
The Cry of the Dreamer Her Little Boy

I am tired of planning and toiling 
In the crowded hives of men;

Heart-weary of building and spoiling,
And spoiling and building again.

And I long for the dear old river,
Where I dreamed my youth away,

For a dreamer lives forever,
And a toiler dies in a day.

I 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.

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.”
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READY TO RETIRE.
W hen the m onopolistic m ethods of 

the Bell Telephone Company resulted 
in the organization of num erous in
dependent companies, a dozen or fif
teen years ago, the Bell people as
sumed that no one but them selves 
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 tu rn  new inven
tions over to  their employers, had 
resulted in forcing m en of an inven
tive turn of mind into the ranks of 
the independent companies, so that 
the independent apparatus was very 
much m ore efficient and much m ore 
economically operated than the old 
Bell apparatus.

T he policy of bluff and force fail
ing to accomplish its object,, the Bell 
people then resorted  to disreputable 
tactics of another sort. T hey re
duced the price of service to  a point 
that involved loss instead of profit 
and in m any cases gave absolutely 
free service, as was the case in Grand 
Rapids for several years. I t  did not 
take the Bell people long to determ ine 
that this sort of thing could end in 
only one way and that was the 
bankruptcy cojurt; and before many 
years the M ichigan 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. 
W hen the w ater had been w rung 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 tim es 
what they cost, they started  in on 
the old tactics, but six or eight years’ 
experience has taught them  th a t they 
can not succeed in this way any bet
ter than they did before and during 
the past few m onths they have 
changed front to  that extent that 
they are not only willing to  negotiate 
with the independent companies, but 
they express them selves as willing

to concede th at the independent com
panies have the upper hand in many 
localities and, therefore, have a right 
a dictate term s. W ithin 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 
th at 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  m any cases 
appraisals are being made by both 
Bell and independent companies, w ith 
a view to carrying this arrangem ent 
into effect, subject, of course, to the 
approval of the State Railway Com
mission.

The independent companies have 
been tricked so m any tim es by the 
Bell people that they refuse to  con
sider any proposition unless it is put 
in w riting and properly signed and 
certified to. Instead  of being affront
ed at this demand, the Bell people 
concede th at their m ethods in the 
past have justified the independents 
in regarding them  with suspicion and 
d istrust 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. W hen this con
dition is presented, the Bell people 
simply smile and say th at they  are 
perfectly willing that their in terests 
shall be m inority interests, because 
they concede th at independent com
panies, as a rule, have proven to  be 
better operators than  the Bell m an
agers themselves.

In  the D etro it situation the Bell 
people made an im portant concession. 
T hey have agreed to contract with 
the independent companies to make 
physical connections w ith them  on an 
equal basis, w hether the Giles law is 
held to  be constitutional or uncon
stitutional. As the law stands a t 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 erro r will be corrected. H ow 
ever, the agreem ent the Bell people 
are willing to enter into renders it 
im m aterial w hether the law is held 
good or not.

As a rule, independent telephone

stocks represent actual value, w here
as the Bell stocks are w atered ten 
fold. In  fact, they originally repre
sented nothing but water. Any value 
there is to  them  at this tim e is due 
wholly to  the exorbitant charges the 
Bell has exacted in localities where 
it has had no com petition. I t  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 m anagers now 
insist on doing business along rea
sonable lines, instead of pursuing the 
guerilla m ethods which have char
acterized the Bell m anagem ent for 
the past dozen years. Inasm uch as 
the Bell people are on the run  and 
the independents are in a position to 
dictate term s, it is not a t all unlikely 
th at some very good bargains will 
be driven by the independents in the 
course of the next two or three 
m onths.

W here will the telephone users 
come in on the elim ination of the 
weaker system ? They can only profit 
by the change. The independents 
have dem onstrated  th at they will deal 
fairly w ith the people. T hey have 
succeeded in doing business success
fully at about half the ra tes the Bell 
form erly charged and which they 
would now be charging but for the 
com petition of the independents. 
Furtherm ore, the rates of the inde
pendents are fixed by franchise, 
w hereas the Bell has insisted on do
ing business w ithout securing fran
chises. Before re tiring  from business 
in any town the independents will 
insist on the Bell company first se
curing a franchise th at will insure 
reasonable rates for telephone users. 
Furthermore, the Bell company will 
m eet w ith the iron hand of the 
M ichigan Railway Commission in the 
event of its undertaking to raise rates 
to a point th a t will w ork a hardship 
to the people.

T H E  V E N T IL A T IO N .
W hich way does the wind blow 

was so im portant to  the old burghers 
of early New York, according to 
W ashington Irving, th at they even 
employed servants to zealously set 
the w eather vanes every morning. 
Yet we in m odern tim es have grown 
extrem ely careless, and seemingly 
indifferent a t tim es as to w hether it 
blows a t all. W e can not afford to 
allow stagnation in the atm osphere 
of our store room. I t is as fatal to 
comm ercial life as is the m osquito 
breeding pool.

Note the pains which any educated 
speaker takes to insure good ventila
tion. H e well knows that if he is 
to  preserve his own keen intellect it 
is an essential. And if he observes 
a lagging am ong his hearers, a re st

lessness, a disposition to  be inatten
tive, he a t once orders the windows 
opened and a few m inutes of recess. 
And then, after the breathed-over air 
is renewed he commences again with 
new energy and his hearers listen 
w ith renewed interest. H e feels that 
he is no longer boring them, for 
there has been a lenew al along both 
sides.

The store room  som etim es seems 
to have lost all cognizance of the fact 
th at there is a wind. The front door 
m ay be open, but this is small help 
in the rear or even the middle of the 
room. No w onder the clerks are in
active when kept in such an atm os
phere for half a day at a time. No 
w onder the patron  becomes listless, 
indifferent to  the really choice bar
gains. If it is an ill wind th at 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 com fortable 
by giving them  plenty of fresh breath
ing m aterial. You m ay not realize 
th at you have a “Black Hole," but 
it certainly is one if an abundance of 
fresh air is not at hand. Both phy
sical and m ental 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.

W RA P T H E  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  custom ers.

I t  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 sw eat from the 

horses they drive and whose wagons 
have on their floors or bottom s the 
fragm ents of stable m anure 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. W hen 
it is known that typhoid fever is 
propagated by this special germ  from 
the discharges of typhoid fever pa
tients, and th at this m ost dangerous 
disease can do its fatal work w hether 
its peculiar bacteria are conveyed 
either dry or in water, the fact should 
demand from  the entire population 
an urgent demand th at their bread as 
supplied by the bakers should come 
to consum ers as clean as possible.
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BANKRUPTCY M ATTERS.

Proceedings in W estern District o{ 
Michigan.

July 24—In the m atter of G. W . 
Stevens & Son, bankrupt, of Green
ville, the trustee, Mr. Jam es 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 A ugust 9th, 1912, why such 
offer or any further offer which m ight 
in the meantim e be received, should 
not be accepted and the sale ordered 
made and confirmed.

In  the m atter of Simon Dosie^ 
bankrupt, a m erchant a t Boyne City, 
the first m eeting of creditors was 
held, and Mr. G errit J. W issink, of 
Grand Rapids, elected trustee by 
creditors and his bond fixed a t $20,-
000. The bankrupt was sworn and 
examined, and the first m eeting then 
adjourned to  A ugust 6th, and the 
bankrupt ordered to  appear.

July 26—A voluntary petition was 
filed Phillip Orwarvt, a team ster of 
Grand Rapids, and he was adjudged 
a bankrupt by Judge Sessions and the 
m atter referred to  Referee W icks. 
T he bankrupt’s schedules show the 
following assets, practically all of 
which are claimed as exem pt:
Real estate, hom estead ......... $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: 

Econom y Loan Co., Grand Rap
ids, (Secured by m ortgage 
on horse and wagon) . . . .  $ 100.00

T uttle  B rothers, Grand Rapids, 
(Secured by m ortgage on
real estate) ......................    950.00

Young & Chaffee, Grand Rap
ids, (Secured by title con
trac t on household goods) 305.00
U nsecured creditors:

Christian G. Kuennan ..........$ 223.00
J. P. Seym our Co..................... 125.00
G. R. Showcase Co..................  75.00
T he W eatherly  Co................... 35.00
Arie Verhey .............................  33.00
VanDriele & Co........................  13.00
Geo. Connor & Sons ............  6.00
Adrian DeW indt ..................... 15.00
H arry  M. Thom pson ........... 12.00
H eystek & Canfield Co..........  33.00
Heinz Pickle Co.......................* 27.00
H ardw are Supply Co..............  18.00
G errit H. Behnke ................... 3.00
H. M. Reynolds Roofing Co. 16.50
C. F. Adams Co........................  5.00
T he Siegel Company ............  13.00
N oble-H eft ...............................  12.00
Kugel B rothers .......................  35.70
K ing B rothers ......................... 130.00
Citizens Telephone Co........... 8.00
M ichigan S tate Tele. Co___ 6.00
T he Schantz Company ........  30.00
Alden & Judson ....................... 7.00
W m. Brum m elers Sons Co. 30.00
Kent S tate Bank ..................... 100.00
Allen & D orthy .......................  68.00
A ustin Autom obile Co............  8.00
A. N. Albee .............................. 4.00
Foster-S tevens Co..................  2.80
Thom as P. B ra d fie ld ............... 25.00

Joseph Vrena ........................... 8.00
Max D rucker ........................... 3.00
Giant Clothing Co. . .  ............... 35.00
J. S. Crosby & C o m p an y .... 43.00
H. E. Barkley ..........................   30.25
A. M orrison & Co.........  40.00
Peterson Coal Co............. 8.00
Henry Zuiderhoak ................... 6.16
Christensen Ice & Coal Co. 5.00
W atson-H iggins Milling Co. 20.00
W urzburgs Dry Goods C o ... 10.75
Evening Press Co...........  2.50
W hite P rin ting  Co.........  3.00
G olden-Boter T ransfer C o ... 20.00
G. R. Gas L ight Co....... 14.45
John Cummings ....................... 50.00
Perry J. Bruce .....................   12.00

$1,430.01.
The calling of the first m eeting of 

creditors has been delayed until m on
ey for the actual expenses is ad
vanced by the bankrupt.

July 29—In the m atter of Simon 
Dosie, bankrupt, of Boyne City, a 
w ritten offer of com position at 25 per 
cent, upon all ordinary claims was 
made by the bankrupt, and an order 
was made by the referee calling a 
special m eeting of creditors to  be 
held at the office of E. E. Gilbert, 
Petoskey, Michigan, on A ugust 6th, 
to pass upon such offer of composi
tion. C reditors are directed to file 
their acceptances of such offer on or 
before such date if they desire to 
accept such offer.

T he bankrupt’s scheduled liabilities
are as follows:
Preferred  claim, taxes . . . . $  247.50
Secured claim, m ortgage on

real estate ........................... 5,000.00
O rdinary unsecured claims 28,896.80 

T he assets, as appears from  the in
ventory and appraisal on file, are as 
follows:
Real estate .............................$ 8,000.00
Cash on hand .......................  74.68
Accounts receivable ............. 243.46
Boyne City H otel Company

stock .....................................  100.00
Due on m erchandise held in

store .......................................  21.98
Stock of goods ......................... 8,827.31
Store fixtures ......................... 593.50

$17,860.93
In  the m atter of the Van L Com

m ercial 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 m eeting of cred
itors to  be held a t his office on Sep
tem ber 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. 
H agen and H. A. B rink for the con
sideration (therein expressed) of 
$112,153.75. No part of this sum was 
paid by the said H agen and Brink 
an the only asset of the bankrupt 
consists of this claim against Hagen 
and Brink for $112,153.75.”

T he following creditors are sched
uled :
Ralph E. Nagus, Creola, Ala. $ 12.25
Foster-S tevens & Co................ 101.00

Sheldon Axle Co., W ilkesbarre 700.00
Standard Metal Mfg. Co., New

ark .............. ............... —  . • • 25.00
W inegar Furniture Co............ 4.75
H eystek & Canfield Co.......... 17.84
Charles Dawson ....................  10.75
H. E. Barkley ............................  13.60
Eugene Carpenter ......................  10.50
Allen & D orthy ......................  7.10
Robt. T. Brose ........ .............. 10.00
Central Boiler & Supply Co. 3.34
G. R. Belting Co...........................  5.00
Michigan L ithographic Co 24.96
H erm an K. K reuger .................  6.00
G. R. Auto Supply Co..........  7.00
Hupm obile Sales Co.....................  6.10
Oswald M otor Car & Supply

Co.....................................................  4.65
B axter Laundry Co................  4.00
Stonehouse Carting Co..........  2.74
W m. C. Chinnick ......................   15.00
Perkins & Company ..................  88.27
A. Leitelt Machine Co..........  11.56
Central Auto Co.......... ................ 30.91
G. R„ G. H. & M. R y..........  7.00
W estern  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 P lug Co.,

Cincinnati ............................  17.00
C. F. Splitdorf Co., N. Y .. . .  65.00
Strom berg M otor Devices Co.,

Chicago ................................... 44.00
M issouri Lamp Co., St. Louis 20.00 
Veeder Mfg. Co., H artfo rd  .. 18.75
Therm oid Rubber Co., T renton 15.38 
E gry R egister Co., D ay ton .. 13.50 
Am erican Machinist? N. Y. 4.00 
K- & M. -Lamp Co., D etro it 50.00 
Geo. V. Candler Co., D etroit 36.00 
W m. J. Gillett, G. R. (judgm ’t) 195.63
Shipman Coal Co......................  35.90
J. W . Landm an ................  2,600.00
A nthony M. Gelock ............  500.00
W m. J. Landm an ..................  49.00
G. R. National City B ank .. 2,000.00

$6,866.99
July 30—A voluntary petition was 

filed by H arvey C. Daniels, a con
trac to r of Grand Rapids, and he was 
adjudged bankrupt by Judge Sessions 
and the m atter referred to  Referee 
W icks. T he only assets listed are 
household goods and apparatus and 
tools used in his business, valued at 
$250.00, and which are all claimed as 
exempt. T he following creditors are 
scheduled:
T. J. Kelly, (labor) .............. .$ 13.00

Joseph Nichols (labor) ___  22.00
John McM'aster, (labor) . . . .  31,00
Frank Y. South, (labor) . . . .  35.00
Jake M asterbrook, (labor) .. 43.00
Rodgers & R odgers . . . . . ? . .  39.00
E. Sterkenburg .................v . .  45.50
W illiam Brown .......................  40.00
H eystek & Canfield ............... 8.50
Kram er B rothers ..................... 51.15
Baldwin Stove Co...................  9.00
H. H. Vanderveen .................  60.98
Bowditch & Sahn ................... 18.00
Dr. R. J. H utchinson ........... 7.00
Dr. H. D. D eW ar ................... 11.00
J. H. McKee & Son ........... 55.00
Cusick B rothers ............  240.00
A. Hyde .....................................  34.69
M. L. T ate ...............................  800.00
H. B. VanderCook ................. 80.00

$1,643.82
The calling of the first m eeting of 

creditors has been delayed until m on
ey for the actual expenses of the ref
eree’s office is advanced by the bank
rupt.

Unique Parisian Toy.
A Parison novelty is a picture book 

of animals, and each animal u tte rs its 
own characteristic cry. T he pictures 
represent the m ost familiar domestic 
animals, and each animal speaks its 
own language. T o 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. T he crowing is well 
imitated. The string is pulled again 
and the lamb bleats, the birds tw itter, 
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. W hen 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 sym pathizes 
with you, but inwardly it says: “Serv
ed you right.”

Announcem ent
On Monday, August 12th, all staple prints 

w ill advance to b}4  cents per yard.
From now until August 11th, orders w ill 

be received at present price of cents.
Mail your orders at once while assort

m ents are good. __________

Paul Steketee & Sons
W h olesa le  D r y  G ood s Grand R apids, M ich.
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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, 16l/»c.

Sugar is dull and dragging. W ith
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

the advancing season will doubtless 
show steady improvement. Stocks are 
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.

Life Sustained by Artificial Food.
T he high cost of living may not be 

affected very soon, but there is a great 
scientific in terset in the announcem ent 
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. I t  is the protein or ni
trogenous m aterial (flesh, egg albu
men, etc.) th at 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 form s of protein that feed 
the tissues, and it was suggested that 
the amino acids m ight serve as a 
sta rting  point in feeding. The syn
thetic chemist had already made these 
products. So young dogs were fed 
with a m ixture 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 a rti
ficially prepared—and the anim als no* 
only lived, but thrived and grew.

“Yes, and he was elected, too,” was 
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 m atter?” 
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 !”

T alk  is said to be cheap, but did 
you ever take into consideration the 
actual cost of a session of Congress?

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.

Love in Old Age.
Love is a golden thread woven in 

every life.
Love is the prom ise of youth.
Love is the staff of middle age.
Love is the balm of old age.
Love means comradeship and serv

ice.
Love m eans reverence for the 

home.
Love m eans 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.

Keep Up Your Butter Color Stock
Don’t lose sales because you are out of “Dandelion Brand. ”

Every butter maker knows
Dandelion Brand and sooner or later uses it and no other.

tì1
3 Ü G

'"■"Ufr

T H E  B R A N D  W IT H
Butter

T H E  G O L D E N  S H A D E

W e guarantee that Dandelion Brand Butter Color is PURELY VEGETABLE and that it m eets the FULL REQUIRE- 
MENTS OF ALL FOOD LAW S.--STATE AND NATIONAL.

W ELLS A RICHARDSON CO., -  BURLINGTON, VERM ON
M a n u fa ctu re rs  o f D andelio n  B ran d Butter C o lo r
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IE y f s  OFTHE BUSINESS WORLD

M ovem ents of M erchants.
C harlotte—A. W. Prindle will open 

a shoe store here A ugust 15.
Grand Ledge—Adolph W attrick

has opened a bakery shop here.
Negaunee—Maurice Heiman suc

ceeds H ugo Muck in the m eat busi
ness.

Coldwater—John K losterm an suc
ceeds Eddington Bros, in the bakery 
business.

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

Pontiac—W. P. W ebb has closed 
out his stock of m eats and will retire 
from  business.

bt. Clair—A. W einers, recently of 
Detroit, has opened a clothing, men s 
furnishing and shoe store here.

B utternut—Fire desroyed the elev
ato r of the B utternut 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.

C harlotte—Frank Madison has pur
chased the interest of his partner, 
D orr Moyer, in their paint and wall 
paper stock.

Nashville—W . B. C ortright has 
closed his branch general store at 
Verm ontville and consolated the stock 
with his own.

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

Howell—Ray Satterla and Thom as 
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 
form ed a copartnership under the 
style of Dargy Bros, and will open a 
general store here August 15.

Portland—E. L. B arr has sold his 
m eat m arket to W illiam W . Cassel, 
form erly of Ionia, who will continue 
the business at the same location.

Hancock—Andrew Bram has sold 
his drug stock to W erner Nikander, 
form erly of Ishpem ing, 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 H artnett 
avenue under the m anagem ent 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—T he 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 — Jam es Freem an ana 
Thom as Peterson have dissolved p a rt
nership, Mr. Peterson having pur
chased Mr. Freem an’s interest in the 
meat m arket they opened jointly  last 
fall.

Frederic—H. L. Abraham s, who 
conducts a general store a t 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, who has 
conducted a grocery store here for 
the past forty  years, has sold his 
stock to his son, H enry, who will con
tinue the business under his own 
name.

H illsdale—T he 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 H onig have joined a copartnership 
under the style of Charles H. Duwe & 
Company, and engaged in the whole
sale produce business on North W ater 
street near the Genesee bridge.

Boyne City—W. W. Bailey, druggist, 
has m erged his business into a stock 
company under the style of the Bailey 
D rug 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.

Vicksburg1—T he V icksburg Retail 
M erchants’ Association will hold its 
third annual picnic and outing a t In 
dian lake, August 1 and especially 
invites the m erchants and business 
men of Climax, Scotts and Fulton to 
grace the occasion with their presence.

M arquette—E. O. Stafford has pur
chased the stock in the People’s D rug 
store a t the corner of F ron t 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.

D etro it—Grinnell B rothers, dealers 
in all kinds of musical instrum ents 
and musical merchandise, have 
m erged 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

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.
D etroit—The Durable Top Special

ties Co. has changed its name to the 
Durable Company.

Birch—The N orthern Lumber Co. 
has been succeeded by the Lake Inde
pendence Lumber Co.

D etroit—The W olverine Motor Sup
plies Co. has increased its capital 
stock from $25,000 to $50,000.

Frem ont—The United Tanners’ 
T im ber Co. has increased its capital 
stock from $130,250 to $143,275.

D etroit—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 m erged 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 m erged 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.

D etroit— Lou J. Eppinger, furrier, 
has m erged his business into a stock 
company under the style of The Lou 
J. Eppinger Co., to manufacture and 
deal in furs, sporting goods, autom o
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.

O ntonagon—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 
H ebard & 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.

U ntonagon—Creditors of the O nto
nagon Lum ber Co. have received a 
second dividend, 15 per cent., from 
the Michigan T ru st C o , of Grand 
Rapids, the receiver of fhe company. 
One dividend of 50 per cent, was paid 
some time ago. T here are other 
outstanding assets of the company, 
consisting of lum ber unsold and ac
counts and bills receivable, which will 
enable the receiver to  pay a final divi

dend when they are converted into 
cash, which will require some time.

Saginaw—The B ooth & 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,ooo 
doors, the installation of a large 
amount of planing mill machinery of 
the m ost m odern construction, a dry 
kiln having a 200,000 feet capacity, 
boiler house, w ater tank of 20,000 gal
lon capacity of steel on a cement 
foundation and a com plete sprinkler 
system for fire protection.

Enders & Moore Offer To Settle.
Kalamazoo, July 30—T he first ad

journed m eeting of the creditors in 
the case of E nders & M oore 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 exam ined by the credit
ors, and a num ber of proofs of claims 
were filed. An offer of compositon 
by the bankrupts to pay 31 per cent, 
on the debts was subm itted. The 
meeting adjourned until A ugust 10, 
without an order being issued by 
Referee Briggs, the points being 
taken under consideration.

A m eeting of the creditors of the 
Kalamazoo Sample Furn itu re  Co. 
was held for settlem ent 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 comprom ise claims made 
by the estate against H enry  Brusse 
and Percy Ray of Holland. Also for 
declaration of dividends. T he ques
tions were held for consideration, or
ders hereafter to  be made.

A final m eeting of the creditors 
of Milo E. Strickland was held for 
settlem ent of trustee 's final account. 
No order was issued. A final m eet
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. A lthough this 
is something of a departure, the effi
cacy of anti-typhoid vaccination 
seems to be fairly well established. 
I t has been thoroughly tested in the 
army, and the health of the troops 
during their m obilization along the 
Mexican frontier is a pursuasive tes
timonial of w hat can be accomplished 
in this manner. T he action of Buffa
lo s health departm ent indicates that 
the movement is already sufficiently 
well grounded as to claim the respect
ful consideration of m edical men, and 
is, at the same time, a tribu te  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. T here is always plenty more 
yet to be learned. Study.

W hen a woman gets a new hat that 
is really becoming to  her, she wonders 
if her heavenly halo will look any
thing like it.
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The Produce Market.
Apples—Duchess command about 

$1.25 per bu.
Apricots-r-California, $1.15 per box.
Bananas—$3.75 per 100 lbs.
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 hot 

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 qt. crate.
Green Onions—12c per doz. for 

Evergreen and 15c for Silver Skins.
Green Peppers—50c per small bas

ket.
Honey—18c per lb. for white clov

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

have declined to  $5.50 per box.
Lettuce—¡Leaf, 65c per bu.; head, 

75c 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.

O ranges—$4.25@4.50 for Valencias.
Peaches—E lbertas from Arkansas, 

Oklahom a 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 lb. box for 

home grown.
Plum s—California, $1-.50@1.65 per 

box.
Potatoes—H om e grow n are now in 

control of this m arket 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.

R aspberries—$2.25 for black and 
$2.40 for red—16 qt. cases.

Spinach—75c per bu.
T om atoes—F our basket crates, 85c; 

8 lb. basket of home grow n hot 
house, 85c.

Veal—5@ llc, according to  the 
quality.

W aterm elons— Georgia stock is in 
strong  dem and at $2,50 per bbl. of 10.

W ax Beans—$1 per bu. for home 
grown.

W hortleberries—$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. B etter 
grades of Brazils are about unchang
ed. Java and Mocha quiet at ruling 
prices. T here 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 inform ation.

Canned F ru it—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

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 F ru its—New apricots made 
their first appearance a few days ago 
and are selling much lower than usual 
for the opening of the season. E va
porated apples have declined until at 
present prices should be low enough 
to please alm ost every one, but the 
g reatest trouble is in getting  goods 
of a good quality. R eports from the 
coast state  that grow ers and packers 
are using every m eans 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 th at the present pack 
will be a large one no one seems 
anxious to take a large quantity.

F ish—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. 
Dom estic and im ported sardines are 
unchanged and fairly active. The 
m ackerel m arket has shown some 
weakness during the week. Both 
Norw ays and Irish  show prices ra ther 
in favor of buyer than seller. The 
demand is m oderate.

Cheese—The com paratively high 
prices have curtailed the consum ption 
to som e extent, but the m arket is firm 
and cheese not consum ed is readily 
bought for storage. No im portant 
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 A jax Sales Co. has been orga
nized to m anufacture and deal in me
chanical riveters, tools and builders 
mechanical supplies, w ith an autho
rized capital stock of $30,000, which 
has been subscribed, $20 being paid 
in in cash and $29,980 in property, 
ih e  stockholders and the num ber of 
shares held by each are as follows: 
H arry  B. W ales, 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 N orth  F ro n t street, has 
the lowest insurance rate of any m an
ufacturing institution in the city. 
Every precaution possible to prevent 
fire has been introduced and, as a 
result, the company has been accorded 
a ra te  of 35 cents per $100 insurance 
for five years or 7 cents per $100 per 
year.

5

Jobbers 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:

W hereas—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

W hereas—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

W hereas—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

W hereas—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 
o ther m arkets 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.

W m. R. Holden, M anager Grand 
Rapids D ry Goods Co., leaves T hurs
day for Beulah, where he will spend a 
couple of weeks resorting  on Crystal 
Lake. He will be accompanied by 
his wife.

M endelson & Caplon have engaged 
in the grocery business at Shepherd. 
T he W orden Grocer Co. furnished 
the stock.

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

If you are tem pted to take a day 
off—rem em ber you can not put it 
back.

mailto:4.25@4.50
mailto:50@1.65
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Personal Service Rendered Custom
ers by Some Banks.

One of the little  services which the 
city banks render their custom ers, or 
ra ther such of them  as ask it, is to 
pay their gas, electric lighting and 
ice bills for them  in tim e to  save the 
discount. These bills are rendered 
m onthly and the discount is large 
enough to  make prom pt paym ent 
w orth while. T he company rendering 
the service m akes out duplicate bills, 
one to  be sent to  the patron  and the 
o ther to  the bank and the bank pays 
before the tim e lim it expires and 
charges the am ount against the pa
tro n ’s account as though it were a 
check. N ot many of the bank pa
trons avail them selves of this service. 
T here 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 m ore or less extent. 
F o r the busy man and the m an 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.

A comm ittee of the Illinois State 
B ankers’ Association has subm itted a 
report urging th at 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 o ther banks and 
that they comply with certain re 
quirem ents as to investm ents and 
cash reserve. The report, with the 
endorsem ent of the State Associa
tion, will probably go to the next 
Illinois legislature and the effort will 
be made to secure its enactm ent. 
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. I t m ay be said 
in behalf of private banking in Mich
igan, that conditions are not the 
same as in Ilinnois, except perhaps 
th at part of Illinois th at 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 
im portant than the am ount 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  lim ited 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 sm ooth way of

talking. Given these conditions, he 
can find depositors, w hether there is 
responsibility back of him o r not. In  
a big city, also, it is not difficult for 
a foreigner to  set up as a banker for 
his countrym en and to gain a consid
erable am ount 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 sm aller towns, if 
conditions in rural Illinois are the 
same as in Michigan, it would not to 
any great extent improve conditions. 
Private banks in M ichigan have fail
ed, but their record as a whole will 
compare favorably w ith th at of the 
sta te  and N ational banks. T he private 
bank, in many respects, can better 
serve a com m unity than the incor
porated institution, for the reason 
that it can loan m oney on securities 
which the incorporated bank can not 
touch. The private banker can lend 
money on chattel m ortgages, can buy 
and sell contracts and do several 
o ther things entirely  legitim ate as 
business transactions, but which the 
constituted authorities of the state 
would frown upon.

T he bank clearings of the Grand 
Rapids banks have been showing a 
handsom e gain over the correspond
ing weeks and m onths last year, and 
from present indications the total for 
the year will be around $160,000,000 
or between 15 and 20 per cent, g rea t
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 th at will go on the 
records as a part of the city’s finan
cial history. T he United L ight and 
Railways and the American Public 
U tilities deals were both essentially 
Grand Rapids enterprises and both 
ran into the millions. T he 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 m onths and 
others are under negotiation. These 
big deals, so far as the banks are 
concerned, usually go through quiet
ly, but in one way o r another they 
help to swell the bank clearings.

The Com monwealth Pow er L ight 
and Railway Co. has added Fred  M. 
Caldwell, city and news editor of the 
Kalam azoo T elegraph-Press, to its 
staff as superintendent of its indus
trial departm ent, a new office just 
created. H is duties will be to  p ro
m ote the use of electricity in the in
dustries of the State, and these in-
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dustries include all sorts of activities 
from housekeeping to  the factory. 
The g reatest field for the industrial 
use of electricity, perhaps, is in the 
small towns to which the service has 
been extended. W ith  the power of 
the distant river at its comm and the 
small town can have its factory as 
well as the city, for this solves the 
fuel and pow er problem. W ith  the 
Commonwealth service rapidly ex
tending to reach every town in the 
State, there is no reason why Michi
gan should not become a g reat m an
ufacturing state  and the developm ent 
under proper encouragem ent will be 
as much in the small tow ns as in the 
cities.

The Old National, in its curren t ad
vertising, is m aking use of the fact 
that the furniture sale was a success 
and that this prom ises good tim es in 
Grand Rapids the com ing six m onths. 
The obvious m oral is that now is the 
time to sta rt an account.

The profits of J. P. M organ & Co. 
for underw riting the securities of the 
United S tates Steel C orporation are 
said to have been $62,500,000. This 
looks like a trem endously oig fee, and 
it certainly is a lot of money, but it 
m ight be suggested th at U. S. Steel 
is a big proposition. T he corpora
tion has a to tal capitalization of 
som ething like $1,400,000,000 and the 
fee said to have been received by 
M organ & Co. is less than  5 per cent, 
of this total. T he 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. H ow  m any 
bankers or banking houses, not alone 
in this country but in the world, 
would undertake to m arket nearly a 
billion of securities on so narrow  a 
m argin? As a m atter of fact, it is 
likely M organ & Co. received only a 
portion of this fee. T he under
w riting of the securities was widely 
distributed among bankers and cap
italists in this country and abroad and 
very naturally  they participated in 
the profits. Som ething like a quarter 
of a million of it was placed in Grand 
Rapids and those who were let in 
made a nice th ing  out of it. The 
purpose of this is not to defend or 
uphold J. P. M organ & 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. M or
gan & Co. took an inordinate profit 
on the m arketing of the steel securi
ties, he m ight look into some of the 
public utility corporation deals that 
have been put over in recent years. 
W hen a property  is “re-organized” 
it is usually bonded to the am ount of 
the purchase price, plus the am ount 
it is proposed to expend for im prove
m ents and extensions, and common 
stock is issued to  approxim ately the 
same amount. Those who subscribe 
for the bonds—'that is the under
w riters—usually receive 35 to  40 per 
cent, common stock bonus with the 
bonds they take. If the deal pans 
out well the m arket value of the

bond, plus the m arket value of the 
common stock bonus, shows a profit 
of from  8 to  15 per cent, and som e
tim es more. W hen the Am erican 
L ight and T raction  Co. m arketed its 
original issue of stock the common 
stock bonus was 50 per cent, of the 
prefered stock subscriptions. T hat is, 
the purchaser of $1,000 p referred 
stock at par received $500 common 
stock bonus. T he preferred  stock 
to-day is a t a prem ium  and the m ar
ket value of the $500 common stock 
is about $2,000. This, however, tu rn 
ed out exceptionally well and can 
hardly be considered as a fair ex
ample. A fter d istributing the stock 
bonus to  the subscribers for the 
bonds the prom oter of the enterprise 
retains the rem aining 60 to  65 per 
cent, common stock as his profit and 
this percentage gives him the control 
and m anagem ent of the p roperty  
which the buyers of the bonds have 
paid for. On a percentage basis the 
$62,500,000 received by J. P. M organ 
& Co. was m ere spending m oney com
pared with w hat the prom oters and 
underw riters of utility  corporations 
receive.

