The Cry of the Dreamer

| am tired of planning and toiling
In the crowded hives of men;
Heart-weary of building and spoiling,
And spoiling and building again.
And | long for the dear old river,
Where | dreamed my youth away,
For a dreamer lives forever,
And a toiler dies in a day.

| am sick of the showy seeming
Of a life that is half a lie;
Of the faces lined with scheming
In the throng that hurries by.
From the sleepless thoughts’ endeavor,
I would go where the children play;
For a dreamer lives forever,
And a thinker dies in a day.

I can feel no pride, but pity,
For the burdens the rich endure;
There is nothing sweet in the city
But the patient lives of the poor.
Oh, the little hands too skillful,
And the child mind choked with weeds!
The daughter’s heart grown willful,
And the father’s heart that bleeds!

No, no! from the street’s rude bustle,
From trophies of mart and stage,
I would fly to the woods’ low rustle
And the meadow’s kindly page.
Let me dream as of yore by the river,
And be loved for the dream alway;
For a dreamer lives forever,
And a thinker dies in a day.

John Boyle O’Reilly.

Her Little Boy

Always a “little boy” to her,
No matter how old he’s grown,
Her eyes are blind to the strands of gray,
She’s deaf to his manly tone.
His voice is the same as the day he asked,
“What makes the old cat purr?”
Ever and ever he’s just the same—
A little boy to her.

Always a “little boy” to her,
She iieeds not the lines of care
That furrow his face—to her it is still
As it was in his boyhood, fair;
His hopes and his joys are as dear to her
As they were in his small-boy days.
He never changes; to her he’s still
“My little boy,” she says.

Always a “little boy” to her,
And to him she’s the mother fair,

With the laughing eyes and the cheering smile
Of the boyhood days back there.

Back there, somewhere in the midst of years—
Back there with the childish joy,

And to her he is never the man we see,
But always “her little boy.”

Always a “little boy” to her,
The ceaseless march of the years
Goes rapidly by, but its drumbeats die
Ere ever they reach her ears.
The smile that she sees is the smile of youth,
The wrinkles are dimples of joy,
His hair with its gray is as sunny as May,
He is always “her little boy.”



Candy for Summer

COFFY TOFFY, KOKAYS,-FUDGES, (10 kinds), LADY UPS,

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 toyou,
We make a specialty of this class of goods for Summer trade,

Putnam Factory, 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 Fountain Cocoa.;

FANCHON

The
Kansas Flour
of Quality

Judson Grocer Coli

Distributors

Grafid Rapids, Mich

W ordenP rocer COmpanv

¢ The Prompt Shippers

Grand Rapids, Mich

The
Very
Best
There Is

IT PAYS to handle IT

Distributed at Wholesale by

JUDSON GROCER CO

Grand Rapids, Mich.
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READY TO RETIRE.

When the monopolistic methods of
the Bell Telephone Company resulted
in the organization of numerous in-
dependent companies, a dozen or fif-
teen years ago, the Bell people as-
sumed that no one but themselves
could conduct a telephone business
successfully. They relied on the as-
sumption that their patents were in-
vulnerable and were very much sur-
prised later on to learn that the
policy of the Bell company, in com-
pelling employes to turn new inven-
tions over to their employers, had
resulted in forcing men of an inven-
tive turn of mind into the ranks of
the independent companies, so that
the independent apparatus was very
much more efficient and much more
economically operated than the old
Bell apparatus.

The policy of bluff and force fail-
ing to accomplish its object,, the Bell
people then resorted to disreputable
tactics of another sort. They re-
duced the price of service to a point
that involved loss instead of profit
and in many cases gave absolutely
free service, as was the case in Grand
Rapids for several years. It did not
take the Bell people long to determine
that this sort of thing could end in

only one way and that was the
bankruptcy cojurt; and before many
years the Michigan Bell Company

took advantage of this proceeding
and sponged off the slate hundreds of
investors in the shape of widows
and orphans who had come to regard
the Bell securities as stable, whereas
they were as unstable as water.
When the water had been wrung out
of the Bell properties and the assets
had been acquired by a new set of
exploiters and the properties bonded
and capitalized for about ten times
what they cost, they started in on
the old tactics, but six or eight years
experience has taught them that they
can not succeed in this way any bet-
ter than they did before and during
the past few months they have
changed front to that extent that
they are not only willing to negotiate
with the independent companies, but
they express themselves as willing
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to concede that the independent com-
panies have the upper hand in many
localities and, therefore, have a right
a dictate terms. Within the past
week the Bell people have made tenta-
tive propositions to several of the
independent companies of the State
to retire from certain cities and
towns and sell their pole lines and
wires to the independent companies
in exchange for stock in the inde-
pendent companies. In no case are
the independent companies willing to
accept the switch boards or phones,
because it is very generally conceded
that the Bell phones and Bell ap-
paratus generally is so inferior to the
independent apparatus that the in-
dependents can not consent to use
it in their business. In many cases
appraisals are being made by both
Bell and independent companies, with
a view to carrying this arrangement
into effect, subject, of course, to the
approval of the State Railway Com-
mission.

The independent companies have
been tricked so many times by the
Bell people that they refuse to con-
sider any proposition unless it is put
in writing and properly signed and
certified to. Instead of being affront-
ed at this demand, the Bell people
concede that their methods in the
past have justified the independents
in regarding them with suspicion and
distrust and they readily concede all
the independents demand along these
lines. .

One of the features the independ-
ents have been careful to avoid is the
giving of control into the hands of
the Bell company. When this con-
dition is presented, the Bell people
simply smile and say that they are
perfectly willing that their interests
shall be minority interests, because
they concede that independent com-
panies, as a rule, have proven to be
better operators than the Bell man-
agers themselves.

In the Detroit situation the Bell
people made an important concession.
They have agreed to contract with
the independent companies to make
physical connections with them on an
equal basis, whether the Giles law is
held to be constitutional or uncon-
stitutional. As the law stands at the
present time, it requires only the
connection between the central sta-
tion in the same city or district, and
does not require a connection be-
tween the toll line of either com-
pany and the central of any other
company. No doubt when the Leg-
islature convenes again in January,
this error will be corrected. How-
ever, the agreement the Bell people

are willing to enter into renders it
immaterial whether the law is held
good or not.

As a rule, independent telephone

stocks represent actual value, where-
as the Bell stocks are watered ten-
fold. In fact, they originally repre-
sented nothing but water. Any value
there is to them at this time is due
wholly to the exorbitant charges the
Bell has exacted in localities where
it has had no competition. It is not
to be wondered at that the Bell peo-
ple are anxious to accept independent
stocks in exchange for their plants
in towns where they are running be-
hind, because the Bell managers now
insist on doing business along rea-
sonable lines, instead of pursuing the
guerilla methods which have char-
acterized the Bell management for
the past dozen years. Inasmuch as
the Bell people are on the run and
the independents are in a position to
dictate terms, it is not at all unlikely
that some very good bargains will
be driven by the independents in the

course of the next two or three
months.

Where will the telephone users
come in on the elimination of the

weaker system? They can only profit
by the change. The independents
have demonstrated that they will deal
fairly with the people. They have
succeeded in doing business success-
fully at about half the rates the Bell
formerly charged and which they
would now be charging but for the

competition of the independents.
Furthermore, the rates of the inde-
pendents are fixed by franchise,

whereas the Bell has insisted on do-
ing business without securing fran-
chises. Before retiring from business
in any town the independents will
insist on the Bell company first se-
curing a franchise that will insure
reasonable rates for telephone users.
Furthermore, the Bell company will
meet with the iron hand of the
Michigan Railway Commission in the
event of its undertaking to raise rates
to a point that will work a hardship
to the people.

THE VENTILATION.

Which way does the wind blow
was so important to the old burghers
of early New York, according to
Washington Irving, that they even
employed servants to zealously set
the weather vanes every morning.
Yet we in modern times have grown
extremely careless, and seemingly
indifferent at times as to whether it
blows at all. We can not afford to
allow stagnation in the atmosphere
of our store room. It is as fatal to
commercial life as is the mosquito
breeding pool.

Note the pains which any educated
speaker takes to insure good ventila-
tion. He well knows that if he is
to preserve his own keen intellect it
is an essential. And if he observes
a lagging among his hearers, a rest-
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lessness, a disposition to be inatten-
tive, he at once orders the windows
opened and a few minutes of recess.
And then, after the breathed-over air
is renewed he commences again with
new energy and his hearers listen
with renewed interest. He feels that
he is no longer boring them, for
there has been a lenewal along both
sides.

The store room sometimes seems
to have lost all cognizance of the fact
that there is a wind. The front door
may be open, but this is small help
in the rear or even the middle of the
room. No wonder the clerks are in-
active when kept in such an atmos-
phere for half a day at a time. No
wonder the patron becomes listless,
indifferent to the really choice bar-
gains. If it is an ill wind that blows
nobody good it is a worse one which
ceases to blow. Keep the air stir-
ring if you would keep the goods
moving. Make every one comfortable
by giving them plenty of fresh breath-
ing material. You may not realize
that you have a “Black Hole," but
it certainly is one if an abundance of
fresh air is not at hand. Both phy-
sical and mental activity demand
good ventilation. A defective system
soon tells on the cleiks, and to a less
extent upon the patrons. Best service
and best appreciation of it come only
with sanitary surroundings.

WRAP THE BREAD.
A candidate for the Legislature an-

nounces as his platform that, if he
is elected, he will father a bill re-
quiring that bread supplied from
bakeries shall be wrapped in the

bakeries before it is sent out to the
trade and to customers.

It is horrifying to persons who
realize the situation to see bread
loaded into wagons at the bakeries as
if it were coal and cobble stones,
and handed out at places of destina-
tion by men whose hands are im-
pure from dirt and sweat from the
horses they drive and whose wagons
have on their floors or bottoms the
fragments of stable manure and
street dirt from their shoes as they
walk over it

Medical inspectors have discovered
on the unwrapped bread bacteria of
various kinds, and even the bacteria
coli, from human excrement. When
it is known that typhoid fever is
propagated by this special germ from
the discharges of typhoid fever pa-
tients, and that this most dangerous
disease can do its fatal work whether
its peculiar bacteria are conveyed
either dry or in water, the fact should
demand from the entire population
an urgent demand that their bread as
supplied by the bakers should come
to consumers as clean as possible.



BANKRUPTCY MATTERS.

Proceedings in Western District o{
Michigan.

July 24—In the matter of G. W.
Stevens & Son, bankrupt, of Green-
ville, the trustee, Mr. James Gracey,
of Greenville, reported an offer of
$5,000 for the stock and fixtures be-
longing to such estate, which are of
the appraised value of $7,436.05, and
the referee made an order directing
creditors to show cause, if any they
have, on August 9th, 1912, why such
offer or any further offer which might
in the meantime be received, should
not be accepted and the sale ordered
made and confirmed.

In the matter of Simon Dosie®
bankrupt, a merchant at Boyne City,
the first meeting of creditors was
held, and Mr. Gerrit J. Wissink, of
Grand Rapids, elected trustee by
creditors and his bond fixed at $20,-
000. The bankrupt was sworn and
examined, and the first meeting then
adjourned to August 6th, and the
bankrupt ordered to appear.

July 26—A voluntary petition was
filed Phillip Orwarvt, a teamster of
Grand Rapids, and he was adjudged
a bankrupt by Judge Sessions and the

matter referred to Referee Wicks.
The bankrupt’s schedules show the
following assets, practically all of
which are claimed as exempt:
Real estate, homestead ......... $1,200.00
Household goods ... 350.00
Horse, wagons and buggy .. 265.00
Paper baler ... 20.00
Due bankrupt on account .. 8.00
$1,843.00

The following creditors are listed:
Economy Loan Co., Grand Rap-

ids, (Secured by mortgage

on horse and wagon) .... $ 100.00
Tuttle Brothers, Grand Rapids,

(Secured by mortgage on

real estate) ... 950.00
Young & Chaffee, Grand Rap-

ids, (Secured by title con-

tract on household goods)  305.00

Unsecured creditors:
Christian G. Kuennan ... $ 223.00
J. P. Seymour Co........ 125.00
G. R. Showcase Co.. 75.00
The Weatherly Co.. 35.00
Arie Verhey .., 33.00
VanDriele & CO..covrvevecrnrncnne 13.00
Geo. Connor & Sons 6.00
Adrian DeWindt ..o 15.00
Harry M. Thompson ... 12.00
Heystek & Canfield Co. 33.00
Heinz Pickle Co.... 27.00
Hardware Supply Co. 18.00
Gerrit H. Behnke 3.00
H. M. Reynolds Roofing Co. 16.50
C. F. Adams CO...cccoevvvvvnnenns 5.00
The Siegel Company ... 13.00
Noble-Heft ..o 12.00
Kugel Brothers 35.70
King Brothers ... .. 130.00
Citizens Telephone Co........... 8.00
Michigan State Tele. Co___ 6.00
The Schantz Company ... 30.00
Alden & Judson ... 7.00
Wm. Brummelers Sons Co. 30.00
Kent State Bank ... 100.00
Allen & Dorthy ... 68.00
Austin Automobile Co.. 8.00
A. N. Albee ... 4.00
Foster-Stevens CoO....ccevvee 2.80
Thomas P. Bradfield............. 25.00

MICHIGAN TRADESMAN July 31, 1912
Joseph Vrena .o 800 Sheldon Axle Co., Wilkesbarre 700.00 Joseph Nichols (labor) 22.00
Max Drucker ..o 300 Standard Metal Mfg. Co., New- John McM'aster, (labor) 31,00
Giant Clothing Co. .. .ooereeeee. 3500 ArK oo e e — .o« 2500 Frank Y. South, (labor) 35.00
J. S. Crosby & Company.... 4300 Winegar Furniture Co........... 475 Jake Masterbrook, (labor) 43.00
H. E. Barkley ..o 30.28eystek & Canfield Co....... 17.84 Rodgers & Rodgers .....7.. 3900
A. Morrison & Co......... 40.00 Charles Dawson ............. 10.75 E'. Sterkenburg """"""""" v 45.50

William Brown ... 40.00
Peterson Coal Co... H. E. Barkley ... 13.60 Heystek & Canfield 8.50
Henry Zuiderhoak : Eugene Carpenter 1050 Kramer Brothers ... 51.15
Christensen Ice & Coal Co. 500 Allen & Dorthy ... 710 Baldwin Stove CO.vooooo. 9.00
Watson-Higgins Milling Co. 20.00 Robt. T. Brose ... 1000 H. H. Vanderveen ... 60.98
Wurzburgs Dry Goods Co...  10.75 Central Boiler & Supply Co. 334 Bowditch & Sahn ... 18.00
Evening Press Co........ 2.50 G. R. Belting CoO.coovveveveveiriricne 500Dr. R. J. Hutchinson 7.00
White Printing Co......... 3.00 Michigan Lithographic Co 2496 Dr. H. D. DeWar ... 11.00
Golden-Boter Transfer Co... 20.00 Herman K. Kreuger ......... 6.00J. H. McKee & Son ... 55.00
G. R. Gas Light Co. 14.45 G. R. Auto Supply Co...... 7.00 Cusick Brothers ... 240.00
John Cummings ... 50.00 Hupmobile Sales CoO.....cccooverunnne 6.10A. Hyde . 34.69
Perry J. Bruce 1Xpwald Motor Car & Supply M. L. Tate 800.00
O T 465H. B. VanderCook ... 80.00

$1,430.01. Baxter Laundry CoO....ccconn 4.00
The calling of the first meeting of Stonehouse Carting Co.......... 2.74 $1,643.82

creditors has been delayed until mon-

ey for the actual expenses is ad-
vanced by the bankrupt.
July 29—In the matter of Simon

Dosie, bankrupt, of Boyne City, a
written offer of composition at 25 per
cent, upon all ordinary claims was
made by the bankrupt, and an order
was made by the referee calling a
special meeting of creditors to be
held at the office of E. E. Gilbert,
Petoskey, Michigan, on August 6th,
to pass upon such offer of composi-
tion. Creditors are directed to file
their acceptances of such offer on or
before such date if they desire to
accept such offer.

The bankrupt’s scheduled liabilities
are as follows:
Preferred claim, taxes ....$
Secured claim, mortgage on

real estate 5,000.00
Ordinary unsecured claims 28,896.80

The assets, as appears from the in-
ventory and appraisal on file, are as
follows:

247.50

Real estate ...oevvvinvnienns $ 8,000.00
Cash on hand ..o 74.68
Accounts receivable ... 243.46

Boyne City Hotel Company
StOCK e 100.00

Due on merchandise held in
SEOTE i e 21.98
Stock of goods . 8,827.31
Store fixtures 593.50
$17,860.93

In the matter of the Van L Com-
mercial Car Company, bankrupt, of
Grand Rapids, the schedules of assets
and liabilities were filed by the bank-
rupt, and an order made by the ref-
eree calling the first meeting of cred-
itors to be held at his office on Sep-
tember 5th, for the purpose of elect-
ing a trustee, proving claims, exam-
ining the officers of the bankrupt
company, etc. The only assets shown
in the schedules is listed as follows:
“On or about February 27, 1912, the
bankrupt conveyed all its assets by
bill of sale (not dated) to H. J.
Hagen and H. A. Brink for the con-
sideration  (therein expressed) of
$112,153.75. No part of this sum was
paid by the said Hagen and Brink
an the only asset of the bankrupt
consists of this claim against Hagen
and Brink for $112,153.75.”

The following creditors are sched-
uled:

Ralph E. Nagus, Creola, Ala. $
Foster-Stevens & Co......coeueeee

12.25
101.00

Wm. C. Chinnick ....cccevnnrne.
Perkins & Company ..
A. Leitelt Machine Co

11.56

Central Auto CO.vvrr ceeeiiiiinens

G. R, G. H & M. Ry 7.00
Western Union Tele. Co. 5.16
M. Braudy & SONS ... 35.35
Bell Telephone Co 19.20
Dennison Mfg. Co., So. Farm-
ingham ... 3.80
Cincinnati Spark Plug Co.,
cincinnati = ..o, 17.00
C. F. Splitdorf Co.,, N. Y.... 65.00
Stromberg Motor Devices Co.,
Chicago .o 44.00
Missouri Lamp Co., St. Louis  20.00
Veeder Mfg. Co., Hartford 18.75
Thermoid Rubber Co., Trenton 15.38
Egry Register Co., Dayton.. 13.50
American Machinist? N. Y. 4.00
K- & M. -Lamp Co., Detroit 50.00
Geo. V. Candler Co., Detroit 36.00

Wm. J. Gillett, G. R. (judgm’t) 195.63

Shipman Coal Co 35.90
J. W. Landman ......... 2,600.00
Anthony M. Gelock ... 500.00
Wm. J. Landman 49.00
G. R. National City Bank.. 2,000.00

$6,866.99

July 30—A voluntary petition was
filed by Harvey C. Daniels, a con-
tractor of Grand Rapids, and he was
adjudged bankrupt by Judge Sessions
and the matter referred to Referee
Wicks. The only assets listed are
household goods and apparatus and
tools used in his business, valued at
$250.00, and which are all claimed as
exempt. The following creditors are
scheduled:

T. J. Kelly, (labor)

.............. $ 13.00

15.00 The calling of the first meeting of
88.27 creditors has been delayed until mon-

ey for the actual expenses of the ref-

30.91 eree’s office is advanced by the bank-

rupt.

Unique Parisian Toy.

A Parison novelty is a picture book
of animals, and each animal utters its
own characteristic cry. The pictures
represent the most familiar domestic
animals, and each animal speaks its
own language. To cause it to break
silence, nothing is neccessary but to
pull a little string at the edge of the
book. In the books are to be seen a
rooster, a cow, a lamb, little birds in
their nest, a donkey, a cuckoo, a goat.
On the last page are children who are
welcoming their parents. By pulling
the string at the right page the cry of
any particular creature is elicited. The
listener hears the donkey heehaw and
the rooster crow. The crowing is well
imitated. The string is pulled again
and the lamb bleats, the birds twitter,
the cuckoo sings, the cow moos, or
the children call out “papa™ and
“mamma.”  These interesting results
are obtained simply by the aid of
small bellows placed in a box hidden
in the book. When the string is pull-
ed the air enters the corresponding
bellows and is thence expelled by a
spring. The air makes its exit through
a special tube, appropriate for each
cry, and at the same time the bellows
meets with obstacles placed on a wire.

Outwardly the world sympathizes
with you, but inwardly it says: “Serv-
ed you right.”

Announcement

On Monday, August 12th, all staple prints
will advance to b}4 cents per yard.

From now until August 11th, orders will

be received at present price of

cents.

Mail your orders at once while assort-

ments are good.

Paul Steketee & Sons

W holesale Dry Goods

Grand Rapids, Mich.
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NEW YORK MARKET.

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

New York, July 29—Spot coffee has
its ups and downs and the market seems
to be in a state of uncertainty day by
day. Buyers seem to take little interest
and sales, as a rule, are of small quan-
tities.  Sellers appear to have consider-
able confidence that matters favor them
and are loath to make any concession.

The amount of Brazilian coffee in
store and afloat amounts to 2,345,899
bags, against 2,198,699 bags at the same
time last year. At the close Rio No. 7
is held at 14%c in an invoice way.
Mild coffees are practically without
change. Good Cucuta, 16I»c.

Sugar is dull and dragging. With-
drawals under previous contract have
been of small magnitude for some rea-
son. Some blame the cool weather and
others have still other reasons for the
market being less active than usual at
this time of year. At the close the
general price of granulated is 5.10c.

Rice is firm, but enquiries are not
numerous and the situation is rather
dull. The big crop of potatoes may les-
sen the demand for rice, as the light
crop last year doubtless caused some
increase. Choice domestic, 5%c.

Tea is firm and enquiries and orders
have shown some increase. Stocks are
not very large, although there seems to
be enough to go around. Buyers take
only enough for current requirements,
but there is a steady trade all the time.

The spice market has been quite brisk
as compared with former weeks and
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doubtless
Stocks are

the advancing season will
show steady improvement.
moderate. Prices are firm.
Not an item of interest can be picked
up in the molasses district. Orders are
for small lots, and prices show no
change whatever. Syrups are in light
supply, but" there appears enough to
meet the demand. Fancy stock, 25@28c.
Some tomatoes of the present pack
have been offered at 95c f. o. b. Balti-
more, for alleged “standard” threes. It
is said, however, that this price will not
buy first-class stock and $1 or even
more seems to be the going quotation.
Fancy peas are wanted and hard to
find. There are many contradictory re-
ports as to the pack, but the best posted
say the output is going to be most satis-
factory. String beans are firm and old
stock pretty much cleaned up. Other
goods show little if any change, but the
market for canned goods, as a whole,
seems to be in a satisfactory condition.
Butter is steady for top grades, with
less activity for other sorts, as the
supply is larger than can be taken care

of at once without storing. Creamery
specials, 27@27J"c; firsts, 26@26J"c;
imitation creamery, 23@24c; factory,
21@22@23c.

Cheese is firm with whole milk, N.
Y. State held at 15% @ 15y2c.

Eggs are steady for first quality, but
there is a big supply of stock that is
slightly off and such work out at about
19@20c. Top grades of Western, 23@
24c.

Talk is said to be cheap, but did
you ever take into consideration the
actual cost of a session of Congress?
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Life Sustained by Artificial Food.

The high cost of living may not be
affected very soon, but there is a great
scientific interset in the announcement
that Dr. Emil Abderhalden of the Uni-
versity of Halle has been able to sus-
tain life with purely synthetic or
artificial food. Of the three classes
of food substances now recognized,
the carbohydrates (sugars and starch-
es), and the fats simply supply heat
and energy. It is the protein or ni-
trogenous material (flesh, egg albu-
men, etc.) that is indispensable for
building up body tissue, and the fa-
mous syntheses of Emil Fischer stop-
ped just short of producing artificial
protein. Dr. Abderhalden seems to
have overcome the difficulty by find-
ing a way around it. In digestion the
protein is broken up into the amino
acids, which in the body are converted
into new forms of protein that feed
the tissues, and it was suggested that
the amino acids might serve as a
starting point in feeding. The syn-
thetic chemist had already made these
products. So young dogs were fed
with a mixture of amino acids to sup-
ply the constituents of protein glucose
in the place of sugars, glycerin and
fatty acids instead of the usual edible
fats—these substances being all arti-
ficially prepared—and the animals no*
only lived, but thrived and grew.

Only Three Cigars.

“Let me see? Didn’t your son, Jim,
run for the Legislature last year?” in-
quired the village merchant of an old
farmer, after the butter had been
weighed out and the eggs counted.

Keep Up Your Butter Color

Don’t lose sales because you are out of “Dandelion

Every butter

maker knows

”

“Yes, and he was elected, too,
the answer.

“And how did things go with him at
the Capitol?”

“Mighty poor.”

“Didn’t he catch on?”

“Somehow he didn’t and he’s a dis-
appointed man. He says he almost
wished he hadn’t run for the place.”

“What does he say was the matter?”
asked the merchant, as he began to
measure off the calico called for.

“Why, the only feller that come to
Jim and asked him to vote for the rail-
road bill up in the House talked for
three hours, and then only left three
nickel cigars behind him when he went
away. Jim figured on a clean $100 and
he was so disgusted that next day he
introduced a bill that no one should
fish for suckers in the waters of this
state while the Legislature was in ses-
sion I”

was

Love in Old Age.

Love is a golden thread woven in
every life.

Love is the promise of youth.

Love is the staff of middle age.

Love is the balm of old age.

Love means comradeship and serv-
ice.

Love
home.

Love means forgetting self in the
interest of family.

Love takes away the stings of life
and sweetens old age.

The lives of many famous men and
women prove that nothing is so
worth while as an old age enriched
by love. Laura Jean Libbey.
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THE GOLDEN SHADE

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

WELLS A RICHARDSON CO.,

- BURLINGTON, VERMON

Manufacturers of Dandelion Brand Butter Color
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Movements of Merchants.

Charlotte—A. W. Prindle will open
a shoe store here August 15.

Grand Ledge—Adolph Wattrick
has opened a bakery shop here.

Negaunee—Maurice Heiman suc-
ceeds Hugo Muck in the meat busi-
ness.

Coldwater—John Klosterman suc-
ceeds Eddington Bros, in the bakery
business.

lonia—J. L. Atkins has opened a
tea, coffee and spice store on west
Main street.

Pontiac—W. P. Webb has closed
out his stock of meats and will retire
from business.

bt. Clair—A. Weiners, recently of
Detroit, has opened a clothing, mens
furnishing and shoe store here.

Butternut—Fire desroyed the elev-
ator of the Butternut Grain and Bean
Co. July 23. Loss about $3,000.

Sparta—J. F. Pollen has sold his
stock of bazaar goods to Clarence
Moore, who has taken possession.

Charlotte—Frank Madison has pur-
chased the interest of his partner,
Dorr Moyer, in their paint and wall
paper stock.

Nashville—W. B. Cortright has
closed his branch general store at
Vermontville and consolated the stock
with his own.

Eaton Rapids—Owing to ill health,
B. H. Custer is closing out his stock
of general merchandise and will retire
from business.

Howell—Ray Satterla and Thomas
Scully have formed a copartnership
and will engage in the clothing busi-
ness here Sept. 1.

Devereaux—E. E. Stokes has sold
his grocery stock to F. C. Crittenden,
who will consolidate it with his stock
of hardware and implements.

Vassar—R. G. and L. S. Darby have
formed a copartnership under the
style of Dargy Bros, and will open a
general store here August 15.

Portland—E. L. Barr has sold his
meat market to William W. Cassel,
formerly of lonia, who will continue
the business at the same location.

Hancock—Andrew Bram has sold
his drug stock to Werner Nikander,
formerly of Ishpeming, who will con-
tinue the business at the same loca-
tion.

Escanaba—Young & Fillion Co,,
dealers in clothing and shoes, have
opened a branch store on Hartnett
avenue under the management of
Joseph Cich.

Coopersville—J. H. Heethuis & Son
succeed C. W. Streeter in the grocery
business. The statement that Evart
Heethuis is to be interested in the busi-
ness is a mistake.

Bloomingdale—The Peoples Bank
has merged its business into a state
bank under the style of the Peoples
State Bank of Bloomingdale, with
an authorized capita! stock of $20,000.

Scottville — James Freeman ana
Thomas Peterson have dissolved part-
nership, Mr. Peterson having pur-
chased Mr. Freeman’s interest in the
meat market they opened jointly last
fall.

Frederic—H. L. Abrahams, who
conducts a general store at Millers-
burg, has purchased the general stock
of the Charles F. Kelley estate and
will continue the business as a branch
store.

Holland—Peter A. Kleis,
conducted a grocery store
the past forty years, has
stock to his son, Henry, who
tinue the business under
name.

Hillsdale—The Pullen Apple &
Produce Co. has been organized with
an authorized capital stock of $5,000,
which has been subscribed, $3,200 be-
ing paid in in cash and $1,800 in
property.

Saginaw—Charles H. Duwe and Hen-
ry Honig have joined a copartnership
under the style of Charles H. Duwe &
Company, and engaged in the whole-
sale produce business on North Water
street near the Genesee bridge.

Boyne City—W. W. Bailey, druggist,
has merged his business into a stock
company under the style of the Bailey
Drug Co., with an authorized capital
stock of $15,000, of which $8,200 has
been subscribed, $1,000 being paid in
in cash and $7,200 in property.

Vicksburgt+The Vicksburg Retail
Merchants’ Association will hold its
third annual picnic and outing at In-
dian lake, August 1 and especially
invites the merchants and business
men of Climax, Scotts and Fulton to
grace the occasion with their presence.

Marquette—E. O. Stafford has pur-
chased the stock in the People’s Drug
store at the corner of Front and
W ashington streets and is now doing
business at that stand. Mr. Stafford
purchased the store from Shelly
Jones, S. R. Kaufman and George W.
Rule.

who has
here for
sold his
will con-
his own

Detroit—Grinnell
in all kinds of musical instruments
and musical merchandise, have
merged their business into a stock
company under the same style, with
an authorized capital stock of $2-
000,000 common and $1,750,000 pre-
ferred, of which $2,640,000 has been
subscribed, $216,508.34 being paid in
in cash and $2,423,491.66 in property.

Port Huron—All arrangements have
been completed for the annual Thumb

Brothers, dealers
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junket of the Port Huron Business
Men’s Association, which will take place
August 13 and 14, and indications point
to the most successful trip of this kind
yet held by the local organization. The
junketers will depart from here on the
Grand Trunk and will spend Monday
at Marlette, Cass City, and neighboring
towns throughout the Thumb district.
The following day will be spent at La-
peer and in that neighborhood.

Manufacturing Matters.

Detroit—The Durable Top Special-
ties Co. has changed its name to the
Durable Company.

Birch—The Northern Lumber Co.
has been succeeded by the Lake Inde-
pendence Lumber Co.

Detroit—The Wolverine Motor Sup-
plies Co. has increased its capital
stock from $25,000 to $50,000.

Fremont—The United Tanners
Timber Co. has increased its capital
stock from $130,250 to $143,275.

Detroit—The Hercules Motor Truck
Co. has engaged in business with an
authorized capital stock of $50,000, all
of which has been subscribed and
$5,000 paid in in cash.

Battle Creek—The Roasting Ma-
chine Co. has engaged in business
with an authorized capital stock of
$50,000, of which $30,000 has been
subscribed and paid in in property.

Hancock—The Hancock Lumber
Co. has merged its business into a
stock company under the same style
with an authorized capital stock of
$100,000, of which $50,000 has been

subscribed, $2,000 being paid in in
cash and $48,000 in property.
Pellston—The  Pellston  Planing

Mill Co. has merged its business into
a stock company under the style of
the Pellston Planing Mill & Lumber
Co., with an authorized capital stock
of $20,000, which has been subscribed,
$300 being paid in in cash and $19,700
in property.

Detroit—Lou J. Eppinger, furrier,
has merged his business into a stock
company under the style of The Lou
J. Eppinger Co., to manufacture and
deal in furs, sporting goods, automo-
biles and accessories, clothing, boots
and shoes and musical goods, with an
authorized capital stock of $25,000, of
which $20,000 has been subscribed,
$300 being paid in in cash and $19,700
in property.

Ontonagon—D. J. Norton, whose
mill was destroyed by fire a short
time ago, is looking about for a mill
to cut 2,000,000 feet of pine that he
had ready for his mill at the time of
the fire. He is negotiating with
Hebard & Sons of Pequaming and the
mill firm of Baraga in regard to his
cut. He has decided to erect a small
shingle mill at Ontontfgon to cut
7,000,000 shingles.

Untonagon—Creditors of the Onto-
nagon Lumber Co. have received a
second dividend, 15 per cent., from
the Michigan Trust Co, of Grand
Rapids, the receiver of fhe company.
One dividend of 50 per cent, was paid
some time ago. There are other
outstanding assets of the company,
consisting of lumber unsold and ac-
counts and bills receivable, which will
enable the receiver to pay a final divi-
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dend when they are converted into
cash, which will require some time.

Saginaw—The Booth & Boyd Lum-
ber Co., is making extensive enlarge-
ments to its plant, necessitated by
steadily increasing trade. These im-
provements include a repository ware-
house with a stock capacity of l,000
doors, the installation of a large
amount of planing mill machinery of
the most modern construction, a dry
kiln having a 200,000 feet capacity,
boiler house, water tank of 20,000 gal-
lon capacity of steel on a cement
foundation and a complete sprinkler
system for fire protection.

Enders & Moore Offer To Settle.

Kalamazoo, July 30—The first ad-
journed meeting of the creditors in
the case of Enders & Moore invol-
untary bankrupts of St. Joseph, was
held Monday at the office of H. C
Briggs, referee in bankrupcy. The
liabilities of the firm are listed at
about $60,000 and the assets in the
neighborhood of $20,000. Joseph E.
Enders was examined by the credit-
ors, and a number of proofs of claims
were filed. An offer of compositon
by the bankrupts to pay 31 per cent,
on the debts was submitted. The
meeting adjourned until August 10,
without an order being issued by
Referee Briggs, the points being
taken under consideration.

A meeting of the creditors of the
Kalamazoo Sample Furniture Co.
was held for settlement of receiver’s
account for hearing on claims of as-
signee of bankrupts and on claim of
attorney for bankrupts for services.
Also a petition of trustees for
authority to compromise claims made
by the estate against Henry Brusse
and Percy Ray of Holland. Also for
declaration of dividends. The ques-
tions were held for consideration, or-
ders hereafter to be made.

A final meeting of the creditors
of Milo E. Strickland was held for
settlement of trustee's final account.
No order was issued. A final meet-
ing of the creditors of Milo B. Seller,
of Benton Harbor, was also held. No
order was issued.

