give my custom 
ers as near a “city-kept” store as is 
possible in the country.

W hen I am p retty  sure a new ar
ticle will be a seller w ith my trade 
I try  to ¡have it before they ask for 
it. T he m erchant who does not study 
may get it after awhile, but I have 
had the first run, which is always the 
best, and then, too, should the a rti
cle or style prove very popular it is 
some little advertising for my store.

I t  is pleasing to  me to  know that 
I have in some instances beaten the 
large town stores. As to trade pa
pers I believe the T radesm an is the 
best trade journal published in the in
terest of the country m erchant. In 
many of them  the plans advanced 
and the window helps would be all 
right for a W anam aker or a M arshall 
Field, but are not feasible to  the 
country m erchant; even the advertis
ing and class of goods advertised 
are not much help. However, it wil] 
pay to  take note of all we come in 
contact with and see th at we gain 
som ething by contact. T here  is a 
certain tension or high speed that a 
successful m erchant or a good clerk 
m ust keep up and good business lit
erature will greatly  aid.

The country m erchant has many 
rocky places to  cross and there are 
some points that are hard to  solve. 
On some of these I would like to 
ask the editor’s help a t some future 
time. I believe th at in building up 
a trade good clerks are second to the 
proprieto r’s personality  and energy 
and that your corner is very help
ful. Country M erchant.

T his C ountry M erchant has several 
good ideas. F irst, when circum stanc
es over which he has no control 
bind him to certain conditions, he 
m akes the best of them. T his is 
practical philosophy and it follows, 
as a m atter of course, that he has the

kind of a store he says he tries to  
have—like the “city-kept.” Reading 
trade papers he naturally  gets ahead 
of com petitors, and scoops them  on 
advance styles and ideas. T he re
verse side of the paper on which he 
w rites is a printed circular le tte r to 
his trade which shows he knows 
w hat and how to do it. W e should 
like to have him send us some of his 
advertising m atter fo r publication in 
the advertising departm ent of this 
paper, if it is all as good as this 
which, by chance, has fallen into our 
hands.

More Complex Life.
N ot a small part of the cost of liv

ing is due, of course, to the raising 
of the standard of quality demanded 
by people in general over w hat used 
to prevail. T hat people do insist on 
“living b e tte r” than they did in the 
sim pler days is unquestionable, and 
it is part of the penalty that has to 
be paid for our tim es and our cus
toms. T he rich have been getting  
richer, and the com paratively poor 
have been ge tting  less poor. All 
along the line there has been a steady 
tendency to  demand a higher and 
h igher standard of living—which has 
naturally  tended to  cost even more 
than it would have cost had the 
standard rem ained the same. M ore
over, we go in for a good m any frills 
th at we used not to consider. The 
cost of delivering goods m ust nat
urally be g reater than it was when 
people comm only did their own m ar
keting, basket on arm  o’ m ornings. 
Some of the things we buy ndw may 
not be so much bette r than they used 
to be as a m atter of actual quality, 
but they are certainly m ore dressed 
up. So are people in general. More 
goes into clothes, and m ore into 
things which th irty  years ago were 
luxuries, but which now have become 
absolute essentials. Note, for exam 
ple, the sudden jum p in the num ber 
of telephones, until there is said to 
be one Bell instrum ent now to every 
fourteen persons in our entire na
tional population. T he telephone has 
become a th ing  one can not possibly 
do w ithout, at least, in anything like 
real com fort; and it is probably one 
of the last things th at would be dis
pensed with in a period of re trench
ment. I t  is constantly  decreasing in 
cost as it increases in use. And it 
is one notable instance of the m ani
fold things which our m ore complex 
m odern life has come to find a ne
cessity, as against w hat we held to 
be vital necessities in the ’70s and 
’80s.

Facts in Fillers.
A cheap price is a poor varnish 

that soon rubs off.
T he stranger may not deceive you, 

j  our neighbor can’t.
W hen you w on’t pay for wool you 

m ust expect to get shoddy.
T here  is no one in the world who 

sells wool at a cotton price.
You don’t buy land by the descrip 

tion—you look a t the land.
A pparently  a profit is not w ithout 

honor save in its own country.
A paper um brella is cheaper than 

one of silk, but som etim es it rains.

I t  is hard to  make a house seem 
like home with mail order furniture.

I t  isn’t the price you pay but the 
goods you get that counts in the long 
run.

W hen you are sure you are penny 
wise, make sure you are not pouna 
foolish.

Funny how the people in Chicago 
keep right on buying from  their re
tail stores.

T he man who looks over the 
goods first doesn’t have to overlook 
the defects afterw ard.

W hen a m erchant m akes a cheap 
price rem em ber he has to have cheap 
goods to meet it.

You would go slow about buying 
a horse whose ow ner’s chief a rgu
m ent is that it is cheap.

You can not cut very deep into the 
ordinary price of an article w ithout 
punching a hole in the quality.

T he trading that makes the least 
trouble and assures the m ost satis
faction is the trading that is done 
face to face.

If the mail order goods are not 
right you can ship them  back. If the 
m erchant’s goods are not right you 
don’t have to buy them  to find it 
out.

The devil-fish discharges an inky 
fluid th at so discolors the w ater it 
escapes detection. T he mail order oc 
topus discharges vast quantities oi 
ink that obscure the quality of its 
goods.

Some people seem to  think that 
the home m erchant is try ing  to  fool 
them  into buying high-priced goods. 
As a m atter of fact, the mail order 
house is try ing  to  fool them  into buy 
ing low grade ones.

Do not flatter yourself th at friend
ship authorizes you to  say disagree
able things to  your intim ates.

Rea & W itzig
PRODUCE
COMMISSION
MERCHANTS

104-106 W est Market St. 
Buffalo, N . Y.

Established 1873

Liberal shipm ents of Live Poul
try  wanted, and good prices are 
being obtained. Fresh eggs in 
active demand and will be wanted 
in liberal quantities from now on.

Dairy and Creamery B utter of 
all grades in demand. We solicit 
your consignments, and promise 
prompt returns.

Send for our weekly price cur
rent or wire for special quota
tions.

Refer you to  Marine National 
Bank of Buffalo, all Commercial 
Agencies and to hundreds of 
shippers everywhere.

The Vinkem ulder Company
JOBBERS AN D  SHIPPERS OF EV ERY TH IN G  IN

FRUITS A N D  PRODUCE
Grand Rapids, Mich.

Geo. W a g e r ;Toledo, Ohio
Wholesale distributors of potatoes and other farm pro

ducts in car loads only. We act as agents for the shipper. 
Write for information.

S E E D S
Grass, Clover, Agricultural and Garden Seeds

WE CARRY A FULL LINE. 
Can fill all orders PROMPTLY 
and SATISFACTORILY. s ,  Sk

BROWN SEED CO., GRAND RAPIDS, MICH.

E gg Packers A ttention
Can furnish you with Whitewood, Sawed, Cold Storage 

or Gum Veneer Shipping Egg Cases; medium Strawboard 
Egg Case Fillers. Also Nails, Excelsior, Division Boards and 
extra parts for Egg Cases on short notice.

Write for prices.
L. J. SMITH Eaton Rapids, Mich.
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Tlie Disgrace of Being Out of Sta
ples.

W ritten  fo r th e  T rad e sm a n
Mr. Lockwood is a m erchant who 

is try ing  to  m ake an all-around suc
cess of his store. He has studied the 
g reat fundam ental principles th a t un
derlie m erchandising and bases his 
business upon these. He finds that 
not only m ust the main trend of af
fairs be right, but there are also many 
details, some of them  seemingly tri- 
fling, that m ust be looked after care
fully. T heir neglect m eans a mul
titude of little losses.

L ately he has been keeping tab on 
“ou ts” and has been amazed to  find 
how many custom ers leave his store 
every day w ithout buying anything, 
because they can not find the items 
they are looking for. O thers who 
have a list of purchases to  make may 
get w hat they can from him and go 
elsewhere for the remainder.

He has been noting the psycho
logical effect upon a custom er of 
finding that she can not buy w hat she 
wants where she has been expecting 
to get it, and he has come to tRc 
conclusion that every “out” mean» 
one loss anyway—that of the sale or 
the goods called for; and very likely 
a g reater loss as well, although on* 
that is intangible and hard to  esti
mate, of the disappointed custom er's 
favor and good will. As the result 
of only a few days’ observation Mr. 
Lockwood has decided th at keeping 
up the stock, if it is to  be regarded 
as a detail of business, is a very im
portan t one.

Accordingly he has had a talk witu 
his clerks and given them  a m otto 
o r slogan, which is: “W e consider it 
a disgrace to be out of anything we 
ought to  have.”

U nder Mr. Lockw ood’s system  each 
salesperson has the care of a certam  
portion of the stock. A t the t im e  
of the talk  he gave each a note book 
in which to jo t down necessary m em 
oranda. H e plans to  have a little 
talk with each one some time during 
every week as to  the am ount of goods 
on hand and anything that will b e  
needed in the near future. I f  any 
main seller is beginning to  run low, 
each clerk is instructed to let Mr. 
Lockwood and know at once.

K eeping up the stock on staples is 
a feature of the dry goods business 
th a t needs unrem itting  effort. I t  re
quires not brilliancy of mind but 
faithfulness.

T here are certain things th at you 
always will be running out of unless 
this painstaking care is constantly  
taken. Num bers 40, 50 and 60 in 
white thread  and black thread, num 
bers 9 and 9J^ in wom en’s hose, num-

ber in boys’ and m isses’ hose, lo  
cent hose in all wom en’s and chil
dren s ord inary  sizes, wom en’s and 
children’s sum m er vests, particularly 
m the low-priced garm ents, shakei 
flannel and in some trades crash tow 
eling m ay be m entioned as examples. 
Dozens of o ther item s quickly will 
come to the mind of any one in the 
dry goods business.

These goods are not novelties nor 
such articles as are subject to abrupt 
changes in style. T hey are ju st as 
staple as granulated  sugar. You run 
no risk in keeping on hand enough 
so that a brisk trade for a few days 
will not exhaust the supply. But 
inasmuch as you m ay not care to  tie 
up the m oney for your whole sea
son’s dem and at one order w ith these 
goods which you can purchase at an> 
time, it is necessary to  see how the 
stock is running every few days.

As Mr. Lockwood found it, it is 
not m erely the loss of the sale on 
the one item  you happen to  be out 
of th at is considered. T h at would 
often be trivial. But have you ever 
thought of it that the patronage you 
enjoy is largely a m atter of habit 
with your custom ers? W ho are 
jo u r  regular custom ers anyway? 
Those who from  tim e to  time have 
come into your store (possibly in 
quest of som ething they could not 
find where they  usually were deal
ing) and have liked your goods and 
your store and your ways. T hey con
tinued to  come until now it seems 
easier and m ore natural to  supply 
them selves at your place of business 
than elsewhere.

Every time you are out of som e
th ing  you ought to  have, you send 
one of these custom ers who has the 
habit of dealing w ith you off to some 
e th e r store where she is likely to be
come favorably impressed w ith their 
goods and their ways to  your detri
ment.

Does some one suggest: “W hy no* 
sell the custom er som ething a lit
tle different when you happen to be 
out of ju st w hat she calls for— a 15 
cent vest instead of a 10 cent one, or 
a num ber 10 stocking in place of 
a num ber 9?” Som etim es this can be 
done, but nineteen tim es out of tw en
ty the custom er is not so well satis
fied as she would have been with the 
article upon which she had her mind 
made up, which of course was what 
she called for.

Closely allied to  this m atter oi 
keeping up the stock on staple lines 
so th at “ou ts” will be reduced to  the 
m inimum is another—that of contin
uing any particu lar line upon which 
you have a good trade worked up. 
Your best rule is to  continue unless

T R A D E S M A N

there is good reason for discontinu
ance. T hat you have sold a given 
line of goods and they have been sat
isfactory and popular with your cus
tom ers is a very great reason for 
going right on with them. Before 
yoli change to som ething different be 
sure there are advantages that mor*, 
than overbalance the disadvantages 
of any change.

Take, for instance, a good make oi 
underwear that you have been han
dling for some time. Your custom 
ers have come to have confidence in 
these garm ents and they call foi 
them. Many of your sales on these 
goods are due not to any advertis
ing you are doing on them  just now 
but to the fact that they have prove® 
reliable in the past. W ill it pay you 
to forego all this advantage for the 
sake of a slightly larger margin of 
profit, o r a little more liberal dis
count, or a longer dating on the bill?

I know a dealer who has a large 
trade in a country comm unity where 
hand knitting  is still considerably in 
vogue. H e handles quantities of 
yarn from  a certain factory that 
m akes yarn that closely resembles 
cld-fashioned homespun. “Do you 
think I could sell my old ladies the 
brands of yarn that are handled in 
the jobbing trade, excellent though 
some of these may be? Not much!” 
he declares. “They pin their faith to 
the Z. factory yarn and will be satis
fied with no other.”

A m erchant does not always real
ize how attached people become to a 
certain make or brand of goods, even 
to the extent of adding to its real 
m erits others that exist only in then 
imagination. I t  is not unusual u- 
hear a woman lam ent that she no 
longer can buy a certain kind of cor
set which certainly, to hear her tell 
about it, m ust have surpassed in ex 
cellence all the o ther kinds of coi 
sets th at ever were made; or that 
she is not now able to  get the goon 
old-fashioned this or that that wore 
so much better than anything you 
can buy nowadays.

T ake advantage of this tra it in h u 
m an nature of w anting to keep on
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with what has been tried  out suc
cessfully; and w ith a line of staple 
goods upon which you have an estab
lished trade, continue to  supply the 
goods as long as there  is a stiff and 
dependable demand. Fabrix.

In the District Court of the United
States, W estern District of Mich

igan, Southern Division, in 
Bankruptcy.

In the m atter of E nders & Moore, 
bankrupt:

Notice is he reby  g iven  th a t ,  in  accord
ance w ith  th e  o rder of th is  C ourt, 1 
shall sell a t  public au c tio n  to  th e  h ighest 
bidder, on T hursday , J u ly  11th, 1912, a t  
10 o’clock A. M  a t  th e  s to re  form erly 
occupied by  th e  ban k ru p t, a t  S t. Joseph, 
B errien  County, M ichigan; th e  a sse ts  of 
said  ban k ru p t consisting  of d ry  goods, 
notions, coats  and  su its, fix tu res  and 
book accounts. T he in v en to ry  cost price 
of said s tock  of goods is $30,865.68; of 
the  fixtures $1,933.17, an d  th e  book a c 
counts a re  app rox im ate ly  $4,000.00, and 
an inven tory  an d  a p p ra isa l m ay  be seen 
a t  th e  office of H ild ing  & H ilding, 307 
and  308 F o u rth  N a tiona l B an k  Bldg., 
G rand R apids, M ichigan.

Said sale  shall be fo r cash , an d  subject 
to  th e  approval of th is  court, an d  notice 
is hereby given th a t ,  if an  ad eq u a te  bid 
is obtained, th e  receiver w ill app ly  for 
its  approval on th e  th ird  d ay  a f te r  said 
sale, a t  10 o’clock A. M. on Said day, 
and no o th e r no tice  of th e  application  
for confirm ation w ill be given. The R e
ceiver, or re p re sen ta tiv e  w ill be  a t  the  
W hitcom b H otel, a t  St. Joseph , on Ju ly  
9th and  10th to  give p rospective  p u r
chasers an  o p p ortun ity  to  exam ine  said 
stock. All p a rtie s  m u s t be p repa red  to 
deposit w ith  th e  R ece iver a  certified 
check fo r $1,000.00, a s  ev idence of good 
fa ith .

JO H N  S N IT SE L E R , 
H ILDIN G  & H ILDIN G , Receiver.

A tto rneys fo r Receiver.

We are manufacturers of

Trimmed and 
Untrimmed Hats

For Ladies. Misses and Children

Corl, Knott & Co., Ltd.
Comer Commerce Ave. and Island St.

Grand Rapids, Mich.

We have now ready 
for inspection one 
of the best lines of

Dress Goods 
Prints 
Ginghams

W HOLESALE ONLY White Goods
and other wash fabrics we have ever had the pleasure 
of showing.

Call and look it over at earliest convenience.

GRAND RAPIDS DRY GOODS CO.
Cor. Com m erce A ve. and Island St.

GRAND RAPIDS, MICH.
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^  C lo th in g  ^
Anticipating Newspaper Advertising 

By Circular Letter.
T he following is a circular letter 

subm itted to  us by the Toggery  
Shop, located in a neighboring city. 
I t  is to be mailed to  a list of cus
tom ers, preceding newspaper an
nouncem ents:

D ear Sir—W e believe that it is cor
rect policy to  look after the personal 
interests of our regular custom ers.

In form er years our Ju ly  Sale (at 
which we sell everything in the store 
at price concessions, p reparatory  to 
inventory) has been widely advertis
ed and opened to  the general public 
on a specified date. T he result has 
been that the ever present “bargain 
hunters” have rushed in and during 
the first few days of sale secured 
practically the cream  of the bargins. 
W e see them  at no o ther tim e of the 
year.

T his season we have resolved that 
the regular custom er is the one who 
should have a chance to  avail him
self of this opportunity  if he so de
sires.

As a regular custom er of ours you 
will please take notice th at the sale 
opens this m orning, Monday, Ju ly  8, 
1912, but has not and will not be ad
vertised to the public as opening un
til Thursday m orning, July 11.

This gives you the practical advan
tage of a private sale; with first se
lections from a complete stock, at 
clearance sales.

You are personally invited to 
come and take advantage of our ex
traordinary  offerings in seasonable 
haberdashery. The reductions are all 
in the prices. Q uality rem ains the 
same. T H E  T O G G ER Y  SH O P.

The plan as suggested by the le t
te r shows a wide-awake and able ad
vertising brain. U pon several occa
sions we have recom m ended the  use 
of United States postage stam ps as 
one of the m ost effective media lo r 
retail store advertising. W e do not 
wish to  deprecate the value of other 
kinds of publicity; each has its par
ticular advantages. But our experi
ence and thè experience of advertis
ing men with whom we have discuss
ed this subject is that circular litera
ture is, as a general rule, the cheap
est per re turn  and therefore the m ost 
effective. T he one great argum ent 
in favor of the circular is th a t when 
it is read it is read because of its ad
vertising, not in spite of it. I t  is not 
a side dish with news or literatu re; 
it is the substance itself. Anyone who 
reads it wants to  buy. The problem, 
therefore, that confronts the advertis
ing man in getting  up circular m atter 
is to  use every means a t his com
mand to make every recipient of his 
circular a reader. The m eans a t his 
command are layout, printing, copy, 
timeliness, etc.

Now, the scheme of anticipating 
newspaper announcem ents of a sale 
by a circular letter, even if the la tter 
did not have the excellent argum ent

used by the  T oggery  Shop, has the 
value of stim ulating interest. The 
cumulative effect of such a campaign 
is always felt when the newspaper 
announcem ents appear. But the a r
gum ent of looking after the regular 
custom er, of giving him “inside in
form ation in advance” is one of the 
cleverest we have run across in a 
long time. I t  has the unique a ttrac 
tion of a friendly tip; if genuine, it 
will be appreciated.

T he only suggestion we have to 
make with regard  to the le tte r itself, 
which is w ritten  w ith that simplicity 
of style and directness which always 
carries the point clearly to  the read
er, is with regard  to  the opening sen
tence. I t  is always best to avoid 
opening a circular le tte r w ith the first 
person. Do not p ro trude the w riter's 
ego—let him hide entirely  in the 
background. Let the proposition 
talk for itself. A good salesman nev
er says, “I believe this hat becomes 
you.” H e says, “You look fine in that 
hat.” So, in a circular le tter the first 
person, especially at the beginning, 
should be avoided except a t such 
places where the intentional om is
sion of the first person would be pal
pable and therefore would defeat its 
purpose. U ndoubtedly the above le t
ter would have been greatly  streng th 
ened by an opening like th is: “You 
have been a regular custom er of ours. 
T his is our opportunity  to show our 
appreciation for your continued pa t
ronage.” T he le tter would be more 
productive of imm ediate results if 
backed up by a few real bargains. 
T h at is, if enclosed in the same en
velope was either a copy of the 
newspaper announcem ent that is go
ing to appear or a small circular 
show ing “a few values we will pub
licly announce a t th is sale next 
week,” the effect would be to con
vince the reader of the le tter that its 
prom ise of bargains is really  being 
fulfilled a t the store. A fter all, it is 
m erchandise you w ant to  sell, not 
argum ents. If you have a good argu
ment, you make it better by backing 
it up with real values in the way oi 
m erchandise.

H is Dismal View.
No shadow of pessimism had 

clouded his young life until shortly 
after his th ird  birthday, when his vac
cination was “taking.” Not th at there 
was any display of unm anly weak
ness, for the very sore arm  and the 
rainy w eather were both endured with 
cheerful fortitude, but on the m orn
ing of the th ird  day the little  man 
looked out into the weeping land
scape and sighed:

“W ell, I don’t fink this is a very 
nice world. I t  takes so long to  get 
m orning; and then it takes so long 
to get night.”

T rade is sensitive. I t  goes only 
where it is invited and stays only 
where it is well treated.—M arshall 
Field.

Some Figures on Merchants Week.
W ritten  fo r th e  T radesm an .

Facts gathered at registra tion  head
quarters by the Grand Rapids A sso
ciation of Commerce during M er
chants W eek show th at Grand Rap
ids was visited by 1,644 m erchants 
and 796 ladies. The visitors came 
from  fifty-three counties and from 
345 tow ns in Michigan, also from
towns in Indiana, Iowa and Illinois. 
The city of H olland was the banner 
town in the m atter of attendance, be
ing represented by 86 m erchants and 
42 ladies, or a to tal of 128. Muske
gon followed with 57 m erchants and 
15 ladies, and o ther leading towns 
were as follows: Allegan, 32; Beld- 
ing, 21; Big Rapids, 33; Caledonia, 
37; Cedar Springs, 40; Conklin, 23; 
Coopersville, 47; Frem ont, 39; Grand 
Haven, 51; Grand Ledge, 28; Green
ville, 27; H astings, 28; Hopkins, 24; 
H ow ard City, 25; Hudsonville, 23; 
Ionia, 30; Kalamazoo, 38; Kent City, 
24; Lake Odessa, 21; Lowell, 34; Mid- 
dleville, 33; Nashville, 29; Ravenna, 
21; Rockford, 46; Saranac, 33; Sparta, 
42; Verm ontville, 23; W ayland, 26, 
and Zeeland, 59.

O ttaw a was the leading county, and 
the banner counties out side of Kent 
were: Allegan, Montcalm, Muskegon,

_____ ^ _____  19
Barry and Ionia. T he figures show 
that the Michigan Central and Grand 
T runk are g reat trade feeders for 
Grand Rapids, although all roads con
tribute largely in this direction.

A lm ond Griffen.

AWNINGS

Our specialty is A WNINGS FOR STORES AND 
RESIDENCES. We make common pull-up. 
chain and cog-gear roller awnings.
Tents. Horse. Wagon. Machine and Stack 
Covers. Catalogue on application.

C H A S . A . C O Y E , IN C .
Campau Ave. and Louis St.. Grand Rapids, Mich.

Large Stocks
Prompt
Service

Right Prices 

Favi Sfeketee 4  Sods
Wholesale Dry Goods 

Grand Rapids, Michigan

Excelsior Gold Eye 
Needles

Large Round Eyes 
Put up in Attractive Wrappers 

100% profit

EXCELSIOR 
- 3/9

G O x j)
S H A R P S

^ 4 B R A K I ì 1 )  
MADE  IN 

E N G LAN D

Stew art’s
Duplex 

Safety Pins
Best Quality 

Extra Heavy Wire 
Superior Nickel Finish

Write to your jobber for samples 
and prices
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Salesmanship the Stepping Stone To 
Success.

[Joseph Basch, V ice-President and 
General M anager of Siegel, Cooper 
& Co., was trained to be a salesman 
from early boyhood. U nquestiona
bly much of his business success 
m ay be ascribed to  the hard knocks 
he received and the lessons he learn
ed as an apprentice in the textile fac
tories of H ohenstein & Lange at 
Gera and Glauchan, with headquar
ters a t Berlin, Germany. I t was a 
valuable education, and he made the 
m ost of his opportunities by im prov
ing his mind during spare moments, 
with the result th at in a few years 
he was sent to England as represent
ative of his firm. W hen he came to 
the U nited S tates as salesman for 
the Berlin firm he was only 17 years 
old, but he had m astered English 
and several o ther foreign languages 
in the three years of his apprentice
ship, and was successful in his new 
field. In 1883 he was the sole repre
sentative of the German governm ent 
at the New O rleans Exposition in 
charge of the textile industries ex
hibit. A t the conclusion of the fair 
Mr. Basch went to New York, where 
he organized his own company for 
the im portation and m anufacture of 
textiles. In  1892 he became asso
ciated with the Ferdinand and H enry  
Siegel organization of Chicago in the 
capacity of buyer and general m er
chandiser. Twelve years la te r he 
was made general m anager and then 
V ice-President of the firm. Success
ful salesm anship was the stepping ' 
stone to his rise in the business 
world.]

I t  is probably true, as has so often 
been said, that a good salesperson 
excels in his particular line because 
of his adaptability, but it is certain
ly true th at adaptability  alone never 
has nor never will make a salesper
son tru ly  efficient.

T here is only one road to  good 
salesmanship, and that is the road of 
am bition and hard work, but for man 
or woman, boy o r girl, who would be 
a good salesperson the incentives to 
hard work are practically lim itless.

T he big rew ards of business life 
are for the person who sells the 
goods. T his is as true of retail m er
chandising as, it is of the m arketing 
of a m anufacturer’s products.

In  our own business, or in any re
tail business, the salesperson is the 
center of activity. H e is the visible 
representative of the store. H e stands 
betw een the m anagem ent and the 
custom er, and by the im pression cre
ated by our individual salespeople our 
stores are judged. H is im portance 
may be fu rther gauged when we re
flect th a t the salesperson is the di

rect d istributer of the m anufacturer’s 
product to  the consum er.

If he is a good salesm an—knows 
his business so thoroughly  th at he 
has the respect and confidence of his 
custom ers—he speaks with authority  
and comm ands the situation.

The particular qualifications that 
en ter into good salesmanship are so 
thoroughly  known as to scarcely need 
repetition. Intelligence, honesty, 
faithfulness, good nature, tact, cour
tesy and patience are those m ost 
comm only emphasized, but these 
alone, im portant as they are, do not 
of them selves sell goods.

In  discussing good salesmanship 
there is so much to say about what 
the salesman m ust be th at we some
tim es fail to  emphasize w hat his 
house m ust be. The salesman may 
be earnest, capable and conscientious, 
but unless he is connected w ith the 
proper sort of concern, his capability 
will never develop into real breadth. 

M ust W ork  for R eputable House. 
F irst, then, he m ust be connected 

with a reputable house, a house 
that carries a complete, well a sso rt
ed, up to  date stock, a house with 
m odern store  service and a liberal 
constructive policy w ith which to 
satisfy custom ers. Given th is back
ing, the salesman will find know l
edge of his stock of param ount im
portance.

Judgm ent in show ing desirable 
m erchandise—desirable from  the cus
tom er’s viewpoint, I m ean—is essen
tial. T he autom oton who clips so 
m any yards of th is or counts so 
m any pieces of that, w ithout study 
of the individual requirem ents of his 
custom er, is not on the road to  real 
salesmanship. H undreds of custom 
ers en ter all of our big stores in ter
ested only in new things—in things 
different—and it is up to the compe
ten t salesperson to  presen t the a t
tractive novelties of the house in an 
alluring display, to  emphasize their 
desirable qualities intelligently  and 
with real discrim ination.

Good comm on sense is an indis
pensable a ttribu te  in the salesman. 
I t  is surprising how thoughtless 
some salespeople can become in the 
perform ance of their duties. The 
lengths to  which the disuse of the 
thinking apparatus m ay lead is illus
tra ted  by an incident in the  shoe 
section of a downtown store.

A young m an came in, was fitted 
to a pair of shoes, and on enquiring 
the price —$3—asked th a t they be 
sent C. O. D. T he transaction  was 
closed for C. O. D. delivery, when 
the custom er suddenly asked, as if 
changing his mind, to  be allowed to 
wear the new shoes home.

“Send the old ones out,” said he.
Absent-m indedly the salesman did 

as requested. The customer marched 
off in his new pair of $3 shoes, while 
the old ones were carefully delivered 
by the C. O. D. messenger. Needless 
to say no one was found a t the ad
dress given who cared to pay $3 for 
an old pair of shoes.