Quotations on Local Stocks and Bonds.
. „ __ Bid. Asked.

Am. Gas & Elec. Co., Com. 78 82
Am. Gas & Elec. Co., P fd. 46 47%
Am. L igh t & T rac . Co., Com. 403 408
A.m. L igh t & T rac. Co., Pfd. 109% 110

Am. P ublic  U tilities, Com. 54
Am. P ublic  U tilities, P fd. 80
Can. P u g e t Sound Lbr. 2%
Cities Service Co., Com. 114
Cities Service Co., P fd . 89
♦Citizens Telephone 95
Comw’th  P r . Ry. & L t., Com. 62% 
Comw’th  P r. Ry. & L t. Pfd. 91
D ennis S alt & Lbr. Co. 95
Elec. Bond D eposit Pfd . 83
F o u r th  N a tiona l B ank  200
F u rn itu re  C ity  B rew ing  Co. 60
Globe K n ittin g  W orks, Com. 110
Globe K n ittin g  W orks, Pfd. 100
G. R. B rew ing Co.
Q. R. N a t’l C ity  B an k  175
G. R. Savings B ank 185
H olland-St. Louis S ugar Com. 10% 
K en t S ta te  B ank 260
M acey Co., Com. 200
Lincoln G as & Elec. Co. 42
M acey Com pany, Pfd . 95
M ichigan S ugar Co., Com. 90

56
82
3

117
91
96
63%
92%

100
85

203
70

112%
101
200
178

10%

45 
97 
92
101%  

86% 87% 
45 48

67% 
92%

M ichigan S ta te  Tele. Oo., Pfd. 100 
N ational G rocer Co., Pfd.
O zark P ow er & W ater , Com.
Pacific Gas & Elec. Co., Com. 66 
Pacific G as & E lec. Co., Pfd. 91% 
Peoples Savings B ank 250
Tennessee Ry. L t. & P r., Com. 24% 25%
T ennessee Ry. L t. & P r ., Pfd. 78% 79% 
L n ited  L igh t & R ailw ay, Com. 69 70
U nited  L t. & R ailw ay  1st Pfd. 88% 90
United Lt. & R ailw ay  2nd Pfd . 75 80

Bonds.
C hattanooga  G as Co.
D enver Gas & Elec. Co.
F lin t Gas Co.
G. R. Edison Co.
G. R. Gas L ig h t Co.
G. R. R ailw ay Co.
K alam azoo G as Co.
Saginaw  C ity Gas Co.

♦Ex-dividend.
Ju ly  30, 1912.

1927 95 97
1949 95% 96%
1924 96 97%
1916 97 99
1915 100% 100%
1916 100 101
1920 95 100
1916 99

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 som ething new right in his 
work.

T h a t mail order house which wrote 
to the station agent that it wanted 
his “silent co-operation”—tipping off 
inside inform ation thlat could be 
turned into business for the mail o r
der house—is using a m ethod which 
has been in full force and effect since 
the mail order house first began busi
ness on an extensive scale. I t  shows 
what the home m erchant has to con
tend with and why he m ust be con
stan tly  on guard.

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

Taking a Vacation.
Vacation has been m ore 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 m ore effcient work than 
the world has ever known. T he man 
who works while he works and then 
takes time to be under the blue sky, 
the shady trees, boating, golfiing, 
w hatever m ost appeals to him, does 
far better w ork than the man who is 
found always by his post and who 
with a sort of self-satisfaction says, 
“ I have not had a vacation for th irty  
years.”

Farm ers are, as a rule, the m ost 
severe in their criticism  of the man 
who takes a vacation, never thinking 
that while their work is m onotonous 
and to a degree always in evidence, 
nature compels them  to rest to some 
extent during the weeks in w inter 
when there is com paratively little  to 
do, and some days every m onth 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 comm ercial 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 re tu rn  to  w ork it 
may be with g reater 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 M onthly.

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

I t isn’t so difficult to  see the sil
ver lining to o ther people’s clouds.

Merchant’s Accounts Solicited 
Assets over 3,000,000
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Only bank on North side of Monroe street.

Öse
Tradesm an Coupons

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

surplus temporarily idle or funds awaiting investm ent, in choos
ing a depository m ust consider first of all the safety of th is money.

No bank could be safer than  T h e Old 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 investing your 
surplus. They are readily negotiable, being transferable by in
dorsement and earn interest a t the rate  of 3%% if left a year.

T H E  O LD  N A T IO N A L  B A N K
G R A N D  RAPIDS, MICH.

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

Place your Buy and Sell orders w ith  

citz. 1122 C. H. Corrigan & Company »e» M-229
INVESTMENT SECURITIES

341-343 M ichigan T rust BuUding Grand Rapids, Mich.

They will be handled promptly and properly and only a 
commission charged you.
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M ODERN POLICY IS SANE.
A great change has taken place in 

recent years in regard to com peti
tion in the public utilities. T he old 
theory was that com petition 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 
establishm ent of a com peting 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 sentim ent 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 com peti
tion as unwise and wasteful and as 
som ething to be avoided. T his m od
ern policy is not a m ere 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 m atter of a few m onths 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 o ther 
of the rival plants will be junked and 
the public will have to pay interest 
on the entire investm ent. Take the 
utility corporations, as an example. 
Twice has com petition on the street 
car service been eliminated by con
solidation and the people are paying 
interest or dividends on at least a 
million dollars m ore 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  m eet its ob
ligations to the public. W e have had 
com petition in the m anufacture 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
to r; the two companies eventually 
m erged and the city to-day is pay
ing in terest on what both companies 
invested. T he only really successful

com petition 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 m erger of the two com
panies is now under consideration 
and, if it is b rought about, some 
m eans will be found to make the peo
ple pay the entire bill. Com petition 
in the public utilities always ends 
this way. T hat is this city’s experi
ence and the experience of every o th
er city where com petition has been 
tried.

In this m odern day when a cor
poration fails to live up to  its obli
gations the appeal is not to com peti
tion, but to  the S tate Railway Com
mission, which has' jurisdiction over 
such utilities, and the Commission 
prescribes the remedy. This is more 
effective than the old m ethod and it 
is quicker and in the long run it is a 
lot cheaper. I t  p ro tects the public in
terest and, w hat should be just as im
portant, it p ro tects the corporation 
against unjust and unreasonable de
m ands and against designing politi
cians. If the corporations are not 
playing fair the Commission has au
thority  to call them  to tim e; if it is 
doing w hat 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 S tate for the reason that 
the rates charged by the old company, 
although complained against by its 
patrons, were reasonable, th at the 
new company could not prosper at 
the rates it proposed to give and that 
com petition would m erely result in 
loss for somebody. T he 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 prom oters th at the estim ates upon 
which they base their plans have 
been wrong, b.ut their venture would 
not be successful and th at the charg
es of the company already in the field 
are reasonable. In California the pub
lic is to discourage com petition in 
w ater power developm ent; if the com
pany already in the field is giving 
good service and the ra tes charged 
are reasonable it is protected in its 
m onopoly instead of being subjected 
to attacks that may be little  m ore 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 th at bring relief. In 
o ther states the policy is the same— 
to protect the existing corporations 
against raids and at the same tim e to 
make them  render the service they

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 
■ ilities. It means merely a duplica
tion of plant, a m ultiplication 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 th vse who m ight put their m on
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 CH INESE 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 m erchants 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

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 Tradesm an 
than the discussion on the jobber of 
the future on page eleven of this 
week’s issue. The w riter has evident
ly given the subject long and careful 
consideration and as he is a hard- 
headed business man, his conclusions 
will have weight w ith m erchants who 
think and who act on their own con
clusions.

I t will be noted that the entire sub
ject hinges on the w ord efficiency, 
which is the highest aim any one can 
entertain in this world. The m er
chant who serves his custom er best 
and with the least expenditure of time 
and effort will be the one who suc
ceeds. On the o ther hand, the m er
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 som ething 
for him to do; the deliverym an 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 m ight—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. I ts  laws are as immov
able as those of the Medes and the 
Persians. Every man can so shape 
his career as to meet the requirem ents 
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 farm er friends on an im portant 
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 m erchan
dise shipped the farm er.
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T H E  FIR E  LOSS.

It Can Be Reduced by Decreasing 
Fire Hazard.

D etroit, Ju ly  30—T he annual re
port of the S tate F ire  M arshal shows 
a to tal fire loss in the S tate of 
M ichigan of $4,445,180.29 during the 
eleven m onths ending M arch 31, 1912. 
The to tal num ber of fires was 2,831. 
I t is estim ated that 50 per cent, of 
these fires were due to  carelessness.

This enorm ous loss, staggering  in 
its enormity, is of vital in terest to 
every business m an in the State. I t  
is no m ore im portant th a t you and 
your custom ers be amply insured and 
that your policies be com plete and 
legal, than it is im portant th a t you 
realize your individual responsibility 
in the m atter of decreasing the fire 
hazard. “Nero fiddled while Rome 
burned.” T he business man m ay not 
do the “fiddling” but he pays for the 
fire. Few er fires would mean sm all
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. W alter 
L. Fisher, Secretary of the In terio r:

“If the Governm ent should sud
denly lay an annual tax  of $2.51 on 
every man, wom an and child in the 
United S tates on a prom ise of 
spending the m oney for some useful 
purpose, th at prom ise would not avail 
against the storm  of p ro test which 
would be aroused. N evertheless, a 
tax which in the aggregate am ounts 
to  th at is being paid by the people of 
this country. I t  is the annual fire 
loss of the nation upon buildings and 
their contents alone. I t  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 o ther direction 
is the national habit of w aste m ore 
clearly exemplified than  in the com
parative indifference w ith which we 
perm it such a sacrifice. In  no o ther 
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 m anner:

1. By seeing to  it th at your own 
property  is made as nearly fireproof 
as possible. I t  is also significant that 
every im provem ent made will be rec
ognized by the actuaries in m aking 
up your insurance ra te).

2. By m aking it your business to 
have your neighbor put his property  
in proper condition. T his is possi
ble under the F ire  M arshal Law of 
1911, and such im provem ents will al
so be recognized in m aking your in
surance rate.

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

4. By having your salesman posted 
on rules for safeguarding against fire 
and instructed to  use their boundless 
influence w ith their custom ers to  the

end th a t retailers m ay have stores as 
nearly fireproof as possible.

5. By using your influence to  the 
end that m ore stringen t laws are es
tablished in this S tate and the fire 
m arshal’s departm ent made m ore ef
fective. H . U. Biggar,
Sec’y M ichigan W holesale G rocers’

Association.
A ttached is a list showing some of 

the principal causes for the various 
fires which occurred in M ichigan dur
ing the eleven m onths ending M arch 
31, a great m any of which could eas-
ily have been avoided:

Cause No. fires
A djoining fires ...............................  93
B urning chimney ........................... 15
Children and m atches ............... 69
Cigar stubs and cigarette  s tu b s .. 27
Clothing near stove ..................... 13
Defective chim neys .......................  236
Defective electric wires ............... 49
Defective fireplace .........................  16
Defective furnace and furnace

pipes ................................................ 13
Defective stoves .................    10
Defective stove p i p e s ........ ............  56
Defective flues .................................  15
Firew orks .........................................  i s
Gasoline explosions .................    52
H o t ashes .........................................  17
Lam p explosions .............................  27
Lam p upset .....................................  16
L ightning .........................................  92
M atches .............................................  117
O verheated chimney ................... 21
O verheated furnace ....................... 40
O verheated stove and stove pipes 197
Spark from  chimney ................... 186
Spaik from furnace .....................  12
Spark from locomotive ..............  52
Spark from  stove .........................  18
Spontaneous combustion ............. 63
Thaw ing pipes ............   83
Various o ther causes ................... 1,173

T otal ............................................2,831

Making W ar a Science.
Peace is the g reatest destroyer. In 

the g reat scheme of things every liv
ing thing m aintains its life by prey
ing upon life. Man is the creation 
of his environm ent. H is environm ent 
affects him by certain stimuli. He 
responds to  these stimuli. If they 
cause him to combat, he dies if he 
can not overcom e; he lives and is 
stronger if he conquers. T he hardiest 
plants are found in the fields; the 
weakest in the hothouses. T he weak 
p lant in the field did not survive. The 
hothouse plant, if placed there, too, 
would die. I t  never had to  struggle 
and grow  strong.

Read history. W hen fighting, na
tions lived. W hen the affluence and 
luxury of peace came, they degener
ated. T here are no exceptions. W ar 
develops strength . Look at Japan. 
H er cry is, “Asia for the Asiatics 
and the E astern  seas for the O rien
tals.” T he w hite races are now su
preme. W ill the yellow find them 
degenerated and weakened by peace 
so as to fall easy prey?

W e are not now unnecessarily 
cruel in war. O ur next w ar will be 
th at of science against science, war 
engine against w ar engine and the 
destruction of the enem ies’ resourc
es. Flesh and blood are to-day the 
cheapest w ar m aterials. T herefore

their destruction is of the least im
portance. W e could do far m ore to 
wards killing men in w ar 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 m ushroom s and tears a man to 
pieces.

W e could, for instance, scatter mil
lions of deadly disease germ s in the 
enem y’s camp by m eans of special 
shells. W e could shoot shells of sul
phuric anhydride th at would render 
every m an who inhaled the gas help
less and soon kill him. W e coufd 
shoot enough cyanide in one shell to 
kill alm ost instantly  every man in a 
battleship. But we do not do that 
because we are m aking w ar a sci
ence instead of a slaughtering bee 
and because we are m ore humane.

H udson Maxim.

The United S tates Senate will be a 
very different body after next March, 
in which m onth the term  of th irty- 
one m em bers will expire. Of these 
seventeen are Republicans and four
teen are Dem ocrats. T he change of 
five votes would give the m ajority  to 
the Dem ocracy and it seems very 
likely to  come, because it is a lto
gether probable that several of the

Republicans will be succeeded by 
Dem ocrats, whereas Gardner, of 
Maine, is about the only Dem ocrat 
liable to be succeeded by a Republi
can and that may not happen. All 
but one of the Dem ocratic senators 
whose term s 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 W ilson be 
elected, it would give that party  the 
entire control of national affairs. 
T hen upon it would be the whole 
responsibility and everybdy would 
w onder w hat would happen.

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

T his is a sw ift age. If your name 
is in the list of “also rans” you are 
doing fairly well.
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Proof m
# A LL trading is based on confi-

LA  dence. T he power of selec- A tion or preference is respon- 
sible for the success or failure of 
many a business. A woman wants 
trade marked goods because she

i
0 believes in them. And she believes 

in N. B. C. goods because they 0
m prove out. Proof is never imag

inary. It is a cashable asset that 
comes without cost to every grocer

0

m who sells N. B. C. products. It is 
inside every N. B. C. package, and 0

jij
the housewife knows that it is 
quality that carries this proof. The 
housewife who always finds a full 
line of N. B. C. goods in the famous 
In-er-seal Trade Mark packages

e
0 and the handsome glass-front cans 

on your shelves, finds proof that 0
you are indeed a modern grocer. S
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Michigan Retail Hardware Association. 
P res id en t—C harles H. Miller, F lin t. 
V ice-P residen t—F. A. Rechlin, B ay 

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

T he Considerate Men W ho Do the 
Decorating.

W ritten  fo r th e  T radesm an.
Sherman contracted with a deco

ra to r for a new ceiling, and the very 
next day the forem an of the decorat
ing gang dropped into the store to 
talk the m atter over. I t  may be well 
to mention here that Sherm an 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
ra to r and a dollar an hour for the 
tim e put in by the foreman. H e said 
that the cost of living was going up 
so fast that he m ight have to add a 
little som ething to this item in order 
to come out even.

So the forem an dropped in to  talk 
the work over w ith Sherman. H is 
dollar an hour began right there. H e 
looked over the store very carefully, 
cocking his head to  one side in a 
knowing m anner and m aking fre
quent use of a pocket rule. Then 
he stepped up on a counter and m eas
ured the wall up to  the ceiling with a 
ten-foot pole which he had brought 
along for that purpose. H e made no 
statem ent at that time as to  w hether 
the ten-foot pole was on the payroll 
at 50 cents an hour.

“Now,” the forem an 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 w orth much afte r we get done 
w ith it.”

“But th at will make an awful mess 
in here,” suggested Sherman. “Be
sides, the tw o-by-fours will be in the 
way. I can not afford to drive pay
ing custom ers 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 m an who is charging one dollar 
an hour for shooting hot air, “so 
there w on’t be any inconvenience at 
all. Then we’ll do a good job pu t
ting the new decorations on the ceil
ing. I t  will be quite a particular job, 
and I shall bring my very best men.’’’ 

“W hen?” asked Sherman.
“L et’s see,” replied the foreman, 

taking a m ussy book from  his pocket

and drawing out a stub of a pencil, 
which he m oistened in his mouth, 
“this is W ednesday. W e’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 m er
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, w e’ll be out of here before 
that,” the forem an assured the m er
chant, who had no suspicion of what 
he was getting  into.

T he forem an and three assistants 
came into the store a t 1 o’clock th at 
day and sat down in fron t to  wait for 
the two-by-fours and the hemlock 
boards, which, they said, had been o r
dered early in the forenoon. They 
waited for two hours a t a net charge 
to  Sherm an of $5, and then the fore
man sent a m an over to the lumber 
yard to  see why the stuff did not 
come. W hen the man re turned he 
said the order had never been sent 
in, and that the book-keeper at the 
decorator’s store would get ‘h is ’ for 
not attending to  business. Sherm an 
looked ugly when this explanation 
was made, but he had to  have the 
w ork done, so he m aintained a dis
creet silence.

“W e’ll get the lum ber righ t over,” 
said the foreman, in a m anner in
tended to  indicate great personal 
sacrifice and no little sym pathy for 
the poor m erchant who had to  have 
his store ceiling done over, “and 
rush this job along. Y ou’ll see a 
different looking place here before 
long.”

In  this statem ent the forem an 
proved himself to be a true forecaster 
of tragic events. T he 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. A t 
quitting time the  store looked like 
a forest with square, two-by-four tree 
trunks and a foliage of hemlock 
boards. T he floor of the scaffold was 
so low th at tall custom ers who were 
try ing  to  spend m oney bum ped their 
heads against it.

“You can station a clerk out at 
the door,” explained the foreman, 
“and when he sees a tall custom er 
coming he can shunt him off. Then 
he w on’t ja r  the scaffold and make 
my m en dizzy.”

At 5 o’clock the m en all quit, al
though the m erchant offered a bonus 

...¿f they would go on. T hey said they 
worked only eight hours a day, and 
refused to  consider a proposition

short of time and a half. The store 
was a sight, with paint dripping off 
the scaffold.

The next m orning the m erchant 
m et the forem an 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 
th at they would have to go over and 
square them selves 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 
m orning, 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 
righ t size, they got to work on the 
ceiling and worked until noon. Then 
they packed up their tools and sta rt
ed away, saying that they never 
worked Saturday afternoon.

“I wouldn’t w ant 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. W e’ll finish up Mon
day or Tuesday, sure.”

W hen they were gone the m er
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 m orning they got ladders and

put boards across them , and by noon 
the whole job was completed.

W hen the boss decorator was su
ing for his “p a y ” for doing the work, 
all the painters in tow n 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!

A lfred B. Tozer.

Ethel’s Climax.
L ittle E thel had been brought up 

with a firm hand and was always 
taught to  report misdeeds prom ptly. 
One afternoon she came sobbing 
penitently to her m other:

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

“Well, it m ight be worse. But how 
on earth did you do it, E thel?”

“I pounded it with your watch.”

E stab lish e d  in  1873 

BEST EQUIPPED FIRM IN THE STATE

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

Galvanized Iron W ork
T H E  W E A T H E R L Y  C O .

18 P e a r l  S t re e t  G ra n d  R a p id s ,  M ich .

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.

I^ t 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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ECONOM ICAL FACTOR.
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W hy the Jobber Must Become More 
Efficient.

W ritte n  fo r th e  T radesm an .
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 m aker-to-job- 
ber-to-retailer-to-consum er, but, this 
chain can also be the m ost wasteful 
m ethod of getting  goods to the user.

W astefulness usually begins after 
goods leave the m aker’s hands, when 
this chain is an inefficient one. The 
reason why the m aker often has no 
hand in the inefficiency of distribution, 
lies behind the fact th a t production 
is no longer the economic problem  
of the day.

Cutting the cost of production was 
the work of yesterday.

T o-day’s problem  involves cutting 
the length of the trip  from  m anufac
tu rer to consumer. All energies are, 
or should be concentrated on m aking 
the jump from  producer to  user quick
er and m ore economical.

The efficient jober can do this, but 
no o ther agency can.

T he efficient jobber, o r 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, w ho, is 
nothing m ore than an expense-adder, 
will gradually become extinct, because 
he leally  renders no service th at can
not be dispensed with.

The w holesaler of the future m ust 
be a gigantic centralizer. H is w are
houses m ust contain literally  the con
centrated essence of the w orld’s m ar
ket places. A single order sent to  
him m ust be able to levy toll on all 
countries and all makers.

The efficient wholesaler m ust 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 m ust enable his trade to  con
centrate a host of lines in one bill. 
He m ust be able to  buy in train  loads 
and sell b y ' dozens. The first will 
give him bed-rock prices; the la tte r 
will spare his trade the danger of 
overstocks and stickers.

The retailer of the future must buy 
small and often. H e 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 m ust 
be big enough to  leap over all m iddle
men. He m ust be able to  go to  the

headw aters of m erchandise and study 
the elem ents before they are com
bined in the goods.

None of the m oney he receives from  
his patrons m ust be spent for some
thing th at does not eventually get 
back to the m an who paid it in.

The wholesaler of the future m ust 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.

W hen he buys, the w ants of all his 
branches m ust be lumped into one, so 
th at costs m ay 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 m ust be so varied that his over
head expense will be distributed 
am ong the g reatest possible num ber 
of departm ents, m aking the burden on 
each as small as possible.

H is open stocks m ust constantly  be 
kept a t so high a point th at the instant 
demands of any custom er or any num 
ber of custom ers m ay be met. The 
future wholesaler cannot possibly con
fine himself to order-taking. H e m ust 
be able to  shoot back the goods the 
m om ent the order arrives.

But stock-keeping and buying facil
ities are m erely one side of the ques
tion, since a w asteful 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 w holesaler who 
leads will be he whose selling-cost is 
nearest zero; who spends the sm allest 
sum to gain the attention  of the deal
er and to excite desire and action.

T hat the outlines given above a e 
not the vision of an unpractical dream 
er is proved by the fact th at a few 
wholesalers to-day can say w ith tru th  
that their m ethods closely co-incide 
w ith those of the jobber of the future.

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

W hat can the m erchant do to fu rth 
er w holesaling efficiency? He will 
eventually have to  patronize the effi
cient jobber, so that the day of per
fectly economical distribution will 
m erely be hastened by any encourage
m ent given now.

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

A nderson Pace.

These tim es demand progressive 
retail m erchants. T he retailer who 
refuses to join w ith his b ro ther m er
chants in any m ovem ent for the good 
of the tow n or the good of the trade 
is too dead to consider. I t  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.

Prefers Store Papers To Newspaper 
Advertising.

Evansville, Ind., July 29—1 have 
read both Mr. Pace’s and Mr. R ittel- 
m eyer’s articles on which m ethod of 
advertising is the best. Mr. Pace be
lieves in store paper advertising, and 
gives good reasons why it is the best, 
and Mr. R ittelm eyer 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 g reat deal of m oney 
in newspaper publicity, but my ex
perience teaches me that a store ' pa
per does m ore effective work—if it is 
sent out regularly every week. If  a 
store paper goes out now and then, it 
does not am ount to  any more than if 
one would only advertise in the news
papers now and then.

T he advertiser who does not use 
space, let it be any kind of space, reg
ularly m ight as well not advertise at 
all.

I have my own prin ting  plant, and 
my store paper goes out every week 
just as regularly as any of the other 
work is done about the store, and I 
do not spend much space on anything 
but what I have to  offer—and the 
price.

T he public is interested in no 
m an’s store. T hey don’t care who he 
is, or w hat he believes. W hat they 
w ant to know is “what has Jones got 
to-day at a price?”

T here was a time in my business 
career when I thought I ought to 
talk to my trade, and I did a great 
deal of talking about my way of do

ing business, why I could sell this 
or that cheaper than the o ther fel
low, and so on, but I have learned 
th at this is not necessary, that it is a 
waste of time and money, so I sim
ply name the article and the price, 
and if the goods back up the price I 
have made a good custom er, 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 form s from  tim e to 
time and run cuts, which is neces
sary on articles on which the trade 
are not well posted.

I ju st received a le tte r from  An
derson Pace and I find he is with 
B utler B rothers, and that they are go
ing to  assist their custom ers in build
ing store papers by supplying them 
with bright, breezy, in teresting  filler 
m atter, and I am of the opinon that 
this is a g reat idea and a service 
which is m ore valuable than m ost 
m erchants can realize, for I am sure 
that w ith a plan of this kind, Butler 
B rothers can furnish filler m atter 
much cheaper than m erchants can 
have the work done by their local 
prin ter.

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

M ichigan T o y  C om pany  
Grand Rapids, Mich.

Makers of
High Grade Wheel and Aeroplane Goods

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 th at the “sil
ver filled” purse is empty.

The Enameled Ware 
of Quality

Onyx, Turquois 
Royal

Complete Stock 
at

Michigan
Hardware Company

Exclusively Wholesale

Ionia Ave. and Island St. GRAND RAPIDS, MICH.
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PU SH IN G  NEW  GOODS.

Making Grocery Specialties as Popu
lar as Staples.

W ritten  fo r th e  T radesm an .
W hen Jinks, m aking big money 

with the Grand Confidential In su r
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 adm itted 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 o r 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 E d
ward H enry Jinks was entitled, not 
merely to the regular commission on 
all new business w ritten by him, but 
to 5 per cent, on every renewal pre
mium thereafter, w hether such renew 
al premium was paid through him di
rectly  to the company, or otherwise.

“Every policy I w rite,” he com
mented, “means m ore than the in
itial commission. I t  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. I t is a staple article— 
som ething I can count on.”

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

Take the grocer as an example. He 
finds am ong his custom ers a steady 
demand for sugar, salt, pepper, rais
ins, currants, flour, tea, coffee. The 
m ere fact th at he is in the grocery 
business brings him trade in these 
lines. H e does not need to adver
tise the fact that he handles them. I t 
is som ething which everybody knows.

But he finds also o ther lines which 
are new to the average buyer—lines 
which must be actively pushed in o r
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 m ust be 
pushed actively and energetically if 
the consum ing public are to  purchase 
them .

Aggressive m erchants realize that 
these new lines are, many of them, 
excellent dividend payers. F o r this 
reason they are w orth careful study. 
T he old-style grocer, traveling in a 
rut, when he wants to a ttrac t trade, 
will cut on sugar o r sell some “spe
cial” tea a t a loss, regardless of the 
fact that on staple lines the m argin is 
a sort of razor edge. The wide awake 
dealer saves his m argin on teas, sug
ars and staple lines and a ttrac ts just 
as much attention  by featuring new 
things with which the buyer is not 
yet familiar. H e has the fu rther ad
vantage th a t these lines allow a bet
te r  m argin of profit than do the sta
ples and hence pay for the pushing.

T he o ther day I chatted with a 
man who runs a little  corner grocery 
in a m iddle-class residential section. 
He called my attention  to  a bottle  of 
peanut bu tte r on the counter.

“Up until three m onths ago I never 
handled that stuff,” he observed. “No
body ever asked me for it. One day a 
traveler suggested an order. ‘T here’s 
no demand,’ I told him. ‘W ell, try  it 
on your own table,’ he rem arked; and 
I ordered a dozen.

“The stuff came and lay kicking 
around the store for a couple of 
weeks. T hen I took the traveler’s 
advice and tried it myself. A fter that 
I began to call my custom ers’ a tten
tion to it. I made a couple of sales. 
Housewives in the neighborhood be
gan to  talk about it, for it was a 
com paratively new th ing  around here. 
My custom ers came back for more. 
Now I sell several dozen of that one 
article every week and that w ithout 
any pushing. T hat m eans between $8 
and $12 more business in a week—all 
business that I never did before.”

T his m an’s experience in a small 
way indicates w hat can be done on 
a larger scale by m erchants m ore fav
orably situated.

T he average m erchant is chary 
about tackling a new line. If  he o r
ders a t all, he does so in m ost cases 
either as a result of the traveler’s per
suasiveness or in the belief th at the 
m anufacturer’s advertising will sell 
the goods. W hen 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  w hat
ever,” is the m erchant’s conclusion; 
when, as a m atter 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. m akes a care
ful and thorough study of practically 
every new line produced. H e 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 perm anent de
mand am ong 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 o ther buying blindly in 
large quantities, he begins by m aking 
a small initial purchase.

W hen the goods arrive, he pushes 
them instantly  into the lim elight. H e 
talks of them  through his newspaper 
space, chats about them  in his m onth
ly circular le tter to  his regular cus
tom ers and features them  for a few 
days in a neat window display. F u r
therm ore, he personally  calls the a t
tention  of individual custom ers to  the 
new line and suggests a tria l order. 
He follows up the purchase by en
quiring how the custom er was pleas
ed w ith the  goods. By the tim e the 
first order is sold out, the m erchant 
knows pre tty  well w hether the line is 
likely to  prove a steady seller o r 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

custom ers 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 w ithout 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.

I t is at the outset that pushing is 
particularly needed. Then the deal
er m ust 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 
m erchant and his salesmen.

Back of all these things must be 
the element of quality in the goods 
themselves. I t  is this which creates 
perm anent demand. For this reason 
a m erchant is wise in many instances 
to select a higher priced article. W ith
out quality a perm anent demand can 
not be built. W ith quality the m er
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.

W illiam 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 a t intervals of 
nineteen years, and this period coin
cides w ith the lunar cycle of maxi
mum north  and south declinations. E. 
E. Nevill, late director of the Natal 
observatory, finds an explanation in 
the m oon’s attraction . T he theory is 
th at a perm anent 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 m ountains in Natal, giv
ing excessive rainfall.

A ll  G o o d  T h in g s
Are Imitated

Mapleine
(The Flavor de Luxe)

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

Order a stock from your 
jobber, or

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

Crescent Mfg. Co., Seattle, Wash.

L ow est
Our catalogue is “the 
world’s lowest market” 
because we are the larg
est buyers of g e n e r a l  
merchandise in America.

And because our com
paratively inexpensive 
method of s e l l i n g ,  
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

FOOTE &  JENKS’ C O L E M A N ’S  ( B R A N D )

Terpeneless Lemon and High Class Vanilla
Insist on Setting Coleman's Extracts from

FOOTE & JENKS
your jobbing grocer, or mail order direct to
, Jackson, Mich.

FL E ISC H M A N N ’S Y E A ST  is to-day so ld  b y  

thousands o f  grocers, w h o  realize th e  advan

tage o f  p leasing their custom ers and at th e  

sam e tim e m aking a good  profit from  the  

g o o d s th e y  sell. If y o u  are not se llin g  it n o w , 

Mr. G rocer, le t us suggest that y o u  fall in to  

line. Y ou  w o n ’t regret it. 4 ,  a  ^  ^  ^
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SCIENCE OF ADVERTISING .

Tell the People W hat They W ant To 
Hear.

The time to increase your adver
tising space is whgn it will do the 
m ost good. Gauge the am ount 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.

