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The APEX BREAD TOASTER
T H E  BEST T O A STE R  MADE 

FOR USE O VER GAS, G ASO LIN E A N D  BLUE FLAME OIL BURNERS 
Retails at 25c with a Good Profit to the Live Dealer

M anufacturers A. T. Knowlson Company, D etroit, Mich.

L e t th e  
O th e r  
F e llo w  
E x p e r im e n t

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 Rind,” 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 Systems. ‘The Bigness of Little 
Things?” It's free, ask for it.

ÖvSSg;

Putnam’s
Menthol Cough Drops

Packed 40 five cent packages in carton 
Price SI.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 grocer who has not taken “White House” 
Coffee seriously should awaken to the FACT, 
that solely on account of its splendid reliability 
and high character, it is a household word ALL 
OVER THE UNITED STATES—which means: 
IT’S WORTH WHILE—a coffee no grocer can 
afford to omit.

WHITE HOUSE

Fragrant—Delicious 
Satisfactory

©
In 1,2, and 3-lb. 

sealed tin cans only. 
Never sold in bulk.

SUITS WHEN OTHERS DISAPPOINT

JUDSON GROCER CO., Distributors 
GRAND RAPIDS, MICH.

Don't forget to inclu 
a box in vour next order
L a u tz  S n o w  B o y  W a sh in g  P o w d er

Buffalo, N. Y.
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BANKRUPTCY MATTERS.

Proceedings in Western District of 
Michigan.

October 50—in the matter of Harry 
M. Ilinshaw, bankrupt, of Leland. 
hearing was had on the order to show 
cause as to sale of the assets and, no 
lurther bids being received, the sale 
was ordered made to the Polk ton 
Mercantile Co., for $1,21(5, and im
mediately confirmed. It was ordered 
that the assets be sold free from the 
claimed mortgage lien of Elmer E. 
t handler and that the lien, if any, 
attach to the proceeds of such sale.

In the matter of Charles Johnson, 
bankrupt, of Ludington, the first meet
ing of creditors was held. By vote 
of creditors C. G. Ming, of Luding
ton, was elected trustee and his bond 
fixed at $5,000. Geo. N. Stray, Mal
colm 1. Sawyer and Henry S. Taylor, 
of Ludington, were appointed ap
praisers. idle bankrupt was sworn 
and examined and the first meeting 
then adjourned, without day.

In the matter of Jacob S. Davis, 
bankrupt, formerly merchant at Man
istee. the final report and account of 
the trustee. Geo. A. 11 art, was filed, 
and an order made by the referee 
calling the final meeting of creditors 
to he held at his office on November 
is, to consider such report and peti
tions for attorney fees and for the 
purpose of declaring a final dividend 
for creditors. Creditors are also di
rected to show cause, if any they have, 
why a certificate recommending the 
banksrupt's discharge would not be 
made by the referee.

October 31—In the matter of Glen
garry Mercantile Co., bankrupt, an 
order was made confirming the trus
tee’s report of sale of the assets ot 
said estate to Hernan P>. Sturtevant, 
of Owosso, for $5,050. As soon as the 
trustee’s first report and account is 
received a special meeting of creditors 
will be called and a first dividend de
clared for general creditors.

November 1—In the matter of Orrie 
Vandcr Meiden, bankrupt, of Grand 
Haven, the first meeting of creditors 
was held. It appearing from the ex
amination of the bankrupt that there 
are no assets not exempt to be ad

ministered by the bankruptcy court 
an order was made that no trustee lie 
appointed. Unless further proceedings 
tire desired by creditors, the estate 
will probably he closed at the expira
tion of twenty days.

November 4—In the matter of the 
Muskegon Steel Casting Co., bank
rupt, of Muskegon, the adjourned 
first meeting of creditors was held. 
I he first report and account of 
Edward S. Lyman, trustee, was filed 
and decision reserved and a first div
idend of 25 per cent, declared and 
ordered paid to general creditors.

A voluntary petition was filed by the 
Montague Iron Works Co., of Mon
tague, and an order was made by 
Judge Sessions adjudging it bank
rupt, and the matter referred to Ref
eree Wicks. An order was made by 
the referee, appointing Geo. D. Mason, 
of Montague, to act as custodian until 
the appointment of a trustee and an 
order was also made calling the first 
meeting of creditors to he held at 
his office on November 20 for the 
purpose of electing a trustee, proving 
claims, examining the officers of the 
bankrupt, etc. The following assets 
are scheduled by the bankrupt:
R e a l e s t a t e  ...........................................$15,000.00
D e b ts  d u e  o n  o p e n  a c c o u n t  . . . .  6,240.50
P a t te r n s ,  s c r a p  i ro n , f i t t in g s ,  e tc .  2,500.00 
S to c k  in  K o y a k  S ta n d a r d  O il Co.,

S e a t t l e ,  W a s h . ,  (d o u b tfu l  v a lu e )  400.00

$24,140.50
P r e f e r r e d  C la im s .

V illag e  a n d  S t a te  t a x e s  ................$ 275.00
L a b o r  c la im s  ........................................  1,480.32

U n s e c u re d  C re d ito r s .
[ .in k  B e lt  C o., C h ic a g o  .................... $ 705
S a m u e l  H a r r is  C o.. C h ic a g o  . . . .  1.05
H a r v e y  C. B u so n , C h ic a g o  ............ 25.00
B u g g ie s  & R u g g le s . B a ta v ia  . . . .  2.40
S’e m e t -S o lv a y  C o., D e t ro i t  ............ 129.44
L a k e s id e  F o u n d r y  C o., M u sk e g o n  4.10
E a g le  E m e ry  & C o ru n d u m  W h e e l

C o.. C h ic a g o  ....................................  7.12
S ta n d a r d  O il C o., G ra n d  R a p id s  0.00
W o lv e r in e  o i l  C o., M a n i s t e e . . . .  9 .IS
H a r v e y  C. B e e s tn ,  C h ic a g o  . . . .  10.00
T h e  M a rin e  R e v ie w , C le v e la n d ..  91.SO
11. I). E d w a r d s ,  D e t ro i t  ............... 14.00
A m e ric a n  S te a m  G a u g e  & V alv e

C o.. C h ic a g o  ....................................  2.1.75
L u k e n h e im e r  C o., C in c in n a t i  . . .  17.9S
T u r n e r  B r a s s  Co.. C h ic a g o  . . . .  9.00
H e n ry  R . W o r th in g to n .  N . Y . . .  250.50
M o rto n  M nfgc C o.. M u sk e g o n  . . .  2.10
M a c h in is ts  S u p p ly  C o., C h ic a g o  100.37
J o h n s o n  B r o th e r s ,  F e r r y s b u r g  . .  17.SI
T o w n e r  H a r d w a r e  C o., M u sk e g o n  127.35
M u sk e g o n  S te e l  C a s t in g s  Co.,

M u sk eg o n  .............................................. 174.93
B a rc la y ,  A y e r s  & B e r ts c h  Co.,

G ra n d  R a p id s  ..................................  64.79
U n ite d  H o m e  T e le . Co., M o n ta g u e  32.20
N a t io n a l  C o a l Co., C le v e la n d  . .  50.00
W h ite h a ll  M illin g  C o., W h ite h a l l  4.50
W m . l i a t h s a e k  S o n s  C o., M a n i

to w o c  ....................................................  682.29
M a n ito w o c  D ry  D o c k  C o., M a n i

to w o c  ....................................................... 926.96
W m . W it t .  M a n ito w o c  ..................  125.00
.1. W . W ill ia m s , W h ite h a l l  . . . .  102.15
E m m a  C. M a so n . M o n ta g u e  . . . .  6,803.85
F a r m e r s ' B a n k .  M o n ta g u e  ............ 4,740.00
B a n k  o f W h ite h a ll ,  W h it e h a l l  . . 250.00
M a r th a  R o g e rs ,  M o n ta g u e  ............ 300.00
W . .1. B a x te r  M o n ta g u e  ..............  400.00
R o g e r s  I ro n  M fg . C o.. M u s k e g o n  294.97
K n o w lto n  C o a l C o., G ra n d  R a p id s  51.90

T o ta l  ................................................  $17,535.70

When an employe asks questions 
about the business don’t snap him off 
impatiently. He is more valuable to 
you, as he gains information.

Many a man has bumped into trou
ble while trying to dodge his duty.

IS THE GROCER A PARASITE?
“ ITit the grocer to work; he has 

been a parasite long enough.” These 
are the words of a New \  ork divine, 
recently given among a series of epi
grams in a lecture delivered in a Penn
sylvania town. This same man, it 
is stated, has recently been in the 
grocery business, for a few hours 
only, to show the people how easily 
the problem ot the high cost of living 
might he solved by selling to the 
people at cost.

Now it is, of course, all fun to stand 
behind the counter and weigh out tea 
and sugar. The modern grocer should 
have enough of charity in his heart 
not to exact a toll for such delightful 
amusement, lie  should even he will
ing to pay rent and take his chances 
or. had debts for the sake of the good 
cause.

Unfortunately for the fine theories, 
most merchants are mortals. They 
work to live, just as should the re-t 
of the human race. Because their 
share happens to come not as pro
ducers but as a part of the legitimate 
machine of distribution, must they 
he branded as parasites?

W hat it lie is banished, as the 
worthy lecturer advises? Some one 
will want a pound of coffee or a few 
pounds of sugar or a half dozen fresh 
bananas. Can he just step down to 
the sub-tropics and get them direct. 
He might order by tile quantity, but 
this is hard to do when he can only 
advance money to pay for a small 
order. He might club with neigh
bors, but he would find the buying 
to advantage a new trade, with the 
possible chances that in a co-oper
ative deal some one will he left with 
the culls. No. the grocer is a ne
cessity, not merely a convenience. 
W bile some of his class may take 
undue advantage, it is the patron’s 
privilege to select. He saves the cus
tomer time and money in many ways. 
The man who doubts this should only 
try for himself the advantages (?) of 
getting along- entirely without him 
before joining in the cry to him of 
“Depart, parasite.” By the time he 
has arranged his supply of provisions 
for the month or year, made provi
sion lor cold storage of such as re
quire it, taken due risks on perishable 
material, familiarized himself with the 
various markets for this or that, he 
will, perhaps, appreciate that the 
grocer does work just a little, with 
capital, hands, and brain.

THE RIGHT TRACK.
Many persons are trying hard to 

do work they are not “cut out for,” 
while perhaps a greater measure of 
success awaits them in some more 
congenial line.

A young man was working in the 
stock room of an electrical supply

house at a salary of eight doll ars a
week. lie seemec1 en eri4 etiic and in
earnest, but out of place, anc1 was d i s -
missed. Tl iree months later, after
another c lutnce or two, he was; em-
ployed ;is ;m artis t on cert a in kinds
<d common:ial wo rk, at tinree times
his former salary. Within ;i year he
was malcilig: good progrès:5 ill his \v< »rk
and rcce ivintg forty dollar s a \ve<jk.

'E m, li ttle attenti on is ;>ai(1 to fin cl
iug just the right work. Y<» u n g in en
often st art in a l• usines; because a
friend work s there. or be<:au se a rela-
tive offe:rs a positi.. n. 'Fli ey are often
advined to take the first i:•osition they
can find an'd work up.

While a eertain \ ariatici•n < qn-ri-
ence oft en tits a man pi.‘culiarly for
a later w c ) rk. it i-; usual li desi rabie
that he >lnmid seek as di recti y as
possible for the on e line in which In-
is most likedy to make a succèsss.

Are y<:>u :really suited 1 the work
you are in? Ask }.-oursel f that que»
tion.

UNFOLDING A TASK.
Most questions settle themselves when 

you have all the necessary information 
at hand, and by attaining one step the 
next becomes plain. Many persons fear 
to undertake projects which they might 
easily perform, simply because they 
canm >t see the end from the beginning, 
and are not willing to work their wav 
along.

The fact is. most of the great works 
in the world have been undertaken by 
men who did not pretend to he able 
to see the end from the beginning; hut 
they did know that questions which look 
perplexing at a distance become clearer 
when you get up to them.

Suppose a man is to erect a great 
office building. The size of his lot 
determines that he shall not build larger 
than a certain space. The value of the 
land determines that none of it shall 
go to waste. The purpose of the build
ings helps to determine the height. The 
number of steel beams is fixed by the 
dimensions already established—across 
the side nine would not be enough, 
eleven would he too many, leaving ten 
as the logical number. The price of 
materials and the money the man is 
willing to spend determine whether it 
will he brick, terra-cotta or granite. 
The purpose of the building will decide 
many minor features, such as entrances, 
stairways and windows. At every point 
the question to decide usually settles 
itself when all the facts are considered. 
Perceiving this principle of unfoldment 
ought to encourage the fearful to under
take any reasonable work without fear.

The clerk who is uniformly polite 
to employer, fellow employes and 
customers is not a very common oc
currence. Why not be that kind of 
a clerk?
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SUCCESSFUL SALESMAN.

W. J. Kingsbury, Representing Taylor 
Bros. Co.

Willard J. Kingsbury was born on 
a farm near Lapeer, November 27, 1876. 
He remained there until he was 16 years 
of age, when he went to Pontiac and 
obtained employment in the factory of 
the R. D. Scott Carriage Co. He be
came Assistant Superintendent of the 
factory, but concluded after five years’ 
experience, that he would rather travel 
than work on the inside. He secured 
a position as Michigan traveling repre
sentative for the Belmar Co., of Can
ton, Pa. He remained with this house 
four years and then leased the National 
Hotel, at Greenville, which he conducted 
for six years. The old longing for the 
road returning by this time, he obtained 
the position of General Sales Manager 
for the Taylor Bros. Co., manufacturer 
of thermometers, Rochester, N. Y. His 
territory includes Michigan, Indiana, 
Illinois and Wisconsin, in which states 
he is expected to establish traveling 
salesmen, keeping them keyed up to 
the highest possible notch of effective
ness, both for themselves and for the 
house. After retiring from the hotel 
business. Mr. Kingsbury removed to 
Chicago, and about a year ago he re
moved to Grand Rapids, and purchased 
the residence at 524 Glenwood avenue, 
where he and his family now reside.

Mr. Kingsbury was married August 
26, 1900, to Miss Eva Blanch Elwell, of 
Pontiac. They have three children— 
two boys and one girl.

Mr. Kingsbury is a member of the 
Knights of Pythias and the Methodist 
church. He has two hobbies—fishing 
and playing checkers. He attributes his 
success to the fact that he has a good 
line and that he is enthusiastic over its 
success.

Doings in the Buckeye State. 
W ritte n  fo r th e  T radesm an .

The Ohio Automobile Federation is 
urging the adoption of a state law 
requiring all horse-drawn vehicles, as 
well as automobiles, to show lights 
at night and a bill to this effect will 
be introduced in the Legislature this 
winter. Five states now have such a 
law. It is pointed out that Ohio’s 
present law was enacted when there 
were 7,000 machines in the State, while 
now there are 70,000 and more pre
cautions are necessary. The Federa
tion’s bill also provides a one to seven 
years’ penitentiary sentence for the 
theft of an automobile.

It is estimated by an official of the 
State Board of Health that the pure 
water supply of Columbus has already 
saved that city $700,000 or almost $4 
per capita.

Dr. McLaughlin, Government health 
expert, declares that Cleveland’s pres
ent water supply, as taken from the 
intake at the four-mile crib, is not 
free from contamination by sewage 
which the city dumps into the lake. 
This opinion is directly contrary to 
that of D. D. Jackson, Cleveland’s 
water expert, who states that contam
ination does not extend out into the 
lake more than two miles.

The fight for good roads will be 
continued in Ohio and under the new 
plan counties will pay only for the

building of their own roads. The 
proposed law contemplates appropria
tion by each county of one half of 
one mill, to be used for construction 
and maintenance of roads.

The State Board of Health met in 
Cincinnati Nov. 5 to consider plans 
for the improvement of the water 
supply in Zanesville.

The Ohio River & Northern Rail
road, which proposes to build a line 
from Lisbon to Wellsville by way of 
East Liverpool, is again asking the 
Public Utilities Commission for per
mission to sell bonds and stock. The 
new line will compete with the Penn
sylvania, which is now the only sys
tem reaching the East Liverpool dis
trict.

The State Board of Pharmacy, in 
session in Cincinnati, agreed upon 
reciprocity relations with respect to 
accepting diplomas of their respective 
schools in pharmacy with the follow
ing states: Indiana, Illinois, Michi
gan, Wisconsin, Minnesota, Kentucky, 
Virginia, West Virginia and the Dis
trict of Columbia.

The price of coal in the Hocking 
district has taken another jump and 
is now $2.50 per ton at the mines,

as against $1.65 Sept. 1. The advance 
is attributed to the car shortage, 
which the Ohio Public Service Com
mission is to investigate.

State institutions are too small and 
the next Legislature will be urged 
to provide additional buildings. At 
the Cleveland hospital patients sleep 
in the hallways and on the floors, 
the capacity of the institution being 
exceeded by more than 400.

A dividend of $5 a share has been 
declared by the Standard Oil Com
pany of Ohio, the original Standard 
Oil Company, which is the first since 
the segregation of the various com
panies. It is payable Dec. 16.

Almond Griffen.

Booming the Business.
A church in Georgia, which had 

some cause to be dismayed by the 
scanty attendance at the Wednesday 
evening prayer-meeting, advertised re
cently that watermelons would be 
given free to all who should attend 
the meeting on the subsequent Wed
nesday. The supply of watermelons 
was a large one, but not any larger 
than was necessary, for the people 
simply packed themselves into the 
meeting house.

NEW  YORK MARKET.

Special Features of the Grocery and 
Produce Trade.

Special C orrespondence .
New York, Nov. 4—The week has 

been one of waiting in almost every 
line, and coffee is no exception to the 
routine market. Orders have come in 
quite frequently, but, as a rule, the 
quantity taken is for simply enough to 
keep assortments unbroken. Santos, 
16^@17c; Rio 7s, 14%@15c. Milds 
are firmly held, but no change is to be 
noted in quotations. Good Cucuta, 17c.

Sugar is dull, with some concessions 
reported by sellers of beet outside local 
markets. As near as Albany, for in
stance, the rate is 4.75c, while cane is 
quoted at 4.90. It is not thought that 
any reduction at this time would create 
any greater demand and the present 
situation may last a fortnight. Lower 
prices seem to be generally looked for, 
owing to the excellent crops reported.

Rice is quiet and the best that can be 
said is that quotations are firmly sus
tained, and the man who is looking for 
job lots will have to hunt for some time. 
Prime to choice domestic, 5^s@5'/2C.

Green teas are quiet. Formosas and

Japans are very firmly maintained. 
Supplies are not especially large, but 
seem equal to the demand.

Molasses is in better demand and the 
outlook is steadily improving. Good to 
prime centrifugals repeat the last quo
tations—26@34c. Syrups are in liberal 
supply and the market is quiet. Fancy, 
2S@28c.

Standard 3s tomatoes seem to be quite 
freely offered at 85c and some say they 
can find stock at H2]/2c. Corn is very 
firmly held and peas are in light demand. 
Taking the canned goods market as a 
whole, it is in a fairly satisfactory con
dition. Prices may not show much 
profit, but the outlook is better than 
last season.

Butter is firm, with a satisfactory de
mand, Creamery specials, 32c; firsts, 
29@31c; seconds, 27Ji@28l4c; process. 
27@28c; imitation creamery, 25@25j4c; 
factory, 24l/2@25c; packing stock, 23@ 
24}/2c.

Cheese is quiet, but the range is still 
very high, the best grades of N. Y. 
State whole milk being held at 17tyi(allSc.

Eggs are firm for desirable stock with 
a little weaker feeling for refrigerator.

Best Western, white, 34@37c; refriger
ator, 23@24c.

Merchants of Chelsea Organize. 
Port Huron, Nov. 4—A meeting of 

the business men of Chelsea was held 
Ncv. 1 and addressed by H. D. Mann, 
organizer for the Retail Grocers and 
General Merchants' Association. A 
permanent organization was perfected, 
to be known as the Chelsea Retail 
Merchants’ Association, and the fol
lowing officers were elected:

President—D. H. Wurster. 
Vice-President—John Farrell. 
Secretary—Frank Storms.
Treasurer—W. P. Schenk.
The members are C. Emil Kant- 

lehner, H. H. Fenn Co., John Farrell 
& Co., H. S. Holmes Mercantile Co., 
Chelsea Elevator Co., Epply & Van 
Riper, F. C. Klinger, F. H. Belser,
L. T. Freeman Co. and W. P. Schenk.

J. T Percival, Sec'y.

M. H. Luce Quits Velie Company. 
Morton H. Luce, manager of the

Chicago branch of the Velie Motor 
Vehicle Company, has tendered his 
resignation. He has not made his 
plans for the future. Mr. Luce for 
many years was manager of the New 
England branch of the Velie con
cern, and during the last year has 
filled the Chicago position. He in
augurated a “service-and-satisfaction” 
policy that is being copied in cities 
all over the country. He has been 
one of the energetic boosters of re
liability runs, hill climbs, and was 
active in the management of the Elgin 
races. He has been prominently 
mentioned as the next president of 
the Chicago Motor Club.

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

Buffalo, Nov. 6—Creamery butter, 
28@32c; dairy, 25@30c; poor to good, 
all kinds. 20@24c.

Cheese—Fancy, 17Ji@18c; choice, 
16j4@17c; poor to common, 10@15c.

Eggs—Choice, fresh, candled, 30@ 
35c: cold storage, candled 24@25c.

Poultry (live)—Turkeys, 17@19c 
cox, 10@llc; fowls, ll@14c; springs. 
ll@!15c; ducks, 15@16c; geese, 13@ 
14c.

Beans—Red kidney, $2.50; white 
kidney, new $3; medium, new $2.65; 
narrow, new $3; pea, new $2.65.

Potatoes—50(fr 60 c per bu.
Rea & Witzig.

It is refreshing to know that there 
are great forces for good at work in 
the business world; that improvements 
are but the natural expression of up
lifted thought; that example, purer mo
tives, higher ideals, and the rivalry of 
excellence are leavening the world; that 
oppression is decreasing in order that 
spontaneous effort may be utilized; 
that courtesy and kindness are gaining 
recognition as factors of success; and 
that men are learning to love their daily 
work because through it they feel the 
divine impulse.

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, V t.

General Store of A. H. Saur & Co., Kent City.
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PREM IUM S W IT H  FLOUR.

Not as Advantageous as Other Forms 
of Publicity.

W ritte n  fo r  th e  T radesm an .
The giving of premiums—usually con

sisting of chinaware, cut glass, pressed 
glass, kitchen utensils, draperies and 
sometimes articles of furniture such as 
rockers, library tables, etc., is thought 
by some milling concerns to be a clever 
and effective way of winning and hold
ing trade.

There is a large milling company in 
the writer’s city which has worked this 
plan rather extensively during the last 
five or six years. They give coupons 
with all of their products from a 5 cent 
bag of cornmeal to a barrel of patent 
flour. In each barrel of flour there is 
a twenty-ticket slip. Five coupons are 
equivalent to one ticket; and various 
articles of merchandise are redeemable 
for a certain specified number of tickets. 
The concern issues a catalogue of its 
premiums and maintains a down-town 
store where these tickets can be re
deemed.

In order to estimate the strength of 
this scheme the writer accumulated a 
number of these tickets and visited the 
little store where the premiums are kept 
on exhibition—and redeemed. For a 
twenty-ticket slip the writer got a por
celain bowl that would have cost him 
fifteen or twenty cents in a shop where 
popular priced chinaware is carried in 
stock. When he carried the parcel home 
to his wife and presented it to her with 
an air of mystery, the expression on her 
face, when she had unwrapped the bowl, 
was amusing to a degree. She didn’t 
enthuse over the premium.

It would be unreasonable for the cus
tomer to expect a piece of Haviland 
china as a premium on the purchase of 
a single barrel of flour. I didn’t expect 
Haviland china premiums. In fact, I 
didn’t expect anything of any particular 
consequence and, therefore, wasn’t dis
appointed. All of these premiums—and 
there were shelves and shelves of them 
—looked pretty much alike; and none 
of them looked very desirable. The 
chinaware was rather ornately decorat
ed with the kind of decorations that 
wear off with usage. The pressed glass 
looked very cheap and junky; while 
the so-called cut glass was what is called 
acid cut. It was evident that the total 
value of the entire premium outlay 
couldn’t have been very much.

It is contended by advocates of the 
premium system that certain premiums 
—particularly in ceramic ware and house 
furnishing goods—-in the way of inex
pensive merchandise appeal strongly to 
consumers—particularly where your con
sumer belongs to the fair sex. Women, 
so the argument runs, are strong on 
premiums. Put out a good, foxy looking 
line of premiums and you’ll get the 
women folks sure. The women folks 
are the ones who give the orders over 
the telephone. Mr. Business Man doesn’t 
know what brand of flour his wife buys 
—and doesn’t give a rap to know. When 
it comes to the table metamorphosed 
into hot roll, hot biscuits or light-bread, 
he doesn’t know the difference; but if 
you once get the housewife tied-on by 
the prospects of getting some stunning 
premiums absolutely gratis, you’ll hold 
her frade ip flour, r >n and year out.

The premiums will guarantee the call 
and the call will make it dead easy to 
sell Mr. Grocer.

The writer is frank to confess that 
the premium does appeal to certain class
es of people and that, among these peo? 
pie, it has the effect of popularizing the 
products of the concern that puts it out; 
but he is quite as fully persuaded in his 
own mind that this same money could 
be invested to better advantage in ad
vertising of a more dignified and result
getting kind.

My chief objectioruto the premium is 
that it somehow fosters and perpetuates 
the delusion that something can be had 
for nothing. Now nobody can give away 
valuable merchandise at a profit. The 
premium pretends to be a gift or a 
bonus on certain stipulated conditions. 
The woman who qualifies for the premi
um and earns her bonus, also pays for 
it. You have to pay the manufacturer 
or jobber for these premiums and you’ve 
got to get your money back. So, in 
the final analysis, you are simply act
ing as an agent for these producers of 
premium-commodities. One of the worst 
features of the whole business is that 
you are helping to popularize cheap and 
shoddy wares of one sort and another. 
Premiums are notoriously shoddy. 
They’ve got to be inexpensive to make 
any sort of showing—and it is expected 
of the premium that it perk up and 
make a show like the real thing. Other
wise it wont excite any cupidity.

Isn’t there something radically incon
gruous in exploiting a high grade mill 
product by means of a low grade premi
um-commodity? I verily believe many 
excellent milling products are cheapened 
by the distribution of shoddy premiums. 
The biggest and most successful mer
chants in other lines are repudiating the 
premium method. And they are doing 
this just for the reason that they do not 
believe it has any legitimate place in 
modern merchandising. It seems to me 
that, if any milling concern now addicted 
to the premium habit will carefully 
estimate how much it costs per year to 
maintain its redemption store and then 
add to this amount the original cost of 
the premiums distributed during the 
year, together with the amount of money 
spend on premium catalogues and other 
advertisements specifically directed to 
the premium feature of their business, 
it will be able to see that this total could 
be spent to far greater advantage in 
other forms of publicity.

C. L. Garrison.

No doubt a great many uncollected 
accounts on the books of retail mer
chants would not be outstanding if 
effort were made to collect them at the 
proper time. And the proper time is 
when they are due. Indifference on 
the part of the creditor makes the 
debtor also indifferent. Then he be
comes actually careless, and a later 
request for payment is regarded by 
him as of minor importance and re
quiring no immediate attention. Cred
it should be extended with a definite 
understanding as to the time of pay
ment. Settlement should be expected 
and asked for on the moment. If 
there seems valid reason then for ex
tending the time, it may do no harm. 
But it is very bad management to 
overlook the date for collection with
out the proper request for payment.

Are you making the very best bread 
of which you are capable? Or are 
you doing yourself the injustice of 
working under the handicap of using 
a flour that lacks u n i f o r m i t y  and 
quality?

It is a duty you owe to yourself and 
your good family to try a sack of

“The Faultless Flour”
It is the safest way to avoid the 
strain and worry of “bad bakings,“ 
for New Perfection being a flour of 
perfectly uniform granulation, bakes 
out evenly and successfully every 
time.

It does not require the pains and 
care necessary with ordinary flour to 
get results.

“It’s easy to bake with 
New Perfection.“

AT ALL GROCERS

W atson-H iggins 
Milling Co.

GRAND RAPIDS
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Movements of Merchants. 
Montrose—M. C. Dowd will shortly 

engage in the grocery business.
Dowagiac—Hoppe & Reske have en

gaged in the meat business here.
Ishpeming—John Vanhala has opened 

a ready-to-order clothing store on First 
street.

Ishpeming—The Homes Store Co. has 
opened a branch bazaar store on Main 
street.

Caro—The Caro Elevator Co. has 
increased its capital stock from $12,000 
to $25,000.

Clare—The Clare Elevator Co. has 
increased its capital stock from $10.- 
000 to $20,000.

Battle Creek—The Erwin Drug Co. 
has decreased its capital stock from 
$25,000 to $10,000.

Freeland—The Freeland Elevator 
Co. has increased its capital stock 
from $10,000 to $25,000.

Sault Ste. Marie—The C.. P. Haerle 
Co., grocer has changed its name to 
the Central Grocery Co.

Grand Haven—Len Fisher & Co. have 
engaged in the meat business at the 
corner of Sixth and Fulton streets.

Shelby—Mrs. C. W. Fisher will con
tinue the cigar and tobacco business of 
her late husband under the same style.

Marquette—S. B. Jones, Sr., has en
gaged in the drug business at the cor
ner of Third street and Baraga avenue.

Blanchard—J. W. Fate & Co., 
grain elevator operator has increased 
its capitalization from $8,000 to $20,- 
000.

Lake Odessa—Ora Lapo has sold his 
furniture and hardware store to a man 
from Indiana, who will take possession 
soon.

Nashville—O. M. McLaughlin has sold 
his stock of electrical supplies and fix
tures to E. L. Appelman, who has taken 
possession.

Otsego—Henry Tiefenthal, of Allegan, 
and William Reinhart, of Hopkins, have 
formed a copartnership and opened a 
bakery here.

Emmett—John Downs has purchased 
the general stock of Mrs. W. E. O Neill 
and will continue the business at the 
same location.

Marshall—A. H. Cathcart, who con
ducted a jewelry store here for the past 
fifty years, died recently of paralysis, 
aged 68 years.

Flint—Harry Blodgett, recently of 
Chicago, has engaged in the wholesale 
confectionery business at 609 South 
Saginaw street.

Romeo—Wm. Gray, Jr., dealer in 
grain, coal, produce, etc., has merged 
his business into a stock company 
under the style of the Gray Elevator 
Co., with an authorized capital stock 
of $10,000, which has been subscribed 
and $1,500 paid in in property.

Remus—The capital stock of D. 
Mansfield & Co. wholesale dealer in 
produce, has been increased from $15,- 
000 to $40,000.

Reed City—Erwin Upp has sold his 
meat market to Anderson & Bibby, of 
Fremont, who will continue the busi
ness at the same location.

Evart—Davy & Co., dealers in general 
merchandise, celebrated the thirtieth an
niversary of the establishment of their 
business by a reception Oct. 25.

Holland—Joseph and Thomas White 
have formed a copartnership and en
gaged in the meat business on River 
street under the style of White Bros.

Pontiac—E. V. Allison, who has con
ducted a jewelry store here for many 
years, has sold his stock to F. J. Titus, 
formerly engaged in a similar business 
at Zeeland.

Middleville—James L. Rugg of Central 
Lake, has purchased the J . H. Doak 
stock of dry goods, shoes and notions 
of Mrs. Doak. Mr. Rugg has been in 
business for several years.

South Boardman—L. M. Clapp, furni
ture dealer and undertaker at Kalkaska, 
has opened a branch to his undertaking 
business here which will be connected 
with Leach Bros, furniture store.

Owosso—The Mellen Baking Co., of 
Pontiac, is erecting a cement block 
building, 40x60 feet, on Howard street, 
which it will occupy about Dec. 1 with 
a wholesale and retail baking business.

Hopkins—F. C. Wralten has formed 
a copartnership with C. Lloyd Brack
ett, of Allegan, and taken over the 
poultry and egg business of Cramer 
& Co. and will continue the business.

Wexford—Blackhurst & Connine has 
sold their hardware stock to Sprague 
Pratt and Wm. J. Rennie, both of 
Traverse City, who will continue the 
business under the style of the Wexford 
Hardware Co.

Saginaw—Miss Laesch, her brother 
and Henry Wolf have formed a copart
nership and engaged in the grocery busi
ness at the corner of Park street and 
Lapeer avenue under the style of the 
Model Grocery.

Dowagiac—William Cory has sold 
his interest in the grocery stock of 
Smith & Cory to Mathew Carlisle 
and the business will be continued at 
the same location under the style of 
Smith & Carlisle.

Hastings—W. L. Hogue has sold 
his stock of general merchandise to 
W. J. Hanna, recently engaged in the 
bazaar business at Ludington who 
has taken possession and will con
tinue the business.

St. Johns—Wm. E. Eldridge, who was 
born on section 30, Bengal, and has lived 
there all his life except two years, has 
rented his farm to A. O. Kellogg, of

Monroe Center, Illinois, and will soon 
remove to Fulton, where he will en
gage in the banking business.

Grayling—The State of Michigan has 
in numerous instances profited by the 
liberality and public spirit of wealthy 
lumbermen in the gifts of libraries, 
parks and other public benefactions for 
the use of the people of the State. The 
latest example of this kind is the dona
tion by R. Hanson, of this place, of 75,- 
000 acres of land which has been offered 
to the Michigan National Guard for an
nual encampments* and for the purposes 
of a great public park and game pre
serve. The State military board has 
just inspected this tract, which is varied 
in topography, including a beautiful 
lake, high hills and valleys, partly wood
ed and partly open country, abounding 
in game. At the last session of the 
Legislature a bill was passed creating 
a commission to secure a site for a per
manent camp for the National Guard, 
and several sites have been looked over, 
but the property donated by Mr. Han
son is pronounced by far the most suit
able which has been examined. It 
reaches within two miles of Grayling 
and lies three miles north of a State 
forest preserve containing 36,000 acres. 
Mr. Hanson’s offer has not yet been 
formally accepted by the State, but un
doubtedly will be inasmuch as no condi
tions are imposed.

Manufacturing Matters.
Three Rivers—The Kirsch Manu

facturing Co., manufacturer of special
ties, has changed its principal office 
to Sturgis.

Detroit—The Monroe Body Co., 
manufacturer of automobile bodies, 
has decreased its capital stock from 
$500,000 to $42,000.

Kalamazoo—The Gibson Mandolin 
& Guitar Co. has outgrown its plant 
on Harrison court and is building a 
$20,000 factory on Parsons street.

Detroit—The Green Seal Cigar Co. 
has been incorporated with an author
ized capitalization of $1,000, of which 
$500 has been subscribed and paid in 
in cash.

Frankfort—The Frankfort Milling 
Co. has merged its business into a 
stock company under the same style, 
with an authorized capital stock of 
$t 0,000, which has been subscribed, 
$5,000 being paid in in cash and $5,000 
in property.

Lansing—The Lansing Harrow Co. 
lias been organized to manufacture 
and sell agricultural implements and 
machinery, with an authorized capital 
stock of $20,000, which has been sub
scribed, $155 paid in in cash and $10,- 
000 in property.

Farwell—The Farwell Creamery Co., 
which has been doing business here for 
many years, has failed for $20,000. R. 
J. Powell, owner and manager of the 
business, will engage in the creamery 
business at Clare under the style of the 
Farmers Creamery Co.

Detroit—The American Nut Pro
ducts Co. has engaged in business to 
manufacture and sell all products 
which can be manufactured and sold 
by machine shops, with an authorized 
capital stock of $3,500, all of which 
has been subscribed and paid in in 
cash.

Port Huron—Watson Bros., plumb
ers, have merged their business into 
a stock company under the style of 
the Robert Watson Plumbing Co., 
with an authorized capital stock of 
$20,000, which has been subscribed, 
$800 being paid in in cash and $19,200 
in property.

Detroit—A new company has been 
incorporated under the style of the 
Farlinger Manufacturing Co. for the 
purpose of manufacturing and dealing 
in automobile parts, accessories and 
equipment, metal stamping, die and 
tool works, with an authorized capital 
stock of $30,000, of which $15,080 has 
been subscribed and $3,000 paid in in 
cash.

Kalamazoo—Plans have just been 
completed for a new factory and an 
office building for the William Shakes
peare, Jr. Sporting Goods Co., to be 
erected at the interesecion of Pitcher 
street with the Michigan Central Rail
way, on the property formerly used by 
Dewing & Son for storing surplus lum
ber. The estimate cost of the two 
buildings is $30,000, and they will cover 
35,000 square feet of ground. Work on 
the buildings will be started in a few 
days.

Clio—The plant of the Clio Manu
facturing Co., was damaged by fire Nov.
5 to the extent of about $10,000. The 
blaze broke out during the noon hour 
and is supposed to have been caused by 
spontaneous combustion. The company 
manufacturers tables, wastebaskets and 
clothes hampers, and the plant has been 
running night and day for the last few 
weeks. Thirty men are temporarily 
thrown out of employment as a result 
of the fire. The loss is partially cov
ered by insurance of $4,500.

Discuss Plans for Reaching Patrons.
Kalamazoo, Nov. 5—A good represen

tation of the retail membership of the 
Commercial Club met recently to dis
cuss the establishment of a mail order 
business for the local merchants with 
the inauguration of the parcels post Jan
uary 1. Various plans were presented 
as to the best means of reaching the 
people in the territory in and about 
Kalamazoo, but no definite action was 
taken in regard to the matter.

J. Charles Ross was appointed chair
man of a committee, of which he is to 
choose the members, to look over the 
field and the various methods of cover
ing the territory. After investigation 
the plans will be presented to the Club 
for action.