Buffalo is the first city in the coun-
try to recognize officially vaccination
against typhoid ever. Although this
is something of a departure, the effi-
cacy of anti-typhoid vaccination
seems to be fairly well established.
It has been thoroughly tested in the
army, and the health of the troops
during their mobilization along the
Mexican frontier is a pursuasive tes-
timonial of what can be accomplished
in this manner. The action of Buffa-
los health department indicates that
the movement is already sufficiently
well grounded as to claim the respect-
ful consideration of medical men, and
is, at the same time, a tribute to

Buffalo’s activity in guarding the
health of its people.
No man ever learned it all. No

man ever knew too much about his
business. There is always plenty more
yet to be learned. Study.

When a woman gets a new hat that
is really becoming to her, she wonders
if her heavenly halo will look any-
thing like it.



July 31, 1912

I f f

MICHIGAN

%, |

MO CERY adPRODUCE MARKET|

The Produce Market.

Apples—Duchess command
$1.25 per bu.

Apricots-r-California, $1.15 per box.

Bananas—$3.75 per 100 Ibs.

Beets—20c per doz. bunches.

Butter—Receipts are about of aver-
age size for the last of July, but the
demand has been of sufficient size to
keep the markets well cleaned up. The
proportion of firsts and seconds among
late arrivals is heavier than a short
time ago. Extras are now held at 2614c
in tubs and 27°2@28J"c in prints. Local
dealers pay 20c for No. 1 dairy grades
and 17c for packing stock.

Cabbage—$1.25 per crate for new
stock for home grown.

Carrots—20c per doz. bunches.

Cherries—$1.75 per 16 qt. crate for
sweet; $1.60 per crate for sour.

Cucumbers—35c per doz. for
house.

Eggs—The quality of July eggs was
never better and the amount of eggs in
storage is about of usual size. The con-
sumptive demand is very good and the
market is healthy on the present basis.
No radical change in prices or status
is looked for in the near future. Local
dealers are paying 17c loss off.

Gooseberries—$1.50 per 16 gt. crate.

Green Onions—12c per doz. for
Evergreen and 15c for Silver Skins.

Green Peppers—50c per small bas-
ket.

Honey—18c per Ib. for white clov-
er and 17c for dark.

Lemons—California and Messina
have declined to $5.50 per box.

about

hot

Lettuce—ijLeaf, 65c per bu.; head,
75¢c per bu.
Musk Melons — Arizona Rocky-

fords command $3 per crate for 45s
and $2.75 for 54s. Georgia stock is
sold at $2 per crate for all sizes.

Onions—Yellow Texas Bermudas
command $1 per crate. Spanish are
in fair demand at $1.75 per crate.

Oranges—$4.25@4.50 for Valencias.

Peaches—Elbertas from Arkansas,
Oklahoma and Texas are sold at $1.50
@1.75 per bu. Six basket crates
command $1.50.

Peas—$1.50 per bu. for Telephones.

Pieplant—85c per 40 Ib. box for
home grown.

Plums—California, $1-50@1.65 per
box.

Potatoes—Home grown are now in
control of this market on the basis
of $1.25 per bu. South has about
ceased to arrive.

Poultry—Local dealers pay 16c for
broilers; 10c for fowls; 5c for old
roosters; 7c for geese; 8c for ducks;
10c for turkeys. These prices are for
live-weight. Dressed are 2c higher.

Raspberries—$2.25 for black and

$2.40 for red—16 qt. cases.
Spinach—75c per bu.
Tomatoes—Four basket crates, 85c;

8 Ib. basket of home grown hot
house, 85c.

Veal—5@Illc, according to the
quality.

W atermelons—Georgia stock is in
strong demand at $2,50 per bbl. of 10.

Wax Beans—$1 per bu. for home
grown.

Whortleberries—$1.50 per crate of
16 qts.

The Grocery Market.

Sugar—Raws are fairly well main-
tained. They receded somewhat from
the highest point but hardened again
later. Refined is unchanged and in
good demand. New beet sugar is being
offered, and reports from all beet grow-
ing sections state that present crop con-
ditions are most favorable for a large
yield. This being the case and the fact
that the yield of cane in Cuba was un-
usually large, would seem to indicate
little chance for prices to advance.

Tea—The demand continues to be
steady, but not heavy. Prices at the
primary markets are holding firm. New
Japans are coming in freely and the
quality is good, although the leaf is
rather bolder than usual. Formosas re-
main firm at the advance for superior
grades of 1J4@2c. Indias at the June
public sales were red and stalky and un-
attractive in character. All good qual-
ity teas were sold at full figures. The
supply of Ceylons is limited on account
of the strikes, with a further decline in
quality. Prices are firm. Chinas and
Congous show inferior quality and
higher prices.

Coffee—Low and medium grades
both of Rio and Santos can be
bought from yAc to |*c off. Better
grades of Brazils are about unchang-
ed. Java and Mocha quiet at ruling
prices. There seems to quite a feel-
ing among the roasters that if there is
a change in quotations it will be a
decline, but there is nothing definite
on which to base this information.

Canned Fruit—Apples are dull and
unchanged. The prospects for a large
pack in all lines of California canned
fruits was never better than at present.
Prices remain the same as at the open-
ing on futures, but packers are said to
have found it necessary to make con-
cessions in some cases in order to se-
cure contracts.

Canned vegetables—New pack toma-
toes will begin moving about the first
week in August, but as the first ship-
ments are rushed to get them on the
market the fruit is usually a little green
and not very desirable. Corn is only
meeting with fair success from the
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trade. Prices are low and nothing to
indicate that there will be a change in
quotations. Peas have been attracting
considerable attention during the past
two weeks and it would seem that there
is sure to be a shortage in early June
varieties. The canning on this grade is
practically ended and from all reports
obtainable there was not more than one-
half the usual pack in many sections.
Dried Fruits—New apricots made
their first appearance a few days ago
and are selling much lower than usual
for the opening of the season. Eva-
porated apples have declined until at
present prices should be low enough
to please almost every one, but the
greatest trouble is in getting goods
of a good quality. Reports from the
coast state that growers and packers
are using every means to advance
prices on the new pack dried fruits,
in order to induce jobbers to buy,
but with the large carry-over and the
assured fact that the present pack
will be a large one no one seems
anxious to take a large quantity.
Fish—Cod, hake and haddock are
dull and unchanged. Red Alaska Sal-
mon is a trifle lower and the demand
for all grades of salmon is very fair.
Domestic and imported sardines are

unchanged and fairly active. The
mackerel market has shown some
weakness during the week. Both
Norways and Irish show prices rather
in favor of buyer than seller. The
demand is moderate.

Cheese—The comparatively high

prices have curtailed the consumption
to some extent, but the market is firm
and cheese not consumed is readily
bought for storage. No important
change change is likely soon.

Rice—The new crop of Southern rice
will be large, and were it not for the
late planting, its effect might be felt on
the market. There has been a very
good demand for both head and Japan
sorts during the week and quotations
are unchanged.

Provisions—Smoked meats are with-
out change. Both pure and compound
lard are in fair consumptive demand
at unchanged prices. Barrel pork, dried
beef and canned meats show increased
demand at unchanged prices.

The Ajax Sales Co. has been orga-
nized to manufacture and deal in me-
chanical riveters, tools and builders
mechanical supplies, with an autho-
rized capital stock of $30,000, which
has been subscribed, $20 being paid
in in cash and $29,980 in property,
ihe stockholders and the number of
shares held by each are as follows:
Harry B. Wales, 2998 shares; Jennie
Meyering, 1 share and John D. Gard-
ner, 1 share, all of this city.

The Clipper Belt Lacing Co., which
has recently completed a new brick
building on North Front street, has
the lowest insurance rate of any man-
ufacturing institution in the city.
Every precaution possible to prevent
fire has been introduced and, as a
result, the company has been accorded
a rate of 35 cents per $100 insurance
for five years or 7 cents per $100 per
year.

5

Aroused Over the New
License Schedule,

Finding that the new license schedule
adopted by the Common Council of
Grand Rapids, providing for the pay-
ment of $35 a year by non-resident mer-
chants for the privilege of selling but-
ter and eggs at wholesale in the city of
Grand Rapids, is cutting into their job-
bing trade very materially, the whole-
sale dealers at this market have had a
petition prepared by the Association of
Commerce and it is rapidly being signed
by members of both the wholesale and
retail trade who feel that the discrimi-
nation is an unjust one and that the
license fee ought to be reduced to $1
per year. The wording of the petition
is as follows:

Whereas—There now exists an ordi-
nance of the Common Council of the
city of Grand Rapids requiring a pay-
ment of a license fee by general mer-
chants non-resident of the city selling
butter, eggs and meat at wholesale in
the city of Grand Rapids; and

Whereas—The aforesaid merchants
are acting largely as the agents of pro-
ducers of these food products living in
the vicinity of the city of Grand Rapids,
and conduct such business as an accom-
modation and at a very small profit;
and

Whereas—After the sale of such pro-
duce to the groceries and other stores
in the city of Grand Rapids, these mer-
chants, in turn, buy of the grocers and
general merchandise wholesalers in the
city, thus stimulating our wholesale
trade; and

Whereas—The aforesaid merchants,
believing the license fee to be exorbi-
tant, have threatened to sell, and are
selling, such produce as they collect
from the farmers and producers, in
other markets than the city of Grand
Rapids, and in turn are buying general
merchandise of the wholesalers where
the produce is sold; and

Whereas—It appears to your peti-
tioners to be against public policy to in
any way restrict free and easy access
of food stuffs into the city of Grand
Rapids, or to hinder the ready sale of
merchandise at wholesale by the mer-
chants of Grand Rapids;

Therefore—Your petitioners respect-
fully pray that the license fee for the
conduct of such a business be reduced
to one dollar, and that the same hi
charged for registration purposes only,
in compliance with rules of the Health
Board to facilitate inspection and main-
tain sanitary conditions in the city.

Jobbers

Wm. R. Holden, Manager Grand
Rapids Dry Goods Co., leaves Thurs-
day for Beulah, where he will spend a
couple of weeks resorting on Crystal
Lake. He will be accompanied by
his wife.

Mendelson & Caplon have engaged
in the grocery business at Shepherd.
The Worden Grocer Co. furnished
the stock.

Wi illiam Judson goes to Petoskey,
Friday, to spend Sunday with David
S. Haugh.

If you are tempted to take a day

off—remember you can not put it
back.
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Service Rendered Custom-
ers by Some Banks.

One of the little services which the
city banks render their customers, or
rather such of them as ask it, is to
pay their gas, electric lighting and
ice bills for them in time to save the
discount. These bills are rendered
monthly and the discount is large
enough to make prompt payment
worth while. The company rendering
the service makes out duplicate bills,
one to be sent to the patron and the
other to the bank and the bank pays
before the time limit expires and
charges the amount against the pa-
tron’s account as though it were a
check. Not many of the bank pa-
trons avail themselves of this service.
There is no money in it for the banks
and they have not widely advertised
their willingness to do this, but they
all do it to a more or less extent.
For the busy man and the man who
is often out of town the service is
a real accommodation, as it saves him
the trouble of keeping his eye on the
calendar.

Personal

A committee of the Illinois State
Bankers’ Association has submitted a
report urging that private banks be
placed under that same supervision
as given the state and National
banks, that they be required to make
the same report as other banks and
that they comply with certain re-
quirements as to investments and
cash reserve. The report, with the
endorsement of the State Associa-
tion, will probably go to the next
Illinois legislature and the effort will
be made to secure its enactment.
State supervision and reports as to
condition have often been advocated
for the private banks in Michigan,
but thus far the private banking in-
terests have always been able to head
off legislative action. It may be said
in behalf of private banking in Mich-
igan, that conditions are not the
same as in llinnois, except perhaps
that part of Illinois that is outside
of Chicago. In the small town where
everybody knows everybody else and
all about everybody else’s business
the private bank is not a menace or
a peril. In the small town the per-
sonal equation, the character and rep-
utation of the banker, are far more
important than the amount of capital
back of the enterprise. In a city of
the Chicago size, however, this per-
sonal equation does not exist, except,
perhaps, in a ve.y limited degree
and personal knowledge as to who is
running the bank and how it is run
is out of the question. All the bank-
er needs in a big city is a bold front,
a nice office and a smooth way of
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talking. Given these conditions, he
can find depositors, whether there is
responsibility back of him or not. In
a big city, also, it is not difficult for
a foreigner to set up as a banker for
his countrymen and to gain a consid-
erable amount of deposits and, if he
fails, the depositor loses. State sup-
ervision would put a stop to the
crooked private banks in the big
cities, but in the smaller towns, if
conditions in rural [Illinois are the
same as in Michigan, it would not to
any great extent improve conditions.
Private banks in Michigan have fail-
ed, but their record as a whole will
compare favorably with that of the
state and National banks. The private

bank, in many respects, can better
serve a community than the incor-
porated institution, for the reason

that it can loan money on securities
which the incorporated bank can not
touch. The private banker can lend
money on chattel mortgages, can buy
and sell contracts and do several
other things entirely legitimate as
business transactions, but which the
constituted authorities of the state
would frown upon.

The bank clearings of the Grand
Rapids banks have been showing a
handsome gain over the correspond-
ing weeks and months last year, and
from present indications the total for
the year will be around $160,000,000
or between 15 and 20 per cent, great-
er than last year. Much of the gain
is due to the city’s business growth,
but some of it will come from the
big transactions that will go on the
records as a part of the city’s finan-
cial history. The United Light and
Railways and the American Public
Utilities deals were both essentially
Grand Rapids enterprises and both
ran into the millions. The recent
purchase of the Phoenix Furniture
Co. was on a cash basis and involved
a half million and this business went
through the banks. Several big lum-
ber deals involving from half to over
a million have gone through the
banks in the last six months and
others are under negotiation. These
big deals, so far as the banks are
concerned, usually go through quiet-
ly, but in one way or another they
help to swell the bank clearings.

The Commonwealth Power Light
and Railway Co. has added Fred M.
Caldwell, city and news editor of the
Kalamazoo Telegraph-Press, to its
staff as superintendent of its indus-
trial department, a new office just
created. His duties will be to pro-
mote the use of electricity in the in-
dustries of the State, and these in-
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GRAND RAPIDS
NATIONAL ATY BANK

Resources $8,500,000

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

Merchants, Treasurers, Trustees,
Administrators and Individuals
who desire the best returns in in-

terest consistent with safety, avail-
ability and strict confidence.

CORRESPONDENCE PROMPTLY REPLIED TO

Fourth National Bank

Savings j United Commercial
Deposits JL States’ Deposits
msL Depositary
Per Cent Per Cent
Interest Paid Interest Paid
on on
Savings Certificates of
: 1B N
Deposits IS5; Bill§m Deposit
Left
Compounded One Year
Semi-Annually ggHIJf
. Surplus
Capital and Undivided
Stock Profits
ss0000  BBI $250,000

28% Every Six Months

Is what we pay at our office on the Bonds we sell.

$100.00 Bonds—5% a Year

THE MICHIGAN TRUST CO.

We Offer and Recommend

The Preferred Stock of Consumers Power Co.
Largest Underlying Company of
Commonwealth Power Ry. Lt. Co.
Netting about 6&%0and TAX EXEMPT

A. E. Kusterer & Co. 73Mir.Tr ¢
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dustries include all sorts of activities
from housekeeping to the factory.
The greatest field for the industrial
use of electricity, perhaps, is in the
small towns to which the service has
been extended. With the power of
the distant river at its command the
small town can have its factory as
well as the city, for this solves the
fuel and power problem. With the
Commonwealth service rapidly ex-
tending to reach every town in the
State, there is no reason why Michi-
gan should not become a great man-
ufacturing state and the development
under proper encouragement will be
as much in the small towns as in the
cities.

The OIld National, in its current ad-
vertising, is making use of the fact
that the furniture sale was a success
and that this promises good times in
Grand Rapids the coming six months.
The obvious moral is that now is the
time to start an account.

The profits of J. P. Morgan & Co.
for underwriting the securities of the
United States Steel Corporation are
said to have been $62,500,000. This
looks like a tremendously oig fee, and
it certainly is a lot of money, but it
might be suggested that U. S. Steel
is a big proposition. The corpora-
tion has a total capitalization of
something like $1,400,000,000 and the
fee said to have been received by
Morgan & Co. is less than 5 per cent,
of this total. The preferred stock
and bonds of the company aggregate
about $900,000,000, and this alleged
fee is only about 7 per cent, of this
total. On a percentage basis the fee
is in reality very modest. How many
bankers or banking houses, not alone
in this country but in the world,
would undertake to market nearly a
billion of securities on so narrow a
margin? As a matter of fact, it is
likely Morgan & Co. received only a
portion of this fee. The under-
writing of the securities was widely
distributed among bankers and cap-
italists in this country and abroad and
very naturally they participated in
the profits. Something like a quarter
of a million of it was placed in Grand
Rapids and those who were let in
made a nice thing out of it. The
purpose of this is not to defend or
uphold J. P. Morgan & Co., but
merely to point out how a seemingly
big fee becomes small when com-
pared with the principle.

If any body thinks that J. P. Mor-
gan & Co. took an inordinate profit
on the marketing of the steel securi-
ties, he might look into some of the
public utility corporation deals that
have been put over in recent years.
When a property is “re-organized”
it is usually bonded to the amount of
the purchase price, plus the amount
it is proposed to expend for improve-
ments and extensions, and common
stock is issued to approximately the
same amount. Those who subscribe
for the bonds—'that is the under-
writers—usually receive 35 to 40 per
cent, common stock bonus with the
bonds they take. If the deal pans
out well the market value of the
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bond, plus the market value of the
common stock bonus, shows a profit
of from 8 to 15 per cent, and some-
times more. When the American
Light and Traction Co. marketed its
original issue of stock the common
stock bonus was 50 per cent, of the
prefered stock subscriptions. That is,
the purchaser of $1,000 preferred
stock at par received $500 common
stock bonus. The preferred stock
to-day is at a premium and the mar-
ket value of the $500 common stock
is about $2,000. This, however, turn-
ed out exceptionally well and can
hardly be considered as a fair ex-
ample. After distributing the stock
bonus to the subscribers for the
bonds the promoter of the enterprise
retains the remaining 60 to 65 per
cent, common stock as his profit and
this percentage gives him the control
and management of the property
which the buyers of the bonds have
paid for. On a percentage basis the
$62,500,000 received by J. P. Morgan
& Co. was mere spending money com-
pared with what the promoters and
underwriters of utility corporations
receive.

Quotations on Local Stocks and Bondé.
y Bid, A .

Am. Gas& Etec. Co., Com. I9 85

Am. Gas& Elec. Co., Pfd. 46 41%

Am. Light & Trac. Co.,, Com. 403 408

Am. Light & Trac. Co.,, Pfd. 109% 110
Am

. Public Utilities, Com. Y 56
Am. Public Utilities, Pfd. 80 82
Can. Puget Sound Lbr. 2% 3
Cities Service Co., Com. 114 117
Cities Service Co., Pfd. 89 91
+Citizens Telephone b 96

Comw’th Pr. Ry. & Lt., Com. 62% §39
Comw’th Pr. Ry. & Lt. Pfd. 91
Dennis Salt & "Lbr. Co. £
Elec. Bond Deposit Pfd. 83 85
Fourth National Bank
Furniture City Brewing Co. 60
Globe Knitting Works,” Com.
Globe Knltt[ng Works, Pfd. 100 101
ing Co.

G. R. Brew 200
8. R. Nat’l City Bank 175 178
. R. Savings Bank 185
Holland-St. Louis Sugar Com. 10% 10%
Kent State Bank 260

Macey Co., Com. 20
Lincoln Gas & Elec. Co 42 45
Macey Company, P b g7
Michigan Sugar_Co., Com. 920 92
Michigan Stafe Tele. Oo., Pfd. 100 1919
National Grocer Co., Pfd. 86% 87%
Ozark Power & Water, Com. & 18
Pacific Gas & Elec. Co., Com. 67%
Pacific Gas & Elec. Co., Pfd. 91% 9204
Peoples Savings Bank 250
Tennessee Ry. Lt. & Pr., Com. 24% 25%
Tennessee Ry. Lt. & Pr., Pfd. 78% 79%

Lnited Light & Railwai/, Com. 69 70

United Lt. & Railway 1st Pfd.

UnltBed (Ij_t. & Railway 2nd Pfd. 75 80
onds.

Chattanooga Gas Co. 1927 7
Denver Ggs & Elec. Co. 1849 gg% 86%
Flint Gas Co. 1924 96 9%
G. R. Edison Co. 1916 97 99
G. R. Gas Light Co. 1915 100% 100%

1916 100 101

Kalamazoo Gas Co.
Saginaw City Gas Co. %8%8 9 1055)9
+Ex-dividend.
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Stick to It.

Every fellow gets tired of his job
at times. On those occasions it is
the second-rater that quits, while the
hundred-point man simply digs in and
looks for something new right in his
work.

That mail order house which wrote
to the station agent that it wanted
his “silent co-operation”—tipping off
inside information thlat could be
turned into business for the mail or-
der house—is using a method which
has been in full force and effect since
the mail order house first began busi-
ness on an extensive scale. It shows
what the home merchant has to con-
tend with and why he must be con-
stantly on guard.

If at first you don’t succeed; hire
somebody who can.

TRADESMAN

Taking a Vacation.

Vacation has been more or less the
subject of venomous criticism all
through the years, the criticism in-
creasing as the habit has grown. Far
from being an indication of careless-
ness and idleness, it is eloquent of
harder and more effcient work than
the world has ever known. The man
who works while he works and then
takes time to be under the blue sky,
the shady trees, boating, golfiing,
whatever most appeals to him, does
far better work than the man who is
found always by his post and who
with a sort of self-satisfaction says,
“l have not had a vacation for thirty
years.”

Farmers are, as a rule, the most
severe in their criticism of the man
who takes a vacation, never thinking
that while their work is monotonous
and to a degree always in evidence,
nature compels them to rest to some
extent during the weeks in winter
when there is comparatively little to
do, and some days every month when
the rain, mud and storm give rest
from toil. The man who digs cannot
work when the ground is frost laden,
and thinks it quite right, but there
seems to be a sort of feeling that the
man in commercial lines does not
need a vacation. These men, perhaps,
need it most of all to let down the ner-
vous tension, to regain self-poise, so
that when they return to work it
may be with greater efficiency than
ever before. Not to have a vacation
augurs ill for the future, for the old
saying, “All work and no play makes
Jack a dull boy,” is true to-day, even
more than in the long ago., for the
stress and the strain of to-day is some-
thing of which our forbears never
dreamed. Macey Monthly.

We are only too willing to claim
relationship with people who have
money.

It isn’t so difficult to see the sil-
ver lining to other people’s clouds.

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

rtjRAND ~APIPsg » G ig ANKI

Only bank on North side of Monroe street.
Ose
Tradesman Coupons

SURPLUS FUNDS

Individuals, firms and corporations having a large reserve, a
surplus temporarily idle or funds awaltm%mvestment, in choos-
It

ing a depository must consider first of a

e safety of this money.

No bank could be safer than The OIld National Bank of

Grand Rapids,

Mich., 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 this bank form an ex-

ceedingly convenient and satisfactory method of investin
They are readily negotiable, being transferable

surplus.

your
y in-

dorsement and earn interest at the rate of 3%% if left a year.

THE OLD NATIONAL BANK

GRAND RAPIDS, MICH.

New No. 177 Monroe Ave.

Old No. 1 Canal St.

Place your Buy and Se” orders with

az 12 C. H. Corrigan & Company »» M2D
INVESTMENT SECURITIES

341-343 Michigan Trust BuUding

Grand Rapids, Mich.

They will be handled promptly and properly and only a
commission charged you.
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MODERN POLICY IS SANE.

A great change has taken place in
recent years in regard to competi-
tion in the public utilities. The old
theory was that competition was
good, that if a utility corporation
charged too much or gave poor serv-
ice or failed to popularize itself with
consumers, the remedy was in the
establishment of a competing com-
pany. If a company seemed to be en-
joying too much prosperity was al-
so deemed a sufficinet reason for cre-
ating competition, and public officials
and public sentiment applauded the
appearance in the field of a new can-
didate for the public patronage as a
sure method of obtaining cheaper
service.

The modern policy is to give the
utility corporation a monopoly in its
field and make it subject to the su-
pervision and jurisdiction of State au-
thorities alike as to service to be ren-
dered and rates to be charged. The
modern policy looks upon competi-
tion as unwise and wasteful and as
something to be avoided. This mod-
ern policy is not a mere theory, but
it is based on the practical experi-
ence of many cities in their dealings
with the utility corporations. This ex-
perience has taught that competition
may exist for a time, but that it is
only a matter of a few months or
years when the parties with money
invested in the rival concerns will see
the folly of fighting and get together,
with the result that one or the other
of the rival plants will be junked and
the public will have to pay interest
on the entire investment. Take the
utility corporations, as an example.
Twice has competition on the street
car service been eliminated by con-
solidation and the people are paying
interest or dividends on at least a
million dollars more capitalization
than would have been necessary had
there been but a single company dur-
ing all these years and had this com-
pany been compelled to meet its ob-
ligations to the public. We have had
competition in the manufacture of
gas, and it cost about a quarter of a
million to get it out of the way. The
original electric lighting company in
this city was the Powers, and the
Edison was established as a competi-
tor; the two companies eventually
merged and the city to-day is pay-
ing interest on what both companies
invested. The only really successful
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competition in this city has been in
the telephone; the Citizens to-day
has about $3,600,000 invested and it is
likely the old company has about half
as much. A merger of the two com-
panies is now under consideration
and, if it is brought about, some
means will be found to make the peo-
ple pay the entire bill. Competition
in the public utilities always ends
this way. That is this city’s experi-
ence and the experience of every oth-
er city where competition has been
tried.

In this modern day when a cor-
poration fails to live up to its obli-
gations the appeal is not to competi-
tion, but to the State Railway Com-
mission, which has' jurisdiction over
such utilities, and the Commission
prescribes the remedy. This is more
effective than the old method and it
is quicker and in the long run it is a
lot cheaper. It protects the public in-
terest and, what should be just as im-
portant, it protects the corporation
against unjust and unreasonable de-
mands and against designing politi-
cians. If the corporations are not
playing fair the Commission has au-
thority to call them to time; if it is
doing what is right it is protected in
its position, instead of being made the
subject of vicious attack. In those
states which have wise Commissions,
as in Michigan, the principle is recog-
nized that the best service can not be
given by a corporation which is bank-
rupt or on the verge of it, and the
policy is to prescribe rates that shall
yield a reasonable return on the cap-
ital actually invested. As an illus-
tration of the new policy, the Ohio
Commission has just refused to sanc-
tion the organization of a new tele-
phone company in one of the coun-
ties of the State for the reason that
the rates charged by the old company,
although complained against by its
patrons, were reasonable, that the
new company could not prosper at
the rates it proposed to give and that
competition would merely result in
loss for somebody. The Michigan
Commission, which has jurisdiction
over new telephone companies in this
State, has never gone quite so far as
the Ohio Commission, but it is known
that in several instances the organi-
zation of new telephone companies
has been discouraged by showing to
the promoters that the estimates upon
which they base their plans have
been wrong, b.ut their venture would
not be successful and that the charg-
es of the company already in the field
are reasonable. In California the pub-
lic is to discourage competition in
water power development; if the com-
pany already in the field is giving
good service and the rates charged
are reasonable it is protected in its
monopoly instead of being subjected
to attacks that may be little more than
mildly disguised hold-ups; if the ex-
isting company is not fulfilling its ob-
ligations as it should or if its rates
are too high, then the Commission
gives orders that bring relief. In
other states the policy is the same—
to protect the existing corporations
against raids and at the same time to
make them render the service they
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should and to receive reasonable com-
pensation for the same.
The modern policy is sane and it

should be extended to all the utili-
ties, including street railroads, in-
terurbans and steam roads. Compe-

tition is not a good thing in the
m ilities. It means merely a duplica-
tion of plant, a multiplication of in-
vestment, a waste of time and effort
and money. All that competition can
hope to accomplish can be gained
through the authority of state com-
missions made up of men who will
‘not be influenced by the petty quar-
rels of the towns in which the utili-
ties are located. Such commissions
can protect the people in the service
they receive and the capitalists who
have put their money into the exist-
ing enterprise, and they can save from
loss thvse who might put their mon-
ey into forlorn hopes. The commis-
sion system should be extended to
every state and as experience shows
‘be need, the authority of such com-
missions over new franchises, capital-
ization, rates to be charged and simi-
lar questions should be enlarged.

A CHINESE WALL.

The wholesale dealers of Grand Rap-
ids spent several thousand dollars in
entertaining their friends of the retail
trade on the occasion of Merchants
Week. Within two months the Com-
mon Council of Grand Rapids enacted
a measure, providing for a prohibitory
license fee for country merchants who
find it convenient to bring their produce
to market by wagon instead of shipping
it in by rail. There are about one hun-
dred country merchants doing business
in towns not located on a railroad who
make a practice of coming into the city
once or twice a week with butter and
eggs which they have purchased from
their customers. These goods are sold
to retail merchants in Grand Rapids
and the proceeds are invested in dry
goods, shoes, hardware and groceries
which are carried home by wagon
instead of being shipped by rail.

Unfortunately for all concerned, the
Common Council of Grand Rapids saw
fit to enact a $35 license fee for this
class of merchandising and ten or a
dozen country merchants have taken
out licenses rather than be subjected to
arrest by the license officer. *There is
grave question as to the constitutionality
of the measure but, so long as it is in
force, it will result in a great loss to
the jobbing trade of Grand Rapids and
a determined effort will be made at the
next session of the Common Council to
repeal the measure.

The enactment of such an ordinance
was about as foolish a thing as could
be conceived. It practically means the
maintenance of a Chinese wall around
the jobbing trade of Grand Rapids, be-
cause many merchants, rather than take
out licenses, will ship their goods to
other markets and buy their supplies in
the markets to which they ship their
goods. Grand Rapids wholesalers are
already beginning to feel the effects of
such a measure. The volume of busi-
ness they have been getting from this
source has shrunken very materially
within the last two or three weeks.
Judging by the murmurs that come to
them from the country merchants round

July 31, 1912

about, the wagon trade of the market
will be very materially decreased un-
less prompt action is taken looking for-
ward to the annulment of so useless
and unfortunate a measure.

AIMING AT EFFICIENCY.

No more suggestive contribution
has ever appeared in the Tradesman
than the discussion on the jobber of
the future on page eleven of this
week’s issue. The writer has evident-
ly given the subject long and careful
consideration and as he is a hard-
headed business man, his conclusions
will have weight with merchants who
think and who act on their own con-
clusions.

It will be noted that the entire sub-
ject hinges on the word efficiency,
which is the highest aim any one can
entertain in this world. The mer-
chant who serves his customer best
and with the least expenditure of time
and effort will be the one who suc-
ceeds. On the other hand, the mer-
chant who fails to grasp every oppor-
tunity which he can overtake; the
clerk who dawdles at his desk or
counter; the stenographer who waits
for the employer to find something
for him to do; the deliveryman who
selects a poor road or a round about
route when he could go direct over
a good road; the traveling salesman
who misses his train because he has
not hurried as much as he might—all
these have failed in point of efficiency
and have thus voluntarily placed
themselves in the mediocre class when
they could just as well have joined
the Class of Success and thus started
on the road to Easy Street.

Efficiency is the final test by which
the abilities and capacities of men are
determined. Its laws are as immov-
able as those of the Medes and the
Persians. Every man can so shape
his career as to meet the requirements
of this inexorable rule or he can shirk
his duty to himself and the world and
thus stay his progress and become a
standstill and a whiner.

The Michigan Equal Suffrage Asso-
ciation stands in a peculiar position be-
fore the public. It is pledged to the
advocacy of the open shop, so far as
women are concerned. In other words,
it asks for women the same rights that
men now enjoy. Yet the Association
insists on having the union label on all
its printed matter, which commits it,
body and soul, to the shut shop and the
most iniquitous system of class distinc-
tion and clique domination the world
has ever seen. About the first thing
women ought to do when they plead
for common fairness and justice is to
be consistent. In allying themselves
with the cohorts of the torch and the
bludgeon they necessarily deprive their
cause of thousands of votes of right-
thinking men who cannot tolerate such
an alliance.

If you want to enlighten some of
your farmer friends on an important
subject show them the magnificent
profits made by one of the big mail
order houses, and that on top of a
cost of doing business averaging 28
per cent. Much of the profit story
is told in the quality of the merchan-
dise shipped the farmer.
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THE FIRE LOSS.

It Can Be Reduced by Decreasing
Fire Hazard.

Detroit, July 30—The annual re-
port of the State Fire Marshal shows
a total fire loss in the State of
Michigan of $4,445,180.29 during the
eleven months ending March 31, 1912.
The total number of fires was 2,831.
It is estimated that 50 per cent, of
these fires were due to carelessness.

This enormous loss, staggering in
its enormity, is of vital interest to
every business man in the State. It
is no more important that you and
your customers be amply insured and
that your policies be complete and
legal, than it is important that you
realize your individual responsibility
in the matter of decreasing the fire
hazard. “Nero fiddled while Rome
burned.” The business man may not
do the “fiddling” but he pays for the
fire. Fewer fires would mean small-
er insurance premiums. The proper-
ty owner is paying the price of care-
lessness.

The following is an extract from an
address given by the Hon. Walter
L. Fisher, Secretary of the Interior:

“If the Government should sud-
denly lay an annual tax of $2.51 on
every man, woman and child in the
United States on a promise of
spending the money for some useful
purpose, that promise would not avail
against the storm of protest which
would be aroused. Nevertheless, a
tax which in the aggregate amounts
to that is being paid by the people of
this country. It is the annual fire
loss of the nation upon buildings and
their contents alone. It is expended
not in productive enterprise, but in
death and destruction, and an even
larger sum is annually expended up-
on fire protection and insurance pre-
miums. Not only is this fire loss
paid by our people, but in addition
annually 1,500 people give up their
lives and nearly 6,000 are injured in
fires. Possibly in no other direction
is the national habit of waste more
clearly exemplified than in the com-
parative indifference with which we
permit such a sacrifice. In no other
civilized country are conditions so
bad as they are here.”

You can assist in decreasing the
fire hazard, which will eventually de-
crease your insurance cost in the fol-
lowing manner:

1. By seeing to it that your own
property is made as nearly fireproof
as possible. It is also significant that
every improvement made will be rec-
ognized by the actuaries in making
up your insurance rate).

2. By making it your business to
have your neighbor put his property
in proper condition. This is possi-
ble under the Fire Marshal Law of
1911, and such improvements will al-
so be recognized in making your in-
surance rate.

3. By reporting to the fire mar-
shal any buildings not properly safe-
guaided which are a menace to the
city at large.

4. By having your salesman posted
on rules for safeguarding against fire
and instructed to use their boundless
influence with their customers to the
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end that retailers may have stores as
nearly fireproof as possible.

5. By using your influence to the
end that more stringent laws are es-
tablished in this State and the fire
marshal’s department made more ef-
fective. H. U. Biggar,
Sec’y Michigan Wholesale Grocers’

Association.

