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THE MAN WHO WON

He kept his soul unspotted and he kept upon his way,

And he tried to do some service for God’s people day by day;

He had time to cheer the doubter who complained that hope was dead;
He had time to help the cripple when the way was rough ahead;

He had time to guard the orphan and, one day, well satisfied

With the talents God had given him, he closed his eyes and died.

He had time to see the beauty that the Lord had spread around,

He had time to hear the music in the shells the children found;

He had time to keep repeating, as he bravely worked away,

“It is splendid to be living in the splendid world to-day!”’

But the crowds—the crowds that hurry after golden prizes—said
That he never had succeeded, when the clods lay o’er his head—
He had dreamed—“He was a failure,”” they compassionately sighed,

For the man had little money in his pockets when he died.
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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.

Judson Grocer
Company

HE history of Sugar is a romance. It is as
B old as civilization. More than three cen-
turies before the Christian era REEDS were dis-
covered in India that YIELDED HONEY WITH-
OUT BEES. To-day the people of the United
States consume more than THREE MILLION
TONS annually. Pure Sugar is rich in food-
value. Pure Sugar is the most economical food.
We sell only Pure Sugar.

THE SUGAR HOUSE

Judson Grocer Company
Grand Rapids, Michigan

W orden G rocer c ompany

THE PROMPT SHIPPERS

Grand Rapids Kalamazoo

There OUGHT to be a
Special Christmas rush for

WHITE HOUSE

There certainly WILL be
if you’ll only set things
a-moving in the right way.

JUDSON GROCER COMPANY

DISTRIBUTORS
GRAND RAPIDS, MICH.

Lauz S NOW B OV washing Powder

Buffalo, N. Y.
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SPECIAL FEATURES.

e

.~ New York Market.

. News of the Business World.
Grocery and Produce Market.
Financial.

Editorial.
Cloverland.
Hardware.

The World’s Trade.
Only a Dealer.
Window Trimming.
Behind the Counter.
No Union for Him.

Butter, Eggs and Provisions.

Pal
29
4
5
6.
8
10.
13
14
16
18
19
20
23. Lacked Horse Sense.
24. Why He Failed.
26. Woman's World.
27. Worked Out Well.
28. Kangaroo Land.
30. Dry Goods.
31. Parcels Post.
32. Shoes.
34. The Zone System.
36. Men of Mark.
38. Clothing.
39. Premiums and Specialties.
40. The Commercial Traveler.
42. Drugs.
43. Drug Price Current.
. Grocery Price Current.
46. Special Price Current.
Will Use Jersey and Bushel Baskets
Only.

Buffalo, Dec. 10—We enclose you
a letter showing what our people are
doing in regard to the handling of
fruit next season. It will mean a de-
cided improvement in every, way and
result in a saving of thousands of dol-
lars damages, etc. The growers seem
to want the same thing and it will go
through all right. Tea & V itzig.

The action above referred to is thus
described in a circular sent out lay
the Buffalo Produce Exchange:

Buffalo, Dec 10—At a joint meet-
ing of railroad officials, basket manu-
facturers and the wholesale produce
dealers of Buffalo, held in the Buffalo
Produce Exchange Rooms, November
lit, ii was the unanimous opinion that
next season’s crop of peaches and
other small fruits should he marketed
in wooden covered baskets.

There is m>doubt that peaches ship-
ped in the Jersey and bushel baskets
would arrive here in much better con-
dition. and would be more acceptable
to the Buffalo and out of town buyers
than when packed in the old style,
high hat baskets.

As it is impossible for the Buffalo
trade to consume all the peaches that
are sent here and, as a number of
railroad and express companies have
refused to ship peaches unless cover-
ed with wooden covers, we hope the
use of the Jersey and bushel baskets
will become general, resulting in a
general great advantage to growers,
shippers, and dealers, thereby enabling
them to ship their fruit to any mar-
ket they prefer, or sell to buyers from
any section.

The small amount of space occupied
by the wooden covered baskets, as
compared with the netting covered
baskets, will be of great benefit to all.
as the grower and dealer can handle
them at less expense and labor, also
saving the expense of racking cars
when shipping.

The produce dealers can put a much
greater quantity of fruit in the sam3
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space without creating the impression
of a ghilted inarket, for the same
supply of pc:aches in the wooden cov-
ered p.ickag<;s, prmesents the appearance
of liglliter rceceipil|| and tenels to create
a firm.er feeling, and tl:lorefore, better
prices; and it i5 our Leli¢f that the
grovvers will be able 1. btain much
more ior tiltdr frnit than when packed
in tlu old way.

The new law that becomes opera-
June 1, 1913, requires all
small fruits  to 1>e packed in standard
packat'®_liushels. half-Innduds, pecks
and half-pet:ks.  (»titer pa<ikages can-
not be used mult,+ the new law, unless
each package is plainly marked in two
inch letters, showing the exact num-
ber of quarts contained.

We believe that now is the proper
time t<& make the change, as growers
are all out of baskets, and can order
their baskets early, and know just
what is required, and know that lie
will have the same package as his
neighbor.

tive

Death of H. A. Hudson.

Horace A. Hudson, of this city,
died at his late residence, 924 Dunham
street, December 10, at the age of
years, 1 month and 22 days, having
been born October IS. 1549, at Til-
more, Michigan. Mr. Hudson had
been in the cigar business many years,
having last been a salesman for the
G- J. Johnson Cigar Co. He had
been a resident of this city for twen-
ty-seven years. He is survived by
a widow, an aged father, Homer E.
Hudson, whose home is with the
family, one sister, Mrs. A. A. Pompe.
of Vancouver, Washington: two
brothers, Frank Il. and E. E. Hud-
son, of Belding, and two sons, Lloyd
V. and Homer S. of this city. Mr.
Hudson commenced life as a school
teacher after graduating from Kala-
mazoo College- He was married to
Miss Nellie L. Purdy, November 19.
1872, at Kalamazoo. He engaged in
the mercantile business at Iludson-
ville in May, 1872, continuing for
eight years, during which time he was
the first station agent in that town,
vhich was named after the Hudson
family. He was with the . M.
Clark Grocery Co. fifteen years, fol-
lowed by employment with the Eoril-
lard Tobacco Co., of Jersey City, then
with the Jas. G. Butler Tobacco Co.,
of St. Louis- On the consolidation of
hat house with the American Tobac-
co Co., he remained with the latter
until four years ago. After one year's
vacation the remainder of his employ-

ment was with the G. J. Johnson
Cigar Co. The funeral will be held
at the late residence, 934 Dunham

street, Thursday, December 12. In-
terment will be in North Oak Hills.

REPRESENTATIVE RETAILERS.

Edward J. Carroll, General
at Manton.
Edward J- Carroll was ushered into
this life February 5, 1878, in Genesee
county, X. Y. He was brought to
Michigan and Wexford county in
1882, his parents settling on what is
now the Charles Gilbert farm in west
Cedar Creek. Five years later a
tract of land was purchased on sec-
tion seven Cedar Creek, when the
process of hewing out a home in the
unbroken forest began and is known
mw as the old Carroll home. In this
work E. J. did his full share and g'cw
t& manhood from slender youth, at-
tending school in district No. 1, when
summer work was done and the much
needed respite came. He was one of
the boys who plan while they work
and this marked a line that lead t>
future success. At the age of 15

Dealer

Edward J. Carroll.

years the commercial desire came up-
on him and he entered the store of
C. B. Bailey in Manton as a sales-
man, but soon returned to farm work,
being employed by James Brown f >
two years. The commercial desire
returned and he went to Bellaire as
salesman in the general store of Mil-
ler Brothers- September 1, 1897, he
went to Central Lake and engaged in
tin- general store of 11 C. McFarlan,
a former and pioneer merchant oi
Manton. There he remained two
years and seven months, changing
then to the store of Hirschman where
he remained until returning to Man-
ton in 1901. He then took a position
as salesman in the general store of
R. C. Ballard, in the same building
where he had sold merchandise for
Mr. Bailey. After one and a half
years there, his plans matured and on
March 1, 1904, he engaged in the
grocery business on .his own account
in the opera house building, his pres-
ent business place. For five years,
from 1900 to 1905, he was sorely af-

.ness and
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flittec1 willt failing jtealth but kept
hravely on until vigorous health came
to hijin, aml to-day there is hardly a
im with a deeper bioom of health
or  morc- joyous and buov-ant .lispo-

ion than Mr. Carroll. in his early
business asi trade increased his stock

\K4s added to until n<IW lie looks
down the long room firotti his desk
upon a full line of general mer-

chandise as clean and neat as indus-
trious bands can make them, all
superintended and much of it handled
by Mr. Carroll himself. July 25, 1900,
while a salesman, Mr. Carroll married
Miss Mildred, daughter of Dr. E. and
Mrs. Morgan, and they reside in one
of the best and prettiest homes in
Manton, purchased by them two
years ago. Two sons, 8 and 4 years
old bubbling dyer with rich red blood
and mischievousness hasten the foot
steps of the father from his business
to the home when the close of busi-
ness hours comes.

Mr. Carroll has been averse to ac-
cepting public office, but finally suc-
cumbed and is now a member of the
Common Council and Township
Treasurer. The cares of a large and
constantly growing merchandise busi-
local public offices rest
lightly on the broad shoulders of Mr.
Carroll and he finds ample time P>
enjoy many hours with his wife and
boys at his handsome home and with
his friends on the stream- snaring
the speckled trout, and many arc the

ends who have enjoyed Mr- Cnr-

ITs hospitality in runs to the

«étais and a day’s wholesome out-

V alter S. Rrickett, the
Si‘diiaw lumberman and landowner, has
sold 18,000 acres ot land along the

Sturgeon River south of Houghton
to the Sturgeon River Land & Im-
provement Co. composed of New

York capitalists. It is understood tin-
cash consideration was s>(((00) and
that tin- purchase will develop a 2,000-
horsepower electric plant with an ad-
ditional o:itlai of 81,000,000. The pur-

to supply cheap electric power

Calumet & Hecla Co. at Calu-

Fwo immense dams will be built
20 miles .apart, the upper having a
220-not head and the lower a 190-foot
head ot water. It is understood work
on tin- plants will begin at once.

Detroit—The Americus Products
Manufacturing Co. has engaged in
business to manufacture and sell

cleaners and other similar products,
with an authorized capital stock m
82.500, of which 81,250 has been sub-
scribed and 81,000 paid in in property.

A. G. Erickson, baker at 134 Divi-
sion avenue, South, has added a line
of groceries. The stock was furnish-
ed by Dooge-Rademaker Grocer Co.



NEW YORK MARKET.

Special Features in the Grocery and
Produce Market.
Special Correspondence.

New York, Dec. 9—Same old story
as to spot coffee—nothing doing be-
yond the wusual daily requirement«.
Trade is disappointing. All hands
hoped there would be a brisk busi-
ness, but unless something happens
December will not go out with a
record as to the sale of coffee. It is
thought that stocks in the country
must be rather meager and this leads
to the hope that we shall soon see a
turn for the better. At the close Rio
No. 7 is worth 14"@ 14~c and San-
tos 3s 16j4@16?4c. In store and
afloat there are 2,490,756 bags, against
2,381,224 bags at the same time last
year Small orders make up the rec-
ord of the week for mild grades.
Good Cucuta is quoted at 16@16J7c.

Formosa and Japan black teas have
moved out fairly well, while other
varieties show only the usual every-
day demand. There is a better feel-
ing pervading the trade, and as soon
as the holiday trade is over it is
thought that tea will “come unto its
own.”

With two big refineries shut down
until some time in January, the stocks
of sugar are running somewhat mod-
erate- Lower quotations are con-
fidently looked for by the turn oi
the year when Cuba will begin mak-

ing shipments. The crop of the
island is now estimated at 2,328,000
tons. Quotations on granulated is

unchanged—4.90c.

The rice market is in a fairly active
and satisfactory condition for the
time of year. Prices are firm and on
some grades at primary points there
is a silght advince. However, here
the same range of values is continued
—prime to choice, 5$4@5}4c

Spices have been doing fairly well

and quotations remain without no-
ticeable change. Singapore black
pepper, 11J4@ ll*c; white, 18"@
1854c.

Molasses had a satisfactory week
except at the end, when the business
was simply routine. Would-be buy-
ers seem to think the range most too
high and are looking or hoping for

concession. Good to prime centrifug-
al, 30@40c. Syrups are quiet and un-
changed.

Dollar tomatoes, which it was con-
fidently predicted some time ago
would be “in sight” about this time,
do not seem to materialize. In fact,
the advance is a decline- Although
sellers maintain that 82}4@85c is
“about right,” is said that not a few
sales have been made at 77j4c and
some even at 75c. Probably 80c for
strictly standard goods would not be
far out of the way.

If corn of desirable quality can be
picked up at 50c it is quite sure to

nd a buyer. The supply is not large
at this figure. Fancy stock is firm
and in light demand. String beans,
peas, beets—in fact, almost the whole
line of vegetables—are meeting with
pretty good call and canners will take
a new lease of life if matters con-
tinue to improve.

The better grades of butter reached
a point where it seemed impossible

MICHIGAN

to maintain them and,
a slight decline has set in. Creamery
specials, 37j4@38c; firsts, 34@36}4c;
seconds, 30@33c; held stock, 32)4@
34c; process, 27@28c; factory, 23@24c.

Cheese is firm and quotations are
unchanged—17J4@18c for whole milk.
Lower grades are slightly easier.

Eggs are lower, owing to liberal re-
ceipts.  Fresh-gathered extras, 36@
38c; extra firsts, 33@34c; held stock,
25@27c. There are some grades, of
course, which exceed the above out-
side quotations and possibly 40c
might be paid for very choice white
Western. The cold wave which has
just arrived may cause some diminu-
tion of supplies and consequent ad-
vance.

accordingly,

Honks From Auto City Council.

Lansing, Dec. 9—Brother A. E.
Krats, local sales manager for the
Aultman & Taylor Machinery Co.,
left this morning for a business con-
ference with his home office at Mans-
field, Ohio.

We are pleased to announce that
Bro. L. J. Collard, with the Perry
Barker Candy Co. is out again and
hustling for business. A troublesome
molar caused his face to resemble the
advertisement for Dent’s tootache gum
for several days last week.

Mrs. James F. Hammell has prac-
tically recovered from her recent ill-
ness and is now able to resume her
Christmas shopping.

Several of our counselors are criti-
cising the Comstock Hotel, at Hud-
son, because of certain insanitary con-
ditions which could easily be correct-
ed.

Brother John Himelberger will
again represent the Michigan Knit-
ting Co. after January 1

The Fochler House, at Middleton,
which was closed for some time, on
account of scarlet fever, has been open
to the public since last Monday. This
is one of the small town hotels in

Michigan which provides individual
towels, clean beds and well cooked
meals.

The next of the series of parties
being given by our Council this win-
ter will occur Dec. 28 and the annual
party and banquet will be held Jan-
uary 25. These parties are rapidly in-
creasing in popularity and the annual
promises to eclipse anything in the
entertainment line ever given by Auto
City Council. Those who have not
purchased season tickets, but are
intending to be with wus at at
this banquet are earnestly request-
ed to secure their tickets as ear-
ly as possible. By doing so they will
materially aid the committee. It is
almost necessary that they know
about how many will be present in
order to make proper arrangements.
Brother Stuart Harrison is chairman
of this committee and his associates
are Brothers Hastings, Riordan, Ray-

mond, Brandimore, Kinney, Tooley,
Jury and LaDue.
Several of our counselors report

that the Burk Hotel, at Lake Odessa,
is now furnishing individual towels,
but some improvement might be made
in the sanitary condition of the toilet
room.

We propose, from now on, to re-
port hotel-conditions in this column
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just as often as it seems necessary, un-
less checked by Mr. Stowe. Those
who are trying to give the boys a
square deal will be complimented,
but criticism will be made carefully
and with the advice of responsible
members of our Council.

We notice favorable comment con-
cerning Grand Counselor Adams offer-
ing a silk flag to the council securing
the largest percentage of increase in
membership during the coming year.
Upon his official visit here, he said
he hoped Auto City Council would
win it and while visiting Kalamazoo
Council, Nov. 9, we heard him hope
right out loud that they would win
it No doubt he has hoped the- same
thing for Battle Creek Council and,
perhaps, for every council in the State.
If hopes will win it, it will surely be
won.

Those of our counselors who find
it necessary to do considerable driv-
ing, in order to secure enough busi-
ness to satisfy their sales managers,
are rapidly becoming enthusiastic ad-
vocates of the good roads system.
Bro. L. L. Colton says one day last
week it required seven hours to cover
the distance between Middleton and
Maple Rapids and yet his expense ac-
count indicates that he paid for a good
livery.

The yearly report of Brother E. H.

Simpkins, our representative in the
Lansing Chamber of Commerce, as
given in our last regular meeting,

proved very interesting and was en-
thusiastically received. Bro. Simpkins
was given a rising vote of thanks and
promptly elected to continue in the
capacity for another year. He has
served very efficiently in that body as
chairman of the Committee on Trans-
portation and it is largely through
the efforts of this Committee that
new, large and up-to-date freight
houses have been erected in our city
by both the Grand Trunk and Michi-
gan Central Railroads and a commo-
dious addition and other much needed
improvements made to the Lake Shore
freight house and passenger station.

Brother P. G. Plummer, has leased
his new three-story brick building,
containing 24,000 square feet of floor
space, for a term of three years, with
the privilege of five, to the Emerson-
Brantingham Implement Co., which
will take possession January 1, mov-
ing from their present quarters on
Grand avenue, South. The above
named company will then carry at
Lansing its full line, consisting of
buggies, farm implements, gas tractors
and threshing machines.

H. D. Bullen.

[Mr. Bullen need have no fear that
the Tradesman will eliminate or qual-
ify any reference he may make to in-
sanitary conditions at hotels or other
abuses and annoyances to which trav-
eling men are subjected. The Trades-
man believes that many reforms can
be brought about by publicity. Some-
times facts and figures, plainly stated,
will secure desired results. Sometimes
ridicule has to be called into play to
secure concessions. Sometimes legis-
lation has to be resorted to. The
Tradesman believes in mild measure,
to begin with, increasing in force and
severity if the offender is stubborn.
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Few men can stand up under ridicule,
because it is a weapon which cannot
be refuted or answered. Because of
this, ridicule should be resorted to
only when all other arguments fail.
The Tradesman has never had a more
trustworthy corps of correspondents
than now and places absolute confi-
dence in their integrity and good
judgment. It does not believe that
any of them would willingly state un-
truth or permit themselves to b; in-
fluenced by prejudice—Editor Trades-
man.]

Progress in Hotel Sanitation Legis-
lation.

Lansing, Dec. 10—I read with great
pleasure John A. Hach’s communica-
tion in your paper. | wish there were
more Stowes to hatch more Haches.

The railway and depot sanitation
question is in a promising condition.
As regards their cleaning up and reg-
ulations in sanitation, the U. C. T.
and K. of G. are helping tremendous-
ly- The managers of railway com-
panies seemingly desire to co-operate
in the work of sanitation. The trou-
ble in many instances at depots
arises through the shiftlessness of
the man on the job. This the man-
agers realize and are trying earnestly
to remedy.

The work in hotel sanitation s
progressing very rapidly under the
auspices of our commercial travelers,
n fact, hotel, school and home san-
itation sentiment is being created all
over the State. The newspapers in a
great many localities are taking up
the question and rendering very val-
uable service; also the women’s clubs,
granges and certain churches are
helping us in the work of sanitation.

| thank the Tradesman very much

for its consistent help.
D. E. McClure,
Ass’t Sec’y State Bd. of Health.

Coldwater, Dec. 10—At the meeting
held at Battle Creek on November
30 in the interest of proposed legis-
lation in hotel sanitation, the matter
was thoroughly discussed and, while
there was some definite action taken,
the bill is not wholly completed
and will not be for several days.
However, there will be a general con-
ference on the subject within the
next ten days and, as soon as same
is held, 1 will see to it that you
get a copy of the first draft agreed
upon by the friends of the measure.

You must pardon my apparent in-
difference with regard to items for
your journal, but the fact is that be-
tween my business and my position
on the Legislative Committee, it has
given me little time for anything on
the side. However, | have completed
my business for the year and hope
to have legislative matters cleared up
by the first of the year, so that |
may be in a position to let you hear
from me occasionally.

John A. Hach, Jr.

Dandelion Vegetable Butter Color

A perfectly Pure Vegetable Butter
Color and one that complies with the
Fure food laws of every State and of

he United States.
Manufactured by Wells & Richardson Co.
Burlington, Vt.
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Kelsey, Brewer & Company as Syndicate Managers

OFFER SUBJECT TO ALLOTMENT A NEW ISSUE OF

American Public Utilities Company
$2,200,000 Six Per Cent. Cumulative Preferred Stock

and

$770,000 Common Stock

in “Blocks” of

$1000 par value Preferred Stock ) t?
$ 350 par value Common Stock J*

no

n
tpl,UUU

or fractional parts thereof on same basis

The stock now offered for sale is issued for the acquisition of certain securities of new properties in Indianapolis, In-

diana, and LaCrosse, Wis., and to provide additional capital.

ORGANIZATION
THE AMERICAN PUBLIC UTILITIES COMPANY, through stock ownership, will control the following properties:

*Merchants Public Utilities Co., Indianapolis, Indiana.
"Peoples Light & Heat Co., Indianapolis, Ind.
Elkhart Gas & Fuel Co., Elkhart, Ind.
Valparaiso Lighting Co., Valparaiso, Ind.
Utah Gas & Coke Co., Salt Lake City, Utah.
Boise Gas Light & Coke Co., Boise, ldaho.
AProperties acquired at this time.

Winona Gas Light & Coke Co., Winona, Minnesota.
Minnesota-Wisconsin Power Corporation.
*LaCrosse Gas & Electric Co., LaCrosse, Wis.
Albion Gas Light Co., Albion, Mich.

Holland City Gas Co., Holland, Mich.

Jackson Light & Traction Co., Jackson, Miss.

The United States Census for 1910 shows a total population in the cities served by American Public Utilities Com-

pany of 471,451 against 332,929 for the year 1900. This is an
CAPITALIZATION

Outstanding Authorized

Bonds, Thirty-year 5% Collateral Trust ...$ 839.000 $20.000.000
preferred Stock, 6 per cent. Cumulative.. 3.914.000 20.000.000
Common Stock 2.995,000 20.000.000

EARNINGS

A conservative estimate, based upon previous earnings and upon athorough
knowledge of the communities served and the operating conditions under which
the service is rendered, indicates the following earnings for the ensuing year;

Gross Earnings of all Properties... ... $2,192,453.31
Operating Expenses. Including Taxe 72

Interest on Underlying Securities ... ..528.475.00  1.668.550.72
Earnings Accruing to American Public Utilities CO.......ccccevvenne. 523,902.69
Earnings Derived from Working Capital ... s 48.000.00
Gross Earnings American Public Utilities C o ... 571,902.59

Deduct Interest on $839.000 Collateral Trust Bonds 41,950.00

529.952.59

Deduct 6 per cent. Dividend on Preferred Stock ......ccccviivnniinnn 234.840.00
Earnings on Common Stock less $75.000 thereof held by Trustee

for future Corporate PUIPOSES. ..o 295.112.59

Per cent. Earnings on Common StOCK ... 10.1%

The netearnings accruing to the American Public Utilities Company
are 2% times the amount required to pay 6 per cent, upon the preferred
stock of the company.

PREFERRED STOCK

The preferred stock is cumulative, will pay 6 per cent, dividend from date
of issue and will be preferred as to earnings and assets. Dividends will be pay-
able quarterly. This stock may be redeemed on any dividend date at 105 plus

accrued dividends.
COMMON STOCK

The common stock will pay 2 per cent, per annum, in quarterly instaliments,
from date of issue. It is believed the Company will be able to increase the divi-
dend on the common stock one per cent, each year thereafter until at least 6 per

Howe, Corrigan & Co.

KELSEY, BREWER & COMPANY

increase of 41%

cent, per annum is paid. In addition to the cash dividends upon the stock
now issued, stockholders will participate in any profits from the acquisi-
tion of new properties and such profits may, in the judgment of the
Board of Directors, be in the form of stock dividends.

MARKET

The securities of the AMERICAN PUBLIC UTILITIES COMPANY
enjoy a very wide market, being listed on the stock exchanges of Columbus.
Cleveland. Louisville and Detroit. They also have a ready trading market
in New York. Boston. Chicago. Grand Rapids. Providence. St. Paul.

Application will be made to list the securities on other exchanges.

MANAGEMENT

The Company is under the active management of Messrs. Kelsey.
Brewer & Co.. Engineers and Operators of Public Utility Properties of
Grand Rapids. Michigan.

All legal matters under the direction of Pam & Hurd. Attorneys.
Chicago. 111

TERMS OF PAYMENT

Subscribers so desiring may pay 50 per cent, of subscription at the time
of allotment and the remaining 50 per cent. January 10. 1913.

Where payment is deferred to January 10. 1913, the preferred stock will
be issued to the nearest even share as payments are made and the common
stock will be delivered when subscription is fully paid. Six per cent, interest
will be charged on deferred payments and dividends will accrue t>n preferred
and common stock from date of allotment.

THIS OFFERING WILL OPEN ON DECEMBER 5, 1912, AND
CLOSE AT NOON DECEMBER 16, 1912.
the right to allot subscriptions.

The underwriters reserve

Subscriptions may be sent through your banker, or broker or direct to
our office: all orders may be telegraphed at our expense.

C. F. Hilliker & Co.

GRAND RAPIDS, MICH.



Movements of Merchants.
Otsego—O. Ring has opened a gro-
cery store here.

Mt. Pleasant—Jesse Struble
opened a meat market here.

Alma—Fred A. Slater will open a
men’s furnishing store here.

Charlesworth—Robert Cockroff has
engaged in general trade here.

Allegan—H. G. Hicks succeeds M.
R. Armstrong in the harness business.

Mancelona—A. W. Canady has
opened a meat market in the Irwin
building.

Jackson—Roy Larkin has opened a
cigar store and news stand in the
Dwight building.

Saginaw—The Saginaw Grain Co.
has increased its capital stock from
$17,000 to $30,000.

Fremont—C. J. Gingrich & Sons
have engaged in the meat business in
the Badger building.

Wayland—Miss Kate Johnson, re-
cently of Hastings, succeeds Miss
Coffman in the millinery business.

East Jordan—Louis Gass and Ali-
son Finney have formed a copartner-
ship and engaged in the meat business
here.

East Jordan—James Payne has sold
his stock of second-hand goods to
Elmer Porter, who has taken posses-
sion.

Harbor Springs—D. H. Redmond
has sold his clothing stock to W. A.
Gibson, who will continue the busi-
ness.

Marquette—S." B. Jones, Sr., has
opened a drug store in the Bittner
block, corner Third street and Baraga
avenue.

Wacousta—Garlock & Rice have
engaged in trade here, carrying a stock
of general merchandise, groceries and
hardware.

Lakeview—Solomon Gittleman is
closing out his stock of dry goods,
clothing and shoes and will retire
from business.

Coopersville—Dr. L. D. Mills has
sold his drug stock to W. H. Morse,
who will continue the business at the
same location.

Lansing—C. E. Larrabee has sold
his stock of meats to Herman Rowley,
recently of Williamston. who will con-
tinue the business.

Glengarry—C. C- Pierce has sold
lis stock of groceries to Sturtevant
& Noud, who will consolidate it with
their general stock.

Adrian—W. A. Lowe has sold his
interest in the Claude & Lowe hard-
ware stock to S. E. Hendershott, who
has taken possession.

Fairgrove—F. E. Stone has sold his
drug store and stock to J. S. Wylh
and W. J. McLuney. Ralston Wylie
will be placed in charge.

has
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Marquette—Joseph Zalk, dealer in
dry goods, furniture and hardware,
will open a branch store at the corner
of Center and Presque Isle avenue.

Essexville—A new bank has been
organized under the style of the State
Savings Bank of Essexville, with an
authorized capital stock of $20,000.

Thonipsonville—E. R. Grant has
sold his stock of jewelry to David
Stever, under whose management the
store has been for the past six months.

Shelby — George and Freeman
W heeler have formed a copartnership
under the style of Wheeler Bros, and
engaged in the produc_ business here.

Monroe—Jacob Mohr, 73 years old
for thirty-eight years engaged in the
grocery business in this city, died
Tuesday from complications of trou-
bles.

Charlotte—The drug store building,
occupied by James H. Bryan, is being
extensively renovated, which will en-
tirely change the appearance of the
old familiar landmark.

St. Johns—Wailliam Mulder, who
has conducted a grocery store here
for the past six years, died at his
home, December 5, after a ten day
illness from appendicitis.

Detroit—Leo Siess and Robert
Robinson have formed a copartner-
ship and engaged in the shoe bus.iness
it 487 Grand River avenue under the
style of the Family Shoe Store.

Freeport—P. M. Blake & Son, re-
cently engaged in the produce busi-
ness at Hastings, have purchased the
C. J. Ryker & Co. stock of general
merchandise and will continue the
business.

Durand—J. J. Scribner has sold his
stock of boots and shoes to J. S.
Geaghan and R. J. Chick, who have
formed a copartnership and will con-
tinue the business under the style of
Geaghan & Chick.

Marquette—The Stafford Drug Co.
will re-open its store in the Vierling
block in sixty days. Business will be
continued in the Front and Washing-
ton store, which will be known as the
People’s drug store.

Detroit—C. H. Deane, plumber, has
merged his business into a stock com-
pany under the style of the C. H.
Deane Co., with an authoriz.d capital
stock of $2,000, all of which has been
subscribed and paid in in property.

Saginaw—Burglars entered the drug
store of H. C. Catterfield on Lapeer
street Sunday night, stealing $20 from
the cash register. Entrance was made
through a transom. Several articles
of merchandise were included in the
raid. This store has been robbed many
times under both the present and the
former owner.
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Alma—E. A. Lindner, who has con*
ducted a shoe repair shop here for
the past seventeen years, has added
a line of boots and shoes to his equip-
ment and will conduct a shoe store
in connection with his repair work.

Levering—The Joscelyn Co. has
sold its stock of general merchandise
to Frank Smith and Fred Page, who
have formed a copartnership under
the style of Smith & Page and will
continue the business at the same lo-
cation.

Grand Ledge—The Davis drug
store, which was closed for some tim#
after the death of the late proprietor,
W. E. Davis, was recently opened by
the deceased’s father, W. A. Dauvis,
who has secured a relief man to con-
duct the business.

Zutphen—A. H. "Bosch, dealer in
general merchandise, has traded his

store building and stock to William
Goorman, of Borculo, for his 100 acre
farm. Mr. Goorman has taken pos-
session and will continue the business
at the same location.
Ishpeming — The Boston Store,
which opened for business less than
a month ago, has been closed by the
creditors of L. Densinger, who is said
to own the stock, though the business
was conducted in the name of his
brother-in-law, B. Levit. The amount
involved is about $25,000.
Detroit—Andrew R. Cunningham
recently celebrated the 23d anniver-
sary of his start in the drug business.
He at present enjoys a flourishing
business at 14-16 Gratiot avenue. Mr.
Cunningham was apprenticed in the
old-time “Apothecary Hall,” conduct-
ed at 26 Michigan avenue by S. F.
Frizelle many years ago. He at pres-
ent conducts two pharmacies, a down-
town and an east side establishment.
Detroit—E. B. Gallagher & Co,
wholesale baker and dealer in con-
fectionery supplies, has increased its
capital stock from $20,000 to $50,000.
Saginaw—Local shippers are ap-
pealing to the Board of Trade to use
its influence to have freight shipping
improved on the Detroit & Mackinac
and Michigan Central Railroads. The
complaints say that it is with much
difficulty that any service is given be-
tween Saginaw and Bay City, and it
is almost impossible to do business
on the Detroit & Mackinac north. The
Owendale branch of the Michigan

Central is also giving trouble.
Bay City—Charles Kelley, Center
avenue grocer and butcher, pleaded

not guilty in police court Monday to
a charge of violating the city ordi-
nance by keeping for sale undrawn
poultry. The same day Kelley start-
ed suit against Health Officer Good-
win, who made the complaint, and
Deputy State Food Inspector Meisel-
bach. Kelley demanded a jury trial,
which was set for December 18. The
complaint against Kelley was made
last Thursday after the health officer
and the State Food Inspector had con-
fiscated four turkeys and three geese
at the Kelley store. Undrawn poul-
try at several other stores about the
city were seized the same day.
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Manufacturing Matters.
Holly—The Michigan Manufactur-
ing & Lumber Co. will dissolve.

Detroit—The Wayne Soap Co. has
increased its capital stock from $25,-
000 to $75,000.

Escanaba—The Learned Cedar Co.
has bought the cedar yard and timber
of E. C. Norton.

Plymouth—The Plymouth Lumber
& Coal Co. has increased its capital
stock from $10,000 to $20,000

Kalamazoo—The Kalamazoo Sani-
tary Package Co. is erecting a fac-
tory at the corner of Parsons street.

Otsego—Tiefenthall & Rhynhart
have opened a bakery here, with a
capacity of 204 loaves of bread per
day.

Holland—The Cappon & Bertsch
Leather Co- is making extensive ad-
ditions to its tannery. The plant will
be used for the manufacture of sole
leather.

Lansing—The W. H. Earle Cheese
Co. has been organized with an au-
thorized capital stock of $10,000, of
which $8,000 has been subscribed and
paid in in property.

Detroit—The Dresden Brick Co.
has been organized with an authorized
capital stock of $20,000, of which $14,-
500 has been subscribed, $2,500 being
paid in in cash and $12,000 in proper-
ty.

Detroit—A new company has been
organized under the style of the Na-
tional Tent & Awning Co., with an
authorized capital stock of $9,000, of
which $4,500 has been subscribed and
paid in in cash.

Muskegon—The American Enamel-
ed Magnet Wire Co. has been organ-
ized with an authorized capital stock
of $50,000, of which $25,000 has been
subscribed, $1,500 paid in in cash and
$7,500 in property.

Detroit—The Perfect Specialty Co.
has been incorporated to manufacture
and sell metal novelties and special-
ties, with an authorized capitalization
of $5,000, which has been subscribed,
$20 being paid in in cash and $4,980
in property.

Detroit— C. K. Chapin, recently of
Lansing, and Walter H. Jennings
have purchased the Murchey Machine
& Tool Co equipment and incorpor-
ated with a capital stock of $40,000.
The company will manufacture pipe-
threading machinery.

Detroit—The Superior Motor Car
Co. has merged its business into a
stock company under the style of the
Superior Motor Co., with an author-
ized capital stock of $100,000, of which
$50,000 has been subscribed and $25,-
000 paid in in property.

Manistique—The Union Trust Co.
of Detroit, has underwritten an issue
of $350,000, 6 per cent serial bonds of
the Consolidated Lumber Co. The
bonds are secured by a mortgage cov-
ering 161,000 acres of timberland in
Schoolcraft county, 147 two-story
frame houses at Mahistique, and a
sawmill and other property in this
city, the whole valued at $2,000,000.
The bonds are exempt from taxes in
Michigan and are issued to provide
funds for expanding the business and
purchase several lumber companies
which will be added to the consolida-
tion.
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The Produce Market.

Apples—Wolf River and Baldwins
command $2.75 per bbl. Spys and
Snows fetch $3@3.50 per bbl.

Bananas—$3.75 per 100 Ibs.

Beets—60c per bu.

Butter—The market on
has declined to 36¢c in tubs, 37c in
cartons and 35c in storage cartons.
The demand will probably continue
active until after the holidays, after
which trade will fall off and prices
will probably decline still farther. Lo-
cal dealers pay 25c for No. 1 dairy
grades and 20c for packing goods.

Cabbage—$1.50 per bbl.

Carrots—60c per bu.

Celery—$1 per box for home grown.

Chestnuts—18c per Ib. for Michigan
weets, and 17c for Ohios.

Cranberries — Late Howes
steady at $9.75 per bbl.

Eggs—Receipts of fresh eggs have
been of sufficient size to almost sup-
ply the demand, without drawing on
the storage stocks. Reports coming
from different sections of the country
state that conditions are much the
same as those existing here at the
presen ttime. As a result, the whole-
sale paying price of eggs at this
market has dropped fr<Jm 32c to 26c,
with indications of still lower prices-
Storage eggs have dropped to 23c,
with every indication of going much
ower soon. According to the ware-
house men’s association there are
1,670,355 cases of eggs now in stor-
age, 341,374 more than last year. A
large proportion are held by specu-
lators who borrowed money to make
the purchase last spring.

Grape Fruit—Moving out freely and
selling much better in some parts of
the country than in past years. Prices
are low, the best quality fruit selling
at $4.25 per crate for all sizes.

Grapes—California Emperor, $3 per
keg. Malaga, $5@6 per keg of 50 to
60 Ibs.

Honey—20c per Ib. for white clov-
er and 18c for dark.

creamery

are

Lemons—$6.50 per box for Cali-
fornia.
Lettuce—Home grown hot house

head, 15c per Ib.; hot house leaf, 10c
per Ib.

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, $2.75@3; Florida,
$2.75 for small and $3 for good size.

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

Poultry—Local dealers pay 10c for
springs and fowls; 6¢c for old roosters;
8c for geese; 10c for ducks; 15c for
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turkeys. These prices are live-weight.
Iressed are 2c higher. The quality
of most poultry arriving is very fine.

Squash—$1.50 per bbl. for Hubbard.

Sweet Potatoes—Kiln dried Jer-
seys, $5 per bbl.; Delawares in bushel
hampers, $1.50.

Veal—6@10j4c
quality.

according to the

New Officers at the Helm.

Lansing, Dec- 10—The Lansing Re-
tail Grocers and Meat Dealers-" As-
sociation has elected the following
officers:

President—Morris C. Bowdish.

Vice President—Orla H. Bailey.

Secretary—John Affeldt, Jr.
Treasurer—Kirk Van Wickle.

The President will appoint the
board of directors at the next meet-
ing.

The proposition of giving a dancing
party for the members and clerks was
discussed, and a committee appointed
to make arrangements.

The employment bureau, which was
begun two weeks ago, and which is
in charge of the Secretary, is proving
a decided success. Already two appli-
cations have been made, and it is ex-
pected that when it is on a good
working basis it will be of great
benefit to the members of the As-
sociation.

The Bean Market Steadily Declining-.

There is little to say about the
bean market, other than that beans
are steadily declining. The market
is dropping from 1@3c per bushel
each day. Wholesale grocers are let-
ting their stocks run down for in-
ventory and there will be practically
no buying until January 1, and even
then the demand will probably be
very light. The receipts of foreign
beans are very heavy in Eastern mar-
kets and in New York City along last
week they were around the 15,000
bag mark for white beans. There is
very little or no interest shown in
Red Kidney, Brown or Swede or Yel-
low Eye beans with plenty of them
to be had at the decline.

E. L. Wellman.

Wm. H. Edgar & Son, the Detroit
sugar jobbers, have leased a warehouse
here and will solicit the trade of the
retail grocer direct, instead of dealing
with jobbers, as they have heretofore.
They will be represented in this mar-
ket by L. E. Walsh, who has been
connected with the Lemon & Wheeler
Company for several years. Mr.
Walsh will call on the city trade once
a week.

By following his own advice a man
may succeed in remaining poor to the
end.
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The Grocery Market.

Sugar—Refined sugar is unchanged
and fairly active for the season. The
usual difference between the price of
beet and cane has been ten points, but
during the past two months the pres-
sure to sell beet sugar has caused a
difference of forty points. Quota-
tions are much lower than a year ago
and stocks are large, so it would be
a hard matter to tell what may hap-
pen in the near future.

Tea—There has been very little
change in the tea market during the
past month. Prices remain firm,
especially on first crop Japans, for
which there has been a good demand.
The exports from Japan to November
1 were 2,674,000 pounds short of last
year to same date. Basket fired teas
are especially short and an early ad-
vance is expected. China Greens hold
firm and importers are having trouble
on account of large* quantities being
held up by U. S. Inspectors, owing
to the strictness of the Read test of
purity. Ceylons are in good demand.
There is no change in Formosas. Cey-
lons and Indias remain firm.

Coffee—All grades of Rio and San-
tos are Ms@/4c cheaper than a week
ago. The market has been struck a
blow by a combination of circumstan-
ces—the war prospetcs in Europe, the
rumors that the valorization coffee is
to be sold and so on. Mild coffees are
steady and unchanged. Java and Mo-
cha are quiet and unchanged.

Canned Fruits—It is said that offer-
ings of California fruits by first hands
are light and Southern packers seem
to have but little to sell. Gallon ap-
ples are cheap, but the demand is
light, which is thought to be due to
the fact that green apples are plen-
tiful and selling at very reasonable
prices.

Canned Vegetables—The market on
tomatoes is hardly as firm as some
time ago, but as stocks are small in
packers hands, some of the jobbers
are of the opinion that they are a
good buy at present quotations. Corn
is in some demand at unchanged
prices. Peas are quiet at ruling prices.
String beans and spinach are in fair
demand at unchanged prices.

Dried Fruits—The raisin market is
firm after the recent advance of j4c.
The demand for the holiday trade, has
been quite heavy and as prices are
still low a heavy consumption is look-
ed for. There has been a slight ad-
vance in the price of prunes, thought
to be due to the shortage of large
sizes, all sizes from 50-60 and up, are
selling at premium. There is a fair
supply of small sizes, which can be
had at market quotations. It is pos-
sible that with the price of evaporated
apples at the lowest price in years
there may be quite an increase shown
in the consumption later on during
the winter months. Prices are so low
now that even with the large crop of
the present season it is hardly possi-
ble that quotations will be any lower.
Fard dates are scarce and there will
be no more until the holiday season
is about over. Prices have already
advanced J4c and will probably go
higher. Other dried fruits are quiet
and unchanged.

Syrups and Molasses—No change in
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corn syrup. The demand for syrup
is dull and will be until colder weather.
Sugar syrup is unchanged and dull.
Molasses is higher, especially the fan-

cy grades, quotations even in the
North being 1"@ 2c above a week
ago.

Spices—Prices are unchanged,
the market is very firm on nearly
every line. Reports from primary
points are to the effect that stocks are
small.

Rice—Prices are unchanged from
quotations of some time ago. It is
said that the Southern Rice Growers'
Association controls the situation in
the South and that the mills are pay-
ing full prices for rough. Cleaned is
also well maintained and some of the
mills are said to have turned down
all bids which were below the list.

Cheese—The markets are all but
lightly supplied with fancy stock.
Prices are firm and no radical change
is in sight.

Fish—Cod, hake and haddock are
quiet on account of the warm weather,
but prices are steady to firm. Salmon
of all grades is quiet and unchanged.
Domestic sardines are steady and in
quiet demand. Imported are scarce
but unchanged in price. Norwegian
brands will probably be higher on ac-
count of a combination among the
packers to maintain the price. Mac-
kerel is dull and unchanged in price.

Provisions—Smoked meats are firm.
Some cuts are 54@/4c higher. Pure
and compound lard are firm and un-
changed, but with an increase in the
consumptive demand. Barrel pork is
very scarce and $1 per barrel higher.
Dried beef and canned meats are un-
changed and in seasonable demand.

but

Growth of Sanitary Sentiment in
Michigan.
Written for the Tradesman.

Ther.e’s a shadow on the moon and
spots on the sun, but they do pretty
well for the business in which they
are engaged. The world would perish
but for the sun and what would love
be without the moon? So long as the.
“moon rises over the city” or the coun-
try, for that matter, there will be
very many spoons.

There have been many pessimistic
remarks made about the impossibility
of railway and depot, hotel and home
sanitation, but the good work does
go on and public sentiment grows
apace for cleanly surroundings and
cleaner living. The growth of sanita-
tion is healthy and purposeful. The
“spittoon philosopher” and bed bug
are on the retreat and the places that
know them now will soon know them
no more forever.

Railway managers and commercial
travelers are co-operating to do away
with uncleanly waiting rooms anl
ungodly outhouses. Landlords are be-
lieving and adopting Benj. Franklin’s
saying, “Cleanliness is next to godli-
ness.” Of course, there are still shad-
ows upon the moon and spots upon
the sun, but they are growing fewer
as “the days are going bye.”

We shall meet but we shall miss them
There will be no bed-bugs there.

And the spittoon philosopher

Known only by a vacant chair;

The sweet,” clean, homelike hotel

With its girls so bright and spry

As the boys exclaim” with rapture
“How is this hotel f(B' hllgh."

McClure.
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Larger Balances Disclosed by Local
Bank Statements.

The bank statements published last
week, showing conditions at the close
of business Nov. 26, reflect a tight
money market'. Since the Sept. 4
statements the loans and discounts
have expanded $659,000 and there has
been a shrinkage of $381,000 in the
deposits. The percentage of cash and
reserve to the total deposits is 21.05
per cent., as compared with 22 per
cent, in Sept., 25.3 per cent, in June,
235 per cent, in March, 24.6 per cent,
in January and 22 per cent, on Dec. 5,
a year ago. The percentage now is
the smallest it has been in the last
five years. In August, 1907, the per-
centage was down to 188. The loans
and discounts now are at the highest
point they have ever been, showing
a gain of approximately $2,500,000
since a year ago. Of the gain $1,887,-
000 has been made in the last six
months. Some of this gain can be
attributed to the financial operations
which have had their headquarters in
this city, but the greatest factor has
been the enlarged needs of the manu-
facturers and business men. For sev-
eral seasons the furniture trade has
been off, or at least the conditions
have been such as to suggest the need
of conservatism, and the manufactur-
ers were conservative accordingly. The
past six months has shown something
very like a boom in the furniture trade
and the manufacturers have been in
the market to buy lumber and other
materials, and generally have conduct-
ed business on a larger scale. The
merchants have also been buying more
freely, in anticipation of the fall trade.
The country banks have been drawing
more heavily than wusual upon the
Grand Rapids banks, presumably for
crop moving purposes. The shrinkage
in the bank deposits has been $443,000
since September and is $636,000 below
this time last year. The failure of
the peach crop this season made the
demands from the up-state banks
heavier than usual, as this cut off a
large amount of new money which
usually comes into the State. The
commercial deposits are $1,254,000
greater than a year ago, but are slight-
ly below the September total. The
year has brought a gain of $1,327,000
in savings and certificates, or a little
better than the average of the last
two years of $100,000 a month. W here
all the money comes from is some-
thing of a mystery, especially when
it is taken into consideration the large
amounts that go into home buying
and building, into the building and
loan associations and into investments.

That the past year has been highly
satisfactory from the viewpoint of
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profits is apparent from the compara-
tive statement of surplus and undi-
vided profits. Not including the
Michigan Trust Company, the gain in
this fund has been $325,000, or ap-
proximately 10 per cent, on the bank-
ing capital. This has been over and
above the dividend disbursements,
which have averaged around 9 per
cent. The gain this year has been
the largest for & single year in the
history of the city. Last year the gain
was only $48,000, in 1910 it was $212,-
000, in 1909 $100,000 and in 1908 $200,-
000. including the Michigan Trust
Company, the gain was $428,180.52 or
about 12 per cent, on the banking cap-
ital.  The largest gain for the year
was made by the Michigan Trust
Company, $103,172.42 or 515 per cent.
The Grand Rapids Savings added $62,-
843.69 to its surplus and profits, or
25.1 per cent., but $45,000 of this came
from the sale of additional stock at
double par. The Kent State added
$101,688.20 or 20.1 per cent. The gain
of the other banks has been as fol-
lows: OId National, 7 per cent.;
Grand Rapids National City and its
auxiliary, the City Trust and Savings,
5.4 per cent.; Fourth National, 6.2 per
cent.; Peoples, 13.1 per cent.,; Com-
mercial Savings, 5.9 per cent.; South

Grand Rapids, 22.2 per cent. The
showing made by the Commercial
Savings needs some explanation. The

Bank this season added to its real
estate holdings at Monroe and Lyon
and also purchased a home for its
W est Side branch at Bridge and Front,
and these purchases, with its other
holdings, made its real estate invest-
ment above the 50 per cent, of capital
allowed by the law. To comply with
the law, the directors at the last meet-
ing “wrote off” $15,000 from the real
estate account, taking it out of sur-
plus. Even with this cut, the state-
ment shows a substantial gain for the
year.

