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Hustle and Grin

Smile and the world smiles with you; 
“Knock,” and you go it alone;

For the cheerful grin 
Will let you in

Where the kicker is never known.

Growl, and the way looks dreary; 
Laugh, and the path is bright;

For the welcome smile 
Brings sunshine, while 

A frown shuts out the light.

Sigh, and you “rake in” nothing, 
Work, and the prize is won;

For the nervy man 
With backbone can 

By nothing be outdone.

Hustle! and fortune awaits you;
Shirk! and defeat is sure;

For there’s no chance 
Of deliverance

For the chap who can’t endure.

Sing, and the world’s harmonious, 
Grumble, and things go wrong,

And all the time 
You are out of rhyme 

With the busy, bustling throng.

Kick, and there’s trouble brewing; 
Whistle, and life is gay,

And the world’s in tune 
Like a day in June,

And the clouds all melt away.

Nobody Knows—But Mother

Nobody knows of the work it makes 
To keep the home together,

Nobody knows of the steps it takes, 
Nobody knows—but mother.

Nobody listens to childish woes, 
Which kisses only smother;

Nobody’s pained by naughty blows, 
Nobody—only mother.

Nobody knows of the sleepless care 
Bestowed on baby brother;

Nobody knows of the tender prayer, 
Nobody—only mother.

Nobody knows of the lessons taught 
Of loving one another;

Nobody knows of the patience sought, 
Nobody—only mother.

Nobody knows of the anxious fears, 
Lest darlings may not weather

The storms of life in after years, 
Nobody knows—but mother.

Nobody kneels at the throne above 
To thank the Heavenly Father

For that sweetest gift—a mother’s love; 
Nobody can—but mother.

There are too many drones in the 
hive—that’s why the cost of living 
is high.



M m

m m m rn m m

WSêÈÊÊ

M&Mil è

i i l S tl iM l

W orden (Trocer COmpanv

The Prompt Shippers

t'. i

Grand Rapide, Midi.

LEAD YOUR CONVERSATION 
PROMPTLY UP TO

“WHITE HOUSE”
’When you have suspicion that your 

, customer is ready to replenish 
the coffee canister

lN|E L L - W R I < j Ht
b°S to n < hiCaS°

DWINELL-WRIGHT CO.
BOSTON Principal Coffee Roasters Chicago

Candy for Summer
COFFY TOFFY, KOKAYS, FUDGES, (10 kinds), LADY UPS, 

BONNIE BUTTER BITES.

They won’t get soft or sticky. Sell all the time.
Ask us for samples or tell our salesman to show them to you. 
We make a specialty of this class of goods for Summer trade.

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

Distributors of J. Hungerford Smith’s Soda Fountain Fruits and Syrups. 
Hires Syrup. Coco Cola and Downey's Fountain Cocoa.

FANCHON
The

Kansas Hour 
of Quality

Judson Grocer Company
Distributors

Grand Rapids, Mich.



Twenty-Ninth Year GRAND RAPIDS, WEDNESDAY, AUGUST 7, 1912 Number 1507
SPECIAL FEATURES.Page

2. Bankruptcy Matters.
3. The Lake Shore.
4. News of the Business World.
5. Grocery and Produce Market.
6. Sales by Mail.
8. Editorial,

10. Clothing.
12. Canceling Orders.
14. Tea.
16. Jacob Hetz.
17. The Selling Habit.
18. Hardware.
20. W indow Trim m ing.
22. Dry Goods. .
24. The Junior Partner.
28. W om an’s W orld.
29. The No-Credit Store.
52' Butter, Eggs and Provisions. 
32. Shoes.
34. Modify , our Prejudices.
35. W ithout a Father.
36. Learned Too Late.
37. General Welfare.
38. Financial.

I he Com m ercial T raveler.42. Drugs.
43. Drug Price Current.
44. Grocery Price Current.
46. Special Price Current.

UNIVERSAL PEACE.
President T aft a year ago or more 

offered to the nations of the earth  a 
proposition to settle all in ternational 
disputes by arb itration . I t  was g reet
ed w ith a welcome by several nations 
that have been nearly bankrupting 
them selves increasing their armies 
and building warships, but, unfortun
ately for the P residen t’s proposition, 
there was a strong  belief th at it was 
so wholly devoted to establishing 
peace a t any price that it did not even 
reserve the right to  take up arm s to 
m aintain the honor and safety of this 
g reat Republic, and after it was treated  
to some wise am endm ents in the Sen
ate it ceased to  p resent and preserve 
the a ttractions that comm ended it to 
o ther nations and finally it dropped 
out of notice.

More than one-tenth of the men of 
the world are soldiers in the armies 
and sailors in the w ar fleets of the 
nations of the earth, or are directly 
engaged building fortifications and 
ships, in m anufacturing arm s and ex
plosives and m unitions of war. T here 
are fifteen hundred m illion hum an be
ings th at make up the population of 
our globe. One-half are men, who 
num ber 750,000,000. One hundred mil
lion of these men are soldiers and 
sailors, or otherw ise employed in 
preparation for war, and all are paid 
wages.

If it should suddenly and au thorita
tively be proclaim ed that w ars should 
be no more, th at all w arfare and prep
aration for w arfare should come to an 
instantaneous end, w hat woe and want 
and frightful destitu tion  would fall 
upon the human population by the 
sudden depriving of one hundred mil
lion m en and those dependent on them  
of their daily bread, their m eans of 
support!

Hum an society in every country is 
organized to carry on the business of 
that country. Millions of people are 
engaged in producing, preparing, 
transporting  and d istributing all ar
ticles of use, and in contributing  their

share of labor, intelligence and capital 
to  the w orking of the vast system. 
To disorganize this system  at one 
blow by a political and social revolu
tion would plunge the country where 
it should occur in starvation and ex
trem e misery.

N othing of the sort can ever occur 
except through Divine interposition. 
A nation is made up of the m asses of 
the people, all inspired by the obvious 
demands of hum an nature, and that is 
not going to  be changed save by a 
miracle. In  the absence of th at m ir
acle, there will never come a tim e 
when crim es shall cease am ong indi
viduals and the entire population shall 
be thoroughly satisfied, each person 
w ith his or her condition, but on the 
contrary, there will continue to  be dis
satisfaction, covetousness, malice, envy, 
hatred and all uncharitableness, and 
hum an nature being unchanged, but 
rem aining as it has been from the 
first, there  will continue to be wars 
and rum ors of wars, revolutions and 
in ternational troubles, as there always 
have been.

Instead  of seeing the g reat Republic 
m arching a t the head of a grand world 
procession of peace and universal con
cord w ith the celestial doves of love 
and charity  hovering over it, it is vast
ly m ore likely th at it will be drawn in
to g reat conflicts w ith o ther nations 
over the M onroe Doctrine, and when 
the predestined hour for its m ighty 
leadership will have been sounded on 
the alarm  bell of the Universe, the 
m ighty Republic will be found at the 
head of the arm ies of Europe and 
Am erica facing a united Asia, the Far 
E ast against the W est.

U niversal peace w ithout a m iracu
lous and instantaneous change in the 
quality and character of hum an na
ture, would precipitate upon the en
tire  population of our globe the m ost 
w idespread and overwhelm ing disas
ter, w ith the exception of the Noachi- 
an Deluge, th at has fallen upon the 
world, and it will never be poured but 
upon m ankind until, as it was in No
ah’s time, special preachers of righ t
eousness shall have been sent out 
broadcast th rough the world to  warn 
and prepare the people for it.

R obert M orris, a signer of the Dec
laration of Independence, loaned to 
the revolutionary forces $1,400,000, 
and was perm itted  to  spend four years 
in a Philadelphia prison for debt, and 
to  die of a broken heart. The sum 
loaned by M orris has never been paid, 
and the two attem pts to have Congress 
appropriate the m oney have failed. 
Mrs. Julia Garner, a g reat-great- 
grand-niece of the financier, now liv
ing in Denver, is preparing  to  make a 
new demand on behalf of the heirs. 
She has obtained much evidence bear
ing on the generosity  of M orris, and

will go to W ashington to present her 
demand for restitution. Countries 
seem to be m ost forgetful in the way 
of gratitude. If  the U nited States 
legally owes this am ount it should 
lose no tim e in paying the m oney due 
the heirs.

IN SPITE OF THE UNION.
W . B. M acFarland, who made such 

a pronounced failure as an advisor of 
the w orkingm en in Grand Rapids a 
year ago, has been back in town tell
ing the factory hands w hat demands 
they should make when the shorter 
work week is adopted. U nder the 
M acFarland leadership the furniture 
factories in this city last year were 
shut down for four m onths. The 
workm en lost m ore than two million 
dollars in wages, the city’s chief in
dustry suffered severely and com m er
cially and otherw ise sustained injury. 
T he strike was for the nine hour day, 
increase in pay and the recognition 
of the union, demands which M acFar
land said the m anufacturers could con
cede just as well as not, regardless of 
w hat the m anufacturers elsewhere 
m ight do. Before and during the 
strike M acFarland lied as to facts and 
conditions, and every body knows now 
that he lied. H e m isrepresented the 
m anufacturers, made prom ises which 
he knew could not be fulfilled, held out 
hopes which he knew had no founda
tion—and then took a pleasure trip  to 
Europe with his share of the profits 
from  the strike, leaving the badly 
fooled w orkingm en to shift for them 
selves. Now he is back telling the 
workm en w hat to do and w hat to de
mand and endeavoring to shape their 
policy for them. W ill the workm en 
of Grand Rapids be fooled a second 
tim e by their professional friend?

A fter the strike, when the factory 
hands had returned to work, the m an
ufacturers in good faith set out to  ful
fill the prom ise they had made to  their 
employes to  secure the adoption of 
the sho rte r work week in the industry 
as a whole as the first step to their 
own adoption of it. A regular cam 
paign was planned and, w ith Robert 
W , Irw in a t the head of the move 
ment, the first appeal to the National 
A ssociation of Furn itu re  M anufactur
ers was made at the annual m eeting in 
Indianapolis in December. T his ap
peal resulted in the appointm ent of 
a comm ittee, w ith Mr. Irw in as chair
man and John H oult a m em ber, to 
study conditions and to make recom 
m endations. T his com m ittee made ils 
report at the June m eeting of the A s
sociation in Chicago. T he fifty-four 
hour week was adopted as the stand
ard for the furniture industry, and how 
the shorter week should be applied, 
w hether nine hours daily or the Sat
urday half holiday was left for each 
m anufacturer to  work out ir  his own

way. T he new standard of hours is 
to  take effect Septem ber 1 and the 
m anufacturers in this city have been 
quietly canvassing the sentim ent of 
their employes before deciding which 
plan to adopt. They may have f  cir 
own preferences, but not what they 
m ay them selves prefer, but what will 
best satisfy their employes is what 
will guide them  in m aking their final 
decision. M acFarland is telling the 
men to  demand the nine hour straight. 
H e is advising them to this course, 
not because it will be to  their best 
in terest nor because it will make it 
easier for the m anufacturers, but be
cause it will prom ote the cause of 
unionism, a cause which in this town 
ought by this time to  be thoroughly 
discredited. A fter their experience 
with M acFarland last sum m er would 
it not be supposed th at the intelligent 
w orkers would listen to  the advice he 
gave and then ask for ju st the oppo
site?

T he m anufacturers have not yet de
cided on which course to  pursue, and 
it is likely that both plans will be 
tried. In some factories the nine hour 
day will be the rule and in others the 
Saturday half holiday. T he nine hour 
day may be for the w inter m onths 
and the half holiday for the summer. 
W hat a quiet canvass of the employes 
shows to  be the real desire will in 
m ost factories be the plan adopted. 
The shorter work week will be given 
the workm en, not because the union 
demands it, but in spite of the union 
and its outrageously impudent pre ten
sions. The shorte r hours of labor is 
the tendency of the tim es and in fall
ing into step with this tendency, the 
m anufacturers are not giving recogni
tion to  unionism, but are follow ing the 
dictates of their own hum anitarian 
spirit. T hey give voluntarily w hat uni
onism under the M acFarland leader
ship could not compel them  to  yield 
and it is time th at M acFarland and his 
kind kept out.

Prof. Franz Frohlich, a noted 
German historian and m ilitary writer, 
believes that a famine would be inevit
able in a w ar that resulted in cutting 
her off from  the sea and that Germ any 
would be in g reat danger of being 
starved into submission and have 
victory snatched from her by the 
gaunt spector of hunger. Prof. F ro h 
lich takes up the question of w hether 
Germ any could meet the exhaustive 
drain of a war and points out that 
the m ajority  of German w riters have 
considered it wholly from a financial 
standpoint. H e contends that there 
is another point, alm ost as vital to  be 
considered, and th at is the question 
of subsistence in the event th at a 
superior naval pow er destroyed the 
m ercantile fleet or cut off all im porta
tions of foodstuffs.
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BANKRUPTCY MATTERS.

Proceedings in Western District of 
Michigan.

July 31—A voluntary petition was 
filed by Neil W ilder, of Grand Rapids, 
and he was adjudged bankrupt by Judge 
Sessions and the matter referred to 
Referee Wicks. The bankrupt’s sched
ules show no assets not claimed as ex
empt. The following creditors are
scheduled :
James T. Hughes, (N o te ) ..........$ 71.05
Dr. H. C. Wolf, (N o te ) ................  30.00
J. J. Pooler, (N o te ) .......................  100.00
James T. Hughes ........................... 130.00
South End Mercantile Co............ 26.00
John G. Steketee ............................ 10.50
White Credit Clothing Co......... . 17.50
Menter-Rosenbloom & Co............ 13.00
F. Knapp .......................................  5.00
Century Fuel Co...............................  15.00
Home Fuel Co...................................  12.00
Bell Telephone Co............................ 14.00

$444.05
The calling of the first meeting of 

creditors is being delayed until the bank
rupt advances the necessary money for 
the actual expenses of the referee’s 
office.

Aug. 2—In the matter of the Glen
garry Mercantile Co., bankrupt, of 
Glengarry, the first m eeting of credit
ors has been called by the referee to 
be held at his office on September 6, 
for the purpose of proving claims, elect
ing a trustee, if desired, examining the 
officers of the bankrupt, etc. The 
bankrupt’s offer of composition at 40 
per cent, will also be considered at such 
first meeting and all creditors desiring 
to accept same have been directed to file 
their written acceptances. The total 
liabilities scheduled are, $21,636.20. The 
assets are appraised as follows:
Real estate ..................................$2,116.73
Cash on hand and deposit..........................  697.11
Bills receivable .......................... 120.50
Stock in trade ............................ 5,500.00
Furniture and f ix tu re s .............. 175.00
Due on open a c c o u n t................  250.00
Telephone company s to c k ........  25.00

$8,884.34
In the matter of Harvey C. Daniels, 

bankrupt, of Grand Rapids, an order 
was made by the referee calling the 
first meeting of creditors to be held at 
his office on September 9, for the pur
pose of electing a trustee, proving 
claims, examining the bankrupt, etc.

August 5—In the matter of Charles
F. King, bankrupt, formerly at 31 
Michigan street, Grand Rapids, a hear
ing was had on the trustee’s report of 
sale of the assets to V. Arrowsmith 
and Charles Ledward, of Grand Rapids, 
for $900. No cause to the contrary 
being received, the sale was confirmed.

August 5—In the matter of A. E. 
Daas, bankrupt, formerly merchant on 
Division street, Grand Rapids, the trus
tee Fred Maichele of Grand Rapids, 
reported an offer from A. B. Storrs, 
of Coopersville, of $500 for the stock 
of g oceries and fixtures, including the 
bankrupt’s exemptions, and an order 
was made directing creditors to show 
on August 17, cause why such offer or 
any other or further offer which might 
in the meantime be received should not 
be approved and the sale of such assets 
authorized and confirmed.

In the matter of Alvin L. Dennis, 
bankrupt, of Grand Rapids, the trustee, 
Charles B. Blair, of Grand Rapids, re
ported an offer from Adolph H. Brandt, 
of Grand Rapids, of $1,350 for the fol
lowing described property: Lot four, 
block ten, of L. Porter’s addition to the 
city of Grand Rapids. This real estate 
is subject to a mortgage for $1,000, dated 
April 9, 1908, with interest at 6 per cent, 
and also taxes amounting to about $20. 
Such sale, if made, will net the estate 
about $250. Creditors have been direct
ed to show cause on August 9, why 
such offer should not be accepted and 
the sale authorized and confirmed.

August 6—On petition filled by certain 
of its creditors the Coronet Corset Co., 
a corporation of Grand Rapids, was 
adjudged an involuntary bankrupt, and 
the matter referred to Referee Wicks. 
An order was made by the referee di
recting the officers of the bankrupt to 
file schedules of its assets and liabilities 
on or before August 19, on receipt of 
which schedules the first meeting of 
creditors will be called. The hearing 
on the application for the appointment 
of a receiver pending before the c o u rt' 
has been continued to August 16, and 
the temporary restraining order here
tofore made continued in force.

That Old Fox.
One sum m er’s n ight Uncle Rube 

was aroused from  his sleep by a  great 
outcry a t his henhouse, and on arising 
he found th at a fox had been caught 
in a trap set a t the door.

“D ing your buttons, but I ’ve got y.e 
now!” exclaimed the farm er, as he 
hunted around for the ax. “I ’ll lam  
ye to come snoopin’ around here after 
my hens!”

“Is  it your idea to  m urder me in 
cold blood?” calmly asked Reynard.

“I ’ll m urder ye in any kind of 
blood!”

“But don’t rush the thing. You are 
a farm er, but you are also a business 
man, and I want you to  hearken to me 
a m inute.”

“W all, say your say, but don’t be 
long about it.”

“In  the first place,” said the fox, 
“it’s mid-summer, isn’t it?”

“I ’m not disputin’ th at.”
“L ast w inter my pelt was w orth  a 

dollar and a  half, owing to  the condi
tion of the fur. A t this season you 
could not get 30 cents for it. T here 
is a loss of $1.20, a t least, isn’t there?” 

“Looks like it to  me,” replied Uncle 
Rube, afte r a bit of m ental arithm etic.

“W ell is it business to  take 30 cents 
now, when you could get $1.50 by 
w aiting till Novem ber?”

“N-o-a-p, I guess not.”
“Then, as a business man, you will 

release me, and trap me la te r!”
The th ing  was done, but after the 

farm er had re turned to his bed he 
began to muse.

“Dog my cats, but there ’s som ething 
I didn’t think of! W hile fox skins 
have gone down to 30 cents, the price 
for chickens has gone up to  75 ! And 
th ere ’s another. T he price for fox 
skins m ay b* $1.50 in November, but 
w here’s m y fox! I ’m a farm er and a 
business man, but—”

M oral—O ur hindsight is always bet
te r than our foresight.

NEW YORK MARKET.

Special Features of the Grocery and 
Produce Trade.

Special Correspondence.
New York, Aug. 4*—Spot coffee is 

about as quiet as a t any tim e during 
the year, so far as demand is con
cerned. A decided reaction set in last 
week and a t this w riting the m arket 
seems to be simply drifting. For Rio 
No. 7 quotations in an invoice way 
are on the basis of 14)^c and Santos 
4s 15 ^c . In  store and afloat there 
are 2,286,739 bags, against 2,184,940 
bags at the same time last year. Mild 
coffees are selling a t nominal quota
tions and the volume of business is 
so small as to  be negligible. Good 
Cucuta, 16Mjc.

New Japan teas are m eeting with 
fair request and the m arket generally 
is in about as satisfactory a condition 
as could be expected, though this is 
not saying much. Despatches by ca
ble indicate a firm m arket a t prim ary 
points.

T he demand for sugar has been 
m ighty light and w ithdraw als under 
previous contract have been about as 
lim ited in volume as for many weeks. 
T here seems to be an impression that 
a decline m ay occur a t any time and 
buyers are taking only enough to 
keep trade moving. Granulated is 
quoted generally a t 5.15c.

Rice is quiet. W ith  demand appar
ently lessening some concessions 
m ight be looked for. T he coming 
crop is said to  be in good condition 
and a big yield is looked for, although 
it will be late. Q uotations are about 
unchanged, w ith good to  prime do
m estic quoted a t 5J^@5^ c .

Spices are firm. T he demand is 
only m oderate. Stocks not large, but 
there seems to  be enough of every
th ing  to  m eet all requirem ents. Singa
pore pepper, in large way l l H @ l l |4 c.

M olasses is m oving only in a job
bing way. T he range of values is 
w ithout change and stocks are m oder
ate. Good to  prim e centrifugal, 26@ 
34c. Syrups are quiet and the supply 
is m oderate. Fancy, 25&28c.

Standard 3s tom atoes for delivery 
a t the end of this m outh arc quoted 
a t 80c f. o. b. Baltim ore and this seems 
to  be about the lowest ra te  named. 
T he m arket is quiet, but carmers are 
very firm and not at all inclined to 
make concessions and say th at 85c 
will be the prevailing ra te  within a 
very sho rt time. Peas are firm. 
O ther goods are unchanged.

B utter steady but the  situation is 
quiet. T he supply is larger than a 
week ago and storage warehouses 
m ust be receiving a p re tty  good sup
ply. E x tra  cream ery, 27@27%c; 
firsts, 25H@26J£c; process, 24@24J^c; 
im itation creamery, 23*/£c; factory 20 
@21^ c .

Cheese is firm and the supply is not 
overabundant. W hole milk, 15J4@ 
15j4c.

Eggs are in liberal supply of all 
grades except top. Storage stocks 
are ample and the m arket generally 
is ra ther quiet. Best W estern  whites,

23@25c. T he supply at about 20c is 
large.

Official Commendation of Established 
Apple Grades.

T raverse City, Aug. 5—T he article 
signed by C. P. Buck, which appeared 
in your issue of Ju ly  24, is tim ely and 
to the point.

I t  calls attention to  a question which 
has been occupying the serious a tten 
tion of the W estern  Michigan Devel
opm ent Bureau for m ore than two 
years.

Mr. Buck’s contention is correct 
that fresh m arkets m ust be found for 
the constantly increasing yield of 
Michigan apples, and the damaged 
reputation of the M ichigan pack re
stored, in order to ensure to the grow 
er a fair return  on his capital and to 
prevent serious loss on the large in
vestm ent in W estern  Michigan land 
that has been made during the past 
few years.

W hile we consider Mr. Buck’s esti
mate of ten million bushels of apples 
as the crop in W estern  Michigan in 
two years as too high, yet we agree 
with him that it is tim e to act.

The W estern M ichigan Develop
m ent Bureau has been keenly alive to 
the situation, but we realized th at not 
much could be done until the fruit 
growers of W estern M ichigan became 
better acquainted with m odern scien
tific methods. T o this end we en
gaged the services of a com petent 
horticulturist whom we have kept in 
the field, instructing our own people 
in better m ethods. The results of 
this work can be seen on every hand, 
so that now we are ready to take an
o ther step forward.

A registered label or brand has been 
prepared and the question of estab
lishing grades appointing inspectors 
and issuing licenses will be decided at 
the next m eeting of our Executive 
Committee.

W e have opened up an export m ar
ket in Great Britain and in order to 
bring W estern  Michigan apples to  the 
attention  of the shippers, we will make 
an exhibit of five summer, ten fall and 
fifteen w inter comm ercial varieties of 
apples at the eighteenth annual con
vention of the  In ternational Apple 
Shippers’ Association at the Sher
m an House, Chicago, A ugust 7 to 9, 
1912.

W estern  Michigan Developm ent 
Bureau.

Jno. I. Gibson, Sec’y.

Dangerous Incompatibility.
A ttention  is called by a w riter in 

the Lancet to  still ano ther incom 
patibility with sweet spirit of nitre. 
T his is an emulsion of almonds, 
tincture of squills, ipecac wine and 
sweet spirits of n itre  which som e
times explodes, due doubtless to  the 
presence of tannin in the gum  used 
in making the emulsion. T he ethyl 
nitrite  is decomposed by the tannin, 
causing evolution of oxides of n itro 
gen, and when the vial is corked the 
gas accumulates and may burst the 
bottle. T he reaction will take place 
when o ther drugs containing tannin 
are present and is a well-known oc
currence in the m ixture of sweet ni
tre  and fluid extract of buchu.
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THE LAKE SHORE.

Ways of Nature in the Matter of 
Vegetation.

W ritte n  fo r th e  T radesm an .
The Michigan lake shore is in te r

esting for those who take pleasure in 
observing the ways of nature in the 
m atter of vegetation. The waves 
have washed up the sands from the 
lake, the sands have dried and the 
winds have blown this sand into the 
hills which fringe the lake shore from 
Michigan City northw ard. These 
hills are pure sand and, as the waves 
are still washing and the winds still 
blowing, these hills are constantly  
changing. In  the course of the ages 
nature has clothed these sand hills 
with vegetable grow th and how slow 
m ust have been this process can only 
be imagined. T here are some spots 
along the lake shore, like the “five 
mile sand hill” a t Grand H aven and 

Old Baldy” at M acatawa park that 
have resisted w hat nature has tried 
to do and are still shifting and un
staple in spite of all that men have 
done to  reinforce the efforts of na
ture. But long stretches of the hills 
and the intervening valleys are cov
ered w ith forests and, where the for
ests have not been disturbed by lum
berm en or wood choppers, m any of 
the trees are of noble growth, a hun
dred or m ore years old at least. The 
trees m ost frequently seen are beech, 
oak, maple and elm, w ith some wild 
cherry, an occasional butternut, some 
ash and in recent years pine and hem 
lock have been springing up. These 
trees are such as are usually found on 
heavy soils, the clays and loams, and 
to find them  prospering on pure sand 
is som ething of a surprise. T he ex
planation for this is in the fact that in 
these sand hills there is abundant and 
perpetual m oisture. The hot sum m er 
winds m ay dry the surface sand and 
make it as shifty as snow, but this 
loose surface sand serves as a dust 
mulch and dig down a few inches any
where and the sand is found to  be 
cool and moist. T he dust mulch of 
the western farm ers is in reality  a 
story  as old *as the world and has 
been practiced by nature along the 
M ichigan lake shore for ages and with 
success. T he decaying leaves and 
vegetable m atter has given some nu
trim ent to  the soil and made the tree 
growth possible.

T he undergrow th in these sand hills 
is no less in teresting  than the forestry. 
In the hills will be found trillium , Sol
omons seal, tw isted stalk, blood root, 
Jack in the pulpit, ferns and o ther 
plant l'fe which in the natural course 
of events one would look for in damp 
m arshy places only. I t  is the fact 
th at the sand retains the m oisture 
th a t makes this grow th possible, not 
m erely in the depths of the ravines 
but far up tow ard the tops of the 
wooded hills. O ften these plants are 
found grow ing under conditions that 
seem difficult. T he sand will blow 
over from  the lake shore and bury 
them, and yet when spring time calls 
they come up through the covering to 
play their small p a rt in the  scheme oi 
nature. I t  is not unusual to  find 
plants whose roo ts are a foot or m ore

from  the surface, and yet they seem 
to flourish.

Those who go to  the lake shore and 
are satisfied with the passing pleas
ures which resort life affords, in real
ity miss the g reatest opportunities for 
enjoym ent. T hey should go up into 
the wooded hills and see what nature 
is doing and how she is doing it, and 
then come home to marvel.

E vergreens are not much in evi
dence along the lake shore hills and 
this is because of the activities of the 
lumberm en a generation ago. in  
m any places, however, pines and hem
locks and an occasional spruce are 
again appearing and in a few decades 
m ore if nature is perm itted to do her 
work there will be a fine shelter of 
green in w inter as well as in summer. 
The few evergreens th a t the lum ber
men left are annually scattering  their 
seed and the seed seem to be finding 
congenial conditions in the leaf mold 
th at has accum ulated and in the damp
ness beneath.

They Were Tremendous.
Two men that boarded the summer 

car together were somewhat excited 
over some event, and after finding seats 
together, one of then said:

“You can’t help but see, with me, that 
the issues are tremendous.”

“Yes, I see,” was the reply.
“His election would be a public cal

amity.”
“It certainly would.”
“I might almost say the fate of the 

country is at stake.”
“But the honest voter must stand by 

the country.”
“T hey should, but in tim es of 

political excitement like this you can’t 
count on what they will do.”

“Let us hbpe he will be defeated and 
his party taught a needed lesson.”

At this juncture a man on the seat 
ahead turned around and sa id : 

“Gentlemen, excuse my butting in, 
but do you refer to the election or de
feat of T aft?”

“T aft?  T aft?” repeated the “tre
m endous” man, w ith ill concealed con
tempt.

“Then it isn’t him?”
“Not by a jugful! The gigantic 

struggle that may end the life of this 
republic is whether I am to be elected 
one of the trustees of our village next 
fall, or whether a red-faced butcher 
weighing 230 pounds, who also wants 
the place, is to be elected and permitted 
to topple down the bulwarks of liberty. 
As I say, the issues are tremendous, 
positively tremendous.”

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

Buffalo, Aug. 7—Cream ery butter, 
25@27c; dairy, 20@24c; poor to  good, 
all kinds, 18@22c.

Cheese—Fancy, 16@16J^c; choice, 
15@15j4c; poor to  common, 8@12c.

Eggs — Choice, fresh, 21@21)4 c; 
candled, 22@23c.

Poultry  ( l iv e )— Turkeys. 12@14c; 
cox, 10@ llc; fowls, 14^@ 13c: chicks, 
17@20c; ducks, 13@15c; geese, 10c.

Beans — Red kidney, $2.50@2.60; 
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.

Evidence Against the Doctor. 
T he statem ent has frequently  been 

made th at the m istakes of the doctor 
are buried underground, and no one 
the wiser, but that the erro rs of the 
pharm acist are advertised to the 
world to  h is g reat damage and loss. 
In  the case of a physician who dis
penses his own medicine it is possi
ble (we do not say it ever occurs) 
that an erro r in com pounding or in 
calculation of w eight or m easure or 
dosage m ay result in death or in jury  of 
patient. Such erro r may not be discov
ered by the doctor, but at any rate 
there is no legal inform ation on which 
to base prosecution. O ther than the 
doctor, no one knows w hat he gives 
the patient or what he gives it for.

Because of this state  of affairs it 
is easy to see that it is possible for 
the doctor (again, we do not say it 
ever happens) to avoid all responsi
bility for his e rrors in diagnosis or 
medication. T here is left no record.

Physicians have always argued, and 
it is a sound argum ent, th at it is their 
righ t and privilege to supply the 
medicine if they see fit. T his has 
naturally  led to the custom  of keep
ing secret w hat medicine is used. 
The hom eopathic fratern ity  especially 
follows this course. But the claim 
that it is no one’s business, save the 
doctor s, w hat is adm inistered is not 
sound, and here is where reform  is 
called for. I t  is everyone’s business 
to  know w hether the doctor acts 
rightly, and it is the law’s business 
to  hold him accountable for his m is
takes. The trouble has always been 
to secure inform ation to prove his er
rors. I t  is not possible, nor desirable, 
to  take from the doctor his right to 
dispense, but it is both possible and 
desirable to provide that he dispense 
properly. T he how to do this is the 
problem, which, although not impos
sible of solution, is, however, a tick
lish and difficult one.

The Kansas Pharm aceutical Asso
ciation evidently believes it has tak
en at least one step tow ard its solu
tion by passing certain resolutions at 
its annual m eeting last m onth. These 
resolutions call for the enactm ent of 
legislation which shall provide:

1. T h at any physican who shall 
sell, compound, dispense, adm inister, 
or give away, any medicine or rem 
edy for or to any patient or other 
person, shall w rite a prescription or 
order for such m edicine or remedy in 
such form as to be legally intelligi
ble.

2 . T he original or a copy of any 
and all such prescrip tions w ritten, in 
every instance of such dispensing, 
shall at the time thereof be supplied 
to such person or patient or any le
gal representative.

T his would not deprive the doctor 
of the privilege of dispensing, but it 
would certainly “keep tabs” on him, 
which is perhaps desirable in g reater 
m easure than  we conceive of. The 
proposed m easure would put him on 
record and make it possible to “check 
up” his work, if occasion arose.

T his m easure likewise would make 
the patient the legal custodian of the 
prescrip tion  (o r copy thereof), there
by settling  the question “who owns

the prescription?” Perhaps the fram 
ers of the resolutions were likewise 
not a ltogether blind to  the fact th at 
the patient would be enabled to  go to 
the drug store for “repeats” if he 
wished, ignoring the doctor and his 
professional fee. W e do not like to  
think th at this was an actuating m o
tive, however.

W hat the doctors will have to say 
about the proposition and w hether it 
can and will be made to work are 
developm ents, to which we shall look 
forw ard w ith interest.

He Had an Object.
From the seashore hotel a wharf ran 

out a quarter of a mile to deep water, 
and on a hot day the wharf was the 
hottest place in the whole United States. 
I was loafiing on the shady veranda 
one scorching July afternoon, when a 
male guest of the hotel started off down 
that roasting wharf with a fishpole over 
his shoulder. He was regarded with 
astonishment, but of course, nothing 
was said. He had reached the end of 
the wharf and had been fishing for half 
an hour, when a woman came up to 
me where I sat and asked:

“Did you see my husband go down to 
the wharf with a fishpole?”

“I saw a man, ma’am.”
“It was probably my husband. Would 

you be so kind as to go down and tell 
him I want him at once?”

I went down through the fiery furnace 
and gave my message. The man did 
not even look up.

A second statement brought no better 
results. Then I happened to notice 
that he had no line at all attached to 
his pole, and I said:

Stranger, I have told you twice that 
your wife wanted you.”

“Yes,” he muttered.
“You seem to be fishing without any 

obj ect.”
“Don’t you believe i t !”
“But you have neither hook nor line.” 
“I know it, but I have an object, just 

the same.”
“And—and—”
“It’s hot as Hades, isn’t it?”
“You bet!”
“And it’s July?”
“It is.”
“Well, my wife wants me to promise 

her a new set of furs for next winter, 
and my object is to keep away from 
her until I get a sunstroke and keel 
over!”

Another Peril.
“But, Peter, you should be grateful 

that you were saved from drowning, 
and not cry like that.”

“Yes, but there come my aunts and 
now I’ll be kissed all the afternoon.”

Ever Thus.
“Pa, w hat’s political knavery?” 
“W hat the o ther side’s doing, my 

son.”

D on’t imagine th at people are go
ing to call you a liar every tim e they 
think it.

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter 

Color and one that complies with the 
pure food laws of every State and of 
the United States.

M anufactured by W ells & R ichardson Co. 
Burlington, Vt.

mailto:2.50@2.60
mailto:3@3.10
mailto:3@3.10
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Movements of Merchants.
W ayland—E. F. Glass has closed 

his bakery and retired from  business.
Maple Rapids—Floyd Crook has 

engaged in the jew elry business here.
Brookfield— F. W atson, form erly 

of Durand, has engaged in general 
trade here.

Gladwin—M cDonald & Co. will en
gage in the shoe, hardw are and gro
cery business.

W est Branch—Lawrence Ellison, 
recently of Alma, has engaged in the 
shoe business here.

Hancock—John Latva has engaged 
in the grocery and m eat business at 
734 Pine street.

Sturgis—Clark Huff, recently  of 
Dowagiac, has engaged in the furni
ture business here.

Pontiac—A. E. Cheal will open a 
sporting goods store at 23 east Law
rence street, Sept. 1.

Cass City—Allen C. H ayes has en
gaged in the dry goods, shoe and 
grocery business here.

Pontiac—W. H. W ix is closing out 
lis stock of second-hand goods and 
vill retire from business.

Chassell—The Chassell State Bank 
has been incorporated with an author
ized capital stock of $20,000.

D urand—O. J. Jones has sold his 
grocery stock to F. C. Dunham, who 
will continue the business.

Grand Ledge—George V anH orn 
and Chris. Glenn succeed J. H. Allen 
& Son in the m eat business.

A lto—Mrs. George Clark has sold 
her m illinery stock to Mrs. C. W. 
W illiams,who has taken possession.

Jackson—George W . H auk suc
ceeds Gillette & Gates in the m eat 
business at 119 N orth  Mechanic 
street.

O tsego— Lee Smith and A rthur 
W iley have form ed a copartnership 
and engaged in the produce, seed and 
coal business here.

Kinde—T he Kinde S tate Bank has 
been organized to  do a general bank
ing business with an authorized capi
tal stock of $25,000.

Negaunee—Levine Bros, have pur
chased the bankrupt stock of the Chi
cago store, at Houghton, and will con
solidate it with their own.

Calumet—U riah C. Penberthy  and 
Paul Spehar have formed a copart
nership and will open a m en’s fur
nishing store here, Oct. 1.

W illiam ston — C. S. Chamberlain 
has sold his grocery stock to  Frank 
Locke, recently of W ebberville, who 
will continue the business.

H olland — H arry  D ornbos and 
H erm an K ram er have form ed a co
partnership  and engaged in the m eat 
business at 444 F irs t avenue.

Hancock—John  Funkey has trans- 
fered his hardw are stock to  his son 
and daughter, F red  and Gertrude, 
who will continue the business.

Kalam azoo—Fred Glass has sold a 
half in terest in his grocery stock to 
Fred Ailes and the business will be 
continued under the style of Glass & 
Ailes.

M endon—H arry  W orth ing ton  has 
sold his ice cream  and confectionery 
stock to  R. A. K itchen, who will con
duct a restau ran t in connection with 
the business.

T raverse City—H. E. H allberg  & 
Co., have purchased the bankrupt 
Schoolcraft & Nelson grocery stock 
and will continue the business at the 
same location.

Fennville—Mrs. Alice Sheffer has 
sold her grocery stock and restauran t 
to  her sons, Maurice and Charles, 
who will continue the business a t the 
same location.

Flushing—H. H. C hatters has sold 
his stock of general m erchandise to
E. W . N orthrop, recently of Flint, 
who will add a line of m en’s furnish
ing goods to  the stock.

Casnovia—Fred L. M artin has sold 
his grocery, shoe and hardw are stock 
to  F red  W oodw ork, who has taken 
possession and will continue the 
business under his own name.

H udson—Don M anahan and M or
ris J. M alarney have organized a 
company under the style of the H ud
son Sales Co. to  engage in the selling 
of household supplies, fence anchor, 
etc.

Arcadia—Jam es Jones has pur
chased the in terest of his partner, 
Charles Schaefer, in the m eat stock 
of Jones & Schaefe and will con
tinue the business under his own 
name.

Grand Ledge—A. C. Baldwin and 
Thom as W est have form ed a co
partnership  and purchased the  g ro
cery stock and bakery of C. A. Smith 
and will continue the business a t the 
same location.

W ym an—T he Gleaner Produce Co. 
has been organized to deal in farm 
produce, seed and supplies, with an 
authorized capital stock of $3,000, of 
which $1,500 has been subscribed and 
paid in in cash.

Allegan—A lbert Brand has sold 
his m eat stock to Julius Maskey, 
Gus Braun, H erm an Konkie and 
O tto  Liniger, who have taken pos
session and will continue the busi
ness at the same location.

Portland—George W . Allen has 
sold his stock of clothing and m en’s 
furnishing goods to  C. D. Tom y and 
Roy Dawdy, who have form ed a co
partnership and will continue the busi

ness under the style of the Economy 
Clothiers.

Pontiac—Milton G. Robinson has 
purchased the interest of George W. 
Dickinson in the John D. Austin Co. 
stock. The building will be rem od
eled and opened Septem ber 15 as an 
exclusive wom en’s ready-to-wear 
garm ent store.

Calumet—-The Italian Co-Operative 
Store has been incorporated to pur
chase dry goods, groceries, etc., and 
sell them  to all stockholders, with an 
authorized capital stock of $10,000, 
of which $320 has been subscribed and 
paid in in cash.

Alden— L. A rm strong, general 
dealer, has the sym pathy of the trade 
in the death of his 19-year-old son, 
who was recently drowned while de
livering goods to customers on 
T orch Lake from a m otor boat 
which bore the ill-fated name of 
Titanic.

D etro it—Pending the decision of the 
Commissioner of In ternal Revenue at 
W ashington, a stock of oleom argarine 
seized Tuesday at the place of Joseph 
A Burk, 2114 W est Jefferson avenue, 
has been released. Mr. Burk made a 
comprom ise offer of substantially the 
value of the goods and paid the 
m oney into the In ternal Revenue of
fice. Burk was recently convicted in 
the United S tates D istrict Court of 
m anufacturing and selling oleom arga
rine w ithout a license, and a tax 
(am ount unknown) was assessed. It 
is said th at since his conviction his 
sister, Miss K ate Burk, has been con
ducting the business in a legitim ate 
way. F o r this reason the compromise 
was considered.

Manufacturing Matters.
St. Joseph—A rthur Kropp has op

ened a cigar factory on Ship street.
M uskegon — The V andergrift Box 

Co. has increased its capital stock 
from $25,000 to  $50,000.

D etro it—The M ichigan M otor Spe
cialties Co. has increased its capital 
stock from  $20,000 to  $75,000.

Saginaw—T he O pportunity  Manu
facturing Co. has increased its capital 
stock from $10,000 to  $20,000.

D etro it—The Nicholson Manufac- 
uring Co. has been succeeded by the 
Purdy Lum ber & M anufacturing Co.

D etro it—T he Menzie Shoe Co., 
m anufacturer of shoes, has increased 
its capital stock from  $80,000 to 
$ 200,000.

M unising — T he M unising Veneer 
Co. has been incorporated with an 
authorized capital stock of $100,000, 
of which $60,000 has been subscribed 
and paid in in cash.

M unising—T he G reat Lakes Veneer 
Co. has been absorbed by the Munis
ing Veneer Co. Some changes and 
im provem ents will be made to increase 
the output of the new company.

W ells—Bark peeling in this vicinity 
is getting  along very well, considering 
the scarcity of peelers. Loggers and 
jobbers are getting  ready for winter. 
Some of them  are m aking piece stuff 
and will soon begin skidding.

Escanaba—The Beaver T im ber Co. 
has been incorporated to  do a gen
eral lum bering and logging business, 
with an authorized capital stock of 
$125,000, all of which has been sub

scribed and paid in in cash. O pera
tions to  be carried on at Beaver.

Escanaba—The Ready Rax M anu
facturing Co. has been incorporated 
to engage in the m anufacture of car
pet and rug racks, with an authorized 
capital stock of $15,000, all of which 
has been subscribed, $1,000 being paid 
in in cash and $7,650 in property.

Bay City—E. B. Foss & Co., ex ten
sive lumber dealers in Bay City, also 
coal mine operators in Bay county, 
have leased m ining privileges on sev
eral hundred acres of land half a mile 
from the corporate lim its of the city 
of F lin t and started sinking a shaft 
for a coal mine. T he coal vein is 
found 246 feet down and a 10 years’ 
supply at 650 tons a day is estim ated.

Battle Creek—Several Lansing and 
Jackson capitalists have consum m at
ed a deal here w hereby they acquire 
the old hulled bean p lant for a sum 
of $25,000. The p lant will be con
verted into a bread-w rapping factory. 
George Gaw, Jr., of Ypsilanti, and 
Charles Dorman, of this city, have 
taken over the stock of the Prim s 
M anufacturing Co. and incorporated 
the Rite W ay Co. for $50,000. The 
doncern will m anufacture coffee 
roasters.

D etroit—The bondholders of the 
D etroit Salt Co. have accepted a 
proposition made by the W atkins 
Salt Co., of Wlatkins, N. Y., which 
contem plates the com plete re-organi
zation of the company w ith the p rop
erty passing into the hands of the 
W atkins concern, a well known salt 
company operating m ines in W at
kins. The property  has been in the 
hands of the Security T ru st Co. as 
receiver for a little over a year, the 
receivership having been regarded as 
entirely successful. The m ines in 
Delray have been im proved and 
placed on a paying basis. Pending 
a receiver’s sale, W . W . Clute, presi
dent, of the W atkins Salt Co., will 
have complete control as receiver, 
succeeding the Security T ru st Co.

M anistee—It is expected th at this 
year will clean up the lum bering oper
ation of the R. G. Peters Salt & Lum 
ber Co. in W exford county, and in an
other year the operations of one of 
the oldest operators on the M anistee 
River will be finished. The property  
is in charge of the Michigan T rust 
Co. in the capacity of receiver until 
the estate is com pletely closed out. 
The holdings of the R. G. Pe ters Salt 
& Lum ber Co. in the U pper Peninsu
la of M ichigan and in o ther S tates are 
being closed out as rapidly as possible.

Au Sable—T he H. M. L oud’s Sons 
Lum ber Co. has been a victim of m is
fortune. L ast year the com pany’s big 
plants were sw ept away by fire, and 
last week a new roundhouse built for 
locomotives used on its logging rail
road was burned together w ith a loco
motive, involving a loss of $10,000. 
T he persisten t report in circulation 
that the D etro it & Mackinac Railroad 
Co. had purchased the Loud compa
ny’s railroad and tim ber holdings in 
Alconda county and would extend the 
road to Comins and Barton City is de
nied by the m em bers of the company. 
The company closed the Byers camp 
in Alconda county, but only for the 
summer.
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The Produce Market,
Apples—Duchess command about 

$4 per bbl.
A pricots—California, $1.15 per box.
Bananas—$3.75 per 100 lbs.
Beets—20c per doz. bunches.
B lackberries—$2 per 16 qt. crate.
B utter—Receipts are larger than  a 

year ago. T he w eather has been 
very favorable to  a good make, and 
the quality of the b u tte r now coming 
forw ard is excellent. The consum p
tive demand is very good and the 
m aiket rules steady and unchanged. 
The situation as to  storage b u tte r is 
about the same as a year ago, and 
everything considered, no radical 
change seems in sight in the near 
future. E x tras are now held a t 26J^c 
in tubs and 27^@ 28K 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.

C arrots—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 m arxet has been sta 

tionary during the week. T he w eath
er is favorable for shipping and the 
quality of the receipts shows consid
erable im provem ent over a week ago. 
For the season the receipts of eggs 
are about norm al and the m arket 
throughout is healhty on the p resent 
basis. The m arket will probably re
main unchanged for some days. Lo
cal 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.
H oney—18c per lb. for white clov

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

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

90c 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(a4.50 for Valencias.
Peaches—E lbertas from  Arkansas, 

Oklahoma and M issouri are sold at 
$1.75@2 per bu. Six basket crates 
command $1.75. H om e grow n from 
the Southern part of the S tate are be
ginning to come in, but only in lim it
ed quantities. Receipts from the 
South are arriving in much better 
condition than  the crop of Georgia 
and Texas.

Pears—$1.75 per bu. for sugar.

Peas—$1.50 per bu. for Telephones.
P ieplant—85c per 40 tb. box for 

home grown.
Plum s— California, $1.50@1.65 per 

box; $2 per. bu. for home grown early 
Burbanks.

Potatoes—H om e grow n are now in 
control of this m arket on the basis 
of $1 per bu.

Poultry—Local dealers pay 12c for 
broilers; 10c for fowls; 5c for old 
roosters; 7c for geese; 8c for ducks; 
10c for turkeys. T hese prices are for 
live-weight. D ressed are 2c higher.

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

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

8 tb. basket of home grown hot house, 
65c.

Veal — 5@ llc, according to the 
quality.

W aterm elons—M issouri stock is in 
strong  demand at $2.50 per bbl. of 10.

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

W hortleberries—$1.65 per crate of 
16 qts.

Placing Business on Higher Plane.
Jackson, Aug. 6—C. E. Foot, of 

Foote & Jenks, has been appointed 
S tate Com m itteem an from  Michigan 
by the President of the N ational F la
voring E x tract M anufacturers Asso
ciation.

T he appointm ent is in line w ith a 
general effort which is being made by 
the m anufacturers of extracts to  place 
their business on a higher plane.

Organized To Promote Agriculture.
Em pire, Aug. 6—The citizens of 

Em pire have organized an associa
tion to  be known as the F ru it Belt 
A gricultural Society. T hey are m ak
ing plans to  hold a three day agri
cultural fair some tim e in October.

Chas. L. Hogle.

Jacob Sanford, m eat dealer at 1134 
South Division avenue, has added a 
line of groceries to  his stock. T he 
Judson Grocer Co. furnishing the 
stock.

H arris & H irsh  have engaged in 
the  hardw are business a t Clare. T he 
Michigan H ardw are Company fur
nished the stock.

Read much and carefully; th ink  
deeply; and don’t hesitate to  make 
use of the ideas th a t o ther men have 
advanced.

A. T . Stehouw er succeeds M. M. 
M erritt in the grocery business at 36 
Grand avenue.

T o  succeed, one m ust som etim es be 
very bold and som etim es very prud
ent.—Napoleon.

The Grocery Market
Sugar—T he m arket is quiet and 

featureless. T his ought to  be the 
beginning of the season of heaviest 
demand, but the light fru it crop all 
over the country will naturally  result 
in a reduction of the  usual demand 
at this season of the  year and from 
now on. All of the refiners are quot
ing granulated a t 5.10 except Federal, 
which is quoting a t 5.05. All the re
finers, however, are accepting orders 
for immediate shipm ent on a 5c 
basis. The passing of the Lodge bill 
by the senate did not seem to change 
conditions. T he fact is if this bill 
becomes effective it will m ake but lit
tle difference, as not a g reat deal of 
sugar is im ported on which a duty of 
$1.82 per hundred is paid. I t  is es
tim ated that if the Lodge bill be
comes a law it will cause a loss to 
the Governm ent of about five and 
one-half million dollars, or about 
one-tenth of the present duty.

Tea—Advices from the O rient re
port strong  prim ary m arkets with ac
tive buying. T he second crop Japans 
are reported to  be about th irty  per 
cent, short of last year with cup 
quality good and leaf not quite up. 
New crop black teas are coming in 
with m arket active. Samples of new 
China greens show good cup quality 
but not as good style as usual. The 
m arket on P ing Sueys is advancing 
with active demand. T he continued 
wet w eather in Form osa is detrim ental 
to cup quality and style of the sum
m er teas. Prices are firm and sales 
active. Ceylons and Indias firm and 
active.

Coffee—Reports from Brazil are to 
the effect that prices are very firm, and 
that receipts are short of last year on 
August 1. The demand from the retail 
trade continues very good for hot 
weather. The better grades of Brazils 
are fairly steady. Mild coffees are 
strong and unchanged. Java and Mocha 
quiet at ruling prices.

Canned F ru its—Apples are dull and 
unchanged. California canned goods 
are unchanged and in very light demand. 
It looks now as though the pack of all 
kinds of fruits will be of a good size 
and that prices are sure to be much 
lower than last year.

Canned Vegetables— Corn is cheap, 
but buyers are only taking supplies in 
a m oderate way. T om atoes are easing 
off some now that new pack goods are 
being offered and the first shipments 
are expected soon. There will without 
doubt be a decided shortage in peas, 
some Michigan packers having announc
ed that they would deliver no more 
than about fifty per cent, of any grade.

Clives—Prices are low, but the m ar
ket is firm and reports from olive grow
ing countries are to the effect that the 
hot weather has practically ruined crops 
in some sections.

Cheese—The consumptive demand is 
about normal for the season. The 
market is healthy, with a slightly firmer 
tendency. The quality of the cheese 
arriving is showing some improvement, 
and the make is much larger than a 
year ago.

Fish—Cod, hake and haddock are 
quiet and unchanged. Salmon shows no 
change. Red Alaska is in buyer’s favor,
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although no prices have yet been named 
on new pack. Domestic and imported 
sardines are unchanged. The demand 
for mackerel has been comparatively 
light during the week, but the market 
seems to have developed a little more 
firmness. Values are steady.

Provisions—All cuts of smoked meats 
are firm and tending upward. Pure 
lard is firm at J^c advance, but com
pound lard is barely steady and unchang
ed, with a light demand. Barreled pork, 
dried beef and canned meats are all in 
increased demand and unchanged.

Manufacturing Matters.
Kalamazoo — A fter rem aining in 

idleness for nearly two years as the 
result of bankruptcy proceedings, the 
plant of the old M ichigan Boxboard 
Paper Co., was placed in operation 
to-day. The plant has been taken 
over by Eddy Paper Co.

M anistee—On account of the tru s
tee, John A. Meiers, not advertising 
the sale of the M anistee W atch Co. 
p lant in the trade papers, the sale 
was a fizzle. I t  is probable that an
o ther sale will be advertised in m edi
ums which will a ttrac t the attention  
of bona fide buyers.

Flint—T he M arvel C arburetor Co., 
of Indianapolis, had entered into a 
contract with the board of com
merce to  remove its p lant to  this 
city. The company has an estab
lished business in Michigan, and its 
change of location is largely due to 
a desire to get into the center of the 
auto industry. Local capital has been 
interested in the enterprise, and the 
concern will be amply financed to  
m anufacture its product on an ex
tensive scale. T he present capacity 
of the company is 300 carburetors a 
day, necessitating the employm ent 
of 100 skilled mechanics, but a m a
terial increase in the equipm ent of 
m achinery and working force is 
contem plated as soon as the neces
sary preparations can be made for 
an expansion of the business.

P o rt H uron—Em ploym ent will be 
given to  150 men by a new foundry 
company which will locate a t this 
place, final details of the deal 
w hereby A. L. Holm es, of Romeo, 
leases the old m alleable iron works 
plant having been completed. The 
foundry will take immediate posses
sion of the building, which will be 
fitted up w ith two large cupolas with 
a capacity of 15 tons per day. Cast
ings of m otor cylinders and piston 
rings will be m anufactured (or the 
Ford  M otor Car Co., of Detroit. The 
new concern will do the g reater por
tion of the w ork now done by the 
Romeo Foundry Co. T o secure the 
new industry P o rt H uron had to  
compete with Dayton, Ohio, the 
S toddard-D ayton Co. offering its 
p lant to  Mr. Holm es. T he location, 
transporta tion  facilities and living ad
vantages caused the selection of this 
city, however.

W illiam  Sawyer (W orden Grocer 
Co.) is very happy to-day over the 
advent of a bran new boy a t his 
house. Mr. Sawyer covers the trade» 
of the H olland colony.

In  this progressive age we should 
no longer say “dark horse,” but “black 
autom obile.”

mailto:1.50@1.65
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SALES BY MAIL.

Further Advice on this Feature of 
Retailing.

Written for the Tradesman.
Our preceding talk shot at a single 

mark. I t strove to drive home to you 
the danger of selling goods by mail. It 
endeavored to prove the futility of imi
tating the retail mail order houses.

It declared that the letter which failed 
to bring the prospect into the store 
failed of its mission.

Perhaps the talk struck home, but it 
failed utterly if you said, after reading 
it, “Why can’t I succeed as well as the 
great wholesalers who are making mon
umental successes through exclusive 
catalogue-selling ?”

This statement, if you made it, is 
just about as logical a declaration as 
this one, “Why can’t I live on grass, 
oats and corn as well as the horses and 
cattle that seem to thrive on it?”

You and the wholesaler are the two 
opposite faces of the same coin. Fun
damentally, the same; actually, very dif
ferent.

The wholesaler sells goods to a pub
lic that is comparatively distant. They 
can’t drop in every day and supply their 
needs. In fact the wholesaler must 
take his goods to them if he wishes to 
have satisfactory volume of business.

Therefore, he either sends out a trav
eling man with a trunk or two of sam
ples or mails a monthly catalogue con
taining minute descriptions and illus
trations of all the goods he sells.

He doesn’t choose the latter because 
it is inherently a better salesman than 
the former, but because the catalogue 
often enables him to make a substantial 
saving in his laid down costs to you.

The wholesaler uses these methods 
because he has to.

But you don’t. Your trade is within 
easy shopping distance of your store. 
They are accessible to you and you to 
them.

Also note this fact. The mail-order 
wholesaler has one refrain that he sings 
day in, day out. It’s this:

Come to market.
He knows that it is better for him 

and for his customers to have the lat
ter inspect actual goods and to compare 
them where comparison is easiest.

Now if you’re still unconvinced, dig 
out the preceding talk and read once 
more what it said about drawing trade 
to your store.

Your letters are a useless expense if 
they fail to create sales within the four 
walls of your establishment.

And how are they to do it?
First of all, by hitting the bulls-eye 

in the very first line.
First impressions last a long time.

If the most saintly man on earth looks 
like a hypocrite he’ll have a very hard 
time counteracting the effect of his ap
pearance.

Remember, if  you can, the last per
son you were introduced to. Didn’t you 
weigh him mentally before you heard 
him speak? If  he had an ingrowing 
chin and a rabbit’s nose, watery blue 
eyes and clamy hands, didn’t you classi
fy him as a mollycoddle? And yet he 
may be one of the most courageous and 
determined men you ever saw. 

Appearances are deceitful, but they’re

also often the most convincing things 
about a man.