An increased trading service over the 
M. U. T. lines into Kalamazoo was also 
discussed with a view of securing bet
ter service for local patrons from those 
places. A plan was suggested that the 
city lines furnish special cars at stated 
times for the accommodation of the 
shoppers from these places in order to 
facilitate getting to and from the city.

A Ferry correspondent writes: A. J. 
Kellogg has secured a position with the 
Indiana Silo Co. to represent it in the 
western half of Michigan. He will have 
his headquarters in Grand Rapids.

Q. B. Stout, general dealer at Alba: 
“I cannot get along without the Trades
man.”

No man is an optician just because 
he makes a spectacle of himself.
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The Produce Market.
Apples—Wealthy, Wolf River and 

Baldwins command $2.75 per bbl. Spys 
and Snows fetch $3 per bbl.

Bananas—$3.25 per 100 lbs.
Beets—60c per bu.
Butter—The consumptive demand con

tinues good and receipts are cleaning up 
every day. The market is firm at prices 
unchanged from last week. The quality 
of the present production of butter is 
fully up to the standard for the season 
and the outlook is for a continued ac
tive consumptive demand. If any 
change it is likely to be a slight advance. 
Creamery extracts are now held at 31c 
in tubs and 32c in prints. Local dealers 
pay 25c for No. 1 dairy grades and 21c 
for packing stock.

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

grown.
Cranberries—$7.25 for Early Blacks 

and $8.75 for Late Howes. Wisconsin 
stock has not yet put in an appearance, 
but is expected shortly. The demand so 
far has not been very satisfactory, which 
is said to be due to the warm weather. 
Wholesalers are looking for an active 
business with the arrival of cold weath
er, as prices are considered reasonable.

Chestnuts—18c per lb. for Michigan 
sweets.

Crabapples—$1.25 per bu. for Siberian 
or Hyslips.

Eggs—The consumptive demand for 
new laid eggs is good, and receipts are 
very light. The market is firm. Storage 
eggs are moving slow and stocks are 
larger than usual. The market for stor
age stock is only fair. Local dealers 
pay 26c for fresh, loss off.

Egg Plant—$1.50 per doz.
Grape Fruit—$3.25 per crate for 54s, 

64s or 80s. Receipts from Florida are 
increasing and the quality is much bet
ter than some time ago. Prices for the 
time of year are low due to the enor
mous crop in prospect.

Grapes—California Tokey, $1.25 per 
crate of 40 lbs. Malaga, $3.75@4.50 per 
keg of 50 to 60 lbs.

Honey—20c per lb. for white clover 
and 18c for dark.

Lemons—The price has advanced to 
$6.50 per box on California.

Lettuce—Southern head, $2 per bu.; 
hot house leaf, 10c per lb.

Onions—Spanish are in fair demand 
at $1.50 per crate; home grown com
mand 40@50c per bu. Country buyers 
are paying 28@30c.

Oranges—$4@4.25 for Valencias.
Pears—Kiefers, 75c per bu.
Pickling Stock—Onions, $1.25 per % 

bu. box.
P o ta to e s — C o u n try  b u y e rs  a r e  p ay in g

28@32c at outside buying points. Local 
dealers quote 40c per bu. in small lots.

Poultry—Local dealers pay 10c for 
springs and fowls; 6c for old roosters; 
8c for geese; 10c for ducks; 14c for 
turkeys. These prices are for live- 
weight. Dressed are 2c higher.

Quinces—$1.75 per bu.
Squash—$1.50 per bbl. for Hubbard.
Sweet Potatoes—$2.25 for Virginias 

and $4 for Jerseys.
Veal—6@10J4c according to the qual

ity.

Third Re-union of Old Guard.
Detroit, Nov. 5—The Veteran Trav

eling Men’s Association will hold its 
third annual re-union on Friday, Dec. 
27, at Hotel Cadillac, followed by a 
dinner at 6 p. m.

Samuel Rindskoff, Sec’y-Treas.

Kalamazoo Gazette: The Executive 
Committee of Post K, Knights of the 
Grip, held a meeting Monday afternoon 
to formulate plans for the entertainment 
of the annual convention of the Michi
gan members of the order and the vis
itors are promised one of the most elab
orate receptions ever afforded a State 
convention in Michigan. The Michigan 
Knights of the Grip will meet in Kala
mazoo in their annual convention on 
December 28 and 29. This city had the 
honor of entertaining the gathering in 
1898 and gave the boys a reception that 
has been the talk of the order ever since. 
This time, however, Kalamazoo expects 
to far outdo its efforts of former years 
and to throw into the shadow the re
ceptions afforded the order by other 
cities in the past few year. Since the 
last meeting of the State organization, 
Post K has been busy making plans for 
entertainment of the big gathering along 
various lines and some of the most 
unique stunts are promised.

David A. Drummond (Brown & 
Sehler Co.,) who successfully intro
duced the Winner tile Machine about 
six months ago, has now under
taken the exploitation of the Kettles 
electric tire filler, for which he has 
secured the exclusive sale in Michi
gan. Mr. Drummond is exceedingly 
fortunate in securing the sale of so 
valuable an invention which promises 
to add very materially to his bank ac
count.

Fremont Times: W. S. Purcey, of 
Fennville, traveling representative for 
the Star Watchcase Co., of Ludington, 
met with quite a misfortune last week 
on his way to Fountain. Some one 
on changing cars at Baldwin picked up 
Mr. Purcey’s grip, containing $600 
worth of lockets and several gold 
watches with complete movements.

The Grocery Market.
Sugar—Weakness characterizes the 

market for both raw and refined, but 
no change in price has occurred. Re
ports from the beet sugar districts are 
to the effect that crops are large. This 
with-the large yield of sugar beets in 
Europe and cane in Cuba, will, it is 
thought, mean cheap sugar during the 
coming Winter. Quotations of the past 
week are fully l^ c  per pound below 
prices of a year ago. Some accumula
tions are shown now as the receipts are 
increasing and the consumption decreas
ing.

Tea—The Japan market remains 
unchanged and firm, notwithstanding 
the effort to force lower prices in 
Japan by foreign buyers. All grades 
are now in and marketed. China 
Greens have been selling well at 
prices well maintained. Congous are 
easier and some very good values 
have sold cheap. The market in For
mosa Oolongs is dull and without 
note. Ceylons and Indias show more 
life than any other teas, tippy Orange 
Pekoes advancing from l@3c. The 
market is steady, with prospects of 
good winter trade.

Coffee—The war in Turkey will cause 
some financial disturbance, and it seems 
to be believed that this may indirectly 
cause unloading by the coffee interests, 
who are peculiarly susceptible to finan
cial influences. It is possible to buy 
Rio and Santos coffee % c cheaper than 
a week ago. The demand does not seem 
to be affected. Milds have not shared 
in the weakness and are steady to firm 
and in moderate demand. Java and 
Mocha are unchanged and quiet, Mocha 
apparently tending higher.

Canned Fruits—Gallon apples are still 
cheap, but not meeting with very good 
success from the trade, as green apples 
are plentiful and prices reasonable. 
California canned goods are coming 
forward, very much delayed. The de
mand from first hands is nil. Small 
staple Eastern canned goods unchanged 
and quiet. A large consumption has 
been looked for in canned fruits on ac
count of prices being quite reasonable, 
but as yet it has not developed.

Canned Vegetables—The market on 
tomatoes holds firm after the advance 
of 5c per dozen of a week or ten days 
ago, and if the reports coming from all 
tomato growing sections are to be de
pended upon, prices will be much higher 
than they are at the present time. Gal
lon tomatoes show a much greater ad
vance than any other size. There seems 
to be plenty of poor peas to be had, but 
wholesalers are unable to find sufficient 
stocks of standards to fill their orders, 
and prices are sure to be high during 
the coming season. There is a little 
more life in canned corn than during 
the past four or five months, thought 
to be caused by a light pack in both 
Maine and New York, bringing buyers 
from that section to come West for their 
supplies. Recent reports state that the 
pack in Minnesota is smaller than last 
year, and even with the large carry-over 
it is possible that the trade will take 
care of supplies at present prices.

Dried Fruits—The apricot crop was 
not as large as at first reported, and 
prices are quite sure to advance, as 
opening quotations were exceptionally

low. There has been only a fair de
mand for both peaches and apricots, but 
prices are not expected to go any lower. 
Prunes have declined until they have 
reached about the average price quoted 
previous to the past two years. New 
prunes arriving have been commanding 
a premium of fully a half cent per 
pound. New dates and figs are arriv
ing and selling at practically the same 
price as at the opening of the 1911 
season. Peaches are selling moderately 
at unchanged prices. Sultana and 
Thompson seedless raisins have devel
oped considerable firmness, and prices 
on the coast are possibily Y2c higher, 
owing to speculative movements on the 
coast. Currants are unchanged on this 
side, but the outlook is firm, particularly 
on spot, owing to the difficulty of get
ting vessels on the other side. This is 
due to the war troubles. Other dried 
fruits are dull and unchanged.

Syrups and Molasses—No change in 
corn syrup. Compound syrup is quiet 
and steady. Sugar syrup is not wanted 
except for mixing, and molasses is also 
quiet at ruling prices. The first barrels 
of new cane reached New Orleans dur
ing the week.

Cheese—The market holds very firm 
after the recent advances and it would 
seem that the retailer must realize that 
prices are up to stay, as the wholesaler 
has had a great deal of difficulty during 
the past month in obtaining sufficient 
supplies. The demand has been decreased 
some by prices reaching such a high 
point for the time of year.

Fish—Cod, hake and haddock are quiet 
and unchanged. Domestic sardines are 
exactly where they were a week ago with 
a light demand. Imported sardines 
quiet but firm on account of scarcity. 
Salmon are unchanged and moderately 
active. The market for all varieties of 
mackerel remains unchanged from a 
week ago with a fair demand.

Provisions—Smoked meats are steady 
and unchanged. Pure lard is steady at 
a decline of Ŷ c, with a fair consumptive 
demand. Compound lard is steady and 
unchanged; consumptive demand good. 
Barreled pork is firm and if there is 
any change it will probably be a slight 
decline. Dried beef is in good con
sumptive demand at unchanged prices. 
Canned meats unchanged and dull.

Beans W eaker Them a W eek Ago.
Price of beans has eased off consider

able during the past week. Many of 
the grocers have received their first 
lots of new beans and are now out of 
the market. Shipments are being made 
mostly in less carlots on account of car 
shortage and this seems to fit the situa
tion very nicely, as buyers are taking 
nothing except for their actual needs.

Farmers have so far been free sellers 
and have been able to get a fair share 
of their holdings into the elevators at a 
good price and now the elevator man 
is having his troubles to break even on 
some of his purchases.

There is little better demand for Red 
Kidney beans and other varieties, but 
they are not being taken at any ad
vanced price. E. L. Wellman.

Samuel J. Cook, who conducts a sec
ond-hand store at 1200 Front avenue, 
has sold his stock to Rudolph J. Victor 
for $125.

mailto:3.75@4.50
mailto:4@4.25
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Clearings One-Fifth Greater Than a 
Year Ago.

The hank clearings for October 
reached the very handsome total oi 
$15,085,162.70. Only one month in the 
history of the clearing house has 
shown a larger total and that was 
last March, when the clearings were 
about $150,000 greater. The total to 
date this year is $136,508,051.29, which 
represents an increase of about 20 
per cent over the corresponding period 
last year. The total up to the end 
of October is only two and a half 
million short of the total for the en
tire year of 1911, about half that short 
of the total for 1909 and is far ahead 
the total for any year previous to 
1909. The clearings this year have 
been running very steadily at high 
figures. This has been due in part to 
the greater activity in trade and manu
facturing, partly to the growing im
portance of Grand Rapids as the 
financial base of Western Michigan 
and in part to the fact that this is 
the center for some of the big deals 
in utility enterprises that have been 
put over the past year. The United 
Light and Railways Co. carries a very 
substantial balance in the loc'al banks 
and some of its important deals have 
been put through the Grand Rapids 
banks. The American Public Utilities 
Co. makes Grand Rapids its financial 
headquarters and some of its deals 
have helped swell the total. The Com
monwealth Power, Light and Railway 
Co. and its subsideraries have head
quarters in Xew York, but some big 
checks have gone through the Grand 
Rapids banks to their accounts.

There has been a good demand the 
past month for foreign exchange, an 1 
most of it has been on London. The 
Grand Rapids colony of Greeks has 
been sending money home to help 
along the war against the Turks and 
their remittances have for the most 
part been in the form of drafts on 
London, as banking facilities in their 
native land just now are somewhat 
unsettled. This city has a consider
able colony of Greeks and very few 
among them are in circumstances that 
could be called “comfortable,” but they 
are patriotic and are digging up the 
coin to a surprising degree. The re
mittances have been in amounts from 
a few dollars to $500 or more, and for 
a time the amounts sent averaged 
$1,000 a day. There are also a few 
Turks in town and it is said they have 
made up a purse of $5,000 to send to 
their government to help it in its 
day of trouble. This is a considerable 
amount for a small and not wealthy 
colony to contribute and it is possible 
some discount should be made but 
even a small contribution would show

a patriotic purpose. The Syrians are 
also contributing to the cause and it 
is said their contributions are to help 
give the Turks the trouncing of their 
lives, which is not at all surprising 
considering the treatment the Turk
ish government has always extended 
them.

The Greeks in this city do their 
banking mostly at the Fourth and the 
Old National. The Syrians do their 
banking at the same places and also 
at the Monroe avenue branch of the 
Kent State. The Grand Rapids Na
tional City handles most of the ac
counts of the local Chinese, and their 
aggregate accounts, it is said, are 
something very substantial. The 
Kent State has the big end of the 
Holland patronage and has also a 
large Polish account. The old Kent 
Bank, in the days of J. A. S. Verdier 
was the first to specially cultivate the 
foreigners, but now' all the banks go 
after this trade with clerks who can 
speak to almost any customer in his 
native tongue. German, Polish, and 
Holland are spoken in all the banks 
and some of them have clerks who can 
hand out enough Italian, French or 
Lithuanian to do ordinary business.

The conference of the bankers in 
the seven counties in Southwestern 
Michigan, held at Kalamazoo last 
week to consider the matter of inter
est to be paid on deposits, was not 
conclusive, but another will soon be 
held when it is expected results will 
be reached. The purpose is to se
cure the adoption of a uniform rate 
in these counties thereby doing away 
with an undesirable form of competi
tion between banks in the same town 
and between different towns. The 
Grand Rapids plan for paying 3 per 
cent, on book accounts and short time 
certificates and 3^2 per cent, on cer
tificates left for a year is favored. 
Many of the banks are now paying 
4 per cent, on three months and it 
is urged with such a rate there is 
not enough margin for safety to say 
nothing of profits for the banker. If 
the banks in Kalamazoo district agree 
on a uniform rate it is likely the effort 
w'ill be made in other sections of the 
state to bring the rate down to one 
that will give the bankers some profit 
on their business.

Mahlon Smith has been promoted 
from Discount Clerk to Assistant 
Cashier for the Grand Rapids Nation
al City Bank to succeed John Benja
min, recently elected cashier. Mr. 
Smith was for eleven years with the 
National City Bank before the con
solidation and his promotion comes

as a recognition of long and faithful 
service.

Certificates of deposit issued by the 
local banks and by most other banks 
as well give notice to the holder that 
interest will cease at the end of a 
year from date. This is a clause that 
is not very rigorously enforced, how
ever. If the holder of a certificate 
fails to present it for renewal it is 
customary to allow interest for all 
full months after the date of expira-

Merchant’s Accounts Solicited 
Assets over 3,000,000
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tion. If certificates remain outstand
ing long enough to warrant a sus
picion that the holder has forgotten 
that he ever made a deposit or that 
the certificate has become lost it is 
customary for the banks to send out 
notices to either the depositor or his 
heirs. This city has not much of a 
transient population and it is rarely 
that money is long left unclaimed, 
but in sea ports the unclaimed funds 
become an important item.

The Grand Rapids Credit Men’s 
Association has a couple of bills for 
presentation in the next Legislature 
which will be almost of as much in
terest to the bankers as to the credit 
men. One of these bills is to require 
the filing of chattle mortgages at the 
county seat instead of with the clerk 
of the township in which the maker 
of the mortgage may be doing busi
ness. This bill has been before the 
Legislature two or three times, backed 
by the Detroit credit men and has 
never gone much beyond the commit
tee pigeon hole. The Grand Rapids 
credit men will back it this time and 
it is hoped that action will be secured. 
Under the present system the town
ship clerk may be located anywhere 
within a six mile square area and not 
only may he be hard to find but very 
rarely has any system of doing busi
ness or security to offer for the safe
keeping of a mortgage until too late 
for the protection of their interests. 
Requiring the filing with the county 
clerk will do no injustice to any honest 
debtor and then there will be only 
one point in a county that creditors 
will have to watch to insure getting 
a fair deal. Another proposed bill 
relates to checks drawn upon a bank 
without sufficient funds deposited for 
their payment. At present the man 
who accepts a check in payment for 
a bill does s'o at his own risk. If 
there are no funds to meet the check 
the man who accepts it is the loser 
and the giver of the check can laugh 
at him, with nothing to fear from the 
law. The bill which the credit men 
will ask to have enacted will make it 
a fraud, with penalties attached to 
give a check without making it good 
at least a week thereafter. This bill, 
if enacted, will give the banks a stick 
over those who more or less habitual
ly overdraw their accounts. The over
draft fiend will have the prospect of 
criminal prosecution the minute the 
banks cease to be good natured and 
this prospect may make them more 
conservative in handing out their 
checks. These two measures are 
sound in principle and will prove no 
hardship to honest men. There ought 
to be no great difficulty in securing 
their enactment and the bankers 
might well throw their influence in 
their favor.

Too Late.
Promoter—Can you tell me the 

address of the man who wrote this 
here book called “Arabian Nights 
Tales?”

Librarian—Not on earth any more.
Promoter—Too bad. I wanted to 

get him to write a prospectus for my 
new mining Proposition.

Will Not Cut the Melon—Yet.
The directors of Sears, Roebuck & 

Co. have declared the usual quarterly 
dividend of 1%. per cent., representing 
an annual’ earning of 7 per cent. The 
actual earnings of the stock are vastly 
more than that. “New York,” says a 
financial writer, “keeps sending out 
reports intimating that the big mail 
order concern is getting ready to cut 
melons of various kinds.” Vice-Presi
dent Loeb denied these reports. So the 
stock holders will have to wait a little 
longer for the melon and be content 
with the measly 7 per cent, on their 
money—a return alone that most of us 
would be glad to get.

However, when the melon is cut, it 
will be a dandy; and the longer the 
cutting is delayed the sweeter and big
ger it will be. This same writer says 
in the Chicago Inter Ocean: “This 
year it is figured that the net earnings 
will be around $8,000,000. This conclu
sion is reached on the fact that Sears’ 
net profits to gross last year were 
around 10y* per cent, and, if the pres
ent year’s profit margin is approximate
ly as good on the volume of business 
estimated, the net results should be 
about as given.”

Sears, Roebuck & Co. are apparently 
not yet ready to confess to the country 
how enormous their profits are. But, 
this writer says, “It is evident from 
these figures that Sears, Roebuck di
rectors are not retarded by any action 
involving a more liberal dividend on the 
common shares as a result of the earn
ings position.”

This net profit of 10J  ̂ per cent, is 
over everything—high salaried officers, 
expensive improvements and valuable 
city real estate. The local merchant 
works without salary as a rule, seldom 
charges against his business his prop
erty investment, and has to worry along 
with half the profit of the mail order 
house. But he is close to the consumer. 
He must give quality as well as price, 
must furnish accommodation as well as 
goods and must help bear the town’s 
burdens.

Influence and Example.
Every community ought to exemplify 

the enterprise and energy of its most 
progressive citizens. The wide-awake 
citizen ought to see the importance of 
devoting a share of his itme to the 
public service in aid of his community.

Public spirit characterizes the modern 
successful business man. He realizes 
that he is indebted to the community 
in which he has attained his success, 
and that the best and most practical 
method of meeting his obligation to the 
community is to take an active interest 
in community affairs.

Activities of the disreputable ele
ments in' any community are in inverse 
proportion to the indifference of the 
respectable citizens. The effect of good 
example is sanitary in the community 
as well as in the family.

Moreover, when the citizens of wide 
influence—the bankers and merchants— 
take active part in community develop
ment the less influential are easily in
duced to do likewise, for they can be 
made to see that their aid and influence 
are important. Though their sphere of 
influence is less extensive their voice 
and example are potent, perhaps more

so than their more prosperous neighbors 
would be in the same sphere.

No one’s interests are too small to 
warrant engaging in the work of com
munity building. The great strength of 
the American army is said to be due 
to the fact that each soldier is an officer. 
So when each and every citizen is work
ing in community building nothing can 
long retard its progress.

A pretty young girl said to a wom
an of eighty, who still attracted all in 
spite of her snowy hair: “Tell me the 
secret of your power, and teach me to 
fascinate people as you do.” “My child,” 
was the gentle response, “remember 
just this,—in the alphabet of charm 
there is no such letter as I : it is all 
you.” Here is a hint that every girl 
can well take to heart.
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WOODROW WILSON’S OPINION.
You know what the usual standard 

of the employe is in our day. It is 
to give as little as he may for his 
wages. Labor is standarized by the 
trades union, and this is the standard 
to which it is made to conform. No 
one is suffered to do more than the 
average workman can do. In some 
trades and handicrafts no one is 
suffered to do more than the least 
skillful of his fellows can do within 
the hours alloted to a day’s labor and 
no one may work out of hours at all 
or volunteer anything beyond the 
minimum. I need not point out how 
economically disastrous such a regu
lation of labor is. It is so unprofitable 
to the employer that in some trades 
it will presently not be worth his 
while to attempt anything at all. He 
had better stop altogether than oper
ate at an inevitable and invariable 
loss. The labor of America is rapidly 
becoming unprofitable under its pres
ent regulation by those who have 
determined to reduce it to a minimum. 
Our economic supremacy may be lost 
because the country grows more and 
more full of unprofitable servants.

[From baccalaureate sermon at 
Princeton University. June 13, 1909.]

CROWD W EL L  HANDLED.
The State teachers’ convention last 

week was a great success and the 
easy way the crowds were handled 
ought to re-assure Grand Rapids as to 
its ability to take care of a crowd 
when a real effort is made to do so. 
The total enrollment for the conven
tion was 6,958, of which about 6,000 
was of teachers from out in the State. 
Not only was this multitude cared for 
without trouble, but as many more 
could have been accommodated had 
the necessity for it arisen. The reason 
that the week passed of so easily and 
pleasantly was that the Association 
of Commerce took the proper steps 
in advance to make smooth sailing 
certain. It was known approximately 
how many teachers would come. A 
canvass of the city was made for 
rooms in private houses where teach
ers would be received at the fixed 
rate of $1 a day, without board, and 
25 cents for breakfast if breakfast 
should be desired. The teachers were 
notified to register in advance and 
about 5,000 did so, and as rapidly as 
the names came in assignments to 
quarters were made and each teacher

who registered received by mail her 
credentials, tickets for the entertain
ments, badge and her room assign
ments with careful directions as to 
what car to take to reach the house. 
When the teachers arrived all they 
had to do was to go direct from the 
station to the house and they were at 
home for the week and in many in
stances they were treated as members 
of the family.

The success in taking care of the 
teachers might suggest to the Asso
ciation of Commerce the adoption of 
something like the same plan for the 
accommodation of the furniture men 
until the new hotel solves the problem 
of caring for the strangers within the 
gates. It is very certain that there 
will be a severe congestion during 
the January sale unless the Associa
tion of Commerce takes steps to pre
vent it. No enlargement has been 
made in the hotel accommodations, 
as compared with a year ago, and the 
indications are that the attendance of 
buyers and sellers will be larger. A 
list both of sellers and buyers can 
easily be procured and if the Asso
ciation of Commerce would notify 
them in advance, as the teachers were 
notified, that accommodations would 
be procured for them at private 
houses, there is little question but that 
many of them would be glad to avail 
themselves of the opportunity of se
curing comfortable quarters during 
their semi-annual visit to town, in
stead of taking chances on being pack
ed eight or ten in a room on cots. 
The furniture men, of course, are not 
in the same class with the teachers 
and it is unlikely that as many homes 
would be opened to them, but a sys
tematic canvass would develop enough 
to insure the furniture men comfort
able and conveniently located quarters 
while they are here. The Association of 
Commerce made an effort to find quar
ters for the furniture men during the 
July sale, but it was a failure because 
the list of houses that would receive 
the strangers was left with the hotels 
and only those who balked on being 
sardined were sent outside. Instead 
of leaving it to the hotels, whose in
terest is to get as many guests into 
a room as possible, the Association 
of Commerce should take the matter 
in its own hands and, profiting by it.- 
success in caring for the teachers, use 
much the same methods. The Asso
ciation has two months in which to 
work out a plan and, for the benefit 
of the city, should get at it without 
delay.

It is well to acquire a habit of analyz
ing every problem that confronts you: 
the single stick may be readily broken, 
but taken in a bunch it resists your 
strongest efforts. . The application of 
this principle is almost without end. 
By it you may grasp the fundamentals 
or details of a complicated business, im
prove your merchandise, work out in
ventions, solve perplexing business 
problems, develop opportunities, beget 
foresight, overcome faults—in short, 
you may progress rapidly and surely 
along any desired line.

E LL IS AS A HUM ORIST.
The carpenters and joiners union, 

which conducted the strike in this 
city in the summer of 1911 which 
resulted so disastrously for the dupes 
of the union, held a national conven
tion at Washington two or three 
weeks ago and Mayor Ellis visited 
the convention while it was in session 
and invited the organization to hold 
its next annual meeting in Grand 
Rapids. He did this on his own voli
tion, knowing all the time that' the 
invitation would not be accepted or 
even considered for a moment. In 
the first place, the organization spent 
$125,000 in conducting the strike here 
and has received little if anything in 
return and never will, because Grand 
Rapids will never be a union town 
in the ordinary meaning of the term. 
Furthermore, the delegates to such 
a convention insist on going to a 
large city, where the opportunities for 
free drinks and free frolics are greater 
and where they can spend their money 
among their friends. Under no cir
cumstances would they expend sever
al thousand dollars in coming to a 
town that had thrown them down as 
Grand Rapids did in the summer of 
1911.

Being something of a humorist and 
seeing an opportunity to curry favor 
with the powers of darkness and dis
aster, Mayor Ellis suggested that the 
furniture manufacturers extend an in
vitation to the union. Of course, they 
demurred, because they have had 
enough experience with the carpen
ters and joiners union to last them a 
life-time. Then he suggested that the 
Association of Commerce extend the 
invitation, but that organization very 
politely ducked and refused to be 
wheedled into a controversy of that 
character. He succeeded in getting 
William Alden Smith to write a letter, 
although Senator Smith now probably 
realizes that in doing this he placed 
himself in a position of antagonism 
to the city and its best interests. Then 
Mayor Ellis journeyed to Washington 
and extended the invitation himself, 
so that he might be able to say later 
on that he was anxious to secure the 
convention for Grand Rapids, even 
though he might be refused co-opera
tion by the furniture manufacturers 
and the Association of Commerce.

Mayor Ellis is still repeating his old 
lie regarding the Brunswick-Balke- 
Collender Co.’s factory not locating 
here. But for Mayor Ellis and a few 
fool aldermen, Grand Rapids would 
now have an enormous factory con
ducted by the Library Bureau. This 
is only one instance of the pernicious 
activities of Mayor Ellis in undertak
ing to traduce the good name of the 
city and make it ridiculous in the 
eyes of the people.

The local merchants, in their will
ingness to boost the land and apple 
show which comes next week, are 
making a liberal use of apples in their 
window displays. These displays are 
so pleasing to the eye, attract so much 
attention and are so effective in every 
way that they ought to suggest a 
larger use of fruits and flowers in 
season. Apples are so beautiful in 
color, take such a brilliant polish and

make such a direct appeal to popular 
favor that they may be peculiarly suit
able for window display purposes. 
But could not strawberries, raspber
ries, cherries, plums, pears and peaches 
in their season be arranged so at
tractively that everybody passing 
would stop to look and admire? And 
then there are the flowers—do the 
merchants make as large use of them 
as they might? One of the most 
attractive windows on Monroe avenue 
has its daily bouquet of seasonable 
flowers, beginning with crocuses in 
the spring and going right through 
the floral gamut to chrysanthemums 
in the fall, and following them with 
flowers from the hot house. Many 
passers-by pause before this window 
almost as a matter of habit to receive 
the cheer which the flowers give them. 
Flowers and fruits are always beauti
ful, their arrangement is easy and they 
give a touch to a window trim which 
nothing else can bestow. Window 
trimmers might well study their pos
sibilities.

The weather in Europe during the 
crop season was phenomental, and 
the most discouraged body of agri
culturists in the world are the farm
ers of Great Britain. The rainy sea
son began in the midst of the hay 
harvest, and when the wheat and oats 
were almost ready for the reaper. 
Thousands of acres of cut and cocked 
hay were under water for weeks to
gether and were entirely ruined, while 
the more fortunate ultimately were able 
to stack hay that can serve little good 
aside from its use as bedding. Where 
wheat and oats were cut they sprout
ed in the field, while in other instan
ces the standing grain, broken down 
by the weight of the incessant rains, 
rotted in the fields. Potatoes were 
also badly effected by the wet weather 
and the lack of sunshine; and turnips, 
the mainstay of sheep husbandry, 
were also damaged. The farmers of 
Great Britain are therfore in a bad 
way, and a great many will need help 
to tide them over the winter and car
ry them through to another harvest. 
Conditions similar, though not so 
disastrous, prevailed in France and 
Germany, where the crops are partial 
failures in consequence.

The process of elimination insures a 
selection which is self-evident and final. 
By discarding those elements that are 
less than the best, only the best can re
main. In selecting printing paper, for 
example, you readily reach a conclusion 
by discarding the samples which are 
too heavy, too light, too expensive, too 
cheap, too rough, too smooth, and so 
on. By thus removing the possibility 
of a doubt a wholesome assurance is 
gained which wakens a greater energy 
and gives freedom to procedure. In 
buying a carload of paper you feel no 
hesitancy if you have considered every
thing of the kind in the market. Tha 
application of the principle is unlim
ited; it determines the size, form, color, 
pattern, quality, method, time and 
price. It is the last word on mooted 
points; and its use in reaching a con
clusion cannot be too strongly urged 
as a factor in business progress.
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SUCCESSFUL SALESMAN.

E. A. Welch Sales Manager Michigan 
Motor Car Co.

Eugene A. Welch was born in Boston, 
Mass., April 14, 1862. His father and 
mother were both natives of Ireland. 
He was the sixth child in a family of 
seven, four of whom are still living. 
When he was 4 years old the family re
moved to Kalamazoo, where he attended 
the parochial and public schools. He 
left school at an early age to take a 
clerkship with Nathanson & Schuster, 
where he learned the grocery business 
thoroughly. At 20 years of age he was 
receiving $100 a month and when he left 
the firm, after eleven years of continu
ous service, he was head clerk and pos
sessed a knowledge of the business which 
added very greatly to his value, both 
to his employer and himself. The next 
two years were spent as traveling sales
man for J. Bader & Co., wholesale to-

bacco dealers at Kalamazoo. He covered 
parts of Michigan and Indiana 'and 
achieved success as a traveling salesman. 
He then engaged in the retail grocery 
business in Kalamazoo, buying out J. E. 
Doyle, at the corner of Main and Rose 
streets. He subsequently removed to 
South Burdick street and took in as a 
partner E. B. Russell. The business was 
continued under the firm name of Welch 
& Russell and the store is still in ex
istence under the management of Mr. 
Russell. In 1899 Mr. Welch was com
pelled to go to California on account of 
his wife’s health. While there he formed 
the acquaintance of J. R. Newberry, who 
conducted twenty-eight retail grocery 
stores in Los Angeles and is the largest 
handler of merchandise at retail on the 
coast. Mr. Newberry promptly engaged 
him as manager of his principal store, 
located on Spring street. He would 
probably have retained this association 
for some years but for the death of his 
wife in the spring of 1900. He then re
established his residence at Kalamazoo 
and for eighteen months covered the 
jobbing trade of Iowa for Dwinell- 
Wright Co., of Boston. Eight years ago 
he transferred himself to the then new 
coffee house of Clark, Coggin & John
son, of Boston. His territory included 
Michigan, Ohio, Indiana, Illinois, Iowa, 
Missouri and Western Pennsylvania. He 
covered the jobbing trade exclusively. 
Last week Mr. Welch made another 
change and that was to take the position 
of Sgjps JS/fanager of rthp Michigan Motor

You Are Hurt
By anything that takes men and 
money out of your community and 
leaves no equivalent in their place.

By any influence that teaches the 
younger generation to look else
where for opportunities.

By the decadence of local pride that 
permits any man to say. ‘‘This is a 
dead town.”

What Are 
You Doing 
About It?

Are you an idle spectator, letting 
things go to ruin around you, or 
have you rolled up your sleeves and 
begun the fight for new life?

Are you “putting it off till to-mor
row” or are you doing it this week 
because there never will be a better 
time?

Are you a believer in prosperity?
If so, just nail these questions on 
the front door as a reminder that 
you can’t afford to let a day go by 
without taking a good sound whack 
at some fellow who is trying to 
undermine your community. You 
will find plenty of heads to hit, and 
remember

It’s a Just Cause

Car Co., which will compel him to trav
el, more or less, in the territory west of 
Pittsburgh and east of Omaha.

Mr. Welch was married in 1883 to 
Miss Mary Owens, of Medina, N. Y. 
She died in 1900, leaving four children, 
now all grown up. Albert, the oldest, 
has been head roaster for Clark, Coggin 
& Johnson for six years. Clarence is 
Assistant District Manager with the U. 
S. Tire Co., of Chicago. Helen and 
Marie reside at home in Kalamazoo and 
are now in their third year at Kalama
zoo College, having graduated from the 
Kalamazoo high school.

Mr. Welch was a member of the St. 
Augustine church many years and served 
as Secretary of the trustees for several 
years. He is now a member of St. 
Joseph church, where he is first and 
foremost in all matters pertaining to 
the religious life of the community.

Mr. Welch’s administrative abilities 
command wide respect. He was offered 
the wardenship of the Michigan State 
Prison at Jackson during the adminis
tration of Governor Warner, but de
clined it, as his life has always been 
spent along commercial lines, and he 
thought it better to continue in the field 
with which he was so familiar.

Mr. Welch is familiarly known as 
“Glenial Gene.” His smiling counte
nance is one of the bright shining lights 
of the B. P. O. E. He has acted in the 
capacity of toastmaster at more social 
functions than any other citizen of Kal
amazoo, excepting Will Brownell. Mr. 
Welch at the present time is the Grand 
Junior Counselor of the Michigan Grand 
Council of the United Commercial Trav
elers, and at their next annual state 
convention, which is to be held in Grand 
Rapids next June, he will undoubtedly 
be leceted Grand Counselor, this being 
the highest title that can be given to any 
member of the organization in the State.

Wm. L. Brownell, a life-long friend 
of Mr. Welch, was requested to present 
a view of the personal side of Mr. 
Welch and responded as follows: “I 
like Eugene Welch because I have rea
son to believe he is a square man. I 
have known him for a good many years 
and during these years I have known 
him to do many things which were 
greatly to his credit when he thought 
nobody was looking. Men are like 
horses. Some are gentle, true and always 
kind, while some are fractious, mean and 
not at all to be depended upon. When 
a wise man selects a horse for business 
or family purposes, he has in mind one 
quality which he deems essential and 
which he insists upon and that is, no 
matter whether the horse be a fast trav
eler or slow gaited, he wants him, above 
all things, to be a safe horse. I believe 
Eugene Welch to be a safe man. He is 
human, which, of course, means that he 
has his faults, otherwise he would be 
so far above me that I should not like 
him. Being human, he sometimes makes 
mistakes, but he is oftener found on 
the right side than on the wrong side 
and so I count him my friend.”

I f  yo u r fr ien d  h a s  g o t a  h e a r t  
T h e re  is so m e th in g  fine in  him .

C as t aw ay  th e  d a rk e r  p a r t ,
C ling to  w h a t’s d iv ine  in  him .

Keeping everlastingly at it, subor
dinating expenses to income and sav
ing a certain amount every year, are 
three things every aspirant for success 
must remember.
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A Ghost Story.
T h is  is a  sad  an d  fea rfu l ta le ,

T h is  g h ostly  ta le  of m ine.
If  v o u 're  a fra id  of g hosts  of w h ite  
A nd th in g s  th a t  m o rta l m en a ffrigh t, 
Y ou'd b e t te r  sk ip  i t  w ith o u t fail,

N o t read  a n o th e r  line.

I t  is ab o u t a  m an who died,
A s all such  ta le s  begin.

If  you’re  a fra id  of sp irits , spooks,
Of m u rd e red  k ings  an d  s lau g h te red  

dukes.
J u s t  p u t th is  p ap e r r ig h t as ide—

To read  would be a  sin.

T h is  p a rty , w hen he  w as alive,
M ail o rd er houses prized.

A roof, a  c a rp e t o r a  dog 
H e pu rch ased  from  a ca ta logue—
H e n eve r helped  th e  tow n to  th riv e  

Or hom e tra d e  p atron ized .

H is  c lo thes especia lly  he b o ugh t 
In  o th e r  to w n s rem ote.

C hicago fu rn ish ed  h im  h is  ha t,
N ew  Y ork h is  p a n ts  and  such  a s  th a t. 
And som ew here  else h is  shoes he  sought. 

H is  collar, v e s t an d  coat.

One day , h is  c a ta logues  am id ,
D isa s te r  s tru c k  h im  down.

M ail o rd er m edicine he  tr ied  
A nd then , of course, he  up and  died— 
T he only th in g  he  eve r did 

To benefit th e  tow n.