The OId National is now within
$22,000 of being a 100 per cent, bank
and the Kent State is within $79,000
of the same happy level. At the rate
of growth the past year both banks
ought to strike the double par level
before the coming year closes. The
Fourth National is also drawing close
to the coveted goal. The little bank
in the South End, the South Grand
Rapids is more than half way to dou-
ble par and a couple of years more
at this year’s pace ought to land it.
In the matter of dividends the Grand
Rapids National City during the year
advanced its rate from 8 to 10 per
cent., the City Trust and Savings
went on a dividend paying basis at
the rate of 3 per cent., the Peoples
Savings advanced to 12 per cent., with
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monthly disbursements of 1 per cent,,
and in July the Kent State jumped
from 8 to 12 per cent. It is probable
some of the other banks will change
their dividend rates the coming year
and the change will be upward.
Following is a comparative state-
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ment of the condition of the banks

as shown by the recently published
statements:

Nov. 26
Loans and Discounts 22,369,258.58
Bonds and Mortgages 9,099,615.58
Cash and Cash Items 7,106,291.09
Surplus and Profit 2,375,071.36
Commercial Deposits 12,493,291.38
Certificates and Savings 17,499,106.64
Due to banks 3,278,679.66

Total Deposits
Per cent Cash and
Reserve and Deposits 21.05

33,745,098.46

Attractive Prices On Conservative
Investment Securities.

The week’s list shows few changes
in prices. In one or two instances
there were slight declines in bid price.
The inability of buyers of securities
to freely borrow money may be as-
signed as the cause for the temporary
quiet. Investors are holding their
available funds until the money situa-
tion is relieved and they are able to
promptly finance their ordinary busi-
ness needs before investing their sur-
plus. Thus the market affords a num-
ber of very attractive prices on some
of the conservative investment securi-
ties. The banking interests of the
country are reporting a gradually im-
proving condition with indications for
a return to normal after the first of
the year.

During the time the subscriptions
are open for the new underwriting
of American Public Utilities Co., the
two individual securities have been
quiet, with very little change in the
nominal quotations. Investors are
showing keen interest in the new of-
fering and indications are that the
issue will be materially oversubscrib-
ed. It is quite significant of the im-
provement in general conditions that
the largest part of the subscriptions
has been received from the Eastern
markets.

American Light & Traction Co.
common continued to be traded in
around 430@431 but the bid price was
two points off to 428. The preferred
is unchanged.

There was considerably more sup-
port to the Commonwealth Power,
Railway & Light stocks and at the
close of business all previous offerings
had been absorbed. There are several
large orders for the common at prices
a point or so under the present quo-
tations and unless some of the stock
is offered at these prices, at least a
portion of the bids will be increased
and the stock taken up at higher
prices as these investors are all desir-
ous of buying and holding stock as a
permanent investment.

Several amounts of Citizens Tele-
phone Co. stock changed hands at 97
@98. Present purchases carry over
two months accrued dividends and the
activity is usual for this portion of
the quarterly period.

Macey preferred held firm, and near-
ly all of the bank stocks were actively
bid without obtaining any offerings.
A bid as high as 120 failed to bring
out any Globe Knitting Works com-
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mon. The preferred remains at 100
bid.
There was good demand for all se-

Sept. 4 Dec. 5, 'l

21,710,362.31 19,841,557.90
9,154,722.76 8,812,451.97
7,466,218.04 6,867,584.05
2,165,710.36 2,050,063.26
13,505,984.19 11,239,983.97
17,369,022.48 16,172,164.97
3,718,376.62 3,914,404.57

34,126,152.88 31,331,563.60

22.00 22.00

curities of the United Light & Rail-
ways Co. More stock changed hands
in the local market than has been the
case for several weeks past. The No-
vember statements is being awaited
with interest as they are now operat-
ing in the best months of the year,
and in view of results in the past,
the net earnings should show up hand-
somely. C. H. Corrigan.

Quotations on Local Stocks aBng Bonds.

Asked.

Am. Gas & Elec. Co. Com. 85 90
Am. Gas & Elec. Co., Pfd. 45 47
427 430

Am. Light & Trac. Co., Pfd. 108 110

Am. Public Utilities, Com. 69 70
Am. Public Utilities, Pfd. 81% 82%
Can. Puget Sound Lbr. 3 3
Cities Service Co., com. 110 115
Cities Service Co., Pfd. 87 89
Citizens’ Telephone 97 98
Comw’th Pr. Ry. & Lt. Com. 66 67
Comw’th Pr. Ry. & Lt. Pfd. 88% 90%
Dennis Salt & Lbr. Co. 90 90
Elec. Bond Deposit Pfd. 77 80
Fourth National Bank 200 203

Furniture City Brewing Co. 60 60
Globe Knitting Works,” Com. 115 117

Globe Knitting Works, Pfd. 100
G. R. Brewing Co. 175
G. R. Natl ity Bank 180

G. R. Savings Bank 212 212%
Holland-St. Couis Sugar Com. 8% 9
Kent State Bank 266

Macey Co., Com. 200
Lincoln Gas & Elec. Co. 36 40
Macey Company, Pfd. 97 100
Michigan Sugar Co., Com 70 75
Michigan State Tele. Co,, Pfd. 100 101%
National Grocer Co., Pfd 91 93
Old National Bank 208%

Pacific Gas & Elec. Co., Com. 64% 65
Pacific Gas & Elec. Co., Pfd. 91 93
Peoples Savings Bank 250
Tennessee Ry. Lt. & Pr., Coml. 23% 24%
Tennessee Ry. Lt. & Pr., Pfd. 76 7%
United nght & Rallway ComlL 79 81
United Lt. & Ry., 1st Pfd. 84 85
UmtedI Lt & Ry, "2nd Pfd., -

Unlt(ed t & Ry., 2nd Pfd.,
75 76

Chattanooga Gas_Co. 1927 95 97
Denver_ Gas & Elec. Co. 19491 95% 96%
Flint Gas Co. 97%
G. R. Edison _ Co. 19161 98% 0
G. R. Gas Light Co. 1915 100% 100%
G. R. Railway Co. 1916 100 101

i
o

Kalamazoo Gas Co. 19200 95 100
Sa inaw City Gas Co. 1916 99
x-dividend.
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Didn’t Care For It.

A Kansas City young lady of few
words went to a dentist to have a
tooth extracted.

“Pull it!” she said to the dentist.

“All right,” replied the dentist. He
applied the cocaine, adjusted the for-
ceps and out came the tooth.

“Want it?” he asked the young lady,
holding the tooth before her.

“Want it?” she exclaimed. “W ant it?
W hat for? Do you think I'm an EIk?”

If an advertisement is a domicile
for an idea some headlines should
read “Not at Home.”

Our idea of a truly great man is
one who can keep the lid on his
grouch.

Look out for the cars—even if you
are on the right track.
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GRAND RAPIDS
NATIONAL CITY BANK

Resources $8,500,000

Our active connections with large
banks in financial centers and ex-
tensive banking acquaintance
throughout Western Michigan, en-
able us to offer exceptional banking
service to

Merchants, Treasurers, Trustees,
Administrators and Individuals
who desire the best returns in in-

terest consistent with safety, avail-
ability and strict confidence.

CORRESPONDENCE PROMPTLY REPLIED TO

Fourth National Bank

Savings r United

Deposits

Commercial

. . Deposits
jL QOenositan

3 37?7s

Per Cent | E’er CteFr’n'd
Interest Paid nterest Pal
o Certificat f
Savings erIDle:rc)Zs?: o
Deposits Lot
Compounded One Year
Semi-Annually
Surplus
Capital and Undivided
Stock Profits
$300000 w EM mm U IEtm  $250,000

Four Kinds of
Coupon Books

Are manufactured by us and all sold on the

same basis, irrespective of size, shape or

denomination. Free samples on applica-

tion.

TRADESMAN COMPANY, Qrand Rapids, Mich.
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Credit is the latest and best ally of
the devil. It is the great tempter. It

is responsible for half the extrava-
gance of modern life. The two words
“charge it” have done more harm than
any others in the language. They
have led to a vast amount of unneces-
sary buying. They have developed a
talent for extravagance in our people.
They have created a large and grow-
ing sisterhood and brotherhood of
deadbeats. They have led to bank-
ruptcy and slow pay and bad debts.
They have raised the cost of every-
thing we require because the trades-
man compels us to pay his uncollected
accounts. They are added to your
bills and mine and the merchant prince
suffers no impairment of his fortune.
—Irving Bacheller.

BRINGING OUT THE BEST.

The employing printers of Grand
Rapids are taking an active interest in
technical education in the city schools
that is in every way commendable,
and which the employers in other
branches of industry might well emu-
late. A course has been arranged for
printers’ apprentices in the city
schools, in connection with the man-
ual training department.. It is design-
ed to make the course practical, espec-
ially as it relates to the history and
theory of the typographical art, and
the employers’ association have not
only given the plan cordial endorse-
ment, but will allow their apprentices
who wish to attend a half day off
each week without loss of pay, and,
in addition, will render such practical
aid as may be in their power by ad-
dressing the class on technical points
when so requested and opening their
shops for observation and demonstra-
tion. One of the conditions which
they imposed upon the school is that
unionism shall not be touched upon
in any way. Both union and open
shop employers are represented in the
association and the neutral attitude
was the only one that would be satis-
factory to everybody. Besides, in a
public school it is the only one that
should be considered under any cir-
cumstances. No union printer could
be of any assistance in such an under-
taking, because union printers are in-
variably botch woikmen, incapable of
doing good work themselves or appre-
ciating it in others. This course in
the schools will tend to make better
and more intelligent apprentices, and
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this will lead naturally to more
telligent and better printers.

If such an educational course is
good for the printers, why would it
not be equally good for furniture
workers and the workers in the metal
trades? In the wood working and
metal trades employment has become
so specialized that the all around skill-
ful artisan or mechanic is no longer
being developed. The workmen
learn one operation or part of
one operation and little besides, for
the opportunity to learn more is not
given them. The old-time system of
apprenticeship no longer exists. The
city schools have a costly installation
of wood and metal working equip-
ment in the manual training depart-
ment, but this branch of the city edu-
cational system receives very little
if any attention from the employers.
The school authorities are being al-
lowed to work out their own prob-
lems in the best way they can. This
is not the wise course to pursue, nor
is it a course that will bring out the
best possibilities of manual training
in the city schools. The furni-
ture manufacturers, individually and
through their associations and employ-
ers in the metal working trades, should
give their cordial support to this
branch of popular education. They
should take an active interest in the
courses of instruction and methods of
teaching. They should be willing
upon occasions to appear before the
classes with practical talks on differ-
ent phases of the work. They should
open their shops to visits from the

in-

classes for study and observation.
They should make it easy for the
boys in their employ, the appren-

tices, to take advantage of the tech-
nical education which the schools af-
ford. If the employers of the city
would do this what is now simply
manual training would develop into
technical education and once more
we would be developing all around
skilled artisans and mechanics instead
of merely'cogs in a big machine. The
furniture manufacturers should be
especially interested in this for as the
old time well trained workmen pass
it is becoming more and more diffi-
cult to obtain thoroughly equipped
men to take their places. The fac-
tories are not turning them out and
the only hope is in the schools.

FROM SMALL BEGINNINGS.

Robert Knight, the cotton king, is
dead, leaving a fortune of $24,000,000.
He worked for years in the cotton
mills at $1.25 per day and died leav-
ing an estate which included twenty-
four mills scattered through three dif-
ferent states. In his lifetime there
has been a revolution in the cotton
factory. He has seen the manufac-
ture of 50 cent and of 5 cent claico.
He has noted the evolution of silken
textures from the cotton fiber. Sci-
ence and invention have added their
contribution to his fortune and he
has been ready to turn affairs to his
own advantage. But it is, perhaps,
after all, the fact that he toiled for
years at the low wages which is re-
sponsible, more than any other one
thing, for the accumulated millions.

Study the gatherings of any individ-
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ual or of any company. As a rule,
the nucleus is small and around it are
constantly gathering the small incre-
ments, all of which are carefully hus-
banded. “No capital to start with,”
is the foundation of most of the
greatest accumulations. “Why, the
poorest young man is equipped,” says
Dr. Marden, “as only the God of the
whole universe could afford to equip
him.” Carnegie worked as a bobbm
boy, and it was the happiness which
the private library of a kind friend in
Allegheny afforded the poor boy that
instilled the spirit which has scattered
efficient and in many instances prince-
ly libraries throughout the land.
Rockefeller worked his way up from
poverty and found his beginning in
the refining of petroleum- Armour
joined the gold seekers of California
with his entire possessions packed in
a prairie schooner. Peter Cooper,
when a lad, worked at making good
beaver hats from skins bought of
John Jacob Astor and was later ap-
prenticed for four years of hard work,
receiving only twenty-five dollars a
year and his board. Great things are,
as a rule, like the islands builded by
the tiny coral polyps. The lamentable
fact must not be overlooked that too
often when they pass into other
hands, then speedily comes the earth-
quake of dissolution. Those who have
not gathered the particles fail to
realize has easily things may be al-
lowed to go to pieces.

THE LIBERTY BELL.

The latest appeal of the Daughters
of the American Revolution is against
the removal of the Liberty bell to
the Panama-Pacific exposition in
1915. Naturally, the Pacific coast
wants it. This relic has made a num-
ber of long journeys within the past
twenty years and has thus far re-
turned safely each time. But it is
now very old and has a large crack
in its side. There are the perils of
transportation and the danger always
attending such expositions of fire or
damage in various ways- Many who
will visit the exposition have already
seen it. Others will some time be
able to see it in its original setting.
The nation as a whole would rather
never see it, but know that it is rest-
ing placidly and silently in the his-
toric building from which it once
pealed forth its joyous notes. It will
never ring again, but we can not af-
ford to lose it. Is it safe, is it wise
to send it forth thousands of miles
into a land which has been over-
turned within the past few years, and
may again at any time be submerged
in a terrestrial convulsion?

The D. A. R. say No; common
sense echoes their words. We are
glad to help the exposition in every
way possible, but this offering, which
f damaged or lost in any way can
never be replaced, is too great a sacri-
fice, considering the end attained.
There have been too many devasta-
tions of old things to admit of com-
mercial gain. A few years ago the
). A- R. fought a bitter fight with
'he railroad companies to save the
last old relic of Pittsburg, the block
house built in 1764, from annihilation,
because it happened to stand upon
ground valuable for other purposes.
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They won, but there are many points
in which the saving thought came too
late.

Let us hope that the appeal which

comes in all sincerity from the far
coast for a priceless relic may be
reconsidered. May the people of

Philadelphia adhere to a resolve made
by some of them after the last trip
of the bell—that it must remain in
Independence Hall.

“GLAD TO SEE YOU.”
“Our clerks are very courteous and
will be glad to show you everything,

whether you wish to buy or not.”
This is the announcement of a well
known firm. While it states what

should be a trite fact, in how many
places does it honestly hold good?
rhere are clerks who meet you so
reluctantly that you feel at once the
chill; the realization that they are
halting in the hope that some other
clerk will proffer his services. This
is more true in the large establish-
ments where patrons are for the most
part strangers, and yet they are reg-
ular customers and feel that they are
entitled to a little cordiality. In the
small town such indifference would
be at once resented in a way so em-
phatic as to at once elicit attention
from the man at the head-

But the “glad to see you, whether
you buy or not,” is a more crucial
point. We may easily, if we try, ap-
pear glad to wait upon a customer
who really means business. But the
one who is hard to suit, or who we
find is, after all, only curious—this
is another matter. Yet there are sev-
eral reasons why it is important to
curb our own disappointment in
spending valuable time where an im-
mediate sale proves utterly out of the
question and to heartily echo the
words of the advertiser, “glad you
came, even if you did not buy.”

So often the failure to make a sale
rests no more as a fault of the visitor
than of the salesman. It may be
lack of funds. The desire is there,
but the means are at the time lack-

g. The visit is made in the vain
hope that a bargain may be struck
which will bring the coveted article
vithin reach, or the right of the cus-
tomer to compare prices with other
stores leads to the visit. Every slight
is duly reported to friends, who will
shun you. So, smile, even though you
bite your lip with disappointment
when you have closed the door after
your visitor. It will pay you in the
end-

Ever notice how much easier it is
to go from bad to worse than from
good to better?

The way of the transgressor is

hard—even when paved with easy
money.

The cup that cheers to-day is al-
ways responsible for the morning

after. m

If a man does the best he can
there is not much room for improve-
ment.

One step beyond believing in your
business is knowing why you believe
in it
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MAKE LIFE WORTH LIVING.

This city is taking very kindly to
the good roads and boulevard move-
ment, and this is an encouraging
manifestation of the spirit of the
times. The city gave a handsome sup-
port to the proposition to bond the
county for $600,000 for the building
of good roads and when the money
shall have been spent the county will
have 150 or 200 miles of good road
radiating from Grand Rapids as a cen-
ter to every corner of the county,
reaching every township in it. This
will be of immense value to the city
and country alike and the savings it
will effect in the cost of bringing the
farm products to market will alone
pay the interest charges on the bond
issue many times over every year,
with no account taken of the increase
in property values and the influence
it will have in making farm life more
attractive. Good roads represent a
public proposition. The plan for
beautiful drives and boulevards around
Grand Rapids are in line with the
good roads movement, but are more
in the nature of pleasure and recrea-
tion. The boulevards will be for all
the people as fully as the public high-
ways, but they will not be for the
heavy traffic. They will be laid out
with a view to the scenic effects,
rather than for utilitarian purposes,
and this makes a difference. Grand
Rapids, however, is rising as gallantly
to the boulevard proposition as to
good roads and the private pocket
book is furnishing what cannot be
reasonably asked from the public
purse. A meeting of the officers and
directors of the Park and Boulevard
Association and others interested was
held last week and before the session
closed $16,000 had been pledged to
carry on the park and boulevard work.
In addition to this letters were sent
to 1,650 automobile and carriage own-
ers asking them to contribute in
amounts from $15 to $100 toward the
good cause and the responses to these
appeals are coming in with a cheer-
fulness that indicates a splendid
willingness to help. It is likely the
fund will reach $40,000 or $50,000. This
will be sufficient to build the down
the river boulevard to Grandville, the
right of way for which is now all se-
cured and most of the grading done.
It will make possible the building of
the boulevard around Reeds lake, the
right of way for which has been se-
cured all except through two small
descriptions which will have to be
condemned. W ith these two boule-
vards completed and open to the pub-
lic a splendid start will have been
made toward giving Grand Rapids a
system of boulevards that will be as
scenically beautiful as any to be
found in the country. Then it ought
to be easy to get more money to go
still further. A logical second step
would be the building of a boulevard
up from Grandville or Jenison on the
west side, passing the plaster mills,
with John Ball Park as the objective
point. Then North Coit avenue from
the Soldiers” Home north to the
Plainfield bridge should be boulevard-
ed and with the hills on one side and
the view of the river on the other
there is not a more attractive route
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out of the city. This boulevard could
cross the river at Plainfield and re-
turn on the west side to Mill Creek,
and then follow the hill road with its
pretty view of the river to connect
with Turner street, or still further
west to the Alpine road. A connect-
ing link between the Plainfield boule-
vard and the Grandville could be
west on Leonard or on one of the
cross roads further north and through
W alker township with its rich farms
and fine orchards to Bridge street and
John Ball Park- These boulevards
offer no engineering problems and
road building materials are so con-
veniently located all along the route
that the construction would not be
expensive. Much of the work could
be undertaken by the county as part
of the good roads system.

What Grand Rapids is doing in the
matter of good roads and pleasure
drives and boulevards should be of
interest to every town in Michigan,
and Grand Rapids will not be of-
fended if other towns become imitat-
ors. It is a mighty poor town in
Michigan that has not some pretty
lake in its vicinity or some attrac-
tive river route or a road that winds
into the hills. Why not take ad-
vantage of what nature has bestowed
and make these roads available for
pleasure driving? All that is needed
is a reasonable amount of public
spirit and a few earnest men willing
to point the way and make the start.
An attractive drive out of or around
the town is a live asset, something
that is worth having, something the
people will be proud of. Du-ring the
winter is a good time to talk up plans
of this character with a view to get-
ting started on real work in the
spring.

GOING TOO FAR.

The Supreme Court of New York
—the tribunal of last resort—has held
that $65 is too much for a college boy
to pay for an overcoat when his father
is wearing a $20 one and has declined
to enforce payment by the father of
a tailor’s bill of this character.

The action was brought by a tailor
in Middleton, Conn., against M. A.
Bailey, of New York, whose son is a
student at Wesleyan. When the
tailor sent his bill to Mr. Bailey, the
father replied: “lI acknowledge no re-
sponsibility whatever for this account.
My son needed an overcoat and |
expected to purchase it for him at $20.
The clothes | expected to purchase
were of the grade that I purchase for
myself, the grade which is in har-
mony with his station in life.”

The court’s ruling in the case is as
follows: “This was no case of nec-
essity. The father was willing and
able to provide his son with the things
he ought to have. The tailor, in ad-
vising the purchase of expensive
goods, was inserting himself into the
family circle and setting his judgment
against that of the father.”

This is in line with the decision of
the Michigan Supreme Court, about a
year ago, denying the right of a mer-
chant to recover from a husband
where goods not necessary to the
comfort of the wife are sold to the
wife clandestinely, without the know-
ledge and consent of the husband.
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SHIPPING PERISHABLE GOODS-

The Pere Marquette Railroad did
not make a hit with the shippers last
week with its order refusing to ac-
cept perishable freight in less than
car lots when shipped in ordinary
freight cars. The protests against the
order were so emphatic, accompanied
with appeals to the State Railroad
Commission, that the order was al-
most immediately modified to permit
such shipments at the owner’s risk,
this to apply until April 1 next, by
which time it is expected danger from
frost damage will have passed. The
modified order is more reasonable
and it is likely the shippers will ac-
cept it, but, if they were real sports,
they would demand a show down,
even on this proposition. The freight
rates on perishables are materially
higher than on ordinary commodities
and the higher rates are charged, not
because the weight is greater Or that
there is any more trouble in handling
the stuff, but for the simple reason
that they are perishable and the haz-
ards correspondingly greater, thus
warranting the extra charge. Charg-
ing rates supposed to be high enough
to cover the extra hazard, it is clear-
ly up to the railroads not to refuse
shipments when there is danger from
freezing, but to furnish equipment
which will reduce the hazard to the
minimum. If the railroads want to
avoid claims for damages to perish-
ables shipped as freight they should
furnish  refrigerator cars properly
warmed in winter and cooled in sum-
mer and the extra rates they charge
should warrant this extra precaution.
The purpose of the railroads is to
shift the responsibility upon the ship-
per which they themselves should as-
sume and which the rates charged
should compel them to accept. Now
that the Pere Maiquette has opened
up the question of winter traffic the
shippers should insist upon having
the judgment of the State Railroad
Commission upon the whole situation.
The Pere Marquette started the dis-
cussion, but the other railroads are
also placing the risk upon the own-
ers during cold weather, attaching
notices to that effect to the bills of
lading. In a country that is subject
to cold weather at least four months
in the year the Michigan railroads
should be ashamed not to be able to
furnish cars that will be proof against
frost. How far the State authorities
can go in compelling the railroads to
accept whatever traffic may be of-
fered regardless of weather condi-
tions may be a question involving in-
teresting law points, but it might bp
worth “while for somebody to try to
find out. The railroads have no diffi-
culty in explaining why the rates on
perishables are higher- Let them ex-
plain, also, why with the higher rates
the responsibilities which the higher
rates are supposed to pay for should
be shifted to the shipper.

VALUE OF WINDOW SPACE.

It is some trouble to change the
window decorations two or three times
a week, but those who take interest
enough in their business to note the
increased attention which the public
gives it will feel well repaid for the
time and trouble. There are many
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who pass your window two or three
times a day—perhaps more. Do you
not think they will soon regard it
as decidedly stale at the end of the
week?

No matter how well you advertise
your stock in the morning paper, there
are some things which are bound to
be omitted. Besides, the thing itself,
if of the proper stuff, is more convinc-
ing than anything you can say about
it. A few of the new coats and hats
displayed make a more real impression
than any amount of talk about them.
If the same things are perpetually in
the old places, what inference can you
expect the public to make but that
you are not selling goods. Moving is
even a sign of thrift. Keep goods
moving, if you would have the world
realize that you are alive in the best
sense of the word.

If you can keep something else
moving, so much the better. It is
astonishing to see how the simplest
mechanical toy will cause people to
halt. It is not so much the thing
itself as the interest in what is com-
ing. The jeweler who shows a ring
perpetually struck or rather missed by,
the smallest hair’s breath, by two in-
dustrious little figures with the mal-
let, impels people to stop and look.

It is queer how folks will pay a big
price for something and then fail to
use it. If a man bought a new coat
and then kept on wearing the old
one and letting the other collect dust
and moths, he would be regarded as
idiotic. How much better is it to
waste the chance to tell a fresh trade
story every day or two, instead of
keeping the old things there, loudly
proclaiming to all passers by that you
lack push? You never can convince
others that your business is moving
when you are afraid to use enough
exertion to move yourself.

The Treasury, it is announced, is
at work on new designs for our paper
money. The new plans provide for
bills of a smaller size and with uni-
form designs for all bills of the same
denomination. Thus, all one-dollar
bills will bear the head of Washing-
ton, all five-dollar bills the portrait of
Lincoln, etc.

If you can find a place in your
business where the higher priced man
is doing work that the errand boy
could do, you have discovered a leak.

Owing to the difference in weight,
people now invest in fake mining
stocks instead of buying cumbersome
gold bricks.

The better half of the family never
knows quite as much about how the
other half lives as she would like to
know.

Any man ought to get three square
meals a day if he is able to work and
able to keep from being worked.

We always feel sorry for a stutter-
ing man who is trying to put in a
good word for himself.

Some of the charity that begins at
home is not up to the standard.

Some men like to talk because it re-
quires no previous thought.
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Zephyrs From the Upper Peninsula
of Michigan.

Marquette, Dec. 10—During the re-
cent campaign Ed. Weide and a bunch
of boon campanions met in a cafe at
Iron Mountain. It was one of thosi
nasty wet evenings which only we
who live in the iron country can ap-
preciate. The iron ore mud resembles
a preparation of Venetian red paint
ground in oil and the shoes of all the
boys assembled in convention needed
the services of the boot black very
baldly. Thely ordered an elaborate
supper and, while the kitchen artisans
were preparing it, Ed. got wound up
on Jeffersonian democracy. His
speech proved so eloquent that one
of the bunch ordered him to stand
up, another to mount a chair, and a
third said. "Ed., that’s such a fine
speech, you should get up on the ta-
ble.™ Being in a very accommodating
frame of mind, he complied and made
one of the best speeches which was
delivered north of the Straits during

the campaign, but when the waiter
came in, that was different. They set-
tled for the unused supper. They set-

tled for the disgraced table linen and
exeunt.

All is not gold that glitters, nor are
all commercial travelers good sales-
men, neither must it be taken for
granted that all members of the Gun
Club are expert hunters.

Since we entered the verdant and
productive field of journalism, we have
come to feel that it is a part of the
ethics of the craft to faithfully chron-
icle all notable events of surpassing
public interest, without fear or favor.
We especially consider that we would
be bestraying a public .trust which we
owe the dear people were we to be so
base and low as to be a party to the
suppressing of any item of news which
comes to our editorial desk, no matter
how the principals to the story may
desire to have it hushed up.

A story was piped off to us this
week in an undertone, and it comes
to us from an unquestionable source,
that Howard B. Hall, the popular
representative of Standart Bros., of
Detroit, in company with Fred Fun-
key, of Hancock, and several other
nimrods went on a hunting trip to a
homesteader's farm near Skanee. The
hunting was good when they got out
into the timber, nearly all filling their
licences excepting Howard, who is
the champion target shot in the Mar-
quette Gun Club, but he got his game
all right, but in this way: he shot at
a deer at a range of 200 yards but, as
nearly as he could see, the deer seem-
ed to disappear behind a log. Im-
mediately the deer seemed to re-ap-
pear behind the log and Howard took
deadly aim and his sportsmanlike
heart beat swiftly when he saw his
game fall. He ran to finish his work
of destruction, knife in hand, when
lo. and behold! We must leave it to
our gentle reader to imagine what a
volley of cuss words he unloaded out
of his system when he found that,
instead of an antlered buck," he had
shot the homesteader’s pig!

Ever since 1 joined the U. C. T. |
have firmly adhered to the idea that
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there must be some way of arousing

and retaining interest in our meetings
and in building up our order on a
permanent basis, so that it would take
its position with the leading fraternal
organizations in the country. As an
argument that we have not yet struck
our lead in this direction, I call atten-
tion of the rank and file in the U. C.
T. order in Michigan to the letter of
Supreme Counselor C. W. Hodson,
under date of Nov. 20, in which he
gives us the startling news that dur-
ing the last fiscal year there were
nearly 6,000 withdrawals for various
causes, and that nearly 5,000 of these
were on account of suspensions. Now,
this is a condition that is not quite
as serious as it looks, because our
accessions to the order by initiation
were most gratifying, but it sets us
to thinking how best to maintain our
order as the greatest organization of
travelers in the world, as | for one
verily believe it is destined to be.
Were the original tenets of the order,
as formulated by its founders, lived
up to religiously and without devia-
tion, it would to-day be on the high
road to success, but we have deviated,
to a degree, and we have lost interest,
to a degree, and we lack the zeal and
enthusiasm that our forbears had and
exercised. We almost hate to admit
that we are suffering, perhaps a little
set back, but nothing serious. All we
need to do is to realize it, and then
put our shoulders to the wheel as one
man and remedy the little defects
that threaten us, and lead our order
on to the greater things that are in
store for us. Now as to the remedy:
I have one suggestion which has come
to me many times as | speak to pros-
pective members. They almost in-
variably raise the point that they have
membership in the I. S. T. M. A. or
the 1. C. M. A. or some other such
traveler’s association and can hardly
see that we have an organization which
offers them infinitely more than the
other associations do. We should
emphasize the strength of our points
of advantage over the associations and
in this regard we are lacking. For
instance, the I. C. M. A. and the lowa
State offer insurance against accident
only at a cost of $9 a year—nothing
more, a cold, cold, business proposi-
tion, not heated or warmed by a fra-
ternity of any Kkind, or even the in-
spiration of a business meeting once
in a while. Nothing except insurance
for a consideration. Now, we offer
this and more. In addition to the
$5,000, payable at death in case of
accident, we pay the widow $25 per
week for a year, making $1,30(0 addi-
tional more than the associations pay.
As to the additional $5,000 paid in
case of a railroad accident, this is a
new point, but it has but little advan-
tage, because the statistics show that
a fatal accident to a traveling man on
a railroad accident, this is a new ‘point,
but it has but little advantage, because
the statistics show that a fatal acci-
dent to a traveling man on a railroad
is a more rare occurrence. Then it is
surprising how very many of our
members are totally ignorant as to
the benefits that are their own in our
widows and orphans’ fund. Then there
are the pecuniary advantages derived
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by the rank and file of our member-
ship by the work on behalf of travel-
ers in general by the local, Grand and
Supreme Councils toward the better-
ment of their condition as a class in
the way of equitable railroad rates,
both in passenger and freight depart-
ments, the working of service sched-
ules on the various railways, the legis-
lation in the matter of hotel service
and abuses, the adjusting of excess
baggage rates—in fact, the betterment
of the condition of the traveler gener-
ally and the amelioration of his diffi-
culties. The associations offer none
of these things. They wouldn’t turn
their hand over for you except to sus-
pend you when you become delin-
quent.

One thing in my judgment would
cement us together into a stronger,
organization: Our widows and or-
phans’ fund is a grand thing and we
take pride in it and wouldn’t alter it
in any way, but there is one thing
more which we could have that we
haven’t and which we could easily an-
nex. It is a fund payable monthly to
aged and incapacitated travelers, mem-
bers of our order, worked out some-
what along the line of our widows
and orphans’ fund. To do this, of
course, would call for a new ritual
bearing on this feature, but it does
seem to me that this fund would prove
an anchor to many who might, in the
absence of it, allow themselves to be-
come delinquent and be suspended.

Another evil, the associations are
drawing the dragnet of membership
pretty fine and are taking in a class
of membership that aren’t stable, and
we are following suit, and also taking
in members who are not desirable, and
who, in time, drop out again. Let
us look our ship all over, calk up the
seams and stop the' leaks, and then
man her with a live crew, never for-
getting that the deck hand may often
accomplish his task with as much tell-
ing effect as the captain.

We heartily approve of the stric-
tures of Brother Wilbur Burns on
the rather mean insinuations con-
tained in a letter by Brother John D.
Martin.  Our first thought is that
Brother Martin’s time could have
been better employed than in writ-
ing up that sort of stuff and the writ-
ing of it can not get any body any-
thing but a loss of respect for the
writer of it. It does us good to see
that Brother Burns has such a beau-
tiful conception of fraternalism and
that he stands for a superior type of
manhood in our membership. If all
of our members would only measure
up to his standard, what a magnificent
type of membership we would have.

We missed the Wafted down from
Traverse Bay items last week and we
sincerely hope to be favored again
this week, as usual- When we don’t
see Fred’s items we notice a missing
link. Get busy, Fred.

We are very much pleased with
Brother Hach’s article on the regu-
lations of hotels, especially so to
note that in his proposed bill cover-
ing the subject to be passed at the
coming session of the Legislature the
subject of petty grafting on the part
of hotel keepers will be given proper
consideration. We have several good
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otels in this part of the State, sev-
eral very fair ones and a few mighty
poor ones. As an instance of graft,
we have two excellent hotels in the
copper country, but there are some
inconsistencies in their methods in
rendering bills. One of them is this:
The rate for a room, "without bath,
is $2.50, but the rate with bath is
$3.50 or $1 extra for the privilege of
a bath, which is exorbitant. Another
is at both of them: If you remain
for a half a day on the $2-50 rate,
you are charged $1.50 or at the rate
of $3 a day; if three quarters of a day,
$2.25. This would be reasonable
enough if one remained only one
quarter of a day. An equitable solu-
tion of this problem would be 75
cents for lodging, 75 cents for dinner

and 50 cents for breakfast and 50
cents for supper. Where the incon-
sistency looms up is that if you

check out for a meal, they will check
you out only 50 cents worth. One of
our members who was on a $3.50
rate at one of these two hotels was
recently taken sick and remained in
bed three or four days and while
so confined dieted on soups, beef
teas, toast and other light material,
with no regular meal as he would
take at the table. He was not only
charged the full rate, but 25 cents a
meal or 75 cents a day additional for
service in his room.

Another petty graft upon which we
put the frown of disapproval is the
cigar girl, with all the gambling de-
vices that follow this feature of the
hotel business, all calculated to sep-
arate the easy mark from his money.
If the hotels would put a red headed
bell boy behind the cigar stand and
so sell the goods based on the law
of supply and demand, business would
drop off to the actual needs of the
boys who desire to smoke, but it does
beat the Dutch how the management
mcan work the boys through the ave-
nue of a nifty looking cigar girl.
Then in the smaller towns where we
can’t expect a modern hotel we do
expect and insist on at least good
housekeeping, but we are forced to"
sit down to soiled table linen (very
much soiled) and most careless (in
fact vile) cookery shameful beds,
slovenly offices, and, | regret to say,
in many cases some of the most
shamefully filthy toilet arrangements.
As a remedy, | hope that my sug
gestion as to less than one day rates
be incorporated in the new bill and
that all people engaged in or about to
embark in the hotel business must
pass the inspection or examination of
a regularly qualified hotel inspector
as to housekeeping and cooking abil-
ity to conduct such business and that
the hotel inspector’s authority be ex-
tended to compelling cleanliness and
sanitation in every department of the
hotel.

As to grafting, if we as traveling
salesmen attempted to graft our pat-
rons with the same impunity that the
hotels graft their patrons, which are
the traveling salesmen, we wouldn’t
last long- Then why do we stand for
that which is wrong in principle
when we are the victims, any more
than if we were the beneficiaries?

Ura Donald Laird.
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hy Apologize

Or stand the blame for the poor workmanship of someone else?
You cannot build fame as a cook by using poor flour.

And your family and friends make no allowance for the
streak of economy that induced you to buy inferior flour because
it was cheaper.

They note the result only and attribute it to your lack of
knowledge of the art of cooking, or your utter indifference to
their comfort and your own reputation.

Buy

LY WHITE

“The Flour the Best Cooks Use”

Even though it may sometimes cost you a little more and
you may be sure that your skill as a cook will be backed by the
best flour it is possible for you to buy at any price.

It is made especially and solely for use in the home. It is
made for all home-baking purposes.

Not for bread alone, or pie alone, or cake alone. You will be
told by some dealers that it is all right for pastry, but not for
cake; and by others that it is good for pie crust but not for bread.

Our answer is this—We will subscribe to any guar-
antee for Lily White that any other milling firm has ever
made for any flour whatsoever.

And every sack is sewed.

Valley City Milling Company

Grand Rapids/ Michigan

This is a reproduction of one of the advertisements appearing in the daily papers, all of which help the retailer to sell Lily White Flour.
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Michigan Retail K rdware Association.
President—Charles H. Miller, Flint.
Vice-President—F. A. Rechlin, Bay

ity.
S)écretary—Arthur J. Scott, MarinetCity.

Treasurer—William Moore, Detroit.
Study the Sporting Goods Field
Intelligently.

Written for the Tradesman.

Not infrequently the man who handles
sporting goods does so in a purely per-
functory way. This is particularly the
case where sporting goods are carried as
a sideline to some other business, as is
frequently the case with hardware, sta-
tionery and like trades. The dealer
guesses as to what to order, stocks such
goods and in such quantities as he
thinks or hopes will sell, and leaves
them (with the help of a little adver-
tising) to sell themselves.

This attitude is not the best type of
business. Intelligent study of the local
field pays just as well in connection
with sporting goods as in connection
with any other line of trade. Before a
dealer orders he should have a clearer
idea of the requirements and possibil-
ities of the local field than can be se-
cured by merely glancing over the in-
voices of other years.

Quite a few Ontario towns of late
have been flooded by’ English immi-
grants, taking the places of Canadian
vorkmen who have gone West. In one
own a hardwareman who handled
sporting goods was not too engrossed in
routine to notice this influx. Among
the young people in that town, baseball
had always been the popular game and
other dealers in sporting goods continued
to stock baseball accessories largely, al-
most exclusively. This man ordered a
goodly amount of cricket supplies.
More than that, he read up on cricket.
He made the acquaintance of many of
the newcomers, to whom he talked crick-
et so intelligently that they imagined
he had spent his life at the game. W ith-
in a few weeks, a cricket club was
formed. By the time his competitors
awoke to what was doing, the enter-
prising dealer had equipped pretty near-
ly every prospective cricketer and se-
cured -a lead pipe cinch on the English
trade in other lines.

He took one chance—the immi-
grants in most instances were not of
the class who, in their own country,
played cricket. Nevertheless, in the
new land the game of their social su-
periors appealed to them.

In another town, there was no river
within ten miles. What skating was

done in winter took place on small
ponds. A few years ago a number of
men, actuated by semi-philanthropic

motives, put up funds to build a large
skating rink. A sporting goods deal-
er was among the subscribers to the
enterprise.
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After putting up his money, he re-
flected. As a result, he sent to a whole-
saler an order for a class of goods that
had never previously been handled in
that town. Then he buttonholed half a
dozen young men who had been active
in baseball during the summer and,
with winter approaching, felt the lack
of something more strenuous than skat-
ing and cutter rides.

Within a single week half a dozen
hockey teams were formed, followed
by a city league. The hockey craze
swept the town. A big league team
was organized to play the nearest cir-
cuit. When the various teams came to
buy their supplies, only one store in town
was stocked. While Smith’s competitors
were still doubting whether the craze
would last, Smith supplied the biggest
share of the hockey trade with sticks,
skates and other accessories.

To most men, that new rink was a
place to skate in. This man, studying
the possibilities intelligently, could see
hockey games where hockey had never
been played before.

Such instances show the value of the
dealer personally studying his field rather
than taking the hearsay of last year’s
orders. William Edward Park.

The Kicker As an Asset.
Written for the Tradesman.

What sort of welcome have you for
the customer who comes back with brow
wreathed in thunderclouds and hot
lightnings of reproach shooting from
his lips?

Is your greeting sharp and snappy,
like an early frost? Or do you welcome
him with genial warmth? And if your
welcome be warm, is its warmth dic-
tated by fear of losing a customer or
by the hope of turning his discontent
to your own advantage?

If the latter, you realize that the kick-
er is one of your best assets.

The merchant who first advertised
“Satisfaction guaranteed or money re-
funded” took what must have seemed
to his competitors a ruinous step. Deal-
ers accustomed to kicks must have rea-
soned : “Why, if this man refunds to
every customer who cares to make trou-
ble, he’ll lose even the profits on the
sales where the customers take their
medicine like little men.” Yet “Satis-
faction guaranteed or money refunded”
is to-day a rule almost universal.

The business man who would succeed
must build, not merely for to-day, but
for all the to-morrows, and the founda-
tion stones of his permanent success
are satisfied customers. Just value and
good service are the price of the return
orders without which business cannot
pay. Whether your product is motor
cars or match safes, whether you manu-
facture, wholesale or retail, every cus-
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tomer who buys from you will inevi-
tably help or hamper your future busi-
ness. He will be, in some degree, a
missionary to his fellows, bearing good
report or evil report. His good report
helps you. His evil report will hurt,
whether it be widespread and venomous
knocking or the advice a fair-minded
man feels in duty bound to give or
merely a passing sneer.

That’s why to any business a well-
equipped complaint department is worth
while. This does not mean a separate
office and a big staff of clerks or even
a single clerk at a particular desk, but
it does mean a welcome for every man
or woman or child who comes with a
complaint—a willingness to patiently ex-
plain and carefully readjust and an abil-
ity to apply the knowledge gathered
from complaints to the important task
of preventing any recurrence of the like
trouble.

The latter element—prevention—is not
always considered. In a hardware store
there had been numerous complaints re-
garding a paring machine. In each in-
dividual case the article was demon-
strated to the kicker and the difficulties
cleared up. But one clerk, studying
the trouble to better advantage, said:

“The trouble is, people buy the paring
machine without understanding how it
works.”

The plan was inaugurated of inviting
every customer to “Try this machine
yourself and see how easily it works."
The entire selling centered in this dem-
onstration. It consumed no more time
than the old method of telling (not
showing) how the machine worked.
Not only did the complaints practically
vanish, but there was a marked increase
in sales showing the superiority of sales-
manship by demonstration.

Studying the kicker enables the quick-
witted man, whether he be merchant or
manufacturer, to overcome defects and

Why Not Have The Best Light?

TEEL NT BURNERS. Odor:
fess.%_mo%@ss. Lf\ﬁ_akethe home cheerPuI
andbright. Three times as much light aa

urner. Every one guar*
. ou neédl If 'your
dealer doesn't keep them send his name
and address with your name and address
and we will mail you as many as you wish
at 25ceach.
THE STEEL MANTLE_LIGHT CO.
310 Huron Street* Toledo, Ohio

The advertisement reproduced above is running in a large list of select publications.
tainly send customers to your store. Are you prepared to supplg them?
burners at once. Accept no substitutes, the genuine is stamped “STE

December 11, 1912

to anticipate difficulties. Not merely
does he reduce the number of dissatis-
fied customers, but he learns to improve
his goods and the methods of handling
them. William Edward Park.

There are several fashionable auc-
tion rooms in New York City which
attract people of means who are fond
of “bargains.” At a recent sale at
one of these places an arm-chair
brought $315, and a three-piece suite,
consisting of a sofa and two side
chairs, $1,900. These articles were
carved walnut, covered with fine old
figured tapestry, but neither historic
nor personal associations entered into
their value, as described in the auc-
tioneer’s catalogue.

The quantity of material excavated
at Panama, according to illustrations
in the “Scientific American,” would
make sixty-three Great Pyramids, or
would build a Chinese Wall 1,000 miles
longer than the original wall so called.
As the Chinese Wall, however, was
faced with granite, paved with bricks,
and flanked with towers for at least
1,500 miles, it is a question whether
it did not require a greater expendi-
ture of labor than the Canal.

Most men are willing to forgive and
forget—if the price is satisfactory.

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

THE WEATHERLY CO.
IS Pearl Street Grand Rapids, Mich.

THIS AD

Is Creating Business for YOU
Prepare for a Big Demand

It will cer-
f not. order a stock of our
EL 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. |
we will make quotation direct to you.

THE STEEL MANTLE LIGHT Co.

our jobber doesn't handle them, 'send us his name and
ample Burner mailed to your address. 25 cents.

310 Huron St., Toledo, 0.

Foster, Stevens & Co.
Wholesale Hardware

at

10 and 12 Monroe St.

31-33-35-37 Louis St.

Grand Rapids, Mich.
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THE WORLD’S TRADE.

Panama Canal Will Create Revolu-
tions in Commerce.

There have been several revolutions
in commerce, and they have exerted
such enormous changes in the com-
merce of the nations, in creating new
routes for business and in building up
great commercial cities and in destroy-
ing others that had formerly controlled
the world% trade that these mighty
transformations must be classed as
world revolution.

The mighty drama of the world’s
commercial history opens with the
grand and magnificent city of Babylon,
on the plains of Western Asia, holding
at the same time commercial and mili-
tary dominion over a vast area of the
then known world. It was the capital
of a mighty empire, and it drew the
commerce of the civilized nations of
Persia and India on the east, of Europe
on the west, of Arabia and Egypt on
the south and of the barbarous peoples
of Tartary and Mongolia on the north.

That immense trade was transported
overland, loaded on the backs of camels
and in heavy wagons drawn by oxen.
By this tremendous traffic the products
of Asia, Europe and Africa were ex-
changed in the spacious markets and
warehouses of Babylon the Great. The
merchants of Babylon, on account of
their enormous wealth and the vast ex-
tent and outreach of their trade, were
declared to be among the mighty men
of the earth.

The monarchs who were enthroned
in that great city sent out their armies
and conquered far and wide in Asia
and Africa. They marched up to the
shores of the narrow sea that separated
them from Europe, but being landsmen,
with no experience in navigation, they
did not cross. The commerce of that
period converted into great marts of
trade Constantinople and the other
cities of southeastern Europe, and the
power and might of Babylon continued
for near 2,000 years, until it was con-
quered in 331 B. C. by Alexander the
Great and his Macedonian Greeks.

The Greeks were navigators, and they
soon saw the great advantage of bring-
ing the .trade of Asia in ships through
the Red Sea to the narrow isthmus of
Suez and thence over the Mediterran-
ean to the various ports around the
shores of that sea. In fifty years from
that time the once mighty capital of the
Eastern world was abandoned by com-
merce and by the population it could no
longer support, and finally it fell into
the ruins which are all that are left to
mark the place once occupied by the
queen city of the nations of the earth.

That was the close of one mighty era
in the world’s commerce, and there has
only been one more. That was the dis-
covery of America by Columbus and
his Spaniards and the subsequent dis-
covery by the Portuguese of the ocean
route around the continent of Africa to
India and far Eastern Asia. Then the
cities of the Mediterranean shores
ceased to control the commerce of Eu-
rope and it was transferred to those of
Spain, France, England and Holland,
on the Atlantic coasts of Europe.

