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THE PEOPLE’S POET
He stood in the dust of the highway,

Where the throngs of the World go by, 
And humanity’s ceaseless clamor 

Beats up to the quiet sky.
And ever his eyes were wistful,

And still as he sang he smiled,
For in the breast of the Poet

There dwelt the heart of a Child.

To help them, only to help them—
Men of the crowded street,

Who had lost the echoes of Eden 
In the trampling of restless feet; 

Chasers of Phantom Folly,
Slaves of the God of Gold;

To waken their hearts unloving—
This was his dream of old.

So he sang of Youth Eternal,
Of the joys of the Common Way,

Of the light in cottage windows,
Of the kiss at the close of day;

He sang of God’s green meadows,
Of haunts to a child’s heart dear,

Of Love, and of Home and Mother,
Till the world-worn paused to hear.

But always the Critics scorned him:
“Silence, thou earth-chained Thing.”

He answered them, sadly smiling:
“Like the birds I needs must sing.”

“Then chant us a mighty epic 
Of the surge of unsailed seas,

Or the Race-trend.” “Nay, my brothers,
I have no songs of these.”

So he sang on, all unheeding,
And the hopeless hoped once more,

And he gave of the balm of laughter 
To hearts that were sick and sore;

And the souls of the weak were strengthened, 
And selfish eyes grew dim 

With the blessed tears of P ity -  
All through the songs of him.

And when at last he was silent,
They wove him no crown of bay 

Nor laurel—but dusty blossoms
That border the World’s Highway;

And they quarried no lofty column 
To boast of a fleeting fame,

But deep in the hearts of the People 
Is graven their Poet’s name.

Eleanor Duncan Wood in Ladies Home Journal.

■HE man who starts out with the idea of getting rich won’t succeed. You must have 
a larger ambition. There is no mystery in business success. If you do each day’s task 

successfully, stay faithfully within the natural operations of commercial law, and keep your 
head clear, you will come out all right.—John D. Rockefeller.
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The Prompt Shippers

Grand Rapide, Mich.

Putnam’s
Menthol Cough Drops

Packed 40 five cent packages in carton 
Price $1.00

Each carton contains a certificate, ten of 
which entitle the dealer to

ONE FULL SIZE CARTON 
FREE

when returned to us or your jobber 
properly endorsed

PUTNAM FACTORY, National Candy Co. 
Makers

GRAND RAPIDS, MICH.

The Agency for

RougeRex 
Shoes

is a valuable asset to 
any shoe dealer

W e want the best dealer in every town 
to represent us.

Drop us a card and our salesman will 
call on you with the new spring line. 
When you see it you will want it, and, 
best of all, farmers and other laboring men 
are looking for it.

Hirth-Krause Company
Hide to Shoe

Tanners and Shoe Manufacturers

Grand Rapids, Mich.

Notice
The soothing effect of 
pure foot comfort in this 
plain toe Goodyear welt. 
It is the best shoe ever 
devised for high instep- 
ped short and wide feet. 
Heavy or light leathers, 
blucher or bal.

Rindge, Kalmbach, 
Logie & Co., Ltd.

Grand Rapids, Mich.

Lautz S n o w  B oy Washing Powder
Buffalo, N. Y.
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W H E N  T H E  F IR E  B E L L  R IN G S.
There are places of business in 

which the first call of the unusual 
brings all the clerks to the doorway, 
even though there are customers 
waiting at the same time. A stranger 
who is honest does not relish the 
situation on finding himself suddenly 
left alone, every one in charge having 
made a wild rush for the door at the 
indication of a little excitement. It 
lie is honest, lie fears what may hap
pen and speedily follows, though lie 
cares not a whit for the dog tight or 
petty skirmish outside.

He may be in a hurry, and this 
little unexpected hindrance means to 
him the missing of a car. The business 
man usually counts his time closely, 
and this foolish delay is an exhaustion 
of patience and good nature. Or he 
may take the treatment as unpardon
able indifference or a direct personal 
snub. Certainly he will have a very 
poor opinion of the firm which thus 
trivially regards its own business. He 
has seen petty street parades 
and the pony and the monkey 
trick fail to appeal; the fight which 
originated in a saloon across the way 
should be kept there until the police 
have taken it in charge; and the alarm 
of fire, which means only the exercise 
of the new team in charge of the 
engine or the prank of some small 
boy. scarcely warrants a total cessa
tion of business for the time.

If a parade worth seeing is coming, 
arrange for it and have at least one 
attendant who can be ready for serv
ice if needed. If some unexpected 
excitement comes up, be sure it is 
worth the trouble before you indulge 
in a general rush to the front, obliv
ious to the fact that a customer is 
in waiting. At least it is only 
courteous to ask him if he wants to 
see the sight. Take him with you n 
he wishes or attend to his wants. 
Play may combine with work at times, 
but it should not be allowed to take 
the whip and reins.

T H E  C A R E E R  O F A MAN.
An employer once said to an em

ploye who wanted to leave him and 
take a belter position with a rival 
house:

"J cannot allow my biased business 
interests to counsel you at this time.

It is too great a responsibility for 
me to influence the course of a man'- 
career. What you do at this point 
may effect your whole life. You aie 
welcome to stay with us and you are 
as welcome to go—I won't urge or 
advise.”

Not every employer won hi ‘alee 
that stand. Many would th ’nk so 
much of their own interests that they 
would talk a man out of taking ad
vantage of the opportunity of his life. 
Nothing is gained by such methods. 
When a bird is really hatched it does 
no good to try to keep tlu  shell 
around it a while longer.

Another employer, under similar 
circumstances, said: “'If it were mere
ly a matter of money, I would pay 
you as much as the other concern 
will; but 1 think there is a good future 
for you in that place and 1 advise, 
you to take it.”

Another said: "I know ol a good 
opening for a man like you. There 
isn’t much ahead of you here, and 
while I should hate to lose you, I 
cannot refrain from telling you ol 
such a good opportunity.”

Perhaps the future will bring more 
of such friendly relations between 
employe and employer—a keen inter
est in the welfare of the individual 
worker, aside from immediate busi
ness advantage.

H O L D  Y O U R  T E M P E R .
The time must come when no man 

will be called great until he is a gen
tleman. I stood one day near the 
door of a private office of a "great" 
manufacturer. A boy who had been 
sent to the files returned and handed 
him a paper. It was the wrong date. 
The manufacturer had asked for 
“Thursday the 17th," and the boy had 
brought "Thursday the Kith—the man 
was wrong. It was the “ 17th” that 
he really wanted. As soon as lie had 
been given the wrong copy the “great 
man” flew into a rage and actually 
swore at ihe boy—a volley of epithets 
and ugly remarks. The boy, crushed 
and saddened, went and got the paper 
wanted.

I learned afterwards that this “great 
man” goes through a similar perform
ance with any of his employes on the 
slightest provocation.

Such a man causes untold misery 
and is a blight on the lives of those 
around him. He should never have 
authority over others, no matter how 
“great” he may be in other ways. 
The time may come when such men 
will find it impossible to get others 
knowingly to work for them at any 
price. Something should be done to 
check the juggernaut of brutal temper 
that it may not be driven with the 
force of business authority over the 
lives and hearts of the world’s patient 
workers.

W H E N  JO H N N Y  CO M ES.
It was an easy matter to turn off the 

little lad when there is a rush of 
trade. Of course the great Mr. Brown 
does not want to wait while the little
barefo ot boy makes a purchase, an :1
so the; child is shoved 1back until the
big illan gets his cigar and is :tWay.
M cant ime a woman steps in and
Johnny is stil 1 not the preferred dis
turner She may find selections dilli-
cult, il rd the child, as he waits, ilond-
ers oni the justice of thin;gs and, it may
be, quietly sli ps out and seeks a place
where his pressence is appreciated.

The re are several factors involved
in the small boy problem. He may be
sent I,v a par cut who is in hast;: and
will :is quick:ly resent the si iglit to
the boy as lo himself. ln fac t. we
have known |icople whi 1 would ratlier
lie sli ghted themselves than to have
one of their cchildren snubbed—and so
have you known such people. I'll ere
may be a pe rsonal incon veni enee or
Wêê» through this del:|| | which will
not 1:>e soon forgotten . The child
who is told t<i hurry am1 is thus hor the
time tied up will be very certntin to
look elsewhe•re next time. 11c-ides.
lie is growing, and before lorl g  lie
will 1be able to comm arici atte ir.ii in.
and will prefer to go where he could
attrae•t favor able no tice when ;t lad.
The 1jolicy pi•oblem is p»resent, e>ceil in
the case of the small child, if you 
have no higher one.

The tactful man notices the small 
b o y  as quickly as the adult Me rec
ognizes the courtesy and the right.-, 
due to him If for any reason it 
seems wise not to wait upon him in 
his turn, it is at least a right due to 
him to ask if he is in a hurry; and il 
the order is only candy or gum, lie 
will wait respectfully, perhaps getting 
an extra stick as a reward. Turning 
him back just because lie is small is 
a losing game every time, as it de
serves to be. Give the child his rights 
and he will be made more manly. 
Suppress and the slight reflects in the 
proper place. A lad soon learns to 
know in what good usage consists.

M A T C H IN G  C O LO R S.
This is at times by no means an 

easy trick and the purchaser who 
finds, on reaching home, that the 
sewing silk which seemed all right 
in the dimly lighted store is two 
shades too light or contains elements 
of color wholly foreign to the article 
desired is often more disappointed 
than words will express. It is not easy 
for any one but an expert to match 
where exactness is required. Espec
ially is this true when a different 
material enters into the problem. Silk 
and satin have a lustre which tells— 
and sometimes in the wrong direction.

Not every one can distinguish be
tween colors, even in their simple

form. While color blindness as known 
scientifically is rare, the color blind
ness which comes through lack of 
training and cannot tell blue from 
green is all too common. There are 
clerks whose sense of color is not 
especially acute. There are those who 
deem it a small matter if the match
ing is not exact. There are some 
who have cultivated a naturally good 
eye until the smallest deviation in 
tints is readily detected.

It is a real advantage to have a 
clerk whose eye is thus trained. It 
will pay you to develop his strong 
characteristic and to impress upon 
your patr ins the fact of his excellence 
in this regard. When Mrs. B. is Inly
ing a new silk, if there is the least 
question in regard to trimmings, call 
up your specialist and get him down 
to his best work. If this is well 
done she will appreciate the fact and 
will give him the next little problem 
of the kind which comes to her to 
work out. More, -.he will tell her 
friends that he has the best eye for 
matching color of any one in town. 
Presently your specialist has become 
the specialist of the people. They 
have found out that he can tell the 
shades of color better than they, and 
when he has matched goods the re
sult is always good. And if lie can’t 
match—it is wise to avoid a question
able combination.

G O L D E N  EGGS.
Spontaneity is the goose that Jays 

the golden eggs. Many men manag
ing a business nr a part of a business 
—usually a part—think they can kill 
the goose and get all the eggs at 
once, but the results are in accord-
an ce with the ancient tradi tion.

Di, 1 yoi1 evei• see :i manager who
dr 0 V c■ liis men so til ey mutten; i  as
til wen t abo ut the■ir work? Did
y  C»U 1lOtlCi? that their spoilt;aneit}f w a .5
at a low ebb? Did you see them
WÏltd I t l i e clodi, and conn t the min-
lit es :until closin g time ? Did you. hear
them talk ing behind his b-ach ? Did
y c>u see them hiding the facts from
ili n i ? And did you see any golden

A gain, <lid VCm ever■ see a manager
\vlfio gave• his men credit for being
111en- -win » exp ected much of them,
left much to them and let them tee! 
his confidence in them—who gov
erned by ideals instead of by fear’ 
And did you see the enthusiasm with 
which his men worked? Did you see 
the intelligent interest they took in 
every detail? There’s where you saw 
the golden eggs.

Maybe you are some sort of a man
ager yutrself. Which kind of a man
ager arc you?

Every employe has more to do with 
the amount lm earns than has the 
employer.
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RETAIL ORGANIZATION.

Some Benefits Derived From Local 
Associations.

Port Huron, Oct. 8—A Complet, 
credit rating may be obtained on any 
prospective customer. This is fur
nished by the local secretary upon a 
request from a member, the local sec
retary keeping a record of persons as 
to how they pay their debts or obliga
tions. If a call should be made by a 
member for information upon a per
son who is not recorded, then the 
local secretary at once secures the in
formation by personal investigation 
and reports back immediately to the 
member making the request, the in
formation secured. The information 
is given by the “key” system, which 
shows the number of people report
ing the debtor and also how each 
rates him, but the name of the mem
ber rating the debtor is not given. 
This is done for their protection. If 
a member should desire information 
on a debtor who has moved from or is 
now living in another town or city, 
it will be furnished him by the home 
office through the local secretary and 
this feature alone is very valuable, 
as it enables members to secure rat
ings upon members anywhere in the 
United States.
Collecting Slow and Delinquent Ac

counts.
Accounts of this character are first 

listed with the local secretary, if 
there is one, who enters it, furnish
ing a copy of the same to the home 
office. If there is no local secretary, 
then the member sends the account 
direct himself to the home office 
ind it is there entered.' Listing blanks 
are furnished for this purpose upon 
which a member may list as many as 
fifty accounts upon each blank. This 
is done so as to make it as convenient 
as possible for the member. The best 
points to all systems used for collect
ing slow and delinquent accounts have 
been combined and, therefore, this 
system is very efficacious in causing 
debtors of this class to pay. It wakes 
up the dead.-beat to a sense of his 
duty and responsibility. The system 
used is by no means a harsh one and 
the debtors pay willingly without any 
ill feeling toward the creditors. This 
system is just as effective upon per
sons living in other states as it is 
upon persons living in the same town 
as that of the creditors. It does not 
matter how old the account may be 
nor to where the debtor may have 
moved. He pays. If a debtor should 
refuse to pay the account, he is enter
ed as such upon the records of the 
home office, to be kept for future in
formation for members. Yearly re
ports are compiled from all these rec
ords and information and these are 
furnished free to all persons who have 
listed twelve or more accounts with 
the home office, either directly or 
through the local secretary for rating 
and collecting. These reports con
tain the names of people all over the 
State who have refused to pay their 
accounts, together with those who 
have paid. They are very complete 
and comprehensive and are themselves 
worth more than the amount paid as 
a membership fee.

Grafting Advertising.
An advertising committee is appoint

ed by each local association and it is 
their duty to pass all advertising 
schemes as to whether they would be 
profitable to the retailer or member.
All advertising considered profitable 
and worthy will be O. K’d and, of 
course, all advertising considered un
worthy will be turned down. 
Contributions for Unworthy Purposes.

The same committee will pass upon 
contributions asked and if they are 
considered worthy, they likewise will 
be O. K.’d. The member is not obli
gated to abide by the decision of this 
committee. He, of course, being a 
free American citizen, is at liberty to 
do as he pleases, but in all such cases 
it is wise to follow the judgment of 
this committee. It gives the member 
an excuse for turning down a propo
sition when he would otherwise feel 
embarrassed in doing so. Hundreds 
of dollars have been saved to a mer
chant in this way.
Securing Passage of Favorable Laws.

A committee for this purpose is 
maintained by the State Association 
whose duty it is to seek the passage 
of legislation from the State that is 
to thg interest of the retailer. These 
committees in the past have been very 
successful in securing the enactment 
of laws that have saved hundreds of 
dollars to retailers over the State. 
The pure food law is an example of 
efforts put forth in this direction. A 
local committee is maintained when
ever deemed advisable who seek to 
secure the passage of local ordinances 
for the interest and protection of the 
retailer. Local ordinances are often 
secured in this way that are of much 
benefit to the merchant.

Elimination of Trade Evils.
Such evils as indiscriminate closing, 

keeping open on Sunday and the like 
are all corrected by co-operation and 
that is what association means—co
operation in its fullest and best sense. 

Exchange for Unmovable Stock.
In towns of sufficient size an ex

change for this purpose may be main
tained which will be of much benefit, 
particularly to the grocer. For in
stance, a grocer doing business in 
one section of the city may have upon 
his shelves stock that he is unable to 
dispose of, but there may be another 
grocer in another section of the city 
who has calls for this same stock. 
Likewise, this grocer may have stock 
on his shelves which the first grocer 
has calls for. In this way an ex
change may be made or a sale effect
ed. If only one can use the stock of 
the other, then, of course, the trans
action would be by sale instead of 
exchange. With exchanges of this 
character there is no need for any 
immovable stock upon the shelves of 
the grocer, as somebody, somewhere, 
will and does buy what he has to sell.

Peddlers and Hucksters.
In nearly every town and city groc

ers are deprived by peddlers and huck
sters of trade which rightfully be
longs to the grocer. In many instanc
es local associations have been for
tunate in securing the enactment of 
ordinances which entirely prohibits 
peddling, but this cannot be done in 
every town, though peddling in most

instances by the eternal vigilance of 
the local association can be regulated to 
such an extent that the retail grocer will 
get most of the business that belongs 
to him. Often where the local asso
ciations have been unsuccessful in 
securing the enactment of ordinances 
prohibiting peddling, they have been 
successful in* securing ordinances that 
would curb the hucksters to a certain 
extent, such as requiring them to pay 
an adequate license for the privilege 
or prohibiting them from crying their 
wares. The nature and extent of 
these ordinances vary, depending upon 
local conditions.

Bringing Merchants Together.
As a rule each local association 

meets at least once a month on a date 
fixed either in the by-laws or deter
mined by the local association itself. 
Matters relating to members in th i 
local association are discussed and 
passed upon. Local associations also 
often arrange annual or periodical 
picnics or entertainments and these 
are for the means of bringing mem
bers and members’ families closer to
gether socially.

Co-operative Delivery System.
The co-operative delivery system is 

usually called the “Ann Arbor system,” 
as that was the first association to 
put it into practical operaion. This 
system is exactly what its name im
plies—co-operative. A company is 
formed to deliver for all the mer
chants in town, the town being laid 
off into sections and each wagon de
livering only for its section. The ad
vantage of this can be seen at a 
glance, as the company or associa
tion can make all deliveries for the 
town with about one-third of the force 
usually required when done individual
ly. There is no back tracking or 
covering of the same territory by dif
ferent delivery wagons. It is a step 
further than co-operation. It is con
centration, no waste of time, money 
or energy. J. T. Percival, Secy.

Custom has a two-fold meaning: on 
the one hand it represents the ripened 
fruit of experience, the final selection 
after all other ways have been found 
inferior; on the other hand it may in
dicate a stupid and unnecessary submis
sion to the despotism of past error and 
outgrown conditions.

Neither the devil, interest, nor 
mortgages sleep.

Penny Wise and Pound Foolish*
In attempting to attend to all the 

detail work in your store you are 
exhausting energy. You should be 
able to employ your time to better 
advantage with bigger things. Book
keeping in the evening, for instance, 
is brain-fag. It exhausts the patience 
and the vitality. The day after is 
one of depression. It is commenced 
with that tired feeling, and the man 
is not at his best. If there is not 
enough business to justify the em
ployment of a bookkeeper all day, in 
every town there is some one, per
haps a young lady, who will be glad 
to perform the service, for a stipu
lated sum, several hours daily. This 
insures the books being kept up to 
the minute without wear and tear on 
the mind of the storekeeper. His 
time is then at his disposal for more 
important affairs. He can plan with 
clear head. He is not troubled all 
day by the thoughts of the tiresome, 
unpleasant duty ahead at night.

Details are important, but no man 
who should be doing bigger things 
ought to be bothered by routine work, 
especially when circumstances com
pel its being done after hours. He 
needs that time to recuperate. It 
clears the vision of his brain. We 
all have to do some extra work, but 
to assume burdens which make these 
long hours necessary every day is a 
mistake, an expensive mistake. Even 
a machine wears out under such 
strain. Overwork incapacitates a 
man even before the actual break 
comes. To save a few dollars by try
ing to do too much is penny wise and 
pound foolish.

Plants That Look Like Stones.
In South Africa there is found a 

plant of the genus Mesembryanthe- 
mum growing on stony ground, which 
so closely resembles a pebble that it 
is invariably taken by the stranger 
to be a stone. Another species of 
the same plant growing on the hills 
round the Karoo produces two leaves 
about as large as ducks’ eggs, having 
a surface resembling weathered stone 
of brownish gray color, tinged with 
green. These plants look like stones; 
but for a short time they put forth 
bright yellow flowers. Still another 
species of the same plant resembles 
the quartz pebbles among which it 
grows.

F isk  In te r lo c k in g  
Advertising Service

Per Year Now
Order at once and get the benefit of 
the service for your fall advertising

A fter January 1st, Fisk Service  
w ill be $25 per year

FISK PUBLISHING COMPANY 
Henry Stirling Fisk, President Schiller Building, Chicago
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BANKRUPTCY MATTERS.

Proceedings in Western Districts of 
Michigan.

Oct. 2—In the matter of William H. 
Selkirk, bankrupt, formerly merchant at 
Cadillac, the trustee, Fred M. Breen, 
filed his supplemental report and vouch
ers showing compliance with the final 
order of distribution and an order was 
made closing the estate and discharging 
the trustee. Sufficient cause having been 
shown, a certificate was made by the 
referee recommending that the bank
rupt be not granted a discharge.

Oct. 3—In the matter of the Fargo 
Shoe Manufacturing Co., bankrupt, of 
Belding, the trustee, Henry A. Smith, 
filed his final report and account show
ing a balance of cash on hand for dis
tribution of $1,933.97 and an order was 
made by the referee calling a final meet
ing of creditors to be held at his office 
on Oct. 24, to consider such final report 
and account, for the allowance of claims 
and declaring a final dividend to credi
tors.

Oct. 4—In the matter of the Glen
garry Mercantile Co., bankrupt, of Glen
garry, the adjourned first meeting of 
creditors were held. Patrick Noud, Pres
ident, and H. B. Sturtevant, Treasurer, 
of the bankrupt, and J. D. Christ and 
Michael Fay were sworn and examined. 
The trustee filed the report of apprais
ers and an order was made authorizing 
him to sell the assets at public or private 
sale, after giving ten days’ notice of 
such proposed sale to all creditors. The 
report of appraisers shows the follow
ing assets:

Merchandise ................ $5,572.85
Notes, accounts, etc---- 198.37
Fixtures ..................... 578.25
Real estate .................  1,600.00

$7,949.47
In the matter of Neil Wilder, bank

rupt, of Grand Rapids, it appearing that 
there were no assets above exemptions 
and no further proceedings having been 
requested by creditors, an order was 
made closing the estate. No cause to 
the contrary having been shown by 
creditors, a certificate was made by the 
referee recommeding that the bankrnupt 
be granted his discharge.

Oct. 5—In the matter of Charles 
Emery, bankrupt, formerly merchant at 
Pellston, the adjourned final meeting of 
creditors was held and a final dividend 
of n y 2 per cent, declared and ordered 
paid to general creditors. A first divi
dend of 15 per cent, was declared in 
this matter on November 17, 1911, mak
ing a total receipt by creditors of 32J-4 
per cent.

Oct. 7—In the matter of Phillip Or- 
want, bankrupt, of Grand Rapids, it 
appearing that there were no assets 
above exemptions, an order was made 
closing the estate. No cause to the 
contrary having been shown by credi
tors, a certificate was made by the ref
eree, recommeding that the bankrupt be 
granted his discharge.

In the matter of Albert J. Schepers, 
bankrupt, formerly merchant at Vogel 
Center, the final meeting oi creditors 
was held. The final report and account 
of W . A. Wyman, trustee, was consid
ered and allowed and a final dividend 
of 16 per cent, declared and ordered 
paid to general creditors. A first divi

dend of 15 per cent, was declared in 
this matter on March 19, making the 
total dividends for creditors 31 per cent. 
No cause to the contrary being shown 
by creditors, it was determined that a 
certificate recommending that the bank
rupt receive his discharge be made by 
the referee.

In the matter of the American Elec
tric Fuse Co., bankrupt, of Muskegon, 
an order was made authorizing and con
firming the sale of the real estate be
longing to the bankrupt’s estate, includ
ing the buildings thereon and machinery, 
plumbing and heating system, to the 
Superior Seating Co., of Muskegon, for 
the sum of $30,000. This disposes of 
all the assets of the bankrupt. The 
closing of the estate is delayed, how
ever, by the litigation pending before 
United States District Judge Sessions.

In the matter of Charles Edinger, 
bankrupt, of Grand Rapids, it appear
ing that there were no assets above the 
bankrupt’s statutory exemptions, an or
der was made closing the estate. No 
cause to the contrary having been shown 
by creditors, a certificate was made by 
the referee recommeding that the bank
rupt be granted his discharge.

Oct. 8—In the' matter of the Muske
gon Steel Casting Co., bankrupt, of 
Muskegon, the inventory and report of 
appraisers was filed and shows assets 
at appraised valuations, as follows: 
Real estate, $5,000; machinery, fixtures, 
etc., $4,832.85; accounts receivable of the 
face value, $500. The real estate is 
subject to a contract lien of $3,000, held 
by the Chamber of Commerce of Mus
kegon.

The trustee also reported an offer 
from W. E. Jeannot, of Muskegon, of 
$2,500 for the entire assets of said 
bankrupt, excluding the accounts re
ceivable, the purchaser to assume the 
obligation of the bankrupt to the Cham
ber of Commerce and to waive his al
leged claim for $3,000 for corporate 
stock sold him through fraud and mis
representation. An order was made by 
the referee directing creditors to show 
cause, if any they have, at his office on 
Oct. 21, why such offer, or any other 
or further offers which may be received 
by the trustee, should not be accepted 
and the sale confirmed.

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

Buffalo, Oct. 8—Creamery, butter, 
27@31%c; dairy, 25@30c; poor to 
good, all kinds, 20@25c.

Cheese—Fancy, 17@17j4c; choice, 
16@16J^; poor to common, 8@12c.

Eggs—Choice, fresh, candled, 30@ 
32c; cold storage, candled 24@25c.

Poultry (live)—Turkeys, 13@14c; 
cox, 10c; fowls, 12@14c; springs, 13@ 
15c; ducks, 14@16c; geese, 10@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.
R ea & W itzig.

Much effective work is done quietly 
and with no outward sign. This work, 
usually vital, should be encouraged by 
letting it be understood that credit is 
being given for such work. Withhold
ing such credit forces effort to seek 
outward effect only, and forfeits pio
neer work.

NEW YORK MARKET.

Special Features of the Grocery and 
Produce Trade.

S’pecial C orrespondence .
New York, Oct. 7—The week has 

shown a pretty satisfactory spot coffee 
market. There has been a fair run of 
jobbing enquiries and holders are firm 
in their views as to the valuer of the 
product. At the close Rio No. 7 is 
worth, in an invoice way, 14)d@14Jfsc 
and Santos 4s, 16J^@16Mc. In store 
and afloat there are 2,864,212 bags, 
against 1,114,004 bags at the same time 
last year. Mild grades are moving in 
just about the usual manner and quota
tions are unchanged. Good Cucuta, 
I6<yc.

The refined sugar market is now back 
in its usual channel and, with huge 
crops of beet and Cuban sugar not far 
away, the outlook seems to be for a 
lower level. Granulated has been re
duced to the 5c basis and one refinery 
has made it 4.95c. Granulated is now 
about l$4c below the price of a year 
ago—a decided item in the economy of 
the household.

Tea is firm and, taking the market 
as a whole, it seems to be making steady 
progress, so far as consumption is con
cerned. One large retailer states that 
the high cost of coffee has caused an 
increase of 30 per cent, in the consump
tion of low-priced teas, and he thinks 
this is the case pretty much all over 
the country. The outlook seems to be 
very encouraging for the seller.

Rice is well sustained. The market is 
pretty well cleaned up and the man who 
spends time looking for “job lots” is 
wasting it. Growers are reported as 
hanging on to their crops and ask, of 
course, full rates. Prime to choice do
mestic, 5)4@5/^c.

Pepper and cloves are very firm and, 
in fact, the whole line is strong. Grind
ers from the interior have been drawing 
steadily upon the supplies here and full 
rates must be paid. Singapore black 
pepper, ll)4@ ll/4c.

Molasses shows steady improvement 
in demand as the season advances and 
orders have been coming in at a fairly 
satisfactory rate. Good to prime choice 
domestic is quoted at 26@34c. Syrups 
are quiet, with rather limited offerings. 
Fancy, 25@28c.

Standard tomatoes, 3s, are quoted at 
85c f. o. b. Baltimore. Some goods 
have sold here at 87 ̂ c, but it is doubt
ful if they would meet strict require
ments. The pack is practically over 
and there will be mighty little stock in 
the carry-over a year from now. Corn 
is steady. The pack is bound to be 
light, it is asserted by those who ought 
to know, and this is not an augury of 
a lower level of prices. The entire 
canned goods market is in favor of the 
seller and, if packers have goods on 
hand which are O. K., they are bound 
to be winners.

Butter has had a week of ups and 
downs and at the close a loss of about 
2c is shown. Creamery specials, 30̂ 2 
@31c; firsts, 28@30c; process, 26lA@  
27J^c; imitation creamery, 24@25c; 
factory, 23J^@24c.

Cheese tends higher and the market 
is well cleaned up. Looks as if the 
article would soon be a genuine luxury. 
Full cream, N. Y. State, 17j£@17j4c.

Eggs show not much change. There 
is hardly as steady a market as we had 
last week and the supply seems larger, 
but quotations are about unchanged, 
with best Western white quoted at 30@ 
32@35c. The latter is, perhaps, the top. 
Extra firsts, 28@30c; firsts, 25@27c.

“Please” Most Valuable Word in 
Business.

“Walker, I guess we won’t need you 
after to-day,” said the Head of the 
House. “That’s all.”

Walker stammered and tried to ask 
“why,” but the attitude of his boss 
as he turned to sign his letters did 
not encourage him to become in
quisitive.

The Head of the House knew that 
Walker was embarrassed and he 
guessed the reason.

“You want to know why we are 
letting you go, I suppose,” said the 
man who had built up the business 
and watched over his fortunes for 
a good many years. “I’ll tell you. 
Every man that has worked for me 
has had the philosophy of courtesy 
pounded into him. I have told you 
time and time again that you would 
have to say ‘please’ once in a while. 
You have never done it, you don't 
seem to have any idea of doing it, 
and so I’m letting you out. Further
more, I will tell you this much, that 
just so long as you keep that word 
tied up in your throat, just so long 
are you going to be a mere speck 
in the business world. Mark my* 
words, and let this be a lesson to 
you.”

Ask the Head of the House what 
word in the English language is the 
most valuable to him or to any other 
man who would succeed in busi
ness, and he will tell you unhesitat
ingly that it is “please” FI ere is the 
answer one of them gave: “Stick it 
any place you will, and it will do 
good work for you. It’s the best 
salesman I have. It has never hurt 
a customer’s feelings. It has never 
driven away trade.”

The telephone girl uses the bromide 
“Number, please.” The elevator 
operator will tell you “What floor, 
please?” is the best combination of 
words that he knows of. The street 
car conductor has his “Fares, please,” 
even though he may not use it all 
the time, especially during the rush 
hours. But when you find a con
ductor saying “please” to you, you 
are always just a little more willing 
to let him trample on your toes than 
you would otherwise. Isn’t that so?

Yes, “please” is a grand little word. 
I t’s a common courtesy, but business 
men stand authority for the state
ment that it isn’t used enough.

Jonas Howard.

It doesn’t require much business to 
occupy all of a man’s time if he at
tends to it.

Pride prevents as many men from 
being cowards as courage.

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter 

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

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

mailto:3.35@3.50
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NEWS OF THE BUSINESS WORLD

capital stock of $5,000, of which $3,200M ovements of Merchants.
Cedar Springs—E. J. Fish has opened 

a bakery here.
Otsego—Charles Daniels has engaged 

in the grocery business here.
Durand—G. E. Owen has re-opened 

his fish market on west Main street.
Kalamo—Charles Morris, recently 

engaged in the meat businessc at Delton, 
has opened a neat market here.

Benton Harbor—Theodore Hess has 
engaged in the drug business at the 
corner of Territorial and Fifth streets.

Sunfield—A. H. Sayers has sold his 
hardware stock and store building to 
Charles Town, who has taken posses
sion.

Holland—Thomas and Joseph White 
have formed a copartnership and en
gaged in the meat business at 236 River 
street.

Ishpeming—Louis Toutloff has leased 
a store building in the Anderson block 
and will occupy it with a stock of drugs 
Nov. 1.

Reese—Frank Randall has purchased 
the N. S. Stilson store building and will 
occupy it with a stock of groceries and 
a restaurant Oct. 15.

Cheboygan—Frank J. • Hohler, who 
;onducts a bakery here, has built an 
iddition to his store building and will 
add a line of groceries.

Mesick—J. Hirshman has added a 
line of millinery to his stock of dry 
goods, under the management of Mrs. 
Cameron, formerly of Rosebush.

Greenville—L. Perks has sold his 
meat stock to William Rae and William 
Trude, who have formed a copartner
ship and will continue the business.

Grandville—S. H. Lane and William 
Zandbergen have formed a copartner
ship and re-opened the Zandbergen meat 
market, recently closed on account of 
the illness of the owner.

D etro it—T he G eneral Coal & Coke 
Co. has been organized w ith an au
thorized  capital stock of $10,000, of 
which $5,000 has been subscribed and 
$2,200 paid in in cash.

Reese—A. E. Steinhoff has sold his 
store building and shoe repair outfit to 
Louis Bayer, recently of Detroit, who 
will take possession Oct. 15 and add a 
stock of boots and shoes.

Detroit—The Cable Draper Baking 
Co. has been organized with an au
thorized capitalization of $25,000, of 
which $12,500 has been subscribed and 
$6,900 paid in in cash.

Evart—Fred E. Fleming has pur
chased an interest in the Davy & Co. 
shoe stock and the business will be con
tinued under the style of the Fleming 
Shoe Co., with Mr. Fleming as manager.

H udson—A new com pany has been 
organized under the style of the H ud
son Produce Co., w ith an authorized

has been subscribed and paid in in 
cash.

Honor—L. W. Codman has sold his 
interest in the Codman & McGregor 
stock of general merchandise, to Chas. 
Maddock and the business will be con
tinued under the style of Maddock & 
McGregor.

Battle Creek—A. J. Henry, who con
ducts a grocery store on Maple street, 
has sold a half interest in his stock to 
E. F. Barber, recently of Traverse City, 
and the business will be continued under 
the style of Henry & Barber.

Buchanan—The Buchanan Cabinet 
Co. has merged its business into a 
stock company under the same style, 
with an authorized capital stock of 
$15,000, of which $10,000 has been sub
scribed, $4,000 paid in in cash and 
$2,970 in property.

Detroit—The Hinchman-Baker Co. 
has engaged in business to buy and 
sell automobile parts and material and 
to conduct a general sales business 
of like nature, with an authorized 
capital stock of $10,000 which has 
been subscribed and $1,000 paid in in 
cash.

Detroit—Caughey & Carran, dealers 
in seeds, grain and wool, have merged 
their business into a stock company 
under the style of Caughey & Carran 
Co., with an authorized capital stock 
of $75,000, which has been subscribed, 
$35,000 being paid in in cash and 
$40,000 in property.

Kalamazoo—The Ramby-Wagner-
Green Co. has engaged in business 
to sell cigars, tobaccos, smokers’ sup
plies, candies, confections, notions, 
newspapers, magazines and period
icals, with an authorized capital stock 
of $3,000, all of which has been sub
scribed and paid in in cash.

St. Johns—Alonzo O. Hunt, the old
est druggist in Michigan, and the last 
of the pioneer business men of this 
place, died Saturday at a hunting lodge 
in the Upper Peninsula where he had 
been spending the last three weeks. 
Several days before his death he con
tracted a hard cold and immediately 
his condition became alarming. Mr. 
Hunt started in the drug business in St. 
Johns about fifty-five years ago and con
tinued in it until the time of his death. 
For more than forty years he made 
annual trips to the woods of northern 
Michigan and this yearly excursion was 
his only diversion. He was a veteran 
of the Civil War, a life long Republican 
and a member of the Congregational 
church from the first year of its ex
istence. He is survived by a son and a 
daughter, the former having been for 
many years associated with his father 
in the drug business.

Manufacturing Matters.
Detroit—The Detroit Rock Salt Co. 

has increased its capital stock from 
$10,000 to $1,500,000.

Unionville—The Unionville Milling 
Co. has been incorporated with an 
authorized capital stock of $25,000, of 
which $20,000 lias been subscribed and 
paid in in cash.

Charlotte—The Charlotte Chair Co. 
has engaged in business with an au
thorized capital stock of $40,000, of 
which $20,000 has been subscribed and 
$12,000 paid in in cash.

Detroit—The Michigan Cabinet Co. 
has engaged in business with an au
thorized capital stock of $10,000, of 
which $6,000 has been subscribed, $500 
paid in in cash and property.

Detroit—The American Boat Co. 
has been incorporated with an au
thorized capital stock of $25,- 
000, of which $12,500 has been sub
scribed and $3,500 paid in in cash.

Detroit—The Detroit Wire Fabric 
& Manufacturing Co. has been organ
ized with an authorized capital stock 
of $115,000 common and $35,000 pre
ferred, of which $82,000 has been sub
scribed, $3,000 paid in in cash and 
$51,500 in property.

Detroit—The Gus F. Smith Co. has 
been incorporated to manufacture and 
sell all kinds of building supplies and 
materials, with an authorized capital 
.stock of $9,000, which has been sub
scribed, $500 being paid in in cash 
and $8,500 in property.

Gaylord—Grant Martindale has taken 
a contract to take the timber off forty- 
two forties located five miles southeast 
of Atlanta, Montmorency County. The 
timber is for the Lobdell & Churchill 
Co., of Onaway, and contains 22,000,000 
feet of timber. Camps are being es
tablished.