Now  com es th e  g hostly  p a r t , tow ii: 
R ig h t here  th e  sh iv ers  a re :

T hey  la id  h im  to  h is  final re s t 
In  tro u se rs , co llar, co a t and  vest 
A nd shoes an d  all th e  re s t of it 

H e ’d bough t in  tow ns a fa r .

B u t s till h e 's  o ften  seen  by  those  
W h o  h appen  by  th e  place.

T hey  see a  figu re  all in  w h ite  
T h a t w an d ers  sh riek in g  th ro u g h  th e  

n ig h t—
A ttired  in h is  m ail o rd e r clo thes 

A nd w ith  th is  p a r ty ’s face.

F or, th o u g h  th e y  bu ried  h im  a t  hom e 
H is  final w atch  to  keep.

S till w ith  th o se  c lo thes upon h is  back  
I 'n h a p p y  m an , a las !  a lack!
H is s p ir it is com pelled to  ro am —

A t hom e he  can  n o t sleep.

Crisis W hich Proved to Be a Bless
ing.

This occured in the 90s. I was 
running a small necktie shop. I had 
a dozen people working for me and 
was just about beginning to feel the 
ground under my feet when all of a 
sudden orders began to fall off. The 
wholesalers to whom I was selling 
neckties ceased to buy. It was with 
difficulty that I should get them to 
look at my samples, and when they 
had looked at them they would turn 
them down. No reason was given. 
They just could not use any ties then. 
Overstocked and that sort of dope, 
you know.

Well, I locked myself up in the 
shop one evening after everybody 
went home, to think it over. In those 
days my shop and my home were in 
one building. The first story of the 
building was the shop, and the second 
was my home.

About 9 o’clock in the evening my 
wife came in and reminded me that I 
had not had my suppc yet. For an 
answer 1 asked her what she thought 
was the reason all the wholesalers 
turned down my ties.

“The reason,” my wife said, “—the 
reason is that young Mr. Guizot, that 
Frenchman.”

Now, Guizot was not Guizot at all.

Nor was he a Frenchman. He was a 
Roumanian whose name included a 
half a dozen syllables each beginning 
with “z” and sounded like a mouthful 
of oaths. He amputated the greater 
part of his name and to the first syl
lable he added the “ot,” and palmed 
himself off for a Frenchman.

Nothing Gained by “Knocking.”
Americans liked to be humbugged 

occasionally, and this Roumanian who 
had pretensions at being a Parisian 
from the Parisians was certainly hum
bugging them right and left. He was 
getting trade not on the merits of 
his goods but because of his French 
accent and profusive bows.

I pondered over my wife’s words. 
The next few days I was studying 
the situation a little more carefully.
I watched and observed, and finally 
I was fully convinced that it was 
Guizot who was knocking my busi
ness to pieces.

My first impulse was to go to work 
and try to convince the wholesaler 
that Guizot was a fraud and that 1 
was putting up the best line of goods. 
On second thought I decided not to 
do it. A man never gains anything 
by knocking his competitor. Ke only 
cheapens himself. I did some hard 
thinking for the next week or ten 
days, and then I knew what I was 
about. I called my wife into the shop 
one morning and told her not to make 
dinner that day nor supper but to 
stay in the shop right beside me. 1 
expected her to learn the business in 
a week’s time.

Wife Is Able Assistant.
She was not in the least surprised. 

On the contrary, she seemed perfect
ly calm, as if it was an everyday oc
currence with her. Dinner was 
brought from a restaurant that day, 
and as we were eating she kept on 
asking me questions about the busi
ness which took me by surprise. I 
had never known that she had follow
ed the shop and my books and ac
counts so closely. I discovered that 
there was mighty little about the busi
ness she did not know, and that she 
was perfectlv capable to take charge 
of the shop at once without waiting 
for the week to be over. That cer
tainly was some consolation.

Well, to make it short, I decided 
to create a market for my ties. I 
would leave the wholesalers to Mr. 
Guizot. I would go direct to the re
tailer, not the retailer in the city but 
the retailer in the three or four neigh
boring states. I had been a traveling 
salesman before I went into the busi
ness of manufacturing ties. I knew 
the art of selling goods. My wife 
readily fell in with my plan.

I told my wife if anybody asked

where I was to tell them that I had 
gone to Colorado to look after some 
investments I had there. I told her 
if any wholesaler should decide to 
send in an order for ties she should 
supply the order only partially and 
should inform the wholesaler in a 
nice polite letter that we were sorry, 
but the demand for our ties were 
more than we could attend to until 
we moved into our new shop, and that 
consequently the order could only be 
half filled.

Blue Monday Turns Bright.
I started out on a Monday It was 

a rainy morning and I fell blue in 
spite of myself, and in spite of my 
resolution to fight it out to the end. 
By noon the skies cleared and my 
head likewise. Before night I sold 
fifteen gross of ties in a city ninety 
miles from home.

I was not on the road two months 
when my wife began getting orders 
for ties. She did as we agreed. She 
only half filled the orders and wrote 
a brief letter stating that we were 
pretty well sold out and did not ex
pect to be able to supply the market 
until we had moved into our enlarged 
factory. You understand, of course, 
that this new factory was only imag
inary, a sort of a bluff. But it work
ed.

After I was on the road three 
months selling celebrated Knicker
bocker ties,” which company I rep
resented not as its president and pro-

L o w e s t
Our catalogue is “the 
world’s lowest market” 
because we are the larg
est buyers of g e n e r a l  
merchandise in America.

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

We sell to merchants 
only.

Ask for current cata
logue.

Butler Brothers
New York Chicago 

St. Louis Minneapolis 
Dallas

Use
Tradesman Coupons

FUR COATS ARE
SURE SELLERS ’ ̂ SlMAMg|

E S P E C IA L L Y  T H E  C L A S S Y  success for

S U N B E A M  LINE bothofus>
Made in our own tannery and tailor shops, to you a t one small mar
gin—your profits large. No better line made—all fur. fur lined and 
plush lined. The demand greater this season than ever—don’t  fail 
to stock these and make a nice extra piece of money. Mail orders 
shipped promptly on a positive guarantee of satisfaction. SUN
BEAM GOODS ARE ADVERTISED. We help you se ll- to  in
crease trade.

| YOU OWE IT TO  YO U R S ELF  TO G ET TH E  CATALOGUE |

BRO W N & SEHLER CO. Michigan

Rubber Boots
For Your Fall Trade

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

THE MAUMEE RUBBER CO.
224-226 Superior St., TOLEDO, OHIO

Bear Brand

Wales Goodyear
Conneticut
Woonsocket
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prietor, which I was, but as a travel
ing salesman, several of the whole
salers suddenly found that their mar
ket for ties had been greatly curtail
ed. Wherever their representatives 
came they were told that a represen
tative from the Knickerbocker Tie 
company had preceded them.

One morning the manager of a 
large wholesale house called up my 
factory on the phone. I happened to 
be in town then and in the factory, 
but I did not answer the phone. My 
wife did and informed the manager 
that I was not in. I was in Colo
rado looking after some investments 
there.

Enquiring Wholesalers Bluffed.
The manager wanted to know if we 

could not supply him with an order 
for Knickerbocker ties. My wife in
formed, him that only half the amount 
wanted by him could be supplied by us, 
at least until my return from Colorado. 
The manager then wanted to know 
how soon we would be moving into 
our new factory. My wife told him 
that it would take at least three 
months before I would be back from 
the west, and that no change would 
be made until I got back.

The manager casually asked some
thing about our salesmen in Des 
Moines, and my wife just as casually 
told him that our representative had 
left Des Moines three weeks since and 
was now covering a new territory. 
The manager then suggested that we 
must be doing pretty good business, 
having several men on the road. My 
wife thanked him for the enquiry, and 
told him that we were doing fairly 
well, nothing to brag about but a 
pretty healthy business.

When the manager rang off my wife 
and I had a hearty laugh.

“You know what I think, Frank?” 
she said to me as we were at dinner that 
day. “We might have to make good our 
bluff about moving into a bigger shop. 
The way things look, the ties manu
factured by the Knickerbocker com
pany will be greatly in demand before 
long, thanks to our excellent traveling 
men.”

Swamped With Orders.
We laughed at the little game we 

were playing. The next morning I 
was on the road again. Before anoth
er month elapsed my wife informed 
me that we were swamped with or
ders. I wired her back to fill only 
a third of each order, as I could dis
pose of the rest of the ties on the road, 
and that while I was at it I might 
as well create a pretty big market for 
the ties. I was on the road two more 
months.

By that time the manager of near
ly every house with which I had dealt 
until the Frenchman had cut in on my 
business had my house on the tele
phone and wanted to know how soon 
I would be back from Colorado. Each 
wanted to see me with regard to mak
ing contracts for so-and-so many 
hundred ties. A few managers tried 
to get the name of our “traveling 
representative.” He was certainly a 
firebrand, they said. My wife thanked 
them for the compliment paid out- 
representative, and sent me this talk 
in a special delivery letter that same 
evening. She suggested that as the

season was about to open I cut my 
exile short, that I cease to be the 
traveling representative of the Knick
erbocker Tie company and come home 
to be its head once more. She wrote, 
too, that she was getting a liittle 
weary of the managerial duties in the 
shop and she would like to take a 
little vacation. She was sure we could 
afford it now, as we had not only met 
the crisis in our business but had 
turned it to advantage.

Stops at Summer Resort.
I wrote her back that I would be 

home in ten days. These ten days I 
spent at a little summer resort where 
the fishing was fine. I was out in the 
open from morning till night. When 
I came home I had the finest coat 
of tan you ever saw.

I went around to see the managers 
of the wholesale houses and was 
everywhere given a hearty welcome. 
My tan especially pleased them. Some 

‘asked whether I had already become 
a millionaire in Colorado. I was mod
est about it. I told them that my 
investment would bring in consider
able, but I was still far from the mil
lionaire class. They asked me about 
my new factory that I was going to 
move into and how much my work
ing force would be increased. I told 
them that I had not yet had a chance 
to work out my plans, but that I ex
pected to enlarge my factory inside 
of six weeks.

I closed a number of large con
tracts. After these contracts were 
closed my telephone was kept busy 
for ten days. Smaller houses were 
falling over each other to get some 
of my ties, for which there was such 
a great demand throughout the neigh
boring states.

In less than two months we located 
in a new factory, and, instead of em
ploying twelve persons, I was employ
ing fifty. The Frenchman, or who
ever he was, disappeared from the 
horizon. I never heard what became 
of him. The crisis which he had 
created for me had been the greatest 
blessing to me. And I met it, not 
with folded arms, but with quick, de
cisive action. Andrew B. Erdman.

It is a great age for organizations. 
More and more is being realized that 
“in union there is strength.” In all 
large cities there are chambers of 
commerce and boards of trade as well 
as business men’s associations. There 
are not so many single line organiza
tions, like retail grocers, or retail dry 
goods men, or retail druggists, and 
the like, as it is growing more appar
ent that the interest of each is the 
interest of all. What builds up the 
town builds up the business, and all 
must profit together. It may be that 
an occasional exceptional occurance 
will necessitate some particular lin; 
going it alone for some special pur
pose, but not often. All business 
men, bankers, wholesalers and retail
ers, prosper or suffer together. This 
is especially true in a small communi
ty.

It’s all right to think good thoughts, 
but it’s more so to do good deeds.

Keep all your counsel from those 
that envy you.

r— LAMSON---- ■>

Dispatch
Economy
Safety

Lamson Cash Carriers improve your ser
vice by common-sense centralization and 
equal distribution of labor.

Cut out lost motion, reduce the payroll and 
speed up the work.

Give the cashier the quietness and isolation 
that ensures correct records.

And double-check every sale whether it be 
cash, charge, C. O. D. or transfer.

The Lamson Company
<sri> BOSTON, U. S. A.

Representatives in a ll P rincipal Cities.

t----SERVICE----J
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Buy At Home.
B uy a t  hom e an d  tr y  a t  hom e 

To g ive th e  tow n  a  show ;
L iv e  a t  hom e a n d  g ive  a t  hom e 

A nd help  th e  tow n  to  grow .
M ake yo u r co t th e  n ic e s t sp o t 

T h a t’s  u n d e r  h ea v en ’s dom e;
J u s t  bu y  a  b it to  b r ig h te n  it»— 

Buy, a n d  buy  a t  hom e.

If  you 'd  like  a  tow n to  s tr ik e  
All com fo rt and  con ten t,

I t  w ill be  th e  tow n, you see,
In  w hich  your m oney 's  sp en t.

If  yo u ’d find th e  finest k ind  
Of tow n, you n eedn ’t  ro am ;

J u s t  b oost a  b it—and  live in  i t  
B uy  and  buy a t  hom e.

New Uses for Old Furs.
It does seem unfortunate, when you 

ieel almost sure that you have com
pleted your winter’s shopping and you 
'eel a great void, so far as your purse 
is concerned, that you are forced face 
to face with the fur question. And 
such an expensive question it is, too! 
Undoubtedly there are many who need 
only take their furs from storage and 
have no further worry about them, 
and yet, on the other hand, there are 
many unfortunates who feel that their 
furs are too worn for use, even though 
it be for a short time, to tide over 
till the fall prices have died down a 
trifle. To help the latter has been my 
reason, or might I say excuse, for se
lecting this subject for the talk this 
week, for there certainly are delight
ful models among the new furs that 
seem quite beyond the woman with 
the moderate dress allowance, and 
they offer suggestions for the doing 
over of old furs.

One may also have a choice of 
materials with which the fur is 
to be combined, for we certainly are 
not limited to velvet this season. 
Heavy, soft, taffeta, lightweight silk 
plush, any style or color of satin or 
chiffon, and if you are intending to 
use the furs with any particular suit 
or hat, the same material of which 
they are made may be introduced in 
the furs with perhaps a lining of con
trasting shade that will harmonize 
with the other.

I don’t know why most people try 
to fight shy of sewing fur, because it 
isn’t nearly so difficult as it seems, if 
you are just a little careful. One thing 
particularly to remember when cutting 
is to use a sharp knife instead of 
scissors, first marking the fur on the 
wrong side so that you will be sure 
of your line, then cut along the mark
ing carefully with' the point of the 
knife. It is safest to hang the fur 
up while cutting. Then you can cut 
the skin without injuring the hair at 
all, or if you have no place to hang 
it, holding it with the left hand and 
cutting it with the right would gain 
the same effect.

Match the Strips Carefully.
When you are using fur as a band 

trimming, at the bottom of a skirt

or sleeve or at the neck, etc., if the 
fur is not the kind already prepared 
for band trimming mark the skin with 
chalk on the back the width you de
sire before cutting. When marking 
be sure that the strips run across the 
fur, not in the same direction 
that the hair lies. Be sure that the 
edge of the strip is at right angles 
with the direction in which the hair 
grows, and when sewing the strips 
together be careful to match them 
correctly and not have the hair point 
upward in one part and downward 
in another. When sewing the strips 
together smooth the hair back at the 
two ends that are to be joined and 
lay one edge over the other, with the 
fur side together. If you haven’t a 
fur needle a strong ordinary one will 
do quite as well, and use a strong 
piece of cotton, not too long; then 
overcast the edges together. When 
you have long haired fur, like fox, 
lynx, etc., you will notice that toward 
the sides at the bottom of the skin 
the hair is very much shorter and a 
little thicker, so when you are cutting 
such a skin for banding and you are 
forced to use all parts of the skin, 
try to keep the shorter haired pieces 
together and then they are not so 
apt to show such a decided difference.

Don't Have Throat Too Long.
For the ordinary width of band 

trimming—that is, the width most 
generally used—the fur is marked on 
the back for strips two and one-half 
inches wide. Of course this width 
is most generally used on the bottom 
of skirts, and for the sleeve trimming 
the banding is a trifle narrower. Cut 
straight strips about two and a 
half inches of almost any kind 
of material to line the banding. It 
seems extravagant to use silk for this 
because it will not be seen at ail; any 
old piece of material that you may 
have would serve the purpose, and 
any color, too. When you press the 
seams of the lining turn in each edge 
a quarter of an inch and press it 
down. When you have sewed one 
edge of the lining to one edge of the 
fur banding lay some padding between 
the two before joining the other two 
edges. The cotton batting that comes 
in sheets is, of course, the best for 
this, for you can cut it the width you 
want and use either one or two thick
nesses, according to your liking.

Be careful when you are sewing the 
lining in that your stitches do not 
catch the hair. You can avoid this 
by holding the banding so tFat just 
the edges show between the thumb 
and the forefinger, smoothing the fur, 
and holding it back with the palm 
and fingers ( the latter should be held 
quite straight) and using the thumb

to keep the edges together. If the 
thread is not too long you are not so 
apt to get it knotted and catch the 
fur in it. This also is the best plan 
to follow when sewing fur in any way, 
even when putting the lining in a 
muff.

Tn Making Collar and Cuffs
The easiest way to sew the band

ing to the garment is to firs*' pin it 
in place and then catch it w'tb large, 
strong stitches on the wrong side of 
the material, so you will not have so 
much trouble with the hair. To pre
vent wasting the fur I think that it 
would be best to measure the skirt 
or whatever you will use the fur upon 
and determine the amount of banding 
you need. Then when you are mark
ing the skin for the strip measure 
the width of the latter as you go 
along and do not cut any more than is 
absolutely necessary.

When you are making the collar 
and cuffs of fur on a cloth coat be 
sure that the hair lies downward in 
the collar—that is, going away from 
the neck and upward in the cuff, away 
from the hand. It would be well to 
put a little cotton as padding in both 
the collar and cuffs. It helps to make 
the fur look thick and fine.

Plan for Making Muff.
The easiest plan for making a muff 

is to cover the inside with just a 
straight piece of the fur. If you buy 
the regular prepared pillow for a muff 
it will save you a great deal of trouble, 
for you can get them almost any 
shape or size, and they are not at all 
expensive. I think that it would be 
easiest to begin by putting in the lin
ing first, and if you are buying mater
ial for it make it of some light color,

or you will be sure to get your gloves 
soiled every time you carry it. If you 
intend to combine the fur with chif
fon, first measure the width of the

Do You Sell

M apleine
The original flavoring sim
ilar to maple but not a 
substitute for maple.

I t  fills a long felt want.

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

Crescent Mfg. Co., Seattle, Wash.

OFFICE OUTFITTERS
LO O SE LEA F SPECIA LISTS

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

Up-to-date Stores use
THE BEST DUPLICATING'

SALES %  BOOKS
Made of good BOOK paper, not print
1 r%  OFF IN TOWNS WHERE WE HAVE NO 
I O  AGENT. WRITE FOR SAMPLES TO
MIDGARD SALESLIP CO. STOUGHTON, WIS.
Also manufacture Triplicate Books, Carbonized 

back Books, W hite and Yellow Leaf Books.

Hart Brand Canned Goods
Packed by

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

M ichigan People W an t M ichigan P roducts

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

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

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

as though you were here personally.

Corner Ionia, Fountain and Division Sts.
Opposite Morton House Grand Rapids, Michigan

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

USE THE BELL
And patronize the service that has done most to 
abridge distance.

AT ONCE
Your personality is miles away.

Every Bell Telephone is
a long distance station.
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inside of the pillow, where the hands 
are to go, and no matter what mater
ial you use always allow an inch or 
so of extra material, so that the lining 
will not have too much of a strain and 
not tear so easily. Cut a strip of the 
chiffon the width of the inside of the 
pillow, plus an inch for extra ma
terial and an inch and a half at each 
side of the headings. The length of 
the strip of chiffon will be about twice 
the measure around the whole for the 
hands.

First sew the top and bottom edges 
together, and to make a good strong 
seam you could make a fell of it— 
that is, turning one edge and hem
ming it over the other. Fold back 
the two sides an inch and shirr it a 
half an inch from the folded edge— 
two rows of shirring would b ; best. 
After that slip it through the inside 
of the pillow, keeping the seams to
ward the latter; pin the chiffon to 
the muff, so that the shirring will 
come over the edge of the muff, draw 
up the threads so that the chiffon will 
be the same size as the hole through 
which the hand will go, and sew it 
along the shirring.

After that cut two more strips of 
chiffon about ten inches longer than 
the first and about ten inches wide; 
turn back one edge about an inch 
and put in two rows of shirring, a 
quarter of an inch apart and a half 
an inch from the folded edge, and at 
the other edge just put a row of 
gathers. Pin them both to the muff, 
so that the edges with the heading 
will come at the outside of the muff, 
where the other heading is; draw the 
threads to the size you desire and 
sew it to the edge of the muff, occa
sionally catching the chiffon so that 
the white material of the pillow will 
not show.

Of course, for the fur you might 
use your own originality, but no mat
ter what you desire the easiest way 
is to cut a straight piece of the fur, 
wide enough to cover the pillow and 
long enough to go around it. First 
sew the two ends together to make 
a sort of hoop. If you are going to 
carry the whole thing out with the 
chiffon, cut two strips of it, ten inches 
wide and twice as long as you cut the 
piece of fur, putting a heading at one 
side of each of these like the fore
going and gathering the other edges; 
sew them to the fur after you have 
turned in the two edges of the latter. 
After that is done, there is nothing 
more to do but to slip the pillow in 
the hoop of the fur, keeping the form
er in the middle of the latter, and sew 
them together.

If You are Using Velvet.
If you are using velvet it will look 

as well and be easier to put the strips 
in plain at the edge of the fur, letting 
about three-quarters to an inch of 
the folded edge show. But if you 
would prefer having it shirred you 
need only allow once and a half the 
length of the fur for the length of 
the velvet and the width would be th ; 
same.

When making a muff of velvet with 
the bands of fur, the lining would be 
the sarnie, but it would not be neces
sary to put the extra piece on the 
outside of the pillow and allow from

three to five inches for width and 
three inches at each side for the head
ings, then cut a strip of velvet that 
width and long enough to go around 
the muff, allowing about three inches 
to that. Upon that strip of velvet 
you can arrange your strips of fur 
as you choose and sew them down; 
it might be well to put a little pad
ding under these strips. Turn the 
ends back an inch and three-quarters 
and shirr, with long stitches, an inch 
and a quarter from the folded edge, 
sewing it after that to the pillow.

If you are making a long flat scarf 
of fur, lined with the shirred chiffon, 
allow once and three-quarters the 
length of the scarf for the length of 
the chiffon, and to the width add an 
inch for fullness and an inch and a 
half at each side for the headings. 
Most of the scarfs of this kind shown 
in the shops have shirrings either two 
or three inches apart, running the 
length and the headings may be 
from one-eighth of an inch to two 
inches wide. When allowing for the 
headings allow twice the width plus 
three-eighths of an inch to raw edge 
for each heading. Jane Barton.

Headed for the Top.
Resourcefulness is the star accom

plishment. It is the the master-key that 
fits all the locks of business require
ments.

I recently heard a good story about 
an office boy—may his tribe increase! 
He took the “message to Garcia” and 
got it there in time.

The boy was given a letter to be de
livered to a man at his home that even
ing and was told that it was very im
portant that the man should have the 
letter before 8 o’clock. When he got 
there “Garcia” had gone out, his family 
did not know where. The boy asked 
where he might possibly be and they 
couldn’t even guess. Then he asked 
for the names of two or three of the 
man’s most intimate friends. When 
these were given he made haste to the 
nearest telephone and explained the 
situation to one or two of the friends 
and got them to guess where he was. 
Then he telephoned to one of the guess
es and found that Garcia had just been 
there but had gone out with the man of 
the house, and his family didn’t know 
where. They made a good guess, how
ever, which proved true. The boy got 
Garcia on the telephone at a clubhouse 
two miles away and explained that it 
was now five minutes to 8, and asked 
permission to tear open the letter and 
read it to him. This the man agreed 
to and received the information just in 
time to enable him to be present at an 
important meeting. Frank Stowell.

W hat’s in a Name?
How many persons in this community 

know who are the real owners of Sears, 
Roebuck & Co., of Chicago? How many 
persons who do know that Sears, 
Roebuck & Co. is controlled by persons 
of different names even wonder why 
the firm retains its original name? How 
many persons who buy mail order mer
chandise from this Chicago institution 
know that Julius Rosenwald is President 
of the concern and Albert H. Loeb is 
Vice-President and Treasurer, and that 
these two gentlemen control the major
ity of the common stock of the mail

order house? It is true that Mr. Sears, 
who was one of the founders of the 
concern, is still a member of the board 
of directors, but it is said he has little 
or nothing to do with the business 
management of the institution and owns 
but a small slice of the stock. Mr. 
Roebuck severed his connections entire
ly with the firm. If there is any one 
who believes that Sears, Roebuck & Co. 
do not make enormous profits on the 
merchandise they sell, all that is nec
essary to convince themselves differently 
is to look at the enormous rise in the 
quotation of the common stock of the 
concern, which only a few years ago 
was a drug on the stock market. Now 
this common stock is selling for over 
$200 a share. Many persons may won
der why Mr. Rosenwald and Mr. Loeb, 
who are now in control, do not change 
the name of the firm to Rosenwald, Loeb 
& Co. A good guess is that Sears, 
Roebuck & Co. sounds more American 
and is a much greater asset in a business 
way than the change would be.

Kind, unselfish things we have done 
are the only ones that will bring us a 
bit of comfort when life slips down to 
its sundown.

“Mother, were men awful scarce when 
you married father, or did you just 
feel sorry for him?”

Wilmarth Show Case Co. 
Show Cases 

And Store Fixtures
T ake Division S t. C ar Grand R ap id sa Mick*

Monro.- St.
GRAND RAPIDS. MfCH

Buy a Seller 
Win a Buyer 
Sell a Winner

Grand Rapids 
Broom  Co.
M anufacturers of the following 

standard brands:

Puritan 
Jewel 

Winner 
Wittier Special

These are the leaders in brooms 
Sold by your jobber

If your jobber does not handle our 
line write us

Growth

■VERY city contains grocery 
stores above the average 

in appearance, in service, in 
the quality of the goods they  
carry. These stores have 
generally grown from small 
beginnings while their indif
ferent brothers have stood 
still. You’ll find in these 
stores N. B. C. departments: 
with a full line of N.B.C. goods 
ready to meet the needs of the 
quickest call. N. B. C. depart
ments are levers that force 
business upward and make 
trade grow. No really first- 
class grocer can keep growing 
without a complete stock of N. B. C. 
goods in the famous In-er-seal Trade 
Mark packages and the glass- 
front cans. Rykon Biscuit, a clever 
combination of nourishing grains, 
is a new addition to N. B. C. goods.

NATIONAL BISCUIT 
COMPANY

s s n n g g
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The New and Charming Uses of 
Fur.

Fur modes have changed so much 
within the last ten years that Fashion 
has had to almost completely change 
the definition of furs in her dictionary 
of fashions.

Ten years ago a fur coat described 
the stereotyped kind that one and all 
other women possessed—a plain, baggy, 
and heavy overcoat, that lacked style. 
If a woman was fortunate enough to 
have a fur hat, you could be sure that 
it was a rather small cap that just sat 
on the head. There were a few horrid 
styles of scarfs and mantles, besides 
muffs whose small proportions were 
ridiculous.

Fortunately all of these modes met 
their Waterloo a few years ago. Al
though, I think that their memory 
should be blotted out, I simply mention 
them so that the beauty of those of to
day would be more apparent.

Undoubtedly, the discontinuance of 
the seal fisheries was instrumental in 
the change of fur modes. Genuine seal
skin, as you probably remember, was 
very heavy and therefore could not lend 
itself to smart and effective'styles, such 
as those of to-day. And as that fur 
was such a burden, the clever imitators 
of furs endeavored to reproduce it in 
a much lighter weight—and they have 
succeeded. Hudson seal, which is 
sheared muskrat has been so marvelous
ly dyed to look like sealskin that even 
when you blow into it down to the pelt 
the fur is that deep seal brown. This 
fur, as well as Arctic seal (French-dyed 
sheared coney), moleskin and broadtail 
are the favorite furs for coats this win
ter, as they are not bulky and therefore 
can be draped and easily shaped into 
the new styles. Many of the coats are 
designed to cling and yet drape into 
soft folds when they fasten at the ex
treme left side. And I have even seen 
moleskin and broadtail coats with inset 
drapings at the sides to give the modi
fied pannier effect. These coats which 
are generally as lightweight as those of 
plush or velour are mostly in the new 
three-quarters and seven-eighth lengths 
that are so graceful and modish.

Evening wraps are luxuriously trim
med with furs; of course, the most 
elaborate are bordered all around with 
fur, but there are many just with collars 
and scarfs of fur—a plain wrap of 
brocade, plush, satin or velour may be 
made into the latter, simply by wearing 
the scarf or stole of your set of furs, 
If you should have such a wrap in mind 
and also intend getting a set of furs, 
I think the black fox would be the most 
advisable, as it harmonizes with lall 
colors and is an admirable fur for the 
purpose.

One of the most effective wraps that 
I have seen was of a light emerald 
shade silk plush, bordered with mole
skin—the foot border in the back was 
so cleverly shaped that it was quite as 
deep as the shawl collar. Another 
charming model was of turquoise blue 
panne velvet with scarf of white fox, 
and a similarly draped model of sable- 
color brocaded charmeuse had a scarf 
of sable-marten—a wonderful harmony 
of color!

The new afternoon coats of black 
velour with medium-Jsize Robespierre 
and rather small square collars of natu
ral opossum or moleskin are decidedely 
more modish than those that are braid
ed, to say nothing of the luxurious touch 
that such a little touch of fur gives.

Many of the new tailor suits are 
trimmed with fur—some with narrow 
bandings on the skirt and coat, others 
with deep borders and collars of fur. 
Such a suit is very nice to possess, but 
I think it is more sensible to get a fine 
tailored suit and a set of furs, as a 
scarf and muff are really trimming for 
a suit.

If you have a short neck you know 
how much shorter it looks when you 
wear a scarf of bushy fox, but you, 
nor anyone else, except a Paris furrier 
thought of changing it—that genius 
made a close fitting collar of seal or 
moleskin and mounted the fox skins 
just where it crossed. When of mole
skin, with fox dyed in the same shade 
it is beautiful.

Muffs are large, but not extravagant 
in size. In the close-pile smooth furs, 
such as sealskin, ermine and moleskin 
the muffs are in the flat pillow styles. 
When of fox and the other furs of which 
one, two or three of the animal skins 
are sufficient, the slightly rounded pillow 
muffs are best.

Mentioning scarfs and muffs reminds 
me to recommend skunk in case you 
should want a set of furs for general 
utility wear, as that fur is durable as 
well as modish and refined in appear
ance.

It seems that the daintier a gown is, 
the more apt it is to be trimmed with 
fur—for instance, narrow bandings of 
skunk are used to “weight” the various 
new skirt drapings and pannier effects 
in chiffon gowns. Ermine and sables 
are also used for trimming the new 
evening gowns.

With fur trimmings on coats, suits 
and gowns, one would think that fashion 
would be satisfied with her clever 
achievements! But not so—she has 
trimmed the new “dress” blouses with 
tiny bands of fur. At first, such a 
trimming seems absurd, but when you 
realize that it makes the blouse a har 
monious part of the fur-trimmed suit, 
or the" suit with which is worn a set

of furs, you appreciate the cleverness 
of fashion’s latest whim. Although I 
have seen many blouses of light and 
dark colored chiffons trimmed with 
skunk, marten, ermine and moleskin, 
the most unique model was of white 
Liberty satin embroidered in citron- 
color and black, with a narrow band of 
Hudson seal around the center of the 
high stock, whose ruffles of shadow lace 
gave the effect of a de Medici ruff, 
and a band of the fur extended up the 
center of the front almost to the collar, 
as it formed a mounting for a dainty 
ruffle of the lace; and the long close- 
fitting sleeves were also finished with 
bands of the fur just where the wrist 
frills of lace were joined.

Furs are not new in millinery, but the 
modistes have used them more artis
tically and in more practical ways. As 
an illustration, Louison’s hat of black 
velvet, with entire under-brim faced 
with ermine—the fur is visible at the 
left side where the brim curves and is 
considerably turned up—which balances 
perfectly with the cluster of cut white 
Paradise that is set in the crown so that 
its poise is towering and yet slightly to 
the side.

Lewis created a chapeau that is suf
ficiently trimmed with fur to warrant 
its being called a fur hat, and yet it is 
as dainty as a lingerie style. The foun
dation of the hat, which is a large

drooping model, is of fine gold lace, 
veiled with white chiffon, that is edged 
with a narrow banding of plain white 
ermine, and the large draped beret-like 
crown is of pure white ermine. This 
clever modiste also designed a muff to 
wear with it—white satin, veiled and 
draped with ermine-edged white chiffon, 
and trimmed considerably on the top 
with ermine. A large antique gold rose 
is the only ornament on each the hat 
and muff. Marion Morris.

When a man begins to saying, “Of 
course it is none of my business, but—” 
you may as well stand aside and let him 
butt in.

Perhaps the time will come when a 
vast army will strike in the midst of a 
great battle for more pay and shorter 
hours.

We are manufacturers of

Trimmed and 
Untrimmed Hats

For Ladies. Misses and Children

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

Grand Rapids, Mich.

The “Good Form” 
Corset

This is proving to be one of our most satisfac
tory numbers, and we believe it is one of the best 
items of its kind on the market. It is a long skirt 
model of good quality coutil, has back 16 inches 
with full skirt, is boned throughout with flexible 
protected steel wire, has waist band attached se
curely to garment which adds strength, is trimmed 
with turned batiste and lace edging and has four 
solid web hose supporters.

Price $4.50 per dozen 
Give our corset department a trial.

Grand Rapids Dry Goods Go.
Exclusively Wholesale Grand Rapids, Mich.

Our line of Mufflers are the best. Bradley—Phoenix—La Mode—Rico. A full line of colors. 
Packed in attractive individual boxes. Prices range from 42.25 to $6.00 per dozen.

Paul Steketee & Sons Wholesale Dry Goods Grand Rapids, Mich.
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W hat Some Michigan Cities Are 
Doing.

W ritte n  fo r th e  T radesm an .
The Trusedell Marble and Granite Co. 

will retain its shops in Pt. Huron, in
stead of removing to Detroit, as was 
contemplated at one time.

The Pontiac Commercial Association 
has opened a membership campaign, di
rected by Wm. McComb. Young men 
of the city will be interested in civics, 
retail merchants and manufacturers’ or
ganizations will be formed, the farm 
expert idea will be developed and there 
will be trade extension trips by business 
men.

The Pt. Huron Business Men’s Asso
ciation has a membership of 500 and a 
campaign is being planned to raise the 
number to 1,000. Annual dues have been 
fixed at $2.

Kalamazoo has forty-one metal work
ing industries and is out after more.

The Grand Trunk has awarded the 
contract for the construction of its new 
depot at Bay City, the cost of which 
will be about $70,000.

The contract for the erection of an 
armory building at Kalamazoo has been 
awarded. It will be located on what 
was formerly known as the hay market 
on East Water street.

Jackson county supervisors have voted 
an appropriation of $74,585 for good 
roads and twenty-four miles will be 
built, eighteen of gravel and six of 
gravel and stone.

Decatur will celebrate Celery day Nov. 
23 under the auspices of the Booster 
Club. Celery and other muck land pro
ducts will be exhibited in the town hall

and liberal premiums will be paid for 
the best displays.

Lawton’s fruit juice factory has been 
sold to the J. Hungerford Smith Co., 
of Rochester, N. Y., which will enlarge 
the plant.

The Southwestern Michigan poultry 
show will be held at Kalamazoo Dec. 
23-28, with competiton open to the 
world.

The Chief of Police of Hancock has 
signified willingness to co-operate with 
the school authorities in the campaign 
to suppress the cigarette evil among the 
youngsters of that city.

The Edward W. Sparrow hospital, 
built at Lansing at a cost of $112,000, 
was formally opened to the public last 
week.

Holland’s annual poultry show will be 
held Dec. 21 to 25, with over 1,500 birds 
on exhibition.

Slot machines were put out of com
mission voluntarily by the owners at 
Battle Creek, without waiting for a 
formal order by the police authorities. 
The Chief of Police favors stopping the 
card and dice games also.

Winter taxes in Battle Creek are one- 
third higher than last year, the rate 
being $17.34 per $1,000 of assessed valu
ation. While the state rate is less, the 
county and school tax shows a big in
crease.

More than seventy-five carloads of 
goods were packed this season by the 
cannery at Edmore. The figures are 
approximately as follows: peas, 25,000 
cases; corn, 35,000 cases; succotash, 15,- 
000 cases. Some lima beans and toma
toes were also put up.

The experiment of working Battle 
Creek prisoners on county roads is be
ing tried in Calhoun. A piece of road 
improvement in Marshall township has 
been at a standstill because township 
officials could not get shovelers at $2.25 
for a nine-hour day, and the sheriff 
turned over fifteen of his prisoners, who 
volunteered to do the work and were 
glad to break the monotony of enforced 
idleness within jail walls. The town
ship pays the men 25 cents a day and 
so far the experiment works well.

Work on the Pere Marquette passen
ger station at St. Joseph will be started 
this fall. The building will probably be 
located on the old site.

Flint’s new filtration plant is nearly 
completed and the total cost, including 
service pipes, will reach about $400,000.

The next step toward the proposed 
interurban road between Muskegon and 
Manistee will be the raising of a bonus 
of $280,000 from farmers and towns 
along the route. It is hoped to have 
the fund raised by March 1.

Muskegon’s tax rate this year is $32.37 
—an increase of nearly $2 over last year.

Sault Ste. Marie will entertain the 
Michigan State Grange during the week 
beginning Dec. 9.

Bay county supervisors have appro
priated $2,000 for the support of the 
Northeastern Michigan Development 
Bureau, also one-tenth of a mill on the 
taxable property for premium purposes 
of the agricultural society at the Bay 
City fair.

The anti-tussock moth campaign car
ried on by the school children of Hough
ton is a success. During the first week 
the children earned $15, which means

that they collected 5,000 egg masses and 
destroyed them.

Mayor Mott, of Flint, is seeking to 
have the streets cleared of many poles 
by inducing the wire companies to use 
poles jointly.

