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BOD of com m on sense, I g ive T h ee thanks for 
the heavy b low s of pain that drive me back 
from  perilous w ays into harm ony w ith  the 

law s of m y being; for stinging w hips of hunger 
and cold that urge to  bitter strivings and glorious 
achievem ent; for steepness and roughness of the 
w ay  and staunch virtues gained by clim bing over  
jagged rocks of hardship and stum bling through  
dark and pathless sloughs of discouragem ent; for 
the acid blight of failure that has burned out o f me 
all thought of easy v ictory  and toughened m y sinew s  
for fiercer battles and greater triumphs; for m istakes 
I have made, and the priceless lessons I have learned 
from  them; for disillusion and disappointm ent that 
have cleared m y vision  and spurred m y desire; for 
strong appetites and passions and the pow er they  
give w h en  under pressure and control; for m y im 
perfections that g ive me the keen delight of striving  
toward perfection.

God of com m on good and human brotherhood, 
I give T h ee thanks for siren songs of tem ptation that 
lure and entangle and the understanding of other 
m en th ey  reveal; for the w eaknesses and failings of 
m y neighbors and the jo y  of lending a helping hand; 
for m y o w n  shortcom ings, sorrow s and loneliness, 
that g ive m e a deeper sym pathy for others;! for in
gratitude and m isunderstanding and the gladness of 
service w ithout other reward than self-expression.

A R T H U R  W.  N E W C O M B



Putnam's
Menthol Cough Drops

Packed 40 five cent packages in carton 
Price $1.00

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

ONE FULL SIZE CARTON 
FREE

when returned to us or your jobber 
properly endorsed

PUTNAM FACTORY, National Candy Co. 
Makers

GRAND RAPIDS, MICH.

Penn Yann

FIRST PRIZE
New York 

State

BUCKW HEAT
FLOUR

Kiln Dried None Better 

JUDSON GROCER CO.
Wholesale Distributors 

G R A N D  RAPIDS, M ICHIGAN

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

TH E PROM PT SHIPPERS

Grand Rapids Kalamazoo

From Any 
View-Point
WHITE HOIISEl
Coppem

there’s no other coffee on the 
market to-day SO certain to 
bring satisfaction to both seller 
and user.

JUDSO N GROCER CO., Distributors 
GRAND RAPIDS, MICH.

a box in your next order
Snow Boy W a sh in g

£ànx> Y& , Buffalo, N. Y.
L a u tz P o w d er
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NO EXPERT NEEDED.
A leading- wholesale grocery house 

of Grand Rapids was recently impor
tuned to avail itsell of the services of 
an expert who was under the impres
sion that he could very materially re
duce the losses incident to mistakes 
made in billing, packing and shipping 
goods. The head of the house, who 
is something of a philosopher as well 
as an energetic, progressive and rep
resentative business man, thereupon 
had a careful compilation made to 
ascertain exactly how many mistakes 
originated in his establishment an:l 
how many were made by the trans
portation companies. lie  found that 
during the month of October, for in
stance, his house handled, in round 
numbers, one hundred thousand pack
ages and that during that time 105 
mistakes occurred in the house, to be 
equally divided between the billing, 
packing and shipping departments. 
Thirty-five people arc employed in 
these branches of the business, so 
that the aggregate of errors in all de
partments involved in this compilation 
represented only three mistakes per 
person per month. This record ap
peared to he so insignificant, com
pared to the total number of packages 
handled, that the head of the house 
very wisely concluded that he could 
get along without the assistance of 
the alleged expert who was so anx
ious to reform and revolutionize his 
business.

On tracing the matter further, it 
was found that during the month of 
October, the transportation compan
ies made 243 mistakes in the ship
ment of the goods which were not 
delivered to city customers. In other 
words, while the house employes 
made only 105 mistakes in the total 
transactions of the house—which in
cluded the city trade as well as the 
outside trade—the railroads made two 
and one-half times as many mistakes 
on the rail shipments alone. Even 
this is not considered a bad record, by 
any means, but it is thought that by 
the elimination of indistinct and illeg
ible handwriting and the insistence of 
greater care on the part of the em
ployes of the railroad companies and 
more rigid scrutiny pn tl}P part of

conductors, station agents, superin
tendents and foremen, this record can 
be very materially improved.

BEING THANKFUL.
“No one can observe Thanksgiving 

Day as it should be observed,” says 
Russell Sewall, “unless he has been 
grateful through the 365 days of the 
year before it. No one has rightly 
observed Thanksgiving Day unless he 
has gained an impulse for gratitude 
through the 365 days ahead of him.” 

Those who bolt down a big dinner 
and fancy that they have observed 
Thanksgiving entirely miss the subtle 
power which entitles it to be a Na
tional day of commemoration. It is 
not the size or condition of the tur
key, but of the heart which deter
mines whether or not the day is prop
erly spent. The humble home in 
which salt pork may be substituted 
lor the time-honored bird may be a 
more real Thanksgiving feast than 
that which the menu is most elabor
ate.

We cannot do our thanksgiving all 
in a bunch without suffering in con
sequence, any more than we can do 
our feasting all on the last Thursday 
in November without finding out the 
need of a physician. The blessings 
are so evenly scattered throughout 
the whole 365 days that to strive to 
wait and lump them all up in one 
sweeping statement of gratitude is 
sure to lead to the elimination of 
many. The woman who was glad 
when it rained because “this was nice 
growing weather” had the advantage 
of the one who scowled because it was 
going to dampen her plumes. Both 
will have entirely forgotten the in
cident before the end of the year.

There are things which do not go 
to suit us in everyday life and yet we 
may be thankful that they are no worse. 
Some of them we can remedy and 
here again is a reason for being thank
ful. It is the little things which really 
make up the best of life: matters 
which we may forget in themselves 
to-morrow and yet the results of 
which cling for all time, even though 
we do not take the trouble to analyze 
them. It is the habit of being thank
ful which grows with practice which 
enables us at this Thanksgiving sea
son to really and truly come with 
thankful and appreciative heart.

Cleveland has gained clear title to 
its lake front land and erection of a 
great municipal passenger and freight 
terminal at Lakeview park, to become 
a part of the lake front development 
scheme is now planned.

R. J. Condon, head of the Provi
dence, R. I. schools has accepted a 
similar position in the Cincinnati pub
lic schools.

Manufacturing Matters.
East Jordan—The East Jordan 

Lumber Co is making extensive re
pairs on its mill A this week. The 
company is also installing an edger 
and trimmer.

Kalamazoo—The Hanselman Candy 
Co. has purchased the confectionery 
stock of the Baker-IIoekstra Co. and 
will consolidate the two stocks at its 
own establishment.

Detroit—The Detroit Motor & Ma
chine Co. has incorporated with an 
authorized capital stock of $150,000, 
of which $75,000 has been subscribed 
and paid in in property.

St. Joseph — The Metallurgique 
Motor Car Co. has been organized 
with an authorized capitalization of 
$10,000. of which $5,000 has been sub
scribed and $1,000 paid in in cash.

Detroit—-The Cragg Motor Manu
facturing Co. has been incorporat'd 
with an authorized capital stock of
$4,000, of which $2,080 has been sub
scribed and $1,540 paid in in cash.

Musi n — The Great We stern
Mat Co. h:as 1>een organize! 1 wii:h an
author i/cd caj>ital Stock i>f $5,000,
which has lx.■en subscribe d, s? 1.400
being paid in in cash and $3.000 in
property.

Henderson—-\\ indsor Bov ee, 1»utter
maker for the■ Henderson Creaimery
Co., has 1e as<,'d the plant and will
continue the business under the same
style. He has also engagi;d in the
coal a:iid wrood1 business.

Muskcg< •n—The Muskegon Tool &
Stamping < has merged it:s bit:Biness
into a stock c(amp any under the same
style, with an authorized caj>ital stock
of $15.000, of which $13,000 has been
subscr ibed anc1 $2,000 paid in in cash.

Allegan-T iie MarshmalbHV C"ream
Co. h;as bcen organized to manufac-
ture ;md sell proprietary triedicines
and drugs, with an authorized capital 
stock of $15,000, of which $9,000 has 
been subscribed and paid in in cash.

Boyne City—The Boyne City, Gay
lord & Alpena Railroad is rapidly ex
tending its lines into the big tracts 
of timber east of Gaylord and will 
have that part of the new line com
pleted by the time cold weather sets 
in.

East Jordan—The A. M. Haight 
Cooperage Co., one of East Jordan s 
industries for the last few years, has 
begun to move its plant to a loca
tion near Charlotte, N. C„ where the 
company has secured a favorable site 
for its operations.

Detroit—The Sorensen-Frank Nut 
Co. has engaged in business to manu
facture, buv. sell and deal in burs 
and nuts and metal goods, with an 
authorized capital stock of $.>0,000, of 
which $25,000 has been subscribed and 
$5,000 paid in in cash.

Crystal Falls—The Sawyer-Good- 
man Co. is logging briskly on its

Mastodon tract near this place. Con
siderable new railroad has been built 
this year and about 100 men will be 
kept in the woods as long as the 
railroad will serve the tract with 
cars.

Detroit—F. Deinzer & Son, uphol
sterers, have merged their business 
into a stock company under the style 
of The Deinzer Manufacturing Co., 
with an authorized capital stock ot 
$150,000, of which $75,200 lias been 
subscribed, $1,000 being paid in in 
cash and $74,200 in property.

Detroit—The Gearless Differential 
Co. has engaged in business to manu
facture and deal in automobiles, en
gines, motors, appliances, accessories 
and equipments connected therewith, 
with an authorized capital stock of 
$20,000, which has been subscribed. 
$800 being paid in in cash and $19,200 
in property.

Lansing—J. E. Rork, promoter and 
manager of the Central Welding Co., 
has disposed of his interest in that 
industry to take charge of the Pio
neer Welding Co., which he has es
tablished at Kalamazoo. Mr. Rork’s 
new industry will make a specialty 
of automobile parts. He is succeeded 
in the management of the Central 
Welding Company by Messrs. Tilden 
and Taylor.

Saginaw—Coryell & Knapp, of Bay 
City, have completed a derrick to sink 
an oil well just south of the field 
where the Saginaw Development com
pany is now engaged in operating. 
There is some doubt expressed as to 
the advisability of drilling this shaft, 
as it is too close to other wells in 
that neighborhood. < HI is being 
pumped from No. 2 well and No. 3 
is down about 2,000 feet. Oil may 
be struck any day, and just as soon 
as evidence of it shows, the well will 
be shot. No. 4 is down about 1,000 
feet, and on the east side of the river 
good progress is being made on the 
natural gas well. Within half a mile 
there are five wells at present.

Learned the Business.
A little story is going the rounds 

<>f the press which it will do no harm 
to adapt to the shoe business as fol
lows: A farmer's son got the notion 
that the shoe dealer's lot was a happy 
one, that the profits were immense, 
and that if he became a shoe dealer 
he would soon be rolling in wealth 
and ease. So he went to town and 
hired out to a prosperous State street 
shoe man, to learn the business. At 
the end of a week he was found at 
home again, somewhat blue. ‘A\ ell. 
Bill," said his father, "how’d ye like 
the shoe business?” "It ain t what 
it’s cracked up to be,” responded Bill, 
gloomily; "I’m sorry I learned it.”
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C L O V E R L A N D .

Zephyrs From the Upper Peninsula 
of Michigan.

Marquette, Nov. 25—We regret to 
report that there are a few supposed 
first-class hotels in this part of the 
State which persistently adhere to 
that antiquated and much-hated old 
roller towel. We tolerate it only be
cause we have to tolerate it, but we 
want it understood that we resent it.
If you want us to make it plainer we 
will do so, but we hope you will take 
the hint, Mr. Marriot, of the Park 
Hotel, at the Soo, and Mr. Mallette, 
of the Ossawinamakee, at Manistique. 
There are some others which we will 
mention later.

Wie are of the opinion that it would 
be quite apropos on the part of 
Brother Hach, of Coldwater, chair
man of the Legislative Committee, 
to frame an article on what consti
tutes a $2 a day hotel and a $2.50 a 
day hotel, with a view to safeguard
ing the commercial traveler against 
imposition and discrimination on the 
part of hotel, keepers in this regard. 
We have in this part of the State 
several hotels which are first class in 
rate only, in which we are subjected 
to the indignities and inconveniences 
of a $1 a day mill boarding house. 
Then, after he determines the require
ments of the higher priced houses, 
would it not be a good idea to intro
duce a good bill at the next session 
of the Legislature, covering the 
ground in detail? Let us hear from 
you through the columns of the 
Tradesman, Brother Hach.

There are three Bull Moosers whom 
we know took the defeat of their 
party to heart very much and with 
whom we admit we have a ^ort of 
sympathetic feeling. They are Jay 
R. Pearce, Hancock, Theodore Roose
velt, Oyster Bay, and Wilbur S. 
Burns, of Grand Rapids, but we be
lieve that Jay takes it to heart more 
than either of the other two.

We are often reminded of the 
proneness to err on the part of man 
—sometimes in a sadly forcible way 
in a great railway wreck caused by 
the unintentional but fatal error of 
a well meaning train dispatcher: 
sometimes by an equally well mean
ing and inoffensive hunter shooting 
his friend, mistaking him for a deer; 
sometimes taking a bottle of poison 
instead of a bottle of liniment or 
cathartic; but yesterday a humorous 
side of this situation presented itself 
to us. Allen Wheeler, of Detroit, an 
erstwhile Marquette boy whom we 
used to know when he went to kin
dergarten in his little sailor suit here 
and who afterward went through the 
kneepants period here getting his 
education; and we remember his 
pathetric conditions of bashfulness 
when he sallied forth one day with 
long trousers on, wrote to us on a 
subject of a personal nature, as I 
am—I am happy to say—considered 
a friend of the family. The letter 
itself was really a gem of literature 
and told a beautiful story of faith
fulness and application to his studies 
and I could readily see that young 
Wheeler is possessed of the grey mat
ter which will enable him to use his

wits and his education in making good 
in life. The amusing part of his letter, 
however, is that he inadvertently en
closed a beautiful poem on Thanks
giving, which he seemingly intended 
to be sent to his father, Charles A. 
Wheeler, instead of to me. This 
theory was established when I met 
his dad, who, in conversation, men
tioned the missing poem. I take the 
responsibility of publishing it and I 
feel sure the readers of the Trades
man will agree with me that Allen 
Wheeler, though young, is some poet: 

S’peed forward, yet faster 
Oh, time, in thy flight!

A nd b rin g  u s T h a n k sg iv in g  
Six day s  fro m  to -n ig h t.

Tw elve day s  a re  too  long—
W e’re  too  lonesom e to  w a it—

So T im e, I beseech  thee .
P lea se  double th y  g a i t 

F o r daddy  is com ing  
On T h a n k sg iv in g  D ay  

To g re e t us, to  jo in  us,
To m ake u s  all gay.

H e’s  com ing! h e ’s com ing!
Oi\! how  I d e lig h t 

To say  th a t  h is  com ing 
Com es n e a re r  each  n ight!

H e ’ll b r in g  u s  a  gam e—
Som e new  fan cy  of his.

N ow  T im e, you old loafer,
Gosh d a rn  it! gee w hiz!

Y ou 've g o t to  p u t “pep” in  
Y our w e a ry  old w ings 

To b rin g  u s  th e  sooner 
T he  m any  good th in g s  

T h a t com e w ith  T han k sg iv in g —
Oh! b le s t be  th e  day!

A nd m ay  o u r old daddy  
S tay  w ith  u s fo r aye!

When they ask you how business 
is, even if you haven’t taken an order 
for three days, tell ’em it is great. 
Keep that smile on. It is worth a 
million to you.

W hen a b it  o f su n sh in e  h its  ye 
A fter p ass in g  of a  cloud, e

W h en  a  fit of la u g h te r  g its  ye  
A n’ y e r  sp ine  is fee lin ’ p roud 

D on’t  fo rg it to  u o  an d  fling i t  
A t a  sou l t h a t ’s  fee lin ’ blue.

F o r  th e  m in n it th a t  ye s lin g  i t  
I t ’s a  b o o m eran g  to  you.

(A pologies to  J a c k  C raw ford .)

One day last week we met one of 
the boys from Grand Rapids Coun
cil. He’s a fine fellow, but we don’t 
know his name. He told us how hard 
they were working to make a success 
of the convention in 1913 and he most 
gently touched us for $1 worth of 
tickets on the automobile. It just 
happened that the only one dollar 
bill we had that day was the dollar 
that Mark Brown, of Saginaw, donat
ed to the Salvation Army cause at 
Bay City, which we prized very dearly 
and which we guarded with a sacred
ness that was at least commendable, 
but the temptation to invest it in 
four chances on the auto was too great 
for us and alas! we fell. Wouldn’t 
it be a fine joke if we won the dog
gone automobile with Mark’s dollar, 
eh?

We noticed M. C. Empey, of Bay 
City, in church in this city Sunday.

We note with much interest that 
the U. S. Government is going after 
the National Cash Register Co., of 
Dayton, Ohio, with vigor. We must 
say we are glad of this, as we con
sider this one of the most pernicious 
and grasping and parasitical trusts 
with which the American consumer 
and retailer is afflicted to-day. Their 
methods of “getting the money” is, 
in our opinion, both unfair and in
equitable, as in 75 per cent, of their 
sales they pit the wits and the course 
of training which their agents re
ceive at Dayton before starting out 
against the ignorance and the unwari
ness and the unsophisticatedness of 
the poorer and smaller class of trades
people. We have no more use for a

cash register than a cat has use for 
two tails. Salesmanship is all right 
in its place. The good salesman is 
all right, so long as he plies his voca
tion in the path of rectitude and con
fines his energies to lines which are 
honest and legitimate, based, to a 
reasonable extent, upon the law of 
supply and demand; but the abuses 
of the arts and crafts of salesmanship 
come in the creating of wants which 
do not exist and selling an article for 
which the want has been created and 
not made at an exorbitant price which 
amounts to extortion and not with 
any thought or consideration toward 
a legitimate profit on an honest manu
facturer’s cost. Time was when the 
country merchant was satisfied with a 
cash till which cost $2. He was happy 
in the use of it and it served its 
purpose well. I know of a large busi
ness in this region which uses the 
old system yet and it is as up-to-date 
a concern as there is north of the 
Straits at that. The National Cash 
Register Co.’s agent’s first training on 
salesmanship in doing away with the 
old $2 cash drawer and replacing it 
with a $4’«000 cash. register which 
never cost $40. He must impress the 
prospective customer with the fact 
that it is barely possible his clerk is 
dishonest and that, with the use of the 
register, he may “get” him. Isn’t this 
a reflection on the judgment of the 
merchant in the first place in the selec
tion of the proper kind of help to 
conduct his business? It is, from start 
to finish, even on the large and affluent 
merchant who thinks he can afford 
to give as a donation $350 in profits

Our Stock is Always Complete on the 
Following Lines

Compo and Perfection 
Certainteed Roofing

Also Michigan Rubber Roofing 
Genuine Fibretto, Protector

And

Red Rosin Sheathing 
Blue Plaster Board

And

Tarred Felt

Michigan Hardware Company
Exclusively Wholesale

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

to the National Cash Register Co. on 
an investment of $400, but the greater 
injustice comes in the roping in of the 
small dealer in the country towns who 
cannot afford the thing at all, nor has 
any use for it, but is put up against 
it by pitting the wits of a trained 
salesman against his own, which is 
in nearly all cases an unfair battle. 
In consequence of which the dealer 
falls an easy prey to the wiles and 
ways of the trained vulture.

Ura Donald Laird.

Why Not Have The Best Light?
STEEL MANTLE BURNERS. Odor*
less. Smokeless. Make the home cheerful 
and bright. Three times as much light as 
an ordinary burner. Every one guar* 
an teed. Just what yon need! If yonr 
dealer doesn’t  keep them send his name 
and address with yonr name and address 
and we will mail you as many as you wish 
at 25c each. Agents Wanted everywhere. 
THE STEEL MANTLE LIGHT CO. 
310 Huron S tree t, Toledo, Ohio

THIS AD
Is Creating Business for YOU 

Prepare for a Big Demand
The advertisement reproduced above is running 

in a large list of select publications. I t  will cer
tainly send customers to your store. Are you 
prepared to supply them? If  not, order a stock of 
our burners a t once Accept no substitutes, the 
genuine is stamped “STEEL MANTLE, TOLEDO, 
OHIO.”

If  you are not handling these burners you are 
certainly missing a big thing. When shown to 
the people they will sell by the hundred. If  your 
jobber doesn’t  handle them, send us his name and 
we will make quotation direct to you.

Sample Burner mailed to your address, 25 
cents. _______

The Steel Mantle Light Co.
310 Huron St., Toledo, O.
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BANKRUPTCY MATTERS.

Proceedings in Western District of 
Michigan.

Nov. 19,—A voluntary petition was 
filed by Lois Gage, engaged in the 
bakery business at 615 Lyon St., 
Grand Rapids, and she was adjusted 
bankrupt by Referee Wicks, in the 
absence of the judge. An order was 
also made by the referee calling the 
first meeting of creditors to be held 
at his offi'ce on December 5th, 1912, 
for the purpose of electing a trustee, 
examining the bankrupt, proving 
claims, etc. The bankrupt’s schedules 
show the following assets:
Stock in trade ............................ $100.00
Fixtures .....................................  300.00
Household goods and wearing

apparel ...............................  25.00
The household goods and fixtures 

are claimed td be exempt 
The following creditors are sched

uled:
F. E.. Stroup, (secured by mort-

gage on fixtures) ..............$ 15.88
Worden Grocer Co.....................  25.00
Swift & Company .................... 16.60
Putnam Candy Co.....................  13.44
G. R. Stationery Co...................  15.71
Breen & Halladay .................. 21.08
Mueller Brothers, Chicago . . . .  10.00
Roy Baker ...................................  19.70
G. R. Grain & Milling Co. .. 71.80
H. Hamstra & Co.......................  5.43
VanWestenburgge & Erb . . . .  25.18
Wolverine Spice Co...................  31.53
H. J. Heinz Co......................... . 37.85
G. R. Butchers Supply Co. .. 5.18
C. Fitzpatrick ...........................  3.15
Wolverine Tea Co...................... 5.00
A. S. Levinson, Chicago ........ 2.93
Collins Ice Co............................... 5.36
National Biscuit Co..................... 2.35
Edward J. Killian ...................... 100.00
F. E. Stroup ...............................  6.05

$439.22
Nov. 20—In the matter of the Mon

tague Iron Works Company, bank
rupt,, of Montague, the first meeting 
of creditors was held, and James F. 
Knowlton, of Grand Rapids, elected 
trustee by creditors and his bond 
fixed at $10,000. M. B. Covell, of 
Whitehall, C. S. Clovers, of Mus
kegon, and James K. Flood, of Hart, 
were appointed appraisers. Geo. D. 
Mason, Secretary and Treasurer of 
the bankrupt, was sworn and exam
ined, and the first meeting was then 
adjourned, without day.

In the matter of Julius Vande Kop- 
ple, bankrupt, formerly merchant at 
Grand Rapids, the trustee, Mr. Wil
liam B. Holden, of Grand Rapids, 
filed his supplemental final report and 
vouchers showing compliance with 
the final order of distribution, and an 
order was entered closing the estate 
and discharging the trustee No 
cause to the contrary having been 
shown by creditors a certificate was 
made by the referee recommending 
that the bankrupt be granted a dis
charge.

Nov. 21—In the matter of G. W. 
Stevens & Son, bankrupt, formerly 
hardware merchants at Greenville, a 
special meeting of creditors was held. 
The first report and account of James 
Gracey, trustee, was considered and 
approved, and a first dividend of 10

per cent, declared and ordered paid 
to ordinary creditors.

Nov. 22—In the matter of Edward 
M. Andrews, bankrupt, of Clarksville, 
the inventory and report of apprais
ers was filed and shows the follow
ing assets; not including consign
ment goods:
Stock on h a n d ......................... $1,996.45
Cash received from book accts 269.86 
Book accts and notes on hand 1,044.34

$3,310.65
A general order for sale was made, 

authorizing the trustee to sell all the 
assets at public or private sale after 
giving ten days’ notice to all cred
itors.

Nov. 26—In the matter of Charles 
Emery, bankrupt, formerly merchant 
at Pellston, the trustee, Wm. J. Gil- 
lett, of Grand Rapids, filed his sup
plemental final report and vouchers 
showing compliance with the final 
order of distribution, and an order 
was made closing the estate and dis
charging the trustee. No cause to the 
contrary having been shown by cred
itors, a certificate recommending the 
bankrupt’s discharge was made by the 
referee.

In the matter of Roy W. Calkin, 
bankrupt, of Holland, the first meet
ing of creditors was held. It appear
ing from the bankrupt’s examination 
and schedules filed that there were 
no assets excepting exemptions, an 
order was made that no trustee be 
appointed. Unless further proceed
ings are desired by creditors the es
tate will probably be closed at the 
expiration of twenty days.

Honks From Auto City Council.
Lansing, Nov. 25—Yes, Brother 

Richter, if our Mr. Leonard has 
moved to Traverse City or within the 
jurisdiction of your Council, not a 
single member of Auto City Council 
would object to the transfer. We 
believe, however, that the request for 
transfer should originate with Broth
er Leonard.

Brother A. O. Bosworth has re
turned from his hunting trip in Dick
inson county, bringing home a fine 
large deer. A. O. usually gets what
ever he goes after, whether business, 
pleasure or a headache.

We are informed that Brother Lew
is Zacharias, a member of our Coun
cil, living at St. Johns, has just re
turned from his vacation, which he 
spent in the north woods. It is said 
that he secured the full limited num
ber. Brother Zacharias is some hunt
er, as well as salesman.

The twelve-year-old son of one of 
our counselors was recently sent to a 
certain hardware in our city for a 
certain article usually kept in stock 
by up-to-date stores in this line. The 
boy, fairly well dressed, and with his 
usual good manners, asked one of 
the salesmen for the article wanted 
and received the reply, “No! we 
haint got it, git out of here.” He 
lost no time in making his exit and 
made the purchase at another store, 
saying nothing to his parents of his 
unusual experience until asked to 
make another purchase at this par
ticular store. Both the boy and pro
prietor of this store are well known 
to the writer of this column, who will

give the names of either or both to 
those interested enough to enquire.

On page 25 of the Michigan Trades
man issued October 2, we read an ac
count of the annual banquet of Mar
quette Council, No. 186, which seems 
complete, but from information which 
has just found its way int othe Cap
itol City, we infer that practical jokes 
on the‘ visitors were carried much 
farther than reported. We are not 
criticising the jokes, but why swear 
into secrecy anything so rich, which 
in time is bound to leak out anyway.

Please allow us just one comment 
o nthe political situation. We believe 
there is no excuse for such late elec
tion returns except for political trick
ery. We hope the time is not far 
distant when those in charge of 
counting the ballots, like a jury on 
an important case, will not be al
lowed their liberty or daily papers 
until their work is complete and re
port made to the Secretary of State.

We notice some daily papers are 
commenting favorably upon the pos
sible selection of Brother James F. 
Hammell as member of the Railroad 
Commission. No doubt, Mr. Ferris 
will have something to say about it, 
but we can assure our Governor- 
elect that such an appointment would 
be eminently satisfactory to 5,0f)0 
Michigan traveling men, as well as a 
host of merchants throughout the 
State.

Home seemed very dear to us when 
we were quarantined out of it, and 
doubly so when the quarantine was 
raised just as it became necessary for 
the writer to stay in bed for ten

days. Aside from the pain, however, 
we have thoroughly enjoyed taking 
our meals in bed and listening to the 
gentle scoldings of a loving wife; en
gaging in air rifle practice with our 
two young Americans until mamma 
discovered that her best ironing 
board was being peppered and splint
ered with B. B.'s; counting the roses 
on the wall paper; wondering if the 
Executive Committee would O. K. 
our claims and how we would get rid 
of the doctor’s collector if they 
didn’t; assisting our youngest hope
ful with his arithmetic and covering 
each ear with a pillow as he pounded 
through his music lesson; reading all 
the daily papers and the Michigan 
Tradesman from cover to cover; eat
ing apples and throwing cores at the 
cat: admiring the beautiful flowers 
sent over by the U. C. T. and taking 
a snooze whenever we felt like it. 
Altogether it has been more or less 
pleasant as we have been home con
tinuously for a whole week or more, 
for the first time in eight long years.

H. D. Bullen.

The man who won’t sometimes make 
a sacrifice play doesn’t belong on the 
team.

Isn’t it queer that only sensible people 
ever agree with you?

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter 

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

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

Absolutely Pure
It always gives the greatest satisfaction 
to customers, and in the end yields the 
larger profit to the grocer.
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Movements of Merchants.
Park Lake—John Spike has engaged 

in general trade here.
Ishpeming—L. Getz will open a 

clothing store here about Jan. 1.
Lansing—J. Thalmier has opened a 

bakery at 529 East Michigan avenue.
Kingsley — Charles Weaver will 

shortly engage in the dry goods and 
shoe business.

Owosso—Miss May Smoyfield suc
ceeds Miss Mae Everett in the mil
linery business.

Saginaw—Charles A. Pierson has 
opened a jewelry store at 112 North 
Franklin street.

Detroit—The Delbert C. James Co. 
has increased its capital stock from 
$6,000 to $10,000.

Detroit—The Detroit Planting Co. 
has increased its capital stock from 
$1,000 to $50,000.

Grawn—D. W. Reynolds & Son 
have added a line of meats to their 
stock of groceries.

Harbor Springs—G. W. Melson has 
added a line of meats to his grocery 
and provision stock.

Falmouth—C. E. Bishop has engag
ed in the cigar, tobacco and confec
tionery business here.

Adrian — The Kennedy W'olstein 
Farm Co. has increased its capitaliza
tion from $10,000 to $20,000.

Rapid City—H. H. Crandall has sold 
his meat stock to B. O. Hager, who 
will continue the business.

Greenville—L. H. Christoffersen has 
engaged in the grocery business at 
1005 North Lafayette street.

Hillsdale—O’Meara & Sweeney are 
closing out their stock of clothing 
and will retire from business.

Owosso—Merrill Kerby and E. I. 
Rogers have formed a copartnership 
and engaged in the drug business.

Glenn—Alpha Leach has closed out 
his stock of groceries and will engage 
in a similar business in the west.

Kinney ville—H. K. Haynes has 
closed out his stock of general mer
chandise and retired from business.

Escanaba—Robert Norship, who 
conducts a meat market on Ludington 
street, lost his stock by fire November 
23.

Laporte—S. D. Shaffner has sold 
his store building and meat stock to 
Eugene Terrel, who will continue the 
business.

Lowell—Pottruff & Clark, grocers, 
have dissolved partnership, John C. 
Clark taking over the interest of his 
partner.

Saline—Charles Burkhardt, Presi- 
of Saline Savings Bank, died at his 
home last Thursday after a brief ill
ness. He was 76 years old, and had 
for years been prominently identified 
with the business life of the village.

Burr Oak—J. B. Kesslar & Son 
have succeeded to the business of B. 
E. Seaver, who conducted a hardware 
store here.

Sturgis—Burglars recently entered 
the clothing store of Rehn & Swin- 
hart and removed goo Is to the value 
of about $100.

Otsego—D. R. Reed has sold his 
dry goods stock to R. J. Power, trav
eling representative for Crowley 
Bros., of Detroit.

Marshall—Charles E. Culver, of 
Jonesville, has entered into partner
ship with B. W. Pinch, the firm name 
now being Pinch & Culver.

Caro—A new bank has been organ
ized under the style of the Peoples 
State Bank of Caro, with an author
ized capital stock of $40,000.

Whitehall—Mrs. Jennie Twins and 
Miss Nina Hansen have formed a 
partnership and opened a restaurant 
and confectionery store here.

Holland—A. C. Rinck, who has con
ducted a furniture store here for the 
past twenty years, has closed out his 
stock and retired from business.

Dorr—Weaver Bros, have purchas
ed the business which was formerly 
operated under the style of the Dorr 
Elevator Co. and will continue same.

Kalamazoo—A. H. Prehn has sold 
his stock of dry goods and notions 
to L. J. Stewart, who has taken pos
session and will continue the business.

Mendon—Mrs. W. M. Caldwell has 
engaged in business here under the 
style of the Ladies Shop, carrying a 
stock of fancy work, laces and per
fumes.

Benzonia—B. B. Spellman, of Cad
illac, has purchased the general stock 
of the Case Mercantile Co. and will 
continue the business at the same 
location.

Rockford—George A. Porter, re
cently of Greenville, has purchased 
the H. Miller & Son grocery and pro
vision stock and will continue the 
business.

Detroit—The Record Drug Co. has 
been organized with an authorized 
capitalization of $5,000, of which $2,900 
has been subscribed and $1,100 paid 
in in cash.

Adrian—W. B. Purdy and W. N. 
Ball, both of Milford, have formed 
a copartnership and purchased the W. 
J. LaFraugh bakery and will continue 
the business.

Pontiac—The Commercial Associa
tion has established a new department 
through which business men will be 
relieved from, dealing with fake solici
tors. Notices have been posted that 
solicitors will be given hearings only 
when they bear the proper credentials 
from the Commercial Association.

Petoskey—S. C. Newton has sold 
a half interest in his jewelry stock to 
Aaron Parker and the business will 
be continued under the style of New
ton & Parker.

Detroit—The Rulaw Cash Fruit & 
Grocery Store has engaged in busi
ness with an authorized capital stock 
of $1,000, of which $600 has been sub
scribed and paid in in cash.

Albion—Victor Morse has sold his 
stock of jewelry to William H. Foster, 
recently of Charlotte, who will con
tinue the business at the same location 
under the style of W. H. Foster & 
Co.

Ishpeming—Louis N. Toutloff has 
engaged in the drug business under 
the style of the Red Cross Store. 
Edward Whitaker, formerly connect
ed with the Tillson Drug Co., is man* 
ager.

Shepherd—C. I. Johnson has sold 
his interest in the Conley & Johnson 
stock of general merchandise to his 
partner, George Conley, who will con
tinue the business under his own 
name.

Flint—William A. Hicks, who con
ducted a grocery store at 612 East 
Ninth street, has sold his stock and 
fixtures to W. H. Switzer, recently 
of Mt. Pleasant, who will continue 
the business.

Kalamazoo — The Hoover-Bond  
Home Furnishing Co., which con
ducts a chain of stores throughout the 
country, has engaged in business here 
on East Main street, occupying three 
floors of the Desenberg block.

Ishpeming'—H. B. Silverman, who 
conducts a women’s clothing and fur
nishing store here, under the style of 
the Fashion Suit Co., has purchased 
the millinery stock of Miss Enright 
and consolidated it with his own.

Hillsdale—Frank L. Shiley, former
ly engaged in the drug business at 
St. Johns, has purchased the S. E. 
Parrish drug stock and will continue 
the business at the same location un
der the style of the South End Drug 
Store.

Lowell—Harm Rainier and Bert 
Hays have formed a copartnership un
der the style of Raimer & Hayes and 
engaged in the meat business. They 
have also taken over the stock of the 
Central Produce Co. and will con
tinue the business.

Muskegon—Peter J. Wierenga, who 
has conducted a meat market at 52 
Mason street for the past twenty-six 
years, has sold his interest in the 
stock of Wierenga & Cooper to his 
partner, Henry Cooper, who will con
tinue the business.

Springport—E. C. Comstock & Co., 
have engaged in business to purchase, 
sell and store all kinds of farm and 
garden produce, including seeds and 
fruits, with an authorized capital stock 
of $15,000, of which $10,000 has been 
subscribed and paid in in cash.

Kalamazoo—The first meeting of 
creditors of Clyde E. Walker, volun
tary bankrupt, who formerly conduct
ed a grocery and meat store at 735 
Portage street will be held on De
cember 11 before Referee Briggs. The 
liabilities of the bankrupt concern are 
$976.40 with assets valued $626.70 be
side $250 worth of household furni
ture.

Bay City—Rosenberg & Miller, 
dealers in hides, furs, wool, etc., have 
merged their business into a stock 
company under the style of Rosenberg 
& Hutton Bros., with an authorized 
capital stock of $5,000, all of which 
has been subscribed and paid in in 
cash.

Freeland—Barbarin & Beach, ele
vator operators, have merged their 
business into a stock company under 
the style of the Peoples Grain Co., 
with an authorized capital stock of 
$20,000, which has been subscribed, 
$8,000 being paid in in cash and $12,- 
000 in property.

Lansing—R. H. Kelley, who con
ducts a hardware store on South 
Washington avenue, has sold his 
stock to the Freeman Hardware Co., 
who will continue the business at the 
same location as a branch store under 
the management of Eugene Freeman, 
recently of Hastings.

Port Huron—The grocers and butch
ers of Port Huron are considering 
the advisability of inaugurating a co
operative plan of delivery. This sys
tem is at present in vogue in Battle 
Creek and the merchants of the food 
town have expressed themselves as 
pleased with its workings.

Alden—Hon. Daniel B. Oviatt, the 
Alden banker, was stricken with apo
plexy at Lansing while en route to 
visit a sister in New York, and died 
in a hospital there after a few hours’ 
illness. He was 65 years old, leaves 
a widow, one son and a daughter, and 
had lived in Alden for sixteen years. 
He also represented Antrim county 
in the Legislature for two terms, be
sides holding several county offices, 
and was well known in the northern 
part of the State.

Royal Oa.k—Fire which started in 
the Theodore Goodfellow bakery dam
aged the building, stock and equip
ment to the amount of about $6,000. 
Insurance, $3,000- Other merchants 
sustaining loss in the same fire are
D. W. Barnard, grocer, $3,000; insur
ance, $1,500; Palace meat market, 
$2,999; insurance $500; Mrs. J. Loch- 
biler, dry goods, $100; Smith & Blair, 
druggists, $500; Gillette & Heaveny, 
feed and produce dealers, $200; J. F. 
Codling, jeweler, $500.

Detroit—James W. Hehne, Deputy 
State Dairy and Food Commissioner, 
asked one of the assistants in the 
prosecuting attorney’s office Friday to 
file a complaint in police court against 
a Michigan avenue butter and egg 
company, charging violation of the 
pure food laws. Helme alleges he 
purchased oleomargarine for butter, 
and declares analysis by an expert 
showed it to be oleomargarine. Mr. 
Helme’s last sample was obtained at 
the store November 13, he says, when 
he left a receipt of the state dairy 
and food department for it.

Manufacturing Matters.
Hesperia—The Commercial Orchard 

Co. has engaged in the fruit canning 
business.

Detroit—The Detroit Lumber Co. 
has increased its capital stock from 
$150,000 to $300,000.

Detroit — The Morse - Beauregard 
Manufacturing Co. has increased its 
capital stock from $10,000 tp $100,000.
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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—Declined to $3.25 per 100 
lbs.

Beets—60c per bu.
Butter—Receipts of fresh continue 

to decrease in volume, and prices have 
continued to hold firm since recent 
advances. The market quotations are 
on about the same level as a year ago. 
The supply of fresh creamery extras 
is much too small to meet present 
requirements, which has caused buyers 
to turn their attention to other grades 
and firsts and seconds are much firmer 
than a short time ago. There is a 
heavier demand for cooler stocks and 
it is said by good authority that stocks 
in storage on January 1, will be much 
smaller than a year ago. Creamery 
extras are held at 33c in tubs and 
34c in prints. Local dealers pay 25c 
for No. 1 dairy grades and 20j4c for 
packing goods.

Cabbage—$1.50 per bbl.
Carrots—60c per bu.
Celery—$1 per box for home grown. 
Chestnuts—18c per lb. for Michigan 

sweets, and 17c for Ohios.
Cranberries—$9 per bbl. for Late 

Howes. The demand has not been 
very heavy on account of the warm 
weather of the past month or six 
weeks, but a little more activity is 
shown during the week on account 
of the nearness of Thanksgiving. It 
is possible that with colder weather 
there will be a great increase in con
sumption.

Eggs—The consumptive demand for 
new-laid eggs is very brisk and the 
market is but slightly supplied. Re
ceipts meet with ready sale at 2c 
above the price quoted a week ago. 
Receipts have been much larger for 
November than in 1911 and not a 
great deal of attention has been given 
to storage eggs as yet. The market, 
will, it is thought be affected by the 
weather from now on, and should it 
turn cold and stormy, prices are liable 
to advance rapidly. Local dealers 
pay 32c for strictly fresh, loss off. 

Egg Plant—$1.50 per doz.
Grape Fruit—$4.25 per crate for all 

sizes of Florida fruit.
Grapes—California Tokey $2 per 

crate of 40 lbs. Malaga, $4@5.25 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—Home grown hot house 
head, 15c per lb.; hot house leaf, 10c 
per lb.

Onions—Spanish are in fair demand 
at $1.40 per crate; home grown com

mand 40@50c per bu. Country buyers 
are paying 28@30c.

Oranges—Navel, $4@4.25; Florida,
$3 for small and $3.50 for good size.

Poultry—Local dealers pay 10c for 
springs and fowls; 6c for old roosters;
8c for geese; 10c for ducks; 13c for 
turkeys. These prices are for live- 
weight. Dressed are 2c higher. The 
market on turkeys in New York is 
demoralized, owing to the enormous 
receipts.

Potatoes—Country buyers are pay
ing 35@40c at outside buying points. 
Local dealers quote 45@50c in small 
lots.

Quinces—$1.75 per bu.
Squash—$1.50 per bbl. for Hubbard. 
Sweet Potatoes—Kiln dried Jerseys, 

$5 per bbl.; Delewares in bushel ham
pers, $1.50.

Veal—6@10k£c according to the 
quality.

Edward Miller, Jr., the leading re
tail merchant at Evansville, Indiana, 
who has been a contributor to the 
Michigan Tradesman for the past half 
dozen years, has in compliance with 
many requests from his friends and 
admirers, made a compilation of his 
contributions and published them in 
book form under the name of Miller’s 
Business Philosophy. The price of 
the book is $1 and it need hardly be 
stated that Mr. Miller’s admirers will 
be delighted to be able to secure in 
compact form so complete a collec
tion of his contributions.

The Peninsular Tire & Rubber Co. 
has been incorporated with an author
ized capital stock of $1,000, all of 
which has been subscribed and paid 
in in cash. The stockholders and the 
number of shares held by each are: 
Wm. O. Hughart, Jr., 33 shares; Geo.
T. Kendal, 33 shares; Herbert B. Gil- 
lett, 33 shares and Thos. P. Bradfield,
1 share.

Loren D. Pierce, 289 Bridge street, 
has uttered a chattel mortgage for 
$600 covering his stock of cigars and 
tobacco to Meinert Ochsenbein.

A. H. Nabed has leased the store 
building at 819 South Division ave
nue and will occupy it with a shoe 
stock.

The mental attitude of the subscriber 
is of fully as much importance as his 
purchasing power.

Even a wisdom dispenser shouldn’t 
prolong the performance until people 
get weary.

Our most unforgiving enemy is the 
one who has done us the greatest in
jury.

The Grocery Market.
Sugar—Raws are not materially 

changed, and refined sugar is pre
cisely on last week’s basis. The de
mand is very fair. It looks as though 
quotations would remain low for some 
time. There may be slight advances, 
but it is hardly probable that the 
market will go very high.

Coffee—The consumptive demand 
for coffee is about normal for the 
time of year, but with the arrival 
of cold weather an increase is looked 
for by all roasters. Mild grades are 
unchanged and steady to firm, with 
fair demand. Mocha and Java are 
unchanged and quiet.

Canned Fruits—Jobbers are busy 
completing their future shipments 
and it is thought, that as soon as 
real winter sets in consumption will 
increase, as prices are much lower 
than in 1911.

Canned Vegetables — Tomatoes 
show no change and very light de
mand. Without doubt the fact that 
the market has maintained itself on 
a steady basis without any demand 
to speak of, shows the undertone is 
strong. No official figures covering 
the pack will be forthcoming until 
about January. There is not a great 
deal doing in corn. Prices are very 
low and it would seem that grocers 
who are looking for an article to sell 
as a leader, would find it in canned 
corn. There was a shortage in the 
pack of string beans during the past 
season and it is thought it will be 
felt later on. Peas are still very firm 
and opening prices for 1913 are still 
higher than in 1912.

Dried Fruits—Peaches are firmer 
on the coast, as are apricots, holders 
of both asking a higher price than a 
week ago, but in the East there is 
no change; both fruits can be bought 

■ on the same basis as a week ago. 
Raisins are stronger on the coast, • 
but unchanged in the East. The de
mand is good. Currants are un
changed and dull. Dates, figs and 
citron are wanted at ruling prices. 
Prunes are unchanged on last week’s 
basis, small and medium sizes being 
unchanged, but a heavy premium be
ing asked for large sizes. The de
mand for prunes is fair.

Syrups and Molasses—No change 
in either glucose or compound syrup. 
Business is light. Sugar syrup and 
molasses are both unchanged. Some 
new crop molasses reached Northern 
markets during the week, and ruled 
about the same as last year. It is 
only the fancy grades of new crop 
molasses which will rule higher than 
last year.