Detroit—The Austin-Olson Co. has 
engaged in business to buy and sell 
merchandise and materials used in 
the manufacture of vehicles, either 
for itself or as agent for others. The 
company has an authorized capital 
stock of $5,000, which has been sub
scribed, $20 being paid in in cash and 
$4,980 in property.

Jennings—-The big lumber mill of the 
Mitchell Bros. Co. has shut down for 
two weeks for repairs and a complete 
overhauling. The planing mill will be 
kept in operation. The last year has 
been a prosperous one and every de
partment of the business has been 
pushed to capacity from camp to finish
ing. It is estimated it will require from 
ten to twelve years to complete Mitchell 
Bros. Co.’s operations at Jennings.

Cadillac—At the annual meeting of 
the stockholders of the Williams Bros. 
Co., of this city, a stock dividend was 
declared, thereby increasing the capital 
stock to $300,000, double its former 
amount. Claud D. Williams was elect
ed as an additional director. The Wil
liams Bros. Co. was incorporated in 
1897 with a capital stock of $37,500. In 
1902 this was increased 100 per cent, 
and again in 1909. About a year ago 
the firm moved its seat of operation 
from Manton to Cadillac.

Mesick—L. J. Tripp died at Sidnaw 
Sept. 30. Death was due to heart trou
ble, following an illness of but three 
days. Mr. Tripp had been at Sidnaw

a few months, where he was erecting 
a mill for sawing lumber and making 
handles. He was a business man in 
Mesick for twenty years until he went 
north and came here from Kalamazoo. 
His handle factory was shut down over 
a year ago, owing to poor health and 
financial difficulties. He then retired to 
Kalamazoo, but recently located at Sid
naw to build up a new business.

M ove On Ahead.
There are two principal ways for a 

manager and his assistant to work to
gether. One kind of a manager 
works very hard himself and does not 
leave much of importance for his as
sistant to do. The other kind lets 
his assistant do all he can while he 
reserves his own time and thought 
chiefly for things the assistant can
not do—at least, cannot do so well. 
He puts responsibility on his assist
ant just as fast as the assistant shows 
his ability to take it.

The first manager retards his own 
growth and that of his assistant. He 
is always overworked and has little 
or no time to think of new things. 
He is often doing work that should 
have been done several days before. 
His assistant either chafes under the 
restraint or concludes that he is in
competent and settles into a dull me
diocrity.

The second manager has time and 
opportunity to grow and gives his 
assistant room to grow. The assist
ant feels his own strength and loves 
his work. He shoulders the respon
sibility with eagerness and the work 
goes merrily on.

Ask yourself which is best.

An automobile salesman of Cleve
land thought the police were lax in 
looking for stolen machines and de
termined to test them. The other day 
he left his car standing in a certain 
place and when he went for it, the 
automobile had disappeared. He re
ported the theft, then went back to 
his salesroom and took out another 
car exactly like the stolen one, even 
to the number carried. He toured 
the city for over an hour without 
molestation, but finally was held up 
by a traffic policeman and arrested. 
At headquarters he explained his joke 
and was allowed to go, only to be 
stopped twice by policemen, to whom 
he told his story. Then he heard 
that the stolen car had been found 
and on his way to get it was stopped 
again. He is convinced that the 
policemen do notice the automobiles 
and that they are on the lookout for 
those stolen.

The business men of Flushing, L. 
I., have an association which issues 
every month a “blacklist” of undesir
able customers. This list has the 
names of all “dead beats” printed on 
it and is mailed to every member. 
The housewives of Flushing have 
formed a league and they are issuing 
a “white list,” which is to be sent 
out every month and which will con
tain the names of tradesmen who 
keep their shops in sanitary condi
tion. Between the two organizations 
the Flushing people ought to prosper 
and be more healthy.
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The Produce Market.
Apples—Wealthy, Strawberry, Wolf 

River and Maiden Blush command 
$2.50 per bbl.

Bananas—$3.75 per 100 lbs.
Beets—60c per bu.
Butter—There is an active consump

tive demand for all grades of butter, 
and the market is firm at an advance of 
2c per lb. on dairy grades, and l/ 2c on 
packing stock. Creamery extras are 
now held at 32c in tubs and 33c in prints. 
Local dealers pay 25c for No. 1 dairy 
grades and 20c for packing stock. 

Cabbage—$1.50 per bbl.
Carrots—60c per bu.
Cauliflower—$2 per doz.
Celery—18c per bunch for home 

grown.
Crabapples—$1.25 per bu. for Si

berian or Hyslips.
Cranberries—$7 per bbl. for early 

Blacks.
Eggs—There is practically no specu

lation in the market, but egg prices show 
another advance over quotations of a 
week ago. Receipts have been much too 
small to meet the demand and cooler 
stocks are being drawn on. Local deal
ers pay 24c for fresh, loss off. Accord
ing to crop experts of the Department 
of Agriculture, there are 54,000,000 more 
eggs in cold storage now than at this 
time last year. The egg kings had 1,- 
119,029,000 eggs in cold storage in Sep
tember, 1911, while this year they have 
exactly 1,173,133,800. Next winter, when 
prices get to the proper figure, this fruit 
of the hen will be disposed of in such 
a way as to deepen the silver lining of 
the pockets of cold storage promoters. 
If the prediction of a western egg ex
pert that eggs will reach a price of five 
cents apiece should come true, the ware
house men could sell their present hold
ings for something like $58,000,000. This 
does not include the many millions of 
eggs that will be gathered this fall.

Egg Plant—$1.50 per doz.
Grapes — M^ordens and Moore s 

Early, 12c per 8 lb. basket; Niagaras, 
12c per 8 lb. basket; Delawares, $2.25 
per crate of 12 4 lb. baskets; Wor
dens, $1.25 per crate of 12 4 lb. bas
kets; bulk stock (Concords and Wor
dens), 75c per bu. and $1.25 per bu.

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

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

Lemons—The price has declined to 
$7 per box on California.

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

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

Onions—Spanish are in fair de
mand at $1.50 per crate; home grown 
command 75c per bu. The crop this

year is large in quantity and fine in 
quality.

Oranges—$4.25@4.50 for Valencias.
Peaches—Prolifics, Crawfords and 

Elbertas command $2 per bu.
Pears—Keefers, $1.25 per bu.; An- 

jous, $1.75 per bu.
Peppers—20c per doz. for red; 

$1.25 per bu. for green.
Pickling Stock—Cucumbers, 25c per 

100; onions, $1.25 per bu. box.
Pieplant—85c per 40 lb. box for 

home grown.
Potatoes—60c per bushel.
Sweet Potatoes—$2.50 for Virginias 

and $4 for Jerseys.
Poultry—Local dealers pay 10c for 

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

Tomatoes—85c per bu. for ripe and 
60c for green.

Veal—6@llJ^c, according to the 
quality.

Meat Prices Would Drop If—
Milwaukee, Wis., Oct. 8—Meat prices 

would drop if—
The public were not so extravagant.
Packers did not control retailers.
Housewives would stay at home and 

cook soups.
The public preferred potroast to fancy 

cuts.
The production grew as fast as the 

population.
So says W. J. Herb, owner of the 

Palace meat market, and he claims that 
the retailer is to be pitied and not blamed 
for the present soaring of meat prices.

Miss Dorothy Blake, daughter of Wil
liam Frederick Blake (Judson Grocer 
Co.) is acting as principal of the Hes
peria high school this year. Reports 
from Hesperia are to the effect that she 
is giving excellent satisfaction.

S. Rouse & Co., grocers at St. Joseph, 
write: “We enclose $1 for a renewal of 
our subscription and do it with pleasure. 
We have never seen a trade paper we 
like so much as the Tradesman.”

W. W. Watson, who conducted a 
grocery store at 152 (old) North Divi
sion street, has sold his stock to C. D. 
Slusser, who will continue the business.

Freeman J. Currie has engaged in the 
grocery business at the corner of Mich
igan and Division avenues, the Worden 
Grocer Co. furnishing the stock.

The Reynolds Co. has engaged in the 
grocery business at Grawn, the Worden 
Grocer Co. furnishing the stock.

John Vanderzyl has opened a grocery 
store in Muskegon, the Worden Grocer 
Co. furnishing the stock.

The Grocery Market.
Sugar—All the refiners are now on a 

basis of 4.95 for N. Y. granulated and 
4.85 for beet. The market is weak. 
During the next month there is sure to 
be a big surplus of beet sugar and this 
may have some effect’ on prices.

Tea—The market continues quiet gen
erally, but with more enquiries for 
higher grade Japans, which are due to 
the scarcity of the fine cup teas. Medi
um grades hold up well and prices re
main firm. About 5,500,000 pounds of 
tea have become a total loss through the 
wrecking of the steamship, Docre Cas
tle, by typhoon, and a fire on the steam
ship Indramayo, a good part of the 
cargo of which was burned at Colombo 
and included about 800,000 pounds of 
Formosas, the stocks of which are short 
about 2,500,000 pounds. A large busi
ness has been done in China Greens at 
firm prices, desirable teas being scarce. 
Ceylons and Indias show improved busi
ness, with consumption of these teas in
creasing.

Coffee—The price of all grades of 
Rio and Santos coffee is practically the 
same as a week ago, but the market is 
steady to firm on continued unfavorable 
crop reports from Brazil. The demand 
is light. Mild grades are unchanged 
and steady. Java and Mocha quiet at 
ruling prices.

Canned Fruits—The pack of Cali
fornia fruits is of about usual size and 
prices opened much lower than a year 
ago, which will undoubtedly increase 
sales later on when receipts of fresh 
fruit are smaller and prices higher.

Canned Vegetables—Tomato canners 
in the East have reduced their quota
tions about 5c per dozen on account of 
the over supply of fresh stock, which 
makes if  possible for the packer to buy 
his supplies at a lower price than a 
short time ago. This glut will not last 
long, however, and it is expected that 
the market will strengthen again. Noth
ing new in regard to the corn pack has 
been received, but men who make a 
study of this line state that there is 
sure to be a good average pack and that 
prices will remain low during the com
ing year. There would seem no chance 
of quotations going any lower, as at 
present prices the packer is only getting 
actual cost of canning. Conditions are 
not improving in canned peas. Prices 
are firm and the quality of most re
ceipts is not up to standard. There is 
little possibility now that peas will be 
any lower during the coming year and 
the retailer who was fortunate enough 
to buy futures will be able to get a 
good profit.

Canned Fish—Domestic sardines are 
weak and can be bought probably 10c 
a case lower than a week ago. Import
ed sardines scarce, firm and without 
change. The business in canned salmon 
has been only of fair size as most re
tailers are holding off buying until new 
goods arrive on which prices are lower 
than at the present time. The market 
is weak on domestic sardines, said to 
be caused by the large carry-over.

Dried Fruits—Raisins are in some de
mand, due largely to the low prices on 
2 crowns. These are relatively much 
lower than 3 crowns. Currants quiet 
and unchanged. Prunes are beginning 
to show more activity, largely because 
the market is easier on the coast. Prunes

have not sold at the prices the pack
ers have been asking for them, and 
they now show a disposition to reduce. 
Peaches and apricots are unchanged and 
quiet.

Cheese—There has been a good de
mand for both fancy and standard 
makes of cheese during the week and 
prices are firm after the advance of lc 
per pound, which went into effect the 
latter part of last week.

Rice—While prices are higher than 
some years in the past, quotations are 
still low enough so that rice should be 
a good seller. Wholesalers state that 
the demand is increasing. Reports from 
the rice sections of the South are to 
the effect that stocks are firmly held at 
present quotations.

Starch—Muzzy bulk and Best bulk 
and package have declined 10c per 100 
pounds.

Syrups and Molasses—No change in 
either corn or compound syrup. The 
demand for compound syrup has shown 
some improvement since the cool weath
er set in. Sugar syrup is unchanged and 
quiet. Molasses dull at ruling prices.

Salt Fish—Cod, hake and haddock 
are opening their season’s demand at 
steady prices. The mackerel market is 
practically unchanged for the week, but 
the tendency is steady to firm by rea
son of light supplies. Demand is fair.

Provisions—Smoked meats are in 
steady demand at unchanged prices. 
Pure and compound lard are steady and 
show good consumptive demand. Dried 
beef, canned meats and barreled pork 
are unchanged and in fair demand.

O. C. Shults, who died Saturday in 
Muskegon, had resided in Grand Rapids 
from 1865 until a year ago last March. 
Mrs. Shults was in this city at the time 
her husband became suddenly ill and be
fore she could reach the bedside he died. 
Mr. Shults was born in Adrian in 1859. 
More than a year ago he went to Mus
kegon where he entered the automobile 
business. For twenty-seven years Mr. 
Shults traveled for L. Gould & Co. of 
Chicago, jobbers of woodenware.. He 
was a thirty-second degree Mason and 
a Shriner. Besides the widow he leaves 
an adopted son, Orman Stone, his moth
er, Mrs. Laura M. Shults; a brother, 
Fred Shults, this city, and four sisters, 
Mrs. Carrie Schumann, Mrs. Philip Vin- 
kemulder, Mrs. C. V. Holcomb of Ok
lahoma and Mrs. Neil C. Campbell of 
Detroit. The body was brought to this 
city and funeral services held at J. 
Rauschenberger’s chapel Wednesday af
ternoon. The interment was in Green
wood cemetery.

Charles Fleming, who has covered 
Central Michigan several years for 
Hirth, Krause & Co., is confined to his 
home at Battle Creek with a nervous 
trouble which incapacitates him from 
active work on the road for a time.

The self-supporting lie has not been 
invented. All lies have to be support
ed by others of their kind.

If you don’t like the part of the 
earth you occupy, go to the other 
place.

The worlu is growing better just 
as fast as the people in it will allow 
it to.

mailto:4.25@4.50
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Curtailing Excessive Loans By Na
tional Banks.

The Comptroller of the Treasury 
has been making a determined cam
paign against excessive loans by the 
National banks and, apparently, to 
some purpose. The June state
ments showed 877 banks had exces
sive loans to the number of 1,291 
and to the amount of $5,225,000. The 
September statements showed that 
only 526 banks had excessive loans, 
that the number of such loans was 738 
and the amount $2,874,000. The cam
paign is to be continued until this 
menace to safe banking and violation 
of the law is wiped out entirely, as 
it should be. If the National banks 
can be brought to time there is no 
reason why the state banks should 
not be made to observe the laws as 
well, provided the state banking de
partments are equally energetic in 
insisting upon the correction of what 
everybody recognizes as an evil.

A recent order of the Comptroller 
of the Treasury is to the effect that 
when the examiner visits the bank 
a meeting of the directors shall be 
called, to whom he shall make known 
his findings and offer such sugges
tions as may seem proper. The pur
pose of this is not only to make sure 
that the directors have a personal 
knowledge of conditions, but also to 
ascertain to what extent they are 
giving attention to the business of 
the bank, how regular they are in at
tending the meeting of the directors 
and to see if they really direct or 
serve merely as figure heads. This is 
certainly a wise plan and ought to be 
productive of good results. It will 
tend to eliminate the dummy director 
and the absentee, will be a safeguard 
against excessive loans and will tend 
to correct various other abuses that 
sometimes develop in even the best 
regulated bank. The personal con
ference of the examiner with the di
rectors is another idea the state 
banking departments might well imi
tate.

Wm. H. Anderson has resigned the 
presidency of the Alabastine Co., 
after a service of sixteen years. James 
L. Hamilton has been elected to suc
ceed him and he will also serve as 
Treasurer. S. A. Sears has been 
made Vice-President and A. D. Rath- 
bone, Secretary. When Mr. Ander
son became President of the com
pany sixteen years ago, the Alabas
tine Co. was in a bad way, tangled 
up in litigation and with no very 
bright prospects for success. The 
company’s stock in those days was 
worth around 50 cents on the dol
lar. To-day the company is one of

the strongest industrial institutions in 
the city and one of the best dividend 
payers. Out of its earnings it has in 
recent years rebuilt its plant through
out in steel and cement construction, 
equipped it with the most modern 
machinery and instead of taking the 
gypsum from an open quarry the 
company now mines its raw material 
at a depth of about 80 feet. Its legal 
and other troubles have been long 
out of the way, and now, with the 
duties of the office made easy, Mr. 
Anderson retires from the presidency ot 
the company. Mr. Anderson has been 
cutting loose from various other in
terests outside the bank, with a view 
to taking things easier. He is in the 
prime of life, has health and wealth, 
and with more leisure will endeavor 
to get more out of life for himself 
and those around him.

Danger to the credit system that 
moves the American business me
chanism was pointed out by David R. 
Forgan, Preident of the National City 
bank in an address before the Amer
ican Association of Public Account
ants. He declared that unless the 
banks modify their practice of loan
ing money on unsecured promissory 
notes, based only on an unconfirmed 
estimate of financial condition made 
by the borrower, they will endangei 
the entire credit system of the coun
try. Mr. Forgan spoke in past as 
follows:

“More than half of the loans of 
banks doing a commercial business 
in this country are represented by 
the promissory notes of the bor
rowers, without security. These 
notes are frequently indorsed per
sonally by the parties chiefly inter
ested, but the credits are based pri
marily on the names of the promis- 
sors, supplemented by their own 
statements of their financial condi
tion.

“If you own a corner in Chicago 
improved with well-rented buildings, 
and worth $200,000, and apply to an 
insurance company or real estate firm 
for a loan of $100,000, the lender will 
take a week or two to investigate 
your title, your financial record and 
your character, and then, if satisfied, 
he will graciously consent to loan 
you $100,000 at 5 per cent, taking 
a first mortgage on the $200,000 
property as security. Lawyers will 
be employed, long legal documents 
will be drawn and signed by yourself 
and your wife, the expenses will be 
considerable and you will have to 
pay them. When the loan matures, 
if you do not pay, the lender will 
take your property.

“If you are in business, however, 
and want to borrow $100,000 from a

commercial bank, all you need to do 
is to make a few figures on a sheet 
of paper, purporting to show your 
financial condition, and if you appear 
to be fairly successful and respect
able, you will find three or four 
banks and as many brokerage houses 
competing for the honor of lending 
you the money—usually at about 4 
per cent.—on your simple promise to 
pay, without security, and the busi
ness can be done in two minutes over 
the telephone.

“Indeed, until recent years the 
same business could be done without 
any figures purporting to show your 
financial position, and if you bore 
yourself aright you could show much 
righteous indignation if the banker 
dared to hint at the necessity for a 
statement.”

Investigation of borrowers’ financial 
statements by competent accountants 
was declared by Mr. Forgan to be 
the precaution that should be em
ployed. In this way, he said, credit, 
which rather than money is the life 
blood of modern business, may be 
kept in a healthy condition.

An interesting and instructive ad
dress was given at Detroit recently
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by Fred W. Ellsworth, Publicity 
Manager of the Guaranty Trust Com
pany, New York, before the annual 
convention of State Secretaries Sec
tion American Bankers Association. 
Two of the greatest factors in the 
development of our modern civiliza
tion, said Mr. Ellsworth are the 
bank and the newspaper. Each fills 
a definite want and neither can be 
dispensed with. Both the bank and 
the newspaper came into being in 
response to a concrete demand. Con
tinuing, Mr. Ellsworth spoke as fol
lows:

“We are familiar with the almost 
unlimited good which each can ac
complish and we are not unmindful 
of the possibilities for harm which 
are latent in each, and which come to 
the surface whenever either is man
aged by unscrupulous or incompetent 
persons. In view of this fact it is 
to the everlasting credit of the banks 
and the press that with some note
worthy exceptions their operation has 
been uniformly characterized by a 
broad conception of their duty to the 
general public. We hear about the 
one bank that gets into trouble or 
fails. We hear about it because such 
an occurrence is exceptional and un
usual; but we do not hear much 
about the 999 other banks that quiet
ly and unostentatiously pursue their 
even course conducting their busi
ness in a legitimate manner. That is 
just what we expect them to do—it 
is right and proper and ordinary— 
hence we think nothing of it. And 
the same rule holds good with the 
newspaper, and the business house, 
and the church, and the political 
party, and practically every thing 
else that has to do with human so
ciety.

“If the bank and the newspaper are 
both necessary; if they are always 
found together wherever there is a 
community of people; if they are both 
serving the public and working for 
the general good, why is it that there 
is not more co-operation between the 
two? Is it not possible, and prac
ticable, and feasible for the bank and 
the newspaper to work together 
more than they do, with greater good 
to each and to the general commun
ity?

“F o r instance, let us consider for a 
m om ent ju s t how the new spaper can 
help the bank. T he new spaper has 
advertising  colum ns which are for 
sale, and I have yet to  find a new s
paper th a t is no t ready and willing 
to adm it to  its colum ns the advertise
m ent of a reputable bank. As a m at
te r of fact m ost of them  I should 
say are reasonably  eager for such 
business if one can judge by the fre 
quent visits th a t the  banker receives 
from  the ever-recurring  new spaper 
advertising  solicitor. All right. W e 
have the advertising  colum ns of a 
new spaper. W hat shall we do with 
them ? W ell, I should say th a t the 
very best th ing  th a t we can do w ith 
them  is to use them , provided we are 
able to  use them  in telligently  and ef
fectively. O f course, I realize th a t 
there  are still some banks tha t do not 
believe in new spaper advertising. 
T hey have not yet becom e convinced 
of the necessity  for, or the w isdom  or

ethics in publicly asking for new busi
ness. A nd yet these same banks are 
advertising  in a way which only a 
few years ago w ould have been con
sidered very m uch out of place. T hey 
perhaps run a fossilized card, and 
and they exhibit on their w indow s 
and over their door signs announc
ing the nam e of the ir institution, 
with possibly the am ount of their 
capital and surplus o r possibly the 
w ords “conducts a general banking 
business.” Now advertising  in the 
new spaper is m erely increasing the 
circulation of the sign in fron t of the 
door. I t  is the act of placing the 
bank’s announcem ent before a m ulti
tude who o therw ise would never see 
it, and then  calling a tten tion  to it by 
explaining in simple, direct E nglish 
ju s t w hat the bank stands for and in 
w hat way it can serve the readers.

“Now w hat can the bank do fo r the 
new spaper? In  o ther w ords, how 
can the bank be of assistance to the 
press. T here  is probably no business 
institu tion , public o r private, in any 
com m unity in which the people are 
m ore in terested  than  they  are in the 
bank. If  I w ere asked to  advise the 
bankers in th is connection I would 
say get acquainted w ith the m en in 
your tow n who m ake the new spapers. 
You don’t know them  well enough. 
Perhaps you have a speaking ac
quaintance with them , but th a t is not 
enough. Get closer to  them . You 
will find them  very decent fellows, 
indeed. I “know from  personal con
versation  w ith m any new spaper men 
th a t they  are only too glad to  receive 
the co-operation of the bankers in the 
dissem ination of real news m atter. 
Please understand  th a t I do not 
m ean by th is that the new spaper will 
w elcom e w rite-ups or fake news item s 
ju st m erely to  advertise the bank, but 
they  do w ant inform ation th a t is re
liable and has real news value and 
will gladly give it space in their col
um ns. In  this way the bank can co
operate and assist the newspaper.

“T here  is no doubt th a t these two 
g reat facto rs in the developm ent of 
our m odern life, the bank and the 
new spaper, can assist each o ther and 
thereby  benefit the general public 
much m ore than  they are doing. Reci
procity, or co-or>eration, o r call it 
w hat you will, is a logical, sensible, 
practical, hum an program , and if the 
new spaper and the bank will adopt 
this p rogram  and pu t it in to  real 
practice I believe you will agree w ith 
me th a t good resu lts will come ro 
the bank and to  the new spaper and 
to the people at large.”
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IS GRAND RAPIDS ASLEEP?
The G rand Rapids shippers are 

constan tly  com plaining, and w ith rea
son, of the poor service they  re
ceive from  the railroads in the de
livery of freights, especially at sta 
tions beyond junction  points. O n the 
recen t trade extension excursion it 
w as found th a t to  do business at 
m any of the places beyond K alam a
zoo w as practically  im possible and 
sim ply because the shipm ents to  such 
places w ere so long in transit. The 
shippers knew th is before taking the 
excursion, but the personal visit to 
custom ers and those w ho m ight be 
custom ers in th is te rrito ry  brought 
the m atter to  their a tten tion  m ore 
clearly. T he same conditions obtain 
in o ther directions. Beyond junction 
points Grand Rapids is alm ost ou t of 
the gam e because of the delays in 
transfer. And the Grand Rapids 
shippers, to a large degree, have 
them selves to  thank  for th is handi
cap upon their enterprise. Instead  
of m aking an energetic , and a lto 
g ether fight for a correction of the 
evils th a t exist, it seems to  be the 
general policy for the shippers, w ith 
a few notable exceptions, to  lay back 
to  le t the o ther fellows do all the 
work, them selves contribu ting  no th
ing to  the general welfare. F o r 
nearly a year the A ssociation of Com
merce has m aintained a traffic de
partm ent, w ith E rn est L. E w ing as 
m anager and the special purpose of 
this departm ent has been to find the 
weak spots in the G rand Rapids 
service and to secure im provem ent. 
T he best equipped traffic departm ent 
can do nothing w ithout the active co
operation  of the shippers to the ex
ten t of m aking prom pt, accurate and 
com prehensive record of poor service 
in the form  of rep o rts  to  the depart
m ent, w ith names, places and dates 
given. Mr. E w ing has repeatedly 
asked the shippers w hom  he is try ing  
to serve to  m ake their com plaints to 
him  in such form  th a t he m ay have 
som ething definite to  lay before the 
m anagers of the railroads or the 
S tate  or Federal authorities. Instead  
of p rom ptly  and cheerfully  com ply
ing, the disposition w ith a large m a
jo rity  of the shippers has been to 
ignore his requests for inform ation, 
w ith the result th a t he can do no th 
ing. T his has been the policy to 
such an ex ten t th a t Mr. E w ing is 
seriously considering w ithdraw ing 
from  the service as soon as his p res

ent con trac t expires because the ship
pers will no t le t him do any th ing  for 
them .

In  the d istric t ju s t visited by the 
w holesalers, custom ers seemed to  
agree th a t Chicago and D etro it de- 
ilveries w ere prom pt, a t least so 
much m ore so than  those from  G rand 
R apids th a t they  gave those cities 
the preference in trade. T he reason 
fo r th is is th a t Chicago and D etro it 
have aggressive traffic departm ents 
and when the service in any direction 
is unsatisfacto ry  the railroads hear 
such a ra ttling  about their ears they 
are com pelled to  give attention . T he _ 
Chicago and D etro it shippers co
operate in m aking their departm ents 
efficient and they get resu lts ; the 
Grand Rapids shippers will no t help 
and the old evils continue. Chicago 
and D etro it seem to have no trouble 
in g e tting  th rough  junction  points, 
but G rand Rapids is held up and the 
reason for it is th a t the  D etro it and 
Chicago shippers back up their traffic 
departm ents, while G rand Rapids 
leaves its traffic departm ent w ithout 
support.

BACK TO THE LAND.
W hen farm development is mentioned 

in Grand Rapids it is usually in refer
ence to that district north of Grand 
Rapids. The popular impression is that 
northern and western Michigan repre
sent the only sections of the State in 
need of aid and encouragement in se
curing settlers. The north and west 
parts o f the State do need all the help 
Grand Rapids can give them, but, as a 
matter of fact, there are thousands of 
acres in southwestern Michigan that 
should be under cultivation but which 
are not. These idle acres are not waste, 
with soil so poor that to attempt their 
cultivation would be a loss of energy 
and time. There are some stretches that 
may not average high in fertility, but 
thousands of acres now idle could be 
made to produce splendid crops if that 
old problem of bringing the man and 
the soil together could be solved. Much 
of this idle land is cheap, much of it 
could be made into the best kind of 
farms and this city and the State are 
not living up to their opportunities if 
nothing is done to encourage settlement 
in this district. .Chicago land sharks 
may occasionally send over colonies to 
locate on farms in southwestern Michi
gan, just as they do into northern Mich
igan, but when they do so it is almost 
invariably to the poor lands they can 
buy the cheapest and upon which the 
settler who may be a novice to practical 
farming is almost certain to fail. The 
missionary work that is being done by 
the W estern Michigan Development Bu
reau for better farm ers and more of 
them might very well be extended into 
these counties to the south of us and 
which are almost as tributary to us in 
trade as the counties to the north.

HOLDING UP THE MIRROR.
The retailers at their meeting last 

week had an interesting discussion as 
to whether the brethren in the dry goods 
line were entirely up to snuff. The dis
cussion started from a casual remark 
to the effect that mothers who wanted 
something out of the ordinary in chil
dren’s furnishings had to go elsewhere, 
as Grand Rapids stores could not supply

them. The original rem ark was backed 
up by a second speaker and then a third 
took it up and then the dry goods men 
got into action in refutation. The dis
cussion was lively and the good nature 
which characterized it made it interest
ing and instructive. Those who made 
the criticism were in other than the dry 
goods line, while the defense was by 
those who handle the things the women 
buy. The substance of the defense was 
that Grand Rapids stores carry not as 
large stocks as may be found in Chicago 
or New York, but stocks that are as 
carefully selected, as up-to-date and as 
well-made as any other city can show; 
that, no m atter how large the stock, 
there are those who think Grand Rapids 
cannot satisfy them, just as in Chicago 
there are those who go to New York 
and in New York those who go to 
Paris to do their shopping; that the 
successful merchant in Grand Rapids 
must strive to please the greatest num
ber possible and not tie up his capital 
in novelties which only a few may want 
or think they want. I t was also argued 
that the place to secure novelties is not 
in the general stores, dry goods or de
partment, but in specialty shops and 
Grand Rapids is not yet large enough 
to support such shops. In the discus
sion the defense seemed to have rather 
the best of it from the viewpoint of 
the practical business man, but it is 
possible the criticsm opened the eyes 
of the dry goods dealers to opportuni
ties they have been overlooking. At the 
next session it might be suggested that 
the dry goods men tell the clothiers or 
the boot and shoe dealers where and 
how they fall short, not in a fault find
ing but in a spirit of friendly criticism 
and in good nature. W e are all inclined 
to have our nose too close ot the grind
stone to get a proper perspective and to 
find out what others think is often 
wholesome.

THE FIRST DUTY.
T he com m unication from  a rep re

sentative m erchan t of Mlears, pub
lished elsew here in th is w eek’s paper, 
contains a suggestion  which m ight 
well be considered by Grand Rapids 
jobbers and m anufacturers. The in
ference to  be draw n from  the sug
gestion is th a t G rand R apids busi
ness m en would do well to dispense 
w ith fu rther M erchants W eek en ter
ta inm ents and T rade  E xtension  E x
cursions until the transporta tion  
question is straigh tened  out. T he 
w riter of the  com m unication buys 
$14,000 w orth  of goods each year; 
$4,000 of th is goes to G rand Rapids 
and $10,000 to Chicago. If  he could 
secure sa tisfacto ry  deliveries on his 
freight, all of th is m oney would 
come to G rand R apids because he 
gets no b e tte r prices and no bette r 
trea tm en t in Chicago than  he would 
get a t the nearby m arket. T h ere  are 
hundreds of o th er m erchan ts simil
arly  situated  and it would seem as 
though  the first th ing  to  do w ould be 
to  devise some m eans by which 
freigh t deliveries can be expedited. 
U ntil th is is done, all fu rther efforts 
to  a ttra c t the a tten tion  and win the 
hearts of the country  m erchants 
should be suspended.

An am bition th a t stops th is side of 
the grave is a w eak one.

LYING AWAY FROM HOME.
O n his w ay hom e from  W ashing

ton, w hither he w ent to invite the 
carpenters and jo iners in ternational 
organization  to  hold its nex t con
vention in G rand Rapids, M ayor Ellis 
stopped off a t B altim ore to address 
the federation of labor there. If he 
is correctly  reported  by B altim ore 
papers, he u ttered  a num ber of un
tru th s which are entirely  in keeping 
w ith the record of a m an who ac
cum ulate 1 a large fortune by conduct
ing gam bling houses of the m ost in
fam ous character. A ccording to the 
B altim ore News, he sta ted  th a t he 
was the creatu re of the union men of 
G rand Rapids and that the entire ad
m in istration  of the city is in union 
hands; th a t the police departm ent is 
controlled by the union and tha t the 
Chief of Police is a union prin ter.

W hen it is rem em bered that M ayor 
Ellis m ade a desperate effort to re
move S uperin tendent C arr from  the 
position he has filled so long and 
acceptably to the people of Grand 
R apids and th a t he was only cir
cum vented in his am bition by the 
prom pt and efficient action of the 
Grand Rapids B oard of T rade, his 
b latan t and lying u tterances a t Bal
tim ore are in line w ith the hypocrit
ical p reten tions and piratical policies 
of the man ever since G rand Rapi Is 
disgraced herself by electing him 
M apor.

The Grand Rapids Association of 
Commerce has undertaken a campaign 
to increase its membership from 1,050 
to 1,500. An expert in promotion has 
been secured to head the campaign. The 
first gun will be a general membership 
dinner to awaken some degree of en
thusiasm and then committees will be 
appointed and next week the hustle for 
recruits will begin, with daily lunch 
meeting of the membership committees 
to report progress. The city will be 
divided into districts and to each will 
be assigned a committee and it is prom
ised that the canvass will be thorough. 
Such campaigns are not unheard of in 
organizations of this kind, but the most 
surprising thing about them is that they 
should be necessary. The Association 
of Commerce represents organized effort 
to make the city bigger and better, to 
improve it industrially, socially and in 
many other ways, to promote its growth 
in population and increase in wealth. 
Instead of hanging back to let others 
furnish the funds and do all the work 
it ought to be a m atter of pride to every 
good citizen that he is a part of the 
uplift movement.. There are those who 
are not awake to their civic duty now 
under the re-organized Association of 
Commerce, just as there were! those of 
a similar disposition under the old 
Board of Trade. I f  they can be stirred 
up it will be a good thing, and it will 
be even better if they can be kept stirred 
up. The reluctant contributor to a good 
cause may be better than none at all, 
but the kind of members most desired 
is the kind that give of their own energy 
and good will as well as of their dollars.

If it happens to  be som ething good 
about ourselves, o r som ething bad 
about the fellow we don’t like, we 
usually believe a ll tha t we hear.
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GOOD INTENTIONS WASTED.
A commission has been appointe! 

by Mayor Ellis, made up of three 
aldermen, three members of the board 
of public works and three citizens, to 
study the local street railway situa
tion, to ascertain what is the policy 
of other cities in dealing with their 
street railway companies and to re
port in February with recommenda
tions as to what course this city should 
pursue. With some effort of the 
imagination it may be assumed that 
this commission will enter upon its 
duties in a spirit of civic patrotism 
that it will be wise and open minded to 
suggestion, that it will be thorough 
in its investigations and practical in 
its conclusions. It certainly will take 
a considerable effort of the imagina
tion to assume all this in a day when 
municipal ownership is a fad and to 
bait the street railway company is 
fashionable, Dut for just this once 
let it be taken for granted that the 
nine men chosen will be guided by 
common sense and a desire to be just. 
But what will even an honest investi
gation at this time amount to? The 
railway company has a franchise that 
has eight years yet to run and not 
until this franchise expires can the 
city do anything to force it to action 
which it does not want to undertake. 
Any policy that may be approved at 
this time may be hopelessly antiquat
ed when a new franchise is to be 
granted; any plan the present ad
ministration may decide on may be 
reversed many times by the adminis
trations which are to follow. The 
investigation proposed will be work 
thrown away and good intentions 
wasted, for it is very unlikely that 
anything will come of it.

Instead of bothering with the street 
railway situation, which is obviously 
out of reach for several years yet, 
there would be pertinence and good 
sense in a movement to find out what 
may be the policy of other cities in 
regard to their interurbans. This city 
now has two interurbans, the Hol
land and the Muskegon, both entering 
the city over the lines of the street 
railway company. A third interurban, 
the Kalamazoo is now under construc
tion, to be completed before another 
year passes, and this will come in 
over a private right of way. Inter
urbans are good things for a city. 
They stimulate the retail trade, 
strengthen the wholesale trade, help 
the small towns reached by them and 
promote the development of the rural 
districts. This city wants as many 
interurbans as it can get and its policy 
should be such as to encourage their 
building. One of the great problems 
in interurban building is to secure 
satisfactory terminal facilities in the 
cities they reach. To permit the in
terurbans to come into the city over 
the street car lines may be well enough 
up to a certain point, but with the 
growth of the city and the increased 
congestion of the city street traffic 
it is but a matter of time when this 
will be impossible, and especially for 
the freight traffic which is fully as im
portant for the interurbans as its 
passenger travel. To compel each 
new railroad to buy a private right of 
way into the city as the Kalamazoo

in terurban  is doing would be to  m ake 
in terurban building prohibitive. T his 
city’s m ost im portan t problem  at this 
tim e is no t as to  its stree t railways, 
but how to  deal w ith its in terurbans, 
to give them  the best possible facil
ities and yet not make city  stree t con
ditions impossible. And now is th ;  
time to deal w ith this problem  when 
conditions are still form ative instead 
of established. In  Indianapolis the 
problem  has been solved by having 
a term inal com pany which has a union 
sta tion  and handles all the in terurban 
traffic w ithin the city lines under a 
franchise which compels the com pany 
to give service to any line applying 
for it, old o r new, under a con tract 
which insures the same trea tm en t for 
all lines alike. Indianapolis has 
twelve in terurbans radiating  in as 
m any different d irections and the 
city’s policy has been such as to en
courage them  to come at the rate  
of one a year fo r the last dozen years, 
with still m ore projected. D etro it 
has seven in terurban  lines, Toledo 
has eight, F o rt W ayne five, D ayton 
seven, Colum bus nine, P ittsbu rg  
eight, Cleveland nine, L im a six, Cin
cinnati eight, Evansville five and o th 
er cities in the middle w est from  three 
to half a dozen. I t  would be very much 
to  the purpose if G rand Rapids would 
ascertain  the m ethods of o ther cities 
in providing term inal facilities for the 
in terurbans and giving them  street 
righ ts th a t a sane and wise policy 
m ay be adopted here. T he stree t 
railw ay situation can be safely left 
for several years yet, bu t th is m atter' 
of in terurbans is one th a t should de
m and im m ediate attention .