Therefore, in your letters, put your 
best foot forward in the very first line. 
Remember always that your letter is a 
salesman and if possible have him cap
ture the prospect on the very first at
tack.

Many merchants begin their letters 
with such moss-grown expressions as 
“Dear Madam—I take great pleasure in 
submitting for your approval several 
bargains that ought to appeal to you, 
etc.” Here’s another: “Dear Madam— 
I’m writing to-day to inform you that 
a new line of fall and winter novelties 
have just been received and that you 
are cordially invited to inspect them.” 

Opening sentences like these lack a 
grappling hook. They have no pull in 
them. They lack interest. They’re not 
concrete. <

Think them over and then apply this 
test to the opening sentence of all your 
sales le tters: Would a salesman get any 
encouragement from me if he should 
introduce himself with such hackneyed 
phrases ?

There it i s : the test for all first sen
tences.

W hat sort of an impression would a 
salesman make if he introduced himself 
to you in similar terms?

Therefore make that first sentence so 
interesting that your prospect will be 
incited to read the remainder of the 
letter.

Begin at the beginning. Don’t imitate 
a baseball pitcher and spend several 
valuable minutes “winding up.” Don’t 
beat about the bush.

Throw in the high speed on the very 
first word. Seize attention in the first 
line.

Say the thing that would interest you, 
if you were the customer and another 
merchant were seeking your trade.

Avoid beginnings that are naught but 
generalities. Put in as much of your
self, your store and your goods as you 
can pound into your typewriter or 
splash off your pen.

Be personal in the first line. Don’t 
make it read like a musty, fusty legal 
document. Put some life into it.

But don’t be flippant. You can’t af
ford to get gay when selling goods. If  
folk seek a vaudeville show, they’ll go 
elsewhere.

To start off with, “Dear Madam—Be 
an early-bird at our rip-snorting sale 
and gobble up the bargains,” is to offer 
a gratuitous insult and totally kill the 
effect of the sales-talk that follows. 
There are ways of being personal with
out being undignified. You don’t have 
to do a flip-flop in order to attract at
tention.

Try to tell your whole story in the 
first line and keep it as condensed as 
possible.

Finally, rely on the formula given 
in the last talk and give your “opener” 
the acid test by looking at it through 
the eyes of the other fellow.

Any merchant desiring help and ad
vice on matters referred to in this series 
of talks can secure the same by send
ing samples of his sales-letters to An
derson Pace, care of the Tradesman. 
The letters will be revised and returned 
to the writers with a letter of advice 
and instruction.

The next talk will consider the body 
of the letter. Anderson Pace.

[The Tradesman trusts that many of 
its readers will avail themselves of this 
opportunity to secure the advice and 
assistance of Mr. Pace on this import
ant feature of the retail business.]

Most Failures Due to Practice of 
Overbuying.

Evansville, Ind., Aug. 5 — Ander
son Pace, in his article entitled “W hy 
The Jobber Must Become More Effi
cient,” which was published in the 
Ju ly  31 issue of the Tradesm an gave* 
us some very good pointers concern
ing the jobber of the future.

Mr. Pace is correct. The economic 
problem  of production does not dis
turb or w orry us so much as does the 
distribution of the things we need.

The distributor or the jobber of the 
necessities of life is the man the world 
has its eyes on and the concern which 
places itself in the position where it 
can do the m ost good to the largest 
num ber of m erchants is the concern 
th at is going to do the business.

I t is costing the people of this 
world too much money to get the real 
necessities, and there are many rea
sons why this cost is attached to the 
price the m erchant pays for his stock.

Every time a retailer shakes hands 
with a traveling man, there is from 
two to three per cent, added to the 
am ount of the bill of goods bought.

I t  is about time for the retailers 
to wake up. I think we fail to read 
enough. Thousands of good things 
appear in our trade journals, but too 
many of us let them slip through our 
hands, as it were.

W e don’t seem to have time to sit 
down and mail our orders to up-to- 
date concerns, but we do take time to 
listen to all sorts of stories the travel
ing men have to tell, and never think 
a thing about it. Tim e is no object 
when a smooth salesman is in the 
house.

I know whereof I speak. I do these 
things myself. I rather like to talk 
myself. T hat you can plainly see. 
But does it pay?

The jobber who can furnish the 
retailer with m ost anything he wants 
at any tim e he wants it is the pro
gressive distributor and he is going to 
be the leader in making the right 
prices, and the retailers who will close 
their ears to the thousand and one 
stories told them, and will take the 
time to look at some of the up-to- 
date catalogues which are mailed to 
them, will soon fall in line, they will 
get in line spontaneously, if they will 
think.

The trouble with the most of us is, 
we let the o ther fellow tell us what 
to  do. T hat is to  say, we wait for so 
and so, and we let him dope us with 
his personal magnetism. If we could 
only know how much power there is 
in personal suggestion, we would go 
off by ourselves and “make up our 
own orders.”

Nine failures out of every ten are 
the cause of overbuying, and the cause 
of over buying is through the power 
of suggestion which is dished out by 
the o ther fellow.

Enclosed you will find a copy of

my price list which I  mail out to the 
farmers, distribute from  house to 
house in the city and which we put 
in every package th a t leaves the 
stores. You will notice th a t these 
lists are sent out in advance. This 
gives the people an idea w hat they 
can get “Next W eek.” T he farm ers 
will get this list next week in the mail 
and that will give them  knowledge of 
what they can expect of me the fol
lowing week, and those who have 
been in the stores this week can learn 
what will be offered “ N ext W eek.” 
So you see that these lists can not bs 
any thing but in teresting . Those 
who want to save their pennies, nick
els, dimes, quarters and so on, will 
take care of such price lists, if there 
are real bargains on them .

One must be a price cu tter to m an
age such advertising successfully. 
The idea of spending m oney on adver
tising. for a general store and trying 
to hold up prices is a dream  that nev
er comes true. The public in general 
are bargain hunters, and if they do 
not find any they quit hunting  or go 
to other fields and woods, so it is up 
to the retailers to m ake good hunt
ing grounds or get out of the game.

I have never fo rgo tten  w hat W il
liam Judso'n thinks about a “price cut
ter,” but I am still a dishonorable 
citizen. Now smile. I am one of 
those “undesirable citizen” who wishes 
to give as much as I can to  those who 
need it more than I do, but I am not 
dividing up with the w orthless class 
who do not care for them selves or 
any one else.

W hat’s the m atter w ith somebody 
in Grand Rapids? T he editorial en
titled “A Chinese W all” which ap
peared in your July 31 issue of the 
Tradesm an really made me smile. Do 
the makers of the license fee for coun
try m erchants in Grand Rapids want 
to ruin their city or do they  think 
there is enough business in town 
without the country m erchants. Allow 
me to tell the license builder that if 
it were not for the country  .merchants 
there would not be any city m er
chants, and if the country  merchant 
has a dull season, so does the city 
store keeper, let him be jobber or re
tailer.

The annulm ent of the license fee for 
country m erchants will be the  proper 
thing. I t is a little  dangerous to get 
away from the country  m erchant. You 
had better stick to  him, and pay him 
to come to your town, instead of ask
ing him to pay before he can come in.

There are too m any Chinese walls 
now in every city. W e can’t be too 
careful with our foolish selfishness.

Edw ard Miller, Jr.

Revenge.
Landlady—You believe in m ustard 

plasters, Doctor?
M. D.—R ather! I always order

them for patients who call me out 
in the middle of the  night when 
there’s nothing the m atte r w ith ’em.

Plenty on Hand.
Servant—Please, sir, th ere ’s a man 

at the door with a bill.
Mr. Owens—Tell him we are well 

supplied.



Auer. 7, 1912
M I C H I G A N  T R A D E S M A N 7

For The Picnic
Basket

There should be dainty sandwiches made of home-made bread.
Bread made in the home, with the knowledge that everything is 

sanitary there, has a better flavor than that whose origin is uncertain.
Bread made in the home—if made of Lily White, “the flour the 

best cooks use,” will be found to have a better flavor than any other 
bread no matter where it is made.

This is largely because of the Michigan wheat aided and abetted 
by the skill of our millers.

LILY W H IT E
“THE FLOUR THE BEST COOKS USE”

Is made almost entirely of Michigan wheat and Michigan wheat 
is famous for its flavor.

Especially do the good housewives of New England prefer it over 
any other kind of flour and no loyal woman of Michigan will wonder 
at it.

There’s something about the soil, surrounded by the great lakes, 
which seems to impart a distinct flavor to the wheat as well as to the 
peaches and apples of Michigan.

People of Michigan should be proud of this fact, and if you have 
never observed it, please compare the flavor of Lily White bread with 
that made of wheat raised outside the state.

Lily White is packed in sewed sanitary sacks.

Valley City Milling Company
Grand Rapids, Mich.

T his is a reproduction  of one of the  advertisem ents appearing in the daily papers, all of w hich help the retailer to  sell Lily W hite Flour.
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DEVOTED TO T H E  B E S T  IN T E R E S T S  

O P  B U SIN ESS M EN.
P ubished W eekly  by

TRADESMAN COMPANY 
Grand Rapids, Mich.

Subscription Price.
One dollar p e r year, payable  s tr ic tly  In 

advance.
F ive  dollars fo r s ix  years, payab le  In 

advance.
C anadian  subscrip tions, $2.04 p e r  year, 

payable In advance.
Sam ple copies, 5 cen ts  each.
E x tra  copies of c u rren t issues, 5 cen ts; 

of issues a  m onth  o r m ore old, 10 cen ts; 
of issues a  y ea r o r m ore old, 25 cents.
E n tered  a t  th e  G rand R apids Postoffice 

a s  Second C lass M atter.
E  A. STOW E, E ditor.
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THE OLD AND THE NEW.
Modern methods and materials have 

made great changes in the architecture 
of business and office buildings and 
those who are planning to build for 
business purposes, whether in cities or 
small towns, should inform themselves 
upon the latest ideas before proceeding. 
In the old fashioned building—and there 
are any number of such to be seen 
along the city’s chief business street—the 
materials were wood and brick, and 
with such materials it was necessary to 
build heavy to secure strength. In the 
modern building steel girders, beams and 
posts are used and the same or greater 
strength is secured without weight. In 
the old buildings the windows are nar
row and the wall space between them 
is wide and this could not be avoided 
for wide windows would have been too 
great a sacrifice of strength. In the 
modern buildings the windows are wide 
and the wall spaces reduced to a mini
mum, which is made possible by the steel 
construction. In the old buildings the 
upper floors are dark and much gas or 
electricity must be used to make them 
serviceable for business or office purpos
es, even on bright days. In the new 
buildings the upper floors are as light 
is almost all glass fronts can make 
them, and this makes the upper floors 
even more serviceable than the first so 
far as light is concerned. The new 
Breuer building on Monroe avenue is an 
illustration of latest idea in business 
building construction. Other good illus
trations are the Herpolsheimer and the 
Houseman & Jones buildings on Mon
roe avenue, the Keeler building on North 
Division and the Metz building on East 
Fulton. The Boston store front has 
been made over in the new style and 
both the old and the new style are 
shown in the Foster, Stevens & Co. 
building, the second floor having a made 
over front with wide windows and the 
upper floors the old construction and 
narrow windows. The Spring & Co. 
front above the first floor is old style 
and so is the Wonderly building; in 
fact, so are most of the other Monroe 
avenue fronts. How different in ap
pearance between the old and the new 
it is only necessary to see to appreciate, 
and how much greater the renting value 
of the new, as compared with the old, 
can be imagined. The difference in cost 
is scarcely worth mentioning. There
fore, if you contemplate the building 
of a new store be modern. This applies 
as well to the small town merchant as

to the big cities. I t  will be profitable 
to be up to date, and also a source of 
satisfaction and pride.

Modem methods and materials have 
also made a great change in the store 
fronts. In the old style fronts wood 
frames were used for the windows and 
with plate glass the frames had to be 
heavy, and this meant a sacrifice of 
light and of effective display space. In 
the modem window front the frames 
are of metal or are dispensed with 
entirely and there is no sacrifice either 
o f light or display. An example of the 
very latest store front is the Houseman 
& Jones with neither pillar, post nor 
sash to interfere with the display. There 
are several other very good illustrations 
of the modern front, for this city has 
been more progressive in putting in 
modern windows than in the construc
tion of new buildings. There are any 
number of old style fronts also to be 
seen. The Henry Smith flower store 
at Monroe and Division, for instance, 
is old style; the Eli Cross flower store 
in the Wonderly building and the Crabb 
& Hunter flower store in the Metz 
building are new style, and how much 
more effective the new is than the old 
need only to be seen to be realized. The 
front window is an exceedingly import
ant part of the modern store and those 
who are building should figure on hav- 

the latest and best even if there 
is some difference in the cost. The 
store with the modern windows will 
rent better and for more money than 
the old fashioned front, and it will be 
worth the difference.

PASSING THE HAT.
A few m onths ago a com m ittee of 

the city pastors made a lurid report 
describing w hat they declared to be 
the m oral or ra ther the imm oral con
ditions th a t existed in Grand Rapids 
and calling upon the good people of 
all denom inations to  unite in a crusade 
against vice. The m aking of this re
port was followed by several “for men 
only” m eetings and then the appoint
m ent of an extensive com m ittee to 
take up the work of reform ation. 
Perhaps it was the  approach of the 
sum m er vacation season, or possible 
the lack of a ready response to the 
appeal for funds, or perhaps any one 
of several o ther good reasons—at any 
ra te  very little  has since been heard 
of this m ovem ent. E ither it has died 
a natural death or the city is to be 
permitted to reveal in its sin until 
those active in the proposed campaign 
have re turned from  their summer 
outings.

Ju s t now another reform  movement 
is under way. This tim e it is cigar
ettes. A reform er has come from 
Chicago and is endeavoring to get 
Grand Rapids all worked up over the 
harm  the cigarette  is doing. The 
response does not seem to be very 
cordial to  the appeals th at are being 
made, but perhaps it is because those 
who usually do respond m ay be out 
of town or too busy studying the 
w eather signs.

T his paper is in hearty  accord with 
every honest, sincere and well founded 
reform  m ovem ent and is ready to 
applaud and encourage every sane re
form er, w hether it be the social evil

that is aimed at or cigarettes. But 
this paper does not have any too 
much sym pathy for those movements 
which seem to have the taint of pro
fessionalism, nor is it prepared to 
follow reform ers who make the pass
ing of the collection box the prereq
uisite of their activities. W hen the 
first m anifestation of zeal is the ask
ing for funds there is always the sus
picion that those who are at the 
head of the m ovement are more in
terested in the financing of the enter
prise than in the objects to be gained.

The social conditions in this city 
are not what they should be and for 
th at m atter the same is true of every 
o ther city and small town and even 
the rural districts, but the conditions 
here are not so bad but that they 
can be dealt with in the usual way 
through the churches, the homes and 
in extreme cases the courts and police 
departm ent. As for the cigarette it 
is an unm itigated nuisance and very 
properly the law prescribes penalties 
against vendors who sell to minors. 
T he -protection of the young is all 
th at the reform ers can expect to ac
complish and the question m ight well 
be asked if this purpose cannot be 
as well gained through the enforce
m ent of the law as by a fire alarm 
campaign.

W hat has been said may apply to 
Grand Rapids in particular,- but every 
o ther community may wear the shoe 
if it fits. W e are all sinful mortals, 
we are all in need of an occasional 
shaking up of our morals, but before 
tying up too strongly with those who 
are doing the agitating it will be as 
well to find out what may be their 
interest in the movement, whether 
for the uplift of the people or for the 
cash proceeds.

LICENSE TO BE REDUCED.
A vigorous protest is being made 

against the imposition of a $35 license 
fee upon country merchants who bring 
eggs, poultry, and other farm products 
to the city for sale on the city market 
or to the local dealers and it is to be 
hoped, for the good of the city, that the 
opposition will be effective. The matter 
was presented at the meeting of the 
Common Council Monday evening and 
referred to the Ordinance Committee, 
who will prepare an amended ordinance, 
probably reducing the license fee to $1 
per year.

These country merchants are good 
friends of Grand Rapids and instead 
of being handicapped in their enterprise 
and made subject to heavy exactions, 
the municipal policy should be to en
courage them in every way possible. 
They should be encouraged not only 
for business reasons but because of 
what they are doing to keep down the 
cost of living for those who live in the 
city. These country merchants take in 
trade the eggs, butter, fruits and vege
tables when their customers bring in, 
assemble the many small lots into big 
loads and haul the stuff to this market 
to sell. The producers of this stuff 
could not afford to bring their small 
lots to town owing to the long haul, but 
the country merchants solve the prob
lem for them by their assembling meth
ods, and not only is this a good thing

for the farmer but it is a good thing 
for Grand Rapids. During the straw
berry season some of the finest fruit 
on the market was brought in by these 
country merchants and their offerings 
had a preceptible influence on the quo
tations. Just now they are bringing in 
potatoes and it is not unusual to see 
six or eight loads on the market, 250 
to 350 bushels, and it ought not to be 
difficult to realize what effect such offer
ings have on the market price for the ul
timate consumer. They also bring in 
dressed meats, poultry, eggs, butter and 
other products; in fact, are im portant 
factors in the feeding of Grand Rapids. 
These merchants have credit, stand well 
in business and are reputable, their 
business is legitimate and it is not easy 
to see why they should be discriminated 
against or treated in any other way than 
are the farmers who bring their stuff 
to the city to sell. They secure their 
trading stock, groceries, dry goods, 
boots and shoes and clothing, chiefly, 
from the wholesalers in this city and 
this alone should insure them some 
consideration. The largest center of 
this country trade is in the district 
around Jamestown, Forest Grove and 
Star Corners, in Ottawa county. Six 
or eight country merchants in this dis
trict make regular trips to the city with 
their loads of assembled farm  produce, 
coming two to four times a week. 
There are country store keepers from 
other directions, but they do not come 
so frequently or so regularly. But it 
would be a good thing for the city if 
more of them would take up this trade. 
Every country merchant within hauling 
distance of the city should be encour
aged to take it up as a means to adding 
to the prosperity of the small farmers 
within their jurisdiction.

The recent order prohibiting further 
im portation into the U nited States of 
absinthe has led som e to  discuss the 
m erits and others the- perniciousness 
of the beverage. A commission ap
pointed to study its effects entirely 
conlirmed the indictm ent of the Na
tional League A gainst Alcoholism 
that “absinthe is the source of madness 
and crime; it causes epilepsy and con
sumption; it makes the husband a 
brute, the wife a m arty r and the child 
a degenerate.” In  France the officials 
have been afraid to issue a sweeping 
order against the use of absinthe on 
account of, as they express it, “a 
wave from the depths.” I t  has been 
discovered that the principal poison 
in the liquor is a vegetable substance, 
thyion. W ithout this drug it is im
possible to m ake-w hat is known as 
genuine absinthe. M anufacturers are 
willing to  substitu te some other in
gredient which will be less pernicious, 
and the fact that they are willing to 
use a substitute looks suspicious.

The deadly “parlo r m atch” received 
another blow when the national con
vention of insurance commissioners, 
assembled at Spokane, W ash., adopted 
a resolution recom m ending the enact
ment by each sta te  of a law forbid
ding the use of the single dip, white 
phosphorous m atch. Louisiana has 
such a law and the insurance men 
would like to see a sim ilar statute 
enforced in every o ther sta te



Aug. 7, 1912
M I C H I G A N T R A D E S M A N

Mr. Merchant
The wrapper on a package of Quaker Oats 

or Mother’s Oats is like a signature on a good 
check. It places a selling value on the package 
immediately. Your best interests lie in featur 
ing these tw o brands in which the public so 
thoroughly believes.

Quaker Oats and Mother’s Oats 
Have “Made Good”

Commencing September 1st, in addition to 
heavy magazine advertising on both brands, 
forty-five thousand outdoor signs will be 
placed. From the Atlantic to the Pacific, from  
the Lakes to the Gulf, this country will be 
literally plastered.

Make your stock NOW  Quaker Oats and 
Mother’s Oats.

The Quaker Oats Company
CHICAGO
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^  Clothing ^
WINNING WEALTH.

How It Can Be Accomplished With
out Worry.

"You see,” he commenced lanquidly, 
“from my boyhood I have been very, 
very averse to the strenuous life led 
by the m ajority  of our good citizens.

“On every side of me, w orthy men 
have been taking rest cures, discussing 
the latest form of nervous prostration, 
getting  ready for the m onthly sani
tarium  visits, and when they w eren’t 
reciting their own physical ills they 
were enjoying their wives’ tales of 
woe.”

“True to  life,” commended the 
Average Man, musingly.

The Gilded Youth continued. ‘“Yes
terday I celebrated my twenty-seventh 
birthday. Seven years ago I was------”

“They all say th at,” interrupted  the 
Average Man. “I t ’s ‘seven years ago 
I was th is’ and ‘ten years ago I was
th a t’ and------” but at this point the
glare in the Gilded Y outh’s right eye 
quelled him and he became silent 
again.

“If you want to  hear this story ,” 
and the Gilded Y outh’s face did not 
wear a smile, “you will have to be at 
least polite, no m atter how foreign it 
is to your nature and train ing .” Ad
m inistering this gentle jo lt to the 
Average Man seemed to make him 
feel better and he proceeded. “Seven 
years ago this m onth I was clerking 
in a haberdashery store. I had never 
made any particular effort to  better 
myself and I avoided th inking for 
myself as much as possible. So much 
easier, don’t you know, to  let . other 
fellows do it for you.

“W hen a m an came into our esta
blishm ent he knew what he wanted 
and it was so much easier to grve 
him what he wanted and thank him 
than to  try  to sell him som ething 
m ore or som ething better that I 
adopted that course.

"Besides, I have always been what 
is called a good listener. I never pay 
any attention  to  w hat a m an is saying. 
I t ’s usually very uninteresting, don’t 
you know, but I look him right in 
the eye. smile my approval once in a 
while and after he has said his say, 
he goes his way and tells his friends 
what a wonderful and intelligent chap 
I am. I've found it’s the easiest way 
and it seems to  pay. You know the 
m ethod.”

W aited fo r O pportunity .
“Now, understand, I have always 

intended, ever since I knew the m ean
ing of the word, to  be wealthy, but 
I did not intend to  w orry m yself 
sick getting  the m oney and then turn 
up my toes and leave it for some one 
else to  spend when I get ready to  en
joy it. N ot a bit of it. So, knowing 
that som ething was bound to  turn up,
I sat back and waited for opportunity  
to  show its head.

“ Donovan, I forgot to  m ention 
Donovan, also clerked at our haber
dashery shop. And am bition—well,

that fellow was just burning up with 
it. He had ninety-seven schemes a 
day for m aking money. I never paid 
a bit of attention  to him and his wild 
ideas, but in spite of the am ount of 
assorted dictionary he insisted upon 
inflicting on me, I ra ther liked him.

Donovan and I used to  dress the 
windows. T hat is, he undressed them 
and I dressed them.

"O ne day when we were dressing 
the window and Donovan was hand
ing me the showcards, I decided to 
put in a silk sock display in a little 
side window th at we usually used for 
canes, etc. Donovan, who was always 
ra ther ra ttle  headed, handed me a 
card marked 50c instead of the right 
one, which should have been $2.50. 
I started to hand it back to  him, but 
suddenly changed my mind and put 
the 50 cent card on the $2.50 socks, 
locked up the window and went home.

“T he next day was Saturday and 
our proprieto r was on his vacation. 
As I was coming down on the street 
car I pulled the key to the window 
out of my pocket and threw  it away. 
I t had no duplicate and I wanted my 
little experim ent to have a fair chance.

“T h at day we had as near as I 
could count, 340 odd calls for the 50 
cent silk socks. O f course we turned 
them  all down, explained that it was 
a m istake, but the calls came just the 
same and proved my point.

“ I t was a good th ing  I had thrown 
the key away. The other clerks were 
wild and once they were on the point 
of calling in a locksm ith or breaking 
the window to stop the flood of in
quiries for silk socks. Naturally, 1 
headed this off and my little  experi
m ent proved itself w orth while.” 

Asked for Sock Prices.
“Sunday I had Donovan over to 

my boarding house for lunch and be
tween us, Donovan doing m ost of the 
w riting  and I directing, we composed 
a le tte r asking for the lowest possible 
quotation on 20,000 pair of silk socks, 
feet and tops to be made of cotton, 
the rest of any quality silk—short 
ends—to get the price down.

"D onovan couldn’t understand what 
I was driving at, but he believed in 
me and we went to  the best hotel on 
the north  side and had the steno
grapher turn out a num ber of the 
letters we had composed, addressed 
one to  each hosiery m anufacturer of 
any size in America, and sent them  
out th at day.

“A fter Donovan had asked me 
w hat I was driving at about twenty 
times, he got tired and kept quite, 
w aiting to  see what was going to 
happen.

“Then the quotations began to come 
in. In some cases the m anufacturers 
had made up samples and sent them 
along. T he lowest bid was 18 cents 
a pair and the sample sock was all 
right. The th ing  not being done be
fore was just a case of the m anufac
tu rer and the retailer not realizing 
what the demand was. T h a t’s all.

“So we wrote a le tter to the manu
facturer who had submitted the low 
bid, sent him a check for $100 and re
quested a num ber of sample pairs. 
The prospects for big sales and the 
$100 looked so much like business 
that the sample socks came prom ptly 
together with a letter asking for an 
appointm ent for their representative, 
which I refused. The samples once 
in, I began to get action. I sent Don
ovan out to interview several of the 
downtown retailers with samples of 
our socks and he did splendidly. 
Brought back much larger orders than 
I thought he would.

“At this point the question of mon
ey arose. I had none and Donovan 
was in the same boat. W e had the 
proposition, but we lacked the money 
to swing it. So I employed a little 
strategy. W e went to a big jobber 
in our line and asked him if he would 
accept good credit, signed orders that 
we turned in, and pay us cash if we 
would allow him 10 per cent for car
rying us over the account.”

Quit Job and Opened Office.
“ It took so much talk to persuade 

him into doing this that I almost gave 
the thing up. I was afraid that I was 
running up against the worry germ— 
the nervous prostration producer. But 
Donovan, bless his heart, wasn't 
afraid of m aking more business 
for the doctors, and he went to it like 
a good fellow, with the perspiration 
rolling off his brow and words spilling 
at the rate of ninety a minute. He 
won the day. The jobber agreed to 
our proposition. Donovan from some 
unknown source had dug up $300, so 
with this little fund we both released 
our jobs and opened an office at my 
boarding house.

“W e advertised for men on a com
mission basis and we got ’em! They 
sold, too. Silk socks, to retail 
at half a dollar and yet pay 
the dealer a good profit hit the 
mark and before we hardly realized 
we had started we had discounted 
enough orders with our jobber to ex
haust the first shipment which the 
m anufacturer had estimated on. And 
all this had been done right in our 
home town, without going outside.

“The cash profit we had realized 
was big a^d Donovan wanted to  relax 
and take things easy, but I realized 
that what we had done had opened 
the eyes of two people who were 
probably getting  ready right then to 
step in and duplicate our success— 
namely, our jobber and our manufac
turer. As after events showed, I was 
mistaken — they were both sound 
asleep— satisfied to make a little mon
ey on the business produced by our 
efforts ra ther than exert a little gray 
m atter themselves and make a lot. 
However, it was all right to go ahead 
as we did. W e made perm anent ar
rangem ents with our m anufacturer for 
shipments, prices, rebates as our total 
sales increased, etc., and I started 
Donovan out to make jobbing arrange
m ents in the big eastern cities where 
I knew there was a trem endous field 
for our proposition. He made the 
same arrangem ents east that he had 
in our home town, organized a sales 
force in each city, and left a compe

tent man in charge. All on the com
mission and discount basis.”

Built Up Big Business.
“You can’t possible realize how the 

sales piled up. W e had som ething 
the public wanted, and the dealers 
simply couldn’t keep the goods on 
their shelves. Inside of nine m onths 
the entire factory was w orking on 
our goods. In the first two years we 
built a business that required seven 
mills, working day and night, to  sup
ply the demand.

“Yes, competition came. W e ex
pected it. W e prepared for it. By 
the time it began to assume form ida
ble proportions we had factory costs 
down to the point where we were able 
to cut our retail price to  35 cents and 
make as much as before. This forced 
our com petitors to s ta rt all over 
again.” And the Guilded Youth stop
ped.

“So,” said the Average Man, 
thoughtfully, “you are a stocking 
m anufacturer.”

“W ell,” answered the Gilded Youth, 
“not exclusively. W e operate to-day 
several different propositions, each 
one as big as the stocking industry. 
You see, when we m arketed for 50 
cents an article th at had never been 
previously priced under $2.50, we un
covered a principle which was too 
good to confine to any one branch of 
endeavor.”

“W hat was the principle?” asked 
the Average Man eagerly.

“Pshaw, I thought you could see 
that. The principle was: ‘Som ething 
just as good for about one-fourth the 
price.’ Apply that in any line you 
ever heard of, and they ’ll buy.”

“Just one thing m ore,” and the 
Average Man w rinkled his brow. 
“How did you and how do you avoid 
worrying?”

"Simple,” the Gilded Youth replied, 
fatuously. “Let the o ther fellow do 
the work, and he’ll do the worrying 
as well. Donovan doe$ mine. Good 
day.” And he walked away.

“W ords fail m e,” said the Average 
Man. And the Gilded Y outh’s form 
disappeared around the corner.

Irw ing  R. Allen.

Trapped.
“George, I am afraid you are wasting 

your time brushing my hat. I don’t 
seem to have anything smaller than a 
$10 bill.”

“I kin change dat all right, boss.”
“Then you don’t need the tip. Good 

bye.”

Strictly Legal.
“W hat did you do with your book 

whose leaf you found loosened?”
“Put it through a legal process.”
“What do you mean?”
“Had it bound over to keep the piece.”

Too Conscientious.
“What sent your grocer into bank

ruptcy ?”
“Selling cantaloup with a guarantee.”

The clerk who objects to  doing a 
thing because “I w asn 't hired to do 
that,” is a clerk who will not be very 
likely to be prom oted to  the manager 
this year.
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COME NOW!
NOW is the best time to come to market.

Every sample in our great displays is spick 
and span and new and looks exactly as the 
goods will look on your shelves and counters.

If you aim at intelligent, careful buying, 
NOW is the time to do it.

There s no surging crowd or eleventh-hour 
shoppers to make buying hurried and superficial.

And our house salesmen can put the greatest 
amount of deliberation into your inspection of 
the 40,000 separate samples we display.

You can look at your leisure, and handle, 
study and analyze each article submitted for 
your consideration.

Later this will be almost impossible, so 
come NOW when the buying is easy.
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Exclusive Wholesalers of General Merchandise 
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CANCELLED ORDER

How a Grocery Salesman Secured Its 
Reinstatement.

^To my way of thinking, there  are 
ju st two things a man needs to  sell 
goods. One of them  is a knowledge 
or human nature and the o th er is 
nerve. Courage is what I m ean; that 

a b e tte r word than nerve, because 
r.erviness is likely to be confused with 
cheek, brash, freshness, and all that, 
■a hich does not get you very far.” 

Obadiah Decker relaxed a stage 
fa rther into the capacious com forts 
<-i the chair in the hotel office, tilted 
his derby on to the nape of his ruddy 
neck and paused rem iniscently.

Oboe Decker covered Kansas, Ne
braska and Iowa with a line of gro- 
t tr ie s . He had been doing it for 
twenty years when I met him. I do 
ro t misspeak when I say he “cover
ed” the states with his line. You 
•-ould not go anyw here w ithout find- 
ng O boe’s crackers served with the

soup, o r pu tting  O boe’s ca tsup on
your corned beef hash. Hi s house
had tnought him in to  a de sk posi-
tion h•2.1f a dozen times, biut Oboe al-
ways broke loose again. He simply
couldn t leave the road. It was hi);
home;; his life. T he citizens of the
three states were his fami!ly.

“W hen you’ve got those two you’ve
got ev eryth ing,” Oboe werit on, when
he wa s ready to go on. “Th<:y’re all
there is to  it. Honesty? Of course
you've got to be honest. But 3rou wfill
be if 
You w

you understand human nature.
fill know better than to be any-

thing else.
‘ You’ve got to  be able to size up

your man. Y ou’ve got to be able to
know what he is thinking about by 
what he doesn’t say, m ore than by 
what he does. You’ve got to  know 
him better than he knows him self; 
you’ve got to  know ju st w hat he is 
going to  do and what will make him 
do it. You’ve got to  guess w hat is 
lurking around in the tail parts of his 
brain, and you’ve got to  guess right. 
And the very first time, too. You 
don t get two chances, unless the luck 
breaks m ighty strong  for you. You 
don’t get much tim e for the first 
rhance, either. You can’t go back to 
!he hotel and think th ings over. You 
have to  think on your feet, with him 
looking you betw een the eyes, w ait
ing for you to  say yourself out like 
a hungry wolf w atching a sick one, 
ready to  chew him up if he shows 
signs of weakening.

M ust Be a H ero.
"And when you’ve done all that, 

you ve got to  have the  courage to 
act on the knowledge. Do not be
lieve th at there is no chance to  be a 
hero in this game. None of the drum s 
and trum pets and charge bay’nets 
fo rt of stuff, but som ething harder to  
get away with than that. Som ething 
that nobody is standing round to 
cheer you for, and give you a decent 
burial and say th a t you were good 
to your poor old m other if you go 
down. You may go along weeks or 
m onths, or perhaps years, sm oothly 
enough, with ju st the ordinary  give 
and take, w inning and losing in the 
day’s work. T hen som ething will 
break loose on you th at will take all

the g rit you’ve got. * * Any of
you know old H anscom ?“

Some of us did. For the benefit of 
the o thers Oboe told about Old 
Hanscom . “Old Hanscom  used to  
run a grocery sto re  in O ttum w a, la., 
when th e  tow n was a good deal small
er than it is now. It was the big- 
ge-t store in the place and had a big 
country trade to boot. O ld H anscom  
was popularly known as a character.' 
He was a silent, surly old custom er; 
never said any th ing  pleasant to  any
body if he could help it, and was 
generally supposed to  ju st naturally  
be of an ugly disposition. People 
^aid it dated from the tim e his wife 
lied, years before. I don’t know 

anything about that, never having 
seen his wife. But th a t is the storv, 
and quite likely it is true.

Now, old Hanscom  had a parro t 
that took her place. Nobody knew 
when he got it o r how. They found 
him talk ing  to  it in the back p art of 
his store the day he came home from 
the funeral. He used to  spend his 
spare tim e after th at talking to the 
parot. It was a cross eyed old vil
lain of a bird; the only cross eyed 
p a rro t I have ever seen, or ever want 
to  see. T here  was som ething creepy 
around its beak while he was telling 
you what he thought of you. I ts  name 
was Peter.

“If that p a rro t rem inded old H ans
com in any way of his wife, I have 
noth ing to  say about the departed 
Mrs. H anscom . ’ Oboe in terrupted  
l-.mself with one of his low, eloquent 
whistles. “H e was the orniest, cuss- 
edest parro t th a t ever lived, I hope. 
W hat he couldn’t say to you should- 
•’ f be said to any one. And his re
sources were bottom less. He could 
keep up his end of a conversation for 
hours w ithout falling off form. He 
could tell you m ore th ings about 
yourself than you ever knew. And he 
never repeated, until the next time.

Consulted W ith Parro t.
Hanscom , as I told you, used to 

spend his spare tim e talking to the 
b;rd. T h a t’s probably w here the crea
ture got its vocabulary. But he did- 
n t spend all his tim e instructing  Pe- 
*er- H e had a fashion of consulting 
with him about his business. He 
would talk over stock and prices and 
crop prospects and all th at ju st as 
though Peter the p a rro t was a real 
person. Som etim es I think he was, 
a t that.

Hanscom  was m ighty pernicky 
about buying. He traded with cer
tain houses and would not go out of 
the list. W henever a salesm an from  
another concern came in w ith his line 
of talk  old Hanscom  would leer at 
him until he was winded and then tell 
the man to  ‘go and talk to Peter.’ 
T hat was the way he got rid of them. 
T here  was no going behind it. If  the 
m an w ent to  see Pe ter he learned 
surprising  th ings about himself, and 
that was all. If  he didn’t go to  see 
P e ter there  was no th ing but to  go 
out the fron t door.

I heard about old Hanscom  and 
his p a rro t on my first trip  into Iowa.
I had been traveling  for the house a 
year or so in Illinois and W isconsin, 
and of course I thought I knew m ore

about selling groceries than any man 
needed to  know or ought to know, 
to be fair to the others. I made up 
my mind that I would sell Hanscom. It 
was a good account, and our house 
had been after it for years. The last 
man we had sent there had queered 
us p re tty  strong by resenting some 
oi the intim ate things the parro t said 
to  him. I am not sure whether he 
tried to  wring its neck or hit it with 
an olive ladle. He never would tell, 
and when I asked the parro t it went 
speechless and nearly had a stroke of 
apoplexy.

They told me that old Hanscom 
wa~ crazy, the way he behaved with 
the parro t. I made up my mind that 
he wasn t. Nobody that was crazy 
could get away with the game the 
* a>' old Hanscom  had. He owned 
half the county; he and Peter be
tween them. I made up my mind 
that it was only his sense of humor. 
T here  are some people, you know, 
who never enjoy a joke if anybody 
else is in on it. They have to keep 
it secret and keep the people guess
ing. I figured out that old H ans
com was one of that kind.

Phrenology a Big Help.
I had an aunt when I was a kid 

who used to  tell me all about phre
nology. Scientists will tell you there 
is noth ing in it, but aunts sometimes 
know m ore about those things than 
scientists. T here is such a thing as 
knowing so much th at you do not 
know anything, in science as well as 
the grocery business. This aunt of 
mine had told me about bumps and 
regions and all that, and I believed 
it. I do yet. Maybe you will be- 
fore I get through.” He paused an
other m om ent to whistle a bar or 
two.

“W ell, I got to  O ttum w a and made 
tracks for H anscom ’s store. The 
first th ing  I did was to  have a good 
look a t his head. There wasn’t a 
l a i r  on it, and I had a fine chance 
for the investigation. And there, sure 
enough, was the region of humor 
lumping up as though he had been 
l it over the head with a bat. He 
wasn t busy, and I handed out a line 
of talk to him for fifteen minutes that 
•»as a peach. He stood looking at 
me through his little half shut eyes, 
with his chin whiskers sticking out 
straight in front of him—remember 
those chin whiskers, any of you?” He 
w histled again, expressively, concern
ing those whiskers.

Well, he stood looking at me un
til I was all unwound, w ithout saying 
a w ord,” Oboe resumed. “Then he 
drawled out, in that squeak of his: 
‘Go and talk  to  Pe ter.’

‘ O f course, that was just what I 
expected, and ju st what I was wait
ing for. T hank you very much, Mr. 
H anscom ,’ I said, and started  for the 
back part of the store. I caught a 
glimpse of the old codger eyeing me 
and fancied that I could see those 
bum ps of hum or fairly sizzling.

‘“ Good m orning, Peter,’ I said to 
the parro t, when I got to  him.

“I w on’t repeat what the parro t 
said to  me.

“ ‘I ’m quite well, thank you, Peter,’
I replied, pleasantly. ‘How are you?’

Peter Did the O rdering . 
“Peter did not offer me any in

form ation on th at subject. Instead, 
he began his line of talk. I listened 
to him in serious respect until I could 
get in a word, when I began to talk- 
shop to him. P e ter was immediately 
interested, and became civil. W e had 
been talking for a few m inutes, when 
I said:

“ ‘Peter wants a cracker?’
“ ‘Yes,’ said Peter. I took out my 

order book and w rote down ‘crack
ers.’

“ ‘Catchup?’ I said.
“Peter did not w ant any catchup, 

and made me believe it.
“O atm eal?’
“ ‘Peter wants some oatm eal,’ said 

the bird.
“ ‘Canned peaches?’
“ ‘Peter wants som e peaches.’
“ ‘Sugar?’
“He told me where to  go with my 

sugar.
“ ‘Pickles?’
“ ‘Peter wants a pickle.’
“And so on down the list. W hat 

ever Peter said he w anted I wrote 
down. W hatever he said he didn’t 
want I didn’t w rite down. All the 
time I was looking around the store 
to see how the stock was. I didn’t 
v. ant to make any blunders in what 
I was doing. A fter I had been there 
about an hour I walked out, thanking 
old Hanscom  on the way. H e seem 
cd rather surprised to  see me. He had 
forgotten all about m e; thought I had 
skipped out the back door, probably. 
Just as I left I saw him siding back 
to have a look a t Peter, to  see what 
had happened.

“Well, I turned in the order as 
Peter had given it to  me. I was 
taking desperate chances, but I bank
ed everything on those bumps of 
humor I had seen sizzling on the bald 
crown of old H anscom ’s head. I fig
ured out th at he would see the joke 
and be game for it. I had been care
ful not to load him up too heavily.
I only wanted to  break into him. 

Repudiated the O rder.
A m onth la te r I got a wire from 

the house.: ‘H anscom , O ttum w a, re

Hart Brand canned Hoots
Packed by

w. R. Reach ft Co., Hart, Mich.

Michigan People W ant Michigan Produett

Buy a Seller 
Win a Buyer 
Sell a Winner

Grand Rapids 
Broom Co.
Manufacturers of the following 

standard brands:

Puritan 
Jewel 

Winner 
Wittier Special

These are the leaders in brooms 
Sold by your jobber

If  your jobber does not handle our 
line write us



Aug. 7, 1912 M I C H I G A N T R A D E S M A N 13
fuses goods. Says he did not order. 
See him and w ire.’

I ran over to  O ttum w a the next 
day. H anscom  stuck out his chin 
whiskers and looked a t me through 
his half shut lids when I w ent into 
the store. ‘W hat you sending me all 
those goods for?’ he asked. ‘I didn’t 
o rder noth ing.’ H e was ju st the way 
he had been the day I saw him first; 
he w asn’t tu rn ing  a hair.

‘“ Your m anager did,’ I replied 
quietly.

“ ‘I a in ’t got any m anager here; I ’m 
m anager here,’ he came back.

“I looked him betw een the eyes, 
dead serious. ‘W hen I came here 
you sent me in to see P e ter,’ I said. 
‘H e gave me the o rder.’

“The chin whiskers came down for 
an instan t and the lids w ent up. 
‘Come back here,’ he said, and s ta rt
ed for the rear of the store. I w asn’t 
quite sure w hat was coming. I was 
beginning to  get a little scared.” Oboe 
whistled to  show how alarm ed he had 
been.

“ ‘Good m orning, Pe ter,’ I called 
out over H anscom ’s shoulder, when 
we came to  the bird.

“ ‘Hello, m ister!’ he replied, civil as 
you please.

“Old H anscom  turned  round. T here  
was a broad grin on his face. ‘W al, 
I ’m jiggered!’ he said. ‘P u t it th a r!’ 
And he held out his hand, chuckling 
all over.

“T h at was the way I got in w ith 
old Hanscom . W e w ere g reat friends 
a fte r that. H e let me in on all his 
little  jokes and I never failed to  spend 
an evening w ith him and P e ter when 
I stopped a t O ttum w a. And I had 
the cream  of his business until the old 
m an died. But do you think I would 
have got it in a m illion years if I 
hadn’t known som ething about hu
m an nature ,and had the courage to 
act on it? N ever in the wide w orld.”

“W hat became of the p a rro t?” some 
one asked.

“ Peter? Oh, H anscom  gave Peter 
to me when he died and I tu rned  him 
over to the aunt th at told me about 
the bumps. H e is alive yet and cuss
ing.” F rank  Johnson.

Vice Versa.
A farm er w ent into a hardw are 

Store and while purchasing some tools 
was asked by the p roprie to r if he did 
not want to buy a bicycle.

“A bicycle w on’t eat its head off,” 
said the man, “and you can ride around 
your farm  on it. T hey’re cheap now 
and I can let you have one for $35.”

“I ’d ra ther put the $35 in a cow,” 
replied the farm er.

“Oh, well,” said the hardw are man, 
sarcastically, “you’d look alm ighty 
foolish riding round your farm  on a 
cow, now, w ouldn’t you?”

“ No m ore foolish, perhaps,” said 
the farm er, “than I would m ilking a 
bicycle.”

M arrying is like taking a flying 
leap; you never know just how you 
will alight.

Many a wom an who looks like a 
fashion plate makes a noise like a tin 
plate.

Some people would ra ther steal a 
poor living than  earn a good one.

Feature the Unusual in Your Business. 
W ritten  fo r th e  T radesm an .

Strange as it may seem, in a farm 
ing community where several kept a 
few swarms of bees, there was no reg
ular place within driving distance where 
bee supplies were handled. One bee
keeper on a remote road supplied the 
deficiency of the tradesman, but to 
those who never went his way on other 
business yet who had errands to a city 
of twelve thousand every week, the 
situation was at times vexatious. Once, 
in sheer desperation during the busy 
season, enquiry was made at a hard
ware store which had for a brief time 
handled the goods several years be
fore. “No, we don’t keep them,” was 
the response. And then, when he 
queried as to the possibility of getting 
them in the city, came the answer, 
“May be you can get them at Blank’s. 
I noticed some smokers on his shelf 
the other day.” And sure enough, 
Blank had a good supply, the existence 
of which was only found out by ac
cident.

A woman who had read much about 
the paper bag cookery made enquiry 
at several groceries and was even re
ferred to one book store in the attempt 
to purchase these special receptacles. 
Some looked at her in doubt, as though 
wondering if she were a candidate for 
an insane asylum when the paper bags 
which were a part of their package 
business proved not the desired article. 
Probably there was just one man in 
the city who kept them and she had a 
walk of several blocks twice over be
fore he was located. He showed his 
enterprise in providing for the new 
system of cookery; his lack of it by 
not announcing the fact, in the news
papers.

W hy use the same space week after 
week in telling what people already 
know, that you keep sugar and tea or 
calico and muslin, as the case may be. 
I f  you have a special bargain to offer 
in sugar during the canning season, it 
is perfectly proper to let the house
wife know about it, but it is also wise 
to call her attention to the splendid 
peaches in stock for canning; to the 
new kind of cans you are now offer
ing ; to the little device for setting the 
rim of the can firmly in place in the 
sealing.

Every novelty which you get into 
stock deserves special mention. Every 
side line which you take up should be 
well advertised. Some of the goods 
the people want but do not know just 
where to get them, and are thus forced 
to the mail order house. There may 
be some which they do not know that 
they want because unfamiliar with 
their advantages. In either case it is 
up to you to incorporate them into your 
announcement.

Widening out in any branch of busi
ness indicates growth. Prove that it is 
a legitimate, healthy one and that you 
are alert to the side issues as well as 
the main lines in the business. Run
ning in a groove may be easy work for 
a while, but you are apt to come to a 
sticking place when carrying it too far. 
Vary your card or your advertise
ment in the morning paper, not by the 
simple announcement that you are at 
the old stand alternated with that of an 
enumeration of staple goods, but throw

in some hint which will show that you 
have something new and unexpected to 
show. Let your bulletin board be a 
real guide in the business. Feature the 
new things as though you were a live 
newspaper man. Study his methods 
for headlines, and make every word 
count. Bessie L. Putnam.

Poultrymen’s Eggs vs. Farm Eggs. 
W ritten  fo r th e  T radesm an .

Unless there is a decided change 
made by farmers in general in the 
management of their flocks of hens and 
in the care and marketing of eggs the 
time is not far distant when grocers 
will become accustomed to hearing 
patrons asking for “poultrymen’s eggs” 
instead of “strictly fresh eggs.” Farm 
eggs or “ farm er’s eggs” will be a cheap
er grade than those from the dis
tinctive poultry plant.

When this custom becomes general 
and when farmers learn that a dis
tinction is made in favor of eggs pro
duced only in connection with sys
tematic poultry-keeping, then, in order 
to secure the highest market price for 
their products, they may improve their 
methods of caring for poultry and eggs.

We do not claim that there is no 
improvement in the management of 
poultry among farmers. Evidences are 
plenty that poultry-keeping is coming 
to be regarded as a more important 
branch of' general farming than form
erly and that many farm ers are giving 
more attention to their flocks and try
ing to secure greater profits from their 
poultry. It is a fact, nevertheless, that 
comparatively few have evolved or 
adopted a satisfactory system of poul
try-keeping. The most of those who 
are earnestly trying to do better than 
formerly are still working at a serious 
disadvantage . because they have no 
comprehensive and efficient plans.

The purpose of this article, however, 
is not to discuss this phase of the ques
tion but to discover if possible why 
“poultrymen’s eggs” are preferred to 
farm eggs and command a higher m ar
ket price.

First, they are of better quality. 
It would not be hard to convince a 
farmer that pork from hogs raised on 
grass and fattened on sound grain is 
firmer and more pleasing to the taste 
than pork from hogs fed on garbage, 
brewery refuse, slops, and the like. 
Just so the eggs from hens fed regu
larly and sufficiently a variety of 
wholesome grains, given clean water to 
drink and kept in comfortable quarters 
are richer, more palatable and more 
nutritious than eggs from hens which 
subsist on anything they can find in 
the field, the door-yard or the barn
yard ; sometimes overfed, but more 
often underfed. And that is the dif
ference in only one respect between 
“poultrymen’s eggs” and the average 
farm eggs.

W ith this difference in quality in 
favor of eggs from the poultryman’s 
plant when each are newly laid, the 
poultryman takes care to keep his eggs 
in best possible condition until they 
reach the consumer, and they are start
ed on the way to the consumer with 
the least possible delay. The way eggs 
are neglected on the farm  and the 
way they are handled by storekeepers 
and others before they finally reach the

city retailer is no new nor pleasant 
story for Tradesman readers.

Then, again, eggs from the poultry- 
man are clean, all of one color—white 
or brown—in each case or carton and 
more even in size than eggs from farm 
ers; hence more attractive to the buy
er.

And last, but not least, from a busi
ness point of view, the carton of eggs 
with the • poultryman’s name thereon 
gives the grocer assurance in guaran
teeing the eggs, removes all cause of 
anxiety on the part of the purchaser, 
solves the problem of how to secure 
eggs of best quality, saves loss of eggs 
by deterioration and saves money loss 
to producers, dealers and consumers.

The one great word with the poultry- 
man is system. E. E. Whitney.

T he man at a distance seldom or 
never sees your face or your office 
but he sees your stationery  frequently, 
and judges your house by its charact
er.

The Diamond 
natch Company

P R I C E  L I S T
BIRD'S-EYE.

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

per case 20 gr. lots ............................. $3.36
Lesser quantities ............................................ 68.80

BLACK DIAMOND.
5 size—5 boxes In package, 20 packages In case,

per case 20 gr. lots .............................83-36
Lesser quantities ............................................ $8.60

BULL’S-EYE.
1 ske—10 boxes In package, 36 packages (360

boxes) In 2% gr. case, per case 20 gr. lot 88.36 
Lesser quantities ............................................ |2.60

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

boxes In package, 12 packages (144 boxes) In 5
gross case, per case 20 gr. lots ..............63.76

Lesser quantities ..............................................M -0 0

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

boxes in 2 gr. case, per case in 20 gr. lots 61.60 
Lesser quantities ..............................................81-70

BLACK AND WHITE.
2 size—1 doz. boxes in package. 12 packages la

2 gr. case, per case In 20 gr. l o t s ____61-80
Lesser quantities ..............................................81-90

THE GROCER’S MATCH.
2 size—Grocers 6 gr. 8 boxes In package, 54 pack

ages In 6 gr. case, per case in 20 gr. lots 85.00
Lesser quantities ............................................65-86
Grocers 4 1-6 gr. 3 box package, 100 packages in 

4 1-6 gr. case, per case In 20 gr. lo ts ...63.66 
Lesser quantities ..............................................83-66

ANCHOR PARLOR MATCHES.
2 size—In slide box, 1 doz in package, 144 boxes

In two gross case in 20 gr. l o t s ............81-40
Lesser quantities ..............................................81-60

BEST AND CHEAPEST 
PARLOR MATCHES.

2 size—In slide box, 1 doz. In package, 144 boxes
In 2 gr. case, in 20 gr. lots ............... 81-60

Lesser quantities ..............................................81-70
3 size—In slide box, 1 doz In package, 144 boxes

in 3 gr. case, In 20 gr. lots.................88.40
Lesser quantities ..............................................68-66

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

ages In 5 gr. case, in 20 gr. lots........... 84-86
Lesser quantities ..............................................84-60

UNCLE SAM.
2 size—Parlor Uatches, handsome box and pack

age; red, white and blue heads, 3 boxes in 
flat packages, 100 packages (300 boxes) in 4 1-6
gr. case, per case in 20 gr. lots........... 88.86

Lesser quantities ............................................. 68-60

SAFETY MATCHES.
Light only on box.

Bed Top Safety—0 size—1 doz. boxes in package 
60 packages (720 boxes) in 5 gr. case, per
case in 20 gr. lots ................   $8.60

Lesser quantities ..................   $8.78
Aluminum Safety, Aluminum Size—1 doz boxes 

in package, 60 packages (720 boxes) in 6
gr. case, per case in 20 gr. l o t s ..........$1.90

Lesser quantities ..............................................$8.68



It® Medical Properties and its 
Physical Affects

Tea, a cup th a t cheers but not 
inebriates, possesses an im portant 
place in history, literatu re  and diete
tics. I t  has been extolled and cursed, 
loved and abom inated, honored and 
dispised, and, withal, has pursued the 
even tenor of its way, finding a nook 
in the hom es of the exclusive and 
the dem ocratic, the blue-blooded and 
the hoi polloi.

T he H isto ry  of Tea.
All that can be affirmed regarding 

the early h istory  of this beverage is 
th at it appears to  have been used for 
ages in China, where it is believed by 
the natives to be indigenous. I t is 
m entioned by the Portuguese w riter 
Maffei, in his H istoriae Indicae, as a 
product of both China and Japan. 
The first reference to it by an E ng
lishman is found in a le tter w ritten in 
1615 by a Mr. W ickham , which is still 
preserved in the archives of the E ast 
India Company. I t is noticeable that 
the Portuguese and English w riters 
used the native cha, though Maffei 
called it chia.

From  this tim e it became gradually 
known to the wealthy citizens of 
London in the form  of occasional 
presents of small parcels from  India, 
obtained from China, or by small lots 
th at found their way into the m arkets 
from time to time, but it cost an 
exorbitant price, being w orth  in our 
money from tw enty to fifty dollars a 
pound.

London T ea Lore.
In 1657 a ra ther large consignm ent 

fell into the hands of a thriv ing  and 
enterprising  London m erchant, T hom 
as Garraway, who established a house 
for selling th e  prepared  beverage; 
and that house, under the name ol 

G arraw ay’s Coffee H ouse,” is still 
in existence, enjoying at this tim e a 
continued popularity.

D uring those years there were 
many tea and coffee houses, m ore or 
less fashionable, where men and 
women of high and low degree m et 
and whiled away the hours over the 
teacups much the same as in clubs 
and cafes to-day.

By the early part of the eighteenth 
century tea became quite general in 
use, w inning for itself warm  adm irers 
as well as b itter enemies. Am ong 
the form er was Dr. Samuel Johnson, 
who delighted to  linger am ong his 
cronies in the various tea houses and 
who spoke of him self as a “hardened 
and sham eless tea drinker.” About 
this time, too, John W esley was in 
his zenith, and in him the loved 
beverage found a warm opponent.
He thundered against it in and out 
of '•eason, in his w rath denom inating 
it as “one of the m achinations of the 
devil.”

T ea in the New W orld.
I t  was in the la tte r years of this 

century  that the never-to-be-forgotten 
“Boston T ea P a rty ” occured, and for 
a tim e the tea  drinkers of the New 
W orld, from  patrio tic  motives, either 
w ent w ithout their favorite solace or 
used various substitutes. Leaves of 
straw berry  plants, curran t bushes, 
sage, and shrub called ribw ort were

ty  tea.
I t  was not for long, however, that 

the cheering d raugh t was kept in 
exile, for, with the advent of b e tte r 
feeling am ong the English-speaking 
people, it again cam e into general 
use, and at p resen t is drunk in nearly 
every corner of the globe.

I t  is not srange that m any m iscon
ceptions should arise concerning an 
agent whose qualities vary so widely 
according to the preparation  of either 
the leaf or the m anner of brew ing the 
beverage, and I shall briefly cover 
some of the points which m ay be of 
in terest.

Species of Tea.
T ea leaves were prim arily  culled 

from  two species of p lants—Thea 
chinensis and T hea assam ica—but at 
present there are num erous hybrids. 
Teas grow n in China, Japan, and In 
dia and Ceylon vary som ewhat in 
flavor, owing m ore to different trea t
m ent in curing and m arketing  than 
to  variations in soil o r climate. The 
finest tea is m ade from  the small 
tender leaves at the end of new 
shoots, each succeeding pair of leaves 
upon the branch furnishing a different 
and less valuable grade. T hree or 
four pairs of leaves or grade are g a th 
ered, the various kinds being classi
fied as green or black, according to 
the m ethod adopted for curing them. 

