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Most Heroic Letter Ever Written

Executive Mansion

Washington, Nov. 21, 1864.
To Mrs. Bixby, Boston, Mass.

Dear Madam.

I have been shown in the files of the War Department a state

ment of the Adjutant General of Massachusetts that you are the mother of five 

sons who have died gloriously on the field of battle. I feel how weak and 

fruitless must be any word of mine which should attempt to beguile you from 

the grief of a loss so overwhelming. But I cannot refrain from tendering you 

the consolation that may be found in the thanks of the republic they died to 

save. I pray that our Heavenly Father may assuage the anguish of your be

reavement, and leave you only the cherished memory of the loved and lost, 

and the solemn pride that must be yours to have laid so costly a sacrifice 

upon the altar of freedom.

Yours very sincerely and respectfully,
A. Lincoln.

An engrossed copy of the accompanying fac-simile letter of President Lincoln to Mrs. Bixby hangs 
on the walls of Brasenose College, Oxford University, England, as a specimen of the purest English 
and most elegant diction extant. It  is said that as a model of expressive English, it has rarely, i f  ever, 
been surpassed.



W o r d e n  f i R Q C E R  C o m p a n y

The Prompt Shippers

Grand Rapids, Mich.

There’s not another coffee—canned or unman
ned—that begins to have the record for uniform ly  
high grade character “W hite H ouse” has; nor an y
where near its exquisite flavor and smooth, slick, 
palatableness.

WHITE HOUSE

F ra g ra n t—D elicious 
Satisfactory

( P
In 1 ,2 , nnd 3-lb. 

sealed tin eras only. 
Never sold in bulk.

SUITS WHEN OTHERS DISAPPOINT

JUDSON GROCER CO.
Distributors

GRAND RAPIDS, MICH.

C andy for Sum m er
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 a c to r y , Nat. Candy Co., Inc.
Grand Rapids, Mich.

Distributors of J . Hungerford S m ith 's Soda Fountain F ruits and Syrups. 
Hires Syrup. Coco Cola and Lowney’s Fountain Cocoa.

Toledo Scale Company 
Under Bond

'  J p H E  Toledo Computing Scale Company at this 

. moment, are manufacturing their Cylinder 

or Barrel Shaped Scales under bond required by  

the United States D istrict Court, Northern Dis

tr ict of Illinois, to protect The Computing Scale 

Company of Dayton, Ohio, in its awarded title  

to the ownership of the patents, and claims for 

damages thereunder.

The patents held valid by this decision are 

infringed by all manufacturers of Drum or Cylin

der Shaped Scales and the users of such scales 

are liable as w ell as the manufacturers.

The Computing Scale Co.,
Dayton, Ohio.

a box in your next order
L a u tz  S n o w  B o y  W ash in g  P ow der

Buffalo, N. Y.
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S P E C IA L  F E A T U R E S .
P age .
2. Be a L iv e  W ire .
3. B a n k ru p tc y  M a tte rs .
4. N e w s  o f th e  B u s in e s s  W o r ld .
5. G ro c e ry  a n d  P ro d u c e  M a rk e t .
6. F in a n c ia l.
8. E d i to r ia l .

10. M ic h ig a n  F e d e ra t io n .
11. T ra d e  E x te n s io n .
12. D ry  G oods.
13. C lo th in g .
14. H a rd w a re .
15. T h e  F e r r y  F a m ily .
16. B u t te r ,  E gg s  a nd  P ro v is io n s .
17. B e t te r  P r ic e s  f o r  B e t te r  E gg s .
18. T h e  M ic h ig a n  A p p le .
20. W o m a n ’s W o r ld .
21. Som e S u m m e r W o rr ie s .
22. Shoes.
24. T h e  C o m m e rc ia l T ra v e le r .
26. D ru g s .
27. D ru g  P r ic e  C u r re n t.
28. G ro c e ry  P r ic e  C u r re n t.
30. S pe c ia l P r ic e  C u r re n t.

K E E P IN G  O P E N  E V E N IN G S .

Some of the A dvantages of E arly  
Closing.

W r i t te n  for flic Trad esm an .
The storekeeper wliu for years has 

been in the habit of "keeping open" 
until li o 'clock or la ter every evening 
som etim es ierventlv  wishes for a quiet 
evening by him self or with his family. 
Som etim es, also, he is quite, anxious 
to a ttend  some public gathering , but 
his assistan ts or m em bers of his fami
ly who m ight take his place in the 
sto re  are all anxious to go also, and 
so he denies him self to please them. 
And then people have got into a habit 
of dropping into the store to wait for 
o thers to join them  and go to the 
m eeting. O thers put off m aking some 
necessary purchase until they pass 
the store on their way to the g a th er
ing. Still o thers, who are not intirr-
es ted in the h d u r e ,  <entertalinment or
wlhat ever■ it 111ay be, lind it lonesom e
at home with the folks all away and
gaunter idown to the store to spend
th e e v e i l in g  v¡siting with the store-
ke eper or u t  he:rs whi i chance to drop
in . And the s torekee per do>es not get
enoitgh trade the whole evening to
pay for keeping open. so far as he
is cuncerned.

T he storekeeper lias become so ae
eu si miied to th inking that his pa tr ons
mus t he accom m odate;! at all tim es
th a t lie forgets that he has any' o! her
obli;gâtions or any ri ght to pk •a se
himself. He has got so accustomed 
to staying in the store every evening 
that  he has come to accept it as the 
natural order  of things and would 
really be at a loss to know what to 
do if the store were to close every 
evening at C or  7 o ’clock.

A t first it would seem like a loss 
to  him. H e would feel as though he 
were idling away his tim e unless h ; 
took his account books, invoices or 
catalogues to his residence and put 
in some time forw arding the business. 
But this slavery to business would 
gradually  drop away—that is, it would 
with alm ost every one. H e would 
feel free to go out for an evening or 
put aside his books and join his fam i
ly w henever he chose to do so.

T he m erchan t who is in the store 
or has business m atte rs  pressing on 
his atten tion  from  early m orning un
til late at night fails to realize that a 
considerable portion of his mind is 
being neglected, and that he is really 
suffering losses thereby. He fails to 
see that there are any profits aw ait
ing him except in financial m atters.

Many a m erchant could become 
richer by shorten ing  the hours devot
ed to m oney-m aking. For lie is not 
very rich who is rich in only one 
direction. X or is lie really rich who 
does not make good use of his m on
ey. It is not m aking good use of 
m oney—not always, not often to 
use it only to accum ulate m ore money 
to leave at the end of life, lie  is not 
rich who cannot enjoy the proceeds 
ut his labor in his own person or in 
benefiting those about him.

In his hasty perus al .>i th daily
paper the mereh ant get s just a little
idea iif what is going iJll ill till \vo r ld ;
hilt it makes no deep imj »ressi nil.. lie
doss not follow up suc.li rearlin g by
a the»rough stud y of political condi-
Lions or public pers< ms. Uuk ss in
earlie r years he has bee n a (lil igent
stude nt of histo>ry, lie fails ito note
any connection lie t w c•eri pr esent
event s and former timesi. il looks
tipi >n daily eve:nts as separi-ite and
disco nnected hapiptinu The;y teach
him no great Ics.sons bee ause lie fails
to di scern their true rei ation n > th-
wlioh2 course of liutiuin t■venti Many
thing s would liot see m so str ange,
so unnatural or so unaccountable had 
lie a know ledge of underlying prin
ciples or prim ary causes.

N ot alone the question of financial, 
physical or m ental benefit; not alone 
the question of his own com fort or 
pleasure, should he considered in the 
use of his evening hours. All these 
have a proper place, and yet they 
should not entirely usurp a due share 
of his a tten tion  to the claims of his 
family and the general public. I o 
the form er he should he m ore than 
a provider; to the la tter, m ore than 
a business factor.

By giving all his evenings to the 
store he no t only loses the pleasure 
of being with his family, the profit 
of reading th a t which is much be tte r 
than  the daily paper and the social 
gatherings of the com m unity, but his 
family lose his com panionship, his 
helpful advice and teaching. It is 
righ t th a t he should have tim e to  
acquaint him self w ith the needs of 
his family, w ith the progress of his 
children in their studies, know som e
thing of the character of their asso
ciates, study the disposition and apti
tude of each one th a t he m ay be bet
ter qualified to advise and direct them. 
Me should endeavor to discover for 
w hat work in life each one is best

adapted  and try to influence them 
to a wise choice of a calling.

Matters  which concern the family 
and the community need to he pon
dered when the mind is not harried 
by business problems. Calm and un
disturbed moments are needed to 
consider these most  important m at
ters. Not only may he obtain rest 
for himself, please and benefit his 
family more, by shortening the hours 
of direct contact with business, but 
he may he able to serve his patrons 
better  and make better  use of his 
financial gains. E. E. Vv hitney.

M anufacturing M atters.
Mesick— L. J. Tripp, of Mesick, 

formerly a manufacturer  of handler 
at this point, is preparing to move his 
faclory to a point on Lake Superior, 
where he has from fifteen to twenty 
years’ cut.

11 art—The partnership existing be
tween Carrie M. Gurney and T. S. 
Gurney under the style of the ( itir ley 
Milling Co. has been dissolved and 
the business will he continue l by T.
S. Gurney.

F.scanaba The Velvet Ice Cream & 
Hairy Co. has engaged in business with 
an authorized capital stock of $20.000, 
of which Sill.1UU has been subscribed, 
$200 being paid in in cash and $ 10.200 
in property.

Kalamazoo—The Kalamazoo Big Four 
Light X Fuel Co. lias been incorporated 
with an authorized capital stock of 
$20,000, of which $1:1,00» has been sub
scribed, $2,000 being paid in in cash 
ami $ 10,000 in property.

Kalamazoo—The Kalamazoo Arti
ficial <)i 1 -Gas Stove t o. has engaged 
in biisi less with an authorized capital 
stock of $5.000, of which $2,700 has 
been subscribed, $ 1,100 paid in in 
cash and $1,400 in property.

Lennon—The farmers of this local
ity have organized a company to 
operate a creamery. A cement build
ing is being erected in which they 
will conduct the business under the 
style of the Le in o'n Creamery.

Detroit- -The Pearl Machine Co. has 
been incorporated to carry on a general 
machine shop and manufacturing busi
ness, with an authorized capital stock of 
$25.000, of which $1 li.ooo has been sub
scribed, $100 paid in in cash and $7,900 
in property.

Garden R iv e r— The Eddy-Glenn 
Lumber Co., of Saginaw, has a large 
crew of men getting out hoard pine 
timber at this place. Last winter the 
company got out 200,000 cubic feet 
of thnl>er for the Quebec market,  and 
this sea so i will cut all it can get men 
to handle. Great  difficulty is ex
perienced in getting help for woods 
work.

Adrian—T h e  Willbee Morse Vault 
Co. lias merged its business into a 
stock company under the style ol

the W illbee M orse C oncrete Co. 
to m anufacture and sell concrete
prodi lets and sellili g  at' c e am)ries
used in c oneriite con structi on. rivi
comp any has an authorize d caplitui
stock of $15.000. of which $7,000 has
been subsscribe«:1 a id p■aid in ill ]» I-op-
erty.

Wcliters —-The Steplu•ns Lumber t'ti.
is having a sue cessini run th is sea s o i l

and will put (»nt approxini;:¿tel: y 25.-
000,000 ft■et of Intubi- r thig year. all
ol w h ich goes; out by rail thro ugh
Hay 1City. Tin* compa.ily he;grill o;per-
ation s at St. 11elen in isso. and af ter
cutting -1loo.oot:1,000 f t.‘et ol lumber
there trimsferred its “ per litio IS to
this pi ac e. wh ere it has as> larg e a
field as it did in Rosei >m men i County.
It hr s IkTin a sucee ss fui C O I rporatii m.
originally' beginning lum ber in g  oper-
a t i i ■ 11 s  at E\ ve Lakes, l.apee r county.
more th;m lift:y year s ago. It has
t inibì.•r fi >r a c:ut of •leverai year s in
the :lieinity of Wat el-s.

La ke (dty —■■The S. B. Ar di- 1. tini
her »Co., i s  S i l i  ig the Gran d Rapids
X In diati a Railway C. >. for the r. .rid
bed of three miles a>f trac k loe;ateli
in Mis-a ukee county Tin lumber
colllj>a lu. thro ugh its at tor n ey, ;asks
that tile railro; id he c impeli'ed to pull
up tl iree miles of trai.'k near Mie hel-
son, the farthc st point on th e Mie hel-
son branch of the Grraml Rapid s &
1 udir ina Kailrc>ad, eia lining that this
Colli] »any put the trac k .low n without
Itavi ig ii rst ol Baine 1 a land title anil
unde r wl tat is termed a paro le lice use.
It is stai ed th: it the r;til r< >ad comi »any
has re fin-ed toi pay f. >r tile land and
now the lumber company asks that 
the license be revoked.

The A ntiquity  of Coal.
It is thought that the earliest refer-

enee ti > C O al is that found in tilt
writings; of Arisi. itle c.f Th aop il ra>-
tus, wh o Hv ed a lxJill 22s B. C.

There: is evide;nee that coal w a s
used ill E n g land a S earl;v aas the year
S52. Accor•ding to Bi shop Btulsey,
F.scomh am 1 Bisli op we; irmouth w ere
two of the earlie st cor il-mining set-
tlcment v ewe as.tie c. >al appealrs to
have come into k>tice ashout the year
1224, VV hen H erir V 1 1 1 granted the
inhabit;..nts a c barter author izing
them toi mine for it.

The Chirlese knew of an 1 used
coal in the tlurte entli century. The
earliest refe rence to COal in Bel g inni
is rtssig ned to the year 1 IDs. wh en a
blacksmith at Lie ge is said to have
been th e tir st i i the kingdom to em-
ploy it ;as fuel.

Baris ree eiveil its til•st coal from
N ewe as tie in 1520. Ill Scotland coal
was wi irk et'1 as e;arly ais the tw el f th
century.

No, Cordelia, gifted people are not 
necessarily generous.

1
\



2 M I C H I G A N  T R A D E S M A N S ep tem b er 11, 1912

BE A L IV E  W IR E

And Come to the Grand Rapids Con
vention.

Lansing, Sept. 10— Mr. M erchant, 
did you ever build a house? W ell, if 
you did, you certa in ly  com m enced 
with a foundation and the be tte r that 
foundation the m ore lasting  the 
house.

W ould not your success in business 
be m ore lasting  if you were to look 
m ore after building a right founda
tion for same? But you say, T have 
been in b u siie ss  for years and have 
always had a good trade. Have al
ways sold my share of the goods. 
Yes, all that is true, but have you 
placed that business on a safe foun
dation? Have you changed your 
m ethods and kept up with the times? 
No, you have not, for in the rush for 
money, you have forgotten  the little 
th ings that make up the business 
foundation th a t lasts. But you say, 
business conditions are charging, 
which is true, as noth ing stands still 
you either go forw ard or backward.

Tim e was w hen Farm er Jones, who 
was a good custom er, came into your 
store regularly  every Saturday night 
to make his purchases for the week, 
and as was his custom  had it charg 
ed to be settled after thrashing, 
which season shifted, but the account 
was balanced once a year if Jones 
crops were all right, but if not, a tale 
of woe carried Jones over to the next 
year.

T his condition has changed, Farm er 
Jones has com e to the fron t the last 
few years. H is condition, too, has 
changed. Instead  of the annual se ttle 
m ent, he now has the cash, and while 
form erly he only asked to  have it 
charged, he now asks the price. He 
w ants to know its quality a id  if a 
piece of m achinery, he w ants to know 
if he can get repairs.

Now, Mr. M erchant, w hat has made 
these changed conditions for the 
country  and small tow n m erchant? 
T he story  is plain. T he farm er, to 
whom all looked for his bread, is 
now having his in n iig s. He has been 
educated th rough the newspapers. 
He has been educated by A ssocia
tions and farm er’s clubs. He has 
been taught by the catalouger th a t his 
cash was bette r than his account. 
T h a t cash on delivery o r before de
livery, was w hat would secure him 
be tte r bargains, until now, he is look
ing for them  all the time.

Now how with you Mr. M erchant, 
who have grow n grey w atching these 
conditions change? H ave you, who 
ought to have been a leader, changed 
from  the m ethods you sta rted  with 
tw enty, twenty-five o r th irty  y ea r , 
ago? No. not m any of you. You a r ;  
in the same old rut, though some 
slick salesm an may have sold you a 
new cash register, a new set of m on
ey w eight scales and possibly a m ore 
up to date system  of keeping your 
accounts, but your m ethods a r ;  the 
same, and why? Because y o u  have 
not kept pace with the tim es and put 
into practice, a long w ith the new ap
pliances, the m any helps given you 
by the trade  journals of the country, 
published to help you keep up to 
date. You have failed to  accept the

advanced ideas and put them  into 
practice, as explained to you by the 
experienced traveler and the m any 
letters sent out by the Secretaries of 
different A ssociations to help you.

As a com m ercial traveler for sev
eral years, I will here give the proof 
of w hat I here state. I have been 
into m any a m erchan t’s store and 
found th a t on asking if he or they 
had a last copy of some trade jo u r
nal to call their a tten tion  to some 
article, found th a t they  w ere lying 
around with the w rapper on and the 
explanation was, I have not had time 
to look it over, and in some instan
ces, if th a t were criterion  as to the 
am ount of b u siiess  they  did, that 
they have been busy for several 
m onths.

I also noticed that on selling a 
small bill of m erchandise to this 
same class of m erchants tha t on my 
next trip, I was confronted  w ith:
I have not sold the last order. Can’t 
sell it here. T he price is too high. 
W e have no calls for same, and m any 
like e x p re ss io n  and on looking 
around found some of the goods in 
some back corner out of the way, 
and the sam ples and advertising  sent 
with the goods as a help to create  a 
dem and, were nicely tucked away 
in some out of the way place, or 
burned up. Is it any w onder th a t 
the goods were not called for? Is it 
any w onder th a t such- a m erchant is 
losing a large part of his trade to the 
progressive m e rc h a it  and the cata
logue house?

T his is but the experience of many 
of the travelers, who find the same 
conditions.

I have found instances, w here goods 
were short on the ir arrival, the first 
th ing  was to jum p on the shipper 
with both feet, w hen they hald a re 
ceipt for same in good order from  
the transporta tion  com panies. I have 
seen orders come into the house for 
goods th a t would drive a m an to  the 
asylum to  cipher ou t w hat was asked 
for, a id  yet if it were shipped w rong, 
the howl th a t would come in would 
put to sleep a calliope in a first class 
circus.

All this in the 20th century. All 
this in the year of 1912, when 
progress is the w atchw ord and 
when the m erchant is supposed 
to be an educator and a business 
man.

Now, Mr. M erchant, in w riting  
these few lines, it is with no malice. 
I t  is to draw a picture before your 
eyes th a t will cause you to  th ink  a id  
see yourself as o thers see you, and 
to point out a way to  change all your 
conditions, as the progressive m er
chant know s w hat to do and has been 
educating him self to  b e tte r his local 
conditions by m aking him self a be t
te r  business man, a b e tte r salesman, 
th rough  education, co-operation and 
association.

N ow  I shall no t a ttem p t here to 
advise you how to run your business, 
but will call your atten tion  to  some 
of the factors th a t m ust en te r your 
business foundation if you wish to 
m ake a success and m eet the changed 
conditions.

1. You m ust study the w ants of 
your custom ers and buy right, not

“cheap.” I t  is one th ing  to  buy 
righ t and quite ano ther thing 
to  buy cheap. T o  buy right, 
you m ust get goods of quality
th a t will give satisfaction and make 
the purchaser satisfied, th a t he may 
be a standing advertisem ent for you. 
T o  buy cheap, regardless of th is sa t
isfaction, will destroy  trad?.

2. F ix  your selling price at a rea
sonable profit considering  the article, 
as no one expects to buy goods at 
cost o r below cost, unless they get 
stung, but base your selling cost on 
the first cost, freight added, on s per- 
ce stage, and have each article bear 
its share of overhead expenses or 
selling cost.

3. Post yourself thoroughly  on th? 
m erchandise and the best m arket to 
buy same and when you do buy, pay 
cash, and get the advantage of cash 
buying, as the cash discounts usually 
allowed are quite an item  at the end 
of the  yaar.

4. Make yourself a b e tte r sales
m an by attend ing  the school of in
struction , given annually by the A s
sociation, represen ting  your class of 
m erchandise, by posting  yourself 
thoroughly  on the artic les you wish 
to  sell.

5. Sell for cash, or as near cash 
as possible, and if you extend credit 
do it sparingly and in a lim ited way.

6. Keep your expenses down to 
the low est possible point consistent 
w ith good business, as th is enables 
you to sell goods at a less price, as 
the teaching of cost accounting so 
much talked of and w ritten  about the 
last th ree o r four years does not or 
is not intended to raise prices but to 
teach exact am ount of selling expense 
attached to the sale of an article, 
th a t no loss would be sustained and 
as a basis to figure profits on  and 
should be no guess w ork but taken 
from  a well kept expense account.

7. A dvertise right. H ere is where 
m ost of the m erchants fall down 
T hey pu t an advertisem ent in a local 
paper sta ting  they handle everyth ing 
from  “boneless codfish” to a “caldron 
kettle ,” in fact, everyth ing found in 
a store  of this kind and th a t they can 
be bought at the low est prices, etc. 
E verybody m ay know you sell shoes, 
but w hat kind do you sell? T h a t’s 
the point. T im e was when only a 
few new spapers w ere b rought into 
the household when such advertising 
m ight have been effective but not 
now for the conditions have changed. 
T he small tow ns all have some kind 
of a hom e paper and its support 
should be encouraged by the home 
m erchant, th a t the poor editor m ay 
not be tem pted to fill his sheets with 
direct sale advertisers and catalogue 
house lure w ritten  to catch your 
trade.

T here are m any ways to advertise. 
The new spaper is one. T h is should 
be used w ith a lim ited space each 
week w ith an advertisem ent th a t ap
peals to the people. An advertise
m ent th a t draw s them  into your store 
and the key note to m aking it effect
ive is to specialize. Take one th ing  
at a time, usually some new special
ity  o r new line. If  it be clothing, a 
certain  m ake o r b rand of goods, give 
a com plete descrip tion; how they are

m ade and how well, calling attention  
to all special features and the price. 
If  it be groceries, the traveler is al
ways calling your atten tion  to new 
goods, or new ways of handling the 
old goods. If it be hardw are, some 
new and useful kitchen device ‘hat 
saves labor for wom en will do more 
to b ring  trade to  your store than  a 
whole page of stove or m iscellaneous 
advertisem ents. Follow  this rule and 
your advertisem ents will b ring  you 
re tu rns but do it honestly  and mean 
w hat you say. Use no deception.

8. Give m ore a tten tion  to the 
children. D on’t trea t them  as if they 
w ere of no account but encourage 
them  to come into your store  and feel 
a t home. T hese children become 
men and wom en som etim e and re 
m em ber you as a crank or a nice man 
who always treated  them  nicely.

9. W hen a traveler com es in your 
store give him a glad hand and if you 
are busy excuse yourself but as soon 
as you can become disengaged spend 
a few m om ents w ith him, and, if 
necessary look at his line even though 
you do not buy, as he may have some 
new specialty o r some bette r price 
th a t would be of value to you later. 
As a traveler, 1 have many friends, 
am ong the sm all town m erchants, 
whom it is a pleasure to call on 
w henever I go to the town and yet 
I never sold them  a do llar’s w orth 
of goods; and why? Because they 
were willing to m eet the traveler in 
a decent m anner w ithout giving an 
o rder and I know there are many 
o thers who enjoy the same experi
ence.

10. H ere is w here we find the 
hardest problem  and, like the tenth 
com m andm ent of Moses, very hard 
to  keep: Jo in  some good A ssocia
tion th a t w orks for the in terest ot 
every retail dealer. Sit beside your 
com petition in C onvention and see 
w hat a good fellow ’s com pany you 
have m issed for years. D rop selfish
ness and avariciousness and let the 
broad spirit of fairness exist. You 
will soon see w here the Association, 
th rough  co-operation, will w ork w on
ders for you and your home sur
roundings will change.

T ake a good trade  paper and read 
it. Read the experiences of o thers 
w ho have gone th rough  and lived. 
T ry  their recom m endations as far as 
possible in your own store an I, if 
they  are found to  w ork satisfactorily, 
tell it to the o ther fellow. Do not be 
selfish, as in helping o thers .you are 
bu t m aking your own success m ore 
sure and laying a corner-stone in 
your foundation th a t will be m ore 
lasting  than  the buying and selling 
of cheap goods.

Now, before closing, I wish to 
touch ju st one m ore subject and tha t 
is Com petition, of which you have 
several kinds. D on’t th ink  because 
your com petitor m akes a low price 
on a certain  article th a t you m ust

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter 

Color and one th a t complies w ith the 
pure food laws of every State and of 
the United States.

M anufactured by  W ells & R ichardson Co. 
Burlington, V t.
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m eet th a t price always. In  some in
stances it m ight be well, but it is 
be tte r first to find out why he has 
m ade the low price. Perhaps he is 
over-stocked, as m any are who cut 
prices, but in m eeting his price do 
not fix in your m ind th a t you will 
put him out of business by going him 
one b etter for it m ay act as a boom 
erang to you.

Some m erchants are always try ing  
to buy goods to  com pete with cata
logue houses. T h is can be done by 
m ost any m erchant, but first post 
yourself on the catalogue’s system  
and, instead of filling your store up 
with goods th a t are made for the 
catalogues and in m any cases by 
factories controlled by them , find a 
m anufacturer who m akes a sim ilar 
line, who sells only to regular m er
chants and m any tim es you can sell 
be tte r goods and m ake a living profit 
by m eeting  their prices.

T he largest and m ost successful 
catalogue house has been m ade so 
only by a thorough system  of doing 
business. Insta ll such a system  in 
your own store a id  by honest and 
fair dealing you will m ake progress, 
such as you never m ade before.

A nother poin t: A lways answ er 
your le tte rs  prom ptly. D on’t put it 
off. Do you suppose if you w rote a 
le tte r to  the largest mail o rder house 
on any object it would not receive a 
p rom pt answ er? No, you will cer
tainly m eet w ith prom ptness. W hen 
a Secretary  of an A ssociation w rites 
you read his le tte r carefully and if 
it needs a reply answ er it, for if it 
had io t been im portan t he would not 
have w ritten  you.

I have now given you a few simple 
rules for your success as a m erchant 
and it would seem th a t it was all un
necessary, because too m any men 
now engaged in business in the small 
tow ns are in a ru t and do not know 
how to get out, or it would seem so 
to  the m an who is looking for the 
live ones.

D uring the present season it was 
the w riter’s privilege to make a trip  
E ast and while there  I visited some 
of the m erchants in the sm all tow ns 
not far from  New Y ork City, the 
M etropolis of the W orld, and we are 
frank to eonfess th a t it is no wonder 
tha t sixty-nine m illions of trad e  can 
be gathered  by one catalogue house 
in a single year th a t would not have 
been gathered  if the small tow n m er
chants w ere wise and alive.

On m y re tu rn  to  M ichigan I had 
occasion to  call on a certain  m anu
facturer, w here the catalogue house 
question came up and I was shown 
several orders from  a large catalogue 
house and am ong them  was an order 
to ship to the very tow n in question 
a shipm ent of th is com m odity at 
$7.00. T he price sold a t by the mail 
o rder concern f. o. b. factory  in 
Michigan. Cash before shipm ent and 
the consum er paid the freight from 
M ichigan to  New Y ork, which was 
$3.00 m ore. T his sam e m anufacturer 
inform ed me th a t they  had a dealer 
in the town who handled th is same 
product and it cost the dealer $6.00 
laid down in his New Y ork tow n and 
th a t it was retailed  by him at $7.00. 
Is it any w onder th a t the mail o rder

houses thrive and do you suppose 
th a t if that E astern  dealer had been 
awake he would have allowed such 
a sale to  be m ade in his com m unity?

W e have ju st such m erchants in 
M ichigan and plenty of them  who 
are asleep. W e have them  in every 
state, if we w ere not so, the mail order 
m an would starve.

Now, Mr. M erchant, I have given 
some of you a hard rap but I do it 
w ithout malice and to help you, if 
you will read this article, as the 
progressive m an does no t need to, 
but it is the slow boy that m akes and 
keeps conditions as nam ed in the be
ginning of this article.

I w ant to arouse you. I w ant to 
see every m erchan t join hands in 
checking cen tralization  and to bring 
and hold business in the small towns. 
T his can only be done by the united 
effort of the retail m erchants of every 
kind and class, for in union is streng th  
and organization  on lines of justice, 
w ith a purpose and for a purpose 
will save and keep the small tow ns 
on the m ap of Michigan.

T he M ichigan F ederation  of Retail 
M erchants, who hold their first gen
eral m eeting  in the A ssociation of 
Com m erce building at Grand Rapids 
next week, Sept. 17, 18 and 19, send 
this m essage to you. No m atter what 
you sell or how small your business 
if you are a regular retail m erchant, 
we invite you to come? If you have 
a business m an’s A ssociation made 
up of retail m erchants, we invite you 
to send delegates. If you are an 
officer of any S tate  A ssociation of 
R etailers, we invite you to also send 
delegates. No one is barred  and all 
re tailers are welcome at th is m eeting. 
A good program  has been provided 
and such subjects as transportation , 
insurance, honest advertising  laws, 
how to m eet com petition, salesm an
ship and m any subjects th a t will help 
you as a m erchant and put dollars in 
your till, will be discussed and some 
action taken.

W ill you come and be a live wire? 
W ill you come and join in the one 
A ssociation tha t covers all lines of 
business and stands fo r P rogress, 
P ro tection  and C o-operation in your 
hom e town?

F. M. W itbeck, Secretary.

Returning the Pig.
“ Patrick, did you steal W idow 

M aloney’s pig, and if so, w hat did 
you do w ith it?”

“Killed it and ate it, your honor.”
“W ell now, Patrick , w hen you are 

brought face to face w ith W idow  
M alony and her p ig on Judgm ent 
Day,” said the judge, “w hat account 
will you be able to  give of yourself 
when the widow accuses you of steal
ing?”

“Did you say the pig would be 
there, your honor?” said Pat.

“To be sure I did.”
“W ell, then, I ’ll say, ‘Mrs. M aloney, 

th e re ’s your pig.’ ”

Every  purchaser of your goods that 
goes by the sto re  is a possible cus
tom er and subject to  the influence 
of your windows. Are you m aking 
your window display count?

BA N K R U PT C Y  M ATTERS.

Proceedings in W estern District of 
Michigan.

Sept. 5— In  the m atter of H arry  M. 
H inshaw , bankrupt, m erchan t of Le- 
land, the first m eeting of creditors 
was held, and Amil F. N erlinger, of 
T raverse City, who has been acting 
as receiver, w as elected tru stee  by 
the creditors, and his bond fixed at 
$5,000. Carl N. B ratthen , of Suttons 
Bay, S. W . P orte r, of Leland, and 
B ert Smedley, of T raverse  City, w ere 
appointed appraisers. T he first m eet
ing of creditors w as then adjourned, 
w ithout day. In  this m atte r a peti
tion has been filed by the tru stee  
alleging th a t one E lm er E. Chandler 
claims to have a m ortgage covering 
the stock and fixtures, but th a t the 
m ortgage is void for the reason that 
no original affidavit was attached to 
the copy of the m ortgage on file in 
the office of the tow nship clerk, a id  
p raying for an o rder to  sell the 
p roperty  free and clear of incum 
brance, and th a t if said Chandler has 
a righ t to lien upon the assets the 
same attach  to the fund to be re
ceived from  the sale of the property, 
and an o rder was m ade d irecting the 
m ortgagee to show cause on Sept. 
17, why the prayer of such petition 
should not be gran ted  and the p rop
erty sold free from  incum brance.

Sept. 6—In the m atter of Charles 
Em ery, bankrupt, form erly m erchant 
at Pellston, the trustee, W m. J. Gil- 
lett, of G rand Rapids, filed his final 
report and account show ing a balance 
on hand for distribution  of $1,306.25, 
and an order was m ade by the re
feree calling a final m eeting of cred
itors to  be held at his office on Sept. 
25, for the purpose of considering 
such final rep o rt and account and de
claring  a final dividend to creditors. 
A first dividend of 15 per cent, was 
paid in th is m atte r on Novem ber 17. 
1911. C reditors have been directed 
to show cause w hy a certificate re
com m ending the b ankrup t’s discharge 
should not be m ade by the referee.

In the m atte r of the G lengarry 
M erchantile Co., bankrupt, of Glen
garry , the first m eeting of creditors 
was held and the bankrup t’s offer of 
com position at 40 per cent, consider
ed. I t  appearing th a t a m ajority  of 
the cred ito rs had not filed accept
ances of such offer of com position, 
it was determ ined not to  refer the 
sam e to the court for proceedings 
on confirm ation. C. J. M cH ugh, of 
Cadillac, was elected tru stee  by a 
m ajority  of the cred ito rs and his bond 
fixed at $8,000. T he officers of the 
bankrupt w ere sw orn and examined 
by the atto rneys represen ting  credit
ors, and the first m eeting was then 
adjourned to O ctober 4.

Sept. 7—In  the m atte r of Law rence 
H anna, bankrupt, of G rand Rapids, 
the first m eeting  of cred ito rs was 
held. I t  appearing  from  the exam in
ation of the bankrupt th a t there w ere 
no assets above exem ptions, an or
der w as m ade th a t no tru stee  be ap
pointed. U nless fu rther proceedings 
are desired by creditors, the estate 
will probably be closed at the expira
tion of tw enty  days.

In the m a tte r of F red  S. Nowland,

bankrupt, of G rand Rapids, the first 
m eeting of creditors was held and it 
appearing from  the exam ination of 
the bankrup t th a t there  w ere no as
sets above the s ta tu to ry  exem ptions, 
it was determ ined th a t no trustee be 
appointed. T he estate  will probably 
be closed at the expiration of tw enty  
days unless fu rther proceedings are 
desired by creditors.

Sept. 9— In the m a tte r of Dudley 
E. Staples, bankrupt, form erly of 
M ontague, the trustee, T heodore 
M eyer, of M ontague, filed his supple
m ental final rep o rt show ing com pli
ance w ith the final o rder of d istribu
tion, and an o rder was m ade clos
ing the estate and d ischarging the 
trustee. No cause to the con trary  
having been show n by creditors, a 
certificate was made by the referee 
recom m ending to  the court tha t the 
bankrupt be g ran ted  his discharge.

ne dividend of per cent, was 
ordered paid to the o rdinary  credit
o rs of this estate.

in  the m atter of Neil W ilder, 
bankrupt, a co n trac to r of Grand 
Rapids, the first m eeting of credit
ors was held. C reditors failing to 
elect a trustee, the referee appointed 
L eroy J. H erm an, of Gra.id Rapids, 
as tru stee  and fixed his bond at $100. 
T h e  bankrup t was sw orn and exam 
ined by the referee, and the m eeting 
then adjourned w ithout day.

Sept. 10— In the m atter of M aynard 
J. Lalone, bankrupt, form erly of 
T raverse City, the trustee, Geo. H. 
Cross, of T raverse City, filed his sup
plem ental repo rt show ing com pliance 
with the final o rder of distribution, 
and an o rder was made discharging 
the trustee and closing the estate. 
No cause to the con trary  having been 
shown by creditors, a certificate was 
made by the referee recom m ending 
to the court tha t the bankrup t be 
granted  a discharge. No dividends 
were paid o rdinary  cred ito rs of this 
estate, there  not being m ore than 
sufficient assets to  pay the adm inis
tration  expenses and preferred claims 
in full.

In the m atter of the V an-L  Com
m ercial Car Co., bankrupt, of Grand 
Rapids, the first m eeting  of cred ito rs 
was held and F red  P. Geib, of Grand 
Rapids was elected tru stee  and his 
bond fixed at $500. Geo. Greenbauer, 
secre tary  of the bankrupt, was sw orn 
and exam ined, and the first m eeting 
adjourned to Septem ber 27, at which 
time the officers w ere ordered to ap
pear for fu rther exam ination.

I t is very evident from  the tone of 
the le tte rs received from  m erchants 
th a t no t a few of them  have been 
victim ized by the dead beat m easures 
and habits of certain  custom ers lack
ing in appreciation of credit courte
sies extended them . T his is not sur
prising. I t  is a well-know n fact that 
there are plenty of people in the 
world who will not pay any th ing  they 
can get out of paying, and, u n fo rtun 
ately, these persons have a way of 
g e tting  into the retail storekeeper. 
T his may be because the la tte r is too 
easily influenced by the hard luck 
tales of those asking for credit, or, 
he is afraid of losing trade th a t mighc 
go to  a com petitor.
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M ovements of Merchants.
Portland— O. Z. lde  has opened a 

bazaar store  here.
Bangor—A lfred G. C lark has open

ed a jew elry store here.
O tsego—C. P. Ludwig has engaged 

i.i the grocery business here.
A drian—T heodore D. Gira has en

gaged in the shoe business here.
T hom pson ville—Russell U.pdegraff 

has opened a bakery in the W ait 
building.

Cedar Springs—J. D. Pierce, re
cently of M uskegon, has opened a 
jew elry store here.

Royal O ak—George Casey, recent
ly engaged in trade at R ochester, has 
opened a bazaar store here.

F rem ont— Fred M. Sessions has 
added a line of m en’s and boys' 
N othing to  his stock of groceries.

Bay City— E. T. Boden is closing 
out his stock of drugs and will retire 
from business, ow ing to ill health.

Flainwell—R. T. Graves has sold 
nis drug stock to Dr. P eter O nontiyh, 
A’ho will take possession Sept. 16.

D iorite—T he D iorite S tore Co. has 
added a line of m en's and boys’ clo th 
ing to  its stock of general m er
chandise.

D etro it —■ Charles A. Pettibone, 
dealer in m illinery goods, died a t his 
hom e Septem ber 7, of heart disease, 
aged 65 years.

Charlevoix—Mrs. W ard  B ennett 
has purchased the m illin e ry ' stock of 
Mrs. E. M. A tchison and will con
tinue the business.

F rem ont— Mrs. E. M. A tchinson, 
recently engaged in the m illinery 
business at Charlevoix, has opened 
a sim ilar store  here.

Lapeer—A rnold G illett has sold 
his confectionery and cigar stock to 
his b ro ther, Calvin Gillett, who will 
continue the business.

K alam azoo—H erm an V etten will 
open a sporting  goods store a t 103 
South Burdick street under the m an
agem ent of Tom  M/aus.

H am ilton—W illiam  Borgm an has. 
purchased the John  E nsing stock of 
general m erchandise and will con
solidate it w ith his own.

Grandville— P. J. H oekzem a, g ro 
cer, has purchased the stock of the 
Grandville M ercantile Co. and will 
consolidate it w ith his own.

D etro it— Mrs. L o ttie  J. Quick, re
cently  of Gaylord, has opened a mil
linery store on E ast Boulevard, at 
the corner of G ratio t avenue.

Gresham.—G eorge A. F uller has 
sold his stock of general m erchandise 
to F red  A ndrew s, recently  of Ionia, 
who will take possession Nov. 1.

O w osso—Ray Reynolds has leased 
a store building at 108 W est Main

street, which he will occupy w ith a 
stock of cigars and tobacco Sept. 15.

B ronson—W illiam  Stock has sold 
his in terest in the Stock bakery to 
his partner, David B. Stock, who will 
continue the business under his own 
name.

Detroit—The Sutton-Pamerleau Drug 
Co. has been organized with an author
ized capital stock of $10,000, of which 
$9,000 has been subscribed and paid in 
in property.

T ren to n —T he Bank of T ren ton  has 
m erged its business into a S tate bank 
under the style of the T ren ton  State 
Bank, with an authorized capital 
stock of $25,000.

H art— C. Id. Dem psey has sold his 
in terest in the Dem psey & Bothe 
m eat stock to  his partner, John 
Bothe, who will continue the business 
under his own name.

C harlo tte—John  A. H erbst, tailor, 
has form ed a copartnership  w ith Mr. 
Peck under the style of Herbtst & 
Peck and will engage in the clothing 
business about Septem ber 16.

H art—Irw ing  M cFarren and A. R. 
Heald, of Shelby, have form ed a co
partnersh ip  and purchased the R. B. 
A ldrich bakery and will continue the 
business at the same location.

Scottville— M isses Pearl P itta rd  
and Leona Noyes have sold their m il
linery stock to the Misses Carrie and 
Alice Barron, recently  of Fennville. 
who will continue the business.

G reenland—T he G reenland Bank 
has m erged its business jnto a Sta^e 
bank under the style of the M iners 
& M erchants S tate Bank, with an 
authorized capital stock of $20,000.