THE STARTING POINT.
The boulevard lighting system will 

be turned on in Grand Rapids this 
week and the arch lights will be turn
ed off. This will be a passing from 
a small town style to a style that is 
becoming to a city of this city’s char
acter and pretensions. When the 
arch lights were first installed, five or 
six years ago, they represented a 
new idea in street lighting and it was 
but natural that they should be ad
mired by the city people and that 
visitors in town should admire 
them. The arch system, however, 
was cheap—just a wire across the street 
and the lights dangling from them, 
and cheapness proved its downfall. 
The small towns put in arches, and 
then Grand Rapids began to get weary 
of its perpetual carnival of fun illum
inations and strangers made fun of 
us as being in the country class. Now 
Grand Rapids moves on to something 
better, to a lighting system which the 
larger cities have adopted and which 
has the merit of dignity, character, 
beauty and efficiency. With the new 
boulevard lights the tendency will be 
to improve in other directions, to 
make stores more attractive and the 
general appearances in keeping. The 
change will be for the better and it 
is certain to have a good effect, not 
merely on the business streets direct
ly affected but on the city as a whole.

The old arch lights have long been 
an object of ridicule as an appurtenance 
of a small town, but they have, never
theless, served a good purpose. These

light were installed by the the businss 
men uniting to pay the cost of instal
lation and maintenance. They repres
ent practically the first co-operative 
effort of the business men in Grand 
Rapids in all lines of trade. But for 
their co-operation in putting up the 
arch lights the present movement re
sulting in the boulevard lights would 
have been impossible. The boulevard 
lights cost about $19,000 for the orna
mental posts, globes and installation 
and it was easier to raise this amount 
than five years ago it was to raise 
what the cheap arch lights cost. The 
ability of the merchants to work to
gether is one of the best signs of 
progress and it is one of the surest 
promises of future advancement. W e 
may laugh at the arch lights, now that 
they are going, but they can be kindly 
remembered as the starting point of 
a better spirit among the business 
men.

THE GIGGLING GIRL.
T he edict has gone forth  th a t no 

m ore than  six girls shall be allowed 
the privilege of the H arvard  L ibrary  
at one time, the Radcliffe annex 
m eaning only th is much, so far as 
read ing  is concerned, in the g rea t ad
vancem ent m ade for the education of 
women. T his in an annex which num 
bered last year m ore than  four hun
dred wom en students seems to be a 
very m inute concession. Even to  the 
privileged six access is only given to a 
room  apart, w here the num erous hats, 
bags and o ther paraphernalia a l
leged to m ake so much confusion 
are not annoying the m ain body of

Harvard’s students. More, the gig
gling is bottled up, and the sex which 
it is declared create so much confusion 
and have so many wants that the 
serious work of the library is inter
fered with are thus segregated and 
kept within manageable limits.

The query comes: Is this a legiti
mate charge or are the rights which 
woman has seemed to gain being forci
bly removed? It is true that woman is 
restricted by the edicts of fashion 
and, instead of having a multitude of 
pockets in which her various personal 
belongings can be deposited, she usu
ally carries a handbag, perhaps a 
pocket-book, and is weighed down 
with furs or the other accessories of 
the season. Worst of all, she is prone 
to giggle. Get a half a dozen of the 
average school girls together and note 
the effect.

Yet in every walk of life we find, 
girls doing duty well and faithfully. 
Impress upon them the importance of 
their work and they are dependable. 
That so much time is spent in gig
gling is due to habit or custom, 
thoughtlessness or the fact that re
sponsibility has never been formally 
given to them. If the ban at Rad
cliffe is a just one, it should be a 
standing rebuke to all girls that if 
they would be given privileges they 
must deserve them. If they must be 
restricted to six in four hundred the 
outlook is certainly not favorable; and 
the sooner the feminine side of the 
house learn that there is such a thing 
as entering a room quietly and attend
ing strictly to business, be it reading 
or work, the better.

The Tradesman's Sworn Statement 
Made Under New Postal Law

Statem ent o f the ow nership , m anagem ent, circulation, e tc ., of 
T H E  M ICH IG AN T R A D E SM A N , published w e e k ly  at Grand Rapids, 
required by the A ct o f A ug. 24, 1912.

NOTE—This statem ent is to be made in duplicate, both copies to be delivered by the 
publisher to the Postmaster, who will send one copy to the Third Assistant Postmaster General 
(Division of Classification). Washington. D. C.. and retain the other in the files of the 
postoffice.

Editor—E. A. Stowe. Grand Rapids.
Managing Editor—E. A. Stowe. Grand Rapids.
Business Manager—E. A, Stowe. Grand Rapids.
Publisher—Tradesman Company. Grand Rapids.
O w ners: (If a corporation, g ive  nam es and addresses o f s to ck 

holders hold ing 1 per cent, or m ore of total am ount o f stock .)
E. A. Stowe. Grand Rapids.
W. N. Fuller. Grand Rapids.
S. A. Sears. Grand Rapids.
S. F. Stevens. Grand Rapids.
Henry Idema. Grand Rapids.
N. G. Richards. Grand Rapids.
F. E. Clapp. Grand Rapids.
John DeBoer. Grand Rapids.
Fred Pettinga. Grand Rapids.
E. L. Reed. Grand Rapids.
K now n bondholders, m ortgagees, and other security holders, 

hold ing 1 per cent, or m ore of total am ount o f bonds, m ortgages or 
other securities:

There are no bonds, mortgages or other securities outstanding against 
the Tradesman Company.

In regard to Section 2 of the law. the Tradesman does not accept pay
ment for any editorial or other reading matter printed as news.

E. A. Stowe. Business Manager.
Sworn to and subscribed before me this 30th day of Sept.. 1912.
(SEAL) Florence E. Clapp.

Notary Public in and for Kent Co.. Mich.
(My commission expires April 17. 1916.)
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^  Clothing y?
How I Became a Furnishing Goods 

Buyer.
It doesn’t always pay to stick to one 

job for life. Anyhow, that has been 
my experience. After all, I think it 
depends largely on the boy or man, and 
to a great extent it is “up to him” to 
decide whether or not his first job is 
the kind of work he wants to follow. 
The only way some persons can reach 
a decision on that point is to try several 
different avocations and by a process 
of elimination weed out the undesir
able jobs until they find the right one.

1 tried pretty near everything under 
the sun before I finally became a buyer, 
but I had an ambition to hold such a 
position long before my hopes were 
realized. Perhaps it wouldn’t be a good 
plan for the majority of young men to 
change jobs as often as I did, but busi
ness conditions were different in Chi
cago thirty years ago from what they 
are now. Besides, boys aren’t permit
ted to go to work now at the age of 11 
years, even if they want to.

If a youngster of to-day were to go 
home at night and confess, after being 
duly punished, that he had run away 
from school to take a job in a depart
ment store as cash boy he would prob
ably find himself back at his desk in 
the schoolroom the next day. But just 
the reverse was true in my case, for my 
parents needed the $2.50 which I was 
to receive weekly, so I was permitted 
to keep the job.

First Job That of Cash Boy.
While that ended my school days, it 

didn’t end my education by any means.
I have found that the “school of hard 
knocks” is about the best institution of 
learning in the whole world, and I 
wouldn’t trade my business education 
for any amount of book knowledge. 
By reading and studying I feel that I 
have more than made up for any defi
ciency that may have been caused by 
leaving school at such an early age.

I was the third of a family of six 
children and when my father died he 
left us in straitened circumstances ow
ing to the difficulty my mother had in 
collecting his life insurance. At that 
time yellow fever was raging in the 
south and many insurance companies 
were about on their last legs as a result 
of paying death losses. The result was 
that mother had to compromise for a 
small sum and we older children had to 
go to work to support the family.

My first job was that of cash boy 
at the old Boston store, and 1 had to 
work from 7 :30 a. m. till 6 in the even
ing. After I had been there several 
months I was offered a similar place 
at an increased salary of $3 in Shirk’s 
dry goods store, which at that time oc
cupied the present site of the Fair on 
State street. I stayed there about a 
year without getting a raise, so I quit 
and became a Western Union messen
ger boy.

Jobs were easy to get in those days, 
and I soon became tired of delivering 
messages, so I gave up that work to 
become cash boy again, this time at 
Willoughby, Hill & Co.’s store at Clark

and Madison streets. From cash boy 
I was promoted to the delivery depart- 
bent, and I will never forget the thrill 
of joy I had when told to deliver a 
package to John L. Sullivan at the old 
Commercial hotel on Lake street. At 
the time 1 considered it about the high
est honor that could be conferred upon 
a boy.

Tired of Jumping Around.
After working for that firm three 

years I got a job in the stock room 
of a wholesale furnishing goods house 
at $5 a week. Later I was promoted 
to the shipping department and at the 
end of four years was drawing a salary 
of $8 a week.

About that time typewriters first came 
into general use, and I thought I saw 
an opportunity to get in on the ground 
floor in a new field of business, so I 
learned to repair machines. There 
were only three brands on the market, 
and I soon became familiar with the 
mechanism of all. There was plenty 
of work and I soon became a traveling 
repair man at a weekly salary of $15.
I liked the work and stuck to it for five 
years.

Then I did some thinking and tried 
to figure out what kind of work I was 
best fitted for. I was tired of jumping 
around with no definite object in life.
I took an inventory of all the jobs I 
had held and finally decided that I 
liked the men’s furnishing business best, 
so when the opportunity came to be
come a salesman in a retail store on 
South Halsted street I took it. After 
I had been there a short time my pay 
was increased from $15 to $20 a week 
and I was given the additional duty of 
trimming windows.

Three years later I changed jobs 
again, but continued in the same line 
of business, going to Schlossman & Co., 
on Monroe street at an increased salary. 
About that time I thought I was an 
expert salesman, but I found out later 
that I needed considerable more experi
ence before I could count myself in 
that class.

Tact, Salesman’s Best Asset.
One day a business man told me a 

salesmanship incident that made a deep 
impression on my mind and helped me 
greatly to correct a similar tendency on 
my own part.

“I went into a big furniture store on 
Wabash avenue the other day,” he said, 
“intending to buy a large bill of goods. 
When I entered the door I was turned 
over to a salesman who didn’t impress 
me as having had much experience. He 
didn’t take the proper interest in his 
work and instead of buying what I 
intended to, I only purchased a chair. 
I did that more out of consideration 
for the salesman than any other reason. 
As I started out, he said in a sort of 
‘know it all’ way:

“ ‘Isn’t there something else you 
want?’

“ ‘Well, I don’t know,’ I replied, ‘but 
I would like to give you a pointer. You 
consider yourself a good salesman, don’t 
you?’

“ ‘Yes, sir,’ he said.

“ ‘Well, you may count yourself as 
such, but perhaps you can get a better 
estimate of your real ability when I 
tell you that I came in here to buy 
several hundred dollars’ worth of fur
niture, and you succeeded in selling me 
one chair.’ ”

That incident opened my eyes and 
from that day I resolved to make a 
study of salesmanship. Years of ex
perience have taught me that tact is the 
greatest asset a salesman can possess. 
No matter how insignificant a sale may 
be it may result in making a larger one 
the next day to the same customer. A 
good motto for all salesmen to remem
ber is that a twenty-five cent customer 
of to-day may be a twenty-five dollar 
custpmer to-morrow.

Duties of a Buyer Numerous.
After two years in the employ of 

Schlossman & Co. I went to work for 
the Washington Shirt company as sales
man. Later I became manager and re
mained with that firm for seven years, 
resigning in 1905 to become buyer of 
men’s furnishing for the Hub.

The duties of a buyer are numerous. 
In reality buying goods is about the 
least of his work. He has entire juris
diction over his department and is re
sponsible for not only the buying of 
merchandise but the selling of it, which 
is really the most important end of any 
retail business. To become a success
ful buyer a man must be a graduate 
in salesmanship. He must know more 
than the simple value of merchandise. 
He must be thoroughly familiar with 
the wants of patrons in his particular 
market. What might be a fad or a big 
seller in one locality may prove to be 
an absolute failure in others. That’s 
where a knowledge of human nature 
is valuable.

Next to tact I believe ability to judge 
human nature is of most importance as 
a qualification of salesmanship or buy
ing. A satisfied customer is the best 
advertisement a store can have. Sup
pose a man comes dashing towards the 
neckwear counter. He is neatly but 
not flashily dressed, he is not carrying 
a grip or anything that indicates that 
he is going on a trip, but he glances at 
his watch as he reaches the counter and 
steps right up to the nearest salesman.

“Gimme a tie, a four-in-hand,” he 
says. The salesman reaches to the shelf 
behind him, grabs a box, slams it on 
the case, pulls out a tie. “One dollar,” 
he says, and has the tie and the dollar 
at the wrapping counter in less time 
than it has taken me to tell it.

Must Know Human Nature.
He has mentally sized up the man as 

a chap who is on his way to the railway 
depot, while his clean shave, fresh 
grooming, and quietly rich clothes pro
claim his tastes and habits. He selects 
for him a quality tie, of subdued color
ing, not cheap and not extravagant in 
price, and has his sale and his money 
on the second.

He makes no attempt to secure anoth
er sale, he indulges in no “fine weather” 
or “ball game” talk. His sole object 
is to get the tie into the customer’s hand 
with the least possible delay.

The man leaves the store with a men
tal photograph of excellent service, and 
he is as sure to come back as the sun 
to shine.

The next day maybe a near middle 
aged man, dressed “to a hair” in a style 
that verges a little on the feminine at
tention to small details. He strolls 
slowly toward the shirt counter, pausing 
on the way to adjust his glasses and 
examine, with great care, some silk 
pajamas. He stops again when he reach
es the shirt case and waits for a sales
man to approach.

“I saw a shirt in Boston—the other 
day,” he says, slowly and deliberately, 
picking his words carefully, “a friend 
of mine had it on. And he is a very 
good dresser—a very good dresser, in
deed. It was a sort of silky, twilled 
goods, with a little hairline, a delicate 
stripe—etc., etc., etc.”

There’s a hard man to sell. But a 
good customer, even if finicky. The 
salesman who knows his man lays him
self out for a half hour spent on this 
chap, with a digging into boxes and a 
pulling out of novelties and late effects 
that piles the case high with discards.

But when he sells him he is apt to 
sell a good little sales check full of high 
priced novelties, and if he is successful 
in impressing the customer favorably 
with his personality he in his turn makes 
a friend for the house, just as did the 
neckwear salesman by totally different 
handling. Fred Chicoine.

Doings in the Hoosier State. 
W ritte n  fo r th e  T rad esm an .

A new building costing  $25,000 will 
be erected for the b inding tw ine in
dustry  at the S tate prison, Michigan 
City, and the ou tput of tw ine will be 
increased 100 per cent.

Chas. Embrich and A. B. Trotter, 
formerly with a wholesale meat con
cern of Chicago, have opened a retail 
meat market on West Division street, 
South Bend.

The Civic Improvement league of 
the Terre Haute Commercial Club has 
awarded prizes for the best kept 
premises, the lots in competition not 
exceeding 40 feet frontage. The 
league is trying to persuade the coun
cil to appoint a woman as sanitary 
officer.

T he H enderson D esk Co., now 
operating  at H enderson, Ky., with 
seventy-five employes, will rem ove to 
Evansville, w here the output will be 
greatly  enlarged.

T he in terurban  railw ays have been 
notified by the Ind iana Railway Com
m ission th a t tim e has expired within 
which these roads should have in
stalled the block system .

T he South Bend Cham ber of Com
m erce is undertak ing  to  arouse the 
cities along the p roposed northern  
route of the M ichigan-Erie canal, 
u rg ing united action in the m atter. 
An advantage claim ed for the northern  
route is the large industries which 
w ould serve as business feeders for 
the canal. A lm ond Griffen.

Hat Provided With Electric Fan.
An electric fan installation  fo r use 

in top hats during  the warm  summer 
m onths has been invented. T he bat
tery will last for several days, and a 
renew al only costs a few cents. The 
fan is regulated by a switch on the 
brim . Fan, m otor, and b attery  are 
m ounted on a board which is support
ed in the crow n of the hat ju st above 
the space occupied by the head.
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“BUCK LEATHER”
TWO THREAD HALF HOSE

The man who pays 15 
cents for his hose has the 
right to ask for durability.

In “Buck Leather” half 
hose he gets it, with fit 
and looks thrown in.

ID2385, Full Seamless, Fast Black—Long staple 
cotton, lisle finish, evenly spun and knit to proper 
elasticity, 2 thread, 3 thread heel and toe, giving double 
strength and wear. 1 doz. in box.

Dozen......... Ip) _L

ID2939, Full Seamless, Tan— 
Newest shades, long staple cotton, 
lisle finish, 2 thread, 3 thread heel 
and toe, giving double strength and 
wear, evenly spun and knit to proper 
elasticity. 1 doz. in /tt* -g 
box. Dozen__  X  •  JLt V /

Made
Exclusively forB U T L E R  B R O T H E R S

Exclusive Wholesalers of General Merchandise 

CHICAGO NEW YORK ST. LOUIS MINNEAPOLIS DALLAS
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How To Make Accessories For the 
Neck.

T o me fluffy neckw ear can best be 
described as the “E te rnal Fem inine,” 
for he tru ly  m asculine wom an is sure 
to be w ithout the array  of jabots, lacy 
collars, frills and furbelow s tha t the 
dainty woman will always possess 
in abundance. T hey are such a help, 
these days, to b righten  up a one piece 
frock of dark color, for there are 
few of us who possess a clear enough 
com plexion, o r who have enough 
color to  w ear the new som ber shades, 
th a t are so popular now, w ithout 
being relieved by a touch of white, 
at least around the neck. O ur present 
m odes are charm ing in this respect, 
for there are so m any delightful ways 
of relieving the m onotony of a dark 
frock of alm ost any m aterial. T he 
new “directo ire” collar, high in the 
back and show ing the th ro a t in the 
front, is often lined w ith w hite satin 
th a t breaks the hard  lines around the 
face. T he suggestion of a vest is 
usually an a ttractive way of in troduc
ing another color note, and then  a 
fine lace collar, in cream  or pure 
white, m ay be added in the back and 
extend to the fron t or me.rely just 
come over the shoulder.

Fichus, too, are delightfully effect
ive, especially when applied on flocks 
of black and dark colored satin or 
charm euse. They are m ade of thin 
transparen t m aterials, but if they  are 
laundered they  are done so carefully 
th a t no one would be able to  detect 
it; the film ier the effect the m ore 
fashionable, and, though the original 
style m ay have been taken from  the 
P uritans and Q uakers, they  are far 
from  giving th a t effect, for they are 
quite rem ote from  looking prim  and 
sedate and suggest a daintiness all 
of their own. F ine nets, chiffons, 
m ousselines and the very sheerest 
batiste  and mulls are the m ost popu
lar m aterials for these dainty acces
sories. On the fichus of net lace 
m edallions are em broidered and the 
net cut away from  beneath them, 
which gives a  m ost charm ing effect.

T his is quite a simple th ing  to do, 
though, of course, one m ust be very 
careful. I t  is best to  bast the net 
to  a s*iff piece of brow n paper before 
putting  the medallion on; then pin 
the  la tte r  in the exact place you de
sire and baste carefully, w ith small 
stitches and very near the edge. To 
get the best effect I think tha t the 
m adallion should be buttonholed  in, 
using a small stitch and a fine thread ; 
th a t is, if the net is a fine quality, 
bu t if you do no t care fo r tha t it can 
oe appliqued on. T hen  rip the net 
from  the paper and cut it from  be
neath  the m edallion. If  the la tte r has 
been buttonholed  on I think th a t you

will be safe enough ju st to cut the 
m aterial away, as close to the stitch
ing as possible, but if it has been 
m erely appliqued, cut the net within 
three-e ighths of an inch from  the edge, 
then roll and whip it back.

T he fichus of chiffon are the m ost 
delightful things, for they  suggest the 
g rea test possible originality  in de
sign' and com bination of m aterials. 
W hen finishing a fichu of chiffon 
a silk seam binding is the best 
to cover the raw  edges, tu rn ing  it 
under to make it as narrow  as possi
ble. M ousseline, like chiffon, is ra th 
er a difficult, filmy m aterial to w ork 
with and should be treated  in the 
same way.

H and E m broidery  In troduced.
T he batiste fichus are, perhaps, the 

m ost practical of all, to say no th ing  
of economy. T hey  are made in every 
conceivable w ay; plain, w ith a very 
narrow  ruffle of self m aterial, either 
gathered  o r plaited on, o r perhaps a 
finish of val o r Irish  edge with a 
row  or tw o of m atching insertion. 
In  com bination with either of these 
a little  hand em broidery is often in
troduced in ra th er  simple designs; of 
course, the em broidery th a t is tran s
paren t in places is m ost a ttractive 
and quite effective when w orn over a 
dark colored frock. T he “punch w ork” 
is undoubtedly very lovely, but while 
it is very hard to  do, it also takes 
ra ther long, and there are m any am a
teurs who scarcely know  how to do 
it at all; so for thoss reasons, I would 
suggest using a fine net, for the tran s
paren t places, which looks quite as 
well and will take very little  time. 
A fter the m aterial has been stamped 
cut a piece of net a trifle la rg er than 
the spot for which ‘it is intended and 
baste it to the m aterial carefully. I 
think that you will find it m ore con
venient to baste the whole on a stiff 
sheet of brow n paper, though some 
people prefer to  use em broidery rings. 
A fter the net has been basted on, the 
portions done in solid o r in satin 
stitch should be padded, and then the 
ex tra  bits of the net can be trim m ed 
off, because one is apt to have it look
ing untidy, if it is not cut off until the 
em broidery is com pleted. But you 
m ust w ait until the em broidery is en
tirely  finished before cu tting  the 
batiste away in the back and then 
leave an edge of about three-e ighths 
of an inch, which should be hemmed 
back upon the em broidery to make 
a good finish. I know there are 
many, and those who do very fine 
em broidery, too, who think it quite 
unnecessary to  do any th ing  beyond 
cutting  the m aterial as closely to the 
em broidery as possible, but I have 
always found th a t it is not apt to 
w ear so well and looks quite ravelly,

even on a buttonholed  edge, if it has 
no t m ore finish than  ju st m erely being 
cut.

O ne of the new est features on the 
dark  colored afternoon frocks of ta f
feta, charm euse, crepe de chine and 
satin are collars of w hite or cream  
taffeta. T hese are extrem ely effect
ive and are m ade alm ost every shape 
and size im aginable. Som etim es they 
are quite large, in cape effect, alm ost 
covering the shoulders and com ing 
to the w aist line in the back, and 
then, quite the o th er extrem e, small

OFFICE O U TFITTER S
LO O SE LEA F SPE C IA L IST S

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

FLEISCHMANN’S YEAST is to-day sold by 

thousands of grocers, who realize the advan

tage of pleasing their customers and at the 

same time making a good profit from the 

goods they sell. If you are not selling it now, 

Mr. Grocer, let us suggest that you fall into 

line. You won’t regret it. &  &  & Sh &
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collars are often shown, com parative
ly short in the back and do no t extend 
to the fron t, but end at the  top of 
the shoulder, w ith small bu ttons; but 
I th ink  the larger ones, though not 
the extrem e in size, are the m ost 
effective. Of course, there  is little  
th a t will make attrac tive  trim m ing 
for taffeta, and so one m ust reso rt to 
the self trim m ing. Indeed, the puf
fings and ruchings and the like look 
very well, bu t the sm artest are those 
th a t are scalloped and corded. T here 
is a style about them  th a t cannot fail 
to be attractive. W hen m aking these 
scallops I th ink  the best plan is to 
first run a row of small bastings along 
the m aterial w here the finished line 
is to com e; then, after the cording has 
been m ade and the edge of the scal
lops basted back, slip stitch  the cord
ing on w ith loose stitches and do not 
press the scallops of the collar or 
the cording. F o r the lining a piece 
of soft silk is best—Japanese silk or 
m essaline. W hen cu tting  it allow 
about half to th ree-quarters of an 
inch all around, bu t do no t cut ouc 
the scalloped outline until it has been 
laid sm oothly upon the outside collar 
and basted. T hen it can be cut out, 
the edge tu rned  under, basted and 
finished by hem m ing; bu t I would 
advise cu tting  one scallop and basting  
it before cu tting  the next. I think 
th a t m ost beginners fail to  get a good 
effect, when m aking anything w ith a 
lining, because they  try  to ge t the 
lin ing  too sm ooth; it is always good to 
rem em ber th a t w hen tw o pieces of 
m aterial are sewed together back to 
back, one o r the o th er will have to be 
loose and therefore wrinkle, so let it 
be the lining.

Collars of m ousseline, too, are m ost 
effective and the new est ones are 
often hem  stitched. M ousseline, at 
best, is a hard  m aterial to w ork with, 
and seem s quite im possible when hem 
stitch ing  is even suggested, but I 
think th a t you will find it all right if 
you pull the th reads inch by inch. 
T h a t is, if you intend pulling seven, 
pull all of them  for one inch of the 
m aterial and then  go the next inch.

Ruffs Can Be M ade of Feathers.
T hough  there are few ruffs that 

look alike,, they are nearly  all m ade 
w ith the same so rt of a  foundation, 
upon which the plaited m aline chiffon, 
net o r w hatever the ruffs is to be 
m ade of is sewed. A strip  of canvas 
about two inches wide and about an 
inch longer than  the neck m easure is 
sufficient for m aking the foundation, 
with tw o hooks and eyes, one each 
at the top and the bottom . Of course, 
this m ust be covered. Som ething to 
m atch the outside net or w hatever the 
m aterial used will cover the canvas on 
the righ t side, and then  a piece of 
w hite Japanese silk, m essaline o r any
th in g  soft to  p ro tec t the neck from  
the rough canvas, and, of course, it 
m ust be white, so th a t it will not 
sta in  the skin, if the the neck per
spires. Even the ruffs of plaited 
taffeta are m ade with such a founda
tion. T his new style has been quite 
a godsend to  the wom an w ith a good 
looking willow feather, for a lthough 
the feathers have grow n quite passe, 
they can be m ade into the m ost a t
tractive ruffs by very inexperienced

fingers. Of course, the fea ther m ust 
be first taken apart (tu rn ing  it on the 
w rong side, you will find long stitch 
es, and if these are taken out the 
feather will come apart very easily), 
and then it is an easy m atter to sew 
the strips of the feather upon a foun
dation, m ade as sta ted  above.

Blouses So D ifferent T h is Fall. 
Bows and rose ttes of all kinds are 

used as finishes on the various ruffs, 
and alm ost every style and kind of 
ribbon is b rought into action. T hose 
w orn on younger girls and made of 
light colored m aterials are fastened 
w ith p re tty  roses of satin ribbon in 
any shade tha t will harm onize with 
the ruff, and, of course, the com plex
ion m ust also be considered.

D oesn’t it seem strange tha t ju st a 
day or tw o of cool w eather will make 
every one hie fo rth  and order new 
suits, o r at least give a tten tion  to 
buying heavier m aterials. Perhaps 
we are all ra th er  afraid of being 
caught napping, w hen a really  cold 
spell will descend upon our heads and 
find us unprepare 1, w ithout a w arm  
tailored suit. Betw een seasons is, I 
am sure, the m ost difficult part of the 
year, as far as the w ardrobe is con
cerned, and, speaking of the present, 
there  never was a season when the 
m odes changed so radically and in 
such a sho rt time. O ne hardly ex
pected such a decided change, and 
while a few seasons ago it was quite 
possible to w ear a sp ring  suit in the 
early fall, to tide over till w inter, and 
still look quite in the fashion, this 
season one finds it hardly possible, 
th a t is, if there  is any hope of appear
ing sm art.

Even the blouses th a t seem quite 
simple are  so decidedly different from  
those of a season ago th a t any one’s 
w ardrobe is apt to  look frightfully  
out of date. But tru ly  the blouses 
now are delightfully  charm ing, and I 
really feel tha t they  are in teresting  
to make as well as look at. Perhaps 
it is their newness, for the collars, 
sleeves, droop of the shoulder, and 
even the very fit seems so very differ
ent from  anything th a t we have ever 
had. Jane Barton.

Knew Her Weakness.
T he burning question of “votes for 

w om en” was cleverly em ployed to his 
own advantage by a hobo in a M ary
land tow n not long ago.

Some one m ust have advised the 
tram p in the m atter, for, w hen he 
approached the house of a wom an well 
know n for her advocacy of w om an’s 
suffrage, he was ready for her.

P olitely  he asked “a little  assist
ance,” after the m anner of hoboes 
everywhere.

“W hy don’t you go to w ork?” 
stern ly  dem anded the lady.

T he tram p bowed. “M adam ,” said 
he, “some years ago I registered  a 
vow to  do no stroke of w ork till 
wom en w ere accorded the same righ ts 
as m en.”

T he “little  assistance” was fo rth 
coming.

Still Happy.
Freddie—W h a t’s an optim ist, dad? 
Cobw igger— H e’s the fellow who 

doesn’t know w hat’s com ing to him.

GRAND RAPIDS BROOM CO.
Manufacturer of

Medium and High-Grade 
Brooms

GRAND RAPIDS. MICH.

13 9  H I  Monroe Sfr.
Roth Phonos

GRAND RA PID S. MICH.

IMPORTANT 
Retail Grocers

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

with the genuine

Baker's 
Cocoa and 
Chocolate

with the trade-mark 
Registered on the packages.

V. S. Pat. off
They are staple goods, the 

standards of the world for purity 
and excellence.

MADE ONLY BY

W alter Baker & Co. Limited 
DORCHESTER. M ASS.

Established 1780

Just as Sure as the Sun 
Rises

"0RESCEN T
F L O U R

Makes the best Bread and Pastry

T h is  is th e  reaso n  w h y  th is  
b ran d  of flou r w in s  su c cess  fo r 
e v e ry  d e a le r  w h o  re c o m m e n d s 
it.

N o t o n ly  can  y o u  ho ld  th e  old 
c u s to m e rs  in line , b u t  y o u  can  
ad d  n e w  tra d e  w ith  C rescen t 
F lo u r  a s  th e  open in g  w edge.

T h e  q u a l i ty  is sp le n d id , ii is 
a lw a y s  u n ifo rm , an d  each  p u r 
c h a se r  is p ro te c te d  b y  th a t  iron  
c la d  g u a ra n te e  o f a b so lu te  s a t is 
fac tio n .

M a k e  C re sc e n t F lo u r  one of 
y o u r  tra d e  p u lle rs—reco m m en d  
it  to  y o u r  d isc rim in a tin g  c u s 
to m ers.

Voigt
Milling

Co.
Grand Rapids 

Mich.

Ceresota
Flour

The PRIZE BREAD FLOUR of the WORLD

CERESOTA Flour for many years has been 
firmly established in the homes of Michigan, as 
a high grade family flour—made from hard 
Spring Wheat. It will continue to meet the favor 
of the housekeepers. Retail Food Merchants 
will find a sure and growing demand for it.

W e stand for CERESOTA Flour.

Registered in U. S. Patent Office

Manufactured by

The Northwestern 
Consolidated Milling Company

MINNEAPOLIS, MINN.

JUOSON GROCER COMPANY, D istributors
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Association Standards Should Be 
Established.

J. H. Skinner, the farm management 
agent assigned by the Agricultural De
partment at Washington to Kent Coun
ty to help the farmers solve their prob
lems, is a firm believer in co-operative 
effort, especially in the marketing of 
farm products. It is to be hoped he 
will be aide to impress his convictions 
upon the farmers and fruit growers in 
this district. This city is one of the 
most important fruit centers in the 
country, but the rule here is every 
grower for himself. They depend on 
buyers coming to them or look to the 
local commission men to handle their 
crops. This plan has worked fairly 
well in the past, but nevertheless it is 
a trust-to-luck policy and in these days 
of keen competition trusting to luck 
does not pay. Other producing centers 
have their associations through which 
the marketing is done. The citrus fruit 
growers of California, the strawberry 
growers of Louisiana and of Tennessee 
and of Georgia, the peach growers of 
Texas and of Oklahoma, the apple 
growers of Oregon, the grape growers 
of Lawton, all have their _ associations 
and the list of similar associations in 
all parts of the country could be in
definitely extended. These associations 
obtain early data as to what the local 
crop is to be, ascertain conditions in 
other parts of the country and weeks 
and even months in advance begin 
planning to place their stock. During 
the marketing season they keep in touch 
with the important consuming points 
and are able to ship intelligently to 
those points that want supplies instead 
of glutting one market and leaving an
other bare. Through associations the 
growers get the best possible prices and 
the higher prices are not through any 
combination in restraint of production 
or trade, but by w’ise co-operation in 
finding markets. In this city if any 
advance data as to the size of the crop 
is collected or any advance scouting for 
is done it is by the commission men and 
it is the commission men who get the 
profits. This city is fortunate in the 
high character and integrity of some of 
its commission men, but they are en
titled to some return for their work 
and enterprise and will get it in the 
difference between the buying and the 
selling price. The grape season has 
been at its heighth the past week and 
several mornings there has been but a 
single buyer in the market, other than 
those who buy for the local trade, and 
this buyer has bought almost at his 
own price, some mornings as low as 7 
cents for eight pound baskets, at which 
price there is no money in grape grow
ing. If the growers had an associa
tion an outlet for this crop would have

been arranged weeks ago. The apple 
crop will soon be moving and here the 
need of association will be especially ap
parent. All over the country the apple 
crop will be large and to find outlets 
will be difficult. Other districts through 
their associations began scouting weeks 
ago and, when the Michigan crop comes 
on, it will be to find most of the good 
places already supplied, and from pres
ent prospects the growers here will have 
to take what they can get.

A further advantage in association 
is that the proper grading and packing 
of fruit is possible and when the fruit 
goes forth it is with a guarantee of 
quality that adds dollars to the net re
turns. The association fruit is branded 
or labeled and in time the association 
brand is in itself an asset worth having. 
Under the present trust-to-luck system 
no guarantee goes with Grand Rapids 
fruit, except as the buyer or commission 
man may be held, and if any brand ap
pears on the package it is the dealer 
and not the grower or the producing 
market that gets the benefit of the ad
vertising. Buy California oranges and 
we know from the brand exactly the 
valley they come from, but buy Michi
gan peaches or apples or berries and 
where they come from is a mystery 
which the dealer may or may not di
vulge and, if it is to his advantage to 
do so, he may palm off the fruit from 
some other state as of the Michigan 
growth.

The fruit growers in Kent County 
should organize and Mr. Skinner will 
be one of the best investments Kent 
County ever made if he can persuade 
the growers to work together in find
ing markets and getting the better prices 
which a good market insures.

Grand Traverse Apples at Baltimore.
Traverse City, Oct. 5—Here’s another 

piece of publicity that the Traverse City 
Board of Trade pulled off this week. 
The Pythians of Baltimore, Md., plan 
that from Oct. 1 for two weeks they 
are to have one of the biggest fairs ever 
planned by any organization, and they 
called it the “Pythian States Exposi
tion.” It is held in the big armory, one 
of the largest in the country seating 20,- 
000 people, and the committee has di
vided the floor space off into sections 
32 x 12 and assigned them to each state 
in the Union and then asked each state 
to donate something that would be typi
cal of that State. There would be no 
expense to the state for the rent of the 
space, the only proviso being that the 
goods sent should be donated and then 
sold and the proceeds go to the treas
ury.

The Western Michigan Development 
Bureau had planned to occupy the space, 
but at the last moment circumstances 
arose that made it impossible, so word

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

Q uick Shipm ents Our Pride

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

Dainty
Breakfast Sausage

Made from choice ham trimmings, the 
purest spices being used and packed in a 
dainty carton makes a ready seller.

In bulk or link (casings) 1 lb. cartons 
—two. three and four doz. in box.

Country Style 
Pork Sausage

Like mother used to make on the farm. Put up 
in two pound cloth bags, ten bags to the box.

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, 911% N. Burdick 

Lansing, H. W. Garver, Hotel Wentworth 
Adrian, A. P. Dickson, Hotel Maumee 

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

St. Johns, E. Marx, Steele Hotel 
W rite to-day

Cudahy Brothers Co.
Cudahy-M ilw aukee
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came to the Secretary of the Board 
of Trade and he got busy with two 
other active workers, and they got their 
heads together with the result that, as 
the Grand Traverse Region Fair was 
then in active operation and there was a 
splendid exhibit of fruit, it was decided 
to procure some of the choicest and 
send that.

The owners of the famous Morgan 
orchard were interviewed and they 
agreed to donate the fine display they 
had of apples. They were already in 
the standard packing box and ready 
to go. The time was only two days 
away for the Baltimore exposition to 
open. A water color sketch of the pro
posed display was drawn by one of the 
gentlemen and photographs of the or
chard procurred and sent on with the 
apples. Several of the active members 
of the Board of Trade paid the express 
charges, which amounted to $15, for 
there were ten bushels of these beautiful 
apples. Here was the great fact to bear 
in mind—out of all this great State of 
Michigan, the whole State was to be 
represented at this state wide show by 
this one orchard, and the Board of 
Trade had been keen enough to see that 
it would be a splendid piece of adver
tising to get these apples, the Fruit with 
Flavor, right in the hands of the best 
people and in a place in the Eastern field 
where the Western apples have always 
held sway. They knew, too, that who
ever bought the fruit after the show 
was over would be getting the prime 
article and when they got their teeth 
in those same apples, they would surely 
cry for more.

These opportunities come only once 
and the men on their job are taking ad
vantage of every such occasion.