The adventurous Spaniards were the
first of the Europeans who made con-
quests in the New World they had con-
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quered. There was no rich commerce
to be carried on with the savage and,
at best, the barbarous peoples who in-
habited the American hemisphere, but
were gold and silver in the mountain-
ous regions they had found, and, above
all, the Spaniards desired the precious
metals.

Ages before that time the Phoeni-
cians, who had settled around the Medi-
terranean Sea and were the world-fa-
mous navigators and getters of gold in
the ancient world, had mined out all
the gold and silver that once naturally
existed in Spain, and the Spaniards had
learned from them and from the works
that the mines of the precious metals
were only to be found in countries
where there were north-and-south rang-
es of mountains, and that fact deter-
mined them to the mountainous regions
of the New World that were nearest
to the Atlantic Ocean, and so they de-
voted themselves to the conquest of
Mexico and Central America, and then
to follow the great range of the Andes
down the Pacific Coast of South Amer-
ica keeping always to the gold regions,
and entirely neglecting the vast valley
of Brazil, leaving it to be taken by the
Portuguese, because there were no
mountains and no gold.

For nearly three centuries after the
discovery of the New World Spain
took from the American mines one
billion and a half of gold and three
billions and a half of silver. That
made Spain the richest and most power-
ful nation in the world, with vast do-
minions in America and extensive pos-
sessions in the Asiatic archipelagoes of
the Pacific Ocean. To-day Spain owns
not a foot of land in America or Asia.
Her power has come to an end through
over-weening ambition and despotic dom-
ination over the people of her once
world-wide empire, and after the brief
but brilliant all-conquering career under
Napoleon Bonaparte, the scepter of
world domination was seized by Eng-
land, whose once strong hand is show-
ing signs of growing feebleness.

To-day the greatest commerce that
was ever known is carried on over the
waters of the Atlantic Ocean between
America and Europe. There has been
no changes in the main routes of com-
merce since the discovery of America
and the commercial revolution that fol-
lowed in its train. The opening of a
ship channel through the Isthmus of
Suez and the Red Sea to the Pacific
Ocean is only an improvement on the
sea route with a short isthmian transit
opened by the successors of Alexander
the Great three centuries before the
Christian era.

But since then new nations have
grown up around the coasts and upon
the islands of the Pacific Ocean, while
the old have become revolutionized and
have adopted modern ideas in govern-
ment and modern methods in the opera-
tion of business in both peace and war.
Their great and constantly growing de-
mands for cheaper and more diredt
commercial communication with the
United States and with Europe. Such
a route will soon be opened through the
Isthmus of Panama, and it raises this
momentous question: “Will its com-
pletion result in another world revolu-
tion in the routes of trade and the marts
of commerce?” To answer this is to
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solve a great world problem, and at
this early stage it cannot be done with
definiteness and decision.

Frank Stowell.

Doings in the Buckeye State.
Written for the Tradesman.

The Ohio State Fair will
in Columbus Sept. 1 to 6.

Another attack will be made on the
divorce evil in the next Legislature.
A bill will be introduced making di-
vorce illegal in the State. Temporary
relief may be given, but permanent
separation will be made impossible.

Secretary Nigh, of the Michigan-
Indiana-Ohio Coal Association, made
up of retailers of these States, says
that the retail men are not responsi-
ble for the present high prices of fuel.
He says that their profits are, in fact,
smaller now than when conditions are
normal and that the situation is large-
ly the fault of the railroads. It is
explained that during the last fifty
years the increase in the consumption
of coal has been at an average rate
of 10 per cent, a year, while the in-
crease in the facilities of the railroads
for handling the traffic, particularly
in recent years, has been negligible in
comparison.

The new Deshelr Hotel, Columbus,
when completed four years hence,
will represent an investment of $2,-
000,000. The building alone will cost
$1,000,000 and $300,000 will be spent
in furnishings.

The Cleveland Board of Education
is in financial straits and has borrowed
$125,000 to meet the salaries of teach-
ers.

Gambling joints in Toledo are being
cleaned out by the police force.

The Hirsheimer Bros. Co., clothier
at Canton, has been incorporated, with
capital stock of $200,000.

The referendum provision of the
new constitution will make it morj
difficult to pass laws this winter. Bills
passed do not become laws until nine-
ty days afterwards and, in the mean-
time, petitions may be circulated to
submit the* measure to the judgment
of the people. If 6 per cent, of the
voters assent, then will follow a year
and a half of discussion.

The old system of handling litiga-
tion in the Supreme Court, which has
resulted in dockets two years old all
the time, will be changed after Jan. 1,
under the judicial reform amendment
to the constitution. Court business
is to be expedited in every way pos-
sible and the long train of cases hang-
ing will be cut off.

be held
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The Ohio Acadamy of Science has
passed a resolution calling upon the
Legislature for a law that would pro-
hibit insane, feeble-minded and con-
firmed criminals from marrying.

S. W. Garrigus, the nine-year old
lad who lost his right arm and was
orphaned in the railroad wreck-at
Middleton, two years ago, has been
paid $12,500 for the loss of his arm,
$10,000 for the loss of his father, who
w-as a minister, and $8,000 for the
death of his mother, or a total of $30,-
500. Settlement w'as made by the New
York Central lines.

Failure to install fire escapes is the
basis of suits brought against twelve
factory owners in Cincinnati by the
State factory inspector.

The B. & O. road is building an in-
dustrial service track to the factory
colonies on Spring Grove and Col-
rain avenues, Cincinnati.

The Toledo Glass Co. is building a
$350,000 bottle manufacturing plant in
Toledo.

The Toledo Council has voted a
bond issue of $200,000 to replace the
horse driven apparatus in fire and po-
lice departments with motor driven
wagons. Almond Griffen.

Something In It.
Willie—Paw, what’s a stable gov-
ernment?
Paw-—W hen the party in power dis-
plays horse sense, my son.

Talent in the kitchen and a balance
in the bank should form a combina-
tion for generating domestic bliss.

It is easy to determine to adver-
tise. The difficulty is in knowing how-
to advertise profitably.

Sometimes it is well to remember
that while “ginger” is a splendid flav-
or it is a poor diet.

You can not always judge a man’s
efficiency by the number of filing cab-
inets in his office.

Rules in advertising, like rules in
most lines of effort, must be applied
with judgment.

Perhaps we shall never be able to
measure the value of individuality in
advertising.

Originality generally pays bigger
dividends when it dovetails with com-
mon sense.

Like begets like; when fishing for
compliments bait your hook with
one.

SUNBEAM TANK HEATERS

Feed Cutters, Fur Coats, Sleigh Bells

YO

WHICH CATALOGUE SHALL WE SEND?

Mr. 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?

Implement. Clothing.

Harness. Collars. Trunk. Bags. Blankets.

Brown & Sehler Co.

tome of Sunbeam Goods

Grand Rapids, Mich. [||[SIINBEAM|g
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Only A Dealer

Ways of Circumventing the Mail
Order Bug.

Only a dealer, without glory or fame,

Who handles machinery, “The Implement Game.”
My method is easy, my time is a guess,

The prevailing conditions are breaking my rest.

We furnish the plow, disk harrow as well,
Bind up the harvest with tools that we sell.
Furnish the binder, that ties with a string

And furnish the Nation the crops that it brings .

By making it easy for poor Farmer John
To put in his crops and push them along,
We furnish him credit, without any tares

Till now with his auto, he’s putting on airs.

Now John, who is honest as honest can be,

Has been hit by the sting of a Mail Order Bee,
Until now in his dealings with dealers at home
He’s quite independent, some leave him alone.

He reasons for aught and stands by this theme,
“The dealer’s a robber,” that’s plain to be seen,
He reads it, he talks it, with groans of despair
For the Mail Order Bug has fouled his air.

He reads this in papeis, and papers don't lie,
“Down with the Middleman,” down him or die,
By sending his money to far away towns

“Where something for nothing” was easily found.

Do you blame him, this farmer, tiller of soil,
In wanting the earth in payment for toil,
Favored and petted, in a high-handed way

To get out his vote, the Congressmen say.

Gave him free seed, they gave him the land,
They gave him the law, we quite understand,
Last of all service, they gave to mine host,
They gave him for ballast the new Parcel Post.

They gave him the ralroads to settle the West,
Rural delivery, to enjoy with the rest,

They give him the weather, in daily advice
Protect him with signals, storm telling device.

Now, dealers, awake, don’t blame them for this,
But go them one better and eat of this bliss,
Remember all comes from the political pulls,
W hether Wilson, or Tafters or Teddy’s big bulls.

It stands you in hand to get now into line

Beginning your asking, one thing at a time,
See in all fairness, you respond to the call

To get us the laws that will protect all.

Learn from this missive how the farmer gets wise,
That the law and its action did win him a prize,

Do not sit back and grumble o'er conditions that be,
But get out and get them from political trees.

Now they credit us up with “boosting the price,”
And say we are robbers and do it up nice,

Who, but a dealer, would stand for such rot,
While you hold the bag, they get the pot.

This is all caused by papers for pay,

For large advertisers, who want it that way,
Who care not for truth, are misleading at best,
No morp need | mention, you know the rest.

Now John, this poor farmer, not so generally bad,
Was caught on the hook of a well looking ad.,
Which says in big letters, just look at my price,
And what you get for it is wonderfully nice.

Poor John was mislead by under weight goods,
No matter the qualty, for price only he stood,
Led into believing they were just made for him,
At half of the cost, the dealer’s would bin.

Away goes his money by Uncle Sam’s post
To bring in a week—a year at the most—
The most wonderful bargains man ever saw,
Shears for the sheep and a sawbuck for paw.
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| started to tell you we’re of some use,
But mixed in my jingle, a word of abuse,
To show to the people your ill-gotten gain
Was a blight in our commerce, now very plain.

Now that the railroads are lacking for cars,
And Wilson the lucky, will let down the bars,
We want you to hear it, this one passing thought
Who, but a “dealer,” this avalanche brought.

The facts in the papers show wonderful crops,
The wheels are all turning in all of the shops,
Workmen are busy, the banks are all full,
And even the women have political pull.

Who, but a “dealer,” helps make such a thing,

By helping the farmer this prosperity bring,

You furnish the factory, that makes the wheels turn,
You furnish the farmer the money he burns.

By helping him sow and reap up his fields

With machinery he needs, to bring up his yields,
You furnish the traveler, the man with a grip
With orders so large, they scuttle his ship.

You furnish the banker, the notes that he buys,
Who swallows the interest, and more if he tries,
All this and more though a robber you be,

The country would miss you, this fact you see.

Your a common necessity, without any dross,
They all would miss you in counting the cost,
If, “only a dealer,” was left from these lines,
What a swath it would cut in making the times.

Now, dealers, get wise, make farmers your friend,
Show them the difference between sword and the pen,
Instill in their lives, though humble you be,

The spirit of fairness must unite you and he.

That working together will double his worth,
Secure better roads that cover the earth,
Make him a market and better his schools,
Increase his products with your better tools.

Show him that value stands before price,

And the brands that you handle are ever so nice,
Convince him with facts, as he comes to your store,
That you give full value, a little bit more.

Show by your methods, you’re quite up to date,
That wonderful bargains are now on your slate,
Say ,in your showing, now look at this point,
Made of the best, without rivet or joint.

Show him the difference between this or that
And why it is best for this extra slat,

This extra key here, that wheel over there,

Are the difference that you ask to compare.

Post yourself fully on lines that you sell,

And hold to the truth, whatever you tell,

Hang up this motto, “A square deal for all,”
Discount your bills promptly, don’t wait till fall.

Learn as a salesman how to figure your cost,
Be sure that your profit is not beng lost,

A dealer who goes it in haphazard ways-

Is sure to regret it the rest of his days.

Learn that good buying is battle half won,

The success of your future are doings well done,
Post on your door-step, “Work done with ease,”
The machinery we sell is sure bound to please.

I've not told you all in this jingle of rhyme,
But will give you another at some future time,
A few words in closing that all must agree,
Is surer than shooting and so mote it be.

My tale of the farmer, a tiller of ground,

The banker, the traveler and factory wheel sound,
Of far away buying, the Mail Order Bee,
The one, who helps all, is a “dealer,” you see.

Remember the farmer and all that he feeds,
The woes of a dealer and fixings he needs,
But do not forget, upon leaving this hall
That “only a dealer’s,” more important than all.
—F. M. Witbeck.

December 11, 1912
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How to “Size Up” Man Who Hires.

Suppose you are out of a job? Sup-
pose you are not a rich man’s son—that
you are on your own bottom, which
means that you have no pull—what is
the best method of getting employment?

Unless you are looking for work in
a coal mine or in a factory the first
thing to think about is to be so present-
able that you won’t be mistaken for a
hobo. The next step is not easy. If
you do not have that indefinable some-
thing in your mentality which will en-
able you to “size up” at a glance the
monarch of the chair to whom applica-
tion is made, you will be in the open
and on your way to the next place in
less time than a bald man can strike
at a fly.

Many an applicant has been turned
down because he failed to diagnose a
grouch.

Must Have Confidence.

Having “found” the man in the chair,
be sure that you have yourself in hand.
You have heard a lot about confidence.
It takes experience, common sense, a
dash of gentleness, and some sort of
idea of artfulness to put your confidence
on exhibition. If the man in the chair
has. a torpid liver, if he is of the lean
tribe that sleeps not well o’ nights, dis-
card confidence and play assurance and
bluff. It may not win on the first trial.
But when the grouch sees you again, if
he ever does, he will respect you.

If the man in the chair has reached
his place by “toiling upward in the
night” (you remember that quotation)
his frankness stiffens your backbone,
although he may not have offered you
anything,else, and you will go out from
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his presence encouraged to strike harder
in the next effort. Whatever you do,
avoid being arrogant, and let him do
most of the talking.

Beware of the man who has reached
the chair from a purple pillow. His
athleticism of style will either keep you
busy picking up yourself from the floor
or his meaningless words will sicken.
He hasn’t the moral courage that breeds
frankness and if the applicant is adoles-
cent he will go away with a seed of
hope that will inevitably perish.

An applicant was once placed before
such a man by one whose relations with
the younger manager and with several
members of his family entitled the ap-
plicant’s friends to the very highest
consideration. He made a personal ap-
peal to the man in the chair in behalf
of the applicant, whose merits he knew
from actual experience. The applicant
called by appointment. The interview
was personally agreeable. The caller
had every reason to expect some favor-
able result in the near future.

No Response to Note.

Six weeks elapsed. The applicant ad-
dressed a brief and courteous note to
the man in the chair as a reminder. No
response was ever received. A few
weeks later the applicant called in per-
son. The man in the chair met him
at the outer door. The man from the
chair was sorry that he was so pressed
for time, but he would have his stenog-
rapher take anything that the applicant
had to say, and in due time he would
give the note attention. Rather apolo-
getically the man from the chair said
he would consider it a favor if the appli-
cant would do this, assuring him that
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such a note would receive the same at-
tention as a personal interview.

Of course the applicant acquiesced
He had no other recourse. Two months
passed and the “note dictated” was
never answered. It hasn’t been an-
swered yet. The other day when the
applicant called again the man in the
chair sent word to the caller that he was
“up to his ears in important matters”
and could not grant an interview. He
did not instruct his stenographer to say
when an interview would be granted,
nor did he say that he would ever reply
to the “dictated note.”

Had the man in the chair been wait-
ing for something to develop in the
case of the applicant, a note of two lines
would have been satisfactory and saved
annoyance. His reason, given to an-
other, showed his weakness. To have
employed the applicant the man in the
chair would have had to turn him over
to another whose business it is to su-
perintend the working force.

Boss Lacked “Backbone.”

This second man objected to having

additions made to his force where such
additions came in over his head. That
sort of thing tended to demoralize the
other employes. The man in the chair
could have explained this to the friend
of the applicant, or he could have ex-
plained it in his own way to the appli-
cant. He hadn’t the “backbone” to do
either.
' What reason there is for any business
man ignoring a letter courteously
phrased has not been given. But it has
become a habit with this generation.

A young man who had been in the
service of the manager of a concern was
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informed by letter that he would be
needed no longer after a certain date.
The young man did not seek any ex-
planation. He served on until the last
day, and on that day he wrote a letter
to the manager thanking him for his
kindness and attention in their business
relations, and asked if it would be agree-
able for the manager to give him a note
on the strength of which depended an-
other place. The note was never an-
swered. It came out later that the man-
ager did not open the letter because he
“was afraid there was something un-
pleasant in it.”

As a plain, common sense proposition,
the best plan in seeking a job is for the
applicant to go on his own hook, tell the
man in the chair to give him a chance,
and if he doesnt make good he will
know how to quit without being told to
go. Frank H. Brooks.

Welcome, like everything else, will
wear out sooner or later.

The hot air treatment for financial
ills is seldom a curative.

How to Organize a Co-Operative
Delivery Company

The Sup’t of the Fremont Central De-
livery Co., of Fremont, Ohio, has had so
many inquiries about their Central Deliv-
ery System that he has put the complete
details of how to organize and operate
successfully such a system in book form,
with copy of By-Laws and cuts of printed
forms. This book is full of just what you
should know about a system that will
save you money and worry and make you
satisfied customers. It will be sent to
you post-paid upon receipt of $2.00. Ad-
dress H. E. BURGOON. Fremont, O.

We Are Headed Higher

Our New Store on Ellsworth Avenue

Michigan Hardware Co., Grand Rapids, Mich.
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CHRISTMAS ADVERTISING.

How Printers’ Ink Will
Claus.
Printers’ ink advertising has an im-

Help Santa

tee ce aspaa

Santa
Phones
He's
Ready

BSBSSSSISSSSS

has established his Christinas
headquarters at Hacker*s Store.

i tittle early to betalking about

Christmas, maybe, butthis isgoing

to besuch a great Christmas and gifts are so
plentiful that the good old Saint decided the
earlier he started the beHer it would be

</Hadn’t YOU better takea hintfa s !&nta

and sti'trt early, too? Cltristmas shopping
is a biij undertaking I\e found that out
olirselees during our visit to market to buy  §
for thitibig holiday dematid. \\eate mighty
glad ipe started on time, as otite-rwise we m
couldn *t have arranged things so favorably v
for youi to buy. But tre- that mear . Santa
Claw and us- are fixedy, rd right. s

5 Our stock is bigger atiid better ithan any

own in this town. He have gifts for N
everybody. Children of any age up to a
hundred can get their trants supplled here.
Our prices are LOWER than

Comein and make

&.**

Hackers
Store

portant part in pulling in the Christmas
trade.

The most important Christmas ad-
vertising for the variety store in a town
of any size is that gained from well-dis-
played windows and store in-
teriors. These can be supple-

mented by printers’ ink, how-
ever, and their effect greatly
increased.

Printed advertising is valu-
able in getting the early trade.
It will remind people that
Christmas is near, and that
they should be getting busy.
Practically everybody expects
to buy. something for Christmas,
but most psople need some-
thing to hurry them along a
little- They know they are go-
ing to buy, but it is hard to get
them started. A convincing
printed message many times
will accomplish this.

Christmas advertising can be
general In its tone. You can
speak' of your toys and fancy
goods without giving specific
prices and details. You can ad-
vertise your stock as a whole very
successfully.

Santa Claus being the center of all
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Christmas activities, it is well to build a
good part of your advertising around
him. The two suggestions for adver-
tisements on this page are based on this
idea.

Iceboat Will Attract Attention.

In the “Coming” advertisement Santa
Claus is supposed to be hurrying to the
store on an iceboat, bringing in some
new Christmas goods. The cut at the
top is a striking illustration, and is sure
to attract attention..

This advertisement was arranged to
fill a space three newspaper columns
wide and eight or nine inches deep.
With proper attention to display the
printer can make a very handsome ad-
vertisement. Insist that he leave plenty
of white space between the main portion
of the reading matter and the border of
cuts. Don’t let him put a border
around the reading matter. Some print-
ers are likely to try this. One border is
enough.

The holly border we have used will
give a good holiday effect. Some sort
of holly or other Christmas border is
to be found in nearly any printing office.
If your printer does not have it, a
simple 2-point rule border will answer
very well. Old Santa in his iceboat will
make it a Christmas advertisement, no
matter what the border may be.

The “Telephone” advertisement is for
2-column space, eight inches deep. It
is intended as a message from Santa
Claus and should cause its readers to
think more strongly of Christmas. It
would be well to inaugurate your strict-
ly Christmas publicity campaign with
this advertisement. The message idea
is carried out with Santa Claus at the

Santa is Coming!

UST see his iceboat gliding along! This is the
way he delivers before-Christmas installments
of toys,

job he has i

Santa already has left at Smith’s store the
greatest dismay of toys and other Christmasthings
ever shown in this town. This extra load is some
of the newer things. We believe in keeping strict-
|y up to the minute in Christmas goods, you know

You will be glad to know you can buy gifts
for less money this year than last. We bought
right, and are passing the price concessions along
to our customers.

Buy as early as you can. You need not take

your purchases home until you are ready. We
gladly will bold diem subject to your order.

SMITH’S STORE

BLANKVILLE

telephone at the top of the advertise-
ment and the boy in a similar act at
the bottom.
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The type in this advertisement should
be set as straight matter. Some good
boldface pica line or well-leaded 10-
point type would answer very effective-
ly.—Butler Way.

What Some Michigan Cities Are
Doing.
Written for the Tradesman.

lonia leads the State in a winter

Chautauqua, to be held at the Armory

in that city Feb. 10 to 12.

The Detroit Board of Commerce
will give its support to the Lever agri-
cultural extension bill, which has pass-
ed the House of Representatives and
is now pending in the Senate.

Ore shipments from Escanaba for
the year will exceed the season of 1911
by over a million tons. The total will
be approximately 5,202,000 tons.

Kalamazoo households have been
getting twice-a-week service of gar-
bage collection by a private concern,
but the rate the coming year may be
doubled. A plan of municipal collec-
tion and disposal is being considered
in the Council.

All telephone poles and cables will
be removed from the main street at
Iron Mountain by the first of the year.

Battle Creek is talking of a corn
show in connection with the apple
show, which is to be held next fall.

The Covel Manufacturing Co., of
Benton Harbor, will make motor
trucks and it is expected will expand
into a large institution, employing
manyr men.

The Armour Co. has plans for erec-
tion of a $100,000 combination ice
manufacturing and cold storage plant
at Benton Harbor for use in connec-
tion with its extensive fruit shipping
business out of Michigan.

The Ann Arbor Board of Commerce
has started a membership campaign
and civic revival, expecting to bring
the membership of that body up to
400 directly'.

The Harbor Springs Business Men’s
Association recently met at the home
of mits President, W. J. Clarke, and
discussed plans for boasting the town.

A stereopticon lantern has been
added to the equipment of the Holland
city schools for daily use in geogra-
phy, history and other classes.

The American Woodenware Co. has
resumed operations at Manistee, em-
ploying sixty men.

Manistee now has pay-as-you-enter
cars on its city' lines.

D. J. Norton will rebuild the big
sawmill at Ontonagon which was de-
stroyed by fire.

The Lansing Chamber if Commerce
has appointed a Committee on Streets,
to co-operate with city officials in
needed improvements.

About 150 employes of the Manistee
& Northeastern road, with their wives,
were guests of the company recently
at a public meeting, at dinner and at
the theater at Manistee. An illustrated
lecture was given by the general safety
agent of the New York Central lines
on ways and means of reducing
accidents and officials of the local
road also gave talks to the men on
the value of loyalty and of working
together in a spirit of co-operation.

The Detroit United has promised
Ann Arbor 20 minute service on Pack-
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ard street. Limited cars will also be
stopped inside the city limits.

Lansing has tabled its milk ordi-
nance indefinitely and the measure
will probably stay buried.

Battle Creek has amended the or-
dinance forbidding the sale or dis-
charge of air guns. The City Attorney
was of the opinion that the municipal-
ity had exceeded its authority in the
matter.

Port. Huron grocers and butchers
are discussing the co-operative deliv-
ery plan and will send a committee
to investigate the system in other
cities.

1 he date of the Michigan State Fair
in Detroit next fall will be Sept. 15
to 20.

Battle Creek jail prisoners are now
cutting brush on a stretch of country
road that is to be improved in the
spring.

The plan of the Battle Creek Cham-
ber of Commerce to provide free hitch-
ing facilities for farmers aroused the
ire of proprietors of local hitch-
ing sheds, but it is explained to them
that hitching posts, or temporary con-
veniences only, are contemplated and
that the business of the sheds will
not suffer.

A petition signed by 400 people has
been sent in to the Muskegon Coun-
cil, asking that better protection be
given the public at the railroad grade
crossings in the city.

The ninth annual show of the Michi-
gan Corn Improvement Association
will be held at the Western State Nor-
mal school. Kalamazoo, Jan. 8 to 11.

Jackson has adopted an ordinance
calling for the abolishing of all wood-
en signs in the downtown district and
more stringent regulations as to erec-
tion of electric signs.

Flint has passed an ordinance gov-
erning the placing of poles and wires
by public service corporations in the
streets.

Chickens must stay in their own
backyards and not run at large in
Flint after Jan. 1.

D. D. Aitken, the new President of
the Flint Board of Commerce, stands
for patronizing home industries and
for trading at home. He has asked
all local manufacturers to file the name
of their institution and list of pro-
ducts with the Secretary of the Board
as a basis for a campaign that will be
conducted later. He figures that it
costs 30 per cent, to sell goods on
Broadway, New York, 26 per cent,
on State street, Chicago, 23 per cent,
on Woodward avenue, Detroit, and
less than 20 per cent, in Flint; there-
fore goods may be purchased cheaper
in Flint than elsewhere.

City mail delivery will be establish-
ed in Eaton Rapids March 1.

Almond Griffen.

Everybody of average intelligence
knows something you do not know.
Try to get it out of him.

If a man saves money it is because
he is kept too busy at work to
spend it.

In both this world and the next we
gravitate into the kind of company we
like.
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Belfast Brand

Handkerchiefs

The higher profit you get on Belfast
Brand handkerchiefs is merely in pro-
portion to their higher quality.

Prove this by the descriptions and
prices given in our latest catalogue.

BUTLER BROTHERS

CHICAGO NEW YORK ST. LOUIS MINNEAPOLIS  DALLAS
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Training the Holiday Sales Force.
Show much—tell little.

That’s the recipe for the merchant
who would train new help for his
Christmas rush.

One easily-remembered, workable rule
is worth a peck of regulations. Load
down your novices with the latter and
they’ll forget all the others in the en-
deavor to pick out the one to fit a mo-
mentary need.

Show them much—tell them little.

Teach the geography of your store.
Show where every item of every line is
kept. Point out the resting-place of
every kind of merchandise until the
“new hand” can instantly respond to a
request for this or that item. Prevent
the confusion that always results when
new help interrupts old help, in the
midst of a sale, by a question about the
location of certain merchandise.

No Room for Trouble Makers.

If you do nothing else, make a “store
index” out of every new clerk, so that
a customer unfamiliar with your stock
arrangement may get instant attention
and information.

Do not pay wages to anyone who is
merely a question-asker and trouble-
maker, unless you’re willing to spend
money for someone to interfere with
the efficiency of efficient helpers.

First of all, see that your new clerks
know where the goods are.

Price tickets will solve many of your
hardest new help problems. Place the
cards on every item, and you won’t have
to waste patience and gray matter ex-
pounding a system of secret price marks,
which, nine times out of ten, are for-
gotten as soon as learned. Price ticket
vour goods and you’ll need fewer clerks
to sell them.

How to Wrap and How to Tie.

Teach the mystery of wrapping and
tying. Show how to save paper, twine
and time. Teach the method required
by each different kind of goods. Ex-
plain the difference between a package
of drygoods and one of toys. Demon-
strate each way of wrapping until the
new help can wrap and tie quickly and
securely. Some merchandise needs but
a single fold; others must be double
wrapped. Some bundles take doubled
twine ; others need but a single loop.

Give each new clerk a clear idea of
the lines that will need the most pres-
sure during the holiday rush, and be sure
to specify all the goods that should be
sold.

Unless you take this precaution,
you’re apt to see the easily-sold lines
slighted in favor of those that are ex-
pensive to sell during the Christmas
season. When your trade seeks certain
kinds of merchandise it is hardly wise
to try to force essentially different
goods upon them.
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Don’t Slight the Children.

If you run to toys, you may expect
many children, both buyers and lookers
to visit your store and to create a prob-
lem for your clerks. There is never a
time when the little folk should be
slighted, but at his particular season,
your immediate success or failure may
depend upon the manner in which you
cater to this element of your trade.

See that every one of your helpers
is impressed with the idea that he is
temporarily a “Servant to Their Maj-
esties, the American Boy and Girl.”

Some complaints are sure to arise
and your new assistants should know
how to receive them. The surest, safest
rule is this: “Treat the customer as if
she were wholly right and the store
wholly wrong.”

Do this and you’ll find anger easily
pacified, and kickers readily squelched.
Calm acquiescence is the best sort of oil
to pour on the troubled waters of a
“complainer’s” dissatisfaction.  Anger
and vexation soon die when they find
no opposition.

Why Not Offer a Bonus?

If the volume of your sales warrant
it, give a bonus to all clerks, based upon
the number of sales they make. This
method will be a sure business stimula-
tor, and will tend to make your help
sell more than is asked for by the cus-
tomer.

Finally, let the hope of a permanent
position spur the new ones to greater
efforts. Assure each one that excep-
tional industry and capacity may lead
to a steady position, and that the store’s
future relation to its employes will de-
pend upon the record made during holi-
day rush.

Don’t forget that few people, particu-
larly temporary employes, care to give
something for nothing, and that the
surest way to get value received in
labor is to give value received in wages,
chances for advancement and fairness.
—Butler Way.

The Too Talkative Clerk.

It was the writer’s experience to be
in the company of a woman who pur-
chased a pair of shoes in a large de-
partment store recently. The woman
was prevailed upon by the salesperson
to purchase a pair of "patent colt, cloth
top, button boots, with narrow, recede
toes. Those worn by the woman when
she entered the shoe department of
this store were a medium round toe
low cut style.

The first point the saleswoman talked
on, was the fact that the shoes worn
by the intending purchaser were not at
all up-to-date and were not the right
style for her to wear. Right here the
salesperson made th” big mistake of
telling the buyer that there was more
comfort in a flat, recede toe style than
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in the medium round toe shoes she was
wearing. The feet to be fitted were
of the short type, about 4y2 C, with
enlarged great toe joint.

Foot-fitters know from every day ex-
perience that a foot of that kind will
find more comfort in a round toe, which
has at least more ball room than the
flat toe model; but the saleswoman kept
right on talking how much more “classy”
the new recede toe style was and how
much more comfort would be enjoyed
in shoes of this style, winding up with
the statement that the shoes worn by
the customer were not “right” either
for present day style or comfort.

It was a surprise to see the sale made,
for no one cares to be told that they
had no comfort in a shoe that proved
it beyond such words, nor do women
especially like to have their judgment
criticised.

While this sale was under way an-
other woman was occupying the ad-
joining seat and awaiting her turn to
be served by the same member of the
selling force. The first customer’s
change was a long time being returned
and this gave the writer a chance to
observe how the clerk served the sec-
ond customer. Much to my surprise
the same line of too much talk prevailed.
However, in this case the customer was
told that “the new round toe was very
popular at present.” A few moments
before the same clerk had told the first
customer just the reverse.

From experience it is known that it
is never wise to talk too much to a
customer; it is best to give the customer
a chance to decide and if information
is required to give it but never criticise.

Another point for clerks to keep well
in mind is never criticise an old shoe
until the customer has asked for your
opinion of it, for if you do it can be
looked upon as a reflection of good
judgment and the sale can be lost.

If criticism is necessary, the matter
should be handled in a way that will
not offend the customer or hurt their
pride. A great many people need ad-
vice of an educational kind in the selec-
tion and fitting of shoes, and this should
be given, but a clerk goes beyond the
bounds of good salesmanship when he
or she voluntarily criticises or wilfully
deceives a customer.—Shoe Retailer.

Use of Lemon Juice at Critical Time.
Sitting at a planked shad dinner in
Yonkers, a laughing guest drew a
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strangle. Some one
the sufferer
dry bread.

“Oh, no,” exclaimed an Ossining
man. “Don’t give him bread. It
might catch the bone and it might
not. Give him something that is sure
to give relief.” Beckoning to a wait-
er, he said: “Bring me a lemon, cut
in two.” And it was brought without
delay. Taking one section, he offered
it to the choking guest and told him
to suck the juice and to swallow it
slowly.  Directions were faithfully
followed, and in about a quarter of
a minute the afflicted one placed the
half lemon on his plate, looked into
the anxious faces around the table
and smiled.

“Well, Joe,” said one, “how about
it?”

suggested that
swallow a fragment of

“It’s gone,” was the
bone has slipped down.”

“Not exactly that,” said the Ossin-
ing man. “The bone slipped down, all
right, but it was melted first by the
citric acid. | never knew it to fail
to dissolve a fishbone. You can test
the power of lemon juice by dropping
some of the fishbones you may have
lying on your plate.”

Several diners tried the experiment.
In each case the acid reduced the
bone to liquid gelatine.

reply, “the

Store Goods Where Produced.

Some years ago it was thought by
many that as time passed that goods
would be stored more and more in
the big consuming and distributing
centers. This tendency has not mat-
erialized. At the present time, in
fact, there is a greater and greater
proportion of perishable goods stored
at or near the place where they are
produced. As a matter of fact the
only reason why goods have been
stored where distributed and consum-
ed is because money has been avail-
able for the putting up of the enor-
mous plants for this purpose. The
practical advantages are mostly all on
the side of storing where produced.

A good excuse is a bad reason.

OFFICE OUTFITTERS

LOOSE LEAF SPECIALISTS

bone into his throat and he beQan to 237-239 Pearl St. (near the bridge). Grand Rapid = Mich.

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 attachment of, non-rusting aluminum

metal.

Cover, polished plate glass. Always in place, easily

removed

and stays tilted when raised.
1 gal. complete, each

1% gal comnPI te, eac
3" “gal. complete, eac
4 gal. complete, each.

5
210 fIF- "oy Chicago
.60

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

0. S. SWITZER & CO., soLe wrrs.

PATENTEES

Chicago
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NO UNION FOR HIM.

Why Whitney Never Became a Trou-
ble Maker.

Written for the Tradesman.

It was as long ago as 1880 when
I was learning the printer’s trade in
the office of the Milford Times that
I learned of the existence of trades
unions. An older printer informed me
that when | had learned the trade |
could earn $250 a day in the city,
provided | belonged to the printer’s
union.

My earliest conception of a trades
union was that only competent work-
men could belong; that membership
in a union was a guarantee to em-
ployers of efficient help; and that
when one had become so proficient in
his calling as to be admitted to the
union it was like obtaining a diploma
at school or receiving a certificate to
teach.

Never having had a longing for city
life | did not look forward to mem-
bership in a union, but used every
available means to advance myself in
skill and knowledge in my trade. In
course of time, however, opportuni-
ties opened before me and | found
myself at work on a village news-
paper and visiting the city once a
week to carry the local news and
changes of advertisements in type,
make up the local pages of the paper
in the “patent inside” printing estab-
lishment and carry home the printed
papers at night—also the eighty or
more pounds of “dead type.”

When my predecessor on the job
came back to his native town and my
employers were willing to take him
on again and let me accept a place
with the aforementioned Ready Print
establishment in Detroit, | migrated
to the city. To set type by the 1,000
ems not being the height of my am-
bition and there not being the variety
of work to which | had been accus-
tomed, | took the next opportunity
that came my way and a few weeks
later | accepted the offer of the pub-
lisher of the Ypsilanti Commercial.
He was looking for a young man who
did not “know it all” whom he could
train to become foreman of his estab-
lishment and take the place of a son
who talked of going into business for
himself.

Along with the new work in con-
nection with book and pamphlet print-
ing for the State Normal and others,
he persuaded me to take notes of ser-
mons, lectures and entertainments and
write up for the Commercial; also to
write up such other news items as |
could find when not at work in th*
office. There was no pecuniary re-
ward for this; it was for my own
benefit.

The promised foremanship and in-
creased pay being apparently no near-
er at the end of six months, | re-
turned to Detroit, and applied for
work with the Deroit Evening Journel,
then about to be started. All places
wete filled in advance.

The printer’s union at that time
controlled only a part of the daily
paper and larger job printing estab-
lishments and | had no difficulty in
securing work as a non-union man
in a job office, a part of my work being
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to help two Polanders set the type
for the first Polish newspaper in De-
troit. A few weeks later | secured
work in a book publishing office and
there had my first experience with a
strike. The grievance was copy for a
book which was being reprinted, some

of which was manusript faded with
age and difficult to read. Those who
were always looking for “fat takes”
or pretexts for complaint thought it
a good time to demand the union
scale wages, two or three cents more
than the firm was paying. Getting
no satisfaction, twelve of the fifteen
printers walked out. The foreman,
his assistant and myself remained. As
I was averaging about $3 per week
more than i nYpsilanti or Birming-
ham, | thought | was doing well.

The strikers were single men who
spent their evenings in saloons billiard
rooms and other low resorts. They
pOsed as journeyman printers, but
when some careful, particular or dif-
ficult work was to be done it was
given to one of those who did not
strike, and he received pay by the
hour. It would be easier to set an
article all anew than to correct proofs
of some of those striking printers.

Something like a year later, having
worked in Reed City six months-and
returned to Detroit, | was again in
quest of work. Very likely | could
get a place as substitute on a morn-
ing daily if only 1 belonged to the

union. Well, in fact, | need not wait
to join. Just put in an application
for membership and | could work

as a “sub” until my case was voted
on.

| sought the secretary of the union,
a man of excellent reputation, form-
erly a country printer, a Good Temp-
lar and active church member, and
obtained an application blank and a
copy of the constitution and by-laws
of the typographical union. Then 1
went to the composing room of the
daily and took my place as a waiting
“sub.” No work that night. The
environment did not tempt me and
| did not go again. | soon found
work and by the time | had carefully
read the constitution and by-laws of
the union | had concluded that | was
not ready to surrender my liberty or
stultify my conscience for the sake
of promised higher wages and sure
employment. And yet, the aims and
objects of the union, as set forth in
the constitution, were commendable.
With the methods of securing jobs
and forcing wages | was not in sym-
pathy.

At another time | had received per-
mission from my landlord to have
some repairing done to the house
which 1 and my family occupied. A
carpenter of my acquaintance had
three or four hours of spare time after
his regular day’s work. Would he do
the work as he could? Yes, if he
could do it without any of his fellow
union carpenters knowing it and re-
porting him to the union for working
out of regular hours.

Just a few doors away another car-
penter was out of work nearly all
winter. He had had a job offered him
at $1.50 a day, but he didn’t dare work
for less than $1.75, the union scale
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at that time. And this in a land of
boasted freedom and independence!

Another circumstance gave me an
insight into the ways of the labor
agitator. The weekly religious paper
of which | was foreman when ill-
health compelled me to seek out door
occupation, had at one time a very
zealous labor leader as foreman. So
much of his energy was. spent in ad-
vancing the cause of labor and so
many hours of the night taken up with
meetings and so forth that he did not
get a sufficient amount of sleep. The
publisher of the paper did not visit
the composing room as often as per-
haps he might, but called his foreman
to the office or gave directions through
a speaking tube. Going up to the
composing room one day, unannounc-
ed he found his foreman asleep. That
forman’s job terminated at once.

This editor and publisher was a
college bred man and perhaps that
was one reason why he was not in
sympathy with the custom of em-
ployes making rules for the conduct
of his printing office or of a foreman
deciding questions of payment for
certain kinds of work. Had he risen
from the ranks of the craft to the
position of proprietor he might have
viewed matters somewhat differently.
However, he had just about as much
respect for a union man who would
come into the composing room and
try to work up dissatisfaction among
his employes as he would have for
a fire bug sneaking into the building
at night to destroy it. And yet he
never to my knowledge deigned to
mention the union or unionism in his
paper.

| came to look upon a union not
as an organization to promote effic-
iency in the craft but as a ring to
monopolize the well paid positions,
realizing that a political organ was not
under the necessity of earning divi-
dends for the stockholders. In fact
the latter usually had periodically to
appropriate funds to meet expenses.
If the management were so disposed
they could pay higher wages than
those who must be governed by his
business competition.

I found that non-union printing
offices generally paid living wages
without any attempt at coercion on
the part of employes. | also noticed
that cases of discontent with wages
were usually the result of outside in-
fluence, rather than the employe’s own
decision that he or she was underpaid.

If 1 came to the conclusion that |
was not being treated fairly, was not
getting enough wages and could do
better elsewhere, | settled the mat-
ter alone with my employer. | asked
no fellow workmen or union to help
me win my case. If | quit, 1 did not

try to raise discontent among the
other help.
The only sufficient reasons for

striking which ever came to my notice
was the insanitary conditions under
which employes were expected to
work, but | never knew of a strike
on that account.

As type setting was not the only
work | knew how to do I never wor-
ried about losing my job, and | did
not have to belong to a union to hold
one. For about five years | carried
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the keys to a certain newspaper build-
ing and the composing room and did
not have to wait until 7 o’clock to
enter, nor did | have to drop my
work on the stroke of the quitting
bell if a few minutes more were re-
quired to complete a piece of work.

One reproach which the non-union
workman always had to face was that
if he received good wages it was be-
cause of what the union had accom-
plished, and therefore he ought to
help maintain it; otherwise he was
lacking in manliness and square deal-
ing.

One other reason why | never joined
a union was because | did not work
for money alone. The aims and ob-
jects of the establishment for which
I worked were also my own. | was
in sympathy with the editor or the
proprietor, not engaged in a game
against him, to profit by his loss.

| believed that the employe who
was not only loyal to the institution
which furnished him a means of live-
lihood, but also willing to sacrifice
somewhat to accommodate his em-
ployer who was struggling to estab-
lish a paper or a printing establish-
ment would share in the rewards when
the business became more renumera-
tive.

The attitude of many workmen was
that no one with small capital, no one
who could not pay the very highest
wages, no one who sometimes had to
ask his employes to wait for a part
of their pay until he could collect
the money had any right to attempt
to carry on business.

“The firm is rich; it can stand it,”
was no excuse with me for material
damaged by carelessness or a demand
for more wages. Of course | some-
times thought | earned more than
the wages | received, but the mer-
chant many times feels that he is not
getting as much profit on certain
goods as he should. The farmer many
times sells his products for less than
he thinks he ought to get. So it is
with others; yet they live and pros-
per.

Economy which yields its best re-
sults when one is past working will
seldom be learned by the young man
or his wife when the former is getting
big wages. E. E. Whitney.

The years ahead will require more
able men than ever before—are you
training for it?

Safes That Are Safe

SIMPLY ASK US
"Why do your safes save their
contents where others fail?”
SAFE SAFES

Grand Rapids Safe Go.

Tradesman Building
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How Farm Eggs Can Be Profitably
Handled.

It is a simple thing to gather eggs

on a farm, take them to the grocery

store and sell them at the going price

or trade them in for supplies needed
by the family. Anybody can do it, and
a great many people do it because there
is a constant demand for eggs at a
price in any town in any country in the
world, no matter how remote it may
be. The slave-wife of darkest Africa
as well as the wife of the farmer in
this country takes eggs to town and
sells them for money or trades them for
goods which she needs. This is the
easiest, simplest and most common way
of marketing eggs, but it lacks much of
being the best way, and there are several
better ways.

For several months | had on my desk
a copy of “The Agricultural Extension
Bulletin,” a periodical published by the
Ohio State University in the interest of
agriculture in Ohio. This particular
bulletin was written by Prof. C. S.
Plumb. It contains so much on the sub-
ject of marketing eggs that it has been
my purpose to brief it. | am glad that
| delayed writing this for so long, be-
cause it gives me an opportunity to give
the views of another poultry investiga-

tor of national renown, Prof. James
Dryden, of the Oregon Agricultural
College.

Prof. Plumb in order to make his

teaching more interesting, tells a story
of having met a student, “Jim” Robbins,
soon after he came from a three months’
course at the poultry school held at the
Ohio State University. He met “Jim”
at Marshall’s store and got to talking
with him about what he had learned con-
cerning marketing eggs. It was pro-
posed that they open a case of the eggs
which Marshall had packed ready to
ship and examine them. The eggs were
in a common 30-dozen case, which is
the standard egg-package in this coun-
try, and they were taken out and put
into a washtub where all of them could
be seen at once. “Jim” told how he had
been taught that appearance adds to the
value of a food product; that people
will pay more for eggs attractively
packed than they will for a lot of every
size, color and condition, jumbled to-
gether. In this | can agree, for | hap-
pen to know of a woman who sells
eggs in Omaha to private customers.
She puts a dozen eggs, wrapped in
squares of tissue paper in a neat, white
pasteboard box and lays over them a
little ornamental square of paper. She
then ties the box with a bit of baby
ribbon and sells the eggs for about 15
cents above the market price. Every
egg is absolutely clean. She receives
from 15@20c for a box and a bit of
pink or blue ribbon, costing altogether
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about 2c. In other words, appearance
counts for Ic profit on every egg she
sells.

“Jim” sorted the eggs for size, and
found that a dozen of the largest
weighed 30% ounces, a dozen of the
smallest 21% ounces and a dozen of a
size between these two 26% ounces.
Then they figured out that a case of
thirty dozen of the largest ones would
weigh 57 pounds 3 ounces, a case of
the smallest size 40 pounds 12 ounces,
a difference worth talking about. Then
“Jim” asserted that eggs from Leghorn
hens weigh 22 ounces and those from
Minorcas 27% ounces. | have just
weighed a Minorca egg, such as my
Minorcas lay, and it weighed exactly
2% ounces or 30 ounces to the dozen,
and six eggs from Leghorn pullets
weighed 10% ounces or 21 ounces to the
dozen, ‘and | guarantee that the eggs
from these same pullets will weigh
fully. 24 ounces to the dozen when they
have been laying three months. | would
not keep hens that laid eggs less than
two ounces in weight after they had
got into the full swing of laying. My
Leghorns lay eggs fully as large as any
of the three varieties of Plymouth
Rocks that | keep, except the White
Rocks. My White Rock hens lay eggs
nearly as large as those from my Minor-
cas, but I do not happen to have any to
weigh now. There is a great difference
in the weight of eggs, and the old
woman who asked her grocer if he
made any difference in the price of eggs
from black hens and those of other
colors was shrewd, for when the grocer
said he did not and consented to let her
pick out the black hens’ eggs he saw
the point when she picked out the larg-
est, asserting that black hens always
laid the largest eggs. She knew that by
selecting the largest eggs she was get-
ting more for her money that she would
get if she took the eggs as they came.

The difference between eggs that
weigh 20 ounces and those that weigh
30 is 50 per cent, and it would be just
as rational to sell pigs by the head as
eggs by the dozen. The poultry-keeper
who selects a flock of hens for large
eggs is throwing away his money under
present conditions because it costs more
to produce eggs at 30 ounces per dozen
than it does those that will weigh only
20 ounces. The State of lowa and the
city of New York are the only political
divisions of this country in which there
is a standard weight for a dozen eggs.
In lowa the law is said to be ignored,
and in New York the dealers have got
around the law by selling eight or ten
or twelve eggs for 25 cents instead of
selling them by the dozen.

“Jim” called attention to the fact that
in the case they had opened were clean
eggs and those that were dirty, eggs
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with the clean, dull glaze that is found
on the shell of fresh eggs and others
looked brownish, dirty and stale. Then
they hunted up a market report and
found that the city buyers made a dif-
ference in the price of eggs. At that
time eggs which graded as “dirties,”
were quoted at 12c, while eggs which
were 90 per cent, fresh, packed for the
city trade, were quoted at 17c. Then
it was found that there was a difference
in the price of white eggs and brown
ones in certain markets, the difference
being about Ic a dozen in favor of
white eggs.