Ludington—W . J. H anna, recently  
engaged in trade at Berlin, has pur
chased the Davis & Son bazaar stock 
at 123 Jam es street, and will continue 
the business a t the same location.

Allen— H am blin Bros., who have 
conducted a hardw are sto re  here for 
the past tw enty  years, have sold their 
stock to  T im othy Smith, recently  of 
C oldw ater, who has taken possession.

Middleville—John  H . Doak, dealer 
in dry goods and shoes, died at 
H astings after a brief illness of but 
a few days, aged 40 years. Burial 
w as a t S pjringport, his fo rm er home.

Jackson— E. L. W ood, who con
ducts a fish and oyster m arket at K ala
mazoo, has opened a branch store 
here at 117 N orth  M echanic stree t 
under the  m anagem ent of Jam es H. 
Oliver.

Eaton Rapids—W. H. Reynolds, 
H. F. Reynolds and Frank Jewett 
have purchased a dry goods stock at 
Elkhart, Ind., and have taken posses
sion under the style of Reynolds 
Bros. & Jewett.

St. Johns— Lym an P a rr  has sold 
his in terest in the  g rocery  stock of 
H. E. P a rr  & Son to A. B. D exter, 
recently  of F lint, and the b u siiess  
will be continued under the style of 
P a rr  & D exter.

Detroit—Grunow & Patterson, durg- 
gists, have merged their business into 
a stock company under the style of the 
Grunow Drug Co., with an authorized 
capital stock of $8,000, all of which 
has been subscribed and paid in in cash.

Portland—The drug business of the 
estate of Wallace D. Crane has been 
merged into a stock company under the 
style o f the Crane Drug Co., with an 
authorized capital stock of $5,000, all of 
which has been subscribed and paid in 
in cash.

Bay City—F. W . H arvey, who con
ducts a jew elry  sto re  at the corner 
of M idland and L inn streets, has sold 
a half in terest in his stock to Mr. 
Linsea, and the business will be con
tinued under the style of L insea & 
Harvey.

K alam azoo— H enry  J. B resson & 
Son, who conduct a m eat m arket and 
grocery  sto re  at 927 E ast Main street, 
have sold the ir m eat stock to  H er
man Betke, who has taken possession 
and will continue the business at the 
same location.

A drian—John  W . K oehn, w ho has 
conducted the grocery  store of 
Koehn & Son, since the death of 
his father, about tw o years ago, has 
F>old the stock to M artin J. F ischer, 
who has taken possession and will 
continue the business under the style 
of the K oehn G rocery Co.

St. Joseph—The creditors of the 
E nders & M oore store  will be asked 
to accept a com prom ise settlem ent 
on the basis of 31 per cent. A m eet
ing will be held before the referee, at 
K alam azoo, on Sept. 17, and at which 
time the entire  proposition  will be 
discussed by the creditors.

D etro it—W illiam  J. Vhay, dealer 
in im ported fancy groceries, etc., has 
m erged his business into a stock 
com pany under the style of the Vhay 
Fisheries Co. as im porter and jobber 
in salt, canned and sm oked fish ana 
canned and preserved fruits, vege
tables and kindred lines of dom estic 
and foreign products. T he com pany 
has an authorized capital stock of 
$15,000, which has been subscribed 
and $1,500 paid in in cash.

B attle Creek— Laverna W . R obin
son, one of B attle Creek’s m ost p ro 
m inent p ioneer m erchants, died at 
his home, Sept. 2. Ha had attained 
the age of 68 years. As an extensive 
m ercantile leader, and p rop rie to r of 
one of Ba(ttle C reek’s la rgest dry 
goods sto res for nearly  a q uarter of a 
century, h : won a host of tru sting  
friends who will grieva to learn of 
his demise. Because of Mr. Robin- 
sort’s poor health he and his wife 
w ent to N orth  C arolina a few years 
ago, and as they  believed they would 
never be able to  m ake the ir hom e in 
the no rth  again, they  presented  their 
beautiful home on South avenue to 
the F irs t M ethodist church, of which 
both w ere earnest, zealous m em bers, 
for a parsonage. Mr. R obinson’s ex
ceedingly generous contribu tions al
so made possible the beautiful church 
structu re on M onum ent Square.

O w osso—A gents handling autom o
biles have done a land office business 
in Shiawassee county this year, and 
incidentally it is sta ted  th a t not a 
few farm s and city residences have 
been m ortgaged to buy autos. 
C onsidering the tendency to m or - 
gage hom es to acquire autom obiles 
that appearances of p rosperity  may 
be m aintained and th a t the m ort
gagors m ay keep on an even footing 
with neighbors who have cars as a 
dangerous one, one p rom inent bank 
of the county, at least, has declined 
to accept any m ore m ortgages u tte r
ed for this purpose. T he bankers 
reason that they  will find it necessary 
to foreclose ultim ately on m ortgages 
of this character and th a t frequent 
proceedings of this kind institu ted  by 
the bank would give the institution 
a reputation  for hard dealing tha t 
would do m ore dam age than the com
pensation from  such business could 
counterbalance.

Manufacturing Matters.
Detroit—The Detroit Socket Co. has 

increased its capital stock from $40,000 
to $75,000.

Jackson—T he H ayes W heel Co. 
has increased its capitalization from 
$100,000 to $300,000.

Jackson—The B aker D rop Forge 
Co. has increased its capital stock 
from  $65,000 to  $100,000.

FYankenmuth — T he F rankenm uth  
M illing Co. has increased its capital 
stock from $32,000 to  $40,000.

G lengary—T he capital stock of the 
G lengary U pholstering  Co. has been 
increased from  $20,000 to $40,000.

O ak Grove—T he plan t -of the Co
operative Cream ery Co. was sold at 
auction to E vere tt P ra tt, of Howell, 
for $535.

H olland—The H olland U m brella & 
Epecialty  Co. has been re-organized 
under the style of the Baker Folding 
U m brella Co.

E vart—T he E vart M illing Co. is 
erecting  two w arehouses, one 60x40 
feet, for hay and beans, and the o ther 
16x28 feet, for salt.

D etro it—T he H ayes M anufacturing 
Co., m anufacturer of sheet metal 
w orks and forgings, has increased its 
capital stock from  $500,000 to $750,- 
000.

Bellevue— B. M urray  has sold his 
in terest in the Bellevue M illing Co. 
to his partners , T. J. H ollenbeck and 
G eorge O venshire, who will continue 
the business.

Pontiac—The Pontiac Motor Castings 
Co. has been organized with an author
ized capital stock of $15,000, of which 
$8,000 has been subscribed and $4,000 
paid in in cash.

E aton  Rapids—Foulks Bros, have 
sold the p lan t and stock of the Eaton 
Rapids Furnqce Co. to the Fergus 
Falls Iro n  Co., of F erg u s Falls, Minn., 
which has consolidated it w ith its 
own.

D etro it—T he U nited  G rocers Food 
P roducts Co. has been incorporated 
to m anufacture and sell goods and 
food products, w ith an authorized 
capital stock of $25,000, of which 
$13,000 has been subscribed, $3,000 
being paid in in cash and $10,000 in 
property .
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The Produce Market.
Apples—Duchess, S traw berry  and 

W olf R iver com m and $3 per bbl.; 
Maiden Blush, $2.50 per bbl.

A pricots—California, $1 per box.
Bananas—$3.75 per 100 lbs.
Beets—60c per bu.
B utter—T he m arket is very active 

at an advance of l@ 2c per pound. 
T his is due to an increased consum p
tive dem and and a f lig h t falling off 
in the make. H ealthy  conditions 
prevail th roughout w ith a possible 
slight advance. C ream ery ex tras are 
now held at 29Ric in tubs and 30@31c 
in prints. Local dealers pay 21c for 
No. 1 dairy grades and 17c for pack
ing stock.

Cabbage—$1.50 per bbl.
C arro ts—60c per bu.
Cucum bers—50c per bu.
E ggs—T here  has been an active 

m arket on eggs during  the past tw o 
weeks and although receipts have 
been of liberal p roportions they  have 
been readily cleaned up. S torage 
men rep o rt th a t cooler supplies are 
being draw n on. P rices of the past 
few days show  an advance of about 
lc  per doz., local dealers now pay
ing 21c, loss off.

G rapes—20c per 8 lb. basket for 
M oore’s Early.

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

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

er and 17c for dark.
Lem ons— Im possible to  obtain at 

any price. T he country  is com plete
ly bare of stock. Local dealers offer 
$15 per box, but none are to be found 
ever at tha t price.

L ettuce— Leaf, 65c per bu.; head, 
90c per bu.

M usk M elon—H om e grow n O sage, 
$1.25 per bu.

O nions—Spanish are in fair de
mand a t $1.65 per cra te ; Louisville 
$1.10 per 65 lb sack.

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

com m and $1.75 per bu .; E lbertas, $2 
per bu.

Pears— B artletts , $2 per bu.; An- 
jous, $1.50 per bu.

Pickling Stock—Cucumbers, 50c@ 
$3 per bu.; onions, $1.25 per box.

P iep lan t—85c per 40 lb. box for 
hom e grown.

P lum s— Lom bard, $1.50 per bu.; 
E gg  and Green Gage, $2 per bu.

P o ta toes—60c per bushel.
P oultry— Local dealers pay  12c for 

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

Spinach—65c per bu.

T om atoes—50c per bu. for ripe and 
40c for green.

Veal— 5 @ 1 1 J 4 c, according to the 
quality.

W aterm elons—Indiana stock is in 
strong  dem and a t $2.50 per ¡.si. of 
10

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

W hortleberries—$2 per crate of 16 
quarts.

That the women can very materially 
and substantially  help any cause they 
espouse goes without saying. Any one 
who undertakes to minimize their in
fluence in politics, even though they 
have no vote, makes a grave mistake. 
Many a man votes the way his mother, 
his wife, his sweetheart or his sister 
likes and does it very cheerfully. That 
the wom en have as much intelligence 
as m en no one seriously disputes. I t  is 
respectfully submitted that the question 
of woman’s suffrage in the first instance 
ought not to be decided by men. It is 
a question for a majority of the women 
themselves to determine. I f  it were 
possible to have a referendum vote, at 
which every women 21 years of age 
should cast a ballot, yes o r so, it can be 
safely said that the legislators would 
look upon that as a mandate which they 
would prom ptly  obey. N ot all the wom
en, by any means, are anxious to vote, 
and those who are not, are able to give 
very good reasons for the faith that is 
in them. It does not appear that condi
tions have been very much changed one 
way or the other in states where both 
have the franchise. Whenever it can 
be definitely determined that the m ajori
ty of women wish to vote there will, or 
ought to be, no very serious objection 
to extending them that privilege.

A. L. D ennis has secured an option 
on the tim ber of 100,000 acres of 
land in O ntario  and is o rganizing  the 
D ennis Canadian Lum ber Co., with 
a capital stock of $500,000. T he cor
poration  proposes to secure the p rop
erties and a fully equipped mill o i  
the prem ises at the cost of $325,000, 
leaving $175,000 for w orking capital. 
The trac t is estim ated to  contain 
800,000,000 feet of hardw ood, which 
is about a tw enty  year cut.

T he Reed & Cheney Co., w hole
sale fru it and produce dealer, has i i -  
creased its capital stock from  $10,000 
to  $100,000.

E. W . M orehouse has opened a 
new shoe store  at B attle Creek. The 
H irth -K rause  Com pa.iy furnished the 
stock.

I t  is no indication th a t your w ay is 
best because the o th er fellow ’s is 
worse.

The Grocery Market.
Sugar—T he A m erican Sugar Re

fining Co. is holding granulated  a t 
5.10. All o ther refiners are quoting 
5.20. T he m argin betw een raw  and 
refined is only 64 points, which is 
low er than  norm al. T he trade gen
erally is poorly supplied. T he m ar
ket on refined has been very firm 
during the week and w holesalers look 
for an advance of a few points. I t  is 
hardly possible, however, th a t if an 
advance is put into effect tha t it will 
hold very long, as the supply of beet 
is increasing. T here is so little dif
ference betw een the quality  of beet 
and cane sugar th a t prices of cane 
are no t expected to  vary  much from  
the quotations on beet.

T ea—Japan reports an im prove
m ent in the m arket, w ith m ore en
quiries for all grades. T he second 
and th ird  crop teas show be tte r style 
than  last year, w ith cup quality about 
the same. T he m arket on China 
G reens has been active and prices 
steady, although a decline is antici
pated later. F orm osas hold steady 
on fair demand. A bout eighteen mil
lion pounds will be exported  to 
A m erica this season. Ceylons and 
Indias showed a bette r business in 
A ugust, w ith prices easy.

Coffee—Prices are lc  per pound high
er on both option and spot coffee than 
a short time ago. This advance is said 
to be caused by a report from Brazil, 
to the effect that frost had damaged 
the growing crop which blossoms during 
September. Milds have advanced some
what in sympathy, although not as much 
as y2c during the week. Java and 
M ocha quiet and unchanged though 
Mocha is comparatively scarce and firm 
on a rather high basis.

Canned Fruits—Prices show no change 
from those quoted a week ago, but are 
low and a good fair business is reported 
by both jobber and packer. California 
packers report that even with the heavy 
pack some varieties are sold up quite 
well a t the present time. Gallon apples 
are very cheap, but sales have been only 
of fair size as green apples are plentiful 
and prices reasonable.

Canned Vegetables—Corn is quiet and 
looks a little easier. Peas also have 
eased off in some cases as much as 20c 
per dozen on the better grades, from 
the high and firm prices ruling some 
time ago. The pack has proven larger 
than was expected, and the demand was 
so light that even the expected small 
quantity promised to hang heavy. Pack
ers are already offering 1913 pack and 
some large orders have been taken for 
them. Tomatoes look very firm and 
show an advance of about 2J^c during 
the week. Bad crop conditions are re
sponsible. The rains have been very 
heavy, though there is still the increased 
acreage to look to.

Dried Fruits—Prunes are about y ic  
per pound lower than at the first of the 
season, but jobbers are looking for a 
still farther decline. The demand for 
both apricots and peaches is increasing, 
with prices unchanged from those quot
ed some tim e ago. F igs are the one a r
ticle in dried fruits on which the mar
ket opened higher than a year ago, by 
about 2c per pound.

Syrups and M olasses—T here is no 
change in glucose. Com pound syrup

iis dull and unchanged, as is sugar 
syrup. M olasses is dull and un 
changed, but the new crop prospect 
is strong  by reason of scarcity. F ine 
m olasses bids fair to  rule much high
er this year than  last.

R ic i— Prices are firm but unchanged 
from quotations of a week ago. Reports 
from the millers in the South are to 
the effect that stocks are held firmly at 
present quotations.

Fish—Cod, hake and haddock are un
changed and quite. There has been an 
active demand for future red Alaska 
salmon, but pink has sold very poorly. 
Prices show no change since the open
ing. Domestic and imported sardines 
are unchanged and in moderate demand. 
Norway mackerel is firm by reason of 
the fact that the catch available for the 
United States is only about half, up 
to date, what it usually is. Prices have 
not advanced, but holders are predict
ing advance. Trade is dull. Irish 
mackerel shows no change and light de
mand.

Provisions—Smoked meats are un
changed. with an active consumptive de
mand. Pure lard shows an advance of 
'Ac  and is firm. Compound lard is firm 
and unchanged and the market is 
healthy. Barreled pork is firm at an 
advance of 50c per barrel. Dried beef 
and canned meats are unchanged and in 
seasonable request.

Retail Grocers W ant Judges To Call 
Grand Jury.

D etroit, Sept. 10—At a m eeting of 
D etro it Retail G rocers’ A ssociation 
in their headquarters last night a 
m otion th a t the W ayne County Cir
cuit Court should convene and have 
a g rand ju ry  sit in alder'manic g raft 
cases was unanim ously passed. I t  is 
the opinion of th a t A ssociation that 
“the fiddling and fooling around 
which is being done now is for the 
purpose of m aking political capital 
for a coterie of politicians and should 
be stopped.”

T hey have im plicit confidence, 
they declare, in the W ayne County 
Circuit Court, but are d isgusted w ith 
the proceedings in the city hall and 
county building of late.

The first step tow ards p u tting  all 
grocery  sto res on a cash basis was 
taken at the m eeting. A rule p ro
hibiting any m em ber of the A ssocia
tion carry ing  a balance from  m onth 
to m onth was voted on and carried. 
It will go into effect O ctober 1.

M artin J. M aloney and G eorge V. 
Rowe w ere chosen delegates to  rep 
resent the D etro it Retail G rocers’ A s
sociation at the convention of the 
Michigan Federation  of R etail Mer- 
.hants to be held in G rand R apics, 

Septem ber 17, 18 and 19.

Your resolutions passed in the asso
ciation meeting may read fine but after 
that comes the most important work. 
See that they are actually made to count 
for something.

The m an who m akes hay w hen the 
sun shines does no t have to  borrow  
his ne ighbor’s um brella w hen it rains.

T he m an who m akes the least noise 
is often the m ost dangerous.

I t ’s a poor job th a t w on’t support 
one real boss.

mailto:4.25@4.50
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F I N A N C I A L !

The City’s Growth in a Financial 
W ay.

Follow ing is a com parative sta te 
m ent of the bank sta tem ents ju st 
issued, show ing conditions at the 
close of business Septem ber 4, to 
gether w ith those of June 14, approx
im ately three m onths ago, and of 
Septem ber 1 a year ago:

dends. T his indicates earnings of ap
proxim ately  65 per cent, for the year. 
Some of this, undoubtedly, w as earn
ed in form er years but no t credited.

B urton A. Howe, for several years 
w ith Kelsey, Brew er & Co. and well 
and favorably know n in investm ent 
circles, has taken an in terest in the

Sept. 4
L oans and discounts ..............  21,710,362.31
Bonds and m ortgages -----• . .  9,154,772.76
Cash and cash item s ............... 7,466,218.04
Surplus and profits ................  2,165,710.36
Com m ercial deposits ............... 12,505,984.19
Certificates and savings ........  17,369,022.48
Due to banks ............................. 3,718,376.62

June 14 
20,482,826.92

9.129.793.36 
8,879,592.33 
2,143,888.89

12,428,564.79
16,915,728.01

3.700.370.36

Sept. 1, ’12. 
19,413,557.25 

8,588,228.00 
7,047,824.08 
1,902,870.54 

11,465,974.05 
15,748,332.57 
3,525,533.28

T o ta l deposits 34,126,152.88 34,555,696.00 31,034,793.91

The to tals three m onths ago, espe
cially of deposits, w ere som ew hat 
abnorm al, as the banks were then  
carry ing  considerable transien t m on
ey, deposited here pending the clos
ing up of several large deals. Com 
paring the sta tem ents now  and a 
year ago, however, some idea can be 
gained, of the city 's grow th in a 
financial way. The loans and dis
counts a te  now $2,300,000 g reater 
than a year ago, the com m ercial de
posits have grow n $1,040,000, the cer
tificates and savings $1,600,000 and 
the to tal deposit $3,092,000, o r nearly  
10 per cent. Incidentally  the year 
has been prosperous for the banks 
and the surplus and undivided profits 
account show s an increase of $263,000 
or about 13 per cent, or about 8 per 
cent, on the bank capitalization above 
the dividends paid.

The sta tem ents show th a t the 
banks carry a balance in reserve and 
cash of 22 per cent, of the to tal de
posits, which is about norm al. The 
June 14 sta tem ents showed 25.8 per 
cent, and the low est for the year was 
F ebruary  20 with 21.18 per cent. I t 
is usual a t this season to  carry  a 
som ew hat heavier balance to  help 
along the crop m ovem ent, but the 
crop m ovem ent will not m ake heavy 
dem ands upon the banks, a t least 
not until la ter in the season when the 
potatoes and beans begin to  be ac
tive. The fru it crops have required 
very little  financing th is season.

The M ichigan T ru s t Com pany 
m ust have had a clean up of some 
of its old accounts the past th ree 
m onths. Since its June 14 sta tem ent 
it has added $52,304 to its surplus 
and undivided profits account, besides 
paying the usual 5 per cent, semi
annual and 2 per cent, ex tra  dividends 
on Ju ly  1. Since a year ago its su r
plus and profits have increased $105,- 
381, and it has paid $24,000 in divi-

firm of C. H. C orrigan & Co., invest
m ent b rokers and the firm nam e be
com es Howe, C orrigan & Co. T he 
offices will be a t 341 and 343 Michi
gan T ru s t building. W ith  the change 
the firm will enlarge its scope. In  
addition to  doing a brokerage busi
ness in investm ent securities it will 
investigate new propositions and be 
in a position to make offerings to  its 
clients of underw ritings of m erit.

T he tw o M ichigan senators and 
th ree of the congressm en are officers 
or d irectors in banks and the in ter
esting  question has been raised as to 
the p roprieties of such relations. In  
very recent years C ongress has had 
several m easures before it and some 
m easures are still pending bearing 
directly  on bank and banking and the 
question is w hether m em bers can be 
entirely  im partial in the m atte r of 
legislation w hen such legislation is 
liable to  affect their own interests. 
T he postal savings bank law was one 
of these m easures and it would be in
teresting  to know  how much influ
ence the personal in terest of s ta te s
men bankers had in m aking the con
ditions and lim itations which this law 
contains. Currency legislation is 
now pending and the same question 
may arise as to  w hether it is p a tri
otism  or personal in terest th a t serves 
as the guide for action. T he depart
m ents in W ashington decide which 
local banks shall be the. depositories 
of the postal savings m oney and also 
which banks shall be the G overnm ent 
depositories and, if they  so desire, it 
is quite possible congressm en and 
senators if so disposed could exer
cise considerable influence in the 
placing of the  funds. T here is no law 
against congressm en and senators 
holding bank d irectorates, but now 
th a t a tten tion  has been called to it 
it is possible th a t there  may be some 
question of good tas te  and propriety. 
S enator Chas. E. T ow nsend is a di

rec to r in the  S tate Savings of Jack- 
son; Senator W illiam  Alden Sm ith is 
P residen t of the G rand R apids Sav
ings, d irecto r in the Peoples’ Savings, 
the O ld N ational and the M ichigan 
T ru s t Com pany; C ongressm an J. M 
C. Sm ith is P residen t of the F irsf 
N ational of C harlo tte ; H enry  Mc- 
M orran  a d irecto r in the F irs t N a
tional E xchange of P o rt H uron  and 
Joseph W . F ordney  is a d ire :to r  in 
the Com m ercial Savings of Saginaw. 
A side from  the possible m ixing of 
legislation and personal in terest, an 
objection to sta tesm en serving on 
the bank d irecto rates is raised from  
the fact th a t in W ash ing ton  m ost of 
the tim e they are unable to  give 
p roper a tten tion  to the ir duties to  
the bank and thus becom e v irtua lly  
dum m y directors, which the banking 
departm ents are constan tly  fighting 
against.

Public men and bankers are w aking 
up to the im portance of a b e tte r sys
tem  of land credit in Am erica. W e 
are  probably the m ost backw ard of 
any im portan t country  in the w orld 
in this respect. W e are backw ard in 
regard  to com m ercial banking, but 
not to  the extent of the u tte r absence

We Offer and Recommend
The Preferred Stock of Consumers Power Co.

Largest Underlying Company of
Commonwealth Power Ry. Lt. Co.

Netting about 6/3%  and T A X  E X E M P T

A. E. K usterer & Co. ”3*"cht l Tr..B* '^"ndR'pids

ANNOUNCEMENT
Mr. Burton A. Howe, formerly associated with Kelsey. Brewer & Co.. 

and Mr. Claud H. Corrigan of C. H. Corrigan & Co.. have formed an or
ganization under the name of

H ow e, C orrigan & C om pany
to underwrite and distribute seasoned, high grade Public Utility Securities, 
with offices at 339 to 343 Michigan Trust Building. Grand Rapids. Mich.

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

surplus temporarily idle or funds awaiting investment, in choos
ing a depository must consider first of all the safety of this money.

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

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

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

N e w  N o . 177 M onroe A v e . ::: Old N o . 1 Canal St.

2 Yt%Every Six Months
Is what we pay at our office on the Bonds we sell.

$100.00 Bonds—5% a Year
THE MICHIGAN TRUST CO.

Kent State Bank
Main Office Fountain St.

Facing Monroe
Grand Rapids, Mich.

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

Deposits
634  M illio n  D o lla r s

HENRY IDEMA - - - President
J .  A. COVODE - -  Vice President
H. W. CURTIS - - -  Vice President
A. H. BRANDT - - - -  Cashier
CASPER BAARMAN - Ass*t Cashier

3fc%
Paid on  Certificates

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

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

^(jRAN D ^ APIDS^AVTNGS^ ANK ̂

Only bank on North side of Monroe street.

Use
Tradesm an Coupons
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of system  existing  in regard  to  m o rt
gage banking and land credit. T here 
are a t least three m ethods of dealing 
with the problem  now being tested  in 
Europe. These are the centralized 
m ortgage bank, like the C redit F on
d e r  of F rance, which converts m o rt
gages into a negotiable form  by the 
issue of bonds upon its general as
se ts; the Credit Agricole, by which 
the F rench governm ent extends dis
crim inating  aid to  farm ers through  
local boards; and the m utual credit 
societies, widely diffused in Germ any, 
by which the farm ers get to g e th er to 
borrow  m oney by a m utual guaran
tee. T hese system s all have distinc
tive m erits, and rest upon entirely  
different foundations from  the foolish 
agitation  to  issue paper m oney upon 
land values, o r to tie up the assets 
of com m ercial banks in m ortgages. 
T he question of im proving our m eth
ods of land and agricultural credit 
is of vast im portance—not only to 
the farm er, but to  the consum er. If 
the farm er can borrow  readily on his 
land at reasonable rates, he will have 
a stim ulus to  increase the area and 
yield of cultivated land, and thereby 
the production of grain and cattle. If 
the com m ission on the cost of living 
advocated by P ro fesso r Irv ing  F ish
er, of Yale, ever gets seriously to  
work, it will probably find th a t the 
surest m ethod of reducing th q  cost 
of living is to increase the food sup
ply, and th a t one way of doing this 
is by im proving our m ethods of ag ri
cultural credit.—W all S treet Journal.

Perhaps in half a century  the coun
try  has not w itnessed a m ore con
fusing and uncertain  political cam 
paign; at no period in the h isto ry  of 
the Republic has there  been m ore 
w idespread preaching of u ltra-radical 
doctrines; and a t no tim e w as there 
a g rea ter popular ou tcry  against 
special privileges. Y et every line of 
business is enjoying prosperity , crops 
prom ise to  be m ore generally  sa tis
factory  than  ever known, no m an 
who is w illing to w ork need lack em
ploym ent, profits on m anufactured 
articles are being increased every day 
and prem ium s are offered for speedy 
deliveries; in fact, the whole com m er
cial w orld is teem ing w ith activity 
and prosperity .

T his incongruous condition m ight 
suggest to our politicians a m om ent’s 
reflection—if they  ever reflect. W hy 
does the ag ita to r burden the air with 
outcries of im pending disaster and 
incite d iscontent when every industry  
is busy, every farm er is prospering, 
every m erchant has trade and everv 
w orkm an can find em ploym ent?

T he political cam paign is in te rest
ing; some of the issues are im port
an t; m any th ings in our econom ic 
policies need correction ; bu t w hen 
every m an is busy, and getting  fair 
re tu rns for his labor, he is an un
prom ising  candidate fo r conversion 
to  radical doctrines. T he vast m a
jo rity  of the people of the U nited  
S tates are contented , and w ith good 
reason. As long as there is no over
expansion leading to  disaster, the 
householder can look the  m onthly 
expense bill in the eye.

T o whose benefit does all th is po
litical clam or redound? I t  only con
firms th a t m ost of us believe—th a t 
our politicians m ay seriously hurt 
the business of the country, but have 
very little  pow er to help it.—W all 
S tree t Journal.

T he announcem ent th a t the E qu it
able Life A ssurance Society is to 
open agencies th is fall in several 
w estern  sta tes to invest part of its 
funds in farm  m ortgages has led to 
some discussion of the possible u lti
m ate effect of th is policy, should it 
be sufficiently extended, on the m ar
ket for railroad and industrial bonds 
in which the insurance com panies 
now have hundreds of m illions in
vested. T o  w hat ex ten t the E qu it
able will divert its investm ents has 
no t been determ ined and o th er big 
insurance com panies have show n no 
disposition as yet to follow its lead, 
bu t if the E quitab le’s experience 
proves sa tisfacto ry  it is though t tha t 
it m ay lead to  far-reaching changes 
in the cu rren t of investm ents. T he 
E quitab le’s determ ination  is doubt
less due to  the resu lts of a trip  of 
several w eeks’ duration  m ade early 
in the sum m er by Presiden t W illiam  
A. Day, one of the declared 'pu rposes 
of which was to study investm ent 
conditions. H e came back fairly 
bubbling w ith optim ism  over im prov
ing business and the g reat possibili
ties of developm ent in the W est. 
W hile the subject has therefore ap
parently  been under consideration by 
the Equitable for som e time, some 
of its com petitors are inclined to 
look askance on the farm  m ortgage 
project. An officer of one of the big 
com panies com m ented yesterday  on 
the difficulty of valuing farm  proper
ty, the slow ness of a m ortgage as an 
asset and the necessity  of having 
represen tatives on the  ground to 
m ake the investm ents. H e expressed 
the opinion th a t the  expense for 
agen ts would offset the difference in 
the re tu rn  on m ortgages as com pared 
w ith bonds. A subsidiary question 
is w hether the diversion of part of 
the funds of insurance com panies 
would induce o ther investors, dis
placed by them , to  tu rn  to bonds, 
w ith the ir low er yield, or w hether 
they would becom e lenders on less 
a ttractive m ortgages than  at present.

Quotations on Local Stocks and Bonds- 
Bid. A sked.

Am. G as & Elec. Co., Com.
Am. G as & Elec. Co., P fd .
Am. L ig h t & T rac . Co., Com. 424 
Am . L ig h t & T rac . Co., P fd .
Am . P u b lic  U tilitie s , Com.
Am . P ub lic  U tilitie s , P fd .
Can. P u g e t Sound L br.
C ities  S erv ice Co., Com.
C ities Service Co., P fd .
C itizen s’ T e lephone 
C om w ’th  P r . Ry. & L t. Com. 68% 69
Com w ’th  P r. R y  & L t. P fd.
D enn is S a lt & L br. Co.
Elec. Bond D eposit P fd .
F o u rth  N a tio n a l B ank  
F u rn itu re  C ity  B rew ing  Co.
Globe K n itt in g  W orks , Com. 110 
G lobe K n itt in g  W orks , P fd.
G. R. B rew ing  Co.
G. R. N a t’l C ity  B ank  
G. R . S av ings B an k  
H o llan d -S t. L ouis S u g a r Coi 
K e n t S ta te  B an k  
M acey Co., Com.
L incoln G as & Elec. Co.
M acey C om pany, P fd .
M ich igan  S u g a r Co., Com.
M ichigan S ta te  Tele. Co., P fd . 100' 
N a tio n a l G rocer Co., P fd .
O zark  P o w er & W a te r , Com.
Pacific  G as & E lec. Co., Com.
P acific  G as an d  E lec. Co.,
Peoples S av ings B an k  
T ennessee  Ry. L t. & P r ., Com. 24 
T ennessee  Ry. L t. & P r., P fd . 78% 
U n ited  L ig h t & R ailw ay , Com. 76

91 95
49 50

424 427
1 1 1 113

56 58
80 80%
3% 3

118 120
91% 93
97 98
68% 69
90 91
95 100
79 80

200 203
60 70

110 1 1 2 %
100 10 1

200
180
185

• 10 % 10 %
266
200

40 41%
95 98
89% 90%

100 10 1%
86% 87%
45 48
66 66%

.. 91 92
250

1. 24 26
78% 80

. 76 78

U n ited  L t. & R ailw ay 1 s t P fd. 86 87%
U nited  L t. & R ailw ay 2nd P fd .

(old) 79 80
U n ited  L t. & R ailw ay , 2nd P fd.

(new ) ’73% 75
Bonds.

C h a ttan o o g a  G as Co. 1927 95 97
D enver G as & E lec. Co. 1949 95% 96%
F lin t G as Co. 1924 96 97%
G. R. E d ison  Co. 1916 97 99
G. R . G as L ig h t Co. 1915 100% 100%
G. R. R ailw ay  Co. 1916 :100 10 1
K alam azoo  G as Co. 1920 95 100
S ag inaw  C ity  G as Co. 1916 99

S ep tem ber 10, 1912.

Your business is mighty important, 
but if every merchant in your town pays 
no attention to the town’s general in
terests every one of you will feel the 
effect of that neglect very soon.

H ow  to Live.
W o rry  less a n d  w ork  m ore, 
R ide less an d  w alk  m ore, 
F row n  le ss  an d  laugh  m ore, 
D rink  less and  b re a th e  m ore, 
E a t  le ss an d  chew  m ore, 
P re a c h  less a n d  p rac tic e  m ore.

We recommend
6% Cumulative Preferred 

Stock
of the

American Public 
Utilities Company

To net 1Yi °Jo
Earning three tim es the am ount re
quired to  pay 6% on the preferred 
stock. O ther inform ation will be 
given on application to

Kelsey, Brewer & Company
Investment Securities 

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

Fourth N ational Bank
Savings
Deposits

3
Per Cent 

In terest Paid 
on

Savings
Deposits

Compounded
Sem i-Annually

Capital
Stock

$300,000

United
States
Depositary

Commercial
Deposits]

3 h
Per Cent 

In terest Paid 
on

Certificates of 
Deposit 

Left
One Year

Surplus 
and Undivided 

Profits

$250,000

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, 
Adm inistrators and Individuals

who desire the best returns in in
terest consistent with safety, avail
ability and strict confidence.

CORRESPONDENCE PROMPTLY REPLIED TO
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T H E  T E L E P H O N E  SIT U A T IO N .
The telephone situation in Michigan 

is changing so rapidly that a high speed 
moving picture machine will before long 
be needed to keep a record of what is 
being done. During the past week the 
Ingham County Circuit Court denied 
the injunction asked for by the Grass 
Lake interests to prevent the proposed 
merger of the two companies in Detroit 
on the ground that to grant or refuse 
the merger permission rested entirely 
with the State Railroad Commission. 
Then St. Louis, Mo., interests, holding 
stock in the Home company in Detroit 
asked for an injunction to prevent the 
sale to the Michigan State on the ground 
that at the saleprice there will be noth
ing left for the stockholders after the 
payment of the indebtedness, and furth
er that to permit the merger is against 
public policy and that the Giles law, 
under which it is to be effected, is un
constitutional. This suit is in the Ing
ham Circuit and is still pending.

Other telephone developrfients have 
been a petition to the State Commission 
to permit the merger of the Southern 
Michigan of Burr Oak and the Three 
Rivers companies, both independent, on 
terms that are said to be mutually satis
factory. The Southern Michigan oper
ates in Branch and Hillsdale an.d south
ern St. Joseph counties and in northern 
Indiana, and the Three Rivers in St. 
Joseph and Cass counties, and the mer
ger will bring these counties under 
a single control, so far as the indepen
dents are concerned, and it is stated 
that negotiations are well advanced for 
the withdrawal of the Bell interests from 
St. Joseph and Cass counties as soon as 
the deal goes through. The Home com
pany of Ludington has purchased the 
Citizens of Muskegon and these two 
companies are now under a single con
trol. The Citizens of this city held a 
third interest in the Muskegon com
pany and also some stock in the Luding
ton and the merger is entirely satis
factory.

A telephoine petition of more than 
usual interest is that which the United 
Home of Mason and Oceana counties 
has filed with the State Commission 
asking that the Oceana Farm ers Mutual 
of Oceana county be compelled to in
crease its rates and to charge toll for 
connections between Pentwater, H art, 
Crystal and Walkkerville. The petition 
is based on the claim that the Farm ers 
Mutual rates are below cost and that it 
is impossible for the United Home to

do business on such terms and survive 
and that in the interest of sound public 
policy and good service the Farm ers 
Mutual should be compelled to charee 
what the service costs. This petition 
has not yet been acted upon. The Mich
igan State, it is understood, has an in
terest in the Farm ers Mutual to the ex
tent that it has switching arrangements 
with its subscribers. I f  this petition 
should be granted and the Farm ers Mu
tual be compelled to increase its rates, 
it is possible that similar companies in 
other parts of the State will be brought 
under the same ruling either by peti
tion of independent or Bell companies.

The Citizens operating at Greenville, 
Rockford and Allegan has given notice 
of increase in rates and the subscribers 
in these towns are much worked up, 
threatening to withdraw their patronage. 
This has not yet reached the State Com
mission, but, following the ruling of the 
Commission in the Vermontville case, it 
is unlikely that the indignant subscrib
ers will be permitted to organize tele
phone companies of their own to meet 
the situation, and that they will either 
have to accept the higher rates or do 
without telephones.

The question as to what constitutes 
reasonable telephone rates has not yet 
been passed upon by the State Com
mission, but undoubtedly, the question 
will be raised before long. In the mean
time the telephone companies, both Bell 
and independent, are working out a 
system of charges to apply to towns 
in which conditions are practically the 
same as to population, area, etc. In 
those towns where service is being given 
at below cost the rates will, undoubtedly, 
be raised. It is unlikely that many 
towns will receive concessions on the 
ground that present rates are too high. 
Standardizing the rates will make the 
general merger movement easier as it 
will remove one of the most important 
elements in competition.

T H E  F E D E R A T IO N  M EETING .
The T radesm an urges its readers 

to attend the first annual convention 
of the Michigan Federation  of Retail 
M erchants, which will be held in th is 
city Tue=day, W ednesday and T h u rs
day of next week. T his organization  
was born in L ansing last w inter and 
is still in a form ative condition, so 
th a t the m eeting here nex t w eek will 
be largely creative, so far as w orking 
plans and future possibilities are con
cerned. T he organization  possesses 
elem ents of inherent stren g th  and 
great usefulness. T here  is room  in 
this S tate for a s trong  and rep re
sentative organization  of business 
men to  w ork w ith the distric t and 
class organizations which have been 
m ore or less successful. T he F ed
eration can, if it so shapes its course, 
take up the w ork w here the local and 
d istrict and class o rganizations leave 
off and carry  it forw ard to  a Buccess- 
ful com pletion. I t is, therefore, very 
desirable tha t every representative 
business men who can attend  a r
range to be p resen t at the convention 
next week to cast his voice and his 
vote and his influence in the in terest 
of b e tter business m ethods and im
proved business conditions.

W H A T  M IG HT H A P PE N .
It is not necessary that there should 

be a tie in the electoral college to send 
the selection of a President to the House 
of Representatives. Article X II of the 
Constitution as amended in 1804 pro
vides, “The person having the greatest 
number of votes for President shall be 
President, if such number be a majority 
of the whole number of electors” and 
goes on to say that if no person has 
such a majority that the three highest 
on the list shall be voted for in the 
House of Representatives and by the 
sam e m ethod the election of Vice 
Presiden t would go to the Senate un
der sim ilar circum stances. O f course 
this year the th ree for Presiden t 
would be T aft, Roosev-elt and W il
son arid the th ree for Vice P resi
dent would be Sherm an, Johnson 
and M arshall. T here will be o ther 
candidates for Presiden t and Vice 
Presiden t but there would be no 
chance that their names would be among 
the trio for either the upper or the lower 
House to consider. In 1800 there was a 
tie in the electoral college between Je f
ferson and Burr, but in 1824 the vote in 
the electoral college stood Jackson 99, 
Adams 84, Clay 37 and Crawford 41, 
and Jackson, though leading, did not 
have a m ajority  in the H ouse which 
elected Adams.

According to the constitution the bal
loting for President in the House is not 
by individuals, but by states. It is said 
that the states would show 22 Republi
cans, 22 Democrats and 4 with a repre
sentation equally divided, which, of 
course, would leave it a tie, resulting 
in no election. While this was going on 
the Senate would be vo ting  on a Vice 
Presiden t and there is no provision in 
the constitution which says that there 
the balloting shall be by states. Hence 
every Senator would have one vote. As 
now constituted the Senate is Republi
can by a small m ajority but any kind 
of a majority is sufficient. I t is in this 
contingency that Hon. James S. Sher
man might become President of the 
United States. I t  is remote perhaps, but 
it is possible and by no means as im
probable as in mo.st years. I f  no presi
dential candidate had a majority over all 
in the electoral college and if there 
should be a deadlock in the H ouse of 
Representatives and the Senate should 
choose Sherm an for Vice Presiden t his 
election to that office would be as se
cure as if it had been accorded to him 
in the electoral college. The constitu
tion provides for the succession of the 
Vice Presiden t to  the presidency un
der certain  contingencies and condi
tions. T h is situation  has been 
much com m ented on a id  discussed 
and it is one of the possible results 
of the p resen t unparalled campaign.