Spices—Cloves are a short crop 
this season, which has caused a firm 
market. All other varieties are firm
ly held and the demand is about 
normal for November.

Rice—Prices remain on a firm 
basis, both at primary points and in 
the local market.

Cheese—Prices are high and al
though there is a good fair demand, 
there is no doubt about the extremely 
high prices cutting down the con
sumption to some extent. Cheese 
men state that the future market will 
depend to a great extent on just how 
late in the season manufacturers can 
run.

Fish—The demand for mackerel is 
very light and prices are steady to 
firm, particularly on large Norways, 
which are scarce and strong. Cod, 
hake and haddock are strong and 
higher in the primary markets, al
though the warm weather has reduced 
the demand to a rather small volume. 
The demand for stock fish is increas
ing every year and wholesalers are 
looking for a heavy demand during 
the coming winter. Smoked fish of 
all kinds is meeting with good suc
cess from the retail trade and prices 
on some varieties are lower than in 
1911. Canned salmon is moving free
ly, said to be caused by the low prices 
of the present season. Domestic sar
dines are low and it is not likely 
prices will advance much as the 
carry-over was large in 1911.

Provisions—Smoked meats are firm 
and unchanged. Both pure and com
pound lard are in good consumptive 
demand at firm prices. Dried beef, 
barreled pork and canned meats are 
steady with only a fair consumptive 
demand.

Federation Meeting a Success.
D. D. Alton, the Fremont druggist, 

was in St. Louis last week, whither 
he went as the delegate of the Michi
gan State Pharmaceutical Association 
to the first annual convention of the 
National Federation of Retail Mer
chants. Mr. Alton was very much 
surprised and delighted to find so 
large a îepresentation of intelligent 
and progressive men. He said the 
papers were of a high character and 
that the debates on the papers and 
the other topics introduced by re
port, resolution and otherwise, were 
handled in a masterly manner by ex
perts in their respective lines. The 
entire list of officers and directors 
was re-elected, but the selection of 
the next place of meeting has not 
yet been decided upon. The Trades
man hopes to publish from time to 
time the papers that have a particular 
hearing on trade relations in the Mid
dle West and also sections of the 
discussions which would be of inter
est to the merchants in the territory 
in which the Tradesman circulates. 
On account of the space given to the 
Implement and Vehicle Dealers con
vention in this week’s issue, the 
Tradesman regrets that it is not able 
to devote more space to the St. Louis 
convention.

No Forests in China.
In China there are no forests. The 

great plain never had forests, being 
eitirely of delta formation, and the 
mountainous regions to the nor*-h and 
west were denuded of their trees cen
turies ago. The surface soil has been 
washed away, and to reforest it would 
involve uncertainty, much time, and 
great fortunes. A British corpora
tion has a concession for coal mining 
in the Kalping district, about eighty 
miles northeast of Tientsin, where the 
surface of the whole region is broken 
by hills 50 to 200 feet high, and ab
solutely bare of trees. The company, 
however, has begun the work of affor
estation, and already has 1,000,000 
young trees growing, chiefly acacia, 
and is preparing to establish a nurs
ery on a much larger scale.

mailto:4@5.25
mailto:4@4.25
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Working for a Reform of Our Cur
rency System.

A. D. Welton, former editor of the 
St. Louis Post-Dispatch, now of the 
National Citizen's League, addressed 
the Fountain street church Class in 
Applied Christianity Sunday and the 
Association of Commerce Committee 
of one hundred Monday on currency 
reform and the latter meeting was not
able for its large attendance of local 
bankers and bank directors. In his 
address Monday Mr. Welton said that 
the currency question had advanced 
from the bottom to the top of the 
questions now before the American 
people demanding attention, rivaling 
the tariff for first place. It is no 
credit to this country that the ques
tion was not settled thirty years ago, 
but we have been going on in the 
same old way, with recurring panics 
to disturb our own business affairs 
and those also of our foreign friends. 
When at intervals we have come to 
i realization that there was something 
.vrong we have chased after such false 
gods as greenbackism, free silverism 
ind populism, instead of taking the 
straight path of sanity. In the last 
five years, since the panic precipitated 
by the bankers in 1907, serious 
thought has been given to the matter 
of currency reform and the prospects 
are now encouraging that something 
will be done. An important factor 
in the educational work for reform 
that is being done is the National 
Citizens League, with branches in 
forty-four states and more than 10,000 
members. This League is publish
ing a monthly magazine, maintains a 
publicity bureau for the benefit of 
the newspapers, sends out speakers 
and publishes pamphlets—all intend
ed to reach the popular intelligence. 
Under the laws of '46, which with 
some modifications still obtain, the 
United States Treasury is independent 
of the banking system of the country, 
and the Government itself is respons
ible for some of the troubles which 
the business world suffers from. When 
the Government revenues exceed its 
expenditures a surplus piles up in the 
National Treasury and this at times 
reaches such enormous proportions 
that not enough money is left for 
business purposes and there is a 
financial stringency. The amount of 
money in this country is about three 
and a half billions of dollars, the 
amount of bank deposits is about four
teen billions and the commerce of the 
country reaches far up into the thous
ands of billions. The commerce of 
the country and the deposits in the 
banks all rest on the three and a half 
billion of actual cash and, when any
thing happens to disturb the balance,

there is trouble, as the country has 
repeatedly found out by experience. 
The banks are required by law to carry 
a cash reserve of from 15 to 25 per 
cent., but this reserve, so far as the 
needs of business are concerned, is 
something of joke. The minute the 
reserve is impaired the banker is sub
ject to penalties under the law. When 
money is needed to move the crops 
or for other purposes of business it 
is met not by drawing upon the re
serve but by calling loans and this 
may aggravate the trouble, instead of 
relieving it. What is needed is some 
system for the mobilization of re
serves and the rediscounting of secur
ities. With such a system it would 
be possible for the banks to secure 
funds when needed for purposes of 
business, without a sacrifice of assets. 
It would give elasticity to the curren
cy system and safety to the business 
world. The Aldrich plan had some 
good features and some that were 
not good; it was not enacted and per
haps this is just as well. The Aldrich 
plan has served a good purpose, how
ever, as furnishing a basis for discus
sion and out of this discussion should 
come a system that will meet the re
quirements of the business world 
and the needs of the people.

The Detroit banks are discussing 
the appointment of a clearing house 
examiner to exercise a supervision 
over the banks of that city. The 
central reserve cities, New York, St. 
Louis and Chicago have examiners 
who periodically go through the clear
ing house banks just as do the Na
tional and state bank examiners. Sev
eral of the reserve cities also have 
their examiners, including Philadel
phia, Cleveland, Cincinnati, Milwau
kee, Minneapolis, St. Paul, Kansas 
City, San Francisco and New Orleans. 
Now the bankers of Detroit, which 
is also a reserve city, think they ought 
to have an examiner of their own. 
The advantage of the clearing house 
examiner is that through him the 
banks are protected against overex
tension of credit, duplication of credit 
and similar dangers to which the 
banks are subject. The clearing house 
examiner, acquainted with local con
ditions and with access to state and 
National banks alike, would be greater 
protection to the banks than the pres
ent system of examination by state 
and National examiners. The matter 
of having a clearing house examiner 
in this city has been discussed at 
various times, but never very serious
ly. The need for such supervision in 
this city is not great because the 
banks through interlocking director
ates are pretty well protected already.

In the larger cities, however, where 
there are more banks, the situation 
is different and the need greater.

The recent meeting of the Invest
ment Bankers’ Association in New 
York was productive of much good in 
giving the bankers who make a spec
ialty of investment securities a better 
idea of their own needs. The Asso
ciation will work for uniform laws 
in the different states relating to the 
issuing of municipal bonds, uniformity 
in the methods of taxation of bonds 
and for wise regulations in the issuing 
of industrial, utility and other securi
ties. Another matter that will re
ceive attention is the ethics of dealing 
in securities. The bond house that 
sells bonds should protect them by 
showing a willingness to buy them
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back or find another purchaser when 
the holder wants to realize. Too of
ten bonds are put out that may be 
perfectly good, but which the holder 
cannot realize upon except at a sacri
fice. Setting such orphan issues afloat 
tends to injure the whole trade in 
bonds and make investors shy.

It is pretty certain that the next 
State Legislature will enact some sort 
of blue sky law against the issuing' 
or selling in the State of securities 
of questionable value. The State 
already protects investors to some ex
tent by the law which requires the 
sanction of the State Railroad Com
mission to securities issued by the 
public utility corporations, but there 
is no law now on the statute books to 
forbid the vending of securities issued 
by some corporation under the easy 
laws of Maine, Delaware, New Jersey 
or some other state. It will be to 
reach this latter class of securities 
that the new law will be aimed and 
any body familiar with conditions in 
the State will recognize the need. The 
lead in securing such legislation will 
probably come from Grand Rapids 
but other parts of the State will be 
heartily in accord with the movement. 
Governor-elect Ferris has already ex
pressed himself in favor of such legis
lation.

The very latest labor saving ma
chine for use in the banks is a cal
culating machine, and the Grand Rap
ids National City Bank is the first 
to install one. It is a development of 
the adding machine and is used in 
making up statements of accounts. 
The operator begins by indicating his 
balance brought forward, and then in 
different columns are given the de
posits and their dates and the checks 
drawn and their dates, and after each 
operation the exact status of the bal
ance is shown. The machine adds the 
deposits and subtracts the checks 
drawn and carries forward the bal
ance and there is no brain fag or 
broken nerves about it and no mis
takes. The machine not only sim
plifies the making of the monthly 
statements, but serves as a check on 
the book-keepers.

Special Features in the Grocery and 
Produce Market.

Special C orrespondence .
New York, Nov. 25—Spot coffee 

remains mighty quiet and only the 
barest necessities are considered when 
a buyer is ordering. He takes 
enough to keep his assortments from 
being badly broken, but, beyond this, 
he is simply waiting. The feeling, 
however, is one of confidence, and a 
brisker trade is looked for when the 
option market is not a “worriment.” 
Quotations are about as last noted, 
Santos 4s being quoted at 15 3-16c and 
Rio 7s at 15 5-16c. In store and afloat 
there are 2,446,301 bags, against 
2,225,404 bags at the same time last 
year. Milds are quiet, with quota
tions steady. Good Cucuta, 16J4@ 
16}4c.

Teas are firm, with a demand that 
seems to be growing in activity day 
by day. Especially is this true of 
Formosas. Orders are not individ
ually large, but they come quite fre

quently and there is a better feeling.
Granulated sugar is dull and mov

ing along at same quotations—4.90. No 
change of importance is looked for, 
although the turn of the year may 
see some more enquiry than prevails 
now.

Rice is well held and more activity 
was noted in the demand all the week. 
There is a tendency to a higher level 
of values, although it has not ma
terialized in advanced quotations as 
yet. Prime to choice domestic, 5¿4 
@5}4c.

Spices are steady. No one article 
is attracting much attention, but the 
line, as a whole, is in better condition 
than a month ago. No change has 
taken place in quotations and sup
plies are, apparently, large enough to 
meet all requirements.

A slight advance in molasses has 
checked trade and buyers are taking 
only sufficient to keep the wheels 
going round. It is thought that the 
supply of N. O. molasses will be rath
er light. Syrups are in light supply 
and unchanged.

With quiet demand for canned 
tomatoes in this part of the country 
and the closing of navigation, so that 
Western demand has been throttled, 
the position of this article is rather 
discouraging at the moment. The 
rate for standard threes is 82}4c f. o. 
b. Baltimore. Packers say that at 
this quotation the goods will not 
meet the test; but buyers say they 
can get the “all-right” article at this 
figure. Good corn is meeting with 
free sale, Southern being quoted at 
50@55c. N. Y. fancy stock is in light 
supply. Peas are steady, but buyers 
are not taking supplies much ahead 
of current needs. Beans are firm and 
other goods are in moderate enquiry.

Butter shows some advance and at 
the close creamery specials are quot
ed at 35c; firsts, 32@34c; held stock, 
32@33c; process, 27@28c; imitation 
creamery, 25c; factory, June, 24j4c.

Cheese is firm, with whole milk 
specials worth 17^4@ 18 c, a price 
probably higher than at any time 
since the Civil War. Skims, 14%@ 
1434c.

The supply of eggs other than near
by is large—too large for sustaining 
the prices which have lately prevailed 
and some decline has taken place. 
Best Western, 33@38c, although pos
sibly very choice selections will fetch 
more, say 40@41c; fresh-gathered 
firsts, 29@33c.

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

Am . G as & Elec. Co., Com. 86 90
Am. G as & E lec. Co., P fd. 46 48
Am. L ig h t & T ra c . Co., Com. 429% 432
Am. L ig h t & T ra c . Co., P fd . 108 110
Am . P ub lic  U tilitie s , Com. 68 69
Am. P ub lic  U tilitie s , P fd . 81 82%
Can. P u g e t Sound L br. 3% 3
C ities S’e rv ice  Co., Com. 113 114
C ities S erv ice Co., P fd . 88 90
C itizens’ T elephone 97 98
Com w ’th  P r . Ry. & L t. Com. 67% 68%
Com w ’th  P r . R y. & L t. P fd . 90 91%
D ennis S a lt & L br. Co. 95 100
Elec. B ond D eposit P fd . 78 80
F o u rth  N a tio n a l B ank 200 203
F u rn itu re  C ity  B rew in g  Co. 60 65
G lobe K n itt in g  W orks , Com. 115 117
Globe K n itt in g  W o rk s , P fd . 99 100
G. R. B rew ing  Co. 175
G. R. N a t’l C ity  B ank 180
G. R. S av ings  B ank 212 212%
H o llan d -S t. L ouis S u g a r Com. 8% 9
K e n t S ta te  B an k 266
M acey Co., Com. 200
L incoln  G as & Elec. Co. 38 40
M acey C om pany, P fd . 97 98
M ichigan S u g a r  Co., Com. 75 80
M ichigan S ta te  Tele. Co., P fd . 
N a tio n a l G rocer Co., P fd

100 101%
91 93

Old N a tio n a l B ank 208%
P acific  G as & E lec. Co., Com . 65 66

Pacific  G as & E lec. Co., !Pfd. 91 93
Peoples S av ings B ank 250
T en n essee  R y. L t. & P r ., Com. 23% 25%
T ennessee  R y. L t. & P r. , P fd . 77% 78%
U n ited  L ig h t & R ailw ay, Com. 79 81
U n ited  L t. & R y., 1st P fd . 84 85%
U nited  L t. & R y., 2nd P fd .,

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

(new ) 75 76
Bonds.

C h a ttan o o g a  G as Co. 1927 95 97
D enver G as & Elec. Co. 1940 95% 96%
F lin t G as Co. 1924 96 97%
G. R. E d ison  Co. 1916 98% 100
G. R. G as I .ig h t Co. 1915 100% 100%
G. R . R ailw ay  Co. 1916 100 101
K alam azoo  G as Co. 1920 95 100
S ag inaw  C ity  G as Co. 1916 99

•E x-d iv idend . 
N ovem ber 26, 1912.
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VEGETABLES BY WEIGHT.
George R. Holloway, one of the 

members elect of the Legislature 
from this city, has in mind the intro
duction of a bill at the coming session 
requiring the selling of vegetables by 
weight instead of by measure. It is 
questionable if such legislation will 
meet with wide popular endorsement 
if selling by weight is made compul
sory, because it will mean the upset
ting of the methods and traditions of 
generations. A very good idea—and 
one which would fall in with frequent 
usage, however—would be to estab
lish weight standards for the various 
commodities and leave to buyer and 
seller the choice of weight or meas
ure in making their deals. The pre
sent standards prescribe how many 
cubic inches shall be contained in a 
quart or a bushel, and why should not 
the law say how many pounds a bush
el shall weigh? In the business world 
weights are used far more frequently 
than measures, especially dealing in 
quantities. Except in a small way 
potatoes are measured entirely by 
weight, 60 pounds to the bushel. 
Grain is all measured by weight and 
more apples are bought by the hundred 
weight or ton than by measure. Cab
bage may be sold by the dozen or by 
the bushel, but in a wholesale way it 
is by the ton, and the same applies to 
sugar beets and squash. Onions are 
still measured by the bushel, but tur
nips and other root crops often go by 
weight, and to everybody’s satisfac
tion. In the matter of apples it would 
be difficult, perhaps, to establish a 
weight standard, because different 
varieties vary and whether the apples 
are large or small also makes a differ
ence, but in large deals this difficulty 
is avoided by making the hundred
weight the standard, ignoring the 
bushel entirely. Peaches are usually 
sold by the bushel or package and 
this method will, undoubtedly, pre
vail because peaches are so perishable 
that it is rarely they are handled in 
bulk and there is nothing to be gained 
by weighing them. The same is true 
of plums, cherries and the small fruits. 
Establishing weight standards for 
such crops as can be easily measured 
by weight might be desirable, but 
such legislation should be as a com
panion for the old bushel standard, 
instead of trying to supplant them en
tirely. A difficulty in the way of es
tablishing weight standards in apples

might be the Government regulations 
respecting interstate shipments. The 
Federal law, which goes into effect 
next summer, prescribes that a barrel 
shall contain 7,000 cubic inches, and 
the matter of weight is ignored. 
State regulations determining that a 
bushel of apples shall weigh so many 
pounds would not stand up against 
the Government requirement of cubic 
inches.

The matter of selling eggs by 
weight, instead of by the dozen, has 
received considerable attention in re
cent years and some dealers make use 
of this plan. There is little question 
but that it is the fairest way to sell 
eggs that could be devised, but its 
adoption should be by custom rather 
than b" legal enactment.

THE CHRISTMAS SPIRIT.
With the passing of Thanksgiving 

the Christmas spirit will begin to 
develop. It is up to the merchants 
to encourage this development in 
every way possible. The first step in 
this encouragement is to have the 
goods and then to display them. Show 
them in the windows, and show them 
early and attractively. Let people see 
them in the store. There is nothing 
like seeing things to make people 
want them. Start your publicity cam
paign without delay. Let people know 
that you are loaded, that yours is the 
place to get what they want, how 
they want it and when. One of the 
essentials of the Christmas season is 
cheerfulness, and of all months in the 
year December is the time for the 
smile that nothing will fade. It is 
the time to be accommodating, will
ing to serve, anxious to please, and 
the merchant who is in his manner 
and mood a personified Santa Claus 
will surely help make others Santa 
Clauses in fact. In the large cities 
the newspapers have already taken 
up the early shopping movement, and 
if this is good for the big city mer
chant, why is it not equally good for 
merchant in the smaller town? All 
the arguments are in favor of early 
shopping — convenience, satisfaction, 
first choice of fresh stock, welfare of 
the clerks, comfort of the shopper 
and there are other good reasons as 
well. In the big cities the papers 
are already keeping daily tab of the 
number of shopping days left, and 
why should not the town paper do 
the same? While encouraging the 
early shopping movement the mer
chant should arrange to hold goods 
for delivery until the day before 
Christmas or when wanted Be sure 
your system is right, that there may 
be no disappointments.

The Christmas season this year 
ought to be one of prosperity. It 
has been a good year on the farms 
and good in the cities. In spite of 
the high cost of living there is reason 
to believe the people have money to 
spend. The up-to-date merchant will 
lose no time getting into the game 
for his share of the surplus.

It is just as easy to think of a moun
tain as a hill when you turn your mind 
to it.

Spontaneity is the goose that lays the 
golden eggs.

AN UNEVENTFUL WINTER.
The last session of the present 

Congress will open next Monday. It 
will be the short session, to end with 
inauguration day next March. It 
ought to be a busy session, with 
many odds and ends to gather up and 
put into shape, but it is not likely to 
be a very eventful session in the 
matter of important new legislation. 
The recent election was very chasten
ing to the party in power and there 
will be many statesmen in both 
houses who will feel subdued and 
even suppressed, and this spirit will 
not invite to aggressive action in any 
direction. There may be some fire
works to indicate what the trium
phant Democracy will do when they 
come into their own in March next 
and the old line Republicans and the 
Progressives may have an occasional 
clash, but there should be nothing 
alarming in these demonstrations. The 
real business of the country will be
gin when President-elect Wilson en
ters upon his administration. He has 
indicated an intention to call a special 
session of Congress in April, with the 
tariff and currency legislation on the 
programme for special attenton, and 
then will be the time to watch out. 
Why the Democratic party insists 
that the tariff should be amended is 
not quite clear to the careful thinker. 
Mr. Wilson received 2,000,000 less 
votes than a popular majority—and 
the majority registered their votes 
in favor of a continuation of the pres
ent tariff policy. If this is a govern
ment of the people, Mr. Wilson is an 
usurper if he insists on overriding 
the will of the people by tampering 
with the tariff. It is, indeed, unfortu
nate that Mr. Wilson should go into 
office with the knowledge that he is 
a minority president—that he actual
ly received less votes than Mr. Bryan 
did four years ago, twelve years ago 
and sixteen years ago.

The winter in Washington will 
probably be not as gay as some in 
history. President Taft will not like
ly be in a joyous mood and his offi
cial family will have little disposi
tion to make merry. Many of the 
Congressmen and some of the Senat
ors will be in Washington to mark 
time until their exit from public life. 
There will be fear and trembling 
among the heads of departments and 
clerks, with serious thoughts as to 
the future instead of the cheerful 
carelessness which certainty induces. 
Of course, there will be many ex
pectant ones around the edges. An
ticipation often makes people good 
money spenders and gaiety in Wash
ington is largely based on the activity 
of the circulating medium, but all 
that anticipation may do will not re
move the cloud that hovers over offi
cial life.

SURE W E ARE THANKFUL.
We are thankful for what we have 

had, for what we have and for what 
we are going to have.

We are thankful for what we are 
and for what we are not.

If there is anything else to be 
thankful for, let us know what it is 
and we will be in on that, too.

Good crops, peace, a fair degree of 
prosperity, freedom from .pestilence,

flood and conflagrations, a climate 
that will average fair—these are the 
good old staples of Thanksgiving day, 
and we have them all. And why 
should we not be thankful and re
joice? Individually, we may think we 
see a fly in the ointment, but if we 
look closely and think rightly, we will 
find that the fly is in reality a very 
small fly—too small to be worth no
ticing in comparison with the world 
of good ointment all around it. Don’t 
use a microscope in looking at your 
troubles. It will be as disastrous to 
your enjoyment of life as to examine 
too closely the vinegar you use to 
give relish to the baked beans. Look 
at life in a big way and you cannot 
help being thankful. Take an inven
tory of what you have, and the man 
who cannot find something to be 
thankful for is, indeed, in hard luck. 
If it is a boil, you can be thankful 
that it is not a carbuncle.

You can be thankful that you are a 
good American citizen. Suppose you 
were a Russian, a Prussian or a Turk, 
or a Chink, a Jap or a Greaser? Just 
to be a plain, ordinance, everyday good 
American citizen with the privelege 
of saving your country every four 
years and throwing your Governor or 
Congressman out of office every other 
years and changing your municipal 
officers every spring and saying what 
you think at all times—isn’t this some
thing to be thankful for?

Yes, as we have said, we are thank
ful. If you have doubts just watch 
our dust when the turkey passes to
morrow. A little of the white meat, 
please, and also some of the dark.

The Legislature will convene Janu
ary 1 for the regular session. The 
new year is not so very far away— 
a matter of five weeks only—and it 
might be suggested that the legisla
tive committees of the various trade 
and business organizations should be 
getting their wants into proper form 
for the lawmakers to pass upon. The 
implement dealers, the grocers, the 
druggists, the hardware dealers, the 
retail clothing merchants and all the 
other lines of business which have 
organizations—now is the time for 
them to formulate their ideas and put 
them into shape. There is advantage 
in early introduction of bills and 
those who want new legislation en
acted or old legislation amended or 
repealed should be prepared not only 
with their bills, but with the argu
ments to back them up as soon as the 
Legislature meets. The various or- 
ganizaton also should be getting up 
their lines for keeping a close watch 
on legislation. It should not be for
gotten that, in matters of legislation, 
a defensive campaign against ' unde
sirable measures is often as neces
sary as an aggressive fight for what 
may be wanted, and from the opening 
of the session until the final adjourn
ment there should be no relaxation 
in the vigilance.

That little experiment of Columbus 
cost seven thousand dollars—it’s a good 
thing he had the nerve to try it.

The angels keep track of quality, and 
the boss of quantity. See that you 
please both.
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Michigan Implement and Vehicle Dealers.
Proceedings o f the N inth  Annual C onvention at

Saginaw.
T uesday  F orenoon Session.

P re s id e n t R eid : G entlem en, if you 
w ill com e to  o rd e r  p lease, w e w ill open 
ou r n in th  an n u a l conven tion  w ith  a  song. 
E ve ryone w ill have  to  help  s in g  in o rder 
to  fill th e  room  w ith  m usic. I  w ill 
a sk  you gen tlem en  to  com e up  fo rw ard . 
You a c t like—

R ev. M o n tanus: A s if  th e y  w ere  in  
chu rch .

P re s id e n t R eid : Yes, a s  if th e y  w ere  in 
chu rch—th e  p as to r  helped  m e ou t. P lea se  
com e fo rw ard  a n d  All th e  f ro n t s e a ts  
a n d  leave  room  fo r th e  la s t  com ers.

W hereupon  all jo ined  s in g in g  A m erica.
P re s id e n t: W e w ill be le ad  in  o u r 

open ing  p ra y e r  of th is  conven tion  by  th e  
R ev. E m il M on tanus, of S t. J o h n s ’ E p is 
copal chu rch .

Rev. M o n tanus: L e t u s p ray . All 
M igh ty  God, w ho h as  ap p o in ted  th e  s e a 
son fo r seed  tim e  a n d  h a rv es t, an d  w ith 
o u t w hom  no e n te rp r ise  can  com e to  a  
good end, look dow n upon th is  conven
tion  assem bled  in  T hy  p resence , d irec t 
u s  in  a ll o u r doings w ith  T hy  m ost 
g rac ious  fav o r a n d  fu r th e r  u s w ith  T hy  
con tin u a l help, th a t  in  all o u r w ork  
begun, con tinued  an d  ended  in  T hee, w e 
m ay  g oeth  by  T h y  holy  nam e. A m en.

P re s id e n t: W e w ill now  have  th e  a d 
d ress  of w elcom e by  M ayor S te w a rt, of 
Saginaw .

M ayor G eorge W . S te w a rt: In  th e  back  
of m y veh ic le  th is  m orn ing  w as  a  big 
ca rd . I t  said , “M ich igan  R e ta il V ehicle 
Im p lem en t an d  D ea le rs  A sso c ia tio n .” I t  
w as  to  jo g  m y  m em ory  th is  m orn ing , 
an d  th a t  is  w h y  I  am  here . A ny a s so 
c ia tion  o rgan ized  fo r th e  pu rpose  of b e t
te r in g  i t s  en v iro n m en ts, w h ich  h as  fo r 
i ts  pu rpose  try in g  to  in c rea se  efficiency 
o r serv ice  an d  n o t ad d in g  expense  to  
th e  w ork  shou ld  be  encouraged , bo th  
by th e  m a n u fa c tu re rs  an d  by  th e  people 
w hom  th e y  serve, an d  each  one of you 
shou ld  endeavo r to  m ak e  a n  a ssoc ia tion  
of th is  k in d  so m e th in g  la s tin g , because  
you can  n o t a t te n d  a  conven tion , a s  you 
a re  asso c ia ted  here, w ith o u t le a rn in g  
so m e th in g  to  ta k e  hom e w ith  you ; som e
th in g  th a t  w ill help you in  you r b u s i
ness. N o t a lone  th a t ,  b u t you m eet 
m en  w ith  w hom  you a re  g lad  to  a s s o 
c ia te , w ho leave  an  e v e rla s tin g  rem em 
b rance , an d  you w ill be g lad  th a t  you 
have  com e to  S ag in aw  an d  h av e  m et 
those  frien d s. I  see q u ite  a  n u m b e r of 
younger m en h e re  an d  I  ju s t  w ish  to  
say  th is : T h a t w hen  you a t te n d  a  con 
ven tion  I believe i t  is yo u r d u ty  to  a t 
te n d  th e  m eetings. T h e re  is  p le n ty  of 
tim e  a f te r  th e  m ee tin g s  to  p lay  and 
S ag inaw  ca n  fu rn ish  you a ll th e  en jo y 
m en t you w a n t a f te r  you a t te n d  the  
m eeting . I w ish  to  a s su re  you of th e  
h e a r ty  w elcom e of th e  c itiz en s  of S agi- 
naw . W e w ish  you to  en joy  yourselves. 
D on’t  w ork  too h a rd  in  y o u r lab o rs  here, 
b u t m ake ev e ry  effo rt to  m ake th is  an  
en joyab le  occasion  b ecau se  th e  im ple
m e n t d ea le rs  of S ag inaw  have  p u t fo rth  
ev e ry  effo rt, in  co n ju n c tio n  w ith  th e  
B oard  of T rad e , an d  c itizens, to  m ake 
th is  a n  en joyab le  occasion fo r you. W e 
w a n t you to  accep t it, so th a t  w hen  you 
go aw ay  you w ill n o t be five y e a rs  ag a in  
in  re tu rn in g . I  w elcom e you to  th e  
c ity  of Saginaw .

P re s id e n t: In  th e  ab sen ce  of o u r V ice- 
P re s id en t, w ho is d e ta in ed , I  w ill call 
upon th e  S ec re ta ry  to  respond  to  th is  
fine ad d re ss  of w elcom e.

S ec re ta ry  W itb eck : A s you see, th is  
is  a ll com ing  up  in  a  m om en t an d  a s  a  
s p eak e r  I a m  ra th e r  L. T. D. A fte r 
h e a rin g  th e  ad d re ss  of w elcom e by  th e  
M ayor. I  don’t  know  w h a t to  say  only 
th a t  w e rem em b er five y e a rs  ago  S ag i
n a w ’s w elcom e w as th e  g re a te s t  we 
h ad  ev e r had , a n d  I th in k  th a t  to -d a y  
th e y  a re  go ing  to  do a  li ttle  b it b e t te r  
in  th e  w elcom e line  th a n  th e y  ev e r e x 
ten d ed  to  th e  d ea le rs  of M ichigan. In 
beh a lf of th e  d ea le rs  Of M ichigan w ho 
a re  o rgan ized  fo r th e  pu rpose  of b e t te r 
in g  th e ir  cond ition  p e rm it m e to  say  
th a t  th e  im p lem en t d ea le rs  have  been 
looked upon a s  th e  low est a n d  b o tto m es t 
c lass  of m e rc h a n ts  th e re  a re . Perhaps- 
th e  reason  fo r th a t  is  th a t  th e y  sell 
im p lem en ts. T h ey  a re  only  d ea le rs  and  
th a t  m ean s  on ly  tra d e rs . W e class 
h o rse  tr a d e r s  in  one class, by them selves, 
a n d  som e th in k  th a t  w e com e nex t. I 
w a n t to  show  you, b e fo re  th is  conven 
tion  is  over, th a t  w e keep  th e  fac to ry  
w heels go ing—th a t  w e keep  th e  tr a v e l
e rs  fed  w ith  o rders . T hey  fu rn ish  th e  
m eans fo r th e  f a rm e r  to  in c rea se  h is  
crop  b y  b e t te r  tilla g e  im p lem en ts , th ey  
fu rn ish  th e  b a n k e r  w ith  paper, on w hich 
he  ta k e s  th e  in te re s t  an d  a  li ttle  of th e  
p rin c ip a l som etim es; an d  to -d a y  th e  im 
p le m en t d ea le r  is do ing  m ore  business  
in  com parison  a n d  do ing  m ore good in  
com parison  th a n  an y  o th e r  one line  ol 
m e rch an ts . I  w ill p rove  i t  to  you before 
th e  conven tion  is  over. H e  fu rn ish es  
th e  m a ch in e ry  to  in c rea se  th e  f a rm e rs ’ 
crops. You h av e  h e a rd  of th e  ra ilro ad s  
n o t b e ing  ab le  to  g e t  c a rs  to  c a rry  th e  
eno rm ous crops w e h av e  th is  year. 
W ho  is beh ind  i t  a ll?  T he  dea ler, fo r 
he  fu rn ish es  th e  m a ch in ery  to  th e  f a rm 
e r  w ho is  n o t ab le  to  g e t help  o th e rw ise  
to  p roduce  th o se  enorm ous crops. W e 
com e hero  to  ed u c a te  pprselves, one w ith

th e  o th e r, a n d  in  th is  conven tion  w e a re  
going  to  have  th e  u n ited  effo rts  of th e  
tra v e lin g  m en to  help  th e  dea le r. W e 
a re  go ing  to  m ak e  th is  a  school of in 
s tru c tio n  fo r th e  dea le r, so th a t  he  can  
m ake h im se lf a  la rg e r  b u s in ess  m an, a  
b e t te r  sa le sm an , a  b e t te r  co st keeper 
an d  a  b e t te r  m an  a ll a ro u n d . W e a re  
go ing  to  h av e  th e  co -o p era tio n  of th e  
m a n u fac tu re rs . T h is  is th e  bunch  of 
m en we h av e  b ro u g h t to  y o u r c ity . T hey  
a re  ca lled  “d ea le rs .”  T h e y  should  be 
called p ro g ress iv e  m e rc h a n ts  a n d  w ill be 
in  th e  y e a rs  to  com e. R em em ber, we 
a re  h e re  a s  dea le rs  an d  w e c re a te  p ro s 
p e rity  in  th e  co u n try  by  help ing  th e  
fa rm e r  to  ra ise  b e t te r  crops an d  keep 
th e  w heels going. A s such  w e accep t 
your w elcom e an d  y o u r h o sp ita lity  and  
w e believe th a t  befo re  w e go aw ay  we 
w ill have  no reg re t, a n y  of us, in  com ing 
here.

T he  P re s id e n t: H o w ard  Seeley w as 
schedu led  fo r th e  ad d re ss  on beh a lf of 
th e  tra v e le rs , In resp o n se  to  th e  a d 
d ress  of w elcom e, b u t I  n o tice  he  is 
n o t p re sen t, a n d  so w ill call upon S. K. 
M iller to  respond  on beh a lf of th e  t r a v 
elers. I  w ish to  say  to  th e  M ayor th a t  
w e have  w ith  u s  th e  tra v e lin g  m en 
rep re se n tin g  th e  lines of goods th e  d e a l
e rs  han d le  an d  th a t  th e y  a re  am ong  our 
m ost honored  an d  p rog ress ive  tra v e lin g  
m en of th e  S ta te .

M r. M iller: I  d id  n o t know  a b o u t th is , 
so I w ill h av e  to  be  excused . I am  a  
li ttle  b it too young  in  th e  gam e. I  th in k  
w e had  b e t te r  h av e  som e of th e  o lder 
tra v e le rs  w ho h av e  been  in  th e  gam e 
longer th a n  I  h ave . I  w ould h a te  to  see 
th e  b u sin ess  fa ll dow n o r a n y th in g  like 
th a t .  You g av e  u s a  good li t t le  speech, 
an d  th e  M ayor did, so w e w a n t ou r in 
n ing . I  w ill leave  i t  to  B ro th e r  R eid to  
fu rn ish  som ebody else.

W hereupon  th e  P re s id e n t ca lled  upon 
M artin  O’Connor.

M artin  O’C onnor: T h is  is  ta k in g  a d 
v a n ta g e  of a  m an . I w a n t to  sh ak e  
han d s  w ith  th e  M ayor firs t. (S hak ing  
h an d s  w ith  th e  M ayor). I f  I  could speak  
now  a s  I do a t  2 o’clock in  th e  m o rn 
in g  som etim es, I  th in k  I  w ould be good 
a t  it. I  am  a  v ery  poo r speech  m aker. 
I don’t  know  w hy  th e y  should  call upon 
m e w ith o u t a n y  p re p a ra tio n . I  o u g h t to  
have  ab o u t tw o  or th re e  w eeks. H o w 
ever, I  know  th is , th a t  th e  tra v e lin g  
m en a re  a lw a y s  v ery  g lad  to  m eet th e  
dea lers. I t  is  a  f a c t th a t  th is  is not 
so m uch a  d ea le rs ’ m e e tin g  a s  it is a  
tra v e lin g  m a n ’s  associa tion . I th in k  
som etim es th e re  a re  m ore tra v e lin g  men 
h e re  th a n  dea lers . H ow ever, th e  d e a l
e rs  a re  h e re  to -d a y  and  w e a re  h e re  
w ith  you an d  w e a re  g lad  to  be here. 
W e w ill t r y  to  do o u r p a r t  th e  b e s t we 
can.

P re s id e n t: W e h av e  tr ied  to  a rra n g e  
th is  conven tion  a long  so m ew h at d iffe ren t 
lin es  th a n  conven tions  fo r th e  la s t  n ine 
yea rs . W e w a n t th e  tra v e lin g  m en to  
feel th is  is th e ir  conven tion , a s  m uch 
as  it is th e  d ea le rs ’ convention , because 
w e believe th a t ,  w o rk in g  to g e th e r, w e 
can  accom plish  considerab le  m ore to  our 
a d v a n tag e . So w e w a n t to  a sk  th e  
tra v e lin g  m an  to  com e to  all th e  se s 
sions, excep t one session  to -m o rro w  
m orn ing , w hich  is fo r th e  d ea le rs  alone. 
H ere to fo re  w e h av e  h a d  a  n u m b e r of 
closed sessions. T h a t  m ade th e  tr a v e l
ing  m en r a th e r  lonesom e. I t  m ay  be 
w e w ill ta k e  ac tio n  so th a t  h e re a f te r  
w e w ill h av e  no closed sessions. I don’t 
believe th e re  is  a n y th in g  ab o u t o u r b u s i
ness  th a t  is s e c re t o r needs to  be k ep t 
sec re t. I  am  su re , so  f a r  a s  I  a m  con 
cerned, th a t  we should  be in  fav o r of 
th e  tra v e lin g  m en  being  p re s e n t a t  all 
of th e  m eetings. I f  you h ad  a  d ea le r 
alone you could ta lk  b o th  h is  a rm s  off 
in less th a n  a n y  tim e . I t  seem s s tra n g e  
you c a n ’t  ta lk  to  th e  b unch  of us. You 
m u st be a fra id  of u s  w hen  w e g e t to 
ge th er. T he  tim e  h a s  changed  so th e re  
a re  n o t so m a n y  se c re t ag ree m en ts . W e 
hope th a t  you w ill a ll be p re s e n t a t  th e  
m eetings  an d  ta k e  p a r t  a n d  be p re sen t 
p ro m p tly  on tim e . N ow , I  w ish  to  call 
yo u r a t te n t io n  to  th e  com m ittees . T hese 
co m m ittees  a re  n o t ap p o in ted  sim p ly  as  
figure h eads. W e ex p ec t ev e ry  m em ber 
on th e  co m m ittees  to  w ork  a long  th e  
m a tte r s  th a t  p e r ta in  to  th e  v ario u s  com 
m ittees .

W hereupon  th e  P re s id e n t read  th e  
l is t of co m m ittees  and  th e  conven tion  
took a  rece ss  u n ti l 2 o’clock p. m.

T u esd ay  A fternoon  Session.
M eeting  opened by s in g in g  A m erica.
P re s id e n t: C ustom  h as  m ade i t  im 

p e ra tiv e  upon m e a s  P re s id e n t to  de liver 
an  an n u a l ad d ress , an d  a s  I  am  n o t a  
public sp eak er, I  h av e  w r itte n  dow n a  
few  th o u g h ts  a s  th e y  h av e  occu rred  to  
m e to  g ive  to  you th is  a fte rn o o n :

W e have  assem b led  in  th is , ou r n in th  
a n n u a l conven tion , a n d  fo r th e  second 
tim e  in  th is  p ro g ress iv e  c ity  of Saginaw , 
fo r th e  pu rp o se  of m a k in g  u s  b e t te r  
b u s in ess  m en.

T hose w ho w ere  h e re  five y e a rs  ago 
w ill rem em b er th e  fine recep tio n  and  
e n te r ta in m e n t g iven  u s  a t  th a t  tim e  and  
w e a re  a n t ic ip a tin g  as  good if n o t a  b e t
te r  tim e  now.

I t r u s t  th a t  w e h av e  a ll com e h e re

to  le a rn  how  to  do o u r b usiness  b e t te r  
an d  n o t fo r th e  pu rpose  of d o ing  b u s i
ness. W e h av e  freq u en tly  asked  th e  
tra v e le rs  and  m em bers, how  w e could 
im prove o u r co nven tions  a n d  n ea rly  all 
h av e  sa id  th a t  if  th e  dea lers , th e  t r a v 
elers  an d  th e  m a n u fa c tu re rs  w ho a t te n d  
o u r conven tions  w ould a ll com e fo r th e  
purpose  of fr ie n d ly  exchange  of ideas 
and  fo r th e  pu rpose  of he lp ing  each  o th e r 
to  so lve th e  p rob lem s a n d  overcom e th e  
obstac les in  th e  r e ta il  im p lem en t and  
vehicle  b u sin ess  in  th is  S ta te  an d  fo r 
th e  cu ltiv a tio n  of m ore  frien d ly  re la 
tio n s  betw een  th e  d ea le rs  an d  betw een  
th e  tra v e lin g  m en an d  m a n u fa c tu re rs  an d  
dea lers , an d  n o t fo r th e  purpose  of t a k 
in g  o rd ers  o r  se lling  goods, i t  w ould 
be a  g re a t s te p  in  adv an ce , a n d  I  hope 
w e w ill a ll t r y  to  c a rry  o u t th is  idea 
an d  see if i t  does n o t re s u lt  in  a  g re a t 
im provem en t. I  t r u s t  you w ill a ll a t te n d  
all th e  sessio n s  an d  be  p ro m p t in  doing  
so.

I  w ish  I  h ad  th e  pow er a n d  ab ility  
to  show  you th e  p ec u lia r  a d v a n ta g e s  th a t  
th e  re ta il im p lem en t d ea le rs  h av e  in 
develop ing  th e ir  b u sin ess  in  i ts  com 
m ercia l re la tio n s  w ith  th e  fa rm e rs  an d  
m a n u fac tu re rs , w ho a re  th e  tw o  g r e a t 
e s t fo rces in  th e  deve lopm ent of our 
coun try . W e s ta n d  be tw een  th e m  and  
a re  th e  logical an d  only  m eans of d e 
veloping  bo th . W e  a re  th e  link  u n itin g  
th e m  an d  shou ld  cu ltiv a te  th e  a c q u a in t
ance  an d  counsel of each  of them . M ore 
th a n  a n y  o th e r  c lass  of b u sin ess  m en, 
we a re  c lose r to  b o th  an d  u n d e rs ta n d  
each  of th e m  b e t te r  th a n  o th e r  business  
m en an d  shou ld  supp ly  in fo rm ation  to  
each  an d  d ire c t in  th e  im p ro v in g  of both.

C om pared  w ith  o th e r  lines  of r e ta i l 
ers , w e a re  th e  f irs t ones to  be a f 
fec ted  by  a n y  ch an g es  fo r b e t te r  or 
w orse am ong  b o th  th e  fa rm e rs  an d  th e  
m a n u fac tu re rs .

T h e re  is no c la ss  of re ta il  m e rch an ts  
w e know  of w here  th e  p e rce n tag e  of 
th o se  w ho go ou t of b usiness  fo r v a r i
ous cau ses  each  y e a r  is so g re a t a s  in 
th e  re ta il im p lem en t a n d  veh icle  b u s i
ness. W e all know  som e of .the vario u s  
rea so n s  w hy  th is  is so, b u t, no doubt, 
th e  ch ief reason  is  th a t  th e y  hav e  failed  
to  m ake m oney. W e do n o t believe th e re  
is a n y  o th e r  c lass  of re ta il  m e rch an ts  
w here  th e  d ea le rs  h a n g  on so  long an d  
tenac iously  a f te r  th e y  find th e y  a re  not 
m a k in g  m oney. I t  som etim es seem s as  
th ough  th e  m a n u fa c tu re rs  w ere  w illing  
to  ta k e  enorm ous r is k s  in  o rd er to  m a r
k e t th e ir  goods o r hold th e ir  tra d e  in 
c e rta in  localities, an d  y e t th e re  is no 
good reason  w hy  th e  m an  se lling  a g r i
cu ltu ra l im p lem en ts  an d  veh ic les should  
no t m ake a  reasonab le  am o u n t of m oney 
above th e  expense  of do ing  business.

W e h av e  only  to  s tu d y  th e  m ethods 
and  b u sin ess  h is to ry  of th o se  w ho hav e  
succeeded an d  we w ill le a rn  how  to  do 
b e tte r , fo r su re ly  th e  m en w ho h av e  been 
o v er th e  road  successfu lly  know  i t  and  
can  help those  w ho a re  s ta r t in g  o r m a k 
ing  m is tak es , a n d  if  each  one w ill only 
keep in m ind th e  ob jec ts  of th is  m e e t
ing, we a re  su re  w e w ill all go hom e 
from  th is  conven tion  fee ling  th a t  i t  h a s  
been good a n d  p ro fitab le  fo r u s to  be 
here.

