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Gradatim
Heaven is not reached at a single bound,

But we build the ladder by which we rise 
From the low ly earth to the vaulted skies,

And we mount to its summit round by round.

I count this thing to be grandly true:
That a noble deed is a step toward G o d -  
Lifting the soul from the common clod 

To a purer air and a broader view.

W e rise by the things that are under feet;
By what we have mastered of good and gain;
By the pride deposed and the passion slain,

And the vanquished ills that we hourly meet.

W e hope, we aspire, we resolve, w e trust,
When the morning calls us to life and light,
But our hearts grow weary, and, ere the night 

Our lives are trailing the sordid dust.

We hope, we resolve, we aspire, we pray,
And we think that w e mount the air on wings 
Beyond the recall of sensual things,

While our feet still cling to the heavy clay.

Wings for the angels, but feet for men—
W e may borrow the wings to find the way—
W e may hope, and resolve, and aspire and pray, 

But our feet must rise or we fall again.

Only in dreams is a ladder thrown
From the weary earth to the sapphire walls;
But the dreams depart and the vision falls,

And the sleeper wakes on his pillow of stone.

Heaven is not reached in a single bound,
But we build the ladder by which we rise 
From the low ly earth to the vaulted skies,

And we mount to its summit round by round.

Dr. J. G. Holland.



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

BONNIE BUTTER BITES.

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

P u tn a m  F a c to r y , Nat. Candy Co., Inc
G rand R apids, M ich.

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

Let W ilmarth Plan

And Equip Your Store
He makes a specialty of complete equipment for all the 

different departments of a modern department store, giving 
particular attention to ladies’ ready-to-wear departments of 
all kinds.

He will be glad to give you the benefit of his experience 
in assisting you to plan your store, without expense to you.

W rite him for prices on  anyth ing needed in store equipm ent.

y y îim a à tiir iHis trade mark f  is your guarantee of
High Q u a l i t y — Excellence of Design—and Moderate Price.

W ilmarth Show Case Co.
1542 Jefferson  A ve., G rand  R apids, M ich.

C hicago Salesroom s Pittsburg Salesroom s
233 W . Jackson Blvd. 406 H ouse Bldg

W o r d e n  G r o c e r  C o m p a n y

The Prompt Shippers

Grand Rapids, Mich.

A Reliable Coffee- 
a Coffee you can 
P i n  Y o u r  F a it h  T o

WHITE HOUSE
DWINELL-WRIGHT CO.

I.— 'Principal Coffee Bo—term» — CHICAGO.J

Fragrant—Delicious 
Satisfactory

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

SUITS WHEN OTHERS DISAPPOINT

Distributed at W holesale by

Judson Grocer Company
Grand Rapids, Mich.

Lautz S n o w  B o y  Washing Powder
J B u f f a l o ,  N.  Y.
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S P E C IA L  F E A T U R E S .
P age.
2. Looking  A head .
3. N e w  Y o rk  M a rk e t.
4. N ew s  of th e  Busniess W o rld .
5. G rocery  and Produce M a rk e t.
6. F in a n c ia l.
7. B n a k ru p tc y  M a tte rs .
8. E d ito r ia l.

10. Shoes.
12. W o m a n ’s W o rld .
14. H a rd w a re .
16. B u tte r, Eggs and P rovis ions.
18. W in d o w  T r im m in g .
19. B ecam e a B u yer.
20. D ry  Goods.
22. Beh ind  th e  C o u n ter.
24. T h e  C o m m e rc ia l T ra v e le r .
26. D rugs.
27. D rug  P ric e  C u rre n t.
28. G rocery  P ric e  C u rre n t.
30. S pecial P ric e  C u rre n t.

A QUIET CAMPAIGN.
The national el)¿etimi is only a

matter of six wee ks away, and yet
nobody sec ins disposed to become
unduly <excited ■oveir the contest. I he
fact is. this is one of the qui ¿test
campaig n years in history, and it is
probabh the old est settle r canno’
recall a campai i'll year wile l politics
has hai 1 so little disturbiti g an in-
Hu dice upon business. And it cer
tainly is a great relief. In the old 
days the vetera rs in the political 
game and in business will recall how 
the patriots hurried home from the 
office or work, bolted a hasty supper 
and then hustled to the campaign 
headquarters to don the campaign 
cap and cape and light the torch 
for the grand parade. In a hot cam
paign nearly every night would have 
its torch light demonstratio t of some 
kind, and when the people were not 
talking of the parades that had been 
held, they were planning for those 
yet to come and they had little mind 
for business or anything else. The 
campaigns i 1 those days lasted six 
weeks to two months and wjre con
tinuous rounds oi excitement. In 
the campaign of 1890 and again in 
1900, the free silver campaigns, pub
lic interest reached a pitch probably 
never reached befor; and certaiily 
never since. In those campaigns it 
was not the torch light parades that 
stirred the popular imagination, but 
it was the street corner oratory. In 
the large cities orators were at it day 
and night a ad from all sorts of ros
trums and those who were not lis
tening to the orators were arguing 
the free silver proposition among 
themselves, not infrequently empha
sizing strong points with their lists. 
Hut the good old days of torch light 
parades and of street corner oratory 
have passed. The candidates for 
nll'fice and those who look to politics 
for a living may have their minds on 
the contest to the exclusion of every-
thing else-. hut the re?;t of US seem
to he pegging along as; thou gli noth-
ing was iloing. Sei’er; il rea son s ca i
he given for this ;apptarent lack oi
interest. In the firSt place no vital
issue divides the parties. None of 
the candidates can be classed as a 
popular hero. Nearly everybody ad

mits that no matter who is elected 
the country will still be sale. Another 
and a very importa it reason is that 
all the parties are on a hard sledding 
basis, with no money to spend lor 
red lire, brass bands or stump speak
ers. There is nothing like a lack of 
funds to dampen campaign enthu
siasm. In the last month of the 
campaig i there may be some effort 
made to enliven things. The State 
nomination conventions are to be 
held next week and these may ,tart 
some awakening of public inte"est. 
lint all the indications point to an 
uneventful campaign, with the people 
far more interested in the every lay 
problems o! earning a living than in 
trying to save the country.

SUFFRAGISTS BUMPED.
The estimable ladies who have in 

charge the campaign for the enactment 
of woman suffrage in this State, for 
some reason which they are unable to 
explain, have seen fit to divert all their 
printing orders to union offices and 
have insisted upon the use of the union 
label, which is the emblem of anarchy, 
tyranny and oppression. The union 
label stands for botch workmanship and 
high wages for poor work. The union 
label means that every man must re
ceive the same ratio of wages, whether 
he is a poor workman nr a good work
man; whether he is drunk or sober; 
whether he takes a bath once a day or 
never takes a bath; and the closed shop 
employer can exercise no discretion in 
the employment of such men. He must 
accept such union workmen as are pre
sented to him by the union, without 
prejudice, and pay them an equal wage, 
whether they earn one-quarter what he 
pays them or twice as much as he 
pays them.

But chickens come home to roost— 
and sometimes they roost exceedingly 
high. Yesterday the estimable ladies 
in charge of the woman suffrage cam
paign went before the convention of 
the Michigan Federation of Labor and 
requested that the organization of union 
despots and strikers and grafters adopt 
a resolution in favor of woman suf
frage. They were turned down cold, as 
every one with any political sagacity 
knew they would be. The Michigan 
Federation of Labor is the creature of 
the brewers and the saloons and the 
brothels of Michigan and these inter
ests are all opposed to woman suffrage, 
because it is very generally conceded 
by those who have given the subject 
any thought that when the women come 
to hold the reins of power, the saloons 
and other evils of a social character 
will be very materially curtailed, if not 
entirely abolished.

The ridiculous feature of the situa
tion is that the women who plead for 
liberty for themselves have, by their 
own voluntary acts, spurned the open

shop and the right of men to work as 
they please and for whom they please, 
thus ignoring the great body of God
fearing, independent thinking men who 
refuse to put their necks in the yokes 
of tyranny by tying themselves up to 
the shysters and grafters who manage 
the labor unions. By so doing they 
have needlessly antagonized men of 
broad minds and wide-reaching influ
ence who might be of great assistance 
to the women in their cause.

ADVANTAGES OF OWNERSHIP.
Sane and wholesome advice to the 

young man starting out in lile is to 
buy a home W ith the home bought 
and paid for the young man has o le 
of the essentials of good citizenship 
and, furthermore, he is out of reach 
of tinise trials and tribulations which 
come to the renter and in time; of 
trouble still has a home for himsell 
and his family. If it is good advice 
to the young man to buy a home, is 
it not equally g o o d  advice to those 
who are engaged in lntsi less? Is it 
not to the advantage of the mer
chant to own the building lie occu- 
pies and thereby be free from what 
rhe landlord may do to him in rais
ing his rent or leasing hi; store to 
somebody else? Not every merchant 
can own his own store. Not every 
mercha it would be warranted in 
withdrawing vvliat the property would 
cost from his business. lint, as a 
general proposition, would it not be 
worth some sacrifice to be your own 
landlord and independent than to lit 
subject to the whim of some other 
man? Very often the enterprising 
merchant advertises his busi less so 
widely and successfully that his loca
tion becomes an asset in itself. With 
ownership this asset is permanent- 
but as a tenant this asset may be 
capitalized by the landlord in the 
form of an increase in the rental 
when the old lease expires. < >vv ter- 
ship of property occupied is also a 
good advertisement. It indicates that 
the merchant believes in the town, 
that he has confidence in its future, 
that he is willing to do his share to 
make the town bigger and better. In 
this city within recent years there
has Ibeen a m;irked dispositi«m o i the
part of the bll sines s men to iDwn their
own business homes when thi s is
poss ible. c liarles Trank la -owns
cnuiiigh of th e pro perty oci:upie d by
the Boston Store t<i make him toler-
ably indep en;lent «if what the laiut-
lord may do. Henry L. lions.i-ma i
own 1 the tore occupied by the
1 loll mi man & Jones Clothing Co . and
the 1 iiant c lolhin § Co.’s St orT‘ is
i nvn ed by Meyer S. May, both by
pure liases made in the Iasi: ye;ir or
two. Fust er Steve n s & ( 1. am1 the
Her polsheillle rs have no vvw r i t is as
to vvhat th eir laudiords w ill do when

pre-wilt leases expire. Idle Old. the 
I'ourth, the l oiiimercial Savings aid  
the Peoples banks own their own
homes; and the < ¡ritmi R;t|d.ls Nat ion ■
al < it;c has a Inune it can go to when
it wants to mo ve. < >thi-1- bank s ami
1 nisintïss men would g ladlv buy if
they Could and i i mi <1( »ing til *V
would act o 1 what is general ly re-
garde. 1 as -o tin(1 business polie V

TIME: TO ACT AGAIN
>ert 1I). ( ¡rahum, it i- stated.

does not wan t a s e o n d 1er m as
Fresielent the We- t Mi,.liigan
Stati- hair an 1 E. 1). Cmlgcr \\•ill in-
■dst t.1hat lu■ be relieved .if the duties
of till1 Seer etar y-hip. Tin •>c ar«.* mat
ters which wil 1 come up■ at tl it- a i-
nual meet iiig <.f the fair in January,
lini tlley ai f such imp orlane v* that
il lev should1 rei‘five const«li-rati, in long
in ad-canee Of >■ lie!) til eel illg. Mir. I ira-
liani was T reusurer of th.L* fair during
Ila- u■n yea rs o f the U rn. 11. Annlers, ai
a. Im ii ¡i st rat and it wa> wilth the
great est re hi et ance that he to, >k the
Presi de icy year ago iipmi tlie re-
ti rem eut o f Mr. Anders, >ii. 11e i I  a
memi >er of ■ State lb ard o;i Con-
trol of t lie Agrieultu ral Collcge.
Presi dent of rlie Conn ne reía!1 Sav-
ings Bank and has many inter«SstS to
take his ti me -and attenti on an d does

cel th at he can do just ice to the
fair. Mr. iCon;get is also a V e ry busy
ma i an 1 for three viair- pa st has
e arne■St] y des irci t o  1,reak a wav.
Bòtti ha vi gìEven splendid service
and both are entitled t, > cominci! la-
timi for wha t they hi ive d>one t«»
make• the fair vvliat it i--. To select
-ucciissors to tiles.* olii vials will be
di Ili clilt and it might 1>e sui(gested
a g*>od way would he to 1et the
Associatio n c>f Commi■ree takc a
hand in the naming tlii e e X ecutives
and shapi1 n g the polivies of what
sili mId he and is a pispular public
Ì T-'tit Mt ion. A dozen y,cars ago the
old 1fair a:SS OCiation was bank:nipt in
finances and 1iroketi in organi/atii >n.
The old Boa rd of Tri t le tc>ok an
inter est in it . secured the i‘lection
of \Ym. H. Anderson as President
and then st art t:■(! it on the way to sue-
cess with a sub script ion fund!. The
t irganizatit >n i;s now in s|plendii1 finan-
ci al ■shape ant 1 has a vvell oil ed and
smo< .th ru lining organi/;Ilion ;mil the
Asmi•ciatio 1 Ol t i mamen•e -ho til I see
lo it that lac k of inter est d, >e> il» >t
canse dieteri < »ration. The high
stan lards of the Ande rson and of
tile ( ¡rah; un administrât ion s should
he maint; linei 1 and the fair not i»c
permitted t o fall into tile h;mil.- of
adve nture!rs i>r those i,v ho are self
seek ing. Th e fair bel O lgs to the
pe.q de an d the Associatimi of toll!
meri:e sll.mild regard itself as the
< »rg;iinfeed ri.■presentati ves i:>i the
people in safeguarding it s vv elfare.
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LO O K ING  A H EA D .

Some Reforms W hich Should Be 
Accomplished.*

It often happens that the viewpoint 
taken by different people on the same 
subject, gives them a vastly different 
impression of that subject.

It often happens that a smile drives 
away the blues, and the good cheer of 
an optimist changes the entire atmos
phere surrounding a bunch of men, 
and they will partake of his cheerful
ness until they are all in a good humor, 
and ready to discredit anything .that 
sounds bad, and believe all the good 
things that are said or suggested.

That is the way I would like to have 
you feel at this time, and if we will 
believe in it strong enough, the thing 
will be a reality.

I believe that this little convention 
marks the beginning of the best and 
biggest association of business men that 
has ever happened in Michigan.

Our field is very much larger than 
the others, for they are confined to one 
branch of trade, whereas we are made 
up of them all and our opportunities 
for doing good are equally expensive.

This organization is the result of 
what appealed to a few live business 
men as a weakness in our state asso
ciations, and the National Federation 
of Retail Mercahnts, which is in reality 
the parent of this State Federation, was 
organized in Chicago in October, 1911.

The Michigan Federation of Retail 
Merchants, in its present crude and im
perfect form, is the result of a meeting 
held in Lansing Feb. 8, 1912, in re
sponse to a call made to the Presidents 
and Secretaries of all the State asso
ciations that could be reached, by the 
Secretary of the Implement Dealers 
Association, and there were present at 
that meeting about twenty-six men.

A temporary organization was affect
ed, officers elected, and committees ap
pointed to do the work of preliminary 
organization.

How well these men have done their 
work you will be better able to judge 
after you hear what has been accom
plished.

We have met here this afternoon 
with one common object, and that is to 
try to improve ourselves as merchants.

No matter what line of goods we 
handle, we have common enemies and 
common annoyances and troubles, and 
it is the hope of this Federation that 
you will one and all give free expression 
of your difficulties and annoyances and 
see if there is not a correct solution 
of each one of them suggested by some 
one who has had the same trouble and 
found a way out of the difficulty.

Our objects as outlined in the con
stitution and by-laws that have been 
prepared, and will be submitted for 
your approval or amendment, states 
that they are “To safeguard and serve 
the interests of all Retail Merchants in 
Michigan; to oppose all unjust legisla
tion; to promote all legislation that is 
designed to help the cause of the re
tail merchant, and to demonstrate to 
the manufacturer, wholesaler and con
sumer, the economic necessity of the 
retail merchant as the natural distribu
tor of goods.”

♦A nnual ad d re ss  of P re s id e n t Roe b e 
fo re  M ichigan F ed e ra tio n  of R e ta il M er
c h a n ts .

“Down with the middle men” is a 
cry that has been taken up by a great 
many uninformed citizens and we must 
undertake to correct this idea and to 
show them that the present system is 
not only the most convenient and best, 
but is also the cheapest way to distrib
ute merchandise.

We want a law that will oblige people 
to tell the truth in their advertising, 
and make deceptions of this kind pun-' 
ishable.

When this is accomplished, we will 
have stripped our mutual competitors, 
the catalogue house people, of their 
biggest selling advantage.

They have built their business on ad
vertising and it has been, for the most 
part, the dishonest sort, and has con
sisted largely in deceiving people and 
making them believe that they could 
sell them more and better things for 
their dollars than a regular retail mer
chant could afford to do, but you are 
all aware that this is false.

Another matter that is a common 
source of annoyance is that of trans
portation. Freight moves slower and 
at a much higher rate of toll than it 
did twenty years ago.

With constantly increasing power of 
rolling stock and larger units of carry
ing capacity, the mileage of freight per 
hour has gradually decreased, all of 
which appeals to me as inconsistent.

I have an instance in mind that will 
serve to illustrate: In 1886 a buggy 
shipped from Marshall to Buchanan, 
billed at 300 pounds and crated under 
forty inches, cost 84c and in 1905 the 
same rig and billing cost $2.55.

Under the old rate the railroads were 
prosperous and declared good and regu
lar dividends, but now under concen
tration of energy, capital and brains, it 
seems the excessive charges are all ab
sorbed and the amount collected is 
three times as great as formerly; still 
the dividends are no larger than before.

All the coal carrying roads in Penn
sylvania carry hard coal to Buffalo or 
Suspension Bridge for $2 per ton, and 
this haul averages less than 200 miles, 
and the roads west from Buffalo take it 
to Chicago, a distance of 536 miles, for 
$1.75 per ton.

This is not the worst feature to be 
considered. By far the most distressing 
feature in shipping goods is to have 
them lost or strayed in transit. The 
railroad employes are as indifferent 
about trying to trace them as they are 
about most other troubles and in many 
cases of seasonable goods, the season 
passes before the goods arrive, and the 
dealer has to,carry them over to an
other year.

I just wanted to touch on this sub
ject and suggest that a Transportation 
Bureau of some kind be framed up at 
this meeting and let us see if there is 
not a better way to get at these things 
than by individual effort.

A railroad company will laugh at 
the troubles of one merchant, but they 
might not think it was so funny if 
they knew that ten thousand other mer
chants were watching the outcome of a 
difficulty and were ready to place their 
business with the road that would give 
them the best service.

Express rates are too high and a 
parcels post would be no relief, but 
could only be construed as another

weapon in the hands of the large city 
stores to supply the trade of the rural 
districts at the expense of the Govern
ment.

We are paying a premium amounting 
to one cent on every letter we write to 
maintain the present- rural free delivery. 
The surplus from this source last year 
just about paid the loss in rural free 
deliveries, and if we should have a gen
eral parcels post, letter postage would 
likely go to three cents, and the extra 
cent would be applied to the deficiency, 
so that the Government would be able 
to deliver the goods for the mail order 
houses, direct to our customers.

This would be largely at our expense, 
for you are aware that the country 
towns that are too small for free de
livery, and too large for rural free de
livery, are the ones who pay the largest 
profit to the Postoffice Department.

To bring these matters to rest on 
their own merits, let us do all we can 
to bring about a one cent postage rate 
on first-class mail matter.

Nearly every merchant has two or 
more men working for him and doing 
things more or less hazardous, and I 
would like to remind you of the em
ployers’ responsibility law that went 
into effect in Michigan Sept. 1. This 
is purely a Michigan creation, but it 
is none the less drastic, for it fixes the 
responsibility for any accident that may 
happen to any man in your employ and 
also prescribes the terms of payment.
It does not matter whether the fault is 
yours, or his; as employer, you are re
sponsible, and the law prescribes that 
you must pay so much and in a certain 
way, and it is so stringent that no man 
can afford to take his own chances, but 
in oredr to protect himself he must 
carry accident insurance for all his 
men.

I would suggest that we form a mu
tual accident insurance company of our 
own, so that this risk can be carried at 
a fair price.

The hardware mutual fire insurance 
companies are returning 50 per cent, of 
the board rate premiums and I believe 
there is a good field for this kind of 
insurance right among ourselves, which 
will save us a proportionate amount.

Another thing that will add value to 
our State and Federation associations 
will be to get every town to organize 
a local association of business men to 
thresh out all local difficulties that 
arise and, incidentally, to protect each 
other in the matter of extension of 
credits and the collection of accounts.

Gentlemen, this is your meeting, and 
it is not my intention to enter into any 
lengthy discussion, but just merely to 
touch on a few things that appear to 
me to be timely, and the rest is with 
you and the speakers who have kindly 
consented to instruct and entertain us 
for a while.

We have much work to do this after
noon and I want to be brief and get at 
the real work of the afternoon as fast 
as is consistent, but a scrap of an old 
poem comes to mind that I think ap
plies to all of us and serves to remind 
us that we should be patient and vigi
lant and never miss an opportunity to 
improve our ways of doing things, nor 
fail to give due attention to the opinions 
of those who have been successful in 
overcoming difficulties:

Lives of great men reached and kept 
Where not attained by sudden flight 

But they, while their companions slept 
Were toiling upward, in the night.

Secretary W itbeck’s  Report.
As this is really the first regular 

meeting of this kind ever held in Mich
igan there is, consequently, not much 
of a report to bring before you, but as 
all history has a beginning, we will 
start at the beginning and bring you 
through to the present time and give 
you the details so far accomplished.

About a year ago the National Feder
ation of Retail Merchants was agitated 
and successfully organized in Chicago 
with the greatest meeting and most en
thusiasm ever expressed in a public 
gathering of its kind in America. What 
causes led up to such a gathering? 
Probably you are all familiar with them, 
but suffice it to say that the objects 
set forth by this gathering were to safe
guard the interests of all retail mer
chants, to look after legislation for or 
against the retail interests of the coun
try and to demonstrate to the manu
facturer, wholesaler and consumer the 
economic and practical necessity of the 
retail merchant as the natural distribu
tor of merchandise, in all of which I 
believe you most heartily concur and 
believe.

At the same time that this conven
tion was held in Chicago, the National 
Federation of Retail Implement & 
Vehicle Dealers was in session and the 
President of same was appointed as 
one of the delegates to attend the Mer
chants’ Federation and bring back a 
report, with such recommedations as he 
thought best.. Suffice it to say that his 
report was accepted and adopted and 
the National Federation of Implement 
& Vehicle Dealers voted to affiliate 
with same.

Mr. William Goodes, of Flint, W. L. 
C. Reid, of Jackson, and your humble 
servant, all officers of the Michigan 
Association of Retail Implement and 
Vehicle Dealers, were the delegates in 
attendance, representing the Michigan 
dealers and, upon our report being 
brought to our own convention in No
vember last, it was endorsed and a 
movement started which terminated in 
a call for all the Presidents and Sec
retaries of the several State Associa
tions of Michigan and which was held 
in the city of Lansing on Feb. 8 last, 
attended by nineteen such officers.

I will give you the report of this 
meeting, which had been called at the 
Downey House, but owing to the dis- 
asterous fire the night before had to 
be changed to the Hotel Wentworth 
and not having time to advice all of 
those who expected to attend, several 
who had expected to come—in fact had 
started—but owing to delayed trains 
which was quite prevalent at that time, 
did not reach Lansing in time to attend 
this meeting. A call notice of which 
had been sent to the President and

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter 

Color and one tha t oomplies with the 
pure food laws of every State and of 
tiie United States.

M anufactured by  W ells & R ichardson Co. 
Burlington, V t.
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Secertary of the following State As
sociations :

Michigan Retail Hardware Dealers 
Association.

Michigan Retail Lumber Dealers As
sociation.

Michigan Retail Druggists Associa
tion.

Michigan Retail Pharmaceutical As
sociation.

Michigan Retail Coal Dealers Asso
ciation.

Michigan Retail Clothers Association.
Michigan Retail Jewelers Association.
Michigan Retail Monument Dealers 

Association.
Michigan Retail Implt. & Vehicle 

Dealers Association.
Michigan Retail Shoe Dealers Asso

ciation.
Michigan Retail Furniture & Under

takers Association.
Michigan Retail Master Plumbers As

sociation.
Michigan Retail Butchers Associa

tion.
As it was so difficult to find out and 

locate the names of officers, we, per
haps, did not reach all State associa
tions, but enough to formulate plans 
that brought you here to-day.

The minutes of this meeting, I will 
now read :

Meeting called to order by F. M. 
Witbeck, Secretary of Michigan R. I. 
& V. D. Association, at room 8 Hotel 
Wentworth at 1:30 p. m., who gave an 
explanation of the object of the call 
and the purpose intended.

Arthur J. Scott, of Marine City, was 
elected temporary chairman of the 
meeting and F. M. Witbeck temporary 
secretary.

All delegates were requested to regis
ter name, town and position held in 
their respective Association.

Arthur L. Holmes, of Detroit, was 
asked to present objects and benefits to 
be derived by Federation, which was 
done in a very satisfactory manner, 
followed by Mr. Maloney, of the De
troit Grocers Association, in a very 
enthusiastic manner.

Moved by A. L. Holmes and supported 
by Mr. Maloney that we proceed to 
form a permanent organization to be 
known as the Michigan Federation of 
Retail Merchants. Carried.

Moved and carried that E. S. Roe, 
President of the Retail Hardware Deal
ers Association, be made permanent 
chairman and that the Secretary be in
structed to cast the ballot for Mr. Roe, 
which was done.

Moved and carried that Geo. V. Roe 
of the Detroit Grocers Association, be 
made permanent Vice-President, and 
the Secretary cast the ballot for him 
as such.

Moved that F. M. Witbeck, Secretary 
of the Retail Implement & Vehicle 
Dealers Association, be made Secretary 
and that the chairman be instructed to 
cast ballot for Secretary Witbeck, which 
was done.

Moved by Mr. Holmes and supported 
by Mr. Rikerd, of the Lumber Dealers, 
that the President, Vice-President, Sec
retary and two other delegates be ap
pointed to draft the by-laws to govern 
the Association. Carried.

The Chairman appointed Mr. Holmes, 
of Detroit, and F. C. Christopher, of

Lansing, the two members of the com
mittee to draft by-laws.

Moved by Mr. Reid and supported 
by Mr. Maloney that the by-laws so 
drafted shall govern the Association 
until such a time as they could be acted 
upon by the Association.

Moved that the Secretary be made 
Secretary and Treasurer. Carried.

Mjoved that the Vice-President be the 
third delegate to attend the National 
Federation. Carried.

Motion that the permanent officers 
elected be installed, which was done, 
followed by appropriate remarks from 
all and the expression that they would 
do their best to merit the confidence so 
placed.

Meeting then adjourned with good 
feeling and fellowship and the fact that 
the most powerful Association in the 
State will be the result of this meeting.

Next meeting to be at the call of the 
President.

Many delegates were present who 
had not been empowered with author
ity to act as an Association, but who 
would refer the matter to their re
spective Associations at their next meet
ing.

On March 14, the Committee, con
sisting of President Roe, Mr. Christ
opher and the writer, met at the Cham
ber of Commerce, Lansing, and adopt
ed the by-laws and constitution that is 
submitted to this meeting for adop
tion, correction or rejection. Mr. 
Holmes and Mr. Rowe, of Detroit, were 
not able to attend, but approved of the 
draft with the understanding that any 
changes necessary could be made at this 
meeting.

Since this committee meeting, we 
have had several conferences. One at 
Grand Rapids, May 22, at Hotel Cody, 
which was attended by President Roe, 
Arthur L. Holmes, of Detroit, Mr. 
Riechel, C. L. Sweet, of this city, and 
the writer, for the purpose of arrang
ing for this meeting on the solicitation 
of the Grand Rapids Association of 
Commerce through Mr. Bierce, its as
sistant Secretary.

In bringing th:s subject up to the 
present. I need but inform you that it 
involved a large amount of work, which 
has fallen largely on your President, 
Mr. Roe, and the writer, also a large 
amount of expense, which has been 
borne so far by us in an endeavor to 
get started right and bring to the mer
chants of Michigan a clearing house 
that would be a medium that could 
look after all grievances relating to the 
retail trade.

As there, so far, has been no money 
provided except such as advanced by 
Mr. Roe and myself, your report as 
Treasurer will be rather limited, al
though as soon as we are properly 
officered, we will have funds coming 
from the State Association through 
affiliation that will be quite a sum, ex
clusive of the membership dues from 
individual members, which has been 
fixed at the small amount of $1 per 
year. The amount of receipts from 
the latter source amounts to $6, who 
are charter members.

Our expenses to date are represented 
by the attendance at the different meet
ings, printing of constitution and by
laws and proper stationery. The latter 
of which became exhausted just prior

to this meeting. The items summarized 
are as follows:
Expense President Roe ............$ 70.00
Expense A. L. Holmes, attending

committee meeting .............. 8.58
Expense F. M. Witbeck as Sec’y 93.89

Total...................... $172.47
The above items only represent the 

cash paid and nothing for the time 
spent, as we are informed no charges 
for such services will be made by any 
of the officers or committees.

Before drawing this report to a close,
I wish to publicly thank in behalf of 
President Roe, the Committee and the 
writer, Mr. E. A. Stowe, of the Michi
gan Tradesman, and Mr. C. A. Day of 
Detroit Trade, who have co-operated 
in every way to bring about a successful 
meeting here and without cost to any
one, in the hope that all merchants 
might unite in the one common cause— 
the protection of the retail business 
from irregular methods and show to 
the State and Nation that they are the 
only logical distributors of merchandise 
and the back-bone of commerce, no mat
ter who fills the next Presidential chair.

The essentials necessary to bring 
back the trade to the small towns and 
merchants are Association, Co-opera
tion and Education, and this, when 
coupled with better methods of the 
merchants themselves, by installing 
better salesmanship, better buying, bet
ter advertising and last, but not least, 
the right kind of cost accounting. The 
great destroyer of merchants, the mail 
order “Bogey,” will have passed away. 
The danger of centralization will cease 
and the once thriving small towns 
throughout our State will revive and 
become prosperous—made so by you, 
the progressive, self-sacrificing retail 
merchants of Michigan.

As President Roe has given you in 
his address such suggestions and rec
ommendations as you will, no doubt, 
take up later, I will close this report 
with the hope that the progress made 
here will result in making such a unity 
of spirit among the retail merchants 
of Michigan that no spot will be left 
in this State where the light of progress 
does not shine, where the broad spirit 
of fairness to all does not prevail and 
where all are united in one accord with 
one motto to hang on the wall: The 
Retail Trade to the Retail Merchants 
in “Our Town.”

With this the first report of your 
Secretary-Treasurer, I give it to you 
as best I can with an honest effort on 
my part. If it meets your approval, my 
hope is rewarded. If not, have charity.

Butter, Eggs, Poultry, Beans and P o
tatoes at Buffalo.

Buffalo, Sept. 17—Creamery butter, 
26@29J^c; dairy, 22@22J^c; poor to 
good, all kinds, 20@25c.

Cheese—Fancy, 16J/2@17c; choice, 
1 tie; poor to common, 8@12c.

Eggs—Choice, fresh, candled, 24 
@26c; at mark, 22@23c.

Poultry (live)—Turkeys, 15c; cox, 
10(ullc; fowls, 15@16c; springs, 16 
Qi 18c; ducks, 14@15c; geese, ll@12c.

Beans—Red Kidney, $2.50; white 
kidney, $3.25; medium, $3.25; narrow, 
$3.35@3.50; pea, $3.15.

Potatoes—40@50c per bu.
Rea & Witzig.

N EW  YO RK  M ARKET.

Special Features of the Grocery and 
Produce Trade.

S*pecial C orrespondence .
New York, Sept. 16—Spot coffee is 

well sustained on the basis of 14j4@15c 
for Rio No. 7. The market has not 
been especially active, but quite a 
steady stream of orders for small 
quantities come in every day and, in 
the aggregate, the week was fairly 
satisfactory in this respect. Buyers are 
not at all disposed to purchase ahead 
of requirements, although it would 
seem to be a pretty favorable time to 
carry fair stocks. In store and afloat 
there are 2,148,033 bags, against 2,261,- 
989 bags at the same time last year. 
Little interest was shown in mild sorts 
and good Cucuta is working out at 
16->4c.

Some little business has been done 
in teas during the week and sellers ap
pear to be quite confident as to the 
future, as primary markets are generally 
reported firm. Stocks here are appar
ently ample for all requirements. Quo
tations are unchanged.

The demand for sugar has shown 
rather more activity. The market closed 
at 5.10@5.20c for granulated.

Rice was in fairly good demand all 
the week, but absolutely no change has 
been made in quotations. Stocks are 
not especially large, but there is enough 
to meet the demand. Prime to choice 
domestic, 5y6@5{4c.

With the advancing season there is, 
apparently, a more active call for spices, 
but the demand is not rushing. Quota
tions show little if any change, but the 
whole line may be called firm.

Molasses is steady. The weather has 
been hot and this naturally prevents 
anything approaching activity. Good 
to prime open kettle, 26@34c. Syrups 
are steady, but the movement is rather 
limited. Fancy, 25@28c.

The only thing that prevents an ac
tive canned tomato market is a differ
ence of views between seller and buyer. 
The seller wants 90c for standard 
threes and the buyer thinks 87^2c ought 
to purchase the choicest goods. Weath
er reports from the big producing re
gions for the past few days have been 
most encouraging and it would seem 
as if the pack would turn out to be 
a pretty good-sized one after all. Peas, 
fancy and standard, are inactive, be
cause of the very limited offerings. 
Even the lower grades are not over
abundant, although the call for such 
has been only moderate. Corn is quiet 
and without particular change. Maine 
stock is quoted at 85@90c.

Butter is about unchanged. There is 
a steady demand for top grades on the 
basis of 29%@29l/>c; first, 27(4@28(4c; 
process, 25(a26c: imitation creamery, 
23j4@24c; factory, 22@23c.

Cheese is steady at 16@16J4c.
Eggs are firm for top grades. Best 

Western, 26(«'27@29c.

Don’t worry because you can not 
think of business-getting plans that 
have never been used by anyone else. 
Take a good plan wherever you find it.

The clerk who cannot stand up to 
his work behind the counter like a man 
ought to wear a check rein or else get 
a different kind of a job.

mailto:3.35@3.50
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Movements of Merchants. 

Nashville—J. F. Bement has opened 
a jewelry repair shop here.

Greenwood — Brown Bros, succeed 
Frank Cassada in the meat business.

(Hsego—Will Snyder has opened a 
fish and smoked meat market in the 
Travis building.

Belding—W. W. Case has sold his 
grocery stock to Charles Hoyt, who has 
taken possession.

Hesperia—C. H. Myers has closed 
out his stock of flour and feed and will 
locate in the west.

Mesick—George Joseph, formerly en
gaged in trade here, will open a gen
eral store about Oct. 1.

Cheboygan — The Malanfant-Rogan 
Clothing Co. has decreased its capital 
;tock from $10,000 to $7,500.

Lansing —George Hodgkinson has 
dosed out his stock of meats and will 
retire from business temporarily.

Menominee—Tver Holland, who re
cently lost his bakery by fire, has re
sumed business in his new store build- 
ing.

Wayne—John C. Cozadd has sold 
his hardware stock to Benjamin 
Veeley, who will take' possession 
Oct. 1.

Fulton—Fred W. Erwin, druggist, 
has been adjudicated a baikrupt by 
the U. S. Supreme Court at Grand 
Rapids.

Hasting—Charles Sherwood has pur
chased the Bert Sparks grocery stock 
and will continue the business at the 
same location.

Benton Harbor — The Hoffman 
Grocery Co. has engaged in business 
at the corner of Pavone street and 
Empire avenue.

Wayland—Mrs. L. D. Snell has sold 
her millinery stock to Mrs. Ida Coff
man, recently of Charlotte, who has 
taken possession.

Owosso—Charles Terry & Son, gro
cers at 1013 West Main street, have 
sold their stock to Bert P. Lovett, who 
has taken possession.

Marshall—Henry Boss has leased 
a store building on West State street, 
which he will occupy with a stock 
of general merchandise about Oct.
1. 1 

Bay City—H. A. Benson has re
signed as manager of the Dormer 
Fish Co. to engage in a similar busi
ness here under his own nam: about 
Oct. 1.

Marquette — Shelley B. Jones has 
leased a store building at the corner 
of Third street and Baraga avenue and 
will occupy it about Oct. 1 with a stock 
of drugs.

Coldwater—Collins & Lockwood, deal
ers in meats and groceries, have closed 
out their stock of meats and will de

vote their entire attention to the gro
cery business.

McBride—The McBride Produce Co., 
Ltd., has been organized with an au
thorized capitalization of $3,000, of 
which $1,500 has been subscribed and 
paid in in cash.

Detroit—The Webster & McCausey 
Lumber & Coal Co. has been organized 
with an authorized capital stock of $50,- 
000, of which $40,000 has been sub
scribed and paid in in cash.

Ashley—Clark Burchard has sold 
his bakery to George Todd and sot, 
Walter, recently of Ithaca, who will 
continue 'the business under the, 
style of George Todd & Son.

Omer—McPhail & Macomber, bank
ers, have merged their business into a 
State bank under the style of the Are
nac County State Bank, with an au
thorized capital stock of $20,000.

Nashville—C. M. Hinckley of Mid- 
dleville, and his brother of Lakeview, 
have formed a copartnership under the 
style of Hinckley Bros, and engaged in 
the wholesale hay and straw business.

New Baltimore—Miss Margaret Kel- 
mel, who has conducted a confection
ery store on Washington avenue for 
the past four years, has sold her stock 
to Noah Duby, who has taken posses
sion.

Sparta—The final transfer of the 
ice and coal business of Fred D. Hull 
& Co. to Henry A. Zwiers, formerly 
of Berlin, has taken place and the 
new proprietor is now in posses
sion.

Kalamazoo—James W. Ryder, dealer 
in coal, wood and coke, has merged his 
business into a stock company under 
the style of the James W. Ryder Coal 
Co., with an authorized capital stock of 
$30,COO, all of which has been sub
scribed and paid in in cash.

Central Lake—John Vaughan, a 
former business man of Central Lake, 
died September 13 at his home her;. 
Mr. Vaughan had been suffering for 
a long time from paralysis, being 
forced to give up his drug store on 
that account, and his death was ex
pected. Dec;ased leaves a wife and 
two children, Helen and Archie.

Corunna—Arthur H. Wood, aged 60 
years, and a prominent real estate deal
er of Twining, was arrested here last 
Friday on the charge of obtaining 
money under false pretenses. He is 
charged with passing four worthless 
checks on Corunna merchants which 
ranged in amounts from $5 to $10. The 
checks were drawn on the Bank of 
Twining. They were returned marked 
“no funds.” Wood was arraigned be
fore Justice McBride Saturday morn- 
ning and pleaded not guilty. In default 
of $100 bail he is confined in the county 
jail. His trial is set for September 20.

Sturgis — A shortage having been 
found in the books of the Sturgis Grain 
Co., O. Groves, manager, was asked to 
resign. It is claimed experts from Fort 
Wayne headquarters went over the 
books and found them wrong. Groves 
is said to be in Grand Rapids on a 
visit. It is not known whether action 
against him will be taken or not.

Ionia—There are two merchants who 
are doing business on Main street to
day who were in business 50 years 
ago—W. R. Cutler, druggist, and F.
W. Stevenson, dry goods. There are 
two others still living in Ionia who 
were in business in 1862, but who have 
retired from active business. These 
are Geo. H. Allured and Alexander 
Knight, both then in the furniture busi
ness.

