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T h e  S o n g s  t o r  M e W o r s t  T r u s t  AH

T  CONFESS I like to see the young A \ F  all the trusts that afflict us, the
JL growing enthusiastic over the treas- Express Trust is the meanest. It
ured wisdom and eloquence of their is great by virtue of petty larceny cumu-
forefathers- This is a natural and whole- lative. It is a useless institution, an in-
some inspiration, and such as the soul terference with the postoffice, a parasite
can hardly drink in or catch without upon the railroads. For its robberies it
being lifted or expanded by it. Worth never makes restitution, and it is noted
much for the knowledge it furthers, it for its poor pay of employes. It grafts I
is worth far more for the manhood it on the government, the railroads and the
quickens. I think none the wrorse of it, people. It cuts the juciest melons. The
that it may do somewhat towards chas- government must smash it, for it has no
tising down the miserable conceit now excuse for existence in service or in
so rife amongst us, that light never really economy. The Interstate Commerce
dawned on the world until about that Commission has the goods on the Ex-
glorious time when our eyes were first press Trust, which, in fact, is hardly to
opened and we began to shed our wis- be considered as representing a single
dom abroad. To be sure, the atmos- vested right.
phere of the past now stands impeached William Marion Reedy.

as being a very dull and sleepy atmos-
phere; nevertheless, I rather like it, and J k J k
think I have often found much health
and comfort in breathing it. Some old T  WOULD compromise war, I would
writer tells us that “no man having A  compromise glory, I would com-
drunk old wine straightway desireth promise everything at that point where
new; for he saith the old is better.” I hate comes in, where misery comes in,
am much of the same opinion. In short, where love ceases to be love, and life
old wine, old books, old friends, old begins its descent into the valley of the
songs, “the precious music of the heart,” shadow of death. But I would not
are the wine, the books, the friends, the compromise Truth. I would not com-
songs for me! promise the right.

Henry Norman Hudson. Henry Watterson.



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

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 ac to ry , Nat. Candy Co., Inc
Grand Rapids, Mich.

I D istributors of J . Hungerford S m ith 's Soda Fountain F ru its and Syrups. 
Hires Syrup. Coco Cola and Lowney's Fountain Cocoa.

W e  W a n t Y o u
To send for a sample pair of our Explorer hunting shoes. The ex
perienced wearer will see at a glance th a t they are just w hat he 
w ants Made throughout of Brown Chrome French Veal, a leather 
that always rem ains soft and has splendid w ater tu rn ing power. Is 
made 12. 15 or 18 inches high, full double sole. Goodyear welt.

R indge, Kalmbach, Logie & Co., Ltd.
Grand Rapids. Mich.

A !N Y  grocer is liable to  have a call for “W hite 
-1 ^  House.” and the dealer able—by having it 
in stock—to respond prom ptly to  any  requests for 
it, is THE grocer people will have reason to set 
down as “up-to-date,” enterprising, progressive.

WHITE HOUSE
DW INEXL-WR1GHT CO.

MMrHflf,-- Principal Coffee X

Fragrant—Delicious 
Satisfactory

In 1, 2, and 3-lb. 
sealed tin cans only. 
Never sold in bulk.

SUITS WHEN OTHERS DISAPPOINT

D W IN E L L -W R IG H T  CO.
Boston and Chicago

Dovit forget to include 
a box in your next order

Washing Powder
Buffalo. X. Y
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nd Rapids nor  ( irand Rapids one 
.• nearer  i ■ utile- Creek than was 
case before. Tile new interurban 
illeling tlie G. R. & 1. represents 
rdv the greed and avarice of a

Shortsigh tedness of the Com m on
w ealth  Crowd.

ed within the last two years, are ; 
— >lntclv loaded down with beanti 
fruit. 1 did not think it was possii 
to get as many apples on the tr< 
as 1 saw there and practically

ity t "  get it out to a railroad.
My belief is that  the terrip 

through which the Jacobs right

much as th e  te rrito ry  along th e
R. & freight

i ised lac

C oldw ater Council Gives Educational 
E ntertainm ent.

& 1.
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W O R K IN G  PLA N S

Of the Michigan Federation of Re
tail Merchants.

D eclaration of Purpose
R ealizing the advantages of co-op

eration in overcom ing some of the 
trade evil- and irregularities, which 
have been brought about by decep
tive and d ishonest advertising: also by 
a certain class of politicians, who 
seek to bring about legislation tha t 
favors a few to the disadvantage of 
the m any : we have adopted the fol
low ing C onstitution and By-Laws for 
the M ichigan F ederation  of Retail 
M erchants, tha t we may through a 
co-operation and education bring p ro 
tection and progress to  all m erchan t- 
within the borders of our State.

A Retail M erchant Defined.
Any individual, firm or corporation  

who keeps and m aintains a place of 
business at some business center, who 
carries a stock of m erchandise com 
m ensurate with the dem ands of that 
locality, to  be sold in a regular way 
at retail, may be classed as a retail 
m erchant.

C onstitution.
A rticle 1— Name.

T he nam e of th e  A ssociation shall 
be T he Michigan Federation of Re
tail M erchants.

Article 2— O bjects.
F irs t—T o  safeguard and serve the 

interest.- of all Retail M erchants in 
Michigan.

-Second—T o oppose all unjust legis
lation.

T h ird—T o  prom ote all just legis-
latió,n desiane d to  help. tin ■ cause of
the Ketail Merchant.

Foiairth—T o demons ira it- to the
manu facturer. wholesaler. and con-
sumeT the e<bonomie and practical
iitxesísity of the retail i m erchant a?
the natural d istribu tor of goods.

Fifth—T o  affiliate with the N ation
al Federation of M erchants.

A rticle j>— M enbership
Any person, lim i or corporation

engage*d in the retail of m erchan
dise wi , iiid standing in his
sta te  «i t  local a ssociafions m ay be-
come an active m em ber of th is Fed-
eration by subsc*ribmg to  the C on
■■si itili ioli and By-Law s and paying
the  fee of $1.00 per year.

Any sta te  o t  1ocal organization oi
R etail M ere han 1ts in the  S ta te  o í
Mi chip-.an m ay affiliate w ith th is Fed-
eration ny apply mg to m e t a i r a i »
and paying the annual m em bership
fee of Sc for eaieh m em ber.

Any regular re■tail m erchan t w ho is
n o i -a m em ber of any Association
m ay 1►ecome a t ì active m em ber oi
this Ai-  r i * ! t  ion as above, on ram ish-
m g p r  <aner credentials to  the Secreta-

Anv traveling sai estuar: m ay  krrn
as  an associate merabeT. npon pay -
m eat cif dues a -  ;hxed by these artici e s

application end or sita g
o u t  constitution but sitai : noi he en-
titled to  vote.
A rtid i? 4 —  U t33i bership Respon si-

b ih ty .
By subscribing to  the Constitution 

and By-Law? the member accepts the 
conditions im posed and agrees to  car-

ry  out all requests of the Executive 
Com m ittee.

A rticle 5— ( Jfficers 
Section O ne—The officers of the 

Association shall consist of a P resi
dent. Vice P resident. Secretary and 
T reasu re r and ten m em bers selected 
from  different State A ssociations who 
with the President, Vice President, 
Secretary and T reasu re r shall con
stitute the Executive Commitee.

Section Two— Five m em bers of the 
Executive C om m ittee shall he elected 
each year to  hold office tw o years and 
until their successors be elected and 
qualify.

Section T hree—T he President shall 
appoint a nom inating com m ittee of 
*even on the first day of each annual 
m eeting  and shall announce the tim e 
at which this com m ittee shall sub
mit its report. T he report will then 
be made a special o rder of business 
at the tim e set by the President.

Section Four—T he P resident shall 
appoint at each annual m eeting a 
com m ittee on legislation, composed 
of th ree m em bers who will continue 
in office for one year from  date of 
their appointm ent o r until the next 
annual m eeting. T his com m ittee shall 
have pow er to act on all m atters of 
legislation w hich are clearly in the 
in terests of th is association and their 
expenses shall be paid by the A sso
ciation,

Publicity Com m ittee.
Section Five—T he Presiden t shall 

appoint a Publicity C om m ittee of 
three m em bers at each annual m eet
ing whose duty shall he to see that 
the w ork of the A ssociation is made 
know n to the com m unity. It shall 
furnish data to  the press and o ther 
publications which will inform  the 
public of the position and righ ts o! 
the retail m erchant and should a bul
letin he published by the Association, 
shall have charge of such publication.

Delegates.
Section Six—T he President, Vice- 

President and Secretary shall act as 
delegates to the annual m eeting ot 
the N ational Federation  and the 
President shall, at his discretion ap
point any o ther delegates necessary 
to m ake a full represen ta tion  a t the 
N ational Federation. Actual expenses 
of all such delegates to  he paid by 
the Association.

D uties of P resident.
Section Seven—T h e  President shall 

preside a t all m eetings and be and 
act as th e  chief executive officer: shall 
sign with the Secretary all ordeTS on 
the T reasu re r: calls for m eetings: 
sha appoint all com m ittees n o t 
otherw ise provided fo r and shall 
transact all business com m only de
volved upon -a P resident.

D uties of V ice-President.
"Section E ig h t—T h e  V ic e -President 

shall perform  the duties o f th e  P resi
dent in  case Presiden t is absent ot 
incapacitated.

D uties of Secretary.
Section Nine—T h e S ecre tary  shal 

direct the preparation , have the cus
tody of the records, m em bership roll 
and the m inutes of th e  m eetings; 
shall conduct all official correspond
ence and have th e  custody of a ll p ro 
p erty  n o t especially entrusted  to  o ther 
officers: shall m ake and keep a  cor

rect account of m em bers joining, all 
fees and dues received and shall per
form  all such o ther duties as shall 
be assigned to  him from  tim e to  tim e; 
shall sign all certificates of m em ber
ship: shall pay to  the T reasu re r all 
m oneys received, tak ing  the T reasu r
er's receipt therefo r and shall sign 
all o rders on the T reasu re r for all 
m oney paid out and shall rep o rt the 
standing of his office when called 
upon to do so by the Executive Com 
m ittee. All books, records, etc., be
longing to  the A ssociation and kept 
by the Secretary  shall a t all tim es be 
open to  inspection of all officers. The 
Secretary shall give bonds at the ex
pense of the A ssociation for the faith
ful perform ance of his duties. The 
Secretary  shall be an ex-officio m em 
ber of all com m ittees and shall be 
the Secretary  of the Executive Com
m ittee.

D uties of T reasurer.
Section T en—The T reasu re r shall 

receive all m oneys paid into the A sso
ciation a t the hands of the Secretary ; 
keep a regu lar account of the sam e; 
pay them  out on o rders issued by the 
Secretary and countersigned by the 
P resident. T he T reasu rer shall give 
a surety bond to  be paid fo r by the 
Association.
D uties of the Executive Com m ittee.

Section Eleven — T he Executive 
C om m ittee shall have general charge 
of the affairs of the A ssociation when 
no m eeting  is in session. I t shall be 
entrusted  to  the execution of all reso 
lu tions; shall have charge of all com 
plain ts; shall fix the date and provide 
a hall of m eeting for the A ssociation; 
shall arrange a  program  for the an
nual convention; shall determ ine the 
rem unera tion  which the Secretary 
shall receive and shall have charge 
of all business of the A ssociation not 
otherw ise provided for.

D uties of A uditing Com m ittee. 
Section Twelve— An A uditing Com 

m ittee of th ree  m em bers of the E xe
cutive C om m ittee shall be appointed 
by the P resident a t each annual m ee t
ing to exam ine the  books of the S ec
retary  and T reasu rer, and to repo rt 
their condition to the Association.

A rticle 6— M eetings.
Section O ne—T he regu lar m eeting  

of the A ssociation shall be held the 
second w eek in Septem ber each year 
and twenty-five m em bers shall con
stitu te  a quorum.

Section T w o— A special m eeting 
m av be called at any tim e deemed 
necessary  by the Executive C om m it
tee.

Section T h ree  —  T he Executive 
Com m ittee shall m eet a t the call of 
the P residen t and shall be lim ited to  
th ree  calls each veaT. T he actual ex
penses of the m em bers to be paid by 
the Association.

A rticle 7—Vacancies.
Section One— In case of vacancy 

of an office of the A ssociation, the 
same shall be filled by the Executive 
Com m ittee until the  next annual 
m eeting.

A rticle 8— Expulsion.
Section  One— Any m em ber m ay he 

expelled from  m em bersh ip  fo r cause. 
Article 9—Revision and A m endm ents 

Section One— A m endm ents to  Con
stitu tion  and B y-Law s m ade be m ade

at any regu lar m eeting by a two- 
th irds vote of m em bers present.

Section Tw o— Speeches, papers and 
addresses by m em bers and o thers 
shall be lim ited to fifteen m inutes and 
no politics o r subjects outside of the 
Federation  business will be solicited 
o r allowed.

By-Laws.
O rder of Business.

F irs t—Call to  order.
Second—Reading and approving of 

minutes.
T h ird  — Reading com m unications, 

notices and bills.
F ourth— R eports of Com m ittees. 
F ifth—M em bership.
Sixth—Unfinished business.
Seventh— New business.
E igh th—A djourm ent.
U pon m otion regularly  seconded 

and carried the regular o rder of busi
ness may be dispensed with or added 
to at an j- m eeting.

Fiscal Year.
T he Fiscal Y ear shall begin the 

first of the m onth next preceding 
the date of the annual convention. 

C hange of Place of Meeting.
T he executive board shall have 

pow er to  change the place of the an 
nual m eeting selected by the Con
vention for good and sufficient reason. 

Resolutions.
All reso lu tions shall be reduced to 

w riting  and handed to  the Secretary.
W here points are not covered by 

tbe C onstitu tion  and By-Laws, par
liam entary rules shall govern.

To Help Get Good Eggs.
Swift & Co. are  sending out from 

their various branches an attractive 
placard headed "D o you w ant more 
m oney for your eggs? If  so, ob
serve the follow ing ru les:” The 
placard is round-cornered, has a 
string  attached for hanging it to the 
wall, and the rules are as follows:

1. Provide plenty of clean, dry 
nests for your hens.

2. G ather the eggs daily in cool 
w eather and twice a day in hot or 
rainy  w eather.

;i. Do not wash eggs. I  se the 
dirty, small, very long and grass- 
stained eggs at home.

4. Keep eggs in a cool, dry place, 
which is free from  odors.

5 M arket vour eggs twice a week, 
or oftener.

6. D on 't sell eggs which w en  
found in a stolen nest.

7. Keep the eggs out o f the sun 
when tak ing  them  to  tow n.

5. D on’t keep eggs near oil, onions, 
etc., as th ey  readily  absorb  odors.

9 D on’t  sell eggs known to  be
bad cit which have been in an inch
hatoT It is contrary  to the p u r
food laws, which are now hieing care
fully enforced.

10. Male birds should not be al
lowed with hens, except for breeding
purposes.

Dandelion Vegetable Butter Color j
A perfectly Purr Vegetable Butter 

Color and one tha t complies with the 
pore food laws of every State and of 
the United States.

M anuUi lin rd  by W ells & R ichardsor. Go. 
B urlington. V t.
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T T 7E  have secured convenient space 
* * in the Main Exhibition Building

at the

W est Michigan State Fair
for the week commencing

S e p te m b e r  9

When you are tired, after “seeing 
the sights,” please call at our restful 
booth for a cup of Tetley’s refreshing, 
invigorating, delicious Tea. Hot if the 
weather is cool. Iced if the weather 
is hot.

We will love to entertain you at 
our Big Store in the city or at our 
homey show place at the fair.

Judson Grocer Company 
Grand Rapids, M ich.
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troll, $ 200.000 ii $300.000.

will r n t tg i  il with fait t » n .
Kalamazoi— Richard 'Somers, recent

ly oi Battle Creek, hat opened a  g o  • 
wr>, store at 333 Reed stree t.

Bake 1 idessa—Tilt Cit> bakery, which 
mi- recently destroyed by fire, has been 
rebuilt and Tesumed operation.

'Carbon t try—T he S ta te  Bank oi 
Gar-3 on City has increased it- capital
ization from $25.000 to  550,000.

Bay City—-The Mo hr H ardw are Co. 
will add line« of furniture  and fur-

Grosse Point e—Herns Bros, have 
opened a .grocery store at the corner 
of Jefferson and Beacon sfield avenues.

T ra  verst- City— Fire of unknown 
origin dam aged the  V. E. Roland gr<

to  Mt . Soxnbeleski. w ho will continue 
th e  business.

Nashville—E. B Greenfield has taken 
possession of the F. G. Baker stock of 
general merchandise on a  chattel m ort
gage and is closing it out

M end on— EL H . H ill, recen tly  of

and a n  stock of the la te  H em y H art 
and will continue th e  business.

Leroy—Ray E. Smith, who conducts 
a grist mill here, has purchased the g ro
cery and millinery stock of Robert E. 
Elliott and will continue the business.

Belding—W crrtley & F rench, d rug
g ists. have purchased the  YV. I . Bene
dict drug stock and will continue the 
business a t the sam e location as a 
branch store .

Greenville—M t«. Nellie D utcher, 
who recen tly  conducted a m illinery 
sto re  at Grand Ledge, has rem oved 
her stock here and will continue the 
business.

Perry—Joseph Plunkett has sold his 
interest in the grain elevator of Starks 
& Plunkett to his partner. Hiram Starks, 
who will continue the business under 
his own name

1m and V\ . E  M iller, who will con
tinue the  business under tile s tv lr of 
Miller & M cLaughlin.

Hudson—Lowell E. Meek, who con
duct r .a news stand here, has purchased 
the >itto C. W olfe & Co. book and 
stationery stock and will continue the 
business at the same location.

Saginaw—T he W estem  5 and 10c 
S tores Co. has engaged in business 
with an authorized capital stock oi 
$0.000. of which $3.000 has been sub
scribed and paid in in cash.

Mackinac—T he Dowd M ercantile 
Co., successors to  Dowd Bros, in the 
general m erchandise business, is com 
prom ising  the claim s of the form er 
firm at SO cents on the dollar.

Cross \  illage—Giroux Btos., who 
have conducted a general store and meat 
market here for the past fourteen years, 
have sold therr stock to Bruno Apple- 
tree. who will continue the business.

Pontiac— Blynn & W hiting, who 
conduct a grocery store a t  70 South 
Saginaw street, have purchased the 
grocery stock of F. E. Davis, which 
they  will consolidate with therr own.

K alam azoo —  W illiam  M athew s, 
Jesse Clark and Jeanette  W hitcom b 
have been arrested  fo r  the  wholesale 
stealing of groceries and o ther sup
plies from  a w ar eh one of the W orden 
G rocer Co.

Big Rapid«— Beniamin D nnn has 
sold his in terest in the  m eat stock 
of M oore & Dunn to  W illard L an g 
w orthy and the business will be con
tinued under the style of M oore & 
Langw orthy.

Coopersville— E lton G. Bevins died 
at the home of his father. George W . 
Bevins, Aug. 38. Mr. Bevins was 
Cashier of the Berlin S ta te  Bank 
from  its organization  to  last June, 
when he resigned owing to ill health.

T hree  Rivers— Ed. J. Buys, hardw are 
dealer, has form ed a copartnership  
with George H. Hill, under the  style 
of Buys & Hill, and purchased the 
John T ripp  Co. clothing stock and 
will continue the business a t the sam e

location. Mr. Buys will continue the 
hardw are business as heretofore. 

H ubbell— George S. H ebert. 70
yeaTS of 24re, died T hlursday n:ight in
S t. Jo«euh s hospital, HancoclV. He
wa native of Canada and came to

ugflion fifty - years ago. h l e was
Ho lUgiItOTl:s pioneer druggis t and
T W<:ntiMrve years ago left th a t village
t o locate i11 Grover, now the village

H ubbell
I len \  alentme Schroeder . aged

84, on the best kn<»wn confectioners
in the city . died at his home. Sept. 3.
M t 5 chr<*eder was aptlatently vvell until
f t  Viu minute s before his death which was
causeei by neuralgia <jif the hea n . He
starte<1 in 1the candy business with Wil-
liani Rider first and then went into busi
ness for himself at 48 Monroe avenue. 
For twenty-sevep years he conducted 
his store there and later started a whole
sale fruit store at 31 and 33 Griswold 
street The present store at 38 Wood
ward avenue was opened fourteen yeaTS  
ago. H e alsi ■ ran the Cry stal, a  branch 
store, at 30 Gratiot avenue, until Crow
ley. Milner & Co. took the property.

Manufacturing Matters.
D etro it—-The Burns-H ickey Co. has 

increased its capital stock from 
$100.000 to  $1.50.000

M uskegon—T he capital stock of the
P iston Ring Co. has been increased 
from $5.000 to  $13,000.

D etro it—T he Five Food K ernaL  
Food Co. has increased its capital 
stock from  $20,000 to  $100.000.

Pontiac—T h e In ternational H eat 
P roducts Co. has changed its nam e 
to  the Peninsular Steel Castings 
Com pany.

M uskegon—T he Shaw -W alker Co., 
m anufacturer of card indexes and of
fice supplies, has increased its capital 
stock from  $300,000 to  $400.000.

W oodland— C. D. S tevens has been 
obliged to  close his factory dairy on 
account of his inability to  dispose of 
his cheese. He has about $1.200 
w orth on hand.

F lin t—T he S terling  M otor Co. has 
engaged in business with an authoriz
ed capital stock  of $300,000. of which 
$150,000 has been subscribed and 
$30.000 paid in in cash.

Cheboygan—T he Mackinac S tra its  
Coal & Dock Co. has been incorporat
ed with an authorized capital stock 
of $100.000, of which $50.000 has been 
subscribed and paid in in cash.

E ast Jordan —  T he E ast Jo rdan  
Clay P roducts Co. has been organiz
ed with an authorized capitalization 
of $35.000. of which $30,600 has been 
subscribed and paid in in cash.

Alba—T he A nderson H andle & 
Lum ber Co. expects to  s ta rt its new 
mill th is week. A crew of sixty has 
been a t  w ork on the mill, and the 
yards aTe w ell stocked w ith logs.

E lm dale—W . E. Cham bers, m an
ager of the E lm dale Produce Co., is 
erecting  a cem ent apple evaporator, 
40x52, which will em ploy betw een 
tw enty and th irty  people during  the 
season.

D etro it—T he T raveler M otor Car 
Co. has been organized with an au th 
orized capital stock of $15,000. of 
which $10.850 has been subscribed, 
$850 being paid in in cash and $10,- 
000 paid in rn property .

Cadillac— Cobbs & M itchell (Inc.! 
are pu ttin g  a new foundation under 
the ir flooring plant. T he company 
will soon close its sawmill No. 1 for 
repairs, and when these are com pleted 
sawm ill No. 2 will cease operation 
until overhauled.

Shelby—W illiam  B utler has pur
chased the in terest of his partner, 
Daniel D. Rankin, in the Shelby Bas
ket Co., and will continue the busi
ness under the same style, assisted 
by his son Berl, who will learn the 
basket m anufacturing  business.

Bay City— O ne of the largest con
cerns in the U nited S tates has ob
tained an option on the dism antled 
p lant of the H ecla Cement Co. and 
350 acres of land at the m outh of the 
river. A belt line railw ay is included 
in the deal. T he site also has water 
transporta tion  facilities.

Bay City—T in ■ m aple fit1 or ing busi-
ness i:s m oving ;along s' 3 and an
i 11c reaise in the  1rolume of l>1LismeS'S is
rep o rt ed There■ is alsci a b etter feel-
ing as to  prices The Oiltput of the
p lan ts in the val ley wil]1 be cif norm al
size. T he geneiral demland for hard-
wood lum ber hoilds up wt‘11.

Sag]maw— ’The deman d 1for labpr in
lumbe ring operations 0 >ntimaes active
and 111tore work is bein:g <»ft«e*.red than
there is labor t<1 care ;fur it . Nearly
every plant is asking fu r help and
wages and conditions are excellent.
I f  trade  continues active there will be 
a g rea ter shortage of labor during the 
winter.

Cadillac—T he W illiam s Bros. Co 
is p reparing  for its w inter operations. 
Between fall and spring this company 
will put in from 7.000.000 to  6,000.000 
feet of hardw oods. It is the plan of 
this com pany to clean up its small 
trac ts of tim ber adjacent to  Cadillac 
before cutting  heavily from  tile large 
tract near E lm ira. I t  has peeled but 
little  hem lock this season, as its cut 
of this wood has been light.

E seanaba — The holdings of the 
U nited Logging Co. have been sold 
to  the K im berly-C lark Co.. M enasha, 
W is., and the newly organized Beaver 
T im ber Co., which is composed of the 
M enasha Co. and the Eseanaba M anu
facturing  Co., of Eseanaba. T he 
K im berly-C lark Co. has purchased all 
the holdings in the W atersm eet dis
tric t. while the  Beaver com pany has 
taken over the p roperty  on the Beav
er branch. I t  is understood the  two 
purchaser- will continue woods oper
ations on separa te  lines in the same 
way the U nited com pany has been 
doing. T he offices of the  U nited 
com pany a t E seanaba are being clos
ed and affairs of the the com pany are 
being tu rned  over com pletely to  the 
purchasers.

Reckless Sybarite.
In Concord. New H am pshire, they 

tell of an old chap who m ade his wife 
keep a cash account. Each week he 
would go over it, grow ling and 
grum bling. On one such occasion lie 
delivered him self of the  follow ing:

“Look here, Sarah, m ustard-p last
ers, fifty cents; th ree teeth  extracted, 
tw o dollars! T h e re ’s tw o dollars and 
a half spent in one week for your own 
private pleasure Do you th ink  1 am 
made of m oney?”
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{ S t a r
The Produce Market.

Apples— Red A strachan and D uch
ess com m and S3.50 per bbl.

A pricots—California, $1 per box.
Bananas—$3.75 per 100 lbs.
Beets—60c per bu.
B lackberries—$2 per 16 qt. crate.
Butter—Both creamery and dairy are 

moving steadily on the same basis as 
last week. The average quality- of the 
arrivals is very good, owing to  the con
tinued favorable weather. The market 
is healthy and no change in conditions 
seems likely in the near future. Cream- 
erv extras are now held at 27Ji>c in 
tubs and 28'i>@29^e ’n prints. Local 
dealers pay- 20c fo r No. 1 dairy grades 
and 17c for packing stock.

Cabbage— $1.50 per crate.
C arro ts— 60c per bu.
Cucum bers—25c per doz. fo r hot 

house.
Eggs—There is considerable shipping 

demand, and it is thought that cool 
weather will increase consumption. Some 
of the receipts arriving show signs of 
being held too long, and there is quite 
a loss in candling. Local dealers now- 
pay 20c loss off. Generally speaking, 
the summer egg supply- this y-ear has 
been above the average in quality. This 
does not mean that no bad eggs have 
shown up on the markets. This was 
not to be expected yet. and probably 
could hardly be expected even under 
conditions in the collecting centers that 
would approach the ideal. There has 
not been so much hot w-eather this sum
mer as last. That has helped. The 
pure food people have been active. That 
has helped. But the custom of buying 
eggs loss off is becoming much more 
common and is responsible, too, for a 
share of the improved summer qual
ity. Speed the day of universal loss-off 
buying—when the egg shall be bought 
for what it is. the same as the potato, 
the cabbage and the squash of our gar
dens and the grain and corn and hay 
of our fields.

Grapes—20c per 8 lb. basket for 
M oore’s E arly.

G reen O nions—12c per doz. for 
E vergreen  and 15c for Silver Skins.

G reen Peppers—$1.25 per bu.
H oney—18c per lb. for w hite clov

er and 17c fo r dark.
Lem ons—‘California and M essina 

have advanced to  $6 per box.
L ettuce— Leaf, 65c per bu.; head, 

90c per bu.
M usk M elon— O sage from  B enton 

H arbor d istrict, $1.50 per crate for 
la rge  and $1.25 for medium.

O nions—Spanish are in fair de
m and at $1.65 per cra te ; Louisvile 
$1.10 per 65 lb. sack.

O ranges—$4.25@4.50 for Valencias.
Peaches—Prolifics and C raw fords 

com m and $1.75 per bu.

Pears—$1.50 per bu. for sugar and 
$1.50 fo r C lapp’s F avorite ; $2 for 
B artletts.

Peas—$1.50 per bu. for Telephones.
Pickling Stock—Cucumbers, 20c 

per 100; onions, $1.25 per box.
P ieplant—85c per 40 lb. box for 

hom e grow n.
Plums—California, $1.50@'1.65 per 

box: $1.85 per bu. for home B ur
banks: $1.25 for Guiis; $1.50 for 
B radshaw s; $1.25 for Lom bards.

P o ta toes—75c per bushel.
Poultry— Local dealers pay 12c for 

b ro ilers; 10c for fow ls; 5c for old 
ro ste rs: 7c for geese; 8c for ducks; 
10c for turkeys. T hese prices are 
for live-weight. D ressed are 2c 
higher.

Spinach—60c per bu.
T om atoes—$1 per bu.
Veal —  5(3 l ie . according to the 

quality-.
W aterm elons— Indiana stock is in 

s tronge dem and at $2.50 per bbl. of 
10.

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

W hortleberries—$2 per crate of 16 
quarts.

The Grocery Market.
Sugar—Raw-s have advanced several 

points by reason of a variety of specu
lative reasons, and the outlook is for 
little if any lower prices before Octo
ber, when the season of heaviest de
mand will be over. Refined sugar is 
nominally unchanged. Refiners are still 
quoting on the 5.10 basis for granulated. 
Now that Congress has adjourned the 
market will, it is thought, be more set
tled than it has been for several w-eeks 
on account of the prospects of a change 
in the duty.

T ea—T he m arket continues quiet, 
w ith no th ing  of special in terest to 
note. T he Japan m arket is higher 
than  in this country- and new teas are 
held a t a firm figure. T he new crop 
is no t considered to  be equal in either 
style o r cup quality to  those of last 
season. Cey-lons and Indias rem ain 
firm. New Form osas are lj4@ 2c 
higher than  last year. T he sum m er 
teas do no t show as fine a quality as 
last season, although prices are steady.

Coffee—All grades of Rio and Santos 
and milds are steadily maintained on 
last w-eek’s basis. The demand for cof
fee is only fair. Java and Mocha are 
unchanged and quiet.

Canned Fruits—Apples are unchanged 
and dull. California canned goods are 
unchanged and in practically no move
ment from first hands. Deliveries of 
new goods w-ill commence very shortly. 
Small staple Eastern canned goods are 
unchanged and quiet at the moment. 
The trade are still uninterested in new 
pack Eastern peaches, in spite of the re

duction in price. This reduction is much 
larger on Baltimore brands than in 
others.

Canned Vegetables—Corn is wanted 
to some extent at unchanged prices. 
The crop outlook is bad and many of 
the main packing sections will make 
very short deliveries. Peas are un
changed. scarce, firm and high. There 
has been no material change in the 
price of tomatoes during the week. 
Receipts of new pack are arriving free
ly- and while the quality of some grades 
is very fine, others are said to be a 
little green. Present indications are 
such, with the season closing on the 
packing of peas, that prices are sure 
to remain high. Some grades are of 
a poorer quality than in 1911.

Dried Fruits—Raisins are quiet, but 
there is strong talk from the coast about 
short crop, although buyers are not act
ing on it as yet. Currants are in sea
sonable demand at unchanged prices. 
There is some little demand for peaches 
and prunes at unchanged prices. New 
apricots are being offered at previously- 
quoted prices, but the trade are not very 
keenly interested.

Rice—Stocks in jobbers’ hands are 
not large and reports from primary- 
markets are to the effect that millers 
are holding their supplies very firm at 
present quotations.

Cheese—The rains of the past month 
have kept pasturage so rank that the 
yield will be larger than usual the latter 
part of the season. The market is 
easier and a decline of V>c per pound 
was put into effect during the week on 
Wisconsin and Young American cheese. 
The demand continues fine for the 
month o f September.

Fish—Cod. hake and haddock are be
ginning to come into some demand at 
unchanged prices. There has been con
siderable demand for future red Alaska 
salmon, prices on which are 20@35c per 
dozen lower than a year ago, but the de
mand for new pinks is small because 
most buyers are loaded up with last 
year’s pack. Domestic and imported 
sardines are unchanged and in moderate 
demand. Norwegian brands are inclined 
to be firm on account of trouble in the 
primary- market affecting the produc
tion.

Provisions—Smoked meats show an 
advance of about }4c for the week. 
Pure lard shows another J4c advance 
and compound is firm but unchanged. 
The consumptive demand is good. Bar
reled pork, dried beef and canned 
meats are all steady and unchanged with 
a fair consumptive demand.

The G rand Rapids L aundry Co. 
has been organized for the purpose 
of carry ing  on a general laundry- busi
ness, repair w ork and the m anufacture 
of articles of clothing, with an au tho r
ized capital stock of $12,000, of which 
$7,530 has been subscribed, $1,090 
being paid in in cash and $6,440 in 
property .

A D urand correspondent w rites: 
R. C. M ackey has accepted a posi
tion as traveling  salesm an for the 
Signet Oil Co., of Cleveland, m anu
factu rer paints, oils, etc. Mr. M ackey 
will re tain  his residence in the Hub.

If  a m an is convinced against his 
will he isn’t.

Jackson Grocers Invade Lansing 
W ithout Notice.

L ansing Aug. 30—A bout 200 Jack- 
son grocers and the ir friends came to 
L ansing on the m orning in terurban 
cars yesterday on the annual g rocers’ 
excursion and rem ained in the city 
until evening. A band accom panied 
the v isitors and helped to  liven up 
the crowd of fun seekers on the cold 
m orning. T he Jackson people had 
no special plans for the day and put 
in their tim e at no one park o r resort. 
Some of them  w ent out to W averly 
park; o thers took the Pine lake cars 
and still o thers w ent to M oores park 
and to the M ichigan A gricultural Col
lege.

In the afternoon  many of the v isit
ing grocers and their friends attended 
the baseball gam e betw een Lansing 
and Jackson. T he gam e was sched
uled for Jackson, but on account of 
the num ber of Jackson fans com ing 
to this city it was decided to tran s
fer the game.

John  Affeldt. Jr.. Secretary of the 
G rocers’ and M eat D ealers' A ssocia
tion of L ansing said that the Jackson 
grocers had not notified the local 
organization  of their com ing and that 
noth ing had been planned in the way 
of en terta in ing  the visitors.

T he trip  to  L ansing  is the first 
m ade by the Jackson grocers. Each 
year they go to som e city for a day 
and go m ore for sight-seeing and 
form ing acquaintances with their 
custom ers than for entertainm ent by- 
g rocers of the city they visit.

Too Many Kinds of One Article. 
T here is a danger of stocking up 

with too m any kinds of one article. 
Consum ers have their likes and dis
likes, and they- are very- often shown 
in the m anner in which theyr take 
hold of various kinds of m erchandise. 
You m ay have som ething th a t is quite 
sa tisfactory  to  all your custom ers. 
Influenced by a salesm an or o ther 
persuasion you put in a new brand of 
the same kind of stock. Some one 
will like it and sw ear by it. T hen you 
will have to  keep it in stock to  sa tis
fy th a t custom er, while the o thers 
will rem ain true to  th a t which you 
first handled. A few breaks of this 
kind will have your stock so cut up 
it will be im possible to  have a large 
supply of anything. You will be 
com pelled to please m ore different 
people w ith different goods than  is 
at all necessary. T hus you keep too 
much capital tied up. I t  is b e tte r to 
have few er varieties and concentrate 
your buying. I t  is am azing how much 
can be to taled  in a little  here and a 
little  there. In  each instance there 
will be a surplus and th a t surplus re
p resen ts so much idle m oney.

A H arvard  p rofessor has succeeded 
in m aking "h o t’’ ice. T h is ice is p ro
duced by pu tting  the w ater under a 
pressure of m ore than  20,000 atm os
pheres, o r 300,000 pounds a sguare 
inch and some has been m anufactured 
having a  tem peratu re of 173 degrees. 
T h a t kind of ice would do for some 
w in ter’s day w hen the therm om eter 
is away below zero.

Persons loyal to  the same th ing  are 
loyal to  each other.

mailto:4.25@4.50
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Keeping a Store D oes Not Keep
You.

W ritten  tor the Tradesman.
Store-keeping alone floes not create 

business: it is passive: no salesmanship 
it; involved.

The trade of to-day must be sought, 
not waited for. And success comes to 
the most energetic seeker.

The merchandising field resembles a 
forest where a number of hunters pu r
sue a single q u a rry : a keen eye. an 
accurate weapon, a good dog and a 
thorough knowledge of the forest will 
often enable one sportsman to carry off 
the game.

But even he must make his shots 
count or he’ll find the sport too ex
pensive to  engage in.

Likewise the tradesman. He may 
land many customers—and do it at a

Trade-seeking must be efficient. Ev
ery expense maker must alsi i be a sales 
maker. The store must be more than a 
warehouse. As such, it fails to pay 
its rent

The windows must be more titan light - 
sifters They waste space unless they

The shelves must do more than sup
port goods: they must display goods.

E ven inch of counter and shell” space 
must be a part o f the team that pulls 
the store to  profits. Each item must 
give point t< i the salesman’s talk. O ther
wise the latter is as ineffectiwe as a 
book-agent without a  book.

Team work such as we defined is the 
solution of even problem the merchant 
has to  face.