Color is a matter of prejudice en-
tirely, as there is no difference in the
palatability or nutritve value between
the two colors. In New York, white
eggs are favorites, while in Boston
brown ones command the best prices.
Chicago does not care what the color
is and San Francisco will give 2 or 3c
more for the white ones.

Eggs should be sorted as to sizes
also. Where the eggs in a case are all
of a size they will bring a better price
than can be secured for a case of all
sizes. Crooked and deformed eggs
should be eaten at home, as they reduce
the market value of a case in which
they are found.

The feed the hens get is of import-
ance. Feed hens onions a few days and
the eggs will have an onion flavor. A
man who aspires to become an instructor
in poultry-keeping in one of our West-
ern schools said the other day that the
feed a hen eats makes no difference in
the flavor of her eggs, as the delicate
chemistry of nature neutralizes all bad
flavors and leaves the eggs perfect in
this respect, the saying of which will
cost him his chance to teach in that
school, for he showed a lack of elemen-
tary knowledge on the subject.

At the recent egg show at the Oregon
Agricultural College the loss from im-
properly handling eggs was shown
graphically by piles of eggs representing
where the losses occur. The eggs were
representative because they were brought
in by ten farmers who deal with the
grocers of Corvallis, the town at which
the College is located. The eggs were
assorted and piled on a table for all
to see. They showed a loss of 17 per
cent, between the nest and the local
store. This represents a loss of $100,-
000,000 in a year in the United States.
This loss is made up of 2 per cent, for
dirties, 2 for breakage, 5 for chick de-
velopment, 5 for shrunken eggs—those
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What Have You to Offer?

We Want Butter, Eggs and
Poultry

A. M. PADELT
64 Eastern Market Detroit, Mich.

H.BECKER o
Wholesale Produce and Commission
210 Third St. Bay City, Mich.

POTATOES IN CAR LOTS A SPECIALTY

Potato Bags

New and second-hand, also bean bags, flour bags, etc.
Quick Shipments Our Pride

ROY BAKER

Wm. Alden Smith Bldg.

SEEDS

Grand Rapids, Mich.

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

Grass, Glover, Agriculturaland Garden Seeds

BROWN SEED CO., GRAND RAPIDS, MICH.
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held too long before being taken to mar-
ket—2Y* for rotten eggs, and for
mouldy or bad-flavored eggs. Nearly
all this 17 per cent, loss could be saved
by care in handling. Oregon eggs are
worth and will bring 40c a dozen in
Portland, if they reach market clean,
fresh and in clean packages. The coun-
try storekeeper gives 25c a dozen,
throws all that are received in a case
and sends them to market, and frequent-
ly sells them at a price that does not
net him the 25c a dozen that he paid
for them. To the 17 per cent, loss from
bad handling is added the “rake-off” of
the several middlemen through whose
hands they pass, which amounts to 27
per cent, more, all of which is deducted
from the price the farmer receives, and
which could be saved by careful hand-
ling and proper marketing by co-opera-
tive methods.

Prof. Dryden names six points which
should be remembered in handling eggs
on the farm: 1 Clean yards for the
fowls to run in and clean nests for
them to lay in, cutting off the 2 per
cent, for “dirties.” 2. Care in gather-
ing and packing the eggs and hauling
to market would save 2 per cent, on
“breakage.” 3. Regular and frequent
gathering of eggs and the keeping of
them in cool places would prevent the
5 per cent, loss from “chick develop-
ment.” 4. Selling the eggs when not
more than three or four days old would
save another 5 per cent, loss on “stale”
eggs. 5. Watching the hens to prevent
broodiness and “stolen nests” would
prevent the loss of 2¥2 per cent, on “rot-
ten eggs.” 6. Attention to breeding and
keeping the eggs in clean, sweet-smell-
ing places where they can not absorb
bad flavors would save the 72 per cent,
loss (a law estimate) on “mouldy” and
“bad flavored” eggs.

These are matters for individual efforts,
but marketing must be done by keeping
enough hens so as to make regular ship-
ments or by neighborly co-operation.
Although the egg-farmer and the coun-
try merchant get only the price for
mixed eggs, | have stood in Chicago
packing houses and commission houses
time after time and watched the cand-
lers separating the several grades of
eggs. Enquiry along the proper channels
developed the fact that the city buyer
usually discounts the condition of the
eggs enough so he will get for the lower
grades the price he paid for all and the
best ones selected from those that come
in are sold at a price that leaves him a
profit after paying the expense of as-
sorting them, besides his legitimate
profit. The producer, who does not send
his product to market in the best shape
and condition, almost invariably meets
with this heavy discount, which could
be avoided by taking more pains with
his consignment. Miller Purvis.

Onions as an Article of Food and
Medicine.

The onion, which the super-refined
and financial banish from the table as
an article of food not fit for repre-
sentation in polite society, is one of
the most wholesome and beneficial of
foods. Young green onions are put
on the table as a delicacy, almost in-
variably in season, in the serving of
a French or Italian lunch or dinner.
The French and Italians know what is
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good for you. They might not be
able to tell you why, but they under-
stand that the onion is a healthy part
of the dietary, and aids in the normal
disposition of food. It acts as a stim-
ulant upon the gastric juices, without
producing a depressing reaction. It
is most effective as a diuretic, and
therefore counteracts in great part
the injurious effects which might ac-
crue to the kidneys by the drinking
of the clarets served with these din-
ners. It exerts a laxative influence
upon the bowels, and is, generally
speaking, a purifier. There are sen-
sitive stomachs to which the ingesting
of raw onions is productive of indi-
gestion. But this effect would not be
easily experienced if the onions were
thoroughly masticated before swal-
lowing.

The onion is valuable as an expec-
torant. The writer has used it in
many different ways for colds. In
the very beginning of a cold, if raw
onions are peeled, cut up and inhaled,
both through the nostrils and mouth,
with a cloth drawn over the head,
and about the dish which holds the
onions, the symptoms will be likely
to disappear. If the cold has gained
headway, eat the onions raw, holding
them in the mouth and throat for a
while, so that the fumes will penetrate
all of the interior passages. This eat-
ing of onions, followed by a dose of
castor oil at night, will be most likely
to remove all traces of the cold by
the following morning. This treat-
ment will, in any event, break the
hold of the cold upon the system.

Press the juice out of the onions
with a lemon squeezer, or any other
convenient crushing apparatus, mix
in sugar, and let the solution boil to
a syrup, and you have an excellent
antidote for bronchitis.

Laura Morgan, a New York jour-
nalist, who has had a great deal of
practical experience in nursing the
sick, gives us the following *“sure
cure” for pneumonia: Take six to
ten onions, according to size, and
chop fine. Put in a large spider over
a hot fire, then add about the same

quantity of rye meal, and vinegar
enough to form a thick paste. In the
meantime stir it thoroughly, letting

it simmer five or ten minutes, after
which put it in a cotton bag large
enough to cover the lungs. Apply it
to the chest as hot as it can be borne.
Change the poultices every ten min-
utes, and in a few hours the pathnt
will be out of danger. This simple
remedy has never failed to cure this
too often fatal malady. Usually two
or three applications will be all that is
necessary; but continue always until
perspiration starts freely on the chest.
If rye flour cannot be obtained, use
rye bread instead.

This remedy was formulated years
ago by one of the best physicians in
New England, who never lost a pneu-
monia case, and who always used
simple remedies in his practice.

This same journalist, suffering
every winter from rheumatic attacks,
cured herself by eating raw onions
freely each day. Certain elements in
the onion search out the poisons and
remove them from the system.

The good cook will use onions free-
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ly in the preparation of her dishes.
Not only does it make them tasty,
but it adds to their hygienic value.
For strength, the red or yellow
onions should be selected. The Span-
ish onion is far milder.
Genevieve Farnell-Bond.

The Poultry Business.

It is hard for people not in touch
with the poultry industry to realize
its vastness.

But it’s true that there was paid
out in this country last year for
poultry and eggs not less than one
and three-fourths millions dollars.

A statistician has figured this to
be in the neighborhood of $40 a fam-
ily—assuming that there are five in
the family—an average of $8 a per-
son, allowing for 90,000,000 of people
in the United States, or an amount
per capita that equals five barrels of
the best flour.

The statistician also tells us that
every year this country hears the
cackle of 30,000,000 laying hens, and
that the great American egg basket
contains annually in excess of 24,-
000.000,000 eggs.

And some of the best poultry
authorities affirm that these figures
are far too modest.

At any rate, the poultry and egg

business in America has assumed
stupendous proportions.
Poultry raisers—those who go

about it in an intelligent and scien-
tific manner—will reap a big reward
in the months to come.

The farmers will add to their big
income already gathered in from the
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year of bumper crops by marketing
poultry and eggs.

And the modern farmer rightly re-
gards poultry and egg production as

a natural and profitable adjunct to
his other crops.
The poultry industry in America

has reached a commendable stage of
advancement.

The American Poultry Association
is a strong organization headed by
practical and successful breeders,
fanciers and poultry experts.

Its conventions are heavily attend-
ed. There are poultry shows and
expositions in every state—in every
city—of importance. The United
States government has taken a par-
ticular interest in poultry raising and
egg production and its experiment
stations have developed much valu-
able information on the subject. Agri-
cultural colleges have courses in poul-
try breeding that are of the utmost
value. The poultry press of America
is a powerful factor in the develop-
ment of the industry. These publi-
cations are widely circulated and gen-
erally read by a prosperous class of
people who are willing buyers of arti-
cles of merit—whether or not they
directly pertain to the business of
poultry culture.—Agricultural Adver-
tising.

Most people are anxious to get away
from the noise when a man begins to
blow his own horn.

If a man gives you a square deal in

a horse trade you can trust him any-
where.

Mild Cured

Hams and Bacon
100 per cent Pure

All-leaf Lard

Quality Our Motto

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

Ludington, Mich., F. L. Bents
Grand Rapids, W. T. Irwin, 153 Fountain St.
Kalamazoo, H. J. Linsner, 911Vi N. Burdick
Lansing, H. W. Garver, Hotel Wentworth
Adrian, C. N. Cook, 200 E. Maumee St.
Port Huron, C. J. Harris
Metamora, C. S. Nicholas
Saginaw, W. C. Moeller, 1309 James Ave.
St. Johns, E. Marx, Steele Hotel
Wrrite to-day

CUDAHY BROTHERS CO.
Cudahy-Milwaukee
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Poultry Should Be Drawn When It Is
Cooked.

The following letter was recently ad-
dressed to Dr. Mary E. Pennington,
Chief of the Food Research Laboratory
of the Bureau of Chemistry, at Wash-
ington :

Grand Rapids, Dec. 4—For some rea-
son | have not seen the bulletin issued
by the Bureau of Chemistry, covering
the results of your investigation on the
subject of “Drawn versus Undrawn
Poultry.” My attention has been called
to a summary of the report, which |
publish in this week’s issue of the Mich-
igan Tradesman. So far as | can judge,
your investigation covered only poultry
that was intended to be held in cold
storage or transported a long distance
to market and | therefore write to en-
quire if the same conditions apply in
the case of poultry that is killed one day
and sold and eaten the next? Personal-
ly, I have always had an objection to
purchasing undrawn poultry. 1 do not
think my objection is due so much to
the extra expense as it is to the fact
that it does not look right to send home
or take home to a woman an undrawn
fowl, when such work can be done on
the farm or in the meat market so much
more easily and with a minimum of
cost and annoyance. | am, therefore,
disposed to write you a personal letter,
enquiring if you are of the opinion that
poultry intended for the local market,
which is eaten at least within three days
of the time it is killed, should be han-
dled undrawn?

Possibly if 1 were to see the full text
of your report this feature would be
covered but, in the absence of the re-
port and in the thought that perhaps
you did not cover this feature therein,
| am disposed to write you as above.

E. A. Stowe.

Dr. Pennington’s reply was as fol-
lows :

Washington, D. C., Dec. 6—In reply
to your letter of Dec. 4, concerning
drawn vs. undrawn poultry, 1 am en-
closing herewith a copy of the publica-
tion of this Laboratory on the subject.
Tt answers a number of questions in
your letter.

May | call your attention to the fact
that twenty-four hours after killing—
when the handling of the birds had been
far better than market handling gener-
ally is—the birds which had been fully
drawn contained over 77,000 bacteria in
the wall of the abdominal cavity as com-
pared with 236 in the wall of the ab-
dominal cavity of the undrawn bird.
The indications are that the rate of
deterioration increases just as soon as
the body cavity is opened. Whether
the bird be intended for long or short
marketing periods it would seem desire-
able that it should not be eviscerated.

| cannot agree with you concerning
the eviscerating of a fowl by the market
man in preference to having this work
done in the housewife’s kitchen. The
evidences of unfitness for food would
frequently be observed in the viscera
when they are not apparent in the flesh.
If such is the case the housewife notices
the condition and refuses to eat the
bird whereas the retailer is more than
apt to send the bird to his customer pro-
vided no evidence of disease is attached
to that part of the carcass which leaves
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his hands. Neither can | see that there
is anything objectionable in the evis-
cerating of a fowl by the person who
prepares it for the table, if that person
knows how the work should be done.
The whole matter, in fact, is a question
of the education of the consumer.
When the consumer knows how poultry
should be handled he will refuse to re-
ceive it in a drawn condition and he
will also refuse to have the drawing
done outside of the premises on which
the bird is to be cooked and eaten.
M. E. Pennington,
Chief of Food Research Laboratory.

Cocoa, Coffee, and Tea Imports.

Imports of cocoa into the United
States in the year which ends with
next month will exceed those of any
earlier year and approximate 150 mil-
lion pounds, against 57 million pounds
ten years ago. The growth in the
importation of this article in recent
years has been much more rapid than
that of tea or coffee. The quantity
of cocoa, or cacao, imported in 1912
is practically three times as great as
in 1902, a decade earlier, while tea
imports show an increase of but 20
per cent, and those of coffee are act-
ually less than in 1902, the compari-
sons being for the nine months end-
ing with September of the years nam-
ed.

This rapid increase in importations
of cocoa has brought the United
States to first rank in the consump-
tion of that article, the present con-
sumption, based upon the net imports
of the calendar year 1911, being 130
million pounds, compared with 112
million for Germany, 60 million for
France, and 56 million for the United
Kingdom, out of a world consump-
tion of approximately 500 million
pounds. Of the world’s imported
coffee the United States is also the
largest consumer, the net imports last
year having been 796 million pounds,
compared with 404 million for Ger-
many, 245 million for France, 28 mil-
lion for the United Kingdom, and 26
million for Russia. In imports of
tea, however, the United States ranks
third, her total imports of that article.
100 million pounds, being exceeded
by those of the United Kingdom, 294
million pounds, and those of Russia,
155 million pounds. Germany’s tea
imports for consumption in 1911
amounted to but 8 million pounds,
and those of France, 3 million pounds.

Most of the cocoa imported into
the United States is produced in the
West Indies, Central and South
America. Of the 131 million pounds
imported m the first nine months of
1912, 31 million pounds were from the
British West Indies, 28 million from
Santo Domingo, 20 million from
Ecuador, and 12 million from Brazil;
while 20 million pounds were credited
to Portugal and 7¥2 million pounds
to the United Kingdom, though in
fact produced in certain of their col-
onies.

Brazil is the chief source of our
imported coffee, having supplied 435
million pounds out of a total of 651
million pounds imported in the nine
months ended with September, 1912,
compared with 55 million from Colum-
bia, 3734 million from Venezuela, 37
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million from the Central American
States, 29 million from Mexico, and
less than 60 million from all other
countries, including 42 million pounds
imported from Europe.

Japan usually supplies about one-
half of the tea consumed in the United
State, though in the current year the
proportion imported from that coun-
try is somewhat less than one-half.
Of the 67 million pounds of tea im-
ported in the nine months under re-
view, 29 million pounds were from
Japan, 18 million from China, 10 mil-
lion from the East Indies*and 7 mil-
lion from the United Kingdom, pre-
sumably the product of certain of her
colonies.

Selling Buttermilk Cheese.

To make a success of the sale of
buttermilk cheese, it is necessary to
make the product always of uniform
quality as to flavor, content of mois-
ture and salt, and appearance, so that
consumers having once purchased it
will know what to expect when they
order it again. The cheese when sold
should not be so dry as to crumble
like brown sugar in the hand, or so
moist as to flow like poridge, but
shuld be stiff enough to hold its
shape when a dish or pail full of it
is inverted on the table. It is usually
better to add nothing but salt to
buttermilk cheese at the dairy, leaving
consumers to add pepper, sugar,
cream, paprika or gingeir, as they
desire.

To Regulate Cold Storage.

An ordinance to regulate cold stor-
age of foods is being planned for Mil-
waukee. It will, according to news-
paper reports, limit the storage of
fish to six months, butter to twelve,
eggs to eight, and other products
only to such time as has been proven
possible without unsafe deterioration.
Date of storage and release there
from must be stamped on all pack-
ages, and it will be unlawful for deal-
ers to handle any article that may
have been stored without the package
carries these stamps.

The wise man finds wisdom where
the fool finds folly.

Many a man is honest through force
of circumstances.
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POP CORN

Wanted in car lots or less.
Let me know what you have.

H. W. Eakins Springfield, Ohio

Hammond Dairy Feed

“The World’s Most Famous
Milk Producer”
LIVE DEALERS WRITE

WYKES & CO.Grand Rapids, Mich.
Michigan Sales Agents

Rea & Witzig

PRODUCE
COMMISSION
MERCHANTS

104-106 West Market St.
Buffalo, N. Y.

Established 1873

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

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

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

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

Hart Brand Canned G0LLS

Packed by
W. R. Roach & Go., Hart, Mich.

Michigan People Want Michigan Products

G. J. Johnson Cigar Co.

S.C.W. El Portana
Evening Press Exemplar

These Be Our Leaders
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LACKED HORSE SENSE.

Why Cameron Didn’t
Asked For.
Wrritten for the Tradesman.

Odd sort of a fellow was Halley,
credit man for the Atlas Wholesale
Provision Corporation. He had orig-
inal ways of finding out about the men
who were on the books of the corpora-"
tipn, or who wanted to be there. Thjre
are times when commercial agencies,
traveling salesmen, and neighborhood
gossip do not tell the truth about a
man. There’s many a man entitled
to credit who never gets it, and that
many a man unworthy of any credit
whatever receives more than is good
for him the ledgers of all the large
firms show.

After all, it is the man himself that
counts. It is never safe to give large
credit to a narrow-minded man, or
a man who does business by rote, or
a man who gets his eyes so close to
a cent that the coin shuts out the
hard, round dollar just beyond. Hal-
ley used to say that environment
counted for nothing.

“If a merchant is made of the right
stuff,” he would say, “he will control
his own environment, if you give him
time enough. The man who will sit
down and permit circumstances to
control his business or his life is no
good anywhere.”

Well, Halley may have been right,
but still there are circumstances
which are not easy to overcome. Any-
way, this is not about a battle with
hard conditions. It is about a man
with backing and also with a brain
about as wide as the edge of a safety-
razor blade—and that is mostly too
wide for a good, easy shave, except
when you read about them in the
magazines.

Cameron made a good impression
on Dillon, who sold goods for the
Atlas in the district where the Cam-
eron store was, and therefore Dillon
recommended him for credit, stating
that Cameron had quite a little for-
tune, that he owned houses and mort-
gages, and that he was of saving hab-
its and good morals. He had been
in business only a short time and had
never asked for credit. His object
in getting credit, when Dillon sold
him a huge stock, was to enlarge his
business.  Dillon was afraid some
other house would get him, and want-
ed to jam the credit matter right
through and go the next day to Cam-
eron with the glad news and a re-
quest for further orders.

Halley didn’t know about Cameron.
He wasn’t in the agency books, prob-
ably because he had just engaged in
business. Dillon’s enthusiasm might
be misleading. So the credit man
walked over to the division of the
city where Cameron held forth and
took a look around. The store was
in a fine location. It was neat and
attractive, and seemed to be having
a good trade.

Halley stepped in side and stopped
at the cigar case. Cameron was at
the back of the store, but came for-
ward to wait on his customer. He
was a good dresser, cleanly shaven,
and gave one the impression that he
thought a whole lot of himself.

Halley did not reveal his identity

Get Credit
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or make his business known.
there to draw conclusions
things he saw and heard, and not
from any alluring oratory which
Cameron might put forth. When the
dealer came up to the desk Halley
rested the tip of a finger on the glass
of the showcase, pointing downwari.
to a box of cigars.

“l want a smoke,” he said, briefly.

Cameron took a cigar out of the
box and passed it up to him.

Halley looked it over critically.

“This wrapper is imperfect,” he
said laying the weed down.

Cameron took another out of the
box and presented it with a little
frown between his eyes.

“This is not the right shade,” Hal-
ley objected. “Let me see the box
—perhaps | can pick one out that will
suit.”

Cameron hauled the box out and
acted like a boy who was doing some-
thing he disliked to do because his
dad would thrash him if he didn’t do
it. He gave the impression that lie
was too important a man to attend
to the foolish whims of a crank.

Halley cut the end off a promis::-g
looking cigar and lit it. Then he
put his finger in the box and started
to draw out five more.

“Six for a half?” he asked.

Cameron almost snatched the box
away from him.

“l should say not!” he
“These are expensive cigars.”

“But, look here, my friend—"

Cameron cut him off short.

“No argument,” he growled, “i
know what | can afford to sell them
for. These cigars are the best in the
case.”

Halley knew that they cost a frac-
tion under six cents each. He put
his hand into his pocket, took out a
dime, laid it down, and went out.
When he laid down the dime he also
laid down all Cameron’s hope for
credit from the Atlas Corporation

Do you see why that little transac-
tion decided him? Can you under-
stand that it wasn’t the cigars Halley
wanted—six for a half? What he
wanted was to discover whether Cam-
eron had a commercial brain—.1 he
knew enough to make as large a profit
on each customer as he could without
resorting to dishonesty.

Cameron had shown that he did
not know enough to make as large
a profit as he could on each customer
That settled it with Halley, who went
back to his desk with the noth n that
Cameron would either fail or get
back into a little penny business
When Dillon came in to ask abo it
the credit Halley told him there would
be nothing doing. The salesman
looked disguested.

“He’s all right!” he declared.

Then Halley told him about the
cigar transaction.

“What’s that got to do with it?”
demanded Dillon. “1 guess a man
can fix prices and hold to them if
he wants to.”

“That isn’t the point,” Halley an-
swered. “Cameron hasn’t got horse
sense. He doesn’t possess the profit-
getting instinct.”

“I fail to see anything wrong with
his attitude,” insisted Dillon.

He was
from

cried.
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“Why he made four cents where
he might have made fourteen. See?”
“But the percentage of profits—"
“Percentage be hanged! A custom-
er stood there offering to pay him a
profit of fourteen cents on a half-
dollar deal. He preferred to make

four cents on a ten-cent deal!”

“But the cigars would have been
disposed of at a less profit.”

“Oh, of course! If he had no hope
of getting more cigars he might have
held to his price, but he can get all
the cigars he wants. Half the dealers
in the city sell them at six for a half.
I'd like to sell them for that as fast
as | could hand ’em out! No! Cam-
eron hasn’t the commercial sense to
make a profit as large as possible on

each deal. He will fail or go back to
a one-man store. Nothing doing in
credits. He might pay up for a time,

but he’s narrow and ignorant and
would keep getting into us and finally
leave a big bill for the loss ledger.”

Now, if you keep track of little
things like this cigar deal, you’ll
gradually get to the truth about a
man. Many a merchant has lost a
five-dollar profit by declining to sell
goods as cheaply as others were sell-
ing them because he wanted the full
profit—when he could buy the goods
by the ton, too.

It is the little things which show
whether a man is capable of being a
successful business man.

Alfred B. Tozer.

Even the whisper call for duty can
be heard by the deaf man if the salary
is sufficient.
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Millers who stole corn, bakers who
gave their customers short weight—
in fact, dishonest people of all kinds—
were formerly punished by means of
an invention called the tumbrel, from
the Latin word tumbrella (says a
writer in “Little Folks.”) It was an
armchair mounted on a low carriage
with long shafts. The offender was
chained into the chair, and then trund-
led bareheaded through the town,
with every small boy in the place fol-
lowing and hooting. In Naples trad-
ers who cheated their customers wire
expelled from the market, their coun-
ters broken in two, and their stock
of fruit, sweetmeats, or whatever they
sold, scattered to the winds. Until
they redeemed their characters for
honesty they could not sell any more
in the market.

The advance towards whiter bread
has been the advance of the world’s

civilization. In Europe, the kind of
bread eaten is very nearly a true
measure of any nation’s advance.

White bread is a badge of modern
life, it belongs to the world of to-day,
to freedom, to constitutional govern-
ment, to all cleanliness of living, to
all that is worth while. Black bread
is the bread of serfs, grown in hand-
tilled fields, harvested with a cradle,
ground on coarse stones and baked
in a hovel. The white loaf is born
on the broad praries, milled in a sun-
lighted mill, baked in the broad light
of day in a hygienic bakery.

Even if a man is a “big gun” the wolf
may camp on his doorstep.

Twenty-Five Dollars
For a Name

We want a new name for a popular
priced coffee that shall be the best coffee
sold in this market for the price, and
would like to have a name that shall be
as good as the quality of the product we
shall put inside of the package.

Ask any retail grocer who sells our
product for particulars regarding contest.

\\lorden Q rocer CompanvVv

Wholesale Grocers and
Coffee Roasters

GRAND RAPIDS—KALAMAZOO

The Prompt Shippers
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WHY HE FAILED.

Frank Hutchins Tells the Story of
His Life.

I am a failure, and | do not know
just why. | have tried hard enough.
Perhaps some of my own mischances
will be a help to the young fellows
coming up.

We’ll have to talk here, for my em-
ployer is upstairs. In truth, he is
playing poker. He is often here play-
ing when his wife thinks he is at a
directors’ meeting.

If she should find out there would
be alimony to pay. She is a church
member and averse to cards. Shi
wouldn’t like it at all. She came
down here one night in her electric
car and wanted to go in and speak
to him. Think of that!

But | got her to wait—I can say
I've always been faithful to those
whom | have served. | have always
done the best | could to please,
though in some manner | have failed
to succeed. | admit frankly that 1
have been discharged many times.

But as | was saying, | got her to
wait. “Don’t try to climb up those
steps in the dark, madam. You will
get your dress all dirty. | will have
him out here in a minute.”

Which | did. He told her they were
discussing plans for the new factory
and he couldn’t leave then, but would
make it up to her the following day.
Then she drove away. He gave me
a $5 bill. “Say, Frank,” he said, “my
wife musn’t find out about these little
parties upstairs. She doesn’t under-
stand. you know, about how men like
a little innocent game now and then.
I wouldnt like to have her find out
—might make a lot. of trouble. |
trust you to keep still about it,” he
repeated. “I cannot afford to have
it get out. You will remember?”

Reasons Sometimes Absurd.

“Yes, indeed, Mr.--—--- ;7 | answered.

| spoke a minute ago of being dis-
charged. It is strange, sometimes,
the absurd reasons they give a man
for dispensing with his services. |
had a queer experience once, years
ago, when | was a book-keeper for the
Rock Island. | have to laugh now.
But | was mad then. | was working
away one day when the manager call-
ed me in and said: “Hutchins, Il
have to ask you to draw your time.”

“What’s that?” said |I. “Do you
mean—do you mean I'm fired?”

“l do,” he reiterated.

“But what for?
right?”

“It is,” he admitted. “Your work
is good enough, but I think you are
suffering from a bad case of enlarged
tonsils.”

| stared at him. “Enlarged tonsils?
why—" 1| stammered, “l don’t know
what you mean, but that—that’s no
way to talk to a man.”

“It’s my way,” he remarked.

“Well, it isn’t mine,” | said, and 1
let fly at him across the table. But
he was a large man and he came back
hard, and we had it back and forth.
| was just getting my knees on his
chest and choking him when they
came running in and threw me down
the stairs. And that was all the reas-

Isn’t my work all
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on | ever got— “suffering from en-
larged tonsils!”

He was a man, too, I'd always ad-
mired and stood up for. | liked him.

I thought he was a high classed
gentleman. Shows how wrong you
can be.

There was a girl in the office named
Kitty Green. She was a stenograph-
er. She had an eye as wise as a par-
rot. But she was homely. One day,
when she hadn’t been there long, 1
saw something that enlightened me.

Setting Her Cap for the Boss.

“Say,” | whispered to Fred Kunz,
who worked next me, “l know some-
thing good. Keep your eye on Kitty
Green.”

“What for?”

“Cause she’s setting her cap for
the boss.”

“Gwan!” he said.

“gyre.”
“Show me!”
“The little fool is,” | reiterated.

“When he calls her in to take dicta-
tion she sticks her gum under her
desk before she goes. Yes, fact she
does. But when it’s old Greeley or
young Klein she'll smack in their
ears like a young horse.”

“You’re a noticing sort of a guy,”
he said, and told Bob Manley the
other side of him what | said.

Next day | saw something more
and told them—we used to have little
talkfests at noon. “Remember what

| said yesterday, boys, about Kitty
Green and the boss? Well, that goes
double,l said. “Notice her hair,

any of you to-day? Then don’t miss
it when you go back. It’s rejuvenat-
ed. Just look and see. Yesterday it
was just plain, ordinary brown hair,
rather dull. But to-day it’s all bright-
ened up, that nice stylish brown they
like—made with a henna prepara-

tion.”
“Well, Frank,” remarked Fred
Kunz, “since you mentioned it yes-

terday I’ve noticed myself, and seems
to me the boss is getting to be a
good guy with her—slips her the easy
letters, don’t he?”

“No, Fred,” | said, “you’re wrong
there. He wouldn’t care for a girl
like her.”

We kept our lamps lighted after
that for Kitty. She wasn’t extra pop-
ular with us or the other stenograph-
ers either. Everybody could see her
game. She played it well. [I've got
to hand her that. One of her moves
—showed how earnest she was—was
to have a little black mole cut of the
back of her neck. Was an improve-
ment, too. | noticed it right off and
told Bob Manley and he got some of
the girls to go and tease her about
it, which | was sorry for; it hurt her
feelings and the mole wasnt her
fault.

But | couldn’t see any chance for
her to win. “No, boys and girls,” |
said more than o.nce, “do you think
a man like the boss would fall for
a girl like her? Why, she is no sort
of a girl for him to marry and he
knows it. For all her beauty doctors
and colored hair and new dresses she
is really homely.

“She’s always treated me well
enough and | ve" got nothing against
her. But the boss is such a high class
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man—one of the best looking fellows
in the general offices. He has money
and prospects. You don’t think for
a minute he’d care for a simple little
girl like her? He has too good taste
for that.”

I liked that man; thought he was
a genuine fellow. Would have play-
ed him for class anywhere. But |
waked up hard. Two weeks after
he had kicked me out like a cur what
did | hear? Why, he had married
Kitty Green.

But then it is that way in business
—queer fellows get to the top. |
know many of them. Men you
wouldn’t think could get on—not if
you knew them. | remember Charley
Mack; he beat me out once for a
place | thought I had cinched. Fact!
Yet Charley didn’t have an idea in
his head two inches long. If | do
say it, | was the better man—a lot.

That was away back when 1 was
working under Mr. Leighton—for a
shoe company. | was 30 years old
then and full of ideas and ginger.
I meant to make the world hop right
off the table like a billiard ball. My
hard work counted, or | thought it
did. More than once he observed:
“Hutchins, your work is good. | like
it.  You'’ve been making a favorable
impression since you came.”

That made me feel good, eh? | de-
cided to do my best. When the next
good place opened up above | meant
to have it—sure.

Never Thought Seriously of Rival.

I never thought seriously of
Charley Mack. He was a good
enough sort, but nix a whole lot.
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Never had any ideas. We used to
sit around a chop house table and
talk. If a man has thoughts he’ll
talk in a place like that. And if hi
has anything up his neck, it’ll be
about his own work.

But Charley didn’t. As far as he
could see our shop was double Al
He’d sit there and smile like a china
bowl—empty. It never would occur
to him there could be any other way
or better way of doing things; but |
am  different. I have broadness
enough to almit a fact, even if it is
against me. | can see other people’s
ways are good, sometimes better.

“l tell you, fellows, there’s a lot ot
things could be improved around the

shop,” | said more than once. “Mr.
Leighton’s a nice man, clean and.
fairminded, and | respect him in

every way, but he isn’t as young as
he used to be. New ideas are what
count. While he’s been harnessed
down to the mill new methods have

come in. Now, in the matter of our
$3.50 line,” | remarked, “the policy
of the house is all wrong. Leather’s

going up. But Mr. Leighton, | be-
lieve, isn’t up to date.

“He’ll wake up some day and find
out where he stands. You’ll see I'm
right, fellows. | was talking to Wil-
son, of the American, the other day;
he agreed with me Mr. Leighton’s

all wrong. | am not criticising, you
understand. | like and admire Mr.
Leighton. But I've got eyes. | can

see when we’re wrong and I’'m broad
enough to admit it.”

Well, sir, two months after that,
when the head book-keeper quit, lit-
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tie Charley Mack got his place. You
could have knocked me over with a
feather. | went right in to Mr.
Leighton to have it out.

“Mr. Leighton,” | said, “lI had my
heart set on that place. Why diln’t
| get it? You say my work is good
and | know nobody works any harl-
er or is more sincerely interested in
the house.” He answered me sadly.
“Hutchins,” he said, “I know you've

worked hard for the step. I'd have
liked to give it to you, but, after
talking it over, we’ve decided we
couldn’t do it, not for the present,
anyway. Perhaps--—--—-- ”

“But why? What’s wrong with
me?”

“Well,” he said, shaking his head,
“up to now we don’t feel we can quite
trust you with so responsible a place.

“Am | not honest?

“Both,” said he.
ter.”

“Then what--—---- ”

“Well, you seem to lack certain—
certain qualities. Perhaps, perhaps,
after you've been with us awhile
longer we may feel it possible to
place you well.”

“Perhaps? O, perhaps nothing. |
won’t work for you another minute.
I quit to-day.”

And | walked right out.

But if | had a rotten deal there, 1
remember one time | was fired when
| ought to have been. | was to blame
then, sure. | had a place out at the
packing houses, keeping E and F on
salesmen’s accounts. I was oid
enough and experienced enough to

Don’t | work?”
“Couldn’t be bet-

gipi
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have known better.
think.

I'd met a fellow, pleasant sort of
a man. | ran across him in a bar or
some place, and we got acquainted.
He seemed interested in the packing
business, and we talked some now
and then. One day | told him some-
thing 1°’d overheard in the office,
seemed right inchesting to me. This
fellow'—he .was a nice appearing,
pleasant man—he was much interest-
ed. Asked questions like a person
who doesn’t know the business, but
i.relligent. 1 explained all I knew.
T liked him.

About a week afterwards Mr Ran-
ney, head .f the advertising depart-
ment, came running in where our Mr.
Frink was—owing to small quarters
they had me working in ar, inside
office—and broke out cussing and ex-
cited.

“Mike,” he exclaimed, “that has
gone all over Packingtown about our
new package!”

“Great guns!” shouted Frink, “that’ll

But T didn't

cost us thousands of dollars. How
could it ever have got out?”
“There’s a leak somewhere. Wish

I could get hands on the mean, con-
temtible spy that sold us out.”

“It’s too late now. They’ll
us to it sure.”

Ranney dashed out, leaving me
with my jaw dropped. | was sick,
fairly sick. Was it | who had let out
that thing? | couldn’t believe it
Surely that man 1°d talked to wasn’t
a spy. He was a nice looking fellow.
But when | thought of it, he had

beat
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been mighty interested, and 1°d told
him a lot. He was a good listener

Mr. Frink had been ii brown study.
He came out of it suddenly.

“Say, Hutchins,” he said, “did you
ever see a fellow around the yards,
slim and tall, kind of dark? His two
eyes are a little different in color.

| gave a jump. “Who is he?” |
said, frightened.

“They say he’s a spy, paid to find
out what we’re doing. Hangs around
a good deal, they say, trying to get

to talk with our men. Ever speak
to you?”
With that it all came out—my

overhearing it and everything.

“What?” yelled Mr. Frink, so mad
he could hardly speak. “You told
him all that?” And he grabbed a
paperweight off the table and flung
it at my head. | ducked and the
weight went bang through a big win-
dow. | didn’t stop for more. | knew
1’d had enough, and so had the com-
pany. Mr. Frink shouldn’t have treat-
ed me so, but | didn’t blame him. 1
never was sorry for anything in my
life. But how is a book-keeper to
know there are spies in every bar and
chophouse?

My whole business life has been
like that—discharged for no particular
specified reason, after months of
hard, honest work.

Frank Hutchins.

The Store Loafer.
Tales of business and pleasure and strife
Told as tlio” 'twere the work of his life
Are Peter Tumbledown's lore
Which he tells at the store. . .
While his work is all done by his wife.

Everywhere

Karo sales are jumping.
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A Real Sherlock Holmes.
They got off the car together.
Then they stood and looked at each

other.

“Hu!”

“Hul”

“You were up in Catskills!”

“And so were you!”

“l came home ahead of you, sir,
and I’ve been told that after | lef4
there you spread the report that 1
was a criminal.”

“Yes | did mention something of
the kind.”
“Oh you did! By what right, sir?”

“Well, you said the courts open the
first of September, and you must be
back. That made me suspect that you
were a criminal out on bail.”

“Why, hang you, sir, I'm a judge!’

“Oh, | see. But | had another
reason.”
“Well, sir!”

“While the rest of us were standing,
off the hotelkeeper you were paying
cash on the nail, and | couldn’t figure
how you could do it and not be a
burglar!”

“Well, you be more careful
time.”

“1 shall, sir!
a grafter!”

next
| shall taka you for

Next to running the government as
it ought to be run, a man is seldom quite

sure what he could do best.

The man with a push will very
soon out distance the man with a pull.

Occasionally a man fails because
he tried to do the wrong thing.
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Why There Are So Few Model Hus-
bands.
Written for the Tradesman.
It is no wonder that so few men

are really good husbands. The man
who is a model in his own home
is ahead of his time and, like most

forerunners, is not appreciated by his
contemporaries. In some far-off fu-
ture day it is to be hoped that his
followers and successors will come in-
to their own, and receive proper rec-
ognition and reward while they are
yet living on this earth. But he of
the present time can hope for nothing
during the present time; he must wait
till he passes into that realm where
we believe the inequalities and seem-
ing injustice of this mortal existence
are evened up. There we trust the
honors he deserves await him.

When we come to think about it
it is strange, not that model husbands
are scarce, but that any at all are to
be found, for it requires some strong
motive to induce the average human
being of the male sex to lead a life
of utter sacrifice and self-abnegation.
It is easy to understand why men put
forth their utmost efforts to make
money or win professional success.
Wealth or eminence in one’s calling
means power and high standing, things
that men prize mightily.

But when aman goes to all the trou-
ble to be a model in his own family,
what can he reasonably expect to
get out of it? Only the approval of
his own highly developed conscience
—the old “virtue is its own reward.”
When he dies it may be stated in
his obituary that he was “a devoted
husband, a kind and loving father”
etc., etc., but these same unctuous
things are said of men who have b:en
indifferent to home ties and shocking-
ly negligent of domestic duties.

The worst of it is that the model
man is not honored in his own fam-
ily.

Take Parker for instance. Now
Parker is a model if ever there was
one. He never gives Mrs. Parker nor
the children a cross word. He has
no bad habits. He is steady, indus-
trious, and a good worker at his trade,
which is that of carpenter. He is no
“jiner.” He spends his evenings at
his own fireside.

Commonly he arrives home from
work about three quarters of an hour
before dinner is served. Does he sit
down with a paper like other men?
Not Parker. All spring and summer
and early fall he spent this time with
the hose or the lawn mower or he
was down on his knees weeding the
flower beds or trimming the grass at
the edges of the cement walks. The
Parker lawn is the admiration of all
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passers-by, while their back yard took
the first prize in the contest gotten
up by the Village Improvement So-
ciety.

Parker has fitted up the house with
all kinds of little conveniences which
make it very easy to do the work.
Then he is handy and helpful about
everything himself. When they are
doing their own laundry he often gets
up early of a Monday morning and
has the clothes run through the wash-
ing machine before breakfast. He can
prepare a meal as handily as a woman,
and to crown all he is especially skill-
ful in sickness.

It would seen only a matter of sim-
ple justice that such a paragon of
domestic virtue ought to be looked
up to and made much of by the num-
bers of his own family. But how is
it in real life? How is it with Parker?

He seems to occupy a very insig-
nificant position in the household. To
most persons Mrs. Parker rarely
speaks of him at all; to her intimate
friends she refers to him in an apol-
ogetic way, somewhat in this manner:
“Mr. Parker is a good man, but he
lacks initiative. He might just as well
be a contractor and make twice or
three times the money he now does.
But he simply hasn’t it in him to
forge ahead, so | have to scrimp and
economize and content myself with
being a poor man’s wife all my life.”

From her plaintive tone one would
think that she must have a very hard
time of it indeed. “Lacks initiative,
does he? Well, most of us lack some-
thing. She honestly feels that she
ought to be pitied, notwithstanding
the fact that Mr. Parker earns very
good wages, and aside from car fare
and what he uses for his own very
plain clothing, his family gets every
cent that he earns.

Johnny and Jennie Parker, aged
respectively twelve and ten vyears,
while they could not define the feel-
ings that pervade their childish minds,
are a little ashamed of their excellent
father. His quiet ways do not appeal
to the youthful imagination. When
Tommy Maxwell, whose father is a
real estate dealer, is bragging about
some big sale that Maxwell senior
has just made; or Kate Jenkins,
daughter of H. K. Jenkins, banker and
capitalist, puts on little airs and throws
out choice bits of information regard-
ing her father’s large investments
here and there; or Jimmy Murphy,
swelling with pride, describes the eld-
er Murphy’s scrapping proclivities
and tells how his “dad never takes a
word from anybody and always downs
the other fellow”—on such occasions
Johnny and Jennie Parker just keep
still or perhaps covertly attempt to
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shift the conversation to some other
topic. How would any description
they could give of their father’s un-
ostentatious virtues compare with the
glorious accounts of old Jim Mur-
phy’s pugilistic encounters, put forth
by his admiring son and heir?

To sum it all up, Parker is one of
the kind of men whom his children
should they chance to be successful
in life, will in a few years speak of
as “Poor Father.”

Only a little way back in the history
of our race military honors were the
great goal of mankind. There is
still that within us that feels surpass-
ing admiration for the dare-devil cour-
age of the pirate. The fields of war-
fare have changed somewhat from the
days of old, and many men now do
their fighting in the marts of trade,
or the stock exchanges of “big busi-
ness,” or on the base ball ground.
But the popular hero is still essentially
a warrior.

W hat chance is there for the man
of peace like our good friend Parkir?

A shrewd writer has pointed out
that war among nations never can
be abolished so long as women retain
their admiration for the soldier, and
instill in the minds of their sons the
desire for military glory.

W hat kind of young man is it that
going into a town sets the hearts of
all the young ladies going pit a pat
and creates the social furore of the
season. Is it the steady, reliable fel-
low who naturally will develop into
a model husband? Nay, verily. An
outlaw or a desperado will sooner
captivate a woman’s fancy. After she
marries her heart’s choice, with mar-
vellous inconsistency she is apt to
lament and complain that her husband
is not more domestic in his tastes,
and contented to stay at home even-
ings!

Not until popular estimation rates
such a man as Parker at his real worth
will his kind become plenty. When
we progress to the point of discarding
the ideals formed during our long
state of savagery, then the model
husband will be regarded as the hero
that he truly is; and since every man
has an innate desire for a high place
in the regard of his fellow beings,
the genus of model husband will be-
come great in numbers. But until that
time comes, men like Parker will con-
tinue to be scarce. Lonely and un-
appreciated as they are, it is perhaps
best that it should be so. Quillo.

The devil secures his assistants on
promises.
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Believed Him Guilty.

District School Inspector (cross-
questioning the terrified class:) And
now | want you boys to tell me who
wrote Hamlet!

Frightened Boy:
it wasn’t me.

That same evening the inspector
said to his host, the squire of the
village:

“Most amusing thing happened to-
day. | was questioning the class over
at the school, and | asked a boy who
wrote Hamlet. He answered tearful-
ly: ‘P-please, sir, it wasn’t me.””

After loud and prolonged laughter
the squire said:

“That’s pretty good; and | suppose
the little rascal had done it all the
time.”

P-p-please sir, it—

The Wife’s Way.

Bill Jones down at the general store
Was just chock-full of sound advice
For Congress and the Governor; .
To take the same they would be wise.
But Mrs. Bill who stayed at home,
And patched old Jones’ Sunday vest,
Allowed, the while her thoughts did roam,
To practice good advice 1s best.

She Called Him.
Mr. Kidd------ 1 dreamt last night
that | proposed to a pretty girl.
Miss Pert—W hat did | say?

Are you marching or marking time?
—it takes about the same amount of
motion, so don’t judge by that.

It’s surprising how many heroes there
are in the world—to hear them tell it.
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WORKED OUT WELL.

Privations Endured By a Now Pros-
perous Merchant.
Written for the Tradesman.

“l could tell a story if I was so mind-
ed,” remarked the thrifty general mer-
chant of Wicklow’s Crossing to Arch-
ibald Trafton, the Chicago soap drum-
mer

“l should like to hear it, Albert.”

“l don’t know whether you would or
not,” and the middle-aged merchant
laughed. “You see, | told it once
when it gave my listener a pain. He
said | was the biggest liar in seven-
teen counties. Since then | have kept
my little history to myself. Ella
frowns when she hears me mention
that little affair in my early life.« She
understands how fairy-like the yarn
sounds and doesn’t care to have me
repeat it. However, since you’re strand-
ed until after dinner, and as the
farmers are all too busy attending to
the fall crops to think of even sending
their women folks to the store, I’ll
spin you the yarn. When | am through,
if you doubt the truth of what I tell

you, then Il never tell the story
again.”
“All right. Go ahead, Albert.”

“l was about 19 and a veritable
tramp, when my f~te met me and
turned my steps from beating rail-
roads and trusting women. The form-
er out of rides, the latter out of good
victuals that dog Towser refused to
eat. | had met with hard luck. Both
my parents were dead; | had been
intrusted to a testy tightwad of an
uncle, who licked me when | was too
young to defend myself, worked me
like a mill horse, starved me on bread
crusts and strong butter until | was
as scrawny looking a bit of humanity
as you ever saw.

“At 15 | came into my manhood by
thrashing that tightwad uncle until
he couldn’t see straight for a month.
I pounded him good after he had
pounced on me with a barn shovel
and knocked me into the corner of
a horse stall. | left the man in a
senseless heap and fled from the place
never to look upon it again. | was
mighty scared for a time. Thought
maybe the old fellow had passed in
his checks. Not so, however, as |
learned later. He had recovered at
the end of a week’s illness and had
offered a reward for his undutiful
nephew.

“l skinned out of that part of the
country; went south; lived on a cot-
ton plantation for a while; got sick of
seeing so many darkies around and
hoboed it through'the West to Cali-
fornia. I'm not going to tell you all
that befell me in the Golden State. |
worked here and there, but never with
much satisfaction. | had a sort of
ambition that | would like to do some-
thing for myself; be my own boss,
you know. There’s a heap of satis-
faction in not having to bow to the
will of some other man, Archie.”

“I'm aware of that,” agreed the
drummer. “We’re all looking for-
ward to the time when we can go

into business for ourselves. So you
had this ambition—"
“You bet I did, Archie. 1 got a

small stake ahead. | was nearly 20
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when | longed to see once more
the green fields of Michigan and, with
a fair wad of money under my waist-
coat, | set out for the Wolverine
State. | got here all right, but in
Detroit ran in a nest of robbers and
lost my wad. When | woke after a
bit of a spree, | found myself strap-
ped and in the hands of the law. |
served ten days; was then turned out
to grass without a cent. Then it was
that | felt tempted to go down to
the foot of Woodward avenue and
jump into the river. | didn’t do it
though. Why? Because of a pair of
bright eyes. A farmer and his daugh-
ter had been down to the State Fair.
They stepped from the ferry on their
return from Windsor to visit relatives,
and that girl—heaven bless her—
looked squarely in my face and smi’ed.
She looked so good | wanted to go
right up and hug her. No, she wasn’t
what you might call a beauty, but
there was the goodness of a noble
soul shining through her brown eyes
and | felt ashamed of my desire to
kill myself.