P roper Place for Salesman.
I t  is a g reat help to  the ambitious 

salesman to be placed in lines that 
naturally  appeal to  his interest, and

the up to  date superin tendent studies 
the likings of his salespeople as care
fully as he studies their habits. W hen 
finally placed properly in a stock con
genial to his liking, the ambitious 
salesman m ust become a student of

Wilmarth Show Case Co. 
Show Cases 

And Store Fixtures
Jefferson and Cottage Grove Avenues 

Grand Rapids, Mich.

‘AMERICAN BEAUTY” Display Case No. 412—one 
jL \ .  of more than one hundred models of Show Case, 
Shelving and Display Fixtures designed by the Grand 
Rapids Show Case Company for displaying all kinds
o f goods, and adopted by the m ost progressive stores o f America. 

G R A N D  RAPIDS SHOW  CASE CO., Grand Rapids, M ichigan
T he Largest Show Case and Store Equipment Plant in the W orld 

Show Rooms and Factories: New York, Grand Rapids, Chicago, Boston, Portland

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

Furniture in America
Where quality is first consideration and where you get the best 

for the price usually charged for the inferiors elsewhere.
Don t  hesitate to write us. You will get just as fair treatment 

as though you were here personally.

Opposite M orton H ouse
Corner Ionia, Fountain and D ivision  Sts.

Grand Rapids, M ichigan

W e Manufacture

Public Seating
Exclusively

Churches churches of all denominations, designing and
, ,  ,, building to harmonize w ith the general architectural

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

S c h O O l S  JnH At iTe ih * ie furlnished a large m ajority of the city
f  .. a,a<* d lstr*ct  schools throughout the country, speaks volumes
for the  m erits of our school furniture. Excellence of design construction 
and m aterials used and moderate prices, win.

Lodge Halls n  ® ?pecialize Lod^ -  Hall a. Assembly seating.
®  . , , . ° ur long experience has given us a knowledge of re

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

Write Dept, Y.

rimerican Seating Company
215 Wabash A ve. CHICAGO, ILL.

G RAND RAPIDS N EW  YORK BOSTON PHILADELPHIA
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his goods. H is comprehensive, in
telligent knowledge of the variety, 
his earnestness to please his custom 
ers out of the stock he represents, 
is the m easure of his capacity, and in 
ju st such m easure as he m asters these 
qualifications will he become accept
able to  both his employer and his 
customer.

T he good salesperson earnestly  en
deavors to  make sales th at will be 
satisfactory to the purchaser not only 
for the present, but for the entire 
life of service of the article bought. 
Such a salesperson is a treasure in
deed, and never fails to  win prom o
tion.

Many of the m ost successful sales
persons—in fact, those who attain  the 
g reatest success—are those who es
tablish a relationship of personal 
service with their customers. They 
grow to know them  by name, study 
their tastes, the m argins above and 
below which they seldom go in buy
ing, and, knowing as they do the 
things in which their custom er is 
likely to  be interested, they save the 
time an inexperienced salesperson 
would waste in showing impossible 
goods, and are able to conclude even 
im portant transactions with prom pti
tude that has no elem ent of hurry.

Be Respectful; N ot Subservient.
T he good salesperson is genial, a t

tentive, respectful but not subserv
ient. Custom ers like a frank, honest 
representative to  do business with, 
and in these days of m erchandising 
the salesman who m isrepresents nev
er gets very far either with the pub

lic or w ith his house, for the em
ployer realizes th a t the salesm an who 
m isrepresents to  custom ers will m is
represent to  him.

The good salesman sees to  it that 
his transaction  is complete in every 
detail. H e not only learns how to 
address his custom ers pleasingly in 
the beginning, but he sees to  it that 
every p a rt of the transaction  is th o r
oughly understood by both the cus
tom er and himself before the m atter 
is closed; and he sees to it th at no 
prom ise has been made and no ex
pectation aroused th at his house can 
not fulfill, unavoidable accidents ex
cepted.

Every  custom er realizes that un
satisfactory goods may be returned, 
but the salesperson who gains a fol
lowing w ith the public and prom o
tion from  his house, is the one whose 
object is to sell goods th at will sa t
isfy; th at is to  say, who sells goods 
that will be as acceptable to  the cus 
tom er in the home as in the store.

T he salesman who talks a custom 
er into buying som ething beyond her 
m eans has not done his house a ben
efit. Such goods come back, and the 
custom er may be so sensitive about 
it th at she will transfer her custom 
elsewhere. Furtherm ore, it is an in
convenience to  the custom er to have 
to re tu rn  goods, and she appreciates 
the saving of tim e and annoyance 
that results from  being intelligently 
and satisfactorily  served in the be
ginning.

No Sex D istinction.
T he intelligent, am bitious sales

man knows th at hard work is neces
sary to  success, but he knows the 
rew ards are w orth the effort, and the 
rew ards are not any m ore limited 
for the saleswom an than for the 
salesman. T his is one field of en
deavor where there is little  distinc
tion of sex. Every buyer in our em
ploy was originally a salesman or 
saleswom an; in fact, a buyer is not 
a good buyer unless he or she is a 
good salesperson, with practical 
knowledge as to  how the purchases 
should be sold. I t  was this distinc
tion of good salesmanship th at won 
for these buyers their first prom o
tion.

But a buyership is not the lim it of 
reward for salesmanship. Ju s t a 
glance a t the history of S tate street, 
Chicago, shows the heights to which 
the salesman may aspire. M ention
ing only those who have departed— 
Field, Netcher, Lehman, Emanuel 
and Leon Mandel, O tto  Young, 
L eiter and Palm er—all were sales
men, and every one a good salesman. 
Furtherm ore, a glance at the great 
stores here and elsewhere controlled 
by women shows th a t the chance for 
the saleswom an is no m ore limited 
than is th at for the salesman.

T here is one o ther im portant requi
site of good salesmanship, and that 
is good health. The ambitious sales
man or saleswom an m ust preserve 
health and energy. T he girl who 
spends evening after evening in so
cial gayety, who keeps late hours 
continually, not only does not bring 
to her business the freshness and
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energy necessary to success but she 
underm ines the health that is abso
lutely necessary to  success. T he 
salesman who makes every evening a 
round of pleasure shows it in his 
w ork next day.

T he successful salesperson m ust be 
as intelligent in recreation as in 
work. H e or she m ust have recrea
tion and plenty of it. He or she 
m ust have relaxation, but it m ust be 
sane recreation, the kind that will add 
vitality  and not sap it. P leasant 
evenings and refreshing sleep bring 
buoyancy, health and geniality, and 
these united with intelligence, energy 
and perseverance bring assured suc
cess.

Initiative and confidence in one’s 
ability to  sell goods are of the u t
m ost value to a salesman.

One day a young woman called at 
my office and applied for a job in 
the sales departm ent.

“Have you ever had any experi
ence?” I asked.

“No, but I am positive that my 
work will be satisfactory,” she re
plied.

“W hat makes you think so?”
“Nothing but confidence in my own 

ability,” she said. “ I have a good 
education and know how to talk to 
people. All I need is experience and 
a knowledge of goods and prices. I 
can soon acquire that.”

T hat young wom an’s confidence in 
her own ability so impressed me that 
I decided to give her a chance. She 
is now one of our best saleswomen.

Joseph Basch.

The W orld’s A ll In

H O L I D A Y  G O O D S
Will be on display in the following cities on or about July 15:

Distributing Houses
NEW  YORK CHICAGO ST. LOUIS MINNEAPOLIS DALLAS

BALTIMORE
H oward and German Streets. 
G oods Shipped from  N e w  York.

CINCINNATI
Third and Race Streets.
G oods Shipped from Chicago.

KANSAS CITY
804-806 Broadway.
G oods Shipped from  St. Louis.

MILWAUKEE
353 East W ater Street.
G oods Shipped from  Chicago.

Sample Houses
OMAHA

1108 and 1110 Howard Street.
G oods Shipped from Chicago.

PHILADELPHIA
1306 A rch Street.
G oods Shipped from N e w  York.

SAN FRANCISCO
135 to  143 Bush Street.
G oods Shipped from  Chicago.

SEATTLE
Main Street and Second A venue South. 
G oods Shipped from  Minneapolis.

This is the line that sets the standard for all America

B U T L E R  B R O T H E R S
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Quest of Patrons—An Advertising 
Task.

W ritte n  fo r th e  T radesm an .
T here  is an intensely practical, per

ennially in teresting  question that 
rarely ever fails to make the retail 
shoe dealer perk up and give a tten 
tion, and th at is: W hat shall a mei 
chant do to gain m ore custom ers? 
The answer to the query is, Let the 
m erchant advertise.

But that answer is extrem ely la
conic. I t  may mean much—and then 
again it may not mean anything, l i  
all depends upon the intellectual 
status and the m erchandising genius 
of the fellow who gets the answer.

To say that every enterprising shoe 
dealer is anxious to have m ore cus
tom ers is to comm it a well-nigh un
pardonable truism. Of course he 
wants m ore customers. But the prac
tical point is, has the m erchant who 
wants more custom ers constructed 
his store policy and his publicity pro
gramm e in harm ony with this desire? 
I t is not what you want that counts; 
it is what you get.

I t is a m istake to assum e th at peo 
pie are going to come into your 
store betim es just because shoes are 
of the nature of necessities. True, 
some people are brought to the shoe 
store through dire necessity, and 
nothing else; but m any of them  may, 
or may not, come. I t depends upon 
circum stances directly under the con 
trol of the m erchant.

If there is a strong  and attractive 
display of the m ost desirable and al
luring shoes in the windows—some 
of the very latest and m ost fetching 
of the season, along w ith some of 
the old favorites and perennial sta
ples; if the windows are changed fre
quently—and backed up c o n s ta n ts  
by strong, telling advertising talk in 
the newspapers—well, in that event, 
a whole lot of people will be decoy
ed into the store who otherw ise would 
not have come. And you may have 
two or three shoe calls spring up 
where there was but one previously.

Or, to look at the situation from 
another angle, seasonable trim m ing 
and forceful advertising will convert 
potential custom ers into real ones. 
Every shoe store is surrounded b> 
w hat some one has called a trade 
zone. T he difameter of the trade 
zone depends upon the size of the 
store, the size of the city and some 
o ther things. But for practical pur
poses we will assume that your trade 
zone is ten miles in diameter. Take a 
map of your county, study the scale 
of the map and draw a circle about 
your town ten miles in diam eter. 
W ith this before you, you can see at 
a glance just what proportion of your

county is included in your trade zone.
Now suppose you consider every

body who lives within that circle as 
possible custom ers of your store. The 
point is to make a “noise” sufficient
ly loud to be heard by everybody 
w ithin a radius of five miles. Your 
window is your “sounding-board” and 
your advertising is your “trum pet.” 
Get busy.

T he th ing  just now is to make both 
your window and your advertising 
seasonable. Pu t the spring styles to 
the fore. Out with the tan and Rus
sia tan oxfords! O ut w ith the bucks, 
nubucks, canvas boots and sundry 
o ther distinctively spring offerings. 
Have a solid tan window, an all 
white window, a com bination white- 
and-tan window, and windows in 
which o ther m aterials are featured. 
Let the spirit of spring get into your 
own system  good and strong  in o r
der that it may presently  appear in 
your advertising.

How is this for a springlike shoe 
advertisem ent?

A M essage To the W ell-Groomed.
Spring w ith its scented buds 

and its unfolding petals has come; 
and with it the need of modish 
footwear. Your shoes m ust be 
perfectly styled else the to ilette 
ensemble is hopelessly m arred.

H ere are perfect gems of boot- 
ery—footw ear as faultless and 
exclusive as a pattern  hat by 
Gaines or a gown by Pacquin or 
Dunlevy.

Every woman “who cares” 
should see our ample a rray  of 
new and a ttractive  spring shoes. 
Surely the correctly-dressed man 
will revel in our new spring ox
fords. And proud and careful par
ents will find positive joy in look
ing over our lines of spring shoes 
for little  people.

If it’s a really stylish and prop
erly-fitting shoe you w ant for 
these spring days—a shoe CO R
R EC T in every detail—mode, 
m aterial, w orkm anship and fin
ish—

It awaits you at
B linkety-B lank’s, etc.

In an advertising talk  on boosting 
shoes (or any o ther sort of a com
m odity for that m atter), there is a 
strong tem ptation to expatiate too 
minutely. I m ust com press this dis
cussion into brief compass, even if 
it does read scrappy.

Your new spaper is your best m e
dium. Pu t m ost of your tim e and 
thought on the advertising copy that 
goes to your newspaper.

And rem em ber th at a cut talks to 
the eye while you are saying things 
to the mind of the reader. T he ad

vertiser who uses good illustrations 
is shooting with a double-barreled 
gun. If  he can not bag some game 
there is som ething w rong with his 
ammunition.

Ammunition consists of copy. I t is 
hard to buy good ammunition of the 
m arket. You have to m anufacture it. 
This is one instance in which the old 
raying about keeping one’s powder 
dry does not apply. T hat is the rea
son so many shoe dealers who think 
they are advertising get such inade
quate returns. They get up dry-as- 
dust copy.

T ry  to get out of the ordinary 
style of announcement. Use your 
imagination. If you want to get a 
little  flowery, or humorous, cur 
away. Boil it down as much as you 
can—but be different if possible.

Of course you w ant to  keep the 
advertising expense down. T here
fore have some good inserts. W hen 
you sell a m arried woman a pair of 
shoes, slip into the parcel an insert 
talking about some seasonable style 
in m en’s shoes. If you have an in
sert (and you ought to  have) on 
children’s shoes, slip that in, too.

Some six weeks or two m onths 
after Jim  Jones buys a pair of 
shoes, write him a nice brief letter 
telling him you appreciate his patron
age, hope the shoes came up to his 
m ost sanguine expectations, made 
good in every way, etc., and that you 
will appreciate his further patronage; 
that you will be glad to render him 
any personal assistance he may re
quire in getting  himself properly fit
ted while in your store, etc.

Ju s t assume that there  are a 
whole lot of possible custom ers 
running around loose in th a t trade 
zone of yours; then make it your 
business to gd out afte r them  and 
round them up. Cid McKay.

Says Mr. Dooley.
O pportunity  knocks at ivery m an’s 

dure wanst. On some m en’s dures 
it hamm ers till it breaks down th ’ 
dure, an ’ thin it goes in an’ wakes 
him up if he’s asleep, an ’ aftherw ard 
it w urrks f’r him as a night w atch
man. On other m en’s dures it 
knocks an’ runs away, and on th ’ 
dures of some men it knocks an’ 
whin they come out it h its him over 
th ’ head with an ax. But ivery man 
has an opporchunity.

His Catch.
W ith a song in his heart, little  John

ny had spent a long, beautiful day 
fishing. On his way back he m et one 
of his young cronies, who accosted 
him with the usual question, “Catch 
anything?” A t this Johnny, in all the 
consciousness of guilt, quickly re
sponded: “Nope — ain’t been home 
yet.”

The m an who can be driven to 
drink can be led there twice as 
easily.

H O N O R B IL T
S H O E S
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Unique Decision Affecting Express 
Companies.

T he usual solem nity of the courts 
has been recently enlivened in New 
Y ork City by a suit over a lost golf 
club, which the newspapers treated  
as a m erely am using sum m er epi
sode, but which really involves some 
im portant principles. H. W . Jessup, 
a well-know New York lawyer, be
ing on a brief vacation during which 
he planned to obtain some needed 
recreation by means of golf, broke 
his Tom  M orris cleek, a club which, 
to use his own words, “by reason of 
his own length and that of the club 
was incapable of duplication.” He 
went at once to the local express of
fice of the country town in which 
he was spending his vacation and laid 
his predicam ent before the agent. He 
called the especial attention  of the 
agent, if not to  the length of the 
club, at least to the brevity of his 
vacation and to the fact that it wuuld 
be spoiled if the club could not 
prom ptly be sent to New Y ork for 
necessary repairs. The agent agreed 
to send off the club that Saturday 
afternoon to New York, and it was 
consigned to  the clubmakers, who 
could reshaft it with the  identical 
length, taper and spring which it 
possessed before the shaft was brok
en. The clubmakers were notified ac
cordingly and were to express it back 
M onday night, enabling the owner to 
continue to  play during the brief 
week th at remained. The club did 
not re tu rn ; telegram s and letters 
brought no response; the local agent 
of the express company (which, by 
the way, was the United S tates E x
press Company, long controlled by the 
late Senator Thom as P la tt)  sent to 
his superiors in New York a record 
of the case, but even then the owner 
of the club could obtain no inform a
tion of its whereabouts. Aften ten 
days he returned to the city in per
son, and upon m aking enquiry a t' the 
head office of the express company 
about the m atter, was curtly inform 
ed: “W e have not yet taken the m at
te r up.” This last straw  provoked 
litigation. On trial the com plainant 
was awarded a verdict, but w ith tr i
fling and nominal damages. H e ap
pealed the case, and was granted  a 
new trial by the Appellate Division of 
the Supreme Court, on the ground 
th at he was entitled to  claim, and to 
receive if he proved his claim, sub

stantial damages for the value of the 
use of the club of which he was de
prived by the alleged negligence of 
the express company. T he apparent 
attitude of mind of the express com
pany was that a golf club is so un
im portant an article th at they were 
to be allowed discretion in deciding 
w hether they should expedite its de
livery or not. T he decision of the 
Appellate Division established two 
principles w ith regard to the respon
sibility of express companies to ship
pers. F irst, an express company 
m ay not discrim inate as to  a ship
m ent by reason of the apparent in
significance of its contents; and, 
second, although an article shipped 
may be a m ere instrum ent of recrea
tion, it still may have a use the value 
of which can be determ ined in dol
lars and cents. T he plaintiff was given 
judgm ent for $62.50.

This case apparently  puts on rec
ord the decision of the highest court 
of New York S tate that, if an express 
company is negligent in its conduct 
with regard to  a shipper, it is liable 
not only for the loss of property, but 
for the loss of its use. T he case has 
established a precedent w ith regard 
to liability for neglect which may 
perhaps in later cases involve the ex
press companies in consequences of 
a much m ore serious financial nature. 
—Outlook.

Activities in the Buckeye State. 
W ritten  for' th e  T radesm an .

Big F our officials are considering 
plans for removal of the Sandusky 
division term inals from  Bellefontaine 
to Springfield.

T oledo’s new $200,000 m arket house 
will be opened July 8 and will be per
haps the largest and m ost m odern 
buildings of the kind in the State. A 
public auction of stalls and stands 
will take place July 6 and 242 booths 
will be offered. Servic D irector Cow
ell will be in charge and it is ex
pected th at renta ls will reach $16,- 
000 to $20,000 per year.

T he Pitkin & Brooks glass factory 
at Bowling Green, which was destroy
ed by fire last spring, will not be re
built.

The three days trade extension trip 
of Toledo m erchants into Southern 
Michigan, recently completed, is re
garded as the m ost successful in the 
h istory of that organization.

The G ram m -Bernstein Co. has

been form ed at Lima, w ith $500,000 
capital for the m anufacture of m otor 
trucks. #

T he S tate will make a test of the 
plan of working its prisoners on the 
public highways in Carroll, Fairfield 
and Summit counties. The State 
will donate the work, the counties 
merely providing housing for the 
prisoners, and this action of the State 
Board will accomplish a saving of 10 
to 15 per cent, on each road-building 
contract.

T he new city directory of Colum
bus indicates a population of 250,- 
000 for the city and its environs.

T he six express companies doing 
business in Columbus have extended 
the zone of their local deliveries in 
three directions, north, south and 
west.

In  May the Cleveland Railway 
Company showed an actual surplus 
of $32,000. All traffic records for the 
m onth were broken and the talk of 
raising the ra te  of fares has been 
hushed.

Between May 15 and June 15 over 
83,000 children enjoyed the play
ground advantages of Cincinnati.

The grocers and butchers of New

ark have organized for m utual ad
vantage and have voted to affiliate 
with the S tate Association.

The K roger Grocery and Baking 
Co., of Cincinnati, has purchased the 
business and good will of the M aurer- 
Remley Co., of St. Louis, which oper
ates a chain of th irty  retail stores and 
a wholesale grocery in that city. This 
acquisition will make a to tal of 182 
stores operated by the K roger Co.

A lm ond Griffen.

B reathing through the nose is im
portant, not only for the purpose of 
filtering the air by rem oving dust and 
germs, but in cold w eather for the 
purpose of m oistening and warm ing 
the air before it enters the deeper 
air passages. The total surface of the 
nasal cavity has been estim ated to  be 
on an average about fifteen square 
inches. The m outh surface has an 
area of less than eleven square inch
es, or only about tw o-thirds th at of 
the nose. I t  has been noted that 
runners who breathe through the 
nose have much g reater endurance 
than those who breathe through the 
mouth.

Summer and Hof Weather 
Specialties

Oxfords Pumps Ankle Straps
Barefoot Sandals Tennis Goods

Our fine line of the above specialties cannot be 
excelled anywhere and is still nearly complete.

We can fill orders promptly.

Ask for catalogue.

HEROLD-BERTSCH SHOE CO.
MAKERS OF SH O ES  

GRAND RAP IDS, M ICH IGAN

This Is A Season Of 
White Footwear

We have a full stock of white shoes. Oxfords 
and pumps.

Refer to our catalog and order to-day.

Business Is Good
for the merchant who is prepared to meet the pop
ular demands.

Hirth-Krause Co.
Shoe Manufacturers and Jobbers

Grand Rapids, Michigan
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Imposing on the Sympathies of One’s 
Friends.

W ritte n  fo r th e  T radesm an .
“Before I allow m yself really to 

sym pathize with any one,” said Mrs. 
P rather, who is a very bright little 
woman and has had a great deal of 
experience in life, “I size the person 
up and use what is som etim es call
ed the ‘personal equation.’ For I find 
the people who make the m ost fre
quent demands upon their friends for 
sym pathy are not those who have 
the m ost serious troubles or the 
g reatest sorrows.

“W hen I was younger I was ready 
to give a nickel o r a dime o r a quar
te r from  my slender earnings to  ev
ery beggar who held out his palm. 
Every cause appealed to me. A fire 
here, a flood there, a case of extrem e 
destitution brought to light by some 
charity w orker—I contributed to all.
I was an easy m ark for every ac
quaintance and even for every s tran 
ger who happened to be circulating a 
subscription paper. As a conse 
quence of my recklessly generous and 
tender-hearted practice, I was ‘broke’ 
in pocketbook all the time.

“I was alike prodigal of my sym
pathies. My ears were open to ever> 
tale of suffering and woe. Then, 
were a lot of people who called them 
selves my friends, and who I sup
posed were my friends, who had a 
habit of telling me all their anxieties 
and vexations. T hey wrere not poor 
people nor such as asked or wanted 
any financial assistance. They were 
people who were simply fretted  and 
sore over their everyday annoyances 
and worries, and who, unconscious
ly to themselves, enjoyed the luxury 
of pouring their troubles into a read
ily sym pathetic ear. T hey worked me 
for pity just as the whole m endicant 
fratern ity  worked me for money.

“Of course this clientele of mine 
was composed entirely of women. 
Mrs. Gillis was a regular high-brov, 
m arried to a man who was perfectly 
happy when he was earning a good 
salary and had a good dinner. N at
urally  he had no sym pathy with hei 
soulful aspirations, and she m ournea 
because he did not understand her. 
About once a week she would come 
to me and tell me all about it—the 
same story over and over again.

“Miss C arpenter was a teacher with 
nerves worn threadbare. T here al
ways was som ething agitating  thai 
poor girl. One day it would be a 
criticism  that her superintendent haa 
m ade; the next tim e I saw her some 
case of discipline would be bo ther
ing her, o r she would be in te rro r of 
losing the position which in the end 
made a nervous wreck of her. I car

ried the load of all her difficulties un 
til the inevitable collapse came.

“Mrs. H aw thorne had an uncon 
genial m other-in-law, and never fail
ed to  give me a full account of all 
the old lady’s unpleasant peculiari
ties; while Mrs. Picket, an elderly 
friend of mine, had a daughter-in-law  
of whom she thoroughly  disapprov
ed. M adge’s extravagance, M adge’s, 
lack of taste  in dress, M adge’s m any 
m istakes in housekeeping, M adge’s 
poor m anagem ent of the idolized 
grandchildren — these were the 
them es of Mrs. P icket’s wearying 
talk.

I had perhaps a dozen of these 
parsitical friends. Ju s t as my ready 
response to every call for financial 
aid took all my money, so the tax of 
these friends on my sym pathies kept 
me em otionally bankrupt.

“A fter several years of this fool
ishness I learned a little  wisdom. I 
discovered th a t as to  m y bestowals 
of money, som etim es I was giving 
my m ites where they were not need
ed at all. This, however, was not us 
ually the case. But all th at I had 
to give—m ore than  I could afford to 
p a rt w ith—was taken up by appeals 
that lay on the surface, known and 
read of all m en—causes that on ac
count of their publicity stood a good 
chance of receiving very liberal sup 
port.

I found that the cases of greatest 
distress have to be hunted for, and of 
late years I see to it that a t least 
a part of w hat I have to  give shall 
go to  help some struggling  one who 
is not crying his wants from  the 
house-tops.

More slowly I came to see thar 
the vampire-like friends who were 
draining my very h eart’s blood for 
sym pathy were not m ore sorely af
flicted than o ther people; nor was 
tne gratification of a m orbid appetite 
for com m iseration calculated to  les
sen their troubles, such as they were.

“A little  resolution on their own 
part, a determ ination not to let their 
m inds dwell on petty  annoyances, a 
diversion of their m ental energies in
to  fresh and cheerful channels— 
would have done m ore for those good 
women than all my pity. As I think 
of them  now I feel sorrier for Miss 
C arpenter, the teacher, than for an> 
of the o thers; and she quite easily 
could have changed to  some o ther 
calling for which she was tem pera 
m entally b e tte r fitted.

“As I gradually  shunted off these 
sappers of my streng th  and vitality, I 
tound th a t I had sharper eyes for 
heartbreaks th at are not exposed to 
the public view. I learned th at those 
who groan m ost audibly are not the

ones who suffer m ost keenly. So now 
I make a practice of letting the com
plaints of chronic whiners slide off 
w ithout taking any deep hold upon 
me; but I mean never to fail in genu
ine sym pathy with the brave souls 
wrho shrink from telling their trou
bles, and who keep a cheerful face 
when b itter sorrow  is eating at their 
hearts.”

How many of us have been through 
an experience quite similar to Mrs. 
P ra th er’s. W e have been worked fo, 
sym pathy. There are any number of 
people who can not allow an hour to 
pass in social chat with a friend 
w ithout dragging in their difficulties 
and perplexities.

W hy is it that so many are unable 
to drop a sorrow  with the actual ex
perience of it, but m ust multiply it 
m any times by narrating  it over and 
over to  all their acquaintances who 
will listen?

Some women have a passion—you 
can not call it anything short of a 
passion—for w riting mournful let
ters. In  conversation they are not 
sc, bad, but let them once get holu 
of pen and tablet and they show no 
mercy.

Perhaps their state of health is 
their main topic. You get all theh 
sym ptoms. A correspondent of this 
kind never lets you off without tell
ing you every m inutest ache and 
pain that her body senses. She nev
er adm its any improvement in hei 
condition—she always is worse than 
ever before. And yet from the trip.-, 
she takes and the work she can do, 
it is hard to believe that she does 
not have as good health as some oth 
ers who never m ention that anything 
is the m atter with them.

Maybe it is not her health but her 
business perplexities instead that arc 
the them e of such a letter w riter; 
possibly . her domestic difficulties. 
Very likely all three—her health, hei 
business perplexities and her domes
tic difficulties, and whatever else may 
be going w rong with her or that she 
may imagine is going wrong.

You dread to open the envelope di
rected in the well-known hand. You 
read the dire recital and then you use 
a little common -sense and apply the 
personal equation.” You estimate 

the w riter’s troubles for about what 
they are w orth ; for down in yorn 
heart you know she never has had 
m ore than her just allotment.

But why does she write this way? 
W hy does an otherw ise sensible per
son ever get into the doleful habit 
of telling either with tongue or pen 
all her little  troubles?

In  a time of any great affliction oi 
calam ity we should in no wise shut 
ourselves away from the sympathy 
of our friends; but the small worries 
and perplexities—what justification 
is there for loading these off upon 
some patient and forbearing friend, 
who very likely is carrying without 
a m urm ur a burden far heavier than 
our own?___________________ Quillo.

TRACF Your Delayedl l Y A A ^  Freig^ Easily I 
and Quickly. We can tell you 
how. BARLOW BROS.,

Grand Rapids, Mich.