Do the various members of your own 
mercantile team pull ip the same di-
recti on : Are they al i -working toi►vards
the samt* .goal r

Do all the goods you carry faave a
chance to attract tht attention o i the
casual shopper?

Remember this. You and your store
will nev er reach eificiency until every
expense m aker is a iiTofii maker itoo.

Gan y ou afford to spend montgy on
clerks w ho pToduc:: n-n sales r

l a n  you aft'ird to pay the wages of
delivery boy’s wh never deliver the

You not only cannot afford it. but 
never on earth would you be guilty ni 
such foolish expenditures.

Then why will you continue to sink 
viiur money in merchandise and deny 
these ven  goods the chance of helping 
them sell them selves:

Goods a  re m ote effective salesmen
than any human being T heir appear-
anoe alont outweighs the so-called talk-
mg ponti -. of a  clever clerk. I t  you
doubt tfrh-■ fact, carefully hide all your
goods and1 depend wholly on the ability
and 1word of a  sales person 'i ou know
that pOI! wouldn't even dart to make
tht experfment suggested here. Ler-
ram rum would be the  result.

E v en  wise merchant knows that the 
•first, last and best move any clerk can 
make is to display the goods he’s try 
ing to  sell. Then i t  the latter are 
worffav merchandise, they will do the 
r e s t

Hidden goods kill sales No profit 
was ever automatically made by an item 
buried in a  storage bin, and the chances

of selling an article multiplies with its 
ease of being seen.

"The easier seen the easier sold” is 
a mighty good maxim for an ambitious 
merchant.

Therefore, the perfectly efficient store 
will have every item it sells within easy 
reach of the glance of a possible pur
chaser. No goods will be tucked away 
beneath a showcase. No merchandise 
will be buried beneath a  pile of over
stocks

Even if you can’t have a  perfectly 
efficient store, there’s no statute prohib
iting you from aiming at this ideal. 
You can at least try to have every ele
ment pushing towards greater sales.

You can make better salesmen of your 
windows by limiting them to just the 
right quantity of merchandise and by 
ticketing the latter with price cards.

You can make your shelves a  part of 
the salesmaking machine by limiting the 
quantity of goods they contain and in
creasing the variety.

You can enlist the aid of every bit 
of merchandise you carry by refusing 
to buy more than yon can display effec
tively.

Did you ever hear of the Pass of 
Thermopylae: That was the place
where a few hundred Greeks held a 
million Persians at bay. In the narrow 
mountain defile a handful of fighters 
was as good as a horde .

Despite their huge array, the P e r
sians could use but two men at a  time, 
and their million did m i more execu
tion than the Greeks’ two hundred.

T h a t 's  why a variety store, with its 
great variety and small quantity, is often 
more profitable than its big neighbor 
or competitor. It is often true that the 
latter has stock enough and room 
enough to furnish a dozen of the smaller 
stores,, but. like the unwieldy army just 
referred to, in the narrow  range of the 
hover's attention it can bring no more 
force to heaT than the variety store.

Then since the latter has less over
head expense, it may easily prove the 
wrrmer in the race for profits.

Quantity buying may save one or two 
cents on the dozen, bui it gives no other 
advantage. A certain store is capable 
of showing only so many of a line at 
a time and. as we have already said, the 
unseen goods make no sales.

This, however, is not true of Ameri-
can retailers Stock replenishment is
q mcix and eatsy. T he jobber’s business
is 1<» carry t he surplus stock, and it is
the business of the retailer to let him
do t

To be a slave of quantity, therefore, 
is folly. Anderson Pace.

Those Germs Again.
A Pennsylvania student, hurry ing 

out of Pow elton avenue, was stopped 
by a  friend.

"W h at's  your hurry?" asked the 
friend "A  good case?"

“A good case? R a ther!” said the 
student “W e've got in the ophthal- 
mologica] w ard a  wom an so cross
eyed th a t the tea rs  ru n  down her 
hack.”

■“D ear m e!” said the  o ther. ‘‘You 
can’t  do any th ing  for her. can you?”

“ Of course we can,” the student 
answ ered “W e are trea tin g  her for 
bacteria ”

W hat Some Michigan Cities are 
Doing.

W ritte n  fo r th e  T rad esm an .
N ew spaper correspondents have 

once m ore rem oved the G rand T runk  
shops from  P o rt H uron  to  B attle 
Creek, but the fact is that the shops 
still rem ain in the T unnel City, em
ploying over 600 men.

T he P ort H uron  & N orthern  elec
tric road, operating  to  L ex ing ton  and 
o ther poin ts in the T hum b, is being 
prom oted  at P o rt H uron  and that 
city is asked to  take stock to  the 
am ount of $100,000 in the enterprise.

The Grand T runk  is extending it? 
trackage facilities at Pontiac in order 
to  store  m o re  autom obile cars there 
and avoid a car shortage.

Saranac has bought land adjoining 
the village park, to  be used for race 
purposes and ball gam es.

M uskegon business m en will have 
a "sm oker" soon to m ake plans for a 
“boost M uskegon” campaign.

R eports from  E ast L ansing indicate 
a large attendance at the Michigan 
A gricultural College th is y’ear. T he 
school opens Sept. 23.

T he W holesalers and M anufactur
ers' A ssociation of Saginaw has com 
pleted plans for a  trade  extension 
trip  of four days, sta rtin g  Sept 24. 
Central Michigan te rrito ry  will be 
visited as far west as Ionia.

T he Castle Lam p Co., B attle 
C reek's new est concern, has nearly 
200 men at w ork and expect? to dou
ble th is num ber scon.

T he H ess-Poutiac Spring & Axle 
Co., of Pontiac, is building large  ad
ditions to  its fact rv and will double 
the output th is vear. The present 
force of 200 men will be increased to 
400.

The patriot reports a house famine 
in Jackson, st.tt.ng that there are  less 
than tw en ty  em pty 'houses in the city 
at the present time.

T he N ortheastern  M ichigan A sso
ciation is planning ioT a b:g fair at 
•>cy Ct.y th is fall. T he g roan  is will 
be lighted by electricity  and the  show 
will be open evenings.

T he woolen m ills of the H orner 
Bros., a t E aton Rapids, have grow n 
from  small beginnings to be the main 
m anufacturing  institu tion  of the city, 
with a weekly payroll of nearly $2,000.

T he Ann A rbor Railroad will build 
a new freight depot at Cadillac in the 
spring.

Bronson has a new factory for the 
m anufacture oi sheet m etal goods.

T he city council of Saginaw has 
authorized ano ther vote on the p ro 
posed street car extensions for that 
city, to  be held Oct. 1.

T he C entral M ichigan Produce Co. 
will spend $20,000 fo r new buildings 
and im provem ents at Alma.

W. E. Cham bers, produce dealer of 
E lm dale. has sta rted  w ork  on an 
apple evaporator.

< itsego does not like the la test 
plans of the prom oters of the Grand 
R apids-K alam azoo electric lime to  
run  parallel w ith th e  G. R. & I. road, 
strik ing  east of O tsego.

B attle Creek is prom ised new cars 
and an im proved stree t car service.

U pw ards of 300 m em bers of the Bay

City B oard of Com m erce attended 
the Caro fair on Bay City day.

A lm ond Griffen.

Takes a Fall Out of the Credit 
Man.

Evansville, lnd., Sept. 2—Anderson 
Pace's article entitled “Making Sales 
By Mail” and which was published in 
the Tradesman August 2b reminds me 
of how m anufacturers and jobbers could 
retain their old customers.

Mr. Pace’s article is over flowing with 
good advise to the retailer, but I am 
going to try to advise the manufacturers 
and the jobbers how to retain their good 
old customers.

In my retailing career of twenty-five 
years I have had much experience. 
W hen I began 1 did not have a dollar 
in cash to buy the half interest of the 
business. 1 gave three notes to the 
amount of eight hundred dollars for 
three years, and did not pay a cent on 
the notes for the first year, but did pay 
them all in two years.

Every business man can realize where 
1 was with such news going over the 
country. Some of the credit men in 
some of our largest manufacturing and 
jobbing houses are to-day kicking them
selves for not writing me the right 
sort of letters.

In my opinion, a credit man in any 
house ought to know who he is dealing 
with. He gets too material and works 
like old wornout machinery and writes 
to everybody alike. As long as a retail
er is human, he is not going to stand 
for such treatment.

Remember, I  have never allowed a 
draft to be returned and I always ex
plained matters in full, but 1 have run 
across some of the biggest fools in this 
country, and have found them among 
the credit men in some of the largest 
houses in the country.

They all know me now and would 
ship the whole plant to  me if I ordered 
it. but those old sore-heads can go away 
hack and sit down. I can get along 
without them—if they could get along 
with me.

There are a few jobbers in this city 
who could not sell me five cents’ worth 
of goods—at half price.

Twenty-five years ago I needed pro
tection and I got it, and I got it from 
houses who are getting all of my busi
ness to-day in their respective lines, 
and as long as I live they shall con
tinue to get it—if they continue to treat 
me as they have—and they will con
tinue to do so. for they know the above 
are facts.

Too many credit men are persons 
without experience as to what a retail
er is up against, and if they find an 
honest boy working from early mom 
until late at night attending to his busi
ness. they ought to know this young 
fellow needs special attention, but the 
old cold business methods some people 
use are not fit to  feed to the hogs.

Why is it that so many young men 
fail in business? Thousands o f rea
sons why. But the m anufacturer or 
the jobber with the right kind of credit 
man behind him could eleminate many 
of these failures.

It all could be done byr making old 
customers stick by mail.

Edward Miller, Jr.
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Guide-Posts for the Merchant. 
W ritten  fo r th e  T rad esm an .

High prices do not make high quality: 
hut high quality can not be produced 
at a low price.

Only by frequent comparison of goods 
can one keep posted as to quality.

To earn a livelihood the merchant is 
dependent upon the good will of the 
buying public.

No merchant can afford to give away 
all his profits to please his customers.

Ordinarily it is supposed that the lead
ing line in an advertisement represents 
the leading line of goods.

The market price of produce is not 
always the same with all dealers in 
town. There are instances where one 
dealer can pay more for certain pro
ducts than another because there is a 
greater demand or because he has cus
tomers who are able and willing to pay 
more than others for first-class pro
ducts.

People generally understand that the 
merchant is not in business for the pur
pose of supplying people with goods 
without any pay for his services. There
fore. to claim to sell goods at cost or 
at a loss is liable to create distrust.

Confidence in the merchant will make 
sales of goods when the purchaser can 
not trust his own judgment.

No true friend will advice going in 
debt unless he believes in the ability 
and intention of the person advised to 
pay such indebtedness at the proper time.

The merchant loses confidence in the 
m anufacturer who lowers the quality 
of goods and still sends them out under 
the same brand. Better to maintain 
the quality even though the price must 
be increased.

Every worker is entitled to living 
wages. But the merchant can not fix 
a definite price for his services in deal
ing with each person. The time con
sumed in making a sale may be either a 
very small or a very great factor. In 
the latter case the margin of profit must 
be greater.

The cost of goods includes transpor
tation charges, interest on money in
vested. a proportionate share o f ex
penses for rent. fuel, lighting, clerk hire, 
advertising, insurance, unavoidable loss
es. stationery, postage, etc. Over and 
above a percentage to cover all known 
expenses there should be enough to pay 
the merchant a reasonable yearly salary. 
How else can he get any pay for the 
time devoted to waiting on customers, 
studying the needs of his patrons, in
vestigating as to where and how to buy 
goods, guarding, supervising, instruct
ing and constantly planning to carry on 
his business for the best interests of 
all concerned?

The merchants wife who reads a trade 
paper will naturally be a greater help 
to the establishment than one who does 
not read anything along that line. This 
is true even though the wife does not 
assist in the store. W here she does help 
wait on customers or assists with other 
duties connected with the business she 
will gather helpful hints from the trade 
paper and put them in practice herself 
or offer suggestions to her husband 
when ever opportunity affords.

It is far better that customers get the 
impression that a merchant is in busi
ness to make money, fairly and honor
ably, than to read his advertisements of

goods at cost or constantly hear him 
telling that lie is not making any money.

The loss o f the use of money owed 
by customers who are good pay is just 
as real a loss as debts which are never 
paid. Because such loss can not be ac
curately computed, can not be definitely 
known, it is apt to be fa r greater than 
usually supposed.

The mechanic must have a complete 
set of tools and they must be in work
ing order if he does good work and 
does it expeditiously. The farm er must 
have an adequate equipment of teams, 
tools and farm machinery in order to 
get crops sown and harvested in sea
son. But the merchant can use a part 
of his working capital for speculation—■ 
for outside investm ent; he can deplete 
his supply of ready money by drafts for 
personal or family extravagance. This 
is why some merchants are never pre
pared to meet bills prom ptly; are always 
in hot water about bills payable or 
continually harried by creditors. They 
are using their wages before pay day. 
Yes, m ore; they are using more than is 
their due. E. E. Whitney.

Doings in the H oosier State. 
W ritten  fo r th e  T ra d esm an .

T he E ast Side Industria l Im prove
m ent A ssociation of South Bend is 
tak ing  steps to  abate the billboard 
nuisance. O rdinances of o th er cities 
covering th is m a tte r  have been stud
ied and the  one fram ed by Grand 
Rapids will probably be adopted.

The park com m issioners of M isha
waka are asking the citizens of th a 1: 
city for suggestions as to  the nam es 
for the new city parks. M ishawaka 
will take front rank for its parks and 
boulevards when the w ork now under 
way is com pleted.

T rack  elevation w ork in Ind ian 
apolis has finally started , a con tract 
having been signed w ith the P enn
sylvania road for elevation of the 
tracks of the J. M. & I. division from  
South stree t to  M orris street. The 
cost of th is w ork is estim ated at 
$75,000. of which 75 per cent, will be 
paid by the railw ay com pany.

O w ing to  the burn ing  of the a r t 
hall building and the building of St. 
M ary 's river bridge, the G reat N o rth 
ern Indiana fair a t D ecatur has been 
put over until nex t year.

A deal has been closed at Fit. 
W ayne w hereby the C entral U nion 
T elephone Co. purchases the ex
changes of the D elaw are and Madison 
Counties T elephone Co., a t Muncie, 
A lexandria and E lw ood, with the toll 
lines connecting these cities. Thus 
the Bell in terests absorb  ano ther 
Indiana independent. T he P roperty  
sold com prises a to ta l of 4.000 sub
scribers and the price paid w as $400.-
000. T his basis will yield bond
holders approxim ately 77.5 for hold
ings which cost them  85.

Ft. W ayne fair will be held the 
second week of Septem ber. L iquor 
selling has been cut out and th e  
show s on the “ P ike” have been strict- 
lv censored, m aking the grounds a 
safer and cleaner place.

A lm ond Griffen.

The retail business does not take you 
directly to Easy Street, but there is 
some satisfaction as well as hard work 
on the way.

Production of E ggs Varies Consid
erably.

The production of eggs varies con
siderably from  m onth to m onth. A 
record  m ade from  a large num ber of 
flocks in the last several years cover
ing various portions of the U nited 
States, show s that for every year 1,000 
eggs produced in a year approxim ate
ly 66 are laid in January , 71 in Feb
ruary, 124 in M arch, 134 in April, 133 
in May. 107 in June, 96 in July, 86 
in A ugust, 62 in Septem ber, 42 in 
O ctober. 31 in N ovem ber and 48 in 
December. A good laying hen ought 
to produce 200 eggs a year, but the 
average run of hens do not produce 
much, if any, m ore than  100 a year.

F o r every 1.000 eggs m arketed  (bas
ed upon receipts a t New York, St. 
Louis and M ilwaukee in the last ten 
years) approxim ately  33 are m arket
ed in January , 47 in February , 128 in 
M arch, 168 in April. 153 in M ay, 119 
in June. 87 in July, 76 in A ugust. 64 
in Septem ber, 53 in O ctober. 39 in 
Novem ber, and 33 in December. If 
we let the sum of the m onthly index 
figures of prices (average prices of 
fresh eggs at twelve cities, 1902-1911) 
for the year be represen ted  by  100, 
the index price will be approxim ately 
105 for January , 89 for February . 71 
for M arch, 66 for April. 65 for May, 
64 for June, 67 for July, 75 for August, 
84 for Septem ber, 94 for O ctober. 107 
for N ovem ber and 113 for December.

L etting  100 represen t the average 
price paid to  farm ers of the U nited 
S tates in the m onth when prices are 
lowest, the average on the first day of 
each m onth in the last th ree years 
was 180 on January  1. 153 on Febru
ary 1. 118 on March 1. 100 on April 1, 
102 on May 1, 102 on June 1, 101 on 
July 1. 104 on Septem ber 1. on < )cto- 
ber 1. 146 on N ovem ber 1 and 171 on 
D ecem ber 1.

Educational W  ork.
T he follow ing placard has been sent 

out to  the  trade  by B atchelder & 
Snyder Company, la rge  operato rs in 
Boston:

"E ggs are being bought and sold 
m ore and m ore on the basis of quali
ty. A ccording to  the careful prepared 
sta tistics, the estim ate of the value 
of the pou ltry  and egg ou tput for the 
U nited S tates was upw ards of $600. 
000.000 last year—g reater than  the 
wheat or co tton  crop—and the loss 
occasioned by poor handling estim at
ed to  be $100,000,000 annually. O f 
th is am ount New England is losing 
its p roportion . No o ther business 
in the w orld could stand such a 
shrinkage. The trouble arises from 
careless o r ignorant handling at some 
point from  the hen to  the con
sumer. T he bulk of this trouble 
occurs before the goods reach 
the receiver in the city or large 
tow n, w here he is equipped with re
frigera to rs and facilities for proper 
handling. W e desire to do our part 
to  save some of th is loss; and in this 
connection we offer to egg handlers 
the follow ing suggestions:

1. P rovide yourself w ith a suitable 
light for exam ining all eggs th a t you 
buy.

2. Pay a good price for good eggs, 
and a low price for poor ones.

3. Keep the qualities separate, and 
ship often ; never hold over three 
days, and always keep in a cool, dry 
place.

4. Keep w hat eggs you sell in your 
store in small baskets and always 
em pty the baskets before pu tting  
m ore in. Never put fresh eggs on 
top of o thers in your baskets.

5. Do not wash eggs, as w ater 
opens the pores of the shell and caus
es rapid decay.”

Frozen and Dried Eggs.
Frozen and dried eggs intended for 

human consum ption are largely used 
for cooking purposes w here inferio ri
ty may be concealed, as in baking 
cakes o r m aking custards, om elets, 
pies. etc. T he traffic in eggs sold for 
d ry ing and freezing has greatly  in
creased in the past few years. S tric t
ly fresh m arketable eggs in the shell 
com m and a high price and there is 
difficulty in m eeting the dem and for 
them ; but large quantities of ques
tionable eggs, often bought at very 
low prices, have been broken out for 
cooking purposes by disreputable 
firms, being preserved by freezing or 
dry ing until ready for use. Some 
dealers, however, m anufacture a sa tis
factory  product by the use of good 
eggs handled under p roper condi
tions.

T here is no objection to  drying or 
freezing good eggs under proper 
sanitary  conditions; in fact, there  are 
some advantages to  be gained by p re
serving eggs in this m anner, although 
the m anufacturing  processes devised 
by man. as a rule, do no t im prove the 
quality of natu re 's  work. Conditions 
of m odern life and com m erce must, 
however, be met, and dried eggs in 
a frozen condition may be shipped 
long distances, and require less space 
for transporta tion  and sto rage than 
do eggs in the shell.

As the  resu lt of investigations in
stitu ted  by Secretary  W ilson, the 
U nited  S tates D epartm ent o f A gri
culture  has recently  issued tw o pub
lications th a t give practical sugges
tions for- correcting  some of the ex
isting  practices and conditions which 
are at least partia lly  responsible for 
the unsatisfactory  products now- 
found on the m arket. T hese publica
tions are Bulletin 158 and C ircular 
98 of the  Bureau of C hem istry, en
titled. respectively, “A B acteriological 
S tudy of Shell. F rozen and D esiccat
ed E ggs" and "P ractica l Suggestions 
for the P repera tion  of Frozen and 
D ried E ggs.”

FOR SALE—Above four room bung
alow and twenty acres land. under irri
gation. set to 4-year-old apple, pear and 
peach trees, located in the Grand Valley. 
Colorado. Two miles from Clifton. A 
fine opportunity as a business proposi
tion. or for one seeking a change of 
climate. H. J. Melis. 812 S. Lafayette 
Ave., Grand Rapids, Michigan.
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D EV O T ED  TO  T H E  B E S T  IN T E R E S T S  

O F B U S IN E S S  M EN.
P ub lshed  W eek ly  by

T R A D E SM A N  COM PANY  
Grand Rapids, Mich.

S ubscrip tion  P rice .
One do llar p e r  y ea r, p ayab le  s tr ic t ly  In 

advance.
F iv e  d o llars  fo r s ix  y ea rs , p ayab le  In 

advance .
C anad ian  su b sc rip tio n s, $2.04 p e r  year, 

payab le  in  ad v a n ce .
S am ple  copies. 5 c e n ts  each .
E x tra  copies of c u r re n t issues. 5 c e n ts  ; 

of is su es  a  m o n th  o r  m ore  old, 10 c en ts ; 
of issues a y e a r  o r  m o re  old, 25 cents.
E n te red  a t  th e  G rand  R ap id s  Postoffiee 

a s  Second C lass M a tte r .
E . A. S TO W E. E d ito r .

September 4, 1912

SO U N D  POLICY.
The ruling of the State Railroad Com 

mission. made lasl week refusing the 
application of the V ermontville Farm 
er.--' Telephone Co. permission to do 
business is of great importance and in 
terest as marking a complete change in 
the public policy toward the utility cor
porations. The theory and practice al
ways has been that the way to deal with 
a corporation- whose service was un
satisfactory or whose rates were thought 
to be too high was with a battle axe; 
that is, by the organization of a com
peting company tha t would give what the 
old company refused. The new policy, 
as enunciated by the State Commission 
Iasi week, is that when grievances exist 
the remedy is not in competition, hut 
in an appeal to the regulative authority 
of the State Commission. U nder the 
old theory Grand Rapids. Detroit." Sagi
naw and some other towns in  the State 
at various times have had competing 
street railway and gas comnanie? to 
rented) eh iter real or imagined ev ils; 
tin -rival.- would have a fierce war of 
rates for a few months untd one or 
the other -wen; broke, and then the -sur
vivor would tak e  over the -remains, add 
the entire -coat o f the w ar to its  capitali
zation or bonded indebtedness and  make 
rust -si much m ore  fo r the public to. be

and it was increased to  $12 a year. 
The $12 rate was continued until July 
a year ago and was then increased to 
$15. The patrons of the exchange took 
violent exceptions to this increase, held 
mass meetings to protest and then de
termined to organize a new exchange of 
their own which should continue the 
old $12 rate. Before a new public util
ity corporation can begin business in 
this State, under the Giles law, it must 
receive permission from the State Com
mission in the form of a certificate of 
convenience and necessity. In this case 
the certificate has been withheld on the 
broad general ground that the remedy 
for the evils complained of is not in 
establishing a competing company to 
divide a business that is not large enough 
to give one company a decent support, 
hut in an appeal to the State Commis
sion. W hether the $15 rate is exorbi
tant or not is not discussed, but if V er
mont ville is dissatisfied the Commission 
will hear the evidence on both sides and 
make a ruling accordingly. I t  is pointed 
out. however, that from a small village 
exchange the company has grown until 
ii has $20.f'(;'.v or $30,000 invested, with 
eighty miles of pole line and spreads 
over sixty square miles of territory. The 
company’s expenses may have grown 
with its growth in size, and its State 
taxes under the new methods of taxa
tion certainly have grown from  $144 
under the old law to $486. A new com
pany to divide the business would not 
remedy the evil complained of, but 
would simply entail waste and loss, and 
poor service would inevitably result, 
and the public in the end would suffer. 
The enmmieeion in its ruling discusses 
what has always been held the divine 
right of men to  engage in any business 
they may desire and sets up the doctrine 
that the rights of the general public are 
paramount to private rights, that the 
rights of the general public, both in 
Vermontvilie..and outside, to  good serv
ice at reasonable rates m ust be given 
consideration and protection. The gen
eral public will not be better served by 
competing exchanges and it will not he 
to the-interest of the \  ermontville peo
ple themselves to be compelled to m ain
tain two systems to do-the work which 
one -exchange can do better.

The ruling1 of the Commission tin this 
case-is eminently sane. It-gives tangible

nn  - should in -monopolies in their p a r
ticular field?, and "that a s  monopolies

saseguatrafct agains: extortion o r  poor

m atter of time when this sound policy 
will be established and recognized in 
every state.

FOR T R A D E  E X T E N SIO N .
The wholesalers and jobbers will hold 

a dinner meeting at the Pantlind F ri
day night to complete arrangements fo r 
the annual trade extension excursion. 
The itinerary being arranged by the 
Transportation Committee will be re
ported and acted upon and the program 
of entertainment will also be considered. 
The excursion this year will be on the 
Fere Marquette southward to St. Jo 
seph, then across to Sturgis or W hite 
Pigeon and home by way of the Lake 
Shore. The start will be made the 
morning of Sept. 24 and the return 
will be the night of Sept. 27. Stops of 
front half an hour to half a  day will 
he made at the stations along the way. 
The trip  will be made by special train, 
as in former years, with diners a t
tached, and the brass band taken along 
last year made such a hit that this will 
undoubtedly be repeated, and it is pos
sible that a male quartette may also be 
taken along. It is expected between 
eighty and one hundred of the city’s 
leading business men will take the trip 
and the experience of form er excursions 
teaches that it will be of great trade 
value.

This city has a very substantial trade 
in the Saginaw valley and the Thumb 
district and there is a strong sentiment 
in favor of making a trip into that ter
ritory by a second excursion in Octo
ber. The possibilities of getting up a  
party large enough for such a trip  is 
being canvassed and a decision will soon 
be reached.

The trade extension excursion last 
year was north on the G. R. & I. to 
Mackinaw and the year before north 
on the Pere M arquette and branches to 
Petoslcey. Three years ago it was east 
on the Pere M arquette to Howell and 
thence home by way of Durand and 
Greenville. These trips have been of 
great value to the Grand Rapids m er
chants in getting acquainted with their 
trade and territory and among other 
benefits, they have been instrum ental in 
-materially improving freight service to 
many points.

The plans being made for the Grand 
Rapids annual recalls what others are 
doing in the same direction. T he P itts
burg m anufacturers and jobbers are 
planning an excursion that will take 
them into a dozen or m ore states. They 
have included Grand Rapids in  their 
itinerary and will be the city’s guests 
(>: September 11, They will travel in 
a special tra in  of twelve coaches, four 
< i ; them t> > he used fo r the exhibition 
■ Pittsburg products. T he -train itself, 
From locomotive in front to  th e  tail 
lights wall he ©3 P ittsbu rg ; m ake and 
a many as possible o f Pittsburg’s va
ries industries will fee represented -in

vis;t Detroit sand Lansing before a tn v -  
tmg her-: and  from  Grand 1? ip iir  will 
-g i *3£a4ahsazoi and then -westward

sir! eoffifMtar throng) Oklahoma, t< > 
T ex tsa n d  m -  wav of Arkansas 

asm tars» war "Hie traveier.- are -ex 
orcre 4. jrrrtv here About -noon and

of Commerce Committee of 100 a t lunch 
at the Pantlind.

The Battle Creek and Allegan mer
chants have been doing some trade ex
tension traveling into the rural districts 
by automobile and the idea is one other 
towns in the State might well take up. 
About twenty automobiles were enlisted 
for each trip  and enough went along 
to fill them, taking an entire day. The 
trip was to enable the merchants to find 
out what the farm ers want, how mer
chants can improve their service to 
please the farmers, and what the city 
as a whole can do to better accommodate 
the visitors from the countrv. The 
policy in most towns has been to let the 
farm ers come in and make their wants 
known, but the Battle Creek idea is to 
go to the farmers, get acquainted noth 
them and try  to please them. The first 
trips were a pronounced success and 
will probably be repeated.

T H E  LOCAL FAIR.
You take pride in it. Of course you 

do! And while the desire to help 
make it a go may dem and some self- 
sacrifice th is is usually made. Per
haps you rent a booth and cart over 
a lot of m aterial, tak ing  the chance 
of dam age. W hat are the results? 
You have yourself seen people hurry 
past w ith the rem ark, “only advertis- 
mg.“ T his is no t very flattering, to 
say the least, and you feel like saving 
your tim e and m oney ano ther year, 
ra th er than risk being regarded as 
an interloper.

Yet you have it in your pow er to 
make people glad tha t they came, 
hirst, see that vour exhibit is something 
w hich you can m ake of interest to 
them . Select an article or articles 
which will appeal to the common 
people. I he electric appliances adap t
ed to household purposes in terest on
ly a small percentage of the masses, 
nor will they until the pow er to  run 
them  is at their doors, but the little 
gasoline engine which runs the w ash
ing m achine, separa to r and sewing 
m achine is quite another m atter. The 
silk robes which appeal to  the city 
belle may he of in terest as a part ol 
the show, hut the com m on sense 
dress which is w ithin reach of the 
adm irer is the only one for which a 
sale can be hoped.

Stay by your booth and he ready 
to  answ er questions, to  explain about 
the process of m anufacture or the 
m anner of g row th  if yours is a n a tu r
a l product. E xchange the place of 
salesm an for th a t of host and prove 
yourself as genial as entertain ing . 
T h e  m ost com m onplace goods can 
he m ade the  m ost in teresting . Some 
of the big food m anufacturing  con
cerns will he glad to  supply you with 
cuts and inform ation  regard ing  them 
to  m ake a  fine story. T e ll your people 
abou t th e  sun-dried fru its of Cali
fornia o r how the stuffed olives are 
packed in bo ttles accord ing  to  a  r e 
gu lar p a tte rn . Get in to  closer touch 
with your own goods if you wrould 
m ake your booth som eth ing  to  the 
public hut "an advertisem ent."

ou need n o t  w o rry  abo u t giving 
-Satanic m ajesty  his d u e ; he will

tfe  Association
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Fast black fine gauge. 2 thread. 3 thread 
knee, spliced heel and toe. elastic 1-1 rib. 
good w eight superior yarn, lisle finish. % 
dozen of size in a box.

PRICE 
Dz. $1.05 
Dz. 1.10 
Dz. 1.15 
Dz. 1.20 
Dz. 1.25 
Dz. 1.30 
Dz. 1.35 
Dz. 1.40 
Dz. 150 
Dz. 1.55

In rounds of 5 dz. $  1 .3 0

Butler Brothers
New York Chicago St. Louis 

Minneapolis Dallas

For solid merit there is \
nothing in the market to equal them

The best hose made to retail at 15 cents

m,

s
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G rane  Kapaat M ach.. urite ite terge xesources. capitai and 
aurate® à t  i * k  # n « r a t e r  «aperrv«M»i and ite conuervative 
a n r  a ra r  sfeeciataae marne m a m p inw i

TBte h*vtn*t G ertiiiratra a i  t*epraf off teli® baite fono  ao  e x -  
eweòteBfr' « w a s e c n c  saiiSiaeitjry anstfaod off m vestm g your 
« m s n .  I t e  «wt Tradin negouabèt, heing tran sfe rah k  by in- 
•eraeraen arati « m  m<<eraai a i te»  rate, off 3 ^ 5  iff ieft a year.

I ®  O li)  NATIONAL BANK
o m jo m  M A n o s .  m i c h .

Wwn h® . TT Mhirara ' h o t .  =  ©M  Sì®. 1 Canal S ì .
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tba; by a  consolidation new competition

T o bring the several bankers o f a 
town together on a general agreement 
is usually a very delicate matter. So 
frequently we have grievances against 
our competitor fo r some fancied slight 
o r injury, and he may have the same. 
To discuss these m atters without widen
ing the breach is truly a very difficult 
m atter and often results in failure, un
less all concerned are broad and large 
enough to grant that possibly they 
might be mistaken. If a town has the 
m isfortune o f  having a banker whose 
word is questionable, it complicates mat
ters very seriously, and it is doubtful 
if any agreement would last long. How
ever. I believe there are exceedingly few 
cases in which the bankers of a town 
cannot be persuaded to see the advan
tage of co-operation.

Confidence is essential in all business 
transactions and we must have it from 
our patrons. No bank can prosper 
without it. A banker is looked upon, 
as a rule, as the very personification of 
confidence. \ \  In then, should we hesi
tate to trust our fellow banker? Why 
should not competitors have as much 
confidence in each other as customers 
have in their banks? Cultivate the ac
quaintance and esteem of your compe
titor as you would a patron. Prove 
yourself trustworthy and you will gain 
his confidence. Here is a good place 
for the application o f the Golden Rule.

I. believe the best way to get together 
on co-operation is to discuss frankly all 
matters of importance that affect the 
service rendered and the profit and 
loss account. Carefully consider every 
point and before agreeing to it, make 
sure that you can and will stick to it. 
And should your competitor break the 
agreement, instead of running up the 
red flag and declaring war on him, re
mind him of the violation. He may 
have done so without intention or with
out knowing it. W e all make mistakes. 
Talk to him as you would a customer 
and the chances are ten to one that he 
will thank you for the consideration 
and courtesy shown him and assure you 
that it will not happen again. If  with
in your heart is nursed that feeling of 
superior virtue over that of your com
petitor, that makes it impossible for you 
to have anything in common with him, 
it will seriously affect any agreement 
that you might enter into. You may be 
a better man, with more virtue than 
your rival, but the chances of his be
lieving it are against you.

Perhaps the greatest service that the 
banks of Nampa render each other, is 
the checking over of all loans made to 
parties who owe more than one bank. 
O ur method of checking these over is 
to let one bank call off its list of bor
rowers, and where two or more banks 
have made loans to the same party, the 
amount and usually all the facts are dis
cussed. Nothing is said regarding bor
rowers confining their line to one bank. 
W e have talked some of rating every 
bank patron, but this has not yet been 
done. This would be a valuable guide, 
for frequently all the facts are not 
known to the loaning bank, that might 
seriously affect it.

I wish to dispel any impression you 
may have received that we have stifled 
competition at Nampa. This is neither

practical nor desirable. Take competi
tion out of the banking business and 
the chances are that the service ren
dered would be less satisfactory. Take 
sentiment and pride out o f  the mana
gers o f a bank and the probability is 
that the business will decrease and be
come less profitable. Now and then 
we see a banker whose head has be
come gray in the service, and contented 
with the spoils of many years of close 
application to business rests on his oars, 
vnmindful of the young men across the 
street, who are alive and quick to take 
legitimate advantage of every oppor
tunity. W e must not lag in this day 
and age of the world. It takes snap, 
energy, vigor and keen interest to cope 
with the competition, resulting in many 
postions of the greatest responsibility 
being filled by young men of ability, and 
with old heads on young shoulders.

E. F. Larson,
Cashier Citizens State Bank.

Q uotations  on Local S to ck s  and  Bonds.
Bid. A sked.

A m . G as & E lec. Co., Com. 90 94
Am. G as & Elec. Co., P fd . 49 50
Am . E ig h t & T rac . Co., Com. 426% 427 
Am. E ig h t & T rac . Co., P fd . I l l  113
Am. P ub lic  U tilitie s , Com. 56 58
Am . P ub lic  U tilities , P fd . 80 81
Can. P u g e t S ound L b r. 2% 3
C ities  S erv ice Co., Com. 116 120
C ities  S erv ice Co., P fd . 91% 93
C itizens’ T e lephone 97 98
C om w 'th  P r . Ry. & L t. Com. 69% 
C om w 'th  P r . Ry. & L t. P fd . 90 
D enn is S a lt & L br. Co. 95
E lec. B ond D eposit P fd . 79
F o u r th  N a tio n a l B an k  200

69%
92

100
80

203
70

112%
101
200

F u rn itu re  C ity  B rew in g  Co. 60 
Globe K n itt in g  W orks , Com. 110 
G lobe K n itt in g  W orks , P fd . 100 
G. R . B rew in g  Co.
G. R. N a t’l C ity  B an k  180
G. R. S av in g s  B an k  185
H o lan d -S t. L ouis S u g ar Com. 10%
K en t S ta te  B a n k  266
M acey Co., Com. 200
L incoln  G as & E lec. Co. 42 45
M acey C om pany, P fd . 95 98
M ichigan S u g a r Co., Com. 89% 90% 
M ich igan  S ta te  Tele. Oo., P fd . 100 101%
N atio n a l G rocer Co., P fd . 86% 87%
O zark  P o w e r & W a te r , Com. 45 
Pacific G as & E lec. Co., Com. 66 
Pacific G as & E lec. Co., P fd . 91 
P eoples S av ings B an k  250
T ennessee  Ry. L t. & P r , Com. 24 
T ennessee  Ry. L t. & Pr.‘, P fd . 79 
U nited  L ig h t & R ailw ay , Com. 76 
U n ited  L t. & R ailw ay  1 st P fd . 86 
U nited  L t. & R ailw ay  2nd Pfd .,

(old) 79
U n ited  L t. & R ailw ay . 2nd P fd .,

10%

48
66%

87%

80
(n e w ) ,
Bonds.