Allegan—The Grange store has erect
ed a rest room in the rear of the dry 
goods department. Half of the build
ing has been fitted up with all home 
comforts—large sitting room with rug, 
table, chairs, library table, rocking 
chairs, sofa, etc. Patrons of the store 
may eat lunch there if they desire, or 
read and be comfortable. A toilet room 
is installed in connection with the rest 
room.

Portland—Allen A. Mack has been 
elected manager of the recently organ
ized Crane Drug Co. This business was 
established many years ago, just how 
many is not definitely known. The late 
W. H. Stone became owner of the store 
in 1878, acquiring it from J. W. Ross, 
W. D. Crane entered the employ of 
Mr. Stone in 1879, later buying the 
business and continuing it until his 
death in December, 1910. Since • that 
time it has been conducted by the estate,
C. D. Tomy, a son-in-law, being in 
charge.

Shaftsburg—W. O. Calkins held an 
opening Saturday of the elevator which 
he bought and has finished remodeling. 
A big tent was erected in the open and 
the ladies of the village helped serve 
dinner to over 150. The rain held off 
the crowd in the morning, but there 
was a good sized crowd both afternoon 
and evening to witness the other events. 
Two baseball games, foot races and 
both a martial and brass band made 
things lively in the afternoon. A baby 
show was pulled off at night and all 
proved very successful. Prizes were 
given the winners in all the events. 
Mr. Calkins is operating the elevator 
at Bancroft also, having bought out 
both elevators a year ago.

Manufacturing Matters. 
Lansing—The Beck Sprayer Co. 

has changed its principal office to 
Flushing.

Lansing—The Mellin Baking Co. is 
considering a proposition to remove its 
plant from Pontiac here.

Jackson—The Clarke-Carter Auto
mobile Co. has changed its name to 
the Cutting Motor Car Co.

Howard City—George H. Merrifield 
has sold his feed mill to Charles Dun
ham, who has taken possession.

Ypsilanti — The Chas. W. Powell 
Manufacturing Co. has changed its 
name to the Ypsilanti Garment Co.

Detroit—The Currier Auto Co. has 
been organized with an authorized 
capital stock of $6,000, of which

$3,250 has been subscribed, $250 being 
paid in in cash and $3,000 in property.

Detroit—The Detroit Interior Finish 
& Manufacturing Co. has been incor
porated with an authorized capital stock 
of $50,000, of which $25,000 has been 
subscribed and $5,000 paid in in prop
erty.

Flint—The Pine Bluff Spoke Co. has 
engaged in business to manufacture and 
deal in spokes and other wood products, 
with an authorized capital stock of $30,- 
000, which has been subscribed, $20,000 
being paid in in cash and $10,000 in 
property.

Detroit—The Sattley Coin Handling 
Machine Co. has engaged in business, 
with an authorized capital stock of 
$100,000 common and $100,000 pre
ferred, of which $153,300 has been sub
scribed, $30,000 paid in in cash and 
$120,000 in property.

Detroit—The Schermack Co., manu
facturer of stamp vending machines 
has merged its business into a stock 
company under the style of the Scher
mack Wheel Co., with an authorized 
capital stock of $1,000, of which $500 
has been subscribed and $250 paid in in 
cash.

Detroit—The Merralls Starter Co. 
has engaged in business to manu
facture and sell vises, gasoline en
gine starters and automobile acces
sories, with an authorized capital 
stock of $150,000, of which $87,500 
has been subscribed, $1,000 being 
paid in in cash and $86,500 in prop
erty.

Portland—William W. Terriff who 
for many years conducted a most suc
cessful washing machine factory in this 
city, has again taken up the work after 
a lapse of a few years. He has gone 
into partnership with E. L. Goodwin, 
of this place, and Frank O. Balch, of 
Chicago. The new firm will manufac
ture the Terriff washer and the Ter
riff gravity washer, the latter having 
been manufactured by E. L. Goodwin 
for the past three years. A large sum 
of money will immediately be expended 
in advertising the two machines, Mr. 
Terriff having charge of this end of 
the business. Mr. Goodwin will take up 
the management of the manufacturing 
and the building on Maple street, which 
was occupied for many years by I. C. 
Perrigo and Michael Schaffer as a wa
gon and carriage repair shop, will be 
over hauled in preparation for the busi
ness which will be carried on. Mr. 
Balch is publisher of Home Life, a 
well-known Chicago magazine and will 
expend a large portion of his time for 
the interest of the new factory.

If I were a baker, I would not be 
content with being a good baker, nor 
even a better baker than my neighbor. 
I would endeavor to bake bread like 
Michael Angelo painted pictures, like 
Thorwaldsen chiseled statuary, or 
like James Oliver molded plows. It 
would be my aim to put into this 
trade a factor from which posterity 
could draw economical and social 
betterment. I would leaven my bread 
with the ambition of my soul, and 
crust my pastry with the seasonable 
joy of supreme effort profitably em
ployed. It seems to me the dough 
bin holds possibilities for a man. Let 
him stand forth.—Elbert Hubbard.
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The Produce Market.
Apples—Duchess, Strawberry, Wolf 

River and Maiden Blush command $2.50 
per bbl.

Apricots—California, $1 per box. 
Bananas—$3.75 per 100 lbs.
Beets—-60c per bu.
Butter—There is active trading for 

consumption on all grades of butter, 
and the market is firm on a little higher 
basis than a week ago. The make is 
fully up t6 standard both in quality 
and quantity and at the present time is 
on an even, steady basis. Practically 
all of the current make is being absorbed 
by consumption; none is going into 
storage at all. Creamery extras are 
now held at 30c in tubs and 31c in 
prints. Local dealers pay 23c for No.
1 dairy grades and 18j4c for packing 
stock.

Cabbage—$1.50 per bbl.
Carrots—60c per bu.
Crabapples—$1.25 per bu. for Siberi

an or Gyslips.
Cranberries—The first shipments of 

Early Black cranberries arrived during 
the day and were placed on sale at 
$7.25 per barrel. Receipts are expected 
to increase from now on and whole
salers look for prices to decline soon. 
The quality is said to be very good 
for so early in the season.

Cucumbers—50c per bu.
Eggs—The market is firm at lc per 

dozen advance. The receipts are only 
moderate, while the consumptive de
mand is very good. Compared with 
last year the production of eggs show 
some deficiency. The market is healthy 
and no radical change seems in sight. 
Local dealers pay 22c, loss off.

Grapes—Wordens and Moore’s Early 
are moving freely on the basis of 18c 
per 8lb. basket.

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

Honey—18c per lb. for white clover 
and 17c for dark.

Lemons— The price has declined to 
$8.50 per box on California. The ex
treme high price lasted only a few 
days.

Lettuce—Leaf, 65c per bu.; head, 90c 
per bu.

Musk Melon—Home grown Osage, 
$1.25 per bu.

Onions—Spanish are in fair demand 
at $1.50 per crate; home grown com
mand $1.25 per 70 lb. sack.

Oranges—$4.25@4.50 for Valencias.
Peaches—Prolifics and Crawford^ 

command $1.75 per bu.; Elbertao, $2 
per bu.

p ears—Bartletts, $2 per bu.; An- 
jous, $1.75 per bu.

Peppers—20c per doz. for red; $125 
per bu. for green.

Pickling stock—Cucumbers, 20c
per 100; onions, $1.25 per box.

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

Plums—Lombard, $1.50 per bu.; 
Egg and Green Gage, $2 per bu. 

Potatoes—60c per bushel.
Poultry—Local dealers pay 12c for 

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

Sweet Potatoes—$2.40 for Virgin
ias and $4 for Jerseys.

Tomatoes—65c per bu. for ripe and 
50c for green.

Veal—6@11^2, according to the 
quality.

Watermelons—Indiana stock is in 
strong demand at $2.50 per bbl. of 
10 .

Wax Beans— $1 per bu. for home 
grown.

Whortleberries— $2 per crate of 16 
quarts.

Emanuel Treusch has engaged in 
the wholesale cigar business, locat
ing in the building occupied by the 
Grand Rapids National City Bank. 
Mr. Treusch was born in Raab, 
Hungary February 20, 1860. At the 
age of 3 years he came to America 
and with his parents moved to Niag
ara Falls, New York. Shortly after 
they moved to Buffalo, and from 
there came to Grand Rapids in 1870. 
Since that time until last year Mr. 
Treusch was connected with his older 
brother, Morris, operating one of 
the largest cigar stores in the city. 
Last June, they retired from active 
business, and have not r(^-entered. 
Although Mr. Treusch has never 
been active in polhics, he has always 
taken a keen interest in municipal 
affairs, and National issues. He is 
an Elk, and has belonged to the I. 
O. B. B. for many years.

J. Augustine Sparrow who was in 
charge of the dry goods department of 
Hannah, Lay & Co., at Traverse City, 
for several years prior to 1876, was in 
the city yesterday on his way to the 
city he has not visited for thirty-six 
years. He has been engaged in the 
clothing business at Middleboro, Mass., 
for thirty years.

F. H. Skow has re-engaged in the 
grocery business at Ellsworth. The 
Lemon & Wheeler Company furnish
ed the stock.

A dollar locked up in your safe 
doesn’t earn a cent of interest. It 
doesn’t pay to hug ideas too tight, 
either.

Do not let competition “push you 
ahead” so hard that it ptfshes you over.

It’s no easier to make good by proxy 
than it is to get to heaven that way.

The Grocery Market.
Sugar—The market is in statu quo, 

exactly the same as a week ago.
Tea—The markets show no particu

lar change. The new crop Japans have 
been very late in arriving. Prices are 
holding firm. Formosas, owing to the 
increased demand and the short crop, 
show more strength than other lines. 
The shortage is estimated to be about 
2,500,000 pounds, the United States 
using about 80% of the entire produc
tion. An unusual amount of low grade 
Ceylons have been shipped out of that 
country with the result of a decline in 
prices. Spot Congous are easy and 
some big lots have been picked up at 
very low prices.

Coffee—Practically all grades of Rio 
and Santos have advanced y^c during 
the week. The main cause is discour
aging crop reports from Brazil, although 
these may all be exaggerated, or false. 
Speculators have taken hold of them, 
however, and forced the market up. 
The demand for consumption is con
fined to wants. Mild coffees have ad
vanced with Brazils, and the situation 
is strong. Mocha is scarce and com
mands a slight advance. Java un
changed and firm.

Canned Fruits—Shipments of most 
varieties of this year’s pack of Cali
fornia fruits will be arriving soon, but 
prices are not expected to show much 
change. The demand for canned fruits 
has been light so far this season on ac
count of fresh fruits being plentiful. 
The shortage of Hawaiian pineapples, 
will it is thought, be relieved soon by 
the arrival of shipments of the new 
pack, which are said to be in transit. 
Prices on the 1912 pack are much high
er than in 1911, but the consumption 
continues to increase.

Canned Vegetables — Reports during 
the week from some of the districts 
where a great many tomatoes are can
ned have not been at all favorable. 
Prices are firmer than a short time ago 
with an advance of fully 5c per dozen 
over September 1. From the shipments 
arriving of new pack it appears that 
there will be a great many poor quality 
peas this year, some even below the 
quality of a soaked pea. It is thought 
that it will be impossible for the whole
saler to sell a good quality pea at less 
than $1.20 per dozen. Corn is un
changed and quiet.

Dried Fruit—There is some enquiry 
for new peaches at ruling prices. A 
few new apricots are also selling at 
about unchanged prices. There is talk 
of bad crop conditions for raisins, but 
no change and no special activity in the 
Eastern demand. Currants unchanged 
and quiet. Prunes are very quiet 
There is no disposition to buy and none 
to sell; most jobbers, it is believed, have 
stock carried over from last season. 
Prices show no change.

Rice—The demand shows but little 
improvement during the week. It is 
reported that the United States Govern
ment is going to investigate rice condi
tions in the Philippines with the idea 
of developing its culture on a much 
larger scale than in the past.

Syrups and Molasses—No change 
in corn syrup. Compound syrup is 
dull at ruling prices. Sugar Syrups 
quiet an I unchanged. The expected 
very high prices for fine new New

Orleans molasses have neither stim
ulated the demand for spot goods 
nor affected prices.

Cheese—The market is not quite so 
firm as it has been for several weeks, 
although no changes in price have oc
curred. The scarcity is relieved some- - 
what by the increase in the make and 
the outlook is for a comfortable market 
for some time.

Fish—Cod, hake and haddock are un
changed and quiet. Domestic sardines 
are a trifle easier and the average quo
tation for quarter oils is $2.10 f. o. b. 
Eastport. Imported sardines are scarce 
and firm. The market for the various 
grades of mackerel have shown no 
special change during the week. Situ
ation is steadily maintained with a quiet 
demand. Wholesalers are looking for 
an increased demand on pink salmon 
during the coming year as the opening 
prices on the 1912 pack, which were 
announced a short time ago were low 
enough to permit the retail grocers sell
ing a one pound can at 10c.

Provisions—Smoked meats are firm 
and unchanged. Pure lard is firm at 
another %c advance, and a very good 
consumptive demand. Compound lard 
is steady to firm, with a fair consump
tive demand and unchanged prices. 
Dried beef and barrel pork are in good 
demand and unchanged. Canned meats 
are wanted and show firmness.

Re-elected Nearly All the Old 
Officers.

At the annual meeting of the Michi
gan Retail Shoe Dealers Association, 
held at Kalamazoo last week, all the old 
officers, with the exception of the 
fourth Vice-President, and one member 
of the Board of Directors were re
elected, as follows:

President—Chas. C. Weber, Kalama
zoo.

Vice-Presidents — Leo. Grüner, Ann 
Arbor; Rolla D. Chase Owosso; Jo
seph H. Brossett, Bay City; L. V. Spen
cer, Grand Ledge.

Secretary—Fred G. Clark, Detroit.
Treasurer—Edward Stocker, Detroit.
Wm. Gartner, of Wyandotte, a mem

ber of the board of directors last year, 
succeeds E. J. Dittman, of Mount Pleas
ant, as chairman of the board, the lat
ter however, remaining a member. 
Jacob Martin, of Monroe, is the newly 
elected member. The other members of 
the board, re-elected are O. D. Allen, 
Detroit; L. P. Hyde, Hart.

A. V. Fredericks, of Traverse City, 
addressed the meeting and urged the 
members to work for a larger and 
stronger organization.

Mr. Langley, of Chicago, a traveling 
man, was another speaker, delivering 
an address on “The Relation of the 
Traveling Man to the Retailer.”

Buying too many goods will tie up 
your capital just as surely if they are 
bought at a bargain as it will if they 
are bought at regular prices.

The more a man knows about the 
goods he sells, the more of them he 
will sell. Ignorance was never known 
to be an aid to salesmanship.

To put off to-day’s duties until to
morrow is to crowd two days’ work 
into one day with the result that 
neither will be well done.

mailto:4.25@4.50
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Dependence of Banks on the Farm
ing Industry.

Thè American Bankers Association, 
in convention in Detroit last week, 
discussed currency reform and vari
ous other big questions of finance, 
but the handlers of millions devoted 
one entire session to the farmer, 
which might suggest that the bank
ers, like the rest of us, take a live 
interest in the question of bread and 
butter. The discussion covered con
siderable of a range, including 
farm credits, financing the crops, 
farm management and productivity 
of farms. It may seem strange that 
bankers should see in farm manage
ment and farm productivity anything 
to concern them, but in recent years 
the National association, as well as 
most of the state associations, has 
been giving much attention to these 
questions. The bankers have come 
to recognize farming as one of the 
great industries and they have also 
come to recognize that, without prop
er management, the farm cannot be 
a success and that the farmer who 
lets his farm run down 'is wasting 
his assets. The bankers, in fact, have 
become one of the recognized influ
ences for the agricultural uplift, for 
better methods and better manage
ment and for the bigger crops which 
methods and management will cer
tainly bring. This influence is being 
exercised quietly and unostentatious
ly but effectively and in all parts of 
the country and it is an influence 
that is growing. It need not be im
agined that the bankers are taking 
this interest in the farmer and his 
welfare in a spirit of philanthropy. 
There is nothing philanthropic about 
it, but it is based on the realization 
that there is more money in it for 
the banker if the farmers are pros
perous and successful than if they are 
broke. The prosperous farmer has 
money to put in the bank and, when 
he borrows, he pays back when his 
note is due. It is the down-at-the 
heel farmer who has no bank account 
and to whom loans cannot be made. 
If the banker can raise the average 
of the farmer he increases his own 
opportunities for money making. 
And all over the country, through 
National and state and local asso
ciations and by individual effort, the 
bankers are doing what they can to 
make better farmers.

If it is the same in other cities as 
it is in Grand Rapids it is easy to im
agine that there is a strong practical 
phase in the bankers’ efforts to up
lift the farmer, a phase that comes 
from a close and personal acquaint
ance with the farmer and his prob-

lems. In this city William H. An
derson and Robert D. Graham are 
practical farmers and conduct farms 
as side issues to their banking. E.
D. Conger owns a farm and is mak
ing a success of it. James R. Wylie, 
Willard Barnhart and Dudley E. 
Waters own farms and give more or 
less personal attention to their man
agement. Chas. W. Garfield is a rec
ognized authority on farm topics aid  
makes a success of his garden patch. 
Ail the banks have directors who are 
farmers. If the farmer element were 
taken out of Grand Rapids banks 
there would not be so very much left, 
and if all the farm deposits and farm 
loans were withdrawn from the 
Grand Rapids banks, the totals 
would show a depreciation that 
would run up into the millions. In 
Illinois it is stated that 60 per cent, 
of the bankers own farms, and it is 
likely if a tally could be made of the 
Michigan bankers that fully as high 
a per cent, would be found to have 
close relations with the soil.

The Grand Rapids banks are cos
mopolitan institutions. English, Hol
land, German and Polish is spoken 
in all the banks and Russian is spoknn 
in some in addition to the other 
languages. This city has a very small 
French and Spanish population and 
anybody wanting to do business in 
these languages might have trouble. 
This cPy has many Italians and 
Syrians and a sprinkling of Chinese, 
and these nationalities are all good 
money savers, but the banks have 
not yet seen the need of giving them 
recognition. The old Kent bank was 
the first in the city to appreciate the 
value of having somebody at the 
window able to speak to depositors 
in their own language and it was 
through this that the Kent obtained 
its big start. That was years ago, 
and, seeing how it worked, the' other 
banks put in foreign clerks and now 
they all have them.

The saving and certificate deposits 
in the local banks increased $1,621,000 
the past year, compared with $1,342,- 
000 increase for the year preceding. 
The average per month the past year 
has been $135,000 and for the year 
before $112,000. The city’s increased 
population is one reason for the in
crease and another reason is found 
in the difference in the industrial con
ditions. This year there has been 
industrial peace and everybody has 
had employment who wanted to 
work; last year a largî per cent, of 
the industrial population were for 
several months following the advice

of the MacFarlane outfit, which 
meant idleness and loss of wages.

Thomas Hefferan, of the Peoples, 
Arthur T. Slaght, of the Grand 
Rapids National City, Frank S. 
Coleman, of the Grand Rapids Sav
ings and Clay H. Hollister, of the 
Old National attended the American 
Bankers convention in Detroit last 
week. Others intended to go, but 
Robert D. Graham, E. D. Conger and 
Wm. H. Anderson were busy with 
the fair, Dudley E. Waters was at 
Petoskey for his hay fever, Henry 
Ide.ma was in the East on an auto
mobile trip and J. R. Wylie, Chas. 
H. Bender and others were kept at 
home by business engagements. From 
the convention Mr. Hollister came 
home to attend the meeting of the 
Fantlind Hotel directors to select an 
architect for the new hotel.

Anybody can tell the public what it 
ought to know, but it takes brains to 
tell it what it wants to know.

If people have wronged you, it will 
do no harm to give them a chance 
to forget it.

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

t i t W  D ^PIDS^AV TSG S^ ANK "

Only bank on North ride of Monroe itreet.

We recommend
6% Cumulative Preferred 

Stock
of the

American Public 
Utilities Company

To net lVi°lo
Earning three times the amount re
quired to pay 6% on the preferred 
stock. Other information will be 
given on application to

Kelsey, Brewer & Company
Investment Securities 

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

~Use
Tradesman Coupons

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

Howe, Corrigan & Company
to underwrite and distribute seasoned, high grade Public Utility Securities, 
with offices at 339 to 343 Michigan Trust Building. Grand Rapids. Mich.

We Offer and Recommend
T h e Preferred Stock of Consumers Power Co.

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

Netting about 6*A% and TAX EXEMPT

A I?  k u c W n r  ftr P f t  733 Michigan Trust Bldg., Grand Rapids
,  L .  K U S t e r e r  C H  U O .  B oth Phones: 2435.
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BA N GR UPTCY M ATTERS.

Proceedings in W estern District of 
Michigan.

Sept. 11—In the matter of James 
W. Murtaugh, bankrupt, formerly 
merchant at Wyman, the final meet
ing of creditors was held. The final 
report and account of Gerret J. Wis- 
sink, trustee, was considered and al
lowed. The matter of granting a 
certificate recommending the dis
charge of the bankrupt was consid
ered and it was determined that such 
discharge be not recommended, for 
the reason that the bankrupt did not 
fully account for all of his assets 
and concealed some of his property 
with intent to hinder, delay and de
fraud his creditors, and also made 
a false oath in connection with the 
proceedings, for which latter offence 
he was indicted, convicted and sen
tenced. The final meeting was held 
open for the determination and de
claring of a final dividend.

Sept. 12—In the matter of Thomas 
W. McFadden, bankrupt, of Muske
gon, the first meeting of creditors 
was held, and Harry F. Johnson, of 
Muskegon, was elected trustee by 
the creditors. His bond was fixed at 
$2,000. The bankrupt was sworn and 
examined and the meeting then ad
journed, without day.

Sept. 13—In the matter of Archi
bald W. Bryant, bankrupt, formerly 
a merchant at Muskegon, the trustee, 
Chas. V. Hilding, filed his final re
port which shows there are no assets, 
excepting a right of action against 
E. N. Manning & Company, of Chi
cago, who foreclosed a mortgage up
on the assets scheduled at $2,225, a 
few days prior to the filing of the 
petition in bankruptcy, the proceeds 
of which property the trustee be
lieves can be recovered as a voidable 
preference; that he has been unable 
to induce creditors to advance the 
necessary funds to commence an ac
tion for the recovery of such prefer
ence or to interest attorneys upon 
the basis of a contingent fee; and 
asking that the creditors advance a 
sum sufficient for the expense of 
such suit or the claim of the estate 
for the alleged preference be sold to 
the highest bidder at the time of the 
final meeting. An order was made 
by the referee calling a final meet
ing of creditors on September 30, 
to consider such report and also di
recting creditors to show cause at 
such time why a certificate recom
mending the bankrupt’s discharge 
should not be made by the referee.

In the matter of Neil Wilder, 
bankrupt, of Grand Rapids, the first 
meeting of creditors was held. It 
appearing from the examination of 
the bankrupt that there were no 
assets not exempt, an order was made 
that no trustee be. appointed. Un
less further proceedings are desired 
by creditors the estate will probably 
be closed at the expiration of twenty 
days.

In the matter of Floyd Donaldson, 
bankrupt, of Grand Rapids, the first 
meeting of creditors was held. No 
creditors were present and it ap
peared from the examination of the 
bankrupt that there were practically 
no assets over and above legal ex
emptions, excepting a small sum 
coming to him from the Pere Mar
quette R. R. An order was made 
that no trustee be appointed. Meet
ing adjourned, without day.

In the matter of the Manistee 
Watch Co., bankrupt, of Manistee, 
a hearing was had in order to show 
cause why. the sale of the real estate 
to Geo. A. Hart, of Manistee, for the 
sum of $5,100 should not be con
firmed. An additional offer of $5,300 
was received from William Rath, of 
Ludington, and the offer of Mr. 
Hart was rejected and the real estate 
and buildings ordered sold to Mr. 
Rath. , „

Sept. 16—In the matter of Phillip 
Orwant, bankrupt, a contractor of

Grand Rapids, the first meeting of 
creditors was held. It appearing 
from the examination of the bank
rupt that there were no assets above 
exemptions, it was determined that 
no trustee be appointed. Unless 
further proceedings are desired by 
creditors, the estate will probably be 
closed at the expiration of twenty 
days.

In the matter of Albert J. Schep- 
ers, bankrupt, formerly merchant at 
McBain, the trustee, W. A. Wyman, 
filed a final report and account show
ing a balance on hand for distribu
tion of $982.19. An order was made 
by the referee calling a final meet
ing of creditors to be held at his 
office on October 7, to consider such 
report, and for the purpose of de
claring and ordering paid a final divi- 
en to creditors. A first dividend of 
15 per cent, was paid in this matter 
on March 19, 1912. Creditors have 
also been directed to show cause, if 
any they have, why a certificate rec
ommending the bankrupt’s discharge 
should not be made by the referee.

In the matter of Charles Edinger, 
bankrupt, of Grand Rapids, the first 
meeting of creditors was held. The 
bankrupt was sworn and examined 
and an order made that no trustee be 
appointed, it appearing that there 
are no assets over and above ex
emptions.

Sept. 17—In the matter of the 
Muskegon Steel Casting Co., bank
rupt, of Muskegon, the first meeting 
of creditors was held and Edward S. 
Lyman, of Muskegon, was elected 
trustee by the creditors and his bond 
fixed at $5,000. Donald J. Campbell, 
Eugene L. Howe and Chas. H. Kim
ball, of Muskegon, were appointed 
appraisers. The first meeting was 
adjourned to October 17, at which 
time the officers of the bankrupt 
company were ordered to appear for 
examination.

In the matter of Bernice M. Whip
ple, bankrupt, police matron of Grand 
Rapids, an order was made closing 
the estate and the files returned to 
the clerk's office. No cause to the 
contrary having been shown by cred
itors a certificate was made by the 
referee recommending that the bank
rupt receive her discharge.

In the matter of Jacob F. Hacker, 
bankrupt, a cobbler of Grand Rapids, 
an order was made closing the es
tate and the files were returned to 
the clerk’s office. No cause to the 
contrary having been shown by 
creditors, a certificate recommending 
the bankrupt’s discharge was made 
by the referee.

Q uota tions  on Local S tocks and  Bonds- 
B id. A sked.

Am G as & E lec. Co., Com. 91 95
Am . G as & Elec. Co., P fd . 49 51
Am. L igh t & T rac . Co., Com. 425 428
Am . L ig h t & T rac . Co., P fd. 116% 112%
Am . P u b lic  U tilitie s , Com. 56 58
Am. P ub lic  U tilities , P fd . 80 81
Can. P u g e t Sound L br. 3% 3
♦Cities S ervice Co., Com. 120 125
♦Cities S erv ice Co., P fd . 90% 91%
C itizens’ T elephone , 97 98
C om w 'th  P r. R y  & L t. Com. 67% 68%
Com w ’th  P r. R y & L t. P fd. 90 91
D ennis S a lt & L br. Co. 95 100
Elec. Bond D eposit P fd. 79 80
F o u rth  N a tio n a l B ank 200 203
F u rn itu re  C ity  B rew ing  Co. 60 70
Globe K n itt in g  W orks , Com. 110 112%
Globe K n itt in g  W orks , P fd. 100 101
G. R. B rew ing  Co. 200
G. R. N a t’l C ity  B ank 180
G. R. S av ings B ank 185
H o llan d -S t. L ouis S u g ar Com. 10% 10% 
K en t S ta te  B an k  266
M acey Co., Com. 200
Lincoln G as & Elec. Co. 40 41%
M acey C om pany, P fd . 95 98
M ichigan S u g ar Co., Com. 89% 90%
M ichigan S ta te  Tele. Co., P fd . 100 101%
N atio n a l G rocer Co., P fd. 
♦Pacific G as & E lec. Co.,

90 92
Com. 64% 65%

P acific  G as and  Elec. Co., P fd. 91 92
P eoples S av ings B ank 250
T en n essee  Ry. L t. & P r., Com. 24 26
T ennessee  Ry. L t. & P r., P fd. 78% 80
U nited  L ig h t & R ailw ay . Com. 76 78
U n ited  L t. & R ailw ay  1st Pfd. 86 87%
U nited  L t. & R ailw ay  2nd P fd .

(old) ’79 80
U n ited  L t. & R ailw ay , 2nd Pfd.

’73%(new )
Bonds.

75

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 100 101
K alam azoo  G as Co. 1920 95 100
S ag inaw  C ity  G as Co. 1916 99

♦E x-div idend.
S ep tem b er 17, 1912.

Many a store that does not tolerate 
loafing outside of the counter is paying 
good money to one or more loafers 
behind the counter.

It is better to spend time in keeping 
up the stock than to spend it in trying 
to suit customers who want things you 
are just out of.

When you find a customer who likes 
to argue, let him argue in somebody 
else’s store and he will be more apt 
to buy in yours.

It takes an optimist to get more 
out of a thing than there is in it.

Kent State Bank
Main Office Fountain St.

Facing Monroe
Grand Rapids, Mich.

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

Deposits
6 ^  M illion D ollars

HENRY IDEMA - President
J .  A. COVODE - - Vice President
H. W. CURTIS - Vice President
A. H. BRANDT - -  - -  Cashier
CASPER BAARMAN - Ass’t Cashier

3 f c %
Paid on  Certificates

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

GRAND RAPIDS 
NATIONAL CITY BANK

Resources $8,500,000

Our active connections with large 
banks in financial centers and ex
tensive b a n k i n g  acquaintance 
throughout Western Michigan, en
able us to offer exceptional banking 
service to

Merchants, Treasurers, Trustees, 
Administrators and Individuals

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

CORRESPONDENCE PROMPTLY REPLIED TO

F o u rth  N a tio n a l B a n k
Savings
Deposits

3
Per Cent 

Interest Paid 
on

Savings
Deposits

Compounded
Semi-Annually

Capital
Stock

$300,000

United
States
Depositary

Commercial
Deposits]

3 %
Per Cent 

Interest Paid 
on

Certificates of 
Deposit 

Left
One Year

Surplus 
and Undivided 

Profits

$250,000
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DESMAN

D E V O T E D  TO  T H E  B E S T  IN T E R E S T S  
O F B U SIN E SS M EN .__________
P ub lished  W eek ly  by

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

S ubscrip tion  P rice .
O ne do lla r p e r y ea r, p ayab le  s tr ic tly  in  

advance . .
F ive  d o llars  fo r s ix  yea rs , p ayab le  in  

advance . ____
C an a d ia n  su b sc rip tio n s, $2.04 p e r  y ea r, 

p ayab le  in  advance .
Sam ple copies, 5 cen ts  each.
E x t r a  copies of c u r re n t issues, 5 ce n ts ; 

of issues  a  m onth  o r m ore old, 10 c e n ts ; 
of issues a  y e a r  or m ore old, 25 cen ts .
E n te re d  a t  th e  G rand  R ap id s  Postoffice 

a s  Second C lass M a tte r .
E . A. S T O W E, E d ito r.

September 18, 1912

LE SSO N S O F T H E  FAIR.
The West Michigan Fair this year 

was a handsome success. With the 
kind of weather that is liked best for 
fair week, with one midweek evening 
shower to lay the dust and cool the air, 
the conditions were favorable, the at
tendance was large and the receipts 
large enough to pay up everything and 
leave a substantial balance for future 
use. This should be very gratifying 
to the fair management and no less so 
to the city, but as the city lias a curi
ous way of looking upon the fair as an 
institution which it is under no obliga
tions to support it is possible the city 
gratification will not be so ddep as to 
be painful. The success this season, 
however, should mean that the West 
Michigan State Fair next year will be 
bigger and better than ever. The fair 
this year was a good one as fairs go. 
It was good in comparison with former 
fairs and fully up to the best traditions 
of the fair as an institution, but is it 
not time that the West Michigan State 
Fair broke away from some of the an
cient methods and practices? The old 
theory in fair giving was that the farm
ers in the neighborhood would bring in 
samples of their choicest products to 
exhibit in competition with their neigh
bors. Experience has demonstrated 
that the personal interest and friendly 
neighborly competition have passed, 
that the big and prosperous farmers 
no longer care to trouble themselves 
with making entries. The preparations 
and arrangement of the exhibits have 
fallen into the hands of pot hunters, 
of a class of farmers to whom a little 
easy money is an object. They raise 
a little of everything for exhibition pur
poses only and what they cannot raise 
they buy on the city market or from 
their neighbors and exhibit their “col
lection” as representative of the coun
ty’s agricultural and horticultural re
sources. The fair pays out several hun
dreds of dollars every year in pre
miums to these pot hunters and gets 
no returns that are worth mentioning. 
The “collections” might be of interest 
in a museum, but they are of no value 
agriculturally and teach no lessons. In 
the future the “plate” should be dis
carded and the bushel made the unit 
of display, and the varieities should be 
confined to those of commercial value. 
It may be interesting to know that there 
are forty different kinds of apples and 
twenty different varieties of potatoes, 
but to know this and even to see sam

ples is of no particular commercial 
value and it is the commercial value 
in this age of business that should al
ways be kept in mind. There would 
be real interest and educational value 
in an exhibit of the standard varieties 
of apples in bushel quantities, with 
notes as to cultural method, what sprays 
were used and when, and with judg
ing done on recognized apple show 
lines. There could be value in a dis
play of the standard varieties of pota
toes in bushels, with notes as to soil, 
culture and productiveness and with 
potability counting in the judging. A 
great variety of stuff in handful quan
tities has no special interest to the 
practical farmer who is making a suc
cess' in his business, but an exhibit of 
the kind indicated would give him some
thing to think about. What is true of 
apples and potatoes will apply equally 
well to everything else in the fruit and 
vegetable line. The aim should be to 
make the display practical, not a rep
resentative of everything in the seed 
catalogues but the best in a few stan
dard varieties. Special attention should 
be given the fruits which are the great 
staples in this section, to potatoes, to 
beans, corn, cabbage, onions and other 
standard crops which every farmer 
raises, and in every instance the quan
tity' should be large enough to mean 
something. Special attention might 
well be given to corn, wheat and hay, 
which are every day staples. The whole 
idea should be to break away from the 
museum plan and get something worth 
while and really representative. If the 
farmers do not care to bother with 
exhibits then let the fair spend the 
money which now goes to the pot hun
ters in getting the stuff by purchase 
or gift. The apple exhibit made last 
week by the Western Michigan De- 
velopment Bureau attracted more at
tention and was of greater practical 
value than all the other apple exhibits 
combined. The Development Bureau s 
method should be enforced upon all ex
hibitors in the building.

Another thing the fair management 
should do is to make a rule that an 
exhibit one season should not be shown 
a second time. There has been one ex
hibit of canned fruits and jellies at the 
fair that has been shown regularly for 
several years, without even the change 
of the labels. In the woman’s work de
partment in the main building are patch 
quilts and bits of fancy work that have 
been shown season after season. The 
owners of these things must regard 
them as permanent investments good 
for so much prize money each year. 
This may be good for the exhibitors, 
but it gives the fair an unnecessary 
flavor of chestnuts. An exhibit that 
takes a prize in any department other 
than live stock should be barred from 
future display.

Grand Rapids is a great industrial 
city and the encouragement of industry 
is one of the purposes of the fair. 
Yet what does the fair do to interest 
the factory hands? Space might very 
well be given to displays of wood carv
ing, upholstery, cabinet making* work 
in the metals and other handicrafts 
prominent in this city’s industries. The 
exhibits should not be of the manu
facturer, but of the worker—of the 
man who really does the work.

The old rule that the name of the 
exhibitor shall not be given in the com
petitive departments should be abrogat
ed. The farmer who shows the best 
bushel of potatoes or the best of any 
thing else should be entitled to have 
his name attached, that he may get the 
glory and not merely the little prize 
money that goes with the blue ribbon.

It is not the purpose of this article 
to criticize the fair, but merely to sug
gest improvements that the future 
should bring forth. With money in 
the treasury, the fair can afford to be 
a little more brave in breaking away 
from past practices and in adopting 
new and better methods.

Another year the fair will undoubted
ly have a new steel and cement fire 
proof grandstand of ample capacity to 
take the place of the present structure. 
The electric service reached the fair 
grounds too late this season to be avail
able for other than the most ordinary 
purposes, but with a year to prepare 
for the next fair, arrangements might 
well be made for evening entertain
ments and for several features which 
heretofore have not been possible. 
There is not much encouragement for 
the fair management to exert itself un
duly, however, in the attitude of the 
city business men. In fact, it is a ques
tion if it would not be good policy for 
the fair to pass one or two years by, 
just to awaken the business men to 
their neglect of what is essentially their 
own institution. The business men do 
not give the fair the support they 
should. They do not exhibit in the 
main hall as they should and the rea
son seems to be that a small charge is 
imposed for the space occupied. They 
do not send their clerks to the fair, 
nor do they attend themselves. While 
the fair maragement, working without 
pay or even thanks, is toiling with all 
its might to make the fair a success, 
the business men remain down town 
and grumble if the crowds attracted to 
town do not come to them to spend 
their money. If the fair were to sus
pend a couple of years or even for a 
single season the business men would 
be brought to a realizing sense of their 
folly. In the old days the business men 
dug down annually either to pay up or 
to guarantee the fair expenses. Under 
the ten years of the Wm. D. Anderson 
management not once were the busi
ness men called upon for aid and this 
seemed to make them forget that they 
were under any obligations to do their 
share to make the fair a success. They 
appear to think the fair is a private 
enterprise for the profit of those who 
manage it and that their only interest 
in it is in the increase it brings in their 
own cash receipts. As a matter of 
fact, the fair is purely a public enter
prise and the only way to make it a 
success is for everybody to help.

Loud laughter when a customer goes 
out of the store is liable to be con
strued by that customer into a laugh 
at his expense whether it is so or not.

Buying right does not mean buying 
the largest possible quantity to get the 
lowest possible price. It means buying 
to fit the business.

Some offices seek the man, but 
most of them try to dodge him.

E X IT  T H E  BU C K E T SH O PS.
The bucket shops have at last been 

raided by the police. Following the 
arrest of J. Edward Johnson, Teller at 
the Michigan Trust Company, for em
bezzlement and the discovery that his 
stealings all went to the bucket shops, 
the Grand Rapids Clearing House 
adopted a resolution for the enforce
ment of the law against such gambling 
establishments. Immediate action was 
not taken, as the bucket shops at that 
time were alarmed at the exposure and 
on their guard, but the incident was 
not by any means forgotten. Last week 
the raid was made on two of the shops 
and all their paraphernalia taken to 
police station, together with the keep
ers of the places and their employes. 
This action is commendable and the 
prosecution should be as vigorous as the 
law and evidence will permit. There 
should be no place in any decent town 
for bucket shops. The way they are 
conducted make them no more and no 
less than common gambling dens, with 
the important difference that in ordi
nary gambling the player has some 
show to win, but in bucket shop gam
bling the chances are all with the 
“house,” with every opportunity open 
to skin the sucker. In the bucket shop 
the player “buys” $10,000 worth of stock 
for $100, staking a one cent margin.
If the stock goes up 'a  cent he wins, 
if it goes down he loses, and whether 
the tape quotes an upward or downward 
move rests very largely with the oper
ator. Playing the stock market is one 
of the most dangerous forms of gam
bling and the prisons are full of its 
victims. The downfall of young John
son will not have been in vain if it 
serves to wipe out the bucket shops 
in this city. It is to be hoped the pro
secutions in the present instances will 
be so vigorously conducted that the 
game will be forever stopped in Grand 
Rapids.