“Only cowards do such things. The
«Id man and his daughter walked up
the avenue, | following at a respectful
distance. | saw them take a train
for the West, noted the town to which
they bought tickets, then went and
huddled myself in a corner to hatch
up something. | couldn’t get the
girl’s face out of my thoughts. Her
brown eyes haunted me. Two days
later | boarded a freight, worked and
hoboed my way toward the town
where lived the girl and her parents.

“There was an awful smashup. Two
freight trains met head on in a cut
and the cars were piled in one con-
glomerate mass fifty feet in air. The
engineer and fireman of one train
were killed. The car in which | was
stealing a ride fortunately escaped
much injury, but was deposited at the
top of the others, forty feet in the
air.

“It was a starless night as | crawl-
ed out, bruised, partly stunned, yet not
badly hurt. Learning that | couldn’-
be of any help, | went at once down
a country road. Far acros the field
shone lights from a farmhouse. Climb-
ing the rail fence I made my way
across a field. | soon came to a strip
of woods. Through this | set out to
make my way, got lost in a tangle of
bushes and old vines, tore my clothes
and finally came to a cleared spot not
far away from the house. | began to
wonder what | should tell the farmer,
for | was looking anything but
prepossessing.

“Hurrying on a sudden sinking sen-
sation caused me to throw up my
arms. | was precipitated through
some rotton planks into a deep hole.
When | struck bottom | thought the
earth had opened to swallow me up.
| remained here all night, striving to
climb out of an old well, the dampness
of which was far from pleasant. 1’1l
not undertake to tell you my experi-
ence in that well. It has never got

off my nerves. | grew old in the
three days | staid there, old and
gray—"

“What, three days in the well?”
“You bet | was. The bark of a
dog at the end of the third day arous-
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ed my hopes. A small spaniel sniffed
at the brink, barking furiously. 1
crawled upright, steadying myself
with difficulty, 1 was that weak. |
was all in | tell you when that dog
found me. Fact is | regretted not
taking a leap into the Detroit river;
that would have saved me from slow

starvation in this devil’s hole. The
dog, however, saved my life. ‘Come
here, job,” called a voice. A minute

later and a human face peered down
into my living grave. ‘Is some one
down here?’ asked the sweetest voice
| ever heard.

“Of course, I made my condition
and identity known and the girl
promised to help me out of the well.
This was not so easily done since
my strength was all gone. | suggest-
ed a ladder. None was near, however,
but the girl procured a rope from a
shingle shanty, let it down and told
me to take hold and she would pull
me up. | wasn’t strong enough for
that, so she made the upper end fast
to the trunk of an old apple tree and
slid down into the well.

"She looped the rope about my body
beneath the arms, climbed nimbly
back to the surface and began draw-
ing me out. You see, I'd lost thirty
pounds while | was in the well, so
that my avirdupois wasn’t more than
ten ounces to the pound. The girl
was red in the face and was very
near doneup when she landed me on
terra firma once more.

“| fainted dead away and felt asham-
ed of it afterward. I’'m not going to
make a long story of this, old man,
for fear you’ll get disgusted and leave
The girl, who had been attracted by
her dog’s bark, left me propped against
a tree and went for help. It was a
warm morning in September, so |
didn’t suffer much from the cold. The
old farmer came, with one of his boys.
It was only a quarter of a mile to the
house, where | was deposited in bed
and my nursing began.

“Wasn’t a doctor in several miles,
so the folks took care of me. The
farmer’s wife doped me with ‘yearb
tea’ while the daughter fed me on
smiles and pleasant conversation. You
can bet | felt like I had dropped out
of hades into heaven during the weeks
| was under that roof. 1 convalesced
rapidly, but staid on long after | was
able to travel. | helped do chores
sometimes, more often | rode to
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town beside Minnie after the family
groceries, and—"

“And married the girl and
happy ever after, of course.”

“Not just then, Archie,” chuckled
Mr. Wicklow. “You, see the girl’s
name was Minnie, while my wife’s
name is Ella. They are relatives
though. Minnie is the one with the
brown eyes, the one | saw in Detroit.”

“Exactly; but—"

“Well, Ella Martin is Minnie’s aunt.
She was a pretty milliner in town at
the time of my adventure. | got ac-
quainted with her through my recuer,
and her staid lectures set my feet in
a new path. | stopped with the farm-
er a year, after which | went to town,
laid siege to the milliner’s heart and

lived

won out. My wife, you know, has
black eyes and is three years my
senior—"

“Yes, yes, but—"

“l married Ella, who had a snug
little store, became her business man-
anger, made everlastinly good, and am
now regarded as a prosperous mer-
chant. We own this stock of goods,
are out of debt, own several farms
and go and come when we please.
Everything is owned jointly and we
are fairly happy let me tell you.”

“But the other girl—"

“The one with the brown eyes?
Oh, you see, she was already engaged
to a young farmer when she did m;
that good turn. She and her husband
live on one of our farms. He man-
ages all of them, and they are making
lots of money. | give credit for my
good fortune to Minnie, however.
You see if I hadn't met her when
about to jump in the Detroit river
1’d never have met Ella. Strange how
things in life work out sometimes
isn’t it, Archie?”

“You bet it is,” agreed the soap
drummer thoughtfully. OIld Timer.

Where Is He?
"Pa, what is a rara avis?”
“A Democrat, my son, who doesn’t
think he’s going to get some sort of
job soon.”

Make it your business to know what
is the best thing in your line, and then
work in that direction.

You are judged by the mistakes
somebody else makes.

Poverty is not a crime; it is an in
convenience.

A. T. Knowlson
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KANGAROO LAND.

Interesting Facts About the Country
of Opposites

Pago-Pago, Samoa, Oct. 25—My
last letter to you was from Melbourne,
where 1 arrived after one day’s boat
trip from Tasmania, the wonderful
apple producing island of Australia.

Australia is a federation, consisting
of the island of Tasmania and the
states of Victoria, Xew South Wales,
Queensland, Souith Awustralia, West
Australia and Northern territory. It
has 2,974,581 square miles, with a
population of 4,484,000. New Zealand
has 104,471 square miles, with a pop-
ulation of 1,058,312. Australia is as
large as the United States, which,
without Alaska, has an area of 2,960,-
910 square miles.

New Zealand consists of a North
and South Island and is as large as
the states of New York, Pennsylvania,
Massachusetts and Rhode Island.

The largest cities of Australia are
Melbourne, the capital of Victoria,,
with a population of 592,000, and Syd-
ney, the capital of New South Wales,
with 605,000. For comparison, Boston
has 670,000 and Cleveland has 560,-
000.

Most of the fast boats—English,
French and German—stop on their
way from Europe to China at Mel-
bourne or Sydney, which make them
the distributing centers for the whole
country and they are wonderfully
busy ports, 7,500 vessels coming into
the port at Sydney annually.

In addition to the European boats,
practically all of the islands in the
South Seas are furnished with what
they use from either Sydney or Auck-
land, they, in turn, taking the bananas,
pine apples and copra from the is-

lands and, as there are thousands of
these islands, it makes a wonderful
trade. It was a continual surprise to

have our boat stop a day at an island
that apparently did not have over
fifty square miles and have them take
twenty-four hours unloading or load-
ing a cargo.

Australia is between 42 and 17 de-
grees south of the equator and the
United States is between 49 and 25
degrees north, the seasons being re-
versed in Sydney. Last Christmas
the thermometer was 110 degrees.

Melbourne is 38 degrees south or
the same as San Francisco, St. Louis
or Richmond in the United States.

Sydney is 34 degrees south or like
Los Angeles, Memphis or Wilming-
ton. The Tropic of Capricorn is on
23.

About one-half of Australia is in
the tropics, comparing with Cuba
and Jamaica, which4 are between 17
and 23 degrees north, the north coast
of Cuba being on the Tropic of Can-
cer.

Melbourne is on the Yara river,
which is not much larger than our
Grand river. The big boats run up
this river for five miles to Melbourne.
The city is comparatively fiat, laid
out at right angles, has wide streets,
fine suburban homes, good street car
service, parks and public buildings.

Sydney is hilly and if you take your
two hands, place them flat on a board,
separate the fingers and imagine each
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finger from one to two miles long
and from fifty to two hundred feet
high, with buildings along each fin-
ger, the place between the fingers
being deep water in which the large
boats can come to dock along the
inlets of each finger, and imagine
three miles away Great Barrier Island
extending on the north and Barrier
Reef extending up from the south,
with an inlet three or four miles wide,
you have a very fair idea of Sydney
and its harbor.

At present Melbourne is the cap-
ital of the Federated States, but they
have plans for building an entirely
new city for the capital if they can
ever agree where it is to be or can
finance it.

In both Melbourne and Sydney, in
place of numbers the houses are
named, for instance, if somebody’s
house was Voltair, a letter would be

directed—John Smith, Voltair, Foun-
tain street, City. Some of the names
| noticed were Loquette, Bangalor,

Juniper, etc. The street car service
is good, but on the zone system. The
different suburbs, of which there are

twenty in Sydney, each have their
own district government, with its
town hall, mayor, aldermen, etc., in

place of a central government, as we
have in Grand Rapids.

The distance from Melbourne to
Sydney by rail is 582 miles. Their
crack train with sleepers and diners,
makes the run in seventeen hours, as
compared with the overland limited
thirteen hours between Chicago and
Omabha, 591 miles.

Owing to their state rights idea—
each state being jealous of the other
—Melbourne, in order to keep traffic
coming to her port, built to the bor-
der of her state, Victoria, one gauge.
Sydney built to her state border, New
South Wales, another gauge, so all
freight and passengers must transfer
on the border. Then to the north,
from Sydney to Brisbane, still another
gauge. In a trip from Melbourne to
Brishane one has to go over three
different gauged roads, necessitating
re-loading and transferring twice. The
object of this is to keep the traffic
in each particular zone coming to
the big city sea ports and is detrimen-
tal to inland progress.

From Melbourne for one hundred
and fifty miles north is fine wheat and
grain land, then for 300 miles the
country looks poor. Then for the
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next 100 miles into Sydney the coun-
try looks fine.

Sheep and wool are the great pro-
ducts of the country. The mutton is
frozen solid and shipped mostly to
England in refrigerator boats, the
trip taking forty to fifty days. They
handle the wool-clippers as we handle
the wheat laborers here, commencing
south in the early summer and ending
up in the North Dakota wheat fields
in the fall. There the shearers com-
mence in Queensland in the north and
work south to the colder country,
taking from three to four months to
cover the country and complete the
shearing. The wool is handled the
way we handle our cotton, is baled
and tagged and sent to one of the
large cities. Here buyers from all
over the world come and there is an
auction. The buyer has a book in
which he takes down the numbers of
the different bales, then goes through
and examines all the wool. When the
market is opened bids are made on
certain bales. The auction lasts three
or four days, when they move to the
next place for another auction until
the total clip has been sold.

With their main dependence on

sheep, rain is longingly looked for.
In the western part, where the larger
ranges are, they have only a little
rainfall, hence any dimunition in this
rainfall makes drouth or partial
drouth, which occurs regularly every
few years and it is apt to happen all
over the country every six or eight
years, hence sheep owners, wholesale
distributors and business men are al-
ways more or less nervous over the
situation. If a man has 100,000 sheep
and a drouth comes and he loses 25
per cent., which is not at all unusual,
it takes years to get back to his nor-
mal flock again, hence it is not only
the depression of the drouth vyear,
but for years after. | met a gentle-
man who said last year in his part
of the country it was dry and out of
6,000 lambs, 4,000 of them died, as
well as 25 per cent, of his flock.
The government is a union labor
government. It runs the railroads,
street cars, owns the gas and electric
plants, banks, trust companies, in-
surance companies and, as long as
they can borrow, will probably con-
tinue to hold on to these particular
avenues of enterprise. As to their
wisdom .in shutting off outside capital,
the following figures are of interest:
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The public debt of New Zealand in
1909 was $346,439,001 or $350 per cap-
ita.

The public debt of Australia in 1909
was $1,184,192,157 or $284 per capita.

The public debt of the United States
was $2,639,546,241 or $28 per capita.

The reader can draw his own con-
clusions.

The old settlers
government’s policies. They came
over fifty or sixty years ago, went
out from civilization and carved out
a ranch in the wilderness to have
something in the way of a home for
their sons and daughters. The gov-
ernment says, You must sell off your
holdings in small lots. If you do
not, we will tax it so you will have
to. This might look different if there
was no more land, but when there
are millions of acres just as good
for farms as those of the older people,
the farmer feels the new arrivals
should go to the newer lands.

The hours of labor and the com-
pensation of every different trade is
fixed by law. You can pay no more
or no less than the government scale.

Michigan during the last ten years,
by allowing outside capital to build
dams, telephone lines, etc., has added
several million dollars to her tax rolls
and manufacturers are getting cheap
power, interurbans are being develop-
ed and we are progressing, but this
situation does not appeal to Australia,
because the government officials would
not have the handling of the funds.

Sunday afternoon | went to Syd-
ney’s public park. It was a delight-
ful day and there were more than
ten different speakers, with from 100
to 500 people in each group listening
to them. One or two were women
talking socialism, a few were minis-
ters preaching the gospel, but a large
majority were exercising their lungs
to excite men to ill feeling and anar-
chy. One man said in his remarks
that King George was the champion
loafer of the world. Another talked
of labor in America and said that in
America working men were put in a
cell, the steam turned on and boiled.
| asked one gentleman whether the

do not like the

city stood for that kind of rot. He
said, “Oh! we are used to it. Nobody
pays much attention to what they

say.”

One thing that pleased me was that
Australia, seeing the stride made by
America with a protective tariff and
how prosperous Germany and France
became by following America’s ex-
ample, is now quite strongly for pro-
tection, and while living and almost
everything else is higher than in the
States, the protective tariff is helping
them to start new industries. They
have next to the largest sugar refinery
in the world, several boot and shoe
manufacturing concerns, cotton, wool,
sash and door plants, small furniture
factories, rope manufactures and wire
manufactures. A great number of the
stores had exhibits in their windows
marked in plain type—Made in Aus-
tralia—and it was quite surprising to
see what strides they are making in
the manufacturing line.

American manufacturers are keep-
ing in close touch with New Zealand
and Australia and doing a good busi-
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ness. There are boats once a month
from San Francisco to New Zealand
and once a month from Sydney to
San Francisco and while other nations
realize that the only way to keep
boats running is to have a good mail
subsidy!, the American Government
has always been afraid, fearing graft,
and yet some of the politicians who
wili vote most any amount for South-
ern harbor and river improvements,
when in some of the Southern rivers
the only thing that goes down is
frogs, will not vote subsidies for mail
contracts to foreign countries.

As an evidence why it will pay us
to cater to Australia, note the com-
parison of our exports in 1911:

Chinese empire, about $19,000,000.

Russia, about $24,000,000.

Spain, about $25,000,000.

Brazil, about $27,000,000.

Japan, about $38,000,000.

Australia, about $38,000,000.

W ith the Union Line running from
San Francisco, which is a competitor
of our American Oceanic line, held up
by large mail contract appropriations
by New Zealand, where the line is
owned, our American line is having
hard sledding and we should do every-
thing possible to help our line.

Their great sport is horse racing.
| attended one of their big races at
Randwich race course. There were
over 50,000 people present. Standing
room in the center of the track was
50 cents; grand stand for ladies, $1.25;
grand stand for men, $2.50. In the
grand stand | was in, there were prob-
ably seven or eight thousand people.
After each race, the stand was emp-
tied and men and women rushed to
the betting booths or walked up and
down in front of the stand which is
over 300 feet back from the course
with fine grassy slope. There were
some beautifully dressed women.
The races were running races, all on
grass track. There were six races
during the afternoon, with twenty-
three starters. In this race three
horses threw their riders, injuring
them so that the ambulance had to
be called and one of the horses broke
a leg. The crowd was an orderly
good-natured one and | saw very few
policemen.

In the early days Australia was
England’s penal colony and it is not
wise to ask about great-grandfathers.
The women vote. Whether they use
it wisely or use it at all depends on
whom one talks to.

Some foreigners when they come
over to the States expect to see buffalo
running around in the common in
Ohio and Indiana. | was not quite
that bad in regard to the kangaroo,
but | did have an idea that along the
railroads, away back from the towns,
I might see some, but the only ones
| saw were in the zoos. Rabbits are
their worst pest. In some sections
of the country they are building wire
fences for miles across the country
in order to keep the rabbits from get-
ting over into the grass patches and
they are at their wit’s end to know
how to overcome this pest which de-
stroys the grass which the sheep
need.

How the business ttien of Australia
can stand up under the drinking caus-
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ed by what seems a terrible habit,
treating—they call in shouting—I
cannot understand. If you are sitting
in a hotel reading room and two or
three fellows come in who know you,
they treat and then you must drink,
in turn, with every man in the group
treating. If you go down the street
and meet a man with whom you have
had a business deal, the first thing is
to ask him to go in and have a drink
and then he will immediately ask you
to have one. At the banquets where
the business men get together—such
as our Committee of One Hundred—
several men told me that it was com-
mon to see a number of them go un-
der the table. If a man has been
on a trip, when he returns to the city
he is almost sure to be drunk the
first day, as he must drink with every
friend he meets. This is not my idea,
but facts stated me by men who have
lived there all their lives. 1| told them
that if 100 of our leading business
men had a banquet and one of them
was so drunk he went under the table,
his friends would think he was on
the road to Hades. | don’t think it
is because they like whisky any better
than anybody else, but it is a habit
they have gotten into and it is cer-
tainly a demoralizing one. Another
habit they all have is when one speaks
to them they invariably say, “Beg
pardon,” when they understand per-
fectly what you say. | began to think
I chewed my words until after a few
days on the boat, watching them, |
found they all did it. | spoke to
about half a dozen of them and they
acknowledged it was a habit.

I was surprised to have a great many
of the men | talked to say that Aus-
tralia is in great fear that some day
Japan will come down on them, but
to my mind that is about as foolish
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as for the States to be continually

harping about a Jap raid on us.

A subject which almost always
comes up in talking with an Aus-
tralian, was quite a surprise to me—
the danger of an up-rising of the
colored people. | told them that the
colored people of the United States
were just as stanch Americans as the
whites and | had never heard any
thought of such a thing.

Two other questions which seemed
to be uppermost in their minds were
lynching and graft. This is accounted
for by the fact that, apparently, about
all the news they think the Austral-
ians are interested in from the States
is reports of lynching and reports
of political graft. | suppose this idea
is catered to by the newspapers, which

29

naturally want to pat labor organiza-
tions on the back, and they feel by
reporting lynchings that it will help
the government pursue their present
policy of keeping Australia, as they
call it, a white man’s country and not
permitting Chinese, Japanese and East
Indians to come in there; and by re-
porting the political graft in the States
they feel that such reports will help
make the Australians feel they have a

much better government than the
States, but we probably should not
criticise this, because | think the
newspapers here usually print the

worst things that happen in foreign
countries, rather than the best things.
C. C. Follmer.

If you are unable to see any good in
the world, consult an oculist.

We Manufacture

Public Seating

Exclusively

rtutfrllA G We furnish churches of all denominations, designing and

t/lUunucCs

building to harmonize with the general

architectural

scheme—from the most elaborate carved furniture for the cathedral to the

modest seating of a chapel.

Q/’Il A Alc The fact that we have furnished a large majority of the city
oU IU U lo and district schools throughout the country, speaks volumes

for the merits of our school furniture.

Excellence of design, construction

and materials used and moderate prices, win.

I AilffP Hall'S We specialize Lodge.

LUUgv Hullo
quirements and how to meet them.

Hall and Assembly seating.

Our long experience has given us a knowledge of re-
Many styles in stock and built to order,

including the more inexpensive portable chairs, veneer assembly chairs, and

luxurious upholstered opera chairs.

Write Dept. Y.

Hmerican Seating Company

215 Wabash Ave.

GRAND RAPIDS

NEW YORK BOSTON

CHICAGO, ILL.

PHILADELPHIA

You have had calls for

1IND SAPOLI

If you filled them, all’s well; If you
didnt, your rival got the order, and
may get the customer’s entire trade.

HAND SAPOLIO if a special toilet soap—superior to any other in countless ways—delicate

enough for the baby’s skin, and capable of removing any stain.
the came as reorular SAPOLIO. but should be Sold

Hi*
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Too Great Emphasis On Fullness of
Stock.
Written for the Tradesman.

Here is a stock that is a stock. This
store is in a good-sized city, famous for
its large, handsome, well-stocked stores,
and yet you hardly will find another
stock of dry goods that can be said to
equal this.

They have the goods.

Take ribbons, for instance. Floor
show cases, at least fifty feet running
length, the tops covered with bolts of
ribbon, while the inside of each is well
filled with other bolts, very many of
which are rich and costly. The shelves
at the back are stacked with boxes filled
with goods. The velvet ribbons alone
occupy several feet of space, comprising
all widths and an almost endless variety
of shades. Further on, as your eye
follows the cases, you catch glimpses
of beautiful plaids, flowered designs,
some gay, some in delicate tints, and
Persian patterns of exquisite coloring.
At a guess one would say that several
thousand dollars are invested in ribbons
alone in this store.

Passing to other departments a super-
abundance of stock is everywhere no-
ticeable. Whether your needs or fancy
lead you to the underwear department,
the cloak and suit room, the rug and
carpet rooms on the second floor, the
silk department, or any one of the many
other divisions of this very complete
store, you find it the same. In dress
goods there are all kinds and varieties,
or at least one would judge it must be
so from the great number of bolts com-
pactly arranged on the shelving. The
comparatively few that there is room to
display are of elegant and fashionable
material.

The experienced eye sees everywhere
the evidence that money has not been
spared in buying, and also that the stock
is kept in perfect order and that an ex-
cellent system of doing business pre-
vails.

And yet—and yet—this store, probably
the best stocked dry goods store in the
city, is not much talked about nowadays
nor is it popularly regarded as one of
the great stores. It is not doing any-
thing like the amount of business that
it ought to do on the capital invested in
this immense stock.

What is the trouble?

The management of this store seems
to place all the emphasis upon getting
the goods. It stops short there, failing
to see the necessity of getting people to
the goods.

The store is old-fashioned in its ar-
rangement, giving the impression of a
large number of long, narrow, rather
dark rooms, instead of being thrown all
together as much as possible, as is the
up-to-date method. The goods are not
properly displayed. There are too many

for the space. It is a physical impos-
sibility to place more than a small frac-
tion of the whole amount out where
they can be seen.

A brief description has been given of
the ribbon department—the impression
gained by passing once or twice through
it. Now, ribbons show up better than
almost any other kind of goods. It is
nearly impossible to conceal a bolt of
pretty ribbon. But even here the great-
er part of this ravishing provision of
beauty can not be seen at all except as
it may be gotten out bolt by bolt to show
to a customer. The casual observer
gets no adequate impression of the
stock.

The merchant whose capital is a little
too small in proportion to his store build-
ing may take to himself this morsel of
comfort that at least he has room to dis-
play what goods he has.

Another mistake that the manage-
ment of this overstocked store is mak-
ing is in not advertising enough. They
are traveling on past success and not
bidding sufficiently for present patron-
age. OlId customers who know the ex-
cellence of the goods and the general
reliability of the store stand by it, but
old customers move away and die off.
A constant accession of new trade must
be included among the aims of every
successful store management.

Harmony of Colors.

The window trimmer had taken great
pains with that window of'-table linen.
It was a few days before Thanksgiving
and he had included in the display some
of the finest napery that the store af-
forded. It was an assortment of table-
cloths, napkins, center pieces, doilies and
the like to which any dealer could point
with pardonable pride.

Now Thompson—Thompson is the
trimmer—has one weak point, he is lame
on color. If the draping and arrange-
ment are good and effective, he can not
see that the colors used to make much
difference. He has no sense of the har-
mony of shades and tints.

Of course he does not realize his de-
ficiency, and so never consults anyone
regarding his color schemes. Thompson
is not one to ask for suggestions any-
way. He supposes that what looks
right to him must look right to other
people. He used scarlet ribbon as ties
for the tablecloths and napkins. When
all was done he added what he con-
sidered the touch of artistic finish to
the whole by placing at intervals three
vases filled with crimson roses. The
roses were beautiful in themselves, but
in this display their effect was Kkilled
utterly by the bands and bows of scarlet
ribbon.

It might be argued that only a very
small fraction of the persons composing
the throngs that pass that window have
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a cultivated sense of color and know
the correct combinations of shades and
tints. The trimmer who carelessly re-
lies on this supposition and allows him-
self to make incongruous color combi-
nations is deceiving himself. The art
study that has prevailed so widely for
the last twenty-five or thirty years has
not been without its effect. A far great-
er number than one might think have
definite knowledge of what is correct
and harmonious and what is the reverse.
Then there are many, many others who
have no technical knowledge but who
still have been gifted by Nature with
excellent taste, who are pained by clash-
ing colors even though they could not
explain the reason, and whose hearts are
made glad by an arrangement that is
beautiful and harmonious.

Scarlet placed near crimson is inex-
cusable. It takes very little more time
and effort to make the window picture
a rest and a delight to the eye, a thing
of beauty and a joy till it is taken down,
than it does to make it a melee of
warring colors. Fabrix.

Mr. Easygoing may get more satis-
faction than Mr. Hustle, but he won’t
have as many of them.

Even if a man is a hundred years
old he thinks he looks only ninety.

An advice famine wouldn’t be so bad.
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An Unlettered Dennis.

An Irishman went to the postoffice
and asked for his mail at the general
delivery window. In the line behind
him was another Irishman on a sim-
ilar errand.

“What name?”
the first man.

“Dennis Malone.”

“Nothing here for you.
name?”

“Dennis Malone,” said the second
Irishman.

“Didn’t you just hear me say that

asked the clerk of

Next—what

there was no mail for Dennis Ma-
lone?”
“But sure | ain’t the same Dinnis

Malone—I’m another
Look an’ see
me.”

man entirely.
if there ain’t none fr

We are manufacturers of

Trimmed and
Untrimmed Hats

For Ladies. Misses and Children

Gorl, Knott & Co., Ltd.

Corner Commerce Ave. and Island St.
Grand Rapids, Mich.

Mail or Telephone Your Orders

HOLIDAY

STORE
NEW S

to us for prompt and careful

attention

Handkerchiefs
Mufflers

Suspenders
Men’s Neckwear

Ladies’ Neckwear

Umbrellas Hand Bags Furs
Perfumes  Dolls
Jewel Boxes Toys, Etc.

PAUL STEKETEE & SONS

Wholesale Dry Goods

Grand Rapids, Michigan

Any Price to

Fit the Purse

Our line of Hand Bags

consists of excellent values
at $2.25, $4.50, $8.50, $9.00,

$11.00, $12.00, $16.50, $21.00,
$22.50, $24.00. $28.00, $32.00,

dozen.

$39.00, $42.00 and $48.00 per
It’s a good item for Christmas trade.

Send

in your fill in orders to be forwarded by express and
we will give same prompt attention.

GRAND RAPIDS DRY GOODS CO.

WHOLESALE ONLY
GRAND RAPIDS, MICHIGAN
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PARCELS POST.

Meet It With the
Paper.
Written for the Tradesman.

A handbill is not a perfect adver-
tisement because of its method of
distribution, its absolute independence
of any feature that could add character
to it, and its total dependence upon
merchandise and price to make an
appeal.

A newspaper advertisement is not
perfect because of competition with
other similar advertisements, and be-
cause the purpose of its medium is
primarily that of a news disseminator.
Furthermore, there is more waste in
the circulation of a newspaper than
accompanies even a handbill.

A store paper is not a perfect ad-
vertising medium, but it at least ap-
proaches perfection. It is an adver-
tisement, pure and simple, yet it pos-
sesses the interest of a newspaper
and is free from waste, because each
copy is sent to a possible buyer. Its
announcements suffer from no com-
petition created by announcements of
rival firms, and the sheet is small
enough to escape the disadvantages
that always accompany the larger and
more voluminous newspaper.

Finally, it is cheaper in the long
run than either handbills or newspaper
advertisements, because it is free
from waste that attends each of these
media.

Parcels post is going to force re-
tailers to make a larger and more
intelligent use of publicity, and while
no merchant is bound to confine his
efforts to a single type, the first of
the year will be a mighty good time
for storekeepers to pick out a medium
upon which to concentrate.

Instead of having a deleterious ef-
fect upon retailing, parcels post is
going to be a boon, for the simple
reason that merchandising must be-
come more efficient under it, or “shuf-
fle off.” Its principal effect will be
an increase of competition. The or-
dinary dealer will have more adver-
tising campaigns to combat, and in
order to come out better than even,
he’ll have to bolster up his own pub-
licity.

Parcels post is not going to change
the system of distribution. Goods
will be sold the same way after Jan-
uary 1 as before and consumers will
continue to have the same preference
for buying from actual goods that
they have right now.

Parcels post is not going to take
away the small town merchant’s in-
herent advantages. He’ll still be able
to do business with a smaller over-
head expense than retail mail order
houses and city department stores and
he’ll continue to be the buying-mecca
for those consumers who prefer to
“run in” for the goods they buy.

The only material change that par-
cels post will bring about is one that
involves an increase of advertising.
Each individual consumer will be the
target of a proportionately larger
number of advertisements.

This fact means but one thing: The
non-advertising merchant must be-
come a consistent advertiser or retire
from the field and the dilatory adver-

Aid of Store
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tiser must start a never-ending cam-
paign of scientific publicity.

Small town advertising must in-
crease in interest, in attention value,
in frequency of appeal and in force.

This single sentence tells why store
papers deserve the first consideration
of those small town retailers who in-
tend to stay in the ring.

To show the inherent interest of
the store paper as a medium, let us
quote the letter of a Michigan mer-
chant who has recently taken up the
store paper:

“l started my store paper three
months ago, and you can see by this
number I’ve been issuing it every
two weeks. Why | didn’t begin sooner
| don’t know, since it would have
been very much to my interest to do
S0.

“You won’t believe it, but my cus-
tomers are actually worried when they
fail to get my little paper and in the
past two weeks | have had several
of them call me up and say, ‘Mr.
Smith, | didnt get my store paper
this week and | was just wondering
if you had cut me off.’

“One woman actually went to the
postoffice and told the postmaster to
be more careful about her store paper,
as she had failed to get a copy which
had been mailed to her.”

This letter is less than a week old
and similar communications are com-
ing in all the time.

When, Mr. Merchant, has any one
of your customers ever gone to the
postoffice and cautioned the officials
there to be more careful with the
printed matter which had been mailed
from your store? Well, then,wouldn’t
it be a pleasant relief to use a type
of advertising that creates interest in
the minds of its recipients?

In proportion to its cost, a store
paper possesses more attention value
than any kind of newspaper publicity.
However attractive or forceful your
newspaper announcement may be,
there are many others like it in th:
same issue, all clamoring for the at-
tention of the reader. More than this,
your advertisement must also take
second place to the news matter con-
tained in the weekly or daily, since a
desire to hear the news is the only
reason a newspaper is purchased.

With your store paper, there’s no
competition. The whole thing is an
advertisement of your store and noth-
ing else. Even if its readers never
glance at the merchandise announce-
ments, its effectiveness as an adver-
tisement is hardly diminished.

The best way to show the force
of the store paper as an advertise-
ment is to quote the letter of a South-
ern merchant who was induced by
the writer to start a store paper.

This merchant lives in a city of five
thousand, where local, city and mail
order competition is peculiarly severe.
This merchant’s town is but ten miles
from a city of thirty thousand and
forty miles from a metropolis of 500,-
000. Furthermore, the mail order
houses do a large business in this
same district.

When he first came to see the writer,
he had given up all hope of pushing
his business beyond a certain point,
stating that he was making consistent
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use of every kind of advertising. He
was a regular user of newspaper space,
had a live mailing list, trimmed his
windows twice a week, and offered
continual price concessions. He ex-
hibited pictures of his windows and
we have never seen better or more
cleverly trimmed displays.

Before he left, he promised to'make
a trial of the store paper and the letter
below gives the result:

“If you remember, | told you that
my April business was the best | had
had this year, and it amounted to
$600. That was the highest point Id
ever been able to reach and nothing
| could do in May or June passed this
record. In fact, my May business fell
off $60 and my June business was only
a trifle more.

“l was discouraged when | came
to you, because July and August are
always poor for me and | felt sure
I'd fall down then.

“When | got home | made arrange-
ments with my printer and started to
work with my first issue of the store
paper. It went out the third week
in July and has gone regularly since
that time every two weeks.

“l certainly am tickled with the re-
sults, as my August business beat
April by $180 and September totaled
a little over $900. There’s no doubt
in my mind as to the cause, as | can
directly trace the business to my little
paper.

“And all this in spite of the fact
that I've dropped all other forms of
printed advertisements.

“If you can send me a little more
filler matter 1’ll be very much oblig-
ed.”

The cost of a store paper, issued in
lots of five hundred, varies from $7.50
to $12, exclusive of postage, and once
a month is usually considered often
enough for its appearance.

The ideal paper usually runs news
matter and editorials on the first page,
editorials, jokes and customers’ free
advertisements on the second, your
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advertisements on the third and what-
ever the individual merchant wishes
on the last or fourth page.

Some retailers send out more than
a four page paper, but this size is
ample for ordinary purposes.

But whatever the size, there is one
thing about which there is little doubt.
The store combines the good points
of handbills, newspapers and cata-
logues and is free from most of their
disadvantages.

That’s why | say, “Don't fight par-
cels post. Meet it with the aid of a
store paper.”

Merchants desiring to know more
about this powerful advertising agent
can secure all the information there
is to be had by simply requesting the
same from the writer, in care of the
Tradesman. This act involves no
obligation and the data will be fur-
nished free of charge.

Anderson Pace.

Titanic May Have Hit a Rock.

That there is a chance that the
wreck of the Titanic may some time
be recovered, either by government
searchers or by a private expedition,
is the opinion of the Nautical Gazette.
This is based on the theory that the
giant liner did not run into an ice-
berg, but ran on to the point of a
rock. It is pointed out that no one
has set forth any specific reason or
brought out any proof that a rock
does not exist at this particidar spot
in the ocean. The possibility of a
peak of rock existing at this place
in the ocean becomes apparent to any
one who studies the contour of moun-
tains on land, says the Gazett-
Peaks rise abruptly to vast heights
and are surrounded by constrastingly
deep valleys. It is not wunnatural,
when one views the geography of
North America, to suppose the exist-
ence of a chain of occasional peaks
rising from the ocean’s bottom about
as far off shore as the longitude of
the Titanic wreck.

REYNOLDS FLEXIBLE ASPHALT
SLATE SHINGLES

HAVE ENDORSEMENT OF LEADING ARCHITECTS

Reynolds Slate Shingles After Five Years Wear

Beware of Imitations.

Wood Shingles After Flee Years Wear

For Particulars Ask for Sample and Booklet.
Write us. for Agency Proposition.

Distributing Agents at

Saginaw ~ Kalamazoo  Toledo Columbus  Rochester ~ Boston  Chicago
Detroit Lansm% Cleveland Cincinnati  Buffalo Worcester _Jackson
Milwaukee attle Creek ~ Dayton  Youngstown  Syracuse  Scranton

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



High Grade Footwear for Gift Pur-
poses.
Written for the Tradesman.

It is safe to say that city shoe deal-
ers are going after the Christmas
trade with more dash and determi-
nation during the last few weeks than
they have hitherto manifested in their
efforts to round up this class of trade.
They are displaying shoes—both for
men’s, women’s and children’s wear
—slippers, lisle and silk hose, moc-
casins ladies’ carriage boots, over
boots for men, not to mention the
various and dainty little creations,
in the footwear line, for baby. And
in the display of these footwear com-
modities an effort is being made to
show their appropriateness as gift
commodities.

Window cards with borders of holly
leaves and berries, or with a recog-
nizable likeness of the patron saint
of the festivities that be, are used in
conjunction with the wares. So the
eager shopper can glance in upon the
proferred footwear commodities in
most any shoe window and read a
more or less extended list of “sugges-
tions” which that merchant offers in
the way of serviceable holiday gifts
for men, women and children. And
the Christmas spirit seems to be quite
as rife in shoe stores as any anywhere
else in the busy shopping marts.

Apropos of the growing favor with
which Christmas shoppers are looking
upon footwear as gift commodities,
the manager of a large shoe shop in
one of our leading cities said the other
day that he had observed a widespread
tendency on the part of holiday shop-
pers to give more attention to foot-
wear. and also to buy better and
higher priced shoes each year. And
city dealers everywhere are saying
substantially the same thing. In my
own city there are at least four ex-
clusive shoe merchants who announce
shoes ranging in price from $5 to $8
and in one instance, to $12. And in
addition to these exclusive shoe deal-
ers there is a department store which
carries shoes of the same high grade,
and commanding the same prices. Ln
a recent newspaper announcement of
one of these exclusive shops, the
dealer said: “Blank and Blink shoes
for men—$5, $6 and $7—are just a
trifle high priced, but they give you
dollar for dollar value in fit, in style,
in wear.” In another he said: “Elec-
tion’s over. Let’s forget it and go
along enjoying the good things
of life. One of these is: The
Blank and Blink shoe for men. And
they’re going at $5, $6 and $7 the
pair.” In another he said: “The
snappy, new fall and winter styles
of Blank and Blink shoes for men are
not freakish—still there’s enough dash
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to keep them from being tame. They
sell for $5, $6 and $7 the pair.”

The retail shoe dealer of the smaller
communities will not, to be sure, have
as many calls proportionately for
shoes of this grade as dealers in the
large cities. But there is, as was in-
timated above, a general tendency to-
wards the higher prices and—the bet-
ter values.

One of my shoe dealer friends show-
ed me to-day a very attractive little
greeting folder, printed in two colors
on a fine grade of heavy white paper,
with beautiful initial letters in black
and red, which he is going to mail
to his customers (actual and pros-
pective) the latter part of the week.
It is a four page folder, the back page

being blank, and it is entitled. “A
Christmas Greeting.” It reads as fol-
lows :

“"Dear Friend: This is a message
born of the Christmas spirit. It car-
ries to you the good wishes of my
heart, which | ask you to receive as
a simple token of the season’s unself-
ish love. It bespeaks for you as much
grace as you may need in the taking
of every friendly gift, and as well a
large portion of that sweet blessed-
ness begotten of true giving. And
may good cheer and hearty jollity
characterize for you these grateful
Holidays!”

An Improved Shoe Store Service.
Written for the Tradesman.

All that | have said about the ex-
uberant  Christmas  spirit  which
prompts shoe retailers to proffer their
wares in such an attractive manner
as gift commodities; also what | have
said about the evident—and wide-
spread—effort to popularize the bet-
ter priced shoes,—may be said to
grow out the desire, on the part of
retail shoe dealers, to render a better
service to their patrons. Service is
preeminently the watchword of the
hour. The problem is: Not merely
to sell shoes quickly, but also to sell
them satisfactorily. As one shoe mer-
chant aptly puts it in, his advertise-
ment, We never consider that our
shoes are really sold until the wearer
is satisfied. And he goes on to say that
one satisfied customer can influence
ten prospective ones and turn their
trade towards the dealer whose serv-
ice is conscientious and thorough.

But “service,” in its application to
the functions of a retailer of shoes,
means that he shall cater not alone to
their wants but also to their needs;
suade them against their inclinations.
This is necessarily so; for there are
lots of people who don’t know what
they actually need in the way of foot-
wear. They have ideas—but their
ideas are often very crude.
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In this city there used to be, several
years ago, a young shoe store man-
ager—by the way a very warm per-
sonal friend of mine—who had, ac-
cording to my notion, precisely the
right idea about the shoe dealer’s
function. In the first place he knew
shoes thoroughly. And he knew that
he knew them. He had come up
through the factory. He had traveled
on the road. He had served a long
apprenticeship as a clerk. And he
had selling ability in big hunks. When
he walked down the aisle to Mr. Cus-
tomer, and greeted him cordially, Mr.
Customer knew at a glance that there
was a real man on the job. And there
was. And when he produced the
measuring stick and tried on a shoe,
the shoe fit. Often the customer
didn’t seem to think it did. And often
he didn’t seem to think that the last
was the one for him. But “Bud” al-
ways carried his point—and he always
sold the shoe that gave solid com-
fort afterwards. He wasn’t afraid to
“argue it out” with the customer—
for the customer’s good. Maybe he
didn’t sell a pair of shoe quite as
quickly as some salesman might; but
when he sold them they were sold.
He had the right idea of service.

Some one has said that the retailer
is “the guardian of the customer.” And
there is a truth in that. He stands
between the consumer and the con-
sumer’s (ofttimes) mistaken ideas of
his needs. And it occurs to me that
in no realm of retailing is this truer
than in selling shoes. Waitness the
foot-troubles without end and the
malformations, broken down arches
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etc. with which people are to-day af-
flicted. And why? Because, to an
extent, of the bad shoemaking of
other days; yes, and very largely be-
cause of the bad shoe retailing of
other days. The shoe dealer ought
to know the various types of feet, and
their shoe-requirements. And to make
this knowledge practical, he ought to
be able to size up a foot quickly. All
this care in fitting feet is in line with
the larger ideas of service which is
going to obtain more and more in the
merchandising world. Guard the con-
sumer, for he’s your friend. It is
from him that your money ultimately
comes.

The Get-Together Idea.
Written for the Tradesman.

If “Service” is a watchword in mod-
ern industrialism, “Co-operation” is a
slogan. In the shoe industry, the
get-togther idea is at work. There
is coming to be a spirit of co-opera-
tion between those who manufacture
and those who distribute that was not
dreamed of in the olden days. As

Patrick Gleason, President Shoe
Manufacturers’ Association of New
\ork, puts it, “the old-fashioned

jealousy and distrust, the outcome
mainly of isolation and ignorance of
each other, have given way in the
minds of present day business men
to the broader and more intelligent
methods of co-operation.”

And there is no branch of commer-
cialism in which the retailer needs
the help of his manufacturer more than
in the retail shoe trade. In this trade
the small dealer is beset on every

Dry-Foot Comfort

This is a damp-
proof high cut
made from a
special chrome
leather thatis
heavily stuffed
with oils and
grease, that
stands hard ser-
vice unusually
well.

Its style and foot comfort will satisfy the most
critical wearer’s eye, foot and pocketbook and at a

profit that will satisfy you.

Rindge, Kalmbach, Logie & Co., Ltd.
I Grand Rapids, Mich.
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hand by competition—and some of it
is of a most menacing kind. We have
distributing manufacturers—and the
number and power of them is increas-
ing every day. We have the catalogue
evil working to the financial hurt of
the small independent shoe retailer.
And in addition to this, we have the
fake sample shoe vender cutting
prices to the quick, and making it
more and more difficult for the legit-
imate shoe merchant who is trying
to make an honest living selling hon-
est shoes at retail. In the face of all
this competition what is to be done?
Obviously one thing: the manufac-
turer who is a manufacturer and noth-
ing else and the retailer must pull
together. They've got to hang to-
gether, or—as some one has facetious-
ly said of another matter, “they will
hang separately.”

This spirit of co-operation leads
the shoe manufacturer to prepare ad-
vertising helps for the retailers who
carry his lines. This advertising lit-
erature is generally of a high charac-
ter. It is prepared by specialists who
are onto their job. It is supplied
scot free. AIll that is asked is that
it be used economically—intelligently.

Wall the independent shoe dealer—
and more particularly the shoe dealer
of the smaller communities—fall in
line with these men who are anxious
and willing to co-operate with him
in saving his (the retailer’s) business?
He ought to do as much on his own
volition. But this much is certain:
he’ll simply have to, or—quit the

game. For this competition of which
| speak is no chimera. It’s the real
goods.

I can perhaps best close this little
discussion with a suggestive utterance
from a man who has evidently given
this question a whole lot of serious
thought. It reads as follows: “It is
in co-operation with the manufacturer
that dealers can get the most out of
their lines, for the maker is willing
and ready to help and do all in his
power to educate the consumer.”

Keep People Reminded.

| believe that it will pay you to
communicate with your neighbors oc-
casionally by means of a neat folder
of some sort, preferably one enclosed
in an envelope to match. Set forth
the advantages of your store, its con-
venient location, its desirable class
of customers. Talk about the new
arrivals in your stock in an attractive
manner, just as you will display them
in the most tempting fashion in your
show window and on your counters.

Let people into the secret of where
the goods come from and what con-
stitutes their worth. Give a valid and
tangible reason for believing that they
are sterling value at the price. “Never
before sold for less than------ 7 is a
hackneyed phrase that means nothing
and may well be relegated to the ash

barrel. Get rid of the idea that the
street is full of bargain hunters; you
don’t want them if it is.

You will get exactly the kind of
customers you go after. Go after
those who want something good,
something worthy, something that

will be a credit and a joy to possess,
then sell them something which will
bring them back to you with confi-
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dence that yours is the store where
they will find what they desire.

One of the advantages of the small
shop as against the syndicate or de-
partment store is the intimate know-
ledge that the proprietor and his
clerks have, or ought to have, of the
goods they are handling.

It is not enough that a clerk should
know the price of an article and be
able to receive the money and hand
back the change. They should be able
to give particulars in regard to the
goods if the would-be purchaser in-
vites it. | believe that here is a point
where the small shopkeeper will al-
ways be able to score against the de-
partment store.

An interested sales-person with an
intimate knowledge of the goods will
augment your advertising more than
any other factor you could invest in.

Frank Stowell.

Caring For Plate Glass Showcases.

Reasonable and intelligent care will
be sufficient to keep any show case in
an attractive condition. The first and
most obvious necessity is shining, spot-
less cleanliness. If plate glass is not
carefully cleaned it will soon be lustre-
less and show a scratched surface.
There are many polishes on the market
which are admirable for cleaning glass.
But you can make a cleaning preparation
for your own use by mixing equal parts
of water of ammonia, alcohol and whit-
ing, one ounce of each. Dilute the mix-
ture with soft or distilled water until
it makes one pint. This preparation
will remove grease and dirt, and keeps
the glass highly polished. Use the mix-
ture freely, and clean with soft cloths,
finishing with a soft chamois skin.
Plate glass should not be cleaned with
paper of any kind.

In caring for a plate glass show case
in which no metal is used, the case
should be set on a perfectly level base.
When plates are fastened together by
metal bolts passing through apertures
drilled in the glass, care must be taken
that the bolts shall not be screwed so
tight that here is no room for expansion
and contraction of the glass. Checks
and cracks often appear unaccountably
because one side of the case has been
exposed to the heat of a radiator or to
the direct rays of the sun, causing an
unequal expansion of the glass and al-
most inevitably producing cracks where
the strain has been too great.

The show case display should never
be crowded. Feature, if possible, some
one thing and let the remainder of the
exhibit be subordinate—not antagonis-
tic but delicately leading up to the cen-
tral feature.

People may appreciate a double bill
when presented by a theatrical man-
ager, but when presented by a lawyer
or doctor—well, that’s different.

The theory that there is always
room for one more leads many a
man to take on a bigger load of damp
goods than he is able to carry.

It is difficult for a man to practice
economy and be popular at the same
time.

You may lead a toper to the bar,
but you can not keep him from drink-

ing.
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The Holiday Trade

Are You Ready For It?

We have a full stock of Holiday Slippers and
warm shoes, and can ship on receipt of orders.

If you have not received our catalogue, write us.

Hirth-Krause Company

Shoe Manufacturers
and Jobbers

Grand Rapids, Mich.