C h a ttan o o g a  G as Co. 
D enver G as &. E lec. Co. 
F lin t  G as Co.
G. R. E d ison  Co.
G. R. G as L ig h t Co.
G. R . R ailw ay  Co. 
K alam azoo  G as Co. 
S ag inaw  C ity  G as Co. 
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73% 75

1927 95 »7
1949 95% 96%
1924 96 97%
1916 97 99
1915 100% 100%
1916 100 101
1920 95 100
191« 99

Heard at the Postoffice.
A young lady, blushing very p re tti

ly, walked up to the G eneral Delivery 
window of the postoffice and said: 

“ Please, sir, is there  a le tte r for 
m e?”

“W hat name, please?” asked the 
man in the departm ent.

“Oh, i t ’s a business le tte r,” said she 
hurriedly, a t the sam e tim e te lling  
him the name.

H e took down a package of le tters 
and w ent th rough  them  hurriedly  and 
then inform ed the young lady tha t 
there  was no th ing  there for her, a t 
which inform ation  she seem ed very 
m uch disappointed and walked away. 
A few m inutes la ter she retu rned  and ' 
th is tim e she w as blushing furiously, 
and she said:

“ I— I— deceived you, i t ’s a love 
le tte r ; will you please look through  
the love le tte rs  and see if there  is 
anything fo r m e?”

A little learning is seldom as danger
ous as a little ignorance.

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.

C O R R E S P O N D E N C E  P R O M P T L Y  R E P L IE D  T O

F o u r th  N a t io n a l B a n k
Savings

Deposits

3
Per Cent 

Interest Paid 
on

Savings
Deposits

Compounded
Semi-Annually

Capital
Stock

$300,000

United
States
Depositary

Commercial
DepositsJ

Per Cent 
Interest Paid 

on
Certificates of 

Deposit 
Left

One Year

Surplus 
and Undivided 

Profits

$250,000

M ACAULEY SAID
Those inventions which have abridged distance 
have done the most for civilization.

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

A T ONCE
Your personality is miles away.

Every Bell Telephone is
a long distance station.
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Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Hectncai and Gas Fixtures 

Galvanized Iron Work
T H l W E A T H E ItU  OO.

*  S*wser G rand Rapids, Mich.

Aeroplane T oys
H * h  Grade W heel G oods 

Semd for catalogue
MICHIGAN TOY COMPANY

Grand Rapids

Foster, S tevens & Co.
Wholesale Hardware

« *

K w  12 Man/ia Sl r 31-33-35-37 Louis St.

G oad Rapids* Mich.

Diamond Brand Steel 
Goods

The True Temper Kind

What about your next season’s 
requirements

Give us a try 

•§•«§*

Michigan Hardware Company
d istributors 

Exclusively Wholesale

h w  Awe. and island S t GRAND RAPIDS, MICH.
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PARCELS PO ST LAW .

Merchants Can Congratulate Them 
selves on Real Victory.

W ashington, D. C , Aug. 30—The 
parcel post bill now enacted into law 
provides for eight zones, as originally 
provided for in the revised Bourne 
bill, fifty miles for the first zone, one 
hundred and fifty for the second, three 
hundred for the third, six hundred for 
the fourth, one thousand for the fifth, 
fourteen hundred for the sixth, eigh
teen hundred for the seventh, and all 
outside for the eighth. T he rates for 
the first zone, five cents for the first 
pound and three cents for each ad
ditional pound or fraction thereof; 
second zone, six cents for the first 
pound and four cents for each addi
tional po u n d ; th ird  zone, seven cents 
tor the first pound and six cents for 
each additional pound; fifth zone, 
nine cents for the first pound and 
se\ en cents for each additional pound; 
sixth zone, ten cents for the first 
pound and nine cents for each addi
tional pound; seventh zone, eleven 
cents for the first pound and ten cents 
for each additional pound; eigh*h 
zone, twelve cents for the first pound 
and tw elve cents for each additional 
pound. The w eight lim it is eleven 
pound and it includes everyth ing in 
tourth  class m atter, in addition to 
larm  and factory  p roducts not now 
em braced by law in either first, sec
ond or th ird  class, and not of a per
ishable nature, with a reasonable 
period required for delivery. I t p ro 
vides also for a local rural parcel 
post from  all postoffices from  which 
rural rou tes extend at a rate  of five 
cents for the first pound and one 
cent for each additional pound.

It has also a C. O. D. and insur
ance provision. 1  he law g o e s  into 
effect January  1, 1913. A com m is
sion is provided for as follow s: 
1 hat for the purpose of a fu rther 
enquiry  into tne subject of the g’ener- 
al parcels post and all related  sub
jects. a jo in t com m ittee of six persons 
(m em bers of Congress,) th ree of 
whom  shall be appointed by the P resi
dent of the Senate and th ree by the 
Speaker of the H ouse of R epresen t
atives, is constitu ted  with full power 
to appoint clerks, stenographers and 
experts to assist them  in this work. 
T hat the P o stm aster G eneral and the 
In te rs ta te  Com m erce Commission 
shall furnish such data and otherw ise 
render such assistance to the said 
C om m ittee as m ay be desired or avail
able. For the purpose of defraying 
the expenses of this C om m ittee the 
sum of $25,000 is hereby appropriated, 
ou t of the m oney in the T reasury  
not o therw ise appropriated. The 
C om m ittee shall repo rt fully to Con
gress at the earliest date possible.

I w ant to call your atten tion  to 
th is provision for a Commission, be
cause it m ust be clear to all tha t the 
fight is no t over. T he law is the 
least injurious to retail m erchants of 
any th ing  so far proposed. T he rates 
and the  cost of perform ing the service 
will be the basis of rate  adjustm ent. 
T his provision ensures s trong  pro
tection  to retail m erchants every
where.

All in all, we have much to  be

thankful for, because the law does 
not include the features upon which 
we waged the hardest fight—that is, 
th a t service should no t be perform ed 
at less than cost and tha t no flat rate 
could prove o therw ise than  discrim 
inating, unjust and unfair.

The P o stm aster General also is 
curbed by being compelled to get the 
consent of the In te rs ta te  Com m erce 
Commission before he can charge 
rates. T he basis for adjustm ent m ust 
be the cost of perform ing the service. 
VV hile we have not been able to e- 
feat a parcel post, yet we have won 
a substantial victory, in that we have 
com pelled a much fairer law than 
advocates of parcel post have asked 
for.

The local rural parcel post feature 
will hurt the retail m erchant m ost. 
T he retail m erchants, the com m ercial 
travelers and the w holesalers have 
much to be thankful for and can real
ly and tru ly  congratu late  thems-?lves 
upon a real victory.

I am pleased to  be able to acknow 
ledge to you th a t the Michigan 
T radesm an is the only trade journal 
in the U nited S tates which m ade a 
substantial contribution  to the fund 
which enabled this cam paign to be 
conducted so effectively and success
fully.

An a ttem p t will be made in the 
next Congress to pass a postal ex
press bill and we m ust be prepared 
for th a t battle. E. B. Moon.

Executive Secretary.

Should Become Active in Public
Affairs.

i f  there  had been a re 'a il m er
ch an ts’ association in every town of 
every S tate  five years ago, and if 
these o rganizations had spoken with 
com m anding em phasis to their repre
sentatives and senators in Congress, 
in opposition to the Parcels Pos% 
w here would that m easure have been 
to-day? Still in the catalogue house 
egg from  which it was hatched, ra ther 
than  a pow erful m enace and an im
m inent injury to  the retail sto res and 
small tow ns of the country, as it is 
to-day.

T he participation of the business 
m an—of the m erchant—in public af- 
faiirs, is not only patrio tic  and p re 
servative. T he day when the tru st 
came to the fron t—the big com bina
tion of m anufacturing  o r m erchandis
ing—and the day w hen the enforce
m ent of the long-dorm ant Sherm an 
law was begun, m arked the beginning 
of an era unlike any tha t had been 
entered upon before. A new problem  
was chalked upon the board. So far, 
the gentlem en of the law, the gen tle
men of the press, and the gentlem en 
of politics, have not proved them 
selves especially brillian t o f its solu
tion. P ractical know ledge of condi
tions, of needs, and of possible rem 
edies, m ust come from  practical men. 
A t a thousand points, the executive 
or the leg islato r discovers the need 
of business knowledge. I t  w ould take 
less tim e to  replace them  by practical 
business men than it would to edu
cate them  in business.

The recent nation-wiide m ovem ent 
tow ard the subm ission of public ques
tions to the individual citizen through

the new prim ary  laws— even to the 
selection of senators and presidents, 
opens the way for the business man 
to express him self as he never could. 
H e can no longer afford to sulk in 
his counting room, as he has too of
ten in the past, and lay the blame 
for local o r national evils upon the 
politicians. He can rally his friends 
and associates about him, and enforce 
any decision he desires.

The individual m erchant at the 
prim ary  polls, the m erchan ts’ asso
ciation as a co-operative force—these 
are hopeful forecasts for the future, 
and I have no hesita tion in pledging 
each hardw arem an to do his level 
best to b ring  it about.

J. H. Kennedy.

Every now and then in reading mail
order house advertising you come to 
this sentence: “Making it possible for 
us to offer the best quality made at a 
lower price than dealers pay for the in
ferior kind.” lust a plain lie in most 
instances, and the right kind of a law 
will stop it.

Chase Motor Wagons

Art built in several sizes and body styles. Carrying 
capacity from 800 to 4,000 pounds. Prices from $750 
to $2,200. Over 25,00 Chase Motor Wagons in use. 
Write for catalog.

Adams & Hart
47-49 Nt. Divisinn S t., Grand Rapids

E L E V A T O R S
Hand and Power 
For All Purposes

Also Dumbwaiters 
Sidewalk Hoists

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

Sidney Elevator Mfg. Co. :: Sidney, Ohio

Why Not Save 50% On Ice Bills?
Is there any logical reason why you should use ice for 

refrigeration when there is a more economical, practical and 
simple method?

Brecht’s Enclosed 
Brine Circulating System

Brecht’s
Twin

Compressor of mechanical refrigeration is the up-to-date—the seien- 
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 A VE., S T , LOUIS, U. S. A.

New York. Denver. San Francisco, Cal., Hamburg, Buenos Aires

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

H A V E E N D O R S E M E N T  O F  LE A D IN G  A R C H I T E C T S

Reynolds Slnte Shingles after Five Years We nr Woo< shingl„

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

H. M. REYNOLDS ASPHALT SHINGLE CO.
Original Manufacturer, GRAND RAPIDS, MICH.
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Use City Methods i t  Y sur Country
Store.

Written tor the Tn ^ g inia-.

nv>st economical systems. H«>w many 
and which nj these can the dealer from 
■ •Hi ot town install with advantage in

l  erti a t >s th e  greatest thing th e  c o u n 
try storekeeper can learn from the city 
storekeeper is th e  lesson of mental con
centration and a le r tn e s s  The city man 
thinks with his head. He has to. He 
brings all th e  powers o f his hrain to 
l*ear upon producing results in his busi-

He makes a constant study of his 
trade, their likes and dislikes, prefer
ences and demands. He watches ten
dencies. He is not bound down by pre
judices. hut is ever ready to discard old 
methods and adopt new to better meet 
changing conditions.

It is something of this spirit that the 
man from out of town should get into 
his veins. To meet the mail order 
house competition and the many other 
problems and difficulties that now con
front the village or country merchant,
he needs: an activ e 1»rain and strong will.
And he needs to use his hrain in aclapt-
ing his business to local conditions . It
is the man who thinks ;ind thinks to a
purpose who wins out.

In the matter of sped fie methods the
ci luntry merchant has much to 1earn
from hi:5 city hro th Her. We will enum
erate some of th<- S C

The d ity store is cleari. neat, and o r -
derly. ]In spite of dust and dirt and
the grime of soft coal smoke, by dint 
of all hut incessant scrubbing and win
dow washing the city store is kept meas
urably clean. W ith country and vil
lage stores, some are clean and some 
are far from it.

It would seem that no merchant need 
be reminded of so simple and elemental 
a thing as cleanliness, hut strange to 
say, it is in just such simple elemental 
things that every body knows about and 
ought to practice, that the city stores 
show their chief points o f excellence.

The city merchant knows the value of 
a proper arrangement of stock. A ttrac
tive goods surmounted by easily read 
price tickets and placed where they will 
catch the attention o f customers, liter
ally sell themselves. The table covered

with goods is on e c>f the very best of
salespersons and wqc k s fo r the lowest
rmagiaMe wa£:es. The country dealer
can Ti<Ji afford ito keej> fars goods crowded
hack on shelves w henre n o customer gets
a go-od look at! them un less she asks to
see !such and such things O f course
some shelving has :to 1be used, hut a
line 1* f  goods 1liât is on the shelves this
week may he \placed on a counter next
and <m a tab le in the center of the

the week after.
The long anc1 narr« >w room which was

the conventional shape iFor any sort of
retail shop fi ft;y y e a r  :s fo has been dis-
placed in the cities. at least as to  the
larger and m< ire pr< ■ssive establish-
ments, by the big. broad store which is 
far better than its predecessor in points 
” f lighting, ventilation, and provision 
fur the pleasing and artistic arrange
ment of gimds. Any one who is build
ing a  new store or remodeling an old 
one. wherever it may he located, should 
not fail to consider the advantages of 
the wide shape of room.

The city merchant puts price tickets 
on everything. One can not walk 
through a city7 store w’ithout learning 
just what a number of articles are sell
ing for. A woman is far more likely 
to stop and make a purchase of an ar
ticle that she knows is five cents or ten 
cents or eighty-nine cents than if she 
had to inquire the price. Country mer
chants. you should not fail to make con
stant employment of that most willing 
of workers, the price ticket.

1 he city7 store has its advertising got
ten down to a science. It does not 
spend money having vague general de
scriptions and laudations of its busi
ness printed in the daily7 papers, but it 
advertises specific goods at plainly stated 
prices, in a way7 that brings people to 
the store. The trouble with the out-of- 
tuwn merchant often is not that he does 
imt spend enough money in printer’s 
ink. hut that he does not write his ads 
in the definite, telling style that brings 
results.

The city merchant does not keep his 
capital tied up in dead stock. Goods 
which will not move within the proper 
time at the regular price are cut to a 
figure that makes them move. This 
keeps the stock always fresh and new 
and the money that is invested is being 
constantly turned over. Perhaps there 
is no single lesson more valuable for 
the country merchant than just this of 
keeping goods moving.

The city store adopts the best a; d 
most practical system of doing its o f
fice work—those which are most eco
nomical of time and labor and which 
best serve its ends. It uses either the 
straight cash system with all customers 
or else gives short time credit to re
liable people only. In the latter case

accounts are promptly rendered and are 
kept m some simple way that involves 
little expense in bookkeeping. Many 
country dealers have altogether too 
much on their books. This evil is 
nearly as old as the hills and still con
tinues. I f  you are a country merchant, 
can’t  you cut it out?

In a certain country village in this 
State there are two stores that present 
a sharp contrast. W ith one your eve 
is offended before you enter by the 
grimy fly-specked windows, in w'hich

We are manufacturers of

Trimmed and 
Untrimmed Hats

For Ladies. Misses and Children

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

Grand Rapids, Mich.

Men and W omen, w ho are 
careful buyers and w ho like 
to get the most for their m oney, 
ask for

n o s i e r

It gives comfort, satisfaction, 
long wear. It is superior.

Ask for it.

OUR LINE OF

HOSIERY
For Fall trade is 
made up of excel
lent values. Book 
your order  now 
while stock of sizes 
is complete.

FOR SALE BY

Grand Rapids Dry Goods Co.
Cor. Commerce Ave. and Island St.
W H O L E S A L E  O N L Y

A good many people think I have written the best advertising for cash 
stores that has been produced. I think so myself, but I don't ask any mer
chant to accept my opinion in the matter. Any dealer who wishes to form 
his own opinion can see a sample. I have just prepared

Now Ready—a New Series of Ten Ads for Cash Stores for $10
This series of ads is fully protected by copyright. No one may use them 

without arrangement with the Fisk Publishing Company. Also no one may 
copy them after being used by a dealer. I will send one sample ad on request. 
The first dealer in any town who sends an order, with check for ten dollars 
will receive the set of ten ads for exclusive use in his town. The basic prin
ciples of cash selling are the same for all lines of trade, therefore these adver
tisements will answer for any line of trade if the store is a cash store. The 
ads are designed for display in a double-column, six-inch space, and are ready 
to send to the printer, who simply "follows copy.” They can be displayed in 
larger or smaller space if desired, and can be used either with or without 
prices. Personally. I think they are the best advertisements yet written to 
convince customers that a cash store is the only place to trade.

Write for sample.

Henry Sterling Fisk, Pres. 
FISK PUBLISHING COMPANY Schiller Building 

C H IC A G O

W ill  Y o u ?
We invite you to examine closely our line of 

fall and winter underwear, and you will be con
vinced that as to quality, price and assortment, our 
line is second to none. Ladies’. Men's. Children's 
union and two piece cotton, fleece and wool lined 
and all wool.

Now is the time to have your stocks complete.
Get our case lot prices on men's 12. 13 and 14 

lb. fleece.

Paul Steketee & Sons
Wholesale Dry Goods Grand Rapids, Mich.
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there are untidy displays several weeks 
old at least. Inside, the floor is dirty 
and the walls and ceiling discolored with 
smoke. The goods are mainly on the 
shelves. Many pieces of goods show 
unmistakable signs of age and soiling. 
Disorder reigns from one end of the 
store to the other. Everything has a 
cluttered appearance. Two or three pairs 
of men’s socks sometime were laid in 
the ribbon case and have been allowed 
to remain there. In one show case a 
disreputable looking lot of fancy collars 
and neckwear disputes possession with 
some ready-to-wear spring millinery that 
certainly should have been closed out 
early in July. A rather drowsy looking 
young man who seems very much in 
keeping with the whole establishment 
comes slowly forward to see whether 
you will have anything. You state your 
errand and are gone as soon as possible. 
The atmosphere of the place does not 
incite you to make further purchases.

Now here is a stock of goods worth 
several thousand dollars. I t ought to 
be making its owner good money, but 
it is not. Y\ hy ? Well look about and 
see if “Sidetracked twenty-five years 
ago” is not written plainly over every
thing.

Across the street is the other store. 
No city shop is smarter, fresher, or 
more up to date. The windows are 
clean and the tasteful displays are 
changed frequently. Neatness and order 
are everywhere within. There is no 
mixing up of goods—everything is kept 
in its place. The goods are fresh and 
new and the style of the building and 
the arrangement of the stock is modern. 
The clerks are alert and courteous and 
attentive. It is plain that the man at 
the head of this store is a real mer
chant, fully awake to all his opportuni
ties and pushing his business with vigor 
even though he is located in a town 
of only a few hundred inhabitants.

Fabrix.

Doings in the Buckeye State. 
W ritte n  fo r th e  T ra d esm an .

T he Im perial Hoop Co., of Bucyrus, 
will open a p lan t at D elphos for the 
m anufacture of hoops and hub blocks.

W hile city officials of Lim a were 
asleep, the Erie R ailroad laid double 
tracks there w ithout heeding the 
c ity ’s o rders to build a viaduct.

Slot m achines have been ousted  
at Napoleon.

T he Ohio Public Service Com m is
sion has issued drastic orders to the 
N orthern  O hio T raction  and L ight 
Co. and the T ri-S ta te  Railway and 
E lectric Co., requiring im proved ser
vice. Both corpora tions m ust spend 
large sums of m oney for new con
struction and equipm ent.

This is the week of the hom e com 
ing and the H enry county fair at 
Napoleon and thousands of visitors 
are expected.

T he Seneca county fair will be on 
at Tiffen th is week.

T oledo’s new beet sugar factory, 
costing  $1,000,000, will s ta rt opera
tions about Oct. 1, fed by 8,000 acres 
of beets grow n on Ohio and M ichigan 
farm s. T he p lan t is operated  by the 
Toledo Sugar Co. and about 5,000 
people will be employed.

Almond Griffen,

N EW  YORK M ARKET.

Special Feature of the Grocery and 
Produce Trade.

Special C orrespondence .
New' York, Sept. 3—To-day is almost 

a complete holiday as all who can get 
away have gone and the wheels will 
not go around until Tuesday. W hat 
business has been transacted indicates 
a fairly steady situation in spot coffee, 
and if the reduction which some think 
they see has really been made in quo
tations, it is not to be compared to the 
decline of “option” coffee. At the close 
Rio No. 7 is W'orth, in an invoice way, 
14J4c. In store and afloat there are 
2,194,293 bags, against 3,347,310 bags 
at the same time a year ago. Milds are 
moving in a small way. Good Cucuta, 
1554 c.

There is little activity in teas. Sales 
are not remarkably numerous, nor are 
the quantities taken large. Buyers o r
der only for immediate requirements 
and the best that can be said is that 
prices are steady.

Granulated sugar is generally quoted 
at 5.10c. While purchases in individual 
cases have been of small quantities, 
there is a pretty steady stream of o r
ders, and on Tuesday there will prob
ably be quite an accumulation of orders.

Enquiry for rice has been light and 
quotations might, perhaps, be quoted as 
a trifle easier, at least in feeling if not 
in reality. Prime to choice domestic, 
5H @ sy2C.

Spices begin to show more activity 
with the advancing season and a satis
factory demand is reported from grind
ers. Nothing of interest as to futures. 
Quotations remain practically unchanged 
through the whole list.

Quite a steady improvement is seen 
in the demand for molasses, as cooler 
weather sets in, and more particularly 
as a short crop seems likely with ad
vanced rates. Good to prime centrifu
gal, 36@34c.

Standard threes tomatoes—that are 
really “standards”—-are not to be
found at less than 80c f. o. b. fac
tory, and at this quotation a fairly 
good business is reported. Jobbers want 
the goods at 77Y4c, but offers at this 
are turned down. Reports from the 
country are to the effect that a pretty 
good-sized pack will be put up. Fancy 
State corn is worth 83Y4@85c. Business 
has been quite active for this article. 
Standard, 60@70c f. o. b. factory, spot 
or future. Standard peas $1@1.05 f. o. 
b. factory. Fancy goods are scarce, but 
the lack is made good, so far as quan
tity is concerned, by standards and sec
onds.

Butter has advanced y2c. The de
mand has been active and stocks are 
quickly taken care of. The outlook is 
for a still further advance. Creamery 
specials, 37J4@27,/ ic ;  firsts, 36@36Y<c; 
process, 24@25c; factory, 22@22iy c .

Cheese is steady at 16@16J4c for 
whole milk.

Eggs are firm and some little advance 
is to be noted, while the same announce
ment is likely to be made next week. 
Best W estern white are worth 34@27c. 
From this down to 30@31c, with ample 
supply at about 33c.

If a man could only live rich he 
would have no objection to dying 
poor.

For Dealings in

Show Cases and Store Fixtures
Write to

Wilmarth Show Case  Co*
Grand Rapids, Mich.

MEET US

A T  T H E  FA IR
We will show you a line that will

“OPEN YOUR EYES”

Brown & Sehler Co.
Sunbeam Goods Grand Rapids, Mich.

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

G R A N D  RA PID S SH O W  CASE CO., Grand Rapids, M ichigan
T h e  Largest Show  Case and S tore Equipm ent Plant in the W orld 

Show Rooms and Factories: N ew  Y ork , G rand Rapids, C hicago, Boston, Portland

B Hard Pan”
For Years the Standard 
Work Shoe for Men

Year After Year
We have refused to substitute 
c h e a p e r  materials, and the 
multitude of merchants who 
handle this line look upon it 
as the

Backbone of Their Shoe Department
Fall business has only just started. If your stock is 

not well sized up send us your orders NOW so  you will have 
the shoes when needed. Our salesman will gladly show 
you our complete line. Shall we have him call?

HEROLD-BERTSCH SHOE CO. 
Manufacturers “H B Hard Pan” and “Bertsch Shoes 

Grand Rapids, Mich.

mailto:1@1.05
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Value of E ggs Compared W ith Other 
Food Products.

Practically  all food stuffs are now 
unusually high in price; especially is 
this so with m eats. Round steak, 
which com m only sells for 12c per 
pound, now costs 30c and the com 
mon pork  chop sells for lS@20c, 
while rib roasts and sirloin and por
terhouse steaks cost 20(<i 20c per 
pound.

A study of 376 Am erican d ietaries 
show s that m eats and fish form ed 
7.8 per cent, by w eight of the total 
food m aterial; eggs, 2.1 per cent.: 
dairy products, 18.4 per cent.; and all 
anim al foods com bined form ed 8.5 
per cent, of all foods consum ed. T hus 
over one-third of the food eaten came 
from anim al sources; the rem ainder 
from  the plant kingdom .

M eats furnished n u trien ts at a 
higher cost than that of the same 
nu trien ts when obtained from  veget
ables; but, ow ing to their pleasing 
flavor, m eats will probably rem ain an 
im portant part of the Am erican d iet
ary at least un*il the ir cost becom es 
prohibitive except to the wealthy. 
M eats are no m ore indispensable in 
the diet than the coffee.

Eggs can probably be substitu ted  
for m eats w ith less objection on the 
part of the consum er than  in case 
of o ther foods, such as beans, m ac
aroni, peas, etc. A t p resen t m arket 
prices—round steak at 20c and eggs 
at 16c—a given sum of m oney will 
buy m ore food nu trien ts in the form 
of eggs than  in round steak.

E ggs do not differ g reatly  in com 
position from  m eat. T he average 
egg, as purchased, consists of about 
11 per cent, w aste m aterial or shell. 
The edible portion  consists of about 
34 per cent, w ater, 13 per cent p ro
tein or m uscle-building m aterial. 10.5 
per cent, fat, and 1 per cent, m ineral 
m atter.

F o r com parison, medium fat round 
steak, as purchased, consists of about 
7 per cent, waste m aterial, bone, fat, 
etc. T he edible portion consists of 
66 per cent w ater, 20 per cent, pro
tein, 14 per cent, fat, and 1 per cent, 
m ineral m atter. Round steak conr 
tains slightly less refuse and w ater 
than eggs, but ra ther m ore protein 
and fat. Round steak contains ap
proxim ately one-third m ore food nu
trien ts than an equal w eight of eggs.

E ggs vary  greatly  in size and 
w eight, but the average egg w eighs 
about tw o ounces, or eight eggs 
weigh a pound.

T w enty  cents will buy one pound 
of round steak; and, w ith eggs at 16c, 
will buy one and one-fourth dozen, 
or fifteen eggs, weighing th irty  oúnc- 
es.

Since round steak contains about 
one-th ird  m ore food m aterial than 
an equal w eight of eggs, tw enty-four 
ounces of eggs, o r one dozen, will 
correspond in food value with one 
pound of round steak. Tw enty cents 
will purchase one and one-fourth doz
en eggs, or 30 ounces; hence that sum 
will buy one-fourth m ore food nu
trien ts in the form of eggs than in 
round steak.

E ggs are m ore econom ical than 
meat in ano ther way. W hile a pound 
of m eat is sufficient for three or 
possibly four people for a meal, the 
same num ber of people would not 
eat m ore than  eight eggs, possibly 
not m ore than  four, costing  less 
than half w hat the m eat costs. W hile 
the eggs would furnish less food 
m aterial, that is no objection, because 
it is a well-known fact th a t the aver
age person is over-fed ra th er than 
under-fed.

Eggs are very thoroughly  digested; 
in fast, practically  all the nu trien ts 
they contain are utilized by the body. 
1 he same th ing  can be said of meat.

Raw or soft-boiled eggs are m ore 
easily digested than such as are hard- 
boiled: but, with a healthy person, 
eggs are thoroughly  digested, regard 
less of m ethod of cooking.

T he substitu tion  of eggs for m eat 
is an effective way to reduce the cost 
of living. Ralph H oogland.

Tim ely Warning to E gg Shippers.
New York, Sept. 2—T he receivers 

of eggs in New Y ork respectfully  call 
the atten tion  of shippers of eggs to 
the position of the H ealth  D epart
m ent of the city of New Y ork in the 
m atter of consigned eggs, as approv
ed by the Chief of the Food D epart
ment.

1. Receivers of eggs cannot con
sider them selves m erely as rep resen t
atives of th e . shippers and no t as 
being them selves responsible for the 
character of the food sold by them, 
to be consum ed by the people of the 
city. T he Board of H ealth  holds the 
seller responsible for the condition 
of the goods sold.

2. T he departm ent considers that 
when a wholesale receiver finds 
am ong his receipts a consignm ent of 
eggs tha t is seen to be running large
ly bad he m ust elim inate the bad eggs 
before the lot is sold into consum p
tive channels.

3. W hen eggs show any unusual 
heavy loss—say 25 or 30 per cent.— 
it is the duty of receivers of such 
shipm ents to notify the health  depart
m ent of the fact, when an inspector 
will be p rom ptly  sent to  examine 
theni(, and. upon ascerta in ing  their 
condition, direct the m ethod of their 
disposition.

4. E ggs containing 50 per cent, of 
ro ts and spots are subject to  con
fiscation in the ir en tirety , the ir sale 
being prohibited.

E gg  shippers will see the necessity 
of w atching closely the quality of 
their goods, and guarding against the 
shipm ent of any eggs th a t are liable 
to seizure here, o r which are so poor 
as to com pel repacking in the hands 
of w holesale receivers.

T his notice is issued a t the direc
tion of the executive com m ittee.

New Y ork M ercantile Exchange.

We want Butter, Eggs, 
Veal and Poultry
STR O U P & W IERSUM

Successors to F. E. Stroup, Grand Rapids, Mich.

Hart Braao Gannea M s
Packed by

W. R. Roach & Co., Hart, Mich.

M ichigan People W an t M ichigan P roducts

WE CARRY A FULL LINE. 
Can fill all orders PROMPTLY 
and SATISFACTORILY. ^SEEDS

Grass, Clover, Agricultural and Garden Seeds

BROWN SEED CO., GRAND RAPIDS, MICH.

Mild Cured
Hams and Bacon

100 per cent Pure

All-leaf Lard
If you are not a customer and you 

want something that will please your 
customers and bring them back again 
drop a line to our nearest salesman,

Ludington, Mich., F. L. Bents 
Grand Rapids, W. T. Irwin, 538 Sheldon Ave. 
Kalamazoo, H. J. Linsner, 9 1 1 N. Burdick 
Lansing, H. W. Garver, Hotel Wentworth 
Adrian, G. W. Robnett, Hotel Maumee 

Port Huron, W. C. Rossow, Harrington Hotel 
Saginaw, W. C. Moeller, 1309 James Ave.

St. Johns, E. Marx, Steele Hotel 
Write to-day

Cudahy Brothers Co.
Cudahy-M ilw aukee

__D___________ . 0
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M AIL O R D ER  M ERCHANTS.

They Prey on the Credulity of the 
Credulous.

W ritte n  fo r th e  T ra d esm an .
“Get a plenty while you’re getting,” as 

old Mrs. Means said in the Hoosier 
Schoolmaster of beloved memory. Doubt
less this was what Farm er Peters had 
in mind when he purchased nutmegs 
for home consumption.

The wily mail order agent gave him 
to understand that nutmegs didn’t grow 
on every bush, and that no one could 
get too much of a good thing. For a 
full half hour the agent in question la
bored with Dan Holding trying to con
vince him that it was better to trade 
with an outside house, the one he was 
representing, and which was selling di
rect to the farm er at wholesale rates.

Dan asked a lot of questions. He was 
of an observing turn of mind and, like 
the man from  Missouri, had to be shown. 
In the course of this “showing” the in
telligent farm er gave the glib agent a 
good many hard nuts to crack. Dan 
had been hard up at one time, had in 
fact been compelled to ask credit. He 
managed to pay his bills, some of them 
not always when due, yet the good- 
natured dealer carried him along until 
an abundant crop brought everything 
out right.

“Now would your firm be that accom
modating with me, Mr. Catching?” 
queried Farm er Holding.

“Well—er—no,” stammered the agen t; 
“but you see, it would have paid you to 
borrow the money and buy of us because 
of the cheaper rates we give you.”

“I don’t know about that,” chuckled 
Dan. “Do you reckon the banker would 
have lent me money when my farm 
wasn’t half paid for and there was a 
sick wife is the house and no great show 
for crops? I know he wouldn’t, but my 
grocer did. I don’t think you are doing 
just right going about the country taking 
orders from  men who are even now 
owing the local dealer—”

“And being robbed by him,” broke in 
Catching. “W hat we are aiming to do 
is to make the farm er independent of 
the middleman. By purchasing direct 
from the wholesaler you get the same 
rate that your country dealer does, thus 
saving one-quarter the expense. It is 
up to you farm ers to say how long you 
will stand it to pay tribute to the small 
town dealers.”

“You think it all right to pay tribute 
to the big fellows,” retorted Dan. “You 
talk glibly about the middlemen. Who 
are they, pray tell me?”

“Why, this four-corners dealer out 
here—”

“The one who trusted me until I could 
get out of the kinks and get money out 
of my crops. Don’t tell me that, Mr. 
Catching,” and there was a ring of indig
nation in the farm er’s voice. “John 
Stelling is my neighbor and friend. I 
esteem him highly. He is a good citi
zen, an accommodating dealer, and we 
can do business without the aid of you 
mail order fellows.”

“And because he is your friend you 
let him rob you of half the profits on 
your farm products. You are one of 
the blind fellows whom it will take time 
to enlighten. Now there’s your neigh
bor, Peters, one of the richest farm ers 
in this town, he patronizes me, buying

in large quantities thus saving a lot of 
money. Why, do you know, in a money 
sense, I consider these middlemen full 
as bad as the saloon keeper. You pay 
into their coffers good money that 
ought to go—”

“To the big fellows in the great cities, 
firms like yours for instance.”

“You can have it that way if you like.” 
“You are very bitter against the mid

dleman, Mr. Catching.”
“I am simply stating the tru th—he is 

a robber under the forms of law.” 
“While you are the Good Samaritan, 

going about doing good to the sick and 
hungry souls on our farm s!” smiled 
Dan. “Now I am curious to know if 
you are a m anufacturer?”

“Why, no—”
“You do not m anufacture the imple

ments you sell, nor do you raise the 
cane, the beets and the like for the 
sugar; you do not even m anufacture a 
pound of the article. You buy your 
teas and coffees from the im porter; you 
buy from the m anufacturer your ging
hams, prints and pantaloons; even the 
nutmegs must pass through several 
hands before they reach yours. Now, 
Mr. Catching, I am thinking some of 
taking your advice and drop the middle
man altogether, of whom you are one 
of the chief.”

“Why—er—do you- mean—”
“I mean that you have been condemn

ing your own business when you preach 
to me that the farm er ought to turn 
down the middleman and buy at first 
hands. Those first hands are along ways 
from yours. The firm you represent is 
a middleman on an extended scale. The 
beet and cane raiser makes his profit 
when he sells to the sugar manufac
turer ; then the sugar refiner makes a 
profit in selling to you, while you make 
still another profit when selling to me, 
the poor down-trodden farmer. On the 
whole I think I shall advocate cutting 
out the middleman, as you suggest, and 
go direct to the m anufacturer for what 
I want. I t is the height of inconsist
ency for this firm of yours to send out 
cheap salesmen all over the country, pay
ing them salaries, which you know 
comes finally out of the consumer by 
enhancing prices.

“Let us go to the root of the matter, 
Mr. Catching, and deal—we farmers, I 
mean—directly with the producer, cut
ting out the wholesaler, who is as much 
a middleman as is my friend Stelling 
up at the corner store. Let the farm er 
look out for himself, absolutely and 
selfishly. W e want no towns or villages 
built up close at hand. W hat we aim 
for is to send everything we produce to 
distant markets thus destroying the near
by villages, making of the country one 
wide waste of farms, with no stores, 
churches or towns where we can meet 
for a sociable time. W hat will become 
of the lesser chap who is in debt, who 
cannot raise the cash to send to Chicago 
or New York I do not know, neither do 
I care, so long as I and my immediate 
relatives are in the ascendant—”

Dan paused as Mr. Catching rose to 
go. “I think you are next thing to an 
anarchist,” he growled. “I like to talk 
to sensible men—”

“Like Farm er Peters, eh?” chuckled 
the farmer, “who buys ten pounds of 
nutmegs so as to get a plenty when he 
has the chance. You knew when you

sold him that lot that it was enough to 
last an ordinary family for three gen
erations. He afterw ards found that my 
friend Stelling sells them for 6 cents a 
pound less than you charged him. I 
want to tell you—”

But Mr. Catching, with his mail order 
book under his arm, fled to his carriage 
and drove furiously from the vicinity.

Old Timer.

The man who is try ing  to get rich 
w ithout hard w ork is sure to find he 
has chosen the hardest route of all.

Many a man is able to lead the sim
ple life because his wife takes in board
ers.

Rea & Witzig
P R O D U C E
C O M M ISSIO N
M E R C H A N T S

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 
acti ve demand and will be wanted 
in liberal quantities from now on.

Dairy and Creamery Butter of

Good Things to Eat
fir-

Mr. Pickle of Michigan

Jams Jellies Preserves Mustards 
Fruit Butters Vinegars Catsup 

Table Sauces Pork and Beans

Pickles—OF COURSE

HIGH GRADE FOOD PRODUCTS 
Made “Williams Way”

THE WILLIAMS BROS. CO. of Detroit
(Williams Square)

Pick the Pickle from Michigan
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Unusual Experiences of Shoemen— 
Bud W illiams’ Story.

W ritte n  fo r th e  T rad esm an .
C hapter IX .

“Speaking about conspicuous shoes,” 
began Mr. Williams, “d’you remember 
how conspicuous tans used to be about 
fourteen or fifteen years ago? In those 
days it took a pretty game man to wear 
a pair o f tans. Though we all realized 
that tans were bound to come in course 
of time, there were seasons when it 
looked as if it would take them a long 
time to arrive.