Attached is a list showing some of
the principal causes for the various
fires which occurred in Michigan dur-
ing the eleven months ending March
31, a great many of which could eas-
ily have been avoided:

Cause No. fires
Adjoining fires ... 93
Burning chimney ... 15
Children and matches

.. 69
Cigar stubs and cigarette stubs.. 27

Clothing near stove ...
Defective chimneys ...
Defective electric wires
Defective fireplace ...
Defective furnace and

PIPES oo
Defective stoves 10
Defective stove pipes.. 56
Defective flues ........ 15
Fireworks .o is
Gasoline explosions ... 52
Hot ashes 17
Lamp explosions ... 27
Lamp upset .o 16
Lightning 92
Matches ... 117
Overheated chimney e 21
Overheated furnace . 40

Overheated stove and stove pipes 197

Spark  from chimney ... 186
Spaik  from furnace 12
Spark  from locomotive 52
Spark  from stove ... 18
Spontaneous combustion ... 63

Thawing pipes
Various other causes

Making War a Science.

Peace is the greatest destroyer. In
the great scheme of things every liv-
ing thing maintains its life by prey-
ing upon life. Man is the creation
of his environment. His environment
affects him by certain stimuli. He
responds to these stimuli. If they
cause him to combat, he dies if he
can not overcome; he lives and is
stronger if he conquers. The hardiest
plants are found in the fields; the
weakest in the hothouses. The weak
plant in the field did not survive. The
hothouse plant, if placed there, too,
would die. It never had to struggle
and grow strong.

Read history. When fighting, na-
tions lived. When the affluence and
luxury of peace came, they degener-
ated. There are no exceptions. War
develops strength. Look at Japan.
Her cry is, “Asia for the Asiatics
and the Eastern seas for the Orien-
tals.” The white races are now su-
preme. Will the yellow find them
degenerated and weakened by peace
so as to fall easy prey?

We are not now unnecessarily
cruel in war. Our next war will be
that of science against science, war
engine against war engine and the
destruction of the enemies’ resourc-
es. Flesh and blood are to-day the
cheapest war materials. Therefore
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their destruction is of the least im-
portance. We could do far more to-
wards Kkilling men in war but be-
cause we do not wish to be cruel, the
civilized nations have agreed against
wholesale killing by poison, the use
of explosive bullets under one pound
in weight, and the soft-nosed bullet
that mushrooms and tears a man to
pieces.

We could, for instance, scatter mil-
lions of deadly disease germs in the
enemy’s camp by means of special
shells. We could shoot shells of sul-
phuric anhydride that would render
every man who inhaled the gas help-
less and soon kill him. We coufd
shoot enough cyanide in one shell to
kill almost instantly every man in a
battleship. But we do not do that
because we are making war a sci-
ence instead of a slaughtering bee
and because we are more humane.

Hudson Maxim.

The United States Senate will be a
very different body after next March,
in which month the term of thirty-
one members will expire. Of these
seventeen are Republicans and four-
teen are Democrats. The change of
five votes would give the majority to
the Democracy and it seems very
likely to come, because it is alto-
gether probable that several of the
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Republicans will be succeeded by
Democrats, whereas Gardner, of

Maine, is about the only Democrat
liable to be succeeded by a Republi-
can and that may not happen. All
but one of the Democratic senators
whose terms expire come from the
Southern States. So, after having
been in control for a score of years,
the Republicans are liable to lose the
Senate next spring. Should the Dem-
ocratic wave continue and Wilson be
elected, it would give that party the
entire control of national affairs.
Then upon it would be the whole
responsibility and everybdy would
wonder what would happen.

If you want to get an idea of what
centralization means to many men
talk with the country merchant who
has moved to the city and is hus-
tling there daily for a living. He
has a perfect understanding of what
it means to be pushed out of busi-
ness and into the crowd which is
straining to earn its salary every
day. It is worth the best fight that
is in you to preserve conditions that
favor the independent small business
man.

This is a swift age. If your name
is in the list of “also rans” you are
doing fairly well.
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Michigan Retail Hardware Association.
President—Charles H. Miller, Flint.

Vice-President—F. Rechlin, Bay

City.
Svecretary—Ar_th_ur J. Scott, Marine City.
Treasurer—William Moore, Detroit.

The Considerate Men Who Do the
Decorating.
Wrritten for the Tradesman.

Sherman contracted with a deco-
rator for a new ceiling, and the very
next day the foreman of the decorat-
ing gang dropped into the store to
talk the matter over. It may be well
to mention here that Sherman was
to pay for the job item by item—for
the paint, the labor and a reasonable
price for supervision.

The chief decorator who owned a
touring car with a folding bed and a
free lunch table in it, charged 50
cents an hour for the services of the
common or garden variety of deco-
rator and a dollar an hour for the
time put in by the foreman. He said
that the cost of living was going up
so fast that he might have to add a
little something to this item in order
to come out even.

So the foreman dropped in to talk
the work over with Sherman. His
dollar an hour began right there. He
looked over the store very carefully,
cocking his head to one side in a
knowing manner and making fre-
quent use of a pocket rule. Then
he stepped up on a counter and meas-
ured the wall up to the ceiling with a
ten-foot pole which he had brought
along for that purpose. He made no
statement at that time as to whether
the ten-foot pole was on the payroll
at 50 cents an hour.

“Now,” the foreman said to Sher-
man, “in order to do a fine job here
and protect your stock at the same
time, we’ll have to build a scaffold.
I can bring in a few two-by-fours and
some hemlock boards and run a scaf-
fold up in no time. You will have to
pay for the lumber because it will not
be worth much after we get done
with it.”

“But that will make an awful mess
in here,” suggested Sherman. “Be-
sides, the two-by-fours will be in the
way. | can not afford to drive pay-
ing customers out of my place of busi-
ness.”

“Oh, we’ll put the scaffold up late
in the afternoon,” replied the fore-
man, speaking with the deliberation
of a man who is charging one dollar
an hour for shooting hot air, “so
there won’t be any inconvenience at
all. Then we’ll do a good job put-
ting the new decorations on the ceil-
ing. It will be quite a particular job,
and | shall bring my very best men.”

“When?” asked Sherman.

“Let’s see,” replied the foreman,
taking a mussy book from his pocket

...f they would go on.
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and drawing out a stub of a pencil,
which he moistened in his mouth,
“this is Wednesday. We’ll put up the
scaffold to-night and have the job
all finished by Friday. You see, that
ceiling needs a good deal of washing
before we can touch the paint to it.”

“Go to it,” responded the mer-
chant, “only be sure you get out of
here, bag and baggage, by Friday
night. I’'m not going to have the Sat-
urday trade interferred with.”

“Oh, we’ll be out of here before
that,” the foreman assured the mer-
chant, who had no suspicion of what
he was getting into.

The foreman and three assistants
came into the store at 1 o’clock that
day and sat down in front to wait for
the two-by-fours and the hemlock
boards, which, they said, had been or-
dered early in the forenoon. They
waited for two hours at a net charge
to Sherman of $5, and then the fore-
man sent a man over to the lumber
yard to see why the stuff did not
come. When the man returned he
said the order had never been sent
in, and that the book-keeper at the
decorator’s store would get ‘his” for
not attending to business. Sherman
looked ugly when this explanation
was made, but he had to have the
work done, so he maintained a dis-
creet silence.

“We’ll get the lumber right over,”
said the foreman, in a manner in-
tended to indicate great personal
sacrifice and no little sympathy for
the poor merchant who had to have
his store ceiling done over, “and
rush this job along. You’ll see a
different looking place here before
long.”

In this statement the foreman
proved himself to be a true forecaster
of tragic events. The store did look
like a different place in a couple of
hours. The men put up their two-
by-fours and their hemlock boards
and nailed them to the floor, and the
counters, and to each other. At
quitting time the store looked like
a forest with square, two-by-four tree
trunks and a foliage of hemlock
boards. The floor of the scaffold was
so low that tall customers who were
trying to spend money bumped their
heads against it.

“You can station a clerk out at
the door,” explained the foreman,
“and when he sees a tall customer
coming he can shunt him off. Then
he won’t jar the scaffold and make
my men dizzy.”

At 5 o’clock the men all quit, al-
though the merchant offered a bonus
They said they
worked only eight hours a day, and
refused to consider a proposition
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short of time and a half. The store
was a sight, with paint dripping off
the scaffold.

The next morning the merchant
met the foreman at the door as he
entered, and was informed that a
job over on the South Side had been
overlooked by the book-keeper, and
that they would have to go over and
square themselves or stand a suit for
damages.

So they went over on the South
Side and left the scaffolding in the
store. They came back Saturday
morning, and the foreman said they
were going to do the quickest job on
record right there. As soon as one
of the men had been sent after paint
and another after a brush of the
right size, they got to work on the
ceiling and worked until noon. Then
they packed up their tools and start-
ed away, saying that they never
worked Saturday afternoon.

“l wouldn’t want to offend them,”
said the foreman, “for this is a par-
ticular job, and they are the only
men in the city who can do it as it
should be done. We’ll finish up Mon-
day or Tuesday, sure.”

When they were gone the mer-
chant learned that one of his clerks
had served time at decorating, so he
held a consultation with the boys.
They immediately tore down the
two-by-fours and the hemlock boards
and threw them out into the alley.
Sunday morning they got ladders and
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put boards across them, and by noon
the whole job was completed.

When the boss decorator was su-
ing for his “pay” for doing the work,
all the painters in town swore that
it was a bum job the clerks did, but
Sherman says it looks good to him.
The decorator lost his suit, a num-
ber of business men being on the
jury—for a wonder!

Alfred B. Tozer.

Ethel’s Climax.
Little Ethel had been brought up
with a firm hand and was always
taught to report misdeeds promptly.

One afternoon she came sobbing
penitently to her mother:

“Mother, I—I broke a brick in the
fireplace.”

“Well, it might be worse. But how

on earth did you do it, Ethel?”
“l pounded it with your watch.”

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

THE WEATHERLY CO.
18 Pearl Street Grand Rapids, Mich.

Foster, Stevens & Co.
Wholesale Hardware

10 and 12 Monroe St.

31-33-35-37 Louis St.

Grand Rapids, Mich.

Why Not Save 50% On Ice Bills?

Is there any logical reason why you should use ice for
refrigeration when there is a more economical, practical and

simple method?

Brecht’s Enclosed

Brine Circulating System

of mechanical refrigeration is the up-to-date—the scien-

tific way.

17t 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, Cal., Hamburg, Buenos Aires
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ECONOMICAL FACTOR.

Why the Jobber Must Become More
Efficient.
W ritten for the Tradesman.

There’s just one answer to this ques-
tion.

The jobber’s business is to shorten
the journey between maker and retail-
er. His purpose in life is, or should
be, to build a more and more direct
line between the man who makes the
goods and the man who sells them
to the consumer.

The jobber of the present will not
be the jobber of the future unless he
buckles down on this identical job. Fu-
ture profit and growth will come only
to him who aids in making distribu-
tion more efficient.

The ideal, logical and economical
chain of distribution is maker-to-job-
ber-to-retailer-to-consumer, but, this
chain can also be the most wasteful
method of getting goods to the user.

W astefulness usually begins after
goods leave the maker’s hands, when
this chain is an inefficient one. The
reason why the maker often has no
hand in the inefficiency of distribution,
lies behind the fact that production
is no longer the economic problem
of the day.

Cutting the cost of production was
the work of yesterday.

To-day’s problem involves cutting
the length of the trip from manufac-
turer to consumer. All energies are,
or should be concentrated on making
the jump from producer to user quick-
er and more economical.

The efficient jober can do this, but
no other agency can.

The efficient jobber, or the jobber
of the futuie, as we shall call him,
will grow and thrive because he is a
factor in economy. He will help to
save. The inefficient jobber, who, is
nothing more than an expense-adder,
will gradually become extinct, because
he leally renders no service that can-
not be dispensed with.

The wholesaler of the future must
be a gigantic centralizer. His ware-
houses must contain literally the con-
centrated essence of the world’s mar-
ket places. A single order sent to
him must be able to levy toll on all
countries and all makers.

The efficient wholesaler must be
the doorway to a thousand factories.
Only thus can he save his patrons the
waste involved in scattered buying
and many small shipments.

He must enable his trade to con-
centrate a host of lines in one bill.
He must be able to buy in train loads
and sell by'dozens. The first will
give him bed-rock prices; the latter
will spare his trade the danger of
overstocks and stickers.

The retailer of the future must buy
small and often. He must cover
great variety, turn stock quickly and
earn a maximum profit on a mini-
mum investment. He must be freed
from advance buying.

The dollar he pays the wholesaler
must buy more than goods. It must
pay for protection against risks, over-
stocks, stickers and the like.

The wholesaler of the future must
be big enough to leap over all middle-
men. He must be able to go to the
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headwaters of merchandise and study
the elements before they are com-
bined in the goods.

None of the money he receives from
his patrons must be spent for some-
thing that does not eventually get
back to the man who paid it in.

The wholesaler of the future must be
able to dictate styles and create goods.
Only thus can he adequately cater to
the people who buy his goods. For
the wholesaler of the future will be
the servant of the retailer, not a dic-
tator.

When he buys, the wants of all his
branches must be lumped into one, so
that costs may be battered down to a
dead level. Thus they will buy as a
whole and sell as individuals.

The lines of the efficient whole-
saler must be so varied that his over-
head expense will be distributed
among the greatest possible number
of departments, making the burden on
each as small as possible.

His open stocks must constantly be
kept at so high a point that the instant
demands of any customer or any num-
ber of customers may be met. The
future wholesaler cannot possibly con-
fine himself to order-taking. He must
be able to shoot back the goods the
moment the order arrives.

But stock-keeping and buying facil-
ities are merely one side of the ques-
tion, since a wasteful selling system
can neutralize buying economics of
all kinds.

As long as men compete for the
trade of the retailer, it will cost money
to sell goods. The wholesaler who
leads will be he whose selling-cost is
nearest zero; who spends the smallest
sum to gain the attention of the deal-
er and to excite desire and action.

That the outlines given above a e
not the vision of an unpractical dream-
er is proved by the fact that a few
wholesalers to-day can say with truth
that their methods closely co-incide
with those of the jobber of the future.

They are aiming at efficiency, not
only because it will be helpful to the
retailer, but also because it will pay
a bigger profit than any other system.

W hat can the merchant do to furth-
er wholesaling efficiency? He will
eventually have to patronize the effi-
cient jobber, so that the day of per-
fectly economical distribution will
merely be hastened by any encourage-
ment given now.

The efficient jobber aims to be a
perfect servant for the retailer, and
self-interest should cause the latter to
help reach the goal.

Anderson Pace.

These times demand progressive
retail merchants. The retailer who
refuses to join with his brother mer-
chants in any movement for the good
of the town or the good of the trade
is too dead to consider. It is the
live ones who will save the town and
keep the trade at home. Look your-
self square in the eye and figure out
exactly where you belong.

A silver filled purse eight inches
long and five inches wide for less
than a dollar looks like a big bar-
gain until you learn that the “sil-
ver filled” purse is empty.
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Prefers Store Papers To Newspaper
Advertising.

Evansville, Ind., July 29—1 have
read both Mr. Pace’s and Mr. Rittel-
meyer’s articles on which method of
advertising is the best. Mr. Pace be-
lieves in store paper advertising, and
gives good reasons why it is the best,
and Mr. Rittelmeyer believes in news-
paper publicity, which is good so far
as it goes, but the newspapers, as a
rule, do not go far enough.

I have spent a great deal of money
in newspaper publicity, but my ex-
perience teaches me that a store' pa-
per does more effective work—if it is
sent out regularly every week. |If a
store paper goes out now and then, it
does not amount to any more than if
one would only advertise in the news-
papers now and then.

The advertiser who does not use
space, let it be any kind of space, reg-
ularly might as well not advertise at
all.

| have my own printing plant, and
my store paper goes out every week
just as regularly as any of the other
work is done about the store, and |
do not spend much space on anything

but what | have to offer—and the
price.

The public is interested in no
man’s store. They don’t care who he

is, or what he believes. What they
want to know is “what has Jones got
to-day at a price?”

There was a time in my business
career when | thought | ought to
talk to my trade, and | did a great
deal of talking about my way of do-
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ing business, why 1 could sell this
or that cheaper than the other fel-
low, and so on, but | have learned
that this is not necessary, that it is a
waste of time and money, so | sim-
ply name the article and the price,
and if the goods back up the price |
have made a good customer, but if
I have not given the right goods at
the right price, all of the talking in
the world will not hold the trade.

I change my forms from time to
time and run cuts, which is neces-
sary on articles on which the trade
are not well posted.

| just received a letter from An-
derson Pace and | find he is with
Butler Brothers, and that they are go-
ing to assist their customers in build-
ing store papers by supplying them
with bright, breezy, interesting filler
matter, and | am of the opinon that
this is a great idea and a service
which is more valuable than most
merchants can realize, for | am sure
that with a plan of this kind, Butler
Brothers can furnish filler matter
much cheaper than merchants can
have the work done by their local
printer.

I would advise every retail mer-
chant to go into this plan of Mr.
Pace’s and try it out for a year at
least. Edward Miller, Jr.

Michigan Toy Company
Grand Rapids, Mich.

Makers of
High Grade Wheel and Aeroplane Goods

The Enameled Ware
of Quality

Onyx, Turguols
Royal

Complete Stock
at

Michigan

Hardware

Company

Exclusively Wholesale

lonia Ave. and Island St.

GRAND RAPIDS, MICH.
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PUSHING NEW GOODS.

Making Grocery Specialties as Popu-
lar as Staples.
Wrritten for the Tradesman.

When Jinks, making big money
with the Grand Confidential Insur-
ance Company, severed his connec-
tion with that concern to take a po-
sition with the Overseas Mutual, his
friends shook their heads. More
head-wagging followed when Jinks
frankly admitted that his commissions
with the new company in a year’s
time would very likely total less than
his salary with the old one.

“Then why did you change?” de-
manded his friends.

In reply—to the one or two confi-
dential friends entitled to entry on
the ground floor—he revealed a lit-
tle, obscure clause in the tail end of
his new contract, stipulating that Ed-
ward Henry Jinks was entitled, not
merely to the regular commission on
all new business written by him, but
to 5 per cent, on every renewal pre-
mium thereafter, whether such renew-
al premium was paid through him di-
rectly to the company, or otherwise.

“Every policy | write,” he com-
mented, “means more than the in-
itial commission. It means, too, a

source of revenue to me so long as
that particular policy holder keeps
paying his premiums. And that
source of revenue can not be taken
away from me. It is a staple article—
something | can count on.”

Much the same idea is being
worked out by many progressive mer-
chants in various lines of trade, who,
not content with the “staples” of
which their predecessors knew, are
steadily, systematically and persis-
tently adding to the list.

Take the grocer as an example. He
finds among his customers a steady
demand for sugar, salt, pepper, rais-
ins, currants, flour, tea, coffee. The
mere fact that he is in the grocery
business brings him trade in these
lines. He does not need to adver-
tise the fact that he handles them. It
is something which everybody knows.

But he finds also other lines which
are new to the average buyer—lines
which must be actively pushed in or-
der to make sales. Ingenious chaps
all the world over are concocting
new jams, inventing new gelatine
powders and breakfast foods, flavor-
ing extracts, cleansing articles and
handy novelties. ~ These must be
pushed actively and energetically if
the consuming public are to purchase
them.

Aggressive merchants realize that
these new lines are, many of them,
excellent dividend payers. For this
reason they are worth careful study.
The old-style grocer, traveling in a
rut, when he wants to attract trade,
will cut on sugar or sell some “spe-
cial” tea at a loss, regardless of the
fact that on staple lines the margin is
a sort of razor edge. The wide awake
dealer saves his margin on teas, sug-
ars and staple lines and attracts just
as much attention by featuring new
things with which the buyer is not
yet familiar. He has the further ad-
vantage that these lines allow a bet-
ter margin of profit than do the sta-
ples and hence pay for the pushing.
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The other day | chatted with a
man who runs a little corner grocery
in a middle-class residential section.
He called my attention to a bottle of
peanut butter on the counter.

“Up until three months ago | never
handled that stuff,” he observed. “No-
body ever asked me for it. One day a
traveler suggested an order. ‘There’s
no demand,” | told him. ‘Well, try it
on your own table,” he remarked; and
| ordered a dozen.

“The stuff came and lay Kkicking
around the store for a couple of
weeks. Then | took the traveler’s
advice and tried it myself. After that

| began to call my customers’ atten-
tion to it. | made a couple of sales.
Housewives in the neighborhood be-
gan to talk about it, for it was a
comparatively new thing around here.
My customers came back for more.
Now | sell several dozen of that one
article every week and that without
any pushing. That means between $38
and $12 more business in a week—all
business that | never did before.”

This man’s experience in a small
way indicates what can be done on
a larger scale by merchants more fav-
orably situated.

The average merchant is chary
about tackling a new line. If he or-
ders at all, he does so in most cases
either as a result of the traveler’s per-
suasiveness or in the belief that the
manufacturer’s advertising will sell
the goods. When the goods come,
they are stacked on the shelves or
maybe piled on the counters, but no
individual effort is made to push
them. “No demand for them what-
ever,” is the merchant’s conclusion;
when, as a matter of fact, he has not
given the goods half a chance.

One dealer of my acquaintance
takes a decidedly different tack in
handling this sort of business.

In the first place, he. makes a care-
ful and thorough study of practically
every new line produced. He notes
its price, selling points and general
quality and the extent to which it
is being advertised. From his knowl-
edge of his own patrons he is able to
gauge with fair accuracy the proba-
bility (f building up a permanent de-
mand among his clientele for the
new article. Then, if favorably im-
pressed with it, instead of absolutely
refusing to purchase, on the one hand,
or on the other buying blindly in
large quantities, he begins by making
a small initial purchase.

When the goods arrive, he pushes
them instantly into the limelight. He
talks of them through his newspaper
space, chats about them in his month-
ly circular letter to his regular cus-
tomers and features them for a few
days in a neat window display. Fur-
thermore, he personally calls the at-
tention of individual customers to the
new line and suggests a trial order.
He follows up the purchase by en-
quiring how the customer was pleas-
ed with the goods. By the time the
first order is sold out, the merchant
knows pretty well whether the line is
likely to prove a steady seller or just
a flash in the pan. If it looks good
to him, he re-orders and keeps on
pushing until he has so educated his
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customers that the line, with the aid
of an occasional jog or two, practi-
cally sells itself. He is always push-
ing several new lines in this way. His
theory is that any new line which is
worth the handling will, after a cer-
tain time, sell itself without more
pushing—and, in confirmation, he
points to several new brands of pic-
kles, half a dozen breakfast foods, a
couple of cleansers and a score or
more of varied lines which he has
successfully converted from casuals
into staples.

It is at the outset that pushing is
particularly needed. Then the deal-
er must push with every bit of energy

that is in him. Newspaper space,
circulars, personal talks, window and
interior displays, show cards—all

these should be utilized to the fullest
possible extent. Of these the most
effective is the personal work of the
merchant and his salesmen.

Back of all these things must be
the element of quality in the goods
themselves. It is this which creates
permanent demand. For this reason
a merchant is wise in many instances
to select a higher priced article. With-
out quality a permanent demand can
not be built. With quality the mer-
chant not merely scores his profit on
the immediate sale, but likewise en-
sures a steady income from the “re-
peats” for years to come.

William Edward Park.

Moon Causes Rain in Africa.

A new instance of supposed con-
nection of the moon with rainfall
claims the support of highly scientific
authority. Heavy rains are said to
occur in South Africa at intervals of
nineteen years, and this period coin-
cides with the lunar cycle of maxi-
mum north and south declinations. E.
E. Nevill, late director of the Natal
observatory, finds an explanation in
the moon’s attraction. The theory is
that a permanent cloud belt is drawn
along by the moon, and that as the
moon nears its farthest point north
the mass of clouds is made to im-
pinge on the mountains in Natal, giv-
ing excessive rainfall.

FooTE & JENKS’ COLEMAN’S
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AllGood Things
Are Imitated

Mapleine
(The Flavor de Luxe)

Is not the exception. TrP/
the imitations yourself
and note the differénce.

Order a_stock from your
jobber, or

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

Crescent Mfg. Co., Seattle, Wash.

L owest

Our catalogue is “the
world’s lowest market”
because we are the larg-
est buyers of general
merchandise in America.

And because our com-
paratively inexpensive
method of selling,
through a catalogue, re-
duces costs.

We sell to merchants

only.

Ask for current cata-
logue.

Butler Brothers

New York Chicago
St. Louis  Minneapolis
Dallas

(BRAND)

Terpeneless Lemon and High Class Vani”a

Insist on Setting Coleman's Extracts from your jobbing grocer, or mail order direct to

FOOTE & JENKS' Jackson, Mich.

FLEISCHMANN’S YEAST is to-day sold by

thousands of grocers, who realize the advan-

tage of pleasing their customers and at the

same time making a good profit from the

goods they sell.

If you are not selling it now,

Mr. Grocer, let us suggest that you fall into

line.

You won't regretit. 4, a

N N N
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SCIENCE OF ADVERTISING.

Tell the People What They Want To
Hear.

The time to increase your adver-
tising space is whgn it will do the
most good. Gauge the amount you
spend not only by the value of the
medium in which you use publicity,
but also by the seasonableness of
what you have to say.

This does not mean only seasona-
ble as regards spring, summer, fall
and winter. The idea is to suggest
that there is a right time and a wrong
time, without thought of weather.

Foreseeing the Harvest.

Your town has special occasions
when certain articles are likely to be
in demand for local reasons. Festivi-
ties and anniversaries will produce
particular calls, if they are public
events. A county fair has its possi-
bilities. It brings people to town.
The opening of a public building oi
any kind gathers crowds. Wher-
ever there are crowds the audience
you have to talk to is increased.
They will read the local paper, if it
is any good as a news medium, and
will there be confronted by your en-
larged advertising.

The wideawake man is he who
takes advantage of all these things. It
does no good to look back and wish
you had foreseen the harvest.

Secret of Influence.

Look ahead every day. Consider,
is there anything coming during the
next two weeks that should be made
the occasion lor special announce-
ment? What will people be thinking
most about when the next issue of
the local paper is printed?

We hear a great deal these days

about psychology, and we wonder
what it really is. It is not far re-
moved from suggestiveness.  One

mind suggests something to another.
There is psychology of this kind in
advertising. To enter into the
thoughts of those to whom you are
talking is the secret of influencing
them. Not by going bluntly at them
and blundering into their meditations
with a straightforward approval or
denial of their opinions. Simply
suggest pleasant things along the
same line as they are thinking, and
they will agreeably be led along witn
you in whatever direction you may
desire to direct their thoughts.
Thinking Your Thoughts.

Go to hear a public speaker, and
note what pleases you. It is what he
says that you have already thought
out for yourself, but have never put
into words. It comes right home to
you, and meets your approval. You
say that is a smart man, and you
think so just because he has thought
things that you have also thought.

New then, apply it to advertising.
What will the women in your town
be thinking about most of all next
week? You may hit it or miss it. No-
body is shrewd enough to strike the
happy proposition correctly every
time he tries. But he will do it oft-
ener than he thinks. So can you.

The very best advertisers some-
times print bargains that are rank
failures. People simply will not have
them. They may try the same thing
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at some other time and it will catch
on like wildfire. That is what is
meant by striking the psychological
moment.
Not Interested in Watches.

Suppose some person comes along
and says to you: “Here is a fine watch,
worth $50. | am over-stocked, and
anxious to get some ready cash. I’ll
give it to you for $20.” To make the
story work out right we will admit
that you are a judge of watches. You
look it over and can readily see that
what he says is true. But you have
a good watch, and are not interested.
You do not need another. Conse-
quently you turn down a bargain you
would gladly take advantage of if
you needed the watch. It simply is
not a bargain for you, for you would

have more than you require if you
bought it, and you are not in the
business of selling watches.
Misfit Hats and Shoes.
Another illustration of the same
kind: You are offered a hat, worth

$4, for $2. You are a judge of hats,
too, and know the bargain is there.
But you have three hats, in fairly
good condition, so you are not tempt-
ed. Perhaps you might purchase it
and lay it aside for a rainy day, but
you are rather hard up and need a
pair of shoes. So you turn down the
hat, which is not a bargain for you,
under the circumstances. How quick-
ly you would have snapped it up if
the offer had been $4 shoes for $2,
provided they had been your size.

So it goes. Often the merchant
advertises hats when the public is
thinking shoes, and there is a misfit
in both hats and shoes as a result.

Cut-Throat Bargains.

In six months he has another hat
sale, and he sells out so fast he has
a sensation of wheels in the head.
That time the public was thinking
hats, but he did not have any more
reason to think so than he had the
first time he advertised them. He
wondered why his first advertisement
did no’ draw.

But careful attention to the public,
and that means your public, will help
you to figure this thing out oftener
than you miss it. The trouble is that
many advertisers do not push what
is likely to fit in with the public re-
quirement, but what they want to
sell.  Save your space. Advertise
when the goods are likely to move,
not when you want to force them to

go. It takes a regular cut-throat
bargain to move them against the
psychology of the times. And cut-

throat bargains are not profitable for
you. Better wait a little while un-
til they are likely to accord with the
public wish.

Good OIld Summertime.

But there is one time in particu-
lar when good, big space pays if you
have anything to offer which is likely
to attract. That time is the sum-
mer. An attack is bound to be suc-
cessful when the enemy is sleeps
ing. That is what he is doing in the
summer. He is not expecting much,
and he has abandoned his campaign.
His advertising space has shrunken
to its smallest dimensions. He just
runs a small card to keep his name
before the people.

TRADESMAN

That is your opportunity. Go aft-
er the public good and hard while
the other fellow is off the track. One
of the most successful shoe dealers in
a large city always doubles his space
in the newspapers in summertime. It
makes him look like the whole
show, and he impresses the public
with the magnitude of his offerings.
They look bigger than they would if
he used the same amount of space
in the winter when the other mer-
chants were doing big things, for
then the comparison would not be so
marked.

Now what can you push most suc-
cessfully in your community this
summer when there is usually quiet?
Try it out. Keep at it. You will be
creating a big impression which will
tell for you in the future. You will
always be remembered by the impor-
tance of the position you assume
while the opportunity is afforded by
the retirement of the foe. You can
get after the business and pull it
across to yourself if you have grit
and the persistence along with the
perception to make the psychological
suggestion the consumers want. Of-
fer a glass of ice water to a feverish
man and he will nearly knock you
down in his mad haste to get it. Of-
fer it to one suffering with chills,
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and he will knock you down for oth-
er reasons. It is telling the people
what they want to hear at a time
when they are in a humor to hear
it that counts. That is the difference
between good and bad advertising.

IMPORTANT
Retail Grocers

v/ho wish to please
their customers should
be sureto supply them
i A with the genuine

. Baker's
ltCocoaand
RChocolate

W with the trade-mark
Registered on the packages.
U.S”Pat. off

They are staple goods, the
standards of the world for purity

Klingman’s Samplé"Fiitiiture Co.

Walter Baker & Co. Limited

The Largest Exclusive RejaBpisspEr MAss.
Furniture in America Established 1780

Where quality is first consideration and where you get the best
for the price usually charged for the inferiors elsewhere.

Don’t hesitate to write us.

You will get just as fair treatment

as though you were here personally.

Corner lonia, Fountain and Division Sts.

Opposite Morton House

Grand Rapids, Michigan

REYNOLDS FLEXIBLE ASPHALT
SLATE SHINGLES
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Reynolds Slate Shingles After Five Years Wear
Beware of Imitations.
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Wood Shingles After Five Years Wear

For Particulars Ask for Sample and Booklet.
Write us for Agency Proposition.

Distributing Agents at

. .. Saginaw_ Kalamazoo = Toledo Columbus Rochester  Boston
Detroit Lansin Cleveland Cincinnati Buffalo Worcester Jackson
Battle Creek  Dayton  Youngstown  Syracuse  Scranton

H. M. REYNOLDS ASPHALT SHINGLE CO.
Original Manufacturer, GRAND RAPIDS, MICH.
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Is It Hard To Patronize Your Store?
Wrritten for the Tradesman.

“Jim Malcolm was in our store to-
day,” remarked John Alcott, the
hardware merchant to his wife.

“Yes?” she replied questioningly,
and it was easy to detect a note of
apprehension in her voice.

“He seemed to feel a little sore that
you are not giving him more of your
trade. He said it had been an age
since he had seen you in his store.
He took pains to remind me that he
bought a pump of me last week for
his farm, and a lawn mower only two
or three weeks before. He said—and
I think it is true—that he always has
bought practically all of his hard-
ware of me, and naturally he feels
that we ought to reciprocate. | really
wish, Edna, that you would make it
convenient to give him all the pa-
tronage you can. We don’t want our
friends to consider us ungrateful.”

Little Mrs. Alcott’s brow clouded.

“John, | dont know what to do
about it. This matter of buying at
Jim Malcolm’s has troubled me for
a long time. | feel the obligation to
do as much for him as he does for
you just as keenly as you do, and |
have tried faithfully to discharge my
part of it. For the last two or three
years my task has seemed to grow
more and more difficult all the time.

“Ever since we have been married
until a very short time ago | made
it my rule that when | wanted any-
thing in. dry goods | would go to
Jim’s first. | always gave him the
preference, and if he had what pleas-
ed me"at all | purchased there.

“Just lately | haven’t been into his
store very often for the reason that
| have gotten ashamed to go there
and look at what he has and not buy.
And truly it is hard to find anything
there that pleases me.

“We do not have money to throw

If you want to hold a big

Edited by Henry Stirling Fisk
dj

S3 per Y ear—Pshlhbrd Weekly
caainir. SHtawefwtliUri.tiw.

at once containing a bully sale idea.

away, and it has been my experience
that we do not get half the good out
of things that do not suit us. Last
winter you remember | bought a coat
of Jim Malcolm, and | never have
liked it at all and I know you never
have liked to see me wear it. | knew
it was not what | wanted when | got
it But Jim had just been buying
quite a little of you, so it seemed that
the only decent thing to do was to
buy my coat of him. The garment |
got was the only one he had that
would answer at all. It is just as good
as new yet and still 1 do not feel like
punishing myself by wearing it an-
other winter. | rather think | shall
give it to some one and have a new
one before cold weather.

“You know.we can not afiord that
kind of thing. This last spring for
my suit | did not go to Jim’s. |
went to Karger’s, and you know how
well pleased we both are with it. It
will do me all next summer as well
as this, nicely. But | noted the ex-
pression on Mrs. Jim Malcolm’s face
when she first saw me with it on. She
knew it was not from her husband’s
store.

“Jim’s prices are too high—far
higher than the other places. This
is not something | just imagine—I
know it. | have made comparisons
times without number. 1 really wish,
John, that he would not buy another
dollar’s worth of you as long as you
keep store. Of course | will see what
| can do there when | am wanting
anything, but it is just exactly as |
have been telling you.”