Hood Tuff Soo Combinations
Kang Kip Leather Tops

Great for wear
Great for warmth

Heavy Duck Overs
Rolled Edge, Heel.

HOOD
QUALITY

Full Gussets

7vi inch $2,101
10 inch 230[
12 inch 245

Less 5% in thirty days for
prompt payment.

Grand |faptdSﬁhOe ¢¢Rubber(q.

The Michigan People Grand Rapids
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THE ZONE SYSTEM.

How It Applies to Shipments From
Grand Rapids.

The Tradesman presents on the
opposite page a map of Michigan,
showing how the zone system that

governs the charges for parcels post
applies to mail shipments from Grand
Rapids. The first circle, which covers
a distance of 50 miles each way from
Grand Rapids, comprises the first
zone. The outer circle, which com-
prises the space from 50 to 15C miles
from Grand Rapids, is the second
zone. Under this schedule a package
weighing not more than a pound can
be sent to Kalamazoo for 5 cents and to
Detroit or Chicago for 6 cents. A full
schedule of the rates is reproduced
herewith. It will be noted that a pound
package can be sent to Porto Rico,
the Canal Zone or the Philippines for
12 cents; also that rate applicable to
parcels intended for delivery at the
office of mailing or on a rural route
starting therefrom is much below the

Lodi Liute.
1 pound S0.05
2 pounds . 0
3 pounds - 07
4 pounds - 08
5 pounds - .09
6 pounds . 10
7 pounds . 11
8 pounds - 12
9 pounds . 13
10 pounds - 14
11 pounds . .15
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radius of 150 miles mark off the sec-
ond; with 300 miles the third; with
600 miles the fourth; with 1,000 miles
the fifth; with 1,400 miles the sixth;
with 1,800 miles the seventh; and all
outside the 1,800 miles circle is in the
eighth.

Red Apples Forty Cents Apiece.

St. Louis, Dec. 9—Missouri apples
will contribute to the high cost of
living for guests of two or three high
priced hotel dining rooms in New
York city this winter. A commission
man in New \ork city has contracted
with an orchard firm at Lebanon, Mo,
to ship him 6,000 fine apples packed
in individual cardboard boxes. They
will be served at the exclusive hotels
for 40 cents apiece. The growers get
15 cents apiece for their apples de-
livered at the depot in Lebanon.

The apples are being picked and
packed by young girls, great care
being taken to have the fruit free
from imperfections. The supply has
been limited in order to keep up the
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Chirpings From the Crickets.

Battle Creek, Dec. 9—There are a
number of good traveling salesmen
who have never joined the U. C. T.

Other organizations have good ac-
cident insurance and conduct their
business on good broad lines.

But it sure does your heart good
to see the good cheer that is mani-
fested between the boys of the U.
C. T

In the hotels, on train or car and
in business houses where they meet
in competition, a white and square
deal is on and retailers have noticed
and spoken of it

To the boys who have not joined
us, we say (as does the advertise-
ment) “Eventually, why not now?”

George Clark, of Grand Rapids,
representing the Putman factory of
the National Candy Co., will be made

a member of 131. George is good
timber. We are glad No. 131 has
lined him up.

Ed. Deyoe, of Albion, has built up
a fine retail grocery business by

price. 1he apples will be listed on  gsquare dealing and close application
2dzone, S zone,
6010 160 150 to 300 600 g Tobo0 |_o§$$¥?§» 1400 t8 00
Zono rate, miles. miles. miles. mie.. mile.
50 miles. Rate. Rate. Bate. Rate, Bde Rate. Rate.
$0.05 $0.06 $0.07 $0.08 $0.09 $0.10 $0.12. 12
.08 .10 1 14 .16 .19 21 $0.24
A1 .14 17 .20 23 .28 31 .36
14 .18 22 .26 30 37 41 48
17 22 27 32 37 46 51 "60
20 26 32 38 44 55 61 72
.23 .30 .37 44 51 .64 71 84
2 34 42 50 58 73 81 96
.32 .38 A7 .56 .65 .82 91 1.08
22 42 52 62 72 91 1.01 1.20
. 46 57 68 79 1.00 1.11 1.32

The local rate is applicable to parcels intended for delivery at the office of mailing or on a rural route starting therefrom.

50 mile zone rate, except in the case
of one pound shipments.

The new law provides: “That here-
after fourth-class matter shall embrace
all other matter, including farm and
factory products, not now embraced
by law in either the first, second or
third class, not exceeding eleven
pounds in weight, nor greater in size
than seventy-two inches in length and
girth combined, nor in form or kinl
likely to injure the person of any post-
al employe or damage the mail equip-
ment or other mail matter and not
of a character perishable within a per-
iod reasonably required for transpor-
tation and delivery.”

It will be observed that the rates
of postage are largely reduced and
that the limit of weight is increased
from four to eleven pounds. Parcels
will be delivered at all free-delivery
offices and to patrons residing on rural
and star routes; they may be register-
ed and may be accorded special-de-
livery service on payment of the usual
fees, and they may be insured against
loss in an amount equivalent to their
actual value, but not to exceed $25,
upon payment of a fee of 5 cents.
Distinctive stamps must be used on
all parcels, but they may be mailed
in quantities of not less than 2,000
identical pieces without stamps affixed,
the postage being paid in money.

The rates from any other city can
easily be figured out and each person
can make his own zone map. All that
is necessary is to take an ordinary
map, making any city the center, then
with a radius of fifty miles mark off
the first zone with a circle; with a

the menu as “Ben Davis,” “Ingram,”
“Minkler,” “Willow Twig” or “Gano.”
The guest will indicate to the waiter
the variety he desires, and it will be
served in a box, with a silver knife
with which to cut the seal. The guest
is supposed to open the box and re-
move the apple himself.

Each apple for the individual box
must be at least three and one-half
inches in diameter, of high color, and
perfectly sound. At least two perfect
leaves must be attached to each stem.
Girls cut the stems from the trees
with shears and carry the apples to
a cloth covered table, where a girl in-
spects them. Those that pass muster
are dipped in a solution which closes
the pores of the apple and leaves, thus
keeping the original flavor in the ap-
ple and preserving the natural color
of the leaves. After the solution has
dried each apple is carefully wrapped
in tissue paper and placed in a paste-
board box and the cover sealed on.
The grower’s name and the name of
the variety is printed on the box.
Twelve boxes are packed in a car-
ton and six cartons make a case. The
apples will be shipped in refrigerator
cars and placed in cold storage in
New York, to be drawn upon as need-
ed.

In the general markets purchasers
will be able to buy apples for fifty
cents to a dollar a bushel, but they will
not be free from the contamination
of a man’s fingers, and will not have
the natural leaves attached to them.

Don’t tax your friends overmuch
when you try to make a touch.

t his business. He is ably assisted
by Mrs. Deyoe. Ed. is a favorite
with the boys on the road and it is

always a pleasure to call on him.
Here’s hoping 1913 will be another
prosperous year for you, Mr- and
Mrs. Ed.

O. N. Shull, Marshall, has closed
his cigar and magazine store.

J. C. Bentley has returned

Marshall store, after a short business
trip to Detroit. While in Detroit
Mr. Bentley was shown through the
Detroit home of Lee & Cady, which
is quite a treat to a man in the gro-
cery trade.

John Moll, Marshall, has returned
from a short business trip to Detroit,
where he went to purchase Christmas
goods for his store.

Any of you fellows seen Chas- R.
Foster? | have not met Chas. on the
road for weeks.

The new ten-story addition to the
Post Tavern is progressing nicely.
This popular house will soon be in
shape to accommodate its ever in-
creasing number of patrons.

Milt Loomis will get on a train
Thursday night at Sonoma. We hope
he will be able to get to Battle Creek
alive. Judging from past perform-
ances, we think he is well able to
more than hold his own.

The writer has beep asked by
Brother J. A. Keane, of 131, to send
in some items each month for the

U. C. T. Bulletin of G- R. Council.

The items are to be notes regarding
men of our Council. | have been
busy with my business, but shall have
my letters in his mail for further
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copies *ff their sheet. Mr. Keane
must be kept mighty busy editing his
Bulletin and keeping in touch with
events. When a man is boosting a
good thing and his heart is in his
work, it after all is not much work.
All members of Battle Creek Coun-
cil, No. 253, please be at regular meet-
ing of your Council, December 21.
Our traveling bag contest closes
and you may be the lucky boy, pro-
viding you have tickets and if you
have no tickets, “Do it Now.”
Guy Pfander.

Doings in the Hoosier State.
Written for the Tradesman.

Plans are being made at Huntington
for auto transit lines radiating from
that city to Warren, Andrews, Bippus,
North Manchester, South Whitley and
Columbia City. The Huntington
county commissioners will be asked
for permission to use the roads run-
ning to these points.

A farmers’ mutual telephone ex-
change will be established at Avilla.

The Indiana Manufacturers and
Shippers’ Association will meet in In-
dianapolis Jan. 16. The work of or-
ganizing local branches in all impor-
tant cities of the State will be taken up.

The Evansville Carriage Wood
Stock Co. has been incorporated, with
$20,000 capital. The industry is now
located at Oakland City but will prob-

ably remove to Evansville in the
spring.
The Board of Public Works of

Terre Haute recently granted the C,
C., C. & St. L. Railroad the right to
lay an additional track across Fifth
street and Lafayette avenue in that
city without first securing the ratifica-
tion or approval of the Common Coun-
cil. An investigation has been made
and the City Attorney rules that the
board did not exceed its rights in the
matter.

With one exception building opera-
tions in Evansville for the month of
November were th.e largest in the city’s

to hishistory. Operations for the year, how-

ever, are half a million dollars behind
those of last year.

Fort Wayne grocers will meet Jan.
6 at the Fox & Baker grocery, when
a report will be made on plans for
establishing a co-operative delivery
system. Mishawaka grocers will at-
tend the meeting.

Fort Wayne has a Citizens’ Assem-
bly Hall Association, made up of dele-
gates from every business, social and
fraternal organization in the city, and
pledged to a man in favor of building
a convention hall by the city through

the bond issue method. The Fort
Wayne Commercial Club has also
adopted a resolution endorsing this

plan of building a municipal conven-
tion hall.

The Indiana State Fair will be hell
in Indianapolis Sept. 8 to 13.

A deficit of $2,700 has been met by
stockholders in the Fort Wayne Fair
Association and the city will have
another fair next year under the same
management. The fair was “dry” this
year and the loss of liquor privileges
meant a difference of $2,000 in re-
ceipts. However, the members be-
lieve that a “dry” fair, which ensures
a decent show, will pay in the end.

Almond Griffen.
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MEN OF MARK.

Wm. H. White, Boyne City Lumber-
man and Railroader.

As a technical occupation the lumber
industry deserves to rank equally high
with other industrial pursuits in this
country. If there exists an idea that it
is any the less based on certain prin-

ciples and that it requires less judgment,
perception and foresight and the exer-
cise of less commercial ability than
other business enterprises, that idea is
mistaken. The banker and broker, the
merchant and manufacturer live in an
atmosphere of business. The lumber-
man instead must take his commercial
instinct with him into an entirely differ-
ent environment and, often buying on
close margins to avoid actual loss, sub-
jected as much as the manufacturer of
any other commodity to a fluctuating
market, must carve success out of the
forest and often build up a commercial
world of his own to live in. He must
be able to tell what the future will re-
quire and what the people will want in
the coming years. Dependent on this
sense of commercial prophecy have been
all the fortunes made in stumpage in
all the years that the lumber industry
has flourished in this country. As a
manufacturer he must understand his
business. He must understand cost that
he may know profit and loss. Finally,
he must understand men and markets
that he may realize all the product is
worth. There is no business more di-
versified in its requirements, none call-
ing for higher ability, in all its related
channels, of its own Kkind.

William H. White was born at Owen
Sound, Ont., April 12, 1859, of Scotch-
Irish parentage. He secured his educa-
tion in the public schools. His first
venture was at Essex, Ont., getting out
stave bolts for a Buffalo firm. In the
beginning it promised well, but the sea-
son turned out badly and the enterprise
resulted in failure. Because of the wet
weather it was necessary to build a
tram road to complete the work, the
purchasing firm agreeing to share half
the cost; this it failed to do and Mr.
White found himself $2,000 in debt
rvhen he finally completed the contract
} 7,000 cords. He then worked as a
woods mill foreman for three years, in
;he fall of each year running a steam
thresher. By hard labor he paid up all
he had lost.

In 1881 he journeyed to South Arm,
to assume charge of a sawmill and lum-
bering operation there. In the fall of
1882 the company by which he was em-
ployed failed, owing him about $600 in
accumulated earnings. He secured $450
worth of merchandise from its general
store and put it in a warehouse. He
was then put in chargé of the business
by the assignee. He wound up its af-
fairs in January, 1883. It was then that
his career at Boyne City began. He
took his merchandise to Boyne City
over roads where the snow was four
feet deep. He had formed a copartner-
ship with R. E. Newville, who had been
book-keeper for the South Arm con-
cern. They sold their merchandise and
started in the broom handle business
with about $900 capital. Broom handles
were then worth $14 a thousand feet at
point of shipment. When the new firm
got its machinery in and the broom
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handles ready to market the following
autumn they were worth $8 a thousand
feet, about $2 less a thousand than the
cost of manufacture. The firm then
began making lumber, handicapped by
a debt of $600 acquired in the broom
handle business. Until the following
year the partners were engaged in get-
ting out material for local building,
which included the making of hemlock
piece stuff, flooring, ceiling and siding.
They had one small combined flooring
and planing machine, a very small
equipment for a planing mill.

In the autumn of 1884 they got a con-
tract from a firm in Detroit for 500,000
feet of hardwood Ilumber—all to be
first and seconds, for low grades could
not be sold in those days. After secur-
ing the contract they had to find some
one to furnish the money to pay for
the logs and lumber. They showed
their contract to C. J. Lloyd, of Detroit,
who said he would furnish the money

Wm. H.

to fill the contract for $2 a thousand
feet; so they started in. In the fall of
1884 they gave him their note for $85,
the amount they were indebted to him.
At this time Mr. White bought out Mr.
Newville and continued the business
alone. He was making preparations for
his fall skidding when R. R. Perkins,
a merchant in the town, made Mr.
White a proposition to go into partner-
ship with him, stating that he could
furnish capital and merchandise with
which to buy hemlock and elm. In
those days there was little sale for
either elm or hemlock, and elm logs to-
day are worth five times as much as
the lumber was worth then. Mr. White
continued in partnership with the mer-
chant and they cut 2,800,000 feet of
the different.kinds of hardwoods. In
the fall Mr. White bought out his part-
ner and continued the business alone.
The next year he cut 2,300,000 feet and
made 25 per cent more profit than he
had made the previous year on 2,800,-
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000 feet. This gave him faith in his
figuring and in the wood he was manu-
facturing.

In the autumn of 1886 he bought what
was then known as the Sheboygan mill,
owned by the Bank of Sheboygan, She-
boygan, Wis. He paid $6,000 for the
mill and 240 acres of timbered land,
paying $250 down and getting two years’
time on the remainder. He received a
contract from the Sheboygan Chair
Company to furnish 2,000,000 feet of
hardwood each year for two years, the
company having a controlling interest
in the factory. He paid for the mill
and land out of the contract and
brought the deed home the second year.

Mr. White continued the mill another
year alone and then sold a quarter in-
terest to his brother, James A. White,
who paid in $1,000 cash; this was the
beginning of the present firm of Wil-
liam H. White & Co. Two years later
he sold a quarter interest in the busi-

White.

ness to two other brothers, Thomas
and George W., Thomas White taking
three-sixteenths and George one-six-
teenth. Their cash payment was $2,250.
On August 20. 1891, Thomas White
bought another one-sixteen'th interest
in William H. White & Co.’s business.
Since that time there have been just
these brothers as partners in the busi-
ness.

All these years the brothers were buy-
ing logs from farmers delivered at the
mill and pieces of timber that they
should skid up in the fall and draw to
the mill in winter on sleighs. They
would operate each year until they had
got their stock out and then shut down
the mill until the following winter. Fi-
nally they began to find it difficult to
get logs in this way, so they organized
a railroad company known as the Boyne
City & Southeastern Railroad, which
originally had its Eastern terminus at
Thumb Lake, east of Boyne Falls. As
the Whites added to their timber hold-
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ings in Otsego, Montmorency and Al-
pena counties, they gradually extended
the Boyne Falls line to Vanderbilt and
another branch of the road to Elmira
and thence to Gaylord, where they ef-
fected a junction with the Michigan
Central Railway. They are now ex-
tending their railroad to Alpena; in
other words, building East from Gay-
lord and also building West from Al-
pena. They are completing fifteen
miles of new road at the Western end
of the proposed extension which they
hope to finish this fall. At the Alpena
end they expect to complete fifteen to
twenty miles this fall. As soon as they
have completed about twenty-three
miles of road at the Alpena end, they
will commence logging in Alpena and
cut lumber in a mill there which they
have secured and expect to operate.
The timber for that mill will be taken
from the West side of Alpena county
and the East side of Montmorency
county. They hope to complete the
road across the State in another year.
When their railroad is completed be-
tween Boyne City and Alpena they will
have, with the main line and branches,
about 150 miles of road. They should
have a twelve to fifteen year cut with
all these mills.

Mr. White and his associates are op-
erating the parent mill at Boyne City,
known as the W. H. White Co. Mill
No. 1, which has two bands and a re-
saw and cutting about 75,000 feet per
day. They have a dimension mill in
connection with Mill No. 1 which cuts
about 10,000 feet per day. This dimen-
sion mill has two circulars and a band,
several rip tables with two small band
saws for cutting chair rockers and cir-
cular stock. They also operate a large
flooring plant in connection with Mill
No. 1 They manufacture flooring on
one side and the other side they use for
finishing hemlock and building stuff, etc..
They also have a small mill which takes
the by-products from the dimension
mill.  They have what they call their
Mill No. 3, which is a double band mill.
Their Mill No. 2, known as combination
sawmill and shingle mill, was destroyed
by fire last summer and they expect to
rebuild same in the spring. Then there
is the Boyne City Lumber Co. mill,
which is cutting from 70,000 to 75,000
feet per day. This mill has two bands
and a re-saw. When they start the mill
at Alpena it will be operated by the W.
H. White Co. and will have two bands
and a re-saw and will cut 65,000 to 75,-
000 feet per day.

Mr. White is President of the W. H.
White Co., of the Boyne City, Gaylord
& Alpena Railroad Co., of the Boyne
City Lumber Co., the First National
Bank of Boyne City, White Bros. Lum-
ber Company of Vancouver, B. C., Vice-
President of the White Transportation
Co., Secretary of the Tillamook Yellow
Fir Co., of Oregon, Secretary of the
EIlm Cooperage Company, of Boyne City,
and Vice-President of the Boyne City
Chemical Company. He is also a direc-
tor and stockholder of the Wolverine
Hotel Co. and is interested in several
other enterprises in connection with his
lumber business.

Mr. White was married June 23, 1880,
to Miss Wigle, of Kingsville, Ont., with
whom he lived until her death on Feb-
ruary 9, 1889. Two children were the
fruit of the union. October 25, 1899,
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he married Miss M. Louise Reeder, of
Lake City. Mrs. White is a daughter
of the late Daniel Reeder, who was well
known throughout Northern and West-
ern Michigan as a successful dealer in
timber and a banker, having acquired
a comfortable fortune before his death.
Mrs. White is-a thoroughly educated
and cultured lady, being a graduate of
Albion College and an accomplished
public speaker, and is well-known and
identified with Christian and benevolent
work throughout the State, and is much
sought after as a public speaker at dis-
trict and State meetings of the associa-
tions with which she is identified.

Mr. White is a member of the M. E.
church at Boyne City and has just start-
ed on the road to the thirty-second de-
gree in Masonry, having taken his first
degree only a few days ago. He has
few other fraternal relations, owing to
the fact that they would encroach upon
the time he has devoted so assiduously
to business and social duties during the
past dozen years.

Mr. White is certainly a whirlwind
as a business man. In 1886, when his
credit hung in the balance, by reason of
the unexpected action of a certain bank-
er in calling on him for a large amount,
the writer met a leading Michigan lum-
berman and asked him what the out-
come would be. “The outcome is un-
certain,” he replied, “but you can rest
assured on one thing, White will either
be a pauper or a millionaire. There is
no middle ground for him.” The writer
met the same gentleman three years
later at the Peninsular Club and asked
him what he thought of White then.
“He is on the sunny side of Easy
street,” he replied, “and nothing but
death can prevent his reaching the rank
of millionaire inside of five years.” All
of which goes to. show that when a
Scotch-Canadian starts out to accom-
plish a certain object, no obstacle is
allowed to turn him from his purpose
or stay him from reaching the goal of
his ambition.

The Tradesman has no means of ac-
curately estimating Mr. White’s posses-
sions in a financial way. Mrtost of them
are in a formative condition, but if he
lives twenty years longer—and his
sturdy appearance and simple habits of
living would indicate that he will be
spared much longer than this—he will
probably be regarded as one of the very
wealthy men of Michigan. No man has
stuck closer to his business than Mr.
White. He has had his ups and downs,
his losses and his crosses, but he has
always had faith in his business and
never became discouraged. Every
machine is music to his ears. The hum
of the saw, the ring of the anvil in the
shop, the puff of the locomotive and
the hoarse resonance of the mill whis-
tles all serve as a stimulus to further
effort on his part and contribute in no
small degree to the pleasure of his daily
duties.

Mr. White has his peculiarities like
other men who have started in their
career under serious handicaps and sur-
mounted almost unsurmountable obsta-
cles. He is a very dominant man.
Some may regard him as domineering
and, perhaps, this more nearly defines
his mental attitude. In the nature of
things, he had to take a firm stand and
he has maintained a firm stand and a
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steady hand all through life. He had
the misfortune of casting his lines in a
small town where the people are more
jealous of success and more envious of
great ability than are the people in the
larger cities. Because of this fact, Mr.
White has not been appreciated at his
true worth, as he would have been if
he had lived in a large town where men
of his type are daily fighting the battles
of life along the highway to success
and commercial supremacy. Mr. White
has never been a man who has tried to
build himself up on another man’s ruins.
He has been full of initiative, full of
originality and full of courage and he
has kept the faith when a less resolute
man would have fallen by the wayside.
When Mr. White went to Boyne City,
it was a sleepy little village. It is now
a prosperous, growing city, with high
ambitions for the future, and much of
this growth is due to the energy and
example of Mr. White. He has given
that town a chain of industries of which
any city might well be proud. He has
made his home among the people of
Boyne City and has won recognition
and admiration and commendation by
the merit of his course. He has been
first and foremost in every good move-
ment looking toward the betterment of
the town. He has been scrupulous in
his financial transactions. He has been
solicitious over the welfare of his em-
ployes. There may have been lapses.
He may have done things he should not
have done. He may have left undone
things which he should have done, but
his heart has been right all the time and
if anything has been left undone or
anything has been done which should
not have been done, it is due to the fact
that even a most masterful man cannot

manage industries involving several
millions capital without an occasional
lapse.

Mr. White is a conservator as well
as a creator of wealth. In panic times
the industries he controls are not dis-
turbed.  Capital, most timid of all
things, does not lose confidence in him.
He is recognized in the financial world
as one whose word is good—who is as
interested in the welfare of the interests
he governs as in life itself—and on this
foundation of a lifetime’s building he
stands unshaken through the tempest.
He is consistent in his belief. He
wastes neither time nor money—not his
own nor that of other men. He wishes
both to be made productive. At any
time within ten years he could have
shifted the burden of his responsibilities
to other shoulders, escaped the cares
they brought him and lived an easier
life. To the benefit of the industries he
managed—to the benefit of the commun-
ities he served”he did not do this, but
accepted as proper a strenuous career
of continued work and continued en-
deavor.

Mr. White believes in men as indi-
viduals. He is devoted to business, but
not blind to the bloom of life. His
most intense interest is, perhaps, in the
evolution of the individual. He is a
strong believer in self-help. Looking
deep, he sees the thorns upon this rose
of life, but he sees, too, the ways around
and above them. Frugal, temperate and
industrious, he loses no opportunity in
pointing out to young men the way to
success. He has no patience with the
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man who believes the world owes him
an unearned living. His theories, car-
ried into universal practice, would make
socialism practicable—and as a formal
doctrine unnecessary. No system of
fraternity meets his approval which
does not permit the freedom of the in-
dividual, nor keep him moving onward
and upward.

Mr. White is democratic. To him a
man is a fellow being, however'clothed,
wherever placed. The seediest tramp
is an object of interest to him. He is
always seeking for the man within. He
in plain and frank in manner. His com-
mon sense is predominantly evident all
the time. He stands by his beliefs and
yields nothing to popular clamor that
is contrary to his convictions. He
makes no effort to create popularity,
and in its ordinary meaning cares little
for it, but the busiest times of his busy

life find him keenly interested in his
fellow men.
Mr. White is a kindly man. A truer

history than all that has been written
of him may be read in the lines of his
face. His charity is most unostenta-
tious. Wherever possible he shows the
way to self-help. He believes it a crime
to destroy a man’s self-dependence,
which he so thoroughly recognizes to
be his independence. He wishes the
wealth he controls to be used in devel-
oping men, not in furnishing them free
support except where absolutely neces-
sary. Always by his own example and
by personal interest in the affairs of
not one but many of his employes, he
shows his desire that men should be-
come independent. But when need
calls, he responds more largely than the
world will ever know. He is reticent
concerning his charities and reticent
concerning his interest in the advance-
ment of the young men he watches so
keenly. All his deeds, in either direc-
tion, find spokesmen other than him-
self, or remain unknown save to him-
self and the beneficiaries.  Enough
alone have come to light, however, to
show the wide-spread nature of these
deeds.

Mr. White is popular with his em-
ployes with a true popularity—the popu-
larity of confidence. Of that vast army,
because of the demands upon him, he
can know comparatively few well, but
he shows his interest in them as indi-
viduals where he can and his regard is
always evident for them as a whole.
He does not express it in terms of sen-
timent, nor in public letters, nor in ad-
vertised gratuities, but in good wages,
in assurance of permanent employment
following proper effort, in promotion
within the lines where the man fits the
place above him. Few other men have
in this respect so admirable a record.
With clear insight Mr. White sees in
the vast complexities of railroading and
lumbering professions where years of
experience are of great value, and he
has the greatest respect for the right
of a man to permanent employment in
the work to which that man has given
his best years. Good wages he believes
in as essential to good work, and to-day
the esprit de corps of his employes is
not excelled by that of any body of em-
ployes in the world.

Mr. White is a man of force. To
accomplish the gigantic tasks he set for
himself he had to work and to fight, as
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all men do who are factors in the pro-
gress of the world. He has made en-
emies, as every man of strength has
done. Many of his opponents are, of
course, sincere and honest in their most
strenuous opposition. The conflict of
ideas has pitched men of might against
each other since the world began, for
of all the vast multitude, weak and
strong, no two are cast in the same
mold—no two think alike. The divinity
that shapes our ends asks not of us
that we should even rough hew them
alike. Many of Mr. White’s enemies
are, in their opposition, victims of ig-
norance. In the greatness of his re-
sponsibilities, in the thousand ways will-
ingly or unwillingly that he becomes a
factor in the affairs of his fellow men,
in the geographical and social breadth
of his influence, he may be likened to
a mighty stretch of country with val-
leys, mountains and plains, of which no
one person could gain a comprehensive
view or wholly understand. To one—
a back woods settler, struggling for a
living because of the lack of a market,
and saved by the advent of the railroad
—he might appear as a sunlit valley;
to a stage-driver, forced to other em-
ployment by this onward march of pro-
gress, the President of the railway com-
pany might appear as a distant and
bleak mountain. So, the ideas conveyed
of a character so large are as many as
the points of view, determined by per-
sonal interest, by prejudice, by ignor-
ance, by knowledge or by good judg-
ment. He stands for his own acts and
accepts as well right manfully the re-
sponsibility for the results of the acts of
his associates and employes as dictated
by their judgment, in whom he believes,
by whom he stands, and who, in turn
give him their faith and their best
work. He seeks no scapegoat for any
troubles which may arise, nor shifts
any responsibilities, for he is a man.

The historian will seek the broadest
point of view and write his judgment
therefrom. It is enough now to say
that he will be able to write that few
men of Michigan are sowing more op-
portunities to enable his fellow men to
reap occupation—honorable and well
paid.

W ishing and Doing.
Wishing never clears a path,
Nor helps a struggling one;
But Doing gives what good it hath,
And shares its ray of sun.
Frank Walcott Hutt.
Money that works beats money that

talks.
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and Quickly. We can tell you
how. BARLOW BROS,,
Grand Rapids, Mich.

Chase Motor Wagons

Art built in several sizes and body styles. Carrying
capacity frem 800 to 4,000 pounds. Prices from $750
£»,200. Over 25,00 Chase Motor Wagons in use.
Write fer catalog.

Adams 6 Hart
47-44 No. Division St., Grand Rapids
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Features of the Clothing

Trade.
During the past four weeks it has
been practically demonstrated that
even though “weather” be unreason-

able, a very generous business may
be transacted in retail clothing stores.
This, too, in face of the fact that
the country has been tremendously
interested in the result of a presi-
dential election, which in itself is
usually considered a sufficient cause
for small sales in all sections. Dur-
ing the past month the retail cloth-
ing business has been better than was
expected, the result without doubt of
the wonderful prosperity in all rural
communities. W ith bounteous crops
bringing good prices, the effect is
felt in every 'department of trade,
and, as a result, business is “good,”
despite the “weather,” or any other
causes which are popularly supposed
to account for poor business condi-
tions.

Traveling salesman, who represent
wholesale clothing merchants, have
been journeying about the country
for the past two months visiting the
retail merchants and displaying to
them the new spring and summer
lines of clothing. The advance or-
ders which have been booked are said
to be very satisfactory and to com-
pare very favorably with any similar
season since 1907. Stocks of light-
weight garments are low in all stores
and this in itself accounts, in some
measure, for the liberal placing of
advance orders. It is to be noted,
however, that buyers of clothing have
been conservative in making their
selections, and they have bought
only such garments as are staple
styles and have shunned the intro-
duction of any “freaks,” either in
models or in fabric patterns. The
manufacturing clothier had foreseen
this possibility, his lines were planned
accordingly and his models were such
as would please the most modest taste;
the colorings and patterns were like-
wise modest. Grays, blues and browns
have been the most popular colors,
and the fabrics are serges, soft worst-
eds and cheviots. The popular model
has been a three-button sack suit of
the modified English type, although
two-button models in both single and
double-breasted effects have been
largely purchased.

Two-piece suits for next summer
are proving of great interest to the
clothing buyer and he is planning for
the sale of an unusual number of these
comfort-bringing garments during the
hot months of next July and August.
The well-dressed American demands
comfort as well as style in his clothes,
and for hot weather wear, whether

Special
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he is taking his ease at the seaside
or mountain resort; or busy at his
duties in his office in the torrid city,
he realizes that the thin texture suit
of, silk, mohair, tropical worsted,
“Sumar” cloth, batiste or flannel, will
provide the most comfort. He de-
mands these lightweight fabrics and
expects that the maker of the gar-
ments will design the clothes so that
they will retain that elegance of fit,
and keep their shape, which he de-
mands.  This the manufacturer is
bound to do, and thus the popularity
of these light-weight suits has grown,
until the year’s business has almost
become separated into four seasons—
“fall,” “winter,” “spring” and “sum-
mer.”

As regularly as the summer season
out

rolls round the prophecy goes
that it is to be a serge season. Just
why this should be so is hard to

understand, for serge is always a pop-
ular fabric, and there are probably
more suits of it ordered than of any
one other style. One prominent buyer,
in discussing serges recently, stated
that he belived that every man in the
country always had at least one suit
of serge in his wardrobe, probably a
double-breasted blue suit, one that he
can always depend upon as being suit-
able for any call he may make upon
it. This suit, with an extra pair of
white flannel trousers, provides an
ideal outfit for a week-end in the coun-
try, the seashore, or at any other place
he may desire to go for a day or two.
The fact of the matter is that the
“serge season” is every season, and
while the popularity of this fabric may
be greater or less to an extent, there
is always a liberal demand for these
suits in almost all sections.

Manufacturers of clothing have been
almost swamped during Novembef
with the demands of retail merchants,
to furnish for immediate delivery belt-
ed overcoats in semi-ulster and great
coat styles. No provision had been
made for such an unexpected rush
of business on these garments and th’
result has been, as is usual in such
cases, disappointment for the retail
merchant. These coats have won for
themselves a wonderful popularity.
They are made of Irish frieze, chev-
iot, Scotch mixtures, the fleeces and
similar rough-faced materials, many
of them being two-faced, that is, hav-
ing a fancy back woven into the
surface material. The most accept-
able feature of these coats is that they
are extremely light in weight, though
affording ample protection in the most
severe weather. They are designed for
motoring, traveling, driving and for
general all-round wear.

Wilash suits for children for the sum-
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mer of 1913 are being purchased most
liberally by buyers for departments
where these dainty little garments are
sold. There is no doubt of their pop-
ularity and the greatest problem the
manager of such a department has to
solve is how to supply himself with his
needs when the hot days come and
when the store is swarming with
mothers who demand at once hot
weather clothing for their little ones.
The demand is sure to be greater than
was expected. One buyer solved the
problem by ordering many more suits
than he could reasonably expect to
sell; the few garments he did carry
over at the end of the season found
a ready sale, for many mothers have
discovered that for the little ones the
wash suit is the most acceptable gar-
ment for all year round wear, espec-
ially for indoor use. The needed pro-
tection when going out of doors can
be provided by a little heavier outer
coat.

Manufacturers are showing unusual-
ly attractive lines in wash suits for
next summer, and the ever-popular
sailor and Russian styles still seem
to remain at the head of the list—but
in the matter of fabrics it seems as
though the markets of the world had
been ransacked to find novel materials
which will prove attractive. Linens,
crashes, piques, mercerized materials,
even wash flannels and silks, all go
to make up the endless range of fab-
rics.

Play suits for children are in de-
mand and advance sales are compelling
manufacturers to work their factories
overtime.  Cowboy, Indian, rough-
rider, soldier, scout, fireman, baseball,
football and other suits make up a
long list from which to make selec-
tions. These suits are well made and
are accurately designed. They are
packed one suit in a box and retail
at from one to five dollars each, and
are sold in clothing, department and
toy stores and a good margin of pro-
fit is assured the dealer. This line
especially appeals to the wide-awake
retail clothier. In showing these goods
the boys form the habit of coming
to his store, and when in later y;ars
they need clothing and furnishing
goods they are apt to make their pur-
chase in the same establishment.—
Clothier and Furnisher.

Easy Enough.

“l see,” said Bilkins, “that a French
scientist has discovered a method for
staving off old age”

“Well, what of it?” demanded Wil-
kins. “There’s nothing new in that.
A man can stave off old age by jurrfp-
ing off the Eiffel Tower; or dropping
a lighted match in a powder barrel
while sitting on it; or by rocking the
boat when he’s out on the water; or
by riding over Niagara Falls sitting
astride of a log. Those French scien-
tists make me tired with their hulla-
baloo over nothing.”

Liberal About Time.

A West Virginia judge arraigned a
shanty boater for stealing a horse,
denounced him as a persistent law-
breaker, and then sentenced him to
ten years at hard labor in the State
prison.
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“Have you anything to say?” he
asked when he was through.

“No” said the sentenced one—*“ex-
cept that it strikes me you are pretty
durned liberal with other people’s
time!”

A Little Too Portable.

A man who had taken an interest
in the “back to the land” movement,
met a friend who was anxious to know
how he had made out.

Was that one of those portable
bungalows you bought?” asked the
friend.

“l guess it was,” replied the other
rather ruefully. “The wind carried
it away one day.”

Occasionally a man hunts up a
loud shirt when he wants to put on
a bold front.

Set others a good example by giv-
ing yourself a square deal.

iviosr or our trouDies are magnified
at short range.

W hat Have You to Sell?

a DRY GOODS stock; or part of it?

a CLOTHING STORE; or part of it?

a GENTS’ FURNISHING STORE; or part of it”
a SHOE STORE or an odd lot of SHOES?

We Buy anything and everything For Cash and do it
Quick.” write Today and we*11 be there Tomorrow

PAUL L. FEYREISEN & COMPANY
Mid-City Bank Bldg., Halsted & Madison Sts., Chicago

THE

TVW
GpandRap/ds. M/ch

Wilmarth Show Case Co.

Show Cases
And Store Fixtures

Jefferson and Cottage Grove Avenues
Grand Rapids. Mich.

TOREACHYOLR
IAMTTHIG AN STATE
A TELEPHONE -

Holiday Gifts

Plush Robes. 11.75to J25.00
Fur Robes 7.25 to 100.00
Auto Robes.. 300to 16.00
Tonneau Robes 6.00 to 9.00

Steamer Rugs. 60x 80inches.. 450to 1000
Riding Saddles. 400to 3500
Riding Crops 125to 500
Bridles....... 150to 1800
Coach Whips 100to 6.00
Driving Whips.....c.ccovvviniiiininns . to 1500
Carriage Heaters.. 125t0  4.00

Fur Coats............. 16.00to 40.00
Fur Gauntlet Glove 225t0 10.00
Fur Gauntlet Mittens. 200to 4.00
Foot Muffs. 400to 6.00
Puttees 350
Cutters and Sleighs . 80.00
Sleigh and Swede Bells.. B0to 550

Sherwood Hall Co., Ltd.
30-32 lonia Ave., N. W.
Grand Rapids, Michigan
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PREMIUMS AND SPECIALTIES.

They Each Have Their Place in the
Store.

like other things, have
their place in advertising, and are
good in their place. But they are not
the whole thing, nor the last and final
word in publicity.

To use them at all they must be
used properly. They must be put in
their place, and fill that place, or they
are much better left alone.

Specialties,

To give gifts, such as calendars,
bric-a-brac and other novelties, for
the purpose of attracting custom, it is
necessary to give to all comers or the
effect is marred. Somebody’s feelings
are hurt if overlooked. If Mrs. Jones
gets one of the gifts and Mrs Smith
does not, look out for trouble. Not
only is Mrs. Smith offended, but she
takes great pains to publish the fact,
and there is more harm than good as
a result of the scheme.

If the merchant can afford to buy
these novelties and distribute them
indiscriminately, all right. Some one
will be attracted, and he may make
new customers.

A plan much in vogue is to give
premiums with certain kinds of goods.
That is legitimate. But premiums
are for a specific purpose—to sell the
particular goods with which they are

given. That cannot be strictly called
advertising. It is more in the shape
of a bonus To give trading stamps

or coupons to purchasers is an en-
tirely different matter from handing
out a souvenir to all visitors at an
opening, or sending the gifts around
to the houses. The latter is specialty
advertising, and it is the only thing
against which we warn our readers.
And we do not want them against
that if it is done regardless of cost.
It is a very good way to get into the
public eye, if every eye is thus fo-
cused. But it will not do to make
one eye smile with pleasure when re-
ceiving a gift while another squints
disapproval because it is slighted. Be-
ware of the cross-eyed customer for

whose crossed vision you are re-
sponsible.

Another thing we said recently,
and reiterate, is that there is more

than the gift necessary in advertising:
Other publicity is essential. Suppose
you send around your gifts, and have
never advertised in any other way.
Your calendar, or whatever it is, goes
to the trade as coming from Blank’s
General Store. The recipent gets it
and wonders who Blank is, for the
name is unfamiliar. But if it has been
hammered home already through the
columns of the newspaper, by distrib-
uted circulars or by letters, the gift
comes with force. It is understood,
and the generosity of the giving is
at once connected with the house that
gave.

This point ought to be clear enough
so that we will not be misunderstood,
again.

As to premiums. There are cou-
pons, and coins and various kinds of
come-backs given with certain goods.
The trade understands very readily
that a package of a particular cereal
must be purchased to get a coupon,
or a pound of a certain coffee to get
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a coin, of a carton of a specified fruit
to get some other premium. This
creates no hard feelings. Then the
customer buying something on which
there is no premium is not affronted
because a neighbor Duys the premium
goods to get the prize. It is well
known that the only thing necessary
is to buy the other thing and get the
come-back. Plain as an ugly face,
and understood by all.

If it pays to use premiums with
certain goods, use them, by all means.
No word of this paper is counsel
against it.

If you can send gifts around the
town, to everybody, old friends and
new, send them. But the person
whose trade you do not want must
get one the same as the desirable
customer, for those not wanted peo-
ple are the loudest talkers, and their
friends will not know why you cut
them out.

The danger in specialty advertis-
ing is not in what you do, but in
what you do not do. Everybody
likes to get something for nothing,
and when a free dispensary has been
opened they all want to be treated.

It is safe to build your business by
any good method. But the specialty
is the connecting link which cements
acquaintances already made. That is
why other advertising is also neces-
sary.

At Christmas time you do not send
a present to some one with whom you
are not acquainted. If you do, the
question is at once aroused as to why
it is done. What does he want to get
out of me? is the question naturally
considered by the recipient.

Newspaper advertising is the intro-
duction of the merchant to the trade.
Having thus become known to the
community he can with perfect eti-
quette send his gifts. But he must
send to all. You know what it means
to slight a friend if you are sending
holiday presents. If they are refined
people they will not mention your
neglect, but they will do a power of
thinking.

*People have even been known to
take offense because they did not re-
ceive a simple circular announcement
of a store. “Don’t want my trade.
| suppose,” is the spiteful remark of
the party overlooked. Never takes
into consideration for a moment the
possibility of the store keeper having
to trust details like the sending out
of circulars to some one who may
not have his interest enough at heart
to be extremely particular, and any-
how, the very best make mistakes. In
printing the list of a certain associa-
tion of business men in a large city
the names of several of the most im-
portant were omitted by a printer’s
error.

If oversights cause dissatisfaction
where the occasion comprehends
nothing of value, how much worse
where the giver is known to have
spent money to gather together the
gifts he is dispensing.

Give gifts, if you want to, at gift
giving seasons, to all your customers.
But do not send them to non-custom-
ers unless you send to all. There
may be an exception, occasionally,
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and of exceptions we cannot speak,
for circumstances govern all cases.
But in a small community, where it
will probably become known if you
are neglecting somebody, let alone
the distribution of gifts for the pur-
pose of getting new trade unless you
are making the distribution general.

This is a fair way to consider the
matter on the average. It is a safe
guide. But give all the premiums at-
tached to the purchase of specific
goods that you want to pass over the
counter. For, as already stated, that
is not gift giving, nor can it be so
construed. It is purchasing the cus-
tomer’s fealty to a particular line or
brand.

Too Early in the Day.

Reports had come to the President
of a famous Eastern college that one
of the students was drinking more
than was good for him. Meeting the
offender on the campus one morning
the head of the university stopped him
and said severely:

“Young man, do you drink?”

“Well—why”—the student hesitated
—*“not so early in morning, thank you,
Doctor.”

The success of your aim may de-
pend upon the target. It is much eas-
ier to hit a cow than a rabbit.
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Butter, Eggs, Poultry, Beans and Po-
tatoes, at Buffalo.

Buffalo, Dec. 10—Creamery butter,
fresh, 33@37c; creamery storage, 30
@33c; dairy, 25@32c; poor to good,
all kinds, 20@24c.

Cheese—Fancy, 17@17”c; choice,
1672c; poor to common, 10@15c.

Eggs—Choice, fresh, candled, 33@
35¢c; cold storage, candled 22@23c.

Poultry  (live)—Turkeys, 18@20c;
cox, 10@Illc; fowls, 12@14c; springs,
12® 15c; ducks, 16@17c; geese, 14@
15c. Poultry dressed, turkeys, 20@
22c; ducks, 18@20c; geese, 13@1l4c;
chix, 13@16c; fowl, 13@15c.

Beans—Red kidney, $2.75; white
kidney, new $3; medium, new $2.50;
narrow, new $3; pea, new $2.50.

Potatoes—60@65¢c per bu.

Rea & Witzig.

Charge It.

"l should like to open an account at
this bank, if you please.”

“We shall be glad to accommodate
you, madam. What amount do you
wish ‘to deposit?”

“Oh, but I mean a charge account,
such as | have at the big dry goods
stores.”

A man ceases to be a good hus-
band when he begins to feel sorry for
himself.

Rubber Boots
For Your Fall Trade

Let us ship you a case or two of famous

WOONSOCKET BRAND

HEAD” BOOTS.

Bear Brand
Wales
Conneticut
Woonsocket

“ELEPHANT

Goodyear

THE MAUMEE RUBBER CO.

Stock No. 896

Brown Hard Pan. 6 inch
Black Hard Pan. 10 inch
Black Hard Pan. 12 inch.
Black Hard Pan. 16 inch.....
Black Elk. % Double Sole. &
Double Sole. 6 inch___2 35

Brown EIK.

224-226 Superior St.,, TOLEDO, OHIO

H. B. Hard Pan

Unlined Blucher
No. 896 .$2.35

Brown Hard Pan Uppers
Full Size Bellows Tongue
Three Full Soles
Perfect Fitting. Roomy Last
Standard Screw

Cap Toe.

THEY WEAR LIKE IRON

Herold-Bertsch Shoe Co.
Manufacturers “Bertsch” and “H. B. Hard Pan” Shoes
Grand Rapids, Mich.
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Grand Council of Michigan U. C. T.

Grand Counselor—John % Adams, Bat-
tle Creek.

Cirand Junior Counselor—E. A. Welch
Kalamazoo.

Gralyd Past Counselor—Geo. B. Craw
skey.

Peto

Grand  Secretary—Fred C. Richter.
Traverse City.

tI'(%tra\nd Treasurer—Joe C. Wittliff, De-
Grand Conductor—M. S. Brown, Sagi-
Daw.

Grand Page—W. S. Lawton, Grand
Rapids.

Grand Sentinel—F. J. Moutier, Detroit.
Grand Chaplain—C. R. Dye, Battle
Jreek.

Grand Executive Committee—John D.
Martin, Grand Rapids; Angus G. Mc-
Eachron, Detroit; James Burtless,
Marquette; J. C. Saunders, Lansing.

Michigan Knights of the Grip.

President—C. P. Caswell, Detroit,
secretary—Wm. J. Devereaux, Port
Huron.

Treasurer—John Hoffman, Kalamazoo.
Directors—F. L. Da_P/, Jackson; C. H.
Phillips, Lapeer; 1. T. Hurd, Davison;
H. P. Goppelt, Saginaw; J. Q. Adams.
Battl Creek; John D. Martin, Grand
Rapids.
The Story of a Man Who Never

Failed.

“My entire life has been spent in
working along strictly organized lines.
Since | was thrown out to shift for
myself at the age of 20 | have been
engaged in moving the world’ goods
by selling them.

“Success met me the first day |
went on the road, took me by the
hand, and has been my constant com-
panion ever since.

“In all the years | have spent sell-
ing merchandise | have never called
upon a man without first formulating
a distinct, definite proposition that
when properly presented would result
in securing his order.

“l switched from line to line, al-
ways progressing, until | became the
highest salaried and undoubtedly the
most successful salesmen of railway
supplies in America.

“l want to impress upon you that
every day marked a step forward for
me. | was making the most of my
time, not only in selling material and
earning my salary but in learning men
and conditions. Human nature is the
most fascinating study in the world
and the most profitable one. A thor-
ough knowledge of what different
personalities will do under different
conditions—the ability to tell a man’s
tastes, likes, dislikes, peculiarities, etc.,
by looking him over and talking with
him—well, when you can do these
things the world is yours to do with
as you like.