“Conventional folk were inclined to 
fight shy of tans; and as for middle 
aged or elderly men—well it was hard
ly worth your while asking if they d 
like to look at tans: they were disposed 
to let them severely alone. Tans were 
worn chiefly by the younger set. I re
call a very conservative old man who 
used to contend that anybody who wore 
a pair of tans was sure to go to the 
Devil.

“And yet at a time when tans were 
under the ban, I remember selling a 
pair of them to an elderly gentleman— 
and a minister o f the gospel at that— 
under very peculiar circumstances.

"1 was the manager of an exclusive 
little shop in Bellville, catering to me
dium and better grade trade, and our 
location was good. \ \  e were located 
next door to Crocket & Stoke’s, cor
ner 4th and Wallace Place, the premier 
clothing establishment of the , ^ity. 
Crocket & Stoke carried a swell line 
of ready-to-wear clothes for men and 
boys and one of the finest lines of 
haberdashery in that whole section of 
the country. Fortunately for us, they 
had no shoe department. Being next 
door to them, we were (in effect) 
their shoe department.

“This little incident happened one 
Sunday morning. I used to go down 
to the store nearly every Sunday morn
ing about ten o’clock c a little before 
just to look over the papers, write a 
few letters, or maybe an ad or two. 
O f course the blinds were down, and 
unless it was just to accommodate a 
friend. 1 never sold a pair of shoes. 
It was just a little whim of mine— 
always to spend an hour or two in the 
store on Sunday: and. as I say. usually 
in the forenoon. 1 suppose my system 
demanded that I come in and inhale 
about so much aroma of leather, other
wise my food wouldn’t digest properly.

“Shortly after ten that morning the 
’phone ran g ; and, answering the ’phone, 
I was told that it was Dr. Blackburn 
talking (D r. Blackburn was the pas
tor of one of the principal churches of 
the city), and he wanted to know if I 
would be so kind as to sell a friend of 
his a pair of shoes. The Doctor ex
plained that the circumstances were a

little out of the ordinary; that he would 
explain when they came in ; that it 
would be a great accommodation, etc.

“ ‘Sure,’ I replied, ‘bring in your 
friend and I’ll let him have a pair of 
shoes as a favor.’ You see I knew the 
Doctor fairly well—as a matter of fact 
he had been a customer of mine for a 
couple of years.

“ Presently the front door opened, 
and the Doctor and his friend stepped 
in. I shall never forget the appearance 
of that old gentleman who came in my 
shop to buy a pair of shoes on Sunday. 
He was a man of sixty-five; a little 
less than medium height, and stockily 
built. His hair was white—white as 
snow. He wore closely cropped whisk
ers and mustache. His eyes were blue 
—profound and yet possessing a most 
ingratiating twinkle. It was evident 
the old gentleman had an abounding 
sense of humor. In  the store he acted 
not unlike a small boy who has been 
caught with his hand in the jar and the 
jam on his chin.

“But the most conspicuous thing 
about the old gentleman was his fore
head. He had. I think, the most per
fect head I ever saw on a human be
ing—large, full, and splendid; and that 
great dome of a forehead—m y! but he 
must have been a brainy man. I a fter
wards learned that he was a professor 
in a large theological seminary, and a 
man of rare scholarship. He certainly- 
looked like a prince.

“ ‘Young man,’ he said with a smile, 
‘this is a case of an ox in the d itch ; 
or otherwise put, of a preacher in the 
baptistry. I don’t ordinarily desecrate 
the Sabbath, but to-day I ’ve got to have 
a pair of shoes.’ And he shoved out 
a foot encased in one of Doctor 
Blackburn’s house slippers.

“ ‘I am going to preach for Doctor 
Blackburn this morning at eleven 
o’clock. It is a custom of mine always 
to visit the auditorium in which I am 
to speak, and get my voice limbered 
up. I like to adjust my voice to the 
room so that I can speak with perfect 
ease to myself, and at the same time 
make my voice distinctly audible in 
every part of the auditorium.

“ This morning, not being familiar 
with Dr. Blackburn’s church, I umvit- 
tingly stepped back into the bapistry 
(which isn’t properly safeguarded, as I 
have since informed the doctor), and 
got myself very wet. Fortunately or 
unfortunately, the baptistry was filled 
with water. If  it had been empty I 
might have broken my neck, but I 
wouldn’t have gotten wet. As it hap
pened, I got drenched to the skin, but 
my neck is intact. Messrs. Crocket 
and Stoke have kindly fitted me out, 
thus far; now I want you to complete 
the outfit with a pair of shoes-’

L ik e  P e a s  in  a P o d
That’s the Way

W Ö K D E R g U I v  3 £ °-e
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“ ‘Certainly, Doctor,’ I said, T il  be 
glad to.’ And I asked the old gentle
man to be seated.

“He wanted a plain shoe with a wide 
toe—something in a soft leather, built 
on a straight last. In other words a 
regular old man’s shoe; and yet a good 
shoe. The price was immaterial to 
him. But the size ran high—and I had 
my misgivings. W hen I came to look 
for his size I saw I couldn’t fit h im : 
that is I couldn’t fit him in anything in 
that style of a shoe in dark leather. 
But I could fit him in a pair of tans. So 
I produced them.

“When I brought out the tans Dr. 
Ti ckburn looked astonished, and start
ed to protest. But the old gentleman 
sa id : ‘Now, Doctor, will you kindly 
1 'p quiet ? I’m buying these shoes.’ 
. (d he tried them on.

“ Young man,’ he said, ‘I never had 
; more comfortable pair of shoes on 
nv feet in my life. It is evident these 
' oes were built for my feet. I f  you 

:an’t fit me in conventional black, there’s 
t ithing in the code to prevent nty 
> earing this tan colored leather. Peo- 

e seem to be just a little prejudiced 
;ainst tan shoes. But in my humble 
dgment this prejudice is ill founded. 
>me day nearly everybody—old and 

> >ung—will be wearing tan shoes. I ’m 
i ling to help start the fad. Please put 
on the other shoe, and kindly wrap up 

le Doctor’s slippers.’
“So the old gentleman walked out a 

ither conspicuous figure, on our street, 
le was dressed in a new double breast- 

i d frock coat, wore a top hat and a 
air of bright tan shoes that simply 

cried aloud for attention. And I think

the old man was rather tickled with 
the idea of dealing conventionality a 
solar plexus blow.

“He was a grand old man. Though 
he never said a word about getting hurt 
by that fall until the morning service 
was over, he was suffering agonies all 
the time. The tendons of his leg were 
so badly wrenched that he was laid up 
for weeks afterw ards. W hen he did 
get about, he walked on crutches. But 
he filled his appointment at Dr. Black
burn’s church; and spoke, I am told, for 
an hour. W hen the services were over 
they had to take him around to Dr. 
Blackburn’s home in a carriage. He 
was a game old man.”

Bud’s story of the sale of a pair of 
tan shoes under unusual circumstances 
brought up the subject of tans, which 
is always an interesting one to a bunch 
of shoemen. Williams, Courtland and 
Collins were of the opinion that 1912 
is going to be a strong year for ta n s ; 
but Macfarland seemed to be not quite 
so sanguine as the rest. All, however, 
were agreeed that tan leather is ad
mirably suited for fall and winter wear 
as well as summer wear.

And then, as the hour was growing 
late and as Archibald Courtland was 
beginning to manifest signs of drowsi
ness, it was agreed that the company 
would hear one more story from Tony 
Collins, the traveling salesman, and 
then break up for the night.

But before Collins began his story it 
was agreed that the men would meet in 
the Flanders Den at no far distant date 
and rehearse other unusual experiences 
that had befallen them as shoemen.

C harles L. Garrison.

W hite Shoes for W om en’s and Chil
dren’s  wear.

W ritte n  fo r th e  T ra d esm an .
W hite shoes have gone big this 

summer.
Away back last winter and early in 

the spring  a whole lot of us were per
suaded in our own, minds th a t this 
would be a w hite season; but frankly, 
some of us will have to adm it that 
white shoes have sold m ore extensive
ly this sum m er than  we had dared ex
pect.

D oubting T hom ases th roughout the 
country  who couldn’t see the white 
goods proposition now wish they had.

Only the other day the Secretary of a 
certain  m en's organization  in a sou th
ern city came puffing up to the m ana
ger of a big shoe store carry ing  cxten 
sive lines of shoes for m en’s, w om en’s 
and children’s w ear and said:

“Say have you got a hundred pair 
of w hite canvas shoes that you can 
sell our association? W e are going 
to have a parade next Tuesday; 
and—”

“S orry !” replied the dealer, “but 
we haven’t th tee  dozen white canvas 
shoes in the house.”

“Can you get ’em for us?” enquired 
the Secretary.

“In four days!” exclaimed the deal
er. " I t ’s im possible!”

“W e’ll pay you two dollars a pair 
for them ,” continued the Secretary.

“Y ou’d have to pay me m ore than 
th a t,” reto rted  the dealer, “even if I 
had time to o rder them  — which I 
haven’t. No, s ir ;” he concluded; 
“you’ve got at this th ing  too late.
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W hite shoes are m ighty scarce and 
awfully hard to g et.”

And when you look about you on 
the street and notice the women and 
children that are w earing white shoes 
you don 't w onder th a t the dealer 
hasn’t many on hand.

They have gone big — far bigger 
than the m ost sanguine of us had 
hoped for.

And they look nice too—especially 
on the women and children.

W hite dress goods of every kind 
is extensively w orn this sum m er; and 
of course the toilette ensemble is never 
quite complete unless the shoes and 
stockings match the dress. There
fore the call for white shoes both in 
canvas, buck and ntibuck, for women.

And as for children—well, the re ’s 
noth ing m ore appropriate  for chil
dren 's sum m er w ear than white shoes.

Some way it just seems to suit them.
And it certainly does tickle the little 

g irl's heart to don a fresh pair of 
white stockings and a pair of neatly 
whitened shoes.

In m any localities white shoes will 
be worn right up to the frost. It will 
take N ovem ber rain and slush to 
make the women and children turn 
from white footw ear to som ething a 
bit m ore substantial.

j
I W om en’s and Children’s Shoes

Made by Tappan, of Coldwater, Michigan, are ace high 
as regards true fitting features, shapeliness of lasts and 
stylishness of design. We center our entire effort toward 
making high class McKay sewed shoes that stand out 
conspicuously as every day sellers in the best boot shops 
of the country.

T h e  H o o s ie r  S c h o o l S h o e
For girls and young women is a specialty which has attained great favor 
from the retail shoe merchant. We make them in heavy Dongola, Gun 
Metal Calf and Mule Skin, and we sell them at prices that give the re
tailer a wide margin of profit.

TAPPAN SHOE MFG. CO. :: Coldwater, Mich.
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W hat Shall She do W ith Her Money? 
W ritten  fo r th e  T rsd Jsm a n .

I wish that the editor of some wom 
an ’s m agazine would s ta rt a depart
m ent of finance, giving articles w rit
ten by expert au thority  show ing wom
en how to invest and take care of 
money.

T h ere  would be only one trouble 
about having such a departm ent—-the 
old difficulty cited by Josiah Allen 
when Sam antha declared her in ten
tion of w riting a book ‘ \ \  ho are 
you going- to get to  read your book 
when you get it written;?" W ould 
women be interested  in studying 
about stocks and bonds and m o rt
gages and real estate  holdings, or 
would they turn to the cooking re 
cipes, the beauty hints, and the fash
ion pages in preference? Probably 
much would depend on the way the 
subject was presented.

A ny article tha t tells wom en how 
they may earn even a little pin m oney 
is read eagerly. Y et for m any it is 
far m ore essential to know how to 
invest judiciously.

W e so often sec cases like th is ' 
A wom en m arries young, w ithout 
having had any experience in p ro 
perty  m atters. D uring her husband’s 
lifetime he looks after all the financial 
affairs. She does not take to that 
kind of th ing  naturally , and it seems 
easiest and p leasantest to leave all 
those m atters to him. Suddenly In
dies and his life insurance and per
haps o ther m oney and property  pass 
into her hands. She simply doesn t 
know w hat to do with it.

A little m oney goes to the head 
fearfully w ith some women. Mrs. 
A lbert was a young widow left with 
only a thousand dollars insurance. 
N ever before having had m ore than 
a very m odest allowance at her dis
posal, that thousand dollars looked tc 
her like a vast sum th a t she really 
never could reach the end of. She 
bought a pony and a sm art little  cart 
and spent m ost of her time for two 
or three- m onths driving about the 
city in w'hich she lived.

She indulged in some expensive- 
gowns, gave presents to her friends, 
and made a trip  to a sum m er resort 
where she stopped at a fashionable 
hotel. Ju st six m onths after she re
ceived her d raft from  the company 
in which her husband had been in
sured. she got notice from  her bank 
tha t her account was overdraw n. H er 
fortune, as .it seemed to her, was en
tirely  dissipated—used up in frivol
ities. She had nothing of any con
sequence to show for the m oney 
which should have been kept as a 
fund to draw upon in sickness or 
m isfortune.

Not all women who let go of their 
m oney foolishly are ex travagant. P e r
haps a g rea ter num ber are victimized. 
A lluring m ining stock propositions 
and o ther risky schem es of various 
kinds absorb the funds of credulous 
feminine investors.

Do try  to use a little  sense and not 
be taken in by unscrupulous prom ot
ers. H ere is where the need comes 
in of education in financial m atters, 
a need which m ight be m et by the 
suggested departm ent of finance in 
the w om en’s m agazines. So long as 
they  don’t have that, women will do 
well to read w hatever they  find in 
reliable publications and w ritten  by 
good au thority  that trea ts  of invest
m ents and securities.

T he brigh t women who takes even 
a little  tim e to post herself on such 
m atters learns the difference betw een 
investm ents th a t are regarded as safe 
and conservative, and those which are 
hazardous. She learns that no man 
of sound financial judgm ent invests 
his m oney w ithout careful investiga
tion of w hat it is going into. She 
learns som ething of the nature of the 
different kinds of stocks, bonds, m o rt
gages, etc., of the income which they 
yield and the security  which they 
furnish. She learns th a t bonds and 
first m ortgages are regarded as safer 
than stocks, the la tte r being in the 
nature of things m ore speculative. Of 
course in specific instances there are 
some stocks which prove very good 
and some bonds th a t are w orthless, 
but generally  speaking the rule holds 
true. She learns the fundam ental 
principle th a t you can’t expect per
fect safety and a very high rate of 
income. T hey don’t go together. Be
ware of anything that prom ises 10 to 
15 per cent.

Reading along these lines will give 
you a general insight and render you 
m ore capable of acting  intelligently  
upon advice. F o r in m aking an in
vestm ent you will generally  find it 
best to get the judgm ent of some o th 
er person besides yourself. Go to 
some m an of w'ell known in tegrity , 
who has had experience in financial 
affairs. I can not make too em phatic 
the vital im portance of selecting only 
reliable advisers. And do not be in
duced by the specious reasoning ot 
any sm ooth-tongued prom oter, or by 
the (advocacy of some honest nut 
over-enthusiastic adherent of some 
very prom osing project, to m ake an 
investm ent about which you would 
feel re luctan t to consult any level
headed financier whom you know.

You often hear the expression, us
ually u ttered  in a com plaining tone 
of voice—“E very one is ready to take 
advantage of a woman who is left

alone.” I think this is no t true  as 
regards reliable people1. T he un 
scrupulous are of course ready to 
victim ize any one, m an or woman, 
who allows them  the opportunity .

In m aking investm ents, do not be 
negligent in regard  to im portan t de
tails. Suppose you are loaning money 
and taking a m ortgage on a house 
and lot. H ave the title  to the p ro
perty  looked into by some person 
com petent to pass on it. As the 
building form s a g reat part of the 
security, it should be insured and the 
insurance made over to  you. H ave 
all legal papers recorded as soon as 
made.

By the way, don’t make too many 
loans to friends who get into a tight 
pinch and come to you for money. 
Q uite likely you can not afford to 
make an outrigh t gift to your friend 
of five hundred dollars. Then do not 
loan him or her tha t am ount on in
sufficient security  or under circum 
stances that would m ake it difficult or 
im possible to require paym ent when 
it becom es due.

T his brings up the whole subjec1 of 
le tting  your relatives have posses
sion of your money. Have you ever 
noticed in the lists of creditors of 
bankrupts, how often you find some 
w om an’s nam e follow ed by a con- 
derable am ount of indebtedness? A 
m other, sister, aunt, o r m other-in- 
law has furnished m oney for the ill- 
starred  m ercantile venture. Poor 
ladies!

H ow  m any wom en there are whose 
little  all has been handed over to  give 
son or son-in-law  or b ro ther a start. 
Very often it is no t convenient to re
pay, and she who has been the lender 
and benefactor reg re ts  tha t she was 
so weak and indulgent and wishes 
vainly tha t she had her m oney back. 
Generally speaking it is a safe rule 
and one which in the long run makes 
for happiness and good feeling in 
fam ily relations for a wom an to  keep 
w hat she has, o r at least so much of

OFFICE O U TFITTERS
LO O SE LE A F SPECIA LISTS

ThiS id c / iiif t in c , Co.
237-239 Pearl St. (near the bridge). Grand Rapids, Mich.

Watson -  Higgins Milling Go. 
Merchant Millers

Grand Rapids Michigan

Satisfy and Multiply
Flour Trade with

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

Grand Rapids, Mich.

Up-to-date Stores use

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

back Books. W hite and Yellow Leaf Books.

Chicago Boats
G. & M. Line

Every Night
Fare $2

Holland Interurban Qn  m
Boat Train a t ..................  U | i , U I .

T D  A P F  Your Delayed 
1 R A U L  Freight Easily 

and Quickly. We can tell you 
how. BARLOW BROS.,

Grand Rapids, Mich.

All Good Things
A re Imitated

Mapleine
(The Flavor de Luxe)

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

Order a stock from your 
jobber, or

The Louis H ilfer Co..
4 Dock St.. Chicago.. 111.

Crescent Mfg. Go., Seattle, Wash.

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

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

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

as though you were here personally.

C orner Ionia, Fountain and D iv ision  Sts.
O pposite M orton H ouse Grand Rapids, M ichigan



S ep tem b er 4, 1912 M I C H I G A N  T R A D E S M A N 21

it as will provide her abundant sup
port, in her own hands.

In g etting  advice regard ing  an in
vestm ent, do not go to a relative un
less he is the type of m an whom  you 
would go to if there  were no ties’ of 
blood. T he kindest son or b ro ther or 
son-in-law in the w orld may be a very 
poor financier. Do not make such 
an one your counsellor.

I t  should be com paratively easy for 
a widow or a single wom an to retain 
the m anagem ent of her own affairs. 
It is often best for the m arried wo
m an who has property  of her own 
to keep the reins of control herself, 
ra th er than  give them  into the hands 
of her husband. T h is m ay seem a 
hard saying, and it is only justice  to 
add th a t some 'husbands are very 
capable in handling the money in ter
ests of their wives and scrupulously 
honest and conscientious as well. But 
not all men have the financial instinct, 
and when the venture the husband 
had so much faith in does not turn 
out as he thought it would, when the 
city lots that he was sure would ad
vance in value take a slump instead, 
when there are losses and failures 
and d issappointm ents—then a wife is 
apt to be only hum an and to think 
and say how much be tte r it m ight 
have been had she used her own 
judgm ent instead of follow ing his 
leadings. So the husband who is far
sighted and self-respecting will really 
p refer th a t w hatever p roperty  or 
m oney belongs to his wife she shall 
keep in her own nam e and under her 
own control. Quillo.

Judging the Future by the Past.
Conneat Lake, Penn., Aug. 26—Three 

decades is a long time for a periodical 
to continue under a single management. 
How many of the great magazines can 
boast of such a record! Very few. 
The names which were standard in 
journalism only ten years ago have 
many of them gone down and new ones 
taken their places. The person who 
makes it a point to keep up with the 
periodical literature finds his list re
quiring constant revision. And there 
are always unexpected disappearances 
among the class which we are sad to 
dispense with.

Evidently the publishing plant is not 
always the one that grows the dollars. 
And that the Tradesman has been suc
cessful both financially and from the 
highest moral point is certainly cause

for gratulation. It has proved that a 
trade paper rnay be practical, interesting, 
elevating. Shop talk is not necessarily 
dull ta lk ; and its columns are proof that 
the lapse of time brings to it the same 
results as to the poet, Holmes, who to 
the very last reckoned his number of 
years young.

The retrospect of the Tradesman brings 
with it many interesting thoughts regard
ing progress in the merchantile world. 
The bulk of the goods which are now 
your best sellers were practically un
known thirty years ago. Cheap and rapid 
transportation has given to the smallest 
town the stock once confined to the 
large cities. Methods have changed. 
The village loafer has almost disap
peared, and the proprietor who once 
found time to exchange political views 
with him is now too much rushed dur
ing business hours. Advertising has 
advanced from an uncertainty to a nec
essity. Better methods of service ob
tain. Better and cheaper goods are the 
rule. There is more professional knowl
edge and enthusiasm. Pure barter has 
been transform ed into the higher 
thought in commercial transactions. 
The plane of life has been elevated 
through ethical principles applied to 
trade. In all of this the Tradesman has 
taken an active part. How much it has 
accomplished for good, no one can affirm. 
How wide its future scope will be can 
best be estimated by its p a s t!

A Reader.

Pays to be Truthful in Everything.
Evansville, Ind., Aug. 27—The article 

entitled “I t  Pays to Tell the Truth About 
Shoes” and which was published in the 
August 21 issue of the Tradesman is 
a very fine article.

It does’nt only pay to tell the truth 
concerning shoes (which this article ex
plains also) but it does pay to be tru th 
ful concerning everything.

W e all fully understand that before 
we can think or tell any thing that we 
are moved by the power of thought— 
mental force. I f  we realize this, we 
ought to know that truthful thoughts 
are the only medium by which correct 
results can be obtained. I f  this is true, 
which we all know it is, why do we lie 
to beat the band about things which we 
know will injure others?

If  these things are real plain to us, 
why don’t we try  to know that they are 
plain to others? I f  we know we are 
telling a lot of lies in order to make 
more profits or in order to gain more

power, is it not true that some one 
knows it? Do we catch other people’s 
thoughts? If  we know we can see 
through other people’s schemes, why 
do we try to fool ourselves by thinking 
that others can not see through ours?

When the retailers learn that other 
people can read between the lines as well 
as we can, all of us will stop lying in our 
advertising as well as over the counters.

W e ought to know if we teach our 
clerks to lie to our trade, that we are 
teaching them to lie to us. If we have 
taught our clerks to lie to our trade 
(who give us all we have) we ought 
not to kick if the clerks take a little 
of it away from us.

Remember, if you think the trade can’t 
catch on to our low-down dirty-tricks, 
that the clerks can. And if we ask the 
clerks to pull off these shameful things, 
we ought not to kick if they run off 
with the whole store.

There are thousands of very good 
reasons why we should tell the truth. 
There is no use running off and crying 
because things are not running- nice 
and smooth if we know we have been 
pulling off first one trick and than an
other.

If  we can’t trust ourselves, there’s no 
use in trusting anyone else, but on the 
other hand, if we are truthful and trust
worthy ourselves, we can trust our em
ployes. There is not much danger of 
our clerks doing a lot of things that 
are not right, if we prove to them that 
we are on the square.

Of course it is a hard matter to make 
angels out of devils, but there is no 
need for us to continue to create devils 
when we can as well create honest 
thoughts.

W e can create business-righteousness 
as well as civic-righteousness or any 
other kind of righteousness.

Edward Miller, Jr.

N ot Quite up to Requirements.
A K ansas farm er, a Dane, applied 

for natu ralization  papers. T he judge 
asked him : “A re you satisfied with 
the general conditions of the coun
try ?”

“Y as,” draw led the Dane.
“ D oes the governm ent suit you?” 

queried the judge.
“Yas, yas, only I would like to see 

m ore rain ,” replied the farm er.

Some women marry for love, some 
for money and some just because.

Buy a Seller 
Win a Buyer 
Sell a Winner

Grand Rapids 
Broom Co.
M anufacturers of the following 

standard brands:

Puritan 
Jewel 

Winner 
Wittier Special

These are the leaders in brooms 
Sold by your jobber

If your jobber does not handle our 
line write us

Just as Sure as the Sun 
Rises

C r e s c e n t
fLOUR

Makes the best Bread and Pastry

This is the reason why this 
brand of flour w ins success for 
every dealer who recommends 
it.

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

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

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

Do You Want to Sell the Best Spring Wheat Flour Made ?
Then Handle

CERESOTA
The price this year will be on a par with Winter Wheat Flour

JUDSON GROCER WHOLESALE DISTRIBUTORS
GRAND RAPIDS, MICHIGAN
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T H E  M ICHIGAN A PPL E .

The Sure W ay to a Profitable 
Market.

W ritte n  fo r th e  T radesm an .
Second Paper.

Ninety millions of people, over half 
o f them living in cities and large towns, 
have vastly different tastes, habits and 
methods of life than sixty millions, two 
thirds of whom lived in the country.

Twenty years ago oatmeal, salt, 
prunes, raisins,—almost every edible 
commodity—were sold in bulk, out of 
box or barrel. To-day they are bought 
by the package.

Then families were large, the house
wife did the marketing in person and 
carried her purchases home herself. 
She bought not for the day, but suffi
cient for a week or a month. She laid 
in potatoes enough for a winter’s 
supply. She bought her apples by the 
barrel. She dickered with the farmer, 
the market man or the farm er peddler 
herself.

To-day the typical housewife lives in 
a city apartment. She orders by tele
phone. enough for the day. H er apart
ment has no storage room, no room for 
potatoes or fruit in quantity. She de
pends upon the market man or the 
grocer to carry her stock for her—she 
is a small quantity buyer because she 
has to be. and because it has become 
easiest for her.

Her oatmeal or cereal flakes she o r
ders by telephone, naming her choice 
by its brand. The same is true of her 
purchases of starch, flour, sugar, salt, 
raisins, canned goods, even her lemons 
and oranges and grape fruit. H er tastes 
are formed for her, by the shrewd man
ufacturers of these edibles, who do not 
wait for a reputation to grow but launch 
it ready made after they have assured 
themselves that their goods warrant it.

The American housekeeper is the real 
market for any thing made or grown 
to be eaten. If  she can be induced to 
believe in any article to the point of 
calling for it by name, and if, after that 
made reputation has induced her pur
chase, it proves to be as good as she 
has been led to believe it is, her trade 
on that article is assured.

If the American housewife can be 
once convinced of the flavor, the quali
ty. the color and desirability of the 
Michigan apple, if she can get that ap
ple in a package that her family will 
use up without its spoiling in an apart
ment devoid of storage facilities or cel
lar, if she can be sure of getting that 
apple when she calls for it no power 
on earth can keep the Michigan apple 
out of the most profitable market on 
earth.

You cannot buy a “Michigan” apple 
on the market to-day in any big center 
in the United States. Michigan apples 
are sold under other names, as “Ozark” 
“New York” “Manitou” etc., because 
there is more profit in it. To-day our 
apples are building reputation for oth
ers. Where will our apple growers be 
when production has reached the satur
ation point of the market?

Our way is plain and easy.
Let us analyze our task first.
W e must have an apple pack that can 

be trusted. To-day our pack is slip
shod and careless. It has been in the 
past—we are to blame ourselves that

by changing the Michigan labels on our 
barrels the man who sells our fruit gets 
fifty cents a barrel more, and that on 
an honest pack.

That honest pack we can get when 
we inaugurate an inspection system, 
operated by a neutral organization, that 
will do just as we have learned to do 
in the past with our lumber. Michigan 
lumber goes all over the world, the 
grade good as gold, the measure un
questioned, because just such an in
spection has been made.

Growers will welcome such a meas
ure. There is to-day in Michigan no 
standard of grade of any kind. One 
man’s “Fancy” may be another’s “Se
lect.” So far as grades are concerned 
we are in chaos. The measure now be
fore Congress defines grades and pack
ages. We have only to see that a prop
er body, with a suitable corps of trained 
inspectors teaches our growers what 
these grades are, and sees that the 
grades are packed.

W ith a standard pack, passed upon 
by responsible inspectors, we have next 
to mark that pack in a way that the 
buyer can recognize it. In other words, 
whatever organization inspects and O. 
K’s the pack and the fruit, should pro
vide a suitable label to indentify it. 
The license to use that label should go 
only with the inspection fee.

That label should serve as an iden
tification mark to the consumer. The 
American housewife, who orders by 
telephone and demands by name should 
have some means of calling for Michi
gan apples of a known grade, and of 
knowing that she gets them.

Remember we are already in compe
tition with all the West, the East and 
even the South and the Southwest. Our 
grades by national law will be the same 
as theirs. Tt is not enough that the 
buyer should call for grade “A” or “B” 
she must learn to call for our particular 
pack of those grades, and know why 
she does it.

That means that we must build up 
in the buyer’s mind the fact that she is 
getting apples of better flavor, apples 
that taste better, are healthier, carry 
more of the fruit elements that make 
apples the most healthful fruit in the 
world. We must make her feel that 
her family cannot eat too much of this 
fruit, that it is best for them in every 
way that Michigan apples be on her 
table in some form every day.

We must make it easy for her to 
buy these apples by providing a pack
age that she can use economically. The 
barrel pack is obsolete in this respect. 
It has been the apple package in the 
east for three hundred years, but in 
but little more than a decade the keen 
business men of the west have proved 
that the bushel box (approximately) is 
a package that is far better adapted to 
modern city life.

The city dweller is our market. The 
country woman will always be able to 
buy a local product, and will do it to 
save money. W e cannot compete with 
local apples in country towns.

The W esterner has proved his pack
age by getting two or three times as 
much for his apples thus packed than 
any barrel pack, in ordinary market 
run. Logic that any one familiar with 
modern conditions can apply proves 
him right, say nothing of his success.

W e are getting down now to the hard 
pan that many a m anufacture has 
struck before he began to make a per
manent and profitable market for his 
goods.

W e have standardized our goods. 
The buyer knows just what she gets in 
each package. We have made the pack
age meet the actual conditions of the 
buyer’s circumstances, we have made 
it easy and convenient to buy.

W e must then get the reputation for 
our pack in markets that will absorb 
all, and more, than we produce. And 
that we can cheapest and best and 
quickest accomplish in just the same 
way that a reputation and demand are 
secured for soap or cereals or salt— 
by honest, constructive advertising in 
the papers that our buyers read.

People to-day are looking more and 
more to the advertising pages of the 
periodicals they read for guidance in 
their purchases. The tailors no longer 
make the styles, it is the clothing ad
vertisements. The grocer no longer 
shapes the purchasing of coffee or salt 
or flour. It is the m anufacturer who 
tells of his wares to the greatest num
ber of his real customers—the people 
who buy his goods to eat, not to sell 
again.

People can be made to want to eat 
Michigan apples to the exclusion of 
other apples in just the same way. And 
we cannot wait to build reputation in 
any other way. An enormous increase 
of production is at our very doors. We 
cannot do as the iron master does— 
store our output for two or three years, 
and in the meantime cut down our pro
duction. Our orchards are going to 
keep right on bearing whether our mar
kets want the goods or not.

W e must make the markets—the de
mand—that will always want more than 
we can supply. And we must start 
now. C. P. Buck.

Hens D o N ot Lay Rotten Eggs.
Shoals, Ind., Sept. 2—At least two- 

th irds of the poultry  raisers and pro
ducers of eggs are using every effort 
to put their eggs on the m arket fresh, 
while the o ther third, or quite a few, 
are careless with their eggs and take 
to the stores and packers stale, ro tten  
and some fresh, all m ixed together. 
T his is a hardship on the people who 
take care and sell noth ing but fresh 
eggs. Every  bad or stale egg reduces 
the value of the to tal shipm ent, con
sequently  these people with best eggs 
bear the loss of the careless.

If all will take care of their eggs 
and bring  to the m arket no th ing  but 
stric tly  fresh eggs prices will be still 
higher, and th is year they are 4@6c 
per uozen h igher for June and July 
than they  w ere in June and July, 
1911, so the pure food law has been 
doing good. T he law is very strict 
about the sale o r offering for sale 
of stale o r ro tten  eggs, and anyone 
is runn ing  a dangerous risk in hav
ing any bad eggs in the lots.

T hose who can’t b ring  to m arket 
good, fresh eggs should no t bring 
any at all and get out of the busi
ness, so the people with good eggs 
will get w hat they are w orth.

T his is plain talk  but honest and 
ju st and published in the kindly 
spirit it is m eant. W e are sure it

will not offend any of the tw o-thirds. 
T he people who do take care of their 
eggs and only bring good eggs to 
m arket are not afraid to have their 
eggs tested, but, on the o ther hand, 
they will approve of the pure food 
law and assist every m erchant and 
packer of eggs by bringing nothing 
but stric tly  fresh eggs to the "market.

Com petition keeps every dealer 
strain ing  every nerve paying high 
prices for fresh eggs. Q uality helps 
to advance the price. Good eggs 
keep people eating  them. Bad eggs 
stop people from  buying them  and 
reduce prices. N obody w ants a bad
egg.

Mr. Farm er, are we right? You 
that think so be a booster, help by 
your talk. Millions of people are 
w anting good, fresh eggs; nobody 
w anting poor eggs. G ather eggs 
once or twice a ekiy, keep in cool, 
dry place and take to m arket often, 
not la ter than once each week, the 
o ftener the better. T. V. A llbright.

Regulation of the Sale of Eggs.
The business of selling eggs in the 

shell and when canned, frozen or 
dried is one which of late years has 
required increasing  supervision on 
the part' of the public au thorities. 
Eggs in a certain  sta te  of dis- 
com position, while unlit for food, still 
have a certain value for m anufactur
ing purposes particularly  in connec
tion with the tann ing  of leather. 
T here are m any gradations betw een 
the perfectly  fresh egg and tha t which 
is no longer tit for hum an food. In 
connection w ith the several processes 
of "breaking o u t” eggs to  be sold in 
liquid or dried form  there is oppor
tunity  for the use by unscrupulous 
dealers of eggs which cannot be sold 
in the shell for hum an consum ption. 
O n May 18, 1910, the Board of H ealth  
adopted a new section of the Sanitary  
Code (Section 48a,) providing that 
no person shall break out eggs for 
sale or to be canned, frozen, dried 
or used in any* o ther m anner and that 
no eggs broken from  the shell shall 
be sold in the city of New York w ith 
out perm it from  the B oard of H ealth, 
and subject to the conditions of said 
perm it and to the rules and regula
tions adopted by the Board. A fu rth 
er section provided th a t no person 
shall receive, keep or sell for food or 
to  be used in food any canned, frozen 
or dried eggs which are adulterated 
o r to which has been added any pois
onous ingredient or any antiseptic or 
foreign substance not evident and not 
known to the purchaser or which shall 
contain filthy, decom posed or putrid  
animal m atter. A th ird  section for
bade the sale of eggs known as 
“ spo ts” except in cases which are 
plainly and indelibly labeled at both 
ends with the p rin ted  w ords "spot 
eggs,” the le tte rin g  to be done in a 
prescribed m anner.

N. Y. H ealth  Bulletin.

Times change and the customer does 
not come after the goods as he once 
did. He expects you to come after him, 
and you will have to go to it.

Lots of people think more of their 
heirlooms than they do of their ances
tors.
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Don’t Be a Glutton for
Gluten

Lily White, “the flour the best cooks use,” has enough of the gluten 

or strength element to make LIGHT bread and biscuits, but not enough to 

make them tough.

Gluten makes bread and pastry elastic—rubbery—tough.

Some flours have too much of it for domestic use. We select and com

bine wheat carefully to get the PROPER amount of gluten, starch and pro

tein for HEALTH and FLAVOR.

LILY W HITE
“The Flour the Best Cooks Use”

Is made for DOMESTIC use ONLY. For home cooks—not public bakers. It’s 

better for the housewife to buy because it is made especially and solely 

for her needs and she can make EVERYTHING out of it.

The Great Lakes have helped to make Michigan wheat famous for its 

FLAVOR. You get it in Lily White. Note it carefully.

Always packed in neat, SEWED, sanitary sacks with our name and 

guarantee on each.

Like all other good things there are imitations, but we think you 

will like the genuine best.

Valley City Milling Co.
Grand Rapids, Mich.

T h is  is a rep roduction  of one o f the  advertisem ents appearing  in the daily papers, all of w hich  help th e  retailer to  sell Lily W hite  Flour.
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M ichigan K n igh ts  of th e  Grip
P re s id en t—C. P . Casw ell, D etro it.
S ecre ta ry —W m . J .  D evereaux , P o rt 

H uron.
T re a su re r—J o h n  H offm an, K alam azoo.
D irectors'—F . L. D ay, Jack so n ; C. H . 

P hillips, L ap eer; I. T. H urd , D avison; 
H . P. G oppelt, S ag inaw ; J . Q. A dam s, 
B a ttle  C reek; Jo h n  D. M artin , G rand 
R apids.

G rand Council of M ichigan, U. C. T.
G rand  Counselor—Jo h n  Q. A dam s, B a t

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

K alam azoo.
G rand P a s t  C ounselor—Geo. B. C raw , 

P etoskey.
G rand  S ec re ta ry —F red  C. R ich ter, 

"Traverse City.
G rand  T re a su re r—Joe  C. W ittliff, D e

troit.
G rand  C onducto r—M. S. B -ow n, S ag i

naw .
G rand Page-—W . S. L aw ton , G rand 

Rapids.
G rand S en tinel—F. J . M outler, D etro it.
G rand C hap la in—C. R. Dye, B a ttle  

C reek.
G rand E xecu tive  C om m ittee—Jo h n  D. 