Negaunee’s night school will open 
Nov. 18. Last year’s school was at
tended by 150 and of this number 130 
were foreign born persons who desired 
to learn to speak and read the English 
language.

Mayor Short, of Sault Ste. Marie, 
threatens to take matters in his own 
hands if the police do not stop reckless 
auto driving in that city.

Frankenmuth will have electric lights, 
having voted to grant a franchise to the 
Frankenmuth Light & Power Co.

The steamer May Graham, which has 
been operating on the lower Grand river 
between Lamont and Grand Haven this 
season, has gone into winter quarters. 
The season has been successful and it 
is understood that the Crosby Co. will 
build a large freight carrier for use on 
the river next season, leaving the May 
Graham for passenger and excursion 
traffic.

A report made by the Benton Harbor 
Development Co. shows that three new 
industries have already been secured and 
that $75,000 still remains of the fund of 
$100,000 placed in its hands for indus
trial uses.

The first annual Southern Michigan 
apple show will open in the Chamber of 
Commerce rooms, Battle Creek, election 
day, with fifty to sixty exhibitors.

The Emmet county poultry show will 
be held at Petoskey Jan. 1 to 4.

Almond Griffen.

To Give
Pure Linen Crash Pillows

H ow  many pillow tops of Pure Linen Russian Crash 
with back do you think you could give away in your town ? 

One dealer gave away 720 in 1 day. Another 1058 in 1
day. Another 1440 in 1 day. Merchants everywhere are 

enthusiastic about the Richardson Plan. It’s a winner. Brings 
business right into the store and keeps customers coming 
back time and time again.

The Richardson Plan a
We put up our embroidery outfits in handsome packages.

Pillows, Centerpieces, Library Scarfs, Aprons, etc., etc. Let
the woman have her choice. All you have to do is to give  her the f  COUPON

outfit. Then you sell the silk that she needs to embroider it. Every a ”  — .■■■
woman wants one of these outfits. Thousands of dealers have in- RichardsonSilkCo.

creased their profits by using our plan. How many outfits do you f  Dept.730?
t h i n k  that you  can give away? Send the free coupon for full particulars. 305-9 West Adams street,

CHICAGO ILL
Brings the Women to Your Store They come time a£ain +  ». ».««*•. 84« Bn»*»*
_______S ______________________________  _____________ tn  (rpf m n rp  eillr I hpv

Don’t M iss
this liberal offer.
Send Coupon TODAY.

there to get the free embroidery outfit 
they’re in your store the battle’s won.

to get more silk. They come G entlem en:—P lease sen d  m e

No wonder it’s a winner. And when once f  R ichardaon  P 11 n / ’“Tand 1011 ve made a new customer. f  exp la in  to  m e exactly  how  you
th in k  i t  w ill inc rease  m y  busi-

Send the Free Coupon for Full Particulars f  ness Also te 11 me exactlyw i-à t other
Do not delay. You can increase your  profits just like thousands of other mer
chants. Send in that free coupon now. It means money. Just your name and address 
on the coupon or letter or postal is enough. You assume no obligations of any kind.

m e rch an ts  have  accom plished . I assum e 
no  o b liga tion  o f an y  k ind .

You don’t have to  buy a thing. Just put your name and a idress on the free coupon and we will send 
you full particulars of how you can increase your profits by using the Richardson plan. W rite NOW.

Dept.
7337

Name.

RICHARDSON SILK C O ., 305-9 W. Adams St., Chicago, III.
N. Y . O ffice , 6 4 8  B roadw ay

Address.
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Has Million Egg Chicken Factory.
Port O’Connor, Tex., Nov. 4—Milo 

Hastings, formerly poultryman at the 
Kansas State Experiment Station and 
who occupied a similar positon in the 
United Statest department of agriculture, 
has established a million egg incubator 
here. This is the largest single unit 
chicken hatchery in the world. It ac
commodates 350,000 eggs at one time or 
1,000,000 eggs during the five months 
hatching season.

The Bihn hatchery at Petaluma, Cal., 
exceeds the Port O’Connor plant in 
capacity by 15,000 eggs, as it accommo
dates 165,000 but the Bihn plant consists 
of many unit incubators and is not a 
single incubator such as Mr. Hastings 
has installed. In his chicken factory he 
has adopted some novel ideas.

It has long been evident that an incu
bator in which many layers of eggs are 
placed one above the other would be 
economical. A number of early experi
menters tried to construct such plants, 
but found the warm air rose to the top 
and the cold air settled to the bottom.

While poultryman at the Kansas ex
periment station in 1905, Mr. Hastings 
first conceived the idea of overcoming 
this unevenness of temperature in a large 
hatching room by blowing air of known 
temperature and humidity through the 
hatching chamber. In 1908, when, while 
in the employ of the department of 
agriculture, he conducted investigations 
of the evaporation of eggs in cold stor
age.

The cold storage engineer must main
tain an even temperature regardless of 
the weather outside. He must keep all 
parts of the room at an even temperature 
or the colder eggs will be frozen. He 
must maintain a given rate of evapora
tion. Except that it is a different point 
on the thermometer scale, these are the 
same problems met in incubation, and 
the cold storage man had solved them.

The application of these same prin
ciples seemed easy to Mr. Hastings. Re
signing from the government service, he 
tried to secure financial backing. But 
the incubator manufacturers were not 
interested.

Finally, in the latter part of 1910, a 
small plant was constructed on the Davis 
poultry farm in Brooklyn, N. Y., and 
the idea fully demonstrated. This plant 
was not opened to the public. The sum
mer following Mr. Hastings went to 
eastern Oklahoma. At Muskogee a 
hatchery was constructed holding 30,000 
eggs. This machine was filled by March 
1. The season was severe and the hatch
es were disappointing to many custom
ers.

From Muskogee Mr. Hastings went 
to Petaluma, Cal., and then came to 
Texas and located at Port O’Connor. 
With more experience and more funds

Mr. Hastings has excelled his previous 
efforts.

Perhaps the most striking feature of 
this plant is the fact that all the eggs, 
together with the rooms for candling, 
packing, and all engines, fans, and equip
ment occupy but a single floor, 16x60 
feet. Furnished with common incuba
tors such room would turn out about 
the same number of chicks in three 
weeks that Mr. Hastings’ plant can in 
a single day.

Power is supplied by gasoline engines 
provided in duplicate to guard against 
accidental breakdown. The machine is 
also heated with gasoline. When the 
building is once thoroughly warmed and 
full of eggs at the various stages of in
cubation, the plant requires no heat at 
all, but only to be cooled to the proper 
degree to keep the temperature from 
falling below the incubating point.

Bumper Crop of Apples This Season.
The apple crop of the United States 

is of generous size, showing some in
crease over that of 1911, and a very sub
stantial gain in the commercial orchard 
belt. The American Agriculturist in its 
final report on the crop puts it at 38,300,- 
000 barrels, something considerably short 
of an occasional big year, yet substanti
ally more than the total included in the 
1911 revised figures.

In New York an excellent showing 
was made, well on to 7,000,000 barrels of 
apples, a big increase over last year. This 
gain, by the way, is almost entirely lim
ited to the group of western counties, 
where apple orcharding has been brought 
down to a positive science. In the Hud
son Valley the crop is really deficient.

Michigan comes next in importance, 
with a gain over last year, large quanti
ties of apples already being held by 
speculators and going rapidly into cold 
storage for winter market. Pennsyl
vania has a smaller crop than last year. 
New England, as a whole, will not differ 
from that of 1911, Maine failing to 
realize in its entirely earlier hopes owing 
to a somewhat trying season, yet the 
Pine Tree State has a fine showing of 
splendid fruit.

The central West and the far West, 
the latter including the Rocky Mountains 
to the Pacific coast, have a good many 
more apples than a year ago. This is 
taken as a whole, irrespective of quality. 
While the Pacific Northwest and Cali
fornia have a splendid lot of apples, this 
is only partly true of the Southwest. 
In contrast with the partial failure a 
year ago, Missouri, Kansas and Arkan
sas show up with a big total, but much 
of this is decidedly inferior fruit. Colo
rado has a magnificent crop of fine fruit, 
but a little less than expected.

Some people want to make money 
so tne money will make them.

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

FRUITS A N D  PRODUCE
Grand Rapids, Mich.

SIElEl
r v n  WE CARRY A FULL LINE. 

■ ̂  Can fill all orders PROMPTLY
and fi ATTSFA f!TOR TT .V

Grass, Clover, Agricultural and Garden Seeds

BROWN SEED CO., GRAND RAPIDS, MICH.

— ESTA BLISH ED  1876 —

We ¡o’buy’or seiirke* Potatoes, Beans, Onions, Apples — " write
M O S E L E Y  B R O T H E R S

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, C. J. Harris, Crathmore Hotel 
Kalamazoo, H. J. Linsner, 9 1 1 N. Burdick 
Lansing, H. W. Garver, Hotel Wentworth 
Adrian, C. N. Cook, 200 E. Maumee St. 

Port Huron, W. G. Rossow, Harrington Hotel 
Metamora, G. S. Nicholas 

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

Write to-day
CUDAHY BROTHERS CO.

Cudahy-Milwaukee

.D.
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Grape Fruit an Ideal Thirst Quencher.
A new reviver for athletes, which also 

serves in a way as a food and an aid 
to training, has been discovered by Lieu
tenant P. A’Beckett, an all around 
sportsman, also well known as a regi
mental football player. This is the West 
Indian grape fruit.

Oranges and lemons, particularly the 
latter, have served almost since football 
became a national game, to refresh the 
player at half time, and of late years 
many have taken to American chewing 
gum, which they kept in the mouth all 
through the play, as it served the double 
purpose of preventing thirst and killing 
any desire for an interval cigarette.

Lieutenant A’Beckett, however, says 
the grape fruit is an invaluable asset to 
any team, being health giving and sus
taining, and to it he attributes the suc
cess of his team in the Dorset Senior 
Football League. He believes in giving 
each man half a grape fruit every morn
ing, another part at the interval on the 
football field and another piece at night.

“As one of the rules in training is to 
cut down all excess fluid, the acid pun
gent qualities of the grape fruit juice 
make it an ideal thirst quencher, as a 
man is content with little, and it is also 
agreeable to the most delicate stomach, 
which is important considering how vital 
it is to an athlete to have perfect diges
tion.”

Some Facts About Eggs.
George Fitch tells us that an egg is 

composed of four parts, the shell, the 
yolk, the white and the price. The 
shell is very fragile, like one of the 
Ten Commandments and can be broken 
without an effort.

The price is the biggest part of the 
egg and its greatest protection. The 
price alone has saved millions of in
nocent young eggs from being boiled 
and eaten.

Eggs are very delicate and spoil very 
quickly. When an egg spoils, it puts 
its whole heart into the performance. 
One can tell a spoiled egg as far as it 
can be seen, and with one’s eyes shut 
at that, if the wind is in the right direc
tion.

There was a time when everyone ate 
fresh eggs in summer and went without 
in winter. Nowadays, however, busi
ness methods have led them to buy up 
all the fresh eggs in summer and store 
them until winter, when they have ac
quired a rich russet flavor. Those eggs 
which cannot be sold in winter are held 
over and sold next summer. These 
eggs are not explosive, but little else 
that is good can be said of them.

Perfectly Honest, But—
“Yes, sir, Neighbor Frank is as honest 

a man as you would meet in a month 
of Sundays. He belongs to my church 
and we are like brothers and there ain’t 
anything he wouldn’t do for a friend. 
He’s all right. Of course he has his 
little peculiarities like the rest of us, 
and if you buy chickens from him I’d 
advise you to examine the feathers care
fully before you weigh ’m. They’re 
pretty apt to be wet.”

Which are you trying to do—boost 
this town or bust this town?

Don’t work for a bigger town merely 
—work for a better town.

SALES LETTERS.

Field of Endeavor Too Often Neg
lected.

W ritte n  fo r th e  T rad esm an .
How do the mail order concerns 

achieve their success and how do so 
many national advertisers build up 
their business? The answer is self 
evident—by means of a series of sales 
or “follow-up” letters. Retailers have 
neglected this field of endeavor too 
long. It is a branch of advertising 
which is of vital importance and any 
reasons for not using such a means 
of increasing business fade awade on 
close analysis.

Even though there is a good local 
newspaper in your town, figure, if you 
will, how many take some other paper 
and how many who should be cus
tomers of your store never see your 
newspaper advertisements. Under
stand me, I do not say that news
paper advertising is not important. 
It is. The newspaper should be used 
continuously in all cases, but the letter 
advertising is a mighty strong supple
ment to the newspaper.

In many localities store keepers 
have no local papers and here the 
value of the letter campaign is greatly 
increased.

As to the method of using the let
ters, these vary according to circum
stances, the character of the stock, 
the number of people appealed to, 
the season of the year. All these must 
be carefully considered.

It pays to send out only attractive 
stationery. Remember the letter is 
your personal representative and must 
look presentable. Have good print
ing and good paper.

Write your letters in a friendly 
and earnest spirit. I give a few brief 
examples of some letters which have 
been actually used and which have 
secured results. No cut and dried 
form can be taken. Your own prices, 
your own service and trade have to 
be figured on. The first letter sent 
out by a general merchant started in 
this way: “This, our first letter, is 
sent to inform you of our store pol
icy. In this letter and others to fol
low we are going to give you import
ant, money making news. Read the 
letters carefully and if you act on 
their suggestions it will mean a money 
saving, time saving proposition.”

Following was a plain, brief state
ment that cash discounts were taken 
advantage of, that service was good 
and that deliveries were made within 
a radius of five miles. Other special 
points were briefly dwelt upon and 
an invitation extended to call at the 
store.

The second letter took a “crack” 
at the cut rate and mail order pirates:

“We have just figured the actual 
cost of a gasoline stove offered by a 
concern at what seemed to be $1 less 
than our price. We added up the 
freight, the postage, the cost of money 
order, then we ordered the stove. The 
two stoves, ours and the other fel
low’s, are in our store. Come and 
judge for yourself which you would 
prefer. The difference was 18 cents 
in our favor when we figured up. And 
we had to wait three weeks for the 
stove.”

Then followed a brief outline of the 
stock carried by the store, the as
surance of right prices and the policy 
of securing anything wanted, not in 
stock on short notice.

This letter made a big impression 
and the comparison of the mail-order 
stove and the one regularly carried 
in stock, on which prompt delivery 
could be made, was an eye opener to 
the community.

The third letter was a repetition 
of the personal invitation to call and 
enclosed a coupon which would be 
accepted as 10 cents on a $1 sale, or 
SO cents on a five dollar sale. This 
was a wide premium margin, but it 
caught the folks who were not trad
ing at the store and served to make 
them acquainted.

Later a neat six page circular, 8^2 
xll, was mailed, illustrating several 
items in stock and the whole matter 
furnished by the wholesalers of whom 
the store bought at actual cost. It 
paid well.

Some dealers have an idea that the 
expense of sending out letters is pro
hibitive. Such is not the case. You 
can have letters written in typewrit
ing, with the name inserted, the same 
as any personal typewritten letter, 
folded, placed in the envelope and all 
addressed for only $7.75 a thousand. 
If you fold and insert them yourself, 
the cost will be considerably less.

All that is necessary is to supply 
a list of names of those you desire 
to reach, furnish the copy for the 
letter and the entire matter will be 
taken care of complete. There are 
companies specializing on this work 
in all larger towns.

If you feel you cannot turn out a 
good live letter yourself, turn to 
your jobber, printer or any advertis
ing agency. There are many with 
whom you can advise in the matter.

A splendid idea to learn what is 
what in good mail advertising is to 
answer the advertisements in the 
standard magazines and study care
fully the matter they will mail in to 
you.

Merchants who do live advertising 
and pay attention to the game won’t 
have much dead stock. The truth of 
the matter is that dead stock is usu
ally a sign of a dead dealer. To con
vert your stock into good coin of the 
realm in a hurry with profit and to 
keep on so doing is real merchandis
ing and every plan and idea that will 
help you to gain this end should re
ceive your serious consideration and 
be acted upon.

If it has proven a good thing for 
the million dollar concerns to use 
sales letters and the mails for adver
tising, certainly it is a good plan for 
you to follow, get in the game, ginger 
up and have your goods going out 
and the dollars coming in. That beats

having old brother sheriff loom up 
with a closing sign in his fist.

Hugh King Harris.

It is easy for other towns to be big
ger than this; there is no reason why 
they should be any better.

All Kinds of

Feeds in Carlots
Mixed Cars a Specialty

Wykes & Co., CrT ;“‘
State Agents Hammond Dairy Feed

The Diamond 
H atch  C om pany

P R I C E  L I S T
B I R D ’S -E Y E .

S a fte y  H e a d s . P r o te c te d  T ip s .
6 size—5 boxes In package, 20 packages In case.

per case 20 gr. lots .............................$3.86
Lesser quantities ............................................ $3.50

B L A C K  D I A M O N D .
5 else—5 boxes In package, 20 packages In case,

per case 20 gr. lots ............................. $3.36
Lesser quantities ............................................ $3.60

B U L L ’S -E Y E .
1 size—10 boxes in package, 30 packages (360

boxes) In 2% gr. case, per cage 20 gr. lot $2.36 
Lesser quantities ............................................$2.50

S W I F T  & C O U R T N E Y .
6 size—Black and white heads, double dip, 12

boxes In package, 12 packages (144 boxes) In 5
gross case, per case 20 gr. lots ..............$3.76

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

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

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

B L A C K  A N D  W H I T E .
2 size—1 doz. boxes in package, 12 packages In 

2 gr. case, per case In 20 gr. lots ....$1.86  
Lesser quantities ..............................................$1.90

T H E  G R O C E R ’S  M A T C H .
2 size—Grocers 6 gr. 8 boxes In package, 54 pack

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

4 1-6 gr. case, per case In 20 gr. lo ts ...$3.60 
Lesser quantities ......................... $3.66

A N C H O R  P A R L O R  M A T C H E S .
2 size—In slide box, 1 doz in package, 144 boxes

In two gross case In 20 gr. lo t s ........$1.40
Lesser quantities ......................... $1.60

B E S T  A N D  C H E A P E S T  
P A R L O R  M A T C H E S .

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

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

In 3 gr. case, In 20 gr. lots................. $8.40
Lesser quantities .........................$8.66'

S E A R C H -L I G H T  P A R L O R  M A T C H
5 size—In slide box, 1 doz In package, 12 pack

ages In 5 gr. case, In 20 gr. lots........... $4.86
Lesser quantities .........................$4.60

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

age; red, white and blue heads, 3 boxes In 
flat packages, 100 packages(300 boxes)ln 4 1-6
gr. case, per case In 20 gr. lots.............$8.86

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

SAFETY MATCHES.
Light only on box.

Bed Top Safety—0 size— 1 doz. boxes in package 
60 packages (720 boxes) In 6 gr. case, per
case in 20 gr. lots ....................................$8.66

Lesser quantities ...................................................$8.76
Aluminum Safety, Aluminum Size—1 doz. boxes 

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

Lesser quantities ...................................................$8.00

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

Quick Shipments Our Pride

ROY BAKER
Wm. Alden Smith Bldg. Grand Rapids, Mich.
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CLOVERLAND.

Traveling Zephyrs From the Land 
of Promise.

Marquette, Nov. 5—Our versatile 
Secretary, Charles A. Wheeler, ar
rived in town, Saturday. He spent 
Sunday with us and left for the 
Copper Country, Monday. He prom
ised that he would be back to spend 
next Sunday with us. May Heaven 
bless your pompadour hair cut and 
every bunion on your feet. W e are 
always glad to see jou, Charlie.

We met Brother O. D. Lyons on 
the street, Saturday, awfully mad 
about that Bull Moose speech at 
Onota. He said that there must be 
some mistake because, in the first 
place, he is a dyed-in-the-wool Taft 
man and couldn’t even think a nice 
thing about Teddy. Then he asked 
us where in Helena Montana Onota 
was, anyhow, when Olin E. Smith 
butted into the conversation and told 
us both that the only town hall there 
was what was left of an old charcoal 
kiln. Then he handed us the unkind- 
est cut of all when he told us that 
his wife interpreted our name as “Ura 
D. Liar.” Just then he confided in 
us and asked us to ask the editor to 
send him a few extra copies, one for 
Billie Normile, one for Dan McLeod 
and one for his mamma.

Olin E. Smith, John E. Krafft and 
Thos. Follis were at St. Ignace on 
October 31, and attended the “funeral 
obsequies” at the Dunham House, as 
that popular hostelry closed its doors 
for the winter that evening. The 
obsequies took the form of a Presby
terian Church supper as the closing 
meal and practically all St. Ignace 
turned out. We noticed our old 
friend, Mayor Tom Furlong, and Edi
tor Clyde Hicox among the chief 
mourners. In the dining room there 
were no less than twenty Presby
terian ladies to wait on us; some of 
them quite good looking and some of 
them only fair looking; some of them 
of uncertain age; some of them in 
the full bloom and beauty of woman
hood and some really attractive look
ing youngsters, all dressed in white. 
Our boys—being accustomed to the 
usual quietude and dignity of the 
former Dunham House, with gentle 
and sweet etmpered Belle McDonald, 
whom we have all known so long 
and respected so highly, and loved 
so well attending to our needs—were 
at first nonplussed at the presence of 
so much femininity, but O. E. Smith 
was the first to become reconciled to 
the new condition. Krafft remained 
embarrassed through it all. Follis 
got to like it so well that he said 
he hoped that hereafter there would 
be a Presbyterian church supper in 
every town he visited. Krafft, in a 
weak attempt to shake off his em
barrassment, asked him why, when he 
answered that the presence of so 
many “angel faces” somehow just ap
pealed to him. Smith, who doesn’t 
just like Follis anyhow, interpreted 
when he said as “aged faces” and 
Krafft vowed that Smith’s interpreta
tion was correct.. Follis tried his 
level best to insist that he said “angel 
faces,” but the ladies accepted Smith’s 
and Krafft’s interpretation and a riot 
was started immediately between

twenty angry women and one de
fenseless little man. Follis figured 
that a live coward was better than 
a dead hero, so he started from the 
dining room on the run and hid in 
the hold of the steamer Watawam, 
until the train started north.

We were very much pained to be 
informed that Harry Bribing, the 
dean of the dry goods traveling sales
men in the Upper Peninsula, has re
signed his position with A. Krolik & 
Co., Detroit, for whom he has trav
eled for twenty-seven years continu
ously—the resignation to take effect 
January 1, 1913. We must say for 
Harry that every customer—and they 
are legion—and every traveling sales
man who knows Harry Bribing is his 
friend. One of his friends, a fellow 
traveler and, by the way, a competi
tor, the one who informed the writer 
of Harry’s resignation, gave this trib
ute to him: “Harry Bribing is one 
of God's noblemen. He is one of the 
few' who, when I quit being a mer
chant and become a traveling sales
man and a competitor, met me with 
the glad hand as a friend and now, 
as the years have gone ,by, that 
friendship has never been betrayed, 
but has continued faithful and true 
and I feel that his leaving the ter
ritory will mean to me the loss of a 
tried and true friend. What Harry's 
future plans are has not been stated, 
but he may be assured that whatever 
field of labor he takes up, he has the 
best wishes of the Upper Peninsula 
boys with him and we all wish him 
success, happiness and prosperity 
wherever his lot may be cast.”

Hereafter in all future correspond
ence, we will refer to the Upper Pen
insula of Michigan as “Cloverland,” 
the new name adopted by the Upper 
Peninsula Development Bureau for 
this region and we will promise our 
readers that some time in the near 
future we will write an article on the 
gigantic work that the Upper Penin
sula Development Bureau has under
taken toward the growth and develop
ment of this region, agriculturally, 
commercially, from a manufacturing 
standpoint and socially.

The Urban Hotel, at Ishpeming, 
which was closed in July for exten
sive repairs, is now fast nearing com
pletion and it is expected to be 
thrown open to its former patrons 
and the traveling public as a first- 
class hotel about November 15. The 
house has been thoroughly over
hauled and transformed absolutely 
and has been modernized in every 
respect, making it a most comfortable 
and convenient home for the travel
ing men. The office is large, special 
attention having been paid to the 
subject of light, both by day and by 
night. It is provided with two large 
plate glass windows, which gives it 
virtually a glass front. The radiators 
run along in front of these windows 
and will be protected with a heavy 
brass foot rest. The writing room is 
in a separate room from the office 
and will be conveniently furnished 
with ample desk room. An interest
ing innovation will be the introduc
tion of two or three large sample 
rooms, a feature that this hotel has 
never oefore enjoyed. The wash,

toilet and coat rooms are on the main 
floor and are as modern as they 
could be made. The office ceiling is 
in the beam effect and is highly 
artistic. The capacity of the dining 
room has been more than doubled 
and the same lighting effects are 
sought as in the office. The addition, 
which is in the front, is 27x40 and 
is beautifully brick veneered and has 
a handsome front, making a striking 
appearance. The hotel will now have 
thirty-five rooms and a number- of 
the rooms will be provided with bath. 
The rates will be $2 a day, without 
bath, and $2.50 with bath. Ishpeming 
has needed a house of this kind for 
some time and we congratulate Land
lord T.rethewey and his estimable 
wife on their enterprise in bringing 
this house up to sucji a high stand
ard. The writer of this article is par
ticularly pleasec to welcome the new 
Urban Hotel, as he has been a steady 
and consistent patron of the house 
for twenty-five years or since 1887.

Ura Donald Laird.

Enabling Men to  Vote Away From 
Home.

Traverse City, Nov. 4—Enclosed you 
will find a circular of special interest to 
the electorate of Michigan and for which 
we hope to enlist the active support of 
all members of the United Commercial 
Travelers, the Knights of the Grip, and 
others who would be benefitted thereby.
A law of this nature would bring out 
thousands of votes in state and National 
elections which are lost under the pres
ent law.

If you can use this in any way as an 
item of news of public interest, I would 
be glad to have you do so.

W. A. White.
The circular is as follows:
A provision made by law whereby any 

legal voter who has complied with the 
law regarding registration and whose 
business might take him away from 
home and his own voting precinct on 
election day, can go to the registration 
board of his voting precinct and have 
issued to him, a certificate certifying 
that he is a resident of said precinct and 
duly registered and entitled to vote 
therein, together with all necessary in
formation that would safeguard the use 
of such certificate. Said certificate to 
also have blanks for filling out by the 
election board to ' whom presented, to
gether with the holder’s sworn statement 
that he is one and the same person to 
whom such certificate was issued. Up-

on presentation of such certificate, prop
erly issued and sworn to, the election 
board to whom such voter presents said 
certificate shall issue to said voter a 
short ballot from which all congres
sional, legislative and county offices shall 
be left off. Provision being made for 
the state to print a quantity of such 
short ballots to be issued to one central 
voting precinct in each town, village or 
city of 500 population or over. These 
ballots to lie counted in the voting pre
cinct where cast, but the certificate which 
the election board shall take up, when 
a ballot is issued to the holder thereof, 
to be returned to the registration board 
that issued same in order to prevent 
fraudulent repeating. Said law to apply 
only to state and National elections.

Says Railroad Dust Carries Germs.
Judson C. Clements, of the United 

States Interstate Commerce Commis
sion, believes that the dust discharged 
along railroads and similar public 
highways transmits disease germs of 
a contagious character. As a result 
he has announced his advocacy of a 
general law for the regulation of the 
matter in the interest of the public 
health. Such a law, he says, would 
doubtless bring forth improvements in 
the means for controlling the dis
charged dust and should be of interest 
to inventors skilled in the subject.

R ea  & W itz ig
PRODUCE
COMMISSION
MERCHANTS

104-106 West 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.

W O R D E D  P i R O C E R  C P M P A N V

The Prompt Shippers

Grand Rapida, M ich.
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ON TO SAGINAW.

Annual Covention Michigan Imple
ment and Vehicle Dealers.

Lansing, Nov. 5—Realizing the value 
of publicity in all matters relating to 
Association work, we are breaking away 
from our former method of awaiting 
until the issue of our souvenir program 
and year book. We wish to announce 
through the trade press our program as 
laid out for the coming convention of 
the Retail Implement & Vehicle Dealers 
Association, to be held in Saginaw, 
November 19, 20 and 21, and extend a 
welcome invitation for the manufactur
ers, travelers and dealers from other 
states to meet with us at our ninth an
nual convention and assist in our dis
cussions during our open sessions, as all 
sessions will be open to those interested 
except on Wednesday afternoon.

The list of questions below will be 
brought up and discussed and our pro
gram is made up and all indications 
point to the best and largest conven
tion of its kind ever held in our State.

No one who realizes the importance 
of more education of the implement 
dealers along the lines of modern meth
ods should miss this, the latest and best. 
The local committee has made the most 
elaborate arrangements for a meeting 
of this kind ever attempted, including 
the spectacular and novel number of 
shooting an oil well in the recently de
veloped oil fields in that city. The first 
well struck shot to the height of 130 
feet. This feature will be at the close 
of the last session, as several wells are 
now being drilled and one of them will 
be pulled off for this occasion.

Regarding the questions for discussion, 
it is our aim to make this feature a 
school of instruction, where all can be 
shown the value of more co-operation on 
the part of manufacturers, travelers and 
dealers to administer to the wants of the 
farmer and consumer of implements and 
vehicles. This is the one and only 
economical method of distributing this 
class of goods and it is hoped to instill 
in every dealer’s mind that true “cost 
accounting’’ does not mean the marking 
up a price on goods, but to place them 
in the consumer’s hands at the lowest 
possible cost, consistent with quality and 
service, without loss, and at a reason- 
able profit figured on economical ex
pense of selling.

Our questions for discussion include 
many that other sections of the country 
are interested in and, after the conven
tion, we shall endeavor to furnish to 
the readers of the trade press some of 
the good features brought out in these 
discussions.

Questions for Discussion.
Better buying.
Extending credits.
Loyalty to loyal manufacturers.
Overstocking by small dealers.
Making contracts that are valuable.
Why consider price before quality and 

service?
.When should settlement time be with 

a consumer?
Why does the right kind of advertis

ing pay?
How can a dealer increase his selling 

ability and increase sales?
How can dealers save money on in

surance and cheapen the rate?
Why is an annual inventory necessary 

to make insurance valid?

Why is system and cost accounting 
more necessary now than ever before?

Why prompt payment of bills is neces
sary to get good prices and contracts?

How can dealers save themselves much 
annoyance and delays by properly or
dering goods and repairs?

What three factors are most necessary 
to make a success of the retail imple
ment business?

Should a manufacturer make a change 
in an agency of long standing, leaving 
the dealer with a big stock, without noti
fying him that such change would be 
made? What should be done with him?

If the manufacturer advances the price 
of a tool $1, how much should a dealer 
advance his price?

Should a manufacturer of a large line 
of tools or specialties, when selling only 
one line or a small order, be expected 
to confine his business to the one dealer 
on other lines when there are other 
dealers in the same town or vicinity?

Should a dealer having a contract for 
a certain line of goods in one town fur
nish the same line to dealers in other 
towns who may want them to compete 
with the dealer in that town having a 
contract for the line?

Is it of any value to dealers to buy 
or contract for a certain make of goods 
for the purpose of stooling them and 
keeping them out of competition?

The convention program will be as 
follows:

Tuesday Forenoon.
First Session.

Song—America.
Opening prayer—Rev. Emil Montanus. 
Address of welcome—Mayor.
Response—Vice- President in behalf of 

dealers.
Response—Howard Seeley in behalf of 

travelers.
Adjournment for dinner.

Tuesday Afternoon.
Song—Michigan, My Michigan.
Annual address and recommendations— 

President Reid.
Reading minutes of last convention. 
Completing committee arrangements. 
Introduction of questions for discussion, 

led by C. E. Bement, of Lansing, on 
“How to correct trade evils and im
prove our conditions, from a manu
facturer’s stand-point.”

M. A. Miller, of Grand Rapids, on “As 
a traveler sees you.”

Wm. Goodes, of Flint, “What we all 
need,” from a dealer’s stand-point. 

Adjournment.
Wednesday Forenoon.

Report of Secretary—F. M. Witbeck. 
Report of Treasurer—Otis Boylan.
Cost accounting—J. F. Folmer. 
Insurance—Isaac VanDyke.
National Federation—W. L. C. Reid. 
The Michigan Federation of Retail Mer- 

- chants—E. S. Roe, President. 
Subject, “Retailing and the power of 

affiliation.”
Address “Cost, Education and Local 

Clubs,” E. W. McCullough, Secre
tary National Implement and Vehi
cle Associaton, from a manufactur
er’s stand-point.

General Discussion.
Adjournment for dinner.
Wednesday Afternoon—Closed Session. 
Song.
Report of the Complaint Committee and 

recommendations—F. M. Witbeck. 
General discussion of same.

Conference committee—W. L. C. Reid. 
Legislative—Hon. C. L. Glasgow. 
Question box opened and all subjects 

discussed.
Adjournment.
Banquet at Auditorium in the evening.

Thursday Morning.
Reports of Auditing Committee.
Reports on necrology.
Short Address—E. L. Orcutt, traveler, 

subject “Sales from a quality stand
point.”

Short Address—A. R. Guider, subject, 
“When we get our bumps.”

Short Address—F, M. Witbeck, subject, 
“Only a Dealer.”

General discussion.
Adjournment for dinner.

Thursday Afternoon.
Song—“When Johnny goes marching 

home.”
Address—C. A. Palmer, State Insurance 

Commissioner, “Workingmen’s Com
pensation Act and Insurance.” 

Resolutions and nominations.
Election of officers.
Selecting next place of meeting. 
Unfinished business.
Adjournment.
Meeting of new Board immediately after 

adjournment.
Shooting an oil well at 5 p. m.
Theater party in the evening.

You will note we have endeavored to 
cover the ground fully and interwoven 
such topics as will furnish food for 
thought in an educational way, to raise 
the standard of the implement dealer by 
a fuller knowledge of modern business 
methods.

We hope to meet many readers of the 
Tradesman at our 1912 convention, for

Saginaw welcomes you and the Michi
gan Retail Implement and Vehicle Deal
ers’ Association will welcome you.

All sessions will be called promptly 
on time, regardless of »umbers, and all 
members and friends are requested to be 
on hand promptly, as we have a vast 
amount of work to be gone over and all 
sessions will be called and adjourned on 
schedule time.

A question box will be installed at this 
meeting in charge of Paul E. Dunham 
and all dealers, travelers and manufac
turers are asked to take part in this 
school of instruction. We want to make 
the question box a strong feature and 
want you all to take part in discussion.

All active and honorary members are 
requested to get badges and banquet 
tickets promptly on arrival. The regis
tration will be looked after by Miss 
Grace Reid, with headquarters in the 
lobby of the Auditorium.

F. M. Witbeck, Secy.

No matter where you go you will 
find some one anxious to separate you 
from your hard earned wealth.

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

Also Dumbwaiters 
Sidewalk Hoists

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

Sidney El evator Mfg. Co. :: Sidney, Ohio

Switzer Glass 
Sales Jars

For five years have helped 10.000 up-to-date retailers 
sell bulk pickles, oysters, pickled and fancy meats, pea
nut butter, etc.

Jars, clearest tough flint glass.
Hinge cover attachm ent of non-rusting aluminum 

metal.
Cover, polished plate glass. Always in place, easily 

removed and stays tilted when raised.
1 gal. complete, each............. $1.32 1
i Vt 111: cc Z K  eeaac t : : : :::: !:?o r .  o .  b . Chicago
4 gal. complete, each............ 2.60 )

Send your jobber an order to-day for prompt shipment 
or we can supply you.

0 . S. SWITZER & CO., PATENTEES 
SOLE MFRS. Chicago

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. s* 2* S*. 2* 3*
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Michigan Retail Hardware A ssociation.
P res id en t—C harles  H . M iller, F lin t.
V ice -P re s id e n t—F . A. R echlin , B ay 

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

Management of the Retail Hardware 
Store.

We must study our business as a 
doctor or lawyer studies his We 
must analyze our business and know 
its exact circumstances. We should 
know our goods and be able to ex
plain every detail and why it is tor 
our customers’ 'benefit to purchase 
that which we have to sell. We must 
educate our clerks and go over the 
goods with them and give them sale 
talks and if possible let the agents 
give them talks on the different arti
cles we sell.

Look at your clerks as the cus
tomers look at them. Do not keep 
clerks whose dispositions or manners 
drive trade away. Educate your clerks 
to have character, ability, reliability, 
endurance and action. Show them 
that they must use their brains and 
muscle, that they must think and 
work to succeed. Have confidence in 
your clerks, do not fail to compli
ment them on something they have 
done well. Get your clerks interested 
so it will be a pleasure for them to 
work for you. Do not change clerks 
any oftener than necessary because 
your customers want to trade with 
people they know. It makes the man
agement of the store harder as it 
will take some time to get new clerks 
accustomed to your system, and to 
know where to find the goods. 
Among the things of importance in 
the'treatment of clerks is the matter 
of paying wages. When clerks’ wages 
are due pay them, they ought not to 
have to wait for them. Clerks who 
do not get their money when they 
expect it and wanted to use it may do 
the store a good deal of harm by the 
things they will say or hint to their 
friends. You should know what your 
clerks do outside of business hours. 
Not that their time is yours then, but 
if they are doing things outside of 
the store that unfit them to serve you 
well inside, they should be talked to 
for their own sakes and for the sake 
of the business.

Sell one line as much as possible. 
If you have one line of goods such as 
tools or stoves you can advertise and 
talk that line to better advantage, and 
will get good results because you are 
concentrating, you are obeying a law, 
that by putting your force or strength 
all at one point will produce greater 
results than by scattering them.

An easy way of increasing trade 
is to sell the best goods. Goods that 
you can stand back of. Educate your

clerks so that they can show why the 
better article is the cheaper to buy 
and what to recommend to different 
classes of customers.