Black Tea.
Black tea is made by “w ithering” 

the freshly picked leaves in the sun. 
They are then m ashed and rolled, in 
o rder to  break the fiber and cells of 
the leaf and liberate their constitu
ents. A fter this the leaves are ga th e r
ed together and ferm ented, during 
which process a p art of the tanic acid 
in them  is made less soluble and the 
essential oils are modified in charact
er. T hey are again exposed to the 
sun, and finally are “fired” o r dried in 
the oven.

Green T ea
Green teas are w ithered in pans 

that are at a tem perature of about 160 
degrees Fahr.; they are then rolled, 
w ithered again, sweated in bags, and 
finally slowly roasted. By the process 
of preparation  through which it pass
es, green tea contains m ore than twice 
as much of the astringen t tannin as 
black tea, and, consequently, is regard
ed as less wholesom e than the latter.
I t is also believed to have a som ewhat 
less stim ulating effect upon the 
nervous system, though this can hard
ly be accounted for by the slight 
change in the percentage of thein 
contained therein, this substance 
being the alkaloid or active principle 
chiefly responsible for the exhilarating  
influence of tea upon the nerves 

Thein and Caffein.
The thein of tea and caffein of coffee 

are chem ically identical and m u 'h  
alike in action, though not entirely  so. 
Experim ents on frogs have shown a 
m arked difference in their effects, for 
while thein will produce convulsions, 
caffein will not; also, thein destroys 
the sense of smell early in the poison
ing stage, but caffein does not at all, 
unless in the very last stage.

The peculiar stim ulating properties 
which tea possesses, as well as its

color and agreeable flavor, depend on 
several factors, am ong which are the 
season of the year at which the leaves 
are gathered, the age of the leaves, 
and the skill, manual or otherwise, 
with which they are prepared. The 
flavor arises from  volatile oils which 
develop during ferm entation, and it 
is in these m inor substances that the 
many differences arise distinguishing 
good from  bad tea.

Both the arom a and flavor of tea 
are often artificially increased or al
tered by the addition of such sophisti
cations as the leaves of orange flow
ers, jasm ine o r roses. In addition, 
much depends on the w ater in which 
the tea  is made, as to w hether it is 
hard or soft. Soft w ater extracts 
m ore of the soluble material of the 
leaves, yielding a beverage of a darker 
color. W ater containing much iron 
or lime salts should be boiled with 
carbonate of soda before it is used for 
m aking tea.

H ow  to Brew Good Tea.
T here is much art in brewing good 

tea—the a rt which preserves the de
licacy of flavor, the. beguiling aroma, 
and the gently stim ulating effect. The 
best authorities claim that the water 
should be poured upon the tea leaves 
when boiling, and the infusion should 
not last over three or four minutes, 
lest by longer infusion materials 
should be extracted from the leaves 
w'hich, while m aking the tea stronger, 
m arkedly diminish its delicate taste.

The effects of tea naturally depend 
on the am ount drunk, the strength, 
the quality of the tea, the condition 
of the digestive tract, and the age of 
the drinker. Like all other beverages 
containing a stim ulating principle, it 
tends to  produce an habitual craving, 
so that some individuals suffer from 
tea inebriety as from other stimu

lants.
Physical Effects of Tea.

W hen tea disagrees, or when it is 
taken to  excess, the ill effects are re
ferable to its action on the digestion 
and nervous system. If taken in 
large quantities with meals it precipi
tates the digestive ferm ents, retards 
the activity of the stom ach juices, oc
casioning gastric irrita tion  and in 
many instances inaugurating a gastric 
catarrh  of indefinite duration. Copi
ous draughts of black tea, strong in 
tannin, are productive of constipation, 
followed by flatulence, which, in turn, 
is responsible for abdominal distress. 
The malign effects of too much tea 
on the nervous system  are manifested 
by alternate exhilaration and depres
sion, restlessness, w orry and insomnia, 
som etim es m erging into sensory dis
turbances, m uscular twitching, palpi
tation, irritability, and a general sense 
of ill being, unless the nerves are 
highly strung  up by the thein.

Abuse of Tea.
The tem peram ent of the individual 

largely governs these evil results, for 
those of robust physique, who are out 
in the open, and who perform  manual 
labor, do not suffer, as do the weak 
and fragile tea devotees, who sit 
around the fireside, sipping cup after 
cup, indulging in endless small talk, 
who depend on “tea and toast” to keep 
warm their bodily furnaces, instead of

good red m eat and o ther wholesome 
viands—these are the “tea tip p le rs” 
who lapse into m iserable, sickly slaves 
to the drink th a t should be simply 
cheering and refreshing.

Good Effects of Tea.
Under favorable conditions, and 

when drunk w ith judgm ent, tea ha- 
many advantages, righ tly  filling a 
niche only secondary to  th a t other 
universally loved beverage—coffee.

It is mildly stim ulating  to  the nerv 
ous system, refreshes the m ental m a
chinery, and relieves bodily fatigue 
For headache arising  from  “rundown 
nerves,” it often affords p rom pt sur
cease, and during trea tm en t for 
chronic opium o r alcoholic habitua
tion it is m ost helpful.

Some of the effects of tea are not 
strictly due to its action on the nerves. 
I t  introduces into the system  consid
erable hot water, when taken hot. 
flushing the kidneys, encouraging 
perspiration and aiding in keeping up 
bodily warm th, if too cold, or aiding 
in reduction of tem perature  by in
creased evaporation from  the surface 
if the body is too warm . H o t tea, 
also, will augm ent the action of an 
early m orning aperient, though this 
may be in the main due sim ply to the 
hot water.

Many elderly people find tea p arti
cularly satisfying and soothing after 
reaching a period of life when the 
functional activity of the stom ach is 
gradually weakened. A t this time, 
when “the shadows are leng then ing”, 
and the digestive departm ent finds 
difficulty in furnishing a sufficiency of 
heat and energy units, generous liba
tions of tea often cheer up the flag
ging stom ach and intestines, enabling 
them to b e tte r perform  their neces
sary tasks.

The refreshing effects of tea when 
taken into an em pty stom ach after 
bodily fatigue may continue three or 
four hours, a period considerably 
longer than that bestow ed by coffee, 
wine or whiskey. In  excessively hot 
weather, nothing is m ore delightful 
than tea, ice cold, sw eetened to  suit, 
with a few random  drops of lemon 
juice that im part a certain  piquancy 
to the taste.

On the whole, this gen tly  exh ilara t
ing beverage has m uch to  commend 
it, and, unless taken unwisely or to 
excess, lends a gentle  stim ulation, 
bracing up tired nerves, ton ing  re
laxed muscles, bestow ing good cheer 
to the strong, renew ed energy to the 
weary, solace to  the aged, and com
fort to  its num berless devotees in 
every quarter of the globe.—George 
M. Niles in T ea and Coffee Trade 
Journal.

Hippo Described.
Johnny who had been to the circus, 

was telling his teacher about the won
derful things he had seen.

An teacher,” he cried, “they had 
one big animal they called the h ip -  
hip—

Hippopotamus, dear,” prompted the 
teacher.

I can t say its name,” exclaimed 
Johnny, “but it looks ju st like 9,000 
pounds of liver.”
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$ 5 0 ,0 0 0  for Store Displays
Of Puffed Rice and Puffed Wheat 

Made During August
Order three cases from your jobber at once. Make a window  

or store display just as soon as you can.
• i i ^ a.rei*Piending this summer over half a million dollars to adver

tise rutted Wheat and Puffed Rice and want 100,000 displays to back 
up the advertising.

The following offer refers entirely to Puffed Wheat and Puffed Rice.
$50,000 for grocers’ co-operation—we are going to pay cash to each 

grocer who makes a display, right in the height of season.
These are the conditions:
Displays may be made either in windows or inside the store.
Displays must be made during the month of August, which is the 

great selling month on these goods.
To insure a display and sufficient stock, we require that a purchase 

of not less than three cases be made in one lot from your jobber between 
August 1 and September 1.

Clanns for premiums must be mailed to us not later than Septem
ber 4. Each claim must be accompanied by a jobber’s invoice, show- 
mg a one-time purchase of not less than three cases during the month 
of August. That means three cases of the Puffed Wheat and Puffed 
Rice combined.

On the back of the invoice write and sign the following simple 
o p r t i f i o s t p  * ^  ^

“ I certify that I have bought during August not 
less than three cases and have made display

That is all. Simply send the jobber s invoice, with your assurance 
that the purchase and display were made.

We will send our check for Fifty Cents to every grocer who complies with 
these conditions— but only one 50c payment to each grocer.

We have set aside enough to pay for one hundred thousand displays 
of this kind in August. And we hope, for the good of all concerned, 
that a hundred thousand grocers will make them.

The Quaker Oats Company
Advertising Department Chicago

t
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JACOB HETZ.

The Oldest Furniture Salesman on 
the Road.

T he loss of two fortunes a fter he 
was 53 years old, one aggregating  
nearly $250,000 and the o th er $100,000, 
did not discourage Jacob H etz, trav 
eling salesman, aged 74. Instead , it 
had a sort of tabasco effect in s ta r t
ing him on the road to  a th ird  fo r
tune. which he hopes to  build up to  
at least $50,000 before he sells his 
last bill of goods.

“Jake,” as he is known to every 
man, woman, and child in M uskegon, 
is now earning about $7,000 a 
year selling furniture “on the road,” 
and he estim ates his w orldly posses
sion today a t $15,000. T his includes 
a beautiful new eighteen room  resi
dence overlooking M uskegon Lake, to 
which carpenters are now putting  the 
finishing touches.

“Jake” H etz was 58 years old when 
he became a traveling salesman, and 
he is to-day probably the oldest fur
niture man on the road. Furtherm ore, 
he is one of the best—the best, if his 
own statem ent is accepted, for m od
esty, bashfulness, and fear are un
known characteristics to  this rugged 
veteran of the road. Jake H etz  be
came a traveling salesman afte r fire 
had twice destroyed his sawm ills on 
the shores cf M uskegon Lake, and in 
the sixteen years th at have elapsed 
since that time, he estim ates th a t his 
total sales have aggregated  approxi
m ately $1,500,000.

“ I can beat any salesm an on the 
road, selling any com m odity from  
shoestrings to diamonds.” he declared, 
taking off his silk tile and m opping his 
brow as he leaned on a hoe in the 
garden back of his home. “Jake” is 
probably the only m an in the world 
who wears a “stovepipe” hat while 
hoeing corn, but it is as natural for 
him as a wide brim m ed straw  hat 
would be for a farm er. T h at silk tile 
is a part of “Jake” H etz. W ithout it 
he would feel lost, and his friends 
would not know him.

Always Makes “Bluff” Good.
It is this confidence in his own abil

ity th at has helped him earn three 
fortunes from an original capital of 
10 cents, according to those who 
know him best. Persons who don 't 
know Jake H etz very well m ight call 
him a “bluffer,” but his friends know 
th at he always m akes good his 
“bluffs.”

I 11 bet $100 to  $50 th a t I can go 
over to  Milwaukee and sell $1,000 
worth of goods before 9 o’clock Sat
urday m orning,” he told the sales m an
ager of his firm a week ago. I t  was 
then Friday noon. No one took his 
bet, but Jake w ent to  Milwaukee on 
a 2 o’clock train , arrived there a t 4:30 
p. m„ and before the stores closed at 
6 o’clock he had sold th ree  bills of 
goods totalling exactly $1,025. He 
caught a boat for M uskegon at 7 
o ’clock and the order was in the firm’s 
Chicago office Saturday m orning.

I w ouldn’t sell goods on a salary,” 
he said. “I can earn $1,000 in com
m issions every m onth I am on the 
road, but I only travel seven m onths 
in the year. The rest of the tim e I 
spend quietly here in M uskegon.” 

Perhaps a m odern sales m anager 
would diagnose the secret of Jake 
H etz’s success as due to  the fact that 
he never m akes a negative statem ent. 
H e is always positive, superlatively 
so som etim es, maybe, but it is a qual
ity that has m ade him successful from  
the day he first landed in Chicago 
six ty-three years ago. Even though 
seventy-four years of hard w ork and 
num erous sorrow s have tinged his 
hair and beard w ith gray, Jake H etz  
will not yet adm it th at any younger 
man of his sta tu re  can best him in a 
w restling  m atch. True, he gets throw n 
m any times, but he is used to  hard 
knocks. “T h at's  the way I got my 
education,” he explained, “and I 
w ouldn’t trade it for all the college 
train ing  in the world. If  the young 
men of to-day had more hard knocks 
and fewer luxuries they would am ount 
to  more.

Chicago was only a sm all place 
when I arrived there w ith m y bro ther 
in 1849. I was 11 years old and he 
was 27. Between us we had ju st 25 
cents when we put up a t Po tterg ie- 
se r’s em igrant hotel on S tate street, 
about where the Palm er house stands 
now. W e had left the old home at 
O berlangenstadt, Bavaria, because my 
m other couldn’t support our large 
family of children afte r m y fa ther 
died. Before he leaves home every 
Germ an boy is given a feather bed, 
and mine constitu ted  m y sole capital 
in addition to the 25 cents we had be
tween us a fte r arriving in Chicago.
It took us fo rty -th ree  days to  cross 
the ocean in a sail boat and tw o weeks 
to  m ake the trip  from  New Y ork 
west. P a rt of the way we traveled 
by boat and the rest by mules.”

S tarted  w ith T en Cents Capital. 
“Soon after we reached Chicago my 

b ro ther w ent to Jo lie t to  w ork in a 
stone quarry. H e took 15 cents of our 
capital and gave me the rem aining 10 
cents. I left my trunk, containing the 
feather bed, at the hotel as security  
for our board bill and s ta rted  out to 
look for work. I couldn’t speak a 
w ord of E nglish, and all the educa
tion I had was learned in school from  
the tim e I was 6 years old until I left 
home w ith my brother.

“T he day my b ro th er left I walked 
over on Randolph stree t and stopped 
in front of a furniture store that 
stood about where the Briggs house is 
now. I heard a m an talk ing  German 
and I asked him if he w anted to  hire 
a boy. He was the proprieto r and 
his name was Joe L iebenstein—every 
old resident of Chicago knows him.

“ ‘W hat do you want to learn, cabinet 
making or upholstering?’ he asked.

“ ‘I don’t care, ju st so it is w ork,’
I told him.

“ He put me in the upholstery  de
partm ent, w here I stayed for three 
years. I got $6 a m onth  and m y board 
and paid for m y clothes and laundry 
out of m y wages. I boarded a t Mr. 
L iebenstein’s house, which was locat
ed w here the  La Salle street station 
now stands. Besides w orking a t m y

trade I got up at 5 o ’clock every 
m orning and cleaned the shop. My 
pay for doing th a t was the privilege 
of picking up and selling the rags and 
clippings that fell on the floor of the 
upholstery shop. I made about $1.50 
a week out of that and saved enough 
to send my m other four gulden, about 
$4 in United S tates money, every 
year. She w rote me that folks in the 
old country told her I m ust have 
stolen th at money, because they 
couldn’t understand how an appren
tice earned it. In  Germ any boys had 
to pay for the privilege of learning a 
trade.

“The second year 1 worked for Mr. 
Liebenstein, Simon Mandel, now of 
the firm of Mandel B rothers, came to 
the shop to learn the upholstery trade. 
H e got the same pay I did and had 
to  do the same kind of work. The 
next year cholera was so bad in Chi
cago th at I quit my job and went to 
Muskegon, where my bro ther was 
w orking in a sawmill on Bear Lake.
I went there with the intention of 
staying only a m onth, but I ’ve been 
here ever since.”

W ent in Business for Self.
“Before the end of six m onths I was 

earning $5 a day filing saws in a mill 
owned by M artin A. Ryerson. I 
w orked for him ten years, and in 1863 
had accum ulated $350 in cash. Then 
I decided to go into the furniture 
business at Muskegon. I had to  haul 
my first stock of goods by wagon 
from  Grand Rapids over an Indian 
trail and m any a time it tipped over 
and had to be reloaded. All of my 
goods were brought by wagon until 
1870, when Muskegon got the Morri
son railroad, which was built from 
St. Joseph. I t  is now the Pere M ar
quette road. T he only furniture store 
in Grand Rapids at th at tim e was 
owned by Nelson, Comstock & Co., and 
all I could buy from  them  was com
mon Windsor chairs, ordinary four leaf 
tables, four draw er bureaus, and low 
rope beds. Five years later the spin
dle bed came into use. I had to  send 
to  Chicago for o ther goods.

The first credit I ever had was 
given me by Mr. Higginbotham of 
M arshall Field & Co. I had picked 
out a line of carpets and selected what 
I thought would am ount t o  about 
$2,000. In  those days ingrains sold 
for $1.25 a yard wholesale, and Brus
sels carpets for $2 a yard. W hen my 
bill was figured up it came to over 
$5,000 instead of $2,000, so Mr. Bige
low took me up to see Mr. H iggin
botham. He looked at me and said:

“ ‘Mr. Hetz, your ability as a young 
business m an entitles you to  c red it 
for this bill, but your finances do no t.’

“I said, ‘I know it, but I d idn’t  think 
I was buying so much. You can cut 
the bill in two if you like and let me 
have only half the quantity of car
pets and I’ll pay you in thirty days.’

‘“ No, it would take you too long 
to go over the stock again and select, 
what you w ant,’ said Mr. H igg inbot
ham. ‘I ’m going to  give you credit 
for the whole bill, but you m ust pay it 
just as soon as you can.’

“ ‘I ’ll pay it in th irty  days,’ I said. 
In exactly twenty-four days from  the 
day I bought the goods I sent M ar
shal Field & Co. a check for the whole 
amount. D uring the next tw enty 
years I bought over $500,000 w orth 
of goods from  M arshall Field and 
there never was any question about 
credit.

“ ‘I was the only furniture man in 
Muskegon until the city had a popula
tion of 20,000 people. Altogether I was 
in the furniture business twenty-two 
years in Muskegon, and during the last 
five years of that time I did a retail 
business of $350,000 a year. I operated 
an undertaking establishment in con
nection with the furniture store and no 
poor family that couldn’t afford it ever 
had to pay me for burying their dead. 
For years my donations to charity aver
aged not less than $25,000 a year.”

City Treasurer for Twelve Years.
I was quite a politician in those 

days, and for twelve consecutive years 
was elected city treasurer on the Demo
cratic ticket. The rest of the city was 
Republican. In 1879, after I had been 
treasurer for eight or nine years, the 
Republicans got Charles H. Hackley, the 
millionaire lumber man, to run against 
me, but I beat him. He never carried 
a ward. In 1880 Mr. Hackley ran 
against me the second time, with the 
same result. We were the best of 
friends though, and both times he signed 
my bond after I had defeated him.

In 1882 I sold out my furniture busi
ness and bought a saw mill. I t  was a 
big money maker, and at the end of 
nine years I figured I was worth about 
$250,000. I was 53 years old at that 
time, and had thought some of taking 
life a little easier. But that is right 
where I had to start in and do the 
hardest work of my life.

A discharged employe set fire to the 
mill one Christmas eve, and it burned 
to the ground. The plant alone cost 
$150,000, and I only got $13,000 insur
ance out of it. Besides the mill I lost 
thousands of dollars worth of lumber,

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 inferior, el J . h e i
Don t  hesitate to write ns. Yon wiU get just as fair treatment 

as though you were here personally. eatment

Corner Ionia, Fountain and Division Sts.
Opposite Morton House _

_______  Grand Rapids, Michiga
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and the clocks and tramways were also 
destroyed. It was a hard blow, but I 
knew if I had made one fortune I could 
do it again, so the next year I took 
what money I had and bought an in
terest in the Montgomery Champagne 
& Co. saw mill at Lakeside.

Everything was going along smoothly, 
and we were making money fast. The 
fire again destroyed my mill. That was 
two years after the first fire. This 
time a spark from a tugboat was the 
cause. The mill was insured for only 
one-third its value, so I didn’t get much 
money out of it. We sued the owners 
of the tug, and after the case had 
dragged along for ten years in the 
courts I received $5,000 as my share of 
the damages.

“A fter the mill burned, my wife and 
I moved to Chicago, and lived there for 
eighteen years. We returned to Mus
kegon in 1910, and I built a new home 
right here on the hill overlooking the 
lake.. Three weeks after we moved in, 
my wife died.” Brushing away a tear, 
the old salesman said, “My only regret 
is that she can’t be with me now to en
joy this new home. A man can make 
and lose fortunes, but money will not 
bring back to us those we love.”

Home Destroyed by Fire.
‘Soon after my wife died our house 

was destroyed by fire and I had to climb 
out of a window to escape. It seems 
as if fire is my worst enemy, but I 
hope I’m through with it now.

‘When I went to Chicago in 1890 I 
was 58 years old and had no idea what 
I would do. My son-in-law was at the 
head of the H afner Furniture Co., and 
he suggested that I try selling goods on 
the road for his firm, so I started out.
I knew I could make good, and I did. 
In all the time I have been on the road 
I have sold furniture exclusively, but 
I know I can sell anything, I can beat 
any salesman selling any line if he starts 
on an equal basis.

‘The biggest bill of goods I ever sold 
amounted to $36,000. I didn’t sell it all 
alone, but my part was over half. I 
always worked on a commission basis' 
and I can make $1,000 a month. Rocke
feller, Mor gan nor anybody else could 
hire me to work for them on a ‘salary 
of $10,000 a year. My biggest commis
sion for one day’s sales was $280. Last 
fall in Detroit, I sold seventy-two deal
ers in three months and my commis
sions averaged $50 a day. I was sick 
part of the time, too. I never lost a 
dollar for any concern I ever sold goods 
for. Every house I have worked for 
has given me authority to make collec
tions and settle any disputes on the 
spot.

“The only man I ever borrowed 
money from was Alexander Robers Sr., 
of Muskegon, and he has loaned me 
$100,000 without any other security than 
my note. I helped him when he was 
poor, and when he started a foundry in 
Muskegon I carried his account of $6,000 
or $7,000 for years. He was a true 
friend and many a time he would ‘get 
up in the middle of the night and write 
me a check so I could get the money 
when the bank opened in the morning.”

Could Not.
She—Can you m anage a ' type 

w riter?
H e—No. 1 m arried one.

THE SELLING HABIT.

After All, the Salesman Is the Big 
Noise.

W ritten  fo r th e  T radesm an .
Slocum, who operates a clothing 

store “down on the Square,” pays 
the best salaries in town. W hen you 
get $9 a week and have no su re  job, 
you w ork for wages; when you get 
$20 per and have a life grip on your 
position, if you behave yourself, you 
get a salary. T he m en who worked 
for Slocum received salaries.

He would take a man who had 
never earned m ore than $12 a week 
and boost him into a $20 job off 
hand. He never haggled with a man 
about salary. He paid the position. 
If a clerk couldn’t make good he 
wouldn t have him around the store. 
T he result was that Slocum had the 
best and m ost loyal salesmen in that 
part of the State.

I used to wonder where he found 
all his good men. O ther dealers 
hunted long and faithfully and pick
ed up false alarm s at that. Slocum 
always had clerks of the right sort. I 
asked him about it one day.

"I investigate,” he answered. “I 
give as much atten tion  to hiring my 
clerks as I do to  keeping up the 
quality of my stock. The salesman 
is, after all, the big noise in the 
world of trade. You m ay fix up your 
store so that it will draw  visitors, 
but if the right men are not behind 
the counters the goods rem ain on 
hand.

“You may pick out the best goods 
and accept the sm allest m argin of 
profit, but if your clerks offend peo
ple who call, you have the stock and 
your rivals have the money. T here 
are too many stores yaw ning for the 
the weekly payrolls for any clerk to 
spoil a sale by getting  fresh or show
ing stupidity.

“A factory superintendent recen t
ly told me that he got the largest 
salary in the W est just because he 
m anaged to keep the best furniture 
m aker in the United S tates on his 
payroll. He said that he did not 
know such an awful lot about m ak
ing furniture, but he did know enough 
to  hire the very best men and to 
bounce incom petents on sight.

“ Now, T don’t know such an awful 
lot about the clothing business, but 
1 do know enough to keep the right 
kind of clerks. If I get stuck on in
ferior goods and custom ers bring 
back their purchases, I can square 
it with them  and return  the goods 
to the jobber, but if 1 keep a clerk 
who drives custom ers away from my 
store, I can not find out about that, 
and am sure to  lose. E veryth ing de
pends on the salesman.

“Now', there are people who are 
naturally  courteous and obliging, and 
there are rough-necks who call peo
ple they do business with ‘guys,’ and 
act generally as if there  was never 
going to  be any to-m orrow . Some 
men will go out of their way to do 
a favor for an entire  stranger, while 
o thers will go out of their way to  in
sult people. If you w ant to  get a 
good salesman, get one of the ob
liging kind—one of the men who seem 
to enjoy doing a friendly act.

“ I l l  give you an illustra tion: You 
know that 1 pay pretty  good salaries 
here and trea t my clerks like human 
beings. T he result is th at I can take 
my pick of the salesmen for miles 
around. W hen I w ant additional 
help I have only to w hisper it. The 
clerks come in droves. Somehow, they 
seem to think it’s classy to  work in 
th is store.

“ Well, a few days ago I wanted a 
man, and I said to  my m anager that 
it would be a good th ing  if he could 
get a man connected w ith the street 
car service, as there is a lot of trade 
in that bunch, and there is a good 
profit in ordering their uniforms.

“O f course I didn’t know that there 
was a conductor or a m otorm an in the 
city who knew anything about the 
clothing business, still T knew that 
the street car service catches all kinds 
of people who are out of their own 
kind of work, and I thought, per
haps, there m ight be an ex-clothing 
clerk on the line.

‘I was righ t in the supposition. 
There were two conductors who had 
had experience in selling clothing. 
My m anager found out who they 
were, and 1 set out to see what sort 
of people they were. They both had 
applications in for the job, but neith
er of them  knew me, they having done 
business with the m anager.

Now, th ere ’s a way of finding out 
w hether a conductor is a rough-neck 
or a gentlem an. This way may not 
be quite fair, but, all the same, it 
does no harm. I decided to use this 
plan to  see if the conductors were 
anxious to  please custom ers or 
w hether they were ready to take ad
vantage of their ‘rig h ts’ and act like 
toughs.

The first one of the two conduct
ors I struck looked pleasant enough, 
but there was an air of au thority  
about him, as if he owned the un
fortunates who rode on his car. I 
gave him a quarter as I stepped on 
the platform  and waited. He gave me 
two dimes.

“ ‘W ait,’ I said, ‘1 wanted tickets.'
“ ‘W hy didn t you say so, then?' he 

demanded. ‘Now I ’ve rung up a cash

fare, and it goes. T here 's too many 
of these fresh guys,’ he added, tu rn 
ing to  an acquaintance on the p lat
form, ‘who leave their think tanks at 
hom e.’

" ‘But you can give me five tickets,' 
I said, ‘and ring up a ticket fare the 
next time a custom er pays a cash 
fare. T hat will make an even ex
change and accom m odate me as well.’ 

" ‘D on’t get gay with me, now,’ said 
the conductor. ‘You m ust be a spo t
ter, asking me to  ring up a ticket 
fare for a cash one.’

"I went inside and took a seat. You 
know what I thought about that man 
getting  the job. If he had been of the 
stuff of which salesmen are made he 
would have done what I wanted done 
w ithout my saying a word. I worked 
the same game on the next conductor. 
He laughed when I told him I wanted 
tickets.

Guess Tdidn t hear w hat you said,’ 
he observed. ‘All right. W ait until I 
catch a cash fare and I'll fix you out. 
ft s all the same to  the com pany, you 
know.’

T here you are! This conductor 
was anxious to  do me a favor. He 
knew that I had not asked for tick
ets. It was natural for him to please 
his patrons, although he (fid ¡not 
know as he would ever see me again. 
But he did, and he's got the job now. 
Fm afte r men like that. T hey catch 
m ore m oney for me than the o ther 
kind.”

And, as Slocum says, the salesman 
is, after all, the Big Noise.

A lfred B. Tozer.

A Celebration.
Servant—You want to see H err 

D oktor? Could you come again to 
m orrow?

P atien t—W hy, isn 't he in?
Servant—Oh, yes; but you're our 

first patient, and it’s his birthday to 
m orrow . I should so like it to be a 
surprise for him.

W hy are so many young people 
from  your town going to the big 
cities? W hat is the m atter with your 
town? W hat are you doing to help it?

W e Manufacture

Public Seating
Exclusively

We furn*sh 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 d i n n U  The fact th a t we have furnished a large m ajority of the city  
u w l l U U l o  an(j d istric t schools throughout the country, speaks volumes 
for the m erits of our school furniture. Excellence of design, construction 
and m aterials used and moderate prices, win.

We specialize Lodge. Hall a* Assembly seating. 
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.

Lodge Halls

American Seating Company
215 Wabash Ave. CHICAGO, ILL.
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S T O V E S  and HARDWARE

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  M oore, D etroit.

Relations of Jobbers and Retailers of 
Hardware.

Between the manufacture of the com
modity and its consumption we recog
nize in hardware at present four classes 
—manufacturer, jobber, retailer, con
sumer—and while there are jobbers who 
are also large manufacturers —other 
jobbers who are also retailers, retailers 
who are small jobbers—and consumers 
who buy direct from the manufacturers 
—the members of this convention will.
I am sure, clearly understand what is 
comprehended in each of these divi
sions—the manufacturer who produces 
the commodity, the consumer who uses 
it, the jobber and retailer who distrib
ute.

Our present problem is to discuss 
the relation existing between the job
ber and retailer, who are classed as the 
“middlemen.” While the jobber and 
retailer are both distributors of hard
ware, differing only in size, degree and 
methods, their functions are different 
—that of the jobber being to assemble 
hardware in large quantities at central 
points, ready for quick shipments, to 
stock merchandise in advance of sea
sons, to investigate and introduce 
new articles when manufactured, to 
keep in touch with the business outlook 
and market tendencies, to instruct and 
post salesmen who not only sell to the 
retailer but in turn post them as to the 
outlook and market changes, explain 
new goods, etc.

The function of the retailer is to 
study the hardware needs of his local
ity, to select carefully his stock so as 
to supply these needs without over
stocking and yet offering a reasonable 
variety from which to select, to intro
duce new goods to the user, to be in 
his community a necessity by having for 
quick delivery the articles where they 
can be seen and examined, and, in short, 
be a general utility man in his home 
place.

While these two groups have in the 
past been recognized generally as be
ing necessary and essential in our eco
nomic plan, and each entitled to a rea
sonable profit for his service and in
vestment, which, by the way, has been 
of late hard to get, the modern eco
nomic critic, or socialist, or reformer, 
says “the present high cost of living is 
due to these middlemen,” and they 
should both be eliminated and then we 
would have manufactured hardware 
sold direct from the manufacturer to 
the consumer with but one profit— 
hence cheapen the cost of living. Not 
only are these “middlemen,” jobber and

retailer, attacked from without but also 
from among their own friends.

The state secretary of a retail asso
ciation recently said ; “The jobber is 
making to great a profit on his goods. 
He must come down.” The manufac
turer says: “Darn the jobber. He 
does not know how to make a profit. 
He throws it all away,” etc. The con
sumer says : “The farmer and the man
ufacturers hardly get enough to pay 
them for their work. Certainly the 
consumer pays too much—hence the 
middlemen’ (jobber and retailer) are 

getting more than their share of the 
profit. Eliminate them !” Another 
voice says. “Our economic system is 
all wrong. We should market our goods
direct from the farm to the people_
direct from the manufacturer to the 
consumer.” Up comes another—“The 
mail-order-catalogue house has solved 
the problem—give us the parcel post. 
(Note that this party expects the ex
penses and deficits will be paid by the 
government) and we will buy of the 
mail-order house and have the goods 
delivered by parcel post to our doors 
at half their present cost.”

These are but a sample of the state
ments appearing in the press and voiced 
quite often to-day in our social unrest, 
all showing that the right of both tb ' 
jobber and retailer of to-day to an ex
istence in our social organization is be
ing strongly questioned, and some open
ly assert that both must give way to a 
different method of distribution.

If the Jobber W ere Eliminated.
Let us anaylze this situation for a 

moment.
O f the four classes it will be gener

ally accepted that the first class—manu
facturer, producer—also the fourth class 

consumer have a fixed and unchange
able status that is, the certainty of 
existence in the new order. But what 
about the jobber? If  you eleminate the 
jobbing class the result would be that 
the m anufacturer would probably ar
range to sell direct to the retailer, which 
would necessitate on his part increased 
expense for more travelers, increased 
warehouse and shipping facilities, extra 
labor, advertising, office force, larger 
capital for extension of credits, allow
ance for more loss in the large number 
of credits which he would have to ex
tend, with poor facilities for studying 
such small credits at a distance, and 
when the prices the m anufacturer would 
be able to make under such conditions 
to the retailer are compared with the 
present prices which the jobbers make 
to the retail trade would there be any 
saving, especially if you took into ac
count the delays and difficulties in doing 
business under such conditions? I an
swer that there is no reason for think

ing there would be any reduction in 
the cost.

The second consideration which in
fluenced me in thinking that there 
would be no saving by this method of 
manufacturer direct to retailer is that 
as a banker I have had occasion, in the 
past few years, to examine statements 
of various jobbers in different parts of 
the country' whose notes, accompanied 
by their statements, are offered to our 
bank for discount, and I learn that there 
are but few lines of business where 
the margin of profit is as small, com
pared with the risk, the capital invested, 
etc., as with the jobbers of not only7 
hardware but other commodities. It is 
generally recognized that a profit of 
from 2 to 5 per cent, on the gross sales 
represents the annual showing.

Effect on the Retailer.
How would the elimination of the 

jobber affect the retailer? The retailer 
would have to depend upon the manu
facturer for his supply of goods and 
would, first, miss the frequent call of 
the traveler—because the manufacturer 
could not afford to send his traveler to 
the smaller locations more than per
haps once or twice a year—the retailer 
would miss the information he has been 
accustomed to secure from the travelers 
as to changes in prices, conditions, etc.

The retailer would be obliged to pur
chase in much larger quantities than 
when he depended upon buying from 
the jobber s stock, and it would result 
in overstock of certain goods and not 
sufficient stock of others, and in this 
age of sharp competition and demand 
for quick deliveries he would probably 
find that for him to assemble his stock

in small quantities from innumerable 
manufacturers, some located at a great 
distance, with the incidental delays, he 
could not turn his stock very often and 
that the interest on the unsold mer
chandise and the depreciation of over
stocks which he would hold from year 
to year would absorb practically all the 
profit that he had in competition with 
mail-order houses been able to secure 
for himself.

The Retail Merchant’s Status.
After discussing the status of the 

jobber let us now turn our attention to 
the status of the retailer whose life is 
also threatened.

It is generally recognized that the 
retail merchant has been the most im
portant factor in the building up of 
the villages and small rural centers 
where the store, the church, the school 
and the shop have worked together in 
maintaining them if they are to exist. 
It has been charged that the profits of 
the retailer have been exorbitant, and 
yet you know that the retail merchant 
of to-day is selling his goods on a 
closer margin of profit, while constant
ly facing increased expense of doing 
the business than ever before.

The small retailer instead of working 
eight hours per day is expected to work 
from 6 o’clock in the morning until 
late in the evening, he and his family 
live a plain, simple, frugal life, . the

A  SOLIDLY BUILT
Express Wagon. Koaster-Rart or Sulky means 
repeat orders. We keep this constantly in mind 
m our manufacturing departments and a trial of 
our goods will convince you. New catalogue ready.

M ICHIGAN T O Y  CO.
Grand Rapids, Mich.

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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amount of capital he has invested is 
perhaps about the same as that of the 
average farmer in his locality, but to 
conduct his store requires brains and 
all-around ability as much as to conduct 
a farm, and yet his investment and 
labor receive smaller returns, as a rule, 
and there is a greater percentage of 
failure than with the average farmer.

I think it is a safe assertion to say 
that for the past ten years very few re
tail merchants have made more than a 
good living, and in many cases they are 
in worse condition than they were ten 
years ago. Retail merchants have re
ceived less benefits than any other class 
of people. Business has grown but not 
their profits. Farm land has increased 
in value, wages have increased, but re
tailers’ profits have not. It has been 
recently stated that in Iowa there are 
eighteen retired farmers to one retired 
merchant.

Some one has said, ’’W ith all the 
faults of the retail merchant this method 
of selling goods has withstood the test 
of time and has survived the business 
revolution of the age because it is the 
best system, all things considered, of 
supplying the wants of the people that 
human wisdom has thus far devised.” 
In discussing the question of whether 
he is to exist in our economic system, 
however, it seems to me it will depend 
more largely on whether the govern
ment is to enter upon the distribution 
of goods, and is to assume the expense 
and deficit connected with the parcel 
post system which is proposed, because 
I firmly believe that if this parcel post 
system is once adopted by the govern
ment the life of many retailers of to
day is doomed, and one evidence of 
this fact is that immediately upon the 
passing of the act of 1874, which gave 
second-class material such a low rating, 
so much below the cost to the govern
ment, that two-thirds of the book stores 
of the country were put out of business, 
only leaving those in the larger centers, 
and if the 4-lb. limit then established 
produced this result can we doubt that 
the introduction of 11-lb. limit, to be 
followed later by an increase in the 
size of package carried, can do other 
than give great advantage to the mail 
order houses in the large centers, which 
will thus have furnished them, at the 
expense of the government, the last 
link in the plan of the mail order 
houses to secure a large percentage of 
the retail trade of the country.

While I firmly believe that the re
tailer is one of the most essential fac
tors in the lif-e of the small community 
of to-day, I also as firmly believe that 
parcel post will drive many of them out 
of business, and that, as a result, we 
shall have the same conditions existing 
as any one who has traveled in Great 
Britain and Continental Europe must 
have observed, only small shops in all 
of the rural communities, in which prac
tically no assortment of goods is car
ried, as in the retail stores of this coun
try, but, on the contrary, the large trade 
will be centered in the large cities to 
the detriment of the rural communities.

Both Jobber and Retailer Are 
Necessary.

There are undoubtedly errors and 
abuses on the part of both jobber and 
retailer because of the weakness of hu
man nature, but so long as the present

economic system stands and the assaults 
are made upon it, the hardware jobber 
and the retailer are of necessity part
ners and co-workers and their relations 
should be harmonious and most friend
ly, and I think this is being recognized 
more and more to-day as the result of 
discussions and suggestions made in the 
very able hardware periodicals, and as 
a result of the work of the jobbers’ and 
retail hardware associations.

Now, a final word to call attention 
to the fact that above all selfish con
siderations there should be a recogni
tion on the part of the jobber and the 
retailer that they are most important 
parts in the economic system of this 
country, that the more they improve 
their service and the more economically 
they can transact their business, the 
broader our viewpoint of ohr respon
sibility, the more efficiently will we ful
fill the obligations resting upon us that 
he who will be greatest among you 

let him be servant of all.”
Robert H. Treman.

Had an Eye for the Main Chance. 
F or years he was known to his 

neighbors by the nickname “Rubber 
Stamp Jo hn .’ He was crazy on the 
subject of rubber stamps, his neigh
bors and friends thought. W here he 
picked up his knowledge about stam ps 
none of them  knew. But certain it 
was th at he knew all about stam ps 
and had a neat sized collection of 
advertising and o th er literatu re  on 
the subject.

“T he first hundred dollars I save, 
said R ubber Stamp John, or John 
Reynolds, as his real name was, to a 
friend once, “I will sta rt a little stamp 
shop.”

John Reynolds had saved the hun
dred dollars and then a hundred more, 
but still started  no stamp shop.

"W hat about your rubber stamp 
business, Jo hn?” a friend asked Rey
nolds one day. “You have said no th 
ing about it for some time. Have 
you lost all in terset in it?”

T here was a twinkle in the m an's 
eyes. He thought he was having fun 
with his friend, the rubber stamp 
fiend.

But John R eynolds pretented  not 
to notice the twinkle. And he did not 
answ er the question.

Looking for Location.
John  had not lost his interest in the 

rubber stam p business. On the con
trary  as his savings grew  his in terest 
in the m anufacture and sale of rubber 
stam ps increased. O nly now he was 
no longer theorizing, but was looking 
for a way to put his theories into 
practice. H e was looking for a loca
tion where he could sta rt a rubber 
stam p shop and make good!

He asked a business m an what he 
thought would be the best location 
for a rubber stam p store. T he busi
ness man professed his ignorance 
about any particular location, but 
ventured this bit of advice:

"S ta rt up a store only in such a 
neighborhood where it will fill a gen
uine want. T hen you will be success
ful. You m ust fill a w ant for a certain 
class of people or for a com m unity to 
make any business pay.”

Reynolds postponeu his venture for 
six m onths more. T hen one day,

while w alking through a m anufactur
ing district, which was grow ing day 
by day, he overheard som ething like 
this:

They wanted to make me forem an 
of the place, but I cannot write. T hat 
was against me.”

The speaker was a foreign looking 
man. He had evidently never enjoyed 
the privilege of an education of any 
sort.

Couldn’t W rite, So L ost Job.
The friend to whom the foreigner 

addressed this com plaint about losing 
the forem anship in the shop on ac
count of not being able to write sym 
pathized with him and by way of con
solation told him that the identical 
thing happened in his shop. A young 
man who had an excellent hold on the 
business was offered the superinten
dency of the place, but the offer was 
w ithdraw n after it was learned he 
could not write.

John Reynolds knew that such a 
grow ing m anufacturing d is tr ic \ with 
an abundance of w orkers who could 
not write, m ight use rubber stam ps 
for a good many things, such as giving- 
crisp directions and orders, or m ark
ing goods and prices. The printed 
word or figure would be m ore readily 
understood by the foreign w orkers 
than the w ritten  word.

So John Reynolds sought out a 
location, an humble little  store in the 
neighborhood, and ventured into the 
rubber stam p business. He displayed

a great many stam ps in the window, 
got up new schemes and patte rns fn 
the stam p line.

John Reynolds has been in that 
place for five years now. He has in
troduced the use of the rubber stam p 
into a score of different departm ents 
where it was never used before. Many 
of the w orkers in the d istrict who 
cannot sign their names, had rubber 
stam ps made to order for them, giving 
their name in im itation of pretty  
good handwriting.

Reynolds is now planning to  en
large his business. His friends no 
longer think him "bug house” on the 
subject of rubber stamps. On the 
contrary  they say that he is a brainy 
man. And when John Reynolds 
comes am ong them, which is quite 
seldom, they listen respectfully to 
what he has to say. T hey even tell 
him their troubles and plans and ask 
his advice. Richard F. Vogle.

Established in 1873 

BEST EQUIPPED FIRM IN THE STATE

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

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

18 Pearl Street 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

Brecht’s Enclosed 
Brine Circulating System
of mechanical refrigeration is the up-to-date—the scien
tific way.

Let us tell you about the market men and others who 
are using The Brecht System and saving money.

Write us today for particulars.

Dept. “K”
THE BRECHT COMPANY

ESTABLISHED 1853 
Main Offices and Factories:

1201-1215 CASS AVE., ST . LOUIS, U. S. A.
New York. Denver. San Francisco, Cal., Hamburg, Buenos Aires

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.

simple method?
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Result of the Dayton Window Trim
ming Contest.

.D ay to n , Ohio, Ju ly  30—W hat has 
been considered as the g reatest win
dow trim m ing contest ever participat
ed in by the m erchants of one city 
lias just closed at Dayton. Ohio.

It proved an event of such far- 
reaching im portance and productive 
of so much good that our earnest 
hope is that o ther cities will he quick 
to follow D ayton's example.

T he event was notable not only be
cause of the large num ber of windows 
entered (247), but also because the 
cash prizes am ounted to the largest 
sum ever offered for the purpose. 
Five hundred dollars was divided 
among fifteen winners.

terson of the X. C. R. Company, this 
first m eeting was a great success. 
1 here was a banquet, talks, stereopti- 

con lectures, m oving pictures and, in 
fact, everyth ing that goes to m ake up 
a good meeting.

The three hundred and m ore re
tailers who were present were en- 
th used.

Mr. Van H orn, m anager of the 
window advertising departm ent of the 
X'. C. R., gave an instructive talk on 
window trim m ing and illustrated his 
rem arks in closing by showing a win
dow trim  in very bad taste  and then 
transform ing  it into a th ing  of beauty. 
Those present showed such keen in
terest that Mr. Patterson was tem pt
ed to offer five hundred dollar in

merchandise, 10 ; show cards, 5 ; a r
rangem ent, 15; fixtures, 10; back
ground, 10; window shades, 5; floor, 
5; cost, 10. Total, 100 points. It em
phasizes the relative importance of 
the different fixtures in a window 
trim . W e recom mend a similar card 
for every store. I t  is easy to im
agine the benefits a trim m er would 
receive by subjecting each of his 
windows to this sort of a test. It 
would be but a small m atter of time 
before he would form the habit of 
considering the various features in 
the order of their im portance and 
plan his trim  accordingly.

From  the Judges’ Report.
Dayton m erchants were compli

m ented on the excellence of their 
windows, but helpful criticism, also.

noted by the judges consisted of som e 
things that were neglected or care
lessly handled by the window dresser. 
In many instances it was evident that 
the trim m er had cared m ore to make 
a showing than to sell his m erchan
dise, as the goods displayed were not 
seasonable.

Many windows failed through m is
guided economy. By saving a few 
cents the whole effect of the display 
was cheapened. As an exam ple of 
this, there were two windows in 
which handsome and expensive fur
niture was shown. As to the m er
chandise there could be no criticism. 
The pieces were arranged with excep
tional taste  and would have m ade a 
decidedly good show ing had it not 
been for the background. T his was

R ike-K um ler Co. D epartm en t S tore Class. F ir s t P rize

was not spared, and much good was 
accomplished.

The m ost common fault, construc
tively, was in the lighting. Few 
windows were lighted to their hest 
advantage. In some there was not 
enough light: in others there was 
wasteful extravagance. It was clear
ly shown that it is poor economy to 
refrain from buying good reflectors 
and then use two or three times 
m ore light in order to get proper 
results.

In the decorating and handling of 
the m erchandise, the principal faults

made up of a design in wall paper 
which would have served very well 
had it been handled properly. In 
stead of being pasted evenly on a 
iram ework it was pinned carelessly 
together, p resenting  an unsightly  ef
fect. To have m ade th is window 
right and produce the effect desired, 
it would only have cost the price of 
the wall paper and the w ork of ap
plying it to  suitable fram ework.

Lack of care in detail was another 
criticism. T he exam ple was given 
of an office window which was clev
erly worked out and well handled

Ci'owl's M illinery.

How I t  Came About.
Dayton retailers are like o ther good 

retailers in a live city. T hey work 
hard, think hard and play hard. How
ever, their attention  is generally so 
wrapped up in their own businesses 
they scarcely have time to  think of 
other re ta ilers’ interests.

In these days of "team  play” and 
co-operation, the R etailers’ Com mit
tee of the Dayton Chamber of Com
merce thought it would be a pretty  
good plan to have a m ajority  of the 
retailers of the city in all lines get 
together at the new Hall of Indus
trial Education of the N. C. R. Com
pany to plan and learn from each 
other how best to advance retail in
terests in Dayton.

This was the start.
Thanks to  President John  H. Pat-

F'irst P rize , C lass 2

• prizes for the best dressed windows 
in the city.

This is how it came about.
The Judges.

Two judges were chosen for the 
contest, both men widely known as 
authorities on m atters pertain ing  to 
show windows: George J. Cowan, of 
Chicago, m anager of the store equip
m ent sec tioa  of the Dry Goods Re
p o rted  and Thom as Bi(rd. also of 
Chicago, editor of the M erchants’ 
Record and Show W indow.

The report of these gentlem en con
tained many helpful suggestions. It 
pointed out many of the common 
faults of the average window trim m er 
and showed how they m ight be over
come.

The score system used was as fol
lows: Color effect, 20 ; lighting  10 ;

I Ü I

“  SHOW CASE CO.. Grand Rapid., Michigan
Show T J  Ca8e and Store Equipm ent Plant in  the  W orld
Show Rooms and F .ctones: New York. Grand Rapids. Chicago, Boston, Portland
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with the exception that one of the 
principal figures, supposed to be a 
business man seated at his desk, was 
shown w ithout shoes. T his is hardly 
custom ary for business men.

Special rem arks were made by the 
judges in regard  to  the careless 
treatm ent given to the plain wood 
backs comm only used by small stores 
in outlying districts.

T hese were poorly painted, o ft
entim es covered with tacks and tack 
m arks and were unsightly  in general.

All the above criticism s, said the 
judges, would apply to any o ther cit- 
ties where they had studied windows, 
and were not peculiar to  D ayton. On 
the whole the trim s were of unusual 
excellence and m any deserved prizes 
but could not have them  because the 
num ber of awards was limited.

A w arding of Prizes.
President John H. Pa tte rson  

awarded the prizes. Each was in 
gold tied in a chamois sack. The 
w inner also received a handsom ely 
engraved certificate of award.

Mr. Van Horn, who was with M ar
shall Field & Co. for four years, 
showed' colored slides of the prize
winning windows, those which won 
honorable m ention and a num ber of 
others. He took up each subject in 
detail and answered questions as to 
the various defects and good points 
of the trim s shown. He explained 
w hat could be done for com parative
ly little  expense to increase the value

the principles of right display seem 
ed so simple that many of his hear
ers undoubtedly will be able to re
m em ber and put into practice the 
things they learned from his talk. In 
addition to Mr. Van H orn 's re
m arks, the retailers p resent were giv
en an opportunity  to discuss and crit
icize the various trim s shown. Some 
excellent ideas were b rought out.

W hat W ill It A m ount To?
A canvass am ong the m erchants 

since the contest brings out much 
evidence that the event was of far- 
reaching im portance. Dayton m er
chants were brought together in a 
spirit of friendly rivalry. They were 
awakened to the g reater possibilities 
of their windows, and learned that 
the public is keenly appreciative of 
all effort on their part along this 
line.

In the course of a few rem arks by 
President Pa tte rson  he called the a t
tention of his listeners to the fact 
that by their constant effort to p ro
duce m ore artistic  window trims, 
m ore than one hundred thousand peo
ple were being interested and educat
ed in art free of charge and this 
could not help but benefit the m er
chants by increased patronage.

A nother Contest in Fall.
The climax of the evening came 

when President Patterson announc
ed that ano ther con test would be 
held later in the year, at which time 
five hundred dollars would again be

S chw ab 's  C igar Store. Second P rize . C lass 1

of window space, and showed how 
certain trim s could easily be changed 
and made m ore effective.

Am ong the m any good things he 
brought out were: "O ne need hot 
sacrifice selling value for beauty. 
M ost windows are too crowded. A 
window trim  is not necessarily good 
because it a ttrac ts  attention. Sim 
plicity is the keynote of a rt and ad
vertising."

I t was clearly b rought out in dis
cussion that the entire effectiveness of 
what would otherw ise be a m ost ex
cellent window is often lost because 
of some little  technical e rro r like a 
bad show card or none at all, or 
the introduction or lack of some ob
ject or color which has no proper 
part in the scheme of display.

H is explanations were so clear and

distributed. T his was all the defeated 
candidates required. A wave of en
thusiasm  swept over the audience and 
the observer could see in the eyes of 
those present a look of eager de ter
mination.

It is quite safe to predict that Day
to n ’s window trim m ers will do some 
great practicing this summer, and the 
citizens of that beautiful city will be 
given a constant trea t to the eyes.

W hat a splendid investm ent the 
prizes were!

Not Interested.
"I was talking to Diggby this 

m orning about the latest dread
nought. He d idn’t appear to be much 
in terested .”

I should think not! Diggby m ar
ried one.”

Hard to Decide.
There was a man on the street car 

who looked so full of mental trouble 
that he attracted the attention of sev
eral other passengers, and one of them 
finally made bold to address him w ith : 

“Excuse me, but I trust you have not 
suffered a misfortune?”

It may prove to be one, and it may 
not,” was the reply.

Then it’s a case of sickness and the 
doctor can’t say how it will terminate?” 

“No—no sickness.”
“Then a business trouble?”
“Well, hardly business.”
The political situation is causing

“And lost the bet, of course. Yes, 
lost the bet, but what is the question at 
stake?”

"I bet with a man named Jones. There 
were no witnesses.”

“No?”
“And now shall I call him a liar and 

deny there was any bet, ,o r shall 1 go 
into bankruptcy and settle for 7 or 8 
cents on the do lla r!”

The Evidence.
1 thought you told me you were 

paying for an auto?”
"So 1 was.”
“I don 't see any auto?”
"You haven’t looked in the right

G. VV. S h royer & Co.

more or less disquiet among business 
men.”

“I presume so. but 1 am not a busi
ness man. What I am worrying about 
is somewhat connected with politics.”

“Ah, I see.”
“A question has come up to be de

cided. I have thought it over for a 
month or so, and can’t determine what 
to do.”

“If  I can be of any assistance—”
“Well, it was about Roosevelt.”
“Ah, now we have it. Perhaps you 

believed he would be nominated at Chi
cago?”

“I believed it and bet $5 on it.”

F ir s t  P rize . C lass 1

place. Go look in my g ro cer’s g a r
age.”

Caution.
Patient— I wish to consult you with 

regard to my u tter loss of m emory.
D octor—Ah, yes! W hy—er—in cas

es of this nature I always require my 
fee in advance.

For D ea lin g s  in

Show Cases and Store Fixtures
W rite to

Wilmarth Show Case Co.
Grand R ap idsf Mich.

M A C A U L E Y  S A I D
Those inventions which have abridged distance 
have done the most for civilization.

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

A T  O N C E
Your personality is miles away.

Every Bell Telephone is
a long distance station.
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The .Dry. .Goods. Business, as. a 
Profession.

W ritten  for th e  T radesm an .
If you are a dry goods m erchant 

you are to he congratulated on having 
embarked in a profession which may 
well engage the powers of an able 
man.

A profession it may very properly 
be called, for it requires as much 
knowledge and as strong a brain to be 
a successful dry goods m erchant as to 
be a doctor or a law yer or a m inister.

i t  is a m ost excellent thing for a 
man to have for his life work a voca
tion which holds in it much for him 
besides the money he gets out of it.

You have a work in which you can 
take great pride and pleasure, and 
for which you should have a perpet
ual enthusiasm.

»P legal technicalities, and wishes 
that when he was a young man he 
had engaged in business or m anu
facture. W e m ight go on and on 
with illustrations from  o ther callings.

Do not let this dissatisfied a ttitude 
of mind get a hold on you and become 
a m ental habit. You m ust keep your 
enthusiasm .

One of the best way to keep en thu
siasm for one s work is to  get away 
from  the work. W hen your day’s 
labor is done, drop it sharply. Do 
not carry your store home with you. 
Do not do your p lanning of nights. 
Get out of doors some time every 
day. O ccasionally take a half day 
off and go fishing or tram ping in the 
woods. I t will tranquilize your 
nerves and disperse any incipient 
blues.

Sometimes do you feel a sort of 
m ental dyspepsia getting  hold of 
you—does your store look dreary, ana 
your work m onotonous, and the p ros
pect ahead dismal? Does it seem to 
you that a dry goods store is about 
the m ost uninviting place in the world, 
and that you would like it if you 
never were to see another piece of 
goods, nor hear the voice of ano ther 
custom er?

W hen you get to feeling like this, 
rem em ber that the trouble is with you, 
not with the business you are engaged 
in. I his species of discontent afflicts 
the m em bers of alm ost every avoca
tion. Not infrequently one hears a 
physician lam ent the hour he ever 
decided to study medicine, and de
clare that his is the hardest, m ost 
perplexing profession a man can pur
sue, and the one involving the g rea t
est strain m entally, m orally and phy
sically. If he had his life to live over 
again he would be anything but a 
doctor. I he law yer becomes weary 
of listening to the w rongs of his 
clients, preparing  briefs, and looking

A nother th ing  th at will help you 
keep your liking for your work and 
your enthusiasm  in it is to get the 
developm ent that it holds for you. 
To repeat what has been said above, 
it is a m ost excellent th ing  for a man 
to have for his life work a vocation 
which holds in it a g reat deal besides 
the m oney he gets out of it.

1 hink of the vast am ount of know
ledge to be gained in connection with 
your business—which your business 
furnishes you a direct incentive to 
gain. It is an education to know the 
different kinds of silks, wool goods, 
co ttons and linens, and som ething of 
the processes of m anufacture. Be a 
judge of the fabrics which you handle.