T his 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 H arvest.
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. I t  brings people to  town. 
The opening of a public building oi 
any kind gathers crowds. W her
ever there are crowds the audience 
you have to  talk to  is increased. 
T hey 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 m an is he who 
takes advantage of all these things. I t  
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 th at should be made 
the occasion lo r special announce
m ent? W hat will people be thinking 
m ost about when the next issue of 
the local paper is printed?

W e hear a great deal these days 
about psychology, and we wonder 
what it really is. I t  is not far re
moved from  suggestiveness. One 
mind suggests som ething to  another. 
T here 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 m editations 
with a straightforw ard  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 wltn 
you in w hatever direction you may 
desire to direct their thoughts.

T hinking Your Thoughts.
Go to hear a public speaker, and 

note what pleases you. I t is w hat he 
says that you have already thought 
out for yourself, but have never put 
into words. It comes right home to 
you, and m eets your approval. You 
say that is a sm art man, and you 
think so just because he has thought 
things that you have also thought.

New then, apply it to  advertising. 
W hat will the women in your town 
be thinking about m ost 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.

T he very best advertisers som e
tim es print bargains th at are rank 
failures. People simply will not have 
them. T hey m ay try  the same thing

at some o ther tim e and it will catch 
on like wildfire. T h at is w hat is 
m eant by striking the psychological 
moment.

N ot In terested  in W atches.
Suppose some person comes along 

and says to you: “H ere is a fine watch, 
w orth $50. I am over-stocked, and 
anxious to  get some ready cash. I ’ll 
give it to you for $20.” T o 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. I t  simply is 
not a bargain for you, for you would 
have m ore than you require if you 
bought it, and you are not in the 
business of selling watches.

Misfit H ats and Shoes.
A nother illustration of the same 

kind: You are offered a hat, w orth 
$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 tem pt
ed. Perhaps you m ight purchase it 
and lay it aside for a rainy day, but 
you are ra ther hard up and need a 
pair of shoes. So you tu rn  down the 
hat, which is not a bargain for you, 
under the circumstances. H ow  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. O ften the m erchant 
advertises hats when the public is 
thinking shoes, and there is a misfit 
in both hats and shoes as a result.

C ut-Throat Bargains.
In  six m onths he has another hat 

sale, and he sells out so fast he has 
a sensation of wheels in the head. 
T hat tim e the public was thinking 
hats, but he did not have any m ore 
reason to  think so than  he had the 
first tim e he advertised them. He 
wondered why his first advertisem ent 
did no’ draw.

But careful attention  to the public, 
and that m eans your public, will help 
you to figure this th ing  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
quirem ent, 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. I t  takes a regular cu t-th roat 
bargain to move them  against the 
psychology of the times. And cut
th roat bargains are not profitable for 
you. B etter wait a little  while un
til they are likely to accord with the 
public wish.

Good Old Summertime.
But there is one tim e in particu

lar when good, big space pays if you 
have anything to offer which is likely 
to a ttract. T hat time is the sum
mer. An attack  is bound to be suc
cessful when the enemy is sleeps 
ing. T hat is what he is doing in the 
summer. H e is not expecting much, 
and he has abandoned his campaign. 
His advertising space has shrunken 
to its sm allest dimensions. He just 
runs a small card to  keep his name 
before the people.

T hat is your opportunity. Go aft
er the public good and hard while 
the o ther fellow is off the track. One 
of the m ost successful shoe dealers in 
a large city always doubles his space 
in the newspapers in sum m ertime. I t 
makes him look like the whole 
show, and he im presses the public 
with the m agnitude of his offerings. 
They look bigger than they would if 
he used the same am ount of space 
in the w inter when the o ther m er
chants were doing big things, for 
then the com parison would not be so 
marked.

Now what can you push m ost suc
cessfully in your com m unity this 
sum m er when there is usually quiet? 
T ry  it out. Keep a t it. You will be 
creating  a big impression which will 
tell for you in the future. You will 
always be remem bered by the im por
tance of the position you assum e 
while the opportunity  is afforded by 
the retirem ent 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 consum ers want. O f
fer a glass of ice w ater to a feverish 
man and he will nearly knock you 
down in his m ad haste to  get it. Of
fer it to one suffering with chills,

and he will knock you down for o th
er reasons. I t  is telling  the people 
w hat they w ant to  hear a t a time 
when they are in a hum or to  hear 
it that counts. T h at is the difference 
between good and bad advertising.

IM PO RTANT  
Retail Grocers

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

, Baker's 
It Cocoa and 
R Chocolate
W  with the trade-mark 

Registered on the packages.
U. S. Pat. off
They are staple goods, the 

standards of the world for purity 
and excellence.

MADE ONLY BY

Walter Baker &  Co. Limited 
DORCHESTER. MASS. 

Established 1780

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

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

for the price usually charged for the inferiors elsewhere.
Don’t hesitate to write us. You will get just as fair treatment 

as though you were here personally.

Corner Ionia, Fountain and Division Sts.
Opposite Morton House Grand Rapids, Michigan

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

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

Beware of Imitations. For Particulars Ask for Sample and Booklet.
Write us for Agency Proposition. Distributing Agents at

_  . .. Saginaw Kalamazoo Toledo Columbus Rochester Boston 
Detroit Lansing Cleveland Cincinnati Buffalo Worcester Jackson 

Battle Creek Dayton Youngstown Syracuse Scranton

H. M. REYNOLDS ASPH ALT SHINGLE CO.
Original Manufacturer, GRAND RA PID S, MICH.
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Is It Hard T o Patronize Your Store? 
W ritten  fo r  th e  T radesm an .

“Jim  Malcolm was in our store to 
day,” rem arked John Alcott, the 
hardw are m erchant to  his wife.

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

“H e seemed to feel a little sore that 
you are not giving him m ore of your 
trade. H e said it had been an age 
since he had seen you in his store. 
He took pains to remind me th at 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 
th at we ought to reciprocate. I really 
wish, Edna, th at you would make it 
convenient to  give him all the pa
tronage you can. W e don’t w ant our 
friends to  consider us ungrateful.”

L ittle  Mrs. A lcott’s brow clouded.
“John, I don’t know w hat to  do 

about it. T his m atter of buying at 
Jim  M alcolm’s has troubled me for 
a long time. I feel the obligation to 
do as much for him as he does for 
you ju st as keenly as you do, and I 
have tried faithfully to discharge my 
part of it. F o r the last two or three 
years my task has seemed to grow 
m ore and more difficult all the time.

“Ever since we have been m arried 
until a very short time ago I made 
it my rule th at when I wanted any
th ing  in. dry goods I would go to 
Jim ’s first. I always gave him the 
preference, and if he had w hat pleas
ed me" at all I purchased there.

“Ju st lately I haven’t been into his 
store very often for the reason that 
I have gotten ashamed to  go there 
and look at w hat he has and not buy. 
And tru ly  it is hard to find anything 
there th at pleases me.

“W e do not have money to  throw

away, and it has been my experience 
th at we do not get half the good out 
of things th at do not suit us. Last 
w inter you rem em ber I bought a coat 
of Jim  Malcolm, and I never have 
liked it at all and I know you never 
have liked to see me wear it. I knew 
it was not w hat I wanted when I got 
it. But Jim  had ju st been buying 
quite a little  of you, so it seemed that 
the only decent th ing  to do was to 
buy my coat of him. T he garm ent I 
got was the only one he had that 
would answ er a t all. I t  is ju st as good 
as new yet and still I do not feel like 
punishing myself by w earing it an
other winter. I ra ther think I shall 
give it to some one and have a new 
one before cold weather.

“You know .w e can not afiord that 
kind of thing. T his last spring for 
my suit I did not go to Jim ’s. I 
went to K arger’s, and you know how 
well pleased we both are w ith it. It 
will do me all next sum m er as well 
as this, nicely. But I noted the ex
pression on Mrs. Jim  M alcolm’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 o ther places. This 
is not som ething I ju st imagine—I 
know it. I have made comparisons 
tim es w ithout number. I really wish, 
John, th at he would not buy another 
dollar’s w orth of you as long as you 
keep store. Of course I will see what 
I can do there when I am wanting 
anything, but it is ju st exactly as I 
have been telling you.”

The little  woman sighed deeply.
“W hat do you think is the trouble 

with Jim ’s store? W hy is it that 
things are as you say?” asked her hus
band.

“ ‘W hat’s the trouble?’ T he trouble 
is w ith Jim  Malcolm himself. H e is 
tired of the store and o ther things

are taking his attention entirely too 
much. Last year his automobile was 
the only th ing  he had any real in
terest in. This season I notice he 
seems greatly  absorbed in this piece 
of land he has been buying.

“H e 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. O ther m erchants 
like K arger and J. T. Ham mond have 
come in here. They are wide-awake 
and hustlers and they are getting the 
business that used to be Jim ’s. I do* 
not wonder he feels sore about it.”

* * *
Mr. M erchant, is there som ething 

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.

D on’t conclude that your grocer’s 
wife is basely ungrateful if you ob
serve that she is sw itching 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.

M ost right-m inded persons are 
willing to reciprocate for all favors

done them. But rem em ber th a t 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 th ings she wears 
herself or buys for her children, a 
woman wants w hat she w ants, and 
she is going to take her patronage 
where she can get w hat 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. I t  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 m ust be 
based on the advantages you can of
fer your customers, not on the fav
ors you have throw n o r 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.

Gr a n d  R a p /d s , M /ch .

New Curtaining and D rapery
Our Fall Lines of Cur

tain Materials have ar
rived and are finding 
ready sale.

The new lines consist 
P? of Silkoline, Printed 

Madras, Casement Cloth, 
w h o l e s a l e  o n l y  Twilled Robes, Cretones.

Plain Scrim, Printed Etamine, Hemstitched Scrim. Plain 
and Printed Burlap and Curtain Netting.

G R A N D  RAPIDS D RY  GOODS CO.
Cor. Com m erce A ve. and Island St. Grand Rapids, Mich.

If you w ant to hold a big and successful sale just before Labor D ay get a copy of
Edited by H enry S tirling Fisk

dj liifc odverfixin# Oervice
For Dry Goods, Department, General and Variety Stores

8 .  W. Crom pton. AH D irector

S 3  p e r Y ear—Psblhbrd Weekly
c a a in i r .  Sdd ta wéf wt liiUr i. t Iw.

Published by F ish  Publishing Com pany 
Schiller Building, Chicago

There Is  N o O th e r  Advertising Service Like This in  th e  W hole World $ 3  p e r Year—PublUhtd Weekly 
Cuk with «Hcr. Sdlt.ml7w.jHkre.tom

at once containing a bully sale idea. You can’t  use the idea unless you subscribe because the ser- 
\ace is fu lly  protected b y  copyright, but you'll subscribe as soon as you see this great number of 
the Fisk Service. Don t  w ait. W rite for sample now.

FISK PUBLISHING COMPANY, Henry Stirling Fisk Pres SCHILLFR bldg
.  »I —— — ——. CHI CAGO



Ju ly  31, 1912

W hat Some Michigan Cities Are 
Doing.

W ritten  for th e  T radesm an .
T he M ichigan short ship circuit 

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

The Saginaw Bay W ater Associa
tion has been form ed at Saginaw to 
prom ote the project of supplying that 
city with w ater from  the bay.

T he Saginaw Board of T rade has 
issued its forty-ninth annual year 
book, with illustrations and in terest
ing inform ation about the City of 
O pportunity.

T he American Lady Corset Co. has 
outgrown its p resent m anufacturing 
facilities at Jackson and will build 
a large factory there.

The Michigan United T raction Co. 
has 200 men tat work laying new rails 
and im proving its lines at Lansing.

W. W. Mitchell, the Cadillac lum 
berman, offers to  furnish oil for ev
ery street in th at city which is put 
in proper condition for oiling.

The date selected for T raverse 
C ity’s general holiday and picnic is 
Aug. 29 and a big time is being p lan
ned.

The new industry at the Jackson 
S ta te’s Prison is the cannery. The 
plant starts on string  beans, raised on 
the prison farm, and will continue 
with tom atoes and o ther produce. 
The product of the cannery will be 
disposed of in o ther S tate institu
tions as well as in the home prison.

The M ichigan Retail C lothiers’ A s
sociation will hold its annual conven
tion Aug. 21-23 in Kalamazoo, and 
the program m e will include a picnic 
dinner at Gull Lake, a theater party  
and smoker.

The report of expert chem ists em
ployed by the Saginaw Board of 
T rade shows th at the bay w ater is 
usable for all purposes and would be 
a satisfactory source of supply for 
the city.

The M arquette Commercial Club 
will hold its annual m eeting and ban
quet Aug. 1 at Presque Isle, with 
Col. Mott, m anager of the U pper Pen
insula Developm ent Bureau, as the 
principal speaker.

Bay City has paved the way for a 
larger police force, having rescinded 
the resolution of a form er city coun
cil lim iting the force to fifty men.

Battle Creek has again taken ac
tion to  prohibit bath ing  at Goguac 
Lake, the city’s source of w ater sup
ply.

M ayor Short, of the Soo, has open
ed a w ar 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.

T he 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 N orthern  K ent the week opening 
Aug. 5.

M enominee grocers and butchers 
will hold their annual picnic Ju ly  31 
at John Henes Park.

The effort made to  secure exten
sions of street railway lines at Kala
mazoo by substitu ting  T  rails for the 
grooved girder style on unpaved 
streets was turned down unanim ously

M I C H I G A N

by the city Council. M ayor Hayes 
says th at this action m ilitates against 
the grow th of the city.

V erm ontville business men will pull 
off a big celebration in th at village 
Aug. 20 and 21.

T he Michigan A bstracters’ A sso
ciation will hold its annual m eeting 
Aug. 6 and 7 in P t. Huron.

R avenna’s H arvest Jubilee will be 
held Aug. 21.

The city of Cadillac has twenty- 
seven miles of w ater mains.

H oughton has ordered over $400 
w orth of equipm ent for its new pub
lic playground, including swings, lad
ders, see-saws, slides, flying rings, 
horizontal bars and a com plete outfit 
for basket ball.

B arry ton will celebrate its seven
teenth b irthday Aug. 3 with music, 
sports and fun for everybody.

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

T he two banks at H om er will con
solidate, giving the town but one 
bank for the first time in th irty  years.

The W olverine Portland Cement 
Co., of Coldwater, will rebuild the 
packing departm ent of the plant 
which was recently destroyed by fire.

Benton H arb o r’s new pum ping sta
tion is now in operation and the city 
is well protected in case of fire.

D rinking fountains are being in
stalled at Alma by the Civic Im prove
m ent League.

An immense electric sign has b<*en 
erected in the depot park at Esca- 
naba by the Business M en’s Associa
tion. T here are 728 incandescent 
lights in the sign, which reads: “Es- 
canaba, M etropolis of U. P. Hom e oi 
Cheap Pow er.”

T raverse City has passed an ordi
nance lim iting the speed of autos to 
ten miles an hour and employs a mo
torcycle cop to enforce it.

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

T he Publicity Com mittee of the O t
sego Commercial Club has prepared 
envelopes for use of business men in 
advertising the town.

Battle Creek and Chief M oore of 
the U. S. W eather Bureau are at outs. 
Battle Creek has been starting  a lit
tle w eather of its own and on 
getting  word from the w eather chief 
at W ashington 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 M oore says it was a 
natural rain and would have come, 
dynam ite or no dynamite.

Almond Griffon.

Cheaper.
“My daughter wants to  m arry a 

duke.”
“Mine wants to m arry  a poet.”
W ell, I believe I ’d ra ther support 

a poet than a duke. F rom  all ac
counts a poet w on’t eat much, and I 
don’t think he’ll want to play the 
stock m arket all the time.”

Prepare Yourselves.
I t  is coming as soon as the cam

paigns aie under way, and all good 
patrio ts 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 th at—

Your wages shall be raised.
T hat bu tte r will drop back to  30 

cents a pound.
T hat all the trusts are to  be put in 

a hole.
T hat there shall be no m ore graft.
T hat southern floods shall be squel

ched.
T hat the tariff is to be revised down

ward.
T hat the farm er shall have double 

price for his pumpkins.
T hat the ground-hog has fooled this 

country long enough.
T hat the Senate m ust be cleaned 

out.
T hat we are on the brink of war.
T hat it is the o ther party  that has 

ruined the lobster industry.
T hat the beef tru st would give a 

million dollars to defeat our candidate.
T hat w ithout us the country m ust 

go to the dogs.
T hat taxes shall go down to a mere 

nothing.
T hat the opposition, if successful, 

will turn this country over to  the 
m oney trust and the S tandard Oil 
Company.

All these things, and many more, 
will be told you, and if Am erica goes 
to the dogs because you don’t vote 
early and often and the stra igh t ticket,

then you are no patrio t, and deserve 
to  have no country.

Silk Made of Horse Flesh.
German chem ists are reported to 

have succeeded in utilizing fibrous 
animal refuse—such as the flesh of 
dead horses—for m aking artificial 
silk. T reatm ent with acids disin- 
tergates the flesh and these are given 
a silky appearance, with g reat 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 tigh t and w ater tight by im
mersion for a couple of hours in a 
caoutchouc bath under a pressure of 
four a tm ospheres. T he m aterial seems 
to prom ise som ething cheaper than 
silk for balloon envelopes, insulation, 
etc., although attem pts to spin the fi
bers into thread have not yet been 
successful.

Many a m an who is dead to  the 
world rem ains 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.
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DUTCH MET DUTCH.

Subtle Psychological Suggestion in 
the Coincidence.

“Dutchy, if you sell S taats this trip  
the house will make you a present 
of a new hat.”

T he sales m anager was, in a way, a 
privileged individual. H e had called 
me “D utchy” with a freedom  th a t was 
refreshing ever since he discovered in
advertently  th a t I was born in H ol
land, and had spent my boyhood 
there. I do not wish to  have it un
derstood th at I would resen t being 
called “D utchy” by any one; I am, on 
the contrary, happy and proud of my 
nationality. But I have so com plete
ly become adjusted to  the life and 
m anners of my adopted country th at 
the nickname has lost much force and 
no one but the sales m anager has 
called me by it for m any years now.

T he sales m anager looked up a t me 
with a twinkle in his eye, as he spoke.
I had made four a ttem pts to  get 
S taats’ order since I had been travel
ing for the firm, and failed each time. 
Staats was one of the g reat jokes 
about the office. No one had ever 
succeeded in landing him. H e had a 
ra ther im portant grocery store in a 
little town in Central W isconsin. The 
peculiar value in his trade lay in the 
fact that he habitually purchased his 
entire stock from  w hatever concern 
he happened to deal with. Like all 
custom ers that follow that practice, 
he was hard to switch. T h at is an 
annoying characteristic when you 
happen to be one of the o ther sales
men, but is very com forting if you 
are the favored individual.

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

Dreaded T o Tackle Staats.
As I approached the town where 

S taats ran his store my courage be
gan to run low. I had tried all my 
wiles on the man before and realized 
that I had nothing up my sleeve 
Dream s of some inspired miracle that 
should bless my endeavors, on which 
I had hung high hopes, began to fade 
as I 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 th at he would not 
buy.

In  the last town I struck before 
going to  see Staats, w hatever shreds 
of hope still clung in the recesses of 
my im agination were dragged out and 
scattered to  the winds by a chance 
m eeting with another salesman in my 
line who had come from a siege with 
the man. “ I ’m going to  pass up the

old geezer,” he declared. “As far as 
selling goods is concerned, I ’ll take 
my chances landing a clam. T here’s 
no way to  ge t to  him. H e only rolls 
th at little  round head of his and 
grins. T he harder you talk  the harder 
he grins. If  he w asn’t  so confound
edly good natured  about it there 
would be some satisfaction. If  you 
could only get m ad a t him and cut 
loose and tell him w hat you thought 
of a fellow th at w on’t even consider 
w hat you tell him it would be some 
relief. But you can’t  get m ad a t 
Staats. T h a t everlasting chuckling 
grin of his is the best defense I ’ve 
ever been up against. I ’ve cut him 
out. And I ’ll buy a hat for any man 
th at sells him besides Grum sby.” 
(G rum sby was the name of the fav
ored salesman.)

T here  m ust have been some sub
tle psychological suggestion in the 
coincidence of his offer w ith th a t the 
sales m anager had made before I left, 
which deprived me finally of all hope. 
O f my own experience I had known 
all th a t m y acquaintance m entioned 
in discussing Staats, and had been 
able to  hang on to rem nants of my 
courage during his recitation of the 
m an’s peculiarities, but when he said 
“ha t” hope vanished. I don’t know 
why, but it did.

Expected a Turndow n.
I lay awake half the n ight try ing  

to pull myself together, which is 
probably as poor a way to  accom 
plish the result as a m an could de
vise. I couldn’t have been m ore 
nervous and anxious if I had been 
on the brink of a deal to  sell the 
Panam a Canal to  the U nited States 
Governm ent. I landed in S taat’s 
town the next m orning half wreck
ed, physically and m entally, and al
ready m orally vanquished. N everthe
less, I braced m yself to  go through 
the cerem ony of being turned down 
by him.
• Let me tell you that I was not very 

joyous as I wandered up the street 
tow ard his store. I could not get my 
mind off w hat they would say to me 
around the office when I got back.

T he vision of the sales m anager’s 
face, with his tw inkling eyes, floated 
before me. I t  hung on every lamp 
post I passed and dodged behind the 
corners of buildings. I found my
self hoping that some sudden catas
trophe would overtake me and give 
me a good cause for abandoning my 
hopeless project. I would not have 
minded if a cornice had tumbled 
down on my head. I wished for a 
runaway horse that I m ight break 
an arm  try ing  to stop it. Of course,
I was not precisely in a mood to be 
com pletely annihilated, but if an hon
orable and reasonably painless death 
had offered itself at th at m om ent I 
really believe I would have seriously 
considered closing a bargain. I found 
out next m orning that it was only a 
case of liver, the penalty of a depar
ture from  m y habitual strict diet on 
the road, but a t the time I believe it 
was the prospect of my imminent 
hum iliation that depressed me.

I will never forget how I peered 
up the street to where S taats’ 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 S taats’ store still 
stood a t the side of the street, un
doubtedly containing Staats.

I found him in the back of the 
room  opening a cask of pickles. 
S taats had a way of opening pickles 
th a t savored of the solemnity of a 
religious ceremonial. H e moved 
with the  reverent precision of a mys
tic priest perform ing a holy rite. He 
did not look at me as I entered, and 
I did not speak to  him.

Snaps a Joke Subject.
W hen he had finally removed the 

top from  the cask and leaned back 
with glowing, exultant eye to survey 
the perfection of his accomplished 
task I first addressed him. “Staats,” 
I said, with a g reat show of non
chalant confidence, “Staats, I ’ve got 
some snaps for you.”

H e rolled his wide eyes upon me

and stared vacantly  fo r a moment. 
T hen he began to  m ove his head in 
a strange, ro tary  fdshion, like no ges
ture I have seen before o r since. It 
was not suggestive so m uch of a com
m unication of ideas, as m ost gestures 
are, as of a m ental process in itself. 
I t  seemed to  be the act of contem 
plative consideration.

“Snaps?” he repeated after me in 
slow deliberation. “Snaps? You 
don’t mean schnaaps?” w ith a quizzi
cal inspection of m y countenance.

“No,” I  laughed, used to  his jokes. 
“I mean the o ther kind of snaps.”

He bowed his head in gradual 
comprehension. “Yah,” he m urm ur
ed. “O, yah.”

W ithout another w ord he led me 
to a stack of cracker boxes stored 
in a corner of the room  and pointed 
to them  with a b lunt finger. I read 
the labels; they w ere g inger snaps. 
“I want no snaps,” he said, solemnly.

Do not believe th at S taats had fail
ed to understand my m eaning. I t  was 
merely one of his little  jokes, an out
cropping of his sense of hum or. I 
laughed with hollow uproariousness 
in the homage that such hum or ex
acts until S taats himself broke into 
a subm erged chuckle, w hereupon the 
incident was autom atically closed.

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

Old A rgum ent Useless.
“All I ’m saying is th at they may 

not always be able to  do the  best by 
you in the m atter of goods or price. 
O ur house is so much larger th a t we 
have advantages in buying th a t they

OUR CRYSTAL CASES

Offer better value to the merchant for the same investment than any other type 
of show cases on the market. We are making a specialty of this all plate glass 
construction and our latest improvements put our cases in a class by themselves. 
Our proposition on an outfit of crystal show cases would prove of interest to any 
progressive merchant.

W IL M A R T H  SH O W  C A SE  CO .
New York Sal ¡«rooms, 732 Broadway

1542 Jefferson A v e ., Grand Rapids, M ich.
Chicago Salesroom s, 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 
lo t of m oney if you would give us a 
chance. Y our people w ouldn’t hold 
you up, of course, ju st because they 
could; we both know them  too well 
to  suspect them  of that. A t the same 
time, if you don’t let us compete with 
them  they will ask you prices for 
things th a t are legitim ate prices, all 
right enough, and the prices we 
would all ask anywhere where we had 
no competition, but ju st the same you 
will be paying m ore than you need 
to  pay for lots of goods. You are 
m aking a big mistake, S taats.” I t was 
an old argum ent; one that I had used 
a dozen tim es in various form s on 
m y several visits, and one th at S taats 
probably heard on an average of ten 
tim es a week. But it was all I could 
achieve th at m orning.

H e looked at me piteously .“Yah, 
yah,” he said, plaintively. “I make 
always mistakes. Gott! Such m is
takes!”

One who had not had experience 
with Staats would have taken cour
age. I knew him too well. I t  was 
his way w ith men of my profesión.
I waited for his delayed grin, ot 
which I was as certain as I am cer
tain at m idnight that the sun will 
rise next m orning. P resently  it 
broke across his features, w ith an ac
com panying rum ble of m irth, and I 
switched.

W hat o ther argum entative devices 
and enticem ents I used on Staats are 
neither im portant nor in teresting  a t 
this place. All that is w orth  sta t
ing is that, a t the end of half an 
hour of desperate but inefficient spar
ring w ith him I walked out of the 
store completely baffled and defeated.

T hree or four little  Staats were 
playing around on the sidewalk when 
I emerged from  the store. I had 
m ade friends w ith 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, w heth
er their fathers keep grocery stores 
o r not. So I stopped to  have a lit
tle frolic of words w ith them. I was 
in the hum or to divert m yself as 
much as I could from m y recent fail
ure.

Made Friend of Wife.
I was having a little  joke with 

them  when their m other came down 
the stairs and out of the street door 
beside the store. A t the precise m o
m ent of her appearance I was off my 
dignity. She found me in a rom pish 
attitude th a t suggested to  her that 
her offspring were taking liberties 
w ith me. “H einrich! Gretel! Be
have yourselves. D on’t be so fresh!” 
she cried, in good, round P la tt- 
deutsche.

My heart warm ed at the sound of 
the tongue I had not heard for so 
many years. My old knowledge of it 
swarm ed back into my m em ory .“O, 
th a t’s all righ t,” I rejoined, in the 
m other tongue. “I t ’s my fault; I 
started it.” T he actual physical sen
sation of speaking it was grateful.

She looked at me quickly w ith face 
kindled with in terest and emotion.

Och! A re you P la ttedeu tscher?” she 
exclaimed, eagerly.

F rom  there we started  ra ttling  back 
together through the past until we 
were once m ore in the lowlands. A 
m utual picture of its diked meadows; 
its sleepy canals, poplar fringed; its 
quaint houses and villages, like en
larged toys, w ith quaint little  people 
in picturesque dress running in and 
out of them  like m anikins; the yel
low sunlight soft and tender over it 
all, came before us as we rolled out 
the m ellow words. W e succumbed to 
the elusive spell of home, giving free
dom to the hunger and yearning for 
our native lands th at we had both 
learned stoutly  to repress.

W e found th at we had come from 
adjacent Bezirks; th at we were famil
iar in detail w ith the same spreading 
landscapes; th a t we had loitered as 
children along the banks of the same 
canals; th at we had friends whom 
both of us knew. W e were friends 
ourselves in five m inutes from  the 
tim e we stum bled by a trifling cir
cum stance into the use of the old 
tongue.

In  the m idst of our brisk, happy, 
laughing talk, out came Staats him
self, to  see w hat had got into his 
frau. “Och, Fritz, only th ink!” cried 
Mrs. Staats in P lattedeutsche, “our 
friend here is from  U trecht. An old 
neighbor. H e was friends w ith our 
old uncle there; and he used to play 
when he was little w ith M atthias, 
who m arried little  H annah of our 
town. And so she ran on through 
the list of our m utual discoveries 
w ith grow ing enthusiasm . She m ight 
have been a long lost sister, the way 
she went on.

“Schnaaps” the Cryptic W ord. 
Staats stared  from  one to the o ther 

w ithout a word until she was out of 
breath. In  her first pause he leaned 
over to  me, held a fat hand beside his 
m outh, and whispered “Schnaaps!” in 
m y ear. He drew back w ith a droll 
roll of his head and a wink to  ob
serve the effect upon me of his cryp
tic word.

I returned the wink and we repair
ed to the back room  to celebrate the 
event in appropriate  H olland fash
ion.

N othing would do but that I m ust 
rem ain there th at day for a big din
ner th at F rau  Staats bustled about to 
prepare. And to tell the tru th  I was 
pleased enough with the prospect of 
a good old D utch repast. W hat mem
ories we invoked about the board 
that evening; what jests we had 
about our D utch youth; w hat m er
rim ent and m irth, 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.

W hen it was all over, and I was 
stealing down the stairw ay to the 
street to avoid waking the little 
S taats’s, H e rr S taats put his chunk 
of a hand on my shoulder, leaned 
down and whispered in D utch: 
“Snaps? Have you any of those 
snaps left?”

Glancing back, I saw th rough the 
shadows the twinkle in the round 
eyes and the comical poise of his

head. I had forgotten  all about busi
ness. “Sure,” I replied. “Do you 
w ant som e?”

You come back in the m orning,” 
he returned. “You come back once. 
W e shall see.”

T he hat which the sales m anager, 
picked out for me was a Panam a 01 
the finest weave. I t  cost the house 
not less than $30, I am certain. But 
none of us minded that; least 
of all the sales m anager. The o ther 
hat, the one my fellow salesman 
prom ised to him who should first 
sell Staats, I never collected.

F rank  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 Am erican L ight 
& T raction  Co., of which the Grand 
Rapids Gas L ight Co. is a subsidiary. 
Some weeks ago the stock was al
m ost stationary  around 300. Then 
came a period of ascension which has 
carried it to 393, while there are re
ports of sales made a t 400.

In 1911 subsidiaries of the com
pany operating in several cities con
ceded reductions in rates, which re
duced by approxim ately $500,000 the 
gross earnings. T he reduction of 
rates, however, is said to have had 
the effect of adding a large volume of 
new business. T his is indicated in 
the earnings for May this year, which 
are said to show a substantial gain in 
net ^over the similar m onth last year. 
I t  is expected the gain throughout 
the rem ainder of the year will more 
than offset the loss during the first 
four m onths of the year from the 
lower rate.

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

These dividends am ounting 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 m ovem ent of the stock. On 
a price of 400, investors calculate the 
revenue from the stock a t alm ost 
13 per cent., while at $500 a share 
the income on the same dividend 
basis would be about 12 per cent. 
Even a t $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 paym ent 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 
E llensburg, W ash. They were found 
about tw enty feet below the surface, 
tw enty feet back from the face of the 
slope, in a cem ent rock form ation, 
over which was a layer of shale. The 
rock was perfectly dry. T he jaw 
bones, which easily break, are so large 
th a t they will go around the face of 
the man of to-day. T he o ther bones 
are also much larger than those of the 
ordinary man. The fem ur is twenty 
inches long, indicating a man of 
eighty inches tall. The teeth in front 
are worn alm ost 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 extrem ely 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.

O F F I C E  O U T F I T T E R S
LOOSE LEAF SPECIALISTS

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

■1ERICAN BEAUTY” Display Case No. 412-one  
of more than one hun dred  m odels  of Show Case, 

Shelving and Display Fixtures designed by the Grand 
Rapids Show Case Company for displaying all kinds
o f goods, and adopted by the m ost progressive stores o f  America. 

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

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



18 M I C H I G A N  T R A D E S M A N Ju ly  31, 1912

Unusual Experience of Shoemen— 
W e  Macfarland’s Story. 