By doing this you have less book
keeping, you get the best price and 
if you must ask any favors are more 
liable to get along. Buy as little of 
an article as possible and buy often 
to keep your goods fresh. An extra 
5 per cent, on a quantity buy is soon 
eaten up by the money tied up, the 
depreciation in value, and the valuable 
space taken up. Sometimes you must 
sell some of these goods at a loss 
to get rid of them. You are liable 
to persuade your customer to pur
chase something which is not for his 
benefit to buy, and will be a detriment 
to you.

The better your store looks outside 
and inside the more customers it will 
attract and the more goods you will 
sell. Keep your store fresh, have the 
woodwork painted or varnished and 
do not let it get to look shoddy, have 
your goods all in their proper places 
and have them clean, do not pile goods 
on your stoves and ranges, have your 
goods well displayed.

Have all staple articles towards the 
rear of the store and the specialties 
better displayed. Group your goods 
so that those of a kind are all in one 
place or part of the store, have your 
paint altogether in one part of the 
store and your fishing tackle in its 
place, and so on. Goods well dis
played are one-half sold. A good way 
of displaying tinware or graniteware 
is on decked tables so that people 
coming in can see and handle it. 
Every hardware store should have a 
5 and 10-cent counter and concentrate 
all the 5 and 10-cent goods on that 
counter. Such goods as silver-plated 
ware and cutlery should be displayed 
in showcases.

Have all your goods marked in 
plain figures and have but one price 
and that is your lowest, the people 
will then know that the price they 
purchased at is the best price anybody 
could have bought the same article 
for, and this helps to create confidence 
on your store.

Have as simple a system of account
ing as possible but have it show you 
what you want to know. You should 
know every day what your expenses 
are, how many goods you have 
bought, how many sold, what your 
outstanding accounts are, what you 
owe, the size of your bank account 
and your discount dates. Take your 
discounts on or before the dates they 
come due but never after. By the 
taking of your discounts you save 
money and have a better standing 
with the people you deal with.

Be cautious in extending credit, be 
able to say no if you know that the 
party asking for it is unable to pay; 
it is for your benefit and their benefit. 
Have a specified time agreement with 
your customers so they know when 
you expect your money. All this will 
help you in getting money, as people 
that are worth giving credit will try 
and keep their promises. Send state
ments every month; this reminds your 
debtors and will bring in a large por
tion of accounts that will otherwise 
run for months and then they would 
not know how they could owe so 
much. If you have some that do not 
come up to their agreement see them 
personally and find out why they have 
not p^id. Keep your account down 
as much as possible.

Have your catalogues, especially

A eroplane T o y s
And High Grade Wheel Goods 

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 E R L Y  CO .

18 Pearl S treet G rand Rapids, Mich.

We carry a 
Complete Line

Winchester and U. M. C. 
Ammunition

W inchester, R em ington  
& Stevens

Guns and Rifles

M ichigan H ardware Company
Exclusively Wholesale

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

Foster, Stevens & Co.
W holesale Hardware

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

Grand Rapids, Mich.
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those with goods you do not carry in 
stock, so filed that you can get the 
catalogue you want, also be posted 
on the different discounts, as .you can 
often make a sale of something you 
do not carry in stock at a good profit.

Good advertising should attract at
tention and create a desire to buy 
that which you advertise. I am a firm 
believer in direct advertising. We 
use a store paper which we send out 
once a month. This gets the people 
you want to reach, and in this paper 
be personal. It contains advertise
ments of the different articles we sell, 
and also other good reading matter. 
Newspaper advertising is very good 
but it must be changed often, once a 
week if possible. Where you have a 
weekly paper have your advertise
ments attractive, simple and to the 
point. Use advertising furnished you 
by manufacturers and jobbers, stamp 
your name on every piece of adver
tising that you send out. Sign ad
vertising is fairly good, some manu
facturers and jobbers furnishing you 
with fence signs, and these we should 
put up as they will do us much good.

Have your store as light as possi
ble; have no dark corners. Make the 
front of your store a bright spot at 
night.

Have your windows clean and at
tractive, show one line at a time and 
use plenty of show cards explaining 
the goods and inviting the people in 
to examine the goods and also have 
plenty of price cards. Let one clerk 
who takes a liking to dressing win
dows do this and change your win
dows at least every two weeks; one 
week is better.

Treat the traveling salesman cour
teously. They often have and can 
give you valuable information. We 
must not only know our own line but 
also competitive lines, as this will 
help us, not so we can knock but 
be able to talk our goods better, and 
there is no better way of getting post
ed than through the traveling man. 
They can often give you information 
on selling plans and stock arrange
ments, because they come in contact 
with so many other merchants and in 
general they can do you a lot of good. 
Be honest with the salesmen and give 
them a square deal and you will get 
the best they have in special dis
counts, special value or any other 
advantage they may have.—Herbert 
Fugue in American Artisan.

electric light plant at Lucedale, a con
trolling interest in the bank and is 
the big man financially and in 
the enterprise of the town. Mr. 
Luce entered business life as a trav
eling salesman for the finm of Haw
kins & Perry twenty-five or more 
years ago and proved his ability be
yond question. Twenty-two years 
ago his father staked him to the 
amount of $25,000 and he went to the 
southern states to carve out a for
tune. “I lost that twenty-five thous
and in six months,” he remarked to 
the writer a short time ago, “and it 
took four years of hard work to re
cover it.” He opened a store at Basin, 
a hamlet in the woods of southern 
Mississippi and also engaged in lum
bering. He is a resourceful man, full 
of pluck and energy and, in time, he 
was able to purchase 50,000 acres of 
timber lands located forty miles north
west of Mobile. He expects to clear 
the tract of the timber remaining in 
four years, when he will put his many 
interests into such shape that he can 
handle it easily, when he will retire 
from business—perhaps. It would be 
difficult to imagine the position of a 
man of Mr. Luce’s ability out of busi
ness. He would be the most unhappy 
of all imen. Work is the tonic which 
sustains him and the accomplishment 
of big undertakings is the object of 
his life. Arthur S. White.

his own good. One thing I suggested 
was that he read ‘Calumet K,’ and anoth
er was that he watch his chance and 
practice on the typewriter. During his 
extra time at noon on the first day I 
saw him busy at the typewriter and the 
next day he came in with a book under 
his arm.”

“And what was the surprise?”
“That he actually did what I suggested. 

So many young men will do what they 
are ordered to do, but if you give them 
a mere suggestion they will pay no 
attention to it. I hardly expected him 
to do anything about either of the things 
I mentioned, because I have had much 
experience with young men. It is en
couraging once in a while to find an 
exception to the rule.”

Frank Stowell.

T D  A p T ?  Your Delayed 
1  I V A v Ij  Freight Easily

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

Grand Rapids, Mich.

Chase Motor Wagons

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

Adams & Hart
47-49 Ne. Division St., Grand Rapids

Don’t be satisfied merely to live in 
this town—help make it a better town 
to live in.

Use
Tradesman Coupons

Made a Million in Mississippi.
W ritte n  fo r  th e  T rad esm an .

Gregory M. Luce, of Mobile, Ala., 
spent a few hours in Grand Rapids 
last week. Only a few years ago the 
Luce family was prominent in the 
business and social life of Grand Rap
ids, but the widow of Ransom C. Luce 
alone remains here. Mr. Luce resides 
in Mobile, Ala., where he is largely 
interested in banking, shipping and 
real estate and is one of the owners 
of the Battle House, rebuilt five years 
ago at a cost of $1,500,000. He is the 
principal stockholder in two mer
cantile corporations at Lucedale, 
Miss., dealing in all kinds of mer
chandise, and is largely engaged in 
the manufacture of lumber and farm
ing near that place. He owns a commo
dious hotel, the water works, the

A Complaint.
T h is  to w n  is  g o ing  to  th e  dogs—

I a lw ay s sa id  i t  w ould;
T he  people don’t  tu rn  in  a n d  help  

A  ne ig h b o r like  th e y  should.
I ’ve  a lw ay s th o u g h t w e all shou ld  a id  

A fellow  in  h is  fights,
A nd, w hen  h e  g e ts  th e  w o rs t of it, 

S hould help  h im  g e t h is  r ig h ts .

B u t do th e  peop le do like  th a t  
In  th is  com m un ity?

W hen  I  h av e  tro u b le  lik e  I  have ,
Do th e y  com e help in g  m e?

F o r in s ta n ce , w ith  th e  ra ilro ad  I  
H av e  g o t som e tro u b le  now ;

H ave people helped  m e a s  th e y  should  
To fix th a t  li t t le  row ?

You see I  bo u g h t som e sh ing les from  
Chicago, w h e re  th e y ’re  cheap ;

I saved  a  d o lla r  on  th e  lot,
F o r  h e re  th e y ’re  p r e t ty  s teep .

I needed  th em , a n d  r ig h t aw ay ,
T he  ra in y  d ay s  w ere  n e a r;

T he  ra ilro ad  took  a  m o n th  a t  le a s t 
To g e t th e  sh in g le s  here .

A nd, w hen  I  g o t them , h a lf  a  bunch  
W a s  m iss in g  fro m  th e  lo t;

I g uess  i t  w as  th e  b e t te r  h a lf—
T h e  po o res t ones I  got.

T he  f re ig h t bill w as  a n o th e r  f r ig h t—
T h e y  overch a rg ed  me, too ;

A nd I w on’t  p ay  it , n o t a  ce n t—
I  w on’t  be robbed. W ou ld  you?

B u t I  c a n ’t  g e t th e  sh ing le s  now ,
N or g e t m y  m oney back.

T he  ra ilro ad  w ill n o t g ive  th e m  up— 
I t ’s  ra in in g  in  th e  shack .

T he  m e rc h a n ts  th e y  w on’t  do a  th in g —
I th in k  i t  is  a  crim e;

T h ey  o u g h t to  r is e  a n d  m ake  a  k ick  
A nd b r in g  th a t  ro ad  to  tim e!

The W ord to the Wise.
Many a young man loses an oppor

tunity by not heeding the casual re
commendations of his employer. There 
are a good many things an employer 
can recommend, but does not feel in 
a position to require. The suggestions 
for the good of the employe are often 
given very simple, but are none the 
less valuable. They are often the fruit 
of wide experience and are merely a 
sample of what the employer would 
like to do in that way if his suggestions 
were properly received.

A manager said to me, “I was greatly 
surprised recently. I started a young 
man in my office and, as he seemed open- 
minded and anxious to learn, I took 
the trouble to tell him a few things for

W e Manufacture

Public Seating
Exclusively

«a c  We furnish churches of all denominations, designing and
U i u r c n e s  building to harmonize with the general architectural 
scheme—from the most elaborate carved furniture for the cathedral to the 
modest seating of a chapel.
C / iU a a I o  The fact that we have furnished a large majority of the city 
o C l l O O 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  A J » n  H a l l e  We specialize Lodge. Hall and Assembly seating. 
I  fO f l g c  1 I d l l S  Q u r  long experience has given us a knowledge of re- 
ouirements and how to meet them. Many styles in stock and built to  order, 
including the more inexpensive portable chairs, veneer assembly chairs, and 
luxurious upholstered opera chairs.

W rite Dept. Y.

Hmeriean Seating Company
215 W abash Ave.

G R A N D  RA PID S

CHICAGO, ILL.

N E W  Y ORK BO STO N PH ILA D ELPH IA

R EY NO L D S  F L E X I B L E  A S P H A L T  
S L A T E  SH I NG LE S

HAVE EN D O R S EM EN T  OFJ LEADING ARCH ITECTS

Keyaolds Slate Shingles After Five Years Wear Wood Shingles Alter Five Years Wear
Beware of Im ita t io n s .  For Particulars Ask for Sample and Booklet.

W rite 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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REVIEW OF THE SH O E  M ARKET

Good Bait for the W ary Customer.
One of the biggest stunts of recent 

times in the construction of shoe store 
fronts is the so-called “island” case. 
And the obvious advantage of this case 
lies in the fact that you “get ’em going 
and coming.” This is because the four 
sides of the case are of glass and trim
med pyramid, or shelf, style, with front, 
side and back view.

Where the entrance is wide enough 
to admit of an “island” case the outer 
edge should be brought out flush with 
the line of the windows, right and left. 
The width of the case must, of course, 
be determined by the size of the en
trance, and the details of its finish would 
be in keeping with the treatment of the 
windows.

Sometimes, instead of having the “is
land” case out in the entrance, it may 
be placed just inside the store back of 
the entrance, the doors opening to the 
right and left of it. Or, if the entrance
way is very deep, but not so wide, the 
case may be turned about edgeways with 
the walk, thus providing a- sort of ar
cade passageway on either side. And 
with any of these three methods of con
struction excellent results may be se
cured and effective trims staged.

The peculiarly subtle and effective 
appeal of the “island” case is due to 
the fact that it tends to focus attention 
and compel some notice even from the 
most disinterested passerby. And the 
very fact that the trim confronts the cus
tomer as he leaves the store gives the 
case a pulling power almost twice as 
great as the ordinary window.

In addition to this decidedly superior 
structural advantage, the “island” case 
is trimmed with smarter styles and high- 
grade specimens of footwear, so the 
merchandise displayed gets an additional 
hold upon the attention of people enter
ing, or leaving, or lingering about the 
front of the store. Thus, the “island” 
case is the logical place for novelties, 
snappy styles, and high priced creations 
which have been bought to beguile the 
more extravagant patrons. And seeing, 
is frequently wanting—and when you 
get folks to wanting your finer offerings 
strong enough, the profits are yours.

If your store front has become out 
of date, or if a dealer is figuring on a 
new one, he should consider the possi
bilities of an “island” case. On the other 
hand, if the store front is fairly good, 
but not quite up to the “island” case 
standard of store front excellence, why 
not have an architect take a look at the 
store premises to see if he cannot add 
this finishing touch to the display facili
ties? Who so maketh an “island” case 
to grow where none was before hath

certainly put out good bait for the wary 
customer.—Shoe Retailer.

Creative Salesmanship
Any person who sells footwear, or 

other goods, may be a salesman, but a 
clerk is a creative salesman only when 
by personal suggestion he sells goods 
not asked for by the customer. He is 
a creative salesman, when, by means of 
display, advertisement, or any other 
method, someone is induced to purchase 
something he otherwise would not, had 
not his attention been drawn to the 
article. The number of sales made by 
the retailer, over and above the actual 
demand, depends upon the degree of 
efficiency with which he uses the selling 
powers which are at his command. The 
proprietor or clerk, for instance, who 
combines an attractive personality with 
a knowledge of the talking points of 
the goods in stock, who presents his 
displays in an adequate manner, who 
advertises judiciously and effectively, is 
going to get more new business than the 
man who utilizes but one of these meth
ods, other things being equal.

The Change to  Lower Heels.
Walking boots for women are being 

made with low heels, some as low as 
one inch. These boots will probably give 
many women a great deal of trouble, 
though they are commonly looked upon 
as nature-shaped shoes, healthful to 
wear. Most women have been in the 
habit of wearing boots with heels about 
two inches high, and their feet have be
come shaped to them. When they put 
on boots with heels an inch lower than 
the heels they have been wearing, they 
will find that the arches of their feet 
will stretch, and that the process, unless 
the boots are properly fitted, will be 
painful.

Not a F lat Iron.
A traveling salesman says that, during 

a recent trip, he fell in with some West
ern shoe retailers. The conversation 
turned on soles of shoes, and the sales
man spoke of the iron of the sole.

“Do you use an old-fashioned flat iron 
or an electric iron?” inquired one of 
the retailers.

The salesman is now more convinced 
than ever that shoe retailers are ignorant 
of shoemaking.—American Shoemaking.

As Tough as Sole Leather.
A man who was dining in a village 

, hotel gazed at the second course for a 
moment and then asked the waiter:

“What is this leather stuff?”
“That, is a filet of sole, sir,” replied 

the waiter.
“Well, you may take it away,” said 

the diner, after attacking it with his 
fork, “and see if you can’t get me a 
nice, tender piece of the upper, with 
the buttons removed.”

What Have You to Sell?
a DRY GOODS stock; or part of it? 
a CLOTHING STORE; or part of it? 
a GENTS' FURNISHING STORE; or part of it? 
a SHOE STORE or an odd lot of SHOES?

We Buy anything and everything For Cash and do it 
Quick. Write Today and we’l I be there Tomorrow 

PAUL L. FEY REISEN  & CO M PA NY
Mid-City Bank Bldg., Halsted & Madison Sts., Chicago

H O N O R B t L T
S H O E S

N o .  4 0 8
A  T a n  H i g h  C u t

Now  on the Floor for Delivery on 
Receipt of Orders

This is a 12 inch tan Elk shoe 
with full bellows tongue, two straps 
and buckles at top, three soles, the 
outer sole being of No. 1 viscolized 
stock. The upper leather runs full 
under the toe cap, giving double 
wear at that point.

Rouge Rex High Cuts 
Satisfy

Hirth-Krause Company
Hide to Shoe

Tanners and Shoe Manufacturers 
Grand Rapids, Mich.

It's the Name that Protects You
“H. B. HARD PAN” shoes have been made so 

well and so long that every FARMER, MECHANIC 

or RAILROAD MAN is satisfied with the goods 

shown him if they bear this name.

They know that the name H. B. HARD PAN is 

a sure protection against inferior leather and poor 

workmanship.

Think what an exclusive agency for this line 

means to you in protection and profit.

THEY WEAR LIKE IRON

HEROLD-BERTSCH SHOE CO.
GRAND RAPIDS, MICHIGAN

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

Adolph Melzer, retired soap manu
facturer of Evansville, has presented 
the city with a certificate of deposit 
for $1,000, which must remain in the 
bank there and draw compound in
terest for 250 years, at the expiration 
of which time it will amount to $19,- 
956,400. This is said to be the first 
instance of its kind in the world.
The donor believes that many cities 
are hampered in taking steps of pro
gress by bonded debts and he plans 
to distribute his wealth among many 
towns where such an endowment will 
insure large public improvements.

The present city administration of 
South Bend will permit no boxing or 
sparring exhibitions.

Work has begun on the New 
Castle-Muncie extension of the Honey 
Bee traction line.

A boulevard lighting system is 
being installed at Garrett, the con
tract calling for forty-four five-light 
posts and six three-light posts.

Progress has been made in track 
elevation work by the Wabash and 
Pennsylvania railroads at Ft. Wayne, 
but the city has not kept pace and 
streets beneath the temporary super
structures are in bad condition.

South Bend has taken steps toward 
securing a new contract for street 
and park lighting by advertising for 
bids which are to be opened Nov. 8, 
1913. While the present contract does 
not expire until Jan. 1, 1915, the city 
must let its lighting contract at least 
a year in advance. At present the 
city has over 700 lights in operation, 
for which it pays the Indiana & Michi
gan Electric Co. $50,000 a year. The 
question of a municipal lighting plant 
will be taken up.

Ft. Wayne plans to have a purchas
ing agent, who will serve as a store
keeper, securing all municipal sup
plies in quantities and dealing them 
out to departments on written orders 
from heads of each.

The Bash Fertilizer Co. has started 
work on a new $100,000 plant at Ft. 
Wayne.

The Indiana Better Roads’ con
vention will be held in Indianapolis 
December 10-12. The call for the 
meeting declares that traffic on Indi
ana roads is five times greater than 
it was five years ago and that 90 per 
cent, of the traffic is over 20 per cent, 
of the roads.

An order for the installation of 
block signals on nine interurban lines 
in Indiana has been made by the State 
Railroad Commission.

Two log schoolhouses remain in 
the State, both being in Clark county, 
according to the recent report of the 
State Superintendent of Schools.

The Friends or Quakers have just 
closed a five-year meeting in Indiana
polis and Richmond was chosen as 
the next place of meeting in 1917. 
Plans were made for a weekly news
paper and a publishing house, which 
will probably be located at Richmond.

An industrial exposition and corn 
show was opened at Terre Haute 
Nov. 28, with an attendance of 40,000 
people. There were approximately 
500 entries of corn. The show was

a success and will probably be made 
an annual affair. Almond Griffen.

National Advertiser Taking Extra 
Profit From  Retailer.

Evansville, Ind., Nov. 4—In my opin
ion Hugh King Harris greatly misun
derstands Anderson Pace’s article en
titled “Hit Hard” which you published 
in the Oct. 16 issue of the Tradesman.

I agree with Mr. Pace, and Mr. Harris 
will also, when he fully understands 
what Mr. Pace undertook to say in the 
above mentioned article.

Mr. Pace drew our attention to the 
waste in national advertising. There is 
a great deal of difference between na
tional advertising and local advertising.

The national advertiser is taking extra 
profit from the retailer and the consum
er in order to try to force his commodi
ties upon the market, and this method 
of advertising, as Mr. Pace proves to 
us is not delivering the goods. In other 
words, national advertising is costing a 
great deal more than the real profits can 
afford to pay and, of course, the money 
must come from the retailer and the 
consumer.

All national advertised goods give the 
retailer less profit than other goods man
ufactured and sold otherwise.

I push non-advertised goods much 
harder than those advertised nationally.
It makes no difference to me how much 
an article is advertised. If I can get 
another article that I know is as good, 
which can be had in most any line, I 
push the non-advertised article. There 
is not another medium of advertising 
that can overpower my method, and if 
any other retailer thinks some one else 
can advertise his goods better than he 
can advertise them himself, he had bet
ter look out or the other fellow will be 
getting as much profit out of his labor 
as he (the merchant) does himself.

When the retailers begin to study ad
vertising as hard as others do, they will 
be reaping the benefit.

I fully understand Mr. Pace’s article 
—and he is corect.

National advertisers are all humorist, 
wit-snappers, whitewashers and practical 
jokers. They themselves know that they 
are not delivering the goods. One is 
simply trying to outdo the other and 
making the retailer and the consumer pay 
the bills.

I will admit that the druggists are 
a lot of easy marks who will not handle 
an article unless it is well advertised, 
but every one of them knows who pays 
the bills. They themselves could fur
nish the very same article for less 
money, if they only would put it up and 
hand it out. As to any article in a 
grocery store, I will say any man who 
can not sell non-advertised food stuff, 
soap, baking powder, coffee, cereals, etc., 
is a mighty poor salesman.

If the people in my community will 
not believe me and have more faith in 
national advertisements, there is some
thing wrong with me.

Mr. Harris tells us that he has been 
a traveling salesman. Well, old boy, you 
ought to be able to sell anything, adver
tised or not.

If a traveling salesman must be backed 
up with national advertising before he 
can sell goods, what’s the use to pay 
traveling expenses? Make the retailer 
mail his orders into the house.

Edward Miller, Jr.

* 1

The Man W ho W ants 

a Plain T oe Shoe

Usually has a high instep and a wide foot. Here is a shoe that will 
fit his feet without being too long. Also here is the Damp-proof 
durability he wants at a price that suits his pocketbook and more 
than his money's worth in wear.

Rindge, Kalmbach, Logie & Co., Ltd. 
Grand Rapids, Mich.

J
Get Your Rubbers and Arctics of

Michigan’s Largest Rubber 
Footwear Distributors

H O O D  R U B B E R S
Are

Great Trade Builders
We mailed catalogues 

to nearly everybody in 
the trade in the Central 
States last week. Did 
you get yours? If not, 
write us at once.

This is the old Honesty Arctic with double heel and sole 
@ $1.47 less 51 in 30 days.

You save 5% when you buy HOOD’S.

Grand TtepidsvShoe ‘¿clubber (q.
The Michigan People Grand Rapids
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Grand Council af M ichigan, U. C. T. 
G ran d  C ounselor—Jo h n  Q. A dam s, B a t

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

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

P etoskey .
G ran d  S ecre ta rx —F re d  C. R ic h te r, 

T ra v e rse  C ity.
G rand  T re a su re r—J o e  C. W ittliff , D e

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

naw . _
G rand  P ag e—W . S. L a w to n , G rand  

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

G rand  E x e cu tiv e  C o m m ittee—Jo h n  D. 
M artin , G ran d  R ap id s; A ngus G. M c- 
E ach ro n , D e tro it; J a m e s  E . B u rtless, 
M arq u e tte ; J . C. S aunders, L ansing . 

Michigan K nights of th e  Grip 
P re s id e n t—C. P . C asw ell, D e tro it. 
S ec re ta ry —W m . J .  D evereaux , P o rt 

H uron .
T re a su re r—J o h n  H offm an , K alam azoo. 
D irec to rs—F . L . D ay, J ack so n ; C. H . 

P h illip s, L a p ee r; I. T . H urd , D av ison ; 
H . P . G oppelt, S ag in aw ; J .  Q. A dam s, 
B a ttle  C reek ; J o h n  D. M artin , G rand 
R apids.

W afted Down From  Grand Traverse 
Bay.

Traverse City, Nov. 4—G. R. & I. 
passenger train No. 5, which leaves 
Grand Rapids at 7:20 a. m., experi
enced what might have been a ser
ious affair while at Tustin last Mon
day morning. A local freight north 
bound ran into the Pullman car which 
was attached to the rear end of No.
5. Aside from a good shaking up and 
slight damage, nothing serious re
sulted. One passenger who was rid
ing in the Pullman was held over at 
Cadillac, owing to injuries received. 
The G. R. & I. seems to be a close 
running mate to some other roads of 
late when it comes to accidents. 
Many of the Grand Rapids boys were 
pretty well shaken up.

Herman Hoffman, Mayer Shoe Co.’s 
salesman, is staying at home this 
week on account of the arrival of a 
nice baby girl which put in her ap
pearance last Monday. The mother 
and child are doing nicely. He is 
well pleased and is handing out all 
kinds of smokes.

Gard. Wallace, Cohen Bros.’ sales
man, of Milwaukee, is now practicing 
economy since his experience at Cad
illac. It seems he invited his customer 
Martin Swanson, of Tustin, to come 
to Cadillac and purchase his goods, 
with the understanding that Gard 
would pay all of Martin’s expenses, 
so Martin jumped into his auto and 
drove to Cadillac, but on the way the 
car had a blow out and some other 
accident occured, all of which cost 
about $15. Although Gard has not 
come across yet, he will hereafter 
take the train to Tustin and pay the 
regular fare of 24 cents each way.

Grover Mapel, Marshall Field’s rep
resentative, wears the smile that won t 
come off, all because the stork left a 
little stenographer at his home here 
last Saturday morning. There is

surely one happy family, for every
thing is lovely.

In reference to an item which ap
peared in these columns a few weeks 
ago as to a wager we are pleased to 
state that Hoffman won the bet. Nuf 
Sed.

Adrian Oole has been confined to 
his home the past week with a bad 
cold, but is slightly on the mend.

The Boyne City, Gaylord & Alpena 
R. R. has purchased two large freight 
engines to be operated on the new 
extension.

A. W. Peck and wife, of our city, 
are spending six weeks in the South, 
visiting friends in Oklahoma and other 
points. Bert’s brother lives at Enid, 
Oklahoma. We wish you a pleasant 
journey.

One of our friends called up this 
office and excidedly asked us if it 
was too late to insert that a certain 
friend, whose name we prefer to with
hold, had just died, as all of his friends 
would be pleased to know it.

Dorothy, the daughter of Sam Tay
lor, underwent an operation the past 
week for appendicitis and is at pres
ent resting as easy as can be expected.

One of the meanest tricks we know 
of is to keep on robbing a person’s 
chicken coop of eggs to discourage 
the owner until he disposes of his 
hens to the thief, thinking that the 
hens have not been laying, and, after 
said party has purchased the hens, to 
invite the former in to show him how 
the hens lay. We refer to no one 
excepting Frank Wilson and Chas. 
Cressy* Cressy is the owner of the 
hens now. Frank did own them.

The first snow of the season fell 
here last Thursday and we think by 
all appearances that winter has set in 
for good.

The fourth of our winter’s series of 
parties will be held next Friday even
ing and everybody is looking forward 
to a good time. Our parties are sec
ond to none.

The McKinnon House, at Cadillac, 
specifies on its menu card Archie 
Jourdan’s Snow Apples. Some farmer, 
Archie.

John T. Beadle and wife have just 
returned from an extended visit to 
the old country, visiting their former 
home in England, and we are pleased 
to state that Uncle John looks twenty 
years younger.

Mrs. Ray Thacker is confined to 
her home, which may and may not be 
of a serious nature.

Mrs. A. E. Ford regrets very much 
that she took advantage of the $1 shoe 
sale, since the pair which she pur
chased was intended for a person 
wearing number nine, but she let a 
contract with our local shoe factory 
to have same remodeled.

In checking over A. E. Ford’s ex
pense account, Ray Thacker noticed 
an item of $5 for supper and after a 
course of questions, Mr. Ford advised 
him that he was entertained by a 
friends at his friend’s home. Ray says 
that he has been entertained several 
times at different homes, but no such 
fees. Well, it will all come out in 
the wash. What doesn’t will surely 
bleach out.

William Bowman, of our city, who 
sells monuments , demonstrated to 
friends in Manistee that he is a red 
hot politician and is in favor of the 
local option cause. Most of us are 
the morning after the night before.

Harold Jahraus, a cigar salesman 
of our city, carries a nice line of candy 
when m Mesick. We have promised 
not to say a word to father as to the 
reason.

W. F. Murphy was seen entering 
our local dye establishment and Bill 
will have a brand new winter coat 
within a short time. Please take note

We take pleasure in presenting Miss 
Zelma May Oole, daughter of Mr. and

Mrs. Adrian Oole, of our city, and we 
can safely say that she is one of the 
most charming lassies of our city. 
One redeeming feature is that sh; 
will not allow Sunday evening com
pany to remain after 7 o’clock. Mr. 
and Mrs. Oole are justly proud of 
her. Adrian says she is the main 
reason why he has not memoriz’d 
entirely his ritualistic work since he 
has been elected Senior Couselor of 
our Council. Mrs. Oole, the mother, 
in also held in very high esteem 
among her friends.

Sol, of Whiting Hotel fame, has 
been passing out smokes to some of 
his intimate friends with the under
standing that certain items were not 
to appear in these columns, but we 
are free to state that we wish you 
much joy and many happy returns 
of the day.

Least you forget now about that 
Thanksgiving turkey, better place 
your order early, and do not forget to 
invite your friends. We would be 
pleased to publish the names of all 
parties who favor us with same. Some 
of you should be thankful that we have 
refrained giving you timely mentions 
in these columns, so please think it 
over.

Things we have noticed concerning 
Adrian Oole since he has been con
fined to bed with illness:

Wears a night gown, not pajamas. 
Reads very litle.
Never talks in his sleep.
Very nervous early in the evening. 
Snores.
Prefers to wear slippers in bed. 
Drinks very little water.
Loves toast.
Plays bear with baby.
When delirious imagines putting up 

storm windows.
Prefers pills to liquids.
Keeps medicine in hip pockets in 

trousers.
Has mirror hung up so he can see 

himself.
Does not appreciate visitors.
Uses a common razor when shav

ing.
Does not use toilet water.
Asks Mrs. Oole to comb his hair.
Lies on water bottle most of the 

time.
Used a tooth brush to good ad

vantage.
Imagines Amos Musselman is gov

ernor.
Refers to his trip to Bay City fre

quently.
Is a very quiet patient.
Gives baby the U. C. T. grip.
W ashes face before each meal.
Uses common shears in manicuring. 
Keeps his baby picture in bed with 

him.
Has had his phone disconnected. 
Insists that Clara be near bedside 

all the time.
Wears neck ties.
Very agreeable patient.
Wears “Votes for women” badge. 
Repeats his boyhood prayer.
Insists that curtains are drawn.
Lies on his back.
Uses two pillows.
Greases his throat.
Talks about putting up stove pipes. 
Sings “Cloverland.”
Uses individual towel.
Frequently smiles.

Fred C. Richter.

Answers to Puzzle on this Page Last 
Week.

Laughing jackass, bellbird, trumpeter, 
jaybird, spoonbill.

S. P. Lee, shoe dealer at Blytheville, 
Arkansas, has engaged to cover the re
tail trade of Arkansas for Rindge- 
Kalmbach-Logie & Co. Harry C. Rindge 
left yesterday for Blytheville to take 
Mr. Lee his samples and instruct him 
in the duties of his new position.

The trouble with most young men 
to-day is that they want to get to 
the top too quickly. Success is like 
a rare plant. Any effort to develop 
it too rapidly is certain to result dis
astrously.

Sometimes opportunity knocks at a 
man’s door and he doesn’t hear it be
cause he is doing so much knocking 
himself.

The person who first handles a propo
sition is in a great measure responsible 
for its final character.

Don’t you ever believe that every 
knock is a boost; but every failure to 
boost is a knock.

The man who says he is merely living 
in the town is merely living on it.
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News and Gossip Around Grand 
Rapids.

Grand Rapids, Nov. 5—The mar
riage of Iva. L. McCrumb Frost, of 
Portland, to David L. Robbins, of this 
city, took place at 4 o’clock a week 
ago last Monday, at the home of Rev.
J. T. Husted, on Bridge street. They 
w.ere accompanied by Mr. and Mrs. 
Alvin L. Nye, of Lake Odessa. Mr. 
Robbins is a U. C. T. and a member 
of Traverse City Council, but he has 
declared his intentions of transferring 
to No. 131. You will be warmly wel
comed to our Council, Dave. Mr. 
Robbins is a representative of the 
Joy Morton Salt Co., of Chicago, and 
is very well known throughout the 
State. Mr. and Mrs. Robbins will 
make their home at 1107 Jefferson 
avenue, this city.

Fred Richter, in his dope wafted 
down from Traverse City in last 
week’s Tradesman, says he does not 
like a knocker. Agree with you, Mr. 
Richter. Even a tombstone says good 
things about a man when he is down 

«  and out.
Have you read your U. C. T. Bul- 

^  letin yet? It is a blinger. How do
you like the new heading? Some 
class. If you have not yet sent in 
your subscription money, do it new.

As was predicted in these columns 
last week, there was a large attend
ance at our regular meeting. The 
ladies brought the men out. It was 
some meeting, but, best of all, the 
women report having a good time and 
the entertainment was fine.

The next dance will be held at 
Herald hall Saturday night. Come 
on up. There will be some surprises 
for you. Tuller’s orchestra will fur
nish the music and refreshments will 
be served.

Didn’t we predict he would win the 
election? Of course, he will make a 
good President.

H. J. Barnett, chief engineer of U. 
B. A. Hospital, is a member of U. C.

3  T. Council 66, of Fort Scott, Kansas. 
* Mr. Barnett has been through the

chairs. Would like to see Mr. Barnett 
at our meetings and dances.

M. K. Lewis, a member of Cadillac 
Council, No. 143, of Detroit, spent 
Sunday in our midst. He and several 
of his friends had some “rum” game 
Sunday.

Mrs. Herrick, the wife of Bro. Her
rick, was a little afraid to attend the 
last meeting with her husband for 
fear our U. C. T. band would play 
during the eveing. She only came 
after being reassured that a barn 
thirty miles from the city had been 
secured for practice.

Speaking of the band, don’t forget, 
brothers, that if you are a bit musical, 
please step forward and join the band. 

E. Y. Shaw is some singer. 
Franklin Pierce has returned from 

his hunting trip at Bitely. You see, 
Mr. Pierce’s hunting trip was planned 
very suddenly. Mrs. Pierce went to 
Chicago and a few days later the 
school teachers convention was slated 
for our city. Mr. Pierce thought 
it better to leave town for fear that 
the school “martns” would swoop 

1 down upon him without warning,
->  whiah would naturally embarrass our

“chief squirt.” Mr. Pierce had a very

successful hunt, bringing home a fine 
lot of birds. He says he killed a lot 
of birds which he could not find after 
knocking them down, as he had no 
dog with him.

C. P. Burg, of Armour Co., was in 
Chicago last Friday, Saturday and 
Sunday.

O. H. Dickinson, a member of 
Washtenaw Council, No. 456, of Ann 
Arbor, was in town last .week. Mr. 
Dickinson sells Bull Dog suspenders.

F. C. Mooney.

Goldstein Insists He Is  Not a Quitter.
Ludington, Nov. 5—The writer takes 

exception to an article in the News and 
Gossip column of last week, written in 
the interests of those “mercantile pests,” 
the traveling men. The article read in 
part as follows:

“Now Mr. Janney, the brand of dope 
one has to use to get these articles for 
the Tradesman is something fierce. One 
doesn’t last long—and look at the re
sults. For example, I may refer you to 
James Goldstein, of Ludington, Walter 
Ryder, Edward Ryder and J. A. Keane.” 

Now, I resent the insinuation of being 
a quitter very much. The writer carried 
on the News and Gossip work to the 
annoyance of E. A. Stowe for over a 
year and was coming strong when the 
three meals and seventeen traveling 
men a day change was thrust on me.

I wish also to take up the cudgel in 
behalf of F. Caroline Richter, of Trav
erse City, the meanest, sassiest and fin
est fellow who ever skinned a two dol
lar drive out of a two inch skin book 
(known in this century as a record of 
expenses). To my knowledge, Fred 
has been punishing the public and an
noying Mr. Stowe well over a year— 
far from being one of those “don’t last 
long” kind.

Again we will refer our friend, Frank 
Mooney, to the “Chirper for the Crick
ets,” Guy Pfander. Guy had been slam
ming his town folk long before Walt. 
Ryder, Ed. Ryder, J. A. Keane and F. 
C. Mooney ever switched the black hairs 
to the grey shades on ye typesetter’s 
switch or straightened a curl on Roy 
Randall’s noble brow.

It is no credit to 131, the really livest, 
largest and greatest bunch of U. C. 
Teasers (with a few exceptions—to 
forestall an attack from Wafted Down 
from Grand Traverse Bay and others) 
in Michigan—or Saginaw, that they can
not find a least one writer or imitation 
as yours truly that can stand the gaff 
like their lowly brothers from Traverse 
and Battle Creek.

Please add a year to my subscription, 
as I hand you herewith the names of 
the J birds shown in the picture in last 
week’s Tradesman:

The Large Animal—Ralph Lichtenauer.
The Stork—Rasty Stark.
The rest as follows:—Art Borden, 

Wilbur Burns, John Schumacher.
Everybody in this section mentions 

them as birds and wondered why the 
Tradesman hadn’t taken up this matter 
sooner. J. M. Goldstein,

The Largest Department Store in Ma
son Co.