The dry goods business offers op
portunities for the cultivation of taste, 
unequaled in any o ther m ercantile 
line unless it be art goods, in which 
of course the field is restricted. I t is 
the dry goods m an’s lot to be sur
rounded by beauty. Filmy laces, fine 
em broideries, rich silks, are his wares. 
It should be his am bition to make 
his place of business a store beautiful.

T he constant changes in styles, in 
m aterials, and in business methods 
make it necessary for the dry goods 
m erchant to keep abreast of the times. 
He m ust ever be ready to adapt 
himself to changed and changing con
ditions. He m ust keep a certain 
fiexability and not become set in his 
ways.

He m ust be a financier. I t  is no 
difficult m atter to buy goods and sell 
them again. But so to direct his 
undertaking that he will have a satis
factory income after all bills are paid 
and all expenses met—this is where 
the ability for financial management 
has a field.

By keen foresight and watchfulness 
he m ust shape his business policies. 
H e m ust be a man of firmess of 
purpose and of great will power. In 
m eeting competition, local and mail 
order, the aggressive qualities are 
aroused. The dry goods m erchant 
m ust be a fighter. It is up to him to 
prove himself an honorable knight in 
battle, who never stoops to trickery 
or dishonorable m ethods of warfare.

He should never be anything else 
than a gentlem en—indeed he never 
can afford to be anything else. He 
has every incentive to develop a genial 
m anner and pleasing address. T act

and courtesy are indispensable to 
success.

In his constant association with 
people he becomes shrewd in reading 
character. In his m anagem ent of his 
employes he develops executive abil
ity.

W e have m entioned ju st a few of 
w'hat may be term ed by-products of 
this calling or profession Are they 
not well worth seeking and obtaining?

The dry goods m erchant should 
not be old at forty  or forty-five, or 
even at fifty. If he takes pains to 
keep up with the tim es and retains a 
youthful elasticity of mind, he should 
be better at sixty than ever before.

Is not the profession of the dry 
goods m erchant one th at should stir 
a man to his best efforts? Place be
fore yourself the ideal of becom ing 
forceful, broad-m inded and proficient 
in this calling which presents such 
excellent opportunities for the unfold- 
m ent of your powers. It will give 
you zest and enthusiasm  for your 
daily work. Fabrix.

For Fifteen Years
Empire Brownie Overalls 
Have Satisfied the Boys 
of Michigan. &  jk ^

it vvuhu someming to 
Know that the size of a garment will be 
correct. That is the strongest talking 
point we have because “Empire” goods 
are not skimped in cutting. We offer 
various grades. Our size combinations 
are ages 4 to 9, 6 to 12, 4 to 5, 10 to 15 
j? ,, °Pen . stock. Merchants are cor- 
dially invited to visit our overall and 
clothing department on the 5th floor 
ot our new building.

Grand Rapids Dry Goods Co.
Exclusively Wholesale

Grand Rapids, Michigan

Edited by Henry Stirling Flak

$ 5  p e r  Y e a r — Published Weekly
Cask witk order Sold ta oaljr oae dealer ta a taw«.

Iijfc ndverfijini Oervice
For Dry Goods, Department, General Q  and Variety Stores

Published by Fisk Publishing Company 
S c h ille r  Bulldind* C h icag o

There Is No Other Advertising Service Like This In the Whole Work)

R. W. Crompton. Art Dlrorfnp

$ 5  p e r Y ear—Published Weekly
Cask witk arder. Sold to aal j oac dealer is a taw&

Joseph P. Ryan, Bangor, Mich., writes:
Your Advertising Service is coming in each week. It’s the greatest line of advertising stuff I ever saw fo r  t h .  ™  

merchant can turn down a proposition of this kind unless he has an advertising man. I wouldn't pay your r e p r e s e n t ! S  +1™  * * *  h°W a“y  
reason that I felt that you were offering too much for the money, so sent check to the Dry Goods Reporter C o to h r f  SerV1Ce fo r  th e

j s  wro,e -  ̂  - -  **  - ~  ~

HENRY STIRLING FISK, Pres. Fisk Publishing Company, sch¿í¿ca<?¿dg
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Things the Merchant Should Do Dur
ing August.

Y our trade ought to  be recovering 
during A ugust from  some of the sum 
m er dullness. I t  is hot yet, but the 
smell of fall is in the air. T h ere ’s 
lots of sewing going on, the women 
are canning fruit and school is not a 
g reat way off.

Incidentally, we m ight rem ark that 
there has been less sum m er dullness 
this year. M erchants are getting  
m ore and m ore in the idea th at dull
ness is not the necessary evil for 
sum m er that it has been pictured. 
T hey have found if they go after the 
trade with the right kind of offerings 
and use the right m ethods they are 
m ore than likely to  get it.

The leading A ugust line for the 
variety  store is dry goods specialties.

Big Chance in Dry Goods.
The variety  man who does not fea

ture dry goods sufficiently during 
A ugust surely will not get a lot ot 
trade he may as well have. T he regu
lar fall and school sewing will give 
you a good chance to push lace, rib
bon and em broidery; lawns, linens 
and nainsooks and notions. T he fall 
housekeeping will give you a chance 
on lace curtains and yard curtain 
goods, together with all the o ther 
housecleaning equipm ent in your o th
er lines. Then, in A ugust and Sep
tem ber, there will be the beginning of 
the fall demand for hosiery, under
wear, gloves, handkerchiefs, and so 
on.

Be sure you devote plenty of a tten 
tion to dry goods and notions, push
ing them  by m eans of window trim s 
and otherw ise.

Tim e F o r Campaign Goods.
Campaign goods should be pushed 

in A ugust and then pushed harder 
in Septem ber. T his will be the ho t
test cam paign the country has had in 
many years. T hings will be at fever 
heat. T here will be a big demand for 
cam paign novelties, including buttons, 
fobs, badges and pennants. These 
are real m oney m akers. People buy 
them  as they do firecrackers and 
Christm as goods.

Passing on to Septem ber, your old 
friend, cold w eather, soon will be 
getting  on the job. I t is well in Au
gust to make your plans for Septem 
ber. Plan ahead. T his does not mean 
buying ahead. But know w hat you 
are going to do.

F or the first week or two you will 
get a lot of good trade from  the 
school children. T his will include 
school supplies and various articles of 
dry goods and notions.

Push H ard  on H osiery Sales.
You will w ant to  keep right along 

with your dry goods during Septem 
ber. T here will be p lenty of sewing 
goods wanted. Also fall underw ear 
and hosiery will have a good chance.

I t  would be well, during some week 
in Septem ber, to  put in a big w in
dow trim  of hosiery alone. T hen an
o ther of underw ear. An impressive 
spread of these lines a trifle in ad
vance of the season is sure to bring 
big dividends later. H it hard in 
these. Go at the th ing  boldly. Show 
the people you believe in pushing 
hosiery and underwear, and have the 
utm ost confidence in your values.

Enam eled ware, household hard 
ware and stove goods should be fea
tured strongly  in Septem ber. Be 
sure to get your stove pipe, coal 
hods, fire shovels and so on out where 
the people can see them. I t may be 
a little  early, but you want to get an 
early im pression on people’s minds 
th at your store is the place to buy 
th at sort of thing. In enam eled ware 
you should push all lines, using win
dow trim s to  help you.

Go T o M arket T his Month.
China and crockery will be a strong  

Septem ber seller. W hat would be the 
m atter with a window trim  of ten- 
cent china?

Push all-the-year toys during both 
A ugust and Septem ber to  show that 
you will be headquarters for C hrist
m as goods—also, to get the big 
profits.

Incidentally , let us say one of your 
biggest duties for A ugust—for Sep
tem ber, anyway—is not in your store. 
It is to go to m arket.

You ought to be m aking plans right 
now for your holiday trade. W e con
fidently believe the C hristm as season 
for 1912 will be above the normal. 
Many have been thinking that on ac
count of the cam paign and o ther caus
es it likely would be an off year. All 
the indications righ t now point to 
exactly the opposite condition. The 
best way to  get ready for this big 
trade is to  take a trip  to  m arket and 
see the goods.—B utler W ay.

The Other Side.
While they waited on the corner for 

their car the alderman inquired of the 
insurance m an :

“I suppose you know a good many 
lawyers ?”

“Yes, quite a number,” was the re
ply.

“Can you recommend one that won’t 
sell me out.”

“I don’t know of one that would do 
such a thing.”

"I have none too much confidence in 
them ; but I ’ll take your word for it.” 

“Got a suit on hand, eh?”
“I have. You have probably seen how 

the Daily Kick has pitched into me?” 
“Yes, it’s been rather rough on you.” 
“I t’s gone beyond that. Seen a copy 

this morning?”
“Hadn’t time to read it. More abuse?” 
“It charges me with grafting on the 

Ninth street sewer. The limit has been 
reached. I must sue for libel and dam
ages. I must think of my family. W hat 
lawyer do you recommend?”

“Not any, as yet. You are right in 
thinking of your family. Think for a 
day or two more before beginning a 
suit.”

“U rn!”
In fact, think for a week or two 

more.”
“Urn! For what reason?”
“In case of a suit the Daily Kick may 

be able to prove its charges, and then 
what about your family?”

"Um ! U m !” coughed the alderm an 
and there was silence for a m om ent be
fore he added:

W hat do you think of a third presi
dential ticket in the field?”

A m an is never in love with a girl 
unless he feels like m aking a fool of 
himself.

Come To Stay.
Doris was radiant over a recent 

addition to the family, and rushed 
out of the house to tell the news to 
a passing neighbor.

“Oh, you don’t know what we’ve 
got upsta irs!”

"W hat is it?” ■
It s a new baby b ro ther!” and she 

settled back upon her heels and fold
ed her hands to  watch the effect.

“You don’t say so! Is he going to 
stay?”

I guess so”—very thoughtfully. 
“H e's got his th ings off.”

We are manufacturers of

Trimmed and 
Untrimmed Hats

For Ladies. Misses and Children

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

Grand Rapids, Mich.

Just What He Needed.
Daisy—You remember that gentleman 

you introduced me to at the reception 
last night?

Kitty—Yes.
Daisy—A fter hearing me sing he said 

he would give anything if he had my 
voice.

Kitty—Well. I don’t doubt it. He is 
an auctioneer.

Good Aim.
“I m et your father last evening, 

and spoke to him about our being 
m arried .”

“Did he strike you favorably?”
“W ell, not exactly favorably, but 

ra ther accurately.”

FDR 
C O A TS

We make the finest line 
on the market. Profit 
w i n n e r s .  Write for 
Clothing Catalog now.

B R O W N  & 
SEHLER Co.

GRAND RAPIDS, MICH.

Use
Tradesman Coupons

Large Stocks
Prompt
Service

Right Prices 

Paul stBKetee 4 Sous
Wholesale Dry Goods 

Grand Rapids, Michigan

Excelsior Gold Eye 
Needles

Large Round Eyes 
Put up in Attractive Wrappers 

100% profit

EXCELSIOR 
- 3/9

° o ¿ d  e  
S H A R P S

M A D E  IN 
E N G L A N D

Stewart's
Duplex 

Safety Pins
Best Quality 

Extra Heavy Wire 
Superior Nickel Finish

Write to your jobber for samples 
and prices

1=
S afe as in  its  Mother's Arms 

Ses& cY
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THE JUNIOR PARTNER.

How He Achieved Commanding Po
sition in the House.

"Before I had finished high school, 
necessity compelled me to work for 
a living. My m other was a w idow  
and I had younger b rothers and sis
ters; thus my dream of a college ed
ucation never came true. 1 have a l
ways regretted  this; yet I am not 
sure I should have come off any bet
ter in business had I taken a univer
sity course. Broadness of vision is 
the chief advantage college gives a 
man destined for business — and 
somehow 1 came into that naturally. 
The main, underlying reason for com 
mercial or individual failure is a nar
row outlook upon the factors that 
make success. A man can not con
trol those factors unless he sees them 
distinctly, and he can not see them 
when he is down in a mental hol
low.”

The junior partner was speaking. 
Technically, he is not a partner but a 
stockholder in a big departm ent store 
that does a wholesale business as well 
and conducts a dozen m anufacturing 
enterprises. He is one of the four 
controlling m em bers of the corpora
tion. \  et his associates speak of him 
familiarly as the "Junior Partner. 
A lthough not far advanced in his 
thirties he is w orth—well, at a guess, 
perhaps a quarter of a million. For 
the last ten years he has been the 
executive in charge of the "organiza
tion." Il you do not know w hat that 
m eans the narrative of the junior 
partner will open up for you a ver
itable fairyland in the business .field. 
The man who plays skillfully on the 
keys of an organization can work as
tonishing magic in the profit and loss 
account.

"I was about 10," he went on, "when 
I entered the employ of our estab
lishment. The store en had less 
than one-tenth of the, flodr-space we 
now occupy. Since that time the 
city has doubled in population, while 
our volume of sales has grown sou 
per cent. You see, therefore, we have 
gained more than a m ere natural in
crem ent. Moreover^ our business has 
been severely com petitive; we have 
not walked up by violating any 
equity that the people at large have 
in life. I hold this to be a test of 
true success.

" I t was several years, however, be
fore I began to see things as I do 
now. I was really  in a m ental hole 
up to the. time I was 23. I t is singu
lar that so many men stay in an in
tellectual swamp all their lives when 
—if the}' took the trouble to look 
closely at the things about them — 
they could not fail to see why their 
business concerns were bu tting  them 
into the ditch.”

M cN ulty’s Business M ethods.
" I ’d like to say, in the first place, 

that a business organization, as we 
understand it here in our own under
takings, is not a m ere list of offi
cials. I am going to tell you briefly 
what it is. Nor is it necessary to 
have a big store or huge factory in 
order to  have an organization. One 
of the best organizations I know' is 
in a little retail store that has five

clerks. Since the store was acquir
ed by a man with a vision, the busi
ness has got out of the m ire and is 
tackling the m ountainside. I expect 
to see a hundred clerks in that busi
ness some day.

\ \  hen I had been a stockboy per
haps a m onth a new youth was taken 
into my departm ent and 1 was told 
to instruct him in his duties. This 1 
proceeded to do; but that n ight I re
ceived a profane lecture from an old
er stockboy, whom we knew disre
spectfully as 'F reckled Squint.’ Fie 
was a coarse, illiterate lad, of a class 
that I refuse at the present ..time to 
have in the store ; but in those days 
he was a fair type. If you were sail
ing a ship you would not throw  out 
a lot of little anchors to drag  on the 
bottom  and impede your progress; 
but every employe of this sort drags 
on the business.

“ 'I seen you show in’ that new kid 
how to do th ings,’ said Freckled 
Squint threateningly. ‘D on’t you know 
you re cuttin your own th roat?  if  
you learn the new kid he'll get your 
job away from you. Never learn no
body no th in’! T hat a in’t the way to 
play the game. Ju s t learn yourself. 
Then the old m an can’t fire you, 
'cause there w on't be nobody ’cept 
you to handle stock. See?’ ‘

Since I lacked the broader vision, 
this a rgum ent had some effect on 
me. For a time I let the newcom ers 
alone as much as I could. You know 
this is the spirit that pervades many 
a business house to-day: it is one of 
those vicious undercurrents that o ft
en get into an organization. The 
man who refuses to train  an under
study for fear of losing his own job 
is the kind who stays in one job un
til his shoulders hump up and his 
chin sinks in. On the o ther hand, the 
m odern successful business tells its 
men that they can not expect ad- 
vancem ent until tfyey have trained 
o thers to do their work. The very 
foundation of a successful organiza
tion lies in the train ing  of com petent 
workers.

" I . was knocked round the various 
stockroom s for two or three years, 

-earning six or eight dollars a week, 
and finally landed down in the base
ment, in the delivery departm ent. 
Here I stayed two years longer. 1 
still lacked the ability to break 
through the brainfog that shut me in 
closely. I was surrounded by nar- 
row-m inded men, who influenced me 
the w rong way. I was as ignorant of 
the eternal tru ths of business as a 
child is of economics. Econom ics, by 
the way. make up the broad science 
of business. The universities are 
teaching this science now; and the 
men who come forth  thus fortified— 
if they do not have their heads too 
high in the air—are the ones who 
have the m ental a ttitude to  succeed.

"In  a few m inutes I'll try  to make 
this perfectly concrete to you; but for 
the m om ent I want to go along with 
niy story. In the delivery depart- 
nient my foggy outlook began to 
clear away slowly. A delivery de
partm ent is the one place in a store 
where the condition of the whole o r
ganization is best reflected. H ere  all

the incom petence and unwillingness 
of our force was strongly felt. W e 
were constantly  in hot w ater over 
the m istakes upstairs — misdirected 
parcels, illegible handwriting, mixed 
purchases, and so on. In addition, 
the blunders and indifference of the 
delivery departm ent itself added to 
our woes. I began to see that som e
thing was vitally wrong with the 
m anagem ent or these things would 
not happen.

"Up to that point our business had 
grown chiefly because the opportu
nity forced it. T he m arkets crowded 
upon us; the city was obliged to have 
goods. O pportunity  will build a busi
ness som etim es up to a certain point; 
then the trade will stop crowding 
and seek o ther channels of outlet. 
Our store had reached that point, as 
I learned 'afterward. T he business 
had stood still for a year, and was 
now sliding backward. The weight of 
an incom petent organization — one 
that alm ost wholly lacked the sell
ing uplift—was swamping it.

"A tem porary em ergency in the no
tion departm ent resulted in my go
ing there as a clerk. This advance
ment, however, was not the result of 
any plan, but was m ere chance. You 
see, chance plays som ething of a 
part in these things; but too often 
chance operates the w rong way—the 
incapable men are advanced, while 
the good ones remain submerged.

“A djacent to the counter where l 
worked was a section of the toilet- 
goods division. The girls there were 
much over-worked and underpaid, and 
the things they said about the m an
agem ent—when the m anagem ent was 
not within hearing—were at least 
picturesque. If employers could al
ways know what the w orkers are 
saying about them, and doing, an il
lum inating ray would be throw n on 
a m ost im portant problem of organi
zation—the handling of employes.

“The head of stock in the toilet 
goods was a girl whose name, if 1 
recollect right, was Birdie McNulty. 
She was a fair sample of an employe 
advanced w ithout logical cause. She

was sugar-coated, but b itte r within. 
W hen any one with au thority  ap
proached, Birdie assum ed an ethereal 
sweetness; but, in tru th , she was a 
most pernicious talker and very ac
tive in setting  harm ful current's in 
motion. Yet she had ample cause 
for her grouch. It was the m ost na t
ural th ing  in the world, and Birdie 
was human. You can not build an o r
ganization and overlook* hum an na
ture.

“One day a m orning new spaper had 
an article in its beauty column ad
vocating the use of a facebrush with 
bristles of a certain m aterial. A brisk 
demand sprang up that day for brush
es of this sort, but there was not one 
in stock. ‘If the old man was wise 
to it,’ rem arked Birdie to  me w ith a 
wink, ‘he’d get in a lot of these brush
es on the double-quick! I could have 
sold a hundred of them  to-day— but 
you can bet your last cent I ’ll never 
tell him.’

"It was evident, you see, th at the 
toilet-goods section was not paying 
<is well as it m ight, and never would 
so long as Birdie M cN ulty and her 
satellites were there—and so long as 
the ‘old m an’ w as'in  charge of it. This 
old man was the departm ent man a-, 
ger; in reality he was a young snip 
of a chap who clapped his hands loud
ly at the girls and w ent about like a 
peacock. Everybody hated him  and 
he hated everybody. You see, he was 
getting  only a hundred and twenty- 
five dollars a m onth and was always 
looking- for a better job, which he 
could not find.

"W ell, I ’ve told you this incident 
of the face brushes m erely because 
it was a typical one. Birdie M cNul
ty, you see, had a concrete selling 
idea, but she kept it carefully con
cealed. She knew how the store 
m ight sell a certain lot of goods, but 
the store never had the advantage of 
her knowledge. This was happening 
right along all through the establish
ment. Every day a thousand forces 
were operating w ithin our own o r
ganization to hold the business down 
and counteract a thousand outside
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forces- th at were struggling  to make it 
grow.

“T he singular p a rt of this situa
tion, as I look back upon it, lay in 
the fact th at it existed w ithout the 
p roprieto rs of the ’business knowing 
it. How ever, the same situation ex
ists to-day in m any a business. The 
poor organization is the one that does 
not get the knowledge and ability of 
the men and avomen who compose it. 
T he greatest th ing  in business, as 1 
look a t it, is the organization that 
works shoulder to  shoulder to boost 
things along.”

Rags and a Rocking-Chair.
“From  the notion departm ent I was 

shifted to the groceries, then to the 
dress goods, then to the furniture. All 
these changes were made on the mere 
exigencies of the m oment. My spe
cial qualifications for these jobs were 
never considered. T hroughout the 
store the clerks were being sent here 
and there aimlessly, w ithout ever a 
thought that th e  changes m ight or 
m ight not develop them  and help the 
business accordingly.

"O ne day, in the furniture depart
m ent. a clerk nicknamed ‘R ags’ set 
me th inking seriously. A custom er 
asked him for a high-backed rocking- 
chair, such as he knew very well we 
had in stock; but he had just had a 
rum pus with another custom er and 
was in a disagreeable mood. ‘W e’re 
out of them  sort o’ rockers,’ he said, 
and turned away. T he custom er de
parted and, no doubt, bought the 
chair elsewhere. E ight dollars had 
walked into the store and walked 
out again, but the high-backed chair 
rem ained; it represented a profit that 
the store m ight have had very easily 
—but didn’t.

"R ags was getting  a salary of 
twelve dollars a week; this, too, was 
my own salary. T hat evening, at 
home, I tried some original calcula
tions; and these really form ed the 
basis of a sweeping revolution in our 
organization. I t didn’t come, how 
ever, until quite a while afterw ard.

“My daily sales were not averaging 
m ore than fifty dollars. I had heard 
that the firm expected a net profit of 
20 per cent., at least, on the goods in 
my departm ent; so. if I sold fifty dol
lars’ w orth of goods, in a day the net 
profit was ten dollars. P a rt of the 
¡selling expense, of course, w a s »my- 
wages of two dollars for the day.’

"Then I assum ed a hypothetical 
case. Suppose, I reasoned, that I 
should sell one hundred dollars’ 
w orth of furniture a day—how much 
could the store afford to pay me and 
¡still retain  a reasonable increase of 
profit from my greater sales?

"This problem , you see, was a high
ly technical one, involving a lot of 
cost figures that I didn’t possess. I ’m 
not going into it here, except to state 
results. Every evening for a week I 
floundered in a maze of figures, filling 
all the loose paper I could find at my 
home. My m other rem arked that per
haps I was losing my mind—but 1 
w asn’t. On the contrary, I was just 
com ing into th at wide, keen vision 
that was destined to show the way 
to success. Som etim es an employe 
becomes broader than his boss; that s 
the best tim e to  hunt a new job.

"U nable to reach a definite answer 
1 took my puzzle to the chief ac
countant at the .store, with whom J 
had a slight acquaintance. He laugh
ed at first; but, as he glanced through 
my crude calculations, he caught a 
glim m er himself of the light that w a s  
try ing  to penetrate the cracks in my 
skull. H e prom ised to solve the prob
lem for me.

I he next day I was called to the 
office of the senior partner. He was 
a nervous, worried man at that tim e— 
Heaven knows he had enough to dis
turb his repose! He told me a fte r
ward that he used to get up in the 
middle of the night and go down
stairs to let in the cat, wind the 
clock and do anything to keep - him
self from thinking. He didn’t really 
know what it was that made him 
think all night long. W ell, I ’ll tell 
you what it was. I t  was a whole 
aggregation of people like Freckled 
Squint, Birdie M cNulty and Rags. 
They were bleeding his business to 
death.

“T he senior partner looked at me 
curiously and invited me to  sit down. 
A lthough I'd  been in his store for 
years he didn’t know me. Now th a t’s 
a situation fit for a play! In troduc
tions are very good things in busi
ness, even for senior partners.

“ ‘W hat made you assum e,’ he ask
ed, ‘that a clerk now selling fifty dol
lars’ worth of furniture a day , could 
be expected in reason to sell one hun
dred dollars’ w orth?’

"H ere  was an opportunity  to un
burden m yself of ideas that had been 
accum ulating in my brain a long 
time.

‘ 'Because,' I answ ered with some 
diffidence, ‘I believe that m ost of the 
clerks in this store could sell a far 
g reater volume if they worked under 
different conditions; m any of them, 1 
am sure, could sell double the vol
ume.’

“ ‘T hat is a broad assertion ,’ said 
the senior p a rtn e r incredulously. ‘Still, 
if you could dem onstrate it to be true 
it would m ean a great deal of money 
to us. H ere he picked up a sheet or 
paper on which the chief accountant 
had worked out my problem. ‘I ’m) 
afraid,’ he continued, ‘these  calcula
tions are  quite .theoretical; .hoWever 
in teresting .’, • - ' .. ' ”

‘ Then he’ showed me the figures. 
On the assum ed basis of sales at one 
hundred dollars a day the house could 
afford to pay me tw enty dollars a) 
week. Even though it paid me thH 
additional wage of. a .  dollar thirty- 
three and a third c en ts‘a day, it would 
earn for itself an increased net profit 
of eight dollars a day.”

Furn itu re  D epartm ent Put on 
- Oxygen.

“ ‘W ell,’ said I, ‘the figures m ay be 
theoretical at present, but I ’m will
ing to dem onstrate their practicabil
ity if I can. If the house will pay me 
-a salary based on these, calculations 
I ’ll do my best to sell a hundred dol
lars ' w orth of furniture a day.’

"W e had a long talk—the senior 
p a rtner and I—during  which I told 
him some of the things that had hap
pened in the store. Tf the average 
proprieto r could get his employes to

talk to him frankly many a business 
would take a new spurt. I m entioned 
no names, but I gave the senior p a rt
ner a rare glimpse back of the scenes. 
The result was an agreem ent w here
by my salary was re-adjUsted on the 
basis I had suggested.

"It is wonderful what a definite in
centive will do to the right sort of 
man. From  that day I became alert 
for selling ideas and keen for cus
tom ers. 1 im proved m y personal ap
pearance and atm osphere. I reach
ed out for the dollars and dragged 
them into the store.

' I ’ll he brief, for I ’m not talking 
on the a rt of selling goods, but on 
that bigger thing—organization. 1 
wish m erely to touch on some of the 
things I did, for they led to im por
tan t organization policies. O ur fur
niture departm ent had been som e
thing of a dead proposition. W e had 
a good stock, but we lacked the 
quality 1 call ‘punch.’ W e had row- 
after row of polished chairs, long 
lines of shining tables, aisles border
ed by stiff chiffoniers, and the like. To 
a certain extent this was unavoidable; 
still, when a m erchant has a stock 
that lacks life of itself, he should use 
the oxygen treatm ent upon it. If nec
essary, he m ust use artificial respira
tion until it breathes. A successful 
business, like a successful book, must 
have a peculiar faculty of gripping 
the hum an mind. If you punch a 
man in the side when you pass him 
on the street he’ll stop short; so, if 
you punch a custom er with a selling 
idea he'll slow down in his race for 
your com petito r’s store and shy 
round into yours.

I was engaged to a college girl, 
and the first thing I did was to enlist 
her help. She came down to the store 
and together we fitted up a college 
g irl’s room as a floor display. W hen 
we were through with it the thing 
was worth coming miles to see. Then 
our advertising man came up and 
talked with me, and the next day our 
advertisem ent in the m orning papers 
had a new flavor. Instead of invit
ing the public to come in and inspect

cheerless rows of lifeless furniture it 
had an air of m ystery  and motion 
about it.

"W ell, we had model living rooms, 
efficiency kitchens, bachelor dens and 
drawing room s; one week we showed 
a room  furnished complete for fifty 
dollars; the next week one that would 
cost a hundred; then one requiring 
two hundred. W e had a ‘Blue Room ,’ 
modeled after the one at the W hite 
House, and a reproduction of the c ir
cular office of the nation’s president. 
You see, it is possible to do a lot of 
things to sell goods if the men who 
sell them  will unlock their ideas. I 
have just given you a glimpse, how
ever, of the way we punched up the 
people and got them coming. T here 
wasn t a week that T didn't originate 
at least one selling idea—and the sen
ior p a rtner backed me up all 
through.

“ For two or three weeks I fell 
short of my hundred dollars: then on 
several days I scored. Suddenly I 
went over a hundred. O ur furniture 
sales picked up in a rem arkable m an
ner. F o r a m onth I averaged a hun
dred and fifty dollars a day. During 
the whole year I sold over forty  thou
sand dollars’ w orth, or a daily aver
age of about a hundred and th irty - 
three dollars. T his was a th ird  more 
than my agreem ent required, and the 
firm paid me twenty-five dollars a 
week for the entire year.

"M eanwhile the o ther furniture 
clerks had been taken into the gam e— 
all except Rags. You’ll always find a 
few men in every organization w ho’ll 
fail to respond to the hypodermic 
needle. The senior p a rtner did not 
like to fire Rags, because he had 
been there a long time and had twin 
babies at hom e: but there was a job 
vacant down in the sub-basem ent.

"My experim ent had been the sub
ject of a g reat deal of discussion 
am ong the higher executives. On nu
m erous occasions I was called to the 
office during these talks and given 
an opportunity  to take part. One 
day the senior partner said to me:

“ ‘You have opened up extraordin-
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ary  possibilities, young m an; and, 
since you have dem onstrated  these 
possibilities in the furniture depart
m ent, we are going to give you a 
b roader field. W e have created a 
new executive job., and hereafter your 
title  will be O rganization M anager. 
Y our duties, in short, will be to get 
be tte r results from  the human m ate
rial in this business. In order to  do 
that, you are to w ork out your own 
ideas.’

“So, at 24, I was given a desk and 
a salary of a hundred and fifty dol
lars a m onth. I t was a huge and 
endless task I began—but it m eant 
the redem ption of the business.

“A t first I had not much of a plan. 
I t  is easy to talk  grandiloquently 
about one’s organization, but to make 
that organization stand for anything 
definite is a different proposition. 
Once I spent half a day with a friend 
who was stage m anager for a fo rth 
coming spectacular musical show. I 
stood in the em pty pit of the theater 
and watched the first rehearsals. The 
th ing  was all a jumble. A fterw ard 1 . 
saw the finished production, in which 
each person knew his or her part: 
and the whole moved like an auto
m atic machine. I know a great many 
business houses to-day that are only 
rehearsing. T heir organizations are 
m ere jumbles, in which few of the 
actors know the right steps or fig
ures. W orst of all, their stage m ana
gers do not know the tu rkey-tro t 
from the manual of arms.

"You see, I was the stage m anager 
of our business. I t  was not up to me 
to advertise the show, or take in the 
money, or look after the properties. 
My part was to see th at the actors 
perform ed their evolutions properly. 
So, instead of beginning with the 
whole big mixup, I resolved to sta rt 
with one departm ent. I selected the 
notions.

"F irs t, I secured a list of all clerks 
a t the notion counters; and then, one 
by one, I sent for them  and had a 
five m inutes’ talk with each at my 
desk. My purpose was two-fold—I 
wanted to study the clerks at first hand 
and I wanted to get all the ideas they 
could give m e.”

W hen the System  Began T o W ork.
“A few of them , I discovered, were 

not made of the m aterial I wanted. A 
good stage m anager picks his grace
ful dancers and retires the awkward 
squad. In the badly m anaged busi
ness the awkward squad is often the 
la rger element. A lm ost everywhere 1 
go I see men and women out of place 
in their jobs. Once a young man ap
plied to me for a position as eleva
to r  conductor in our store. He had 
worked three years in that capacity 
in a large wholesale establishm ent. I 
was struck with his pleasant atm os
phere, and his clear, convincing m an
ner of talking. ‘You don 't belong in 
an elevator,’ I told him, and gave him 
a salesm an’s job in the shoe depart
m ent. To-day he is the m anager 
there. T he wholesale house m ight 
have made a high-class salesman of 
him, but it kept him out of the run
ning and, I have no doubt, sent out 
m ore than one road man who ought 
to have been in an elevator. In  build

ing an organization the th ing  to  do 
first is to  pick your raw m aterial in
telligently  and put that m aterial 
where it can do its best work. I re
call one young woman, in particular, 
whom I discovered through my talks 
with the clerks in the notions. H er 
atm osphere was particularly  agreea
ble and she had qualities, it seemed to 
me, th at fitted her for work th at was 
m ore productive. So I transferred  
her to the infant-w ear section, where 
she was called on to  m eet a high- 
class trade. * Before long she was 
made head of stock and raised that 
section to  a plane never before a t
tained.

“I ’m talking just now about the no
tions, however. I picked a new m an
ager for that departm ent and spent 
a day or two talking to  him. I show
ed him in detail w hat I had done in 
the furniture and I told him we could 
accomplish as much in the notions. I 
put the thing up to him absolutely, 
and prom ised him a bonus that 
am ounted to an increase of a 100 per 
cent, in his salary if he b rought the 
volume of sales up to the standard I 
fixed. All the clerks in the notion 
section, also, were put on a premium 
system.

“I have not time to tell you in de
tail what this young chap did. By 
sim plifying his arrangem ent of stock 
and m aking it follow an invariable 
rule, he did away with a trem endous 
loss of selling tim e; he made it pos
sible for the same num ber of clerks 
to  wait on 75 per cent, m ore custom 
ers. He and the advertising man, to 
gether, put over all kinds of selling 
ideas; and we sold that year 60 per 
cent, m ore notions than ever before.

“ Next I took hold of the white 
goods; then groceries; then the sta
tionery; then dom estics—one by one 
I took up each of the separate activ
ities of the store and I made it dance 
gracefully. In charge of each I put 
a com petent dancing-m aster, and I 
quickened the music of the whole pro
duction. I made each departm ent 
head responsible for the men and 
women under him; showed him how 
to develop them , and m apped out a 
system  by which every employe had 
definite and ironclad duties. You 
know how a flagman autom atically 
drops off the rear of a train  when it 
is blocked. W ell, my idea was to 
have a ra ilroad’s scheme of organiza
tion all through.

"In  the course of tim e I extended 
my work to  our wholesale establish
m ent and to our m anufacturing en ter
prises. In  the la tte r I found just as 
m any opportunities for betterm ent as 
in the selling branches of the busi
ness. The righ t organization in a 
factory will quicken production im
m ensely and cut down expenses and 
costs. For example, I said to one 
superintendent: ‘You m ust cut the 
unit cost of this num ber nine piece 
from  eleven to  six cents.’ T hat was a 
radical order. On the fact of it, it 
seemed impossible; but the superin
tendent had developed an organiza
tion under him, and when the prob
lem was studied by intelligeint men a 
m achine was perfected by which the 
cost of m aking this piece of apparel

was reduced to five cents, and subse
quently to three. On another occa
sion, when a similar order was given, 
a folding machine was invented al
m ost immediately that accomplished 
the necessary result. If you have the 
right men in your organization and 
develop them properly they will work 
magic for you when you wave your 
wand.

“At the beginning, however, I 
found the same story all through our 
business—no well-defined policies; 
lack of the right human m aterial; 
want of incentive, and a woful need 
of initiative. In the wholesale house, 
for instance, the m anager of the gar
m ent departm ent belonged to a 
school of business twenty years out 
of date. He had not got the modern 
viewpoint—the ‘furniture viewpoint,’ 
as our senior partner expressed it. 1 
tried faithfully to make him see 
things as I saw them ; but for a week 
I made no impression. Then I said 
to him: ‘If you get the spirit of win
ning into your men you can easily 
sell 30 per cent, more stuff than you 
sold last year. W e will give you 
what new blood you need and we will 
pay you and your men what you earn; 
but if you fail to sell the extra 30 per 
cent.—well, in that event you auto
m atically fire yourself.’ In his case I 
put the proposition unusually strong.

“Well, sir, he woke up; his coat
tails did some lively stunts about our 
m ercantile stage. He acquired the 
m ental attitude, forgot his traditions 
and went over the m ark I set for him; 
but he did not do it alone—if he had 
not organized his men for the effort 
he would not have done it. It is 
the men who work for you that do 
the thing very often.”

O rganization—A Fine Art.
"In  the flannels we had been dis

gracefully deep in the mire of incom
petence. I put in a new m anager be
cause there was no hope for the old 
one. T here isn’t any use try ing  to 
make a clubfooted man toe out. The 
new m anager dem onstrated my the
ory that if you set a reasonable goal 
for a man to attain, and set the right

man at the task, he will achieve it 
nine times out of ten, no m atte r if he 
sells only batts, w addings and burlap. 
One thing this new m anager did was 
to sell four tim es as m any steam er 
rugs as we had ever sold. H e did 
this by clever ideas in featuring.

“It was really astonishing how the 
different departm ents responded as I 
touched the keys of organization. The 
silks, laces, cloths, prints, carpets, ho
siery, books—all the departm ents, in 
fact—got into line; so each of them 
began to show results from 10 to 100 
per cent, bette r than form erly. Yet, 
in reality, it was a logical result! 
W hen you improve the ingredients 
that go into the soup you make better 
soup!

“The actual im provem ent of the in
gredients of our organization, how
ever, was a patient, laborious process. 
As I have shown you, I first sur
rounded myself with a lot of depart
ment heads whom 1 imbued with the 
broader vision. I gave each the in
centive to originate selling ideas and 
short cuts in expense. Each had 
his goal set for him—his expect
ed volume of sales. I ts  a tta inm ent 
m eant a much larger individual bon
us than if he fell short. And in order 
to knit all the departm ents together, 
and make each m anager in terested  in 
the welfare of all the departm ents as 
well as of his own, we offered in ad
dition a general bonus. T his we di
vided equally am ong all the depart
m ent heads. I t  was based on the to 
tal net profits of the house.

Thus each of these m anagers be
came the head of a little  world of his 
own. He was, in effect, the organiza
tion m anager of th at m inor world. It 
was his duty to make detailed reports 
to me concerning each worker. In my 
office we kept a card-index system, 
showing the m onthly sales, clerk by 
clerk; but that was not all. Each 
departm ent had a suggestion box, in
to which any employe could drop a 
w ritten slip, bearing a definite idea 
by means of which m ore goods m ight 
be sold or m ethods improved. Every 
idea accepted was credited to the em-
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ploye furnishing it; and not only was 
a cash paym ent made in return, but 
the num ber of ideas supplied by each 
clerk became a m atter of record. Ad
vancem ents were made for cause, not 
through personal favoritism . Please 
observe that this plan was designed 
to  give us human m aterial vastly 
m ore profitable than Birdie M cNulty!

T he ideas th at rem ain on ice in the 
brains of the average business will 
surprise you if you get the sawdust 
cleared away. Some business men try 
to club out the ideas with a blud
geon, but the m odern organization 
m anager gets them  coming na tu r
ally.”

A M em ber of the Firm .
“Of course we extended our pre

mium or bonus system  down through 
the ranks. W hen you go to a store 
to buy b u tte r you have to pay for 
quality; but a lot of business men 
think they can get cream ery-brand 
labor on a butterine basis. You can 
make a horse pull by sitting  behind 
him and swearing, and you can make 
a dog crawl to you on his belly; but 
the men who can sell the m ost goods 
for you are not built that way.

“In order to  train our people in the 
broader habits of thinking and doing 
we established a school on an upper 
floor of our store where we had grad
ed lectures on m anagem ent; here, too, 
we taught our clerks the essential 
th ings about goods. You know that 
in m any business establishm ents the 
chief weakness lies in the sales force. 
T he goods may have all so rts of fine 
qualities, but if the salesman is not 
able to talk intelligently the initia
tive of the factory is largely wasted. 
So, too, is the splendid selling m a
chinery, one often sees in establish
m ents where the human elem ent is 
’way below par, I often think of this 
when I go into business houses and 
see the fine buildings, the attractive 
fixtures, the sm ooth-running elevators 
—and the hum an organization that is 
not half organized.

“One of my greatest troubles lay 
in the difficulty I found in recruiting 
departm ent heads who were broad 
enough to see all these things. So I 
adopted w hat I called the ‘travel 
plan.’ Men who travel much—provid
ed they have the right foundation— 
get above the comm ercial level; but 
the sort of travel I gave these young 
chaps required no railroad fare. 
W henever any departm ent developed 
a man to  the point where be prom 
ised well as an executive I started 
him going. I gave him a m onth, say, 
in the linens; then another m onth in 
the curtains; then two or three weeks 
in the w ashgoods; then a week in the 
sporting  goods. I fixed up several 
courses th at covered periods ranging 
up to tw o years, finishing w ith the 
different departm ents of the office. 
W herever the future executives were 
sent they did plebeian work alongside 
the regular workers. T hey understood 
w hat the scheme was, and alm ost 
w ithout exception they took hold 
vigorously. O ne of those chaps to 
day frequently  goes into a departm ent 
that is u tterly  strange to him and 
w ithin a week recom m ends im prove
m ent? th at m ean larger sales or re 

duction of cost. I t  is the travel 
viewpoint, you see. If  only you have 
a definite policy of developing men 
it will work out every time.

Thus we always had ample m ate
rial from  which to draw  our depart
m ent heads; and from our departm ent 
heads we now draw the men we take 
into the business.

“As for myself, I was taken into the 
corporation the year after I became 
organization m anager. On the eve 
of my wedding the senior partner 
called me to  his office and gave me a 
check for a thousand dollars. ‘T his,’ 
he said, ‘is a gift from  the house.’ 
Then he handed me a hundred shares 
of stock. ‘But these.,’ he went on, ‘you 
will have to pay for. W e are going to 
charge you with ten thousand dollars 
and in terest on that sum at 6 per 
cent. Then we will credit you with 
the profits on your stock, and you can 
settle the debt in that way. T he big
ger you make the profits the sooner 
the indebtedness will be canceled. If 
at any tim e you should wish to dis
pose of the stock you m ust sell it 
back to us.’

“In less than three years I had 
cleaned up my block of stock and was 
charged with another block—this time 
forty  thousand! O ur rem odeled o r
ganization was now piling up as
tounding results; we were m aking , 
m oney so fast that it dazed us. E x
pansion was im perative and we put up 
a new building. In our g reater busi
ness I was allowed a liberal share. 
M y 'p a rtn ers advanced the cash and I 
gave them  my note. T his note is 
now paid in full. In a way, my in
terest in the business was given to 
m e; but in reality  I earned it.

“About tw enty men have followed 
in my footsteps, although some of 
them  are small holders of stock. E v
ery one we take in is a picked man.

Nor is there any elem ent of mere 
friendship in this policy of giving our 
best executives an i n v e s t  in the 
business. W e do it because it pays 
big dividends. I t  brings out the m er
chandising and m anufacturing genius 
of the organization. The average 
partnership, you know, is a w retched 
aggregation of men drawn together 
through chance or acquaintance. In 
our establishm ent no man is ever ad
m itted who has not proved himself in 
advance—after we have applied our 
own particular brand of developm ent.

O ur latest arrival is a young man 
who started  ten years ago as an um 
brella checker in the main vestibule. 
One day, through the suggestion box, 
I received a selling idea from this 
boy. He proposed that on rainy days 
we have a special window display, 
devoted to w et-w eather goods. T here
after we kept a section of a window 
that could be transform ed quickly to 
meet w eather conditions. W e m ate
rially helped, our sales of umbrellas, 
raincoats, and the like.

“This boy we prom oted for his 
alertness. It was not long before we 
heard from  him again. W e kept on 
hearing and he kept on going up. W e 
have had hundreds of such instances. 
^  ou see now what I mean by the 
term  ‘organization .’ It is the o rganiz
ed effort of the best men and women 
we can get hold of. It is the effort 
they put forth—not for the store 
prim arily, but for themselves.

"T here  is no way to get th is  organ
ized effort except to go after it. The 
nation is full of ten-dollar clerks who 
offer splendid m aterial for business 
organizations. T here is an am azing 
opportunity  for ten-dollar clerks who 
will get hold of a m ental scaling-lad
der and climb on top of the wall— 
where they can see over!’’— Edward 
M ott W oolley in Saturday Evening 
Post.

Chicago must be growing in grace or 
it may be the high cost of living, but 
anyway its beer consumption fell off 
35,000 barrels last year. If  the Windy 
City is growing better that would ac
count for the falling off, but it may be 
that the residents of the breezy city 
on Lake Michigan are economizing. 
The fact that there was a decline also 
in the sale of internal revenue stamps, 
and an increase in the sale of oleo- 
margarine stamps would support the 
latter theory. Some dealers say Chi
cago is drinking buttermilk instead of 
beer. If  so, there should be a de
crease in the death rate, for eminent 
scientists declare that buttermilk kills 
germs in the human system and pro
longs life.

Have you any bed bugs you would 
like to dispose of? If so, send them to
G. M. Zimmer, Superintendent of the 
United States Agricultural Experiment 
Station at Vienne, Va. He will pay 
five cents for each bed bug up to $5 
worth. Most people are willing to give 
bed bugs away, but here is a grand 
chance to make money. Mr. Zimmer 
can’t get enough of the cimex tectu- 
larius for his experiments. He wants 
to set them at work exterminating an
other insect which is destroying an 
orchard on the Government farm, and 
Virginians do not seem to be able to 
furnish enough bed ■ bugs for his pur
pose. He wants them alive, and will 
pay the highest market prices.

When a man can buy a suit of clothes 
for 10 cents he is not particular about 
the cut or style. An Illinois merchant 
dug up more than 100 old suits in his 
store that were a little out of date, 
but made of good material. He ad
vertised a sale at 10 cents each, and 
500 men and women besieged the 
store, nearly tearing it down in their 
efforts to make a purchase.

Y ° U  ARE ALWAYS SURE of a sale 
* and a profit if you stock SAPOLIt). 

You can increase your trade and the 
comfort of your customers by stockingHAND 3AP0LID

at once. It will sell and satisfy.
HAND SAPOLIO is a  special toilet soap—superior to any other In countless ways_delicate

siough lor the baby's skin, and capable of removing any stain.
Costs the dealer the same as regular SAPOLIO. but should be sold at 10 cents per —
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Matchmaking—From a Girl’s Point 
of View.

W ritten  for the T radesm an .
Dearest Rosalie: You are ever my 

refuge in time o f trouble. Truly this 
is a time o f trouble with me. for 1 am 
in great doubt and perplexity, and 1 
long to tell you all about it.

Aunt Mildred wants me to say “Yes,” 
and is all the time telling me the many 
advantages that she sees and urging me 
“not to stand in my own light” and 
“neglect my own interests.” She insists 
that any sensible girl would jum p at 
such a chance. Forty times a day I am 
admonished of his kind and considerate 
disposition, of the excellence of his fam
ily—the Gilmans have the bluest blood 
in town Auntie declares—and at least 
seventy-five times every twenty-four 
hours she reminds me that Mr. Gilman 
Senior—Clarence’s father—is wealthy, 
and that as Clarence is an only child 
it will be his some day.

She thinks I’m foolish—“wickedly 
foolish,” she frankly tells me—to hesi
tate a moment. Not every girl is given 
the opportunity to have as fine a house 
as there is in town, servants, an auto, 
a trip to Florida every winter, and such 
a husband as Clarence Gilman will make 
into the bargain, she declares.

She teils me she is advising me just 
as Papa and Mamma would if they 
were living. She makes light of it 
when 1 say 1 don’t care for him and 
quotes to me the old saying that “When 
poverty comes in at the door love flic 
out at the window.”

“I t’s absurd, Katharine, simply ab
surd,” she says over and over again, 
“ for a girl in your circumstances, who 
has to pound her bread and butter and 
clothes out of a typewriter, to so much 
as think of turning down such an offer. 
If you don’t take Clarence Gilman, you 
deserve to live and die an old maid and 
be compelled to earn your own living all 
your life.”

Sometimes she takes on a plaintive 
manner and says that she would feel 
different about it if she had money to 
leave me; but as it is. that if she could 
see me married and in a good home 
of my own, and in circumstances that 
would make me independent all my 
days, she could die happy. Auntie’s 
health is very good and she’s only forty- 
eight. so I hardly think there is great 
danger of her immediate demise, but 
that’s the way she puts it.

She calls my ideas soulful and ro 
m antic and thinks that 1 ought to have 
more practical sense. It has been her 
observation that girls who will marry 
only for love either get husbands who 
are as poor as Job’s turkey, or else 
never marry at all. In her estimation 
either fate is unspeakably bad. She told

me last night that 1 could like Clarence 
if I tried to.

But Rosalie dear, there’s the trouble. 
I can t even like Clarence, and I’ve tried 
faithfully. His society bores me. He’s 
so dull. He’s had the best advantages 
—been to college and all that—but lie’s 
not a bit bright nor brainy. Time seems 
insufferably long when he is here. To 
think of spending my life with him—1 
can compare it to nothing else than an 
interminable journey over desert sands.

Rosalie, pity me, for I don’t know 
what to do. Katherine.

Two Weeks Later.
Dearest Rosalie: I have taken arms 

against my sea of troubles and refused 
Clarence Gilman. I ’ll tell you what 
screwed my courage to the sticking 
point.

You must know that Aunt Mildred 
with all her excellent qualities is a 
matchmaker. There’s no denving it. 
And I saw the dreadful results of some 
of her work. Two years ago Jimmy 
Dalton and Agnes Barrows were mar
ried. Agnes’ mother and Aunt Mildred 
were close friends, so of course Auntie 
took it upon herself to look out for 
Agnes future. She picked upon Jim m y 
as the most eligible unattached man in 
town, and then she set her snares to 
bring those two young souls together.

She succeeded. You know what a 
compelling way Aunt Mildred has, and 
she s so kind and pleasant that it’s hard 
to resist her. Before they really knew 
what they were doing the wedding day 
was set.

They quarreled from  the start, and 
ten days ago Agnes sued for divorce. 
At a reception I overheard two men 
talking about it, and one of them said 
jokingly, "I wonder if the lady who 
made the match will be on hand to pay 
the divorce law yer.” He m eant Aunt 
Mildred. Of course he didn’t know I 
could hear.

I considered that remark rather vul
gar. but still 1 wonder if Aunt Mildred 
feels her responsibility for the wreck 
of those two lives.

I decided that her judgment as to 
my affairs was not to be followed when 
it was contrary to my own. I knew that 
if it really seemed more attractive to 
me to keep banging away on my type
writer than to marry a rich young man 
who has nothing against him but his 
stupidity—certainly he could not be the 
right man for me. So I refused Clar
ence.

Think of me as scribbling dictations 
and thumbing them off on my machine, 
but not—not marrying that bore that 
Auntie selected for me.

W ith my heart’s love. Katherine.
One Y ear Later.

My precious Rosalie: I have some 
happy news to tell you. T am engaged.

1 want you should know Robert soon 
as ever you can. We met about a year 
ago—soon after I refused Clarence Gil
man—and it was a case of mutual in
terest and admiration at first sight. 
Robert is a very steady and reliable 
fellow—I am glad I can say that—-and 
he’s bright and intelligent and has char
acter. We are congenial in our tastes 
and sympathies.

We shall not be married for two or 
three years, until Robert is a little bet
ter established. Until then 1 shall keep 
on working. We are happy, happy, 
happy in the hope of a home together.

Aunt Mildred still believes I made 
the m istake of a lifetime when I turned 
down poor Clarence with his money. 
But 1 think of Agnes Barrows and I 
shudder. Poor deluded Aunt Millie. 
How can she, how can she? I never 
should dare. Who can fathom the mys
teries of temperament so as to know 
who will make a congenial life com
panion for another? I never shall be 
guilty of the abominable sin of match
making. Katherine.

These letters show the subject of 
matchmaking from the point of view 
of youth—youth that is ever optimistic, 
egotistical and sure of its own wisdom. 
But is there not enough of truth in it 
to stay the hand of the woman who is 
possessed of an itching desire to ar
range the lives of other people? The 
matchmake'" usually means well, but 
takes no thought of the misery she may 
cause by urging a reluctant girl into a 
distasteful marriage. Truly fools rush 
in whcie angels fear to tread!

Quillo.

He Took One.
“ In going on your vacation last month 

you took along a canoe,” said the law
yer to the insurance man.

I I did. was the reply, with some
thing like a groan.

“You were probably afloat a good 
share of the time?”

No reply in words, but another groan. 
“Did you find it much handier than 

a punt?”
Oh, L o rd !” was exclaimed.

“W hat’s the matter—colic ?”
"No—the canoe. Say— say—”
“Well ?”
“After taking four days to make up 

my mind. I got into the blamed thing.
I had the help of four men.”

“And—and—”
"They rolled me on a barrel and 

pumped me out. They estimated it at 
a barrel and a half of lake water. Also 
estimated that I was at the bottom of 
the lake for two minutes.”

“But you were not discouraged?”
"No. The next time I got all of a rod 

from shore before she turned turtle. 
Two barrels of water this time.” 

“Gaining on it, eh?”
Slightly. The third time—”
Yes ? \  ou are a brave man.”

“The third time, I suppose she turned 
turtle again.”

“You suppose! Don’t you know.”
“No, I don’t.”
"That’s funny.”
“But L can’t help it. When I came 

to for the third time my wife had given 
a man $20 to accept the canoe, had set
tled the hotel bill, and had me home on 
a special train, and I was able to recog
nize her and the baby. Oh, y es; I took

the canoe along—of course, I took 
canoe.”

A Costly Dependent.
“Well, madam?”
“The allowance my husband makes me 

isn’t enough.”
“But, madam, we decided it was am

ple for your support and the support 
of the children.”

"Yes, I know, judge, but I ’ll need as 
much more for the support of the au
tomobile.”

Watson - Higgins Milling Co. 
Merchant Millers

Grand Rapids Michigan

Satisfy and Multiply
Flour Trade with

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

Grand Rapids, Mich.

B R O O M S
J. V A N  D U R E N  &  C O .

Manufacturers of
High and Medium Grade Brooms 

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

T D  Arif Your Delayed
1 IV a V jL y  Freight Easily 

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

Just as Sure as the Sun 
Rises

10 RESCENT
FLOUR

Makes the best Bread and Pastry

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

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

The quality is splendid, it is 
always uniform, and each pur
chaser is protected by that iron 
clad guarantee or absolute satis- 
fact ion.

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

Voigt 
Milling

I C R ESC EN TI Co.
^ U l r U i l H I I . ’ l u M l S l  G rand R apid, 

Mirh.
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THE NO-CREDIT STORE.

Success Depends on Kind of Goods 
Sold.

W ritten  fo r th e  T radesm an .
A fter the first of Ju ly ,” explained 

a provision dealer to his custom er, a 
m onth or m ore ago, ‘‘there will he 
no books kept in this store, if  1 
can’t get the cash I will keep the 
goods.”

“T h at is where you are m aking a 
m istake,” insisted a custom er. "The 
credit store is becom ing the whole 
thing. W hy, I can send to Chicago, 
to a firm which never heard of me, 
and get credit on a suit of clothes or 
the furniture for a house.”

"Y es,” added another customer, 
“and I can go across the street and 
do the same thing. I can get any
thing 1 want in this town on credit. 
If you go on a cash system  you go 
backw ards.”

"R ight you are,” put in still ano th
er custom er. “W hy, I can buy a 
home on tick. All I have to do is to 
pay one m onth’s ren t in advance and 
get a land contract. The grocers are 
about the only people I know of who 
are changing to cash deals.”

T he m erchant pointed to  a filing 
case.

"You see those innocent looking 
little d raw ers?” he asked. “W ell, they 
have cost me $1,000 in a year. They 
hold accounts upward of $1,000 which 
can never be collected."

"O h, you’ll charge the loss up to 
your cash custom ers,” laughed one of 
the group.

“If there  were no cash groceries in 
the city I m ight do th a t,” grinned the 
de’aler, “but, in order to do as you 
suggest, I should have to advance my 
prices, and that would never answer. 
Such a course would drive my best 
patrons away.”

“T hen be careful about trusting  
people,” ano ther suggested.

“ Now, don’t think that all the peo
ple who owe the bad bills are dis
honest,” replied the dealer. “Some 
6 f them  have paid me hundreds of 
dollars. M ost of them  are honorable 
in every particular. The trouble is 
that they have had bad luck, or have 
not m anaged judiciously. One man 
who owes me nearly fifty dollars lost 
his wife and a daughter within a 
m onth. T he undertaker and the, doc
to r took all his savings. Then he 
was taken ill and could not work. 
W hat could I do? I kept' on letting 
him have goods after 1 knew that he 
would not be able to pay for them 
for a long time, if ever. Now he has 
gone away, and the account is no 
good.”

“But o ther credit houses don’t have 
such troubles,” urged another of the 
group. “If they do they say no th
ing of their troubles.”