W ritten  fo r th e  T radesm an .
Chapter IV.

“I t ’s your time now, Billie,” said 
Bud W illiams. “E verybody’s had an 
inning but you.”

“I ’m not much of a story-teller, 
friends, w on’t you kindly pass me 
up?”

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

“W hat I shall say,” began Mr. 
M acfarland, the shoe retailer, “is like 
T ony’s incident in one respect: it is 
not exactly what you would call a 
story. I t  has no denouem ent to 
speak of. But in another way it is 
wholly unlike this yarn that T ony 
has just spun: it doesn’t leave the a t
m osphere clogged with a sense of 
tragedy. For that reason, if for no 
other, it will, perhaps, be som ething 
of a relief. Too much tragedy, you 
know, is not good for the nerves. 
The heavy scenes m ust be interpolat
ed with scenes in lighter vein. O ther
wise we are apt to  get dippy and do 
what poor Chalfont did.

“I am going to tell you about an 
interesting custom er I had in my 
store some two years ago. I t  was 
early in December, and there was a 
biting tang in the air. W e 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. I ’d pay m ore for an abrupt 
change in the w eather than for a 
two column newspaper advertisem ent 
any old day.

“But the w eather has no particular 
bearing on my story. I t  merely indi
cates that there was a substantial 
cause for the good business we were

doing in those days. I had tw o ex
tra  clerks, and I m yself spent a g reat 
deal of tim e on the floor.

“W ell, one afternoon an odd cus
tom er dropped in. I 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. H is shoes were tied on his 
feet with binder tw ine; and on one 
shoe he had a strip of wood the width 
of your hand tied under the shoe to 
cover a large hole th at had worn 
through the sole. H is trousers were 
corduroys — and certainly antique. 
T hey were frayed' out at the bo t
tom.

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

“W hen this old m an—I call him 
old; although I suppose if he had 
had a shave, a haircut, a bath and a 
new suit of clothes he w ouldn’t have 
appeared nearly so old—stepped in, 
the boys stepped back. Now while I 
have caused my salespeople to  un
derstand that they m ustn’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 I 
could not blame them. He looked as 
if he had come in to beg a pittance. 
W hile he did not appear to be a dis
sipated man, he certainly did look 
like starvation; som etim es starvation 
does not appeal overmuch to  one’s ol
factories.

“N ot being occupied a t the m o

ment, I asked the odd-looking cus
tom er what we could do for him. 
And when he indicated that he w ant
ed to buy a pair of shoes, I asked 
him to be seated.

“ ‘Som ething for yourself, I pre
sume,’ and I 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 alm ost gave me the 
creeps. T  want these shoes for my 
danghter.’

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

“ ‘Mabel’s 19,’ he said. ‘She wears 
a 4 B.’

“ ‘All right,’ I replied, and started 
after som ething in a cheap, inexpen
sive shoe.

“I 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,’ I replied, ‘I never said 
anything to that effect. You didn’t 
ask to  see my best shoes. W ould 
you like to see som ething better?’

“ ‘Say,’ said the old fellow, “what

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 w ants a 
pair of patent lea ther shoes for street 
wear. Now, tro t out the  best you 
have in the house, d ’ you hear?’

“This was interesting. T he best 
shoes I had retailed at $6 a pair. I 
have them as high as $10 now; but 
at that time $6 per was about as high 
as the traffic would stand—at least I 
thought it was. I know be tte r now. 
W e 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
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“ Bertsch” and “ ft. Hard Pan”  

Dealer This Season
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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 
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HIRTH-KRAUSE COMPANY
Shoe Manufacturers and Jobbers Grand Rapids, Michigan



Ju ly  31, 1912 M I C H I G A N T R A D E S M A N 19
m at 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
m ost took my breath. W as it possi
ble th a t this had a carriage? I began 
to think that the old codger was 
stringing me. And from  the way my 
clerks peeked a t us, I am sure they 
were expecting to have a good cne 
on me later. But I was determined 
to be game until the finish. So I 
brought out a pair of carriage boots 
T hey 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! Num ber 9.’

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

“ ‘Is that all?’ I enquired, glancing 
at his feet.

“He smiled—another grewsome, al
m ost uncanny smile—and sa iL  ‘Yes; 
th a t’s all.’

“ ‘I ’d like to  show you some shoes 
for yourself,’ I added, ra ther ten ta
tively.

“ ‘N ot to-day, pard,’ he said; ‘I 
don’t need shoes—won’t for a ’oug 
time. T hese’ll do me all this w inter 
for every day, and I ’ve got a good 
pair of cowhide boats for nice. L e t’s 
see, what is it I owe you? Y es; th a t’s 
ju st right—$36.’

“W hat d’you think that old son- >f- 
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 X X ’s 
w ithout so much as batting  an eye. 
T he big bills in th a t 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. T here m ight have 
been five hundred in th at collection 
—maybe five thousand. No m an 
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 m ore after that?” enquired Tony.

“Sure -I did,” said Mr. M acfarland, 
“he often came into the store. The 
fact is we got to be sort of chummy 
in a way—not a too intim ate way I 
dare assure you.”

“H e was lich  then?—an old miser, 
eh?” in terrogated  Bud.

“W hen he died, some four or five 
years later,” said M acfarland, “his 
estate was said to be w orth  seven 
hundred thousand dollars.”

“Then he was crazy!” exclaimed 
Bud W illiams.

“Oh, I wouldn’t say that,” rem on
strated  Mr. M acfarland, “w hat right 
have we to  pronounce upon his san
ity. H e ju st had his little peculiari
ties. But, for the sake of business, 
I ’m ra ther glad the world is not 
over-run with people of that type. 
If it were, some of us dealers would 
have a hard tim e of it, eh Tony?” 

Charles L. Garrison.

Love of applause,is responsible for
jtnany a near actor.

The Remarkable Change in Selling 
Methods.

Boston, Ju ly  30—F or the first time 
in its history the Central L eather Co. 
is facing the prospect of 40 cents for 
union sole leather. T he m arket 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. T his is a trem endous ad
vance is so short a period. T he re
m arkable thing is that lea ther prices 
have been steadily clim bing upward 
w ithout a recession since the first of 
this year.

W ith  sole lea ther at its highest in 
history it is im portant to  note that 
hides are also h igher than in fifty 
years. T here is no precedent for 
gauging the present rem arkable sit
uation in the raw m aterial m arket.

The same general tendency in hide 
prices existed th rough m ost of 1910 
and 1911, but the tanners were then 
so over-stocked with leather that they 
could not advance prices in keeping 
w ith the upward m ovem ent in hides. 
To-day there is only a norm al stock 
of m anufactured goods on hand and 
the m aking of prices is in the hands 
of the sellers.

Even with the rem arkable upward 
m ovem ent in sole leather since Janu
ary, prices have no m ore than kept 
pace with higher hide costs. T hat 
there is a profit is due to the fact 
that leather being sold is com ing from 
lower cost hides. On a replacem ent 
basis, the tanners could not quite get 
out whole. But the four to s 'x  
m onths’ interval between buying the 
hide and selling the leather gives lee
way for fu rther advances. I t  is the 
basis for the emphatic prediction of 
leading sole lea ther tanners th at we 
shall see 40 cent leather before De
cem ber 1.

Axioms of a Successful Salesman.
Always look ahead and strive to 

equal the m an above you.
The m an who sta rts  in at the bo t

tom  and learns every detail of the 
business is best equipped for a job at 
the top.

N eat appearance and a pleasing per
sonality are big factors in successful 
salesmanship.

Always look out for the in terests of 
the firm. I t  will pay in the long run.

T act in offering suggestions to  cus
tom ers leads to m any sales that would 
not otherw ise have been made.

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

Strive to have the highest sales rec
ord in your departm ent. T h at is w hat 
salaries and prom otions are based on.

D on’t be afraid to  do m ore than you 
are paid to  do, and don’t shirk re 
sponsibility.

H ard, 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 w ith a living. Join the o r
ganizations that will help you de
fend it.

This is No. 2130 @ $2. Y iy i

Grand RapidstShoe & Rubber ( q .

The Michigan People Grand Rapids

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 g r e a t  
deal to you.

TERMS 
10% in 10 days.
Net 30 days.
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T raining Children in T h rift and 
Economy.

W ritten  to r  th e  T radesm an .
By a blind perversity in our sys

tem of education we have our chil
dren put through all kinds of subjects 
in the curriculum s of study for which 
they may never have any real use 
whatever; and we neglect to  give 
them any insight into some of the 
m ost essential things—the things th at 
they surely will need to know. One 
of these is how to use m oney 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 im portant subject 
for the space of half an hour a week, 
the thing would be so novel, so u t
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 m atter for 
home training. But in how many 
families of your acquaintance is there 
any system atic 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 I was through 
shopping,” Mrs. M aston took pains 
to tell her near neighbor; “ I am 
afraid of getting fleshy, so I take all 
the exercise I can.”

Little Ellen M aston’s sharp ears 
were listening to  the conversation be
tween her m other and the neighbor 
lady. She knew perfectly well, and 
the neighbor as good as knew that 
Mrs. M aston's object in walking was 
not to reduce flesh but to save car 
fares. The effect of the attem pted 
deceit on the child’s receptive mind 
was to  make her feel that a little sav
ing is som ething to lie ashamed of, 
and th a t 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 fundam en
tal things to  teach them  is to  take 
pride in saving—not to despise \t 
nor conceal it. In many hom es a 
changed attitude of mind tow ard the 
subject of economy is the thing m ost 
needed to make for financial be tte r

m ent. Do not allow the squandering 
of nickels and dimes. Do not squan
der nickels and dimes yourself. Do 
not let the argum ent, “ I t ’s only 5 
cents, Mamma,” or, “I t ’s only 10 
cents, can’t I have it?” influence you 
to hand out the money for over-fre
quent indulgence in candy, ice cream 
or o ther low-priced luxuries.

Bear in mind th at spending is 
largely a habit. T he tem ptation to 
empty our pockets foolishly and 
needlessly is before all of us all of 
the time. H ow  do you expect your 
child to use proper self-restrain t lat
er on, if now in his form ative years 
he is given m oney every tim e he 
coaxes for it, and is allowed to 
spend it as his passing whim may 
dictate?

T here is a better way, however, 
than constant prohibitions and re
fusals. In all educational processes 
it is better to  direct the child, “Do 
this w ay” (giving the correct m eth
od), ra ther than, “D on’t do th at way” 
(giving the w rong m ethod). Use 
positive measures. Enlist the child’s 
own will-power and brain-pow er on 
the side of frugality.

W ith  m ost children this is not so 
difficult as one m ight think. W hen 
very small each child should have his 
allowance, perhaps no m ore 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 am ount so as to 
cover clothing, school books, etc. At 
first aid him in m aking selections; 
then as he develops judgm ent let him 
buy for himself. H e will make some 
m istakes but you made m istakes 
yourself in your early days of spend
ing money.

Let him stand the consequences of 
his own purchasing. If he selects a r
ticles for show ra ther 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.

In terest the child in some system at
ic plan of saving for a definite fu
ture purpose. Saving in the abstract 
does not appeal to m ost children, nor 
should it. M iserliness, the delight in 
piling up money simply for the sake 
of seeing it accumulate, is not a de
sirable tra it in children any more 
than in grown-ups. Get the child to 
planning what he is going to  do with 
the m oney 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

develop along the lines in which you 
are seeking to educate him.

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

I t 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 m erchant will choose to 
build up a fund that will one day en
able him to sta rt in business for him
self. A nother 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 to t of only 5 
or 6 years will take great delight in 
accumulating a little sum of C hrist
m as money.

The idea should not be to cut out 
all pleasures and luxuries nor to 
thw art a generous interchange on 
these among children, but to get the 
upper hands of th at 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 
am ount of m eans holds for its pos
sessor.

I have spoken of it as giving chil
dren an allowance. I 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 
w orth 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 m oney 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. W here 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 m at
te r which should not lightly be put 
aside and lost sight of. No child 
needs m ore 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—w hether saved or 
squandered. Bankers and financiers 
know the value of small accretions, 
and how interest adds to itself and 
accumulates. The people who need 
m ost to  know these things fail to 
realize them. Moving picture shows 
and various o ther businesses owe 
their very existence to the ease with 
which m ost persons part with small 
sums of money. A woman writing of
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! 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
m arked, “This taught us what 5 cents 
a day m eans.” By concrete illustra
tions, by examples readily within 
their comprehension, by actual ex
perience with their own money, see 
to  it th a t your boy and girl know 
w hat 5 cents a day means.

Does this training of the child in 
th rift and frugality seem a lot of 
bother? I t  certainly does. But you 
can hardly expect to  educate a child 
in any im portant branch of knowl
edge w ithout a lot of bother. You 
would consider it w orth your while 
and an object for which you would 
be willing to  make m any sacrifices 
to  be able to leave to  each of your 
children a snug little fortune of say 
$10,000. Remem ber that a bequest 
often is swiftly squandered, while a 
careful train ing  in habits of econo
my rarely  fails to insure lasting 
p rosperity . Q uillo.

Learning H ow To Slight. 
W ritten  for the  T radesm an.

Grandm a B. always ironed her tow 
els on both sides, and her first ex
clam ation on visiting her newly m ar
ried daughter was, “M ary Jane, this 
towel is only ironed on one side!” 
How she made ttyj discovery her 
daughter could never surmise, for the 
fabric was perfectly sm ooth. But now 
the daughter’s daughter only folds 
the towels sm oothly when taking 
them  from the line, where they were 
hung evenly, and declares that they 
are nicer this way. D itto  as to her 
sheets and pillow slips, and she has 
gathered  a lo t of medical authority  
for the assertion, while the coal man 
scoffs at the new fashion which gives 
lazy women so much tim e to swing 
in the hammock.

I t  took two generations to evolve 
the plan of not ironing the towel on 
both sides, but there are m any o ther 
details which are coming m ore quick
ly. W ith all the labor saving m achin
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 
sm oothed down, but there are still 
p lenty of ways for the shoem an to 
keep busy. T he price tag  saves us 
from  num berless questions, but there 
are still m any ways which we can 
make ourselves useful to the cus
tomer.

I t  is a privilege to  do this. I t  is a 
duty to ourselves as well as to the 
com m unity to study this saving of 
time and work where not needed 
and transferring  the activity along 
necessary lines. I t  m ay be harder 
work at first to  find the short cuts, 
but the pay in the end is sufficient. 
T he problem  is som etim es general, 
again it is individual; but it is sel
dom that it is not w ith us. W b are 
spending time and fuel pressing out 
the creases on both sides when the 
garm ent may as well or b e tte r be 
neatly folded and put away. W e are 
w earing ourselves out in the serving 
which brings little  or no result when 
by directing the same energy into 
another channel it would mean both

M I C H I G A N

progress and profit. W e m ust learn 
how and what to slight while learn
ing how to do; and this slighting is 
really an im portant factor.

Bessie L. Putnam .

Clothes for the Business Girl.
O f 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. W here
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.

I f  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. I asked 
her how she did it. And I have put 
some of her precepts into practice for 
myself.

F iis t 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.
I t  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. I t  is for the tim es when she 
can not take time to go home to dress 
when she is going out to dinner or the 
theater. H er gloves are always heavy 
and dark, except when she wears wash 
leather and those, of course, she can 
wash herself.

H er 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. W ith 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 

Alice Mason.while.

Layman’s Definition.
“W hat is a court of last resort 

Pa?”
“Courting an old maid.”

useUp-to-date Stores
THE BEST DUPLICATING

SALES w  BOOKS
M a d e  o f  good B O O K  paper, not p rin t
1 r% OFF IN TOWNS WHERE WE HAVE NO 
1 o AGENT. WRITE FOR SAMPLES TO
MIDGARD SALESLIP CO. STOUGHTON, WIS.
Also manufacture Triplicate Books. Carbonized 

back Books. White and Yellow Leaf Books.

r *

139-141 M onro- St 
Both Phonos

GRAND R A PID S* MICH

W e  M anufacture

Public Seating
E x c lu s iv e ly

Churches We furnish churches of all denominations, designing and 
building to  harmonize with the general architectural 

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

S c h O O l S  Thj  I?*:1 •t ^at we have furnished a large m ajority of the city 
and d istrict schools throughout the country, speaks volumes 

for the m erits of our school furniture. Excellence of design, construction 
and materials used and moderate prices, win.

Lodge Hulls ?Pecialize ,Lod«e. Hall a. Assembly seating.
® 7  “ 7 °  Our long experience has given us a knowledge of re- 

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

W rite Dept. Y.

fimerican Seating Company
215 Wabash A ve.

GRAND RAPIDS

CHICAGO, ILL.

N E W  YORK BOSTON PHILADELPHIA

Good Things to Eat
&

Mr. Pickle of Michigan

Jams Jellies Preserves Mustards 

Fruit Butters Vinegars Catsup 

Table Sauces Pork and Beans

Pickles— OF COURSE

HIGH GRADE FOOD PRODUCTS 
Made “Williams Way”

THE WILLIAMS BROS. CO. of Detroit
(W illiams Square)

P ick  the P ick le  from  M ichigan



22 M I C H I G A N  T R A D E S M A N J u ly  31, 1912

W hy the Farm Eggs Are So Often 
Poor.

W hy is it that the quality of eggs 
is so universally inferior in the city 
m arkets?

T he 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 farm er, with his lax m ethods 
of producing eggs, is doing m ore to 
ruin the reputation of the product 
than anyone else. I am a farm er and 
know whereof I speak. I 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 farm er is careless in his m eth
ods of production and in keeping his 
eggs. T he greatest faults that can 
be charged against him are his care
less and lax m ethods in gathering 
eggs. Many farm ers 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. T he good, 
fresh eggs are used in her baking, 
and the discolored ones and those 
that are doubtful go to the country 
m erchant. 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 m uster, 
and those that are fairly good aside 
from appearance are neglected.

The country m erchant 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 m er
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, assum es the responsibility of 
loss or gain, and in the latter case

the gain shows no great profit for 
the chances taken and the effort ex
pended. T here are checks, broken 
eggs, eggs partly  hatched and decom
posed eggs th at have to be sorted 
out, and when the eggs th at are left 
go into storage, they fall short of 
the product the farm er could have 
sold to his grocer if he had used 
m ethods which the average business 
man would have only characterized 
as lax. The storage p lant can not 
altogether check the processes of ruin 
when once started, any m ore 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 farm er 
will find it convenient to  barter his 
produce at the country store. T here 
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 tem perature from  in
cubation down to refrigeration. They 
are som etim es kept on a porch where 
the dampness of n ight and of rains 
affect their quality. Some farm ers 
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 
farm er in keeping his eggs in sani
tary  surroundings. T o  accomplish 
this the m erchant, the commission 
man, the storage man, the packer, 
the retailer and the consum er m ust 
do team  work to secure the best 
quality of product.

W hile in the newspaper business I 
knew a buyer who used publicity as 
a means of educating the farm er to 
produce better eggs. Every few weeks 
he would call in a reporter, give an 
interview on m arket conditions, and 
in the interview  he would drive home 
the fact forcibly th at the farm er m ust 
depend on his eggs for revenue, and 
the price of eggs was either higher or 
lower than a year before and the 
product m ust be gathered and han
dled to  save loss. H e frequently gave 
out interviews on the repu tation  his 
eggs have earned in the E astern  m ar
kets, and producing fine eggs and ge t
ting  them  to the dealer or to his 
plant in first-class condition m eant 
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 
ra tes for the free interviews given 
him, and, besides, it brought him be
fore the people.

T he only solution I can conceive 
of is that of publicity. A dvertise the

fact that good eggs are demanded, 
and that it means better prices and 
m ore steady m arkets for the farmer, 
and develop in him the same pride 
in his product th at a m anufacturer 
has in his output. Induce him to put 
his best effort into it, tell him how 
paying it is, and, when a farm er 
turns in a fine lot of eggs, see that 
a little  item goes to the local papers 
about it. W alter Jack.

T here 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.

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.

CO N STR U C TIO N
THE ELECTRIC is run 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 eggs from the tray  into an 
egg case, basket or pick them out and put them 
in a sack.

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

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

PRICE—Imitation Oak or Mahogany, $10
This Egg Tester can be furnished for electric 

current a t the same price.
To parties sending cash with order and men

tioning Michigan Tradesman will prepay freight.

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

E E â Î ( s)® IK

Mild Cured
Hams and Bacon

100 per cen t 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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BO OSTING  VS. KNOCKING.

Distinguishing Characteristics of the 
Two Classes,

Evansville, Ind., Ju ly  22— W hile I 
was reading last week’s issue of the 
T radesm an I ran across the follow
ing, “If you can not boost, don’t 
knock,” and I 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 
righ t thing and another fellow comes 
along and thinks we are wrong, who 
is going to settle  the question?

W e 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 m atter over for a num ber of 
years, we should govern ourselves by 
w hat we have found in this experi
ence, and if we boost this experience 
in an honest way, we will gain more 
experience and learn m ore facts con
cerning these progressive things.

If we have been honest in boost
ing w hat 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 m an who 
tries to prove that we are all wrong?

T he biggest question before each 
individual to-day is, Do I know m y
self? T he g reatest trouble am ong 
business people is th at they are al
m ost all trailers. T hey live and move 
by m ental storage batteries and do 
not try  to  build around them selves a 
power house of their own. W hen 
great questions arise, they fall back 
on their storage batteries and try  to 
m ake the pow er house believe that 
it is knocking, when in fact, if it 
were not for the pow er house the 
storage batteries would not be here.

W hen the best people in all com
m unities learn that they are fed by 
m ental storage batteries, which are 
made by the m oney trust, they will 
wake up and not kick a t the men who 
are really and tru ly  boosting their 
cause.

T here are a few men in this coun
try  who know w hat suggestion will 
do for a m an who will not think for 
himself, and these fellows are send
ing out m ore suggestions th at are 
against the general in terest of the 
people than  m ost of us have any idea 
of, and these suggestions I wish to 
call “m ental storage batteries.” These 
batteries are m anufactured 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 w hat is ' going on.

If  a m an is overcharged w ith one 
of these storage batteries, how can 
he decide w hether a m an is boosting 
or knocking?

T here  is only one th ing  left for the 
good people in each com m unity and 
th a t is for them  to w ork together 
and in harm ony w ith one ano ther on 
general principles as to  w hat is best 
fo r the whole community, and do this

in a m aterial way and according to 
the judgm ent of those in the com 
m unity who have had the m ost per
sonal experience, and not listen to  
any one who they know has not had 
any experience in th at community.

W hen every m an begins to think 
for himself, and perm its every o ther 
man to do the same thing, we will 
have better men and less knockers 
and a bette r community, for no com
m unity can be be tte r 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 try ing  to  
make you believe as he does, on 
things th a t you can not experience 
with your own hands, do not listen 
to  him. But if a m an should hap
pen to come into your comm unity 
who will say, “Come on, boys, I ’ll 
show you how to make a beautiful 
city—one th at will benefit every per
son who lives here”—listen to him, 
and if he goes to  work, w ork with 
him, but if he does not show any 
signs of w ork himself, and he simply 
stands around and does the bossing, 
you had b e tte r open your eyes and 
see w hat’s behind him. If you can 
not see w hat he is driving at, drive 
him out of your community.

W e are spending too much money 
on fellows who talk  about w hat they 
“believe” and not on what they 
know.

If you “believe” you are spending 
your tim e and money right, we can 
not complain, but it is a m ighty fine 
th ing  to  know what you are getting  
for your hard earned money, and if 
you want to  run your comm unity on 
business principles, be sure you know 
w hat you are fussing about, and 
w hat you spend your m oney for.

Edw ard Miller, Jr.

H e Knew.
The ow ners of a certain  farm had 

bu tte r and eggs brought them  daily 
by the daughter of the farm er. A 
trained nurse had a case a t the own
e r’s ihome. One day the farm er’s 
wife and daughter were discussing 
this, when the little  boy, who had 
been listening, said: “Rita, if I go 
w ith you to-m orrow , will you show 
me the trained nurse?” T he girl said 
she would, and the next day he ac
companied her. T he nurse came in
to the kitchen, said a few words to 
him, and w ent out. H e ran home at 
once, and arrived breathless. “M oth
er,” he cried, “the trained nurse is 
noth ing bu t a g ir l!”

Suet N o Good W ithout Skewers.
Ah English butcher reports the 

following:
T he o ther Saturday a girl came to 

my shop and asked for 5 cents’ w orth 
of suet, “m ust be beef,” adding in 
the same breath, “M other said could 
you give her tw o skewers ” I did not 
oblige the young lady and the suet 
was returned with the astounding r e 
m ark, “W ithout the skewers the suet 
was no good, as m other w anted them  
to skewer up a fowl.”

Is your station agent w orking for 
the mail order houses? H e has his 
tem ptations, you know.

Grocer Finds Customer Waiting.
Adolph Gluck, a Saginaw grocer, 

was greatly  surprised when he arriv
ed a t his store W ednesday m orning 
to open up to find the door was open, 
and still fu rther when, upon en ter
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 th at the 
store had been opened already, that 
Mr. Gluck had stepped out for a m o
ment, she had come to make purchas
es. I t  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 w orth 
a pound of persuasion.

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. SM ITH  :: E aton Rapids, M ich.
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Michigan Knlghta of the Grip
P resid en t—C. P . Caswell, D etro it.
S ecre ta ry—W m . J .  D evereaux, P o rt 

H uron.
T rea su re r—John  H offm an, K alam azoo.
D irec to r»—F. L. Day, Jackson ; C. H . 

Phillips, L apeer; I. T. H urd , D avison; 
H. P. Goppelt, S ag inaw ; J . Q. Adam s, 
B attle  C reek; John  D. M artin , G rand 
Rapids.

Grand Council of Michigan, U. C. T.
G rand Counselor—John  Q. A dam s, B a t

tle  Creek.
G rand Ju n io r Counselor—E. A. W elch, 

Kalam azoo.
G rand P a s t  Counselor—Geo. B. Craw , 

Petoskey.
G rand S ecre ta ry—'Fred C. R ichter, 

T raverse  City.
G rand T reasu re r—Joe C. W ittliff, D e

troit.
G rand C onductor—M. S. Brow n, Sagi

naw.
G rand P age—W . S. L aw ton, G rand 

Rapids.
G rand Sentinel—F. J . M outier, D etroit.
G rand C haplain—C. R. Dye, B attle  

Creek.
G rand E xecutive  C om m ittee—Jo h n  D. 

M artin, G rand R apids; A ngus G. Mc- 
Eachron, D etro it; Jam es  E. B urtless, 
M arquette ; J . C. Saunders, L ansing.

W afted Down From Grand Traverse 
Bay.

T raverse City, July 29—O ur local 
Secretary, H arry  Hurley, now cov
ers this territo ry  for the Manistee 
Milling Co., of Manistee. T here cer
tainly m ust be some dough in this 
job and we wish you success.

Tony Elenbaas, of the firm of 
•he Elenbaas T oering  Co., of Lu- 
;as, has contracted for a diving 
suit to go fishing in hereafter. Sandy 
Taylor tells us that T ony certainly 
took an awful ducking. W e think that 
the bottle  of snake bite dope that 
Sandy had had som ething to do 
with it.

A nother attraction  at our picnic 
will be the Godfrey family, of Grand 
Rapids, who has prom ised 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 prom oted to the m anagem ent of 
the same concern. Congratulations, 
boys.

W e understand  that the famous 
W alter K. Plumb, of Grand Rapids, 
favored the m em bers of the fishing 
party  of T ustin  w ith a nice le tter of 
appreciation for the favors extended 
while on a recent fishing trip, but the 
boys are at a loss to know w hether 
this letter is not intended as an ap
preciation for saving his life a fter he 
fell into the drink. W e have prom ised 
te  say no more.

T raverse City Council, U. C. T., 
held its regular m eeting last Satur
day night and E. C. Lowing, Mussel- 
m an's salesman, was added to  our list 
and was there to defend his good 
name. O ur 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

compliment him on rendering such 
a favorable report. He also closed the 
m eeting with a few chosen rem arks 
for the betterm ent of our Council, 
which were well taken. If the work 
in the Council cham ber continues, 
rituals will soon be a th ing  of the 
past, for nearly all the officers have 
their work memorized. Glad to see it, 
boys.

More arrangem ents have been made 
for our picnic, which will be held Sat
urday, August 10, and from  the ex
pression of the boys last n ight we 
will be obliged to get extra accommo
dations to carry the crowd. W ell, 
that is what a picnic is for—to have 
a good tim e—and we know the com
m ittees have spared no effort to make 
this one a huge success. Everybody 
welcome.

W e do wish that Ray Thacker 
would use the word deceased instead 
of diseased in the Council cham ber 
when referring  to  our departed m em 
bers.

Once m ore 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 sym pathy of 
all the boys.

T raverse City Council, in session 
Saturday evening, unanim ously adopt
ed a vote of thanks to Mr. E. A. 
Stowe, of the T radesm an 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 try ing  to do all in his 
power to  assist us—and always has.

A t last our dear friend, F rank W . 
W ilson, has prom ised to  send in $1 
to the T radesm an office for one year’s 
subscription. W e have understood 
that you were a regular reader, but 
not a subscriber.

Can anyone explain why Claude 
Law ton, V oigt’s flour salesman, 
should be obliged to  pay $1 to  lead 
a camel down the streets of M anis
tee? Dad says you're easy.

About the biggest booster we have 
for our picnic is our postm aster, 
F'rank Friedrich. F rank  was there 
with the goods last time and we be
lieve he is try ing  to set a new pace 
this time. W ell, Frank, every one of 
us appreciates it.

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

Billy Radem aker, the genial clerk 
of the Briny Inn H otel, 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 T raverse

City 2 and M anistee 0 at last Sun
day’s game.

Archie Jourden attended the Cadil- 
laqua at D etroit this week and viewed 
Belle Isle from  the top of the Ma
jestic building. L, D. Miller also a t
tended the great w ater fete, but, we 
will take it for granted, in the m orn
ing.

Clement T. Lauer, blockman for the 
In ternational H arvester Co., came 
very near m eeting with a serious ac
cident while dem onstrating one of 
its auto buggies at Rapid City last 
week. In  some m anner 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 w ater 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.

W hat Salesmanship Really Means.
I t means ability, reliability, tru th 

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 tem peram ents 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 
im pression that he is an expert in his 
line. I t  gains him the confidence of 
customers.

Perm anently  pleased customers are 
the best evidence of successful sales
manship.

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

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

I t  is a good slogan to make an “all

wool” selling talk  and have it back
ed up by “all w ool” goods.

W alter L ytton.

He who lends m oney w ithout se
curity borrow s trouble.

G. J . Joh n son  C igar Co.
S. C. W. El Portana 

Evening Press Exemplar
These Be Our Leaders

B O Y S !  B O Y S !  B O Y S !
Stop at

ARBOR REST
PENTWATER, MICH.

New Beds Entirely Refinished—Individual Towels

Chase Motor Wagons

Are kuilt in severe! sizes and body style*. Carryinr 
capacity from 906 to 4,000 pounds. Prices from $750 
te $2,200. Over 25,00 Chase Motor Wapons in use. 
Writ* fer estates-

Adams & Hart
47-49 N0. Division St., Grand Rapids

Chicago Boats
G. & M. Line

Every N ight
Fare $2

Holland Interurban Qn  m
Boat Train a t ..................U j J o l l le

Ramona
ALWAYS DELIGHTFULLY COOL

Master Gabriel and A1 Lamar
in

“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 Evenings at 8:30 

Prices: Matinee 10c and 20c: Evenings 10c. 20c and 35c. Few seats 50c. 
Box office: Citizens 1321. Bell M 350.

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, Ju ly  30—Bill Love

lace was in M uskegon one day last 
week, and he had to talk so hard in 
his a ttem pt to  convince R. H. Mann 
his line of m achinery was the best 
th at he had to take his teeth out to 
give his face a rest during his conver
sation.

The K night Hotel, at Kalamazoo, 
is certainly giving the boys their 
m oney’s w orth. T hey do not seem to 
care how many baths a fellow takes 
and these baths are gratis. Not satis
fied with this, they furnish an a ttend
ant to  rub you down.

H. Fred De Graff has returned from 
a five weeks’ trip  over in W isconsin 
and M innesota. H e reports business 
very good.