The change in public sentiment on 
this subject is so great that even if 
Mayor Ellis were to resume his former 
occupations as owner of a gambling 
house and bucket shop, it is doubtful 
if he would be tolerated in this com
munity. While he has carried into the 
mayoralty office the pernicious practices 
of the gambler and bucket shop opera
tor which was naturally to be expected, 
he has evidently abandoned his former 
life to live in luxury on the ill gotten 
gains he filched from his less fortunate 
victims. Mayor .Ellis claims to have 
reformed, which may be true, but the 
Tradesman has never heard of his 
making restitution for the homes he 
wrecked, the men he ruined or the 
children he impoverished. Bulwer Lyt- 
ton says there is a future in store for 
any man who has the courage to re
pent and the energy to atone. Has any 
one ever heard of Mayor Ellis making 
any atonement ? _______

While economy may be wealth as 
has been said, yet stinginess, particu
larly in store methods and policy, is 
certain to prove to be poverty.

It doesn’t pay to make the contrast 
too striking between quality in the ad
vertisements and quality in the goods.

The thing you expect generally 
comes in an unexpected shape.
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D O N ’T NEG LECT T H E  W IN D O W .
Every one who enters your store is 

apt to see your store windows; every 
one who passes by may see it; in fact, 
he is very certain to notice if there is 
any special attraction, any culpable 
neglect. The store window is the in
dex through which the public eye keeps 
in touch with what you are doing. It 
notes if you are still making a feature 
of the lawn mowers or chambrays 
which you have had ever since last 
spring, trying to work them off upon 
some one. It also grasps the idea if 
you have some practical article which 
you are trying to introduce.

There are those who strive to show 
everything and the result is that they 
show nothing. A heterogenous mass is 
confusing, never alluring or convincing. 
People will pass by it as surely as by 
a child’s playhouse, in which ail the 
discarded bric-a-brac and broken china 
have been collected. The impression 
left upon the mind of the passer-by is 
one of confusion and disorder. There 
are no distinct mental pictures attract
ing one at the present time or destined 
to lead him back in the future.

One thing at a time might well be 
the new motto adopted by such a house. 
The ingenious person with a little ar
tistic taste can make a most favorable 
impression with transparent cakes of 
soap or even with the prepared, food 
products. Handkerchiefs, spools of 
thread, anything arranged neatly and in 
some unique manner serves the purpose 
well. Things which are not specially 
attractive in themselves become so 
through* their arrangement. A few ar
ticles well arranged on a suitable back

ground leave a more pleasing impress 
than the many. Change frequently. 
Tissue paper is cheap and if the color 
is frequently changed and a few new 
articles brought to the front the effect 
is worth the labor. What if you do 
simply alternate! The effect is like 
that of the new reel in the moving pic
ture show, new only because something 
else has been shown since its last ap
pearance.

The Grand Rapids merchants are co
operating this year in giving a “style 
week.” The movement started with 
the dry goods, ready to wear and mil
linery merchants, and the clothiers, the 
merchant tailors, haberdashery dealers 
and shoe merchants, seeing that it 
looked like a good thing, joined them. 
This week all the merchants in things 
to wear, whether for women or men, 
are having their fall “openings.” The 
stores are handsomely decorated, the 
new goods are displayed and some of 
the stores have music. The returns are 
not in yet on the results of the co
operative effort to draw the crowds, 
but the early indications point to its 
complete success. In former years each 
merchant has picked his own time for 
the “opening,” and they have scattered 
along over two or three weeks and no 
one of them could give a big enough 
of a show to create much of an im
pression. This year that they would 
all have their openings at the same 
time has been widely advertised not 
only in town but outside, and the in
creased attendance indicates that the 
combined effort has created an inter
est which in former years has not

been manifested. This is the first time 
the merchants here have co-operated 
in a movement of this kind and that 
they have got together upon this oc
casion is certainly a good sign of grow
ing harmony among them and a will
ingness to subordinate personal inclina
tions to the general good. If they can 
get together on “style week,” there is 
hope that they may harmonize on other 
questions and there are questions aris
ing every day in which co-operation 
would bring solutions more productive 
of profits for all than the old policy of 
petty rivalry and every man for him
self. The Grand Rapids “style week” 
is an idea the merchants in other towns 
would do well to adopt.

The trade extension excursion by the 
Grand Rapids jobbers next week will be 
of greater importance than some of 
the merchants may realize. The terri
tory to be visited, south on the Pere 
Marquette to St. Joseph, across to 
Sturgis and home by way of Kalama
zoo, is debatable territory with Chicago 
and the Chicago competition is keen. 
If Grand Rapids would gain trade in 
this territory or even hold what it now 
enjoys, the business men must be alert. 
They can not afford to slip a cog or 
miss a bet, for the Chicago competition 
is just looking for such slips and 
misses. What makes this trip especial
ly important is that before another 
year Grand Rapids will have a greatly 
improved transportation' service to 
many of the points to be visited and 
this will mean greater opportunities to 
do business. This improved service 
will come through the building of the

new Kalamazoo interurban. At pres
ent, in the territory out of Kalamazoo 
west to South Haven and east through 
Battle Creek to Jackson, Grand Rapids 
has the greatest difficulty in doing busi
ness, because the freight service is so 
unsatisfactory. Shipments to Battle 
Creek are often four or five days on 
the road and the same is true of all 
the other points off the direct route, 
both east and west from Kalamazoo. 
The new interurban promises to give 
a service that will deliver freight at 
any of these points the morning after 
if shipped at night or the same day 
if sent out in the morning. This im
proved service will be of infinite value 
to this city and this is a point that 
should not be overlooked on the present 
excursion.

It is not possible any longer for a 
man to achieve success by narrow or 
merely clever merchandising ideas; he 
must be a broad man to escape the 
hazards of modern business.

No form of advertising exists except 
on sufferance of the public. Every 
time an advertisement is put out, the 
advertiser is, in a sense, going to the 
public with a referendum.

The guarantee is a big thing for us
as an advertising feature, and it costs
us veiry little. Probably not one--tenth
of one per cent. of the goods have
any c<>me-back to them.

No matter how many s<despeople you
employ; those silent salesmen, the good 
show cards, will not interfere with 
anyone’s work.

“H O W ” A Business Book 
Business Men

Written by

Contains Articles by
John P. Mann, of Morris, Mann & Reilly; Franklin G. Whit
ney. Chicago Manager Dry Goods Economist; L. B. Lehman, 
Head of Glove Department John V. Far well Company; 
Robert Tinsman, President Federal Advertising Agency; 
C. M. Loeffler, Salesman Bradley & Metcalf Company; 
George Walt Fleming. Advertising Counselor; Geo, J. 
Cowan. Vice-Pres. Roester School of Window Trimming;

M. W. Moreau, Vice-President Reporter Press; W. D. Potter, 
formerly of Boot and Shoe Recorder; Chas. W. Clingman, Gen
eral Salesman John V. Farwell Co.; Anderson Pace, Advertis
ing Mgr. Butler Brothers; G. D. Mekeel, R. N. A. Mgr. Twin 
Cities; J. Ellsworth Gross, Photographer: John C. McClure. 
Chicago Addressing Co.; Henry Stirling Fisk, Pres. Fisk Pub
lishing Co.; Foreword by Chas. W. Spofford, Pres. Dry Goods 
Reporter Co.

Any one of the articles is worth a lot of money to any business man. because all are written by men closely identified with and actively engaged in 
important business enterprises; thus theory is eliminated and real practice graphically outlined.

The F irst Edition of

“HOW”
will be only 1,000 copies

You can obtain all of them for $1.00
by sending the below order at once for a copy of

“HOW”
If you w ant a 

Copy of the  F irst Edition 
O rder NOW

(Detach, fill in name and address plainly and send, accompanied by check or money order. Do n o t send currency in a letter.)

Fisk Publishing C om pany, Schiller Bldg., C hicago.
Gentlemen: Enclosed is check (or money order, do not send currency in letter) for one dollar, for one copy of the first edition of 1.000 of "HOW, 

to be mailed to me. postpaid, on or before October 1. 1912.

“HOW ”
A  Business B ook  for  

Business M en W ritten by  
Men

Name • • • 

Address

(Write Plainly) 

(Write Plainly)
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REVIEW

H ow Newspaper Talk Hurts the 
Shoe Business.

W ritte n  fo r th e  T radesm an .
Apropos of. nothing in particular a 

man remarked the other day in my 
hearing—

“Well, I see we are going to have 
to pay 35 to 50 per cent, more for our 
shoes after this.” 1 looked at him and 
said—

“Who told you that ?”
“Oh. I read it in the paper.”
“Did, eh? D’you believe everything 

you read in the paper?”
“No, of course I don’t, hut 1 believe 

that.”
“D’you mean to tell me,” I began, 

“that you believe shoe dealers through
out the length and breadth of this land 
afe going to get together and advance 
the asking price of shoes from 35 to 
50 per cent?”

"Yes, I do,” he replied.
And I looked at him meditatively for 

the space of half a minute before I 
began:

“Well, friend, you certainly are cred
ulous to a degree. 1 wish I could have 
as much faith in this proposition as 
you do. If I could only feel deep down 
in my anatomy that the retail shoe mer
chants of this country only had spunk 
enough to rise up and demand more 
for their shoes—35 to 50 per cent, more 
—all of them demand it—and then stick 
to it—I’d be the happiest man in King
dom Come.”

“Don’t you think shoes are high 
enough at present?” he replied, rather 
vindictively.

“I certainly do not.” I answered.
Then it was his turn to look at me 

in meditative silence.
“ 1 pay four dollars a pair for my 

shoes,” he answered, as if that clinched 
his argument.

“Don’t you get value received?” I 
asked.

“Well that depends.” he aswered. 
“Upon what?” I urged.
“Well, it depends upon how you look 

at it. One ought to—”
“Wait a minute,” I interrupted; “how 

long do these four dollar shoes of your 
last?”

“About four months,” he replied. 
“Four months,” 1 resumed; “that’s a 

dollar a month for footwear. And I 
suppose you wear out on an average 
say one extra pair of dress shoes dur
ing the year. Isn’t that so?”

“Just about.”
“And what do you pay for them?” 
“Four dollars.” he replied. “Four 

dollars is my limit for a pair of shoes. 
I don’t believe it’s economy to pay 
more.”

“Well,” I began, “that’s your idea. 
Of course you understand there are

lots of intelligent people who think 
otherwise.”

“Certainly!”
“Now then,” I resumed, “according 

to your own showing your footwear 
costs you sixteen dollars a year. Had 
you ever stopped to figure how much 
you spend on shirts, collars and ties?” 
He admitted he hadn’t. “Have you 
ever estimated your yearly hat bill ? 
How many suits of clothes do you get 
per year?”

After thinking over the matter he 
decided that he probably spent about 
twelve dollars a year for shirts, three 
dollars a year for collars, and maybe 
six or eight dollars a year for ties— 
in all from seventeen to nineteen dol
lars. Two suits of clothes per year 
cost him sixty dollars; three hats cost 
about twelve or thirteen dollars more.

“What d’you pay for your hats?” I 
enquired.

“I pay five dollars for my derbies,” 
he replied ; “can’t get a good derby hat 
for less than five dollars.”

“Why not four?” I asked.
“Because you can get a much better 

hat for five.” he replied. And I smiled 
in silence.

“Now about these shirts and hats and 
suits,” I began, “has there been any ap
preciable advance in price during the 
last two or three years. Do you find 
commodities in these lines as cheap as 
they used to he?”

“Oh, no,” he replied; “I should say 
not.”

“Then they’ve gone up?”
“Sure!”
“Do you think the advance in the 

price of such things was due to a sys
tematic effort on the part of retailers 
to rob the public?” I enquired.

“Why no!” he answered; “the price 
of everything has gone up.”

“That being true,” I observed, “do 
you think it unreasonable that the retail 
price of shoes should advance?”

“Certainly not,” he answered; “but 
it’s this additional advance that I am 
worried about. Why should I  pay 35 
to 50 per cent, more for my shoes than 
I am now paying. I’m paying enough 
as it is.”

“Listen to me,” I observed; “nobody 
is going to ask you to pay that much 
more for your shoes—at least not any 
ways soon. Leather is scarcer and 
higher, and it costs more to make shoes 
now than it used to—and there’s no 
immediate prospect of shoes being any 
cheaper; but if you read in your news
paper that the letail price of shoes is 
going to be uniformly and universally 
advanced 35 to 50 per cent., just make 
up your mind that the fellow who 
wrote that paragraph is either a fool 
or a knave. One thing is certain; he’s 
not a safe guide to follow.”

And then I sat down and told that 
fellow something about the nature of 
the great American shoe industry. And 
I explained things to him about our 
present method of shoe distribution 
that evidently had never hitherto en
tered into his noodle. And he saw the 
whole matter in a new light. He doesn’t 
now look upon the retail shoe dealer 
as a bloated millionaire who is trying 
to rob the public and arbitrarily ad
vance the asking price of shoes. He 
looks upon him as an honest, fair- 
minded tradesman who is trying to make 
an honest living selling precarious mer
chandise on a pitifully inadequate mar
gin of profit.

But why should explanations of this 
sort be necessary? Just simply because 
a whole lot of irresponsible paragraph- 
mongers who write for the daily press 
run out of town topics and news items 
and take to darkening counsel on shoe 
subjects with words without knowledge. 
And it ought not to be permitted. Mem
bers of this newspaper cult may have 
information on some subjects, but they 
don’t, as a general thing, know any
thing about the shoe business. They 
ought to be caught and muzzled; for 
there are a whole lot of ill informed 
people who read this sort of rot and 
accept it at face value. Eli Elkins.

Shoe Store Furniture and Fixtures. 
W ritte n  fo r th e  T rad esm an .

Suitable equipment for the shoe store 
is of prime importance.

Nowadays the shoe store is expected 
to be an attractive and prosperous look
ing institution.

Therefore the wide-awake shoe dealer 
is always on the outlook for new ideas 
in treatment of his store front and dis
play windows, and for new and better 
interior arrangements for the protec
tion and display of his merchandise.

A tasteful and attractive store is one 
of the very best advertisements for the 
shoes the store has to offer the public. 
In fact nothing contributes more to the 
distinctive character of the store than
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appropriate and elegant fixtures and ac
cessories.

During the last ten or a dozen years 
there has been a marked improvement 
in the general appearance of progressive 
shoe shops all over the country. You 
don’t often see dingy shelving and dilap
idated ledges and cheap fixtures and 
furnishings. On the contrary one more 
often sees up-to-date shelving, dust- 
proof interior cases and a commendable 
arrangement of modern accessories in 
the shoe store of to-day.

Some of the more progressive city 
shops are really sumptuous in their ap
pointments.

In fact the days are passed when 
shoes can be sold successfully in a slov
enly. cheap-looking and uninviting store. 
If you want more customers in your 
shoe store make your store inviting. 
Good substantial values in the goods 
you sell are important, to be sure ; but 
important as they are, your good values 
will not save your bacon in these pip
ing times of competition unless your 
store has a certain up-to-dateness about 
it that people have come to demand.

When customers raise objections to 
your goods, don’t raise your voice in 
the effort to overcome them. It isn’t 
loudness of voice that impresses peo
ple most.

Lack of confidence in yourself will 
beget lack of it in you by others. If 
a man does not believe in himself, how 
can -he blame others for not believing 
in him?

Resourcefulness under the pressure 
of circumstances has sent many a re
cruit climbing over the heads of 
trained but unseasoned superiors.

HONORBfLT
SHÛE5

Stock Up Now For 
Fall on the

H. B. Hard Pan
T h e Sturdy, Strong Shoe for 

M en Designed to  W ithstand the  
Hardest Kind of Service.

We make line in Blucher or Bal cut. lace or congress, plain toe or with 
tip. single, double or three sole, high or low cut. When it comes to a * 'big 
line” this one is surely a winner. There is a shoe for every purpose and 
they DO wear.

Order now. or if you are not now selling the H. B. Hard Pan. drop us a 
card and we will send our salesman with his samples to show you the line.

“ T h ey  W ear Like Iron”

Herold-Bertsch Shoe Co.
Makers o f Shoes Grand Rapids, M ich.
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Buying Leather Seventy-Five Years 
Ago.

Gaius W. Perkins favors the 
Tradesman with a letter written to 
his father Jan. 13, 1837—save nty-five 
years ago—by Lucius Miller, who has 
associated with A. C. McGraw in the 
leather business at DeroP. The let
ter is chiefly interesting because of 
the sidelights it throws on the Pa
triots war, then in progress on the 
Canadian border. It is as follows: 
Mr. S. F. Perkins,

To Mr. A. C. McGraw.
Dec. 29, 1836 To bill leather $140.66 
Jan. 25, 1837 To cash paid

wash woman...................... -25

140.91
Credit.

Feb. 10, 1837 By cash .............. $110.00
Feb. 13, 1837 By cash .............  2.00
F'eb. 18, 1837 By cash .............. 25.00
Feb. 21, 1837 By cash of Will-

cox .........................................  1-5®

138.50

Balance 2.41 
Dear Sir: In yours of Nov. 19 you 

request a copy of your account with 
A. C. McGraw, which you have above 
as requested. The 25 cents paid wash 
woman was for washing some clothes 
you left with me and requested me 
to give her to wash when she should 
call and I did so. The credit for 
cash, the $110 and $25, were received 
of Mr. Freeman. The $2 I do not 
recollect how they came by it. The 
$1.50 was returned by Mr. Willcox 
for the map I had paid him for out 
of your money.

You will learn, ere you receive 
this., I presume, that our city is in 
commotion occasioned by disturb
ances on the other side of the river 
and will expect me to give you some 
information on the subject, but I 
must say on the start that I know 
but little about the actual condition 
of affairs. We have all sorts of 
rumor, enough to fill a dozen letters, 
but not many of them to be relied 
upon. I will, however, attempt an 
account of what has transpired here, 
as nearly as possible.

There has been a force organizing 
in our city rather secretly for 
some three weeks past, headed 
by some Canadian refugees with a 
few restless spirits on this side for 
the invasion of Canada, I presume 
with a view of uniting with their 
friends on Navy Island. Their move
ments excited but little interest at 
first, but on Friday last the story 
got some credit in the city that they 
were to move on that night, which 
began to excite some interest. On 
Saturday morning it was ascertain
ed that a party had actually left the 
city during the night with inten*, as 
was supposed of possessing them
selves of Bois Blanc Island at the 
mouth of the river on the Canadian 
side of the channel and that they had 
got possession of some 250 staid of 
arms, the property of the United 
States, the arms supposed to be on 
ooard a small schooner then floating 
down the river not far below town. 
A sheriff’s officer, with a small posse, 
were ordered in pursuit to recover

the stolen arms. They were over
taken, but declined an iiterview wPh 
the officers and, as they showed 
fight, he chose to return without the 
guns. By this time there was much 
excitement in the city and many be
gan to have fears for the safety of 
private property. Some feared the 
city would be fired by incendiaries 
from the other side and others from 
other sources. There was on that 
night a strong watch consisti ig of 
about fifty armed men, which has 
been continued since. On Sunday 
morning there was an order issued 
for calling out the militia for the 
purpose of recovering the stolen 
guns and dispersing the troops who 
were quartered at Gibraltar, instea l 
of Bois Blanc, as was first supposed, 
and on Monday there were about 250 
armed men left on board the steam
boats Erie and Boday. They, how
ever, returned in the evening without 
affecting their object, the patriots 
having left Gibraltar a short time be
fore their arrival and put off in two 
small schooners and some scows in 
their possession and Gov. Mason, who 
headed the expedition in person, 
thought best not to follow them. 
About 3 o’clock the night after their 
return the city was alarmed by ring
ing the bells and firing guns occa
sioned by an attempt made by some 
of the Patriots who remained in this 
city and wishing to join their friends 
below to get possession of the S. B. 
Brag. They failed in getting off, 
however, and on the following night 
they made another and successful at
tempt at the Erie and yesterday the 
militia were again called out to re
take the Erie. In this expedition 
they were more successful, returning 
again in the evening with her in 
company. Yestierday reports came 
in that the Royalists had taken one 
of the Patriot schooners with three 
field pieces, 250 stand of arms and 
twenty prisoners, which is to-day con
firmed. The Royalists lost none in 
killed or wounded, the Patriots some 
killed and wounded, b.ut the lumber 
I have not been able to learn. I 
think, however, that it will make an 
end of the war in this quarter for 
the present, as it has put into the 
hands of the Royalists the means of 
defence they needed, as they had not 
a single field piece on the whole 
frontier, before they got possession 
of those from the Patriots, which, 
by the way, were stolen from the 
city. The cause of the disaster to 
the Patriots was their wants of sub
ordination. A Major Southerland 
came on here from Navy Island with 
letters from McKenzie and Van Ren- 
selaer, to take the command who is 
said to be an able commander, but 
they were too democratic to be sub
ject to the order of any one, all 
chosing to be their own captains. I 
think, however, that they will learn 
in time that it will not answer to be 
too democratic in time of war. Our 
city is getting a little more quiet 
again and, as I have written, I think, 
about as much about war as you will 
want to read, I will say a word or 
two for myself and close.

I think I shall leave Mr. McGraw 
in the spring and take up quarters

with William. Perhaps hoe potatoes 
some and make some boots. My 
health is good. Hamilton has been 
with me most of the year, attending 
school. Business has been very good 
with us this season. McGraw’s busi
ness has been better this year than 
it ever has been before. His pur
chases will not vary much from 
twenty-five thousand dollars. If you 
should see Mr. Walker you can say 
to him that he is well, as is also his 
family. Keep an eye out for your 
partner. 1 believe him to be a sceun 
drel. Shall be glad to hear from you 
often. Lucius Miller.

Death of Archibald Cameron of Cen
tral Lake.

Central Lake, Sept. 16 — Archibald 
Cameron, one of the pioneer residents 
of Antrim county, passed away at his 
home in Central Lake Sunday evening, 
September 8, at the age of 72 years.

Mr. Cameron was widely known and 
liked outside of his own community.

He was born in Glasgow, Scotland, 
in 1840, and came with his parents to 
Toronto, Canada, when three years of 
age. In 1850 he removed to Leaven
worth, Kansas. In 1859 he went to 
Buffalo and enlisted in the regular 
army and in 1860 went to New Mexico.

His father bought him out of the 
army as he had enlisted under age, and 
when the Civil War broke out he was 
engaged in hauling supplies from Leav
enworth to the mines.

He enlisted in the First Kansas Vol
unteers and served to the end of the 
war. After receiving his discharge Mr. 
Cameron came to Milton, Antrim coun-

I Here Is
1 * your best trade w ants

ty, where he was engaged in agricul
tural pursuits until 1869. He then en
tered the employ of John H. Silkman, 
of Torch Lake village, and in June, 
1883, he, with three other brothers, pur
chased the mercantile and lumbering 
interests of Mr. Silkman at that place.

In 1872 Mr. Cameron was married 
to Miss Emma R. Smith, of Milton, 
one son and three daughters resulting 
from the union, William Cameron, Cen
tral Lake; Mrs. Agnes Salchow, Tra
verse City ; Mrs. Mary Vaughan and 
Louise Cameron, Central Lake.

After closing up their Torch Lake 
interests, the brothers removed to Cen
tral Lake, where they conducted their 
lumbering operations until the timber 
was exhausted, since which time Mr. 
Cameron had retired from active busi
ness.

One of the brothers, John, and a sis
ter, Mrs. Mary Read, both of Central 
Lake, survive him. He is also survived 
by a nephew, A. F. Cameron, and a 
niece, Mrs. O. C. Moffat, of Traverse 
City.

Mr. Cameron was noted for a re
markable memory, and was one of the 
best read men in Antrim county. He 
has written numerous historical and re
miniscent, sketches of his section of the 
country that were authoritative as well 
as interesting Fred C. Thurston.

The power to inspire belief can only 
spring from sincerity. No hypocrite 
ever became and remained a leader.

Sometimes it is wise to remember 
that the easiest trade to get is the

A Shoe
to hand you $5.00 for.

Superior for w et w eather. Made as good 
as such a shoe can be made from  the  v e ry  finest 
of chrome tanned leather. Goodyear w elt 
either brown or black.

Rindge, Kalmbach, Logie & C o., Ltd. j
Grand Rapids, Mich. j

_____ ____________________________ ^

hardest to hang on to.

r
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WOMANS ’WORLD

Charlotte Atkins’ Problem — Is It 
Your Daughter’s?

W ritte n  fo r  th e  T rad esm an .
Charlotte Atkins is a girl with a 

problem just now, and since there 
are other girls that have exactly the 
same problem, perhaps it will he a 
good plan to bring Charlotte s out 
to the light and air.

Charlotte graduated from college 
a year ago last June. She has spent 
this last year at home with Father 
and Mother. Her father is in very 
comfortable circumstances, and al
though not wealthy, he may be said 
to be able to support her—that is he 
can give her a medium-sized allow
ance for clothes and spending money. 
But for some time past Charlotte 
has been restless and a little discon
tented. She feels that she waits to 
be doing something. She would like 
to teach, or take a course in library 
work and get a position, or do some
thing that would give a more definite 
expression to her energies.

She reasons in this way; “Father 
and Mother spent considerable mon
ey to give me an education and I put 
in four years time at college. What 
use am I making of it all? 1 feel 
myself becoming rusty intellectually 
and it can not be otherwise leading 
the desultory, almost aimless life that 
I do.

“This is the way I spend my time: 
Mornings I help a little about the 
house, but I am not really needed— 
mamma and the maid are perfectly 
good for all the work. Afternoons 
1 do a little shopping or a little read
ing, or a little fancywork. I belong 
to the Woman’s Club and occasion
ally I prepare a paper or help in 
some way on a special program. I 
do a little charity work—I sat up all 
night with a sick child last week, and 
sometimes I assist at our church so
cials. Evenings I play and sing a

while for Father and sometimes I 
read aloud. But what does it all 
amount to? It seems to me I do 
nothing but putter from one week’s 
end to another.

"But any kind of work that I could 
do or would care to do probably 
would take me away from home. 
Whenever 1 talk about fitting nnyself 
for some kind of occupation, Mother 
demurs and begins to look very dole
ful, Father can’t see why I’m not 
perfectly contented where I am. So 
what ought I to do?”

What ought, she to do?
It is the old case of youth aching 

to try its strength, and of maturity, 
that has tried its strength again and 
again and knows the labor and the 
struggle of weariness of the battle 
of life, bei ng unable to see why youth 
is eager to enter the contest.

Personally, while I can well under
stand how thoroughly her father and 
mother enjoy having her at home. I 
am on Charlotte’s side of this ques
tion. I believe she needs to get out 
and do something, more than her 
father and mother just now need her 
constant presence with them.

It really isn’t well for a woman like 
Mrs. Atkins to get to depending too 
much on a daughter for companion
ship. “But Lottie is the life of the 
house,” she says. Very likely. But 
Mrs. Atkins is only middle-aged and 
in good health, she ought still to be 
the life of the house. She ought to 
have resources within herself for em
ploying all her leisure hours pleas
antly and profitably.

Mr. and Mrs. Atkins do not expect 
their son to remain at home just to 
be company for them. Have they 
any more real right to require it of 
their daughter?

Charlotte has her reasons, good 
ones they are too, for wanting to do 
something. Not only does she feel

that her present life is dwarfing her, 
but she wants more money than her 
father can afford to furnish her with. 
He is generous according to his 
means, but she believes she is capa
ble of earning at least a fair salary 
and she would like to feel independ
ent in financial matters.

It is a very good thing for a girl 
to spend a few years after she leaves 
school and before she marries, in 
some earning capacity. The outside 
world of work has some lessons to 
teach that can not be learned either 
at home or within college walls.

Charlotte would learn the value of 
money as no one, man or woman, 
ever learns until he or she really 
earns it. The woman who never has 
any money except that which is plac
ed in her hands by her father or by 
her husband after she marries, is 
likely to overestimate or to under
estimate its value.

Charlotte would gain other things 
beside the money she would earn and 
the lessons on the value of money. 
She would gain sympathy with the 
whole world of workers. She would 
come to see the home—her father’s 
home, any home—from a different 
perspective.

She will be better able to deter
mine whether what she really wants 
is a career or domestic life. To many 
women who always have lived at 
home, the women who are out in the 
world doing things lead a charmed 
life. A glamour surrounds them. It 
is imagined that they are exempt 
from the petty trials and difficulties 
and annoyances of existence.

Charlotte, by filling some position 
for two or three years, will learn not 
to envy the woman who does things, 
however famous or successful the 
latter may be. Even in some very 
subordinate capacity she will come 
to see the effort that it takes to 
achieve success.

Should she marry, Charlotte will 
be better able to sympathize with her 
husband in his work from herself 
having been for a time a worker out
side of home. She can also, place a 
better estimate on the value of her 
own work inside the home .

Perhaps she may not marry, and 
possibly she may just come back to 
live with Father and Mother, either 
because they, on account of age or 
illness, need her care, or because, 
having tried the other, she finds she

likes the home life better. But she 
will come back with mind and heart 
made broader and richer by her ex
perience i.i professional or industrial 
life.

There are many such girls as Char
lotte who can not during the first 
few years after leaving school con
centrate their energies on the little 
they seem to find to do under the 
parental rooftree. It is only right 
that they have the opportunity to try 
themselves in the work of the outer 
world. Later they may return to *hat 
same rooftree or to rooftrees of their 
own and find in domestic and social 
life a satisfactory outlet for all their 
energies. Quillo.

Just as Sure as the Sun 
Rises

CRESCENT
fLOUR

Makes the best Bread and Pastry

This is the reason why this 
brand of flour wins success for 
cver\  dealer w h o  recommends 
if.

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

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

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

Voigt
Milling

(.rand Rapids 
Mi. h.

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

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

JUDSON GROCER CO. W HOLESALE DISTRIBUTO RS
G R A N D  RAPIDS, MICHIGAN
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Plea For the Right of Independent 
Action.

Vermontville, Sept. 16—Begging 
your permission to give Vermont- 
ville's answer to the unknown writer 
of Sound Policy in your issue of 
Sept. 4, I will say that we are agreed 
with him that the decision of the 
State Railroad Commission denying 
the Vermontville Independent Tele
phone Co. the right to do business is 
of great importance, for if it stands 
the legal test it is the death knell to 
competition and local 'self govern
ment.

The Vermontville people do not 
believe it is the mission of a govern
ment of the people to protect the 
moneyed interest of large corpora
tions and rich money loaners; but 
that it is the duty of government to 
place all public necessities and con
veniences, so far as possible, within 
reach of the most humble citizen, and 
to that end we believe that if the 
government assumed control and reg
ulation of public enterprises, it should 
also assume the ownership; and not 
place the power in the hands of cor
porations and petty commissioners 
who at best are only human and sub
ject to mistakes and temptations.

Whether the unknown writer speaks 
with authority when he says the Com
mission will hear our complaints and 
decide them fairly, we do not know; 
but we do know that the findings 
were so broad we can look for no 
redress from them for our complaints 
for, in spite of the fact that the an
nual reports of the Citizens Telephone 
Co. boast of paying an 8 per cent, 
dividend yearly, and of its wonderful 
growth and prosperity, the Commis
sion found that its earnings were not 
even 1 per cent.

The Vermontville people admit that 
they believe in the old traditions of 
their forefathers, that competition is 
the life of trade and that man does 
inherit some divine rights—among 
them life, liberty and the pursuit of 
happiness and we deny that any man 
or set of men has the right to define 
those rights with this narrow defini
tion that means; Life, simply the 
right to breath; liberty, the mere 
privilege to walk the streets without 
ha ideuffs and chains, and happiness 
doled out by the jeweled hand of 
wealth, power and aristocracy. But 
it should and must be construed to 
mean liberty to engage in any honor
able business which may strength
en and sustain that life, so that hap
piness may shine in at the doors of 
the poor man’s cabi.i as well as 
through the skylights of the rich 
man’s palace.

We recent the insinuation that Ver
montville people are demagogues. 
The petitions for our certificate were 
signed by more than 300 of the best 
people of the land and they repre
sented every portion of the territory 
seeking telephone service and the 
proof shows there are 500 people in 
this circle who are using or who would 
use the telephone at a reasonable 
rate. We are justified in saying that 
even if this exchange were divided, 
each would still be larger than the 
average exchange.

The writer of Sound Policy must

believe in divine knowledge when he 
assumed authority to tell Vermont
ville people what will and what will 
not be best for them to do.

Eugene Powers.
The “unknown writer” referred to 

in Mr. Powers’ contribution is none 
other than the editor of the Trades
man. The editorial was published on 
the editorial page and the Tradesman 
assumes responsibility for every word 
written and every thought expressed 
therein.

The Tradesman does not share in 
the belief that competition is always 
the life of trade. It is more often 
the death of trade, because it results 
in reducing prices to a point where 
neither competitor can live. We 
have an excellent example of unre
stricted competition in the record of 
the old Michigan Bell company, which 
undertook to compete with the inde
pendent companies by giving low 
rates and free service. The attempt 
was a failure. The stockholders and 
bondholders of the old company suf
fered enormous losses. The company 
went into bankruptcy and the assets 
were bought at a low price by ex
ploiters who have made millions for 
themselves by issuing stocks and bonds 
greatly in excess of the real value of 
the property. Neither of these abus
es of power could have taken place 
if the State Railway Commission had 
been in existence at the time. The 
Bell company would have been pro
hibited giving free service and charg
ing inadequate rates and the subse
quent creation of millions of fictitious 
securities would have been effectual
ly prevented.

Instead of treating' the action of 
the Commission as a usurpation of 
authority, the people of Vermontville 
should be everlastingly thankful to it 
for saving them from an investment 
that would necessarily have ended in 
loss and disaster to all concerned, The 
day of small telephone exchanges is 
a thing of the past. The sooner the 
people come to understand this truth 
and divert their investments into 
channels of industry more fruitful of 
results, the better it will be for all 
concerned. This condition did not 
hold good a few years ago, before 
rate regulation and stock regulation 
were recognized as legitimate sub
ject for governmental action. Then 
the only way to meet the unjust ex
actions of the Bell monopoly was to 
establish competing institutions. Now, 
thanks to the enlightened ideas of 
the age and the enactment of bénéf
icient legislation, the reign of le- 
structive competition in the telephone 
field is ended.

W hat Some Michigan Cities are 
Doing.

W ritte n  fo r th e  T rad esm an .
All roads led to Port Huron last 

week on account of the Thumb dis
trict fair.

Thursday, Sept. 26, will be Celery 
day at the interstate fair held at 
Kalamazoo.

A syndicate of Chicago men asks 
a bonus of $280,000 for building the 
proposed Muskegon and Manistee 
electric road. The western route via 
Whitehall, Montague, Shelby, Hart,

Pentwater and Ludington, is the one 
that is being considered by these 
people.

The Michigan City, Lakeside & 
St. Joseph Electric Railway Co., with 
$750,000 capital, proposes to build a 
road from Michigan City to St. 
Joseph. The company is asking for 
franchise rights at St. Joseph.

Baushke Bros., carriage and wagon 
manufacturers, have awarded the 
contract for building a new factory 
at Be rton Harbor.

Vermontville has won out in its 
fight with the Michigan Central Rail
way to have the passenger station 
kept open until after the night train, 
thanks to the kindly intervention of 
the Michigan Railway Commission.

Friday, Sept. 13, was “Good Roads’ 
day" at Pontiac and many of the mer
chants closed their places of busi
ness from 1 to 3 p. m. at the request 
of the Mayor and turned out to give 
the good roads meeting a boost.

The question of smashing the slot 
machines at Battle Creek, which was 
brought to the notice of the Common 
Council by a petition signed by 188 
citizens, was sidestepped and passed 
on to the Police Commission for ac
tion. The aldermen said; “If we are 
going to stop gambling, we are in 
favor of all raffles conducted by 
churches, lodges and other people 
being stopped under the penalty of 
arrest and fine.”

Milk dealers of Jackson have ad
vanced the price of the lacteal flui 1 
from 7 to 8 cents per quart.

Grand Haven’s new automobile or
dinance is now in effect and the pro
visions in brief are as follows: Keep 
to the right; speed limit, ten miles 
per hour; no smoke or odor permit
ted; exhausts must be muffled: driv
ers must be at least 16 years old.

The sauerkraut factory at Eaton 
Rapids will began operations this 
week.

Health Officer Holiday, of Man
istee, is urging the city to take im
mediate steps toward the proper col
lection and disposal of garbage and 
a committee has been appointed to 
investigate the matter. The Board 
of Public Works has been authorized 
to start a weed cutting campaign and 
vacant places are now covered with 
noxious weeds will be cleaned up.

The Saginaw Board of Trade has 
secured improved service for that 
■city at the hands of the American 
Express Company.

The big warehouse and passenger 
station under construction between

the cities of Benton Harbor and St. 
Joseph by the Graham & Morton 
Co., is nearly completed. Seven 
tracks for interurban freight cars run 
through the center of the building 
so that shipments may be quickly 
transferred.

Benton Harbor has taken steps to
ward the opening of Elm street to 
the St. Joseph River, which will give 
another public right of way to the 
docks.

Hartford’s new water supply sys
tem has been completed and the vil
lage now gets its water from springs 
a mile and a half distant. The cost 
will not exceed the bond issue of 
$4,500 voted last spring.

Holland has twenty miles of sew
ers and yet there are only 1,200 con
nections in the city. It is said that 
even on Eighth street several of the 
business places are not connected 
with the sewer. Present conditions 
are a menace to the health of the 
community. Almond Griffen.

The advertiser who deserves success 
is willing to take a chance where the 
chance seems good.

O F F IC E  O U T F I T T E R S
LO O SE LEA F SPECIA LISTS

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

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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M ichigan R etail H ard w are  A ssociation .
P re s id e n t—C harles  H . M iller, F lin t.
V ice -P res id e n t—F . A. R echlln , B ay  

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

The Benefit of Playing Up Specials.
W ritte n  fo r th e  T rad esm an .

In the hardware line, as in a good 
many other lines nowadays, it’s the spe
cials that appeal most strongly to the 
average person.

Theoretically the arguments in favor 
of strictly high grade hardware look 
substantial and hard to budge; and yet 
it is a fact that the amount of hardware 
consumed in a given community de
pends more upon the asking price of the 
hardware than it does on the depth of 
the public purse.

Let me illustrate this proposition. 
Suppose a hardware dealer takes the 
stand that high grade cutlery is the only 
sort to carry. It is easy enough for 
him to persuade himself that high grad 
cutlery is more satisfactory to the cus
tomer, and in the end cheaper, than so- 
called popular priced cutlery.

Imbued with this idea let us suppose 
that this hardware dealer makes up his 
mind that 50 cents is the minimum 
retail price at which a good practical 
butcher-knife can be sold. Under the 
impression that the time has come to 
push butcher-knives, he advertises 
butcher-knives in the newspapers and 
features butcher-knives in his windows; 
and both the newspaper announcement 
and the window card informs the pub
lic that butcher-knives can be had from 
50c up. The chances are that dealer 
will sell hardly enough butcher-knives 
to pay for the cost of the campaign. 
I’m not saying that his advertising cam
paign on butcher-knives will be a losing 
proposition; for he may perhaps sell 
enough additional hardware of a more 
elaborate nature to pay out and make 
the campaign a profitable one. I’m only 
saying that, in the average community, 
a campaign on a strictly high grade piece 
of cutlery such as a butcher-knife, will 
result in the distribution of only a lim
ited number of the articles advertised.

But suppose instead of featuring a 
high grade butcher-knife the dealer ad
vertised a good butcher-knife to retail 
at. say 23 cents; and make a good strong 
exhibit of them in his window. In that 
event he will sell three or four knives 
of the cheaper grade to where he would 
sell one of the higher grade. If people 
have to pay 50 or 75 cents for a new 
butcher-knife, they’ll often decide to 
worry along with their old one a 
while longer—having new handles put 
on it, in some cases, getting it sharpened 
up in others. But if the price of a 
brand new piece is down within easy 
reach of the average householder, he’ll 
argue that it’s more economical to buy

a new knife than it is to fix up the old 
one.