Merritt B. Holley,
Secretary Board of Trade.

U tilizing the W aste Product of Sauer
kraut.

In the manufacture of sauerkraut the 
juice is pressed out of the cabbages, 
and. as the vegetables are about 60 per 
cent, water or juice, the waste was more 
than one-half. This juice was allowed 
to go to waste. It was an industrial 
chemist who collected this juice and 
discovered that it contained much de
composed vegetable matter. There was 
an organic acid in the juice that seemed 
worth recovering, and by concentration 
and filtration the acid was obtained and 
refined. To-day this organic acid forms 
an important factor in the tanning of 
skins and in all textile manufacturing. 
At first thought it would seem as if the 
sauerkraut industry was too small to be 
of importance in recovering such an 
insignificant by-product, but there are 
alone on Long Island upward of twenty 
such factories, and each one uses some 
two and a half million pounds of cab
bages. From each factory there is re
covered to-day 80,000 gallons of juice, 
or, in all, one and a half million gallons 
of waste. Multiply these figures by 
ten, and we begin to get an idea of what 
this factory economy means, for there 
are similar factories around Chicago, 
St Louis and many other large cities.

G. E. Walsh.

You can tell whether a man deserves 
success by the way he accepts it when 
it comes.

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

Plans entered into by the city 
of Youngstown with the Erie Rail
road for elimination of the grade 
crossing there have been approved by 
the Chamber of Commerce.

Dayton is considering plans for em
ploying workhouse inmates on the 
streets.

The trade school at Columbus 
opened this year with a registration 
of ninety boys and classes are form
ed in carpentry, cabinet work, pattern 
work, wood turning, machine work, 
electrical work, mechanical drawing, 
reading of working drawings, mathe
matics and principles of machines. 
Many of the last year’s students work
ed in local factories during the sum
mer, receiving good wages, and they 
will continue to work in the shops 
on alternate weeks. The school is 
so popular that waiting lists are nec
essary in most of the classes.

Youngstown will entertain the Ohio 
Firemen’s Association Oct. 15-17.

By annexing the suburban towns 
of Hartwell, Fernbank and Pleasant 
Ridge, Cincinnati has added 5,000 to 
its population.

Cincinnati will vote on the question 
of issuing bonds for $250,000 to build 
a convention hall on the hospital site, 
also a bond for $3,000,000 for sewers.

The Cleveland Chamber of Com
merce has prepared as ordinance for 
presentation to the Council which 
provides a plan by which merchants 
and manufacturers may transport 
freight over the Cleveland Railway 
Co.’s lines. The ordinance will allow 
the company to haul electric freight 
cars over certain streets to be desig
nated and will stipulate at what hours 
of the day this traffic may be handled. 
Business men of Cleveland say that 
the handling of freight in this man
ner will remove one of the greatest 
handicaps under which the commer
cial interests of the city now labor. 
The principal use to which the freight 
service is to be put is the prompt 
delivery of merchandise in the subs 
urbs and adjoining towns.

An effort will be made toward con
solidation by four.of the business or
ganizations of Columbus, the Cham
ber of Commerce, the Ohio Club, the 
North Side Chamber of Commerce 
and the South Side Business and Im
provement Association.

Almond Griffen.

H ousing a Surplus.
A farmer once told Lincoln a 

whopping fib about his hay crop. 
Lincoln, smiling his melancholy 
smile, drawled:

“I’m cutting hay too,”
“Good crop?” the farmer asked. 
“Fine, very fine,” said Lincoln. 
“How many tons?”
“Well, I don’t know just how 

many tons,” said Lincoln, carelessly, 
“but my men stacked all they could 
outdoors and then stored the rest 
in the barn.”

The Bride Goes Shopping.
After the bride of the week has 

inspected ail the fresh vegetables in 
the store, puiched a few, and inquir
ed prices all around, she said to the 
patient clerk: “These tomatoes are

ju st tw ice as dear as those across the 
street. W hy is it?”

“Ah, yes, m a’am, to be sure; but, 
you know, as I see you are a judge, 
these”—and the g rocer smiled—“these 
are hand-picked.”

“Of course,” she said hastily, blush
ing, “why, I m ight have known. Give 
me a bushel, please.”

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

E vening P ress Exemplar

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

Successors to F. E. Stroup, Grand Rapids, M ich

Watson -  Higgins Milling Co. 
Merchant Millers

Grand Rapids Michigan

Hart Brand Banned Boons
Packed by

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

R ea & W itzig
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.T hese Be Our Leaders

— ESTABLISHED 1876 —

Potatoes, Beans, Onions, Bppies
M O S E L E Y  B R O T H E R S

G R A N D  R A PID S, MICH.

We are known from New York to San Francisco as 
one of the largest poultry houses in the United States. We 
ship to New York, Boston, Chicago. Los Angeles. San 
Francisco, or any place where the market is good, thus we 
are able to pay the farmer or jobber the highest market 
price.

We make a specialty also of Butter. Veal and Hides.

A. T. PEARSON PRODUCE COMPANY 
139-145 South Ionia Ave. Grand Rapids, Mich.
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Expert Service for Children’s Trade.
“Childen’s shoes are the foundation 

of the business,” declared the most 
successful dealer in a large Ohio Val
ley city recently. “The child is father 
of the man, and this applies to the 
shoe business as well as to the charac
ter-building. If you want to increase 
the women's business, you must go 
after the trade of the little miss, the 
child, the baby.

"What does that mean? Certainly 
trying to get mothers interested in 
the offerings of children’s shoes which 
you have to sell. If you prove to the 
mothers that the shoes you are pro
viding for her children are giving good 
service, and have style and snap as 
well, you are pretty certain to get her 
own trade. 1 have seen this happen 
so often that I know it to be a fact 
that good work done for the children 
is immediately made effective through 
the patronage of the parent direct.

This particular dealer has no chil
dren’s play-room and gives no souve
nirs or toys to children whose shoes 
are bought in his department. He 
does not disapprove of these things, 
but on the contrary thinks that they 
are worth while, if the space can be 
secured and if the margin of profit 
on the business is sufficient to enable 
the distribution of toys and other 
“grimcracks” to be made. As a mat
ter of fact, however, he has found 
that these things, while attractive, are 
not essentials, and that the careful 
buyer, which the average mother is, 
will go where she can get good fit, 
good quality and reasonable prices 
for her children’s shoes, whether the 
store which can give this service hap
pens to have facilities in the way of 
toys and play-rooms or not. The 
biggest mistake made by the average 
dealer, in the opinion of the shoeman 
quoted above, is in not giving suffi
cient attention to children’s shoes. It 
is true that the profit made on a 
single sale is not particularly large, 
and it is also true that other lines 
show a bigger aggregate of gain in 
the course of the season. But that, 
for this reason, one may justify him
self in giving only perfunctory atten
tion to fitting the child and to devel
oping children’s business does not 
follow by any means.

Many children are poorly fitted. The 
average mail clerk is not any too 
careful with the young ones, and 
doesn’t use the same discrimination 
and effort to get the right shoe that 
he does in the case of an older person, 
where the amount involved is larger. 
Therefore, wise dealers have found it 
good policy to have all children waited 
on by young women, feeling that the 
latter have the necessary patience to

give the child a properly-fitting shoe, 
which is just as necessary in the case 
of the growing boy or girl, and prob
ably more necessary than where an 
adult is concerned.

The secondary reason for misfits, in 
addition to the haste of the average 
male clerk, is that stocks are frequent
ly not broad enough to take care of 
the requirements of the trade. The 
dealer who gets a full stock of styles, 
sizes and widths for his women’s lines 
will be content with a few lasts and 
a restricted number of sizes and 
widths, although the latter is one of 
the most important features to be 
considered. This results many times 
in a child with a narrow foot being 
given a shoe which is too short, in 
order to get a width which holds the 
foot snugly. Here the beginning is 
made of permanent foot deformity. On 
the other hand, the fat, broad foot of 
the plump youngster is likely to be 
given a shoe which is too long, or 
squeezed into one which is too nar
row, the old idea of the necessity of 
“breaking in” a new pair of shoes 
causing the parent to buy a pair of shoes 
which may not fit the child comfort
ably at all.

Service of this kind gets nothing 
except a bad reputation for the store 
which gives it. If the shoe doesn’t 
give satisfaction, the mother is likely 
to take her youngster somewhere else 
the next time, and that is likely to 
mean that her own trade will go there 
as well. The constitution follows the 
flag no more closely than the family 
trade follows the children’s. The op
portunity that the dealer who is given 
a chance at children’s business has 
for tying up the whole family is so 
great that it is a wonder that it has 
been overlooked so generally.

A store which was just beginning 
to win a place in the community had 
some children’s shoes on display in 
a case near the front of the store. A 
friend of the proprietor, observing 
them, suggested that it would be good 
business to develop this department, 
and win the favor of all the mothers 
in town.

“Oh,” was the indifferent reply, “we 
carry them because we have to; not 
because we want to. There’s no 
money in children’s shoes.”

A few months later a sheriff’s sale 
was disposing of the left-over stock 
of that concern. It was not neces
sarily a failure because children’s shoes 
were not properly pushed, but at least 
the attitude of the dealer on that sub
ject showed which way the wind was 
blowing.
A Line That Should Not be Neg

lected.
This is a line which should not be

neglected, and the apparent lack of 
profit is only aparent after all. If not 
as much money can be made on in
dividual sales of children’s shoes as 
other lines, the beginnings can be 
made of trade which will prove profit
able later on, and a hold on that fam
ily can be secured which will be main
tained through years of profitable 
patronage.

Manufacturers are now paying more 
and more attention to the design of 
children’s shoes, and to the snugly 
fitting heel, correctly arched instep 
and orthopedic toes, turning out shoes 
which combine grace, correct fit and 
style. With this combination to offer, 
and with a sufficient array of sizes and 
widths really to fit accurately what
ever foot he is called upon to shoe, 
the dealer need not look upon his 
children’s department either as a n;c- 
essary evil, or as lacking in oppor
tunity for prestige and profit.—Shoe 
Retailer.

Clear the Deck For Fall Business.
Looks now like business in the shoe 

retailing line is going to be mighty good 
this fall and winter. We hear the most 
gratifying reports from all sections of 
the country. The crops are reported 
to be good, taken all in all; and the 
crops that aren’t made yet, but will be 
soon, are getting on splendidly. Every
where it seems to be seasonable.

With bumper harvests in the wheat 
growing sections; with plenty of oats, 
rye, hay, corn and cotton; and with the 
greatest abundance of fruit of all kinds 
—the American farmer is in tip-tftp con
dition. And farm products of all kinds 
are bringing the highest prices. Looks 
like the farmers are going to be sim
ply rolling in wealth this fall and winter.

And times are generally good when 
farmers are prosperous; for the farming 
classes are the bigest spenders in the 
world. The more money they have the 
more merchandise they buy and the man 
doesn’t live who can measure the depth 
of their consuming capacity.

The shoe dealers of the country will 
come in for their share of this pros
perity. Furnishings and equipment for 
the home and wearing apparel for the 
whole family—these are the things the 
prosperous farmer provides first of all. 
And this means a lot of shoes are going 
to be sold to the farmers and their fam
ilies this fall and winter. Every shoe 
store that caters to this class of trade 
will undoubtedly do a big business.

And then, as intimated above, the 
waves of prosperity that first appear in 
the country will keep right on enlarging 
and moving forward till they reach the 
largest towns and cities, and we’ll all 
share directly or indirectly in the re
freshing of a somewhat delayed pros
perity. Plants and factories of all kinds 
will resume their old-time activities. 
Pay rolls will be extended and dinner- 
pails filled; and nobody outside of those 
personally interested will care a penny 
pickle who’s president and who isn’t.

So if you’ve been going on the soft 
pedal and carrying about a pessimistic 
atmosphere, quit it. The country hasn’t 
gone to the bow-wows yet, and it isn’t 
headed in that direction, no matter if 
muck-rakers who muck-rake for a con
sideration, aver that such is the case. 
Let them discolor facts and juggle fig

ures to their hearts’ content, and pro
duce from their brains all sorts of in
coherent and profitless vagaries; but 
you keep an eye on the stock and focus 
your attention on local trade symptoms. 
There’s going to be a lot of shoes sold 
in your community this fall, and it be
hooves you to be there with the goods 
when the selling is brisk.—Shoe Retailer.

Create Sentiment Against Deceptive 
Advertising.

Retail merchants associations in 
various states, as well as civic and 
publicity organizations in the larger 
towns and cities, are exercising them
selves over the subject of deceptive 
advertising. There are so many fak
ers in business, who make their mon
ey by publishing fake sales and un
truthful announcements of bargains, 
that it is time for the general public 
to get together for its own protection. 
The retailer is vitally interested. 
When his neighbor advertises re
markable cut prices, which in reality 
do not exist, the honest dealer is hurt. 
His trade runs to the fakir, and is 
cheated. He may not go back to be 
cheated again, but the mischief is 
done beyond remedy for that particu
lar time. The customer’s money is 
spent, and he cannot get it back. 
Many a time the Tradesman has ad
vised its readers to stick closely to 
the truth in their own advertising. 
It pays in the long run. The trade 
built up by means of fair dealing is a 
sure and steadfast trade. But do not 
fail to join any movement which has 
for its object the enforcement of laws 
for the purpose of preventing decep
tion in other stores. Proper enforce
ment of such laws will surely come in 
time. The Associated Advertising 
Clubs of America are working to this 
end, and the newspapers will have to 
fall in line and refuse to print matter 
they know to be false, even if it is 
paid for at advertising rates, if the 
clamor against it is loud enough. It 
will come to that sometime. Its 
coming may be hastened by the co
operation of all interested parties. 
That particularly means the honest 
merchant.

H orse Colors in Tropics.
The endurance and disposition of 

horses in the tropics seem to depend 
much upon the color of their hairy 
covering. Col. Charles E. Woodruff 
several years ago showed the influ
ence of tropical light upon white men, 
and has now pointed out the need of 
considering color in choosing animals 
for warm climates. Gray and white 
horses proved to be the most suitable 
and longest lived. In Manila only the 
white, gray, roan, and yellow have 
been able to survive the ordinary ail
ments, and of 100 Chinese mules 
bought in 1903 for Philippine service 
only four—with white hair over black 
skins—lived more than seven years. 
Of troop horses on review the gray 
and sorrel are quiet, the bays are ex
citable and restless, and the blacks 
seem to be most irritable of all.

Of Course!
Lady Customer: Will these shoes 

last long?
Clerk: All our shoes are made “to 

last,” Madame.
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■OR the ‘21st successive season the big general advertising cam
paign on Mayer Honorbilt Shoes is appearing in all the leading 

daily and weekly newspapers, farm and religious publications mag
azines and periodicals. This advertising is done to help Mayer 
dealers sell more shoes.

Twenty-one seasons of continuous advertising establishes an 
article of merit with the people. It has made Mayer shoes strong 
with consumers.

It has created demand—and demand makes selling easy and 
increases the volume of business.

Backed by Mayer Shoe Quality
Back of our advertising is the splendid quality of Mayer Honorbilt 

Shoes, acknowledged the best general line of shoes manufactured in this 
country.

Our advertising reaches twenty million people who read the story of 
Mayer Honorbilt Shoes in eleven different languages.

With Mayer Quality supported by extensive advertising, you can do a bigger and 
more profitable shoe business. WE HELP YOU TO SELL IN MANY OTHER WAYS.

Why continue to handle a line that does not offer you the same advantages, when you can 
get all these benefits without extra cost? Salesmen are on the way with the Spring line.

Write at once if you are interested.

F. Mayer Boot & Shoe Co., Milwaukee
Largest Manufacturers of Full Yamp Shoes in the World
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T R U E  FRA TER N A LISM .

Some of the Blessings Its  Practice 
Brings.*

It is, indeed, a great pleasure to 1). 
with you to-night. I know of no 
council where I am more at home, 
outside of my own, than Marquette. 
That fraternal spirit abounds every
where. You feel it the moment you 
enter the borders of this metropolis 
of Northern Michigan, and the spirit 
of your fellowship permeates the en
tire order. From the sun kissed 
shores of Lake Superior to the sin 
cursed borders of our metropolis you 
feel it. The spirit of fraternalism—the 
kind that the Marquette council gives 
out — breathes into your very soul 
the spirit of love and kindness. 
It even goes further than this. It 
teaches us to be charitable, to love 
one another and to help our fellow 
man. We have with us to-night sever
al honored guests, Grand Counselor 
John Quincy Adams, Grand Secre
tary Fred C. Richter. But you also 
have within your gates, and as one 
of the honored guests of the evening, 
the greatest handiwork of God, an 
honest man, and that man is our much 
beloved friend and brother, John Hoff
man. True, sometimes his trusting 
spirit has been trifled with. True, he 
sometimes buys fish during the sol
emn obligations of a candidate, but, 
it is his duty as a steward of the 
great hospital of Kalamazoo that com
pels him to want to buy fish worth 
18 cents a pound for 3 cents. Some 
may think that by his interrupting 
the solemn initiation of Brother Good
man that Brother Hoffman was un
charitable; that he did. not care for 
the solemn and religous part of our 
initiation. I want to disabuse anyone 
present who may have formed such 
an opinion of Brother Hoffman. I can 
testify that this man has many sides 
to his nature. First of all. I regret 
to say, he shows an over zealous de
sire to buy goods almighty cheap, 
but we must make some allowances, 
for he has only one boss, but he is 
serving several millions of people. 
John has a religous side to his nature 
that some of us have been privileged 
to witness. Some men are ashamed 
to confess Christ in public, but, as T 
said on the start, the greatest handi
work of God is an honest man—and 
John Hoffman is that. You will al
ways find him ready to assist, or to 
do anything that may make life easier 
and our burdens lighter.

Your toastmaster here is a versa
tile fellow, and when Brother Wheel
er had a member of this organization 
make an appeal in behalf of the Sal
vation Army at the Grand Council 
meeting at Bay City, I am proud to 
say that we, as U. C. T.’s, gave freely 
and cheerfully to the cause. 1 could 
not help but admire the saintely look 
upon Brother Hoffman’s face as he 
passed the hat, gathering in the shek
el that this great work might go on. 
I want you all to feel the fraternal 
spirit of Grand Rapids Council No. 
131, reaching out to you all, bidding 
you come in 1913 and enjoy the best 
that the biggest and best council in

♦A ddress b y  W ilb u r F . B u rn s  before 
IT. C. T. Council a t  M arquette .

the State, th a t the best city in the 
S tate can you give.

W hat is fraternalism ? I t  is difficult 
to answ er this question, because it is 
difficult to  define a spirit. F ra ternalism  
is not a m ethod. I t  is simply a spirit. 
In this respect it differs from social
ism, which is also a m ethod. Social
ism proposes as a cure for in lu stria l 
evils th a t the sta te shall own the 
tools and im plem ents of industry. F ra 
ternalism  neither proposes nor op
poses this industrial m ethod. I t  dif
fers also from  dem ocracy because 
dem ocracy is a spirit as well 
as a m ethod. T he oldest ideal- 
of dem ocracy is tha t furnished 
by the H ebrew  com m onw ealth, 
as outlined in the Old T estim ent. As 
there outlined, it involves popular 
suffrage, governm ent organized n 
three departm ents, legislative, execu
tive and judicial. No herid itary  class, 
no standing arm y. Indu stry  honored 
and prom oted. Some provisions for 
popular education. A church depend
ent upon the enforced contributions 
of the people. A priesthood forbidden 
to acquire w ealth. T o  analyze the 
spirit is im possible; to describe it 
w ithout some approach to analysis is 
also impossible. And yet an analysis 
m ust necessarily be incom plete an 1 
inadequate. F ra ternalism  involves 
m utual respect of class for class, race 
for race, church for church, individ
ual for individual. I t  involves m utual 
in terest and regard  for the w elfare of 
o thers. Looking not upon one’s own 
.things only, but on the th ings of one’s 
neighbor, a desire for his p rosperity : 
a reg re t for his m isfortune. I t  in
volves rejoicing with those who rejoice 
and w eeping with those who weep. I t  
involves pity for their sorrow s, m ercy 
for their e rro rs and their sins, sharing 
with them  their m isfortunes; bearing 
for them  their burdens. I t  involves 
helping the lame and the blind and 
endeavoring to  redeem  and recover 
from their w rong  doing the criminal. 
F ra ternalism  is co-operation, com bi
nation fellowship, uniting  with one’s 
fellows in governm ent, in philan
th ropy  and in industry  in o rder to 
prom ote the com m on welfare. F ra 
ternalism  is the parable of the faith 
ful stew ard, the parable of the good 
S am aritan; the parable of the p rodi
gal son. F ra ternalism  is to do unto 
o thers as we would have o thers do 
unto us. It is to love one’s neighbor 
as one’s self. I t is to give with sim
plicity, to rule with diligence, to show 
m ercy with cheerfulness; to be in
spired with love that is w ithuot false 
pretense; to be kindly, affectionate, 
one to another, w ith brothely  love, 
in honor preferring  one another. W e 
may illustrate  the spirit of fra te rn a
lism by indicating some of its ten d en 
cies and som e con trary  tendencies, 
to be seen in Am erican life. The 
spirit of fraternalism  in the Anglo- 
Saxon is seen in the sunny cheerful
ness of the N egro; in the love of the 
beautiful of the Ita lian ; in the patience 
of the Chinese—all qualities to be re 
spected, em ulated and borrow ed. 
F ra ternalism  in A m erica looks across 
the sea and shares the sufferings of 
the oppressed N egro in Congo and of 
the persecuted Jew  in Russia. I t  looks 
across the chasm  which separates

class from  class and understands or 
seems to understand the reason which 
anim ates the w orking m an in his de
m ands for be tte r w ages and sho rter 
hours. T he recent law, known as the 
com pensation law, is a step in the 
righ t direction. Capital and labor 
came together for the first tim e in 
this S tate and secured the enactm ent 
of a law by which an employe, if in-

Up-to-date Stores use

Made of good BOOK paper, not print
cL OFF IN TOWNS WHERE WE HAVE NO 

AGENT. WRITE FOR SAMPLES TO
MIDGARD SALESLIP CO. STOUGHTON, WIS.
Also manufacture Triplicate Books, Carbonized 

back Books. W hite and Yellow Leaf Books.

Have You Ordered Your

“ Bear Brands”
If not, would it not be the wisest of business policy to 

order them now, so you will have them when needed?

The Wales Goodyear
(Bear Brand)

Rubbers are the undisputed standard of quality, and if you 
are not handling them you are not getting all you should in 
the way of quality.

Order to-day or send card for price list.

Herold-Bertsch Shoe Co. (Distributors) 
Manufacturers “H. B. Hard Pan” and “Bertsch” Shoe Lines 

Grand Rapids, Mich.

Hood’s “Royal Oak” Boot
The Boot of Boots

Duck Vamp 
Double Sole 
Heavy Tip

All that the 
Best Demands

•4*

Do you need 
Rubbers?

BUY HOOD’S

*

Price $3.33

5% discount for 
prompt payment

Grand RapidsjShoe &RubberCo
Largest Rubber Dealers in Michigan 

The Michigan People Grand Rapids



O ctober 9, 1912 M I C H I G A N  T R A D E S M A N 19

jured, is paid so m uch for the loss 
of an arm , a  leg o r an eye; so much 
while laid up. H ereto fore a m an who 
was injured w ent to  a shyster law yer 
and com m enced suit against the m anu
facturer, usually on halves, and by the 
tim e costs w ere paid and the shyster 
law yer go t his share, the poor fellow 
had but little  left. W hy are we ga th 
ered here to-n igh t?  O nly for the 
spirit of fraternalism . T here are 
fraternalism  organizations which have 
done m ore to advance the peace 
th roughout the w orld than all the 
m inisters and am bassadors combined. 
F ra ternalism  converts punishm ent to 
a process of reform , tu rns the prison 
into a penitentinary , the county  jail 
into a reform  school and m akes the 
judge upon the bench the guardian of 
the unkem pt, untrained  boys who are 
brought before him. Fra ternalism  in 
the church honors the spirit of faith 
an«i hope and love in all o th er church
es. I t  recognizes the tru th  tha t no 
sect possesses all the piety o r all the 
know ledge and it honors the piety and 
know ledge in o th er sects. T he clergy 
of all denom inations can render no 
h igher service to the p resen t age than 
to  learn  by the study of the New 
T estam ent. W hat is the m eaning of 
fraternalism ? T o  obtain, by fellow 
ship with Christ, the spirit of fra te r
nalism  and to teach to their congrega
tions the principles and to inspire in 
their congregations the spirit express
ed in the w ords of Christ, “All ye are 
B rethern .”

W a k en  fro m  y o u r lis tle ss  lan g u o r 
Seek a  chance  to  w o rk  a n d  bless,

A nd y o u r lives w ill b e  le ss  b i t te r  
W h e n  th e  clods above you p ress .

Expess Label Rule I s  N ow  In  
Effect.

Some of the In te rs ta te  Com m erce 
Commission regulations respecting 
im proved m ethods of handling express 
traffic w ent into effect Sept. 1 and are 
now being observed by the express 
com panies. T he new system  is not 
expected to  w ork w ithout some fric
tion at the start, as express agents and 
drivers th roughou t the country  will 
have to become fam iliar w ith the new 
order of things, but th is should not 
take m ore than  a few w eeks a t the 
m ost as the requirem ents of the Com 
m ission are simple and the difficulties 
to overcom e are largely physical.

T he express com panies are now re
quired to attach  to each shipm ent a 
label at the tim e it is received, show 
ing w hether or not the charges are 
prepaid; if prepaid, a yellow label is 
attached, if “collect,” the label is to 
be white. T hese labels show the 
point of origin and certain  o ther in
form ation for the guidance of the ex
press com panies, and are to be a ttach 
ed by em ployes of the express com 
panies.

W hen the shipm ent is waybilled 
by the agen t ano ther label, which is 
a copy of the waybill and is m ade at 
the tim e the waybill is w ritten , is to 
be attached to  the package. This 
label will enable any agent a t any 
place to determ ine all the facts nec
essary to m ake delivery, and should 
prevent shipm ents from  going astray, 
thus saving thousands of dollars for 
the express com panies and their 
patrons, a t the same tim e rem oving

a very general cause for com plaint, 
i. e., m iscarriage and delay.

If through  negligence the label is 
not attached, the carrier m ust deliver 
the shipm ent w ithout collection of 
charges. T his is to  p revent delay, 
but it does not relieve the consignee 
from  the paym ent of charges if they 
are properly  collectible from  him. The 
express com pany is required to as
certain  the facts and present a bill 
for the p roper charges; a refusal to 
pay all legitim ate charges w ould sub
ject the consignee to the paym ent of 
a heavy fine under the A ct to R egu
late Commerce. T he finding of the 
Commission is in these w ords:

“To avoid p rosecutions for illegal 
overcharges it is essential th a t double 
collections shall cease and to this end 
a system  of labels is herein p rescrib
ed: A yellow label, which show s that 
the charges have been paid; a w hhe 
label when the charges have not been

paid; and if no label is carried on the 
package it m ust be delivered w ithout 
charges and the e rro r la ter corrected .”

T here  seem s to be a general im
pression am ong shippers, gained no 
doubt from  new spaper accounts and 
from  the express com panies them 
selves, th a t the absence of the label 
causes a loss to  the express com pany 
and a consequent gain to its patron. 
I t  is unfortunate  that such in terpre
tations should be given so widespread 
publicity. T he express com panies 
can hardly expect to gain the sym 
pathy of the shipping public by such 
statem ents.

Wilmarth Show Case Co. 
Show Cases 

And Store Fixtures
Take Division St. Car Grand Rapidsa Mich*

Rubber Boots
For Your Fall Trade

Let us ship you a case or two of famous 
WOONSOCKET BRAND “ELEPHANT 
HEAD” BOOTS.

--ÀL
Bear Brand 

Wales Goodyear 
Conneticut 
Woonsocket

THE MAUMEE RUBBER CO.
224-226 Superior S t., T O L E D O , OHIO

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

The Hoosier School Shoe
For girls and young women is a specialty which has attained great favor 
from the retail shoe merchant. We make them in heavy Dongola, Gun 
Metal Calf and Mule Skin, and we sell them at prices that give the re
tailer a wide margin of profit.

TAPPAN SHOE MFG. CO. Coldwater, Mich.
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Mohair for Men’s Summer Wear.
Recently, much interest has been 

created in the use of various materials 
for men’s wear in the summer time. 
I t  is admitted that the present method 
of dress and the materials used are not 
altogether satisfactory at certain times, 
and for this reason, changes are ad
vocated by some. At various times, 
cotton cloths have been brought for
w ard as being m ore suitable for such 
use, and linens have been used sparing
ly for such purposes, but of late, there 
has been quite a large increase in the 
use of cloth composed of mohair for 
garments, and undoubtedly, this use has 
had m uch to do with the grow ing 
in terest in the subject.

Some have been inclined to believe 
that a big demand is about to develop 
along these lines, and while it is likely 
that the use of mohair for men’s wear 
has been more or less neglected, and 
admitting that much more might be con
sumed if correct methods were estab
lished. it, nevertheless, is entirely im
probable that the use of mohair will 
ever become very extensive for such 
purposes.

There are very good reasons for such 
a condition existing, probably the first 
being found in the fact th a t such fab
rics crease very easily, soon losing 
their appearance and making garments 
unsuitable to a large extent for business 
wear. Another reason is noted in the 
cloth appearance, for instead of having 
a dull finish it has a lustre, and this 
fact alone makes it objectionable to 
many men. Some might say that such 
an idea is nothing but that brought 
about through the whims of fashion, 
nevertheless, the objection is strong, 
and until present ideas change, lustre 
will be more or less objectionable in 
men’s wear. Another great objection, 
and one of the largest, is noted when 
it is said that mohair is a light-weight 
cloth, and while it is suitable or at least 
agreeable on very warm days, the ex
cessive changes in temperature would 
make it undesirable for much of the 
time, and this condition would neces
sitate the purchase of a suit which could 
be worn a comparatively small portion 
of the summer. Present methods of 
purchasing garments seem to tend away 
from this arrangement, for consumers 
desires to purchase one suit and have 
it in style and then secure another when 
the fashion changes rather than pay a 
high price and expect a garment to last 
longer.

Another objection, which up to date has 
no t been considered, is the fact th a t the 
value returned, when compared with the 
cost of cloth making, is not so great on 
mohair as it is on the fabrics now 
used in largest quantities for men’s 
wear, this being largely for the reason

that competition is not so keen in the 
production of such materials and profits 
are higher in practically all cases. Of 
course, it can be said that there are 
some advantages in the use of such 
cloth, such as a greater amount of cool
ness or at least a sense of such because 
of the smoothness of the fabric, and 
their light weight is certainly in their 
favor, but it would appear as if the dis
advantages so far overbalance anything 
which can be said in their favor that no 
large use can be expected. Naturally, 
office coats and garments of a similar 
nature made of this material are of 
great value, but when general wear is 
considered, the disadvantages become 
more apparent.

C otton  and linen fabics have been 
and are used to quite an extent for sum
mer wear in certain lines, but usually 
these m aterials are  of light colors and 
and of light weight, and are used on 
particular occasions, as they are soiled 
so easily they can be worn only a short 
time without washing. Of course, when 
compared with mohair there is quite an 
advantage in their favor regarding cost, 
but other conditions make them more 
objectionable than mohair, and they 
are, for this reason, of comparatively 
small value. Their utility has been tried 
so many times and in so many ways, 
and practically always with results not 
especially encouraging, that it can be 
said no great use will take place along 
these lines.

To show how certain things make 
fabrics objectionable for certain pur
poses, it is only necessary to illustrate 
with a few facts regarding suede cloth. 
A short time ago, certain sellers of cot
ton goods obtained samples of this 
cloth and expected great things for it 
in women’s wear. It can be stated that 
this fabric certainly does appear well 
when purchased, probably being ex
celled by very few cotton fabrics, but 
it, nevertheless, is made of cotton, and 
after the first wearing the fabric creases 
badly, making an unsightly garment, 
and the small sale which has taken 
place, even with the interest which has 
been noted in the cloth, proves that 
one objection which is of vital im port
ance elim inates any extensive use. 
Certain uses are know n w here such 
fabrics are be tte r suited than  others, 
nut any large use for garm ents is en
tire ly  out of the question.

In connection with the foregoing it 
can probably be stated that there is as 
large a fortune awaiting the man who 
developes a process for making cotton 
cloth so that it can be used in place of 
wool cloth for various purposes, as there 
is in any other line of endeavor, and 
probably the elinmination of creasing 
noted in cotton fabrics would solve 
much of the difficulty. This objection

is caused by the different structure of 
cotton and wool fibres, and it is not 
likely that this change can be effected. 
Each fabric has peculiar advantages 
which make it more suitable for certain 
uses than it is for others, and if various 
conditions of wear did not govern the 
result, it is very likely that instead of 
wearing wool as it is now done largely, 
cotton would have been substituted years 
ago to the exclusion of all other fibres. 
Mohair has a certain field which it fills 
well, probably better than any other 
fibre can, but it is not in extensive use 
in the making of men’s wear fabrics. 
—American Wool and Cotton Reporter.

O xygen Injected Into Airmen.
In jecting  pure oxygen gas into the 

blood of airm en and m ountain climb- 
.ers, as an auxiliary supply to  th a t in
haled into the lungs, is a rem arkable 
m eans proposed for the prevention 
of the so-called m ountain sickness, 
which is due to the rarity  of air at 
high altitudes. The preventive tre a t
m ent, which was described together 
w ith the experim ents confirm ing its 
efficiency at a recent session of the 
F rench A cadam y of Sciences, con
sists simply in the subcutaneous in
jection  of small quantities of pure 
oxygen gas, the effect of which is 
claim ed to  persist for several days.

Stable Blankets
Square Blankets 

W ool Robes 
Fancy Plush Robes 

Steamer Rugs 
Bells

Horse Covers 
Buggy Aprons 

Fur Robes
Fur Coats

Will be pleased to mail you our 
latest price list

Sherwood Hall Co., Ltd.
30-32 Ionia A v e ., N .W . 

Grand Rapids, M ichigan

We are manufacturers of

Trimmed and 
Untrimmed Hats

For Ladies. Misses and Children

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

Grand Rapids, Mich.

IS TH E  T IM E
To get in line on

FUR COATS 
ROBES 

BLANKETS 
GLOVES 

MITTENS
Words can only go so far—it 

takes the goods to back up claims. 
We w ant you to do yourself the 
favor of COMPARING our famous 
Sunbeam Lines w ith anything in 
the market. Ask for the W inter 
Goods Catalog and you'll find it 
worth while. The season is right 
ahead of u s—let’s  hear from you.

Brown & 
Sehler Co.

H om e of Sunbeam  G oods 
G R A N D  R A P ID S, MICH.

GRAND RAPIDS DRY GOODS CO. 
Corner Commerce Ave. and Island St. 

Grand Rapids, Mich.

Mackinaw
Coats

This item promises 
to be in big demand 
this season and we 
offer some exceptional values at $30, $36, $39 and $42 
per dozen. Let us figure with you.

W H O LESA LE ONLY

On the fifth floor we 
show our line of

T~
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Proiit-W inning H ints for October.
People now are in the buying mood. 

They have to be.
This condition—highly desirable from 

the standpoint of sellers of merchan
dise—-is a natural outcome of fall.

Fall is the time for you to put forth 
your best efforts in giving people just 
what they want. They not only have to 
buy more these days, but they have more 
money to pay for it.

W hat should the variety merchant 
do to get his full share of this fall 
trade—the portion that naturally is his?

In the first place, he should bring the 
strictly fall goods sharply to the front 
and advertise them in his windows and 
by whatever other line of publicity he 
uses.

Second, he should go after the fall 
business early. A t the first suspicion 
of cold—that is when people rush to 

• buy fall and winter goods. If  they put 
it off, they may not buy at all. Hence, 
the advantage of early preparation is 
clear.

Suggestions For the Variety Man. 
W hat are the fall and winter lines 

for the variety store?
Better take the strictly fall lines first. 
This is about the time the women and 

children will be wanting heavier under
wear. They won’t want the winter 
weights for a time, but the summer gar
ments soon will be laid aside.

The variety store therefore wants an 
assortment of women’s and misses’ 
ribbed underwear.

The amount of this line the variety 
store should carry is determined largely 
by local conditions and the size of the 
town. I t is not necessary to carry a 
large assortment, though. Buying small 
and often will enable you to have a full 
line on a small investment.

Chance For a Real Profit.
In the women’s garments, sizes 34, 

36. and 38 should be sold. These gen
erally give a sufficient variety to select 
from. The garments are jobbed out in 
these three sizes assorted.

In misses’ underwear your line should 
consist of sizes 3, 4, 5, 6, 7, 8 and 9. 
These are for children ranging in age 
from 4 to 16. The price of these gar
ments is substantially the same as the 
women’s.

These lines you need right now. De
mand for the men’s and boys’ garments 
will be stro n g  in a short time, too. 
B e tter get ready for this after you 
get ready for the w om en’s and m is
ses’ trade.

W ith the underwear, of course, you 
will want a sufficient assortment of 
hosiery. Hosiery is one of the best 
lines a variety store can carry, and this 
is the time to get in on it.

Laces, embroidery and ribbons—the 
popular priced kind—also will go out 
well this month. The whole range of 
dry goods specialties, in fact, offers a 
profitmaking opportunity you cannot a f
ford to regard lightly.

This is the month, too, to let the peo
ple know you have lighting goods for 
sale. Lamps, lanterns, chimneys, wicks, 
burners, gas lamps, gas mantles, electric 
light globes are among the articles that 
will be in demand. P u t in a window 
trim  of this line to let people know you 
carry it.

G et Ready F o r  H allow een. 
October is a good month for notions.