T he repairs on the Am erican Hotel, 
in Kalamazoo, will be completed in 
a couple of m onths. 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 inform ation: H arry 
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.

H arry Winchester of the W orden 
Grocer Co., and his wife are spending 
a week or ten days around Chicago and 
Milwaukee. H arry 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 H a
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!

M I C H I G A N

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 w rites 
me th at 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 m eet any trust 
reposed in him. He has been selling 
heavy m achinery 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 
fra te r by dropping me a line.

J. A. Keane.

Commercial Travelers Aid Hungry 
Lad.

A ra ther 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. H e was noticed to make sev
eral trips to the w ater cooler, but fail
ed to find a cup in which to  quench 
his thirst. Several traveling men no
ticed the boy and worm ed out of him 
the sad story  that his father and 
m other had separated and his m other 
had sent him with barely enough 
money for his car fare from  Gary, 
Ind., to  D etro it; that he had had no th
ing to eat or drink since the afte r
noon previous and he was beginning 
to feel sick and faint. He was poor
ly but cleanly dressed and answered 
the questions in a m anly m anner. I t  
is needless to  say that when he reach 
ed the depot at M onroe he was well 
fed and th a t when he got into D etro it 
that he had m oney with which to 
pay for a n igh t’s lodging and get 
som ething to  eat as well, as the trav 
eling men got busy and passed the 
hat for the little  fellow.

Honks From Auto City Council.
Lansing, Ju ly  30—B rother Jam es

F. Ham mill has been appointed Dis
trict-D eputy. I t 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.

B rother W ard  Hill, of the Michi
gan Bridge & Iron  Co., reports an 
excellent business so far this season.

I t is now reasonably certain that 
the Em erson Brantingham  Co., m an
ufacturer of threshing m achinery 
and farm  implements, will soon es
tablish a sales branch in Lansing.

B rothers M. L. M oody and John 
Dailey have been appointed m em bers 
of the Grand Legislative Committee.

B rother P. G. Plum m er 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
m ent business.

Our Senior Counselor is anxious 
for a large attendance at our regular 
m eeting next Saturday night. Im 
portan t m atters will be considered 
and the D istrict Deputy has prom ised 
to be present.

Two of our fun-loving counselors 
recently  registered at Saginaw, and 
during the evening’s am usem ents 
“m et up” with a professional rope- 
trickster. A Suitable place was 
found and each invited to bind the 
professor ju st for the fun of seeing 
him w ork out of it. T he first suc
ceeded in keeping him busy for th irty  
seconds only. The second being 
som ewhat 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 m inutes of ap
parent (?) exertion was futile. At 
this point a wager was offered and 
prom ptly taken. Encouraged by the 
sight of easy money the “T rickster” 
came out of it in a few seconds. 
W ithout sobbing over the loss of a 
little change, but anxious to  gain 
fu rther experience in this kind of 
entertainm ent, it was proposed that 
the professor bind this second bro th
er, which was done very quickly. 
Im m ediately it was found that what 
he knew about loops and knots had 
suddenly vanished from his m em ory 
and he was allowed to  ponder in 
bonds for nearly two hours before be
ing released and then only through 
the intercession and final th rea ts of 
the first brother. F u rthe r inform a
tion concerning this escapade can not 
be had by asking B rother A. E. 
K rats, whom we understand was a 
w itness. H. D. Bullen.

A Horse on Richter.
T raverse City, July 30—Those of us 

who know Fred R ichter, Jr., insist 
that he is one of the best fellows in 
the world but, like all good fellows, 
he som etim es makes a mistake. My 
attention  has been called to the fact 
that he recently incurred a 25. cent 
indebtedness at the P. M. restauran t 
which he has not yet liquidated. The 
proprieto r of the restauran t deemed 
him entirely  good and the boys are all 
hoping that Fred will soon come 
across and square himself,

W hile he is about it, F red  ought to 
straighten up another 15 cent bill at 
McBain. This has been in arrears for 
sometime and, if I rem em ber righ t
ly, his atten tion  was called to it in the 
traveling m en’s departm ent of the 
T radesm an some weeks ago. I am 
not fully advised as to the character 
of this claim, but I understand it is 
a just one and I presum e Fred will 
gladly liquidate it, now that his a tten
tion is brought to it in a forcible m an
ner for the second time.

A T raverse City correspondent 
writes s follows:

Fred R ichter is an all around good 
fellow but there is one branch of 
business in which he is especially 
proficient and that is in m easuring the 
extent and variety  of the hay crop. 
Some of F red ’s friends may not know 
what this refers to, but the traveling 
men who reside in T raverse City are 
perfectly familiar with the situation 
and all will pay tribute to his rem ark
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 I 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 11 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:

“W hat’s your religion?”
“Why, I lean to the Baptist.”
Oh, you do ? Then I don’t want you 

in my buggy!”
But I—was told that you—you—”

“You were told that I was a howling 
Baptist, and so I was up to midnight 
last night. Then I 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? I only orderet 
two.”

Yes, sir,” said the old darkey 
bowing and smiling. “ I know yot 
did order two, sir, but I brough 
three, because I ju st naturally  felt da 
one of dem m ight fail you, sir.”

Their Feeling.
“W ell, old sport, how do you feel? 

I ’ve ju st eaten a bowl of ox-tail 
soup and feel bully.”

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

Yes,” said a sad faced woman, “ I 
know there is such a th ing  as a per
sonal devil, for I m arried him,”
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Michigan Board of Pharmacy. 
P res iden t—Ed. J . Rodgers, P o r t H uron. 
S ecre ta ry—Jo h n  J . Cam pbell, Pigeon. 
T rea su re r—W . E. Collins, Owosso. 
O ther M em bers—Edw in T . Boden, Bay 

C ity; G. E . F au lkner, Delton.

Michigan State Pharmaceutical A ssocia
tion.

P residen t—E. W. A ustin , M idland.
F irs t V ice-P residen t—E . P . V arnum , 

Jonesvllle. _  11
Second V ice-P residen t—C. P . B aker, 

B attle  Creek.
T hird V ice-P residen t—L. P . Lipp, 

Blissfleld.
S ecretary—M. H. Goodale, B a ttle  Creek. 
T rea su re r—J. J . W ells, A thens. 
E xecutive  Com m ittee—E. J . Rodgers, 

P o rt H uron ; L. A. Seltzer, D e tro it: S. C. 
Bull, H illsdale and  H. G. Spring, U nion- 
ville.

Michigan Retail Druggists’ Association.
P residen t—D. D. Alton, F rem ont.
F ir s t V ice-P residen t—J . D. Gilleo, 

Pompeii.
Second V ice-P residen t—G. C. L ayerer, 

B ay City.
S ecre ta ry—R. W . Cochrane, K alam azoo.
T reasu re r—W . C. W heelock, K alam azoo.
E xecutive  C om m ittee—W . C. K irsch - 

gessner, G rand R apids; G ran t Stevens, 
D etro it; R. A. A bbott, M uskegon; Geo. 
Davis, H am ilton ; D. G. Look, Lowell; 
C. A. Bugbee, T rave rse  City.

N ext M eeting—M uskegon.

Grand Rapids Drug Club.
Presiden t—W m . C. K irchgessner.
V ice-P residen t—E. D. De L a  M ater.
S ecre ta ry  and  T rea su re r—W m . H. 

T ibbs
E xecutive  Com m ittee—W m . Quigley, 

C hairm an; H enry  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 w riter in the Pharm aceutical Era. 
One may place them  conspicuously 
on sale at net cost and indirectly 
profit thereby. W hile 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. 
T he druggist’s advertisem ent should 
be printed upon the napkins prom 
inently and in a color or colors and 
and general design in harm ony with 
the decorative printing already upon 
the napkins. I t  is best to have the 
printing done by the m anufacturer or 
im porter from whom the napkins are 
purchased.

Advertising Fans.
Many of the cheap, advertising fans 

that are offered to advertisers are 
com paratively worthless. I t  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 m any advertis
ing mediums th at m ust be a “repeat
e r” if it is to pay. W hile split bam 
boo and folding Japanese fans are 
seemingly expensive, they are, in the 
long run, the best fan advertising 
mediums.

G etting the T ransient Trade.
If you are located in one of the 

sm aller places to  which people come 
for their sum m er outings, then it is 
for you to go after the transient trade. 
If there is a reso rt hotel in or near 
your town it is well to  make from 
the hotel reg ister a list of the daily 
arrivals and addressed to names on 
such list deliver to  the hotel 
sealed envelopes or packages of 
advertising m atter or samples, p rop
erly addresed for placing in the key 
boxes. T here are few things that 
m ore directly appeal to  sum m er vis
itors than souvenir postals of local 
views with the neat and short adver
tisem ent of the druggist printed 
thereon. A nother “puller” is a ticket 
good for one glass of soda, m ailed or 
delivered to  each new arrival. A 
druggist in the W isconsin lake region 
purchased a num ber of neat, quarter- 
pound candy boxes. On the cover 
was printed a local view and below
this the words “M̂ ------’s welcome to
Lake P------.” One of these boxes,
filled w ith choice candy and bearing 
a neat card w ith the w ords: “Com
plim ents of S. F. M.------, D ruggist,”
was delivered to  each new arrival at 
the big hotel.

For Stay-at-H om es.
In this age of electrical rapid tran 

sit, thousands of tow ns have their 
“trolley parks” and o ther suburban 
resorts. The druggist m ay use them  
to advantage in the way of premium  
advertising. One druggist offered, 
for a certain num ber of days, a free 
ride on the reso rt m erry-go-round 
with each can of his talcum  powder. 
This proved so advantageous th at 
during the season he offered with 
different specialties free tickets for 
every a ttraction  at the park. D rug
gists may arrange with the owners of 
park am usem ents to  purchase tickets 
in quantities a t a very liberal dis
count. I t  is best to  have some dis
tinguishing m ark on the tickets so 
used o r even b e tte r to  have them  es
pecially printed and dated for use 
w ithin a certain period. By so do
ing the druggist need pay for only 
those actually used and re turned to 
him by the am usem ent 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. T his plan is especially 
recom mended to  those who sel! phon
ographs and records. A phonograph 
w ith a concert horn was m ounted on 
a large toy wagon. A t fron t and 
back there were uprights which held 
a muslin sign lettered  thus: “W e ask 
for no money. T his concert is being

given with the compliments of D—’s 
Phaim acy. All that a good drug 
store should have and also a fine line 
of phonographs and records.” The 
druggist hired one of the tow n’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.

I t is suggested, that as a phono
graph plays autom atically when sta rt
ed, the men in attendance m ight hand 
m atter or samples to  the listeners.

Comparative Cost of Freight and 
Express Transportation.

Grand Rapids, Ju ly  30—I  have lit
tle time to devote to  w riting for the 
papers, but can not let go unchal
lenged the article by J. R. M. headed, 
“W ill Parcels Post cheapen trans
portation?” printed in your issue of 
Ju ly  24. J. R. M. first reaches a con
clusion as to the rate per 100 pounds 
of what he term s “H igh class m er
chandise,” sent by parcels post from 
New Y ork to  Chicago as being $2.25 
per 100. T o reach this conclusion he 
divides the 100 pounds into nine pack
ages of 11 pounds each to  be sent 
from  New Y ork 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 com pares these figures of nine 
different shipm ents with a single ship
m ent of 100 pounds by freight be
tween the two named cities a t a rate 
of less than one-quarter of $2.25— 
presum ably 50c.

In  the first place, if J. R. M. will 
enquire, he will find the ra te  a t 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 shipm ents in the folowing m an
ner, which I am willing to subm it to 
any judge as being m ore fair than 
your m isleading comparison. Sup
pose you and I 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 m ust, 
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 m ust 
call in the services of an express or 
draym an at an expense ranging from  
10c as a minimum up to say 25c as a 
m axim um ; call it 10c. Your article 
m akes the ra te  of freight between 
the two cities 50c per 100 pound; let 
it go at that, but how about the price 
on 11 pound? I t  should be, if fig
ured on the 50c rate, between 5 and 6c, 
but will the railroad carry it for that? 
N ot on your life, the minimum charge 
o n . any package under 100 pounds 
being 25c. In  possibly a week’s time 
—more likely ten days to  tw o weeks 
—your package reaches Chicago, but 
not your custom er in th a t city. An
o ther expressm an gets a whack at it 
with another charge of at least 10c,

bringing your total charges up to 45c. 
Mind you, I 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 a t this 
price.

Now I elect to  send m y package 
by Uncle Sam ’s parcel post. The 
package is called for a t m y 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. Ju s t w here does 
your “handsom e profit,” in the way 
of saving in transportation , by lum
bering freight, as against the quick
est practical mode of transporta tion  
come in?

Noting what you say relative to 
the crying need of regulation of ex
press companies, I am w ith you heart 
and soul, but I believe the best way, 
or certainly one of the best ways pos
sible to help us tow ard a regulation 
of the express m onoply will be the 
establishing of a good parcel post. 
O therwise why are the express com
panies working tooth  and nail against 
the parcels post? J. B. Barlow.

Poison Secured from Frogs.
T he arrow  poison used by the In 

dians of Columbia has been found to 
be the secretion of the skin of a small 
frog. The arrow s 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 anim al—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 
anim als killed, which is quite harm less 
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 sym ptoms as inoculation 
with the arrow  poison.

Cleaning Plate Glass.
Most pharm acists who are located 

in regions where the illum inating 
medium is natural or artificial gas 
have experienced considerable diffi
culty with a peculiar greasy deposit 
on plate glass windows, m irrors, etc., 
which gives to them  a bluish appear
ance regardless of the am ount 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 w ith a clean 
cloth, it will assum e a brilliancy un
obtainable by any other means.

The Sale that Helps.
The sale that helps make another 

is the one that sends the custom er 
home with a permanent as well as a 
tem porary satisfaction in the  purchase.

If there was a duty on fads fewer 
would bè imported.



Ju ly  31, 1912 M I C H I G A N  T R A D E S M A N 27

W H O L E SA L E  DRUG PRICE CURRENT
Acldum

A ceticum  ............  6@ 8
Benz oleum, Ger. 45#  60
B oracie ................  10#  15
C arbollcum  ........  25@ 35
C ltrlcum  ............  45#  50
H ydroch lor . . . .  1%@ 5
N ltrocum  ..........  5%@ 10
O xaiicum  ..........  14 #  15
Salicyllcum  . . . .  40#  42
P hospuorium , dll. @ 15 
Sulphuricum  . . . .  1%(® 5
T ann icum  ........ 1 00 #  1 10
T a rta r icu m  ___  38@ 40

Ammonia
Aqua, 18 deg. . . .  3%@ 6
Aqua, 20 deg. . . .  4%@ 8
C arbonas ............  13 #  15
Chlorldum  ..........  12(g) 14

Aniline
B lack ..................  1 00@2 00
B row n ................  80@1 00
Red ...................... 45# 50
Yellow ................  1 00@1 50

Baccae
Cubebae .............. 70@ 75
Ju n ip ers  ............ 6 # 8
X anthoxylum  .. # 65

Balsam um
Copaiba .............. 70@ 75
P eru  ....................  2 00@2 25
T erab in , Cañad. 65# 75
T olu tan  .............. 90# 1 00

C ortex
Abies, C an ad ian .. 25
C assiae ................ 25
C inchona F la v a . . 20
Buonym us a t r o . .. 40
M yrica C e rife ra .. 32
P ru n u s  V irg in i .. . 30
Quillaia, g r ’d ___ 15
S assafras, po. 30 26
U lm us .................. 25

E x tractum
G lycyrrhiza, Gla. 24# 30
G lycyrrhiza. do. 25# 30
H aem atox  .............. 11# 12
H aem atox , Is  . . . . 13# 14
H aem atox, 14s . . . 14# 15
H aem atox, %s . . . 16# 17

Ferra
C arbonate  Precip. 15
C itra te  & Q uina 1 80#2 00
C itra te  Soluble . . 63# 75
F errocyan idum  S 25
Solut. Chloride . . 15
Sulphate, com ’l . . 2
Sulphate, com 'l, by

bbl., per cwt. 75
Sulphate, pu re  . . 7

Flora
A rnica ................  18@ 25
A nthem is ..........  40@ 50
M atricaria  ........  30#  35

Folia
B arosm a ............ 1 75@1 85
C assia  Acutifol,

T innevelly  ..  15 @ 20
C assia  A cutifol 25#  30
Salvia, officinalis,

14s ................  20(g) 25
Uva ursi ............  8 #  10
Acacia, 1st pkd. @ 40

Gummi
Acacia, 1st pkd. @i 40
Acacia, 2nd pkd. @ 35
A cacia, 3rd pkd. #  30
Acacia, s ifted  sts. @ 20
Acacia, po. ........  35(g) 45
Aloe, B arb  ........  22#  25
Aloe, Cape ........  @! 25
Aloe, Socotri . . . .  #  45
Am m oniac ........  3 5 #  40
A safoetida ........  1 00#  1 25
Benzoinum  . . . .  50@' 55
C am phorae . . . .  55@ 60
E uphorb ium  . . . .  @ 40
G albanum  ............  @1 00
G am borge po. . .  1 00(g) 1 25 
G auciacum  po. 45 @ 35
Kino . . . .  p . 45c @, 40
M astic ..................  @| 75
M yrrh . . . .p o .  50 @ 45
Opium ................  7 50@7 75
Opium pow der 9 75@10 00
Shellac ..............  30 #  40
Shellac, bleached 3 5 #  45 
T rag acan th  . . . .  1 25@1 40

Herba
A bsinth ium  ........  25@’ 30
E upato rium  oz pk 30
Lobelia oz pk  . . .  35
M ajorium  oz p k ..  36
M en tra  P ip. oz ~k 35
Rue oz pk  ..........  30
T enacetum  . .V . . 30
T hym us V  oz pk  . . .  30

M agnesia
Calcined,, P a t. . . .  55@ 65
C arbonate, K-M . 1 8 #  20 
C arbonate  po . . .  10 @ 15

Oleum
A bsin th ium  . . . .  8 00#  8 25 
A m ygdalae Dulc. 7 5 #  85 
A m ygdalae A m a 8 00 @8 z5
Anisi ....................  2 15#2 20
A uran ti C ortex 3 15@3 25

- B ergam il ..........  8 00@8 50
C ajipu ti ..............  85 @ 90
Caryophilli . . . .  1 25@1 30
C edar r ..............  85@ 90
Chenopadil ........  6 50(5)7 00
Cinnam on! . . . .  1 50(g) 1 60 
Conium  M ae . . .  8 0 #  90
£ Jtro n e lia  f , , , ,  40#  50

Copaiba . . . . . . . .  1 50@1 75
Cubebae ............  4 00#  4 50
E rlgeron  ............  2 35@2 50
E vech th itos . . . .  1 00@1 10
G au ltheria  ........  4 80@5 00
G eranium  . . . .  oz 75
Gossippil Sem gal 60@ 75
H edeom a ..........  2 5 0 #  2 75
Ju n ip e ra  ............  40@1 20
L avendula  ........  90@4 00
Lim ons ..............  2 00@2 10
M entha P ip e r . .  3 75 @4 00 
M entha Y erid . . .  5 00@5 25 
M orrhuae, gal. 1 10@1 25
M yricia ..............  3 75@4 35
Olive ....................  2 50@3 25
P icis L iquida . .  10 #  12
Picis L iquida gal. @ 40
R icina ..............  98#  1 25
Rosae oz............ 11 50@12 00
R osm arin i ........  @1 00
S ab ina ................  1 75@2 00
S an ta l ................  4 50@5 00
S assa fras  ..........  90@1 00
Sinapis, ess. oz. @ 50
Succini ..................  4 0#  45
Thym e ................  5 0 #  60
Thym e, op t..............  @1 60
Theobrom as . . . .  1 7 #  25
Tiglil ....................  1 0@1 70

P otassium
B i-C arb  ............. 15#  18
B ichrom ate  . . . .  1 3 #  15
Brom ide ............  40#  50
Carb ..................  12 @i 15
C hlorate . . .  po. 1 2 #  16
Cyanide ..............  30 #  40
Iodide ..................  2 65@2 75
P o ta s sa  B ita r t  p r  3 0 #  35 
P o tass  N itra s  opt 7@! 12 
P o tass  N itra s  . . .  7 #  12
P ru ss ia te  ..........  23 @; 26
S'ulphate po. . . .  1 5 #  18

Radix
A conitum  ..........  @ 37
A lthae ................  60@ 60
A nchusa ............  10#  12
A rum  po................. @ 25
C alam us ............  20 #  40
G entiana  po 15.. 12 #  15
G lychrrh iza  pv  15 12#  15 
Hellebore, A lba 15#  20 
H y d rastis , C anada @7 00 
H y d rastis , Can, po #6 50
Inula, po ............  25#  30
Ipecac, po ............ 2 25@3 00
Ir is  F lo ra  ............... 20#  30
Ja lap a , p r ...........  40 #  50
M aran ta , % s ___ 30 #  35
Podophyllum  po 15# 25
Rhei ......................  75@1 00
Rhei, cu t ............ 1 00 @1 25
Rhei, pv  ..............  75@1 00
Sanguinari, po 18 #  28
Scillae, po 45-60 20#  25
Senega ................  @ 90
S e rp en ta ria  ........  @ 90
Sm ilax, M. grd. . .  @ 2 5
Sm ilax, offi’s H  grd . @ 45
Spigella ..............  @ 90
Sym plocarpus . .  @ 3 0
V aleriana ............  @ 25
Z ingiber a  . . . .  16#  20
Z ingiber j ............  25#  28

SemeA
A nisum  po 22 . .  @ 1 8
Apium  (g rave l’s) #  30
Bird, Is  ............  7 #  8
C annabis Sa tiva  7@ 8
C ardam on ........  1 40@1 50
Carui po 20 . . . .  12#  15
Chenonpodium  . .  2 0 #  30
C oriandrum  ........  10# 14
Cydonium  ............  @1 00
D ipterix  O dorate # 6  75
Foeniculum  ........  @ 30
F oenugreek , p o ..  6 #  9
U n i ......................  5 #  8
Lini, grd. bbl. 5 @ 8
Lobelia ................  45#  50
P h a rla r is  C ana’n 9 #  10
R ap a  ....................  6 #  8
Sinapis A lba . . . . .  8 #  10
S inapis N ig ra  . . .  9 #  10

S piritus
F ru m en ti W . D. 2 00#2 50
F ru m en ti .............. 1 25@1 50
Ju n ip ers  Co...........1 75@3 50
Ju n ip ers  Co O T  1 65#  2 00 
Saccharum  N  E  1 90 @2 10 
Spt. Vini Galli ..1  75@6 50
Vini A lba ............ 1 25 @2 00
Vini Oporto ........ 1 25 @2 00

Sponges
E x tra  yellow sheeps’

wool carriag e  . . '  
F lo rida  sheeps’ wool

@4 00

carriag e  .......... @4 00
G rass sheeps’ wool

carriag e  ............ @1 25
H ard , s la te  u se  . . @1 00
N assau  sheeps’ wool

carriag e  .......... @4 00
Velvet e x tra  sheeps’

wool c arriag e  . . @2 75
Yellow Reef, fo r

s la te  use  .......... @1 40

Syrups
A cacia .................. @ 50
A uran ti C o rte x .. # 50
F e rr i lod .............. # 40
Ipecac .................. # 75
R hei A rom  ........ # : 50
S enega .................. @ 50
Sm ilax Offi’s  . . . '  50# 60

Scillae .................. @ 50
Scillae Co.............. # 50
T olu tan  ................ @ 50
P ru n u s  v lrg .......... @ 50
Z ing iber .............. # 50

T in c tu res  
Aloes .................... 60
Aloes & M y rrh .. 60
A nconitum  N ap ’sF 50
A nconitum  N ap ’sR 60
A rnica  .................. 50
A safoetida  . .  . 75
A trope Belladonna 60
A uran ti C ortex  .. 50
B arosm a ............ 90
Benzoin ................ 60
Benzoin Co. ., 60
C an tharides  ............ 75
Capsicum  ............ 50
C ardam on ............ 75
C ardam on Co. . 75
C assia  A cutifol . . 50
C assia  A cutifol Co 50
C asto r .................... 2 75
C atechu  ................ 50
C inchona Co.......... 60
Colum bia .............. 50
Cubebae ................. 50
D igita lis ................ 50E rg o t .................... 50
F e rr i Chlorldum 50
G entian  ................ 50
G entian  Co............ 60
G u ia c a .................... 50
G uiaca am m on . . . 60
H yoscyam us .......... 50
Iodine .................. 1 00
Iodine, colorless 1 00
K ino ...................... 50
Lobelia ................ 50
M yrrh  .................. 50
N ux V o m ic a ........ 60
Opil .................. 2 00
O pil,cam phorated 75
Opil, deodorized 2 25
Q uassia ................ 50
R h a tan y  ................ 50
R hei ...................... 50
S an g u in a ria  ........ 50
S e rp en ta ria  ........ 50
S trom onium  ............ 60
T olu tan  ................ 60
V alerian  .............. 50
V era tru m  V eride 50
Z ing iber ................ 60

Miscellaneous
A ether, S p ts  N it 

U S P  .......... 45# 50
Alum en, g rd  po 7 3 # 5
A n n a tto  ................ 40# 50
A ntim oni, po . . . . 4 # 5
A ntim oni e t pot 40# 50
A ntifeb rin  .......... # 20
A ntipyrin  ............ @ 25
A rg en ti’ N itra s  oz @ 55
A rsenicum  .......... 10# 12
Balm  Gilead buds 4 0 # 50
B ism uth , S N  ..2 10@2 20
Calcium  Chlor, Is # 8
Calcium  Chlor; %s # 9
Calcium  Chlor, Ms @ 11
C antharides, Rus. Po  @1 25
Capsici F ru c ’s a f # 20
Capsici F ru c ’s po # 25
C arm ine, No. 40 @3 50
C arphyllus .......... 25# 30
C assia  F ru c tu s  . . # 35
C ataceum  ............ # 35
C en tra ria  ............. # 10
C era A lba .......... 50# 55
C era F lav a  . . . . 35@ 42
Crocus .............. 1 0 # 15
Chloroform  ........ 34@ 44
Chloral H yd C rss 1 25@1 45
Chloro’m  Squibbs # 90
C hondrus ............ 20# 25
Cocaine ............  3 75@4 00
Corks list, less 70% 
C reosotum  .......... # 45
C re ta  . . . .  bbl. 75 # 2
C reta , p rep ........... 6 # 8
C re ta , precip. . . 7 # 10
C reta , R u b ra  . . . # 10
C udbear .............. # 20
Cupri Sulph........... i% # 10
D ex trine  .............. 7 # 10
E m ery, all Nos. . . 6 # 8
E m ery, po. . . . 5@ 6
E rgo ta , po 1 80 1 40@1 50
E th e r  Sulph. ----- 27 @ 40
F lake  W h ite  . . . . 12# 15
Galla .................... # 30
G am bler ................ 3@ »
G elatin , F rench 35# 45
G lassw are, full cs. #80%
L ess than , box 70%-10%
Glue, brow n ........ 11# 13
Glue, w h ite  ........ 15# 25
G lycerina .............. 22# 30
G rana  P a rad is i . . # 26
H um ulus ............ 50 # 80
H y d ra rg  A m m o’l m 50
H y d ra rg  C h ..M ts @1 30
H y d ra rg  Ch Cor #1 25
H y d ra rg  Ox R u’m @1 40
H y d ra rg  U ngue’m 60# 76
H y d ra rg y ru m  . . . @ 88
Ichthyobolla, Am. 90@1 00
Indigo .................. 85# i 00
Iodine. R esubi ..3  75®4 00
Iodoform  .............. 4 50#5 00
L iquor A rsen  e t 

H y d ra rg  lod. . . # 25
L iq  P o ta s s  A rs ln it 10# 15

Lupulin ..............  @2 75
Lycopodium  . . . .  60#  70
M acis ....................  80 #  90
M agnesia, Sulph. bbl. @ 1% 
M agnesia, Sulph. 3 #  5
M annia S. F . . . . .  @ 85
M enthol ..............  8 00@8 50
M orphia, SP& W  4 80@6 05 
M orphia, SNYQ 4 80# 5 05
M orphia, M a i -----4 80@5 05
M oschus C anton #  40 
M yrlstica No. 1 25 #  40
N ux V om ica po 15 @ 10
Os Sepia ..............  25#  30
P epsin  Saac, H  &

P  D Co ............  # 1  00
P icis Liq N  N  %

gal. doz....................  @2 00
P icis Liq q t s ___  @1 20
P icis L iq p in ts ..  @ 65
Pil H y d ra rg  po 80 @
P ip er A lba po 35 @ 30
P iper N ig ra  po 22 @ 18
P ix  B urgum  ___  10#  12
Plum bi A cet . . . .  15#  18
P ulv is  Ip ’cu t Opil 2 25@2 50 
P y ren th ru m , bxs. H  

& P. D. Co. doz. #  75 
P y ren th ru m , p v . .  20 #  30
Q uasslae ............  10#  15
Q uina, N. T .......... 21%@31%
Quina, S. Ger. . ,21%@31% 
Quina, S P & W  21%@31% 
R ubia T incto rum  12#  14

S accharum  L a ’s 20# 30
Salacin ................... 4 50#4 75
Sanguis D rac ’a . . 40# 60
Sapo. G ................ @ 15
Sapo, M .............. 10# 12
Sapo, W .............. 15# 18
Seidlitz M ixture 2 0 # 25
Sinapis ................ 20# 25
Sinapis, op t........... # 30
Snuff, M accaboy,

De Voes ............ 54
Snuff, S’h  DeVo’s # 54
Soda, B oras ........ 6%@ 19
Soda, B oras, po . • 5 % # 19
Soda e t P o t 's  T a r t  25 @ 3«
Soda, C arb  ........ 1%@ 3
Soda, B i-C arb  . . 1%@ 5
Soda, A sh .......... 1%@ 4
Soda, Sulphas . . . . 1%@ 4
Spts. Cologne . . . @3 •0
Spts. E th e r  Co.. . 50# 55
Spts. M yrcia . . . . 2 00@2 25
Spts. Vini R ect bl1 # 22
Spts. Vl’l R ec t % bbl #
Spts. V l’i R ’t  10 Si @
Spts. Vi’i R ect 5 gl @
S trychn ia  C rys’l 1 00#1 30
Sulphur, Roll . . . • 2%@ 5
Sulphur, Subl. . . 2%@ 6
T am arinds  .......... 8 # 10
T ereben th  V enice 40# 50
T hebrrom iae ____ 55@ 60
V anilla  E x t........... 1 00@1 50
Zinci Sulph . . . . 7 # 10

Oils
bbl. gal.

L ard , e x tra  . . . .  85#1 00
L ard , No. 1 ..........  75 #  90
Linseed p u re  raw

74 ....................  7 8#  81
U nseed , boiled 75 7 9#  82 
N eat’s-foo t w s t r  80#  85 
T urpen tine, bbls. @50%
T urpen tine, less . .5 5 #  60 
W hale, w in te r . .  70 #  76

Paints
bbl. L..

G reen, P a ris  . . . ,1 4 % #  21 
G reen. P en in su la r 13#  16
Lead, red  ............  7%@ 10
Lead, w hite  . . . .  7%@, 10 
Ochre, yel B er 1 2 #  5
P u tty , com m ’l 2% 2%@ 5
Red V enetian , bbl 1

&  1%  ..... 2#  5
S haker P rep ’d ..1  50@1 65 
Verm illion; E ng. 90@1 00
Verm illion P rim e

A m erican ........  13# l i
W h itn g  G ilders’ 1 #  5
W h it’g  P a r is  A m ’r  @ 1% 
W h it’g  P a r is  Eng.

cliff ................. @ 1%
W hiting , w h ite  S’n  @

Our Home—Corner Oakes and Commerce

W e so lic it y o u r  o rd ers  fo r

Soda Fountain Supplies Crushed Fruits, Syrups, Etc.
Also Tables, Chairs, Stools, Holders, Spoons, Glasses 

and Utensils. Our stock is complete.
R e sp e c tfu lly ,

G ra n d  R ap id s. HAZELTINE & PERKINS DRUG CO.

Pour Kinds of 
Coupon Books

Are m anufactu red  by us and  all sold on the 

sam e basis, irrespec tive  of size, shape  or 

denom ination . F ree  sam ples on app lica 

tion.