So the leader or special enables the 
hardware dealer to sell more hardware 
in a community than he could otherwise 
do—and this on the pardonably natural 
principle that the cheaper a thing comes, 
the less care we take of i t ; consequently 
the quicker it ceases to be of service to 
us; and the sooner we have to have 
something to take its place when it is 
gone.

That for one thing. For another 
thing, there is a distinct advantage to 
the hardware dealer to get as many 
people into his store in a given length 
of time as possible, for the more people 
he brings into his store the more chances 
he has of selling other merchandise not 
specially priced.

Some of the most successful hardware 
concerns 1 know of play up this specials 
proposition strong. They never let a 
week—some of them never a day—go 
by without showing something new and 
different in the way of a leader held out 
for the beguilement of the buying pub
lic.

It’s a good stunt—strictly up-to-date 
and thoroughly legitimate.

A Simple Commodity, but Going 
Big.

W ritte n  fo r th e  T radesm an .
It’s wonderful how you can clean up 

on a single little commodity of recog
nized merit—especially where the price 
brings it within everybody’s reach.

A young man of my acquaintance who 
is at the head of the range department 
in a large housefitting concern has de
vised a lid for a gas range. The lid is 
rectangular in shape and measures 8x10 
inches. It is made of a good grade of 
16 gauge steel, and is guaranteed not to 
warp. The inventor claims that the 
holes (and they are approximately 5/16 
of an inch in diameter) are so arranged 
as to distribute the gas flames so as to 
secure the maximum heat units with 
the minimum consumption of gas. Also 
that the perforated plate keeps the cook
ing utensils from becoming covered with 
smoke and soot. He claims that this 
lid will produce a blue flame and intense 
heat, and that the flame is more easily 
regulated with it than without it.

The holes of the plate are arranged 
in rows, and they are something less 
than an inch apart. At one end of the 
lid there is a rectangular perforation 
for the lifter,. yixZi of an inch. The 
retail price of this little article is 50c. 
which would certainly seem to be rea
sonable enough in view of the alleged 
merits of the lid.

The designer of this little commodity 
hasn’t attempted to secure a patent up
on i t ; and it is doubtful if he could get 
a patent if he tried. But he has sold

hundreds of them,- and the women who 
have used them say they are fine. In 
fact they are proving so popular with 
the patrons of that store he is seriously 
considering having some dies made and 
getting them out in quantities, and ulti
mately offering them to the trade. At 
present the holes have to be drilled; 
and that, of course, makes the cost of 
production far more than it would be if 
they were stamped out at a single opera
tion. Inasmuch as this is the salesman’s 
idea, worked out on his own time at 
his own risk, he gets a bonus on every 
one the house sells. And you may be 
very sure he calls attention to this little 
device whenever he has a customer 
looking at a gas range.

A man known as a “brick” is some
times hard pressed for money.

A erop lan e T o y s
And High Grade W heel Goods 
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Established in  1(73
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T H E  W E A T H E R L Y  CO .

1( Pearl S tree t G rand Rapids, Mich.

N ear W ayne 
County Bldg. A. T. Knowlson 

Company
WHOLESALE

G as and E le c tr ic  
Supplies

Michigan Distributors for

W elsbach Com pany  
99-103 Congress St. East, DETROIT

T elephones, M ain 2228-2229 

Ask for Catalog

Diamond Brand Steel 
Goods

T he True Tem per 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.
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Don’t Let a Good Thing Get By.
W ritte n  fo r  th e  T rad esm an .

The time to snap up a good thing is 
when you’ve got the chance.

The writer stumbled onto a striking 
illustration of this truth very recently.

And incidentally the little story that 
I am about to relate also sets forth the 
fact that the buyer who is tremendously 
shrewd in his own estimaation isn’t al
ways as shrewd as he thinks he is.

A salesman of a large stove concern 
called on the buyer of a big hardware 
establishment and submitted a very at
tractive proposition on a big lot of close
out ranges. The ranges came in several 
styles and sizes, and they were of a 
good grade. He explained to the buyer 
how he happened to be in a position to 
quote such prices, and then put-it up to 
the buyer to take them or let them alone. 
And I may say that the price quoted 
was just about the actual cost of pro
duction. And you are thinking, of 
course, that the hardware buyer jumped 
at the proposition. Well, he didn’t. 
Being one of your shrewd Johnnies (as 
he thought), he came at the stove sales
man with a proposition that cut his 
prices to smithereens. You see the buy
er thought it was a case of have-to, and 
that here is a golden opportunity to 
get a bull}' good line of ranges at almost 
nothing. But that salesman hadn’t ex
hausted his resources by a jugful. So 
he takes his hat and walks out without 
a word. The hardware buyer chuckled 
inwardly as he left, for he had it all 
doped out that the stove man would 
come crawling back on his knees, before 
the sun went down. But as the day 
wore on and the stove salesman didn’t 
show up, the hardware buyer began to 
chafe; and as the shadows lengthened 
the suspicion began to dawn upon him 
that he let a good thing get by.

He certainly had. From the hard
ware store where the shrewd buyer held 
forth that stove salesman went directly 
to an ambitious young furniture estab
lishment and submitted his range propo
sition along with an account of how 
the hardware people had tried to put 
one over on him. What the hardware 
buyer couldn’t see, the furniture house 
saw. They took the ranges. And in a 
few weeks that young furniture estab
lishment cut a swath in the range busi
ness of that old town that astonished 
the natives. They sold good ranges 
at prices which the hardware people 
couldn’t touch with a six foot folding 
rule. Whereupon the “shrewd” buyer 
of the hardware concern scratched his 
head and secretly applied epithets to 
himself that wouldn’t look nice in print.

Be as shrewd as you know how ; but 
don’t get so smart you let the really 
big things get by; for the recollection 
of such stunts is disquieting.

Premiums and the Spirit of Comity. 
W ritte n  fo r th e  T rad esm an .

It seems as if we had arrived at a 
time when premiums must needs be 
given, but the giving of them makes 
Ishmaelies of us all—and it’s a pity 
there isn’t Some sort of a disinterested 
Commission to pass upon the legitimacy 
of every premium proposition that comes 
up.

The line of demarcation between the 
general hardware dealer and the house- 
furnishings department of the furniture 
store is not very clear. There is neces

sarily some overlapping. And this fact 
is tactitly understood by furniture mer
chants and hardware dealers. But when 
it comes to shoes and hardware, that is 
another proposition. The lines are en
tirely distinct. And yet the shoe dealer 
is often guilty of wrongdoing. For in
stance he violates the spirit of comity 
when he offers to juvenile shoe cus
tomers premiums such as knives, roller 
skates, air guns, and other articles in 
the hardware dealer’s line.

Any boy who can get a pocket knife 
or a pair of roller skates as a premium 
from a shoe dealer will not go to the 
hardware man for such an article. His 
wants in that line are, for the time 
being, supplied. How would Mr. Shoe 
Dealer like it if the hardware merchant 
should offer stunning creations in tan, 
white buck, patent leather, or gun metal, 
as premiums to the boys and girls who 
bought hardware up to a certain 
amount? Wouldn't like it, do you 
think? Of course he wouldn’t. And 
yet the hardware dealer has just as 
good a right to offer permiums of 
that sort as the shoe dealer to 
offer premiums consisting of mer
chandise that logically belongs in the 
hardware store. Let us be consist- 
shrewd in his own estimation isn’t al- 
ent and learn to observe the spirit of 
comity in giving premiums. Or better 
still, let us outgrow the childhood days 
of merchandising and learn to sell com
modities in our line on the substantial 
basis of merit. Then people will get 
hardware from hardware dealers and 
shoes from shoe dealers. And that is 
the way it ought to be.

N ow  for a Hunch on Fall Business. 
W ritte n  fo r th e  T rad esm an .

Summer is almost gone, and autumn 
days are at hand.

With the coming of fall there will 
arise numerous wants for commodities 
in the hardware line. People will short
ly be in the market for stoves, ranges, 
kitchen ware, cutlery, tools and sun
dries for the home, the shop and the 
farm. And now’s the time to begin to 
push such articles in the hardware line 
as, in the natural course of human needs, 
will presently be in demand.

Map out an advertising campaign that 
will move the goods. And, in general, 
this can best be done by pushing a few 
things at a time, and pushing them 
strong.

And the window trim and the news
paper announcements ought to supple
ment each other. Let the things that 
are pictured, described and priced in 
the newspaper ad also be exhibited in 
the show window. By so doing you get 
a double-barreled shot at the cupidity 
of the prospective customer.

Reciprocity Between Merchant and 
Editor.

A country editor after reading 
several good trade papers published 
this:

“It costs the editor about $45 a 
month for groceries, and we are 
spending that amount with the local 
merchants. To show their apprecia
tion, the grocers (five in number) 
have spent $1.45 with us in the past 
two months. They love to have a 
newspaper boom the town and tell 
what grand stocks our merchants

carry, but they do hate to loosen up 
a little oil for the machinery.”

There is no doubt that the country 
editors, in many cases, have a right to 
complain. It may be that sometimes 
a man will start a paper in a town 
where there is not even the posibility 
of finding a field lucrative. It is not 
unthinkable that he may not have the 
brains, the enterprise, the good judg
ment, the money, to enable him to 
make a success of his business any
where. But where conditions are nor
mal, dealers should by all means sup
port their local papers. They should 
not pay exorbitant rates—and our ex
perience goes to show that a few of 
them do; but they should not expect 
the newspaper publisher to devote his 
time, his money and his effort for 
their benefit and make no exchange.

Aside from the ethics of the matter, 
the failure of the local merchants to 
advertise in their local papers is a 
direct challenge for the mail-order 
houses to swarm in and gather in the 
trade of the community. They do 
not need such an invitation, for tney 
are sufficiently alert to match their 
wits against any average country 
merchant, even when he is on his

job. And where they find the store
keepers asleep and refusing support 
to the one institution that is natural
ly looked to to keep the town alive 
and to spread the news of its enter
prise throughout the surrounding 
country, that is their golden oppor
tunity, and they slip in and lay the 
foundations of an extensive business 
which could not possible be obtained 
were the business men really awake.

We confess to a lot of sympathy 
for the newspaper man under such 
conditions; and, on the other hand, 
to very little for the storekeeper who 
loses his trade to the "pirates.”—Im
plement Trade Journal.

Chase Motor Wagons

Art built iu s tre rtl  sizes and body styles. Carrying 
capacity tram 800 t t  4,000 peunds. Prices tram $750 
h  $2,200. Over 25,00 Chase Motor Wagons in usa. 
Write far catalog.

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

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.

REYNOLDS FLEXIBLE ASPHALT 
SLATE SHINGLES

HAVE ENDORSEM ENT OF LEADING ARCHITECTS

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

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

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.
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Eat More Sausage and Reduce Cost 
of Living.

Editor Butchers’ Advocate: The high 
cost of living has not only been freely 
discussed in the general press, but it 
has received the attention of the two 
leading political parties in their adopted 
platforms of principles on which they 
will appeal to the voters of the United 
States next November. Although the 
topic has been largely and widely dis
cussed, it will he observed that no defi
nite or practical solution of the vexed 
problem has been reached.

Some attribute the high living cost 
to the tariff, while the more popular 
theory is that the various combinations 
controlling the food supply of the 
country are responsible and are the 
guilty conspirators. As prices are com
paratively high in free trade England 
as in the United States, this of itself 
should be sufficient evidence that the 
tariff is not the cause, and the fact that 
the high cost of living is universal 
throughout the civilized world, would 
further indicate that the so-called trusts 
are not responsible.

With regard to the price of meats, 
as the supply of live stock depends on 
the farmers of the country if they limit 
the raising of cattle, hogs and sheep, 
the source of our meat food product is 
menaced and a scarcity must naturally 
follow. It may be that farmers became 
discouraged with the low prices that 
prevailed for many years, and it may 
also be that advantage was taken of 
them by buyers, but that is human na
ture the world over, to buy as cheap 
as possible, without counting or caring 
for results.

One of the great and important fac
tors that depletes the cattle herds of the 
United States is the wholesale slaughter 
of calves and cows. The United States 
is the greatest veal eating country in 
the world, with Germany and France 
close seconds. In Germany during 1911 
official reports show that over five mil
lion calves were slaughtered, while in 
the United States during the same peri
od it is conservatively estimated that 
over 8.500,000 calves went to the sham
bles.

It may have escaped attention of 
many that the grand champion steers 
that have taken the prize at the Inter
national Stock Show in Chicago for 
several years were yearlings, and tipped 
the scales at over 1,300 pounds. Allow
ing that the calves slaughtered in the 
United States average 70 pounds, this 
would only give us 595,000,000 pounds 
of not over-wholesome meat food, 
whereas if those calves were allowed to 
mature for one year, they would easily 
average 600 pounds, which would give 
us 5,100,000,000 pounds of good beef, 
sufficient to serve the City of New York

for several years, allowing a daily con
sumption of 1,500,000 pounds.

It should be borne in mind that a cow 
only drops one calf yearly, and what 
with the wholesale slaughter of calves 
and cows, the source of our beef, it will 
not take long to catch up with the sup
ply, and especially when our constantly 
increasing population is taken into con
sideration. With the hog family it is 
different, as two litters of pigs can be 
easily raised annually, averaging from 
eight to twelve to a litter, so that the 
hog family is not so easily extinguished. 
This is a subject well worth the atten
tion of our statesmen.

The slaughter of calves should be pro
hibited for at least five years, which 
would greatly increase our cattle herds.

But in the meantime, how are we to 
decrease the cost of living as pertains 
to meat food? The solution is easy—• 
eat more sausage. Good sausage is a 
cheap and nutrious meat food, and an 
analysis shows that sausage possesses 
as much and often more nutriment than 
the choicest cuts. A well made sausage 
is always delicious and tasty, and those 
retail meat dealers who will make a 
specialty of good sausage would find 
their trade increasing by leaps and 
bounds. Have you in mind any retail 
meat dealers who made a specialty of 
fine grade sausage that was not a suc
cess from a business standpoint? The 
writer cannot recall one, but can recall 
hundreds that have made a grand suc
cess, and their success was entirely due 
to their ability to make good sausage. 
There is no retail meat dealer but what 
can afford a small sausage outfit for an 
experiment, and they may rest assured 
that if their sausage is properly made 
it will be in good demand.

In order to have a good sausage, that 
is tasty and delicious, it is absolutely 
necessary that the juice of the meat be 
retained, and this is only possible with 
the Buffalo silent cutter. With this rec
ognized and world-wide acknowledged 
superior meat cutter, the meat is cut 
clean and the juice is retained, instead 
of being ground or mashed. With a 
Buffalo silent cutter the meat is cut 
clean and the juicy flavor retained, mak
ing the sausage delicious and holding 
the meat taste. Moreover, have you 
ever thought of the fact that there is 
no waste to sausage, and that it is all 
edible?

That is why the eating of sausage will 
reduce thé cost of living because there 
is no' waste, and it is nearly 50 per cent, 
cheaper than other cuts, and is more
over just as nutritious. Retail meat 
dealers who may desire full particulars 
and information as to making sausage, 
as well as to securing a small outfit, 
may communicate with the writer and 
all information will be gladly and freely

furnished. Address Messrs. John E. 
Smith’s Sons Co., 50 Broadway, Buffa
lo, N. Y., who not only makes all kinds 
of sausage machinery, but everything 
else in the butcher supply and meat 
packing house line. The writer is vitally 
interested in this question of sausage 
making, because it has proved the high
way to successful business for many re
tail meat dealers. Sausage is .not only 
cheap, but, as stated, there is no waste. 
The people want a good home-made 
sausage, and this the retail meat dealer 
can make cheaper than he can buy and

W e w ant Butter, Eggs, 
Veal and Poultry
STROUP & WIERSUM

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

Hart Brand Canned Hoods
Packed by

W. R. Roach & Co., Hart, Mich.
M ichigan People W an t M ichigan P roducts

M ILD CURED
Hams and Bacon

100 per cent. Pure

All-leaf Lard
A BARGAIN FOR YOU

For the present we are offering to the 
trade in Lower Michigan, freight pre
paid. our Cream City Brand of

Smoked Skinned Hams
in barrel lots at cents.

Order of our nearest salesman or mail 
your order direct to the plant.

Ludington, Mich., F. L. Bents 
Grand Rapids, W. T. Irwin, 538 Sheldon Ave. 
Kalamazoo, H. J. Linsner, 911J£ N. Burdick 
Lansing, H. W. Carver, Hotel Wentworth 

Adrian, G. W. Robnett, Hotel Maumeel 
Port Huron, W. C. Rossow, Harrington Hotel 

Saginaw, W. C. Moeller, 1309 James Ave. 
St. Johns, E. Marx, Steele Hotel 

Write to-day

Cudahy Brothers Go.
Cudahy-M ilw aukee

.D a

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

Grass, Clover, Agricultural and Garden Seeds

BR O W N SEED CO., G R A N D  RAPIDS, MICH.

— ESTA BLISH ED  1876 —

When you want 
to Buy or Sell Clover or Timothy Seed

M O S E L E Y  B R O T H E R S
GRAND RAPIDS, MICH.

The Vinkemulder Company
JOBBERS A N D  SHIPPERS O F E V E R Y T H IN G  IN

FRUITS A N D  PRODUCE
Grand Rapids, M ich.
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thus use up much that now goes into 
the scrap barrel.

The making of a good sausage should 
be inaugurated by every retail meat 
dealer for several reasons. It leads to 
furnishing your customers or the peo
ple the world over with a delicious food, 
equal in every sense of the word to the 
best porterhouse steak, but which re
tails at one-half the cost of porterhouse. 
People will appreciate this after once 
knowing what a real good sausage is. 
All this will help build up and increase 
the profits of the retail trade.—Edwin 
R. Smith, in Butchers’ Advocate.

We urge everybody to study these 
problems seriously and intelligently. We 
urge farmers to produce more live stock. 
We urge landlords to improve their 
farms that tenants may grow live stock. 
We urge professional men, business 
men, artisans and all workers to cease 
useless criticism of “big business,” pub
lic officials and successful producers, and 
join hands with all who are encourag
ing increased production, to the end that 
vision may be enlarged, sympathies 
broadened and cost of living lowered.— 
Illinois Farmers’ Institute.

The Cause of H igh Prices.
We have the recent rise in the price 

of meat which will cause the general 
public to investigate the situation, learn 
the real cause of the high cost, and in
stead of indulging with thoughtless 
calamity howlers, in useless abuse of 
the so-called “packing trust,” join forces 
with the individuals and organizations 
who are working along intelligent and 
practical lines for betterment of condi
tions.

The facts are, while the profits of the 
packers are believed to be excessive, they 
are not the cause of the high price of 
meat products, and we believe it can be 
conclusively demonstrated that the great 
saving brought about by the packing in
dustry through the utilization of resi
dues in the manufacture of important 
by-products which were formerly wast
ed, together with the establishment of 
a splendid sanitary system of distribu
tion at minimum cost, through intelli
gent business combination, enables the 
average consumer to secure his meat 
supply in time, in kind, in quantity and 
in quality at much lower cost than if the 
country had to depend upon the old un
sanitary, wasteful and expensive rural 
slaughtering methods.

The principal cause of the high price 
of meat is the decided shortage of the 
live stock supply; it amounts to millions 
of animals, while consumers continue to 
increase. This brings the problem down 
to the simple proposition of “supply and 
demand,” and no amount of abuse heap
ed upon the packers for taking good 
profits or upon farmers for securing 
good prices can be expected to bring re
lief to the consumer now or in the 
future.

Our observations and inquiries lead 
us to the conclusion that we may look 
for an indefinite period of high levels in 
meat prices for the reason that the great 
bulk of live stock which the market de- 
mands.must be produced on land worth 
$50 an acre and upward, because in the 
average range section it requires ten 
acres to support a 1,000-pound steer five 
months; in some sections it requires 
twenty or thirty acres, and at the pres
ent price of land in the range country 
it is quite as cheap to pasture stock on 
good farm land worth $100 an acre, and 
much cheaper, if fertility is such that 
the steer may be maintained seven 
months on an acre and a half.

Thousands of ranchers have practically 
gone out of business and the range coun
try is covered by homesteaders, render
ing free ranching impossible, while 
speculation in land has Si> advanced the 
price that ranching on iwlosed land is 
np longer practicable.

D oings in the Buckeye State. 
W ritte n  fo r th e  T rad esm an .

The Hoover-Rowlands Co., with 
stores in fourteen cities in Ohio and 
Indiana, has opened a branch store 
in Kalamazoo, with Cary Allen, 
formerly of the Richmond, I id. store 
in charge.

Secretary Sandies, of the State 
Board of Agriculture, is a consistent 
booster for Ohio in his campaign to 
repopulate the 141,000 acres of aban
doned farm lands in the State. He 
insists that the lands are capable of 
producing abundant crops and he has 
induced railroads to discontinue 
homeseekers’ excursions to the west 
and to boost Ohio land because of 
its productivity. Statistics show that 
there are eight less people in every 
rural township of the State than 'diere 
were ten years ago, and that thiriy- 
nine counties show a decrease in 
population during the same period.

Toledo’s industrial exposition will 
open Sept. 23, closing Oct. 5, with 
excursions on all railroads.

The Lucas county fair was held in 
Toledo last week. Wednesday was 
grocers and butchers’ day and was 
one of the big days of the show.

The State Board of Health calls 
attention to the fact that there is no 
adequate sewerage system at Put-in- 
Bay, where thousands of visitors will 
be entertained next summer durisg 
the celebration of the centennial of 
Perry’s victory. The Board demands 
that such a system be installed.

Big extensions are being made at 
the automobile plant of the Willys- 
Overland Co., at Toledo, including 
two new buildings and the enlarging 
of four others.

The Toledo Chamber of Com
merce is urging shippers and receiv
ers of freight in carlots to use all 
dispatch possible in loading and un
loading cars on account of the car 
shortage which is now due.

Of the fifty constitutional amend
ments voted on at the special election 
the following eight were defeated: 
good roads, outdoor advertising, 
abolition of capital punishment, wom
en's suffrage, legalization of voting 
machines, anti-injunction, omitting 
the word “white,” and the amend
ment giving women power to hold 
certain offices. The vote on good 
roads and outdoor advertising was 
close. Almond Griffen.

H ow  to Judge Sardines.
Francis Marre gives the following 

instructions for purchasing sardines:
The two sides of the can should be 

flat or concave. If they bulge out 
there is a liklihood that the can con
tains gases resulting from decompo
sition.

No can should be bought that has 
been resoldered.

The lettering on the can should be 
clear and distinct.

If there is a choice between solder
ed cans and cans sealed by crimping, 
the latter should be always preferred.

If the cans are soldered select those 
that have bright solder, which is less 
likely to contain lead and less likely 
to be bad.

After the box of sardines is taken 
home the can should be opened under 
water. If any bubbles of gas escape 
the stuff should be destroyed. The 
kind of oil used-in preparing the sar
dines is of no great importance. The 
fish used are not, however, always 
true “sardines.”

All Good Things
A re Imitated

Mapleine
(The Flavor de Luxe)

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

Order a stock from your 
jobber, or

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

Crescent Mfg. Co., Seattle, Wash.

TRACE Your Delayed 
Freight Easily 

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

Grand Rapids, Mich.

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

Evening Press Exemplar
Thesa Be Our Leaders

W illing to W ake the Cat.
“So you don't want no huckleber

ries?”
"No; I have changed my mind. 1 

see your cat is asleep in these huckle
berries.”

“That’s all right mum. I don’t 
mind waking the cat up.”

All Kinds of

Feeds in Carlots
Mixed Cars a Specialty

Wykes & Co., Grand Rapids 
Mich.

State Agents Hammond Dairy Feed

Rea & Witzig
PRODUCE
COMMISSION
MERCHANTS

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

Established 1873

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

Dairy and Creamery Butter of 
all grades in demand. We solicit 
your consignments, and promise 
prompt returns.

Send for our weekly price cur
rent or wire for special quota
tions.

Refer you to Marine National 
Bank of Buffalo, all Commercial 
Agencies and to hundreds of 
shippers everywhere.

“Get busy” says the boost doctor and 
let it go at that. But the. busiest thing 
in the world is a pig’s tail, and few 
things accomplish any less.

The man who does not read his trade 
paper will lose money on every issue 
of it that comes out.
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W indow Leaders W ith a Punch. 
W ritte n  fo r th e  T radesm an .

The most inelastic and resource
less sales agent in the world is the 
show- window of the average exclus
ive grocery.

It is capable of just about three 
kinds of arrangement. It has just 
about three sorts of appeal.

It may he a stiff landscape of tri
angularly arranged fruit, vegetables 
and nuts.

Or it may he a series of pyramids 
i.i which catsup bottles or tomato 
cans form the elements.

Or it may be a set piece of cracker 
boxes arranged in geometrical pat
tern.

Xo trim of the kind ever carries a 
knock-out punch. They create n > 
demand that does not already exist. 
People are going to buy the goods 
displayed, whether they appear in 
the window or not, and such trims 
can never hope to increase consump
tion in the individual family.

Why? Because, as previously slav
ed, no family can eat more than a 
certain amount of fruit, vegetables or 
canned goods.

Why have fruit and vegetable trims 
at all?

Merely to give a pleasing atmos
phere to the store and to keep idle 
clerks busy.

Xo grocery, however, should limit 
its window to the promotion of 'lie 
sale of foods. The limit is soon 
reached, and thereafter, the trims 
are potent only as pleasing pictures.

Variety goods, however, change the 
window from a picture to a salesman 
and they have every desirable quality 
straightout groceries lack.

They broaden your appeal. They 
make you more than a seller of food 
stuffs.

They are easily handled and don’t 
deteriorate while on display.

They're backed by profitable and 
attractive prices. Instead of filling 
your window with goods which all 
dealers sell at a pre-determined price, 
you are able to employ that greatest 
of window trim salesmakers—the 
price ticket.

Variety goods are more interesting 
to the the housewife than vegetables 
and fruits. The average wife and 
mother feels ten times the interest 
in a shiny pot, kettle or bit of glass
ware that she evinces over perishable 
items that are here to-day and gone 
to-morrow.

Her purse opens much more read
ily in answer to the appeal of home 
goods than that of food stuffs. She 
o ily needs the latter, but she desires 
the former.

Many grocers may feel that the

installation of such a line means the 
injection of a foreign element into 
their business. They may regard the 
sale of home goods in the same light 
through which they would look upon 
the proposition of selling and dis
playing furniture along side their 
groceries.

Such an attitude is ill-founded.
Groceries are home goods, none 

more so; but so are variety lines.'
• The latter do not compete with the 
former. Instead, the two lines help 
and stimulate each other.

The writer of this article is no 
theorist, and if readers care to go 
deeper into this profitable subject, 
they need do no more than send a 
letter to this journal requesting in
formation concerning home goods 
window trims.

Variety goods put a punch into 
show windows, and we’re not only 
willing to tell you the “how”—we'll 
show you also. Anderson Pace.

W indow Pains and H ow  to Avoid.
By not forgetting that both you and 

your store are frequently judged by the 
style of your window display.

By planning your window displays at 
least a week ahead. Jt pays.

By not having your window empty 
longer than necessary. An empty win
dow with small pieces of window strips 
still adhering to the glass may give an 
impression of “For Rent” to the pass
ing stranger.

By keeping below the level of the 
eye that part of your display you wish 
to give the most prominence.

By devoting your window to one ar
ticle of one class of goods, rather than 
a lot of odds and ends.

By having a strong light on your dis
play at night. An invisible light shin
ing down on your display is preferable 
in most instances.

By using neat cards with plain letter
ing. avoiding fancy type.

By not displaying fly paper in De
cember.

By backing up the most prominent 
feature of your display so as to bring 
it out bold and strong.

A. L. Wolcott.

D oings in the H oosier State. 
W ritte n  fo r  th e  T rad esm an .

Geo. E. Kessler has been engaged 
for another year at South Bend in 
preparation of a boulevard and e i- 
larged park system.

Plans have been made for a five- 
story addition to the Vendome Hotel, 
at Evansville. A convention hall will 
be included.

Steps have been taken toward the 
merging of the American Auto Co., 
of Xew Albany, with the Advance 
Power Co., of Chicago, a i  automo

bile manufacturing concern. The 
consolidated concern will be located 
at New Albany.

Evansville has outgrown its filtra
tion plant and its present capacity of 
twelve million gallons must be in
creased to eighteen million gallons. 
The expense will be about $100,000.

Fort Wayne is promised a new 
passenger station by the Wabash 
Railway in a year. The new building 
will cost about $75,000.

F’orty-six thousand people attended 
the Indiana State fair on Thursday, 
the big day, as compared with 57,000 
lafet year. The falling off is attribut
ed to hot weather and the urgency 
of farm work.

Elkhart's fortieth annual fair was 
held at Elkhart Sept. 10 to 13.

An insurance company is prepar
ing ,to erect a twenty-two story 
building on the site of the Unity 
building, in Indianapolis, which will 
be the tallest structure in the State.

The State Forester, located at I n- 
dianapolis, is asking for hlack locust 
.seed from every county in the State 
for the purpose of experimentally 
growing a strain of seed that will be 
immune from the borer. Black locust

trees grow rapidly on rocky, worn 
out and eroded fields and are recom
mended for planting steep hillsides 
and rocky places which cannot be 
cultivated.

The Crowell Grain Co., capital 
$20,000, has been organized at Colum
bia City. Elevators and warehouses 
will be built in the county and head
quarters will be at Raber, with Oscar 
Crowell as manager.

The' Thieme Bros. Co., operating 
a silk knitting mill at Fort Wayne, 
has let the contract for the construc
t s  l of a $20,000 building, which will 
be an exact duplicate of the present 
plant.

Elkhart has adopted a guaranty 
fund plan and will raise $200,000 to 
aid local industries and to secure new 
concerns. Retail merchants endorse 
the plan and are giving it their sup
port. Almond Griffen.

The kind of salesman who lays out 
the goods with a “You can take them 
or leave them” air, will find that the 
customer generally will leave them.

It’s a good plan to hitch up the sales- 
force and the advertising, but red tape 
is mighty poor harness.

Good Things to Eat

Jams Jellies Preserves Mustards 

Fruit Butters Vinegars Catsup 

Table Sauces Pork and Beans

Pickles— OF COURSE

HIGH GRADE FOOD PRODUCTS
w Made “Williams Way”
Mr. Pickle of Michigan

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

P ic k  th e  P ic k le  fro m  M ich ig an

Brecht’s Roll Top Refrigerators
PERFECT INSULATION Are constructed in a scientific w ay and

thoroughly insulated the same as our 
coolers. Their reputation for efjiciertcy 
and economy in ice consumption is well 
regarded by the grocery trade. O nly the 
best selected woods are used. Hardware 
is of solid brass, quadruple nickel-plated.

The Brecht Patented 
Ventilating Ice Pan

used in all our refrigerators is the most 
important and up-to-date development in 
refrigerator construction. I t assures a 
dry. cold air. sweet and pure. Illustra
tion shows our style "8” w ith four sec
tions and overhead compartments for dis
playing package butter, rolls, etc. We 
build them from two to six  sections, also 
special sizes.

Use a Brecht Refrigerator for Economy. 
W rite us for any information on grocer 

or m arket equipments Dept. K.

The Brecht Com pany
Established 1853 

M ain Offices and Factories: 
1201-1215 Cass A ve., St. Louis, U. S A. 

New York, Denver, San Francisco. Cal. 
Hamburg, Buenos Aires
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BECAM E A BUY ER.

Successive Steps in a Successful 
Career.

When I got my first job as office 
boy at Thomas J. Lipton’s downtown 
Chicago office I had no idea that some 
day I would be a buyer for a depart
ment store. I don’t think very many 
boys who have to go to work at that 
age have any definite business plans. 
Anyhow, I didn’t. About the only 
thing I thought about was getting a 
job, and I wasn’t very particular what 
kind of work it was. I believe it 
requires several years of hard knocks 
and experience in various lines be
fore the average boy knows definite
ly what business he is best fitted for.

After he has had some experience 
and has bumped up against the world 
for awhile there is certain to be an 
opportunity that comes to most boys, 
but just the same I had to work hard 
and demonstrate my ability to “make 
good,” after the opportunity came to 
me.

I worked for the Lipton office 
for a year at $4.50 a week. One day 
the manager sent me out to sell a 
small bill of goods. I succeeded in 
getting the order, and after that I 
was given considerable work of that 
kind to do. My salary was increas
ed to $8 a week, and in a short time 
I was transferred to the stock yards 
office of the Lipton packing plant. 
That was in 1901, and my pay was 
raised to $11 a week.

Worked in Packing House.
Then I decided that 1 wanted to 

learn the packing business from the 
bottom up, and when the opportunity 
came for me to take a job in the 
sausage room I jumped at the chance.
I made rapid progress, and within a 
comparatively short time was pro
moted to the foreman of the depart
ment with 120 men under me. Of 
course I was proud of my success, 
and was ambitious to get higher. As 
foreman my pay was $20 a week.

Then came my first jolt in the busi
ness experience. I felt that my job 
was secure, and that I could have it 
as long as I did my work satisfactori
ly. But within a year after I was 
made foreman the announcement 
came that Mr. Lipton was going out 
of the packing business and that *he 
Chicago plant would be closed. It 
came like a bolt out of a clear sky, 
and it was up to me to find another 
job.

Instead of trying to gel a plac' ii  
one of the other packing houses I 
decided to sell goods. My experience 
with the Lipton firm was a great 
help, and I had little difficulty getting 
a job as city salesman for a whole
sale candy firm. My customers were 
department stores and other retail
ers in the downtown districts, and 
instead of receiving a salary my pay 
was o i the commission basis. I earn
ed from $25 to $35 a week, and felt 
that I was doing fine.

Big Opportunity Came
It was about a year after I lost my 

job with the Lipton company that 
the opportunity came which is re
sponsible for my being a buyer. My 
brother had just taken charge of the 
Evan Lloytj (iepartment ¡steve, and he

offered me a job in the stock receiv
ing room.

“It is a great opportunity for you,” 
he said, “but if you go to work for 
me I am going to put you on the 
same basis as any other employe. You 
have got to ‘make good’ in order to 
be promoted.”

If any one else had offered me a 
$15 a week job I would probably have 
refused it, because I was making an 
average of $30 a week selling candy. 
But my brother advised me to make 
the change, and I did. That’s why I 
said my opportunity was probably 
better than most young men have at 
the start. Perhaps my promotion 
was a little more rapid than it would 
have been under other conditions, but 
at the same time I feel that I must 
have demonstrated my ability, or I 
would not have been advanced.

Anyhow, about a year and a half 
later I was made buyer for the jewel
ry department, and after holding the 
job for a year I was made purchasing 
agent for the store. In that posi
tion it was my duty to buy all sup
plies, such as coal, stationery, etc.— 
in fact, I bought everything used by 
the store that was not merchandise. 
About a year after that I was given 
charge of the laces, embroidery, no
tions, and ribbon department, as buy
er. The followi lg year my duties 
were increased by the addition of 
the fancy goods department, and su
pervision of the store’s advertising.

Many Obstacles in Path.
In a nutshell that is how I became 

a department store buyer at 28 years 
of age. I have had enough experi
ence to know that success in any re
tail business, and especially as buyer 
for a department store, requires a 
constant study of detail, and the man 
who is willing to devote his energy 
to it can lot help getting to the top. 
If I were asked what line of business 
presents the best opportunities for 
the young man of to-day, I would 
say it is the department store.

I learned by experience that one 
of the worst attributes a buyer can 
have is conservatism. When I firs“-, 
started l made an exceptionally bad 
purchase. I bought a large bill of 
goods, and after the merchandise was 
received discovered that it was not 
good value. As it was one of my 
first big purchases I was naturally 
pretty much worried and hesitated 
for some time before I finally de
cided to confess my bad judgment to 
my brother.

“Well, it's no use crying over spilt 
milk,” he said. “It’s an expensive 
mistake, but it will be a good lesson 
to you. I wouldn't have a man in 
my employ who never made a mis
take, because he would be too con
servative. Persons who are too con
servative are never successful.”

I never forgot that lesson, and after 
that I was never afraid to back my 
own judgment.

No Man Indispensable.
One of the things that has impress

ed me most strongly in my depart
ment store experience is that there 
is no absolutely necessary man. No 
matter how valuable an employe is he 
can always be replaced, aid  in most 
instances the new men make better

progress than their predecessors. 
That’s why it pays to be constantly 
improving one’s self. The man who 
stands still in the business world to
day will soon find himself left behind.

It pays to do more work than you 
are paid for. Maybe the fact that I 
worked day and night and every Sun
day for five months had something 
to do with my advancement. All de
partment store employes have to 
work hard, and those who get to the 
top are the ones who have worked 
the hardest.

One of the most essential qualifica
tions a buyer must possess is a 
thorough knowledge of merchandise, 
particularly the goods he buys. Sec
ond in importance I would class abil
ity to judge human nature. A suc
cessful buyer must know how to ‘size 
up’ every person with whom he 
comes in contact. He must know 
the characteristics of the man who 
sells him goods and be able to select 
efficient sales people. It is a part of 
his duties to watch customers and 
note how they accept certain mer
chandise about which there may be 
some doubt concerning its popular
ity. He must also pay close attention 
to the advertising of merchandise. 
Judgment of human nature is a big 
factor in advertising, and the man 
who knows how to describe his goods 
in such a way that they appeal to the 
public is successful both as a buyer 
and seller.

Besides being capable of taking 
care of a vast amount of detail work, 
the successful buyer must be strictly 
honest. By this 1 mean he must know 
how to distinguish the narrow border 
line between honesty and disho lesty.

Pitfalls in Buyer’s Job.
There are many ways in which 

buyers are duped without knowing 
it. One of the commonest forms of 
this evil is the acceptance of lavish 
entertainment at the hands of sales
men. It is not the way one friend 
would entertain another, but usually 
consists of an expensive dinner, or 
in buying costly presents for the 
purchaser of goods.

I know of one instance when a cer
tain salesman offered to loan $300 to

“I don’t know when I can pay it 
back,” he said.

“O, that doesn’t matter. Pay it 
back whenever you can. I don’t care 
if you never do.”

“Then I don’t want it,” replied the 
buyer, and the salesman is probably 
wondering why he has never been 
able to sell that buyer any goods.

In another case a buyer was offered 
a sum of money if he would put in 
a certain line of goods. After look
ing the market over carefully he 
found he could not do as well with 
any other concern, so he accepted 
the amount and promptly turned it 
over to his firm. While it is doubt
ful whether he should have accepted 
the money under any circumstances, 
many persons would consider his ac
tion a good stroke of business.

No matter how honest a buyer may 
be, it is hard to resist the temptation 
to accept favors from salesmen.

Solomon H. Kesner.

A good many employes will help 
themselves to a dime’s worth at the 
expense of the proprietor when they 
might not think of taking a dollar’s 
worth. Is honesty a matter of size?

How is a store to gain the reputation 
of being generous if the individuals 
connected with it allow themselves to 
act in a niggardly manner toward cus
tomers?

Chicago Boats
G. & M. Line

Every N ight
Fare $2

Holland Interurban Qn m
Boat Train a t .................  U J I t ll l«

a buyer.

“AMERICAN BEAUTY” Display Case No. 412-one  
i V  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
of goods, and adopted by the most progressive stores of America. 
GRAND RAPIDS SHOW CASE CO., Grand Rapids, Michigan

T h e  Largest S how  Case and S tore Equipm ent Plant in  th e  W orld  
Show  Rooms and Factories: N ew  Y ork , G rand Rapids, C hicago, Boston, Portland
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DRY GOODS, - s  ë  I
5 I  t

r = FANCY GOODS ̂  NOTIONS

Rules Regulating Return of Pur
chased Goods.