W atson-H iggins Milling Co. 
Merchant Millers

Grand Rapids Michigan

Satisfy and Multiply
Flour Trade with

“Purity Patent” Flour
Grand Rapids Grain & Milling Co. 

Grand Rapids, Mich.

Buy a Seller 
Win a Buyer 
Sell a Winner

Grand Rapids 
Broom  Co.
Manufacturers of the following 

standard brands:

Puritan 
Jewel 

Winner 
Wittier Special

These are the leaders in brooms 
Sold by your jobber

If your jobber does not handle our 
line write us

Just as Sure as the Sun 
Rises

RESCENT
fLOUR

Makes the best Bread and Pastry

This is tin- reason w hy  this 
brand of flour wins success for 
ever \  dealer who recommends 
it.

Not oniy can you hold the old 
customers in line, but you can 
add new trade with Crescent 
f l our  as the opening wedge.

The qual i ty  is splendid, ii is 
a lways  uniform, and each pur
chaser is protected by that  iron 
Had guarantee or absolute sat is
faction.

Make Crescent Flour one of 
your trade pul .ers—recommend 
it to your discriminat ing cus
tomers

Voigt
f  ★ )  Milling 
CRESCENT ] Co.

t w s j i
Gram) Rapids 

Mi' h.
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SYSTEMATIC ACCOUNTING.

Books Should Be Properly Started by 
an Expert.

Ju s t the o ther day a m erchant, who 
had been doing what should have 
been a profitable business, failed. His 
creditors provided for an exam ination 
of his books, and found they could 
not be intelligently audited because 
they had not been intelligently kept. 
T here  was no possible way to  make 
head or tail out of the entries. There 
was a cash book, a journal and a 
ledger. They m ight ju st as well 
have been a Greek gram m ar, a Latin 
dictionary and a Chinese dream  book. 
T hey would have m eant as much to 
the auditors.

Upon further investigation it was 
discovered that the m erchant had no 
book-keeper. He occasionally made 
a few entries himself when he had 
no thing else to  do and did not care 
to sit idly around. A t such tim es he 
dug his pen into the paper^w ith  a 
g reat scratching sound, made a few 
figures, added up a short column if he 
could find one where the figures were 
close enough together to  group, and 
thought he had done some work.

Paid W hat H e Had.
In  reality he kept his accounts in 

his head—for a certain period. W hen 
they got away from  his m em ory they 
were gone for good. . H e had no 
way of chasing them  around and col
lecting them. H e kept his unpaid 
bills in a certain place, and when he 
had money enough to  settle  them  he 
did so. A t o ther tim es he paid on 
account or stood his creditirs off. He 
had a very clear idea of how much 
he had to pay each employe when 
Saturday n ight came around, and he 
always had the money to  pay them  
with. Saturday was a good day for 
cash trade, and took care of that 
w ithout effort on his part. H e nevex 
realized th at what he took in that 
day partly  belonged to his creditors, 
was partly  due the sinking fund to 
take care of overhead expenses and 
was partly  his own salary. W hat he 
had he paid out. If there was any 
left over he took it himself.

H ad Many Friends.
Of course he sold goods to  credit 

buyers. He had a long string  of 
custom ers who paid when they felt 
like it. T hey carried passbooks. 
W hat they bought was entered in 
their books. Som etim es it was en
tered in the books of the store as 
well, but not always. He evidently 
did not see the necessity for that. If 
the custom er lost his book the ac
count had to be called settled, un
less the custom er was honest 
enough and had sufficient m em ory to 
straighten  it up.

M any friends had th is m erchant, 
and he was the prince of good fel
lows. Everybody liked him, and 
wanted to deal with him. H e kept 
his store in the pink of condition. H e 
was not slovenly or careless about 
that. He liked th at w ork and insisted 
upon his assistants liking it, too. 
i L et Things Run Them selves.
U nder these circum stances he 

m ight have continued in business for 
years and retired in a good old age 
with a nice roll stowed away, plenty

to keep him to the end of his days. 
He m ight have had this m oney now— 
doubtless much of it is due him, if 
he only had some m eans of finding 
out. B nt he hasn’t. N either can his 
creditors. He is honest and would 
give it to  them  if they could get hold 
of it between them.

However, investigation did not 
show any evidence of extravagance; 
either in the conduct of the business 
or the personal life of the storekeep
er. T here  was apparently  nothing to 
condemn except the fact th at he nev
er knew his own condition financial
ly, and had let things run themselves.

Balance the Books.
F o r the safe conduct of any busi

ness there m ust be careful book
keeping. W ithout it the structure 
falls. T here  is no knowledge of af
fairs w ithout the inform ation of the 
ledger pages.

The cash book should be balanced 
every day, n ight or m orning, and it 
should be carefully consulted. T here 
should also be particular care with 
all entries showing credit or debit 
accounts.

I t  is not the purpose here to tell 
how to keep books. The reader al
ready knows or he would not under
stand from any description. T here are 
several m ethods, all good, and one of 
them  m ust be used if the business is 
to  be perm anently  successful.

Im patien t W ith  Details.
W hat is of im portance is to im

press upon every m erchant the advis
ability of not a ttem pting  to  keep the 
books himself unless he has a spe
cial leaning in that direction. As a 
rule a good salesman is a poor man 
of details. H e can not keep still long 
enough to  cope w ith th a t part of the 
business. H e is im patient with sys
tem. H e w ants to  slap ahead and do 
things, not take account of them  after 
they are done.

I t  is far better, therefore, to  dele
gate the book-keeping to an employe. 
But the p roprieto r should know how, 
so th at he can understand and audit 
the w ork of the book-keeper. O ther
wise he may be imposed upon or 
cheated. H e will not think to  ask 
for all the little  points of inform a
tion he should have, and which would 
force them selves upon his attention 
when exam ining the books. T herefore 
he should know how.

P a rtners Can Manage.
But he should not a ttem pt to  do 

the work. H e will surely neglect it 
unless he neglects som ething else. I t  
is all right where there are partners 
if one is gifted along the line of ac
counts and takes hold of that end of 
the business. ' H e can be useful to 
the firm, and work along com fortably 
w ith his m ore active partner, to  their 
m utual advantage. I t  is a m ost ex
cellent distribution of the work.

But where one man attem pts to 
do it all he gets cross and grouchy 
w ith having to  plod along with the 
slow w ork of details when he feels 
he m ight be m ore profitably employ
ed a t som ething else. M ore profita
ble it would be only when some one 
else is handling the books.

If there  is no one in your employ 
who can keep the accounts in a sci
entific m anner, and you are no t a

trained book-keeper yourself, have 
some one come and open the books 
and show you how. I t  will pay to 
spend a little money for the servic
es of an expert. The books m ust be 
kept right, and they m ust be bal
anced every so often, or they are 
worthless. Unless there is a good 
system  as well as careful a ttention 
this can not be done.

I t is the little  foxes th at spoil the 
vineyard. I t  is the little  details 
which become m ountainous stum bling 
blocks if overlooked. I t  is the “little 
rift w ithin the lute that by and bye 
will make the music m ute.” I t  is the 
unkept books th at will rise up and 
to rm ent you in the day of se ttle
ment.

Com m unity Counsel.
T he flag looks best on a house that 

is in good repair.
A town is like a plant: I t  may grow 

anyway; but it will grow faster if it is 
cultivated.

Patrio tism  m eans som ething be
sides yelling for the flag; it also m eans 
working for the community.

T here is no use reading the Decla
ration of Independence to  the man 
who depends on Chicago for his 
goods.

W e would be quick to  defend this 
comm unity in tim e of war. I t  is

equally urgent that we be prom pt to 
prom ote its welfare in tim e of peace.

The easiest money man acquires 
comes from  the increasing value of his 
home. Therefore, the m ost im por
tan t work he does is helping the com
m unity to  grow.

The value of each m an's p roperty  is 
enhanced by the value of the prop
erty around it. I t  is not enough to 
build a good house; we m ust help to  
make a good town.

The seed from  which springs this 
com m unity’s prosperity  is the money 
that is invested here a t home. I t will 
never bear fruit for us if it is planted 
som ewhere else.

T his town that is our residence to 
day is our children’s recollection for 
a lifetime. W hat shall they rem em 
ber?—Good stores, clean streets, com
fortable hom es; or som ething else?

T he developm ent of this comm unity 
is not a m atter of common sense. It 
re tu rns not only a reward in con ten t
m ent but a profit in property  valua
tion.

Hum an happiness depends on the 
things that are nearest to us—the 
home first of all, and then the town 
in which we live. W hatever we do 
to make the home pleasanter or the 
town better, makes life m ore w orth 
the living.

1# 0 © 0 0 © | 0 0 ! 0 0  0 0
0 0
0
0 Proof 0
0 A LL trading is based on confi- 

ZA dence. The power of selec- 
-Z m tion or preference is respon- m

0 sible for the success or failure of many a business. A woman wants 0
0 trade marked goods because she 

believes in them. And she believes 0
0 in N. B. C. goods because they prove out. Proof is never imaginary. It is a cashable asset that 0

comes without cost to every grocerwho sells N. B. C. products. It is —

m

inside every N. B. C. package, and the housewife knows that it is 
quality that carries this proof. The housewife who always finds a full line of N. B. C. goods in the famous

i

0 In-er-seal Trade Mark packages and the handsome glass-front cans 0
on your shelves, finds proof thatyou are indeed a modern grocer. ®

0 N A T IO N A L  BISCUIT 0

m
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0 0 0 0 0 0 0 0 0 0 0 ®
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Displaying Confectionery in the W in
dow.

In alm ost all branches of the re
tail trade there is a good deal of a t
tention being paid to the unit sys
tem of window dressing. I t  produc
es neat displays in which each line 
of goods or each style of article is 
displayed by itself. If your window 
is small it is wise to use a single 
unit or one idea display in the win
dow at a time. If the window is 
large it is possible to divide it into 
two or more sections by using a thin 
partition of wood. On this m ay be 
draped such m aterial as is being used 
for the rest of the background and 
walls, using on each side of the par
tition that color which prevails in 
the display on that side. Such unit 
displays may consist of but two or 
three boxes or trays of a certain spe
cialty with suitable show cards. A 
very large window may be subdivid
ed into three small displays. The par
titions should extend from  the glass 
to  the background. This unit plan 
is particularly  adapted to the con
fectionery store, because if a window 
is very large it is not desirable to 
use stock enough to make a com
plete display of one kind of goods.

The Fourth  of Ju ly  is w orthy ot 
special displays, and as a rule dis
plays for such holidays are not dif
ficult to make because they admit of 
the use of the American flag..A  very 
attractive arrangem ent is made by 
taking two large flags and hanging 
them  side by side from  the top of 
the glass inside so th a t they just 
nicely cover it to the floor. Then 
drape back the flags, each to  its own 
side, with a silk cord, ju st as cur
tains or portieres are pulled back 
from a doorway. In  the back 
ground may be hung another large 
flag w ith a stack of guns or arm y 
m uskets in front of it. Between this 
background and the curtained front 
the goods are placed w ith suitable 
show cards on them. The arrange
m ent is not fussy. I t is simple and 
ra ther rich in appearance and carries 
out well the spirit of the occasion.

The soda fountain usually has a 
long string  of cards or narrow  signs 
which are hung up together, and 
produce a list of the flavors served. 
This idea can be used in advertising 
candy as well. The idea should be 
to make the list one of freshly made 
or 'newly arrived stock. I t should be 
headed, “Fresh T o-day.” Below this 
should follow cards reading, 
“Cream Pepperm ints,” “Peanut B rit
tle,” "M aple Fudge,” “ Ice Cream 
Drops,” “Brown’s Mixed Choco
la te s /’ etc. Of course, all these 
cards are detachable, and each day

the arrangem ent ought to be chang
ed so th at only the freshest stock 
will be m entioned. Even though there 
is no change in the stock there  ought 
to  be a change in the list so that 
people who are disposed to  be critical 
will not find the same old arrange
m ent there day after day until they 
lose faith in the reliability of the an
nouncem ent. T his is one of the lit
tle schemes th at needs constant a t
tention, like a bulletin board or a 
clock which is advertised as “The 
Correct Tim e.” W hile such a thing 
may seem unim portant to  the m er
chant himself, and while it m ay not 
appear to m atter if it is not taken 
care of for a day or so, the neglect 
is apt to cause some good custom er 
to lose confidence in the store or its 
stock. L ittle  things which do. not 
seem to count w ith the dealer often 
count a g reat deal w ith the cus
tomer.

Such signs as the above or any 
o ther signs in the window m ust 
w ithout fail be kept absolutely clean 
and spotless. T his is im portan t in 
any store. I t  is triply im portant in 
the confectionery store. People now
adays insist upon having their candy 
from  a clean store, th at is, if they 
are the kind of people whose trade 
we value the m ost. T he whole pub
lic is gradually  reaching a point 
where it refuses to  eat anything 
which comes from  unclean or unsan
itary  surroundings. And ju st a sug
gestion of untidiness is often enough 
to create the im pression th at does 
the harm.

T he baseball season is now in full 
swing and every boy has a baseball 
in his hands and every ball player, 
past or present, is a ttrac ted  by base
ball goods in a window. A long w ith 
baseball and inseparable from  it goes 
chewing gum. A window display 
that you can easily make if you also 
happen by any chance to sell base
ball goods is the follow ing: If  you 
do not carry  such stock, the nearest 
dealer will no doubt lend you w hat is 
necessary if you will put a card in the 
window reading, “T hese Gloves 
Loaned by B row n’s Sporting Goods 
S tore.” A rrange all kinds of gloves 
and m itts, second hand ones are be t
te r  than  new ones, all around the 
window and in the palm of each place 
a five-cent package of some kind of 
chewing gum. T he display should be 
made to  show all the various kinds 
the store sells so th a t every passerby 
will see the kind he wants. A big 
card should read, “Every  P layer H as 
H is Favorite  Kind. W e Keep the 
Kind Y O U  Chew.”

A form  of display which shows up 
the individual prices well is th at of

sticking them  on a background in 
some geom etrical form. The back
ground may be made of light wood 
or heavy straw board and covered 
with any color desired. On this the 
pieces of candy are arranged in the 
form of a circle, a star, a flag, the 
store name or the name of the brand 
of candy. V arying colors of candy 
m ay be made to contrast with the 
background. The price of the mix
ture o r the kind m ay be made in 
candy figures. The display m&y be 
constructed in a back room and set 
in the window without delay when 
the time comes. I t is not enough to 
make this m erely a design in pieces 
of candy. The kinds used should 
have some significance. T he exhibit 
may be all pepperm ints; it may rep
resent all the different pieces in a 
special pound mixture, or it shows 
the kinds the store makes in its own 
workshop. T here should in any event 
be some suggestion to the display 
so that the observer will carry away 
an idea of som ething m ore than

merely a lot of candy stuck on a 
board.

W ith the Lid Off. 
“M other,” asked Bob, with a hope

ful eye on the pepperm int jar, “have 
I been a good boy this afternoon?” 

“M-m-yes,” answered m other, du
biously, recalling a certain little  rift 
within the lute. The 4-year-old diplo
m at looked anxious.

“Please,” he begged, “say a wide- 
open yes!”

All Good Things
Are Imitated

Mapleine
(The Flavor de Luxe)

Is not the exception. Try 
t h e  imitations yourself 
and note the difference. 

Order a stock from your 
jobber, or

The Louis Hilfer Co..
4 Dock St.. Chicago. 111.

Crescent Mfg. Co., Seattle, Wash.

FOOTE & JE N K S’ COLEMAN’S - b r a n d s

Terpeneies. Lemon and "«>cims Vanilla
Insist on getting Coleman's Extracts from your jobbing grocer, or mail order direct to

FOOTE &  JENKS, Jackson, Mich.

Candy for Summer
COFFY TOFFY, KOKAYS, FUDGES, (10 kinds), LADY U P S , 

BONNIE BUTTER BITES.

They won t get soft or sticky. Sell all the time.
Ask us for samples or tell our salesman to show them to you. 
We make a specialty of this class of goods for Summer trade!

P u tn a m  F a c to r y , Nat. Candy Co., Inc.
Grand Rapids, Mich.

Distributors of J. Hungerford Smith’s Soda Fountain Fruits and Syrups. 
Hires Syrup. Coco Cola and Lowney’s F o u n ta in  Cocoa.

Ramona Theatre WEE™ f TING
Finest Summer Theatre in the United States 

ENGAGEMENT EXTRAORDINARY

Jos. E. Howard and Mabel McKane
Original Song and Patter

Composer of “The Time. The Place and The Girl. “The District 
Leader and 14 other musical comedy successes.

Caesar Nesi— Rube Dickinson
And Four Other Big Acts

M atinee at 3:00 Evenings at 8:30
Prices—Matinee, 10c and 20c; E venings, 10c, 20c and 35c; F ew  Seats 50c. 

Seats on  Sale D ow ntow n at P eck’s Drug Store.

Dancing Pavilion N ow  Open—Finest in State
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T H E  PERSO NA L TOUCH.

The Strongest Element in Mercantile 
Success.

W ritten  fo r th e  T radesm an .
Shoppers are the salvation of a 

store. W ithout them  a store is no 
m ore than a warehouse. I t  has ceas
ed to be a power in the sales sys
tem  of its owner, and when this oc
curs it is transform ed from  a profit 
m aker into a dead expense.

W hat s a store for? A warehouse 
or a sales m aker?

W hat are windows for? Just light 
sifters?

T he highest type of store is the 
m ost powerful sales m aking weapon 
a m erchant possesses. A m an is a 
m erchant only as long as his store fs 
a factor in sales. T he disappearance 
of the store as an elem ent in the 
sales system  m arks the change of 
m erchant into agent.

A store m ust be a part of the gen
erator that develops sales. I t  m ust 
push tow ards the goal of profits. 
W hen it ceases to  have a hand in 
the production of business, when it 
drops back into the warehouse class, 
it a t once becomes no m ore than a 
clog.

To be able to apply the power that 
lies dorm ant within it, to  produce 
results, it m ust have human subjects 
to work upon. And the la tte r can 
r.ot be influenced by the store until 
they are actually w ithin the four 
walls that contain its stock in trade.

The object of all retail advertis
ing, therefore, should be to pull cus
tom ers storew ards. A nything that 
runs counter to  this idea m erely cre
ates opposition where co-operation 
is expected.

Prin ted  salesmen which tend to 
keep patrons at home fight against 
the store—the strongest ally a m er
chant has—and confirm people in the 
very habits th at the storekeeper 
strives to kill.

L etters, handbills and catalogues 
which make it easier for your cus
tom ers to buy at home cut a t the 
roo ts of your success. And when
ever you send out literature of this 
kind you become your own competi
tor.

Certainly there are enough on 
the side of the enemy w ithout add
ing yourself to the num ber and you 
m ust never, under any circum stanc
es, suggest the idea th a t a patron 
can buy as satisfactorily  at home 
as by coming into your store.

Tell the tru th . Im press upon your 
trade the many advantages which 
accompany the act of buying from  
the actual goods. Show them  how 
much better service you can give 
when they allow you to see them 
personally. Since seeing and buy
ing are inextricably linked together, 
you can not fail to benefit by an 
advertising policy so aimed.

Y our letters, therefore, should be 
grappling hooks throw n out to  pull 
trade into your store, and each one 
should create in your custom ers a 
desire to see the goods you sell.

H ow  can you do this?
Learn how to describe the goods. 

P u t yourself in the o ther fellow's 
place. Visualize the sort of appeal

that would bring you into a store 
o ther than your own.

In  that preceding paragraph lies 
the form ula for all successful adver
tising, letters or not.

Pu t yourself in the o ther fellow’s 
place.

Study your store, your goods and 
your advertising w ith the eyes of an 
outsider. W hen describing goods, 
suddenly change places with your 
prospect. Find out what effect the 
description would have on you, if it 
were mailed you from another store. 
Learn to look at your own work 
through the eyes of others. Im ag
ine for the m om ent that Brown is 
the sender and you the recipient. 
W hat sort of an impression would it 
make on you, coming from  Brown?

H ow  can you create in your trade 
a desire to see and buy the goods 
you sell?

By concentrating, in your letters, 
on one th ing  at a time. The un
fortunate tendency of many m er
chants is to make each le tter a con
densed catalogue of all the wares 
they carry.

Rem em ber this: Every additional 
item described in your letters helps 
divide the atten tion  of the reader. 
F o r example, each of three articles 
will have twice the a tten tion  secur
ed by each of six. If  one item alone 
is m entioned, it will have no com
petition for the in terest of the read
er. But every article added tends 
to cut down the a ttention  given to 
each.

Concentrate, therefore, on a few 
poods a t a time.

Assume a personal tone. If pos
sible, have each le tter bear the 
name of the person addressed. You, 
yourself, would be m ore receptive to 
a le tter beginning, “D ear Mr. Sm ith,” 
than to  one th at commenced, “Dear 
Sir.” In  the one case you feel that 
you are picked out for special a t
tention; in the o ther th at you are 
m erely one of a crowd.

T he personal touch is one of the 
strongest elem ents in m ercantile suc
cess. I t  is the factor that enables 
the sm aller store to  compete with its 
departm ent store cousin. I t  is the 
g reat advantage possessed by tne 
dependent store over the syndicate.

In  your letters, therefore, make 
Mrs. Smith, Mrs. Brown and Mrs. 
Jones feel that you are addressing 
them  personally, and word each let
te r just as if you were w riting to a 
single well known individual. No 
m atter w hether th at particular epis
tle goes to one or to a thousand, al
ways visualize one person as a type 
of all the rest and w rite to her 
alone.

Do not be afraid to  repeat your
self. Continual harping on one strain 
has made the fortune of many an ad
vertiser. Of course, you m ust vary 
the tone, but the man who m erely 
advertised th a t “Colicura Cures Col
ic” would eventually make himself 
believed by the m ere weight of ac
cumulated assertions. Even ( a man 
who tells you the same lie day after 
day will finally make both you and 
him self believe it. Choose a policy, 
therefore, and never cease telling it 
to your trade. If  possible, put it in

attractive form and deal the catch- 
phrase out in every letter mailed.

Clothe the message attractively. 
Rem em ber th at it is a salesman and 
dress it accordingly. Few sales would 
result if you depended upon the ef
forts of ragamuffins sent around 
from house to house. N either would 
you employ a solicitor who spoke only 
pidgin English. Use as much judg
ment, therefore, in composing and 
w riting letters. Clothe them  in neat 
and distinctive dress and try  to have 
a letterhead that is m ore than mere 
gingerbread. The color of the enve
lopes and paper is imm aterial, al
though a color that stands out m ight 
be helpful.

T alk exclusively from the stand
point of the custom er. Forge t your
self and look at the goods as the 
custom er m ight see them. Thus you 
will give the impression th at you are 
in terested  in m ore than m ere profits 
and th at the in terests of a patron 
are of first im portance with you.

Be original, but not sensational. 
Few sales can be made with a m ega
phone and the language of a side
show barker, and if you choose to 
try  this m ethod of attention getting,

you will soon see its futility. In  the 
first place it is unnatural, and if 
custom ers can not recognize you in 
your style of w riting, very slight 
personal relation will be established 
by your advertising.

In all that you do, however, fall 
back on your one infallible test, and 
try  everything by looking at it 
through the eyes of the outsider. 
Learn to change places w ith the 
o ther fellow, and all the phases of 
your business will be seen stripped 
of the m antle of prejudice that you 
unconsciously throw  around them.

Anderson Pace.
(The next talk will contain con

crete developm ents of the ideas ex
pressed in this num ber.)

W hen it is finally settled that the 
th ing  is impossible—watch some fel
low do it.

OFFICE O U T F IT T E R S
LOOSE LEAF SPECIALISTS

237-239 Pearl St. (near the bridge). Grand Rapids, Mich.

DELIVERY WAGONS
GEN ERA L M ERCHANTS 
GROCERS 
BUTCHERS 
BAKERS 
LAUNDRIES 
CLEANERS 
FLORISTS
HARDW ARE DEALERS 
PLUMBERS 
GAS FITTERS 
UNDERTAKERS 
CA RPEN TERS 
EXPRESSMEN 
MILK DEALERS 
M ARKET GARDENERS 
BERRY MEN 
FRUIT GROW ERS 
FARMERS

Are you buying wagons from us?

Sherwood Hall Co., Ltd. :: Grand Rapids, Mich.

R E Y N O L D S  F L E X I B L E  A S P H A L T  
S L A T E  S H I N G L E S

Reynolds Slate Shingles After Five Years Wear Wood Shingles After Five Years Wear

Beware of Imitations. For Particulars Ask for Sample and Booklet.
Write us for Agency Proposition. Distributing Agents at
Saginaw Kalamazoo Toledo Columbus Rochester Boston 

Detroit Lansing Cleveland Cincinnati Buffalo Worcester Jackson 
Battle Creek Dayton Youngstown Syracuse Scranton

H. M. REYNOLDS ASPHALT SHINGLE CO.
Original Manufacturer, GRAND R AP ID S, MICH.

WE SELL—

Light—Delivery Wagons for 

Medium—Delivery Wagons for 

Heavy—Delivery Wagons for



24 M I C H I G A N T R A D E S M A N

M ic h ig a n  K n ig h t s  of the  G r ip  
P resid en t—C. P . Caswell, D etro it. 
S ecre ta ry—W m . J . D evereaux, P o rt 

H uron.
T rea su re r—Jo h n  H offm an, K alam azoo. 
D irec to rs—F _ L. Day, Jackson ; C. H . 

Phillips, L apeer; I. T. H urd , D avison; 
§ •..?■  Goppelt, Saginaw ; J . Q. Adam s. 
B a ttle  Creek; John  D. M artin , G rand 
Rapids.

G ra n d  C o u n c il of M ic h ig a n ,  U. C. T .
G rand Counselor—John  Q. A dam s, B a ttle  Creek.
G rand Ju n io r Counselor—E. A W elch 

K alam azoo. '
G rand P a s t  Counselor—Geo. B. C raw  

Petoskey.
G rand S ecre ta ry—F red  C. R ich ter 

T raverse  City.
G rand T rea su re r—Joe  C. Wittliflf. D etro it.
G rand Conductor—M. S. Brow n, S ag inaw.
G rand P age—W . S. L aw ton, G rand 

R apids.
G rand Sentinel—F. J . M outier, D etro it. 
G rand E xecu tive  C om m ittee—J o h n  D. 

M artin , G rand R apids; A ngus G. Mc- 
E achron, D etro it; Jam es  E. B urtless, 
M arquette; J. C. Saunders, L ansing.

W afted Down From Grand Traverse 
Bay.

Traverse City, July 1—Once more 
the stork has visited the home of 
E. C. Knowlton and E. C. is w ear
ing the smile that does not come off 
all because a nice little girl has reg
istered. Congratulations, Earl.

Joseph Ewing, who has been con
nected with the In ternational H a r
vester Co. for some time in the past, 
now carries a grip for the Thom as 
M anufacturing Co. H ere ’s wishing 
you lots of big orders, Joe.

Dick W arner, Jr., of Grand Rap
ids, was heard to rem ark this week 
that he saw H arry  H ydorn m aking a 
house-to-house canvass in Edgerton. 
Now we are sure H arry  was not 
selling Standard Oil Company’s p rod
ucts, but just telling the natives that 
he was elected President of the Sec- 
retaries-T reasurers’ Association at 
Columbus.

I-'rank W ilson has again done some 
fine figuring since his kids took all 
the prizes a t our last picnic, and as 
we are planning on having a baby 
show this year he still will be in line, 
for a nice little  son has put in his 
appearance. Best wishes, Frank.

Archie Jourdan is still telling about 
the fine time he had at the B. P. O. 
E. party  in Cadillac recently. Get an 
alarm  clock hereafter.

Frank W ilson has taken a position 
with the John Deere Plow Co.

Since we have been giving some 
m ention of the new arrivals in our 
several homes, we begin to  feel as 
though everybody was try ing  to get 
in style. Kindly watch these col
umns hereafter.

The following secretaries attended 
the National m eeting a t Columbus 
from  M ichigan this week: H arry  D. 
Hydorn, of Grand Rapids Council; 
H arry  Marks, of D etro it Council; 
John W . Schram, of Cadillac Coun
cil, D etro it; H erm an E. Vasold, of 
Saginaw; R. S. Hopkins, of K alam a

zoo Council; W . I. Barnes, of H ills
dale Council; M aurice Heum an, of 
Jackson Council, and Fred  C. Rich
ter, Grand Secretary. T he m eeting 
was a very successful one. Election 
of officers resulted as follows: 

President — H arry  D. Hydorn, 
Grand Rapids.

V ice-President—C. C. King, Sioux 
City, Iowa.

Secretary—H. T. McCrea, Alton, 
Illinois.