TRADESMAN COMPANY, Grand R apids, M ich.
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six  hours of m a ilin g , 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

ADVANCED DECLINED
Corn Syrups Rolled Oats

Beans
W heat
Oats
Hay
Cheese

Index to Markets
By Columns

Col
A

A m m onia ..........................  }
Axle G rease ....................  1

B
B aked B eans ..................  }
B ath  B rick  ......................  *
B reak fas t Food ..............  £

B rushes ..............................  «
B u tte r  Color ....................  1

C
Candles .............................. - 1
C anned Goods ..............
Carbon Oils ....................  £
C atsup  ................................  £
Cheese ................................  Z
C hew ing Gum ................  2
Chicory ..............................  „
Chocolate ..........................  2
Cider. Sw eet ....................  5
C lothes L ines ................  |
Cocoa ..................................  o
Cocoanut ..........................  2
Coffee ..................................  ?
Confections ...................... 7
C racked W h ea t •••••■ ; *
C rackers ..................  <• 6< °
C ream  T a r ta r  ................  ®

D
Dried F ru its  ..................  6

F
F arinaceous Goods . . . .  6
F ish ing  T ackle ............... ®
Flavoring  E x tra c ts  ----- ‘
Flour and  Feed ...........  <
F ru it J a r s  .......................  *

G
G elatine ..............................  2
G rain  B ags ......................  •

H
H erbs .......... • ...................  I
H ides and  P e l t s ............. 8
Horse R ad ish  .................. *

J
Jelly ....................................  |
Jelly  G lasses ..................  8

M
Mapleine ............................  |
Mince M eats ....................  8
M olasses ............................  8
M ustard  ............................  8

N
N u ts  ................ ■................. *

O
Olives ........................     S

P
Pickles ................................  3
P ipes ..................................  S
P laying C ards ................. t
Potash  ................................. 8
Provisions ........................  S

R
Rice ...............................   9
Rolled O ats ....................  9

8
Salad D ressing  ................  9
S a le ra tu s  ..........................  9
Sal Soda ............................  9
S alt ......................................  9
S alt F ish  ............................  9
Seeds ................................  10
Shoe B lacking ..............  9
Snuff ................................  9
Soap .......................................14
Soda ....................................  10
Spices .............   10
S tarch  ...................    10
Syrups ................................  10

T
T able Sauces ................  10
T ea  ......................................  10
Tobasco ..............  11, 12, 13
T w ine  ................................  13

V
V inegar ............................  13

W
W tcklng  ............................  13
W oodenw are ....................  13
W rap p in g  P ap e r ..........  14

Y
T e a s t C ake .......................14

AMMONIA
Do«

12 oz. ovals 2 doz. box 75
A X LE GREASE 

F ra s e r ’s
lib . wood boxes, 4 doz. S on 
l ib . t in  boxes, 3 doz. 2 35 
3%lb. tin  boxes, 2 doz. 4 25 
10Tb. palls, p e r d oz ...S  00 
181b. palls, p e r doz. . .7  20 
25Tb. palls, p e r  doz. ..12 00 

BAKED BEANS 
No. 1, p e r doz. ...4 5 ®  90 
No. 2, p e r doz. . . . ,75@1 40 
No. 3, p e r  doz. . .  ,85@1 75

BATH BRICK 
E nglish  ............................. 95

BREA K FA ST FOODS
Apetlzo, B iscu its  .........3 00
B ear Food, P e ttijo h n s  1 95 
C racked W hea t, 24-2 2 50 
C ream  of W heat, 36-2 4 50 
E gg-O -See W h ea t . . . . 2  75 
E gg-O -See Corn

F lakes  ......................  2 75
P o s ts  T oasties, T.

No. 2 ............................. 2 80
P o s ts  T oasties, T.

No. S ..........................  2 SO
Farinose, 24-2 ............  2 70
G rape N u ts  ................... 2 70
G rape S u g a r F lak es  . .2  50 
S ugar Corn f la k e s  . .  2 50 
H ard y  W h ea t Food . .  2 25 
P o stm a’s D utch  Cook. 2 75
H olland R u s k ............... 3 20
Saxon W h ea t Food . .  3 00 
K rlnk le  Corn F lak e  . .2  00 
M alt B reak fas t Food 4 50
M aple f la k e s  ...............2 70
M aple Corn f la k e s  . .2  80 
Minn. W h ea t C ereal 3 75
A lgraln Food ................. 4 25
R alston  W h ea t Food 4 50 
Saxon W h ea t Food ..3  00 
Shred  W h ea t B iscu it 3 60
T riscu lt, 18 ................... 1 80
P lllsbury’s  B est C er’l 4 25 
l o s t  T avern  Special . .2  80 
V oigt’s  C ream  F lakes  4 50 
Q uaker Puffed R ice ..4  25 
Q uaker Puffed  W h ea t 2 85 
Q uaker B rk fs t B iscu it 1 90 
Q uaker Corn F lakes  . .  1 90 
V ictor C om  F lakes  . .  2 20 
W ash ing ton  C risps . .  .2 80
W h ea t H e a r ts  ...............1 90
W h ea ten a  ....................  4 50
Z est ................................. 4 00
B vapor’d  S u g ar Corn 90

BROOMS
P a rlo r ............................  3 00
Jew el ..............................  3 70
W inner ..........................  4 25
W h ittie r Special ........  4 55
P a rlo r  Gem ................  3 75
Common W hisk  ..........  1 10
F ancy  W hisk  ..............  1 50
W arehouse ....................  4 50

BRU SHES
Scrub

Solid B ack, 8 in ............. 75
Solid B ack, 11 in ........... 95
P oin ted  E nds ................. 85

Stove
No. 3 ............................... 90
No. 2 ................................1 25
No. 1 ................................1 75

Shoe
No. 8 ................................1 00
No. 7 ...............................1 30
No. 4 ................................1 70
No. 3 ...............................1 90

BU TTER COLOR 
Dandelion, 25c size ..2  00 

CANDLES
Paraffine, 6s ..............  10
Paraffine, 12s ..............  10
W icking ........................  20

CANNED GOODS 
Apples

3Tb. S tan d ard s  . . .  @ 90
Gallon ................... 2 60@2 85

B lackberries
2 lb . ......................1 50@1 90
S tan d ard s  gallons @5 00 

Beans
Baked ................... 85@1 30
Red K idney ..........  85® 95
S trin g  ..................  70® 1 15
W ax  ......................  75@1 25

B lueberries
S tan d ard  ....................  1 30
Gallon ............................  6 75

Clam s
L ittle  Neck, lib . @1 00 
L ittle  Neck, 21b. @1 50

Clam  Bouillon 
B u rn h am ’s, f t  p t. . . . . 2  25
B u rn h am ’s, p ts ...............3 75
B urnham ’s q ts ................ 7 50

Com
F a ir  ......................  75@ 90
Good ....................  1 00@1 10
F ancy  ..................  @1 30

French  Peas 
M onbadon (N a tu ra l)

per doz.......... ............. 2 45
G ooseberries

No. 2, F a ir  ................  l  50
No. 2, F an cy  ........... 2 35

Hominy
Standand ........................... 85

L obster
f t  lb, ................................. 2 50
1 lb ......................................... 4 25
Picnic  T ails ..................... 2 75

M ackerel
M ustard , l ib .......................1 80
M ustard , 21b.......................2 80
Soused, l% Ib ...................... i  go
¡aroused, 2id. ................... 2 7b
Tom ato, l ib ........................1 50
Tom ato , 21b........................ 2 SO

M ushroom s
H otels ................... @ 15
B uttons, %s . . . .  @i 14
B uttons, Is  ......... @ 25

O ysters
Cove, l i b ................ 90®
Cove, 21b.................1 60®

Plum s
P lum s .........   90® 1 35

P ea rs  In Syrup 
No. 3 cans, p e r  doz. . .1  50 

Peas
M arrow fa t ........... @1 25
E a rly  J u n e  ......... ®1 25
E a rly  J u n e  s ifted  1 45® 1 65 

Peaches
Pie  ........................  90® 1 25
No. 10 size can  pie @3 25

P ineapple
G ra ted  .................. 1 76® 2 10
Sliced ..................... 90® 2 60

Pum pkin
F a i r  ........................... 80
Good ........................... 90
F an cy  ....................... i  00
Gallon ....................... 2 15

R aspberries
S ta n d a rd  ............  ®

Salm on
W arren s, l  lb. T all . . . . 2  30 
W arren s, 1 lb . F la t  . . . . 2  40
Red A laska  .........1 85@1 95
P in k  A laska  . . . . 1  40@1 60 

Sardines
D om estic, f t*  ............... 3 00
D om estic, f t  M uz. . 
D om estic, f t  Mus.
F rench , % s ................  7(
F rench , % s .................18(

Shrim ps
D unbar, 1st, doz................ 1 20
D unbar, l% s , doz..............2 25

Succotash
F a i r  ...........................  90
Good ........................... 1 20
fa n c y  .................. 1 25® 1 40

S traw b erries
S tan d a rd  ................. 95
F hncy  1....................... 2 25

Tom atoes *
Good .......................... 1 30
Ffancy ....................... 1 50
No. 10 ...................... 4 50

CARBON OILS 
Barrels

P erfec tion  ............. @11
Gas M achie ......... @24%
D. S. Gasoline . . .  @17
Deodor’d  N ap ’a  @14%
Cylinder ............  29 @34%
E ng ine  ..............  16 @22
B lack, w in te r . .  8 @10

CATSUP
Snider’s  p in ts  ............... 2 35
Binder’s  % p in ts  .........1 35

CHEESE
Acm e ..................
B loom ingdale . . .
C arson C ity  ........
H opk ins ..............
R iverside  ............
W arn e r  ..............
B rick  ..................
Leiden ..................
L im burge r ..........
P ineapp le  ........  4i
Sap Sago ............
Swiss, dom estic

@16%
@15%
@15%
@/5%
@15%
@17
@16%
@15
@18
@60
@22
@13

CH EW IN G  GUM
A dam s P epsin  ............... 65
A m erican  F lag  Spruce 66
B eam an 's  P epsin  ......... 65
B e s t  P epsin  ...........    55
B lack Ja c k  ....................  65
L a rg e s t Gum (w hite ) 55
O. K. P epsin  ................  65
R ed R obin ......................  55
Sen Sen ........................... 65
Sen Sen B rea th  P ert. 1 00
S p earm in t ...................... 55
Spearm int, ja r s  6 bxs 2 75
Y ucatan  ........................... 55
Zeno ..................................  55

CHICORY
B ulk  ................................... 5
R ed ..................................... 7
E ag le  ................................. 5
F ran c k ’s  ........................... 7
S chener’s  ......................... 6
Red S tan d a rd s  .............. 1 60
W h ite  ...............................l  60

CHOCOLATE 
W alte r  B ak er f t  Co.

G erm an’s  Sw eet ........... 22
P rem ium  ........................  30
C aracas  ............................... 28

W a lte r  M. Low ney Co.
P rem ium , %s ............... 29
Prem ium , % s ................  29

C ID ER , SW E E T  
“M organ’s ”

R egu lar b a rre l 50 gal 10 00 
T rad e  barre l, 28 ga ls  5 50 
f t  T rad e  b arre l, 14 gal 3 50
Boiled, p e r g a l...............  60
H ard , p e r ga l................... 25

C LO TH E S LIN E
p er doz.

No. 40 T w isted  C otton 95 
No. 50 T w isted  C otton 1 30 
No. 60 T w isted  C otton 1 70 
No. 80 T w isted  C otton  2 00 
No. 60 B raided  C otton 1 00 
No. 60 B raided  C otton  1 25 
No. 60 B raided  C otton 1 85 
No. 80 B raided  C otton 2 25
No. 50 Sash  Cord ........ 1 75
No. 60 Sash  C o r d .......... 2 00
No. 60 J u te  ..................... 80
No. 72 J u te  .................... 1 00
No. 60 Sisal ..................... 85

G alvanized W ire 
No. 20, each  lOOft. long 1 90 
No. 19, each  100ft. long 2 10 

COCOA
B ak er’s  ............................  36
C leveland ........................  41
Colonial, %s ..................  35
Colonial, % s ..................  33
E pps ................................... 42
H uyler ..................   36
Low ney, % s ................... 32
Low ney, %s ................... 32
Low ney, % s ................... 30
Low ney, 5 !b. cans  . .  30
Van H outen , %s ......... 12
V an H outen , %s ......... 20
V an H outen , % s ......... 40
V an H outen , Is  ........... 72
W ebb ................................. S3
W ilber, % s ......................  13
W ilber, % s ....................... 32

COCOANUT 
D unham ’s p e r lb.

%s, 6Tb. case  ..............  30
%s, 5Tb. case  ............  29
%8, 15Tb. case  ........... 29
%s, 15Tb. case  ..........  28
Is, 151b. case  ............. 27
%s f t %s, 151b. case  28
Scalloped Gems ........  10
%s & % s p a l l s ........... 15
Bulk, p a ils  ................  14
B ulk, Darrels ...............12

C O FFE ES, ROASTED 
Rio

Common ....................... 19
F a ir  ............................... 13%
Choice ..........................  20
F an cy  ........................... 21
P eaberry  .......... ............ 23

Santos
Common ......................  20
F a ir  ................................. 20%
Choice ........................... 21
F an cy  .......... ................ 23
P eaberry  ......................  23

M aracaibo
F a ir  ................................  24
Choice ........................... 25

Mexican
Choice ........................... 25
F an cy  ........................... 26

G uatem ala
F a ir  ................................  25
F ancy  ............................. 28

Jav a
P r iv a te  G row th ,.26@30
M andling .....................31@35
Aukola ......................... 30@32

Mooha
S hort B ean .................25@27
Long B ean ...................24@25
H. L. O. G...................26 @28

Bogota
F a ir  ............................... 24
F ancy  ............................. 26
e x ch a n g e  M arket, S teady
Spot M arket, S trong  

P ackage
New Y ork B asis

A rbuckle ......................  23 25
Lion ..............................  23 00

M cLaughlin’s  XXXX 
M cL aughlin 's XX X X  sold 

to  re ta ile rs  only. M ail all
o rders  d irec t to  W . F.
M cL aughlin f t  Co., C hica
go.

E x tra c t
H olland, % g ro  boxes 95
Felix, f t  g ross ............ 1 15
H u m m e rs  foil, f t  gro . 85
H um m el’s  tin , f t  gro. 1 43

CONFECTIONS 
S tick  Candy Pails

S tan d ard  ................  8%
S tandard  H  H  .......... * 8%
S tan d ard  T w ist ..........  9
_ . Cases
Jum bo, 32 lb ..............  9
E x tra  H  H  .....................n
Boston C ream  ...............14
Big stick , 30 lb. case 9 

Mixed Candy
G rocers ........................  7
X L  O ............................  714
Special .............................. 10
Conserve ............... . . . '  #14
Royal ..............................* g
Ribbon .............................. 14
Broken ................................0*/
C ut Loaf  .............. y ii
L eader .......................... _' ga?
K indergarten  ............. . ’ 11
F rench  C ream  ..........  10
H and M ade Cream b ..17 
Prem io C ream  m ixed 14 
P a ris  C ream  Bon Bons 11

Fancy—in Palls
Gypsy H e a r ts  .................15
Coco Bon Bons .............14
Fudge Squares ...............14
P e a n u t Squares .............17
Sugared  P ean u ts  ...........13
Salted  P e an u ts  ...............12
S ta rlig h t K is s e s ............ 13
Lozenges, p la in  ............ l i
Cham pion Chocolate ..12 
Eclipse Chocolates . . . .  15
E u rek a  Chocolates ___ 16
Cham pion Gum D rops l#
A nise Squares ............... n
Lem on Sours ...................l i
Im perials ...........................12
Ita l. C ream  Bon Bons 13
Golden W affles .............14
Red Rose Gum Drops 1#
A uto  K i s s e s .....................14
ColTy Toffy .....................14
M olasses M int K isses 12

Fancy—In 61b. Boxes 
Old Fashioned M olas

ses  K isses 101b. bx. 1 30
O range Jellies  ..........  60
Lem on Sours ............  65
Old F ashioned H ore-

hound d r o p s ............  65
P epperm in t D rops . .  70 
C ham pion Choc D rops 65 
H . M. Choc. D rops ..1  10 
H . M. Choc, L t. and

D ark , No. 1 2 .......... 1 10
B itte r  Sweets, a s ’td  1 25 
B rillian t Gums, Crys. 60 
A. A. Licorice D rops 1 00 
Lozenges, p rin ted  . . .  65
Lozenges, p lain ___  60
Im perials  ....................  65
M o tto e s ...................   65
C ream  B ar ..................  60
G. M. P e a n u t B ar . .  60
H and  M ade Crm s 80 @90
C ream  W afers  ..........  65
S tr in g  Rock ................  70
W in terg reen  B erries  60 

Pop Corn
C racker J a c k  ............ 3 25
Giggles, 5c pkg. cs. 3 50
F an  Corn, 60's .......... 1 65
A zulikit 100s .............. 3 25
Oh My 100s ................ 3 50

Cough Drops
P u tn am  M enthal ___1 00
S m ith  B ros....................1 25

NUTS—W hole 
A lmonds, T arrag o n a  18 
Almonds, D rake . . . .  15 
Almonds, C alifornia

soft s h e l l ......................
B razils ....................  @13
F ilb erts  ................... 12 @13
Cal. No. 1 ................
W alnu ts, s f t  shell @17 
W alnuts, M arbot . .  @15
Table n u ts , fancy @13 
Pecans, m edium  . . . .  13 
Pecans, ex. la rge  . . .  14
Pecans, jum bos . . . .  16 
H ickory  N uts, p e r bu.

Ohio, new  ................ 2 00
Cocoanuts ....................
C hestnu ts, N ew  York

S ta te , pe r bu............
Shelled

Spanish P ean u ts  6%@ 7 
P ecan  H alves . . .  @68
W alnu t H alves . .  @33
F ilbert M eats ........  @30
A licante  A lmonds @40 
Jo rdan  Alm onds . .  @47 

P ean u ts
F ancy  H  P  Suns 6@ 6%

R oasted  ................  7@ 7%
Choice, raw , H. P. Ju m 

bo..............................  @ 7
CRACKED W H EA T

Bulk ..............................  3%
24 21b, pkgs....................  2 50

CRACKERS
N ational B iscuit Com pany 

B rands 
B u tte r

N. B. C. Sq. bbl. 7 bx. 6% 
Seym our, Rd. bbl. 7 bx. 6% 

Soda
N. B. C. boxes .................6%
P rem ium  ..........................  7%
Select ................................  8%
S ara to g a  F lakes .......... 13
Z ephyre tte  ......................13

O yster
N. B. C. P icnic boxes 6%
Gem, boxes ....................  6%
Shell ................................  g

Sw eet Goods
A nim als ........................... jg
A tlan tics  ......................... j j
A tlan tic , A ssorted  ...*. 12 
A vena F ru it  C akes ...12  
Bonnie Doon Chokies 10
Bonnie L assie s  ........... 10
Bonnie S ho rtb read  ...20
B rittle  ......................... . f i
B rittle  F in g e rs  . . ! ! ! "  *10
Bum ble Bee .................* * jq
C artw heels A sso rted  . .  g%
Chocolate D r o p s ......... 17
Chocolate D rp C en ters  16 
Choc. H oney F in g ers  16 
Circle H oney Cookies 12 
C racknels . . . . . .  1*
Cocoanut T affy B a r ' ' ’ 12 
Cocoanut D rops . . . . ” 12
Cocoanut M acaroons ! ! is  
Cocoanut H on. F in g ers  12 
Cocoanut H on. Ju m b ’s  12
Coffee C a k e s ........  1,
Coffee Cakes, Iced* !!! 12
C rum pets ....................  iS
D iana M arshm allow

Oakes ........... 1«
D inner B iscu it ".'.‘. ‘. ’. " 2 5  
Dixie S ugar C o o k ie s '!!  9 
Dom estic Cakes . . .  »14
E ventide F ih g ers  . ! ! ! i e *  
Fam ily  Cookies . . .  S u  
F ig  Cake A ssorted  1 2 ™ 
F ig  N ew tons . . . .  "19
Florabel C akes . . . . ! ! " t l u  
f lu te d  C ocoanut B a r  . ‘in ’* 
F rosted  C ream s . . .  014
F rosted  G inger Cooki(T 8% 
F ru it Lunch, Iced . . .  10*  
Gala S ugar Cakes . . .  six
G inger Gem s ............  '014
G inger Gems, Iced ! "  oi? 
G raham  C rackers  . . . . .  g *  
G inger Snaps F am iiy  . .  8% 
G inger Snaps N B C  ™

Round ............ . . . . .  ! . g
Ginger Snaps N. B* C "

Square  ..............  ' ' 014
H ippodrom e B ar '......... kj
H oney Cake, N. B. ’¿  *12 
H oney F in g ers  A s . 'I c e  12 
H oney Jum bles, Iced 12
H oney Jum bles, P la in . 12
H oney F lake  . . . . . .  12%
Household cook ies . ! ! !  8 
Household Cookies, iced  9
Im perial ................... 014
Jonnie  ................   2 7?
Jubilee  M ixed .! .!! !! '1 0
K ream  K lips ............. ."‘25
L eap Y ear Jum bles  . ! i s  
Lem on B iscuit Square  8%
Lemon T hins ..........  ig ’*
Lem on W afers  ........ !! *16
Lem ona ............... ’ " su .
Mace Cakes ___! ! .......... 014
M andalay ................  in ’*
M ary A nn .........! ! ! ! ' "  8%
M arshm allow  Coffee 79 

Cake . . . . . . . . . . .  12%
M arshm allow  W aln u ts  *16%
M edley P re tze ls  ............. 10
M olasses C akes ___  «%
M olasses Cakes, Iced 9% 
M olasses F ru it  Cookies

Iced ......................... u
M olasses S andw ich"!!!! 12
M ottled S quare  ............. 10
O atm eal C rackers . . . .  8
O range Gem s ................  8%
O range Sponge L ay er

Cakes ............................. jg
Penny  A ssorted  . . . . ! !  8%
P ean u t Gems ..........  9
Picnic M ixed ............... !ll%
Pineapple W afers  ......... 16
Pretzels, H and  M ade . .  9 
P retze le tte s , H an d  Md. 9 
P retze le tte s , Mac. Md. 8
Raisin Cookies ...............10
R aisin Gems ................. u
R aspberry  C akes ........ 12
Revere, A ssorted  .........14
R ittenhouse  F ru it

B iscuit ....................     12
Rosy D aw n M ixed ..*.".’.10
Royal L unch ................... 8
Royal T o as t ................... 8
Rube ..................................... gi/
S ho rtb read  Squares ..20 
Spiced C u rran t C akes 10 
Spiced G inger C akes . .  9 
Spiced G inger Cks led  10
Sugar F in g e rs  .............. 12
Sugar Cakes ................... 8%
Sugar Crim p ................... 8%
S ugar Squares, la rge

or sm all ....................... 9
S u ltana  F ru it  B iscu it 16 
Sunnyside Jum bles  ....10
Superba ............................. 8%
Sponge L ady  F in g e rs  25
T rium ph C ak e s ...............16
V anilla W afers  .............18
W afer Jum bles cans  ..18  
W averly .......................... 10

In -e r  Seal Goods 
. per  doz.

A lbert B i s c u i t .................1 00
A nim als .............................1 00
A rrow root B iscu it . . . . 1  00
B aronet B iscu it .............1 00
B rem m er’s  B u tte r

W afers  ...........................1 00
Cam eo B iscu it . . . . . . . .  1 50
Cheese Sandw ich ........ 1 00
Chocolate W afe rs  .........1 00-
C ocoanut D a in tie s  . . . .  1 00
D inner B iscu its  ...........1 50
F a u s t O yster ................ 1 00
F ig  N ew ton ...................1 00
Five O’clock T ea  . . . . 1  00
FYotana .............................1 00
F ru it  Cake .....................3 00
G inger Snaps, N, B. C. 1 00
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G raham  C rackers, Red

L abel . ............................ l  0o
Lem on S n a p s ..................  50
O atm eal C rackers .........1 00
Old Tim e S ugar Cook. 1 00
Oval S a lt B i s c u i t .......... l  00
O y stere ttes  ......................  50
P rem ium  Sodas .............1 00
P re tze le tte s , Hd. Md. 1 00
Royal T o as t .....................1 00
S altine  B iscu it ...............1 00
S ara to g a  F lakes  ............ l  50
Social T ea  B is c u i t .........1 00
S u ltan a  F ru it  B iscu it 1 60 
Soda C rackers  N. B. C. 1 00 
Soda C rackers Select 1 00 
8. S. B u tte r  C rackers 1 50
U needa B iscuit ..........  50
U needa J in je r  W ayfer 1 00 
U needa L unch B iscu it 50
Vanilla W afers  .............1 00
W ate r  T hin  B iscuit . .1  00 
Zu Zu G inger Snaps ..  50
Zw ieback ......................  1 00

O ther Package  Goods
B arn u m ’s  A nim als ___  50
C hocolate Tokens . . . . 2  50 
A m erican  B eau ty

G inger Snaps .............2 50
B u tte r  C rackers, NBC

fam ily  package  .........2 50
Soda C rackers, NBC 

fam ily  package  ......... 2 50
In Special T in Packages.

P e r  doz.
F estin o  ..........................  2 50
M inaret W aiters ..........  1 00
N abisco, 25c ................  2 50
Nabisco, 10c ................  1 00
C ham pagne W afe r . . .  2 50 

P e r  tin  in bulk
bO rbetto ........................  1 00
N abisco ........................  1 75
Festino  ..........................  1 50
B en t’s  W a te r  C rackers 1 40

CREAM TARTAR 
B arre ls  o r d rum s . . . .  33
Boxes ..............................  34
Square  Cans ................  36
F ancy  caddies ............... 41

DRIED FR U iT S 
Apples

E v ap o r’sd, Choice bulk 9 
Evapor’ed, F an cy  pkg. 10%

A pricots
C aliforn ia ............  14@lo

Citron
C orsican ....................... 16

C u rran ts
Im p ’d  1 lb. pk g ........... 9%
Im ported bulk ..............  9%

Peaches
M uirs—Choice, 25 lb. b 9 
M uirs—Fancy, 25 lb. b 10 
Fancy, Peeled, 25 lb. 18

Peel
Lem on, A m erican  . . . .  12% 
O range, A m erican  . . . .  12%

R aisins
C onnosiar C luster 1 lb. 17 
D essert C luster, 1 lb. 21 
Loose M uscatels 3 C r 7% 
Loose M uscatels 4 Cr 8 
L. M. Seeded 1 lb. 7%@8

California P runes 
90-100 251b. b o x e s ...®  7 
80- 90 251b. b o x e s ...® ' 7% 
70- 80 251b. b o x e s . . .®  7% 
60- 70 251b. b o x e s ...®  8 
60- 60 251b. b o x e s ...®  8% 
40- 50 251b. b o x e s ...®  9%

FARINACEOUS GOODS 
Beans

D ried  L im a ....................  7%
Med. H and  P icked . . . . 3  10 
B row n H olland ........... 8 25

F a rin a
26 1 lb. p a c k a g e s ........ 1 50
Bulk, p e r  100 lb s ...........4 00

O riginal Holland R usk 
P acked  12 rolls to  con ta iner 
8 con ta iners  (36) rolls 2 85 
6 con ta iners  (60) ro lls 4 75

Hom iny
P earl, 100 lb. sack  . . . . 2  00 

M accaroni and  Vermicelli 
D om estic, 10 lb. box . .  60
Im ported , 25 lb. box . .2  50

P earl Barley
C hester ......................... 5 00
E m pire  ........................... 5 25

P eas
Green, W isconsin, bu.
Green, ScotC i, bu. . . .  3 00 
Split, lb ..............................4%

Sago
E a s t In d ia  ..................... 6
Germ an, sacks  ..........  6
G erm an, broken pkg. . .

Tapioca
Flake, 100 lb. sacks  . .  6 
Pearl, 130 lb. sack s  . .  6
P earl, 36 pkgs...................2 25
M inute, 36 pkgs................2 76

FISH IN G  TA C K LE
% to  1 in ........................... 6
1% to  2 in ........................... 7
1% to  2 in ........................... 9
1% to  2 in ........................11
2 in .................................. . ..1 5
S in. .............................. 20

10
Cotton Lines

No. 1, 10 f e e t ..................  5
No. 2, 15 fee t ................. 7
No. 3, 15 fee t ................... 9
No. 4, 15 f e e t ...................10
No. 5, 15 fee t .................11
No. 6, 15 fee t .................12
No. 7, 15 f e e t ...................15
No. 8, 15 f e e t ...................18
No. 9, 15 fee t ................. 20

Linen Lines
Sm all ..................................  20
M edium ...................... '" ’ 26
L arge ..................................  34

Poles
Bam boo, 14 ft., per doz. 55 
Bamboo, 16 ft., p e r doz. 60 
Bamboo. 18 ft., per doz. 80

FLOUR AND FE E D  
G rand R apids G rain &

M illing Co.
W in ter W heat.

P u rity  P a te n t ...............5 50
Sea lof M innesota ___5 80
S unburst ........................  5 80
W izard  F lou r ................ 5 20
W izard  G raham  .......... 5 40
W izard  G ran. M eal . .  4 60 
W izard  B uckw heat 6 80 
Rye ................................  5 00

V alley C ity M illing Co.
Lily  W h ite  ..................  5 70
L igh t Loaf ..................  5 10
G raham  ........................  2 50
G ranena  H ealth  ..........  2 60
G ran. M eal ....................  2 10
Bolted Med......................  2 00

V oigt M illing Co.
G raham  ........................  5 10
V oigt’s C rescen t . . . .  5 80 
V oigt’s F louro ig t . . .  5 80
V oigt’s H y g ie n ic ........  5 10
V oigt’s  R oyal ..........  6 20

W atson -H igg ins  M illing Co.
P erfection  F lou r ........  5 50
Tip Top F lo u r ............  5 00
Golden S heaf F l o u r . . . . 4 80 
M arshall’s B est F lo u r 6 45

W orden G rocer Co.
Q uaker, p ap e r ...............5 20
Q uaker, c loth ...............5 30

Spring W h e a t 
Roy B ak er

Golden H orn , fam ily  ..5  50 
Golden H orn , bakers  . .5  50 
W isconsin Rye ............ 4 25

Judson  G rocer Co.
C eresota, % s ................. 6 50
C eresota, %s ................. 6 40
C eresota, %s .................6 30

Lem on & W heeler
W ingold, % s ..............  6 25
W ingold, %s .................6 15
W ingold, %s .................6 05

W orden G rocer Co.
L aurel, %s clo th  ___6 50
L aurel, % s cloth .......... 6 40
Laurel, % & %s p ap er 6 30 
L aurel, %s clo th  .......... 6 30

W ykes A Co.
Sleepy Eye, % s clo th  6 40 
Sleepy Eye, %s clo th  6 30 
Sleepy Eye, % s cloth 6 20 
Sleepy Eye, %s p ap er 6 20 
Sleepy Eye, %s p ap er 6 20

Meal
Bolted ............................. 4 40
Golden G ranu la ted  . . . 4  60

W hea t
R ed ..................................  1 00
W h ite  ............................. 99

O ats
M ichigan carlo ts  . . . .  52
L ess th a n  carlo ts  . . . .  54

Corn
C arlo ts  ................  78
L ess th a n  carlo ts  ........  80

H ay
C arlo ts ..........................  16 00
L ess th a n  carlo ts  . . .  18 00

Feed.
S tree t C ar F eed .................. 33
No. 1 Corn & O at Feed .33
C racked corn .................... 32
C oarse corn m e a l..............32

FR U IT  JA R S.
M ason, p ts . p e r  g ro . . .4  75 
M ason, s. p e r  g r o . . .5 10 
M ason, % gal. p e r gro. 7 35 
M ason, can  tops, gro, 1 40

G EL A TIN E
Cox’s, 1 doz. la rge  . . .  1 75 
Cox’s, 1 doz. sm all . . . 1  00 
K nox 's  Sparkling , doz. 1 25 
K nox’s  Sparkling , g r. 14 00
N elson’s  ......................... 1 60
K nox’s  A cidu’d. doz. .1 25
O xford ............................  75
P lym outh  Rock, Phos. 1 25 
P lym outh  Rock, P la in  90

GRAIN BAGS
B road G auge ................... i s
Amoskeag ................... 19

H ERBS
Sage ..................................  15
Hops ............ *............  15
Laurel Leaves ..............  15
Senna L eaves ..............  25

H ID ES AND PE L T S 
Hides

Green, No. 1 .................. 10%
Green, No. 2 ................  9%
Cured, No. 1 ...................12
Cured, No. 2 ..................11
Calfskin, green, No. 1 13
C alfskin, green, No. 2 11%
C alfskin, cured, No. 1 14
Calfskin, cured No. 2 12%

Pelts
Old W ool ............  @ 30
Lam bs ..................  10®  25
S hearlings ..........  10® 25

Tallow
No. 1 ........ .............  @ 5
No. 2 ......................  @ 4

Wool
U nw ashed, med. @ 20 
U nw ashed, fine @ 15

HORSE RADISH 
P e r doz........................ 90

JE L L Y
5!b. pails, per do z ...2  40 

151b. pails, p e r p a l l . . . .  60 
301b. pails, p e r pail . .1  05

JE L L Y  GLASSES 
% pt. in  bbls, p e r doz. 15 
% pt. in  bbls., p e r doz. 16 
8 oz. capped in  bbls, 

per doz.............................  18
M A PLEIN E

2 oz. bo ttles , p e r doz. 3 00

MINCE MEAT 
P e r  case  .........................2 85

M OLASSES 
New Orleans

F ancy  Open K e ttle  . .  42
Choice ............................  35
Good ................................  22
F a ir  ................................... 20

H alf ba rre ls  2c e x tra
MUSTARD

% lb. 6 lb. box ........... 16

OLIVES
Bulk, 1 gal. kegs 1 05@1 15
Bulk, 2 gal. kegs 90® 1 05
Bulk, 5 gal. kegs 90 @1 00
Stuffed, 5 oz...............  90
Stuffed, 8 oz...................... 1 35
S tuned , 1 4oz.....................2 25
P itted  (no t stuffed)

14 oz...............................2 25
M anzanilla , 8 oz ........... 90
Lunch, 10 oz..................... 1 35
Lunch, 16 oz..................... 2 25
Queen, M am m oth, 19

oz................................. 3 75
Queen, M am m oth, 28

oz............................ 5 25
Olive Chow, 2 doz. cs,

p e r doz.....................  2 25

PIC K L ES
Medium

B arre ls, 1,200 count ..6 75 
H alf bbls., 600 coun t 4 00
5 gallon kegs ................ 1 90

Small
B arre ls  ..........................  8 25
H alf b a r r e l s ..................  4 65
5 gallon kegs ..............  2 25

G herkins
B arre ls  ...........................
H alf b a rre ls  .................
5 gallon kegs ..............