Halloween is coming, too. This is 
one of the special occasions in which 
there is real profit.

Of course you are getting a good busi
ness out of campaign goods—buttons, 
canes, pennants, and the like. No? 
Didn’t you know the hottest political 
campaign this country has had in many 
a year is in progress? Better get 
equipped and get in on this.

If you want to take a slight loss on a 
big leader and get some unusual adver
tising, we advise you to offer big coal 
hods and fire shovels at a dime each. 
This is just the time for offerings of 
this kind. A big coal hod at a dime is 
a winner. It will advertise your store 
and give you a chance to dispose of your 
dry goods specialties—the line that 
brings a big profit. At 15 cents these 
coal hods can be sold at a very satis
factory profit.
These Will Help People Keep W arm.

Stove pipe elbows, stove pipe holders, 
stove pipe collars and thimbles, oil cans 
—these are fall articles that you will 
have calls for right along from now on.

Fall is a busy time for the live variety 
man. Not only must he study to offer 
the right lines at the right time, but 
must be preparing his store each day 
for the Christmas business. Each day 
should see the store in better shape for 
the approach of the holidays.

The merchant is willing enough to be 
busy, though, as fall and winter give 
him the opportunity to make his year’s 
profits.—Butler Way.

Silkworm Produces Pearls.
N ow  th a t pearls are advancing so 

greatly  in price, and w ith a fashion
able dem and for black pearls, there 
is an opportun ity  along the shores of 
the South A tlantic and the gulf sta tes 
for the developm ent of a new and 
profitable m olluscan fishery—the m ol
lusc concerned being the pinna, which 
is otherw ise and poetically know n as

the “silkworm  of the sea.” T his in
teresting  bivalve not only spins a 
very beautiful silk, which is utilized 
to  some ex ten t com m ercially, but 
produces a surprising  abundance of 
jet-b lack  pearls. Dr. Bem jam in H. 
Grave recently  made a study of it, 
collecting large num bers of specimens, 
and he obtained an average of one 
pearl from  every five m olluscs. As

m any as ten w ere found in a single 
shell.

The great ship cannot move until the 
engine s ta rts ; the engine cannot start 
until the engineer pulls the lever; the 
engineer cannot pull the lever until he 
gets the signal from the captain; and 
the captain won’t give the signal until 
he gets the idea that it is time to go.

20th  C entury  
W atch

“ e? $9.00 Per Do,

Nickel, Gilt and Gun-metal finish. 
Absolutely guaranteed for one 

year. Not necessary to return to 
factory for repairs, but can be ex
changed at our store.

PAUL STEKETEE & SONS 
Wholesale Dry Goods 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.

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

IT WILL BE YOUR BEST CUSTOMERS',
or some slow dealer’s 
best ones, that call for

Always supply it and you 
will keep their good will.

HAND SAPOLIO Is a special toilet soap—superior to any other In countless ways—delicate 
inough for the baby's skin, and capable of removing any stain.

Costs the dealer the same as regular SAPOLIO, but should be sold at 10 cetls per cake
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Michigan Retail Hardware 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—P . A. R echlin , B ay  

City.
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 Future of the Implement Dealer.
As the possibilities of agriculture 

have made a deeper and still deeper 
im pression upon the m inds of farm ers, 
or. rather, as the conviction has been 
forced home that to realize on the 
possildities of agriculture new m eth
ods and new processes m ust he em 
ployed, the sphere of the im plem ent 
dealer has grow n in diam eter. From  
a business lim ited to a sale of the 
relatively few tools requisite for the 
fundam ental operations of planting, 
tillage and harvest, it has grow n to 
include the m echanical representatives 
of m any things unknown to  the ag ri
culturist of yesterday. So much has 
been said in recent years about the 
new agriculture, about soil conserva
tion and scientific m ethod, m erely to 
refer to the necessities of farm ing as 
it is conducted to-day is sufficient to 
indicate what is m eant, and to suggest 
the obvious facts which constitu te the 
enlarged functions of the im plem ent 
dealer.

T he im plem ent dealer is not alone 
in finding that h is 'b u sin ess is cover
ing m ore departm ents than form erly; 
the farm er, also, finds him self em
ployed in m ore varied activities than 
were his fathers. H is vocation has 
expanded into a business and his 
trade has become both an a rt and a 
science, im posing new responsibilities 
upon him and dem anding a better 
initial p reparation  and a sounder 
knowledge of practice. As the new 
ideas, m ethods, practices, needs have 
come up to  him he has found them  all 
anticipated by the m akers of m echan
ical appliances, each problem  bringing 
with it its own m echanical solution.

So as the need of the farm er has 
grow n, so has the ability of the im 
plem ent m an to  m eet that need ex
panded,, until both farm er and imple- 
m en m an live, to-day in a larger w orld 
than once they did, a w orld peopled 
with m ore ideas and in which they 
have m ore in com m on than used to 
be the fact. A nd ju st in so far as the 
im plem ent dealer has realized his in
creased im portance to the farm, and 
has widened the field of his activities 
to  cover the new points of contact 
betw een his business and the new 
agriculture, by ju st so far has he been 
enabled to  be of g rea ter use to his 
com m unity.

A m ong the o ther influences which 
are going to remain operative in p ro
tecting  the im plem ent dealer as a 
factor in the trade, this is destined to 
be one of the strongest. I t implies

an understand ing  of the needs of m od
ern agriculture  in general, and of the 
necessities of local conditions in par
ticular, which all o ther and distinct 
factors seeking to sell the farm er can
not acquire. For, after all, much as 
agriculture  may appear to rest upon 
general conditions, actual success de
pends upon an accurate understanding 
of im m ediate surroundings. O nly in 
a superficial way are the problem s 
presented  by agriculture universal: 
actual individual success is determ in
ed by a local application of know 
ledge that requires a local experience 
to produce. T his the im plem ent re
tailer, w orking in conjunction with 
his im m ediately neighboring farm ers, 
can acquire and apply. T he success
ful retail im plem ent dealer m ust be 
le tte r perfect in local agricultural 
lore. The d istant m ail-order house 
—the d istant m anufacturer—all using 
im personal com m unication by mail 
only, cannot secure the necessary de
tailed inform ation regard ing  local con
ditions which alone will perm it the 
elim ination of the retail dealer.

By every addition to the technique 
of agriculture, by every addition to 
the scientific know ledge of agricul
ture, the position of the retail dealer 
will be strengthened. The m ore in
tricate and com plicated become prob
lems of agriculture, and it is certain 
they will become increasingly so, the 
m ore assured and perm anent will be
come the position of the dealer.

I t  may seem unnecessary to  pile up 
reasons for the certain retention  of 
the dealer, but there are doubting 
T hom ases in the trade who need en
couragem ent, and to such the reasons 
m entioned herein, and the sim ilar ones 
which m ight be m entioned, may come 
with com forting  force— Im plem ent 
Age.

Hardware Specialties and Parcel 
Post.

T he argum ents which have been 
brought up against parcel post have 
considered it principally as a m eans 
by which the consum ers will be ena
bled to deal directly  w ith m anufac
tu rers o r producers, which would, of 
course, be detrim enta l to  the in terest 
of the wholesale and retail m erchants. 
V ery little  a tten tion  has been given 
to the fact th a t parcel post can be 
used to good effect by the m erchants 
and th a t it may, indeed, become an 
im portan t m eans of obtaining m any 
goods.

T here are a m ultitude of small a r 
ticles in hardw are which under the 
new system  can be sent long distances 
for a few cents, and this m ethod of 
obtain ing  them  m ay become a sub
stantial help to the m erchants. T his

Aeroplane T oys
A nd H igh Grade W h eel G oods 

Send for catalogue
MICHIGAN TOY COMPANY

Grand Rapids

Established in 1873

BEST EQUIPPED FIRM IN THE STATE

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

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

It Pearl S treet G rand Rapids, Mich.

Chase Motor Wagons

Art built in severs! sizes and body styles. Carrying 
capacity fram 800 ta 4,000 pounds. Prices from $750 
to $2,200. Over 25,00 Chase Motor Wagons in use. 
Writs far catalog.

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

T D  A P F  Your Delayed 
A JVl\V ^Ey Freight Easily 
and Quickly. We can tell you 
how. BARLOW BROS.,

Grand Rapids, Mich.

Foster, Stevens & Co.
Wholesale Hardware

d i

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

Grand Rapids, Mich.

Diamond Brand Steel 
Goods

The True Temper Kind

What about your next season’s 
requirements

Give us a try

Michigan Hardware Company
Distributors 

Exclusively Wholesale

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

1
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is particularly  the case w ith reference 
t  novelties and specialties. As new 
goods which are w aiting for in tro 
duction it may be presum ed that 
m anufacturers will welcom e orders 
for “one only” and will be prepared 
to give the best a tten tion  to such 
orders. In  m any cases they will 
doubtless be glad to give the m er
chant a trade  discount and also to 
stand the expense of sending the ar
ticle through  the mail.

If m erchants are en terpris ing  and 
alert in tak ing  advantage of the facil
ities and opportunities afforded by 
the parcel post it will be found that 
the new distribu ting  agency may be 
utilized to  good effect. How this is 
to be done in the trade at large as 
a recognized m eans of g e ttin g  goods 
into the store and of serving the 
public convenience, and how each 
m erchant can m ake use of it in his 
own business, are questions deserv
ing careful consideration and the best 
though t of the trade.— Iro n  Age.

W hat Some Michigan Cities Are 
Doing.

W ritte n  fo r  th e  T rad esm an .
The Pt. H uron Business Men’s As

sociation has opened a vigorous indus
trial campaign. Two good concerns 
have been secured recently and the As
sociation is a fter others. The member
ship of the organization will be dou
bled.

The Stewart Co., makers of auto 
bodies at Flint, will build a large addi
tion to the plant and it is expected that 
the present force of 200 employes will 
be doubled.

Pontiac is growing. The number of 
new houses since March by actual count 
is 437. Application has been made for 
two additional city mail carriers.

The Owosso Improvement Associa
tion is urging the aldermen of that city 
to amend the ordinance regulating the 
speed of tra in^  by increasing the speed 
limit from  8 to 20 miles per hour. The 
aldermen refuse to make the change.

The Castle Lamp Co., one of the new 
concerns of Battle Creek, is enjoying 
prosperity and has plans for doubling 
its factory in the spring.

Flint has nearly 8,000 men at work 
in its factories—an increase of 2,500 
over a year ago.

The sales of one manufacturing con
cern in Lansing, the Reo, reached $7,- 
000,000 during the past fiscal year and 
$2,087,000 was spent in the city of Lan
sing alone. The output for the coming 
season is estimated at 12,000 cars.

Provided the co-operation of manu
facturers can be secured a “Made in 
Lansing” week will be held soon under 
the auspices of the Lansing Chamber of 
Commerce, with exhibits of every pro
duct made in Lansing on exhibition in 
downtown store windows.

Work was resumed at the Michigan 
School for the Deaf at Flint last week, 
with 230 students in attendance. Tem
porary dormitories have been arranged 
to replace those destroyed in the big 
fire last May.

The Michigan State Federation of 
W oman’s Clubs will be held in Sagi
naw Oct. 15-18.

Kalamazoo is hoping to secure the A. 
Wilhelm Co., of Reading, Pa., manu
facturers of paints, colors and varnishes.

Bay City will entertain the Michigan 
Baptist convention Oct. 14-17.

The Havers Motor Car Co., of Pt. 
Huron, has declared a dividend of 45 
per cent, to its stockholders and this 
concern reports that prospects for the 
coming year are better than ever.

The Genesee County Fair, held at 
Flint, faces a deficit of $2,000 this year, 
which makes a total deficit of $4,000 
for the past two years, and the ten men 
who took over the fair from the county 
agricultural society two years ago have 
decided to drop the show and let the 
property go into the hands of the bank 
which holds the mortgage unless finan
cial backing is forthcoming from some
where.

The editor of the Jackson Star sug
gests that before the city places any 
more bubbling sanitary fountains at 
street corners measurements be taken 
of the height and reach of the average 
dog. H e says: "T he muzzle of a well- 
bred dog may be as clean and pure as 
that of the average human and more 
sanitary than that of the man with to
bacco juice dripping from his lips or 
that of the deadly cigarette smoker. 
While I am something of a dog fancier 
I hesitate to tackle a “sanitary” water 
bubbler after a canine has just “been 
there.”

The Manistee Shoe Co. is building a 
three-story addition to its plant at Man
istee and the present force of seventy- 
five hands will be increased when the 
new building is completed.

The beet sugar factory at St. Louis 
will start operations about Oct. 10. This 
year’s acreage of beets is 5,500, as com
pared with 8,600 last year, and the out
look is good for a very heavy crop.

The street car system at Manistee is 
being operated now by water power 
electricity in place of steam, power be
ing generated at a dam on the Manistee 
River. The city lights will also be 
connected soon with the new power.

An important business change at Al
legan is the consolidation of two flour 
mills, Fairfield & Kolvoord and the 
Young & Stratton plants. The new 
concern will be known as the Allegan 
Milling Co.

Saginaw’s new U. S. weather station 
has been opened in temporary quarters 
and will be located in the A rthur Hill 
trade school when that building is com
pleted.

The paper mill at Petoskey will soon 
begin operations. A large proportion 
of the output has already been sold and, 
in addition, the company will turn out 
pulp for commercial purposes.

The Sheffield Car Co., of Three Riv
ers, has awarded the contract for a 
new warehouse, 257 x; 267 feet, three 
stories, costing $50,000.

Retail milk dealers of Pt. Huron 
have advanced prices from 7 to 8 cents 
per quart.

The new Michigan Central station at 
Owosso is completed. It is built of 
paving brick, with terra  cotta trimming. 
The interior finish is oak.

The Manistee Board of Trade is urg
ing automobile owners to organize and 
assist in the construction of the auto 
road from  Chicago to the Straits along 
the east shore of Lake Michigan, as 
proposed by a Chicago club.

H ard  coal prices advanced 10 cents a

ton in Kalamazoo Oct. 1, nut coal being 
now quoted at $8.65.

The Rock Products Co., at Charle
voix, is a growing industry, and the 
present output of six to ten cars daily 
of lime and sugar stone will be increased 
twenty-five to thirty-five cars within a 
year.

Manistee is securing estimates on a 
boulevard lighting system.

Main street, Ludington, will hereaf
ter be known as Gaylord avenue, the 
change being made as a tribute to the 
work done by Alderman Gaylord for 
the city. ■ Almond Griffen.

Mr. Merchant, help your clerks to 
develop proficiency in those directions 
in which they seem to have natural 
talent.

The APEX BREAD TOASTER
THE BEST TOASTER MADE 

FO R USE O V ER GAS, G ASO LIN E A N D  BLUE FLAME O IL BURNERS 
Retails at 25c with a Good Profit to the Live Dealer

Manufacturers A. T. Knowlson Company, Detroit, Mich.

Brecht’s Roll Top Refrigerators
PERFECT INSULATION

Made of Pine. Oak or any wood desired

Are constructed in a scientific w ay and 
thoroughly insulated the same as our 
coolers. Their reputation for efficiency 
and economy in ice consumption is well 
regarded by the grocery trade. Only 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” with 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 market equipments Dept. K.

The Brecht Company
Established 1853 

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

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

We Manufacture

Public Seating
Exclusively

Churches We furnish churches of all denominations, designing and

scheme—from the most elaborate carved furniture for the cathedral to the 
modest seating of a chapel.
Q r h n n l c  The fact that we have furnished a large majority of the city 
O v l l U U l S  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 nHrrp H nllo We specialize Lodge. Hall a. Assembly seating. 
L «U U gC  I l o l l s  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 Comp
215 W abash A ve.

G R A N D  RA PID S

CH ICAG O, ILL.

N E W  YORK BO STO N PH ILA D ELPH IA
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Michigan K nights of th e Grip
P re s id e n t—C. P . Casw ell, D etro it.
S ec re ta ry —W m . J. D evereaux , P o r t 

H uron .
T re a su re r—Jo h n  H offm an , K alam azoo.
D irec to rs—F. L. D ay, Ja c k so n ; C. H . 

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

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

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

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

Petoskey .
G rand  S ecre ta ry —F re d  C. R ich ter, 

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

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

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

R apids.
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. Mc- 
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 .

W afted Down From Grand Traverse 
Bay.

Traverse City, Oct. 7—U. C. T. as
sessment No. 113 is called and expires 
Oct. 25.

W e are pleased to sta te  that Geo. 
T. H un ter has opened H un ter’s Inn, 
at Scottville, and will conduct same 
on the European plan. He has plenty 
of sleeping room s and sets a good 
table and the boys will be well pleased 
to give him a call. E veryth ing is 
first class and up to date.

W e understand tha t Mike Carroll, 
our popular P. M. ticket agent, pur
chased a new pair of spectacles to 
read the last week's issue of the 
T radesm an. W ell, we ca n  assure you,* 
Mike, that you got your m oney’s 
w orth, even if you had to  borrow  a 
copy. A nice little  boy can get a 
position of him to keep them clean.

W e are inform ed that Hill B ennett 
has turned all claim, titles, etc., at 
Mancelona, to F rank  W ilson. Too 
bad, Bill had to leave.

L ittle  did we think th a t when the 
m essage was sent over the wire from 
our city to Newaygo last M onday 
m orning that one of our m ost beloved 
m em bers was im plicated in providing 
him self with an overcoat belonging to 
one of our citizens. T he m essage 
read: “Notify officers, man on train, 
62 years of age, will answ er to name 
of W . F. M urphy, stole overcoat. 
H old him for fu rther o rders,” W e 
are  sorry to sta te that we have not 
been notified of his release. A nice way 
to celebrate your birthday.

Barney S tra tton , of the Judson 
G rocery Co., of G rand Rapids, re 
quests us to insert the following. 
" If the election were held on the w ater 
T aft and Roosevelt W ood-row  W il
son.”

Fred. Boughey and wife, of our city, 
came very near m eeting with a serious 
accident while a ttend ing  a m oving 
picture show at the Am erican Soo

last Saturday evening. O ne of the 
films ignited and a scram ble followed. 
F red lost his parasol, th a t’s all.

Never, never again in our whole 
life will we ask  any on« to assist us 
in our noble work. A suffragette could 
not be m ore strenuous at our home 
than now. Seems as though every 
one reads the Tradesm an.

Louis M orris, one of our m erchants, 
says tha t hereafter when he engages 
in a sociable gam e of m atching pen
nies he will not choose such friends 
as Glenn Pow ers and Bill Bennett, 
who m ake it a business to entertain  
their friends by playing the three 
handed gam e in a m ost clever m anner, 
with the result that Louis was oblig
ed to go w ithout his dinner and his 
friends (?) very much enjoyed the 
noon day m eal a t W alton.

Ray T hacker was inspecting his 
shipm ent of peaches this week at 
Boyne Falls. Jim  F laggert assisted 
him.

One of the m eanest men we know 
of is one who will ask his son to sit 
out in the rain and hold the horse 
while he is refresh ing  the inner m an 
at Jo e ’s. W e prefer, not to  get per
sonal, but it was he who com pose! 
last w eek’s com position in these col
umns.

O ur baby creeps. A ren’t you pleas
ed?

T he second of our series c f parties 
will be held nex t F riday evening Oct. 
11, and from  all repo rts we expect a 
full attendance. T he last one was a 
huge success.

Tw o of our lady readers have a 
w ager on, but as this is supposed to 
be trea ted  as a secret we refrain from  
bu tting  in. T im e will tell, th a t’s all. 
W e m ight ju st m ention “little  ones.

Mrs. L. D. M iller contem plates 
spending the w inter m onths in De
tro it. L. D. will rem ain w ith us in 
these parts. F r e i  C. R ichter.

New  Scheme for Disposal of Dead.
A sta rtling  new scheme for the dis

posal of the dead has been outlined 
by F. W . F itzpatrick , an A m erican 
consulting architect. H e proposes 
th a t each body shall be m olded into 
a block of clay until all sem blance of 
form  is lost. This, after baking in 
an intense electrical heat, is to be em 
ployed as a structu ral unit in a w on
drous national m onum ent of the dead. 
T his la tte r  is to  ou trank  in beauty 
and size any th ing  h itherto  built by 
man. Each individual slab is to  have 
graven deeply on its end the per
son’s name. T he scheme is a trem en
dous one and its basis m ight form  a 
good solution of some difficulties and 
objections th a t are urged against bur
ial and crem ation.

One Dealer W ho Took Existing Con
ditions Philosophically.

W ritte n  fo r  th e  T rad esm an .
T he salesm an walked back to E l

bert, p rop rie to r of the b ig general 
store, shook hands, coughed apologet
ically and broached a very delicate 
subject, nam ely the advance of prices 
on several item s in the line.

Instead  of E lbert flaring up, as the 
salesm an had expected, the dealer on
ly nodded and m ade the changes in 
his catalogue.

“You take the news ra th er  m ore 
coolly than  some of the boys,” re
m arked Larkins, the salesm an, ligh t
ing his cigar.

"W ell, w hat’s the use of kicking?” 
retu rned  the o ther. “If  you didn’t 
have to raise prices, I don’t suppose 
you would. I have traded with your 
house a good m any years and always 
found you trea ted  me right.

"M arket prices are a th ing  you and 
I can’t contro l and, if raw  m aterials 
advance, it is up to me to get b e tter 
prices from  m y custom ers when I 
have to pay m ore to your concern. 
T h e re ’s no question but prices are 
too high. I t m akes it p re tty  hard 
som etim es to effect a sale when the 
average custom er is always looking 
for the low est possible price. I sold 
lem ons recen tly  as high as 60 cents a 
dozen. B utter at 35 cents and eggs 
at 30 cents. On those horse collars 
over there I have made an advance 
of 10 per cent, and in o ther lines have 
had to go accordingly.” E lbert paus
ed, took down an old catalogue of 
three years ago and ran his finger 
down a list of “specials” on the yel
low page in the back of the book.

“C om paring the prices here w ith 
those of to-day is an eye opener. If 
you make a specific com parison of the 
prices you quote to-day, and those 
ru ling  three years ago, it takes away 
your breath. I know  how  it is with 
some m erchants. W hen you tell of 
an advance, they have a  sneaking idea 
you are try ing  to sting them . T hey 
don’t look at your side of the question. 
Take leather goods, w ith hides selling 
as high as 20 cents a pound in Chica
go and steers bring ing  $10.75 a hun
dred pounds. I don’t expect to get 
goods ;n this line for the old figures, 
not by a jug  full. O n the so-called 
staples some dealers figure th a t prices 
cannot be changed. If  they pay a 
little  m ore they scale the ir profits 
and if the cost goes down they m ake 
it up. But I don’t w orry  about w hat 
the o ther fellow is doing, I have to 
pay ju st so much, day in and day 
out, to  run th is business. I m ust 
make a living profit o r quit.

" If  my com petitor has bought a 
stock at old prices and can afford to 
sell a t less than  I do a t present, well 
and good. Let him do it. T he scales 
will balance and when he is stocked 
up and I am low it will reverse and 
I may be stocked w hen he is low.

“ If flour fluctuates the dealers are 
notified by the m ills and the retail 
prices change accordingly. If th is ap
plies to  flour, why no t to  all of the 
lines I carry  in stock?”

Larkin nodded. T his was seeing 
th ings in the righ t ligh t and he was 
securing sales am m unition which

would be of inestim able value in his 
future work.

“No, I don’t kick. I hate to  see the 
raise. E very  dealer does. T rade  suf
fers m ore o r less, naturally , but after 
all when the results of the m onth or 
the year are counted up, we are ju st 
about as much ahead of the gam e any
way. I m ake it a point to buy light 
on top prices, of course. T h a t’s busi
ness judgm ent. W hen m arkets are 
low I stock up and often  am  able to 
carry over tem porary  raises at regular 
prices.

"If I get out and have to buy at 
higher ra tes  I simply explain to cus
tom ers and they usually give me the 
business. T hey feel m uch about my 
store  as I do in my dealings with 
you. I have proven my good faith 
by p ro tec ting  them  in every way I 
can and they know w hen I raise a 
price it is because I have to, not be
cause I am try in g  to m ake an ex tra  
profit.”

E lbert gave his o rder and, as L a r
kins closed his case and left the store, 
he devoutly w ished tha t m ore cus
tom ers were as considerate as the 
dealer he had ju st left.

H ugh K ing H arris.

He Found a Fortune in Noise.
“See th a t fat m an th a t jus*- buzzed 

passed?” asked the friendly police
man.

“ I did,” answ ered the youth with 
the purple socks, “before his au to
mobile threw  this piece of gravel into 
my eye.”

“K now  who he is?”
“No. W ho?”
“A m os J. Screecher. Rich? T hat 

m an’s so rich his dogs have private 
m otor cars!”

“H ow ’d he m ake his m oney—W all 
stree t?”

“No, he go t it honestly . T en  years 
ago he didn’t have the price of a ham 
sandwich. But one day he go t an 
idea. H e took a phonograph and a 
lo t of blank wax records, and—”

“I don’t see how he could get rich 
w ith them .”

“W ait. H e took the phonograph to 
the Chicago Stockyards and took rec
ords of the dying porkers. Then he 
w ent into the forest and prairies of 
the W est, w here he m ade phono
graph records of the coyote’s dismal 
wail and the terrib le  scream  of the 
wounded panther. R etu rn ing  to the 
city, he visited the zoo. T here  he 
caught the blood-curdling snarl made 
by the Bengal tigeress when her tail 
is tw isted. A fter th a t he took a rec
ord of the racket from  a national 
convention of elocution teachers 
a id —”

“But you can’t m ake a fortune out 
of horrible noises!”

“A m os J. Screecher did. H e com 
bined all those sounds on one record. 
T he first tim e he played it off four 
team s ran away, his assistan t jum ped 
out of the w indow, and every w om 
an in hearing  distance fainted. H e 
took th a t noice for a model, and in
vented a m otor horn  th a t reproduced 
the sound. I t  m ade his fortune. No 
true  m otoris t would ride on a m a
chine th a t didn’t have a Screecher 
scarem  horn to frighten pedestrians 
w ith.”

f l \ 
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N ew s and Gossip Around Grand 
Rapids.

Grand Rapids, Oct. 8—Our hand
some Secretary, Harry Hydorn, near
ly had his face marred by the con
ductor on the P. M. going to Green
ville, Monday. It seems Harry sold 
too many automobile tickets on the 
train on the auto the U. C. T. No. 
131 are raffling off. Harry disposed 
of many books of tickets. In fact, he 
delivered a little sermon in each 
coach, about the auto, then came the 
rush to buy tickets. The consequence 
was Harry had to run to the con
ductor for more change. The con
ductor, thinking Harry was crazy, 
threatened to throw him off, but 
Harry explained the circumstances 
and made the conductor buy two 
books to square himself.

F. C. Mooney is with Houseman & 
Jones Co. If you want any ties, etc., 
drop in and see him.

Mary had a ’lectric car 
That never tried to flunk

One day it gave the curb a jar 
And now it's mostly junk.

Speaking of the Pere Marquette 
road, the U. C. T. boys will recom
mend any movement to fix the tracks. 
We hope the road will start at 
once and put in the much needed re
pairs on the line.

The Bulletin will be out this week, 
boys. You will all get the first copy 
free. In it you will find a subscrip
tion blank which must be filled out in 
order that you receive the November 
issue. For the benefit of the boys 
who do not know what this U. C. T. 
Bulletin is, I will say it is the offici 1 
monthly paper of Grand Rapids 
Council, No. 131. The editor was 
appointed by the Senior Counselor 
and all the money is turned over to 
No. 131. We have a staff of live 
wires and we will show the traveling 
public that Grand Rapids Council 
can put out a monthly paper that the 
boys will well be proud of. We pro
pose to run the candidates photos 
and their biographies, new pictures of 
old members, notes and personals, 
etc. Our subscription rates are 50 
cents the year, payable in advance. 
The cost at that rate is but 4 cents 
per copy. Send in your subscription. 
Just a word more, the U. C. T. are 
issuing this Bulletin and it is going to 
be a hummer. Look for your Bul
letin when you get in Saturday, 
brothers of 131. Any traveling man 
who would like a sample copy free 
can receive same by addressing the 
writer.

Finance Committee meeting, Octo
ber 12, Saturday morning at 11 
o’clock. Be there or we will write 
you up next week in the Tradesman.

Notice: The editor, J. A. Keane, 
of U. C. T. Bulletin, would like the 
following members to meet at his 
home, 509 Prospect Ave., N. E., 
Sunday morning at 10 o’clock: Hom
er R. Bradfield, F. C. Mooney, Wal
ter R. Ryder, A. N. Borden, Wm. 
Lovelace, Ned Carpenter. This will 
be the first meeting of the Bulletin 
staff and it is important that you be 
there.

V ery soon after last w eek’s issue 
of the T radesm an reached the hom es 
of its m any subscribers am ong the

traveling men in Grand Rapid, my 
telephone began getting busy and it 
was always the same enquiry in a 
soft feminine voice—the voices of the 
wives of all the traveling men are in
variably soft and sweet—“Have you 
any extra pictures of Frederick Carl 
Richter? We think he is the cutest 
little fellow we ever saw. Sad to 
think he is already a married man, 
with a large and growing family, for 
I have a sweet little sister just com
ing into the marrying age.” The 
next question invariably was, “Will 
he be in Grand Rapids next year at 
the convention?” I assured the en
quiring voice that he would most 
surely be here and that it had al
ready been suggested that he and 
“Freddy” Clark, of Detroit—Brother 
Clark is officially known as Past 
Grand Counselor Clark—ride tandem 
on hobby hosses in the parade. “Oh 
joy” came back the exclamation over 
the line. Now, dear reader, some 
very nice things were said of Fred
erick in that write up, but, remember, 
they could not do otherwise, for 
hadn’t they been held over on full 
pay by him, and unless he put his 
O. K. on the work of the committee 
of three, their pay would be “held 
over.” In one place they tell of how, 
out of the great respect in which his 
family was held, Frederick was help
ed out of town. His popularity actu
ally knows no bounds. One time in 
Muskegon he was helped out of town 
with eggs and at another time, in 
Detroit, he was “run” off Woodward 
avenue because the curfew whistle 
had blown. Withal he is a sure win
ner and, as a matinee idol, could 
hand cards and spades to Chauncey 
Olcutt or Vaughn Glazer.

J. A. Keane.

H onks F rom  A uto  C ity Council.
Lansing, Oct. 7—Mrs. F. H. Hastings 

is visiting relatives and friends in Grand 
Rapids and Casnovia.

The new Michigan Central freight 
house, on Michigan avenue, is nearing 
completion. Besides being ornamental, 
this spacious structure will greatly add 
to the convenience of Lansing’s com- 
merical interests.

Brother Stuart Harrison, chairman of 
the Committee on Arrangements for a 
series of parties to be held during the 
winter months, reports that the work 
has progressed far enough to ensure 
the success of the venture and tickets 
are now on sale.

A goodly portion of the heavy ma
chinery necessary for an up-to-date daily 
newspaper has been installed on Ottawa 
street, East, and we are reliably in
formed that the Evening News will be 
ready for business about November 1.

Our Past Counselor can hardly sleep 
nights because of the anxiety occasioned 
by the approaching open season for part
ridge. Many of our counselors remem
ber the splendid game supper given by 
Brother Sherwood last season and will 
be pleased to learn that he has prom
ised to duplicate the event this season.

Hotel Langenberg, at Laingsburg, 
formerly the Hotel Wildermuth, has 
changed to the European plan, but the 
roller towel is still in existence.

S. B. Potter, with the Emerson-Bran- 
tingham Co., is visiting the home office 
at Rockford, 111., this week.

Those interested in good machinery 
should visit the Lansing municipal light
ing plant, where new and up-to-date 
machinery is being installed. The only 
thing we have to kick about is that we 
are charged from 8 to 10 cents per 
kilowat for domestic lighting.

Was the Lansing Correspondent 
Wrong?

When we were asked to write news 
items for our Council for publication 
in the Michigan Tradesman, we were 
given to understand that good-natured 
criticism of conditons affecting the trav
eling men in general and those of our 
Council in particular, would be welcome 
among the regular news items.

In our correspondence of August 26 
we mentioned that considerable criti
cism of the Lansing State Journal was 
being expressed by various members 
of our Council for certain conditions 
which concerned a paid for notice.

In the issue of Sept. 25, on page 24, 
column 3, we notice an article written 
by E. M. Thorpe, in which the Lansing 
correspondent is severely criticised and 
accused of making statements entirely 
contrary to the facts, so perhaps a 
further explanation at this time would 
not be out of place.

By referring to this article it will be 
readily understood that the correspon
dent simply stated that considerable 
criticism of the Lansing Journal was be
ing expressed by various members of 
our Council and gave the reasons there
for.

Now, if this were not absolutely true, 
the correspondent would be at fault; 
but if it is true the representative of 
the Lansing State Journal is getting in 
wrong with the members of Auto City 
Council. In order that those who might 
be interested in this controversy may 
know that the Lansing correspondent 
had good grounds for writing the item 
questioned, we present herewith the affi
davit of our Secretary-Treasurer, Broth
er Geo. O. Tooley:
State of Michigan 
County of Ingham

To the Michigan Tradesman of Grand 
Rapids, Mich. I, George O. Tooley, Secy 
Treas. of Auto City Council No. 305, 
United Commercial Travelers of Ameri
ca, do hereby declare and affirm that 
seventeen members of Auto City Coun
cil, in good standing, have, in my pres
ence, expressed themselvves as being 
dissatisfied with the location in the 
Lansing State Journal issued August 
22, 1912, in which appeared the paid for 
notice of our annual picnic.

Geo. O. Tooley.
Sworn to and subscribed before me 

this Seventh Day of October, A. D. 1912.
Herbert D. Buffer, Notary Public.

My commission expires Dec. 15, 1913.
Since the appearance of Mr. Thorpe’s 

article in the Michigan Tradesman, we 
have been approached by members of 
two other societies in Lansing who claim 
they have not been treated fairly by 
the State Journal, but we do not pro
pose to enter into the merits of any 
complaint which does not concern Auto 
City Council. Personally, we consider 
the State Jorunal to be the fairest daily 
paper now printed in Lansing and ex
pect to continue our subscription, at least 
until the Evening News is ready for 
business. H. D. Bullen.

Chirpings From the Crickets.
Battle Creek, Oct. 7—Geo. Mcllvain, 

proprietor of the bakery at Climax, has 
gone to Kansas for his health. His 
daughter accompanied him. Geo. has 
been ailing for some time.

A retail candy man from Bryon, Ohio, 
has taken possession of the store in 
Vicksburg owned by W. J. Smith, of 
Hotel McElvain, and formerly occupied 
by Toney Kambol. Mr. Kambol has 
moved his stock and family to Sturgis.

D. Hadley, proprietor of Hotel Bur
dick, Mendon, and owner of several 
fast trotters, goes to Lexington, Ken
tucky, for the races soon. Mr. Had
ley’s horses have done very well the 
past season.

The last issue of the Sample Case 
contains a good write-up of the annual 
picnics of the Kalamazoo and Battle 
Creek Councils. These events took 
pui-t at the same resort one week apart.

The writer is in receipt of a copy 
of the Booster, published by Cadillac 
Council at Det oit. The beys have lined 
up some good advertisements and their 
articles are original anc bright. Am 
in hopes to see the little sheet grow. 
The idea of publishing a sheet in the 
interests of the local Council is a good 
one, as it not only boosts the Council 
but U. C. T.ism generally.

The annual Corn Show was on at 
LaGrange, Indiana, last week. The old 
town was fuff of visitors and some 
prominent speakers were there. Wm. 
W. Herendeen, proprietor Hotel Buick, 
was on the horse committee. William 
is a judge of no small reputation.

Our Grand Counselor, John Quincy 
Adams, is always located in Parlor A 
the nights he has to stay at Sturgis. 
The best is none too good for our 
Grand officers. You will always find 
“253” with John’s signature on the regis
ters, too. Guy Pfander.

B. S. Davenport entertained a house 
party at his summer cottage at White 
Fish Lake over Sunday. The party left 
on the afternoon train Saturday, fished 
until dark, went to bed early, got up at 
an early hour Sunday morning, bathed 
in the lake, walked three miles to the 
nearest church and Sunday school. 
Several members of the party were in
vited to conduct classes in the Sunday 
school, which invitation was accepted 
with satisfaction to all concerned. The 
party then trudged back to White Fish 
Lake, where they enjoyed a sumptuous 
dinner and later on marched to Pierson, 
from which point they returned to Grand 
Rapids, happy over the trip and warm 
in praise of the entertainer. Aside from 
Mr. Davenport, the party composed the 
following: M. D. Elgin, E. D. Win
chester, R. D. Prendergast, E. E. Hew- 
ett, R. Bean, A. E. Gregory, Ed. Frick, 
R. T. Matthews and W. F. Blake.

A Negaunee correspondent w rites: L. 
C. Johnson, Vice-President of L. Gould 
& Co., woodenware jobbers of Chicago, 
called on his Negaunee patrons yester
day. Mr. Johnson has a record for con
tinuous service with one concern over 
the same territory that is equaled by 
few commercial travelers in the country. 
He has been making the Upper Penin
sula for L. Gould & Co. for the past 
thirty-eight years, and during that period 
has missed but few of his regular trips.
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Michigan Board of Pharm acy. 
P re s id e n t—Ed. J . R odgers, P o r t  H u ro n . 
S ecre ta ry —J o h n  J . C am pbell, P igeon . 
T re a su re r—W . E. Collins, Owosso. 
O th e r M em bers—E dw in  T  Boden, B ay  

C ity ; G. E . F ou lkner, Del ton .

Michigan S tate Pharm aceutical A ssocia 
tion.

P re s id e n t—H e n ry  R iechel, G ran d  R a p 
ids.

F ir s t  V ice -P re s id e n t—F . E . T h a tc h e r , 
R avenna.