A SIN G L E PRICE. .
The habit of giving tw o prices is a 

m ost pernicious one, sure to lead the 
p e rp e tra to r into all so rts of quag
m ires. I t m ay be th a t Jones is a 
sharper judge of shoe leather than 
m ost of your patrons, and will know 
if you ask m ore than  a reasonable 
price, but when you cut for him, be 
sure to  do the sam e for the next m a i 
who w ants the same goods. If Mrs. 
Sm ith insists th a t she saw exactly 
the same kind of serge at B lank’s

for two cents a yard  below your fig
ures, let her go there for it ra ther 
than cut prices, unless you are  will
ing to sell the rem ainder of the piece 
for the sm aller price.

Y our reputation  will soon be as
sailed if evidence conies to light that 
there are p referred  custom ers. The 
w orld at large is a jealous one if ag
gravated, and the m ere fact th a t one 
person can get th ings of you cheaper 
th a i  o thers is certain ly  good ground 
for provocation. F riends we all have 
—those whom  we would especially 
accom m odate—but it should not be 
done in the nam e of trade. If  you 
w ant to  give a special favor of this 
sort, throw  in a couple of ex tra  ba
nanas as a gift ra th er than  cut your 
price by the dozen.

T he single price system , rigidly ad
hered to, does away with the old 
fashioned practice of “beating dow n’’, 
still in favor w ith certain  custom ers. 
T hey  are sure th a t they have found 
a bargain if they  succeed in getting  
a th ing  for som ething less than  the 
first price asked. Now it is simply a 
nuisance to ca ter to  such notions, 
and we all know  th a t in the end the 
buyer does no t gain. A dhere to the 
single price, and he will gradually 
see the fallacy in his m ethods, and 
will come to  know  th a t one dollar 
m eans one hundred cents, the extra 
parley  being ju st so m uch time 
throw n away. A reputation  for a 
single price and fair play to all is one 
w orth  w orking for and w orth  keep
ing.

W hen in the still night a cat begins 
to wail, puncturing the air with hideous 
noises, all kinds of imprecations and a r
ticles too num erous to m ention are 
show ered upon the feline. A K ala
m azoo cat has bee a d isturbing the 
residents of several blocks for 
m onths. This cat was black and 
friendless, o r ra th er  was friendless 
until a day or tw o ago. Now 
she is fed on cream and regarded as a 
hero. The reason for this sudden change 
is that the tired cat crept into a hall
way to snatch a little sleep. The hall
way began to fill with smoke and Tabby 
screeched as loud as she could, awak
ening the tenants and enabling them to 
escape with their lives. It is said the 
cat lost six of her nine lives, but the 
remaining three are being cherished by 
the people whose lives she saved.

A pparently  it is not so much the 
high cost of living which d isturbs 
the Japanese as it is the high cost of 
dying, anyhow  in the event tha t the 
deceased is an em peror. M utsh ito ’s 
funeral is going to be th ree days 
long, from  the 13th to the 15th of 
this m onth, which ought to give a 
large num ber of citizens opportunity  
to attend  the last obsequies. E x ten 
sive p reparations have been m ade for 
the event, and it will be no th ing  if 
no t spectacular. T he estim ated cost 
is $1,000,000. E vidently  im perial fu
nerals come high in Japan, but perhaps 
they  th ink  th a t they  m ust have them. 
T hose who com plain at the high cost 
of funerals in this country  have food 
for reflection in the occurrences 
which are to  take place at Tokio be
ginning day after to-m orrow .
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T H E  M AN IN  T H E  CAB.
Is it not possible that some of the 

glamour which has always surrounded 
the locomotive engineer will disappear 
with the increased use of the automo
bile? Ever since any of us can remem
ber the locomotive engineer has been 
something of a hero, looked up to as a 
man of wonderful courage and nerve, 
the master of a mighty force, the faith
ful guardian of the lives of all who 
travel. There is no desire to take away 
even in the slightest degree from the 
honor to which the locomotive engineer 
may be entitled. There is no intention 
to destroy any of the fond illusions that 
may hover around the man in the cab. 
But is the locomotive on the railroad 
any more complicated than the auto
mobile which purrs through the city 
streets or hums over the country roads? 
Does it require any more skill to drive 
a locomotive straight forward on a track 
of steel than to steer an automobile 
through the maze of a crowded city 
street or over the eccentricities of a 
rural highway? The locomotive engi
neer may have the responsibility for the 
safety of hundreds of passengers, but 
does he feel this responsibility any more 
keenly than the man in the automobile 
who has his wife and children with him 
for a ride? The railroad men have al
ways surrounded the engineer’s posi
tion with an air of mystery and im
portance, and those who attain to the 
position must serve a long and arduous 
apprenticeship, and yet in this day of 
many automobiles we see mere children 
and young girls at the wheel driving 
their cars with the skill of veterans and 
often with greater speed than necessary. 
If  the automobile can be mastered with 
such apparent ease what can there be 
so very difficult in the running of a 
steam engine, which certainly is no 
more complicated than an auto? It 
may be contended that automobile acci
dents are frequent, but in proportion to 
their number are automobile accidents 
any more frequent than accidents on 
the railroads? This city has over 2,000 
automobiles, and dodging in and out 
and around it is not strange that occa
sionally they come together or in colli
sion with other vehicles in the streets, 
but really, do they come together any 
more frequently than trains on the rail
roads—at least some railroads—where 
every precaution is supposed to be tak
en for safety?

W H E N  T H E  CLOUDS BREAK.
W e look upon it as a sort of joke 

th a t the casual rem ark  of those who 
m eet has reference to the w eather. 
Yet it is an im portan t one, affecting 
all to a m ore extended degree than  
we are apt to  think. All of us know 
the m an w ho is continually  grow ling 
about the w eather. I t  is too hot, or 
too cold, o r too wet, o r too dry. T he 
m ore we try  to  appease him regard 
ing the subject, the m ore disposed 
to  find fault he becomes. Some of 
us rem em ber the sm iling old lady 
who was equally pleased, rain  or 
shine, fo r she recognized the fact 
th a t the w arm  sunshine was needed 
to m ake a luxurian t corn crop and the 
rains to  m ake the grass grow.

F o rtuna te  are those who can shake 
off the dullness given by a m urky a t
m osphere o r the blues which are so

ap t to accom pany a p ro trac ted  rain. 
Y et the silver lining m ay easily be 
found in the cloud if we but m ake a 
business of hun ting  it out and shak
ing out the folds so th a t it will come 
into view. W hat if there  is an unex
pected dow npour which renders a 
custom er sto rm stayed  for a time. 
Make him your guest for the time 
being and thus strive to drive away 
any ill-hum or the  inconvenience may 
arouse. You cannot hope to have 
any new arrivals while the storm  is 
at its w orst. M aybe you cannot in
duce him to becom e a m ore extended 
custom er. But you can im prove the 
chance to give him an idea of w hat 
your stock consists.

W hatever the line of goods, expand 
upon the phases which should es
pecially in terest your visitor. Do 
th is’ no t for the avowed purpose of 
m aking a sale. T o  take such advantage 
as to  try  to  press goods upon any 
one would be the height of folly. 
Ju s t show him the good qualities, as 
the farm er poin ts out the beauties 
of his favorite horse which no m oney 
would buy. And when the clouds 
break, the man who was hindered will 
smile as does nature after a refresh
ing show er, and have a m ore kindly 
regard for you and your establish
m ent.

T H E  H IST O R Y  T H A T  IS LOST.
E very locality has a h istory  w orthy 

of record, and yet m uch of it is hope
lessly lost through the indifference of 
its residents. T here  are old residents 
fast passing away who m ight tell us 
th ings w orth  listening to. W e pass 
them  by because we are in too much 
of a hurry  concerned with things 
of the present. Yet some of us even 
now wish tha t Uncle Jake was back 
to tell of some special condition or 
circum stance.

Local papers recently  described 
some situation  as in E rie harbor, 
“on the site of the old flagship, Law 
rence,” forgetful of the fact that the 
Law rence was taken in pieces and 
shown at the Centennial and th a t its 
sister, the N iagara, is the vessel now 
slum bering under the w aters of M ise
ry Bay. A few m onths ago the D. 
A. R. had a fierce battle  of w ord ; 
and legal w eapons to save the last 
old relic of P ittsburg , the old block 
house, from  being razed to make way 
for the im provem ents (?) of a co rpo r
ation ; and there are now some pro
m inent citizens who could not lead 
you to the historic spot, a lthough 
they  have for years done business 
alm ost w ithin a stone’s throw  of it. 
The old B raddock battlefield is now 
the site of one of the g rea test steel 
m ills in the w orld, yet the  spot w here 
B raddock fell is being contested so 
tha t the erection of the proposed 
m onum ent is hopelessly deferred.

E very year some old resident who 
could tell th ings w orth  while crosses 
over and his sto ry  has passed us 
forever. T he sources of inform ation 
are constan tly  shifting to  a new er 
and less com petent generation. F o r
tunately , the old recollections linger 
longest w ith the centenarian, and he 
m ay accurately recall events of a 
half century  ago, a lthough forgetful 
of those of yesterday. I t  is ours to

record these rem iniscences, to  verify 
them  if possible while help may be 
obtained, and to listen  to the old 
stories w ith patience, even though  
oft re to ld  as a p art of local h istory  
which som e one will m iss if it is hope
lessly lost.

B E N D IN G  T H E  TW IG.
T he A m erican lad of to-day is a 

different proposition  from  that of fif
ty years ago. N ot th a t he is of differ
ent m aterial, for there is in the be tte r 
class the sam e spirit, determ ination, 
am bition. H e m ust still be doing 
som ething. T h a t he m ore frequently  
does im proper th ings rests m ainly in 
the fact th a t there are m ore tem pta
tions. T here  are the advantages, in
creased ten fold, but the good and 
bad are often so closely interm ingled 
that it requires discrim ination as well 
as courage and self-sacrifice to get 
th ings p roperly  adjusted.

M ost boys need restrain ing , but we 
occasionally see one who has been so 
pam pered at hom e th a t he cannot be 
pushed out for himself. H e has learn 
ed to expect papa o r m am m a to  do 
everyth ing from  supplying him with 
a nickel for peanuts to  m aking the 
circuit of the m erry-go-round and 
holding him on until the age when 
o th er lads are serving the capacity 
of guardian for the lassies of the

town. If he w ants to know when 
the parade is expected, m am m a m ust 
hunt up the official and procure the 
inform ation. M ore than this, she 
m ust also take it upon herself to be 
his en tertainer, a lthough personal 
friends who have children of their 
own enjoying them selves in a harm 
less way ache to sever the apron 
strings.

T he boy th u ; trained becom es m ore 
and m ore helpless; or else stung by 
his early lim itations, plunges into the 
waves helpless and is dashed upon 
the rocks. H e will never learn to 
spend m oney judiciously if allowed 
to run at all tim es to the parental 
purse. But the lad who has only ten 
cents to spend is going to get his 
eyes open and find out how and where 
he can get m ost for his money. He 
quickly learns to shift for himself 
and to be on hand when the parade 
passes. H e learns to help himself. 
D irection will at all tim es be needed, 
bu t restra in t brings w eakness rather 
than  strength .

Push your town. It is worth pushing. 
It is the home of your family and your 
business. Let your Congressman know 
that you expect him to be fair with 
your town on every vote and move he 
makes in Congress.

Cater to Women

M per cent of biscuit 
p u r c h a s e r s  are  
women. And every 

time a woman buys N. B. C. 
products she knows she will 
get quality, cleanliness and 
freshness. She expects you 
to have in stock the particular 
N. B. C. biscuit she wants. 
Give her these things and gain 
a permanent customer not only 
for biscuit but for other goods. 
If you are indifferent, she will 
trade with your competitor. 
The moral is plain: always 
carry a full line of N. B. C. 
goods in the famous In-er-seal 
Trade Mark packages and the 
glass - front cans, including 
Rykon Biscui t ,  the latest 
N. B. C. success.
NATIONAL BISCUIT 

COMPANY
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M ICHIGAN FE D E R A T IO N .

Annual Convention in Grand Rapids 
N ext Week.

Buchanan, Sept. 10—Headquarters of 
the Michigan Federation o f Retail Mer
chants. to be held in Grand Rapids, 
Sept. 17, 18 and lii, will he at the Asso
ciation of Commerce.

Dek:gates and members are at 1iberty
to select the hotel that pleases them
most, and you will find exactly tlte ac-
comm«odations in Grand Rapids, tliat
you ai•e lookinjg for.

It has been predicted bif some (>f the
wise heads that within the next genera
tion, the whole scheme o f distributing 
merchandise will be revolutionized— 
that an entire new era will be in force 
when our children arrive at the age we 
now are.

This thought has found lodgment in 
many minds and there seems quite a dis
position to try the experiment, and they 
say to "cut out the middlemen” and let 
the makers of goods sell them direct 
to the consumer.

At first thought, this idea might seem 
rational, but when you consider the an
noyance o f distance and time and the 
expense of hunting for your goods or 
for your customer, you will find that 
by far the cheaper and better way to 
distribute commodities, is the present 
way—-through jobbers and retailers.

At the first annual convention of the 
Michigan Federation of Retail Mer
chants, to be held in Grand Rapids on 
Sept. 17, 18 and 19, this subject will be 
brought up, and we will try to demon
strate not only the economy, but the 
practical necessity of having jobers and 
retailers.

We want every retail merchant in 
Michigan to come and hear what there 
is said on this subject, and to take part 
in it through the question box, which 
will be made an imporant part of the 
work, and will give every one a chance 
to let all the rest know his views and, 
in turn, get the views from others- also.

Two heads are always better than 
one and many heads are better than 
two, so if you will come and listen and 
talk and reap the benefits, you will go 
home satisfied that you have learned 
something that is practical to introduce 
into your own business, and be bene- 
fitted financially as well as mentally.

Mother Goose.
Away back yonder in the days long 

before we were children at our mother’s 
knee, Mother Goose wrote these words: 
“Little Tommy Grace had a pain in his 
face, so bad he couldn’t learn a le tte r ; 
When in came Dickey Long, singing 
such a funny song, that Tommy laughed 
and found his face much better.”

This little nursery rhyme has much 
more in it than might at first appear. 
The man who is looking for trouble 
will always find it, but if you will just 
be big enough to look above the little 
trials that annoy and disturb one’s peace 
of mind, you will find that, after all, 
this old world is a pretty good place 
to live in and the people are very much 
more than half good.

Come to the first annual convention of 
the Michigan Federation of Retail Mer
chants and help us to establish the fact

that optimism in business is the only 
practical side of the question.

Mr. Dooley.
Good old Peter Dunne has wisely said 

that “Opportunity knocks at every man’s 
door once” and if we do not hail the 
alarm and see who comes, it is no fault 
of oppotunity’s.

Your competitor is a pretty good fel
low, and when you come to know him 
as he really is, you will think of him 
very differently from the way you think 
of him as he appears to you merely as 
a competitor.

Get in touch with him, learn to know 
the other side of his life and likely as 
not you will find that if there is an 
estrangement between you and him that 
the fault is not all his.

Bury the hatchet and be friends as 
well as competitors, and your local con
ditions will assume a new aspect and 
business will be better.

An opportunity to do this is offered 
you at the first annual convention of 
the Michigan Federation of Retail Mer
chants which will be held in Grand Rap
ids Sept. 17, 18 and 19.

Come and “Stop, Look and Listen” 
and partake in the discussions and you 
will go away well repaid for your effort 
and feel that your time was well spent. 
You will be a better man and a better 
merchant.

Shakespeare.
In the long ago, before there was 

any modern complications in business, 
and before the idea of organization or 
co-operation had been suggested, Shakes
peare wrote, “There is a tide in the 
affairs of men which, taken at its flood, 
leads on to fortune.”

That time is certainly now, for with 
a disposition in the public mind to elim
inate all the middlemen, and inaugurate 
a general parcels post, and a complete 
evolution in the scheme of supplying 
the needs of the public, it is our duty 
to point out the way to the less informed 
and to show them that the present sys
tem is cheaper and very much better 
than the one proposed.

The present is surely the flood tide of 
this condition, and now is the right time 
to work to maintain conditions that will 
help us and our posterity.

Questions such as the above, as well 
as competition at home and abroad, 
transportation, legislation, honest ad
vertising and all the besetting annoy
ances of the retail business will be taken 
up and improvements suggested at the 
coming convention.

Every merchant is eligible and we 
especially invite you to come.

Advertising.
Some of the merchants who read the 

several short articles that appear in this 
paper concerning the Michigan Feder
ation of Retail Merchants, may wonder 
why I have tried to find “catch lines” 
to catch the eye and arrest the atten
tion of the readers.

It can be answered in a word—adver
tising. In these days of so very much 
advertising laid on a merchant’s desk 
every day unless there is something dif
ferent about the article, he is very apt 
to overlook it.

A mere statement of fact is not suffi
cient, but if a catch line of any legitimate 
thing will catch the eye and arrest the 
attention of the reader and arouse his 
curiosity sufficiently to get him to read

the article, then it has fulfilled its mis
sion as an advertisement. Anything 
shotr of this is failure.

Come to Grand Rapids next week 
and we will talk it all over.

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 Geo. 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 Ernest L. Ewing, Traffic 

Manager of the Grand Rapids Associ
ation of Commerce, on “Retail Mer
chants’ Transportation Troubles.”

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 Lee M. Hutchins, General 

Manager of Hazeltine & Perkins Drug 
C o.; “Fire-Insurance, Protection, Profit 
and Credit.”

eport of committees.
Membership.
Publicity.
Nominations.
Suggestions.
Resolutions.
Selection of next place of meeting.
Election of officers.
Question box.
Adjournment at 4 :30.

E. S. Roe,
President Michigan Federation Retail 

Merchants.

Life is a Funny Proposition.
Man comes into this w orld w ithout 

his consent and leaves against his 
will.

D uring  his stay  on earth  his time 
is spent in one continuous round of 
contraries and m isunderstandings by 
the balance of the species.

In his infancy he is an angel; in his

boyhood he is a devil; in his m anhood 
he is everyth ing from  a lizard up: 
in his dotage he is a fool.

If he raises a family he is a chum p; 
if he raises a small check he is a 
thief and the law raises the devil with 
him.

If he is a poor m an he is a poor 
m anager; if he is rich he is dishonest.

If he is in politics, he is a g rafter; 
if he is out of politics, you can 't 
place him and he is an undesirable 
citizen.

If he is in church he is a hypocrite; 
if he is out of church he is a sinner 
and is damned.

If he donates to foreign missions, 
he does it for show ; if he does not he 
is stingy.

W hen he first comes into the world 
every body kisses him ; before he 
goes they all w ant to  kick him.

If he dies young there is a great 
fu ture before him ; if he lives to a 
ripe old age he is simply living to 
save funeral expenses.

Life is a funny road, but we all 
like to travel it ju st the same.

Restaurant For Sale
One of the largest and 

finest restaurants in Chicago, 
111. Seating 500. Business 
good. Location s p l e n d i d .  
Owner retiring from work. 
Has enough. Will retain 
part interest if necessary.

Address Ajax, care Mich
igan Tradesman.

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

And because our com
paratively inexpensive 
method of s e l l i n g ,  
through a catalogue, re
duces costs.

We sell to merchants 
only.

Ask for current cata
logue.

Butler Brothers
New York Chicago 

St. Louis Minneapolis 
Dallas
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T R A D E  E X T E N SIO N .

Route to Be Covered Last W eek of 
September.

About thirty of the wholesalers and 
jobbers met at a dinner meeting at the 
Pantlind last Friday night to put the 
finishing touches to the plans for the 
annual trade extension excursion, start
ing September 24 and continuing four 
days. The attendance would have been 
larger but for the uncomfortably warm 
weather, and before going into the din
ing room those who were there stripped 
off their coats and when the company 
was seated it made one of the finest 
displays of shirt waists and suspenders 
that has been seen here this season.

Wm. B. Holden, chairman of the 
W holesalers Committee, presided and, 
as usual, was brief and to the point in 
introducing the topic for discussion. 
From the viewpoint of trade building, 
he said the trade excursion was even 
more important than the annual mer
chants week; the itinerary had been a r
ranged for the trip this year, the pro
gram had been made out and the pur
pose of the meeting was to approve of 
what had been done or to suggest im
provements.

Secretary M. C. H uggett reported 
that arrangements had been made for a 
special train of four compartment 
sleepers, two dining cars and a combina
tion baggage coach, that the party would 
live on the train during the trip, that 
a band of twenty pieces would be taken 
along to furnish music and entertain
ment, and that the itinerary would be 
as follows :

Firs t Day, Tuesday, September 24.
A rrive . Leave.

G rand  R ap ids, v ia P . M ............... 7:30
Z eeland  .................. ..............  8:05 8:50
H olland .................... ............... 9:00 11:00
B ast S a u g a tu ck  . . ..............  1 1 : 10 11:20
N ew  R ichm ond  . . . ..............  11:27 11:37
F ennville  .................. ............... 11:43 12:13
P earle  ......................... ............... 12:18 12:28
B ravo  ......................... ........ .. 12:35 12:45
P u llm an  .................. ............... 12:50 1:00
Kee ............................. ............... 1:05 1:15
G rand  Ju n c tio n  . . ..............  1:22 1:42
B reedsville  ............... ..............  1:47 2:17
B angor ..................... ..............  2:23 3:08
M cD onald ................ ..............  3:15 3:25

............... 3:32 4:17
VVatervliet .............. ..............  4:28 4:58
Colom a ..................... ..............  5:04 5:34
Benton H arb o r  . . . . ..............  5:54 7:55
St. Jo seph  .............. ..............  8:00
Second Day, W ednesday , S ep tem ber 25.
k*t. Jo seph , v ia  P. M. . . 9:00
B errien  S p rings  ............... 9:40 10:10
B uchanan , v ia  M. C. . . . . . .  10:40 1 1 :10

. . .  11:30 12:30
D ow agiac ............................., . .  12:50 2:00
G lenw ood ........................... . . .  2:12 2:22
D eca tu r ................................ . . .  2:30 3:00
liiw to n , v ia  K. L. S. & C. 3:15 3:45
Paw  P aw  ........................... . . .  4:00 4:45
L aw rence  ............................ . . .  5:05 5:35
C overt ................................... . .  6:25 6:55
S outh  H aven ..................... . . .  7:12

T h ird  Day, T h u rsd ay , S ep tem ber 26.
S ou th  H av en , v ia  M. C. 9:00
K ibbie ................................... . .  9:i(j 9:20
I^acota ................................. . . .  9:25 9:45
B erlam o n t ............................ . .  10:00 10:15
B loom ingdale .................... . .  10:20 10:50
G obles ................................... . .  11:00 11:30
K endall .......... .................... . . .  11:45 12:05
M en th a  ................................ 12 :10 12:20
A lam o .................................. . . .  12:30 12:45
K alam azoo, v ia  L. S. . . . . . .  1:00 1:30
P la inw ell ............................. . .  2:00 2:45
O tsego ................................. . . .  3:00 3:35
H opkins ............................... 4:15 4:40
A llegan ................................ . . .  5:00 9:00
K alam azoo  ......................... . .  10:00

F o u rth  Day, F rid ay , S ep tem ber 27.
K alam azoo, v ia  L. S. . 7:00
S choo lc raft ........................ , . .  7:30 8:30
T h re e  R ivers  .................. . .  9:00 10:00
C o n stan tin e  ...................... . . .  10:15 11:00
W h ite  P igeon  .................. . . .  11:15 12:00
S tu rg is , v ia  G. R . & I. . . . .  12:25 1:25
M endon ............................... . . .  1:55 2:40
V icksburg  ........................... . . .  3:00 3:45
K alam azoo  ........................ . . .  4:00 11:00
Girand R ap id s  ............... . . .  12:15 a. m.

Guy W. Rouse spoke of the value of 
the trade extension excursion to Grand 
Rapids as a market. He went on the 
first excursion and has been on all the 
excursions that have since been given 
and with each repetition of the experi

ence he has been more impressed with 
the value of this method of trade getting. 
On the present trip his house, will be 
represented by three men and he felt 
very certain they would get their 
money’s worth in the friendlier relations 
established with the trade. The ,State 
is growing rapidly, he said. The rural 
districts are prosperous, the waste 
places are being developed, the towns 
are growing, and all this means greater 
and better oportunity for Grand Rapids. 
Grand Rapids must be alive to the op
portunities offered or the keen compe
tition of other cities will take away what 
should belong here.

Lee M. Hutchins said the excursion 
was designed as much to help Grand 
Rapids as to benefit the individual mem- 

,^_bers of the party, that it would adver
tise Grand Rapids as a whole and help 

> 4 o  build up the Grand Rapids market 
nd each one would get his share. This 

/x city’s great problem, he said, was trans- 
portation. The railroads admit they 
cannot do the business that is offered 
them and to obtain relief from the poor 
service Grand Rapids must become an 
interurban center. I t  is of little avail 
to secure orders if the deliveries cannot 
be made and the railroads, by the in
adequacy of their service, are inviting 
the paralleling of their lines by interur- 
bans. On this trip we want to show the 
people that we want to serve them and 
then take steps to ensure delivery. The 
interurban from Kalamazoo should be 
heartily welcomed. The matter of route 
to be followed is a minor detail which 
the builders should be allowed to work 
out in their own way. It is the builders 
who have made the investigations and 
the estimates, and they will put up their 
own money and if they see opportunity 
in a route that parallels the steam roads 
it is pretty good sign that the service we 
are now getting is not what it ought 
to be. W ith the Kalamazoo line built 
connecting with the electric lines to the 
east we may hope to get a one day de
livery to Battle Creek, instead of having 
our customers wait four days for their 
goods, and we may hope for equally 
efficient service to Jackson and to points 
between Jackson and Kalamazoo, where 
now the service is so unsatisfactory. 
W e want this new line and should en
courage it not only for the immediate 
good it will do us, but as another step 
toward making Grand Rapids what it 
should be—an important interurban cen
ter, with lines radiating in every direc
tion.

Heber A. Knott spoke to the same 
effect as to the importance of interurbans 
and, assuming that the builders of the 
Ktlamazoo line knew what they were 
about, he was not inclined to question 
the route chosen. The service given by 
the steam roads is inadequate and the 
new interurban will certainly improve 
conditions. Indianapolis has twelve in
terurbans radiating in as many direc
tions and has a sky scraper terminal 
building and train shed and he hoped 
the same was in store for Grand Rapids. 
All the steam roads into Indianapolis 
are paralleled by interurbans and the 
competition, instead of hurting business, 
has stimulated it. In  regard to the ex
cursion, he said a canvass should be 
made that as large a party as possible 
might be taken out, that the towns visit
ed would rather see 100 merchants from

this city than fifty and that the impres
sion given would be better. The com
petition -¡11 - th e 'te rrito ry  ’ to bi’. visited 
this Vea'r is keen aha it is 'important that 
Grill'd Rifpids make every efforf to ho1d 
what it has" and to  get more' V * - ’**

W. F. Blake, of the Judson Grocer 
Company, said that those who made the 
trip should not merely work for their 
own individual benefit, but should strive 
to help Grand Rapids as a market. The 
trip should be not to boost individuals, 
but to boom the town.

John Sehler, Frank E. Leonard, Rich
ard J. Prendergast and others spoke 
briefly and urged the importance of 
getting everybody to go.

Secretary H uggett said four evenings 
would be spent at as many different 
towns and that occasion would undoubt
edly arise for speech making. He sug
gested that the speakers be chosen in 
advance and that they be given oppor
tunity to prepare themselves on live 
topics such as interurbans, frieght rates, 
development of the rural districts and 
various other questions of interest.

Committees were appointed to can
vass the wholesale and manufacturing 
trade in the hope that eighty to 100 
may take the trip. The committees are 
Harold A. Sears, M erritt and P atton; 
Litcher, Sehler and B lake; Harold Ste- 
ketee, Krause and Noel; Hutchins, P ren
dergast and Chapman; Drake, Huffod 
and H olden; Leonard, Knott and R ouse; 
Slaght and Coleman. In each instance 
the chairman volunteered the use of 
his automobile. The committees will 
make their canvasses this week and will 
hold a meeting next Tuesday afternoon 
to report results.

A resolution was adopted unanimously 
endorsing the proposed building of the 
Kalamazoo interurban no matter by 
what route it may come.

H ow Dealer Escaped Bankruptcy.
“My first business jolt,” said a visit

ing rrferehant of Dubuque, la., “came 
from the representative of a Chicago 
house. I was running a little furnish
ing store and thought I was prospering 
nicely. But what does this Chicago 
man do but up and say : ‘Why, young 
fellow, you’re on the verge of bank
ruptcy.’

“ ‘Me?’ I asked astonished. ‘Why, I ’m 
making good money.'

“ ‘So?’ says he. ‘W hat did you figure 
the cost of those socks are? I see 
you’re selling them at 25 cents a pair.’

“ ‘Cost me 18 cents,’ said I.
‘“ I’ll bet you,’ said he, ‘I can show 

jo u  they cost you every cent of your 
twenty-five.’

“And, what’s more, he did show me. 
I was a young fellow then, and I didn’t 
kno w what figuring costs was. I was 
losing money on nearly every sale when 
I thought I was making good profits. 
This was the reason : I owned the 
building in which I did business, and 
so I figured I didn’t have to count out 
anything for rent. Never entered my 
mind that I was the same as paying 
ren t; that if I wasn’t using the store 
myself I could be renting it to some 
one else who would be paying me for 
its use.

“Then I had failed to figure into my 
costs the insurance I paid on the build
ing and the taxes. Also, I reasoned that 
because I wasn’t doing business on bor
rowed capital I didn’t have any interest 
to pay. I wasn’t sharp enough to see 
that if 1 had my money out of the 
business I could get 6 per cent, for it 
and when it went into the business it 
cost me the 6 per cent, because I was 
deprived of that return. Then I had 
my younger brother working for me 
for his keep, and I wasn’t figuring in 
any salary for him, and I wasn’t getting 
down half the delivery and freight and 
handling and other charges. I don’t re
member, but I believe I wasn’t even 
counting in my own time at wage value.

“That man pointed out a lot of things 
to me and saved me from going to 
smash with the band playing.”

G. J. Johnson Cigar Co.
S. C. W . El Portana  

E vening P ress Exemplar

These Be Our Leaders

T0REACHY0UR

PATROfMRIEflDS
STATE

TELEPHONE

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

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

Show  Rooms and Factories: N ew  Y ork , G rand Rapids, C hicago, B oston, Portland
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DRY GOODS,
1 ïkN C Y  GOODS NOJIONÌ 1

-w * ,__________ sé  ___________________________ i

Make Every Customer W ant to Come 
Back.

W ritte n  fo r th e  T rad esm an .
Take this as your m otto. In a few 

terse  w ords it em bodies one of the 
m ost fundam ental principles of suc
cessful m erchandising. It m ight well 
be made a little  b roader and put in 
this way: Make every one who en
ters your store w ant to come again.

A woman comes into your place of 
business for the first tim e and buys 
a yard of trim m ing or a pair of hose 
o r a spool of thread . "A trifling 
transaction ,” do you say? Yes, but 
is that all? She carries away with her 
a certain  im pression—she will want 
to com e back or she will w ant to 
avoid your sto re  in the future.

Every person who en ters your 
doors should be regarded as a tw o
fold business opportunity . You may 
sell her som ething. T hat is one part 
of the opportunity . The o ther part 
is just th is : W hether or not you sell 
to her at just this time, you have 
t chance to make so favorable an 
m pression upon her th a t she will 

w ant to come back. T h is is the m ore 
im portant part of the opportunity , 
for if you can m ake people w ant to 
come back the sales will take care of 
them selves.

Make your store  a store beautiful. 
A good dry goods stock has endless 
possibilities along this line. W om en 
just naturally  like to feast their eyes 
on the beauties of silks and w orsteds 
and wash goods, on laces and trim 
m ings and fancy articles. V ary your 
displays so as to make them  w ant to 
come back ju st to  see w hat they can 
see.

But even the draw ing pow er of a 
store beautiful m ay be nullified and 
worse than nullified by the slightest 
suggestion of discourtesy. It is not 
enough th a t no discourtesy be shown 
to  custom ers—there m ust be positive 
courtesy  and a desire to please m ani
fested by all employes.

I t  is a pow er which any m erchant 
may m ost earnestly  desire to  be able 
to  inspire a force of salespeople with 
the spirit of affability and agreeable
ness th a t will win and hold custom 
ers. I t  is not som ething to be a tta in 
ed by a rigid enforcem ent of set rules 
o r by a sharp calling down for every 
slight lapse in dem eanor. T he in ter
est and co-operation of the selling 
force m ust be enlisted. T hey m ust 
feel th a t in a sense it is their store 
and that they, alm ost as much as the 
proprieto r, w ant to m ake custom ers 
w ant to com e back.

W hen you get th is spirit awakened 
it will seem to  pervade the whole 
atm osphere of the store. C lerks will 
be patien t w ith slow, eccentric, and

over-particular buyers. T hey will be 
willing to take trouble and put them 
selves out to please and accom m o
date..

L et courtesy be im partial. T he 
w ealthy women expects to be deferred 
to at every turn. She is accustom ed 
to it. But for the poor and shabbily 
dressed woman a fine deference to 
her taste  and preferences from  sales
people has in it a touch of grateful 
novelty. Make the hum blest person 
who en ters your store feel that you 
w ant her patronage and consider it 
w orth while to give polite and care
ful a tten tion  to  all her wants.

T o  desire to  com e back your cus
tom ers m ust have confidence in your 
store. T his m ust be won by contin
ued fair and square dealing. Many 
people are inclined to look with a 
little  bias of suspicion upon a store 
anyway. M isrepresentation  of one 
article by one salesperson may bring 
condem nation on the whole establish
m ent.

If you desire a custom er to come 
back, don’t sell her som ething she 
doesn’t w ant w ant ju st for the sake 
of m aking a sale. She may be over
persuaded by a zealous clerk and take 
tha t one article and shun your store 
ever afterw ard.

Im press it upon every salesperson 
th a t goods m ust be sold for ju st w hat 
they are. I t is hard to m ake some 
understand th a t an exaggeration  of 
m erits and a glossing over of defects 
w orks against a store in the long run, 
and it isn’t so very long a run  either.

Reliability—m ake that your w atch
word. Strive to have it said that 
your store is th o rough ly  reliable. 
N either beautiful goods nor courteous 
treatm ent, poten t as they are, will 
serve to  make your custom ers w ant 
to  come back if they  even suspect 
they are being done up. Fabrix.

W hat a Clothing Buyer Must Be 
and Do.

H e m ust apply him self closely to 
business and carefully study the w ants 
of people.

H e m ust be an expert judge of fab
rics and be able to tell in stan tly  
w hether a piece of m aterial is good 
or bad.

In addition to buying all the m er
chandise for his departm ent, he m ust 
hire all the help, superintend the 
selling end, and receive from  forty  
to fifty salesm en each day.

T hese represen tatives of o th er firms 
m ust be trea ted  ju st as courteously 
as if they  w ere custom ers.

D uring the year a c lo th ing  buyer 
for a big departm ent store purchases 
approxim ately $1,000,000 w orth  of 
goods.

His salary is based on his ability 
to buy th is stock advantageously for 
both the store and its custom ers.

He is really the p rop rie to r of th a t 
branch of the sto re  and should w ork 
ju st as hard as if he w ere in business 
for himself.

H ard work, intelligence, courtesy  
and am bition are the m ost necessary 
qualications of a successful buyer.

B. W . Van Syckle.

W hisper Phone Used in Theater.
T he “w hisper phone” is the la test 

innovation to be introduced into a 
theater, and the first telephone system  
of tha t kind has recently  been in
stalled in the Globe theater, London, 
which is owned by Charles Frohm an. 
A telephone o pera to r back of the 
scenes takes any m essage from ou t
side for any m em ber of the audience 
or m em bers of the com pany. In the 
form er case the m essages are re
transm itted  over a delicate “w hisper 
phone" which is connected so that 
every seat in the low er part of the 
house can be reached. T he girl is 
called a “w hisper g irl” because of the 
delicate tran sm itte r she uses and 
from  the fact th a t she m ust w hisper 
her m essage in o rder not to disturb 
the perform ance. The m em bers of 
the com pany are  w hispered to through 
phones connecting with the dressing

room s. T he first m essage the “w hisper 
girl,, received was from  a man to his 
wife in the dress circle, sta ting  that 
he was going to  re tu rn  home late.

Tailor’s  Retort.
“Clothes dorf’t m ake the m an,” said 

the careless custom er.
“N o” replied the tailor, ruefully. “But 

some m en have a queer look about 
’em th a t m akes ’em the ruination of 
a suit of clothes.”

Different Now.
“W hy have you cut th a t lady who 

has ju st passed? Y esterday you were 
m ost cordial tow ard  h er?”

“T hat is my dressm aker, and I paid 
her bill th is m orning.”

Don’t believe all you hear or say all 
you believe.

We are manufacturers of

Trimmed and 
Untrimmed Hats

For Ladies. Misses and Children

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

G ran d  R apids, M ich.

Sw eater C oats
W e  s h o w  a s p le n d id  l in e

t /
Ladies from $18.00 to $30.00 per dozen 
Men’s from 4.50 to 52.00 per dozen 
Boys’ from 4.25 to 20.00 per dozen 
Juvenile from 4.50 to 12.00 per dozen

I Sweater Coats are good sellers and a 
j profitable line for you to carry.
a No. 489—All Wool, Light Grey and White, $18.00 per doz.

1 Paul Steketee & Sons
r | Wholesale Dry Goods
aJ Grand Rapids, Mich.

V isit the fifth 
floor of ou r  
new  building

and take a look 
at the values we 
offer for F a l l  
trade in the line 
of

Duck, Covert and Corduroy Coats, 
Mackinaws, Leather Coats, Trousers, 
Knickerbockers, Overalls, etc.

It will pay to do so.

W H O LE S A LE  ON LY

Grand Rapids Dry Goods Co., Grand Rapids, Mich.
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^  Clothing ^
H ow  I Became a Clothing Buyer.

Just because a young man happens to 
make a wrong start in the business 
world is no sign that he will not event
ually succeed. Some of the world’s most 
successful men made not only one mis
take but many of them before they fin
ally got on the right track. Business 
mistakes are assets if the man who 
makes them has the right sort of stuff 
in him and knows how to profit by his 
errors. I t’s the man who keeps on mak
ing the same mistakes time after time 
who never gets anywhere.

Most persons will say that a boy who 
runs away from home to look for a 
job is making the worst kind of a mis
take. Certainly no one would ever ad
vise a young man to make that kind of 
a start. Yet that was the very thing 
I did, and I have never regretted it. 
Maybe I was lucky. Anyhow I got a 
job, and it resulted in my following the 
career that has put me in my present 
position.

I was born and raised on a farm  in 
northern New Jersey. In those days it 
was the ambition of most farm ers’ sons 
to get away from the drudgery of milk
ing cows, pitching hay, and following 
the plow, and to secure a job in the city. 
Going to town on Saturdays with a load 
of butter, eggs, and other produce, which 
was exchanged at the store for sugar, 
coffee, and similar necessities, was a 
treat looked forward to all week.

To say that I envied the clerks in the 
store is stating it mildly, and I resolved 
at the first opportunity to try to get 
such a job. Like all farm boys, I went 
to school in the winter and worked in 
the fields during the spring and sum
mer. Even while attending school I 
had to get up at 4 o’clock every morn
ing to milk the cows and do other chores 
before breakfast.

I have always had to work hard, and 
while I naturally resented it in those 
days, I now realize it was the best pos
sible thing that could have happened to 
me. Everybody has to work hard down 
east—especially if he lives on a farm— 
and I guess the same is true of farmers 
evrywhere.

Eager to Get Odd Jobs.
It is mighty little money the average 

farm boy of 15 or 16 years of age has 
to spend, so whenever there was an op
portunity for me to do odd jobs for 
neighbors I was eager to accept. One 
of my duties was to deliver milk from 
the farm to a creamery about five miles 
from our house, and one day the pro
prietor asked me if I wanted to help 
him occasionally on busy days. I jum p
ed at the chance and managed to earn 
several dollars that way. This money 
my father allowed me to keep, and I 
saved most of it.

I was a proud youngster when I found 
that I had enough to buy a suit of 
clothes out of my own money. Accom
panied by my father I went to the town 
of Newton, where my father was ac
quainted with the proprietor of a cloth
ing store. A fter I had bought the suit 
and just as we were about to leave the

store the proprietor called to my father 
and sa id :

“Van, how would you like to have 
your boy come here and work for us?”

“I’m afraid he isn’t old enough, and 
besides I need him on the farm,” father 
replied. Then, as an afterthought, he 
added, “but I ’ve got a son out west who 
would like the place. I’ll write to him 
to-night if you say so.”