“You read of their troubles in the 
new spapers,” said the grocer. “For 
some incom prehensible reason the 
laws of Michigan make every justice 
court and every sheriff's office a col
lection agency for these credit hous
es. T he system  costs the State 
thousands of dollars a year. W hen the 
laws are fixed so I can have a man 
arrested  for not paying his grocery - 
bill I ’ll sell on contract, too.”

"T hat would be funny!” laughed a 
listener. “You would have to show 
that the con tract of purchase was 
not yet fulfilled, and that the pur
chaser had, with in ten t to defraud, 
concealed the purchase or removed it 
from the State! W hy not make a 
contract of your own and set a false 
pretenses trap  for people who do not 
pay? M ost of the deadbeats lie to get 
credit. T hat would jail a few and 
teach the o thers a lesson.”

“I can run my business w ithout 
asking the S tate to collect my bills 
for me.”

If all the laws for the collection 
of debt were abolished,” complained 
another, "the tax would be lower. 
W here is the use of the S tate going 
to the expense of sending an offi
cer to California to bring back a 
man who beat an installm ent house 
out of a $10 suit of clothes?”

You can search m e,” replied the 
grocer. “The people who make the 
laws are influenced to pass some very 
foolish ones. It is of no benefit to a 
com m unity to have a certain class of 
credit stores—especially stores where 
cheap furniture and shoddy clothing 
are sold on contract. T here  are hon
est men in the installm ent business, 
hut in some cases the workingm an 
who gets into the easy paym ent habit 
is in the same fix as a man who gets 
into the clutches of a loan shark. No, 
I don’t want the State to guarantee 
my accounts. Me .for the credit sys
tem after the first of Ju ly .”

T he first of July came and the 
grocer opened up his store with fear 
and trem bling. He had advertised the 
change of system extensively, and had 
also advertised a few specials. His 
store was hung with placards w arn
ing buyers not to  ask for c red it'

H e  did not see how he was going 
to refuse credit to his old-tim e cus
tom ers. I t  m akes no difference what 
rules one makes, or how definitely the 
statem ent is made that there will be 
no exceptions, there are always those 
who think the rules do not mean 
them. I t was one of these persons 
who gave the m erchant an idea which 
proved of value.

I t was a bright young woman, and 
she came sw inging into the store with 
her purse in her hand. F irst she o r
dered about three dollars’ w orth of 
goods, but made no motion to pay 
for them. Finally she said.:

“ How much do we owe you?”
T he grocer said it was $10.
"You don’t insist on paym ent to 

day, do you?” was then asked.
“W hy, of course not.”
She opened her purse and took 

out $3.
"Then I ’ll pay cash,” she said. “ I 

have the $10 in here, but if I pay 
that bill I ’ll have to go to another 
s to re  where I can get credit. I'll pay 
the bill at the ra te  of $2 a week, and 
here’s the first $2. W e shall have 
to live on $8 the next week.”

The grocer looked at the lady and 
laughed.

“You are loyal,” he said, “and you 
have solved the problem . My cash 
system  goes. All my old-tim e cus
tom ers can let the p resent bill stand

and pay cash. I ’ll take chances on 
collecting in tim e.”

And it will be a good th ing  for 
lots of people, too,” said the lady. 
“ D on’t you see th at we will be $2 a 
week ahead on it? And when we 
get the bill paid we’ll not increase our 
expenses, either.”

The cash grocery is still doing busi
ness w ithout accum ulating bad ac
counts, and the State is still doing 
the collecting, for num erous firms 
which do business on the uneasy pay
m ent plan. Alfred B. Tozer.

The Instinctive Fear of Death. 
W ritten  for the  T radesm an .

Upon a high cliff that over-looked 
the sea, a man stood. He was coat- 
less and hatless. T here  was not a 
house, nor a hum an being within 
miles, and yet this man seemed not 
to be alone, so much was he a part 
of nature. He was, in fact, a great 
naturalist and he stood there thinking, 
dream ing, adm iring the scene before 
him.

It was 9 o’clock on a sum m er day. 
The sea was calm and the sun’s rays 
made it beautiful. In the distance could 
be seen the top of w hat appeared to 
be a small rock and the naturalist 
seemed to be observing the tip end of 
this rock, but, in fact, he was looking 
farther seaward, where there was 
som ething which looked like a tiny 
speck upon the surface of the sea.

The m inutes passed. The tiny speck 
grew larger. Suddenly the naturalist 
became aware that it was a man and 
that he was alive and struggling  to 
reach the shore.

Ten, twenty, th irty  m inutes passed, 
and the struggling  man was within a 
few rods of the shore of safety; but 
his strength  was failing, had failed.

The naturalist, high upon the cliff 
was powerless. He could offer no 
aid. All he could do was to watch, 
and as he watched, he was horrified 
to see come into the struggling  m an’s 
eyes, as he sank, that fear, that te rri
fying fear of death.

A black cat had been killing chick
ens for a farm er. T he cat did not 
seem to belong to anybody and the 
farm er decreed that the cat should 
die.

T aking his gun, one sum m er day, 
the farm er followed the cat into a 
small forest near his home and there 
shot it.

1 he farm er s aim was good, but the 
cat did not die im m ediatly ; and as the 
farm er stood looking down upon the 
dying cat, he was startled and never 
will forget, the fear—the instinctive 
fear of death—that came into the eyes 
of that dying animal.

A bird that had found m eans of 
entrance in the garre t of a home was 
one day engaged in the peaceful occu
pation of building its nest therein, 
when it was suddenly surprised by 
the appearance of a boy and a cat.

T he bird tried to make its escape, 
but finding its way of re treat shut off, 
it was soon engaged in a hopeless 
struggle for life; and as the boy 
watched the cat pursue the bird, he 
saw come into the eyes of the bird 
that fear—that instinctive fear of 
death.

A fly on a window pane was sun
ning himself. Near by stood a scien
tist, wno was closely observing the 
fly, with the aid of powerful m agni
fying glass.

A fter a while, the scientist chased 
the fly into a corner from  which it 
could not escape and began to threaten  
the fly s life, and as he closed his 
linger down upon the spot where the 
fly sat, he observed th at fear, th a t in
stinctive fear, which haunts us all 
alike—the fear of death.

Benjamin Franklin W oodcox.

Soothing.
She— W hat was it the choir just 

sang?
H e—From  the appearance of the 

congregation, I think it m ust have 
been some kind of a lullaby.

REYNOLDS FLEXIBLE ASPHALT  
SLATE SHINGLES

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

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

n  . Saginaw Kalamazoo Toledo Columbus Rochester Boston 
Detroit ^ n a i n g C l e v e l a n d  Cincinnati Buffalo Worcester Jackson 

Battle Creek Dayton Youngstown Syracuse Scranton

H. til. REYNOLDS ASPHALT SHINGLE CO.
Original Manufacturer, GRAND RAPIDS, MICH.
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BUTTER, EGGS PROVISIONS

How to Increase the Butter Supply. 
W ritte n  fo r th e  T radesm an .

It is estimated by those in position 
to obtain the most complete statistics 
that there is produced in the United 
States each year a full billion pounds 
of butter. This is exclusive of oleo
m argarine and o ther bu tte r substitutes 
and yet this enormous quantity of but
ter falls short 800,000,000 pounds of 
the amount required for eating and 
cooking purposes.

That this is a low estimate of the 
amount needed is seen when we figure 
out that only 20 lbs. a year is allowed for 
each person—less than one ounce a day. 
If we allow that infants and others who 
do not need or care at all for butter 
constitute one-ninth of our population, 
this would give a full ounce per day as 
the requirement of each person or 22% 
lbs. a year—less than a half pound per 
week. The amount of butter actually 
produced is then but 55 per cent, of the 
amount needed according to this low 
estimate.

The ordinary family which does not 
continually stint itself in the use of 
butter will use nearer one pound a week 
for each person. That not more than 
one-fourth of this amount is actually 
used or can be obtained shows that 
there are a great many people in this 
country who are denied what was once 
considered the most common as well 
as one of the least expensive foods— 
plain bread and butter.

It is plainly evident that the time is 
fast approaching when not only work
ing people in the cities will have to a 
large extent to forego the luxury- of 
butter but farmers themselves will find 
the butter they manufacture too ex
pensive for their own use. Even now 
there are dairy farms where the men 
who do the work never get a taste of 
butter produced on the farm, because 
there is none produced—no butter made. 
Milk and cream are bottled and shipped 
away, and in case butter can not be had 
of small farmers in the vicinity or at 
the nearest stores oleom argarine or 
process bu tte r is purchased.

This looks very much like a violation 
of the commandment: “Thou shalt not 
muzzle the ox when he treadeth out the 
corn.” But there are others ¡beside
dairymen who raise or manufacture for 
market what they themselves cannot 
afford.

While there is no prospect of ever 
again producing in this country all the 
bu tte r norm ally needed, while the num 
ber of consumers increase faster than 
the butter supply increases, while the 
demand for milk and cream grows and 
curtails the possible manufacture of 
butter, while pasture acreages decrease 
and high prices of m eats encourage 
raising beef cattle, still there is a pos-

sibility of increasing the supply of but
ter to a considerable extent.

The output of butter from the pres-, 
ent number of dairy cattle could be in- ' 
creased by better care of the cows and 
also by the use of modern appliances 
in butter making. By the use of a 
cream separator at least ten per cent, 
more butter may be obtained from a 
given amount of milk than by the form
er method of raising cream in shallow 
pans. Better methods of farming will 
result in larger crops and thus permit 
the keeping of more cows to a given 
number of acres. Storing in silos will 
conserve the feeding value of various 
crops and still further aid in the same 
direction. Care in selecting breeding 
stock, additional care and feed in rais
ing heifers for the dairy and prompt 
culling out of unprofitable cows so that 
all available feed and labor shall be ex
pended upon those which yield best re
turns will also aid in increasing the 
butter supply.

Then comes the losses after butter is 
made. Eliminate the poor butter mak
ers and butter will not become unfit for 
use between leaving the farm and reach
ing the city consumer if proper pre
cautions are taken. This is now being 
done to a large extent by the establish
ment of creameries so that those who 
cannot or do not try to make good but
ter can sell the cream and still help to 
maintain the butter supply.

After all this has been done, or even 
now, it is up to those who buy and sell 
butter to do their best to stop other 
losses and help conserve the supply. 
One way in which this can be done is 
to push the sale of fibre butter boxes. 
Get farmers and dairymen to put up 
the butter in quantités just right to 
hand out to customers, and so do away 
with the mussy, wasteful method of 
dishing it out of crocks, spreading it 
over wood butter plates and plastering 
it down with wrapping paper.

E. E. Whitney.

Educational Circular Issued by Large 
Egg Handlers.

Dickerson B rothers, of Knoxville, 
Iowa, who operate over a consider
able te rrito ry  in Southern Iowa, have 
sent out the following com m unication 
to county papers in their territo ry . It 
has been quite generally  used, and 
should do good:

“July, 1911, was the ho ttest on rec
ord, and while it m ay hardly be ex
pected that we will have a repetition 
of such extrem e and long-continued 
hot w eather this year, the heat is af
fecting quality of eggs very fast, and 
we should like to  offer some sugges
tions, which, if carried out, will, we 
believe, insure much b e tte r quality 
and m ore m oney for eggs and bet-

ter satisfaction to produce dealers, 
grocerym en and consumers.

“It is estim ated that $45,000,000 are 
lost yearly by carelessness in han
dling and m arketing of eggs. The 
tendency to waste in unwise efforts at 
haste as well as the old-fashioned 
disregard for m any of the possibili
ties open to the careful farm er should 
be elim inated with the new m ethods 
that are com ing in use.

"M erchants have learned to com
pute breakage and o ther losses care
fully and to  crowd the waste in this 
direction down to a minimum. I t is 
time farm ers realized--some of this 
kind of economy and reduced the 
$45,000,000 a year for unnecessary 
loss.

“G ather eggs twice or three times 
daily during hot weather. Keep in 
cave, cellar or cool, dry place, free 
from  odors. P ro tect eggs from  sun 
while bringing them  to town. M arket 
them  twice each week if possible. 
Male birds should not be allowed 
with hens except for breeding pur
poses. A fter th at period separate, 
kill or sell roosters, thus saving feed 
and im proving the product and keep
ing quality. Some authorities claim 
hens lay m ore eggs when separated 
from  male birds. W e do not know 
w hether that is a fact or not, but 
all authorities agree th at infertile

eggs will keep a g reat deal longer than 
fertile eggs. W e do know from  ex
perience that fertile eggs will nm  
keep in hot w eather as long as infer
tile eggs. W e tested it out by plac
ing fertile and infertile eggs in an in
cubator. Fertile  eggs comm enced to 
incubate in a few hours, and within 
forty-eight hours blood rings began 
to appear, which destroy the value 
so far as being fit for hum an food 
is concerned, and it is punishable un
der the pure food law to offer same 
for sale. Infertile  eggs will stand the 
heat of an incubator three or four 
days before show ing effect of heat 
or o ther defect.”

\ 1

All Kinds of

Feeds in Carlots
Mixed Cars a Specialty

Wykes & Co., “T r*
State Agents Hammond Dairy Feed

W e want Butter, Eggs, 
Veal and Poultry
STROUP & W IERSUM

Successors to F. E. Stroup, Grand Rapids, Mich

ESTABLISHED 1876 —

M O S E L E Y  B R O T H E R S
WHOLESALE FRUITS AND PRODUCE

GRA ND  RAPIDS, MICH.

EUAElslEIK

Mild Cured
Hams and Bacon

100 per cent Pure

All-leaf Lard
^  y°u are n°t a customer and you 

want something that will please your 
customers and bring them back again 
orop 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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Successful Salesmanship Is Intelli
gent Salesmanship.

T he person who sells m erchandise 
these days m ust be a successful sales
man. T here  is no room for any other 
class. W ebster defines a salesman as 
“one whose occupation is to sell goods 
or m erchandise.” T hat is probably a 
good dictionary definition, but it does 
not cover the full scope of successful 
salesmanship.

Successful salesm anship is intelli
gent salesm anship and th at means 
satisfied custom ers, which is the sole 
aim of every reputable retail firm. No 
m atte r how hard the head of a con
cern works, if the custom er does not 

et in telligent service the store will 
be injured instead of building up a 
substantial patronage.

I am a firm beliver in the schooling 
of salesmen. No m atter w hat class 
of goods is handled, the persons in 
the selling end of the business m ust 
be thoroughly  trained to  know the 
policy of the house and m ust have a 
oerfect knowledge of the stock be
fore they can be classed as success
ful salesmen. The object of such 
train ing  is to  bring the policy of the 
firm to its custom ers th rough  the 
sales force. Unless they carry out 
their instructions to the le tter the pa
trons do not get the satisfactory serv
ice the store is try ing  to give them.

T est of Salesmanship.
I make it my business to  be on the 

floor as much as possible; it is stim 
ulating  to the salesmen, and enables 
us to know their strong and weak 
points. Saturday is usually a busy 
day in all c lothing stores, and th at is 
when the true  test of salesmanship 
comes. T he rush is so g reat th a t we 
are compelled to put on extra sales
men.

Som etim es a m an goes into a c lo th
ing store to. buy a suit and the sales
man, either because of lack of know l
edge or through indifference, puts a 
w rong size on the custom er, although 
the right size is there, and then per
suade him to buy it. Such things may 
happen anywhere.

T hat is where so m any salesmen 
make m istakes — they do not take 
enough in terest in the custom er, or 
they lack knowledge and training. If 
that custom er purchases the ill fit
ting  suit he will be dissatisfied and 
the store probably will lose a cus
tom er. T h at is why it requires in
telligent service to make successful 
salesmen.

M ust Be Judge of H um an Nature.
A salesman above all else m ust be 

a good judge of hum an nature, ca
pable of deciding at a glance the 
tem peram ent and peculiarities of 
custom ers. H e m ust know how to 
approach and how to talk  to per
sons of every class. He m ust have 
confidence in his own ability and in 
the m erchandise he is selling, o th er
wise he can not convey th at confi
dence to  his patrons.

H e m ust avoid all argum ents and 
m ust know w hat to  say and when to 
say it. Some persons require a g reat 
deal of “selling ta lk ”—others very lit
tle. A successful salesman knows in
tuitively when the psychological m o
m ent has arrived to  close a sale. T he

unsuccessful salesman keeps on talk 
ing and the custom er goes away w ith
out buying.

A salesman should familiarize him
self w ith his surroundings and know 
every detail of the stock he is han
dling. O therw ise he will not be in a 
position to  show goods in an intelli
gent and satisfying m anner.

He should m eet his prospect pleas
antly, look him stra igh t in the eye,- 
ascertain his wants as quickly as pos
sible, and do everything he can to 
aid the buyer in m aking a judicious 
purchase. No m atter how exacting a 
custom er may be, he should be ac
corded the same courteous treatm ent 
given to one who buys quickly. Time 
spent in show ing goods is never w ast
ed, w hether a sale results or not.

In  our store we try  to  get men of 
the highest class as salesmen, men 
who have these qualities of mind. W e 
are always willing to  pay such men 
all they are w orth. W e w ant men 
who can serve our custom ers as well 
as serve us.

Forced Sales Never Pay.
T he successful salesman never a t

tem pts to force a sale. It is bad busi
ness, and nine tim es in ten results in 
dissatisfaction for the custom er. 
M any good sales and good custom ers 
have been lost forever to  a house by 
the use of such m ethods.

Above all, a salesm an should be 
honest and stra ightforw ard  in all his 
dealings. Never m isrepresent an a rti
cle in order to  m ake a sale. Look to 
the custom er’s in terest first, last and 
all the time. Serving their in terest 
best m eans serving your employer 
better. T o  be well served m eans to 
be well satisfied, and a satisfied cus
tom er is the upbuilder of business.

W hile it is probably true th at the 
m ost successful salesm en in any line 
are those who sta rt at the bottom  
and learn the  business from  the stock 
room  up, I do not believe th a t is 
true in all cases. N ot all good sales
men s ta rt a t the bottom  of the lad
der. I have always contended that 
salesmen are born—not made.

If a salesman is successful in hand
ling one line there is no question that 
he can make good in any o ther if he 
m akes an intelligent study of it.

No successful firm can afford to 
hire inexperienced salesmen, for the 
simple reason th at such men are not 
in a position to  give the trade th at 
intelligent service which is neccessary, 
and which people demand and to 
which they are entitled.

L. F. Simon.

No Misrepresentation.
Summer Boarder—W hat’s the cause 

of the scarcity of fresh corn and toma
toes around here?

Farm er—W e advertised home cook
in’, didn’t we?

Summer Boarder—Yes.
Farmer—Well, we’re giving you can

ned vegetables, same as you’re used to.

Looking Forward.
“W hy don’t you m arry  him, he is 

rich and old?”
“Old? H e m ay live for ten years 

ye t!”
“M arry him and do your own cook

ing.”

Why Not Sell Flowers on the Market.
A fine display is made on the city 

m arket every m orning of fru its and 
vegetables and garden truck. But 
there is one th ing  lacking. W hy 
should not flowers be also am ong the 
things offered on the m arket? ’ The 
m arket, of course, is not a retail in- 
stitut.on. The ultim ate consum er 
does not come in person to make his 
or her selections. The great bulk of 
the buying is done by the grocers, the 
hucksters and the commission men. 
If flowers were sold it would be to 
these and why should not the grocer 
and the huckster carry flowers as well 
as carro ts and cabbage and potatoes? 
Bunches of seasonable flowers w heth
er outdoor grow n or greenhouse, a t
tractively displayed, is it not likely 
they would sell at a m argin that 
would yield a profit? T here  are half 
a dozen exclusive flower stores in the 
downtown district and they all seem 
to prosper, and often the departm ent 
stores have flowers to  sell. Coming 
in closer contact with the people 
could not the grocers and hucksters if 
they really tried work up enough 
trade in flowers to make it pay? In 
the g reat retail m arket in W ashington 
m any of the stalls have flowers to sell 
and flowers are often as much a part 
of the regular m orning order from 
custom ers as vegetables or fruit. In 
the spring in this city the grocers and 
hucksters carry potted  geranium s and 
o ther bedding plants and have no 
difficulty in selling them . W ith  a lit
tle effort seasonable flowers that can 
be sold at m oderate price, sudh as

sweet peas, asters, gladioli, dahlias 
and roses, m ight be handled and a t a 
profit, both direct and th rough the 
trade it m ight draw. T his would be 
to the advantage of the gardener as 
well as the dealer for it would be 
adding one m ore crop to  the list of 
th ings to grow —a crop the women of 
the household or the children could 
look after.

A horse m ust be broken before he 
can be driven, but it is different with 
an automobile.

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.
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Unusual Experiences of Shoem en— 
T ony Collins’ Story.

W ritten  for th e  Tradesman.
C hapter V.

" It is odd." said T ony Collins, "how 
one is now and then surprised by 
some unexpected whirl of the wheel.
I was particular interested in M cFar
land's story of the old m iser who 
bought his daughter thirty-six  dollars' 
worth of footwear, when he didn’t 
look like he was worth th irty  cents. 
And 1 for one think our friend Mack 
was pretty  nervy not to  show the 
white feather when everything seemed 
to indicate that he was show ing shoes 
to no purpose. I tell you fellows, 
the chap who’s got the nerve is the 
lad who gets the business. W hen 
everybody’s had his speil and you are 
prepaied to get right down to brass 
brads, the th ing  that counts most is 
pure and unadulterated nerve.

"1 got the idea driven in good and 
deep real early in my experience on 
the road. 1 started  in with the Metz 
people, you know; and I ’ve been with 
the concern sixteen years the first 
of the m onth. W hen 1 went with 
the Metz concern, old m an Jacob, 
Metz was the high calif.. You knew 
old Jacob Metz, didn't you Courtland? 
Yes; 1 thought so; and he was as 
good as gold, w asn 't ,he? W ell this 
is the thing old Jacob said to me; 
'Tony, the whole science of business 
of salesmanship consists o f 'ju s t  two 
things; first approaching your m an; 
second, staying with your man. Tn 
approaching your man you’ll need 
tact, caution, w isdom —in o ther words, 
common sense—and c9,lirilo.n sense. 
Tony, is the only kind of sense that 
am ounts to a d—. And in staying 
with your man all you need is nerve.
1 believe you’ve got sense enough to 
get at your part}'; and I think you can 
tell him things when you get him 
by the lapel of his coat and look into 
his eyes: the only question is, have 
you got nerve enough to hang on 
like a cockle-bur. I hope you have. 
T ony; and I'll be awfully disappoint
ed in you if you haven’t.’

"1 have heard m any a ginger talk 
since," continued T ony Collins, "but 
1 have never heard anything th,at 
seemed to burrow  down into my 
system like that little  talk by old 
man Metz." And here T ony Collins 
paused to blew some fancy smoke- 
ring*. |  ■

“But a m an's nerve,” observed Bud 
W illiams, “is tested in a good many 
different ways.”

"R ight you are W illiam s,” replied 
T ony  Collins, “and th at rem ark chimes 
in m ost beautifully with the little 
incident that I am going to relate. 
W hile 1 w asn't aware of the fact at

the time, it served as an unexpected 
test—and a very severe one. I assure 
you—of my nerve.

"It happened this way. W e had a 
custom er in M iddletown who hadn't 
been trea ting  us on the level. He 
w asn’t pushing our goods, at all. It 
wasn't that the good w eren’t right; 
for they were; and its w asn’t that our 
prices w eren’t righ t: for he himself 
adm itted they were. The tru th  is he 
somehow seemed to like a rival house 
better than he did us, and he took 
just enough of our goods to keep 
o ther M iddletown dealers away from 
our line. I transform ed m yself into 
a cockle-bur and tried to get myself 
duly annexed to our Middletown 
custom er—but all to no purpose. It 
was w ritten in the books that he 
should carry a kink in him to the end 
of the chapter. T herefore I began to 
rub it in on our M iddletown custom er 
good and hard. I told him that I 
had about reached the end of my 
te th e r: and that if he didn’t hurry up 
and give us some business that was 
w orth while, I'd let som ebody have 
the line that w'ould push it.

“ 1 told the . house ■ what 1 prbposed 
to  do  in the premisies provided, som e
th ing  didn’t develop on a certain trip. 
And when 1 made M iddletown 1 de
livered my ultim atum . N othing doing. 
So I went over to ano ther shoe) 
store—the nex t best shoe store in the 
tow n and tried to get them to consider 
our line—explaining exactly why 1 
wanted to transfer it: blit would you 
believe it, there was nothing doing. 
1 talked myself hoarse, But all. to no 
purpose. I coudn't g e t '’em to warm 
up to us a little  bit. The two brothers 
who jointly  owned and ran that store 
were a brace of veritable bone-heads 
from Boneville. You could no m ore 
introduce a new idea into their nood
les than you could m oisten the in
terio r of a duck by pouring aqua pura 
on the back of the duck. W hat was 
1 to do? T here were only three shoe 
concerns in that blooming1 little  tow n: 
and the th ird  o n e 'w a s  a precarious 
proposition. It was a little  dinky, 
dingy shop, poorly equipped and bad
ly located—being  at least a square 
out of the best part of the town. And 
you know what that m eans in a little 
town or a large one. And the young 
fellow that owned the store was u tte r
ly inexperienced. But anyhow I de
cided to  go a tound-and . Have-a 'ook 
at him.

“ He greeted me pleasantly. W hen 
I gave him my card, he said: Say, 
I ’m awfully glad you came in. I ’ve 
heard about your house; and I've 
wished I could handle your goods.’ 
And when 1 asked him how he came

to know about us he gave me such 
an intelligent and incisive answer 1 
began to think better of him.

"O f course I w asn’t ju st then pre
pared to make him a proposition, but 
1 sort o’ called him out by asking 
how he was getting  on, how much 
business he was doing, and what plans 
he had for the future, and then he 
surprised me some more. He told me 
that he had made up his mind to move 
down in down.

" 'But w here?’ I required, for I 
could think of no available location 
suited to his requirem ents.

" 'In  old man H orner’s grocery 
stand,' he replied—and it alm ost took 
my breath.

“ 'W here’s old man H orner going?' 
I required.

"And then he told me that the big 
grocery across the street had bought 
him out, and that old man H orner 
was going to retire.

“ Xow H orner’s Grocery was located 
next door to our customer, the biggest 
shoe store in town. I t was really a 
bette r stand than that of the premier 
shoe concern, and commanded a high
er rental.

“And then that fellow began to 
tell me how he was going to fit up 
his windows, install new fitm ents and 
fixtures, m odern lighting appliances 
etc., till I fairly gasped; for I knew 
his ra ting  was low and his inexpe
rience vast: and 1 had been appraised 
of the orief time lim it his com petitors 
had given him. And yet I must say 
there was som ething convincing in 
the m anner of him; and alm ost in

spite of myself, I found that he was 
sweeping me along in the curren t of 
his youthful enthusiasm ; for he was 
a young fellow less than twenty-five 
years of age.

" 'Now ,’ he said, ' I ’ll tell you why 
I ’m so glad you came around to see 
me: I am going to put it straight 
up to you and your house. I like 
your line; and I am willing to push 
it to the lim it—provided you are will
ing to make me the right sort of 
terms. You understand, of course, 
that I am going up against a big 
proposition. About all I have is 
nerve: but by jingoes! I ’m strong  on 
nerve. The question is: are you 
fellows game? Will you back me up? 
Will you give me a chance to  show 
what I can do?’

"If I ever looked—or tried to 
look—right down into a m an's soul," 
continued Tony, "1 certainly did try 
to ferret out things in the depths ot 
that young fellow’s anatom y. W hat 
I saw convinced me. I picked him 
for a winner.

“And d’ you know,” concluded 
Tony, "I sold that youngster tw enty- 
six hundred dollars w orth of goods— 
aqd tjhe very snappiest, up-to-date 
stuff we had?—m ore goods than I ’d 
sold our custom ers there in three 
years. Yes, 1 did; and 1 w rote in to 
the house that this lad was the coming 
boy in M iddletown, and anything he 
said went. And he made good. You 
bet he did. And he’s still as loyal to 
the house as he was the day he took 
over our line. But I tell you," added 
Tony, "1 was awfully shaky for

i; Our Olympic Elk

The best grade of elk leather and the extra 
good shoemaking make our Olympic Elk the best 
wearing and longest lived elk shoe on the market.

A wear test will prove this.
Order now.

Rindge, Kalmbach, Logie & Co., Ltd. 
Grand Rapids, Mich.
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awhile. You see his was a conserv
ative old tow n—and I didn’t know 
how they d take to  a fiery young fel
low; but they took all righ t.”

“I t  seems to  me,” said A rchibald 
Courtland, “th at was m erely a lucky 
shot. You had far m ore chances of 
losing  than  you did w inning on a 
youngster like th at.”

“To be sure,” replied Tony. “T h a t’s 
only ano ther way of putting  my 
original proposition: the chap w ho’s 
go t the nerve is the lad who gets the 
business.” Charles L. Garrison

Three Things Essential to Make a 
Profit.

I hold th a t it  takes three things to 
make a profit.

You w ant a favorable expense ac
count ( th a t does not always mean a 
cheap expense account, but you want 
a favorable expense account.)

You w ant a good turn-over.
Above all, you need a righ t profit 

rate.
A short time ago I was told th at a 

man was m aking money hand over fist; 
he was tu rn in g  his stock eight tim es 
and he was m aking a wonderful lot 
of m oney. 1 took the trouble and time 
to investigate this particular case. I 
think it was a m anufacturing-retail 
shoe store, and th at the m an had the 
advantage of draw ing his stock every 
day from  the factory. W hen I got at 
the facts, however, I found th at in 
spite of th a t he only made about five 
and a half turn-overs.

I t  was given out that he was tu rn 
ing his stock eight and ten tim es a 
year, and th a t he was m aking about 
27 per cent. I found th a t when his 
expenses where all figured up he was 
ju st about breaking even, m aking 
about $1,000 a year in this store!

I t  show s th a t the turn-over does 
not do it, because he had a good tu rn 
over. Five and a half is a big tu rn 
over in the shoe business, and I be
lieve there are plenty of men that will 
stand up and say that when they 
m ake a th ree  and a half turn-over 
they are doing very well. T hat is 
the nature  of the business.

I am opposed to  these men that 
will pick up some o ther lines of trade 
and will quote, the turn-over for some 
cheap business, some job lot business, 
and apply it to  the regular standard 
shoe business.

On the turn-over question, in a 
dozen different lines th a t I picked 
out I find th a t candy stands at the top. 
T hey turn  the candy stock from  15 
to  25 tim es a year; groceries are tu rn 
ed from  12 to 16 tim es a year; cloaks 
are turned from  10 to 12 tim es a year; 
m illinery tu rns from  6 to  8 tim es a 
year; hats turn  from 5 to 8 tim es a 
year; clothing 4 to 6; furnishings 4 
to  5; carpets 4; hosiery 4; crockery 
3; shoes 2 ^ ,  and furniture 2j£. So 
you see that the retail shoe business 
is a t the very bottom  of the list in 
turn-over.

H ere  is a peculiar th ing: W ith  the 
least stock tu rn-over you will find in 
a general way th a t the table shows 
th a t they  show the least profit. If 
you tu rn  your m oney less, you ought 
to  get a b igger profit, but, as a m atter 
of fact, it ju st seem s to  b e  rese rv ed . 
I t  spgms to .hpjd out the Biblical say-
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ing that, “T o him who hath  shall be 
given.”

On candy they make a 50 per cent, 
profit; on groceries they  m ake a small 
profit; on cloaks, 35 per cent.; m illin
ery, 55 per cent.; hats, 35 per cent.; 
clothing, 35 per cent.; furnishings, 25 
to 30 per cent.; carpets, 27y2 per 
cent.; hosiery 25 to  30 per cent, and 
furniture 35 to  40 per cent. So you 
see th a t shoes are a t the bottom  of 
the list in regard  to  profits, 25 to  30 
per cent., and also a t the bottom  of 
the list in turn-over.

You m ight say, “W ell, why don’t  we 
change it?” T h at rem inds me a great 
deal of a story. T hey say th at at the 
zoo in Central Park, New York, they 
had an elephant th at was ra ther un
ruly, and for fear he m ight do some 
damage they chained him to the floor. 
H e stood th a t way for two or three 
years when, feeling th at he had over
come his viciousness, they loosened 
his chains and thought he would be 
glad to move round; but he did not. 
H e stayed right there, and they  had 
to  force him before he began to  use 
his feet!

And so it was w ith the shoe busi
ness. T rad itions have been handed to 
us w rong in the shoe business. The 
original m erchants w ere shoem akers 
—they were not m erchants, they were 
shoe cobblers—and they seemed to be 
satisfied to  m ake $1.00 on a pair of 
shoes ra ther than  go through the 
trouble of installing m achinery. In 
that way th at profit standard has been 
handed down to us, and we are afraid 
to move out of it.

I th ink the w ork H arvard  U niver
sity is doing for the retail shoe m er
chant is a w onderful work, because 
they will standardize a business and 
re a lly  let a m an know ju st how he 
stands. A lot of people don’t know 
how much it costs them  to do busi
ness. I say frankly I don’t think there 
are m any th at are doing business at 
less than  25 per cent, expense, unless 
they are doing it under the m ost 
favorable circum stances, in small 
towns, or w ith low leases.

If your expenses are 25 per cent, 
on the sales, you certainly m ust make 
35 per cent, on the sales as far as 
profit is concerned; and you cannot 
m ake 35 per cent, by m arking your 
goods 35 per cent, on cost; you will 
have to  m ark them  40 o r 45 per cent.; 
and if you m ark a shoe 40 or 45 per 
cent., th at m eans that when you sell 
a shoe for $5.00 th at shoe can’t cost 
you over $3.00, and it ought to cost 
you less in some cases, and so all the 
way up the scale. If  th a t problem  
is carefully studied and carefully figur
ed, you will find there will be a differ
ent result in the shoe business.

W e all seem to go ahead blindly, 
it seems to me, and m ark our goods 
at what the o ther fellow does, and 
th a t rem inds me of another story. 
Perhaps a man does get it in his head 
that he is going to m ark his shoes 
up, and soon a m an or wom an will 
come in and say: “I can get a bettv* 
shoe of a neighbor for less m oney.”
I advise you not to  pay any attention  
to  those things.

I t  is a good deal like a wom an who 
went to buy a dozen eggs of a grocer. 
She said, “H ow  much are they?” and

he said, “T w enty-six cen ts.” “T w enty- 
six! W hy,” she said, “Mr. Jones 
across the street is quoting them  at 
18. W ell, I don’t see how he does 
it. I paid 24 cents for these this 
m orning. I cannot blame you if you 
go over there and get them .” “W ell, 
she said, “he hasn’t got any.” “Some 
day m aybe I w on’t have any and my 
price will only be 12 cents.”

T h at is often the way in shoes. A 
woman m ay come from  some store 
where she has seen a sam ple shoe of 
some special nature, and she cannot 
get her size and width. The man that 
has the size and width, and th at car
ries the stock and has the goods on 
the floor, is en titled to his profit, and 
the average people are ready to give 
it to him.

Now the question is, how much 
m ore ought you to m ake above your 
presen t profit? Suppose I said 5 per 
cent. I think th at would make us all 
happy.

If every m an next year could say 
that his net gross profit was 5 per 
cent, b e tte r than  it was before, why, 
I think he would be a very happy 
man, and I think it would cover the 
situation p re tty  well. I am not looking 
to the end th a t the Steel T ru st and 
some of the big industries have looked 
forward, to  capitalize the stock at 
three tim es the value, but I think we 
ought to  have a living, and I think 
we ought to stand well in our com 
munities, and I think we ought to  be 
able to take our p a rt and hold up our 
heads w ith our fellow m en in business.
I believe that if th at five per cent, 
was added, the custom er generally 
would be glad to pay it.

The question is, afte r all, are we 
saving the people any m oney by close 
retailing? I don’t think so. I believe 
the waste in the shoe business to-day 
is w itnessed in the closets of the aver
age wom an th roughout the United 
States, who has 10 and 12 pairs of 
shoes lined up and cannot wear half 
of them  because they are poorly fitted 
and poorly put on.

W hat we w ant is b e tte r salesman 
ship. W hat we need is a h igher class 
of clerks, and we w ant to pay m ore 
for it. W e w ant to increase our ex
penses and increase our profits, and 
we will have a better business.

A. J. Geuting.

In  Sw itzerland there is a hospital 
w ithout medicine dedicated to  the use 
of curing surgical tuberculosis in 
children. T he children are exposed 
w ithout clothes to the sun’s rays in 
m idw inter at an altitude of 5,000 feet, 
and m any rem arkable cures have been 
affected. T his new m ethod consist 
in exposing the body of the patient 
to the sun’s rays in open galleries 
com m unicating with the w ards and 
facing due south. T he actual seat of 
disease is uncovered for five m inutes 
only to begin with, the  time being 
lengthened each day. A t each trea t
m ent a larger area of skin is uncover
ed, so that by the end of the week or 
ten days, the head excepted, is lying 
nude in the sun. The patients are 
wheeled out in their beds onto the 
galleries as soon as the sun appears 
in the m orning, and lie there naked 
for hours under the influence of its 
healing rays, being only moved back 
into the house when the cool night 
air begins to  make itself felt. No 
m edicines are given. T he stomach, 
enfeebled by sickness, has, therefore, 
only to  digest nourishing food, and 
thus contribute w ithout in terference 
to the general am elioration of the 
pa tien t’s condition. The tendency 
am ong a large num ber of physicians 
to give as little m edicine as possible is 
growing, and which is, perhaps, a step 
in the righ t direction.

HONORBfLT
SHOES
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MODIFY YOUR PREJUDICES

If You Wish To Make the Most of 
Yourself.

“Get understanding,’’ said Solo
mon. “E xalt her, and she shall p ro 
m ote thee. She shall bring  thee to 
honor, when thou dost em brace her. 
She shall give to  thine head a chap
let of grace: A crown of beauty shall 
she deliver to thee.”

T here  is no need of com m ent on 
an affirmation of the w isest man. 
T here  is some trouble, however, in 
realizing th at his w ords are som e
th ing  m ore than fine sound.

T here are reasons enough for culti
vating the understanding, but a wise 
man of the n ineteenth century, John 
S tuart Mill, has said that “if the 
cultivation of the understanding con
sists in one thing m ore .than ano th 
er, it is surely in learning the 
grounds of one’s own opinions. W hat
ever people believe, on subjects on 
which it is of the first im portance to 
believe rightly, they ought a t least 
to be able to defend against the com 
mon objections.”

The child when asked to  give a 
reason says “ cause,” meaning, be
cause it is so. H is understanding is 
not developed, and he has but a feel
ing that one th ing  is b e tte r than  an
other. Too m any m en believe a 
thing because of their feeling about 
it. and this feeling may be right or 
wrong, but w hatever it is, it is not 
a real opinion, although it m ay be a 
prejudice. An opinion is not an opin
ion really unless it can be defended 
in open court.

Take one question, th at of conduct, 
with which opinion has so much to 
do. If the m atter were left to the 
feelings of men instead of their rea 
son chaos would reign. As it is feel
ing has too large an influence in the 
standardizing of conduct. If it had 
everyth ing to do, the feeling in each 
person’s mind would be th at every
body should be required to act as he 
and those persons with whom he 
sym pathizes would like them  to act.

No one, indeed, acknowledges to 
himself that his standard  of judg
m ent is his own liking; but an opin
ion on a point of conduct, not sup
ported  by reasons, can only count as 
one person’s preference.”

Self-interest, prejudices, supersti
tions, envy and jealousy, and any of 
the m ultifarious causes which influ
ence m en’s wishes—and their wishes 
in regard to the conduct of o thers 
are as num erous as those on any 
o ther subject—lead men to try  to 
force their opinions—or what they 
call such on o thers and they som e
tim es succeed to a disastrous ex
tent. The reasons by which they sup
po rt their opinions are those which 
any m an uses who believes th at m ight 
m akes right. W hy, th ink  when force 
will serve your purpose? But will it 
really  serve this purpose?

T he righ t to  freedom  of opinion 
has been worked out th rorugh  cen
turies of strife. Even though we have 
the pow er to  do so, when we deprive 
o thers of the righ t to think as they

choose we have com m itted a grave 
social offense.

W ay T o Get U nderstanding.
But there are o ther reasons why a 

m an should be able to defend his be
lief or support his opinion with rea
sons, when he can make it prevail 
w ithout doing so. I f  for no other 
reason he should be able to do this 
because it is the best way to get un
derstanding. W ith  the practice 01 
reasoning his judgm ent grows m ore 
dependable, his mind and opinions 
get breadth, and he m ay discover be
fore it is too late to correct his er
ro r that he has been wrong.

T he whole streng th  and value of 
hum an judgm ent, according to Mill, 
depends on the one property  that it 
can be set right when it is w rong 
and that reliance only can be placed 
upon it when the m eans of setting  it 
right are kept constantly  at hand. “In 
the case of any person whose judg
m ent is really deserving of confi
dence, how has it become so? Be
cause he has kept his mind open to 
criticism  of his opinions and conduct. 
Because it has been his practice to 
listen to  all th at could be said against 
him; to profit by as much of it as 
was just, and expound to  himself, 
and upon occasion to  others, the fal
lacy of w hat was fallacious. Because 
he has felt that the only way a hu
m an being can make some approach 
to know ing the whole of a subject is 
by hearing  w hat can be said about 
it by persons of every variety  of opin
ion and studying all m odes in which 
it can be looked at by every char
acter of mind. No wise man ever 
acquired his wisdom in any m ode but 
th is; nor is it in the nature of hu
man intellect to  become wise in any 
o ther m anner. T he steady habit of 
correcting  and com pleting his own 
opinion by collating it w ith those of 
others, * * is the only stable foun
dation for a ju st reliance on it.”

T he natural philosopher generally 
tries to prove his point as did the 
sailor of the sto ry  who, a fter telling 
his m arvelous tale in which a cat was 
concerned, pointed to  this animal and 
said, “ If you do not believe it. there ’s 
the cat. T he trained philosopher 
like Mill does not believe that facts 
always tell their own story, at any 
ra te  not all of it, w ithout com m ents 
to bring  out their meaning.

I t is a g reat proof of his advance 
in understanding when a man can 
w ithout heat and in fair argum ent, 
put forth  reasons for his opinions. In 
the case of a man w ith but small un
derstanding, discussion but sets him 
the m ore firmly in his own way of 
thinking. He has too little  train ing  
to be to lerant, and too little prac
tice in con tro lling  himself to reason 
calmly. T he man of understanding 
can discuss w ithout heat, while the 
man uncouth in th inking soon loses 
his tem per and is ready to  use the 
only really effective argum ent he is 
thoroughly  acquainted with, that of 
the stro n g  arm. Any intem perate 
discussion rare ly  helps to establish an 
opinion and usually argues in experi
ence in fair and to leran t thinking.

I t  is a perfectly  natural thing for 
men to  be into lerant, but with an 
increase of understanding they at

least realize that alm ost any opinion 
contains a modicum of truth, and is 
therefore worth listening to; that no 
m atter what a m an’s course, there 
may be some reason for his behavior 
which it will do them no harm to 
consider.

There would be little business for 
lawyers if the parties to a suit would 
fairly and squarely and with to ler
ance reason together. I t  has been 
said that he who knows only his own 
side of his case knows little of that. 
The great orator Cicero in preparing 
his defenses studied his adversary’s 
case m ore intensely than his own.

Suspended Judgm ent Best.
If  you do not know the o ther side 

of a question, the least you can do, 
as a person of any breadth of mind 
and understanding, is to suspend 
judgm ent. The man who will not do 
so is surely and severely judged in 
his turn. One needs beware of a 
man, and skeptical of his powers of 
understanding, who says frequently, 
and with the finality of Sir Oracle,' 
“T h a t’s my opinion!” The chances 
are a hundred to one that he has 
no opinions; only some arrogant prej
udices. And any man should be 
watchful of himself that he fall not 
into the habit of settling many things 
with this finality. Judgm ent is al
m ost sure to overtake him, although 
he will hardly have understanding 
enough to recognize why.

So deadly is it to the vital powers 
of mind to hold opinions w ithout be
ing able to give reasons for them, and 
hold them the more stubbornly on this

Aug. 7 , i9!2

account, th at some one has spoken of 
“the ueep slum ber of decided opin
ions.” The m ind should be compelled 
to exercise w ith regu larity  and con
stancy its vital powers, and reason
ing is one of its h ighest functions.

Many a m an has m ade a very bad 
opinion prevail because he has pre
sented it with specious reasons to 
those of unexercised understandings. 
Mill tells us that “on any m atter not 
self-evident there  are ninety-nine per
sons totally  incapable of judging it, 
for one who is capable, and the ca
pacity of the hundredth is only com
parative, for the m ajority  of eminent 
men of every past generation  held 
many opinions now known to be er
roneous, and did o r approved nu
m erous things which no one will now 
justify. W hy is it, then, that there 
is on the whole a preponderance 
among mankind o f rational opinions 
and rational conduct?”

The answ er to  this question is that 
owing to a quality of the hum an mind, 
which is the source of everyth ing re
spectable in man, either as an intel
lectual or m oral being, his e rrors can 
be corrected. H e can rectify  his mis
takes by experience and d isc u ss io n - 
discussion for the sake of in te rp ret
ing experience. “W rong  opinions and 
practices gradually  yield to  fact and 
argum ent, but facts and argum ents, to 
produce any effect upon the mind, 
must be brought before it.”

Reasoning Not Défendable.
W ith the increase of understanding 

through the exercise of the reason
ing powers comes th a t ability to be
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the one hundredth m an who is a safe 
judge of a m atter th at is not self- 
evident. I t  is a strange th ing  that 
we can appreciate the value of a de
veloped understanding in judging 
teas, or wines, or silks, or diamonds, 
but a ltoge ther fail to  understand its 
value in m ore vital 'and less concrete 
th ings; and th at as this infallible judg
m ent of teas did not come by having 
opinions about teas which could not 
be supported  by facts with some dif
ficulty acquired, so a judgm ent of 
conduct—the th ing  men m ost com
m only think they have infallible opin
ions on w ithout any train ing  of judg
m e n t-c a n  not be safe unless backed 
by wide observation and experience 
in reasoning about conduct.

Any increase of understanding 
through the acquirem ent of specializ
ed knowledge increases the general 
understanding to some extent. A man 
who 'can hold his own in one field 
w ithout fear or favor is prepared, as 
far as increased powers and confi
dence in himself is concerned, to hold 
his own in another, yet it is very 
easy for him to be over-confident, 
over-assertive. A m an m ay be an 
alm ost infallible judge of teas or 
wines and be a very poor judge of 
character, yet his very habit of in
fallibility in one th ing  m ay lead him 
constantly  to  assert opinions on pol
itics, business, etc., as though his 
judgm ent on these th ings were also 
infallible.

T here  are only a few situations in 
life where a m an is called upon to 
openly defend his opinions, but in 
quite a particular sense the whole of 
any w orth while existence is a suc
cessful encounter w ith all sorts of 
challenges. He has to face those 
who are against him and act out his 
reason for the faith w ithin him, even 
if he does not defend it in words. 
W hat Mill calls the m ost in to leran t 
of churches, which certainly in this 
one respect at least showed itself to l
erant above the m ost, that is, the R o
m an Catholic, he m entions as adm it
ting  a “devil’s advocate” at the can
onization of a saint.

The g reatest and m ost profitable of 
discoveries have not gone unchalleng
ed. T o assume infallibility is to  chal
lenge the world, and yet strangely 
enough every m an does usually in 
some one particular, if not in many, 
consider his opinions as w ithout ques

tion right. H e will agree to  adm it 
discussion on what he calls doubtful 
questions, but will say there are cer
tain things—and he is not referring  
to the axiom s—that can not be ques
tioned. In  so saying he, of course, 
assumes infallibility.

T oo Much Indifference.
A m an m ay have some p re tty  good 

opinions on some one subject, and be 
able to defend them  fairly well, and 
yet have a mind that is far from  well 
balanced—his general understanding 
is not good. W e not infrequently  say 
of such th at they are “unbalanced.” 
T heir m inds tip to  one side, as it 
were. They have put too large a 
load or too much ballast on th at side. 
T hey m ay get on all right when they 
are on the te rra  firma of accustom ed 
environm ent, but if chance launches 
their craft of understanding on a sea 
of troubles the instability  of its keel 
is instantly  apparent.

W e tolerate, seemingly, alm ost any
th ing  in the way of opinions now a
days, but the fault of this a ttitude is 
th at we become indifferent to  both 
good and bad. Men suffer for their 
opinions as in tim es past, but in a 
different way, especially if these opin
ions are the product of a highly de
veloped understanding—they have too 
few companions. T hey also have the 
pain and grief of not being able to 
make the good prevail, a lthough they 
are not actively persecuted and run no 
chance of losing their lives as great 
ones in the past have done. Soc
rates, acknowledged m aster of all the 
em inent th inkers who have since liv
ed, was put to death because he came 
into collision w ith w hat was express
ed opinion of his time, and C hrist was 
crucified with felons.

C. S. Maddocks.

On the Hunt.
.“I wonder what has become of my 

husband. Three days ago I sent him 
to match a sample at a department 
store. He hasn’t been seen since.”

“I saw him yesterday. He was at the 
third counter of the fourteenth aisle, 
and was just starting for the fourteenth 
counter of the third aisle.”

Effective.
“How did you like the actor who 

played the king?”
“Ever since I saw him I ’ve been in 

favor of a republic.”

W ITHOUT A FATHER.

Popular Quotation Whose Origin is 
as Yet Unknown.

Indianapolis, Ind., Aug. 5—I am 
taking the liberty  of w riting you for 
inform ation on the subject of a quota
tion frequently  used in comm ercial 
letters and credited to Em erson as its 
author. I t  is as follows:

“If a m an w rite a b e tte r book, 
preach a b e tte r serm on or build a bet
te r mouse trap  than his neighbor, 
though he build his house in the 
woods, the world will make a beaten 
track to his door.”

M any students of literatu re  claim 
that Em erson was not the orig inator 
of this saying but are unable to g'ive 
the author. If you can enlighten me, 
I will appreciate it very much.

Geo. B. Hill.
This query came to the Chicago 

Public L ibrary  about two years ago 
from an advertising firm in Chicago. 
The call was first for the w ording of 
the quotation and the name of the 
au thor; later came the call for the 
source of the quotation in the au tho r’s 
works. I t  could not be found in any 
of the standard dictionaries of quota
tions, but was finally discovered in 
O rison S. M arden’s Pushing to the 
F ron t, published in 1894, page 273, 
where it appears at the head of a 
chapter entitled, E nam ored of Accu
racy. L ater it was found in the N a
tional Cyclopedia of Am erican Bio
graphy, in the volume containing the 
Index and Conspectus, page 736, pub
lished in 1906 by Jam es T. W hite, 
New York. A t the end of this vol
ume is a series of th irty-one character 
lessons in Am erican biography, under 
each of which are helpful quotation 
on Heroism , Am bition, Courage, etc. 
T his quotation appears under the les
son on Usefulness. Both of these 
au thors credit Em erson with the au
thorship.

T he next step in the search was to 
find the exact place where Em erson 
had used it, but the as urance inspired 
by M arden and W hite was soon dis
pelled by a search through the index 
to E m erson’s works. T hen came the 
suggestion th at perhaps T horeau was 
the author, but the resulting search 
was futile. A le tte r to  Mr. W hite, 
publisher of the National Cyclopedia 
of Am erican Biography, asking him 
for his authority, brought a reply that

he had received a sim ilar query from 
Dr. È. W. Em erson, the son of the 
author, who was indexing his fa ther’s 
works. Dr. Em erson w anted to  cite 
the quotation in the index. Mr. W hite 
was unable to give the inform ation. 
N ewspapers then became in terested  in 
the search and even editorials were 
w ritten  on it. T he New York Tim es 
Book Review tried to find the au thor 
of thè quotation th rough its depart
m ent of queries, but with its thous
ands of readers it failed to do so. The 
search is still on and it has become o 
general that no public speaker can 
now give the quotation nor can any 
firm use it w ithout their being deluged 
with enquiries for the authority  as 
to E m erson’s authorship.

A uthorship of the quotation has 
been claimed for E lbert Hubbard, of 
E ast Aurora, N. Y., who is supposed 
to have “evolved it from the depths 
of his cosmic consciousness;” and for 
Dr. John Paxton, pastor of the W est 
Presbyterian  church, New York City, 
froi, 1882 to 1893, who is supposed to 
have used it in a serm on on the text, 
“He could not be hid.”

Perhaps E lbert H ubbard’s claim— 
if such a claim has been m ade—may 
be disposed of by the simple question, 
Did E lbert H ubbard evolve this 
phrase previous to  1894, the date of 
the publication of Mr. M arden’s book? 
The same question may be put in 
ano ther form in regard  to  the claim 
made for Dr. Paxton, Did Mr. Pax
ton preach his serm on on the text, 
“ He could not be hid,” previous to 
1894, and has the serm on appeared in 
print? If these questions can be an
swered perhaps the “ghost,” as it has 
been called, will be laid.

Torturer,
“Nobody knows how I have suffered,” 

she complained.
“Does your husband abuse you?” her 

friend asked. ^
“No, but he can sit for hours without 

hearing a word I say.”

The Meanest Man.
Custom er—1 w ant a rake and hoe.
Clerk—Som ething fancy?
C ustom er— No; some w ith slivers 

on the handles. I w ant them  to loan.

E arnestness is the best of mental 
power, and deficiency of heart is the 
cause of m any men never becom ing 
great.— Bulwer.
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LEARNED TOO LATE.

Secret of the Failure of Daniel 
Webster.

Hemmed in between a saloon on one 
side and a large dry goods store on the 
other, there is an old drug store. Its 
window can scarcely be called trimmed. 
It contains some medical and surgical 
supplies, a meager display of rubber 
goods, and some blocks of cotton with 
a big red cross on each package. The 
sign above the door is old. The name 
of the proprietor—Daniel W ebster—is 
hardly legible.

A person, unacquainted on that par
ticular street, looking for a drug store, 
would be likely to overlook this place 
and be attracted by a glittering electric 
sign, “Cut Rate Drug Store,” two blocks 
farther down. Only men and women 
who have lived in that district for years 
know of Daniel W ebster’s drug store 
and patronize him.

Occasionally Daniel Webster gets a 
prescription from a physician a the 
other end of the city. The ph> ,ician, 
like Webster, is now a man in the sev
enties and sticks to the old medical 
terminology and old drugs. He advises 
his patients to go to Daniel W ebster’s 
drug store to have the prescription 
filled because he knows that Webster 
will understand the prescription best and 
is sure to have the exact drugs pre
scribed by him. If he were to send this 
prescription to a younger druggist the 
probabilities are that the pharmacist 
would not know what half the drugs 
named in the prescription were and how 
they were to be used.

Business Once Profitable One.
Daniel Webster is an old man, but 

his face is far from serene. He is 
agitated much of the time and morose 
and disappointed. He is a failure in 
the drug business. The drug fraternity 
says so and he does not deny it. On 
the contrary, Webster talks about his 
failure volubly.

There was a time when the drug busi
ness enabled Mr. W ebster to keep up 
a nice home and send his boys to col
lege. Now his. sons have married chil
dren of their own. Mrs. Webster is 
dead these ten years and Webster lives 
in the two rooms behind the drug store. 
His expenses are small and it is a good 
thing they are.

It is just this that enabled him to 
keep up his little shop. Otherwise he 
would have been bankrupt long ago and 
would probably have been thrown into 
the street to shift for himself. For 
Webster is not the sort of a man to be 
dependant upon some one. Even if 
there was only the free lunch counter 
between himself and starvation he 
would not come to his children to be 
dependent upon them.

Success Accentuates Failure.
The failure o f Daniel Webster is 

accentuated when one looks at Mr. 
Weegman, a druggist a few streets 
away. Mr. Weegman likewise is a man 
in the seventies. He started in the 
drug business at the time W ebster 
started. In fact, they were friends 
once upon a time. Now Weegman owns 
several places. He does not work in 
any one of them. He keeps an auto
mobile and chauffeur and drives around 
from store to store every morning to

have a talk with his son in one of the 
stores and with his mangers in the other 
places.

The afternoon Mr. Weegman spends 
riding around the parks or strolling 
about the lawn of his beautiful house. 
Mr. Weegman is not morose. There 
are hardly any wrinkles in his face and 
people tell him that he looks remark
ably young for his age. His grand
children, and, in fact, all children, like 
his company and his neighbors acclaim 
him “a nice old man.”

W hat accounts for the failure of Mr. 
W ebster?