Set a pace so fast your competitors 
will get tired of following, even if 
you do have to hustle to keep up with 
yourself.

Honks From  Auto City Council. 
Lnsing, Nov. 4—Brother Woodruff, 

formerly a member of Traverse City 
Council No. 361, was received as one 
of our members by transfer card last 
Saturday night. Much obliged, No. 361, 
we will take all like him that we can 
get.

Brother J. C. Brandimore, the popular 
auto salesman, reports the closing up 
of several good deals recently. He at
tributes a goodly portion of his success 
to his unusual ability as night demon
strator.

Brother Butler, of Grand Rapids 
Council, No. 131, was a welcome visitor 
at our last Council meeting. We un
derstand that he is about to move to 
Lansing and is very likely to transfer 
his membership to Auto City Council.

The popularity of the parties being 
given by our Council is very pronounced. 
Much enthusiasm was shown at the first 
of the series, which was held on the 
evening of October 26. A few more 
tickets are still in the hands of the com
mittee, who are anxious to dispose of 
them to the right persons.

Brother and Mrs. J. A. Raymond are 
now nicely settled in their new home 
at 121 St. Joseph street, east.

Brother M. L. Moody has been hon
ored with the degree of the Ancient 
Order of the Knights of The Rod of 
Aaron. Same was recently conferred 
by Bro. J. C. Brandimore, who has been 
Past Master of the “cult” ever since he 
learned the trick at Chicago last Janu
ary.

Brother A. O. Bosworth will journey 
to Dickinson county this week in quest 
of big game. Good luck, Bro. Bosworth. 
Under similar circumstances we would 
be tempted to leave a piece of venison 
on your back steps.

Brother C. C. Benson, a very highly 
respected and formerly enthusiastic 
worker in our Council, was present at 
our last meeting. For the past two 
years Bro. Benson has been Divison 
Sales Manager for the Stearns Salt & 
Lumber Co., of Ludington. His visit 
with us was made possible only because 
he was on his way to the hospital, where 
he will submit to a serious surgical 
operation. Our sympathy goes out to 
our beloved brother in his unfortunate 
condition and we hope for his ultimate 
recovery.

The last regular meeting of our 
Council, held in the afternoon and even
ing of Nov. 2, was a hummer, so to 
speak. The Council was called to or
der at 3:30 p. m. and the regular rou
tine of business transacted, after which 
Brother H. D. Finley, of Howell, who 
was unable to remain for the evening 
session, was initiated into the mysteries 
of the order and immediately became a 
full fledged and enthusiastic U. C. T. 
man. The Council was then adjourned 
until 8 p. m., when it reconvened and 
initiated five more candidates—H. M. 
Bradley, A. G. Bowerly, J. W. Peck, 
E. P. Oviatt and W. L. Swan. Grand 
Counselor John Quincy Adams was with 
us in his official capacity and gave a 
very interesting and enthusiastic address. 
Each of the new members was given a 
chance to express their feelings, which 
they did in a masterly manner. At this 
point our genial Irish Chef, Bro. D. J. 
Riordan, announced that the “hot dog” 
and sauerkraut was ready and the en

tire assemblage repaired to the dining 
room and did ample justice to the sump
tuous repast. Real good cigars were 
then passed and Senior Counselor Hast
ings introduced Brother James F. Ham- 
mell as toastmaster who, bubbling over 
with his usual amount of wit and humor, 
called upon Grand Counselor Adams, 
Senior Counselor Ristie, of Battle Creek 
Council, No. 233, Brothers Mahoney, 
Moody, Brandimore, Simpkins, Evans, 
Himmilberger, Riordan, Benson and Bro. 
Butler, of Grand Rapids Council, No. 
131. All replied to the friendly jokes, 
and spoke intelligently and feelingly of 
the welfare of the order. Altogether 
it was the most enthusiastic and inspiring 
meeting of the season and we hope 
many such will follow.

H. D. Bullen.

Chirpings From  the Crickets.
Battle Creek, Nov. 4—Remember, boys 

of 253, we visit Kalamazoo Council Sat
urday evening, Nov. 9. All you fellows 
who are uncertain as to whether you 
can go or not, get into the band wagon. 
Even Bro. John Mclntire, who works 
day and night, is going and several of 
our boys just recently taken in are strong 
for the trip. Kalamazoo Council is 
made up of good timber and we want 
to show them a neighborly spirit by a 
large response to their invitation. Be
sides—we owe it to John.

Mrs. Chas. R. Foster took in the State 
convention of teachers at Grand Rapids 
last week. A gifted entertainer and a 
well versed school teacher in one family 
make considerable talent.

I. L. Heinbaugh, Scotts, has sold his 
pool room and cigar stand. Irving has 
been in business at this point a number 
of years. He intends to rest up a few 
months. Future not decided.

Our Entertainment Committee has 
been called together for a special meet
ing. The result will be something good 
for the Council.

There are good men in every organiza
tion. There are good men in every pro
fession. An example of manhood and 
loyalty to house and family was un
folded by a Bro. U. C. T. from Indian
apolis to the writer last week. We left 
Sturgis together for La Grange, Indi
ana. My companion had been away from 
home two weeks and expected mail from 
home when he arrived at La Grange. 
At La Grange he received his mail. 
His letter told him his little seven year 
old boy had appendicitis and was to be 
operated on at once. My brother read 
the letter three times, then he turned it 
over to me. I read it. I said, “Go to 
Indianapolis at once, you are needed.” 
“No,” he said. “My wife is at his side. 
I shall work day and night to finish my 
trip and then for home.” I left him at 
Kendallville, where he was writing up 
his orders, etc., and preparing to retire 
and get an early train to see his patrons 
and rush to his home. We pray to God 
his child was saved. He loves his fam
ily and he is proud of his traveling con
nections. He is capable of protecting 
both and I am proud to know him. His 
house should be with him. His patrons 
are with him. With trouble at home, 
he pushes all the harder.

Guy Pfander.

When you grab opportunity with 
one hand tie a knot in its tail with 
the other.
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DRUGSÀM> DRUGGISTS SUNDRIES 
i  J  J  , } !  % }  «I Ï&5.

Michigan Board of Pharm acy. 
P re s id en t—Ed. J . R odgers, P o r t  H uron . 
S ec re ta ry —Jo h n  J . Cam pbell, P igeon. 
T re a su re r—W . E. Collins, O wosso.
O th er M em bers—E dw in  T. Boden, B ay 

C ity ; G. E . F ou lkner, D elton.

Michigan S tate Pharm aceutical A ssocia
tion.

P res id en t—H e n ry  R iechel, G ran d  R ap - 
ids.

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

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

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

F rem o n t; Ed. W  A ustin , M idland; C.
S. Koon, M uskegon; R. W . C ochrane, 
K alam azoo, D. G. Look, L ow ell; G ra n 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.

G rand R ap ids Drug Club. 
P re s id en t—W m . C. K Irch g essn er 
V ice -P res id e n t—E . D. D e L a  M ate r. 
S e c re ta ry  a n d  T re a su re r—W m . H.

T ibbs. __  _ , ,
E x e cu tiv e  C om m ittee—W  m. Q uigley, 

C h a irm an ; H e n ry  R iechel, T he ron  
Forbes.___________________________ ________

How to Figure Profits in Drug Store.
By way of introduction, I would like 

you to understand that I am not going 
to give you a lesson on how to conduct 
your business. This you know better 
than I do. It is my purpose simply to 
call your attention to what are, in my 
opinion, a few grave errors made daily 
in our stores, and to discus's, in a friend
ly manner, ways and means of avoiding 
such errors in the future, for the good 
and welfare of ourselves and those 
dependent upon us.

A few weeks ago I was discussing 
with some friends the policy pursued by 
some druggists in the neighborhood of 
selling goods at cost or a fraction above 
cost, as, for example, Phillip’s Milk of 
Magnesia at 35 cents; sugar of milk, 
Merck’s at 25 cents; J. J. cotton at 35 
cents; Lablache face powder at 38 cents ; 
Java rice powder at 25 cents, and so on 
down the line, to two seamless nipples 
for 5 cents. The druggists who sell at 
these figures are under the impression— 
an erroneous one—that by selling at such 
low prices, they will make some profit 
and increase their business.

I will proceed to prove in this paper 
(1) that they are losing money, and (2 ) 
that they diminish their business, and 
the more sales they make at such prices 
the more money do they lose, as we have 
here an example of an inverse ratio; 
the greater the number of sales, the 
smaller the profits.

A western concern, for business pur
poses, placed an advertisement in five 
leading New York magazines, which 
are read extensively by merchants and 
manufacturers, both wholesale and re
tail. The advertisement was worded as 
follows:

“An article that costs one dollar must 
be sold for how much in order to make 
10 per cent, profit over an expense of

22 per cent., which is the average cost 
of doing business?”

The advertiser offered a book as a 
premium to those sending in correct an
swers. More than 1,000 replies were re
ceived, out of which more than 800, or 
about 75 per cent, were incorect. The 
selling price named by the participants 
in the contest ranged anywhere from 
$1.32 to $1.50. The importance of this 
point will be appreciated when it is 
known that it was discussed in several 
publications, including drug journals, 
and furnishes the material for our dis
cussion to-night.

Every sale made consists of three 
parts: (1) cost of the article sold; (2) 
cost of selling it, or expense; (3) profit 
to be made on the sale. These three 
parts make up one unit, which we call 
selling price. Consequently, the selling 
price being 100 per cent., our unit, this 
should be the basis of our calculation. 
Two of these parts, the cost and expense, 
are more or less fixed, whereas the third 
part, profit, is variable. We can fix any 
profit we desire to make on the goods 
we sell, but we cannot always control 
the cost and expense. Hence we must 
always look to the third part, profit, as 
the real factor of consideration.

Now, as for the arithmetic in the 
foregoing example. The amount for 
which the article is to be sold, or selling 
price, is, as we have shown, 100 per 
cent., our given unit. This unit includes 
cost of the article, expense and profit. 
Expense is given as 22 per cent.; profit 
above expense 10 per cent., making a 
total of 32 per cent. Deducting 32 per 
cent, from 100 per cent, there is a bal
ance of 68 per cent, for the cost of the 
article. The cost in this case is $1.0 0 ; 
hence 68 per cent, equals $1.00. By 
multiplying $1.00 by 100 and dividing by 
68 we get $1.47 as the selling price of 
the article.

Let us apply this rule to some replies 
received to the ad. One druggist said: 
“If my cost of doing business is 22 per 
cent, and I want to make 10 per cent, 
profit, I shall figure this way:

Cost of goods...................  $1.00
Expense of doing business 22%

Total.......................... $1.22
Profit at 10 per cent.................12

Equals..........................  $1.34
“I would therefore sell all articles 

listed at $1 for $1.34. Am I correct?” 
He is not correct for this reason; 

$1.34 equals 100 per cent.; 32 per cent, 
from 100 per cent, equals 68 per cent.; 
68 per cent, of $1.34 equals 91 cents, 
which is supposed to be the cost of the 
article. But the article costs $1.0 0 ; 
therefore he is wrong in his figuring, 
and instead of making 10 per cent, profit 
he makes only 1 per cent.

A druggist in this neighborhood sold 
in my presence a syringe that cost 75 
cents for a dollar, thinking that he made 
25 cents. Let us see how much profit
he made:

Selling price is ................. $1.00
Therefore it is................. 100%

Right here I desire to call your atten
tion to the fact that drug store expense 
is from 30 to 35 per cent., and by adding 
at least 5 per cent, for profit, we have a 
total of 35 to 40 per cent, that we must 
make on each and every sale. There
fore, if we deduct 35 per cent, from 
100 per cent., we have 65 per cent., for 
the cost of the syringe; 65 per cent, 
of $1.00 equals 65 cents. Hence 10 
cents on cost was lost in the transaction 
recorded. The selling price should have 
been figured in this way :

Selling p r ic e ....................  100%
Expense and profit............  35%

Cost of goods...................  65%
The cost of the syringe is 75 cents; 

hence 65 per cent, equals 75 cents. Mul
tiplying 75 cents by 100 and dividing by 
65, the result is $1.15, which is the cor
rect selling price.

In conclusion a general formula may 
be stated for finding selling price, de
pending upon how big the expense is 
and how much profit one wants to make. 
The expense being 30 per cent, and the 
profit 5 per cent., the formula would 
be:

Cost of goods X 100 
65

As a divisor always use 100, less the 
sum of per cent, of expense, plus the 
per cent, of profit. Meyer Turnan.

Featuring Candy in the Window.
An ordinary display is made simply 

by placing a liberal supply of a certain 
candy in the window and sacking some 
of it ready for customers. Price tickets 
and show cards help do some of the 
selling. Candy is sometimes shown in 
barrels, boxes and large sacks in the 
show window, especially low-priced can
dies or such kinds as are sold in paper 
sacks. Such a display suggests to the 
people that there is plenty of candy to 
go around. It practically says, “The 
stock is large, the price reasonable, and 
the candy is ready for you to put in your 
pocket.”

At other times, a novel arrangement 
of setting the goods serves to change the 
scene. Of course, it is quite a little trick 
to arrange the goods differently each 
time, but after one becomes a bit fam
iliar with placing the candies in various 
positons, a new way oftentimes suggests 
itself before the next trimming of the 
window takes place. Quite a nice dis
play can be made with candy boxes, and 
it is only necessary to fill one or two 
of the top boxes, to leave open, so peo
ple can see the candy, while the empty 
boxes can adorn the window in prob
ably any one of a thousand ways. No 
doubt you have a special way now in 
mind, and all you have to do is to act 
upon the suggestion.

A new or novel way of displaying the 
candies attracts attention. It should be 
remembered that people are so accus
tomed to hurry along the streets that a 
plain display remains unseen by many of 
them, hence the advisability of dressing 
up the window in different ways.

There are many ways of attracting at
tention to the window, few of which are 
guady as pertaining ■ to the confection
ery window. Trimmings of pure white 
denote cleanliness or purity and appeal 
to fastidious folks, while red, brown, 
pink, green—any color but black—cause 
people to notice the window.

A plain candy may be shown in a way 
which suggests how it was made, as by 
showing a clean kettle along with pans 
of peanut brittle. Show cards may ex
plain that the reason the peanut candy is 
so good is on account of the good quality 
of the supplies used and the extra care 
taken in handling them— peanuts hand
picked, etc.

In getting up an attractive window 
trim, some study must be given it. It 
is necessary to be as original as possible, 
that is, have the window setting look- 
different than that of other stores.

An arch is made of various materials. 
Avoid having the structure or frame as 
large or stout , as those sometimes seen 
in large windows. A couple of upright 
strips fitted to a curved top make the 
arch. Wrap the strips with colored 
cloth or tissue paper. Bows and arti
ficial flowers may adorn the arch. Set 
the candies under the arch, or just in 
front of it, on steps or other elevation, 

A daintily covered window bottom 
always helps out a window display of 
candy. Cheese cloth may be used to
day, and other material or colors at 
different times. The confectioner who 
specially trims the window bottom soon 
accumulates quite a number of strips, 
which may be cleaned or washed and 
used again, either for the window bottom 
or other purpose. The covering on the 
window bottom to-day may several 
weeks hence be placed on a back rod 
and used as a background. Lightweight 
materials, each of one solid color, are 
preferable.

Fancy show cards make the window 
attractive. Sometimes the confectioner 
who uses special fruit juices at the 
soda fountain, or serves a special drink, 
the ingredients of which are supplied 
by a manufacturer, is given colored 
cards by the traveling salesman. Be
sides placing the cards in the window, 
the fruit juices, flavor, and even fruit, 
may also be displayed.

With the coming of corn and pumpkin 
time a very attractive window can al
ways be arranged with the use of a 
few yellow pumpkins and a shock of 
corn. Put the corn in a corner of the 
window and place the pumpkins here 
and there on the floor with the vine 
connecting them. Let a little strong so
lution of salt, or, better, epsom salts, 
dry on the top of the pumpkins, to give 
the effect of frost on them. The candy 
display should be arranged on the bot
tom of the window and close to the 
glass, so that the pumpkins will act as 
a sort of background. Imprint a good 
sign, reading, “When frost is on the 
pun’kin and the fodder’s in the shock. 
You’ll find the best of candy is always 
here in stock.” The use of a jack-o’- 
lantern or two in the window in the fall 
can be made attractive. An incandes
cent bulb can be run into each lantern 
at night to produce the realistic effect.

E. C. Benyon.

The longest hour of the day is the 
hour that is loafed.
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W HOLESALE DRUG PRICE CURRENT

A cetic  .................. . . 6  @ 8
B oric ................... ..1 0  @ 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®

Ammonia

42

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 @

B alsam s

15

C opaiba ............ . .  70® 75
F ir  (C an ad a) .. . .  75® 85
F ir  (O regon) ... . .  25@ 35
P e ru  ................. . . . 2  z0@2; 40
Tolu .................. .2 00@2 25

. 65® 75
. 15® 20

Jiin l r 6® 10
P rick ley  A sh  . . . 40® 50

Barks
C assia  (o rd in a ry ) 
C assia  (S aigon) 65® 
E lm  (pow d. 25c) 25@
S a ssa fra s  (pow . 30c) @ 
Soap (pow d. 25c) @

E xtracts
L icorice ...............
L icorice pow dered

Flowers
A rn ica  ...................
C ham om ile (G er.) 
C ham om ile (R om .)

25

24®
25®

25®

75
30
25
15

28
30

25
35
50

C ubebs ................. @4 50
E rig e ro n  ............... @2 50
E u c a ly p tu s  . . . .  75® 85
H em lock, p u re  . .  @1 00
Ju n ip e r  B erries  @1 25 
Ju n ip e r  W o o d .. 40® 50
L ard , e x tra  . . . .  85@1 00
L ard , No. 1 ........  75®' 90
L a v en d e r F low ers  @4 00 
L avender G arden  85®1 00
L em pn ..................  @2 50
Linseed, ra w  bbls. @1 55 
Linseed, ra w  le ss  58@; 62 
Linseed, boiled bb l @ 56
Linseed, boiled le ss  59® 63
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 e e t ..3  50@4 00 
O rganum , p u re  1 25@1 50 
O riganum , com ’l 50® 75
P en n y ro y a l .........2 25® 2 50
P ep p e rm in t ............  @3 75
Rose, p u re  . . .  16 00@18 00 
R osem ary  F low ers  90 @1 00 
S andalw ood, E . I. ®4 50 
S assa fra s , t ru 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 99
T a n sy  ...................3  50® 4 00
T a r , U S P  ..........  25® 35
T u rpen tine , b b ls .. @48%
T u rp e n tin e , le ss  50® 55
W in te rg ree n , t ru e  @5 00
W in te rg ree n , sw e e t _

b irc h  ..........  2 00@2 25
W in te rg ree n , a r t ’l  50@ 60
W orm seed  ........  @6 00
W orm w ood ......... @8 00

P o tass iu m
B ic a rb o n a te  . . . .  15®

D ig ita lis  ...............
G en tian  ...............
G inger ...................
G uaiac  ...................
G uaiac  A m m on.
Iod ine .....................
Iodine , C olorless
Ipecac  ...................
Iron , clo .............
K ino .......................
M yrrh  ...................
N ux  V om ica . . . .
O pium  ..................
O pium  C am ph. . .  
O pium , D eodorz’d 
R h u b a rb  ..............

@ 60 
@ 60 
@ 60 
@ 60 
@ 70
@1 00 
@1 25 
@ 75 
@ 60 
@ 75 
@ 60 
@ 50
@ 2. 00 
® 75 
@2 25 
@ 75

Gums
A cacia, 1st .......  40®
A cacia, 2nd --- 35@!
A cacia, 3d .........  30®
A cacia, S o rts  . .  @
A cacia, P ow dered  35®
A loes (B arb . P ow ) 22® 
A loes (C ape P ow ) 20® 
A loes (Soc. P ow d.) 40®
A sa fo e tid a  ......... 1 00® 1 25
A safoetida , Pow d.

P u re  ............... @1 50
U . S. P . P ow d. @2 00

B ic h ro m ate  ......... 13®
B rom ide ............... 40® 50
C arb o n a te  ..........  12® 15
C h lo ra te , x ta l  a n d  ••

pow dered  . . .  12® 16
C h lo ra te , g ra n u la r  16® 20
C yan ide ............... 30@: 40
Iodide ................. 2 85 @2 90
P e rm a n g a n a te  . .  15® 30
P ru ss ia te  yellow  30 @ 35 
P ru ss ia te , red  . .  50® 60
S u lp h a te  ............... 15® 20

Roots
A lk an e t ............... 15®
Blood, pow dered  20®
C alam us ..................35®
E lecam pane, pow d 25®

C am phor ............  55®
G uaiac  ................... 35®
G uaiac, P ow dered  40@:
K ino  ............................ @
K ino, P o w d e re d .. @
M y rrh  ........................  @
M y rrh , P o w d ered  @
O pium  ................. 8 25® 8 50
O pium , P ow d. -.9  20®9 40 
Opium, G ran . . . . 9  50@9 70
S hellac ................... 25® 30
Shellac, B leached  30® 35
T ra g a c a n 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 . ' . ............. 7 85@2 00
B uchu , P ow d. . .2  00®2 25
Sage, b u lk  .............  18® 25
Sage, % s L oose 20® 
Sage, P ow dered  25®
Senna, A lex........... 25®’
S enna, T in n . . .  15®’
S enna, T inn , Pow . 20®
Uva Ursl ............ 10®

Oils
A lm onds, B itte r ,

true ............
A lm ond, B itte r , 

a r t i f ic ia l  . . .
A lm onds, S w eet,

true • • • • . . . . *  80@1 00 
A lm ond, Sw eet, 

im ita tio n  . .
A m ber, c ru d e  .
A m ber rec tified
Anise ............ .
B erg a m o t ........
Cajeput .........
C ass ia  ................. 1 50@1 75
C asto r, bbls. a n d  i_

can s  ............. 12%@ 15
C eda r L e a f  . . . .  @ °5
C itro n e lla  ............  @ 60
Cloves ................... @1 59
C ocoanu t .............. _ 18® 20
Cod L iv e r  ........... 1 15@1 25
Cotton Seed .. . .  70®. 85
Croton ..............  @1 60

G en tian , powd. 
G inger, A frican , 

pow dered  • •. 
G inger, J a m a ic a  
G inger, Ja m a ic a , 

pow dered  . . .  
G oldenseal, pow d.

12@

15@
20®

Ipecac, pow d
Licorice ............
L icorice , powd.
O rris , pow dered  
P oke, pow dered
R h u b a rb  ..............
R h u b arb , powd. 
R osinw eed, powd. 
S a rsap a ril la , H ond.

g round  ........... @
S arsa p a ril la  M exican,

g round  ..........  25 @
Squills ................... 20@
Squills, pow dered  40@
T um eric , pow d. 12@
V ale rian , pow d. 25®

22® 28 @6 50 
75@3 00 
12® 15
12® 15
20 @ 25
20® 25 
75@1 00 
75@1 25 
25@ 30

6 00@6 50 

@1 75

40®.
25®

50 
30

40® 50 
2 00@2 25 

@9 00 
@ 75

Seeds
A nise .....................  18®
A nise, pow dered  22®
B ird , I s  ............. 7®
C an a ry  .................  6®
C ara w ay  ............. 12®
C ard am o n  ......... 1 40@1
C elery ............... 45®
C o riander ............. 10®
D ill .........................  18®
F en n e l ................... 25®
F lax  .....................  5%@
F lax , g ro u n d  ----- 5®
F oenug reek , pow . 6@
H em p ................... 5®
L obelia  ................. @
M usta rd , yellow  9® 
M usta rd , b la ck  . .  9®
M u sta rd , pow d. 20®
P oppy  ................... 15®
Q uince ...............\
R ap e  ................... '>(8''
S ab ad illa  ........... 25®
S abad illa , pow d. 35®’
Sunflow er ........... 6®
W orm  A m erican  15® 
W orm  L e v a n t . .  30®.

Tinotures
A conite  ................. @
A loes ..................... @
A rn ica  ................... @
A sa fo e tid a  .............  @
B elladonna ......... @
B enzoin  ............... @
B enzoin C om pound @
B uchu  ................... ®
C an th a ra d ie s  . . .  @
C apsicum  ............. @
C ardam on  ........... @
C ardam on , Com p. ®
C atech u  ............... @
C inchona .............  ®
C olchicum  ...........  @
C ubebs .................  <3

22 
25 8 

7
15 
50 
50 
15 
20 
30 10 10 
10

7
50 12 12 
25 
20 @1 00 10 
30 
458
20 
35

11 @; 15 
10® 15 
15® 25 
15@ 20 
23® 35 
50® 80
85® 1 00

P a in ts
L ead , 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 en e tian  bbl 1 @ 1 %  
R ed V en e t’n, le ss 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. 15® 20
W h itin g , 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 o rd eau x  M ix P s t  8®  15 
H ellebore, w h ite

pow dered  . . .  15® 20
In s e c t P ow der . .  20® 35
L ead  A rse n a te  . .  8® 16
L im e  & S u lphu r

SPlution, g a l 15®  25 
P a r is  G reen  . . . .  15® 20

M iscellaneous
A ce tan a lid  ......... 30® 35
A lum  ................... 3® 5
A lum , pow dered  an d

g ro u n d  ........  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 a n th a ra d ie s  pow d. @1 25
C alom el ............... 1 25® 1 35
C apsicum  ........... 20® 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  . . . .  34® 44
C hlora l H y d ra te  1 25@1 45
Cocaine ............... 3 85@4 05
Cocoa B u tte r  . . .  50® 60
C orks, list, le ss 70% 
C opperas bbls cw t @ 75
C opperas, le ss  . .  2® 5
C opperas, P ow d. 4@ 6
C orrosive Sublm . 1 25@1 40 
C ream  T a r ta r  . .  28® 35
C u ttlebone ......... 25®' 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 a lts , le ss 2%@ 5
E rg o t ................  1 50@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. 12® 15
G am bier ............... 6@ 10
G ela tine ............. 35 @ 45
G lassw are, fu ll ca ses  80% 
G lassw are, le ss 70 & 10% 
G lauber S a lts  bbl. @ 1% 
G lauber S a lts  le ss 
Glue, b row n  . . .
Glue, b row n  g rd  
Glue, w h ite  . . . .
Glue, w h ite  g rd
G lycerine .........
H ops ...................
Ind igo  .................
Iodine ................. 3 75@4 00
Iodoform  ..........  4 80® 5 00
L ead  A ce ta te  . . .  12® 18
L ycopdium  ___  60® 75
M ace ................... 80® 90
M ace, pow dered  90® 1 00
M enthol ..........  14 50@16 00
M ercury  ............. 85® 90
M orphine, a ll b rd  4 55® 4 80 
N ux  V om ica . . . .  @ 10
N u x  V om ica pow  @ 15 
P ep p er, b lack  pow  20® 25
P ep p er, w h ite  . .  25® 35
P itc h , B u rg u n d y  10® 15
Q u assia  ..............  10® 15
Q uinine, a ll b rd s  21%@31% 
Rochelle SaJtB .20® 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  20® 25 
Soap, g reen  . . . .  15® 20 
Soap, m o tt c a stile  10® 15 
Sqap, w h ite  ca stile

case  ............... @6 25
Soap, w h ite  ca s tile

less p e r  b a r  @ 65
Soda A sh  ........  ’ 1%@ 5
Soda B ic a rb o n a te  1%@ 5
Soda, S al ............... 1® 4
S p irit C am phoe . .  @ 7 5
S p ir it C ologne . .2  80@3 00 
S u lp h u r ro ll . . . .  2% ® 5
S u lp h u r Subi. . . .2 % ®  5
T a m a rin 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 itc h  H aze l . . . .  65@1 00
Z inz S u lp h a te  . . .  7®  10

18
f i l 
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Our Home—Corner Oakes and Commerce

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

We are now reserving dates for prospective buyers.

Grand Rapids. HAZELTINE & PERKINS DRUG CO.

“AMERICAN BEAUTY” Display Case No. 412—one 
x V . of more than one hundred m odels of Show Case, 
Shelving and Display Fixtures designed by the Grand 
Rapids Show Case Company for displaying all kinds
of goods, and adopted by the  m ost progressive stores of America. 
GRAND RAPIDS SHOW  CASE CO., Grand Rapids, Michigan

T h e  Largest Show  Case and S tore Equipm ent Plant in the  W orld 
Show  Rooms and Factories: N ew  Y ork , G rand Rapids, C hicago, Boston, Portland

FOOTE & JE N K S’ COLEMAN’S ( B R A N D )

Tcrpeneiess L em on and  Hi«hclass V anilla
Insist on Betting Coleman’s Extracts from your jobbing grocer, or mail order direct to

FOOTE & JENKS, Jackson, Mich.

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 a t time of going to press. Prices, however, are 
liable to change a t any time, and country merchants will have their orders filled at 
market prices a t date of purchase.

ADVANCED DECLINED
Holland Herring Peas

Breakfast Foods
Canned Tom atoes Salted Peanuts
Cheese Meal

Index to M arkets
By Columns

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

B aked B ean s  ...................  }
B a th  B ric k  .......................  }
B luing  ............     }
B re a k fa s t Food ............... i

1......  1
B room s ........
B ru sh es  ........
B u tte r  Color

C andles ............................... J
C anned  Goods ...............
C arbon  Oils .....................  *
C atsu p  .................................  5
C heese .................................  £
C hew ing  G um  .................  *
C hicory  ...............................  ,
Chocolate ........................... “

AMMONIA
Doz.

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

lib . w ood boxes, 4 doz. 3 00 
lib . tin  boxes, 3 doz. 2 35 
3%lb. t in  boxes, 2 doz. 4 25 101b . p a ils , p e r  doz. . .6  00 
151b. pails, p e r  doz. . .7  20 
251b. pails, p e r  doz. ..12  00 

BAKED BEA NS  
No. 1, p e r  doz. ...45@  90
No. 2, p e r  doz..........75@1 40
No. 3, p e r  doz. ...85@ 1 75 

BATH BRICK
E ng lish  ........................... 95

BLUING
Jennings’.

C ondensed P e a rl B lu ing  
Sm all C  P  B luing , doz. 45 
L a rge , C  P  B luing, doz. 75 

BREAK FAST 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 lo thes L ines ---- ..........  3 C ream  of R ye 24-2
..i ........  3 E gg-O -S ee W h e a t

........... 3 P o s ts  T o asties , T .
C onfections ..........
C racked W h e a t . ..........  4 P o s ts  T o asties , T .

2 80

Iream  T a r ta r

P ried  F ru i ts  ................... 6
F arin a ceo u s  G oods . . . .  6
F ish in g  T ack le  ...............  *
F lav o rin g  E x tra c ts  . . . .  >
F lo u r a n d  F eed  ............. ‘
F ru i t  J a r s  ....................... 7
bela tin e  . .  
î r a in  B ags

H erbs  ..............     ,
B id e s  a n d  P e lts  ........... 8
H orse  R ad ish  ................... 8
Je lly  ..............
Je lly  G lasses

M aplelne .............................  S
M ince M eats  ..................... *
M olasses .............................  jj
M u sta rd  .............................  •

F ick les  ..........................  |
P ip e s  ...............• *...............  |
P lay in g  C ard s  .................... 8
P o ta s h  ............................  ®
P ro v is ions  ......................... 8
R ice  ......................................  ®
Rolled O a ts  .........................  9

S
S alad  D ressin g  .................  9
la le r a tu s  ..............................  j
S al S oda ...............................  *
S a lt j . .....................................  *

eeds .............................  *0
Shoe B lack in g  .................. *
»nuff ......................................  »
Soap .....................................  "
Soda .....................................

S y ru p s  ...............................

T ab le  S auces  ................... |0T»fio ..............................  10
ro b a sc o  ............... 11. 12. 12
T w in e  ........................... 18
V inegar

W lck ing  ............................... I*
W oodenw are .....................  J*
W rapping P aper ............. 14

T e a s t C ake

2 80
F arin o se , 24-2 ............... 2 70
G rape  N u ts  ................... 2 70
G rape S u g ar F lak e s  . .  2 50 
S u g a r C orn  F la k e s  . .  2 50 
H a rd y  W iheat F ood . .  2 25 
P o s tm a ’s  D u tch  Cook 2 75
H olland  R u sk  ............... 3 20
K ellogg’s T oasted  Rice

B iscu it ......................  3 30
K ellogg’s  T o a sted  Rice

F lak e s  ......................... 2 80
K ellogg’s T o asted  W h e a t

B iscu it ....................... 3 30
K rin k le  C orn  F lak e  . .1  75 
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 lg ra in  Food • • • • • •  • • 4 25
R alston  W h e a t Food 4 50 
R a lston  W h t Food 10c 1 45 
Saxon W h e a t Food . .  2 85 
S h red  W h e a t B iscu it 3 60
TViscuit, 18 ..................  1 §0
P illsb u ry ’s  B e s t C e r l  4 25 
P o s t T a v e rn  S pecial 2 80 
Q uaker P uffed  R ice . .  4 25 
Q u ak er P uffed  W h e a t 2 85 
Q u ak e r B rk fs t  B iscu it 1 90 
Q uaker C orn F lak e s  . .1  75 
V ic to r C orn  F la k e s  . .2  20 
W a sh in g to n  C risp s . . . 1  85
W h e a t H e a r ts  ...............1 90
W h e a te n a  ..................... 4 jj®
E v a p o r’d  S u g ar C orn  90 

BROOMS
P a r lo r  ............................. * “X
W in n er ........................... 4 25
W h ittie r  S pecial ........  4 55
P a r lo r  G em  ................. » 7 5
Com m on W h isk  ........  1 00
F an cy  W h isk  ............. 1 25
W areh o u se  ..................... 4 00

B R U SH E S 
S crub

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

S tove
N o. 3 ................................ 90
No. 2 .................................} 25
No. 1 .................................1 75

Shoe
No. 8 .................................1 S5
No. 4 .................................1 70
No. 3 ...............................1 90

B U T T E R  COLOR 
D andelion, 25c size . .2  00 

CA N D LE S
Ffcunaffine, 6s  ..............  10
P araffine , 12s ..............  10
W lck ing  ..................  20

C A N N E S  GOODS 
A pples

31b. 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
Blgked ................... 85@1 30
R ed K idney  . . . .  85@ 95
S tr in g  ..................... 70@1 15
W a x  ....................... 75@1 25

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

14 Gallon .......................  •  76

IS

C lam s
L ittle  N eck, l ib . @1 00
L ittle  N eck, 2!b. @1 50

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

Corn
F a ir  ....................... 75 @ 90
Good ..................... 1 00@1 10
Bhncy ’................... @1 30

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

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

No. 2, F a i r  ................. 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 lb .............................................. 4 25
P icn ic  T a ils  ..................... 2 75

M ackerel
M ustard , l i b ......................1 80
M ustard . 21b......................2 80
Soused, l% Ib .................... 1 60
Soused, 21b.....................  2 75
T om ato , l i b ........................1 50
T om ato , 21b....................... 2 80

M ushroom s
H otels  ................... @ 15
B u tto n s, % s . . . .  @ 14
B u ttons, I s  .......  @ 25

O yste rs
Cove, l i b ................  90@
Cove, 21b. ............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 15
E a rly  J u 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  ca n  p ie  @3 25 

P ineapp le
G ra ted  ................. 1 75 @2 10
Sliced ................... 90@2 60

P um pkin
B a ir  ........................... 88
Good ........................... 98
F a n c y  ....................... 1 80
G allon .......................  2 15

R aspberries
S tan d a rd  ............... @

Salm on
W a rre n s , 1 lb . T a ll . .2  30 
W a rre n s , 1 lb . F la t  . .2  40 
R ed  A la sk a  . . . . 1  65@1 75 
P in k  A la sk a  . . . . 1  35@1 45 

S ard ines
D om estic, %s ............. 2 75
D om estic , % M u sta rd  2 75 
D om estic , % M u sta rd  @6%
F ren ch , % s ........... 7@14
FYench, % s .............18 @23

S hrim ps
D unbar, 1st, doz..............1 28
D u n b ar, l% s . doz........... 2 25

S ucco tash
F a ir  ...........................  90
Good ....................... 1 2 0
F a n c y  ................. 1 25@1 40

S traw b errie s
S ta n d a rd  ............... . JJ
FUncy 1.............................  2 26

T om atoes
Good ........................... 1 15
F hncy  .......................  1 35
No. 10 ....................... 3 50

CARBON OILS 
B arre ls

P erfec tion  ................ @11%
D. S. G aso line . .  @18%
G as M ach ine . . .  @25%
D eodor’d N a p ’a  @17%
C ylinder ............  29 @34%
E ng in e  ............... 16 @22
B lack, w in te r  . .  8 @10

CA TSU P
S n ider’s  p in ts  ............. 2 35
S n ider’s  % p i n t s .........1 35

C H E E S E
A cm e ..................... @18%
B loom ingdale . . .  @18
C arson  C ity  ......... @18%
H opk ins  .................... @18
R iverside  ............. @18%
B rick  .......................... @19
Leiden ........................ @15
L im b u rg er ................ @19
P in eap p le  ......... 40 @60
E dam  ........................ @85
S ap Sago .................  @22
S w iss, dom estic  @13

CHEW ING 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 sin  ......... 55
C hic lets  ........................... 1 25
Colgan V iole t C hips . .  60
Colgan M in t C hips . . . .  60
D en tyne ......................... 1 10
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 p earm in t, W rig ley s  . .  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 p ruce  ............... 55
Y ucatan  ............................. 55
Zeno .................................  55

5 boxes one k ind , 3c p e r 
box less.