So it was arranged that my brother 
was to have the job. I listened to the 
conversation with a lump in my throat. 
I wanted that job myself, and all the 
way home I pleaded with father to let 
me take it. But when he said “no.” I 
knew he meant it, and I went to my 
room that night with a sad heart.

I lay awake for a long time, my re
sentment constantly increasing. “That 
man would have hired me if dad had 
consented,” I told myself. “Maybe he 
will, anyhow, if I can talk to him alone,” 
I argued.

Then I decided to run away, go to 
Newton, and apply for the job.

It didn’t take long for me to put on 
the new suit, and, hurriedly tying up a 
bundle of extra clothing. I tiptoed 
downstairs in my stocking feet. It 
was pitch dark and Newton was ten 
miles away, but I started out to walk. 
It was nearly 2 o’clock in the morning 
when I left home, and I was a tired 
youngster when I walked into town at 
daybreak. But my ambition was just as 
strong as ever, and after spending 25 
cents for breakfast I entered the cloth
ing store at 7 o’clock, just as the pro
prietor arrived.

“H ello ! W hat are you doing back 
here?” he asked.

Goes Back for the Job.
“I have come to take that job you 

offered me yesterday,” I replied, my 
heart in my mouth.

“I thought your father, didn’t want 
you to leave the farm ?”

“He has changed his mind,” I fibbed.
“Well, if that’s the case, you can go 

to work. I need a boy, and you look 
like you could fill the bill.”

All day I kept my eye on the front 
door, momentarily expecting my father 
to come in and give me a thrashing right 
there in the store. But he didn’t come 
for nearly a week, and by that time I 
was pretty well accustomed to my work.

W hen he did arrive I was the most 
surprised boy in the world. Instead of 
being angry, he walked up to me laugh
ing and sa id : “So you beat your broth
er to the job, eh? Well, I guess it’s 
just as well, because he doesn’t want to 
clerk in a store. Says he would rather 
stay on the farm. I knew you were here, 
but I decided to let you stay until I 
heard from your brother. Now you 
can remain, if Mr. Brown is satisfied 
with your work.”

That’s how I started on the road to 
become a buyer. I didn’t find the work 
as easy as I thought it would be, and 
many times I wished myself back on the 
farm, but I was determined to stick it 
out, and I did. My pay was $5 a week, 
and it took nearly all I earned to pay

my board. I worked from  7 a. m. till 
9 o’clock at night, every day, and until 
11 p. m. on Saturdays. During the busi
est seasons I had to be at the store all 
Sunday forenoon getting the stock in 
shape again after the Saturday rush.

At first my duties consisted of sweep
ing out the store, washing windows, 
cleaning lamps, running errands, count
ing eggs brought in by the farmers, and 
other odd jobs. It was a proud day for 
me when Mr. Brown told me I could 
go behind the counter and sell goods.

“If  you make good I will raise your 
pay,” he said. Two weeks later I found 
$8 in my pay envelope, and in a short 
time I was receiving $10. I made it a 
point to save part of my salary every 
week, and it wasn’t long until I had 
quite a bank account.

First Savings Go for a Horse.
Having been brought up on a farm, I 

was naturally fond of horses, so with 
my first savings I bought a horse and 
buggy. Then I discovered that- the cost 
of keeping a rig was more than I could 
afford, so I made a deal with a life in
surance agent whereby he wrote me a 
$1,000 endowment policy and applied 
part of the purchase price as payment 
of the first permium. I consider that 
policy one of the best investments I ever 
made, because it matured a few years 
ago and I have received back my first 
savings, with interest. In making good 
as a salseman I made a great many mis
takes, some of them pretty costly ones, 
but I profited by them and now I con
sider that they were worth to me many 
times what I lost.

One day I sold a big bill of gods to 
a stranger and charged them to him. 
When it came time to pay for the stuff 
the purchaser could not be located, and I 
had to make good the amount. That 
started me to studying human nature, 
and I never made a similar mistake in 
the future.

I worked in the store at Newton, N. 
J., until 1890. Then I decided that the 
prospects for advancement were better 
in the wrest, so I went to Grand Rapids, 
Mich., where I got a job as salesman in 
the children’s clothing department of a 
retail store. I left there two years later 
and came to Chicago just before the 
world’s fair to take a position as sales
man with Siegel, Cooper & Co. In a 
short time I was promoted to be assist
ant buyer in the merchant tailoring de
partment.

In 1893 I was offered a position as 
buyer of boys’ and children’s clothing 
for the W oolf Clothing C., at consider
ably more salary than I had been getting. 
During the world’s fair I married a 
young woman from my home town who 
came here to visit the exposition.

About that time, when my prospects 
looked unusually bright, I received what

I thought was a hard financial knock. It 
was during the panic, and business was 
poor all over the country. One day I 
was notified that my salary had been 
cut 10 per cent. I didn’t say anything, 
but it made me feel pretty much dis
couraged. That didn’t make any differ
ence in my work, however, and in a few 
monthes conditions had improved to 
such an extent that the firm put me 
back on the old salary basis, with the 
promise of an early increase.

Study W ants of People Carefully.
In 1908 I left the employ of the W oolf 

Clothing Co. to become buyer of men’s 
clothing for Rothschild & Co.. Later 
I was given charge of the men’s hat 
department and this fall I will have an 
additional department of boys’ outfitting.

I f  I were advising a young man how 
to become a successful buyer, I would 
tell him to apply himself closely to his 
business and carefully study the wants 
of the people. Anybody can buy goods, 
but it is a different proposition to buy 
goods that can be sold at a fair margin 
of profit. In the clothing business a 
buyer must be an expert judge of fab
rics. He must be able to tell the in
stant he touches a piece of material 
whether it is good or bad. That quali
fication can only be obtained by long 
years of experience in handling such 
goods.

The duties of a clothing buyer are 
very similar to those of any other de
partmental buyer. He must buy all 
the merchandise handled by his depart
ment, hire all the help, superintend the 
selling end, and receive from forty to 
fifty salesmen every day. Each of these 
representatives of other firms must be 
treated with just as much courtesy as 
if they were customers, and if it is not 
advisable to buy any of their goods, 
they must be sent away feeling just as 
good as if they had made a sale. The 
value of courtesy is as great in buying 
goods as it is in selling them.

During the year a clothing buyer for 
a big department sto e purchases ap
proximately $1,000,000 worth of goods, 
and his success or failure depends on 
his ability to buy this enormous stock 
to the mutual advantage of the store 
and its customers. He is really the pro
prietor of that department and his sala
ry is based on his ability.

H ard  work, combined, with intelli
gence, courtesy, and ambition, are the 
most eesential qualifications of a suc
cessful buyer. B. W. VanSycle.

That Trade-Mark W  J | | k  
means more Trunk, Collar,
Harness, Robe and Blanket ~ Trade Mark 

Business for both of us.
BROWN SEHLER CO.

GRAND R APID S, M ICH .
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Michigan Retail H ardw are Association.
P res id en t—C harles  H . M iller, F lin t.
V ice -P re s id e n t—F . A. R echlin , B ay 

C ity.
S ec re ta ry —A rth u r  J . S co tt, M arine  C ity.
T re a s u re r—W illiam  M oore, D etro it.

W here the Retail Dealer Shines.
T he county fair season is now in 

full swing, and the state fair and ex
position season has ju st opened. F o r 
m any reasons these fairs should he 
of keen in terest to the hardw are a id  
im plem ent dealer and he should re
gard them  as so m any opportunities 
for advertising  his goods, extending 
his acquaintance am ong those persons 
who should he regarded prospective 
custom ers, and for fu rther acquaint
ing him self with the m erits of the 
particular lines he m ay he handling

The county fair is w here the re 
tail dealer shines, if he chooses to  
shine at all. H e may m ake an ex
hibit there  and, if he goes about it in 
a proper m anner, his booth o r ten t 
may become the headquarters for half 
the farm ers in the county. T here he 
may dem onstra te  and explain the 
m erits of the m achines he handles 
and, if there is anything new i i the 
line, give special attention  to it. If 
any assistance is required for these 
dem onstrations there is no question 
of the dealer’s ability to obtain it. 
Few m anufacturers of any conse
quence will refuse the services of a 
traveler or dem onstra to r if the op
portun ity  is one for advertising  ot 
real value. W hether or not it is that 
depends on the dealer and upon his 
ability to take advantage of the op
p o rtu n ity  presented by the county 
fair.

W hat the county fair is to the 
dealer, regarded from  the point of 
view of opportunity  to aadvertise, 
the sta te  fair is to the big jobber or 
the m anufacturer. T hey make their 
exhibits a t the sta te fairs and exposi
tions of untold value by taking steps 
which will a ttrac t the dealer to  them. 
He may be m ade to feel at hom e at 
the jo b b er’s or m anufacturer’s ex
hibit ju st as readily as the farm er 
may be m ade to feel a t home in the 
dealer's te it, if the proper m ethods 
are used.

T he state fair should be regarded 
by the dealer as a m ost im portant 
function, and one to which he should 
give attention . T here he may find 
the opportunity  to w itness dem on
strations of the la test farm  im ple
m ents and m achines by experts. He 
will find an opportun ity  to talk  with 
u^-to -date  selling m e i and adver
tisers, and should be able to  take 
hom e w ith him m any new ideas 
which, p roperly  applied, will w ork 
w onders in increasing the volum e of 
business. T he up-to-date m anufac
tu re r o r jobber, realizing the m utual

benefits which should accrue from 
the attendance of the dealer, does all 
possible to a ttrac t him. Some write 
him le tters a id  o thers offer to hang 
up a sign with his name em blazoned 
on it in highly-colored le tters. Then 
there is the prom ise of a valuable 
souvenir and o ther m ethods of en
listing  the dealer in a proposition 
which, if followed to  its ultim ate de
velopm ent, cannot help but aid both 
m anufacturer or jobber and dealer. 
— Im plem ent Age.

Learning H ow to Collect Accounts.
M ost failures are attribu ted  by the 

com m ercial agencies to  lack of capi
tal, inexperience and bad credits 
Giving credit w here credit is not due 
is doubtless to blame for a lot of 
losses, but m any a dealer goes broke 
because he has extended credit to 
perfectly  solvent customers,, yet has 
not been able to find out the righ t 
way to collect. The success of the 
big collection agencies is due to  the 
fact th a t they have made a study of 
human nature; found the weak points 
in the arm or of indifference which is 
usually the chief defense of the debtor 
against the claim s of his cred ito r; 
and have handled each man individ
ually and in a way nicely calculated 
to bring results.

if  m erchant men w ere to spend the 
Same relative proportion  of their time 
upon figuring the righ t way of col
lecting  accounts th a t they  do in se
curing new custom ers, there  would be 
few of them  charged off the books, 
after the lapse of years, to profit and 
loss, and the net earnings of the busi
ness would be increased by ju s t that 
am ount. T here  is hardly a dealer of 
any consequence who hasn’t $1,000 to 
$3,000 w orth of old accounts on his 
books. H e fools himself, often, into 
believing th a t they  are w orth  while 
to him, and tha t they  will be collect
ed; but m erely allow ing them  to rest, 
o r to  send out occasional form al sta te 
m ents, is a little  w orse than useless, 
and it w ould be b e tte r  to charge 
them  off entirely, than  to carry  them 
and try  to  m ake them  p a rt of the 
assets of the business.

Fence Made of Shells.
A unique fence of shells may be 

seen in St. Petersburg , Florida, and 
incloses the prem ises of Mr. Owen 
A lbright. T he idea orig inated  w ith 
the owner, and he did the w ork him
self. T he fram ew ork of the structu re 
is of iron m eshing, and on th is is 
plastered cem ent. W hile the cem ent 
was still w et every shell was carefully 
placed by hand. Tw o hundred thous
and shells were used in the m aking

of this peculiar fence, and over forty 
varieties w ere b rough t into use. 
M any of the shells re tain  their p ris t
ine color. T he idea is an original 
one, indeed, and the result is effect
ive.

Chase Motor Wagons

A r t  built in taveral sizes and body styles. Carrying 
capacity from 900 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 f i t .  Division St., Grand Rapids

A erop lane T o y s
And H igh Grade W h eel G oods 

Send for catalogue
MICHIGAN TOY COMPANY

Grand Rapids

Established in 1873

BEST EQUIPPED FIRM IN THE STATE

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

Galvanized Iron Work
T H E  W E A T H ER LY  CO .

1$ Pearl S treet G rand Rapids, Mich.

Diamond Brand Steel 
Goods

T he True Temper Kind

What about your next season’s 
requirements

Give us a try

Michigan Hardware Company
Distributors 

Exclusively Wholesale

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

Foster, Stevens & Co.
W holesale Hardware 

a t

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

Grand Rapids, Mich.
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T H E  FERRY FAM ILY.

W hy the Forbears Sleep in Neglected  
Graves.

The criticism of Grand Haven and 
Grand Haven people in their apparent 
lack of interest in the Ferry family :n 
a recent issue of the Michigan Tiades- 
man created considerable comment in 
this city. There are some things about 
the article which were entirely true and 
the article indicated a knowledge of 
the subject which made it appear that 
some local person had written the ar
ticle. A fter all the article shows some 
ignorance on the part of the writer as 
to the feeling in Grand Haven towards 
the Ferry family.

Grand Haven has not forgotten the 
Ferry family and they regard the Rev. 
William M. Ferry as the real founder 
of the city. There is a deep regard for 
the late Senator Thomas W hite Ferry, 
who for years held a prominent place 
in the history of the nation. Senator 
Ferry was a grand man. He was truly 
a Christian gentleman. In public life 
he did much for Grand Haven, and all 
of the time he was in Congress, both 
in the upper and lower house, he worked 
indefatigably for his home town, be
cause he loved Grand Haven and he 
never ceased to love it until the day he 
closed his eyes upon the world of which 
he had seen so much. Perhaps the 
Tradesman is right in the statement that 
Senator Ferry was the greatest man 

• this city can ever hope to send into the 
world of affairs.

The people of Grand Haven reverence 
the memory of Aunt Mary W hite also. 
She was the town’s first school teacher 
and a remarkable woman of sweet, 
charming personality who in her quiet 
way exerted a wonderful influence for 
good over the people of that pioneer 
settlement. Later when the little set
tlement grew into a city, she still lived 
and her goodness and sweetness still 
had its effect upon the people. Aunt 
Mary W hite’s memory will always re
main pure and sweet and fresh in the 
minds of those who knew her.

No, Grand Haven has not forgotten 
the Ferry family. Its people are proud 
of the record which the men of the 
pioneer family reflected upon the proud 
history of the city. In the rush of its 
modern existence the city may have put 
off doing something which should have 
been done, and many of the citizens of 
the present city of Grand Haven, may 
be strangers to the story of the Ferry 
family and its fame. But there is none 
the less desire on the part of Grand 
Haven to honor the individual memories 
of the men and women who made up 
the illustrious family of pioneers. Some 
day it is to be hoped the city will find 
a way to perpetuate the memory of the 
pioneer preacher who made the first 
permanent settlement at Grand Haven, 
to honor the memory of the gallant ma
jor who fell at the head of his soldiers 
at the battle of Gettysburg; and to 
keep constantly before the growing citi
zenship of the city the man who became 
famous as a statesman in the halls of 
congress, and who for one day served 
as the President of the United States.

But there are no millionaires in the 
city to assist in this work of honoring 
the name of Ferry in substantial form. 
Some day perhaps the desired will come 
about. At the present time there is

not a single member of the Ferry fam
ily in Grand Haven. The old family 
home on F irst street, did fall from 
grace it is true. The property was still 
in the possession of the Ferry estate, 
which is reputed to be worth millions 
of dollars. The estate has been under 
litigation but before the m atter was 
settled the Ferry family had sold the 
property.

There is no doubt that some of the 
Ferry family lots on the hill in Lake 
Forest have been neglected, but this 
is a sacred and private m atter with the 
surviving members, and it would seem 
rather out of place for Grand Haven 
to take any official action under the cir
cumstances. It is pathetic that the fine 
old family should have been torn by ill 
feeling and disagreement and litigation 
among the survivors, while the for
bears, who lived in peace and brotherly 
love, are sleeping in graves which are 
truly neglected. Friends of the de
parted ones do not forget, however, and 
many Grand Haven people take occa
sion frequently to place flowers on the 
mounds on the hill, which mark all that 
is mortal of men and women, whose 
lives were linked with the beginning of 
Grand Haven in love, and work and an 
entwining friendship.—Grand Haven 
Daily Tribune.

W hat Some Michigan Cities Are 
Doing.

W ritte n  fo r th e  T rad esm an .
Jackson’s newest industry, secured 

through the efforts of the Chamber of 
Commerce of that city, is the Michigan 
Foundry Co., which starts off with 
twenty-five men but will eventually em
ploy more.

Pontiac’s newest manufacturing con
cern is the Pontiac Auto Castings Co.. 
with capital stock of $15,000.

The Pontiac Commercial Association 
will co-operate with the Jackson Cham
ber of Commerce in an effort to avert 
the car shortage that is threatened this 
fall.

Arrangements are made for re-open- 
ing the Michigan School for the Deaf 
at Flint Sept. 26. The general offices 
and dormitories, etc., are of a tempor
ary nature, pending the rebuilding of 
the school which was burned last May.

The Imperial Wheel Co. will remain 
in Flint, employing 200 to 300 men. 
Local men have subscribed for stock and 
the company will be reorganized, with 
$200,000 capital.

The school savings system, started a 
year ago at Flint, has proven success
ful and will be continued.

Three Rivers receives an industrial 
boost through the action taken by the 
city council in vacating that part of 
Fourth street needed for the expansion 
of the Sheffield Car Co.

A modern freight office and ware
house is being built by the Lake Shore 
road at Hillsdale. The building is red 
pressed brick, slate roof, and is 50x200 
feet, two stories.

The new city charter adopted at Lan
sing requires bakers to make one and 
two pound loaves of bread. The bak
ers are willing to print the weight of 
their loaves on the wrappers, but they 
would like to be able to vary the weight 
as the price of flour increases or di
minishes, so that the standard may al
ways be 5 and 10 cents per loaf. 

Hillsdale will place a bronze tablet in

its new city hall in appreciation of the 
generous contribution of W. W. Mit
chell, of Cadillac, towards this building.

Oakland county is trying the experi
ment of sending the vagrants, drunks 
and disorderlies confined in the jail at 
Pontiac to do service in behalf of good 
roads in the road camps. By this means 
Oakland doubtless will clear that section 
of the tramp scourge this fall and win
ter, since the W eary Willies will quickly 
spread the word that it is an unhealthy 
county.

Pentwater now has daily boat service 
direct to Milwaukee.

Muskegon grocers voted not to extend 
the half holiday season through Sep
tember. Stores will be closed all day, 
Wednesday, Sept. 11.

Kalamazoo owners of the paper mills 
at W atervliet have voted to build a 
new coating mill on the site of the 
W atervliet Paper Co.

The Ravenna Improvement Associa
tion is going after everything not nailed 
down that will help Ravenna.

Big Rapids will hold a special elec
tion Sept. 17 to vote on the proposition

of issuing bonds for $50,000 for rebuild
ing and extending the waterworks sys
tem.

Allegan is not pleased with the “air 
line” plans of the builders of the Grand 
Rapids-Kalamazoo electric road. The 
Gazette says: “It is the belief in Alle
gan that the best route for such a rail
way would be from Kalamazoo through 
Otsego to Allegan and thence north
ward through Monterey, Salem and 
Jamestown, the road passing through a 
rich and populous country north of Al
legan which is wholly without immediate 
railway service. At any rate the situa
tion calls for activity on the part of 
the Board of Trade and Allegan people 
in general.”

W ith the exception of the street 
sweepers, all common laborers employed 
by the city of Sault Ste. Marie have 
been given a raise in wages of 25 cents 
a day. They will now receive $2.25 per 
day.

Croswell enjoyed a civic holiday Sept. 
4, with a good program of music, speak
ing and sports, and a basket dinner at 
the park. Almond Griffen.

REYNOLDS FLEXIBLE ASPHALT 
SLATE SHINGLES

H A VE  E N D O R S E M E N T  OF LE A D IN G  A R C H IT E C T S

Reynolds Stale Shingles After Five Years Wear Wood Shingles After Five Years Wear
Beware of Imitations. For Particulars Ask for Sample and Booklet.

Write us for Agency Proposition. Distributing Agents at 
Saginaw Kalamazoo Toledo Columbus Rochester Boston Chicago

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

H. M. REYNOLDS ASPHALT SHINGLE CO.
Original Manufacturer, GRAND RAPIDS, MICH.

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

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

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

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

W rite us today for particulars.

D ept. “K”
THE BRECHT COMPANY

ESTABLISHED 1853 

Main Offices and Factories:
1201-1215 CASS AVE., S T , LOUIS, U. S. A.

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

Brecht’s
Twin

Compressor
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W holesale and Retail
Grocery For Sale

Wish to retire from business. Have 
a live proposition in a combination 
wholesale and retail grocery and 
meat supply house in Chicago. Ills. 
Unsurpassed location. Long and 
favorable lease. Splendid business. 
Untold possibilities. Will sell or 
trade, or keep part interest. Tired 
of work. A fortune for a live man. 
Address Opportunity, care Michigan 
Tradesman.

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

Successors to F. E. Stroup. G ran d  R a p id s , M ic h

Hart Brand canned Boons
Packed by

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

M ichigan People W an t M ichigan P roducts

Encourage Production of Infertile 
Eggs.

F rankfo rt, Ind., Sept. 2— Now that 
the hatching season is over, we re- 
spetfully urge all producers of poultry  
and eggs to  dispose of all their ro o st
ers w ithout delay, so tha t their eggs 
will not be fertilized. Feed is high, 
and there is no reason to keep your 
roosters any longer.

A large p art of the heavy loss from  
bad eggs can be obviated by the p ro
duction of infertile eggs. T h is  has 
been dem onstrated  beyond a doubt by 
the investigations concerning the im 
provem ent of the farm  egg, which 
during  the past tw o years, have been 
conducted in the middle w est by the 
Bureau of Anim al Industry  of the D e
partm ent of A griculture.

Secretary W ilson of the D epartm ent 
of A giculture estim ates that, betw een 
the producer and the consum er, there 
is an annual loss of $45,000,000 in the 
egg crop of the U nited  S tates, the 
g rea ter portion  of which falls on the 
farm er, who is by far the largest p ro
ducer. Of th is enorm ous loss about 
one-third, or $15,000,000, is caused by 
heat, which develops the  em bryo of 
the fertile egg, causing w hat is known 
to the trade as a “blood ring .” As 
it is im possible to  produce a blood 
ring” in an infertile egg, such an egg 
will stand a h igher degree of tem per
atu re w ithout serious deterioration  
than  will a fertile egg-

T he Secretary says th a t if farm ers 
and o thers engaged in the production 
of eggs would m arket their male birds 
as soon as the hatch ing  season is over, 
a large saving would be made, as 
practically  every infertile egg would 
grade a first or second if clean and 
prom ptly  m arketed.

No m ore simple o r efficient m ethod 
for the im provem ent of the egg sup
ply of the country could be adopted 
than the production of infertile eggs.

W e solicit your co-operation in this 
move, which ultim ately m eans b etter 
prices for be tte r eggs.

Fear-C am pbell Company.

Crushing Bad E gg  Trade.
Du. W illiam  P. Cutler, Com m is

sioner of the M issouri D epartm ent 
of Food and D rug Inspection, St. 
Louis, Mo., has sta rted  ano ther active 
cam paign to raise the standard  of 
eggs in M issouri and to put a stop 
to  the practice of m arketing  ta in ted  
eggs. C irculars by the thousands 
have been sent to farm ers and ship
pers th roughou t the State, calling a t
tention  to the laws in regard  to  the 
selling of stale or ta in ted  eggs, and 
decom posed, ta in ted  o r diseased poul
try  o r o ther animals, and w arns the 
farm ers and shippers th a t they  are 
equally as liable to prosecution for

m arketing  o r selling eggs th a t are 
unlit for food as the dealer. H ealth  
officers and inspectors in all p arts of 
the S tate  have been instructed  to see 
that the laws in this regard are s tric t
ly enforced, and th a t all v io lators are 
prosecuted.

A num ber of shipm ents of spots 
and tain ted  eggs have been seized 
and condem ned and several local com 
m ission firms are being w atched very 
closely by the authories, as it is ex
pected th a t they are doing a regular 
business in the prohibited eggs. O ne 
firm in particu lar is know n to  have 
w orked up quite a trade in these eggs, 
and is selling them  to the cheap bak
er trade, as well as w orking them  off 
quietly, m ixed with good eggs. This 
offender, while it is know n that he 
is guilty, has so far succeeded in 
“hiding his tracks” so effectively th a t 
the officers are no t yet able to  b ring  
proof to  convict him. T hey are de
term ined, however, and unless he 
gives up his illegal practice they  are 
confident of being able to convict 
him in the near future. W hen asked 
in regard  to  the charges, th is dealer 
said: “W ell they  can’t prove any
th ing  on me, can they?”

Leading Poultry State. 
A ccording to  the sta tis tics ju st 

m ade public M issouri led every o ther 
sta te  in 1910 in the value of the poul
try  output.

T he live stock and dressed poultry , 
eggs and feathers which w ere sent ‘o 
m arket in 1910 w ere w orth  $30,766,257, 
while the estim ated value of these 
com m odities which w ere consum ed 
locally was $19,200,000 or a to tal valu
ation for the sta te  of $49,966,257.

T o  get a p roper conception of the 
actual pou ltry  production  of the state 
it m ust be taken into account th a t be
fore ' any shipm ents w ere m ade the 
m any large cities of M issouri were 
first supplied, so th a t the estim ated 
value of these products consum ed 
locally, which is placed a t $19,200,000, 
is conservative and the actual produc
tion would w ithout doubt exceed $50,- 
000,000.

T aking  only actual shipm ent figures 
there w ere 71,686,527 pounds of live 
poultry  shipped, valued a t $7,168,652; 
38,508,770 pounds of dressed poultry, 
w orth  $4,818,596; 101,447*,505 dozen 
eggs, valued at $18,260,551, and 1.298,- 
144 pounds of feathers w orth  $518,548.

N ot counting the eggs which were 
consum ed at hom e, the hens of M is
souri laid enough eggs, which were 
shipped to  m arket, to give every man, 
wom an and child in the U nited  S tates 
nearly  14 eggs.

I t  keeps lazy men busy putting things 
off till to-morrow.

P otato  Bags
New and second-hand, also bean bags, flour bags. etc. 

Q uick Shipm ents Our Pride

ROY BAKER
W m . A lden Sm ith  Bldg. Grand Rapids, Mich.

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

Grass, Glover, Agricultural and Garden Seeds

BROWN SEED CO., GRAND RAPIDS, MICH.

— ESTA BLISH ED  1876 —

W hen you w ant Çfoyçf Qf TìltlOtlty  S e e d Call or write
to Buy or Sell

M O S E L E Y  B R O T H E R S
G R A N D  R A PID S, MICH.

B

Mild Cured

Hams and Bacon
100 per cen t Pure

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

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

Ludington, Mich., F. L. Bents 
Grand Rapids, W. T. Irwin, 538 Sheldon Ave.
Kalamazoo, H. J. Linsner, 911% N. Burdick 

Lansing, H. W. Garver, Hotel Wentworth 
Adrian, G. W. Robnett, Hotel Maumee 

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

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

Cudahy Brothers Go.
C udahy-M ilw aukee

ß
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Better Prices for Better Eggs

FBESH ECS I WEEK OID 2 WEEKS 01!» 3 WEEKS OLD

The  A ir Space in an E gg D enotes its Age.

Jottings From Michigan E gg H an
dlers.

Saginaw, Sept. 10—W e think our eggs 
much better quality than last year. The 
work we have done along educational 
lines has helped the quality, but there 
is still a great chance for improvement. 
We are having our men at the different 
points work personally among the coun
try merchants and farm ers trying to 
improve quality. All the eggs we are 
getting in here just now we are buying 
on a loss off basis, but at some of our 
other points it seems impossible to buy 
that way.

Most of the dealers are not doing 
as they agreed to in regard to buying 
on the loss off basis. They have all 
flunked. W e will not store any warm 
weather stock. W e are getting a lot of 
broilers at the present time and quite 
a few hens. W e don’t ship any poultry 
in carload lots. Think we will build a 
big dressing and feeding plant here this 
year. Saginaw Beef Company.

Coldwater, Sept. 10—The hot weather 
is affecting the eggs now and I am not 
trying to buy many. I am getting about 
200 cases a week. The price is too 
high. There are always some who want 
to pay more than the eggs are worth 
and now is a good time to let them have 
them. I am paying 29c, which is 2c 
too much and am letting most of them 
go. I am getting 200 pounds of poultry 
per week and paying 10c. I am not get
ting many springs yet. Butter is very 
scarce here. C. A. Marquette.

Stanton, Sept. 10—The quality of eggs 
is decidedly better than other years at 
this season, due to farm ers taking bet
ter care and marketing oftener. Also 
the printed m atter distributed by the 
state department has had its effect on 
both dealer and producer. Am buying 
loss off now, but not all dealers are do
ing it. The egg production is very light 
at present. There will be no summer 
eggs to store—all going into consump
tion. The chicken crop is normal. Not 
getting any spring chickens. Shipping 
500 to 800 pounds of hens each week 
and 35 to 50 cases of eggs.

J. H. Mathews.

Deckerville, Sept. 10—I am finding egg 
receipts of about the usual quality and 
quantity for this season of the year. 
Farm ers are not taking any better care 
of eggs than formerly and I have done 
nothing in the way of educational work. 
One can not do much in that line with
out the co-operation of the country mer
chants as they get a large percentage of 
the eggs in trade for merchandise. I 
am not buying loss off. I will not put 
away any summer eggs. I look for the 
chicken crop to be short of last year. 
There have been only a few coops of 
spring chickens marketed here as yet.

W e will not load any cars of live poul
try until October. Farm ers are begin
ning to market their hens, but not to 
any great extent. D. J. Robey.

Paint in the E gg Room.
The following inquiry was received 

by C old:
“In overhauling our cold storage 

house we thought it advisable to paint 
the galvanized iron pan under the sec
ondary coils of the Madison Cooper 
brine system. W e used asphalt paint, 
hoping to make the iron more durable, 
but find that the paint throws off an odor 
which has not disappeared in spite of 
whitewashing and the use of a liberal 
supply of calcium chloride. The odor 
almost disappears when the door has 
been open for a few days, but as soon 
as the room is closed tightly the odor 
again becomes quite strong. W ould you 
advise scraping all this paint off the 
galvanized iron, or do you think the 
odor will be absorbed by the cases with
out tainting the eggs? W e will have 
no use for the large room until July, and 
then only for two or three months’ 
carry.”

To which Mr. Cooper replied:
“It really should seem to us that after 

all that has been said on this subject 
that you should have been more careful. 
Doubtless your asphalt paint contains 
coal ta r as well as asphalt, or possibly 
it is a straight coal ta r paint. You cer
tainly should not take any chances what
ever in connection with this matter, and 
we would recommend that you get rid 
of the paint some way or other, at least 
to an extent which will get rid of the 
odor. Eggs take up an odor of this 
kind very quickly and very strongly, and 
you should be very cautious about put
ting eggs in there unless you can com
pletely deodorize the room. As you 
have plenty of time to get rid of the 
odor, you should handle this matter 
carefully and be sure it is disposed of 
before you put any eggs in. The dam
age and the trouble are ilkely to be so 
great that, as above stated, you certainly 
are not justified in taking any chances 
whatever.”

The Color of the Yolk.
F rom  six thousand hens’ eggs Dr. 

W illsta ter, w ith the assistance of Dr. 
Esch, has succeeded in ex tracting  
about an eighth of an ounce of the 
m atter tha t m akes the yolk of the 
egg yellow. T his pigm ent has sow 
been obtained in a pure crystalline 
state, so th a t its chem ical com posi
tion m ay be determ ined as well as 
its peculiar properties.

T he yellow belongs to the same 
class of p igm ents as the green leaves 
—xanthophyl. In  p lants and in ani
m als W ills ta te r has found two dis-

tinct series of pigm ents. 1 1  one of 
these series the substances are solu
ble in benzine and consists of carbon 
and hydrogen. T he yellow of the car
ro t is a good exam ple of this class 
of pigm ents. In  the o ther series 
each m olecule contains in addition 
two atom s of oxygen. T hese p ig
m ents are soluble i.i alcohol. I h i  
yellow of the egg and xan thophyl be
long to the la tte r group.

Every  tim e a m an invents a new 
excuse he infringes on some other fel
low ’s patent.

Many a m an’s spicy conversation is 
due to the arom a of cloves.

Rea & Witzig
PRODUCE
COMMISSION
MERCHANTS

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

Established 1873

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

FOO TE & JE N K S» COLEMAN’S ( b r a n d , 

Terpeneiess Lemon and "&<> «*»» Vanilla
Insist on getting Coleman's Extracts from your jobbing grocer, or mail order direct to 

FOOTE & JENKS, Jackson , M ich.

G ood T h in g s to  Eat
at

Jams Jellies Preserves Mustards

Fruit Butters Vinegars Catsup

Table Sauces Pork and Beans

Pickles— OF COURSE

HIGH GRADE FOOD PRODUCTS
Made “Williams Way”

Mr. Pickle of Michigan

THE WILLIAMS BROS. CO. of D etroit
(W illiams Square)

Pick the Pickle from Michigan
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T H E  M ICHIGAN A PPL E .

Machinery Necessary For Proper D is
tribution of Crop.

W ritte n  fo r  th e  T radesm an .
A fter we have established the Michi

gan apple in the market come problems 
whose solution must be made in ad
vance of their need.

It is one thing to put up a fine, stan
dardized product which everyone will 
want and it is another thing to see that 
that product reaches the consumer in 
perfect condition, without delay and 
without waste.

Inspected and packed in the orchard- 
ist’s packing house, the cover nailed 
down and the inspector’s stamp and 
label on the box, apples begin to “go 
down.” They wilt, lose flavor and ap
pearance and juice, even rot may begin, 
unless they are properly handled.

We must have cold storage houses 
to take this fruit and keep it at the

waste more than takes care of the ex
tra care and expense required for pro
per handling. Growers must realize 
this. They must learn that it is not 
enough merely to grow good apples in 
large quantity. Their problem does not 
stop at the border of their orchard. 
The successful grower of the future is 
he who understands his whole problem 
from the tree to the consumer of his 
fruit.

Cold storage plants must come in one 
of two ways. E ither private capital 
must be enlisted to erect them and pro
vide the necessary funds to handle the 
crop, or co-operative associations must 
be formed among the growers to under
take this.

There are dangers that must be recog
nized and understood in either plan.

The large concern, with its storage 
plant and big cash buying power, once 
established in a community, may readily 
tend to become monopolistic. Buying

from Michigan’s fruit, its enormous 
profits, must be distributed not among 
a few men of capital, but among our 
growers at large. We, the citizens of 
this State—whether we be merchants, 
wage earners, manufacturers or what
ever our occupation—are interested in 
our fruit resources just as much in an 
indirect way as the man who grows 
the fruit. O ur prosperity to a very 
large degree depends upon his.

Co-operative marketing has not, as 
yet, been worked out to such a success 
as would at present w arrant the belief 
that an association of growers could 
undertake to do for themselves what 
such a concern as above suggested would 
be able to do. But there is no reason 
why this could not be worked out just 
as our dairy farm ers have worked out 
their problem of co-operative cream
eries.

It is altogether within reason that 
an association of growers should own

Cold storage plants can be erected 
in short order when their construction 
is necessary, but the making of a mar
ket is not the work of days or weeks— 
it is the keen, unremitting work of 
years. I t is work worthy of a big, keen 
merchandiser with broad and compre
hensive mind. It is a work that requires 
immense energy, shrewd understanding, 
and a thorough knowledge of every ele
ment that enters into the problem.

The solution of this problem means 
more to Michigan than all her copper 
mines, more than the immense forests 
that once clothed her two peninsulas, 
for it means forests of a new kind, 
whose annual crop is more than the an
nual cut of timber that gave way to 
them. C. P. Buck.

Earth Travels Dusty Road in Space.
T h at the earth  is traveling a dusty 

road in space seems a strange con
ception, but recent investigations

Systematic and judicious pruning is necessary, but don’t  make it a lumbering operation.
necessary temperature to preserve it 
for market. The packed fruit should 
go right into this storage as soon as the 
pack is made.

Cold storage houses argue capital that 
the small grower cannot supply. Even 
a large commercial orchard may find 
the investment and upkeep expense un
warranted by the volume of business it 
alone can supply.

The apples should be shipped to the 
big distributing centers in pre-cooled 
cars. They should go right into the cold 
storage of the wholesale fruit dealer, 
and there await distribution to the re
tail grocer, the market and the fruit 
seller. In this way, and in this way 
only, can the quality of the packed fruit 
be maintained.

Ordinary packed fruit is high priced 
in the city because the retailer must 
throw away so much spoiled stock, and 
this waste the consumer pays for. The 
consumer pays for everything in the 
long run anyway. And the consumer 
p-iys far less for fruit properly cared 
for than for fruit improperly handled.

To turn it around the other way, the

orchards in bulk on the tree and making 
the grade themselves, they are in posi
tion to dominate their field. The grower 
may go to them or he may take his 
chances on the market.

Apple inspection under the brand-li
cense system must be open to anyone 
who will pay for it. Cold storage must 
be made available in some form so that 
every grower may take advantage of it 
at a fair price to him.

The immense opportunity for the 
large company must be at once appar
ent. Buying fruit in bulk and selling 
fancy packed stock under brand, can
ning the fruit too ripe for shipment 
making cider, jelly, vinegar, etc., of 
the culls and refuse, they conserve every 
particle of the product. Not only ap
ples, but cherries, peaches, plums, all 
the vegetables and berries are fish for 
their net. The profits of canning fac
tory, cider mill, packing house, etc., 
would be far beyond the average profits 
of an industrial enterprise.

It is this feature that makes such a 
concern not without its element of men
ace. F or above all things, the return

a cold storage plant, just as much as 
they now own potato houses, or the 
farm ers of the grain belt own co-opera
tive grain elevators.

The failures that are recorded of co
operative marketing concerns in the 
State have largely failed because of a 
lack of understanding of marketing 
conditions and practice. W ith a co
operative association under license to 
use such a label as our previous article 
suggested, under an inspection system 
with a standard of grades, the market
ing becomes much more certain and 
profitable. It removes the stumbling 
block for the co-operative association 
of the future.

Cold storage plants and packing
houses are only means to an end. They 
represent only the necessary ware
housing features of the fru it growers 
distribution system. His real work— 
his most vital work is the securing and 
holding of his market—the work of 
creating out among the millions of 
homes in this land of ours a demand 
that will absorb all the fru it he can 
raise and at a good, profitable price.

have tended to establish this view. 
F o r some time it has been recognized 
th a t the brigh tness of the n ight sky 
is no t entirely  due to the m oon and 
stars. I t  appears th a t the additional 
b righ tness m ust be a phenom enon of 
the ea rth ’s atm osphere, and an a t
tem pt a t accurate m easurem ent of 
this socalled “earth  ligh t” has now 
been made. I t  is com pu ted -that the 
full m oon is 6,000,000 tim es as b right 
as an equal area of sky under earth  
light alone. T he existence of a per
m anent aurora has been suggested, 
and the idea is borne out by the fact 
tha t a line in the g reen of the earth  
light spectrum  is characteristic  of the 
spectrum  of the  ord inary  aurora. I t 
is though t tha t this perm anent au ro ra  
m ay be a result of the ea rth ’s passage 
through  a continuous diffuse cloud of 
dust. T he particles giving rise to 
shooting  sta rs  are quite num erous, 
and it is a fair assum ption th a t there 
may be finer particles sufficient to 
cause the m ysterious light of the sky.

è
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How Much of Your Net Profit
Do You Get?

"VT'OUR success is determined, not by the volume of your sales, but 
A by the net profit you actually receive. Losses caused by carelessness, 

mistakes, forgotton charges and temptation must be paid for out of net 
profit—you have just that much less for your family, your future and 
yourself.

A modern National Cash Register stops losses and increases trade and profits. It shows 
how much money should be in your cash drawer and how many sales were made by 
each clerk. It records all charges, bills paid and money received on account.

It insures your getting that part of every dollar which rightfully belongs to you as a fair 
return on your labor and investment.

Write for further information

The National Cash Register Company 
Dayton, Ohio
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Devotion Should Be Mutual—Not 
One-Sided.

W ritte n  fo r th e  T radesm an .
W e speak of a model husband or 

a model wife, but just w hat do we 
mean by either term ? W hat are our 
standards? How is any conscien
tious spouse to know it when he or 
she has attained perfection—or if per
fection is not possible, then a reason
able degree of proficiency in being a 
near-m odel?