W e h av e  ask ed  a  n u m b e r of th e  older 
an d  m ore successfu l tra v e le rs  in  th is  
S ta te  w h a t k ind  of business  th e y  would 
go in to  if th e y  w ere  yo u n g er o r w ith o u t 
a  job  an d  n ea rly  all of th e m  say : “T he 
re ta il in g  of im p lem en ts  and  veh ic les.”

T he  w o rk  of o u r A ssocia tion  fo r th e  
p a s t y e a r  w ill be  given  to  you in  deta il 
by  ou r S ecre ta ry , a n d  i t  is fo r th is  con 
ven tion  to  ta k e  such  ac tio n  fo r th e  fu 
tu re  a s  in  y o u r ju d g m en t w ill re su lt in 
im prov ing  th e  A ssocia tion  and, th ro u g h  
it, th e  re ta il im p lem en t an d  vehicle 
tr a d e  in  M ichigan.

O ur A ssocia tion  h a s  been v e ry  su c 
cessfu l from  th e  s ta r t  n ine  y e a rs  ago 
an d  h a s  had  th e  loyal su p p o rt of its  
m em bers, i ts  h o n o ra ry  m em bers  a n d  th e  
m a n u fac tu re rs .

W e have  tr ied  o u t a  n u m b e r of p lans  
th a t  o th e r  asso c ia tio n s  hav e  no t and  
have  found tn e ir  w o rth  o r  o th e rw ise  to  
m em bers  an d  th e  A ssociation , an d  b e 
lieve th e re  is  no o rg an iza tio n  of business 
m en w ho have  been  an d  a re  to -d a y  g iv 
in g  th e ir  m em bers  m ore fo r th e  m oney 
th a n  we are .

I t  is only th e  m en w ho do n o t stop  
to  th in k  w ho ask , “W h a t  Is th e  good of 
such  an  a sso c ia tio n ? ” W e a re  su re  th a t  
no th o u g h tfu l m a n u fac tu re r , tra v e le r  or

dea ler, w ho h a s  been  a t  a ll fam ilia r  
w ith  th e  tra d e  cond itions  in  th is  -S ta te  
since th is  o rg an iza tio n  w as  fram ed , w ill 
n o t a d m it th a t  th e  im p ro v em en ts  in  th e  
m ethods of d o ing  b usiness  a n d  th e  con
d itions  s u rro u n d in g  th e  b usiness  a re  due, 
in  a  g re a t m easu re , to  th e  w ork  o f o u r 
A ssociation ,’ an d  y e t th e re  is  p le n ty  fo r 
i t  to  do in  th e  fu tu re . I t  seem s to  m e 
th a t  w e ca n  accom plish  m ore a t  th is  
conven tion  b y  g iv ing  m ore co n side ra tion  
to  th e  d e ta ils  of th e  fo u r  d e p a rtm e n ts  
of o u r business, a s  follow s:

1. B uying. C onsider th e  needs of th e  
locality ; how  w ell supp lied ; how  m any  
lines of each  v a r ie ty ; ch a n g in g  seasons; 
la rg e  o r  sm all s to ck ; re la tio n  of ca p ita l 
to  stock .

2. In  selling, th e  q uestion  of c a n 
vassing , ad v e rtis in g , one p rice, d isp lay 
ing  goods, keep ing  s to re  clean , te rm s  of 
s e tt le m e n t unders tood  by  b u y e r an d  
seller, tra d in g , dealing , th e  p rice  an d  
serv ice.

3. In  co llecting , send ing  s ta te m e n ts , 
ea rly  collections, changes  in  crops out 
of w hich  p a y m en ts  a re  u su a lly  m ade, 
p ro m p tn ess, m a k in g  n o ta tio n s  on no tes  
and  acco u n ts  or by c a rd  sy stem , e x p e c t
in g  p rom ise s  to  be kep t, firm ness, sy m 
p a th y  a n d  in te re s t.

4. In  th e  d e p a rtm e n t of pay ing , cash  
d iscoun ts, a  d isco u n t book o r m e m o ran 
dum , in su rance , sim ple book-keeping .

W e all know  th e re  a re  tw o  w ays to  
in c rease  o u r pro fits. One is by  in c re a s 
ing  th e  am o u n t of b usiness  w ith o u t in 
c rea s in g  th e  expense  a n d  th e  o th e r  is  
to do th e  sam e am o u n t o f b u sin ess  and  
d ec rease  th e  expense.

T h e re  a re  th re e  questio n s  I  w ould like 
to  have  you consider in  y o u r re la tio n  to  
you r busin ess :

H ow  m uch a re  you w o rth  to  yo u r b u s i
ness?

H ow  m uch do you e a rn  y o u r b usiness?
H ow  m uch  do you g e t from  yo u r b u s i

ness?
W e believe th e  r ig h ts  of th e  re ta il 

im p lem en t d ea le rs  a re  b e t te r  unders tood

Established in 1873

BEST EQUIPPED FIRM IN THE STATE

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

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

18 Pearl S treet G rand Rapids, Mich.

Chase Motor Wagons

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

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

T D  \  f r  Your Delayed 
1  I V A \ J E  Freight Easily

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

Grand Rapids, Mich.

S U N B E A M  T A N K  H E A T E R S
Feed Cutters, Fur Coats, Sleigh Bells

YOUMr. Implement and Hardware man. will find the above live 
sellers right now. We have other winter winners, backed by the 
Sunbeam advertising and guarantee—why not get acquainted?

WHICH CATALOGUE SHALL WE SEND? Implement. Clothing. 
Harness. Collars. Trunk, Bags. Blankets.

Brown & Sehler Co.
Home of Sunbeam Goods Grand Rapids, Mich. iUSUNBEAM Í^
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an d  m ore resp ec ted  b y  th e  m a n u fa c tu re rs  
a s  w ell a s  th e  fa rm e rs  th a n  ev e r b e 
fore. T h is  is  due  e n tire ly  to  o u r A s
so cia tion ’s  pow er a n d  influence.

A frien d  of m ine  w ho h a s  been  in  th e  
im p lem en t an d  v eh ic le  b usiness  in  th is  
S ta te  fo r n ea rly  fo r ty  y e a rs  an d  h as  had  
experience  in  ev e ry  d e p a rtm e n t of th e  
veh icle  an d  im p lem en t tra d e  excep t th a t  
of m a n u fac tu re r , h av in g  been sh ipp ing  
clerk , co rresponden t, book-keeper, c a n 
v asse r, collector, sa le s  m an ag er, genera l 
m a n ag e r  an d  jo b b e r a n d  also  a  re ta il 
d ea ler, te lls  m e th a t  he h as  m ade g r e a t 
e r  p ro g ress  since  m ee tin g  w ith  th e  
d ea le rs  of th is  S ta te  in  ou r an n u a l 
conven tions fo r th e  p a s t e ig h t y e a rs  th a n  
in  all of th e  p rev ious yea rs .

Seven y e a rs  ago, a f t e r  a t te n d in g  th e  
conven tion , he  d e te rm in ed  to  know  w h at 
i t  w as  co stin g  h im  to  convass a n d  c a rry  
on tra d e s  as  he  h ad  been doing. So he 
k e p t a n  ex a c t a c co u n t of th e  cost of 
each  of th e se  an d  found th a t  each  w as 
losing  h im  m oney. So he cu t th e m  out. 
and  d e te rm in ed  to  g e t upon a  cash  
b as is  of do ing  b usiness , h av in g  only one 
p rice  a n d  th a t  th e  ca sh  p rice  on all h is  
goods an d  req u irin g  in te re s t  b ea rin g  
n o te s  w here  h is  cu s to m ers  w an ted  a n y  
tim e.

I t  requ ired  a  g re a t dea l of cou rage  and  
d e te rm in a tio n , especia lly  in  th e  tra in in g  
of h is  m en, w ho h ad  been accustom ed  
to  th e  old m a n n e r of do ing  business, 
a n d  m ore  especia lly  w ith  h is  cu stom ers , 
b u t  a t  th e  end  of th e  y e a r  he  found he 
h ad  reduced  th e  b u s in ess  from  fifty  to  
fo rty -fiv e  th o u san d  do llars , an d  had  r e 
duced th e  expense  of do ing  business 
from  22 to  13 p e r  cen t, an d  th e  ca sh  b u s i
ness  h a s  s tea d ily  in c reased  in  p ro p o r
tion  to  th e  ch a rg ed  business , un til now 
i t  is  m ore th a n  th e  c re d it p a r t  of th e  
business.

T h is  sam e frie n d  h a s  changed  p a r tn e rs  
five tim es  d u rin g  th is  period , a n d  in 
c lean in g  up  th e  old b usiness  h a s  in v a r i
ab ly  found th a t  33% p e r  cen t, of th e  
ac co u n ts  and  n o te s  w ould be p rom p tly  
paid  w hen  due, a n o th e r  th ird  w ould cost 
a s  m uch to  collect a s  i t  w as  w o rth , and  
th e  o th e r  th ird  w ould hav e  cost m ore if 
h e  h ad  n o t con tinued  tn  th e  business  
a n d  k ep t an  a c c u ra te  acco u n t of the  
co st of collecting.

In  o u r  business , a s  w ell a s  in  m any  
o th e r  re ta il in g  lines, w e find tw o  k inds  
of m e rch an ts—th e  g u esse rs  an d  th e  
know ers.

T he  g u esse rs  guess a t  th e  co st of do
in g  business , guess  a t  w h a t p rices 
should  be, g uess  a t  th e  p ro fits  an d  guess 
w h e re  th e  m oney th a t  shou ld  h av e  been 
m ade h a s  gone.

T o-day , w ith  th e  m odern  m ethods of 
re ta ilin g , ev e ry  re ta ile r  should  know  ju s t  
w h a t he  is  do ing  an d  w hy. In  ta lk in g  
w ith  th e  b u y e r of a  la rg e  d e p a rtm e n t 
s to re  recen tly , he  gav e  m e th e  follow ing 
a s  ru le s  fo r know ing :

F irs t, g e t r id  of th e  tra d itio n s  o r p e r 
sonal lik ings and  p re ju d ices  in  m ak in g  
dec isions o r p u rch ases .

Second, buy n o th in g  you ca n ’t  sell a t  
a  profit, e ith e r  in  m oney o r adve rtis in g , 
an d  jud g e  ev e ry  a r tic le  b u t fro m  th e  
c u s to m er’s s ta n d p o in t of values.

T h ird , tu rn  yo u r s to ck  a s  o ften  a s  
possible.

F o u rth , g ive va lu e  an d  ex a c t value, 
b u t no m ore on each  sale .

F if th , know  y o u r co sts  a n d  w h a t 
m ak es  th e m  and  c u t th e m  to  th e  low est 
p o in t w ith o u t sacrific ing  q u a lity  o r se rv 
ice.

W e believe th e re  ts  no c la ss  of m e r
c h a n ts  g iv ing  th e ir  cu s to m ers  b e t te r  
se rv ice  o r  a s  m uch  accom m odation  a s  
a re  we. W e a re  even ex ten d in g  m ore 
accom m odations  to  th e  fa rm e rs  of our 
resp ec tiv e  com m un ities  th a n  a re  th e  
banks . O ur d ea le rs  a re  b an k e rs  in  th a t  
sense. I t  m ay  sound like  a n  e x tra v a 
g a n t s ta te m e n t, b u t i t  is  one th a t  is 
n ev e rth e le ss  tru e  th a t  th e  re ta il  im ple
m e n t d ea le rs  a re  lo a n in g  m ore m oney to  
th e  fa rm e rs  th a n  a re  th e  banks . If 
a n y  one  is  inc lined  to  d isp u te  th a t ,  
le t th e m  sto p  an d  figure i t  o u t fo r th e m 
selves. E v e ry  tim e  a  re ta il d ea le r  sells 
a  cu s to m er on cred it, he  loans th a t  m uch 
m oney to  th e  b u y c .  T he  se lle r h as  
e i th e r  b ough t an d  paid  fo r th e  a rtic le  
o r  h a s  pledged h is  c red it fo r  paym en t. 
P oss ib ly  th e  d ea le r h a s  gone to  h is  b an k  
to  borrow  th e  m oney w ith  w hich  to  
s e tt le  th e  obligation . In  a n y  ev en t he  
is  loan ing  th e  b u y e r th e  m oney w ith  
w h ich  to  p ay  fo r th e  a r tic le s  ta k en  aw ay .

A re  th e se  peoples’ b an k s  a s  ca re fu l 
in  p lac ing  th e ir  loans  a s  th e y  w ould be 
if th e y  w ere  c h a rte re d  b y  th e  G overn
m e n t o r  s ta te ?  Do th e y  in s is t t h a t  th e  
in te re s t  be m e t as  p ro m p tly  a s  do th e ir  
b ro th e r  b an k e rs?  Do th e y  dec la re  th a t  
th e  secu rity  sh a ll be u n questionab ly  
good befo re th e  loans a re  m ade? T h ink  
of th e se  th in g s, you re ta il d ea lers , w ho 
a r e  th e  people’s b an k s , a n d  in  th e  fu tu re  
be a  rea l b a n k e r  an d  dem and  a  b a n k e r’s 
p ro tec tio n  a n d  respect.

F ro m  o u r experience , w e believe th e re  
is no c lass of r e ta il  m e rc h a n ts  w ho a re  
so close to  th e  f a rm e rs  of th e ir  resp ec
tiv e  co m m u n ities  an d  w ho can  u se  th e ir  
influence to  ad v a n ce  th e  in te re s ts  and  
education  of th e ir  com m un ities  a s  well 
a s  th e  re ta il  im p lem en t and  veh icle  
dea le rs  o r w ho can  secu re  th e  u n ited  
co -o p era tio n  betw een  th e  c itie s  and  
co u n try . T h e re  is  n o th in g  th a t  w ill give 
th e  d ea le rs  a  b e t te r  hold on th e ir  tra d e  
th a n  to  co -o p e ra te  w ith  th e  S ta te  A g ri
cu ltu ra l College an d  all th e ir  agencies 
fo r th e  ex tension  of th e  w ork  of corn 
im provem en t, crop  expe rim en ts, good 
ro ad s  an d  f ru i t  im provem en ts.

W e h av e  h ad  som e experience  along

th e se  lines, h av in g  o rg an ized  a  C orn 
Im p ro v em en t A ssocia tion  am o n g  th e  
fa rm e rs  of o u r co u n ty  fo u r y e a rs  ago 
a n d  h av in g  a n  an n u a l corn  show , an d  in 
connection  w ith  i t  a  B oys’ a n d  G irls’ 
C orn Club show . Tw o y e a rs  ago  w e o r
gan ized  a  F ru i t  G row ers’ A ssociation  
w hich  h a s  held tw o  v e ry  successfu l f ru it  
show s. T h ese  sh o w s have  been  held  in  
o u r s to re s  a n d  sev e ra l of o u r m e rch an ts  
have  sa id  th e y  w ere  w o rth  te n  tim es 
th e  tro u b le  In ad v e rtis in g , b u t  lit is 
n o t fo r th a t  pu rpose  th a t  w e should  
w ork. W e h av e  a lso  o rgan ized  a  Crop 
E x p e rim en t A ssocia tion  fo r th e  purpose 
of s tu d y in g  th e  so ils an d  crops of J a c k -  
son coun ty  a n d  ta k in g  p rac tica l s tep s  to  
in c rease  th e ir  fe r t i l i ty  an d  p roduction .

W e  hav e  h ad  a  g re a t dea l of s a t i s 
fac tion  in  know ing  th a t  i t  w as  help ing  
o u r fa rm e rs  an d  th e  com m un ity  g e n e r
ally . T he  im p lem en t d ea le rs  shou ld  De 
th e  leaders , a s  i t  is  h a rd  to  find le ad ers  
am ong  th e  fa rm e rs  on acco u n t of th e  
jea lo u sie s  ex istin g  betw een  them .

T h rough  th e  m ed ium  of our Q uestion  
and  Suggestion  C om m ittee, you can  ask  
an y  questions  o r m ak e  a n y  suggestions, 
an d  th e y  w ill rece ive  th e  a t te n t io n  of 
th is  conven tion , even i f  w e h a v e  to  
pro long th e  sessions. W e h av e  a rran g e d  
th e  p ro g ram  so a s  to  g ive ab u n d a n t 
tim e fo r th is  im p o rta n t w ork, in s te ad  
of h av in g  s e t add resses , a n d  w e u rge  
th e  tra v e lin g  m en an d  m a n u fac tu re rs  
p re sen t to  p a r t ic ip a te  in  th is , a s  i t  is 
ou r des ire  to  m ake th is  conven tion  so 
p rac tica l an d  help fu l to  ev e ry  one w ho 
a t te n d s  th a t  he  w ill n o t only  go hom e 
sa tisfied , b u t w ill te ll h is  ne ighbor 
d ea le rs  an d  th e  tra v e le rs  t h a t  i t  is  a  
good th in g  to  co -o p e ra te  w ith  u s  in  
push in g  i t  along.

I t  is th e  s p ir it of co -opera tion  w hich  
m akes  an y  asso c ia tio n  successfu l. I ts  
officers can  only p erfo rm  or in i t ia te  such  
w ork  as  th e  m em bers expect o r require , 
and  w ith  th e  excep tion  of ou r S ec re ta ry  
th e y  a re  all busy  m en, w ho can  n o t 
g ive  m uch tim e, as ide  from  th e  conven
tio n s  to  i ts  w ork.

C o-opera te  m eans “ to g e th e r  w o rk .” 
C o -opera te  firs t w ith  yourself. G et in to  
line  w ith  n a tu re  an d  h ea lth , g e t enough 
sleep, keep  clean  a n d  do n o t w orry .

C o-opera te  w ith  y o u r fam ily ; be o r  
tim e ; do yo u r p a r t .

C o -opera te  in  business, pu lling  w ith  
th e  m en aro u n d  you. Do n o t pull 
a g a in s t th em . N o m an  w ill ev e r succeed 
w ho h a s  n o t le a rn e d  to  w ork  sm ooth ly  
w ith  o th e r  m en.

C o-opera te  w ith  yo u r neighbo rs; a t te n d  
to  yo u r bu s in ess ; d iscou rage  gossip ; 
th in k  an d  sp eak  w ell of people; do no t 
a lw ay s b e  looking fo r trouble.

C o -opera te  w ith  yo u r c ity  a n d  w ith  th e  
N ation .

C o-opera te , n o t only  w ith  th o se  w ho 
live in  th e  p re sen t, b u t th o se  w ho have  
lived in th e  p a s t a n d  w ith  th o se  w ho 
w ill people th e  w orld  w hen  w e a re  gone.

F inally , le t u s  p ra c t ic e  t ru e  co -o p e ra 
tion  here, a s  exp ressed  in  th e  follow ing 
m otto , w h ich  I  w ould su g g es t a s  th e  
m o tto  of th is  conven tion :

If I  help  you a n d  you help  me.
W e bo th  a re  helped, th a t ’s  p la in  to  -see.
S ec re ta ry  W itb eck  th e n  re a d  h is  a n 

n ua l repo rt, a s  follow s:
A t th e  e ig h th  a n n u a l conven tion  m uch 

w ork  w as la id  o u t fo r th is  office, ow ing 
to  th e  f a c t th a t  i t  w as  th e  f irs t y ea r 
in  ou r h is to ry  w hen  th e  A ssocia tion  fe lt 
s tro n g  enough to  in s ta ll a  S e c re ta ry  w ho 
could g ive th e  n ec essa ry  tim e  to  th e  
w ork  of th e  A ssocia tion  and , a s  a  • re su lt 
of th is  a rra n g e m e n t w e now  place  b e 
fo re  you ou r re p o rt cove ring  th e  period  
in te rv en in g  be tw een  o u r  L a n s in g  m e e t
ing  an d  up  to  N ovem ber 1, th e  end  of 
ou r fiscal y ea r.

I have  no apologies to  offer a n d  no 
m isg iv ings an d  if th e  w ork  done m eets  
w ith  yo u r app roval, I  h av e  m y  rew ard . 
If  n o t, c en su re  m e a s  a n y  public se rv a n t 
should  be  fo r n o t s e rv in g  h is  m a ste r. 
W hile  I m ay  h av e  fa iled  in  accom plish 
ing  fu ll re su lts  of o u r expec ta tions , w e 
a ssu re  you th a t  o u r h e a rt , h an d  an d  m ind 
h av e  been  ce n te red  in  do ing  all possib le 
to  b rin g  re su lts  th a t  w ould be a  benefit 
to  you a s  a  body.

T h a t w e all h av e  fa ilin g s  an d  s h o r t
com ings is  t ru e  a s  n a tu re  a n d  if th e se  
fa ilings  a re  po in ted  o u t to  us, w e should  
seek  to  co rrec t them , a s  I  am  f ra n k  to  
confess th a t  I  do n o t know  i t  a ll and  
w a n t y o u r counsel an d  adv ice in  th e  
a d m in is tra tio n  of tn is  office.

I sha ll likew ise endeavo r to  p lace  b e 
fo re you in  th is  re p o rt su ch  reco m 
m e n d a tio n s  a s  w ill help you a n d  p lace 
th e  A ssocia tion  in  a  s til l  h ig h e r  sp h ere  
by  yo u r u n ited  ac tio n  in  th e  eyes of th e  
com m ercial w orld.

D irec to rs ’ M eeting .
D u rin g  th e  y e a r  y o u r d ire c to rs  have  

held tw o  v ery  im p o r ta n t sessions. T he 
firs t w as  held  on N ovem ber 9, im m ed i
a te ly  a f te r  a d jo u rn m en t, a t  w h ich  tim e 
th e  fo llow ing co m m ittees  w ere  ap po in ted :

L eg is la tive—-C. L . G lasgow .
In su ran ce—Isa a c  V anD yke.
C ost A ccoun ting—J . E . F o lm er.
L ocal C lubs—Jo sep h  W a g n er, C. A. 

S lay ton  a n d  W a rre n  L isk .
A ud iting—W illiam  Goodes an d  C. A. 

E layton.
A t th is  m eeting , th e  su b jec t of in s u r 

an c e  w as  d iscussed  a n d  th e  S ec re ta ry  
w as in s tru c te d  to  m ak e  a n  in v e s tig a 
tion , w hich  w as  done. F o r  sufficient 
reaso n s  th e  find ings w ere  d efe rre d  u n til 
th e y  could be  ac te d  upon  p roperly . T he  
re s u lt  w ill b e  g iven  you u n d e r  a n o th e r  
rep o rt. T h e  ac tio n  a t  o u r la s t  conven 
tio n  re la tiv e  to  ho ld ing  a n  exh ib ition  in  
connection  w ith  th i s  conven tion  w a s  re 

considered  a s  fo r th e  b e s t in te re s ts  of 
all to  n o t hold  th is  y ea r. T h is  ac tio n  
w as ta k en  a f te r  s u b m ittin g  sam e to  you 
an d  th e  m anufactu re rs-—to  you on a  r e 
tu rn  p o s t ca rd  an d  to  th e  m a n u fa c tu re rs  
in  a  le tte r , a sk in g  y o u r  ideas  reg a rd in g  
th e  exh ib ition  fea tu re . Of 1,000 ca rd s  
s e n t to  dea lers , w e rece ived  214 rep lies 
an d  th e se  an sw e rs  shou ld  be s ep a ra ted  
u n d e r sev era l h eads, b u t w ill m a k e  only 
tw o—Yes a n d  No. Of th e  214, 172 w ere  
fav o rab le  fo r -the ex h ib ition  w h ile  42 
w ere  opposed. Of th e  125 m a n u fa c tu re rs  
ask ed  fo r th e ir  opinion, w e rece ived  81 
replies, w h ile  44 d id  n o t an sw er. T w en 
ty -e ig h t of th e  fa rm e r w ere  fav o rab le  to  
hold th e  exh ib ition , w hile  53 w ere  op
nosed  o r in d iffe ren t a s  to  sam e, b u t 
th o se  opposed seem ed to  have  posted  
them selves  in  th e  m a tte r  an d  show ed 
th a t  an  exh ib ition  h ere  a t  th is  tim e 
w ould d e t ra c t  from  th e  rea l o b jec t ot 
th e  A ssociation  an d  in  th is  th e  d ire c to rs  
ag reed , so th a t  th e  exh ib ition  fe a tu re  
w a s  dropped  fo r th is  y ea r, b u t can  be 
ta k en  . .up a t  a n y  tim e  cond itions a re  
ripe  fo r sam e.

F ed era tio n .
A t o u r la s t  conven tion  a  reso lu tion  

w as s u b m itted  to  you en d o rs in g  th e  N a 
tional F ed e ra tio n  of R e ta il M erchan ts, 
fo rm ed  in  C hicago, O ctober la s t . In  th e  
rep o rt you adop ted  w as a  reso lu tio n  th a t  
w e provide fo r th e  fo rm in g  of a  M ichi
g an  F ed e ra tio n  of R e ta il M erch an ts  and  
yo u r S e c re ta ry  w as  recom m ended  to  
open up correspondence w ith  th e  officers 
of all S ta te  a sso c ia tio n s  in  M ichigan 
w ith  a  view  of effec ting  a  S ta te  F e d e ra 
tion  of R e ta il M erchan ts. In  p u rsu an ce  
of th e se  in s tru c tio n s , y o u r S ec re ta ry  is 
sued  a  ca ll fo r a  m e e tin g  of all th e  
P re s id e n ts  an d  S ec re ta rie s  of all th e  
S ta te  a sso c ia tio n s  o f re ta ile rs  to  m ee t 
w ith  th is  in  view . T h e  d a te  w as  s e t  fo r 
F e b ru a ry  8 a t  th e  D ow ney H ouse , b u t, 
ow ing to  th e  d isa s tro u s  fire th e  n ig h t b e 
fore, sev e ra l de lega te s  d id  n o t know  
w h e th e r  th e  m e e tin g  w ould be  held  or 
not, so did n o t com e. T h is  m e e tin g  w as 
held in  th e  H o te l W e n tw o rth  w ith  n in e 
teen  d e leg a te s  of th e  tw e n ty -e ig h t w hich  
w ere  supposed to  a tte n d , rep re sen tin g  
fo u rte en  S ta te  asso c ia tio n s  a n d  th e  
M ichigan F e d e ra tio n  of R e ta il M erch an ts  
w as fo rm ed , w ith  E . S. Roe, of B uchanan , 
P re s id en t, an d  y o u r hum ble  s e rv a n t a s

Send Your 
Customers % 
Permanently 
Useful 
Advertise
ment

1 Have us pu t an 
attractive advertise
ment of your store 
upon • a TA Y LO R 
T H E R M O M E 
T E R , know n the 
world over as the 
standard.

Every home needs a thermometer, and 
the TAYLOR with your ad on it will 
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your store constantly to your customer’s 
attention.

Taylor advertising is the k ind  that 
lasts—a permanent reminder, w hich on 
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gets into the hom es of people you can 
reach in no other way.

W rite for prices on your letter-head, 
and we will send you a sample T A Y 
LOR No. 839 for your own use, free of 
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Taylor B rothers Company,
Rochester. N. Y.
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S ec re ta ry , w ith  a  fu ll q u o ta  o f officers. 
T he  p rim e  o b jec t w as  to  fu rn ish  a  w ork 
ing  tr ib u n a l th ro u g h  w h ich  all a s so c ia 
tions  an d  m em bers can  w ork  on m a tte rs  
of jo in t in te re s t, su ch  a s  leg isla tion , 
t ra n sp o r ta tio n  an d  m any  o th e r  m a tte rs  
th a t  effec t a ll c lasse s  of m e rch an ts .

A s th e  M ich igan  R. I. & V. D. A s
socia tion  w as th e  f irs t to  s ta r t  th e  w ork  
a n d  p u t i t  th ro u g h  th e  fo rm a tiv e  s ta te , 
w e w ould recom m end  y o u r fu r th e r  a c 
tion  in  th e  m a tte r  by  yo u r end o rsem en t 
of sam e an d  fu r th e r  th a t  you becom e 
affiliated  w ith  th is  new  o rgan iza tion , th e  
p e r  c a p ita  ta x  of w h ich  h a s  been  fixed 
a t  th e  sm all su m  of 5 ce n ts  p e r  m em ber 
an d  a n  ind iv idual m em bersh ip  of $1 p e r 
y ea r. D u rin g  th e  conven tion , P re s id e n t 
Roe w ill g ive  you fu r th e r  d e ta ils  a n d  it  
is  hoped a n d  w e a sk  fo r h im , your 
h e a r ty  su ppo rt.

M em bersh ip .
D urin g  th e  la s t  th re e  y ea rs , w e  hav e  

tr ied  th e  p lan  of In c rea s in g  m em bersh ip  
u n d e r th e  c o -ag e n t sy stem , w hich  w o rk 
ed fine a t  first, b u t d u rin g  th e  la s t  tw o 
y e a rs  h a s  show n a n  In crea sed  cost to  
g e t m em bers  f a r  in  excess of w h a t it 
ou g h t to  be an d  d u rin g  th e  m o n th  of 
M arch  w e ab an d o n ed  th is  sy s tem  a s  too 
costly . N o t b u t w h a t o u r C oun ty  A gen ts  
tr ie d  to  do th e  w ork  in  a  s a tis fa c to ry  
m anner. Som e of th e m  w ere  n o t fam ilia r  
w ith  th e  ob jec ts  of o u r  A ssocia tion  or 
w h a t w e so u g h t to  do fo r th e  dealer, 
so th e y  could n o t p re s e n t th em  in  a  
m a n n e r  th a t  appea led  to  th o se  w ho  had  
n ev e r a tte n d e d  conven tions  o r  m ade an y  
effo rt to  po st them selves.

A s a  s u b s t i tu te  fo r C oun ty  A gents, 
we w ould recom m end  a  m on th ly  le t te r  to  
a ll d ea lers , w h e th e r  m em b ers  o r no t, to  
ta k e  th e  p lace  of a  bu lle tin .

I t  is  a n  old say ing , w h ich  is  tru e , 
“ T h a t co n tin u a l d ro p p in g  of w a te r  will 
w ea r aw a y  a  s to n e ,” b u t som e s to n es  a re  
of a  h a rd  flin ty  n a tu re  an d  w ea r slow. 
T h is  m ig h t app ly  to  som e dea lers.

O ur m em bersh ip  a t  th e  la s t  conven tion  
show ed th a t  w e h a d  n e a rly  500 on th e  
ro lls an d  th a t  331 h a d  p a id  dues d u rin g  
th e  y e a r  1911, th e  balan ce  b e in g  ca rried  
a s  m em bers, b u t w ho h ad  n o t pa id  in  
advance . T h is  h a s  now  been  c u t o u t and  
only  th o se  coun ted  w ho h av e  p a id  since  
N ovem ber 1, 1911.

W e now  h av e  311 paid  ac tiv e  m em bers, 
w ho pa id  a t  th e  la s t  conven tion  and  
since  an d  212 h o n o ra ry  m em bers.

T h is  sh o rta g e  can  be acco u n ted  fo r by 
o u r new  sy stem  an d  th e  m an y  new  con 
d itio n s  w h ich  a re  cau sin g  th e  ra n k s  to  
ch an g e  m ore an d  m ore each  y e a r, b u t it 
does n o t in d ica te  th a t  w e a re  n o t p ro 
g ress ing , fo r  w e a re , a s  h a s  been 
p rophesied  th a t  five y e a rs  hence  th e  im 
p le m en t m en w ill be  less in  n u m b e rs  b u t 
m ore in  pow er, a s  th o se  w ho av a il th e m 
selves of ju s t  su ch  m e e tin g s  a s  you a re  
now  hold ing  here  an d  fit th em se lv es  to  
do b u s in ess  an d  do i t  r ig h t w ill be  ho ld 
ing  th e ir  ow n a n d  p rog ress ing , w hile  th e  
h a s  beens  an d  u n -p ro g re ss iv e  d ea le rs  w ill 
s tep  out.

T he  A ssocia tion  does n o t p ro sp e r w ith  
dead  m em bers, b u t by th e  live ones, an d  
th e  live ones a re  g en e ra lly  o u t to  th e  
conven tion  un le ss  by  s ick n e ss  o r good 
cau ses  a re  k ep t aw ay , an d  a  dead  m em 
b e r  is  to  be p itied  r a th e r  th a n  scorned.

H u n d red s  of le tte rs  h av e  been  s e n t ou t 
to  all d ea le rs  d u rin g  th e  y e a r  and  ou r 
m em b ersh ip  since  ou r conven tion  h as  
been  in c reased  e ig h ty -fo u r  m em bers, 
th ro u g h  th is  m ethod  a s  a g a in s t n in e ty -  
th re e  s e n t in  by C oun ty  A gen ts  a n d  th e  
bu lk  of th e se  b y  s ix  C oun ty  A gen ts— 
R. C. Zike, of C apac; L e o n ard  R eichel, 
of S ag inaw ; W a rre n  L isk , of H ow ard  
C ity ; W . O. B arto n , of P o rtla n d ; W a r 
ren  S lack, of B ad  A xe; E . D avies, of 
R eading . T h e  cost of th e  fo rm e r w as 
th e  postag e  an d  s ta tio n e ry , am o u n tin g  to  
a b o u t $1.20 p e r  m em ber, w h ile  u n d e r  th e  
C oun ty  A gen t sy s tem  w e paid  $435.86 or 
a  trifle  m ore th a n  $4.65 p e r  m em ber o r 
$1.65 m ore  th a n  w e rece ived  fo r m em 
bersh ip .

W e  w ish  to  s ta te  th a t  no fa u l t  is  to  
be found  w ith  th o se  w ho d id  th e  w ork , 
a s  w e have  sev e ra l C oun ty  A g en ts  w ho 
d id  th e ir  b e s t to  g e t m em bers, b u t did 
n o t seem  to  g e t th e  re s u lts  a n d  w e w ish  
to  ex ten d  th e m  th e  th a n k s  of th is  office 
fo r th e ir  co -o p e ra tio n  a n d  b e s t en d eav 
ors.

Allow m e, if you p lease, to  s ta te  h e re  
th a t  se lling  m em b ersh ip s  os lik e  se lling  
goods. T he  b e t te r  one is  p osted  on  h is  
goods th e  la rg e r  h is  sa le s  w ill be and  
w hile  w ith  th e  p ub lic ity  o u r A ssociation  
h a s  h a d  d u rin g  th e  la s t  n ine  yea rs , it  
o u g h t n o t to  req u ire  a  sa le sm an  to  hav e  
a  m an  p ro te c t h is  ow n in te re s t, i t  seem s 
a s  if ou r u n ited  e ffo rts  fa il on som e.

O ur P ro g ram .
M any o f o u r m em bers, an d  especia lly  

th e  new  ones, do n o t u n d e rs ta n d  how  
th is  is p u t o u t o r  w ho p ay s  fo r sam e 
a n d  fo r th o se  I w ill s ta te  th a t  th i s  is 
o u r an n u a l book a n d  th e  issue  of sam e is 
on ly  m ade possib le  b y  th e  p a tro n ag e  
w e rece ive  fro m  th e  m a n u fa c tu re rs  w ho 
b u y  sp ace  in  sam e. I t  is now  looked 
upon  a s  a  b u sin ess  in v e s tm e n t in  w hich  
th e  m a n u fa c tu re rs  an d  m e m b ers  a re  co
p a r tn e rs . I t  an sw ers  se v e ra l purposes. 
I t  te lls  you w h e re  and  of w hom  to  buy 
goods, a s  th e se  ad v e rt is e rs  a re  supposed 
to  be loyal to  th e  re g u la r  d ea le r an d  
sell th e ir  w a re s  th ro u g h  th e m  exclusively , 
a n d  it a lso  fu rn ish e s  th e  m a n u fa c tu re rs  
a n d  tra v e le rs  a  l is t of all d ea le rs  in  th e  
S ta te  a s  com plete  a n d  a s  u p - to -d a te  a s  
i t  is  possib le  to  m ak e  i t  an d  w h ile  th e re  
m ay  be  a d v e rtis e m e n ts  in  sam e  th a t  you 
m a y  question , th e re  is  one p o in t I  w ish  
to  im p ress  on y o u r m ind, th a t  in  p a tro n 
iz ing  th e  a d v e rt is e rs  in  th i s  p ro g ram , so

f a r  a s  possib le  all th in g s  being  equal, 
you a re  m a k in g  I t m ore  valu ab le  to  th e  
A ssocia tion  in  th e  w ay  of finances to  
ex ten d  th e  w ork .

I  a sk  you to  do w ith  th e se  a d v e rtis e rs  
ju s t  w h a t m an y  of you do w ith  y o u r in 
su ran ce . You g ive i t  to  som e hom e 
a g e n t b ecause  h e  is  a  cu stom er, r e g a rd 
less of w h a t you could sav e  on sam e. 
P a tro n iz e  th e se  firm s b ecau se  th e y  p a t 
ron ize  you.

T h is  book h a s  been  c u t dow n th is  yea r, 
b u t a s  th e  p ag es  a re  le ss  w e w ill n e t 
on th is  y e a r ’s book a b o u t a s  m uch or 
m ore rev en u e  th a n  la s t  y ea r, a s  our 
p r in tin g  a n d  p o s tag e  bill is  m uch  less 
an d  th e  n e t b a lan ce  on sam e w ill pay  
th e  s a la ry  of y o u r S e c re ta ry  fo r th e  
yea r, le av in g  y o u r dues to  be applied  
to  ex ten d in g  th e  benefits  of co -o p era tio n  
am o n g st o u r m em bers.

O ur F in an ces .
A t th e  end  of o u r la s t  fiscal y ea r, 

w e  h ad  $319.43 le f t in  th e  tre a su ry . O ur 
re ce ip ts  since  th a t  t im e  fro m  ad v e rtis in g  
an d  m em bersh ip s  am o u n t to  $3,329.50, 
m ak in g  a  to ta l of $3,648.93. D u rin g  th is  
tim e  w e have  paid  bills a m o u n tin g  to  
$3,088.28, le av in g  a  b a lan ce  on h an d  for 
th e  y e a r  of $560.65, p lu s  in te re s t  $25.95, 
o r $586.60 on hand .

O ur d isb u rsem e n ts  to  N ovem ber 1, a re  
a s  follow s:
C onference an d  C om plain t C om 

m itte e  ...........................................  $ 80.20
P r in tin g  ...................................................  60.00
B adges  .....................................................  51.30
P ro g ra m  1911 .......................................  737.89
D irec to rs  .................................................  44.34
C onven tion  expense  ........................... 45.45
P o stag e  a n d  s ta t io n e ry  ................... 264.31
Office .......................................................  11.56
N a tio n a l F ed e ra tio n  ......................... 157.25
C ounty  A gen ts  ...................................  435.86
R en t, S ten o g ra p h e r a n d  S e c re ta ry ’s

s a la ry  .............................................  1,200.00
O ur N a tio n a l F ed era tio n .

D u rin g  th e  p a s t y ea r, sev e ra l good 
th in g s  h av e  been  b ro u g h t befo re th a t  
body an d  su ch  m e asu re s  ta k e n  a s  w ould 
b r in g  benefits  to  a ll d ea lers , reg ard less  
of localities, w h ich  w ill be b ro u g h t 
a b o u t by leg is la tion , su ch  a s  th e  C am p
bell Bill, a  P ed d le rs ’ L icense  L aw , One 
C en t L e tte r  P o s ta g e  R a te s  an d  a  N a 
tio n a l H o n es t A d v ertisin g  Law . T hrough  
co -o p era tio n  w e expect to  induce  m a n u 
fa c tu re rs  a n d  jobbers  to  re fra in  from  th e  
p lac in g  of re ta il  s to re s  in  com petition  
w ith  re ta il d ea le rs  a lre a d y  estab lished . 
W e  expect to  renew  th e  ag re e m e n t m ade 
by th e  T h ra sh e r  M an u fa c tu re rs ’ A sso
c ia tion  to  sell th e ir  o u tp u t th ro u g h  re g 
u la r  d ea le rs  a s  ag reed  a n d  th ro u g h  e d u 
ca tio n  th ro u g h  th e  sev e ra l S ta te  A sso
c ia tio n s  to  encou rage  L ocal C lubs, L e a rn 
ing  C osts, B e t te r  B uying, B e tte r  Selling  
an d  m ore  co -o p era tio n  a m o n g st m e m 
bers. All of w hich  w ill be  ta k e n  up  an d  
d iscussed  a t  -the p ro p e r tim e.

C om plain t C om m ittee.
A t th e  la s t  conven tion  th is  w ork  w as 

p laced  w ith  th e  S ec re ta ry  an d  I  w ill 
b rin g  up  th is  re p o r t  u n d e r  th e  p ro p er 
h ead in g  a s  ass igned  on th e  p ro g ram , b u t 
w ill say  t h a t  if  ou r m em b ers  w ill po st 
th em se lv es  m ore fu lly  on how  to  do 
b u sin ess  in  a  r ig h t w ay  th e re  w ill be 
few er com pla in ts  an d  m o re  a d ju s tm e n ts  
of sam e. I  sp eak  of th is  in  th is  con 
nec tion  from  th e  f a c t th a t  w e h av e  r e 
ce ived  sev e ra l co m p la in ts  from  m a n u 
fa c tu re rs  a n d  tra v e le rs , In th e  fo rm  of 
le tte rs , an d  i t  is  a  golden ru le  th a t  w ill 
app ly  h ere . W e  m u s t p luck  th e  beam  
fro m  ou r ow n eyes, th a t  w e m ay  see 
m ore  c lea rly  th e  beam  th a t  sh in es  in 
o u r b ro th e r ’s  eye.

M any of th e se  co m p la in ts  could have  
been  h and led  by  th e  d ea le rs  them selves  
if th e y  h ad  gone a t  I t in  a  p ro p er m a n 
ner, a s  d u rin g  m y  th i r ty  y e a rs ’ ex p e ri
ence I h av e  n e v e r  y e t fa iled  to  see  th e  
tim e  m a n u fa c tu re rs  w ere  n o t m ore w ill
in g  to  a d ju s t  g rie v an ces  th a n  I  w as  w ith  
m y  custom ers , a n d  a s  a n  in d u cem en t fo r 
th e m  to  a d ju s t m a tte r s  fo r you, if you 
han d le  th e ir  lines o r if  you do not. 
T h e re  is  one w ay  to  ap p e a l to  th e m  and  
th a t  is  to  m ak e  yo u r se rv ices  so  v a lu 
ab le a s  a  d ea le r th a t  th e y  w ill m ak e  an y  
reaso n ab le  concessions to  secu re  yo u r 
b e s t effo rts . T h is  you ca n  do only  by 
ad o p tin g  m odern  m ethods, b e t te r  buy ing , 
b e t te r  c red it risk s , b e t te r  s e tt lem en ts , 
b e t te r  ad v e rtis in g , b e t te r  sa le sm an sh ip  
an d  b e t te r  p ay in g  m e thods on yo u r p a r t . 
Too m an y  of you a re  w a n tin g  th e  m oun
ta in  to  com e to  you in s te a d  of yo u r 
go ing  to  th e  m ou n ta in , so f a r  too  m any  
of you a re  n o t u s in g  o r try in g  to  develop 
th e  n a tu ra l a b ility  b o rn  in  you, to  th e  
b es t a d v a n tag e .

W h en  you bu y  o r  c o n tra c t fo r goods 
of a  s ta n d a rd  m ake, you w a n t th e  goods, 
th e  te r r i to ry , th e  serv ice  a n d  th e  p rice  
an d  th e n  som e of you w a n t th e  m a k e r 
to  com e a n d  re -se ll th e m  fo r you an d  
tu rn  you in  th e  p rofit, if an y . N ow, 
g en tlem en , if  you w a n t all th is , you m u s t 
o r o u g h t to  g ive  so m e th in g  in  re tu rn , 
an d  if you w ill do th is  m any  of th e  
ca u ses  th a t  le ad  u n  to  com pla in ts  w ill 
be rem oved  an d  you w ill en joy  th e  con 
fidence an d  co -o p era tio n  of y o u r  com 
m un ity , th e  tra v e le r  w ho  ca lls  on you 
a n d  sells  to  you a n d  th e  m a k e r  w ho 
fu rn ish e s  you  th e  goods.

Conclusion.
O ne y e a r  ago, you se lec ted  m e  to  c a rry  

on th e  w o rk  of th is  A ssocia tion  a s  i ts  
S ec re ta ry  a n d  a s  su ch  I  h av e  endeavo red  
to  in te re s t  a ll fa c to rs  to  m ore  co -o p era 
tio n  a n d  to  show  th a t  b e t te r  m e thods 
shou ld  be  ado p ted  by  m a n y  of o u r M ichi
g an  d ea le rs  If  th e y  w ish  to  en joy  th is  
co -opera tion . T h e  sa le s  m a n a g e rs  of all 
th e  m a n u fa c tu re rs  a re  w illing  to  help  
you. T he  tra v e le rs  a r e  w illin g  to  help

you a n d  now , gen tlem en , i t  is  up  to  you 
to  do yo u r best.