In a roundabout way the question was 
put to the old druggist as he was dust
ing the show cases, for Mr. W ebster 
keeps no clerk and has to do the dust
ing and the cleaning himself.

Result Same Under Any Name. 
“\o u  might call it conservatism,” Mr. 

W ebster answered. “I would call it 
upholding the dignity of' the profession.
I started out in the drug business some 
fifty-five years ago. A fter the Chicago 
fire I opened a drug store right next 
door to this place, where the saloon is 
now located. I was a dispenser of drugs 
there for over twenty years and did 
pretty well.

“In other parts of the city druggists 
were installing soda fountains. A little 
later they set aside part of their estab
lishment for an ice cream counter. To
day they even put tables and chairs in 
the middle of the room and convert the 
drug store into an ice cream parlor.

“W e older druggists looked down up
on this innovation. A druggist, as we 
understood it, was to dispense drugs, 
and not soda water. That was more 
suited for a bartender. Many of the 
more respectable druggists objected 
strongly to this running down of the 
profession.

“One evening a man came to me and 
made the proposition that I install a 
soda fountain in my place. I don’t re
call exactly what happened, but that 
man left my place in a huff. I threat
ened him with my stick, or something, 
for suggesting that I, a chemist and 
dispenser of drugs lower myself to the 
occupation of mixing drinks.”

Beginning of Downward Journey.
“If  you want to put it dramatically, 

then, that act of mine in chasing out 
the man who promised to install a soda 
fountain in my store was my undoing.
It was the beginning of my downward 
journey. I am merely saying that the 
man saw the course which the drug 
business is taking better than I did.

“The druggist in the last generation 
has been gradually slipping away from 
the grade of a professional man and is 
sinking to the grade of the tradesman. 
The druggists of to-day are business 
people, more than professionals. This 
course the profession took with the soda 
fountain. By objecting to it I put my
self in the way of the steam roller of 
modern tendencies and the roller went 
over me.

“The soda fountain, followed by the 
ice cream counter, was only the begin
ning of a change in the character of 
the drug store. A year a fter I chased 
out the man who offered to install a 
soda fountain in my store, a man came 
in to see me one evening and repre
sented himself as a salesman of a large

candy factory. Well, what did he want 
of me, then? I asked. I was not in 
the candy business; 1 was a druggist.”

Many Followers of Success.
“The man explained that his factory 

was going in for a campaign to get all 
the drug stores in the city to sell its 
candy. The soda fountain and ice cream 
counter had proved a success in the 
drug store, he explained. So they de
cided that a show case, beautifully laid 
out with all sorts of candies would 
attract trade. There would be a good 
profit in it for me, the man said, with 
an air of taking for granted that I 
would at once go into the candy busi
ness.

“Well, I did not chase that man out 
of the store. But I refused to take in 
candy. To keep candy after having 
kept out the soda and ice cream would 
make things look sort of incomplete. 
On the other hand, to take in the candy 

• and follow this with a compromise with 
myself and take in also soda and ice 
cream, to this I could not reconcile my
self.

“As the candy salesman left the store 
I looked long after him and wondered 
if by refusing his offer I was not ham
mering another nail into the coffin in 
which my success lay buried. Still the 
feeling that I was doing no more than 
holding up my dignity as a dispenser 
of drugs, as an apothecary, braced me 
up.”

Another Chance Passed By.
A year and a half later a young man 

entered my store rather briskly one 
morning. Instinctively I recognized a 
salesman in him. I was not mistaken. 
He represented a big tobacco and cigar 
firm. All of the druggists in the city 
were installing cigar counters. He said : 
Would not I install one in my store, 
too?

“I looked about my store. It was 
still a quaint apothecary shop. A cigar 
counter would make it a sort of semi
public place, almost like a saloon. I 
had refused to install the soda foun
tain. I had refused to handle candy. 
The profits from the cigars would not 
be nearly as large as they would be 
from the soda fountain and the ice 
cream and the candy. I told the sales
man that my store did not seem to me 
the best location for a cigar counter 
and that I would have to pass up his 
offer.

“He looked me and the store over 
with one rapid glance and left without 
advancing any more arguments. I was 
by this time in the fifties. My children 
were all more or less fixed in the world. 
They had moved away from me. The 
neighborhood had grown immensely. 
Population had increased by leaps and 
bounds. Even without these accessories 
to the drug business I was earning a 
respectable living, though I could not 
save anything. 1 was beginning to fear, 
however, that soon the landlord might 
raise my rent. Rents were going up in 
the neighborhood.”

Mission of the Landlord.
“One morning the landlord came into 

my store, talked about the weather and 
things, asked how I was getting on, and 
seemed slightly embarrassed. I thought 
I knew what was up. He was going to 
raise my rent, but I did not know it all. 
When, to end an unpleasant situation,
I suggested that I knew that he expect

ed to raise my rent, as he had raised 
the other tenants, a sickly smile spread 
over the man’s face. He did not come 
to raise my rent, he said. He came to 
give me notice that I would have to 
move in three months.

“I was thunderstruck. T hat was the 
last thing I expected. I protested that 
I would pay the rent demanded by him 
and there was no reason for throwing 
me out of the place. But the landlord 
produced a newspaper from his pocket 
and told me to read it. I glanced at 
the paper, but could not see what con
nection it had with my having to move. 
The landlord explained.

“The street car company was planning 
a cross line which would pass right by 
my store. A man desiring the location 
of my store for a saloon offered the 
landlord three times the rent I was pay
ing if I would vacate the place. I could 
not compete with the saloonkeeper in 
the matter of rent. The landlord, 
though a friend of many years, could 
not be expected to let his property for 
a third, or even a half, of what he was 
offered for it. For some moments I 
lost the power to think. But the land
lord was there ready with a plan. He 
would give me a store three doors away, 
I could move in there without much 
loss except, of course, the location, I 
moved into that store. You see the 
cramped place it is.”

Store Helps Make Trade.
A young woman came into the drug 

store, cast an embarrassed look about 
her, and would have gone out again 
had not the druggist been too near for 
her to get away unnoticed. She wanted 
a certain kind of face cream. The 
druggist did not have it and she went 
out.

“Once in six months I get a call for 
that cream,” the druggist said by way 
of explanation, “so it does not pay to 
carry it in stock.”

A little later he added:
“You see, it is this way. The store 

creates business as much as the busi-
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ness makes the store. I f  I had taken 
the soda fountain in twenty years ago, 
and the candy and the cigars, there 
would have sprung up a requirement in 
my store for all sorts of toilet articles. 
The girl who goes in for an ice cream 
reminds herself that she needs face 
cream. And sometimes when you dis
play the face cream on the counter it 
looks so attractive that she will buy it 
anyhow.

“Then there is soap, and all kinds 
of rubber goods and toilet articles. 
There is money in all of these things 
for the druggist. My conservative step 
in the first place, my refusal to adapt 
myself to the modified functions of the 
druggist, my refusal to become a trades
man first and an apothecary after
wards, has limited and circumscribed 
my business. W ith a circumscribed 
business I had to limit my stock. I 
could not pay the high rent demanded. 
I had to move. And there you have 
the secret of my failure.”

Failure Evident to All.
“For failure it is. I can see that for 

myself. I know well that as soon as 
I close my eyes there will be no drug 
store in the place I now stand. The 
space is too narrow. It does not per
mit the display which is essential to 
the modern drug store. In an up-to- 
date drug store drugs are taking up a 
tenth of the space and bring only a 
tenth of the income. It is the acces
sories that count. Perfume, powder, 
face cream, ice cream soda, candies, 
cigars, soaps, stationery, comic post
cards, and a score of other things 
make the drug store of to-day pay.

Elias Tobenkin.

Do Not Hurry a Prospective Pur
chaser.

Written for the Tradesman.
Do not try to hurry a customer when 

he or she seems slow to make tip his 
mind about a purchase. Do not imag
ine that by talking every minute you 
can bring him sooner to a favorable 
decision. W ith some people such talk 
either delays matters or causes them 
to leave without deciding. They must 
think it out without interruption. It 
is their way. They can not reach a 
satisfactory conclusion otherwise. And 
do not give a customer the impression 
that you are bored. W ait cheerfully 
as well as patiently. Do not appear 
anxious to be through waiting on a 
customer, lest he conclude that you 
have more important business else
where. I f  you have, leave serving cus
tomers to a clerk. E. E. Whitney.

Children Do Not Like to Wait.
Do not slight the child who is wait1 

ing to buy something. The child’s time 
may not be valuable, but the parent 
may be anxiously awaiting its return 
and if the merchant is at all to blame 
for a delay it is liable to be exagerated.

W hen a m an is beyond his associ
ates in any one thing, we are apt to 
lose sight of his o ther superior 
qualities.

Simply because a bluff goes uncall
ed is no sign of success. M ost men 
have som ething b e tte r to do.

E ternal vigilance is the price of 
m ore than  liberty. In  advertising it 
is the price of Efficiency.

GENERAL WELFARE.

How To Prolong the Life of Mer
cantile Associations.

T here is som ething m ore to  be ac
complished through association work 
by m erchants than  simple discussion 
of the imm ediate affairs of business. 
T rade should receive attention , and 
is an im portant p art of organized ef
fort, but it need not be the exclusive 
feature.

T oo often it has been found that 
business m en’s associations have died 
of dry rot. M em bers are enrolled 
for the purpose of accom plishing 
trade betterm ents, and som ething is 
achieved. But in terest flags when 
production is slow. S torekeepers go 
into association work expecting to  do 
great things imm ediately, and are 
disappointed when they find they are 
unable to  set the world on fire in as 
brief a tim e as they hoped. T hen 
they condem n the whole thing as no 
good. T hey either draw out, or be
come indifferent, neglect m eetings 
and criticize the undertaking.

A nything w orth while takes time, 
and it is the tediousness of w aiting 
th at discourages. A m ericans w ant to 
see som ething doing every minute, 
and are not con ten t to  wait the nec
essary w orking out of events.

D iversity  of In terests.
W hat is needed is to  have a diver

sity of enterprise so th at there is 
constantly  som ething on hand to  en
list the in terest and co-operation of 
all included in the m em bership. 
W hen there  is accom plishm ent along 
some line there is g reater content, 
and a m ore patient spirit.

An association th at has for a part 
of its schedule the doing of things 
for the com m unity is able to ga ther 
together a g reater num ber of m em 
bers of different kinds. In  a small 
town there is a dearth  of active sp ir
its in strictly  m ercantile pursuits. 
T his is true even in cities, except 
very large ones. Even in the la tter 
the successful organizations have not 
been the strictly  prohibitive sort that 
em braces only a particular trade, 
business or profession.

V ariety of Subjects.
Chambers of comm erce and boards 

of trade have accom plished m ore 
than  strictly  m ercantile or profes- 
sionl organizations, and the reason is 
not hard to  find. I t  is on account of 
the g reater variety  in the subjects 
discussed and the p rojects under
taken.

As a rule associations of sto re
keepers are form ed prim arily  for the 
purpose of pro tection  against bad 
debts. T hen the question of insur
ance is often considered, resulting  in 
incorporation  for m utual protection. 
P rice cutting  receives attention , and 
early closing is som etim es fu rther
ed. Perhaps legislation is part of 
the scheme, but this requires nation
al or sta te  co-operation of m any lo
cal organizations. H ere is where de
lay occurs, w ith its m any obstacles. 
I t  is not always possible to  line up 
the  o th er bodies of men in the dif
ferent towns.

Good F or Everybody.
F o r a local association, calling it

self by some general name, like a

board of trade, there  is a g reater 
outlook. I t  would pay to  try  the 
T ylerdale plan w here associations 
have not succeeded in the conven
tional m anner. N ot only would m er
chants be included, but business and 
professional men of all callings. The 
character of the work would then be 
varied.

W hatever m akes for the im prove
m ent of the com m unity is good for 
everybody living therein. A bette r 
town a ttrac ts  people and causes 
grow th. I t also creates civic trade 
in the hearts of those who have al
ways been residents. T hey  are be t
ter satisfied w ith the town, and are 
m ore im pressed w ith its possibili
ties. T hey think th at after all it is 
a good place in which to live.

Satisfied W ith  the Town.
You m ay not have noticed it, but 

a good store in a good town has 
m ore chance than  a good store in a 
bad town. I t  is likely the people 
would not acknowledge it, but it is 
a fact that they have about the same 
opinion of everything in the com
m unity as they have of the comm u
nity  itself. If  they believe the place 
is all right they will think the busi
ness m en in it are all right, too. If 
they have a poor opinion of the town 
they will think the m erchants can 
not am ount to  much or they would 
not stay in it.

I t  is unnecessary to ask anybody 
if this is true, for they will deny it, 
in the average case. In  fact such a 
condition of thought has not been 
defined by the person possessing it. 
I t  creeps upon one unawares, and 
m akes the im pression so subtly that 
it has not been worked out as an ac
tual proposition. But it exists, as any 
analysis of hum an nature  by the ob
serving philosopher will prove.

A ttractive  Streets.
H ence the virtue in bringing the 

tow n up to a standard  which is of 
recognized im portance. M erchants in 
some cities in their associated effort 
are going to  see to it that streets 
and walks are kept clean and a ttrac 
tive. T his is im portant. I t  is of di
rect value. I t  will tem pt the in
habitants to  m ake m ore use of the 
streets for shopping expeditions. If 
it is a pleasing walk down town they 
will take th at walk oftener. Every 
tim e they take it they perhaps think 
of som ething they w ant to  purchase. 
In  fact, they may hunt up som ething 
as an excuse for the walk.

L ittle  Men, Big Idea.
Perhaps the lights of the thorough

fares are insufficient. Even if there 
is a tow n council which should look 
afte r such th ings the very largest 
and w ealthiest cities have found it 
fu rthers im provem ents when civic 
clubs keep afte r the authorities. An 
association of business men, taxpay
ers, can bring much weight to  bear 
upon the regularly  elected officials. 
T hey are the contro lling  force in the 
comm unity.

M any o ther things will suggest 
them selves to  the citizens in terested  
in the w elfare of the place in which 
they live and do business. Getting 
together for the purpose of accom
plishm ent of th is kind brings out

suggestions which will be valuable. 
The quiet little  m an back in the cor
ner will often have a big idea which 
he would never have expressed ex
cept for the influence of the associa
tion of which he is a member.

O pportunity  F or Discussion.
Every now and then town m eet

ings are called so that citizens may 
give voice to sentim ent along some 
line. Such m eetings are not half 
so effective as the regular organiza
tion which is always thinking about 
the general welfare. T here  is then 
constant opportunity  for frequent 
discussion.

I t is estim ated that the to tal gross 
business of the large mail order 
houses of the country is near $200,- 
000,000. T hat comes alm ost entirely  
from  the farm s and the sm aller cen
te r T h at two hundred millions 
w orth of trade centralization is all 
this country needs in the centraliza
tion line ju st now. W e should sub
trac t from  it ra ther than add to  it.

W hen our com petitors wins the sale 
it’s “good luck”—when we win it is 
“higher salesm anship.”

Big jobs generally  go to men who 
prove their ability to  outgrow  sm aller 
jobs.
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Should Handle Investment Securities 
of Small Denominations.

A service which the banks m ight 
very well give their patrons but 
which they do not to any ex ten t is 
in giving them  the chance to purchase 
investm ent securites in small denom 
inations and bearing what m ight be 
regarded as a good in terest rate, 
m eaning 5 or 6 per cent. The 
savings and certificate deposits in the 
banks now am ount to  som ething like 
$17,000,000 and the three N ational 
banks cairy  enough m ore in savings 
deposits to make this an even $20,- 
000,000, and perhaps a million or so 
more. The book savings receive 3 
per cent, in terest and the certificates 
when left a year 3y2 per cent. This 
in terest rate m ay be all that the banks 
can conservatively allow, but it is not 
very satisfying to the depositor who 
looks to  his or her accumulation for 
an income. The m eagerness of the 
re tu rns on the bank deposits leaves 
the depositors open to  tem ptation to 
pull out their money to put it into 
som ething that p.om ises b e tte r in
come and often the som ething better 
is a get rich scheme or a bit of blue 
sky offered in small denom inations 
and on alluring term s. If the banks 
them selves could offer the depositors 
som ething that they know to be good 
and which the depositors could buy 
with the bank’s lecom m endation they 
would be saved from the disappoint
m ents and losses which so often come 
to the unsophisticated investor who 
tries to  work out his own problems. 
T here are m any securities in the 
m arket which the banks could con
sistently handle in dealings with 
their depositors. Municipal and 
school bonds are usually regarded as 
gilt edge and, with an in terest ra te  of 
4 or 4]/2 per cent., would satisfy the 
conservative who look upon safety as 
preferable to  large income. Many of 
the u tility  bonds bearing 5 per cent, 
and which can be purchased in the 
open m arket a t prices th a t will yield 
a still h igher income, are high grade, 
so far as security of principle is 
concerned. Some of the tim ber 
bonds bearing 5 and 6 per cent, and 
which usually are short term  are as 
good as anybody could ask for. 
T here are corporation  and real estate 
m ortgage bonds th at could be safely 
recom mended. Some of preferred 
stocks of m ercantile, industrial and 
utility  corporations carry ing  6 per 
cent, dividends or better, usually pay
able quarterly  are first-class for in
vestm ent purposes. T he banks in of
fering such investm ents to  their de
positors need not guarantee them  
but after a thorough investigation 
could recom m end them  as reason

ably safe and desirable. To be en
tirely  satisfactory  the bank offering 
investm ent securities to  their cus
tom ers should be prepared  to  quote 
the price at which the securities will 
be bought back as well as the sell- 
ing price, but this is a m atte r of de
tail. A nother m atter of detail is in 
the denom ination in which the secur
ities are issued. The usual denom i
nation of bonds is $1,000, with some 
issues at $500, but wh.at the small 
investor w ants is in $100 lots, and 
these can easily be procured if the 
banks let it be understood they are 
wanted. T here  is a fine opportunity  
for the banks in ifivestm ent securi
ties and it is a m atter of surprise 
th at they have not taken up this 
branch of the banking business. T he 
Old N ational and the M ichigan 
T ru st Company do considerable over 
the counter business in bonds, but 
the o thers neglect their opportuni
ties, possibly through a fear th a t this 
m ight pull down their deposits. This 
fear m ight be realized at first, but 
ultim ately the deposits would grow  
faster than ever as incomes would be 
larger.

The People’s Savings Bank for 
several years has issued certificates 
of deposit in bond form  and these 
m ay be regarded as investm ent se
curities of the very conservative 
type as the income is only 3l/ 2 per 
cent. T hese certificates are in denom 
inations of $100, $200, $500 and 
$1,000, and are issued for th ree  year 
periods, w ith sem i-annual in terest 
coupons attached and have proven 
quite popular. T he Grand Rapids. 
Savings Bank has lately  adopted a 
sim ilar certificate bond. But w hat 
the depositors w ant is some form  of 
investm ent th at will pay them  better 
than  per cent, and the neglect of 
the banks in furnishing them  what 
they w ant and ought to have, makes 
them  easy victim s of the get rich 
quick contingent.

The Citizen’s T elephone Com pany 
affords an illustration  of how the 
small investor w ants a good place to 
put his m oney in sm all am ounts. Of 
the $3,600,000 stock outstanding, 
fully $2,500,000 is in the hands of 
smarll investors, in am ounts from a 
single share of $10, up to  several 
thousands. This stock has been sold 
at par as the m oney was needed for 
developm ent, and there are num er
ous instances where individuals have 
taken out a share a t a tim e as they 
could spare the m oney o r as their 
system  of saving m ade it possible. 
The com pany has been in operation 
sixteen years and the  am ount in the

Fourth National Bank
Savings

Deposits

i n

Commercial
Deposits

3
Per Cent 

Interest Paid 
on

Savings
Deposits

Compounded
Semi-Annually

3h
Per Cent 

Interest Paid 
on

Certificates of 
Deposit 

Left
One Year

Capital
Stock

$300,000 K B i

Surplus 
and Undivided 

Profits

$250,000

2 V i%  Every Six Months
Is what we pay at our office on the Bonds we sell.

$100.00 Bonds—5% a Year
THE MICHIGAN TRUST CO.

We Offer and Recommend
T he Preferred Stock of Consumers Power Co.

Largest Underlying Company of
Commonwealth Power Ry. Lt. Co.

Netting about 6'/}%  and TAX EXEMPT

A. E. Kusterer & Co. 733 Mkhi?o"hTPhl“ emr,,,d R“,idI

GRAND RAPIDS 
NATIONAL CITY BANK

Resources $8,500,000

Our active connections with large 
banks in financial centers and ex- 

' tensive b a n k i n g  acquaintance
throughout Western Michigan, en
able us to offer exceptional banking 
service to

Merchants, Treasurers, Trustees, 
Administrators and Individuals

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

CORRESPONDENCE PROMPTLY REPLIED TO
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hands of small investors represents 
an average of $156,000 a year from 
this source. W ould not o ther securi
ties move as well if the banks offered 
them  over the counter and especially 
in small denom inations?

T he bank clearings have been 
m aking new records this summer, 
even though business has politics and 
o ther th ings to contend with. The 
clearings for Ju ly  were $14,585,093, 
and only once before has such a 
to tal been leached, and that was in 
March. The clearings last week were 
$4,278,879, and this is believed to be 
the largest for a single week on rec
ord. One reason for the large clear
ings last week was the transfer of 
$120,000 city sinking fund money 
irom  the City T ru st and Savings to 
the Peoples. A nother factor was the 
last day paym ents of city taxes by 
the banks, corporations and capital
ists. T he m oney poured into the 
city treasury  in large checks, and 
these checks w ent through the clear
ing house.

T he transfer of the city sinking 
fund last week proved to an be in te r
esting  incident. T his fund has been 
carried by the City T ru st and Sav
ings Bank at an in terest ra te  of 3.57 
per cent, on daily balances. New 
bids were sought upon the expiration 
of the old contract, the bids to be 
sealed and to be in at 3 o’clock M on
day. The Old National responded 
with a bid of 2 per cent., the City 
1 rust and Savings w ith an offer of 
2l/ 2 per cent, and the Commercial, 
2.85 per cent. On the face of the 
re tu rns the Commercial was entitled 
to the con tract and was so advised. 
H alf an hour later a bid was received 
from  the Peoples, offering 3 per 
cent. flat. T he banks which subm it
ted sealed bids as asked for were 
advised of this belated bid and were 
asked to m eet its term s, but they 
regarded the incident as closed and 
refused. The m oney was awarded 
to the Peoples in spite of the very 
earnest p ro test of President Graham, 
of the Commercial, who held that 
bona fide bids should receive p refer
ence over any private arrangem ent 
th at m ight be made after the bids 
had been opened and made known. 
T he am ount of the sinking fund will 
average around $100,000, and the dif- 
fernce betw een 2.85 and 3 per cent, 
in terest will am ount to less than $150 
a year. In banking circles the inci
dent is looked upon as a case of 
jockeying quite characteristic of the 
present adm inistration, unw orthy of 
the city and not w orth the profit. 
If the banks are not to receive 
fair treatm ent when they make bids 
they will keep out of the compe
tition or combine for their mutual 
pro tection  and profit. The tactics 
used m ay win once, but it m ay be 
different the second time.

The combined resources of the Grand 
Rapids N ational City and its ally the 
City T rust and Savings Bank last week 
reached a total considerably in excess 
of $11,000,000 the highest to tal in 
their history. A bout a million of 
city tax money and $200,000 county 
money received from the sale of the

good roads bonds helped to  swell the 
total.

The deposits in the postal savings 
bank in this city am ount to $23,641, 
and there are 295 depositors. The 
postal bank will be one year old on 
September 20. This cannot be regard
ed as a tremendous showing, and it is 
easy to tell why. The banks in this 
city have such a splendid record of sol
vency that the people have confidence 
in them and prefer to deposit their sur
plus in the banks rather than with the 
government, the larger interest rate 
paid of course helping them to make 
this decision.

The City T ru st & Savings Bank 
has purchased the lot at the no rth 
east corner of W ealthy  street and 
South Divison avenue and will erect 
a branch bank building there  as soon 
as the plans can be prepared.

W illiam  E. E llio tt has purchased 
two blocks of stock in the Michigan 
Exchange Private Bank. He ac
quired the holdings of the late Sam 
uel M. Lem on and the D orr Savings 
Bank, paying upw ards of 200 there 
for.

Quotations on Local Stocks and Bonds.
Bid. Asked.

Am. G as & Elec. Co., Com.
Am. Gas & Elec. Co., Pfd.
♦Am. L ig h t & T rac. Co. Com

Am. P ublic  U tilities , Com.
Am. P ublic  U tilities, Pfd. 
Can. P u g e t Sound Lbr.
C ities Service Co., Com. 
C ities Service Co., Pfd. 
♦Citizens Telephone 
Com ’w th  P r . By. & L t., Com. 
Comw’th  P r. By. & L t. P fd . 
D ennis S a lt & Lbr. Co.
Elec. B ond D eposit Pfd .
F o u r th  N a tio n a l B ank  
F u rn itu re  C ity  B rew ing  Co. 
Globe K n ittin g  W orks, Com. 
Globe K n ittin g  W orks, Pfd.
G. B. B rew ing  Co.
G. B. N a t’l C ity  B ank  
G. B. Sav ings B ank 
H oland-S t. Louis S ugar Com. 
K en t S ta te  B ank  
M acey Co., Com.
Lincoln G as & Elec. Co. 
M acey Com pany, Pfd. 
M ichigan S ugar Co., Com.

N ationa l G rocer Co., Pfd.
O zark  P o w er & W ate r , Com.
Pacific  Gas & Elec. Co., Com. 6 6 % 
Pacific G as & E lec. Co., P fd . 91% 
Peoples Sav ings B an k  250
T ennessee By. L t. & P r .,  Com. 24 
T ennessee By. L t. & P r ., P fd. 78 
U nited  L igh t & B ailw ay, Com. 70 
U nited  L t. & B ailw ay  1st Pfd . 87% 
U nited  L t. & B ailw ay  2nd Pfd., 

(old) 80%
U nited  L t. & B ailw ay. 2nd Pfd.,

80 83
46 47%

407 409
109% 110
55 57
80 81

2 % 3
113 116
89 91
95 96

. 63% 63%
91 92%
95 100
83 85

2 00 203
60 70

1 1 0 1 1 2 %
10 0 101

200
175 176
185

1 0 % 1 0 %
260
200
42 45
95 98
90 92

1 00 1 0 1 %
8 6 % 87%
45 48

(new )
Bonds.

C h attan o o g a  G as Co. 
D enver Gas & Elec. Co. 
F lin t G as Co.
G. B. E d ison  Co.
G. B. G as L ig h t Co.
G. B. B ailw ay  Co. 
K alam azoo G as Co. 
Saginaw  C ity  G as Co. 

♦Ex-dividend.
A ugust 6 , 1912.

73

67%
92%

25
79%
7588%
81

75

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

97
96%
97%
99

The Squire Explains.
I wanted a m onth of com plete rest, 

where neither deb tor nor cred ito r 
could find me, and so I hied me up 
to  a village in New H am pshire and 
engaged quarters «at the inn. I real
ized th at as a stranger I should be an 
object of curiosity, and that every one 
would feel free to question me, and 
great was my surprise, therefore, when 
I found m yself p re tty  severely let 
alone.

T h at is, no one asked where I came 
from, w hat my business was, how long 
I was going to  stay, or any of the 
leading questions generally  put to 
strangers. W hen I was ready to  leave 
I said to the old Justice of the Peace, 
who had dropped in every evening:

“See here, Squire, I can’t exactly 
make you folks out. I ’ve always heard 
that villages were full of curiosity re
specting a stranger.

Yes, we be,’ he replied.
“But I have been here a m onth and 

no one has tried to piimp me. W h at’s 
the m atter?

Well, sir, I ’ll tell you how it is,’ 
he said, as he leaned back with a sigh 
of regret. ‘H ere ’s me, for instance. 
I ’ve just m arried my fourth  wife, with 
my third hardly cold in the grave, and 
I ’ve got to keep purty  quiet for awhile. 
T here’s Joe Hastings, who is suspect
ed of stealing a cow, and he feels like 
keepin’ his head shet. Deacon Saun
ders wanted to know all about you 
the very first day, but he is bein’ sued 
for breach-of-prom ise and dasn’t gab 
too much. T h ere ’s about ten others 
who are w onderin’ who you be and 
where you come from, but they’s got 
quinsy, bronchitis or lockjaw and can’t 
talk. Do you see through it now?1'

“I do.”
“ ‘Then come back next year, when 

we are all in good shape, and if it 
takes us over ten m inutes to find out 
w hether you are a convict in hiding 
or a consum ptive after m ountain air, 
we’ll all eat our hats to the last inch 
of band!’ ” Joe Kerr.

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

r ^ R ^ D ^ APlPS^AVINGsS ANK I

Only bank on North aide of Monroe street.

We recommend the purchase 
of the

Preferred Stock
of the

Cities Service 
Company

at prevailing low prices 

Kelsey, Brewer & Company
Investment Securities 

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

Kent State Bank
Main Office Fountain St.

Facing Monroe
Grand Rapids. Mich.

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

Deposits
6^4 M illion D ollars

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

- President 
Vice President 
Vice President 

- - _ Cashier
Ass’t  Cashier

3fc%
Paid on Certificates

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

F A I L U R E S
1st six months 1912

Defaults 8317 Liabilities $108,012,223.00
We Insure Book Accounts

Write for our plan and avoid the danger lurking in every credit
American Credit-Indemnity Co., of N ew  York

W. J. Brueckman, Agent, 311 Henry Ave., Grand Rapids

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

surplus temporarily idle or funds awaiting investment, in choos
ing a depository must consider first of all the safety of this money.

No bank could be safer than The 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 at the rate of % if left a year.

THE OLD NATIO NAL BANK
GRAND RAPIDS, MICH.

N ew  N o. 177 Monroe Ave. Old N o. 1 Canal St.

Place your Buy and Sell orders with

Citz. 1122 G. H. Corrigan & Company Bell M-229 
INVESTMENT SECURITIES

341-343 Michigan Trust Building Grand Rapids, Mich.

They will be handled promptly and properly and only a 
commission charged you.
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UeG& COÛ ° W  
K S ^ a z o JoUni0r Counse*o r E. a . W elch, 
P e toskey .P a s t  C ou n se lo r-G eo . B. Craw , 

r e v e r s e  c ^ t a r y - F r e d  C. R ich ter. 

trmt.and T rea su re r—J o e  C. W ittliff, D e- 
nawrand  Conducto r - M .  S. B row n, Sagi- 

RaGpidsd Pa&e~ W - S‘ ^ ^ t o n ,  G rand

«1? W SK i 2-SR *5S&
M ?rHnd 5 xeca tiv e  C om m ittee—Jo h n  D M artin, G rand R ap id s ' Ansm« r

t r a d e s m a n

What Some

Wafted Down From Grand Traverse 
Bay.

1 raverse City, Aug. 5—Our U. C. T. 
picnic will be held next Saturday and 
the committee has arranged for a spe
cial rate of 25c for return trip on the 
M. & N. E. Train leaves at 9:30 a. m. 
for Fouch.

James Fortier and family, of Grand 
Rapids, are spending a few weeks with 
us resorting. VVe are glad to see you, 
Jim.

B. J. Reynolds, we understand, is tak
ing a German course at Manistee. Wie 
gates, Bern?

Mrs. O. J. O’Reilly, of our city, is 
visiting in Grand Rapids for a short 
time. Hope you will return for our 
picnic.

A. W. Stevenson, of Muskegon, rep
resentative for the H. & P. Drug Co., 
of Grand Rapids, has been practicing 
osteopathy at South Boardman the past ' 
week.

We had the pleasure of meeting 
Homer Bradfield, formerly with the 
National.Biscuit Co., but who now car
ries a grip for the Woodhouse Cigar 
Co., of Grand Rapids, and we can safe
ly say that Homer is a conscientious 
worker, for he did not turn into the 
hotel at Mancelona until l  o’clock in 
the morning. We are glad to see you 
and wish you success. Ned Carpenter 
formerly covered this teritory, but he 
has become connected with a paper 
company.

Lee Barnhart, formerly of our sec
tion, now resides in Grand Rapids and 
will cover the territory formerly work
ed by Homer Bradfield for the Na
tional Biscuit Co. Best wishes, Lee.

 ̂We can readily see that the Grand 
Rapids correspondent furnishes articles 
of a Keane nature and we surely wel
come you.

W. A. White, our popular candy 
salesman, attended the U. C. T. picnic 
at Bay City the past week and reports

a fine time and that the Bay City boys 
are of the right sort. Wilkie felt very 
much honored, as he was requested to 
make a speech. One thing he did not 
have with him and which he very much 
regretted and that was his better half’s 
bicycle. Can you imagine him going 
down Union Street? Some figure!

We understand that the management 
of our base ball team has erected a 
sign in the grand stand “No betting- 
allowed” for the benefit of Jay Young. 
Nuff Sed.

Mr. and Mrs. Will Godfrey, of Grand 
Rapids, were called to our city owing 
to the death of Mrs. Godfrey’s sister, 
Mrs. C. O. Smith. The entire fratern
ity extend sympathy.

U. C. T. Assessment No. 112, expires 
Aug. 14. Have you favored your sec
retary with the two dollars and thereby 
protected you and your family? I f  not 
get busy.

The boys will certainly appreciate the 
new Hotel Seiting, at Kalkaska, for 
the management expect to be in posi
tion to serve the boys this fall. It is 
a fine brick structure.

We are pleased to report that Mrs. 
Wm. Vandermead, of Petoskey, has re
covered so as to be able to be moved 
to her home at Petoskey.

Jack Gilchrist once more is able to 
be out after being confined to his home 
with an accident. Jack was favored 
with a check of $100 from the U. C. T. 
for the time lost.

W ith all due respects to Howard 
Ives, of Grand Rapids, we do wish he 
would refrain from delivering temper
ance lectures in railway coaches. How
ard had some experience the past week 

. on the M. & N. E.
E. A. Stowe, of Grand Rapids, was 

seen on our streets last Saturday. He 
evidently met with an accident with 
his touring car, for he purchased a 
wheelbarrow of one of our local mer
chants. Glad you called before 5:40 
p. m. or possibly you would have been 
short the auto. Fred C. Richter.

Baiting Her.
' W hat are you cu tting  out of the 

paper?”
‘About a California m an securing 

a divorce because his wife wsn°t 
th rough his pockets.”

“ W hat are you going to do with it?”
“Put it in my pocket.”

A Fish Story.
‘‘D on’t you know th at fishing is for

bidden in this pond?”
I ’m no t fishing; I ’m ju st teaching 

my worm s to  swim.”

W om en are naturally  of a clinging 
nature—and so are some men, ju d g 
ing by the way they hang on to  their 
money.

Michigan Cities are 
Doing.

W ritten  for th e  T radesm an.

The Michigan Good Road Associa
tion will hold its annual convention at 
Kalamazoo Sept. 18 and 19 and nearly 
2,000 delegates are expected to attend.

The annual junket of the Port Huron 
Business Men’s Association into Thumb 
territory Aug. 12 and 13 will be attended 
by 150 men.

The Detroit & Mackinac will build 
new passenger stations this year at Rog
ers City, Hale, Linwood, North Bay 
City and Maltby.

The Big Four is expending $150,000 
at Dowagiac in erection of a round 

ouse, coal docks and other improve
ments.

Saginaw is considering plans for dis
posal of its garbage.

Sturgis is enjoying an industrial 
boom, with new factories being built 
and old ones enlarged.

The school census of Pontiac shows 
a gain of 234 pupils in the past year.

Kalamazoo people eat four million 
ananas annually, spending $50,000 for 

this tropical fruit. The first bunch 
was seen in that city about forty years 
ago.

The religious census recently com
pleted at Battle Creek reveals the fol
lowing facts about that city: families 
average three members; every third 
house is owned by occupant; every 
fourth person works for his living- 
every, fourth person is a church member!

Electric power will supplant steam in 
pumping the city water at Marquette 
It is estimated the change will save the 
city at least $5,000 a year.

The annual camp meeting of Indians 
will be held at Northport Aug. 9-19.

Battle Creek people eat three and a 
half million bananas a year—about 110 
per capita.

Dowagiac’s home coming celebration 
will be observed Aug. 28 to 31 

Pontiac’s new Federal building has 
received its finishing touches and is 
now ready for formal acceptance by 
Uncle Sam.

Upper Peninsula golfers will meet at 
Houghton Aug. 21 and a Northern 
Michigan League will be formed.

The Michigan A rt Carving Co. is
■ T t ^  a new industry established at Lake Odessa.

Muskegon has taken the first steps look
ing toward the building of a macadam- 
ized road to parallel the shore o f Lake 
Michigan from the southern boundary 
of the State through to the Straits of 
Mackinac. Supervisors o f the different 
counties will be invited to join in an 
association for this improvement. Such 
a highway tapping Chicago and other 
large centers would be of immense com
mercial advantage to W estern Michi
gan.

The Crown Chemical Co,, a new in
dustry at Cheboygan, will soon be man- 
ufactunng turpentine, ta r and oil from 
the Norway pine stumps found in that 
section.

Thursday, Aug. 8, is the date of the 
annual picnic of Bay City grocers and 
butchers and it is expected that other 
merchants will shut up shop, making it' 
a civic holiday.

The Escanaba high school offers a 
special course in agriculture this year.
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Onaway has organized a Board of 
Trade.

The Eady Shoe Co., o f Otsego, has 
been invited by the South Haven Board 
of Trade to send representatives there 
to take up the m atter of securing stock 
subscriptions necessary to secure the 
location of a branch shoe factory at 
South Haven.

Kalamazoo has prepared plans for 
grade separation there, which have been 
placed in the hands of Michigan Central 
officials for consideration.

Bellevue is preparing for a big home 
coming celebration Aug. 22.

Plans for a new armory building at 
Kalamazoo costing $40,000 have been 
submitted to the state military board 
for approval. A convention hall with 
seating capacity of 3,500 will be located 
on the ground floor.

A get-together banquet o f 200 of the 
live business men of Battle Creek was 
held last Friday night and it was de
cided to go ahead with an organization 
in behalf of a better, busier and bigger 
BattIe Creek. Almond Griffen.

A recent consular report sta tes that 
not all Am erican products can be sold 
m Germany. Many are shut out by 
customs duty, o thers by the fact that 
the home product is as good as the 
best, still o thers by food-law  regula
tions, often designed m ainly to  pre
vent im portations. A m erican type
w riters still have a large sale, but 
Germany is now m aking first-class 
typew riters, and they are cu tting  
heavily into the dem and for standard  
Am erican machines. Germ any is also 
m aking excellent adding and calculat
ing machines, but they are not yet 
considered so good as those turned 
out by America. Germ an factories 
now make shoes of A m erican form  
and on Am erican lasts th at look like 
the real th ing  and can be sold for $i 
to $1.50 per pair less than the A m eri
can shoe. T he Am erican m anufac
tu rers of a staple article m ust always 
expect to face this situation. If  his 
article is a superior one it will hold 
its place for some time, and even 
after the German has succeeded in 
producing a satisfactory substitu te 
m ay continue to  find demand, but 
will have to m eet the price of the 
home product, which, with duty and 
transporta tion  charges, is not always 
possible. Germ an m achinery and 
m achine tools are usually as good as 
the best, and it is generally the new 
device, fully protected  by patent, that 
finds the best m arket.

I f  a m an lives to  be 40 and has 
never been in love, he m ight ju st as 
well be chloroform ed.

l iO Y S !  BOYS! BOYS!
Stop at

ARBOR REST
PENTWATER, MICH.

New Bed» Entirely Refinished—Individual Towtls

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

Th e ,

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

v
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News and Gossip About Grand Rapids 
Boys.

Grand Rapids, Aug. 6—Some of the 
boys called on J. K. Coffee, and re
po rt th a t his leg is in very very bad 
shape. In  fact, it is worse than  our 
friend Coffee 'realizes. If any of the 
boys have any time to  spare, call at 
349 H ollis te r avenue and say Hello!

O. W . S tark  is resting  a little  better 
this Week than last. Hast week he 
didn t feel so good, but now be takes 
m ore nourishm ent, looks'm uch better 
and feels better. H e is still in bed 
and is now able to  visit with any of 
the  boys who call. H is address is 
610 Lake drive.

I t  is your duty, bro thers, to  visit 
sick o r injured brothers. If you have 
ever been on the sick list o r banged 
up, you can appreciate the fact th at 
you should call at least once.

O ur friend and esteem ed brother, 
Jim  Goldstein, has inform ed the pic
nic com m ittee th at he and his family 
will be on deck Aug. 17, to a ttend the 
picnic. Jim  draws a picture of a tom b
stone on his re turn  card and on it, 
it says: “J. M. Goldstein, age 33, 
husband of his wife.” Now we don’t 
see how he could be the husband of 
anybody else’s wife. He also drew a 
p icture of an angel on the tom bstone 
flying downward. Jim  seems to know 
where he is going. W e will be glad 
to  see you, Jim.

Bill Drake rode the goat Saturday 
evening and is now a m em ber of the 
Grand Com mercial Army. Bill is 
some speech maker. He made quite a 
lengthy speech, during which he ad
vertised the W oodhouse Co.

R. J. E llw anger is now a subscriber 
of the T radesm an. B etter send in 
your dollar and address.

Mrs. H arry  McCall left M onday for 
a two w eeks’ vacation, going to  Mt. 
Clemens. Mrs. McCall, will be back 
in time for the picnic.

W alter Law ton certainly m akes a 
fine speech, jingling  a dime and a 
nickel every m eeting night.

W hen the lights are out, boys, you 
m ust refrain from  lighting m atches. 
Paul Berns and Cliff H errick  were the 
guilty ones last time.

David Cavera takes E. A. Clark’s 
position with the Casabianca Co. He 
will be known as the “little  banana 
kid.”

Abe Mindel and family have been 
down to Spring Lake since Ju ly  1 
and are all enjoying the nice w inter 
w eather. Abe goes down Saturday 
and Sunday to  fish, also to  keep his 
wife from  freezing to  death.

T he high cost of living increases. 
T he Dalzell bus and baggage line, at 
Big Rapids, compels the boys to buy 
round trip  tickets, w hethei they are 
going to  use them  o r not.

Charlie Logie reports no dry spots 
on his territo ry . H ow  could he after 
all th is rain?

W . C. Beelby has had an a ttack  of 
quinsy, but is now able to be around.

I t  is about tim e H erb ert Benjamin, 
of the P ittsbu rg  P la te  Glass Co., was 
com ing into our fold. H e is a jolly 
good fellow and we need boys like 
H erb, in our council.

H. B. W ilcox was seen on a F rank
lin car w ith a vacuum  cleaner. W e

always thought Mr. Peck objected to 
sidelines. Be careful, boy.

H ave you noticed th at Percy  E ng
lish, at the Union depot, puts all U. 
C. T. notices in conspicuous places in 
the Union depot? H e always puts 
himself out to  accom m odate the boys

Chas. Giddens, who runs the H a rt
ford Hotel, a t H artfo rd , holds a little 
seance of rum each evening. T he idea 
is to hold the boys over night. I t  is 
a good stunt, Charlie, the boys like 
good entertainm ent. T he m eals and 
beds are good, and he (C harlie) takes 
care of your grips in his auto No. 1234 
—year 1910.

T he boys are assisting  fine w ith 
items. Keep it up, boys, I can handle 
all you hand in.

W e understand that our w orthy 
Secretary, H andsom e H arry , on his 
recent visit to  Columbus, purchased 
some cut glass for Mrs. H. D. I t 
seems to  be a question in the boys’ 
m inds w hether this was included in 
his expense account to the Council. 
W e understand, of course, John  D ’s 
employes include everything in their 
expense accounts.

Mrs. H. G. M cW illiam s has recov
ered sufficiently to  be removed to  her 
home. W e are glad to  hear she i- 
improving.

C. A. Young, a m em ber of 131, was 
arrested, tried, convicted and fined 
$50 for jay  crossing. I t  seems Young 
didn’t know enough to  tu rn  square 
corners in our large city. H e knows 
now.

Geo. Rysdell has taken to the road 
again. Bag and sam ple case. Good 
luck.

W . F. Gallinger, who represents 
The Sherw in-W illiam s Co., has re
turned from  N orth  Branch, where he 
spent a couple of weeks’ vacation. He 
looks fine a fte r his rest and is now 
ready to  m ake his com petitors hustle

W m. Lovelace and family now live 
at 850 Sheldon avenue, South, phone, 
1866.

Ed. R yder spent the m orn ing  chas
ing a stork. H e alm ost had him once, 
but it flew away.

H arry  McCall stole som eone’s c a s t
ing rod and bait. No one knows 
w hat H arry  was casting for. Maybe 
H arry  can tell us.

T he health  officers recently  ordered 
H ook V isner out of town, on the first 
train . T he cap he w ears is very dirty. 
I t  doesn’t m atch his clean suit. The 
first train  did not leave until 8:03, so 
H ook left tow n 6 p. m. on foot.

F. K. M ooney did it. H e ordered 
chicken for dinner. I t  seems they 
don’t serve chicken in Grand Rapids.

Chas. Lillie couldn’t sleep in the 
hotel, so he w ent to  church, w here he 
slept peacefully for two hours.

F red  R athm an just went over to 
take $2.40 home in a quiet game of 
set back, W alter R yder being the goat.

T here  were m ore there—Everett, 
T rue, Rudolph, and others.

D on’t make any dates for Saturday, 
Aug. 17. You belong to us on th a t 
day. I t ’s going to  be a red le tte r day 
on picnics. No basket, no eat — so 
bring the basket.

A nother b ro th er inform s me lie 
would like a position in the speefarty 
line. In  grocery  specialties he has had

four years, experience and is a good 
all around salesm an and a hustler. 
If  you hear of anything, boys, along 
any line let me know.

The w riter has to  go to  D etro it 
Friday for a week, but will try  and 
have some news for the Tradesm an 
just the same. J. A. Keane.

Status of the Local Stock Market.
T he unlisted securities m arket has 

shown unusual streng th  for the last 
few weeks. T rad ing  is m ore brisk 
and the o rders being placed are for 
larger am ounts than is generally  ex
pected at this tim e of year. A visit 
to  the outside m arkets reveals a very 
optim istic feeling and, while condi
tions m ay be som ewhat unsettled on 
account of the political situation, the 
universal sentim ent is th at we have 
before us a very good business year, 
regardless of the result of the next 
Presidential election.

Pacific Gas & E lectric Co. common 
stock has been particularly  active. 
B arring  unfavorable developm ents 
this issue looks very a ttractive  and 
on its m erits should sell higher. S ta te 
m ents show the com pany to be in very 
good condition w ith a constantly  in
creasing earning capacity. Ow ing to 
the fact that this is a W estern  proposi
tion, it will probably never sell re la
tively as high as some of the local 
issues, but a price of eighty or even 
h igher is not unreasonable to  expect 
from  a stock paying 5% with earnings 
considerably in excess of this figure.

Am erican L ight & T raciton  Co. com
mon stock is holding very firm and 
higher prices are looked for as soon 
as the trad ing  in dividend w arran ts is 
cleaned up. I t  is very noticeable that 
m ore holder? are filling out their com
plete shares at the price of 407@410 
than when the stock was quoted 
around 300. T he net re turn  on the in
vestm ent at present prices is approxi
m ately 12.44% and a peculiar feature 
of this issue is th at no m atte r how 
high the stock m ight sell, the net re
turn  would never be less than a frac
tion over 10 per cent., so long as the 
presen t dividend is m aintained, be
cause the value of the w arran ts paid 
in dividends increase w ith the price 
of the stock. I t has been repeatedly 
stated  th at it is the intention  of the 
company to  increase the capital and 
continue the p resent dividend indefi
nitely.

Cities Service Co. comm on m ade a 
new high record, w ith sales up to  118 
and then re-acted to to-day’s price of 
111@114. T he preferred  has shown 
very little  change.

Enquiries are again being m ade for 
some of the issues of bank stocks, but 
little or none is being offered. A bid 
of 200 and b e tte r is to  be had for 
Grand Rapids Savings and there  were 
buyers for G rand Rapids National 
City, which has been quiet for some 
time.

U nited L igh t & Railways Co. first 
preferred was a litle easier, but the 
tw o issues of second preferred  were in 
good dem and an d  the  new issue has 
shown an advance of three points in 
the bid price. T he common continues 
to  climb and a few lots have been sold 
as high as 75, while the quotation 
now stands a t 72@75 with the m arket

practically  bare of stock. Statem ents 
for two m onths of operations w ith the 
addition of the new properties shows 
a very large increase in net earnings 
even over the estim ates m ade and fu
ture sta tem ents will, undoubtedly, 
continue to  show this condition. Very 
large profits have accrued to  local 
investors who have purchased the 
various securities of this company.

T he preferred stock of the A m eri
can Public U tilities Co. showed a 
fractional decline, but the common is 
m ore than caring for itself and, with 
the quotations at 56@58, the under
w riting already shows purchasers a 
very nice profit.

Quite a little  in terest was shown 
in the list of local industrials, but 
trading was m ostly at curren t quota
tions. Sugar stocks showed a little 
m ore life aud Michigan Sugar Co. 
comm on sold up to 91 y2 dividend on. 
Holland-St. Louis Sugar Co. common 
was unchanged.

Com m onwealth Pow er Railway & 
L ight Co. comm on is being sold ra th 
er than  purchased ju st at p resent by 
local investors. W ith  unfavorable 
operating  conditions the earnings are 
not showing up so well as anticipated 
and dividend paym ents are liable to 
be fu rther delayed and it is felt that 
the stock may be purchased la te r as 
low if not lower than at present. T he 
preferred  as a conservative invest
m ent is being picked up a t around 
91@91J4.

The new H enry  L. D oherty  & Co. 
syndicate underw riting  caused quite 
a stir and the local allotm ent was 
subscribed for alm ost immediately. 
T he regular offering to investors will 
be made about O ctober first. T his will 
be a preferred stock w ith a bonus of 
comm on and it is planned to  pay a 
dividend on the comm on as soon as 
issued. C. H. Corrigan.

A D etro it correspondent w rites: 
H eber L. B assett, widely known in 
the cigar trade th roughout the  State 
and veteran of the civil war, died re 
cently at the Clio apartm ent house, 
on Jefferson avenue, which he owned. 
He was 66 years old. Mr. B assett 
for m any years conducted, in D etroit, 
a selling agency for cigars. H e used 
to  spend a good deal of his time 
traveling  on the road for his agency 
and in th at way form ed a large State 
acquaintance. H is civil w ar service 
was w ith the E igh th  Connecticut in
fantry, and he was a charter m em ber 
of D etro it post and always active in 
its affairs. Besides a widow he 
leaves tw o sons, H arold, of D etroit, 
and another living in New York.

A Kalam azoo correspondent w rites 
as follow s: W. T. Curry, a wholesale 
grocery  salesman who entered court 
a few days ago and pleaded not guilty 
to  a charge of forgery, to-day told the 
officers th at his conscience hurt him 
and he w anted to  go in court and 
change his plea. W ith in  an hour 
Curry had appeared before Judge 
Knappen, pleaded guilty  to forgery 
and was rem anded for sentence. 
Curry is a resident of Ohio.

Some m en are too lazy even to  in
dulge in guesswork.
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P$M ^druggist$ srarojâ
this will help to sell cards that would 
otherw ise be quite uninteresting.

7* K -

Michigan Board of Pharmacy. 
P resid en t—Ed. J .  R odgers, P o r t H uron. 
S ec re ta ry —John J . Cam pbell, P igeon. 
T rea su re r—W . E . Collins, Owosso.

«  M em bers—E dw in  T . Boden, Bay 
C ity , G. E . F au lkner, Delton.

Michigan State Pharmaceutical Assocla- 
„  tlon.
P resid en t—E. W . A ustin , M idland.
F ir s t  V ice-P residen t—E . P . V am um , Jonesvllle .
Second Y ice-P re s id en t—C. P . B aker, 

B a ttle  Creek.
diP ’IT L  V ice-P res iden t—L. P . Lipp, Blissfield.

S ec re ta ry —M. H . Goodale, B a ttle  Creek. 
T rea su re r—J . J . W ells, A thens. 
E xecu tive  C om m ittee—E. J . Rodgers 

P o r t H uron ; L. A. Seltzer, D e tro it; S. c! 
Bull, H illsdale and  H. G. Spring, U nion- vine.

Michigan Retail Druggists’ Association. 
P resid en t—D. D. A lton, Frem ont.
F ir s t  V ice-P resident'—J .  D. Gilleo Pom peii. *

B a y CCUy VIce*P res id en t— C. L ayerer,
S ecre ta ry—R. w. Cochrane, K alam azoo. 
T rea su re r—W . C. W heelock, K alam azoo. 
E xecu tive  C om m ittee—W . C K irsch - 

gessner, G rand R apids; G ran t Stevens, 
D e tro it; R . A. A bbott, M uskegon; Geo. 
^ v l s ,  H am ilton ; D. G. Look, Lowell; 
C. A. Bugtoee, T rav e rse  City.

N ex t M eeting—M uskegon.

. j Gr?ni , Rapld8 DruB Club. P resid en t—W m , C. K irchgessner. , 
V ice-P res iden t—E. D. De L a  M ater. 

Tibb°re ta ry  and  T rea su re r—W m . H.
E xecu tive  C om m ittee—W m . Quigley, 

C hairm an ; H en ry  Riechel, T heron  Forbes.

Plans Adopted by Druggists To Pro
mote Prosperity.

A ugust is the g reat m onth for va
cations. I f  you have done no vaca
tion advertising this is a good time 
to  do som e; o r if you have, this is 
also a good time to  do more. I sug
gest th at you run a brief advertise
m ent like this in any local medium 
th at is available. If you can do no 
b e tte r you can at least have some 
such notice in the window:

Going On a Vacation?
Call at the Practical D rug Store,

411 Good H ealth  Ave., 
before you go and receive a free gift 

th at you will be glad to take along. 
Now your free gift m ay take the 

form  of paper drinking cups, with 
your advertisem ent thereon, or an 
advertising  fan, a sample of your cold 
cream o r anything useful to the va
cationist th a t you feel you can af
ford. A firm in B oston has brought 
out an inexpensive package contain
ing soap, paper towel, paper drink
ing cup and to ilet paper. T his would 
be an excellent th ing  to  use, especial
ly as it carries your advertisem ent.

T he main th ing  is th at the offer 
brings people to  your store and once 
there you have a chance to  sell them  
som ething else. T here are all sorts 
of things in your store, from  cigars 
to soaps, th at a person m ight like to 
take along on a vacation trip. And 
they have to buy them  som ewhere. 
And don’t forget to tell those people 
who do avail them selves of your of
fer to  come in again when they get 
back and let you see how brown

they got, o r how much they gained, 
or how m any fish they caught.

In teresting  the children is always a 
good idea and it occurs to  me that 
you can utilize the vacation season 
to  make an appeal to the little  folks. 
Offer a prize to the boy under 12 
years of age, who brings you the best 
story of his vacation. H ave another 
prize for the girls. T he story  m ust 
be brought to the store by the w rit
er, of course. Have some small gift 
you can offer for each vacation story 
of m erit. I need not wink the o ther 
eye—like a Campbell K id—when I 
suggest that the stories will p re tty  
much all be m eritorious! You can 
have a second or th ird  prize, of 
course, if you wish. And when the 
contest is over, which would be on 
a date announced w ith the offer, the 
prize w inners’ names should be ’ dis
played in one of your show windows. 
If you can get a photo of each, so 
much the better. And do not forget 
to have a list of the “also fans.” In 
stead of a story of vacation you can 
make the offer for the m ost praise
w orthy  act which any boy or girl per
form ed during the summer, enum er
ating a list of suggestions showing 
w hat you mean.