“It took me years to arrive at this
point, but I awoke one day to the
fact that | seldom made a mistake in
sizing my man; that one of the fun-
damentals of my success was that

I sold my man, not my mer-
chandise. And the day | realized
this | realized that my Knowl-

edge must be capable of capitaliza-
tion at a higher figure than | com-
manded at the time. And, mind you,

MICHIGAN

I was drawing and earning $15,000 a
year every year, owned my own home
in one of the fashionable suburbs, had
an automobile—in short, was in the
class usually termed successful. But

I was working for somebody else
and | felt in my soul that | could
earn many, many times the amount
I was making if | could only strike
the right angle. So | took a vacation
—went up in the Adirondacks to hunt
and fish and think.

Experience justified me in making
the mental statement, ‘I can sell any-
thing in the world, irrespective of
price, regardless of its nature.” With
this premise to go upon | asked my-
self the question, ‘W hat is the biggest
sale | could make, the largest sale
possible? W hat article runs into most
money or individual sales?’

“You see, my thought was that
there must be some business where
individual sales ran into so much
money that three or four of them a
year would make a salesman $100,000
or so in commission. And this, |
believed, could be accomplished with
no more effort than | was expending
to earn my $15,000.

“But it was no easy matter to find
the proper article. As a matter of
fact, my question wasn’t answered in
the Adirondacks. | got it down in

Central Illinois on a business trip
some six weeks later.
“The man | was calling upon in

explaining some of the many advan-
tages of the town in which he lived
made this statement, ‘Some of our
local statisticians figure that this town
if sold for cash to-morrow would
bring $6,000,000,000.

“The remark at the time impressed
me, but about ten days later it be-
came really significant. On an auto
trip out of one of the largest towns
in the West we were running down
a hot road, through a bare, sandy
stretch, when my host called my at-
tention to it with, ‘Here’s land that’s
worthless for farming; it’s too sandy
to raise crops, yet it’s within easy
reach of the best shipping facilities
in America and would make a wonder-
ful location for some enormous in-
dustry. Trouble is, most of these
great, big factories are deeply rooted
right where they are, and about the
only way this land will ever get the
manufacturers who should be here
will be by gradual growth.’

“Right there | put two and two
together and found that it made four.
Practically worthless land with won-

derful railroad facilities. Here was
what | had been waiting for. | would
build a town and sell it. My decision

once made, | sat down and mapped
out my plan of action.
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“Step one was to acquire an option
on the land and secure capital. Step
two would be to get the factories
there. This, of course, was the most
important step, because it brought
with it immediate™ population for our
little city in the shape of the workmen
and executives of the factory and in-
sured a railroad station.

“Sounds simple enough in the tell-
ing, doesn t it? But the execution of
the plan proved just about the hardest
job I ever tackled. First of all, 1
looked up the different industries of
America to decide as to which ones
employed the most men. | finally
selected three enormous manufactur-
ing concerns which were practically
monopolies in the lines they repre-
sented.

“My next step was to interest cap-
ital. This | succeeded in doing, and
on the basis of one-fifth the net pro-
fits on the enterprise | secured the
co-operation of a syndicate of New
York capitalists. This took me seven
months, but finally they came across
and we bought the sand land—»5,000
acres of it. We then had prominent
architects lay out a model manufac-
turing towns with sketches of work-
ers’ homes, factories all in one por-
tion, dwellings in another. | took
the plan to the first manufacturer on
our list and interested the President
to the point where he called a meeting
of the Board of Directors to consider
our proposition.

“It was an attractive one. W]
agreed to give them the land free,
erect their factories, and pay all ex-
pense of moving and installing ma-
chinery. The advantages to them
were decided. Far better shipping
facilities, a town composed exclusively
of workers with ideal living conditions.
The part that helped my project most
was the fact that these people had
been seriously considering moving
their main plant to a point farther
W est on account of the fact that their
business, the bulk of it, was coming
from the far West and a plant in that
vicinity would insure an enormous
saving on freight rates.

“In short, the first people | called
on were favorably "inclined. Then |
called on the second and third manu-
facturers and they also took the prop-
osition under consideration.

“Naturally at this point you will ask
where did we make our money? Here
is your answer. We were going to
build the city in its entirety and our
money would come from the rental
and sale of homes to workers. In
other words, we were prepared to pay
a big price for population. And our
figures, which were afterward proved
to be absolutely correct, showed that
we could make enough money to
break even on our original investment
within two years after the city was
in operation.

“This was an enormous project.
Large corporations move slowly, but
I had laid my plans well and one
year from the day | made mp first
call on the first manufacturer they de-
cided to accept our proposition and
contracts were signed agreeing to
move to Factory City, as we called
our town, one year from date of sign-
ing. Ground immediately was broken
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at Factory City, plant buildings were
erected, and cottages for workers
completed. While this work was un-
der way another of our manufacturers
came across, and we started opera-
tions on their plant and homes for
their employes. These two concerns
employed 5,000 people. So you see
already our city had an insured pop-
ulation of 5,000, and the “worthless”
sand land had assumed a real value.
The fact that these two large factories
were locating there had its effect upon
other smaller manufacturers, and
within a year we had eighteen small-
er factories located on the same basis
as the larger ones.

Speculators in land began to
clamor for Factory City lots, but there
were none on the open market. We
controlled every inch of land for miles
around, and all property sold was
disposed of by us at our figures.

“Four years from the day | first
conceived the idea of Factory City
the syndicate which had financed the

undertaking came to me with the
proposition that | sell my quarter
interest to them. | agreed, and the
purchase price was $2,000,000! Two

million dollars profit on five years’
work. Sure enough, I had made the
Big Sale and my ‘stake’ at one and
the same time.”

“What became of Factory City?”
asked the Average Man.

“Twenty-four thousand population
to-day, and my two millions would
be ten if I had hung on,” answered
the Distinguished Looking Man with
a trace of bitterness in his voice.

What are you doing now?” the
Average Man looked at him sharply.

The Distinguished Looking Man
smiled slightly and opened the door
of the limousine for the Average Man
to alight. “Helping my wife spend
the interest on $2,000,000.”

A handsome woman entered the
limousine, seated herself by his side,
the door closed, and they drove away,
leaving the Average Man standing
on the side walk.

“l wonder,” said the Average Man
to himself, “I wonder if he did tell
the truth. Irving R. Allen

To the deadly fly is now attributed
another disease—that of infantile par-
alysis. The Harvard medical faculty
announces, as a result of its investiga-
tions, that the common stable fly dis-
tributes the germs of this disease.
Common flies apparently harmless, are
now known to be the carriers of ty-
phoid fever, of the sleeping sickness,
of ophthalmia, and of infantile paraly-
sis, and are thus among the worst
enemies of the human race.

A business which is without stand-
ards of market value in point of
quality as well as quantity is, at best,
mere speculation.

Some men are judged by the
amount of technical jargon they can
spout, but even a parrot can learn a
part.

When monopolists can not buy
what they want they simply take it.

Are you the kind of man you think
your neighbor ought to be?



December 11, 1912
and Gossip Around Grand
Rapids-

Grand Rapids, Dec, 9—The regular
meeting of U. C. T., No. 131, held
Saturday night, was some gathering
and a fine attendance was on hand.
There were some important matters
settled during the business session
and some things started. The ladies
held a pedro party while the men
were busy and they all had a fine
time. Mrs. Abe. Peters won first
prize, Mrs. Fred May, second and
Mrs. F .. Hannifan carried off the
booby. After the pedro party and
meeting, a short program was given.
F. C. Mooney, accompanied by his
sister on the piano, rendered two
vocal selections. Mr.  Brockman,
who expects to become a member of
131 soon, gave an Italian’s version of
a baseball game and told funny
stories. Ed. Bottje, the well-known
brother and piano tickler, and H. C.
Harper, who plays a violin, gave a
selection of popular music which took
fine with the audience. Our meetings
are sure getting more interesting
from month to month.

Don’t forget your assessment must
be paid before December 25 and your
clues for the next six months Decem-
ber 31. This is very important, so
do not forget to cash in.

Mrs. William Berner, who is con-
fined in Butterworth Hospital, is gain-
ing rapidly and it is expected she will
lie able to go home in about two
veeks. Bill will be some tickled.
Speaking of Bill, he was at the meet-
ing Saturday night.

Mrs. Doc. Hudson went to Albion
to attend the funeral of her cousin,
Harry Bortles, who was killed in the
wreck on the Pennsylvania Railroad
near Dresden, Ohio- Mr. Bortles was
a representative of the Gale Manu-
facturing Co., of Albion.

Otto Weber reports that the hotel
at Luther has been fixed up and is
esome class.

Mrs. F. H. Buck, wife of the well-
known pill peddler, who is a mem-
ber of 131, is still in Cleveland. Mrs.
Buck went there on account of her
brother’s illness and on his recovery
was about to start for home when
ner sister was taken sick. Mr. Buck
hopes his wife will be home before
the holidays.

Mrs. W- R. Rayburn and baby have
gone to Bloomington, 111, to visit her
parents. Mr. Rayburn will leave for
Bloomington next week. Mr. and
Mrs. will spend the holidays there-

Harry McCall was busy all day
Sunday refinishing the «floors of his
house.

J. A. Keane is nursing a bad cold.

Mrs. W. O. Ephlin, wife of Wilbur
O. Ephlin, a member of 131, died last
week at St. Mary’s hospital. Mrs.
Ephlin was 27 years of age and, be-
sides the husband, is survived by two
small sons- The members of 131 ex-
tend their heartfelt sympathy in the
bereavement of Mr. Ephlin.

The boys are now -calling Frank
Holmes the night shirt detective.
Frank is good at finding lost articles.

The U. C. T.’s of Michigan, who
have for years been advocating sani-

News

tary conditions in hotels in this
State, have gained a champion of
their cause in Hon. James Henry,
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Representative from Calhoun county.
Mr. Henry is going to introduce a
bill to regulate sanitary conditions
in all hotels during the next session
of the Legislature. The U. C. T.s
iave gained numerous victories in the
past in making hotels clean up. There
re a lot of hotels right now that
should get busy and fix up, and in
many instances these bad conditions
exist in hotels getting high prices.
The hotels whom this coat fits should
put it on and get busy before they
are forced to.

The Michigan & Chicago Railway
has submitted a portion of the map
of their route for the Grand Rapids-
Kalamazoo Interurban Line to the
State Railroad Commission and the
Commission has approved of the plan
as outlined. There are three cross-
ings of the G. R. & I. and one each
of the Michigan Central, Allegan
branch, and of the Chicago, Kalama-
zoo & Saginaw, now owned by the
Michigan Central, on the route ap-
proved by the Railroad Commission.
Both the Kalamazoo river at Kalama-
zoo and the Grand river at Grand
Rapids will be bridged with the latest
type of steel girder bridges.

Mr. Walker, proprietor of the Tay-
lor Hotel, at Shepherd, says the trav-
eling men don’t patronize him. We
think if Mr. Walker would clean up he
might possibly get some business, as
we don’t know of but one Al hotel
on the Ann Arbor line.

Ask Allen Rockwell if he likes his
new job as assistant city light in-

spector. Some job to get up at 5
a. m.
Doc. Hudson, P. D. (pill doctor)

and Doc. Richards, Hi. D. (horse doc-
tor) took a drive from Central Lake
to Bellaire last week in a motor boat-
Nice weather and a fine time. Large
snow storms. They say they saw at
least 500 ducks, but we understand
they were seeing at least dou’-le
possibly triple, and they were in a
dry county, too. F. C. Mooney.

Which Should Meet In-

stant Response.

Port Huron, Dec. 10—For twenty-
three years the Michigan Knights of
the Grip, guided always and only by
honor and charity, have brought hope
and assistance in times of trouble and
affiction to many of Qur members and
their families.

The few dollars paid annually by
each of us have brought prayers of
thankfulness from many a sorrowing
home, and the many letters on file
in the office of our Secretary are the
best evidence that appeals to the loyal-
ty and generosity of our members
have never been made in vain.

Your Finance Committee regrets to
inform you that since our last meet-
ing, September 6, eleven of our mem-
bers have died, the claims of those
beneficiaries, together with six other
claims which were in process of ad-
justment at that time, will be present-
ed for payment to your Board of

An Appeal

Directors at their next meeting, De-
cember 26.
These seventeen claims, added to

the twenty already paid so far this
year, make a total of thirty-seven—
twelve more than have ever been pres-
ented before in one year.
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Ordinarily the five assessments,
which your Board ordered this year,
would have paid all claims against the
Death Benefit Fund, but on account
of the wunusually large number of
deaths the past two months your Com-
mittee deems it for the best interests
of the organization to issue an appeal
to each member for $5 in order that
all claims now pending may be paid
December 26.

Only five times in our history has
it been necessary to call more than
four assessments.

Your Secretary and Treasurer, in
generously waiving their salary com-
mission on all moneys received from
this appeal, have shown the true
Michigan Knights of the Grip spirit
of “doing something for the other
fellow.”

Below is the list of members who
died this year or whose claims were
presented this year.

Twenty Paid Claims.

B. C. Bastedo, Detroit; James A.
Massie, Grand Rapids; Wm. F. Hall,
Chicago; Mark Tomlinson, Plainville,
Wis.; Jas. E. Bond, Bay City; Eugene
W. Crane, Adrian; Will Comback, In-
dianapolis; John W. Hallett, Detroit;

Frank E. Wicking, Detroit; Jas. M.
Eckels, Toledo; R. E. Johnston, De-
troit; Wm. Bartels, Detroit; L. A.

Brown, Detroit; D. L. McDermid, De-
troit; Jas. D. McKay, Grand Rapids;
Chas. L. Fleming, Madison, Wiis.;
Geo. Frank, Detroit; Edwin M. Scott,
South Fallsburg, N. Y.; C. W. Faust,
Traverse City; E. R. Maxwell, Wash-
ington, D. C.
Seventeen Pending Claims.

S. D. Hooper, New York; C. S. Rob-
inson, Grand Rapids; S. M. Lemon,
Grand Rapids; P. L. Van Rosmattlen,
Minneapolis, Minn.; L. C. Bradford.
Holland; A. L. Flack, Tiffin, Ohio;
Chas. A. Pettibone, Detroit; Wm. H.
Marvin, Utica; Chas. W. Gilkey, Lan-
sing; H. H. Penniman, Minneapolis;
FI. J. Fitch, Lakewood, Ohio; R. M.
Cope, Owosso; Geo. F. Stewart, Sagi-
naw; Chas. H. Smith, Saginaw; J. J.
L. England, Detroit; L. B. Davis, Mt.
Clemens; L. D. Hubbard, Cleveland.

We feel that each member of our
grand old organization will gladly and
promptly meet this appeal.

H. P. Goppelt.

F. L. Day.

John D. Martin.
Finance Committee.

The Tradesman prints the above
appeal with much pleasure, in the con-
fident hope that every member of the

Michigan Knights of the Grip will
make an immediate response to the
request. It has been known for some

months that the death rate this year
was exceedingly large. This not only
applies to the Michigan Knights of the
Grip, but to all fraternal organiza-
tions with which the Tradesman is
familiar. It has been one of the most
trying years in the history of frater-
nalism in this country. Inasmuch as
the Knights of the Grip is based on
fraternalism, pure and simple, it is
now in order for every member to
contribute his $5 with the utmost
cheerfulness and the Tradesman will
be very much disappointed if a single
member ducks or even hesitates in

this emergency. The Tradesman re-
grets that it has not on file figures
showing the enormous sum in the ag-
gregate which has been paid to the
widows and orphans of deceased mem-
bers since the Knights of the Grip
was organized, twenty-three years
tigo. In many cases these payments
were all that stood between the widow
and the poor house and the orphan
and the orphan asylum. The amount
of good that has been accomplished
by the organization can never be com-
puted in dollars and cents. There
comes a crisis in the life- of every
human institution and, when the cri-
sis comes, it is the duty of men to
stand by their guns. If a single mem-
ber of the Michigan Knights of the
Grip deserts his post of duty at this
time, the Tradesman will have noth-
ing but contempt for him. The Trades-
man believes that every member will
send in his $5 within a week after re-
ceiving the notice, requesting him to
do so.

Omitted From Marquette Correspond-
ence On Page Ten.

It is also being whispered around
that the savior of the shooting honors
for the home Gun Club at Marquette,
a man reputed to be the best target
shot in this part of the State, Lester
A. Boyd, during his recent hunting
trip in the vicinity of Ewen, got an
elegant shot at a beautiful buck, but
was seized with an attack of “buck
fever.” that instead of shooting his
deer, he unloaded the cartridges out
of his rifle.

Guy M. Johnson, of Escanaba,
formerly with the National Cash
Register Co., and who recently most
successfully substituted for M. T.
Thorsen during his four months’ visit
to Europe as representative of the
Robert A. Johnson Co., Milwaukee,
has now been given a regular territory
for that company, with headquarters

at Waterloo, lowa, and we are in-
formed is doing finely. Success to
you, Guy. You couldn’t succeed be-

yond the good wishes of the boys in
Michigan!

in the Salesmen.
Dec. 10—Will you
kindly mention in the next issue of
the Tradesman that we have again
been obliged to call in all our sales-
men, this time for the entire month
of December, on account of our over-
sold condition? Our factory is now
so far behind on orders that it will
be impossible for us to make ship-
ment of all orders on file until the
latter part of January.

G. J. Johnson Cigar Co.

Have Called
Grand Rapids,

There are 115 members of the
Michigan Knights of the Grip in this
city and there would seem to be no
reason why at least seventy-five of
these members should not attend the
annual convention at Kalamazoo oh
Dec. 27 and 28. The meeting will be
of especial interest this year, because
the organization has apparently come
to the parting of the ways. The death
rate has been unusually heavy and the
boys must now show their colors,
which the Tradesman believes they
will do in such a way that it will be
to their everlasting credit.



42

Michigan Board of Pharmacy.
President—John_J. Campbell, Pigeon.
Secretary—W. E. Collins, Owosso.
Treasurer—Edwin T. Boden, Bay City.
Other Members—G. E. Foulkner, Del-

ton; Ed. J. Rodgers, Port Huron.
January meeting—Detroit.

March "'meeting—Grand Rapids.
Michigan State Pharmaceutical Associa-
tion,
_dPresident—Henry Riechel, Grand Rap-

ids

First Vice-President—F. E. Thatcher,
a

Ravenna.

Second Vice-President—E. E. Miller,
Traverse City.

Secretary—Von W. Furniss, Nashville.
Treasurer—Ed. Varnum, Jonesville.
Executive Committee—D. D. Alton
Fremont; Ed. W. Austin, Midland; C
S. Koon, Muskegon; . . Cochrane,
Kalamazoo; D. G. Look, Lowell; Grant
Stevens, Detroit.

Michigan Pharmaceutical Travelers’ As-

. sociation. .
President—F. "W, Kerr, Detroit.
Secretary-Treasurer—W. S. Lawton,

Grand Rapids.

. .Grand Rapids Drug Club.
President—Wm. C. Kirchgessner.
Vice-President—E. D. De La Mater.
Secretary and  Treasurer—Wm. H.

Tibbs. . .
Executive Committee—Wm. uigley,
Chairman; Henry Riechel, Theron Forbes.

Sense Perception With Reference to
Citrus Flavors.
Written for the Tradesman.

It is the order of nature that knowl-
edge of its phenomena is conveyed to
the animal intelligence by the nerves.

In the higher orders these nerves ex-
cept those of touch are differentiated as
nerves of special sense, each of which
perceives and sends to the brain those
sensations which specially affect it.

Among these strictly localized nerves
of special sense is the olfactory nerve,
situated in the nose, whose duty it is
to judge of the identity and quality of
all matter having a definite flavor or
aroma.

By this sense—the sense of smell—
whose importance has been too little re-
garded by scientific men, but which has
always been the chief reliance of ex-
perts in judging the quality and fixing
the value of teas, coffees, tobaccos, al-
coholic and other beverages, buyers and
users select the great variety of food
products in daily use with great ac-
curacy which increase with experience
by which the finest gradations of quality
may be recognized.

Even when food products owe their
nutritive value to substances having no
odor, practically the flavor fixes the mar-
ket price, and properly so, because those
foods are most acceptable and most like-
ly to be useful which agreeably impress
the nerves of special sense, the optic
nerve which notes the appearance and
the olfactory nerve which perceives
the flavor.

And because an agreeable flavor is
practically so large an element of value
in a food product, it is a universal cus-
tom to add flavoring substances to such
foods as have little or no flavor of their
own.

To supply this real need the great
business of preparing flavoring extracts
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has been built up, using in the aggregate
large capital, employing skilled labor
and serving many trades preparing for
the market foods and beverages.

Chief among these flavors is vanilla,
of which a satisfactory extract may be
prepared by any one of several methods
all in common use.

Although the flavors of the various
citrus fruits are agreeable, the prepara-
tion of a permanently good extract,
stable in flavoring strength and con-
taining and capable of imparting to a
food product or beverage the true flavor
of the fresh citrus fruit, is involved in
difficulties.

It is known that in the citrus fruits
the flavor is not in the acid juice, but is
confined to the essential oil found only
in glands in the outer part of the rind,
also that this essential oil is not a sin-
gle definite organic chemical compound
mixture of hydrocarbons, aldehyds, es-
ters, inodorous coloring matters and
stearoptenes, some of which are non-
volatile except by chemical decomposi-
tion and all in varying proportions in
different specimens of the same kind of
oil, the differences in pure fresh oil be-
ing due to the soil in which the fruit is
grown, the amount of rainfall and of
sunshine in the growing period and the
degree of ripeness of the fruit.

The pure oil is subject to deterioration
by oxidation of the terpenes in the pres-
ence of air and light.

Although a few authorities ascribe
some flavoring qualities to the hydro-
carbons (terpenes) which constitute the
chief bulk of oil of lemon, the long ex-
perience of the house with which | am
connected in the preparing of terpene-
less extracts continuously for nearly
thirty years leads me to believe that the
thoroughly washed' terpenes are, when
freshly prepared, inert as flavoring
agents. It is true that as mechanically
isolated by our process the terpenes, be-
sides their oily taste, have a sharp bite
perceptible on the tip of the tongue,
but this is a matter of taste and should
not be confounded with the flavor which
is perceived by its nerve of special sense,
the olfactory nerve.

The hot sensation of many essential
oils, undiluted or dissolved in alcohol,
can be perceived when rubbed on the
skin of any part of the body.

Although Oil of Capsicum has a de-
cided hot taste perceived on the lips and
fauces as well as on the tongue, its flav-
or is very slight. The heavy odor char-
acteristic of several Solanaceous fruits,
some very hot and others insipid (taste-
less), and in no way connected with the
taste, is all that the nasal test can de-
tect in Capsicum.

Since the terpenes, which make up
more than 90 per cent, of the bulk of
oil of lemon, readily absorb oxygen,
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acquiring a turpentiny odor—a process
not entirely prevented by dissolving the
oil in alcohol—it is necessary that these
terpenes shall be removed in preparing
a really good extract of lemon, stable in
its flavoring quality.

One method, long in use, is that of
mechanically washing the oil of lemon
with dilute alcohol of sufficient alcoholic
strength to dissolve the odorous consti-
tuents from the oil and sufficiently aque-
ous to throw out of solution the ter-
penes which are nearly insoluble in wa-

.ter.

This process preserves unchanged the
natural flavor of the fresh fruit, but
does not always result in a complete ex-
traction of valuable flavoring constitu-
ents of the oil.

To wash the oil thoroughly is easier
to say than to do and to get the result
desired requires the careful following
of a correct working process such as can
be obtained only by long experience.

Because of this practical difficulty in
exhausting the oil of its flavor it is now
common to separate the terpenes from
the odorous and less volatile portions
of the oil by fractional distilling of the
oil and to prepare a so-called terpene-
less extract by dissolving the terpeneless
portion of the oil in dilute alcohol.

By this second process it is compara-
tively easy to adjust the strength of the
so-called extract (really a complete
solution of a terpeneless oil) to a cer-
tain percentage of citral strength, as
shown by the various methods of analy-
sis in use.

An extract so prepared can not have
the true flavor of the fresh fruit or of
the fresh expressed oil,“for the reason
that oil of lemon, although classed as a
volatile oil and consisting mainly of
volatile constituents, contains also non-
volatile bodies which can not be distilled
even in vacuo and at low temperature
without decomposition.

Even when no attempt is made to frac-
tionate the oil with separation of the
terpenes, this decomposition occurs.

One of the chemists in the Bureau of
Foods of the Department of Agriculture
at Washington recently told me that the
Department had given up the idea that
a satisfactory citrus oil could be pre-
pared by any process of distillation.
Confirming this, see a report of a new
process for preparing oil of lemon by
distillation in vacuo, noted in the Amer-
ican Perfumer for September, 1912, in
which it is directed that the oil be ex-
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posed to the air for a time “to allow the
burnt odor to disappear.”

Careful analyses of (a) oil of lemon
taken, (b) extract washed from it and
(c) washed terpenes elminated from the
hydro-alcoholic solution show that it is
possible to prepare by strictly mechanical
means a terpeneless extract of lemon
leaving in the washed oil not more than
one thirty-second of its original four
per cent, content of Citral while the ex-
tract shows by analysis three-fourths of
its estimated percentage of citral.

What becomes of the small portion of
citral lost to colori-metric test is not yet
surely known. That in some form and
blended with the thirty or more soluble,
oxygenated constituents which go to
make up the natural flavor of the fruit
is certain.

The important fact to manufacturers
of food products and to all consumers of
lemon flavor is that here is a form of
the natural lemon flavor, concentrated in
strength, not deteriorating by age or
exposure either in the extract or in food
products flavored with it, mixing readily
in all beverages, food products and con-
fectionery and uniform in quality.

Chas. E. Foote.

Fruit at the Fountain.

A handsome dish of fruit at the
fountain makes a pleasing innovation.
It has an inviting look and is sug-
gestive of “pure fruit flavors.” The
idea could, | believe, be carried still
further. There are certain kinds of
fruit that could be served at the foun-
tain conveniently and attractively,
and many people would be glad to
get them. Take grape fruit, for in-
stance. It is easily and quickly pre-
pared and you have all the “fixins”
to go with it—powdered sugar or a
dash of grape juice if desired. Orang-
es also could be served, and perhaps
other fruit in season. Many persons
like something of this kind for lunch,
but are deterred.because of the in-
convenience of eating these things.
I know it is true in my own case. But
if one could step in to the soda foun-
tain and be served they could partake
in neat and cleanly fashion to their
great satisfaction and the druggist’s
profit. It seems much more in keep-
ing with the fountain and entails
much less paraphernalia and expense
than the serving of soups, sandwiches,
etc., which is being done in some
places. Amos Woodbury Rideout.

Your Jobber Has It

Your Customers Want It

DO NOT IGNORE the growing demand for a
popular priced cream that will cure chapped hands

and face.

is a ready seller at 15 cents.

book to-day.

PERRIGO’S MARSHMALLOW CREAM

Put it on your want

The Marshmallow Cream Company
Allegan, Mich.
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WHOLESALE DRUG PRICE

Acetic
Boric
Carbolic.. 24 @ 28
Citric 45 ® 50
Muriatic 1%® 5
Nitric 5%@ 10
Oxalic 13 @ 16
Sulphuric 1%@ 5
Tartaric

Ammonia
Water 26 deg. .. 6%@ 10
Water 18 deg. .m4%@ 8
W ater 14 de«> 3% @ 6
Carbonate 13 ® 16
Chloride 12 @ 15
Copaiba ... 70® 75
Fir (Canada) 1 00
Fir (Oregon) 25®@ 35

Peru

Tolu e
Berries
Cubeb 65® 75
Fish 15® 20
Juniper . 6® 10
Prickley Ash... 40® 50
Barks

Cassia (ordinary) 25

Cassia (Saigon) 65® 75
Elm (powd. 25c) 25® 30
Sassafras (pow. 30c) ® 25
Soap (powd. 25c) ® 15

Extracts
Licorice 24® 28
Licorice powdered 25® 30

Flowers
Arnica 18® 25
Chamomile (Ger.) 25® 35
Chamomile (Rom.) 40® 50

Gums
Acacia, 1st
Acacia, 2nd
Acacia, 3d
Acacia, Sorts

@ 20

Acacia, Powdered 35® 40
Aloes (Barb. Pow) 22® 25
Aloes (Cape Pow) 20@ 25
Aloes (Soc. Powd.) 40® 50
Asafoetida ... 1 00®1 25
Asafoetida, Powd.
Pure ... @1 50
@2 00
.. 55® 60
.. 35® 40
Guaiac, Powdered 40@' 50
MIWU ... . w
Kino, Powdered. @ 45
Myrrh @ 40
Myrrh, Powdered @ 50
Opium ......... 8 25@8 50
Opium, Powd. ..9 20®9 40
Opium, Gran. ...9 50@9 70
Shellac .. 25® 30
Shellac, eached 30® 35
Tragacanth 1 00@1 25
Tragacanth, Pow 60 @ 75
Turpentine ... . 10® 15
Leaves
Buchu ..o 1 85@2 00
Buchu, Powd. 2 00®2 26
Sage, bulk 18® 25
Sage, %s Loose 20® 25
Sage, Powdered 25®@ 30
Senna, Alex. 25® 30
Senna, Tinn. 15®@ 20
Senna, Tinn, Pow. 20® 25
Uva Ursi ... 10® 16
Oils
Almonds, Bitter,
rus . 6 00@6 50
Almond, Bitter,
artificial @1 76
Almonds, Sweet,
trus v 80@1 00
Almond, Sweet,
imitation 40®. 50
Amber, crude .. 25@ 30
Amber rectified 40® 50

Anise
Bergamot
Cajeput
Cassia
Castor,
cans
Cedar Leaf
Citronella
Cloves
Cocoanut
Cod Liver
Cotton Seed
Croton ..

Cubebs @4 50
Erigeron @2 50
Eucalyptus . 75® 85
Hemlock, pure .. 1 00
Juniper Berries 125
Juniper Wood.. 40® 50
Lard, extra .... 85@1 00
Lard, No. 1 ... 75® 90
Lavender Flowers 4 00
Lavender Garden 85@1 00
Lemon ... 2 50
Linseed, boiled bbl 45
Linseed, raw less 48 52
Linseed, raw bbls 46

Linseed, boiled less 49 53

Mustard, true ..4 50@6 00
Mustard, artifi’l 2 75@3 00
Neatsfoot

Olive, pure
Olive, Malaga

_yellow ...

Olive, Malaga,

green ... 150®1 60
Orange, sweet ..3 50@4 00
Organum, pure 1 25@1 50

Origanum, com’l 50® 75
Pennyroyal
Peppérmint ... 75
Rose, pure ... 16 00@18 00
Rosemary Flowers 90@1 00
Sandalwood, E. I. 4 75@5 00
Sassafras, true . 80® 90
Sassafras, artifi’'l 45® 50
Spearmint
Sperm
Tansy
Tar, "US
Turpentine, . gAZ%
Turpentine, less 45 50
Wintergreen, true @5 00
Wintergreen, sweet

_birch ... 2 00@2 25
Wintergreen, art’l 50® 60
Wormseed . . @600
Wormwood @800

Potassium
Bicarbonate 15®@ 18
Bichromate 1 16
Bromide ... 50
Carbonate 15
Chlorate, xtal and

powdered ... 12® 16
Chlorate, granular 16® 20
Cyanide .. 30® 40
lodide ... 2 85%2 90
Permanganate .. 5 30
Prussjate yellow 30® 35
Prussiate, ‘red . 0® 60
Sulphate ... 15@ 20
Roots
Alkanet ... 15® 20
Blood, powdered 20® 25
Calamus ... 35® 40
Elecampane, powd 25® 30
Gentian, powd... 12® 15
Ginger, African,

. powdered ... 15®@ 20
Ginger, Jamaica 20® 25
Ginger, Jamaica,

owdered ... 22® 28
Goldenseal, c,Jowd. 86 50
Ipecac, powd. .. 2 75@3 00
Licorice ... 12® 15
Licorice, powd. 12®@ 15
Orris, powdered 20® 25
Poke, powdered 20® 25
Rhubarb ... 75@1 00
Rhubarb, powd. 75@1 25
Rosinweed, powd. 25® 30
Sarsaparilla, Hond.

ground ... 45
Sarsaparilla Mexican

round . 25@ 30
Squills 20! 25
Squills, 40 60
Tumeric, 12 15
Valerian, 25@ 30

Seeds
15® 20

[ 20 25

d 7 8
Canary 5 7
Caraway 12 15
Cardamon 1 40@1 50
Celery . 45 50
Coriander 10® 15

il . 18® 20
Fennell . @ 30
Flax S%g 10
Flax, ground . 5 10
Foenugreek, pow. 6® 10

emp "~ . . 5® 7
Lobelia @ 50
Mustard, yellow I® 12
Mustard, black .. 9®
Mustard, powd. 20® 25
Poppy .. . 5@ 20
%umce

ape ..

Sabaidilta
Sabadilla,

Sunflower ... 8
Worm American 15®@ 20
Worm Levant 30®. 35

) Tinctures
Aconite
Aloes .
Arnica
Asafoetida
Belladonna
Benzoin

Cantharadles
Capsicum ...
Cardamon ..
Cardar;non, Comp.

Catechu 60
Cinchona 60
Colchicum 60

ubebe 76
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Digitalis @ 60
Gentian @ 60
Ginger @ 60
Guaiac ... . @ 60
Guaiac Ammon. 70
lodine ..o 1 00
125
75
§ 60
75
60
50
Opium Camph. .. @27050
ium Camph. ..

Opium, Deogorz'd 82 25
Rhubarb ... 75
Paints
Lead, red, dr 7%%; 10
Lead, white dry 7% 10
Lead, white oil = 7%@ 10
Ochre, yellow bbl 1 @1%
Ochre, yellow fess 2 5
Putt . 2% 5

Red 'Ven
Red Venet’n, less 2 ®, 5
Shaker, Prepared 1 50®1 60
Vermillion, Eng. 90@1 00
Vermillion. Amer. 15® 20
Whiting, bbl. ... | 114
Whiting ... 2@ 5
insecticides

Arsenic ... 10
Blue Vitrol, bbl. @ 6%
Blue Vitrol less 7® 10
Bordeaux Mix Pst 8® 15
Hellebore, white

powdered ... 5® 20
Insect Powder 20®0 35
Lead Arsenate .. 8® 16
Lime & Sulphur

Solution, gal 15®@ 25
Paris Green .... 15® 20

Miscellaneous

Acetanalid 30@ 35
um 3® 6
_ground, .. 7
Bismuth »Subni-

trate ... 2 10@2 25
Borax xtal or

powdered .. 6® 12
Cantharadies powd. @1 25
Calomel ... 125®1 35
Capsicum 200 25
Carmine_ .. 83 50
Cassia Bud 40
Cloves 25®@ 30
Chalk Prepar .. 6@ 8%
Chalk Precipitated 7® 10
Chloroform .... 34® 44
Chloral Hydrate 1 25@1 45
Cocaine ... 3 85@4 05
Cocoa Butter ... 5 60
Corks, list, less 70%
Copperas bbls cwt g
Copperas, less .. 2
Copperas, Powd.
Corrosive Sublm. 3
Cream Tartar ..
Cuttlebone
Dextrine .
Dover’s Powder 2
Emery, all Nos.
Emery, powdered
Epsom Salts, bbls ~
Epsom Salts, less 2%%< 5
Ergot .. .1 50@1 Sg
Ergot,
Flagke \ﬁhite 2 15
Formaldehyde Ib. 12® 15
Gambier ... 6® 10
Gelatine ... . 35® 45
Glassware, full cases 80%

Glassware, less 70 & 10%

Glauber Salts bbl. @1%
Glauber Salts less 2® 5
Glue, wn ... 11®, 15
Glue, brown grd 10® 15
Glue, white _ 15®@ 25
Glue, white grd 15@ 20
Glycerine 23® 85
Hops .. 50® 80
Indigo 85@1 00
lodine 3 75@4 00
lodoform .. 4 80®5 00
Lead Aceta 12® 18
Lycopdium 60® 75

ace .. 80® 90
Mace E) 90@1 00
Menthol .. 16 00®17 00
Mercury . 85! 90
Morphine, all brd 4 55(%4 80
Nux Vomica .... 10
Nux Vomica pow ® 15
Pepper, black pow 20® 25
Pepper, white .. 25® 35
Pitch, Burgundy 10® 15

uassia ... io@ 15

uinine, all brds 21%@310/?3

Rochelle Saltfe 200 2
Saccharine .... 2 00@2 20
Salt Peter ... 12
Seidlitz Mixture 20 25
Soap, green .... 15® 9o
Soap, mott castile 10® 15
Soap, white castile
) case . 25
Boap, whit t

less per bar 65
Soda Ash ... i% 6
Soda Bicarbonate 1% 5

, Sal i 4
Spirit Camphoe 75
Spirit Cologne 2 80@3 0Q
Sulphur roll .. 30 6
Sulphur Subi. 2% ® 5
Tamarinds ... - 10® 15
Fartar--Emetic--  40@ 50

Turpentine Venice 40® 5
Vanila Ext. pure 1 00®1
Witch Hazel .... 65@1
Zinz Sulphate 7®
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Our Home—Corner 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
ror the purchase of these lines then the earlier you call the
better we can serve you.

Grand Rapids. HAZELTINE & PERKINS DRUG CO.

FOOTE & JENKS’ COLEMAN’S
Terpeneless Lemon a.nd High Class Vanl“a

Insist on getting Coleman's Extracts from your jobbing grocer, or mail order direct to

FOOTE & JENKS, Jackson, Mich.

brand.

“AMERICAN BEAUTY” Display Case No. 412-one
x jLof more than one hundred models 0Of 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
The Largest Show Case and Store Equipment Plant in the World
Show Rooms and Factories: New York, Grand Rapids, Chicago, Boston, Portland

Four Kinds of Coupon Books

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

TRADESMAN COMPANY, Grand Rapid«, 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.
liable to change at any time, and country merchants will have their orders filled at
market prices at date of purchase.

Prices, however, are

TRADESMAN

CHEWING GUM.
Adams Black Jack ... 55
Adams Sappota . b
Beemans epsin

Chiclets
Colgan Violet Chips

Ex

Holland % gro boxes 95
Felix, 9% gross 115
Hummel s foil, % gro 85
Hummel's tin, % gro. 1 43

CONFECTIONS
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5

Sweet Goode
Animals
Armada Cakes
Atlantlcs
Atlantics Assorted

golgan Mint Chlps N ?8 A s fhssorte 12
entyne N vena rui akKes ...
Mag 55 gandasrdCk. Candy Pallt Bonnje Doon Cookies 10
Juic 53 Standard H oh  Bonnie Lassies 10
Red” 55 Standard TW'St 9 Brittle Flngers :
Sen Sen (Jars 80 pkgs, Jumbo, 32 Ib... Cases Bumble Bee .. :
S e o Extra H H n gameo BBlscwtt Xantsd .25
pearmlnt rigleys .. Boston Cream 14 ameo Biscui ss
Spearmint. 5 box jars 2 75 H L RO R T CANS 25
_?_pear(mlgt 3 box fars 1 gg Big St"c\/llf' ZOCI ‘d Czilg‘lgo BISCUIt Choco-
run ruce ixed Can
Yucatan P 55 Grocers ... Y n Cartwheels Assorted
Zesnob Kina s 55 épelEia? . 1614 Cﬁcella Biscuit ...
oxes one kind, 3c per s c te B
Index to Markets box 16¢s. P ggggerve ¢l Chocolate D?Zpg{i?f ...... 17
h o Ch late D Cent 16
By Columns AMMONIA Bulk . CHICORY 5 Ribbon Choc. Honey Eingers: 16
Doz. Little Neck |ibS 100 Red 7 Eroke_n i 0% Chocolate Rosettes, cn 20
Col. 12 0z. ovals 2 doz. box 75 [ittle Neck, 21b. 150 Eagle 5 Cesder? CII’C|E l-foney Cookies 12
A ' AXLE GPE.ASE Clam Bouillon grﬁncks Z; Kindergarten 1 4 grggke]rmeal o
Ammonia 1 lib. wood boxes. 4 doz. 3 00 BuUrmnams, % pt Rcedeus?t';?ldélrds 160 French’Cream —.....] 9 Crystal Rosettes ... 20
Axle Grease 1 lib. tin boxes, '3 doz. 2 35 Eb‘?ﬂhgmi qpés Whit . 160 yragrglqué%eear%re%r&sed 1 goeoanu% gaffy Bar. 13
i : - 0eoanut Drops ... 12
B ?g{’éb ptaTIst;))(g? dzogoz. 64 gg . Corn CHOCOLATE Paris Cream Bon Bons 10 Coeoanut Macparoons "18
Baked Bean 1 15t pails, per doz .7 20 Fair : Walter Baker & Co. cy—In Pails Cocanut Hon. Fingers 1’
Bath Brick 1 251b. Fl;alls per doz.' 00 '(:3°°d Sl?err’yﬁ]”ms Sweet - Gypsy Helres” . 15 go]efoanué l;on F.,1|umbs 12
anc B Bo olfee akKes ain 11
Elumkgf % BAKED BEANS v Caracas ... . ES%OQE %’.}uaregs Coffee Cakes Iced 12
Bl’ea a 1 o French Pea? Hershey’s Almond 5¢ .. 85 Peanut Squares UMPpets i
B"OOH‘S i Monbadon (Natura) Hershey’s Milk, 5¢c .... 85 Su taired Peanuts D|an Marshmallow .
prusnes.. 1 Per doZ...wwscssiere 245 Walter M, Lowney Co Salted Peanuts Cake i
utter Lo " BATH BRICK Gooseberrles Premium, %s .. 27 Starlight Kisses Dlnner Biscuit 25
c English i 95 “0. 22 £ . %gg Premium, %s .. 27 Lozenges, plain .. . Bme Sugaé (ktookles . 90/
0. 2, Fancy B omestic’ Cakes ... 8%
Candles 1 BLU”\:]G Hominy CLOTHES LINE E?ﬁ{,“s’g"’éhoccho‘ig?e'?te ”1152 Eventide Mngers 16
Ganned Goods 1-2 Condensed_Pearl Bluing Standard .o, 8  Ro. 4§ T per doz.  Eureka Chocolates .16 Extra Wine Biscuit .. 10
Carbon Oils 2 sman“d"p I a 0. 40 Twisted Cotton ~95 Splos MRt a8T 54 10 family Cookies ... g%
Catsup .. 5 Sma Iumg doz. Lobster No. 50 Twisted Cotton 1 30 AnlsepS Lares P 10 Fancy Ginger Wafers 12
Cheese .. 5 Large, C P Bluing, doz. 75 H 250 No. 60 Twisted Cotton1 70 eS8 SGEArES - ,:,g ake Assorted ...12
Chewing Gum 3 BREAKFAST FOODS i . No. 80 Twisted Cotton2 00 -ioio s N Fig Newtons 1o
Chicory 3 Apetizo, Biscuits ..... 3 No. 50 Braided Cotton 1 00 Ital. Cream Bon Bons'JlS Fluted Coeoanut Bar .11
Chocolate’ 3 Bear Food, Pettijohns 1 95 Mackerel No. 60 Braided Cotton125 84 " "W affles M'osted Creams 8%
Clothes Lines 3 Cracked W heat, 24-2 2 50 Mustard, lib... 1 No. 60 Braided Cotton1 85 Red R G Drops” 10 Erosted Ginger Cookie 8%
Cocoa ... 3 Cream of Wheat, 36-2 4 50 Mustard 2tb 280 No. 80 Braided Cotton 2 25 Adto 1Tie equm Drops Erotet unendeed 0
Coeoanut 3 Cream of Rye 24-2 .3 00 Soused, 1% b 160 No. 50 Sash Cord ......1 7 Coffy Toff . “14 Gala Sugar Cakes =~ 89%
offee 3 Egg-O-See Wheat 27  Soused 21b No. 60 Sash Corcf Y Y. : — S50
Eonfections ™ 1 Posts Toasties, T. Tomato. ‘lib No. 60 Jute Molasses Mint Kisses 12 8:292: Ggm: T gé)
Cracked W heat 4 280 Tomato 21b No. 72 Jute noy-In 5tb. Boxes é Crack 0
trackers .. 6 ’ " - No. 60 Sisal Old Bshioned Molae: Gl e iy 80/
Iream Tartar .6 - 280 yopels Mushrooms @ i Galvanized ses Kisses 101b. bx. 130 Zlnger snaps NamBI y d
Farlnose 24- . 2170 Botf S g No. 20, each 100ft. Iong 190 Orange Jellies 60 '”gﬁrﬁd naps
D grape é\luts - . %Z_)g B‘dttgggv No. 19, each 100ft. long 2 10 (Isleéno'? ?]oursd g
: : rape Sugar . . ashione
Dried Fruits ... 6 aua%%g, W?ﬁ%af'apﬁgfj . % gg cove. lib g?kers ] COCOA 4?17 Pehpo;enr% ,‘E,{Opsr(;"g ''''' 98 gu
- ' evelan -
farinaceous (goods 6 El%?ltgrlli(i:l SRESUktCh Cook %;g cove Zb Colonlall g/os ] ﬁhampmnoChoct ;rogs N
Fishing Tackle 7 ce FIaMS  coovovieciernse 90®1 35 Cg;mam A)S 3;;32 Dark, No. 12 .
'Ellavorln% I'E:xtrja ; 330 Pears In Syrup Hershey’s %s 30 Bitter Sfweets, a
Floir g1 Foe : g Mo doann gar dietso HERh % B Rriant Cims Con | & poutanald zookis:
eat. Marrowfat o L Lowney, 95" 3 Lozenges, printed ... 65  fousenold Cookies, iced 9
) G 330 Early June 125 Lowney, %s .. 32 Lozenges, plain 6 Molasses. Plain 8
Gelatine ... 8 L 75 Early June sifted 1 45@1 55 1 owney, 9s 32 Imperlals 66 Hippodrome Bar — 12
Grain Bags .8 I\M/IglptleBl\gleaakkefsaSt Food’ ‘21 ;8 Peaches \|70wne 5 Ib. gans__ fg M M eSP 65 Honey Fingers As. Tce 12
: an Houten, %s .7
H Maple Gorn_Elal 280 fie 1075156 AR e 32 Van Houten, %s 15 Hand Made Crms 80@90 Honey Jumbles lced
Herbs g Minn. Wheat Cere I Van Houten, %s . .36 Cream Wafers ... 85 e S i
d PR Algrain Food . 4 25 Pineapple van Houten, Is 5 String Rock ... Honey Jumbles. Plain.. 12
ﬂérii aFQad Pre ts g Ralston Whheat R g 4 50 gslratejd . .l 9705 22%8 Webb ... 33 Wintergreen Be 'l|r338¥|all akes . 1314
ice -
S Wheat Food - : 2 g i Witber, %6 ¥ Co Jack Frost Gems 8
) Pumpkin Wilber, 9%s 32 Cracker Jack . 5
S J . %hred t\Ivl11geal Biscuit ggg Fair .. . 80 COCOANUT Glg es, 5c pkg. cs jubllee Mixed
elly . riscui )
Jelly Glasses 8 Pillsbury’s B 425 E;’ﬁgy" 1 ?8 o Dunham'’s %VI """"""""" Kream Klips ...
Post Tavern Special 2 80 Galion .. 2 15 oﬁ:g 551tll)’ Lase . o C&ugh thOpS II_ at{(y Fangers Spon%e 30
Mapleine 8 Uaker Puffed Wieat 2 82 stand dRaSPber”eS 145, I5lb. case SR Bros ! 18 Lenton eBalrsculljthqeuare 8%
Minco  Meat g Quaker Brkfst Biscuit 190 Standard ... @ vos, 1olb. case 2 NUTS—wWhole Lemon Thin
Molasses g Quaker Corn Makes ..1 75 almo Is, = 151b. case ... Almonds” Tarragens 1g  Lemon Wafers’ 16
ictor Corn Makes ..2 20 Warrens, 1 Ib. Tall .2 30 9%s & -res 151b. case 28 : g lemona ... 8%
Mustard 8  Washington Crisps .1 85 Warrens, 1 Ib. Mat ..2 40 Scalloped Gems 10 Allmonds, Drf_ll(e e 17 Mace Cakes .
Wheat Hearts 1) Red Aldska T 1 65@175 %s & s pails .0 16 Almonds, Galifornia Mandalay
W heatena 459 Pink Alaska 1 35@145 Bulk, pails .. . 14% SO 'tl s Mary Ann
4 Evapord sugar Corn ™ 90 Sardines Bulk, barrels Brazils g%g Marshmallow Coffee
BROOMS Domestic, %S ... 76 COFFEES, ROASTED cal. No. . ke
Parlor 300 Domestic,% Mustard 2_ 75 Rio Walnuts sft sheil 17%@18
8 Jewel . 370 Eomeﬁtlc ol Mustard @5% '(::o_mmon Walnuts, Marbot glﬁ M & o
Wi 4 2 renc %s .. air .. v o asses akes ... 8%
s W|hn|?te|£r p 4 sg French, %s 18@23 Choice gg?{liensnut%e(fjaunr%y %g Molasses Cakes, Iced .. 9%
g Parlor Gem .. 3 75 Shrimps Fanc Pecans, ex. large.. @16 Mlolal'jsses Fruit Cookies
g Common W hisk 100 Dunbar, 1st, doz.. 120 Peaberry Hickory Nuts, per bu,  1C€0 iy
g Fancy Whisk 125 Dunbar, 1%sS. doz Santbs Ohio 2 00 Molasses Sandwich___ 12
g Warehouse . 400 Succota Common Cocoanuis Mottled, Squares ... .. 10
BRUSHES Fair .. s ) (F:Erlllr CféetSItnutS: s Nlce oney Cakes 12
st Gy . 13 oice ate, per bla.... 1680 i
9 Solid Back, Céum. 75 Fancy 1 25@1 39 Fancy 23 Salted Peanuts @12 8?;%19:'6%;%“”5 8%
Rolled Oats 9 Solid Back, 11 in. 95 Strawberrles Peaberry 23 Shelled Orange Sponge“"l:a")'/'er”
Pointed Ends ....... .. 85 Standard . 9% . Maracaibo Spanish Peanuts 8@ 8% Ca 2
S Stove Fancy .. 2 25  Fair .. 24 Pecan Halves ... 7 Penny S pssoried”
Salad Dressing 9 No. 3 . Tomatoes Choice 26 Walnut Halves 35 Peanut Gems
Staleratus .. 9 No. Mexican Filbert Meats .. @30 Picnic Mixed
Sal Soda . 9 No. 1 Choice 25 Alicante Almonds 45 Pilot Bread
g IIt Fish g N Fancy .. 26 Jordan Almonds 50 Pineapple  Cakes
s N ) Guatemala Peanuts Pretzels, Hand M
e iaci 0 NS 4 Fair ... 25 Fancy H P Suns 6@ 6% Pretzels, Medley
g o% Blac ing. 18 No 3 g Fancy S 28 Crf?oasted B "'37@ 7% Pretzellettes Hand
. . . .. oice, raw, um- Pretzelettes, Mac. M
gogp u BUTTER COLOR Gas Machine ... 35%  Private Growtn .26@30 DOwetoei. @ 6% Raisin Cookies
SO a Dandellon 250 size ..2 00 Deodor’d Nap’a % Mandling .31@35 Raisin Gems
ices 10 29 % CRACKED WHEAT
Starch 10 DLES T @5 Aukola .. 30@32 ulk Raspberry Ca S
Pbffa.flt 6 - Reveres Assorte
Syrups 10 Wr%ﬁﬁg P Black, wmter 8 @10 Egart BBe%eon 25@2257 24 2ibi pkgs Riétenhotuse Fruit
T ickin ) TSUP ACKERS iscui
Table Sauces 10 CAgNNED GOODS Snider’s g'ms . CI AN 28 National Biseuit Company Royal Lunc
10 Apple Spider’s % pin Fair Bogota 24 Brands ogal Toast
13 31b. Standards @ CHEESE : Butter ;
13 Fancy 26 Saltlnes
Gallon e 50@2 75 ACMIE .o 1 eaney Wiarict Steady N. B. C. g bbl. 7 bx. 6% (FUneS -
v Blackberries 0@1 % gloomm de%Ie 1 Spot ark Strong Seymour, Rd. bbl. 7.bx. 6% 5" Foam Biscuit.
inegar ... 43 Standardsewiis; arson ity e Soda Spiced Currant Ca
Vinegar 13 Standards g:elllnosns @5 00 E'Opk'”é - 120 New " SOk Basis N. B. C. boxes Sglced Ginger Cakes ..
iverside 18%  Arbuckle 24 75 Premium Spiced Ginger Cks led 10
Wickin 13 Blaked . oo 85@130  Brick %8 Lion 24 50 Sfelect .. Sﬂgar Fln%ers
Woodengware ; 13 gzteﬂnéﬂdney — 870@@115 teldgn McLaughiin®s XXXX Saratoga Flakes .13 Sugar Cakes 3%
Wrapping Pap 4 Wax T 75@125  Pinoande 0 McLaughlin» XXXX sold Zephyrette .13 Spgar Crimp 8%
s . ineapple to retailers only. Mall all Oy Sugar Squar
v StandardB ueberries 130 Sgp Saco @22 (')vrl'dlers lﬂlrecfg‘ tCo Vgh‘ F. g B. bC Picnic boxes 6“?7 or small .. 9
Yeast Cake .. 14 ' - cLaughlin 0., ica- em, oxes 69 Sultana Fru 16
Gallon ... 675  Swiss, domestic . go. Shell Sunnyside Jumbles ...10
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Superba
Triumph Cakes
Vanilla Wafers .17
Wafer Jumbles cant 18
Waverly . 10