I f  m y w ork  h as  been  sa tis fa c to ry , th e  
re su lts  of th is  conven tion  w ill b e  our 
proof a n d  if n o t te ll m e w h ere  I  failed  
to  do m y du ty , fo r I  h av e  endeavored  
to  g ive you m y  b e s t efforts.

O ur C onven tion  P ro g ram .
In  th e  a r ra n g e m e n t o f o u r w ork  a t  th is  

conven tion , I  hav e  endeavo red  to  cover 
th e  g round  tho ro u g h ly  an d  h av e  so a r 
ran g ed  th e  p ro g ram  th a t  a ll could h av e  
a  chance  to  d iscuss  all questions. H e re 
to fo re  w e h av e  been  lim ited  a s  to  tim e 
a n d  w e w a n t you all to  feel th a t  you 
a re  a  nec essa ry  u n it  in  m ak in g  th e  final 
success of A ssocia tion  w ork  a n d  hope 
you will consider an d  ta k e  such  ac tio n  
a s  is nec essa ry  on:

A d ju s tm e n t of ou r in su ran c e  law s.
A d ju s tm e n t of th e  em p loyer’s liab ility  

law .
A p edd lers ' license law .
A n h o n es t ad v e rtis in g  law .
T he  end o rsem en t of ou r M ich igan  F e d 

e ra tio n , th e  N a tio n a l one ce n t le t te r  
postage  m ovem en t an d  a  p ro p e r con
s id era tio n  of one su b jec t w e h av e  never 
looked a f te r , tra n sp o r ta tio n  an d  such 
o th e r  m a tte rs  a s  w ill com e befo re you 
d u rin g  th e  convention .

W ith  th is , I  conclude m y  re p o r t  a s  
S ec re ta ry , w ith  th e  one w ish  th a t  all 
d ea le rs  in  ou r S ta te  could see  an d  rea lize  
th a t  in  th is  d ay  an d  ag e  th a t  re su lts  
can  only  be accom plished  by  m ore co
op era tio n  th ro u g h  asso c ia tio n  a n d  ed u ca
tion  th a t  w ill b rin g  re tu rn s  th ro u g h  
p ro p e r leg isla tion , th a t  w ill p ro te c t all 
th e  people in  one com m on in te re s t, to  
b e t te r  hom e cond itions by  th e  sa le  of 
im p lem en ts  an d  veh ic les th ro u g h  th e  
only logical d is tr ib u to r—th e  re ta il  d e a l
er.
To th e  m a n y  w no  p ra y  fo r “W ish e s” 
To b rin g  in  th e  golden pence.
D o n 't keep  on m a k in g  th o se  w ishes, 
W hile  o th e rs  s i t  s trad d le  th e  fence .

T h e re  is n o th in g  g e ts  th e re  like  h u s tle  
To reac h  th e  goal of “ S uccess,”
M ay you ev e r keep  up  a  ru s tle ,
A re  th e  “W ish es” I  hope you possess.

N o “W ish e s” alone can  m ake you p ro sp er 
B u t d igg ing  from  m o rn in g  till n ig h t 
W ith  hope an d  co n te n tm e n t in  w ork in g  
A nd “ V alue rece iv ed ” keep  in  sigh t.

H e re ’s a  m o tto  fo r y o u r closing,
T h a t is  b e s t fo r all to  see,
“ D o n 't eve r w ea r y o u r w ishbone 
W h e re  yo u r backbone o u g h t to  be .”

T he  S ec re ta ry  th e n  read  th e  m in u tes  
of th e  e ig h th  an n u a l conven tion , held  a t  
L ansing .

P re s id e n t: I f  th e re  a re  no co rrec tions  
th e  m in u te s  w ill s ta n d  app roved  a s  read . 
I h e a r  of none, so th e y  w ill s ta n d  a p 
proved. I  w onder how  m a n y  h av e  your 
p ro g ram s w ith  you? I  w ould like to  
see all w ho have  th e  p ro g ram s hold  th em  
up. I  am  do ing  th is  fo r a  purpose. In  
ta lk in g  w ith  som e of th e  officers w e 
th o u g h t th a t  ou r m em bers  and  th e  ho n 
o ra ry  m em bers w ho rece ived  th e se  p ro 
g ram s did n o t b r in g  th e m  to  th e  con 
ven tion  w ith  them , an d  w e th o u g h t it 
m ig h t be a  good p lan  in  th e  fu tu re  w hen 
i t  w as  on th e  p re ss  an d  in  ty p e  th a t  w e 
p r in t a  p ro p er nu m b er of th e  p ro g ram s 
to  be d is tr ib u ted  a t  th e  conven tion . Now, 
a s  m any  of you a s  w ould like to  have  
us to  do th a t  s ign ify  by th e  up lift of 
th e  hand . T h a n k  you. I th in k  th a t  is 
sufficient exp ression  to  w a r ra n t u s  to  do 
th a t.  On page 51 you w ill no tice  a  l is t 
of th e  co m m ittees  m ade p rio r to  th e  con 
ven tion  an d  w e m ay  d oub tless  h av e  to  
m ake som e changes, b lit w ill n o t a t te m p t 
to  m ake th e m  befo re  th e  m o rn in g  se s 
sion an d  I  w ill re ad  th e m  as  th e y  s tan d .

P re s id e n t R eid  th e n  re a d  th e  l is t of 
com m ittees .

P re s id e n t: W e w ill now  ta k e  up  th e  
n ex t th in g  on th e  p ro g ram , w h a t M. A. 
M iller, of G rand  R ap ids, h a s  to  say  oi, 
“A s a  tra v e le r  sees  you .” W ill M r. M il
le r  p lease  ta k e  th e  p la tfo rm ?

N ear W ayne 
County Bldg. A. T. Knowlson 
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M r. M iller: T h is  is a lm o s t a  joke , b e 
in g  on th is  p ro g ram . T h e re  is  som e
th in g  a b o u t b e in g  in  M ichigan th a t  m akes 
you feel th a t  you a re  a t  hom e a lm ost 
befo re you a re  in s id e  of th e  S ta te , m ak es  
you fee l a s  if  you w ere  a  M ich igander 
o r  a  W olverine: a lm o s t before vou g e t 
in  to  it . X w as aw ay  fo r aw hile  and  I 
a lw ay s fe lt lik e  a?  if  I  w an te d  to  g e t 
back , an d  w hen  I  h ad  a  chance  to  ge t 
th e  te r r i to ry  I w an te d  I  a t  once g rabbed  
M ichigan. I t  p u ts  m e in  m ind of a  sto ry  
a b o u t a n  Ir ish m a n  an d  a n  E n g lish m an  
com ing  to  A m erica  an d  a s  th e y  cam e 
in to  N ew  Y ork  h a rb o r  i t  w as  Ju ly  4. 
A s th e y  w ere  ap p roach ing , th e  Ir ish m a n  
cam e up on th e  deck  an d  sa id  to  th e  
c a p ta in , “W h a t is  a ll th is  no ise  ab o u t? ” 
T he  c a p ta in  sa id , “ T h is  is th e  d ay  th e  
A m ericans  ce leb ra te  because  th e y  w h ip 
ped E ng land . I t  is  in  com m em oration  
of t h a t  d a y .” Of course, th e  I r ish m a n  
h ad  n o t y e t been  in  A m erica, a n d  a f te r  
a  li ttle  w hile  th e  E n g lish m an  cam e up 
an d  sa id , “ W h a t is  th e  reason  fo r all of 
th is  b loom ing no ise?” an d  th e  Ir ish m a n  
said , “ T h is  is done to  show  th e  s p ir it 
of th e  Ir ish . I  am  I r is h .”

[M r. M iller th e n  re a d  h is  p ap e r, w hich  
ap p e a red  v e rb a tim  on pages 36 an d  37 
of th e  M ichigan T ra d esm an  of N ovem 
b e r  20.]

P re s id e n t: You w ill n o tice  th a t  th e se  
su b jec ts  w e re  to  be d iscussed . M r. M il
le r  h a s  b ro u g h t som e v e ry  fine po in ts  
ou t, b u t no d o u b t th e re  a re  m a n y  m ore 
tra v e lin g  m en in  th is  room  w ho have 
som e o th e r  ideas th e y  w ould like to  give 
u s  ab o u t th e  tra v e le r  a s  he  sees  th e  
dea ler, a n d  w e w ill g ive you th is  op
p o rtu n ity  of do ing  so. I know  you a re  
all b ash fu l m en—a fra id  of one a n o th e r  
an d  a fra id  of u s a s  d ea le rs  he re—but 
th in k  you w ill overcom e i t  in  ju s t  a  little  
w hile  o r  I w ill h ave  to  ca ll on you. W e 
w a n t to  s ta r t  th is  m e e tin g  off rap id ly . 
W ho  w ill be  th e  n e x t to  te ll u s dea lers  
w ho a re  p re se n t how  th e  tra v e lin g  m en 
conside r u s?  I  w a n t to  h ea r  from  .Mr. 
S u tto n .

M r. S u tto n : N o t h av in g  m ade an y  
p re p a ra tio n  an d  n o t expec tin g  to  be 
called upon i t  is  a  p re t ty  h a rd  p ro p o si
tion  fo r m e to  g e t up an d  ta lk  off-hand . 
I  th in k  th a t  th e  g en tlem an  w ho h as  ju s t  
ta lk ed  h as  sa id  a  good dea l to  tick le  
th e  fan cy  of th e  d ea le r  a n d  m ake him  
th in k  life is  p re t ty  good in  M ichigan. I 
th in k  th e  d ea le r in  M ichigan is  a n  a v e r 
ag e  dea le r. A s to  being  th e  b es t d ea le r 
in  th e  U n ited  S ta te s , i t  is p robab ly  the 
b es t th in g  to  s ta te —w hile  w e a re  here. 
I f  w e w ere  m e e tin g  w ith  m en in  Ohio 
o r In d ia n a  o r Illinois, i t  m ig h t be  th e  
b e s t th in g  to  say  th a t  th e y  w ere. A s a  
ru le , I  believe th e  M ichigan d ea le r is  
com ing  in to  h is  ow n a n d  th a t  he  Is  g a in 
ing. I  h av e  been in  M ich igan  fo u r y e a rs  
a n d  in  th a t  tim e  I  can  see  a  decided 
im provem en t in  th e  d ea le rs  w ith  w hom  
I  have  com e in co n tac t and , h av e  h ad  to  
deal w ith . I t  show s th a t  th e y  a re  
stud ious , a n d  th a t  th e y  a r e  anx ious to  
g e t som ew here  in  th e  b u sin ess  th e y  a re  
engaged  in, and , a s  long  a s  th a t  in 
clina tion  is show n on th e  p a r t  of the  
dealer, th e re  is  no question  b u t w h a t 
th e y  w ill fina lly  be  th e  b es t or a t  le as t 
a s  good a s  th e  b es t th e re  is in  th e  
coun try . M ich igan  d ea le rs  h av e  to  con
te n d  w ith  q u ite  a  lo t of th in g s  th a t  w e 
do n o t find in  o th e r  s ta te s . T he  crop  
cond itions can  g e t h it , i t  seem s to  me, 
ju s t  a  l i t t le  b i t  h a rd e r  th a n  in  som e of 
th e  o th e r  s ta te s , an d  th a t  a lw a y s  a f 
fe c ts  a  d ea le r  to  a  g re a t ex te n t. B u t 
a s  th e  fa rm in g  lan d s  of M ichigan im 
prove, th e  d ea le r is  bound  to  im prove 
w ith  them . and . a s  a  w hole, I  believe th e  
fu tu re  of th e  M ichigan im p lem en t d ea ler 
is  a s  b r ig h t a s  i t  h a s  ev e r been.

P re s id e n t: H a s  a n y  one else go t co u r
ag e  enough to  s ta n d  up  an d  te ll u s  w h a t 
h e  th in k s  a b o u t u s?  W e  don’t  w a n t it 
a ll one sided. W e w ould like to  know  
som e of th e  fa u lts  w e have .

M artin  O’C onnor: I  m ade a  li ttle  
speech  th is  m orn ing . I  don’t  th in k  I 
ou g h t to  be ca lled  up now  w ith  re fe ren ce  
to  th e  d ea le rs  I  th in k  I  can  say  m y 
re la tio n s  h av e  been  th e  m ost p le a san t 
w ith  th e  d ea le rs  here . T hey  a r e  c e r ta in 
ly  loyal to  th e  goods th e y  sell a n d  th e y  
a lw ay s rece ive  you courteously , a s  a  rule. 
T h e  only  fa u l t  I  find is  th a t  th e y  do n o t 
rea lly  v a lu e  th e  tra v e lin g  m a n ’s tim e  as  
th e y  ou g h t to . T h ey  do n ’t  rea lize  w h a t 
t h a t  m e an s  to  th e  tra v e lin g  m an . M any 
tim es  w e h av e  p ro g ram s a h e ad  an d  d a te s  
a h e ad  fo r d iffe ren t tow ns an d  hav e  to  
m ake th e m  a n d  w e a re  held  o ver w here  
th e re  is  no reason  w h a te v e r. F o r  som e 
reaso n  o r  o th e r  th e  m e rc h a n t does no t 
seem  to  rea lize  w h a t th a t  m ean s  to  us. 
T h ey  w ill s ta n d  a ro u n d  an d  ta lk  w ith  
you a n d  w a it  on th e ir  tra d e  an d  you 
a re  com pelled to  m iss y o u r tra in . O th e r
w ise, m y re la tio n s  h av e  been  v e ry  p le a s 
a n t  w ith  th em , indeed.

G eorge W a te rs :  T h e re  a re  m en  here  
w ith  a  g re a t  dea l m ore  experience  th a n  
I  h av e  had . A s a  g en e ra l th in g  I  have  
been  tr e a te d  courteously . I h av e  seen  
m en th a t  I  w ould  like  t  o te ll w h a t I  
th o u g h t of them , b u t a s  a  g en e ra l th in g  
th e y  a re  a  v e ry  n ice  lo t of people I am  
n o t in  th e  h a b it  of speak ing , so w ill 
le ave  th a t  fo r som eone else.

P re s id e n t: I  am  a fra id  th e re  Is a  
te n d en cy  on th e  p a r t  of a  g re a t m any  
dea lers , a s  w ell a s  tra v e le rs , to  look 
only upon th e  tro u b les  in  t b i t  business . 
I  th in k  th e  rea so n  w hy  so  m an y  of th e  
boys leave th e  fa rm  is  because  th e y  find 
so  m uch  fa u l t  w ith  th e  fa rm . T h ey  have  
a  h a rd  tim e  all th e  tim e . I  h av e  fo u r 
sons w hom  I  th o u g h t I  w ould m ake im 
p le m en t 1 m en  o u t of. I  p u t th e m  Into 
m y  b u s in ess  a s  th e y  fin ished  school an d

business  college a n d  found  th e m  inclined  
o th e rw ise  an d  w ondered  som etim es w hy 
i t  w as. I  g uess  i t  w as  sim ply  because 
I  th o u g h t th e re  w as  m ore tro u b le  in  m y 
business th a n  a n y  o th e r  a n d  w as anx ious 
fo r th e m  to  find som eth in g  else, th a t  
w ould n o t have  so m uch tro u b le  in . I 
believe th a t  w e h av e  a s  li ttle  tro u b le  as  
an y  o th e r  class of m e rch an ts . I t  is  a  
b usiness  th a t  req u ire s  a s  m uch  th o u g h t 
an d  ab ility  an d  ca re , p e rh ap s , a s  an y  
o th e r  business  on ea rth . W hile  I  am  
w a itin g  fo r M r. G oodes to  com e a n d  ta k e  
up th e  o th e r  side of th is  d iscussion , I 
w an t to  call yo u r a t te n t io n  to  a  new  
d e p a rtu re  th is  y e a r  by  our S ecre ta ry . 
M r. W itb eck  h as  tr ie d  to  m ake up  an  
an n u a l d irec to ry  of im p lem en t d ea le rs— 
a p e rfec t d irec to ry . H e  h as  w r itte n  a  
good m any  le t te r s  a n d  h a s  tr ied  to  g et 
people to  respond, b u t th e y  do n o t seem  
to like to  w rite  le tte rs  excep t to  th e ir  
TOiv«-s and  th e ir  firm s. I  am  n o t finding 
f; '-it w ith  you, b u t i t  is  a  fa c t th a t  i t  
is 1 ird  w ork  to  g e t such  a  m a tte r  a s  
tl before you in  su ch  a  m a n n e r  a s  you 
w tak e  a n  in te re s t  in  it. So th is  y e a r  
hf is had  p r in ted  in th is  h an d y  pocket
fo a  d ire c to ry  of th e  M ichigan vehicle
a i im p lem en t d ea lers . W e know  it  is 
n t  co rrec t. Som e have  a lread y  spoken 
of Tors an d  om issions. W e believe 
th . now  is  th e  tim e  to  g e t i t  on a  
good su b s ta n tia l  basis , so w e a re  going  
to  sell th e se  books to  th e  tra v e lin g  m en 
a n d  m a n u fa c tu re rs  a t  $1 apiece. W e a re  
go ing  to  a sk  you to  co rrec t yo u r books 
an d  send  th e m  to  th e  S 'ecreiary  a n d  he 
w ill issue a n o th e r  ed ition  th a t  w ill be 
co rrec t an d  re tu rn  i t  to  you r ig h t aw ay . 
W e believe if you p u t a  li ttle  m oney in to  
i t  you w ill pay  a t te n t io n  to  it. You 
w ill be m ore a p t  to  have  i t  co rrec t, and  
so w e a re  go ing  to  a s k  you to  do th a t  
in th a t  w ay. P e rh a p s  th e re  a re  som e 
m a n u fa c tu re rs  p re s e n t w ho ca n  ta k e  up 
In an  in fo rm al w ay  th e  su b jec t th a t  w as 
ass ig n ed  to  M r. B em ent, w ho to ld  our 
S ecre ta ry  w hen  h e  w as ask ed  to  ta k e  
th is  p a r t  of th e  p ro g ram  th a t  he would 
be p re se n t a n d  w ould g lad ly  ta k e  th e  
p a r t  an d  I h av e  n o t h e a rd  from  h im  so 
a s  to  know  th e  reaso n  w hy  he  is  no t 
here. M r. B em en t’s  s u b je c t w as, “H ow  
to co rrec t tra d e  evils an d  im prove our 
conditions, from  th e  m a n u fa c tu re rs ’ 
s tan d p o in t.” T h a t Is a  la rg e  sub jec t. 
M r. G oodes is  . h e re  to  ta k e  h is  p a r t . 
W e w ill call upon  th e  m a n u fa c tu re rs  
la te r . H e w ill p re s e n t w h a t w e all need 
from  th e  d ea le r’s  s tan d p o in t.

W illiam  G oodes: A  w eek  ago  to -d a y  
I p icked  up  ou r so uven ir p rog ram , I got 
i t  ju s t  a b o u t n ig h t an d  I  d id n ’t  have  
tim e  to  look i t  over very  m uch th a t  
evening , in  fac t, I  w as busy  u n til 10 
o 'clock th a t  evening , b ecau se  I w as  go ing  
aw ay  in  th e  m orn ing . On W ednesday  
m orn ing  I  le f t tow n  an d  g o t hom e la s t  
n ig h t a t  11 o’clock, so you can  see  I 
hav e  n o t go t m uch  to  say  on th e  needs 
of th e  d ea le r fro m  th e  d ea le r’s  s ta n d 
poin t. M r. W itb eck  h as  k ind  of gut it 
in  fo r me, b u t you know  th a t  old ad ag e  
is to  look fo r yo u r m oney  w h ere  you 
lo s t it, a n d  I  a m  go ing  to  follow  th a t  
ru le , so th e  f irs t sc rew  I  find loose on 
h im  I  am  g o ing  to  tig h te n  i t  up  so a s  
to  pinch  h im  a  little .

M r. Goodes th e n  re a d  h is  pape r, a s  
follow s:

I t  is h a rd  to  p a in t a  w ord  p ic tu re  
of a n y th in g  good th a t  w ill do i t  ju s tice .

D u rin g  th e  p a s t few  y e a rs  th is  A s
socia tion  h as  been  c o n s ta n tly  s tr iv in g  to  
b rin g  a b o u t re fo rm s w h ich  w ould m ake 
im p lem en t se lling  one th a t  w ould m ean 
profit - to  th e  d ea le r an d  close alliance  
w ith  th e  m a n u fac tu re r .

W h a t  w e now  need is  u n ity , fo r in 
union th e re  is  s tre n g th . T h e  re ta ile r  of 
to -d a y  w ho essay s  to  s ta n d  alone—w ho 
is  cocksure th a t  he  can  ru n  h is  own 
b usiness  w ith o u t a n  asso c ia tio n  to  help 
—is, indeed, sh o rts ig h te d , a n d  if th e  
g re a te r  nu m b er p e rs is te d  in  th is  policy, 
w e m ig h t w ell feel th a t  th e  business, 
w hile  necessa rily  so m ew h a t h azard o u s in 
th e  m a tte r  of c red it risk s , w ould w ith o u t 
th e  prop  an d  su p p o rt of in v ited  effo rts  
a s  expressed  in  s ta te  an d  N a tio n a l o r
g an iza tio n  be n o t all w o rth  w hile. In 
th a t  ev e n t i t  w ould  befo re long d eg en 
e r a te  in to  a  m ore agency  an d  ca ta logue  
house p roposition  an d  be a  m ig h ty  poor 
fo rm  in  w h ich  to  in v e s t a n d  in t ru s t  th e  
la rg e  ca p ita l requ ired .

A ny line  of re ta il b u sin ess  considered  
w o rth  w hile to -d a y  is  p ro tec ted , fo s te red  
an d  b u ilt up an d  m ade m uch  b e t te r  by 
i ts  ow n p ec u lia r  fo rm s of co -opera tion  
an d  m u tu a l su p p o rt, i t s  incen tiv e  to  fa ir  
d ea ling  an d  th e  adop tion  of f a ir  m ethods 
an d  p rac tice s  by  its  m em b ers ; th e  p ride  
of i ts  u n ited  ach iev em en ts ; th e  help and  
recogn ition  th a t  th e  asso c ia tio n  idea  
te a c h e s  an d  fa s te n s  on th e  p a r t  of th e  
s tro n g  to w ard  th e  w eak  financia lly  am ong  
its  m em bers.

S uccess is  w ith in  th e  pow er of every  
b usiness  m an . T h e  p a th s  th a t  lead  to  
it, th e  m e an s  of g a in in g  i t  a re  v a ried  
a s  th e  n a tu re s  w hich  seek  it . S uccess 
is  n o t found  to -m o rro w . I t  ex is ts  to 
day , a n d  if you a re  cheerfu l to -d a y , you 
can  be  h ap p y  to -m o rro w , fo r th e  business  
m an , like th e  c a rp e n te r  a n d  m ason , as  
th e y  p roceed  shou ld  app ly  ru les, m e as
u r in g  lines, p lum b an d  com pass an d  o th e r 
tools to  see th a t  h is  w ork  is  co rrec t.

B ro th e r  d ea lers , w e shou ld  a d o p t th e se  
business  ru le s  of k now ing  how  to  con 
d u c t o u r b u sin ess  so  th a t  w e know  th e  
p ro fit on ev e ry  a r t ic le  w e sell over an d  
above th e  co s t of selling , hand ling , 
f re ig h t, etc . I f  w e do th is , w hen  we 
com e to  ta k e  o u r in v e n to ry  a n d  su m  up 
o u r y e a r ’s  bu sin ess , w e w ill find our

ba lance  s h e e t on th e  r ig h t side of our 
ledger.

P re s id e n t: L e t u s  h av e  a  d iscussion  
of th is  sub jec t. I  don’t  believe th e  dea l
e rs  p re se n t a re  a s  b a sh fu l a s  th e  t r a v e l
ing  m en. I  am  go ing  to  p u t th e m  on 
th e ir  honor. You m ay  th in k  th is , is  a  
conven tion  fo r th e  dea lers , b u t i t  is n o t 
fo r dea lers  alone. I t  is  fo r a ll w ho a re  
in te re s ted  in  th e  business . I  am  su re  
th e re  a re  som e d ea le rs  h e re  w ho can  
g ive  u s  som e of th e  needs of th e  b u s i
n ess  a n d  I  sh a ll ta k e  th e  lib e r ty  of 
acco rd in g  th e  sam e  tre a tm e n t  to  th e  
dea le rs  a s  I  d id  to  th e  tra v e le rs . If 
you do n o t sp eak  up, I  w ill call upon 
you, so th o se  w ho v o lu n ta rily  w ill speak  
w ill re n d e r  a  b e t te r  serv ice  th a n  those  
w ho a re  called upon.

M r. B e r tra m : I  don’t  know  of a n y 
th in g  th a t  w e need an y  m ore th a n  good 
ju d g m en t in  m a k in g  our pu rch ases . P u r 
chase  th e  r ig h t k ind  of lines  an d  buy 
r ig h t. H av e  th e  r ig h t  k in d  of salesm en  
an d  h av e  th e  r ig h t k ind  of zeal to  m ake 
success.

M r. S lay to n : T h e  only  th in g  th a t  eve r 
troub led  u s in  o u r a ffa irs  is th e  com 
p e titio n  w e h av e  lo ts  of tim es. T hey  
a re  n o t good b u sin ess  m en—such  m en as  
belong to  th is  A ssociation . T hey  h av e n ’t  
m uch  m oney invested . T hey  a r e  fa rm e r 
ag e n ts . T hey  th in k  if th e y  sell an  
a rtic le  fo r a  dollar, m ore th a n  th e y  give 
fo r it, th e y  have  m ade a  clean  dollar. 
I  know  th a t  is a  fallacy .

E . O. V alen tin e : I  w ould say , so fa r  
a s  co m petition  is concerned, I don’t  buy 
one d o lla r’s w o rth  of goods from  a  house 
w hich  sells to  th e  f a rm e r  ag en t. I  am  
sa tisfied  w ith  th e  tra v e lin g  m en. T hey  
com e a long  a n d  te ll m e w n a t I  ough t 
to  buy an d  how  m uch I o ugh t to  buy, 
an d  I  buy it. I  h av e n ’t  a n y  fa u l t  to  find 
w ith  a n y  of th e se  people w ho sell to  
fa rm e r  ag e n ts . W h en  th e y  com e along  
and  sell to  those  fellow s, I te ll th em  
I don’t  w a n t a n y  of th e  goods, an d  if 
th e y  in s is t upon  m y  b u y ing  I  te ll tn e m  
to  go to  hell.

M r. F a lm er: You know  w h a t th e  old 
say in g  is, w hen  w r itin g  to  th e  trave ling  
m an  th a t  w h a t w e need is  o rders. I  
guess  th a t  is w h a t w e a re  h u s tlin g  for 
a s  m uch  a s  a n y th in g  else. I t  i t  no t an y  
troub le  to  g e t a  b ig  s to ck  of goods on 
han d , b u t you hav e  to  h u s tle  ab o u t n ine  
m o n th s  to  g e t r id  of it. I t  seem s to  m e 
all th e  tim e  w h a t I  need  is  firs t-c lass  
help—help of a b ility  to  sell th e  goods. 
I  don’t  be iieve  in  th e  la s t  fo u r o r five 
y e a rs  I  h av e  h ad  th a t.  I  don ’t  know  of 
a n y  of m y  com p etito rs  w ho have  had  it. 
I  don’t  know  ju s t  w h a t th e  rem edy  is. 
I  believe th a t  I  can  s ta te  th a t  I  pay  
good w ages. To g e t a  good m an  to  s ta y  
w hen  he is to ld  to  do b usiness  is  p re t ty  
h a rd  w ork . I  don’t  know  w h e th e r  o r n o t 
th e  r e s t  of you d ea le rs  have  h ad  th e  
sam e difficulty  o r  no t. T h a t  is  one th in g  
th a t  b o th e rs  m e all th e  tim e.

M r S u tto n : I  w a n t to  m ake a  su g 
g estion  a long  th is  line. I t  m ig h t pos
sib ly  be one of th e  troub les  of th e  d e a l
e r  th a t  he  is  n o t fa m ilia r  w ith  th e  goods 
th a t  he  sells. I  believe th a t  th e  dea le r 
shou ld  be m ore fam ilia r , a s  a  ru le , w ith  
w h a t h e  h as  to  sell. I  believe i t  is  up 
to  th e  tra v e lin g  m an  w ho sells h im  th e  
goods to  te a c h  h im  th e  ta lk in g  po in ts  
of th e  m a ch in ery  th a t  he  sells h im . I t  
is one th in g  to  sell a  d ea le r a  ca rload  
of s tu ff an d  go off an d  leave  h im  and  
a n o th e r  th in g  fo r th e  d ea le r to  p ick  up 
th e  po in ts  an d  go on a n d  sell th e m  to 
h is  cu stom ers . I  th in k  th a t  th e  tr a v e l
ing  m en should  co -o p era te  w ith  th e  
d ea le r in  te a c h in g  h im  th e  po in t and  
in th a t  w ay  enab le  th e  d ea le r to  in 
c rea se  h is  volum e of b usiness  an d  be in 
a  position  to  m ak e  a  m ore s a tis fa c to ry  
se tt le m e n t w h en  th e  y e a r ’s  b u sin ess  is 
over.

A M em ber: T h is  b e ing  th e  firs t tim e 
I  have  a tte n d e d  a n  im p lem en t d ea le rs ' 
conven tion  in  M ichigan, I  a sk  th e  p r iv 
ilege to  say  ju s t  a  few  w ords a long  th e  
line th a t  th e  m em ber h a s  ju s t  s ta r te d . 
H e spoke of th e  d ea le r a s  becom ing b e t
te r  acq u a in te d  w ith  h is  goods and  th e  
g en tlem an  ju s t  p r io r  to  h im  spoke ab o u t 
h av in g  tro u b le  to  g e t help  w ith  an y  
proficiency. M y idea  on th a t  line is th a t  
a n  im p lem en t dea ler, in h ir in g  a  sa le s 
m an  to  rep re se n t liim  in h is  tra d e , should  
p u t th e  m an  he  h ire s  o u t in  h is  p lace 
of b u s in ess  ju s t  a s  th e  m a n u fa c tu re r  pu ts  
a  m an  on th e  road . H e  p u ts  i t  ab s o 
lu te ly  upon h im  to  m ak e  good. If  th e  
tra v e lin g  sa le sm an  goes in to  h is  t e r r i 

to ry  in  M ich igan  o r  a n y  o th e r  p lace and  
fa lls  dow n, th e  chances  a r e  h is  em ploy
m e n t ends  in  a  s h o r t  tim e. I t  o u g h t to  
be so  w ith  th e  dea ler. W hile  he  m ig h t 
no t find i t  o u t a s  soon, because  he has 
no expense 'accoun t,, h e  w ould find i t  out 
sooner o r la te r . I  believe th e  im p lem en t 
d ea le r can  ta k e  th e  a v e ra g e  m an  and  
m ake a  good sa le sm an  o u t of h im .

C. E . S lay to n : In  m y  ow n business, 
w hen  a  m an  com es in  a n d  ta lk s  to  m y 
c lerk s  a n d  he  re p o rts  t h a t  he  w as o f
fe red  a  c e rta in  a r t ic le  a t  such  a  price,
I say . D on’t  ta lk  a b o u t th e  p rice, bu t 
ta lk  a b o u t th e  q u a lity  of yo u r goods an d  
show  him  th e  d ifference betw een  you r 
goods an d  th e  o th e r  fellow ’s goods. D o n 't 
ru n  dow n th e  o th e r  m e n ’s  goods, bu t 
show  h im  th e  po in ts  of ours.

M r. V a len tine : So fa r  a s  th e  p rice  is 
concerned, I  only have  one p rice  on m y 
goods. I t  doesn ’t  m ake a n y  d ifference 
w h a t th e  o th e r  d ea le rs  in  m y to w n  have.
I show  th a t  m y goods a re  b e t te r  goods 
th a n  th e  o th e r  fellow s. I t  w ouldn’t  m ake 
a n y  difference w h e th e r  th e y  a re  o r not, 
b u t I  t r y  to  m ake th e  fa rm e r’s believe 
th a t  th e y  are .

M r. W a te rs : Suppose th e  o th e r  fellow  
cu ts  th e  p rice an d  h a s  g o t th e  sam e 
k ind  of goods you have?

M r. V alen tin e : I  don’t  buy th a t  fe l
low ’s goods. I  buy  som ebody e lse ’s.

M r. W a te r s :  If  you h av e  n o t g o t rid  
of th o se  goods?

M r. V a le n tin e : I  a lw ay s g e t rid  of 
those" goods. I  h av e n ’t  g o t an y  old back  
num bers  in  m y place.

M r. F a lm e r: T a k e  i t  b ack  th ir te e n  
y e a rs  ago w hen  th e  ca n v a sse r  w en t out 
to  sell a  fa rm  im plem ent. H e  took a 
ca ta logue  a n d  show ed th e  m ach ine  in  d e 
ta il. T o -d a y  w e ta k e  M r. S u tto n ’s c a ta 
logue. T o -d ay  th e  ca ta lo g u e  is  only one- 
h a lf  th e  size i t  w as  fo u r  y e a rs  ago, 
a n d  i t  covers fo u r tim es  a s  m a n y  d iffe r
e n t th ings. You have  n o t go t to  exceed 
th re e  deta iled  cu ts. You h av e  g o t to  
d raw  a  p ic tu re  in  th e  d ir t  to  show  w h a t 
it does. I  th in k  w e o u g h t to  have  a  
li ttle  b it  m ore ca ta lo g u e  an d  a  l i t t le  b it 
m ore m oney sp e n t in  th e  ca ta logue . 
M aybe w e w ould com e hom e w ith  an  
o rder. T he  o th e r  w ay  he  h as  g o t to  com e 
hom e an d  snow  th e  m ach in e  befo re  he 
does business .

M r. S u tto n : T h a t  is  a ll r ig h t, b u t w e 
h av e  g o t b e t te r  ca ta lo g u e s  fo r n e x t yea r.

P re s id e n t: W e  have  w ith  u s a  m an  
w ho h a s  h ad  experience  on b o th  sides 
an d  h e  w ill be  ab le  to  te ll u s som e th ings, 
I am  su re , w hich  w ill be a  benefit to  bo th  
sides. I  am  go ing  to  a sk  o u r S’e c re ia ry  
to  te ll u s  th e  needs  of th e  im p lem en t 
business .

S ec re ta ry : You a lw a y s  expect a n y 
th in g  of yo u r S ec re ta ry  an d  I a lw ays 
expect to  do w h a te v e r  I  ca n  to  m ake  th e  
m e e tin g  successfu l. W h a t I  am  go ing  to  
give you is ju s t  a  li ttle  p re m a tu re , b e 
cau se  I  h ad  k ind  of fixed th a t  up as  
a  so r t of a  filler, b u t ina sm u ch  a s  som e 
of i t  com es a long  th e  line  th a t  you 
hav e  been  ta lk in g , I  am  go ing  to  give 
i t  to  you now . I  t r u s t  you w ill a p p re 
c ia te  i t  in  th e  s p ir i t  in  w hich  I  give 
it  to  you. I t  is gospel tru th , a lth o u g h  it 
is given  in  jing le, I w a n t you to  ta k e  i t  
hom e w ith  you. T he  ti t le  is  “ Only a 
D ealer.”

[T h is  poem  w ill a p p e a r  in  th e  T ra d e s 
m an  of n ex t w eek.]

T he conven tion  th e n  ad jo u rn ed  u n til 
9 o’clock W e d n esd ay  m orn ing .

[T he rem a in d e r  of th e  re p o r t  w ill a p 
p ea r in  th e  T ra d esm an  of n e x t w eek .]

Freak advertising may amuse its orig
inators, but common sense advertising 
will sell more goods.

It isn’t worth while trying to weigh 
a stack of hay on fish scales.

Rubber Boots 
For Your Fall Trade

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

Bear Brand

Wales Goodyear
Conneticut
Woonsocket

TH E MAUMEE RUBBER CO.
224-226 Superior St., TOLEDO, OHIO
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High Price Tendency in the Clothing 
Trade.

Paraphrasing a saying much quot
ed some time ago, who’s croaking 
now? In vain during the past fort
night have we sought a merchant or 
manufacturer disgruntled with exist
ing conditions or the outlook. From 
the point of view of the latter, the 
most outstanding fact is the willing
ness of the public to pay prices never 
known heretofore in the realm of 
haberdashery. Shirts selling whole
sale at ten dollars each are being made 
for next spring because there is a de
mand for them. Twenty dollars soft 
hats adorn many a window and are 
not dead stock. Two-piece and com
bination undersuits running to silk 
and silk mixtures and bringing fancy 
prices are finding ready buyers, to
gether with forty dollar suits, six dol
lar shoes, eight dollar day waistcoats, 
dollar half hose, and five dollar crav
ats, in shops that never before, even 
including the halcyon days of Nine
teen Six, dared to carry them.

This is due in large measure, doubt

less, as some retailers have informed 
us, to our persistent advocacy of the 
trading-up policy. Also it must be 
taken to reflect splendid conditions 
of employment, high wages and satis
factory savings. It is particularly not
able coming as it does just at 
a Presidential election. Summer 
clearances were so successful, gener
ally, that “C. Q. D.” calls for autumn 
goods have been numerous, with 
manufacturers in many cases unable 
to comply.

There is wide satisfaction in retail 
realms with the new autumn clothing.

The change in cut and contour is 
sufficiently noticeable to incite buying, 
with jackets shorter and more 
shapely, waistcoats high, trousers 
tighter and straighter. The belted 
overcoat of heavy fabric and in out
spoken patterns has awakened new 
interest. Best of all, our manufac
turers have not contented themselves 
with direct aping of the foreign mod
els in clothing but have eliminated 
many of the objectionable details of 
construction.

Looking toward next season, it is 
apparent that some of the recent ten
dencies in custom clothes will work 
their way into the “ready.” For ex
ample, while jackets will remain 
shapely, they will be somewhat long
er, with deeper roll to the lapels and 
closing with two buttons. Waistcoats 
will not be so high, showing only 
slightly above the jacket opening. 
Trousers will be more roomy, not by 
peg-topping but by less snugness over 
the instep. Equally interesting is the 
reappearance of the novelty details, 
such as narrow cuffs on the sleeves 
of the jacket, bias and patch pockets 
and waistcoats with roll and fancy 
collars. There is danger in this trend. 
Three years ago it went to the ridicul
ous extreme.

Crepe Silk Shirts to the Fore.
If you want to get into real con

tended atmosphere, visit the progress
ive makers of shirts. By progressive 
we mean not only energetic but also 
keen to. modern requirements, which 
decline to accept garments lacking in 
quality, however widely exploited to 
the consumer. The principal develop
ment in shirtdom is the call for silk 
numbers, now far beyond any previous 
record. Crepe silks are in special 
favor.

The New Trend in Collars.
In collars, the cutaway model has 

take immediate hold in popular quar
ters. just as it has done in the shops 
of the upper strata. It doesn’t do, 
either, to swing out a shape directly 
at the meeting point at the top, yet 
the curve must not be so pronounced

as to reveal much of the cravat band. 
In two-for-a-quarter goods this style 
may now be had in heights up to 
two-and-a-quarter inches.

Re-enter the Imperial.
With the wider-spaced collars are 

coming, as predicted, ampler forms 
in cravats. The open-end four-in- 
hand is being made broader at the 
knot. The Ascot has had a decided 
revival in some sections, while the 
old Imperial, .with two wide ends, is 
distinctly the new note in the costlier 
grades. It produces a long knot when 
tied as a four-in-hand, with marked 
spread of the ends below the knot, 
and is also adaptable to the once-over 
adjustment.

Ties have become better property 
with the growing popularity of the 
high-cut waistcoat. They are specially 
favored in rather bold bias stripes of 
contrasting colors. Evening ties of 
grenadine are being shown with very 
striking waistcoats to match. Among 
well-dressed men the preferred formal 
evening tie is of white pique, with 
either rounded ends to harmonize 
with the round-tab wing collar or 
square. The old “shaped” evening tie 
is being sponsored by an exclusive 
Gotham shop. It makes a snug knot 
and the ends spread more noticeable 
fanwise. The informal evening tie 
is either black or with self figures 
or stripes, or black with grey under
shot, sometimes in panel effect. Fring
ed ties of black satin are seen much 
in the company of the black satin 
waistcoat, though they are somewhat 
ultra.—H abardasher.

ForThis Coupon
That’s the proposition.

T h e  m in im u m  profit th at you  m ak e is  $9.93. N o  telling  h o w
much more. Dealers everywhere are enthusiastic over the Richardson Plan.
It brings the women right into your store time and time and again. Here 
is the great new trial offer that we are making in order to introduce 
the Richardson Plan to dealers everywhere.

You Give Away Pillow Tops
That’s all there is to it. W e put up our embroidery outfits in hand
some packages. You give away a pillow top and back absolutely free to
e v e ry  w o m an  w ho  w ill p u rc h a se  s ix  sk e in s  o f  R ic h a rd so n ’s  G ran d  P rize  G recian  S ilk  F lo ss  
a n d  a  d ia g ram  le s s o n  a f  the regular reta il price o f  2 5 c . T h e  p illow  to p s  a re  m ade  of 
p u re  linen Russian Crash. N o w o n d e r  e v e ry  w o m an  w a n ts  one . A nd  e v e ry  tim e  y o u  
g iv e  aw a y  a  p illow  to p  y o u  h a v e  m a d e  a  n e w  cu sto m er.

The Richardson Plan
Here is where the plan makes new customers for you. Each woman must
h a v e  te n  o r tw e lv e  ad d itio n a l sk e in s  o f  s ilk  to  fin ish  h e r  p illow . A lso  cord , ruffles, frin g e  a n d  o th e r 
accesso ries . S h e  w ill com e to  y o u r  s to re  tw o , th re e , fo u r a n d  o ften  five  tim es  to  b u y  floss a n d  e v e ry  
tim e s h e  w ill b u y  so m e  o th e r  goods, too . You m ake her a  new custom er in no tim e.

Send the $9*93 Coupon MWT* ff " ■ ■ $9.93 coupon ■ ■ ■S.-lb r « « .  T W »  * > > n e  ?oa Ada™ , s tree t, cm«
Just notice the coupon. W e have selected here an especially at
tra c tiv e  o rd e r  fo r y o u . J u s t  fill o u t th e  co u p o n  a n d  m a il i t  to  u s  today . I t 
m e a n s  $9.93 a s  a  m in im u m  profit. N o  te llin g  how  m a n y  n e w  c u s to m e rs  you  
w ill m ak e  from  i t .  W e  h a v e  p u t to g e th e r  th e se  spec ia l o u tfi ts  in  o rd er to  
p ro v e  to  y o u  how  rem ark a b ly  su ccess fu l o u r  p la n  rea lly  is . F ill o u t th e  
$9.93 co u p o n . G e t th e  o u tfits . I f  th ey  are no t a ll and  more than you  
expec t, send  them  back to  us, express collect. T h a t ’s  o u r  p roposition .
Y ou  ta k e  n o  risk . F il l  o u t  th e  $9.93 co u p o n  now .

«■ Broadway, 
New York

Richardson Silk Company "
308-309 West Adams St. I  

Dept. 7308 Chicago

Gentlemen : Please ship a t once v i a _______________________________
your Special A ssortm ent in accordance with your Introductory Offer as below:

COST SELL PROFIT
1 A rt Needlework Catalog, containing 500 designs FR EE 
1 Newspaper Electrotype No. 7091 FR EE
3 Dozen Pillow O utfits a t $2.25 $ 6.75 $ 9.00 $2.25
1 Counter Carton, containg 16 ounces R ichardson’s

Grand Prize W ash Em broidery Silk 12.80 20.48 7.68
500 Notion Bags, (for counter distribution) .35____________

Total $19.90 $29.48 $9.93
If everything is not as represented, the above order may be returned a t your 

expense and we will receive full credit.

N a m e ___

Address.
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Window Display of Dolls for Christ
mas.

In building the doll window, the 
following will fix you out in good 
shape:

Merchandise.
About $20 worth of dolls ranging in 

price from 10 cents to $1.00 and up.
Fixtures.

Five rolls of white crepe paper.

Next, tack seven wire doll hangers 
to the background at each end—four
teen in all. If your window has glass 
at one end of course you will need 
only seven of the hangers.

This completes the background 
plan. Incidentally, most of the work 
in building the display is put out of 
the way also.

Center Unit Comes First.
The next thing is to cover all the

Photograph of Window Trim.

Five wooden boxes.
Thirty-seven wire doll hangers. 
One large hoop.
Three Christmas bells.
Some tinsel cord.
Pins.
Three rolls red crepe paper. 
Two pasteboard boxes.
Five short boards.
Two small hoops.
Some holly leaves.
Nails.
Plenty of price tickets.

The first thing in making this dis
play is to cover the background with 
white crepe paper. Then make a 
border of red crepe paper as shown 
by the drawing. Cover one large hoop 
or two small ones with white crepe 
paper or tissue paper. Nail them to 
the background, the larger one in the 
center.