W ritte n  fo r th e  T radesm an .
The other day a lady was making 

some purchases at Karper’s store, among 
other things some ready-made dresses 
for her little girls. Before paying her 
bills she said to the saleswoman; “Now 
if these dresses don’t fit or don’t please 
me after I get them home, may I re
turn them?”

“Certainly,” was the courteous reply. 
“Let me just hand you a little sheet 
that contains our printed rules regulat
ing the return of goods."

These were the rules.
“It is the policy of this store to please 

its customers. Our business has been 
built up to its present proportions by 
satisfying those who have seen fit to 
favor us with their patronage, and it 
is our intention to continue along the 
lines that have brought us success. As 
we want every customer to feel per
fectly satisfied with every purchase, we 
make a practice of allowing the return 
of goods. We cheerfully refund the 
purchase price, the return however be
ing subject to the following conditions:

“Piece goods that have been cut can 
not be returned. This rple is so uni
versal among stores and so obviously 
necessary as to need no explanation.

“Kid gloves that have been stretched 
and tried on over the hand can not be 
returned.

“Articles to be returnable must be 
as fresh and clean, as free from soiling 
and wrinkling as when they left our 
store. Our customers will readily see 
the reasonableness of this requirement. 
You do not want untidy goods—neither 
does anyone else. We can not sell such 
without reducing the price.

“It is imperative that no article that 
is to be returned shall have been worn. 
Fully determine whether the coat or 
suit or hat or underwear taken out on 
approval is something you want to keep 
before you wear same.

“Mention of this matter is made neces
sary by the frequency with which we 
are compelled to refuse to take back 
garments that show unmistakable signs 
of wear. We believe these are usually 
brought in by persons who have given 
the subject no thought, or who consider 
that the garment ‘isn’t really hurt any.’ 
For actual service it probably isn’t 
harmed but its saleability is ruined un
less we make a heavy cut in price. It 
is our desire to accommodate our cus
tomers in every way, but all will readily 
see why it is that we can not take back 
anything that has been worn even ‘just 
once.’

“Goods to be returnable must be 
brought in together with the purchase 
slip within a week after the date of 
purchase. To out-of-town customers

this time may be extended to two weeks 
by the clerk making the sale. It may 
sometimes be necessary that the regular 
time of one week be shortened in the 
case of articles that are on special sale 
or on which our stock is low.

“We trust our customers will see the 
necessity for these requirements and 
we ask their • hearty co-operation in 
carrying them out, with the view that 
we may continue our practice of freely 
allowing the return of purchased goods.”

It occurred to me that it is a wise 
thing to have some definite regulations 
as to the return of articles that have 
been either actually purchased or taken 
out on approval, and to take this method 
of making them known. To state these 
regulations verbally would be tiresome 
to the salesperson and might be offen
sive to the customer; as hinting that 
she was the sort of person who would 
keep goods too long and then ask to 
return them, or who would bring back 
a garment that had been worn; but 
handing out the little printed sheet made 
the whole matter impersonal.

There is another thing that should be 
under a more definite system than it is 
in many stores, and that is the laying 
aside of goods at the request of a cus
tomer.

A year ago this fall Mrs. Arthur was 
in at Carpenter’s and saw a long coat 
that greatly pleased her fancy. It had 
style and distinction and was very be
coming to her.

“Mr. Carpenter, I want you just to 
lay that aside for me. I can’t take it 
to-day but I’ll be in soon and get it. 
Now be sure you don’t sell it to any 
one else.”

Mrs. Arthur had been a very good 
customer and the coat was laid away 
for her.

She didn’t come and didn’t come. It 
was early in September that she asked 
to have it put aside. In the latter part 
of November she was again passing 
through the cloak room and Mr. Car
penter called the matter to her attention.

“Oh, I ’m so sorry that I forgot to 
tell you! I’ve decided that I really 
can’t afford to have a new coat this 
winter. Just put that out and sell it.”

To have attempted to hold this woman 
to her own agreement would have in
curred her lasting enmity. So long as 
she didn’t have the coat, she would have 
failed to see that she had occasioned 
Mr. Carpenter any loss. In reality an
other lady had been anxious to get that 
same coat only two days after it was 
laid away for Mrs. Arthur. The price 
was then $25.

After it was found Mrs. Arthur did 
not intend taking it, the garment was 
again put on sale, but by this time buy
ers were beginning to wait for the 
mark downs. It did not move till about

the first of the year, not until after the 
price had been reduced to $18.

Perhaps this is an extreme case, for 
certainly they are a little slack about 
such things at Carpenter’s. But are 
there not similar occurrences at every 
store where articles are laid away with
out any definite arrangement as to when 
they shall be taken?

It is always something saleable at 
the timé, that you are asked to set aside 
—likely something that the stock is 
running low on. But time passes by 
and she who was so anxious to have 
that particular article, has gotten out of 
the notion or decided she would rather 
have something else or maybe forgot
ten all about it. If it is something of 
a novelty—and nobody asks to have sta
ples laid away—everybody else has got
ten out of the notion too in a very few 
weeks time. So the thing that was put 
aside to accommodate a customer has 
to go to the bargain counter.

The remedy is not to try to make 
persons take the goods after they have 
gotten over wanting them. It is better 
to require a deposit at the first or else 
to make the time the article is to be held 
only a very few days, at the end of 
which time it should go on sale again.

All this can be tactfully managed, 
and if there is some definite rule to go 
by applicable to all customers alike, no 
offense need be given any one.

These are small matters, but it is the 
little foxes that spoil the vines. In the 
old-time days of large profits it was 
not so necessary to guard against little 
losses. Now that you have to sell on 
close margins, it is worth while to stop 
the little leaks. Fabrix.

Guides to Success.
Good health, a willingness to work, 

high ideals, a knowledge of human 
nature, and the development of all 
good qualities are the principles that 
constitute success.

Hard work and conscientious ap
plications to duty together with the 
ability to meet and master situations, 
are all factors of success.

George M. Reynolds.

Changed Her Mind.
“My dear,” Mrs. Jones said to her 

considerably lesser half, “I want you 
to do a little shopping for me this 
afternoon.”

Mr. Jones blinked pathetically. He 
had arranged to spend a quiet after
noon at the cricket match.

“I—I was thinking of going to the 
match, my dove—” he began feebly.

“Indeed,” observed his wife stonily, 
“well, I’ve got a better match for 
you than that; I want you to match 
this piece of material at Mason’s—”

“At the corner where that little 
blonde girl serves?” interrupted Mr. 
Jones, suddenly, “that nice little 
thing, you know, with the frizzy curls 
and bright eyes, and a jolly, roguish 
smile—eh?”

"Perhaps, after all,” retorted Mrs. 
Jones, with a below zero stare, “I ’d 
rather do my own shopping!”

We are manufacturers of

Trimmed and 
Untrimmed Hats

For Ladies. Misses and Children

Cori, Knott & Co., Ltd.
Comer Commerce Ave. and Island St. 

Grand Rapids, Mich.

Up-to-date Stores use
THE BEST DUPLICATING

SALES WBOOKS
Made of good BOOK paper, not print
1 r i o  OFF IN TOWNS WHERE WE HAVE NO 

/  o  AGENT. W RITE FOR SAM PLES TO

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

back Books. W hite and Yellow Leaf Books.

W H O LESA LE ONLY

We are prepared to  
take  care of your du
plicate orders for

Outing
Flannels
Shaker

Flannels
Blankets, Comforters, Flannelettes, C otton Batting, 

W o o l Flannels, Fall Ginghams

New, Clean Goods a t  the  R ight Price

G R A N D  RAPIDS D R Y  GOODS CO. 
Grand Rapids, Mich.
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Some Reasons W hy So Many Mer
chants Fail.

W ritte n  fo r th e  T ra d esm an
“Eternal vigilance is the price of 

success.”
This is as true in the business 

world as it is in the political. The 
merchant who fails to keep tab upon 
his clerks will sooner or later find 
himself regretting his lax methods.

Clerks are too prone to put in their 
time regardless of the good of the 
employer. Statistics show the start
ling fact that only one merchant in 
ten succeeds. It seems to me there 
is no other business in the world so 
precarious, so filled with wrecks of 
would-be millionaires.

Manufacturers, farmers, lumber
men, miners, shippers—all beat the 
mercantile stunt in the m atter of 
success. Why is it? We may say 
that too many break into the trading 
proposition who are wholly unfitted 
by nature and training for the work. 
Doubtless this is true, but it hardly 
seems possible that this should so 
fearfully handicap the man.

True it is that certain character
istics are necessary to make the suc
cessful business man'. Not: every
body can become a great general, a 
great author, sculptor or architect. 
Yet why should the mercantile line 
afford so many more wrecks than 
any other line of human endeavor?

The farmer is the most uniformly 
successful man of any or all the 
battlers for human success. One 
reason, perhaps, for this is because 
the occupation of farming is much 
less complicated, more easily under
stood, though no less important than 
all the other modes of earning a 
competence combined.

The laxness of discipline in store 
ethics accounts, in a large measure, 
for the failures that abound on every 
hand. Some have declared that 
senseless competition—cutting of 
prices so deeply as to do away with 
a living profit—has much to do with 
the low grade success of modern 
mercantile workers. This is some
thing with which I do not propose to 
deal at this time, although it doubt
less has a modicum of argument in 
its favor.

Many merchants fail for want of 
sufficient tact to do the right thing 
at the right time; more drop their 
hoped for fortunes on account of im
polite clerks who, not having (the 
good of the business at heart, hesi
tate not to anger and even humiliate 
customers. I have an instance in 
mind which will serve to show how 
important it is to see that clerks at
tend strictly to business during busi
ness hours.

A very successful merchant in one 
of our northern towns is now, after 
severa years of business success, on 
the down grade, with whispers of an 
early failure from those who pretend 
to know. The man in question has 
of late drifted into pleasant paths, 
leaving his business more and more 
i i  the hands of hired help. This help 
isn’t calculated to hold trade won by 
the proprietor in long years of per
sonal endeavor.

A customer entered this store one 
mcrning asking the price of bananas,

a bunch of which hung in front of 
the store. The lady who answered 
the query procured a paper sack to 
fill the gentleman's order for a dozen 
of the fruit. While passing from the 
store to the bananas ouside a wom
an accosted the clerk and the two 
engaged in an earnest conversatio i, 
seeming to forget that the customer 
stood waiting.

He was in something of a hurry, 
as it was but ten minutes to car time 
and the depot a quarter mile away 
Rather impatiently he waited while 
the clerk held and played with the 
sack, talking with the other woman, 
who, it seemed, was seeking to rent 
a room from a lady of the clerk’s 
acquaintance and the said clerk was 
expatiating on the beauties of the 
place.

“A nice view of the beach, right up 
in G, you know,” prattled the clerk, 
meantime twitching her paper sack, 
never once glancing at the customer 
who stood impatiently waiting. He 
consulted his watch as the minutes 
flew. “1 am in something of a 
hurry,” he finally said, "as I must 
catch the next car.”

"I am sure the place will please 
you, Mrs. Humphrey—the car, yes. 
It was bananas you wanted how 
many, please?” and he got them just 
in time to catch his car by sprinting 
at an undignified pace.

The gentleman in question wan not 
favorably impressed with the store, 
you may be sure. A week later he 
came to town with his family for an 
outing of a fortnight. The family 
trade was considerable, all of which 
went to the rival store across the 
street. That one little incident suf
ficed to influence him against the 
larger store.

The uncivil clerk, the clerk who 
jokes his customers, the indifferent 
and neglectful one serves to injure 
his employer in various ways. Is it 
any wonder that the big store’s trade 
is falling off? Success in business 
ventures comes, as I said at the out
set, from the exercise of eternal vig
ilance.

There can be no success without a 
watchful care on the part of the p ro 
prietor. It is well enough to pass a 
joke with your neighbor, perhaps, 
out of business hours, but be chary 
of doing it when behind the counter. 
I know a rajn who lost a customer 
of long standing by a remark that 
seemed of a most trivial nature, yet 
which touched a tender spot. The 
customer quitted the store plainly 
offended and never entered it again.

I t is not now as in the early days 
when there was perhaps only one 
store to minister to a large stretch 
of country. Competition is the life 
of trade. The man who is uniformly 
courteous, leaves jokes and politics 
outside of business hours, he is the 
man who is numbered with the 10 
per cent, who succeed.

Every American citizen has a right 
to his political opinions, yet no mer
chant can expect to succeed who 
makes his store the forum for ex
ploiting his particular ideas in that 
line. It is no sign of independence 
and an assertion of your inalienable 
right to free speech to quarrel with

your customer over what you may 
think his foolish following after 
strange gods.

It is not necessary to lose your 
self respect to refrain from political 
argument in the store; save it for an
other time and place. Be a gentle
man whatever comes to the fore. A 
quiet expression of your belief may 
not do harm, but loud declamation 
against the beliefs of others does not 
tend to make friends or win and hold 
customers.

Above all, take a personal interest 
in the business; see to it that you 
know what your clerks are doing, 
that they are acting right, and you 
will succeed. Old Timer.

W hat a Board of Trade Can Do.
Here are some things that a board of 

trade can do for the local retail merchant 
in a town of from 1,000 population up:

Secure proper telephone service.
Compel reasonable railroad service.
Regulate and minimize soliciting 

schemes.
Work out a system of co-operate de

livery.
Secure the best possible postal facil

ities.
Induce the people of the community 

to buy at home.
Protect the merchant in the enactment 

of ordinances.
Make the town the convention center 

of its territory.
Encourage good roads and demand 

proper road expenditures.
Co-operate with the local government 

on public improvements.
Conduct a campaign for early shop

ping at the Christmas season.
Protect the merchant in the town 

against fly-by-night concerns.
Secure new industries, thereby increas

ing the buying population.
Organize and give impetus and effect 

to early-closing movements.

Co-operate in the creation of special 
days *6 stimulate home buying.

Encourage the creation and proper 
conduct of a building and loan associa
tion

The advantage, and actual necessity 
of patronizing the local merchant is so 
well known and has been so frequently 
emphasized in this department that it 
requires no reiteration. The main thing 
is : How can the need for home buying 
be impressed upon the people? The 
board of trade can well undertake this 
work. It can, first of all, stimulate the 
merchant himself to good business meth
ods, good advertising, the carrying of an 
adequate stock and of its proper display 
and pricing. Mail order buying has 
made progress in many communities be
cause the merchants themselves have 
done little to turn the public mind to 
their stores and little to hold trade once 
secured. The battle for business must 
be fought out on its merits. People 
will buy at home when they can buy 
just as cheaply as somewhere else, pro
vided they are convinced of the fact by 
good advertising, good salesmanship and 
good goods. All things being equal, 
there is a tendency to buy at home be
cause it is more convenient. The mail 
order houses will overcome this tendency 
chiefly by better advertising. The mer
chant is, of course, confronted by the 
competition of unfair advertising which 
overstates the quality of the goods and 
understates the price by failure to take 
into consideration freight cost, delay 
and lack of credit conveniences. To 
offset this, somebody must make the pub
lic acquainted with the facts; and cer
tainly a board of trade can do this bet
ter in an organized way than the indi
vidual retailer can in an individual ca
pacity.—American Lumberman.

Every cloud may have a silver lin
ing, but it is always on the other 
side.

US AND COMFORTS
Two im portant item s of 
which you ought to  have 
a complete stock a t th is 
season of the  year.

We show a line w orthy  
of your consideration before you place your orders.

PAUL STEK ETEE & SONS 
Wholesale Dry Goods Grand Rapids, Mich.

Every visitor to our big exhibit at the West Michigan 
Fair said our lines beat anything ever seen before— 
are you handling the best you can secure in Robes, 
Harness, Collars, Trunks, Fur Coats?

Just write for a catalog and find out why our business is grow
ing so big. why so many dealers swear by the “SUNBEAM.”

BROWN & SEHLER CO.
Home of Sunbeam Goods Grand Rapids, Mich.
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BEHIND the COUNTER

One Thing For the Clerk to Re
member.

W ritte n  fo r th e  T radesm an .
Neither clerk nor merchant has 

anything to gain by antagonizi lg the 
customer. Of course, no sensible 
clerk or merchant does knowingly 
antagonize the man on the buying 
side of the counter; but now aid then 
it is done without thinking.

Smith, who occasionally does a bit 
of down town shopping for his wife, 
tells me an experience he had. Smith 
is a quiet, timid little man whose out
ward appearance gives not the slight
est hint of an exceptional vei i ot 
obstinacy. Said Mrs. Smith, as he 
departed:

"I want you to buy me eight yards 
of Canton flannel at a shilling a yard 
—something about thirty inches 
wide.” And Smith tucked her de
cisive mandate away in a safe corner 
of his menory.

When he repeated the order, al
most word for word, at the nearest 
dry goods store, the man behind the 
counter sniffed.

“Can’t get it at a shilling a 
yard in that width,” he declared. 
"Anyway, you can't get-Canton flan
nel that wide. They don't make it 
that wide now.”

His manner was even more a chal- 
leige than his words—a challenge to 
Smith to find Canton flannel thirty 
inches wide if he had to hoof it all 
the way to New York City. But 
he did not relish the prospect.

“How wide do you sell it?” he en
quired.

“Twenty-five inches,” returned the 
salesman, thumping a roll of the stuff 
down upon the counter in perfuic- 
tory fashion, as though to say: 
"You're not going to buy, anyhow, 
and it’s a nuisance having to wait 
on you.”

Smith eyed the goods dubiously.
“I'll have to see first if that width 

will do,” he muttered at last.
“You can’t get it any wider,” re

torted the clerk, decisively.
At the next store where Smith 

called the clerk brought but the wid
est span of Canton in stock—twenty- 
eight inches.

“We have it wider .in Shaker flan
nel,” he added, pleasantly. “Here
is some shaker thirty inches wide at 
10 cents.”

"I’d rather have Canton, if I can 
find it anywhere in the thirty inch 
width,” returned Smith. “It wears 
better. I’ll just mosey on and see 
what I can do. Sorry to trouble 
you.” k .

He called at a third store.
' “Sure thing,” replied the clerk gen

ially, in response to his request. “We

have Canton at thirty inches. How 
much? Fifteen cents a yard. Eight 
yards, d’you say? All right. I’ll 
send it up for you. What else can 
I show you—?”

What puzzled Smith was, that the 
salesman in the first store never

thought of suggesti ig Shaker flan
nel in the thirty-inch width, and was 
so positive that Canton couldn’t be 
bought in that width at all.

There are times when a store can't 
fill an order. Goods may be out of 
stock or those in stock may not ex
actly meet the customer’s require
ments, but it always pays for the clerk 
to remember that service is the iJeal 
of the present-day business man: and, 
if he must say “No,” to say it in such 
fashion that the customer will feel 
that he’s still as welcome as ithe 
flower in May.

William Edward Park.

Sometimes it pays to cut the trim
mings off some of our fancy ideas and 
do a little real work for a change.

Personal Appearance as a Factor.
That personal appearance is an im

portant factor in salesmanship is ad
mitted by every good salesman. The 
traveler who is a slipshod, run-down- 
at-the-heel specimen encounters more 
and larger obstacles than the sales
man who shows by his dress and 
manner that he takes a certai 1 pride 
in his appearance. The one is gener
ally regarded a walking evidence of 
failure, or, at best, half-success, while 
the latter gives the impression that 
business is coming his way. The 
psychological effect on the trade is 
all in favor of the well-kempt sales
man. The same thing is true of the 
store-keeper. The one who is clean 
has the advantage over his tousle- 
headed fellow. The former attracts

the buying public, while the latter 
repels.

Since the personality and the per
sonal appearance of the traveler and 
the storekeeper and clerk is a factor 
in trade-winning, why should not the 
store, as reflected in its personal ap
pearance, be as important. Yet 
many dealers fail to appreciate this 
fact and give little or no attention to 
a proper display of their stock or to 
the appearance of their store. They 
give it, in other words, a personality 
that is unattractive because it is slov
enly, and yet they wonder why trade 
goes right by the door and into that 
a few steps away.

It would be a good plan for every 
store-keeper to get out in front of 
his place of business every so often

and size it up from the point of per
sonality. It should be easy for him 
to decide how it compares in appear
ance with that of his competitor, and, 
if the comparison is unfavorable, to 
make an improvement. He should 
attempt to place himself on that side 
the fence on which the prospective 
purchaser lives and to discover 
whether his display is calculated to 
cause the prospective purchaser to 
stop and examine the stock and to 
make inquiries. If the display ac
complishes this, then proper sales
manship is likely to do the rest. But 
the attention of the prospective buy
er must first be attracted. He cannot 
be expected to enter a store that is 
slovenly in appearance—that to his 
mind reflects the disposition and 
temperament of its owner—if there 
are other dealers in the same line in 
the commmunity who realize the 
value of personal appearance and an 
attractive display. The dealer should 
not lose sight of the fact that the 
most important preliminary to a sale 
is getting the purchaser interested 
and inside, and this may not be ac
complished unless the stock in trade 
is displayed in an attractive manner 
and an air of cleanliness and neat
ness pervades the store, from the 
front door to the rear, and including 
every employe.

Clock W atchers W rite Their Own 
Doom.

“It pays to work overtime,” said 
the president of one of the great 
eastern railways when asked how he 
managed to make $100,000 a year. “I 
am being paid now for the extra time 
that I gave my employer when I was 
learning the business. Extra work 
brings knowledge and experience, and 
these well applied bring dollars. It 
is a very short sighted plan for a 
man to do only as much as he is paid 
for

“A very successful business firm 
has for its motto, ’A little better than 
is necessary.' And knowing this, one 
does not wonder at its prosperity, for 
that motto is the open secret of all 
success.

“A clerk may be accurate, honest, 
and industrious, and stop at that; 
another will add to these necessary 
qualifications a personal interest in 
his customers seeking even at some 
inconvenience to himself to satisfy 
fully as well as to sell. The one will 
be waiting for customers, the other 
will have customers waiting for jjim. 
‘So much for so much’ has no place 
in the career of the successful man.

“When I was spending a vacation 
down on the farm there was a horse 
that always insisted on stopping work 
at the sound of the dinner bell, wheth
er in the middle of the field or at the 
far end of the corn row. He was an 
honest and upright horse, but a legal
ist of the most pronounced type and 
stubbornly refused to do a bit more 
plowing until he had his hay.

“So the man who watches the clock 
for the closing hour and fears lest 
he do more than is absolutely requir
ed of him is writing his own doom 
in the business and industrial world. 
Be a bit more man.” Paul Keller.

Guides to Success
Ambition and bard 

work always pay divi
dends*

S uccessfu l young 
men make successful 
old men, so be suc
cessful wbile you are 
young*

m aking a constant 
study of bis work and 
try in g  to do th in g s  
better every day are 
two fundamental prin
ciples of tbe success
ful man*

£* 3* Cebmann.
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Safe Cabinets a Delusion— How They Look the Morning After the Fire

Subscribed and sworn to before me this 25th day of May. 1912.
K. C. Billingsley.

Notary Public, in and for Harris County. Texas.

Mr. W. E. Matthews. Houston. Texas. May 6th. 1912.
Dear Sir:_Replying to your inquiry of the 3d. will say we purchased a Safe-Cabinet about two years ago. We do not remember the model number of this

Safe-Cabinet but it was about 5 Vi feet high and of proportionate width and depth. This model was presumed to be their best make at that time. It was sitting in 
our office room which was partitioned off from the main factory by ordinary % inch ceiling. The building walls were corrugated iron on ordinary skeleton wood 
construction. The office floor, as well as that of the second floor above was of 2 inch material, -The office was on the north side of the building, and the prevail
ing wind on the night of the fire was from the same direction, which would have had a tendency to carry the heat away from that part of the building where 
the Safe-Cabinet was. As you examined the remains of the Safe-Cabinet where they lay on our old building site, it is not necessary to say anything in regard 
to its condition after the fire. We did not save a thing that was in the Safe Cabinet when the fire broke out. losing all our books, records and papers as well as 
a small amount of money including some coin of which we could not find even a piece. The Safe-Cabinet may be all right under some conditions, but it 
iroved to te fa r fr o m  fire-proof with us. Yours respectfully. DEW BROS. SYRUP COMPANY.
*  E. P. Patch. Auditor.
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M ichigan K n ig h ts  of th e  G rip
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 ireetorsi—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.

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

tle  Creek.
G rand  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 ecre ta ry —F red  C. R ich ter, 

T rav erse  C ity.
G rand  T re a su re r—J o e  C. W ittliff, D e

troit.
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  

Rapids.
G rand  S en tinel—F . J .  M outier, 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 ach ron , D e tro it; J a m e s  E . B u rtless, 
M arq u e tte : J . C. S aunders, L ansing .

Would Like More Hubbards On the 
Line.

W ritte n  fo r th e  T radesm an .
The rain was falling in a dreary 

drizzle as the fat drummer left the 
smoking car, his usually genial face 
did not wear the sunny smile so 
frequently seen.

The "old man” had written him a 
letter the trend of which was "more 
orders and less expense account,” 
and the nasty weather of the sum
mer days had made things a whole 
lot to the bad. He waded across 
the unpaved street and headed into 
the frame store of old Hubbard, who 
ran a general store, selling every
thing from cheese to plows. Hubbard 
greeted him with a nod as Grant 
tossed the sample case down and lit 
a cigar.

Hubbard was busy with a fossilized 
dame who was looking for a new 
fangled mouse trap and Grant had 
plenty of time to look over the store 
and stock.

“Hubbard certainly had some room 
for improvement,” thought Grant as 
he gazed about the store, then the 
"grouch” which weighed so heavily 
upon him asserted itself and the 
salesman gave a deep sigh. Business 
and work, the constant grind of the 
road, the loneliness and the lack of 
orders all came as a dark and gloomy 
cloud on the horizon.

He was brought out of his medita
tions by a slap on the back and a 
hearty, "well, what’s the good word?”

Hubbard was always friendly to 
Grant, for the salesman had never 
failed to give the merchant the best 
he had a nd, though the town was 
small. Hubbard had a dandy farmer’s 
trade and the account was well worth 
while.

"Say. Grant, you have a case of the 
grumps sure enough. Now come on 
back here to my desk. I want to tell 
you something.”

Grant followed the heavy set figure, 
chewing on his cigar as well as upon 
the bitter cud of his reflections.

At the desk Hubbard lighted his 
old corn cob and leaned back in the 

' squeaky desk chair.
"I know your symptoms old m ai, 

and sympathize with you. The life 
of the road salesman is no downy 
bed of roses and 1 rather imagine 
the boss has handed you a hard nu‘, 
but I was just thinking, as 1 stood 
looking at you, of a little chap who 
came in here two years ago and was 
up against it.

"He only had one eye and was a 
little shaver. 1 had a lot of sympathy 
for him a id he just opened up and 
’fessed he was green and had a line 
of patent roofing he had to sell. I 
looked over his line and I saw in a 
minute it was good and better than 
anything which had struck this burg, 
but that lad lacked back bone, ‘hat 
was all. I went over the whole thing 
with him and gave him some father
ly advice, as well as a good stiff or
der.”

Grant listened listlessly. Hubbard 
always had some moss covered his
tory to repeat. It was in the day's 
game and he had to swallow it, but 
still the w orts and story were differ
ent from Hubbard in a way, Grant 
felt a personal warming influence and 
listened in spite of himself.

‘‘Yes, lack of backbone. I had 
him up to the house for supper, plen
ty of time before the seven thirty- 
five, and, do you know, the order and 
advice I gave the little fellow seem
ed the spur needed to hunnp him 
along?

"He has only the big towns to-day 
and he has had two increases in wag
es. He was a good boy and needed 
only a little encouragement when 
things looked dark to make a whole 
heap of difference in hi’s entire ca
reer.”

Grant spat into the big red cuspi
dor and thought of the “kiddies” and 
the dark eyed wife waiting down at 
the "Rapids.”

"I know you are an old scout on 
the route,” continued Hubbard,” but 
really you are only human. I often 
wonder if the boss who sits at his 
desk in the city and tells you to 
hunnp and dictates sassy letters to his 
blond stenographer ever realizes 
what you have to conterid with. The 
cold, wet sheets, the rotten grub and 
the early rising to get a train to car
ry you to a chap who freezes you 
with his lack of interest.

“You may wonder, Grant, at my 
talking this way, but I used to sell 
goods on the road and I know what 
it means to fight the good fight, to

work day after day, figuring down 
expenses and up on the orders. I 
know it’s no cinch and that’s one 
reason I have always tried to give 
the boys who drop in a fair shake.

"I am afraid the dealers along he 
line don’t rightly appreciate what the 
salesmen mean to them. They take 
it as a matter of course that a sales
man shall call and they treat the 
boys in a lordly way, but it is the 
same little traveling man who brings 
the news of the outside world, of 
the best selling items, of many im
portant things which make for the 
merchant’s success.

"The thought often has struck me, 
that if there were no salesmen, the 
merchant would soon be a moss 
grown relic. The salesmen are the 
life of trade and it isn’t the hotel 
keeper who is the only one to protit.

Grant had commenced to relax, the 
old merry twi nkle canne into those 
deep blue eyes, and the merchant 
heaved a sigh of relief.

“Well, 1 guess I have chewed 
about your old job long enough. You 
have to hustle here. 1 have had nny 
trouble with the backward season 
myself, but”—and Hubbard strolled 
down the store and gave all he could 
to Grant who, realizing the spirit 
behind the orders, grinned cheerfully.

At the depot as he arranged the 
sheets for the day he thought to him
self that if there were a few more 
Hubbards 01  the line to take the 
kiiks.out of the long, blue days, it 
would help a heap for the boys who 
in reality bear the brunt of the fight 
and to whom the manufacturers, job
bers and wholesalers really owe their 
prosperity. Hugh King Harris.

News and Gossip of Interest To 
U. C. T.

Grand Rapids, Sept. 16—At our regu
lar meeting, held Saturday Sept. 7, H. 
Hanson, V. S. Lando and W. S. Cain 
were initiated into the mysteries of the
U. C. T. of America and are now 
eligble to sell goods.

Homer R. Bradfield, chairman of the 
Press and Advertising Committee, has 
called a meeting of his committee for 
Friday evening at the Pantlind Hotel. 
H. B. Wilcox, R. J. Ellwanger and E. 
R. Carpenter, are requested to be ori 
hand at the hour mentioned.

A meeting of the convention chairmen 
was called Sept. 14 at the Board of 
Trade rooms and about twenty of the 
chairmen were present. A rousing 
meeting was soon under way. The 
chairmen of the various committees are 
now getting down to detail work and 
it is surprising how far these commit
tees are advanced on their work. It 
goes to show you that we have a live 
bunch for our committees. Meet me in 
Grand Rapids June 13 and 14, 1913.

A new hotel has been opened at Mon
tague. It will be known as the White 
Lake Hotel. • One thing they unfor
tunately forgot was individual towels. 
It is to be hoped they will soon put 
them in.

The Dance Committee has been ap
pointed and our dances for the season 
1912-13 are going to be hummers. The 
first dance will be given sometime dur
ing October at the old place. Plan to 
take them, all in this season.

The Grand Rapids Travelingmen’s 
Association will meet at the Morton 
House Sept. 28 at 2 p. m. All.members 
of this Association are expected to at
tend.

O. W. Stark, who has been laid up 
at his home, 610 Lake avenue, was 
taken to the U. B. A. Hospital las Fri
day and underwent an operation. He 
rallied well and, if nothing unforeseen 
happens, Bro. Stark will get along fine. 
You know when you are sick boys, its 
great to have the boys call on you and 
say Hello. Bro. Stark is human and 
likes company, so do your duty and 
call on our Brother.

The scab came off G. K. Coffee’s leg 
and he returned to work Monday, feel
ing like a fighting cock. Brother Cof
fee says his leg bothers him at times, 
but states that he is back on the job 
for good now.

At oi.r regular meeting, Sept. 7, 
the members voted to have a month
ly Bulletin issued to advertise the 
convention, which will be held in our 
city June 13 and 14, 1913. It will be 
know;i as the U. C. T. Bulletin and 
will be issued between the 10th and 
the loth of the month, right after 
our regular meeting. The subscrip
tion price to the Bulletin will be 50 
cents a year, payable in advance. We 
will send the Bulletin to anyone who 
comes through with the price. Now 
what we propose to do is this: Pub
lish the pictures of new members, also 
their biographies, and in this way 
i ntroduce them to the other members 
of the U. C. T. We will publish new 
pictures and biographies of the mem
bers from time to time. We will 
also give you a general idea of what 
takes place at our meetings, so that 
the brothers who were not present 
will get a little idea of what is going 
on. During the winter we will be 
having some big times and we will 
have one of our reporters on hand 
to give you a line on the entertain
ments. We will also print notes and 
personals, as we have in the past. 
We propose to use the Bulletin as 
a medium to boost the convention, 
as well as to bring in a little revenue 
to help entertain the U. C. T. broth
ers when they are here next June. 
We propose to run a few advertise
ments for which we will charge $10 
a year, payable in advance. Each 
member is requested to mail in an 
advertisement for the Bulletin at 
once. If you do this, the Bulletin 
promises you something that will be 
a great credit to the traveling mea, 
especially to No. 131.

Just think of it at a cost of less 
than 5 cents a copy. This new ven
ture will prove to be a great success 
from the start and it will only need 
a sample copy to get every brother 
to subscribe. I realize that once you 
get impregnated with the knowledge 
that a good live interesting Bulletin 
is being published you will be more 
then willing to help the good work 
along. At the same time keep in 
touch with the doiags of the other 
U. C. T. brothers in the State. Now, 
brothers, you must admit the price 
is reasonable and if you are not a 
subscriber already, become one at 
once. Our regular issue will be 
eight pages the first month and if
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you are a member of No. 131 you 
will get a copy, whether you want it 
or not, by mail. The U. C. T. Bul
letin staff are as follows: Editor, 
J. A. Keane; Assistant Editor, F. C. 
Mooney; Business Manager, H. R. 
Bradfield; Secretary and Treasurer, 
J. A. Keane; Sporting Editor, A. N. 
Borden; Scribes, W. E. Lovelace, W.
E. Ryder; Printer’s Devil, A. T. 
Driggs.

George R. Phelps, who runs the 
Calkins Hotel, at Clare, will have to 
give up his stand inasmuch as his 
lease expires Oct. 1. Mr. and Mrs. 
Calkins, who conducted the hotel be
fore Mr. Phelps, will pick up the 
reins again and continue to do busi
ness. During Mr. Phelps’ manage
ment he gave the boys good lodging, 
good meals and always on the job, 
and it is too bad Mr. Phelps cannot 
stay with the hotel. Mr. Phelps is 
looking for a good location, and 
hopes to be able to cater to the boys 
again. J. A. Keane.

Chirpings From the Crickets.
Battle Creek, Sept. 17—If H. B. 

Gerould would wind his watch as 
regularly over Sunday as he does on 
the road, he, no doubt, could make 
good connections Monday mornings.

You can't always depend on “Big 
Ben” Buss, eves if expensive adver
tising would make you think so. Buss 
cannot appreciate the tonnage, power 
and fleetness of a M. U. T. “Yellow 
Jacket” when it is two blocks on its 
way and a close connection has to be 
made on a local milk car.

For a lumber of weeks a Western 
girl sang illustrated songs at a local 
picture house astride a pony. The 
writer saw the lady on a M. C. train 
going into Jackson. We wonder if 
pony was in “The Baggage Coach 
Ahead.” We noticed in the Billboard 
this young W esters girl was finish
ing her musical education under the 
tutorship of H. W. Ireland, member 
of No. 253. Coming from such a 
reliable source, we believe same and 
compliment the lady on her selection 
of instructor. As a proof of Broth
er Ireland’s finishing ability along 
musical lines, we (the members of 
Battle Creek Council 253) point with 
pride to our U. C. T. quartette. If 
you can find their equal, outside of 
a few large Eastern cities, you will 
have to use a lot of mileage.

This season Brother N. Riste will 
be our soloist. He has made a big 
hit at some of the leading coast re
sorts, where he appeared this past 
summer.

While Norman approves of “Inner 
Seal” and air tight packages, he has 
cast aside his business slogans and is 
letting the public in on his voice.

We don’t want Jacob Norman Riste 
to make his voice like his goods— 
air tight. Anybody seeing that name 
in cold type would know its owner 
was a musician.

The Adrian Baseball Boosters, en- 
route home from the slaughter of the 
innocents at Battle Creek a week ago 
Sunday, stopped a t Jackson and 
paraded the down town streets. Drug
gists report big sales of throat ease.

Mrs. Chas. R. Foster is visiting 
friends and - relatives in Jackson.

Geo. H. Clark, of Grand Rapids, 
representing the Putnam Candy Co., 
was a business caller in Jackson Mon
day and Tuesday.

The Hotel Dalton, Jackson, sure 
is home to lots of the boys. Ed. 
Dalton, the proprietor, has surround
ed himself with a company of con
genial assistants. Here’s to contin
ued success, Ed.

F. J. W arner, grocer on Francis 
street, Jackson, has moved into his 
new store. Mr. W arner is still feeble 
from a prolonged illness. His good 
wife has shown her make-up by her 
faithful application to the business. 
Mr. W arner has been sick several 
months.

Geo. Mitchell, the leading confec
tioner at Albion, has bought a store 
at Kalamazoo. He will continue at 
the old stand in Albion. Success to 
you, George and Theodore.

This week Calhoun County Fair at 
Marshall. Merchants are looking for 
big crowds. Hope weather will be 
favorable.

J. J. Potts, a member of Kalama
zoo Council, U. C. T., has resigned 
his position as traveling salesman for 
Baker & Hoekstra, Kalamazoo, and

gone with the Badger Candy Co., 
Milwaukee. His new line will take 
him over more territory. H ere’s 
scratching your book, Jay.

The United Confectionery Co., Bat
tle Creek, is jobbing Funke’s choco
late line. These goods are made in 
La Crosse, Wis., and are considered 
among the leaders. The addition to 
their already complete stocks gives 
this house a nice line.

Will Masters had Marshall worked 
at 9:30 a. m. one day last week. Some 
moves.

O. J. W right, Urbandale, has pur
chased a W inton Six. W e remember 
Orin when he was just a road man 
with an humble expense account. His 
work behind the bat was a feature 
of our ball game at our U. C. T. 
picnic.

R. L. Greenman, city salesman for 
the United Confectionery Co., has 
purchased a beautiful home at 114 
Post avenue, this city.

Bro. J. O. M clntire finds it neces
sary to get all his men on the phone 
Saturday a. m. to come and get their 
checks.

Is your winter’s coal in and paid 
for?

Several candy men from Battle 
Creek took in the convention of the 
profession at Grand Rapids last week.

Chas. Moore, a local U. C. T., en
tertained his brother and family, of 
Jackson, over Sunday.

Guy Pfander.

Town Builders Must Be W ell Read.
Evansville, Ind., Sept. 17—In most 

every issue of the Tradesman I find 
the suggestion put forth that it is 
every merchant’s duty to push his 
town.

I have read so many articles on 
this subject in the Tradesman that it 
has become second nature for me to 
do something for my city.

I have learned that the people ex
pect more from the merchants of 
their town than they do from any 
other class—and it is second nature 
for them to expect it.

Merchants supply the communify 
with all the necessities of lif; and, 
for this reason, the people look to 
the merchants to guide them in other 
matters. If you will notice, your 
customers will ask you your advice 
about this or that if it is connected 
with town or city affairs before they

will ask any other person. If this 
is true, which you will find it is—if 
you take notice—it is every mer
chant’s duty to read up and keep 
himself posted, so he can answer 
these many questions intelligently.