The little woman sighed deeply.

“What do you think is the trouble
with Jim’s store? Why is it that
things are as you say?” asked her hus-
band.

“‘What’s the trouble?’” The trouble
is with Jim Malcolm himself. He is
tired of the store and other things
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are taking his attention entirely too
much. Last year his automobile was
the only thing he had any real in-
terest in. This season | notice he
seems greatly absorbed in this piece
of land he has been buying.

“He does not pay enough atten-
tion to his store to get on the desir-
able things or even to know what the
desirable things are. Other merchants
like Karger and J. T. Hammond have
come in here. They are wide-awake
and hustlers and they are getting the
business that used to be Jim’. | do*
not wonder he *feels sore about it.”

Mr. Merchant, is there something
for you in this informal conversa-
tion between the hardware man and
his wife?

If your friends are not giving you
the patronage which you think be-
longs to you, don’t go after them
with complaints—get after your own
business methods.

Don’t conclude that your grocer’s
wife is basely ungrateful if you ob-
serve that she is switching her trade
to some other store besides yours.
Make up your mind that your goods
or your prices or the service at your
store is not satisfactory to her.

Most right-minded persons are
willing to reciprocate for all favors
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done them. But remember that you
can not build up a business wholly or
even largely on friendship and fav-
ors.

Particularly is this true of dry
goods. As to the things she wears
herself or buys for her children, a
woman wants what she wants, and
she is going to take her patronage
where she can get what pleases her.

So long as you give them satisfac-
tion and just as good value as they
can find elsewhere, your friends will
give your store the preference. It is
not only unbusinesslike but weak and
childish as well for you to expect
more than this from them.

To make your business a success
your appeal for patronage must be
based on the advantages you can of-
fer your customers, not on the fav-
ors you have thrown or are now
throwing in the way of your friends.

Fabrix.

Pin your faith to some people and
they’ll use the pin to stick you.

GrandRap/ds, M/ch.

New Curtaining and Drapery
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What Some Michigan Cities Are
Doing.

Wrritten for the Tradesman.

The Michigan short ship circuit

horse races will be held at Jackson
Aug. 13-16.

The Saginaw Bay Water Associa-
tion has been formed at Saginaw to
promote the project of supplying that
city with water from the bay.

The Saginaw Board of Trade has
issued its forty-ninth annual vyear
book, with illustrations and interest-
ing information about the City of
Opportunity.

The American Lady Corset Co. has
outgrown its present manufacturing
facilities at Jackson and will build
a large factory there.

The Michigan United Traction Co.
has 200 men @t work laying new rails
and improving its lines at Lansing.

W. W. Mitchell, the Cadillac lum-
berman, offers to furnish oil for ev-

ery street in that city which is put
in proper condition for oiling.
The date selected for Traverse

City’s general holiday and picnic is
Aug. 29 and a big time is being plan-
ned.

The new industry at the Jackson
State’s Prison is the cannery. The
plant starts on string beans, raised on
the prison farm, and will continue
with tomatoes and other produce.
The product of the cannery will be
disposed of in other State institu-
tions as well as in the home prison.

The Michigan Retail Clothiers’ As-
sociation will hold its annual conven-
tion Aug. 21-23 in Kalamazoo, and
the programme will include a picnic
dinner at Gull Lake, a theater party
and smoker.

The report of expert chemists em-
ployed by the Saginaw Board of
Trade shows that the bay water is
usable for all purposes and would be
a satisfactory source of supply for
the city.

The Marquette Commercial Club
will hold its annual meeting and ban-
quet Aug. 1 at Presque Isle, with
Col. Mott, manager of the Upper Pen-
insula Development Bureau, as the
principal speaker.

Bay City has paved the way for a
larger police force, having rescinded
the resolution of a former city coun-
cil limiting the force to fifty men.

Battle Creek has again taken ac-
tion to prohibit bathing at Goguac
Lake, the city’s source of water sup-
ply.

Mayor Short, of the Soo, has open-
ed a war on weeds and the chief of
police is directed to notify all own-
ers of these “plants out of place” to
cut them off or be subject to prosecu-
tion.

The new Y. M. C. A. building at
Saginaw will be completed Sept. 1

Rockford will entertain the annual
re-union of the soldiers and sailors
of Northern Kent the week opening
Aug. 5.

Menominee grocers and butchers
will hold their annual picnic July 31
at John Henes Park.

The effort made to secure exten-
sions of street railway lines at Kala-
mazoo by substituting T rails for the
grooved girder style on unpaved
streets was turned down unanimously
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by the city Council. Mayor Hayes
says that this action militates against
the growth of the city.

Vermontville business men will pull
off a big celebration in that village
Aug. 20 and 21.

The Michigan Abstracters’ Asso-
ciation will hold its annual meeting
Aug. 6 and 7 in Pt. Huron.

Ravenna’s Harvest Jubilee will be
held Aug. 21.

The city of Cadillac has twenty-
seven miles of water mains.

Houghton has ordered over $400
worth of equipment for its new pub-
lic playground, including swings, lad-
ders, see-saws, slides, flying rings,
horizontal bars and a complete outfit
for basket ball.

Barryton will celebrate its seven-
teenth birthday Aug. 3 with music,
sports and fun for everybody.

Decatur is suggesting to the Mich-
igan Central that a new station of
brick or stone would not look bad
in that town. The present building
is small and antiquated.

The two banks at Homer will con-
solidate, giving the town but one
bank for the first time in thirty years.

The Wolverine Portland Cement
Co., of Coldwater, will rebuild the
packing department of the plant
which was recently destroyed by fire.

Benton Harbor’s new pumping sta-
tion is now in operation and the city
is well protected in case of fire.

Drinking fountains are being in-
stalled at Alma by the Civic Improve-
ment League.

An immense electric sign has b<*en
erected in the depot park at Esca-
naba by the Business Men’s Associa-
tion. There are 728 incandescent
lights in the sign, which reads: “Es-
canaba, Metropolis of U. P. Home oi
Cheap Power.”

Traverse City has passed an ordi-
nance limiting the speed of autos to
ten miles an hour and employs a mo-
torcycle cop to enforce it.

The Gratiot County Fair will be
held at Ithaca Aug. 27-30.

The Publicity Committee of the Ot-
sego Commercial Club has prepared
envelopes for use of business men in
advertising the town.

Battle Creek and Chief Moore of
the U. S. Weather Bureau are at outs.
Battle Creek has been starting a lit-
tle weather of its own and on
getting word from the weather chief
at Washington that it would be “gen-
erally fair” on a certain day last week
the city of breakfast foods set off
several thousand pounds of dynamite,

and it rained—a “peculiar and un-
natural rain, as Battle Creek people
claim. Chief Moore says it was a
natural rain and would have come,

dynamite or no dynamite.
Almond Griffon.

Cheaper.

“My daughter wants to marry a
duke.”

“Mine wants to marry a poet.”

Well, | believe 1°d rather support
a poet than a duke. From all ac-
counts a poet wont eat much, and |
don’t think he’ll want to play the
stock market all the time.”

There is a lot of blank verse in the
life of the average poet.

Prepare Yourselves.

It is coming as soon as the cam-
paigns aie under way, and all good
patriots should be prepared for it

From the candidate for the presi-
dency down to a five-dollar-a-speech
man, you are going to receive party
pledges that—

Your wages

That butter
cents a pound.

That all the trusts are to be put in
a hole.

That there shall be no more graft.

That southern floods shall be squel-
ched.

That the tariff is to be revised down-
ward.

That the farmer shall have double
price for his pumpkins.

That the ground-hog has fooled this
country long enough.

That the Senate must be cleaned
out.

That we are on the brink of war.

That it is the other party that has
ruined the lobster industry.

That the beef trust would give a
million dollars to defeat our candidate.

That without us the country must
go to the dogs.

That taxes shall go down to a mere
nothing.

That the opposition, if successful,
will turn this country over to the
money trust and the Standard Oil
Company.

All these things, and many more,
will be told you, and if America goes
to the dogs because you dont vote
early and often and the straight ticket,

shall be raised.
will drop back to 30

The OIld Reliable

then you are no patriot, and deserve
to have no country.

Silk Made of Horse Flesh.

German chemists are reported to
have succeeded in utilizing fibrous
animal refuse—such as the flesh of
dead horses—for making artificial
silk. Treatment with acids disin-
tergates the flesh and these are given
a silky appearance, with great dura-
bility, by a kind of fanning process.
The threads produced greatly resem-
ble those of the wild silkworm, are
about two inches long. They may be
vulcanized like true silk, and can be
made air tight and water tight by im-
mersion for a couple of hours in a
caoutchouc bath under a pressure of
four atmospheres. The material seems
to promise something cheaper than
silk for balloon envelopes, insulation,
etc., although attempts to spin the fi-
bers into thread have not yet been
successful.

Many a man who is dead to the

world remains unburied.

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.

Loilg~"
See that
hump?

HOOk and Eye and The New

VENETIAN HOOK AND EYE

WARRANTED ALL BRASS.

GUARANTEED NOT TO RUST

Sold by PAUL STEKETEE & SONS, Grand Rapids, Michigan

SUMMER
SELLERS
Sunbeam

Guarantee

HAMMOCKS
TRUNKS, SUIT CASES Catalogs of
FLY NETS, DUSTERS Any Line
LAWN and PORCH SWINGS on
HARNESS Request  USINBEMYI2S

We do not sell mail order houses

BROWN & SEHLER CO.@% I
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DUTCH MET DUTCH.

Subtle Psychological Suggestion in
the Coincidence.
“Dutchy, if you sell Staats this trip
the house will make you a present
of a new hat.”

The sales manager was, in a way, a
privileged individual. He had called
me “Dutchy” with a freedom that was
refreshing ever since he discovered in-
advertently that | was born in Hol-
land, and had spent my boyhood
there. | do not wish to have it un-
derstood that | would resent being
called “Dutchy” by any one; | am, on
the contrary, happy and proud of my
nationality. But | have so complete-
ly become adjusted to the life and
manners of my adopted country that
the nickname has lost much force and
no one but the sales manager has
called me by it for many years now.

The sales manager looked up at me
with a twinkle in his eye, as he spoke.
I had made four attempts to get
Staats’ order since | had been travel-
ing for the firm, and failed each time.
Staats was one of the great jokes
about the office. No one had ever
succeeded in landing him. He had a
rather important grocery store in a
little town in Central Wisconsin. The
peculiar value in his trade lay in the
fact that he habitually purchased his
entire stock from whatever concern
he happened to deal with. Like all
customers that follow that practice,
he was hard to switch. That is an
annoying characteristic when you
happen to be one of the other sales-
men, but is very comforting if you
are the favored individual.

I was not moved so much by the
contingent bribe which the sales man-
ager held in prospect as | was by
the tacit challenge which it implied. |
knew that | had made good with the
house, and was determined that |
would not return from this trip ex-
posed to the good natured banter of
the boys. | had foolishly made a
light boast that | would land Staats
which laid me open to their jokes. |
regretted my expression of vain-glo-
rious confidence, and away down in-
side of my consciousness | registered
a solemn resolve to come back with
Staats’ scalp or vanish into the wil-
derness.

Dreaded To Tackle Staats.

As | approached the town where
Staats ran his store my courage be-
gan to run low. | had tried all my
wiles on the man before and realized
that | had nothing up my sleeve
Dreams of some inspired miracle that
should bless my endeavors, on which
I had hung high hopes, began to fade

as | drew closer to the forbidding
reality of his little round nodding
head and chuckling refusal; for

Staats was a quaint and amiable soul,
whom it was a pleasure to call upon
aside from the fact that he would not
buy.

In the last town | struck before
going to see Staats, whatever shreds
of hope still clung in the recesses of
my imagination were dragged out and
scattered to the winds by a chance
meeting with another salesman in my
line who had come from a siege with
the man. “I’'m going to pass up the
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old geezer,” he declared. “As far as
selling goods is concerned, I'll take
my chances landing a clam. There’s
no way to get to him. He only rolls
that little round head of his and
grins. The harder you talk the harder

he grins. If he wasn’t so confound-
edly good natured about it there
would be some satisfaction. If you

could only get mad at him and cut
loose and tell him what you thought
of a fellow that won’t even consider
what you tell him it would be some
relief. But you cant get mad at
Staats. That everlasting chuckling
grin of his is the best defense Ive
ever been up against. I've cut him
out. And I'll buy a hat for any man
that sells him besides Grumsby.”
(Grumsby was the name of the fav-
ored salesman.)

There must have been some sub-
tle psychological suggestion in the
coincidence of his offer with that the
sales manager had made before | left,
which deprived me finally of all hope.
Of my own experience | had known
all that my acquaintance mentioned
in discussing Staats, and had been
able to hang on to remnants of my
courage during his recitation of the
man’s peculiarities, but when he said
“hat” hope vanished. 1 don’t know
why, but it did.

Expected a Turndown.

I lay awake half the night trying
to pull myself together, which is
probably as poor a way to accom-
plish the result as a man could de-
vise. | couldn’t have been more
nervous and anxious if | had been
on the brink of a deal to sell the
Panama Canal to the United States
Government. | landed in Staat’s
town the next morning half wreck-
ed, physically and mentally, and al-
ready morally vanquished. Neverthe-
less, | braced myself to go through
the ceremony of being turned down
by him.

e Let me tell you that I was not very
joyous as | wandered up the street
toward his store. | could not get my
mind off what they would say to me
around the office when | got back.
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The vision of the sales manager’s
face, with his twinkling eyes, floated
before me. It hung on every lamp
post | passed and dodged behind the
corners of buildings. | found my-
self hoping that some sudden catas-
trophe would overtake me and give
me a good cause for abandoning my
hopeless project. | would not have

minded if a cornice had tumbled
down on my head. | wished for a
runaway horse that | might break
an arm trying to stop it. Of course,

I was not precisely in a mood to be
completely annihilated, but if an hon-
orable and reasonably painless death
had offered itself at that moment |
really believe 1 would have seriously
considered closing a bargain. | found
out next morning that it was only a
case of liver, the penalty of a depar-
ture from my habitual strict diet on
the road, but at the time | believe it
was the prospect of my imminent
humiliation that depressed me.

I will never forget how | peered
up the street to where Staats’ store
was, fondly hoping and half expect-
ing to see it in ashes, or to find crape
on the door, or discover some other
intervention of Providence to save
me. But Providence is not an active
factor in the day’s work of a travel-
ing salesman, and Staats’ store still
stood at the side of the street, un-
doubtedly containing Staats.

| found him in the back of the
room opening a cask of pickles.
Staats had a way of opening pickles
that savored of the solemnity of a
religious ceremonial. He moved
with the reverent precision of a mys-
tic priest performing a holy rite. He
did not look at me as | entered, and
| did not speak to him.

Snaps a Joke Subject.

When he had finally removed the
top from the cask and leaned back
with glowing, exultant eye to survey
the perfection of his accomplished
task | first addressed him. “Staats,”
| said, with a great show of non-
chalant confidence, “Staats, I've got
some snaps for you.”

He rolled his wide eyes upon me
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and stared vacantly for a moment.
Then he began to move his head in
a strange, rotary fdshion, like no ges-
ture | have seen before or since. It
was not suggestive so much of a com-
munication of ideas, as most gestures
are, as of a mental process in itself.
It seemed to be the act of contem-
plative consideration.

“Snaps?” he repeated after me in
slow deliberation. “Snaps?  You
don’t mean schnaaps?” with a quizzi-
cal inspection of my countenance.

“No,” | laughed, used to his jokes.
“l mean the other kind of snaps.”

He bowed his head in gradual
comprehension. “Yah,” he murmur-
ed. “O, yah.”

W ithout another word he led me
to a stack of cracker boxes stored
in a corner of the room and pointed
to them with a blunt finger. | read
the labels; they were ginger snaps.
“l want no snaps,” he said, solemnly.

Do not believe that Staats had fail-
ed to understand my meaning. It was
merely one of his little jokes, an out-
cropping of his sense of humor. |
laughed with hollow uproariousness
in the homage that such humor ex-
acts until Staats himself broke into
a submerged chuckle, whereupon the
incident was automatically closed.

“Staats,” | started again, “don’t
you know that you make a mistake
sticking to one man the way you
do in your buying? You don’t give
yourself any advantages of the mar-
ket. You don’t know what I've got
to sell and you don’t know what my
prices are. In justice to yourself
and your business you should at least
find out what I can do for you. Of
course | am not knocking the man
you buy of. He’s a good fellow. |
know him well and we are good
friends. | know his house, too, and
they are on the square. No one who
is honest will deny that.

Old Argument Useless.

“All 1'm saying is that they may
not always be able to do the best by
you in the matter of goods or price.
Our house is so much larger that we
have advantages in buying that they

OUR CRYSTAL CASES

Offer better value to the merchant for the same investment than an
of show cases on the market.

Our proposition on an outfit o

progressive merchant.

WILMARTH SHOW CASE CO.
New York sal j«rooms, 732 Broadway

¥ t. We are making a specialty of this all ﬁlate ?ass
construction and our latest |m?rovements put our cases in a class by t

crystal show cases would prove of interest to any

other type

emselves.

1542 Jefferson Ave., Grand Rapids, Mich.
Chicago Salesrooms, 233 W. Jackson Blvd.
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do not enjoy, and we can give you
the benefit of them in our prices to
you. I m sure we could save you a
lot of money if you would give us a
chance. Your people wouldn’t hold
you up, of course, just because they
could; we both know them too well
to suspect them of that. At the same
time, if you don’t let us compete with
them they will ask you prices for
things that are legitimate prices, all
right enough, and the prices we
would all ask anywhere where we had
no competition, but just the same you
will be paying more than you need
to pay for lots of goods. You are
making a big mistake, Staats.” It was
an old argument; one that | had used
a dozen times in various forms on
my several visits, and one that Staats
probably heard on an average of ten
times a week. But it was all | could
achieve that morning.

He looked at me piteously .“Yah,
yah,” he said, plaintively. “I make
always mistakes. Gott! Such mis-
takes!”

One who had not had experience
with Staats would have taken cour-
age. | knew him too well. It was
his way with men of my profesion.
| waited for his delayed grin, ot
which | was as certain as | am cer-
tain at midnight that the sun will
rise  next morning. Presently it
broke across his features, with an ac-
companying rumble of mirth, and 1|
switched.

What other argumentative devices
and enticements | used on Staats are
neither important nor interesting at
this place. All that is worth stat-
ing is that, at the end of half an
hour of desperate but inefficient spar-
ring with him | walked out of the
store completely baffled and defeated.

Three or four little Staats were
playing around on the sidewalk when
I emerged from the store. | had
made friends with them on my pre-
vious trips, and not wholly because
it is a good policy to be attentive
to the children of desired customers.
I have always liked little tots, wheth-
er their fathers keep grocery stores
or not. So | stopped to have a lit-
tle frolic of words with them. | was
in the humor to divert myself as
much as | could from my recent fail-
ure.

Made Friend of Wife.

I was having a little joke with
them when their mother came down
the stairs and out of the street door
beside the store. At the precise mo-
ment of her appearance | was off my
dignity. She found me in a rompish
attitude that suggested to her that
her offspring were taking liberties
with me. “Heinrich! Gretel! Be-
have yourselves. Don’t be so fresh!”
she cried, in good, round Platt-
deutsche.

My heart warmed at the sound of
the tongue | had not heard for so
many years. My old knowledge of it
swarmed back into my memory .“O,
that’s all right,” I rejoined, in the
mother tongue. “It’s my fault; |
started it.” The actual physical sen-
sation of speaking it was grateful.

She looked at me quickly with face
kindled with interest and emotion.

Och! Are you Plattedeutscher?” she
exclaimed, eagerly.

From there we started rattling back
together through the past until we
were once more in the lowlands. A
mutual picture of its diked meadows;
its sleepy canals, poplar fringed; its
quaint houses and villages, like en-
larged toys, with quaint little people
in picturesque dress running in and
out of them like manikins; the yel-
low sunlight soft and tender over it
all, came before us as we rolled out
the mellow words. We succumbed to
the elusive spell of home, giving free-
dom to the hunger and yearning for
our native lands that we had both
learned stoutly to repress.

We found that we had come from
adjacent Bezirks; that we were famil-
iar in detail with the same spreading
landscapes; that we had loitered as
children along the banks of the same
canals; that we had friends whom
both of us knew. We were friends
ourselves in five minutes from the
time we stumbled by a trifling cir-
cumstance into the use of the old
tongue.

In the midst of our brisk, happy,
laughing talk, out came Staats him-
self, to see what had got into his

frau. “Och, Fritz, only think!” cried
Mrs. Staats in Plattedeutsche, “our
friend here is from Utrecht. An old

neighbor. He was friends with our
old uncle there; and he used to play
when he was little with  Matthias,
who married little Hannah of our
town. And so she ran on through
the list of our mutual discoveries
with growing enthusiasm. She might
have been a long lost sister, the way
she went on.

“Schnaaps” the Cryptic Word.

Staats stared from one to the other
without a word until she was out of
breath. In her first pause he leaned
over to me, held a fat hand beside his
mouth, and whispered “Schnaaps!”in
my ear. He drew back with a droll
roll of his head and a wink to ob-
serve the effect upon me of his cryp-
tic word.

| returned the wink and we repair-
ed to the back room to celebrate the
event in appropriate Holland fash-
ion.

Nothing would do but that | must
remain there that day for a big din-
ner that Frau Staats bustled about to
prepare. And to tell the truth | was
pleased enough with the prospect of
a good old Dutch repast. What mem-
ories we invoked about the board
that evening; what jests we had
about our Dutch youth; what mer-
riment and mirth, you would not
care to have me tell you, unless you
are far from home and have met
another outlander; in which case you
need not be told.

When it was all over, and | was
stealing down the stairway to the
street to avoid waking the little
Staats’s, Herr Staats put his chunk
of a hand on my shoulder, leaned
down and whispered in Dutch:
“Snaps? Have you any of those
snaps left?”

Glancing back, | saw through the
shadows the twinkle in the round
eyes and the comical poise of his

head. | had forgotten all about busi-
ness. “Sure,” 1 replied. “Do you
want some?”

You come back in the morning,”
he returned. “You come back once.
We shall see.”

The hat which the sales manager,
picked out for me was a Panama 01
the finest weave. It cost the house
not less than $30, | am certain. But
none of us minded that; least
of all the sales manager. The other
hat, the one my fellow salesman
promised to him who should first
sell Staats, | never collected.

Frank Johnson.

Company’s Earnings Gain When the
Rates Are Reduced.

Surprise has been expressed in
some quarters recently over the con-
tinued advance in the selling price of
common stock of the American Light
& Traction Co., of which the Grand
Rapids Gas Light Co. is a subsidiary.
Some weeks ago the stock was al-
most stationary around 300. Then
came a period of ascension which has
carried it to 393, while there are re-
ports of sales made at 400.

In 1911 subsidiaries of the com-
pany operating in several cities con-
ceded reductions in rates, which re-
duced by approximately $500,000 the
gross earnings. The reduction of
rates, however, is said to have had
the effect of adding a large volume of
new business. This is indicated in
the earnings for May this year, which
are said to show a substantial gain in
net “over the similar month last year.
It is expected the gain throughout
the remainder of the year will more
than offset the loss during the first
four months of the year from the
lower rate.

The advance in price of the com-
mon stock is not wholly credited to
the good showing of earnings, but
according to brokers, is largely due
to the fact that the American Light
& Traction Co., besides paying quar-
terly dividends of 2]/2 per cent, in
cash on the common stock makes a
quarterly distribution of 212 per cent,
of common stock to holders of its
common stock.

These dividends amounting to 10
per cent, in cash and 10 per cent, in

common stock each year, are said
to be the real reason underlying the
upward movement of the stock. On
a price of 400, investors calculate the
revenue from the stock at almost
13 per cent.,, while at $500 a share
the income on the same dividend
basis would be about 12 per cent.
Even at $2,000 a share, the stock, ac-
cording to the brokers, would show
an income of 1 0 per cent., the rea-
son being that every advance in price
of the common stock increases the
value of the stock dividend.

Officers of the company have been
quoted recently as saying that so far
as they know payment of the stock
dividend may be continued indefi-
nitely.

Primitive Men of Giant Stature.

Eleven skeletons of primitive men,
with foreheads sloping directly back
from the eyes, and with two rows of
teeth in the front of the upper jaw,
have been uncovered at Craigshill, at
Ellensburg, Wash. They were found
about twenty feet below the surface,
twenty feet back from the face of the
slope, in a cement rock formation,
over which was a layer of shale. The
rock was perfectly dry. The jaw
bones, which easily break, are so large
that they will go around the face of
the man of to-day. The other bones
are also much larger than those of the
ordinary man. The femur is twenty
inches long, indicating a man of
eighty inches tall. The teeth in front
are worn almost down to the jaw
bones, due, it is believed, to eating
uncooked foods and crushing hard
substances with the teeth. The slop-
ing skull shows an extremely low or-
der of intelligence.

Two For Sure.
De Style—Do you think women  will
take part in the coming campaign?
Gunbusta—I know two that will—
Anna Nias and Molly Coddle.

OFFICE OUTFITTERS
LOOSE LEAF SPECIALISTS

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

1ERICAN BEAUTY” Display Case No. 412-one

of more than one hundred models of Show Case,
helving and Display Fixtures designed by the Grand

Rapids Show Case Company for displaying all kinds

of goods, and adopted by the most progressive stores of America.

GRAND RAPIDS SHOW CASE CO., Grand Rapids, Michigan
The Largest Show Case and Store Equipment Plant in the World
Show Rooms and Factories: New York, Grand Rapids. Chicago, Boston, Portland



18

Unusual Experience of Shoemen—
W e Macfarland’s Story.
W ritten for the Tradesman.
Chapter 1V.

“It’s your time now, Billie,” said
Bud Williams. “Everybody’s had an
inning but you.”

“I'm not much of a story-teller,
friends, won’t you Kindly pass me
up?”

“Not on your life,” replied
liams, “here’s where we all
turn.”

“What | shall say,” began Mr.
Macfarland, the shoe retailer, “is like
Tony’s incident in one respect: it is
not exactly what you would call a
story. It has no denouement to
speak of. But in another way it is
wholly unlike this yarn that Tony
has just spun: it doesn’t leave the at-
mosphere clogged with a sense of
tragedy. For that reason, if for no
other, it will, perhaps, be something
of a relief. Too much tragedy, you
know, is not good for the nerves.
The heavy scenes must be interpolat-
ed with scenes in lighter vein. Other-
wise we are apt to get dippy and do
what poor Chalfont did.

“l am going to tell you about an
interesting customer | had in my
store some two years ago. It was
early in December, and there was a
biting tang in the air. We had had
some flurries of snow, followed by
rain; and then it had gone suddenly
colder. And business was good.
There is nothing like cold rains, sud-
den freezes, snow and consequent
slush to put people in mind to buy
shoes. 1’'d pay more for an abrupt
change in the weather than for a
two column newspaper advertisement
any old day.

“But the weather has no particular
bearing on my story. It merely indi-
cates that there was a substantial
cause for the good business we were

Wil-
take a
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doing in those days. | had two ex-
tra clerks, and | myself spent a great
deal of time on the floor.

“Well, one afternoon an odd cus-
tomer dropped in. | wish I could ex-
hibit a photograph of this fellow. He
is really good enough to go in a
book. He was literally going on his
book. His shoes were tied on his
feet with binder twine; and on one
shoe he had a strip of wood the width
of your hand tied under the shoe to
cover a large hole that had worn
through the sole. His trousers were
corduroys —and certainly antique.
They were frayed' out at the bot-
tom.

“As for his overcoat, there wasn’t
a single button on it. It was tied
about his middle with a rope, and the
ends of the rope hung down about a
foot. He had on an old black, greasy,
soft hat; and there was a tuft of yel-
lowish hair sticking through a hole
in its crown. His face was dirty and
grizzly, and his finger nails were
long, yellow and horny; and the whole
man looked about as vile and un-
kempt as anybody you ever saw.

“When this old man—I call him
old; although | suppose if he had
had a shave, a haircut, a bath and a
new suit of clothes he wouldn’t have
appeared nearly so old—stepped in,
the boys stepped back. Now while I
have caused my salespeople to un-
derstand that they mustn’t, under any
circumstances, make light of the peo-
ple who come into our store, it was
evident none of them were keen to
wait on this old codger. And |
could not blame them. He looked as
if he had come in to beg a pittance.
While he did not appear to be a dis-
sipated man, he certainly did look
like starvation; sometimes starvation
does not appeal overmuch to one’s ol-
factories.

“Not being occupied at the mo-
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ment, | asked the odd-looking cus-
tomer what we could do for him.
And when he indicated that he want-

ed to buy a pair of shoes, | asked
him to be seated.
“‘Something for yourself, | pre-

sume,” and | looked down at his
foot.

“*‘Oh, no,” he replied, ‘not for me;
I don’t need any shoes,” and he grin-

ned in a way that almost gave me the

creeps. T want these shoes for my
danghter.’

“‘How old is your daughter?’ | en-
quired.

“‘Mabel’s 19,” he said. ‘She wears
a4 B’

“*All right,” | replied, and started
after something in a cheap, inexpen-
sive shoe.

“l found several shoes that retailed
at from $2 to 2.50; and asked him
what he thought of them.

“‘D’” you mean to tell me,” said
the old fellow, ‘that these are the best
shoes you carry for women?’

“*‘Oh, no,” | replied, ‘I never said
anything to that effect. You didn’t
ask to see my best shoes. Would
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d’ you ask a pair for the best shoes
you'’ve got in stock? Mabel wants a
pair of patent leather shoes for nice;
she wants a pair of high top tan
shoes for rough, and she wants a
pair of patent leather shoes for street
wear. Now, trot out the best you
have in the house, d’ you hear?’

“This was interesting. The best
shoes | had retailed at $6 a pair. |
have them as high as $10 now; but
at that time $6 per was about as high
as the traffic would stand—at least |
thought it was. | know better now.
We are always learning, you know.

“Well, sir, that old fellow looked at
the shoes carefully, studying the de-
tails of finish, stitching, lining and
pretty much everything else about
those shoes; and finally decided on
three pairs—a modish pair of patent
leather shoes with cloth tops for
‘nice,” a pair of leather shoes with

you like to see something better?’ HO NO RBILT
“‘Say,” said the old fellow, “what SHOES
Become a

“Bertsch” and “ ft.

Hard Pan”

Dealer This Season

Put info your stock our “Bertsch” and “H. B. Hard Pan"

shoes for men and boys.

These lines cover the whole range

of men's shoes from “STANDARD SCREW" work shoes in
all heights, to the finer grades of Men's Dress “WELTS."

You will have the same approval and profit from the

satisfied wearers that all our dealers are enjoying after

their trade becomes acquainted with the fact that they have

these lines.

THEY WEAR LIKE IRON

HEROLD-BERTSCH SHOECo.

GRAND RAPIDS, MICHIGAN

~ From the information at hand we feel absolutely certain that white Nubucks are
going to be large sellers all fall and early winter, hence this will have a tendency to
encourage the wearing of white canvas very late in the season.

We have the following White Goods on the floor which we are offering at greatly

reduced prices:

Stock No. Reg. Price  Reduced Price Stock No.
7579 $1.75 $1.50 3568
7566 1.85 1.60 3550
7565 2.25 1.75 3592
7575 2.25 1.60 3566
3570 1.25 1.00 3584
3569 1.85 1.50

Reg. Price  Reduced Price
$1.50 $1.00
1.15 1.00
2.50 1.75
1.00 .75
1.50 1.00

For descriptions of above refer to our spring and summer catalog, in which all appear
except No. 3592 which is a five-button white Nubuck oxford.

HIRTH-KRAUSE COMPANY
Shoe Manufacturers and Jobbers

Grand Rapids, Michigan
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mat kid top for street wear and a
pair of sixteen button tan grain shoes
for ‘rough.’

And now,’ he said, ‘let me see a
pair of carriage boots.” Gosh, it al-
most took my breath. Was it possi-
ble that this had a carriage? | began
to think that the old codger was
stringing me. And from the way my
clerks peeked at us, | am sure they
were expecting to have a good cne
on me later. But | was determined
to be game until the finish. So |
brought out a pair of carriage boots
They were $6, too.

“‘Now,” said the old man, °‘show
me some silk stockings—two pairs of
blacks, two of tans and two pairs of
blue—best grade you've got. Oh, yes,
to be sure!l Number 9.’

“Now the best silk stockings we
carried that winter retailed at $3 the
pair. He examined them carefully,
and said they would do.

“‘Is that all?” | enquired, glancing
at his feet.

“He smiled—another grewsome, al-
most uncanny smile—and saiL ‘Yes;
that’s all.’

“‘1'd like to show you some shoes

for yourself,” | added, rather tenta-
tively.
“‘Not to-day, pard,” he said; ‘I

don’t need shoes—won’t for a ’oug
time. These’ll do me all this winter
for every day, and I've got a good
pair of cowhide boats for nice. Let’s
see, what is it | owe you? Yes; that’s
just right—$36.”

“What d’you think that old son- >
a-gun did? He reached around to
some old pocket in the back of a
greasy overcoat and dug out an old
fat, oily pocketbook.and opened it
up and peeled off a couple of XX’s
without so much as batting an eye.
The big bills in that old pocketbook
were at least three-quarters of an
inch deep, and tlyit stack of money
looked as if it had been subjected to
hydraulic pressure. There might have
been five hundred in that collection
—maybe five thousand. No man
knows. So you see,” concluded Mac-
farland, “it always pays to act as if
you thought they had it anyhow.”

“Did you ever see the old fellow
any more after that?” enquired Tony.

“Sure -l did,” said Mr. Macfarland,
“he often came into the store. The
fact is we got to be sort of chummy
in a way—not a too intimate way |
dare assure you.”

“He was lich then?—an old miser,
eh?” interrogated Bud.

“When he died, some four or five
years later,” said Macfarland, “his
estate was said to be worth seven
hundred thousand dollars.”

“Then he was crazy!” exclaimed
Bud Williams.

“Oh, | wouldn’t say that,” remon-
strated Mr. Macfarland, “what right

have we to pronounce upon his san-

ity. He just had his little peculiari-
ties. But, for the sake of business,
I'm rather glad the world is not

over-run with people of that type.

If it were, some of us dealers would

have a hard time of it, eh Tony?”
Charles L. Garrison.

Love of applause,is responsible for
jtnany a near actor.
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The Remarkable Change in Selling
Methods.

Boston, July 30—For the first time
in its history the Central Leather Co.
is facing the prospect of 40 cents for
union sole leather. The market at
present may fairly be called 38 cents
for new business. This compares with
a price of 32 cents at the beginning
of the year and 28 to 30 cents Jan.
1, 1911. This is a tremendous ad-
vance is so short a period. The re-
markable thing is that leather prices
have been steadily climbing upward
without a recession since the first of
this year.