Run a line of holly leaves around 
the hoops, and to the top of each hang 
a red paper Christmas bell. Drape 
three strands of tinsel cord loosely 
over the hoops.

boxes with red crepe paper. The 
relative dimensions of these will be 
seen in the drawing. The positions 
they should occupy in the window 
also are shown. Arrange them thus, 
and then we can put in the dolls.

Fix the center unit first. The feat
ure of this is a big doll on the top— 
the biggest and most expensive in the 
lot. Use a doll stand and a paste
board box to keep this doll in place. 
If you have none of the stands you 
can make some by attaching some of 
the hangers to blocks of wood.

These hangers are inexpensive, by 
the way—about 15 cents a dozen. You 
can make them out of wire if you want 
to. There is nothing much to a doll 
hanger.

Easy to Build, but Follow Details.
The arrangement of the other dolls 

on the center unit, by means of hang
ers and stands is shown in the photo
graph and drawing. We advise you 
to use the same kind of dolls as we 
have, as nearly as possible. The plan 
was carefully studied out so as to 
cause the various makes of dolls and

teddy bears to present as harmonious 
an appearance as possible.

The left unit consists of two boxes 
and two boards. The center piece 
is a doll in a box with a smaller one 
in a stand on each side. Pin a box 
of 10-cent dolls to the board in front.

On top of the lower box and board 
should be three dressed dolls and two 
teddies. Standing against the box 
should be three large undressed dolls.

Remember the Price Tickets.
The arrangement is the same for 

the large right unit.
Before beginning the floor plan see 

that plenty of price tickets are in 
place. Every doll in the window 
should have a card on it telling how 
much it can be bought for.

The arrangement of the floor plan 
is so apparent in the picture that it 
is useless to take up space in telling 
about it.

Proper Color Effects.
In all Christmas displays, window 

or interior, proper attention should 
be devoted to combining colors in the 
most effective manner. The colors 
should be of the warm, friendly type 
best suited to fall and winter. Let 
red,, bright yellow and orange be 
among those predominating.

Let the colors be blended in har
mony. Botchy effects in colors will 
spoil what might otherwise be a good 
window. The object of window trim
ming is to sell goods, and the object 
of proper color combinations is to 
make the people see the beauties of 
the merchandise at their best.

An attractive display for the sake 
of giving the people something good 
to look at is not the object of good 
window trimming. You want the peo-

and if the whole display is blended 
properly its effect will be compelling.

Good Christmas color effects can be 
worked out in crepe paper as follows: 

White and green.
Red and white.
Light yellow, dark yellow and white. 

—Butler Way.

Thanksgiving day is the time for 
annual stock taking of your life and 
character assets. It is a good oppor
tunity for sitting down and looking 
yourself square in the face. Scru
tinize what you are, what you have 
done and where you are going 
as carefully as if you were taking 
account of your business. Appeal to 
your reason. If you think you might 
be in a more satisfactory condition with 
more favorable circumstances surround
ing you, be honest with yourself and 
determine how much of the shortcom
ing is your own fault. If you find 
yourself blameless, be thankful for that, 
for you are to be congratulated. The 
man who does not make mistakes has 
yet to be born, but the man who might 
do better than he has done is in all of 
us. If there were a perfect man he 
would be very lonely, in a class all by 
himself. It is not expected that you 
will be that person, but you should be 
grateful for all the good things that 
have come to you, and you will be much 
happier for it. Sometimes our deepest 
humiliations are our greatest blessings. 
They come to keep us from getting in 
the wrong track. If we were success
ful in all our attempts it would be a 
sure sign that we were going astray 
somewhere, for our judgment is not 
so accurate as to justify all that we do. 
Looking back we may see that some of

pie to buy. If the window can at
tract them so they will do this, you 
will have gained your object. In this 
latter case they may not notice the 
excellent color combination. But if 
you have the wrong colors the chances 
are very much against the people 
being attracted by the merchandise 
to the buying point.

Most people—particularly the wom
en—prefer the brighter hues. Christ
mas merchandise in itself is bright,

our fair hopes which turned to dis
appointment would have been ultimate 
troubles if we had been allowed to go 
our own way without hindrance. We 
might have gotten in too deep. Or our 
hindsight may show us that we have 
failed in some undertaking because we 
were not energetic enough. Let us 
be thankful that we have an oppor
tunity to retrieve our fortunes. Be glad 
you are living, and go forward to make 
your life a better one.



50 Per Cent
is your profit on the cost price of these assort
ments.

And the goods w ill sell. Every item was 
picked by a retail expert whose “know how” de
veloped behind the counter.

It’s not too late to get a stock of holiday 
money-makers.

Merely specify which of the three you want 
and we’ll send you at once an expert-chosen assort
ment, picked wholly from merchandise that re
tailers’ orders have already stamped as the best
sellers for 1912.

The eleventh hour is here and this is oppor
tun ity’s last knock.

Which of these assortments do you want?
$ 50.00

Asst, of 5 and 10 cent Goods 
Comprising 29 doz. items to retail at 5 cents and 48 doz. at 
10 cents. Total 77 doz.

$ 75.00
Asst, of 5,10 and 25 cent Goods 

Comprising 36 doz. items to retail at 5 cents; 47 doz. at 10 
cents and ll>a doz. at 25 cents. Total 94̂ 4 doz.

$ 100.00
Asst, of 5, 10, 25, 50c and $1.00 Goods 

Comprising 25 doz. items to retail at 5 cents; 30 doz. at 10 
cents, 11 doz. at 25 cents, 5 doz. at 50 cents and 3 doz. at 
$1.00, In all 74 doz.

Butler Brothers
E xclusive W holesalers of General Merchandise 
Chicago N ew  York St. Louis Minneapolis Dallas
Sample Houses: Baltimore. Cincinnati. Kansas City. Milwaukee. Omaha 

San Francisco. Seattle. Philadelphia.
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The King Bird of the Feast. 
W ritte n  for the T rad esm an .

Ever since the days of the Pilgrims 
the annual feast of turkey at Thanks
giving gradually increased to the Yule- 
tide season, has been a source of pride 
to the New Englander and finally ex
tended to all well-to-do American homes. 
Of late the high prices prevailing have 
forced many to substitute a cheaper 
meat and the turkey is far beyond the 
reach of many homes.

It may be wondered, taking into con
sideration the exorbitant rates demanded 
during the past few years, that all farm
ers do not make a specialty of turkey 
raising and thus find the “get rich 
quick” road; while it is a fact that 
though chickens are regarded as a neces
sity on the farm, with ducks, geese, and 
guineas as frequent adjuncts, compara
tively few make a practice of rearing the 
noblest of all domesticated birds.

Though there is no danger of the 
turkey becoming a drug upon the mar
ket, there are several reasons why the 
farmer looks upon the business with 
doubt. There are ups and down in all 
branches of the poultry department— 
more in this particular one—and those 
most familiar with the details are. aware 
that they are courting risk and disap
pointment along with the work. In some 
instances the birds may be said almost 
to rear themselves, but as often the 
work is attended with much care, even 
though it prove profitable in the end.

A recent drawback is the prevalence 
in many regions of the disease called 
blackhead, which often proves fatal to 
entire flocks during the first few weeks 
of their life. Though a disease of the 
liver and intestines, due to a minute 
parasite, the most noticeable symptom 
gives rise to its common name. Pre
vention is the best cure thus far found, 
and to this end those where the disease 
has appeared are advised by experts to 
quit the business, at least for a time. 
Thus is is that Rhode Island is no longer 
the great turkey growing state, and that 
the center of the present supply must 
now be sought in the West.

Another feature'which renders it un
desirable to the small farmer is the 
tendency to ramble. The Bronze variety, 
the largest and most popular with both 
producer and consumer is especially sus
ceptible to this failing. Originally a 
cross between the common black turkey 
and the wild Mexican turkey, the char
acteristics in disposition of the latter 
cling as closely as do its immense form 
and sturdy nature. Only those having 
a wide range can satisfy this bird, which 
looks with disdain upon a turkey house, 
preferring to roost in a tree, and delights 
in picking its living among the woods 
and fields, even though it becomes a 
trespasser. Certain it is that there is

no surer breeder of contention in a 
neighborhood than a band of wondering 
turkeys.

The rambling propensity may be, in 
many instances, controlled by careful 
watching on the start. One woman of 
our acquaintance carefully drives her 
flock of poults with the mother to the 
farther side of the farm every morning, 
leaving them to feast among the insects 
in a clover field, and as carefully goes 
for them at night, rewarding the home 
trip with a liberal feeding. Of course, 
it is work, but not so much as to feel 
that they are annoying a neighbor’s grain 
field or mingling with some other flock 
and thus laying the foundation for a 
future quarrel.

If all parties are strictly honest, home
made legbands of some strong cloth like 
denim or ticking are adopted, each party 
having his own color as a badge of 
ownership, but if some one happens to 
be more greedy than honest there may 
be juggling with this evidence. The man 
who always claims “his number,” despite 
the inroads which mink and hawk may 
have made during the summer, spoils 
the profits of those who wish to be hon
est. It is safe to say that, barring poor 
fences, no other source can more quickly 
stir up a brisk neighborhood quarrel 
than two or more flocks of rambling 
turkeys, especially if they chance to be 
of the same breed, in which case thej 
have the same colors and markings.

Some, to dispel the roving nature, 
mate a Bronze Tom with a White Hol
land hen, claiming thereby to get the 
large size of the former with the more 
domestic proclivities of the latter. As 
is usually the case in poultry crossing 
save among experts, there are disap
pointments quite overbalancing any good 
results.

The hen commences to lay early in 
spring, often before the snow is gone, 
from one to two dozen eggs being laid 
before there is an inclination to sit. If 
she is then broken up and the eggs given 
to chicken hens, she will soon commence 
laying again. The second clutch is usu
ally left in her care and she may even 
rear a third during the season.

Though ever so tame, when assuming 
maternal duties she suddenly regards 
her owner as an avowed enemy. The 
secretive nature becomes as forceful as 
in the wild bird. When going to the 
nest she will quietly slip away from the 
flock, eating as she slowly walks, and 
always moving in the most indifferent 
mpnner. Her mate joins her in the ruse, 
strutting with more than usual anima
tion, as if to direct personal attention 
entirely to himself, but uttering his 
warning “gobble” if he sees any at
tempts to watch her movements. He
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will very quickly detect the least out
ward evidence of this.

If a thicket or brush land is near, she 
usually prefers this. More than once 
we have followed her for hours and over 
many rods of ground; have seen her, 
when convinced that she was pursued, 
creep into some brush and settle down 
as if her nest were there, and again 
creep on as stealthiy when she believed 
that we had returned satisfied, deceived 
by the little ruse. As each egg when de
posited is carefully covered by leaves or 
straw, placed one at a time with her 
bill, it is useless to hope to find the 
nest except through her presence.

One particularly provoking bird led 
the entire family in turn on a hopeless 
quest, taking them regularly the rounds 
of a large piece of newly cleared land 
on which the brush still remained, yet 
always managing to lose herself before 
the detour was completed. Each was 
confident that the nest was in that field, 
but the exact spot none could locate. 
If they followed too closely she halted 
or re-traced her steps. If they main
tained a respectful distance, she pro- 
vokingly disappeared in spite of their 
best efforts. .Yet when the nest was 
accidentally found, just as she was about 
to hatch, it proved to be under a low 
branched evergreen in the yard. The 
long circuitous route was only a suc
cessful device to elude her arch-enemy!

The eggs are much larger than those 
of the hen, chalky white, more or less 
blotched with chocolate. As they are 
easily chilled, and a number of wild 
things find in them a choice morsel, the 
importance of daily gathering is appar
ent. They require careful handling, a 
rude jar destroying the germ as surely 
as will extremes of heat or cold.

While the incubator has been used 
with fairly good success, artificial con
ditions in rearing are less fortunate. 
Even the chicken hen does not under
stand the nature of the poults like their 
turkey mother. She fusses and bustles 
about too much, and if allowed free 
range she will run until the poults are 
exhausted. If kept in confinement, they 
suffer even more. The turkey mother 
is slow and deliberate in all her move
ments and seems to know intuitively just 
when her wards need rest. She leads 
them by easy steps into the fields where 
insect life abounds and they thrive bet
ter upon this than any other food.

If the first clutch is given to hens, 
the turkey will furnish more eggs during 
the season than if allowed to follow 
her own inclination. It requires a very 
large hen to cover more than six or 
seven eggs, although the turkey mother 
will manage twice this number success
fully. Incubation lasts four weeks and 
the poults are more helpless and more 
stupid than chicks at the start. They 
are correspondingly more tender and 
the utmost caution is necessary that 
they receive no chill. Dewy grass or an 
unexpected shower prove fatal in the 
early days. They bear confinement 
poorly, even in infant days. Free range 
is a necessity, y 1 it must be given by 
easy stages and under favorable condi
tions.

For the first few days dry bread 
crumbs, grit and water constitute the 
bill of fare. Later, cottage cheese pro
duces excellent results, with chopped 
dandelion or onion leaves for a tonic.

Soon they can manage wheat. By the 
time they are “shooting the red” or 
getting the promise of a comb there 
are enough insects in the fields to prac
tically keep them, the careful grower 
giving a liberal feed at night solely to 
induce them to come home to roost; for 
having once firmly acquired the habit 
of staying away nights, they become 
almost as useless to the owner as so 
many wild turkeys.

As the summer advances they are of 
material advantage to the farmer in 
keeping the grasshoppers at bay. Later 
the grain fields are carefully gleaned and 
waste seeds of all kinds converted into 
the choicest of flesh at practically no 
cost' and often some gain to the owner.

Turkeys never fight like cocks, but 
in the fall, when the gobblers have 
reached the “smart age,” a favorite cus
tom is to single out one a trifle smaller, 
follow it closely, sounding perpetually 
the most aggravating taunt, frequently 
seizing the head of the victim. So 
violent do these attacks sometimes be
come that human intervention is neces
sary. The hen is a quiet bird, her call 
of “turk, turk” or, when in danger, a 
succession of sharp “quit, quit,” being 
her only vocal attainments. When dis
turbed at nesting time, she strives to 
drive away the intruder by a snake-like 
hiss; failing in this, the danger “quit” 
is given.

The male is conspicuous for his large 
facial adjournment, bright red in health 
and rapidly changing to a livid purple 
in anger. The tail feathers are erected 
into a wheel at-will, aptly characterized 
by an observing child as a “covered 
buggy.” He is easily enraged, as the 
little one with the red cloak has more 
than once found out to its sorrow. In 
many instances he is a mere bully, 
speedily put to rout when convinced that 
all his fine strutting and talk make no 
impression upon your courage.

The origin of the name is uncertain. 
Some suppose it to have come from 
the name of the country once errone
ously supposed to have been its original 
home. Its American origin, however, 
is now unquestioned and it was prob
ably reared by the Indians before the 
days of Columbus. Another theory for 
the name is founded on its well-known 
call; and it is not unreasonable to be
lieve that like the whip-poor-will, Bob 
White, killdeer, chickadee and several 
other well known birds it really named 
itself. Bessie L. Putnam.

Goats Used as Fire Preventers.
California forest fire fighters have 

hit on a practical idea to prevent the 
spread of conflagrations. In their 
primeval forests when a fire has once 
started it is liable to devastate enor
mous tracts of country, and so the 
fire fighters make huge clearings—or 
breaks, as they are locally termed— 
on the possible line of fires. These 
breaks, which are fifty feet wide or 
so, according to the height of the 
forests, are, however, rapidly filled 
with new vegetation, and so to keep 
it from destroying the usefulness of 
the fire breaks, thousands of goats 
are being pastured free of charge by 
the Government in order to keep down 
the growth of weeds and brush. Goats 
will perform this service while pick
ing up a living, thus saving the forest

service much money every year, which 
would otherwise go to gangs of men 
armed with hoes and other weed ex
terminators. Such small growths are 
a serious menace in case of forest 
fires, as during the dry season they 
will carry the flames right across the 
barrier designed to check them, and 
then no one knows what will happen.

R ea & W itzig
PRODUCE
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prompt returns.
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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.

GRAND RAPIDS BROOM CO.
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Potato Bags
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ROY BAKER
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— ESTABLISHED 1876 -
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Call or write



18 M I C H I G A N  T R A D E S M A N N ovem ber 27, 1912

Shoe Store Advertising Logical Out
growth of Competition.

Newspaper copy is expected to 
bring people into the store. It creates 
actual sales in very few instances. In 
considering- newspaper or any kind 
of advertising one must consider if 
his field has any greater responsibili
ties for securing business. You must 
consider if you can reasonably expect 
to get more business by using news
papers. Do your present prices of 
merchandise permit of this expendi
ture? When you see a man well 
dressed you will perhaps unconscious
ly say to yourself that such a man is 
a walking advertisement for his tailor. 
Likewise a man or woman wearing a 
good looking pair of shoes should 
be a good advertisement for your 
store.

Different Mediums of Advertising.
Newspapers are only one means of 

advertising and they cannot be used 
by the smaller, or outside, dealers 
for obvious reasons. But there are 
your windows, your show cases, your 
letterheads and envelopes, also your 
bill heads, different forms of litera
ture which may be sent out by mail 
or distributed by hand, street car 
cards, and so on.

John Wanamaker uses every car in 
New York city every day, and each 
day his car advertising is changed 
and bears a date line, just the same 
as a newspaper has its reading chang
ed daily. You may call attention to 
your merchandise through small signs, 
bill boards, electric signs and so on.

Put News in Newspaper Copy.
In most minds the subject of ad

vertising deals with newspaper adver
tising. The newspapers are published 
so frequently that a merchant is per
mitted to make his announcements 
frequently, a sort of a rapid fire ad
vertising, ranging from a few lines 
to entire pages. The fact that a news
paper is filled with news, and that its 
primary object is to disseminate news 
naturally suggests that you insert 
news in your advertisements. Some 
merchants who use newspapers and 
who do not get returns in -two or 
three days, feel that they have sus
tained a loss or condemn newspaper 
advertising as worthless.

For some dealers newspapers are not 
desirable but to all the windows are ac
cessible. If I were a merchant and I 
had to choose between newspaper and 
window advertising I would pick out 
the window. A window display shows 
the actual goods just where they are 
on sale. They are there when the 
person looking in the window may 
step in and buy. There is not the 
difference in time that must be reck
oned with in newpapers advertising.

The goods and the possible purchaser 
are on the spot together and the win
dow makes many sales.

Results from window displays are 
immediate. The question, then, is 
how to best use the window. Some 
believe in putting a great deal of mer
chandise on display—some very little. 
A change of trim, at least once a 
week, or oftener if possible, say every 
two or three days, is desirable. Some 
color scheme should be used in every 
window. There should not be too 
great a variety of shoes.

Two Kinds of Window Displays.
There are two kinds of window dis

plays. One is the sensational, or bar
gain, window trim. This appeals to 
the sense of economy. In this win
dow the appeal is based on the price 
of the goods displayed. It’s object 
is either to get rid of undesirable 
goods, or to try to influence passers- 
by to become customers, and to bring 
them into the store, where you have 
a chance to sell them goods at a pro
fit.

Then there is the aesthetic trim, 
which has as its object the selling of 
goods without regard to price. That 
sort of a window will illustrate best 
the character of your store and of 
your merchandise. Price cards are de
sirable and helpful in the window as 
a rule, but in a window of the latter 
kind it is not necessary to mention 
prices, because the people to whom 
such a display will appeal totally dis
regard prices.

Advertising by Store Service.
A good merchant will advertise his 

business by rendering store service, 
a feature as important to-day as any
thing in business. It supplements 
every other form of advertising. Store 
service can be developed only through 
years of experience. It has principally 
to do with courtesy, on the part of 
the proprietor and the salespeople, 
with skilled salesmanship and deals 
with the question of accurate and 
prompt delivery service. In choosing 
the way to advertise you should select 
a method the cost of which will in 
the quickest time produce the largest 
returns.

Advertising is Education.
Published advertisements should be 

educational. They should disseminate 
information. A published advertise
ment should be an invitation to buy 
goods. Then there is a sentimental 
side to published advertising. Illus
trations are helpful and may suggest 
sentiment favorable to the advertiser. 
I have heard of a shoe dealer who 
watches the published list of births 
and who sends a pair of baby soft 
soles to every child born in his town.

Newspaper advertisements should

be attractive and fairly complete. They 
should not be too verbose, but com
prehensive. You will recall that at 
the dedication of the Gettysburg Na
tional cemetery Edward Everett spoke 
for two hours and was followed by 
Lincoln, who paid his tribute in a

Send Us That Wales Goodyear
(Bear Brand) Order Now

So you will not be disappointed when the real 
downright rubber weather comes.

You'll get the weather all right, so don't let it catch you 
trying to make out an order and wait on trade at the same

fime- if y0U are nof now handling this line,

you are not giving your customers all they 
are entitled to for their money. The BEAR  
BRAND are and have for years been the 
standard of quality everywhere.

Order now, we can ship at once, but a day delay may 
mean the loss of many sales.

Mfgs. Bertsch and HEROLD-BERTSCH SHOE CO. (Distributors)
H. B. Hard Pan
Shoes for Men Grand Rapids, Mich.

Our No .  314

Use Tradesman Coupons
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speech but three minutes in length. 
Everett declared that Lincoln caught 
more of the spirit in three minutes 
than he did in two hours.

True Test of Advertising
What is the test of advertising? 

The advertisement should please. It 
should satisfy. It should win the con
fidence of the reader. First, then, is 
it true? Every advertisement should 
stand the test of truth. You should 
cut out anything “smart.” It hurts. 
It should be clean and informative. 
Are your advertisements sufficiently 
informative? Some stop too short. 
Is your advertisement newsy? Every 
advertisement should! have an ele
ment of news in it just as a newspaper 
item has the news element. Publish
ers of large newspapers employ men 
to write attractive headlines. Are 
your catch lines catchy? The catch 
phrase has a wonderful force in ad
vertising. You can all finish out such 
catch phrases as “The beer that— 
“If it isn’t an Eastman— “The 
smile— “The home of—;”

Copy should be changed and never 
repeated. Despite this there should 
be something uniform about every ad
vertisement to distinguish it from 
other advertisements in the newspa
per, either by type, panels, location 
of pictures, or by using a peculiar 
border.

Use the Trade Journals.
The shoe trade journals can be used 

primarily for information on styles 
and methods in the shoe business and 
many of the articles we read may be 
used to great advantage in connection 
with your advertising and dealings 
with customers.

Some people look for returns from 
advertising altogether too soon. You 
can’t get your money back the first 
week, or the first month. A couple 
of years can be expected to pass be
fore real, tangible returns may be 
expected.

What Should be the Expenditure.
The expenditure for advertising de

pends altogether on circumstances. In 
some instances 2J  ̂ to 3 per cent, of 
the gross sales is thought about right. 
Some large advertisers spend 5 per 
cent, of their gross sales, while others 
spend more.

Who pays for the advertising? Does 
advertising pay for the advertising, 
or does the consumer pay for it? 
There are two or three ways to look 
at it. It is a matter of arithmetical 
calculation. Some may contend that 
advertising is an asset. Personally, 
I prefer to regard it as a store ex
pense. Does it raise prices? If a 
merchant pays $10 a day rent and 
sells ten pairs of shoes, it means that 
he must add $1 to the price of each 
shoe to meet his rent. If he sells 
100 pairs a day by reason of adver
tising and the advertising costs $10, 
he reduces the selling cost and must 
add but 25 cents a pair.

O. K. Johnson.

Proposed Amendment Is Not Class 
Legislation.

Traverse City, Nov. 25—I have read 
with interest the comment of Brother 
Ura Donald Laird, of Marquette, in 
the Nov. 20 issue of the Tradesman, 
relative to the proposed legislation

regarding the election laws. From his 
remarks, I am forced to the conclu
sion that he made a very superficial 
reading of the circular in question, 
as the heading stated plainly, “Of par
ticular interest to commercial travel
ers and others whose business might 
take them away from home on elec
tion day.” As a matter of fact, the 
commercial traveler is the smallest 
factor, in point of numbers, that this 
law would effect. By far the largest 
number, as a class, that this proposed 
law would benefit would be the rail
road employes; then come about 10,-
000 legal student voters in our schools 
and universities; the vessel men and 
tug men and, besides, thousands of 
other individual cases. It surely is 
not a case of class legislation, as cir
cumstances might so develop with any 
voter that he might wish to avail him
self of this much of his right of fran
chise rather than return to his home 
to cast his ballot in full.

Again, he is wrong in stating that 
this would have to apply to all citi
zens of the United States. If he had 
said all citizens of Michigan, he would 
have been correct, for it is a matter 
for the states to settle individually 
as they now settle matters relative 
to carrying out the election laws. No 
citizen from another state would have 
any more right to demand a so-called 
short ballot in Michigan than he has 
now to go into a voting precinct and 
vote.

I have recently learned that in Min
nesota they have some such law, but
1 am not familiar with its detailed 
workings. Also in Kansas they have 
some law that permits a voter to mail 
in his ballot, providing he is a legal 
voter of the State and is away from 
home on election day. I would re
spectfully ask Brother Laird how he 
reconciles his statement as “applying 
to all citizens of the United States,” 
with these two cases. No, those are 
matters that apply to the individual 
states. Under this proposed law, as out
lined, no non-resident could get a cer
tificate as the election board or what
ever authority issued the certificate 
would have to be satisfied that the 
applicant is entitled to vote just ex
actly in the same manner that the 
election board now has to be satisfied 
that a voter is entitled to a regular 
ballot when he demands of the elec
tion board in his voting precinct a 
ballot.

I have had so many favorable com
ments on this move from prominent 
men throughout the State that I am 
forced to the conclusion that Brother 
Laird is “seeing things” when he 
raises so many objections, but fails 
to point out any specific one. His 
comment reminds me of one who has 
hastily read something and who hasti
ly criticises same, without giving the 
matter any thought or study.

I welcome criticism, but come 
across with your objections in the 
concrete, without condemning the 
whole subject in the abstract by mere
ly expressing a hasty adverse opinion.

W. A. White.
Chairman Legislative Committee, 

No. 361.
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Write for prices, or let us send you sample pairs.
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1 WOMANSiWORED
L i d ,  *  .

Can Women Achieve a Dual Per
sonality.

When you look clown into the face 
of a baby girl, if you are a thoughtful 
and observant person with a heart for 
the sorrows of your kind, a feeling 
of sadness steals over you as you 
think of the years crammed with ex
periences of various kinds that in all 
likelihood stretch before her. For 
you know she will run up against 
things for which she is wholly un
prepared, conditions she is utterly un
able to cope with.

“Can’t she be trained and fitted so 
that she will be ready to meet what
ever is likely to befall her?” I hear 
someone hopefully enquire.

I wish I were able to say that she 
can be so trained and fitted that she 
will be ready for anything, for I like 
to be optimistic and I have at least 
is much faith in the educational pro
cesses as the results they are able 
o show will justify. But candor, 
vhich is the polite name for a proper 

regard for cold facts, compels me to 
take the other side of the question

and state that you can’t do much in 
training and fitting the little mite for 
things she doesn’t like and for which 
she has no natural aptitude. You can 
develop what is born in her, but it is 
next to impossible to implant a talent.

Let me take some illustrations:
Mrs. Arbell has just recently lost 

her husband. All they owned in the 
world, beyond their household goods 
and personal effects, is tied up in a 
stock of china, glassware, light hard
ware, notions, and five and ten-cent 
goods. It is a nice clean stock, well 
located in a thriving town, and Mr. 
Arbell, in spite of his wretched health, 
always had a good business. In all 
logic the thing for her to do would 
be to go on with their store—that is, 
if she were the sort of person who 
could do it.

During all the ten years they have 
been here, she has helped her hus
band, more or less, but she always has 
regarded staying in the store as a 
punishment. Simple as this sort of 
a business is, she has failed utterly 
to get any grasp of it. She does not

know how to order goods or check 
up an invoice or pay a bill. She does 
not want to know.

For three years, at least, she has 
realized—everybody has realized—that 
it was only a matter of time with 
her husband, and why in the name of 
reason and common sense hasn’t she 
gotten hold of that business? Simply 
because she is one of the kind of 
women who are by nature hopelessly 
domestic. It isn’t the lack of business 
training that ails her. A woman with 
the right kind of a man could get 
hold of it all in three months—in 
three weeks maybe.

But Mrs. Arbell can see nothing 
beautiful and nothing interesting in 
a business transaction. She would 
rather experiment with a new recipe 
for making a catsup or a marmalade 
than to count gold pieces. She wants 
to dispose of the stock of goods, in
deed she is now offering it at a heavy 
reduction from cost value, and then 
she plans to keep boarders.

It is of no use to talk to her and 
try to show her that she is turning 
down a far better proposition than 
keeping a few boarders. It simply 
isn’t in her to conduct the store. She 
would be likely to make a failure if 
she attempted it. An even sadder 
phase of the matter is that she lacks 
the financial abilty to keep boarders 
with profit.

Let us now take another illustra
tion: Here is Mrs. Haskell who has 
business ability to burn. She has no 
need of it and it really is a damage 
to her and to her husband and to the

little Haskells, of which last there 
are three. Mr. Haskell is making 
money and he would be happier and 
more contented and it would be better 
in every way if Mrs. Haskell could 
devote herself to making a pleasant 
home and training the children.

She means all right and intends to 
do her duty, but she just naturally 
hates to cook and wash dishes. Re
cipes for marmalade and catsup pos
sess no interest for her. She cannot 
abide fancy work or any of the little 
things with which many women oc
cupy their spare moments. The one 
thing that Mrs. Haskell really enjoys 
is making money. When she isn’t 
right at it she is studying how to do 
it.

For a time she managed a business 
for a man who had to go East on a 
prolonged trip to dispose of some 
interests there. She proved a very 
capable manager and the business 
flourished exceedingly in her hands, 
but her family had to take their meals 
out and she found it very hard to 
give much attention to their morals 
and health and wardrobes. The busi
ness took the cream of her energies. 
So when the man got back and took 
charge of things himself, Mr. Haskell 
and the little Haskells were very hap
py because mamma could be home 
again.

For a whole year Mrs. Haskell 
walked the path of domesticity, but 
not always contentedly. She was like 
a horse that, while trotting along in 
the beaten track of the roadway, is 
all the time watching to see if there

T h e  Karo D em and is Increasing
E v e ryw h e re

Karo sales are jum ping. Effective advertising in the magazines, 
newspapers, bill-boards and street cars is proving a pow erful sales maker. 
It is influencing m illions o f housew ives to  use m ore Karo than ever— 
great food value of Karo, its purity, its nourishm ent, the energy it supplies 
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may not be some good browsing at 
the sides,

When a year had passed she saw a 
chance which she considered alto
gether too good to let go by. She 
bought out a stock of dry goods (at 
a bargain price, it must be acknowl
edged) and put in a friend of hers, 
a teacher who had worn out in her 
profession and needed a change, to 
run it. But soon it became evident 
that the teacher lacked business cap
ability, so in order to save her in
vestment and make the thing pan out 
properly, Mrs. Haskell felt compelled 
to take hold of it herself. The busi
ness began to pick up at once and it 
has increased right along, but her 
home work is neglected.

Under present conditions a woman 
needs business capacity when she 
needs it, but she ought also to be able 
to put it completely away from her, 
to be summoned only when occasion 
demands. The trouble is that almost 
every woman is a born specialist and 
is bound to work in her own line 
regardless.

But there is no such thing as con
trolling circumstances so that each 
sister can work at her specialty and 
not be required to do anything else. 
The one of domestic tastes may never 
succeed in drawing anything at all in 
the matrimonial lottery and may have 
to get out and hustle all her days, 
when she would far rather be plan
ning appetizing little meals or making 
pretty dresses for children. Or, if 
this kind of woman marries, she is 
just as liable to lose her husband or 
that he become sick or incapacitated

and she be obliged to put her shoul
ders to the wheel, as is the kind of 
woman who has a natural hankering 
for “doing things.”

On the other hand, the woman of 
the most thoroughgoing business pro
clivities is almost sure to take unto 
herself a husband at some stage or 
other of her career and have children, 
even though wifely and maternal du
ties must in the very nature of things 
conflict seriously with business activ
ities.

You can’t guarantee to the woman 
of domestic tastes a sheltered life— 
not always. You can’t keep the busi
ness woman out of domestic life, nor 
make her happy and contented in it. 
There seems to be needed a type of 
woman embodying both sets of ten
dencies and able to put one or the 
other out of sight and mind entirely, 
as occasion may demand. For this 
combination woman the world waits. 
Will she come? Or if women persist 
in being specialists, can some way be 
devised by which each can perform 
her whole duty to society by follow
ing her natural bent? Quillo.

Knew the Remedy.
The • meek-looking man walked up 

to the book counter. “I want some
thing to keep me at home at night, 
show me my faults, tell me how to 
spend my—”

“Hold on, old man,” said the clerk, 
“you’re in the wrong department. 
Marriage bureau on the left, three 
aisles down.”

Why Woman Are Idle.
“The modern wife,” murmured the 

sad-eyed sociologist, “is too frivolous 
and idle.”

“But it isn’t our fault,” objected the 
young matron.

“Whose fault is it?”
“It’s the result of present conditions. 

We’re forced to be idle, and we have 
to be frivolous to kill the time.

“The old-fashioned wife could darn 
her husband’s socks—my husband wears 
socks that are guaranteed for half a 
year and never need darning.

“Years ago the housewife had the 
washboard to break the tedium—and the 
back. Automatic washers do the work 
now with little time and. no trouble.

“Instead of a broom, sanitary dangers 
force us to use the moderm vacuum 
cleaner. In the place of the hot kitchen 
range, we have the fireless cooker that 
doesn’t have to be watched.”

And the sad-eyed sociologist, seeing 
his error, humbly asked her pardon for 
it.

Sure of Her.
“Would you permit your wife to 

wear a harem skirt?”
“Oh, yes, if she wished to wear 

one.”
“I thought you had more respect 

for her than that?”
“I have respect for her. That’s why 

I say I would permit her to wear a 
harem skirt if she wished to do so. 
I am sure she would never put one 
on if it is permissible to refer to a 
harem as ‘one.’ ”

“You never can tell."

“Oh, yes, I can. In this case 1’rti 
sure of her.”

“Why do you feel so confident?”
“Well, I suppose I ought not to 

tell you, but I will. Don’t let it go 
any further. My wife is bow-legged.”

Canaries Aid Church Choir.
Canaries, caroling an unusual ac

companiment to the organ and choir, 
were used in a London church re
cently. The paster, the Rev. Fen- 
wicke L. Holmes, decided to surp-'se 
his flock with the unique plan. The 
congregation accordingly filed into 
a church brightened by the melody 
of a dozen pretty yellow bi.-ds, im
ported from Germany, their cages 
swinging at advantageous points high 
above the heads of the worshipers. 
The canaries interrupted the sermon 
very little. But when the choir and 
the congregation arose to sing hymns 
the feathered songsters burst forth in
to a musical cadence which greatly 
enhanced the human praise of the 
Creator. Mr. Holmes does not know 
that canaries were ever used before 
at church services, but he thinks them 
of great help to sincere worship. 
They will be used every Sunday here
after.

Caused a Frost.
“What caused the coolness between 

you and that young doctor? I thought 
you were engaged.”

“His writing is rather illegible. He 
sent me a note calling for 10,000 kisses.” 

“Well?”
“I thought it was a prescription, and 

took it to the druggist to be filled.”

Consumers are Wedded to the

Hart Brand Canned Foods
Because Quality is Always Notable

All products packed at our five plants in West Michigan, in the finest fruit and vegetable belts 
in the Union, are grown on our own lands adjacent to the various plants; packed fresh from the 
fields and orchards, under best sanitary conditions, insuring exquisite flavor, fine texture, nat
ural color. Every can is well filled.

The HART BRANDS Satisfy Consumers 
They Are Trade Winners and Trade Holders

Vegetables:—Peas, Corn, Succotash, Stringless Beans, Pork and Beans, Pumpkin, Red Kidney 
Beans, Tomatoes, Spinach, Beets.

Fruits:—Cherries, Strawberries, Red Raspberries, Black Raspberries, Plums, Pears, Peaches.

W. R. ROACH & CO., HART, MICH.
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Utilize the Beauties of Your Hand
kerchief Stock.

W ritte n  fo r th e  T rad esm an .
It would be hard to select any one 

article of woman’s apparel in which 
beauty always reigns supreme as it 
does in the handkerchief. As regards 
millinery, fashion issues her mandate 
and speedily every mother’s daughter 
of the civilized world who makes any 
pretensions in the way of dress covers 
her caput with a creation marvellous 
for its ugliness, if ugliness is the 
caprice of Fashion at the monent. It 
is the same with skirts, blouses and 
wraps. Indeed, it is the exception 
rather than the rule when the fitful 
dame sets the seal of her approval 
upon that which is beautiful or con
venient or becoming to appropriate.

Regarding the dainty little square 
of lace or linen which my lady carries 
as a handkerchief, Fashion seems to 
have made a tacit agreement, not to 
keep her hands off exactly, but_ rather 
that she always will permit it to be 
a thing of beauty.

Make the most of your handker
chief trade. There is no item that you 
carry which is more satisfactory in 
the handling. Before this you have 
or should have your Christmas hand
kerchiefs in stock. See to it that they 
are appropriately displayed.

Anyone with a scrap of ingenuity 
can make an attractive display of 
handkerchiefs, whether the stock in
cludes the exquisite creations of lace 
and sheerest cambric, valued at any 
figure my lady may be able to expend 
for this one item and shown under 
glass or the low-priced stock, the bulk 
of which retails at 10 cents, 15 cents, 
and 25 cents each. It is truly wonder
ful the really beautiful goods that can 
be retailed and give a fair profit at 
10 cents apiece.

Use care and taste in buying. Study 
the demands of your trade. Here is a 
customer who has to economize and 
wants just the plain hemstitched linen. 
Be sure to have them, attractive in 
style and serviceable in quality, and 
make it a little object to buy by the 
dozen or the half dozen.

The careless buyer or one lacking 
in taste or discrimination will fail to 
lay out money to the best advantage 
in handkerchief stock. Even in those 
which retail at 5 cents each or six 
for a quarter there is a wide range 
in quality as also in the wholesale 
prices. One buyer will take the first 
thing offered, being unwilling to be
stow any thought upon what he con
siders a trifling matter. Another will 
have a large margin of profit as his 
main idea and so will be ready to 
take anything that will pass for a hand
kerchief and retail it at 5 cents. The

really good buyer, the one who tries 
to build up as large and as permanent 
a trade as possible, will aim to se
cure the best goods that can be sold 
at a reasonable margin of profit.

As you mount the scale .in prices 
there is more and more opportunity 
for the good buyer to get in his work. 
Be on the lookout for genuinely ex
ceptional values. With these you can 
secure a larger profit than the ordina
ry, or else—what is sometimes better 
—you can give unusually good goods 
for the money.

While one associates the word hand
kerchief with the dainty affairs of 
lace and embroidery carried by wom
en, do not fail to make provision of 
the plainer goods used by men.

In this day and age it ought to be 
unnecessary to caution against mark
ing handkerchiefs with a lead pencil, 
but alas! it is still done and all too 
frequently. Use a small string ticket, 
or else, what is even more satisfac
tory, fasten on each handkerchief with 
a tiny pin a little square of white 
paper marked with the price. Hand
kerchiefs are so much used as gifts 
that the pencil mark is a decided 
blemish. See to it that the price is on 
every single one you have in stock 
before the busy days just preceding 
Christmas.
Merchants Need to Use Suggestion.

In all psychological writings we see 
a great deal about the power of sug
gestion. The busy merchant has little 
time to study the theoretical minutiae 
of the subject, interesting as these 
may prove to the person of leisure, 
but he should make constant applica
tion of the practical idea.

The successful dealer is not content 
merely to supply what people want— 
he is constantly on the alert to in
crease their demands and to make 
them want new things.

Display windows should be a con
stant school of suggestion. It is here 
that a demand for the latest novelties 
should be created; here that y.ou make 
a new kind of belt or handbag or some 
attractive thing in neckwear “all the 
rage” among the customers.

Of course, you must display many 
things which are not novelties, but 
even with very staple articles sugges
tion must be made to play its part. 
We will say my lady has determined 
to be very economical and wear her 
last year’s suit another season. Then 
she sees a suit in your window that 
is just her style and of such excellent 
material and so attractive in design! 
Speedily she makes a mental over
hauling of her cash account and de
cides that she wants and must have a 
new suit and that it would be mistaken

economy to try to get along without 
it.

Recently I saw a window embody
ing this idea of suggestion. It con
tained the sweetest little aprons and 
the daintiest materials for breakfast 
caps. Attractive to feminine eyes? 
Well, yes! And calculated to awaken 
desires in their hearts that would 
bring some coin into the cash reg
ister.

By the way, don’t attempt to sug
gest too many different ideas in the 
same window. When you try to make 
an impression regarding a half dozen 
articles, the effect is a confusion, a 
blur in the mind of the onlooker. 
This is true, no matter how excellent 
may be the goods or how exceptional 
the values offered. Be content to 
make just one suggestion to-day. Put 
all your emphasis upon one article— 
perhaps confine your efforts to one 
kind and one price of one article. 
Change your displays frequently, each 
time making a strong, clear, distinct 
suggestion about some one item.

It is a good idea to watch the pas
sers-by as they look at your windows. 
Stand at some point inside where you 
will not be seen and observe the effect 
your displays are having upon those 
who notice them in passing. Are 
these possible purchasers grasping the

H andkerchiefs
Remember now is the time 

to fill in your line of hand
kerchiefs for Xmas trade. 
Our lines are still complete, 
and we show a splendid as
sortment of Ladies’. Gents’ 
and Children’s in cotton and 
linen, hemstitched, embroid
ered lace trimmed, initials, 
some of which are packed 
in attractive boxes especial
ly for holiday trade.

PAUL STEKETEE & SONS 
Wholesale Dry Goods Grand Rapids, Michigan

T F  you have not seen our line of “Lincoln Mills” 
Underwear and Hosiery for next spring, drop us 

a card and we will have our representative call upon 
you.

QUALITY AND PRICES RIGHT

G R A N D  RAPIDS D R Y  GOODS CO.
W H O LESA LE ONLY

G RAND RAPIDS, MICHIGAN

N e w  Bean Bag
Same Sells at Sight 

MICHIGAN TOY COMPANY
97 Monroe A ve., Grand Rapids

T0 REACHY0UR

PATROMMS
rftar®ulCHIGAN STATE 

^  TELEPHONE .
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idea as you intended they should? 
Is your appeal meeting with right re
sponse in the minds of these observ
ers? A display should be striking 
enough that now and then some one 
not too hurried nor too preoccupied 
will stop to note closely. Fabrix.

Musings of a Married Man.
A “perfect dream” of a hat is in

variable followed by a nightmare of 
a bill.

About the only time a fellow can 
be sure of his wife’s absorbed, un
divided attention is when he talks in 
his sleep.

Look out for the miss with a mis
sion. She’s generally after a man 
with a mansion.

An old married man can usually 
predict rain by his rheumatism, but 
he can never tell when there’s going 
to be a storm at home.

The trouble with voyaging on the 
sea of matrimony is that too often the 
cook wants to be captain.

Too often wives fail to realize that 
accidents will happen to the best reg
ulated husbands.

Before marriage a fellow promises 
that he will never deceive her. After 
marriage he finds that he can’t.

Why don’t society editors ever come 
right out and say that it was the 
bridegroom who was “led to the al
tar?”

Probably a man’s opinions would be 
received with more respect at home 
if he possessed the ability to talk 
ninety words a minute with his mouth 
full of hairpins.

Chirpings From the Crickets.
Battle Creek, Nov. 25—The rural 

population in the past has been ac
cused of being easy and willing to 
believe things, which, on the surface, 
were entirely out of reason. I made 
a nice little town last week where 
an epidemic of smallpox was on. 
Patients all had the disease light, 
none very sick and no deaths. The 
nearby farmers have had some star
tling stories told them of conditions 
and the following js an example of 
a funny story which has taken seri
ously and passed along, each party, 
no doubt, adding to it: An old lady 
who lives alone on a small place a 
little ways from this town, asked a 
passing farmer how the smallpox con
dition was i n -------- . Seeing she was
in a highly wrought condition over 
the epidemic and, being a natural 
joker, he told her if present condi
tions continued there would not be 
enough live ones left to bury the 
dead. He told the old maiden lady 
they were dying so fast that they had 
a steam shovel and were throwing 
them into a gravil pit. The last he 
saw of the old lady, she was running 
to the house ready to phone every
body of the awful state of affairs. The 
young farmer, seeing he had made it 
too strong, went back and posted the 
lady on the true situation.