M artin , G rand  R ap id s; A ngus G. M c- 
E achron , D e tro it; J a m e s  E. B urtless, 
M arq u e tte ; J. C. S aunders, L ansing .

W ise as Serpents and Harmless as 
Doves.

Apparently it is the easiest thing in 
the world to please the traveling man 
with any kind of gossip, but—■. The 
one who can spring something new on 
a commercial traveler is little short of 
a genius. These disciples of Mercury 
go everywhere, and know everything. 
Besides the regular- channels of obtain
ing the “latest” these nomads possess 
a perfect grapevine system, ramifying 
the face of the globe and leaving M ar
coni in the dim distance. In fact it 
has been suspected that these wanderers 
are in possession of the secrets of oc
cultism and certainly the C. T. is a Bri- 
tannica on foot.

More tlv n  all, where he may be want
ing in information his training has been 
such that he can instantly supply the 
deficiency, and the man does not live 
who can detect the counterfeit. The 
current happenings of the day are in 
his possession ere the sun sinks behind 
the western plains. Talk to him of 
commerce — his line — and he at once 
shows you that he knew more of the 
subject before you were born than you 
ever will know. Go into politics and 
note the smile playing on his lips as he 
modestly proceeds to instruct you in 
the a b c’s of the profession. Perhaps 
you may imagine that his busy existence 
shuts him off from the social side of 
life and you talk “society.” Alas for 
your ignorance; that “drummer” is at 
home with kings and princes; he can 
entertain the President with the same 
ease as if chatting with the “yallow rose 
of Texas.” The court of St. James and 
the “cabin in the lane” are all the same 
to this trained diplomat.

But of all things, mind how you tackle 
this commercial evangelist on the sub
ject o f religion, for here is his trump 
card. All of the denominations and 
sects are as familiar to him as the sam
ples in his case. Give him but a half 
a chance and he will in a twinkling take

you over the Garden of Eden, cross the 
Red Sea, scale Mount A rarat and drop 
you with a case of nervous prostration 
in the pool of Siloam.

The popular way of trying to enter
tain the man with the grip is in the e f
fort to be funny. This is worse than 
folly. Of all things avoid wit in the 
presence of the traveler. Every joke 
that has been told since Adam tried to 
work that guy on Eve about the for
bidden fruit is right on the end of his 
tongue. The characteristic equipoise of 
the traveling salesman is seldom dis
turbed, but that which will come nearest 
to it is the fellow who is trying to act 
other than his true self. This sham 
is as obvious as the sunlight and as 
sickening as a dose of ipecac.

The chief topic of conversation among 
mankind is trouble—either that which 
has occurred, is now being enacted or 
is likely to come to pass. Now the 
commercial traveler is never looking 
for trouble, and will take any route to 
avoid the subject, or the article itself, 
hence this fruitful topic does not enter
tain him even a little. The platform 
upon w-hich these salesmen stand is to 
permit others to do as they please and 
mend their own ways to suit their in
dividual tastes. If  the dear girls desire 
to appear in the hobblest of the hobbles 
they need have no fear of censure from 
the “drummer.” And the cigarette 
fiend who has chosen that route to an 
early grave will suffer no abuse from 
this source. The C. T. is in no sense 
a regulator of society, or of anything 
else. The long-winded preacher may 
continue to discourse on original sin, 
and the freedom of the will, or contend 
that there is only one mode of baptism ; 
he will hear never a dem urrer on the 
part of these bagmen. The busy trav
eler is hurrying on with neither the 
time or inclination to meddle in the 
affairs of others.

This wonderful “know-all” would be 
a holy terror in the land but for this 
priceless virtue—he knows when silence 
is golden; he never tells all he knows. 
He leaves the fool in his folly, the ego
tist to enjoy his sweet thoughts of 
self, the politician with his graft, the 
new woman with her short hair and 
divided skirts, the quack and his reme
dies, the inventor and his dreams, and 
if the hotel keeper will give him only 
half the worth of his money, never a 
kick will be felt.

Yet as paradoxal as it may seem this 
busy moving man finds pleasure every
where. To him the world is full of 
sunshine, and the ground over which he 
walks is strewn with golden nuggets; 
these he gathers as he journeys to dis
tribute where they will be most appre
ciated. The farm er who goes to him 
is likely to learn valuable hints on mod-

crn husbandry; the mother will get 
some excellent pointers on how to keep 
her boys from staying out at nights. 
W onderful people are these commercial 
travelers, “wise as serpents and harm 
less as doves.”

In Room 14.
“I was traveling in the West last win

ter,” said the lecturer, “and on arriv
ing at the capital of a certain state one 
afternoon found that, owing to the Leg
islature being in session and a big lobby 
on hand, all the hotels were full-up. 
The clerk at one of them finally said 
he guessed he could make room for me 
if I wasn’t too particular. I was given 
room 14. It had a poor bed and no 
lock on the door, but after my lecture 
that evening I tumbled into bed dog- 
tired and without fear of robbers. I 
did. however, slip my revolver under 
my pillow.

“I was sleeping away at midnight 
when some sound woke me up, and I 
sat in bed to hear some one a sk :

“ ‘Is there anyone sleeping here?’
" ‘There’s someone here very wide 

awake,’ 1 replied, ‘and that someone 
wants to know what you are doing here. 
Speak right up before 1 shoot!’

" ‘Hold on to the g u n !’ he command
ed. ‘I can explain in a minute.’ ”

“He lighted the gas and then came 
over to the bed and asked if I had 
found a roll of money on the old bu
reau. I replied in the negative, and he 
explained that when a member of the 
Legislature sold his vote the money was 
left on the bureau in Room 14 for him. 
He had sold his that afternoon, and the 
buyer had agreed to deposit, but hadn’t 
done so. There was some hitch about 
it, and he was sorry to have disturbed 
me, and so forth. He went out, but 
half an hour later came back to knock 
on the door, and sa id :

“ ‘It’s all right. He had left my cash 
with the clerk downstairs. Sorry—very 
sorry — but business is business, you 
know. Lots of bills up, but a member 
can’t get $600 for his vote every day 
in the week.’ ”

Even the w isest of us get fooled oc
casionally.

The Diamond 
Hatch Company

P R I C E  L I S T
B IR D ’S-EYE.

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

per case 20 gr. lots ............................. $3.35
Lesser quantities ............................................ 53.55

BLACK D IA M O N D .
5 size—5 boxes In package, 20 packages In case,

per case 20 gr. lots ............................. $3.36
Lesser quantities ............................................ $8.65

B U L L ’S-EYE.
1 size—10 boxes In package, 30 packages (360

boxes) In 214 gr. case, per case 20 gr. lot $2.36 
Lesser quantities ............................................ $2.60

SW IF T  & CO URTNEY.
5 size—Black and white heads, • double dip, 12 

boxes in package, 12 packages (144 boxes) In 6
gross case, per case 20 gr. lots ..............$8.75

Lesser quantities ..............................................$4.00

B A R BER ’S RED D IA M O N D .
2 size—In slide box, 1 doz boxes In package, 144

boxes In 2 gr. case, per case In 20 gr. lots $1.60 
Lesser quantities ..............................................$1.70

BLACK A N D  W H IT E .
2 size—1 doz. boxes in package, 12 packages In

2 gr. case, per case in 20 gr. lots ____ $1.80
Lesser quantities ..............................................$1.9(1

T H E  GROCER’S M ATCH.
2 size—Grocers 6 gr. 8 boxes in package, 54 pack

ages In 6 gr. case, per case In 20 gr. lots $5.00
Lesser quantities ............................................$6.25
Grocers 4 1-6 gr. 3 box package, 100 packages in 

4 1-6 gr. case, per case in 20 gr. lots. ..$8.50 
Lesser quantities ..............................................$3.65

AN C H O R  PA R LO R  M ATCHES.
2 size—In slide box, 1 doz in package, 144 boxes

In two gross case iu 20 gr. lots ............ $1.40
Lesser quantities ..............................................$1.50

BE ST A N D  C H E A PE ST  
PA R LO R  M ATCHES.

2 size—In slide box, 1 doz. In package, 144 boxes
In 2 gr. case, in 20 gr. lots ................. $1.60

Lesser quantities ..............................................$1.70
3 size—In slide box, 1 doz In package, 144 boxes

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

SEA R C H -LIG H T PA R LO R  M ATCH
5 size—In slide box, 1 doz In package, 12 pack

ages In 5 gr. case, in 20 gr. lots........... $4.26
Lesser quantities ..............................................$4.50

U N C L E SAM.
2 size—Parlor Matches, handsome box and pack

age; red, white and blue heads, 3 boxes in 
flat packages, 100 packages(300 boxes)in 4 1-6
gr. case, per case in 20 gr. lots........... $3.85

Lesser quantities ............................................. $3.60

SA FE T Y  M ATCHES.
Light only on box.

Bed Top Safety—0 size—1 doz. boxes in package 
60 packages (720 boxeB) In 5 gr. case, per
case in 20 gr. lots ................................ $2.60

Lesser quantities ..............................................$2.75
Aluminum Safety, Aluminum Size—1 doz. boxes 

In package, 60 packages (720 boxes) in 5
gr. case, per case In 20 gr. l o t s ......... $1.90

Lesser quantities ..............................................$2.00

We Manufacture

Public Seating
Exclusively

C H l i r C h ^  We furnish churches of all denominations, designing and 
V l l v o  building to harmonize with the general architectural 

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

^ r h n n U  ^he *act tllat we have furnished a large majority of the city  
O W IIU U IO  and district schools throughout the country, speaks volumes 
for the merits of our school furniture. Excellence of design, construction 
and materials used and moderate prices, win.

I n f j a r p  H a l l e  We specialize Lodge. Hall a* Assembly seating.
1 1  t i l  1 0  Our long experience has given us a knowledge of re

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

Write Dept. Y.

Hmerican Seating Company
215 Wabash A ve. C H IC AG O. ILL.

G R A N D  RA PID S N E W  Y ORK  BO STO N PH ILA D ELPH IA
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News and Gossip of Interest To  
U. C. T.

Grand Rapids, Sept. 2—The Finance 
Committee will hold a meeting Saturday 
Sept. 7 at 11 a. m. at the Grand Rapids 
Association of Commerce rooms. The 
members of this Committee are request
ed to be present.

Mrs. Oscar Levy, who has been spend
ing the summer at Ottawa Beach, has 
returned home. She had a delightful 
time at the Beach.

All the chairmen of the convention 
committees should attend the second 
meeting Saturday, Sept. 14.

R. W . R oberts, of Saginaw, is 
tem porarily  filling the Soo Line te r
rito ry  fo r the Cornw ell Beef Co., 
betw een G ladstone and the Soo, re 
lieving N. J. LaPine, who is tak ing 
his vacation.

The Ryder family and the Trout fam
ily had a family reunion at Chicago 
labor day. The offsprings of these two 
families were also on hand to enjoy 
the festivities. Those of the Ryder 
family who live in Grand Rapids left 
Friday night.

W ard Martin and his son, Will. D., 
from Philadelphia, and W. L. Thomas, 
of Hastings, started two weeks ago on 
a trip to San Diego, Cal., in a Ford 
auto. They were in Salt Lake City 
Sunday and expect to be in San Deigo 
Sept. 7. Mrs. W ard Martin, who re
sides at 21 Ransom avenue, will leave 
Sept. 25 to join her husband. They ex
pect to spend the winter in California. 
At present the boys are making 200 
miles a day and having a dandy time.

R. W . R einert, for the past two 
years traveling  salesm an for the 
Cornw ell Beef Co. on the Canadian 
territo ry , has resigned. R. Jones has 
succeeded him on the territo ry .

John  M oran, m anager of H otel 
Iferm itage, and his fam ily have re 
tu rned  to G rand Rapids. Mr. M oran 
and his fam ily spent the sum m er at 
their co ttage at M acataw a Park, but 
are  re tu rn ing  a little  early, so the 
children can a ttend  school.

Now th a t vacation tim e is over we 
ought to  receive a few m ore item s. 
I can take care of all the item s you 
mail me, boys.

H ow ard H einz, the m ain pickle of 
the H einz Co., w as in the city L abor 
Day and held a session w ith his 
M ichigan m anagers.

Mrs. W m . Lovelace is ill a t her 
hom e, 850 Sheldon avenue. T hough 
still confined to  her bed, Mrs. Love
lace is im proving and expects to  be 
s itting  up a t the end of the week. 
T he boys of 131 extend their sym 
pathy and w ish her a speedy re 
covery.

“Billy B urner is back on the job 
after his vacation. R eports have it 
Bill had some tim e in Chicago. H ow  
about it, M rs. B urner?

A lbert Peters, the boy who helps 
to m ake the U . C. T . 131 fam ous, 
nearly  w on a couple of races at Com
stock P ark  L abor D ay on his m o to r
cycle. H ad  the o ther fellows and 
th e ir m achines dropped  tout, “Al.” 
sure w ould have won. B e tter luck 
nex t time.

A rthu r M. B orden m ay have se
cured a ball gam e for the U. C. T. 
team  for Saturday. W e are w aiting  
patiently  to  hear. H urry , A rthur, 
the boys need the practice.

Hotel Andrie, at Scottville, burned 
to the ground a week ago last Friday. 
The fire started in the night. Several 
Grand Rapids boys narrowly escaped— 
they left the day before.

Mrs. Drake’s darling boy, Bill, made 
a trip to Freeport this week. Bill just 
can’t keep off the road.

Charlotte was also visited by fire. 
The Williams Hotel was totally de
stroyed, the loss being about $10,000. 
No one seems to know how the fire 
started, but ont of Charlotte’s old land 
marks, is no more. The hotel at the 
time of the fire was filled with guests 
and one Jacob Kunkle was taken out 
unconscious from his room. This fire 
also started during the night and made 
great headway.

Mr. and Mrs. R. J. Richards, who 
have been in Cleveland all summer, have 
returned to Grand Rapids. Bro. Rich
ards will represent Conkey Chemical 
Co., of Cleveland, covering the State of 
Michigan. He reports a very successful 
summer in the real estate line. Bro. 
Richards formerly peddled Gold Medal.

Oscar Levy has moved his office to 
3 N orth Ionia, where he will be pleased 
to see any of the boys. Bro. Levy re
presents A. Krolik & Co., of Detroit.

John D. Martin has returned from 
a three weeks’ trip up North. John D. 
was taken sick about a week ago with 
a severe cold, but he stuck on the job 
and returned home in bad shape.

A brand new boy has arrived at Bro. 
O. W. Stark’s home 610 Lake avenue. 
Mrs. Stark and baby are doing fine.

W alter Ryder and Hook Visner left 
secretly for Chicago. The boys want 
to know what you went over for, Walt. 
W ere you the groom and Hook best 
man? W hen will you be (a t home) ?

C. F. Louthain has taken a position 
as sales manager with Gordon Mjackay 
& Co., Limited, the largest wholesale 
dry goods house in the Dominion of 
Canada. Mr. Louthain was connected 
with John y . Farwell Co., of Chicago, 
for ten years, where he gained a busi
ness experience that has proved of 
value to him during the past ten years. 
On a recent visit to Toronto, Mr. Lou
thain called on the above firm and his 
business methods so impressed them 
that a permanent engagement was the 
result. Mr. and Mrs. Louthain will be 
greatly missed in this part of the State 
and we know Canada will gain by our 
loss. J. A. Keane.

W afted Down From Grand Traverse 
Bay.

Traverse City, Mich, Sept. 2—Compe
tition in the paper line must be very 
keen since a salesman who sells this 
line and is also a member of the Grand 
Executive Committee of U. C. T., fav
ors a certain milliner in our city with 
a handsome high priced $2 per dozen 
photograph of himself. Possibly these 
are offered as premiums with millienry 
sacks. Good morning, J. D. M.

J. E. Naregan, salesman for the A. 
H. Lyman Drug Co., of Manistee, 
wishes to announce through these col
umns that he now is living the part of 
the Morganic man. This is for the a t
tention of Pat Behan also.

Once more the stork has visited our 
neighborhood and John Ames, sales
man for the Hannah Lay Mercantile

Co., is the proud daddy of a nice little 
girl. How about those smokes, John?

Herman Hoffman has just returned 
from Milwaukee, where he paid his 
house, the Mayer Boot and Shoe Co., a 
visit. Herman reports Milwaukee in a 
prosperous state and claims that it has 
several advantages over Petoskey, Cadil
lac and Charlevoix.

Thos. Travis and W. G. W yman are 
the two only U. C. T.s that were caught 
in the Charlevoix wreck and both are 
none the worse for their experience. 
P retty  lucky, boys. W e are glad you 
are still with us.

W. G. Wyman and sister were seen 
on the streets of W alton one evening 
this week. She accompanied him to 
our city.

W e are pleased to report that Verta 
Jourdan is able to be up and around 
since her attack of scarlet fever and 
we hope for a speedy recovery.

We note by a Lansing paper that a 
certain women is getting a divorce just 
because her husband paid the hired girl 
25c apiece for kisses. She should live 
in this section and she would not be 
obliged to take such action, because they 
are free.

Hub Baker seems to have some queer 
experiences in trying to favor some of 
his best customers with “cough medi
cine” in dry territories. Recently he 
purchased a supply in Luther and en 
route to LeRoy the package came up 
missing. This may make a good varn
ish, but we cannot see where the Boydell 
Paint Co. could use same otherwise. 
Mr. Baker should either lock his grip 
or ask Mr. Gray to ride in the front 
seat hereafter.

For the convenience of certain gro
cery and hardware salesmen it might 
be well if the wrestling matches would 
be held after the C. S. P. S. parties and 
explanations would be more satisfac
tory to the lady of the house for com
ing home at such early hours in the 
morning. W e prefer not to go into 
detail in these matters.

bor a better and cleaner Traverse 
City we might suggest that the city pro
vide that our paved streets be cleaned 
Sunday morning, after the heavy traffic 
Saturday afternoon and evening. Would 
it not be better to clean them Sunday 
morning arid not Monday morning? We 
have a great many Sunday visitors to 
our beautiful city on Sunday and the 
condition of our streets are not at all 
attractive from a sanitary standpoint.

Gene Scott, of Grand Rapids, spent a 
lonely Sunday in our city. We do miss 
Gene at our ball games. Some rooter.

W e wish to correct our last week’s 
statement when we mentioned that E. 
W. Dray and family had become resi
dents of our city. As they have only 
been married one month, therefore no 
family. Mr. and Mrs. Dray, that’s all. 
No runabouts.

V O TE FOR W OM EN.
Fred. C. Richter.

Chirpings From the Crickets.
B attle Creek, Sept. 2—M ighty good 

th ing  tha t th ree days of grace is al
lowable in some th ings in life. W e 
notice tha t while Sept. 1 m arks the 
laying aside of straw  hats, some of 
our good tow nspeople have no t ditch
ed this particular kind of headgear.

The country  boasts of its dense

shade, the restful song of the brook 
as it babbles over stones and rustles 
along through the grass and rushes 
and the w arbling of the birds also 
lend a  cheery aspect to life.

T he chimes sounding from  tall 
steeples in the city inspire the soul 
w ith awe and bid the heart to dwell 
upon the deeper and m ore sublime 
th ings of life.

People in B attle Creek point the 
linger and bid you to listen while the 
new clock on the City Bank corner 
chim es out the hour.

But from M arshall, our neighboring 
city on the East, comes the “song 
at tw ilight” that acts upon the people 
of the laboring sort, as a soft requiem  
in the house of death. W e refer to 
the w histle at the Page C arriage 
W orks.

Recently, while visiting in this little 
city, the w riter was s ta rtled  to hear 
a w histle at 5 o ’clock, which resem 
bled the alarm  of fire in his home 
town. T his suspense w as m om en
tary, however, for it was followed by 
the strains of H om e Sweet H om e, 
and America. H ow  appropriate was 
this announcem ent tha t the w eek’s 
w ork had ended and th a t the laborer 
was at liberty  to  pocket his pay en
velope and leave the wails th a t had 
im prisoned him for the week. W hat 
softer touch could have been given 
him and w hat gen tler h in t than this 
song so dear to every hum an heart, 
to go at once to his wife, m other or 
fam ily that aw aited the wage earner 
of the home? W ould th a t m ore fac
tories could suggest in a kindly way 
to those whom  they employ th a t the 
home is the best place to go before 
tem ptation  has a chance to rob a man 
and those dependent upon him of his 
hard earned wages.

B ro ther E. J. Shoup, who has been 
under the w eather for the past few 
days, is out and around again.

As “tim e for school to begin” is 
upon us, we notice the people re tu rn 
ing from  their vacations. N ot that 
M ark him self intends to go to  school 
this fall, but we saw him driving down 
Main stree t to-day. W hile he and 
the family w ere looking well and hap
py, we are sure tha t the Blakeslees 
wish that they could be back at the 
cottage during the p resent sum m er 
w eather. Charles R. Foster.

New s From the Soo.
Sault Ste. Marie, Sept. 2—C. O. 

Pregitzer, chief office m an for the 
Cornwell Beef Co., at the  Soo, is 
spending a week v isiting  his relatives 
in Unionville.

J. K niskern, m anager of the M ar
ine M eat M arket, Soo, is laid up with 
a bad cut on his hand, which has 
disabled him tem porarily .

W . E. T apert, of Bay City, is v isit
ing his son, W m . G. T apert, Secretary 
and M anager of the Cornwell Beef 
Co.

Business in general is reported  
good at the Soo and the tou ris t sea
son has been be tte r there than  any of 
the tou ris t places along the lakes. 
W ork  is plentiful and labor is scarce.

T he m an who is his own w orst ene
m y alw ays a ttem pts to  shift the 
blame.
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M ichigan B oard of P h a rm a cy . 
P re s id e n t—Bd. J . R odgers, P o r t  H uron. 
S ec re ta ry —Jo h n  J .  C am pbell, P igeon. 
T re a su re r—IW. E . Collins, Owosso. 
O th e r M em bers—E dw in  T . Boden, B ay 

C ity ; G. E . F ou lkner, D elton.

M ichigan S ta te  P h a rm a ceu tica l A ssocia
tion .

P re s id e n t—H e n ry  R iechel, G rand  R a p 
ids.

F ir s t  V ice -P res id e n t—F . E . T h a tc h e r , 
R avenna.

Second V ice -P re s id e n t—E . E . M iller, 
T ra v e rse  C ity.

S e c re ta ry —Von W . F u rn is s , N ashv ille .
T re a su re r—E d. V arnum , Jonesv ille .
E x ecu tiv e  C om m ittee—D. D. A lton, 

F rem o n t; Ed. W  A ustin , M idland; C. 
S. Koon, M uskegon; R. W . C ochrane, 
K alam azoo, D. G. Look, Low ell; G ran t 
S tevens, D e tro it.

M ichigan P h a rm a ceu tica l T ra v e le rs ’ A s
socia tion .

P re s id en t—F . W . - K err, D etro it. 
S e c re ta ry -T re a su re r—W . S. L aw ton ,

G rand  R apids.

G rand R apids D rug Club. 
P re s id en t—W m . C. K irch g essn er. 
V ice -P res id en t—E. D. D e L a  M ate r. 
S e c re ta ry  an d  T re a su re r—W m . H . 

T ibbs.
E xecu tive  C om m ittee—W m . Q uigley, 

C ha irm an ; H en ry  R iechel, T heron  
Forbes. ______________ ___

Novel Advertising Scheme For Drug
gists.

The follow ing suggestion if car
ried out will produce several results. 
F irst, as a window display it is novel 
and will rivet the atten tion  of the 
pedestrians passing by. Second, 
many of the persons who pause to 
view the display will be compelled 
by the force of curiosity to  en ter the 
store, consequently  increasing trade. 
T he scheme is as follows, though the 
druggist can elaborate o r vary the 
m ethod in any way h.e m ay see fit:

T he window in which the novelty 
is to be displayed should be devoid 
of all furnishing, with the exception 
of a large book, placed in the center 
and a little  to the rear, and m echan
ically arranged so that the leaves 
will tu rn  autom atically. Seven or 
eight leaves are sufficient and should 
be num bered so th a t those bearing 
odd num bers will have advertisem ents 
or announcem ents of specials that the 
d ruggist may have to offer, while the 
rem aining pages will include the fol
low ing form ula, arranged in sections. 
For example, when the book is open
ed the first page (which is on the left 
hand side) will display an advertise
m ent of a well known brand of cigars, 
while opposite it on the next page, 
in large le tters, is the w ording: 
“T hink of a N um ber.” A fter giving 
sufficient time for the perusal of the 
notices the page tu rns over and shows 
an advertisem ent of a new brand of 
toilet soap, while the opposite page 
reads: “ M ultiply Bv T w o.” The 
w ording of course has no bearing  on 
the advertisem ent but m ight be a r
ranged to appear so. T he next page 
says “Add E igh t,” the fourth  page 
requests the onlooker to “Divide by 
T w o” while the fifth sta tes “Subtract 
the N um ber T hought O f.” T he last

page announces th a t the correct an
sw er will be given w ithout asking a 
single question or w ithout seeing the 
total, and the druggist m ay add w ith
out fearing  any grea t loss th a t the 
m anagem ent will forfeit a free col
lege ice, box of candy or some other 
attractive article should he fail to give 
the correct solution.

The answ ers are p rin ted  on slips 
of paper th a t also contain the d rug
g ist’s advertisem ent. I t  is advisable 
to seal these slips in envelopes and 
hand them  to the persons as they  call 
for them. T he answ er is discovered 
by tak ing  one half of the num ber add
ed. F o r a test, th ink  of a num ber, 
next m ultiply by two, add eight, then 
divide by tw o and subtract the o rig in
al num ber from  the result—your an
sw er is four. Four, as you will ob
serve, is one half of the num ber add
ed. O f course any num ber can be 
added, but when changing the 
num ber rem em ber to  alter the an
swer, it will save you a few college 
ices.

As before sta ted  the idea can be 
effectively w orked up in a variety  of 
ways. Fancy placards could be sub
stitu ted  for the book, or the form ula 
painted on the m irro r over the soda 
fountain, or conveyed by m eans of 
electrical signs.

I suggested recently  th a t it 
was a good idea to feature some 
special drink at the fountain. I note 
th a t W . S. Adkins (in Nat. D rug.) 
calls a tten tion  to  the same thing. He 
quoted a d ruggist who says, “I find 
it a good idea to feature som ething. 
If your soda fountain looks like every 
o th er soda counter, you have no ad
vantage. If people come in and call 
for lemon, vanilla or chocolate, you 
serve it, and th a t’s about as far as 
you go. I run a hotel d rug store, and 
some of the boys began drinking bu t
term ilk. I featured it, and now a lot 
of people drink butterm ilk  because 
they like it, and a g rea t m an^ m ore 
drink it because it is a popular fad 
in tha t neighborhood and not because 
they like it. I t  all helps business.”,

Now this d ruggist has hit upon a 
g reat tru th . If you can get a fad 
like his started  it is always a g rea t 
business help. T his man features his 
butterm ilk  by having a large o rna
m ental bowl placed in the center of 
his soda counter and kept constantly  
filled with crushed ice. In  this crush
ed ice are buried num erous stone 
mugs or steins. H e advertises as fol
lows:

B utterm ilk in Cold Stone Mugs, 10c.
T h a t kind of a placard h its the 

populace a jo lt when the sun is w ax
ing hot. I t  looks cool and sounds 
cool, and the drink is cool. B u tter

m ilk is a bully good drink in itself. 
T h is catches a large class. It is not 
on sale in so very m any places; in 
some tow ns it is no t on sale at all. 
T herefore it is “different;” this cath- 
es ano ther class. And then when 
butterm ilk  gets to be a fad am ong 
the young bloods, you catch still an
o ther class. W hen you are catching 
as m any classes as this, you have 
got som ething good.

T here used to be a d ruggist in an 
E astern  city who featured sw eet ci
der. H e had a big trade am ong ydung 
clerks, new spaper m en and the like, 
a m ore o r less sporty  crowd. And 
they w ere all hard drinkers at times, 
which m ade business good for the 
saloon m an across the street. Be
tw een times, when they w ere on the 
w ater wagon, it got to be a fad to 
drink cider a t this drug store, where 
the druggist sold it in a cold mug. 
Now it turned out th a t the d ruggist 
at first did nearly  as much business 
as the saloon man, and some people 
to-day think th a t he does more. He 
doesn’t do it all on cider, but cider 
helps him draw  a lo t of trade from  a 
certain  class.

C larence T. H ubbard.

Cost of Installing H ot Soda Water.
The initial outlay necessary for en

trance into the hot soda field is very 
sm all; the cost of m aintenance is 
slight and the profits to be obtained 
by preparing  and dispensing the bev
erages are much g reater than are to 
be secured from  the serving of cold 
drinks and ice cream  specialties. Of 
prim al im portance in the serving of 
hot soda over the fountain or ord in
ary m erchandise counter is cleanliness 
and neatness of apparatus, counter 
and dispenser. Of alm ost equal im 
portance is the quality of the bever
ages and the th ird  in im portance 
comes orig inality  in devising drinks.

As every one who has ever served 
either cold or hot sodas knows, there 
is really  no such th ing  as hot soda. 
T he delicious, heating  and nourish
ing beverages which are com m only 
called ho t soda p reparations are act
ually made, no t from  carbonated 
w ater, but m erely from  boiling hot 
w ater and various syrups, juices,flav
orings and seasonings. T hey are not, 
therefore, hot sodas, but ho t non
alcoholic beverages. A pparatus for 
producing boiling hot w ater and hot 
beverages is naturally  the first th ing  
needed in p reparing  for the  ho t tem 
perance drink trade.

W hile the hot w ater will suffice for 
the p reparation  of alm ost all ho t bev
erages by furnishing the m eans of 
d iluting syrups and o ther concen
tra tes  w ith hot w ater, it has been 
found much m ore desirable in m any 
instances, notable th a t of ho t coffee 
and chocolate, to have urns especially 
designed and adapted for the p ro
duction and dispensing of the finished 
beverages them selves. T he regu la
tion coffee urn, such as is now used 
chiefly in restau ran ts and for which 
the heat is furnished by electricity, 
gas o r gasoline burners, will be found 
of g rea t value to  the dispenser of 
beverages and the cost thereof is low 
enough to w arran t its purchase. Of 
even g rea ter value to the ho t soda

dispenser, however, is the two com 
partm en t urn, which looks like a plain 
coffee urn  but which has tw o faucets, 
instead of one as in the plain 
coffee urn. One of these faucets is 
for coffee and the o ther for hot w ater. 
Chocolate urns, of sim ilar design, but 
w ith ag ita to rs to stir the chocolate, 
m ay also be obtained at com parative
ly low figures. These chocolate urns 
are supplied w ith paten t four-blade 
paddles for m ixing the chocolate and 
have clean-out faucets and w ater 
gauges if desired. T he com bination 
or tw o-com partm ent coffee and choc
olate urns are m ade of heavy copper, 
nickel plated or silver plated, and are 
supplied with pure vitrified porcelain 
cylinders so th a t neither the prepared 
beverages nor the hot w ater come in 
contact with anything except the 
porcelain. T hese urns are made with 
various capacities.

W hile the above described two and 
three com partm ent urns are of great 
help in catering  to  a gigantic hot 
beverage trade, they  are not neces- 
ary for the average dispenser of hot 
soda who can obtain a sufficiently 
good but plain hot w ater urn for $5, 
$10 or $15. V ery a ttractive hot soda 
eight ounce m ugs or cups may like
wise be purchased at $2 to $3 a dozen. 
No sto re  p rop rie to r need be restra in 
ed from  entering  the hot soda field, 
therefore, by fear of being compelled 
to m ake a heavy outlay. F u rth e r
more, the hot w ater urn seldom, if 
ever, gets out of o rder and the mugs 
o r cups are  not easily broken, as are 
the cold soda glasses, so th a t the cost 
of repairs, replacem ent and m ain ten
ance is only a small fraction  of that 
for cold soda apparatus. Even w ith
out a cold soda fountain in his store 
the en terpris ing  dealer may do a 
large and lucrative business in hot 
soda by using any of the counters 
in his store, preferably  bne near the 
main entrance, for installing an inex
pensive ho t w ater urn, m ugs and sup
plies and by serving his custom ers 
over such a counter.

New  Electric Light Sign.
A new sign has lately  appeared in 

New Y ork and has m ade quite a hit 
because of its uniqueness. I t  is being 
adopted by m any en terprising  d rug
gists and confectioners in their win
dow displays. T he signs are  made up 
of in terchangeable electric le tters, 
th ree and one-half inches high, and 
five of them  consum e only as much 
curren t as an o rdinary  16 candle- 
pow er lamp.

T he le tte rs  are round glass tubes, 
each a com plete light which can be 
set in a porcelain base, so arranged 
th a t they  can be assem bled in differ
ent words.

T hese .signs are brillian t and m ore 
adaptable for the in terio r of the store 
o r window. A djustable fixtures are 
supplied in connection w ith these 
electric le tte rs  and no expense is 
necessary in assem bling them . T hese 
m etal fixtures hold the porcelain base 
of the le tte rs  for display purposes 
and they  can be adjusted to any angle 
to  conform  to  the line of vision for 
the show -window, show -case or 
against the wall o r in any position or 
location w here the sign jg required.
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WHOLESALE DRUG PRICE CURRENT
Acldu m

A ceticum  ............. 6® 8
B enzoicum , Ger. 45® 60
B oracie  ................. 10@ 15
C arbolicum  ........ 25 @ 35
C itricum  ............. 45® 50
H ydroch lo r . . . . 1%@ 5
N itro cu m  •.......... 5%@ 10
O xallcum  ........... 14@ 15
S alicylicum  ----- 40® 42
P hospuo rlum , dii. @ 15
S ulphu ricum  . . . . , 1%@ 5
T a n n icu m  . . . . . . 1 00@1 10
T a r ta r ic u m  ___ 38® 40

A m m onia
A qua, 18 deg. . . .  3%@ 6
A qua, 20 deg. . . .  4%@ 8
O arbonas ............  13® 15
C hloridum  ........... 12@ 14

A niline
B lack  . . . ............. 1 00® 2 00
B row n . . ............. 80®1 00
Red ........ ............  45® 50
Yellow , . ............  1 00@1 50

B accae
Cubebae ..............  70® 75
Ju n ip e rs ............. 6® 8
X an th o x y lu m  . .  @' bb

C opaiba
B alsam um

70@ 75
P eru  . . . . .  2 20®2 40
T erab in , C añad. 75
T o lu tan ..............  1 75@2 00

C ortex
A bies, C a n a d ia n . . 25
C assiae  ................. 25
C inchona F l a v a . . 20
B uonym us a t r o . . .  40
M yrica  C e r ife ra ..  32
P ru n u s  V irg in !. . .  30
Q uillaia , g r ’d . . . .  15
S assa fra s , po. 30 26
U lm us ...................  25

E x tra c tu m
G lycy rrh iza , Gla. 24® 30
G lycyrrh iza , po. 25® 30
H aem a to x  .............. , 11® 12
H aem ato x , I s  . . . . 13® 14
H aem ato x , % s . . . 14® 15
H aem ato x , % s . . . 16@ 17

F a rm
C arb o n a te  P recip . 15
C itra te  & Q u ina  1 80®2 00
C itra te  Soluble . . 63® 75
F erro cy an id u m  S 25
Solut. C hloride . . 15
S u lphate , com ’l . .  
S u lphate , com ’l. by

2

bbl.. p e r  cw t. 75
S ulphate , p u re  . . 7

F lo ra
A rn ica  ................. 18® 25
A nthém is  .......... 40® 50
M a tr ic a r ia  ........ 30@ 35

Folia
B aro sm a ............  1
C assia  A cutifol,

90®2 00

T lnnevelly  .. 15® 20
C assia  A cutifol 
S alv ia, officinalis.

25@ 30

% s ................. 20® 25
U v a  u rs l ............ 8@ 10
A cacia, 1 s t pkd. @ 40

G um m i 
A cacia, 1st pkd. 
A cacia, 2nd pkd. 
A cacia, 3rd pkd. 
A cacia, s if te d  s ts .
A cacia, po. .........
Aloe, B a rb  ........
Aloe, C ape ........
Aloe, Soco tri . . . .  
A m m oniac

@, 
@ 
@ 
©  

35 @ 
22® @| 

©  
35 @

À safo e tid a  ........  1 00@1
B enzoinum  . .  
C am phorae  .. 
E up h o rb iu m  . 
G albanum  . . .  
G am borge po. 
G auciacum  po. 45 
K im  . . . .  p  . 45c
M astic  ........
M yrrh  ___ po. 50

.. 1

50@
55®

@
@ 1  00 

00@1 25 
©  35
©  40
©\ 75 
@ 45

O pium  ___ • ...........8 00@8 25
O pium  p o w d e r .. 9 50®9 90
S hellac ............... 30@ 40
Shellac, b leached 35® 45
T ra g a c a n th  . . . .  1 25@1 40

H erba
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 T>k 35
R ue oz p k  .......... 30
T en ace tu m  . .V . . 30
T h y m u s V  oz p k  . 30

M agnesia
C alcined ,, P a t .  . . .  
C arb o n a te , K -M .