With sole leather at its highest in
history it is important to note that
hides are also higher than in fifty
years. There is no precedent for
gauging the present remarkable sit-
uation in the raw material market.

The same general tendency in hide
prices existed through most of 1910
and 1911, but the tanners were then
so over-stocked with leather that they
could not advance prices in keeping
with the upward movement in hides.
To-day there is only a normal stock
of manufactured goods on hand and
the making of prices is in the hands
of the sellers.

Even with the remarkable upward
movement in sole leather since Janu-
ary, prices have no more than kept
pace with higher hide costs. That
there is a profit is due to the fact
that leather being sold is coming from
lower cost hides. On a replacement
basis, the tanners could not quite get
out whole. But the four to s'x
months’ interval between buying the
hide and selling the leather gives lee-
way for further advances. It is the
basis for the emphatic prediction of
leading sole leather tanners that we
shall see 40 cent leather before De-
cember 1.

Axioms of a Successful Salesman.

Always look ahead and strive to
equal the man above you.

The man who starts in at the bot-
tom and learns every detail of the
business is best equipped for a job at
the top.

Neat appearance and a pleasing per-
sonality are big factors in successful
salesmanship.

Always look out for the interests of
the firm. It will pay in the long run.

Tact in offering suggestions to cus-
tomers leads to many sales that would
not otherwise have been made.

Never let a customer go away dis-
satisfied. Successful salesmen do not
have any but satisfied patrons.

Strive to have the highest sales rec-
ord in your department. That is what
salaries and promotions are based on.

Don’t be afraid to do more than you
are paid to do, and don’t shirk re-
sponsibility.

Hard, persistent work, combined
with ambition, honesty, courtesy, and
a pleasing personality, will win suc-
cess in any line of business.

A. L. Kesner.

One of your first duties is to. the
useful business which supplies vour
family with a living. Join the or-
ganizations that will help you de-
fend it.

One Thing Is Sure

You get the EXTREME OF GOOD SERVICE
Together with the GREATEST DEGREE OF COMFORT

You know that
that combination
means a great
deal to you.

TERMS

10% in 10 days.
Net 30 days.

This is No. 2130 @ $2. viyi

Grand RapidstShoe &Rubber ..

The Michigan People Grand Rapids



20

Children in

Economy.
Written tor the Tradesman.

By a blind perversity in our sys-
tem of education we have our chil-
dren put through all kinds of subjects
in the curriculums of study for which
they may never have any real use
whatever; and we neglect to give
them any insight into some of the
most essential things—the things that
they surely will need to know. One
of these is how to use money wisely
and economically, and how to re-
frain from unnecessary and foolish
spending.

The subject is not taught in the
schools. If some far-seeing teacher,
keenly alive to the real needs of her
pupils, should venture to give in-
struction in this important subject
for the space of half an hour a week,
the thing would be so novel, so ut-
terly at variance with conventional
ideas, that likely she soon would be
headed off in her beneficent work by
superintendent or school board.

Receiving no attention at school,
it is of course properly a matter for
home training. But in how many
families of your acquaintance is there
any systematic effort being made in
this direction? Do not parents as
a rule, by their own example and by
their easy indulgence of their chil-
dren in small extravagances, teach
wastefulness rather than frugality?

How many you find who consid-
er it necessary to conceal small
economies or to make explanations
regarding them that are calculated to
mislead.

"I walked down town to-day and
home again when | was through
shopping,” Mrs. Maston took pains
to tell her near neighbor; “I am
afraid of getting fleshy, so I take all
the exercise | can.”

Little Ellen Maston’s sharp ears
were listening to the conversation be-
tween her mother and the neighbor
lady. She knew perfectly well, and
the neighbor as good as knew that
Mrs. Maston's object in walking was
not to reduce flesh but to save car
fares. The effect of the attempted
deceit on the child’s receptive mind
was to make her feel that a little sav-
ing is something to lie ashamed of,
and that the thing to do is to affect
a lofty indifference regarding the ex-
penditure of small change.

If children are to learn the right
use of money, one of the fundamen-
tal things to teach them is to take
pride in saving—not to despise \t
nor conceal it. In many homes a
changed attitude of mind toward the
subject of economy is the thing most
needed to make for financial better-

Training Thrift and
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ment. Do not allow the squandering
of nickels and dimes. Do not squan-

der nickels and dimes yourself. Do
not let the argument, “It’s only 5
cents, Mamma,” or, “It’s only 10

cents, can’t | have it?” influence you
to hand out the money for over-fre-
quent indulgence in candy, ice cream
or other low-priced luxuries.

Bear in mind that spending is
largely a habit. The temptation to
empty our pockets foolishly and
needlessly is before all of us all of
the time. How do you expect your
child to use proper self-restraint lat-
er on, if now in his formative years
he is given money every time he
coaxes for it, and is allowed to
spend it as his passing whim may
dictate?

There is a better way, however,
than constant prohibitions and re-
fusals. In all educational processes
it is better to direct the child, “Do
this way” (giving the correct meth-
od), rather than, “Don’t do that way”
(giving the wrong method). Use
positive measures. Enlist the child’s
own will-power and brain-power on
the side of frugality.

With most children this is not so
difficult as one might think. When
very small each child should have his
allowance, perhaps no more than a
few pennies a week, but a certain sum
of money over which he has control,
with no more restrictions than are
absolutely necessary. As he gets
older, increase the amount so as to
cover clothing, school books, etc. At
first aid him in making selections;
then as he develops judgment let him
buy for himself. He will make some
mistakes but you made mistakes
yourself in your early days of spend-
ing money.

Let him stand the consequences of
his own purchasing. If he selects ar-
ticles for show rather than service,
let him go a bit shabby when the
time comes. If he spends too freely
for pop corn or ice cream, do not
make up the shortage in his funds.
Let him feel it

Interest the child in some systemat-
ic plan of saving for a definite fu-
ture purpose. Saving in the abstract
does not appeal to most children, nor
should it. Miserliness, the delight in
piling up money simply for the sake
of seeing it accumulate, is not a de-
sirable trait in children any more
than in grown-ups. Get the child to
planning what he is going to do with
the money laid by—then he will try
to get the best possible values when
he buys his clothing and shoes, he
will use some care to make them last
as long as possible—in short, he will
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develop along the lines in which you
are seeking to educate him.

We have used the pronouns he and
him in referring to the child, but, of
course, all that has been said applies
to girls just as much as to boys.

It is best to let the child make his
own selection of the object for which
he will save. The boy who wants to
become a merchant will choose to
build up a fund that will one day en-
able him to start in business for him-
self. Another boy will prefer to lay
by for a college education. Buying
furniture for her own room will ap-
peal to the little girl who is a born
housekeeper. A wee tot of only 5
or 6 years will take great delight in
accumulating a little sum of Christ-
mas money.

The idea should not be to cut out
all pleasures and luxuries nor to
thwart a generous interchange on
these among children, but to get the
upper hands of that tendency which
makes money “burn a hole through
the pocket,” and which causes a child
to run for chocolate creams or a
sundae the minute he finds himself
in possession of a nickel or a dime.
Having conquered this tendency,
there is the deeper object of giving
a child an intelligent grasp of the
subject of capital, and of the benefit
which the possession of even a small
amount of means holds for its pos-
sessor.

| have spoken of it as giving chil-
dren an allowance. | confess that 1
am old-fashioned enough to think it
is best for children to earn some of
their money. It is good for every
child to have a little taste of real
work and to know what a dollar is
worth is the only way in which any
one ever really can know—by having
earned it. Only by working for it do
we get a first hand knowledge of
money, and first hand knowledge al-
ways is far better than second hand
or third hand.

I am well aware that having chil-
dren earn money presents some diffi-
culties in the average family. Still
the boy may mow the lawn and do
certain chores about the house, and
perhaps help his father an hour or
so each day in store or office, if the
father has store or office. The girl

can do various light parts of the
housekeeping. Where there is con-
sideiable wealth and servants are

kept and the scale of living is quite
elaborate, it is more difficult to find
a job for the little sons and daugh-
ters of the family. But it is a mat-
ter which should not lightly be put
aside and lost sight of. No child
needs more to know the value of
money than the boy or girl who is
brought up in a home of luxury.
Before closing let me urge teach-
ing children how a small amount ev-
ery day counts up—whether saved or
squandered. Bankers and financiers
know the value of small accretions,
and how interest adds to itself and
accumulates. The people who need
most to know these things fail to
realize them. Moving picture shows
and various other businesses owe
their very existence to the ease with
which most persons part with small
sums of money. A woman writing of
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GRAND RAPIDS BROOM CO.
Mani

ufacturer of
Medium and High-Grade

Brooms
GRAND RAPIDS, MICH.
Your Delayed

TRACE Freight Easily

and Quickly. We can tell you
how. BARLOW BROS,,
Grand Rapids, Mich.

BROOMS

J. VAN DUREN & CO.

Manufacturers of
High and Medium Grade Brooms
Mil) Brooms a Specialty
(53-661 N. Front St. Grand Rapids, Mich.

TOREACHYOUR

MN-HE

Just as Sure as the Sun
Rises

(Jrescej™t

fLOUR

Makes the best Bread and Pastry

This is the reason why this
brand of flour wins success for
every dealer who recommends
It.

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

The quality is splendid, ii is
always uniform, and each pur-
chaser is protected by that iron
clad guarantee of absolute satis-
faction.

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

I CRESCENT

ffiimiiiiu:J
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her system of allowances for her
children told how at one time she
allowed each of her little girls 5
cents a day for footwear. She re-
marked, “This taught us what 5cents
a day means.” By concrete illustra-
tions, by examples readily within
their comprehension, by actual ex-
perience with their own money, see
to it that your boy and girl know
what 5 cents a day means.

Does this training of the child in
thrift and frugality seem a lot of
bother? It certainly does. But you
can hardly expect to educate a child
in any important branch of knowl-
edge without a lot of bother. You
would consider it worth your while
and an object for which you would
be willing to make many sacrifices
to be able to leave to each of your
children a snug little fortune of say
$10,000. Remember that a bequest
often is swiftly squandered, while a
careful training in habits of econo-
my rarely fails to insure lasting
prosperity. Quillo.

Learning How To Slight.
Wrritten for the Tradesman.

Grandma B. always ironed her tow-
els on both sides, and her first ex-
clamation on visiting her newly mar-
ried daughter was, “Mary Jane, this
towel is only ironed on one side!”
How she made ttyj discovery her
daughter could never surmise, for the
fabric was perfectly smooth. But now
the daughter’s daughter only folds
the towels smoothly when taking
them from the line, where they were
hung evenly, and declares that they
are nicer this way. Ditto as to her
sheets and pillow slips, and she has
gathered a lot of medical authority
for the assertion, while the coal man
scoffs at the new fashion which gives
lazy women so much time to swing
in the hammock.

It took two generations to evolve
the plan of not ironing the towel on
both sides, but there are many other
details which are coming more quick-
ly. With all the labor saving machin-
ery the new demands still make work
pressing unless we study for cutting
out the useless details. There, are
no longer shoes needing the pegs
smoothed down, but there are still
plenty of ways for the shoeman to
keep busy. The price tag saves us
from numberless questions, but there
are still many ways which we can

make ourselves useful to the cus-
tomer.
It is a privilege to do this. It is a

duty to ourselves as well as to the
community to study this saving of
time and work where not needed
and transferring the activity along
necessary lines. It may be harder
work at first to find the short cuts,
but the pay in the end is sufficient.
The problem is sometimes general,
again it is individual; but it is sel-
dom that it is not with us. Wb are
spending time and fuel pressing out
the creases on both sides when the
garment may as well or better be
neatly folded and put away. We are
wearing ourselves out in the serving
which brings little or no result when
by directing the same energy into
another channel it would mean both
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progress and profit. We must learn
how and what to slight while learn-
ing how to do; and this slighting is
really an important factor.

Bessie L. Putnam.

Clothes for the Business Girl.

Of course the one piece frock and
the shirt waist and skirt are our main-
stay, and neatness is our greatest sar-
torial virtue. But, these things being
said, there is much more in the subject
of the business woman’s clothes.

Consider first our handicap. Where-
as our stay-at-home sisters can have a
seamstress in the house, or can stitch
up their own blouses, or can take the
time to wrestle with the dressmaker, we
can do none of these things because
of our office hours. At least, if we do
them we must do them hurriedly and
in the evenings, when we should be
recreating or resting.

I know exactly what it means to leap
away from the office at 5 o’clock pre-
cisely and hurry away uptown—why do
dressmakers always live in such in-
accessible spots?—and stand for fitting,
and then get home late for dinner and
utterly worn out. The climax usually
comes when the stay-at-home sister
produces a darling little hand made
blouse when she has just leisurely fin-
ished.

If we eschew the dressmaker, there
is the shop with its ready made things,
which, be they ever so lovely, are never
quite light under the arms and are al-
ways too large in the cuffs. Of course,
if you are the possessor of an absolute-
ly perfect figure with the symmetrical
measurements of the beautiful wax
ladies in the windows, the ready made
blouse or frock is a joy to you. Alas,
I am one of the great majority to
whom the ready made is always an
unsatisfactory makeshift.

I know one business woman who
dresses always well and always with
an effect of great smartness. | asked
her how she did it. And | have put
some of her precepts into practice for
myself.

Fiist of all, she goes to as good a
tailor as she can afford and buys one
suit a year. She always has her suits
cut in exactly the same way—a habit
back skirt, opening at the side front
with invisible hooks and with a belt of
the same material stitched on; walking
length, of course, but always severely
plain, whether plaits or gathers or bands
are worn or not.

The coats are plain, too, varying in
length as the styles demand, but always
semi-fitting with mannish sleeves and
revers. The buttons are bone, for cloth
buttons, even the best, wear shabby
soon. There is never any braiding on
her suits nor trimming of any sort,
though in their second year they are
sometimes freshened with cuffs and
collar of velvet.

A plain, well cut suit like this al-
ways looks well, is just as smart the
second year as the first, and has noth-
ing about it to get shabby and dowdy.
It is needless to say that she always
chooses inconspicuous materials, gray
cheviot, black and white tweed, blue
serge,, and the like—things which never
go out of style, but are always worn
by the best dressed women.

She usually has two hats, one small

and smart, the other a medium size
and trimmed elaborately, but not so
much so that she can not wear it to
her office. It is for the times when she
can not take time to go home to dress
when she is going out to dinner or the
theater. Her gloves are always heavy
and dark, except when she wears wash
leather and those, of course, she can
wash herself.

Her blouses are, to my mind, her
greatest triumph. She gets white dotted
swiss and striped dimity and has them
made up into semi-tailored styles for
summer. For winter she has two
blouses, one of crepe de chine, which
is so easily cleaned and another of
satin, both to match her suit. With a
velvet bow for her throat, which
matches the cockade on her hat, or
perhaps either a string of coral or
amber beads, she is always well and
interestingly dressed.

The point is this—she knows what
she wants and gets it and gets nothing,
more. She saves her money for books
and concerts and theaters and travel.
It may not be especially exciting to

one’s feminine love of finery to buy
clothes in this studied and scheduled
vay, but the result is decidedly worth

while. Alice Mason.
Layman’s Definition.
“What is a court of last resort
Pa?”

“Courting an old maid.”

Up-to-date Stores use
THE BEST DUPLICATING

SALES w BOOKS

Made of good BO O K paper, not print
1roe0FF IN TOWNS WHERE WE HAVE NO
1o AGENT. WRITE FOR SAMPLES TO

MIDGARD SALESLIP CO. STOUGHTON, WIS.

Also manufacture Triplicate Books. Carbonized
back Books. White and"Yellow Leaf Books.

139-141 Monro- St
Both Phonos
GRAND RAPIDS* MICH

W e Manufacture

Public Seating

Exclusively
ChUI’CheS We furnish churches of all denominations, designing and

buildin

to harmonize with the general

architectural

scheme—from the most elaborate carved furniture for the cathedral to the

modest seating of a chapel.

SchO OIS Thj I?*:14¢”at we have furnished a large majority of the city

_and district schools throughout the country,
for the merits of our school furniture.

. speaks volumes
Excellence of design, construction

and materials used and moderate prices, win.

Lodgg ‘H7uI!s .

quirements and how to meet them.

?Pecialize Lod«e. Hall a.
ur long experience has given us a knowledge of re-
Many styles in stock and built to order

Assembly seating.

including the more inexpensive portable chairs, veneer assembly chairs and

luxurious upholstered opera chairs.

Write Dept. Y.

fimerican Seating Company

215 Wabash Ave.

GRAND RAPIDS

NEW YORK BOSTON

CHICAGO, ILL.

PHILADELPHIA

Good Things to Eat

Jams

Fruit Butters

Table Sauces

Jellies

Preserves Mustards

Vinegars Catsup

Pork and Beans

Pickles— OF COURSE

HIGH GRADE FOOD PRODUCTS

M.Pickle of Michigan

Made “Williams Way”

THE WILLIAMS BROS. CO. of Detroit

(Williams Square)
Pick the Pickle from Michigan
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Why the Farm Eggs Are So Often
Poor.

Why is it that the quality of eggs
is so universally inferior in the city
markets?

The dealer shuffles the blame off
on the cold storage man, or the com-
mission man, and too often the real
one to be blamed goes scot free.

The farmer, with his lax methods
of producing eggs, is doing more to
ruin the reputation of the product
than anyone else. | am a farmer and
know whereof | speak. | am not
writing this to knock the farmer, but
for the purpose of getting at real
facts and if possible to help solve
the stale egg problem.

The farmer is careless in his meth-
ods of production and in keeping his
eggs. The greatest faults that can
be charged against him are his care-

less and lax methods in gathering
eggs. Many farmers let their hens
lay around in barrels, boxes, horse

mangers, hay mows and in the rub-
bish and weeds about the buildings.
They do not gather the eggs until
they need them for cooking, or when
they want to buy a gallon of kero-
sene or a few pounds of sugar. The
housewife goes out, looks in all plac-
es where there is a possibility of there
having been a hen's nest. The good,
fresh eggs are used in her baking,
and the discolored ones and those
that are doubtful go to the country
merchant. In making her rounds
there are probably a half dozen hens
that she “shoos” off nests. She thinks
their eggs are still all right for the
hens were not sitting on the eggs the
last time she made her rounds, and
these, instead of being kept for home
use, go to the local grocer. The par-
ticularly doubtful ones get a little
cleaning to make them pass muster,
and those that are fairly good aside
from appearance are neglected.

The country merchant tolerates

these eggs, sometimes pays all he
is able to secure for them, and in

some cases loses from 1@1% cents
a dozen in localities where compe-
tition is keen. He wants to hold

the trade of egg producers, so he pulls
down from his shelves good, fresh
food, guaranteed for their quality,
and exchanges staples in which there
can be no deterioration in quality un-
der ordinary handling. These eggs
are counted out in cases. Many mer-
chants seldom sort eggs, and, if they
do, they too often let eggs which look
doubtful pass the line and go into
the case of guaranteed goods.

The buyer takes these eggs, sorts

them, assumes the responsibility of
loss or gain, and in the latter case
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the gain shows no great profit for
the chances taken and the effort ex-
pended. There are checks, broken
eggs, eggs partly hatched and decom-
posed eggs that have to be sorted
out, and when the eggs that are left
go into storage, they fall short of
the product the farmer could have
sold to his grocer if he had used
methods which the average business
man would have only characterized
as lax. The storage plant can not
altogether check the processes of ruin
when once started, any more than
could the old hand break stop an ore
train on down grade.

These processes often start, too, in
the kitchen, where eggs are kept from
week to week or until the farmer
will find it convenient to barter his
produce at the country store. There
is generally a red-hot stove in one
corner of the room, and the eggs
stand in a pail in another, subject to
all changes of temperature from in-
cubation down to refrigeration. They
are sometimes kept on a porch where
the dampness of night and of rains
affect their quality. Some farmers
keep their eggs in the cellar subject
to dampness, foul air and foul odors.
Even though eggs are gathered daily,
which should always be done, and in
some seasons of the year twice a
day, care should be taken by the
farmer in keeping his eggs in sani-

tary surroundings. To accomplish
this the merchant, the commission
man, the storage man, the packer,

the retailer and the consumer must
do team work to secure the best
quality of product.

While in the newspaper business |
knew a buyer who used publicity as
a means of educating the farmer to
produce better eggs. Every few weeks
he would call in a reporter, give an
interview on market conditions, and
in the interview he would drive home
the fact forcibly that the farmer must
depend on his eggs for revenue, and
the price of eggs was either higher or
lower than a year before and the
product must be gathered and han-
dled to save loss. He frequently gave
out interviews on the reputation his
eggs have earned in the Eastern mar-
kets, and producing fine eggs and get-
ting them to the dealer or to his
plant in first-class condition meant
higher prices for his brand. People
became interested in their product,
and he considered that he was re-
paid in the better quality of eggs,
even though he had paid advertising
rates for the free interviews given
him, and, besides, it brought him be-
fore the people.

The only solution | can conceive
of is that of publicity. Advertise the
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fact that good eggs are demanded,
and that it means better prices and
more steady markets for the farmer,
and develop in him the same pride
in his product that a manufacturer
has in his output. Induce him to put
his best effort into it, tell him how
paying it is, and, when a farmer
turns in a fine lot of eggs, see that
a little item goes to the local papers
about it. W alter Jack.

There may be just as good fish in
the sea, but the sea is so large.

Rea & Witzig

PRODUCE
COMMISSION
MERCHANTS

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

Established 1873

Liberal shipments 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 Butter 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.

EEal
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Electric
Day Light Egg Tester

Protect yourself by testing eggs. Sell-
ing rotten eggs is unlawful. The Electric
Day Light Egg Tester is the best testing
machine on the market No danger of
fire. Always ready. The merchant can
candle his eggs and watch the store at
the same time.

CONSTRUCTION

THE ELECTRIC isrun by a 4-Candle Power
Mazda Lamp. Hugh Amperage battery which,
with ordinary use.” will last a year. New bat-
teries may be secured from us at'any time on re-
ceipt of $1.00 -actual cost. Lamps 50c.

THE ELECTRIC is automatic. Light is on
only when egg is being tested.

You can turn the egEs from the tray into an
g9 casek, basket or pick them out and put them
na sack.

Every egg goes under a magnifying glass, thus
detecting ‘any imperfection™at "a glance and—
"time is‘'money."

You can determine the age of an eg? ba/ the
way it is settled in the shell. You can also detect
a moldy or rotten egg.

PRICE—Imitation Oak or Mahogany, $10

This E%% Tester can be furnished for electric
current at the same price.

_To parties sending cash with order and men-
tioning Michigan Tradesman will prepay freight.

S. J. FISH & CO. Jackson, Mich.

(s)®IK

Mild Cured

Hams and Bacon
100 per cent Pure

All-leaf Lard

If you are not a customer and you
want something that will please your
customers and bring them back again
drop a line to our nearest salesman,

Ludington, Mich., F. L. Bent

Grand Rapids, W. T. Irwin, 141 Lyon St. N. E.
Kalamazoo, H. J. Linsner, 911% N. Burdick
Lansing, H. W. Garver, Hotel Wentworth
Adrian, G. W. Robnett, Hotel Maumee
Port Huron, C. B. Fenton, Harrington Hotel
Saginaw, W. C. Moeller, 1309 James Ave.

St. Johns, E. Marx, Steele Hotel

W rite to-day

Cudahy Brothers Co.

Cudahy-Milwaukee
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BOOSTING VS. KNOCKING.

Distinguishing Characteristics of the
Two Classes,

Evansville, Ind., July 22—While |
was reading last week’s issue of the
Tradesman 1 ran across the follow-
ing, “If you can not boost, don't
knock,” and 1 thought it was very,
very good advice. But how are we
to know what is boosting and what
is knocking?

If we are doing what we know
from our personal experience is the
right thing and another fellow comes
along and thinks we are wrong, who
is going to settle the question?

We are in a progressive age and
we have many things to consider and
the only things that should govern
us are those that we have had per-
sonal experience with.

If we have had personal experience
in this or that and we have thought
the matter over for a number of
years, we should govern ourselves by
what we have found in this experi-
ence, and if we boost this experience
in an honest way, we will gain more
experience and learn more facts con-
cerning these progressive things.

If we have been honest in boost-
ing what we know it right, and if we
are real sure we are right, because
we had personal experience, is it not
right also to knock on any man who
tries to prove that we are all wrong?

The biggest question before each
individual to-day is, Do | know my-
self? The greatest trouble among
business people is that they are al-
most all trailers. They live and move
by mental storage batteries and do
not try to build around themselves a
power house of their own. When
great questions arise, they fall back
on their storage batteries and try to
make the power house believe that
it is knocking, when in fact, if it
were not for the power house the
storage batteries would not be here.

When the best people in all com-
munities learn that they are fed by
mental storage batteries, which are
made by the money trust, they will
wake up and not kick at the men who
are really and truly boosting their
cause.

There are a few men in this coun-
try who know what suggestion will
do for a man who will not think for
himself, and these fellows are send-
ing out more suggestions that are
against the general interest of the
people than most of us have any idea
of, and these suggestions | wish to
call “mental storage batteries.” These
batteries are manufactured in the
form of books, papers and men who
travel from place to place, and if we
are not very, very careful all of us
are going to be overcharged, and
when in this condition we will not be
able to know what is'going on.

If a man is overcharged with one
of these storage batteries, how can
he decide whether a man is boosting
or knocking?

There is only one thing left for the
good people in each community and
that is for them to work together
and in harmony with one another on
general principles as to what is best
for the whole community, and do this
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in a material way and according to
the judgment of those in the com-
munity who have had the most per-
sonal experience, and not listen to
any one who they know has not had
any experience in that community.

When every man begins to think
for himself, and permits every other
man to do the same thing, we will
have better men and less knockers
and a better community, for no com-
munity can be better than the peo-
ple who live in it.

If you have a knocker in your
community, study him and see what
he has “up his sleeve,” and if he is
a selfish fellow who is trying to
make you believe as he does, on
things that you can not experience
with your own hands, do not listen
to him. But if a man should hap-
pen to come into your community
who will say, “Come on, boys, I’ll
show you how to make a beautiful
city—one that will benefit every per-
son who lives here”—Ilisten to him,
and if he goes to work, work with
him, but if he does not show any
signs of work himself, and he simply
stands around and does the bossing,
you had better open your eyes and
see what’s behind him. If you can
not see what he is driving at, drive
him out of your community.

We are spending too much money
on fellows who talk about what they
“believe” and not on what they
know.

If you “believe” you are spending
your time and money right, we can
not complain, but it is a mighty fine
thing to know what you are getting
for your hard earned money, and if
you want to run your community on
business principles, be sure you know
what you are fussing about, and
what you spend your money for.

Edward Miller, Jr.

He Knew.

The owners of a certain farm had
butter and eggs brought them daily
by the daughter of the farmer. A
trained nurse had a case at the own-
er’s ihome. One day the farmer’s
wife and daughter were discussing
this, when the little boy, who had
been listening, said: “Rita, if | go
with you to-morrow, will you show
me the trained nurse?” The girl said
she would, and the next day he ac-
companied her. The nurse came in-
to the kitchen, said a few words to
him, and went out. He ran home at
once, and arrived breathless. “Moth-
er,” he cried, “the trained nurse is
nothing but a girl!”

Suet No Good Without Skewers.

Ah English butcher reports the
following:

The other Saturday a girl came to
my shop and asked for 5 cents’ worth
of suet, “must be beef,” adding in
the same breath, “Mother said could
you give her two skewers ” | did not
oblige the young lady and the suet
was returned with the astounding re-
mark, “Without the skewers the suet
was no good, as mother wanted them
to skewer up a fowl.”

Is your station agent working for
the mail order houses? He has his
temptations, you know.
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Grocer Finds Customer Waiting.

Adolph Gluck, a Saginaw grocer,
was greatly surprised when he arriv-
ed at his store Wednesday morning
to open up to find the door was open,
and still further when, upon enter-
ing, he discovered one of his custom-
ers standing on a scale weighing him-
self. In reply to his questions she
told him that she found the door
wide open and, supposing that the
store had been opened already, that
Mr. Gluck had stepped out for a mo-
ment, she had come to make purchas-
es. It was the opinon of the police
that the door was left unlocked acci-
dentally and that the storm forced it
open.

An ounce of scarce is often worth
a pound of persuasion.
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Use

Tradesman Coupons

Egg Packers Attention

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.



24

Mlchlgan Knl%hta of the Grip

President— aswell, Detroit.
Secretary—Wm J. Devereaux Port
Huron.

Treasurer—John Hoffman, Kalamazoo
Director»—F. Da_ly Jackson;
Phillips, Lapeer Hurd, DaV|son
H. P. Goppelt, Saglnaw J. Q. Adams,
Battle Creek; John D.' Martin, Grand
Rapids.

Grand Council of Michigan C.

Grand Counselor—John Adams Bat-
tle_Creek,

Grand Junior Counselor—E. A. Welch,
Kalamazoo.

Grand Past Counselor—Geo. B. Craw,
Petos &/ i
Gran Secretary—Fred C. Richter,

Traverse City. o
>rand Treasurer—Joe C. Wittliff, De-

Conductor—M. S. Brown,
Page—W. S.

Sentinel—F. J. Moutier, Detroit.
Chaplain—C. R. Dye, Battle

Grand Executive Commlttee—.]ohn D.
Martin, Grand Rapids; Angus . Mc-
Eachron, Detroit; James Burtless,
Marquette J. C. 'saunders, Lansing.

Sagi-
Grand Grand
Rzg)lds
rand
Grand
Creek.

Lawton,

Wafted Down From Grand Traverse
Bay.

Traverse City, July 29—Our local
Secretary, Harry Hurley, now cov-
ers this territory for the Manistee
Milling Co., of Manistee. There cer-

tainly must be some dough in this
job and we wish you success.

Tony Elenbaas, of the firm of
*he Elenbaas Toering Co., of Lu-
;as, has contracted for a diving
suit to go fishing in hereafter. Sandy

Taylor tells us that Tony certainly
took an awful ducking. We think that
the bottle of snake bite dope that
Sandy had had something to do
with it.

Another attraction at our picnic
will be the Godfrey family, of Grand
Rapids, who has promised us to be
here and we assure you that you are
welcome.

Clark Williams, of Grand Rapids,
now carries a line of drugs and sun-
dries for the Brundage Co., of Mus-
kegon. Fred Castenholtz, who form-
erly covered this territory, now has
been promoted to the management of

the same concern. Congratulations,
boys.
We understand that the famous

Walter K. Plumb, of Grand Rapids,
favored the members of the fishing
party of Tustin with a nice letter of
appreciation for the favors extended
while on a recent fishing trip, but the
boys are at a loss to know whether
this letter is not intended as an ap-
preciation for saving his life after he
fell into the drink. We have promised
te say no more.

Traverse City Council, U. C. T,
held its regular meeting last Satur-
day night and E. C. Lowing, Mussel-
man's salesman, was added to our list
and was there to defend his good
name. Our Senior Counselor favor-
ed us with a detailed report of our
last Grand Council meeting, to which
he was a delegate, and we wish to
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compliment him on rendering such
a favorable report. He also closed the
meeting with a few chosen remarks
for the betterment of our Council,
which were well taken. If the work
in the Council chamber continues,
rituals will soon be a thing of the
past, for nearly all the officers have
their work memorized. Glad to see it,
boys.

More arrangements have been made
for our picnic, which will be held Sat-
urday, August 10, and from the ex-
pression of the boys last night we
will be obliged to get extra accommo-
dations to carry the crowd. Well,
that is what a picnic is for—to have
a good time—and we know the com-
mittees have spared no effort to make

this one a huge success. Everybody
welcome.
We do wish that Ray Thacker

would use the word deceased instead
of diseased in the Council chamber
when referring to our departed mem-
bers.

Once more the Grim Reaper has
visited our fold and we exceedingly
regret that Charles Faust has been
called to the Great Beyond. The
family has the heartfelt sympathy of
all the boys.

Traverse City Council, in session
Saturday evening, unanimously adopt-
ed a vote of thanks to Mr. E. A.
Stowe, of the Tradesman Company,
for so kindly donating these columns
to the boys, and we only wish that
more councils would fall in line, for
he is certainly trying to do all in his
power to assist us—and always has.

At last our dear friend, Frank W.
Wilson, has promised to send in $1
to the Tradesman office for one year’s
subscription. We have understood
that you were a regular reader, but
not a subscriber.

Can anyone explain why Claude
Lawton, Voigt’s flour salesman,
should be obliged to pay $1 to lead
a camel down the streets of Manis-
tee? Dad says you're easy.

About the biggest booster we have
for our picnic is our postmaster,
F'rank Friedrich. Frank was there
with the goods last time and we be-
lieve he is trying to set a new pace
this time. Well, Frank, every one of
us appreciates it.

Grand Counselor Adams will make
us an official visit on Feb. 21, 1913,
so the Council decided last evening.
Welcome, John, we’ll be with you.

Billy Rademaker, the genial clerk
of the Briny Inn Hotel, of Manistee,
was the only person who complained
of a severe headache and that our
seats were awful hard after the ball
game, when the score stood Traverse
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City 2 and Manistee 0 at last Sun-
day’s game.

Archie Jourden attended the Cadil-
laqua at Detroit this week and viewed
Belle Isle from the top of the Ma-
jestic building. L, D. Miller also at-
tended the great water fete, but, we
will take it for granted, in the morn-
ing.

Clement T. Lauer, blockman for the
International Harvester Co., came
very near meeting with a serious ac-
cident while demonstrating one of
its auto buggies at Rapid City last
week. In some manner he lost con-
trol of the car while crossing the
Rapid River and the car plunged off
the bridge into about twelve feet of
water. The bridge is about eight feet
above the water so it made it doubly
dangerous, but he escaped with only
a severe ducking and tickled to death
that he is here to tell the story.

Fred C. Richter.

What Salesmanship Really Means.

It means ability, reliability, truth-
fulness and a .thorough knowledge of
merchandise.

A successful salesman analyzes and
studies the selling points concerning
the goods he is handling.

He is able to “size up” the per-
sonality of the prospective customer.

He studies the temperaments of pa-
trons and knows at a glance how best
to approach them.

Too much “selling talk” has spoil-
ed many sales. The good salesman
knows the psychological moment to
quit talking and close the sale.

A real salesman always creates the
impression that he is an expert in his
line. It gains him the confidence of
customers.

Permanently pleased customers are
the best evidence of successful sales-
manship.

Customers should be treated as
courteously as if they were guests in
a private home.

Never make the statement that
goods are “all wool,” unless it is pos-
itively the truth.

It is a good slogan to make an “all
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wool” selling talk and have it back-
ed up by “all wool” goods.
W alter Lytton.

He who lends money without se-
curity borrows trouble.

G. J. Johnson Cigar Co.

S.C.W. El Portana
Evening Press Exemplar

These Be Our Leaders

BOYS! BOYS!