T reasurer—J. M. Berry, Dallas, 
Texas.

Page R. L. W allace, A tlanta, 
Georgia.

Executive Com m ittee—G. W . She
er, Blue Field, W est V irginia; A. E. 
Paul, Columbus, O hio; Fred. C. Rich
ter, T raverse City; J. C. Nicolls, 
Kansas City, Mo.

John W. Schram, of D etroit, made 
the nom inating speech for B ro ther 
H ydorn  and his rem arks added a 
g reat deal to  the pleasure of his elec
tion. V ice-President R ichter, of the 
M ichigan jurisdiction, was pleased to 
report that we enjoyed a 60 per ceftt. 
gain last year. H ere’s hoping that 
m ore of the secretaries will a ttend 
next year.

John  W . Schram, of D etroit, was 
appointed V ice-President of Michi
gan by the President for the ensu
ing year.

Some one was heard to rem ark 
that while at E dgetts, on Pine Riv
er, last week they saw a large black 
bear diving off of a log and remain 
under w ater for some time, but a lt
er some time it was discovered that 
only George A bbott, the famous oil 
m an of Grand Rapids, had taken 
an unusual dip while fishing. AVe 
congratu late you, George, on the 
dive.

Dick W arner, Jr., now carries a 
new side line in the way of a baby 
push cart. Best wishes, Dick.

K ent B uttars has changed his ad
dress to  Grand Rapids, if you please. 
W ell, you are always welcome to 
return , Kent, and wish you success 
with your new job.

J- J- Rogers, of M anistee, now 
covers this te rrito ry  for a Grand Rap
ids flour mill. W e congratu late you 
on landing this position.

T he natives of McBain were sur
prised recently  when they opened the 
station  at their city and found their 
Village M arshal asleep on some of 
the trunks. A fter some disturbance 
the party  awoke and—lo and be
hold—there was A. tY. Stevenson, 
H azeltine & Perk ins’ salesman, w ait
ing for the  m orning train.

W e are pleased to report at this 
time that Charles Faust has recover-

ed to the extent th at he is able to sit 
on the porch. Glad to  see you out, 
Charlie, and wish you a speedy re
covery.

W e were ra ther surprised this 
week to note J. R. Seewald reserving 
two berths on a D etro it sleeper, but 
upon investigation learned that he, 
too, intended to join the Benedicts. 
W e hope congratulations are in or
der by this tim e and we expect to 
smoke. Mr. Seewald is one of Edi
son, M oore & Co.’s popular salesman.

O ur old friend, Dan Conway, who 
at one tim e was a resident of our 
city, has returned to spend the sum
m er w ith us. Glad to see the whole 
family w ith you, Dan. H e now reg
isters Chicago.

George McClelland, who at one 
tim e carried a grip for the U pjohn 
Pill & Granule Co., of Kalamazoo, 
and made the Queen City his home, 
m otored through with Mrs. Mc
Clelland from the Celery City and 
spent a few days with us before trav
eling north. George now holds the 
position of sales m anager for the 
drug com pany and is m eeting with 
g reat success.

Mrs. R. E. W eaver is spending a 
few weeks visiting in Grand Rapids. 
R. E. was seen on the streets of W al
ton this week carrying a grip.

N early all the hotels of N orthern 
M ichigan have installed the individ
ual towels and it certainly seems a 
pleasure these warm  days to enjoy 
the privilege of using the same.

W m. E. Bennett, of Boyne City 
fame, now resides in T raverse City 
again. W elcom e, Bill.

Every one of our m em bers are 
planning on m aking our picnic this 
year the event of the season, with 
Chairm an Jourdan  a t the head of it. 
W e have a num ber of invitations from  
several of the leading resort and 
pleasure spots and we hope soon to 
give particulars. Fred. C. Richter.

I t  may be of in terest for many 
persons to  learn th a t a woman nam 
ed Kalbfleisch, which is German for 
veal, has become Mrs. Bacon, in the 
few m om ents required for the p ro
nouncem ent of a m arriage service. 
T his is entitled to  class with the best 
w ork of the lightn ing change artists 
on the vaudeville stage.
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Hart Brand eaonefl M s
Packed by

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

Michigan People W ant Michigan P roduett

Chase Motor Wagons

Are built in several sizes and body styles. Carrying 
capacity from 800 to 4,000 pounds. Prices from $750 
to $2,200. Over 25,00 Chase Motor Wagons in use. 
Write for catalog.

Adams &  Hart
47-49 No. Division St., Grand Rapids

Up-to-date Stores use
j  THE BEST DUPLICATING

SALES 'W  BOOKS
Made of good BOOK paper, not print
1 r<h OFF IN TOWNS WHERE WE HAVE NO 
I  O  AGENT. WRITE FOR SAMPLES TO

MIDGARD SALESLIP CO. STOUGHTON, WIS.
Also manufacture Triplicate Books. Carbonized 

back Books. White and Yellow Leaf Books.

C hicago  Boats
G. & M. Line

Every N ight
Fare $2

Holland Interurban Q*v m
Boat Train a t ................  0 |/# I I I e

BOYS! BOYS! BOYS!
Stop at

ARBOR REST
PENTW ATER, MICH.

New Beds Entirely Refinished— Individual Towels

Why Not Save 50% On Ice Bills?
Is there an y  logical reason w hy you should use ice for 

refrigeration w hen there is a more economical, practical and 
simple method?

Brecht’s
Twin

Compressor

Brecht’s Enclosed 
Brine Circulating System
of mechanical refrigeration is the up-to-date-the scien
tific way.

Let us tell you about the market men and others who 
are using The Brecht System and saving money.

Write us today for particulars.

Dept. “K”
THE BRECHT COMPANY

ESTABLISHED 1853 
Main Offices and Factories:

1201-1215 CASS AVE., ST . LOUIS, U. S. A.
New York. Denver, San Francisco, Ca!„ Hamburg, Buenos Aires
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Chirpings From the Crickets. 
B attle  Creek, July 1—Am ong the 

b ro thers who w ear the U. C. T. but
ton we m et two of our Michigan 
boys in Indiana this past week. They 
were Geo. Struthers, of Traverse 
City Council, No. 361, and Charles 
Flemm ing, of our own Council, No. 
253. I t  is indeed a pleasure to meet 
our b rothers and especially do we 
like these chance encounters when 
out of our own State.

I t  beats all to w hat extrem es some 
people will go ju st to get his name 
in the paper. B rother and Sister 
Ireland have moved into their new 
home on Main street, W est, ju st be
yond the C ountry Club. The house 
is not completed yet, but it will not 
be long before the plans will be car
ried out and the place will be honor
ed w ith a name other than ju s t “The 
Farm .” So far H erb .seems to know 
the place when the car stops, even 
though there is no num ber or sign 
board in sight.

B rother John Hach, of Coldwater 
Council, No. 452, was in the city Sun
day, stopping off from a m otoring 
tour for a short visit with friends.

B rother John Adams returned 
Sunday m orning from  Columbus, 
Ohio, where he attended the twenty- 
fifth annual session of the Supreme 
Council during the past week. He 
is spending this week with his fami
ly at Gull Lake.

This is the week th at the travel
ers from the United Confectionery 
Co. are having their vacations. The 
boys are all doting on the much de
served holiday. Sales M anager 
B rother John M clntire  is the only 
one left on the job, but John never 
needs a vacation anyway.

On the last page of last week’s 
issue of the Tradesm an we note a 
paragraph to the mail order house, 
quoted from W illiam Allen W hite. 
A lthough this is printed in heavy 
type, we believe it is w orthy  of a 
m ore conspicuous place, and the sen
tim ent therein contained should be 
tooted and blasted from  every trum 
pet in every column and at every op
portune time. I t  is high time that 
thinking people should in terest them 
selves in these things and not leave 
them  for politicians to adjust. I t  
would seem that while we have many 
good men, those who are really and 
tru ly  conscientious and honest, yet 
there are existing conditions which 
m ight be bettered. W e happen, 
through the courtesy of one of our 
customers, to have a little poem which 
describes some of the virtues which 
we believe would make some of the 
politicians and officeseekers better 
equipped to m anage the affairs which 
pertain  to the common people, and 
we only wish that in quoting it we 
m ight have been able to  give the 
name of the poet:

Look, Laugh, Live, Lift.
I would be True,

F o r there  a re  those w ho tru s t  me;
I would be Pure,

F o r th e re  a re  those who care;
I would be Strong,

F o r th e re  is m uch to  suffer;
I would be B rave,

F o r th e re  is m uch to  dare ;
I would be a  F riend  

Of all the  friendless;
I would be Giving 

And forget th e  g ift;
I would be Hum ble,

F o r X own m y w eakness;
I would Liook Up and Laugh,
And Love and Lift.

This, the week of the Glorious 
Fourth, is certainly a busy one for 
Battle Creek. Besides celebrating one 
of the m ost im portant of all holi
days, we have two circuses and a 
Chautauqua. W ith  no particular 
com m ent from  us, all grown-ups 
know with w hat keen interest and de
light the F ourth  of Ju ly  and a circus 
day are hailed by the average A m er
ican boy or girl. Bless their hearts, 
it is not ju st because it is som ething 
in the way of noise that m akes a 
boy or girl like to have the Fourth  
come to us. I t  is the Am erican spirit 
of patriotism . If you do not be
lieve it, ju st watch the boys and girls 
in your own neighborhood. See what 
the flushed cheeks, the sparkling eyes 
and the light spring step as they line 
up with soldier caps, drums, fifes and 
guns, and w ith Old Glory waving 
above their heads, tell you. Look out, 
you old grouch, you who have lived 
so m any years since your childhood 
that you really do not know w hether 
you ever had a noble, patriotic 
thought in your head or not. W atch 
yourself or you m ight fall off your 
dignity and lower yourself in the 
eyes of the neighbors by falling in 
step w ith the youngsters. W hat 
these young folks need is not more 
firecrackers in particular, but more 
of the confidence of the parents, the 
older brothers, the uncles and the 
grandfathers. W e believe in a sane 
Fourth, and we love the boys and 
girls to  the degree that we would not 
wish to see any of them  carelessly 
maimed or seriously hurt. But let us, 
as older ones, encourage them  in all 
m atters patriotic, and let us try  and 
provide such things as will amuse, 
teach and satisfy them.

Then, too, the circus. W e can not 
all attend the perform ance, but can 
we not see th at some youngster is 
provided with a peep a t some of the 
novel and in teresting  things that 
only come to town once or twice a 
year? T here  is the unloading in the 
m orning, there m ay be the parade 
with some free a ttractions and would 
it be such a serious th ing  to  see that 
the boy or girl gets some satisfac
tion in having the p roprietors of a 
circus condescend to stop off in their 
town for one day? Do be thoughtful 
and kind to  the little ones. How 
often you look back and wish that 
you m ight be young again. This 
kindness and thoughtfulness, this 
sym pathy, will all help to make you 
a better m an or woman, and you need 
it to make you a success.

W hat an education, w hat an inspira
tion the Chautauqua brings to us all! 
W e can not describe to you all the 
a ttractions we ourselves will be privi
leged to w itness this week, but we 
can not refrain from  speaking of the 
opening number, which was given 
Sunday afternoon—J. H. Balmer 
with his wonderful Kaffir singing 
boys and Miss Clark. Mr. Balmer 
has spent about a quarter of a cen
tury  in Africa, having been sent 
there in the beginning on account 
of tubercular trouble. Miss Clark, 
the able accompanist, was born in 
South Africa, of English parents.

But it is of the boys I wish to 
speak. This is no place for me to

discuss the race problem  and, any- 
way, I am not well enough informed 
to  try  and solve such a m atter, but 
if you could only hear one of those 
little  Kaffirs, possibly 9 years old, 
sing “I ’m the Child of a King,” I 
believe the barrier, if you have one, 
would begin to  weaken. Then, too, 
another little  fellow who could bare
ly speak plainly sang “Only an A r
m or B earer” in a m anner th at the 
H eavenly F a ther himself would be 
proud to  hear.

All the songs, solos, duets and 
chorus work were extrem ely good and 
well rendered. W e know that the 
English spoken by these little fellows 
was nicely done and be believe that 
the Kaffir tongue was as fluently 
spoken, as we have seen no one in 
the large audience who dared to con
tradict it.

W hile this was not particularly  a 
m issionary meeting, with a contribu
tion attached, we do feel that the 
subject should not and can not pass 
from the m inds of the good people 
of our own fair land simply as an 
entertainm ent. W hat has been done 
for these boys by faithful, earnest 
C hristian workers, can be done in a 
larger way, if we as a Christian na
tion take it up.

H isto ry  teaches us that the C hrist 
was hidden away for a time in this 
same country which needs his influ
ence to-day. Charles R. Foster.

The Boys Behind the Counter.
Kalam azoo—Gregg H ogar, of Paw 

Paw, has taken a position with W. 
M. Bryant, at B ryant’s boot shop. 
Mr. H ogar has lived in the Vine
yard Tow n all his life and has an 
acquaintance covering a large part of 
Van Buren county.

Lake L inden—Alfred T herrien has 
taken a position in the clothing store 
of H enry  Nathenson. Mr. T herrien  
graduated last week from the local 
high school.

B attle Creek—Leslie Conant has 
taken a position with the Elsenhood 
Bros.’ grocery store.

M enominee — H erbert Bourdlaies, 
who for over two years has been 
connected w ith the Stocklin Phar
macy, on Main street, has resigned 
that position to take a much needed 
rest. A fter a rest of a few weeks 
he is to  become interested in a new 
work, the nature of which he is un
able to  announce at present. During 
the absence of the proprietor, Clifford 
Stocklin, who spent several m onths 
at the Isle of Pines, he assumed ac
tive m anagem ent of t h e . establish
ment.

Kalam azoo — Gilmore Bros, have 
engaged Charles L. Perry  as ad
vertising m anager. Mr. Perry  is well 
known in Kalamazoo, having come 
here only seven years ago from  the 
Springs D ry Goods Company, Grand 
Rapids. Since his residence in this 
city he has been engaged part of the 
time in w riting advertising copy, 
which has a ttracted  attention  because 
of its excellence.

T here is little  doubt th at one of 
the m ost provoking things that can 
happen to a m an is to  push hard on 
a sw inging door th at is labeled, 
“Pull.”

Grocers Meet and Eat For Mutual 
Benefit.

Petoskey, July 2—T hirty-six  g ro
cers and butchers, six of whom were 
from H arbor Springs, one from Char
levoix, one from Bay Shore and one 
from W alloon Lake, participated in 
the banquet given last Tuesday night 
at Maccabee hall by the Petoskey 
Retail G rocers’ Association.

T he feast, served by Mrs. Charles 
Lom ain’s class of the M ethodist 
church, was one of the best, and the 
toast program m e which followed, un
der the direction of T oastm aster 
H enry  S. Sweeney, was filled with 
in terest and fun. Mr. Sweeney, as 
m anager of the new collecting agency 
to  be form ed in Petoskey, outlined 
the plans form ulated along those 
lines and discussed the subject at 
some length.

O ther speakers were E. L. Rose, 
John Lake, George Danser, Adrian 
Oole, Clyde Bear, W ill H orton  and 
Mr. Mason, the last m entioned being 
from Charlevoix. All discussed ques
tions of m ore or less im portance to 
the gathering. President A. C. Neil- 
son, of the State organization, was 
one of the principal speakers of the 
evening.

As the result of the banquet, the 
grocers of this region should.be able 
to form  a closer union for the m u
tual benefit of all, and should ad
vance along all lines in harm ony with 
each o ther aims that are being sought 
by the Association and are being real
ized.

G. K. Coffey, who has represent
ed the Crown Baking Pow der Co. rn 
this territo ry  since 1896, has gone to 
Mt. Clemens for three weeks in the 
hope th at the baths there will relieve 
him from  an attack  of inflammatory 
rheumatism. A fter he has taken a 
course of baths at Mt. Clemens, he 
will go to Shippensberg, Pa., where 
he will visit a sister and brother. 
Thence he goes to M aryland, where 
he will visit o ther relatives. Mr. Cof
fey now tips the beam at 345 pounds 
and claims to be the largest U. C. T. 
in Michigan. He asked his house for 
a leave of absence and requested it to 
put some one else in his place tem 
porarily, but Charles Roger, Presi
dent of the corporation at E ast St. 
Louis, w rote him th at he could have 
his vacation and that he would be 
paid as usual in the meantime, but 
that no one would be sent over his 
territo ry . This tends to show the es
teem in which he is held by his house. 
T his feeling naturally  adds to  the 
enjoym ent of his vacation. He ex
pects to be back on the w arpath again 
about A ugust 15.

W . A. Van Syckle, for six years 
traveling salesman for the Voigt 
Milling Co., has resigned that posi
tion to  accept a proprietary  interest 
in the Glable Carving W orks of H ol
land. Mr. Van Syckle is a most 
popular and efficient salesman and 
enjoys the confidence of a host of 
friends and patrons, who wish him 
abundant success in his new field of 
endeavor. He will be succeeded by 
Iavan McGee, a rising and prom is
ing young man of Grand Rapids.



se M I C H I G A N  T R A D E S M A N July 3, 1912

¡DRUGS DRUGGISTS SUNDRIES
Èdk f  - Jl

• -  'u rn iiiini

M ic h ig a n  B o a rd  of P h a rm a c y . 
P resid en t—Ed. J .  Rodgers, P o r t H uron. 
S ecre ta ry—Jo h n  J . Cam pbell, Pigeon. 
T rea su re r—W . E. Collins, Owosso. 
O the r M em bers—E dw in  T. Boden, B ay 

C ity ; G. E . F au lkner, Delton.

M ic h ig a n  S ta te  P h a rm a ce u tica l A s s o c ia 
tion.

P residen t—E. W . A ustin , M idland.
F ir s t  V ice-P residen t—E. P. V arnum , 

Jonesville.
Second V ice-P res iden t—C. P . B aker, 

B attle  Creek.
T hird  V ice-P residen t—L. P . Llpp, 

Blissfield.
S ecretary—M. H. Goodale, B a ttle  Creek.
T rea su re r—J . J . W ells, A thens.
E xecu tive  C om m ittee—E . J. Rodgers, 

P o r t H uron ; L. A. Seltzer, D e tro it; S. C. 
Bull, H illsdale and  H . G. Spring, U nion- 
ville.

M ic h ig a n  R e ta il D r u g g is t s ’ A sso c ia t io n . 
P resid en t—D. D. Alton, F rem ont.
F ir s t  V ice-P residen t—J . D. Gilleo, 

Pompeii.
Second V ice-P residen t—G. C. L ayerer, 

B ay City.
S ecretary—R. W. Cochrane, Kalam azoo. 
T reasu re r—W . C. W heelock, K alam azoo. 
E xecu tive  C om m ittee—W . C. K irsch - 

gessner, G rand R apids; G ran t Stevens, 
D etro it; R. A. A bbott, M uskegon; Geo. 
Davis, H am ilton ; D. G. Look, Lowell; 
C. A. Bugbee, Tnaverse City.

N ext M eeting—M uskegon.

G ra n d  R a p id s  D ru g  C lub .
Presiden t—W m . C. K irchgessner.
V ice-P residen t—E. D. De L a  M ater.
S ecre ta ry  and  T reasu re r—W m . H  

Tibbs
Executive  C om m ittee—W m . Quigley, 

C hairm an; H enry  Riechel, T heron Forbes.

A Small Town Plan.
A druggist in a small town wanted 

to get some additional soda w ater 
business and found it could be done. 
T here were seven druggists in this 
town, four of them  being located 
“down tow n,” that is to say, in the 
business center. They all made very 
good soda w ater and did about the 
same am ount of business. O ur drug
gist began running poetical “reading 
notices” in the local daily. H ere is 
one of his samples:

If I am right in what I think.
There are five reasons why men drink.
Good soda, a friend, or being dry.
Or lest you should be by and by.
Or any other reason why.

This, of course, is a paraphrase of 
an old rhym e with which nearly ev
erybody is familiar. He also used 
the following paraphrase of Cowley: 

Why
Should every mortal drink but I?
Why. man of morals, tell me why?
Drink at Blank's Soda Fountain.

Now, life in a small town is not an 
exciting proposition, and these little 
items created a deal of favorable 
comment. The druggist got a book 
of quotations and evolved a few new 
ones every day, and some of them 
were very catchy. W hen his inven
tiveness began to flag, he offered 
prizes of soda tickets for the best 
lots of notices subm itted.

T his served a double purpose; it 
got him his reading notices w ithout 
mental effort on his part, and it got 
the people interested in his contests, 
and, incidentally, in his fountain. He 
was not stingy with his prizes of 
soda tickets, kept everybody in good

humor, and a ttrac ted  a lot of busi
ness. Some people object to giving 
prizes, but where is the harm  in an 
enterprise like this? A contest of this 
kind is a boon to a small tow n; it 
stirs up the people, gets them  to 
reading good literature, s ta rts  a 
friendly em ulation and m akes busi
ness. You have to do som ething to 
get business, and these things create 
new business. If  the o ther druggists 
get in line, everybody benefits. T here 
is no use piking along in the same old 
rut, w aiting on w hat business floats 
up to your counter, and being content 
with that. You have to  reach for 
business these days.

Every m an has his chance. Think 
up som ething suited to your comm u
nity and try  it. The fact th at you 
are try ing  som ething will, of itself, 
help business.

The Milk Shake.
Fifteen years ago the m ilk shake 

was a general favorite, and some dis
pensers did a good business in this 
drink alone. I ts  popularity  waned to 
some extent, and of late years it has 
not had the vogue that it once had. 
W e m ust remember, however, that 
a th ing  may get so old as to become 
new again.

A nother generation has begun 
drinking soda w ater since the milk 
shake was in its glory, and there is 
no reason why they should be denied 
all knowledge of this drink. A New 
York druggist sold the milk shake 
last season under the name of the 
“Fluffy Ruffles,” and did a thriving 
business am ong the school girls of 
the sm art set. He had a “sm art” 
name and the drink was hailed as a 
sm art drink. T he “Fluffy Ruffles” 
consisted of half an ounce of choco
late syrup, half an ounce of coffee 
syrup and seven ounces of milk, and 
retailed for 10 cents. This was an old 
com bination m asquerading under a 
new name, but the com bination was 
good, the name was catchy and ev
erybody was happy. W e offer some 
other com binations in which the milk 
shake is being sold to-day:

Floradora.
Serve in an ordinary  soda glass. 

Fill tum bler half full of shaved ice, 
add one ounce of vanilla syrup, one- 
half ounce straw berry  syrup and fill 
tum bler nearly full of fresh milk. 
Shake thoroughly, strain  and serve.

L ight Lunch.
One ounce chocolate syrup, one- 

half ounce vanilla syrup, one egg. 
Add to  these ingredients a quantity 
of shaved ice and fill glass nearly 
full of milk. Shake thoroughly, strain  
and serve. T op w ith grated  nutmeg.

M alted Milk Shake.
One ounce vanilla syrup, one-half 

ounce coffee syrup, two teaspoonfuls 
m alted milk. Add to these ingre
dients the usual quantity of shaved 
ice, fill glass nearly full of fresh milk, 
shake thoroughly, strain  and serve. 
Of course, practically any fountain 
syrup m ay be used as a base that 
will not curdle or affect the milk. 
Chocolate is a favorite here, as else
where, w ith coffee and vanilla not 
far behind. Acid syrups should not 
be used with milk.

Chipped Glassware.
Because glasses represent a con

siderable part of the general fountain 
expense, there is a tendency to con
tinue to  use a glass a fter the rim has 
become chipped. T his is a good ex
ample of false economy. Insist that 
your dispensers be as careful as they 
can in handling glasses. Do not for
get, however, that they chip very 
easily and no m an can avoid some 
breakage. T he only wise thing to  do 
is to discard a glass ju st as soon as 
you notice that it is chipped. T he 
appearance of such a glass upon the 
counter is decidedly bad. I t is also 
dangerous, for some one is likely to 
cut himself, not seriously perhaps, 
but sufficiently to  cause one t-o think 
twice before going a second time to 
a fountain where he had such an ex
perience.

A nother dangerous th ing  about a 
chipped glass a t a fountain is that 
your dispensers are liable to  cut 
them selves when washing them, espe
cially when they are hustling and try 

ing to give good service. D on’t let 
them  run any unnecessary chances.

Have you ever noticed the expres
sion on a custom er’s face who was 
turning a chipped glass around in the 
holder, try ing  to find a sm ooth edge 
to drink from? If you ever do, you 
will understand why this advice is 
given. I t may cost som ething to 
discard chipped glasses; but it will 
cost more to keep them  in service.

I t is not always necessary to throw  
them away—they can be used a t 
home, where a knowledge of their 
condition will mean carefulness. If 
you do not care to use them, you, no 
doubt, will find some am ong your 
clerks who will be glad to.

Fruit Punch Syrup.
To two pints of pineapple syrup 

add one pint of orange syrup, one 
pint of straw berry syrup and three 
ounces of lemon juice and mix th o r
oughly.

N ature consists not only in itself, 
objectively, but at least ju st as much 
in its subjective reflection from  the 
person, spirit, age, looking a t it, in 
the midst of it, and absorbing it— 
faithfully sends back the character
istic beliefs of the time or individ
ual—takes, and readily gives again, 
the physiognom y of any nation or 
literature—falls like a g reat elastic 
veil on a face, or like the m olding 
plaster on a statue.—W hitm an.

M ost optimism can be traced to a 
good digestion, and m ost pessimism 
is the result of indigestion.—H ugh 
Black.

j Paris Green Labels J
POISON

PARIS GREEN
Antidote. Lime W ater in copious draughts, em
etics of Sulphate of Zinc. Give Flaxseed Tea, or 
Slippery Elm Tea.

The Paris Green season is at hand and those dealers 
who break bulk must label their packages according 
to law. We are prepared to furnish labels which 
meet the requirements of the law, as follows:

100 labels. 25 cents 
200 labels. 40 cents 
500 labels. 75 cents 

1000 labels. $1.00

Labels sent postage prepaid where cash accompanies 
order. Orders can be sent through any jobbing house 
at the Grand Rapids market.

- f

Tradesman Company, Grand Rapids
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WHOLESALE DRUG PRICE CURRENT
Acldum

A ceticum  ............
Benzoicum , Ger.
B o r a c i e .........
C arbolicum  . 
C itricum  . . .  
H ydroch lor . 
N itrocum  . . ,  
O xalicum  . . .  
Salicylicum  . 
Phospiiorium , 
S’ulphuricum  
T ann lcum  . 
T a rta r icu m  ,

dii.

1

6@  8 
45 ® 60 
10@i 15 
25® 35 
45 @¡ 50 

1%@ 5
5%® 10 

14@ 15 
40® 42

® 15
1%@ 5
00@1 10 
38@ 40

Cortex 
Abies, C anadian
C assiae ..................
C inchona F lav a  . 
B uonym us a t r o . . 
M yrica C erifera  . 
P ru n u s  V irgin! . .  
Quillala, g r ’d. . . .  
S assafras , po 30

90@1 00

25
25 
20 
40 
32 
30 
15
26

u  1111 us ................ m 20

E xtractum
G lycyrrhiza, Gla. 24® 30
G lycyrrhiza. do. 25® 30
H aem atox  .............. 11® 12
H aem atox , Is  . . . . 13® 14
H aem atox. % s ... 14® 15
H aem atox, 14 s . . . 16@ 17

Ferna
C arbonate  Precip. 15
C itra te  & Q uina 1 80®2 00
C itra te  Soluble . . 63® 75
Ferrocyan idum  S 25
Solut. Chloride . . 15
Sulphate, com ’l . . 2
Sulphate, comT. by

bbl., p e r cwt. 
Sulphate, pure  . .