55® 65
18® 20

C arb o n a te  po . . . 10@ 15
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 25
A nisi ..................... 2 15@2 20
A u ra n ti C ortex  3 15@3 25
B ergam il ..........  9 00@9 2b
C ajip u ti ............... 85 @ 90
C aryophilli . . . .  1 25® 1 30
C eda r ................ 85 @ 90
C henopadil ........  6 50®7 00
C innam oni . . . .  1 50® 1 60
C onlum  M ae . . . 80® 90
C itronelia  , , . , . 40® 50

C opaiba ..............  1 50 @1 75
C ubebae ............  4 75@5 00
E rig e ro n  ............. 2 35 @2 50
E v e ch th ito s  . . . .  1 00® 1 10
G au lth e r ia  ......... 4 80@5 00
G eran ium  . . . .  oz 75
G ossippil Sem  g al 60 @ 75
H edeom a ..........  2 50@2 75
J u n ip e ra  ............. 40@1 20
L av en d u la  ........  90@4 00
U n io n s  ............... 2 40@2 50
M en th a  P ip e r  . .  3 75 @4 00 
M en tha  V erid  . .  6 00@6 25 
M orrhuae , ga l. 1 10@1 25
M yric ia  ............... 3 75@4 35
O live ..................... 2 50@3 25
P ic is  L iqu ida  . 10@ 12
P ic is  L iqu ida  gal. @ 40
R ic in a  .................... 98@1 25
R osae oz.............11 50@12 00
R osm arin i ............... @1 00
S ab in a  ................. 1 75 @2 00
S an ta l  ................. 4 50 @5 00
S a ssa fra s  ........... 90@1 00
Sinap is, ess. oz. ©  50
Succin i ................... 40(g) 45
T hym e ................. 50®' 60
T hym e, o p t..............  @1 60
T heob rom as . . . .  17(g) 25
T ig lil .....................  1 0@1 70

P o tass iu m
B i-C arb  ............. 15® 18
B ich ro m ate  . . . .  13@i 15
B rom ide ............  40® 50
C arb  ................... 12® 15
C h lo ra te  . . .  po. 12® 16
C yanide ............... 30® 40
Iodide ................... 2 65@2 75
P o ta s s a  B ita r t  p r  30@ 35 
P o ta s s  N itra s  op t 7®' 12 
P o ta s s  N itra s  . . .  7@ 12
P ru ss ia te  ........... 23® 26
S u lp h a te  po. . . .  15@ 18

R adix
A conitum  ........... @ 37
A lthae  ................. 50® 60
A nchusa  ............  10® 12
A rum  po................. @ 25
C alam us ............. 20®' 40
G en tian a  po 15 .. 12® 15
G ly ch rrh iza  pv  15 12® 15 
H ellebore, A lba 15® 20
H y d ra s tis , C an a d a  @7 00
H y d ra s tis , Can, po ®6 50
In u la , po ............  25® 30
Ipecac, po ............ 2 25®3 00
Ir is  F lo ra  ............... 20® 30
Ja la p a , p r ...........  40® 50
M aran ta , %s . . . .  30® 35
Podophy llum  po 15® 25
R hei .........................  75@1 00
R hel, c u t ............ 1 00 @1 25
R hei, pv  ............... 75® 1 00
S an g u in a ri, po 18 @ 28
Scillae, po  45-60 20® 25
S enega ................  @ 90
S é rp e n ta r ia  ........  ®  90
S m ilax , M. g rd . . .  ® 25
S m ilax , offi’s H  g rd . @ 45
S pigeila  ............... @ 90
S ym plocarpus . .  @ 3 0
V ale rian a  ............  @ 25
Z ing iber a  . . . .  16® 20
Z ing iber j  ............  25® 28

Sem en
A nisum  po 22 . .  @ 1 8
A pium  (g rav e l’s) @ 30
B ird , I s  ............. 7® 8
C annab is  S a tiv a  7@ 8
C ardam on  ........  1 40@1 50
C aru i po 21 . . . .  12® 15
C henonpodium  . .  20® 30
C oriand rum  ........  10® 14
C ydonium  ............  @1 00
D ip te rix  O dorate  @6 75
F oen icu lum  ........  @ 30
F oenug reek , p o . .  6® 9
L in i ....................... 5® 8
L ini, g rd . bbl, 5 @ 8
L obelia  ................. 45® 60
P h a r la r is  C an a ’n 9® 10
R ap a  ..................... 6® 8
S inap is A l b a ......... 8® 10
S inap is N ig ra  . . .  9® 10

S p iritu s
F ru m e n ti W . D. 2 00@2 50
F ru m e n ti ............... 1 25@1 50
Ju n ip e rs  Co.............1 75@3 50
Ju n ip e rs  Co O T  1 65@2 00 
S acch aru m  N E I  90@2 10 
S pt. V ini G alli ..1  75@6 50
V ini A lba ............. 1 25@2 00
V ini O porto  ......... 1 26® 2 00

Sponges
E x t r a  yellow  sh eep s’

w ool’ c a rr ia g e  . .  
F lo rid a  sh eep s’ wool

@4 00

c a rr ia g e  .......... @4 00
G rass  sheeps ' wool

ca rr ia g e  ............ @1 25
H a rd , s la te  u se  . . @1 00
N assa u  sh eep s’ wool

c a rr ia g e  .......... @4 00
V elvet e x t ra  sh eep s’

wool c a rr ia g e  . . @2 75
Yellow R eef, fo r

s la te  u se  .......... @1 40

S yrups
A cacia .................. @ 50
A u ran ti C o r te x .. @' 50
F e rr i  lod ............... @ 40
Ipecac ................... © 75
R hei A rom  ......... (a) 50
S enega  .................. & 50
S m ilax  Offi’s  . • . 60® 60

S cillae ................... @ 50
Scillae Co............... @ 50
T o lu tan  ................. @ 50
P ru n u s  v irg ........... @ 50
Z in g ib er ............... @ 50

T in c tu re s
A loes ..................... 60
A loes & M y rrh .. 60
A ncon itum  N a p ’s F 50
A ncon itum  N a p ’sR 60
A rn ica  ................... 50
A s a f o e t i d a .............. 75
A trope B elladonna 60
A u ra n ti C o rtex  . . 50
B aro sm a  ................ 90
B enzoin  ................. 60
B enzoin  Co........... 60
C an th a r id e s  ........ • 75
C apsicum  ............ 50
C ardam on  ............ 75
C ardam on  Co. . . 75
C assia  A cu tifo l . . 50
C assia  A cu tifo l Ce 60
C as to r ..................... 2 75
C atech u  ................. 50
C inchona Co.......... 60
C olum bia ............... 56
C ubebae ................. 56
D ig ita lis  ................. 56
E rg o t ..................... 56
F e rr i C hloridum 50
G en tian  ................. 50
G en tian  Co............. 60
G u la c a ..................... 50
G uiaca  am m on . . . 60
H yoscyam us .......... 50
Iod ine .................. 1 00
Iodine, colorless 1 00
K ino ....................... 50
L obelia  ................. 50
M y rrh  ................... 50
N ux  V o m ic a ........ 50
Opil ................... 2 00
Opil, cam p h o ra ted 75
Opil, deodorized 2 25
Q iiassla  ................. 60
R h a ta n y  ................ 50
R hei ....................... 50
S an g u in a r ia  ........ 50
S e rp e n ta r ia  ......... 50
S trom on ium  ............ 60
T o lu tan  ................. 60
V ale rian  ............... 50
V era tru m  V eride 50
Z in g ib er ................. 60

M iscellaneous
A ethe r, S'pts N it 

U  S P  .......... 45® 50
A lum en, g rd  po 7 3® 5
A n n a tto  ................. 40® bO
A ntim oni, po . . . . 4® 5
A ntim on i e t  pot 40® bO
A n tife b rin  .......... (S 20
A n tip y rin  .............
A rg en ti’ N itra s  oz

25
(gì) 55

A rsen icum  ........... 10® 12
B alm  G ilead buds 40® 60
B ism u th , S N  ..2 10@2 20
C alcium  Chlor, Is @) 8
C alcium  Chlor, %s @ 9
C alcium  Chlor, %s @ 11
C an th a rid e s , R us. P o  @1 25 
C apsici F ru c ’s  a f  @ 20 
C apsici F ru c ’s po @ 25
C arm ine, No. 40 @3 50
C arphy llu s ..........  25@ 30
C assia  F ru c tu s  . .  @ 3 5
C ataceum  ............. @ 35
C e n tra r la  ............. @ 10
C era  A lba  ..........  50® 65
C era  F la v a  . . . .  35i@ 42
C rocus ............... 10@i 15
C hloroform  ........  34@ 44
C hlora l H yd  C rss  1 25 @1 45 
C hloro’m  S quibbs @ 90
C hondrus ............. 20® 25
C ocaine ............... 3 65@3 90
C orks lis t, le ss  70%
C reoso tum  ..........  @ 45
C re ta  . . . .  bbl. 75 @ 2
C re ta , p rep ............ 6@ 8
C re ta , p recip . . .  7® 10
C re ta , R u b ra  . . .  @ 10
C udbear ............... @ 20
C upri S u lph ...........6%@ 10
D ex trin e  ............... 7® 10
E m ery , a ll N os. . .  6® 8
E m ery , po. . . .  5® 6
E rg o ta , po 1 80 1 40® 1 50
E th e r  S ulph. . . . .  27® 40
F lak e  W h ite  ___  12® 15
G alla  ..................... @ 30
G am bler .................  3@ 9
G ela tin , F re n c h  35@ 45
G lassw are , fu ll cs. @80% 
L ess th a n  box 70%-10%
Glue, b row n  ......... 11® 13
Glue, w h ite  ......... 15® 25
G ly ce rin a  ............... 20@' 28
G ran a  P a ra d is i . .  @ 2 5
H u m u lu s  ............. 50® 80
H y d ra rg  A m m o’l @1 50
H y d ra rg  C h ..M ts  @1 30
H y d ra rg  C h C or @1 25
H y d ra rg  Ox R u ’m  @1 40
H y d ra rg  U ngue’m 60® 75
H y d ra rg y ru m  . . .  @ 8 8
Ich thyobo lla , Am . 90@1 00
Indigo  ................... 85 @1 00
Iodine. R esub i . .3  75@4 00
Iodoform  ...............4 50 @5 00
L iquo r A rsen  e t  

H y d ra rg  Iod. . .  @ 2o
Liq P o ta s s  A rs in lt 10® 15

L upu lin  ................. @2 75
L ycopodium  . . . . 60® 70
M acis ..................... 80@ 90
M agnesia , Sulph. bbl. @ 1%
M agnesia , Sulph. 3® 5
M an n ia  S F . . . . . @ 85
M enthol ..........  10 ()0@10 50
M orphia, SP& W  4 55@4 80
M orphia, SNYQ 4 55 @4 80
M orphia, M ai. ..4 80
M oschus C an ton @ 40
M yris tic a  No. 1 25® 40
N ux V om ica po 15 @ 10
Os S ep ia .............. 25® 30
P ep s in  Saac , H  &

P  D Co ........ .. @1 06
P ic is  L iq  N  N  %

gal. doz................. @2 00
P ic is  L iq  q ts  . . . . @1 20
P icis  L iq  p in t s . . @ 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  . . . . 10® 12
Plum b! A cet . . . . 15@ 18
P u lv is  Ip ’c u t Opil 2 25®2 50
P y re n th ru m , bxs. H

& Ï*. D. Co. doz. @ 75
P y re n th ru m , p v . . 20® 30
Q uassiae  ............ 10® 15
Q uina, N . Y.......... 21%®31%
Q uina, S. Ger. . ,21%@31% 
Q uina, S P  & W  21%@31% 
R ub ia  T in c to ru m  12® 14

S acc h a ru m  L a ’s 20® 30
Salacin ................... 4 50@4 75
S angu is  D ra c 's  . . 40® 56
Sapo. G ................. © 15
Sapo, M ............... 10® 12
Sapo, W ............... 15® 18
Seid litz  M ix tu re 20® 25
S inap is ................ 20@ 25
S inap is, o p t........... © 3«
Snuff, M accaboy,

D e V o e a ............ 64
Snuff, S’h  DeVo’s  © 54
Soda, B o ras  ........ 5%@ 10
Soda, B o ras , po . .5% ® 1«
Soda e t  P o t’s  T a r t  25 @ 3*
Soda, C arb  ........ 1%@> 3
Soda, B i-C a rb  . . 1%@ b
Soda, A sh .......... 1%@ 4
Soda, S u lphas . . . . 1%@ 4
S pts. Cologne . . . @3 •»
S pts. E th e r  C o .. . 50® 5b
Spts. M yrcia  . . . . 2 00@2 25
S pts. V ini R ec t bl1 @ 22
S pts. V i’i R ec t % bbl @
Spts. V i’l R ’t  10 gl @
S pts. V i’l R ec t 5 gl ©
S try ch n ia  C rys’l 1 00@1 30
Sulphur, Roll . . . • 2%@ 5
Sulphur, Subl. . . 2%@ 6
T a m arin d s  .......... 8@ 10
T e reb en th  V enice 40® bt
T h eb rro m iae  . . . . 55 @ 60
V an illa  E x t ........... 1 00@1 50
Zinci Sulph  ___ 7@ 10

Oils
bbl. gal.

L a rd , e x t ra  . . . .  85® 1 00
L ard , No. 1 ..........  75® 90
L inseed  p u re  raw

67 ..................  70@ 75
L inseed , boiled 68 71® 76
N ea t’s -fo o t w  s t r  80® 85
T u rp en tin e , bbls. @48% 
T u rp en tin e , less ..52@  60
W hale , w in te r  . .  70® 76

F a in ts
bbl. L..

G reen, P a r is  ....1 4 % @  21 
G reen. P en in su la r  13 •  16
L ead, red  ............... 7%@ 10
L ead, w h ite  . . . .  7%@, 10 
O chre, yel B er 1 2® 5
P u tty , com m ’l 2% 2%@ 5
Red V enetian , bbl 1

& 1% ............  2@ 6
S h ak er P re p ’d . .1  50@1 65 
V erm illion , E ng . 90@1 00 
V erm illion P rim e

A m erican  ......... 13® I 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  B ng.

cliff .................  @ 1%
W hitin g , w h ite  S’n ©

Our Home—Corner Oakes a n d  Commerce

Our Holiday Goods Samples will be on 
display in our sundry room on and after 
September 8. We are now reserving dates 
for our customers.

Grand Rapids. HAZELTINE & PERKINS DRUG CO.

FLEISCHMANN’S YEAST is to-day sold by 

thousands of grocers, who realize the advan

tage of pleasing their customers and at the 

same time making a good profit from the 

goods they sell. If you are not selling it now, 

Mr. Grocer, let us suggest that you fall into 

line. You won’t regret it. & & & jv &
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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.
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ADVANCED DECLINED
Corn S yrup C u rra n ts
C elery Seed S ard ines

Index to Markets
B y C olum ns

Col.
A

A m m onia ........................... 1
A xle G rease  ....................  1

B
B aked  B eans ................... 1
B a th  B rick  ....................... j-
B lu ing  ............................... 1
B re a k fa s t Food ............... 1
B room s ............................... 1
B ru sh es  ............................. 1
B u tte r  Color ................... 1

C
C andles ............................... }
C anned  Goods ............... 1-^
C arbon Oils ..................... jj

C heese .....................    jj
C hew ing  G um  ................. jj
C hicory  ...............................  jj

C ider, S w eet ..................... jj
C lo thes L ines ................  jj
Cocoa ................................... jj
C ocoanut ..........................  jj
Coffee ................................... jj
C onfections ....................... 4
C racked  W h e a t ............. 4
C rack ers  ..................  4, 5, 6
C ream  T a r ta r  ................  6

D ried  F ru its  . .

F a rin aceo u s Goods ----- 6
F ish ing  T ack le  ............... 6
F lavo ring  E x tra c ts  . . . .  7
F lo u r a n d  F eed  ............. 7
F ru it  J a r s  ....................... 7

G ela tine  
G rain  Ba

J  J p . . .  7
H ides  and  P e lts  . . . 8
H orse  R ad ish  ................ ____  8

J
J filly ........................................... _____ 8
J  elly G lasses ................ _____ 8

M
M apleine ............................... _____ 8
M ince M eats ................... _____ 8
M olasses ..................... _____ 8
M u sta rd  ..................... _____ 8

N
N u ts  ......................... «................____  4

0
O lives ...........................................____  8

P
P ick les  .................................... 8
P ip es  ......................■ • .............. . . .  8
P lay in g  C ards  ................ . . .  8
P o ta sh  ........................................ . . .  8
P rov is ions  ............................ . . .  8

R
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 ........................................... . .  10
Sboe B lack ing  ............. . . .  9
Snuff ........................................... 9
Soap ........................................... . . .  14
Soda ............................... . . .  10
Spices ........................... . . .  10
S ta rc h  ........................ .. . .  10
S yrups ......................... . . .  10

T
T able  S auces ........ .. . . .  10
T ea ................................ . . . .  10
T obasco  ............... 11, 12, 13
T w ine  .......................... . . . .  13

V
V in eg a r ....................... . . . 1 3

W
W ick in g  ...................... . . . .  13
W oodenw are .............. . . . .  13
W rap p in g  P a p e r  . . , . . . .  14

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

AMM ONIA
Doz.

12 oz. ovals  2 doz. box 75 
A X LE G REA SE 

F ra z e r ’s
lib . wood boxes, 4 doz. 3 00 
lib . tin  boxes, 3 doz. 2 35 
3% tb. tin  boxes, 2 doz. 4 25 
101b . pails , p e r  doz. ..6  00 
151b. pails, p e r  doz . .7  20 
251b. pails , p e r  doz .' . .1 2  00 

BA K ED  BEA N S 
No. 1, p e r doz. ...45@  90
No. 2, p e r  doz..........75@1 40
No. 3, p e r doz. . ,.85@ 1 75 

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

BLUING
Jen n in g s ’.

C ondensed P e a rl B lu ing  
Sm all C P  B luing, doz. 45 
L arge , C P  B luing, doz. 75 

B R E A K FA S T  FOODS
A petizo, B iscu its  .........3 • •
B ea r Food, P e tt i jo h n s  1 95 
C racked  W h e a t, 24-2 2 6»
C ream  of W h e a t, 36-2 4 St 
E gg -O -S ee  W h e a t . . . . 2  78 
E g g -O -S es  C orn

F la k e s  ....................... 2 78
P o s ts  T o asties , T .

No. 2 ..............................2 80
P e s ts  T o a sties , T .

No. I  ............................. I S *
F arin o se , 24-2 ............. 2 7*
G rape N u ts  ................... 2 7*
G rape S u g a r F lak e s  . .2  5* 
S u g a r C orn F lak e s  . .  2 50 
H a rd y  W h e a t Food  . .  2 25 
P o s tm a ’s  D u tch  Cook. 2 75
H olland  R u sk  ............... 2 20
Saxon W h e a t F ood . .  2 • •  
K tin k le  C orn  F la k e  . .2  00 
M alt B re a k fa s t F ood 4 50
M aple F lak e s  ............... 2 70
M aple C orn  F lak e s  . .2  80 
M inn. W h e a t C ereal 2 75
A lgra in  Food ................. 4 25
R alsto n  W h e a t F’ood 4 50 
Saxon W h e a t Food . .  2 85 
S h red  W h e a t B iscu it 3 6*
T risc u it, 18 ................... 1 80
P illsb u ry 's  B es t C er'l 4 25 
1 o s t T a v e rn  S pecial . .  2 80 
V oig t’s  C ream  F lak e s  4 50 
Q uaker Puffed  R ice . .4  25 
Q uaker P uffed  W h e a t 2 85 
Q u ak e r B rk fs t B iscu it 1 90 
Q uaker C orn F lak e s  . .  1 90 
V ic to r C om  F lak e s  . .  2 20 
W a sh in g to n  C risps . . . 2  80
W h e a t H e a r ts  ...............1 90
W h e a te n a  ..................... 4 50
Z est ................................. 4 00
B v ap o r’d S u g a r Corn 9*

BROOMS
P a r lo r  ............................. 3 00
Jew el ............................... 3 70
W in n er ........................... 4 25
W h ittie r  S pecial ........  4 55
P a r lo r  Gem ................  3 75
Com m on W hisk  ..........  1 10
F an cy  W h isk  ..............  1 50
W arehouse  ..................... 4 50

B R U SH ES
Scrub

Solid B ack, 8 in ...............  75
Solid B ack, 11 in ........... 95
P o in ted  E n d s  ...................  85

S tove
No. 3 .................................  90
No. 2 .................................1 25
No. 1 .................................1 75

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

B U TTE R  COLOR 
D andelion, 25c size . .2  00 

C A N D LES
P araffine , 6s ............... 10
P araffine, 12s ............... 10
W ick ing  ........................  20

C A N N E B  GOODS 
A pples

31b. S ta n d a rd s  . . .  @ 90
G a l lo n ................... 2 60 #  2 85

B lackberries
I  lb . .......................1 60@1 9*
S ta n d a rd s  gallons @5 01

B eans
B aked  ................... 85@1 30
R ed K idney  ..........  85 @95
S tr in g  ..................  70® 1 K
W a x  ....................... 75@1 25

B lueberries
S ta n d a rd  .....................  1 2*
G allon ..........  6 75

C lam s
L ittle  N eck, l ib . @1 00
L ittle  N eck, 21b. @1 60

Clam  Bouillon
B u rn h a m ’s, % p t ............. 2 25
B u rn h a m ’s, p ts ................. 3 75
B u rn h a m 's  q ts ............... , .7  50

Corn
F a ir  ....................... 75® 90
Good ..................... 1 00® 1 10
F an cy  ..................  @1 30

F rench  P eas 
M onbadon (N a tu ra l)

p e r doz.............................. 2 45
G ooseberries

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

H om iny
S ta n d a rd  ........................... 85

L obste r
1 lb ....................................... .. 25
P icn ic  T a ils  ..................” 2 75

M ackerel
M ustard , l i b ............................ 1 80
M usta rd , 21b............................2 80
Soused, l% lb ........................... 1 60
biOused, 21p.............................. 2 75
T om atn . l i b .............................1 50
T om ato . 21b..............................2 20

M ushreem s
H otels  ................... @ 15
B utto n s, M s . . . .  @ 14
B utto n s, I s  ......... ® 25
_  O ysters
Cove, l i b ................ 90®
Cove, 21b................. 1 60®,

P lum s
P lu m s .................. 90® i  35

P e a rs  in Syrup  
No. 3 cans, p e r  doz. . .1  50 

P e a t
M arro w fa t ........... @1 25
E a r ly  J u n e  .... @1 25
E a r ly  J u n e  s if te d  1 45@1 65

P each es
PI* , • • • ; ..... * 0 0 1 2 5
No. 10 size  can  p ie  @3 25
n  .  P ineapp le
G ra ted  ................... 1 7502 1*
Sliced .....................  90@2 60

P um pkin
P a ir  ...........................  80
Good ...........................  90
F a n cy  ....................... 1 00
Gallon ....................... 2 15

R aspberries
S tandaird  ............  ®

Salm on
W a rre n s , 1 lb . T a l l ___ 2 2*
W a rre n s , 1 lb . F la t  . . . , 2  40
R ed  A la sk a  ___ 1 65 @1 75
P in k  A la sk a  ----- 1 35@1 45

S ard ines
D om estic, %s ............  2 75
D om estic , % M u sta rd  2 75 
D om estic , % M u sta rd  @6%
F rench , 14» .................
F ren ch , % s .............18@23

S hrim ps
D unbar, 1st, doz..............1 20
D u n b ar, l% s , doz........... 2 25

Succo tash
F a ir  ...........................  90
Good ...........................  1 2*
F a n cy  ................... 1 26 ®1 4*

S tra w b errie s
S ta n d a rd  ................   95
Flancy 1.......................  2 26

T om atoes
Good ........................... 1 30
Flancy ....................... 1 50
No. 10 .......................  4 50

CARBON O ILS 
B arre ls

P erfec tion  ..........  @11%
D. S. G asoline . .  @17%
Gas M ach ine . . .  @25%
D eodor’d  N a p ’a  @16%
C ylinder ............  29 @34%
E n g in e  ..............  16 @22
B lack, w in te r  . .  8 @10

CA TSU P
S n id er’s  p in ts  ...............2 35
B inder’s  % p in ts  ........ 1 85

C H E E S E
A cm e ................... @16%
B loom ingdale . .  @16%
C arson  C ity  . . . .  @16
H opk ins  ..............  @16%
R iverside ............  @16% •
W a rn e r  ............... @17%
B rick  ................... @16%
Leiden ................... @15
L im b u rg er ........... @18
P in eap p le  ........  40 @60
S ap Sago ............. @22
Sw iss, d om estic  @13

C H E W IN G  GUM
A dam s P ep s in  ............... 25
A m erican  F la g  S p ruce  25
B ea m an ’s  P ep s in  ......... 65
B e s t P ep s in  .................  55
B lack  J a c k  ..............  55
L a rg e s t G um  (w h ite )  55
O. K . P ep s in  ................. 65
R ed R obin  .......................  65
Sen S en ...........................  55
Sen Sen B re a th  P e rf . 1 0*
S p ea rm in t .......................  55
S p earm in t, ja r s  5 bxs 2 75
Y u ca tan  ...........................  55
Zeno ...................................  25

CHICORY
B ulk  ...................................  6
R ed ..........  7
E ag le  .................................  2
F ta n c k ’s ...........................  7
S chene r’s  .........................  (
R ed S ta n d a rd s  ..............1 60
W h ite  ...............................1 60

CH OCO LA TE 
W a lte r  B a k e r  A Co.

G erm an ’s  S w eet ...........  22
P rem iu m  ......................... 30
C aracas  ...............................  28

W a lte r  M. L ow ney Co.
P rem iu m , %s ............... 29
P rem ium , % s ................  29

C ID E R , S W E E T  
“ M organ’s ”

R eg u la r b a rre l 50 g a l 10 00 
T ra d e  barre l, 28 g a ls  6 51 
% T ra d e  barre l, 14 g a l 3 6#
Boiled, p e r  g a l...............  60
H ard , p e r  g a l...................  25

C L O T H E S  L IN E
p e r  doz.

No. 40 T w is te d  C o tton  95 
N o. 50 T w isted  C otton  1 30 
No. 60 T w isted  C otton  1 70 
No. 80 T w is ted  C o tton  2 0* 
No. 50 B raided  C otton  1 00 
No. 60 B ra id ed  C otton  1 25 
No. 60 B ra ided  C otton  1 85 
N o. 80 B ra ided  C otton  2 25
No. 50 S ash  C ord ........ 1 75
No. 60 S ash  C o r d .......... 2 00
N o. 60 J u te  .....................  8*
No. 72 J u te  .................... 1 0*
No. 60 S isal ..................... 85

G alvanized  W ire 
No. 20, eaoh 100ft. long  1 90 
No. 19, ea ch  100ft. long  2 1* 

COCOA
B a k e r’s  .............................  3*
C leveland .........................  41
Colonial, %s .................. 26
Colonial, % s .................  33
E p p s  ...................................  43
H uy ler ...............................  36
L ow ney, % s .................  32
L ow ney, % s .................  32
L ow ney, % s .................  30
L ow ney, 5 lb. c a n s  . .  3*
Van H ou ten , %s ............  12
V an  H ou ten , %s .............  18
V an H ou ten , % s .............. 36
V an  H ou ten , I s  .............  65
W ebb  .................................  S3
W ilber, %s .......................  S3
W ilber, % s .......................  32

COCOANUT 
D u n h am ’s p e r  lb.

% s, 51b. c a s e .............  30
%s, 51b. ca se  ............ 29
%8, 151b, ca se  . . . . . .  29
% s, 151b. ca se  .......... 28
Is , 15tb. ca se  .............  27
% s & % s, 151b. ca se  28
Scalloped G em s ......... 10
% s & %s p a l l s ..........  15
Bulk, p a ils  ................. 14
B ulk , b a r re ls  ...............12

C O F F E E S , R O A STED  
Rio

Com m on .......................  19
F a ir  ...............................  19%
C hoice ...........................  20
F’ancy  ...........................  21
P eab e rry  ....................... 23

S an to s
C om m on ....................... 20
F a ir  .................................  20%
Choico ........................... 21
F a n cy  ...........................  23
P e a b e rry  ....................... 23

M aracaibo
F a ir  ................................  24
C hoice ........................... 25

M exican
Choice ...........................  25
F a n c y  ...........................  26

G uatem ala
F a ir  ................................. 25
F an cy  .............................  28

Ja v a
P r iv a te  G row th  ,.26@ 30
M andling  ......................31@35
A ukola ......................... 30@32

Mocha
S h o rt B ean ................. 25@27
Long B ean  .................. 24 @25
H . L. O. G....................26@28

B ogota
F h ir  ...............................  24
F an cy  ............................. 26
.exchange M arket, S teady  
Spot M arket. S tro n g  

P ack ag e
N ew  Y ork  B asie

A rbuckle ................ 23 25
L ion ............................... 23 0*

M cL augh lin ’s  XXXX 
M cL augh lin ’s X X X X  sold 

to  re ta ile rs  only. M ail all 
o rd e rs  d ire c t to  W . F. 
M cL augh lin  A  Co., C h ica
go.

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

CONFECTIONS
S tick  C andy  Ptulls

S ta n d a rd  ................. s i t
S ta n d a rd  H  H
S ta n d a rd  T w is t ........... 9
T C asesJum bo , 32 lb  a
E x t r a  H  H  .*................. ‘ l l
B oston  C ream  ............. 1 4
B ig  s tic k , 30 lb. ca se  »
„  M ixed C andy
G rocers ........... 7
X  L  O 71/
S pecial .........................’ ‘ 10™
C onserve ......... ”  "  11/
R oyal ..................   i™
R ibbon ...............................14
B roken  ............    o*/
C ut L oaf .........   S g
L e ad e r ............ . . . W "  * «
K in d e rg a rte n  ..........." *  11
F ren ch  C ream  ........ ’ j§
H an d  M ade C rea m b " . .17 
P rem io  Cneam m ixed  14 
P a r is  C ream  Bon Bons 11

F ancy—in  P aris
G ypsy H e a r ts  ............  jg
Coco B on B ons . . . .  ” 14
F u d g e  S q u ares  .........! ! '  14
P e a n u t  S q u ares  ...........*17
S u gared  P e a n u ts  ...........13
S alted  P e a n u t s ........... 12
S ta r l ig h t K i s s e s ......... ' j j
L ozenges, p la in  ..........  11
C ham pion  C hocolate  ..12 
E clip se  C hoco lates . . . .  15 
E u re k a  C hoco lates ....14  
C ham pion G um  D rops 1*
A nise S q u a re s  ...............u
L em on S o u r s ......... 11
Im p e ria ls  ...................12
I ta l. C ream  B on B ons 13
G olden W affles .............14
R ed R ose G um  D rops 1*
A uto  K isse s  ................. 14
Coffy Toffy .....................14
M olasses M in t K isses  12

F ancy— In Stb. Boxes 
Old F ash io n ed  M olas

se s  K isse s  l* lb . bx. 1 36
O range Je ll ie s  ........... 6*
L em on S ours ............. 65
Old F ash io n ed  H o re-

hound  d r o p s ............. 65
P ep p e rm in t D rops . .  7* 
C ham pion Choc D rops 65 
H . M. Choc. D rops . . 1 1 * 
H . M. Choc. L t . a n d

D ark , N o. 12 ...........1 1#
B it te r  S w eets, a s ’td  1 25 
B ril lia n t G um s, C rys. 60 
A. A . L ico rice  D rops 1 0* 
Lozenges, p r in te d  . . .  65
L ozenges, p la in  ___  60
Im p e ria ls  ..................... 65
M o tto e s ........................... 65
C ream  B a r  ................... 6*
G. M. P e a n u t B a r  . .  6*
H an d  M ade C rm s 80@9*
C ream  W a fe rs  ........... 65
S tr in g  R ock  ................. 7*
W ln te rg re e n  B e rrie s  60 

Pop Corn
C rac k er J a c k  ............ 3 25
G iggles, 5c pkg. cs. 3 50
F a n  C orn, 60’s  ...........1 65
A zu lik it 100s ...............3 26
O h M y 100s .................3 50

Cough D rops
P u tn a m  M en th a l . . . .  1 00 
S m ith  B ro s .....................1 25

N UTS—W hele 
A lm onds, T a r ra g o n a  18 
A lm onds, D rak e  . . . .  15
A lm onds, C a lifo rn ia

so ft she ll .......................
B raz ils  .....................  @13
F ilb e r ts  ..................... 12@1S
Cal. N o. 1 .................
W a ln u ts , s f t  shell @17 
W aln u ts , M arb o t . .  @15
T ab le  n u ts , fan cy  @13
P eca n s, m ed ium  ___  13
P ecan s, ex. la rg e  . . .  14
P ecan s, ju m b o s . . . .  1* 
H ick o ry  N u ts , p e r  bu.

Ohio, new  ................. 2 0*
C ocoanu ts .....................
C h es tn u ts , N ew  Y ork

S ta te , p e r  bu ............
Shelled

S p an ish  P e a n u ts  6 % 0  7 
P ecan  H alv e s  . . .  @68
W a ln u t H alv es  . .  03 3
F ilb e r t M ea ts  ......... @30
A lican te  A lm onds @4* 
J o rd a n  A lm onds . .  @47

P e a n u ts
F’a n c y  H  P  S uns 6@ 6%

R o as te d  ..................  7@ 7%
Choice, raw , H . P . J u m 

bo...............................  @ 7
CRA CK ED  W H E A T

B ulk ...............................  8%
24 21b. pkgs. ................. 2 50

C R A C K E R S
N atio n a l B iscu it C om pany 

B ran d s  
B u tte r

N . B . C. Sq. bbl. 7 bx. 6% 
S eym our, Rd. bbl. 7 bx. 6% 

Soda
N. B. C. b o x e s ..................6%
P re m iu m  ...........................  7%
S elect .................................  8%
S a ra to g a  F la k e s  ...........13
Z e p h y re tte  .......................13

O y ste r
N . B . C. P icn ic  boxes 6%
G em , boxes .....................  6%
Shell ........................... . •

S w eet Goods
A n im als  ........................... j |
A tla n tlc s  .........................  j j
A tla n tic , A sso rted  . . . .  12 
A vena  F ru i t  C akes ...12  
B onnie D oon Cookies 10
B onnie L a s s i e s ......... n
B onnie S h o rtb rea d  1*  21
B rittle  ...............
B rit tle  F in g e rs  " . ' . ' . ' . " ' i t
B um ble Bee ........... l i
C artw heels  A s s o r te d " ]  j%
C jiocolate D r o p s ......... 17

1>rp C en te rs  16
C ircle ^ r°n*y  ^ n^ era 16 y r c l e  H oney  C ookies 12 
C racknels . . . .  i i
C ocoanut T affy  B a r "  1’  
C ocoanu t D rops . . .  i t  
C ocoanu t M acaroons ! ! l f  
C ocoanut H on . F in g e rs  13
c X “ " & £ r  }j

Dir S t ,  M arshm aiiowca lces ..........  i |
D inner B iscu it *#!
D ixie S u g ar C o o k ie s " !  9 
D om estic  C akes . . .  «u.
E v en tid e  F in g e rs  , ! " j 6
P am n y  Cookies .......... ! »%
S *  P ak *  A sso rted  . . .  13
f i g  N ew tons ......... 1«
F lo rabe l C akes . . . "  "12  % 
F lu ted  C ocoanut B a r  . . i n ’* 
F ro sted  C ream s . . . .  8%
F ro sted  G inger Cook 8U 
F ru it  L unch . Iced  ? ! , i g *  
G ala  S u g ar C akes . . .  8%
G inger G em s ............  g v
G inger G em s, Iced 9% 
G raham  C rac k e rs  . "  8
G inger S naps F am ily  .! 8% 
G inger S naps N B C  '*

R ound ............ ’ j ’ -
G inger S naps  N.’ B  C ’

S quare  ..........  '
H ippodrom e B a r " . ........ ir)
H oney  Cake, N . B. c " l 2  
H oney  F in g e rs  As. Ice 12 
H oney  Jum b le s, Iced . 12 
H oney  Ju m b le s, P la in . 12 
H oney  F lak e  . . . . . .  12%
H ousehold  Cookies . " ]  g 
H ouseho ld  Cookies, ic ed  9
Im p e ria l ...............
Jo n n ie  ...............................2 2
Ju b ile e  M ixed I* 7*
K ream  K lips ............... *5
L eap  Y ear Ju m b le s  ! ! l 8 
Lem on B iscu it S quare  8%
Lem on T h in s ..........  i r ™
L em on W a fe rs  n
C em ona ••• •« , 01/
M ace C akes . . ! ! ! ! ......... « 2
M ary  A nn ............ ] " "
M arshm allow  Coffee "  78

C ake ............ .......... 12%
M arshm allow  W a ln u ts '16%
M edley P re tz e ls  ___  jo 78
M olasses C akes . . .  "  8%
M olasses C akes, I c e d " ’ 9% 
M olasses F ru i t  Cookies

Iced ............................. j j
M olasses S andw ich  ’ ! "  ’ 12
M ottled  S quare  ............ j#
O atm eal C rac k e rs  . . . .  g
O range G em s ............  8%
O range Sponge L a y e r ’

C akes ................. jg
P en n y  A sso rted  . . . . " ’ 8%
P e a n u t G em s ................. 9
P icn ic  M ixed ................! l l%
P ineapp le  W a fe rs  ........ 16
P re tze ls , H an d  M ade 9 
P re tz e le tte s , H an d  Md. 9 
P re tz e le tte s , M ac. Md. 8
R aisin  C ookies ...............1#
R aisin  G em s ...................u
R asp b e rry  C akes .........12
R evere, A sso rted  .........14
R itten h o u ss  F ru i t

B iscu it ................... .... . jg
R oyal L unch  ......... .. g
R oyal T o a s t ..................  g
Rube ...................................  giz
S h o rtb rea d  S q u ares  . . 2* 
Spiced C u rra n t C akes 10 
Spiced G inger C akes . .  9 
Spiced G inger Cks le d  10
S u g ar F in g e rs  ...............12
S u g a r C akes .................  g%
S u g ar C rim p .................  g a
S u g a r S quares , la rg e

or sm all  ............... 9
S u lta n a  F ru i t  B iscu it 1* 
S unnyside  Ju m b le s  . . . , l *
S u p e rb a  .............................  g%
Sponge L ady  F in g e rs  25
T riu m p h  C akes .............16
V anilla  W a fe rs  .............19
W a fe r  Ju m b le s  ca n s  ..1 8  
W av erly  ...........................jg

ln -e r  Seal Goods
p e r  doz.