Second V ice -P re s id e n t—E . E . M iller, 
T ra v e rse  C ity.

S ec re ta ry —V on W . F u rn iss , N ashv ille .
T re a su re r—E d. V arn u m , Jonesv ille .
E xecu tiv e  C om m ittee—D. D. A lton , 

F rem o n t; E d. W . A ustin , M idland; C. 
S. K oon, M uskegon; R . W . C ochrane, 
K alam azoo , D. G. Look, Low ell; G ran t 
S tevens, D e tro it.

Michigan Pharm aceutical T ravelers’ A s
sociation.

P res id en t—F . W . K err, D etro it. 
S e c re ta ry -T re a su re r—W . S. L aw ton ,

G rand  R ap ids.

Grand Rapids Drug Club. 
P re s id en t—■ Wm. C. K irch g essn e r 
V ice -P res id e n t—E . D. D e L a  M ate r. 
S e c re ta ry  an d  T re a su re r—f f m .  H . 

T ibbs.
E x ecu tiv e  C om m ittee—W m . Quigley, 

C h a irm an ; H e n ry  R iechel, T heron  
Forbes.

Practice of Pharmacy a Commercial 
Proposition.

The w riter, after fifteen years’ w ork 
as p roprie to r of a d rug  store, has 
come to the conclusion that pharm acy 
is not so much of a profession as it 
is a purely com m ercial proposition, 
with long hours to work, and some
tim es for small profit.

F rom  my own experience and w hat 
I have seen in a lim ited way, there 
seems to be som ething radically w rong  
in the conditions sjirrounding the 
practice of pharm acy. W e all know 
it is alm ost im possible to get good 
registered  clerks a t salaries which the 
o rdinary  store is able to pay. N either 
can we blame the clerks for going 
into o ther lines of w ork for which 
they receive ofttim es a b e tte r salary 
for less hours’ work, and incidentally 
have tim e to get acquainted with their 
families.

From  a financial standpoint, the 
best d rug  stores to-day are the ones 
which have the best business m an
agem ent together with a large num 
ber of good paying side lines.

By the best business m anagem ent 
I do not m ean sim ply good buying
at low prices: while this is essential, 
it is not all that is necessary by any 
m eans. T o  do a successful and profit
able dru g bus iness, quite a n umber
of o ther thing s are essential 1)C S ides
good ouy ing.

Every live druggist should take
tim e to 1be an active m em ber of the
Business Men ’s Club, Chamb er of
Com mere:e or o ther organizations rep
resenting the business men of all
lines in his city. H e should be a 
booster for anything for the good of 
his own town, either by bring ing  in 
new business or for m aking it a be tte r 
city in which to live. D on’t be a

stran g er to your own com petitors or 
the o ther m erchants, but m eet w ith 
them  and discuss trade conditions. 
L et them  know  you are alive and in
terested  in any of the good th ings 
they are doing. M ore than this, when 
the occasion arises, help them  w ith 
your m oney to  the ex ten t of your 
ability, and by all m eans give cheer
fully when you do give.

Good business m anagem ent needs 
also a neat, clean, light room  to back 
it up. F irst, have a tightly  closed but 
well ventilated  show window, which 
should be cleaned and dressed a t least 
every ten days, and oftener in m any 
cases. M ake it a rule to show prices, 
because m any a man will walk the 
stree t until he sees w hat he w ants 
in the window w ith the price, ra th er 
than  go in to enquire the price.

Inside fixtures should be neat and 
convenient; ho t necessarily  h igh-pric
ed. By all m eans, have glass doors 
to all pa ten t medicine shelving, o th er
wise you will have either added w ork 
of cleaning th is shelving every week, 
o r you will have soiled and shop
w orn goods.

I t  should be the w ork of som eone 
in your em ploy regularly  every m orn
ing to keep the show cases clean; no t 
ju st dusted off, but let him use a damp 
cloth to clean and dry one to  polish 
all exposed glass on cases and else
where. T his does no t take much 
m ore tim e and it certainly pays.

If  you have a soda fountain and 
expect to hold a good trade, you m ust 
by all m eans keep it scrupulously 
clean. F o r  five years we have never 
failed to w ash everyth ing about the 
fountain—glasses, dishes, spoons, hold
ers, shaker glasses and dippers— in 
boiling w ater every n igh t before leav
ing th e  store, and we let people know  
th a t we do this, too. In  the soda 
business anything new about the foun
tain a ttrac ts  a tten tion  and trade. W e 
utilized a small space at the end of 
our fountain as a lem onade well. W e 
had our stone cu tter m ake a sand
stone fron t and top with a circular 
hole in cen ter big enough to drop a 
five-gallon stone churn through. T he 
whole thing, stone work, churn and 
an eight-ounce alum inum  dipper only 
cost us $6.00. Tw o dozen lem ons and 
three pounds of sugar will m ake three 
gallons of good lem onade, which we 
serve in an eight-ounce glass fo r five 
cents, and make th ree and a half cents 
profit on each glass. O ur bulletin 
board says, “Ice cold lemonade, m ade 
from  lem ons only, and righ t from  the 
well.’’ I t  brings in traveling  men and 
transients, as well as hom e people.

W hile s itting  a t my desk the o ther 
day I overheard a lady a t one of the 
soda tables te lling  ano ther one that

“T his is the only place in tow n w here 
you can get ice w ater.” Now, as a 
m atter of fact, possibly every o ther 
fountain is serving ice w ater, but not 
so cold as our own. W e give as much 
space in our coils of ice w ater as we 
do the carbonated  w ater. You may 
say th a t this is a  little  thing, but it 
helps to make your fountain popular, 
and th a t m eans m oney in your cash 
register. A popular and, to  m any 
people, a favorite serving is to take 
a sundae dish with one ounce of any 
desired syrup, shave full of ice a n i  
top with a No. 20 dipper of ice cream. 
I t m akes a very refreshing serving 
in hot w eather, and sells with us as 
well as do straigh t sundaes. W e call 
them  bon-bons.

I t  pays to make your own syrup 
for fountain use. S ixty pounds of 
granulated  sugar and five gallons of 
w ater mixed in a clean half-barrel, 
m akes ten gallons of syrup about the 
righ t w eight for fountain use, and you 
can m ake it every day and always 
have sweet, fresh syrup.

W ithou t discussing any o th er side 
line, will only say th a t if you have a 
w ell-assorted stock, bought right, and 
you sell righ t ( th a t m eans at a profit 
over and above your cost of doing 
business;) if you w ork all of fifteen 
hours each day, th irteen  days out of 
fourteen, and on the f ju rte e n th  go to 
church; if you keep your store clean 
and yourself and clerks clean; always 
trea t all custom ers courteously; if you 
never take any tim e off except to a t
tend the Business M en’s m eetings and 
the M S. P. A. convention; if you 
will alw ays speak kindly to  your wife, 
if she ’s awake w hen you get hom e; 
I say if you have and do all these 
you are surely entitled  to  the re 
spect of the com m unity in which you 
live and a fair com pensation for your 
work. W illiam  A. Howe.

W ill H ot Soda Pay?
E very fall some thousands of d rug

gists ask th a t question. T he only 
way to find out in your own case 
is to try  it. T he w riter know s one 
firuog ist who has been asking this 
question for five years. H e m ight 
have tried it and found out in th a t 
time, and could now be devoting his 
m ind to o th er im portan t questions. 
But he hasn t. H o t soda is a queer 
proposition. I t  never seem s to get 
a fair show. Even with the m en who 
are m aking m oney at it, no t one in 
five is m aking 25 per cent, of w hat he 
could make. T he w riter knows dozens 
of d ruggists who are taking in ten 
dollars a day who ought to take in 
forty . H e learned the business under 
a m an who cleared $7,000 a year on 
cold soda and not $500 on hot soda.

This was out of all proportion. Why 
was it? Because the druggist never 
took an interest in hot soda. He had 
$3,000 invested in his cold soda plant, 
and $15 in his hot soda outfit.. See 
the point? He never gave it a chance.

If  you are going into hot soda, go 
into it to win. Set a  m ark of some 
kind. Say you will m ake it pay you 
$2 a day, and when you have reached 
tha t mark, set ano ther m ark. By tha*: 
tim e you will be a w inner. Tw o 
plunks a day, you say, doesn’t look 
like very m uch m oney. W ell, it will

pay the ren t of the g rea t m ajority  
of druggists; and, as we have said 
m any tim es before, any th ing  th a t will 
pay your ren t is well w orth  going 
in for. T he b igger your rent, the 
b e tte r your location. H o t soda will 
nearly  always pay it.

Medicines in Chocolate Cachets.
E very pharm acist has been called 

upon at tim es to devise ways and 
m eans w hereby the physician can ad
m inister m edicam ents in a diplomatic 
m anner, so as to overcom e the ob
jections of the patient to the older 
form s of m edication and at the same 
tim e insure a full dose of the indicat
ed rem edy. Mr. Apple, when appeal
ed to by the physician, tried  choco
late m arshm allow  drops into which 
the m edicam ent was carefully in tro 
duced, but they  did not appeal to the 
patient, F inally Ceylon w afers were 
hit upon. T hese are small discs, flat 
upon one side and rounded upon the 
o ther side, made of sw eetened, flavor
ed chocolate. The discs were care
fully hollowed out into a cachet-like 
container, into one of which the drugs 
were carefully placed. A nother disc 
was then coated with heated chcolate 
syrup or m ucilage of acacia and plac
ed upon the drug-laden disc, when 
they w ere sealed together sm oothly; 
the doctored confection showed no 
evidence of the deception and was 
swallowed readily by the patient.

Deodorizing Benzine.
A simple but sa tisfacto ry  m ethod 

of deodorizing benzine is by throw ing 
into it a little  lump of am m onium  
carbonate.

L oca l 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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WHOLESALE DRUG PRICE CURRENT
Acids

A cetic  ..................... 6 © 8
B oric .......................10 @ 15
C arbolic .................24 @ 28
C itric  .....................45 © 50
M u ria tic  ............... 1%@! 5
N itr ic  ..................... 5%@ 10
O xalic .....................13 © 16
S u lphu ric  ............ 1%@ 5
T a r ta r ic  .................38 @ 40

A m m onia
W a te r  26 deg. . . 6%@, 10
W a te r  18 deg. . . 4%@ 8
W a te r  14 de~. . . 3%@ 6
C arb o n a te  ............ 13 @ 16
C hloride ...............12 @i 15

* B alsam s
C opaiba ................ 70© 75
F ir  (C an ad a) . . . 75@ 85
F ir  (O regon) ___ 25@ 35
P prn  9! 20@2 40
Tolu .......................2 00© 2

B erries
C ubeb ..................... 65@ 75
F ish  ....................... 15@ 20
J u n ip e r  ................. 6© 10
P rick ley  A sh  . . . 40© 50

B arks
C assia  (o rd in a ry ) 25
C assia  (S aigon) 65© 75
E lm  (pow d. 25c) 25@ 30
S assa fra s  (pow . 30c) @ 25
Soap (pow d. 25c) @' 15

E x tra c ts
L icorice ............... 24@ 28
L icorice pow dered 25@ 30

F low ers
A rn ica  .................. 18@ 25
C ham om ile (G er.) 25© 35
C ham om ile (R om .) 40@ 50

G um s
A cacia, 1st ......... 40@ 50
A cacia, 2nd . . . . 35©. 40
A cacia, 3d .......... 30@' 35
A cacia, S o rts  . . © 20
A cacia, P ow dered 35© 40
A loes (B arb . Pow ) 22© 25
Aloes (C ape P ow ) 20@i 25
.¡Vloes (Soc. Pow d.) 40@ 50
A sa fo e tid a  ........  1
A safoetida, Pow d.

00(ji/l 25

U. S. P ............ @2 00
C am phor ............. 55@ 60
G uaiac  ................... 35@ 40
G uaiac, P ow dered 40©' 50
K ino  .......................* @ 40
K ino, P o w d e re d .. © 45
M yrrh  .................. @ 40
M yrrh , P ow dered @ 50
O pium  ................. 8 25@8 50
Opium , P ow d. ..9 25@9 50
Opium , G ran . . .9 50(^9 75
S hellac ................... 25© 30
Shellac, B leached 30© 35
T nag acan th  . . . .  1 00@1 25
T ra g a c a n th , P ow  60 @ 75
T u rp e n tin e  .......... 10@ 15

Leaves
B uchu ................. 2 00@2 25
B uchu, Pow d. ..2 00@2 25
Sage, b u lk  .......... 18© 25
Sage, %s Loose 20@ 25
Sage, P ow dered 25© 30
S enna, A lex ........... 25@ 30
Senna, T inn . . . 15@> 20
S enna, T inn , Pow . 20© 25
U va U rsi ............ 10@ 15

Oils
A lm onds, B itte r ,

t r u e  ............... 6 00@6 50
A lmond, B itte r ,

a r t i f ic ia l  . . . @1 75
A lm onds, Sw eet,

true ................. 80@1 00
A lmond, S w eet,

im ita tio n  . . 40© 50
A m ber, c ru d e  .. 25@ 30
A m ber rec tified  . 40@ 50
A nise ................... 2 00@2 25
B erg am o t .......... @9 00
C ajep u t ................. © 75
C assia  ................. 1
C asto r, bbls. a n d

50@1 75
can s  ............  12%@

C edar L e a f ___  ©
15
85

C itronella  ............ @ 60
Cloves ................... @1 40
C ocoanut ........ 18@' 20
Cod L iv e r .......... 1 15@1 25
C otton  Seed ___ 70@. 85
C roton ................... @1 60

C ubebs ................. @4 50
E rig e ro n  ............... @2 50
E u c a ly p tu s  . . . .  7 5 #  85
H em lock, p u re  . .  @1 00
J u n ip e r  B erries  @1 25
Ju n ip e r  W o o d .. 4 0 #  50
L ard , e x t ra  ___  85@1 00
L ard , No. 1 ........  75 @< 90
L a v en d er F lo w ers  @4 00
L av en d er G arden  85#1  00
L em on ..................  @2 50
L inseed , raw  bbls. © 63
L inseed , raw  less 68#  74 
Linseed, boiled bbl #  64
L inseed , boiled less 69 #  73
M usta rd , t r u e  . .4  50@6 00 
M usta rd , a r t if i’l 2 75#3  00
N ea tsfo o t ............  80© 85
Olive, p u re  ........... 2 50@3 50
Olive, M alaga,

yellow  ........  1 50@1 60
Olive, M alaga,

g reen  ........... 1 50@1 60
O range, sw ee t ..3  5 0#  4 00 
O rganum , p u re  1 25#1  50 
O riganum , com ’l 5 0 #  75
P en n y ro y a l . . . . 2  25#2  50
P ep p e rm in t ............  @3 75
Hose, pu re  . . .  15 00@18 00 
R osem ary  F low ers  90@1 00 
S andalw ood, E . I. # 4  50 
S assa fra s , tru e  . 80 #  90
S assa fra s , a r t if i’l 45© 50
S p ea rm in t ........... 6 00#6 50
S perm  ................... 90#1  00
T a n sy  ................... ,3 5 0 #  4 00
T a r, U S P  ..........  25© 35
T u rp e n tin e , bbls. #46%  
T u rp e n tin e , le ss  5 0 #  55
W in te rg ree n , tru e  # 5  00 
W in te rg ree n , sw eet

b irch  ..........  2 00@2 25
W in te rg ree n , a r t ’l 5 0 # 1 60
W orm seed  ........  @6 00
W orm w ood ........  # 8  00

D ig ita lis  ............... ©  60
G en tian  ............... ©  60
G inger ................... @ 60
G uaiac  ................... @ 60
G uaiac  A m m on. © 70
Iod ine ..................... @1 00
Iodine, C olorless @1 25
Ipecac  ..................  #  75
Iron , clo ............. #  60
K ino  ....................... #  75
M yrrh  ................... @ 60
N ux  V om ica ___ #  50
O pium  ................... @2 00
O pium  C am ph. . .  # 1  00
O pium , D eodorz’d @2 25
R h u b a rb  ..............  @ 75

P a in ts
Lead, red , d ry  7%@ 10
L ead , w h ite  d ry  7 % #  10
L ead, w h ite  oil 7%@ 10
O chre, yellow  bbl 1 #  1% 
O chre, yellow  less 2 #  5
P u t ty  ..............  2%@ 5
R ed V enetian  bbl 1 @ 1%
R ed V en e t’n, less 2 # , 5
S haker, P re p a re d  1 50@1 60 
V erm illion, E ng . 90@1 00 
V erm illion, A m er. 1 5 #  20
W hiting , bbl. . . .  1©' 1%
W h itin g  ............  2 #  5

Insecticides
A rsen ic  ............... 6@ 10
B lue V itro l, bbl. #  6% 
B lue V itro l le ss  7@ 10
B ordeaux  M ix P s t  8#  15 
H ellebore, w h ite

pow dered  . . .  15@ 20
In se c t P ow der . .  2 0 #  35
L ead  A rse n a te  . .  8#  16
L im e & S u lp h u r

S'olution, g a l 15@ 25 
P a r is  G reen  . . . .  1 5 #  20

P o tassium
B ic a rb o n a te  ____ 15@
B ich ro m ate  ........ 13@
B rom ide .............. 40@
C arb o n a te  ..........
C h lo ra te , x ta l an d

12#

pow dered  __ 12@
C hlora te , g ra n u la r 16@
C yanide .............. 30©:
Iodide ................. 2 85@2
P e rm a n g a n a te  . . 15#
P ru ss ia te  yellow 25#
P ru ss ia te , red  . . 50 #
S u lp h a te  ............... 15@

Roots
A lk an e t .............. 15@
Blood, pow dered 20#
C alam us .................. 35@
E lecam pane, pow d 2 5#
G entian , p o w d .. .  
G inger, A frican ,

12#

pow dered . . . 15@
G inger, J a m a ic a  
G inger, Jam a ica ,

20#

pow dered  . . . 22©
G oldenseal, powd. @6
Ipecac, powd. . .  2 75@3
Licorice ............ 12©
L icorice , powd. 
O rris, pow dered

12©20©
Poke, pow dered 20#
R h u b a rb  ............... 75@1
R hu b arb , powd. 75@1
R osinw eed, powd. 25©
S arsap a rilla , H ond.

g round  .......... @
S arsap a ril la  M exican,

g round  .......... 25©
Squills .................. 20©
S’quills, pow dered 40©
'I u m eric, powd. 12#
V ale rian , pow d. 25 @

Seeds
A nise ..................... 18©
A nise, pow dered 22©
Bird, Is  ............. 7@
C an a ry  ................. 5 #
C araw ay  ............ 12©
C ardam on  ......... 1 40#1
Celery .............. 45@
C oriander ............ 10@
D ill ......................... 18©
F en n e l .................. 25@
F lax  ..................... 5%@
F lax , g round  . . . . 5@
F oenugreek , pow. 6©
H em p ................... 5©
L obelia  ................ @
M ustard , yellow 9©
M ustard , b lack  . . 9©
M usta rd , powd. 20#
L oppy  .................. 15@
Q uince ................... @1
R ap e  .......................  6#
Sa ba/l ilia .............. 25©
S abadilla , pow d. 35@
Sunflow er ........... 6#
W orm  A m erican  15@ 
W orm  L e v a n t . .  30©

Tinctures
A conite  .................
A loes .....................
A rn ica  ...................
A sa fo e tid a  .............
B elladonna ........
B enzoin ...............
Benzoin C om pound
B uchu  ..................
C an th a rad ie s  . . .
C apsicum  ............
C ardam on  ...........
C ardam on , Comp.
C atechu  ...............
C inchona ............
Colchicum  ...........
C ubebs .................

18
16
50
15

16 
20 
40 
90 
30 
30 
60 
20

20
25
40
30
15

20

28
50
00
15
15
25

00
25
30

45

30
25
60
15
30

8
7

15
50
50
15
20
30101010

7
5012
12
25
20
0010
30
45

35

60
60
60
00
60
70
75
90
75
60
75
75
60
60
60
75

M iscellaneous
A cetan a lid  ......... 30 @ 35
A lum  ........................ 3 #  5
A lum , pow dered  and

g round  .............  5@ 7
B ism u th  S u b n i

t r a te  ............  2 10@2 25
B o rax  x ta l  o r

pow dered  . .  6@ 12
C an th a rad ie s  pow d. @1 25
C alom el ............... 1 25#1  35
C apsicum  ..........  2 0 #  25
C arm ine  ..............  @3 50
C assia  B uds ___  #  40
Cloves ................. 25 #  30
C halk  P re p a re d  . .  6 #  8%
C halk  P re c ip ita te d  7© 10
C hloroform  . . . .  3 4 #  44
C hlora l H y d ra te  1 25 # 1  45
C ocaine ............... 3 65#3  90
Cocoa B u tte r  . . .  5 0 #  60
Corks, lis t, le ss 70% 
C opperas bbls cw t ©  75
C opperas, le ss  . .  2@ 5
C opperas, Pow d. 4©  6
C orrosive Sublm . 1 25@1 40 
C ream  T a r ta r  . .  28@ 35
C u ttlebone ........  2 5 # ; 35
D ex trin e  ............... 7 #  10
D over’s P ow der 2 00 #  2 25 
E m ery , a ll N os. 6 #  10
E m ery , pow dered  5 #  8
E psom  S alts, bbls #  1% 
E psom  S alts, le ss 2 % #  5
E rg o t ................  1 5 0 #  1 75
E rg o t, pow dered  1 80 #  2 00
F lak e  W h ite  ........... 12@ 15
F o rm aldehyde  lb. 1 2 #  15
G am bier ..............  6 #  10
G ela tine  ............  35© 45
G lassw are, fu ll ca ses  80% 
G lassw are, less 70 & 10% 
G lauber S a lts  bbl. © 1% 
G lauber S a lts  le ss 2@ 5
Glue, b row n . . .  11 #  15
Glue, b row n  g rd  10#  15
Glue, w h ite  . . . .  15@ 25
Glue, w h ite  g rd  15© 20
G lycerine ........  2 3 #  35
H ops ..................  5 0 #  80
Ind igo  ..................... 85@1 00
Iodine ................. 3 75@4 00
Iodoform  ..........  4 80#5  00
L ead  A c e ta te  . . .  12@ 18
L ycopdium  ___  6 0 #  75
M ace ................... 8 0 #  90
M ace, pow dered  90#1 00
M entho l ........  10 00@10 50
M ercu ry  ............  85@ 90
M orphine, a ll b rd  4 55#4  80
N ux  V om ica ___  @ 16
N ux  V om ica pow  @ 15 
P epper, b lack  pow  2 0 #  25
P ep p er, w h ite  . .  2 5 #  35
P itch , B u rg u n d y  10 #  15
Q u assia  ............... 10#  15
Q uinine, all b rd s  21% #31%  
R ochelle S a lts  ,2 0 #  26
S acch arin e  ___  2 00@2 20
S a lt P e te r  ..........  7#  12
S eid litz  M ix tu re  2 0 #  25
Soap, g reen  ___  15@ 20
Soap, m o tt c a stile  1 0 #  15 
Soap, w h ite  ca stile
„  case  ............... @6 25
Soap, w h ite  ca stile

less p e r b a r  © 65
Soda A sh ........  1 % #  5
Soda B icarb o n a te  1%@ 5
Soda, S al ............... i@  4
S p irit C am phoe . .  @ 7 5
S p irit Cologne ..2  80@3 00
S u lp h u r ro ll ____ 2 % #  5
S u lp h u r Subl. ...2 % @  5
T a m arin d s  ........  10 @ 15
T a r ta r  E m e tic  . .  40© 50
T u rp e n tin e  V enice 40© 50 
V an ila  E x t. p u re  1 00@1 50
W itch  H aze l ____  65@1 00
Z inz S u lp h a te  . . .  7 #  10

Our Home—Comer Oakes and Commerce

A larger and more complete line of Holiday Goods 
Samples than ever shown before, are now on display in our 
store, in the handsomest sundry room in this part of the 
country. Come early and inspect the same.

We are now reserving dates for prospective buyers.

Grand Rapids. HAZELTINE & PERKINS DRUG CO.

FOOTE &  JENKS* COLEMAN’S . b r a n d s  

T erpeneless Lemon and High Class Vanilla
Insist on getting Coleman’s Extracts from your jobbing grocer, or mail order direct to

FOOTE & JENKS, Jackson , M ich.

* * A MERIC AN BEAUTY” Display Case No. 412—one 
-a Y. of more than one hundred models of Show Case, 
Shelving and Display Fixtures designed by the Grand 
Rapids Show Case Company for displaying all kinds
o f  goods, and adopted by the m ost progressive stores o f Am erica. 

G R A N D  RAPIDS SH O W  C A SE CO., Grand Rapids, M ichigan
T h e  Largest S how  Case and S tore E quipm ent P lant in the  W orld 

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

Four Kinds of Coupon Books
are manufactured by us and all sold on the same 
basis, irrespective of size, shape or denomination.
Free samples on application.

TRADESMAN COMPANY, Grand Rapids, Mich.
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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.

A D V A N C ED D E C L IN E D
Cheese Graham Flour

Meal
Canned Apples
Dried Fruits

Index to Markets
By Colum ns

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

B
B aked B ean s  ................... 1
B ath  B rick  ....................... 1
B lu ing  ...............................  1
B re a k fa s t Food ............... 1
B room s ...............................  1
B ru sh es  .............................  1
B u tte r  Color ................... 1

C and les ............................... J
C anned  Goods ............... 1-2
C arbon Oils ..................... 2
C atsu p  .................................  2
C heese ................................. j
C hew ing G um  ................. |
C hicory  ...............................  *
C hocolate ...........................  jj
C ider, S w eet .....................
C lo thes L ines ................. 3
Cocoa ...................................  3
C ocoanut 
Coffee . . .

C racked  W h e a t . . ........  4
C rackers  ................... 4, 5, 6
Cream  T a r ta r  ----- ........  6

D
Dried F ru i ts  .......... ___  6

F
F arin aceo u s Goods ___  6
F ish ing  T ack le  . . . ........  6
F lavo ring  E x tra c ts . . . .  7
F lo u r a n d  Feed . . . . . . .  7
F ru it  J a r s  ............... . . . .  7

G
g e la tin e  ................... - - . T 7

G rain  B ags .............. ___  7

H
Ilo rb s ___  7
H id es  an d  P e lts  . . ___  8
H orse  R ad ish  .......... _____ 8

J
........  8

je lly  G lasses ..................  8

M
M apleine .................... ........  8
M ince M eats .......... .........  8

........  8

........  8
N

___  4

O
Olives ........................... . . . .  8

P
8

P lay in g  C ards  ........ ___  8
P o ta sh  ......................... ___  8
P ro v is io n s  ................

R
. . .  9

Rolled O ats ............ ___  9
S

Salad  D ressing  . . . . ___  9
la le ra tu s  ................... ___  9
Sal Soda .................... ____ 9
S a lt .............................. ........  9
S a lt F fsh  ................. ___  9

___ 10
Shoe B lack ing  ___ ___  9
Snuff ........................... ___  9
Soap ............................ . . .  . 14
Soda ............................. ___  10
Spices ......................... ___  10
S ta rc h  ........................ ___ 10
S yrups ....................... ___  10

T
fab le  S auces . . . . ........  10

T ea .............................. ........ 10

AMM ONIA
Doz.

12 oz. ovals 2 doz. box 75
A XLE QREASE  

F r a s e r ’s
lib . w ood boxes, 4 doz. 3 00 
1Tb. tin  boxes, 3 doz. 2 35 
3%Ib. t in  boxes, 2 doz. 4 25 
101b. pails , p e r  doz. . .6  00 
151b. pails, p e r  doz. . .7  20 
251b. pails, p e r  doz .’ ..12  00

BAKED BEA NS
No. 1, p e r  doz. . . • 45@
No. 2, p e r  doz. . . . .75@1
No. 3, p e r  doz. . . . S5@l

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

BLUING
95

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 a rge , C P  B luing, doz. 75

B R E A K FA ST  FOODS 
A petizo, B iscu its  . . - . . 3  00 
B ea r Food, P e tt i jo h n s  1 95 
C racked  W h e a t, 24-2 2 50
C ream  of W h e a t, 36-2 4 50
E gg-O -S ee W h e a t ___ 2 75
E gg-O -S ee Corn

F lak e s  ....................... 2 75
P o s ts  T oasties , T .

No. 2 ...........................  2 80
P o sts  T oasties , T.

N o. 3 ........................... 2 80
F arin o se , 24-2 ............... 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 ar C orn F lak e s  . .  2 50 
H ard y  W h e a t Food . .  2 25 
P o s tm a 's  D u tch  Cook 2 75
H olland  R usk  ............... 3 20
Saxon W h e a t Food . .  3 00 
K rink le  C orn  F lak e  . .  2 00 
M alt B re a k fa s t Food 4 50
M aple F lak e s  ............... 2 70
M aple C orn F la k e s  . .  2 80 
M inn. W h e a t C ereal 3 75
A lgra in  Food ..............  4 25
R alston  W h e a t Food 4 50 
Saxon W h e a t Food . .  2 85 
S hred  W h e a t B iscu it 3 60
T risc u it, 18 ..................  1 80
P illsb u ry ’s  B es t C er’l 4 25 
P o s t T a v ern  Special 2 80 
V oig t’s C ream  F lak e s  4 50 
Q u ak er Puffed  R ice . .  4 25 
Q u ak er P u ffed  W h e a t 2 85 
Q u ak er B rk fs t B iscu it 1 90 
Q uaker C orn F 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 risp s . . . 2  80
W h e a t H e a r ts  ............... 1 90
W h e a te n a  ..................... 4 50
Z est ................................   4 00
E v a p o r’d S u g a r C orn 90 

BROOMS
P a r lo r  ............................. 3 00
Jew el ............................... 3 70
W in n er ........................... 4 25
W h ittie r  S pecial ........  4 55
P a r lo r  Gem ................  3 75
Com m on W h isk  ..........  1 10
F an cy  W h isk  ............... 1 50
W arehouse  ..................... 4 50

B R U SH ES
S crub

Solid B ack, 8 in .............  75
Solid B ack, 11 in ........... 95
P o in ted  E n d s  ................. 85

S tove
No. 3 
No. 2 
No. 1

. 90

. 1 25 

.1 75’
Shoe

No. 8 ................ .
No. 7 ...............
No. 4 ................
No. 3 ................

BUTTER COLOR 
D andelion, 25c size . .2  00 

CANDLES  
Paa-afftne, 6s

1 00 
1 30 
1 70 
1 90

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

C A N N E S  GOODS 
Apples

3Tb. S ta n d a rd s  . . .  @ 90
G allon ................. 2 50@2 75

BlacK berries
2 lb .........................  1 50@1 90
S ta n d a rd s  gallons @5 00 

B eans
BJiked ................... 85 @1 30
Red K idney  ___  85@ 95
S tr in g  ..................... 70@1 15
W a x  ....................... 75@1 25

B lueberries
v  S ta n d a rd  ....................... 1 30

F e a s t C ake ................... 14 G allon ...........................  6 75

T obasco  ............... 11, 12, 13
T w ine .................................  13

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

W ick ing  .............................  13
W oodenw are ..................... 13
W rapp ing  P a p e r  .................14

C lam s
L ittle  N eck, l ib . @1 00
L ittle  N eck, 21b. @1 50

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

Corn
F a ir  ....................... 75 @ 90
Good ..................... 1 00@1 10
F an cy  ................... @ 13#

F rench  P eas 
M onbadon (N a tu ra l)

p e r  doz......................... 2 45
G ooseberries

No. 2, F a ir  ................. 1 50
No. 2, F a n cy  ..........  2 35

H om iny
S ta n d a rd  ...........................  85

L obste r
% lb ....................................... 2 50
1 ,H>..........................................4 25
P icn ic  T a ils  ..................... 2 75

M ackerel
M ustard , l i b ............................ l  80
M ustard . 21b............................2 80
S’oused, l ^ t b .......................... 1 60
Soused, 21b..................  2 75
T om ato , l i b ..............................l  ¿0
T om ato , 21b..............................2 80

M ushroom s
H otels  ................... @ is
B u ttons. %s ___  @ 1 4
B u ttons, Is  ......... @ 25

O ysters
Cove, l i b ................ 90@
Cove, 2lb ................1 60@

P lum s
P lu m s ................... 90@1 35

P e a rs  in S yrup  
No. 3 cans, p e r  doz. ..1  50 

P eas
M arro w fa t ..........  @1 25
E a rly  Ju n e  ......... @1 25
E a rly  J u n e  s if te d  1 45@1 55 

P eaches
P ie  ......................... 90@1 25
No. 10 size can  p ie  @3 25

P ineapp le
G ra ted  -----•......... 1 75@2 10
Sliced ................... 90@2 60

P um pkin
F a ir  ...........................  80
Good ........................... 90
F an cy  ....................... l  00
G allon .......................  2 15

R aspbernies
S tan d a rd  ............... @

Salm on
W a rre n s , 1 lb. T all . .2  30 
W a rre n s , 1 lb. F la t  . .2  40 
R ed A lask a  . . . . 1  65@1 75
P in k  A lask a  ___ 1 35@1 45

S ard ines
D om estic, 44s ............. 2 75
D om estic , 44 M u sta rd  2 75
D om estic, % M u sta rd  @6%
F ren ch , %s ........... 7@14
F ren ch , % s ............... 18@23

S hrim ps
D unbar, 1st, doz....................1 2#
D unbar, l% s . doz........... 2 25

S ucco tash
F a ir  ......................    90
Good ....................... 1 20
F a n cy  ................. 1 25 @1 40

S traw b errie s
S ta n d a rd  .................  95
Ftancy 1......................  2 25

T om atoes
Good ........................... 1 05
F an cy  ....................... 1 35
No. 10 ....................... 3 25

CARBON OILS 
B arre ls

P erfec tion  ........... @11%
D. S. G asoline . .  @18%
G as M ach ine . . .  @25%
D eodor’d Nap'p. @17%
C ylinder ............  29 @34)*
E ng in e  ............... 16 @22
B lack, w in te r  . .  8 @10

C A TSU P
S n ider’s p in ts  ............  2 35
S*nider’s  % p in ts  ........  1 35

C H E E S E
A cm e ....................... @17
B loom ingdale __ @18
C arson  C ity  ......... @18
H opkins ............... @18
R iverside ............... @18
W a rn e r  ................. @19
B rick  ..................... @19
Leiden ................... @15
L im b u rg er ........... @19
P in ea p p le  ........  40 @60
S ap Sago ............  @22
Sw iss, dom estic  @13

C H EW IN G  GUM. 
A dam s B lack  J a c k  . . .  55
A dam s S ap p o ta  ............  55
B eem an’s P ep s in  ......... 55

'C h ic le ts  ........................... 1 25
Colgan V iole t C hips . .  60
Colgan M in t C hips . . . .  60
D entyne ......................... l  io
F lag  S p ruce  ................... 55
Ju icy  F ru i t  ..................... 55
Red R obin ....................... 55
Sen S'en ( J a r s  80 pkgs,

$2.20) ......................... 55
S peavm int, W rig leys . .  55 
S p earm in t. 5 box ja r s  2 75 
S p earm in t, 3 box ja r s  1 65
T ru n k  S pruce ..............  55
Y ucatan  ............................. 55
Zeno ................................. 55

5 boxes one k ind , 3c p er 
box less.

CH ICORY
B ulk  ...................................  5
R ed .....................................  7
E a g le  .................................  s
F ra n c k ’s  ...........................  7
S chene r’s  ....................  (
R ed S ta n d a rd s  ............... 1 60
W h ite  ................................1 60

CH O CO LA TE 
W a lte r  B a k e r  tc Co.

G erm an ’s  S w eet ..............  22
P rem iu m  .....................  30
C ara cas  ................................. 2*

W a lte r  M. L ow ney Co
P rem ium , 44s .................  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 r re l 50 g a l 10 00 
T ra d e  barre l, 28 g a ls  5 5* 
% T ra d e  b a rre l, 14 g al 3 5»
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 
No. 50 T w is ted  C o tton  1 30 
No. 60 T w isted  C otton  1 70 
No. 80 T w isted  C o tton  2 00 
No. 50 B raided  C o tton  1 00 
No. 60 B raided  C otton  1 25 
No. 60 B ra ided  C otton  1 85 
N o. 80 B raided  C o tton  2 25
No. 50 S ash  Cord ........ 1 75
No. 60 S ash  C o r d .......... 2 00
No. 60 J u te  ..................... 86
No. 72 J u te  .....................1 06
No. 60 S isal ..................... 85

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

COCOA
B a k e r’s
C leveland .................
Colonial, %s ...........
Colonial, % s ..........
E p p s ...........................
H u y le r .......................
I,ow ney, % s ..........
Low ney, %s ................... 32
Low ney, %s ................... 30
Low ney, 5 lb . can s  . .  30
V an H ou ten , % s . . . .  12
V an H ou ten , 44s .......... 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, 44s ................... 32

COCOANUT
D unham 's p er lb.