75
7

Flora
A rnica ................ 18® 25
A nthem is .......... 40® 50
M atricar ia  ........ 30@ 35

Folia
B arosm a ............  1 75@1 85
C assia  Acutifol,

T innevelly  .. 15®' 20
C assia Acutifol 25® 30
Salvia, officinalis,

%S ................ 20@ 25
U va ursi ............ 8@ 10
A cacia, 1st pkd. @ 40

Gumml 
A cacia, 1st pkd. 
A cacia, 2nd pkd. 
A cacia, 3rd pkd. 
A cacia, s ifted  sts.
A cacia, po.............
Aloe, B arb  ..........
Aloe, Cape ........
Aloe, Socotrl . . . .
Am m oniac ..........
A safoetida .......... 1
Benzoinum  ..........
C am phorae ........
Euphorbium  ........
G albanum  ............
G am borge po. . .  1 
G auciacum  po 45 
K ino . . . . p o  45c
M astic . . . .  v........
M yrrh . . . .  po 50
Opium ................  7
Opium  pow der 9

@ 40 
@ 35 
<§> 30 
@ 20 

35® 45 
22® 25 

@ 25 
@ 45 

35® 40
00@1 25 
50@ 55 
55® 60 

@ 40 
@1 00 

00@1 25 
@  35 
@ 40
@ 75 
@ 45 

25 @7 50

Shellac ’ ................ 30® 40
Shellac, bleached 35® 45
T rag acan th  . . . .  1 00@1 20

H erb a
A bsinth ium  ........ 25 @ 30
E upato rium  oz pk 30
Lobelia oz pk . . . 35
M ajorium  oz p k .. 36
M en tra  Pip. oz r'k 35
R ue oz pk  .......... 30
T enacetum  . .V . . 30
T hym us V oz pk  , 30

M a g n e s ia
Calcined,, P a t. . . . 55® 65
C arbonate, K-M. 18@i 20
C arbonate  po . . . 10® 15

O leum
A bsinth ium  . . . .  8 
A m ygdalae Dulc. 
A m ygdalae A m a 8
A nisi ....................  2
A u ran ti C ortex 3
B ergam il ..........  8
C ajipu ti ..............
Caryophilli . . . .  1
C edar ................
Chenopadil ........  6
C innam oni . . . .  1
Conium  M ae . . .  
CitroneUa . . . . .

00@8 25 
75@> 85 
00@8 ¿5 
15@2 20 
15@3 25 
00@8 50 
85 @ 90
25@1 30 
85® 90
50@7 00 
50@1 60 
80@ 90
40® 50

Copaiba . . . . , . . .  1 50@1 75 Scillae ................ . @ 50Cubebae . . . . . .  4 00® 4 60 Scillae Co........... , 0 50E rigeron  . . . . . . . , 2  35@2 50 T o lu tan  .............. . 0 50
E v ech th ito s  . . . . . 1  00@1 10 P ru n u a  v irg. . . @ 50G au ltheria  . .  
G eranium  . . .

. . . . 4  80@5 00 
. oz 75

Z ing iber .............. @ 50

A m m o n ia
Aqua, 18 deg. . . .  3%@ 6
Aqua, 20 deg. . . .  4%@ 8
C&rbonas ............... 13®» 15
C hlondum  ..........  12® 14

A n il in e
gtack ................ 1 00@2 00
g ro w n  ....................  80@1 00
Red ......................  45 @ 50
Yellow ................  i  00@1 50

RarraA
Cubebae ..............  70@ 75
Ju n ip ers  ............  6@ 8
X anthoxylum  . .  @ 65

B a lsa m u m
Copaiba ..............  70 @ 75
P eru  ....................  2 00@2 25
T erabin , Canad. 65 ® 75 
T olu tan  ........  ......

Gossippil Sem  g a l 60@ 75
H edeom a ..........  2 50@2 75
Ju n íp e ra  ................. 40@1 20
L avendula  .............  90@4 00
U n io n s ..............  2 00@2 10
M entha P ip e r 3 75® 400 
M en tha  V erid . . . 5  00®5 25 
M orrhuae, gal. . . l  10@1 25
M yricia ............... 3 75@4 35
OUV. ................... 2 50@3 25
P ic is  L iqu ida  . . .  io@ 12 
P icis L iqu ida gal. @ 44
R icina  ..................... 98@1 25
R osae oz.............U  50@12 ••
R osm arin! ........... @ 10#
| 5 bÍn a  ................  1 75@2 00
g a n ta l ................  4 50@5 00
Sassafras ............  90@ l 00
bm apis, ess. oz. @ 50
Succini ..................  40® 45
Thym e ................  50®f 60

opt..............  @1 60
Theobrom as ----- 17® i 25
T1Slil ....................  1 0@1 70

■o, „ ^ PotassiumB i-C arb  ..............  15@ u
B ichrom ate  ......... 13 @ 15
B rom ide ..............  40® 50
C hlorate  ........ po. 12@ 16
pyanW e ................  20® 49
Iodide .....................2 65@2 75
P o ta ssa ,B ita r t p r  30® 35 
P o ta ss  N itra s  op t 7® 12 
P o ta ss  N itra s  . .  7® 12
P ru ss ia te  . . ,
Su lphate  po .

23 @ 26 
15@ 18

@
50@
10@

Radix
A conitum  ..........
A lthae ................
A nchusa  ............
A rum  po .............
C alam us ..............  20®
G en tiana  po 15.. 12@
G lychrrh iza  pv  15 12® 
H ellebore, A lba 15@ 
H y d rastis , C anada  @7 00
H y d ra stis , Can, po @6 50
Inu la , po ............  25® 30
ipecac, po ........... 2 25@3 00
Ir is  F lo ra  ............... 20@ 30
Ja lap a , p r ...........  40® 50
M aran ta , % s ----- 30@ 35
Podophyllum  po 15® 25
gU el ......................  76@1 00
R hei, c u t ........... 1 00@1 25
Rhei. pv  ..............  75® 1 00
Sanguinari, po 18 @ 28
Scillae, po 45-60 20@ 25
Senega ................  @ 90
S e rp en ta ria  ........  @1 90
Sm ilax, M. grd . . .  @ 2 5
Sm ilax, offl’s H  grd . @ 45
Spigella ..............  @ 90
Sym plocarpus . .  @ 3 0
V aleriana ............  @ 25
Z ing iber a  . . . .  16® 20
Z ing iber J ............  25® 28

Semen 
A nlsum  po 22 . .
Apium  (g rave l’s)
B ird, I s  ............
C annab is  Sa tlva
C ardam on ........
C arui po 20 . . . .  
Chenonpodium  . .
C oriandrum  ........
Cydonium  ............
D ip terix  O dorate
Foeniculum  .........
Foenugreek , p o . .
L in i .............. . . . .
Lini, grd. bbl. 5
L obelia ................
P h a rla r is  C an a’n
R ap a  .....................
S inapls A lb a ........
S inapis N ig ra  . . .

@ 18 
@ 30 

7@ 8
7@ 8

40@1 50 
12® 15 
20@ 30 
10@ 14@1 00 @6 75 

@ 30 
9 
8 8

45 @ 50 
9@ 10 
6@ 8 
8@ 10 
9@ 10

5@

Splrltue
F ru m en tl W . D. 2 00@2 50
F ru m en ti ............... 1 25@1 50
Ju n ip e rs  Co...........1 75@3 50
Ju n ip e rs  Co O T  1 65@2 00 
S accharum  N  E  1 90@2 10 
Spt. V ini Galli . .1  75@6 50
V ini A lba .............1 25@2 00
Vini O porto .........1 25@2 00

Sponges
E x tra  yellow  sheeps’ 

wool c arriag e  . .  @4 00
F lorida  sh eep s’ wool

c a rriag e  ..........
G rass sheeps' wool

carriag e  .............
H ard , s la te  use  . .
N assau  sheeps’ wool

c a rriag e  ..........
V elvet e x tra  sheeps’ 

wool carriag e  . .
Yellow R eef, fo r 

s la te  use  ...........

@4 00

@1 25 
@1 00

@4 00 

@2 75

Syrups
A c a c ia .....................
A u ran ti C ortex  . .
F e rr i lod ..........
Ipecac ............ ..
R hei A rom  ..........
Senega ...................
Sm ilax Offi’s  . . . .

@1 40

60
60
40
75
50
50
60

Tinctures
Aloes .......................
A loes & M y rrh .. 
A nconitum  N ap ’s F  
A nconitum  N ap ’sR
A rn ica  ...................
A safoe tlda  ...........
A trope B elladonna 
A u ran ti C ortex  ..
B arosm a ............
B enzoin ................
B enzoin Co...........
C an tharides  .........
C apsicum  ............
C ardam on ............
C ardam on Co. . .  
C assia  A cutifo l . .  
C assia  A cutifol Co
C asto r ....................
C atechu  ................
C inchona Co..........
Colum bia ...............
Cubebae .................
D ig ita lis .................
E rg o t .....................
F e rr i Chloridum
G entian  ................
G en tian  Co............
G u ia c a .....................
G uiaca am m on .
H yoscyam us ..........
Iodine ..................
Iodine, colorless
K ino ......................
L obelia .................
M yrrh  ...................
N ux  V o m ic a ........
Opil ..................
Opil, cam phora ted  
Opil, deodorized
Q uassia  ................
R h a tan y  ................
R hei .......................
S an g u in a ria  .........
S e rp en ta ria  .........
S trom onium  ............
T o lu tan  .................
V alerian  ...............
V era tru m  V eride 
Z ing iber ................

60
60(0
60
50
75
60
50
90
60
60
75
60
75
75
50
50
75
50
60
50
50
50
60
50
50
60
50
60
50
00
00
50
50
50
50
00
75
25
50
50
50
50
50
60
60
50
50
60

45@
3@

40®

50@

M iscellaneous 
A ether, S?pts N it

U  S P  ........
A lum en, g rd  po 7
A n n a tto  ................
A ntim oni, po . . . .
A ntim oni e t po t 40
A ntifeb rin  ..........
A ntipyrin  .............
A rg en ti’ N itra s  oz
A rsenicum  ..........  10
Balm  Gilead buds 401 
B ism uth , S N  . .  2 lOi 
Calcium  Chlor, Is  < 
Calcium  Chlor, %s 
Calcium  Chlor, %s 1 
C antharides, Rus. Po  @1 25
C ap s id  F ru c ’s a f  @ 2 0
Capsici F ru c ’s  po @ 25
C arm ine, No. 40 @3 50
C arphyllus ..........  25@ 30
C assia  F ru c tu s  . .  @ 3 5
C ataceum  ............  @ 35
C en tra ria  ............. @ 10
C era A lba ..........  50 @ 55
C era F lav a  . . . .  3&® 42
C rocus ..............  10@ 15
Chloroform  ........  34@ 44
Chloral H yd  C rss 1 25 @1 45 
Chloro’m  Squibbs @ 90
C hondrus ............  20@ 25
Cocaine ............  3 75 @4 00
Corks list, less 70%
C reosotum  ..........
C re ta  . . . .  bbl. 75
C reta , p rep ...........
C re ta , precip. . .
C re ta , R u b ra  . . .
C udbear ..............
C upri Sulph. . .
D ex trine  ..........
E m ery , a ll Nos.
E m ery , po. . . .
E rgo ta , po 1 80 
E th e r  Sulph. ..
F lake  W h ite  . . . .  12® 15
G alla ....................  @ 30
G am bler ................  3@ 9
G elatin , F ren ch  35@ 45 
G lassw are, fu ll cs. @80% 
L ess th a n  box 70%-10%
Glue, brow n ......... 11@ 13
Glue, w h ite  ......... 15@ 25
G lycerina ..............  22@ 30
G rana P a rad is i . .  @ 2 5
H um ulus ............  50 @ 80
H y d ra rg  A m m o’l @1 50
H y d ra rg  C h ..M ts  @1 30
H y d ra rg  Ch C or @1 25
H y d ra rg  Ox R u’m  @1 40
H y d ra rg  U ngue’m  60® 75 
H y d ra rg y ru m  . . .  @ 8 8
Ichthyobolla, Am. 90@1 00
Indigo ..................  75@1 00
Iodine. R esubi . .3 75@4 00
Iodoform  .............. 4 50 @5 00
L iquor A rsen  e t 

H y d ra rg  lod. . .  @ 2 5
L iq  P o ta s s  A rs in it 10@ 15

45 
2 
8

10 10 
20 10 10 

6@  8 
5® 6

1 40@1 50 
27® 40 
12@

7@
9

6%@

T R A D E S M A N 27
Lupulin  ................  @2 75
Lycopodium  . . . .  60@ 70
M acis ..................... go® 90
M agnesia, Sulph. 3@ 5
M agnesia, Sulph. bbl. @ 1% 
M annia  S. F . . . . .  @ 8 5
M enthol ..............  7 50® 8 00
M orphia, SP& W  4 80@5 05 
M orphia, SNYQ 4 80@5 05
M orphia, M a i -----4 80@5 05
M oschus C anton @  40 
M yristica  No. 1 25@ 40
N ux V om ica po 15 @ 10
2 s  Sepia ..............  25@ 30
P epsin  Saac, H  &

P  D Co ............  @1 00
P icis L iq N  N  Vt

saL  do*................  @2 00
Pic is  L iq q ts  . . . .  @1 20
P icis L iq p in ts ..  @ 65 
P il H y d ra rg  po 80 @
P ip er A lba po 35 @ 20
P ip e r N ig ra  po 22 @ 18
P ix  B urgum  . . . .  10® 12
Plum bi A cet ___  15® 18
P ulv is  Ip ’cu t Opil 2 25@2 50 
P y ren th ru m , bxs. H  

& P. D. Co. doz. @ 75 
P y ren th ru m , p v . .  20@ 30
Q uassiae ............  10 @ 15
Quina, N . Y.......... 21%@31%
Quina, S. Ger. . .21%@31% 
Quina, S P & W  21%@31% 
--ubia T incto rum  12® 14

Sapo. G

Snuff, M accaboy,
D e V o e s ............

Snuff, S’h  DeVo’s  w
Soda, B oras ....... 5%@ 10
Soda, B oras, po . .5% ®  10
Soda e t P o t’s  T a r t  25® 30
Soda, C arb  ....... 1%®' 3
Soda, B i-C arb  . .  l% @  5
Soda, A sh ..........  1%@ 4
Soda, Sulphas . . . .  1 4̂® 4
Spts. Cologne . . .  @3 60
Spts. Either C o ... 60® 55
Spts. M yrcia ___2 00@2 25
Spts. V ini R ec t bl @ 22 
Spts. Vi’l R ec t %bbl @ 
Spts. V i’i R ’t  10 gl @ 
Spts. Vi’i R ec t 6 gl @ 
S trychn ia  C rys’l 1 00@1 30 
Sulphur, Roll . . ..2 % ®  5
Sulphur, Subi. . .  2%@ 6
T am arin d s  ..........  8® 10
T ereben th  Venice 40® 50
T hebrrom iae ___  55® 60
V anilla  E x t ...........1 00@1 50
Zincl Sulph . . . .  7® 10

20® 30 O ils
50@4 75 bbl. gal.
40® 50 L ard , e x tra  . . . . 85@1 00

@ 15 L ard , No. 1 .......... 75® 9010® 12 Linseed p u re  raw
15® 18 81 .................... 83® 8820® 25 Linseed, boiled 82 84® 8920® 25 N eat’s-foo t w  s t r 80® 85

® 30 T urpen tine , bbls. @52%
T urpen tine, less . .56® 62

@ 54 W hale, w in te r . . 70® 76
Paints

_ bbl. L..
G reen, P a ris  . ...1 4 % ®  21 
G reen. P en in su la r 13® 16
Lead, red  .......... 7%@ 10
Lead, w hite  ___ 714® 10
Ochre, yel B er 1 2® 5
P u tty , com m ’l 2% 2%@ 5
R ed V enetian , bbl 1

& 1% ........... 2® 6
S haker P rep ’d  . .1  50@1 65 
V erm illion, Eng. 90@1 00 
Verm illion P rim e

A m erican  ......... 13® 16
W h itn g  G ilders’ 1® 5
W h it’g  P a r is  A m ’r  @ 1«  
W h it’g  P a r is  Eng.

cliff ................. @ 1%
W hiting , w h ite  S’n ®

Our Home—Corner Oakes and Commerce

W e so lic it y o u r  o rd ers  fo r

Soda Fountain Supplies Crushed Fruits, Syrups, Etc.
Also Tables, Chairs, Stools, Holders, Spoons, Glasses 

and Utensils. Our stock is complete.
R e sp e c tfu lly ,

G ra n d  R a p id s . HAZELTINE & PERKINS DRUG CO.

Pour Kinds of 
Coupon Books

Are m anufactured by us and all so ld  on the  

sam e basis, irresp ective  of size, sh ap e or 

denom ination . F ree  sam p les on a p p lica 

tion.

TRADESMAN COMPANY, Grand Rapids, Mich.
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GROCERY PRICE CURRENT .
These quotations are carefully corrected weekly, within six  hours of mailing, 

and are intended to be correct at time of going to press. Prices* however* are 
liable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

ADVANCED DECLINED
F ru it  J a r s P e a s
Stee l C u t  O a ts Coffee
C heese D. D. G a so lin e

Index to M arkets
By Columns

Col
A

A m m onia ..........................  1
Axle G rease ............  1

B
B aked B eans ..................  1
B ath  B rick  ......................  1
B reak fas t Food ..............  1
Broom s ............................... 1
B rushes .............   1
B u tte r  Color ..................... 1

C
Candles ............................... 1
C anned Goods .............. 1-3
Carbon Oils ....................  2
C atsup  ................................  2
Cheese ................................  2
Chew ing Gum ................  3
Chicory ..............................  3
Chocolate ..........................  3
Cider, Sw eet ....................  3
C lothes L ines ................  3
Cocoa ..................................  3
C ocoanut ..........................  3
Coffee ..................................  3
Confections ......................  4
C racked W h ea t ............  4
C rackers ..................  4, 5, 6
C ream  T a r ta r  ................  6

D
D ried F ru its  ..................  6

F
F arinaceous Goods . . . .  6
F ish ing  T ackle ..............  6
F lour an d  Feed ............  7
F ru it J a r s  ........................  7

Q
Gelatine ..............................  7
G rain  B ags ......................  7

H
H erbs ................................  7
Hides an d  F e lts  ..............  8
H orse R ad ish  ..................  S

J
Jelly  ....................................  8
Jelly  G lasses ..................  8

M
M apleine ............................  8
M ince M eats ....................  8
M olasses ............................  8
M ustard  ............................  8

N
N u ts  .................'................. 4

O
Olives ...................... . t . . . .  8

P
Pickles ................................. S
P ipes ..................................  g
P lay ing  C ards ................. t
Po tash  ................................. g
P rovisions ........................  g

R
Rice ...............................    9
Rolled O ats  ....................  9

8
Salad D ressing  ................  9
S a le ra tu s  ..........................  9
Sal Soda ............................  9
S alt ......................................  9
Salt F ish  ............................  9
Seeds ................................  10
Shoe B lacking ..............  9
Snuff ................................. 9
Soap .......................................14
Soda ....................................  10
Spices .............   10
S ta rch  ..............  10
Syrups ................................  10

T
Table  SSauces ................  10
T ea ......................................  10
Tobasco ..............  11, 12, 13
T w ine ................................  13

V
V inegar ............................. 13

W
W icking ............................. 13
W oodenw are ....................  13
W rapp ing  P a p e r ..........  14

Y
Y east C ake ....................  14

AMMONIA
,„  D"«12 oz. ovals 2 doz. box 75

A X LE GREASE 
F ra z e r’s

lib . wood boxes, 4 doz. 3 00 
¿Jo- Uu boxes, 3 doz. 2 35 
»78lb. tin  boxes, 2 doz. 4 25 
JOJh. pails, p e r doz . . . 6 00 
lfitlb. pails, p e r  doz. . .7  20 
251b. pails, p e r  doz. ..12 00 

BAKED BEANS 
No. 1, p e r doz. ...45@  90
No. 2, p e r  doz.......... 7501  40
No. 3, p e r  doz. . . .8 5 0 1  75
_  b a t h  b r ic k
E ng lish  ............................. 95

BREA K FA ST FOODS
Apetlzo, B iscu its  ......... 3 00
B ear Food. P e ttijo h n s  1 95 
C racked W heat, 24-2 2 50 
C ream  of W heat, 36-2 4 50 
E gg-O -See W h ea t . . . . 2  75 
E gg-O -See C om

F lakes  ....................... 2 75
P o s ts  T oasties, T
„*»0. 2 ............................. 2 80
P o sts  T oasties, T.
_ N o . 3 ..........................  2 80
F arlm ose, 24-2 _____   2 70
G rape N u ts  ................... 2 70
G rape S u g a r F lakes  . .2  50 
S ugar Corn F lakes  . .  2 50 
H a rd y  W h ea t Food . .  2 25 
P o s tm a’s  D utch  Cook. 2 75
H olland R usk  ............... 3 20
Saxon W h ea t Food . .  3 00 
K rlnk le  C bm  F lak e  ..2  00 
M alt B re ak ras t Food 4 50
M aple F lakes  ............... 2 70
M aple C orn F lak es  . .  2 80 
Minn. W h ea t C ereal 3 75
A lgrain Food ................. 4 25
R alston  W h ea t Food 4 50 
Saxon W h ea t Food ..3  00 
Shred  W h ea t B iscu it 3 60
T riscu it, 30 ................... 2 50
P illsbury’s  B est C er’l 4 25 
P o s t T avern  Special ..2  80 
V oigt’s C ream  F lakes  4 50 
Q uaker Puffed R ice ..4  25 
Q uaker Puffed  W h ea t 2 85 
Q uaker B rk fs t B iscu it 1 90 
Q uaker C om  F lak es  . .  1 90 
V ictor C om  F lakes  . .  2 20 
W ash ing ton  C risps . . .2  80
W h ea t H e a r ts  .............. 1 90
W h ea ten a  ....................  4 50
Z est ................................. 4 00
E v ap o r’d S ugar Corn 90

BROOMS
P a rlo r  ............................  3 00
Jew el ............................... 3 70
W inner ..........................  4 25
W h ittie r Special ........  4 55
P a rlo r  Gem ................  3 75
Common W hisk  ........ .* 1 10
F ancy  W hisk  ..............  1 50
W arehouse ....................  4 50

BRU SHES
Scrub

Solid B ack, 8 in ............. 75
Solid Back, 11 in ........... 95
P oin ted  E nds ...................  85

Stove
No. 3 .................................  90
No. 2 ................................ 1 25
No. 1 ................................ 1 75

Shoe
No. 8 ................................1 00
No. 7 ............................... 1 30
No. 4 ................................1 70
No. 3 ............................... 1 90

BU TTER COLOR 
Dandelion, 25c size . .2  00 

CANDLES
Pbrafffne, 6s ..............  10
Paraffine, 12s ..............  10
W icking ........................  20

CANNED GOODS 
Apples

31b. S tan d a rd s  . . .  @ 90
Gallon ..................  2 6002 85

B lackberries
* lb. ......................1 5001 90
S tan d ard s  gallons ©5 00 

Beans
Baked ................... 8501 30
Red K idney ..........  85095
S trin g  ..................  7001 15
W ax  ......................  7501 25

Blueberries
S tandard  ....................  1 30
Gallon ............................. 6 75

Clam s
L ittle  Neck, lib . ©1 00
L ittle  Neck, 2!b. 0 1 5 0

Clam Bouillon
B u rn h am ’s, % p t ............2 25
B u rn h am ’s, p ts ......................3 75
B u rn h am ’s  q ts ........................7 50

Corn
F a ir  ......................  75© 90
Good ..................... 1 0001 10
F ancy  ..................  ©1 30

French  Peas 
M onbadon (N a tu ra l)

pe r doz.............................. 2 45
G ooseberries

No. 2, F a ir  ................  1 50
No. 2, F an cy  ..........  2 35

H om iny
S tandand ........................... g51/ L obster

......................................2 501 lb ............................. 4 or
P icn ic  T ails ................ 75

.  M ackerel
M ustard , lib . . . .  1 go
M ustard , 21b. . .......... 2 80
soused , i$4i b . ___ eo
»oused, 2lb. ........  2 75
Tom ato, l ib .................! 7 l  50
Tom ato, 21b........................2 30

M ushroom sH otels  ................... i r
B uttons, % s . . . .  ©1 14
B uttons, l l  ........  f  25
_  O ystersCove, l i h ................ 90@
Cove, 21b. ............. 1 6 0 0

Plum s
P lu m s ................... 9001 35

P e a rs  in Syrup 
No. 3 cans, p e r  doz. . .  1 50 
__ P eas
M arrow fa t ..........  ©1 25
g a r ty  J u n e  ......... $ 1  25
E a rly  J u n e  s ifted  l  4501 55

P eaches
................  90© 1 25

No. 10 size  can  pie ©3 25
Pineapple

S S i ®3 ................... 1 7502  10
SUced ..................... 90 0  2 60

Pum pkin
F a ir  ........................... g0
Good ...............   qa
E aacy  ................... 7  1 00Gallon ....................... 2 15
_. . R aspberriesS tan d a rd  ............  g)
_  Salmon
W arren s, 1 lb. T all . . . . 2  30
W arren s, 1 lb. F l a t ___ 2 40
R ed A laska  .........1 85© i 95
P in k  A lask a  . . . . l  4001 59 

Sardines
D om estic, % s ............. 3 00
D om estic, % M us........... 3 §e
i/om estic, %  Mus. © 7
French , K» ..............  7014
F rench , %s ...............18023

Shrim ps
D unbar, 1st, doz............... 1 20
D unbar, l% s, doz.............2 25

SuccotashF a i r  ........................... 90
Good ........................... 1 20
F an cy  ................... 1 2501 4«

S traw berries
S tan d a rd  ................. 95
Fhncy  <....................... 2 25

Tom atoes
Good ..........................  1 35
F an cy  ....................... 1 50
No. 10 ....................... 4 00

CARBON OILS 
B arrels

P erfec tion  ............. @11
D. S. G aso lin e ...  ©16%
Gas M achie ......... 024%
D eodor’d N ap ’a  ©14%
Cylinder ............  29 ©34%
E ngine ..............  16 ©22
Black, w in te r . .  8 ©10

CATSUP
S n ider’s p in ts  ............... 2 35
S inder's  % p in ts  .........1 35

C H E E S E
Acm e ................... ©15%
Bloom ingdale . . .  ©16%
C arson C ity  ----- ©16%
H opkins ................  016%
R iverside ..............  ©16
W a rn e r  ..............  ©16%
B rick ................... ©16%
Leiden ..................  @15
L im burger ..........  @18
P ineapp le  ........  40 @60
Sap Sago ............  ©22
Sw iss, dom estic @13

. , CH EW IN G  GUM
A dam s P epsin  ............... 55
A m erican  F lag  Spruce 65
B eam an’s  Pepsin  ......... 55
B es t P epsin  .......... 65
B lack J a c k  ....................  55
L a rg e s t Gum (w hite ) 65
O. K . P epsin  ................  65
R ed Robin ......................  55
Sen Sen ..........................  65
Sen Sen B rea th  P erf. 1 00
S p earm in t ......................  55
S pearm in t, ja r s  5 bxs 2 75
Y ucatan  ..........................  55
Zeno ................................... 55
_  CHICORY
B ulk  ..................................  5
Red ..................................... 7
E ag le  ................................. 5
F ran c k ’s  ........................... 7
S chener’s  ........................  6
R ed S tan d a rd s  ...............1 60
W h ite  ............................... 1 60

CHOCOLATE 
W a lte r  B ak e r & Co.

G erm an’s  Sw eet ........... 22
P rem ium  ........................  30
C aracas  ............................... 28

W a lte r  M. Low ney Co.
P rem ium , %s ..............  29
Prem ium , % s ................  29

C ID ER , SW E E T  
“M organ’s ”

R egu lar b a rre l 50 gal 10 00 
T rad e  barre l, 28 ga ls  5 50 
% T rad e  barre l, 14 gal 3 50
Boiled, p e r ga l................• 60
H ard , p e r ga l................... 25

C LO TH ES LIN E
p er doz.

No. 40 T w isted  C otton 95 
"No. 50 T w isted  C otton 1 30 
No. 60 T w isted  C otton  1 70 
No. 80 T w isted  C otton  2 00 
No. 50 B raided  C otton  1 00 
No. 60 B raided  C otton  1 25 
No. 60 B ra ided  C otton  1 85 
No. 80 B ra ided  C otton 2 25
No. 50 Sash  Cord .........1 75
No. 60 Sash  C o r d .......... 2 00
No. 60 J u te  ..................... 80
No. 72 J u te  ..................... 1 00
No. 60 S isal ..................... 85

Galvanized W ire  
No. 20, eaGh 100ft. long 1 90 
No. 19, each  100ft. long 2 10 

COCOA
B ak e r’s  ............................  36
Cleveland ......................... 41
Colonial, %s ..................  35
Colonial, % s ..................  33
E pps ..................................  42
H uyler ............................... 36
Low ney, % s ................... S3
Low ney, % s ................... 32
Low ney, % s ................... 30
Low ney, 5 lb. cans  . .  30
V an H outen , % s .......... 12
V an H outen , %s .......... 24
V an H outen , % s .......... 40
V an H outen , I s  ...........  72
W ebb ................................. S3
W ilber, % s ......................  S3
W ilber, %s ......................  32

COCOANUT 
D unham ’s p e r lb.