A. E. Patton, Cloverdale, is in Chi
cago, buying Christmas goods. Mrs. 
Patton accompanied him.

In looking over the Tradesman in 
the columns devoted to the commer
cial traveler, it seems that some of 
the talent in No. 131, are asked to

explain some things that they have re
ported in these columns. James M. 
Goldstein apologizes for insinuations 
and he does that in well chosen 
language. F. C. Mooney sends in a 
lot of live readable items and I dare 
say Brother Goldstein enjoys reading 
them as well as anybody. Some of 
the boys think there is a salary con
nected with this weekly letter. Joke! 
Market value of these lines hard to 
compute. The writer succeeded Chas. 
R. Foster in sending in items for this 
department and has tried hard to 
hold up the standard that Charles 
started. Mr. Stowe has given us the 
white paper and it is up to No. 253 
and the Tradesman to be benefitted 
by its use. You boys calling on re
tail and jobbing trade through Mich
igan need the Tradesman and, if not 
a subscriber, line up.

I consider these columns a good 
thing for U. C. T. ism and particu
larly No. 253. We want you boys 
to attend the regular meetings of 
your Council and hear the things that 
are being done for you. U. C. T. ism 
is a good, broad, clean spirit and you 
should come to your Council meet
ings to fully realize its breadth. No. 
253 has a large modern council cham
ber and everything to do with. To 
have it at its best we want the mem
bers and visiting brothers to attend 
our regular conventions. No council 
in the State has a better Senior 
Counselor and you fellows should 
show your appreciation of his efforts 
in your behalf by attending your 
Council. We know you are with us

in spirit, but we are not all spirit
ualists. Present yourselves.

We are mapping out an entertain
ment calendar for this winter. Come 
up and give us your views and ad
vice. We are going to entertain some 
out of town councils this winter. 
Come up and get wise to what your 
Council is doing. Grand Rapds is 
going to have, next June, the biggest 
and best convention the U. C. T. have 
ever pulled off in Michigan or any 
other old state.

Don’t stay away from your Coun
cil meetings and feel like a stranger 
“within the gates” when these things 
are pulled off.

It is not only No. 253 that don’t 
get out its men. There are others. 
Your Senior Counselor, and rank and 
file, talk to have you boys come to 
your meetings and see and hear what 
is being done for 70,000 U. C. T.’s 
every day in the year, Sundays and 
holidays not excluded.

Guy Pfander.

Rubbing It In.
“What is young Suburbo so mad 

about ?”
‘His wife presented him with triplets 

yesterday.”
“Well, that’s nothing to get mad 

about.”
“No. But this morning he received 

a circular letter from a man advising 
him to invest in one of his brooders.”

Good enough is not good enough for 
the man who would make his mark.

Sometimes the height of one’s ambi
tion is rather low.

the GOLD DUST message to housewives everywhere and GOLD
DUST is recognized by your customers as the cleanser that saves
them most work. t®

M s f g p p ir GOLD DUST is so well known that it sells itself if displayed.
but a wc^d from you as to its qualities means quicker sales. |||||

‘Recommend GOLD DUST— Every Sale Means Another”
WashingPowden
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G rand Council of M ichigan U. C. T .
G rand  C ounselor—J o 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 . Craw , 

P eto skey .
G rand  S e c re ta ry —F re d  C. R ich te r, 

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

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

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

Rapids.
G rand  S en tinel—F . J . M outie r, D e tro it.
G rand  C hap la in—C. R . Dye, B a ttle  

Zireek.
G rand  E x e cu tiv e  C o m m ittee—Jo h n  D. 

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

M ichigan K n ig h ts  of th e  Grip. 
P re s id e n t—C. P . Casw ell, D e tro it. 
S e c re ta ry —W m . J .  D evereaux , P o r t  

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

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

Wafted Down From Grand Traverse 
Bay.

Traverse City, Nov. 25—Traverse 
City U. C. T. council held its regular 
meeting last Saturday evening. It 
was by far one of the most success
ful meetings we have held. W. F. 
Murphy presided and the subject of 
changing our election laws to enable 
travelers and others who happen to 
be away from home on election day 
to vote, took up considerable time. 
Brother W. A. White, chairman of 
our Legislative Committee, read sev
eral letters from officials throughout 
the State commending his letter 
which was sent out along these lines 
and also gave us a nice talk explain- 
ng the contents in general, and we 
are assured that we will receive some 
benefit from Brother White’s efforts. 
Wilbur S. Burns, of Grand Rapids 
Council, and T. W. Dray, of Cadillac 
Council, Detroit, were visitors and 
favored us with a few chosen words. 
It is a cinch that Brother Burns is 
out boosting for the next Grand 
Council meeting at Grand Rapids, for 
he certainly extended us a most cor
dial invitation. After the business 
session, we sat down to a luncheon 
which was being prepared by our 
committee and it seemed more like a 
banquet. Fried chicken, think of it! 
Of course, Bill Bennett assumed the 
position of toastmaster and did fairly 
well in his modest manner. Brother 
Burns, of Grand Rapids, was again 
called on and favored the ladies with 
a very much appreciated toast and 
from all appearances he has made a 
hit with our ladies and we can all 
assure you, Wilbur, that the latch 
string of Traverse City Council is 
always out for you. Other members 
of our Council were called upon, in
cluding Archie Jourdan. About sixty 
members and their wives and sweet
hearts were present. E. C. Kjnowlton

said he did not object to do certain 
things since woman suffrage was 
rampant, but he did object to wearing 
pink ribbons in his night-gown to 
fool the baby.

Our next dancing party will be 
held next Friday evening and, as 
most of the boys will be home, we 
expect a full attendance. Let’s all 
go up.

John Novak, of the Potato Imple
ment Co., has returned from a busi
ness trip to Cleveland and other 
points.

John Hondorp, of Grand Rapids, 
enjoyed his annual rabbit hunt at 
Kingsley, last Sunday. John tells us 
he expressed his game home.

The Ann Arbor and the Manistee 
& Northeastern R. R. changed time 
this week, so boys better consult 
their cards. Morning train out of 
here on the M. & N¡. E. is about 30 
minutes earlier and the afternoon 
train about 30 minutes later.

At last we have a rumor that the 
P. M. R. R. will put on its early 
morning train out of here December 
1, This is the most authentic in
formation we have received.

Geo. Williams, of the Judson Gro
cer Co., of Grand Rapids, was seen 
making a house to house convass at 
Edgerton one day this week. Must 
be that Harry Hydorn’s trip last 
summer to the same city was a suc
cess.

Pete Anderson, of Grand Rapids, 
of Yankee Girl fame, is now jub
ilant over the arrival of a Yankee 
Boy, in their already large family. 
Best wishes for you, Pete.

A. E. Knight, of Beulah, seemed to 
enjoy his supper at the White Hotel, 
of the same city, last Wednesday 
evening. So report the boys.

A. E. Copping, who once held the 
position of salesmanager of the In
ternational Harvester Co., for the 
Reed City district, was seen in Cadil
lac one day this week and we under
stand he will again be with us in this 
northern section. Mr. Copping has 
been in Cleveland for some time 
with this same concern. We certain
ly welcome you, A. E.
Joe Carscadden, of Iroquois fame, 
Went ahunting with Jim McCoy,
Took along plenty of ammunition, 
And advice from all the boys.
But when he reached his destination, 
He didn’t have much fun,
For after all his planning,
He forgot to take a gun.

It really seems to me that the Bul
letin, of Grand Rapids, is exceeding 
the speed limit when it publishes the 
names of the suspended members, of 
No. 131, as this is a part of our secret 
work. Think it over, Brother Keane.

If the snow storm which is raging 
over this section continues, some of 
the boys will be delayed in getting 
home for Thanksgiving.

Fred C. Richter.

Oil and Acid.
There have been great lovers who 

were not great men, but never a great 
man who was a great lover.

To make what men call a - soldier 
means the breaking down for all time 
of that which is thrillingly brave and 
tender in man.

There is so much gray sorrow in 
the cities; so much unuttered pain— 
so many lives that seem to mean 
nothing to the gods who give life.

Two women there are in every great 
man’s life; the woman who visions 
his greatness in the mothering, and 
the woman who saw it potentially 
afterward.

The true diplomat is the man who 
has advanced more than others in the 
gentle art of getting along with his 
fellow men.

There is but a small portion of the 
year left, but there is time for accom
plishment if you start something now.

F o r D ealings in

Show Cases and Store Fixtures
W rite to

W ilm arth Show  C ase  Co.
Grand R ap ids, Mich.

O F F IC E  O U T F IT T E R S
LO O SE L E A F SPE C IA L IST S

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



N ovem ber 27, 1912 M I C H I G A N  T R A D E S M A N 25

News and Gossip Around Grand 
Rapids.

Grand Rapids, Nov. 26—That sure 
was some dance 131 had last Satur
day night at Herald hall and a large 
crowd was on hand. During the pro
gramme a goold old-fashioned Virgin
ia reel was danced and, as usual, one 
square dance. Just to show how 
popular these old time dances are 
and how they stir up one’s feelngs, 
Walter Lawton joined in them. When 
the fact that Mr. Lawton has not 
danced for twenty-five years is placed 
before you, it proves our statement. 
Mr. Lawton sure can dance some and, 
now that he has started again, he 
says he is going to keep it up. The 
hall was prettily decorated and re
freshments were served. The music 
was furnished by Tuller’s orchestra 
and was up to its usual standard of 
fine selections.

Next Friday night at 8:30 p. m.,
U. C. T. Council 131 will give their 
benefit ball at St. Cecilia hall. This 
dance is for 131 members and their 
invited guests and, judging from the 
way tickets are selling, is going to 
be well attended. The party is to be 
an informal dress affair. Tuller's 
orchestra of eight pieces will render 
a selected programme of music. Be 
sure and come up, boys, and bring 
your wives or sisters or sweethearts 
and boost for our 1913 U. C. T. con
vention.

The last time Fred May was in 
Muskegon, on retiring about two 
bells, he left a call for 6 o’clock. Fred 
was snoring his head off when he 
was awakened by the telephone. 
Visions of fire or something as terri
ble came to his mind and he jumped 
out of bed and, after barking his 
shins on a chair, reached the phone. 
’“Hello,” shouted Fred. The clerk 
asked him if he had left a call for 
5 o’clock. Fred then went up in the 
air and also back to bed, after telling 
the clerk to call him at 6 o’clock. 
Fred just got back to sleep when the 
phone rang again. He was told it 
was 5.30. Fred got up and dressed 
and went down stairs and what he 
didn’t tell that clerk—well, “nuf” said.

Geo. F. Wenkler, a member of 131, 
but who makes his headquarters in 
Milwaukee, was at the dance Satur
day night, meeting old friends. He 
left on the late train for Chicago.

The next dance of the regular sea
son dances is going to be a leap 
year party. Programmes will be fur
nished for the ladies. Now there is 
going to be some class to this dance.

F. H. Buck, the well-known pill 
doctor and one of the liveliest and 
best fellows of 131, is minus a front 
tooth. No, it was not knocked out 
during a family quarrel, as Mr. 
Buck says Mrs. Buck can not throw 
that straight. Mr. Buck claims he 
pulled out the tooth himself. Well, 
let it go at that.

Doc. Hudson and Howard Har
wood, of 131, and Ed. Snyder, of Al- 
bon, went to the Jeffries theater, at 
Saginaw, the other night and sat in 
a front box. Nothing too good for 
those three. One act especially ap
pealed to them and they gave it a 
grand ovation. The young lady in 
the act came back in response to the 
applause and her male partner after

her. He asked her who her friends 
were. She replied that she was sur
prised he didn’t know the man who 
has made “Life Saving Station Bit
ters” famous.

Have you noticed that the man on 
our stickers, advertising our 1913 
convention, has five fingers and a 
thumb on the hand carrying the 
grip. Talk about lunch hooks!

Fred Rowe, the high mogul of the 
Valley City Milling Co., took seven 
out hunting near Ada, Saturday, in 
his machine. James Bolen, of 131, 
was one of the party. He got two 
rabbits and also a good soaking. Mrs. 
Bolen was real cross at James for 
going on such a terrible day. Don’t 
blame her.

Fred Richter, who has been made 
famous by a picture, has gone into the 
lottery business.

Frank Starkey, the once-famous 
Everett dude, had some reputation as 
a “hookey player” while attending 
school. It was some record if he was 
at school two days a week.

V. C. Lando and wife are in Okla
homa on a six weeks’ trip. The 
couple will be home for the holidays.

Mr. and Mrs. E. A. Clark have just 
returned from a ten days’ visit at 
Caro, or, rather, near Caro. Mrs. 
Clark went there upon an invitation 
from an uncle whom she had not seen 
for twenty years. When they arrived 
at Caro they were met by their uncle 
and the drive of twenty miles to his 
home was made behind a pair of 
mules. Ever ride behind a team of 
jacks? No? Well then you never 
knew what fun it is to get out and 
build a bon-fire under them when they 
balk and just won’t go. It was some 
ride the Clarks had. Mr. Clark says 
they burnt up all the fences along the 
road before they arrived at their 
destination. Mr. and Mrs. Clark had 
a fine time.

“Doc” Hudson says he does not 
like Wor Mein, a well-known chink 
dish. It makes him sick. Now in 
writing about Bert, have you noticed 
what he is growing on his upper lip?

R. J. Ellwanger tells us that the 
Winter Inn Hotel, at Greenville, has 
put a new bus in operation to bring 
its guests to and from the depot. The 
new bus is bigger than the old one, 
which was built in 1672.

It is said by good authority that 
R. G. Zahule is soon to become a 
benedict. Mr. Zahule has recently 
transferred from Toledo Council 10 
to 131. Mr. Zahule is a representa
tive of the Diamond Crystal Salt Co. 
and is very well-known about the 
State.

If Bill Drake ran an expense ac
count, Wood House Payette?

Our friend, Bill Drake, finds that, 
with Xmas near by, it is necessary 
that he take to the road for a couple 
of weeks in order to use the expense 
account. He will cover the towns 
around Traverse City. This will en
able our brother, Homer Bradfield, to 
eat turkey with his wife in Grand 
Rapids on Thanksgiving.

Your annual dues are due, boys. 
Better be a little early than a day 
late. Harry's address is R. F. D. No. 
5. Do it now.

Dave Robbins, 1107 Jefferson ave
nue, is confined to his bed, being

seriously ill. Mr. Robbins is a mem
ber of Traverse City Council, but ex
pects to transfer to 131 in the near 
future. The boys all wish you a 
speedy recovery, Bob.

Mr. and Mrs. C. P. Reynolds have 
returned from their sad trip to New 
York State, where Mr. Reynolds’ 
mother was buried.

Mr. and Mrs. J. A. Keane will spend 
Thanksgiving with Mr. Kean’s moth
er in Detroit. The Keane’s baby boy 
was one year old November 22.

What were you and your gentle
man friend waiting for in your big 
machine on Monroe avenue the other 
night, Mr. Ernie Gyhsels?

Otto Weber is suffering from an 
attack of rheumatism, but is able to 
be on the job.

Ned Carpenter entertained a party 
to a dinner at Chan Hoy’s one even
ing last week. Ned says he is coming 
up to the next meeting. It is a sure 
thing that he has not heard I am 
going to sing.

Lots of people these days are wast
ing lots of time at Monroe and Divi
sion avenues, waiting for street cars. 
It would be a good idea for the Street 
Railway Co. to put up a sign at that 
corner, letting people know the cars 
are going around by the union depot.

Mr. and Mrs. Glenn Finch are go
ing to give a dinner next Sunday for 
the editor of these columns and his 
girl. That’s nice of you, Mr. and 
Mrs. Finch.

Mrs. Harry McCall is confined at 
home on account of illness.

F. C. Mooney.

Never Rains, But Pours.
Lansing, Nov. 25—H. D. Bullen, 

your able correspondent from Auto 
City Council, is rather reticent in re
porting anything about himself. If 
he has not mentioned it in his report 
for this week, this is for your in
formation.

Brother H. D. Bullen, our worthy 
Conductor, has been having his trou
bles for the past six weeks. His 
family was quarantined, one of his 
boys having diphtheria, but, being of 
sturdy stock, he overcame the dread
ed disease and his convalescence was 
rapid. The day the quarantine was 
raised, Brother Bullen met with an 
accident which put him to bed for 
ten days, but we are glad to say he 
is out again and nearly himself once 
more. Geo. O. Tooley, Sec’y.

Minor Notes From the Capital City.
Lansing, Nov. 26—Have you heard 

Brother Dye’s hub and spoke speech 
yet?

Brother Brandamore hasn’t forgot
ten his old trade.

Mr. Guiver says he will forgive Jay 
if he will pay for that water bottle.

Did you hear about Brother Bullen 
begging at Kalamazoo? All right, 
Herb, Battle Creek is laughing yet.

Brother Hastings wants to know if 
bass is still biting and here it is 
almost December. Hurry home, Fred.

Had the buck fever yet?
Brother Allen recently went bird 

hunting and it was almost a week be
fore Brother Olney could impress up
on Allen that his gun had two barrels. 
Then Allen shot a real live Pat!

M. E. S.

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

The Steel Co., Ltd. of Cleveland 
has bought 200 acres in the upper 
valley of the Cuyahoga river and will 
invest $10,000,000 in a big steel plant 
there.

Plumbers and gas fitters of Cin
cinnati claim that a trust exists among 
the supply firms, including a price 
agreement and a “black list.” They 
will ask the prosecuting attorney to 
see what may be done about it under 
the Valentine law.

Plans have finally been approved 
and construction will soon begin on 
Cleveland’s new Museum of Art 
building, to be located in Wade park. 
It was six years ago that Cleveland 
was assured this art structure.

The United Commercial Travelers 
of Zanesville have engaged new quar
ters in K. of P. hall on Main street 
and the rooms are being newly fur
nished. A ladies’ card room is also 
provided.

A recent get-together meeting and 
dinner held at the Business Men’s 
Club, Cincinnati, was attended by 
about 200 shippers and railroad offic
ials and methods of improving the 
package freight service were discuss
ed.

In the enquiry of the State Public 
Service Commission into the shortage 
of coal cars it develops from the tes
timony of coal carrying main roads 
that the chief difficulty lies in the 
practice of holding cars indulged in 
by connecting lines.

Failure of express companies of 
Toledo to comply with the demands 
of the Toledo Heights people for 
service will result in the matter being 
taken before the State Public Utilities 
Board.

Toledo estimates the number of 
new residences built this year at 1,000 
and thus for twenty-nine factories 
have been completed.

Reductions ranging from 15 to 65 
per cent, have been made in the rates 
charged to employers of labor for 
industrial accident insurance. These 
reductions are made after only eight 
months trial under the new law and 
further cuts are looked for.

Almond Griffen.

What Is the Answer?
Cadillac, Nov. 25—A dapper little 

hardware salesman who lives in Trav
erse City and answers to the front 
name of Fred or Frederick Carl, was 
seen the other day in Cadillac, pacing 
up and down the platform of the Ann 
Arbor depot, and ever and anon he 
would come to a full stop, shade his 
eyes with his hand and make a 
sweeping look up all the streets lead
ing toward the depot, and those near 
him could hear in his mutterings 
something like this—ding-a-ding-ding- 
bling ding-thing. Did I get the 
wrong stear, or was it the other 
depot she said, ding-ding-bling, but 
just at this point the train pulled in, 
and with a sorrowful downcast last 
look up the streets “Freddy” got 
aboard the train going toward Me- 
sick, and we all wonder how he 
works the game, and yet manages to 
save so much “coin.”

John D. Maritn.



26 M I C H I G A N  T R A D E S M A N N ovem ber 27, 1912

DRUGS "n> DRUGGISTS SUNDRIES
£ 1  r  _ j  •

unniffn

M ichigan B oard of P harm acy .
P re s id e n t—Jo h n  J . C am pbell, Pigeon.
S ec re ta ry —W. E . Collins, Owosso.
T re a su re r—E dw in  T. Boden, B ay  City.
O th e r M em bers—G. E . F ou lkner, D el- 

ton ; Ed. J . R odgers, P o r t H uron .
J a n u a ry  m eeting—D etro it.
M arch  m eeting—G rand  R ap ids.

M ichigan S ta te  P h a rm a ceu tica l A ssocia
tion ,

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

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

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

S ec re ta ry —Von W . F u rn is s , N ashville .
T re a su re r—E d. V arnum , Jonesv ille .
E xecu tiv e  C o m m ittee—D. D. A lton, 

F rem o n t; E d. W . A ustin , M idland; C. 
S. Koon, M uskegon; R . W . C ochrane, 
K alam azoo ; D. G. Look, Low ell; G ran t 
S tevens, D e tr o i t ._______
M ichigan P h a rm a c e u tic a l T ra v e le rs ’ A s

socia tion .
P re s id e n t—F . W . K e rr , D e tro 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 D rug Club.

P re s id e n t—W m . C. K irchgessner.
V ice -P re s id e n t—E . D. De L a  M ate r.
S ec 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 . Quigley, 

C h a irm an ; H en ry  R iechel, T he ron  F orbes.

Keeping Up and Taking Care of 
Stock.

This is one of your difficult prob
lems. Every time you tell a customer 
that you are “just out” of the article 
wanted, you feel “cheap,” for you hav; 
a guilty feeling that the customer is 
blaming you for being out. of such a 
good selling article. You suffer not 
inly a money loss, but a loss of pres
tige, besides it is a dangerous practice 
to let customers go to other stores 
even once. They may be used better 
where they go that once and the first 
thing you know you miss them from 
your list altogether. Try to hold them 
in some way, if you have to give them 
a plate of ice cream to keep them 
good natured until you can send a 
clerk across the street to the nearest 
pharmacy to get the article. Offer 
to get it for them even if they won’t 
wait. When the clerks have calls for 
articles not carried, instruct them to 
offer to send for the article direct, or 
try to get it for them in the next 
order. If you don’t do this the next 
pharmacist they go to will. Anyhow, 
have a record made of all articles 
called for that are not carried, then 
you can look them up, enquire about 
them and see if you should stock 
them. New articles should be stocked 
as soon as any demand is created by 
advertising or distributing campaigns. 
Oftentimes if you haven’t the partic
ular size called for, with the exercise 
of a little tact and salesmanship you 
can persuade them to take another 
size. Either do that or send out and 
get it. Don’t let them walk out of 
your store without making some effort 
to supply their wants.

The want book is a constant source 
of terror to a pharmacist. It is al
most impossible to keep it up proper
ly. Clerks seem to like to dodge it. 
Many are the times when you have

sent in your order only to learn that 
a half dozen good sellers were omit
ted. If there is any way that a want 
book can be properly kept up, the 
writer has never discovered it. Stock 
cards are often used, which show 
every clerk the minimum stock of that, 
article to be carried, and when the 
stock reaches that minimum the arti
cle should be entered on the want 
books. But such records will not do 
the work if the clerks will not take 
time to look at the cards. They will 
even sell the last bottle of a remedy 
and forget to put it down.

If the spaces on your shelves are 
not numbered you won't know what 
belongs in that empty space until you 
get another call for the article. In the 
hardware stores the name of ev*ry 
article is copied on a card with its 
position on the shelf or in the drawer. 
The writer used this scheme and it 
worked pretty well. Every space was 
numbered, then the day before the 
order was to be sent, all the empty 
spaces were checked up to see what 
was missing, and many of the articles 
were not on the order book, the clerks 
having sold the last bottle without 
entering it in the book. The lists 
in such cases are of great value. A 
slip of paper torn off the reel of wrap
ping paper could be used in a hurry; 
the name of the article written on it, 
then the paper dropped into a box 
with a slit in the top. This would 
do away with the trouble of rushing 
out to the back room for the want 
book. The oredr could then be made 
up from the different slips of paper 
in the box. Keep your want book in 
the front store if you can find a con
venient place there.

The stock in a pharmacy requires 
great attention. You should not have 
on hand more stock than you really 
have use for or than you can find 
room for. Goods are easily spoiled 
by packing them away in small out- 
of-the-way places. Pretty packages 
of toilet water, especially those like 
lilac and violet lose their color when 
exposed to the sun and when their 
color is gone it is hard to sell them. 
Packages that have been soiled or 
fly specks should be set back out of 
the way. Send to the manufacturers 
for new cartons. If the articles are 
your own make, scrape off the label, 
polish the bottle, put on a nice clean 
label, then top the cork with a pretty 
bottle cap. Try it some time on a 
dozen of beef, iron and wine that have 
become dirty looking, and see what 
a difference taking a little pains with 
an article does for it. Have epsom 
salts, borax, sodium bicarbonate, lic
orice powder, rochelle salts, alum, put 
up in folding boxes already for hand

ing over the counter. Old bottles can 
be used for benzine, gasoline, tur
pentine. Tinctures, essences, and 
similar articles in great demand can 
be already put up in ten and twenty- 
five cent bottles with paper caps.

Dampness in the cellar spoils a lot 
of goods. Find out what goods are 
effected by heat, sunlight, dampness, 
and see that such goods are placed 
and always kept in the best places 
for them. Handling goods spoils 
them, especially delicate goods like 
Christmas booklets, stationery, valen
tines. If one of these falls on the 
floor the sale is lost, for the least little 
speck of dirt is enough to spoil its 
sale. A nail file drops out of a toilet 
set and is lost, the sale of the whole 
set is stopped unless you can get a 
nail file to exactly match the set. A 
chamois vest falls'to the floor, it will 
be hard to get the spot off the face 
of the chamois. You will have to 
sell the vest at a big reduction. The 
sale of a fountain syringe is prevented 
because you find out at the last min
ute that some clerk lost the shut off 
or one of the pipes. Rough handling 
breaks cigar wrappers. A box of 
cigars dropped to the floor will break 
many of the ends. The least smudge 
or finger mark spoils a pretty hand- 
painted candy box. A label drawer 
left open receives the overflow from 
a kettle of some boiling liquid and 
many labels are spoiled.

Everything in order.—The oft re
peated phrases, “Order is heaven’s 
first law” and “Cleanliness is next to 
godliness,” have a strong bearing on 
the business of pharmacy. You should 
keep in mind the importance of ap
plying these principles of order and 
cleanliness. Your store must be or
derly. By that is not meant so much 
the conduct of people in the store, but 
the orderly arrangement of the goods, 
and the store in general. “A place 
for everything and everything in its 
place” is the rule to insist on. It is 
just as easy to train your clerks to 
return everything to its proper place 
after using it or after having shown it 
to a customer, as it is to allow them 
to throw it down on a show-case or 
table and trust to luck that somebody 
else in the store will put it back where 
it belongs. Every thing in the store 
should present an orderly appearance. 
The goods on the shelves, the shelf 
bottles, should be close together or 
equally spaced. Empty spaces or 
shelves look badly. Fill top shelves 
with extra stock of effervescent salts, 
seidlitz powders, lithia tablets, your 
own remedies, surplus stationery 
stock, anything rather than have them 
empty.

Have a uniformity about the entire 
store, so that when a customer comes 
in he is at once struck with the uni
formity and orderliness of your show
cases, fixtures, signs, price tickets, an I 
display of stock. When the price 
tickets fall on the floor and get soiled, 
make new ones, don’t put the dirty 
ones back on the goods. Have the 
store signs and price tickets of the 
same color of cardboard and lettering. 
Use cool colors in summer and warm 
colors in winter. If you cannot carry 
out this idea for the whole store, carry 
it out for each separate show-case or

counter display. A candy case filled 
with pretty boxes doesn’t look well 
with a brown price ticket on one box, 
a green on another, a red on another; 
have them all brown, all green, or all 
red. All these details give a proper 
balance to your store; it proves that 
you take an interest in having every
thing orderly. Have the cigar lighter 
always in order, as many cigar cus
tomers are in a rush to light up a 
cigar.

Everything Clean and Sweet.—Peo
ple are quick to notice dirt and un
cleanliness. Have everything scrup
ulously clean. Keep a special eye on 
the soda fountain. Have the soda 
menu clean and in its proper place 
on the ice cream table. A sticky soda 
counter, an unwiped stool or chair, 
a gummy ice cream table, a dusty 
show-case, a fly specked window, a 
cloudy mirror, a disorderly, tumbled 
arrangement of goods, price tickets 
half falling off of some article or 
turned upside down, empty spaces, 
dirty floor, all these conditions are 
quite common in pharmacies. They 
will drive customers away. People 
nowadays won’t stand for a disorder
ly, untidy store. Remember that a 
large portion of your trade is wom
en’s trade and women are good house
keepers. The first thing they notice 
when they visit their neighbors or 
friends is the floor, then the walls, the 
furniture, the bric-a-brac. It is just 
the same when they visit your store. 
They look at your floor, especially in 
front of the soda counter, then your 
glass cases, mirrors, and the fixtures 
in general, and if they are not up to 
the proper standard of cleanliness you 
get some advertising of the wrong 
sort.

Have it said of your store that it 
is spotless, the clerks immaculate, 
and the minute a customer gets inside 
the door he is met with that sweet, 
wholesome smell, which comes from 
a clean, orderly, and inviting store. 
Then the women will say: “I just 
love to go in there; that proprietor 
is a good housekeeper as well as a 
good business man.” That is the kind 
of a reputation you want to strive for. 
It is aggravating to take down an 
article from a shelf to show to some 
nicely dressed woman and have to 
say: “Just wait a minute until I wipe 
the dust off it.” A cleanly person 
don’t like to trade in a dirty store, 
neither does a dirty person. Perhaps 
you don’t know it, but it is a fact that 
Dun and Bradstreet’s agents take par
ticular notice about the cleanliness or 
uncleanliness of your store when re
porting to their agencies. Also, if 
your store is clean you stand in better 
with the bank, with the traveling 
salesman and with the credit depart
ment of the concerns you do business 
with. That is one subject you can 
afford to be crank on.

D. Chas. O’Connor.

Pro Bono Publico.
“Good morning. I came to tune your 

piano.”
“Piano? But I didn’t send for you.”
“No ma’am; but the neighbors said I 

ought to call.”

Man proposes, but woman has the 
last word on the subject.

♦

i

1
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W HOLESALE DRUG PRICE CURRENT
A cids

A cetic  ............................. 6 @ 8
B oric ...................... .10 @ 15
C arbolic ................ .24 @ 28
C itric  ......................45 ® 50
M u ria tic  ............... 1%@> 5
N itr ic  ..................... 5%@ 10
O xalic .................. .13 @ 16
S u lphu ric  ............. 1%@ 5
T a r t a r !  c\ .................... 42

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

B alsam s
C opaiba ................. 70® 75
F ir  (C anada) . . 1 00
F ir  (O regon) . . . , . 25® 35
P e ru  ..................... .2 -0@2 40
Tolu ..................... 1 25@1 40

B erries
C ubeb .....................
f i s h  .......................
Ju n ip e r  .................
P rick ley  A sh  . . .

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

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 e rrie s  @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 a v en d er G arden  85®1 00
L em on ........................ @2 50
L inseed , boiled bbl @ 49
L inseed , ra w  less 52@ 55
L inseed , ra w  bbls. @ 48 
L inseed , boiled less 53@ 56
M usta rd , t r u e  . .4  50® 6 00
M usta rd , a r t if l’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 00
T a n sy  ................... 3 50@4 00
T a r , U S P  ..........  25® 35
T u rp e n tin e , bbls. @44% 
T u rp e n tin e , le ss ..48@  52 
W in te rg ree n , tru e  @5 00 
W in te rg ree n , sw eet

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

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

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 , less 2 5
S haker, P re p a re d  1 50 @1 60 
V erm illion, E ng . 90@1 00 
V erm illion, A m er. 15® 20 
W hitin 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 ordeaux  M ix P s t  8® 15
H ellebore, w h ite

pow dered  . . .  15® 20
In se c t P ow der . .  20® 35
L ead  A rse n a te  . .  8® 16
L im e & S u lphu r

S'olution, g a l 15® 25 
P a r is  G reen  . . . .  15® 20

65® 75 
15® 20 
6®  10 

40® 50

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

Flow ers
A rn ica  ................... 18® 25
C ham om ile (G er.) 25® 35
C ham om ile (R om .) 40® 50

G um s
A cacia, 1st ......... 40® 50
A cacia, 2nd ___  35@i 40
A cacia, 3d ........... 30® 35
A cacia, S o rts  . .  @ 2 0
A cacia, P ow dered  35® 40
A loes (B arb . P ow ) 22® 25 
A loes (C ape P ow ) 20@> 25 
A loes (Soc. P ow d.) 40® 50
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

C am phor ............. 55® 60
G uaiac  ................... 35®, 40
G uaiac, P ow dered  40@: 50
K ino  ....................... @ 40
K ino, P o w d e re d .. @ 45
M yrrh  ................... @ 40
M yrrh , P ow dered  @ 50
O pium  ................. 8 25@8 50
Opium, P ow d. . .9  20®9 40 
Opium, G ran . . . . 9  50@9 70
S hellac ................... 25®' 30
S hellac, B leached  30® 35 
T ra g a c a n th  . . . .  1 00@1 25 
T ra g acan th , P ow  60 @ 75 
T u rp e n tin e  ........... 10® 15

L eaves
B uchu ................. 1 85 @2 00
B uchu , P ow d. . .2  00@2 25
Sage, b u lk  ........... 18® 25
S age, % s Loose 20® 25 
Sage, P o w d ered  25® 30
Senna, A lex...........  25 @ 30
S enna, T in n . . .  15® 20
S enna, T inn , P ow . 20® 25 
U v a  U ral .............  10® 15

Oils
A lm onds, B itte r .

t r u e  ’............... 6 00@6 50
A lm ond, B itte r ,

a rtif lic ia l . . . @1 75
A lm onds, Sw eet,

t r u e ............... . 80@1 00
A lmond, S w eet,

Im ita tio n  . . 40 @. 50
A m ber, c ru d e  . . 26® 30
A m b er rec tified . 40® 50
A n i s e ................... 2 00® 2 25
B erg a m o t ........... @9 00
C a je p u t ............... @ 75
C ass ia  ................. 1 50@1 75
C asto r, bbls. a n d

ca n s  ............. 12%@ 15
C ed a r L e a f  . . . @ 85
C itronella  .......... @ 60
Cloves .................. @1 40
C ocoanu t ............ 18® 20
Cod L iv e r  ......... .1 15@1 25
C o tton  Seed . . . . 70® 85
C ro ton  ................. ®1 60

15 @ 20 
20® 25

22« 28 
16 50

P o tass iu m
• B ic a rb o n a te  . . . .  15® 18
B ich ro m ate  ........  13® 16
B rom ide . . . . . . . .  40® 50

•C arbona te  ..........  12® 15
C h lo ra te , x ta l  an d

pow dered  . . .  12® 16
C h lo ra te , g ra n u la r  16® 20
C yan ide ............... 30@i 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® 20
Blood, pow dered  20® 25
C alam us ..................35® 40
E lecam pane, pow d 25® 30
G en tian , p o w d ... 12® 15 
G inger, A frican , 

pow dered  . . .
G inger, J a m a ic a  
G inger, J am a ica , 

pow dered  . . .  
G oldenseal, pow d.
Ipecac, pow d. . .  2 75@3 00
Licorice ............. 12® 15
Licorice , powd.
O rris , pow dered  
Poke, pow dered
R h u b arb  ...............
R h u b arb , powd.
R osinw eed, powd. 25@ 30 
S a rsap a ril la , H ond.

g round  ..........  @ 45
S a rsa p a ril la  M exican,

g ro u n d  ........... 25@ 30
Squills ................... 20® 25
Squills, pow dered  40® 60 
T um eric , pow d. 12@ 15 
V ale rian , pow d. 25@ 30

Seeds
A nise ...................
A nise, pow dered
B ird , I s  .............
C an a ry  ................. ....
C araw ay  ............. 12® 15
C ardam on  ......... 1 40@1 50
C elery  ..............  45® 50
C oriander ............. 10® 15
D ill .........................  18® 20
F en n e ll ................... ®  30
F la x  .....................  5%@ 10
F lax , g ro u n d  . . . .  5® 10
F oenug reek , pow .
H em p

12@ 15 
20® 25 
20® 25 
75@1 00 
75@1 25

15® 20 
22® 25 

7® 8
5® 7

L obe lia  .................
M ustard , yellow  
M ustard , b lack  . .  
M u sta rd , pow d.
P o ppy  ...................
Q uince ...................
R ap e  ...................
Sabtudilla ...........
Sabad illa , pow d.
S*unflower ........ ..
W orm  A m erican  
W o rm  L e v a n t . .

T in c tu re s
A con ite  .................
A loes .....................
A rn ica  ...................
A sa fo e tid a  .............
B elladonna .........
B enzoin  ...............
Benzoin Com pound
B uchu  ...................
C an th a ra d ie s  . . .
C apsicum  .............
C ardam on  ...........
C ardam on , Comp.
C atechu  ...............
C inchona .............
C olchicum  ...........
C ubebs .................

6® 10 
5® “

M iscellaneous
A cetanalid  ........  30® 35
A lum  ................... 3® 5
A lum , pow dered  and

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  or

pow dered  . .  6® 12
C an 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, Pow 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 o w d er 2 00®2 25 
E m ery , a ll N os. 6® 10 
E m ery , pow dered  5® 8
E psom  S a lts , bb ls  ® 1% 
E psom  S alts, 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 orm aldehyde  lb. 12® 15
G am bier ............... 6@ 10
G ela tine ............. 35® 45
G lassw are , fu ll c a ses  80% 
G lassw are, le ss 70 & 10%

2®
11®,
10®
15®
15®
23®50®

1%

85@1 00

® 50 
9® 12 
9® 12

20® 25 
15®  20 

®1 00 
66■ 10 

25®' 30 
35® 45 
6® 8 

15® 20 
30® 35

G lauber S a lts  bbl.
G lauber S a lts  le ss 
G lue, b row n  . . .
Glue, b row n g rd  
Glue, w h ite  . . . .
Glue, w h ite  g rd
G lycerine ........
Hops .................
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 ..........  16 00® 17 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 epper, 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% 
R ochelle S a lta  .20® 26 
S acch arin e  . . . .  2 00@2 20
S a lt P e te r  ........... 7® 12
Seid litz  M ix tu re  20® 25
Soap, g reen  ___  15® 20
Soap, m o tt c a s tile  10® 15 
Soap, w h ite  ca stile

@ 60 case  .............. @6 25
@ 60 Soap, w h ite  ca stile
@ 60 less p e r  b a r @ 65
@1 00 S oda A sh  ........ 1%@ 5
© 60 S oda B ic a rb o n a te 1%@ 5
w 70 Soda, Sal ............. 4
® 75 S p irit C am phoe . s 75
@ 90 S p irit Cologne . . 2 80®3 00
@ 75 S u lp h u r ro ll ___ 2%@ 5
@ 60 S u lp h u r Subl. . . .2% ® 5
@ 75 T a m a rin d s  ......... 10® 15
& 75 T a r ta r  E m e tic  . . 40@ 50
W 60 T u rp e n tin e  V enice 40@ 50
@ 60 V an ila  E x t. p u re  1 00® 1 50
w 60 W itc h  H aze l . . . . 65@1 00

75 Zlnz S u lp h a te  . . . 7® 10

Our Home—Comer Oakes and Commerce

Our sales of druggists’ sundries and holiday goods for the 
season of 1912 has been far beyond our expectations. We 
are yet equipped and stocked to take care of the belated 
buyer, and can only say that the season is nearly over for 
this class of goods, and if you contemplate making us a visit 
for the purchase of these lines then the earlier you call the 
better we can serve you.

Grand Rapids. HAZELTINE & PERKINS DRUG CO.

“AMERICAN BEAUTY” Display Case No. 412-one 
of more than one hundred  m odels of Show Case, 

Shelving and Display Fixtures designed by the Grand 
Rapids Show Case Company for displaying all kinds
of goods, and adopted by the most progressive stores of America. 
GRAND RAPIDS SHOW CASE CO., Grand Rapids, Michigan

T h e  Largest Show  Case and S tore E quipm ent P lant in the W orld 
Show  Rooms and Factories: N ew  Y ork , G rand Rapids, Chicago, Boston, Portland

FOOTE & JENKS* COLEMAN’S - b r a n d ) ' 

Terpeneless Lemon and High Class Vanilla
Insist on getting 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 ou the same 
basis, irrespective of size, shape or denomination.
Free samples on application.

TRADESMAN COMPANY, Grand Rapids, Mich.
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled at 
market prices at date of purchase.

5
C H E W IN G  GUM.

ADVANCED DECLINED
W a ln u t s F lo u r
C a n n e d  M e a t s O a t s
C oc o a C o rn

M ea l
H a y
D r ie d  A p p le s
D r ie d  A p r ic o t s

Index to  M arkets
B y  Columns

A m m onia ............
A xle G rease . . .

B
B aked  B ea n s  . .
B a th  B rick  -----
B lu ing  ................
B re a k fa s t Food
B room s ...............
B ru sh es  ..............
B u tte r  Color . . .

C and les ............
C anned  Goods 
C arbon  Oils . .
C a tsu p  ..............
C heese ..............
C hew ing G um
C hicory ............
C hocolate ........
C lothes L ines
Cocoa ................
C ocoanut .........
Coffee

1
1-2

2
2
2
3
3
3
3
3
3
3

C onfections ..............
C racked W h e a t -----

4
. . .  4 
.4, 5, 6

Cream  T a r ta r  ........ 6

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

F
.farinaceous Goods .. . . .  6
F ish ing  T ack le  ........___ 6
F lavoring  E x tra c ts . . .  <
F lour a n d  F eed  . . . . ___ 7
F ru it J a r s  ................ ___ 7

G
G ela tine  ..................... ___  7
G rain  B ags .............. , . . .  7

H
7

H ides an d  P e lts  . . . 8
H o rse  R ad ish  ........ 8

J
Je lly  ............................ 8
Je lly  G lasses .......... ___  8

M
M apleine ................... 8
M ince M eat ............ ___ 8
M olasses .................. ___ 8
M u sta rd  ..................... ___  8

N
N u ts  ............................ 4

O
8

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

R
R ice ............................ ___ 9
RoUed O a ts  ............. ___  9

S
S alad  D ressin g  . . . . ___  9
S’a le ra tu s  ................. ___  9
Sal Soda ................... ___  9
S a lt ............................. ___  9
S a lt F ish  ................ ___  9
S eeds ......................... ___  10
Shoe B lack ing  ----- ___  9
Snuff .......................... ___  9
Soap ........................... ___  14
S oda .......................... 10
Spices ....................... . . . .  10
S ta rc h  ....................... ___  10
S y ru p s  ....................... . . . .  10

T  .
T ab le  S auces ........ ___  10
T e a  ............................. ___  10
T obasco  ................ 11, 12, 13
T w ine  ...............................  13

V inega r ........................   13
W

W ick ln g  .............................  IS
W oodenw are  ................... 13
W ra p p in g  P a p e r  ......... 14

Y
Y e a s t .Cake ..................... 14

AMMONIA
Doz.

12 oz. ovals  2 doz. box 75 
A X LE GREASE 

F ra z e r ’s
lib . wood boxes, 4 doz. 3 00 
ltb . t in  boxes, 3 doz. 2 35 
3%!b. t in  boxes, 2 doz. 4 25 
101b. pails , p e r  doz. . .6  00 
15Tb. pails, p e r  doz. . .7  20 
25Tb. pails , p e r  doz. ..12  00 

BA K ED  BEA N S 
No. 1, p e r  doz. ...45@  90
No. 2, p e r  doz..........75@1 40
No. 3, p e r  doz. . ..85@ 1 75 

BATH BRICK
E nglish  ........................... 95

BLUING
Jen n in g s ’.

C ondensed P e a rl B lu ing  
Sm all C P  B luing, doz. 45 
L arge , C P  B luing, doz. 75 

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

No. 2 ........................... 2 80
P o s ts  T oasties , T.