M ost drug stores sell souvenir post 
cards. T here  is good profit in them  
even at one cent, but it is much bet
te r to carry bette r cards that sell for 
m ore money. M ore profit with less 
time taken in the transaction. In the 
m atter of local view cards one way 
to improve the value, and by the 
same token the salability, of a card 
is to give a bette r description of the 
picture. In  my travels over the coun
try  I have been repeatedly struck by 
this omission. Cards that would o th 
erwise be very in teresting  are passed 
by because they do not contain a few 
brief words of explanation. Here, for 
instance, in my collection is a card 
depicting “Old Chain Bridge, New- 
buryport. M ass.” W ho would not be in
terested  to know and much m ore 
likely to  buy the card if they were 
told this was the first suspension 
bridge in this country, w ith the date 
of its building, and th at the chains 
were hand-forged of N orw ay iron? 
T hen here is “B oatswain Allen’s 
House, Newcastle, N. H .” W ell, who 
was Boatswain Allen, anyway, and 
why should we desire a p icture of his 
house? I give it up and so did the 
salesgirl who took  m y m oney. W e 
can not all be h isto rians; the cards 
should help us. And are  we not told 
of the great^ educational value of the 
post card? Bits of inform ation like

R ight here I am reminded of an 
instance where post cards helped to 
build up a run down drug store. It 
was in the early days of the souvenir 
card, when they were universally sold 
at two for a nickel. I came upon a 
d rug store in a New England city 
where there was a fine display of 
post cards and they were offered at 
one cent each. I mildly rem onstrated 
with the druggist for starting  cut 
prices so early in the game. He ex
plained that the store was an old one 
and badly run down. He had pur
chased it, refitted it handsomely and 
made it an up-to-date store in every 
way. But he said it had been form 
erly a g reat loafing place and ladies 
had gotten out of the habit of coming 
there. ( I t  had been a store where 
the principal and frequent prescrip
tion filled was “Spiritus Frum enti Q. 
S.” This was the cause of the loaf
ing.) He put out this line of cards at 
a penny to a ttrac t the ladies back to 
the store, and it proved a great help.

Follow ing out the idea of local view 
cards, you can perhaps do a good bit 
of advertising if your store is located 
in some large block or in some 
square or o ther location that will per
mit of a good view. Have a card 
made up, giving it the proper title. 
Say nothing in the title about your 
store. But when the view is taken 
see to  it that your store shows up 
well. A good card has “The Acade
my of Music” in a W estern town. 
The drug store has a bright colored 
awning on which is lettered plainly 
the name of the firm, drugs, toilet ar
ticles, soda, ice cream. The name and 
num ber of the street are shown in 
the overhanging border. Now, if you 
can approxim ate som ething like this, 
put it with your o ther cards and let 
it sell as it will. W hen a customer 
has picked out several cards and you 
are placing them  in the envelope, slip 
one of these cards containing a pic
ture of your store into the envelope 
if they have not already selected one. 
Call their attention to the fact that 
you are giving them  an extra card. 
Say nothing about w hat card it is. 
The custom er will be pleased with 
the courtesy and the card will go on 
its way advertising your store. •

W aterproof H at Varnishes.
The best of these depend for their 

effectiveness upon the adm ixture ot 
inflammable solvents, such as ether, 
benzole, toluol, etc., so that care is 
required in their employment.
Sandarac ............................
Mastic ...................................
E th e r .....................................
Benzole .................................

1 oz.
. . .  100 grs. 
■ •. 10 ozs. 
to 8 ozs.

Dissolve the gum s in the ether and 
add the benzole a little  a t a time, 
shaking well on each addition, until 
the desired consistency is obtained.

A nother, that gives a more pliable 
and elastic varnish, is:
Sandarac ...................................  40 gms.
Canada balsam . ....................  10 gms.
E th er ............ 500 gms.
Benzole ................ < , , , , , , „ 2 4 0  gms.

Mentholated Face Lotion.
1.

Menthol ........................... 12 to  30 grs.
Oil bergam ot ...................15 to  30 min.
Glycerin ....................................... 4 drs.
Alcohol ....................................... 1%  ozs.
Ammon, carb..................: .......... 3 grs.
Tinct. cudbear .........................  q. §
W ater, make .............................  1 pt.

Dissolve the m enthol and oil of 
bergam ot in the alcohol, add the gly
cerin, and then the w ater in which the 
ammonium carbonate has been dis
solved. F ilter th rough  m agnesium  
carbonate and add enough tincture 
of cudbear to color.

2.
M enthol ............................ 12 to  3 0  grs.
Oil lavender .............................  g m jn
Po. tragacanth .........................  30 grs.
Glycerin ......................................  y2 oz.
Alcohol ....................................... 1 yA ozs.
Ammonium carbonate ........... 10 grs.
Tinct. cudbear ...........................  q. s
W ater, to make .........................  1 pt.

Dissolve the m enthol and oil of 
lavender in the alcohol, add the trag 
acanth and glycerin, then add the wa
ter in which the am m onium  carbon
ate has been dissolved. Shake vigor
ously until a sm ooth m ixture  is ob
tained, and then color w ith the tinc
ture of cudbear.

A more reddish color, bordering  on 
purple, will be obtained by using car
mine in the place of cudbear.

Rouge For the Face.
Zinc oxide ................... .........2 y2 ozs.
Bismuth subnitrate . . . . .............2yz ozs
Aluminum plum bate . . ........ 2H O ZS.
Eosin ................ ............. 1 dr.
Essence bouquet ........... ......... 2 drs.
Camphor .................
Oil pepperm int ............... ........  20 min.
Almond oil, sufficient.

Dissolve the eosin in the essence
bouquet and mix w ith the  cam phor 
and oil of pepperm int; add the  pow
ders and make into a paste of the 
desired consistency w ith the alm ond 
oil.

For a dry rouge first p repare  a 
base of 4 drachm s of cornstarch  and 
6 drachm s of pow dered w hite tal
cum. T o color dissolve 10 grains of 
carminolin No. 1 in 4 drachm s of wa
ter; mix this quantity  in tim ately  w ith 
6 drachms of the base and dry. T he 
product may be pow dered o r put in
to tablet form  by m ixing w ith a lit
tle syrup and drying.

Testing Paris Green.
Best Paris green is -of a light 

green color and flows sm oothly 
when poured, while a poor grade is 
dark green and clings in m asses like 
flour. Always buy a brand which 
you have form erly sold and know 
that it gave satisfaction. I f  this is 
not possible, then personally  examine 
the goods and decide by the above 
tests.

Birth is an accident 
some men never recover.

from which

DRUG S T O R E  FOR R E N T  
Best location in Middleville, a thrifty  

town supported by an excellent fanning 
community. First time in fifty years 
when there has been only one drug store 
in the town. Enquire of

DR. L. P. PARKHURST.
89 Monroe Ayp„ Grand Rapids.
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Acldu
A ceticum  ............
Benzoicum , Ger.
B oracie ................
C arbolicum  ........
C itricum  .............
H ydroch lo r . . . .  
N ltrocum  . . . . . . .
Oxalicum  ...........
Sallcylicum  ___
P hospnorium , dii, 
Su lphuricum  . . . ,  
T an n icu m  . . . . . .
T a rta r icu m  . . . .

m
6@  8 

45@ 60
10@ 15 
25 @ 35 
45® 50 

1%@ 5
5%@ 10 

14(g) 15 
40@ 42 

, @ 15
. 1%@ 5
1 00® 1 10 

38@ 40

Ammonia
Aqua, 18 deg. . . .  3%@ 6
Aqua, 20 deg. . . .  4%@ 8
C arbonas ............  13 @ 15
C hloridum  ........... 12@ 14

Aniline
B lack  . . . ............. 1 00@2 00
B row n ..
R ed ........ ............  45 @ 50
Yellow . . ............  1 00@1 50

Baccae
C ubebae ................ 70® 75
Ju n ip e rs ............  6@ 8
X anthoxy lum  . .  @ 65

Balsamum
C opaiba . ............. 70@ 7 5
P e ru  . . . . ............  2 00@2 25
T erab in , C añad. 65@ 7 5
T olu tan  . ............  90@1 0 0

C ortex
Abies. C an ad ian .. 25
C assiae  . 25
C inchona F la v a . . 20
B uonym us a t r o . . .  40
H y ric a  C e r ife ra ..  32
P ru n u s  V Irg in i. . .  30
Q uillaia, g r ’d ___ 15
S assa fras , po. 30 26
U lm us ................... 25

Extractum
G lycyrrh iza , Gla. 24 @ 30
G lycyrrh iza , po. 25@ 30
H aem a to x  ..............  11@ 12
H aem ato x , Is  . . . .  13(g) 14
H aem atox , %s . . .  14@ 15
H aem atox , %s . . .  16@ 17

F erru
C arbonate  P recip . 15
C itra te  & Q uina 1 80@2 00 
C itra te  Soluble . .  63 @ 75
F e rrocyan ldum  S 25
Solut. Chloride . .  15
Sulphate , com ’l . .  2
S u lphate , com ’l. by

bbl., p e r cw t. 75
S ulphate , p u re  . .  7

F lora
AIT11CU .................
A nthem is .......... 40(g) 50
M atric a r ia  ........ 30@ 35

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

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

%s ................ 20@ 25
U va u rs i ............ 8@ 10
A cacia, 1st pkd. @ 40

Gumml
A cacia, 1st pkd. @: 40
A cacia, 2nd pkd. @ 35
A cacia, 3rd pkd. @; 30
A cacia, s ifted  sts. ;@ 20
A cacia, po. ........ 35(5) 45
Aloe, B arb  ........ 22@ 25
Aloe, Cape ........ @! 25
Aloe, Socotri . . . . @ 45
A m m oniac ........ 35@ 40
A safoe tida  ........  1 00@1 25
B enzoinum  ___ 50®' 55
C am phorae ___ 55® 60
E uphorb ium  . . . . ® 40
G albanum  ............ @1 00
G am borge po. . .  1 00® 1 25
G auciacum  po. 45 @ 35
K ino . . . .  p . 45c 40
M astic ................... 75
M yrrh  ___po. 50 @ 45
Opium  ............... 7 25@7 50
Opium  pow der 9 25 @9 50
Shellac .............. 30® 40
Shellac, b leached 35® 45
T rag a c a n th  ___ 1 25@1 40

Herba
A bsin th ium  ........ 25® 30
E u p a to riu m  oz pk 30
L obelia oz pk . . . 35
M ajorium  oz p k .. 36
M en tra  P ip. oz " k 35
R ue oz p k  .......... 30
T en ace tu m  . .V . . 30
T hym us V  oz pk 30

Magnesia
Calcined,, P a t .  . . . 55® 65
C arbonate, K-M . 18@i 20
C arbonate  po . . . 10® lb

Oleum
A bsin th ium  ----- 8 00@8 25
A m ygdalae Dulc. 75@i 85
A m ygdalae A m a 8 00 @8 z5
A nlsi ....................  2 15 @2 20
A u ran ti C ortex  3 15@3 25
B ergam il ..........  8 00 @8 50
C ajipu ti .............. 85® 90
Caryophilll . . . .  1 25@1 30
C edar ................ 85 @ 90
Chenopadil ........  6 50®7 00
C innam oni ----- 1 50@1 60
Conium  M ae . . . 80® 90
C itronelia  , 40® 50

C opaiba ............... l  go@l 7 5

C ubebae ............  4 00@4 50
E rigeron  ............  2  35@2 50
E vech th ito s  ___  1  0 0  @ 1  1 0

G au lthe ria  ........  4 8 0 @ 5  0 0

G eranium  . . . .  oz 7 5

Gossippil Sem ga l 60® 75
H edeom a ..........  2  50@2 7 5

J u n ip e ra  ............  40@i 20
L avendula  ........  90@4 0 0

L im ons ..............  a 0 0 @ 2  1 0

M entha  P ip e r . .  3  75@4 0 0  

M entha V erid . . .  5  00@5 25 
M orrhuae, gal. 1  1 0 ® 1  25
M yricia ..............  3 75 @ 4  3 5
gHye ..................... 2 50@3 25
Picis L iquida . 10® 12
P icis L iquida gal. @ 40
R icina -----   98®1 25
g osae oz.............u  50@12 00
K osm arini ........  (0 ) 1  0 0
Sab ina  ................  i  7 5@2 00
S an ta l ................. 4  go@ 5  0 0
S assa fras  ........... 9 0 @ l 0 0
Sinapis, ess. oz. @ 5 0
Succini ..................  40® 4 5
T hym e ................  5 9 ®, 60
Thym e, o p t..............  @ 1  60
T heobrom as ----- I 7 @i 25
T ielil ....................  1 0@1 70

„  P o tassium
B i-C arb  ............
B ichrom ate  . . . .
B rom ide ............
Carb ..................
C h lorate  . . .  po.
Cyanide ..............
Iodide ................... 2
P o ta ssa  B ita r t  p r  
P o tass  N itra s  opt 
P o ta ss  N itra s  . . .
P ru ss ia te  ...........
S 'ulphate po. . . .

15® 18 
13@i 15 
40® 50 
12®: 15 
12® 16 
30® 40 
65@2 75 
30® 35 
7®  12 
7® 12

23® 26 
15®/ 18

Radix
A conitum  ..........  @ 3 7
A lthae ................  5 0 © 60
A nchusa ............  io@ 1 2
A rum  po................  @ 25
C alam us ............  20@: 40
G en tiana  po 15 .. 1 2 ® 1 5  
G lychrrh iza  pv  15 1 2 ® 1 5  
H ellebore, A lba 15® 2 0  
H y d rastis , C anada  @ 7  0 0  
H y d rastis , Can, po @ 6  50
Inu la , po ............  25® 30
Ipecac, po ............ 2  25@3 0 0
Ir is  F lo ra  ............... 20® 30
Ja lap a , p r ...........  4 0 ® 5 0
M aran ta , % s ----- 30® 35
Podophyllum  po 15® 25
Rhei ....................... 75@1 00
Rhei, cu t ............ 1  0 0 @ 1  25
Rhei, pv  ..............  75@1 00
S anguinari, po 18 @ 28
Scillae, po 45-60 20® 25
Senega ................  @ 90
S erp en ta ria  ........  @i 9 0
Sm ilax, M. grd . . .  @ 2 5
Sm ilax, offl's H  grd . @ 45
Spigella ..............  @ 9 0
Sym plocarpus . .  @ 3 0
V aleriana  ............. @ 25
Z ing iber a  . . . .  16® 20
Z ing iber J  ............. 25® 28

Semen 
A nisum  po 22 . .  
A pium  (g rave l’s)
B ird, Is  ............
C annabis S a tiva
C ardam on ........  1
C arui po 20 . . . .  
Chenonpodium  ..
C oriandrum  ........
Cydonium  ............
D ip terix  O dorate
Foeniculum  ........
Foenugreek , p o . .
L ini ......................
Lini, grd. bbl. 5
L obelia ................
P h a rla r is  C ana’n
R ap a  ....................
S inapis A l b a ........
S inapis N ig ra  . . .

@ 18 
@ 30 

7® 8
7®  8

40@1 50 
12® 15
20® 30
10® 14 

@1 00 
@ 6  75 
@ 30 

6 ® 9
5® 8
@ 8 

45® 50 
9® 106® 8 
8®  10 
9® 10

00@2 50 
25@1 50 
75@3 50 
65@2 00 
90® 2 10 
75@6 50 
25@2 00 
25@2 00

Splritue
F ru m en ti W . D. 2
F ru m en ti ............... 1
Ju n lp e rs  Co...........1
Ju n ip e rs  Co O T  1 
S accharum  N E I  
Spt. Vini Galli . .1
Vini A lba ............. 1
Vini O porto ......... 1

Sponges
E x tra  yellow  sheeps’ 

wool c arriag e  . .  @4 00
F lorida  sheeps’ wool

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

c a rriag 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’g . . .  50® 60

Seillae ..................  @ 5 0

Scillae Co............... @ 50
T o lu tan  ................  @ 5 0

P ru n u s  v irg ........... ®  5 0

Z ing iber ............... ®  5 0

T in ctu res
Aloes ..................... 60
Aloes & M y rrh .. 60
A nconitum  N ap ’s F  5 0

A nconitum  N ap ’sR  60
A rn ica  ................... 5 0

A s a f o e t id a ............... 7 5

A trope B elladonna 60
A u ran ti C ortex  . .  5 0

B arosm a ............. 90

B enzoin ................. 3 0

B enzoin C6 ...........  60
C an th arid es  ......... 7 5

C apsicum  ............. 5 0

C ardam on ............. 7 5

C ardam on Co. . .  7 5

C assia  A cutifol . .  60
C assia  A cutifol Co 5 0

C asto r ..................... 2  7 5

C atechu  ................. 5 0

C inchona Co..........  go
Colum bia ............... go
Cubebae .................  5 0

D igita lis  ................. so
E rg o t ..................... 5 i
F e rr i C hloridum  5 0
G entian  ................. go
G entian  Co............. 60
G u ia c a ..................... 5 9
G ulaca am m on . . .  60
H yoscyam us ........... 5 0
Iodine ................... j  oo
Iodine, colorless 1 00
K ino ....................... 60
L obelia ................. 5 0
M yrrh  ...................  5 0
N ux V o m ic a ......... 60
Opil ................... 2  0 0
O pil,cam phorated  7 5
Opil, deodorized 2 25
Q uassia  ................. go
R h a tan y  ................. 5 0
R hei ....................... go
S an g u in a ria  ......... 60
S e rp en ta ria  ......... 5 0
Strom onium  ............. 60
T olu tan  ................. 60
V alerian  ............... go
V era tru m  V eride 50
Z ing iber ................. 60

M iscellaneous 
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 p o t 40® 60
A ntifeb rln  ........... @ 20
A ntipy rin  ............. ® 25
A rgen t!’ N itra s  oz @ 5 5
A rsenicum  ........... 10® 12
B alm  G ilead buds 40® 50 
B ism uth , S N  . .2  10@2 20
C alcium  Chlor, Is  ®  8
Calcium  Chlor, %s @ 9
Calcium  Chlor, %s @ 1 1
C an tharides, Rus. Po  @1 25 
Capsici F ru c ’ 8  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  . .  @ 3 5
C ataceum  ............. @ 3 5
C en tra rla  ............. @ 1 0
C era A lba ..........  50® 55
C era F la v a  . . . .  3&@ 42
Crocus ............... 10® 15
C hloroform  ........  34® 44
C hloral H yd  C rss 1 25@1 45 
C hloro’m  Squibbs @ 90
C hondrus ............. 20® 25
Cocaine ............. 3 75 @4 00
C orks list, lpss 70%
C reosotum  ..........  @ 45
C re ta  . . . .  bbl. 75 @ 2
C reta , p rep ...........  6 ® 8
C reta , precip. . .  7® 10
C re ta , R u b ra  . . .  @ 10
C udbear ..............  ® 20
C upri Sulph. . . .
D ex trin e  .............
E m ery , a ll Nos. .
E m ery , po. . . .
E rg o ta , po 1 80 
E th e r  Sulph. . . .
F lake  W h ite  . . .
G alla ..................
G am bler ..............
G elatin , F ren ch  
G lassw are, fu ll 1 
L ess th a n  box 70%-10%
Glue, b r o w n ......... 11®
Glue, w h ite  ......... 15®
G lycerina ............... 22®
G rana  P a rad ls i . .
H um ulus  ............
H y d ra rg  A ram o'l 
H y d ra rg  C h ..M ts  
H y d ra rg  Ch Cor 
H y d ra rg  Ox R u ’m 
H y d ra rg  U ngue’m 
H y d ra rg y ru m  . . .  
Ich thyobolla , Am.
Indigo ...................
Iodine. R esubi . .3
Iodoform  ...............4
L iquor A rsen  e t  

H y d ra rg  lod. . .
L iq  P o ta s s  A rs ln lt 10®

. 6%@ 10 

. 7® 10
6® 8 
5® 6

1 40@1 50 
. 27® 40
. 12® 15

35®

11® 13
15® 25
22® 30

@ 25
50® 80

@1 50
@1 30
@1 25
@1 40

60® 75
® 88

90@1 00
85@1 00
75@4 00
50@5 00

@ 25
10® 15

L upulin  ................. @ 2  7 5

Lycopodium  . . . .  60® 70
M acis ..................... 80® 90
M agnesia, Sulph. bbl. @ 1 % 
M agnesia, Sulph. 3® 5
M annia  s. F. ___  @ 8 5
M enthol ..............  8  0 0 ® 8  50
M orphia, SP& W  4 80@5 05 
M orphia, SNYQ 4 80@5 05
M orphia, M a i -----4 80@5 05
M oschus C anton @ 4 0  
M yristica  No. 1  25® 40
N ux V om ica po 15 @ 1 0
g s Sepia ............... 25® 30
P epsin  Saac, H  &

P  D Co ............  @1 00
P ic is  L iq N  N  %

gal. doz................. @ 2  0 0
Pic is  L iq q t s ----- @1 20

Llq P in ts . .  @ 65
P il H y d ra rg  po 80 @
P ip e r A lba po 35 @ 30
P ip e r N ig ra  po 22 @ 18
P ix  B urgum  ----- 1 0 ® 12
P lum bi A cet . . . .  15® 18
P u lv is  Ip ’cu t Opil 2 25 @2 50 
P y ren th ru m , bxs. H  

& P. D. Co. doz. @ 76 
P y ren th ru m , p v . .  2 0 ® 30
Q uasslae  ............. io@ 1 5
Q uina, N. Y.......... 21%@31%
Q uina, S. Ger. . ,21%@31% 
Q uina, S P & W  21%@31% 
R ubia  T incto rum  12® 14

S acch aru m  L a ’s  20® 30
S&lacin ................... 4 50® 4  75
Sanguis D rac ’s  . .  40® 61
Sapo. G ...............  @ 15
Sapo, M .............. 10® 12
Sapo, W  .............  15® 18
Seid litz  M ix tu re  20® 25
S inap is  ................. 20® 25
Sinapis, o p t...........  @ 3 0
Snuff, M accaboy,

De V o e s ............  @ 5 4
Snuff, S’h  DeVo’s @ 54
Soda, B oras ........... 5%@ 10
Soda, B oras, po ..5 % ®  1 0  
Soda e t P o t’s  T a r t  25@ 36
Soda, C arb  ..........1%@> 3
Soda, B i-C arb  . .  1 %@ 5
Soda, A sh ......... 1%@ 4
Soda, Su lphas . . . .  1 4̂ ® 4
Spts. Cologne . . .  @ 3  0 0
Spts. E th e r  C o ... 50® 55
Spts. M yrcia ___ 2 00@2 25
Spts. V ini R ec t bl @ 22
Spts. V i’i R ec t %bbl @ 
Spts. V i’i R ’t  10 gl ® 
Spts. V i’i R ect 5 gl @ 
S try ch n ia  C rys’l 1  00 @ 1  30
Sulphur, Roll ___ 2%@ 5
Sulphur, Sub!. . .  2%@ 6
T am arin d s  ........... 8 ® 1 0
T ereb en th  V enice 40® 50 
T hebrrom iae  . . . .  55® 60
V anilla  E x t ............1 00@1 50
Zinci Sulph . . . .  7® 10

Oils

L ard , e x tra  . . . .
L ard , No. 1 ..........
L inseed  pu re  raw

67 ..................
L inseed, boiled 68 
N eat’s-fo o t w s t r  
T u rp en tine , bbls. 
T u rp en tine , less . 
W hale, w in te r  . .

48

bbl. gal. 
85@1 00 
75® 90

70® 71 
71® 76 
80® 85 

@50% 
.55® 60 
70® 76

P a in ts
bbl. L..

G reen, P a r is  ,...1 4 % @  21 
G reen. P en in su la r 13® 16
Lead, red  ............... 7%@ 10
Lead, w h ite  . . . .  7%@t 10 
Ochre, yel B er 1 2® 5
P u tty , com m ’l 2% 2%@ 5
Red V enetian , bbl 1

& 1% ........... 2® I
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® 6
W h it’g  P a r is  A m ’r  @ 1 %  
W h it’g  P a r is  E ng.

c l i f f ................. @ 1%
W hiting , w h ite  S’n ®

m 1 w i

p h p y J P i l

H I
m

i m
moranr i ri  'TTSJ.

TÈI ’*,>
B l l

a tt i  TO «ff?

ppgg?: T

Our Home—Corner Oakes and Commerce

We solicit your orders for
Soda Fountain Supplies Crushed Fruits, Syrups, Etc.

Also Tables, Chairs, Stools, Holders, Spoons, Glasses 
and Utensils. Our stock is complete.

Respectfully,
Grand Rapids. HAZELTINE & PERKINS DRUG CO.

Pour Kinds of 
Coupon Books

Are manufactured by us and all sold on the 

sam e basis, irrespective of size, shape or 

denom ination. Free sam ples on applica

tion.

TRADESMAN COMPANY, Qrand Rapids, Mich.
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GROCERY PRICE CURRENT
These Quotations are carefully corrected weekly, within six hours of mailing 

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

ADVANCED 
California Hams 
Flour 
Cheese 
Carbon Oils

DECLINED
Raisins 
Rolled Oats

Index to Markets
By Columns

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

B aked B eans ................... 1
B ath  B rick  ......................  1
B luing ............................... 1
B reak fas t Food ............... 1
Brooms ......................... 1
Brushes ............  1
Butter Color ................. 1

C andles ............................... 1
C anned Goods ..............1-2
Carbon Oils ...................  2
C atsup  ................................. 2
Cheese ................................. 2
C hew ing Gum ................. 3
Chicory ............................... 3
Chocolate ........................... 3
Cider, Sw eet ..................... 3
C lothes L ines ...............  3
Cocoa ..........   3
Cocoanut ........................... 3
Coffee ................................... 3
C onfections ....................... 4
C racked W h ea t . . . . . . . .  4
C rackers ................... 4, 5, 6
C ream  T a r ta r  ................. 6

Oried F ru its  ................... 6

F arinaceous Goods . . . .  6
F ish ing  T ackle  ............... 6
F lavo ring  E x tra c ts  . . . .  7
F lou r an d  Feed ............. 7
F ru it J a r s  ......................... 7

G elatine ............................... 7
G rain  B ags ....................... 7

H erbs .................................  7
Hides and  P e l t s ............... 8
H orse R ad ish  ................... S

Jelly .............
J oily Glasses

M apleine .......... ................. 8
M ince M eats . . ................  8
M olasses .......... ................  8
.dustard  .......... ................  8

N
N u ts  ................. ................. 4

O
Ulives ............... . . . .  .1___ 8

P
Pickles .............. ................. s
Pipes ................ ............... t
Play ing  C ards 
Potuh .............

............... t

............... 8
P rovisions . . . . ............... 9

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

S
Salad D ressing  .................  9
S a le ra tu s  .......... ................  9
Sal Soda ............ ..............  9
S alt ...................... ................. 9
S alt F ish  ............ ..............  9
Seeds .................. ............  1 0
Shoe B lacking ..............  9
Snuff .................. ............  9
iSoap ..................... ..............  14
Soda .................... .............. 1 0
Spices ................ ............... 1 0
S ta rch  ................ ..............  1 0
S yrups ................ ..............  19

T
Table  Snuees . ..............  1 0
T ea  ....................... ..............  1 0
Tobasco .............. 11. 12, 13
T w ine  ................. ..............  13

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

W
W icking  ............ ..............  13

AMMONIA
in Do»
1 2  oz. ovals 2  doz. box 7 5  

AXLE GREASE 
F ra z e r’s

lib . wood boxes, 4 doz. 3  0« 
iw tv .11?. bo*«*». 3 doz. 2 35 
“J*™- tin  boxes. 2  doz. 4  25 
J ”*o. pails, p e r doz . . . 6  0 0  
¡ “ «p. pails, p e r  doz. . . 7  2 0  
Z5lb. pails, p e r  doz. ..12  00
__ b a k e d  b e a n s
No. 1. p e r doz. . ..4 5 ©  90
No. 2, p e r  doz.......... 75@l 40
No. 8 . p e r  doz. . .  .8 5 0 1  76 

BATH BRICK  
E ng lish  ............................. 9 5

\ BLUING  
Jen n in g s’.

C ondensed P ea rl B luing 
Sm all C P  Bluing, doz. 45 
L arge, C P  Bluing, doz. 75 

BREAKFAST FOODS
Apetlzo, B iscu its  ......... 3  0 0
B ear Food, P e ttijo h n s  1  9 5  
C racked W h ea t, 24-2 2  50 
C ream  of W hea t, 36-2 4  50 
E gg-O -S ee  W h ea t . . . . 2  76 
E gg-O -S ee  Corn

F lak es  ....................... 2  76
P o s ts  T oasties, T

2  .......... 2  8 0
P o s ts  T eastles , T.

No. 8  ........................... 2  80
F arinose , 24-2 ............. 2  70
G rape N u ts  ................... 2  70
G rape S u g a r F lakes  . .2  60 
S u g ar Corn F lak es  . .  2 60 
H a rd y  W h ea t Food . .  2 26 
P o s tm a 's  D u tch  Cook. 2 76
H olland R u s k ............... 3  20
Saxon W h ea t Food . .  3 00 
K rlnk le  C om  F lak e  . .2  00 
M alt B re ak ra s t Food 4 50
M aple F lak es  ...............2 70
M aple Corn F lak es  . .2  80 
M inn. W h ea t C ereal 3 75
A lgrain  Food ................. 4  25
R alston  W h ea t Food 4 50 
Saxon W h ea t Food . .3  00 
Shred  W h ea t B iscu it 3 60
T riscu it, 18 ................... 1 80
P illsb u ry 's  B est C er’l 4 25 
1 o s t T av ern  Special . .  2 80 
V oigt’s C ream  F lak es  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 lak es  . .  1  90 
V ic to r C om  F lakes  ..2  20 
W ash ing ton  C risps . . . 2  80
W h ea t H e a r ts  ............... 1  90
W h ea ten a  ..................... 4 50
Z est ................................. 4  00
E v ap o r’d S u g a r Corn 90

@1 00 
@1 50

_ .. Clams
L ittle  N eck, lib .
L ittle  N eck, 21b.

Clam Bouillon 
B u rn h am ’s, % p t. . . . . 2  25
B u rn h am ’s, p ts ................3  7 5
B u rn h am ’s  q ts ................7  ¿ 0

_  , Corn
E a ir .  ....................... 76© 90
g?00 ..................  1 00@1 10

................... @1 30
French Peas

„ CHEW ING GUM
A dam s P epsin  ............... 5 5
A m erican  F lag  Spruce 55
B eam an’s  Pepsin  ...  55
B e s t  P epsin  .......... .. .  5 5
B lack Ja c k  ....................  55
L a rg e s t Gum (w hite) 5 5
O. K . P epsin  ................  65
R ed Robin ....................... 65
Sen Sen ..........................  5 5
Sen Sen B rea th  P erf. 1 00
S p earm in t ....................... 5 5
Spearm in t, ja r s  5  bxs 2  7 5
Y ucatan  ........................... 5 5
Zeno ................................... 5 5
_  CHICORY
B ulk  ................................... 5
Red ..................................... 7
E ag le  ...............................   5
F ran c k ’s  ........................... 7
S chener’s  ......................... c
R ed S tan d a rd s  ............. l  60
W h ite  ..............................1  60

CHOCOLATE 
W a lte r  B ak e r f t  Co.

G erm an’s  Sw eet ........... 22
P rem ium  ........................  39
C aracas

CONFECTIONS
S ta n d a rd  ? ? * ?  ^
S tandard  H  i f  * 2
S tandard  T w ist ........ * o’*
Jumbo, 32 lb Cases
E x tra  H  H  .* . . . . .V.V/ 1 1
Boston Cream  ........... " * 1 4
Big stick , 30 lb. case  9

GrocersMiXed Cant*  „ x  l  o  L ,
Special ..........  ............
Conserve ....................
Royal ..........    S’*
Ribbon ........ ...................

g u t L o a f .......... ; ; ; • • • •  5 $
L eader ..............   I g
Kindergarten .........11
French  c re am  1 « 
H and  M ade Cream b 1 7  

Paw” 1?* Cnearn m ixed 1 4  
P a n s  Cream  Bon Bons 1 1

1S
Coco Bon Bons

„  „  ...................  28
p Ä ’y r f . . 0 1 »  Ï i ï . “ " .........»
P r ' lMCIO ER  S S W E P T  ■ 2 9  .......... JÍCIDER» S W E E T  su g ared  " ‘ " " i l

Sa lted  P e a n u t s .......... ! ! 1 2
“M organ’s ’

R eg u lar b a rre l 50 ga l 10 0 0

g S f l
Starlight K i s s e s "  \Ì Lozenges. niai„ ”  .7

No.
No.

2 45
Gooseberries
* W r ................  l  50

2, F an cy  . . . . . .  2 35
„ Hominy
S ta n d a rd  ........................... 5 5

Lobster
£  J 6..........................   50ro. ........................... 4 oc
P icn ic  T ails  ..........................7 5

„  . _ Mackerel
M ustard , lib . . . .  1  on
M ustard , 21b. . .  ........ 2  8 0
Soused, 1)5lb. , . . . ” ‘ 1*1 go
SOusea, Ziu. . 2  75
Tom at •. lib , 1 5 0
Tom ato. 21b....................., j  Sfl
TT MushroomsH otels ................. <0 , ik
B uttons, %s . . . "  @ , 1 4
B uttons, Is  ......... ® ok
_ OystersCove, l i b ................ 90@
Cove, 21b.................1  60@

Plums
plun« ...............  9001 35

Pears In Syrup 
No. 3  cans, p e r  doz. . .  1  5 0

Marrowfat .........  @1 25Early June ....... @1 25
Early June sifted l  45 @1 55 

Peaches
No. 10 size can pie @3 25

Pineapple
...............1 7502 10

s u °ed  .....................  9002  6 0

PumpkinF a ir  
Good 
Flancy 
Gallon
_. . Raspberries
S tan d a rd  ............

8» 
90 1 00 

2 16

C LO TH E S L IN E ' 6  
„  _  p e r doz.
No. 40 T w isted  C otton  95 
No. 60 T w isted  C otton  1  80 
No. 60 T w isted  C otton  1  70 
No. 80 T w isted  C otton  2  09 
No. 60 B raided  C otton  1  0 0  
No. 60 B ra ided  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  7 5
No. 60 Sash  C o r d .......... 2 00
No. 60 J u te  ....................  3 9
No. 72 J u te  .................... 1  00
No. 60 Sisal ..................... 1 5

G alvanized W ire 
No. 20, each  100ft. long l  90 
No. 19, each  100ft. long 2 10
„  COCOA
B ak e r’s  ............................. 3 9
C leveland ................... 4 1
Colonial, % s ...............   36
Colonial, % s ................... 3 3
B pps ...................................  4 2
H uyler ...............................  3 5
Low ney, % s ................... 32
Low ney, % s ................... 3 2
Low ney, %■ ................... so
Low ney, 5  lb. c an s  . .  30
Van H outen , %s ...........  1 2
V an H outen , %s ............ 29
V an H outen , %» ...........  4 9
V an H outen , i s  .............  72
W ebb .................................  3 3
W ilber, % s ....................... 83
W ilber, % s ....................... 3 2

COCOANUT 
D unham ’s p e r  lb.

%s, 51b. c a s e ............... 30
%s, 51b. case  ............. 29
%s, 151b. case  ........... 29
%s, 151b. case  ........... 28
Is, 151b. case  ............. 27
%s & %s, 151b. case  28

0

BROOMS
P a rlo r  ............................. 3  00
Jew el ............................... 3  70
W inner ........................... 4 25
W h ittie r Special ........  4 65
P a rlo r Gem ................. 3 75
Common W hisk  ..........  1 10
F ancy  W hisk  ............... 1 50
W arehouse ..................... 4 50

BRUSHES
Scrub

Solid B ack, 8 in ............ 76
Solid Back, 11 in ............  95
P oin ted  E nds ................. 85

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

Shoe
.1  00 
.1 30 
.1 70 
.1 90

W oodenw are ..................... 1 3
W rapp ing  P a p e r  ...........14

Yeast Cake .................. 14

No. 8 
No. 7 
No. 4 
No. 3

BUTTER COLOR 
Dandelion, 25c size . .  2 00 

CANDLES
Phraffifie, 6 s ..............  1 0
Paraffine, 12s ..............  10
W icking ........................  20

CANNEE GOODS 
Apples

3lb. S tan d a rd s  . . .  0  90
Gallon ................... 2 6 0 0  2 85

Blackberries
3 lb .......................... 1 6001 90
S tan d a rd s  gallons © 6  0 0  

Beans
Baked ................... 8501 30
Red K idney ..........  85095
S tr in g  ................... 7001 15
Wax ....................... 7601 25

BlueberriesStandard ................. 1 30
Gallon .......................  6 75

Salm on
W arren s, 1  lb. T a l l ___2 30
W arren s, 1  lb . F l a t ___ 2 40
R ed A lask a  .........l  8501  95
P in k  A lask a  . . . . 1  4001  5 9  

S ard ines
D om estic, %■ ...............s  0 0
D om estic, % M us......... 3  9 9
d om estic , *  M us. 0  7
F rench , %s .................7014
F rench , % s ...............18023

Shrim ps
D unbar, 1st, doz............l  20
D unbar, 1%8, doz......... 2 25

Succotash
F a i r  ...........................  9 0
Good ........................... 1  2 9
F ancy  ...................1  2601  4 9

S traw b erries
S ta n d a rd  ................. 9 5
Ffency 1.......................  2  25

T om atoes
Good ........................... 1  3 0
F an cy  . . . ................... 1 50
No. 10 ....................... 4 5 0

CARBON OILS 
B arrels

Perfec tion  ..........  © ir%
D. S. G asoline  . .  ©17%
Gas M achine . . .  025%
D eodor’d N ap ’a  ©16%
C ylinder ............. 29 ©34%
E ng ine  ..............  16 0 2 2
B lack, w in te r  . .  8  ©10

C A TSU P
S n ider’s  p in ts  ...............2 35
S inder’s  % p in ts  .........1  35

C H E E S E
A cm e ................... ©16%
B loom lngdale . . .  015%
C arson C ity  . . . .  ©16
H opk ins ............... 0 /5 %
R iverside ............. ©16%
W arn er ............... ©17%
B rick  ................... ©16%
Leiden ................... © 1 5
L lm b u rg er ........... 0 1 8
Pineapp le  ........  40 ©60
Sap Sago ............. ©22
Sw iss, dom estic  0 13

Scalloped G em s ......... 10
%s f t  % s p a i l s .........  15
Bulk, pa ils  ...............  14
B ulk, b a rre ls  .............12

C O FFE E S, ROASTED 
Rio

Com m on ....................... 19
F a ir  ...............................  19%
Choice ........................... 20
B’ancy  ...........................  21
P eab erry  ....................... 23

S an tos
Common ....................... 20
F a ir  .................................  20%
Choice ........................... 21
F an cy  ...........................  23
P eab erry  ........ .............. 23

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

M exican
Choice ...........................  25
FUncy ...........................  26

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

Jav a
P r iv a te  G row th  ..2 6 0 3 0
M andling .....................31035
Aukola ......................... 30032

M ocha
S hort B ean ................ 25027
Long B ean .................. 24025
H . L. O. G...................26028

Bogota
F a i r  ............................... 24
F an cy  ..........................  26
.exchange M arket, S teady  
Spot M arket, S trong  

Package
N ew  Y ork B asis

Arbuckle ....................... 23 25
Lion ............................... 23 00

M cL aughlin’s XXXX 
M cL aughlin’s X X X X  sold 

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

E x tra c t
H olland, % gro  boxes 95
Felix , %  gross .............1 15
H um m el's  foil, % gro. 85 
H um m el’s  tin , % gro. 1 43

E u rek a  Chocolates ig 
Cham pion Gum D rops 1 9  
A nise Squares . . .  P 1 1
Lem on S o u r s ___  *' 1 1
Im perials ........  ........ i i

A m o K S , ? “ “  Dr0M  »
Coffy Toffy . . . ” .......... t i
M olasses M int K isses"  1 2

nM^i>nC?T"*n 5tb. Boxes Old Fash ioned  M olas- 
ses  K isses 101b. bx. 1  30

O range Jellies  ..........  69
Lem on Sours . . . . .  en 
Old F ash ioned  H ore- 

hound drops . . . .  9 5
P ep p erm in t D rops ..’ 7 9  
Cham pion Choc D rops 65
w £ 5 0c* D r°P* --1 19 h . m . Choc. L t. an d

D ark , No. 12 ...........1  1 0
B itte r  Sw eets, a s ’td  1  2 5  
B rillian t Gums, Crys. 60 
A. A. L icorice D rops 1  09 
Lozenges, p rin ted  . . .  65
Lozenges, p la in  ___  60
Im peria ls  ..................... 6 5
M o tto e s ......................... 65
C ream  B a r ..................  69
G. M. P e a n u t B a r  . .  60 
H an d  M ade C rm s 80090
C ream  W afers  ........... 65
S tr in g  R ock ................  7 9
W Interg reen  B erries  60 

Pop Corn
C racker J a c k  ............ 3  2 5
Giggles, 5c pkg. cs. 3  50
F an  Corn, 60’s  .......... 1  65
A zulik lt 100s .............. 3  25
Oh M y 100s ................ 3  60

Cough Drops
P u tn am  M enthal . . . .  l  00 
S m ith  B ros.................... 1  25

NUTS—-W hole 
Alm onds, T a rrag o n a  18 
Alm onds, D rake . . . .  1 5  
A lm onds, C alifornia

so ft s h e l l ..................
B razils  ....................  * @ 1 3
F ilb e r ts  .................... 12013
Cal. No. 1 .................
W alnu ts, s f t  shell ©17 
W alnu ts, M arbot . .  © 1 5  
T able  n u ts , fancy  © 1 3  
P ecans, m edium  . . . .  1 3  
P ecans, ex. la rg e  . . .  14
Pecans, jum bos . . . .  16 
H icko ry  N u ts , p e r bu.

Ohio, new  ......... . . . . 2  00
C ocoanuts .....................
C hestnu ts , N ew  Y ork

S ta te , p e r  b u ............
Shelled

Span ish  P e a n u ts  6 % ©  7 
P ecan  H alves  . . .  © 6 8
W aln u t H alves . .  © 3 3
F ilb e r t M eats  ......... ©30
A lican te  A lm onds ©40 
Jo rd an  A lm onds . .  0 4 7  

P e a n u ts
F an cy  H  P  Suns 6 © 6 %

R oasted  ................. 7 © 7%
Choice, raw , H . P . J u m 

bo...............................  @ 7

CRACKED W H E A T
Bulk ............................... 3 1 4
24 2lb. pkgs. ................. 2 50

CRACKERS
N ationa l B iscu it Com pany 

B rands 
B u tte r

N . B. C. Sq.- bbl. 7 bx. 6 % 
Seym our, Rd. bbl. 7 bx. 6 % 

Soda
N. B. C. b o x e s ................. 6 %
P rem ium  ........................... 7 x4
Select ................  8 %
S ara to g a  F lak es  ........... 1 3
Z ephyre tte  ....................... 1 3

O yster
N. B. C. P icn ic  boxes 6 %
Gem, boxes ..................... 6 %
Shell ............................ . .  s ’*

Sweet Goods
Animals .........................
Atlantics .......................  jj
Atlantic, Assorted . . . .  12 
Avena Fruit Cakes . . .12 
Bonnie Doon Cookies "10
Bonnie L a s s ie s ........ n
Bonnie Shortbread . ” 29DrittlQ 44
Brittle Fingers’ ” ”  iJ
Bumble Bee .......... ” ” ie
Cartwheels A ssorted") 8% 
Chocolate Drops . . V . . 1 7 *  
r w 0l? ie Hfp Centers’16 Si1®?- Honey Fingers 16 
Circle Honey Cookies 12 
Cracknels . . . .  ii
Cocoanut Taffy B a r ”  12 
Cocoanut Drops . . .  'ig 
Cocoanut Macaroons ” 18 
Cocoanut Hon. Fingers 12

Diana Marshmailow Calces ........
Dinner Biscuit .* ’ **.” * 3  
Dixie Sugar Cookies .! 9 
Domestic Cakes . . . .  »u  
Eventide Fingers . ” l6 *  
Family Cookies . . . .

£ ak*t -Assorted . .  ” 12Ejg Newtons ___ t*
Florabel Cakes . . . .  12ia
Flut?d Cocoanut Bar' " l0  
Frosted Creams . . . .  314
Frosted Ginger C o o ^ '  £14 
Fruit Lunch. Iced . . .^ i f *  
Gala Sugar Cakes . . . .  814
Ginger Gems .......... « 2
Ginger Gems, Iced ” ”  9% 
Graham Crackers . . . .  « 
Ginger Snaps Family . .  314 
Ginger Snaps N B. C ’*Round ....................  ’ .
Ginger Snaps N. ¿! C

Square ...........  '
Hippodrome Bar 10 
Honey Cake, N. B. C 12 
Honey Fingers As. Ice 12 
Honey Jumbles, Iced . 12 
Honey Jumbles, Plain. 12
Honey Flake . . . ___ 1014
Household cookies ..."  8 
Household Cookies, Iced 9Imperial .............  8U
Jonnie . . . .   2 2
Jubilee Mixed'’ . ” ” ” * 19’*
Kream Klips .............” 25
Leap Year Jum bles” ! 18 
Lemon Biscuit Square 8%
Lemon Thins ................ i c 7*
Lemon Wafers . .  " 16
Lemona ........ ’ " »it
Mace Cakes . . ” ” .......... » 2
Mary Ann .............  o £
Marshmallow Coffee’ * ”  75Cake ...................  1314
Marshmallow Whlnuts *16%
Medley Pretzels ............ 10
Molasses Cakes . . .  " gu
Molasses Cakes. Iced ‘ 9% 
Molasses Fruit CookiesIced jt
Molasses Sandwich”  ”  !i2
Mottled Square ............ 19
Oatmeal Crackers . . . .  8
Orange Gems . . . . . . . . .  8%
Orange Sponge Layer

Cakes .............  jo
Penny Assorted” *.*.” !! 814
Peanut Gems .......... 9^
Picnic Mixed ...........!!! ll!4
Pineapple Wafers ........ 16
Pretzels, Hand Made . .  9 
Pretzelettes, Hand Md. 9 
Pretzelettes, Mac. Md. 8
Raisin Cookies ..............19
Raisin Gems ................ !u
Raspberry Cakes v . . . .12 
Revere, Assorted . . .  14 
Rittenhouse Fruit

Biscuit ................. 1...12
Royal Lunch ............ ” ’ 8
Royal Toast ........ "a
Rube ....................... **** 014
Shortbread Squares' ’ ! ’.2<) 
Spiced Currant Cakes 10 
Spiced Ginger Cakes . 9 
Spiced Ginger Cks led 10 
Sugar Fingers . . . . . . .  12
Sugar Cakes ........;. . * 814
Sugar Crimp ...........  ”  « 2
Sugar Squares, large *

or small ...........  •
Sultana Fruit Biscuit* "i6 
Sunnyside Jumbles . . .  19
Sruperba ...............  *14
Sponge Lady Fingers* * 25
Triumph Cakes ........... 16
Vanilla Wafers ............19
Wafer Jumbles cans . .18  
Waverly ........................ ....

ln-er Seal Goods
ah. .  per doz.Albert Biscuit ................1 00

Animate ...........................j  03
Arrowroot Biscuit , . ! ! l  00
Baronet Biscuit ............l  00
Bremmer’s Butter

Wafers ........................ .. 00
Cameo Biscuit ..............1 50
Cheese Sandwich . . . . . 1  00 
Chocolate Wafers . . . .  .1 90 
Cocoanut Dainties . . . . 1  00
Dinner Biscuits .......... 1 50
Faust Oyster ................l  00
Fig Newton ..................l  00
Five O’clock Tea . . . , 1  00
FYotana ..........................1  00
Fruit Cake ............ , . . . 3  00
Ginger Snaps, H, 8 . C. 1 00
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ft 8 9 10 11
G raham  C rackers, Red

L abel ............................... i  00
Lem on S n a p s ....................... 50
O atm eal C rackers  .........1 00
Old T im e S u g ar Cook. 1 00
Oval S a lt B iB c u it .......... 1 00
O y stere ttes  ....................... 50
P rem ium  Sodas ............. 1 00
P re tze le tte s , H d. Md. 1 00
R oyal T o a s t ..................... 1 00
R ykon B iscu it ............... 1 00
Sfeltine B iscu it ............... 1 00
S a ra to g a  F l a k e s .............1 50
Social T ea  B i s c u i t .........1 00
R u ltana  F r u i t  B iscu it 1 60 
Soda C rack ers  N . B. C. 1 00 
Soda C rack ers  Select 1 00 
8. S. B u tte r  C rackers 1 50
U needa B iscu it ........... 50
U needa J in je r  W ay ie r 1 00 
U needa  L unch  B iscu it 50
V anilla  W afe rs  ............. 1 00
W a te r  T h in  B iscu it . .  1 00 
Zu Zu G inger S naps - - 50
Z w ieback ....................... 1 00

O ther P ack ag e  Goods 
B arn u m ’s  A nim als . . . .  50 
C hocolate  T okens . . . . 2  50 
A m erican  B eau ty

G inger S naps ............. 2 50
B u tte r  C rackers, NBC

fam ily  package  .........2 50
Soda C rackers, NBC 

fam ily  p ack ag e  ......... 2 50
In Special T in  Packages.

P e r  doz.
F es tin o  ..........................  2 50
M inaret W afe rs  ........... 1 00
N abisco, 25c ................  2 50
N abisco , 10c ................  1 00
C ham pagne W afe r  . . .  2 50 

P e r  t in  in bulk
fetorbetto ......................... 1  00
N abisco  ......................... 1 75
F estin o  ........................... 1 50
B en t’s  W a te r  C rackers 1 40

CREAM  TA RTA R 
B arre ls  o r d ru m s . . . .  33
B oxes ............................... 34
Square  C ans ..........  36
F an cy  cadd ies ............... 41

D RIED  FR U IT S 
Apples

E  vapo r'sd , Choice bu lk  9 
E vapor’ed, F an cy  pkg. 10%

A prico ts
C alifo rn ia  ............. 14@16

C ltren
C orsican   ..................... 16

C u rra n ts
Im p 'd  1 lb . pk g ........... 3%
Im ported  bu lk  ................. 9%

P eaches
M uirs1—Choice, 25 lb. b  9 
M uirs—F ancy , 25 lb. b 10 
Fancy , Peeled , 25 lb . 18

Peel
Lam 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 C r 8 
L. M. Seeded, 1 Ibi. 7 @7%

C aliforn ia P runes 
90-100 251b. b o x e s ...@  7 
80- 90 25lb . b o x e s . . . 7% 
70- 80 251b. b o x e s ...@ '7 %  
60- 70 251b. b o x e s . . .®  8 
50- 60 251b. b o x e s . . .®  8% 
40- 50 25lb . b o x e s . ..®  9%

FARINACEOUS GOODS 
Beans

D ried  L im a  ..................... 7%
Med. H a n d  P icked  ___ 3 10
B row n H olland  ........... 8 25

F a rin a
25 1 lb . p a c k a g e s .........1 50
Bulk, p e r  100 lbs. . . . . 4  00

O riginal Holland R usk 
P acked  12 ro lls to  con ta iner 
8 co n ta in ers  (36) ro lls 2 85 
5 co n ta in ers  (60) ro lls  4 75 

H om iny
P e a rl, 100 lb. s ack  . . . . 2  00 

M accaronl and  Vermicelli 
D om estic, 10 lb. box . .  60
Im ported , 25 lb . box . .2  50

P ea rl Barley
C heste r .....................  5 00
K xtpire ........................... 5 25

P eas
Green, W isconsin, bu. 
Green, S c o tc j , bu. . . .  3 00 
Split, lb . .........................4%

Sage
B ast In d ia  ..................... 6
G erm an, sack s  ........... 6
G erm an, broken pkg. . .

T apioca
Flake, 100 lb. sack s  . .  6 
Pearl, 130 lb. sack s  . .  6
P ea rl, 36 pkgs.....................2 25
M inute, 36 pkgs. ............. 2 75

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 . ................................... 15
I  In . ................................... 20

C otton Lines
No. 1, 10 f e e t ..................  5
No. 2, 15 fee t ................  7
No. 3, 15 f e e t ................... 9
No. 4, 15 f e e t .................. 10 >
No. 5, 15 fee t .................11
No. 6, 15 fee t .................12
No. 7, 15 f e e t ..................15
No. 8. 15 f e e t ..................18
No. 9, 15 fee t ................. 20

Linen Lines
Sm all ..............................  20
M edium ............................  26
L arge  ..................................  34

Poles
Bam boo, 14 ft., p e r doz. 55 
Bam boo, 16 ft., p e r doz. 60 
Bam boo, 18 ft., p e r doz. 80 
FLAVORING EXTRACTS 

Jen n in g s  D C B rand 
T erpen less E x tra c t  Lem on 
No. 1 F  box, p e r  doz. 75 
No. 2 F  Box, p e r doz. 90 
No. 4 F  Box, p e r doz. 1 75 
No. 3 T aper, p e r doz. 1 75 
2 oz. F la t, F  M p e r dz. 1 50 

Jenn ings  D C B rand 
E x tra c t  M exican V anilla  

No. 1 F  Box, p e r doz. 90 
No. 2 F  Box, p e r doz. 1 40 
No. 4 F  Box, p e r doz. 2 25 
No. 3 T aper, p e r  doz. 2 00 
2 oz. F la t  F  M p er dz. 2 00

FLOUR AND F E E D  
G rand R apids G rain  & 

M illing Co.
W in te r W hea t.

P u r ity  P a te n t  ..........  5 70
Sea lof M inneso ta  ___ 5 80
S u n b u rst ......................... 5 80
W izard  F lo u r . . . . . .  5 40
W izard  G raham  ." .. ..  5 60
W izard  G ran. M eal . .  4 60 
W izard  B uckw heat 6 80 
R ye ................................. 5 00

V alley C ity  M illing Co.
L ily  W h ite  ................... 5 70
L igh t L oaf ................... 5 10
G raham  ......................... 2 50
G ranena  H ealth  ........... 2 60
G ran. M eal ....................  2 10
B olted M ed......................  2 00

V oigt M illing Co.
G raham  ......................... 5 10
V oigt’s C rescen t . . . .  5 80 
V oigt’s F lou ro ig t . . .  5 80
V oigt’s H y g ie n ic ......... 5 10
V oigt’s  R oyal ..........  6 20
W atso n -H ig g in s  M illing Co.
Perfec tion  F lo u r ......... 6 70
Tip Top F lo u r ..........  5 30
Golden Sheaf F lo u r . .  5 00 
M arsha ll’s  B est F lo u r 5 45

W orden G rocer Co.
Q uaker, p a p e r ............... 5 20
Q uaker, c lo th  ............... 5 30

Spring  W heaL  
Roy B ak e r

Golden H orn , fam ily  . .5 50 
Golden H orn , b ak ers  . .5  50 
W isconsin  R ye ............. 4 25

Jud so n  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
Wiingold, %s ................. 6 05

W orden G rocer Co. 
L au re l, %s cloth . . . . 6  50
L aure l, % s clo th  ...........6 40
Laurel, % & % s p ap er 6 30 
L aurel, ,%s c lo th  ........... 6 30

AVvItm A Pa
Sleepy E ye, %s clo th  6 40 
Sleepy E ye, %s clo th  6 30 
Sleepy E ye, % s clo th  6 20 
Sleepy Eye, % s p a p er 6 20 
Sleepy E ye, %s p a p er 6 20 

M n l
Bolted ............................. 4 40
Golden G ranu la ted  . . . 4  60 

W heat
Red ...............    1 00
W h ite  .............................  99

•a t s
M ichigan carlo ts  ........... 55
L ess th a n  carlo ts  . . .  57

Cern
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 e e d ...................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 ro . . .5  10 
M ason, % gal. p e r gro.7 35 
M ason, can  tops, gro. 1 40 

G E L A TIN E
Cox’s, 1 doz. la rg e  . . .  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  .........................  l  50
K nox’s  A cidu’d. doz. .1 25
O xford ............................. 75
P lym ou th  Rock, PhoB. 1 25 
P ly m o u th  Rock, P la in  90

GRAIN BAGS
Broad G auge ...................... 18
Amonkeag ......................... 19

H ERBS
Sage ................................... 15
H ops ............................ 15
L aure l L eaves ............... 15
Senna L eaves ............... 25

H ID ES AND P E L T S  
Hides

G reen, No. 1 ................... 10%
G reen, No. 2 ................. 9%
Cured, No. 1 ...................12
Cured, No. 2 .................. 11
C alfskin, g reen , No. 1 13
C alfskin, green , No. 2 11%
C alfskin, cured. No. 1 14
C alfskin, cured  No. 2 12%

P elts
Old W ool ............  @ 30
Lam bs ................... 10@ 25
S hearlings ... 10® 25

Tallow
No. 1 ....................... @ 5
No. 2 ....................... @ 4

Wool
U nw ashed, m ed. @ 20
U nw ashed, fine @ 15

HORSE RADISH 
P e r  doz.............................. 90

JE L L Y
51b. pails, p e r d o z .-.2  40 

15Tb.. pails, p e r p a l l . . . .  60
301b. pails, p e r pail . .1  05

JE L L Y  G LASSES 
% pt. in  bbls, p e r doz. 15 
% p t. in  bbls., p e r doz. 16 
8 oz. capped in  bbls, 

p e r doz............................... 18
M A PLE IN E

2 oz. bo ttles , p e r  doz. 3 00
M INCE MEAT 

P e r  case  ................... - . . 2  85
M OLASSES 

New O rleans
F an cy  Open K e ttle  . .  42
Choice ............................. 35
Good ...................................  22
F a ir  ................................... 20

H a lf  b a rre ls  2c e x tra
M USTARD

% 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  (n o t s tu ffed)

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 E S

Medium
B arre ls, 1,200 coun t . .6  75
H alf bbls., 600 coun t 4 00
5 gallon  kegs ................. 1 90

Sm all
B arre ls  ........................... 8 25
H alf b a r r e l s ....................  4 65
5 gallon kegs ..............  2 25

G herkins
B a rre ls  ...........................
H a lf b a rre ls  .............
5 gallon kegs  ...............