%s, 51b. c a s e ................ 30
%s, 51b. case  ............. 29
%s, 151b. case  ........... 29
%s, 151b. case  ........... 28
Is, 151b. case  ............. 27
%s & %s, 151b. case  28
Scalloped Gems ........  10
% s & %s p a i l s ............ 15
Bulk, pails  ................  14
Bulk, b a rre ls  ...............13

C O FFE E S, ROASTED 
RIO

Com m on  ..................... 19
F a i r  ............................... 19%
Choice ........................... 20
F an cy  ........................... 21
P eab erry  ....................... 23

San tos
Common ......................  20
F a ir  ................................. 20%
Choice ........................... 21
F an cy  .......... ................ 23
P eab erry  ......................  23

M aracaibo
F a ir  ................................  24
Choice ........................... 25

Mexican
Choice ........................... 25
F an cy  ........................... 26

G uatem ala
F a ir  ................................  25
F an cy  ............................. 28

Jav a
P r iv a te  G row th ..26@30
M andling .....................31@35
A ukola ........................  30032

Mocha
S hort B ean ................ 25 @27
Long B ean .................. 24 @25
H . L. O. G..................26@28

Bogota
F a ir  ............................... 24
F ancy  ............................. 26
e x ch a n g e  M arket, S teady  
Spot M arket, S trong  

P ackage
N ew  Y ork B asis

A rbuckle ......................  23 25
Lion ..............................  23 00

M cLaughlin’s XXXX 
M cL aughlin’s  XX X X  sold 

to  re ta ile rs  only. M all all
o rders  d irec t to  W . F.
M cL aughlin & Co., C hica
go.

E x tra c t
H olland, % gro  boxes 95
Felix, '% gross ............ 1 15
H um m el’s  foil, % gro. 85
H um m el’s  tin , % gro. 1 43

CONFECTIONS
Stick Candy Phils

S tandard  ..............  o u
S tandard  H  H  g 2
S tandard  T w ist ........ '  9
Jum bo, 32 lb . Cases
E x tra  H  H  .’........ 7 .“  *11
Boston C ream  . . .»  * 14
Big stick , 30 lb. case 9 

Mixed Candy
G rocers ___ *  7
K L  O ..............  " 7j.
Special .............. ............
Conserve . . . .  ..........  ¡L.
Royal ............ ..................
Ribbon .........    1?
Broken .......   2.,
Cut Loaf . . . 7 .7 . ..........  a £
L eader ........  «£?
K indergarten  7 .7 ........... 11
F rench  C ream  . . . " ’ in 
H and  M ade Cream b ’..17 
Prem io C ream  m ixed 14 
P a n s  Cream  Bon Bons 11

Fancy—in Pails
Gypsy H e a r ts  ............  15
Coco Bon Bons . . .  14
Fudge Squares . . . . ’ * '14 
P e a n u t Squares . . . . 7  17
Sugared  P ean u ts  ........  13
Salted P ean u ts  . . . .  "12
S ta rlig h t K isses . . . . .  1*
Lozenges, p lain  .......... S i
Cham pion Chocolate ..1 2  
E clipse Chocolates . . . .  15 
E u rek a  Chocolates . . . .  14 
Cham pion Gum D rops 19
A nise S q u a r e s ............... 11
Lem on S o u r s ........  " 1 1
Im perials ................ 1111112
i i ab  C ream  Bon Bons 13
Golden W affles ............ 14
Red Rose Gum D rops 19
A uto K i s s e s ........  14
Coffy Toffy ............  " 1 4
M olasses M int K isses 12
n i / S i nci ~ ,n  6n>- B°xes Old Fash ioned  M olas- 

ses K isses 101b. bx. 1 30
O range Jellies  ..........  60
Lem on Sours ............  65
Old F ashioned H ore-

hound d r o p s ............  55
P epperm in t D rops . .  70 
C ham pion Choc D rops 65 
H . M. Choc. D rops . .  1 14 
H . M. Choc. L t. and

D ark, No. 12 .......... 1 10
B itte r Sw eets, a s ’td  1 25 
B rillian t Gums, Crys. 60 
A. A. L icorice D rops 1 06 
Lozenges, p rin ted  . . .  65 
Lozenges, p la in  . . . .  60
Im peria ls  ....................  65
M o tto e s ..........................  65
C ream  B a r ..................  60
G. M. P e a n u t B ar . .  60 
H and  M ade C rm s 80@90
C ream  W afers  ........... 65
S tr in g  Rock ................  70
W in te rg reen  B erries  60 

Pop Corn
C racker J a c k  ............ 3 25
Giggles, 5c pkg. cs. 3 50
F an  Corn, 50’s  .......... 1 65
A zulik it 100s .............. 3 25
Oh M y 100s ................ 3 50

Cough Drops
P u tn a m  M enthal . . . . 1  00 
Sm ith  B ros.................... 1 25

NUTS—W hole 
Alm onds, T a rrag o n a  18 
Alm onds, D rake . . . .  15
Alm onds, C aliforn ia

so ft s h e l l ......................
B razils ..................... @13
F ilb e r ts  ..................... 12© 18
Cal. No. 1 ................
W alnu ts, s f t  shell @17 
W alnu ts, M arbo t . .  @15 
T able n u ts , fancy  @13
Pecans, m edium  ___  13
Pecans, ex. la rg e  . . .  14 
Pecans, jum bos . . . .  16 
H ickory  N u ts , p e r bu.

Ohio, new  ................ 2 00
C ocoanuts ....................
C hestnu ts , N ew  Y ork

S ta te , p e r  bu ............
Shelled

Span ish  P e a n u ts  6%@ 7 
P ecan  H alves . . . .  @62
W alnu t H alves . .  @33
F ilb e rt M eats ......... @30
A lican te  A lm onds @40
Jo rd an  A lm onds . .  @47

P ean u ts
F ancy  H  P  Suns 6© 6%

R oasted  ................. 7© 7%
Choice, raw , H . P . J u m 

bo............................... 0  7
CRACKED W H EA T

■ ulk ..............................  s%
24 21b. pkgs. ................. 2 50

CRACKERS
N ationa l B iscu it Com pany 

B rands 
B u tte r

N . B. C. Sq. bbl. 7 bx. 6% 
Seym our, Rd. bbl. 7 bx. 6% 

Soda
N. B. C. b o x e s ................. 6%
P rem ium  ........................... 7%
Select ................................  8%
S ara to g a  F lakes  .......... 13
Z ephyre tte  ...................... 13

O yster
N. B. C. P icn ic  boxes 6%
Gem, boxes ....................  6%
Shell ................................. 8

Sw eet Goode
A nim als ..............  m
A tlan tlcs  .................**** j»
A tlan tic , A sso rted " .’, "  12 
A vena F ru it  C akes ..'.12 
Bonnie Doon Cookies 10 
Bonnie L assie s  . . .  in 
B onnie S ho rtb read  . 7.20
B rittle  f i n g e r s '. ' .*.’ .’ .*! " l o
Bum ble Bee ........... in
C artw heels A sso rted  ’ ! '  «14 
Chocolate D rops . .  17™
Chocoiate D rp  C ent¿r¿  16 
O re?» ?& ney  16
Crrackne*sney. C° ° k ,es  »  
Cocoanut Taffy B a r '."12 
Cocoanut D rops . . .  ’ 10 
Cocoanut M acaroons " ’i s  
Cocoanut H on. F in g e rs ’ 12Ssr&&.ass|§SSyŝ ..̂ «":::§
Dl^ a  M arshm ailowuatoes . . . . . . .
D inner B iscu it "77......... a?
D nne S ugar C ookies’ !! 9 
D om estic Cakes . 01
E ventide F in g e r s ......... 1«*
F am ily  Cookies . . .  ! "  gx 
F i g  Cake A ssorted  7 12
F te  N ew tons ..........  \ \
Florabel C akes .............. 7?,
F lu ted  Cocoanut B a r ’ " ’ 10^ 
F rosted  C ream s “  ‘ g.

G inger C ookie’ g  
BVuit Lunch, Iced . . . ! . i o  
G ala S ugar Cakes . . .  L
G nger Gems . . . .  .........Si-
G inger Gems. Iced 7 .7  flu
G raham  C rackers  *
G inger Snaps F am ily ’ ! ’ gi* 
G inger Snaps N B C

Round ............ ’ ] ‘ ,
G inger Snaps N.’ B C

Square  ........... »u
H ippodrom e B a r ’ ........ in
H oney Cake, N. B ." c 7 l2  
H oney F ingers  As. Ice 12 
H °n «y Jum bles, Iced . .12 
H oney Jum bles, P la in  12 
H oney F lake  . . . . . .
Household cook ies 7 . "  8
Jonnie  ........  ..............
Jubilee  M ixed” ! ! ! .........10%
K ream  K lips ........... " " 2s
L eap Y ear Ju m b les  7  ! l8 
Lem on B iscuit S quare  8^
Lemon T hins 6
Lem on W a f e r s ___  1«
Lem ona ........  ’ i r ,
Mace Cakes . . 7 7 ........ s i !
M andalay . •jn'*
M ary A nn . . 7 7 ! ........... 8*4
M arshm allow  C o ffe e "  ™

M arshm allow  W h ln u ts  16% 
M edley P re tze ls  . . . .  in 
M olasses Cakes . . .  814
M olasses Cakes. Ic ed ’ !! 9% 
M olasses F ru it  CookiesIced ............................
M olasses Sandw ich . . . .1 2  
M ottled Square  10
O atm eal C rackers . . . .  8
O range Gem s ............  g it
O range Sponge L a y e r ’

Cakes ..............  jg
P enny  A s s o r te d ’ ! ! ! ! ! !  8%
P e an u t Gems ........  978
Picnic M ixed ........... ! ” lH 4
P ineapple  W afers  .........16
Pretze ls , H and  M ade . .  9 
P retze le tte s , H and  Md. 9 
P re tze le tte s , Mac. Md. 8
R aisin  Cookies ............... 10
R aisin  Gems ............. 7 !  11
R aspberry  Cakes ......... 12
Revere, A ssorted  . . . .  14 
R ittenhouse  F ru it

B iscuit ..................   .,12
Rosy D awn M ixed . ..7 .1 0
Royal L unch ................  8
Royal T o ast ..........  "  8
Rube ........................  g it
S ho rtb read  Squares . ’. 20™ 
Spiced C u rran t C akes 10 
Spiced G inger C akes 9 
Spiced G inger Cks led  10
S ugar F in g ers  ............... 12
S ugar Cakes ..................... 8%
S ugar C rim p ............... g it
S ugar Squares, la rg e

or sm all ......................... 9
S u ltan a  F ru it  B iscu it 16
Sunnyside J u m b le s ___ 10
S uperba  ...............  g u
Sponge L ady  F in g ers  25
T rium ph C akes ............. 16
V anilla W afe rs  .............1$
W afer Jum bles c an s  ..18  
W averly  ........................... j®

In -e r Seal Goods
p e r  doz.

A lbert B iscu it .................1 00
A nim als ............................. 1 00
A rrow root B iscu it . . . . 1  00
B aronet B iscu it . . . . . . .  1 00
B rem m er’s  B u tte r

W afers  ........................... l  00
Cam eo B iscu it ............... 1 SO
Cheese Sandw ich .........1 00
C hocolate W a f e r s .........1 00
C ocoanut D a in tie s  . . . . 1  00 
D inner B iscu its  . . . . . . 1 5 0
F a u s t O yster -----  1 00
F ig  N ew ton ................... 1 00
F ive  O’clock T ea  . . . . 1  00
F ro tan a  ............................. 1 00
F ru it  Cake .....................3 00
G inger Snaps, N. B. C. 1 00
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*__________  7  8  9 10 11
G raham  C rackers, Red

L abel ...............................i  oo
Lem on S n a p s ..................  50
O atm eal C rackers ____ 1 00
Old Tim e S ugar Cook. 1 00
O val S a lt B i s c u i t .......... l  00
O y stere ttes  ......................  50
P rem ium  Sodas ............ l  00
P re tze le tte s , Hd. Md. 1 00
Royal T o as t .....................l  00
S altine  B iscu it ...............l  00
S a ra to g a  F l a k e s ............ 1 50
Social T ea  B is c u i t ........ 1 00
S u ltan a  F ru it  B iscu it 1 60 
Soda C rackers N. B. C. 1 00 
Soda C rackers Select 1 00
S. S. B u tte r  C rackers 1 50
U needa B iscuit ..........  50
U needa J in je r  W ayfer 1 00 
U needa L unch B iscu it 50
V anilla  W afers  ............ 1 00
W ate r  T h in  B iscuit . .  1 00 
Zu Zu G inger Snaps . ■ 50
Zw ieback ......................  1 00

Other Package Goods
S arnum ’s  A nim als ___ 50
Chocolate T okens . . . . 2  50 
A m erican B eau ty

G inger Snaps ............ 2 50
B u tte r C rackers, NBC

fam ily  package  ........ 2 50
Soda C rackers, NBC 

fam ily  package ........ 2 50
In  Spec ia l T in  Package s.

P e r doz.
F estino  ..........................  2 50
M inaret W afers  ..........  1 00
N abisco, 25c ................  2 50
N abisco, 10c ................  1 00
C ham pagne W afer . . .  2 50 

P e r  tin  in bulk
iio rbetto  ........................  1 00
N abisco ........................  1 75
F estino  ..........................  1 50
B en t’s W a te r  C rackers 1 40

C R E A M  T A R T A R  
B arre ls  o r  drum s . . . .  33
Boxes ..............................  34
Square  C ans ................  36
F ancy  caddies ..............  41

D R I E D  F R U I T S  
A p p le s

E vapor’ed, Choice bulk  9% 
Evapor’ed, F ancy  pkg. 10%

A p r ic o t s
C aliforn ia ............. 14@15

Cotton  L in e s
No. 1, 10 f e e t .................. 5
No. 2, 15 fee t .................  7
No. 3, 15 f e e t .................. 9
No. 4, 15 f e e t .................. 10
No. 5, 15 fee t .................11
No. 6, 15 fee t ................. 12
No. 7, 15 f e e t ...................15
No. 8, 15 f e e t ................... 18
No. 9, 15 fee t ................. 20

L in e n  L in e s
Sm all ..................................  20
M edium ............................  26
L arge ..................................  34

Po le s
Bam boo, 14 ft., per doz. 55 
Bamboo, 16 ft., p e r doz. 60 
Bam boo, 18 ft., p e r doz. 80

F L O U R  A N D  F E E D  
Winter Wheat.

G rand R apids G rain &
M illing Co.

P u r ity  P a te n t ............  6 00
Seal of M inneso ta  . .  6 20
S unburst ......................  6 20
W izard  F lou r ............. 5 60
W izard  G raham  . . .  5 60
W izard  G ran. M eal . .  4 60 
W izard  B uckw heat 6 80 
R ye ................................  5 00

Valley C ity M illing Co.
L ily  W h ite  ................  5 80
L igh t L oaf ................... 5 40
G raham  ........................  2 50
G ranena  H ealth  ..........  2 60
Golden M eal ..............  2 10
Bolted M eal ..............  2 00

V oigt M illing Co.
G raham  ........................  5 10
V oigt’s C rescen t . . . .  5 80
V oigt’s F lou ro ig t . . .  5 80
V oigt’s H y g ie n ic ........  5 10
V oigt’s R oyal .......... ' 6 20

W atson -H igg ins  M illing Co. 
P e rfec tion  F lo u r . . .  6 00
Tip Top F l o u r ..............  5 40
Golden S heaf F lo u r . .  5 00 
M arsha ll’s  B est F lo u r 5 90

W orden G rocer Co.
Q uaker, p ap e r .............5 50
Q uaker, c loth ............... 5 60

Citron
Corsican ......................  16

Currants
Im p’d  1 lb. pk g ........... 9%
Im ported  bulk ..............  9%

M uirs—Choice?*!? lb. b 10 
M uirs—F ancy , 25 lb. b 11 
Fancy, Peeled, 25 lb. 18

Peel
Lemon, A m erican . . . .  12%
Orange, A m e r ic a n -----12%

R a is in s
C onnosiar C luster 1 tb. 17 
D essert C luster, 1 lb. 21 
Loose M uscatels 3 Cr 7% 
Loose M uscatels 4 C r 8 
L. M. Seeded 1 lb. 7%@8

California Prunes 
90-100 251b. b o x e s ...©  7 
80- 90 251b. b o x e s ...©  7% 
70- 80 251b. b o x e s .. .  © 7% 
60- 70 251b. b o x e s ...©  8 
50- 60 251b. b o x e s ...©  8% 
40- 50 251b. b o x e s ...©  9%

F A R IN A C E O U S  G O O D S  
Beans

D ried  L im a ....................  7%
Med. H and  P icked---- 3 25
B row n H olland ..........  8 26

Farina
25 1 lb. packages ........ 1 50

^ B u lk , p e r 100 lb s ...........4 00
v  O r ig in a l H o lla n d  R u s k  

P acked  12 rolls to  con ta iner 3 con ta iners  (36) rolls 2 85 
5 con ta iners  (60) rolls 4 75

Hominy
P earl, 100 lb. s a c k -----2 00

M accaronl and Vermicelli 
D om estic, 10 lb. box . .  60
Im ported , 25 lb. box . .  2 50

Spring Wheat. 
Roy B ak er

Golden H orn , fam ily . 5 75 
Golden H orn , b ak e rs . 5 75 
W isconsin Rye ........  4 35

Judson  G rocer Co.
C eresota, % s .................7 10
C eresota, % s ..............  7 00
_eresota, % s ..............  6 90

Lem on & W heeler
W ingold, % s ............... 6 70
W ingold, % s ..............  6 60
W ingold, %s ..............  6 50

W orden G rocer Co.
L aurel, % s clo th  ......... 6 70
L aurel, %s cloth ........... 6 60
L aurel, % & %s paper 6 50 
L aurel, %s c l o t h .......... 6 50

W ykes f t  Co.
Sleepy Eye, %s cloth 6 60 
Sleepy Eye, %s cloth 6 50 
Sleepy Eye, % s cloth 6 40 
Sleepy E ye, %s p a p er 6 40 
Sleepy Eye, %s p a p er 6 40

Meal
Bolted ............................. 4 40
Golden G ranu la ted  . . . 4  60

W hea t
R ed ................................  1 08
W hite  ............................  1 06

Oats
M ichigan carlo ts  ......... 57
L ess th a n  carlo ts  . . . .  59

Cera
Carlo ts  ........ ■................... 80
L ess th a n  carlo ts  . . . .  84

C arlo ts ........................  20 00
L ess th a n  carlo ts  . .  22 00

Pearl Barley
C hester ........................  5 00
E m pire  ..........................  5 25

Peas
G reen, W isconsin, bu.
Green, Scotcj., bu .........3 00
Split, lb ..............................4%

Sago
B ast In d ia  ....................  6
G erm an, sacks ..........  6
G erm an, broken pkg. . .

Tapioca
Flake, 100 lb. sacks . .  6 
Pearl, 130 lb. sacks . .  6
P ea rl, 36 pkgs................2 25
M inute, 36 pkgs.............. 2 75

F I S H I N G  
% to  1 in. .
1 % to  2 in. 
1% to  2 in. 
1% to  2 in.
2 in. ............
8 In. .............

T A C K L E........ 6
..................  7
..................  9.......................11
...................15
.................20

Feed.
S tree t C ar F e e d .................. 33
No. 1 Corn & O at Feed .33
C racked corn .................... 32
C oarse corn m e a l.............. 32

FRUIT JARS. 
M ason, p ts . p e r g ro . . .4  75 
M ason, s. p e r g ro . . .5  10 
M ason, % gal. pe r gro.7 35 
M ason, can  tops, gro, 1 40

G E L A T I N E
Cox’s, 1 doz. la rg e  . . . 1  75 
Cox’s, 1 doz. sm all . . .  1 00 
K nox’s  S parkling , doz. 1 25 
K nox’s  Sparkling , g r. 14 00
N elson’s  ......................... 1 50
K nox’s  A cidu’d. doz. .1 25
O xford ............................. 75
P lym outh  Rock, Phos. 1 25 
P lym ou th  Rock, P la in  90

G R A I N  B A G S
B road G auge ................... 18
A m oskeag ......................... 19

H E R B S
Sage ..................................  15
H ops ................................  15
L aurel Leaves .............. 15
Senna L eaves .............  25

H I D E S  A N D  P E L T S  
H id e s

Green, No. 1 ..................10%
Green, No. 2 ................ 9%
Cured, No. 1 .................. 12
Cured, No. 2 ................ 11
Calfskin, green , No. 1 13 
C alfskin, green, No. 2 11% 
Calfskin, cured, No. 1 14 
Calfskin, cured No. 2 12%

Pe lts
Old W ool ............ @ 30
L am bs .................. 10© 25
S hearlings .......... 10© 25

Tallow
No. 1 ...................... @ 5
No. 2 ...................... © 4

W e o l
U nw ashed, med. @ 20
U nw ashed, fine © 15

H O R S E  R A D I S H  
P e r doz.............................  90

J E L L Y
51b. pails, per d o z .. .2 40

151b. pails, p e r p a il----- 60
301b. pails, p e r pail ..1  05

J E L L Y  G L A S S E S  
% pt. in bbls, pe r doz. 15 
% pt. in bbls., p e r doz. 16 
8 oz. capped in  bbls, 

per doz..............................  18

M A P L E I N E
2 oz. bo ttles, p e r doz. 3 00

M I N C E  M E A T  
P e r case  ........................ 2 85

M O L A S S E S  
N e w  O rle a n s

F an cy  Open K e ttle  . .  42
Choice ............................. 35
Good ................................... 22
F a ir  ................................... 20

H alf ba rre ls  2c e x tra

Smoked Meats 
H am s, 12 lb. av. 15 @15% 
H am s, 14 lb. av. 14 @14%
H am s, 16 tb. av. 14%@14% 
H am s, 18 lb. av. 14 @14%
Skinned H am s ..15 @15% 
H am , dried  beef

se ts  ................  20 @20%
C alifornia H am s 10%@10% 
Picnic Boiled H am s ..15
Boiled H am s ___23 @23%
M inced H am  .................. 11
Bacon ................  13% @14

S a u sa g e s
Bologna .................   8
L iver ....................  7%@ 8
F ran k fo rt ............  9 @ 9%
P o rk  ..............................  11
Veal ................................  11
Tongue ..........................  11
H eadcheese ..................  9

Beef
Boneless ....................... . 14 00
Rum p, new  .............. lb 00

P ig ’s F ee t
% bbls.......................... 95
% bbls., 40 lb s .......... . . . 1 90
% bbls ............................. . 3 75
1 bb l................................. . .  8 00

T ripe
K its, 15 lb s ................... 90
% bbls., 40 rhs. . . . . . . 1 60
% bbls., 80 lb s ........... . .  3 00

Casings
Hogs, per tb. .......... 35
Beef, rounds, s e t  . . . 16
Beef, m iddles, s e t . 60
Sheep,per bundle . 80

U nco lo red  B u tte rln e
Solid D airy  ----- 12 @16
C ountry  Rolls ..12%@18

C a n n e d  M e a ts
Corned beef, 2 lb ..........3 50
Corned beef, 1 lb ..........1 85
R oast beef, 2 lb ........... 3 50
R oast beef, 1 lb .............. 1 85
P o tted  H am , %s . . . .  45
P o tted  H am , %s . . . .  90
Deviled H am , %s . . . .  45
D eviled H am , % s . . . .  90
P o tted  Tongue, %s . .  45 
P o tted  Tongue, %s . .  90

MUSTARD
% tb. 6 tb. box ..........  16

OLIVES
Bulk, 1 gal. kegs  1 05 @1 15 
Bulk, 2 gal. kegs 90@1 05 
Bulk, 5 gal. kegs 90 @1 00
Stuffed, 5 oz..................... 90
Stuffed, 8 oz...................... 1 35
S tuned , 1 4oz.................... 2 25
P itted  (no t stuffed)

14 oz............................. 2 25
M anzanilla, 8 oz ........... 90
Lunch, 10 oz.....................1 35
Lunch, 16 oz.....................2 25
Queen, M am m oth, 19

oz................................. 3 75
Queen, M am m oth, 28

oz............................  0 25
Olive Chow, 2 doz. cs,

per doz.................. 2 25

PICK L ES
Medium

B arrels, 1,200 coun t ..6  75
H alf bbls., 600 coun t 4 00
5 gallon kegs ................. 1 90

Sm all
B arre ls  ..........................  8 25
H alf b a r r e l s ...............  4 655 gallon kegs ..............  2 25

Gherkins
B arre ls  ...........................
H alf b a rre ls  ................
6 gallon kegs ...............

Sw eet Sm all
B arre ls  ........................  14 50
H alf b a rre ls  ..............  8 00
5 gallon kegs ..............  3 25

R IC E
F an cy  ..................  6 @ 6%
Jap a n  Style ........  5 © 5%
B roken ..................  3%@ 4%

R O L L E D  O A T S  
Rolled A vena. bbls. . .  6 10 
Steel C ut, 100 lb. sk s. 3 25
M onarch, bbls..................5 75
M onarch, 90 lb. sacks  2 70
Q uaker, 18 R egu lar . . .1  45 
Q uaker, 20 F am ily  . . . . 4  10

S A L A D  D R E S S I N G
Columbia, % p t ...... 2 25
Colum bia, 1 p in t ...... 4 00
D urkee’s, large, 1 doz. 4 50 
D urkee’s, sm all, 2 doz 5 25 
S n ider’s, large, 1 doz. 2 35 
Snider’s, sm all, 2 doz. 1 35

S A L E R A T U S  
P ack ed  60 lbs. in  box. 

A rm  an d  H am m er . . . . 3  00 
W y an do tte , 100 %s, ..3  00

S A L  S O D A
G ranulated , bbls.............  80
G ranu lated , 100 lbs. cs. 90 
G ranu lated , 36 pkgs. . .  1 25

S A L T
Common G rades

100 3 lb. sacks  ..............2 40
60 5 lb. sacks  ..............2 25
28 10% tb. sacks . . . . 2  10
56 tb. sacks ................ 40
28 tb. sacks  .................... 20

W a rs a w
56 tb. d a iry  in  drill bags 40 
28 tb. d a iry  in  drill bags 20

P I P E S
Cla<y. No. 216, p e r box 1 75 
Clay, T. D., full count 60 
Cob ....................................  90

P L A Y IN G  C A R D S  
No. 90, S team boat . . . .  75
No. 15, R ival, a sso rted  1 25 
No. 20, Rover, en am ’d 1 50
No. 572, Special ........... 1 75
No. 98 Golf, s a tin  fin. 2 00
No. 808, B icycle ...........2 00
No. 632, T ourn ’t  w h is t 2 25

P O T A S H
B ab b itt 's  ......................  4 00

P R O V I S IO N S  
B a rre le d  P o r k  

C lear B ack . .  20 00© 21 00 
Short C ut C lear 18 50@19 00
B ean ............................  18 00
B risket, C lear .............23 00
P ig  ................................  23 00
C lear F am ily  ........... 26 00

D r y  S a lt  M e a ts  
S P  Bellies .................. 13

L a rd
P u re  in tie rces  ..11%@12 
Com pound L a rd  9%@10
80 tb. tu b s  .,. .advance %
60 lb. tu b s  .,. .advance %
50 lb. tin s  ., . . advance %
20 lb. pails  .,. .advance %
10 lb. pails  .,. .advance %
5 lb. palls  .,. .ad v an ce 1
8 Ib. p a ils  . . .advance 1

S o la r  R o c k
56 lb. sacks  ..................  24

C o m m o n
G ranulated , F ine  ..........  95
M edium , F ine  .............. 1 00

S A L T  F I S H  
C od

L arge, whole, . .  © 8
Sm all, whole . . .  © 7%
S trip s  o r b ricks .7%@10%
Pollock ................  © ’ 4%

H a lib u t
S trip s ..............................  10
C hunks ........................... 16

H o lla n d  H e r r in g  
Y. M. wh. hoops, bbls. 11 50 
Y. M. w h. hoop, %bbl. 6 00 
Y. M. wh. hoop, kegs 65 
Y. M. wh. hoop M ilchers

kegs ....................
, ,10 72

Queen, bbls................. 00
Queen, % bbls. . . . , . •. .5 25
Queen, kegs .......... 60

T ro u t
No. 1, 100 lb s ............ . . .7 50
No. 1, 40 lb s ............. . . .3 25
No. 1, 10 lb s ........... 90
No. 1, 8 lb s ................ 75

M ackerel
M ess, 100 lb s ........... . .16 50
Mess, 40 lb s ................ . . 7 00
M ess, 10 lb s ................ , . .  1 85
Mess, 8 lb s .................. . .  1 50
No. 1, 100 lb s ........... ..10 00
No. 1, 40 lb s .............. . .  6 60
No. 1, 10 lbs. ............ . . .  1 26

W h lte f ish
100 lb s ............................... 9 75
50 lb s ............................... 5 25
10 tb s ............................... 1 12

8 tb s ..............................  92
100 tb s ............................... 4 65
40 tb s ............................... 2 10
10 tb s ..............................  75
8 tb s ..............................  65

SEED S
A nise ..............................  14
C anary , Sm yrna ............. 5
C araw ay  ....................... lO
Cardom om , M alabar . .  90
Celery ............................... 32
H em p, R ussian  .............5
M ixed B ird  ................... 5
M ustard , w h i t e .................8
Poppy ..............................  16
R ape ................................... 6%

SHOE BLACKING 
H andy  Box, la rge  3 dz 3 50
H an d y  Box, sm all ___1 25
B ixby’s R oyal Polish 85 
M iller’s  Crown Polish  85

SN U FF
Scotch, in b ladders . . . .3 7
M accaboy, in  ja r s  ........... 35
F rench  R appie in ja r s  ..43

SODA
Boxes ..............................  5%
K egs, English  ............... 4%

SPIC ES 
W hole Spices

Allspice, Jam aica  ! ____ 9
Allspice, large G arden 11
Cloves, Z anzibar ........... 17
C assia, C anton  ............14
C assia, 5c pkg. doz. ..25
Ginger, A frican ...............9%
Ginger, Cochin.............14%
Mace. P en an g  ...............70
M ixed, No. 1 ................... 16%
Mixed, No. 2 ................. 10
M ixed, 5c pkgs. doz. . .45
N utm egs, 75-30 ............. 30
N utm egs, 105-110 .........20
Pepper, B lack  ............... 14
Pepper, W h ite  ............... 25
Pepper, Cayenne ...........22
P ap rik a , H u n g arian  ..