No. 3 ........................... 2 80
F arin o se , 2 4 - 2 ............... 2 70
G rape N u ts  ................... 2 70
G rape S u g a r F lak e s  . .  2 50 
S u g ar C orn F la k e s  . .  2 50 
H a rd y  W h e a t Food  . .  2 25 
P o s tm a ’s D u tch  Cook 2 75
H olland  R u sk  ............... 3 20
K ellogg’s T o a sted  R ice

B iscu it ....................... 3 30
K ellogg’s T o asted  R ice

F lak e s  ......................... 2 80
K ellogg’s T o a sted  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  F ood 4 50
M aple f la k e s  ............... 2 70
M aple C orn  F lak e s  . .  2 80 
M inn. W h e a t C ereal 3 75
A lgrain  Food ............... 4 25
R alston  W h e a t F ood 4 50 
R alston  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
T risc u it, 18 ................... 1 80
P illsb u ry ’s B es t C er’l 4 25 
P o st T a v e rn  S pecial 2 80 
Q u ak er Puffed  R ice . .  4 25 
Q u ak er P uffed  W h e a t 2 85 
Q u ak e r B rk fs t B iscu it 1 90 
Q u ak er Corn F lak e s  ..1  75 
V ic to r C orn  F lak e s  . .2  20 
W a sh in g to n  C risps . . . 1  85
W h e a t H e a r ts  ............... 1 90
W h e a te n a  .........................4 50
E v a p o r’d  S u g ar C orn  90 

BROOMS
P a r lo r  ...............................  3 00
Jew e l ............................... 3 70
W in n er ........................... 4 25
W h ittie r  S pecial ........  4 65
P a r lo r  Gem ................  3 75
Com m on W h isk  ......... 1 00
F an cy  W h isk  ............. 1 25
W a re h 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 ted  E n d s  ................. 85

S tove
No. 3 ...............................  90
No. 2 .................................1 25
No. 1 .................................1 75

Shoe
No. 8 ................................1 00
No. 7 ............................... 1 30
No. 4 ................................ 1 70
No. 3 ............................... 1 90

B U TTE R  COLOR 
D andelion, 25c size  . .2  00 

C A N D LES
Patnaffine, 6s .............. 10
Paraffine , 12s .............  10
W ick lng  ........................  20

CA N N ED  GOODS 
Apples

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

BlacK berries
2 lb .........................  1 50@1 90
S ta n d a rd s  gallons @6 00 

B eans
B pked  ................... 85@1 30
Red 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 80
G allon .............................  6 75

C lam s
L ittle  N eck, l ib . @1 00
L ittle  N eck. 2tb. @1 50

C lam  Bouillon
B u rn h am 's , V4 p t ............2 25
B u rn h am ’s, p ts ......................3 75
B u rn h am ’s  q ts ........................7 50

Corn
F a ir  ......................  75 @ 90
Good ..................... 1 00@1 10
F an cy  ................... @1 30

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

per doz.............................. 2 45
G ooseberries

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

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

L obste r
V6 lb ............................................ 2 50
1 lb .............................................. 4 25
P icn ic  T a ils  ..................... 2 75

M ackerel
M ustard , 1Tb......................1 80
M ustard . 21b......................2 80
Soused, lV£Tb.....................1 60
Soused, 2lb .....................  2 75
T om ato , 1Tb........................1 50
T om ato , 21b........................2 80

M ushroom s
H otels  ................... @ 15
B u ttons, % s . . . .  @ 14
B u tto n s, I s  ........ @ 25

O yste rs
Cove, l i b ................  90®
Cove, 21b.................1 60®

Plum s
P lu m s ................... 90@1 35

P e a rs  in S y rup  
No. 3 cans, p e r  doz. ..1  50 

P eas
M arro w fa t ........  @1 15
E a r ly  J u n e  ......... @1 25
E a r ly  Ju n e  s if ted  1 45@1 55

P eaches
P ie  ......................... 90 @1 25
No. 10 size can  p ie  @3 25 

P ineapp le
G ra ted  ................. 1 75@2 10
Sliced ................... 90@2 60

P um pkin
F a ir  .........................  80
Good ......................... 90
F a n cy  ....................... 1 CO
G allon ....................... 2 15

R aspberries
S ta n d a rd  ............... @

Salm on
W a rre n s , 1 lb . T a ll . .2  30 
W a rre n s , 1 Tb. F la t  . .2  40 
R ed A lask a  . . . . 1  65@1 75 
P in k  A la sk a  . . . . 1  35®1 45 

S ard ines
D om estic, Vis ............. 2 75
D om estic , Vi M u sta rd  2 75 
D om estic , % M u sta rd  @6Vi
F ren ch , Vis ........... 7@14
F ren ch , Vis ............. 18 @23

S hrim ps
D unbar, 1st, doz....................1 2*
D unbar, lV is. doz........... 2 25

S ucco tash
F a ir  ...........................  90
Good ....................... 1 20
F a n c y  ................. 1 25@1 40

S tra w b errie s
S ta n d a rd  ................. 95
F a n cy  ..................... 2 25

T om atoes
Good ........................... 1 15
F an cy  ....................... 1 35
No. 10 ....................... 3 50

CARBON O ILS 
B arre ls

P erfec tio n  ........... @11 Vi
D. S. G asoline . .  @18 Vi
G as M ach ine . . .  @26 Vi
D eodor’d  N a p ’a  @17Vi
C ylinder ............  29 @34Vfc
E ng in e  ..............  16 @22
B lack, w in te r  . .  8 @10

C A TSU P
S n ider’s  p in ts  ............. 2 85
S n ider’s Vi p i n t s ............1 35

C H E E S E
A cm e ..................... @18Vi
B loom ingdale . . .  @18
C arson  C ity  ......... @18Vi
H o pk ins  ............... @18
R iverside  ............  @18Vi
B rick  ....................  @19
Leiden ................... @15 .
L im b u rg er ........... @19
P ineapp le  ........  40 @60
E d am  ................... @85
S ap Sago ............  @22
Sw iss, d o m estic  . @13

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 «5
Colgan V iole t C hips ... 60
Colgan M int Chips" . . . . . 60
D en tyne ......................... 1 10
F lag  S pruce .................. . 55
Ju icy  F ru i t  .................... . 55
Red R obin  ....................... 55
Sen S'en (Ja rs  80 pkgs,

$2.20) ......................... 55
S p earm in t, W rig leys . . 55
S p earm in t. 5 box ja r s 2 75
S p earm in t, 3 box ia rs 1 65
T ru n k  S pruce ............ . 55
Y ucatan  . . . .  ................ ., 55
Zeno ................................. 55

5 boxes one kind, 3c p er 
box less.

B ulk  ___
Red . : . . .  
E ag le  . . .  
F ra n c k ’s 
S ch eu e r’s
Red S ta n d a rd s  ..........  1 60
W h ite  ............................... 1 60

CH O CO LA TE 
W a lte r  B ak e r & Co.

G erm an’s S w eet ........... 22
P rem iu m  ........................... 32
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 , Vis ................... 27
P rem ium , Vis ................... 27

C L O T H E S  L IN E
p e r  doz.

No. 40 T w isted  C otton  95 
No. 50 T w is te d  C otton  1 30 
No. 60 T w isted  C otton  1 70 
No. 80 T w is ted  C o tton  2 00 
No. 50 B ra id ed  C o tton  1 00 
No. 60 B ra id ed  C otton  1 25 
No. 60 B raided  C o tton  1 85 
No. 8o B ra id ed  C o tton  2 25
No. 50 S ash  C ord ........ 1 75
No. 60 S'ash C ord ........ 2 00
No. 60 J u te  .....................  80
No. 72 J u te  .....................1 00
No. 60 S isa l ...................  85

G alvanized  W ire  
No. 20, each  100ft. long  1 90 
N o. 19, e a ch  100ft. long  2 10 

COCOA
B a k e r’s  .........................  37
C leveland .........................  41
Colonial, Vis ...................  35
Colonial, % s ................... 33
■  42

30 
28 
36 
32 
32 
32
32 
12 
18 
36 
65
33 
33 
32

E p p s
H ersh ey ’s  Vi’s  .........
H e rsh ey ’s, Vis ..........
I lu y le r  .........................
L ow ney, Vis .............
L ow ney, Vis ............ ,
Low ney, Vis ............
Low ney, 5 Tb. can s  .
V an H ou ten , Vis ..
V an  H ou ten , Vis . .
V an H ou ten , Vis . . .
V an  H ou ten , I s  . . .
W ebb  ...........................
W ilber, Vis ...............
W ilber, Vis ..............

COCOANUT 
D u n h am ’s p e r  lb.

Vis, 5Tb. ca se  ............  30
Vis, 5Tb. c a s e ............... 29
Vis, 151b. ca se  ........... 29
Vis, 151b. ca se  ......... 28
is , 151b. ca se  ........... 27
Vis & -/2s 15tb. c a se  28
Scalloped G em s ........  10
Vis & Vis p a ils  . . . .  16
B ulk , p a ils  ............... 14Vi
B ulk , b a r re ls  ..........  12 Vi

C O F F E E S , RO A STED  
Rio

Com m on .......................  19
F a ir  .................................  19%
Choice ...........................  20
F a n c y  ........................... 21
P ea b e rry  ....................... 23

S an to s
C om m on ....................... 20
F a ir  ...................................  20Vi
Choice ............................. 21
F a n c y  ........... ...............  23
P e a b e rry  ....................... 23

M aracaibo
F a ir  ................................  24
Choice ........................... 25

M exican
C hoice ...........................  25
F a n c y  ........................... 26

G uatem ala
F a ir  .................................  25
F an cy  .............................  28

J a v a
P r iv a te  G row th  ..26@ 30
M andling  .....................31@35
A ukola ......................... 30@32

Mooha
-Short B ean  .................25@27
L ong B ean  ...................24@25
H . L. O. G.................. 26 @28

B ogota
F a ir  ...............................  24
F an cy  ............................. 26
e x c h a n g e  M ark e t, S tead y  
Spot M ark e t, S tro n g  

P ack ag e
N ew  Y ork  B asis

A rbuckle ..................... 24 75
Lion ............................... 24 50

M cL aughlin’s  X XX 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 , Vi g ro  boxes 95
Felix , Vi g ro ss  .............1 15
H u m m e l’s foil, Vi 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  .........................  gi£
S ta n d a rd  H  H  . 8V4
S ta n d a rd  T w is t ........... 9
t C ases
Jum bo , 32 Tb................... 9
E x t r a  H  H  .......... ! . ' . . .  11
B oston  C ream  ............... 14
B ig S tick , 30 tb. ca se  9

M ixed C andy
G rocers ................. 7
X  L  O .........................V. 7 Vi
Special ........................ . '. . .1 0
C onserve ..................... 814
R oyal . .  .......................s
R ibbon ................................14
B roken  .............................  8%
C ut L oa f ......................... 9%
L ead er .............................  8%
K in d e rg a rten  .............. . .11
F rench  C ream  ............... 9
H and  M ade C ream s ..17 
P rem io  C ream  m ixed 14 
P a r is  C ream  Bon B ons 10 

F ancy— In P ails
G ypsy H e a r ts  ...............15
Coco B on Bons .......... 14
F udge S q u ares  ............ 14
P e a n u t S quares  ........... 17
S u g a red  P e a n u ts  ___ 12
S alted  P e a n u ts  .......... 12
S ta r lig h t K isse s  ...........13
Lozenges, p la in  .............11
C ham pion C hocolate ..12
E clipse C hoco lates . . . .1 5  
E u re k a  C hoco lates . . .1 6  
C ham pion G um  D rops 10
A nise S q u ares  ............... 10
Lem on S ours ............... 10 ••
Im p e ria ls  ......................... 10
Ita l. C ream  Bon B ons 13
Golden W affles ........... 14
R ed R ose G um  D rops 10
A uto  K isses  ...................14
Coflfy Toffy .....................14
M olasses M in t K isses  12 

F ancy—In 5tt>. Boxes 
Old F ash io n ed  M olas

ses  K isses  101b. bx. 1 30
O range Je llie s  ........... 60
Lem on S ours ............. 60
Old F ash io n ed  H o re-

hound drops ..........  60
P ep p e rm in t D rops . . '7 0  
C ham pion Choc D rops 65 
H . M. Choc. L t. a n d

D ark , N o. 12 .......... 1 10
B it te r  S tree ts , a s ’td  1 26 
B rillia n t G um s, C rys. 60 
A. A. L icorice D rops 1 00 
Lozenges, p r in te d  . . .  65
L ozenges, p la in  ___  60
Im p e ria ls  ...................  65.
M ottoes ......................... 65
G. M. P e a n u t B a r  . .  60
H an d  M ade C rm s 80 @90
C ream  W a fe rs  ............  65
S tr in g  R ock ................... 70
W in te rg ree n  B e rrie s  . 60 

Pop Corn
C rac k er J a c k  ............. 3 25
G iggles, 5c pkg. cs. 3 50
O h M y 100s ................. 3 50

Cough D rops
P u tn a m  M en th a l . . . . 1  00
S m ith  B ros ..................... 1 25

N U TS—W hole 
A lm onds, T a rra g o n a  18
A lm onds, D rak e  ___  17
A lm onds, C alifo rn ia

so ft shell ...............
B raz ils  ................. @12
F ilb e r ts  ................. @15
e a l. No. 1 ..............
W a ln u ts  s f t  shell 17@17V6 
W alnu ts , M arbo t . .  @16
T ab le  n u ts , fan cy  . .  @16 
P eca n s , m edium  . .  @15 
P ecan s, ex. la rg e . .  @16
H ick o ry  N u ts , p e r  bu.

O hio ......................... 2 00
C ocoanu ts .....................
C h es tn u ts , N ew  Y ork

S ta te , p e r  bu ..........
S a lted  P e a n u ts  . . .  @12

Shelled
S pan ish  P e a n u ts  8@ 8V&
P ecan  H alv e s  . . .  @80
W a ln u t H a lv es  . .  @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@ 6V4

R o as ted  ................. 7@ 7 Vi
Choice, raw , H . P . J u m 

bo.............................  @ 6%
CRA CK ED  W H E A T

B ulk  ............................. 3 Vi
24 21b. p k g s ..................... 2 50

CR A C K E R S
N atio n a l B iscu it C om pany 

B ran d s  
B u tte r

N . B. C. Sq. bbl. 7 bx. 6Vi 
S eym our, Rd. bbl. 7 bx. 6% 

Soda
N . B. C. boxes ............... 6%
P rem iu m  ......................... 7 Vi
S elec t ...............................  8%
S ara to g a  F lak e s  ........... 13
Z e p h y re tte  ....................... 13

O y ste r
N . B. C. P icn ic  boxes 6Vi
G em , boxes .....................  6%
Shell ...................................  8

S w eet Goods
A nim als .........................  10
A rm ad a  C akes ........... 8
A tla n tlc s  .........................  ia
A tlan tic , A sso rted  ____12
A vena F ru i t  C akes .. .1 2  
B onnie Doon Cookies 10
B onnie L ass ie s  ............ 10
B r it tle  F in g e rs  ........... 10
B um ble Bee ............... 10
C artw h ee ls  A sso rted  . .  8V4
C hocolate D r o p s .............17
C hocolate D rp  C en te rs  16 
Choc. H oney  F in g e rs  16 
C ircle H oney  Cookies 12
C racknels  .......................  ¿g
C rack erm ea l ............."  6
C ocoanu t T affy  B a r  ..12
C ocoanu t D rops ...........12
C ocoanu t M acaroons 18 
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, P la in  ..11  
Coffee C akes, Iced  . . . .1 2
C rum pets  ......................... i f
D ian a  M arshm alow

C akes .........................  16
D inner Bilscuit ...........25
D ixie S u g ar C ookies . .  9
D om estic  C akes ........... 8Vi
E ven tide  F in g e rs  . . . .1 6  
E x tra  W ine B iscu it . .  10
F am ily  Cookies ............ g u
F ig  C ake A sso rted  . . . .  12
F ig  N ew tons ....................12
F lo rabe i C akes ............... 12 Vi
F lu ted  C ocoanu t B a r  ..10
F ro sted  C ream s .............8V4
F ro sted  G inger Cookie 8V4
F ru it  L unch , Iced ......... 10
G ala  S u g ar C akes ___  8%
G inger G em s ................... 8i£
G inger G em s, Iced  ___ 9 %
G raham  C rac k e rs  ......... 8
G inger S naps F am ily  . .  8 Vi 
G inger S naps N. B. C.

R ound ............................. 8
G inger S naps  N . B.

S quare  ........................... 8%
H ippodrom e B a r  ___  12
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

A sso rted  ..................... 12
H oney  Ju m b le s. P la in . .  12
H oney  F lak e s  ............... 14
H ouseho ld  co o k ie s  . . . .  8 
H ousehold  Cookies, Iced  9 
H ouseho ld  Cookies,

M olasses, P la in  ___  8
Im p eria l ...........................  $V£
Jo n n ie  ...............................  8V&
Jub ilee  M ixed ................. 10
K ream  K lips ................. 25
L ady F in g e rs  Sponge 30 
L eap  Y ear Ju m b le s  ..18  
L em on B iscu it S quare  8V4
Lem on T h in s  ................. 17
I.em on W a fe rs  ............... 16
Lem ona .........   8V4
M ace C akes ..................... 8
M andalay  ....................... 10
M ary  A nn ....................... 8V4
M arshm allow  Coffee

C ake ................................12V4
M arshm allow  W a ln u ts  18
M edora ........................... 8
M olasses C akes ............  8Vi
M olasses C akes, Iced  . .  9V4
M olasses F ru i t  Cookies

Iced  ..................................11
M olasses S andw ich  . . . .  12
M ottled  S q u ares  ......... 10
O atm eal C rac k e rs  . . . .  8
O range G em s ................. 8V4
O range Sponge L a y e r

C akes ...........................  20
P en n y  A sso rted  ............. 8 Vi
P e a n u t G em s ................. 9
P icn ic  M ixed . .  .............HV4
P ilo t B read  ..............  7
P in eap p le  W a fe rs  ......... 16
P re tz e ls , H an d  M ade . .  9
P re tze ls , M edley ........ 10
P re tz e lle tte s , H an d  M d 9 
P re tz e le t te s , M ac. M d 8
R aisin  C ookies .............. 10
R aisin  G em s ...................11
R asp b e rry  C akes ......... 12
R everes  A sso rted  . . . .  15 
R itten h o u se  F ru i t

B iscu it ......................... 12
R oyal L u n ch  ................... 8
R oyal T o a s t ..................  8
R ube .................................  8%
S a ltin e s  ........................... 13
(F o rm e r n am e  Z e p h y re tte s)  
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 i n g e r s ...............12
S u g a r  C akes ................... 8 Vi
S u g a r C rim p ................... 8Vi
S u g a r S quares, la rg e

o r  sm all ....................... 9
S u lta n a  F ru i t  B iscu it 16 
S unnyside  Ju m b le s  .. .1 0
S 'uperba ........................... 8Vi
T riu m p h  C akes ............ 16
V anilla W a fe rs  .............17
W a fe r  Ju m b le s  cam: 18 
W a v e rly  .......................  10

In -e r  Seal Goods
p e r  doz.

A lb ert B iscu it ...............1 00
A n im a ls  .............................1 00
A rrow roo t B iscu it . . . .  1 00
B aro n e t B iscu it .......... 1 00
B rem m er’s B u tte r

W a fe rs  .........................1 00
C am eo B iscu it ...............1 50
C heese Sandw ich  ........ 1 00
C hocolate  W a fe rs  -----1 00
C ocoanu t D a in tie s  . . . . 1  00 
D in n e r B iscu its  ............ 1 60
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6 7 8 9 10 11
F a u s t O y ste r .................1 00
F ig  N ew ton  ...................1 00
F ive  O’clock T e a  .........1 00
F ro ta n a  ........................... 1 00
F ru it  C ake .....................3 00,
G inger S naps, N . B. C. 1 00’ 
G rah am  C rackers, Red

L abel ........................... 1 00
J a c k  F ro s t G em s . . . .  8
L em on S n ap s  ................. 50
O atm ea l C rac k ers  . .  1 00 
Old T im e S u g a r Cook. 1 00
O val S a lt B iscu it ......... 1 00
O y ste re tte s  ..................... 50
P rem iu m  S odas ..........  1 00
P re tz e le tte s , H d. Md. 1 00
R oyal T o a s t ................... 1 00
R ykon B iscu it ............... 1 00
S a ltin e  B iscu it ............... 1 00
S a ra to g a  F lak e s  ........... 1 50
Social T e a  B iscu it . . . . 1  00 
S u lta n a  F ru i t  B iscu it 1 50
S oda C rac k e rs  N  B  C 1 00 
S oda C rac k e rs  S elec t 1 00 
S. S. B u tte r  C rac k e rs  1 50
U needa B iscu it ............  50
U needa J in je r  W a y fe r  1 00 
TJneeda L unch  B iscu it 50
V an illa  W a te rs  ........... 1 00
W a te r  T h in  B iscu it . .1  00 
Zu Zu G inger s n a p s  . .  50 
Z w ieback  ....................... 1 00

O ther P ack a g e  Goods 
B a rn u m ’s A n im a ls  . . .  50
C hoco la te  T okens  ----- 2 50
A m erican  B ea u ty

G inger S’nap s  ..........  2 50
B u tte r  C rackers. N BC 

fam ily  p ack ag e  . .  2 50
S oda C rack ers, N BC 

fam il y p ac k ag e  ----- 2 50
In Special T in  P ackages.

P e r  doz.
F e s tin o  .........................  2 50
M in a re t W a fe rs  ..........1 00
N abisco , 25c ...................2 50
N abisco , 10c ...................1 00
C ham pagne  W a fe r  . . . . 2  50

P e r  tin  in  bulk
S o rb e tto  ......................... J 00
N abisco  ........................... J 75
F e s tin o  ......................... 1 “O
B 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 .................................
S quare  C ans ................
F a n cy  cadd ies  ............

33
34 
36 
41

d r i e d  f r u i t s
A pples

E v a p o r’ed, Choice bu lk  <
E v a p o r’ed, F a n c y  pkg. 8%

A prico ts 
C a lifo rn ia  .............. 12@14

C itron  
C orsican  .............. 15

C u rra n ts
Im p 'd  1 lb . pkg. . . . . .
Im ported , bu lk  . . . ......... 9^4

P eaches
M uirs1—Choice, 25 lb. b  9
M uirs—F an cy , 25 It), b 10
F an cy , P eeled , 25 lb. 18

Peel
Lem on, A m erican . . . .  12%
O range, A m erican . — 12%

R aisins
C luste r, 20 ca rto n s ___ 2 25
Loose M uscate ls  3 C r 5%
1 oose M uscate ls  4 C r 6 
L. M. Seeded, 1 lb. 6%@7

C alifo rn ia  P ru n e s
b o x e s ..®  690-100 251b. 

80- 90 251b. 
70- 80 251b. 
60- 70 251b. 
50- 60 25tb. 
40- 50 251b.

boxes. .@ 6% 
b o x e s ..®  7 
b o x e s ..®  7% 
b o x e s ..®  8 
boxes . .@ 9

FA R IN A C EO U S GOODS 
B eans

D ried  L im a  ................. 7
Med. H an d  P icked  . . . 2  65
B row n H o lland  ........... 2 75

F a r in a
25 1 lb . p ac k ag es  . . . .  1 50
B ulk, p e r  100 lb s ...........4 00

O rig inal H olland R usk
P ack e d  12 ro lls to  c o n ta in e r 
3 co n ta in e rs  (36) ro lls 2 85 
5 c o n ta in e rs  (60) ro lls 4 75 

H om iny
P e a rl , 100 lb . s a c k ___ 2 00
M accaropl an d  V erm icelli 
D om estic , 10 lb. box . .  60
Im p o rted , 25 lb. box . .  2 50

P earl B arley
C h este r ...........................  3 00
E m pire  ........................... 3 75

P eas
G reen, W isconsin , bu.
G reen, S cotch , b u ........... 2 60
S plit, lb ................................ 5

Sago
E a s t  In d ia  ....................... 5%
G erm an , sack s  ........... 5%
G erm an , b roken  pkg.

T ap ioca
F lake , 100 lb . s ack s  . .  5% 
P ea rl , 130 lb . s ack s  . .  5%
P ea rl, 36 p k g s ................  2 25
M inu te , 36 p k g s .............. 2 75

F ISH IN G  T A C K L E
% to  1 in .........................
1% to  2 in .........................
1% to  2 in .........................

6
7
9

1% to  2 in .........................11
2 in . ................................... 15
3 in .......... ...............................20

C otton 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 fe e t .................20

L inen Lines
Sm all ...................................  20
M edium  .............................  26
L a rg e  ...................................  34

Poles
Bam boo, 14 ft., 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. 8#
FLA V O RIN G  EX TR A C TS 

Jen n in g s  D C B rand  
T e rp en less  E x t r a c t  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 

Je n n in g s  D C B rand  
E x t r a c t  M exican  V an illa  

No. 1 F  B ox, p e r  doz. 90
No. 2 F  Box, p e r  doz. 1 40
No. 4 F  Box, p e r  doz. 2 25
No. 3 T ap er, p e r  doz. 2 00 
2 oz. F la t  F  M p e r  dz. 2 00

FLO U R AND F E E D  
G rand  R ap id s  G rain  &  

M illing Co.
W in te r  W h ea t.

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 ....................... 4 80
W izard  F lo u r  ............... 5 40
W izard  G rah am  ......... 5 60
W izard  G ran . M eal . .  4 60 
W izard  B u ck w h ea t . .  6 00
R ye ................................... 4 40

V alley  C ity  M illing Co.
L ily  W h ite  ................... 5 70
L ig h t L oa f ................... 5 10
G raham  ........................... 2 30
G ran en a  H ea lth  ..........  2 40
G ran . M eal ..................  1 85
B olted  M ed......................  1 75

V oigt M illing Co.
G raham  .........................  5 10
V oigt’s C rescen t ......... 5 70
V o ig t’s  F lo u ro ig t .........5 70
V oigt’s  H y g ie n ic ......... 5 10
V o ig t's  R oyal ............. 6 10
W a tso n -H ig g in 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 arsha ll’s  B es t F lo u r  4 85 

W o rd en  G rocer Co.
Q uaker, p a p e r  ............  5 80
Q uaker, clo th  ............. 5 40
Q uaker, B u ck w h ea t, 5 50 

K an sas  H ard  W h e a t 
W orden  G rocer Co. 

A m erican  E ag le, % s ..5  25 
A m erican  E ag le , %s . .5  15 
A m erican  E ag le , % s ..5  05 

S pring  W h ea t.
R oy  B ak 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 50
C ereso ta , %s ................. 5 70
C ere so ta , %s ................. 5 60

W orden  G rocer Co.
W ingold , % s c lo th  ----- 5 50
W ingold, %s clo th  ----- 5 40
IVingold, % s clo th  . . . . 5  30 
W ingold, % s p a p e r  . . . 5  35 
W ingold, v.s p ap e r  . . . 5  30 
B ak e rs  P a te n t  ............... 5 15

W y k e s  & Co.
Sleepy E ye, % s c lo th  5 50 
S leepy E ye , % s clo th  5 40 
S leepy E ye, % s clo th  5 30 
Sleepy E ye, % s p a p e r  5 30 
S leepy E ye, % s p a p e r  5 30

Meal
B olted .............................  4 40
G olden G ran u la ted  . . .  4 60

W heat
R ed ................................. 1 05
W h ite  ............................. 1 05

O ats
M ichigan c a rlo ts  ..........  35
L ess  th a n  ca rlo ts  ........  37

O xford  ............................... 75
P lym ou th  Rock, P hos. 1 25
P ly m o u th  Rock, P la in 90

GRAIN BAGS
B road  G auge ................. . 18
A m oskeag  ....................... . 19

H E R B S
S age ............................... 15
H ops ................................. 15
L au re l L eaves  ............ . 15
S enna L eaves  ............. . 2b

H ID E S  AND P E L T S
H ides

G reen, No. 1 . . ............ 11%Green, No. 2 . ............ 10%
C ured, N o 1 . . . .............13
Cured, No. 2 . .............12
C alfsk in , g reen , No. 1 15 
C alfsk in , g reen , No. 2 13% 
C alfsk in , cu red , N o. 1 16 
C alfsk in , cu red . No. 2 14%

P elts
Old W ool ............ @ 30
L am b s  ................... 50@1 00
S hearlin g s  .......... 50@1 00

Tallow
No. 1 ....................... @ 5
No. 2 ....................... @ 4

W ool
U nw ashed , m ed. @ 20
U nw ashed , fine @ 15

H O RSE RA DISH  
P e r  doz.............................. 90

JE L L Y
51b. pails , p e r  doz. . .2  20 

151b. pails , p e r  pa il . . . .  50
30tb. pails , p e r  pa ll . .  95

JE L L Y  G LA SSES 
% p t. in  bbls, p e r  doz. 15 
% p t. in  bbls., p e r  doz. 16 
8 oz. capped  in  bbls, 

p e r doz............................... 13
M A P L E IN E

2 oz. b o ttles , p e r  doz. 3 00
M INCE M EAT 

P e r  ca se  .........................2 85
M OLASSES

N ew  O rleans 
F a n c y  O pen K e tt le  . .
C hoice .............................
Good ...................................
F a ir  ...................................

H a lf  b a rre ls  2c e x tra

42
35
22
20

M USTARD
% lb. 6 lb . box ........... 16

O LIV ES
B ulk , 1 gal. kegs  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
Stuffed, 8 oz......................... 1 35
Stuffed, 14 oz......................... 2 25
P itte d  (n o t stu ffed )

14 oz..............................2 25
M anzan illa , 3 oz ........... 90
L unch, 10 oz......................... 1 35
L unch , 16 oz.................... . . . 2  25
Q ueen, M am m oth , 19

oz.................................  3 75
Q ueen, M am m oth , 28

oz................................  5 25
Olive Chow, 2 doz. cs,

p e r  doz.....................  2 25
P IC K L E S

M edium
B arre ls , 1,200 co u n t . .6 75 
H a lf  bbls., 600 c o u n t 4 00
5 gallon  keg s  ............... 1 90

Sm all
B a rre ls  ........................... 8 25
H alf b a r r e l s ................... 4 65
5 gallon  kegs  ............... 2 25

G herk in s
B arre ls  ...........................
H a lf  b a rre ls  .................
5 gallon  kegs ...............

S w eet Sm all
B a rre ls  ......................... 14 50
H alf b a rre ls  ............... 8 00
5 gallon  kegs ............... 3 25

P IP E S
Clay, No. 216, p e r  box 1 75 
Clay, T. D ., fu ll co u n t 60 
Cob .....................................  9°

PLA Y IN G  CARDS 
No. 90, S tea m b o a t . . . .  75
No. 15, R ival, a s so r te d  1 25 
No. 20, R over, e n a m ’d  1 50
No. 572, S pecial ...........1 75
No. 98 Golf, s a tin  fin. 2 00
No. 808, B icycle ...........2 00
No. 632, T o u rn ’t  w h is t 2 25

Corn
C arlo ts  .................................. 56
L ess th a n  c a rlo ts  . . . .  58

H ay
C arlo ts  ......................... 15 00
L ess th a n  ca rlo ts  . . .  17 00 

Feed.
S tre e t C a r  F e e d .................. 33
N o. 1 C orn  Sc O a t F eed  .33
C racked  .corn .....................32
C oarse co m  m e a l.............. 32

f r u i t  j a r s
M ason, p ts ., p e r  gro. 5 10 
M ason, q ts ., p e r  g ro . 5 50 
M ason, % gal. p e r gro . 7 60 
M ason, ca n  tops, g ro . 1 40 

G E L A T IN E
C ox's, 1 doz. la rg e  . . . 1  75 
C ox's, 1 doz. sm all . . . 1  00 
K nox’s  S park ling , doz. 1 25 
K n o x 's  S park ling , g r. 14 00
N elson ’s  .........................  1 50
K n o x ’s  A cidu’d. doz. .1 25

PO TA SH
B a b b itt’s  ....................  4 00

PR O V ISIO N S 
B arre led  P ork  

C lear 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 risket, C lea r 22 00@23 00
P ig  .................................  23 00
C lear F am ily  ........... 26 00

D ry S a lt M eats 
S P  B ellies ...................13

L ard
P u re  in  tie 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  ____advance  %
50 lb . t in s  . . . . a d v a n c e  % 
20 lb . pa ils  . . . . a d v a n c e  % 
10 lb . p a ils  . . . . a d v a n c e  % 
5 lb . p a ils  . . . . a d v a n c e  1 
8 lb . p a ils  . . . . a d v a n c e  1

Sm oked Moats 
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 a m s  16 @16% 
H am , d ried  beef

s e ts  ................... 20 @20%
C alifo rn ia  H a m s  13 @13% 
P icn ic  Boiled H am s ..15 
Boiled H am s ....23% @ 24  
M inced H a m  ...12% @ 13 
Bacon ................. 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 00
1 bb l...................................  8 00

T rip e
K its , 15 lb s ........................  90
% bbls., 40 lb s .............. 1 60
% bbls., 80 lb s .............. 3 00

C asings
H ogs, p e r  lb ...................  35
Beef, rounds, s e t  . .  17@18 
Beef, m iddles, s e t  ,.90@95 
Sheep, p e r  bund le  . . .  80

U ncolored B u tte rin e
Solid D a iry  ___  12 @16
C o u n try  Rolls . ,12%@18

C anned  M eats
C orned beef, 2 lb .............3 80
C orned beef, 1 lb .............1 95
R o a s t beef, 2 lb ................ 3 80
R oa^ t beef, 1 lb ................ 1 95
r o t t e d  H am , %s ..........  50
P o tte d  H am , %s . . . .  90
D eviled  H am , % s . . . .  50
D eviled H am . %s ___  90
P o tte d  T ongue, % s . . . .  50
P o tte d  T ongue, % s . .  90

RICE
F a n c y  ..................... 6 @6%
J a p a n  S ty le  ......... 5 @5%
B roken  ................... 3%@4%

R O LLE D  OATS 
Rolled A vena, bbls. ..4  75 
S tee l C ut, 100 lb. sks. 2 60
M onarch , bb ls .................. 4 50
M onarch , 90 lb sack s  2 10 
Q uaker, 18 R eg u la r . .1  45 
Q uaker, 20 F am ily  . . . . 4  00

SALAD  D RESSIN G
C olum bia, % p t .......... 2 25
Colum bia, 1 p in t .......... 4 00
D u rk ee’s, la rge , 1 doz. 4 50 
D u rk ee ’s, sm all, 2 doz 5 25 
S n id e r’s, la rge , 1 doz. 2 35 
S n id er’s, sm all, 2 doz. 1 35

S A L ER A TU S 
P ack e d  60 lbs. in  box.

A rm  an d  H a m m e r ___ 3 00
W y a n d o tte , 100 % s, . .3  00

SA L SODA
G ran u la ted , bbls.............  80
G ran u la ted , 100 lbs. cs. 90 
G ran u la ted , 36 pkgs. . .  1 25

SA LT
C om 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 . s ack s  ............... 40
28 lb . s ack s  ................... 20

W a rsaw
56 lb , d a iry  in  d rill b ag s  40 
28 lb. d a iry  in  d rill b ag s  20

S o la r Rock
56 lb . s ack s  ................... 24

Com m on
G ran u la ted , F in e  ..........1 05
M edium , F in e  ................1 10

SA L T FISH  
Cod

L arg e , w hole, . . .  @7%
Snqall, w hole . . . .  @7
S tr ip s  o r  b rick s  .7%@10%
Pollock  ................. @ 4 %

H alib u t
S trip s  ...............................  15
C hunks ...........................  16

H olland H erring  
Y. M. w h. 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 lbs. ...............3 25
No. 1, 10 lb s .................  90
No. 1, 8 lb s ....................... 75

M ackerel
M ess, 100 lb s ................. 16 50
M ess, 40 lb s ........................7 00
M ess, 10 Tbs........................ 1 85
M ess, 8 Tbs.......................... 1 50
N o. 1, 100 lb s .................10 00
No. 1, 40 lb s ......................6 60
N o. 1, 10 lb s ......................1 85

W hitefish
100 lb s ................. ...............9 75
50 lb s ................. .............. 5 25
10 Tbs................. ...............1 12

8 tb s ................. ..............  92
100 tb s ................. ...............4 65

40 Tbs................. ...............2 10
10 tb s ................. ............... 75
8 tb s ................. ..............  65

SE E D S
A nise ............................... 14
C an a ry , S m y rn a  ...........5
C a ra w ay  ....................... 10
C ardom om , M a la b a r 1 20
C elery  ............................. 40
H em p, R u ssian  ..........  5
M ixed B ird  ................... 5
M u sta rd , w h i t e ............... 8
P oppy  ............................... 16
R ap e  ...................................  6%

SH O E BLA CK ING  
H an d y  Box, la rg e  3 dz 3 50 
H an d y  Box, sm all . . . . 1  25 
B lxby’s R oyal P o lish  85 
M iller’s  C row n P o lish  85

S N U F F
Scotch, in  b lad d ers  . . ..3 7
M accaboy, in  ja r s  . . . .. .3 5
F ren ch  R app ie  in  ja r s . .43

S O D A
Boxes .............................. . 5%
K egs, E ng lish  .......... . . 4 %

SPIC E S
W h o le  S p ic e s

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 , Sc 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 epper, B lack  ............ ..15
P epper, W h ite  ............,.25
P epper, C ayenne . . . . . .22
P ap rik a , H u n g a rian  .

P u r e  G ro u n d  in  B u lk
A llspice, J a m a ic a  . . . .12
Cloves, Z an z ib ar ........ 25
C assia , C an ton  ........ . .12
G inger, A frican  . . . . . .18
M ace. P en a n g  .......... ..75
N u tm egs, 75-80 . . . . . .35
P epper, B lack  .......... . .16
P epper, W h ite  ............ . 35
P epper, C ayenne .. ..24
P ap rik a , H u n g a rian . .  45

S T A R C H
C o rn

K ingsford , 40 tbs. .. . . .7 %
M uzzy, 20 l tb . pkgs.
M uzzy, 40 ltb . pkgs . .5

G lo s s
K ingsfo rd

S ilver G loss, 40 ltb s . . 7%
S ilver Gloss, 16 3tbs. . .  6%
S ilver Gloss, 12 6Ibs. • 8%

M uzzy
48 l ib . pack ag es  . . . . . .  5
16 3tb. packages  . . . . . .  4%
12 61b. p ack ag es  . . . . . .  6
501b. boxes ................ .• • 3%

S Y R U P S
C o rn

B arre ls  .......................... 28
H alf b a rre ls  .............. 31
B lue K aro , No. 2 . . . . .1  70
Blue K aro , No. 2% ..2  06
Blue K aro , No. 5 . . . . . .2  00
B lue K aro , No. 10 . . . .1  91
R ed K aro , No. 2 ___ ..1  91
Red K aro , No. 2% ..2  31
Red K aro , No. 5 . . . . .2  26
Red K aro , No. 10 . . . .2  17

P u r e  C a n e
F a ir  ................................ . 16
Good .............................. , 20
Choice ........................... . 25

T A B L E  S A U C E S
H alfo rd , la rg e  .......... ..3  75
H alfo rd , sm all .......... . .2  25

T E A
Jap an

S undried , m edium  .. ,24(3iüô
S undried , choice . . . . .30@33
Sundried , fan cy  ___,36@40
B ask e t-fired  m edium 30
B asket-fired , choice 35@37
B ask e t-fired , fan cy 40® 43
N ibs ............................. 30@32
S iftings  ....................... 10@12
F an n in g s  ................... 14@15

G unpow der
M oyune, m edium  . . . . . . .  35
M oyune, choice . . . . . .  33
M oyune, fan cy  . . . . 50®60
P ingsuey , m ed ium  . . .  33
P ingsuey , choice . . . . .  35
P ingsuey , fan cy  . . . , 50@55

Y oung Hyson
Choice ........................... 30
F an cy  ......................... 40@50

O o lo n g
F orm osa, F an cy  . . . , ,50@60
F orm 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

TOBACCO 
F ine  C ut

B lot ................................. l  45
B ugle, 16 oz....................... 3 84
Bugle, 10c ................... 11 00
D an  P a tc h , 8 an d  16 oz 32
D an  P a tc h , 4 oz...........11 52
D an  P a tc h , 2 oz............ 5 76
F a s t  M ail, 16 oz...........7 80
H ia w a th a , 16 oz...........  60
H iaw a th a , 6c ................. 5 40
M ay F low er, 16 oz. . .  9 36
N o L im it, 8 oz................1 78
N o L im it, 16 oz...........3 55
O jibw a, 8 a n d  16 oz. 40
O jibw a, 10c ................... 11 10
O jibw a, 5c ................... 1 85
P e to sk ey  Chief, 7 oz. 2 00 
P e to sk ey  Chief, 14 oz. 4 00 
P each  and  H oney , 5c 5 76
Red Bell, 16 oz................. 3 96
Red Bell, 8 foil ............. 1 98
S terling , L  & D 5c . .5  76
S w eet C uba, c a n is te r  9 16
S w eet C uba, 5c ........ 5 76
S w eet Cuba, 10c ........... 93
S w eet C uba, 1 lb. t in  4 90 
S w eet Cuba, 16 oz. . .  4 80 
S w eet Cuba, % lb. foil 2 25 
S w eet B urley  5c L& D 5 76 
S w eet Burley, 8 oz. . .  2 45 
S w eet B urley , 24 lb. . .4  90 
S w eet M ist, % gro. . .5  70 
S w eet M ist, 3 oz. . . .1 1  10
S w eet M ist, 8 oz..........  35
T e leg ram , 5c ................5 76
T iger, 5c ...........................6 00
T iger, 25c can s  ............2 35
U ncle D anie l, 1 lb. . .  60
U ncle D aniel, 1 oz . .5  22

P lug
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 .........................  60
D rum m ond  N a t L eaf,

p e r  doz ....................... 96
B a ttle  A x ......................  28
B racer, 6 a n d  12 lb. . 30
Big F ou r, 6 an d  16 lb. 32
Boot J a c k , 2 lb ............... 86
Boot Jack , p e r doz. . .  86
Bullion, 16 oz..................  46
C lim ax, G olden T w ins  48
C lim ax, 14% oz..............  44
C lim 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 R oses, 10c ........... 90
G ilt E d g l , 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 ist, 6 lb . 46 
G. T. W „ 10% Sc 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 Tb... 40
J . T ., 5% & 11 lb. . . .  35
K en tucky  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 af . 93 
P eachey , 6-12 & 24 lb. 40
P icn ic  T w ist, 5 tb. __ 45
P ip e r  H eidsick , 4 & 7 lb. 69 
P ip e r  H eidsick , p e r  doz. 96 
Polo, 3 doz., p e r doz. 48
R ed icu t, 1% oz.............. 38
R ed Lion, 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 tan 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

S crap
All Red, 5c ................... 5 76
Am. U nion S era  p ___ 5 40
B ag  P ipe . 5c ............  5 88
C utlas, 2% oz................. 26
Globe S crap , 2 oz. . . .  30 
H ap p y  T ho u g h t, 2 oz. 30 
H oney  Com b Scrap . 5c 5 76
H o n es t S crap , 5c ......... 1 55
M ail P ouch, 4 doz. 5c 2 00
Old Sbngs, 5c . . . . ; ___5 76
Old T im es, % gro . . .5  50 
P o la r  B ear, 5c, % gro . 5 76 
R ed B and, 5c % gro. 5 76 
Red M an S crap  5c 1 43
S crapple, 5c p k g s ........... 48
S u re  Shot, 5c, % gro . 5 76 
Y ankee G irl Scrp  2 oz 5 76 
P a n  H and le  Scrp  % g r  5 76 
P eac h y  S crap , i c  . . . 1  90 
U nion W orkm an , 2% 6 00

S m eklng
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 s  .........11 52
B adger, 3 oz. ................  5 04
B adger, 7 oz................... 11 52
B anner, 5c ..................... 5 96
B anne r, 8 oz. ................  1 60
B an n e r, 16 oz..................... 3 20
B elw ood M ix tu re , 10c 94
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B ig  Chief, 2% oz...........6 00
B ig Chief, 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 u rh am , 8 oz. . .  60
Bull D u rh am , 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  S w an, 5c ............. 5 76
B lack  Sw an, 14 oz. . .  3 50
Bob W h ite , 5c ............... 5 90
B ro therhood , 5c .......... 5 95
B ro therhood , 10c -----11 00
B ro therhood . 16 oz. . .  39
C arn ival, 5c ..................  5 70
C arn ival, 3% oz..........  39
C arn ival, 16 oz............... 40
C ig a r C lip 'g  Jo h n so n  30
C iga r C lip’g, S eym our 30
Id en tity , 3 & 16 oz. . .  30
D arb y  C iga r C u ttin g s  4 50 
C o n tin en ta l C ubes, 10c 90
C orn Cake, 14 oz.......... 2 55
C orn  Cake, 7 oz............ 1 45
C orn Cake, 5c ............... 5 76
C ream , 50c pails  .........4 60
C uban  S ta r , 5c foil . .5 76
C uban  S ta r , 16 oz. pa ils  3 72
C hips, 10c ..................... 10 20
D ills B est, 1% oz........... 79
D ills B est, 3% oz. . .  . 77
D ills B e s t 16 oz............... 73
D ixie K id, 1% foil ----- 39
D uke’s M ix, 5c ............. 5 76
D u k e 's  M ix, 10c .........11 52
D uke’s  Cam eo, 1 %  oz 41
D rum . 5c ....................... 5 90
P  F  A. 3 oz...................4 95
F  F  A, 7 oz.......................11 50
F ash io n , 5c ..................  6 00
F ash io n , 16 oz ............... 43
F iv e  B ros., 5c ............  5 60
F iv e  B ros., 10c ........... 10 70
F iv e  c e n t c u t P lu g  . .  29
F  O B  10c ...................11 50
F o u r R oses, 10c ..........  96
F u ll D ress, 1% oz. . . .  72
G lad H and , 5c ............  1 44
Gold Block, 1% oz. . . .  39
Gold Block, 10c .........11 88
Gold S ta r , 16 oz............. 38
G ail & 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 aze l 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 in g  B ird , 3 oz...............11 00
K in g  B ird , 1% oz. . . .  5 70
L a  T u rk a , 5c ............  5 76
L ittle  G ian t, 1 lb ..........  28
L ucky  S trik e , 1% oz. 94 
L ucky  S trike , 1% oz. 96
L e Redo, 3 oz................. 10 80
L e R edo, 8 & 16 oz. 38 
M yrtle  N avy , 10c . . . .1 1  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 ___ 10 56
N igger H ead , 5c ...........4 96
N igger H ead , 10c . . . .  9 84
Noon H our, 5c ........... 1 44
Old Colony, 1-12 gro . 11 52
Old Mill, 5c ................... 5 76
Old E n g lish  C urve l% oz 96
Old Crop, 5c ............... 5 76
Old Crop, 25c ............... 20
P . &., 8 oz., 30 lb . cs. 19 
P . S., 3 oz., p e r  gro. 5 70
P a t  H an d , 1 oz............... 63
P a tte rs o n  Seal, 1% oz. 48 
P a tte r s o n  Seal, 3 oz. . .  96
P a tte r s o n  Seal, 16 oz. 5 00
P eerless, 5c ..................... 5 70
P eerless, 10c ................... 1 92
P eerless, 3 oz...................10 20
P eerless, 7 oz. ............. 23 76
P eerless, 14 oz.............. 47 52
P laz a , 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 ed ro , 10c ..................... 11 80
P rid e  of V irg in ia , 1% 77
P ilo t, 5c ........................... 5 76
P ilo t, 7 oz. doz............... 1 05
P ilot, 14 oz. doz............. 2 10
P rin c e  A lbert, 10c . .  96
P rin c e  A lbert, 8 oz. . .  4 92 
P rin ce  A bert, 16 oz. . .  8 40 
Q ueen Q uality , 5c . . .  48
Rob Roy, 5c foil -------5 90
R ob Roy, 10c g ro ss  10 20
R ob Roy, 25c doz..........2 10
R ob Roy, 50c doz. . .  4 12
S. & M ., 5c g ro ss  ----- 5 76
S. & M., 14 oz. doz. ..3  20 
Soldier Boy, 5c g ro ss  5 95
S oldier Boy, 1 0 c ........... 10 56
S old ie r Boy, 1 lb ...........4 80
S w eet C apora l, 1 oz. . .  60
S w eet L o tu s, 5c ........... 6 00