S w eet Sm all
B arre ls  .........................  14 50
H alf b a rre ls  ............... 8 00
5 gallon  kegs ............... 3 25

P IP E S
Claty, No. 216, p e r  box 1 75 
Clay, T . D., fu ll coun t 60 
Cob ..................................... 90

PLA YIN G  CARDS 
No. 90, S team b o a t . . . .  75
No. 15, R ival, a sso rted  1 25 
No. 20, R over, en am ’d 1 50
No. 572, Special ........... 1 75
No. 98 Golf, s a tin  fin. 2 00
No. 808, B icycle ...........2 00
No. 632, T o u rn ’t  w h is t 2 25

POTASH
B ab b itt’s  ....................... 4 00

PRO V ISIO NS 
B arreled  P o rk  

C lear B ack  . .  20 00® 21 00 
S hort 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

D ry S a lt M eats 
S P  B ellies ...................13

L ard
P u re  in  tie rce s  ..11%@12 
Com* oni d  L a rd  9® 9%
80 lb. tu b s  . .  .advance  % 
60 lb. tu b s  . .  .ad v an ce  % 
50 lb. tin s  . . .a d v a n c e  % 
20 lb. p a ils  . . .a d v a n c e  % 
10 lb. p a ils  . . .a d v a n c e  % 
5 lb . p a ils  . . .a d v a n c e  1 
8 lb . p a ils  . .  .ad v a n c e  1

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  @16% 
H am , d ried  beef

se ts  ................. 20 @20%
C aliforn ia  H am s 10%@10% 
P icn ic  Boiled H am s . .  15 
Boiled H am s . . . .2 3  @23% 
M inced H am  ...11% @ 12 
Bacon ................  13% @14

S ausages
Bologna ......................... 8
L iver ..................... 7%@ 8
F ran k fo rt ............  9 @ 9%
P o rk  ............................... 11
V eal ................................. 11
T ongue ........................... 11
H eadcheese ................... 9

Beef
Boneless ....................... 14 00
Rum p, new  ............... 15 00

P ig ’s Fee t
% bbls.................................  95
% bbls., 40 lb s ....................... 1 90
% bb ls .................................... 3 75
1 bbl.........................................  8 00

T ripe
K its, 15 lb s ........................  90
% bbls., 40 lb s ......................1 60
% bbls., 80 lb s ....................... 3 00

C asings
H ogs, p e r lb .....................  85
Beef, rounds, s e t ........... 16
Beef, m iddles, s e t  . . . .  60 
Sheep ,per bundle . . . .  80

Uncolored B u tte rln e
Solid D a iry  ___  12 @16
C ountry  Rolls ..12%  @18

C anned M eats

Whitefish
1 0 0 lb s ................. .............. 9 75
50 lbs ................. .............. 5 25
1 0 lb s ........... it,.. .............. 1  1 2

8 Ibs................. ..............  92
1 0 0 lb s ................. .............. 4 65

40 lb s ................. .............. 2  1 0
10 lb s ................. ..............  7 5

8 lb s ................. ..............  65

Corned beef, 2 lb. . . . .3  50
Corned beef, 1 lb, . ..1  85
R o ast beef, 2 lb. . . . .3  50
R o ast 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%
J a p a n  Style ........  5 @ 5%
B roken ................... 3%@ 4%

Q ueen, kegs . . .
Trout

No. 1, 10 lbs. . .
No. 1, 8 Ibe. .........

Mackerel

SEEDS
A nise ............................... 14
C anary , S m yrna  ........... 5
C araw ay  ....................... 10
Cardom om , M alabar 1 20
C elery ............................... 32
H em p, R ussian  ..........  5
M ixed B ird  ................... 5
M ustard , w h i t e .................8
Poppy ............................... 16
R ape ................................... 6%

SHOE BLACKING  
H andy  Box, la rg e  3 dz 3 50
H an d y  Box, sm all ___1 25
B ixby’s  R oyal Polish  85 
M iller’s  Crown Polish 85

SNUFF
Scotch, in  b ladders . . . .3 7
M accaboy, in  Ja rs  ........... 35
F rench  R appie  in  ja r s  . .  43

SODA
Boxes .................... .
Kegs, E ng lish  . .

5%
.4%

ROLLED OATS 
Rolled A vena, bbls. . .5  75 
S teel Cut, 100 lb. sks. 3 00
M onarch, bbls.................. 5 50
M onarch, 90 lb. sack s  2 60 
Q uaker, 18 R eg u lar . . .1  45 
Q uaker, 20 F am ily  . . . . 4  10

SALAD DRESSING
Colum bia, % p t ........... 2 25
Colum bia, 1 p in t ...........4 00
D urkee’s, large, 1 doz. 4 50 
D urkee’s, sm all, 2 doz 5 25 
S n id e r 's , large, 1 doz. 2 35 
S n ider’s, sm all, 2 doz. 1 35

SALERATUS 
P ack ed  60 lbs. in  box. 

A rm  an d  H am m er . . .  .3 00 
W yan d o tte , 100 %s, . .3  00

SAL SODA
G ranula ted , bbls.............  80
G ranu la ted , 100 lbs. cs. 90 
G ranu la ted , 36 pkgs. . .  1 25

SALT
Com m on G rades

100 3 lb. sack s  .............. 2 40
60 5 lb. 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  d rill bags 20

Solar Rock
56 lb . sack s  ................... 24

Common
G ranula ted , C ine ........... 95
M edium , F in e  ..............1 00

SALT FISH  
Cod

L arge, whole, . . .  @7%
Sm all, w hole . . . .  @7
S tr ip s  o r b ricks  .7%@10%
Pollock ................. @ 4%

Halibut
S tr ip s  ...............................
C hunks ..........................

Holland Herring

kegs

SPIC ES 
W hole Spices

Allspice, J am a ic a  ........  9
Allspice, la rg e  G arden 11
Cloves, Z an z ib a r .......... 18
C assia, C anton  .......... 14
C assia, 5c pkg. doz. . .  25
Ginger, A frican  .............. 9%
G inger, Cochin, .......... 14%
M ace, P en an g  .............. 70
M ixed, No. 1 ................... 16%
Mixed, No. 2 ................ 10
M ixed, 5c pkgs. doz. ..45
N utm egs, 75-30 ............ 30
N utm egs, 105-110 ........ 20
Pepper, B lack  .............. 15
Pepper, W h ite  .............. 25
Pepper, C ayenne .......... 22
P ap rik a , H u n g arian  ..  

P u re  Ground in Bulk
Allspice, J am a ic . ___12
Cloves, Z anzibar .......... 24
C assia, C an ton  ............ 12
G inger, A frican  .......... 18
M ace, P en an g  .............. 75
N utm egs, 75-80 .......... 35
Pepper, B lack .............. 16
Pepper, W h ite  .............. 30
Pepper, C ayenne ___24
P ap rik a , H u n g arian  . .  45

STARCH
Corn

K ingsford, 40 lb s ..............7%
M uzzy, 20 l ib .  pkgs. . .  5% 
M uzzy, 40 l ib . pkgs ..5  

Gloss 
K ingsford

Silver Gloss, 40 lib s . . 7% 
S ilver Gloss, 16 3lbs. . .  6% 
S ilver Gloss, 12 61bs. . 8% 

Muzzy
48 l ib . packages ..........  5
16 31b. packages ........... 4%
12 61b. packages ..........  6
501b. boxes ..................... 3%

SYRUPS
Com

B arre ls  ........................... 27
H alf b a 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  Cano
F a ir  ................................. 16
Good ............................... 20
Choice ............................. 25

T A B L E  SAUCES
H alford , la rge  .............. 3 75
H alford , sm all .............. 2 25

TEA
Jap an

Sundried, m edium  . .24@z6 
Sundried, 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

15 N ibs .........................; . 30@32
16 S iftings ....................... 10@12

F an n in g s  ................... 14@15
11 50 Gunpowder

i. 6 00 M oyune, m edium  . . . . .  35
\ 65 M oyune, choice . . . . . .  33
ere M oyune, fancy  . . . . .50@60

72 Pingsuey , m edium  . . . .  33
.10 00 P ingsuey, choice . . . . . .  35
..5 25 Pingsuey , fan cy  . . . .50@55
« 60 Young Hyson

Choice ........................ 30
..7 50 F ancy  ......................... 40@50
.3 25 Oolong

90 Form osa, F an cy  . . . .50@60
75 Form osa, m edium  . . . .  28

Form osa, choice . . . . . .  35
.16 60 English Breakfast
, 7 00 M edium ....................... 25
. 1 85 Choice ........................ • 30@35
. 1 50 F an cy  ......................... .40@«0
.10 00 India
. 6 60 Ceylon, choice ........ .30® 35
, 1 25 Fancy ........................ .45@60

TOBACCO
F ine Cut

B lot ................................. 1 45
Bugle, 16 oz...................   3  g4

Bugle, 10c ................... i i  oo
D an P a tch , 8  and  16 oz 32
D an P a tch , 4 oz...........H  6 8

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 ...................
M ay Flow er, 16 oz. . . 9  36
N o L im it, 8  oz............... 1  jg
N o L im it, 16 oz. . . . .  3  65 
O jibwa, 8  an d  16 oz. 4 0

O jibw a. 10c ............  n  in
o jib w a , 5c 1 «
P etoskey  Chief, 7  oz. 2  0 0  
P etoskey  Chief, 14 oz. 4 00 
n e j Ct ,  an<* H oney, 5c 5 76
o e ^ 5®U’ 1 6  oz.................3 96Red Bell, 8 foil ............. 1  as
S terling , L  & ]> 5c 5 76 
Sw eet Cuba, c an is te r  9  16 
Sw eet Cuba, 5c . . . ,  6 7 6
Sw eet Cuba, 1 0 c . .  # 3
Sw eet Cuba, 1  lb. tin  *4 90 
Sw eet Cuba, 16 oz . .  4 80 
cJ7eeJ £ uba- % lb. foil 2 25 
Sw eet B urley  5c L  & D 5  76 
Sw eet B urley, 8 oz . .  2 46 
Sw eet B urley, 24 lb. 4 90 
Sw eet M ist, % gro. 5 74 
Sw eet M ist, 3 oz. . .  1 1  1 0  
Sw eet M ist, 8  oz. . . ! .  3 5
te le g ra m , 5c.................... 5  7 6
t ig e r ,  6 c ................... c an
T iger, 25c cans  ........ ! 2  3 5
Une e Daniel, 1 lb. . .  60 
Uncle D aniel, 1  oz. . .  6  2 2

Plug
Am. N avy, 16 oz. . . . .  3 3  
Apple, 10 lb. b u tt  . . . .  38 
D rum m ond N a t Leaf. 2

6  lb ...........................  60
D rum m ond N a t Leaf,

p e r doz........................ gg
B a ttle  A x ................. 2 8
B racer, 6  St 12 lb. ...*. 30
Big Four, 6  & 16 lb . . .  32
Boot Jack , 2  lb ............  8 6
Boot Jac k , p e r doz. . .  8 6
Bullion, 16 oz................  46
C lim ax, Golden T w ins 48
Clim ax, 14% oz..............  4 4
Clim ax, 7 oz............... 4 7
D ays’ W ork, 7 & 14 lb . 37 
Crem e de M enthe, lb . 62 
D erby, 5 lb. boxes . . .  28
5 B ros., 4 lb ...................  65
F our Roses, 10c ........... 9 0
G ilt Edge, 2 l b . ........... 5 0
Gold Rope, 6  & 12 lb. 58 
Gold Rope, 4 & 8  lb . 58
G. O. P „  12 St 24 lb . 36 
G ranger T w ist, 6  lb . 46 
G. T. W ., 10% St 21 lb. 36 
H orse  Shoe, 6  S t 12 lb. 43 
H oney D ip T w ist, 5&10 45 
Jo lly  T a r, 5 & 8  lb . . .  40
J .  T ., 5% St 11 lb ......  35
K entucky  N avy, 12 lb. 32 
K eystone T w ist, 6  lb. 45
K ism et, 6  lb ...................  48
M apls Dip, 20 oz. . . .  25
M erry  W idow , 12 Ibt 12 
N obby Spun Roll 6  & 3 58
P a rro t, 12 lb ...................  3 4
P a rro t, 20 lb ................... 28
P a tte rs o n ’s N a t L eaf 9 3  
Peachey, 6-12 & 24 lb. 40 
P icnic  T w ist, 6  lb . . .  45
P ip e r H eldsick, 4 & 7 lb . 69 
P ip e r H eidsick, p e r doz. 96 
Polo, 3 doz., p e r doz. 48
R edicut, 1% oz...............  38
Red Lion, 6  & 12 lb . 30 
8 crapple, 2 £  4 doz. 48 
S herry  Cobbler, 8  oz. 32 
S pear H ead, 12 oz. . .  44
S pear H ead, 14% oz. 44
S pear H ead, 7 oz. . . .  47
Sq. D eal, 7, 14 & 28 lb. 28 
S ta r, 6 , 12 & 24 lb. 43 
S tan d ard  N avy, 7%, l i

St 80 lb .........................  84
Ten Penny, 6  & 12 Tb. 21
Tow n Talk , 14 oz..........  10
Y ankee Girl, S, 12 & 24 32

Sere*
All Red, 5c ................... 5 76
Am. U nion S crap  . . . .  5 40
B ag  Pipe, 5c ................. 5 8 8
C utlas, 2% oz................ 26
Globs Scrap , 2 oz. . .  30
H appy  T hought, 2 oz. 30 
H oney Comb scrap , 5c 5 76 
H o n est Scrap , 5c . . .  1 55 
M all Pouch, 4 doz. 6 c 2 00
Old Songs, Sc ................. 6  76
Old Tim es, % gro. . . .  6  56 
P o la r B ear, 5c, % g ro  5 76 
R ed B and, 5c % gro. 5 76 
R ed  M an S crap  5c 1 48
Scrappls, 5c pkgs..........  49
Sure  Shot, 5c, % gro . 5 76 
Y ankee G irl Scrp  2  oz 5 76 
P a n  H andle  Scrp  % g r  5 76 
P each y  Scrap , 5c . . . . 1  90 
U nion W orkm an, 2% 6  00

Sm oking
All Leaf, 2% & 7 oz. 30
BB, 3% oz..........................6  00
BB, 7 oz.............................12 00
BB, 14 oz....................... 24 00
B agdad, 10c tin s  ......... 11 62
B adger, 3 oz..................  5 04
B adger, 7 oz.............. . .1 1  53
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Special Price Current 15 i t >

1 2 13
B anner, 5c ................... 5 96
B anner, 8 oz...................1 60
B anner, 16 oz.................. 3 20
Belwood M ixture, 10c 94
Big Chief, 2V4. oz. . . 6  00
B ig Chief 16 oz.............. 30
Bull D urham , 5c . . . .  5 90
Bull D urham , 10c ___10 80
Bull D urham , 15c ___18 48
Bull D urham , 8 oz. . .  60
Bull D urham , 16 oz. ..6  72
Buck H orn , 5c .......... 5 76
Buck H orn, 10c ...........11 50
B ria r Pipe, 5c ............  6 00
B ria r P ipe, 10c .......... 12 00
Black S*wan, 5c . . . . . .  5 76
Black Swan, 14 oz. . .  3 50
Bob W hite, 5c ............ 5 90
B rotherhood, 5c .......... 5 95
B rotherhood, 10c . . . .1 1  00 
B rotherhood, 16 oz. . .  39
C arnival, 5c ..............  5 70
C arnival, 3% oz............  39
C arnival, 16 oz..............  40
C lear C lip 's  Johnson  30 
C igar Clip'g, Seym our 30 
Iden tity , 8 & 16 oz .. .  30
D arby  C igar C u ttings  4 50 
C on tinen tal Cubes, 10c 90
Corn Cake, 14 oz.......... 2 55
Corn Cake, 7 oz...........1 45
Corn Cake, 5c .............5 76
C ream , 50c palls . . . .  4 60 
C uban S ta r, 5c foil . .  5 76 
C uban S tar, 16 oz pails 3 72
Chips, 10c ..................... 10 20
Dills B est, 1% oz. . . .  79
Dills B est, 3% oz..........  77
Dills B est, 16 oz..........  73
D ixie Kid, 1% f o i l ___  39
D uke’s Mix, 5c ..........  5 76
D uke 's  Mix, 10c .........11 52
D uke’s Cameo, 1% oz. 41
D rum . 5c ......................  5 90
F  F  A 3  oz......................4 95
F  F  A, 7 oz................... 11 50
F ash ion , 5c ................  6 00
Fashion , 16 oz............... 43
F ive  Bros., 5c ............  5 60
F ive  B ros., 10c ........... 10 70
F ive  cen t cu t P lug  . .  29
F  O B 10c .................. 11 5#
F our Roses, 10c ..........  96
Full D ress, 1% oz. . .  72
Glad H and , 5c ..........  1 44
Gold Block, 1% oz. . .  39
Gold Block, 10c ........ 11 88
Gold S ta r, 16 oz........... 38
Gail & A x N avy, 5c 5 95
Growler, 5c ..................  4 56
Grow ler, 10c ................  2 70
G row ler, 20c ..............  2 63
G iant, 5c ......................... 1 55
G iant, 16 oz..................... 33
H and  M ade, 2% oz. 50
H azel N u t, 5c ..............  5 76
H oney Dew, 1% oz. . .  40
H oney Dew, 1 0 c ........... 11 88
H unting , 1% & 3% oz. 38
[ X  L, 5c ....................  6 10
I X  L, in  palls  ..........  32
J u s t  S u its, 5c ..........  6 00
Ju s t S'uits, 10c ...........11 88
K iln D ried, 25c ..........  2 45
K ing B ird, 7 oz...........25 20
K ing B ird, 3 oz...............11 00
K ing B ird, 1% oz..........5 70
La j. u rka, 5c ..............  5 76
U ttle  G iant, 1 lb. ----- 28
Lucky S trike , 1% oz. 94 
Lucky S trike , 1% oz. 96
Le Redo, 3 oz................ 10 80
Le Redo, S *  16 o z ...  38
M yrtle N avy, 10c . . . .  11 80
M ytrle N avy, 5c -------6 94
M aryland Club, 5c . .  50
M ayflower, 5c .................5 76
M ayflower, 10c ........... 96
M ayflower, 20c ..........  1 92
N igger H a ir, 5c ...........5 94
N igger H a ir, 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 ng lish  C urve l% oz 96
Old Crop, 6c ................. 5 76
Old Crop, 25c ............  20
P. S., 8 oz., 36 lb. cs. 19 
P , S.. 3 oz. pe r gro. 5 70
P a t  H and, 1 oz...........  63
P a tte rs o n  Seal, 1% oz. 48 
P a tte rso n  Seal. 3 oz. . .  96
P a tte rs o n  Seal, 16 oz. 5 00
P eerless , 5c ................... 5 70
P eerless , 10c ..............  1 92
P eerless , 3 oz. ........... 10 20
P eerless , 7 oz................. 23 76
Peerless, 14 oz............ 47 52
P laza, 2 gro. c s ...........5 76
Plow  Boy, 5c ...............5 76
Plow  Boy, 10c ...........11 00
Plow  Boy, 14 oz.......... 4 50
P edro , 10c  11 80
P ride  of V irginia, 1% 77
P ilo t 5c ......................... 5 76
Pilot, 7 oz. doz ............ 1 05
Pilot, 14 oz. d o z ........ 2 10
P rin ce  A lbert, 10c ..  96
P rince  A lbert, 8 oz. . .4 92 
P rince  A lbert, 16 oz. ..8  4" 
Queen Q uality , 5c . . . .  48
Rob Roy, 5c foil . . . .  5 90 
Rob Roy, 10c g ross . .10 20 
Rob Roy. 25c doz.........2 10

14
Rob Roy, 50c, doz........  4 1 2
». & M., 5c, g ross Ko »V’ R‘u s s ----- 5 76 T ro jan  sp rin g  .........

oz- doz- ••3 20 E cHpse p a te n t sprinir Soldier Boy, 5c gross 5  95 XT~ ’ —-  p ng
Soldier Boy, 10c 
Soldier Boy, i  it). 
Sw eet C aporal, 1  oz. 
Sw eet Lotus, 5 c . 
Sw eet Lotus, 1 0 c

..10 56 

. . .4  80 

..  60 

..  6 00 

. .12  00
Lotus, p e r doz. 4 85 2-hoop S tan d ard  . .  2  0 0

Sw eet R « s e ^ 2 % oz. 30 3-hoop S tan d a rd  . 2  3 5
2-w ire Cable ........  ‘ " 2  1 0Sw eet T ip Top, 6 c . .  2 00 

Sw eet Tip Top, 3% oz. 38 
Sw eet T ips, % gro  10 08
Sun Cured, 10c ..........H  7 5
Sum m er Time, 5 c ___ 5  76
Sum m er Tim e, 7 oz. ..1  65 
Sum m er Tim e 14 oz
S tandard , 2 oz ___
S tandard , 3% oz.
S tandard , 7 oz...............;
l ea! cu* P,u*Seal N. C„ 1% G ran 
T hree  F ea th e rs , 1  oz.

10 20

. 2 25 

..3  60 

. 1  80 
8  75

T hree F ea th e rs , 1 0 c 
T hree  F e a th e rs  and 

P ipe com bination  .
Tom & J e rry , 14 oz.
Tom & J e rry , 7 oz. .
Tom A Je rry . 3  oz. . .
T rou t Line, 5c ..........  5  9 5
T ro u t Line, 10c ___ 10 00
T urk ish , P a tro l, 2-9 5  76
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, §0 c 
Union L eader, 25c .
Union L eader, 10c 
Union Leader, 5 c . . .
Union W orkm an, 1 %
Uncle Sam , 10c ..." ..10  80
Uncle Siam, 8  oz........... 2 20
U. S. M arine, 5c ____ 6 00
V an Bibber, 2 oz. tin  8 8  
V elvet, 5c pouch . . . .  1  44
Velvet, 10c tin  ............  1  9 2
Velvet, 8  oz tin  ..........  3 84
Velvet, 16 oz. c a n ___ 7  6 8
Velvet, com bination  cs 5 75
W ar P a th , 5c ..............  5  95
W ar P a th , 8  oz............... 1 60
W ave Line, 3 oz..........  40
W ave Line, 16 oz. . .  40
W ay up, 2% oz........... 5 75
W ay  up, 16 oz. pails . .  31
W ild F ru it, 5c ............  5  76
W ild F ru it,  10c ........... 1 1  52
Yum Yum, 5c ...............6  00
Yum  Yum, 10c ........... 1 1  52
Yum Yum. lib .,  doz. 4 80

TW IN E  
C otton, 3 ply  ,
Cotton, 4 ply 
Ju te , 2 ply 
H em p, 6 ply

.21 

.21 

.14
. .   13

F lax , m edium  ................. 24
W ool, 1 lb. bales ........  6

VINEGAR
W h ite  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 igh land  apple c ider ..18 
O akland apple c ider ..14
S ta te  Seal "sugar . . . . . 1 2
O akland w h ite  p ickling  10

P ackages  free.
W ICKING

No. 0, p e r g ro ss  ........ .30
No. 1, p e r g ross ........ .40
No. 2, p e r g ro ss  ........ .50
No. 3 , p e r g ross . . . . . .75

WOODENWARE
Baskets

B ushels ........................... 1  0 0
B ushels, wide band . . 1 15

40 
3 50

M arket 
Splint, large
Splint, m edium  ..........  3 0 0
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

Butter Plates 
W ire  Bind o r Ovals.
% lb ., 250 in  c ra te  
% lb ., 250 in c ra te  
1 2 
3

.30 

.30
lb., 250 in  c ra te  .............30
lb., 250 In c ra te  ............ 35
lb., 250 in  c ra te  .............40

5 lb. 50250 in crate 
Churns

B arrel, 5 gal., each  . . . 2  40 
B arre l, 10 gal., each  ..2  55 

Clothes Pins 
Round H ead.
4 inch, 5 gross ............... 45
4% inch, 5 g ross ............... 50
C artons, 20 2% doz. bxs. 55 

Egg Crates and Fillers 
H u m p ty  D um pty , 12 dz. 20
No. 1, com plete ............. 40
No. 2, com plete ............. 28
Case No. 2, fillers, 15

s e ts  .............. .............  1 35
Case, m edium , 12 s e ts  1 15 

F aucets
C ork lined, 8 in ............... 70
Cork lined, 9 in ............... 80
C ork lined, 10 in ........... 90

Fibre

.3 50 
5 90 

28 
68 
70 
63 
63

T oothpicks 
B irch, 100 packages ..2  00 

....................  85Ideal

48
. .  96
. .  64
. . .  64

»4
. .  E 1)6 
. .  2 55 
. . 1 1  60 

5 95 
5 76

„  T raps
Mouse, wood, 2 holes 22
Mouse, wood, 4 holes 4 5
Mouse, wood. 6  holes 70
Mouse, tin , 5 holes . . . .  6 5
R at, wood ..........  on
R at, sp rin g  ........ . “  ] * 7 5

T ubs
| î a n ^a r ^. No. 1 7 50 

18- n. S tandard , No. 2 6  50
2 0 '  n ‘ N o- 3 5 50“Ü }n - Cable, No. 1  . . . . 8  00

..7  00 

. . 6  00 

.10 25 

. 9 25 

. . 8  25

18-in. Cable, No. 2  
16-in. Cable, No. 3  
No. 1  F ib re  ..
No. 2  F i b r e  . . .
No. 3  F ib re  .......... *

W ashboards
Bronze Globe . . . .  2

Double Acm e ..............  3 7 =
Single Acm e ............' . ' 3  1 5
Double P ee rle ss  ..........'3  75
Single P eerless  .............3 95
N o rth e rn  Q ueen . . . .  3
Double D uplex ......... " 3  on
Good Luck ..............  2 75
U niversal ................. 3 00

W indow C leaners
,ln .......................................1 65
{n .......................................1 85
in .......................................2 30

is  in. 
A ssorted, 
A ssorted

Wood Bowls
B u tte r  ................. 1  5 0
B u tte r  ............... 2  00

B u tte r  ................. 3  7 5
B u tte r  ................. 6  0 0

13-15-17 ___ 3  0 0
15-17-19 . . . . 4  25

WRAPPING PAPER
Common S traw  ..........  2
F ib re  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 tch ers’ M anila ........... 2 %
W ax B u tte r, sh o rt c ’n t 13 
W ax  B u tte r, full coun t 20 
W ax  B u tte r, r o l l s .........19

YEAST CAKE
M agic, 3 doz.....................1  1 5
Sunlight, 3 doz............... 1  0 0
Sunlight, 1 % doz...........  50
Y east Foam , 3  doz. . .1  15 
Y east C ream , 3 doz. ..1  00 
Y east Foam , 1% doz. 58

AXLE GREASE

1 lb. boxes, p e r  g ross 9 00 
3 lb. boxes, p e r g ross 24 00

BAKING POWDER 
Royal

10c size . .  90 
141b. c an s  1 35 
S oz. cans  1 90 
%Ib. cans  2 50 
%Ib. cans 3 75 
lib . c an s  4 80 
lib . c an s  13 00 
ilb . c an s  2 1  60

CIGARS
Johnson  C igar Co.’s  B rand

S. C. W ., 1,000 lo ts  ___ 31
E l P o r ta n a  ......................... 3 3
E ven ing  P re ss  ................... 32
E x em p la r ............................. 83

17

Mop Sticks
90

XT    85
“ O. 1  com m on ........... go
S ° ' I2 x?a t ' b rush  holder 85 Ideal No. 7 ..................... 3 5
1 2 1 b. co tton  mop heads  1  4 5

W orden G rocer Co. B rand 
B en  H u r

P erfec tio n  ........................... 85
P erfec tio n  E x tra s  ........... 35
Londres ................................. 3 5
L ondres G rand ...................35
S tan d a rd  ............................... 3 5
P u ritan o s  ............................. 3 5
P an a te lla s , F in a s  .............35
P an a te llas , Bock ............... 35
Jockey  Club ......................... 35

COCOANUT
B ak e r’s  B razil Shredded

C edar all red  b ra ss  . .1  25
3-w ire Cable ............  2  3 0
P a p e r  E u rek a  ..........Ü . 2  25

....................... 2 40

Tip Top, B lend, l ib ..............
Royal B lend ..........................
Royal H igh  G rade ..............
Superior Blend ....................
Boston Com bination ..........

D istribu ted  by Judson 
G rocer Co., G rand R apids; 
Lee A  Cady, D etro it; Sy
m ons Bros. A  Co., S ag i
naw ; Brown, D avis A  
W arner, Jackson ; Gods- 
rnark. D urand & Co., B a t
tle  C reek; F ielbach Co., 
Toledo.

8AFE8

B ig  M aster, 100 b locks 4 00
G erm an M ottled  ........... 3  5 0

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 t 0 il 4 00 
M arseilles, % box to ll 2 10

P ro c to r & G am ble Co.
L enox ............................. '. . 3  0 0
Ivory , 6 oz..........................4 00
Ivory, 10 oz...................... 6  75
S ta r  ......................  3  85

T radesm an  Co.’s B rand

1 0  6 c pkgs., p e r  case 2  60 
36 10c pkgs., p e r case  2 60 
16 10c an d  38 5c pkgs., 

p e r  case  ...................2  60

COFFEE
Roasted

D w inell-W righ t Co.’s B ’ds

Full line of fire and b u r
g la r proof safes kep t in 
s tock  by th e  T radesm an  
Com pany. T h irty -five  sizes 
and  sty les on hand a t  all 
tim es—tw ice a s  m any safes 
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 
R apids and Inspect the  
line personally, w rite  for 
quotations.

SOAP
G owans & Sons Brand.

W hite  H ouse, l ib . . . ,  
W h ite  H ouse, 31b. . . .  
E xcelsior, B lend, l ib  
Excelsior, B lend, 21b.

Single boxes ...................3  00
Five box lots .................2 95
Ten box lo ts .................2 90
Tw enty-five box lo ts . .  2 85

L au tz  Bros. & Co. 
Acme, 30 bars, 75 lbs. 4 00 
Acme, 25 bars, 75 lbs. 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  bxs 2 25

A. B. W risley
Good C heer ..................... 4 00
Old C ountry  ................... 3  40

Soap Pow ders 
Snow Boy, 24s fam ily

size ........................... 3  7 5
Snow Boy, 60 5c ........ 2 40
Gold D ust, 24 la rg e  . .4 5 0  
Gold D ust, 100-5c ..4  00
K irkoline, 24 41b............3 80
P earlin e  .........................  3  7 5
Soapine .............................4 0 0
B ab b itt’s  1776 ...............3 7 5
Roseine .............................3  59
A rm our's  .........................3  7 0
W isdom  .............................3  80

Soap Com pounds
Jo h n so n ’s F ine  ............. 5  1 0
Jo h n so n 's  X XX ........... 4 26
R ub-N o-M ore ................. 3 85
N ine O’clock ................... 3 3 0

Scouring
Enoch M organ’s  Sons 

Sapolio, gross lo ts  . . . , 9  50 
Sapolio, h a lf gro. lo ts  4 85 
Sapolio, s ing le  boxes 2 40
Sapolio, h an d  ................. 2 40
S*courine M an u fac tu rin g  Co 
Scourine, 60 cak es  . . . . 1  80 
Scourine, 100 cakes  . . . 3  50

Paris Green LabelsPOISON
PARIS GREEN

Antidote. L im e W a te r  in copious d rau g h ts , em 
e tics o f  S u lphate  o f Z inc. Give Flaxseed  T ea, or 
S lippery  Klin T ea.

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.

Tradesman Company, Grand Rapids
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BUSINESS-W ANTS DEPARTM ENT
ertisem ents inserted under this head for two cents a word the first insertion and one cent a word for each subsequent 

_____________ - continuous insertion. No charge less than 25 cents. Cash must accompany all orders.

BUSINESS CHANCES.

Pharm acist-Physician—Situation or lo-
catlon  w anted . A ddress P h a rm ac is t, No. 
S iz ,  care  T radesm an . 3 3 2

F o r Sale—Cheap, p rac tically  new, fou r- 
d raw er, e lectric  N ationa l Cash R egister. 
M ust be sold to  close b an k ru p t’s es- 
J,a te - F red  M aichele, T rustee , 519 Mich. 
T ru s t Bldg., G rand R apids, M ich. 333

F o r Sale—B rick s to re  an d  s tock  of 
g en eral m erchandise , in  good ra ilroad  
! ? f n ' a t  ha lf its  value. A ddress No. 
339, care  T radesm an . 3 2 9

If you w an t to  in s ta ll a  sy stem  of 
book-keep ing  o r have a n y  books to  
au d it, send fo r L e s te r Iv ry , E x p e rt Ac- 

• co u n tan t. B est of references. L ake- 
view , M ichigan. 3 3 0

F o r Sale—B akery , ice cream , confec
tionery ; p ro p erty  an d  business, a t  re a 
sonab le  price. E nqu ire  J . A. C ham ber- 
lain , N ewaygo, M ichigan. _________ 3 2 7

F o r  Sale—E stab lish ed  c ity  d ru g  busi
ness. N ew  s tock  and  fix tures. F ine  
location. Good reasons fo r selling. A d
dress  No. 326, care  M ichigan T radesm an . 
______________ _____________ 326

F o r Sale—A  good lum bering  tow n in 
M innesota  touched by tw o big ra ilroads, 
p len ty  of hardw ood tim b er; a  good m a n 
u fac tu rin g  p lan t, m ain  building 40x160 
outside of engine room ; fin ish ing and  
p ack ing  room s 36x80 an d  40x80 fee t; 40- 
horsepow er engine w ith  a  new  80-horse
pow er boiler; d ry  k iln s  an d  office; 400 
fee t of track ag e  on ra ilro ad ; a c tu a l cost 
of above p la n t is $40,000 an d  is equipped 
w ith  a ll m ach inery  n ecessary  to  m odern 
wood w orking p lan t. T he  w hole p ropo
sition  can  be had  fo r $10,000. Good 
te rm s  to  r ig h t p a rty . In v es tig a te . S. 
R. F le tcher, 311 M ichigan T ru s t  Bldg., 
G rand R apids. ___________  3 2 3

F o r  Sale — E s tab lish ed  d ry  goods, 
clo th ing  an d  shoe business. B est co rner 
location in  good m an u fac tu rin g  c ity  of
9.000, low er M ichigan. S tock $17,000,
can  be reduced on e-h a lf in  30 days. 
N ew  lease, $65 ren t. Y early  sales $34,- 
000. R etirin g  accoun t of old age. A d- 
d ress  “P ” , care  T radesm an .________325

F o r Sale—W om en’s re a d y -to -w e a r  and  
m ilinery  business a t  reasonab le  p rice in 
hu stlin g  m an u fac tu rin g  c ity  an d  tra d in g  
cen ter, W latertow n, N  Y. P opulation ,
28.000, estab lished  th ir ty  years. Double
sto re . W ill reduce s tock  and  fix tu res to  
$5,000 by  S ep tem ber 1 . O w ner m ust 
leave c ity  early  fall. A ddress W . K. 
S herm an, W aterto w n , N . Y.________324

F o r Sale—F a rm  a n d  tim b e r lands, 
bought an d  sold in  G eorgia, su rro u n d 
in g  s ta te s . W rite  u s w h a t you a re  in 
th e  m ark e t for. W ea th e rs  R ea lty  Com - 
pany, A tlan ta , Ga.________________  3 2 2

F o r Sale—B akery , ice c ream  an d  con
fectionery . Only one in  live fa c to ry  
tow n of 2,000 population . Surrounded  
by firs t-c lass  fa rm in g  coun try . Doing 
a  b ig  business. B est of reaso n s  for 
selling. I f  in te re s ted  th is  w ill bear 
closest investigation . A ddress No. 320, 
care  T radesm an .____________________ 320

F o r Sale—M ust go a t  once, a  good 
p ay ing  g en ts ’ clothing, shoes a n d . fu r 
n ish ing  business. B oom ing tow n, popu
la tion  2,000. Tw o la rge  fac to rie s  em 
ploying 700 m en. Good fa rm in g  com 
m unity . Invoices ab o u t $4,000. L o ts 
of new  buildings going  up. R eason  fo r 
selling o th e r business. A ddress No. 319, 
care  T radesm an ._____________________319

A uctioneers—W e w ill ad v ertise  you r 
stock, a rra n g e  it, and  sell i t  a t  auction  
a t  p rices th a t  will m ake you m oney. R e
fe r  you to  m erch an ts  you know . Cor- 
espondenice s tic tly  confidential. Owen 
Cash Sales Com pany, L ansing , Mich.

__________________ 317
F o r Sale—Stock of d ry  goods, clo th ing  

and  g e n ts ’ fu rn ish in g s  in  one of th e  
b e st tow ns in  N o rth e rn  M ichigan. L o 
ca ted  rig h t in  th e  f ru it  b e lt n e a r  T orch  
L ake. Only exclusive d ry  goods and  
clo th ing  s to re  in  th e  place. B rick  bu ild 
ing, p la te  g lass  fron t, re n t reasonable. 
M odern fix tures. N o old stock . Invoice 
ab o u t $5,000. A ddress Lock Box 51, 
C en tra l Lake, M ichigan.___________ 334

Cash paid  fo r s tock  o r p a r t  stocks of 
m erchandise .. C orrespondence s tr ic tly  
confidential. Owen C ash  Sales Com- 
pany, L ansing , M ich. ____________316

F o r Sale—G ard n er Block, P e n tw a te r, 
M ich., o r w ill p u t i t  in  and  add  som e 
cash  to  a  m an u fac tu rin g  p la n t to  be 
located  in  it. B uilding is  solid  s tone  
and  b rick  a n d  con ta in s  ab o u t 63,984 
square  fe e t floor space, lo ts 200 an d  374 
feet. F. O. G ardner.______________ 331

W an ted —Salesm an fo r estab lished  
s h ir t  and  u n d erw ear line. H . M. Joyce 
& Co., 242 P e a rl BE, G rand  R apids, 
M ichigan. 318

STORE A ND  OFFICE FIXTURES
SHOWCASES OF EVERY DESCRIPTION, ALL KINDS' OF OFFICE DESKS 

AND CHAIRS, SAFES, COMPUTING SCALES, CASH REGISTERS, BOOKCASES, FILING CABINETS, COFFEE 
MILLS', SODA FOUNTAINS WITH BACK BARS, COUNTERS AND ALL 
ACCESSORIES. COMPLETE DRUG 
STORE AND CONFECTIONERY OUTFITS. WE MAY HAVE IT SECOND
HAND. CALL, SEE US AND SAVE 
i£ 9 £ K ^ .J ,aCHIGAN STORE & OFFICE FIXTURES CO., 929-931 OTTAWA AVE., N. W., GRAND RAPIDS. 278

Wanted—For cash, stock of general merchandise, clothing or shoes. Address Box 112, Bardolph, 111. 315

For Sale—At once, art and novelty store in good town of 12,000. A fine 
growing business. Reason for selling, 
poor health. Address No. 304, care
1 radesman. 304

For Sale—Drug stock located in townof 600 in best farming district in Michi
gan. Good railroad facilities. For further particulars address No. 301, care Michigan Tradesman. 301

Wanted—To buy interest in drug
stock where services of pharmacist are required. Address No. 300, care Michigan Tradesman. 3 0 0

For Sale—Cheap, McCaskey, American 
and Simplex account systems, secondhand. For particulars write A. R. Hens- ler, Battle Creek, Mich. 299

Salesbooks A Specialty. Specially constructed machinery for that purpose. No need in sending out of the state. Write 
for samples and prices. Wolverine Salesbook Co., Lansing, Mich. 298

For Sale—Hardware, stove and crockery stock, appraised at $7,500. Fine lo- cation, brick building, reasonable rent. 
Established 37 years. Splendid opening. Must be sold at once. Best offer takes it. James Gracey, Trustee, Greenville, Mich. 297

C. W. Reimer, Auctioneer. Merchan- dise and real estate sales a specialty. Write for dates. Areola, 111.______ 277
For Sale—Fine grocery stock, St. 

Joseph, Michigan. Business established 25 years ago by owner, who wishes to 
o t ^ Sna? for ri£ht party. Address B O. Greening, 315 Main St., St. Joseph, Mich.________ ________  282

Merchants—Save money on your printing. Job work of all kinds. Envelopes, 
note, letter heads, statements, sales 
books, tags, etc. Engemann Brothers, Printers, Beldlng, Mich._________ 274

Invest in fruit land in great and fer- 
Arkansas Valley, Colorado, 20 miles east of Pueblo. Tracts 10 acres and up. 

Railway facilities. Light power and telephone at door. Good terms. Don’t fail to investigate. Come and see or write 
owner, H. F. Sutton, Pueblo, Colorado 

------------------------------  3 6 3

h te*en ,years’ experienceus h?y to close out any stock 
p*- *uii, value. We go anywhere. Ferry & Caukin, 440 S. Dearborn, Chicago, 111. During July and August address 1546 W. 51 Place, Los Angeles, Cali. 259

Salesmen Attention—For a special or 
sideline, send for a Northey refrigerator 

pages. It has all kinds of refrigerators for every purpose and can be sold anywhere. Write today. Northiy 
Manufacturing Co., Waterloo, Iowa. 258

Government positions are easy to tret My free booklet X1105 tells how. Write
tonEyD~NCW' Barl Hopklns> Washing-

Will pay cash for stock of shoes and rubbers. Address M. J. O., care Trades- 
m a n -_________________ __________________  221

I pay cash for stocks or part stocks merchandise. Must be cheap. H Kaufer, Milwaukee. Wls. v 92

stock general merchandise for sale. Good business, good location, good reasons for selling. A bargain. Address
^  °n°x> A- H. & M. H. Barnes, Meta- mora, Mich.______  236

For Sale—A good clean stock of variety 
goods, invoicing about $2,500. Located in southern part of state. Population 6 ,000. Shops employing about 1800 men. A live
n ^ V . <i2?dJ2 ? 3 05ii for selllng- Address », care Michigan Tradesman.____  222

APPr®ilateTd advertising is the best ad- vertising. Just to convince you and to 
get acquainted, I’ll print your advertisement on 250 lead pencils for $4 ; 500 for $6.75; 1,000 for $11.50 delivered. The ad- 
vertisement that stays is the advertlse-
CamdemN. YyS' Burt°“ S' ° 8b£ £ e'

Merchandise sale conductors.. A. E Greene Co., 135 Grand River Ave., 
Detroit. Advertising furnished free. Write for date, terms, etc._____  549

Have good home in Colorado to exchange for stock of merchandise. Please give full information in first letter. Ad-' 
dress Lock Box L, Seibert. Colo. 199

Safes Opened—W. L. Slocum, safe expert and locksmith. 97 Monroe Ave., Grand Rapids, Mich.____________ 104
Auctioneers—We have been closing out merchandise stocks for years all over this country. If you wish to reduce or close out, write for a date to men who know how. Address Ferry & Caukin, 440 South Dearborn St., Chicago, 111. 134

For Sale—One of the freshest stocks of groceries in Michigan and located in the best town in the State. For further 
particulars aauress Lock Box 2043, Nash- ville, Mich. 97g

Cash for your business or real estate. I bring buyer and seller together. No matter where located if you want to buy, 
sell or exchange any kind of business or property anywhere at any price, address 
f^ n k  Cleveland, Real Estate Expert, 
in?1 ,Adarns Express Building, Chicago, Illinois. 984

HELP W ANTED.

Wanted—An experienced shoe sales
man for Southwestern Michigan and Northern Indiana. One who is familiar with the trade. Good position for the 
right man. Address No. 306, care Michi- gan Tradesman. ____________ 306

Wanted—Drug clerk, registered assistant, to begin Aug. 19. References re
quired. Address C. E. Van Avery, Kala- mazoo, Mich.______  309

Wanted—Two experienced salesmen to represent us in the states of Michigan 
and Northern Indiana; only those who have an established trade in our line need to apply. No other applications considered. We manufacture a very strong line of workingmen’s clothing and have an established trade in the state of Michi
gan. Applicants must come well recommended. A good position for the right 
party. The Hershey-Rice Mfg. Co., 47 East Chestnut St., Columbus, Ohio. 291

Wanted—Girl cigar-makers, bunch- breakers and rollers. Good wages. Factory conditions finest in country. G. J. 
Johnson Cigar Co.. Grand Rapids, Mich.

__________________290
Wanted—Clerk for general store. Must be sober and industrious and have some 

previous experience. References required. Address Store, care Tradesman. 242
SITUATIONS W ANTED.

Salesman—Experienced salesman wanted, acquainted with dry goods and 
clothing trade to represent our line of cotton and woolen hosiery and mittens 
in Upper Peninsula. Goods have established reputation in that section and large list of customers to turn over to 
right man. May be handled as a side line. References required. Clare Knitting Mills, Saginaw, Mich. 328

Wanted—By young man; position as road salesman with good shoe house. 
Have had retail experience. Would consider a position as manager of general 
store, being also experienced in meats and groceries. Willing to start on small 
salary. Address at once, General, care Tradesman. 321

Want ads. continued on next p a g e .

How About Your
PRINTING
4  "HIS question is a very pertinent one for business men, because every

day Business Printing takes on added significance as A F A C T O R  IN  T R A D E .

Time was when any sort of Printing would do. because not much was 
expected of it. but nowadays Printing is E X P E C T E D  to create and transact 
business. For this reason, good Printing is exceedingly necessary in every 
line of business.

We have been producing G O O D  Business Printing for years. We have 
kept pace with the demand for the B E S T  in printing. As a consequence, our 
Printing business has grown splendidly. We have been compelled to enlarge 
shop facilities, to increase equipment quite regularly. We have the requisite 
mechanical equipment, and with one of the best equipped, as well as the 
largest Printing establishments in Western Michigan, we are in the very 
best position to give to the business man the highest standard of G O O D  
Business Printing.

This includes everything, from envelopes to the most elaborate catalogs.

We respectfully solicit your patronage, giving the assurance that all 
orders will not only be P R O M P T L Y  E X E C U T E D , but the Printing will come to 
you in that quality of excellence you desire and. withal, at as reasonable a 
price as it is possible for us. or anyone else, to deliver GO O D P R IN T IN G .

Orders by letter or by phone will receive prompt attention, and if you 
desire, a qualified representative will wait upon you without delay.

Tradesman Company, Grand Rapids
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AN INTERESTING PRECEDENT.
A dispatch from Schenectady tells 

of the com m encem ent of legal p ro
ceedings against what is called there 
the "M unicipal G rocery” conducted 
by the Socialist adm inistration of 
that city. The proceeding is on the 
complaint of one David B. Maxwell, 
a grocer and an ice dealer, who thinks 
his business is being interfered with 
and he seeks perm anent injunction. 
The plaintiff alleges th at the groceries 
and produce in this store were not 
only used by the departm ent of chari
ties and given out to the poor of the 
city, but that they were sold in com 
petition with the Schenectady dealers 
at prices which would not leave a 
living profit for a private dealer. The 
progress of the case will be watched 
with interest, not only by every man 
who keeps a grocery, but by t'he 
owners and m anagers of all o ther 
stores. The specific facts in this par
ticular case may give it a local color 
not carried in the dispatches and may 
even go to the m erits, but the case as 
reported is at least interesting.

M ayor Shanks, of Indianapolis a t
tracted a good deal of atten tion  to 
himself and helped boom his canvass 
and political prom otion by buying 
potatoes and o ther produce at w hole
sale and selling it at low er ra tes than 
the dealers charged, but that was only 
political claptrap to show that exorbi
tan t profits were enjoyed in certain 
lines of business. A grocery store 
kept by a city is a different proposition 
and looks more tow ards perm anence. 
If the city only bought at wholesale 
for distribution am ong the poor, public 
funds were thereby saved, but if it not 
only bought but sold and w ent into 
the grocery business it is a different 
m atter. The o ther day reference was 
made to the proposition which finds 
favor in some quarters for the govern
m ent ownership of the railroads, tele
phone, telegraph and o ther public 
u tility  companies. I t  is but a step, of 
course, from  the governm ent ow ner
ship of public utilities to  the ow ner
ship of the grocery stores, because 
all deal in necessities which the people 
m ust have. Of course if the govern
m ent can own the grocery  stores it 
can own the dry goods, hardware, 
jew elry and all o ther kinds of stores, 
and if the stores, then  the shops, 
factories, etc. T hereupon the private 
business man would go out of business 
and become a governm ent employe.
I t is one of the things which, perhaps, 
the people of this country  will one 
day have to  decide, w hether or not 
they approve of this procedure.

THE SUBSTITUTION EVIL.
A wom an who did m ost o f the 

family gardening resolved to  have a 
wheel hoe. Im agine her misgivings 
when her husband brought home a 
long handled 4-tined affair which was 
to be. dragged over the ground in lieu 
of the hoe, her husband being persuad
ed that this was a much m ore suitable 
tool for a woman. She found that it 
was an im provem ent over the hand 
l oe, and in tim e became half reconcil
ed to  the failure to fill her order. But 
then came a friend who had experi
enced w ith the m ore m odern tool and 
knew its g reater efficiency as well as

the ease w ith which it is m anipulated. 
She was right, and only now feels 
vexed th at she did not insist upon the 
filling of her original order. T here  is 
henceforth ju st a bit less of friend
liness tow ard the man who tem pted 
them  into a purchase which they did 
not w ant and which they are now 
convinced should never have been 
made.

W hen tem pted to offer a substitute, 
study seriously the situation, and apply 
the golden rule before advocating a 
change. T hink of the perm anent 
dissatisfaction of the wom an who 
drags the weeder which should have 
been m ounted on wheels. Instead  of 
persuading the change), how much 
bette r to  have tested  the goods she 
did want. T he profit in this instance 
would have been g rea ter; catering  to 
the wishes of patrons along useful 
lin e s’ always pays; and you will be 
enlarg ing your possibilities w ith your 
field. A careful reaching out, an en
larg ing of the radius along practical 
lines reacts in a wholesom e way. 
Every special order which can be filled 
with standard  goods is a prize. The 
experience gained th rough the new 
venture with well tested  articles m eans 
som ething. W hen there is a call for 
m aterial which you should keep in 
stock, beware of the substituting. It 
is as fatal to you as it is distasteful to 
your patron. Get the goods which 
are wanted, even if you -are obliged 
to telegraph for them . Prove that 
your house can furnish w hat is w ant
ed.

THE FEM ININE SIDE.
Said a lady whose back yard was 

adjacent to  the rear of a hardw are 
store, and who was a friend of the 
proprietor, “I like to  walk through 
his store once in a while and just 
look. T here  are so m any in teresting  
things. F o r instance, the o ther day 
he gave me a plate cleaner,—rubber- 
tipped for cleaning plates when re
m oving them  from  the table, and sav
ing a useless m uss later in the dish pan.’

Not one wom an out of ten ever 
heard of such a thing, yet when it is 
shown o r even described to her, the 
practical use is apparent. No con
vincing discourse is needed. I t  ap
peals at once to  her comm on sense 
and she w onders why some one did not 
invent it long ago. T he price is so 
trifling th at she becomes at once a 
purchaser. M ore, she shows it to  her 
friends, and they  likewise give it a 
trial. And yet, wom an does not usual
ly consider the hardw are store w ithin 
her precincts.’ She m ust have some 
special object to  induce her to  enter. 
And only by special effort will the 
little  novelties which should appeal 
to her alone be brought to  her notice.

Y our stock is full of little  things 
which m ay be fam iliar enough to the 
trade, yet which need some boosting 
to a ttrac t those outside. W hy not 
have a wom an’s window, fully stocked 
with the little  th ings which count for 
so much in convenience of efficient 
work. You have a new griddle or 
pancake turner, a dish washer, kettle 
cleaner, apple parer and a host of 
o ther things, some of them  costing 
only a few cents, ye t w orth  m any

dollars to the housewife in a year. 
T here are dozens of women who spent 
hours stoning cherries this very year, 
and who never saw a cherry stoner. 
This is one of your lost opportunities, 
but there are others which you can 
still catch. Specialize upon labor sav
ing devices for her use, and gather 
them  together. Then by special in
vitation induce her to call. Show up 
your goods, and they will themselves 
do the rest.

Cincinnati has adopted a plan for 
the reduction of the danger of fires 
in residences, which deserves the con
sideration of every other city having 
a fire departm ent. I t  consists of a 
house to house inspection by uniform
ed m em bers of the department. The 
premises are scrutinized for any litter 
and rubbish which m ight make easy 
places for flames to start, and such 
accumulations as are found, are order
ed destroyed. Then the houses are 
examined and conditions which might 
not appear at all dangerous to the 
layman are pointed out by the fireman, 
as being liable to cause trouble. I t  is 
another application of the old adage 
that “an ounce of prevention is worth 
a puond of cure.” This is peculiarly 
true in fighting fire, for a blaze thaï, 
m ight have been blown out at first, 
m ay easily kindle a conflagation, if 
unchecked. And besides, tending to 
prevent the considerable property loss 
which results every year in this 
country  from fires, this inspection 
gives the mem bers of the department 
som ething to vary the m onotony of 
their life.

The fact th at duty should come 
before pleasure doesn’t m ean that it 
is to take the place of pleasure. You 
need recreation as m uch as you need 
food. Take it regularly  and in the 
open air.

If you w ant to  becom e a tru st’. I 
employe, one whom  the boss will de
pend upon, you will have to  do more 
than avoid evil; you will have to 
avoid the appearance of evil.

If you are going to  be the independ
ent sort that slams the goods down 
with a take-it-or-leave-it air, you 
m ight just as well begin looking for 
another job righ t now.

There are no snaps in the business 
world. Any tim e you have spent in 
looking for one is so m uch wasted 
out of the lim ited supply available for 
making success.

BUSINESS CHANCES.
F o r Sale—C lean s to ck  of general 

m erchandise. invo ic ing  ab o u t $2,000  
H ustling  tow n, fine fa rm in g  country 
M ecosta county. Good reaso n s  fo r sell
ing. A ddress No. 305, c a re  T radesm an  
___________ .________________  305

F o r Sale—D rug  and  g roce ry  stock. 
Stock is clean and  in  firs t-c lass  condi
tion, located co rn e r of M ain an d  S tate 
s treets , b est location  in P a insv ille , Ohio. 
M ust sell im m ediate ly . A ddress E. 
D. H eartw ell, A d m in s is tra to r, Painsville  
O hio ._  __  337

F o r Sale—Sm all s tock  of b a za a r  goods 
in good location. R eason fo r  selling, 
poor health . A ddress No. 335, care 
Tradesm an._______________  335

F o r Sale Cheap—D ru g  stock , show 
cases, shelving, fix tu res, . e tc ., in  the 
grow ing c ity  of M uskegon. Stock in
voices over $1,500, p rice  only  $1,250, do
ing good business. R en t only $20 a 
m onth, s team  h eat. S tock  can  be re 
moved. Splendid ch an ce  fo r someone. 
A ddress J . E . K raa i, 122 P in e  St., M us
kegon, M ichigan. 336

Are You
In Earnest

about wanting to lay your business 
propositions before the retail mer
chants of Michigan, Ohio and Indiana?
If you really are, here is your oppor
tunity. The

Michigan Tradesman
devotes all its time and efforts to cater
ing to the wants of that class. It 
doesn’t go everywhere, because there 
are not merchants at every crossroads.
It has a bona fide paid circulation—has 
just what it claims, and claims just 
what it has. It is a good advertising 
medium for the general advertiser. 
Sample and rates on request.

Grand Rapids, Michigan
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Take Care of the Pennies So That the 
Dollars Can Take Care of You
You lose money because your store system does not show 
you where every penny comes from and where it goes.
It does not tell you how much money you should have.

It does not protect your money and accounts against mistakes and losses due to 
thoughtlessness, carelessness or indifference.

A National Cash Register will keep track of every penny you take in or pay out.

You get a correct record of every transaction occuring between your clerks and 
customers.

All your money and accounts are protected against mistakes and losses.

A National will increase your profits.

T h e National Cash Register C o ., Dayton, Ohio