In my opinion, the only way for 
any merchant to be useful to the 
community and himself is to read 
trade papers that deal on these ques
tions as well as on t'ade  talk.

This is why I am a careful reader 
of the Michigan Tradesman, because 
it deals with every subject that a 
merchant ought to study.

The merchant who is not well in
formed concerning all of the real live 
issues that are interesting the people 
in general is out of date and can not 
answer the questions his customers 
would like to have him answer.

A town builder must be well read 
and this is also true with a business 
builder. If you wish to see your 
business grow, help build your town.

Edward Miller, Jr.

Whatever the advantages or disad
vantages of profanity may be, one 
thing is certain: A store is no place 
for it on either side of the counter.

T H E  TAG TIM E-SAVER .
Visitors to a great exposition get 

more from the tag which explains the 
article than through any other single 
avenue. If the exhibit is not labeled 
they pass on hurriedly because they are 
not interested in what they know noth
ing about. Digging in the dust for mud 
pie material is of little interest to the 
general public; but let the fact be dis
closed that the search is for gold or 
diamonds, and a different phase of the 
matter comes to light. We have passed 
through buildings in which poultry fan
ciers vied successfully to show many 
choice birds; yet only those versed in 
the lore of the standard of perfection 
were able to appreciate the beauties, be
cause they did not know one breed from 
another and there were no explanations 
at hand. It was but clusters of ani
mated feathers.

Only a few words would have thrown 
the great Rocks but a few months old 
into a new light in the public eye. They 
wanted to know where the heavy- 
crested birds came from, and whether 
they are utility birds or only useful in 
the show, a few facts would have 
served to individualize, and perhaps 
lead some one to become a pur
chaser, while the conglomeration meant 
only confusion to him.

A question mark is the first step in 
the development of the customer. If 
there is no impetus to ask questions, he 
is no better than a sphinx. But get 
him started along the categorical line 
and you have him in a position which, 
if not favorable, is still capable of being 
shifted as you wish. The card of ex
planation is the best and cheapest in
cubator of the question system. It calls 
attention to the points which you wish 
made prominent. It invites further in
vestigation. It saves time by answering 
a dozen or a hundred with the one sin
gle service. It should be always at 
hand—neat, legible, yet never obtrusive.

The Grape Basket.
A ban has been placed upon the grape 

in many instances because of its avowed 
connection with appendicitis; and while 
there are well-read physicians who 
aver that there is no connection between 
the two, the fear of those terrible seeds 
renders one of the most wholesome 
fruits in some instances a thing of dis
favor.

The sensible housewife knows that 
there are still many uses for the grape, 
even though all the disquieting tales 
are given credence. Grape juice is quite 
without an equal in the sick room and 
there are butters, jellies, and marma
lade combinations galore which are in
nocent of the dreaded seeds. The grape 
is bound to have ready sale and the 
high prices prevailing for the last few 
years prove that it is no drug on the 
market.

There are grapes which are of as 
good quality in the bottom of the bas
ket as those with which it is faced; 
others are composed of small stems or 
inferior fruit. You can soon learn up
on what packers to rely. The grape 
belt is full of them ; the reverse are 
the exception, and it is the business of 
every dealer to know that he is selling 
none of the sham fruit.

The competition of the future is to 
be a competition of efficiency.

If you  have an Opinion, an Idea, 
a Photograph, a Joke or a Protest 
—sefld it along.
T h e Tradesman is YO UR Trade 
Journal.
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M ichigan B oard of P h a rm a cy . 
P re s id e n t—Bd. J .  R odgers, P o r t  H uron . 
S ecre ta ry —J o h n  J . Cam pbell, P igeon . 
T re a su re r—W .  E . Collins, Owosso 
O th e r M em bers—E d w in  T  Boden. B ay  

C ity ; G. E . F ou lkner, D elton.

M ichigan S ta te  P h a rm a c e u tic a l A ssocia
tion .

P re s 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 en t—F . E . T h a tc h e r , 
R avenna.

Second V ice -P re s id e n t—E . E  M iller, 
T ra v e rse  C ity.

S e c re ta ry —Von W . F u rn iss , N ashv ille .
T re a su re r—E d. V arnum , 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. Koon, M uskegon; R. W . C ochrane, 
K alam azoo , D. G. Look, Low ell; G ra n t 
S tevens, D e tro it.

M ichigan P h a rm a ceu tica l T ra v e le rs ’ A s
socia tion .

P re s id en t—F . W . K err, D etro it. 
S e c re ta ry -T re a su re r—W . S. L aw ton ,

G rand  R apids.

G rand R ap ids D rug Club. 
P re s id en t—W m . C. K ircn g essn e r 
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 heron  
Forbes.

Every-day Practical Experience in a 
Drug Store.

I have made it my motto to open our 
store at 7 a. m. and clos.e at 10 p. m. 
\\ e still follow the hahit of keeping a 
man during the night in case of an 
emergency call.

Our prescription case and store in 
general are arranged very much to the 
convenience of a clerk; on the prescrip
tion case we have an electric stand with 
a holder and light which enables one 
to place his prescription directly under 
the light so that when you are dispens
ing a prescription you are not so apt to 
be confused with another lying along
side in case you have two or more at 
one time, which is very often the case. 
1 his lamp has an extension to it so the 
night man can readily find his utensils 
and ingredients without any difficulty. 
In every instance when I have a pre
scription with powders, whatever num
ber they may be, I always weigh each 
one separately, so 1 am sure when my 
work is done it is accurate. When I 
have a powder which is dispensed in 
hulk, such as charcoal, pancreatin, mag
nesium carbonate, etc., it is shaken 
through a sieve which is hermetically 
sealed so as to prevent any dust from 
escaping, and. furthermore, it makes a 
more uniform mixture and the sieve 
is very easily cleaned.

Our weights are tested at least once 
a year, they are cleaned with soap and 
water.

We have a set of aluminum weights 
from 0.001 gm. to 2 kilograms, other 
weights from one-half grain to 2 
pounds.

For convenience we have all alka- 
loidal salts that are used to a large ex
tent in solutions in proportions of 1 
grain to 2 fluid drams, for instance; 
morphine sulphate, strychnine nitrate, 
strychnine sulphate, strychnine phos

phate, codeine phosphate, atropin sul
phate, etc.

Triturates of alkaloidal salts for con
venience are also kept in proportions 
of 1 grain to 20.

We also keep saturated solutions 
such as sodium bicarbonate, potassium 
chlorate and acid boric ready for use.

All powerful drugs and chemicals are 
kept in a separate case to which only 
the registered man and registered as
sistant have access.

Besides the regular counter scale, we 
have one Troemner’s one Torsion and 
one analytical balance.

The store as well as the prescription 
case are looked over for shorts and 
wants every Thursday, which is at the 
same time a general cleaning day.

Goods are never put into stock until 
everything is marked as to the cost 
and selling price.

In the laboratory all stock prepara
tions are kept. They are made as need
ed, so as to insure a safe supply in the 
store, such as tinctures, ointments, etc.

The lime water is made in five gallon 
quantities and tested at least every two 
weeks.

Our apparatus for making prepara
tions is quite adequate, including every
thing from a drug mill to distilling 
apparatus of several kinds.

The large sink, 20x40 inches, is made 
of sheet lead, preventing breakage. This 
sort of sink is especially recommended 
to druggists having apprentices.

The most delightful part of all is 
that we have light and air all around 
the store, it being so arranged that only 
after sunset it becomes necessary to 
use artificial light.

A little garden furnishes good re
creation to us all, where, besides the 
usual radishes, lettuce, carrots, etc., we 
have under cultivation every year medi
cinal plants such as digiltalis, staves- 
acre, hyoscyamus and stramonium. 
(Think of that, city men.)

At our disposal is also a botanical 
collection including nearly all medicinal 
drugs of this and neighboring States.

A library in the night clerk’s room 
including nearly everything pertaining 
to pharmacy is at our disposal. The 
journals are all well bound, and if any
thing is referred to we can easily look 
up the subject.

Directly behind the prescription case 
the Pharmacopoeia and other books are 
kept, so if in doubt about some called 
for article you can readily refer to 
them without arousing suspicion in the 
customer.

At last I wish to say that all ethereal 
oils are kept in original corked bottles, 
away from light, in the cellar where it 
is cool. Our acids are not on the top 
shelf, but in the basement where the 
28 per cent, ammonia is also stored.

Syrups are kept in the same cool 
store room and not on the store shelves 
where they are liable to ferment 
quickly.

In the summer we keep our magne
sium citrate solution in the cold storage 
place in the fountain, where it keeps 
splendidly, never have any precipita
tion.

All dishes are washed before closing 
the store unless we are exceptionally 
busy, when an allowance will be made.

L. G. J. Mack.

A Good Suggestion.
At a recent meeting of a nearby state 

pharmaceutical association there was 
some discussion relative to the trouble 
imposed upon druggists in keeping the 
register of poison sales without any ade
quate compensation in return. During 
the discussion there was offered a sug
gestion somewhat • revolutionary or 
startling in character and yet to which 
we cannot for the life of us discover 
any reasonable objection. This sugges
tion was that when a druggist sells a 
poison coming under schedule A (or 
similar provision) of the poison law, 
he should charge the customer more, 
and considerably more, than the ordinary 
trade price for the article. One mem
ber inquired, “When a customer asks 
for 5c. worth of carbolic acid, what 
should I do?” The answer was, “Sell 
5c. worth, but charge at least a quarter 
or a half a dollar for the quantity which 
is ordinarily dispensed on a 5c. order.” 
Such charge, together with the neces
sity for full registration of the cus
tomer’s name, address, etc., would im
press the purchaser with the fact that 
the article sold is an active poison, in 
the handling of which the druggist must 
observe peculiar precautions and for 
which it is but just and right a higher 
price should be obtained. Certainly, 
when considering the trouble the drug
gist is put to and the responsibility rest
ing upon him in the sale of poisons, it 
seems such a method is wholly justifi
able and distinctly advisable. Perhaps 
a sale here and there might be lost, but 
the results on the other hand would 
offset this loss and customers would

recognize in the druggist something 
more than a mere hander out of trade 
commodities. We would be in favor of 
including in the poison law some sort 
of a provision which would require 
higher prices for this class of sales. 
The opinions of others upon this matter 
will be welcomed for print.

First Aid in Sunstroke.
A person affected with genuine sun

stroke (insolation) is very likely to 
be carried into the nearest drug store, 
where proprietor and assistants 
should always be in readiness to re
ceive such patients. The diagnosis 
does not offer much difficulty, the 
patient being unconscious, breathing 
stertorously, and in high fever, the 
excessive temperature being percepti
ble on merely touching the skin. He 
cannot easily be roused, the pupils are 
pinpointed in size, and there will pro
bably—owing to the fact that nothing 
has been done—but no odor of alco
hol on the breath.

Send immediately for the nearest 
physician, or better for the ambulance 
of the nearest hospital; strip the cloth
ing from the patient and drench with 
cold water, at the same time applying 
ice to the head in a bag or cloth. 
This application of cold is most neces
sary and may save a patient apparent
ly at his last gasp; at the same time 
the body should be rubbed briskly 
with the bare hands of the temporary 
nurses.

It does not help to give anything 
internally and the druggist had better 
refrain from the use of a hypodermic 
syringe Delirium and convulsions 
may set in before the arrival of the 
physician, but the treatment outlined 
should be kept up. If the ambulance 
surgeon is notified of the nature of 
the case, he will probably come pre
pared to continue the ice and cold 
water applications on the way to the 
hospital, and valuable time will have 
been saved by the prompt action of 
the cool and ready druggist.

There’s one trouble about being the 
whole show; it’s too easy for the man
agement to change the cast.

Sr W e Manufacture

Public Seating
E xclusively

Churches furn'sh churches of all denominations, designing and 
, “  building to harmonize with the general architectural

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

S c h O O l S  !?ct that we have furnished a large majority of the city  
u v u v v i u  and district schools throughout the country, speaks volumes 
for the merits of our school furniture. Excellence of design, construction 
and materials used and moderate prices, win.

I odce Halls 3fe specialize Lodge. Hall a. Assembly seating.
. o  Our long experience has given us a knowledge of re

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

Write Dept. Y.

American Seating Company
215 Wabash Ave. CHICAGO. ILL.

G R A N D  RA PID S N E W  Y ORK  BO STO N PH ILA D ELPH IA



S ep tem b er 18, 1912 M I C H I G A N  T R A D E S M A N 27

WHOLESALE DRUQ PRICE CURRENT
A cidum

A cetlcum  ............ 6® 8
B enzoicum , Ger. 45® 60
B oracie  ................. 10® 15
C arbo licum  ......... 25@ 35
C itricu m  ............ 45® 50
H y d roch lo r . . . . 1%@ 5
N itro cu m  . . . . . . 5%@ 10
O xalicum  ........... 14@ 15
S alicylicum  . . . . 40@ 42
P hospno rium , dii. @ lb
S ulp tiu rlcum  . . / . 1% ® 5
T a n n icu m  ........ 1 00@1 10
T a r ta r lc u m  . . . . 38® 40

A m m o n ia
A qua, 18 deg. . . .  iI%@ 6
A qua, 20 deg. . . .  4%@ 8
C arb o n as  ............ 13® 15
C hloridum  ........... 12@ 14

A niline
B lack  ................... 1 00@2 00
B row n ................. 80®1 00
Red ....................... 45® 50
Yellow ................. 1 00@1 50

B accae
C ubebae ............... 70® 75
J u n ip e rs  ............ 6@ 8
X an th o x y lu m  . . ®' bb

B alsam um
C opaiba ............... 70@ 75
P eru  ....................  2 20@2 40
T e rab ln , C añad. 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 la v a . . 20
B uonym us a t r o . . . 40
M yrica  C e r i f e r a . . 32
P ru n u s  V irg in ! .. . 30
Q uillaia , g r ’d . . . . 15
S assa fra s , po. 30 26
U lm us ................... 25

E x tra c tu m
G lycy rrh iza , Gla. 24 @ 30
G íycy rrh iza , po. 25@ 30
H aem a to x  ............... 11@ 12
H aem ato x , Is  . . . . 13® 14
H aem ato x , % s . . . 14® 15
H aem ato x , %s . . . 16® 17

F erru
C arb o n a te  P recip . 15
C itra te  & Q uina  1 80®2 00
C itra te  Soluble . . 63® 75
F erro cy an id u m  S 25
Solut. C hloride . . 15
S u lphate , com ’l . . 2
S u lpha te , com  1. by

bbl., p e r  cw t. 75
S u lphate , p u re  . . 7

F lo ra
A rn ica  ................ 18® 25
A n th ém is  .......... 40® 50
M a tr ic a r ia  ........ 30® 35

Folla
B arosm a ............  1 90 @2 00
C assia  A cutifol,

T înnevelly  . . 15® 20
C assia  A cutifol 25® 30
Salvia , officinalis,

% s ................. 20@ 25
U v a u rs i ............ 8® 10
A cacia, 1st pkd. @ 40

G um m i
A cacia, 1st pkd. @, 40
A cacia, 2nd pkd. @ 35
A cacia, 3rd pkd. @ 30
A cacia, s if te d  s ts . @ 20
A cacia, po. ......... 35@ 45
Aloe, B a rb  ........ 22® 25
Aloe, C ape ........ @! 25
Aloe, Soco tri ___ @ 45
A m m oniac ........ 35® 40
A sa fo e tid a  ......... 1 00@1 25
B enzoinum  . . . .  50@ 55
C am phorae  . . . .  55® 60
E up h o rb iu m  ___  ® 40
G albanum  ............. @1 00
G am borge po. . .  1 00®1 25 
G auclacum  po. 45 @ 35
K ino  . . . .  p  . 45c ® 40
M astic  ................... @ i  75
M yrrh  . . . . p o .  50 ®  45
O pium  ................. 8 50@8 75
S hellac ............... 30® 40
Shellac, b leached 35® 45
T ra g a c a n th  ___ 1 25@1 40

H erba
A bsin th ium  ........ 25(3)' 30
E u p a to r iu m  oz pk 30
L obe lia  oz pk  . . . 35
M ajorium  oz p k . . 36
M en tra  P ip . oz nk 35
R ue oz p k  .......... 30
T e n ace tu m  . .V . . 30
T h y m u s V  oz pk 30

M agnesia
C alcined,, P a t.  ., 55® 65
C arbona te , K -M . 18@ 20
C arb o n a te  po . . , 10® 15

Oleum
A bsin th ium  . . . . 8 00@8 25
A m ygdalae  Dulc. 75@; 85
A m ygdalae  A m a 8 00@8 25
A nisl ..................... 2 15@2 20
A u ra n ti C ortex 3 15@3 25
B ergam il .......... 9 00 @9 25
C ajip 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
Conium  M ae . . , 80® 90
C itron«!!» 4P® 50

C opaiba ............... 1 50@1 75
C ubebae ............  4 75@5 00
E rig e ro n  ............. 2 35@2 50
E v e ch th ito s  . . . .  1 00@1 10
G a u lth e ria  ......... 4 80 @5 00
G eran ium  . . . .  oz 75
G ossippil S em  ga l 60® 75
H edeom a ........... 2 50@2 75
J u n íp e ra  ............. 40@1 20
L a v en d u la  ........  90@4 00
L im ons ............... 2 40@2 50
M en th a  P ip e r  . .  3 75@4 00 
M en th a  V erid  . .  6 00@6 25 
M orrhuae , ga l. 1 10@1 25
M yricia  ............... 3 75® 4 35
O live .....................  2 50@3 25
P ic is  L iqu ida  . 10@ 12
P ic is  L iq u id a  gal. @ 40
R ic in a  ............... 98®1 25
R osae  oz............11 50® 12 00
R osm arin ! ......... @1 00
S ab in a  ................. 1 75@2 00
S a n ta l ................. 4 50©5 00
S a ssa fra s  ........... 90@1 00
S inap is, ess. oz. @ SO
Succin l ................... 40® 45
T h y m e ................. 50®' 60
T hym e, o p t..............  @1 60
T h eo b ro m as . . . .  17® i 25
T ig lil .....................  1 0@1 70

P o ta ss iu m
B i-C arb  ............. 15® 18
B ich ro m ate  . . . .  13@i 15
B rom ide ............. 40® 50
C arb  ................... 12® 15
C h lo ra te  . . .  po. 12® 16
C yan ide ..................  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
SMlphate po. . . .  15@ 18

R adix
A conitum  ............... @ 37
A lthae  ................. 50® 60
A nchusa  ............. 10® 12
A rum  po................. @ 25
C alam us ............. 20® 40
G en tian a  po 15 .. 12® 15
G ly ch rrh iza  d v  15 12® 15
H ellebore, A lba 15® 20
H y d ra s tis , C an ad a @7 00
H y d ra s tis , C an, po @6 50
In u la , po ............ 25® 30
Ipecac, po ............ 2 25®3 00
Ir is  F lo ra  ............. . 20® 30
J a la p a , p r ........... 40® 50
M aran ta , %s . . . . 30® 35
Podophy llum  po 15® 25
R hei ....................... 76@1 00
R hei, c u t ............ 1 00(3)1 25
R hei, pv  ............... 75@1 00
S an g u in a ri, po 18 (g) 28
Scillae, po 45-60 20® 25
S enega ................ @ 90
S e rp e n ta r ia  ............ @ 90
S m ilax , M. g rd . . . @ 25
S m ilax , offl’s  H  g rd . @ 45
Spigella  .................... @ 90
S ym plocarpus . . @ 30
V ale rian a  ................. @ 25
Z ing iber a  . . . . 16® 20
Z ing iber j  ................. 25® 28

Sem en
A nisum  po 22 . .  @ 1 8
A pi urn (g rav e l’s) 55@ 60
B ird , I s  ............  7®  8
C annab is  S a tiv a  7@ 8
C ardam on  ......... 1 40@1 50
C aru i po 21 ___  12® 15
C henonpodium  . .  20® 30
C oriand rum  ......... 10® 14
C ydonium  ............. @1 00
D ip te rix  O dorate  @6 75
F oen icu lum  ........  @ 30
F oenug reek , p o . . 6® 9
L in i ...........: .......... 5® 8
L ini, g rd . bbl. 6 @ 8
L obelia  ................. 45® 50
P h a r la r ls  C an a ’n  9® 10
R a p a  ..................... 6® 8
S inap is A l b a ......... 8® 10
S inap is  N ig ra  . . .  9® 10

S p lrltu s
F ru m e n ti W . D. 2 00@2 50
F ru m e n ti ............... 1 25 @1 60
Ju n ip e rs  Co.............1 75@3 50
Ju n ip e rs  Co O T  1 65@2 00 
S acc h aru m  N E I  90@2 10 
S p t. V ini Galli . .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’ 

wool c a rr ia g e  . .  @4 00
F lo rid a  sh eep s’ wool

c a rr ia g e  ........... @4 00
G rass  sh eep s’ wool

ca rr ia g e  ............. @1 25
H a rd , s la te  u se  . .  @1 00
N a ssa u  sh eep s’ wool

c a rr ia g e  ..........  @4 00
V elvet e x t ra  sh eep s’ 

wool c a rr ia g e  . .  @2 75
T ellow  R eef, fo r 

s la te  u se  ........... @1 40

S yrups
A cacia  ...................  @ 50
A u ra n ti C o r te x ..  @' 50
F e r r i  lod ............... @ 40
Ipecac ................... ® 75
R hei A rom  ......... @: 50
S enega  ................... @ 50
S m ilax  Offl’s  . • . 50® 60

S cillae ................... @
Scillae Co...............  @
Tolu ta n  ................  @
P ru n u s  v irg . . . . .  @
Z ing iber ............... @

T in c tu re s
A loes .....................
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  .....................  2
C atech u  .................
C inchona Co..........
C olum bia ...............
C ubebae .................
D ig i t a l i s .................
E rg o t .....................
F e r r i  C hloridum
G en tian  .................
G en tian  Co.............
G u ia c a .....................
G u iaca  am m on  . . .
H yo scy am u s . . .Y . '.
Iod ine ................... i
Iodine, colorless
K ino  .......................
L obe lia  .................
M y rrh  ...................
N ux  V o m ic a .........
Opil ................... 2
O pil.cam phorated  
Opil, deodorized  2
Q u assia  ...............
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 lum  . . . .
T o lu tan  ...............
V a le rian  .............
V e ra tru m  V eride 
Z in g ib er ...............

M iscellaneous 
A ethe r, S p ts  N it

U  S P  ........... 45®
A lum en, g rd  po 7 3®
A n n a tto  ................. 40®
A ntim oni, po . . . .  4®
A ntim on i e t p o t 40® 
A n tife b rin  . . . . . .  ®
A n tip y rin  ............. @
A rg en t!’ N itra s  oz @
A rsen icum  ........... 10®
B alm  G ilead buds 40® 
B ism u th , S N  . .2 10@2
C alcium  Chlor, I s  @i
C alcium  C hlor, % s @
C alcium  C hlor, % s @
C an th a rid e s , R us. P o  @1 
C apsic i F ru c ’s  a f  @
C apsic i F ru c ’s  po ®
C arm ine, No. 40 @3
C arphy llu s ........... 25®
C ass ia  F ru c tu s  . .  @
C ataceum  ............. @
C e n tra r la  .............  @
C era  A lba  ........... 50®
C era  F la v a  . . . .  35@
C rocus ............... 10®
C hloroform  ......... 34®
C hloral H y d  C rss 1 25® 1 
C hloro’m  Squ ibbs @
C hondrus ............. 20®
C ocaine ............... 3 65@3
C orks lis t, le ss  70%
C reoso tum  ........... @
C r e t a ___  bbl. 75 @
C re ta , p re p ............ 6®
C re ta , p rec ip . . .  7®
C re ta , R u b ra  . . .  @
C udbea r ............... @
C upri S u lph ...........6% ®
D ex trin e  ............... 7®
E m ery , a ll N os. . .  6®
E m ery , po. . . .  5®
E rg o ta , po 1 80 1 40® 1
'’S ther S ulph. ___  27®
F lak e  W h ite  . . . .  12®
G alla .....................  @
G am bler .................  3®
G ela tin , F re n c h  35® 
G lassw are , fu ll cs. ® 8( 
L ess  th a n  box 70%-10%
Glue, b row n ......... 11®
Glue, w h ite  ......... 15®
G ly ce rin e  ............... 20®
G ran a  P a ra d ls i  . .  @
H u m u lu s  ............. 50®
H y d ra rg  A m m o’l @1
H y d ra rg  C h . .M ts  @1
H y d ra rg  Ch C or @1
H y d ra rg  O x R u ’m  @1
H y d ra rg  U ngue’m  60® 
H y d ra rg y ru m  . . .  ®
Ich thyobo lla , A m . 90@1
Indigo ................... 85 @1
Iodine. R esub i ..3  75@4
Iodoform  ...............4 50@5
L iq u o r A rsen  e t  

H y d ra rg  lod . . .  @
LIq P o ta s s  A rs ln lt 10®

50
50
50
50
50

60
60
50
60
50
75
60
50
90
60
60
75
50
75
75
50
50
75
60
60
50
56
60
56
50
50
60
50
60
50
00
00
60
50
50
50
uu
75
25
50
60
50
50
50
60
60
60
50
60

50
5

50
6 

50 
20 
25 
65 12 
50 
20
8
9

11
25
20
25
50
30
35
35
10
55
42
15
44
45 
90 
25 
90

45
28

10
10
20
1010
8
6

50
40
15
30

9
45

13
25
28
25
80
50
30
25
40
75
88
00
00
00
00

25
16

L up u lin  .................  @2 75
Lycopodium  . . . .  60® 70
M acis ..................... 80® 90
M agnesia , Sulph. bbl. @ 1% 
M agnesia , Sulph. 8® 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 55@4 80 
M orphia, M ai. . .4  55@4 80 
M oschus C an ton  ® 40 
M y ris tic a  No. 1 25® 40
N ux  V om ica po 15 @ 10
Os S ep ia ............... 25® 30
P ep s in  Saac , H  &

P  D Co ............. @1 • •
P ic is  L lq  N  N  %

gal. doz.................  @2 00
P ic is  L iq  q t s ___  @1 20
P ic is  L iq  p in t s . .  @ 65
P il H y d ra rg  po 80 @
P ip e r  A lba po  35 @ 30
P ip e r  N ig ra  po 22 @ 18
P ix  B u rg u m  ___  10® 12
P lum bi A ce t ___  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. @ 76 
P y re n th ru m , p v . . 20® 30
Q uassiae  ............. 10® 15
Q uina, N . Y.......... 21%@31%
Q uina, S. Ger. . ,21%®31% 
Q uina, S P & W  21%®31% 
R ub ia  T in c to ru m  12® 14

S acc h a ru m  L a ’s 20® 36
S alac ln  ................... 4 50@4 75
S angu is  D rac ’s  . . 40® 56
Sapo. G ................. ® 15
Sapo, M ............... 10® 12
Sapo, W  ............... 15® 18
Seïd litz  M ix tu re 20® 25
S inap is  ................ 20® 25
S inap is, o p t........... @ 36
S nu li, M accaboy,

D e V o e s ............ a 64
Snuff, S’h  DeVo’s @ 64
Soda, B o ra s  ........ 6%@ 16
Soda, B o ras, po . .5% ® 16
S oda e t  P o t 's  T a r t  25(3) 34
Soda, C arb  ........ 1%@ 3
Soda, B l-C a rb  . . 1%@ 5
Soda, A sh .......... 1%@ 4
Soda, S u lphas  . . . . 1%@ 4
S pts. C ologne . . . @3 64
S pts. E th e r  C o ... 50® 55
S pts. M yrcia  ___ 2 00@2 25
S pts. V ini R ec t bl1 @ 22
S pts. V i’i R ec t % bbl @
S pts. V i’i R ’t  10 g l @ 
S p ts. V l’l R ec t 5 gl @
S try ch n ia  C rys’l 1 00@1 30
Sulphur, R oll . . . .2%® 5
S ulphur, Subl. . . 2%@ 6
T a m arin d s  ........... 8® 10
T e reb en th  V enice 40® 50
T h eb rro m iae  . . . . 55@ 60
V an illa  E x t ........... 1 00@1 50
Zincl S ulph . . . . 7® 10

Oils
bbl. gal.

L a rd , e x t ra  . . . .  85@1 00
L ard , No. 1 ..........  75® 90
L inseed  p u re  raw

65 ..................  70® 75
Linseed , boiled, 66 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

P a in ts
bbl. L..

G reen, P a r is  ,...1 4 % @  21 
G reen. P e n in su la r  12® 16
L ead , red  ............... T%@ 10
L ead , w h ite  . . . .  7%@ 10 
O chre, yel B er 1 2® 5
P u tty , com m ’l 2% 2%® 6
R ed V enetian , bbl 1

&  1% ...............  2®  6
S h ak er P re p ’d . .1  50® 1 65 
V erm illion, E ng . 90@1 00 
V erm illion  P rim e

A m erican  ......... 13® 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— Corner 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.

FLEISCHM ANN’S YEAST is to-day sold by  

thousands of grocers, w h o  realize the advan

tage o f pleasing their custom ers and at the  

same tim e m aking a good profit from the 

goods th ey  sell. If you  are not selling it now , 

Mr. Grocer, let us suggest that you  fall into  

line. You w o n ’t regret it. &  &  s .  &  &
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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
Shelled N uts C onfectionsC ocoanut F lo u rC heese Rolled O ats

G ran . Meal
Bolted Med.
O ats
Corn
F lou r

Index to Markets
By Columns

a m m o n ia  ........................... }
ax le  G rease  .....................  1

B
B aked B ean s  ................... }
B a th  B rick  ....................... 1
B lu ing  ...............................  J
B re a k fa s t F ood ..........  1
B room s ...............................  1
B ru sh es  .............................  J
B u tte r  Color ................... 1

C and les ............................... J
C anned  Goods ............... 1-2
C arbon  Oils .....................  2
C a tsu p  .................................  *
C heese .................................  ;
C hew ing G um  ................. *
C hicory  ...............................  “
C hocolate ........................... •
C ider, S w eet ..................... 3
C lo thes L ines  ................. *
Cocoa ...................................  "
C ocoanut ........................... *
coffee ..........................  “
Confections ....................... *
C racked W h e a t ............  ’
C rackers  ................... 4. 5, 6
C ream  T a r ta r  ................. 6

D ried F ru i ts  ................... 6

2

F arin a ceo u s  G oods ___  6
F ish in g  T ack le  -----........ 6
F lavo ring  E x tra c ts . . . .  7
F lou r a n d  F eed . . . ___  7
F ru it  J a r s  .............. ___  7

G
. . .  7

j r a in  B ag s ............... . . . .  7

H
. . . .  7

H ides  an d  P e lts  . . ___  8
H orse  R ad ish  .......... ___  8

J
Jelly ............................. ___  8
Jelly  G lasses ........... ___  8

M
M apleine ..................... ___  8
M ince M eats ............ ___  8

. . . .  8
___  8

N
N u ts  .................•......... ___  4

o
Olives ........................... ___  8

P
8

P lay in g  C ards  ........ .. . . .  8
P o ta sh  ........................., . . . .  8
P rov is ions  ................... . . .  S

R
R ice ............................. 9
Rolled O ats  ............ .___ 9

s
Salad  D ressing  ........ . . .  9
la le ra tu s  ..................... 9
Sal S oda ..................... ___  9
S a lt ............................... ___  9
S a lt F ish  .................. 9

. . .  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
Tobasco ............... 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

AM M ONIA
„  Doz.
12 oz. ovals  2 doz. box 76 

A X LE G REA SE 
F ra z e r 's

l ib . 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 lls , p e r  doz. ..6 00 
151b. pails , p e r  doz . .7  20 
251b. pails , p e r  doz .' . . 1 2  00 

B A K E D  B EA 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 

BA TH  BRICK  
E nglish  ........................... 95

BLU IN G
J e n n in g s ’.

C ondensed P e a r l B lu ing  
Sm all C P  B luing , doz. 45 
L arge , C  P  B luing , doz. 75 

B R E A K FA S T  FOODS 
A petizo, B iscu its  . . . . . 3  00 
B ea r Food, P e tt i jo h n s  1 95 
C racked  W h ea t, 24-2 2 50
C ream  of W h e a t, 36-2 4 50
E gg -O -S ee  W h e a t ___ 2 75
E gg-O -S ee C orn

F lak e s  ....................... 2 75
P o s ts  T o asties , T .

No. 2 ........................... 2 80
P o sts  T oasties , T.

N o. 3 ........................... 2 80
F arin o se , 2 4 - z ............... 2 70
G rape N u ts  ................... 2 70
G rape S u g a r F lak e s  . .  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
Saxon W h e a t Food . .  3 00 
K rlnk 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 lak e s  . .  2 80 
M inn. W h e a t C ereal 3 76
A lg ra in  Food ..............  4 25
R alsto n  W h e a t Food 4 50 
Saxon W h e a t F ood . .  2 85 
S hred  W h e a t B iscu it 3 60
T risc u lt, 18 ................... 1 80
P illsb u ry ’s  B es t C er’l 4 25 
P o s t T a v e rn  S pecial 2 80 
V o ig t’s  C ream  F lak e s  4 50 
Q u ak e r P uffed  R ice \ . 4 25 
Q u ak er P uffed  W h e a t 2 85 
Q u ak e r B rk fs t B iscu it 1 90 
Q u ak er C orn  F lak e s  ..1 90 
V ic to r C orn  F lak e s  . .  2 20 
W a sh in g to n  C risps . . . 2  80
W h e a t H e a r ts  ............... 1 90
W h e a te n a  ..................... 4 50
Z est .................................  4 00
E v a p o 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 65
P a r lo r  G em - ................. 3 75
Com m on W h i s k ........... 1 10
F an cy  W h isk  ............... 1 50
W arehouse  ..................... 4 50

B R U SH E S
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 ................................ l  75

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

B U T T E R  COLOR 
D andelion, 25c size  . .  2 00 

CA N D LE SP araffine , 6s ..............  10
Paraffine , 12s .............  10
W icking  ......................... 20

C A N N E S  GOODS 
A pples

31b. S ta n d a rd s  . . .  @ 90
G allon ................... 2 60 @2 85

BlacK berrfes
2 lb .......................  1 50@1 90
S ta n d a rd s  gallons @5 00

B eans
B|pked ................... 85@1 30
R ed K idney  ___ - 85@ 95
S tr in g  ..................... 70@1 16
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 . @ i oo 
L ittle  N eck, 21b . @ i 50 
_  C lam  Bouillon 
B u rn h a m ’s, % pL . . . . 2  25
B u rn h a m ’s, p ts ............... 3 75
B u rn h am ’s  q ts .................7 50
_  , C om

....................... 75@ 90
Good .....................  1 oo@ l 10
F an cy  ................... @1 30
„  . F ren ch  P eas  
M onbadon (N a tu ra l)

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

No. 2, F a i r  ................. 1 50
No. 2, F a n c y  ........... 2 35
_  H om iny
S ta n d a rd  ...........................  35

L o b s te r
3* J®*......................................   501    nc
P icn ic  T a ils  ....................2  75

M ackerel
M usta rd , l i b ...........  1 so
M ustard . 21b ...........  "2  80
Soused, l% tb ..............'*1 60
Soused, 21b.............  2 75
T om ato , l i b ............. "  1 50
T om ato , 21b..................."2  80

M ushroom s
H otels  ................... @
B u tto n s, %s . . . .  @1 14
B utto n s, l l  ......... g  25
_  O ysters
Cove, l i b ................ 9o@
Cove, 21b................ 1 60@

P lum s
P lu m s ...................  90 @1 35
xt „P e a rs  In S yrup  No. 3 can s, 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 r ly  J u n e  s if te d  1 45@1 55 

P eaches
F ie  ................. 90 @1 25No. 10 size  ca n  p ie  @3 25 
_ .  .  P ineapp le
C ra te d  ................. 1 75@2 10
s liced  ................... 90@2 60
_  . P um pkin
F a in  ...........................  8»
Good . . . . . . . . . . . . .  90
F a n c y  ....................... 1 00
G allon . . . . . . . . . . . .  2 15
_ R aspberries
S ta n d a rd  ............... @

Salm on
W a rre n s , 1 lb . T a ll . .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 36@1 45

S ard ines
D om estic, Vis ............. 2 75
D om estic , Vi M u sta rd  2 75 
D om estic , % M u sta rd  @6%
F ren ch , 14s ......... 7@14
F ren ch , % s ............18@23
^  S h rim p s
D unbar, 1st, doz............1 29
D u n b ar, l% s , doz..........2 25

S ucco tashF a ir  ........................... 90
Good .............................  1 20
F a n c y  ................. 1 25 @1 40

S traw b e rr ie s
S ta n d a rd  .................  95
Steney 1...........................  2 25

T om atoes
Good ...............................  1 30
F a n c y  ...........................  1 50
No. 10 ............................ 4 50

CARBON OILS 
B arre ls

P erfec tio n  ................ @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 n g in e  ............... 16 @22
B lack, w in te r  . .  8 @10

C A TSU P
S n id er’s  p in ts  ............... 2 35
S h ider’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 opk ins  .................... @16%
R iverside ............. @17
W a rn e r  . ; ................  @17%
B rick  ..................... @17
Leiden ................... @15
L im b u rg e r ........... @18
P in eap p le  ........  40 @60
S ap Sago ............. @22
Sw iss, d om estic  @13

C H E W IN G  GUM
A dam s P ep s in  ...............  55
A m erican  F la g  S p ruce  55
B ea m an ’s  P ep s in  ......... 65
B e s t  P ep s in  .................  65
B lack  J a c k  .....................  55
L a rg e s t G um  (w h ite )  55
O. K . P ep s in  ................. 65
R ed  R obin  .......................  55
S en S en ...........................  55
Sen S en B re a th  P e rf . 1 09
S p ea rm in t .......................  55
S p earm in t, j a r s  6 bx s  2 75
T u c a ta n  ...........................  55
Zeno ...............................  55

CH ICORY
B ulk  ...................................  5
R ed .....................................  7
E a g le  .................................  5
F ra n c k ’s ...........................  7
S ch en e r’s  ..........    |
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  A  Co.

G erm an ’s  S w ee t ...........  22
P rem iu m  .........................  36
C ara cas  ...............................  21

W a lte r  M. L ow ney  Co.
P rem ium , Vis ............... 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 60 ga l 10 00 
T ra d e  b a rre l, 28 g a ls  6 59 
% T ra d e  b a rre l, 14 g a l 3 69
Boiled, p e r  g a l................ 60
H ard , p e r  g a l...................  25

C L O T H E S  L IN E
p e r  doz.

No. 40 T w is te d  C o tton  95 
N o. 50 T w is te d  C o tton  1 30 
No. 60 T w is te d  C o tton  1 70 
No. 80 T w is te d  C o tton  2 09 
No. 50 B ra id ed  C o tton  1 00 
N o. 60 B ra id ed  C o tton  1 25 
No. 60 B ra id ed  C o tton  1 85 
N o. 80 B ra id ed  C o tton  2 25
No. 50 S ash  C ord ........ 1 75
No. 60 S ash  C o r d ...........2 00
No. 60 J u te  .....................  89
No. 72 J u te  .....................1 09
No. 60 S isa l .....................  85

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

COCOA
B a k e r 's  ..............................  36
C leveland ......................... 41
Colonial, %s .....................  35
Colonial, % s .....................  33
E p p s ....................................  42
H u y le r ................................  36
Low ney, % s .....................  32
L ow ney, Vis .....................  32
Low ney, %s .....................  30
Low ney, 5 lb . can s  . .  30
V an  H ou ten , % s . . . .  12
V an  H ou ten , Vis .......... 18
V an  H ou ten , % s ........... 36
V an  H ou ten , I s  ..........  65
W ebb  ..................................  33
W ilber, % s .......................  33
W ilber, Vis ...................... 32

COCOANUT 
D u n h am ’s  p e r  Tb.