%s, 51b. ca se  ___........  30
%s, 51b. ca se  . . . ........  29
44s, 151b. ca se  ..........  29
%s, 151b. ease  ..........  28
Is, 151b. case  . . , ........  27
44s & %s, 151b. ca se  28
Scalloped G em s ........  10
44s & % s pails ___  16
B ulk, pa ils  ___ . . . .  14%
B ulk, b a rre ls  ..........  12%

COFFEES, ROASTED  
Rio

Com m on ....................... ' 19
F a ir  ...............................  i.9%
Choice ........................... 20
F a n cy  ...........................  21

23

20
20%

P eab e rry

Com m on
F a ir  -----
Choice .............................  21
F a n c y  .............................  23
P e a b e rry  ....................... 23

Maracaibo
F a ir  ................................... 24
Choice .............................. 25

Mexican
Choice .............................  25
F a n c y  .............................  26

Guatemala
F a ir  ...................................  25
F an cy  ...............................  28

Java
P r iv a te  G row th  ..26@30
M andling  .....................31 @35
A ukola ..........................  30@32

Mocha
S h o rt B ean ................. 25@27
Long B ean  ................... 24@25
H . L. O. G ................... 26@2S

Bogota
F a ir  .................................  24
F an cy  ...............................  26
e x c h a n g e  M ark e t, S tead y  
Spot M arket, S tro n g  

Package
N ew  Y ork  B asis

A rbuckle ....................... 24 25
Lion ............................... 24 00

McLaughlin’s X X X 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 , % g ro  boxes 95
Felix , % gross  .............1 15
H u m m el’s foil, % gro . 85 
H um m el’s tin , % gro . 1 43 

C O N FEC T IO N S 
S tick  C andy  PbAIs

S ta n d a rd  .......................  8%
S ta n d a rd  H  H  ...........*
S tan d a rd  T w is t ........... 9
_ C ases
Jum bo , 32 tb ............... 9
E x tra  H  H  .....................11
B oston  C ream  .............14
B ig  stick , 30 lb. case  9

M ixed C andy
G rocers ......................... 7
X L  O ............................. 7%
Special ...........................  10
C onserve ......................... 844
R oyal ............................... 8
R ibbon ........................... 14
B roken  .............................
C u t L oaf .........................  9^
L e ad e r .............................
K in d e rg a rte n  ...............’ 11
F ren ch  C ream  ............... 9
H an d  M ade C ream b ..17  
P rem io  C ream  m ixed  14 
P a r is  C ream  B on B ons 10

F ancy— In P ails
G ypsy H e a r ts  ............... 15
Coco B on B ons ........... 14
F udge S q u ares  ............. 14
P e a n u t S q u a re s  ........... 17
SugUired 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  ..1 2
E clipse C hocolates . . . .1 5
E u re k a  C hocolates _16
C ham pion G um  D rops 10
A nise s q u a re s  ............... 10
L em on S ours ............... 10 • •
Im p e ria ls  ......................... 10
I ta l. C ream  Bon B ons 13
G olden W affles ........... 14
R ed R ose G um  D rops 10
A uto  K isse s  ................... 14
Coffy Toffy ..................... 14
M olasses M in t K isse s  12

F ancy—In 5tb. Boxes 
Old F ash io n ed  M olas

se s  K isse s  101b. bx. 1 30
O range  Je llie s  ........... 60
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. L t. a n d

D ark , N o. 12 ...........1 1#
B it te r  S w eets, a s ’td  1 25
B rillia n t G um s, C rys. 60 
A. A. L icorice D rops 1 06 
Lozenges, p r in te d  . . .  65
L ozenges, p la in  ___  60
Im p e ria ls  ..................... 65
M o tto e s ........................... 65
G. M. P e a n u t B a r  . .  60
H an d  M ade C rm s 80@90
C ream  W a fe rs  ........... 65
S tr in g  R ock ................. 70
W ln te rg re e n  B e rrie s  60

P op  Corn
C rac k er J a c k  ............ 3 25
G iggles, 5c pkg. cs. 3 50
F a n  Corn, 50’s .......... 1 65
A zu lik it 100s ...............3 25
Oh M y 100s ................ 3 50

Cough D rops
P u tn a m  M e n t h 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  . . . .  15
A lm onds, C alifo rn ia

so ft shell .......................
B raz ils  ................. @12
F ilb e r ts  .....................12 @12
Cal. No. 1 .................
W a ln u ts , s f t  shell 
W a ln u ts , M arb o t ■. @15
T ab le  n u ts , fan cy  @13
P ecan s, m ed ium  . .  @14
P ecans, ex. la rg e  . .  @15
P ecans, jum bos . .  @18
H icko ry  N u ts , p e r  bu.

Ohio 2 00
C ocoanu ts .....................
C h es tn u ts, N ew  Y ork

S ta te , p e r  bu ............
S a lted  P e a n u ts  . .  @12

Shelled
S pan ish  p e a n u ts  8@ 8%
P ecan  H alv es  ----- @85
W aln u t H a lv es  . .  @35
F ilb e r t M eats  . .  @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 ted  ................. 7@ 7%
Choice, raw , H . P . J u m 

bo.............................  @ 6%
CRA CK ED  W H E A T

B ulk  .............................  3%
24 21b. p k g s ..................... 2 50

C RA CK ERS
N atio n a l B iscu it C om pany  

B ran d s  
B u tte r

N . B. C. Sq. bbl. 7 bx. 6% 
Seym our, R d. 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  .......................13

^  O y ste r
C. P icn ic  boxes 6%

Gem, boxes ........... rU.
Shell .................... . . . .7 .7  8

S w eet Goods
A n im als  ........... 1n
A tla n tic s  .............7 .7 .7 .  12
A tla n tic , A sso rted  . . . .  12 
A vena F ru i t  C akes . . .  12 
B onnie Doon Cookies 10 
B onnie L a ss ie s  . . .  in

S h° r tb re a d  . !  20
p S  '^¿gere
B um ble Bee ........... Jn
C artw heels  A ssorted ' ’. .  814 
C hocolate D rops . .  \*i
Choc0,t &  ^ te n te rs ' 16
C irc le  1r£,ney  ^ " S e r s  16
c J -a c k n "s0ney C° 0kies «  
C ocoanu t T affy  BaV ’ ' 1? 
C ocoanu t D rops "1 2
Coffee C akes, Iced  7 ' . 7 12
C rum pe ts  ........... . . . 7  ie
L ia n a  M arshm alowt^akes ......... 1<8
D in n er Bilscui't" 7 .7  ‘ 25 
D ixie S u g ar Cookies 9 
D om estic  C akes . s t4 
E v e n tid e  F in g e rs  7 7 l i V*
F am ily  co c k le s  ........ 7  giz
E jn  Ca ke A sso rted  . . .  12**
F ie  N ew tons ___  1«
F lo rabe l C akes . . . 7 "  1214 
F lu ted  C ocoanu t B a r  7 10’*
F ro sted  C ream s ......... 844
F ro sted  G inger C ook ie ' 844
? r c i t  L unch , Iced  ......... 10
G ala S u g a r C akes . . .  844
G inger G em s ........... «1/
G inger G em s, Iced  944
G raham  C rac k e rs  ........
G inger S naps F am ily  . .  844 
G inger S naps N B C  71 

R ound ............. 7 7 . 7 .  t
G inger S naps N . ¿ '  C '

S quare  .................'  gw
H ippodrom e B a r  hi 
H oney Cake, N . B. ¿ 7 1 2  
H oney  F in g e rs  As. Ice 12 
H oney  Jum b le s, Iced  ..12  
H oney  Jum b le s, P la in . .  12
H oney F lak e  ................ 14
H ousehold  co o k ie s  . . 7  8 
H ouseho ld  Cookies, Iced  9
Im p e ria l ................... *14
Jo n n ie  ........................7 " ’ six
Ju b ile e  M ixed ............" 1#
K ream  K lip s  ............... ^25
L eap  Y ear Ju m b le s  7 i s  
L em on B iscu it S q u are  8%
Lem on T h in s  ................ 17
I.em on W a fe rs  ..............16
Lem ona ............  "  01/
M ace C akes ..........  g
M ary  A nn ..................77. 8%
M arshm allow  Coffee

C ake .........................  12%
M arshm allow  W a ln u ts ' 16%
M edley P re tz e ls  .............10
M olasses  C akes ............... 8%
M olasses C akes, Iced  9% 
M olasses F ru i t  Cookies

Iced  ............................. ..
M olasses S a n d w ic h ___ 12
M ottled  s q u a re  .............10
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 .............................ig
P en n y  A sso rted  . . . . . .  8%
P e a n u t G em s ................. 9
P icn ic  M ixed ................. 11%
P in eap p le  W a fe rs  .........16
P re tz e ls , H an d  M ade . .  9 
P re tz e le tte s , H an d  Md. 9 
P re tz e le tte s , M ac. Md. 8
R aisin  Cooklee ...............10
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 se  F ru i t

B iscu it .................,‘....13
R oyal L unch  ...................8
R oyal T o a s t ................... g
R ube ....................................  8%
L orna D oone S h o rtb rd  20 
Spiced C u rra n t C akes 10 
Spiced G inger C akes . .  9 
Spiced G inger Cks le d  10
S u g a r F in g e rs  ...............12
S u g ar C akes ................... 8%
S ugar C rim p ...................  » %
S u g ar S quares , la rg e

o r sm all ................... 9
S u lta n a  F ru i t  B isc u it 13 
S unnyside  Ju m b le s  ..10
S u p erb a  ..............................  8%
Sponge L ady  F in g e rs  25
T riu m p h  C akes .•...........16
V anilla W a fe rs  ............ 17
W a fe r  Ju m b le s  ca n s  18 
W a v e rly  ....................... 10

In -e r  Seal Goods
p e r  doc.

A lb e rt B iscu it .................1 00
A n im a ls  .............................1 00
A rro w ro o t B iscu it . . . . 1 0 0
B aro n e t B iscu it .............1 06
B rem m er’s  B u tte r

W a fe rs  ...........................1 00
C am eo B iscu it ...............1 50
C heese S andw ich  .........1 00
C hoco la te  W a fe rs  .........1 00
C ocoanu t D a in tie s  . . . . 1 0 0  
D in n e r  B isc u its  . . . . . . 1  69
F a u s t  O y ste r .................1 00
F ig  N ew ton  ...................1 09
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F ive  O’clock T e a

G raham  C rack ers, Red

Lem on S naps

O val S a lt B iscu it
O y ste re tte s  ..................... 50
P rem iu m  S odas ..........  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
Sal tin 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 rack ers  N  B  C 1 00 
Soda C rac k e rs  S elec t 1 00 
S. S. B u tte r  C rack ers  1 50
U need a  B iscu it ............  50
U needa J ln je r  W a y fe r  1 00 
U need a  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 naps  . .  50
Z w ieback  ....................... 1 00

O ther P ack a g e  Goods 
B a rn u m ’s A n im als  • • • 0 0
C hoco late  T okens  ----- 2 50
A m erican  B ea u ty

G inger S naps  . . . . . .  2 50
B u tte r  C rackers. N BC 

fam ily  p ack ag e  ..
Soda C rackers, N BC 

fam il y p ac k ag e  -----
In Special T in  P l a g e s .

F es tin o  . . . . • ................. ? iiS
M in a re t W a fe rs  ........... 1 00
N abisco , 25c ................... f  50
Nafbisco, 10c 
C ham pagne W a fe r

.1 00 Cotton Lines GRAIN BAGS

.1 00 No. 1, 10 fee t ............... . .  5 B road  G auge ................. . 18

.3 00 No. 2, 15 fee t ............ . .  7 A m oskeag  ....................... . 19
1 00 No. 3, 15 fe e t .............. . .  9

No. 4, 15 fe e t .............. . .10 HERBS
15.1 00 No. 5, 15 fee t ............ . .11 Sage ...............................

50 No 6, 15 fee t ............ . .12 H ops ................................. 15
.1 00 No. 7, 15 fee t .............. . .15 L au re l L eaves ............ . 151 00 No. 8, 15 fee t .............. . .18 S enna L eaves  ............ 25.1 00 No. 9, 15 fee t ............ . .20

2 50 

2 50

S orbetto
N abisco
F e s tin o

.1 00

.2 50
“p e r  t in  in  bulk  1 00 

1 75
^ ____ |  .................  1 5 0
B en t’s 'W a te r  C rac k ers  1 40

CREAM TARTAR
B arre ls  o r  d ru m s ......... w
B oxes .................................
S quare  C ans .................
F a n cy  cadd ies  ............  41

DRIED f r u i t s  
A pples

E v a p o r’ed, C hoice b u lk  9 
E v a p o r’ed, F a n c y  pkg. 10%

A pricots
C alifo rn ia  ............. 14 @15

Citron
C orsican  ......................... 15

Currants
Im p ’d 1 lb . p k g ...........  9%
Im ported , b u lk  ........... 9%

Peaches
Muirs'—Choice, 25 lb . b  9 
M uirs—F an cy , 25 lb . b  10 
F an cy , P eeled , 25 lb. 18

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 uscate ls  3 C r 7% 
Loose M usca te ls  4 C r 8 
L. M. Seeded, 1 lb. 6% @7

C alifornia Prunes  
90-100 251b. b o x e s ..®  6 
80- 90 251b. b o x e s ..®  6% 
70- 80 251b. b o x e s ..®  7 
60- 70 251b. b o x e s ..®  7% 
50- 60 251b. b o x e s ..®  8
40- 50 251b. boxes..C 9

Linen Lines
Sm all ...................................  20
M edium  ............................. 26
L a rg e  ................................... 34

Poles
Bam boo, 14 f t., p e r doz. 55 
Bam boo, 16 f t., p e r  doz. 60 
Bam boo, 18 ft., p e r  doz. 80 
FLAVORING EXTRACTS  

Jennings D C Brand 
T e rp en less  E x tr a c t  Lem on 
No. 1 F  box, p e r  doz. 75 
No. 2 F  Box, p e r doz. 90 
N o. 4 F  Box, p e r  doz. 1 75 
No. 3 T a p e r, p e r  doz. 1 75

HIDES AND PELTS  
H ides

G reen, No. 1 .................. 11%
G reen, No. 2 ..................10%
C ured, N o 1 .................. 13
Cured, No. 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%

Old W ool 
L am b s  . . .  
S hearlin g s

Pelts
@ 30

25® 60 
25@ 50

2 oz. F la t , F  M p e r  dz. 1 50 No. 1 ........ .............. @ 5
Jennings D C Brand No. 2 ....................... @ 4

E x tr a c t  M exican V an illa Wool
U nw ashed , med. 
U nw ashed , fine

No. 1 F  B ox, p e r 
No. 2 F  Box, p e r 
No. 4 F  Box, p e r

doz. 
doz. 1 
doz. 2 90

40
25

@
@

20
15

No. 3 T ap er, p e r  doz. 2 00 
2 oz. F la t  F  M p e r  dz. 2 00

FLOUR A ND  FEED  
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 25
S u n b u rs t ......................... 5 25
W izard  F lo u r  . . . . . .  5 40
W izard  G rah am  .’. . . .  6 60
W iza rd  G ran . M eal . .  4 60 
W iza rd  B u ck w h ea t 6 80
R ye ...................................  4 80

V alley  C ity  M illing Co.
L ily  W h ite  ................... 5 70
L ig h t L oa f ................... 5 10
G rah am  ........................... 2 30
G ran en a  H ea lth  ..........  2 40
G ran. M eal ..................  2 00
B olted  M ed......................... 1 90

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 heaf F lo u r  . .  5 00 
M arsh a ll’s  B es t F lo u r  5 00

W orden  G rocer Co.
Q uaker, p a p e r  ..........  5 50
Q uaker, c lo th  ............... 5 60

S pring  W h ea t.
R oy B a k e r

Golden H orn , fam ily  ..5  50 
Golden H orn , b a k e rs  . .4  90
W isconsin  R ye ..........  4 00

Ju d so n  G rocer Co.
C ereso ta , %s ................. 6
C ereso ta , % s ............... 5
C ereso ta , % s  ................. 5

W orden  G rocer Co.
L au re l, % s clo th  ........... 6
L au re l, % s clo th  . . . .  5 
L au re l, % s& % s p ap e r  5 
L au re l, % s c lo th  ........... 5

HORSE RADISH  
P e r  doz.............................. 90

W ingold,
W ingold,
W ingold,

%s
%s
% s

FARINACEOUS GOODS 
Beans

D ried  L im a  ..................... 7%
Med. H and Picked . . . . 3  10
Brown H olland ........... 3 25

Farina
25 1 lb. pack ages . . . . 1  50
Bulk, per 100 lb s ...........4 00

Original Holland R usk/ 
Packed 12 rolls to container  
3 containers (36) rolls 2 85 
5 containers (60) rolls 4 75 

Hominy
Pearl, 100 lb. sack  . . . . 2  00 
Maccaroni and V erm icelli 
D om estic, 10 lb. box . .  60
Imported, 25 lb. box . .2  50

Pearl Barley
Chester ...........................  3 00
Empire ...........................  3 75

P eas
Green, W isconsin , bu.
Green, Scotch, bu..........3 00
Split, lb...............................  4%

Sago
F a st India ....................... 5%
German, sack s ........... 5%
Germain, broken pkg.

Tapioca
Flake, 100 lb. sack s . .  5% 
Pearl, 130 lb. sack s . .  5%
Pearl, 36 p kgs................ 2 25
M inute, 36 pkgs..............2 75

FISHING TACK LE
% to  1 in ........................ 6
1% to  2 in ........................ 7
1% to  2 in ........................  9
1% to  2 in .........................11
2 in ....................................... 15
S in . ................................... 20

W ykes & Co.
Sleepy E ye, %s c lo th  5 70 
S leepy E ye , % s clo th  5 60 
Sleepy E ye, % s c lo th  5 50 
S leepy E ye, % s p a p e r  5 50 
Sleepy E ye, %s p a p e r  5 50 

Meal
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

Oats
M ichigan ca rio ts  ......... 36
L ess th a n  ca rio ts  . . . . .  38

Corn
C ario ts  .....................
L ess th a n  ca rio ts

JELLY
51b. pails, p e r  doz. . .  2 20 

151b. pails , p e r  p a l l . . . .  60 
301b. pails , p e r  pail . .1  05

JELLY GLASSES  
% 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 APLEINE

2 oz. b o ttles , p e r  doz. 3 00
MINCE MEAT 

P e r  ca se  ......................... 2 85
MOLASSES 

N ew  Orleans
F a n cy  O pen K e tt le  . .  42
Choice .............................  35
Good ...................................  22
F a ir  ...................................  20

H a lf  b a rre ls  2c e x tra
MUSTARD

% lb. 6 lb . box ........... 16
OLIVES

B ulk, 1 gal. k eg s  1 05@1 16 
B ulk, 2 gal. k eg s  90@1 05 
B ulk, 5 gal. k egs 90@1 00
S tuffed , 5 oz .....................  90
Stuffed, 8 oz...................... 1 35
S tu tied , 1 4oz....................2 25
P itte d  (n o t stu ffed )

14 oz............................... 2 25
M anzan illa , 8 oz ........... 90
L unch , 10 oz...................... 1 35
L unch , 16 oz......................2 25
Q ueen, M am m oth , 19

oz.................................  3 756 25

80 
82

H ay
C ario ts  ........................... 16 00
L ess  th a n  ca rio ts  . . .  18 00

Feed.
S tre e t C a r  F e e d .................. 33
No. 1 C orn  &  O a t Feed .33
C racked  co rn  .....................32
C oarse  co rn  m e a l.............. 32

FRUIT JARS  
M ason, p ts ., p e r  gro. 5 10 
M ason, q ts ., p e r  gro . 5 50 
M ason, % gal. p e r  gro. 7 60 
M ason, can  tops, gro. 1 40

GELATINE
C ox’s, 1 doz. la rg e  . . . 1  75 
C ox’s, 1 doz. sm all . . . 1  00 
K nox’s  S park ling , doz. 1 25 
K nox’s  S park ling , g r. 14 00
N elson ’s  .........................  1 50
K nox’s  A cidu 'd . doz. .1 25
O xford  ...............................  75
P ly m o u th  R ock, P hos. 1 26 
Plym outh  Rock, P la in  90

Q ueen, M am m oth , 28
oz......................

O live Chow, 2 doz. cs,
p e r  doz..................  2 25

PICKLES
Medium

B arre ls , 1,200 cou n t . .6 75
H a lf bbls., 600 c o u n t 4 00
5 gallon  kegs  ........ 1 90

Small
B arre ls  ............................. 8 25
H alf b a r re ls  .................... 4 656 ga llon  kegs ................  2 25

Gherkins
B arre ls  ...........................
H a lf  b a rre ls  .................
5 gallon  kegs ..............

S w eet Small
B arre ls  ......................... 14 50
H alf b a rre ls  ............... 8 00
5 gallon  kegs ............... 3 25

PIPES
Clay, No. 216, p e r  box 1 75 
Clay, T . D., fu ll c o u n t 60 
Cob .....................................  90

PLAYING CARDS 
No. 90, S tea m b o a t . . . .  75
No. 15, R ival, a s so r te d  1 25 
No. 20, R over, en a m ’d  1 50
No. 572, S pecial ........... 1 75
No. 98 Golf, s a tin  fin. 2 00
No. 808, B icycle ........... 2 00
No. 632, T o u rn ’t  w h is t 2 25

POTASH
B a b b itt’s  ....................... 4 00

PROVISIONS  
Barreled Pork 

C lear B ack  . .  21 00® 22 00 
Short C u t C lear 20 00® 20 50
Bean ...................17 00@17 50
B risk e t, C lear 19 50@20 00
P ig  ................................. 23 00
C lear F am ily  . . . . . .  26 00

Dry Salt Meats 
S P  B ellies ...................13

Lard
P u re  in  tie rce s  ..12  @12% 
Com pound L a rd  9 @ 9% 
80 lb. tubs . .  .advamce %
60 lb. tubs . .  .advance %
50 lb. tin s  . . .a d v a n c e  %
20 lb. pails ...a d v a n c e  %10 lb. pails . .  .advance %

5 lb. pails . . .a d v a n c e  1 
8 lb. p ails . . .a d v a n c e  1

Sm oked M eats 
H am s, 12 lb. av . 15 ®16 
H am s, 14 lb. av . 14 @15%
H am s, 16 lb . av . 14%@15 
H am s, 18 lb. av . 14 @14%
S’k inned  H am s ..15  @16%
H am , d ried  beef

s e ts  ................... 20 @20%
C alifo rn ia  H am s 12 @12%
P icn ic  Boiled H am s ..15 
Boiled H am s ....23% @ 24 
M inced H am  ...12% @ 13 
Bacon ................  15% @16

S ausages
Bologna ..............  8%@ 9
L iv er ..................... 7%@ 8
F ra n k fo r t  ........... 10@10%
P ork  ............................... 11
V eal ................................. 11
T ongue ........................... 11
H eadcheese  ................... 9

Beef
Boneless ....................... 14 00
R um p, new  ............... 15 00

P ig ’s F ee t
% bb ls.................................  95
% bbls., 40 tb s ................ 1 90
% bb ls .............................  3 75
1 b b l...................................  8 00

T ripe
K its , 15 lb s ........................  90
% bbls., 40 tb 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 rin e
Solid D airy  ___  12 @16
C o un try  R olls ..12% @ 18

C anned  M eats
C orned beef, 2 lb ...........3 50
C orned beef, 1 lb ........... 1 85
R o as t beef, 2 lb ............3 50
R o as t beef, 1 lb ..................... 1 85
P o tte d  H am , % s . . . .  45
P o tte d  H am , % s ___  90
D eviled H am , %s ___  45
D eviled H a m ,.% s  . . . .  90
P o tte d  T ongue, %s . .  45
P o tte d  T ongue, % s . .  90

RICE
F a n cy  ..................... 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. sks. 2 60
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 urkee’s, la rge , 1 doz. 4 50 
D u rk ee’s, sm all, 2 doz 5 25 
S n id er’s, la rge , 1 doz. 2 35 
S n id er’s, sm all, 2 doz. 1 35

SA L ER A TU S 
P ack e d  60 lbs. in  box. 

A rm  a n d  H a m m e r . . . . 3  00 
W y a n d o tte , 100 % s, . .3 00

SAL 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 LT
Com m on G rades

100 3 lb. s ack s  ..............2 40
60 5 lb. s ack s  .............. 2 25
28 10% lb. sack s  ---- 2 10
56 lb . sack 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

100 lb s ................. .............. 9 75
50 Ibs ................. .............. 5 2510 tb s ................. .............. 1 128 92100 tb s ................. .............. 4 65
40 tb s .................................2 1010 tb s ................. 75

8 tb s ................. 65
SEED S

A nise ............................... 14
C ana ry , S m yrna ........... 5
C araw ay  ....................... 10
Cardom om , M ala b ar 1 20
C elery  ............................. 40
H em p, R ussian  ..........  5
M ixed B ird  ................... 5
M usta rd , w h i t e ............... 8
P oppy  ............................... 16
R ape ................................... 6%

SH O E BLACKING 
H an d y  Box, la rg e  3 dz 3 50 
H an d y  Box, sm all . . . . 1  25 
B ixby ’s R oyal P o lish  85 
M iller’s  C row n P o lish  85 

S N U F F
Scotch, in  b ladders  . . . .3 7
M accaboy, in  ja r s  ........... 35
F ren ch  R app ie  in  ja r s  ..43

SODA
B oxes ............................... 5%
K egs, E n g lish  ............... 4%

SPIC 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 ........
M ixed, 5c pkgs. doz 
N u tm eg s, 70-80 . . .  
N u tm egs, 105-110 .
P ep p er, B lack  ............... 15
P ep p er, W h ite  ........
P epper, C ayenne . . .  
P ap rik a , H u n g a rian  . .

P u re  Ground in Bulk 
A llspice, J a m a ic a  . . . .1 2
Cloves, Z an z ib ar ........  25
C assia , C an ton  ............. 12
G inger, A frican  ........... 18
M ace, P en a n g  ............... 75
N u tm egs, 75-80  35
P ep p er, B lack  ............... 16
P epper, W h ite  ............. 35
P ep p er, C ayenne . . . .2 4  
P ap 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 G loss, 40 lib s . . 7% 
S ilver Gloss, 16 3tbs. . .  6% 
Silver Gloss, 12 6tbs. . 8%

48 lib .
M uzzy

pack ag es  . . .
16 3tb. pack ag es  . . . . . .  4%12 61b. p ack ag es  __ . . .  6
50!b. boxes .............. . . .  3%

SYRUPS
Corn

B arre ls  ....................
H a lf  b a rre ls  . . . .  
B lue K aro , No.

B lue K aro , No.

S o lar Rock
56 !b. s ack s  ................... 24

Comm on
G ran u la ted , F in e  ..........  95
M edium , F in e  ............... 1 00

SA L T FISH  
Cod

L arg e , w hole, . . .  @7%
S m a l l ,  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. wh. hoop, k eg s  65 
Y. M. w h. hoop M ilchers

kegs ......................... 72
Q ueen, bb ls............................10 00
Q ueen, % bb ls....................... 5 25
Q ueen, kegs  ............... 60

T  ro u t
No. 1, 100 lb s ......................... 7 50
No. 1, 40 lb s . ...............3 25
N o. 1, 10 lb s .................. 90
No. 1, 8 lbs. ................... 75

M ackerel
M ess, 100 lb s ...................... 16 59
M ess, 40 lbs. ................. 7 00
M ess, 10 lb s ............................. 1 85
M ess, 8 lb s ............................... 1 59
No. 1, 100 lb s ......................10 00
No. 1, 40 lb s ........................... 6 60
N o. 1, 10 lb s ........................... 1 25

TOBACCO 
Fine Cut

•••...................   1 45Bugle, 16 oz..................  3 34
Bugle, 10c ..................  11 00
D an P a tc h , 8 an d  16 oz 32 
D an P a tc h , 4 oz 
D an  P a tc h , 2 oz.'
F a s t  M ail, 16 oz 
H iaw a th a , 16 oz 
H iaw a th a , 6c

-.11 52 
. .  5 76 
. .  7 80 

60
. .5  40M ay F low er, 16 oz. . . 3 3 «

No L im it, 8 oz...............1 70
16. oz: ••••  3 55- tu r n ,  ¿O OZ. . .

O J'bw a. 8 an d  16 oz. 
O jibw a, 10c 11
O jibw a, 5c ..’ ................... 1
P eto sk ey  C h ie f , ' 7 ' o 
P e to skey  Chief, 14 oz. 4 

an<  ̂ H oney, 5c 5 Red Bell, 16 oz. . .  3
Red Bell. 8 foil . 1
s te r l in g  L  & D 5c" . ' . 5 
gw eet Cuba, c a n is te r  9
S w eet Cuba, 5c ___  5
S w eet Cuba, 10c 
S w eet Cuba, 1 lb. t i n '4 
Sw eet Cuba, 16 oz \  

£ubn„ % lb. foil 2 
.Sw eet B urley  oe I.&D 5 
| w eet Burley. 8 oz. . .2  
S w eet B urley, 24 lb. ..4  
S w eet M ist, % sro  
S w eet M ist, 3 oz.

M ist, 8 oz.
te le g ra m , 5c ..............  5
Ti*r»n' ........................... 6 UU25c can s  ......... 2
U ncle D aniel, 1 tb. <jo
U ncle D aniel, 1 oz . .'5 22

P l u g
Am. N avy , 16 oz. . . .  32
A pple, 10 lb. b u tt . . . .  38

B lue K aro , No. 2% . .2  06
.2 00

40
10
85
00
00
76
96
98
76
16
76
93
90
80
25
76
45
90
70

11 10
. 35
.5 76

• • -LO 72. .1 0 um m ona 
an d  5 lb

. .45 D rum m ond...30 p e r  doz
22 B attle  Ax

..15 B racer, 6 a

..25 • tig  F’our, (
,. .22 Boot Jack ,

ind 12 lb.

B lue K aro , No. 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 , No. 10 . . . . 2  17 

P u re  C ane
F a ir  ................................. 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

S undried , m edium  ..24  
S undried , choice . . .  .30@33 
S undried , fan cy  ....36@ 40 
B aske t-fired  m edium  30 
B asket-fired , choice 35@37 
B ask e t-fired , fan cy  40@43
N ibs ............................. 30@32
S iftings  ....................... 10@12
F an n in g s  ..................  14@15

G unpow der
M oyune, m e d iu m ........... 35
M oyune, choice ..........  33
M oyune, fan cy  . . . .  50@60 
P ingsuey , m ed ium  . . .  33
P ingsuey , choice ........  35
P ingsuey , fan cy  ___ 50@55

Y oung H yson
Choice ........................... 39
F an cy  ......................... 49@50

Oolong
F orm osa, F an cy  ...,50@ 60  
F o rm osa , m ed ium  . . . .  28
F orm osa , choice ........... 35

E nglish  B rea k fa s t
M edium  ....................... 25
Choice ......................... 30@35
F an cy  ......................... 40@60

Ind ia
Ceylon, choice .........30@35
F a n cy  .........................  45@50

Boot Jack , p e r doz.
Bullion, 16 oz. . .
C lim ax, G olden T w ins
C lim ax, 14% oz..............
C lim ax, 7 oz...................
B a y s ’ W ork, 7 & 14 B». 
C rem e de M enthe , lb. 
D erby, 5 tb. boxes . . .
5 B ros., 4 lb ...................
F ou r Roses, 10c . . . ! "
G ilt E dge, 2 lb ..........
Gold Rope, 6 & 12 f t .
Gold Rope, 4 & 8 lb.
G. O. P ., 12 & 24 lb. 
G ran g e r T w ist, 6 lb.
G. T. W „ 10% *  21 lb. 
H o rse  Shoe, 6 & 12 lb 
H oney  Dip T w ist, 5&10 
Jo lly  T a r , 5 & 8 lb . . .
J . T., 5% & 11 lb. . . .  
K en tu ck y  N avy , 12 lb 
K eystone  T w ist, 6 lb.'
K ism et, 6 lb .....................
M aple Dip, 20 oz. . . ! !  
M erry  W idow , 12 lb. 32 
N obby Spun Roll 6 & 3 58
P a rro t, 12 lb ...................  34
P a rro t, 20 lb ..................... 28
P a tte r s o n ’s N a t. L 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 I.ion, 6 & 12 lb. 30 
Scrapple, 2 & 4 doz. 
S herry  Cobbler, 8 oz 
S pear H ead , 12 oz.
S peer H ead, 14% oz. 
S p ea r H ead, 7 oz. . . .
Sq. D eal 7, 14 & 28 lb.
S ta r, 6, 12 & 24 lb. . .  
S tan d a rd  N avy, 7%, 15

& 30 lb ...........................  34
Ten 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% oz................ 29
Globe S crap , 2 oz. . . .  30
H ap p y  T hough t, 2 oz. 30 
H oney  Com 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 S’ongs, 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
R ed M an  S crap  5c 1 43
S crapple, 5c p k g s ........... 48
S ure Shot, 5c, % gro . 6 76 
Y ankee G irl S crp  2 oz 5 76 
P a n  H and le  S crp  % g r  5 76 
P each y  S crap , 6c . . .  1 90 
U nion W orkm an , 2% 6 00

Smoking
All L eaf, 2% & 7 oz. SO
BB, 3% oz...........................6 08
BB, 7 oz.............................. 12 00
BB, 14 oz........................  24 00
B agdad, 10c t in s  .........11 52
B adger, 3 oz.......................5 04
B adger, 7 oz..................... 11 52
B anne r, 5c ................... 5 96
B anner, 8 oz.................... 1 60
B anne r, 16 oz.................... 3 29
B elw ood M ix tu re , 10c 94
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B ig  Chief, 2% oz. . . 6  00
B is  C hief 16 oz..............  30
B ull D urham , 5c ____ 5 90
B ull D u rh am , 10c ___ 10 80
B ull D u rh am , 15c . . . .1 8  48
B ull D u rh am , 8 oz. . .  60
B ull D u rh am , 16 oz. . .6  72
B uck  H orn , 5c .............5 76
B uck  H orn , 10c ...........11 50
B ria r  P ipe, 5c ............... 6 00
B r ia r  P ipe , 10c ........... 12 00
B lack  Bwan, 5c ............. 5 76
B lack  S w an . 14 oz. . .  3 50
Bob W h ite , 5c ............... 5 90
B ro therhood , 5c ............. 5 95
B ro therhood , 10c . . . .  11 00 
B ro therhood , 16 oz. . .  39
C arn ival, 5c ......  5 70
C arn ival, 3% oz............  39
C arn ival, 16 oz..............  10
C igar C lip’s  Jo h n so n  30 
C igar C lip’g, S eym our 30 
Id en tity , 8 & 16 o z .. .  30
D arb y  C ig a r C u ttin g s  4 50 
C o n tin en ta l Cubes, 10c 90
Corn Cake, oz...........2 55
C om  Cake, 7 oz...............1 45
C om  Cake, 6c .......... 6 76
C ream , 50c pails  -----4 60
C uban S ta r , 5c foil . .5  76
C uban  S ta r , 16 oz pails  3 72
Chips, 10c ..................... 10 20
Dill» B est, 1% oz. . . .  79
Dill» B est, 3% oz..........  77
D ills B est, 16 oz. ----- 73
D ixie K id, 1% foil . . . .  39
D uke’s Mix, 5c ............ 5 i0
D uke’s M ix. 10c ........ 11 52
D uke’s Cam eo, 1% oz 41
D rum . 5c ....................... 5 90
F  F  A. 3 oz....................... 4 95
F  F  A, 7 oz.......................H  50
F ash io n , 5c ................... 6 00
F ash ion , 16 oz............... 4*
F ive Bros., 5c ............ o 60
F ive Bros., 10c .......... 10 i0
F iv e  ce n t c u t P lu g  . .  29
F  O B 10c ...................H  50
F our R oses, 10c ..........  96
Full D ress, 1% oz. . .  72
Glad H an d , 5c ........... 1 44
Bold Block, 1% oz. . .  39
Bold B lock, 10c ........ H  g*
Sold  S ta r, 16 oz........... 3*
Gail & A x N avy, 5c 5 95
G row ler, 5c ..................  4 5b
G row ler, 10c ................. 2 7U
G row ler, 20c ................. 2 03
G ian t, 5c ....................... 1 55
G ian t, 16 oz..................... *>•*
H an d  M ade. 2% oz. . .  50
H azel N u t, 5c ............  d 76
H oney  Dew, 1% oz. . .  40
H oney  Dew, 10c ........ 11 88
H u n tin g , 1% & 3% oz. 38
I X  L, 5c ....................... 6 10
I  X  L, in  p a ils  ............  32
J u s t  S u its , 5c ............  6 00
J u s t  Su its , 10c .......... H  88
K iln  D ried, 25c ..........  2 4o
K in g  B ird , 7 oz............25 20
K ing  B ird , * oz ...............11 »•
K in g  B ird, 1% oz. . . .  5 70
L a  T u rk a , 5c ............  5 76
L ittle  G ian t, 1 lb ..........  28
L ucky  S trik e , 1% oz. 94
L ucky  S trik e , 1% oz. 96
Le Redo, 3 oz...............10 80
L e Redo, 8 & 16 oz. 38
M yrtle  N avy . 10c -----11 80
M yrtle  N avy , 5c ------- 5 94
M ary land  Club, 5c . .  50
M ayflow er, 5c ..............  5 76
M ayflow er, 10c ........... 96
M ayflow er, 20c ...........1 92
N igger H a ir , 5c .......... 5 94
N igger H a ir , 10c . . . .1 0  56
N igger H ead , 5c ...........4 96
N igger H ead , 10c ------ 9 84
Noon H our, 5c ...........1 44
Old Colony, 1-12 gro. 11 52
Old Mill, 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., 38 lb . cs. 19 
P . 8., I  oz. p e r  gro. 5 70
P a t  H an d , 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 r s o n  Seal, 16 oz. 5 00
P eerless, 6c ................... 5 7#
P eerless, 18c ............... 1 92
P eerless, 3 oz. ........... 10 20
P eerless, 7 oz.............. 23 76
P eerless, 14 oz..................... 47 52
P laz a , 2 gro. c s ..............5 76
P low  Boy, 6c .............-5 76
P low  Boy, 10c ...........H  00
P low  Boy, 14 oz............ .4 50
P ed ro , 10c  H  80
P rid e  of V irg in ia , 1% 77
P ilo t 5o ......................... 5 76
P ilo t, 7 os. d o z .....................1 05
P ilo t, 14 oz. d o z ........... 2 10
P rin c e  A lbert, 10c . .  96
P rin c e  A lbert, 8 oz. . .  4 92 
P rin ce  A bert, 16 oz. . .  8 40 
Q ueen Q uality , 5c . . .  48
Rob Roy, 5c foil  5 90
R ob Roy, 10c g ro ss  10 20
Rob Roy. 25c doz.............2 10
Rob Roy, 50c, doz........  4 12
S & M., 5c. g r o s s -------5 76
S. Jb M.. 14 oz. doz. . .3  2<i 
Soldier Boy, 5c g ro ss  5 95
Soldier Boy, 10c  10 5«
Soldier Boy. 1 lb ............4 80
S w eet C apora l, 1 oz. . .  60
S w e e t L o tu s, 5c . . . .  6 00