Stop at

ARBOR REST
PENTWATER, MICH.
New Beds Entirely Refinished—Individual Towels

BOYS!

Chase Motor Wagons

Are kuilt in severe' S|zes and body style*. Carryinr

t&/ofrom 4,000 pounds. Prices from $750
te $2 00 Chase Motor Wapons in use.
Writ* fer estates—

Adams & Hart )
47-49 No. Division St., Grand Rapids

Chicago Boats

G. & M. Line
Every Night
Fare $2

Holland Interurban Qn m
Boat Train at........ UjJdollle

Ramona

ALWAYS DELIGHTFULLY COOL
Master Gabriel and Al Lamar
“Little Kick”

Master Gabriel has made millions laugh with his characterizations of
Buster Brown. Little Nemo and Little Jack Homer.

Six Other Big Acts

Matinee daily at 3:00

Prices: Matinee 10c and 20c:

Box office:

Evenings 10c. 20c and 35c.
Citizens 1321. Bell M 350.

Evenings at 8:30
Few seats 50c.

Seats on sale downtown at Peck’s Drug Store.

Beautiful New Ramona Dancing Academy open every evening,
except Sunday, from 8:00 until 11:00
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Grand Rapids is on the Map Again.

Grand Rapids, July 30—Bill Love-
lace was in Muskegon one day last
week, and he had to talk so hard in
his attempt to convince R. H. Mann
his line of machinery was the best
that he had to take his teeth out to
give his face a rest during his conver-
sation.

The Knight Hotel, at Kalamazoo,
is certainly giving the boys their
money’s worth. They do not seem to
care how many baths a fellow takes
and these baths are gratis. Not satis-
fied with this, they furnish an attend-
ant to rub you down.

H. Fred De Graff has returned from
a five weeks’ trip over in Wisconsin
and Minnesota. He reports business
very good.

The repairs on the American Hotel,
in Kalamazoo, will be completed in
a couple of months. Cheer up, Boys!

Just a line to remind you of our pic-
nic Aug. 17, Manhattan Beach. Don’t
forget your basket and kids.

Out of 425 members we ought to get
enough items to write a book.

Important meeting Saturday Aug. 3,
7:30 p. m. Try and be on hand.

Invite your friends who are traveling
men and their wives to our basket pic-
nic Aug. 17, but they must be travelers.

Don’t put off bringing that candidate
down to our meeting Saturday night.
Do it now before the picnic.

We have inside information: Harry
North is on the water wagon. Only
one bottle of milk since last week Mon-
day, and his wife is in the country.

E. A. Clark, better known as “the
banana kid,” formerly with Casabianca
& Son, has changed his line to cigars
and tobacco for the Woodhouse Co., but
we will get lemons for the picnic just
the same.

Harry Winchester of the Worden
Grocer Co., and his wife are spending
a week or ten days around Chicago and
Milwaukee. Harry well deserves a rest,
as he is always on the job, day in and
day out.

We understand Bill Drake has a pro-
motion with the Woodhouse Co., so he
now lays aside his bag and sample case
to devote his entire time to the office
end of it

Geo. Benton, representing the Worden
Grocer Co., went fishing one day last
week with his father-in-law to Gull
Lake. The idea was to teach pa-in-law
how to fish. Geo. claims to have ac-
complished the job. He caught 97 of
the 100 fish.

E. A. Bottje is also some fisherman.
He and his family went to Grand Ha-
ven just to lose a bunch of keys. Just
as if the water in Grand River wasn’t
deep enough.

C. H. Lee recently accepted a posi-
tion with the Singer Sewing Machine
Co. He formerly peddled flour.

Have you mailed your new address to
the Secretary? It is very important
that you do this at once. Our Secre-
tary would like these now, so he can
get his address-o-graph in shape, but
he can’t do anything on it until he gets
all the new numbers, etc. You all have
an assessment due Aug. 14, so make it
a point to fill out the line on your card
or tell him your new number. This is
a mighty small item for you to do and
it means much to Harry. Get Busy!
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Judging by the large representation
of the members of Grand Rapids Coun-
cil, No. 131, at the automobile races
Saturday afternoon at Comstock Park,
traveling men like something swift. Bill
Godfrey semed to be about as busy a
fellow, as you could find, at the races
and raked in nearly as much money be-
ing in charge of Folgers soft drink
stand, as the fellows at the entrance
gate, who were collecting one dollar
per. Bill is not a member of No. 131,
but a good live member of Traverse
City Council, No. 361, and is now living
in Grand Rapids, and will some day
come into our fold, but just remember
you -are more than welcome at our
meetings, and, by the way, the next one
is Saturday August 3.

E. A. Clark and family have given
up their apartments at the Hotel Hermi-
tage and have gone housekeeping. They
have moved to the “Three Oaks”. Mrs.
Clark will now cook E. A.’s meals.

Our past Senior Counselor, Homer
R. Bradfield, has resigned his position
with the National Biscuit Co. and will
now represent the Woodhouse Co. with
a complete line of cigars and tobacco.
We wish you success, Bro. Bradfield.

Brother White, a member of Mus-
kegon Council No. 404 was buried Fri-
day. He had been ailing for the last
couple of years. The members of No.
131 extend their sympathy to our late
brother’s family.

Even the electric button has to be
pushed. Let’s all push one or two items
into this column.

One of our U. C. T. boys writes
me that he is out of a job and would
like to secure a position on the road.
He is steady and reliable and can be
depended upon to meet any trust
reposed in him. He has been selling
heavy machinery but is not particu-
larly concerned as to the line, be-
cause he is an all around man. Any
of the boys who happen to know of
a vacancy will confer a favor on our
frater by dropping me a line.

J. A. Keane.

Travelers Aid Hungry

Lad.

A rather pathetic incident occurred
on the Lake Shore afternoon passen-
ger train from Adrian Monday. A lit-
tle lad no older than 8 years got onto
the train at Lenawee Junction and
took a vacant seat in the smoking
car. He was noticed to make sev-
eral trips to the water cooler, but fail-
ed to find a cup in which to quench
his thirst. Several traveling men no-
ticed the boy and wormed out of him
the sad story that his father and
mother had separated and his mother
had sent him with barely enough
money for his car fare from Gary,
Ind., to Detroit; that he had had noth-
ing to eat or drink since the after-
noon previous and he was beginning
to feel sick and faint. He was poor-
ly but cleanly dressed and answered
the questions in a manly manner. It
is needless to say that when he reach-
ed the depot at Monroe he was well
fed and that when he got into Detroit
that he had money with which to
pay for a night’s lodging and get
something to eat as well, as the trav-
eling men got busy and passed the
hat for the little fellow.

Commercial

Honks From Auto City Council.

Lansing, July 30—Brother James
F. Hammill has been appointed Dis-
trict-Deputy. It is hoped that in the
discharge of his official duties our
Council will not be neglected as
much in the future as it has been in
the past.

Brother Ward Hill, of the Michi-
gan Bridge & Iron Co., reports an
excellent business so far this season.

It is now reasonably certain that
the Emerson Brantingham Co., man-
ufacturer of threshing machinery
and farm implements, will soon es-
tablish a sales branch in Lansing.

Brothers M. L. Moody and John
Dailey have been appointed members
of the Grand Legislative Committee.

Brother P. G. Plummer is erecting
a large three-story brick building
near the Lake Shore deport, to be
used as a warehouse in connection

with his rapidly increasing imple-
ment business.
Our Senior Counselor is anxious

for a large attendance at our regular
meeting next Saturday night. Im-
portant matters will be considered
and the District Deputy has promised
to be present.

Two of our fun-loving counselors
recently registered at Saginaw, and
during the evening’s amusements
“met up” with a professional rope-
trickster. A Suitable place was
found and each invited to bind the
professor just for the fun of seeing
him work out of it. The first suc-
ceeded in keeping him busy for thirty
seconds only. The second being
somewhat wiser with the ropes and
benefited by the experience of the
first, so arranged the loops and knots
around the professor’s body and
limbs, that nearly two minutes of ap-
parent (?) exertion was futile. At
this point a wager was offered and
promptly taken. Encouraged by the
sight of easy money the “Trickster”
came out of it in a few seconds.
W ithout sobbing over the loss of a
little change, but anxious to gain
further experience in this kind of
entertainment, it was proposed that
the professor bind this second broth-
er, which was done very quickly.
Immediately it was found that what
he knew about loops and knots had
suddenly vanished from his memory
and he was allowed to ponder in
bonds for nearly two hours before be-
ing released and then only through
the intercession and final threats of
the first brother. Further informa-
tion concerning this escapade can not
be had by asking Brother A. E.
Krats, whom we understand was a
witness. H. D. Bullen.

A Horse on Richter.

Traverse City, July 30—Those of us
who know Fred Richter, Jr., insist
that he is one of the best fellows in
the world but, like all good fellows,
he sometimes makes a mistake. My
attention has been called to the fact
that he recently incurred a 25.cent
indebtedness at the P. M. restaurant
which he has not yet liquidated. The
proprietor of the restaurant deemed
him entirely good and the boys are all
hoping that Fred will soon come
across and square himself,

While he is about it, Fred ought to
straighten up another 15 cent bill at
McBain. This has been in arrears for
sometime and, if | remember right-
ly, his attention was called to it in the
traveling men’s department of the
Tradesman some weeks ago. | am
not fully advised as to the character
of this claim, but | understand it is
a just one and | presume Fred will
gladly liquidate it, now that his atten-
tion is brought to it in a forcible man-
ner for the second time.

A Traverse City correspondent
writes s follows:

Fred Richter is an all around good
fellow but there is one branch of
business in which he is especially
proficient and that is in measuring the
extent and variety of the hay crop.
Some of Fred’s friends may not know
what this refers to, but the traveling
men who reside in Traverse City are
perfectly familiar with the situation
and all will pay tribute to his remark-
able experience in this particular di-
rection.

His Sudden Change.

A traveling man was at Bellport ant
wanted to go across the country tc
Fowlerville, and the postmaster told hin
that old man Taylor was going to driv<
over and might give him a lift.

“He sure will if you hit him right,’
added the official.

“How do | want to hit him?” was
asked.
“On his religion. He’s a howling

Baptist and has no use for a man ol
any other creed. Let him know thal
your creed and his is the same and
he 1 be glad to drive you over for
nothing.”

The traveler hunted up Taylor and
asked for a seat in his vehicle. The old
man looked him over and then asked:

“What’s your religion?”

“Why, | lean to the Baptist.”

Oh, you do? Then | don’t want you
in my buggy!

But I—was told that you—you—"

“You were told that | was a howling
Baptist, and so | was up to midnight
last night. Then | saw the error of my
ways and changed to a howling Meth-
odist, and if you want to go over to
fowlerville you walk there!”

On the Safe Side.

A commercial traveler at a railwa;
station in one of our Southern town
included in his order for breakfas
two boiled eggs. The old darkey wh(
served him brought him three.

Uncle, said the traveling man

why in the world did you bring mi
three boiled eggs? | only orderet
two.”

Yes, sir,” said the old darkey
bowing and smiling. “lI know yot
did order two, sir, but | brough
three, because | just naturally felt da
one of dem might fail you, sir.”

Their Feeling.

“Well, old sport, how do you feel?
I've just eaten a bowl of ox-tail
soup and feel bully.”

“l’ve just eaten a plate of hash and
feel like everything.”

Yes,” said a sad faced woman, “I
know there is such a thing as a per-
sonal devil, for I married him,”
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Michigan Board of Pharmacy.
President—Ed. J. Rodgers, Port Huron.
Secretary—John_J. Campbell, Pigeon.
Treasurér—W. E. Collins, Owosso.
Other Members—Edwin T. Boden, Bay
City; G. E. Faulkner, Delton.

Michigan State Pr%_armaceutical Associa-
ion.
President—E. W. Austin, Midland.

First Vice-President—E. P. Varnum,
Jonesvllle. . i 1
Second Vice-President—C. P. Baker,
Battle Creek. . .
Third  Vice-President—L. P. Lipp,
Blissfleld.

Secretary—M. H. Goodale, Battle Creek.

Treasurer—J. J. Wells, Athens.
Executive Committee—E. J. Rodgers,
Port Huron; L. A. Seltzer, Detroit: . C.
Bull, Hillsdale and H. G. 'Spring, Union-
ville.

Michigan Retail Druggists’ Association.
President—D. D. Alton, Fremont.

Gilleo,
Pompei

First  Vice-President—J. D.

Second Vice-President—G. C. Layerer,
Basy CI'?I

ecrefary—R. W. Cochrane, Kalamazoo.
Treasurer—W. C. Wheelock, Kalamazoo.
Executive Committee—W. Kirsch-
essner, Grand Raplds Grant Stevens
etroit; R. A. Abbott, Muskegon; Geo.
DaV|s Hamilton; D. G. Look, Lowell;

A. Bu'abee Traverse City.
Next eeting—Muskegon.

President—Wm. C. Kirchgessner.

Grand Raplds Druﬁ Club.
Vice-President—E. D. DegLa Mater.

T_ggcretary and  Treasurer—Wm. H.
ibbs

Executive Committee—Wm. %mgley,
Chairman; Henry Rlechel, Theron Forbes

Midsummer Advertising For Drug-
gists.
Paper Napkins.

In the season of picnics and out-
ings, printed paper napkins are an
excellent advertising medium, says
a writer in the Pharmaceutical Era.
One may place them conspicuously
on sale at net cost and indirectly
profit thereby. While it is well to
sell them and have a publicly an-
nounced price, the enterprising drug-
gist will find it profitable to present
liberal quantities of them to church-
es, institutions and societies which
are to hold"open-air picnics or fetes.
The druggist’s advertisement should
be printed upon the napkins prom-
inently and in a color or colors and
and general design in harmony with
the decorative printing already upon
the napkins. It is best to have the
printing done by the manufacturer or
importer from whom the napkins are
purchased.

Advertising Fans.

Many of the cheap, advertising fans
that are offered to advertisers are
comparatively worthless. It takes
more than a rough stick and a piece
of card to make a real fan. The ad-
vertising value of a fan depends up-
on its permanence and real utility. A
printed fan is one of many advertis-
ing mediums that must be a “repeat-
er” if it is to pay. While split bam-
boo and folding Japanese fans are
seemingly expensive, they are, in the
long run, the best fan advertising
mediums.

K&la

e cummin

Getting the Transient Trade.

If you are located in one of the
smaller places to which people come
for their summer outings, then it is
for you to go after the transient trade.
If there is a resort hotel in or near
your town it is well to make from
the hotel register a list of the daily
arrivals and addressed to names on
such list deliver to the hotel
sealed envelopes or packages of
advertising matter or samples, prop-
erly addresed for placing in the key
boxes. There are few things that
more directly appeal to summer vis-
itors than souvenir postals of local
views with the neat and short adver-
tisement of the druggist printed
thereon. Another “puller” is a ticket
good for one glass of soda, mailed or
delivered to each new arrival. A
druggist in the Wisconsin lake region
purchased a number of neat, quarter-
pound candy boxes. On the cover
was printed a local view and below
this the words “M‘-----’s welcome to
Lake P---- " One of these boxes,
filled with choice candy and bearing
a neat card with the words: “Com-
pliments of S. F. M.------ , Druggist,”
was delivered to each new arrival at
the big hotel.

For Stay-at-Homes.

In this age of electrical rapid tran-
sit, thousands of towns have their
“trolley parks” and other suburban
resorts. The druggist may use them
to advantage in the way of premium
advertising. One druggist offered,
for a certain number of days, a free
ride on the resort merry-go-round
with each can of his talcum powder.
This proved so advantageous that
during the season he offered with
different specialties free tickets for
every attraction at the park. Drug-
gists may arrange with the owners of
park amusements to purchase tickets
in quantities at a very liberal dis-
count. It is best to have some dis-
tinguishing mark on the tickets so
used or even better to have them es-
pecially printed and dated for wuse
within a certain period. By so do-
ing the druggist need pay for only
those actually used and returned to
him by the amusement proprietor.

Open Air Concert.

A Kansas druggist evolved an ad-
vertising scheme from which there
were no direct returns, but which
satisfied him as having paid liberally
indirectly. This plan is especially
recommended to those who sell phon-
ographs and records. A phonograph
with a concert horn was mounted on
a large toy wagon. At front and
back there were uprights which held
a muslin sign lettered thus: “We ask
for no money. This concert is being
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given with the compliments of D—’s
Phaimacy. All that a good drug
store should have and also a fine line
of phonographs and records.” The
druggist hired one of the town’s han-
dy men to pull this musical outfit
around the streets of the town in
the evening when people were sitting
upon their steps and porches. The
wagon was stopped before the houses,
a record adjusted and a short concert
given.

It is suggested, that as a phono-
graph plays automatically when start-
ed, the men in attendance might hand
matter or samples to the listeners.
Comparative Cost of Freight and

Express Transportation.

Grand Rapids, July 30—I have lit-
tle time to devote to writing for the
papers, but can not let go unchal-
lenged the article by J. R. M. headed,
“Will Parcels Post cheapen trans-
portation?” printed in your issue of
July 24. J. R. M. first reaches a con-
clusion as to the rate per 100 pounds
of what he terms “High class mer-
chandise,” sent by parcels post from
New York to Chicago as being $2.25
per 100. To reach this conclusion he
divides the 100 pounds into nine pack-
ages of 11 pounds each to be sent
from New York by parcels post to
nine consignees in Chicago or St
Louis, the charges for transportation
to be 25c on each shipment. J. R. M.
then compares these figures of nine
different shipments with a single ship-
ment of 100 pounds by freight be-
tween the two named cities at a rate

of less than one-quarter of $2.25—
presumably 50c.
In the first place, if J. R. M. will

enquire, he will find the rate at pres-
ent on first-class freight from New
York to Chicago to be 75c per 100,
and to St. Louis, 88c per 100, in-
stead of 50c, and it has been right
around these figures for at least five
years.

Now J. R. M., suppose we compare
the shipments in the folowing man-
ner, which I am willing to submit to
any judge as being more fair than
your misleading comparison.  Sup-
pose you and | each have a package
weighing 11 pounds which we wish
to send to Chicago from New York.
You elect to ship your package by
freight as being cheaper. You must,
of course, get your package to the
freight depot, as, unfortunately, the
railroad companies will not come to
your place of business for it. If you
don’t care to lug it yourself, you must
call in the services of an express or
drayman at an expense ranging from
10c as a minimum up to say 25c as a
maximum; call it 10c. Your article
makes the rate of freight between
the two cities 50c per 100 pound; let
it go at that, but how about the price
on 11 pound? It should be, if fig-
ured on the 50c rate, between 5and 6c,
but will the railroad carry it for that?
Not on your life, the minimum charge
on.any package under 100 pounds
being 25c. In possibly a week’s time
—more likely ten days to two weeks
—your package reaches Chicago, but
not your customer in that city. An-
other expressman gets a whack at it
with another charge of at least 10c,
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bringing your total charges up to 45c.
Mind you, | have given the extreme
minimum prices. You will be in luck
if you get your package delivered at
the end of a week or ten days at this
price.

Now | elect to send my package
by Uncle Sam’s parcel post. The
package is called for at my place of
business, transported to its destina-
tion and given into the hands of my
customer in probably 24 hours—cer-
tainly not more than 36 hours—at a
total charge of 25c. Just where does
your “handsome profit,” in the way
of saving in transportation, by lum-
bering freight, as against the quick-
est practical mode of transportation
come in?

Noting what you say relative to
the crying need of regulation of ex-
press companies, | am with you heart
and soul, but | believe the best way,
or certainly one of the best ways pos-
sible to help us toward a regulation
of the express monoply will be the
establishing of a good parcel post.
Otherwise why are the express com-
panies working tooth and nail against
the parcels post? J. B. Barlow.

Poison Secured from Frogs.

The arrow poison used by the In-
dians of Columbia has been found to
be the secretion of the skin of a small
frog. The arrows are eight inch palm
spines, which are shot from a blow
gun about fourteen feet long, and
the hunter carries the frog along in
a hollow bamboo in order that he
may have the poison in a fresh con-
dition. A simple prick of the skin
yields the poison drop when needed.
When one of the arrows enters the
body of even a large animal—such as
a jaguar, monkey or deer—paralysis
quickly follows, and the victim is then
easily killed. The use of the poison
it is said, does not affect the flesh of
animals killed, which is quite harmless
when eaten. Two French naturalists
have made experiments with the edi-
ble frog, Rana esculenta, showing that
its skin exudes a similar poison when
irritated, and that an extract prepared
from the skin gives in guinea pigs
the same symptoms as inoculation
with the arrow poison.

Cleaning Plate Glass.

Most pharmacists who are located
in regions where the illuminating
medium is natural or artificial gas
have experienced considerable diffi-
culty with a peculiar greasy deposit
on plate glass windows, mirrors, etc.,
which gives to them a bluish appear-
ance regardless of the amount of en-
ergy expended in the cleaning. If, aft-
er having followed the ordinary pro-
cedure of cleaning a piece of glass, a
small sack be made of coarse cheese
cloth and filled with lamp black and
the glass thoroughly polished with
this and then polished with a clean
cloth, it will assume a brilliancy un-
obtainable by any other means.

The Sale that Helps.

The sale that helps make another
is the one that sends the customer
home with a permanent as well as a
temporary satisfaction in the purchase.

If there was a duty on fads fewer
would be imported.
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WHOLESALE DRUG PRICE CURRENT Lupulin ... @275  saccharum La’s 20# 30 oils
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: Menthol ... Seidlitz  Mixt Unseed, boiled 75 79# 82
Carbolleum 3 Evechthitos ... 100@1 10 Prunus virg @ 50 Morpha, SPE 4 8006 08 Stapr M ure 204 2 dnseed, bolled, ™ {87 82
drochlor” 5 Gaultheria ... 4 80@5 00 Zingiber . # 50 Morphia, SNYQ 4 80#5 05 Sinapis, opt....... # 30 Turpentine, bbls. @50%
Nftrocum 10 Geranium .... oz 75 Morphia, M ai-—---4 80@5 05 nuff Macca Turpentine, less ..55# 60
Oxaiicum 15 Gossippil Sem gal 60@ 75 Tinctures Mosi:hus Canton % 218 AL L —" 54 Whale, winter .. '70# 76
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©3%@ ¢ Mentha Yerid ... 50005 25 Asafoetida .. . 75 Picis Lig qis 4 Lead, white ... 7%@, 10
2% 8 Morrhuae, gal. 1 10@1 25 Atrope Belladonna 60 P:Flﬁiydlﬁarglgosso Ochre, yel Ber 1 2# 5
%23() %[51 Myricia 75%4 35 Auranti Cortex .. 50 Piper Alba po 35 Putty, comm’l 2% 2%@ 5
9 (F?llé\llg Ciduida 10#3 :25 Barosma ... ) gllgerB”rlggra po 22 Red Venetian, bbl 1
Picis quU|da gal. @ 40 Benzoin 60 plimbi Acet —— 18 & 1% ..... 2 5
100@2 %0 Ricina .. 125 Benzoin Co. 60 bulvie 1o ct Opil 2 2502 & Shaker Prep'd .1 50@1 65
45%3 5o Rosae oz .11 50@12 00 Cantharides 75 Pyrenthrum bxs. H y 39 Vermillion; Eng. 90@1 00
1 00@1 30 Rosmarini - 1 00 Capsicum 50 & P. Co. doz. _# 75 Sulphur, Roll ... g 5 Vermillion Prime .
Sabina 2 00 Cardamon Pyrenthrum pv.. 20# 30 Sulphur, Subl. .. 2% 6 American ... 13# i
Santal 5 00 75 uasslae .. o L0# 1S Tamarinds ... 8# 10 Whitng Gilders’ 1# 5
Cubebae . 0@ 75 2assafras ... 1 @ cardamon Co. . 75 Quina, N. T......21%@31%  Terebenth Venice 40# 50 Whitlg Paris Amr @ 1%
Junipers e%) g g2inapis, ess. oz. %0 Cassia Acutifol .. 50 Quina, S. Ger. .21%@31% Thebrromiae __ 5@ 60 Whltg Paris Eng.
Xanthoxyl I e Succinio . 40# 45 Cassia Acutifol Co uina, SP & W 21%@31% Vanilla Ext.. - 100@1 50  chff ... gl%
meg o6 505188 o Zgg ubia’ Tinctorum 12# 14  Zinci Sulph ... 7# 10 Whltmg white S’n
Copaiba Colsamum Theobromas " 17# 5 Catechu %
Sopaiba . 2009, BB Tighl ol 100170 SfeR e -
_?_'elrabln Cafiad. ~ 654 75 ) Potassium Columbia . 50
olutan ... 90#1 00 Bj-Carb ... 15%# 18 Cubebae s
Cortex Bichromate 13# 15 -
Abies, Canadian.. 25 Bromide 49# 30 D'g'tal's 20
Cassiae .o 25 Carb . 2a 15 E 20
Cinchona Flava.. 20 GChlorate 12# 18 EX
Buonymus atro... 40 Cyanide 30# 40 50
Myrica Cerifera.. 3 lodide 2 85@2 75 %
Prunus V|rg|n| - 3 pofassa 308 5 Guiaca ammon 60
uillaia, i5 Potass Nitras opt @ 12
assafras, po_3U 26 Potass Nitras 7# 12 Hyoscyamus ... 50
Ulmus % Prussiate ... 3@ 26 lodine” ... 100
.................. S'ulphate po. 15# 18 II(odme colorless 1 88
xtractum :
Glycyrrhlza Gla.  24# 30 . Radix 50
Glycyrrhiza. do. 25# 30 Aconitum @ 37 50
Haematox ... 11# 12 Althae .. 60@ 60 60
Haematox, Is .... 13# 14 Anchusa 102 12 Opil v, 2 00
Haematox. 14s ... 14# 15 Arum po. . @ 25 Opil,camphorated 75
Haematox, %s ... 16# 17 Calamus .. 20# 40 Opil, deodorized 225
Gentiana_po 15.. 12# 15 SUﬁSSIﬁ 50
Ferra Glychrrhiza pv 15 12¢# 15 hatany 50
Carbonate Precip. 15 Hellebore, Alba 154 20 Rhei .. 50
Citrate & Quina 1 80#2 00 Hydrastis, Canada 97 00 Sanguinaria 50
Citrate Soluble .. 63# 75 Hydrastis, Can, po 6 50 Serpentaria 50
Ferrocyanidum S 25 Inula, . 25# 30 Stromonium 60
Solut. Chloride .. 15 Tolutan 60
Sulphate, com’l . 2 Valerian 50
Sulphate, com'l, by Veratrum Veride 50
Ibhbll’ per cwt. 75; ) 3B Zingiber .. 60
Sulphate, “pure Miscellaneous
Flora . Acether, Spts Nit
Arnica . 25 pv . ¢ S P 45# 50
Anthemis 50 Sanguinari, po 18 # 28 Alumen, grd po 7 3# 5
Matricaria 35 Scillae, po 45-60 20# 25 Annatto ... 40# 50
. Senega 9 Antimoni, po 4# 5
Folia Serpentaria . D Antimoni et pot 40# 50
Barosma ... 175@1 8 ‘gpyijlax, M, grd. 25  Antifebrin # 20
Cas%ﬁ?mfe%t“ ' 15@ 2 Smilax offis H grd. 45 Antipyrin .. 2%
Cassia Acut|¥ol 329 % Spigella oo D Argenti’ Nitras oz 5 3
| ff Symplocarpus . 8 30  Arsenicum ... 10 12
Salvig, officinalis, a5 Valer 25 Balm Gilead buds 40% 50
Uva ursi Zg(g) 0 %_lng_lger . %gg 5(8) (B:|s|muth C?]I N I” 10@2 Zg our H c Oak dc
- ingiber j .. alcium or, Is # r me—Corner n mmer
Acacia, 1st pkd @ 40 g J o gallcmm gmor ‘,’\/25 i l% u ome orne akes al (0] erce
i alcium r
Acacia, 13"]&1?' @ 40 ﬁmsum (po 22I ) ? 1:?0 gantharlges Rusf Po @1 %5
ium (gravel’s apsici Fruc’s a ini
Acacta, oK 2% B s e 7% 8 Capuigi Frucs po & 58 We solicit your orders for
Acacia, sifted sts. @ 20 %angabls Sativa 14881 Sg (C:armhmieI No. 40 25@3 5%
i ardamon ... ar US o H H H
Apacia, PO, 2 Garui o, 207112 s gafg,aymcms S Soda Fountain Supplies Crushed Fruits, Syrups, Etc.
Aloe, Cape ... @ 25 enonpodium .. ataceum # .
Aloe, Socotri ... & 4 Goflandm .. 104 44 Gentrafia, s 2 Also Tables, Chairs, Stools, Holders, Spoons, Glasses
) Dipterix Od #6 75 Cera Flava 35 42 H H
£ safoctida 1 ggé,l ® Eogn.cumn& @ B Crocus %0@# 15 and Utensils. Our stock is complete.
oenugreek, p oroform ...
Camphorae o © A I e T
Galbanum . 1 00 @ 8  Chloro’'m “Squibbs # 90 Respectfully,
Gamborge po. .. 1001 25 pbelia 45#%# 50 Chondrus 25 )
Gauciacum po. 25 B Rhanars N4 19 Gocaine oo 3 75@4 0 Grand Rapids. HAZELTINE & PERKINS DRUG CO.
Maoig: s P | 75 Sinapis Alba ..... 8# 10 Creosotum ... # 45
Myrrh .. po. 50 45 Sinapis Nigra ... 9# 10 Creta .... bb # 2
OpPiUM oo 7 50@7 75 Creta, prep 6# 8
Opium powder 9 75@10 00 %II’IIUS Creta, prec 7# 10
Shellac oo, 30# 40 Frumenti . 200#2 50 Creta, Rubra # 10
Shellac bleached 35# 45 grumentl s i %E %558 gudbeasr B # %8
unipers Co........ upri_Su i
Tragacanth ... 125@1 0 JURDErS Lo+ 16572 00 Dextrine 1 %E 1 -
Herba Saccharum N 190@2 10 Emery, aII Nos. 6# 8
Absinthium ........ @ 30 Spt. V|n| Galll .1 75@6 50 Emer 5@ 6
Eu atorium oz pk 30 ini Alb 125@2 00 ota po ‘180 0@1 50
Lobelia oz pk ... 35 5@2 00 Rer Sulph 7 40
Majorium oz pk.. 36 Flake W hite ... 2(? 15
Mentra Pip. 0z ~k 35 Sponges . # 30
Rue o0z pk ... 30 Extra yellow sheeps’ . e 3@ »
Tenacetum V. 30 wool carriage .. @4 00 Gelatin, French 35# 45 Ou On OO S
Thymus V oz pk ... 30 Florida sheeps’ wool Glassware, full_cs. ~ #80%
agnesia Gcarrlage ---------- | @4 00 Less than, box 70%-%({?
rass sheeps’ woo
8glrcblgﬁg'é P?<t M 55% gg CATTIAge e gl 25 i
- Hard, slate use Are manufactured by us and all sold on the
Carbonate po 0@ 15 Nassau sheeps’ wool
Oleum carriage ... @4 00 H H i P
Absinthium .... 8 00#8 25 Velvet egxtra sheeps’ same basis, irrespective of size, Shape or
Amygdalae Dulc. 75# 8 wool carrlage . @2 75 . . .
ﬁmygdalae Ama fzaoo@s 58 Yelllotw Reef, @1 % d Sh C denomination.  Free samples on applica-
NIST ., slate use ... rar X ‘m
Auranti_ Cortex 3 158 H¥drarg Ungue m 60@l 76 tion
—Bergamll 8 Kdrar% yrum g 88 .
gal PUL v Ic thyo olla, Am. g%#l 88
ar op | i digo e i . .
Cedar r... . 8@_9 Iodlne Resubi ..3 75®4 00 TRADESMAN COMPANY, Grand Rapids, Mich.
ghenopadlll - 8 50| X Lodoforn)wA .......... i'"4 50#5 00
innamon! ... iquor Arsen e
Conium Mae ... ~ 80# 90 ydrarg lod. # 25
£ltronelia f,,,, 40# 50 Liq Potass Arslnit 10%# 15
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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.
liable to change at any time, and country merchants will have their orders filled at

Prices, however, are

TRADESMAN

CHEWING GUM
Adams Pepsin ..

American Flag
Beaman's Pepsin

CONFECTIONS

Stick Candy Pails
Standard . %
* 890/0

Standard H H

July 31, 1912

Sweet Goods
Animals
Atlantics ..
Atlantic, Assorted

]

. Best Pepsin - Avena Fruit Cakes .12
market prices at date of purchase. Black Jatk Standard Twist Bonnje Doon Chokies 10
Lar est Gum (whlte) 55 Bonnie Lassies 10
% 65 lumbo, 32 Ib onnie Shortbread
ADVANCED Red Robih go EXUB HH ot BANNE ShOTIOTERS
Rolled Oats Sen Sen ~. 8 Big stick, 30 Ib. 9 Brlttle Fmgers
Beans Sen Sen Breath Pert. 100 K le BEe .o
Wheat SPearmint ..o G Mixed Candy Cartwheels Assorted g%
Oats Spearmint, jars 6 bxs 27 groees - © {14 Chocolate Drops........ 1
Hay ucatan Spemal Eﬂocolﬁte DrpFCenters %g
Cheese Conserve T4 @S floney FIngsrs
. Circle Honey Cookies
Bulk 5 Royal .. Cracknels
Red 7 Ribbon Cocoanut Taffy Bar'''12
Eagle " 5 Broken .. 0% Cocoanut Drops " 12
Franck’s 7 cut Loaf Y1l Cocoanut Macaroons !lis
IndeX tO MarketS Schener’s . 6 Leader ?a? Cocoanut Hon. Fmgers 12
By Columns Red, Standards -1 & Kindergarten . u Cogoanut Hon. Jumb’s
offee Cakes...
Y AMMONIA Clam Bouillon CHOCOLATE Hand Made Crea A7 Coffee Cakes iced*111 12
Do« Burnham’s, ft pt. ....2 25 W alter Baker ft Co Premio_ Cream mixed 14 Crumpets ..o, iS
p
Col 12 oz. ovals 2 doz. box 75 Eurnﬂam s, pts % German’s Sweet .. Paris Cream Bon Bons 11 Digna Marshmallow
A AXLE GREASE urnham’s qts E;Erg‘clgsm ovosy oy in Palls R Bu's'E'Ji't" 215“
) raser’s ) sy Hearts .
Ammonia } lib. wood boxes, 4 doz. Son Fair .. alter 288" Bon Bons Dixie Sugar Cookies'!I 9
Axle Grease -« 1 ip. tin_ boxes, 3 doz. 2 35 Good Premlum Fudge Squares Domestic™ Cakes ...
B 3%Ib. tin boxes, 2 doz. 4 25 Fancy . Preml(l:JInE)'ER S'VV - Peanut Squares 'I:Evenltlde Fthers .!!!|es*
10Th. palls, per doz..S 00 French Peas A Sugared Peanuts amily Cookies ... u
Baked Beans -~} 181b. palls, per doz. ..7 20 Monbadon (Natural) MO% Salted Peanuts Fig Cake Assorted 2™
Bath Brick 25Tb. palls, per doz. ..12 00 er doz 2 45 Regular barre 50 gal 10 0 Siariight K isses . Fig Newtons .. 1§
Breakfast Food £ P s Trade barrel, 28 gals s 50 7 g | Florabel Cakes ....!1!1"tlu
BAKED BEANS Gooseberries ft Trade barrel, 14 gal 3 ozenges, plain ... G
Brushes No. 1, per doz. ..45® 9 No. 2, Fair Boiled, per gal 9 50 Champion Chocolate ..12 L'#O‘etgd%?gﬁ”“t Bar a2

ru « No. 2, per doz. ... 75@1 40 No. 2. F Eclipse Chocolates .... 15 s

BUtter “coioi ™ 1 NS % fer dor. 581 75 No- 2 aangminy Hard, per %Iag' 3 £k Chocolates T8 Hﬂ?{eﬁuﬁéﬂge{ceﬁmk'ﬁ 8%
_ BATH BRICK Standand - 8 per doz. /‘iﬂf‘s@p's"q”ua‘?@é” Drops ¥ Gala Sugar Cakes . o

Candl 1 English 9% No. 40 Twisted Colton " 9 Lemon Sours Ginger Gems ... ‘014

andles B T Lobster No. 50 Twisted Cotton 1 30 : Ginger Gems, Iced 1" oi?