Mrs. Solis honestly thinks that her 
daughter Maud has the very best 
kind of a husband. Ralph’s excel
lencies are ever on his m other-in- 
law ’s tongue.

“H e hum ors Maud in everything. 
She has her own way if ever a w om 
an did. H e ju st can’t do enough for 
her.

“ No m atter w hat Maud w ants in 
the way of clothes, she has it. And 
things in the house— she has all tha t 
heart could wish. And he’s so saving 
about buying his own clothes and 
anything for himself.

“W hen Caroline was a baby (C aro
line is the little  daughter of Ralph and 
M aud) Maud never was broken of 
her rest. I t  was Ralph who walked 
the floor nights. H e takes care of 
Caroline now when she is sick or 
anything.

“And he's the m ost thoughtfu l and 
accom m odating man. W hen there’s 
any m arketing  th a t can’t be done over 
the phone, he attends to it. If Maud 
w ants a skein of silk for her em
broidery, he can m atch the shade just 
as well as she can. And he never 
objects when she asks him to bother 
with such things.

“ I never saw another man who was 
really^ willing to eat just w hat was 
set before him. Maud never asks him 
w hat he would like—she cooks just 
as she likes things. If she's suited, 
he is.

“W hen they go for their vacation, 
she plans the trip. He would prefer 
to go off fishing in the woods, but 
she likes a couple of weeks at a re 
sort hotel better, so that settles it.

“H e’s the handiest man about the 
house—can get a meal of victuals 
ju st as well as Maud can. He pre
pares breakfast m ore than  half the 
time.

“And he never gives her a cross 
word. No m atter how tired he may 
be. he’s always ready to jum p and 
w ait on her. I tell Maud he’s one 
man out of ten thousand. I wish 
every girl had such a husband.”

I saw Ralph and Maud this sum 
m er and I fully agree with his m other- 
in-law th a t he is one man out of ten 
thousand, but I can hardly endorse 
her desire th a t every wom an had

such a husband. I t occured to me 
th a t self-abnegation on his part was 
being carried entirely  too far.

Every  girl dream s of a husband 
who will show the devotion of an 
arden t lover all through  the long 
years of m arried life; who will pet 
her and hum or her and baby her; a 
man with whom  her slightest wish 
shall be law. The chances are very 
slim of g e tting  this kind and when 
she does it isn’t good for her.

Look at Maud. She is a rathe* 
handsom e woman and is alw ays neat
ly and stylishly dressed, but she has 
becom e so openly selfish and—there 
is only one w ord for it—hard. H er 
face is lacking in wom anly tenderness 
and kindliness. She takes all R alph’s 
devotion as a m atter of course. 
Scarcely so much as a “thank  you” 
for his constan t tra iling  around to 
w ait on her. And she finds fault and 
nags—and yes, scolds.

As has been said, a girl dream s of 
a husband who will pet her. In  siz
ing up any m an as a husband, do 
not fem inine judges usually place an 
over-indulgent disposition, an exces
sive devotedness, as the tra it deserv
ing the very highest notch of praise?

Is our sex alone in th is craving 
for deference and subservience? Does 
not every m an feel som etim es th a t he 
would like a wife who would always 
be ready to w ait on him, who would 
cook all his favorite dishes w ithout 
regard  to alim entary  consequences, 
who would accept his opinions un- 
questioningly, who would laugh at 
his oldest jokes—in short who would 
deem it a privilege to  sit at his feet 
in abject subm ission?

T here  are such wom en. And in 
ninety-nine cases out of a hundred 
their husbands become dom estic des
pots—czars on a small scale.

Isn ’t it about tim e th a t we change 
our notions and go in for a square 
deal in m atrim ony? F or if m arriage 
m eans anything, doesn’t it m ean m u
tual concessions and sacrifices, a gen
uine sharing  of joys and sorrow s, a 
reciprocal giving and receiving of de
votion? N either husband nor wife 
should have the lion’s share of pleas
ures and luxuries. N either should do 
all the giving up and g etting  along.

So, kind sir, banish from  your 
mind th a t image of a superlatively 
meek little  creature who would be 
ever ready to run and do your bid
ding, and who would look up to you 
as the em bodim ent of all wisdom. She 
would spoil you if you go t her. T he 
august lady (whom  you are much 
m ore likely to m arry) who will som e
tim es dare to differ w ith you, who 
will even delicately and tactfully  
show you your e rro rs and blunders,

who will require from  you kindness 
and forbearance and consideration 
and render the same to you, who will 
be your solace in sorrow  and your 
equal and honored com panion in joy 
—she will m ake you a far b e tte r run
ning m ate than  would the humble 
little  serv ito r of your dream s.

And girls, don’t w ant the kind of 
husband who would be everlastingly 
down on his knees to  you. You are 
not at all likely to get th a t kind and 
tru ly  it would be a m isfortune to you 
if you did. D on’t expect your hus
band to be your slave. On the o ther 
hand, while you will give him a full 
m easure of wifely devotion, don’t be 
one of the over-m eek and submissive 
sort who m ake it easy for a m an to 
be an au tocra t and a ty ran t in his own 
household. Quillo.

Guides to Success.
Be persis ten t, hard  w orking and 

square. Seek, do no t avoid, diffi
culties.

A hard w orking, intelligent, honest 
em ploye can alw ays rise to  the top 
because m ost of his associates show 
a m arvelous am ount of m ediocrity.

David R. Forgdn.

O FFICE O U T F IT T E R S
L O O S E  L E A F  S P E C I A L I S T S

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

IM PO R TA N T  
Retail Grocers

who wish to please 
their customers should 
be sure to supply them  

~ with the genuine

Baker's 
Cocoa and 
Chocolate

with the trade-mark 
Registered on the packages.

U. S. i a t .  off
They are staple goods, the 

standards of the world for purity 
and excellence.

MADE ONLY BY

W alter Baker & Co. Limited 
DORCHESTER. MASS.

Established 1780

Satisfy and Multiply
Flour Trade with

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

Grand Rapids, Mich.

Up-to-date Stores use

Made of good BOOK paper, not print
15

, OFF IN TOWNS WHERE WE HAVE NO 
AGENT. WRITE FOR SAMPLES TO

MIDGARD SALESUP CO. STOUGHTON, WIS.
Also manufacture Triplicate Books. Carbonized 

back Books. W hite and Yellow Leaf Books.

C h ica g o  Boats
G. & M. Line

Every N ight
Fare $2

Holland Interurban Qn  m
Boat Train a t ................ vJJJelll»

TD Your Delayed
1  R A U L  Freight Easily 

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

Grand Rapids, Mich.

All Good Things
Are Imitated

M apleine
(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. Co., 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.

Corner Ionia, Fountain and Division Sts.
Opposite Morton House Grand Rapids, Michigan
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SOM E SUM M ER W O R R IES.

The Suspicious Maiden and Her Lost 
W ealth.

W ritte n  fo r th e  T rad esm an .
“I ’m quite sure,” declared the fluf

fy-haired maiden, “ th a t I had my 
purse when I came here. I stood 
righ t there by the ribbon counter, 
talk ing  with M aree De Gilbert, and 
now its gone. T here  was no one 
near except M aree and th a t yellow 
headed clerk with the freckled nose.”

“ I'm  sorry ,” apologized th e  m an
ager, “but, really, you should be m ore 
careful.”

“Y our advice doesn’t get my m on
ey back,” the fluffy-haired one wailed 
on. “ I came down down to buy quite 
a lot of things, and I don’t know 
w hat pah-pah will say when he learns 
how I’ve been trea ted  in this store.

“ H ave you looked in the o ther plac
es you visited before you came here?” 
asked the m anager. “Because, you 
know, you may have left it on the 
counter at som e o ther sto re .”

“T he idea!” flashed the w ailing one. 
“T he very idea of my leaving all th a t 
m oney lying around on some old 
counter! N o; 1 stood righ t here by 
the ribbon counter, and now its gone. 
I never liked the looks of the girl 
who w aited on me. T h e re ’s som e
th ing  suspicious in the way she puts 
up her hair. I ’m going to stay right 
here until she gives me my purse!”

“W e’ll do all we can to  help you 
recover your p roperty ,” consoled the 
m anager, “but, really, we can’t have 
a d isturbance created here during  
business hours. If you’ll step up to 
the office and give a list of the con
ten ts  of the purse w e’ll see w hat can 
be done.”

“I’m sure I don’t know why you should 
w ant to know w hat’s in my purse, ’ 
the fluffy-haired girl answ ered, with 
the gleam  of suspicion in her p retty  
eyes. “I ju st believe you’re all in 
to g e th er here. Anyway, I ’m going 
to rem ain here until some one puts 
my purse back into my hand. I was 
stand ing  righ t here by the ribbon 
counter, and now its gone. I ’ll see if 
one can be robbed righ t in broad day
ligh t like th is.”

T h e  ribbon-counter clerk, b lushing 
and ready to  cry w ith vexation and 
frigh t a t being so openly accused of 
larceny, stood a sho rt distance away, 
looking appealingly at the m anager.

“I ’m  certain  she had no purse in

her hand when she came here,” she 
said. “She m ust have left it som e
w here else.”

“W hy, how can you say a th ing  
like th a t?” dem anded the fluffy-haired 
one. “You know just as well as any
th ing  tha t I had my handbag in my 
hand, and I took the purse out and 
placed it on the counter, and looked 
over the violet ribbons, and now its 
gone. I ’m going righ t out to notify 
the police. Pah-pah is acquainted 
with a man who know s the chief, and 
w e’ll see about th is.”

“ You carried no handbag when you 
came here,” insisted the clerk.

“You sassy thing, to ta lk  back to 
a custom er!”

T he m anager looked the angry girl 
over with a w eary smile in his eyes. 
It is one of the w orries of business 
life th a t custom ers will leave their 
purses lying on the counters and 
stools. He had set in judgm ent on 
scores of accusations, and in not one 
of them had an em ploye of the store 
been found at fault. He w anted to 
say this to  the fluffy-haired accuser, 
but refrained, and, instead, asked her 
a question:

“You are sure you took your purse 
out of your handbag here?”

"W hy, how im pertinent you are!” 
exclaim ed the girl. " If  I didn’t know 
it, I w ouldn’t say so. I stood right 
here by the ribbon counter, and now 
its gone!”

"P erhaps you’d b etter look in your 
handbag once m ore," suggested the 
m anager; “You may have overlook
ed the purse.”

T he girl looked at both her hands. 
They were innocent of handbag. T hen 
she looked on the counter. Minus 
handbag. N ext the floor caught her 
eager, anxious eyes. N othing doing. 
No handbag there.

“W hy!” she cried. “I ju st think 
some one has stolen m y handbag. I 
had it righ t here, and took my purse 
out of it, and now its gone. I ’m 
going stra igh t to the police. Pah-pah 
know s a m an------”

A lady steped out of the little  
crow d which was form ing about the 
m nager and the girl and extended a 
w orn handbag.

“I found it on the lace counter ju st 
a fter you left,” she said, addressing 
the girl, “and I ’ve been looking every
w here for you.”

T here  was accusation, suspicion, 
greed in the p re tty  eyes of the fluffy-

haired one. She grabbed at the bag, 
but the m anager in terposed a hand 
and secured it.

“W ait,” he said, “you m ust identi
fy the contents. T h is m ay belong to 
some one else, you know .”

“You give me my hand bag!” shrill
ed the girl. I w on’t have it taken 
out of my sight, with all that m oney 
in it.”

"You m ust tell w hat’s inside it 
first,” insisted the m anager.

"W hy,” flamed the girl who had 
been raising  such a row  in the store 
over the loss of w ealth, “th ere ’s a 
piece of gingham  to m atch, and a 
recipe for m aking shortcake, and the 
address of Susan M apleton, at 95th 
street, and a car ticket, and piece of 
wedding cake rolled in oiled paper, 
and----- and------ ”

"And how much m oney in the 
purse?” dem anded the m anager.

"Oh, let her have it,” com m ented 
the lady who had brought the hand
bag. "I saw her leave it, and thought 
she was com ing back after it.”

T he fluffy-haired girl snatched 
greedily at the bag and walked away 
to a d istan t corner of the store w ith
out even thanking the lady who had 
resto red  the bag to her. There, in 
the seclusion of a stack of prints, 
she opened the bag, ex tracted  a 
purse, and opened it. It contained the 
recipe, the address, the gingham , and 
the cake. T here  was also one car 
ticket and one lone nickel. She seiz
ed the la tte r eagerly and buried it in 
the palm of her hand.

“ I t ’s lucky my m oney fell into hon
est hands!” she said.

And the m anager w ent back to his 
office with a frow n on his brow.

“ Nine case out of ten come out tha t 
way,” he said. " I t  is one of the use
less sum m er w orries.”

A lfred B. Tozer.

Her Gentle Hint.
Borem — Some one m ust have been 

jok ing  Miss Suburbs about me and 
told her I owned the stree t railw ay 
system  here.

Porem —W hat m akes you think so?
Borem —W hy, I was out to call on 

her last night, and every time she 
heard a car she said: "T here comes 
your car, Mr. B orem .”

Broad Hint.
H e—A re you happy dear?
She— I’m w ithin a hat and two 

gow ns and a fall w rap of being so.

GRAND RAPIDS BROOM CO.
Manufacturer of

Medium and High-Grade 
Brooms

GRAND RAPIDS. MICH.

Wilmarth Show Case Co. 
Show Cases 

And Store Fixtures
Take Division St. Car Grand Rapids, Mich«

Watson - Higgins Milling Co.
Merchant Millers

Michigan

Just as Sure as the Sun 
Rises

CRESCENT
fLOUR

Makes the best Bread and Pastry

This is the reason w h y  this 
brand of flour wins success for 
every  dealer who recommends 
it.

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

The quali ty  is splendid, it is 
a lw ay s  uniform, and each pur
chaser is protected by that  iron 
clad guarantee  of absolute  satis- 
l’act ion.

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

Voigt
Milling

Co.

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

T T T F \ C A \ T  /^ r r %  WHOLESALE DISTRIBUTORS
J  U  U l j U i N  V j K U L l l L f J \  \ j U .  GRAND RAPIDS, MICHIGAN
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Unusual Experiences of Shoemen—  
Tony Collins’ Yarn.

W ritte n  fo r th e  T radesm an .
C hapter X.

"This sto ry” began T ony Collins, 
“is a very good one with which to 
wind up our seance. And, judging 
from  the frequency of yaw ns th a t hav j 
been going the rounds, I th ink  it is 
high tim e we are ad journing for the 
night.

“ If I may be forgiven for so s ta t
ing (and I assume that I will be)”—

“ W e’ll forgive you for anything,” 
interjected  Bud W illiam s.

“T hank you, Bud,” said T ony Col
lins, “you are very kind.” And then, 
resum ing, “If I may be forgiven for 
saying so, this little  sto ry  of mine 
has the double-barreled m erit of pos
sessing some action and of teaching 
a m oral”

“ By which is implied,” rem arked 
Bud W illiam s, th a t the last sto ry  to 
which you have listened, gentlem en, 
teaches noth ing.” And Bud looked 
aggrieved.

“T h a t is a w rong inference,” ob
served Tony, “but I m ust not pause 
to refute sophistry. L et us on with 
the story.

“T he city of Bellville, w here our 
friend Bud used to  run th a t swell 
little  shop of his, has, as you may 
know, one of the  rankest, ‘sample 
shoe sto res’ on top side of the sod. 
Some of the stun ts they  put over on 
the natives down there is enough to 
m ake one long to  do som ething pun- 
ative—eh, Bud? Bud knows to whom 
I refer.

“ If the Billings B ro thers who oper
ate that ‘sample s to re’ would only 
stick to legim ate business, I don’t 
believe they could be headed off. 
T hey are born hustlers—and they ’ve 
go* oodlings of good sense. T he 
only th ing  w rong with them  is they ’re 
crooked.

“O f the tw o—John and R obert— 
I ’ve never been able to  figure out 
which is the g rea ter crook. But one 
th ing  is sure, R obert is the better 
looking. R obert certainly is the 
handsom e guy. And he’s some 
dresser, too. H e dresses in perfect 
taste . H is coats have the new un
dulating  lapels th a t you read about 
in the fashion papers th a t are in ter
ested in m en’s wear. W hen wing 
tip collars are called for by the rest 
of his toggery, R obert Billings w ears 
a wing tip collar. If the book says 
the g ray  tie ought to  be duplicated 
in shade by the suede gloves, R obert 
will have ’em m atch up in color. 
W hen he w ears a double b reasted  
frock coat, he’ll w ear also ju st the 
sort of trousers he ought to  have 
to  m ake his custom  absolutely har
m onious and consistent. He w ouldn’t

ou trage the code of dress for any
thing. W hen it comes to  some other 
codes, he isn’t particular.

“I am very anxious to  give you 
some so rt of a m ental picture of the 
elegant Mr. R obert Billings, half 
ow ner of the Billings Sample Shoe 
Store, Bellville. And yet I am sm it
ten with the sense of my u tte r ina
bility to do so. R obert is extrem ely 
chic. You'd have to see th a t beau
tiful blank face to  appreciate the 
fairness of his skin and the deep 
blueness of his eyes and the coal- 
blackness of his m oustache. He is 
as fair as a girl. I th ink he actually 
uses some com plexion dope. And 
his teeth are as w hite and even. W hen 
he isn’t doing som ething else he’s 
m anicuring his beautiful finger-nails 
or caressing  his m oustache. H e’s 
such a dainty, sissy, p re tty  th ing  he 
positively m akes me sick.

“W hen I heard th is sto ry—and it 
is absolutely authentic—it struck me 
th a t Providence actually  had a hand 
in it. And it did me m ore good than 
any th ing  I ’ve heard for m any a day.

“Some m onths ago a big, strap ing  
Irish  lady came in to  buy a pair of 
shoes. She was a big ponderous 
creatu re—one of the sort who are 
cut out for the big scenes, you know. 
N early six feet tall, and not out of 
p roportions anyw here. A rm s on her 
like a prize fighter. F ists as big as 
a small ham. You know the type— 
built from  the ground up.

"W ell this Am erican lady of Irish 
descent w anted to buy a pair of shoes. 
R obert Billings, the dainty, waited 
on her. She told him she w anted a 
pair of good, substantial work shoes. 
Said she w asn’t much on looks, and 
didn’t take much to styles; but she 
did w ant a serviceable shoe. And, 
if possible, she w anted to get such 
a shoe for about $1.50.

“ ‘Sure,’ said R obert, w ith th a t 
bland way of his, ’we’ll fit you out. 
W e’ve got ju st w hat you w ant.’ But 
instead of getting  th a t woman a pair 
of cheap, but substantial, shoes, he 
brought her out a pair of so-called 
‘sam ples.’ T he soles m ust have been 
m ade out of brow n paper, and as for 
the upper leather—well I guess that 
was about as solid as low -grade 
chamois. But he doped the big lady 
w ith a lo t of hot air and go t her 
dollar and seventy-five cents, sending 
her off w ith a pair of shoes that 
ought to  be prohibited  by the pure 
shoe laws.'

“W hen th a t wom an stood in those 
shoes for about tw o weeks, w ashing; 
and walked to  and from  her w ork 
in them — and som etim es in the rain, 
the inevitable happened. A t the end 
of tw o weeks there w eren’t  any shoes 
left w orth  speaking of. T he soles

had w orn through  and the stitch ing 
had let go. T hey had about as much 
shape to them  as a dergible the day 
after. T herefore th a t Irish  lady was 
irate to a degree.

“W hen her anger had attained to 
boiling point, she decided to call at 
the Billings Sam ple Shoe Store and 
have a little  te te-a-te te  w ith the 
charm ing Mr. Robert.

“W hen she stepped in the store, 
she politely but firmly brushed clerks 
aside and m eandered back to the 
rear of the salesroom  w here se had 
espied the jun ior partn er of the 
house, of Billings. R obert Billings 
was unpacking some newly arrived 
‘sam ples.’

“W hen a big shadow fell athw art 
the case, R obert looked up. T here 
stood Mrs. Kelly, the big lady upon 
whom M aster R obert had w aited 
some two weeks prior. W ithout saying 
a w ord she put out her rig h t foot, 
disclosing the ta tte rs  of the make- 
believe shoe tha t had been. A fter an 
em barrassing  pause she said:

“ ‘P hat are you going to do about 
it?’

“ ‘A bout w hat?’ asked R obert, in
nocently.

" 'Them  shoes. Do Oi get my m on
ey back, or do Oi get a new pair of 
shoes?’

“ ‘W e don’t refund m oney when 
shoes are w orn ’out,’ said Robert, and 
he seemed to be quite busy getting  
the case unpacked.

“ ‘Oh, you don’t, eh?’ but Mrs. 
Kelly said it so quiet-like R obert 
Billings somehow didn’t realize his 
peril.

“ ‘Nope.’ And the incident appear
ed to  be closed in so far as R obert 
was concerned.

“ ‘W ell, w e’ll see about tha t,’ said 
Kelly, and she reached over and got 
a good grip  on R obert’s lapels. And 
she was as quick as a flash. R obert 
flushed, turned pale, becam e ashy, 
livid, crim son, and w hite as prepared 
chalk. H e tried  to get loose, but he 
couldn’t budge that grim  clasp; and 
he couldn’t evade the shaking th a t 
followed. H is teeth  chattered , his 
body swayed, his four-in-hand got 
dislocated, his collar was crushed, and 
his flying heels kicked cartons and 
‘sample shoes’ in every direction. He 
tried  to protest, he sought to  explain, 
he began apologies, he sought to in
terpo la te  explanations. But all to 
no purpose. W hen a man is being 
shaken like a te rrio r shakes a rat, 
th e re ’s no time for sooth ing words. 
And as for ge tting  loose from  that 
giantess, the th ing  couldn’t be done. 
I t  was simply down in the chart of 
fate th a t poor R obert Billings was to 
be done good and proper by one, 
Kelly, an Irish  laundress of colossal 
p roportions; and he was. Take >t 
fro me, he got all that was com ing 
to him. And when w ords and breath 
were departed  from  him  (fo r the 
tim e being,)M rs. Kelly yanked him 
up on his feet and said:

“ 'D o Oi get my m oney now ?’
“ ‘Y-e-s!’ answ ered R obert, and he 

lim ped in the direction of the cash 
reg ister.” Charles L. G arrison.

L earn  w hat no t to do—then don t 
do it.

A re YOU G ood at Figures?

*

Genuine 
Goodyear Welt

Genuine 
Heavy Oak 

Sole

Solid as a Rock

4*

No. 2000 @ $2.50. Less 10% in 10 days. Net 30.

$  ^
The Michigan Dairyman's Shoe is made from Gambier Tanned Kong 

Calf Stock, by a process similar to that used by the American Indian in 
tanning his buckskin. It stand the wear of the barnyard and roughest usage 
but is soft and pliable—nearly always.

Grand lfapjdsfihoe '¿¿Rubber Co.
The Michigan People Grand Rapids
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Autumn Fairs and Shoe Advertising. 
W ritte n  fo r  th e  T rad esm an .

September is the month of fairs.
There are more fairs—county, dis

trict, city and state—during the month 
of September than in any other month 
of the year.

For weeks and months the printers 
have been busy with the catalogues.

And the people are all fussed up 
over the forthcoming fair.

The fair is a grand old countrified 
institution.

It appeals to the heart of the masses 
—and there are substantial reasons for 
it.

Sometimes abuses such as drinking, 
gambling and other vices are connected 
with these big meets; but there is a 
general tendency to suppress these in
cidental delinquencies and promote a 
clean and wholesome exhibition.

And the people turn out to the fair 
because it’s distinctively the peoples’ in
stitution. And there is diversion and 
enjoyment for all.

There you’ll find the big yellow pump
kin and the rosy-cheeked apples; the 
sleek, well fed porker and the festive 
rooster. Products of the farm, the 
garden and the orchard are proudly 
brought fo r th ; and the choicest speci
mens of domestic animals and fowls are 
proudly exhibited. Home-made pre
serves, jellies and pickles vie with for
eign-made farm implements and tools; 
and everybody finds multitudes of in
teresting things to claim his attention 
and stimulate his imagination.

And there are the acquaintances, kins
folks, and friends you haven’t seen for 
I know not how many months. So it’s 
“Howdie do, Bill!” and “How are you, 
Sue?” And such shaking of hands and 
good-natured palaver you haven’t in
dulged in for a month of Sundays. No 
wonder people like to go to the fairs. 
I t’s worth all the trouble of getting 
ready for the early start in the morn
ing. W orth all of the dust you inhale 
as the big automobiles speed by. W orth 
all of the inconvenience of eating cold 
lunch on pungent, dusty grass bestrewn 
with water-melon rinds and empty pea
nut and popcorn bags. A fter you’ve 
swalloed the messy pie and wiped your 
sticky fingers on the paper napkin, it’s 
fun to saunter over to the hot coffee 
counter and pour a cup of steaming 
fair-ground coffee down on that pie.

Again I repeat, No wonder people go 
to the fa irs !

Very well, th e n ; since people are 
going to be there, are you going to be 
there with appropriate literature of 
your store?

I t pays to follow up the near fairs 
and get close to the people.

Let them know that you are a wide
awake shoe merchant.

Be on the ground with literature. 
Have a booth or a tent—and a big, 

flaming banner or sign that may be 
read from afar, announcing that this is 
Such-and-such Headquarters, and have 
the name of your merchandise printed 
(o r rather painted) large.

Give out souvenirs with a  generous 
hand.

Of course they don’t  have to be ex
pensive—and fortunately nobody who 
goes to the fair expects an expensive 
souvenir. Paper fans o r whistles or 
megaphones will do. But the import

ant thing is to be there with a good 
big banner or sign, associating your 
name with merchandise in the way of 
footwear.

And then, just to cinch the matter, 
have a good exhibit of shoes in a nice 
glass case.

Pick out some of your leading lines 
—something snappy and up to the min
ute for young men’s wear—and, if you 
carry girls’ and young ladies’ shoes— 
something nifty in their lines too. If  
you handle shoes for women and chil
dren, have these lines well represented. 
And don’t neglect findings.

Let your exhibit be a part of the big 
show.

I know dealers who annually make a 
big hit with their fair exhibits—and 
incidentally take orders of a good 
many pairs of shoes right on the 
grounds.

You bet it pays to follow up the fairs. 
If you don’t believe it, try it out.

Cid McKay.

A Few Points on Advertising the 
Shoe Store.

W ritte n  fo r th e  T rad esm an .
It is the expressed belief of a good 

many advertisers that afternoon papers 
are better mediums than morning papers. 
And the reasons f o r . this are not far 
to seek. The morning paper is read 
hurriedly, while the afternoon paper is 
perused with far more thoroughness. 
And women have more time for the 
reading of the afternoon paper—and 
women are the best patrons of the shoe 
stores. Articles of wear for little boys 
and girls are, for the most part, selected 
by the mothers—and it's the advertise
ments in the afternoon papers that in
fluences the women.

And now a word as to the size of the 
ad. My own conviction is that a lot 
of shoe ads are too big. The idea in 
the mind of the man preparing the copy 
seems to be that he must scream, as it 
were. So he uses big cuts and big, 
black-faced type for display purposes. 
That style of advertising may be all 
right for certain things—and perhaps 
for certain occasions in the course of 
shoe retailing. But for ordinary shoe 
store announcements the smaller ad— 
say an ad four inches double column, or 
four or five inches single column, is 
plenty large. Of course it all depends 
upon the ad as to whether it should be 
distributed through two columns or 
concentrated in a single column. For 
instance the old question, Which is 
more effective: a double column or a 
single column, each having the same 
number of square inches cannot be an
swered with an ultimate statement. 
Sometimes the single colmun ad is more 
effective; sometimes the double column 
ad.

Same Thing.
Judge—“W ere you present when 

the trouble sta rted  betw een the man 
and his wife?”

W itness—“Yessir, I was at their 
weddint,’ ef da t’s w hur yo’ means, 
sah.”

Proved.
“Do you believe in luck?”
“Yes, sir. H ow  else could I ac

count for the success of my neigh
bors?”

Planning Ahead For the Holiday 
Trade.

W ritte n  fo r th e  T radesm an .
Although the summer is not yet gone, 

the time is not too early for retail shoe 
dealers to begin thinking about goods 
for the holiday trade, and how to push 
them successfully.

Of recent years hosiery both for men’s 
and women’s wear has been very greatly 
refined. Hosiery is not only finer in 
texture and far more attractive than it 
used to be, but our present method of 
reinforcing heels and toes with linen 
thread makes present-day hosiery of 
the better grades far stronger in wear
ing qualities than used to be the case 
some years back.

And what is even a more notable 
thing, this better grade hosiery both 
in lisle and silk is cheaper than it used 
to be. Even the best grades of silk 
hosiery are now in reach of the average 
woman. For these reasons hosiery is 
looked upon more and more as accept- 
ible and sensible g ift articles.

So the shoe dealer who handles ho
siery as a subsidiary line must remem
ber to stock up on these commodities 
for the holiday trade. And he should 
be very sure to see to it that the boxes 
in which they are to be displayed are 
quite as attractive as the hosiery itself. 
You know the box or container has 
much to do with the sale of gift com
modities. I f  the box is a work of art 
and appropriately covered with paper 
suggestive of Christmas sentiments you 
can depend upon it the merchandise will 
sell, if it is at all reasonable in price.

Traveling slippers in a leather case, 
though they have been sold by shoe 
dealers for several seasons, are becom
ing more and more popular as gift com
modities. They come in a variety of 
leathers—all soft and pliant—and they 
are eminently practical. The alert shoe 
dealer will do well to investigate this 
proposition and get in his orders in 
plenty of time.

And then, of course, there are the 
regular lines of shoes for all classes of

trade among men, women and children 
—thoroughly sensible and substantial 
gift commodities; and the smarter and 
higher price creations for young men 
and young women—these, to be sure, 
you will feature as acceptable gift ar
ticles just as you did last season.

But how about findings? Have you 
exhausted the possibilities of this de
partment? It strikes me the average 
retail shoe dealer misses a good deal of 
potential holiday trade by too much 
conservatism with respect to his find
ings department. Shoe ornaments are 
becoming more popular among the 
younger wom en; and sterling silver 
button hooks and shoe horns are ex
cellent articles for gift purposes. So 
are shoe trees, polishing outfits, etc.

And how about a small, moderately 
priced cabinet in quartered oak or ma
hogany, large enough say to contain 
half a dozen pairs of shoes, a polishing 
outfit and other practical shoe accesso
ries? Is there a m anufacturer any
where in the land who makes such an 
article? If so, now is the time to get 
in touch with him and order your sup
ply of shoe “cabinets.” I have never 
seen one yet. Don’t know that there is 
such a thing. But there ought to be. 
And I am here to tell you it would go 
big about holiday times if we had it. 
If I’ve thrown out a suggestion that’s 
worth anything to the m anufacturer of 
shoe store fixtures and accessories, he’s 
perfectly welcome to it.

So let me close even as I began: 
now is the time to begin thinking about 
the Christmastide. and how to get the 
maximum of business out of the occa
sion.

HONORBtLT
SHOES

f
The

Line That’s

k
Up-to Date

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 Departm ent
Fall business is not yet 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.
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Michigan Knights of the Grip
P re s id e n t—C. P . Casw ell, D etro it.
S ec re 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 irec to rs—F. L. D ay, Jack so n ; C. H. 

P h illip s, L ap eer; I. T. H u rd , 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.

Grand Council of M ichigan, U. C. T .
G ran d  C ounselor—Jo h n  Q. A dam s, B a t

tle  C reek.
G rand  J u 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 te r, 

T ra v e rse  City.
G rand  T re a su re r—Jo e  C. W ittliff, D e

tro it.
G rand  C onducto r—M. S. B row n, S ag i

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

R apids.
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 tiv e  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 u rtless, 
M arq u e tte ; J . C. S aunders, L ansing .

W afted Down From Grand Traverse 
Bay.

T raverse City, Sept. 9—G. W . 
Leonard, of Lansing, will cover this 
te rrito ry  for the Spaulding & M errick 
Tobacco Co. Mr. L eonard  will move 
his family to our city and we can 
assure you th a t you are welcome.

Mrs. E. E. W heaton is suffering 
from a very badly sprained ankle, as 
the result of a recent fall down stairs 
into the cellar.

W . J. A rm strong, our popular can
dy salesman, is planning a trip  with 
his family to Cuba for a th ree w eeks’ 
stay  this w inter.

Mrs. L. D. M illar has been con- 
lined to her home with illness, but 
expects to be out soon again.

A very comic sketch was pulled off 
one night th is week in one of our 
playhouses en titled  “W hy women 
should vote,” A lbert Sorenson, of 
M anistee, taking the part of Ole 
O lson and Fred Bennett, of E ast 
Jordan, as little  Eva. They are both 
M usselm an G rocer salesmen, and are 
willing to  fill any open dates on their 
circuit.

Chas. Coy, of Alden, one of the 
pioneer m erchants of th a t busy vil
lage, is spending a few days in the 
East, v isiting N iagara Falls and o ther 
poin ts of in terest. T his is the first 
trip  that Mr. and Mrs. Coy have tak 
en together since their honeym oon 
trip  and, undoubtedly, will be very 
much enjoyed. P lenty  of big orders 
for the boys when you return , 
Charles.

R em em ber our first U. C. T. danc
ing party  of the season will be held 
Friday evening, Sept. 27, and our 
regular m eeting the follow ing night. 
P lenty  of candidates and a good time 
is assured. T he com m ittee has a r
ranged for a nice time at the party.

Geo. Creech, who has been a t home 
with a sprained knee, is able to  be

out again and we hope th a t he will 
be with us soon taking orders.

B. J. Reynolds made a business 
trip  to D etro it this week and reports 
a profitable trip. M arx & Son were 
pleased to  see him.

Mr. and Mrs. Jay  Y oung will take 
in the W estern  Michiga i S tate Fair 
at G rand Rapids this week. H ope 
there will not be any w restling  
m atches that Jay can take in.

Chas. A. Cressy, who some time 
ago moved to L ansing has once m ore

decided th a t T raverse City is the 
ideal spot and will re tu rn  to our 
beautiful city w ith his family. W e 
certainly welcome you, Charlie.

In  order th a t business m ight take 
a brace, W ill B ennett now wears 
shoulder braces. W hy don’t you get 
one of these X Y Zs if you wish to 
appear s tra igh t in this w orld? Never 
mind, Bill has handed us the neces
sary subscription price and will be
come one of our regular readers 
Also thanks to  E. W . Dray.

John  Busby, of Cadillac, is now 
serving H ebrew  (ham less) sand
wiches.

O ur noble o rder now pays $10,000 
for the loss of bo th  eyes or both 
hands or both feet and we certainly 
have a good con trac t now. H ave you 
obtained th a t new applicant for our 
next m eeting? Get busy.

Some one suggested th a t we hold 
a T ravelers’ Day at our Fair the la t
te r part of this m onth. L e t’s all get 
busy and take our fam ily to the Fair 
the same day and have a good time. 
T hink it over and a ttend  Friday.

T he follow ing attended  W ill Ben
n e tt’s birthday party  on F ro n t  street 
Saturday afternoon  and all rep o rt a 
fine time and wish him m any happy 
re tu rns of the day: D ray, Young, 
Sorenson, Ned (C rook) Low ing, B e n  
Reynolds, and F red B ennett. W e 
wish also to m ention tha t while F red 
and W ill B ennett are not related  in 
any way, there was a  g rea t deal of 
b ro therly  fe e in g  betw een them.

All a rrangem ents have bee i m ade 
to  observe Friday the last day of our 
Fair as T ravelers’ Day and all travel
ers, are requested to join us and 
attend  in a body.

Since no ting  th a t Mr. Reynolds 
visited D etro it last week, we wish to 
sta te  tha t he was no t in the m etrop
olis of our State, but is only staying 
away from home to get some sleep 
since the new baby arrived. A lo th er  
reason why we should vote for w om 
en.

O u r G rand Counselor, John  Q. 
Adams, has m ade Coldw ater Council, 
No. 452, an official visit and expects

to visit U. P. Council, M arquette, 
Sept. 28. John  has planned that each 
council will be visited during  his ad
m in istration  and that each council 
will have a large class to  initiate. 
L e t’s all boost for John  and for the 
good of the order. O ur m em barship 
in the S tate  is at p resen t 2,533.

F red  C. R ichter.

Assurance Double Sure.
K now ing his disease was fatal the 

aged man sent for the fam ily lawyer.
"I wish all my property  to go to 

my eldest daughter,” the m an said 
feebly as the law yer ben t over him 
anxiously lest he lost a word.

“Yes,” answ ered the lawyer, hastily  
scribbling.

“ E very th ing  to go to m y oldest 
daughter,” the old m aa repeated. “ I 
wish to die • firm in the know ledge 
tha t the p roperty  is assured  to  her.”

“To be sure—of course,” fussed the 
attorney.

"W ould it be asking too m uch,” 
hesita tingly  asked the dying man, “to 
suggest th a t you m arry  her?”

N ew s and Gossip of Interest To  
U. C. T.

G rand Rapids, Sept. 9— It is safe 
to say th a t the baby at O. W. 
S ta rk ’s hom e has been the best doc
tor, with all due respect to his wife 
and physician. Since the new baby 
arrived1—which, by the way, was 
about ten days ago—Bro. S tark  has 
looked very much m ore cheerful than 
lie did previously. I t  is funny w hat 
a little  th ing  will do. Bro. S tark says 
he likes his new runabout, as it will 
help him to cover his territoy . Mrs. 
S tark  is g e ttin g  along fine. T he 
young m an’s nam e is Donnell. l ie  
was nam ed after F red  Beardslee.

G eorge Clark is covering the trade 
during  Bro. S ta rk ’s illness, for the 
Putnam  branch of the N ational Can
dy Co.

One of our m em bers was seen a t
tending a Bull M oose m eeting from 
the window of the Council cham ber 
last Saturday night, and a m eeting 
night, too. You will hereby take 
notice, dear b ro ther, th a t you owe 
the Council 50c. W e asked this 
b ro ther how he felt and he said bul
ly.

Seems funny when some people 
take a bath they blow out the gas. 
Of course, we know this is a farm er’s 
trick, but just the same one of our 
dear b ro thers was laid up at his home 
for two or th ree days. I t was found 
out la ter that there  was a h a k  in tin- 
pipe some place. Bro. Young feels 
be tte r now.

C. E. Crosm an says it was so hot 
in Bay City T hursday  tha t a man 
couldn’t sleep. O f course, we will 
take his w ord for it. He looked the 
part the nex t day.

Bro. E. A. Clark has resigned his 
position with the W oodhouse Co. and 
has gone back to  his old job with 
Casabianca Co., peddling bananas. 
H e will again be know i as the bana
na kid, fat as ever.

T he boys w ho wish to  stop at 
W righ t’S H otel in Saginaw  will do 
well to  drop Mr. W rig h t a line, in
asm uch as the hotel is crow ded all 
the time. A bout a week in advance 
will be about right.

Art. N. B ordern’s second son has 
had an a ttack  of typhoid pneum onia. 
F i t  is recovering now.

W e are inform ed that Fred G rey’s 
boy is sick, bu t w ; do not know any 
particulars.

H ook V isner is som e ball player. 
H ook plays center field, for IJ. C. T. 
B ert A nnis had a line on H ook, but 
the line broke a *■ G rattan . H e was 
playing second base for the G rattan  
T igers and he booted so m any balls 
the team  booted him out of the  game.

T here  is a possibility  of M uskegon 
g etting  a new hotel. No definite 
action has been taken, bu t Geo. 
M oulton says m ore inform ation  will 
be on hand in a w eek or ten days.

E. D. W righ t, of th is city, bought 
out F'erguson & Reed, of Coopersville, 
and took possession Sept. 2. Mr. 
W rig h t’s son will assist him  in the 
business. E. D. W rig h t was a sales
m an for the M usselm an G rocer Co. 
for tw enty-four years. H is son con
ducted a store at H ubbardston .

H o te l Phelps, a t Greenville, has 
changed hands. F rank  Green is now

Maxims of Salesman Who Has Made Three Fortunes

Hard knocks count for more than all the college education in the world.

Put your whole energy into any business you are in. If you don’t you 
can’t succeed.

Never tell a customer anything that isn’t so. If you deceive a man once, 
he will never again have confidence in you.

Always be cheerful whether you make a sale or not. Cheerfulness will 
sell goods to the most crabbed customer in time.

Politeness, cleanliness and energy are three of the most important things 
in selling goods, and none of them cost anything.

Always have confidence in your own ability. Never make a negative 
statement. Always be positive.

Treat everybody alike, no matter whether they are rich or poor.

Don’t  stay out late at night. The man who does isn’t  worth much the 
next day. and it takes a clear brain to sell goods these days.