P u re  Ground In Bulk 
A llspice, J am a ica  . . . .1 2
Cloves, Z anzibar ........... 24
C assia, C anton  ............. 12
G inger, A frican  ........... 18
Mace, P en an g  ...............75
N utm egs, 75-80 ........... 35
Pepper, B lack ............... 16
Pepper, W h ite  ............... 30
Pepper, C ayenne ___ 24
P ap rik a , H u n g arian  ..45

STARCH
Corn

K ingsford, 40 tb s .............7%
Muzzy, 20 lib . pkgs. . .  5% 
M uzzy, 40 lib . pkgs ..5  

Gloss 
K ingsford

Silver Gloss, 40 lib s . . 7% 
Silver Gloss, 16 3tbs. . .  6% 
Silver Gloss, 12 6Ibs. . 8% 

M u z z y
48 ltb . packages ..........  5
16 3tb. packages ..........  4%
12 61b. packages ..........  6
501b. boxes ....................  3%

SYRUPS
Cera

B arre ls  ..........................  27
H alf ba rre ls  ..............  30
Blue K aro, No. 2 . . . .  1 64 
Blue K aro, No. 2% . .  1 98 
Blue K aro , No. 5 . . . .  1 92 
Blue K aro , No. 10 . . . .  1 83
Red K aro . No. „ ........  1 84'
Red K aro, No. 2% . .  2 23 
Red K aro, No. 5 . . . .  2 17 
R ed K aro, No. 10 . . . .  2 08 

P u re  Cane
F a ir  ................................  16
Good ..............................  20
Choice ............................  25

T A B LE SAUCES
H alford , la rge  .............. 3 75
H alford, sm all ..............2 25

T E A
Japan

Sundried, m edium  . . 24@26 
Sundried, choice . . .  .30 @33 
Sundried, fancy  ....SO^MO 
B asket-fired  m edium  30 
B asket-fired , choice 35@37 
B asket-fired , fancy  40@43
N ibs ............................  30@32
Siftings ......................  10@12
F ann ings  ..................  14@15

Gunpow der
M oyune, m edium  ......... 35
M oyune, choice ........... 33
M oyune, fancy  ........ 60© 60
P ingsuey, m edium  . . . .  33
P ingsuey, choice ........... 35
Pingsuey, fancy  ....50@ 55 

Young Hyson
Choice ........................... 30
F ancy  ......................... 40@50

Oolong
Form osa, F an cy  ....50@ £0 
Form osa, m edium  . . . .  28
Form osa, choice ........... 35

English B reak fast
M edium ........................... 25
Choice ........................... 30@35
F an cy  ........................... 40@60

India
Ceylon, choice .......... 30© 35
F ancy  ............................ 45 @50

T O B A C C O
F in e  C u t

B lot ................................. 1
Bugle, 16 oz....................... 3
Bugle, 10c ..................  11
D an P a tch , 8 and 16 oz 
D an P a tch , 4 oz. . . . .  11
D an P a tch , 2 oz............ 5
F a s t M ail, 16 oz............ 7

r i u w c r ,
No L im it, 8 oz
N o L im it, 16 oz...........
O jibwa, 8 and  16 oz.
Ojibwa, 10c ................  1
O jibw a, 5c ............
P e toskey  Chief, 7 oz 
P e to skey  Chief, 14 oz. 
P each  and  H oney. 5c 
Red Bell, 16 oz. . . .
Red Bell, 8 foil 
S terling, L  & D  5c 
Sw eet Cuba, can is te r 
Sw eet Cuba, 5c . . . .  
Sw eet Cuba, 10c 
Sw eet Cuba, 1 tb. tin "  
Sw eet Cuba, 16 oz. . .  
Sw eet Cuba, % tb. "foil 
Sw eet B urley  5c L  & D 
Sw eet Burley, 8 oz 
Sw eet Burley, 24 tb 
Sw eet M ist, % gro. 
Sw eet M ist, 3 oz 
Sw eet M ist, 8 oz. . .
Telegram , 5c................
T iger, 5c ....................
T iger, 25c cans ........
Uncle D aniel, 1 rb. 
Uncle D aniel, 1 oz. .

P lu g
Am. N avy, 16 oz. . . . .  
Apple, 10 tb. b u tt . . . .  
D rum m ond N a t Leaf. 2

f t  5 tb. ....................
D rum m ond N a t Leaf,

p e r doz.........................
B a ttle  A x ................
B racer, 6 f t 12 tb. . ..*  
B ig Four, 6 & 16 tb . . .
Boot Jack , 2 lb ............
Boot Jack , p e r doz. . .
Bullion, 16 oz..................
C limax, Golden Tw ins
Clim ax, 14% oz..............
C limax, 7 oz...................
D ays’ W ork, 7 & 14 tb. 
C rem e de M enthe, lb. 
Derby, 5 tb. boxes . . .
5 Bros., 4 lb ...................
F o u r Roses, 10c ..........
G ilt Edge, 2 lb ..............
Gold Rope, 6 f t  12 lb. 
Gold Rope, 4 & 8 tb.
G. O. P „  12 f t 24 tb. 
G ranger T w ist, 6 lb.
G. T. W „ 10% ft 21 lb. 
H orse Shoe, 6 f t  12 tb. 
H oney Dip T w ist, 5&10 
Jo lly  T ar, 5 & 8 lb . . .
J . T ., 5% f t 11 lb ........
K en tucky  N avy, 12 lb. 
K eystone Tw ist, 6 lb.
K ism et, 6 lb ...................
M aple Dip, 20 oz. . . .  
M erry  W idow, 12 lb. 
Nobby Spun Roll 6 ft 3
P a rro t, 12 lb ...................
P a rro t, 20 lb ..............
P a tte rs o n ’s  N a t L eaf 
Peachey, 6-12 & 24 lb. 
P icnic  T w ist, 5 lb. . .  
P ip e r H eldsick, 4 & 7 lb. 
P ip e r H eldsick, p e r doz. 
Polo, 3 doz., p e r  doz.
R edlcut, 1% oz...............
Red Lion, 6 f t  12 lb. 
Scrapple, 2 f t  4 doz. 
S herry  Cobbler, 8 oz. 
Spear H ead, 12 oz. . .  
Spear H ead, 14% oz. 
Spear H ead, 7 oz. . . .  
Sq. Deal, 7, 14 & 28 lb. 
S ta r, 6, 12 & 24 lb. 
S tan d ard  N avy, 7%, 15

ft SO lb .........................
Ten Penny, 6 & 12 lb.
Tow n T alk, 14 oz..........
Y ankee Girl, 6, 12 & 24

Scrap
All Red, 5c ..................  5
Am. U nion Scrap . . . .  5
B ag Pipe, 5c ..............  5
C utías, 2% oz...............
Globe Scrap, 2 oz. . .  
H ap p y  T hought, 2 oz. 
H oney Comb scrap , 5c 5
H onest Scrap, 6c . . .  1 
M ail Pouch, 4 doz. 5c 2
Old Songs, 5c ..............  6
Old T im es, % gro. . . .  5
P o la r B ear, 5c, % gro  5 
R ed B and, 5c % gro. 5 
R ed M an Scrap  5c 1
Scrapple, 5c pkgs..........
Sure Shot, 5c, % gro. 5 
Y ankee G irl Scrp 2 oz 5 
P an  H andle  Scrp % g r  5
P eachy  Scrap, 5c . . .  .1 
U nion W orkm an, 2% 6

Smoking
All Leaf, 2% & 7 oz.
BB, 3% oz......................... 6
BB, 7 oz.............................12
BB, 14 oz......................... 24
B agdad, 10c tin s  ......... 11
B adger, 3 oz..................  5
B adger, 7 oz................... 11

46
84 
00 
32 
52 
76 
80 
60 
40 
36 
78 
55 
40 
10
85 
00 
00 
76 
96 
98 
76 
16 
76 
93 
90 
80 
25 
76 
45 
90 
76 
10 
35 
76 
00 
35 
60 
22

32
38

60

96
28
30
32
86
86
46 
48
44
47
37 
62 
28 
65 
90 
50 
58 
58 
36
46 
36
43
45 
40 
35 
32 
45
48 
25 
32 
58 
34 
28 
93 
40 
45 
69 
96 
48
38
30 
48 
32
44 
44
47 
28 
43

34
31 
30
32

76
4088
26
30
30
76
55
00
76
60
76
76
48
48
76
76
76
90
00

30
00
00
00
52
04
52
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Special Price Current
12 13

60 
.6 72

B anner, 5c .....................  5 96
B anner, 8 oz....................1 60
B anner, 16 oz.....................3 20
Belwood M ixture, 10c 94
Big Chief, 2% oz. . .  6 00
Big Chief 16 oz! ..........  30
Bull D urham , 5c . . . .  5 90 
Bull D urham , 10c . .
Bull D urham , 15c ..
Bull D urham , 8 oz.
Bull D urham , 16 oz.
B uck H orn , 5c .............5 76
Buck H orn , 10c ........... 11 50
B ria r Pipe, 5c .............  6 00
B ria r Pipe, 10c ...........12 00
B lack Swan, 5c .............5 76
B lack  Sw an, 14 oz. . .  3 50
Bob W hite , 5c .............5 65
B rotherhood, 5c .............5 95
B rotherhood, 10c . . . .  11 00 
B rotherhood, 16 oz. . .
C arnival, 5c ..............
C arnival, 3% oz............
C arnival, 16 oz..............
C igar Cllp’g  Johnson 
C igar Clip'g, Seym our 
Iden tity , 8 & 16 oz ... 
D arby C igar C uttings 
C ontinental Cubes, 10c
Corn Cake, 14 oz..........
Corn Cake, 7 oz...........
Corn Cake, 5c ..........
Cream , 50c pails . . . .
Cuban S tar, 5c foil . .
C uban S tar, 16 oz pails 3 72 
Chips, 10c .................... 10 20

u
Rob Roy, 50c, doz........  4 12
S, & M., 5c, g ro ss  . . . .  5 76 

;«  M„ 14 oz. doz. . .3  20 
Soldier Boy, 5c

_  . M o p  S t ic k s
T ro jan  sp rin g  ..............  on
E clipse p a te n t sp rin g  85

S »  I
'  SS I 2 t t - “ , to "  S B ' i  ss

g ross 5 95

Sw eet Caporal, 1 oz.
Sw eet Lotus, 5c . . . .  6
Sw eet Lotus, 10c ____12 00 » 11*

.10 80 Lotus, p e r doz. 4 85 2-hoop S tan d ard  0
• » «  § X 2  I T to2p* 6cOZ- 2 00 ? 'h °op S tandard

Sw eet T ip Top, 3% oz. 38 
Sw eet T ips, y, g ro 10 08
Sun Cured, 10c ........  11 75
Sum m er Tim e, 5c ___5 76
Sum m er Tim e, 7 oz. . .1  65 

.3 50 
5 90 

28 
68 
70 
63 
63

00

i m « ,  I oz .
Sum m er Tim e 14 oz. 
S tandard , 2 oz 
S tandard , 3 % ô z ' . . .  
S tandard , 7 oz. . . . . ' ! i 1 
Seal N. C., 1% cu t p lug 
ipv.a l C., 1% G ran T hree  F ea th e rs , 1 oz.

„ S tan d a rd  . .  "  2
2- w ire  Cable ................. . . ' .2 1 0
C ed a r all red  b ra ss  . . l  25
3- w ire  Cable . . .  o sn 
P a p e r E u rek a  “ J  g

1 D re ................................. 2 40
, . T o o th p ic k s  

Idea]1’ 100 p ackaSes ..2  00 
85

T hree F ea th e rs , 10c 
T hree  F ea the r*  and  

P ipe com bination  . 
Tom &  Je rry , 14 oz. 
Tom A  Je r ry , 7 oz. . 
Tom A  Je r ry , 3 oz,

10 20
. 2 25 
..3  60 
. 1 80 

8 75

, ,  T  ra p s
Mouse, wood, 2 holes 
M ouse, wood, 4 holes 
Mouse, wood, 6 holes 
Mouse, tin , 5 holes . .
R at, wood ................  '
R at, sp rin g  ........

T u b s
T ro u t L ine, 5c . 5  95 ?0-in. S tandard , No. 1 7 50 
T ro u t Line, 10c . . . .1 0  00 î | '  n - S tandard , No. 2 6 50T u r k i s h  T > o o n  r  16 -fn

Dills Best, 1% oz
Dill* Best, 3% oz..........
D ills B est, 16 oz..........
D ix it Kid, 1% foil . . . .
D uke’* Mix, 5c ..........
D uke’s Mix, 10c ........
D uke’s Cameo, 1% oz
D rum m ond, 5c ............
F  F  A 3 oz...................
F  F  A, 7 oz..................
F ashion , 5c ................
Fashion , 16 oz...............
Fiv# Bros., 5c ............
F ive Bros., 10c ..........
Fiv* cen t cu t P lug  ..
F  O B 10c .................. 11 50
F our Roses, 10c ........
Full D ress, 1% oz. .
Glad H and, 5c ........
Gold Block, 1% oz. .
Gold Block, 10c . . . .
Gold S tar, 16 oz. . . .
Gail & A x N avy, 5c
Growler, 5c ................
Growler, 10c ..............
Growler, 20c ............

79 
77 
73 
39 

5 76 
11 52 

41
5 75
4 95 

11 50
6 00 

43
5 60 

10 70
29

. . .  64
44

. .  £ 16 
. .  2 55 
..11 60 

5 95 
5 76

.11

G iant, 5c ........................  1 55
G iant, 16 oz....................  33
H and  M ade, 2% oz. 50
H azel N ut, 5c ..............  5 76
H oney Dew, 1% oz. . .  40
H oney Dew, 1 0 c ........... 11 88
H unting , 1% & 3 % oz. 38
I X  L, 5c ....................  6 10
I  X  L, In pails ........... 32
J u s t  Suits, Sc ..........  6 00
J u s t  Suits, 10c ...........11 88
Kiln Dried, 25c ..........  2 45
K ing  B ird, 7 oz........... 25 20
K ing Bird, 3 oz.....................11 00
King B ird, 1% oz.............5 70
La xurka, 5c ..............  5 76
U ttl#  G iant, 1 lb. ___  28
Lucky S trike, 1% oz. 94
Lucky S trike , 1% oz. 96
Le Redo, 3 oz.......................10 80
L t  Redo, t  A  16 oz.. .  38
M yrtle N avy, 10c ___11 80
M y trlt N avy, 5c ____ 5 94
M aryland Club, 5c . .  50
M ayflower, 5c .................5 76
M ayflower, 10c ........... 96
M ayflower, 20c ..........  1 92
N igger H air, 5c .........5 94
N igger H air, 10c __ 10 56
N igger H ead, 5c ....... 4 96
N igger H ead, 10c ___ 9 84
Noon H our, 5c ..........  1 44
Old Colony, 1-12 gro. 11 52
Old Mill, 5c ...................5 76
Old E nglish  C urve l% oz 96

Tuxedo, 16 oz tin s  
Tw in  Oaks, 10c .
Union Leader, 60c 
Union Leader, 25c 
Union L eader, 10c 
Union Leader, 5c .
U nion W orkm an, 1%
Uncle Sam, 10c .........10 80
Uncle Sum, 8 oz............2 20
U. S. M arine, 5c ____ 6 00
V an Bibber, 2 oz. tin  88 
Velvet, 5c pouch . . . .  1 44
Velvet, 10c tin  ............  1 92
Velvet, 8 oz tin  .............3 84
Velvet, 16 oz. c a n ___7 68
Velvet, com bination cs 5 75
W ar P a th , 5c ..............  5 95
W ar P a th , 8 oz............... 1 60
W ave Line, 3 oz..........  40
W ave Line, 16 oz. . .  40
W ay up, 2% oz...........5 75
W ay up, 16 oz. pails  . .  31
W ild F ru it, 5c ..........  5 76
W ild F ru it, 10c ......... 11 52
Yum Yum, 5c ..........  6 00
Yum Yum, 10c ...........11 52
Yum Yum, lib .,  doz. 4 80

T W IN E
C otton, 3 ply ................... 21
Cotton, 4 p ly  ................. 21
Ju te , 2 ply ..................... 14
H em p, 6 ply  ................. 13
Flax , m edium  ................. 24
W ool, 1 lb., bales ......... 6

VINEGAR

. F ib re  ___  "in -oc
No. 2 F ib re  ......... 10
No. 3 ]—

W ashboards
B ronze Globe . . . .  2 soDewey ................... ” ,

Single A cm e . . . .  |  i t
Double P eerless  . '3 75
Single P ee rle ss  .3 0 5

Tv°r hiern Queen ...........3 25
D W t e  ........  3 00Good L uck  ___  0 7 c

U nlveraal ................. 7 . 7 .  3 00
W in d o w  C le a n e rs  

l l  ......................................   65
»  it 8
13 in .
35 in.
17 in.
19 in. 
A ssorted, 
A ssorted ,

W o o d  B o w ls
®u tt er  ................. 1 50
B u tte r  ............... 2 00

g u t t e r  .................... 3 75
B u tte r  ................. 6 00

13-15-17 . . . . 3  00
15-17-19 . . . . 4 2 5

W R A P P I N G  P A P E R
Common S traw  ..........  2
F ib re  M anila, white* 7 . 3 
F ib re  M anila, colored 4
No. 1 M anila  ................  4
C ream  M anila .............. 3
B u tch ers’ M anila  ........ 2%
W ax  B u tte r, sh o rt c ’n t  13

W h ite  W ine, 40 g ra in  8t4 ™ ax  B u tte r, full coun t 20 
H * “ - —  ■ - 7* W ax  B u tte r, r o l l s .........19W hite  W ine, 80 g ra in  11% 
W hite  W ine, 100 g ra in  13
O akland V inegar & Pickle 

Co.’s B rands. 
H igh land  apple c ider ..18 
O akland apple c ider . .  14
S ta te  Seal su g a r  ........ 12
O akland w h ite  pickling  10 

P ackages free.
W IC K I N G  

No. 0, p e r gross 
No. 1, p e r g ross 
No. 2, pe r g ro ss  
No.

Y E A S T  C A K E
M agic, 3 doz....................1 15
Sunlight, 3 doz..............1 00
Sunlight, 1% doz. ___  50
Y east Foam , 3 doz. . .1  15 
Y east C ream , 3 doz. . .1  00 
Y east Foam , 1% doz. 58

A X L E  G R E A S E

Old Crop, 5c
Old Crop, 25c ............
P . S., 8 oz.,' 30 lb. cs.
P . S., 3 oz. p e r gro.
P a t H and, 1 oz...........
P a tte rso n  Seal, 1% oz, 
P a tte rso n  Seal, 3 oz. . 
P a tte rso n  Seal, 16 oz.
Peerless, 5c ................

10c ..............
3 oz................. 10 20
7 oz................. 23 76
14 oz.................47 52
gro. cs.

Boy, 5c ..
Boy, 10c .

Peerless, 
Peerless, 
Peerless, 
Peerless, 
P laza, 2 
Plow 
Plow

3, p e r g ross .......... 75
W O O D E N W A R E

B a s k e t s
B ushels ........................... 1 00
B ushels, wide band  . .  1 15
M arket ............................. 40
Splint, la rg e  ................  3 60
Splint, m edium  ........... 3 00
Splint, sm all ..............  2 75
W illow, C lothes, la rg e  8 25 
W illow, C lothes, sm all 6 25 
W illow, C lothes, m e 'm  7 25

B u t te r  P la te s  
W ire  E n d  o r  Ovals.
Vi, lb., 250 In c ra te  
% lb., 250 in  c ra te
1 lb., 250 in  c ra te
2 lb., 250 in  c ra te
3 lb., 250 in  c ra te  
5 lb., 250 in  c ra te

C h u rn s
B arrel, 5 gal., each .2 40
B arrel, 10 gal., each  . .2 55

Pedro, 10c ___
P ride  of V irginia, 1%
P ilo t 6c ......................
P ilo t, 7 oz. doz........
P ilo t, 14 oz. d o z .» .. 
P rince  A lbert, 10c 
P rince  A lbert, 8 oz. 
P rin ce  A lbert, 16 oz. 
Queen Q uality, 5c . .  
Rob Roy, 5c foil . .  
Rob Roy, 10c g ross 
Rob Roy, 25c doz. .

. .5 76 C lo th e s  P in s

..5 76 Round H ead.

.11 00 4 inch, 5 g ross ............ .45

. .4 50 4 %  inch, 5 g ross ............ .50

.11 80 C artons, 20 "2% doz. bxs. 55
1 77 Egg C ra te s  and  F il le r s

5 76 H um pty  D um pty, 12 dz. 20
. .1 05 No. 1, com plete ............ 40
. 2 10 No. 2, com plete ............ 28

96 Case No. 2, fillers, 15
. .4 92 se ts  ............................  1 35
. .8 40 Case, m edium , 12 s e ts  1 15

48 F a u ce ts. 5 Cork lined, 8 in .............. 70.10 20 Cork lined, 9 in .............. 80. .2 10 C ork lined, 10 in ........... 90

1 lb. boxes, p e r g ross 9 00 
3 lb. boxes, p e r g ross 24 00

B A K I N G  P O W D E R  
R o y a l

10c size  . .  90
%tb. cans  1 35 
6 oz. cans  1 90 
%lb. cans  2 50 
%lb. cans 3 75 
lib . cans  4 80 
lib . cans  13 00 
»lb. c an s  21 SO

CIGARS
Johnson  C igar C o.’s  B rand

9. C. W ., 1,000 lo ts
E l P o r ta n a  ................
E ven ing  P re ss  ..........
E x em p la r ....................

15 16 17
W orden G rocer Co. B ran d  

Ben H u r
P erfec tion  ........ . ............... 35
Perfec tion  E x tra s  ...........35
Londres .................................35
Londres G rand ...................35
S tan d ard  ...............................35
P u ritan o s  .............................35
P an a te llas , F in as  .............35
P ana te llas , Bock ...............35
Jockey  Club .........................35

C O C O A N U T
B ak er’s B razil Shredded

10 5c pkgs., p e r  case 2 60 
36 10c pkgs., p e r case 2 60 
16 10c and  38 5c pkgs., 

p e r case  .................. 2 60

C O F F E E
R oa sted

D w inell-W righ t Co.’s B ’ds

W h ite  H o u se , l ib ...................
W h it e  H o u se , 2tt>...............
Excelsior, B lend, l ib  .........
Excelsior, B lend, 21b! .........

T ip Top, B lend, l ib ..............
Royal B lend ..........................
Royal H igh G rade ..............
Superior B lend ....................
Boston Com bination ..........

D istribu ted  by Judson  
G rocer Co., G rand R apids; 
Lee A  Cady, D etro it; Sy
m ons Bros. A  Co., Stegi- 
naw ; Brow n, D avis A  
W arner, Jackson ; Gods- 
m ark , D urand  &  Co., B a t
tle  C reek; F lelbach Co.. 
Toledo.

8A PE S

Fu ll line of Are and  b u r
g la r proof safes kep t in 
s tock  by  th e  T radesm an  
Com pany. T h irty -five  sizes 
and  sty les on hand a t  all 
tim es—tw ice a s  m any safes 
as a re  carried  by any  o th e r 
house in th e  S tate . If you 
a re  unable  to  v is it G rand 
R apids and  inspect the  
line personally , w rite  for 
quotations.

S O A P
G owans & Sons B rand.

Single boxes ...................3 00
Five box lo ts .................2 95
Ten box lo ts  .................2 90
T w enty-five box lo ts 7 2  85

L au tz  Bros. & Co. 
Acme, 30 bars, 75 lbs. 4 00 
Acme, 25 bars, 75 lbs. 4 00 
A cm e, 25 bars , 70 lbs. 3 80 
Acme, 100 cakes .......... 3 25

B ig M aster, 100 blocks 4 00
G erm an M ottled ...........3 50
G erm an M ottled, 5 bxs 3 50 
G erm an M ottled, 10 bx 3 45 
G erm an M ottled, 25 bx 3 40 
M arseilles, 100 cakes ..6  00 
M arseilles, 100 cks 5c 4 00 
M arseilles, 100 ck to il 4 00 
M arseilles, % box to il 2 10

P ro c to r & G am ble Co.
Lenox .................................3 00
Ivory, 6 oz............................4 00
Ivory, 10 oz.........................6 75
S ta r  ..................................... 3 85

T radesm an  Co.’s B rand

Black H aw k, one box 2 50 
B lack  H aw k, five bxs 2 40 
B lack H aw k, te n  bx s  2 25

A. B. W risley
Good C heer ..................... 4 00
Old C ountry  ...................3 40

Soap Powders 
Snow Boy, 24s fam ily

size ..........................  3 75
Snow Boy, 60 5c .........2 40
Gold D ust, 24 la rge  . .  4 50 
Gold D ust, 10O-5c ..  4 00
K irkoline, 24 41b............3 80
P e a r l i n e  .............................  3 75
Soapine .............................4 no
B au b itt’s  1776 ...............3 76
Roseine .............................3 59
A rm our’s  ......................... 3 70
W isdom  .............................3 80

Soap Compounds
Johnson ’s  F ine  .............5 10
Johnson 's  X X X  ...........4 25
R ub-N o-M ore .................3 85
N ine O’clock ...................3 30

Scouring
Enoch M organ’s Sons 

Sapolio, gross lo ts  . . . . 9  60 
Sapolio, h a lf gro. lo ts  4 85 
Sapolio, single boxes 2 40
Sapolio, hand  ................. 2 40
9courine M anufac tu ring  Co 
Scourine, 50 cakes . . . . 1  80 
Scourine, 100 cakes . . . 3  50

Good Things to Eat

Mr. Pickle of Michigan

Jams Jellies Preserves Mustards 

Fruit Butters Vinegars Catsup 

Table Sauces Pork and Beans

Pickles— OF COURSE

HIGH GRADE FOOD PRODUCTS
Made “Williams Way”

THE WILLIAMS BROS. CO. of Detroit
(Williams Square)

P ick the Pickle from  M ichigan

r

Four Kinds of Coupon Books
are manufactured by us and all sold on the same 

basis, irrespective of size, shape or denomination.

Free samples on application.

TRADESMAN COMPANY, Grand Rapids, Mfcfu
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mustaccompany all orders.

BUSINESS CHANCES.