Imperials .12
Canned Goods 2
( BREAKFAST FOODS No. 60 Twisted Cotton 1 70 Crabam Crackers ...

Carbon  Oils £ Apetlzo, Biscuits 300 No. 80 Twisted Cotton 2 00 IGtaId Cre\?vmffFO” Bons ﬁ G.ﬁgS, Snapasc Fea,fm %%
Catsup £ Bear Food, Pettijohns 1 95 No. 60 Braided Cotton 100 &olden Wallles ...
Cheese . Z  Cracked Wheat, 24-2 2 50 No. 60 Braided Cotton 125 Red Rose Gum Drops 1 Ginger snaps N B
Ghewing Gum 2 Cream of wvr\}ehat 362 4 50 No. 60 Braided Cotion 1 8 "égltT"y KT'OS§§S e G.nggPdSna-
Chocolate 3 Eg99-9-2¢e eat .... Molasses Mint Kisses 12 Squ

H Egg-O-See Corn .1 Hi d i
Cider. s 5 ippo rom [ j
Elotfes T es | Po'f't%kema‘s‘fre‘é """ g 2 2% e o poes oGl 16ty

0 . - oney Fingers As.'ICe
No. 2 Tomato, 21b... .1
2 ) ses Kisses 101b. bx. 1 30 Honey Jumbles, Iced 12
? Mushrooms Orange Jellies 60
7 2 Hotels .oovvvrvvreren @ 15 Zgalvanlzed Wire emon Sours 65 Hone){l EWEIES...P.I.a.m )
* Farmose .2 Buttons, %s 14 No. 20, each I0Oft. long 1 90 G4 Fashioned Household cookies .!!! 8
, S G 2 B D B N SERGREEI0 MBI e ol o
sters eppermint_Drops mperia
® alggrg; nga{IaFg%% - 25 Gove, z'ig 4 90® glakerl’s o - % Ch%ﬁwpuon Choc pDrops & Jonnie
. ove, evelan N
Dried FruitsD 6 Postma’s Dutch Cook. 2 75 Pl Colonial, ¢ 35 ||:|| M. E’ﬂgﬁ I:L)trogsnd 10 |J<urbe|a|1(?ne I’Xllll);()%d . 5
Holland RuUsK ............. 32 plums 9o®1 35 Colonial, 33 Dark, No. 12.... 110 Leap Year Jumbles .lis
= Saxon W heat Food .. 3 00 Pears In Syrup Epps ... 42 Bitter Sweets, as’td 1 25 Lemon Biscuit Square 8%
. Krinkle Corn Flake ..2 00 Huyler .. 36 Brilliant Gums, Crys. Lemon Thins
F Good 6 No. 3 cans, per doz. ..1 50 y ig™
arinaceous oods ... Malt Breakfast Food 4 50 ' Lowney, %s 32 A. A. Licorice Drops 1 00 Lemon W afers
IEIIZC:)r}?ngT?ECL(tI?ac'fsM @ Mable LaXSakss ™3 & Marrowtat Peas 1% Cowney s 35 Lozenges ‘printed ... g5 LemONg oo
Flour and Feed < er?n Wheat Cereal 375 Early June .00 . 125 3m§§1 SOS'b cans .. 30 I_n%ee??:lss' plain - gg M%%edacl:aaykes I
Fruit Jars * Algraln Food .o, 425 Early June sifted 1 45@1 65 Van Houten,  %s . 12 Mottoes.... 5 Mary Ann
Ra ston Wheat Food 4 50 Peaches Van Houten, %s 20 Cream Bar 60 Marshmallow  Coffee
G Saxon Wheat Food .3 00 Pie o 081 % van Hou{en, ‘;AJS 4 G M. Peanui Bar .. 60 Cake wuoreiiiin
Gelatine 2 re ea iscui NO 10 size can pie 25 an Houten, Is Hand Made Crms 80@90 Marshmallow W alnuts *16%
i o Triscult, 18 ....ccnn 180 Webb ... S3
Grain Bags Pllisbury's "BESt Ceri 425 g raieq PIMAPPI 005 19 Wilber, %s .. 13 g{f.an'g R\Acgglzers 70 Molzggesrgazlfes """"""" ﬂ?%
H lost Ldvern Special .2 80 giced "7 go@2 60 Wilber, % s -~ 32 Wintergreen Berries 60  Molasses Cakes, [ced 9%
db ; | | Vﬁlatesr (F:)Lrjef?ggj I;Iacees :1 gg Pumpkin DCOhCOANUT Pop Corn Molaases Fruit Cookles
Hides and P eiis 8 . i unham’  per Ib. Cracker Jack .....3 2  lCed ...
Horse Radish * ualﬁer PULffEd Wheat 2 85 Fal(rj ' : % %s, 6Tb. case Molasses Sandwich”
uaker Brkfst Biscuit 1 90 Goo ) %s, 5Tb. case Mottled Square ...
Qudiar Com Ends’ 1 8 Sy L8 08 Dbt Siimaar e
- - bS, . case range Gems ...
g Vv\y%%gltn toer;rtg:rISPs . i gg stand EaSpbemes ® Io/s lf‘?lbd/ case Orankge Sponge Layer
andard ... 0S bs, 151b. case 28  Putnam Meénthal 1 00 Cakes i
\é\lheatena ﬁgg Salmon Scalloped Gems Penny Assorted
Mapleine Bvaporid "§ug : 90 Warrens, | Ib. Tall ....2 30 %Slk& %slpalls. NUTS—Whole Peanut Gems ..
Mi M eat E Warrens, 11b. Flat ....2 40 Bulk, pails .. Al ds,. T 18 Picnic Mixed ..

Ince Meats Bulk, Darrels monas, Tarragona Pineapple Wafers
Molasses 8 parl BROOMS 300 REdkAl?SkE --------- 185@1 9% COEFEES. ROASTED Almonds, Drake .... 15  pretzels, Hand Made .. 9
M ustard g jargr - « 308 Pink Alas ad. -1 40@1 60 Rio Alm?tndsH (I,‘Iallfornla Pretzelettes. Hand Md. 9

ines soft she
ert]ﬁerzr Erci f{ég Domestic,  ft* .3 00 '(gor_nmon - 19 Brazils Eraﬁgfﬁlectg}gkle“élac Md 1(?
Nuts * panortGem 3% Bomes%lc fftt M,\l/,IIZ Elllbe'\rlts L Raisin Gems ..
Common W hisk” 110 pPomestic us a. No. Lo Raspberry Cakes
s Fancy Whisk 150 E?Zﬂ%ﬂ e Peaberry .. N ngg;‘g §iL ghe i Féet\{ereh AssoFrtedt
WarehougeRL.j.é.HES w450 Shrimps Santos Table nuts, fancy 13 IB?sncuc:tlse ....... rUI ........
3 Serub DunEar, IlDSt dgz ..120 : Eggggg e?(edllzl;rmge . ﬁ Rosy Dawn Mixed
DSl Bagk Yl B G pecans, umbos . B Rolal o
: %0 ickory Nuts, per u. .
8 Pointed Ensdts 8 120 Maracaibo cOhio, new ~2.00 shortbrea uares .20
ove fancy 1"25@1 40 i Spiced Currant Cakes 10
No. . ; Chestnuts, New York Spiced Ginger Cakes 9
No. 2 Strawberries State, per bu........ Spiced Ginger Cks led 10
2 No. 1 Standard % Shelled Sugar Fingers 2
ROHEd Oats 9 Shoe Fhney 225 Spanish Peanuts 6%@ 7 Sugar Cakee .
8 No. 8 1 00 Pecan Halves ... Sugar Crimp
Salad Dressing 9 No. 7 130 130 Walnut Halves 33 Sugar Sguares
Salesals 5 NO 3 14 flancy 13 Alloante Aimonds” @40 Sultana Fruit B “18

a oda 0. No. 10 50 icante mon u tana ruit |scun
Salt 9 BUTTER COLOR CARBON OILS Jordan Almonds .. @47 Sunn}/sme Jumbles 10
Salt Fi 9 Dandelion, 25c size ..2 00 P t
Jeeds 19 CANDLES Perfection Do oS Fancy H P Suns 6@ 6% Sponge La
Shoe BI 9 e Mooha Triumph Cakes.

Snuff g Paraffine, e 10 Gas_Machie . Short Bean Roasted ... 7@ 7% Valrlillla? WateEs
Soap 14 svaralifme %(0) I% Sd G%sollllne .. @11740/ LO"E Bean Chb0|ce raw, H. P. Ju% 7 Wafer Jumbles cans ]18
Soda 10 ICKing eoaor apa © H. L O G 26@28 DOy Waverly oo
H Cylinder 29 34%
Ssalfgﬁ CANNE;IJDpIEOODS Engine . 1 @2 Fair . Bulk oo IEAT In-er Seal Goods
Syrups 3Th. Standards ... @ oo Black, winter .. 8 @10  Fancy " 24 21b, pkgs.. e 250 per do
T Gallon ..ccovrrene. 2 60@2 85 Sniders CﬁthSUP gﬁg{lan aerké\{larlé?ﬁongteady Nati ICRéA_CK_ER(S: ﬁlbertIBlscun ....f((%)
Table Sauces %8 Blackberries 19 Binders 5} pints - N Ps(c’k?(geg ationa BIrS;nu(;ts ompany A?:g]m?rZot i
""""""""""" ew yvor asis Baronet Biscuit ...
13 Standards: galions @5 o0 Acme . CHEESE o Prbuckle BB\ g c osa bol 7bx g% Bremmers Butter
1 Beans @16% | jon g
Bloomingdale . @15% Seymour, Rd. bbl. 7 bx. 6% _ Wafers ...
McLaughlin’s XXXX
vV Carson it 15% ﬁ Cameo Biscuit, 1
y 0 McLaughlin's XXXX sold Soda Cheese Sandwich i®
ViNegar oo 13 Hopkins 5% o ‘retailers only. Mail all N. B. C. boxes . Chocolate Wafers 1 00
W\é?rr]selrde %?% orders direct to W. F. Premium Cocoanut Dainties 10
Wtcklng 13 %60, McLaughlin ft Co, Chica- gelectt s Dinner Biscuits 150
Woodenware . 13 15 go. Extract Saraloge o 2 : Faust Oyster 100
Wrapping Paper 14 18 Holland, o ac b g5 CEPTYTENE Fig Newton . 100
Sl 18 olland, % gro boxes Oyster Five O'tlock a3 "1 00
Y Felix, ft Qross ... 115 N. B. C. Pictnic boxes 6% FYotana ... 100
Teast Cake 1 'E:{Hg Nggt '2'1bb %gg gevpl % e @22 Hummers foil, ft gro. 85 Gem boxes 6% FEruit Cake '3 00
"""""""""""" ss, domestic @13 Hummel’s tin,” ft gro. 1 43 ell Ginger Snaps, N B.€"1 00
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8 10 11

Cotton Lines
No. 1, 10?eet.... .. 5 HERBS
Oatmeal Crackers 7 No. 2, 15 feet 3 Sage 15 Smoked Meats W hitefi
8|d ITsime Sugar Cook. 1 00 Ng- ﬁ E ;eett 9 ﬁgmg 5 IllkJ) g\\;' ﬁ 5"%) 190 IES“' el ~975 TOBACCO
.4 e . ’ - av. i
QA ST ra e & B T T B R B Heals
Premium Sodas 0. eet > . av. o
Pretzelettes,  Ha. "id"1 00 No- 7 1 feet MIDES Altes PECTS Ham,aned best 2% Bugle, 10
oyal Toast , 100 - 8 Green. N SELS e, 20 @20% o e
Saltne Sl i e O e green Galtfornis s 16%10% Dan Patch, 8 and
Social Tea Biscuit 100 Linen Lines Cured, Blocirlle,!ccj Eg”]ed Hargss "150 Dan Patch, 4 oz..
gu(ljtanca Fruit Biscuit 1 60 % Sg{fi“km, Green No 113 Minced Ham —1 1%@@12§A) Dan Patch, 2 oz.
08 Crideln sdet 18 B Catin, green Noo 21w >0 o 1egia  Eanany, Smyre Fiawatha, 16 of
8. S. B in, cured, No. 114 ! ) 0z!
lLJJneeda UtBt?SrcuCitraC.l'(lsr“s 1% Bamboo. 14 8 er d Calfskin, cured No. 212% Bologna Sausages 8 Hiawatha, 5 ...
needa Jinjer Wayfer 1 00 , ., per doz. 55 8 May Flower, 16 oz 9 36
Uneeda Lunch Biscui Bamboo, 16 ft., per doz. 60 Frankfort 0 s Co
Vanilla W afers BISCUIt1 88 Bamboo. 18 ft, Ber doz. 80 Pork .. @iPlA) No Limit, 8 oz. ..... 178
Water Thin Biscuit ..1 00 FLO _\I_/eal 1 No Limit, 16 oz. !!l. 365
Zu Zu Ginger Snaps .. 50 UR AND FEED ongue . H Ojibwa, 8 and 16 oz. 40
Zwieback oo, 1 @ Grand Ra,o_lds Grain & Headchees 9 ’ Ojibwa, 10c .
Other Package Goods Milling Co. G ojibwa, 5c i®
E'a][jryérlnt’s A_xl_nllznals ) Winter W heat. Boneless ESR% Box. Iargel? dz 3% 0a e At
late Tokens 7.2 ; é , sma %5
Ag_erlcan Beauty %0 gga”%f Phﬁtiﬁﬂgsdié """""" 55 g’g Unwashed Vr\Tl]g(()j! 20 Rump. new - 1500 Eﬂ'ﬁ&)’,'s CRoyal Polish~ 85 gas att 4
Bl#tltg?erCr:?glfgrss, NBC2 %0 \?Vuir;g:'JJStHOur _5528(? Unwashed, fine 15 % bbls Pigs Feet r rso':‘/ng'I:ol|sh 8 [efB eribidney:.5C J
gJamily package ....2 50 Wizard Graham U5 40 HORSE RADISH % s 0 Tbs- Scotch, in bladders ...g7 SeringL aVosc’ 57|
famil Ka Wizard Gran, Meal 460 Per doz... 0 1 bbl.... Maccaboy, inJars ... 35
y package ...250 Wizard Buckwheat =68 French Rappie injars 43 QwistCluby iacnr Vil
In Special Tin Packages, RYE e 50 JELLY - Tripe s Sweet Cuba. JO.cHm L]
Vall City Mill 5!b. pails, per doz..2 40 letsb'bﬁ's tti% i Boxes opA Swgg{ glljgg' ]]: Itg' tin 133(())
i Valle i illi . 1h e (] S., bs. 3 - , z
Minaret Waiters Lily Whte' eevn S0 Rib ';J)gliﬁ' pel Pally 8 % bbls. 80 IR Kegs, English Sweet Cuba, % n> #[1\ «
Nabisco, 2o ., Light Loaf 2 10 g . per pail .1 05 Casinas SPICES ISweet Burley 5¢ LAD 5 16
Nabisco, 10c .. Graham .o, 25 o JELLY GLASSES Hogs, per Tb 9 %5 . Whole Spices Sv\\llveeeelt LlJJrr%\,/f %‘PZIb' &
Chanpine "y s, e 38 pl g b B Belseio B AR M f SR Seg©
bOrbetto Per Brard N?gd“: %(1)8 8 o2 capped in’ bbls. Igﬁeefe,pmé(ridlgahdslet .. 60 Cloves, 'Zangibara,r,_erf__,%% gwee% Mist,” 3 0z _. if \:%
Nabisco per doz.. . 18 P e __ 80 Cassia, Canton .. Teleg ramm'Sc8 oz.
Festino Voigt Milling Co ‘Uncolored Butterine Cassia, 5c_pkg. doz. Tige%J Sc .. 57,An
Bent’s W ate Graham : MAPLEINE Solid Dairy .... 12 16 Ginger, African .. Tider. 25¢ can .
ham s 510 2 oz. bottles, per doz. 3 00 Country Rolls ..12%&8 Ginger, Cochin. iger, 25c cans .!!|" o35
CREAM TARTAR &0!9'(15 Crescent .... 580 Mace, Penang 0 H"°Je Oanjel, 1 Ib. .. 60
Barrels or drums » Vgilgg,s HFIOu_rongt ... 58 MINCE MEAT c dCanned Meats Mixed, No. 1. ‘1go Uncle Daniel, 1oz .. 522
Boxes . B Voigts Rygienic 510 Per case ... 28 Gomey beef, 2 Ib.......350 Mixed, No. 2 10
Square C 3 9 oyal . 620 Comed beef, 1 Ib. 185 Mixed, 5¢ pKgs. B Am. Navy, 189
Fancy caddies 41 Watson-Higgi illi MOLASSES R bee, 2p0- 320 Nutmegs, 7830 - 30 Apple, 10 b bOZ """" o B
1-Higgins Milling Co. New Orleans Poast eef, 1 Ib..... 185 Nutmegs, 105-110 20 DPP , . butt . as
DRIED FRUITS _ﬁ’_%fe_lgglonFlFlour Fancy Open Kettle 2 nggg Hgm, Ejvg % Eepper, VE\K/Iﬁg:k s r®umsm%ld.Nat«Leaf, 2
our . i . A , N epper, t cesek,
. Apples Coden sheat Fisiii. 48 Goot B Beviled Ham, Jos i Pepper. Cayenn %  Drummgnd Nat Leaf
Evapor’sd, Choice bulk 9 ~ Marshall’s B i 22 Deviled Ham, 9%s 90 Paprik i er "doz.
Evapored, Fancy pkg. 10% all’s Best Flour 6 4 Fair 20 Potted Tongue, %s 5 prika, Hungarian .. Battle Ax .. if
 Fa . b Word Hal Potted Tongue. %s ] Pure Ground In Bulk Bracer, 6 & 30
Apricots orden Grocer Co. ' - Allspice,_ Jamaica ....1 Big Four, 6 & 16 Ib Q
California .. 14@lo 8“3‘“”' paper 9 MUSTARD Cloves, Zanzibar %  foot jack. 2th .. i il
uaker. cloth % Ib. 6 Ib. DOX . 16 Fancy Cassia, Canton 12 Per doz.
) Japan Style 2y, Singer, African Bullion, 16 07 n.00% b
Corsican . Spring W heat OLIVES Broken : 39 o Mace, Penang imax. ;
""""""""""" 16 Roy Baker Bulk, 1 gal. kegs 105@1 15 3%@ 4%  Nutmegs, 7580 8“%3? ﬁ%d%z ﬁ
. Currants Golden Horn, family .5 50 Bl 2 93] Kke9s 3881 & ROLLED OATS Pepper, Black Glimax; peeeee 0
Impd 1 1b. pkg.. 9%  Golden Horn' bakers 5 50 Sulk 5 dal. kegs 90@L 00 Rolled Avena. bbis. .575 Repper, White Days’ Work, 7 A 14tt>. 37
Imported bulk 9%  Wisconsin RYye .....4 25 g{ﬂﬂgg 8 0z.. - %0 l%/ltgilar%#t' tl)%olslb' sks. 300 lf’)aegrpi?(ré E'ahynenne_ _42é Creme de Menthe, |b." 62
Peaches . 8oz N . bblIS . garian™ .. Derby, 5 Ib. boxes ..
Muirs—Choice, 25 Ib. b 9 Judson Groger Co. pitted” (not 4 "% Qe 18 Regutar 1 & STARCH Rour Roses, 68" &
Muirs—Fancy, 25 Ib, b 10 ~ Geresota, %s 6 50 14 o(znm stuffed) Quaker, 20 Fagdigr - 14 orn Four Roses, 10c ___ on
Fancy, Peelsd, 25 ib. 18 geI’ESO%a, RS 88 e .225 ALAD mily ....4 10 I\K/IIUHQSfoerd |4k? Ibﬁ .............. 7% Gilt Edge, 2 Ib. .77 50
eresota, %s .. ! y DRESS 72y, ib. s. ..59 °pe’
Lemon AmPe_eI L ' o tﬂﬂgﬂ %g oz gglumg!a’ ;A’ pt ING 5 Muzzy, 40 “b-pP gs --55A Gold Ropé, B &g =B
: erican .... 129 ' - umbia, e o p
Grange, Amerlic%% %502? Wingoelgmrl%f Wheeler Quegg',“ Mammoth, 19 375 Durkee’lsa, Iarg%l,ntl doz. 4 50 . Ki%g?grd érangepr J'-V@'S*t 2 5 %
Raisins Wingold, %s . Queen, Mammoth, 28 gu_rkee;’s, small, 2 doz 5 25 Silver Gloss,” 40 libs. . 7% H'oT' V%lh 10% A 21 1b. 36
Connosiar Cluster 1 Ib. 17 Wingold, %s T 0Zh e, 525 Sn!gEY,S, large, 1 doz. 2 35 Silver Gloss, 16 31lbs. .. 6% HOBSE D_oe, 6A 12 th 43
Dessert Cluster 1 b, 1 Olive Chow "3 dos. " cs, niders. small. 2 doz. 138 Silver Gloss, 12 6tbs. . 8% Jolly Tar’ o Wist- | BAL0
Loose Muscatels 3 Cr 7% Worden Grocer Co. per doz....... 225 SALERATUS . Muzzy 5% A 11 Ib.... 35
oose Muscatels 2 &r 2% Laurel, %s cloth _ 650 packed 60 Ibs. in box 48 lib. package$ . 5 Kentucky Navy, 12°ib. 32
L. M. Seeded 1 Ib. 7%@8 Laurel, Jos cloth ... 6 40 PICKLES Arm and Hammer ... 3 00 16 31b. packages Keystone Twisyt’ AT
Californi Laurel, % & %s paper 6 30 Medium Wyandotte, 100 o%s, .3 00 &2,01b packages Kismet, 6 1b......... :
s0-100 alifornia Prunes Laurel, %s cloth ... 6 30 Egﬁe%bll’zogoocoum .6 75 501b. boxes : aple Dip, 20 oz 25
- @ 7 S, count 4 00 SAL SODA M i ns
80- 90 & Ly Wykes A Co. 5 gallon k 190 Granulated, bbls. .8 SYRUPS Noebrtr){/ \é\"gr?wﬁ |1|26r1§' o
70- 80 ®' 1% Sleepy Eye, %s cloth 6 40 Granulated, 100 Ibs. Cam Parrot, 12 oo 3%
60- 70 ® 8 Sleepy Eye, %s cloth 630 B Granulated, 36 pkgs. Barre 27 Parrot. 20 Ib.. - 3
60- 60 ® 8% Sleepy Eye, %s cloth 620 H Half . © 30 Patterson’s Nat Leaf @&
40- 50 ® 9o Sleepy Eye, %s paper 6 20 5 SALT Blue Karo, No. 2 16 Peachey, 6-12 A 24 Ib. 4
Sleehy EVe. %s paper § 20 Common Grades Blue Karo, No. 2% —~2 01 Picnic Twist, 6 Ib. .. 0
FARINACEOUS GOODS Meal B 100 3 1b. sacks . 240 Blue Karo, No. g .1 % Ppiper Heidsick, 4A 7 Ib &
B eal . . . ue Karo, No. 10 i idsick’ :
bried Lim2®ns BOlted oo o F 28 10% Ib sacks 210 Red Karo'No.'2 .ol & poper Hledsick, pef doz. 2%
Med. Hand Picked . Golden Granulated ...4 60 % I saeks - RS KA e N Redicut, 105 &z.....0". %
Brown Holland ... W heat B ' S ggrdaplbilgn,zGAA 412dtb. 30
Farina H 56 Ib. dairy in drill bags 40 Sherry ¢ 0. &
iry in dri r
é6ullk Ibberpalcoléa %s, ‘11 88 . . 5 28 Ib. dairy in drill bags 20 Eaird gpearyne%%l?lelr ng)z.” %
'r PIPES 00( pear Head, 14% oz. 44
Pac?(g |r1521I Holland Rusk Michigan Cé)rﬁ}fs o glay, No. 216, per box 176 56 Ib. 522,'3; Rock o Choice 4 gpeaD, Hlead, 4% oz. 4
B inaro 540 coptaner  Less than carlots ... 54 Sy, T. D. full count €9 Common HalfoABLE SAUCES Star, TN T
§ containers Eeog rolls'a’gy L T B0 Granulated, Fine . alford, large . 375 Standard Nav
olls 4 75 Corn PLAYING CAR Medium, Fine Halford, small .......... A" 30 Tb.n
Hominy carlots ... 78  No. 90, Steamboat DS Y Ten Penny,
Pearl, 100 Ib. sack ...2 oo Le&ss than carlots ... 8 No 1o Rival Assoried 1 22 SALT FISH TEA Town Talk, 14
Maccaroni_and Vermicelli No. 20, Rowel assorted 1 25 od ; Japan Yankee Gifl, 6. 13
Domestic, 10 Ib. box .. 6 Hay No: 7 NQven. enam’d 150 Large, whole, ... 706 Sundried, medium . .24@® ;i e Girl, 6 12
fmported. 25 Ib. box .2 so Carlots .. 1600 N oS wny o Small. whole ... @7 S*undried, choice ...30@3 s
P i Less than : No. 808, Bicyele " fin 200 BRSO bricks 1%@ios gundrieds fanCY i 36@4) Al Red, S5c o
. \ le .. e olloCcK e, -fired medium g, O e
I(Elhester eﬁrl Barleyw Street ’f:eedd‘ No. 632, Tourn’t whist 2 25 4% Eastet'ff'-re%’ choilge 35 339 /B_\am? gi?)'g” 5%Crap
mpire reet Car Feed. ... 33 _ POTASH Strips ... 15 Basketfired, fancy 40@43 Cutlas 2% “oz...
o No. 1 Corn & Odi Fési™33 Babbitl’s oo 400 Chunks © B Sifings 30@32  Globa Scrap, 367,
Green, Wisconsin, bu. Coarse corn meal. %] PROVISIONS Holland Herring Fannings 14@15 ngpy ghOUth
Green, ScotCi, bu. ... 3 00 ER Barreled Y. M. wh. hoops, bbls. 11 50 G ney Comb-scrap, 5¢ 5 76
Split, © A% UIT JARS. arreled Pork Y. M. wh. hoop, %bbl. 6 00 unpowder Honest Scrap, 5C ...
4% Mason, pts. per gro..4 75 Clear Back 20 00021 00 Y. M. wh. hoap, kegs Moyune, medium ... 35 Mall Pouch, 4 doz. 5¢c 2 00
Sago Mason. "5, ber gro.5 10 Short CutCléar 18 50@19 00 Y- M. wh. h 00p: fegs o & Moyune, choice Old Songs. ‘5 e 576
East India 6  Mason, %gaﬁ per gro.7 35 Bean i7 00®17 50 . ... oop Milchera Moyune, fanc old Times. % groo 2 L8
German, sacks 7 6 Mason, can tops, gro, 140 Brisket, Ciear " 23 00 ueenfibis.*" Pingsuey, medium ... Polar_Bear, 5c, % gro 5 76
German, broken pkg. .. ig .. : deen. % bbi Pingsuey, choice ... 35 Red Band, 5¢ % gro. 576
_ GELATINE R o - Pingsuey, fancy ...50@55 Red Man  Scrap 5c
Tapioca Cox’s, 1 doz. large 17 y .. 26 00 ueen, kegs S | p 5c 148
Flake, 100 Ib. sacks .. 6 Cox’s, 1 doz. smgll o 08 Dry Salt Meats Choi Young Hyson Scrappsﬁ, 5C_pkge.... a8
ggg”, ggogll%'s sacks 6 &nox"s Sparkling, doz. 125 S P Bellies . 13 “g- Far?écye Ylglrnekee %;tirlkl:’cs’cr;éO rSg 532
arl, . nox’s Sparkling, gr. 14 00 : Pan Handle S 9
Minut s ) L No. ndle Scrp % gr 5 76
inute, 36 pkg NEISON'S ol 160 pure in tiersetd 11%@12  No. Formosa, Fancy ....50@60 Fgachy, scrap, " 31 o0
% th 1o TACKLE Knox's Acidu’d. doz. .1 25 Com*on»d Lard =~ 90 9% Mackerel Formosa, medium ".... "5 Union Workinan. 2% 6.0
b to in.. "6 Otord e 80 Ib.tubs ...advance % Mes re a, choice ... 35 ]
10t 5 1 "5 PIymouth RR%%;‘Y' i 8 2 1b s Advanse o MSSS: e 1680 Meqjfmalish Breakfast All Leaf, 275" oz 30
- - Un (] A 0 .
3t u GRAIN BAGS 2 lopaiis advance % Mess 8000 Choice BB, 3% oz 600
2 in.. ,_1250 BAroadeauge is l5 ;ng”g ...aaddvance 1% No. 1, 1 Fancy BB 702
. ...advan |
moskeag 19 8 lIb.pails 3dvance 1 “g' 11 1%0|l|325 Ceylon, choice Ea dad, 10
- L o Fancy acger,
Badger, 7 oz.
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Special Price Current

Banner. 5c

Banner, 8 oz...

Banner, 16 oz..

Belwood Mixture, 10c 94
Big Chief, 2% oz. 6 00
Big Chief 16 oz.......... 30
Bull Durham, 5 .. . 590
Bull Durham, 10c .. ,.10 80
Bull Durham, 15c .. ,.18 48
Bull Durham, 8 oz. 60
Bull Durham, 16 oz. ..6 72
Buck Horn, 5¢ .— .. 576
Buck Horn, 10c -— ..11 50
Briar Pipe. 5C ... .- 600
Briar Pipe.. 10c .12 00
Black Swan, 5¢ ...... 5 76
Black Swan. 14 oz. .. 350
Bob White, 5¢ 5 90
Brotherhood. 5c 5 95
Brotherhood, 1 Ou
Brotherhood, 16 oz.
Carnival,

Carnival,

Carnival.

Cigar Clip'g

Cigar_ Clip'g, Se mour
Identity, 8 & 1

Darby "Cigar Cuttlngl

Continental Cubes "10c
Corn Cake, 14 oz.
Corn Cake, | oz.
Corn Cake, 5c

Cream, 50c pails .
Cuban Star, 5c¢ foil
Cuban Star. 16 oz palls 372
Chips, 10c 020
Dills Best, 1% &g. . 9
Dill» Best, 3%
Dills Best. 16 0z, ..
Dixie Kid, 1:i3 f0|l .. 39
Duke's Mix. 5¢ .... .. 576
Duke’s Mix, 10c ... ..h 62
Duke's Cameo, 1% oz _ 41
Drum 5¢ 590
F A 3 oz. 4 95
F F A 7 o0z. 11 50
Fashion, 5c 6 00
Fashion, 16 oz.. 43
Five Bros., 5c 5 60
Five Bros., 10c 10 70
Five cent cut Plug . 29
F OB 10C ..o 11 50
Four Roses, 9%
Full Press,
Glad Hand. 5c
Gold Block, 1% oz. 39
Gold Block 10c — .11 88
Gold Star, '16 oz. ... 38
Gail & AX Navy, 5c 595
Growler, 5c 56
Growler, 10c
Growler, 20c
Giant, 5¢ .

Hazel Nut,
Honey Dew, 40
Honey Dew, 10c 1188
Hunting, 1% & 3 38
X L, 5C ... 6 10
X L, in pai 32
Just Suits. 6 0
Just Suits, 11 »8
Kiln Dried, 250 2 45
King Bird, 2520
King Bird, 3 0z 1
King Bird, 1%
La xurlta, 5¢c . .
Little Giant, 1 . 28
Lucky Strike, 1% oz %
Lucky Strike, 1% 0 9%
Le Redo, 3 0z.. . 10 80
Le Redo, t k 38
Myrtle Navy, 10c 11 80
Mytrle Navy, 5¢ ------- 5 9%
Maryland Club Sc _)jO
Mayflower, 5c ... »76
Mayflower, 9°
Mayflower,
Nigger Hair,
Nigger Hair.
Nigger Head,
Nigger Head,
Noon Hour, 5C ... 144
Oold Colony 1-12 gro. 11 52
Old Mill, "5¢ .o
Old English_curve i%oz 9%
Old Crop, 5Cc .. .5 76
Old Crop, 25¢
P. S., 8 0z, 39 1b. cs. 19
P. S. 3 oz per gro. 570
Pat Hand, 1 0z, - 63

Patterson 'Seal, 1% oz. 48
Patterson Seal, 3 0z. .. 9
Patterson Seal, 16 oz. 5 00
Peerless 580

Peerless,

Peerless, .
Peerless, 7 oz..
Peerless, 14 oz
Bllaza BZ QTOSC cs
ow Bo

Plow Boy 10c

Plow BO))/, 14 oz..
Pedro, 10c
Pride of Virginia,
Pilot 6c

Pllot 7 oz.
Pilot, 14 oz.
Prince Albert.
Prince Albert.