CHICORY
B ulk  ..........................
Red ............................
E ag le  ........................
F ra n c k ’s ..................
S cheue r’s ................
R ed  S tan d a rd s

5 
7
5 
761 60

W h ite  ............................... 1 60
CH OCO LA TE 

W a lte r  B ak e r & Co.
G erm an’s S w eet ............. 22
P rem iu m  ............................. 30
C aracas  ............................... 23
H ersh ey ’s A lm ond 5c . .  85 
H ersh ey ’s M ilk, 5c . . . .  85 

W a lte r  M. L ow ney  Co.
P rem ium , % s ................... 27
P rem ium , % s ................... 27

C L O T H E S  L IN E
p e r  doz.

N o. 40 T w is te d  C o tton  95 
N o. 50 T w is te d  C o tton  1 30 
No. 60 T w is te d  C o tton  1 70 
No. 80 T w is te d  C o tton  2 88 
No. 60 B ra ided  C o tton  1 80 
N o. 60 B ra id ed  C o tton  1 25 
No. 60 B ra id ed  C o tton  1 85 
No. 80 B ra id ed  C o tton  2 25
No. 50 S ash  C ord ......... 1 75
No. 60 S ash  C o r d .......... 2 00
N o. 60 J u te  .....................  38
No. 72 J u te  ..................... 1 08
No. 60 S isa l .....................  35

G alvanized  W ire  
No. 20, each  100ft. long 1 90 
N o. 19, ea ch  100ft. long  2 10 

COCOA
B a k e r’s ........................... 36
C leveland ......................... 41
Colonial, % s ................... 35
Colonial,. % s ................... 33
E p p s  .................................  42
H ersh ey ’s % ’s ............... 30
H ersh ey ’s, % s ............... 28
H u y le r .............................  36
L ow ney, % s ................... 32
Low ney, %s ................... 32
Low ney, % s ................... 30
L ow ney, 5 lb . ca n s  . .  30
V an  H ou ten , % s . . . .  12
V an  H ou ten , % s ........... 18
V an  H ou ten , % s .............36
V an  H ou ten , I s  ........... 65
W ebb  ...............................  33
W ilber, % s ..................... 33
W ilber, %s ................... 32

COCOANUT 
D u n h am 's  p er lb.

% s, 51b. c a s e ............... 30
%s, 51b. ca se  ............. 29
% s, 151b. ca se  ........... 29
% 8, 151b. ca se  ........... 28
is , 151b. ca se  ............. 27
% s & % s, 15Tb. ca se  28
Scalloped G em s ......... 18
Vis & % s p a ils  . . . .  16
B ulk, p a ils  ............... 14%
B ulk, b a r re ls  ........... 12%

C O F F E E S , R O A STED  
Rio

Com m on .......................  19
F a ir  ...............................  19%
Choice ...........................  20
F’an c y
P eab e rry  ...................    23

Santos
Com m on .........................  20
F a ir  ...................................  20%
Choice .............................  21
F a n c y  .....................    23
P ea b e rry  .........................  23

Maracaibo
F a ir  ................................... 24
Choice .............................  25

Mexican
C hoice .............................  25
F b n cy  .............................  26

Guatemala
F a ir  ...................................  25
F a n c y  ...............................  28

Java
P r iv a te  G row th  . .26@30
H an d lin g  .....................31 @35
A ukola .........................  30@32

Mooha
S h o rt B ean  ................. 25@27
L ong  B ean  ................... 24@25
H . L. O. G ....................26@28

Bogota
F a ir  .................................  24
F*ancy ...............................  26
e x c h a n g e  M ark e t, S teady  
Spot M ark e t, S tro n g  

Package
N ew  Y ork  B asis

A rbuckle ..................... 24 75
Lion ............................... 24 50

McLaughlin’s X X X X  
M cL augh lin ’s X X X X  sold 

to  re ta ile rs  only. M ail a ll 
o rd e rs  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
F elix , % g ro ss  .............1 15
H u m m el’s foil, % gro . 85 
H um m el’s  tin , % gro . 1 43

C O N FEC T IO N S
S tick  C andy  P a ils

S ta n d a rd  .......................
S ta n d a rd  H  H  ..........* 8H
S tan d a rd  T w is t ........... 9
,  C ases
Jum bo , 32 lb  ............... 9
E x t r a  H  H  ..................... u
B oston  C ream  ............... 14
B ig  stick , 30 lb . ca se  9

M ixed C andy
G rocers ......................... 7
X L  O . . . . . . . . . . . . . . .  7%
S pecial .....................
C onserve ......................... s i t
R oyal ...............................  |
R ibbon ........................... 14
B roken  ............................. 1«
C u t L o a f .........................
L e ad e r .............................
K in d e rg a rte n  ............. ' H
F ren ch  C ream  ................. 9
H an d  M ade C ream s ..17  
P rem io  Cneam  m ixed 14 
P a ris  C ream  B on B ons 10

F ancy— In P a ils
G ypsy H e a r ts  ............... 15
Coco B on B ons ........... 14
F ridge S q u ares  .............14
P e a n u t S quares  .......... 17
Sugiaa-ed 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 clip se  C hoco lates . . . .1 5  
E u re k a  C hoco lates . . .1 6  
C ham pion  G um  D rops 10
A nise ¡squares ...............10
L em on S ours ...............10 • •
Im p e ria ls  .........................10
lta l .  C ream  Bon B ons 13
G olden W affles ...........14
R ed  R ose G um  D rops 10
A u to  K isse s  ................... 14
Coffy Toffy ..................... 14
M olasses M in t K isse s  12

F ancy— In 5tb. Boxes 
Old F ash io n ed  M olas

ses  K isse s  181b. bx. 1 39
O range  Je ll ie s  ........... 68
L em on S ours ............. 60
Old F ash io n ed  H o re-

hound  d rops  ........... 60
P e p p e rm in t D ro p s  . .  70 
C ham pion  Choc D rops 65 
H . M. Choc. L t . a n d

D ark , N o. 12 ...........1 18
B it te r  S w eets, a s ’td  1 25 
B ril lia n t G um s, C rys. 60 
A. A . L ico rice  D rops 1 00 
L ozenges, p r in te d  . . .  65 
L ozenges, p la in  . . . .  68
Im p e ria ls  ..................... 65
M o tto e s ...........................  65
G. M. P e a n u t B a r  . .  69
H a n d  M ade C rm s 80 @90
C ream  W a fe rs  ........... 65
S tr in g  R ock  ................. 78
W ln te rg re e n  B e rrie s  60 

P op  Corn
C rack er J a c k  .............3 25
G iggles, Sc pkg. cs. 3 50 
O h M y 100s .................3 50

Cough D rops
P u tn a m  M en th a l . . . .  1 00 
S m ith  B ro s .....................1 25

N U TS—W hole 
A lm onds, T a r ra g o n a  18 
A lm onds, D rak e  . . . .  15
A lm onds, C a lifo rn ia

so ft s h e l l .......................
B raz ils  ................. @12
F ilb e r ts  ................. @15
Cal. N o. 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  14@15 
P eca n s, m ed ium  . .  @15 
P ecan s, ex. la rg e . .  @16 
H icko ry  N u ts , p e r  bu .

Ohio, 2 88
C ocoanu ts .....................
C h es tn u ts , N ew  Y ork 

S ta te , p e r  bu.

„  _  O y ste r
N . B. C. P icn ic  boxes 6%
Gem, boxes ..................... 6M
Shell ................................... 8

S w eet Goods
A nim als .........................  10
A tia n tic s  ................  u
A tla n tic , A sso rted  . . . .  13 
A vena F ru i t  C akes .. .1 2  
B onn ie D oon C ookies 10
B onnie L ass ie s  ............. 10
B u n ty  S h o rtb rea d  ___ 20
B rittle  .....................................
B r it tle  F in g e rs  . . . . . . ! l 0
B um ble Bee ............   10
C artw h ee ls  A sso rted  . .  8%
C hocolate D r o p s .............17
C hocolate  D rp  C en te rs  16 
Choc. H oney  F in g e rs  16 
C irc le  H on ey  Cookies 12
C racknels  .........................
C ocoanu t T affy  B a r  ..1 2
C oeoanu t D rops ...........12
C ocoanut M acaroons 13 
C ocanu t H on. F in g e rs  12 
C ocoanu t H on . J u m b ’s  12
Coffee C akes ................. u
Coffee C akes, Iced  . . . .  12
C rum pe ts  ....................... .1 9
D ian a  M arshm alow

C akes .........................  1$
D in n er B iscu it ........... 25
D ixie S u g ar Cookies . .  9
D om estic  C akes ........... 8%
E ven tide  F in g e rs  .....1 6
F am ily  C ookies ............ 8%
F ig  C ake A sso rted  . . . .1 2
F ig  N ew tons ...................12
F lo rabe l C akes ............... 12%
F lu ted  C ocoanu t B a r  . .  18
F ro sted  C ream s .............8%
F ro sted  G inger Cookie 8%
F ru it  L unch , Iced  .........10
G ala  S u g ar C a k e s .........8%
G inger G em s ................... 8%
G inger G em s, Iced  ___ 9%
G rah am  C rac k e rs  .........8
G inger S naps F am ily  . .  8% 
G inger S naps N . B. C.

R ound ............................. |
G inger S naps  N . B. C.

S quare  ........................... 8%
H ippodrom e B a r  ...........10
H oney  C ake, N . B. C. 12 
H oney  F in g e rs  As. Ice 12 
H oney  Ju m b le s, Iced  ..12  
H oney  Ju m b le s, P la in . .  12
H oney F lak e  ................ 14
H ouseho ld  co o k ie s  . . . .  8 
H ouseho ld  Cookies, Iced  9
Im p e ria l ...........................  |%
Jo n n ie  ...............................  8%
Ju b ile e  M ixed ...............18
K ream  K lips .................25
L eap  Y ear Ju m b le s  ..18  
L em on  B iscu it S q u are  8%
Lem on T h in s  ................ 17
L em on W a fe rs  ...............16
L em ona ........  ................... 8%
M ace C akes ..................... 8
M ary  A nn  ....................... 8%
M arshm allow  Coffee

C ake ................................12%
M arshm allow  W a ln u ts  16%
M edley P re tz e ls  .............10
M olasses C akes . .  .........8%
M olasses C akes, Iced  . .  9% 
M olasses F ru i t  Cookies

Iced .11

S alted  P e a n u ts  . . @; 9
Shelled

S pan ish  P e a n u ts 8@ 8%
P ecan  H a lv e s  . . . @80
W aln u t H a lv e s  . . @35
F ilb e r t M eats  . . @30
A lican te  A lm onds @45
J o rd a n  A lm onds ■. @47

P ean u ts
F a n cy  H  P  S uns 6@ 6%

R o asted  ................ . 7@ 7%
Choice, raw , H . P . J u m 

bo.............................  @ 6%
CRACKED W H EA T

B ulk  ............................. 3%
24 21b. p k g s ..................... 2 50

CRACKERS
N atio n a l B iscu it C om pany 

B ran d s  
Butter

N . B . C. Sq. bbl. 7 bx. 6% 
S eym our, R d. bbl. 7 bx. 6%

Soda
N . B. C. b o x e s ................. 6%
P rem iu m  ...........................  7%
S elect .................................  3%
S a ra to g a  F la k e s  ...........13
Zephyrette ...................... 13

M olasses S andw ich  . . . .1 2
M ottled  S q u are  .............18
O atm eal C rac k e rs  . . . .  3
O range G em s ................. 3%
O range Sponge L a y e r

C akes ............................. 18
P en n y  A sso rted  ...........8%
P e a n u t G em s ................. 9
P icn ic  M ixed . .  ............. 11%
P in eap p le  W a fe rs  ......... 16
P re tz e ls , H a n d  M ade . .  9 
P re tz e le tte s , H a n d  Md. 9 
P re tz e le tte s , M ac. M d. 8
R aisin  Cookies ..............1 8
R aisin  G em s . . . . ’........... 11
R asp b e rry  C akes ......... 12
R evere, A sso rted  ......... 14
R ltten h o u se  F ru it

B iscu it ........................ .12
R oyal L unch  ...................3
R oyal T o a s t ................... 2
R ube ...................................  8%
L o rn a  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 C ks le d  10
S u g a r F in g e rs  ............... 12
S u g a r C akes ................... 8%
S u g ar C rim p ...................  3%
S u g ar S q u ares , la rg e

o r sm all ...................  9
S u lta n a  F ru i t  B iscu it 16 
S unnyside  Ju m b le s  ..10
S u p 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  c a n t  18 
W a v e rly  .......................  10

ln - e r  Seal Goods
p e r  doz.

A lbert B iscu it ................. 1 90
A nim als ............................. 1 80
A rro w ro o t B iscu it . . . . 1  90
B aro n e t B iscu it ............. 1 96
B rem m er’s  B u tte r

W a fe rs  ........................... 1 98
C am eo B iscu it ............... 1 59
C heese S andw ich  .........1 00
C hoco late  W a fe rs  ......... 1 90
C ocoanu t D a in tie s  . . .  .1 00
D in n er B iscu its  ........... 1
F a u s t  O y ste r ................. 1
F ig  N ew to n  ................... 1 ss

s
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6 8 9 10 11
F ive  O’clock T e a  . . . . 1  00
F ro ta n a  ............................. 1 00
F ru it  C ake .....................3 00
G inger Snaps. N. B. C. 1 00
G rah am  C rack ers, R ed

L abel ...............................1 00
L em on S n a p s ................... »0
O atm eal C rac k e rs  .........1 00
Old T im e S u g ar Cook. 1 00
O val S a lt B iscu it .........1 00
O y ste re tte s  ............ ■> • • • ,  “X
P rem iu m  S odas . . . . . .  J oo
P re tz e le tte s , H d. Md. 1 00
R oyal T o a s t ................... 1 00
R ykon B iscu it ............... 1 00
S a ltlne  B iscu it ...............1 «0
S a ra to g a  F lak e s  . .........1
Social T e a  B iscu it . . . 1  00 
S u lta n a  F ru i t  B iscu it 1 50 
S oda C rac k e rs  N  B C 1 ou 
Soda C rackers  S elec t 1 00 
S. S. B u tte r  C rack ers  1 50 
U needa B iscu it . . . . . - •  »0
U needa Jin.1er W a y fe r  1 00 
U needa L unch  B iscu it 50 
V an illa  W a fe rs  . . . . . . 1 0 0
W a te r  T h in  B iscu it . .1 00 
Zu Zu G inger s n a p s  . .  50
Zw ieback .............. .. • ■ 1 uu

Other Package Goods 
B a rn u m ’s A nim als 
C hoco late  T okens 
A m erican  B ea u ty

G inger S naps  . . . . . .  4
B u tte r  C rackers. N B L  

fam ily  p ack ag e  ..
Soda C rack ers, N B L  

fam il y p ac k ag e  . . . .
1" Special Tin P ackages.

F es tin o  .......    ? „5
M in a re t W a fe rs  ........... 1 ”0
N abisco , 25c ................... *
Naibisco, 10c 
C ham pagne W a fe r

50 
..2  50

50 

2 50

1 00
| ____  2 50

P e r  t ln  in  bu lk
S o rbe tto  ......................... 1 22
N abisco  ........................... } 1»
F es tin o  .................... • • t  5XB e n t’s W a te r  C rack ers  1 40

CREAM TARTAR
B arre ls  o r  d ru m s ......... «
B oxes .................................  i t
S q u are  C ans ................. “ ?
F a n cy  cadd ies ............

DRIED FRUITS
Apples „  0 

E v ap o r’ed, Choice b u lk  8  ̂
E v a p o r’ed, F a n cy  pkg.

Cotton Lines
No. 1, 10 f e e t ................... 5
No. 2, 15 fee t ................. 7
No. 3, >15 f e e t ................... 9
No. 4, 15 f e e t ................... 10
No. 5, 15 fe e t ................. 11
No. 6, 15 fe e t ................. 12
No. 7, 15 f e e t ................... 15
No. 8, 15 f e e t ................... 18
No. 9, 15 fee t .................20

Linen Lines
Sm all ................................... 20
M edium  ............................. 26
L 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 
B am boo, 18 f t., p e r  doz. 80 
FLAVORING EXTRACTS  

Jennings D C Brand 
T e rp en less  E x t r a c t  L em on 
No. 1 F  box, p e r  doz. 75 
No. 2 F  Box, p e r  doz. 90 
No. 4 F  Box, p e r  doz. 1 75 
No. 3 T a p e r, p e r  doz. 1 75 
2 oz. F la t , F  M  p e r  dz. 1 50 

Jennings D C Brand 
E x t r a c t  M exican  V an illa  

No. 1 F  Box, p e r  doz. 90 
No. 2 F  Box, p e r  doz. 1 40 
N o. 4 F  Box, p e r  doz. 2 25 
No. 3 T ap er, p e r  doz. 2 00 
2 oz. F la t  F  M p e r  dz. 2 00

FLOUR A ND FEED  
G rand  R ap id s  G rain  & 

M illing Co.
W inter W heat.

P u r i ty  P a te n t  ........... 5 70
Seal of M in n eso ta  . .  5 00
S u n b u rs t ....................... 5 00
W iza rd  F lo u r  . . . . . .  5 40
W izard  G rah am  ........  5 60
W iza rd  G ran . M eal . .  4 60 
W izard  B u ck w h ea t 6 80 
R ye .........................  . . .  4 80

GRAIN BAGS
B road  G auge ................... 18
A m oskeag  ......................... 19

HERBS
Sage ...............................  15
H ops .................................  15
L a u re l L eaves  ............... 15
S en n a  L eav es  ............... 25

HIDES AND PELTS  
Hides

G reen, No. 1 ..................11%
G reen, No. 2 ................. 10%
C ured, No. 1 .................. 13
C ured, No. 2 .................12
C alfsk in , g reen , N o. 1 15
C alfsk in , g reen , N o. 2 13%
C alfsk in , cu red , N o. 1 16
C alfsk in , cu red . No. 2 14%

Pelts
Old W ool .............
L a m b s  ...................
S hearlin g s  ..........

Tallow
No. 1 ......................
No. 2 ......................

Wool
U nw ashed , m ed. 
U nw ashed , fine

@ 30
50@1 00 
50@1 00

P e r
HORSE RADISH  
doz..............................

JELLY
51b. pails , p e r  doz. 

15tb. pails , p e r  pa il .. 
301b. pails , p e r  pa il

.2 20 
..  50 
. .  95

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

Smoked Meat*
H am s, 12 lb . av.. 16 @16% 
H am s, 14 lb . av. 15% @15% 
H am s, 16 lb . av . 15% @16 
H am s, 18 lb. av . 14%@15 
S k inned  H am s 16 @16% 
H am , d ried  beef

s e ts  ................... 20 @20%
C alifo rn ia  H am s 13 @13% 
P icn ic  B oiled H am s . .15
Boiled H am s ___ 23% @24
M inced H a m  __12% @13
B acon ................. 15% @16

S au sag es
B ologna ............... 9% @10
L iv er ..................... 7%@ 8
F ra n k fo r t  ..........  11..@ 11%
P o rk  ..................... 13 @14
V eal ................................. 11
T ongue ........................... 11
H eadcheese  ................... 9

Beef
Boneless ....................... 17 00
R um p, new  ............... 19 00

P ig ’s  F ee t
% bb ls .....................................  1 00
% bbls., 40 lb s .........................2 00
% bb ls........................................ 4 001 bb l.........................................  8 00

T rip e
K its , 15 lb s ........................  90
% bb ls., 40 lb s ......................1 60
% bbls., 80 lb s ....................... 3 00

C asings
H ogs, p e r  lb ...................  35
Beef, rounds, s e t  . .  17@18 
Beef, m iddles, s e t  ..90@95 
Sheep, p e r  bund le  . . .  80

U ncolored B u tte rln e  
Solid D a iry  . . . .  12 @16 
C o un try  R olls ..12% @ 18

W hltefish
.............................9 75
.............................5 25

SEED S
A nise ............................... 14
Canary, Sm yrna ............. 5
C araw ay  ....................... 10
C ardom om , M a la b a r 1 20
C elery  ............................. 40
Hem p, R ussian ............. 5
M ixed B ird  ................... 5
M usta rd , w h i t e ............... 8
P oppy  ...............................  16
R ape  ...................................  6%

SHOE BLACKING  
H an d y  Box, la rg e  3 dz 3 50
H an d y  Box, sm all -----1 25
B lxby ’s R oyal P o lish  85 
M iller’s  C row n P o lish  85

SN U FF
Scotch, in  b lad d ers  ----- 37
M accaboy, in  j a r s  ........... 35
F re n c h  R app ie  in  ja r s  . .  43

TOBACCO 
Fine Cut

g lo t  ................................. i  45
Bugle, 16 oz.....................3 g4
Bugle, 10c ................... i i  00
D an  P a tc h , 8 a n d  16 oz 32
D an  P a tc h , 4 oz...........11 52
D an P a tc h , 2 oz............ 5 75
F a s t  M ail, 16 oz...........7 80
H ia w a th a , 16 oz. . . .  60
H ia w a th a , 5c ......... * 5 40
M ay F low er, 16 oz. . ‘ ‘ 9 36
N o L im it, 8 oz............... 1 7 *
N o L im it, 16 oz...........3 55
Oj bw a, 8 an d  16 oz. 40
O jibw a, 10c ............  11 to
O jibw a, 5c ................... 1 »5
P e to sk ey  Chief, 7 oz. 2 00 
P eto sk ey  Chief. 14 oz. 4 00 
P each  a n d  H oney, 5c 5 76
R ed Bell, 16 oz.................3 *6
Red Bell. 8 foli ............. 1 |g
S terling , L  & D 5c ..5  76 
S w eet C uba, can is ten  9 16
S w eet C uba, 5c ........... 5 76
S w eet Cuba, 10c ..........  93
S w eet Cuba, 1 lb. t in  4 90 
S w eet C uba, 16 oz. . .4  80 
S w eet Cubia, % lb. foil 2 25 
S w eet B urley  5c L& D  5 76

Boxes
K egs,

SODA
5%

E ng iish  .............. 4%

2 oz.
M APLEINE  

bottles, per doz. 3 00

9%
A prico ts

California ............. 14 @15
Citron

C orsican  .................
Currants 

Im p’d  1 tb . pkg.
Im p o rted , b u lk  . .

M uirs—Choice, 25 lb . b  9 

F a n c y T p aeeled, 25 lb. 18 
Peel

. . . .  12%... .12%

15

9%
9%

L em on, A m erican  
O range, A m erican

R aisins
C onnosiar C lu ste r 1 lb. 17 
D esse rt C lu ste r, 1 lb . ¿1 
Loose M uscate ls  3 C r <7» 
Loose M uscate ls  4 C r 8 
L. M. Seeded, 1 lb. 6%@7

California Prunes
90-100 
80- 90 
70- 80 
60- 70 
50- 60 
40- 50

25 tb . 
25tb. 
25 tb. 
251b. 
251b. 
251b.

b o x es ..@  6 
b o x e s ..®  6% 
b o x es ..@  7 
b o x es . .  @ 7 % 
b o x e s ..®  8 
b o x e s ..®  9

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 ................  1 90
B olted M ed...................  1 80

V oig t M illing  Co.
G raham  ...........................  8 10
V o ig t’s C rescen t .........6 70
V o ig t’s  F lo u ro lg t .........5 70
V oigt’s  H yg ien ic  . . . . .  5 10 
V o ig t’s  R oyal ............. 6 10
W a tso n -H ig g ln s  M illing  Co.
P e rfec tio n  F lo u r ........  5 50
T ip  Top F lo u r ............. 5 10
Golden S heaf F lo u r  . .  4 80 
M arshall’s B es t F lo u r  4 85

W orden  G rocer Co.
Q uaker, p a p e r ...............5 40
Q uaker, c lo th  ............... 5 50

Spring W heat.
R oy B a k e r

G olden H orn , fam ily  5 00 
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 ................. 5 90
C ereso ta , % s ............... 5 80
C ereso ta , % s ..............  5 70

W orden  G rocer Co. 
L au re l, % s c lo th  . . . . 5  90
L au re l, % s c lo th  ----- 5 80
L au rel, % s& % s p a p e r  5 70 
L au re l, % s c lo th  ...........5 80
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MINCE MEAT
P e r  ca se  .................* ■

MOLASSES 
N ew  Orleans 

F a n cy  O pen K e tt le  
Choice .............................  “X

F a ir  ................................. ■ ™
H a lf  b a rre ls  2c e x tra

MUSTARD
% lb . 6 tb . box ........... 16

OLIVES
B ulk, 1 gal. k e g s  1 05 @1 15 
B ulk, 2 gal. k eg s  90@1 05 
B ulk, 5 gal. k egs 90@1 00
S tuffed , 5 oz.....................  90
S tuffed, 8 oz...................1 35
S tu ited , 1 4oz...................2 25
P it te d  (n o t s tu ffed )

14 oz............................. 2 25
M anzan illa , 8 oz ........... 90
L unch , 10 oz...................1 35

16 oz...................2 25
M am m oth , 19

Canned Meats
C orned beef, 2 tb .......... 3 50
C orned beef, 1 lb .......... 1 85
R o as t beef, 2 lb ........... 3 50
R o a s t beef, 1 lb .............. 1 85
P o tte d  H am , % s . . . .  45 
P o tte d  H am , %s 
D eviled H am , %s 
D eviled  H am , % s .
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%

ROLLED OATS 
R o lle d  A v e n a , bbls. . . 4  75 
S teel C ut, 100 lb. sks. 2 60
M onarch , bbls..................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 DRESSING  
Colum bia, % p t  ...........2 25

M am m oth , 28
3 75 

5 25

W ingold,
W ingold,
W ingold,

% s
%s
%s

FARINACEOUS GOODS 
Beans

D ried  L im a . . . . . .  ■ • • '7 %
M ed. H an d  P icked  . . . 2  90
B row n  H o llan d  ...........3 25

Farina
25 1 lb . p ack ag es   1 50
B ulk, p e r  100 lb s ............ 4 00

Original H olland Rusk  
P ack e d  12 ro lls  to  co n ta in e r 
3 co n ta in e rs  (36) ro lls  2 85 
5 c o n ta in e rs  (60) ro lls 4 75 

Hominy
P ea rl , 100 lb . sack  . . . . 2  00 
M accaroni and  V erm icelli 
D om estic , 10 lb . box  . .  60
Im p o rted , 25 lb. box  . .2  50

W ykes  
S leepy E ye, 
S leepy E ye, 
Sleepy Eye, 
S’leepy E ye, 
Sleepy E ye,

B olted
Golden

Red . 
W hite

& Co.
% s clo th  5 50 
%s clo th  5 40 
% s c lo th  5 30 
% s p a p e r  5 30 
% s p a p e r  5 30 

Mm I
G ran u la ted

W h e a t

A \ Pearl Barley
3 00C h es te r ...........................

E m p ire  ........................... 3 75
Peas

G reen , W isconsin , bu.
G reen, Scotch , bu. . . . .2 75
Split, lb. .......................

Sago
E a s t In d ia  .....................
G erm an , sack s  .........
G erm an , b ro k en  pkg.

b%

Tapioca
F lake , 100 Tb. sack s  . . 5%

jj P ea rl , 130 Tb. sack s  . . b%
F P ea rl, 36 p k g s .............. 2 25

M inu te , 36 p k g s .......... .2 75

Oats
M ichigan ca rlo ts  
L ess th a n  ca rlo ts

Corn
C arlo ts  ....................
L e ss  th a n  ca rlo ts  

Hay
C arlo ts  .....................
L e ss  th a n  ca rlo ts

4 40 
..4  60

1 05 
1 05

15 00 
18 00

FISHING  
% to 1  in . . 
1 % to 2 in . . 
1 % to 2 in . . 
1 % to  2 in. .
2 in ...................
S In. ...............

Feed.
S tre e t C a r  F e e d .................. 33
N o. 1 C orn & O at F eed  .33
C racked  corn  .....................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, ca n  tops , g ro . 1 40

GELATINE
Cox’s, 1 doz. la rg e  . . . 1  75 
Cox’s , 1 doz. sm all . . . 1  00 
K nox’s  S park ling , doz. 1 25 
K nox’s  S park ling , g r. 14 00
N 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 25 
Plym outh  Rock, P la in  90

L unch,
Q ueen, 

oz.
Q ueen,

oz................................
O live Chow , 2 doz. cs,

p e r  doz.....................  2 25
PICKLES

Medium
B arre ls , 1,200 c o u n t . .6  75
H a lf bbls., 600 co u n t 4 00
5 gallon  k eg s  ............... 1 90

Small
B arre ls  ........................... § 25
H alf b a r r e l s ................ 4 655 gallon  keg s  ............... 2 25

Gherkins
B arre ls  ...........................
H a lf  b a rre ls  .................5 ga llon  kegs ...............

S w eet Small
B arre ls  .........................  ""
H alf b a rre ls  ............... f  go
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 te a 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  fln. 2 00 
No. 808, B icycle . . . . . . 2  gj>
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 lea r B ack  . .  22 00@23 00 
S ho rt C u t C lear 21 00@21 50
B ean  ..............  19 50@20 00
B risk e t, C lear 22 00@23 00 
P i»  » .« • • • • • • • • • • • •* •  23 00
C lear F am ily  ........... 26 00

Dry S alt M eats 
P  B ellies ............ . . .1 3

Colum bia, 1 p in t .......... 4 00
D u rk ee’s, la rg e , 1 doz. 4 50 
D u rk ee’s, sm all, 2 doz 5 25 
S n id er’s, la rge , 1 doz. 2 35 
S n id er’s, sm all, 2 doz. 1 35

SALERATUS  
P ack e d  60 lbs. in  box. 

A rm  a n d  H a m m e r . . .  .3 00 
W y a n d o tte , 100 % s, . .3  00

S PIC E S  
W hole Spices

A llspice, J a m a ic a  ........  9
A llspice, la rg e  G arden  11
Cloves, Z a n z ib a r ........  20
C assia , C an ton  ...........14
C assia , 5c pkg. doz. ..25
G inger, A frican  ............. 9%
G inger, Cochin, ........... 14%
M ace, P e n a n g  .............. 70
M ixed, No. 1 ................... 16%
M ixed, No. 2 ................ 10
M ixed, 5c pkgs. doz. ..45
N u tm eg s, 70-80 .............30
N u tm egs, 105-110 .........22
P ep p er, B lack  ...............15
P ep p er, W h ite  .............. 25
P epper, C ayenne .......... 22
P ap rik a , H u n g a ria n  . .

P u re  G round In Bulk 
A llspice, J a m a ic a  . . . .1 2
Cloves, Z an z ib ar ........  25
C assia , C an ton  ............. 12
G inger, A frican  ........... 18
M ace, P en 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 ----- 24
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 G loss, 16 3ibs. . .  6% 
S ilver G loss, 12 6tbs. . 8% 

M uzzy
48 lib . pack ag es  ..........  5
16 31b. pack ag es  ..........  4%12 61b. p ack ag es  ..........  6
501b. boxes ..................... 3%

.2 45

.11 10 
35 

5 76

60

S
Lard

P u re  in  tie rce s  ..12%@ 13 
Com pound L a rd  9 @ 9% 
80 lb . tu b s  . . .a d v a n c e  %
60 lb. tu b s  
50 lb. tin s  
20 lb. pails  
10 lb. pails  

5 tb. pails

. .  .ad v a n ce  

. . .a d v a n c e  

...a d v a n c e  

. .  .advance  
..ad van ce 1

8 lb. pails ...a d v a n c e  1

SA L SODA
G ran u la ted , bb ls.............  80
G ran u la ted , 100 lbs. cs. 90 
G ran u la ted , 36 pkgs. . .  1 25

SA LT
Com m on G rades

100 3 lb. s ack s  ............. 2 40
60 5 lb. s a c k s  ..............2 25
28 10% lb. s ack s  . . . . 2  10
56 lb. sack s  ............... 40
28 tb . s ack s  ...................20

W a rsaw
56 lb . d a iry  in  d rill b ag s  40 
28 tb. d a iry  in  d rill b ag s  20

S o lar Rock
56 lb . s ack s  ................... 24

Com m 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 %
Sm all, w hole . . . .  @7
S tr ip s  o r  b rick s  .7%@10%
P ollock ................. @ 4%

H alibu t
S tr ip s  ............................... 15
C hunks ........................... 16

H olland H erring  
Y. M. w h. hoop bbls. 12 00 
Y. M. w h. hoop %bbl. 6 50 
Y. M. w h. hoop kegs  72 
Y. M. w h. hoop M ilchers

kegs ........................... 75
Q ueen, bb ls ................... 11 00
Q ueen, % bb ls..............  6 15
Q ueen, kegs ............... 68

T ro u t
No. 1, 100 lb s ......................... 7 50
No. 1, 40 lb s ..........................3 25
No. 1. 10 lb s .................. 90
No. 1, 8 lbs. ................... 75

M ackerel
M ess, 100 lb s ...................... 16 50
M ess, 40 lb s ............................. 7 00
M ess, 10 lb s ............................. 1 85
M ess, 8 lb s ............................... 1 60
No. 1, 100 lb s ......................10 00
No. 1, 40 lb s ........................... 6 60
N o. 1, 10 lb s........................... 1 *6

SY RU PS
Corn

B arre ls  ........................... 38
H a lf b a rre ls  ................. 31
B lue K aro , N o. 2 .........1 70
B lue K aro , No. 2% . .2  06
B lue K aro , No. 5 ...........2 00
B lue K aro , No. 10 . . . . 1  91
R ed K aro , No. 2 ...........1 91
R ed K aro , No. 2% . .2  31
R ed K aro , N o. 5 ........ 2 26
R ed  K aro , No. 10 . . . . 2  17 

P u re  Cane
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

T E A
J ap an

Sundried , m ed ium  . .24® ¡so 
S lindried , choice ...,30@ 33 
Sundried , fan cy  ....36@ 40  
B ask e t-fired  m ed ium  30 
B asket-fired , choice 35@37 
B ask e t-fired , fan cy  40@43
N ibs ............................. 30@32
S 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 , fa n c y  ....50@ 55  

Y oung H yson
Choice ...........................  36
F an cy  .........................  40@5O

Oolong
F orm osa, F a n cy  ....50@ 60  
F o rm osa , m ed ium  . . . .  28
F o rm osa , choice ........... 35

E nglish  B rea k fa s t
M edium  ....................... 25
Choice ......................... 30@35
F a n cy  ......................... 40@60

Ind ia
Ceylon, choice .........30@35
F a n c y  .........................  45@50

S w eet B urley , 8 oz. . .* , a 
S w eet B urley , 24 lb. . .4  90 
| w ee* M ist % gro. . .5  70 
S w eet M ist, 3 oz 
S w eet M ist, 8 oz.
T e legram , 5c ............. „
T iger, 5c ........................... e «0
T iger, 25c can s  ..........  2 35
U ncle D anie l, 1 lb. . .  60 
U ncle  D anie l, 1 oz . .5  22

Plug
Am. N avy , 16 oz............  32
A pple, 10 lb. b u tt  . . . .  38 
D rum m ond  N a t  L eaf. 2

an d  5 lb ...................
D rum m ond  N a t  L eaf,

p e r  doz ....................... 96
B attle  A x  ..................  28
B racer, 6 a n d  12 lb.’ ’. 30 
Big F our, 6 an d  16 lb. 32
Boot Jack , 2 lb ............... 86
Boot Jack , p e r  doz. . .  86
Bullion, 16 oz............  48
Clim ax, G olden T w in s  48
Clim ax, 14% oz..............  44
Clim ax, 7 oz...................  47
D ays’ W ork, 7 & 14 lb. 37 
C rem e de M enthe , lb. 62 
D erby, 5 lb . boxes . . .  28
5 B ros., 4 lb ................... 65
F ou r Roses, 10c ........... 90
G ilt E dge, 2 lb ..............  50
Gold Rope, 6 & 12 lb . 58 
Gold Rope, 4 & 8 lb . 58 
G. O. P „  12 & 24 lb. 36 
G ran g er T w is t, 6 lb. 46 
G. T. W „ 10% *  21 lb. 36 
H o rse  Shoe, 6 & 12 lb. 43 
H oney  D ip T w ist, 5&10 45 
Jo lly  T a r , 5 & 8 lb . . .  40
J . T „  5% & 11 lb. . . .  35
K en tu c k y  N avy , 12 lb . 32 
K eystone  T w ist, 6 lb. 45
K ism et, 6 lb .....................  48
M aple Dip, 20 oz...........  25
M erry  W idow , 12 lb. 32 
N obby Spun Roll 6 & 3 58
P a rro t,  12 lb ...................  34
P a rro t, 20 lb .....................  28
P a tte r s o n ’s  N a t. L e a f 93 
P eachey , 6-12 & 24 lb. 40 
P icn ic  T w ist, 5 lb. . . .  45
P ip e r  H eidsick , 4 & 7 lb. 69 
P ip e r  H eidsick , p e r  doz. 98 
Polo, 3 doz., p e r  doz. 48
R ed icu t, 1% oz.............. 38
Red H o n , 6 & 12 lb. 30 
S crapple, 2 & 4 doz. 48 
S h erry  Cobbler, 8 oz. 32 
S p ear H ead , 12 oz. . . .  44
S peer H ead , 14% oz. 44 
S"pear H ead , 7 oz. . . .  47
Sq. D eal 7, 14 & 28 lb. 28 
S ta r , 6, 12 & 24 lb. . .  43
S ta n d a rd  N avy , 7%, 15

& 30 lb ...........................  34
T en  P enny , 6 & 12 lb. 31
Tow n T a lk , 14 oz..........  30
Y ankee G irl, 6. 12 & 24 30

Scrap
All R ed, 5c ................... 6 76
Am. U nion  S crap  . . . .  5 40
B ag  P ipe , 5c ...............5 88
C utlas, 2% sz. ........... 88
Globe S crap , 2 oz. . . .  30 
H ap p y  T ho u g h t, 2 oz. 30 
H oney  Com b S crap , 5c 5 76
H o n es t S crap , 5c ......... 1 55
M ail P ouch, 4 doz. 5c 2 00
Old Sv>ngs, 5c ................. 5 76
Old T im es, % gro. . .  5 50 
P o la r  B ear, 5c, % gro . 5 76 
R ed B and , 5c % gro . 5 76 
Red M an  S crap  5c 1 43
S crapple, 5c p k g s ........... 48
S ure  S hot, 6c, % gro. 5 76 
Y ankee G irl S crp  2 oz 5 76 
P a n  H an d le  S crp  % g r  5 76 
P eac h y  S crap , 5c . . . 1  90 
U nion W orkm an , 2% 6 00