% s, 51b. c a s e ............... 30
Vis, 51b. ca se  ............. 29
%8, 151b. ca se  ........... 29
% s, 151b. ca se  ........... 28
Is . 161b. ca se  ............. 27
Vis A  % s, 151b. ca se  28
Scalloped G em s ......... 10
Vis & % s pa ils  ___  16
B ulk , p a ils  ............... 14%
B ulk, b a r re ls  ........... 12%

C O F F E E S . RO A STED  
Rio

Com m on .......................  19
F a ir  ...............................  i 9%
Choice ........................... 20
F a n c y  ...........................  21
P ea b e rry  ....................... 23

S an to s
Com m on ...................... 20
F a ir  .................................  20%
Choice ....................... 21
F a n c y  ...........................  23
P e a b e rry  ....................... 23

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

M exican
C hoice ...........................  25
F a n cy  ...........................  26

G u atem ala
F a ir  ................................. 25
F a n cy  .............................  28

J a 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
L ong  B ean  ...................24 @25
H . L. O. G ....................26@28

B ogota
F h ir  ...............................  24
F an cy  .............................  26
e x c h a n g e  M arket, S tea d y  
Spo t M ark e t, S tro n g  

P ackage
N ew  Y ork  B as is

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 augh lin  & Co., C h ica
go.

E x tra c t
H olland , % gro  boxes 95
F elix , %  g ro ss  .............1 15
H u m m e l's  foil, % gro . 85 
H um m el’s  tin , % gro . 1 43

5
C O N FEC T IO N S 

a .„ S tick  C andy  P a lls
S ta n d a rd  ................. «14
S ta n d a rd  H  H  g%
S tan d a rd  T w is t .........’ 9™
Jum bo , 32 lb  . . .  ^ a ®es
E x t r a  H  H  .............**11
B oston  C ream  ............14
B ig  s tic k , 30 lb . ca se  9

M ixed C andy
G rocers ............  7
X  L  O 714
S pecial ......................... ‘ tq7*
C onserve ___  01/
R oyal ................ . ; ..........
R ibbon .................... j j
B roken  ............  ..........  ov
C u t L oaf .............S 2
L e ad e r ...........................* js£
K in d e rg a rte n  .......... .* /  u
F rench  C ream  ............... 9
H a n d  M ade C ream b  . .  17 
P rem io  C ream  m ixed 14 
P a n s  C ream  Bon B ons 10

F an cy —In P ails
G ypsy H e a r ts  ...............15
Coco B on B ons .......... 14
F u d g e  S quares  .........” 14
P e a n u t S q u a re s  ........... 17
S u g ared  P e a n u ts  ___12
S alted  P e a n u ts  ........... 12
S ta r lig h t K isse s  ........  13
Lozenges, p la in  .............11
C ham pion C hocolate  ..12 
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 ¡squares .............. 10
L em on S ours ............... 10 ••
Im p e ria ls  ........................ 10
I ta l. C ream  B on Boris 13
G olden W affles ........... 14
R ed R ose G um  D rops 10
A u to  K isse s  ................. 14
Coffy Toffy .....................14
M olasses M in t K isses  12

F ancy— In 51b. Boxes 
Old F ash io n ed  M olas

se s  K isse s  101b . bx. 1 39
O ran g s Je ll ie s  ........... 69
Lem on S ours ............. 60
Old F ash io n ed  H ore-

hound d rops ..........  60
P e p p e rm in t D rops  . .  70 
C ham pion  Choc D rops 65 
H . M. Choc. D rops . .  1 19 
H . M. Choc. L t. a n d

D ark , N o. 1 2 ...........1 19
B it te r  S w eets, a s ’td  1 25 
B ril lia n t G um s, C rys. 60 
A. A . L icorice D rops 1 09 
Lozenges, p r in te d  . . .  65 
L ozenges, p la in  . . . .  69
Im p e ria ls  ..................... 65
M o tto e s ........................... 65
G. M. P e a n u t B a r  . .  69 
H an d  M ade C rm s 80 @90
C ream  W a fe rs  ........... 65
S tr in g  R ock ................. 79
W in te rg re e n  B e rrie s  60 

P op  Corn
C rac k e r J a c k  ............. 3 25
G iggles, 5c pkg. cs. 3 50
F a n  Corn, 60’s  ........... 1 65
A zu lik it 100s ............... 3 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 ros..................... 1 25

N U TS—W hole 
A lm onds, T a r ra g o n a  18 
A lm onds, D rak e  . . . .  16 
A lm onds, C a lifo rn ia

s o f t  she ll .......................
B raz ils  ................. @12
F ilb e r ts  ..................... 12@1S
Cal. N o. 1 .................
W a ln u ts , s f t  she ll @17 
W a ln u ts , M arb o t . .  @15
T ab le  n u ts , fan cy  @13 
P eca n s, m ed ium  . . . .  13 
P eca n s, ex. la rg e  . . .  14
P eca n s, ju m b o s . . . .  14 
H ick o ry  N u ts , p e r  bu.

Ohio, new  ................. 2 09
C ocoanu ts .....................
C h es tn u ts , N ew  Y ork 

S ta te , p e r  bu ............
Shelled

S p an ish  P e a n u ts  ..7@  7%
P ecan  H alv es  . . . .  @75
W a ln u t H a lv es  . .  @33
F ilb e r t M ea ts  ......... @30
A lican te  A lm onds . .  @42 
Jo rd a n  A lm onds . .  @47

P ean u ts
F a n cy  H  P  S uns 6@ 6%

R o as te d  .................  7@ 7%
Choice, raw , H . P . J u m 

bo.............................  @ 6%
C RA 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% 
S eym 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 la k e s  ...........13
Z e p h y re tte  .......................IS

O y ste r
N . B . C. P icn ic  boxes 6%
G em , boxes .....................  6%
Shell ...................................  8

S w eet Goods
A nim als ............. m
A tla n tic s  .............7 .7 .7 .  j j
A tla n tic , A sso rted  . . . .  12 
A vena  F ru i t  C akes ...12 
B onnie D oon C ookies 10
B onnie L a ss ie s  ............ in
B onn ie  S h o rtb rea d  ...20
B rittle  ........................... 11
B rit tle  F in g e rs  *10
B um ble Bee ............... in
x P tw h e e ls  A ssorted ' ’. .  8 %
C hocolate D r o p s ......... 17™
C hocolate  D rp  C e n te rs ’ 16 
™ °? ' H oney  F in g e rs  16 
C ircle H oney  Cookies 12
C racknels  ...................  i j
C ocoanu t T affy  B a r  ’ .’ ,‘l 2 
C ocoanu t D rops . . . .  12 
C ocoanut M acaroons 13 
C ocanu t H on. F in g e rs  12
Pnff°an ii i  ? ° n .  d u m b 's  12Coffee C akes ............. 11
Coffee C akes, Iced  12
C ru m p e ts  ....................¡ 1#
D ian a  M arshm alow  

C akes ....................... ig
D in n e r Bflecuit ” .7 .7 . .25
D ixie S u g a r Cookies . .  9
D om estic  C akes ..........  s u.
E v e n tid e  F in g e rs  . . . . 1 6
F am ily  C ookies ............... «14
F ig  C ake A s s o r t e d ___ 12™
F ig  N ew tons ............... 12
F lo rab e l C akes ...........! ' l 2t4
F lu te d  C ocoanu t B a r  . ! l 0
F ro sted  C ream s ............... 8%
F ro sted  G inger Cookie 8%
F ru it  L unch , I c e d .........10
G ala S u g ar C a k e s ........... 8%
G inger G e m s ..................... 8%
G inger G em s, Iced  ____ 9%
G rah am  C rac k e rs  ........... 8
G inger S naps F am ily  . .  8% 
G inger S naps N . B. C.

R ound  .............................  j
G inger S naps  N . B . C.

S q u are  ............................  8%
H ippodrom e B a r  . . . .  7 .10 
H oney  C ake, N . B. C. 12 
H oney  F in g e rs  A s. Ice  12 
H oney  Ju m b le s, Iced  ..1 2  
H oney  Ju m b le s, P la in . .  12
H oney  F lak e  . . - ............12%
H ouseho ld  C ookies . . . .  S 
H ousehold  Cookies, Iced  9
Im p eria l ................... .. 914
J o n n ie  ...............................  8%
Jub ilee  M ixed ...............19
K ream  K lip s  .................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 ............................. 8%
M ace C akes ..................... 8%
M ary  A nn ....................... 8%
M arshm allow  Coffee
m 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  ................................. l i
M olasses S andw ich  . . . .1 2
M ottled  S q u are  .............19
O atm eal C rac k e rs  . . . .  8
O range G em s ................. 8%
O range Sponge L a y e r

C akes .............................18
P en n y  A sso rte d  ...........8%
P e a n u t G em s ................. 9
P icn ic  M ixed ................. 11%
P in ea p 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 l M ac. M d. 8
R aisin  Cookies .......... ..1 9
R aisin  G em s ............... ..11
R asp b e rry  C akes . . . ..12
R evere, A sso rted  . . . ..14
R itten h o u s*  F ru i t

B iscu it .................... ..12
R oyal L unch  ............... . .  1
R oyal T o a s t ............... . .  8
R ube ............................... . .  8%
S h o rtb rea d  S quares ..2 9
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 a r 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 a ll ...................  9
S u lta n a  F r u i t  B iscu it I f  
S unnyside  Ju m b le s  ..10
S u p e rb a  .............................  8%
Sponge L ad y  F in g e rs  26
T riu m p h  C akes  .............I f
V an illa  W a fe rs  ............. 10
W a fe r  Ju m b le s  can s  18 
W a v e rly  .......................  io

In -e r  Seal Goods
p e r  doz.

A lb e rt B iscu it ................. 1 00
A n im a ls  ..............................i  to
A rro w ro o t B iscu it . . . . 1  00
B a ro n e t B iscu it ............. 1 #9
B r im m e r’s  B u tte r

W a fe rs  ........................... 1 09
C am eo B iscu it ............... 1 60
C heese S andw ich  .........1 00
C hoco la te  W a fe rs  ......... 1 09
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  ...................% 09
F iv e  O’clock T e a  . . . . 1  00
F ro ta n a  ............................. 1 90
F r u i t  C ake .....................8 00
G inger S naps. N . b . c .  l  oo
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8 10 11
G raham  C rack ers, Red

L abel ............................... 1 00
Lem on S n a p s ................... 50
O atm eal C rac k e rs  .........1 00
Old T im e S u g ar Cook. 1 00
O val S a lt B iscu it ......... 1 00
O y ste re tte s  ..................... 50
P rem iu m  Sodas ..........  1 00
P re tz e le tte s , H d. Md. 1 00
R oyal T o a s t ................... 1 00
R ykon B iscu it ............... 1 00
S a ltin e  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 
S oda C rac k e rs  N B C 1 00 
Soda C rac k e rs  S elec t 1 00 
S. S. B u tte r  C rac k e rs  1 50
U needa B iscu it ............  50
U needa J in je r  W a y fe r  1 00 
U needa L unch  B iscu it 50
V an illa  W a fe rs  ........... 1 00
W a te r  T h in  B iscu it . .1  00 
Zu Zu G inger s n a p s  . .  50
Z w ieback ....................... 1 00

O ther P ack a g 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  pack ag e  . .  2 50
S oda C rack ers, N BC 

fam il y p ac k ag e  . . . .  2 50

In Special T in  P ackages.
P e r  doz.

F es tin o  ........................... 2 50
M in are t W a fe rs  ........... 1 00
N abisco , 25c ................... 2 50
Naibisco, 10c ................... 1 00
C ham pagne W a fe r . . . . 2  50 

P e r  t in  in  bulk
S 'orbetto  ......................... 1 00
N abisco  ........................... 1 75
F es tin 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 .................................  34
S quare  C ans ................. 36
F an cy  cadd ies  ............. 41

d r i e d  f r u i t s
A pples

E v ap o r 'ed , Choice bu lk  9 
E v a p o r’ed, F a n c y  pkg. 10%

A prico ts
C alifo rn ia  . . . . . . .  14 @15

C itron
C orsican  ....................... 16

C u rra n ts
Im p ’d 1 lb . p k g ...........  9%
Im ported , bu lk  ........... 9%

M uirs1—C hoice, 25 lb . b  9 
M uirs—F an cy , 25 lb . b  10 
F ancy , P eeled , 25 lb . 13

Peel
L em on, A m erican  . . . .  12% 
O range, A m erican  . . . .1 2 %

R aisins
C onnosiar C lu ste r 1 lb . 17 
D esse r t C lu ste r, 1 lb. 21 
Loose M usca te ls  3 C r 7% 
Loose M usca te ls  4 C r 8 
L. M. Seeded, 1 Ibi 7 @7%

C alifo rn ia  P ru n e s  
>0-100 251b. b o x e s . . .®  7 
SO- 90 25lb . b o x e s . . .@  7% 
70- 80 251b. b o x e s . . .®  7% 
60- 70 251b. b o x e s . . .®  8 
10- 60 251b. b o x e s . . .®  8% 
40- 50 261b. b o x e s . . .®  »%

FA R IN A C EO U S GOODS 
B eans

D ried  L im a  .....................  7%
M ed. H a n d  P ick ed  . . . . 3  10
B row n  H o llan d  . . . . . . 3  25

F a rin a
25 1 lb. p ac k ag es  . . . . 1  50 
B ulk, p e r  100 lb s ...........4 00

O rig inal H olland R usk  
P ack ed  12 ro lls  to  c o n ta in e r  
3 co n ta in e rs  (36) ro lls  2 85 
5 c o n ta in e rs  (60) ro lls  4 75 

H om iny
P ea rl, 100 lb . sack  . . . . 2  00 
M accaron! and  V erm icelli 
D om estic , 10 lb. box . .  60
Im ported , 25 lb. box . .  2 50

P earl B arley
C h es te r ........................... 3 80
U m pire  ..........   4 25

P eas
G reen, W isconsin , bu.
G reen, S cotch , b u ..........3 00
Split, lb ...............................  4%
„  S ago
E a s t In d ia  ....................... 5%
G erm an , sa c k s  ........... 5%
Germain, b ro k en  pkg.

T ap io ca
F lake , 100 lb , s ack s  . .  5% 
P ea rl , 130 lb . s ack s  . .  5%
P ea rl , 86 p k g s .................2 26
M inute , 36 p k g s .............. 2 75

F I8H 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 ........................................16
3 in ........................................20

C otton  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 f e e t .................... 10
No. 5, 15 fee t ................. 11
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

L inen 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 ft., p e r  doz. 60 
B am boo, 18 ft., p e r  doz. 80 
FLA V O RIN G  EX TR A C TS 

Jen n in g s  D C B rand  
T e rp en less  E x t r a c t  Lem on 
No. 1 F  box, p e r  doz. 75 
No. 2 F  Box, p e r  doz. 90 
No. 4 F  Box, p e r  doz. 1 75 
No. 3 T a p e r, 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 tr a c t  M exican  V an illa  

No. 1 F  Box, p e r  doz. 90 
No. 2 F  Box, p e r  doz. 1 40 
No. 4 F  Box, p e r  doz. 2 25 
No. 3 T ap er, p e r  doz. 2 00 
2 oz. F la t  F  M p e r  dz. 2 00

FLO U R  A ND  F E E D  
G rand  R ap id s  G rain  & 

M illing  Co.
W in te r  W h e a t.

P u r i ty  P a te n t  ........... 5 70
Seal of M 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 iza rd  B u ck w h ea t 6 80 
R ye ...................................  4 80

V alley  C ity  M illing Co.
L ily  W h ite  ................... 5 70
L ig h t L oa f ................... 5 10
G rah am  .........................  2 50
G ran en a  H ea lth  ..........  2 60
G ran. M eal ..................  2 10
B olted M ed........................ 2 00

V oig t M illing  Co.
G raham  ......................... 5 10
V o ig t’s C rescen t ......... 5 70
V o ig t’s F lo u ro ig t .........5 70
V oigt’s  H y g ie n ic ......... 5 10
V o ig t’s  R oyal ............  6 10
W a tso n -H lg g in s  M illing  Co. 
P erfec tio n  F lo u r  . . . . .  5 70
T ip  Top F lo u r  ........... 5 30
Golden S h eaf F lo u r  . .  6 00 
M arsh a ll’s  B es t F lo u r 5 00

W orden  G rocer Co.
Q uaker, p a p e r  ..........  5 50
Q uaker, c lo th  ............... 5 60

S pring  W h ea t.
R oy  B a k e r

G olden H o rn , fam ily  . .5  50 
G olden H o rn , b a k e rs  5 40 
W isconsin  R ye ............. 4 26

Ju d so n  G rocer Co.
C ereso ta , % s ..............  6 00
C ereso ta , % s ............... 5 90
C ereso ta , % s ............... 5 80

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 c lo th  ...........5 80

W ingold, % s ............... 5 85
W ingold, %s ............... 5 75
W ingold, % s ..............  5 65

W ykes & Co.
Sleepy E ye , % s clo th  6 00 
S leepy E ye, %s clo th  5 90 
S leepy E ye, % s clo th  5 80 
S leepy E ye, % s p a p e r  5 80 
S leepy E ye, % s p a p e r  5 80 

Msal
B olted  .............................  4 40
G olden G ran u la ted  . . . 4  60 

W h e a t
Red ................................... 1 03
W h ite  ............................. 1 02

O ats
M ichigan ca rlo ts  ......... 36
L ess th a n  ca rlo ts  ......... 38

Corn
C arlo ts  .............................  82
L ess th a n  ca rlo ts  . . . .  84

H ay
C arlo ts  ........................... 16 00
L e ss  th a n  ca rlo ts  . . .  18 00 

Feed.
S tre e t C a r  F e e d .................. 33
N o. 1 C orn  tc O a t F eed  .33
C racked  co rn  .....................32
C oarse  co m  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 nox’s  S park ling , doz. 1 25 
K nox’s  S park ling , g r . 14 00
N elso n ’s  ......................... 1 50
K nox’s  A cidu’d. doz. .1 25
O xford ...............................  75
P ly m o u th  R ock, P h o s. 1 25 
P ly m o u th  R ock, P la in  90

GRAIN BAGS
B road  G auge ................... 18
A m oskeag  ....................  19

H ER B S
Sage ............................... 15
H ops ................    15
L au re l L eaves  ............... 15
S en n a  L eaves  ..............  25

H ID E S  AND P E L T S  
H ides

G reen, No. 1 .................. 11%
G reen, No. 2 ..................10%
C ured, N o 1 ..................13
Cured, N o. 2 ..................12
C alfsk in , g reen . No. 1 15
C alfsk in , g reen , N o. 2 13%
C alfsk in , cu red , No. 1 16
C alfsk in , cu red , No. 2 14%

P elts
Old W ool ............. @ 30
L am b s  ................... 25 @ 60
S h earlin g s  ........... 25@ 50

T allow
No. 1 ....................... @ 5
No. 2 ....................... @ 4

W ool
U nw ashed , m ed. @ 20 
U nw ashed , fine @ 15

H O RSE RA DISH  
P e r  doz.............................. 90

JE L L Y
51b. pails, p e r  doz. . .  2 20 

151b. pails , p e r  p a l l . . . .  60 
301b. pails , p e r  pa il . .1  05

JE L L Y  G LA SSES 
% p t. in  bbls, p e r  doz. 15 
% p t. in  bbls., p e r  doz. 16 
8 oz. capped  in  bbls, 

p e r doz............................... 18
M A P L E IN E

2 oz. b o ttles , p e r  doz. 3 00
M INCE M EAT 

P e r  ca se  .........................2 85
M OLASSES 

N ew  O rleans
B'aney O pen K e tt le  . .  42
Choice .............................  35
Good ...................................  22
F a ir  ...................................  20

H a lf  b a rre ls  2c e x t ra
M USTARD

% lb . 6 lb . box ........... 16
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. kegs  90@1 00
Stuffed , 6 oz .....................  90
S tuffed , 8 oz....................1 35
S tu tfed , 1 4oz...................2 25
P itte d  (n o t s tu ffed )

14 oz..............................2 25
M anzan illa , 8 oz ........... 90
L unch , 10 oz....................1 35
L unch , 16 oz. ................ 2 25
Q ueen, M am m oth , 19

oz. ............................. 3 75
Q ueen, M am m oth , 28

oz................................  5 25
Olive Chow, 2 doz. cs,

p e r  doz.....................  2 25
P IC K L E S

Medium
B arre ls , 1,200 co u n t . .6  75 
H a lf  bbls., 609 c o u n t 4 00
5 gallon  keg s  ............... 1 90

Sm all
B a rre ls  ........................... 8 25
H alf b a r r e l s ................... 4 65
5 gallon  keg s  ............... 2 25

G herk in s
B arre ls  ...........................
H a lf  b a rre ls  .................
5 ga llon  kegs ...............

S w ee t Sm all
B a rre ls  ................  14 50
H alf b a r re 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 co 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 s o r te d  1 25 
No. 20, R over, e n a m ’d  1 50
No. 572, S pecial ........... 1 75
No. 98 Golf, s a tin  fin. 2 00
No. 808, B icycle _____ 2 00
No. 632, T o u rn ’t  w h is t  2 25

PO TA SH
B a b b itt’s  ....................... 4 00

PR O V ISIO N S 
B arre led  P o rk  

C lear B ack  . .  20 00@21 00 
S ho rt C u t C lear 18 50@19 00
B ean  ...................17 00@17 50
B risk e t, C 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  B ellies ...................13

L ard
P u re  in  tie rc e s  . .11%@12% 
C om pound L a rd  9%@i 9% 
80 tb . tu b s  . . .a d v a n c e  % 
60 lb . tu b s  . .  .ad v a n ce  % 
50 lb . t in s  . . .a d v a n c e  % 
20 lb . p a ils  . . .a d v a n c e  % 
10 lb . p a ils  . . .a d v a n c e  % 
5 lb . pa ils  . .  .ad v a n c e  1 
8 lb . p a ils  . . .a d v a n c e  1

S m oked M oats 
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%
S kinned  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 a m s  ..15 
Boiled H am s . . . .2 3  @23%
M inced H a m  ...12% @ 13 
Bacon ..................  14% @15

S ausages
B ologna ............... 8%@ 9
L iver ..................... 7%@ 8
F ra n k fo r t  ........... 10@10%
P ork  ...............................  11
V eal ................................. 11
T ongue ...........................  11
H eadcheese  ................... 9

Beef
B oneless ....................... 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 rip e
K its , 15 lb s ........................  90
% bbls., 40 lb s ................1 60
% bbls., 80 lb s ................. 3 00

C asings
H ogs, p e r  lb .................... 35
Beef, rounds, s e t  . .  17@18 
Beef, m iddles, s e t  ..90@ 95 
Sheep, p e r  bund le  . . .  80

U ncolored B u tte rln e  
Solid D a iry  . . . .  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 . .
R o a s t beef, 2 lb. .
R o as t beef, 1 lb . . . .
P o tte d  H am , % s .
P o tte d  H am , % s . 
D eviled H am , % s . 
D eviled  H am , % s .
P o tte d  T ongue, %s 
P o tte d  T ongue, % s

RICE
Flancy ..................... 6 @6%
J a p a n  S ty le  ........  5 @5%
B roken  ................... 3%@4%

R O LLE D  OATS 
Rolled A vena, bbls. . .  4 80 
S tee l C ut, 100 lb . sk s. 2 40
M onarch , bb ls .................. 4 50
M onarch , 90 lb. s a c k s  2 15 
Q uaker, 18 R eg u la r . .1  45 
Q uaker, 20 F am ily  . . . . 4  00

SALAD  D RESSIN G
C olum bia, % p t  ........... 2 25
C olum bia, 1 p in t  ........... 4 00
D u rk ee ’s, la rg e , 1 doz. 4 50 
D u rk ee’s, sm all, 2 doz 5 25 
S n id e r’s, la rge , 1 doz. 2 35 
S n id er’s, sm all, 2 doz. 1 35

SA 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

SA L SODA
G ran u la ted , bb ls.............  80
G ran u la ted , 100 lbs. cs. 90 
G ran u la ted , 36 pkgs. . .1 25

SA L T
Com m on G rades

100 3 lb. s a c k s  .............. 2 40
60 5 lb . s a c k s ...............2 25
28 10% lb. s ack s  ....2  10
56 lb . s ack s  ............... 40
28 lb . s ack s  ................... 20

W a rsaw
56 lb . d a iry  in  d rill b ag s  40 
28 lb . d a iry  in  d rill b ag s  20

S o la r Rock
56 lb . s a c k s  ................... 24

Com m on
G ran u la ted , F in e  ........... 95
M edium , F in e  ............... 1 00

SA L T F ISH  
Cod

L a rg e , w hole, . . .  @7%
Srqall, w hole . . . .  @7
S tr ip s  o r  b rick s  .7%@10%
Pollock  ................. @ 4%

H alib u t
S trip s  ...............................  15
C hunks ...........................  16

H olland H erring  
Y. M. w h. hoops, bbls. 11 50 
Y. M. w h. hoop % bbl. 6 00 
Y. M. w h. hoop, k eg s  65 
Y. M. w h. hoop M ilchers

Q ueen, bb ls.......................10 00
Q ueen, % bb ls ..................5 25
Q ueen, keg s  ............... 60

T ro u t
N o. 1, 100 lb s .................... 7 50
No. 1. 40 lb s . ...............8 25
No. 1, 10 lb s ..................  90
No. 1. 8 lb«. ................... 75

M ackerel
M ess, 100 lb s ................1 6  50
M ess, 40 lb s . ................... 7 00
M ess, 10 lb s ........................ 1 85
M ess, 8 lb s ............ .. 1 50
N o. 1, 100 lb s . ........... 10 00
No. 1, 40 lb s ...................... 6 60
No. 1, 10 lb s ...................... 1 25

W hlteflsh
100 lb s ................. ...............9 76
50 lb s ................. .............. 5 25
10 lbs. ............ .............. 1 12

8 lb s ................. ..............  92
100 lb s ................. .............. 4 65

40 lb s ................. ...............2 10
10 lb s ................. ..............  75
8 lb s ................. ..............  65

SE E D S
A nise ............................... 14
C an a ry , S m y rn a  ............. 5
C a ra w ay  ....................... 10
C ardom om , M alab ar 1 20
C elery  ............................. 40
H em p, R u ssian  ............. 6
M ixed B ird  ................... 5
M usta rd , w h i t e ............... 8
P oppy  ...............................  16
R ape ................................... 6%

SH O E BLA CK ING  
H an d y  Box, la rg e  3 dz 3 50 
H an d y  Box, sm all . . . .  1 25 
B ixby ’s R oyal P o lish  85
M iller’s  C row n P o lish  85

S N U F F
Scotch , in  b lad d ers  ___ 37
M accaboy, in  J a rs  ........... 35
F ren ch  R app ie  in  ja r s  . .  43

Boxes
SODA

5%
K egs, E n g lish  ............... 4%

S PIC E S  
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 eg s, 70-80 ............ 30
N u tm eg s, 105-110 ........ 22
P ep p er, B lack  .............. 15
P ep p er, W h ite  .............. 25
P epper, C ayenne .......... 22
P a p rik a , H u n g a ria n  . .  

P u re  G round In Bulk
A llspice, J a m a ic a  ___ 12
Cloves, Z an z ib ar ........  25
C assia , C an ton  ............ 12
G inger, A frican  .......... 18
M ace, P e n a n g  .............. 75
N u tm eg s, 75-80 .......... 35
P ep p er, B lack  ...............16
P epper, W h ite  ............  35
P ep p er, C ayenne ___ 24
P a p rik a , H u n g a ria n  . .  45

STA RCH
Corn

K ingsfo rd , 40 lb s ..............7%
M uzzy, 20 l ib .  pkgs. . .  5% 
M uzzy, 40 l ib . pkgs  . .  5 

Gloss 
K ingsfo rd

S ilver Gloss, 40 lib s . . 7% 
S ilver Gloss, 16 3!bs. . .  6% 
S ilver G loss, 12 6!bs. . 8% 

M uzzy
48 lib . pack ag es  ........... 5
16 31b. pack ag es  ........... 4%
12 6tb. p ack ag es  ..........  6
501b. boxes ..................... 3%

SY RU PS
Corn

B arre ls  ...........................  28
H a lf b a r re ls  ................. 31
B lue K aro , No. 2 ........ 1 70
B lue K aro , No. 2% . .2  06
B lue K aro , N o. 5 .......... 2 00
B lue K aro , N o. 10 . . . . 1  91
R ed  K aro , No. 2 .......... 1 91
R ed K aro , No. 2% . .2  31
R ed K aro . No. 5 ........ 2 26
R ed  K aro , N o. 10 . . . . 2  17 

P u re  C ane
Flair ................................. 16
Good ............................... 20
Choice .............................  25

T A B L E  SAU CES
H alfo rd , la rg e  ...............3 75
H alfo rd , sm all .............. 2 25

TE A
Jap an

Sundried , m ed ium  . ,24@z6 
S*undried, choice . ...30@ 33 
Sundried , 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 iftin g s  .......................  10@12
F an n in g s  ................... 14@15

G unpow der
M oyune, m edium  ........... 35
M oyune, choice ........... 33
M oyune, fan cy  . . . .  50@60 
P ingsuey , m ed ium  . . .  33
P ingsuey , cho ice  ........  35
P ingsuey , fan cy  ,...50@ 55 

Y oung H yeon
Choice ...........................  30
Flancy .......................   40@S0

Oolong
F orm osa, Flancy ....50@ 69  
F o rm osa , m ed ium  . . . .  28
F o rm osa , choice ........... 35

E ng lish  B rea k fa s t
M edium  ....................... 25
Choice ......................... 30@35
F an cy  ......................... 40 @60

India
Ceylon, choice ......... 30@35
F a n cy  .........................  45 @50

TO BACCO
F in e  C u t

B lo t .................................  i
Bugle, 16 oz.........................
Bugle, 10c ................... xi
D an P a tc h , 8 an d  16 oz
D an  P a tc h , 4 oz...........11
D an P a tc h , 2 oz............5
F a s t  M ail, 16 oz. . . . .  7
H ia w a th a , 16 oz...........
H ia w a th a , 6c  ................. g
M ay F low er, 16 oz. . .9
N o L im it, 8 oz................1
N o L im it, 16 oz. . . . .  3 
O jibw a, 8 an d  16 oz. 
O jibw a, 10c . .
O jibw a, 5c . .   x
P e to sk ey  C hief, '7 ¿ i! ‘ 2 
P eto sk ey  Chief, 14 oz. 4 

an<* H oney, 5c 5 R ed Bell, 16 oz 2
Red Bell, 8 foil . . ¡ l "  x 
S terling , L  & D 5c .'.5 
S w eet C uba, c a n is te r  9 
S w eet C uba, 5c . 5
S w eet Cuba, 10c .
S w eet Cuba, 1 lb. t in  *4 
S w eet Cuba, 16 oz. 4 
S w eet Cubin % lb. foil 2 
S w eet B u rley  5c L& D  5 
S w eet B urley , 8 oz. .2  
S w eet B urley , 24 lb. . 
S w eet M ist, % g ro 5 
S w eet M ist, 3 oz. ’. ’ ix 
S w eet M ist, 8 oz. . 
T e legram , 5c .
T iger, 5c ___
T iger. 25c cans 
U ncle D aniel, 1 ft>.
U ncle D aniel, 1 oz

Plug
Am. N avy , 16 oz............  32
A pple, 10 lb. b u tt  . . . .  38 
D rum m ond  N a t L eaf 2

an d  5 11 >.............  60
D rum m ond  N a t  L eaf,

p e r  doz ............  g«
B a ttle  A x ........  28
B racer, 6 a n d  12 ib.' i 30 
B ig F ou r, 6 a n d  16 lb. 32
B oot J a c k , 2 lb ............... 86
B oot Jack , p e r  doz. . 86
Bullion, 16 oz..................  4«
Clim ax, G olden T w in s  48
C lim ax, 14% oz..............  44
C lim ax, 7 oz...................  47
D ay s’ W ork , 7 & 14 lb. 37 
C rem e de M enthe , lb. 62 
D erby, 5 lb. boxes . . .  28
5 B ros., 4 lb ...................  65
F o u r R oses, 10c ........... 90
G ilt E dge , 2 lb ............... |o
Go d Rope, 6 & 12 lb . 58 
Gold Rope, 4 & 8 lb. 58 
G. O. P „  12 & 24 lb. 36 
G ran g e r T w ist, 6 Ib. 46 
G. T. W ., 10% A  21 lb . 36 
H o rse  Shoe, 6 & 12 lb. 43 
H oney  D ip T w is t, 5&10 45 
Jo lly  T a r , 6 & 8 l b . . .  40
J . T „ 5% & 11 lb. . . .  35
K en tu ck y  N avy , 12 lb . 32 
K eystone  T w ist, 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 & 3 58
P a rro t, 12 tb ...................  34
P a rro t, 20 lb .....................  28
P a tte r s o n ’s  N at. L eaf 93 
P eachey , 6-12 & 24 lb. 40 
P icn ic  T w ist, 5 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 ed icu t, 1% oz.............. 38
Red L ion, 6 & 12 lb. 30 
S crapple, 2 & 4 doz. 48 
S h erry  Cobbler, 8 oz 32 
S p ear H ead , 12 oz. . . .  44
S peer H ead , 14% oz. 44 
S’p e a r  H ead, 7 oz. . . .  47 
Sq. D eal 7, 14 & 28 lb. 28 
S ta r . 6, 12 & 24 lb. . .  43
S ta n d a rd  N avy , 7%, 15

& 30 lb ...........................  34
T en  P enny , 6 & 12 lb. 31
Tow n T alk , 14 oz..........  30
Y ankee Girl, 6, 12 & 24 30

S crap
All Red, 5c ................... 5 76
Am. U nion S crap  . . . .  5 40
B ag  P ipe , 6c ................. 5 88
C utlas , 2% ez. ........... 26
Globe S crap , 2 oz. . . .  30
H ap p y  T ho u g h t, 2 oz. 30 
H oney  C om b Scrap , 5c 5 76
H o n es t S crap , 5c .........1 55
M ail P ouch, 4 doz. 5c 2 00
Old Songs, 5c ................. 5 76
Old T im es, % gro . ..5  50 
P o la r  B ear, 5c, % gro. 5 76 
R ed B and , 5c % gro. 5 76 
Red M an S crap  5c 1 43
S crapple, 5c p k g s ........... 48
S u re  S hot, 5c, % gro . 5 76 
Y ankee G irl S crp  2 oz 5 76 
P a n  H an d le  S crp  % g r  5 76 
P eac h y  S crap , 6c . . . I  90 
U nion W orkm an , 2% 6 00

S m oking
All L eaf, 2% & 7 oz. 30
BB, 3% oz........................6 00
BB, 7 oz.............................12 00
BB, 14 oz....................... 24 00
B agdad , 10c tin s  .........11 52
B adger, 3 oz..................... 5 04
B adger, 7 oz....................11 52
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B anne r, 5c ..................  5 96
B anner, 8 oz.................... 1 60
B anne r, 16 oz................... 3 20
Belwood M ix tu re , 10c 94
B ig  Chief, 2% oz. . .  6 00
Big: Chief 16 oz..............  30
B ull D urham , 5c . . . .  5 90

.11 50 
6 00

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 otus, 5c . . . .  6 00
S w eet L o tu s, 10c ___ 12 00

B ull D urham , 10c ___10 80 S w eet L o tu s, p e r  doz. 4 85
B ull D u rh am , 15c . . . .1 8  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 
B ria r  P ipe, 5c
B ria r  P ipe , 10c ........... 12 00
B lack  S*wan, 5c ............. 5 76
B lack  S w an. 14 oz. . .  3 50
Bob W hite , 5c ............... 5 90
B ro therhood , 5c ............. 5 95
B ro therhood , 10c . . . .  11 00 
B ro therhood , 16 oz. . .
C arn ival, 5c ..............
C arn ival, 3% ox............
C arn ival, 16 oz...............
C iga r C lip’s  Johnson  
C igar C lip 'g , S eym our 
Id en tity , 8 & 16 o z ...
D arby  C ig a r C u ttin g s  
C o n tin en ta l Cubes, 10c
Corn Cake, -« oz...........
Corn Cake, 7 oz...........
Corn Cake, 6c ..........
C ream , 60c pails  -----
Cut:« hi S ta r , 5c foil . .
C uban S ta r, 16 oz pails  3 72

S w eet Rose, 2% oz. 30 
S w eet T ip  Top, 5c . .  2 00 
S w eet T ip  Top, 3% oz. 38 
S w eet T ips, % g ro  10 08
Sun Cured, H e  ...........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  50
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

39 T h ree F e a th e rs , 1 oz. 63
70 T h ree F ea th e rs , 10c 10 20
39 T h ree F e a th e rs and
40 P ipe com bination  . . 2 25
30 Tom  & Je r ry , 14 O Z . . .3 60
30 Tom  & J e r ry , 7 oz. . . 1 80

Tom  &. J e r ry , 3 c 
T ro u t L ine, 5c . 
T ro u t L ine, 10c 
T u rk ish , P a tro l.

1 45 T uxedo, 1 oz. bags
5 76 Tuxedo, 2 oz. tin s
4 60 Tuxedo, 4 oz. c a r t
5 76 Tuexdo, 16 oz. tin s

; . . .  8 75
___ 5 95
__ 10 00

2-9 5 76
48 
96 
64 
64

.10 23 
79 
77 

. 73
Kid. 1% foil 39

’s Mix, 5c . . . . . .  .5 76
’s Mix. lOo .. . .  .11 Ò2
*s Cam eo, 1% oz 41
i. 5c ................. . . .  5 90
A. 3 oz............. . . .  4 95
A, 7 oz.............. . . . n 50

Chips. 10c 
D ills B est, 1% oz.
Dills B est, 3% oz.
D ills B est, 16 oz.
D ixie 
D uke’
D uke’s 
D u k e’!
D rui 
F  F  
F  F
F ash ion , 5c ..............
F ash ion . 16 oz..........
F ive B ios., 5c . . . . .
F ive Bros., 10c . . . .
F ive ce n t c u t P lug
F O B 10c ..............
Four Roses, 10c ___
Full D ress, 1% oz.
Glad H and , 5c . . . .
Bold B lock, 1% oz.
Gold Block, 10c ........ 11 88

38

.10 70 
29

.11 50 
96

. 72

. 1 44 
39

4 56 
2 70 
2 63 
1 55 

33 
50

Gold S ta r . 16 oz.
Gail & Ax N avy, !
G row ler, 5c ..............
G row ler, 10c ............
G row ler, 20c ............
G ian t, 5c ..................
G ian t, 16 oz................
H and  M ade. 2% oz.
H azel N u t, 5c ............  5 vt>
H oney  Dew, 1% oz. . .  40
H oney Dew. 10c ........ 11 88
H unting , 1% i i  3% oz. 38
I X  L, 5c ......................  6 10
1 X  L, in  pa ils  ............  32
J u s t  S u its , 5c ........... 6 00
J u s t  S u its , 10c .......... 11 88
K iln D ried, 25c ..........  2 45
K ing  B ird , 7 oz........... 25 20
K ing  B ird . 3 oz..............11 00
K ing  B ird, 1% oz. . . .  5 70
L a T u rk a , 5c ............  5 76
L ittle  G iant. 1 lb ..........  28
L ucky S trik e , 1% oz. 94 
L ucky  S trike , 1% oz. 96
I.e Redo, 3 oz...............10 80
la? Redo, 8 & 16 oz. 38 
M yrtle  N avy , 10c . .
M yrtle N avy , 5c . .  
M ary land  Club, 5c
M ayflow er, 5c ..........
M ayflow er, 10c ____
M ayflow er, 20c ..........  1 92
N igger H a ir , 5c ......... 5 94
N igger H a ir , 10c ___10 56
N igger H ead , 5c ..........4 96
N igger H ead , 10c ____9 84
Noon H our, 5c ........... 1 44
Old Colony, 1-12 gro . 11 52
Old Mill, 5c ..................  5 76
Old E ng lish  C urve l% oz 96
Old Crop, 5c ..............  5 76
Old Crop, 25c ............... 20
P. S., 8 oz., 39 lb . cs. 19 
P . 8 ., 3 oz. p e r  gro. 5 70
P a t  H and , 1 oz...........  63
P a tte r s o n  Seal, 1% oz. 48 
P a tte rs o n  Seal, 8 oz. . .  96
P a tte rs o n  Seal, 16 oz. 5 00
P eerless, 5c ................... 5 7#
P eerless, 10c ..............  1 92
P eerless, 3 oz................. 10 20
P eerless, 7 oz................. 23 76
P eerless, 14 oz.................47 52
P laza , 2 gro. c s ..............5 76
Plow  Boy, 5c ...............5 76
P low  Boy, 10c ........... 11 00
P low  Boy, 14 oz............. 4 50
P edro , 10c  11 80
P rid e  of V irg in ia , 1% 77
P ilo t 5c .......   5 76
P ilo t, 7 oz. d o z ............... 1 05

.11 80 

. 5 94 
50 

. 5 76 
96

P ilo t. 14 oz. d o z___
P rin ce  A lbert, 10c . 
Prince- A lbert, 8 oz. . 
P rin ce  A bert, 16 oz. . 
Q ueen Q uality . 5c . .  
Rob Roy, 5c foil . . .  
Rob Roy, 10c g ross 
R ob Roy, 25c doz. . . .