Sw eet Small
B arre ls  ........................  14 50
H alf b a rre ls  ..............  8 00
5 gallon kegs ..............  3 25

P IP E S
Clay, No. 216, p e r box 1 76 
Clay, T. D., full count 60 
Cob ..................................... 90

PLAYING CARDS 
No. 90, S team boat . . . .  75
No. 15, R ival, a sso rted  1 25 
No. 20, Rover, en am ’d 1 50
No. 572, Special ........... 1 75
No. 98 Golf, sa tin  fin. 2 00
No. 808, Bicycle ...........2 00
No. 632, T o u rn ’t  w h is t 2 25

POTASH
B ab b itt’s  ......................  4 00

PROVISIONS 
B arreled Pork  

C lear B ack . .  20 00® 21 00 
Short C ut C lear 18 50@19 00
B ean  ...................17 00®17 50
B risket, C lear .............23 00
P ig  ................................  23 00
C lear F am ily  ..........  26 00

Dry S a lt M eats 
S P  Bellies .................. 13

Lard
P ure  in tie rces  ..11%@12 
Com* on» d  L a rd  9® 9% 
80 lb. tu b s  . .  .advance  %
60 tb. tu b s  . .  .ad v an ce  %
50 lb. tin s  . . .a d v a n c e  %
20 lb. pails  . .  .ad v an ce  %
10 lb. pa ils  . .  .ad v an ce  %
5 lb. pa ils  . . .a d v a n c e  1
8 lb . p a ils  . . .a d v a n c e  1

11
_  Sm oked M eats 
H am s, 12 lb. av. 15 @15% 
H am s, 14 lb. av. 14 @14% 
H am s, 16 lb. av. 14%@14% 
H am s, 18 lb. av. 14 @14% 
Skinned H am s ..15 @15% 
H am , d ried  beef

se ts  ..................  20 @20%
C alifornia H am s 10% @10% 
Picnic Boiled H am s ..  15
Boiled H am s ___ 23 @23%
M inced H am  ...11% @ 12 
Bacon ................  13% @14

Sausages
Bologna ........................  8
Liver ....................  7%@ 8
F ran k fo rt ..............  9 @ 9%
P ork  ..............................  11
Veal ................................  11
Tongue ........................... H
H eadcheese ..................  9

Beef
Boneless ......................  14 00
Rum p, new  ..............  15 00

P ig ’s Fee t
% bbls................................. 95
% bbls., 40 lbs. ............. 1 90
% bbls.............................. 3 75
1 bbl...................................  8 00

T ripe
K its, 15 tb s ........................  90
% bbls., 40 lb s ................1 60
% bbls., 80 lb s ..................3 00

C asings
H ogs, p e r  Tb..................... 35
Beef, rounds, s e t ........... 16
Beef, m iddles, s e t  . . . .  60
Sheep,per bundle ___  80

Uncolored B u tte rlne  
Solid D airy  . . . .  12 @16 
C ountry  Rolls ..12%@18

C anned M eats
Corned beef, 2 lb ............3 50
Corned beef, 1 lb ............1 85
R oast beef, 2 lb .............3 50
R oast beef, 1 lb ................1 85
P o tted  H am , %s . . . .  45 
P o tted  H am , % s . . . .  90
Deviled H am , %s . . . .  45
Deviled H am , % s . . . .  90
P o tted  Tongue, %s . .  45
P o tted  Tongue, %s . .  90

RICE
F an cy  ................... 6 @ 6%
Jap a n  S t y l e ..............5 @ 5%
B roken ..................  3%@ 4%

ROLLED OATS 
Rolled A vena, bbls. ..5  75
Steel Cut, 100 lb. sks. 3 00
M onarch, bbls..................5 50
M onarch, 90 lb. sacks  2 65
Q uaker, 18 R egu lar . .  .1 45 
Q uaker, 20 F am ily  . . . .  4 10

SALAD DRESSING
Colum bia, % p t ...........2 25
Columbia, 1 p in t ..........4 00
D urkee’s, large, 1 doz. 4 50 
D urkee’s, sm all, 2 doz 5 25 
S n ider’s, large, 1 doz. 2 35 
S n ider’s, sm all, 2 doz. 1 35

SALERATUS 
P acked  60 lbs. in  box. 

A rm  and  H am m er . . .  .3 00 
W yando tte , 100 %s, ..3  00

SAL SODA
G ranulated , bbls.............  80
G ranu lated , 100 lbs. cs. 90 
G ranu lated , 36 pkgs. . .  1 25

SALT
Common G rades

100 3 lb. sacks  .............. 2 40
60 5 tb. sack s  ..............2 25
28 10% lb. sacks ___2 10
56 lb. sacks ............... 40
28 lb. sack s .................. 20

56 lb. d a iry  in  drill bags 40 
28 lb. d a iry  in  drill bags 20

S olar Rock
56 lb. sacks  ..................  24

Common
G ranulated , F ine  ..........  95
M edium, F ine  ..............1 00

SALT FISH  
Cod

L arge, whole, . . .  @7%
Small, w hole . . . .  @7
S trip s o r bricks .7%@10%
Pollock ................  @ 4%

H alibut
S trip s  ..............................  15
C hunks ........................... 16

Holland H erring  
Y. M. wh. hoops, bbls. 11 50 
Y. M. wh. hoop, %bbl. 6 00 
Y. M. wh. hoop, kegs 65 
Y. M. wh. hoop M ilchera

Q u e en f1bbis.‘ '.'.'.’ .'.'.’ .'.'.' io 00
Queen, % bbls................ 5 25
Queen, kegs ..............  60

T ro u t
No. 1, 100 lb s ....................7 50
No. 1, 40 lb s .................... 3 25
No. 1, 10 lb s .................. 90
No. 1, 8 lbs. ................... 75

M ackerel
M ess, 100 lb s ................. 16 50
Mess, 40 lb s ........................7 00
Mess, 10 lb s ........................ 1 85
M ess, 8 lb s .......................... 1 60
No. 1, 100 lb s .................10 00
No. 1, 40 lb s ...................... 6 60
No. 1, 10 lbs. ...................1 25

W hltefiah
100 lb s ..................................9 75
50 lb s ..................................6 25
10 lbs. ............................ 1 12

8 lbs .................................  92
100 lb s ..................................4 65
40 lb s ..................................2 10
10 lb s .................................  75
8 lb s .................................  65

SEED S
A nise ..............................  14
C anary , Sm yrna ........... 5
C araw ay  ......................  10
Cardom om , M alabar 1 20
Celery ............................... 32
H em p, R ussian  .............6
M ixed B ird  ..................  5
M ustard , w h i t e .................8
Poppy ..............................  16
R ape ..................................  6%

SH O E BLACKING 
H andy  Box, la rge  3 dz 3 50
H andy  Box, sm all ___1 25
B ixby’s Royal Polish  85 
M iller’s  Crown Polish  85

SN U FF
Scotch, in b ladders . . . .  37
M accaboy, in Ja rs  ........... 35
F rench  R appie in  ja r s  ..43

SODA
Boxes ..............................  5%
K egs, E nglish  ............... 4%

SPIC ES 
W hole Spices

Allspice, Jam a ica  ........  9
Allspice, la rge  G arden 11
Cloves, Z anzibar ...........18
C assia, C anton .......... 14
C assia, 5c pkg. doz. . .  25
Ginger, A frican  ............... 9%
Ginger, Cochin................ 14%
M ace, P en an g  ...............70
M ixed, No. 1 ................... 16%
Mixed, No. 2 ................ 10
Mixed, 5c pkgs. doz. . .  45
N utm egs, 75-30 .............30
N utm egs, 105-110 .........20
Pepper, B lack ...............15
Pepper, W hite  ............... 25
Pepper, C ayenne ...........22
P ap rika , H ungarian  ..

P u re  G round In Bulk 
Allspice, Jam a ica  ....12
Cloves, Z anzibar ........... 24
C assia, C anton ............. 12
Ginger, A frican  ........... 18
M ace, P en an g  ...............75
N utm egs, 75-80 ...........35
Pepper, B lack ............... 16
Pepper, W hite  ............... 30
Pepper, C ayenne ___ 24
P aprika , H ungarian  ..45

STARCH
Corn

K ingsford, 40 lb s ..............7%
Muzzy, 20 l ib . pkgs. . .5 %
M uzzy, 40 lib . pkgs ..5  

Gloss 
K ingsford

Silver Gloss, 40 lib s . . 7% 
Silver Gloss, 16 31bs. . .  6% 
Silver Gloss, 12 6tbs. . 8% 

Muzzy
48 lib . packages ..........  5
16 31b. packages ........... 4%
12 61b. packages ..........  6*
501b. boxes ....................  3%

S Y R U P S
Cam

B arre ls  ..........................  27
H alf ba rre ls  ..............  30
Blue K aro, No. 2 ___1 66
Blue K aro, No. 2% . . . 2  01 
Blue K aro , No. 5 . . . . 1  95
Blue K aro, No. 10 ___1 86
Red K aro, No. 2 .......... 1 86
Red K aro, No. 2% . .2  26
Red K aro, No. 5 .......... 2 20
Red K aro, No. 10 . . . . 2  11 

P u re  Cane
F a ir  ................................  16
Good ..............................  20
Choice ............................  25

TA B LE SAUCES
H alford, large .............. 3 75
H alford, sm all .............. 2 25

TEA
Japan

Sundried, m edium  . .24® ¡¡6 
S*undried, choice ....30@ 33 
Sundried, fancy  . ...36@ 40 
B asket-fired  m edium  30 
B asket-fired , choice 35@37 
B asket-fired , fancy  40@43
N ibs ............................  30@32
Siftings ............  10012
F ann ings  ..................  14@15

G unpowder
Moyune, m edium  ......... 35
M oyune, choice ........... 33
M oyune, fancy  ........ 50®60
Pingsuey, m edium  . . . .  33
Pingsuey, choice ........... 35
P ingsuey, fancy  ....50@ 55 

Young Hyson
Choice ..........................  30
F ancy  ........................  40 @50

Oolong
Form osa, F an cy  . . .  .50 @60 
Form osa, m edium  . . . .  28
Form osa, choice ........... 35

English B reak fast
M edium ..........................  25
Choice ...........................30@35
F an cy  ...........................40080

India
Ceylon, choice ........... 30035
F ancy  ............................ 45 @50

TOBACCO 
Fine Cut

B lot ................................  1 45
Bugle, 16 oz....................  3 g4
Bugle, 10c ................‘ .” 11 00
D an P a tch , 8 and  16 oz 32
D an P a tch , 4 oz.......... 11 5]
D an P a tch , 2 oz............5 76
F a s t M ail, 16 oz.......... 7 80
H iaw ath a , 16 oz! . . .  . 60
H iaw ath a , 5c ............. . .5  40
M ay Flow er, 16 oz. . .  9 36 
No L im it, 8 oz. . . . . . ' . I  78 
No L im it, 16 oz. !!! . 3 65 
Ojibwa, 8 and  16 oz. 40 
Ojibwa, 10c . „
o jib w a , 5c ........ J®

g a s  a t t  4
| e f B e r i 6Ho°zney: . 5C. jg
Sterling!*’ L  a V s c ' 5 ? |

S w Ie tC uUba ;5ca ? ,S ter ¡)* t  
Sw eet Cuba. l O c '! : : ”  I I  
Sw eet Cuba, 1 it>. t i n '4 so 
Sw eet Cuba, 16 oz 4 80 
Sw eet Cuba, % n> #¿11 \  «  
Sw eet B urley  5c L A D  5 16
!w ee! B urley> 8 oz. . 2 45Sw eet Burley, 24 lb 4 90 
Sw eet M ist. % gTo 5 7? 
Sw eet Mist,’ 3 o z _ .  i f  \[  
Sw eet M ist, 8 oz. . 35
Telegram . 5c................. 5 7,
T iger, Sc . . . .  c An
Tiger, 25c cans .! !  | ' '  o 35 
H "°Je Oaniel, 1 lb. . .  60 
Uncle D aniel, 1 oz. . .  5 22

Plug
Am. N avy, 16 oz...........  33
Apple, 10 lb. b u tt  . “  as 
D rum m ond N a t Leaf, 2

® S It), • ••••« , dQ
D rum m ond N a t L eafper doz.............
B a ttle  A x ............  i f
B racer, 6 & 12 lb, 30
Big Four, 6 & 16 lb «2 
f o o t  ja c k . 2 tb  . .  : : :  i i  

Pe r doz. . .  86Bullion, 16 oz..................  4c
Climax, Golden T w ins 48
Climax, 14% oz..............  44
Climax, 7 oz............... 47
D ays’ W ork, 7 A 14tt>. 37 
Crem e de M enthe, lb. 62 
Derby, 5 lb. boxes . .  28
5 Bros., 4 lb ................... 65
F o u r Roses, 10c ___  on
Gilt Edge, 2 lb. . . . .  50

5 ° Pe’ 6 & 12 lb. 58 Gold Rope, 4 & 8 lb. 58
£• ° ’ P  ’J 2 *  24 R>. 36G ranger Tw ist, 6 lb. 46 
G, T. W  10% A 21 lb. 36 
H orse Shoe, 6 A 12 tb. 43 
H oney Dip T w ist. 5A10 45 
Jolly  T ar, 5 A 8 lb . . .  40

T., 5% A 11 lb ........  35
K entucky  N avy, 12 lb. 32 
K eystone T w ist, 6 lb. 45
K ism et, 6 lb ............... 43
M aple Dip, 20 oz. . . .  25
M erry W idow, 12 n>. 32
Nobby Spun Roll 6 A 3 58
P a rro t, 12 lb ................... 34
P a rro t, 20 lb ................... 23
P a tte rs o n ’s N a t L eaf 93 
Peachey, 6-12 A 24 lb. 40 
P icnic T w ist, 6 lb. . .  45
P ip e r H eidsick, 4 A 7 lb. 69 
P ip e r H eidsick, per doz. 96 
Polo, 3 doz., p e r doz 48
R edlcut, 1% oz............... 38
Red Lion, 6 A 12 tb. 30
Scrapple, 2 A 4 doz. 48
S herry  Cobbler, 8 oz. 82
S pear H ead, 12 oz. . .  44
S pear H ead, 14% oz. 44
Spear H ead, 7 oz. . . .  47
Sq. Deal, 7, 14 A 28 lb. 28 
S tar, 6, 12 A 24 lb. 43
S tan d ard  N avy, 7%, 15

A 30 lb ............... .. 84
Ten Penny, 6 A 12 lb. 31
Town Talk, 14 oz.......... 30
Y ankee Girl, 6, 12 A 24 32

Scrap
All Red, 5c ..................  5 76
Am. U nion Scrap  . . . .  5 40
B ag Pipe, 5c ...............5 88
C utlas, 2% oz...............  36
Globa Scrap, 2 oz. . .  30
H appy  T hought, 2 oz. 30
H oney Comb scrap , 5c 5 76 
H onest Scrap, 5c . . .  1 55 
M all Pouch, 4 doz. 5c 2 00
Old Songs. 5c ..............  5 76
Old Tim es, % gro. . . .  5 60 
P o lar B ear, 5c, % gro  5 76 
R ed B and, 5c % gro. 5 76 
R ed M an Scrap  5c 1 48
Scrapple, 5c pkgs..........  48
Sure Shot, 5c, % gro. 5 76 
Y ankee Girl Scrp 2 oz 5 76 
P an  H andle Scrp % g r  5 76 
Peachy  Scrap, 6c . . . . 1  90 
U nion W orkm an, 2% 6 00

Smoking
All Leaf, 2% A 7 oz. 30
BB, 3% oz......................... 6 00
BB, 7 oz.............................12 00
BB, 14 oz......................  24 00
B agdad, 10c tin s  .........11 52
B adger, 3 oz................  5 04
Badger, 7 oz................... 11 5}
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Special Price Current 15 16 17

12 13 14
5c 5 96
8 oz.................. 1 60
16 oz..................3 20

10c 94
6 00 

30
oz.

. 5 90 
,.10 80 
,.18 48 

60 
. .6 72 

.. 5 76 

..11 50 

.. 6 00 

. . 1 2  00 

. .  5 76 

. .  3 50 

..  5 90

10c

Ì oz. . . . .. 1 45
5c .......... 5 76
pails . . . . . 4 60
5c foil .. 5 76

16 oz pails 3 72
. .10 20

% oz. . 79
& OZ. . . . i i
6 oz. . . 73
¡3 foil . . 39
5c . . . . . .  5 76
10c . . . . . h 62

Banner.
B anner,
B anner,
Bel wood M ixture,
B ig Chief, 2%
Big Chief 16 oz..........
Bull D urham , 5c ..
Bull D urham , 10c ..
Bull D urham , 15c ..
Bull D urham , 8 oz.
Bull D urham , 16 oz.
Buck H orn, 5c . —
Buck H orn, 10c ----
B ria r Pipe. 5c ........
B ria r Pipe.. 10c . . . .
Black Swan, 5c . . . .
Black Sw an. 14 oz.
Bob W hite, 5c ........
B rotherhood. 5c ..........  5 95
Brotherhood, 10c . . . .1 1  0u 
B rotherhood, 16 oz. . .
C arnival, 5c ..............
C arnival, 3% oz............
Carnival. 16 oz..............
C igar C lip'g Johnson 
Cigar Clip'g, Seym our 
Identity , 8 & 16 o z ...
D arby C igar C uttings 
C ontinental Cubes 
Corn Cake, 14 oz.
Corn Cake,
Corn Cake,
Cream , 50c 
Cuban S tar,
Cuban S tar.
Chips, 10c 
Dills Best, 1?
Dill» Best, 3% oz 
Dills Best. 16 oz.
Dixie Kid, 1:
D uke's Mix.
D uke’s Mix,
D uke's Cameo, 1% oz
Drum . 5c ......................
P F  A 3 oz................
F F  A, 7 oz................
Fashion, 5c ..............
Fashion , 16 oz............
Five Bros., 5c ..........
Five Bros., 10c ........
Five cen t cu t P lug  .
F  O B 10c ................
F our Roses, 10c ........
Full P ress, 1% oz. .
Glad H and. 5c ........
Gold Block, 1% oz. .
Gold Block, 10c ----
Gold S tar, 16 oz. . . .
Gail & Ax Navy, 5c
Growler, 5c ................
Growler, 10c ..............
Growler, 20c ............
G iant, 5c ........................  1 “5
G iant, 16 oz....................  ““
H and M ade, 2% oz. 50
H azel N ut, 5c ..............  5 76
H oney Dew, 1% oz. . .  40
Honey Dew, 1 0 c ............ 11 88
H unting , 1% & 3% oz. 38
[ X  L, 5c ....................  6 10
I  X  L, in pails ........... 32
J u s t  Suits. 5c ..........  6 00
Ju st Suits, 10c ...........11 »8
Kiln Dried, 25c ..........  2 45
K ing B ird, 7 oz............ 25 20
King B ird, 3 oz............
K ing B ird, 1% oz. • • ■
La x urlta, 5c ............
L ittle  G iant, 1 lb. . . .
Lucky S trike, 1% oz 
Lucky S trike, 1% 0
Le Redo, 3 oz..............
Le Redo, t  k  16 oz .. .  38
M yrtle N avy, 10c -----11 80
M ytrle N avy, 5c -------5 94
M aryland Club, 5c . .  jjo
M ayflower, 5c .................»7 6
Mayflower, 10c ..........  9°
M ayflower, 20c .............1
N igger H air, 5c ...........5 94
N igger H air. 10c . . . .1 0  56
N igger H ead, 5c ...........4 96
N igger H ead, 10c . . . .  9 84
Noon H our, 5c ..........  1 44
Old Colony. 1-12 gro. 11 52
Old Mill, 5c ...................5 76
Old E nglish  C urve l% oz 96
Old Crop, 5c .................5 76
Old Crop, 25c ............  20
P. S., 8 oz., 39 lb. cs. 19 
P . S.. 3 oz. per gro. 5 70
P a t  H and, 1 oz. ----- 63
P a tte rso n  Seal, 1% oz. 48 
P a tte rso n  Seal, 3 oz. . .  96
P a tte rso n  Seal, 16 oz. 5 00

Rob Roy, 50c, doz........ 4 12
S. & M., 5c, g ross . . . .  5 76 
S. & M., 14 oz. doz. . .3 20 
Soldier Boy, 5c gross 5 95 
Soldier Boy, 10c . . . .  10 56 
Soldier Boy, 1 lb. . . . . 4  80 
Sw eet C aporal, 1 oz.
Sw eet Lotus, 5c .
Sw eet Lotus, 10c .
Sw eet Lotus, per doz. 
Sw eet Rose, 2% oz.

60
..  6 00 
..12  00 

4 85 
30

Sw eet T ip Top, 5c . .  2 00 
Sw eet Tip Top, 3% oz. 38 
Sw eet Tips, % gro 10 08
Sun Cured, 10c ...........11 75
Sum m er Tim e, 5c . . . .5  76 
S um m er Tim e, 7 oz. ..1  65 
Sum m er Tim e 14 oz. ..3  50
S tandard , 2 oz................. 5 90
S tandard , 3% oz........... 28
S tandard , 7 oz................. 1 68
Seal N. C„ 1% cut plug 70 
Seal N. C., 1% G ran 63

Mop Sticks
T ro jan  sp ring  ..............  90
E clipse p a te n t sp rin g  85
No. 1 common ..........  80
No. 2 pa t. b rush  holder 85
Ideal No. 7 ....................  85
121b. co tton mop heads 1 45

Pails
2- hoop S tandard  .2 60
3- hoop S tandard  .2 35
2- w ire Cable .2 10
C edar all red b rass  . .1 23
3- w ire Cable .2 30
P ap er E u rek a  .............. 2 25
l ib r e  ................................. 2 40

Birch,
Ideal

T oothpicks 
100 packages . .2  00 

85

41 
5 90 

. 4 95 

.11 50 
. 6 00 

43
. 5 60 
.10 70 

29 
.11 50 

96

’. 1 44 
39

.11 88 
38 

5 95 
. 4 56 
. 2 70 
. 2 63

T hree F ea th e rs .
T hree  F ea thers,
T hree  F e a th e rs  and 

Pipe com bination .
Tom & Je rry , 14 oz.
Tom & Je rry , 7 oz. .
Tom & Je rry , 3 oz. .
T rou t Line, 5c ........
T rou t Line. 10c . . .
T urk ish , P a tro l, 2-9 
Tuxedo, 1 oz. bags .
Tuxedo, 2 oz. tin s  .
Tuxedo, 4 oz. c a r t .
Tuxedo, 16 oz tin s  . .
Tw in Oaks. 10c . . .
Union Leader, 50c .
Union Leader, 25c ..
Union Leader, 10c 
Union Leader, 5c . . .
Union W orkm an, 1%
Uncle Sam , 10c ___
Uncle Sum, 8 oz.
U. S. M arine, 5c . . .
Van Bibber, 2 oz. tin 
Velvet, 5c pouch . . .
Velvet, 10c tin  ............  1 92
Velvet, 8 oz tin  .............3 84
Velvet, 16 oz. c a n .__7 68
Velvet, com bination cs 5 75
W ar P a th , 5c ..............  5 95
W ar P a th . 8 oz................1 60
W ave Line, 3 oz. . . . .  40
W ave Line. 16 oz. . .  40
W ay up, 2% oz...........5 75
W ay up, 16 oz. pails . .  31

1 oz. 63 
10c 10 20

. 2 25 

..3  60 

. 1 80 

. 8 75 

. 5 95 

.10 00 
5 76 

48
.. 96

64
. . .  64

44
. . 5 ) 6  
. .  2 55 
..11 60 
..  5 95 

5 76 
.10 80 
. .2 20 
. 6 00 

88 
. 1 44

T raps
Mouse, wood, 2 holes 
Mouse, wood, 4 holes 
M ouse, wood. 6 holes
Mouse, tin , 5 h o le s ___
R at, wood ....................
R at, sp ring  ................ ..

W ild F ru it, 5c ........... 5 76
W ild F ru it, 10c ____.11 52
Yum Yum, 5c ........ . 6 00
Yum Yum, 10c ........ .11 52
Yum Yum, lib .,  doz. 4 80

TW INE
Cotton, 3 ply .............. . .21
Cotton, 4 ply ............ . .21
Ju te , 2 ply ................ ..14
H em p, 6 ply ............ ..13
Flax, m edium  ............ . .24
Wool, 1 tb. bales . . . . .  6

VINEGAR

T ubs
20-in. S tandard , No. 1 7 50
18-in. S tandard , No. 2 6 50
16-in. S tandard , No 3 5 50
20-in. Cable, No. 1 . .8 00
18-in. Cable, No. 2 .7 00
16-in. Cable. No. 3 . .6 00
No. 1 F ib re  ..........
No. 2 F ib re  ............ •. 9 25
No. 3 F ib re  .............. .8 25

W ashboards
Bronze Globe ........ .2 50
Dewey ........................
Double Acme .......... .3 75
Single Acme .......... .3 15
Double P ee rle ss  . . . .3 75
Single P eerless . . . . .3 25
N orthern  Queen . . . .3 25
Double D uplex . . . . .3 00
Good Luck .............. .2 75
U niversal .................. 3 00

W indow C leaners
12 in ............................... .1 65
14 in ............................... .1 85
16 in. .......................... .2 30

Wood Bowls
13 in. B u tte r .......... .1 50
15 in. B u tte r  ........ .2 00
17 in. B u tte r  .......... .3 75
19 in. B u tte r  ........ . .6 00
A ssorted. 13-15-17 , .3 00
A ssorted, 15-17-19 , .4 25

.11

28
94
96

10 80

W hite  W ine, 40 g ra in  8% 
W hite  W ine, 80 g ra in  11% 
W hite  W ine. 100 g ra in  13
O akland V inegar & Pickle 

Co.’s B rands. 
H ighland apple c ider ..18 
O akland apple c ider ..14
S ta te  Seal su g a r  ......... 12
O akland w hite  pickling 10 

Packages free.
WICKING

No. 0, p e r gross ............30
No. 1, per g ross ............40
No. 2, p e r g ross ............50
No. 3, per gross ............75

WOODENWARE
Baskets

B ushels ..........................  1 00
B ushels, wide band  . .  1 15
M arket ............................  *2
Splint, la rg e  ................  3 50
Splint, m edium  ..........  3 00
Splint, sm all ..............  2 75
Willow, C lothes, la rg e  8 25 
W illow, C lothes, sm all 6 25 
W illow, C lothes, m e’m  7 25

Sunlight, 3 doz...............1 00
Sunlight, 1% doz. . . . .  50
Y east Foam , 3 doz. ..1  16 
Y east C ream , 3 doz. . .1  00 
Y east Foam , 1% doz. 58

A X LE GREASE

Worden Grocer Co. Brand 
Ben*Hur

P erfec tion  ...........................85
Perfec tion  E x tra s  ...........35
Londres .................................35
L ondres G rand ...................35
S tan d a rd  ...............................35
P u ritan o s  .............................35
P ana te llas , F in a s  .............35
P ana te llas , Bock ...............35
Jockey  Club .........................35

COCOANUT
B aker’s  B razjl Shredded

W RAPPING PAPER
Common S traw  ..........  2
F ibre  M anila, w h ite  . .  3 
F ib re  M anila, colored 4
No. 1 M anila ................ 4
C ream  M anila ..............  3
B u tchers’ M anila ........  2%
W ax B u tte r, sh o rt c 'n t  13 
W ax B u tte r, full count 20 
W ax B u tte r, rolls ......... 19

YEAST CAKE 
M agic, 3 doz..................... 1 15

P eerless 
Peerless, 
Peerless, 
Peerless, 
Peerless, 
P laza, 2 
Plow  Boy, 
Plow  Boy,

5c
10c ..............  1 92
3 oz. ...........10 20
7 oz................ 23 76
14 oz................47 52
gro. cs.............. 5 76

5c ...............5 76
10c .......... H  00

Tip Top, Blend, lib .
Royal Blend ............
Royal H igh Grade . 
Superior Blend . . . .
Boston Combination . _ 

Distributed by Judson 
Grocer Co., Grand Rapids; 
Lee & Cady, Detroit; Sy
mons Bros, ft Co., Sagi
naw; Brown, Davis s  
Warner, Jackson; Gods- 
mark, Durand &  Co., B at
tle Creek; Flelbach Co., 
Toledo.

Plow Boy, 14 oz...............4 50
Pedro, 10c  H  80
P ride of V irginia, 1% 77
P ilo t 6c ........................  5 76
Pilo t, 7 oz. doz ................ 1 05
P ilo t, 14 oz. d o z ............. 2 10
P rin ce  A lbert. 10c 
P rin ce  A lbert. 8 oz. 
P rin ce  A lbert. 16 oz. 
Q ueen Quality, 5c ..  
Rob Roy, 5c foil .. 
Rob Roy, 10c gross 
Rob Roy, 25c doz. .,

96 
.4 9?