A lb ert B iscu it .................1 00
A n im als  .............................j  00
A rro w ro o t B iscu it . . . . 1  00
B aro n e t B iscu it .............1 06
B rem m er’s  B u tte r

W a fe rs  ...........................1 00
C am eo B iscu it ...............1 50
C heese S andw ich  ........ 1 00
C hocolate  W a fe rs  .........1 00
C ocoanu t D a in tie s  . . . .  1 0*
D in n e r B iscu its  ...........1 60
F a u s t  O y ste r .................1 00
F ig  N ew ton  ...................1 00
F ive  O’clock T e a  . . . . 1  00
FY otana .............................1 00
F ru it  C ake .................... 3 00
G inger Snaps, N . B . C. 1 00



S ep tem ber 4, 1912 M I C H I G A N  T R A D E S M A N 29

*______  7 8  9 10 11
O raham  C rack ers, Red

L abel ............................... 1 00
L em on S n a p s ................... 50
O atm eal C rac k e rs  .........1 00
Old T im e S u g ar Cook. 1 00
O val S a lt B i s c u i t ...........1 00
O y ste re tte s  ....................... 50
P rem iu m  S odas ............. 1 00
P re tz e le t te s , H d. Md. 1 00
R oyal T o a s t ..................... 1 00
R ykon B iscu it ............... 1 00
S a ltlne  B iscu it ............... 1 00
S a ra to g a  F l a k e s ............ 1 50
Social T e a  B i s c u i t .........1 *0
S u lta n a  F r u i t  B iscu it 1 50 
Soda C rac k e rs  N . B. C. 1 00 
Soda C rac k e rs  S elect 1 00 
8. 8. B u tte r  C rac k e rs  1 50
U needa B iscu it ........... 50
U needa J in je r  W a y fe r  1 00 
U needa L unch  B iscu it 50
V anilla  W a fe 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 th er P ack a g e  Goods
B arn u m ’s  A n im als  ----- 50
C hoco late  T okens . . . . 2  50 
A m erican  B ea u ty

G inger S naps  ............ 2 50
B u tte r  C rack ers, N BC

fam ily  p ac k ag e  ........ 2 50
Soda C rac k ers, N B C  

fam ily  p ac k ag e  ........ 2 50
In Special T in  P ackages.

P e r  doz.
F e s tin o  ........................... 2 50
M in are t W a fe rs  ........... 1 00
N abisco, 25c ................. 2 50
N abisco , 10c ................  1 00
C ham pagne W a fe r  . . .  2 50 

P e r  t in  in  bulk
S o rb e tto  ......................... 1 00
N abisco  ......................... 1 75
F e s tin o  ...........................  1 60
B en t’s  W a te r  C rack ers  1 40

CREAM  TA R TA R
B arre ls  o r  d ru m s -----  33
B oxes .......................... • • 34
S quare  C ans ................. 36
F a n cy  cadd ies  ............... 41

• R l »  F R U IT S  
A pples

E v a p o r’sd , C hoice bu lk  9 
L vapor'ed , F a n c y  pkg. 10%

A prico ts
C alifo rn ia  ............. 14@16

C itron
C orsican  .......................  16

Currants
Im p’d 1 lb . p k g ........... 9%
Im ported , bu lk  ........... 914

Peaches
M uirs1—Choice, 25 lb . b  9 
M uirs—F an cy , 25 tb . b  10 
F ancy , P eeled , 25 lb . 18

Peel
Lem on, A m erican  . . . .  12% 
O range, A m e r i c a n -----12%

R aisins
C onnosiar C lu s te r 1 lb . 17 
D esse rt C luste r, 1 lb. 21 
Loose M uscate ls  3 Or 7% 
Loose M uscate ls  4 C r 8 
L. M. Seeded, 1 lb , 7 @7%

California Prunes 
10-100 251b. b o x e s . . .®  7 
80- 90 25R>. b o x e s . . .®  7% 
70- 80 251b. b o x e s . . .®  7% 
60- 70 251b. b o x e s . . .®  8 
60- 60 261b. b o x e s . . .®  8% 
40- 59 251b. b o x e s . . .®  9%

FARINACEOUS 0 0 9 9 8  
Beans

D ried  L im a  ..................... 7%
Med. H a n d  P icked  . . .  .3 10
B row n H o lland  ........... 8 25

Farina
25 1 lb . p ac k a g e s  .........1 58
B ulk, per 190' lb s .......... 4 00

Original Holland Rusk  
P ack e d  12 ro lls  to  co n ta in e r 
9 co n ta in e rs  (36) ro lls  2 85 
6 co n ta in e rs  (69) ro lls  4 75 

H em lny
P ea rl , 199 lb . s a c k  . . .  .2 00 

M accaroni an d  V erm icelli 
D om estic, 10 lb . box . .  60 
Im ported , 25 lb . box . .2  59

Pearl Barley
C h es te r ........................... 3 80
E m p ire  ...........................  4 25

P eas
G reen, W isconsin , bu. 
G reen, S c o tc j , bu. . . .  3 00 
Split, lb .............................. 4%

E a s t In d ia  .....................  6
G erm an, sack s  ........... 6
G erm an , b ro k en  pkg. . .

Tapioca
F lake , 100 lb . s a c k s  . .  6 
P earl, 130 tb . s a c k s  . .  6
P ea rl, 36 p k g s ................ 2 25
M inute, 36 plcgs..............2 76

FISHING TACKLE
% to  1 in ..............................6
1% to  2 in ............................7
1% to  2 in ............................9
1% to  2 in ........................ 11
2 in . ....................................16
I  la . ....................................20

Cotton 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 fe e t . . . . . . . . . 1 2
No. 7, 15 f e e t ..................15
No. 8, 15 f e e t ..................18
No. 9, 15 fee t ...................20

L inen Lines
Sm all ................................... 20
M edium  ............................. 26
L a rg e  ................................... 34

Poles
Bam boo, 14 f t., p e r doz. 55 
Bam boo, 16 f t., p e r  doz. 60 
Bam boo, 18 ft., p e r  doz. 80 
FLA VO RIN G  EX TR A C TS 

Jen n in g s  D C B rand 
T e rp en less  E x tra c t  L em 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 ap er, p e r  doz. 1 75 
2 oz. F la t , F  M p e r  dz. 1 50 

Jen n in g s  D C B rand 
E x tr a c t  M exican  V an illa  

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 ap er, p e r  doz. 2 00 
2 oz. F la t  F  M p e r  dz. 2 00

FLO U R AND F E E D  
G rand  R ap id s  G rain  & 

M illing Co.
W in te r  W h e a t,

P u r i ty  P a te n t  ..........  5 70
Seal of M in n eso ta  ___ 5 60
S u n b u rs t ......................... 5 60
W iza rd  F lo u r  . . . . . .  5 40
W izard  G rah am  . . . . .  5 60
W iza rd  G ran . M eal . .  4 60 
W iza rd  B u ck w h ea t 6 80 
R ye ................................... 4 80

V alley  C ity  M illing Co.
L ily  W h ite  ..................  5 70
L ig h t L oaf ..................  5 10
G rah am  ......................... 2 60
G ran en a  H ea lth  ..........  2 60
G ran . M eal ..................... 2 20
B olted  M ed........................2 10

V o ig t M illing Co.
G raham  ......................... 5 10
V o ig t’s  C rescen t .........5 70
V o ig t’s  F lo u ro ig t .........5 70
V oig t’s H y g ie n ic ......... 5 10
V oig t’s  R oyal ............  6 10
W a tso n -H ig g in s  M illing Co.
P erfec tio n  F lo u r ........... 5 70
T ip  Top F lo u r ..........  5 30
Golden S heaf F lo u r  . .  5 00 
M arsh a ll’s B es t F lo u r  5 00

W orden  G rocer Co.
Q uaker, p a p e r  ........... 5 40
Q uaker, clo th  ............... 5 50

S pring  W h e a t.
R oy  B ak e r

G olden H o rn , fam ily  ..5  50 
G olden H orn , b ak e rs  5 40
W isconsin  R ye ............. 4 26

Ju d so n  G rocer Co.
C ereso ta, % s ................. 6 10
C ereso ta , %s ................. 6 00
C ereso ta , % s ................. 5 90

W orden  G rocer Co. 
L au re l, % s c lo th  . . . . 6  50
L au re l, % s clo th  ........... 6 40
L au rel, % & %s p ap e r  6 30 
L au re l, % s c lo th  ........... 6 30
W ingold, % s .............  5 90
W ingold, % s .............  5 80
W ingold, % s .............  5 70

W y k es 4k Ce.
S leepy E ye, % clo th  . .  6 20 
S leepy E ye , %s clo th  . .6  10 
S leepy E ye , % s c lo th  . .6  00 
S leepy E ye, % s p a p e r  6 00 
Sleepy E ye, % s p ap e r  6 00

Meal
B olted  ........................  4 40
G olden G ran u la ted  . . .  4 60

W heat
R ed  ................................... 1 06
W h ite  ........................  1 05

Bata
M ichigan  chariots . . . .  40
L ess  th a n  c a rlo ts  . . . .  42

Carn
C arlo ts  ............................... 85
L ess  th a n  c a rlo ts  . . . .  87

H ay
C arlo ts  ....................... 16 00
L ess  th a n  ca rlo ts  . . .  18 00

Feed.
S tre e t C a r  F e e d .................. 33
No. 1 C orn 4k O at F eed  .33
C racked  corn  .....................32
C oarse  co rn  m e a l.............. 32

FR U IT JARS.
M ason, p ts . p e r  g r o . . .4  75' 
M ason, s. p e r  g r o . . .5  10 
M ason, % gal. p e r  gro.7 35 
M ason, ca n  tops , gro . 1 49

GELATINE
C ox's, 1 doz. la rg e  . . .  1 75 
C ox's, 1 doz. sm all . . . 1  00 
K nox’s  S park ling , doz. 1 25 
K nox’s  S park ling , g r. 14 00
N elso n ’s  .........................  1 50
K nox’s  A cidu’d. doz. .1 25
O xford  .............................  75
P ly m o u th  Rock, P hos. 1 26 
P ly m o u th  R ock, P la in  90

GRAIN BAGS
B road G auge ............. . . . 1 8
A m oskeag  .................... . . .  19

H ER B S
Sage . . .  15
H ops ..  15
L aure l L eaves ..........
S enna L eaves  .......... . .  25

H ID E S  AND P E L T S  
H ides

G reen, No. 1 ................ 11%
G reen, No. 2 ...............10%
Cured, N o 1 .................. 13
Cured, No. 2 ...............12
C alfsk in , g reen , No. 1 15 
C alfsk in , g reen , No. 2 13% 
C alfsk in , cu red , No. 1 16
C alfsk in , cured!

P elts
No. 2 :14%

Old W ool @ 30
Ia m b s  . . . 60
S h earlin g s  ..........

Tallow
25 @ 50

No. 1 ........ @ 5
No. 2 .........

W ool
@ 4

U nw ashed, med. @ 20
U nw ashed , fine @ 15

H O RSE RADISH 
P e r  doz.............................. 90

JE L L Y
51b. pails, p e r  doz. . .2  20 

15tb. pails , p e r  p a i l . . . .  60 
301b. pails, p e r  pa il . .1  05

JE L L Y  G LA SSES 
% p t. 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 P L E IN E

2 oz. b o ttles , p e r  doz. 3 00
M INCE M EAT 

P e r  case  .........................2 85
M OLASSES 

N ew  O rleans
F a n cy  O pen K e tt le  . .  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
O LIV ES

B ulk, 1 ga l. k egs 1 05@1 15 
B ulk, 2 gal. k eg s  90@1 05 
B ulk, 5 gal. kegs  90@1 00
S tuffed , 5 oz.....................  90
S tuffed, 8 oz................... 1 35
S tu tfed , 1 4oz.................. 2 25
P itte d  (n o t stu ffed )

14 oz..............................2 25
M anzan illa , 8 oz ........... 90
L unch , 10 oz................... 1 35
L unch , 16 oz................... 2 25
Q ueen, M am m oth , 19

oz.................................  3 75
Q ueen, M am m oth , 28

oz................................  5 25
O live Chow, 2 doz. cs,

p e r  doz.....................  2 25
P IC K L E S

M edium
B arre ls , 1,200 c o u n t . .6  75 
H a lf  bbls., 609 co u n t 4 00
6 gallon  k eg s  ................. 1 90

Sm all
B a rre ls  ........................... 8 25
H alf b a r re ls  . . . .  ...........4 65
5 gallon  keg s  ..............  2 25

G herk in s
B a rre ls  ...........................
H a lf  b a rre ls  .................
6 ga llon  k eg s  ...............

S w ee t Sm all
B a rre ls  .........................  14 50
H alf b a rre ls  ............... 8 00
5 gallon  kegs ............... 3 25

P IP E S
Cla(y. N o. 216, p e r  box 1 75 
Clay, T. D ., fu ll cou n t 60 
Cob .....................................  90

PLA Y IN G  CARDS 
No. 90, S tea m b o a t . . . .  75
No. 15, R ival, a s so r te d  1 25 
No. 20, R over, e n a m 'd  1 50
No. 572, S pecial ........... 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

PO TA SH
B a b b itt’s  ....................... 4 00

PR O V ISIO N S 
B arre led  P o rk  

C lear B ack  . .  20 00@21 00 
S ho rt C u t C lear 18 50®19 00
B ean  ...................17 00® 17 50
B risk e t, C lear 19 50@20 00
P ig  ................................. 23 00
C lear F a m ily  ........... 26 00

D ry S a lt M eats 
S P  B ellies ...................13

Lard
P u re  in  tie rc e s  . .11%@12% 
C om pound L a rd  9%@> 9% 
80 lb . tu b s  . .  .ad v a n c e  % 
60 lb. tu b s  . .  .ad v a n ce  % 
50 lb . t in s  . .  .ad v a n ce  % 
20 lb . p a lls  . . .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 lls  . .  .a d v a n c e  l

Smoked M eats 
H am s, 12 lb . av . 15 @15% 
H am s, 14 lb. av . 14 @14% 
H am s, 16 lb. av . 14% @14% 
H am s, 18 lb . av . 14 @14% 
Skinned  H am s ..15  @15% 
H am , d ried  beef

s e ts  ................. 20 @20%
C alifo rn ia  H am s 10%@11%
P icn ic  Boiled H am s ..15
Boiled H am s ___23 @23%
M inced H am  ...12% @ 13 
Bacon ..................  14% @15

S ausages
B ologna ...............
L iver .....................

ra n k fo r t ...............
P o rk  ........................
V eal .........................
T ongue ..................
H eadcheese  ..........

8%@ 9 
7%@ 8 

10@10% 
. . . .  11_ 11_ 11
___  9

Beef
Boneless ....................... 14 00
R um p, new  ............... 15 00

P ig ’s F ee t
% bb ls.................................  95
% bbls., 40 lbs. ............. 1 90
% bb ls .............................  3 75
1 b b l................................... 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 .....................  35
B eef, rounds, s e t  . .  17@18 
Beef, m iddles, s e t  ..90@95 
S heep ,per bund le . . . .  80

U ncolored B u tte rin e
Solid D a iry  ----- 12 @16
C o u n try  R olls ..12%  @18

C anned  M eats
C orned beef, 2 tb. . . . . 3  50
Corned beef, 1 lb . . . . . 1  85
R o a s t 1beef, 2 lb. . . . . 3  50
R o as t beef, 1 lb. . . . . . .1  85
P o tte d H am , % s . . . .  45
P o tte d H am , % s . . . .  90
D eviled H am , %s . . . .  45
D eviled H am . % s . . . .  90
P o tte d Tongue, %s . .  45
P o tte d T ongue, %s . .  90

RICE
F an cy ..................  6 @ 6%
J a p a n  S t y l e ........  6 @ 5%
B roken ................... 3%@ 4%

R O LLE D  OATS 
Rolled A vena, bbls. ..5  25 
S tee l C ut, 100 lb. sk s. 2 50
M onarch , bbls. . '............ 4 95
M onarch , 90 lb. s ack s  2 35 
Q uaker, 18 R eg u la r  . . . 1  45 
Q uaker, 20 F am ily  . . . . 4  10

SALAD D RESSIN G
C olum bia, % p t  ........... 2 25
C olum bia, 1 p in t ........... 4 00
D u rk ee’s, la rge , 1 doz. 4 50 
D u rk ee ’s, sm all, 2 doz 5 25 
S n id e r’s, la rge , 1 doz. 2 35 
S n id er’s, sm all, 2 doz. 1 35

S A L ER A TU S 
P ack e d  60 lbs. in  box. 

A rm  a n d  H a m m e r . . .  .3 00 
W y a n d o tte , 100 % s, . .3  00

SA L SODA
G ran u la ted , bb ls .............  80
G ran u la ted , 100 lbs. cs. 90 
G ran u la ted , 36 pkgs. ..1  25

SA L T
Com m on G rades

100 3 lb. s a c k s  ..............2 40
60 5 lb . s a c k s  ..............2 25
28 10% lb. s ack s  ___ 2 10
56 tb. s ack s  ............... 40
28 lb . s a c k s  ................... 20

W arsaw
56 lb . d a iry  in  d rill b ag s  40 
28 lb. d a iry  in  d rill b ag s  20

S o lar Rock
56 lb . s a c k s  ..................  24

Com m on
G ran u la ted , F in e ..........  95
M edium , F in e  .. .......... 1 00

SA L T  F ISH
Cod

L a rg e , w hole, . . @7%
Sm all, w hole . . @7
S tr ip s  o r  b rick s • 7%@10%
P ollock ................. @ 4%

H alibu t
S tr ip s  .................... ........  15
C hunks ................. ........  16

H olland H erring
Y. M. w h. hoops, bbls. 11 50
Y. M. w h. hoop, %bbl. 6 00
Y. M. w h. hoop. kegs  65
Y. M. w h. hoop M ilchers

keg s  .............. ..........  72
Q ueen, bb ls ........... ........ 10 00
Q ueen, % bbls. .
Q ueen, kegs . . . ........  60

T ro u t
No. 1, 100 lbs. . . .......... 7 69
No. 1, 40 lbs. . . .......... 3 25
No. 1, 10 lbs. . ........... 90
No. 1, 8 lb s .......... ..........  75

M ackerel
M ess, 100 lbs. . ........ 16 50
M ess, 40 lbs. . . . . .........7 00
M ess, 10 lb s .......... .........1 85
M ess, 8 lb s ............ .........1 50
N o. i ,  100 lbs. . .........10 00
N o. 1, 40 lb s . . . . .........6 69
N o. 1, 19 lb s . . . . . .........1 26

W hltefish
100 lb s ................................ 9 75
50 lb s ................................ 5 25
10 lb s ................................ 1 12

8 lb s .................................  92
100 lb s ................................ 4 65

40 tb s ................................ 2 10
10 lb s .................................  75
8 tb s .................................  65

SE E D S
A nise ............................... 14
C ana ry , S m yrna .......... 5
C araw ay  ....................... io
C ardom om , M alab ar 1 20
C elery  ............................. 40
H em p, R u ssian  ..........  5
M ixed B ird  ..................  5
M ustard , w h i t e ............... 8
P oppy  ............................... 16
R ape ................................... 6%

SH O E BLACKING 
H an d y  Box, la rg e  3 dz 3 50 
H an d y  Box, sm all . . . . 1  25 
B ixby’s R oyal P o lish  85 
M iller’s  c ro w n  P o lish  85

S N U F F
Scotch, in  b ladders  . ..  .37
M accaboy, in  ja r s  . . .
F ren ch  R app ie  in  ja r s . .43

SODA
B oxes ..............................
K egs, E ng lish  ............. . 4 %

SPIC E S
W hole Spices

A llspice, J a m a ic a  ......... 9
A llspice, la rg e  G arden 1 1
Cloves, Z a n z ib a r ........ .18
C assia , C an ton  ........ ..14
C assia , 5c pkg. doz. .,, 25
G inger, A frican  ............ . 9%
G inger, C ochin .............. ■14%
M ace, P e n a n g  ............... 70
M ixed, No. 1 ...................16%
M ixed, No. 2 ................. 10
M ixed, 5c pkgs. doz. . .  45
N u tm eg s, 70-80 ............. 30
N u tm egs, 105-110 ......... 22
P epper, B lack  ............... 15
P epper, W h ite  ............... 25
P epper, C ayenne ____   22
P a p rik a , H u n g a rian  . .

P u re  G round In Bulk 
A llspice, J a m a ic a  . . . .1 2
Cloves, Z a n z ib a r ........... 24
C assia , C an ton  ............. 12
G inger, A frican  ........... 18
M ace, P en a n g  ............... 75
N u tm egs, 75-80  35
P epper, B lack  ............... 16
P epper, W h ite  ............... 30
P ep p er, C ayenne ___ 24
P a p rik a , H u n g a rian  . .  45

STA RCH
Corn

K ingsfo rd , 40 tb s ..............7%
M uzzy, 20 l ib . pkgs. . . 5 %  
M uzzy, 40 l ib . pkgs ..5  

Gloss 
K ingsfo rd

S ilver Gloss, 40 lib s . . 7% 
S ilver Gloss, 16 31bs. . .  6% 
S ilver Gloss, 12 6tbs. . 8% 

M uzzy
48 lib . p ackages  ..........  5
16 3tb. pack ag es  ........... 4%
12 61b. p ack ag es  ..........  6
50tb. boxes ..................... 3%

SY R U PS
C om

B arre ls  ........................... 28
H alf b a rre ls  ................. 31
B lue K aro , No. 2 ........ 1 70
B lue K aro , No. 2% ..2  06
B lue K aro , No. 5 .........2 00
B lue K aro , No. 10 ___ 1 91
R ed K aro , No. 2 .......... 1 91
Red K aro , No. 2% ..2  31
R ed K aro , No. 5 ........2 26
R ed K aro , No. 10 . . . . 2  17 

P u re  C ana
F a ir  ................................. l*
Good ...............................  20
Choic« ............................. 25

T A B L E  SAU CES
H alfo rd , la rg e  .......... 3 75
H alfo rd , sm all .......... 2 25

T E A
Jap an

Sundried , m edium  ,.24@ zd
Sundried , choice ___ 30@33
S undried , fancy  ___ 36@40
B ask e t-fired  m ed ium  30 
B asket-fired , choice 35@37 
B ask e t-fired , fan cy  40@43
N ibs ............................. 30@32
S iftings  ....................... 10@12
Fiannings ................... 14@15

G unpow der
M oyuno, m ed ium  ......... 35
M oyune, choice ...........  33
M oyune, fan cy  .........59® 69
P ingsuey , m ed ium  . . . .  S3
P ingsuey , choice ........... 35
P ingsuey , fan cy  ....5 0 @ 5 t 

Young H yson
Choice ...........................  30
F 'ancy ......................... 40@50

Oolong
F orm osa, F 'ancy ...,50@ 60 
F o rm osa , m ed ium  . . . .  28
F o rm osa , choice ........... 35

E nglish  B rea k fa s t
M edium  ........................... 25
C hoice ........................... 30@35
F a n cy  ............................40@«0

India
Ceylon, choice ........... 30@35
F an cy  .............................45 @50

B lo t ................................. 1 45
Bugle, 16 oz....................... 3 84
Bugle, 10c ................... ix oo
D an  P a tc h , 8 and  16 oz 32
D an  P a tc h , 4 oz...........n  53
D an P a tc h , 2 oz............5 76
F a s t  M ail, 16 oz.......... 7 80
H ia w a th a , 16 oz........... 60
H ia w a th a , 5c . .••••• ,.5  40 
M ay F low er, 16 oz. . .  9 36
N o L im it, 8 oz................x 78
N o L im it, 16 oz. . . . .  3 55 
O jibw a, 8 an d  16 oz. 40
O jibw a, 10c ........  11 1n
O jibw a, 5c .....................  1 ¿2

8 n . r y ^ w- * i »
Red Ben, 8 f o i l i  «  
S e l i n s .  H 4k D  5c 6 78
I w lc t  _ca n *ster } X6b w eet Cuba., 5c . . .  7®
S w eet C uba, 10c . .  "  9?
f Z l l l  £ u,b a ’ 1 f t .  t i n '4 90 S w eet Cuba, 16 oz. . .  4 80
S w eet Bub.a ’ ^  fo11 2 25 g w ee t B u rley  5c L  & D R 76
S w eet B urley , 8 oz . .  2 45
¡ r e ? “ rley. 24 lb . 4 90 Sw eet M ist, % g ro 5 7,
S w eet M ist.’ 3*oz* .11 io
S w eet M ist. 8 oz. . .  35
T elegram , 5c......................

differ, 25c can s  ___  2
U ncle D anie l, 1 lb. ' ! .  60
U ncle D aniel. 1 oz. . .  5 23

Plug
Am. N avy , 16 oz. . ie  
A pple, 10 lb. b u t t  31
D rum m ond  N a t L eaf 2

*  5 lb , , OA
D rum m ond  N a t  L e a f 

p e r doz . . . .  ’ oe
B a ttle  A x ..........  ......... S:
B racer, 6 & 12 lb. *.*;*. 30
I* «  .Four, 6 & 16 lb . . .  32
B oot J a c k , 2 lb ............  86
B oot J a c k , p e r  doz. . .  86
Bullion, 16 oz..................  4»
C lim ax, G olden T w ins  48
Clim ax, 14% oz..............  44
Clim ax, 7 oz............... 47
D ays’ W ork, 7 & lV ’lb. 37 
i , re»u* M enthe . lb. 62 
D erby, 5 tb. boxes  . . .  28
5 B ros., 4 tb ................... c l
i  ou r Roses, 10c . .  on 
G ilt E dge, 2 lb . . I l l  50

S ope’ * f  12 f t -  58 Geld Rope, 4 & 8 lb. 58 
° -  p  > 12 *  24 lb. 36 

T w ist, 6 lb . 46
w  T ’ Y u 10% 21 R>- 36H o rse  Shoe, 6 & 12 lb. 43
? u ne3lr,r>,p T w is t,  6&10 45JoUy T a r, 5 & 8 l b . . .  40
i f  T.” & 11 f t ........  35K en tu c k y  N avy , 12 lb. 32 
K ey sto n e  T w ist, 6 lb. 45
K ism et, 6 lb ...........  4.
M aple Dip, 20 oz. ..1  25
M erry  W idow , 12 lb. 32 
N obby S pun Roll 6 & 3 58
P a rro t,  12 lb ...................  34
P a rro t, 20 lb ................... 28
P a tte r s o n ’s N a t  L e a f ’ 93 
P eachey . 6-12 & 24 lb. 40 
P icn ic  T w ist, 6 lb . . .  45
P ip e r  H eidsick , 4 & 7 lb  69 
P ip e r  H eidsick , p e r  doz.’ 96 
Polo, 3 doz., p e r  doz. 43
R ed icu t, 1% oz............... 38
R ed L ion, 6 & 12 lb . 30
S crapple. 2 4k 4 doz. 48 
S h erry  Cobbler, S oz. 32 
S p ea r H ead , i 2 oz. . .  44
S p ea r H ead , 14% oz. 44
S p ear H ead , 7 oz. . . .  47
Sq. D eal, 7, 14 4k 28 lb . 28 
S ta r, 6, 12 4k 24 lb . 43 
S ta n d a rd  N avy , 7%, 15 

4k 39 lb . . . . . . . 8 4
T en  P enny , 6 4k 12 lb. 31
T ew n T a lk , 14 ez ..........  80
Y ankee G irl, 6, 12 & 24 30

S e re s
All Red, 5c ................... 5 76
Am. U nion S crap  . . . .  5 40
B ag  P ipe, 6c ................. 5 88
C utlas, 2% oz................ 2(
Globe S crap , 2 oz. . .  36
H ap p y  T ho u g h t, 2 oz. 30 
H oney  Com b sc rap , 5c 5 79 
H o n es t S crap , 5c . . .  1 55 
M all P ouch, 4 doz. 5c 2 00
Old Songs, 5c ................. 6 76
Old T im es, % gro . . . .  6 60 
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 43
S crapple, 5c p k g s ..........  48
S ure Shot, 5c, % gro . 5 76 
Y ankee G irl S crp  2 oz 5 76 
P a n  H an d le  S crp  % g r  5 76 
P eac h y  S crap , 5c . . . . 1  90 
U nion W o rk m an , 2% 6 00

S m oking
All L eaf, 2% & 7 oz. 80
BB, 3% oz..........................6 09
BB, 7 oz.............................12 00
BB, 14 oz....................... 24 00
B agdad, 10c t i n s .........11 52
B adger, 3 oz..................  5 04
B adger, 7 o s ................... 11 IS
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B anner, 5c ..................  5 96
B anne r, 8 oz........................... 1 60
B anne r, 16 oz......................... 3 20
Belw ood M ix tu re , 10c 94
B ig  Chief, 2 ',i oz. . .  6 00
Biff C hief 16 oz..............  30
B ull D urham , 5c . . . .  5 90
B ull D urham , 10c ___ 10 80
B ull D u rh am , 15c ___ 18 48
B ull D urham , 8 oz. . .  60
B ull D urham , 16 oz. . .6  72
B uck  H orn , 5c .............5 76
B uck H orn , 10c ........... 11 50
B ria r  P ipe, 5c ............... 6 00
B ria r  P ipe, 10c ........... 12 00
B lack  S w an, 5c ............. 5 76
B lack  Sw an. 14 oz. . .  3 50
Bob W hite , 5c ............... 5 90
B ro therhood , 5c ............. 5 95
B ro therhood , 10c ___ 11 00
B ro therhood , 16 oz. . .  39
C krn ival, 5c ' . ..................  5 70
C arn ival, 3% oz............  39
C arn ival, 16 oz..............  40
C iga r C lip 's  Jo h n so n  30
Ciffar C lip’g, S eym our 30
Id en tity , 8 & 16 o z .. .  30
D arb y  Ciffar C u ttin g s  4 50 
C o n tin en ta l C ubes, 10c 90
C orn Cake, 14 oz.............2 55
C orn Cake, 7 oz..............1 45
C om  Cake, 6c .............5 76
C ream , 50c pails  . . . .  4 60 
C uban S ta r , 5c foil . .  5 76 
C uban  S ta r, 16 oz pails  3 72
C hips, 10c ..................... 10 20
D ills B est, 1% oz. . . .  79
D ills B est, 3% oz..........  77
D ills B est, 16 oz. . : . .  73
D ixie K id, 1% f o i l ----- 39
D uke’s  M ix, 5c .............5 76
D u k e 's  M ix, 10c ......... 11 52
D uke’s Cam eo, 1% oz. 41
D rum . 5c ......................  5 90
F  F  A 3 ez ............................4 95
F  F  A, 7 oz......................... 11 50
F ash io n , 6c ................. 6 00
F ash ion , IS oz............... 43
F iv e  Bros., 5c ............... 5 60
F iv e  B ros., 10c ........... 10 70
F iv e  ce n t c u t P lu g  . .  29
F  O B 10c .................. 11 50
F o u r Roses, 10c ........... 96
Full D ress, 1% oz. . .  72
G lad H and , 5c ..........  1 44
Gold Block, 1% oz. . .  39
Gold Block, 10c ......... 11 88
Gold S ta r, 16 oz........... 88
G all f t  A x N avy , 5c 5 95
G row ler, 5c ..................  4 56
G row ler, 10c .........   2 70
G row ler, 10c   2 63
G ian t, 5c ......................... 1 55
G ian t, 16 oz....................  33
H an d  M ade, 2% oz. 60
H azel N u t, 6c ..............  6 76
H oney  Dew, 1% oz. . .  40
H oney  D ew , 1 0 c ................. 11 88
H u n tin g , 1% & 8% oz. 38
I X  L, 5c ....................  6 10
I  X  L, In palls  ........... 32
J u s t  S u its , 6c ..........  6 00
J u s t S u its , 10c ........... 11 88
K lin D ried , 25c ..........  2 45
K in g  B ird , 7 oz............25 20
K in g  B ird , 3 oz.....................11 00
K ing  B ird , 1% oz.............5 70
La j.u rka , 5c ..............  5 76
L ittle  G ian t, 1 lb . . . . .  28
Lucky S trik e , 1% oz. 94
Lucky S trike , 1% oz. 96
Le Redo, 3 oz....................... 10 80
Le Redo, 3 f t  16 o z .. .  38
M yrtle N avy , 10c ----- 11 80
M ytrle  N avy , 5c . . . .  6 94 
M ary land  Club, 5c . .  50
M ayflow er, 5c .................5 76
M ayflow er, 10c ........... 96
M ayflow er, 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, Be ................... 5 76
Old E n g lish  C urve l% oz  96
Old Crop, Be ................. 6 76
Old Crop, 25c ............. 20
P . S., 8 oz., 3B lb . cs. 19
P . 8 ., S oz. p e r  gro. 5 70
P a t  H and , 1 oz...........  63
P a tte r s o n  Seal, 1% oz. 48
P a tte rs o n  Seal, 3 oz. . .  96
P a tte r s o n  Seal, 16 oz. 5 00
P eerless, 5c ................... 5 7#
P eerless, 10c ..............  1 92
P eerless, 3 oz. ...........10 20
P eerless, 7 oz................ 23 76
P eerless, 14 oz..................... 47 52
P laza , 2 gro. c s ....................5 76
P low  Boy, 5c .............. 5 76
P low  Boy, 10c ..........11 00
P low  Boy, 14 oz................... 4 50
P edro , 10c ................... 11 80
P rid e  of V irg in ia . 1% 77
P ilo t Bo ......................... 5 76
P ilo t, 7 oz. d o z ..................... 1 05
P ilo t, 14 oz. d o z ........... 2 10
P rin c e  A lbert. 10c . .  96
P rin c e  A lbert, 8 oz. . .  4 92 
P rin c e  A lbert, 16 oz. . .8  40 
Q ueen Q uality , 5c . . . .  48
R ob Roy, 5c foil -------5 90
R sb  Roy, 10c g ro ss ..10  20 
R ob Roy, 25c doz........... 2 10

Rob Roy, 50c, doz........ 4 12
S. & M., 5c, g ro ss  . . . .  5 76 
S. f t  M., 14 oz. doz. ..3  20 
Soldier Boy, 5c g ro ss  5 95
Soldier Boy, 10c ___ 10 56
Soldier Boy, 1 lb ...........4 80
S w eet C aporal, 1 oz. . .  60
S w eet L o tus, 5c ____ 6 00
S w eet L o tus, 10c ___ 12 00
S w eet L o tu s, p e r  doz 4 85 
S w eet Rose, 2 % oz. 30
S w eet T ip  Top, Be . . 2 0 #  
S w eet T ip  Top, 3% oz. 38
S w eet T ips, % g ro  10 08
Sun Cured, l#c ........... 11 75
S um m er T im e, 5c ___ 5 76
S um m er T im e, 7 oz. . .1  65 
S um m er T im e 14 oz. . .3  5#
S tan d a rd , 2 oz. ............. 5 9#
S tan d a rd , 3% oz........... 28
S tan d a rd , 7 oz..................1 68
Seal N. C., 1% cu t p lug  70 
Seal N. C., 1% G ran  63
T h re e  F e a th e rs , 1 oz. 63
T h ree  F e a th e rs , 10c 10 20
T h re e  F ea th e r«  and  

P ip e  com bination  . .  2 25 
Tom  & Je r ry , 14 oz. . .3  60 
Tom  f t  J e r ry , 7 oz. . .  1 80 
Tom  f t  J e r ry , 3 oz. . .  8 75
T ro u t L ine, 5c ............. 5 95
T ro u t Line, 10c ___ 10 00
T u rk ish , P a tro l, 2-9 5 76
Tuxedo, 1 oz. bag s  . .  48
Tuxedo, 2 oz. t in s  . .  96
Tuxedo, 4 oz. c a r t  . .  64
T uxedo, 16 oz t in s  . . . .  64
T w in O aks. 10c . . . .  94
U nion L eader, SOc . .  6 46 
U nion L eader, 25c . . . .  2 55 
U nion L eader, 10c ..1 1  60 
U nion L eader, 5c . . . .  5 95
U nion W orkm an , 1% 5 76
U ncle Sam , 10c ...10 80
U ncle Siam, 8 oz.........2 20
U. S. M arine , 5c __ 6 00
V an  B ibber, 2 oz. tin  88
V elvet, 5c pouch . . . .  1 44
V elvet, 10c tin  ............  1 92
V elvet, 8 oz t in  ............. 3 84
V elvet, 16 oz. c a n ___ 7 68
V elvet, com bination  cs 5 75
W a r P a th , 5c ............... 5 95
W a r  P a th , 8 oz............... 1 60
W ave L ine, 3 oz..........  40
W ave Line, 16 oz. . .  40
W a y  up, 2% oz........... 5 75
W a y  up, 16 oz. pa ils  . .  31
W ild  F ru it, 5c ............. 5 76
W ild  F ru it ,  10c ......... 11 52
Y um  Y um , 5c ..........  6 00
Y um  Y um , 10c ........... 11 52
Y um  Y um , l ib .,  doz. 4 80