S w eet L o tu s, 10c . . . .  12 00 
S w eet L o tu s, p e r  doz. 4 85 
S w eet Rose, 214 oz. ■ 30 
S w eet T ip  Top, i c  . .  2 0# 
S w eet T ip  Top, 3% oz. 28 
S w eet T ip s, % gro  10 08
Sun C ured, l t c  .......... 11 75
S um m er T im e, Sc . . . . 5  7*
S um m er T im e, 7 oz. . .1  *5
S um m er T im e 14 oz. . .$ 5 *
S tan d a rd , 2 oz...................5 90
S tan d a rd , 8Vi ez. . . . .  28
S tan d a rd , 7 ez ................... 1 68
□cu rx. v..., l cur plug iu
Seal N . C., 1% G ran  63
T h re e  F e a th e rs , 1 oz. 63
T h re e  F e a th e rs , 10c 10 20
T h re e  F e a th e rs  and

P ip e  com bination  . .  2 25 
Tom  St J e r ry , 14 oz. . .3  60 
Tom  Sc J e r ry , 7 oz. . .  1 80 
Tom  Sc J e r ry , 3 oz. . .  8 75
T ro u t L ine, 5c ............. 5 95
T ro u t L ine, 10c ___ 10 00
T u rk ish , P a tro l. 2-9 5 76
T uxedo, 1 oz. bag s  . .  48
T uxedo, 2 oz. t in s  . .  96
T uxedo, 4 oz. c a r t  . .  64
Tuexdo, 16 oz. t in s  . .  64
T w in  O aks, 10c ......... 94
U nion L eader, 50c . .  5 06 
U nion L eader, 25c . .  2 55 
U nion L eader, 10c ..11  60 
U nion L eader, 5c . . . .  5 95
U nion W orkm an , 1 %  5 76
U ncle Sam , 10c .....10 80
U ncle S am , 8 oz........... 2 20
U. S. M arine, 5c ___ 6 00
V an  B ibber, 2 oz. t in  88 
V elvet, 5c pouch . . . .  1 44
V elvet, 10c tin  ............... 1 92
V elvet, 8 oz t in  ............. 3 84
V elvet, 16 oz. can  . . . .  7 68 
V elvet, com b ination  cs 5 75
W a r P a th , 5c ............... 5 95
W a r P a th , 8 oz............... 1 60
W ave L ine, 3 oz.........  40
W ave 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
Y um  Y um , l ib .,  doz. 4 80

No. 1 com m on ........... 89
No. 2 p a t. b ru sh  ho lder 85
Id ea l No. 7 ..................... 85
121b. co tton  m op h ead s  1 45 

P ails
2- hoop S ta n d a rd  .2 00
3-  hoop S tan d a rd  .2 35
2- w ire  C able .2 10
C eda r all red  b ra s s  ..1  25
3- w lre  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 7 0  
12 q t. G alvan ized  . . . . 1  90 
14 q t. G alvan ized  . . . . 2  10

T oo thp icks
B irch , 100 pack ag es  . .2  00
Ideal ...............................  85

T ra p s
M ouse, wood, 2 holes 22
M ouse, wood, 4 holes 45
M ouse, wood, 6 holes 70
M ouse, tin , 5 holes . . . .  65
R a t, w ood ..................... 80
R at, sp r in g  ................... 75

T ubs
20-in. S tan d a rd , No. 1 7 60 
18-in. S tan d a rd , No. 2 6 50 
16-in. S tan d a rd , No. 3 5 50
20-in. Cable, No. 1 ' . . . . 8  00
18-in. Cable, No. 2 ___ 7 00
16-in. Cable, No. 3 . . . . 6  00
No. 1 F ib re  ................... 10 25
No. 2 F ib re  ..................  9 25
No. 3 F ib re  ..................... 8 25
L arg e  G alvan ized  . . . . 5  75 
M edium  G alvan ized  . .5  00 
Sm all G alvan ized  . . . . 4  25

W a s h b o a r d s
B ronze Globe ............... 2 50
D ew ey .............................  1 75
D ouble A cm e ................. 3 75
S ingle A cm e ................. 3 15
D ouble P e e rle ss  ...........3 75
S ingle P eerless  ............. 3 25
N o rth e rn  Q ueen ........... 3 25
D ouble D uplex  ............. 3 00
Good L uck  ..................... 2 75
U niversa l ......................  3 15

W indow  C leaners
12 in ......................................... 1 65
14 in ......................................... 1 85
16 in ......................................... 2 30

T W IN E
C otton , 3 p ly  ................. 22
C otton , 4 ply ............... 22
J u te , 2 p ly  ..................... 14
H em p, 6 p ly  ................. 13
Finos, m edium  ............... 24
W ool, 1 lb . ba les  . . . . .  6

V IN EG A R
W h ite  W ine, 40 g ra in  8% 
W h ite  W ine, 80 g ra in  11% 
W h ite  W ine, 109 g ra in  13
O akland  V in eg a r & P ick le  

Co.’s  B rands . 
H ig h lan d  ap p le  cider . .18 
O ak land  app le  c id er . .  14
S ta te  S eal su g a r  ........ 12
O akland  w h ite  p ick ling  10 

P ack a g es  free.
W 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 ushels ........................... 1 00
B ushels, w ide b a n d  . . . 1  15
M ark e t ........................... 40
S p lin t, la rg e  ................. 3 50
S plin t, m ed ium  ..........  3 00
S plin t, sm all ................. 2 75
W illow  C lothes, la rg e  3 25 
W illow , C lothes, sm all 6 25 
W illow , C lothes, m e’m 7 25 

B u tte r  P la te s
O vals.

% lb., 250 in  c ra te  ...........30
% lb., 250 in  c ra te  ...........30
1 lb ., 250 in  c ra te  ............35
2 tb.. 250 in  c ra te  ............ 45
3 lb ., 250 in  c ra te  ............65
5 lb ., 250 in  c ra te  ............85

W ire  E nd .
1 lb ., 250 in c ra te  ............ 35
2 lb ., 250 in  c ra te  ............45
3 lb., 250 in  c ra te  ............ 55
5 lb., 250 in  c ra te  ............65
4% inch , 5 g ro ss  ............ 55
C artons, 20 2% doz bxs 60

C hurns
B arre l, 5 gal., each  — 2 40 
B arre l, 19 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 r o s s ............... 50
C arto n s, 29 2% doz. bxs. 56 

Egg C ra te s  and  F illers 
H u m p ty  D um pty , 12 dz. 20
No. 1, com plete  ............. 40
No. 2, com plete  ............. 28
C ase No. 2, fillers, 15

C ase, m ed ium , 12 s e ts  1 16
F au ce ts  

C ork  lined , 8 in . . 
C ork lined , 9 In. , 
C ork  lined . 10 In.

70
80
90

Mop Sticks
T ro ja n  sp r in g  ............... 90
■ clip s#  p a te n t  sp r in g  85

W ood Bow ls
13 in. B u tte r  ................1 60
15 in. B u tte r  ............... 2 00
17 in . B u tte r  ................3 75
19 in. B u tte r  ................6 00
A ssorted , 13-15-17 . . . . 3  00 
A ssorted , 15-17-19 ___ 4 25

W R A P PIN G  P A P E R
Com m on S tra w  ..........  2
F ib re  M anila, w h ite  . .  3 
F ib re  M anila , colored 4
No. 1 M an ila  ................. 4
C ream  M 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 , ro lls  ........ 19

Y E A 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

1 lb. boxes, p e r  g ro ss  9 00 
3 tb. boxes, p e r  g ro ss  24 00 

BAKING P O W D E R  
Royal

10c size  . .  90 
% tb. c a n s  1 35 
6 oz. c a n s  1 90 
% lb. c a n s  2 50 
% lb. ca n s  3 75 
l ib .  can s  4 80 
3tb. cn s  13 00 
51b. cn s  21 50

CIGARS
Jo h n so n  C ig a r Co.’s  B ran d

S. C. W ., 1,000 lo ts  ---- 31
E l P o r ta n a  ......................... 33
E ven ing  P re s s  ................ 32
E x e m p la r ............................. 32
W orden G rocer Co. B rand

B en  H u r
P e rfec tio n  ........................... 35

15 16 17
P erfec tio n E x tra s  . . . . . .3 5
Londres . . . . . .3 5
L ondres G rand  .......... . . . .3 5
S ta n d a rd  . . . . .3 6
P u rita n o s . . . .3 6
P an a te llas , F in a s  . . . ___ 35
P an a te llas , Bock ___ . . . .3 5
Jockey  Club ................. . .. .3 6

COCOANUT
B ak e r’s  B raz il Shredded

R oyal B lend ...........................
Royal H ig h  G rade ...............
S up erio r B lend .....................
B oston  C om bination  ..........

D is tr ib u ted  by Ju d so n  
G rocer Co., G rand  R ap ids; 
Lee & Cady, D e tro it; S y 
m ons Bros. & Co., S ag i
n aw ; B row n D av is  & W a r 
ner, Ja c k so n ; G odsm ark . 
D u ran d  & Co., B a ttle  
C reek ; F ie lb ach  Co., T o-

T h e on ly
5 c

Cleanser
Guaranteed to 

equal the 
best 10c kinds

ledo.

10 5c pkgs ., p e r  case > <0 
36 10c pkgs., p e r  ca se  2 60 
16 10c a n d  38 5c pkgs., 

p e r  ca se  ...................2 60

C O F F E E
R oasted

D w in e ll-W rig h t C o.'s B ’ds

W h ite  H ouse , l i b ...................
W h ite  H ouse , 2!b..................
Excelsior, B lend, l ib .............
E xcelsio r, B lend, 21b...........
T ip  Top, B lend, l i b .............

8AFES

F u ll line o f fire a n d  b u r 
g la r  p roof sa fe s  k ep t in 
s toc’. b y  th e  T ra d esm an  
C om pany. T h irty -fiv e  sizes 
and  s ty le s  on h an d  a t  all 
tim es—tw ice  a s  m any  sa fes  
a s  a re  ca rr ie d  by a n y  o th e r 
house in  th e  S ta te . I f  you 
a r e  unab le  to  v is it  G rand 
R ap id s  an d  In sp ec t th e  
line personally , w r ite  fo r 
qu o ta tio n s .

SOA P
L a u tz  B ros. St Co. 

A cm e, 30 b a rs , 75 lbs. 4 00 
A cm e. 25 b ars , 75 lb s . 4 00 
Acme, 25 b ars , 70 Tbs. 3 80
Acme, 100 cakes   .3 00
B ig  M aste r, 100 b locks 4 00 
G erm an  M ottled  ........ 3 15

G erm an  M ottled , 5 b x  3 15 
G erm an  M ottled  10 bx  3 10 
G erm an  M ottled  25 bx  3 05 
M arseilles, 100 cakes  . .6  00 
M arseilles, 100 cks 5c 4 00 
M arseilles, 100 ck  t 0 ll 4 00 
M arseilles, % box to il 2 10

P ro c to r  & G am ble Co.
L enox  ................................. 3 00
Ivory , 6 oz............................ 4 00
Ivory , 10 oz......................... 6 75
S ta r  ..................................... 3 85

T ra d esm an  Co.’s  B rand

B lack  H aw k , one box 2 50 
B lack  H aw k , five bxs  2 40 
B lack  H aw k , te n  b x s  2 25

A. B. W risley
Good C hee r ..................... 4 00
Old C o u n try  ................... 3 40

Soap Powders 
Snow  Boy, 24s fam ily

size ........................... 3 75
Snow  Boy, 60 5c ......... 2 40
Snow  Boy, 100 5c ___ 3 75
Gold D ust, 24 la rg e  . .  4 60 
Gold D ust, 100-5c . .4  00
K irko line, 24 41b............3 80
P ea rlin e  ......................... 3 75
Soapine ............................. 4 00
B a u b itt’s  1776 ............... 3 75
R oseine ............................. 3 59
A rm o u r 's  ......................... 3 70
W isdom  ............................. 3 80

Soap Compounds
Jo h n so n ’s  F in e  ............. 5 10
Jo h n so n ’s  X X X  ........... 4 25
R ub-N o-M ore  ................. 3 86
N ine  O’clock ................... 3 SO

S couring
E noch  M organ ’s Sons 

Sapolio, g ro ss  lo ts  . . . . 9  50 
Sapolio, h a lf  gro . lo ts  4 86 
Sapolio, s ing le  boxes 2 4u
Sapolio , b a n d  ................. 2 40
S*courine M an u fac tu r in g  Co
S courine , 50 ca k es  ___ 1 80
S courine , 100 cakes  . .  .3 50

FLEISCHM ANN’S Y E A ST is to-day sold by  

thousands o f grocers, w h o  realize the advan

tage of pleasing their custom ers and at the  

same tim e m aking a good profit from  the 

goods th ey  sell. If you  are not selling it now , 

Mr. Grocer, let us suggest that you  fall into  

line. You w o n ’t regret it. JSl 3* Sl

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

gal. complete, each............  1.67 .
3 gal. complete, each............ 2.10 f F - ° -  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., S T O  Chicago
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BU SIN ESS-W A N TS D EPA R TM EN T
Advertisements inserted under this head for two cents a word the first insertion and one cent a word for each subsequent 

continuous insertion. No charge less than 25 cents. Cash must accompany all orders.

B U S I N E S S  C H A N C E S .

F o r Sale—D ry  goods s to ck  in  good 
condition , in v e n to rie s  fo r $3,500. L o c a t
ed  in  good re s o r t  to w n  of a b o u t six  
h u n d red  popu la tion . In  fine fa rm in g  and  
f ru it  section . B es t rea so n s  fo r selling. 
E n q u ire  B au m b erg e r D ry  G oods Co.,
N o rth p o rt, M ich. ___________________ 583

F o r Sale o r  T ra d e—720 ac re s  land" a  
good lum ber, coal an d  feed  business, 60 
head  ca ttle , 12 h ea d  horses. H ea lth  
re s o r t  in  s ig h t of R ocky M ountains. 
Good p ay in g  proposition . C. O. D odder,
K eo ta , Colo._________________________ 581

M eet P a rc e l P o s t C om petition . S tu d y  
cash  m ethods a n d  p lan s. T h e se  solve 
co m p etitiv e  difficulties. T h ir ty -o n e  y ea rs  
successfu l c a sh  g rocer. P ro sp e c tu s  free.
S'. R. G rebill, L a n c a s te r , P a .________ 580

F o r  S ale  o r T ra d e—P ro p e r ty  c o n s is t
ing  of tw o  lo ts, new  e ig h t room  house, 
w ith  porches, fu rn ace , c is te rn  a n d  o th e r 
conveniences. L ocated  in  excellen t tow n, 
equipped w ith  e lec tric  lig h ts . H a s  five 
good s to re s . C hu rches. Good business 
ce n te r. T h is  p ro p e rty  is  a  b a rg a in . A d
d re ss  Lock B ox 345, Jew ell, K an . 579

S um m er R eso rt—N o rth e rn  M ich igan ; 
b ig  m o n ey m ak er; fo u r b o a ts  d a ily ; no 
h ay  fev e r; 160 a c re s  on p o in t; tw o  m iles 
sh o re ; m o s t b e a u tifu l sp o t in  M ich igan ; 
fine b a th in g  b each ; d an d y  young  o rch a rd ; 
25 a c re s  c lea red ; fine g a rd en ; p in e  an d  
hardw ood  tim b e r; h o te l bu ild in g  a n d  c o t
ta g e s  com pletely  fu rn ish e d ; b a rn , ic e 
house, lau n d ry , ro w -b o a ts , launch , sw ings, 
te n ts , docks, cow, horse , tools, etc., 
$16,000. T h is  is  a  go ing  concern  a n d  a  
b ig  b a rg a in ; reason , old age . T erm s. 
W . S. E v a r ts , 46 H ag u e  A ve., D e tro it.

F a rm  F o r  Sale—A n e x tra  fine q u a r te r  
sec tion  in  Je ffe rso n  coun ty , ad jo in in g  
th e  ce leb ra ted  S co tt la n d  n e a r  W in 
c h e s te r ; 60 a c re s  b lue g ra s s ;  e v e rla s tin g  
w a te r ;  20 ac re s  o rch ard , th ird  y e a r  b e a r 
ing. T w o -s to ry  house a n d  all n ecessa ry  
ou thouses, $110 p e r  ac re , p a r t  on tim e, 
if desired . A ddress  D r. T . C. C raig ,
E a sto n , K a n s a s ._____________________ 577

F o r S ale—V a rie ty  s to re  in  good tow n 
in S ou th ern  M ichigan. S tock  in  fine 
cond ition , ab o u t $1,400. B es t location , 
b rick , low  re n t, only  s to re  of k ind . Good 
b usiness . B a rg a in  fo r som eone. A ddress
No. 576, c a re  T ra d esm an .___________ 576

W a n ted —A firs t-c la s s , clean , u p -to -  
d a te  s tock  of d ru g s  a n d  fix tu res , in 
vo ic ing  a b o u t $5,000. W ill p ay  cash . G ive 
fu ll p a r t ic u la rs  w hen  w ritin g . A ddress
Q uinine, c a re  T ra d e s m a n .___________575

G et re a d y  fo r sp r in g  by  g e t tin g  nice 
li ttle  seven  a c re  f r u i t  an d  p o u ltry  fa rm  
in su b u rb s  of G rand  H av en ; house 
e lec tric  lig h ted ; th re e  ou tbu ild ings, tools 
an d  chickens, $1,700. A. S tone, R ou te  1,
G rand  H a v en, M ic h . _____________ 574
—F o r  Sale o r  R e n t—S to re  bu ild in g ’ 
54 x  24, in  a  G erm an  in lan d  tow n. A d
d ress  K a th e rin e  B rau s , S t. Leo, M inn.57o

M erch an ts  closing oÜL áñ  ab so lu te  
g u a ra n te e  of 100 c e n ts  o r no pay . Sell 
now  w hen  m oney Is p len tifu l. L . ±i. 
G allagher, A uctioneer, 384 In d ia n a  Ave.,
Toledo. Ohio. _________________ 5S* _

F o r  Sale—O ne la rg e  c a rp e t rack , ho ld 
in g  12 la rg e  ro lls c a rp e t; one c u rta in  
rack , ho ld ing  30 c u r ta in s ; one shoe ra c k  
ho ld ing  96 p a ir  shoes. All In good con 
d ition . A d d ress  567, c a re  T ra d esm an

I ’ll sell a  S m ith  P re m ie r  ty p e w rite r , 
good cond ition , re g u la r  p rice  $97.50, only 
$9 ca sh  w ith  o rder. S peak  quick . B u r
to n  M. O sborne, C am den, N ew  Y or”gg

F o r  Sale—I  h av e  sev era l v e ry  d e s ir 
able tim b e r  in v e stm en ts , ran g in g  in  p rice 
from  $1,650 to  $5,000 each . B B. L u ten , 
310 L u m b erm en ’s B ldg., P o rtla n d , O re- 
gon. ____________ __________________ 565_

W holesa le  ice c ream  an d  candy  fac to ry  
needed  in  tow n  of 8,000 PO P^atjon- 
W idow  w ish es  to  re t ire  fro m  ac tiv e  life, 
15 y e a r  es ta b lish ed  b u s in ess  f ° r  
'T errito ry  com prises 300 m iles. $12,000 
b u sin ess  yea rly . W rite  P in e  H ill L an  
Co., L . B. 744, Cheboygan , M ich. 562 _ 

F o r  Sale—Good clean  s to ck  gene ra l 
m erchand ise , ab o u t $2,000. W i l lm v o ic e  
a n d  d isco u n t o r tra d e  fo r sm all borne 
in  M ichigan. A ddress Geo. C offenberry ,
C onrad . In d ia n a . _ _ _ _ _ ______ a° —

t y p e w r i t e r s .
W rite  fo r  ca ta lo g u e  a n d  specia l p rices  

on h ig h -g ra d e  g u a ra n te e d  ty p e w rite rs  
p r ee tr ia l  w ith o u t deposit. M Riltehead 
T y p e w rite r  E x ch an g e , 186 N . L aS a lle  S t.,
C hicago.______________________________

F o r  Sale—$5,000 s to ck  g e n e ra l m e r
chand ise . Good loca tion  in  one of b e s t 
sm all to w n s  in  M ichigan. A ddress  B,
ca re  T ra d esm an . _______  __ “21—

For~"Sale—Good b r ic k  s to re  bu ild in g  fo r 
g en e ra l s to re  in  n ice  v illage , a n d  fiood 
fa rm in g  co u n try ; w ill se ll a t  a  d isco u n t
if ta k e n  a t  once. A lb e rt G lpp, Cecil, 
W is.

W a n ted —S tock o f g e n e ra l m erchand ise , 
c lo th in g  o r shoes. A d d ress  O. D. P rice , 
M acom b, 111.__________________________ 541

F lo u r M ill a n d  E lec tric  P la n t—N early  
new  80 bbl. A llis m ill an d  e leva to r, com 
bined c a p ac ity  31,000 bu. N o com petition  
fo r 20 m iles around . A lso in  connection , 
u p - to -d a te  e lec tric  p la n t, lig h tin g  tow n 
o f 800. T he  e n t ire  p ro p e rty  co s t over 
$40,000. C an sell fo r $30,000 on easy  
te rm s. P ro fits  o ver $6,000 n e t. R ig id  in 
v es tig a tio n  inv ited . C en tra l M ich igan ; 
tw o ra ilroads . R eason , old ag e  a n d  ill 
h ea lth . M ercer R ea lty  Co., A sh to n  B ldg., 
G rand  R ap ids, M ich. 544

A U C T I O N E E R S .
Col. W . B. C arp e n te r, P re s id e n t M is

so u ri A uction  School, 14th a n d  G rand  
Ave., K a n sa s  C ity, Mo., can  co n v e rt yo u r 
s to ck  in to  cash . Send h im  $2 fo r F ac t, 
F u n  & F ic tio n  fo r A uctioneers , 288 pages,
m orocco bound.______________________537

W a n ted —A p a r ty  w ith  ca p ita l to  in v e st 
in  a  good th e a tr ic a l en te rp r ise . Show s 
c leared  up $14,000 la s t  season . T h is  is a  
su re  w in n e r a n d  a  re a l m on ey g e tte r . 
B es t of re fe re n ce  fu rn ish ed . Addjress 
E dw in  G ary, 203 W . W a sh in g to n  S t.,
A nn  A rbor, M ic h .__________________ 569

P h y sic ia n s  a n 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  
b e s t C en tra l M ich igan  sm all to w n s and  
srive physic ian  a  fine unopposed te rr ito ry . 
P ro p e r ty  f irs t-c la ss . D on’t  a n sw e r u n 
less you m ean  business. A ddress 522,
c a re  T ra d e s m a n .____________________ 522

F o r  Sale—Good liv e  g ro ce ry  business, 
s tr ic tly  u p - to -d a te  s tock . B es t location  
in  tow n. Good chance  fo r a  live m an.
A ddress  L ow rie  & Coles, T ra v e rse  C ity,
M ich. 535

F o r  Sale—A sm all s to ck  of d ru g s  an d  
fix tu res, fo rm erly  ow ned by C. N . W a re , 
of G reenville, M ich. Good o p p o rtu n ity  for 
m o d e ra te  ca p ita l. Lee , M. H u tch in s, 
T ru s te e , G rand  R apids. ' 533

A gen ts—W ith  o r  w ith o u t experience , 
m ake b ig  m oney d u rin g  sp a re  tim e. 
S om eth ing  new . B ig  seller. L iebig  
M edicine Co., R ichm ond  H ill, N. W .

529
P la n t A nd  B usiness  F o r  S ale—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 
so ries. T h e  A. J .  P h illip s  Co., F en to n , 
M ich. 526

A re  you look ing  fo r a  b u y e r  fo r y o u r 
b u sin ess  o r re a l e s ta te ?  I b rin g  buyers  
a n d  se llers  to g e th e r. W rite  m e  to -d a y  
if you w a n t to  buy, sell o r tr a d e  a n y  
k ind  of business  or p ro p erty . I  can  save 
you tim e  an d  m oney. E s ta b lish ed  1881. 
F ra n k  P . C leveland, 1261 A dam s E x p re ss  
B uild ing , Chicago, Ililnois. 369

B ak e ry —W ill s ta n d  in v e stig a tio n . P a r 
tic u la rs  g iven . A. J . Jo h n sto n , 846 
G rand  A ve., P o r t  W a sh in g to n , W is.

554
E n te rp r is e  pow er m e a t g rin d e r, engine, 

s tu ffe r  an d  p ress , fo r  cash , cheap. U sed 
less th a n  th re e  m on th s. * A ddress  No. 551, 
c a re  T ra d esm an . 551

L a rg e  p ro fits  m ade w ith  a  “ L ong” 
c r isp e tte  m ach ine . One m an  rep o rts  
p ro fits  of $1,500 in  one m o n th ; a n o th e r  
$1,465; 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 rep o rt 
excellen t pro fits. Splendid  locations  a re  
open everyw here . P u t  a  m ach in e  in  a  
w indow , sm a ll s to re  o r  sm all p lace in 
an y  city . I t  d ra w s  crow ds—everybddy 
buys. C osts  li ttle  to  s ta r t .  B ig  pro fits  
soon m ade. N o sk ill req u ired  to  op era te  
m ach ine . S end  fo r  fre e  book “ H ow  To 
M ake M oney in  th e  C risp e tte  B u s in ess .” 
W . Z. Long, 61 H ig h  S t., Springfield, 
ihlo. 524

F o r Sale—B ird ’s D rug  S tore, S auga- 
tuck , M ichigan. Good c lean  s tock , new  
fix tu res, floor cases. R e n t $25 p e r  m onth . 
B rick  block on m ain  corner. F in e  re so rt 
tra d e  a n d  soda  io u n ta in . N ew s s tan d . 
Good rea so n  fo r selling . 532

I p ay  cash  fo r s to ck s  o r p a r t  s to ck s  
of m erchand ise . M ust be  cheap . I I . 
K au fe r, M ilw aukee, W is. . 92

8080 a c re  s tock  ra n c h  fo r ha lf Its  value 
fo r quick  sa le ; ad d re ss  ow ner fo r fu r th e r  
in fo rm ation . A. J . Joh n so n , M erch an ts  
N a tio n a l B an k  B ldg., Springfield, M is
s o u r i___________________________________ 513 _
—F ree—In v es tin g  fo r profit m agazine . 
Send m e yo u r n am e an d  I  w ill m ail you 
th is  m agaz ine  abso lu te ly  free . B efore 
you in v e st a  do lla r an y w h ere , g e t th is  
m agazine . I t  is  w o rth  $10 a  copy to  an y  
m an w ho in te n d s  to  in v e st $5 o r m ore 
p er m onth . T ells you how  $1,000 can  
grow  to  $22,000—how  to  judge  d iffe ren t 
classe s  of in v e stm en ts , th e  rea l ea rn in g  
pow er of yo u r m oney. T h is  m agazine  
s ix  m o n th s  fre e  if  you w rite  to -d a y . H . 
L. B arbe r, P ub lish er, 433-28, W . Jack so n  
B lvd., Chicago._______________________515

D rug  S to re—F o r  sa le  o r exchange. O ur 
d ru g  s to re , s itu a te d  on one of th e  b e s t 
s e m i-c e n tra l co rn ers ; 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 rea l e s ta te ; 
have  a  good b u s in ess ; can  be  inc reased . 
If in te re s te d  ad d re ss  S ch losser B ros., 
132 W . C h es tn u t S t., L ouisville , Ky.

________ 494
A uctioneers—W e have been c losing  out 

m erch an d ise  s to ck s  fo r y ea 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 South  
D earbo rn  S t., C hicago, 111. 134

F o r Sale—D rug  s to ck  a n d  fix tu res, in 
v en to ry  ab o u t $1,500. M ust be  sold a t  
once. F o r  p a r tic u la rs  w rite  Peoples
N atio n a l B ank. B ronson. M ich. 481

M e rc h a n d ise  sa le  c o n d u c to rs . .  A .  E. 
G reene Co., 135 G rand  R iv e r A ve., 
D etro it. A d v ertisin g  fu rn ish ed  free. 
W rite  fa r  d a te , te rm s , e tc . 549

F o r Sale—O w ing to  ill h ea lth , I offer 
fo r sa le  m y g en e ra l s tock , in v en to ry in g  
betw een  $6,000 an d  $7,009, liv ing  room s 
above, s to rag e  below. L ocation  excep
tionally  good. B usiness  es tab lish ed  18 
years . S to re  h as  a lw ay s en joyed  an  e x 
cellen t trad e . A ddress Jo h n  H arr im a n , 
S nover, M ich.__________  512

W ill p ay  ca sh  fo r s to ck  of shoes an d  
rubbers . A ddress M. J . O., c a re  T ra d es- 
m an. _________________ 221

S afes  O pened—W . L . Slocum , sa fe  ex 
p e r t  an d  locksm ith . 97 M onroe A ve., 
G rand  R ap ids, M ich. 104

H E L P  W A N T E D .

W a n ted —S ale sm an  to  ca ll on re ta il  
g rocery  tra d e , D etro it, in tro d u c in g  new  
s to re  fix ture. S ay lo r M fg. Co., 168 N. 
M ichigan A ve., C hicago. 559

W a n ted —Clerk fo r g en e ra l s to re . Musi 
be sober and  in d u s trio u s  a n d  h av e  som e 
p rev ious experience . R efe ren ces  requ ired . 
A ddress S to re, c a re  T rad esm an . 242

S I T U A T I O N S  W A N T E D .

A young m a rried  m an  w ith  five years', 
experience  in g e n e ra l s to re , w ish es  em 
ploym ent. A , references . A llen P ra t t ,  
1101 Caulfield A ve., G rand  R ap ids, M ich.

582
W an ted —P osition  a s  tra v e lin g  sa le s 

m an. N o experience . W ill w ork  on 
com m ission . Good re ferences . A ddress 
571. c a re  T ra d esm an . 571

W a n t ad s . con tinued  on n ex t page

Office Statiâiuri}
!.eTTlR N0TÉ «•‘’BÏu^H eADS
| ; C ™ s T radesman|COUNTER BILLS. I COMPANY,■ JL GRAND RAPIDS.

■OU ARE ALWAYS SURE of a sale 
and a profit if you stock SAPOLfO.

You can increase your trade and the 
comfort of your customers by stocking

at once. It will sell and satisfy.
HAND SAPOLIO is a  special toilet soap—superior to any other In countless ways—delicate 

. Mouffh ior the baby’s skin, and capable ot removing any stain.
Cost« the dealer the same as regular SAPOLIO. but should be sold a t 10 cents per sail*
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What Some Michigan Cities Are 
Doing.

W ritte n  fo r th e  T rad esm an .
A $45,000 addition to the Lull Car

riage Co.’s factory at Kalamazoo will 
be completed early in December.

A city retail market, a convention 
ball, public comfort station, union 
depot and other improvements for 
Lansing are under consideration by 
the Chamber of Commerce of that 
city. The matter of a county fair for 
next year is being discussed.

Battle Creek horsemen are trying 
to form a stock company for construc
tion of a $10,000 race track, so that 
the city may enter the Short Ship or 
some other circuit races.

The Lansing Harrow Co., capital 
$20,000, has been formed at Lansing 
for the manufacture of farm tools.

Battle Creek’s new industry, the 
Seator Manufacturing Co., with $50,- 
000 capital, will occupy the hulled bean 
factory at Merrill park. The com- 
>any will manufacture a machine for 
vrapping and tying loaves of bread 
.’or use in the retail trade.

The Pere Marquette is trying out 
the first gasoline motor car ever used 
on its system, the car being placed on 
the Harbor Beach and Port Hope 
run.

D. D. Aitken is the newly elected 
President of the Flint Board of Com
merce, and in a brief talk following 
election he said things worth thinking 
about and worth repeating to a much 
larger audience than the one that 
assembled to hear him. “I have the 
utmost contempt for the fellow who 
flunks, therefore I take the position 
because I do not want to be a flunker. 
There are not very many of us who 
add much to the material wealth of 
the community. It is the man who 
labors, and the man who affords the 
opportunity to labor, who make the 
city, but all of us should do some
thing to make what he has more val
uable to the community. Too many 
of us are willing to sit in our office 
or store and say ‘that’s all right, go 
ahead and we will chip in,’ and too 
few of us willing to go around and 
make a success of the thing through 
physical and mental effort. A city 
is its people! Flint is what we make 
it. We have been fortunate in having 
citizens who provided labor and in 
having exceptionally good men to do 
the labor. But it is up to us all to 
make the city better for everybody.”

Leading citizens of Saugatuck and 
Douglas met and formed the Lake 
Shore Commercial club, with Frank 
J. Comstock as President. The best 
citizenship of the twin villages is en
listed in the organization, which will 
work for improved transportation 
facilities, better roads, new industrial 
enterprise, etc.

Prospects are bright for a sugar 
beet factory at Cheboygan.

Four night schools have been open
ed at Bay City and cooking and man
ual training are taught in addition 
to elementary English branches.

A big sign board erected at 
Buchanan has involved its owner and 
the village in a suit, the village claim
ing the board to be in violation of the 
village ordinances and of civic de
cency.

Plans for Battle Creek’s new $150,- 
000 city hall are completed and will 
be submitted to the council for rati
fication. The Chamber of Commerce 
desires to have a rest room for farm
ers provided in the building. Cadillac 
has recently provided a rest place, 
which includes two large rooms, the 
smaller one being a ladies’ rest room, 
also toilet rooms, a sick room, a nurse- 
janitress and a janitor. Merchants 
put in the furnishings and the expense 
of maintenance is paid for out of a 
fund provided by the Rest Room 
Society, each member of which pays 
a fee of 50 cents a year.

Battle Creek has bought a stone 
crusher and will build macadam streets 
next year.

Since the smallpox outbreak at 
Mason 1,000 persons have been vac
cinated and the epidemic is under 
control.

Charlotte is asking for bids for 
keeping snow and ice off the side
walks this winter.

Holland is preparing for its 13th 
annual poultry show, the dates being 
December 20-25 inclusive. The Asso
ciation this year offers six cups valued 
at $175, besides $200 in sweepstake 
prizes.

After a year’s trial Battle Creek 
pronounces its children’s playgrounds 
a success.

Muskegon has been considering 
plans for a municipal coal yard, but 
the letters received from mine opera” 
tors on the subject are decidedly chil
ly. The city feels now that it is not 
in position to supply the public with 
fuel unless it can obtain funds to buy 
a coal mine, and even then it would 
doubtless be necessary to buy a rail
road. The head of one concern said: 
‘‘We are surprised to know that any 
city would sanction the handling of 
coal through a municipal yard to the 
detriment of the legitimate coal deal
ers who no doubt are taxpayers in 
your city and have their capital in
vested in the business. We imagine 
that should the city start a business 
under municipal control that would 
in any way react against the business 
that anyone of the 800 signers of the 
petition you mention might be in, 
that there would be a considerable 
kick from them, and I hope every 
producer of coal will take the same 
action as we are taking and endeavor 
to protect coal men of your city 
against such action as you -propose 
to take, which is no more nor less than 
confiscation of private business.”

Flint is working for removal of all 
wires in the business district to under
ground conduits and the wire com
panies have promised co-operation.

The Ekenberg Co. has started a 
powdered milk factory at Ovid. This 
is the second plant of the kind in 
Clinton county, the other being at 
Elsie.

The Lansing Chamber of Commerce 
has appointed a committee to endeav
or to secure better roads for Ingham 
county.

Free mail delivery will start in 
Durand December 1.

Saginaw is taking steps toward a 
city retail market.

An ordinance governing the drill

ing for oil or gas within the city lim
its is being prepared at Saginaw.

Poker and gambling rooms at 
Adrian are being closed up by the 
police.

A post card vote is being made by 
members of the Saginaw Merchants 
and Manufacturers’ Association on the 
question of going to Saginaw bay for 
water and so far the majority have 
voted “yes.”

Bay City will add four men to its 
police force.

The sucess of public school build
ings as social centers is being demon” 
strated at Flint.

The cabbage crop was big around 
Jonesville this year, the local kraut 
factory making up 1800 tons and in 
addition the carload shipments were 
sufficient to bring the total up to 2400 
tons.

North end residents of Flint threat
en to secede and start a little city of 
their own, alleging unfair treatment.

The Manton Board of Trade is 
taking steps toward incorporation.

Holland merchants are talking 
boulevard lights.

Kalamazoo milk dealers have boost
ed the price of milk to 8 cents per 
quart, while cream is raised from 7 
to 8 cents per half pint.

Almond Griffen.

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

Mayor Goetz of South Bend has 
asked the police authorities to put all 
nickel-in-the-slot machines out of 
commission. A similar order was 
given two years ago, which proved 
effective for a time.

The contract has been awarded to 
a Chicago firm for construction of 
the new Pennsy. depot at Ft. Wayne.

An improved street car service is 
promised at Ft. Wayne. Ten new 
pay-as-you-enter cars will be added 
the first of the year.

The Knife and Fork club of South 
Bend has reached its membership 
limit of 400 and a waiting list is now 
provided. At a recent dinner at the 
Oliver hotel the leading speakers were 
S. A. Thompson of National water
ways fame and Hon. G. Bie Rayndal, 
U. S. Council General to Turkey.

This year’s fair at Ft. Wayne was 
not a financial success and although 
two of the principal stockholders are 
convinced that the fair will never be 
a success without the bar privilege 
and are in favor of disbanding there 
are other members who have faith 
in the future of the “dry” fair and 
will endeavor to keep the organiza
tion intact.

The erecting and construction shops 
of the American Car and Foundry Co., 
recently destroyed by fire at Terre 
Haute, will be rebuilt at once on a 
larger scale. The new building will 
be 200 x 400 feet and will be under 
roof in thirty days.

Shuttle train service between South 
Bend and Goshen, similar to the sub
urban train service out of Chicago, 
was inaugurated November 24 on the 
Lake Shore road, to compete with the 
electric interurban service. The twen
ty-seven miles will be covered in fifty 
minutes.

The Universal Wheel Co. a new

concern at Ft. Wayne, has purchased 
a five-acre site for a factory in the 
rolling mills district and will erect 
five buildings, employing about 1,000 
men.

Governor-elect Ralston will have 
154 appointments to office to make 
during his four-year term, and to date 
he has made only one of them, that 
of B. B. Johnson of Richmond as his 
private secretary. Of the fifty appoint
ments to be made during his first 
year all but six will likely be Demo
crats, while the others may be Pro
gressives or Republicans to fill vacan
cies on non-partisan boards of State 
institutions.

The City Council of Elkhart has 
named a Public Utilities Commission, 
made up of the Mayor, city attorney 
and three councilmen. One of its jobs 
will be to probe the alleged coal trust 
in the city and another will be to 
devise a way in which the city may 
take over the local gas, electric and 
water companies now owned by priv
ate corporations.

The Indiana Better Roads conven
tion will be held in Indianapolis De
cember 11-13, with many experts on 
the programme. The exhibit to be 
made in connection will be an inter
esting feature, including a display by 
the United States Government and 
another by the Purdue University.

Almond Griffen.

Mountain Changes Its Height.
The discovery that the Eiffel tower 

in Paris varies in height according to 
the temperature of the air elicits a 
still more remarkable piece of ¡in
formation of the same sort. It ap
pears that Mount Everest, still be
lieved to be the highest mountain in 
the world, varies in altitude from time 
to time as much as 800 feet. During 
the daytime the snows will often melt 
to that extent on the summit of the 
mountain between sunrise and sun
set. On the other hand, often be
tween sunset and sunrise, the moun
tain will regain 300 feet in a single 
night. Therefore the figure gives in 
the geographies of 29,000 feet for 
Everest’s altitude is a mere rough 
average. Col. Burrard, who has made 
a study of the subject, says that the 
officers of the Indian survey place the 
mountain somewhere between 28,700 
and 29,150 feet in height, and decline 
to guess any closer.

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

Buffalo, Nov. 27—Creamery butter, 
fresh, 30@36c; dairy, 25@32c; poor to 
good, all kinds, 20@24c.

Cheese—Fancy, 17@17J^c; choice, 
16^c; poor to common, 10@15c.

Eggs—Choice, fresh, candled, 32@ 
38c; cold storage, candled 23@24c.

Poultry (live)—Turkeys, 20c; cox, 
10@llc; fowls, 11@14; springs, 12@ 
15c; ducks, 16@17c; geese, 15@16c. 
Poultry dressed, turkeys, 20@25c; 
ducks, 20@21c; geese, 15@16c; clux, 
13@17c; fowl, 13@15c.

Beans—Red kidney, $2.50; white 
kidney, new $3; medium, new $2.60; 
narrow, new $3; pea, new $2.60.

Potatoes—60@65c per bu.
Rea & Witzig.

Sarcasm is the sour milk of human 
kindness.
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One For E very  G rocer

No. 216 
Detail Adder

No. 333 
Total Adder

No. 416
Total Adder, Sales-Strip 

Printer

1 ^ 0  MATTER how large or how 
small your business is, there is 

a sort and size of National Cash 
Register .built to serve your particu
lar requirements.

The one for your business will 
save you money, pay for itself out 
of part of the money that it saves 
and insure you more profit.

It will encourage clerks to sell 
more goods, prevent misunderstand
ings, and benefit customers.

The prices range from $20 to $790.’

Tell us how many clerks you employ, 
and we will furnish you with complete in
formation regarding a register built to meet 
the particular needs of your store.

No. 337 
Total Adder

No. 1022
Drawer Operated

No. 313 
Total Adder

No. 452
Total Adder. Receipt and Sales- 

Strip Printer

No. 542
Total Adder. Receipt and Sales-Strip 

Printer w ith Separate Depart
ments or Clerk's Addins 

Wheels.

T h e N ational Gash Register Com pany  
Dayton, Ohio

No. 562-6
Total Adder. Receipt and Sales-Strip 

Printer w ith Separate Counters 
and Drawers for S ix 

Clerks

$790

Counters and Drawers for Nine 
Clerks. Electrically Oper

ated and Illuminated.

No. 143
Sales-Strip Printer

For Cashiers.

No. 572-4
Total Adder. Receipt and Sales-Strip

Printer w ith Separate Counters 
and Drawers for Each 

Clerk.
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RENOWNED FOR 
Fit  an d  W ea r

■HE above Trade Mark is recognized through
out Michigan as standing for the best quality 

in Overalls, Workshirts and Cotton Pants, and if 
you are not already handling our line, you should 
not delay a minute, but send for a trial order at 
once and note how quickly your customers will 
recognize the superiority of these garments, and the 
insistent demands which you will have for work 
clothes whose tickets bear the Ideal Trade Mark will 
soon convince you that we are not making any false 
statement when we say that our garments give the 
most satisfactory service of any that are manufac
tured to-day.

SAMPLES SE N T  PREPAID

THE IDEAL CLOTHING CO.
G R A N D  RAPIDS, MICH.