.10 20

. .2  10

8AFES

B ig M aster, 100 blocks 4 00
G erm an M ottled ...........3 50
G erm an M ottled, 5 bxs 3 50 
G erm an M ottled, 10 bx  3 45 
G erm an M ottled, 25 bx  3 40 
M arseilles, 100 cakes . .6  00 
M arseilles, 100 cks 5c 4 00 
M arseilles, 100 ck to il 4 00 
M arseilles, % box to il 2 10

P ro c to r & G am ble CO.
Lenox ................................. 3 00
Ivory, 6 oz......................... 4 00
Ivory, 10 oz......................6 75
S ta r  ...........   3 85

Tradesman Co.’s Bra nd

10 5c pkgs., p e r  case 2 60 
36 10c pkgs., p e r case 2 60 
16 10c and  38 5c pkgs., 

p e r case .................. 2 60

COFFEE
Roasted

D w inell-W righ t Co.’s B ’ds

lb. boxes, p e r g ross 9 00 
lb. boxes, p e r g ross 24 00

BAKING POWDER  
Royal

Full line of fire and b u r
g la r proof safes kept in 
s tock  by th e  T radesm an 
Company. T hirty-five  sizes 
and sty les on hand a t  all 
tim es—tw ice as m any safes 
a s  a re  carried  by any o ther 
house in the  S tate. If you 
a re  unable to  v is it G rand 
Rapids and  inspect the  
line personally, w rite  for 
quotations.

SOAP
Gowans & Sons Brand.

W hite House, lib . . . .  
W hite House, 2R>. . •. 
Excelsior, Blend, lib . 
Excelsior, Blend, 21b.

Single boxes ...................3 00
Five box lots .................2 95
Ten box lo ts  .................2 90
Tw enty-five box lots ..2  85

L au tz  Bros. & Co. 
Acme, 30 bars, 75 lbs. 4 00 
Acme, 25 bars, 75 !bs. 4 00 
Acme, 25 bars, 70 lbs. 3 80 
Acme, 100 cakes ...........3 25

Black H aw k, one box 2 50 
B lack H aw k, five bxs 2 40 
B lack H aw k, te n  bx s  2 25

A. B. W rlsley
Good C heer ..................... 4 00
Old C ountry  ................... 3 40

Soap Pow ders 
Snow Boy, 24s fam ily

size ........................... 3 75
Snow Boy, 60 5c ........ 2 40
Gold D ust, 24 la rg e  . .4  50
Gold D ust, 100-5c . .  4 00
K irkoline, 24 41b..................3 80
P earline  ......................... 3 75
Soapine ............................. 4 00
B ao b ltt’s  1776 ............ 8 76
Roseine ............................. 3 59

4 25

Scouring
E noch M organ’s  Sons 

Sapollo, g ross lo ts  . . . . 9  50 
Sapolio, ha lf gro . lo ts  4 85 
Sapollo, single boxes 2 40
Sapollo, h an d  ................. 2 40
Snourine M an u fac tu rin g  Co 
Scourine, 50 cak es  . . . . 1  80 
Scourine, 100 cakes  . .  .3 50

^ 1 W isdom  ............................ I
M s s i Soap Compounds

Johnson ’s  F in e  ............ !
Johnson ’s X X X  ..........n
R ub-N o-M ore ................ !
N ine O’clock ...................I

Paris Green Labels
1

POISON
PARIS GREEN

Antidote. Lim e W ate r in copious d raugh ts, en 
e tics of S ulphate of Zinc. Give Flaxseed T ea, ' 
S lippery Him Tea.

10c size 
%Ib. can 
6 oz. cans 
%lb. cans 
%lb. cans 
lib . cans 
lib . cans  13 00 
•lb. cans 21 60

CIGARS

Butter Plates 
W ire  E n d  or Ovals.
% lb„  250 In c r a t e .......... 30
% lb ., 250 in c ra te  .......... 30
1 lb., 250 in  c ra te  ............ 30
2 lb., 250 In c ra te  ............ 35
3 lb ., 250 in Crate ............ 40
5 lb., 250 in c ra te  ............ 50

Churns
B arrel, 5 gal., each  . . . 2  40 
B arrel, 10 gal., each  . .2  55 

Clothes Pins
T fn c h ,  ^ g r o s s  ............... 45 Johnson  C igar Co.’s  B rand
4% Inch, 5 g ross ...............50
C artons, 20 2% doz. bxs. 55

Egg Crates and Fillers 
H um pty  D um pty, 12 dz. 20
No. 1, com plete ............  40
No. 2, com plete ............  28
Case No. 2, fillers, 15

se ts  ............................  J 35
Case, m edium , 12 s e ts  1 15

Faucets
Cork lined, 8 In ............ 70
Cork lined, 9 In............ 80
C ork lined. 10 In............  90

The Paris Green season is at hand and those dealers 
who break bulk must label their packages according 
to law. We are prepared to furnish labels which 
meet the requirements of the law, as follows:

100 labels. 25 cents 
200 labels. 40 cents 
500 labels. 75 cents 

1000 labels. $1.00

Labels sent postage prepaid where cash accompanies 
order. Orders can be sent through any jobbing house 
at the Grand Rapids market.

Tradesm an Company, Grand Rapids
S. C. W ., 1,000 lo ts  . . . .3 1
E l P o r ta n a  .........................33
E vening  P ress  ...................32
E xem plar .............................32
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A ppreciated  ad v ertis in g  is th e  b est a d 
vertising . J u s t  to  convince you and  to  
g e t acquain ted . I ’ll p r in t your ad v er tis e - 

let ?  penclls fo r $4; 500 fo r $6.75, 1,000 for $11.50 delivered. T he  ad- 
v e rtisem en t th a t  s tay s  is th e  ad v ertise -
i ^ d haxT pays- B urton  is. Osborne, Cam den, N. Y. 310

65 cen ts on th e  dollar buys $1,500 stock  
of shoes and  rubbers, largely  Selz m ake. 
C lean stuff. Good sizes and  w idths. 
Ralph G. C lem ent, Colon, Mich. 308

C  ya r le ty  s tock  from
$1,500 to  $2,000 doing good business. 
A nsw er quick. Give p a rticu la rs . Ad- 
d ress No. 307, care  T radesm an ._____ 307

F o r Sale—Clean s tock  of general 
m erchandise, invoicing  ab o u t $2,000. 
H u stlin g  tow n, fine fa rm in g  country . 
M ecosta county. Good reasons  fo r sell
ing. A ddress No. 305, care  T radesm an .
______________________________________305

Bor Sale—A t once, a r t  and  novelty  
s to re  in  good tow n of 12,000. A  fine 
grow ing business. R eason fo r selling, 
poor health . A ddress No. 304, care  
T radesm an.______ 304

If you w an t to  live, come to  Spring- 
dale; no m alaria , m osquitoes, negroes, 
saloons; in  O zarks p e rfec t c lim ate  and  
pure  w ater. M oney-m aking o rchards a t  
naif price of raw  w estern  land an d  no 
irriga tion  necessary . O ur apples top  the  
m ark e t fo r color and  flavor. B um per 
crop in th is  fam ous d is tric t. Sum m er 
bargains; 120 acres, fenced, no buildings, 
line fru it land, $1,800; b earin g  o rchard  
*“  new  buildings, 8 acres  in  all,
$3,000; 2% acres, 10-room  house, big crop 
of apples, $2,250. F ree  list. T en  cen ts 
census m ap. F red rick s  R ea lty  Co.. 
Springdale, W ash ing ton  Co., Ark. 303

STO R E AND OFFICE FIXTURES
SHOW CASES O F EV ERY  D E S C R IP

TION, A LL KINDS’ OF O F F IC E  D ESK S 
AND CHAIRS, SAFES, COMPUTING 
SCALES, CASH R EG ISTER S, BOOK
CASES, F IL IN G  CA BINETS, C O FFE E 
M ILLS, SODA FO U N T ATMS W IT H  
BACK BARS, COUNTERS A N D  a t j . 
ACCESSORIES. C O M PL ET E DRUG 
STORE AND CO NFECTION ERY  O U T
FITS. W E  MAY H A V E IT  SECOND
HAND. CALL, S E E  US A N D  SAVE 
MONEY. M ICHIGAN STO RE & O F -  
BICB FIX T U R E S CO., 929-931 OTTAW A 
AVE., N. W „ GRAND R A PID S. 278

.F o r Sale—D rug s tock  located  in  tow n 
of 600 in best fa rm in g  d is tr ic t in  M ichi
gan. Good ra ilroad  facilities . F o r fu r th 
e r p a rticu la rs  add ress  No. 301, care
M ichigan T radesm an. ___________ 301

W anted1—To buy in te re s t in  d rug  
stock  w here serv ices of p h a rm ac is t a re  
required. A ddress No. 300, care  M ichi- 
gan  T radesm an .______________  300

F o r S&le—Cheap, M cCaskey, A m erican  
and  Sim plex account system s, second
hand  F o r p a rticu la rs  w rite  A. R . H en s-
ler, B attle  Creek, Mich._____________ 299

Salesbooks A Specialty. Specially  con- 
s tru c ted  m ach inery  fo r th a t  purpose. No 
need in  send ing  ou t of th e  s ta te . W rite  
fo r sam ples an d  prices. W olverine 
Salesbook Co., L ansing , M ich. 298

F o r Sale—M arble top  c ircu lar counter, 
tw o oak m ea t racks, one Buffalo m eat 
chopper, rocker and  block. One se t g ro 
cer com puting  scales, one Steven cooler, 
55c on dollar. J . S. Cox, Sfr., M arshall, 
M ich .____________ __________________ 294
„ .F o r Sale—B est stone in  tow n of abou t 
800. D ry  goods, shoes, groceries, in- 
yoice ab o u t $7,000. N ew  s to re  building, 
$3,500. H ave  been successful and  w an t to  
re tire . A n excellen t opening fo r your- 
self o r to  s ta r t  your son in  business. 
L. F . Lane, N eosho F a lls , K an. 283

T ^ 'or. —F in e  g rocery  stock , St.
Joseph, M ichigan. B usiness established  
25 y ears  ago by ow ner, w ho w ishes to 
£» ??* r-t ®n a P f° r  r ig h t p a rty . A ddress
B. O. G reening, 315 M ain St., St. Joseph, 
M ich .________________________  282

.F o r  Sale—Stock of groceries in  a  tow n 
Sf \ 2200,0 population. H . T. S tan ton , 18 
N. M arket St., G rand R apids, Mich.
___________________ _________________ 276_
, M erchan ts—Save m oney on you r p r in t
ing. Job  w ork  of a ll kinds. Envelopes, 
note, le t te r  heads, s ta tem en ts , sales 
books. tags, etc. E ngem ann  B ro thers , 
P rin te rs , Beldlng, Mich.________  274
. If. you w a n t to  in s ta ll a  system  of 
b0 j . i eepin8r o r h av e  a n y  books to 
aud it, send  fo r L e s te r  Iv ry , E x p e rt 
A ccountan t. B est of references. L ake- 
vlew , Mich. ______  270

W ash ing ton  app le  o rchard  115 acres, 
n e a r  Goldendale, abou t 500 apple trees, 
p a r t  bearing , 10 acres  m ore cleared, b a l
ance  c learing  easy. Sm all house and  
barn , c reek  an d  spring. Should p ro 
duce 1,000 boxes th is  season, price $100 
p e r  acre, $2,500 cash, ba lance  easy. 
W ith o u t crop, $1,000 less. A lso . 200 
acres  th re e  m iles from  Goldendale, 25 
a c res  cleared, sam e am o u n t s lashed 
c learing  very  easy. F ine  apple, pear, 
a lfa lfa , p o ta to  and  g ra in  land. $40 per 
acre, % cash , balance easy  especially  
Hr P u rchaser will c lear cer ta in  am ount. 
W rite  fo r pa rticu la rs . A ddress W . G 
D avis, Owner, Goldendale, W ash ing ton .
-_____ __________ ________________269

G a ra g j F o r  Sale—One of th e  finest 
g a rag es  in  th e  city . L ocated  in  th e  cen- 
te r ,,°, th e  business d is tric t. R epresen ting  
w ell-know n an d  popular cars. F ir s t  
y e a r  s  operation  paid  25% upon in v est
m ent. Good estab lished  business, ren t 
reasonab le  an d  s to rag e  and  re p a ir  busi- 
uess big. Good reasons  fo r selling. Ad-

F o r Sale—Stock general m erchandise, 
invoicing $10,000, located  in Thum b, 
M ichigan. Stock A l condition. A nyone 
w ishing  to  locate in business will find 
th is  a  good proposition to  investigate . 
A ddress 268, care  T radesm an . 268

dress G arage, care  T radesm an . 266

Invest in fru it land in  g re a t and  fe r 
tile  A rkansas  Valley, Colorado, 20 m iles 
e as t of Pueblo. T rac ts  10 acres  an d  up. 
R ailw ay facilities. L igh t pow er and  te le 
phone a t  door. Good term s. D on’t  fail 
to  investigate . Come and  see o r w rite  
ow ner, H . F . Su tton , Pueblo, Colorado. 
*___ __________________ 263

A uctioneers'—F ifteen  y e a rs ’ experience 
has ta u g h t us how to  close ou t any  stock 
a t  full value. W e go anyw here. F e rry  
& Caukin, 440 S. D earborn , Chicago, HI. 
D uring Ju ly  an d  A ugust ad d ress  1546 W . 
51 Place, L os A ngeles, Cali._________ 259

Salesm en A tten tio n —F o r a  specia l o r 
sideline, send fo r  a  N o rth ey  re fr ig era to r 
cata log  No.12, 170 pages. I t  h as  all kinds 
or re fr ig era to rs  fo r every  purpose an d  can 
be sold anyw here. W rite  today. N orthey  
M anufac tu ring  Co., W aterloo, Io wa. 258

G overnm ent positions a re  easy  to  get. 
My free booklet X1105 tells how. W rite  
today Now. E a rl H opkins, W ash ing- 
ton. D. C._______ ____________________214

Merchandise sale conductors.. A. E. 
G reene Co., 135 G rand R iver Ave., 
D etro it. A dvertis ing  fu rn ished  free. 
W rite  fo r da te , te rm s, etc.________ 549

JU LY  CLEARING SALES—M erchan ts  
p lann ing  on a  big Ju ly  c learing  sale 
should engage ex p ert sa le  conductors. 
H ow  a  sale  is ru n  m akes all th e  d iffer
ence in  th e  w orld In resu lts. C on trac t 
now w ith  m en w ho know  how. A. E . 
Greene, 135 G rand  R iver Ave., Detroit,' 
Mich.__________________ _________  251

W ill pay  cash  fo r s tock  of shoes and  
rubbers. A ddress M. J . O., care  T rades- 
m a n -__________________________________ ________________  221

$10,000 s tock  general m erchand ise  for 
sale. Good business, good location, good 
reasons fo r selling. A barga in . A ddress 
a t  once, A. H . & M. H . B arnes, M eta- 
m ora, Mich. 236

H ave good hom e in  Colorado to  ex
change fo r s tock  of m erchandise. P lease  
give full info rm ation  in  first le tte r. Ad- 
d ress Lock Box L, Seibert, Colo. 199

Safes Opened—W . L. Slocum, safe  ex- 
P e rt and locksm ith . 97 Monro© Av©..
G rand R apids, Mich. 104

A uctioneers—W e have been closing out 
m erchandise  stocks fo r years  all over th is  
country. If you w ish to  reduce o r close 
out, w rite  fo r a  d a te  to  m en who know 
now. A ddress F e rry  & Caukin, 440 South 
D earborn St., Chicago, 111. 134

F o r Sale—One of th e  fresh est stocks 
of groceries in M ichigan and  located  in 
the  best tow n in th e  S tate . F o r fu r th e r  
p a rticu la rs  aou ress Lock Box 2043, N ash - 
vllle, Mich.______ ___ _______  976

Cash fo r your business o r rea l esta te . 
*0 b ring  buyer and  seller together. No 
m a tte r  w here located if you w an t to  buy, 
sell o r exchange an y  kind of business or 
p roperty  an y w h ere  a t  any  price, address 
F ran k  Cleveland, R eal E s ta te  E xpert, 
i ,,?1 .Adams E xpress Building, Chicago, Illinois. ________ 934 ’

HELP W ANTED.

W anted—An experienced shoe sale s
m an for S ou thw estern  M ichigan and 
N orthe rn  Ind iana. One who is fam ilia r 
w ith the  trade. Good position for the 
r ig h t m an. A ddress No. 306, care  M ichi
gan  T radesm an. 306

W an ted —D rug clerk, reg iste red  a s s is t
an t, to  begin Aug. 19. R eferences re 
quired. A ddress C. E . Van Avery, K ala- 
mazoo, M ich. 399

W anted—Tw o experienced salesm en to 
rep resen t us in th e  s ta te s  of M ichigan 
and  N o rth e rn  In d ian a ; only those who 
have an  estab lished  trad e  in our line need 
to apply. No o th e r app lications consid
ered. W e m an u fac tu re  a  very  s tro n g  line 
of w orkingm en’s c lo th ing  and  have an  
estab lished  tra d e  in  the  s ta te  of M ichi
gan. A pplicants m ust come well recom 
mended. A good position fo r th e  righ t
p a rty . T he H ershey-R ice  Mfg. Co., 47 
E a s t  C h estnu t St., Columbus, Ohio. 291

W an ted—Girl c ig a r-m ak ers , bunch- 
b reak ers  and  rollers. Good w ages. F a c 
to ry  conditions finest in  country . G. J  
Johnson  C igar Co.. G rand R apids, Mich. 
_______________   290

W an ted—A reg iste red  pha rm ac ist. Also 
a  reg is te red  d rugg ist. A ddress No. 260, 
care  T radesm an . -j60

W anted—Clerk fo r general store. M ust 
be sober and  industrious  a n d  have som e 
previous experience. R eferences required. 
A ddress Store, care  T ra desm an. 242

W ant ads. continued on nex t page.

I F  A  C U S T O M E R
asks for

F o r Sale—H ardw are, s tove and  crock
ery  stock, appra ised  a t  $7,500. F ine  lo
cation, brick  building, reasonab le  ren t. 
E stab lished  37 years. Splendid opening 
M ust be sold a t  once. B est offer tak es  
it. Jam es  Gracey, T rustee , Greenville.
Mich. _____________  297

D ry goods m an, experienced buyer 
and m anager, desires  to  in v est $2,000 in 
estab lished  d ry  goods or g en eral s to re  
A ddress No. 296, care  T radesm an .
______________________________________296

F o r Sale—S'hoes and  d ry  goods, coun
try  town, 1,000 population. W rite  M er
chan t, care  T radesm an. 311

W anted—-Some one to  m an u fac tu re  
P a te n t S afe ty  F lue  Stop on royalty , o r 
will sell th e  p a te n t on easy  te rm s. A 
full size Stop w ill be s e n t to  an y  address 
fo r tw enty-five  cents. A ddress W m  
W eller, M ineral City, Ohio. 293

K la r’s  Good H ea lth  F lo u r re lieves con
stipa tion  and  s tom ach  trouble. A gents 
w anted  in every  city. A. B. K lar, Food 
Specialist, C anal Dover, Ohio. 292

F o r Sale—Shoe s tock  located in  a  m a n 
u fac tu rin g  tow n of ab o u t 5,009 in  C en tra l 
M ichigan. B usiness has been estab lished  
tw en ty  years. S tock invoices abou t 
$7,000. Can be reduced. R eason  fo r sell
ing, o th e r business. A ddress No. 289, 
care  T radesm an. 289

C. W . R eim er, A uctioneer. Mciy-han.  
dise a n d  rea l e s ta te  sales a  specialty . 
"Write fo r d a tes. A reola, 111. 277

HAND SAPO LIO
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 • t  10 cents per cake.
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A SENSIBLE MAN.
I t  is proposed to  have in Philadel

phia next O ctober a wonderful his
torical pageant in which the first 
families, the second families, and all 
th-i other families of th a t city are to 
take part. I t  is proposed to  repro
duce for spectacular purposes the 
good old days. In  th at city there are 
very many so-called old families who 
trace their lineage back to Benjamin 
F ranklin ’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 m ost hon
orable families. The present resi
dents of Philadelphia are descendants 
of Gov. Mifflin, for whom F o rt Mif
flin was named, and as well Mifflin 
county, Mifflinburg, Mifflintown and 
Mifflin street. The present head of 
the family there is Jam es Ewing Mif
flin, and he proposes to take part in 
the parade and will personally drive 
a plain, everyday, ordinary dump 
cart, w hereat 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 
som ething 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. 
H is 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 rem oving 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 employm ent 
and he was regarded as one of the 
first gentlem en of the city. T here
for, with commendable regard for 
historical accuracy, his descendant, 
Jam es E. Mifflin, will drive a dump 
cart in the parade, and he will be 
dressed in the a ttire  which was fash
ionable for a gentleman of that time. 
Probably there are dozens and scores 
of o ther first families in Philadelphia 
who, if they would look up the rec
ords honestly, would find that their 
ancestors were engaged in ju st as 
humble vocations as Mr. Mifflin’s, but 
probably m ost of them  would lack 
the m oral courage to follow this good 
example. T hat a man worked with 
his hands is no disgrace. I t  all de
pends upon w hether he did his work 
honestly and well. T here 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 
try ing  to forget it. they m ight better 
be proud of it. It is evident that Mr. 
Mifflin succeeded in the dump cart 
business, for otherw ise he would not 
have two score of them taxed, and 
that business is just as- honorable as

any indulged in by the ancestors of 
o ther Philadelphia families.

SHOW  EXHAUSTIVELY.
A prom inent educator in a lecture 

on reading emphasized the im port
ance of reading exhaustively. W hen 
any one subject was taken up his 
m otto was to  hunt up all available 
m aterial on th a t subject. T he mind 
was then concentrated upon it, and it 
was easy to  system atize, to  make 
comparisons, and to  lay aside salient 
points for perm anent use. I t  is much 
the same way in presenting goods to 
the public. If you show a few good 
examples of this and some m ore of 
that the visitor leaves w ith only a 
jumbled impression of the whole. 
T here are no leading characteristics 
brought out and rendered perm anent. 
T here is no reason for placing your 
window at the front in the mind.

Ju s t to-day we picked up a city 
paper and noticed am ong the locals 
the invitation of a leading m erchant 
to view the em broidery of a certain 
outside firm. Curious, we went. In  
the front window were some beauti
ful specimens in white. W ith in  there 
were rows of tidies, doilies, and 
many o ther articles worked in vari
ous styles. I t  was like a g reat fair, 
this fancy w ork show, and there 
were num erous admirers. T he ex
hibit was not for sale, but, of course, 
orders were taken and, incidentally, 
o ther purchases made. T he stamped 
m aterial, em broidery floss or silk, 
and various articles pertaining to  
fancy work gained a new significance 
through the display. T he real a rt at 
the point of the needle was present
ed in a perm anent way. T he same 
kind of w ork m ight have oeen in the 
shop for a whole season, but not to 
give the im press of a one-day exhibit 
all together.

T ake any standard article and spe
cialize upon it. See how many 
changes and perm utations can be 
made. A rrange 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 m ay have the floor. I t  
pays in the end to  specialize in a way 
so convincing th a t people will not 
soon forget.

OUR NATIV E FLORA.
From  every side comes the lam ent 

th a t it is fading away, vanishing as 
surely as the red man. And the 
main cause is not the felling of the 
tim ber, the claiming of new fields 
for agriculture, but the thoughtless
ness of flower lovers. W e see on 
every side waste which tho.se who 
fancy them selves friends of the flow
ers are directly responsible for. The 
a ttentions which they give the way- 
side blossom s are m ere m ockery since 
they but lead to  exterm ination.

One sensible girl says she never 
buys even a postcard unless she 
knows where she can put it to use. 
I t  may be ever so handsome, or the 
m ost skillful b it 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. I f  the same principle

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 w hat you will do with the 
dainty blossom s when gathered? Will 
you find a place for them w orthy 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 
b itter-sw eet 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. T here are a host of gay 
blossom s which the farm er can well 
spare, and thus save the sowing of 
undesirable seeds. T he 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 m ethods with the 
arbutus, rem oving it carelessly by the 
root, if we pride ourselves on the 
g reat clusters of lady’s slippers we 
can procure, the result is ultim ately 
local extinction; and when a local 
fad is generally practiced, it becomes 
a to tal blotting out.

Charges Less W hen Goods are 
Called For.

A retail m eat dealer in Ogden, 
Utah, has devised a novel plan to 
reduce delivery expense and make 
prices m ore attractive to his cus
tomers. I ts  working out will be 
watched with in terest by m erchants 
everywhere, particularly those whose 
delivery expense is as high as it is in 
many cities. This dealer, C. H. E ar
ned, will base his charge to customers 
on two points: W hether they call, 
carry their package home, or have 
them  delivered, and in the latter case 
the distance will make a difference. 
T he prices will be based on customers 
calling at the shop and carrying home 
their own supplies. T here will be no 
free deliveries. Mr. L am ed will keep 
delivery wagons in service, but for 
each delivery made he will charge 1 
cent a block. A custom er living five 
blocks from the m arket 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 

m atch colors under artificial light, 
which is always m ore or less tinted 
with one color or another, has re
sulted in a special attachm ent for the 
ordinary electric lamp, by m eans of 
which a perfectly white light is pro
duced. Tn this lamp the light is trans
m itted through a num ber of strips of 
different colored glass, arranged un
der the lamp. They could not be 
placed one over the other, as such an 
arrangem ent would practically prevent 
the transm ission of the light rays, so 
they are placed side by side and the 
light is mixed by a diffuser after pass
ing the strips. T he size of each of 
these colored strips m ay be fixed ac
cording to the quality of the light, so 
th at the result obtained is a perfectly 
white light. I t  is claimed th a t the ar

rangem ent provides a light so close 
to that of daylight th a t colors matched 
by it m atch equally well in the light 
of the sun.

New Way of Seasoning Timber.
A novel electrical m ethod of trea t

ing tim ber is said to have given strik
ing results in France, and to  have 
changed the greenest wood into per
fectly seasoned m aterial. A water 
tank of suitable size is required. The 
tim ber 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 tim ber 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 tim ber is taken out and 
dried, when it is ready for use.

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

Buffalo, July 31—'Cream ery butter, 
25@27c; dairy, 20@24c; poor to  good, 
all kinds, 18@22c.

Cheese—Fancy, 16@16j£c; choice, 
15@15J^c; poor to  common, 8@12c.

Eggs — Choice, fresh, 20@SlJ^c; 
candled, 21@23c.

Poultry  (live)—Turkeys, 12@14c; 
cox, 10@ llc; 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; m arrow, $3.25; pea, $3@3.10.

Potatoes—New, $2.50 per bbl.
Rea & W itzig.

Perhaps this got into the w rong 
column, but read on. A doctor stop
ped his autom obile in fron t of a ho
tel in Illinois and was surprised to 
see the laughter which accompanied 
the doorm an’s inspection of the rear 
of the macine. The physician strolled 
around the car, saw nothing rem ark
able and enquired sharply, “Well, 
what the blazes are you laug'hing 
at?” “N othin’ much, Doc.,” came the 
reply, “but, say, don’t you think you 
ought to get a different num berr 
The license plate was inscribed thus: 
“35,000 111.” R ather 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.
I  pay  cash  fo r stocks o r p a r t  s tocks 

of m erchandise. M ust be cheap. H .
K äufer, M ilwaukee, W is.___________  92

F or Sale—A good clean s tock  of v a rie ty  
goods, invoicing abou t $2.500. L ocated  in 
sou thern  p a rt of s ta te . Popu la tion  6.000. 
Shops em ploying abou t 1800 m en. A live 
tow n. Good reasons fo r selling. A ddress 
S, care  M ichigan T radesm an._______ 222
____________HELP W ANTED.

Wanted—Sales and advertising man- 
ager, familiar with the drug, soda 
fountain and grocery trade; follow  up 
system s, etc. Good opening for th e right 
party. Address Celerytone Company, 
Kalamazoo, Michigan._______________312

______  SITUATIONS W ANTED.
W anted—Position  as  m an ag er o r clerk 

in  general store. A ddress No. 313, care  
T radesm an. 313

mailto:2.65@2.75
mailto:3@3.10
mailto:3@3.10


Toledo Scale fom pany  
Under Band

n p H E  Toledo Com puting Scale Com pany at th is  

m om ent, are m anufacturing their C ylinder 

or Barrel Shaped Scales under bond required by  

the U nited S ta tes D istrict Court, N orthern D is

tr ic t of Illinois, to  protect Thé Com puting Scale  

Com pany o f D ayton, Ohio, in  its  awarded title  

to  the ow nership of the patents; and claim s for  

dam ages thereunder.

The patents held valid  b y  th is decision are 

infringed by all m anufacturers of Drum or C ylin- 

der Shaped Scales and th e users o f such scales 

are liable as w ell as the m anufacturers.

The Computing Scale Co.,
Dayton, Ohio.

Shredded Wheat

is better than w h ite flour bread and better  
than w hole w heat flour bread. It contains 
all the nutrim ent in  the w hole w heat prepared 
in a digestible form . It is the one staple 
breakfast food—alw ays clean, a lw ays pure, 
alw ays the sam e.

Shredded W heat is now  packed in neat, 
substantial, w ooden cases. T he th rifty  grocer 
w ill sell the  em pty  cases for 10 o r 15c. each, 
thereby adding to  his profits.

Shredded W heat B iscu it is  
the on ly  “breakfast food” made 
in  B iscu it form .

The Shredded Wheat Company
Niagara Falls, N . Y.

HIv Aboumour Printing?
I  'H I S  Q U E S T IO N  is  a v ery  pertinent o n e  for b u sin ess  teen , becau se  ev ery  d ay  B u sin ess  P rinting takes on added signifi- 
JL cance as a factor in trade. T im e w as w hen  a n y  so rt o f  printing w ould  d o , becau se  not m uch w as exp ected  o f it, buf 

now adays printing is expected to create and transact b u sin ess . F or th is reason , good printing is exceed in g ly  neces
sary in  ev ery  line o f  business^

W e have been  producing g o o d  B u sin ess  P rinting for years. W e have kept p ace w ith the dem and for the best in printing. 
A s a  C onsequence, oifr printing b u sin ess has grow n sp len d id ly . W e have been  com pelled  to enlarge sh op  facilities, to increase  
equipm ent quite regularly . W e h a v e  the requisite m echanical equ ipm ent, and w ith one o f the best eq u ip p ed , as w ell as the  
largest printing estab lishm ents in W estern M ichigan, w e  are in the v ery  b est position  to g ive  to the b u sin ess man the h ighest 
standard o f good  B u sin ess  Printing. • .

T h is  in clu d es everyth ing , from  en v e lo p es  to the m ost elaborate catalogs.

respectfu lly  so lic it you r  patronage, g iv ing th e  assurance that all ord ers w ill not o n ly  b e  prom ptly executed ,  but the  
printing w ill com e to you  in  that quality  o f  ex ce llen ce  y o u  d esire  and, w ithal, at as reasonable a price as it is  p oss ib le  for u s, or  
anyone e ls e ,  t o  d eliver  good printing.

O rd ers b y  letter or b y  ph on e w ill rece ive  prom pt attention, and i f  you  d esire , a qualified representative w ill w ait upon  
you  w ithout d elay .

TRADESMAN COMPANY ¡ GRAND RAPIDS, MICH.



Consumers are Wedded to the

Hart Brand Canned Foods
Because Quality is A lw ays Notable

A ll products packed at our five plants in  W est M ichigan, in  the finest fru it and vegetable belts 
in the Union, are grown on our ow n lands adjacent to  the Various plants; packed fresh from, the  
fields and orchards, under best san itary conditions, insuring exq u isite flavor, fine textu re, nat
ural color. E very can is w ell filled.

The H ART BRANDS Satisfy Consumers 
T hey Are Trade W inners and Trade Holders

V egetables:—Peas, Corn, Succotash, S tringless Beans, Pork and Beans, Pum pkin, Red K idney 
Beans, Tom atoes, Spinach, B eets.

Fruits:—Cherries, Straw berries, Red Raspberries, B lack Raspberries, Plum s, 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.

M ost of the cautious business m en are s till in  business. M ost o f the  
careless business m en are out o f business and re
membered on ly  by their creditors. If you  are not 
the owner of a good safe you  are a careless business 
man. You know  th is is  true, you  know  you  haven’t  
any moral right to  run th is risk . It takes a hard 
jo lt som etim es to  w ake us up. W hy not

Wake Up and 
Skip the Jolt

W rite us to-day and w e w ill nam e you  prices on Safes of various sizes, on S afes th at are dependable.

GRAND RAPIDS SA FE CO. Tradesman Bldg., Grand Rapids, Mich.