Smeklng
All L eaf, 2% & 7 oz. 30
BB, 3% oz..........................6 00
BB, 7 oz.............................12 00
BB, 14 oz.......................  24 00
B agdad, 10c t in 3 .........11 62
B adger, 3 oz.......................5 04
B adger, 7 oz.................... 11 52
Banner, So ..................... 6 96
Banner, 8 oz...................... 1 60
Banner, 16 ez ................... > 2 6
Belwood M ixture, lOo 94
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Special Price Current 15 16 17

12 13 14
B ig  Chief, 2Vt oz. . . 6  00
B ig C hief 16 oz ..............  30
B ull D urham , 5c . . . .  5 90
B ull D urham , 10c ___ 10 80
B ull D u rh am , 15c . . . .1 8  48
B ull D urham , 8 oz. . .  60
B ull D urham , 16 oz. . .6  72
B uck  H o rn , 5c .............5 76
B uck  H orn , 10c ........... 11 50
B r ia 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 , 6c ............... 5 90
B ro therhood , 5c ............. 5 95
B ro therhood , 10c ----- 11 00
B ro therhood , 16 oz. . .  39
C krn lva l, 5c ............... 5 70
C arn ival, 3% oz............  39
C arn ival. 16 oz..............  40
C iga r C lip’»  Jo h n so n  30 
C igar Clip’g, S eym our 30 
Id en tity , 8 A  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
C orn Cake, oz...........2 55
C em  Cake, 7 oz...............1 45
C orn  Cake, 6c ..........  5 76
C ream , 50c pails  . . . .  4 60
C uban  S ta r , 5c fo il -.5  76 
C uban  S ta r, 1« oz pa ils  3 72
C hips, 10c .................... 10 20
D ills B est, 1% oz. . . .  79
D ills B est, 3 Vi ez ..........  77
D ills B es t, 16 oz..........  73
D ixie K id, 1% foil ----- 39
D uke’s Mix, 5c .......... ■? <6
D uke’s M ix, 10c ........ 11 52
D uke’s Cam eo, 1% oz 41
D rum . 5c ....................... 6 90
F  F  A. 3 oz....................... 4 95
F  F  A, 7 oz...................... 11 50
F ash io n , 5c ..................  6 00
F ash ion , 16 oz............... 43
F ive  B ros., 5c ............ 5 60
F ive  B ros., 10c .......... 10 70
F ive ce n t cu t P lu g  . .  29
F  O B 10c .................. 11 50
F our R oses, l* c  ..........  ®6
Full D ress, 1% oz. . .  72
Blad H an d , 5c ............. 1 44
Sold Block, 1% oz. . .  39
Sold Block, 10c ..........11S*
Sold S ta r , 16 oz........... 38
Gail & A x N avy, 5c 5 95
G row ler, 5c .................. 4 42
G row ler, 10c ..............  2 94
G row ler, 20c ..............  1 85
G iant, 5c ....................... 1 55
G ian t, 16 oz..................... 33
H an d  M ade. 2% oz. . .  50
H azel N u t, 5c ............  5 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  pa ils  ............  32
J u s t  S u its , 5c ............  6 00
J u s t  S u its , 10c .......... 11 88
K iln  D ried, 25c .......... 2 45
K in g  B ird , 7 oz............25 20
K ing  B ird , 3 oz...............11 06
K ing  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 trike , 1% oz. 94 
L ucky  S trike , 1% oz. 96
L e 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
N oon 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., 36 lb . cs. 19 
P . 8 ., 8 oz. p e r  gro. 5 70
P a t  H and , 1 oz...........  63
P a tte rs o n  Seal, 1% oz. 48 
P a tte rs o n  Seal, 3 oz. . .  96
P a tte rs o n  Seal, 16 oz. 5 00
P eerless, 5c ................... 5 76
P eerless, 10c ............... 1 92
P eerless, 3 oz................ 10 20
P eerless, 7 oz................ 23 76
P eerless, 14 oz..................... 47 52
P laza , 2 gro. c s ....................5 76
P low  Boy, 5c .............. 5 76
P low  Boy, 10c ..........11 00
P low  Boy, 14 oz................... 4 50
P edro , 10c  11 80
P rid e  of V irg in ia , 1% 77
P ilo t 5c ......................... 5 76
P ilo t, 7 oz. d o z ..................... 1 05
P ilo t, 14 oz. d o z ..........  2 10
P rin c e  A lbert, 10c . .  96
P rin c e  A lbert, 8 oz. . .  4 92 
P rin ce  A bert, 16 oz. . .  8 40 
Q ueen Q uality , 5c . . .  48
Rob Roy, 5c foil -------5 90
Rob Roy, 10c g ro ss  10 20
Rob Roy, 25c doz.............2 10
R ob R oy, 50c, doz........  4 12
S A  M., 5c, g r o s s -------5 76
S. A  M., 14 oz. doz. . .3 26 
Soldier Boy, 5c g ro ss  5 95
Soldier Boy, 10c ----- 10 56
Soldier B oy, 1 tb ............4 80
S w eet C apora l, 1 oz. . .  60
■ w est L o tu s, 5c . . . .  C 00

S w eet L o tus, 10c ___ 12 00
S w eet L o tu s, p e r  doz. 4 85 
S w eet Rose, 2% oz. 30 
S w eet T ip  Top, 5c . .  2 06 
S w eet T ip  Top, 3% oz. 38 
S w eet T ips, % gro  10 08
Sun C ured, 16c ........... 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  56
S tan d a rd , 2 oz..................5 66
S tan d a rd , S li  e i  . . . .  28
S tan d a rd , 7 oz..................1 68
S eal 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  a n d  

P ip e  com bina tion  . .  2 25 
Tom  & J e r ry , 14 oz. . .3  60 
Tom  A  J e r ry , 7 oz. . .  1 80 
Tom  A  J e r ry , 3 oz. . .  8 75
T ro u t L ine, 6c ............. 5 95
T ro u t L ine, 10c ___ 10 00
T u rk ish , P a tro l. 2-6 5 76
T uxedo, 1 oz. b ag 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
Union L eader, 50c . .  5 06 
U nion L e ad er, 25c . .  2 55 
U nion L eader, 10c ..11  60 
U nion L ead er, 5c . . . .  5 95 
U nion W o rk m an , 1% 5 76
U ncle S am , 10c .........10 80
U ncle Sam , 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 tin  .......... 3 84
v e lv e t, 16 oz. c a n ___ 7 68

elvet, com b ination  cs 5 75
Var P a th , 5c ............... 5 95

W ar P a th . 3 oz.............. 1 60
W ave 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 lls  . .  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 ply .....................14
H em p, 6 p ly  .................13
F lax , m ed ium  ...............24
W ool, 1 lb . ba les  . -----6

V INEGA R
W h ite  W ine, 40 g ra in  8% 
W h ite  W ine, 80 g ra in  11% 
W h ite  W ine, 100 g ra in  13
O akland  V in eg a r & P ick le 

Co.’s  B rands . 
H igh land  ap p le  c ider . .  18 
O ak land  app le c id er . .  14
S ta te  S eal s u g a r  ........ 12
O akland  w h ite  p ick ling  10 

P ack a g es  free.
W ICK IN G

No. 0, p e r  g ro ss  .............30
No. 1, p e r  g ro ss  ............. 40
No. 2, p e r  g ro ss  ............. 50
No. 3, p e r  g ro ss  ............. 75

W O O D E N W A R E
B askets

B u sh e ls  ........................... 1 00
B ushels, w ide b an d  . .  1 15
M ark e t .............................  66
S plin t, la rg e  ..................  3 50
S plin t, m edium  ........... 3 00
S plin t, sm all ................. 2 75
W illow, C lothes, la rg e  3 25 
W illow, C lothes, sm all 6 25 
W illow . C lothes, m e’m  7 25 

B u tte r  P la te s  
W ire  E n d  o r O vals.
Vi lb., 250 in  c r a t e ..........30
% lb., 250 in  c ra te  ..........30
1 lb., 250 in  c ra te  .............30
2 lb ., 250 in  c ra te  .............40
3 tb ., 250 In c ra te  ............. 55
5 lb ., 250 in  c ra te  ............. 75

C hurns
B arre l, 5 gal., each  . . . 2  40 
B arre l, 16 gal., each  . .2  65 

C lo thes P in s  
R ound  H ead.
4 inch , 5 g ro ss  ............... 45
4% Inch, 5 g ro ss  ............... 50
C artons, 20 2% doz. bxs. 55

Egg C ra te s  and  F ille rs  
H u m p ty  D um pty , 12 dz. 20
No. 1, com plete  ............. 40
No. 2, com plete  ............. 28
C ase No. 2, fillers, 15

s e ts  ............................. J  jo
Case, m edium , 12 s e ts  1 15 

F a u ce ts
C ork lined , 8 In............... 70
Cork lined , 9 In ............... 80
C ork  lined , 10 In ...........  90

Mop S tick s
T ro ja n  sp rin g  ............... 90
E clipse p a te n t  sp r in g  85
No. 1 com m on ........... 80
No. 2 p a t. b ru sh  ho lder 85
Ideal N o. 7 ..................... 85
12Tb. co tto n  m op head s  1 45 

P a lls
2-hoop S ta n d a rd  ......... 2 60

3-hoop S tan d a rd  ........... 2 35
2- w ire  C able .............2 10
C eda r all red  b ra s s  . .1  25
3 - w ire  C able ............. 2 30
P a p e r  E u re k a  ............... 2 25
F ib re  .................................  2 40
10 q t. G alvan ized  . . . . 1  70 12 q t. G alvan ized  . . . . 1  90 
14 q t. G alvan ized  . . . . 2  10

T oo thp icks
B irch , 100 p ack 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, w ood ..................... 80
R a t, sp r in g  ................... 75

T u b s
20-in. S tan d a rd , N o. 1 7 60 
18-in. S tan d a rd , No. 2 6 60 
16-in. S tan d a rd , No. 3 5 60 20-in . Cable, No. 1 . . . . 8  00
18-ln. Cable, No. 2 ___ 7 00
16-in. Cable, No. 3 . . . . 6  06
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 ............................. l  75
D ouble A cm e ................. 3 75
S ingle A cm e ................. 3 15
D ouble P ee 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 iv ersa l ....................... 8 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 sso rted , 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 an ila  ................. 2
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 c o u 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 eas t F oam , 3 doz. . .1 15 
Y eas t C ream , 3 doz. . .1 00 
Y eas t F oam , 1% doz. 58

A X L E  G R EA SE

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

L ee & 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 ack so n ; G odsm ark , 
D u ran d  & Co., B a ttle  
C reek ; F ie lbach  Co., T o 
ledo.

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

COFFEE
Roasted

D w in e ll-W rig h t Co.’s  B ’ds

The only
5c

Cleanser
Guaranteed to 

equal the 
best 10c kinds

SA F E S

M arseilles, 100 ck  to i l  4 00 
M arseilles, % box to il 2 10

P ro c to r  & G am ble Co.
L enox  ...........     3 00
Ivory , 6 oz............................ 4 00
Ivory , 10 oz......................... 6 75
S ta r  ..................................... 3 85

T ra d esm an  C o.'s B rand

F u ll lin e  of Are a n d  b u r 
g la r  p roof sa fe s  k ep t in  
stoc*. by  th e  T ra d esm an  
C om pany. T h irty -fiv e  sizes 
a n d  s ty 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  a n y  o th e r  
house In th e  S ta te . If  you 
a r e  unab le  to  v is it G rand 
R ap ids a n d  In sp ec t th e  
line personally , w rite  fo r 
q u o ta tions .

SOA P
L a u tz  B ros. A  Co.

W h ite  H ouse , l i b ..................  A cm e, 30 b a rs , 75 lbs. 4 00
W h ite  H ouse , 2Tb.................. A cm e, 25 bars , 75 lbs. 4 00
E xcelsior, B lend, l ib ............. A cm e, 25 b ars , 70 Tbs. 3 80
E xcelsio r, B lend, 21b...........  Acme, 100 cak es  . . . . 3  00
T ip  Top. B lend, l i b .............  B ig  M aste r, 100 b locks 4 00
R oyal B lend ........................... G erm an  M ottled  .........3 15
Royal H ig h  G rade ............... G erm an M ottled , 5 b x  3 15
S uperio r B lend ..................... G erm an M ottled  10 bx  3 10
B oston  C om bination  ........... G erm an M ottled  25 bx  3 05

D is trib u ted  by  J u d so n  M arseilles, 100 cak es  . .6  00
G rocer Co., G rand  R ap id s; M arseilles, 100 cks 5c 4 00

B lack  H aw k , one box 2 50
B lack  H aw k , five bxs 2 40
B lack  H aw k , te n  b x s 2 25

A. B . W rlsley
Good C heer .................... .4 00
Old C o un try  ................. .3 40

Soap Powders
Snow  Boy, 24s fam ily

size  ........................... 3 75 f

Snow  Boy, 60 5c . . . . .2 40
Snow  Boy, 100 5c . . . .3 75
Gold D ust, 24 la rg e  . .4 50 F,
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 u b itt’s  1776 ............. .* 75
R oseine ........................... .3 59

«è*A rm o u r’s  ....................... .3 70
W isdom  ........................... .3 80

Soap Compounds i )
Jo h n so n ’s  F in e  .......... .5 10
Jo h n so n ’s X X X  ........ .4 26 1
R ub-N o-M ore  .............. .3 86
N ine  O’clock ................ .3 30 1

Scouring p
E noch  M organ ’s  Sons 

Sapolio, g ro ss  lo ts  . . . . 9  60 
Sapolio, h a lf  gro. lo ts  4 85 
Sapolio, s ing le  boxes  2 4U
Sapolio, h a n d  ................. 2 40
Scourine M an u fac tu rin g  Co 
S courine , 60 ca k es  . . . .  1 80 
S courine. 100 cakes  — 3 60

tb. boxes, p e r  g ro ss  9 00 
tb. boxes, p e r  g ro ss  24 00 

BAKING POW DER  
Royal

10c size . .  90 
%Tb. can s  1 35 
6 oz. c a n s  1 90 
% lb. c a n s  2 50 
% lb. c a n s  3 75 
lib . ca n s  4 80 
3tb. cn s  13 00 
51b. cns 21 50 

CIG ARS
Jo h n so n  C ig a r C o .'s  B ran d

S. C. W ., 1,000 lo ts  . . . . 8 1
E l P o r ta n a  ......................... 88
E ven in g  P re s s  ................... 88
E x e m p la r ............................. SS
W orden Groeer Co. Brand

B en  Hur
P e rf  ec tion  ................  SS
P e rfec tio n  E x tra s  ........... 35
L ondres ................................. 35
L ondres G rand  ............... . .3 5
S ta n d a rd  ............................... 85
P u rita n o s  ..............................85
Panatellas, F ln as .............85
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BUSINESS-WANTS DEPARTMENT
A dver t isem ents  inserted under  this  head for tw o cents  a word the  first insert ion and one cent a word for each subsequent

continuous insert ion. No charge less than  25 cents. Cash must accompany all orders. _____________

BU SIN ESS CHANCES.

B usiness  W a n ted —I am  looking  io r  a  
good open ing  fo r ca sh ; a g e n ts  a n d  sp ecu 
la to rs  need  n o t an sw e r; g ive fu ll p a r 
ticu la rs  in  f irs t le tte r . A d d ress  M. 
T ra d esm an , B ox  1261, C h erry  V alley, 111.- 
nois. 478

F o r Sale—L o t 22x120 ft., b rick  s to re  
22x50 fee t. Ice house on lot. J . F- 
H an e r , Sunfield, M ich. _______  5o0

A g en ts—W ith  o r w ith o u t experience , 
m ake b ig  m oney d u rin g  s p a re  tim e. 
S om eth ing  new . B ig seller. L iebig  
M edicine Co., R ichm ond  H ill, N.

E x t r a  good open ing  fo r a  d ry  goods 
s to re  in  th e  b e s t new  to w n  in F lo rida , 
fs le ss th a n  tw o  y e a rs  old a n d  h as  over 
2,000 popu la tion . W rite  Box S, Lynn  
H av en , F la . “28_

D on’t  lose m oney on w indow  faded  
ta n  shoes. U se “R e -T a n -U m .” I t  does 
th e  w ork . O ne b o ttle  re s to re s  60 to  75 
pairs. S aves $50 o r m ore. P rice  $1 from  
jobbers. S en t d ire c t p rep a id  on rece ip t 
*1 25 Tw o b o ttle s  p rep a id  $2. Sam ple 
10c. H . L . B row n  & Son, L an sin g , M |eh.

P la n t A nd  B u sin ess  F o r  Sale—F in e  op 
p o rtu n ity  fo r anyone w ish in g  to  m a n u 
fa c tu re  fu rn itu re , re fr ig e ra to rs , w ooden- 
w a re  o r au tom ob ile  bodies a n d  a c c e s 
sories. T h e  A. J .  P h illip s  Co., F en to n , 
M ich,__________ ______________________ 526

F o r Sale—G rocery  an d  h a rd w a re  s tock  
and  fix tu res, w ith  o r  w ith o u t buildings. 
A. W . E n g lish , W yocena, W is.______ 52b .

L a rg e  p ro fits  m ade w ith  a  “ Long’’ 
c r isp e tte  m ach ine. O ne m an  rep o rts  
p ro fits  of $1,500 in  one m o n th ; a n o th e r  
s i ,465; a n o th e r  $600 g ro ss  in  one w eek; 
a n o th e r  $250 in  one day . M any re p o rt 
excellen t p ro fits. Splendid  locations  a re  
open eve ryw here . P u t  a  m ach ine  in  a  
w indow , sm all s to re  o r sm all p lace in 
an v  city . I t  d ra w s  crow ds—everybody 
buys. C osts  li ttle  to  s ta r t .  B ig  profits 
soon m ade. N o sk ill req u ired  to  opera te  
m ach ine . Send fo r fre e  book H ow  To 
M ake M oney in th e  C risp e tte  B usiness. 
W . Z. Long, 61 H ig h  S t., Springfield,

h io ._________ ________________________2£2_
To E x c h an g e—F in e  im proved  fa rm  200 

a c re s  n e a r  H o b art, O kla., coun ty  seat. 
W ill tra d e  fo r n ice clean  s to ck  genera l 
m erchand ise , d ry  goods o r m e n s  fu r 
n ish in g s  an d  shoes. P re fe r  Illinois, I n 
d ia n a  or Iow a. F u ll d escrip tio n  on r e 
quest. C ahill S tock  F a rm , Lone W olf,
O kla., R . R. 3-40. __________________ 523_

P h y sic ia n s  an d  d ru g g is ts . W ill sell m y 
d ru g  s to re  an d  p ro p e rty  in  one of th e  
je s t  C en tra l M ich igan  sm all to w n s  an d  
rive physic ian  a  fine unopposed te rr ito ry . 
P ro p e rty  f irs t-c la ss . D on’t  a n sw er u n 
less you m ean  business. A ddress 522,
c a re  T ra d e s m a n .__________ _______  5-2 

N ew sp ap er—B est p roposition  in  M ich i
gan  O ne o r tw o - th ird s  in te re s t  in  in 
co rp o ra ted  com pany, w ith  m an ag em en t. 
P ub lishes  sem i-w eek ly  a n d  <**£?*
papers. W ill n e t good m an  b e t te r  th a n  
SI 000 yearly . C heap fo r qu ick  sale . If 
you a re  looking  fo r a  good th in g  com e 
an d  see m e quick. R . M. R ulison, Clin
ton , M ich .___________ ________ _______ 2~±—

D ry Goods—H a v e  a n  es tab lish ed  d ry  
-oods b u s in ess ; sa le s  $60,000 to  $75,000, 

c a p ita l only $18,000; need  $15,000 to  h a n 
dle p roperly  an d  w ill sell h a lf in te re s t 
to  good m an . G ainesville  h as  five schools, 
churches, a r te s ia n  w a te r ;  h ea lth fu l lo 
ca tion , one of th e  m ost d es irab le  re s i
d en t c itie s  in  th e  S outh . H ig h es t r e fe r 
ence g iven  a n d  requ ired . Box 4
G ainesville , T exas. _________________&lii _

F o r  S ale—B ird ’s D rug  S to re , S auga- 
tuck , M ich igan . Good clean  s tock , new  
fix tu res, floor cases. R e n t $25 p e r  m onth . 
B rick  b lock  on m a in  co rner. F in e  re so rt 
tra d e  an d  soda  lo u n ta in . N ew s s tan d .
Good rea so n  fo r se llin g ._________________ _

G eneral s to re  w ith  ad jo in in g  dw elling, 
located  in  S o u th ern  W isconsin  P ro sp e r 
ous com m unity , g ro w in g  business, good 
s tock  of g roceries, shoes, m en  s w ork  
clo th ing , d ry  goods an d  no tions. A n ex 
ce llen t open ing  fo r p ro fitab le  business. 
F o s te r  M erc. Co., B ris to l. W is. 518

B ro th e r  M erch an t I f  you w ill send  an  
ad d ressed  envelope, I  w ill te ll you how 
I go t r id  of m y  old s to ck  w ith o u t loss. 
W . D. H am ilto n , G alesburg , 111. 514

8080 a c re  s to ck  ra n c h  fo r h a lf  i ts  value 
fo r qu ick  sa le j ad d re ss  ow ner fo r fu r tn e r  
in fo rm ation . A. J .  Joh n so n , M erch an ts  
N a tio n a l B a n k  B ldg., S pringfield , M is
souri.____________ _________________ 513__

C ollect yo u r old accoun ts . Send fo rm  
le tte rs . 25 le tte rs , th re e  fo rm s a n d  col
lection  s tu b s , 50 c e n ts  p repa id . A gen ts
w an ted . G em  C ity  P h a rm a c a l W orks , 
Q uincy, 111. 605

F o r Sale—O nly d ru g  s to re  in  to w n  of 
1,800; ra ilro ad  d iv ision ; m on th ly  payro ll, 
$9,000 to  $12,000; coal m ine $600 to  $10,000. 
Low  re n t. O w ner in  business  50 yea rs ; 
re tir in g . A ddress L. B. 309, No. M c- 
A ieste r, O kla._______________  910

F o r  Sale—O w ing to  ill h ea lth , I  offer 
fo r sa le  m y g e n e ra l s tock , in v e n to ry in g  
betw een  $6,000 an d  $7,000, liv ing  room s 
above, s to rag e  below. L ocation  excep
tiona lly  good. B usiness  es tab lish ed  18 
y ea rs . S to re  h a s  a lw ay s en joyed  a n  e x 
ce llen t tra d e . A ddress Jo h n  H arr im a n , 
S nover, M ich. _______________________512

B usiness  O pportun ity—M odern  s to re  
fo r ren t, c e n te r  of G alesburg , M ich. A d
d ress  N. G. B urd ick , 78 L a  G rave Ave., 
G rand  R ap ids, M ich,______________ 509

F o r Sale—Tw o fine u p - to -d a te  d ru g  
s to re s ; h av in g  o th e r business  req u irin g  
all m y tim e. W ill sell b o th  s to re s  a t  
in v en to ry , d isco u n t fo r cash . G. V an  
A rkel, M uskegon H e ig h ts , M ich. 508

F o r R en t—F o r d ry  goods a n d  g en e ra l, 
m erch an d ise  b usiness , la rg e  m odern  s to re  
in  M arq u e tte , M ichigan. L ocated  in  m ost 
des irab le  business  block. U nu su a l oppor
tu n i ty  to  g e t choice location . L ose no 
tim e  if in te re s ted . A ddress H arlo w  A. 
C lark , M arq u e tte , M ich._____________498

F re e —In v es tin g  fo r p ro fit m agazine . 
Send m e yo u r n am e a n d  I  w ill m ail you 
th is  m agaz ine  ab so lu te ly  free . B efore 
you in v e st a  do llar an y w h ere , g e t th is  
m agazine . I t  is w o rth  $10 a  copy to  a n y  
m an w ho in te n d s  to  in v e s t $5 o r  m ore 
p e r  m onth . T ells you how  $1,000 can  
grow  to  $22,000—how  to  ju d g e  d iffe ren t 
classe s  of in v e stm en ts , th e  rea l ea rn in g  
pow er of your m oney. T h is  m agazine  
s ix  m o n th s  free  if  you w r ite  to -d a y . H . 
L. B arbe r, P u b lish er, 433-28, W . Jack so n  
Blvd., Chicago.______________________  515

To E x ch an g e—C an g e t you eq u itie s  in 
good land  a t  a c tu a l va lue  fo r good m e r
chand ise , com m ission  2% p e r  ce n t.; p re 
fe r  la rg e  s to ck s  $10,000 an d  up. Only 
w a n t to  h e a r  from  p a r t ie s  a c tu a lly  w a n t
ing  a  change. A ddress A. M. K auffm an , 
Lock ridge , la ._______________________ 506

S to res  bough t, sold and  exchanged . 
If you w a n t to  g e t in  o r  o u t of b usiness  
w rite  m e. I  han d le  all k inds  of b usiness  
places an d  re a l e s ta te . F ra n k  P . C leve
land, 1261 A dam s E x p re ss  B ldg., C h ica
go, 111. ________________ ?86__

D ru g  S to re—F o r sa le  or exchange. O ur 
d ru g  s to re , s itu a te d  on one of th e  b e s t 
se m i-c e n tra l co rn e rs ; old e s tab lished  
s ta n d ; clean  s to ck ; excep tiona l o p p o rtu n 
ity ;  w ill ta k e  p a r t  in  good re a l e s ta te ; 
have  a  good bu s in ess ; ca n  be  inc reased . 
If  in te re s te d  ad d re ss  S ch lo sser B ros., 
132 W . C h es tn u t S t., L ouisville , K y.

494

F o r Sale—G rocery  s tock  an d  fix tures, 
in v e n to ry ing  a b o u t $1,500. Good business, 
fac to ry  an d  ra ilw ay  c ity  N o rth w es te rn  
Ohio. A ddress  No. 487, c a re  T radesm an .

A uctioneers—W e hav e  been closing  out 
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  & C aukin , 440 S outh 
D earborn  S t., Chicago, 111.____________134

F o r Sale—D ru g  s to ck  a n d  fix tu res, in 
ven to ry  ab o u t $1,500. M ust be  sold a t  
once. F o r  p a r t ic u la rs  w rite  Peoples 
N a tio n a l B ank, B ronson, M ich. 481

F o r Sale—A firs t-c la s s  a n d  only m ea t 
m a rk e t in  tow n. E s ta b lish ed , in  1879 
u n d e r sam e ow nersh ip . M oneym aking 
business, w ith  a  good su rro u n d in g  coun 
try . Good schools a n d  co u n ty  h igh  
school.. W a n tin g  to  re t ire  from  b u s i
ness. A ddress J . C hesky, N ickerson , 
K ansas ._______________ _______________485

M erchandise sa le  conductors.. A. E. 
G reene Co., 135 G rand  R iv e r A ve., 
D e tro it. A d v e rtis in g  fu rn ish ed  free. 
W rite  fo r d a te , te rm s , etc.________ 549

I  p ay  ca sh  fo r  s to ck s  o r p a r t  s tocks  
of m erchand ise . M ust b e  cheap . H . 
K aufer, M ilw aukee, W is. .__________ 92_ _

W ill p ay  ca sh  fo r  s to c k  o f shoes a n d  
rubbers . A ddress  M. J . O., c a re  T ra d es- 
m a n ._________________________________ 321

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 . L . Slocum , sa fe  ex 
p e r t  an d  locksm ith . 97 M onroe Ave., 
G rand  R ap id s, M ich. 104

H ELP W A NTED .

W a n ted —C lerk  fo r g en e ra l s to re . M usi 
be sober and  in d u s trio u s  an 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 te d —A good shoe sa le sm an  to  w ork  
in a  f irs t-c la ss  shoe s to re  in  th e  U pper 
P en in su la . S ta te  s a la ry  desired , y e a rs  of 
experience  and  g ive references . A ddress 
No. 517, c a re  T rad esm an .

SITUATIONS W A NTED .

IM PO R TA N T  
Retail Grocers

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

with the genuine

Baker* s 
Cocoa and 
Chocolate

w ith  th e trade-mark 
Registered on th e packages.

U. 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. MASS.

Established 1780

B usiness  m an in  B oston  w ith  w ide a c 
q u a in tan ce  in  com m unity , w here  he  con
ducted  h is  ow n h a rd w are  b u s in ess  (now  
sold), d es ire s  to  re p re s e n t one o r m ore 
m a n u fa c tu re rs  in  special lines, in  N ew  
E ngland . S a la ry  o r com m ission . Can 
g u a ra n te e  good re s u lts  if q u a lity  and  
p rices  a re  r ig h t. W . S. S m ith , W yom ing  
H eig h ts, M elrose, M ass. 516

W a n t ad s . con tinued  on n e x t page .

We,

^ ACCURACY 
PROFIT 
CONTENTMENT

! make four grades of book 
'la  the different denomlnatioao.

CIRCULARS |SAMPLES UmilKUIKI - I f d & N Y
tradesmahjc°diì̂ ; ch

You have had calls for

SAPOLIO
If you filled them, all’s  well; if you 
didn’t, your rival got the order, and 
may get the customer’s entire trade.
HAND SAPOLIO is a special toilet soap—superior to any other in countless ways—delicate 

enough for the baby’s skin, and capable of removing any stain.
Costs the dealer the same as regular SAPOLIO, but should be sold at 10 cents per cake.
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Popular Priced Toy Window for 
Christmas.

For making this Christmas window 
trim of popular priced toys, here is what 
you will need in merchandise and equip
ment :

Cover the background with white 
crepe paper, pinning it neatly and 
smoothly into position. Then run a 
border of red crepe paper around the 
top, cut after the fashion shown by the 
drawing.

Cover two barrel hoops with white

Photograph of Window Trim
Merchandise.

(About $20 worth shown in window.) 
One dozen drums (assorted).
Five Santa Claus masks.
Two fuzzy dogs.
One fireman’s suit.
Two roly polys.
Two boxes animals.
Five automobiles.
Two trains.
Assorted small animals.
Two magic lanterns.
One dozen horns.
One police suit.
Two sets toy dishes.
Two sleds.
One Noah’s ark.
Two fire engines.
Assorted metal toys.

Fixtures.
Five rolls white crepe paper.
Six wooden boxes.
One dozen Christmas bells.
Holly clusters.
Pins.
Plenty of price tickets.
One roll red crepe paper.
One pasteboard box.
Folding tissue paper ornaments.
Five short boards.
Two hoops.

crepe paper, and nail them in each back 
corner of the window a little above the 
border. Run a line of holly clusters 
around the hoops and in the center of 
each pin a red paper wreath and Christ
mas bell. Pin twelve red paper Christ
mas bells to the border, or more if your 
window is large enough to need more.

Building the Big Chimney.
Now for the big center unit. Build 

this up out of two tall boxes and a 
board, as shown by the drawing. Cover 
boxes and boards with red crepe paper. 
Around the top box pin white tape to 
represent bricks, thus carrying out the 
idea of a chimney. You can use white 
crepe paper for this purpose if you like, 
but it will take you longer to fix it right.

At the top of this “chimney,” which 
should reach to the top of the border, 
pin a big Santa Claus mask, with a horn 
on one side and a small drum on the 
other. Then from each side of the 
chimney, through the hoops, drape three 
festoons of folding tissue paper orna
ments, catching them up at each end of 
the window.

Next, pin four horns to each end of 
the background near the glass, decorat
ing them with white holly clusters.

Then make some more “brick work”

at the lower part of the bottom box in 
the center unit. Over this have some 
white crepe paper cut irregularly to rep
resent icicles, and pin a Santa Claus 
mask above it on the box.

How to Make the Left Unit.
On the center shelf put two magic 

lanterns and six stockings. This will 
complete the center unit.

The left unit is made up of two boxes 
and two boards, all covered with red 
crepe paper. On the top shelf put a pile 
of five drums, decreasing in size from 
the bottom to the top. On one side of 
this pile put a large teddy bear and on 
the other side a fuzzy dog.

Under this shelf at the left pin a 
box of toy dishes, and in front of it a 
card containing a firemen’s helmet.

On the shelf over the lower box put 
an auto truck, a touring car and a large 
roly poly To the front of the box pin 
a humpty dumpty circus set.

Lean a sled against the background on 
each side of the center unit, and then 
see that the display has plenty of price 
tickets as far as you have gone.

Floor Covering Should Be White.
The floor plan consists of an order

ly arrangement of miscellaneous toys, 
the character of which is plainly in
dicated by the photograph. Be care
ful not to put in too many. Each 
article should stand out sharply and 
have its own price ticket. The floor 
should be covered with white crepe 
paper. Use anything else that is more 
handy, just so it is white.

A big mass of toys piled together 
is sure to look mussy even though 
an attempt at order is made. Have

Can Water Flow Up-Hill?
Since the earth is an oblate spheroid, 

instead of a perfect sphere, it comes 
to pass that its center is farther from 
the equator than from either pole. The 
Mississippi flows southward for so great 
a distance that its surface at its mouth 
is about .four miles farther from the 
earth’s center than at its source. Does 
it, then flow up-hill?

This is a question which the Coast 
and Geodetic Survey in Washington is 
frequently asked to answer. The re
ply is that “up” means against gr; - 
tation, and “down” with gravitatii u : 
hence the Mississippi does not flj\ 
up-hill, although obviously it mo’ 
away from the center of the glob- 
Plumb-lines rarely point directly towa 
the center of the earth. The variati 
from that direction has given rise 
an interesting branch of the gover 
ment’s work.

The visible irregularities of the su’ 
face of the earth—mountains, vallej 
and water basins—affect the form ei 
attraction which is known as gravita 
tion. A cubic mile of land is two an 
a half times as dense as a similar volum 
of water. The plumb-line tends to lean 
toward the earth masses and away from 
the water basins. These influences 
which may be computed with scientific 
accuracy, do not, however, explain all 
of the deflections. Varying degrees of 
density, some miles below the surface 
of the earth, must be assumed t> exist.

Trifling as these deflections are, never 
exceeding nine inches in a plumb-line 
a mile long, they are of considerable 
scientific importance. They modify the

Drawing of Fixtures
plenty of room between the items and 
be sure to preserve the balance on 
each side.

The unit on the right is made after 
the fashion of the one on the left. 
The fixtures and arrangement are 
identical. The merchandise is prac
tically the same.—Butler Way.

Charles A. Ledyard, of the Charles 
A. Ledyard Grocery Co., has purchased 
the interest of his partner, Volney Ar- 
rowsmith, and has given Mr. Arrow- 
smith a mortgage of $450, covering the 
entire business.

A lot of people are about a day be
hind in their thinking.

calculations of navigators and explorers 
as to positions on the earth’s surface, 
derived from the stars. They thus be
come essential in high-grade map-mak
ing. They also help to make the rec
ords of measurements of the earth 
contribute to the story of the history 
of the earth. In the eye of science there 
are no trifles.

No man is so poular that he can. 
afford to talk about it.

BU SIN ESS CHANCES.
F o r  Sale—A  sm all s to ck  of drug's an d  

fix tu res, fo rm e rly  ow ned by  C. N . W are , 
of G reenville, M ich. Good o p p o rtu n ity  fo r 
m o d e ra te  ca p ita l. L ee M. H u tch in s , 
T ru s te e , G ran d  R ap ids. 533
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We have an ambition to largely increase the 

sale of our old reliable brand of B-B-B COFFEE. 

To assist in this, we w ill from th is date furnish  

a v a stly  improved quality, both in s ty le  and 

drink; in fact, a coffee that w e believe to be un

equalled at anything near the price. It is a 

beauty and is just as good as it looks, and w e ask 

our patrons, on receipt of the goods, to open and 

compare them w ith  anything heretofore offered 

them. To furnish [ this quality our margin of 

profit is seriously interfered w ith  but we believe 

the natural increase in sales resulting from the 

improvement w ill more than offset this. If this 

fails our patrons and theirs w ill at least be 

gainers. __________

JU D SO N  G R O C ER  CO.

GRAND RAPIDS

The One Universal 
Cereal Food

The one universal staple “breakfast food” 
that has survived the ups and downs of public 
fan cy  and is eaten in every  c ity  and hamlet in 
the United S tates and Canada is

Shredded Wheat Biscuit
The plans for increasing the consumer 

demand in 1912 are more ex ten sive  and far- 
reaching than ever. Are you ready to help us 
supply this increased demand?

S h re d d ed  W heat is n o w  p a c k ed  in n e a t,  
s u b s ta n tia l w o o d e n  cases . T h e  th r if ty  g ro c e r  
w ill se ll th e  e m p ty  cases fo r  10 o r  15c each , 
th e re b y  a d d in g  to  h is  p ro fits .

The Shredded Wheat Company
Niagara Falls, N. Y.

You

It w ill pay 
you  to  
boost this 
Package in 
w h ich  the  
public so 
thoroughly  
believes

Have Got Your Work To Do
This thing of increasing your volume of business month by 
month is a hard problem

—but it can be done.
The question now is, how are you going to boost your Novem
ber sales?
Different seasons require different efforts and volum e is more easily  increased by working 
on those dependable articles which are in particular demand at the moment.
More than any other tim e this is the oa tm eal season and th is is an oatm eal y e a r . A  promi
nent store display of

Quaker Oats
w ill largely increase your sales during these fall months and add m aterially to your volum e 
and profit.
W e are doing a lot of extra work now to make every  customer a possible Quaker Oats 
buyer. Big additional advertising started September 1st and w ill run indefinitely.

The Quaker Oats Company
C H I C A G O