Never fail to keep an appointment. Business opportunities are like 
trains—they won’t  wait for you if you're late.

Jacob Hetz.
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proprieto r. T he hotel will be over
hauled and refurnished and, when 
com pleted, it will be quite an im 
provem ent to the city. Mr. Green 
was form erly  with the Euclid H o 
tel, a t Cleveland, Ohio.

Bro. John  D. M artin  was in P o rt 
H uron  last week to  a ttend  the  m eet
ing of the B oard of D irecto rs of the 
M ichigan K nights of the Grip.

On Sept. 10, F red  J. Hanifin, was 
m arried to  Miss N ettie Blanch W ood, 
of Fenton. T he happy couple will be 
at home to their friends, after Nov.
1 at Owosso. Mr. Hanifiin is the N a
tional Biscuit Co’s prize salesm an. 
He keeps the distric t around G reen
ville supplied with biscuits. All the 
ex tra  sam ples he can take hom e now.

Mrs. W m . Lovelace is much b etter 
this week and is up and around the 
house. Bill says he doesn 't like 
housework.

B ro ther Geo. A lexander, who makes 
his hom e in B attle Creek, a ttended 
the m eeting Saturday and enjoyed 
the work, as he alw ays does. F o r a 
m em ber w ho lives out of tow n, Bro. 
A lexander attends quite regular.

Mr. and Mrs. R. J. E lw anger have 
retu rned  from  their vacation up 
north . T hey  report the fishing very 
good and it seem s R. J .’s wife caught 
m ore in one day than  R. J. did all the 
tim e he w as up there.

Bro. John  O ’R ourke is confined to 
his hom e w ith an attack  of in ter
m itten t fever. Bro. O ’R ourke fo rm 
erly lived in G randville. H e will 
be pleased to  see any of the boys at 
his home at 582 T errace  avenue.

W . S. L aw ton has issued a circular 
le tte r asking the m em bers to  denote 
$2 each to  s ta rt a fund to w ork on. 
As it is, the com m ittee has no m oney 
to s ta rt on to  m ake any more. If you 
can donate $2 to  the chairm an of this 
com m ittee pro tern, it will be ap
preciated by Bro. L aw ton; also by 
the Council. T h is m oney will be used 
to help en tertain  the G rand Council, 
in June, 1913. Mail your check or 
$2 to W . S. Law ton, 1347 Sigsbee 
street, City.

T he m em bers of the Parade Com
m ittee w ere ordered  to m eet a t the 
Pan tlind  H otel, Saturday, Sept. 7, at 
2 p. m. O nly one m em ber of this 
Com m ittee show ed up. W hen you 
have a m eeting to attend, especially 
of th is kind, you ought to take p a r
ticular a tten tion  th a t you attend this 
m eeting o r th a t you notify  the chair
man. Same th in g  w ith the Finance 
C om m ittee. T he m em bers of this 
C om m ittee also failed to  show up and 
kept the b ro thers w aiting for you.

B ro ther A tw ood has been over in 
W isconsin fo r the past two weeks 
buying tom atoes for the H einz Co.

Bro. L. W illiam s, of Cadillac 
Council No. 9, of D etro it, was in our 
m idst last S aturday and claim s to 
have enjoyed him self at our m eeting. 
Bro. W illiam s at one tim e w as a 
m em ber of No. 131, bu t it w as so 
far back th a t m ost of our m em bers 
never heard  of him. W e will be 
glad to  have you w ith us a t any time, 
Bro. W illiam s, and we will always 
make you feel a t home.

H. C. W underlich , the hustling 
grocer of H astings, w as quite busy 
all last week ca tering  to his trade at 
the fa ir grounds a t  H astings. He

took time, however, to  say hello to  
the boys. H e is som e hustler. H e 
is always on the job, believe me.

B ro ther Geo. R. A lexander, of Bat
tle Creek, and a live m em ber of No. 
131, repo rts ju st re tu rn ing  from  the 
w est w ith Mrs. Geo. R. T hey made 
a six w eeks’ trip  th rough  W ash ing 
ton and O regon. H e says it is h 
fine country. M et a lo t of U. C. T. 
boys and had the best tim e of their 
lives. A lthough Bro. A lexander lives 
in B attle Creek, he still re tains his 
m em bership w ith No. 131.

If  any b ro th er is looking for a 
position on the road, he will do well 
to com m unicate with the w riter. Bell 
Phone, 4272R.

Ask E. A. Clark about his beef
steak supper at the lake, B rother 
Clark says the steak was so gol darn 
ed tough th a t you could not put your 
fork in the gravy. J. A. Keane.

Chirpings From the Crickets. 
Battle Creek, Sept. 10—Just because 

a fellow happens to make all the “high 
grass” towns, it is no sign that he is not 
a gentleman, and should be accorded 
treatment as such. How anyone like 
Riste, Ireland, B urr Gerrould, and Bill 
Masters could lower themselves to throw 
an innocent appearing man like Brother 
Adams off a train and then throw his 
grip after him, is more than we can 
understand. W e think that when Gov
ernor Osborn is through with the Na
tional Guards at Jackson, the Grand 
T runk officials better send in a call for 
military assistance and thus secure for 
their patrons, journeys of peace and 
safety. W e hope that the pennies which 
Brother Bill took away from the un
suspecting and easy public will do him 
a lot of good.

W e do not know whether Brother 
Dye is so thoroughly well of late that 
he has to work hard to curb his spirits, 
or whether he has an over conscientious 
streak upon him. Anyway, he started 
out on his trip this week, Monday eve
ning, really before labor day was over.

I f  you are undecided as to what stand 
you better take politically, just ask M or
ris Russell. He’s well posted. By the 
way, speaking of Morris, if you will 
just ask him to explain, he will tell you 
all about how the cat scratched his face, 
with a tin tag on the end of a new 
towel, This is one of the disadvan
tages and dangers of the individual 
towel. Me for the old fashioned roller 
towel.

S. W. McGee and Son, who have 
conducted a cigar store at No. 3G'/2 Main 
street, West, have moved across the 
street to No. 39J^. John Lindauer, who 
has had a barber shop in a part of the 
store building, has also moved to the 
latter number.

S. W. McGee has been at the old 
stand for more than eleven years and 
is a favorite among the U. C. T ’s, his 
store being a good meeting place for 
many of them. W e are glad that the 
new store is so near to the old location.

Brother Ed. McGee travels for the 
Lemon & W heeler Company and is one 
of the best known grocery salesmen in 
this part of the country.

The reason that they were forced to 
vacate the store building at 36(4 is that 
the room was leased along with the 
rooms which are devoted to the Palace 
ice cream parlor. Klemos & Caplains

intend putting in an up-to-date restau
rant, to be run in conjunction with the 
ice cream parlor.

W. P. Hansen expects to move into 
his new grocery store on the corner of 
Maple street and Michigan avenue some
time this week.

For some people it is easier to move 
than to pay rent. Brother and Sister 
Riste will move into a house on Oak- 
lawn and Wood street this week.

Brother Guy Pfander has been ap
pointed official scribe, to fill the vacancy 
occasioned by the resignation of your 
humble servant. The boys better be 
good, as Guy is there with the “hot 
stuff” and, with his long experience on 
the New York W orld (? ) ,  we will look 
for the columns to be bettered. He will 
write under the present caption, Chirp
ings from the Crickets.

Brother John Adams attended a  meet
ing of the Michigan Knights of the 
Grip at Port H uron Saturday. An official 
report of this meeting will be found 
in another column of the Tradesman. 
Brother Adams is a member of the 
Executive Board.

Cadillac Council, No. 143, U. C. T., 
will hold its first meeting of a Contest 
Series next Saturday night. Officers 
of the Grand Lodge will be present and 
a good time is sure to be had.- 

The meeting of Battle Creek Council, 
No. 253, U. C. T., which will be held 
the third Saturday night of the month, 
at Arcade Hall, will be in character of 
a roll call. This was to be given in 
October, but owing to the duties of 
our Grand Counselor, which will take 
him out of the city on the October date, 
the Committee has decided to have it 
one month earlier.

The Stroller Male Quartette will be
gin their weekly practice in two weeks. 
The members have been taking a vaca
tion during the summer months, but will 
get back into the harness again soon.

W e are pleased to quote from a Ma
sonic Bulletin which the writer received 
in his mail during the past week:

“The reward for work well done is 
more work."

“It is far more noble to make yourself 
great than to have been born so.”

The writer, in his extensive travels 
East, through all the important towns 
and cities on the electric line between 
here and Jackson, (and including the 
latter city), has noticed a seeming lack 
of “class,” which is very pronounced in 
his own town. In our own city, pedes
trians are protected upon the corners 
by the presence of a patrolman whose 
duty it is to see that every car or other 
vehicle, stops and waits for permission 
to make the crossing. The stopping of 
the cars upon the “near” crossings is a 
very sane practice, and one is pretty sure 
that he will be spared to return to his 
home if he happens to take the hunch 
that there is some shopping to be done 
down in the down-town districts.

Charles R. Foster.

W hat is Right and Truth? 
Evansville, Ind., Sept. 10— H enry  

W atte rso n ’s little  article on the sub
ject o i  com prom ise and which you 
published on the first cover page of 
the Sept. 4 issue of the T radesm an 
is a bit of advice which we ought to  
take under careful consideration. 

W atterson  said, “I would not com 

prom ise T ru th . I would no t com 
prom ise the righ t.”

T hese are good points. But w hat 
is tru th  and righ t?  T he tru th  is that 
evil has the over hand on us, and that 
none of us are doing ju st the right 
th ing  in the business w orld. W e 
can’t do the righ t th ing  by try ing  to 
run our business on a w rong system. 
O ur system  of doing business com 
pels us to  do th ings which does no t 
please the o ther fellow, yet it is pro
fitable for us, and while our side of 
the proposition  is righ t for us, it is 
all w rong for those who are not in 
on the game.

T here are m any th ings to consider 
when we wish to do righ t and be 
truthful. T he only way, in my 
opinion, to decide as to w hat is right 
and w hat is tru th  is for us to look 
at the num ber of people who are to 
be benefited. If  we can see our way 
clear on a proposition th a t will bene
fit the whole com m unity, we can and 
ought to use the devil’s own tricks 
to skin him out of his position, but 
if we do this for personal benefits, 
we are as bad as the devil himself.

T he only way to  fight fire is to put 
fire under a boiler and create steann 
for the pumps. F ire  is not a good 
th ing  to m onkey with, bu t there is 
lots of tru th  in it if we use it right.

L e t’s play the gam e w ith the devil, 
but le t’s also be honest w ith him and 
tell him th a t we are going to get 
him by using his own schemes. If 
we are tru th fu l and go at this right, 
we can play the gam e and come out 
on top.

I am of the opinion th a t the th ing  
to do is the w rong th ing—som etim es. 
I t  is w rong  to  fight, bu t we are forced 
to  do so som etim es. If som e of us 
would tell the tru th , noth ing but the 
tru th —th a t is concerning some things 
—we would be driven out of to w n : 
and tha t would not be right.

So w hat is tru th  and right?
Edw ard M iller, Jr.

A D etro it correspondence w rites: 
L eaving his grips and sam ple cases 
at the Berghoff H otel, C harles A. 
Fuller, a traveling  m an from  Elyria, 
Ohio, disappeared A ugust 21 and 
nothing has been heard of him  since. 
H is father-in-law , F rank  P. Hill, came 
from  the O hio tow n yesterday  to 
search for him. Fu ller came to  D e
tro it A ugust 7. H e traveled for an 
Ohio firm and contem plated a stay 
of some length in th is city. H ts 
family heard from  him for a few days 
and then the le tte rs  ceased. The 
m issing m an is about five feet and 
eight inches tall and weighs about 
140 pounds. W hen last seen he wore 
a check suit and a straw  hat. A 
search of the m orgue and hospitals 
yesterday failed to reveal him am ong 
the dead or injured.

Allegan N ew s: J. H . Kellogg, for 
several years traveling  representative 
of Y oung & S tra tton , has taken a 
like position w ith the U pdyke M illing 
Co. of Om aha, Neb., w ith the sta tes 
of W isconsin and Illinois as his te rri
tory. Mr. K ellogg will m ake R ock
ford, 111., his home and be joined 
la ter by Mrs. K ellogg, who is a t the 
home of her daughter north  of this 
city at present.
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Michigan Board of Pharm acy. 
P re s id e n t—E d. 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—<W. E . Collins, Owosso. 
O th er M em bers—E dw in  T  Boden, B ay 

C ity ; G. E . F ou lkner, D elton.

Michigan State Pharm aceutical Associa
tion.

P res id en t—H e n ry  R iechel, G ran d  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 ec re ta ry —V on W . F u rn iss , N ashv ille .
T re a su re r—E d. V arn u m , Jonesv ille .
E xecu tiv e  C om m ittee—D. D. A lton, 

F rem o n t; Ed. W . A ustin , M idland; C. 
S. K oon, M uskegon; R. W . C ochrane, 
K alam azoo, D. G. Look, Low ell; G ran t 
S tevens, D e tro it.

Michigan Pharmaceutical T rave lers ’ A s
sociation.

P res 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.

Grand Rapids Drug Club. 
P res 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 tiv e  C om m ittee—W  m. Q uigley, 

C ha irm an ; H en ry  R iechel, T he ron  
Forbes.

Editors Brought to Book.
A correspondent pleasantly but vig

orously criticises editors of pharmaceu
tical journals for an apparent lack of 
care in the selection of formulas pub
lished in their respective journals. His 
indictment is not entirely unwarranted, 
but it is, we believe, a little too inclus
ive and comprehensive.

Editors are perhaps sometimes a little 
careless, but in the main necessarily 
must be and are exceedingly careful. 
The publication of unreliable matter of 
any character is a serious injury in 
more ways than our correspondent imag
ines. In the right sort of a pharma
ceutical journal good editing does not 
always show, while poor editing is at 
once apparent. Our correspondent does 
not make any specific charges against 
this journal, but we take it that he 
must mean us as well as the rest of our 
journalistic brethren.

He complains that sometimes pub
lished formulas are not workable or are 
faulty in some other important respect. 
His remedy is to have every formula 
tried and proved by some member of 
the editorial staff, preferably one of 
general pharmaceutical training and 
knowledge. In answer to this latter 
suggestion, we may say that so far as 
we know there is not a pharmaceutical 
editor in this country who does not pos
sess the required ability to prove and 
test a formula. In fact, to be a good 
pharmaceutical editor one must have 
had much practical training in pharm- 
macy and its various fields of activity. 
The requirement, however, that each 
formula should be practically tested is 
almost impossible to carry out. The 
time, labor and expense for doing such 
work make it practically .prohibitive 
The best we can do, and all of us do it, 
is to scrutinize the formula wherever

obtained with all care possible and de
cide whether it is a feasible and work
able one. Jove is, however, sometimes 
caught napping, and it is quite true that 
an occasional formula gets through 
when it should not have passed inspec
tion. To this extent we are all more 
or less culpable, and it is well that we 
should be so pleasantly prodded by a 
friendly critic, in order that a greater 
diligence may be exercised.

Our friend does not touch upon one 
matter which has a most important 
bearing in this discussion, a m atter of 
which we have an idea he is entirely un
aware. This is the extreme difficulty 
the editor experiences in finding proper 
material with which to fill his pages, 
not only with formulas but other classes 
of appropriate matter. W e know of no 
profession or calling where subscribers 
and readers of their trade journals are 
so niggardly in giving up from their 
own stores of experience and suggestion. 
I f  druggist subscribers would only 
realize that they owe somewhat of a 
duty to their trade journals the editor’s 
chair would not be so lumpy and hard 
to sit upon. Subscribers are continually 
asking for help to solve prescription 
difficulties, for good formulas and the 
like, but it is as rare as hens’ teeth to 
get a return in kind. The editor must, 
therefore, cull from  a large variety of 
publications to secure m atter which may 
be adapted to the use of his particular 
readers. W e wish it were a fact that in 
these pages we never published formulas 
save those contributed by and practically 
tested by our pharmaceutical readers. 
This could be were readers to render 
a just quid pro quo, but to expect it is 
to anticipate the millenium.

We are glad to receive our corre
spondent’s criticism and will profit from 
it, but at the same time we hope he, and 
others like him, will find somewhat of 
profit in our words of rejoinder here
with.

Value of Window Cards.
O ne style of window display may 

appeal to some kinds of people, while 
to o thers it may be of no in terest at 
all.

A druggist said the o th er day that 
placards in a window helped b etter 
than any th ing  else to sell the article 
displayed. “A nother th ing ,” he said, 
“if you have a card in the window 
which guarantees the m edicine sold, 
and th a t m oney will be refunded if .it 
does no t prove a cure, your sales will 
be doubled. People are all suspicious 
and tha t little  card will convince them , 
w hen all the talk ing  in the w orld will 
be of no avail.”

H ope for the best and then  hustle 
for it.

NEW YORK MARKET,

Special Features of the Grocery and 
Produce Trade.

Special C orrespondence .
New York, Sept. 10—There is little if 

any change to be recorded for spot cof
fee. Demand is fairly satisfactory and 
the market closes firm. In an invoice 
way Rio No. is worth 14f4@15c. In 
store and afloat there are 2,156,500 bags, 
against 2,262,968 bags at the same time 
a year ago. Mild grades continue in the 
same channel as last reported.

Refined sugar is steady. Demand 
fairly satisfactory. Quoted at 5.10c. 
There seems a tendency to a lower 
range in raw sugars and this, naturally, 
has some effect on refined, as buyers 
take only sufficient quantity to do busi
ness with.

A moderately good trade has been 
done in teas and the general situation 
is quite satisfactory. Prices are firm.

Rice is steady, but the demand for the 
past few days has been rather falling 
off. Prim e to choice, 5-Hs@5^c. Stocks 
are not especially large, but there seems 
to be plenty for present requirements.

Molasses is firm. Stocks are moder
ate. Quotations are as last reported. 
Syrups are moving satisfactorily. Fancy 
stock, 25@28c.

The canned goods market, as a rule, 
is rather quiet. Neither buyer nor 
seller seems particularly interested and 
both are apparently waiting for some
thing to turn up. Tomatoes are holding 
strong and offers of 82J^c are accepted 
reluctantly or not infrequently turned 
down. The packers want 85c and are 
determined. In  fact, many of them 
will consider no offer below 87^c. There 
is the usual annual debate as to the 
size of the pack and the next two weeks 
will pretty effectually settle the matter, 
although a big amount of tomatoes has 
been packed as late as October. There 
is a good demand for the finer grades 
of peas, but the supply is limited. Stocks 
of standard are larger and for these 
there is also good request. Other goods 
are meeting with the usual enquiry and 
prices show no variation.

Butter has shown some advance since 
last week and at the close creamery 
specials are worth 28^@ 29c; firsts, 27 
@28c; process, 25@26c; imitation cream
ery, 23 ̂ c ; factory 22J^@23c.

Cheese is steady, with light demand. 
Full cream, 16c.

Eggs are firm, with top grades of 
W estern quoted at 27@29c. Stocks 
here and in transit are showing quite a 
falling off.

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

Recreation centers in Cleveland 
include m uiicipal dance halls and 
stric t regulation of these places is 
driving the cheap saloon dance hall 
ou t of business. A dditional places 
for dancing will be provided th is year 
and the city will engage in structo rs 
in the terpsichorean art.

T he city of A kron has adopted a 
sewage and garbage disposal system, 
which will be installed on a tract of 
sixty-five acres lying northwest of 
town. T he sewage will pass into 
tanks of im m ense capacity 300 feet 
square, while below these tanks will 
be filtration and sedim entation beds

as required by the S tate B oard of 
H ealth.

T he Colum bus A dvertising  Club 
does not approve of the constitu tion
al am endm ent which aims at elimi
nation of m ost form s of outdoor 
advertising, including electric signs, 
wall signs and billboards.

“Boil your drinking w ate r” is the 
edict that has gone forth  in Colum 
bus. T yphoid fever cases have in
creased at a rapid rate  and well w ater 
is blamed, repeated analyses of city 
w ater show ing no typhoid bacilli.

F o r the first six m onths of its ex
istence the S tate L iability Board of 
A w ards has collected $57,500 in p re
miums and has paid out only $4,500 
to em ployes of the State. T here are 
153 cases pending and the board 
thinks tha t aw ards in sight will p ro
bably total $25,000. The board thinks 
that present rates are little  if any too 
high since the num ber of accidents 
have been small. The sem i-annual 
to tal pay roll of em ployes upon which 
prem ium s are collected now annou its 
to $4,100,000. The cost of operation 
so far has been 30 per cent, and the 
board believes tha t this can be re
duced m aterially.

All previous records were broken 
at the Ohio S tate Fair held at Colum 
bus. T o ta l a ttendance for six days 
reached 170,000, o r 16,000 m ore than 
last year. T he to tal receipts were 
over $76,000, as com pared with $62,- 
000 a year ago. T he increase in ex
hibits was an average of 22 per cent.

Cincinnati leads the cities of the 
S tate  in the deposits at its postal 
savings bask , the to tal reaching 
$330,000. Columbus claims to be the 
largest per capita depositor, with 
$261,000 to the credit of its people, 
or an average per capita deposit of 
$1.42. B ankers say th a t the postal 
institu tion  has no effect on their busi
ness.

T he arch lights, which gave to 
Colum bus the nam e of “T he Arch 
City,” have given way a t last to  the 
cluster lights, and Colum bus has 
arches for sale cheap.

C incinnati has secured additional 
fast refrigera to r shipping service, ‘•he 
package cars going to C hattanooga, 
to Knoxville, A tlan ta  and B irm ing
ham, reaching these points the sec
ond m orn ing  out of Cincinnati. 
Shippers will also try  to have re
frigera to r service im proved to E astern  
points.

S horte r w orking hours, Sunday 
closing and pure drugs were urged 
a t the m eeting  of the N ational A sso
ciation of D rug  Clerks held a t Akron. 
F orty -tw o sta tes were represented. 
F rank  M. B lank of Akron was elected 
president.

T he garden festival of the Cleve
land public schools was held last 
week w ith  400 exhibitors, each of 
whom  had from  one to th irty  exhi
bits. A lm ond Griffen.

If You Knew Me.
If  I  kn ew  you a n d  you  knew  m e— 
If  b o th  of u s could c lea rly  see,
A nd w ith  a n  in n e r  lig h t d iv ine 
T he m ean in g  of y o u r h e a r t  an d  m ine, 
I ’m  su re  th a t  w e w ould  d iffe r less 
A nd clasp  o u r h an d s  in  frien d lin ess ; 
O ur th o u g h ts  w ould p le a sa n tly  ag ree  
I f  I knew  you an d  you kn ew  me.

N ixon W a te rm a n .
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WHOLESALE DRUG PRICE CURRENT

A cetlcum  ............. 6® 8
B enzoicum , G er. 45@ 60
B orac ie  ................. 10® 15
C arbollcum  ......... 25® 35
C itrleu m  ............. 45@ 50
H y d ro ch lo r . . . .  1% @ 5
N itro cu m  . . . . . . .  5%@ 10
O xalicum  ........... 14® 15
S allcyllcum  . . . .  40® 42
P hospuo rlum , dll. @ 15
S u lphu ricum  . . . .  1%@ 6
T a n n lcu m  . . . . . .  1 00®1 10
T a r ta r lc u m  . . . .  38@ 40

Am m onia
A qua, 18 deg. . . .  3%@ 6
Aqua, 20 deg. . . .  4%@ 8
C arb o n as  ............  13@ 15
C hlorldum  ........... 12® 14

Aniline
B lack  . 
B row n 
R ed . .  
Yellow

C ubebae ........
J u n ip e rs  ........
X an thoxy lum

C opaiba
B alsam um

00 (3)2 00 
80(3>1 00 
45® 50
00@1 50

70® 75 
6® 8 

@; 65

70 @ 75
P eru  ..................... 2 20@2 40
T erab in , C anad. 65@ 75
T o lu tan  ............  2 00®2 25

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 a ssa fra s , po. 30 26
U lm us ................... 25

E x trac tu m
G lycy rrh iza , G la. 24(7?) 30
G lycy rrh iza , po. 25® 30
H aem a to x  ............... 11®
H aem ato x , I s  . . . .  
H aem ato x , % s . . .  
H aem ato x , % s . . .

Ferru
C arb o n a te  P recip .
C itra te  & Q uina  1 
C itra te  Soluble . .  
F e rro cy an ld u m  S 
Solut. C hloride . .
S u lphate , com ’l . .
S u lphate , com ’l, by 

bbl., p e r  cw t.
S u lphate , p u re  . .

Flora
A rn ica  . . .
A n them ls  ..........
M a tr ic a r ia  ........

Folia
B aro sm a ............  1
C assia  A cutifol,

T lnnevelly  . .
C ass ia  A cutifol 
Salv ia , officinalis,

% s .................
U va u rs i ............
A cacia, 1st pkd.

Gum 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, S ocotri . . . .
A m m oniac ........
A sa foetida  ......... 1
B enzoinum  ___
C am phorae  . . . .
E u p h o rb iu m  . . . .
G albanum  .............
G am borge po. . .  1 
G auciacum  po. 45 
K im  . . . .  p  . 45c
M astic  ...................
M yrrh  . . . . p o .  50
O pium  ................. 8
S hellac ...............
Shellac, b leached  
T ra g a c a n th  . . . .  1

Herba
A b sin th iu m  ........
E u p a to r iu m  oz pk 
L obelia  oz pk  . . .
M ajorium  oz p k . .
M e n tra  P ip . oz " k
R ue oz p k  ...........
T e n ace tu m  . . V . .
T h y m u s V  oz pk

M agnesia 
C alcined,, P a t .  . . .  
C arb o n a te , K -M .
C arb o n a te  po . . .

O leum
A bsin th iu m  -----  8
A m ygdalae  Dulc. 
A m ygdalae  A m a 8 00® 8 25
A nisi ..................... 2 15 @2 20
A u ra n ti C o rtex  3 15®3 25
B erg am il ..........  9 00 @9 25
C a jip u ti ..............  85® 90
C aryoph illi . . . .  1 25@1 30
C edar ................  85 @ 90
C henopadil ........  6 50® 7 00
C innam on! . . . .  1 50@1 60
(Ionium  M ae . . ,  80® 90

i£ ltro n e lla  . . . . .  40® 50

1 1 @ 12
13@ 14
14@ 15
16® 17

80@2
15
00

63® 75
25
15

2

75

18® 25
40@ 50
30® 35

90@2 00

15® 20
25@ 30

20@ 25
8@ 10

® 40

@ 40
@ 35
@ 30
@ 20

35® 45
22@ 25

@1 25
@ 45

35@ 40
00@1 25
50@' 55
55® 60

@ 40
@ 1 00

0 0 ® 1 25
@ 35
@ 40
@1 75
@ 45

50@8 75
30® 40
35@ 45
25@1 40

25® 30
30
35
36 
35 
30 
30
30

, 55® 65
18® 20
10 ® 15

i 00@8 25
75® 85

C opaiba ........... . .  1 50®1 75 S cillae .................. @ 50
C ubebae ........ . .  4 75@5 00 Scillae Co............. @ 50
E rig e ro n  ......... . .  2 35@2 50 T o lu tan  ............... @ 50
E v e ch th ito s  . . . .  1  00@1 10 P ru n u s  v irg . . '. . @ 50
G au lth e r ia  . . . . .  4 80® 5 00 Z ing iber .............. @ 50
G eran ium  . . . .  oz 75
G ossippil Sem  g al 60® 75 
H edeom a ........... 2 50@2 75

40@1 20 
90@4 00

2 40@2 50
3 75@4 00 
6 00@6 25

10@1 25

J u n ip e ra  .............
L av en d u la  ........
L im ons ...............
M en th a  P ip e r  ..
M en th a  V erid  ..
M orrhuae , gal.
M yricia  ............... 3 75@4 35
O live .....................  2 50@3 25
P ic is  L iq u id a  . 10® 12
P ic is  L iq u id a  gal. @ 40
R ic ina  ............... 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
S uccin i ................... 40® 45
T h y m e ................. 50® 60
T hym e, o p t..............  @1 60
T heob rom as . . . .  17® 25
T iglil ..................... 1 0@1 70

P o tass iu m
B i-C arb  .............  15® 18
B ich ro m ate  . . . .  13® 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 v lp h a te  po. . . .  15®' 18

R adix
A conitum  ...........
A lthae  .................
A nchusa  ............
A rum  po.................
C alam us .............
G en tian a  po 15 .. 
G ly ch rrh iza  pv 15 
H ellebore, A lba 
H y d ra s tis , C an ad a  
H y d ra s tis , C an, po
In u la , po ............
Ipecac, po ........... 2 25@3 00
Ir is  F lo ra  ...............20® 30
Ja ia p a , p r ......... 40® 50
M aran ta , Vis . . . .  30® 35
P odophy llum  po 15® 25
R hel ....................... 75@1 00
R hei, c u t ............1 00@1 25

37 
60 12 
25 
40 
15 
15 
20 

®7 00 
@6 50 

25® 30

50®
10®

@20®
12®12®
15®

R hei, pv 
S an g u in a ri, po 18 
Scillae, po 45-60 2
S enega .................
S e rp e n ta r ia  ........
S m ilax , M. g rd . . .  
S m ilax , offi’s H  g rd .
Spigella ............
S ym plocarpus . .
y a le r ia n a  .............
Z ing iber a  . . . .  
Z ing iber J .......... ..

Semen 
A nisum  po 22 . .  
A pium  (g rav e l’s)
B ird , I s  .............
C annab is  S a tiv a
C ardam on  ......... 1
C aru l po 29 . . . .  
C henonpod ium  . .
C o riand rum  .........
C ydonium  .............
D ip te rix  O dorate
F oen icu lum  ........
F oenug reek , p o . .
L ln i .......................
L ln l, g rd . bbl. 5
L obe lia  .................
P h a r la r is  C an a ’n
R ap a  .....................
S inap is  A l b a .........
S inap is N ig ra  . . .

16®
25®

T in c tu re s
Aloes .....................
A loes & M y rrh ..  
A ncon itum  N a p ’s F  
A ncon itum  N a p ’sR
A rn ica  ...................
A s a f o e t i d a ...............
A trope  B elladonna 
A u ra n ti C o rtex  . .
B aro sm a ............
B enzoin  .................
B enzoin  Co...........
C an th a r id e s  .........
C apsicum  .............
C ardam on  .............
C ardam on  Co. . .  
C ass ia  A cu tifo l . .  
C ass ia  A cu tifo l Co
C as to r  .....................
C a tech u  .................
C inchona Co...........
C olum bia ...............
C ubebae .................
D ig ita lis  .................
E rg o t .....................
F e r r l  C hlorldum
G en tian  .................
G en tian  Co.............
G u la c a .....................
G u iaca  am m on  . . .
H yoscyam us ..........
Iodine ...................
Iodine, colorless
K ino  .......................
L obelia  .................
M y rrh  ...................
N ux  V o m ic a .........
Opll ...................
Opil, cam p h o ra ted  
Opil, deodorized
Q uassia  .................
R h a ta n y  ................
R hei .......................
S an g u in a r ia  ........
S e rp e n ta r ia  .........
S trom on ium  ...........
T o lu tan  .................
V a le rian  ...............
V e ra tru m  V eride 
Z ing iber .................

75@1 00 
28 
25 
90 
90 
25 
45 
90 
30 
25 
20 
28

@ 18 
55® 60

7® 8
7® ‘

40® 1 50 
12® 15 
20® 30
10® 14@1 00 

@6 75 
@ 30

6® 9

45® 50
9@ 10
6® S 8®  10 
9® 10

Splrltua
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 25® 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

c a rr ia g e  ...........
G rass  sh eep s ' wool

c a rr ia g e  .............
H a rd , s la te  u se  . .  
N a ssa u  sh eep s’ wool

c a rr ia g e  ..........
V elvet e x t ra  sh eep s’ 

wool c a rr ia g e  . .  
Yellow R eef, fo r 

s la te  u se  ...........
Syrups

A cacia  ...................
A u ran ti C o r te x ..
F e r r i  lod ...............
Ipecac ...................
R hei A rom  .........
S en eg a  ...................
S m ilax  Offi’s  . . .

60 
60 
50 
60 
50 
75 
60 
50 
90 
60 
60 
75 
50 
75 
75 
50 
50 

2 75 
50 
60 
59 
59 
59
59 
50
60 
60 
50 
60 
501 00 

1 00 
60 
50 
50 
50 

2 00 
75 

2 25 
50 
50 
50 
50 
50 
60 
60 
50 
50 
60

50®

@4 00 

@4 00

@1 25 @1 00
@4 00 

@2 75

@1 40

M iscellaneous 
A eth e r, S p ts  N it

U S P  ..........  45® 50
A lum en, g rd  po 7 3® 5
A n n a tto  ................. 40® 50
A ntim oni, po . . . .  4® 5
A ntim oni e t  p o t 40® 50
A n tife b rin  ..........  @ 20
A n tip y rin  ............. ® 25
A rg en ti’ N itra s  oz ® 55
A rsen icum  ........... 10® 12
B alm  G ilead buds 40 ®‘ 50 
B ism u th , S N  ..2  10®2 20
C alcium  C hlor, I s  ®  8
C alcium  Chlor, % s @ 9
C alcium  Chlor, %s @ 11
C an th arid es , R us. P o  @1 25 
C apslc i 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 ia  .............  @ 10
C era  A lba  ..........  50® 55
C era  F la v a  . . . .  35® 42
C rocus ............... 10® 15
C hloroform  ........  34® 44
C hloral H y d  C rss 1 25 @1 45 
C hloro’m  S quibbs @ 90
C hondrus ............. 20® 25
C ocaine ............... 3 65@3 90
C orks list, le ss  70%
C reoso tum  ..........
C re ta  . . . .  bbl. 75
C reta , p rep ............
C re ta , p recip . . .
C re ta , R u b ra  . . .
C udbea r ............
C upri S ulph . . . .
D ex trin e  ............
E m ery , a ll N os. .
E m ery , po. . . .
E rg o ta , po 1 80 
E th e r  S ulph. . . .
F lak e  W h ite  . . .
G alla  ..................
G am bler ..............
G ela tin , F ren ch  
G lassw are , fu ll 
L ess  th a n  box 70%-10%
G lue, b r o w n ......... 11®
Glue, w h ite  ......... 15®

@
6%@

7®

1 40@1 50
27®12®

35®

20®Glycerin®,
G ran a  P a ra d is!  . .
H u m u lu s  .............
H y d ra rg  A m m o’l 
H y d ra rg  C h ..M ts  
H y d ra rg  C h C or 
H y d ra rg  Ox R u ’m 
H y d ra rg  U ngue’m 
H y d ra rg y ru m  . . .  
Ich thyobo lla , Am .
Indigo  ................... 85 @1 00
Iodine . R esub i . .3  75@4 00
Iodoform  ............... 4 50@5 00
L iq u o r A rsen  e t  

H y d ra rg  lod . . .  @ 2 5
Llq Potass Arsinlt 10® 16

13
25 
28
26

50@ 80
@1 50 
@1 30 
@1 25 
@1 40 

60® 75 
&  88 

90@1 00

L upu lin  ................. @2 75
Lycopodium  . . . .  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 00@10 50
M orphia, S P& W  4 55 @4 80
M orphia, SNYQ 4 5 5 4 80
M orphia, M ai. ..4 55 @4 80
M oschus C an ton @ 40
M yris tlc a  No. 1 25® 40
N ux V om ica po 16 @ 10
Os S ep ia  ............... 25® 30
P ep s in  Saac , H  & 

P  D  Co ............ @ 1 99
P ic is  L iq  N  N  % 

gal. doz................. @2 00
P ic is  L iq  q t s ___ @ 1 20
P ic is  L iq  p i n 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

& P . 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. G er. . ,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® 39
S a la d n  ................... 4 50 @4 75
S an g u is  D rac ’s  . . 40® 69
Sapo. G ................. @ 15
Sapo. M ............... 10 ® 12
Sapo, W  .............. 15® 18
Seid iitz  M ix tu re 20® 25
S inap is ................ 20® 25
S inap is, o p t........... ® 39
Snuff, M accaboy,

D e V o e s ............ @ 54
Snuff. S ’h  DeVo’s  @ 64
Soda, B o ras  ......... 6%@ 19
Soda, B o ras, po . .5% ® 1 «
S oda e t  P o t’s  T a r t  25@ 36
Soda, C arb  ........ 1 %@’ 3
Soda, B i-C a rb  . . 1 %@ 5
Soda, A sh .......... 1 %@ 4
Soda, S u lphas  . . . ■ 1 %@ 4
Spts. Cologne . . . @3 99
Spts. E th e r  C o.. . 50® 55
S pts. M yrcia  ___ 2 00@2 25
S pts. V ini R ec t bl @ 22
Spts. V l’i R ec t % bbl ®
S pts. V i’l R ’t  10 g l @
S pts. V i’l R ec t 6 gl @
S try ch n ia  C rys’l 1  00@1 30
S ulphur, R oll . . . , . 2%® 5
S ulphur, Subl. ..• 2%@ 6
T a m arin d s  ........ . 8® 10
T e reb en th  V enicei 40® 50
T h eb rro m iae  . . . . 55@ 60
V an illa  E x t. . . . .1  00@1 50
Zinci S ulph . . . . 7® 10

Oils
bbl. gal.

L ard , e x t ra  . . . .  85@1 09
L ard , No. 1 ..........  75® 90
L inseed  p u re  raw

66 ................... 70@ 75
Linseed, boiled, 67 71@ 76
N e a t 's -fo o t w s t r  80@ 85
T u rp e n tin e , bbls. @46% 
T u rp e n tin e , less , .  50® 55
W hale, w in te r  . .  70® 76

Pain ts
bbl. L..

G reen, P a r is  . . . .1 4 % ®  21 
G reen. P e n in su la r  IS® 16
Lead, 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
R ed V enetian , bbl 1

& 1% ..............  2®  6
S h ak e r 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® 16
W h itn g  G ilders’ 1® 6
W h it’g  P a r is  A m ’r  @ 1% 
W h it’g  P a r is  E ng.

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

Our Home—Comer Oakes and Commerce

A larger and more complete line of Holiday Goods 
Samples than ever shown before, are now on display in our 
store, in the handsomest sundry room in this part of the 
country. Come early and inspect the same.

We are now reserving dates for prospective buyers.

Grand Rapids. HAZELTINE & PERKINS DRUG CO.

FLEISC HMANN ’ S YEAST is to-day sold by 

thousands of grocers, w ho 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 w on’t regret it.
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

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

ADVANCED DECLINED
C arbon Oils F lour
Coffee W h ea t
Cloves O ats
P epper Chocolate

Rolled O ats
Sage
T ap ioca

Index to M arkets
By Columns

2

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

B aked  B eans  ................... 1
B a th  B rick  ....................... 1
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 and les ...............................  1
C anned  Goods ..............  1-2
C arbon  Oils ..................... 2
C atsup  .................................  2
C heese .................................  2
C hew ing  G um  ................. |
C hicory  ...............................  ®
C hocolate ...........................  3
C ider, S*weet ....................  3
C lo thes L ines ................. 3
Cocoa ...................................  3
C ocoanu t ........................... 3
Coffee ................................... 3
C onfections ....................... 4
C racked  W h e a t ............  1
C rackers  ..................  4, 5, 6
C ream  T a r ta r  ................. 6

D ried  F ru its  ................... 6

F arin aceo u s Goods
F ish in g  T ack le  -----____ 6
F lavo ring  E x tra c ts ___  7
F lou r an d  F eed — ___  7
F ru it  J a r s  ............... ___ 7

G
G ela tine  ..................... . . .  7
G rain  B ags .............. ----- 7

H
H 6 rb 9 . . . .  7
H ides  an d  P e lts  . . ___  8
H orse R ad ish  .......... ___ 8

J
Jelly ............................. ___  8
Je lly  G lasses .......... ___  8

M
M apleine ..................... ___  8
M ince M eats ............ ___  8
M olasses ..................... ___  8
M u sta rd  ..................... ___  8

N
___  4

O
Olives ........................... ___  8

P
D ickies ...................... 8
P ipes  ...............• • .......... . . .  8
P lay in g  C ards ..........___ 8
P o ta sh  ........................ .___ 8
P rov is ions  .................. . . .  8

R
R ice ............................. 9
Rolled O ats ..............___ 9

S
Salad  D ressing  ........ . . .  9
"'»aleratus .................... 9
S al Soda ..................... ___  9
S alt ............................... ___  9
S a lt F ish  .................. 9
Seeds .......................... .. . .  10
Shoe B lack ing  ........ . . .  9
Snuff ............................. 9
Soap ............................. . . .  14
Soda ............................... . . .  10
Spices ........................... . . .  10
S ta rc h  ........................ .. . .  10

. . .  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 east C ake ..........  ,. . .  14

A M M O N IA
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%Ib. t in  boxes, 2 doz. 4 25 
101b . p a ils , 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

BLU IN G
J e n n in g s ’.