Sfweet L o tu s, 10c . . . . 1 2  00 
S w eet L o tu s, p e r  doz. 4 85 
S w eet Rose, 2% oz. 30 
S w eet T ip  Top, 5c . .  2 08 
S w eet T ip  Top, 3% oz. 38 
S w eet T ips, % gro  10 08
Sun C ured, 18c .......... 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  58
S tan d a rd , 2 oz. .........  5 98
S tan d a rd , 3% oz........... 28
S tan d a rd , 7 oz...................1 68
Seal N . C., 1% c u t p lug  76 
S eal N. C., 1% G ran  63 
T h re e  F e a th e rs , 1 oz. 63 
T h re e  F e a th e rs , 10c 10 20
T h re e  F e a th e rs  an d  

P ip e  com bination  . .  2 25 
Tom  & Je r ry , 14 oz. . .3  60 
Tom  & J e r ry , 7 oz. . .  1 80 
Tom  &  J e r ry , 8 oz. . .  8 75
T ro u t L ine, 5c ............. 5 95
T ro u t Line, 10c . . . .1 0  00 
T u rk ish , P a tro l. 2-9 5 76
Tuxedo, 1 oz. bag s  . .  48
T uxedo, 2 oz. t in s  . .  96
T uxedo, 4 oz. c a r t  . .  64
Tuexdo, 16 oz. t in s  . .  64
T w in  O aks, 10c ........  94
U nion L eader, 50c . .  5 06 
U nion L ead er, 25c . .  2 55 
U nion L eader, 10c . .  11 60
U nion L eader, 5c ____ 5 95
U nion W ork m an , 1% 5 76
U ncle Sam , 10c .........10 80
U ncle Slam, 8 oz........... 2 20
U. S. M arine , 5c ____ 6 00
V an  B ibber, 2 oz. tin  88 
V elvet, 5c pouch . . . .  1 44
V elvet, 10c t in  ............  1 92
V elvet, 8 oz t in  .............3 84
V elvet, 16 oz. c a n ___ 7 68

elvet, com b ination  cs 5 75
/ a r  P a th , 5c ............... 5 95

vVar P a th , 8 oz............... 1 60
\Vave L ine, 3 oz..........  40
W ave L ine, 16 oz. . . .  40
W ay  up, 2% oz........... 5 75
W ay  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
Yum Y um , l ib . ,  doz. 4 80

T W IN E
C otton , 3 p ly  ................. 22
C otton , 4 p ly  ............... 22
J u te , 2 p ly  ..................... 14
H em p, 6 p ly  ................. 13
Flnix, m ed ium  ............... 24
W ool, 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 ig h lan d  ap p le  c ider '..18 
O ak land  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 .
W ICK IN G

No. 0, p e r  g ro ss  ............. 30
N o. 1, p e r  g ro ss  ............. 40
No. 2, p e r  g ro ss  ............. 50
No. 3, p e r  g ro ss  ............. 75

W O O D E N W A R E
B ask e ts

B u sh e ls  ........................... 1 00
B ushels, w ide b an d  . .  1 15
M ark e t ..............................  _ 40
S plin 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  8 25 
W illow , C lothes, sm all 6 25 
W illow , C lothes, m e’m  7 25 

B u tte r  P la te s  
W ire  E n d  o r  O vals.
% lb., 250 in  c ra te  ..........30
% lb., 250 in  c ra te  ..........30
1 lb., 250 in  c ra te  .............30
2 lb ., 250 in  c ra te  .............40
3 lb ., 250 in  c ra te  .............55
5 lb ., 250 in  c ra te  .............75

C h u m s
B arre l, 5 gal., each  . . . 2  40 
B arre l, 18 gal., each  . .2  65 

C lo thes P in s  
R ound  H ead.
4 inch , 6 g ro ss  ............... 45
4% inch , 5 g ro ss  ............... 50
C arto n s, 28 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 N o. 2, fillers, 15 

S6ts . • • • • • • • • * • • • • •  1 35
Case, m edium , 12 s e ts  1 15 

F a u ce ts
C ork  lined , 8 in ............... 70
C ork lined , 9 in ............... 80
C ork  lined , 10 in ........... 90

Mop S tick s
T ro ja n  sp r in g  ............... 90
E c lip se  p a te n t  sp rin g  85
No. 1 com m on ........... 80
No. 2 p a t. b ru sh  ho lder 85
Ideal N o. 7 .................
121b. co tto n  m op h ea d s  1 46 

P a ils
2-hoop S ta n d a rd  .......... 2 08

3-hoop S ta n 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 alvan ized  . . . . 1  90 
14 q t. G alvan ized  . . . . 2  10

T oothp icks
B irch , 100 pack ag es  . .2  00
Ideal ............................... 85

T ra p s
M ouse, wood, 2 holes 22
M ouse, wood, 4 holes 45
M ouse, wood, 6 holes 70
M ouse, tin , 5 holes . . . .  65
R a t, wood ..................... 80
R a t, sp r in g  ................... 75

T  ubs
20-in. 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 , N o. 3 5 50 
20-in. Cable, No. 1 ’. . . . 8  00
18-in. Cable, No. 2 ___ 7 00
16-in. Cable, No. 3 . . . . 6  00
No. 1 F ib re  ................... 10 25
No. 2 F ib re  ................... 9 25
No. 3 F ib re  ..................... 8 25
L a rg e  G alvan ized  . . . . 5  75 
M edium  G alvan ized  . .5  00 
Sm all G alvan ized  . . . . 4  25 

W ashboards
B ronze Globe ............... 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 s s  ........... 3 75
Single P eerless  ............. 3 25
N o rth e rn  Q ueen ...........3 25
D ouble D uplex  ............. 3 00
Good L uck  ..................... 2 75
U n iversa l ....................... 3 15

W indow  C leaners
12 in .............................. . . . . 1  65
14 in ...................................... 1 85
16 in . ................................. 2 30

Wood Bowls
13 in. B u tte r  ................. 1 50
15 in. B u tte r  ............... 2 00
17 in . B u tte r  ................. 3 75
19 in. B u tte r  .................6 00
A ssorted , 13-15-17 ___ 3 00
A ssorted , 15-17-19 ___ 4 25

W R A P PIN G  P A P E R
Com m on S tra w  ........... 2
F ib re  M anila, w h ite  . .  3 
F ib re  M anila, colored 4
No. 1 M an ila  ................. 4
C ream  M anila  ............... 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 cou n t 20
W a x  B u tte r , r o l l s .........19

Y EA ST C A K E
M agic. 3 doz......................1 15
S un ligh t, 3 doz............... 1 00
S un ligh t, 1% doz...........  50
Y east F oam , 3 doz. . .1 15 
Y east C ream , 3 doz. . .1  00 
Y east F oam , 1% doz. 58

A X L E G R EA SE

1 lb. boxes, p e r  g ro ss  9 00 
3 lb . boxes, p e r  g ro ss  24 00 

BAKING POW DER  
Royal

10c size . .  90 
% lb. can s  1 35 
6 oz. can s  1 90 
% Ib. ca n s  2 50 
% Ib. can s  3 75 
lib . can s  4 80 
3tb. cn s  13 00 
61b. cns 21 50

CIGARS
Johnson Cigar Co.’s  Brand

S. C. W ., 1,000 lo ts  . . . .3 1
E l P o r ta n a  ......................... 33
E ven in g P ress ................... 32
Exem plar ............................. 33
Word en Grocer Co. Brand

Ben Hur
P erfec tio n  ........................... 86
P e rfec tio n  E x tra s  ........... 35
L ondres ................................. 36
L ondres  G rand  ................... 35
S ta n d a rd  ............................... 35
P u rita n o s  ............................. 35
Panatellas, F inas ............. 36

15 16 17
P a n 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  case  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

W h ite  H ouse , l i b ...................
W h ite  H ouse , 2 tb .................
E xcelsior, B lend, l ib ............
E xcelsio r, B lend, 2 tb ...........
T ip  Top. B lend, l i b .............
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 ran d  R ap id s; 
Lee &  Cady, D e tro it; S y 
m ons B ros. & Co., S ag i
n aw ; B row n D av is  & W a r 

ner, J a c k so n ; G odsm ark , 
D u ran d  & Co., B a ttle  
C reek ; F ie lb ach  Co., T o 
ledo.

F u ll line  of fire a n d  b u r 
g la r  p roof 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  sty le s  on h an d  a t  all 
tim es—tw ice  a s  m a n y  sa fes  
a s  a re  ca rr ie d  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 ids a n d  in sp ec t th e  
line personally , w rite  fo r 
qu o ta tio n s .

SOAP
G ow ans & S ons B rand .

S ingle boxes ................... 3 00
F ive  box  lo ts  ................. 2 95
T en  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 a rs , 75 lbs. 4 00 
Acm e, 25 bars , 75 lbs. 4 00

A cm e, 25 b ars , 70 lbs. 3 80 
Acme, 100 cakes  . . . . 3  00 
B ig  M aste r, 100 b locks 4 00
G erm an  M ottled  .........3 15
G erm an M ottled, 5 b x  3 15 
Gferman M ottled  10 bx 3 10 
G erm an M ottled  25 bx  3 05 
M arseilles, 100 cakes  . .6  00 
M arseilles, 100 cks 5c 4 00 
M arseilles, 100 ck  to i l  4 00 
M arseilles, % box to il 2 10

P ro c to r  & G am ble Co.
L enox  .................................3 00
Ivory , 6 oz............................ 4 00
Ivory , 10 oz......................... 6 75
S ta r  .......... 3 85

Tradesm an Co.’s  Brand

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 risley
Good C heer ..................... 4 00
Old C o u n try  ................... 3 40

Soap Powders 
Snow  Boy, 24s fam ily

size ........................... 3 75
Snow  Boy, 60 5c ......... 2 40
Snow  Boy, 100 5c . . . . 3  75 
Gold D ust, 24 la rg e  . .4  60 
Gold D ust, 100-5c . .4  00
K irko line, 24 41b............3 80
P ea rlin e  .........................  3 75
Soapine ............................. 4 00
B a o b itt’s  1776 ...............8 76
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  M organ ’s  Sons 

Sapolio, g ro ss  lo ts  . . . . 9  60 
Sapolio, h a lf  gro . lo ts  4 86 
Sapolio, s in g 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  50

Safe Cabinets 
Invalidate Insurance

LL Fire Insurance Policies embody an agreement 
that the holder of the policy is to keep his in
ventory and a record of his sales in an iron safe. 

It has been a common understanding for many years 
that a violation of this agreement on the part of the in
sured invalidated the insurance. During the past year 
some misguided merchants have purchased so-called “safe- 
cabinets.” made of thin sheets of steel, under the impres
sion that they were obtaining fire proof safes. A Chicago 
merchant purchased a safe cabinet and kept his books and 
other documents therein. When his store burned the safe 
cabinet was completely destroyed, as is always the case 
with flimsy construction of that character. The company 
carrying his insurance repudiated the obligation. He sued 
to recover, but Judge Ring, in the Superior Court, held 
that he had no case, because the condition of the policy 
had not been complied with. It is possible that this will 
be a warning to other merchants who think they are pro
tected, under the wording of the policy, by the possession 
of a safe cabinet. As a matter of fact, it is no protection 
and any agent who makes a sale by representing that it is 
fire proof should be made to suffer the penalty.
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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.

Store and Office Fixtures
One jew elry outfit com plete, including 

large safe, fine enough for any store. One 
oak drug outfit, com plete w ith  prescrip
tion case, work board, etc. One m a
hogany confectionery outfit. T h ese are 
all bargains and in fine condition. Show  
cases of every description. A fine line 
of tobacco, wall and floor cases. All 
kinds of office desks and chairs, safes, 
Strubler’s com puting scales, are of the  
highest quality and prices are right. Cash 
registers, detail and total adders. Coffee 
mills, counters. W e may have Just w hat 
you require in second-hand, and you save  
the money. Michigan Store &  Office 
Fixture Co., 929-931 O ttaw a Ave., N. W., 
Grand Rapids, Mich. 435

BU SIN ESS CHANCES. /

F o r Sale—S tock  of h a rd w a re  and
b u ilders ' supp lies, loca ted  a t  O naw ay, 
M ichigan, a  live tow n  of 3,000 people. 
C oun try  developing  very  rap id ly . S tock  
w ill in v e n to ry  a ro u n d  $5,000. A ddress 
T had . B . P re s to n , T ru s te e  fo r M e rr it t  
C hand ler, O naw ay, M ichigan.________174

M erch an ts, a ll lines. B ig  crow ds, 
qu ick  m oney. P u t  on a  M ill E n d  A uc
tion  S ale of h ig h -g ra d e  d ress  goods of 
all k in d s  a n d  o th e r  re liab le  goods. W e 
fu rn ish  th e  m erchand ise , do th e  selling , 
re fu n d  m oney  if goods a re  n o t s a t i s 
fac to ry  a n d  g ive  you one h a lf  th e  profits. 
G ive yo u r tra d e  so m e th in g  new . N ow  is  
th e  tim e. W rite  fo r p a r t ic u la rs  an d  
references . O. M., c a re  T rad esm an .

473
F o r  sale , r e n t  o r tra d e  fo r sm all fa rm , 

w ith  bu ild ings, m e a t m a rk e t in  W e st 
B ranch , M ichigan. Invo ice a b o u t $1,500. 
F a r le y  S hoem aker, N icho ls H osp ita l, 
B a t tle  C reek , M ich.__________________ 472

F o r R en t—:A firs t-c la s s  s to re  bu ild ing , 
22 x  60, on th e  b e s t co rn e r of a  live 
co u n try  tow n. F in e  o p p o rtu n ity  fo r a  
d ru g  o r g e n e ra l s to re . A ddress A. B., 
c a re  T ra d esm an . 471

F o r Sale—G eneral s tock , invoicing  
from  $4,000 to  $5,000. Good es ta b lish ed  
tra d e , located  in  tow n  of 1,000 p o p u la 
tion. W ill sell re aso n ab le  o r  tr a d e  fo r 
G rand  R ap id s  rea l e s ta te . Good reaso n s  
fo r selling . A d d ress  N o. 470, c a re
T rad esm an .__________________________ 470

F o r S ale—F in e  u p - to -d a te  d ru g  sto re . 
G. V an  A rkel, M uskegon H e ig h ts , M ich.
_______________________________________469

W e w ish  to  co rrespond  w ith  som eone 
d esiring  a  f irs t-c la s s  g e n e ra l s to re  p ro p 
osition . W ill sell s tock , fix tu res  a n d  
bu ild ing  fo r $4,500. Good reaso n s  fo r 
selling. I t  w ill p ay  you to  in v e stig a te . 
H a s le t t  & H ild e rb ran d , Iro n s , M ich.
_______________________________________468

F o r Stile o r R en t—$3,000 new s a n d  job  
p la n t; new . I f  sold a t  once, 50 ce n ts  on 
dollar. O th e r  b usiness  com pels sa le  or 
re n t. E v e ry th in g  O. K . S ag in aw  C oun-
ey F a rm e r, H e m lock, M ich.__________465

N ew  C astle , P a .—F in e  o p p o rtu n ity  fo r 
a n y  m e rcan tile  business , especially  d ry  
goods, shoes, la d ie s ’ su its , etc ., to  open 
a  s to re  less th a n  200 fe e t from  b u s ie s t 
co m er in  th e  b es t m a n u fa c tu r in g  tow n 
in W e ste rn  P en n sy lv an ia , h a v in g  a  pop 
u la tion  of 38,000, connected  w ith  co rn er 
second s to ry  42 x  70, w ith  p riv ilege  of 
o th e r  room s a s  le a se s  expire . M an u fac
tu r in g  p la n ts  ru n n in g  fu ll tim e  a n d  new  
p la n ts  build ing . Call o r  a d d re ss  W . M. 
K nox, 208 W a sh in g to n  S t., N ew  C astle ,
P a ,____________________________________467

F o r Sale—O ne of b e s t  g ra in  a n d  s tock  
fa rm s  in  O ak land  coun ty , 320 ac re s, fine 
soil, tim b er, m a rk e ts , bu ild ings, e tc .; 
$45 a c re ; tim e  o r c a sh ; lak e  on co rner. 
F in e  5 an d  10 a c re s  fo r f r u i t  a n d  pou l-
try . D. L. D av is, P o n tia c .__________466

F o r S ale—D ry  goods, m en ’s an d  lad ies’ 
fu rn ish in g  s to ck ; clean  s tap le  s to ck ; w ill 
sacrifice; m u s t sell im m ed ia te ly . D av id -
son & M iller, B ellevue, Ohio.________ 463

50c on th e  do lla r buys  a  n ice b rick  
s to re  an d  a  g en e ra l s to ck  of m erch an d ise  
in good ra ilro ad  tow n. A ddress ±<o. 448,
ca re  M ich igan  T ra d esm an .___________ 448

F o r  Sale—S tock  of g roceries, e tc ., in  
v illage in  N o rth e rn  M ich igan  re s o r t  d is 
tr ic t. Good fa rm in g  co u n try  su rro u n d 
ing. F o r  p a r t ic u la rs , ad d re ss  J .  C.
C hase, N orw ood, M ich.______________ 454

O utside  show  cases , e lec tric  ligh ted , 19 
and  27 inches  w ide, $10 a n d  $15. E lec tric  
sign, w ill re p a in t to  o rder, $10. A ll rea l 
snaps . E . H . D av is, B ox 126, L ansing ,
M ichigan._____________________________459

B usiness  O pening. A n excellen t o pen 
ing  fo r  a  g en e ra l s to re  in  th e  th r i f ty  
li ttle  v illag e  of B u tte rn u t, M ich. B u ild 
ing, 22 x  50, m odern , w ith  p ressed  s tee l 
ceiling  an d  w alls, a lso  ex te rio r. N ew  
coun te rs  a n d  shelv in g ; rea so n ab le  ren t. 
Only one g en e ra l s to re  in  tow n. F in e  
open ing  fo r  b r ig h t h u s tlin g  you n g  m an. 
Tow n h a s  e lev a to r, p ick ling  s ta tio n , feed  
m ill a n d  p lan er, cheese  fac to ry , b an k , 
h a rd w are , d ru g  s to re , i  m e a g r ic u ltu r 
al section . S'ee o r  w rite . Jn o . R . H u d 
son, M iddle ton , M ich. 455

F o r  Sale—Good clean  s to ck  of g roceries  
an d  m erch an d ise , in  good fa rm in g  coun 
try . E s ta b lish e d  30 y ea rs . M u st sell 
on acco u n t of ill h ea lth . Invoice $1,500. 
R a re  b a rg a in  fo r sm all in v e stm en t. W ill 
sell o r r e n t  p ro p erty . A d d ress  R. H . 
W olf, B ow ersville, Ohio._____________ 458

F o r Siale—G rocery, fix tu res , clean  up - 
to -d a te  stock , invoices a b o u t $3,000. B u si
ness  over $38,000 c a sh  annu a lly . L ocated  
in  fine R. R. cen te r, w ith  excellen t f a rm 
ing  com m un ity  a ro u n d  it . S a tis fa c to ry  
reaso n s  fo r selling. A ddress  N o. 460, 
c a re  T ra d esm an ._____________________ 460

F o r  S ale—N ew  Y ork  R a c k e t s to re  in 
good fac to ry  tow n, 1,100. Good fa rm in g  
coun try . C lean  stock , in v e n to rie s  abou t 
$4,800. Good b usiness  fo r th e  r ig h t m an . 
A ddress No. 461, c a re  T ra d esm an . 461

H o tel F o r  Sale—E ig h tee n  room s, only 
f irs t-c la ss  house in  G ladstone , a  g row ing  
c ity  of 5,000. W ill sell fo r tw o -th ird s  
value, fu rn ish ed  o r  u n fu rn ish ed . Good 
rea so n s  fo r selling . B es t location . Good 
tr a n s ie n t tra d e . A  m oneym aker. L a te ly  
rem odeled . Send fo r  c u t a n d  descrip tion . 
W . L. M arble, G ladstone , M ich. 451

F o r Sale—H otel, liv e ry  a n d  p o ta to  
ce llar, good fa rm in g  co u n try , sm all tow n , 
no com petition . $1,500 to  $2,000 y e a r  
c lear. W rite  C 100, c a re  T ra d e sm a n  fo r 
fu ll p a r ticu la rs .______________________ 450

M r. M an— Do you w a n t to  sell o u t 
fo r ca sh?  I han d le  th e  sa le  of s to res , 
fac to ries , b u sin ess  p laces  a n d  re a l e s 
ta te . W rite  m e if you w a n t to  buy  or 
sell. E s ta b lish ed  1881. F ra n k  P . C leve
land , 1261 A dam s E x p re s s  B uilding, 
C hicago, 111.__________________________ 398

M erchan ts! Do you w a n t to  sell o u t?  
H ave a n  au c tio n  sa le . G u a ran te e  you  no 
loss. A d d ress  L . H . G allagher, A uc
tioneer, 384 In d ia n a  A ve., Toledo, Ohio.

449
F o r Sale—O nly h a rd w a re  a n d  im p le 

m e n t s to re  in  sm all tow n , n e a r  G rand  
R ap ids. S to re  an d  fix tu res  fo r sale , s to ck  
invoices ab o u t five th o u sa n d  dollars. 
T h is  is a  s n ap  an d  if you a re  look ing  fo r 
a  h a rd w a re  b u sin ess  b e t te r  in v e stig a te . 
A ddress No. 440, c a re  M ich igan  T ra d e s 
m a n __________________________________ 440

F o r R en t—A  firs t-c la s s  b r ic k  s to re  
bu ild ing  25 x  80 fe e t an d  b asem en t, on 
th e  b es t co rn e r of a  live tow n  of 1,400 
in h a b ita n ts . N o g r e a te r  o p p o rtu n ity  eve r 
afforded a  live m e rc h a n t w ith  a  good 
g en e ra l s tock . B ox 576, Shelby, M ich.

438
■ F o r  Sale—$25,000 g en e ra l s to ck  in  one 
of th e  b e s t to w n s  of 5,000, B a rry  county . 
M igh t consider 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 h o m asm a, 
433 H o u sem an  B ldg., G ran d  R ap ids, M ich.

428
Bfckery, ice c ream , can d y  p la n t, w ho le

sa le  a n d  re ta il. D o ing good business. 
Invo ice $2,300. B ig  sacrifice fo r qu ick  
sale . G oing to  C alifo rn ia . H oham , 
C h es te rto n , Ind . __________________ 426

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 le s  can  be in c rea sed ; s to ck  a b 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  lan d s  
fo r sa le ; b lack  loam , c lay  subso il; som e 
tim b er, n e a r  F>alisade , on th e  new  Soo 
R ailroad ; only a b o u t tw o  m iles  .from  th e  
M ississippi R iv e r; div ided  to  s u it  p u r 
c h a se rs ; fa ir  p a y 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
F in an c ia l com pany  d ea lin g  in  h igh  

g rad e  in v e stm e n t secu ritie s , can  ea rn  
50% an n u a lly  on ev e ry  do llar in v ested ; 
ad d itio n a l ca p ita l is d es ired ; w ill p ay  1% 
p e r  m on th  now  a n d  th re e  o r fo u r tim es  
th a t  la te r ;  w ill develop  in to  re g 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 a n c e  Co., 
A m erican  T ru s t B ldg., C hicago. 111. 422

F o r  Sale—G rocery  s to ck  a n d  fix tu res. 
D oing a  la rg e  business. B ak e ry  in  con 
nec tion . A pply H . T. S tan to n , 18 M ar-
k e t S t., G ran d  R ap id s.______________ 405

F o r Sale—A $25,000 f ru i t  fa rm  fo r 60 
c e n ts  on th e  do llar. Send y o u r ad d re ss  
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
F o r Sale—F o r  h e a lth  reasons , w ell lo 

ca ted  an d  long  es tab lish ed  sh o e  s to re  in  
g ro w in g  c ity  o f 30,000, in  M ichigan. 
C lean  s to ck  a b o u t $8,000. M odern  fro n t, 
low  ren t, do ing  A1 ca sh  business . A d
d re ss  E d w ard s , c a re  T ra d esm an , G rand
R apids._______________________________ 430

P r in tin g —250 envelopes, 150 le tte rh e a d s  
a n d  125 b u sin ess  ca rd s , p rin te d  a n d  p o s t
paid  fo r  $1. C has. C ham pion, G ladstone , 
M ichigan. 413

M erchandise sa le  conductors.. /L  EL 
G reene  Co., 135 Grand R iver A ve., 
D etroit. A dvertising furnished free. 
W rite for date, term s, etc. 549

I  p ay  ca sh  fo r  s to ck s  o r p a r t  s to ck s  
of m erch an d ise . M u st b e  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 ing  o r  shoes. A d
d re ss  Box 112, B ardo lph , 111. 315

Salesm en A tte n tio n —F o r  a  specia l o r  
s ideline, send  fo r a  N o rth ey  re fr ig e ra to r  
ca ta lo g  No.12, 170 pages. I t  h a s  all k in d s  
of re fr ig e ra to rs  fo r  ev e ry  pu rpose  a n d  can  
be sold an y w h ere . W rite  today . N o rth ey  
M an u fac tu r in g  Co., W a terloo . Iow a. 258

Spot cash , qu ick  ac tio n , a  f a i r  p rice  
is  m y w ay  of b uy ing  shoe s to re s  an d  
g en e ra l s to ck s  of m erch an d ise ; c ity , 
coun try , an y w h ere . W ill ad v a n 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

W ill pay  ca sh  fo r s to ck  of shoes an d  
rubbers . A ddress  M. J . O., c a re  T ra d e s 
m a n __________________________________ 221

A uctioneers—W e h av e  been  c losing  ou t 
m erch an d ise  s to ck s  fo r y e a rs  all over th is  
coun try . I f  you w ish  to  reduce  o r close 
ou t, w rite  fo r a  d a te  to  m en  w ho know  
how . A ddress F e r ry  to  C aukin , 440 S outh  
D earbo rn  S t., C hicago, 111. 134

F o r R en t—S even-room  house, new ly 
d ec o ra ted  a n d  p a in ted , gas, b a th , etc. 
D andy  location . Good neighbors, qu ie t, 
n e a r  c a r  line, te n  m in u te s  w alk  from  
dow n tow n. R en t $17. A pply 509 N. 
P ro sp e c t A ve., G rand  R ap ids, M ich. T ake 
M ichigan s tr e e t  ca r. 384

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

S afes  O pened—W . B. Slocum , sa fe  ex - 
p e r t  an d  locksm ith . 97 M onroe A ve., 
G rand R ap ids, M ich. 104

H ELP W A NTED .

W a n te d —Tw o young  m en of good 
c h a ra c te r , w ho u n d e rs ta n d  s tenog raphy  
an d  ty p e w ritin g , a lso  gene ra l office work. 
M ust hav e  good re fe rences . A pply to 
No. 441, c a re  M ichigan T rad esm an . 441 

W a n ted —C lerk  fo r g en e ra l s to re . M ust 
be sober an d  in d u s trio u s  a n d  h av e  som e 
p rev ious experience . R efe rences  requ ired . 
A ddress  S to re, c a re  T ra d esm an . 242

W a n t ad s . con tinued  on n e x t page.

Good Things to Eat

Mustards

Catsup

Mr. Pickle of Michigan

Jams Jellies Preserves 

Fruit Butters Vinegars 

Table Sauces Pork and Beans

Pickles— OF COURSE

HIGH GRADE FOOD PRODUCTS 
Made “Williams Way”

THE WILLIAMS BROS. CO. of D etroit
(Williams Square)

Pick the Pickle from Michigan

REYNOLDS FLEXIBLE ASPHALT  
SLATE SHINGLES

HAVE ENDORSEMENT OF LEADING ARCHITECTS
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Reynolds Siale Shingles After Five Years Wear Wood Shingles Aller 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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Poor Freight Service On the Pere 
Marquette.

Mears, Oct. 8—I was pleased to 
read in a recent issue of the Trades
man, among other good things, your 
well-deserved roast of the “court
eous” treatment given patrons by the 
$6 a week employes of the Union 
Station. Thank heaven, 1 don't have 
to do business with that bunch; but 
I certainly would like to freely open 
my mind in regard to the freight ship
ping department of the P. M. Rail
road in Grand Rapids, only to do 
so would cause you to print your 
paper on asbestos.

I am making my money in Michi
gan and want to spend it here. I 
have tried to buy everything in Grand 
Rapids in the past, but have been 
forced to gradually drift away from 
there, my nearest trading point. I 
can get goods much quicker from 
Chicago. I cannot better myself buy
ing in Chicago, nor do I like the idea 
of sending out of the State, any more 
than I do when I hold a man up for 
a year and then see him send his 
cash, when he can scrape a little up, 
to Raw, Sawbuck & Co.

I am only a little country merchant 
who has to handle goods in all lines 
and depend wholly on (the P. M. 
Railroad for transportation. We get 
fair service from Muskegon North, 
but from Grand Rapids to Muskegon 
is where the worst delay occurs. I 
have tried to induce the wholesalers 
from whom I buy to take this up, 
but, as F. D. Vos, of the Musselman 
Grocer Co., tells me, they have tried 
for years and got nothing but worth
less promises. Now, for my part, I 
don’t want any promises, but demand 
results, if such a thing is possible.
[ spent about $4,000 in Grand Rapids 
last year and $10,000 elsewhere. My 
trade should, by rights, have-all gone 
to Grand Rapids. I have been mak
ing a holler for two years and all I 
have gained is to put myself on record 
as a chronic kicker. I want no bet
ter market than Grand Rapids. 1 
never expect to do business with a 
better class of men this side of heav
en, but the beastly service the P. M. 
Railroad is giving compels me and 
fifty other merchants up this way to 
look to other markets for our sup
plies.

Let me cite only a few instances 
which have happened to me inside 
of one month: I had a small ship
ment of rubbers sent by the Grand 
Rapids Shoe & Rubber Co. in August.
I forget exactly how long they were 
on the way, but I know I apologized 
to the firm because I was a day late 
in remitting for them. They are 
thirty day goods and I wanted to 
have them arrive before the bill was 
due, but they did not. I had a bill 
of candy from the Brooks Candy Co. 
over two weeks on the way. It came 
to me on a free stray bill of lading 
from Bangor. The Lord only knows 
how it went to Bangor first. At 
present writing I am patiently (?) 
waiting for goods sent Sept. 2 and 3 
from the Musselman Grocer Co. 
Yesterday, Oct. 7, I received a ship
ment of gloves, etc., sent by Mussel
man Sept. 28. I am only one frog in 
the puddle, but I can kick hard enough

to cause a few bubbles on the surface. 
W h at (profitelh the w holesalers tjo 
give us M erchants W eek, the glad 
hand, etc., and then  let the P. M. un
do the effect produced. I believe yet 
the W holesalers A ssociation or Board 
of T rade  can whip the P. M. into 
half way decent service if they would 
try. W hile F red  Rowe, F. D. Vos 
and a dozen o thers in your city have 
me down as a chronic kicker, they 
can list me as a  sore head, also, if 
it will get me my goods w ithin four 
o r five days. Ju s t think of it Mable! 
Chas. C orey calls on me every two 
weeks and m any tim es I cannot dis
count my bills, sim ply because the 
goods bought of him the trip  before 
have no t yet arrived. I refuse to  pay 
for goods until they are delivered, as 
they come in such awful condition; 
bu t if I s ta rt in to say any th ing  about 
how they are delivered, when they 
finally do come. I ’d burst a blood 
vessel.

I sta rted  to typew rite this, so you 
could read it, but I am so m ad I 
pounded the m achine to  pieces. It 
doesn 't make much difference any
way. I have relieved my m ind and 
doubt very much if you can help us 
out. T he P. M. is past redem ption.

C. A. B rubaker.

Defending the Canal.
T he big man with the tw o w atch- 

chains looked all around the car, and 
then selected as his victim  the man 
who was carry ing  home a box of late 
huckleberries. C rossing over to him 
the big m an began in a loud and bul
lying voice:

Sir, have you seen by the papers 
th a t E ngland objects to our fo rtify 
ing the Panam a Canal?”

“Y-yes, sir,” was the answ er.
“A nd th a t we have v irtua lly  told 

her to object and be hanged to  her?” 
“Y-yes.”
“And th a t she is m ad about it?”
“ Is she?”
“T here will be war, sir—w -a-r!” 
“ Good gracious!”
“A nd we shall defend the Canal to 

the last— to the last, sir!”
“Y-e-s.”
“A nd A m erica will expect every 

p atrio t to  do his duty.”
“ I— I— .”
“You m ay be the first one killed, 

but you m ust be prepared to shed—. 
H ere, w here you going?”

“You wan’t fight, sir?”
“No, sir.”
“ In fact, sir—.”
“In  fact, I ’m a tra ito r, and have got 

a backache, and I ’ve go t to get off 
here, and darn your old canal an l 
you, to o !”

And he was so flurried and fluster
ed that he left his huckleberries be
hind to be carried off by a cross-eyed 
woman.

Perhaps a rolling stone gathers no 
moss because it isn’t on the level.

BU SIN ESS CHANCES.
F o r Sale—O nly h a rn e s s  and  shoe shop 

in  tow n, n e a re s t s to p  is  s ix  m iles; m u s t 
sell on acco u n t ill h ea lth . F o r  p a r t ic u 
la rs  w rite  to  A ug. K luge, W a sh in g to n ,
M acom b C ounty , M ichigan._________ 476

D rug  s to c k  fo r sa le  in  fine fa rm in g  
sec tion , C en tra l M ichigan. O w ner r e 
ti r in g  ac co u n t of h ea lth . A ddress  No. 
475, c a re  T ra d esm an . 475

It’s Easy 
to

bake with 
New

Perfection

You don’t have to “get 

used” to N ew  Perfection
flour. The perfect milling of our 

wheat insures an even, granular flour, 

that bakes out uniformly perfect 

under almost any condition and in

sures the maximum of results with 

the minimum of effort and care. If 

you are not getting the results that 

you should in your baking get a sack 

of New Perfection and you are as

sured of immediate success.

Your grocer will 
recommend it.

W ATSON-HIGGINS 

MILLING CO.

MAKERS

GRAND RAPIDS, MICH.



Shredded Wheat
and the process of manufacturing it are pro
tected by fifty-eight patents in this country 
and Europe. It is a “patented specialty.” It is 
in a class by itself. It has no competitor among 
cereal “breakfast foods.” Millions of dollars 
spent in advertising enables you to sell it for 
13 cents a package, and when you sell it for 
13 cents you are making a better profit than 
you can make on the ten-cent cereal foods. 
We stand behind you with a one-price-to-all 
policy—a fair deal to a fair dealer.

Shredded W heat is now  packed in neat, 
substantial w ooden  cases. The thrifty grocer 
w ill sell the empty cases for 10 or 15c. each, 
thereby adding to  his profits.

The Shredded Wheat Company
Niagara Falls, N . Y.

We are sole Owners and Distributors of the 

Celebrated

COFFEE

Roasted and Packed Daily

Judson Grocer Co.
Grand Rapids, M ichigan

The known high quality and dependability of “White 
House” Coffee makes its showing on the retail grocer’s 
shelves of value, as suggesting a general stock 'of the 
same unswerving probity, and a proprietor keenly alive 
to the ever-increasing cry for food products above re
proach, and willing and anxious to respond, s*. $•* i*. J*.

SUITS WHEN OTHERS DISAPPOINT
From every indication, we confidently expect to add 
several hundreds of thousands of enthusiastic users of 
our coffee within the next few months. You do your 
part—we will do ours.

DWINELL-WRIGHT CO. BOSTON-CHICAGO

L e t the 
O ther 
Fello w  
Experim ent

Twenty years’ experience 
in building Computing Scales, 

is a service that is handed you when you buy a 
Dayton Moneyweight Scale. There’s as much dif
ference in Dayton Scales and “The Other Kind,” as 
there is between a Swiss Watch and a "Dollar 
Watch.”

Buy a Scale with a System 
Buy a Scale with a Record of Good Service * 

Buy a Scale with,a Ten Year Guarantee 
Buy Dayton Computing Scales

Moneyweight Scale Company
165 North State Street Chicago, Illinois

Have you had our booklet of Store System s, “The Bigness of Little 
Things?” It's fipee. ask for it.



D o  Y o u  W a n t

Satisfied Customers
Then buy The IDEAL Clothing Co.’s WORK SHIRTS

See

Our

New

Spring

Samples

Aoletl\c lea^tKof sleeve 
breadtl\ofs!\oiilder! 
tl\ei\eatfitliig collât 
and lar̂ e foom b̂od/

36
I N C H E SLONG

to k i/a sK ir tto o le g e ia >  
^encck to obtaii\sizeof bod/ 

ai\d len^tKof sleeVe

34
I N C HSLEEVE

■OU may think tha t your customer is satisfied because he does not register a kick when he finds th a t 
the shirt he bought is small in body, narrow across the shoulders, short in sleeve or does not measure 

full length. Do not deceive yourself, for while he says nothing to you, he will remember where he got the
skimpy shirt and you have lost your customer.

Give us a trial order and note the smile of satisfaction w ith which your customer greets you 
when wearing a workshirt manufactured by