T W IN E
C otton , 3 p ly  ................... 22
C otton , 4 p ly  ................... 22
J u te , 2 p ly  .....................14
H em p, 6 p ly  ................... 13
F lax , m ed ium  ................. 24
W ool, 1 lb . bales ........ 6

V IN EG A R
W h ite  W ine, 40 g ra in  8% 
W h ite  W ine, 80 g ra in  11% 
W h ite  W ine, 100 g ra in  13
O akland  V in eg a r & P ick le 

Co.’s B rands . 
H igh land  ap p le  cider ..18  
O ak land  app le c id e r . .  14
S ta te  Seal s u g a r  ........ 12
O akland  w h ite  p ick ling  10 

P ack a g es  free .
W ICK IN G

No. 0, p e r  g ro ss  ........... 30
No. 1, p e r  g ro ss  ........... 40
No. 2, p e r  g ro ss  ........... 50
No. 3, p e r  g ro ss  ........... 75

W O O D E N W A R E
B ask e ts

B ushels ........................... 1 0 #
B ushels, w ide b an d  . .  1 15
M ark e t ............................. 40
S p lin t, la rg e  ................. 3 50
S plin t, m edium  ........... 3 00
S plin t, sm all ............... 2 75
W illow , C lothes, la rg e  8 25 
W illow , C lothes, sm all 6 25 
W illow , C lothes, m e’m  7 25

B u tte r  P la te s  
W ire  Bind o r  Ovals.
% lb., 251 in  c r a t e .......... 3#
% lb ., 250 in  c r a t e .......... 30
1 lb „  250 in  c ra te  .............30
2 lb ., 250 in  c ra te  ............ 40
3 lb., 250 in  c ra te  ............ 55
5 lb ., 250 in  c ra te  ............ 75

C hurns
B arre l, 5 ga l., each  . . . 2  40 
B arre l, 10 gal., ea ch  . .2  65 

C lo thes P in s  
R ound H ead .
4 inch , B g ro ss  ............... 45
4% inch , 5 g ro ss  ............... 50
C artons, 2# 2% doz. bxs. 55 

Egg C rate«  and  F illers  
H u m p ty  D um pty , 12 dz. 20
No. 1, com plete  ............  40
No. 2, com plete  ............. 28
C ase No. 2, fillers, 15

s e ts  ............................. 1 35
Case, m edium , 12 s e ts  1 15 

F auce t«
C ork  lined , 8 in ............... 70
C ork lined , 9 in ............... 80
C ork  lined , 10 in ...........  90

E clip se  p a te n t sp rin g  85
No. 1 com m on ........  so
No. 2 pa t. b ru sh  ho lder 85
Ideal No. 7 ..................... 55
121b . co tton  m op heads  1 45
„ , P ails
2-  hoop S tan d a rd  . 2 00
3 - hoop S tan d a rd  . .  2 35
2- w ire C able ..'2  10
C edar all red  b ra s s  . .  1 25
3 - w ire C able . . . .  2 30
FihPr t r  E u re k a  ............... 2 25
in ’ W i ...... ................  2 40
19 * S alvan ized  . . . . 1  70

* G alvanized  . . . . l  90
14 q t. G alvan ized  . . . .2  10 
tj. , T oo thp icks
Ideal1’ 100 p ack a&es -.2 00

...........................................  85
. .  T raPSM ouse, wood, 2 holes 22

’ w ood- * h0 ,es 45M ouse, wood, 6 holes 70
M ouse, tin , 5 holes . . .
R a t, wood ......... in
R at, sp r in g  _____________ 75
on , T ubs
i s l n ’ I i a n ^ a rd ' N °- 1 7 50 i f '! " -  S tan d a rd , No. 2 6 50 
16-in . S tan d a rd , N o 3 5 5(1 
20-in. Cable, N o 1 s  on 
18-in. Cable; No! 2 77  ]? 00 
16-in. Cable, No. 3 . . .  6 00 
No. 1 F ib re  . . .  in  ok
No. 2 F ib re  7 ..............  9 i s

G alvanized  . . .  .’5 75
SninV/11̂  Cf alvanize<l  . .5  00 Sm all G alvan ized  . . . .4  25

W ashboards
B ronze G lobe . .  2 so
g e w e y  ................V...*" 1 i r
D ouble A cm e ........ "  2 7 ?
Single A cm e ......... ’3 ic
D ouble P ee r le s s  . .  "3 75
Single P eerless  . . . .  "3 25
N o rth e rn  Q ueen . . . .  3 95
D ouble D uplex  ......... "3  no
Good L uck  . . . .  2 75
U niversa l ...............".7.7*3 00

W indow  C leaners
| n ...................................... 1 65

} i  £ ......................................   85

W ood Bowls
13 111. B u tte r  ................. 1 59
15 in. B u tte r  .............[2 00
17 in . B u tte r  ................|3 75
19 in. B u tte r  ..........  6 00
A ssorted , 13-15-17 . 7 .3  00 
A ssorted , 15-17-19 ___ 4 25

W R A P PIN G  P A P E R
Com m on S tra w  ..........  2
F ib re  M anila, w h ite  . .  3 
F ib re  M anila, colored 4
No. 1 M an ila  ................. 4
C ream  M hnila ............... 3
B u tc h e rs ’ M an ila  ......... 2%
W a x  B u tte r , s h o rt c ’n t  13 
W a x  B u tte r , fu ll coun t 20 
W a x  B u tte r , ro lls ......... 19

Y EA ST CA K E
M agic. 3 doz....................1 15
S un ligh t, 3 doz.............. 1 00
S un ligh t, 1% doz...........  50
Y eas t F oam , 3 doz. ..1  15 
Y east C ream , 3 doz. . .1  00
Y east F oam , 1% doz. 58 

A X L E  G R EA SE

1 lb. boxes, p e r  g ro ss  9 00 
3 lb. boxes, p e r  g ro ss  24 00 

BAKING PO W D E R  
Royal

10c size  . .  90
% lb. c a n s  1 35 
6 oz. ca n s  1 90 
%Ib. c a n s  2 50 
%Ib. can s  3 75 
lib . can s  4 80 
tlb . ca n s  13 00 
•lb . c a n s  21 50

CIGARS
Jo h n so n  C iga r Co.’s  B ran d

S. C. W ., 1,000 lo ts  . . , ,3 1
E l P o r ta n a  ......................... 33
E v e n in g  P re s s  ................... 32
E x e m p la r ............................. 33

15 16 17
W orden  G rocer Co. B ran d  

B en  H u r
P e rfec tio n  ........................... 35
P erfec tio n  E x tra s  ........... 35
L ondres ................................. 35
L ondres G rand  ................... 35
S ta n d a rd  ............................... 35
P u rita n o s  ..............................35
P an a te lla s , F in a s  ............. 35
P an a te lla s , B ock ............... 35
Jo ck ey  Club ......................... 35

COCOANUT
B a k e r’s B raz jl S hredded

10 5c pkgs., p e r case 2 60
36 10c pkgs., p e r case 2 60
16 10c a n d  38 5e pkgrs.

p e r  ca se  ...................2 60

C O F F E E
R oasted

D w in e ll-W rig h t Co.’s B ’ds

W hite  H ouse , l ib . . .  
W h ite  H ouse , 21b. . .  
E xcelsio r, B lend, l ib . 
E xcelsio r, B lend, 31b.

T ip  Top, B lend, l i b ..............
R oyal B lend  ...........................
R oyal H ig h  G rade  ...............
S u perio r B lend  .....................
B oston  C om bination  ..........

D is tr ib u ted  by  Judson  
G rocer Co., G rand  R ap ids; 
L ee ft C ady, D e tro it; S y
m ons B ros, f t  Co., S ag i
n aw ; B row n, D av is  ft 
W a rn e r , Ja c k so n ; G ods- 
m ark , D u ran d  f t  Co., B a t
tle  C reek ; F ie lbach  Co.. 
‘Toledo.

8A FE S

F u ll line of fire a n d  b u r 
g la r  proof sa fe s  k ep t in 
s to c ’. b y  th e  T ra d esm an  
C om pany. T h irty -fiv e  sizes 
an d  s ty le s  on h an d  a t  all 
tim es—tw ice  a s  m a n y  sa fes  
as  a re  c a rried  by a n y  o th e r 
house in  th e  S ta te . I f  you 
a r e  unab le  to  v is it G rand 
R ap id s  a n d  in sp ec t the  
line  personally , w rite  fo r 
quo ta tio n s .

SOA P
G ow ans f t  Sons B rand .

S ingle boxes ................... 3 00
F ive  box lo ts  ................. 2 95
Ten box lo ts  ................. 2 90
T w en ty -five  box lo ts  . .2  85

L a u tz  B ros. & Co. 
A cm e, 30 b ars , 75 lbs. 4 00 
A cm e, 25 bars , 75 lbs. 4 00 
A cm e, 25 bars , 70 tbs. 3 80 
A cm e, 100 cak es  .......... 3 25

B ig  M aste r, 100 b locks 4 00
G erm an  M ottled  ...........3 50
G erm an  M ottled, 5 bxs 3 50 
G erm an  M ottled , 10 bx  3 45 
G erm an  M ottled , 25 bx  3 40 
M arseilles, 100 cakes  . .6  00 
M arseilles, 100 cks 5c 4 00 
M arseilles, 100 ck  to i l  4 00 
M arseilles, % box to il 2 10

P ro c to r  & G am ble Co.
L enox  .................................3 00
Ivory , 6 oz........................... 4 00
Ivory , 10 oz........................ 6 75
S ta r  ..................................... 3 85

T ra d esm an  Co.'s B rand

B lack  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 oun try  ................... 3 40

Soap P ow ders 
Snow  Boy, 24s fam ily

size ........................... 3 75
Snow  Boy, 60 5c ......... 2 40
Gold D ust, 24 la rg e  . .4  50 
Gold D ust, 100-5c ..4  00
K irko line, 24 41b............3 80
P ea rlin e  ......................... 3 75
Soapine ............................. 4 00
B a o b ltt’s  1776 ...............3 76
R oseine ............................. 3 59
A rm o u r’s  ......................... 3 70
W isdom  ............................. 3 80

Soap C om pounds
Jo h n so n ’s  F in e  ............. 6 10
Jo h n so n ’s  X X X  ........... 4 25
R ub-N o-M crre ................. 3 86
N ine  O’clock ................... 3 80

S couring
E noch  M organ ’s Sons 

Sapolio, g ro ss  lo ts  . . . . 9  50 
Sapolio, h a lf  gro. lo ts  4 85 
Sapolio, s ing le  boxes 2 40
Sapolio, h a n d  ................. 2 40
Pcourine M an u fac tu rin g  Co 
S courine, 50 cak es  . . . , 1  80 
S courlne, 100 cak es  . .  .3 60

I

Ramona ¡Se8
L. J. DeLamarter, Resort Manager

T h e  P le a su r e  P a la c e
of

Grand Rapids

Bigger, Better, Brighter than Ever
Always a First-Class Refined Vaudeville Show

Dancing every evening except Sundays in the carefully 
conducted Ramona Dancing Academy.

Everything popular priced.

< I>

I

Four Kinds of Coupon Books
are manufactured by us and all sold on the same 

basis, irrespective of size, shape or denomination.

Free samples on application.

TRADESMAN COMPANY, Grand Rapids, Mich.



S ep te m b er 4, 1912 M I C H I G A N  T R A D E S M A N 31

BUSINESS-W ANTS D EPARTM ENT
A d v e r t is e m e n ts  in s e r te d  u n d e r  th is  head  fo r tw o  c e n ts  a w o rd  th e  firs t in s e r t io n  an d  one  c e n t  a w ord  fo r  e a c h  s u b se q u e n t 

c o n tin u o u s  in s e r t io n . No c h a rg e  le ss  th a n  25 c e n ts . C ash  m u s t a c c o m p a n y  a ll o rd e rs .

B U SIN ESS CHANCES.

F o r Sale—D ry  goods sto re , tow n  2,500. 
Long  estab lish ed . S ickness reaso n  fo r 
selling. S tock  an d  fix tu res  invoice a b o u t 
$(¡,000. B ig d isco u n t fo r cash . B ox 276, 
V evay, In d ian a . 393

To All M erchan ts. I f  you w a n t to  
sell yo u r s to ck  a n d  fix tu res, I  can  find 
you a  buyer. D escribe  yo u r s tock , g ive 
size of tow n  an d  s ta te  c a sh  p rice. W . 
D. H am ilton , G alesburg , 111.________ 392

F o r Sale—S to ck  of h a rd w a re  an d  no 
tio n s  in  good tow n. T in  shop in  con 
nection . H . T . S tan to n , T ru s te e , G rand  
R apids, M ich.________________________ 391

F o r Sale—W holesa le  b ak in g  business 
in  s o u th e rn  M ich igan  c ity  of 50,000 
popu la tion , do ing  good business. W ill 
sell a t  a  sacrifice  if sold in  30 days. 
R eason  fo r  selling , o th e r  business. A d- 
d ress  No. 390, c a re  T ra d esm an ._____ 390

F o r Sale—M arb le top  coun te r, tw o  
m ea t blocks, m e a t rack , A ngldile com 
p u tin g  scale. E n te rp r is e  m e a t chop
per, s au sag e  kn ives, c leavers, p ap e r 
racks . A ll new . B arg a in . Thos. P e te r -
son, S co ttv ille , M ich._________________388

F o r Sale—U p -to -d a te  w holesa le  an d  
re ta il b ak e ry , cand ies, ice cream , lunch  
an d  tobacco business. C an be bo u g h t 
cheap . Good reaso n  fo r selling. F o r  
p a r t ic u la rs  ad d re ss  No. 387, c a re  T ra d e s 
m a n __________________________   387

S to res  bough t, sold a n d  exchanged . 
If you w a n t to  g e t  in  o r  o u t of b u sin ess  
w rite  m e. I  hand le  a ll k inds  of business  
p laces an d  rea l e s ta te . F ra n k  P . C leve
land, 1261 A dam s E x p re ss  B ldg., C h ica
go, 111. 386

F o r  R en t—S even -room  house, new ly 
d ec o ra ted  a n d  p a in ted , gas, b a th , e tc . 
D andy location . Good neighbo rs, qu ie t, 
n e a r  c a r  line, te n  m in u te s  w alk  from  
dow n tow n. R en t $17. A pply  509 N . 
P ro sp e c t A ve., G rand  R ap ids, M ich. T ak e
M ichigan s tr e e t  ca r._________________ 384

F o r  Sale—I t  h a s  o fte n  been  sa id  if  I  
only h a d  k now n  i t  I  w ould  like  to  have  
h ad  th e  chance . M r. B usiness  M an, i t  
is up to  you if you a re  go ing  to  be th e  
firs t m an  to  g e t th is  good p ay in g  g rocery  
a n d  m e a t business . D ouble s to re s , live 
tow n of 1,600. C oun ty  se a t, c e n te r  of 
f ru i t  b e lt. I f  you  don’t  s n ap  th is  up 
you w ill r e g re t it . I  m ean  business, 
com e an d  se e  m e. I  w ill p rove  it . G. 
V anA llsburg, H a r t ,  M ic h .___________ 381

F o r Sale—D rug  s to re  in  one of th e  
b es t loca tio n s  in  th e  c ity  of G ran d  R a p 
ids. U p - to -d a te  s to ck  a n d  fix tu res. N o 
p rice c u t tin g  n ec essa ry . A d d ress  C. H . 
C olleton, O akes a n d  Ion ia .___________ 375

F ir s t- c la s s  s to c k  of g en e ra l m e rc h a n 
d ise th a t  w ill in v e n to ry  $25,000 to  e x 
change fo r a  f irs t-c la s s  fa rm  of ¿00 o r 
300 ac re s . W ill p ay  c a sh  d ifference if 
necessa ry . H a r ry  T h o m asm a, 433 H o u se -
m an B ldg., G rand  R ap ids, M ich. 378_

F o r Sale—C ollar bu tto n  v end ing  m a 
chine, w ith  a b o u t 2 g ro ss  h eav y  gold 
p la te  a s so r te d  b u tto n s . $10 va lu e  fo r $6. 
A ddress W . A. Lenz, c-o  D rug  S to re  op- 
poslte  U nion D epot, G rand  R ap ids. 376 ' 

F o r S ale—5,000 a c re s  v ery  ch o ices t c u t
over hardw ood  land  in  N o rth e rn  M ichi
gan . W ill m ak e  th e  p rice  r ig h t  an d  m ig h t 
ta k e  som e o th e r  p ro p e rty  o r  a  good s to ck  
of m erch an d ise  a s  p a r t  p ay m en t. A d
d ress  H a r ry  T h o m asm a, 433 H ousem an
Bldg., G rand  R ap id s, M ich._________ 379

Low p rice  on a  50 bbl. s te a m  flour and  
feed m ill, located  in  C en tra l M ichigan, 
bes t w h e a t d is tr ic t. F in e  ch an ce  fo r r e 
ta il tra d e  a t  m ill. W ill consider te rm s  
or o th e r  p ro p erty . A d d ress  No. 372, c a re
Tradesman.________________________372

Selling p roposition  w an te d  by  m an  
th i r ty - s ix  y e a rs  old. F o u r  y e a rs  g ro 
cery  s to re  experience , tw o  y e a rs  office
and  fo u r y e a rs  o p e ra tin g  flour a n d  feed 
mill an d  e lev a to r. A ddress  R eliable,
pare  T ra d esm an .______________________373_

F o r Sale—Good c lean  u p - to -d a te  s tock  
of d ry  goods, g roceries, shoes, in  tow n 
1,250 “ T h u m b  M ich igan .” Good b u s i
ness, ex ce llen t chance . H ea lth , A ddress
No. 361, c a re  T ra d esm an .__________ 361

F o r  Sale—S tock  g en e ra l m erch an d ise  
in  No. 1 condition , in  good fa rm in g  tow n 
of 600. Good location . R en t low. W ill 
reduce  s to c k  to  s u it  p u rch ase r. A ddress
No. 385, c a re  j. rad esm an ,___________385

F o r Sale—M usic sign . I  have  a  b ran d  
new , 7 foot, doub le -faced  e lec tric  sign  
w ith  th e  w ord  “ m u sic” in  12 inch  le t
te rs , w ith  2 inch  bu ll’s -ey e  lenses, w ired  
fo r 12 o r  24 in c an d escen t lig h ts . M ade 
by th e  K alam azoo  S ign  Co., th e  reg u la r  
co st be ing  ab o u t $65. W ill ta k e  $25 fo r 
a  qu ick  sa le . C an be seen  in  d ru g  s to re  
opposite  U nion  D epot. A d d ress  com m un
ic a tio n s  to  W . A. L enz, 100 So. Io n ia  S t.,
G rand  R ap ids, M ich._________________377

F o r Sale1—G enera l s tock  in  a  co u n try  
*own. In v en to rie s  a t  p re s e n t tim e  som e
w h ere  a ro u n d  $4,000. Good su m m e r r e 
s o r t  w ith in  tw o  m iles. A d d ress  N o. 359, 
c a re  T ra d esm an . 359

F o r Sale—G enera l s to re  s tock  a n d  fix
tu re s , in v e n to ry in g  a b o u t $2,000. Only 
s to re  in  in lan d  tow n, \y z m iles  from  
n e a re s t  tow n . D oing good b usiness . W . 
W . W ooll, D up lain , M ich. A ddress S hep- 
ard sv lle , R. F . D ., No. 13, M ichigan.

______________________________ 356
Spot cash , qu ick  ac tio n , a  f a i r  p rice 

is  m y w ay  of bu y in g  shoe s to re s  an d  
g en e ra l s to ck s  of m erch an d ise ; c ity , 
coun try , an y w h ere . W ill ad v an ce  m oney 
on a n y th in g  sa leab le . A ddress N o. 366,
ca re  T rad esm an ._____________________ 366

$3,800 eq u ity  in  s to ck  a n d  d a iry  fa rm  
to  exchange fo r g o ing  m e rcan tile  b u s i
ness. C. W . Long, 353 D ivision  A ve So.,
G rand R ap ids, M ich.______________  '367

F o r Sale—F o u r s ta t io n  a i r  line cash  
c a rr ie r  D av id  G ibbs, L ud ing ton , M ichi-
gan . _______________________________ 345

I p ay  ca sh  fo r  s to ck s  o r p a r t  s tocks  
of m erchand ise . M u st be  cheap . H .
K aufer, M ilw aukee, W is. .__________  92

W a n ted —F o r  cash , s to ck  of g en e ra l 
m erchand ise , c lo th ing  o r  shoes. A d- 
d re ss  B ox 112, B ardo lph, 111. 315

F o r  Sale—Cheap, M cC askey, A m erican  
an d  S im plex  acco u n t sy s tem s , second 
hand . F o r  p a r t ic u la rs  w r ite  A. R . H e n s -  
le r, B a t tle  C reek, M ich._____________ 299

A uctio n eers—F ifte e n  y e a rs ’ experience  
h a s  ta u g h t u s  how  to  close o u t a n y  s to ck  
a t  fu ll value. W e go an y w h ere . F e r ry  
& C aukin , 440 S. D earbo rn , C hicago, 111. 
D u rin g  Ju ly  a n d  A u g u st a d d re ss  1546 W . 
51 P lace, L os  A ngeles, Cali. 259

S alesm en  A tte n tio n —F o r  a  spec ia l o r  
s ideline, send  fo r  a  N o rtb ey  re fr ig e ra to r  
ca ta lo g  No.12, 170 pages. I t  h a s  all k in d s  
of re f r ig e ra to rs  fo r  ev e ry  p u rpose  a n d  can  
be sold an y w h ere . W rite  today . N o rth ey  
M an u fac tu r in g  Co., W a te rloo , Iow a. 258 

W ill p ay  c a sh  fo r s to c k  of shoes an d  
rubbers . A d d ress  M. J .  O., c a re  T ra d es-
m an.__________________________________ 221

M erchand ise sa le  co nduc to rs .. A. E . 
G reene Co., 135 G rand  R iv e r A ve., 
D e tro it. A d v e rtis in g  fu rn ish ed  free .
W rite  fo r d a te , te rm s , etc.________ 549

A uctioneers—W e h av e  been c losing  o u t 
m erch an d ise  s to ck s  fo r  y e a rs  a ll over th is  
coun try . I f  you w ish  to  reduce  o r close 
• u t ,  w rite  fo r  a  d a te  to  m en  w ho know  
how . A ddress F e r ry  St C aukin , 440 S outh
D earbo rn  S t., Chicago, 111.___________134

$10,000 s tock  g en e ra l m erch an d ise  fo r 
sale.- Good business , good location , good 
rea so n s  fo r  selling . A  b arg a in . A ddress 
a t  once, A. H . Sc M. H . B a rn e s , M eta -
m ora , M ich._______________________  236

F o r  Sale—O nly exc lusive shoe s to re  
in  tow n  of 2,800 people. In v en to rie s  b e 
tw een  $5,000 a n d  $6,000. A d d ress  No. 
346, c a re  T ra d esm an . 346

S afes O pened—W . L. Slocum , sa fe  ex 
p e r t a n d  locksm ith . 97 M onroe Ave., 
G rand  R ap id s, M ich. 104

H ELP W A NTED .

W a n te d —A  firs t-c la s s  shoe m an , c a p a 
ble of ta k in g  ch a rg e  of a  shoe d e p a r t
m en t. S ta te  w ages a n d  send  references. 
A ddress No. 389, c a re  T ra d esm an . 389

W an ted—A  clo th ing  clerk , one w ho h as  
h a d  som e experience an d  can  fu rn ish  
recom m enda tions. S ta te  sa la ry . C harles  
I A tw a te r, S’helby, M ichigan. 382

W a n te d —C lerk fo r g en e ra l s to re . M ust 
be sober an d  in d u s trio u s  a n d  h av e  som e 
p rev ious experience . R efe rences  requ ired . 
A ddress S to re, c a re  T rad esm an . 242

W a n t ads. con tinued  on n e x t page.PRINTING
For Produce Dealers

Letter Heads, Bill Heads, Business Cards 

Envelopes, Statements 

Shipping Tags, Order Blanks

In fact, everything that a produce dealer 

would use, at prices consistent with good 

service.

TRADESMAN COMPANY
GRAND RAPIDS, miCH.

PROGRESSIVE DEALERS foresee that 
* certain articles can be depended 
on as sellers. Pads in many lines may 
come and go, but SAPOLIO goes on 
steadily. That is why you should stock

HIND SAPOLIO
HAND SAPOLIO Is a special toilet soap—superior to any other in countless ways—delicate 

enough for the baby’s skin, and capable of removing any stain.
Costs the dealer the same as regular SAPOLIO, but should be sold at 10 cents per cake.
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COME ONE, COME ALL!

Strong Appeal For Attendance at 
Convention.

Lansing, Sept. 3—I t has been written 
that knowledge is power, but the power 
of association, combined with knowl
edge is a power which you control. As 
an individual, how much power do you 
possess? None, save by association 
with others.

Could Caesar, who built the once 
powerful Roman empire, have accom
plished results as an individual? No. 
He made his name live in history as an 
example of what man could do by or
ganization. He organized and co-oper
ated with his people. That gave him 
such power.

Now, as a retail merchant, you have 
grievances, you have conditions you do 
not like, you have conditions that are 
robbing your till of good honest dollars 
which ought to belong to you as a 
taxpayer and a town builder.

How can you, who want better con
ditions, expect to get them without your 
help and influence to get results?

The fundamental principles of suc
cess are organization and the more per
fect that organization, the more sure 
the success.

The one thought often expressed; 
“You don’t need me” has lost many 
victories that could easily have been 
won. In fact, had each party interested 
done his duty to himself and his asso
ciates by putting his shoulder to the 
wheel, regardless of, “You don’t need 
me,” you will win anyway and the 
countless excuses offered by the “stay 
at homes” and those who want every
thing and are not willing to contribute 
their share of personal sacrifice toward 
Supporting any good cause, much more 
good would havje been achieved.

A chain is no stronger than its weak
est links. A rope no stronger than its 
weakest strands. How, then, can you 
expect to make progress and accomplish 
results unless you attach yourself to 
some organization, that seeks to help 
you and better home conditions?

No one will dispute but that a man 
may succeeed without attaching himself 
to an organization. No organization 
will dispute his individual right to buy 
or sell his wares to anyone or in any 
manner, but it is much easier for mer
chants to work in harmony through as
sociation and break down the barriers 
of selfishness and animosity through co
operation and education, than to go it 
alone.

You cannot deny this fact, that the 
tendency of the times is towards con
centration and concentration means 
death to the small towns.

You will not deny the fact, that the 
country is being filled with cheap news
papers and magazines that are depen
dent almost entirely on the sale of ad
vertising space to catalogue houses and 
direct sales to m anufacturers in almost 
every line and those same papers are 
sent broad-cast over our land, and why? 
To get business from your town and 
your customers, through mail orders for 
their patrons.

These same advertisements gather up 
millions of dollars in trade from you, 
Mr. Mrechant, and it has been estimated 
that nearly two hundred millions are 
gathered up from the people each year

by fraudulent advertising, in spite of 
the fact that the Government is looking 
after this end. How does this effect 
you ?

There is no disease but there is a 
remedy. There are no obstacles to 
those who will, but what may be over
come.

Now to the po in t: As a retail mer
chant, how do you expect to stay in 
business, working along the same old 
way year in and year out, finding fault 
with conditions and what the manufac- 
tuers and your neighbors are doing, un
less you join with your fellow men in 
finding a remedy and put that remedy 
into force?

The Michigan Association of Retail 
Merchants was organized on Feb. 8 
last for the purpose of protection to the 
small towns and retail merchants who 
help make up same. It is no trust nor 
do we in any way seek to fix prices, 
but we do try to bring the merchants 
closer together through co-operation 
and education that they may act in uni
son to counteract some of the conditions 
that tend towards centralization and 
destruction, by getting them together in 
inspiring meetings, when all m atters of 
joint interest may be brought up, dis
cussed and a remedy sought, such as 
an honest advertising law, co-operative 
insurance, that saves members one-half 
the amount they are now paying, trans
portation, credits, salesmanship, adver
tising, etc., and, last but not least, by 
teaching the broad doctrine of fellow
ship, that takes all grouches away. In 
other words, a clearing house where the 
merchant can lay his troubles before 
proper committees and a balm found 
for his grievances.

The first general meeting of the Mich
igan Federation will be held in the As
sociation of Commerce room at Grand 
Rapids, Sept. 17, 18 and 19 and every 
merchant who sells goods at retail is 
invited to come and join in making this 
the largest gathering of Retail Mer
chants ever brought together in Michi
gan. A fine program has been arranged 
for your benefit.

Put aside your care for a day or two. 
Come join us in a meeting that stands 
for the preservation of the merchants 
in the small towns and whose purpose 
is to help all to be better salesmen, bet
ter buyers, better credit men and better 
advertisers, and secure legislation that 
protects the masses and not the classes.

An organization that has for its ban
ner “Home Trade and Home Protec
tion.”

Mr. Merchant, do not let this appeal 
go by unheeded. Do not lose the one 
opportunity to start a good cause in the 
right way, by your presence.

Come, the power of association is in 
your hands.

The opportunity is now given. Rouse 
yourself from the deep ru t you have 
traveled so many years. Live in an age 
of progression-by doing progressive acts.

The programme arranged for the con
vention is as follow s:

Tuesday.
The President and Secretary will re

ceive delegates and members at the As
sociation of Commerce rooms and an
swer all questions.

F irst session called to order by the 
President at 1 :30 p. m.

Prayer by Rev. Dean White.

Address of welcome by C. F. Sweet, 
of Grand Rapids.

Song, America.
Address by President.
Announcement of committee appoint

ments.
Address by Guy W. Rouse, President 

of the W orden Grocer Company on “A 
Jobber’s Philosophy.”

Adoption of constitution and by-laws.
Perfection of the organization.
Adjournment at 4:30.

Wednesday.
Morning session called to order at 

10 a. m. by the President.
Song by the delegates.
Reading and discussion of grievances.
Question box.
Adjournment at noon.
Afternoon session called to order at 

1 :30 p. m.
Song.
Report of Secretary-Treasurer.
Address by Lee M. Hutchins, General 

Manager of Hazeltine & Perkins Drug 
Co., “Fire-Insurance, Protection, Profit 
and Credit.”

Shall we make active members of 
traveling salesmen?

Discussion.
Question box.
Adjournment at 4 :30 p. m.
Evening session 8 p. m.
Song.
Address on general federation work 

by A rthur L. Holmes, of Detroit.
Discussion of his address.
Question box.
Adjournment at 9:30.

Thursday.
Called to order at 1 :30 p. m.
Song.

Address by Ernest L. Ewing, Traffic 
Manager of the Grand Rapids Associ
ation of Commerce, on “Retail Mer
chants’ Transportation Troubles.” 

Report of committeees.
Constituion and by-laws.
Legislation.
Membership.
Publicity.
Nominations.
N ext place of meeting.
Election of officers.
Question box.
Adjournment at 4 :30.

F. M. Witl.eck, Sec’y.

Corking Good Stuff.
"1 w ant you to w rite a speech for 

me,” said the politician to the new s
paper man.

“A bout how long?”
“ I don’t know. I ought to talk 

about an hour and a half, I th ink .” 
“W hat do you w ant to discuss?” 
“ N othing. I've got an old saying 

here: ‘Money will no t buy happiness.’ 
Can’t you string  tha t out for an hour 
o r tw o? I t  ought to m ake corking 
good stuff.”

T he dealer who has all the business 
to which he can attend  usually spends 
part of his tim e going after it.

BU SIN ESS CHANCES.
F o r S ale—$2,000 s to ck  of g en e ra l m e r

ch a n d ise  in b e s t fa rm in g  sec tion  in 
M ichigan a t  90c on dollar. W ill a c 
cep t p a r t  cash , b a lance  good secu rity . 
N o tra d e s . A nnua l sa le s  $10,000. I.. E .
Q uivey, F u lto n , M ich. 395

SITUATIONS W A NTED .

P h a rm a c is t w a n ts  s te a d y  position . 
R efe rences. C hange desired . W rite  S. 
M organ, 116 W iddicom b Bldg. 394

COME ONE, COME ALL!

^T iTE  take pleasure in extending 
T * you a special invitation to visit 

Grand Rapids, during Fair Week, Sep
tember 9—13. We invite you to make 
our store your headquarters. We will 
cheerfully care for your bundles and 
undertake to assist you in making the 
visit both pleasant and profitable.

W o r d e n  ( G r o c e r  C o m p a n y  

GRAND RAPIDS, MICH.

The Prompt Shippers
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G. J. Johnson 
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Grand Rapids, Mich.



NOW READY
Our Grand Display of

Holiday Goods
In our salesrooms

CORNER FULTON ST. AND COMMERCE AVE.
We are now showing the

Most Extensive
Most Complete and

Most Beautiful Lines
of profitable, rapidly selling holiday and staple merchandise 

we have ever been able to offer our friends. In our

Fancy Goods Section
we are displaying very choice and complete lines of

IMPORTED  Hundreds of beautiful and useful arti-
f  H / hi Zl \Af ZI D F ^  in a great variety of latestLninHvvHKL shapes and designs, suitable for prizes 
and Friendship gifts.

DINNERWARE
PATTERNS

All the famous makes of Europe 
and America. Over 70 open stock 
patterns constantly kept in stock.

DOMESTIC and The very latest production in
C H D f \ D C  n  hi  Ladies’ and Gentlemen’s toilet and
LU KU rt/ iN  brush sets in Parisian Ivory, Sterling
h l f i \ / F I  T I P C Silver. Quardruple Silver Plate, Ebony,

L.Li  IE D  White Enamel, Etc.
ELECTROLIERS AND GAS LAMPS

Novelty Clocks, Jewel Cases, Smoking Sets, Ladies’ Hand 
Bags, Sewing Boxes. Music Rolls, Fancy Mirrors, Pictures, 
Post Card Albums and a great many other interesting 
articles. In the

Toy Section
we are showing our usual great collection of

Toys, Dolls, Books and Games
in a variety rarely shown anywhere in the country. We 
invite you to visit us during the

West Michigan State Fair
SEPTEMBER 9 to H

or at any other convenient time. Place your order early to 
secure the best bargains. Let us hear from you.

Ask for our 25k page catalog

H. Leonard & Sons
Grand Rapids, Mich.

W est M ich igan  
State Fair

Grand Rapids, September 9-13
This big HOME exposition—of, for and by the 

people of Western Michigan—will eclipse all previous 
records in its offerings for next month. Every de
partment will set a new mark. Every available inch 
of exposition space will be occupied. Every day will 
be a “red letter day.” We are offering a veritable 
rainbow of attractions. YOU must plan on being a 
Fair visitor. There will be novelties such as we have 
never before shown—such as, for example, exhibits of 
soil products from the far south and from the fertile 
northwest—such, also, as the display of battleship 
models by the U. S. Navy. EVERY department is 
offering record breaking attractions. Entries close 
August 31. Send for premium book to E. D. Conger, 
Secretary.

The Daring Oldfield and the Famous Disbrow
Will contend for automobile racing honors Wednesday of 
Fair Week. Wednesday will be “Automobile Day.” In ad
dition to Oldfield and Disbrow, a number of other speed 
kings will add to the fascinating charms of a thrilling pro
gram of track events. The greatest motor racing show ever 
staged in Michigan.

See the $50,000 Live Stock Show

Veritable Rainbow of Attractions
E L E C T R IC IT Y  on the  grounds means th a t - •motion” will be the Fair 

w atchw ord for 1912. You will see such exhibits as were never before pos
sible: and you will be as surprised as you are  delighted. Everyth ing points 
to the greatest exposition in the history of W estern Michigan. O ur stock 
show, for example, will present not less th an  $50,000 w orth of live stock. 
A rt Hall has never offered such headliners. M achinery Field will team  w ith 
countless exhibits IN  MOTION. No m atter w hat line of hum an endeavor 
in terests you—from  farm ing to needlework—here you will find an exhibition 
of superior charm  and wonderful completeness. Som ething to in terest 
everybody every minute. N ot a dull spot on the grounds. Not a dull 
m om ent on the  program.

Free Attractions Galore
A notable daily program headed by the Famous Four Trained E ast In 

dian E lephants who. w ith their trainer. Mademoiselle Arnold, were last year 
the sensation of Buffalo Bill s Wild W est. These anim als are the m ost re
m arkable feature in America to-day. Many other s ta rtling  sensations on 
the daily card. Then, of course, there  will be the  inim itable ••Midway.” w ith 
its novelties and its  fun. Every day a red le tte r day!

West Michigan State Fair
Grand Rapids, September 9-13