C ondensed P e a rl B lu ing  
Sm all C P  B luing , doz. 45 
L a rge , C P  B luing, doz. 75 

B R E A K FA ST  FOODS 
A petizo, B iscu its  . . - . . 3  00 
B ea r Food, P e tt ijo h n s  1 95 
C racked  W h e a t, 24-2 2 50
C ream  of W h e a t, 36-2 4 50
Eger-O -See W h e a t ___ 2 75
E gg-O -S ee Corn

F lak e s  ....................... 2 75
P o sts  T oasties , T.

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

No. 3 ........................... 2 80
F arinose , 24-^ ............... 2 70
G rape N u ts  ..................  2 70
G rape S u g a r F lak es  . .  2 50 
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  ............... 3 20
L’axon  W h e a t F ood . .  3 00 
K rink le  C orn  F lak e  . .  2 00 
M alt B re a k fa s t Food 4 50
M aple F lak e s  ..............  2 70
M aple C orn F la k e s  . .  2 80 
M inn. W h e a t C ereal 3 75
A lgrain  Food ............... 4 25
R alston  W h e a t Food 4 50 
Saxon W h e a t Food . .  2 85 
S hred  W h e a t B iscu it 3 60
T risc u it, 18 ................... 1  80
P illsb u ry ’s B es t C er’l 4 25 
P o st T a v ern  S pecial 2 80 
V oig t’s  C ream  F lak e s  4 50 
Q u ak er P uffed  R ice . .  4 25 
Q u ak er Puffed  W h e a t 2 85 
Q u ak er B rk fs t B iscu it 1 90 
Q uaker C orn F la k e s  . .  1 90 
V ic to r C orn F lak e s  . .2  20 
W ash in g to n  C risp s . . . 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
E va po r'd  S u g ar C orn 90 

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 hisk  ..............  1 50
W areh o u se  ..................... 4 50

B R U SH ES
S crub

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 icking ......................... 20

C A N N E S  GOODS 
Aoples

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

BlacK berries
2 lb .........................  1  50@1 90
S ta n d a rd s  gallons @5 00 

B eans
B aked  .....................  85@1 30
Red K idney  ___  85 @ 95
S tr in g  ....................... 70@1 15
W a x  .........................  75<§1 25

B lueberries
S tan d a rd  ......................  1  30
G allon ........................... 6 75

C lam s
L ittle  N eck, l ib . @1 00
L ittle  N eck, 21b. @1 50

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

Corn
F a ir  ......................  75® 90
Good ..................... 1  00@1 10
F an cy  ..................  @1 30

F rench  P eas  
M onbadon (N a tu ra l)

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

No. 2, F a ir  ................. 1  50
No. 2, F a n cy  ..........  2 35

H om iny
S ta n d a rd  ........................... 85

L obste r
$6 J b ............................................ 2 501  lb ...........................................  4 25
P icn ic  T a ils  ............... ’.'.'.2  75

M ackerel
M ustard , l i b ...................... 1  80
M usta rd . 2Tb......................2 80
S’oused, l% Ib .................... 1  60
Soused, 21b.....................  2 75
T om ato , l i b ................. x 50
T om ato , 21b........................2 80

M ushroom s
H otels  ................... @ X5
B utto n s, % s . . . "  @, 14
B utto n s, Is  .......  @ 25
_  O ysters
Cove, l i b ................ 90®
Cove, 21b..................1  60@

Plum s
F la m s  ................... 90@i 35

P e a rs  in S yrup  
No. 3 cans, p e r  doz. . .  1 50 

P eas
M arro w fa t ..........  @ 1  25
E a rly  J u n e  ........  @1 25
E a rly  Ju n e  s if te d  1 45@1 55

P eaches
F ie  , ........................  90 @1 25
No. 10 size can  p ie  @3 25

P ineapp le
G ra ted  ................  1  75@2 10
Sliced ................... 90 @2 60

P um pkin
F a ir  ...........................  86
Good ........................... 90
F a n cy  ....................... 1  00
G allon .............; . . . .  2 15

R aspberries
S tan d a rd  ..............  @

Salm on
W a rre n s , 1  lb. T all . .2  30 
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, 1,4s ............  2 75
D om estic , % M u sta rd  2 75 
D om estic , % M u sta rd  @6%
F ren ch , %s ........... 7@14
F ren ch , %s ............... 18@23

S hrim ps
D unbar, 1st, doz..............1  26
D unbar, l% s , doz........... 2 25

Succo tashF a ir  ........................... go
Good ......................  1  20
F an cy  ................. 1  25@1 40

S traw b errie s
S ta n d a rd  .................  95
Flancy •.............................  2 25

T om atoes
Good ........................... 1  30
Flancy .......................  1  50
No. 10 ....................... 4 50

CARBON OILS 
B arre ls

P erfec tion  ..........  @11%
D. S. G asoline . .  @18%
G as M ach ine . . .  @25%
D eodor’d N a p ’a  @17%
C ylinder ............  29 @34}*
E ng in e  ............... 16 @22
B lack, w in te r  . .  8 @10

C A TSU P
S n ider’s  p in ts  ............  2 35
S'nider’s % p in ts  ........  1  35

C H E E S E
A cm e ................... @16%
B loom ingdale . .  @ 16%
C arson  C ity  ___  @16
H opkins ..............  @16%
R iverside ............. @16%
W a rn e r  ............... @17%
B rick  ..................  @ i6%
Leiden ................... @15
L im b u rg er ..........  @18
P in eap p le  ........  40 @60
Sap Sago ............  @22
Sw iss, d om estic  @ 13

, C H E W IN G  GUM
A dam s P ep s in  ............... (5
A m erican  F la g  S pruce 55
B ea m an ’s  P ep s in  ......... 55
B e s t P e p 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 sin  ................. 65
R ed R obin  .......................  55
Sen Sen ...........................  55
Sen Sen B re a th  P e r t .  1 00
S p ea rm in t .......................  55
S p earm in t, ja r s  5 bxs  2 75
Y ucatan  ........................... 55
Zeno ...................................  gg

CH ICORY  '
B u lk  ...................................  5
Red .....................................  7
E a g le  .................................  5
F ra n c k 's  ...........................  7
S ch en e r’s  .........................  6
R ed S ta n d a rd s  ............... 1  60
W h ite  ................................1  60

C H O CO LA TE 
W a lte r  B a k e r  & 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 ium , %s ............... "27
P rem ium . % s ............... 27

C ID E R , S W E E T  
“ M organ’s ”

R eg u la r b a rre l 50 ga l 10 00 
T ra d e  barre l, 28 g a ls  5 50 
% T ra d e  b a rre l, 14 g al 3 60
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 er doz.

No. 40 T w is te d  C o tton  95 
No. 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 06 
No. 50 B raided  C otton  1 00 
No. 60 B ra ided  C otton  1 25 
No. 60 B raided  C otton  1  85 
No. 80 B ra id ed  C o tton  2 25
No. 50 S ash  Cord ......... 1  75
No. 60 S ash  C o r d ............2 00
No. 60 J u te  .....................  80
No. 72 J u te  ..................... 1  00

5

n u . 00 o isa i ..................
G alvanized  W ire

No. 20, each  100ft. long 1 90
No. 19, each  100ft. long  2 10

COCOA
B ak e r’s ................ 36
C leveland ............ . 41
Colonial, 14s ___ . 35
Colonial, %s . . . . . 33
E p p s ....................... 42
H u y le r .................. 36
Jx>wney, %s ........ . 32
Low ney, %s ........ 32
Low ney, %s ........ 30
Low ney, 5 lb . can s  .. 30
V an  H ou ten . % s 12
V an H outen . %s .. 18
V an H ou ten , %s . .  36
V an  H ou ten , Is . 65
W ebb .................... 33
W ilber, %s .......... 33
W ilber, %s ........ 32

COCOANUT
D u n h am ’s p e r lb.

%s, 5 Tb. ca se  ___ 30
%s, 51b. ca se  . . . 29
%s, 151b. case  . . 29
%s, 151b. ca se  . . 28
Is, 151b. case  . . . 27
%s & %s, 151b. case 28
Scalloped G em s . 10
%s & % s pa ils  . . 15
B ulk, pa ils  ........ 14
B ulk, b a rre ls  ........ 12

3%

20%

C O F F E E S , RO ASTED  
RIO

Com m on .......................  19
F a ir  .....................
Choice ...........................  20
F a n cy  ...........................  21
P eab e rry  ....................... 23

S an to s
C om m on .........................  20
F a ir  .......................
Choice .............................  2 i
F a n c y  .............................  23
P ea b e rry  .........................  23

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

M exican
Choice .............................  25
F an cy  .............................  26

G u atem 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

M ocha
S h o rt B ean ................. 25@27
Long  B ean ..................24@25
H . L. O. G.................. 26 @28

B ogota
F a ir  .................................  24
F an cy  ...............................  26
e x c h a n g e  M ark e t, S tead y  
Spot M arket, S tro n g  

P ackage
N ew  Y ork  B asis

A rbuckle ...............  24 25
Lion ..............................  24 00

M cL augh lin ’s X XX X  
M cL augh lin ’s X X X X  sold 

to  re ta ile rs  only. M ail all 
o rd ers  d ire c t to  W . F. 
M cL aughlin  & Co., C h ica
go.

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

C O N FEC T IO N S 
S tick  C andy  P a lls

S ta n d a rd  .............    g 14
S ta n d a rd  H  H  ...........'  g 2
S tan d a rd  T w is t ........... 9
T C asesJum bo , 32 lb  . . .  9
E x tra  H  H  ..................... U
B oston C ream  ............... 14
B ig  stick , 30 lb . ca se  9

M ixed C andy
G rocers ................... 7
X  L  O ....................... 714
S pecial .........................”
C onserve ...............***’ sy,
R oyal .........................
R ibbon ........................... x4
B roken ................  ”  "  sas
C u t L oaf ...............
L ead er ........................... "  gaf
K in d e rg a rte n  ............. . '  n
F ren ch  C ream  ......... 10
H an d  M ade C ream b *..17  
P rem io  C ream  m ixed 14 
P a r is  C ream  Bon Bons 1 1
„  F ancy— In P ails
G ypsy H e a r ts  ............... 15
Coco Bon B ons ........... 14
F*udge S q u ares  ............. 14
P e a n u t Squares- ........... 17
S u gared  P e a n u ts  ......... 13
S alted  P e a n u ts  . . .  12
S ta r lig h t K isses  . . .  ” 13
L ozenges, p la in  ............ 1 1
C ham pion C hocolate . . 1 2  
E clipse C hoco lates . . . . 1 5  
E u re k a  C hocolates . . .1 6  
C ham pion G um  D rops 10
A nise S q u ares  ......... 1 1
Lem on S ours .................., u
Im p eria ls  .............................
I ta l  C ream  Bon Bons“  13
G olden W affles ........... 14
Red R ose G um  D rops 10
A u to  K isse s  ................  14
Cofify Toffy .....................14
M olasses M in t K isses 12
„ .F a n c y —In 51b. Boxes 
Old F ash io n ed  M olas

ses  K isse s  101b. bx. 1  30
O range Je ll ie s  ........... 60
L em on S ours ............. 65
Old F ash io n ed  H o re-

hound d r o p s ............. 65
P e p p e rm in t D rops . .  70 
C ham pion Choc D rops 65 
H . M. Choc. D rops . .  1 16 
H . M. Choc. L t. an d

D ark , No. 1 2 ...........1  16
B it te r  S w eets, a s ’td  1 25 
B rillia n t G um s, C rys. 60 
A. A. L icorice D rops 1 06 
Lozenges, p r in ted  . . .  65
L ozenges, p la in  ___  60
Im p e ria ls  ..................... 65
M o tto e s ........................... 65
C ream  B a r  ................... 66
G. M. P e a n u t B a r  . .  66 
H an d  M ade C rm s 80 @90
C ream  W a fe rs  ........... 65
S tr in g  R ock ................. 70
W ln te rg re e n  B e rrie s  60 

Pop Corn
C rac k e r J a c k  ............ 3 25
G iggles, 5c pkg. cs. 3 50
F a n  Corn, 50’s  .......... 1  65
A zu lik it 100s ...............2 25
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 U TS—W hole 
A lm onds, T a rra g o n a  18 
A lm onds, D rak e  . . . .  15 
A lm onds, C alifo rn ia

so ft shell .......................
B raz ils  .....................  @13
F ilb e r ts  ..................... 12@13
Cal. N o. 1 .................
W a ln u ts , s f t  shell @17 
W aln u ts , M arbo t . .  @15
T ab le  n u ts , fan cy  @13
P eca n s, m ed ium  ___  13
P eca n s, ex. la rg e  . . .  14
P ecan s, ju m b o s . . . .  IS 
H ick o ry  N u ts , p e r  bu.

Ohio, new  .................2 06
C ocoanu ts .....................
C h es tn u ts , N ew  Y ork

S ta te , p e r  bu ............
Shelled

S pan ish  P e a n u ts  6%@ 7 
P eca n  H alv es  . . .  @68
W a ln u t H alv e s  . .  @33
F ilb e r t M ea ts  ......... @30
A lican te  A lm pnds @40 
Jo rd a n  A lm onds . .  @47

P ean u ts
F’an 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  ............................. 3%
24 21b. p k g s ..................... 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% 
Seym our, Rd. bbl. 7 bx. 6% 

Soda
N. B. C. b o x e s ................. 6%
P rem iu m  ...........................  7%
S elect ................................. 8%
S a ra to g a  F lak e s  ........... 13
Z e p h y re tte  .......................13

O y ste r
N . B. C. P icn ic  boxes 6%
Gem, boxes ..................... 6%
Shell ................................... 8

S w eet Goods
A nim als .........................  10
A tla n tic s  ......................... 12
A tlan tic , A sso rted  . . . .  12 
A vena F ru i t  C akes . . .1 2  
B onnie D oon C ookies 10
B onnie L ass ie s  ............. 10
B onnie S h o rtb rea d  .. .2 0
B rittle  ...................................
B r it tle  F in g e rs  ............. 10
B um ble Bee ............... 10
C artw h ee ls  A sso rted  . .  8%
C hocolate D r o p s .............17
C hocolate D rp  C en te rs  16 
Choc. H oney  F in g e rs  16 
C ircle H oney  Cookies 12
C racknels ......................... 16
C ocoanut Taffy  B a r  ..12
C ocoanu t D rops .......... 12
C ocoanut M acaroons 13  
C ocanu t H on. F in g e rs  12 
C ocoanut H on . J u m b ’s  12
Coffee C akes ................ n
Coffee C akes, Iced  . . . .  12
C rum pe ts  ...........................
D ian a  M arshm alow

C akes ......................... 16
D in n er B iscu it ___ '..25
D ixie S u g ar Cookies . .  9
D om estic  C akes ..........  8%
E v en tid e  F in g e rs  . . . .1 6  *
F 'am ily Cookies ............. 8%
M g C ake A sset leu . . . . .  j .
F ig  N ew tons ................... 12
FTorabel C akes .............. 12 %
F lu ted  C ocoanut B a r  . .  10
M osted  C ream s ............  g%
F 'rosted G inger Cookie 8%
F ru it  L unch , Iced  ......... 10
G ala S u g ar C a k e s ........... 8%
G inger G em s ................... 8%
G inger G em s, Iced  ___  9%
G rah am  C rack ers  ........  8
G inger S naps F 'am ily . .  8% 
G inger S naps N . B. C.

R ound ............................. g
G inger S naps  N . B. C.

S quare  ........................... g%
H ippodrom e B a r  ........... 10
H oney  C ake, N . B. C. 12 
H oney  F in g e rs  As. Ice 12 
H oney  Jum b le s, Iced  ..12  
H oney  Jum b le s, P la in . .  12
H oney  F la k e  . . - ............. 12 %
H ousehold  co o k ies  . . . .  8 
H ouseho ld  Cookies, Iced  9
Im p eria l ........................... 8%
Jo n n ie  ...............................  8%
Ju b ilee  M ixed ...............16
K ream  K lips .................25
L eap  Y ear Ju m b le s  ..18  
L em on B iscu it S quare  8%
L em on T h in s  ................ 16
Lem on W a fe rs  ...............16
L em ona .............................  g%
M ace C akes ..................... 8%
M ary  A nn  ....................... 8%
M arshm allow  Coffee

C ake ................................12 %
M arshm allow  W a ln u ts  16%
M edley P re tz e ls  ............ 10
M olasses C akes ............... 8%
M olasses C akes, Iced  . .  9% 
M olasses F ru i t  Cookies

Iced  ........ -.......................1 1
M olasses S andw ich  . . . . 1 2
M ottled  S quare  ............ 16
O atm eal C rack ers  ___ 8
O range G em s ................. 8%
O range Sponge L a y e r

C akes .............................18
P en n y  A sso rted  ........... 8%
P e a n u t G em s ................. 9
P icn ic  M ixed ................. 1 1 %
P in eap p le  W a fe rs  ........ 16
P re tz e 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  Cookies ...............16
R aisin  G em s ...................1 1
R asp b e rry  C akes ........ 12
R evere, A sso rted  .........14
R itten h o u se  F ru i t

B iscu it .................,i, , . 1 J
R oyal L unch  ................... 8
R oyal T o a s t ................... 8
Rube ...................................  8%
S h o rtb rea d  S q u ares  ..2 0  
Spiced C u rra n t C akes 10 
Spiced G inger C akes . .  9 
Spiced G inger C ks le d  10
S u g ar F in g e rs  ...............12
S u g a r C akes ................... 8%
S u g ar C rim p ................... g%
S u g a r S quares , la rg e

o r sm all ................... 9
S u lta n a  F ru i t  B iscu it 16 
S unnyside  Ju m b le s  ..10
S u p e rb a  ......................   8%
Sponge L ad y  F in g e rs  25
T riu m p h  C ak es  .............16
V an illa  W a fe rs  ............ 10
W a fe r  Ju m b le s  cans 18 
W a v e rly  ....................... 10

In -e r  Seal Goods
p e r  doz.

A lb ert B iscu it ................ 1 00
A n im a ls  .............................1 00
A rro w ro o t B iscu it . . . . 1 0 0
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 hoco la te  W a fe rs  .........1 00
C ocoanu t D a in tie s  . . . . 1  00
D in n e r  B iscu its  ...........1 50
F a u s t  O y ste r .................1 00
F ig  N ew ton  ...................1 00
F iv e  O’clock T e a  . . . . 1  Od
F ro ta n a  .............................1 00
F r u i t  C ake .....................3 00
O in g e r Snaps, N , B . C. 1 00
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6 8 10 11
G rah am  C rackers, R ed

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 a r 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 altine  B iscu it ............... 1 00
S a ra to g a  F lak e s  ...........1 50
Social T e a  B iscu it . . . . 1  00 
S u lta n a  F ru i t  B iscu it 1 50 
Soda C rack ers  N  B  C 1 00 
Soda C rac k e rs  S elec t 1 00 
S. S. B u tte r  C rack ers  1 50
U needa B iscu it ........... 50
U needa J ln 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
Zw ieback ....................... 1 00

O ther P ack ag e  Goods 
B a rn 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 rackers, N BC 

fam ily  p ackage . .  2 50
S oda C rackers, N BC 

fam il y p ack ag e  . . . .  2 50
In Special T in  P ackages.

P e r  doz.
F es tln o  ........................... 2 50
M in are t W a fe rs  ........... 1 *0
N abisco , 25c ................  2 50
N abisco , 10c ................  1 00
C ham pagne W a fe r  . . .  2 50 

P e r  tin  in bulk
y o rb e tto  ......................... 1  00
N abisco  ......................... 1 75
F es tln o  ........................... 1 50
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 ...............................
S quare  C ans ................. 36
F a n cy  cad d ies  ............... 41

D R IED  FR U IT S  
A pples

E v a p o r’ed, C hoice b u lk  9 
E v a p o r’ed, F a n cy  pkg. 10%

A prico ts
C alifo rn ia  . . . . . . .  14@15

Currants
Im p ’d 1 lb . pkg. . . . .  9%
Im ported , bu lk  . . . . . .  9&

P eaches
M uirs—Choice, 25 lb. b  9
M uirs—F an cy , 25 lb. b  10
F an cy , Peeled , 25 lb. 13

Peel
Lem on, A m erican . . . .  12 %
O range, A m erican . . . .  12 %

R aisins
C onnosiar .C luster 1 lb. 17 
D esse r t C lu ste r, 1 lb. 21 
Loose M uscate ls  3 C r 7% 
Loose M uscate ls  4 C r 8 
L. M. Seeded, 1 lb . 7 @7%

C alifo rn ia  P ru n e s  
10-100 251b. b o x e s .. .@  7 
80- 90 251b. b o x e s . . . #  7% 
70- 80 261b. b o x e s . . .®  7% 
60- 70 251b. b o x e s . . .®  8 
60- 60 25!b. b o x e s . . .©  8% 
40- 50 25lb. b o x e s . . . #  9%

FA R IN A C EO U S GOODS 
B eans

D ried  L im a  ..................... 7%
M ed. H a n d  P icked  ___ 3 10
B row n H o lland  ........... 3 25

F a rin a
25 1 lb . p ac k ag es  . . . . 1  50
Bulk, p e r  100 lb s ............ 4 00

O riginal H olland R usk 
P ack ed  12 ro lls to  co n ta in e r 
3 c o n ta in e rs  (36) ro lls  2 85 
5 co n ta in e rs  (60) ro lls  4 75 

H om iny
P earl, 100 lb. sack  . . . . 2  00 
M accaroni and  V erm icelli 
D om estic , 10 lb . box . .  60
Im ported , 25 lb . box . .2 59

P earl B arley
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%

Sago
E a s t  In d ia  ....................... 5%
G erm an , sack s  . . . . . .  5%
G erm an , b roken  pkg. . .

T ap ioca
F lake , 100 lb . s ack s  . .  5% 
P earl, 130 lb . sack s  . .  5%
P ea rl, 36 p k g s ................ 2 25
M inute, 36 p k g s .............. 2 75

F IS H IN G  T A C K L E
% to  1 In ..............................6
1% to  2 In .......................... 7
1% to  2 In...........................9
1% to  2 in ........................ 11
2 in ........................................ 15
3 In ........................................ 20

Cotton Lines
No. 1, 10 fe e t ..................  5
No. 2, 15 fee t ................  7
No. 3, 15 f e e t ..................  9
No. 4, 15 fe e t .................. 10
No. 5, 15 fee t ................. 1 1
No. 6, 15 fe e t ..................12
No. 7, 15 fee t ................... 15
No. 8, 15 f e e t ....................18
No. 9, 15 fee t ..................20

Linen Lines
Sm all ................................... 20
M edium  ............................. 26
L a rg e  ................................... 34

Poles
B am 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 

Je n 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 

Je n n in g s  D C B rand 
E x tra 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, per doz. 2 00 
2 oz. F la t  F  M p e r  dz. 2 00

FLO U R A ND  F E E D  
G rand  R ap id s  G rain  & 

M illing  Co.
W in te r  W h ea t.

P u r i ty  P a te n t  ..........  5 70
Seal of M inneso ta  . . . . 5  40
S u n b u rs t ........................  5 40
W izard  F lo u r  ........... 5 40
W izard  G rah am  .’___  5 60
W izard  G ran . M eal . .  4 60
W izard  B uck 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 oig t M illing  Co.
G raham  ......................... 5 io
V oigt’s  C rescen t .........5 70
V o ig t’s  F lo u ro ig t .........5 70
V oigt’s  H y g ie n i c ......... 5 10
V o ig t’s  R oyal ............  6 10
W a tso n -H ig g in s  M illing Co.
P erfec tion  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 ap e r ..........  5 50
Q uaker, c lo th  ..............  5 60

S pring  W heat.
R oy B ak e r

G olden H orn , fam ily  . .5 60 
G olden H o rn , b a k e rs  5 40 
W isconsin  R ye ............. 4 25

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 clo th  ........... 6 00
L a u re l % s clo th  ........... 5 90
L au rel, % s& % s p ap e r 5 80 
L au re l, % s clo th  . . . . . .  .5 80

W ingold, % s ................. 5 85
W ingold , % s .......... • . . .  5 75
W ingold, % s ............... 5 65

W ykes & Co.
S leepy E ye, %s clo th  6 00 
S leepy E ye , %s clo th  5 90 
S’leepy Eye, % s c lo th  5 80 
Sleepy E ye, % s p ap e r  5 80 
S leepy E ye, % s p ap e r 5 80 

Meal
B olted ............................. 4 40
Golden G ran u la ted  . . . 4  60 

W hea t
R ed ................................... 1 03
W hite  ............................. 1  02

O ats
M ichigan ca rlo ts  ......... 37
Less th a n  ca rlo ts  ___  39

Corn
C arlo ts  ...............................  85
L ess  th a n  ca 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 ar F e e d .................. 33
No. 1 C orn Sc O at F eed  .33
C racked  corn  .....................32
C oarse co rn  m e a l.............. 32

F R U IT  JA R S  
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, can  tops, gro. 1 40

G E L A T IN E
Cox’s, 1 doz. la rg e  . . . 1  75 
Cox’s, 1 doz. sm all . . . 1  00 
K n o x '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 25 
P ly m o u th  R ock, P la in  90

G R A IN  BAGS
B road  G auge ...................  18
A m oskeag  ......................... 19

H E R B S
Sage ...................................  15
H ops ................................. 15
L au re l L eaves ............... 15
S enna L eaves  ............... 25

H ID E S  A N D  P E L T S  
Hides

G reen, No. 1 ..................11%
G reen, No. 2 ..................10%
C ured, No. 1 .................. 13
Cured, N o. 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 , cu red , No. 2 14%

Pelts
Old W ool ............  @ 30
I a m b s  ................... 25 @ 60
S h earlin g s  .........  25@ 50

Tallow
No. 1 ......................  @ 5
No. 2 ....................... @ 4

Wool
U nw ashed , m ed. @ 20
U nw ashed , fine @ 15

HO RSE R A D IS H  
P e r  doz.............................. 90

J E L L Y
51b. pails , p e r  doz. . .  2 20

151b. pails , p e r  p a l l----- 60
30tb. pails, p e r  pa il . .1  05

J E L L Y  G LASSES  
% p t. in  bbls, p e r  doz. 15 
% p t. in  bbls., p e r  doz. 16 
8 oz. capped  in  bbls, 

per doz............................... 18
M A P L E IN E

2 oz. bottles, per doz. 3 00 
M IN C E  M E A T

2 25 
90

M OLASSES 
N ew  O rleans

M USTARD 
% lb. 6 lb . box . .

O LIV ES 
B ulk, 1 gal. k eg s  1 05@1 15 
B ulk, 2 gal. k eg s  90@1 05 
B ulk, 5 gal. k eg s  90@1 00
S tuffed , 5 oz.....................  90
S tuffed, 8 oz................... 1 35
S tu tied , 1 4oz.................. 2 25
P itte d  (n o t stu ffed )

14 oz.......................
M anzan llla , 8 oz . . .
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 co u n t ..6  75
H a lf bbls., 600 cou n t 4 00
5 gallon  kegs  ............... 1 90

Sm all
B a rre ls  ........................... 8 25
H alf b a r r e l s ...............  4 65
5 gallon  k eg s  ..............  2 25

G herk in s
B arre ls  ...........................
H a lf  b a rre ls  .................
5 gallon  kegs ..............

S w eet 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
Clay, No. 216, p e r box 1 75 
Clay, T. D ., fu ll c o u 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, en a m ’d 1 50 
No. 572, S pecial „ . . . . 1 7 5  
No. 98 Golf, s a tin  fin. 2 00
No. 808, B icycle ........... 2 00
No. 632, T o u rn ’t  w h is t 2 25

POTASH
B 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 h o rt C u t C lear 18 50@19 00
B ean  ...................17 0O@17 50
B risk e t, C lea r 19 50@20 00
P ig  .................................  23 00
C lear F am ily  ........... 26 00

D ry S a lt M eats 
S P  Bellies .................. 13

L ard
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 ce  % 
60 lb. tu b s  . .  .ad v a n ce  % 
50 lb. t in s  . .  .ad v a n ce  % 
20 lb . p a ils  . . .a d v a n c e  % 
10  lb . p a ils  . .  .ad v a n c e  % 
5 lb . pa ils  . . .a d v a n c e  1 
8 lb . p a ils  . . .a d v a n c e  1

Sm oked M eats 
H am s, 12 lb . av . 15 @15% 
H am s, 14 lb. av . 14 @14%
H am s, 16 lb. av . 14%@14% 
H am s, 18 lb. av . 14 @14% 
Skinned  H am s ..15  @15% 
H am , d ried  beef

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 (3)23%
M inced H am  ...12% @ 13 
Bacon ..................  14% @15

S ausages
Bologna ..............  8%@ 9
L iver ....................  7%@ 8
F ra n k fo r t  ........... 10@10%
P o rk  ............................... 1 1
V eal ................................. 1 1
T ongue ........................... 1 1
H eadcheese  ................... 9

Beef
Boneless ....................... 14 00
R um p, new  ............... 15 00

P ig ’s F ee t
% bb ls .................................  95
% bbls., 40 lb s ...................1 90
% bb ls...............................  3 75
1  bb l..................................... 8 00

T ripe
K its , 15 tb s ........................  90
% bbls., 40 lb s ................. 1 60
% bbls., 80 lb s ...................3 00

C asings
H ogs, p e r  lb ...................  35
Beef, rounds, s e t  . .  17@18 
Beef, m iddles, s e t  ..90@95 
S heep ,per bundle . . . .  88

U ncolored B u tte rln e  
Solid D airy  . . . .  12 @16 
C o un try  R olls ..12%  @18

C anned  M eats
C orned beef, 2 lb .............3 50
C orned beef, 1 lb .............1 85

100 rb s ................... .............. 9 75
50 lb s ................... .............. 5 25
10 lb s . .............. .............. 1 12

5 tb s ................... 92
100 tb s ................... .............. 4 65

40 lb s ................... ...............2 10
10 lb s ................... 75
8 tb s ................... 65

SEED S
A nise ..............................  14
C anary , Sm yrna ..........  5
C araw ay  ......................... 1 n
Cardom 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 ap e  ................................... 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  
M iller’s  C row n Polish

S N U F F
Scotch, in  b ladders  . . . .3 7
M accaboy, in  ja r s  .......... 35
F ren ch  R app ie  in  ja r s  . .  43

Boxes
SO DA

5%

.2 85 R o as t beef, 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

. 42 Deviled H am , %s . . . . 45
35 Deviled H am . % s . . . . 90

. 22 P o tte d Tongue, %s . . 45
20 P o tte d T ongue, % s . . 90

•a
RICE

F ancy ..................... 6
. 16 J a pa n S ty le  ........  5 # 5 %

B roken ................ 3% @4%
R O L L E D  O ATS  

Rolled A vena, bbls. . .  5 00 
S tee l Cut, 100 tb . sks. 2 40
M onarch, bb ls ................... 4 75
M onarch, 90 tb. s ack s  2 25 
Q uaker, 18 R eg u la r . .1  45 
Q uaker, 20 F am ily  . . . A  00

S A L A D  D R ES SIN 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 er’s, la rge , 1 doz. 2 35 
S n id e r’s, sm all, 2 doz. 1 35

S A L E R A T U 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

S A L SGDA
G ran u la ted , bbls.............  80
G ran u la ted , 100 lbs. cs. 90 
G ran u la ted , 36 pkgs. . .  1 25

K egs, E ng lish  .............. 4%
S P IC ES  

W hole Spices
A llspice, J a m a ic a  ........ 9
A llspice, la rg e  G arden 11
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 egs, 70-80 ............ 30
N u tm egs, 105-110 ........ 22
P epper, B lack  ...............15
P epper, W h ite  .............. 25
P ep p er, C ayenne .......... 22
P ap 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 an z ib ar ........  25
C assia , C an ton  ............ 12
G inger, A frican  .......... 18
M ace, P en an g  .............. 75
N u tm egs, 75-80 ........... 35
P epper, B lack  .............. 16
P epper, W hite  ............  35
P epper, C ayenne . . . .2 4  
P ap rik a , H u n g a rian  ..45

STA RCH
Corn

K ingsfo rd , 40 lb s ..............7%
M uzzy, 20 l ib .  pkgs. . . 5 %
M uzzy, 40 l ib . pkgs ..6  

Gloss 
K ingsfo rd

S ilver Gloss, 40 lib s . . 7% 
S ilver Gloss, 16 3!bs. . .  6% 
Silver Gloss, 12 61bs. . 8% 

Muzzy
48 lib . pack ag es  ..........  5
16 31b. packages  ........... 4%
12  61b. pack ag es  ..........  6
501b. boxes ..................... 3%

SYRU PS
Com

B arre ls  ........................... 28
H alf b a rre ls

S A L T B lue K aro , No. 2 ____ .1 70Com m on G rades Blue K aro , No. 2% . .2 06100 3 lb. s ack s  ............ .2 40 B lue Kjaro, No. 5 ........ .2 0060 5 lb. s a c k s  ............ .2 25 B lue K aro , No. 10 . . . .1 9128 10 % lb. s ack s  . . . .2 10 R ed K aro , No. 2 ........ ..1 9156 tb. sack s  ............ 40 Red K aro , No. 2% .,.2 3128 lb. s ack s  ............ .20 R ed K aro , No. 5 ____.2 26
W arsaw R ed K aro , No. 10 . . . , .2 17

56 tb, d a iry  in  d rill bags 40 Pure Cane
28 lb. d a iry  in  d rill bags 20 F a ir  ................................. 16

Good ............................... 20
Solar Rock Choice .............................

56 lb . s ack s  ................ 24 T A B L E  SAUCES
Common H alfo rd , la rge  ............ ..3 75

G ran u la ted , F in e  ........ 95 H alfo rd , sm all ...............2 25
M edium , F in e  ............ . 1 00

SA L T F ISH  
Cod

L arg 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 trip s  ............................... 15
C hunks ...........................  16

H olland H erring  
Y. M. wh. hoops, bbls. 11 59 
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 .......................19 00
Q ueen, % bb ls .................. 5 25
Q ueen, kegs  ............... 60

T ro u t
No. 1, 100 lb s .................... 7 59
No. 1, 40 lbs. ............... 3 25
No. 1, 10 lb s .................. 90
No. 1, 8 lbs. ................... 75

M ackerel
M ess, 100 lb s ................. 16 50
M ess, 40 lbs. ................. 7 00
M ess, ,10 lb s ........................ 1  85
M ess, 8 lb s .......................... 1 59
N o. 1, 100 lb s .................10 00
N o. 1, 40 lb s ...................... 6 60
N o. 1, 10 lb s ...................... 1 25

TEA
Japan

S undried , m edium  ..2 4 @zo 
Stindried, choice ...,30@ 33 
S undried , fan cy  ,...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
F an n in g s  ................... 14@15

Gunpowder
M oyune, m e d iu m ........... 35
M oyune, choice ........... 33
M oyune, fan cy  ___  50@60
P ingsuey , m ed ium  . . .  33
P ingsuey , choice ........  35
P ingsuey , fan cy  ....50@ 55 

Young Hyson
Choice ........................... 30
F an cy  ......................... 40@50

Oolong
F orm osa, F a n cy  ----- 50@60
F orm osa, m ed ium  . . . .  28
F o rm osa , choice ........... 35

English Breakfast
M edium  ...........................  25
Choice ........................... 30@35
F a n cy  ............................40@60

India
Ceylon, choice ........ 30 @35
F a n c y  ......................... 45@50

2 41
4 91
5 7l 

.11 II

2 3

TO BACCO  
Fine Cut

B lo t .................................  1 45
Bugle, 16 oz....................... 3 84
Bugle, 10c ................... n  oo
D an  P a tc h , 8 an d  16 oz 32
D an  P a tc h , 4 oz...........l i  53
D an P a tc h , 2 oz............5 75
F a s t  M ail, 16 oz...........7 80
H ia w a th a , 16 oz.........  60
H iaw a th a , 5c ............  49
M ay F low er, 16 oz. . . 9  36
N o L im it, 8 oz...............1  79
N o L im it, 16 oz. . . . .  3 55
O jibw a, 8 an d  16 oz. 40
O jibw a, 10c ........... 11  in
O jibw a, 5c ___  " 1  86
P e to sk ey  Chief, 7 oz. ' 2 00
P etoskey  Chief. 14 oz. 4 00
R edCB*nndifiH ° ney’ 5c 6 76 Avea Bell, 16 oz.................3 9«
Red Bell, 8 foil . . .  i oS 

L  & D  5c 6 76 
ow ee t Cuba, c a n is te r  9 16 
S w eet C uba, 5c . .  g 7s 
S w eet Cuba, 10c "  ¿3
S w eet Cuba, 1 lb. t i n '4 90 
Sw eet Cuba, 16 oz . 4 so
S w eet Cuba, % lb .‘foil 2 25 
“ w eet  B u rley  5c L  & D 5 7f 
S w eet B urley , 8 oz . "  *■ 
Sw eet B urley , 24 h>
S w eet M ist, % g ro .
S w eet M ist, 3 oz 
S w eet M ist, 8 oz.‘
1 eleg ram , 5c,
T iger, 5c . . .
T iger, 25c cans 
U ncle D aniel, 1  tb.
U ncle D aniel, 1  oz.