2 10 
96

Tw in O aks. 10c .........  94
U nion L eader, 50c . .  5 06 
Union L eader, 25c . .  2 55 
U nion L ead er, 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 tin  ............. 3 84
V elvet, 16 oz. c a n . . . .  7 68 
V elvet, com b ination  cs 5 75
W a r  P a th ,''S c  ............... 5 95
W a r  P a th , 8 oz............... 1 60
W ave Line, 3 oz.........  40
W ave L ine, 16 oz. . . .  40
W a y  up, 2% oz........... 5 75
W a y  up, 16 oz. pa ils  . .  31
W ild  F ru it ,  5c ................ 5 76
W ild  F ru it ,  10c ............ 11 52
Y um  Y um , 5c .6 00
Y um  Y um , 10c .11 52
Y um  Y um , l ib .,  doz. 4 80

T W IN E  
C otton , 3 ply 
C otton , 4 ply 
J u te , 2 p ly  . .
H em p, 6 ply
Flliix,
W ool,

. . .2 2  

. . .2 2  

. . .1 4  

. . .1 3
m edium  ..............24
1 lb . ba les ........ 6

V IN EG A R
W h ite  W ine, 40 g ra in  8% 
W h ite  W ine, 80 g ra in  11% 
W h ite  W ine, 100 g ra in  13
O akland  V in eg a r & P ickle 

Co.’s  B rands . 
H igh land  app le  c ider ..18  
O akland app le  c id er ..14
S ta te  Seal s u g a r  .........12
O akland  w h ite  p ick ling  10 

P ack a g es  free .

No.
No.
No.
No.

W ICK IN G
0, p e r  g ro ss  ............. 30
1, p e r  g ro ss  ............. 40
2, p e r  g ro ss  ..............50
3, p e r  g ro ss  ..............75
W OODEN W A R E 

B askets
B ushels  ........................... 1 00
B ushels, w ide b and  . .  1 15
M ark e t .............................  40
S p lin t, la rg e  ................. 3 60
S plin t, m ed ium  ........... 3 00
S plin t, sm all ............... 2 75
W illow , C lothes, la rg e  3 25 
W illow , C lothes, sm all 6 25 
W illow , C lothes, m e’m  7 25

B u tte r  P la te s  
W ire  Bind o r  O vals.
% lb., 250 in  c r a t e __
% lb., 250 in  c ra te  . . .
1 lb., 250 in  c ra te  __
2 lb ., 250 in  c ra te  . . .
3 lb ., 250 in  c ra te  . . .
5 lb ., 250 in  c ra te  . . .

C hu rns
B arre l, 5 gal., each  . . . 2  40 
B arre l, I I  ga l., each  . .2  55 

C lo thes P in s  
R ound  H ead.
4 inch , 5 g ro ss  ............... 45
4% inch , 5 g r o s s ............... 50
C artons, 20 2% doz. bxs. 55

Egg C ra te s  and  F ille rs  
H u m p ty  D um pty , 12 dz. 20
No. 1, com plete  ............. 40
No. 2, com plete  ............. 28
C ase No. 2, fillers, 15

s e ts  ............................  1 35
Case, m edium , 12 s e ts  1 15 

F au ce ts
C ork  lined , 8 in ............... 70
Cork lined , 9 in ..............  80
C ork  lined , 10 In ........... 90

Mop S ticks
T ro jan  sp r in g  ............... 90
E clip se  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  mon h e a d s '1 45

P ails
2-  hoop S tan d a rd  .2 00
3- hoop S tan d a rd  .2 35
2- w ire  C able .2 10
C eda r all red  b ra s s  ..1  25
3 - w ire  C able .2 30
P a p e r  E u re k a  ............... 2 25
F ib re  ................................. 2 40
10 q t. G alvan ized  .".'..1 70 
12 q t. G alvanized  . . . , l  90
14 q t. G alvan ized  ....2  10
_ . T oo thp icks
B irch , 100 pack ag es  . .2  00 
W eal ............................... 85

T  rap s
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 ..................  90
R at, sp r in g  .......... .. \ ‘ ] 75
„„ , T ubs
20- n. S tan d a rd , No. 1 7 50 
18-in. S tan d a rd , No. 2 6 50 
16-in. S tan d a rd , No. 3 5 50 
20-in. Cable, No. 1 ....8  00
18-in. Cable, No. 2 ___ 7 00
16-in. Cable, No. 3 IT. 16 00
No. 1 F ib re  ................... 10 25
No. 2 F ib re  ..................  9 25
No. 3 F ib re  ..................... 8 25
L a rg e  G alvanized  ___ 5 75
M edium  G alvan ized  ..5 00 
Sm all G alvan ized  ....4  25 

W a shboards
B ronze G lobe ........... 2 50
D ew ey ............................. 1 75
D ouble A cm e .................3 75
Single A cm e ................. 3 15
D ouble P e e rle ss  ...........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 niversa l .........................’3 00

W indow  C leaners
12 }n......................................   65

ln ......................................   85
16 in . ..................................  30

W ood 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 PIN G  P A P E R
C om 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 an ila  ............... 3
B u tc h e rs ’ M an ila  ......... 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 co u n t 20
W a x  B u tte r , ro lls  ........ 19

Y E A ST  CA K E
M agic, 3 doz....................1 15
S un ligh t, 3 doz.............. 1 00
S un ligh t, 1% doz...........  50
Y east F oam , 3 doz. . .1  16 
Y eas t C ream , 3 doz. . .1  00 
Y east F oam , 1% doz. 58 

A X L E  G R EA SE

1 lb . boxes, p e r  g ro ss  9 00 
3 lb . boxes, p e r  g ro ss  24 00 

BA KIN G  P O W D E R  
Royal

10c size . .  90 
% lb. can s  1 35 
6 oz. can s  1 90 
%!b. c a n s  2 50 
% tb. can s  3 75 
lib .  * can s  4 80 
31b. e n s  13 00 
51b. ens 21 50 

C IG A R S
Johnson Cigar Co.’s Brand

S. C. W., 1,000 lo ts  ___ 31
E l P o r ta n a  ......................... 33
E v e n in g  Press ...............32
Exemplar ........................32

W orden G rocer Co. B ran d  
B en  H u r

P e rfec tio n  ........................... 33
P erfec tio n  E x tra s  ........... 35
L ondres ................................. 35
L ondres G rand  ................... 35
S ta n d a rd  ............................... 35
P u rita n o s  ..............................35
P an a te lla s , F in a s  ............. 35
P an a te lla s , B ock ............... 35
Jo ck ey  Club ......................... 35

COCOANUT
B ak e r’s B raz il S hredded

10 5c pkgs., p e r  ca se  2 60 
36 10c pkgs., p e r  ca se  2 60 
16 10c a n d  38 5c pkgs., 

p e r  ca se  ...................2 60

C O F F E E
R oasted

D w in e ll-W rlg h t Co.’s  B ’ds

W h ite  H ouse, l i b ...................
W h ite  H ouse, 21b...........
E xcelsior, B lend, lib . . . .  
E xcelsio r, B lend, 21b...........

T ip  Top, B lend, l ib .............
R oyal B lend ...........................
Royal H ig h  G rade ........ ! . .
S u perio r B lend ....................
B oston  C om bination  ..........

D is tr ib u ted  by Judson  
G rocer Co., G rand  R ap ids; 
Lee & Cady, D e tro it; Sv- 
m ons Bros. & Co., S ag i
n aw ; B row n D av is & W a r 
ner, J ack so n ; G odsm ark , 
D u ran d  & Co., B a ttle  
C reek ; F ie lbach  Co., T o 
ledo.

S A F E S

F u ll line  of fire an d  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 
an d  s ty le s  on h an d  a t  all 
tim es—tw ice  a s  m any  sa fes  
a s  a re  ca rr ied  by an y  o th e r  
house in  th e  S ta te . I f  you 
a r e  unab le  to  v is it G rand  
R ap id s  an d  in sp ec t th e  
line personally , w rite  for 
qu o ta tio n s .

SOA P
G ow ans & S ons 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 tbs. 4 00 
A cm e, 25 b ars , 70 lbs. 3 80 
A cm e, 100 cakes  ........... 3 25

B ig  M aste r, 100 b locks 4 00
G erm an  M ottled  ...........3 50
G erm an  M ottled, 5 bxs 3 50 
G erm an  M ottled , 10 bx  3 45 
G erm an  M ottled , 25 bx  3 40 
M arseilles, 100 cak es  ..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 oo
Ivory , 6 oz. .......................4 00
Ivory , 10 oz........................ 6 75
S ta r  ......................................3 85

T ra d esm an  C o.'s B ran d

. 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  b x s  2 25

A. B. W rlsley
Good C heer .....................4 00
Old C o un try  ...................3 40

Soap P ow ders 
Snow  Boy, 24s fam ily

size ...........................  3 75
Snow  Boy, 60 5c ......... 2 40
Gold D ust, 24 la rg e  . .  4 50 
Gold D ust, 100-5c . .4  00
K irko line, 24 41b............3 80
P ea rlin e  .........................  3 75
S oapine ..............................4 00
B a o b itt’s  1776 ...............3 78
R oseine .............................3 59
A rm o u r’s ......................... 3 70
W isdom  .............. ..............3 80

Soap Com pounds
Jo h n so n ’s F in e  ............. 5 10
Jo h n so n ’s X X X  ........... 4 25
R ub-N o-M ore  ................. 3 86
N ine O’clock ................... 3 30

S couring
E noch  Morgan’s Sons 

Sapolio, g ro ss  lo ts  . . . . 9  60 
Sapolio, h a lf  gro. lo ts  4 85 
Sapolio, s ing le  bo x es  2 40
Sapolio, h an d  ................. 2 40
Scourine M an u fac tu rin g  Co 
S courine , 50 ca k es  . . . . 1  80 
S courine, 100 cak es  . .  .3 60

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

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

We sell to merchants 
only.

Ask for current cata
logue.

Butler Brothers
New York Chicago 

St. Louis Minneapolis 
Dallas

Local O ption

Liquor
Records

For Use in 
Local Option 

Counties
We manufacture complete 
Liquor Records for use in 
local option counties, pre
pared by our attorney to 
conform to the State law. 
Each book contains 400 
sheets—200 originals and 
200 duplicates. P r i c e  
$2.50. including 50 blank 
affidavits.

Send in your orders early 
to avoid the rush.

TRADESMAN COMPANY
GRAND RAPIDS, MICH.
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BUSINESS-WANTS DEPARTMENT
Advertisements inserted under this head for two cents a word the first insertion and one cent a word for each subsequent 

continuous insertion. No charge less than 25 cents. Cash must accompany all orders.

B U SIN ESS CH A N CES.

W a n ted —A sm all c lean  s to ck  of shoes, 
d ry  goods, e tc . W ould  consider a  b az aa r  
stock . M u st be in  a  live tow n. A ddress 
P u rch ase , c a re  T rad esm an .__________429

F o r Sale—$25,000 g en e ra l s to ck  in  one 
of th e  b e s t tow ns of 5,000, B a rry  coun ty . 
M ight conside r som e d es ira b le  rea l e s 
ta te  a s  p a r t  p ay m en t. H a r ry  T hom asm a, 
433 H ousem an  Bldg., G rand  R ap ids, M ich. 
________________________  428

Good chance  fo r th e  r ig h t m an  to  s ta r t  
a  m e a t m a rk e t, g ro cery  in  connection  
w ith  it. G ive good re fe ren ces . A ddress
No. 427, c a re  T ra d esm an ._____________ 427

B hkery , ice cream , candy  p lan t, w ho le
sa le  an d  re ta il . D oing good business. 
Invoice $2,300. B ig  sacrifice fo r quick  
sale . G oing to  C alifo rn ia . H oham , 
C hestenton , Xnd. 426

W a n ted —F ennv ille  w a n ts  a  re s id e n t 
d en tis t, th e  b e s t location  in  M ich igan  fo r 
a  good d en tis t. A su ite  of room s esp e
cially  fo r a  d e n tis t  fo r re n t in  th e  O pera 
H ouse B lock. E n q u ire  ait D ick inson’s 
C lo th ing  S to re , Fennv ille , M ichigan. 
________________________________________  425

F o r Sale—M o ney-m ak ing  d ry  goods 
business, do ing  $35,000 to  $40,000 y ea rly ; 
sa les can  be in c rea sed ; s to ck  ab o u t 
$10,000; ea sy  te rm s  to  th e  r ig h t m an . A d- 
d ress  W . H . K irby , C alifo rn ia , P a . 424 

S plendid fa rm  lands. E ig h t th o u san d  
(8,000) a c re s  of M in n eso ta  fa rm  lands  
fo r sa le ; b lack  loam , c lay  subso il; som e 
tim ber, n e a r  P a lisa d e , on th e  new  &oo 
R ailro ad ; only a b o u t tw o m iles  from  th e  
M ississippi R iv e r; d iv ided  to  s u i t  p u r 
ch a se rs ; fa ir  p ay m en t dow n, lib e ra l tim e  
on balance. A ddress  P a t  H in es  & Co., 
601 M a n h a tta n  B ldg., D u lu th , M inn.

___________________________  423
Finam clal com pany  dea lin g  in  h igh  

g rad e  in v e stm en t secu ritie s , can  ea rn  
50% a n n u a lly  on ev e ry  do lla r in v e sted ; 
add itio n a l c a p ita l is d es ired ; w ill p a y  1% 
p e r  m on th  now  an d  th re e  o r  fo u r  tim es  
th a t  la te r ;  w ill develop  in to  reg u la r  
ban k in g  business. W rite  fo r p a r ticu la rs . 
U n ited  S ta te s  T ru s t  & F in an c e  Co.,
A m erican  T ru s t B ldg., C hicago, 111. 422

F o r Sale—G rocery , fix tu res, clean
stock . Invo ices a b o u t $1,800. Good
Ealctory city . A ddress No. 421, c a re  
M ichigan T ra d esm an ._______ 421

H o tel—O nly f irs t-c la s s  house in  city . 
B est location . G ood tr a n s ie n t  tra d e . A 
m oneym aker. L a te ly  rem odelled. Good 
reaso n s  fo r  selling . W . L . M arble, G lad- 
stone, M ich. ________________________ 420

W a n te d —A few  h ig h -c la ss  c ream  sep 
a r a to r  sa lesm en . M ust h av e  som e know l
edge of s e p a ra to rs  a n d  be a  b usiness  
g e tte r . H ig h -c la s s  house a n d  w ell 
know n, es ta b lish ed  line of m ach ines. D e
s irab le  te r r i to r ie s  an d  fa ir  sa la r ie s  to  
th e  r ig h t m en. G ive age , experience , s a l
a ry  expected  a n d  re fe re n ces  in  f irs t le t 
te r. A dd ress  S ep a ra to r, c a re  M ichigan 
T rad esm an , G rand  R ap ids, M ichigan.
_____________________________________ 419

F o r R en t—S to re  b u ild ing  in  th e  h u s 
tlin g  v illage of V icksburg , M ich. Six 
liv ing  room s above. E le c tric  lig h t; c ity  
w a te r, e tc . W . J .  S m ith , M cE lvain
H ouse. ________________________ 418

F o r Sale—U p -to -d a te  s to ck  of d ry  
goods, rugs , la d ie s ’ re a d y - to -w e a r  c lo th 
ing, in  co u n ty  s e a t c i ty  of N o rth e rn  
Illinois. P o p u la tio n  5,000. W ill invoice 
abo u t $25,000, in c lud ing  fix tu res . R a re  
o p p o rtu n ity  fo r w ide aw ak e  business 
m en. F ix tu re s  a n d  s to ck  m u s t be  sold 
w ith o u t delay . B a rry  B ros., G alena, 111.
_______________________________________417

F o r R en t—O nly s to re  in  village, fo u r 
m iles from  n e a re s t tow n. C heese fa c 
tory , b lacksm ith  a n d  m ach ine  shop, tw o 
churches, school. F in e  b usiness  poin t. 
No old s to ck  to  buy. O. M. P ea rl, R. F.
D. No. 15, StiepardsvlU e, M ich._______416

An In te lligen t m an of 32 w an t*  a  b u s i
ness connection  w h ere  good ju d g m en t, 
abso lu te  in te g rity  an d  clean  h a b its  a re  
valued . H ave n a tu ra l selling  ab ility  and 
ad a p tab le  to  m ost a n y  line of w ork . E s 
pecially  fa m ilia r  w ith  m edical and  drug 
lines. T rav e lin g  connection  w ould be 
considered . L. E . H ., c-o  T ra d esm an .
_______ 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 ap ids.______________ 405

F o r  Sale—C lean, 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 . 
R eason, 111 health!. A d d ress  N o. 404, 
c a re  T ra d esm an ._____________________ 404

F o r  R en t—In  a  c i ty  o f 3,000 in h a b 
i ta n ts , a  b ric k  s to re  bu ild ing , 22 x  70. 
A fine location . A  sp lend id  open ing  fo r 
a  h a rn e ss  shop. O nly one in  the  city . 
A ddress A. J .  H a g g a r t ,  G ran d  L edge, 
M ic h .________________________   402

F o r  Sale—Good clean  s to ck  o f d rugs , 
d ru g  su n d rie s  a n d  p a in ts . E . E . H ick 
m an , W a rsaw , In d ia n a . 401

F o r Sale o r  F o r  R en t—S to re  on E x 
ch an g e  s tre e t, G eneva, N . Y. N ew  up- 
to -d a te  th re e -s to ry  bu ild ing  an d  b a s e 
m ent, 44 foo t 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  shelv 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 yea rs . If  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 it  fa rm  fo r 60 
c e n ts  on th e  dollar. Send y o u r ad d ress  
fo r  fu ll p a r tic u la rs . A ddress A. C. 
G ongw er, R ea l E s ta te , H a r t ,  M ichigan.

399
C. W . R eim er, A uctioneer, m e r

ch an d ise  and  rea l e s ta te  sa le s  a  sp e
c ia lty . W rite  fo r  d a te s . A reola, 111. 
_______________  396

N o b e t te r  fa rm  a n d  f ru it  lan d s  in  
M ichigan. 800 ac re s , 120 a c re s  cleared , 
320 a c re s  fenced, w ell w a te re d  a n d  only 
tw o m iles from  B oyne C ity, M ich. F o r 
p a r t ic u la rs  w r ite  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  an d  h an d  corn  popper, No. 62 o r 
70 K in g ery ’s p re fe rre d . G ive all 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 e a lth  com pels m e 
to  sell m y g ro cery  bu s in ess ; w ill s a c r i-  
fie fo r ca sh  A ddress A v ery 's  G rocery, 
H ow ard  an d  L aw ren ce  s tre e ts , S outh  
Bend, Ind.____________________________408

F o r  Sale—C heap  fo r cash , hom e b a k 
e ry  a n d  lunch room . B uild ing , liv ing  
room s, b ak e  oven a n d  fu rn ish in g s . Only 
oven in  tow n. B ox 456, B ella ire , M ich. 
____________________  406-•

F o r  Sale—W holesa le  b ak in g  business  
in  s o u th e rn  M ich igan  c ity  of 50,000 
popu la tion , do ing  good business. W ill 
se ll a t  a  sacrifice  if  sold in  30 days. 
R eason  fo r  selling , o th e r  business . A d- 
d ress  No, 390, c a re  T ra d esm an ._____ 390

F o r Sale—U p -to -d a te  w holesale  and  
re ta il b ak e ry , cand ies, ice cream , lunch 
an d  tobacco b usiness . C an  be bo u g h t 
cheap . Good reason  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 es-  
m an.__________________________________ 387

F o r  S ale—G enera l s to ck  in  a  co u n try  
»own. In v en to rie s  a t  p re s e n t tim e  so m e
w here  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 Sale—A t d iscoun t, c lean  s to ck  
d ry  goods an d  g roceries, invoices abo u t 
$3,500. In  to w n  1,500. W e ste rn  M ich
ig a n ’s th ick ly  se tt le d  f ru it  b e lt a n d  g e n 
e ra l farm ing . Good reaso n  fo r selling. 
A ddress No. 407, c a re  T ra d esm an .

407

F o r Sale—F o r  h e a lth  reasons, w ell lo 
ca ted  an d  long es tab lish ed  shoe  s to re  in 
g row ing  c ity  of 30,000, in  M ichigan. 
C lean s to ck  ab o u t $8,000. M odern fron t, 
low re n t, do ing  A1 ca sh  business. A d
d re ss  E d w ard s , c a re  T rad esm an , G rand 
R apids._______________________________430

F o r Sale—A n old es tab lished , good
p ay ing  g rocery  business. B est location  
In D etro it. D esire  to  sell on ac coun t ot 
poor h ea lth . A g ra n d  ODportunity fo r 
th e  r ig h t m an. A pply 229 V an D yke
A ve., D etro it, M ichigan. 431

I b rin g  b u y ers  and  se llers  to g e th er. 
W rite  m e if you w a n t to  buy, sell or 
exchange a n y  k ind  of b usiness  o r rea l 
e s ta te  anyw here . E s ta b lish ed  1881. 
F ra n k  P . C leveland, 1261 A dam s E x p re ss  
B ldg., C hicago, Illinois. 357

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 c a p ita l to  m anage, en la rg e  an d  
ex tend  business . B es t of references. 
A ddress P . O. B ox 313, Polo, 111. 414

P r in tin g —250 envelopes, 150 le tte rh e a d s  
an d  125 b usiness  ca rd s , p rin ted  an d  p o s t
paid  fo r $1. C has. C ham pion, G ladstone, 
M ichigan. 413

F o r R en t—S even -room  house, new ly 
d ec o ra ted  a n d  p a in ted , gas , b a th , e tc . 
D andy  location . Good neighbors, qu ie t, 
n ea 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 Ave., G rand  R ap ids, M ich. T a k e  
M ich igan  s tr e e t  ca r. '  384

F o r Sale—5,000 a c re s  v e ry  cho icest c u t 
o ver hardw ood  land  in  N o rth e rn  M ichi
gan . W ill m ake th e  p rice  r ig h t an d  m igh t 
ta k e  som e o th e r  p ro p e rty  o r  a  good s tock  
of m e rch an d ise  a s  p a r t  p ay m en t. A d
d ress  H a rry  T hom asm a, 433 H ousem an  
Bldg., G rand  R ap ids, M ich. 379

$3,800 equ ity  in  s to ck  an 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 ud ing ton , M ichi
gan . 345

I p ay  cash  fo r s to ck s  o r p a r t  s tocks  
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  cash , s to ck  of g en e ra l 
m erchand ise , c lo th in g  o r  shoes. A d
d ress  Box 112, B ardo lph , 111. 315

S alesm en  A tte n tio n —F o r  a  specia l o r 
s ideline, send  fo r a  N o rth e y  re fr ig e ra to r  
ca ta lo g  No.12, 170 pages. I t  h a s  all k inds  
of re fr ig e ra to rs  fo r  eve ry  purpose  a n d  can  
be sold an y w h ere . W rite  today . N o rth ey  
M an u fac tu r in g  Co., W aterloo , Iow a. 258

F o r Sale—G enera l s to re  s tock  a n d  fix
tu re s , in v e n to ry in g  a b o u t $2,000. Only 
s to re  in  in lan d  tow n, 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 
a rd s  vile, R. F . D ., N o. 13, M ichigan.

356
Spot cash , quick  ac tio n , a  f a ir  p rice  

is  m y w ay  of buy 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 , anyw here . W ill ad v an ce  m oney 
on a n y th in g  sa leab le . A ddress No. 366, 
c a re  T ra d esm an . 366

F o r Sale—C heap, M cC askey, A m erican  
a n d  S im plex  acco u n t sy stem s, second 
hand . F o r  p a r tic u la rs  w rite  A. R . H en s- 
ie r, B a t tle  C reek, M ich._____________ 299

W ill p ay  ca sh  fo r  s to ck  of shoes 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 rand  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 have been closing  out 
m e rch 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 
ou t, w rite  fo r  a  d a te  to  m en w ho know  
how . A ddress F e r ry  & C aukin , 440 S outh  
D earbo rn  S t., Chicago, 111.____________134

F irs t-c la s s  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 
change fo r a' f irs t-c la ss  fa rm  ol ¿00 or 
300 ac re s . W ill p ay  ca sh  d ifference if 
n ecessary . 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 c lean  u p - to -d a te  s tock  
of d ry  goods, g roceries, shoes, in  tow n 
1,250 “ T hum b  M ich igan .’’ Good b u s i
ness, exce llen t chance . ■ H ea lth , A ddress 
No. 361, c a re  T ra d e sm a n. 361

S afes O pened—W . L. Slocum , sa fe  ex 
p e r t  an d  locksm ith . 97 M onroe Ave., 
G rand  R ap ids, M ich.________________ 104

H E L P  W A N TED .
W a n ted —C lerk  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, pa re  T ra d esm an . 242

W a n t ad s . con tinued  on n e x t page.O/ficc Statidiuru
U t T1 R n o t é  h e a d s

ENVELO PES^' T RADESMA* 
COUNTER BILLS. COMPANY.

y o u  ARE ALW AYS SURE of a sale 
* and a profit if you stock SAPOLft). 

You can increase your trade and the 
comfort of your customers by stocking

HAND SAPOLIO
at once. It will sell and satisfy.

HAND SAPOLIO Is a special toilet soap—superior to any other la countless ways delicate 
aseufh for the baby’s skin» and capable of removing any stain.

Ceets the dealer the same as regular SAPOLIO, but should be sold at 10 sent» per sake.
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ME N  OF  MARK.

E. S. Roe, President Michigan Feder
ation of Retail Merchants.

E. S. Roe was born in Buchanan, 
February 3, 1864. His father was of 
English and Scotch descent. His moth
er was of German descent. His father 
was a contractor and later in life a 
manufacturer of interior finish and 
lumber, operating at one time as many 
as five sawmills. When he was 6 years 
of age his parents removed to a farm 
in the edge of the town where he was 
introduced to the art of raising grain, 
as well as hogs and cattle, and early 
learned the use of the hoe. He was 
put in the harness at an early age and 
when he was 8 years old handled a 
team in the field along with the older 
men and at 13 insisted that he was a 
real man and did all kind of things that 
anyone could do, and about as much. 
In the meantime he was permitted to 
work in one of his father’s sawmills 
and learned to make lumber out of 
logs and acquired all the details, from 
felling the trees in the forest to mak
ing them up into moldings and interior 
finish. He attended the public schools 
winters and graduated from the High 
school of Buchanan at 17. He also at
tended the university of Valparaiso, In
diana, for two winters and graduated 
in the business department in March, 
1883. His longest school year was 
twenty weeks, but, by close attention 
and much night study, he .managed to 
keep in the procession and accomplish 
as much as could be expected under the 
conditions. In January, 1884, he formed 
a copartnership with his father and 
uncle and engaged in the hardware 
business in Buchanan under the style 
of Roe Bros. The uncle shortly after
wards retired from the firm and in 1893 
he purchased his father’s interest, since 
which time he has conducted the busi
ness under the style of E. S. Roe.

Mr. Roe was married Nov. 2, 1887, 
to Miss May Tichenor. Their son Fred 
was born in 1889 and their daughter 
Mildred in 1892. Fred graduated from 
Purdue in Mechanical Engineering in 
1911 and from the Michigan University 
in Electrical Engineering in 1912 and 
is now holding a position with the 
Bucyrus Co., at Evansville, Indiana. 
Mildred holds three degrees from Vir
ginia College at Roanoke, Va., and is 
enjoying a much needed rest at home.

Mr. Roe has taken several degrees in 
Masonry and has been Secretary of 
Buchanan Lodge, No. 68, for thirteen 
years. He is a member of the Knights 
Templar at Niles and the Mystic Shrine 
at Grand Rapids and the Elks of Do- 
wagiac. He is also a Woodman and 
is affiliated with several other organiza
tions'.

Mr. Roe was President of the Michi
gan Retail Hardware Association in 
1911-1912 and is now President of the 
Michigan Federation of Retail Mer
chants.

Mr. Roe has two hobbies—horses and 
automobiles. He owns one of each. 
He attends the Presbyterian church and 
attributes his success to keeping ever
lastingly at it. He has been a member 
of the school board of Buchanan for

several years and is universally respect
ed because of the many sterling quali
ties he possesses.

Opening M eeting of the Michigan 
Federation of Retail Merchants.

The first annual meeting of the Mich
igan Federation of Retail Merchants 
opened in the Association of Commerce 
rooms yesterday afternoon, with Presi
dent E. S. Roe, of Buchanan, presid
ing. The attendance was not large, but 
it was representative of some of the 
strongest retail merchants associations 
in the State. President Roe is a form
er president of the Michigan Retail 
Hardware Association. Secretary F. 
M. Witbeck, of Lansing, is Secretary 
of the Michigan Implement and Vehicle 
Dealers Association. Among others 
present were J. T. Percival, of Port

Huron, Secretary of the State Retail 
Grocers Association, President Carroll 
I*'. Sweet, President of the Grand Rap
ids Association of Commerce, and W. 
A. Decker, Secretary of the Michigan 
Master Plumbers Association. Dean 
White, of St. Mark’s Procathedral, 
opened the session with an invocation. 
President Sweet, in behalf of the Asso
ciation of Commerce and the city of 
Grand Rapids, welcomed the convention 
to the city and President Roe, for the 
Association, responded and followed 
with his annual address. President 
Roe’s annual address was well received 
and its many valuable suggestions will 
serve as a guide for the Association’s 
activities. The President’s address and 
also the annual report of Secretary 
Witbeck will be found in another col
umn.

President Roe announced the follow
ing committees:

Entertainment—Wm. A. Decker, Lee
H. Bierce and Adrian DeWindt.

Legislation — C. L. Glasgow, Nash
ville ; C. J. Hill, Jackson ; L. R. Stick- 
ney, Traverse City.

Transportation—E. L. Ewing, Grand 
Rapids.

Publicity—E. A. Stowe, Grand Rap
ids ; C. A. Day, Detroit.

Nominations—F. M. Witbeck, Lan
sing ; Carroll F. Sweet, Grand Rapids ; 
J. T. Percival, Port Huron.

Instead of carrying out the program 
arranged for the afternoon the constitu
tion was taken up and given a thorough 
revision. The original constitution, 
adopted at the meeting in Lansing when 
the Association was organized, was to 
a large degree tentative and the revision 
was to put it into more workable form. 
In essential features it remains the 
same.

No program had been arranged for

the evening and the members visited 
around among themselves and with the 
local business men. The program for 
to-day calls for morning, afternoon and 
evening sessions and the attendance is 
larger. Lee M. Hutchins and Guy W. 
Rouse are scheduled for addresses to
day and to-night Arthur L. Holmes, of 
Detroit, will speak. W. E. Mellinger 
will speak during the day on the rela
tions of the retailer and the wholesaler, 
as viewed by the traveling man. E. L. 
Ewing was to have spoken on transpor
tation, but was out of the city on busi
ness.

Letters of greeting or of regret were 
received from J. R. Moorhead, Secre
tary of the National Association, Hugh 
Connelly, Secretary of the Detroit Re
tail Jewelers’ Club, Abe Rosen, Secre
tary of the Michigan Retail Clothiers 
Association, and others.

As a matter of fact, most of our 
troubles amount to very little.

W ill Curtail Church and Union  
Labor Graft.

Kalamazoo, Sept. 17—The Retail
ers’ Agreement regarding scheme 
advertising, which has been in force 
about three weeks, has already shown 
results in reducing the number of 
advertisiig schemes which are con
tinually before the merchant. In 
substance, the agreement! requires 
that those having advertising 
schemes shall first present them to 
the credential committee of the Com
mercial Club for sanction, without 
which no subscriber to the agree
ment will patronize the advertising 
scheme. Placards have been printed 
which serve as a notice to the solic
itors of the merchants participating 
in this agreement and can be secured 
by any merchant in the city upon 
application to the Secretary of the 
Commercial Club. More than two 
hundred merchants have already 
placed these placards in their offices 
and it is hoped eventually to extend 
the system to include every business 
house in the city.

The Sunday-closing law for pos‘- 
offices recently enacted has been so 
far modified in its interpretation that 
hotels and newspapers will continue 
to receive their mail on Sunday, as 
formerly. Congressman Mann, who 
is responsible for the law, says tha* 
he urged it, not for religious reas
ons, but because he knew from per
sonal experience that “one can get 
along all right without Sunday mail.” 
But how about the young man who 
is waiting for that letter that failed 
to come on Saturday?

A commercial traveler says that he 
can identify members of his profes
sion in the hotel dining-rooms by 
their habit of drinking their coffee 
“left-handed.” He says that many 
traveling men have adopted this habit 
because when they drink “left-hand
ed” they drink from the side of the 
cup that isn’t generally used. This 
is one of those customs the value of 
which will lessen as it becomes more 
general—or as dish-washing becomes 
more of a fine art.

You never knew laziness to help a 
man to get rich or to make good in 
any way. It’s the fellow who keeps 
busy that gets to the top in the end.

B U SIN ESS C H A N C ES. “
C ash  paid  fo r stocks' o r p a r t  s to ck s  of 

m erch an d ise . C orrespondence  s tr ic tly  
confidential. O wen C ash  S ales Co., L. B. 
423, L ansing , M ichigan.______ _______ 434

M erch an ts—W e  w ill ad v e rtis e  you r 
stock , a r ra n g e  i t  a n d  sell i t  a t  auc tion  
a t  p rices  th a t  w ill m a k e  you m oney. R e 
fe r  you to  m e rc h a n ts  you know . C or
respondence  s tr ic tly  confidential. Owen 
C ash  S aes Co., M erch an d ise  A uctioneers,
T .' B. 423, L an sin g , M ichigan. 433

H E L P  W A N T E D .
W a n ted —S ale sm an  fo r es tab lish ed  s h ir t  

an d  u n d e rw ea r  line. H . M. Joyce  & Co., 
242 P e a r l S t., G rand  R ap ids, M ich. 432

Store and O ffice Fixtures
One Jew elry  o u tfit com plete , including 

la rge  sa fe , fine enough fo r an y  sto re . One 
oak  drug  ou tfit, com plete  w ith  p re sc r ip 
tion  case, w ork  board , e tc . One m a 
hogany  con fec tionery  ou tfit. T h e se  a re  
all b a rg a in s  and  In fine condition . Show  
cases  of ev e ry  d escrip tion . A fine line 
of tobacco , w all and  floor cases. All 
k inds of office desks and  ch a irs , safes, 
S tru b le r’s com pu ting  sca les, a re  o f th e  
h ig h e st qu a lity  and  p rices  a re  r ig h t. C ash 
reg is te rs , de ta il and  to ta l adders . Coffee 
m ills, cou n te rs . W e m ay  have Ju st w h a t 
vou req u ire  in seco n d -h an d , and  you save 
th e  m oney. M ichigan S to re  &  Office 
F ix tu re  Co., 929-931 O tta w a  Ave., N. W ., 
G rand R apids, M ich. 43S

E. S. Roe



“I Told You So”
Pouring vinegar into an open wound will 

sooth and heal it just as effectually as “I told 
you so” will correct a mistake.—W. L. Brownell.

When your trouble comes, when the fire de
stroys your books of account or the thief steals 
your money we shall simply feel sorry for you. 
We shall not say “I told you so.” But we do say  
right here and now, and we say it candidly too, 
that if  you are not already supplied, you should at 
once place in your store or office a good dependable 
safe. We can save you money, big mon&y, and also 
furnish you w ith the best safe made.

WRITE US TO-DAY AND LET US GIVE YOU 

FURTHER INFORMATION

Grand Rapids Safe Co.
' % Tradesman Building

G ra n d  R ap id s , M ich ig an

How About
YourPrinting?

+J^YHIS QUESTION is a very pertinent one 

for business men, because every day Busi

ness Printing takes on added significance as a 

factor in trade. Time was when any sort of print

ing would do, because not much was expected 

of it. but nowadays printing is expected to create 

and transact business. For this reason, good 

printing is exceedingly necessary in every line 

of business.

We have been producing good Business 

Printing for years. We have kept pace with 

the demands for the best in printing. As a 

consequence, our printing business has grown 

splendidly. We have been compelled to enlarge 

shop facilities, to increase equipment quite reg

ularly. We have the requisite mechanical equip

ment, and with one of the best equipped, as well 

as the largest printing establishments in Western 

- Michigan, we are in the very best position to 

give to the business man the highest standard of 

good Business Printing.

This includes everything, from envelopes to 

the most elaborate catalogues.

We respectfully solicit your patronage, giv

ing the assurance that all orders will not only be 

promptly executed, but the printing will come to 

you in that quality of excellence you desire, and, 

withal, at as reasonable a price as it is possible 

for us, or anyone else, to deliver good printing.

Orders by letter or by phone will receive 

prompt attention, and, if you desire, a qualified 

representative will wait upon you without delay.

TRADESMAN COMPANY
< GRAND RAPIDS, MICH.



H o o d ’s B u llse y e  B o o t
Build Up Your Rubber Boot Trade

This Agricultural Boot 
will do it

Special pure-gum construction

White Rubber 
Soles
They wear

Like Automobile Tires 

Probably no boot equal t« the

Bullseye Boot
$3.25 per pair. has ever been put on the market

Net 30 days. No discount.

. Specially Constructed for Miners @ S3.35

Grand Rapidsfthoe ARubberCo.
Largest Rubber Dealers in Michigan 

The Michigan People Grand Rapids

In Planet Line Welt 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.

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

T h e  H o o sier S ch o o l S h oe
P’or girls and young women is a specialty which has attained great favor 
from the retail shoe merchant. We make them in heavy Dongola, Gun 
Metal Calf and Mule Skin, and we sell them at prices that give the re
tailer a wide margin of profit.

TAPPAN SHOE MFG. CO. :: Coldwater, Mich.