For Sale and Exchange by  
Frank P. Cleveland

CHICAGO W H O L E S A L E  AND R E T A IL  
M EAT M A R K ET A ND SAUSAGE FA C 
TORY; well estab lished  business; good 
reasons fo r selling: p rice $4,500.
TEA, CO FFE E, EX TRA C T AND SPIC E  
BUSINESS' in  N o rth e rn  Illnois c ity  of 
18000 population; business estab lished  9 
years; abou t $5,5JO required.
CHICAGO H A RD W A R E STO RE; fine 
South-side location; business established  
six  years; good reasons fo r  selling; price 
$3,500.
DRUG, P A IN T  AND W A L L  P A P E R  
STO RE in Sullivan County, Ind iana ; 
profits av erag e  $400 pe r m onth ; sam e 
ow ner fo r 38 years; invoice abou t $6,000. 
B U TC H ER  SHOP, a lso 4-room  brick  
house, s lau g h ter house and  16 acres  of 
land in  K nox Co., Ind., profits average  
abou t $125.00 n e t o e r m onth ; p rice $4,725. 
STOCK O F G EN E R A L M ERCH A N D ISE 
in  A da Co., Idaho, sales averag e  $1,400 
per m onth; m ust be sold to  se ttle  an  
e s ta te ; invoice abou t $5,500.
ONE T H IR D  IN T E R E S T  IN  OLD E S 
TA B LISH ED  DRUG STORE in  Sim pson 
Co., Ky., good location  fo r d rugg is t; 
price $3,000.
TW O STO RE BUILDINGS, Residence, 
L arge  L ot and  Stock of R ack e t Goods 
in V an B uren  Co., Mich., business e s
tab lished  and a  m oney m ak er; abou t 
$15,500 required.
STOCK O F G EN E RA L M ERCH A N D ISE 
in Jackson  Co., M ich., invoice about 
$7,200; price rig h t; good opening.
STOCK O F G EN ERA L M ERCH A N D ISE 
in Jefferson Co., Mo., sales average  
$3,800 per m onth; s tock  and  fix tures in 
voice about $9,350.
G EN E RA L STORE in Jeffe rson  Co., 
Wis., sales $2,600 p e r m onth , business 
well established; invoice abou t $9,000. 

W rite  me fo r de ta iled  descrip tions:
I b ring  buyers and  sellers together. 

No m a tte r  w h ;re  located  if you w an t 
to  buy, sell o r tra d e  a n y  k ind  of b u s i
ness or p roperty , w rite  me. E stab lished  
1881. FR A N K  P. CLEVELA N D , 1261 
A dam s E xpress Building, Chicago, Illi
nois.

J U L Y  C L E A R I N G  S A L E S — M erchan ts  
p lann ing  on a  big  Ju ly  c learing  sale 
should engage ex p ert sale  conductors. 
How a  sale  is ru n  m akes all th e  d iffer
ence in th e  world in resu lts. C on trac t 
now w ith  m en w ho know  how. A. E. 
Greene, 135 G rand R iver Ave., D etro it, 
Mich.________________________________ 251

F o r Sale—Clean s to ck  of shoes and  
groceries. Good tow n, b est location. 
F ine  fa rm ing  coun try . If you w an t a  
business fo r business th is  is your chance. 
Lock Box 47, Colon, Mich._________252

F o r S"ale—Clean stock  of general m e r
chandise in one of th e  b e s t little  tow ns 
in low er M ichigan. Inven to ry  abou t 
$6,000. Good g ra in  and  s tock  m arke t. 
B rick  store, 24 x  100. S team  heat, in 
dividual ligh ting  p lan t. Low ren t. Long 
lease. A ddress Stock, c a re  T radesm an , 
G rand R apids, Mich._______________ 253

F o r Sale—V ery desirable  b azaa r stock. 
W ill inven tory  ab o u t $5,500 located  in 
one of the  b e st re so rt tow ns in th e  N orth . 
H a rry  Thom asm a, 433-438 H ousem an 
Bldg., G rand R apids, M ichigan. Citz. 
Phone 5375, Bell, M ain 375.______ 244

H ouse and  lo t in a  good Southern  
M ichigan tow n of 1,500 population, to 
exchange tow ards a  fa rm . A ddress No. 
242, care  T radesm an._______________ 242

F o r Sale and  tra d e  in one of th e  finest
new sections of E a s te rn  Calorado. A 
fine new stock  of m erchandise, hardw are, 
im plem ents, groceries and  d ry  gtoods. 
J u s t  the  rig h t size s tock  to  m ake money. 
W ill b ea r a  rigid inspection. W ill tak e  
p a r t trad e  in  rea l e sta te . B alance cash  
o r p a rtie s  m ust assum e th e  whole sale 
accounts. A ddress Lock Box 2, Seibert, 
Colo. ____  241

W ould like a  line of goods to  sell in 
connection w ith  re fr ig era to rs  in Buffalo 
and W estern  N ew  York. A ddress B. R., 
P ost Office Box 724, Buffalo, N. Y. 240

F o r Sale—C hair facto ry , a  large, com 
plete p lant, good location, tw o ra ilroads, 
cheap lum ber and  labor. C apacity , 1,000 
chairs  p e r day. P enn  L um ber Com pany,
Belrne, Ark._______________________ 239

P la in in g  Mill—M odern equipm ent, $3~ 
000 w orth  of m ach inery ; a lso $1,500 stock ; 
finished and  unfinished. A ba rg a in  for 
quick cash  sale. Jos. H . B arn h art, 
Danville, 111. 238

F o r Sale Cheap—A first-c lass  lunch and  
d in ing  hall in  M ichigan, L akeshore  tow n 
of 11,000 population. Cheap ren t, all in 
firs t-c lass  shape. R eason, poor, health . 
A ddress X, care  M ichigan T radesm an .

_______________________________254 _
Roofing read y  to  lay  50c to  $2 fo r 1.08 

square  feet, free  sam ples. A m erican 
Roofing Co., 1224 V anB uren  St., Chi-
cago, 111. 235

M e rch a n d ise  sa le  con ducto rs.. A. E. 
G reene Co., 135 G rand R iver Ave., 
D etro it. A dvertis ing  fu rn ished  free.
W rite  fo r da te , te rm s, etc. 549

F o r Sale—'Stock and  fix tures, lad ies’
re a d y -to -w e a r ap p are l and  m illinery. One 
of the  best equipped s to res  in M ichigan. 
A fac to ry  an d  re so rt tow n of 15,000. W ell 
estab lished  tra d e  of several years. B est 
location in city . R eason fo r selling, ow n
e r w ishes to  re tire  from  business. Give 
good-w ill and  sell reasonable  fo r cash. 
A ddress J . B. S., care  M ichigan T rad es
m a n ^ _______  ______________________250

F o r Sale—A finely equipped v eneer and  
panel m an u fac tu rin g  p lan t, located in the  
h e a r t of th e  M ississippi tim b e r belt. Can 
m ake the  rig h t p a rty  a  handsom e propo
sition. E dw ard  Loggins, Greenwood,
M iss. ____________________249

F o r Sale—$3,500 stock  of general m e r
chandise in  best fa rm in g  section in  
M ichigan, 22 m iles from  K alam azoo and  
B a ttle  C reek; m ust be sold by Sept. 1. 
A ddress L. E . Quivey, Fu lton , M ichigan.
_______________________________  247

F ine  W arren  County F a rm  fo r Sale— 
One hundred  an d  fifty-tw o acres, five 
m iles from  M acon; n ea r church  and 
school; co tton, corn, tobacco and  fru its  
ra ised . Splendid w a ter. F o u r thousand  
dollars, im provem ents w orth  m ore th an  
ha lf p u rchase  price. W. G. E gerton , 
(ow ner), M acon, N. C. 248

F a rm s in  exchange .for general m er^ 
chandise, one fa rm  for h a rd w are  stock. 
G rass and  fa rm  lands to  sell fo r cash  a t  
ba rg a in  prices. S om j of them  on te rm s 
to  su it the  purchaser. A ddress F ou r 
Square  L and  Office, Colony K an. 245 

F o r Sale Cheap—T ea caddies, coffee 
bins, ice chest, re fr ig e ra to r and  o th e r 
fix tures su itab le  for te a  o r grocery  store, 
a t  521 S. D ivision St. B. S. H arris , 
Phone 32824, G rand R apids, Mich. 216 

$10,000 s tock  g eneral m erchand ise  for 
sale. Good business, good location, good 
reasons  fo r selling. A barga in . A ddress 
a t  once, A. H . & M. H . B arnes, M eta- 
m ora, Mich._________________ 236

F o r Sale—E stab lished  bakery , confec
tionery  and  ice cream  business, located 
in  best c ity  of 5,000 in  M ichigan. Sales 
$30,000 yearly . R en t $55 a  m onth. W ill 
sell for $5,000 cash . A ddress No. 237, 
care  T radesm an . 237

M erchan ts—P lan  to  have  rousing  10 
day  sale  in  Ju ly  o r A ugust. C lean up  on 
your sum m er m erchandise. W . N. H a rp -
er, P o r t H uron, Mich.______________234

F o r R en t—Good brick  building 25 x  80 
ft. w ith  basem ent. Location  very  best 
fo r any  k ind  of re ta il business. E lec tric  
lights, w ater, fu rnace, etc. A ddress R.
H . W heeler, Shelby, Mich._________ 233

F o r Sale—Only hotel in village 2,000. 
H ouse, lot, fu rn itu re  and  s tock  o r will 
ren t or lease house and  sell s tock  and  
fu rn itu re . Good sum m er business. Alex. 
Y. Sharp , E lk  R apids, M ichigan. 219 

F o r Sale—A good clean s tock  of v a rie ty  
goods, invoicing abou t $2,500. Located  in 
sou thern  p a r t  of s ta te . P opulation  6,000. 
Shops em ploying abou t 1800 m en. A live 
tow n. Good reasons- fo r selling. A ddress
S, care  M ichigan T radesm an._______ 222

Young Men an d  Women.-—-High g rade  
proposition, whole o r spare  tim e. Som e
th in g  d ifferen t and  w orth  while. Con
s ta n t  dem and. E xclusive te rrito ry . Big 
dup licate  orders  th e  y ea r round. Send 2c 
s tam p  full p articu lars . Lock Box 276— 
R, Cam den, N. Y.___________________ 226

Mr. M erchan t—Loaded w ith  sp ring  
goods? W an t cash  fo r old stock? “N u- 
w ay Sales” tu rn  th e  trick . L im ited  tim e 
open in M ichigan. W rite , w ire, telephone 
fo r proposition. U nion Sales Com pany, 
Box 126, L ansing , Mich.____________ 225

F o r Sale—-Paying d rug  sto re . Good 
location, lively m an u fac tu rin g  an d  re so rt 
tow n. E stab lished  fo rty  years. In v en 
to ry  $5,500. L iberal d iscoun t from  in 
voice. O w ner died recently . A ddress F. 
W . H ay se tt, M. D., Ludington , Mich.

___________224
K la r’s  Good H ea lth  F lo u r relieves con

stip a tio n  and  stom ach  trouble. A gent 
w an ted  in every city. A. B. K lar, Food 
Specialist, Canal Dover, Ohio._______ 215

F o r Sale o r E xchange—Shoe stock  and 
building, coun try  tow n. A ddress No. 
211. care  M ichigan T radesm an . 211

H ave  good hom e in Colorado to  ex
change fo r s tock  of m erchandise. P lease 
give full in fo rm ation  in first le tte r. Ad- 
d ress Lock Box L, Seibert, Colo. 199

F o r Sale—By a  m an u fac tu re r w ho has 
gone in to  an o th e r line of business, 500 
trip le  ex tension  clo th ing  cab inet c a r
riers. W ill be sold in  lo ts  to  su it p u r
chaser. T hese c a rr ie rs  a re  m ade of th e  
very  b e st m ateria l, b u t will be sold a t  
cost. W essborg  M anufac tu ring  Co., Sag-
inaw , M ichigan.__________________  210

Can com m and $3,000 cash  w hich I 
w an t to  in v est in a  general s to re  c a r ry 
ing  d ry  goods, shoes, groceries, etc. C ity 
m ust be  over 5,000 people 1910 census 
and  grow ing. L a s t ten  y ears  have been 
general m an ag er of d ep artm en t store, 
selling q u a rte r  of million. S ta te  am ount 
of stock , size of room, ren t, la s t y e a r’s 
sales, location  of building, reason for 
selling  and  te rm s. P . O. Box 402, L in- 
ton, Ind.____________ 192

Popcorn  C rispettes—Stop here. W rite  
me a  le tte r  fo r th e  s to ry  of m y success 
w ith  popcorn c rispettes . I t ’s  a  g re a t 
reading. T he g re a t  b ig  p ic tu res  i l lu s tra t
ing  m y s to ry  a re  In te res ting . N o m a tte r  
w h a t you a re  p lann ing  o r w h a t a d v er
tisem en ts  you’ve answ ered , g e t m y s to ry  
anyhow . U nless you can  m ake b e tte r 
th a n  $500 a  m onth, you’ll be m igh ty  glad 
you s e n t fo r it. H . W . E ak in s  m ade 
$1,500 first m onth  in L ouisiana on m y 
proposition. T he c risp e tte  business Is a  
g re a t th in g —a  w onderful m oneym aker. 
Now is the  b est tim e to  s ta r t .  I  te ll 
you how—show you how to  g e t in righ t. 
W rite  m e now—ju s t a  line. You’ll never 
re g re t it. A ddress m e personally . W . Z. 
Long, 67 H igh  St., Springfield, Ohio.

138
I  pay  cash  fo r stocks o r p a r t  s tocks 

of m erchand ise . M ust be cheap. H. 
K aufer, M ilwaukee, W is. 92

F o r Sale—One of th e  best d ru g  s to res 
in sm all tow n in M ichigan. Expenses 
low. Young m an, he re 's  your good op
po rtun ity . A ddress No. 204, care  T rad es
m an. 204

Safes Opened—W . L. Slocum, safe  ex 
p e rt an d  locksm ith. 66 O ttaw a  s tre e t, 
G rand R apids. Mich. 104

F o r Sale—A t invoice, $1,200 s to ck  of 
h a rd w are  an d  g roceries  in  coun try  on 
ra ilroad . D oing fine business. W ish  to  
sell a t  once. A ddress No. 172, care  
T radesm an ._____  172

A uctioneers—W e have been closing ou t 
m erchand ise  s tocks fo r  years  a ll over th is  
country . I f  you w ish  to  reduce o r close 
out, w rite  fo r a  d a te  to  m en w ho know 
how. A ddress F e rry  & Caukin, 440 South 
D earborn  St., Chicago, 111.___________134

Cash fo r your business or real e sta te . 
I  b ring  buyer an d  seller toge ther. No 
m a tte r  w here  located  if  you w an t to  buy, 
sell o r exchange a n y  k ind  of business or 
p ro p erty  anyw here  a t  an y  price, add ress 
F ran k  P. Cleveland, R eal E s ta te  E xpert, 
1261 A dam s E x p ress  Building, Chicago, 
Illinois. 984

W ill pay  cash  fo r s tock  of shoes and  
rubbers. A ddress M . J . O., c a re  T rad es
m an. 221

F o r Sale—One of th e  fre sh e st s tocks 
of g roceries in  M ichigan an d  located  in 
th e  b e st tow n in  th e  S ta te . F o r fu r th e r  
p a rticu la rs  ad d ress  Lock Box 2043, N ash - 
ville, Mich._______  976

H E L P  W A N T E D .

Salesm an w an ted  resid ing  o u t of tow n 
to  handle  a  quick-selling, popu lar-p riced  
line of lad ies’, m isses’ an d  Ju n io r coats, 
rang ing  from  $5.75 to  $15, on a  s tr ic tly  
com m ission basis. S ta te  w h a t lines you 
a re  now  handling , a lso references. W rite  
an y  tim e. E . R osing  & Co., 22-24 W est 
26th St., N ew  Y ork City.__________ 243

W anted—Clerk fo r general store. Musi 
be sober and  industrious  and have som ' 
previous experience. R eferences require« 
A d d r e s s  Store, c a re  T radesm an . 242

W an t ads. continued on n ex t page.

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

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

HAND SAPOLIO is a special teilet soap—superior to any other in countless ways___delicats
enough for the baby’s  skin, and capable of removing any stain.'

Costs the dealer the same as regular SAPOLIO, but should be sold at 10 cents per
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T H E  PRO CESSIO N OF NATURE.
The season on the city m arket af

fords a constant succession of pleas
ant surprises, and a t the end comes 
a jolt. The season opens about the 
middle of April and the first offer
ings, aside from  the hothouse prod
ucts and those things which are 
brought in from the South or from 
California, are spinach and young 
onions planted last fall, protected 
through the w inter and pulled in the 
spring, and old vegetables. T he first 
mild surprise may be an offering of 
cowslip greens or of dandelions, 
brought in by some farm er with his 
load of old potatoes. This will come 
early in May and will be suggestive 
that spring has arrived. Then some 
m orning a gardener will trium phant
ly show the first outdoor home grown 
radish and a few days later will ap
pear the first m odest offer of new 
grown spinach. O utdoor grown let
tuce, beet greens, onions, carrots, 
beets, cabbage, turnips, peas and 
string  beans come along in rapid suc
cession, each giving its pleasant sur
prise that it should appear so soon. 
And about this tim e the first straw 
berries come, and the straw berries 
give real joy as the first of the fruits 
and by many are regarded as the 
queen of the berries. Straw berries 
reign during June and before they are 
gone cherries appear, and then rasp
berries and with them the currants 
and the gooseberries. Before the 
raspberries are gone the blackberries 
and huckleberries are in m arket, each 
giving the m arket visitor a pleasant 
thrill. The first offerings of summer 
apples will be on before the blackber
ries are gone, and then will come the 
plums, the early pears and then peach
es and grapes and the w inter apples. 
In the meantim e early in July will 
appear the first offering of new home , 
grown potatoes, and these will be 
followed by sum m er squash, celery, 
outdoor grown cucumbers, the mel
ons, tom atoes, cauliflower, w inter 
cabbage, fall potatoes and finally the 
big red pumpkin. Each new product 
of the garden or farm  is hailed with 
satisfaction, its grow er shows it with 
pride and the buyer pays a fancy 
price for it. And the jo lt comes 
some m orning when the early riser 
on his way to m arket sees the low 
places flecked with frost and feels the 
chill wind of autum n through his 
sum m er coat. T he jo lt is especially 
severe if the frost rem inds him that 
he has not yet put in his w in ter’s 
sppply of coal.

T he procession of nature is impos
ing and impressive even in so pro
saic a m atter as in the things we 
eat. From  cowslips to pumpkins, 
from May to October, there is a con
stant succession of fruits and vege
tables, each with its message of the 
advancing season. F irst the relishes 
come to clear the blood and give zest 
to the appetite, and then the fruit 
course and the season closes with the 
su b s tan tia l, with the things that we 
depend upon to carry us through the 
winter. The succession of the crops 
is just as nature ordains it, but in 
these m odern days instead of wait
ing for nature we are constantly  and

continually rushing the season. W e 
get straw berries a m onth o r two 
m onths before they are due by draw 
ing on the South, and it is the same 
with nearly everything else, and as 
for lettuce and radishes, and tom atoes 
and cucum bers we have them  all the 
year around from  the greenhouse. 
W e may gain passing pleasure from 
anticipating nature, but, really, would 
we not obtain m ore real satisfaction if 
we waited for nature to  bring them  
in their order and proper time?

T he pleasant surprises which nature 
gives those who visit the m arkets are 
to  be enjoyed by those who go into 
the flower garden or into the woods. 
From  the first appearance of bare 
ground in the spring until the snow 
comes in the fall there is a constant 
and ever changing succession of flow
ers to  please those who love the 
things that bloom. In the garden are 
first the snow drops and scillas, and 
then the crocuses, then the tulips, the 
lilies of the valley, the daisies, the 
early pansies and the forget-m e-not. 
In  June come the iris, the columbine, 
the peony and the sweet rocket,, and 
before June is gone the gaillardias, 
the coreopsis, sweet william, can ter
bury bells, fox glove and delphinium 
are in bloom. July brings the sweet 
peas and nasturtium , the zinnia, the 
m arigold and the hollyhock, and these 
are followed by the gladiolus, the as
ter, the dahlia and, finally, the cosmos 
and the chrysanthem um , and then 
comes the frost. In  the woods and 
fields the floral display sta rts  with 
the hepatica and skunk cabbage, and 
from  early April until long after frost 
there is a wonderful succession of 
wild bloom, sta rting  with dainty and 
delicate pinks and whites and blues 
and ending with glorious dashes of 
reds and yellows. Each visit to the 
woods or fields, w hether it be a daily, 
a weekly or a m onthly visit, has its 
pleasant surprise in finding som e
th ing  new and som ething unexpect
ed. In  the wild nature  seems to keep 
just a little  ahead of expectations. W e 
are always surprised to  see the wake 
robin so soon, and the first wild 
aster of late sum m er m akes us won
der if nature has not unduly hur
ried the procession. One day we may 
see the field brilliant w ith lupin and 
a week later, when we look once 
more, not a bloom  is in sight, but 
som ething else has taken its place. As 
nature arranges it the seasons change 
swiftly, each w ith its charm s and each 
m ore charm ing than what precedes 
it. N ature’s arrangem ent, too, makes 
the floral display befitting the sea
son. In  the spring we w ant the 
p re tty  and dainty things, in the fall 
we w ant those th ings which have 
streng th  and character, and it is this 
th at nature gives us.

Features of the Local Stock Market.
W ith an advance of over fifty points 

in Am erican L igh t & T rac tion  Co. 
common stock w ithin the last few 
weeks, the m arket is now in better 
shape than  for some time past. T here 
has positively been no stock offered 
in any of the outside m arkets for 
nearly a week and there is every in
dication of the price reaching even

higher levels before the paym ent ot 
the next dividend.

Commonwealth Pow er Railway & 
L ight Co. common has been very 
quiet and sales have been made as 
low as 63^4. The preferred has been 
very active, however, and the demand 
exceeds the supply considerably. Bids 
are to be had as high as 91^ .

Q uotations on Citizens Telephone 
Co. stock show 95@96, ex-dividend. 
W hile there are plenty of bids, there 
is practically no stock offered, but it 
is anticipated that this condition will 
be som ewhat relieved after the ac
tual paym ent of the dividend.

Bank stocks generally have been 
ra ther inactive. One lot of Kent 
S tate Bank stock changed hands on 
a basis of 261. A few bids at 175 
have been made for Grand Rapids 
N ational City Bank, but none is to 
be had at this figure.

Cities Service Co. securities are in 
a little  bette r favor, the common be
ing quoted a t 106@108. T he prefer
red is nearly stationary at last week’s 
prices.

T rad ing  has been dull in T ennes
see Railway L ight & Pow er Co. se
curities, but the price has held very 
firm. Considerable interest has been 
evidenced in the bonds around 84 
@85.

T his week m arks the closing up of 
all the final details of the U nited 
L ight & Railways Co. deal. T h e-ce r
tificates have been mailed for the 75 
per cent, stock dividend on the com
mon and the interim  certificates on 
the underw riting  are now exchange
able for the regularly  engraved cer
tificates.

F ractional share script is being 
traded in on the following basis:
F irst preferred ..............................88@90
Second preferred ..........................78@80
Common ......................................... 65@70

The common stock continues in 
very good demand and bids are to be 
had up as high as 70 and sales have 
been made at this price. T he earn
ings are show ing up even b e tte r than 
was anticipated and all of the issues 
of this company are looked upon with 
a great deal of favor. The m anage
m ent is in very conservative hands 
and the  earning capacity offers very 
a ttractive  possibilities. I t  would seem 
as if the stocks were bound to  event
ually sell a t much higher prices. The 
new offering of 5 per cent, bonds is 
being rapidly absorbed. T hey are a 
very safe conservative investm ent of
fering. C. H. Corrigan.

Foote &  Jenks Convicted on a Tech
nicality.

Jackson, Ju ly  2—Foote & Jenks, the 
well-known chem ists and perfum e 
m anufacturers of this city, were con
victed in the Federal Court at De
tro it last T hursday of having mis
branded lemon extract, a product 
which the firm m anufactures. A tto r
ney Thom as E. Barkw orth, of this 
city, represented the defendants in 
the case, and the case will probably 
be retried, th irty  days having been 
granted  in which to prepare for a new 
hearing of the case.

The trouble arose over a label and, 
it is said, was of a technical nature 
ra ther than  m aterial. The company,

in the preparation of its CXC lemon, 
uses a little  over 30 per cent, of its 
volume of oil and as it requires 5 per 
cent .of the oil of lemon and 95 per 
cent, of alcoholic m enstruum  to p ro
duce the standard lemon extract, the 
company felt well justified in s ta t
ing on its labels that their CXC 
lemon was six tim es the standard 
strength. Labels had been duly sub
m itted to the D etro it branch labora
tory  and forwarded to  W ashington, 
as suggested by the departm ent, new 
labels had been prepared and have 
since been used on the CXC lemon.

A few m onths ago the company 
was notified that it had been made 
defendant in a suit for violation of 
the Federal food and drug act as re
gards the labeling of its products. 
The case came on for trial Tuesday 
and was completed T hursday after
noon, the ju ry  re tu rn ing  a verdict 
against the defendants.

The questions involved are purely 
techn ica l and A ttorney  B arkw orth 
feels sure that a verdict favorable 
to the defense will be rendered at the 
next trial.

Marriage of Coral Druggist.
H ow ard City, Ju ly  2—A t the home 

of the bride’s brother, George T. Ben
nett, a t Grant, Tuesday W illiam  J. 
W oodall, Coral’s druggist, and Miss 
V iolet M. Bennett, of H ow ard City, 
were united in bonds of wedlock.

The young couple will be a t home 
in their own new home at Coral aft- 
er Ju ly  15. T hey will take a short 
wedding trip to Chicago, Dowagiac 
and o ther points.

Mr. and Mrs. W oodall are H ow ard 
City young people of whom  we are aU 
proud and their friends are legion. 
F o r several years Mr. ^Voodall was 
pharm acist and chief clerk in H . M. 
Gibbs’ City d rug store, and since 
m oving to  Coral about th ree  years 
ago and entering business for him
self has been very successful. T he 
bride, after graduation from  high 
school, was a capable assistant in the 
postoffice until she w ent to  Grand 
Rapids to enter business college. F o r 
six years she has held a responsible 
position as stenographer for the 
W allin Engine Co. a t its general of
fices in the M ichigan T ru st build
ing.

Butter, Eggs, Poultry, Beans and P o
tatoes at Buffalo.

Buffalo, Ju ly  3—Cream ery butter, 
25@ 26^c; dairy, 20@24c; poor to 
good, all kinds, 18@22c.

Cheese Fancy, 15@15J^c; choice, 
14@14j£c; poor to  good, 8@12c.

Eggs Choice fresh, 20c; candled 
20@21c.

Poultry  (live)—Turkeys, 12@14c; 
cox 10c; fowls, 14J^@l5c; chicks, 25 
@26c; ducks, 13@16c; geese, 10c.

Beans—Red kidney, $2.75; white 
kidney, $3@3.10; medium, $3.10@3.15; 
marrow, $3.25; pea, $3.10@3.15.

Potatoes—New, $2.75@3 per bbl.
Rea & W itzig.

The w aiters’ strike in New Y ork 
has failed. Public sentim ent did not 
seem to be w ith the strikers, and 
m any persons who have been in New 
Y ork hotels can understand why.

mailto:3@3.10
mailto:3.10@3.15
mailto:3.10@3.15


This is as good an all the year around work 
shoe as can be built. Made throughout of oil 
stuffed chrome. Pleases the eye, fits'the foot 
and wears like a pig’s nose.

R indge, Kalmbach, Logie & C o., Ltd 
Grand Rapids, Mich.

SALES
BIGGER
EVERY
YEAR

And the Moral of it is: "Because the 
coffee is ALL 'RIGHT.” It must be a 
mighty satisfaction for a manufacturer 
to be able to honestly and truthfully 
draw such a moral from existing condi
tions of prosperity as do our friends. 
Dwinell-Wright Co., of Boston and 
Chicago. Let the good work go on ad 
infinitum, and may the few dealers who 
are not now selling ‘W hite House” 
Coffee come right into the fold of com
panionship with this superb blend which 
makes "easy money” for the thousands 
of grocers handling it.

Distributed at W holesale by

Judson Grocer Company
Grand Rapids, Mich.

/ Told You So
Pouring vinegar into an open wound will sooth and heal 

it just as quickly and effectually as “I told you so” will cor
rect a mistake.— W. L. Brownell.

When your trouble comes, when the fire destroys 
your books of account or the thief steals your money 
we shall simply feel sorry for you. We shall not 
say “I told you so.” But we do say right here and 
now, and we say it candidly too, that if you are not 
already supplied, you should at once place in your 
store or office a good dependable safe. We can save

you money, big money, and also furnish you with the best safe made.

WRITE US TO-DAY AND LET US GIVE YOU FURTHER INFORMATION

GRAND RAPIDS SAFE CO. Tradesman Bldg., Grand Rapids, Mich.



Made in

Five Sizes

G. J. Johnson 
Cigar Co.

Makers

Grand Rapids, Mich.