Plug
Am N avy , 16 oz...........  33
A pple, 10 lb. b u t t  . . . .  3« 
D rum m ond N a t L eaf, 2
. *  * R>. ....................... 60
D rum m ond  N a t  L eaf,

p er doz.................... at
B a ttle  A x . . . . . .  03
B racer. 6 & 12 lb . 30
Big F o u r, 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«
Clim ax, G olden T w ins  48 
C lim ax, 14% oz. . . .  44
Clim ax, 7 oz.................  47
D ays’ W ork, 7 & 14 tb. 37 
C rem e de M enthe , tb . 62 
Derby, 5 lb. boxes . . .  28
5 Bros., 4 lb ...................  65
F ou r Roses, 10c . . . !  * 90
G ilt Edge, 2 lb ............ "  50

5 ope> 6 & 12  lb. 58 
Gold Rope, 4 & 8 lb. 58 
O. O. P ., 12 4b 24 lb . 36 
G ran g er T w ist, 6 lb . 46 
G. T. W „ 10% & 21 lb. 36 
H o rse  Shoe, 6 4b 12 lb. 43 
H oney  D ip T w ist, 5&10 45 
Jo lly  T a r, 5 & 8 l b . . .  40

T., 5% 4b 11 lb ........  35
K en tucky  N avy , 12  lb. 32 
K eystone  T w is t, 6 lb. 45
K ism et, 6 lb ...........  48
M aple Dip, 20 oz. ..." 25
M erry  W idow , 12 lb . 32 
N obby Spun Roll 6 4b 3 58
P a rro t,  12  lb ...................  34
P a rro t, 20 lb ................... 28
P a tte rs o n ’s N a t L e a f 93 
P eachey , 6-12 & 24 lb . 40 
P icn ic  T w is t, 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 48
R edicu t, 1% oz............... 3 |
R ed  L ion, 6 & 12 lb. 30 
S crapple. 2 4b 4 doz. 48 
S h erry  Cobbler, S oz. 32 
S p ear H ead , 12 oz. . .  44
S p ear H ead . 14% oz. 44 
S p ear H ead , 7 oz. . . .  47
Sq. D eal, 7, 14 & 28 lb . 28 
S ta r, 6, 12 4b 24 lb . 43 
S ta n d a rd  N avy , 7%, 15

& SO lb ................   34
Ten P enny , 6 4b 12 lb . 21
Tow n T a lk , 14 ez ..........  80
Y ankee G irl, 6, 12 & 24 30

S crap
All R ed, 5c ...................
Am. U nion S crap  . . . .
B ag  P ipe, 5c ...............
C u tlas, 2% oz...............
Globe S crap , 2 oz. . .  
H ap p y  T hou g h t, 2 oz. 
H oney  Com b sc rap , 6c 
H o n es t S crap , 5c . . .  
M ail P ouch, 4 doz. 5c
Old Songs, 5c ...............
Old T im es, % gro . . . .  
P o la r  B ear, 5c, % gro  
R ed  B and, 5c % gro. 
R ed M an S crap  5c
S crapple, 5c p k g s ..........
S u re  S hot, 5c, % gro. 
Y ankee G irl S crp  2 oz 
P a n  H an d le  S crp  % g r  
P eac h y  Scrap , 5c . . . ,  
U nion W o rk m an , 2%

5 76 
5 40 
5 88 

26 
39 
30 

5 76
1 56
2 00 
5 76 
5 50 
5 78
5 76 
1 48

48
6 76 
5 76
5 76 
1 90
6 00

Sm aklng
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 in s  .........11 62
B adger, 3 oz..................  5 04
Badger, 7 oz......................11 5|



30 M I C H I G A N  T R A D E S M A N S ep tem b er 11, 1912

Special Price Current 1 5 ______“_______il
12 13 14

B anne r, 5c ................... 5 96
B anner, 8 oz..................... 1 60
B an n e r, 16 oz................... 3 20
Belwood M ix tu re , 10c 94
B ig  Chief, 2 Vi oz. . .  6 00
Biff Chief 16 oz..............  30
B ull D urham , 5c ____ 5 90
B ull D urham , 10c . . . .1 0  80
B ull D urham , 15c ___ 18 48
Bull D urham , 8 oz. . .  60
Bull 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  Stwan, 5c ............. 5 76
B lack  Sw an. 14 oz. . .  3 50
Bob W h ite , 5c ...............5 90
B ro therhood , 5c ............. 5 95
B ro therhood , 10c . . . .  11 00 
B ro therhood , 16 oz. . .  39
C hrn iva l, 5c ............... 5 70
C arn ival, 3% oz............  39
C arn ival. 16 oz............... 40
C le ar C lip’g  Jo h n so n  30 
C igar C lip’g, S eym our 30 
Id en tity , 8 & 16 o z .. .  30
D arb y  C iga r C u ttin g s  4 50 
C o n tin en ta l C ubes, 10c 90
C orn C ake, 14 oz.......... 2 55
C om  Cake, 7 oz...........1 45
C ora  Cake, 6c ............. 5 76
C ream , 60c pa ils  . . . .  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
Dills 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  Mix, 5c .............5 76
D uke’s  M ix, 10c ......... 11 52
D uke’s Cam eo, 1% oz. 41
D rum . 5c ....................... 5 90
F  F  A  8 e z ......................4 95
F  F  A, 7 oz................... 11 50
F ash ion , 5c ................. 6 00
Fash ion , 16 oz..................  43
F ive B ros., 5c ............... 5 60
Five B ros., 10c ........... 10 70
Five ce n t c u t P lu g  . .  29
F  O B  10c ................... 11 50
F our Roses, 10c ..........  96
Full D ress, 1% oz. . .  72
Glad H and , 5c ........... 1 44
Gold Block, 1% oz. . .  39
Gold Block, 10c ......... 11 88
Gold S ta r, 16 oz........... 38
Gall & A x N avy , 5c 5 95
G row ler, 5c ..................  4 56
G row ler, 10c ................  2 70
G row ler, 20c ............... 2 63
G ian t, 5c ......................... 1 55
G iant, 16 oz........................  33
H and  M ade, 2% oz. 60
H azel N u t, 5c ..............  5 76
H oney Dew, 1% oz. . .  40
H oney Dew, 1 0 c ........... 11 88
H unting , 1% & 3% oz. 38
I X  L, 5c ....................  6 10
l  X  L, In palls  ........... 32
J u s t S u its , 6c ..........  6 60
Ju s t S u its , 10c ........... 11 88
Kiln D ried. 25c ..........  2 45
K ing  B ird. 7 oz...........25 20
K ing  B ird , 3 oz ...............11 00
K ing B ird, 1% oz. . . . .  5 70
Da x u rk a , 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, 8 6k 16 o z .. .  38
M yrtle N avy , 10c . . . .1 1  80
M ytrle N avy , 5c -------5 94
M ary land  C lub, 5c . .  50
M ayflow er, 6c ..............  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 62
Old Mill, 6c ................... 5 76
Old E n g lish  C urve l% oz  96
Old Crop, 5c ................. 5 76
Old Crop, 25c ............. 20
P . S., 8 oz., 36 lb . cs. 19 
P . 8 .. I  oz. p e r gro. 5 70
P a t  H and , 1 oz...........  63
P a tte rs o n  Seal, 1% oz. 48 
P a tte rs o n  Seal. 3 oz. . .  96
P a tte rs o n  Seal, 16 oz. 5 00
P eerless, 5c ................... 5 70
P eerless. 10c ..............  1 92
P eerless, 3 oz. ...........10 20
P eerless, 7 oz................ 23 76
P eerless. 14 oz............... 47 52
P laza , 2 gro. c s ..............6 76
Plow  Boy, 5c ..............5 76
P low  Boy, 10c ..........11 00
P low  Boy, 14 oz............. 4 50
P edro , 10c ................... 11 80
P ride  of V irg in ia , 1% 77
P ilo t 6c ........................  5 76
P ilo t, 7 oz. d o z ............... 1 05
P ilo t. 14 oz. d o z ..........  2 10
P rin ce  A lbert. 10c . .  96
P rin ce  A lbert, 8 oz. . .4  92 
P rince  A lbert, 16 oz. . .8  4" 
Q ueen Q uality , 5c . . . .  4«
Rob Roy, 5c foil . . . .  5 9« 
Rob Roy, 10c g ro ss  . .10 20 
R ob R oy, 25c doz...........2 10

Rob Roy, 50c, doz........  4 12
S. & M., 5c, g ro ss  . . . .  5 76 
S. & 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 apora l, 1 oz. . .  60
S w eet L o tus, 5c . . . .  6 00 
S w eet L o tu s, 10c . . . .  12 00 
S w eet L o tu s, p e r  doz. 4 85 
S w eet Rose. 2V4 oz. 30 
S w eet T ip  Top, 5c . .  2 00 
S w eet T ip  Top, 3% oz. 38 
S w eet T ip s, % gro  10 08
Sun C ured. 10c ........... 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 90
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 
S eal N. C., 1% G ran  63
T h re e  F e a th e rs , 1 oz. 63
T h re e  F e a th e rs , 10c 10 20
T h re e  F e a th e rs  and

P ip e  com bination  . .  2 25 
Tom  & J e r ry , 14 oz. . .3  60 
Tom  & J e r ry , 7 oz. . .  1 80 
Tom  & Je 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. b ag s  . .  48
T uxedo, 2 oz. t in s  . .  96
T uxedo, 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, 50c . .  8 J6 
U nion L eader, 25c . . . .  2 55 
U nion L eader, 10c ..11  60 
U nion L eader, 5c . . . .  5 95 
U nion W ork m an , 1% 5 76
U ncle Sam , 10c .........10 80
U ncle Sum . 8 oz...........2 20
U. S. M arine , 5c ___ 6 00
V an  B ibber, 2 oz. t in  88 
V elvet, 5c pouch . . . .  1 44
V elvet, 10c t in  ............ 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 av e  L ine. 16 oz. . .  40
W a y  up, 2V4 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 . ba les . -----6

V IN E G 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 inega r & P ickle 

Co.’s  B rands . 
H ig h land  ap p le  c ider ..18  
O ak land  app le  c id er ..14
S ta te  S eal su g a r  ........ 12
O akland  w h ite  p ick ling  10 

P ack a g es  free.
W IC K IN G

No. 0, p e r  g ro ss  ............30
N o. 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
Baskets

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 60
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 tter Plates 
W ire  E n d  o r  O vals.
% lb ., 259 in  c r a t e ..........30
% lb ., 250 in  c ra te  ......... 30
1 lb ., 250 in  c ra te  ..............30
2 lb ., 250 in  c ra te  ..............40
3 lb ., 250 in  c ra te  ..............55
5 lb ., 250 in  c ra te  ..............75

Churns
B arre l, 5 ga l., each  . . . 2  40 
B arre l, 10 gal., each  . .2  56 

Clothes Pins 
R ound H ead.
4 inch , 6 g ro ss  ............... 45
4% inch , 5 g ro ss  ............... 50
C arto n s, 20 2% doz. bxs. 55

Egg Crates and Fillers  
H u m p ty  D um pty , 12 dz. 20
No. 1, com plete  ............. 40
No. 2, com plete  ............  28
C ase No. 2, fillers, 15

s e ts  ............................  1 35
Case, m edium , 12 s e ts  1 15 

Faucets
C ork lined , 8 in ............... 70
C ork lined , 9 in ............... 80
C ork  lined, 10 in ...........  90

Mop S ticks
T ro jan  sp r in g  ............... go
E clipse p a te n t  sp rin g  85
No. 1  com m on ........... 80
No. 2 pa t. b ru sh  ho lder 85
Ideal No. 7 ..................... 85
121b. co tton  m op h ead s  1 45

Pails
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 eda r all red  b ra s s  . .1 25
3- w ire  Cable .2 30
P a p e r  E u re k a  ...............2 25
F ib re  ................................. 2 4»
10 q t. G alvan ized  . . . . 1 7 0  
12 q t. G alvanized  . . . , 1  90 
14 q t. G alvan ized  . . . . 2  10.

Toothpicks
B irch , 100 p ackages  ..2  00 
Ideal ............................... 85

T  raps
M ouse, wood, 2 holes 22
M ouse, wood, 4 holes 45
M ouse, wood, 6 holes 70
M ouse, tin , 5 h o l e s ____  65
R a t, wood ..................  80
R a t, sp r in g  ................ | 75

20-in. 
18-in. 
16-in. 
20-in. 
18-in. 
16-in. 
No. 1 
No. 2 
No. 3 
L arge 
M ediu 
Sm all

■ uus
S tan d a rd , No. 1 7 50 
S tan d a rd , No. 2 6 50 
S tan d a rd , N o 3 5 50
Cable, No. 1 ___ 8 00
Cable, No. 2 ___ 7 00
Cable, No. 3 ___ 6 00
F ib re  ................... 10 25
F ib re  ..................  9 25
F ib re  ..................... 8 25
G alvanized  ___ 5 75

m G alvan ized  . .5  00
G alvan ized  ___ 4 25
Washboards

B ronze G lobe ............... 2 50
D ew ey ............................. 1  75
Double Acme ............... 3 75
Single A cm e ................. 3 75
D ouble P e e rle s s  ...........3 75
Single P eerless  .............3 25
N o rth e rn  Q ueen ........... 3 25
D ouble D uplex ............. 3 00
Good L uck  ..................... 2 75
U n iversa l ....................... 3 ¿0

12
14
16

W indow  Cleaners
in ....................................... 1 65
in ........................................1 85
in ....................................... 2 30

Wood Bowls
13 in. B u tte r  ................. 1  50
15 in. B u tte r  ............... 2 00
17 in . B u tte r  ................. 3 75
19 in. B u tte r  ................. 6 00
A ssorted , 13-15-17 ___ 3 00
A ssorted , 15-17-19 ___ 4 25

W R A P P IN 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 anila  ..............  3
B u tc h e rs ’ M anila  ........... 2%
W a x  B u tte r , s h o r t  c’n t  13 
W a x  B u tte r , fu ll cou n t 20
W a x  B u tte r , ro lls ........ 19

Y E A S T  C A 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 16 
Y eas t C ream , 3 doz. . .1  00 
Y eas t 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 

B A K IN G  P O W D E R  
Royal

10c size  . .  90
% lb. can s  1 35 
t  oz. c a n s  1 90 
%!b. c a n s  2 50 
%Ib. c a n s  3 75 
lib . ca n s  4 80 
lib . c a n s  13 00 
¡lb . c a n s  21 50 

CIG A R S
Jo h n so n  C ig a 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 ............................. 32

W orden G rocer Co. B rand  
B en H u r

P erfec tio n  ........................... 35
P erfec tion  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

C O C O A N U T
B ak e r’s B raz jl Shredded

10 5c pkgs., p e r  case  2 60 
36 10c pkgs., p e r case  2 60 
16 10c an d  38 5c pkgs.,

p e r case  ...................2 60

C O F F E E
Roasted

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 xcelsior, B lend, l ib . 
E xcelsio r, B lend, 2!b.

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 Judsnn  
G rocer Co., G rand  R ap ids: 
L ee & C ady, D e tro it; S y 
m ons B ros. & Co.. S ag i
n aw ; B row n, D avis A 
W a rn e r, J ack so n ; Gods- 
m ark , D u ran d  & Co.. B a t
tle  C reek; F ie lbach  Co.. 
Toledo.

8A F E S

Full line of fire and  b u r 
g la r  proof sa fe s  k ep t in 
s to c ’. by  th e  T ra d esm an  
C om pany. T h irty -fiv e  sizes 
and  sty le s  on h an d  a t  all 
tim es—tw ice  a s  m any  sa fes  
a s  a re  c a rried  by an y  o th e r 
house in  th e  S ta te . If  you 
a r e  unab le  to  v is it G rand  
R ap ids an d  in sp ec t the  
line personally , w rite  for 
quo ta tio n s .

SO AP
G ow ans & 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 b ars , 70 lbs. 3 80 
A cm e, 100 cakes .......... 3 25

B ig  M aster, 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 t 0 il 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 
Show  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
S oapine ............................. 4 00
B a o b itt’s 1776 ...............3 76
R oseine ............................. 3 59
A rm o u r’s  ......................... 3 70
W isdom  ............................. 3 ¿0

Soap C om pounds
Jo h n so n 's  F ine  ............. 5 10
J o h n so n ’s X X X  ...........4 25
R ub-N o-M ore  ................. 3 85
N ine O’clock ................... 3 30

S couring
E noch M org an 's  Sons 

Sapolio, g ro ss  lo ts  . . . . 9  60 
Sapolio, ha lf gro. lo ts  4 85 
Sapolio, s ing le  bo x es  2 40
Sapolio, h an d  ................. 2 40
S courine M an u fac tu rin g  Co 
S courine , 50 ca k es  . . . . 1  80 
S courine, 100 cak es  . .  .3 50

Only Cereal Food 
Biscuit Form

in

How many of your customers know that

Shredded Wheat Biscuit
is the only cereal breakfast food made in Biscuit 
form? How many of them know that it is the 
only cereal food that combines naturally with 
fruits? Nothing so delicious and nothing so 
easy to prepare as Shredded Wheat with canned 
peaches, pears, plums or other canned fruits. 
You sell both the Biscuit and the fruit at a profit.

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

The Shredded Wheat Company
Niagara Falls, N . Y.
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BUSINESS-WANTS DEPARTMENT
Advertisements inserted under this head for two rents a word the first insertion and one cent a word for each subsequent 

continuous insertion. No charge less than 25 cents. Cash must accompany ail orders.

B U S IN E S S  C H A N C E S .

An intelligent man of 32 w ants a busi
ness connection where good judgm ent, 
absolute in tegrity  and clean habits are 
valued. Have natural selling ab ility  and 
adaptable to most any line of w ork. Es
pecially fa m ilia r  w ith  medical and drug 
lines. Traveling connection would be 
considered. L. E. H ., c-o Tradesman.

_________________________  411
F o r Sale—G rocery  s to ck  a n d  fix tures. 

D oing a  la rg e  business. B ak e ry  in  con 
nection . A pply H . T. S tan to n , 18 M ar- 
k e t S t., G ran d  R apids._____________ 405

F o r Sale—Clean, b r ig h t b a z a a r  stock , 
C en tra l M ichigan tow n. C heap fo r cash . 
Reason, ill health). A dd ress  No. 404, 
c a re  T ra d esm an . 404

F o r K ent—in  a  c ity  of 3,000 in h a b 
ita n ts , a  b rick  s to re  build ing , 22 x 70. 
A fine location . A  sp lend id  open ing  fo r 
a  h a rn ess  shop. O nly one in  th e  city . 
A ddress A. J . H a g g a r t,  G ran d  Ledge, 
M ich._________________________________ 402

F o r Sale—Good c lean  s to ck  of d rugs, 
d ru g  su n d rie s  an d  p a in ts . B. E . H ick - 
m an, W a rsaw , Ind iana ._________  401

F o r S ale  o r F o r  R en t—S to re  on E x 
change s tre e t,  G eneva, N . Y. N ew  up- 
to -d a te  th re e -s to ry  bu ild ing  a n d  b a se 
m ent, 44 foot f ro n ta g e , 150 foo t dep th , 
finished th ro u g h o u t w ith  oak  co u n te rs  
and  she lv ing  to  m a tch ; h a s  been  occu
pied a s  d ry  goods s to re  fo r th e  p a s t 
five years , i f  in te re s te d  ad d re ss  T hom as 
A. H islop, 91 G enesee S t., A ubu rn , N. Y.
__________________________  400

F o r Sale—-A $25,000 f ru i t  fa rm  fo r 60 
cen ts  on th e  dollar. S end yo u r ad d re ss  
fo r full p a r tic u la rs . A ddress A. C. 
G ongw er, R eal E s ta te , H a r t ,  M ichigan.
_______________________ ______________ 399

W ish  to  co rrespond  w ith  p a r ty  w ish 
ing  to  buy a  w ell-pay ing  g en e ra l s to re . 
A ddress No. 397, c a re  T ra d esm an . 397 

C. W . R eim er, A uctioneer, m e r
chand ise  an d  rea l e s ta te  sa le s  a  sp e 
cialty . W rite  fo r  d a te s . A reo la, 111.
______________________________________ 396_

M r. M an— Do you w a n t to  sell ou t 
fo r ca sh ?  I hand le  th e  sa le  of s to res ; 
fac to ries , b u sin ess  p laces  a n d  re a l e s 
ta te . W rite  m e if you w a n t to  buy or 
sell. E s ta b lish ed  1881. F ra n k  P . C leve
land, 1261 A dam s E x p re s s  B uild ing ,
Chicago, 111.__________________________ 398

N o b e t te r  fa rm  an d  f ru it  lan d s  in  
M ichigan. 806 ac re s , 120 ac re s  cleared , 
320 ac re s  fenced, w ell w a te re d  an d  only 
tw o m iles from  B oyne C ity, M ich. F o r  
p a r tic u la rs  w rite  to  W . E . O rm sby, 
B oyne C ity , M ich. 410

W a n ted —Good second-hiand p e a n u t 
ro a s te r  a n d  h an d  corn  popper, N o. 62 o r 
70 K in g e ry ’s p re fe rre d . G ive a ll p a r 
ticu la rs. P . S. N . S., 709 P a c k a rd  S t.,
A nn A rbor.___________________ 409

F o r Sale—F a ilin g  h ea lth  com pels m e 
to  sell m y g ro cery  bu sin ess ; w ill s ac r i-  
fie fo r cash  A ddress A very ’s G rocery, 
H ow ard  an d  L a w ren c e  s tre e ts , S ou th
Bend, I n d ._______________  408

F o r Sale—C heap fo r cash , hom e b ak - 
ery  a n d  lunch  room . B uild ing , liv ing  
room s, bake  oven a n d  fu rn ish in g s . O nly 
oven in  tow n. Box 456, B ella ire , M ich.
_ _ _____________________________  406-•

F o r  Sale—A t d iscoun t, c lean  s to ck  
d ry  goods an d  g roceries, invo ices abo u t 
$3,500. In  tow n  1,500. W e s te rn  M ich
ig an ’s th ick ly  se tt le d  f ru i t  b e lt a n d  g en 
era l fa rm in g . Good reaso n  fo r selling. 
A ddress N o. 407, c a re  T rad esm an .
____________________ ___________________407_

F o r Sale;—$2,000 s to ck  of g e n e ra l m e r
chand ise  in  b e s t fa rm in g  sec tio n  in 
M ichigan a t  90c on dollar. W ill a c 
cep t p a r t  cash , balan ce  good secu rity . 
N o tra d e s . A n n u a l sa le s  $10,000. L . E.
Q uivey, F u lto n , M ich.______________ 395

To All M erchan ts. I f  you w a n t to  
sell yo u r s to ck  an d  fix tu res , I  can  find 
you a  b uyer. D escribe  y o u r s tock , g ive 
size of tow n  a n d  s ta te  ca sh  p rice . W .
D. H am ilton , G alesburg , 111.________392

F o r Sale—W holesa le  b ak in g  business  
in  so u th e rn  M ich igan  c ity  of 50,000 
popula 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  b usiness . A d- 
d ress  No. 390, c a re  T ra d esm an .____ 390

F o r Sale—M arb le top  co u n te r, tw o  
m eat 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 llie , 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 
and  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 an. ____________________ __________387

F o r  S ale—G eneral s to ck  in a  co u n try  
‘ow n In v en to rie s  a t  p re se n t tim e  som e
w h ere  a ro u n d  $4,000. Good su m m e r re 
so r t w ith in  tw o  m iles. A ddress  No. 359, 
c a re  T ra d esm an . 359

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 , etc. 
D andy location . Good neighbors, 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 e n 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—5,000 ac re s  v e ry  ch o ices t c u t
over hardw ood  land  in  N o rth e rn  M ichi
gan . W ill m ake th e  p rice  r ig h t  a n 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 e rch 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  
B ldg., G rand  R ap id s, M ich._________ 379

F o r Sale—G enera l s to re  s to ck  a n d  fix
tu re s , in v e n to ry in g  a b o u t $2,000. O nly 
s to re  in  in lan d  tow n, 4% m iles  from  
n e a re s t  tow n . D oing good business . W . 
W , W ooll, D up lain , M ich. A ddress S hep- 
ardsv lle , R. F . D ., N o. 13, M ichigan. 
__________________ 356

Spot cash , qu ick  ac tio n , a  f a i r  p rice 
is  m y w ay  of b uy ing  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 an y th in g  sa leab le . A ddress N o. 366, 
c a 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  go 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 u d ing ton , M ichi- 
gan .__________________________________ 345

I pay  ca sh  fo r s to ck s  o r  p a r t  s to ck s  
of m erchand ise . M ust be  cheap . H . 
K au fer, M ilw aukee, W is. .___________92

W a n ted —F o r ca sh , s to ck  of g en e ra l 
m erchand ise , c lo th in g  o r  shoes. A d- 
d ress  B ox 112, B ardo lph , 111.________ 315

F o r Sale—Cheap, M cC askey, A m erican  
an d  S im plex  ac co u n t sy s tem s , second 
hand . F o r  p a r t ic u la rs  w rite  A. R . H en s -  
ler, B a ttle  C reek, M ich._____________ 299

S alesm en A tte n tio n —F o r  a  sp ec ia l o r  
s ideline, send  fo r  a  N o rth ey  re fr ig e ra to r  
ca ta lo g  No.12, 170 pages. I t  h a s  a ll k inds  
of re f r ig e ra to rs  fo r eve ry  pu rpose  a n d  can  
be sold an y w h ere . W rite  today . N o rth ey  
M an u fac tu rin g  Co., W a te rloo , Iow a. 258

W ill p ay  ca sh  fo r  s to c k  of sh o es  a n d  
rubbers . A ddress  M. J .  O., c a re  T ra d e s 
m a n __________________________________ 221

M erchand ise sa le  co n d u c to rs .. A. E . 
G reene Co., 135 G ran d  R iv e r A ve., 
D e tro it. A d v ertisin g  fu rn ish ed  free . 
W rite  fo r d a te , te rm s , etc.________ 549

A uctioneers—W e hav e  been  closing  o u t 
m erch an d ise  s to ck s  fo r y e a rs  all over th is  
coun try . I f  you  w ish  to  reduce  o r  close 
o 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., C hicago, 111. 134

F o r  Sale—I t  h a s  o ften  been  sa id  if  I 
only  h a d  know n  i t  I  w ould like to  hav e  
h ad  th e  chance . M r. B usiness  M an, it 
is up to  you if  you a re  go ing  to  be th e  
f irs t m a n  to  g e t th is  good p ay in g  g rocery  
a n d  m e a t b usiness . D ouble s to re s , live 
ow n of 1,600. C o un ty  se a t, c e n te r  of 

f ru it  b e lt. I f  you  don’t  sn a p  th is  up 
you w ill r e g re t it . I  m ean  business, 
com e a n d  see  m e. I  w ill p rove  it. G. 
V anA Usburg, H a r t ,  M ich.___________381

F lrs t-c la iss  s to ck  of g en e ra l m e rch an 
d ise  th a t  w ill in v e n to ry  $25,000 to  ex 
ch an g e  fo r  a  f irs t-c la s s  fa rm  o f ¿00 or 
300 ac re s. W ill p ay  ca sh  d ifference if 
necessa ry . H a r ry  T hom asm a, 433 H ouse - 
m an  B ldg., G rand  R ap ids, M ich, 378

F o r Sale—Good clean  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, excellen t chance . H ea lth , A ddress 
No. 361, c a re  T ra d esm an . 361

S afes O pened—W . L. Slocum , sa fe  e x 
p e r t a n d  locksm ith . 97 M onroe A ve., 
G rand  R ap ids, M ich. 104

H E L P  W A N T E D .

W a n ted —A ss is ta n t p h a rm a c is t o r m an  
of equa l experience . G reene 's  D rug
S tore, G rand  R ap ids, M ich.________ 412

W a n ted —A  firs t-c la s s  shoe m an , c a p a 
ble of ta k in g  c h a rg e  of a  shoe d e p a rt
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 a n ted —A n experienced  d re ss  goods 
sa le sm an . A pply  a t  once, F ra n k  D ry
Goods Co., F t. W ayne, Ind._________ 403

W a n ted —Clerk fo r g en e ra l s to re . M ust 
be sober a n d  in d u s trio u s  a n d  h av e  som e 
p rev ious  experience . R efe ren ces  requ ired . 
A ddress S to re, c a re  T ra d esm an ._____ 242

W a n t ad s . con tinued  on n e x t page.

W e Manufacture

Public Seating
Exclusively

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

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

^ r h n n U  The fact th a t we have furnished a large m ajority  of the  city  
O C 1 I U U 1 3  and distric t schools throughout the country, speaks volumes 
for the  m erits of our school furniture. Excellence of design, construction 
and m aterials used and moderate prices, win.

We specialize Lodge. Hall a. Assembly seating. 
O ur long experience has given us a knowledge of re

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

W rite Dept. Y.

Lodge Halls

Hmeriean Seating Company
215 Wabash Ave.

G R A N D  RA PID S

CHICAGO, ILL.

N E W  Y ORK BO STO N PH ILA D ELPH IA

IF A CUSTOMER
asks for

HANB SAPOLIO
and you can not supply it, will he 
not consider you behind the times ?

HAND SAPOLIO is a special toilet soap—superior to any other in countless ways—delicate 
enough tor the baby's skin, and capabls of removing any stain.

Costs the dealer the same as regular SAPOLIO, but should be sold at 10 cents per calc*.
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SALES MANAGER.

M ost Exacting Position in the Mer
cantile W orld.

O f all the various positions in a large 
wholesale or manufacturing establish
ment there is perhaps no m or?  exacting 
and onerous a post than that of the sales 
manager. It is not so much the amount 
of work to be performed (and there is 
a great deal of it), as it is the nature 
of the many duties which devolve upon 
him, that makes his position one of the 
hardest in the house to fill.

To manage and direct employes who 
come immediately under one’s control 
and influence, to get out of each and 
every one of these units the most and 
the best efforts of which it is capable, 
is in itself an achievement of which 
comparatively few managers and super
intendents may boast.

It calls for a large play of human 
knowledge and for a natural, inborn un
derstanding of other people’s natures 
no less than for a generous scope of 
mental range which allows for those mo
tives and peculiarities of employes which 
do not conflict with the principles or 
ethics of good business.

But, to do all this at long range—ah, 
that is a different matter.

“How do you do it?” the writer asked 
the sales manager of a large Chicago 
establishment the other day.

“Well,” began the latter, “it’s a long 
story, and yet a very simple one. As a 
matter of fact, I ’m of the opinion that 
it’s the biggest jobs that are the easiest 
to hold—provided, of course, the in
cumbent be qualified. And in this con
junction I ought to say that I believe no 
man can make a complete success of 
his position as sales manager unless he 
has himself served before the mast— 
that is, put in time on the road as a 
salesman.

“Besides giving him the practical, 
hardgrind side of the business, which, 
you will understand, is indispensable, it 
will serve to broaden the mind of the 
future sales manager to the level of ac
tualities mists of theories which are 
always the stumbling block of the inex
perienced. His years on the road as a 
knight of the grip will open his eyes to 
the facts and when he has at last crawled 
up to the coveted notch he will not be 
apt to ask impossiblities of his subordi
nates on the firing line.

“But experience is very far from be
ing all that is required to successfully 
pin the job of sales manager. There 
is much more.

“Natural fitness is necessary and this 
single expression means that the man 
who aspires to the job must have apti
tude, which is not acquired. He needs 
tact, initiative, intuition, knowledge of 
men qnd a mind broad enough to over
look insignificant matters, combined 
with the power to sense a genuine flaw 
in the system or methods of any parti
cular salesman.

“And all the while it is paramount 
that a genial and perfect understand
ing be maintained between the sales 
manager and every member of his force; 
for you must remember, that the • sales, 
the showing of each and every man are 
up to the sales manager. The powers 
in the private office will hold the man
ager responsible for the performance of 
his subordinates.”

“But how do you keep your forces 
lined up at long distance?” I inquired.

“I was getting to that. And I’m go
ing to tell you something that was a 
positive revelation to me when I. took 
hold of the manager’s desk. Don’t you 
know that you get to know your man 
as well ‘on paper’ as if you had known 
him at short range? You are corre
sponding with him at regular and very 
short intervals and what he says in his 
letters is as much a part of his makeup 
as if he were sitting right there in front 
of you handing it out viva voice. It is 
not long before you get to know him 
thoroughly and are enabled to treat 
him along the lines best suited for 
mutual success.”

“W hat is the principal trouble con
fronting the average sales manager?” 

“Incompetence. W e find it mighty 
hard to get the right combination of 
brains and push. W e don’t even insist 
on experience. We’re willing to take 
the raw material and make due allow
ance for lack of experience while the 
novice is breaking in, if only we can 
get the right kind of raw material. But 
failures, sorry to say, average up thick 
and heavy and we’re very glad after 
taking a chance and going to the ex
perience of sending out a new man, to 
find that we have run against a real 
nugget.”

“How does the modern salesman com
pare, as a class with this prototype of 
other generations?”

"I’m not such an old codger myself, 
and I know little of the old-timers. 
The successful drummer of to-day is a 
mighty clean cut type of man with a 
heap of ambition and the polish of a 
gentleman, which he is. Perhaps one 
of the most noteworthy changes in the 
business, of recent years, is the disap
pearance of the convivial salesman 
the drummer who expected to sell a bill 
of goods on his record as a good fellow. 
Buying dinner, joy rides, drinks and 
equivalents for prospective customers 
has met with a well deserved doom; 
and the practice is no longer counte
nanced by houses of any standing. I t is 
even taken as an offense by many retail 
merchants, in these latter days, for the 
drummer to even offer his customer a 
cigar, by way of ingratiation. It is 
sniffed at as a bribe.

“There is another element in the busi
ness that might be mentioned—the dis
honest salesman. The edgy chaps who 

' make a living fleecing wholesale and 
manufacturing firms would constitute 
quite a little army of they were brought 
together in a convention of their own.

“The working plan of most of this 
gentry is to put up a good front, keep 
in touch with the classified advertise
ment columns of the dailies, secure a 
‘position with a future,’ get the advance 
money for the first week’s expenses and 
leave town with a sample case full of 
goods. A few days later the grip and 
the samples are delivered at the home 
address of the concern and the inform a
tion is borne in on the morning mail 
that the goods wouldn’t sell up to ex
pectations, and so on until you come 
to ‘yours very truly.’

“Now some of these men are naturally 
crooked and would rather touch or work 
a firm for twenty dollars than to earn 
ten times the amount pleasantly and 
honestly. But many of them have had

the nerve and the finer sense of decency 
beaten out of them by adventurers and 
fly-by-night concerns who are looking 
for something for nothing.

“These ‘houses’ send a young fellow 
out on the road with his week’s ex
penses, their little scheme, and a few 
hundred pounds of hope. The salesman 
goes forth on his first trip with the best 
intentions in the world. He means to 
do the right thing by his ‘house’ and 
starts in with a rush at the first stop. 
But he stops here. The prospective buy
ers, who to-day are educated in small 
towns as well as in the larger centers, 
size up the proposition and decide to 
pass it up. I t  doesn’t look good to them. 
The salesman plugs ahead until the end 
of the week, when he goes to the post- 
office for his check. Instead he is hand
ed a curt type-written letter informing 
him of the regrets of the writer over 
‘your failure to make good,’ and, inci
dentally, of his dismissal. No railroad 
fare is enclosed to bring him back. He 
is stranded, very likely. W hat is he to 
do? Well, he gets back home some way. 
But he will never trust another firm. 
His confidence is gone. And if he scents 
failure even partial or temporary, his 
first impulse will be to send back the 
grips, protect himself and get there first. 
In many instances the men would make 
good with us; but they don’t know who 
is willing to give them a fair try-out. 
They’ve been nipped once, you see. And 
they prefer riding in a coach to counting 
the ties.”

It cannot be said that the compensa
tion received by the modern salesman is 
sufficient to make a young fellow who 
is well located in his own town leave 
home as a knight of the grip.

The work is hard and very exacting 
and much tenacity and energy is required 
to survive the test. I t is all very well 
to travel about the country and see the 
world. But when this is done day in 
and day out the territory gone over is 
ever the same, the life of the traveling 
salesman becomes very monotonous, and 
the only pleasant thing about it is that 
he gets to make fresh friends along his 
route who are glad to see him when he 
“stops” about eighteen dollars per week 
and hovers around that mark until the 
salesman has made good. Of course, 
his railroad fare and hotel expenses are 
paid by his house. But there is less op
portunity to save money on the road 
than at home, by reason of the fact that 
there are more temptations and allure
ments on the road.

condition and protect from  further loss. 
Pay no attention to advice from any 
source that conflicts with this instruc
tion, for it is a provision of your policy, 
the ignoring of which will make you 
responsible for any loss that follows.

If  the insurance is in excess of your 
loss, the expenses are a charge against 
the company; if less than the loss, 
every dollar saved belongs to you. Save 
the property in any event, the rule of 
law being that you are required to do 
“what a prudent man would do having 
no insurance,” and it is held that “no 
prudent man will permit the destruction 
of property in his power to save.”

Having attended to the salvage, make 
a detailed statement of your loss for 
each item of your insurance. Your con
tention that “the loss is greater than 
the insurance” may be true, but it will 
not be accepted as a voucher by State 
Insurance Departments, and chartered 
accountants who examine the company, 
without the items that go to make the 
claim.

An invoice is required when you sell 
a bill of goods to a customer, and the 
company is compelled to require one of 
you, and you must be sworn as to its 
truth, therefore prepare with care, for 
a knowingly untrue statement in proofs 
of loss is one of your acts that voids 
the policy. Do not get the mistaken 
impression that any reputable insurance 
company sends an adjuster to cut a 
claim below your actual loss, and that 
you must make a fictitious claim in or
der to get what is justly due you. This 
unfortunate mistake has put more claim
ants under suspicion of having burned 
their property for the insurance, caused 
more disagreements and so-called hold
ups” than any other one thing.

Butter, E ggs, Poultry, Beans and P o
tatoes at Buffalo.

Buffalo, Sept. 10—Cream ery butter, 
25@29c; dairy, 22@27c; poor to  good, 
all kinds, 20@24c..

Cheese—Fancy, 16@17c; choice, 
16c; poor to com m on, 8@12c.

Eggs— Choice, fresh, candled, 22 
@25c; a t m ark, 22@23c.

Poultry  (live)—Turkeys, 15@17c; 
cox; 10@ llc; fowls, 15@17c; springs, 
16(n;18c; ducks, 14@15c; geese, 10c.

Beans—Red Kidney, $2.50; white 
kidney, $3; medium, $3; m arrow , 
$3.25; pea, $3.

P o ta toes—60@65c per bu.
Rea & W itzig.

W hat to D o After Fire.
Notify every company at once. If  

there is a total destruction of the prop
erty, say so. I f  only a partial loss state 
the fact, and give your best estimate 
of the amount of the damage. A djus
ters have been sent on losses where the 
expenses of the trip were in excess of 
the claim, owing to a lack of this knowl
edge.

I f  the loss is small you may get im
mediate instruction to go ahead and re
pair, saving time and loss of business, 
which the delay in sending an adjuster 
might incur. Losses are taken up in 
the order they ai e ’reported iand it may 
be days before yout claim can be 
reached.

W ithout delay proceed to properly 
care for any property left in a damaged

B U SIN E SS CH A N C ES.
G as  E n g in e  Mfg. Co., do ing  a  p ro fit

ab le  business , w a n ts  p a r tn e r  w ith  $5,000 
to  $10,000 ca p ita l to  m anage, en la rg e  and  
ex ten d  bu sin ess . B e s t of references . 
A ddress P . O. Box 313, Polo, 111. 414
~ P r in tin g —250 envelopes, 150 le tte rh e a d s  
an d  125 b u sin ess  ca rd s , p r in ted  an d  p o s t
paid  fo r $1. C has. C ham pion, G ladstone, 
M ichigan. .

Shipping Cases
We have 100 empty shipping 
cases, 25 x 38 and 28 x 42, about 
15 inches deep, which we will 
sell at 50c apiece in quantities. 
Less then the lumber in them 
is worth.

Tradesman Company 
Grand Rapids, Mich.



In P lanet L ine W elt Shoes
(Saturn, Jupiter, Mars)

You are able to secure the very latest, quickest selling 
fine shoes on the market. Styles that are right up to the 
minute, A look at our samples will convince you. Write 
for our salesman to call.

Hirth-Krause Co.
Shoe Manufacturers and Jobbers 

Grand Rapids, Mich.

t ------------------------------- ;--------------- *
If You Sell This Shoe

Your customer will not say, “give me something 
shorter and wider and higher in the instep.” No, he 
will simply ask the price.

And when he has worn them longer than he 
should, had perfect comfort and sent a drove of cus
tomers to your store, he will be in for another pair.

Rindge, Kalmbach, Logie & Co., Ltd. 
Grand Rapids, Mich.

j

W omen’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.

The Hoosier School Shoe
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.

T A P P A N  SH O E MFG. CO. :: C oldw ater, M ich.



“ T h ir ty  d a y s  h a th  S e p 
t e m b e r During those 
thirty days I will con
tinue to sell

F isk  In te r lo ck in g  
A d v e r tis in g  S e rv ic e

For S5 per year, 52 issues, 
one each week, to one 
dealer in a town. A fte r  
O cto b er f i r s t  th e  se rv ic e  w il l  
be ten  d o lla r s  a  y e a r .

DEALERS “THROW  UP 
T H E I R  H A T S ” FOR

Edited by Henry Stirling Fisk

$ 5  p e r  Y e a r — Published Weekly
Cash with order. Sold to ooly coe dealer is a town.

lijk  ndvertiTini Oervice
For Dry Goods, Department, General and Variety Stores

Published by Fisk Publishing Company 
S c h il l e r  B u i ld in g , C h ic a g o

There is No Other Advertising Service Like This in the Whole World

R. W. Crompton, Art Director

$ 5  p e r  Y e a r —Published Weekly
Cash with order. Sold to only one dealer in a tow».

T o
Big
Stores

J a m e s  P . R y a n ,  Bangor, M ich., w rites: “ Y our ad v e rtis in g  
se rv ic e  is com ing  each  w eek. I t 's  th e  g re a te s t  line  of 
a d v e rt is in g  stu ff I ’ve eve r seen  fo r th e  m oney. I  fe lt you 
w ere  o ffering  too m uch fo r th e  m oney, so s e n t m y check to  
th e  D ry  Goods R e p o rte r  to  be fo rw ard ed  to  you in  case  
th e y  fe lt you w ould do a s  you said . T h ey  w ro te  m e th e y  
s e n t m y check  to  you, a s  th e y  know  you w ill do a s  you 
prom ise . I am  m ore th a n  p leased  w ith  th e  serv ice  so f a r .”

If you have a high priced 
advertising man you may 
think you do not need

F isk In te rlo ck in g  
A d ve rtis in g  

Service

but ask him. If he is really 
worth a big salary he will 
say, “you’d better send 
Fisk a check. It’s worth 
ten times five dollars a 
year,”

O n ly  p ik e r s  a re  a f r a id  to  
a c c e p t id e a s  w h ich  o r ig i
n a te  o u ts id e  th e ir  o w n  
h e a d s .

T o
L ittle
Stores

Henry Stirling Fisk
A D V E R T I S I N G  C O U N S E L  

P R E S I D E N T  F I S K  P U B L I S H I N G  CO.

You may think

F isk In te rlo ck in g  
A d v e rtis in g  

Service
is too good for you. That’s 
a mistake. Many dealers 
who are located in towns 
where there is no news
paper use the service in 
getting up circulars. The 
fact that you are a small 
dealer doesn’t make you a 
piker—unless you want to 
be one. There are a lot of 
really big men in small 
towns, also some pin heads 
in charge of large stores— 
for awhile.

o v e r  M ich ig a n .” I t  sh o u ld  
g e t  y o u r  o rd e r  fo r  us.

F I S K  P U B L I S H I N G  C O M P A N Y
Schiller Building, Chicago Henry Stirling Fisk, President

b e lie v e  in  i t  fo r  o u r  ow n  b u si
n ess—d o n 't d is il lu s io n  us.