H 80
1% 77
5 76

8 oz.
Prince Albert. 16 oz.
Sueen Quality, 5c ..

ob Roy, 5c¢ foil ..
Rob Roy, 10c gross

.10 20
Rob Roy, 25c doz. ., ..2 10

Rob Roy, 50c, doz...... 4 12
S. & M. 5c, gross 576
S. & M, 14 oz. doz. ..3 20
Soldier Boy, 5¢c gross 595
Soldier Boy, 10c 10 56
Soldier Boy, 1 Ib. ..4 80
Sweet Caporal, 1 oz. 60
Sweet Lotus, 5¢ . .. 6 00
Sweet Lotus, 10c . ..12 00
Sweet Lotus, per doz. 4 8

Sweet Rose, 2% oz. 30
Sweet Tip Top, 5¢ .. 2 00
Sweet Tip Top, 3% 0z. 3B
Sweet Tips, % gro 10 08
Sun Cured, 175
Summer Tlme .5

Summer Time, 7 oz. ..1 65
Summer Time 14 oz. ..3 50
Standard, 2 oz.. ..5 90
Standard, 3% oz . 28
Standard, 7 ..168
Seal N. C, 1% cut plug 70
Seal N. C., 1% Gran 63
Three Feathers. 1 oz. 63
Three Feathers, 10c 10 20

Three Feathers and
Pipe combination .. 2 25
Tom & Jerry, 14 oz. ..3

Tom & Jerry, 7 oz. 180
Tom & Jerry, 30z. ..875
Trout Line,” 5¢ ... .59
Trout Line. 10c ... 110 00
Turkish, Patrol, 2-9 576
Tuxedo, 1 oz. bags . 48
Tuxedo, 2 oz. tins .. 96
Tuxedo, 4 oz. cart . 64
Tuxedo, 16 oztins ..... 64
Twin Oaks. 10c ... 44
Union Leader, 50c ..5)6
Union Leader, 25¢ .... 2 55
Union Leader, 10c™ .11 60
Union Leader, 5¢ ... 5 9%
Union Workman, 1% 5 76
Uncle Sam, 10c __ .10 80
Uncle Sum, 8 oz. .2 20
U. S. Marine, 5¢ .... 600
Van Bibber, 2 oz. tin 88
Velvet, 5c pouch 14
Velvet, 10c tin 192
Velvet, 8 oz tin 34
Velvet, 16 0z. ca _ 7 68
Velvet, combination @ 5 75
War Path, 5c . 59%
War Path. 8 oz 160
Wave Line, 40
Wave Llne 40
Way up, 75
Way u[g
Wild rU|t
Wild Fruit,
Yum Yum,
Yum Yum, 10c
Yum Yum, lib.,
TWINE

Cotton, 3 ply .. .21
Cotton, 4 p y .21
Jute, 14
Hemp, | .13
Flax, medlu ..... .24
Wool, 1 th. bales ... .. 6

. VINEGAR
White Wine, 40 grain 8%
White Wine, 80 grain 11%

W hite Wine. 100 grain 13

Oakland Vinegar & Pickle
Co.’s Brands.
%(hland apple cider ..18
land apple C|der .14
State Seal sugar ... 2
Oakland Whlte plckllng 10

Packages free.

WICKING
No. 0, pergross
No. 1, pergross
No. 2, pergross ..

No. 3, pergross
WOODENWARE
Baskets
Bushels ... 00
Bushels, wide band 115
M arket *2
Spllnt large 3 50
Splint, medium 3 00
Splint, small .. . 275
Willow, Clothes, ge 8 25
WI||0W Clothes, small 6 25
Willow, Clothes, me’m 7 25

Butter Plates
Wire End or Ovals.
% Ib, 250 In crate

% 1Ib., 250 in crate
1 Ib., 250 incrate
2 Ib., 250 Incrate
3 Ib., 250 inCrate
5 Ib., 250 incrate
Churns
Barrel, 5 gal.,, each ...2 40
Barrel, 10 gal., each ..2 55
Clothes Pins
Tfnch,~gross
4% Inch, 5 gross

Cartons 20 2% doz. 55
Crates and Fillers
Humfty Dumpty, 12dz. 20

complete 40
No. ,complete . . 28
Case No. 2, fillers, 15
SEtS s 35
Case, medium, 12sets 115
Faucets
Cork lined, 8 In
Cork lined, 9 In
Cork lined. ‘10

TRADESMAN

Worden Grocer Co. Brand
14 Ben*Hur
Perfection . 85
IIierfgctlon E 3%
Mop Sticks ondres
Trojan sprlpng .............. 90 Londres 35
Eclipse patent spring 8 Standard 5
No. 1 common . 80 Puritanos ' .35
No. 2 pat. brush jer 85 Panatellas, Finas .35
Ideal No. 85 Panatellas, Bock .35
121b. cotton mo s 145 Jockey Club .35
Pails COCOANUT
2- hoop Standard Badger’s Brazjl Shredded
3- hoop Standard 235
2- wire Cable 210
Cedar all red brass ..1 23
wire Cable 230
P_aper Eureka 2 2
libre
. othpicks
Birch, 1(X) packages ..2 00
Ideal 85
Traps
Mouse, wood, 2 holes
Mouse, wood, 4 holes
Mouse, wood. 6 holes
Mouse, tin, 5 holes___
Rat, wood 10 5¢ pkgs., per case 2 60
Rat, spring %g %gg gﬁ séspecr casg 2 60
ubs per case ... p g
20-in. Standard No. 1 750
%g in. gtangarg “0. 2 650 COFFEE
in. Standar 0 3550 Roasted
%8 :ﬂ Cab 1. 373 88 Dwinell-Wright Co.’s B’ds
16-in. 6 00
No.
No. i 925
No. 3 Fibre .8 25

Washboards
Bronze Globe .
Dewey ...
Double Acme
Single Acme ..
Double Peerless
Single Peerless
Northern Queen
Double Duplex

whwwwWwww N
N
13,1

Good Luck 75
Universal 00
. Window Cleaners
12 in.... . .165
14 in. . 18
16 2 30

. Wood Bowls
13 in. Bu 150
15 in. Butter 2 00
17 in. Butter . 37
19 in. Butter . . .6 00
Assorted. 13-15-17 , .3 00
Assorted, 15-17-19 , 4 25

WRAPPING PAPER
Common Straw ...
Fibre Manila, whit
Fibre Manila, colored’

No. 1 Manila ... .4
Cream Manila .
Butchers’ Manila .
Wax Butter, short ¢'nt 1
Wax Butter, full count 20
Wax Butter, rolls 19

YEAST CAKE

2
3
4

.3
2%
3

Magic, 115
Sunllght 3 do .1 00
Sunlight, 1% doz .... 50
Yeast Foam, 3 doz. .1 16

Yeast Cream, 3 doz. ..1 00
Yeast Foam, 1% doz. 58

AXLE GREASE

Ib. boxes, per gross 900
Ib. boxes, per gross 24 0

BAKING POWDER
Royal

10c size

%Ilb. can

6 oz. cans

%Ilb. cans
%Ilb. cans

lib. cans

lib. cans 13 00
«Ib. cans 21 60

CIGARS
Johnson Cigar Co.’s Brand

S. C. W, 1,000 lots ....31
El Portana .33
Evenm? Press .32
Exemplar

White House, lib. ...
White House, 2R> ...
Excelsior, Blend, lib.
Excelsior, Blend, 21b.

16

Tip Top, Blend,
Royal Blend ...
Royal High Grade .
Superior_Blend ....
Boston Combination _.
Distributed by  Judson
Grocer Co., Grand Rapids;
Lee & Cady Detroit; Sy-
Bros, ft Co, Sagl-
Brown, Davis s
Jackson;
mark, Durand & Co.,
tle Creek; Flelbach Co.,
Toledo.

8AFES

Full line of fire and bur-
glar proof safes kept in
stock by the Tradesman
CompanY Thll’t%/ five sizes
and styles on ha at all
times—twice as many safes
as are carried by any other
house in the State, "If you
are _unable to visit Grand
Rapids and inspect the
line personally, write for
quotations.

SOAP
Gowans & Sons Brand.

Nl
M ssi

n

Single boxes .. ...3 00
Eive box lots 2 9%
Ten box_ lots .. 290
Twenty-five box lots ..2 85

Lautz Bros._& Co.
Acme, 30 bars, 75 Ibs. 4 00
Acme, 25 bars, 75 !bs. 4 00
Acme, 25 bars, 70 Ibs. 3 80
Acme, 100 cakes 325

July 31, 1912
Big Master, 100 blocks 4 00

German Mottled
German Mottled, 5 bxs 3 50
German Mottled, 10 bx 3 45
German Mottled, 25 bx 3 40

Marseilles, 100 cakes ..6 00
Marseilles, 100 cks 5c 4 00
Marseilles, 100 ck toil 4 00

Marseilles, % box toil 2 10

Proctor & Gamble CO.

Tradesman Co.’s Brand

Black Hawk, one box 2 50
Black Hawk, five bxs 2 40

Black Hawk, ten bxs 225
A. B. Wrlsley

Good Cheer ... .4 0

Old Country

Soap Powders
Snow. Boy, 24s family

SIZE i
Snow Boy, 60

Gold Dust, 24 Iarge
Gold Dust, 10015bc

Kirkoline, 24
Pearline
Soapine
Baobltt’s
Roseine

Wisdom
Soap Compounds \

Johnson’s Fine
Johnson’s XXX

Rub-No-More
Nine O’clock
Scouring
Enoch Morgan’s Sons
Sapollo, Eross lots ....9 50
Sapolio, half gro. lots 4 8

Sapollo, single boxes 2 40
Sapollo, hand 2 40
Snourine Manufacturing Co
Scourine, 50 cakes ....1 80
Scourine, 100 cakes ...3 50

Paris Green Labels

Antidote.

POISON
PARIS GREEN

Lime Water in copious draughts, en

etics of Sulphate of Zinc. Give Flaxseed Tea, '
Slippery Him 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.
200 labels.
500 labels.
1000 labels.

25 cents
40 cents
75 cents
$1.00

Labels sent postage prepaid where cash accompanies
order. Orders can be sent through any jobbing house
at the Grand Rapids market.

Tradesman Company, Grand Rapids
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-WANTS DEPARTMENT

' ok Sl . . .
» <lil™Mi - inserted ul head for two cents a word the first insertion and one cent a word for each
4 ondiiiiiMr - nsernon.  No charge les: than 1. i :,fs. Cash must accomp.mv al ,jders
F Sale—Marble t i | ter, ; . .
two oak meat racks Fone Bufals_ meat in\'/:gillzin%aleﬁab%%t( Degaetreadl miﬁrcrH—aﬁl?r'ng: Auctioneers—We have been closing out

Appreciated advertising is the best ad-
vertising. . Just to convince you and to
get acquainted. I’ll print your advertise-

5 .
$6.75, 1,000 fol®511BE SV EPSq S4 TR0 g
vertisement that stays is the advertise-

&gmgent‘aﬁ—. pgys- Burton is. Osbg{ae,

65 cents on the dollar buys $1,500 stock
of shoes and rubbers, largely Selz make.
Clean stuff. Good sizes "and widths.
Ralph G. Clement, Colon, Mich. 308

arlet tock .from
$1,500 to %2,000 do¥ng alooa %usmess.
Answer quick. Give Tparticulars. _Ad-
dress No. 307, care Tradesman.

For Sale—Clean stock of general
merchandise, |nvc)|cm? about ~$2,000
Hustling town, fine farming country.
Mecosta county. Good reasons for sefll-
ing. Address 'No. 305, care Tradesman.

305

chopper, rocker and block. _One set gro-  Michigan. Stock Al condition. Anyone merchandise stocks for years all over this

cErcomputing sgales. ene’ teven, cobler WSS 1o Tocate in Business will fnd  SoUn 1ho¥0u WIS O reduice of close
i o ' " ' is a goo roposition to investigate. y H

Mich. LS Address 9965, fare Yradesman. 98 Boevg'rbo’ar‘r?dgfffscﬁﬁé%ofg‘ﬁa”k'”' 410 Sl%ﬂth

..For Sale—Best stone in town of about . . .
800. Dry goods, shoes, groceries, in- . Invest in fruit land in great and fer- For Sale—One of the freshest stocks
oice about $7,000. New store buildin tile Arkansas Valley, Colorado, 20 miles  of groceries in. Michigan and located in
¥3i_500 Have béer|1| sutccessful an? Want £ eRaasithO;y Pfg?:lijlli?iesTricitgshtl?)oavsgersaggdtetljgl the “best town in the State. For further
rere N Sxeetient oRening o Jour phone at door. Good terms. Don't fail Bﬁ[é{c%%ﬁaouresﬁ_ock Box 2043, Né%h'

self_or to start your son in business. r . €
L. F. Lane, Neosho Falls, Kan. 283 to investigate. Come and see or write

owner, H. F. Sutton, Pueblo, Colorado. Cash for your business or real estate.
T Nor, —Fine rocery stock, St * 263 *0bring buyer and seller together. No
Joseph, Michigan. Busfneds established Auctioneers—Fifteen rs’ experien matter where located if you want to buy,
25 years ago by owner, who wishes to “tc ohete S h ete Iyea 5 te pe ?( CE sell or exchange any kind of business or
> 27 4@ aP. f°r_ right. party._ Addres a5 NG as oW, 10 Close ontany gioe Eroperty anywhere at any price, address
%, o. _(‘Breening, 3B Main 8 st fozsge R, & ki a0 A e 0 T, Frank Cleveland, Real Estate Expert,
feh. During July and August address 1548 W. |nijnoi¢*dams Express Building, Chicago,
ﬁ’é Sale—SthJck of groceries in a town 51 Place, Los Angeles, Cali.___ 259 E—
N 00p population. 'H. T. Stanton, 18 Salesmen Attention—For a special or HELP WANTED.
R \FarkeP 8, EMand Rapids, M'Chim sideline, send for a Northey refrigerator
__ catalog No.12, 170 pages. It has all kinds Wanted—An experienced shoe sales-

Bor  Sale—At once, art and novelty

store_in good town _of 12,000. A fine
growm% usiness. Reason for selling,
q_oor ealth.  Address No. 304, Siﬁre
radesman.

If you want to live, come to Spring-
dale; "no  malaria, mos?unoes,_ negroes
saloons; in Ozarks perfect climaté and
pure water. Money-making orchards at
naif price of raw western” land and no
irrigation necessary. Our apples top the
market for color” and flavor. Bumper
crop in this famous district. Summer
bargains; 120 acres, fenced, no buildings,
line” fruit land, $1,800; bearing orchard
* new buibdln%s, 8 acres .in all,
$3,000; 2% acres, 10-room house, big crop
of apples, $2,250. Free list. Ten cents
census map. Fredricks Realt Co..
Springdale, Washington Co., Ark.” 303

, Merchants—Save money on your print-  or refrigerators for every purpose and can  man for Southwestern Michigan and
ing. Job work of all kinds. "Envelopes, be sold ‘anywhere. Write today. Northey  Northern Indiana. One who is familiar
note, letter heads, statements, sales Manufacturing Co., Waterloo, lowa. 258 with the trade. Good position for the
00

books. tags, etc. Engemann Brothers i right_man. Address No. 306, care Michi-
] j ' Government positions are easy to get. i
Printers, Beldlng, M_ICh.— 274 My free booklet X1105 tells how. W Trite gan Tradesman.

If. you want to install a system of today Now. Earl Hopkins, Washing- Wanted—Drug clerk, registered assist-
bo&"ti eegir&Sr (g1 have  any booll:gs to on.”D. C. 214 ant, dto Ak\)g in Aé - Ei/ eAferencef( re-
audit, sen or ester ry, xper : uired. Address C.” E. Van Avery, Kala-
ﬁccountanht. Best of references. Lake- Merchandise sale conductors.. A, E. azoo, Mich. Y R
vlew, Mich: 270 Greene Co., 135 Grand River Ave,

. I Detroit. Advertising  furnished  free. W anted—Two experienced salesmen to

Was(f}nnI tog Iappl% otrchsg(r)d 11|5 eicres, Write for date, terms, etc. 549 re%re?\‘enthus |nI hh_e statesl thMIChlgﬁn
near Goldendale, abou apple trees, an orthern Indiana; only those who
part bearing, 10 acres more cleared, bal; planing ConRNGy S Tent e "3nls have an established tradel_in)t,(_)ur line need

. o apply. o other applications consid-
should “engage expert sale ‘condictors. (0 8PP\ (N0, 0PI APR very strong line

barn, creek "and “spring. Should pro- :
duce’ 1,000 boxes th?s season, price $100 ?nocvg & Sf‘hlg S ond mal(rgguﬁlsl thgodn'{:gcr{ of waorkingmen’s clothing and have an
er acre, $2,500 cash, balance easy. now with men who know how. A. E established” trade in the “state of Michi-
: gan. Applicants  mustcomewellrecom-

ithout crop, $1,000 less. Also. 200 ) I~
acres three Fr)niles from Goldendale, 25 f\s/lri%%ne, 135 Grand River Ave., Detzrsollt, mended.ThA %‘ood position for the right
: e

acres, cleared, same _amount slashed arty. ershey-Rice Mfg. Co, 47
STORE AND OFFICE FIXTURES clearing very easy. Fine apple, pear, Will pay cash for stock of shoes and ast Chestnut St., Columbus, Ohio. 291
SHOWCASES OF EVERY DESCRIP- g!:fraelfa,%poctgstﬂ agglagéglne;snd.%%%ia”er rubbers. “Address M. J. 0., care Trades- Wanted—Girl  cigar-makers, bunch-
TION, ALL KINDS' OF OFFICE DESKS  BC'5y, ha st Wil “clear certain: amount ™ %0 s breakers and rollers” Good wages. Fac-
AND e SHAIRS, FRFER (KQMPUTING  Write for particulars. ~Address W. G $10000 stock general merchandise for tory conditions finest in country. G. J
CASES, 'FILING CABINETS. CQFFEE Davis, Owner, Goldendale, Washington. —saje Good ?eulfi'r?gess’Agot?;jr DeRtioR g Jofinson Cigar Co.. Grand: Rapids, Mich.
MILLS,  SODA FOUNTATMS ~WITH - 269 : ; R 2%0
BACK BARS, COUNTERS AND at Garagj For Sale—One of the finest ?ntoroar}c?v,”é%.l H. M. H. Barnes, l\2/|3%ta Wanted—A registered pharmacist. Also
ACCESSORIES COMPLETE DRUé garages in the city. Located in the cen- . a registered druggist. ddress No. 260,
STORE AND CONFECTIONERY OUT-  ter,° the business district. Representin Have good home in Colorado to ex- care Tradesman. -j60
FITS, WE MAY HAVE 1T SECOND- well-known and . popular cars  CRirst change for stock of merchandise. Please
HAND. CALL, SEE US AND SAVE years operation paid 25% upon invest- ive full information in first letter. Ad- Wanted—Clerk for general store. Must
MONEY , MHEHIGAN (STONE €000 N B Fobllned pVl L S Lok o SP on o adiy dsh E I
, - reasonable and storage and repair busi- . _ . .
AVE., N. W, GRAND RAPIDS. 278 uess big. Good reasons for selling. Ad- peSafes Opened—W. L. Slocum, safe ex-  Address Store, careTradesman. 242
. s Tradesman. 266 i ich’ ” .
f.Fé)or0 Saleb—l?ryg s_tockd,lotca,tetd, |thp\a/_n dress Garage, care Grand Rapids, Mich. 4 Want ads. continued on next page.
0 in best farming district in Michi-
gan. Good railroad facilities. For furth-
er particulars address No. 301, care
Michigan Tradesman. 301
Wanted:-To buy interest in_ drug
stock where services of pharmacist are
required. Address No. 300, care Michi-
gan Tradesman. 300

For S&le—Cheap, McCaskey, American
and Simplex account systems, second-
hand_ For particulars write A. R. Hens-
ler, Battle Creek, Mich. 299

Saleshooks A Specialty. Specially con-
structed machinery for "that purpoSe. No
need in sending out of the state. Write
for samples ‘and _ prices. Wolverine
Salesbook Co., Lansing, Mich. 298

For Sale—Hardware, stove and crock-
ery stock, appraised at $7,500. Fine lo-
cation, brick _building, reasonable rent.
Established 37 years. Sglendld opening
Must_be sold at once. est offer takes
it.  James Gracey, Trustee, Greenville.
Mich. 297

Dry goods man, experienced buyer
and ‘manager, desires to invest $2 in
established dry goods or_general store
Address No. 296, care Tradesman.
296
For Sale—Shoes and dry goods, coun-
try town, 1,000 population. "Write Mer-
chant, care Tradesman. 311
Wanted—Some one to manufacture
Patent Safety Flue Stop on royalty, or
will sell the patent on easy terms. A
full size Stop will be sent to"any address
for twenty-five cents. =~ Addréess Wm
Weller, Mineral City, Ohio. 293

Klar’s Good Health Flour relieves con-
stipation,_ and stomach trouble. Agents
wanted in every city. . B. Klar, Food
Specialist, Candl Daver, Ohio. 292

For Sale—Shoe stock located in a man-
ufacturing town of about 5,009 in Central
Michigan.” Business has been_established
twenty years. Stock invoices about
$7,000. Can be reduced. Reason for sell-
ing, other business. Address No. 289,
care Tradesman. 289

C W. Reimer, Auctioneer. M_ciY-han.
dise and real estate sales a specialty.
"Write for dates. Areola, 111 277

asks for

AAND SAPOLIC

and you can not supply it, will he
not consider you behind the times ?

HAND SAPOLIO is a special toilet soap—superior to any other In countless ways__delicate
enough for the baby's skin, and capable of removing any stain.
Costs the dealer the same as regular SAPOLIO, but should be sold .{ 19 cents per cake.
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A SENSIBLE MAN.

It is proposed to have in Philadel-
phia next October a wonderful his-
torical pageant in which the first
families, the second families, and all
th-i other families of that city are to
take part. It is proposed to repro-
duce for spectacular purposes the
good old days. In that city there are
very many so-called old families who
trace their lineage back to Benjamin
Franklin’s time, and naturally they
are very proud of their ancestry and
boast of it a great deal. The Mifflins
are one of the oldest and most hon-
orable families. The present resi-
dents of Philadelphia are descendants
of Gov. Mifflin, for whom Fort Mif-
flin was named, and as well Mifflin
county, Mifflinburg, Mifflintown and
Mifflin street. The present head of
the family there is James Ewing Mif-
flin, and he proposes to take part in
the parade and will personally drive
a plain, everyday, ordinary dump
cart, whereat some of the aristocracy
of the city are very much astounded.
He is a man of large means and oc-
cupies an enviable social position.
Many of his friends think that it Is
something awful what he proposes
to do.

Mr. Mifflin shows his good sense
and does himself credit by announc-
ing his intention, which it is to be
hoped he will carry out to the letter.
His reason is a perfectly good one.
He has been looking up the family
records, and he finds that 200 years
ago the founder of the family, John
Mifflin, paid a city tax on forty dump
carts, which would indicate that in
those early days he had a contract
for removing the ashes, garbage, etc.,
and in this way he laid the founda-
tion of the fortune by which the fam-
ily has profited ever since. He lost
not caste because of his employment
and he was regarded as one of the

first gentlemen of the city. There-
for, with commendable regard for
historical accuracy, his descendant,

James E. Mifflin, will drive a dump
cart in the parade, and he will be
dressed in the attire which was fash-
ionable for a gentleman of that time.
Probably there are dozens and scores
of other first families in Philadelphia
who, if they would look up the rec-
ords honestly, would find that their
ancestors were engaged in just as
humble vocations as Mr. Mifflin’s, but
probably most of them would lack
the moral courage to follow this good
example. That a man worked with
his hands is no disgrace. It all de-
pends upon whether he did his work
honestly and well. There are plenty
of aristocratic families in every city
who assume to look down upon those
who do hard work as menials, and
yet their ancestors by just such work
began to accumulate money which in
later years came to be large wealth.
Instead of being ashamed of it and
trying to forget it. they might better
be proud of it. It is evident that Mr.
Mifflin succeeded in the dump cart
business, for otherwise he would not
have two score of them taxed, and
that business is just as- honorable as

MICHIGAN

any indulged in by the ancestors of
other Philadelphia families.

SHOW EXHAUSTIVELY.

A prominent educator in a lecture
on reading emphasized the import-
ance of reading exhaustively. When
any one subject was taken up his
motto was to hunt up all available
material on that subject. The mind
was then concentrated upon it, and it
was easy to systematize, to make
comparisons, and to lay aside salient
points for permanent use. It is much
the same way in presenting goods to
the public. If you show a few good
examples of this and some more of
that the visitor leaves with only a
jumbled impression of the whole.
There are no leading characteristics
brought out and rendered permanent.
There is no reason for placing your
window at the front in the mind.

Just to-day we picked up a city
paper and noticed among the locals
the invitation of a leading merchant
to view the embroidery of a certain
outside firm. Curious, we went. In
the front window were some beauti-
ful specimens in white. Within there
were rows of tidies, doilies, and
many other articles worked in vari-

ous styles. It was like a great fair,
this fancy work show, and there
were numerous admirers. The ex-

hibit was not for sale, but, of course,
orders were taken and, incidentally,
other purchases made. The stamped
material, embroidery floss or silk,
and various articles pertaining to
fancy work gained a new significance
through the display. The real art at
the point of the needle was present-
ed in a permanent way. The same
kind of work might have oeen in the
shop for a whole season, but not to
give the impress of a one-day exhibit
all together.

Take any standard article and spe-

cialize upon it. See how many
changes and permutations can be
made. Arrange your handkerchiefs,

for instance, in the front window.
Make some special prices on them.
Give them a really artistic grouping,
and note the result. And after you
are done with them, even the more
prosaic towels may have the floor. It
pays in the end to specialize in a way
so convincing that people will not
soon forget.

OUR NATIVE FLORA.

From every side comes the lament
that it is fading away, vanishing as
surely as the red man. And the
main cause is not the felling of the
timber, the claiming of new fields
for agriculture, but the thoughtless-
ness of flower lovers. We see on
every side waste which tho.se who
fancy themselves friends of the flow-
ers are directly responsible for. The
attentions which they give the way-
side blossoms are mere mockery since
they but lead to extermination.

One sensible girl says she never
buys even a postcard unless she
knows where she can put it to use.
It may be ever so handsome, or the
most skillful bit of humor. If she
has not some friend who would ap-
preciate it and to whom she wishes
to send a card it is allowed to remain
in the rack. If the same principle
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were applied to the promiscuous
plucking of the wild flowers, there
would be fewer waysides denuded of
their treasures. Do you ever stop

to consier what you will do with the
dainty blossoms when gathered? Will
you find a place for them worthy of
this beauty, or will they be thrown

down to wither, perhaps ere you
reach home?
Trailing  arbutus, which once

abounded near certain large towns, is
practicaly extinct. Even the trailing
bitter-sweet which so lovingly con-
cealed the sightless stubs and rails
has been stripped from its natural
home and the bare sticks now meet
our gaze. There are a host of gay
blossoms which the farmer can well
spare, and thus save the sowing of
undesirable seeds. The Black Eyed
Susans and the white Ox-eye Daisy
may be gathered in handfuls, and
there will still be enough by the way-
side to perpetuate the crop. But if
we follow the same methods with the
arbutus, removing it carelessly by the
root, if we pride ourselves on the
great clusters of lady’s slippers we
can procure, the result is ultimately
local extinction; and when a local
fad is generally practiced, it becomes
a total blotting out.

Charges Less When Goods are
Called For.

A retail meat dealer in Ogden,
Utah, has devised a novel plan to
reduce delivery expense and make
prices more attractive to his cus-
tomers. Its working out will be

watched with interest by merchants
everywhere, particularly those whose
delivery expense is as high as it is in
many cities. This dealer, C. H. Ear-
ned, will base his charge to customers
on two points: Whether they call,
carry their package home, or have
them delivered, and in the latter case
the distance will make a difference.
The prices will be based on customers
calling at the shop and carrying home
their own supplies. There will be no
free deliveries. Mr. Lamed will keep
delivery wagons in service, but for
each delivery made he will charge 1
cent a block. A customer living five
blocks from the market will pay 5
cents delivery charges and a customer
living ten blocks away will pay 10
cents.

Colors Matched by Electric Light.

The desirability of being able to
match colors under artificial light,
which is always more or less tinted
with one color or another, has re-
sulted in a special attachment for the
ordinary electric lamp, by means of
which a perfectly white light is pro-
duced. Tn this lamp the light is trans-
mitted through a number of strips of
different colored glass, arranged un-
der the lamp. They could not be
placed one over the other, as such an
arrangement would practically prevent
the transmission of the light rays, so
they are placed side by side and the
light is mixed by a diffuser after pass-
ing the strips. The size of each of
these colored strips may be fixed ac-
cording to the quality of the light, so
that the result obtained is a perfectly
white light. It is claimed that the ar-
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rangement provides a light so close
to that of daylight that colors matched
by it match equally well in the light
of the sun.

New Way of Seasoning Timber.

A novel electrical method of treat-
ing timber is said to have given strik-
ing results in France, and to have
changed the greenest wood into per-
fectly seasoned material. A water
tank of suitable size is required. The
timber is piled on a large lead plate
at the bottom until the tank is full,
when a second lead plate is placed on
top of the pile and connected to the
negative pole of a dynamo, the bottom
plate being connected to the positive
pole. The space around the timber is
then filled with a solution containing 5
per cent, of resin, 10 per cent, of bor-
ax, and a trace of carbonate of soda.
On turning on the current, it passes
from plate to plate through the wood,
driving out the sap, and the resin and
borax takes its place in the cells and
interstices. This process being com-
pleted, the timber is taken out and
dried, when it is ready for use.

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

Buffalo, July 31—'Creamery butter,
25@27c; dairy, 20@24c; poor to good,
all kinds, 18@22c.

Cheese—Fancy, 16@16jEc; choice,
15@15J*c; poor to common, 8@12c.

Eggs — Choice, fresh, 20@Sl"c;
candled, 21@23c.

Poultry (live)—Turkeys, 12@14c;
cox, 10@Illc; fowls, 14@15c; chicks,
17@20c; ducks, 13@15c; geese, 10c.

Beans — Red kidney, $2.65@2.75;
white kidney, $3@3.10; medium, $3.10
@3.15; marrow, $3.25; pea, $3@3.10.

Potatoes—New, $2.50 per bbl.

Rea & Witzig.

Perhaps this got into the wrong
column, but read on. A doctor stop-
ped his automobile in front of a ho-
tel in Illinois and was surprised to
see the laughter which accompanied
the doorman’s inspection of the rear
of the macine. The physician strolled
around the car, saw nothing remark-
able and enquired sharply, “Well,
what the blazes are you laug'hing
at?” “Nothin’ much, Doc.,” came the
reply, “but, say, don’t you think you
ought to get a different numberr
The license plate was inscribed thus:
“35000 11" Rather rough on an
M. D.

The parent who claims credit for
the success of the child is not always
willing to bear the blame for its fail-
ures.

BUSINESS CHANCES.

| pay cash for stocks or part stocks
of merchandise. Must be cheap. H.
Kéaufer, Milwaukee, Wis.

For Sale—A good clean stock of variety
goods, invoicing _about $2.500. Located in
southern part of state. Po
Shops employing about 1800 men.
town. Good reasons for selling.
S, care Michigan Tradesman.

HELP WANTED.

Wanted—Sales and advertising man-
ager, .~ familiar with the dru soda

Address
222

fountain and grocery trade; follow up

systems, etc. Good opening for the right

%arty. Address = Celerytone Company,
alamazoo, Michigan. 312

SITUATIONS WANTED.

. Wanted—Position as manager or clerk
in general store. Address No. 313, cgre
Tradesman. 31
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Toledo Scale fompany Shredded W heat
Under Band

is better than white flour bread and better

npH E Toledo Computing Scale Company at this

than whole wheat flour bread. It contains

moment, are manufacturing their Cylinder . .
all the nutrimentin the whole wheat prepared

or Barrel Shaped Scales under bond required by in a digestible form. It is the one staple

the United States District Court, Northern Dis- breakfast food—always clean, always pure
trict of Illinois, to protect Thé Computing Scale always the same.

Company of Dayton, Ohio, in its awarded title
Shredded Wheat is now packed in neat,
substantial, wooden cases. The thrifty grocer

damages thereunder. will sell the empty cases for 10 or 15c. each,
thereby adding to his profits.

to the ownership of the patents; and claims for

The patents held valid by this decision are

infringed by all manufacturers of Drum or Cylin- Shredded W heat Biscuit
der Shaped Scales and the users of such scales the only “breakfast food” made
are liable as well as the manufacturers. in Biscuit form.
The Computing Scale Co., The Shredded Wheat Company
Dayton, Ohio. Niagara Falls, N. Y.

H v Aboumour Printing?

L '"HIS QUESTION is avery pertinent one for business teen, because every day Business Printing takes on added signifi-
cance as a factor in trade. Time was when any sort of printing would do, because not much was expected of it, buf
nowadays printing is expected to create and transact business. For this reason, good printing is exceedingly neces-

sary in every line of business”

We have been producing good Business Printing for years. We have kept pace with the demand for the best in printing.
As a Consequence, oifr printing business has grown splendidly. We have been compelled to enlarge shop facilities, to increase
equipment quite regularly. We have the requisite mechanical equipment, and with one of the best equipped, as well as the
largest printing establishments in Western Michigan, we are in the very best position to give to the business man the highest
standard of good Business Printing. ..

This includes everything, from envelopes to the most elaborate catalogs.

respectfully solicit your patronage, giving the assurance that all orders will not only be promptly executed, but the
printing will come to you in that quality of excellence you desire and, withal, at as reasonable a price as it is possible for us, or
anyoneelse, to deliver good printing.

Orders by letter or by phone will receive prompt attention, and if you desire, a qualified representative will wait upon
you without delay.

TRADESMAN COMPANY i GRAND RAPIDS y MICH.



Consumers are Wedded to the

Hart Brand Canned Fooas

Because Quality is Always Notable

All products packed at our five plants in W est Michigan, in the finest fruit and vegetable belts
in the Union, are grown on our own lands adjacent to the Various plants; packed fresh from, the
fields and orchards, under best sanitary conditions, insuring exquisite flavor, fine texture, nat-
ural color. Every can is well filled.

The HART BRANDS Satisfy Consumers
They Are Trade Winners and Trade Holders

Vegetables:—Peas, Corn, Succotash, Stringless Beans, Pork and Beans, Pumpkin, Red Kidney
Beans, Tomatoes, Spinach, Beets.

Fruits:—Cherries, Strawberries, Red Raspberries, Black Raspberries, Plums, Pears, Peaches.

W. R. ROACH & CO*, HART, MICH.

Better be Alive and Cautious
Than Careless and in the Hospital

“Only those who keep off the track and wait for the train to pass, will ever be
able to even guess just how fast it was running.”— IV. L. Brownell.

Most of the cautious business men are still in business. Most of the
careless business men are out of business and re-
membered only by their creditors. If you are not
the owner of a good safe you are a careless business
man. You know this is true, you know you haven't
any moral right to run this risk. It takes a hard
jolt sometimes to wake us up. W hy not

Wake Up and
Skip the Jolt

W rite us to-day and we will name you prices on Safes of various sizes, on Safes that are dependable.

GRAND RAPIDS SAFE CO. Ttradesman Bldg., Grand Rapids, Mich.