8%
16

In-er Seal Goods

Albert Biscuit
Animals
Arrowroot Biscuit
Baronet Biscuit
Bremmer’s Butter
W afers .
Cameo Biscuit
Cheese Sandwich
Chocolate Wafers
Cocoanut Dainties

Dinner Biscuits ... 150
Faust Oyster Crackers 1 00
Fig Newton .1 00
Five O’clock Tea 1 00

Frotanh ...
Fruit Cake . .3
Gln%er Snaps, N. B. C. 1 00
Graham Crackers Red
Label, 10c size ... 100
Graham Crackers, Red

Label, 5c size 50
Lemon Snaps 50
Oatmeal Crackers 0

10
Old Time Sugar Cook. 1 00
Oval Salt Biscuit 10

1

Pretzelettes Hd. Md. 1 W
Ro[\(/ Toast .. .1 00

on Biscuit
Saltme Biscuit ..
Saratoga Flakes
Social Tea Biscuit .
Sultana Fruit Biscuit 1 50
Soda Crackers N B C 1 00
Soda Crackers Select 1 00
S. S. Butter Crackers 1 50
Uneeda Biscuit ... 50
Uneeda Jinjer Wayfer 1 00
Uneeda Lunch Biscuit 50
Vanilla_Wafers ... 100
Water Thin Biscuit ..1 00
m Zu Glnger snaps .. 50
Zwieback 100

Other Package Goods
Barnum’s Animals .... 50
Chocolate Tokens -—2 50
American Beauty

Ginger Snaps 2 50
Butter Crackers. C

family package .. 2 50
Soda Crackers, NBC

famll ypackage ---—- 2 50

In Special Tin Packages.
Per doz.

Festino .

Minaret Wafers

Champagne Wafer ....2 50
Per tin in bulk

Snrbetto
Nabisco
Festino 150
Bent's Water Crackers 1 40

CREAM TARTAR

Barrels or drums 33
Boxes ... 34
Square Cans 36
Fancy caddies 41

dried fruits

s
Evapor'ed, gﬁome bulk 7 .
Evapor’ed, Fancy pkg. 8%

) _ Apricots
California . 12@14
) Citron
Corsican ... 15
Currants
mp'd 1 Ib. pkg 9%
mported, bulk 9%

Muirs—Choicest! Ib. b 9
Muirs—Fancy, 25 Ib. b 10
Fancy, Peeled, 25 Ib. 18

Peel
Lemon, American .... 12%
Orange, American 12%
Raisins

Cluster, 20 cartons 225
Loose Muscatels 3 Cr 5%
Loose Muscatels 4 Cr 6
L. M. Seeded, 1 Ib. 6%@7

California Prunes
90-100 251b. boxes.. 6
80- 90 251b. boxes.® 6%
70- 80 ® 7

®
40- 50 251b. boxes..® 9
FARINACEOUS GOODS
Beans

Dried Lima ... 7
Med. Hand Picked ...2 65
Brown Holland ... 27
Farina
25 packages ....1 50
Bulk per 100 Ibs .4 00

Orlglnal Holland  Ruak
Packed 12 rolls to container
3 containers (36) rolls 2 85
5 contalneﬁs 60 rolls 4 75

Pearl, 100 Ib. sack .2 00
Maccaroni and Vermicelli
Domestic, 10 Ib. box .. 60
Imported, 25 Ib. box ..2 50

Pearl Barley
Chester ... .. 300
Empire .

German, broken pkg.

FISHING TACKLE

Nk
QU oNo

i

[SIGESIS] Y

e Rl T
o NROE-;

00~

FLAVORING ECXTRACTS
Br
Lerpenless Extract Lemon

No. 2 F Box, per doz.
No. 4 F Box, per doz.

2 oz. FIat F Mperdz 150

No 2 F Box per doz.
No. 4 F Box per doz.

FLOUR AND FEED
Grand Ralplds Grain

Wizard Graham

INCYNOIGENT TS

leard Buckwheat

ley City Milling Co.
White Voo 87

Granena H ealth
n. Mea

Voigt Mllling Co.
ham

-
F858° 5533

V0|gt S Hyg|en|c

U

Marshall’s Best Flour
Worden Grocer Co.

888

Kansas Hard Wheat
Worden Grocer Co.
American Eagle

American Eag e,

Golden Horn, "bakers” ..
4 00

Judson) Grocer Co.

Worden Grocer Co.

e

L Oats
Michigan carlots

MICHIGAN
8

Less than carlgts ... 17 00

ed.
Street Car Feed
No. 1 Corn sc O
Cracked corn
Coarse com me

FRUIT JARS

Mason, pts., per gro. 5 10
Mason, qts., per gro. 5 50
Mason, % gal. per gro. 7 60
Mason, can tops, gro. 1 40

GELATINE
Cox’s, 1 doz. large ...175
Cox’s, 1 doz. small ...1 00

Knox’s Sparkling, doz. 1 25
Knox’s Sparklmg gr. 14 00
Knox’s Acidu'd.” doz. .1 25
Nelson’s 1

Oxford
Plymouth Rock, PhosV 1 25
Plymouth Rock, Plain 90

GRAIN BAGS

Broad Gauge . 18
Amoskeag ... 19
HERBS
Sage 15
Hops 15
Laurel Leaves 15
Senna Leaves 25

HIDES AND PELTS

Green,
Green,
Cured, No 1 ..
Cured, No. 2
Calfskin, green, No. 1
Calfskin, green, No. 2 13%
Calfskin, cured, No. 1 16
Calfskin, cured. No. 2 14%

Pelts
Old Wool
Lambs .. 50@1 00
Shearlings . 50@1 00
Tallow
No. 1 . 5
No. 2 . 4
Wool
Unwashed, ined. 20
Unwashed, fine 15
HORSE RADISH

Per doz....nnns

51b. palls per doz 220
151b. pails, per pail_ 50
301b. palls per pail .. 95

JELLY GLASSES
% pt. in bbls, per doz. 15
% pt. in bbls., per doz. 16
8 oz. capped in bbls
per doz.. 18

MAPLEIN
2 oz. bottles, per doz 300

MINCE MEAT
Per case ... 28

MOLASSES
New Orleans

Fancy Open Kettle 42

Choice 35

Good 22

Fair 20
Half

% lb. 6 16

Bulk, 1 gal. kegs 1 05@1 16
Bulk, 2 gal. kegs 90@1 05
Bulk, 5 gal kegs 90®188

Manzanllla 8 0z
Lunch,

Lunch, 16 oz ..225
Queen Mammoth, 19 -
Queen, Mammoth, 28 2
Olive Chow, 2 doz. cs
per doz..... 25
PICKLES
Medium
Barrels, 1,200 count ..7 75
Half bblsr, 600 count 4 38
5 gallon kegs ... 2 00
Small
Barrels
Half barrels .
5 gallon kegs
Gherkins
Barrels 1450
Half barrels 775
5 gallon kegs
Sweet S
Barrels 1456
Half barrels 800

5 gallon kegs 325

Clay, No. 216 per box 1 75
Clay, T. D., full count 60

PLAYING CARDS
No. 90, Steamboat ...
No. 15, Rival, assorted 1 25
No. 20, Rover, enam’d 1 50
No. 572, Spemal ........... 175
No. 98 Golf, satin fin. 2 00
No. 808, Blcycle ........... 2 0
No. 632, Tourn’t whist 2 25

. POTASH
Babbitt’s 4 00

Provlslons

eled Po
Clear Back .22 00@23 00

TRADESMAN

9

Short Cut Clear 21 00®21 50
Bean Yee-——- 19 50@20 00
Brlsket Clear 22 00®23 00
23 00

26 09

.. Lard
Pure in tierces ..12%@12%
Compound Lard 8%@ 9
Juizs — .advance ¢
ﬂg sessadvance "2
....advance %
.2 *b. pails ....advance i
19 Jb. pails ....advance %
5 Ib. pails ....advance
8 Ib. pails ....advance
Smoked Meats
Hams, 12 Ib. av. 16 16%
Hams, 14 tb. av. 15%@15%
Hams, 16 lb. av. 15%%16

e

Hams, 18 Ib. av. 14%@15
skinned Hams ..15 15%
Ham, dried beef
SEtS oo, 20 @20%
California Hams 13 @13%
Picnic Boiled Hams ..15
Boiled Hams 23%@24
Minced Ham . 12%@13
Bacon ... 17 @17%
Sausages
o 9%

7%
11.@ 11%
13 @14

Eologna
Frankfort’

Tongue
Headcheese

Beef
Boneless
Rump, ne

8 bbls...
% bbls.:
6 bbis
1 bbl...

. T
Kits, 15 Ibs
% bbls.,
% bbls., 80 Ibs.

Casings

Hogs, per tEg ............... 35
Beef, rounds, set .. 17®18
Beef, middles, set ..90@95
Sheep, per bundle ... 80

Uncolored Butterlns
Solid Dairy 2 @16
Country Rolls 12%@18

Canned Meats
Corned beef, 2 f

380
Corned beef, 1 Ib 195
Roast beef, 2 Ib 380
Roast beef 1 Ib 195
rotted Ham, % 50
Potted Ham, % 90
Deviled Ham, %s .... 50
Deviled Ham, %s _ 90
Potted Tongue % s___ 50
Potted Tongue, %s .. 90

RICE

Nancy 6 6%
Japan 5 5%
Broken 3%@4%

ROLLED OATS
Rolled Avena, bbls. ..4 50
Steel Cut, 100 Ib. sks. 2 60
Monarch, bbls................. 425
Monarch, 90 tb. sacks 2 00

uaker, 18 Regular ..1 45
uaker, 20 Family ....4 00

ALAD DRESSING
Columbia, % pt
Columbia, 1 pint ... 4
Durkee’s, large, 1 doz. 4 50
Durkee’, small, 2 doz 5 25
Snider’s, large, 1 doz. 2 35
Snider’s, small, 2 doz. 135

SALERATUS
Packed 60 Ibs. in box.
Arm and Hammer___ 3 00
Wyandotte, 100 %s, ..3 00

SAL SODA
Granulated, bbls............. 80
Granulated, 100 Ibs. cs. 90
Granulated, 36 pkgs. ..1 25

SALT
Common Grades

100 80Ib. sacks .

60 5 Ib. sacks .

28 Ib. sacks

56 Ib, dalry |n dr|II bags 49
28 Ib. dairy in drill bags 20

Solar Rock
56 Ib. sacks ... 24
Common
Granulated, Fine .
Medium, Fine ..

SALT FISH
Cod

Large, whole. ... @7%

Small, whole ...

Strlps or bricks 7% 10%
*

@Hﬁ%ks

Holland Herring
Y. M. wh. hoop bbls.” 12 00
Y. M. wh. hoop %bbl. 6 50
Y. M. wh. hoop kegs 72

Halibut

10

Y. M. wh. hoop Milchers
, kegs .. . 75

Tro
No. 1, 100 |b
No. 1, 40 Ib
No. 1, 10 Ibs.
No. 1, 8 Ibs.

ackerel
Mess, 100
Mess, 40 Ibs..
Mess, 10 tbs
Mess, 8 Ibs.
No. 1, 100

No.
No. 1. 10

ANiSe s 14
Canary, Smyrna .7.7.. 5
Caraway ... 1
Cardomom Malabar 1 20
Celer 40
He 4 .5

16
6%

SHOE BLACKING

Handy Box, large 3 dz 3 50
Handy Box, small 125
Bixby’s Royal Polish~ 85
Miller’s crown Polish 85

SNUFF

Scotch, in bladders ....37
Maccaboy, in jars ...35
French Rappie in jars ..43

SODA
Boxes ..
Kegs. English

SPICES

Whole Spices
Allspice, Jamaica ...
Allspice,_large Garden 11
Cloves, Zanzibar 22

5%
A

Cassia, Canton .. . 1.
Cassia, 5c¢ pkg. doz. ..25
Glnger African .. ..9%
Ginger,
Mace,

Mixed, 5¢ p gss doz.
Nutmegs 0 .
Nutmegs, 105- 110
Pepper, Black
Pepper, White
Pepper, Cayenne
Paprlka Hungarian
Pure Ground in Bulk
Allsp|ce Jamaica ....12
Cloves, Zanzibar
Cassia, Canton .
Glnger African
Mace, Penang ..
Nutmegs 75-80
Pepper, Black
Pepper, White
Pepper, Cayenne _ 24
Paprlka Hungarian™ .. 45

STARCH

. Corn
Kingsford, 40 Ibs........... 7%
Muzzy, 20 lib. pkgs. .. 5%
Muzzy, 40 lib. pkgs ..5
Gloss
ngsford
Silver Gloss 40 libs. . 7%
Silver Gloss, 16 3lbs. .. 6%
Silver Gloss, 12 6lbs. . 8%

48 lib. packages,

5
16 3!b. packages 4%
12 61b. packages 6
50tb. boxes 3%
SYRUPS
Corn

2 26
Red Karo, No. 10 _ 217

. Pure Cane
Pair .. 16
Good 20
Choice 25

TABLE SAUCES
Halford, large 375
Halford, small

TEA

Ja
Sundried, me%lum ., 24@26
Simdried, choice 30@33
Sundried, fancy
Basket-fired mediam 30
Basket-fired, choice 35@37
Basket»fired, fancy 40%43
Nibs .. 30@32

01
Slftlngs 10@12
Fannings 14@15
Gunpewder
Moyune, medium 35
Moyune, choice 33

11

Pingsuey, aR&ium™ ..50@%9

Pingsuey, choice ... 35
Pingsuey, fancy __ 50@55
Youn Hyson
Choice 8.y
Fancy . .77’ 40@s0
Oolong
Formosa, Fancy
Formosa, medium
Formosa, choice

Engllsh Breakfast

Mediu

£h°j, cf

Fancy

F_‘®Kl°n- choice
TOBACCO
Fine Cut

Bugle, 11
Dan Patch, 8 and 16 0z 32
Dan Patch, 4 oz .11 52
Dan Patch, 2 oz.......
Fast Mail, 16 oz.
Hiawatha, 16 oz. .
Hiawatha, 5c ... *5 40
May Flower 16 0z. .**§ 35
No ,:I it, 178
jm %593, 3 755
Ojibwa, 8 and 16 oz. . 40
Ojibwa, 10c iii#
Ojibwa, 5c . i
Petoskey Chief, 7 0z. 2 00
Petoskey Chief, 14 oz. 4 00
Peach and Honey 5c 5 76
Red Bell, 16 o
Red Bell, 8 f0|I .
Sterlmg L & D5 . 576
Sweet Cuba,canister 916

Sweet Cuba,  5C .. 5 76
Sweet Cuba, 10c .. 93
Sweet Cuba, 1 Ib tln ‘4 90
Sweet Cuba, 1 .4 80
Sweet Cuba, % Ib f0|l 22
Sweet Burley 5c I.&D 5 76
Sweet Burley, 8 0z. ..2 45
Sweet Burley, 24 Ib. ..4 90
Sweet Mist,” % gro. ..5 70
Sweet Mist, 3 oz. ...11 10
Sweet

Telegram, 5
FiSer- 5c 6
1xger, 2
Uncle Daniel, 1 th. 60
Uncle Daniel, 1 oz .5 22

Plug

Am. Nav e 32
Apple, 1 Ib butt ... 38

Drummond Nat Leaf, 2
and 5 Ib

Drummond Nat Leaf;
doz

per 96
Battle Ax .. 28
Bracer, 6 and 12 ib.’ ! 30
Big Four, 6 and 16 Ib. 32
Boot Jack, 2 Ib...... 86
Boot Jack, per doz. .. 86
Bullion, 16 0z.......... 46
Climax, Golden TW|ns 48
Climax, 14% o 44
Climax, 7 oz. 47

Days’ Work 7°& 14 b. 37
Créme de Menthe, Ib. 62

Derby, 5 Ib boxes ... 28
5 Bros., 41 65
Four Roses, 90
Gilt Edge, 50

Gold Rope, 6 & 12 Ib. 58
Gold Rope, 4 & 8 Ib. 58
G. O. P, 12&24Ib 36
Granger Twist, 6 46
G. T. W., 10% sc 21 To. 36
Horse Shoe, 6 & 12 |b. 43
Honey Dip TW|st S&I* 45
Jol_ly Tar 8 Ib... 40
. 5% & 11 Ib. ... 35
Kentucky Navy, 12 Ib. 32
6 Ib 45

Kismet, 6 48
Maple Dlp 2 25
Merry Widow. 12 32

Nobby Spun Roll 6 & 3 58
Parrot, 3
Parrot, 20 Ib
Patterson’s Nat. Leaf 93
Peachey, 6-12 & 24 Ib. 40
Picnic "Twist, 5 Ib. 45
Piper Heidsick, 4 & 7 Tb. 69
Piper Heidsick, per doz. 96
Polo, 3 doz. per doz. 48
Redicut, 1% 0Z....... 38
Red Lion, 6 & 12 lb. 30
Scrapple, & 4 doz. 48
Sherry Cobbler 8 o0z 32

Spear” Head, 12 oz. . 44
Speer Head, 14% 0z. 4
Spear Head, 7 Lo 47
Sq. Deal 7, 14 & 28 Ib 28
Star, 6, 12 & 43

34

Ten Penny, 6 & 12 Ib. 31
14 o 0

Yankee Girl, 6. 12 & 24 30

Scrap
All Red, 5c

Am. Union S

Bag Pipe, 5c 5 88
Cutlas, 2% oz 26
Globe Scrap, 30

Ha Thou ht 2 0z 30
Hogg))ll Comngcrap 5¢ 5 76

Honest Scrap, 5¢c 1 55
Mail Pouch, 4 doz 2 00
Old Songs, '5¢ 5 76
Old Times, %Dg .5 50
Polar Bear, 5c, % gro. 5 76
Red Band, 5¢c % gsro. 576
Red Man Scrap 143
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Special Price Current 5 t_ £

CIGARS Superior Blend SOAP
12 13 14 Johnson Cigar Co.’s Brand Boston Combination . Lautz Bros. st Co.
Distributed by Judson  Acme, 30 bars, 75 Ibs. 4 00
Grocer Co.,, Grand Rapids;  Acme. 25 bars, 75 lbs. 4 00

Scrapple, 5¢c_pkgs.......... 48 i o o
Sire Shot, B¢ v G5 78 E,‘,'g{ 1, %%, doz. ég’rtlorgmcsh 20 0SS S Lee & Cady, Detroit; Sy- Acme, 25 bars, 70 Ibs. 3 80
Yankee Girl Scrp 2 oz 5 76 Prince Albert, Egg Crates and Fillers mons Bros. & Co., SagL Acme, 100 cakes ....3 00
gggcﬁya”géf,a%”pec% 9"15 gg Prince ALbert 0z. .. 4R Humfty Dumpty 12 dz. 20 naw; Brown Davis & War- Big Master, 100 blocks 4 00
Union” Workman, 214" 6 00 PL'QEC: éugﬂt{yvl%gz‘”': 80 N NS ggmglg%g ‘z‘g ner, Jackson; Godsmark, German Mottled ... 315
ob Roy, 5c foil 5% Cas 2N 2, fillers, 15 Durand & Co, Battle German Mottled, 5 bx 3 15
Al Leaf ShoKIng 4, Rob Roy, 10c gross 10 20 Ssets 135 S. C. W. 1000 lots ....n Creek; Fielbach Co, To- German Mottled 10 bx 3 10
B : .6 00 ROP Roy, 25 doz.....2 10, Case, mediim, 13"56ts 113 £l Portana : ledo. German Mottled 25 bx 3 05
00 gy c20¢ 0oz COCOANUT Marseilles, 100 cakes ..6 00

' U Faucets Evening Press
S| & l\’\/l/I 1540 ogzr.o?i%zf?? %8 Cork lined, 8 in ~ 79  Exemplar Shredded Marseilles; 100 cks 5¢'4 00
Soldier Boy, 5¢ gross 595 Cork lined, 9 in Marsel“es %/OObCk ttOH ‘2‘88
Soldier Boy, 10c........10 5 Cork lined, .. 9  Worden Grocer Co. Brand arseifles, % box 1o
Soldier Boy, 1 Mop Sticks Ben Hur Proctor &« Gamble Co.

Baker’s Brazil

S'weet Caporal, 1 0z. .. 60 Trojan Spring ... 9 ; Lenox 00
Sweet Lotus, 5¢ EC||Jpg,e p%tengt SFing 85 Perfect!on 35 Ivory, 6 oz. 4 00
Sweet Lotus, 10c N kg@mon ..o g1 Perfection Extras SB lvory, 10 oz. 6 75
Big Chief, 214 oz. Sweet Lotus, per  No. 2’ a485brush holder 85 Londres ... SB Star . 85
B,g Chict’ 16 oz 3 Sweet Rose 2% o0z. 36 Ideal NO. 7 s 85 Londres Grand . 35 Trad Cos Brand
Bull Durham, 5¢ Sweet Tip Top, 5¢ .. 2 06 12Th. cotton mop heads 1 45 Standard .. 35 radesman Co.’s Bran
Bull Durham, 10¢ Sweet Tip Top, 3% oz. 33 Pail Puritanos 35 Black Hawk, one box 2 50
Bull Durham’ 15¢ .1 Sweet Tips, % gro 19 03 ails Panatellas, Finas 35 Black Hawk, five bxs 2 40
BHII Dﬂihgm' e P gun Cure_dl_ Ite o 1% ;g %Eoop gttamlijar(gi % %% Pankate”éls'bBOCK . Black Hawk. ten bxs 2 25
, Coe ummer Time, 00 andar . Jocke u
EU“k Dﬁlfham 16 oz. % 72 Sfummer Time, 7 ozl @ Zowire Cable 219 y A. B. Wrlsley
uc orn Summer Time 14 oz. 56 Cedar all red 125 COFFEE Good Cheer .
EUCK "Fgom 1 Standard, 2 oz. 9 3-wire Cable 230 Roasted Old Country
BHal pibe Standard, 3H « 28 Paper Eureka 225 ) c , , 10 5¢ pkgs., per case 2 60
riar Pipe, Standard, 7 oz. 168 Fibre ... 2 40 Dwinell-Wright Co.’s B’ds 36 10c pkgs., per case 2 60 Soap Powdert?~
Elladl: ngan % Seal N. C, 1% cut piug 70 10 qt. Galvanized 170 16 106 and 38 5¢ bk Snow_Boy, 24s family
B Ky an. oz, Seal N. ¢, 1% Gran 63 12 qt. Galvanized ... .1 90 c an © POy 0 size 375
Bchotherhlogd I Three Feathers, 1 oz. 63 14 qt. Galvanized 210 per case ... Snow Boy,
Brotherhood. 10c ¥Rree I::eatr?qers 10% 16 20 Toothpicks %n(l,&,\, DBO){' 220|5C
ree eathers an ] o us arge
g;?ms;r'md 16 oz. 5 %8 Pipe combination .. 2 25 P&Eg? 100 packages ..2 00 The Only Gold Dust, 100-Sc
¢ I b9 Tom & Jerry, 14 0z, .3 60 [CEAL e 85 Klrkollne 24 41b.
ciﬁﬂlﬁu 30 Tom & Jerry, 70z .. 180 Traps 5C Pearline
Cigar Clip'g Joh 3 Jom st Jerry, 3oz . 875 Mouse, wood, "2 holes 22 doapme ...
ouse, wood, oles 45 aubitt’s
Fdlgﬁ{n;/:“g % Seymot{rl' 38 Trout Line, 10c” 710 00 Mouse, wood. 6 holes 70 Cleanser Roselne ...
Darby Clgar Cuttings 4 59 Turkish, Pa"f"- 29 576 Mouse, tin, 5'holes ... 65 Guaranteed to Armour’s
Continental Cubes, 10c 90 Juxedo, 1 oz bags .. 48 Rat, wood 80 Wisdom .70
Corn Cake, 25 Tuxedo, 2 oz. tins .. 9 Rat spring . 75 equal the
Corn Cake, Tuxedo, 4 oz. cart .. 64 ' best 10c kinds Soap Compounds
Corn Cake, Tuexdo, 16 oz tins .. 64 : Tubs Johnson's Fine
Cream, 50¢ pail§ 4 60 Twin Oaks, 10C ... 94 20-in. Standard, No. 1 7 60 SAFES Johnson’s XXX
Cuban’ Star, 5c foil 5 76 Union Leader, 50¢ .. 506 18-in. Standard, No. 2 6 50 Full li ffi db Rub-No-More
Cuban Star, 16 0z. pails 3 72 Union Leader, 25c .. 25 16-in. Standard, No 3 5 50 I u Inefo f|re alg u:'- Nine Oclook
Chips, 10c 10 20 Union Leader, 10c ..11 60 20-in. Cable, No. 1 ... 00 glar proof safes dept n
D|||g Best. %9 Union Leadker 5c.... 5 95 18-in. Cable, No. 2 ... .7 00 g:tgrﬁ‘ll_paﬁy EF]ﬁlrt);r{ﬁ/eesstzg Scouring
Union Workman, 1% 576 -in. ) . . .
IZD):”§ Egg{ 16 0z ;:73 Uncle Sam, 10c .. 0 e ,m %?l?ll'eé .ND 8 22 White House, 1Tb. and sty?/es on hand at all Enoch Morglans Sons
Bt W BTai s B URE S % Flors £ white House, 25 fimes"hucs e many Safes  sopolle pres lots 09, 2
Duke’s Mix, 5¢ .. Marine, 5¢ Fibre . 25 Excelsior, Blend, lib..

house in the State, "If you Sapolio, single boxes 2 40
are unable to visit Grand Sapolio, hand ......... 2 40
Rapids and inspect the Svourine Manufacturin Cu
line personally, write for Scourine, 60 cakes ....

75 $xceITS|or BEiIendd, I’Zéb
ip To end, li
2% Ropyal Biend o

Duke’s Mix. 10c 11 5

Duke’s Cameo, 1% o7 a1 Velvet, 5¢c ‘pouch
. 6 90 Velvet, 10c tin

F F A. 3 oz 495 Velvet, 8 oz tin

Van Bibber, 2 oz. tin 88 Large Galvan .
44 Medium Galvanized
Small Galvanized

WNWWwWwwLN B UtTooBo~NLoIe~
o
S

Washboards

FF A 7oz 1150 Velvet, 16 oz. can 768 Bronze Globe . 25y Royal High Grade quotations. Scourlne, 100 cakes ...3 50
Fashion, 5c 6 00 Velvet, combination cs 5 75 Dewey ... 75
Fashion, 16 oz. 43 War Path, 5¢ . 59  Double Acme 75
Five Bros., 5e 60 War Path, 8 .1 60 Single Acme .
Five Bros. 10c Wave Line, 3 oz. 40 Dpouble Peerless 75
FIV(% cBeniocut Pl Wg‘)’,e uIBIne' 16 9z 7540 S|ngtle Peerless . 25 .

) b
IEour Roseg ‘10c¢ N Way up, 16 oz. palls .3 oﬂbq:mDqulfgin ég FLEISCHMANN S YEAST IS tO'day SOId by
Full Dress, 1% oz. ... Wild  Eruit, 5c 5760 ood Luck 75
Glad Hand, 5C o 44 %H %#t’sC 1gc0011 niversal ... 15 .
Gold Block 1 oz ., yam vum36e Window Cleaners thousands of grocers, who realize the advan-
Gold Star, 16 oz... Yum Yum, 1Tb doz. 4 80 In... .. 18

Gail & Ax Navy, 5¢ 5 95 TWINE i i
Growior 6o S G Cotton, 3 ply 2 tage of pleasing their customers and at the
Growler, 20c 1 Cotton, 4 .22 i Wood Bowls
glant, o¢ L2 a2y 44 B B : : -
; A i7 in Butter 3 same time making a good profit from the
Hazel Nut, 5¢ .. Wool, 1 Th. bal 19 in. Butter . 6
Honey Rew, 1% VINEGAR Assorted: 134748 4 % ds th . If ling i
Honey Dew, 10c -17- .
Hunting, 1% & White Wine, 40 grain 8% ok abpG PAPER goods they sell. If you are not selling it now,
I X L, 5¢ White Wine, 80 grain 11% c St
X, G White wine, 108 grain 13 COMIMe Siran o 2 :
b P Oakiang Vinggar & Pickle Efbre Manila, Golored 4 Mr. Grocer, let us suggest that you fall into
Just Suits
Kiln Dried, 25¢ 7 4 Co.’s Brands. No. 1 Manila
King Bird, 7 oz - gi(llar&d applle méier Allf grg{aw Ma’\r}llla | ) , A
i ird. | and apple cider .. utchers anila
ﬁ:ﬂ gird, 3 oz. State Sealpgugar ......... 12 Wax Butter, short c’nt 13 Ilne- YOU won't regret it. & & & &
La Turka Oakland white pickling 10 ~ Wax Butter, full count 20
Little Giant, Packages free. Wax Butter, rolls........ 19
Lucky Strike, 1% oz. 9 WICKING YEAST CAKE
Lucky Strike, 1% oz. 9 No 6, pergross 3 Magic, 3 doz 15
Le Redo, 3 0Z....... 1080 No. 1. pergross N Sunlight, 3 doz 1 00
Le Redo 8 & 16 oz. 38 No. 2 pergross Sunlight, 1% do .50
Myrtle Navy, 0o 11 8 NG 3 bers Yeast Foam, 3 doz. .1 15
Myrtle Navy, 598 NO- PErgross .. - Yeast Cream, 3 doz. ..1 00
Maryland Club Sc 5 50 WOOBDEkNWARE Yeast Foam, 1% doz. 58 L B II M - t
askets
L8 pugpers DI 1o AXLE GREASE apelle violstener
Bushels, wide band __1 15
5 rket T
.4 !
8 and Letter Sealer
1 Will es ge 325
Willow, Clothes, small 6 25 i o
Willow, Bct'fthegl me'm 725 For Sealing Letters, Affixing Stamps and General Use
utter Plates
% lb., 250 v t 30
(] . |n crate.. . H H H H
% Ib. 250 in crate ' Simplest, cleanest and most convenient device of its
1 Th, 250incrate 1 th. boxes, per gross 9 00 kind on the market.
2 lb., 250incrate 3 Tb. boxes, per gross 24 00 . .
3 tb., 250incrate BAKING POWDER You can seal 2,000 letters an hour. Filled with water
Patterson Seal, 16 oz. 500 5 Th, 250incrate Royal it will last several days and is always ready.
s Soond B, e E 0
eer ess C . in crate. - H
Peerless, 3 oz. 1020 2 Th, 250incrate 35 Price, 75¢ Postpaid to Your Address
Peerless, 7 oz. 376 3 Ib., 250incrate
Peerless, 14 oz 752 5 b, 250incrate 90
Plaza, 2 gro.c 576 Churns 50
Eigw Bgy' 1500C ‘rl’ (7)8 Barrel, 5 gal., each ...2 40 75
Plow Bo)y’ 14 oz, 43 Barrel, 197gai., each .2 55 80 TRADESMAN COMPANY GRAND RAPIDS, MICH.
Pedro, 10c 11 80 Clothes Pins 00
Pride of Virginia, 1% 77 Round Head. 50

Pilot, BC coorrriverririecrinnns 6 76 4 inch, 5 gross ........ 50
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EBUSINESS-WANTS DEPARTMENT

Advertisements inserted under this head for two cents a word the first insertion and one cent a word for each subsequent

BUSINESS CHANCES.

For Sale and Exchange by
Frank P. Cleveland

Stock of clothing, youths’_ suits and
ladies’ cloaks and ‘skirts at 70c on the
dollar; invoice about $1,100.

Dry goods and ladies’ furnishing store
located” in live Michigan town of 4,000
population; invoices about $8,000; will
sell at 75 cents on the dollar. o

Broom factory in St. Clair Co., Michi-

gan. Good opening; price, $2,500. .
Groce_r%_ and meat market in lonia

Co., Michigan; invoice about $2,700.
Milliner

. / store_in Allegheny Co., la.
Fine locafion; price, $1,200. i
Millinery ssF%’oe in Menard Co., Illi-

nois; price

Rug works and compressed air house
cleaning plant in Toledo, Ohio; extra
good opening; price $10,500.

_ Retail florist business and green houses
in Erie. Pa. _Price, $15,000;
whole or half interest. . .
Stock of general merchandise in Wind-
ham Co., Vermont; invoice about $6,500;
will sell whole or half interest.
Pittsburgh, Pennse]/lvania income prop-

will  sell

erty. Two brick houses and large lot
on’Tigga Street, income $50 per month;
price .

Wisconsin — Hotel, three-story, 30
rooms, well furnished hotel, located at

one of the best points in North Central
Wi isconsin; building 45x 80 feet in size;
price $16,000; terms $10,000 cash; fine lo-
cation for a hotel man

Write for detailed descriptions. | bring
buyers and sellers together. No matter
where located, if you want to buy. sell
or trade any kind of business or” prop-
erty, address Frank P. Cleveland, 1261
Adams Express Bldg., Chicago, 111 600

Small Investors, Attention. As a

means of advertising its product, a firm
rated 1, and whose officers command the
respect of the public, will sell a limited
amount of its stock at a price to net
the small investor a chance for unusual
profit.  This proposition can_be quickly
investigated and no obligation will be
contracted by sending your name and
address, with amount you might invest
if satisfied, to Manufacturer,” Box _790.
Chicago. 111 609
For Sale-First-class heavy portable
saw mill, skid and wheel mounted, cable
feed, Skiner-D. mill, 60 in. saw, in.
top saw, with all saws, tools, etc. High
pressure boiler 40 h. p., du?le_x dogs,
special trucks, edger. etc., all in first-
class shape. . Wait, Sturgis, Mich.

608

For Cash Only—Good, clean, general
stock merchandise in good farming com-
munity; growing business; $35,000 annu-

ally; good location. A chance for the
right man. Good reasons for selling. Ad-
dress Box 1, lonia, Mo. 607

For Sale—Stock of dry goods and cloth-

ing counters and display cases at a
bargain.  Will invoice about  $3,500.
Homer & Ackley, Central Lake. Mich.

605
For Sale—A stockof general mer-
chandise in Bendon, 17 miles south of
Traverse About

City,  goodlocation.
11,400 stock. ~ Will” sell on easy terms.
Good place for right party. Address E. H.
Cook, Bendon, Mich. 603
To Exchange—160 acre farm, improved,
near good town, for clean running stock
of groceries, hardware or general mer-
chandise. Address S. H. Dewhirst, Own-
er. Olney, 602
For Sale-~-Machine shop, forty miles
from Detroit, on St. Clajr river, popula-
tion 2500. ~Sixty feet river front; two-
story buijlding. "Repair work on small
boat engines ‘will run $5,000 a year. Good

trade .in auto and general repairing.. No
opposition. Under present ownership 15
years. Owner wants to retire. Will
stand closest investigation. Invoices
$7,000.  Will sell for $3500 cash. Karl
A, Haulter, Algonac, Mich. 601

For Sale—Cheap, Toledo and Dayton
computing scales. Floor coffee mill, oth-
er fixtures.

Box 601, Shelby, Mich.
598

Steam shingle mill Northern Michigan,
to exchange,” cost $13,000. What have
you to_ offer? Owner not able to run it

O. Box 704. Delavan, Wis. 589

Have you lost money in worthless
stocks? ~ Protect yourself before it is
too late. Handbook of information and
«'dvice, one dollar. Joseph A. Plouff,
Counsellor at Law, National Bank Bldg.,

are. Mass. 588

For Sale—Dry goods stock in good
condition, inventories for $3500. Locat-
ed in good resort town of about six
hundred population. In fine farming and
fruit section. Best reasons for selling.
Enquire Baumberger Dry Goods _Co.,
Northport, Mich. 583

continuous insertion.

Wanted—To_exchange one of the best
e|79ht acre farms in state, valued at
$7,000, for a stock general merchandise.
Will pay cash difference for a larger
stock. 'Ezra Bishop, Millington, Mich.

596

To lease for term of years, glove and
leather goods, corset and underwear and
lingerie departments, in store established
thlrta/-one ears. Go( 1 Michigan city
25.000. Address Snap, care Tradesman.

Bakery, lunch room and confectionery.

On principal street. Good pagln_ busi-
ness. C. Evans, Agent, hillicothe,
Ohio. 592

Wanted—Clean stock of goods in ex-
change for 160 acres solid timber in
W isconsin, near railroad. Don’t answer
unless you are wHIlng to give value for
value. 'Address No. 591, care Tradesman.

591

For Sale—Hardware store in Southern
Florida; good town; established business;
owner has other interests demanding his
time. Stock invoices about $10,0000 If
interested address R. T. Bower, 986 W
Warren Ave., Detroit. 587

For Sale—Variety store

in good town

in Southern Michigan. Stoc in fine
condition, about $1,400. Best location
brick, low rent, pnl¥ store of kind. Good
business. Bargain for someone. Address
No. 576, care "Tradesman. 576

Farm For Sale—An extra fine quarter

section in Jefferson county, adjoining
the celebrated Scott land "~ near  Win-
chester; 60 acres blue grass; everlasting

water; 20 acres orchard, third year bear-

ing. Two-story house and all” necessary
outhouses, $110 per acre, part on time,
if desired.  Address Dr. T. C. Craig,
Easton, Kansas. 577

Meet Parcel Post Competition. Study
cash methods and plans. These solve
competitive difficulties. Thirty-one years

successful cash grocer. Prospectus free.
S. R. Grebill, Lancaster. Pa. 580
For Sale or Rent—Store building
54 x 24, in a German inland town. Ad-
dress Katherine Braus, St. Leo, l\glnn.
Merchants closing out, an absolute
guarantee of 100 cents or no S

ay. ell
Ientifuﬁ yL. H.

now when money is |
84 Indiana Ave.,
584

Gallagher, Auctioneer,
Toledo. Ohio.

. For Sale—One large carpet rack, hold-
ing 12 large rolls “carpet; one curtain
rack, holding 3o curtains; one shoe rack
holding 96 pair shoes. All_in good con-
dition.” Address 567, care Tradesmar5167

I’ll sell a Smith Premier té/;)ewriter,
ood condition, regular price $97.50, only
9 cash with order. Speak quick. Bur-

ton M. Osborne, Camden, New Yorlé(.58

For Sale—I have several very desir-
able timber investments, rangin% in price
from $1,650 to $5,000 each. . B. Luten,

310 Lumbermen’s Bldg., Portland, Ore-
gon. 565
For Sale—Good clean stock general
merchandise, about $2,000. Will Invoice
and discount or trade for small home

in Michigan,
Conrad. Indiana.
For Sale—$5000 stock general mer-
chandise. Good location In one of best
small _towns in Michigan. Address B,
care Tradesman. 547
Wanted—Stock of
clothin% or shoes.
Macomb, 111

Address Geo. Coffenberry,
560

eneral merchandijse,

ddress O. D. Price,
541

AUCTIONEERS.

Col. W. B. Carpenter, President Mis-

souri Auction_ School, 14th and Grand
Ave., Kansas City, Mo., can convert your
stock into cash.” Send him $2 for Fact,

Fun & Fiction for Auctioneers, 288 pg es,

morocco bound.
Physicians and druggists. Will sell my
drug” store and property in one of the

best Central Michigan Small towns and
Elve physician a line unopposed territory.

roperty first-class. = Don’t answer un-
less you mean business. Address 522,
care Tradesman. 522
Agents—With or without experience,
make big money during spare time.
Something  new. Big seller. Liebig
Medicine Co., Richmond Hill, Y.529

Plant And Business For Sale—Fine op-
ortunity for anyone wishing to manu-
acture furniture, refrigerators, wooden-
ware or_automobile bodies and _acces-
sories. The A. J. Phillips Co., Fenton,
Mich. 526

Mr. Man—Do you want to sell 01
for cash? | handle the sale of store
factories, business places and real es

tate. Write me if you want to buy <
sell. Established 1881. Frank P. Clevt
lanfl, 1261 Adams Express Buildini
Chicago, 111 396

No charge less than 25 cents.

Cash must accompany all orders.

of me¥chandise. Will pay cash for stock of shoes and

| pay cash_ for s'&lockts bur pﬁrt stochs
{ ust be cheap. . ! .3 0. N

Kaufer Milwaukee, Wis. 9 ;’#Er?ers Address M. J. O., care Tr%gles

Free—Investin for profit. magazinel
Send me your hame and 1o will T you Safes Opened—W. L. Slocum, safe ex-
this magazine absolutely free. Before Rert da”g !35‘(5%!“;{ 97 Monroe fye
you invest a dollar anywhere, get this ran apids, Mich.

magazine. It is worth $10 a copy to any

man who intends to invest $5 or more HELP WANTED.
per month. Tells you how $1,000 can

Wanted—An experienced salesman for

grow fto $22,000—how to judge different clothing, shoes and furnishings, must be

classes of investments, the real earning

ower of your money. This magazine AL man, one who can trim good win-
S months’ free T yod write'to-day " H.  dows and, write his jown cards. - Good
. Barber, Publisher - . Jackson
i i ' ’ man. Address M.Lowenberg, Battle
Rlxd.,t_chlcagoAW - A osi 515 . CFekk, Mich. ¢} ar
uctioneers—We have been closing ou ; :
merchandise stocks for years all over this Wanted—dSaIeE)man_ to. Cal'd on retail
country.  If you wish fo reduce or close gtrc?feer%ixttzare?’ S%tyrl%lrt' ,\,'l?groc%?'”%esne,{""
out, write for a date to men who know Michigan Ave.,Chicago. ' 55

how. Address Ferry & Caukin, 440 South
Dearborn St., Chicago, 111 134 Wanted—Clerk for general store. Must

be sober and industrious and have some

For Sale—Drug stock and fixtures, in- 7 -
veniory sbout’ SLE0G  Wilst be'soly di  Rrevious sxperience. Fefarences requlrsd.
once. For particulars write Peogles ’ :
National Bank. Bronson. Mich. 4381 SITUATIONS WANTED.

Merchandise sale corTductors.. A. Eh e ;

s Wanted—Position by young man with
Greene  Co, 35  Grand = River Ave, 10 years’ experience “in retail clothin
Detroit. Advertising  furnished  free. and’ furnishing goods. An all aroun
Write fer date, terms, etc. 549 window trimmer. Al references. 139
. For |Sa|e—OWIng ItO tlllkhealth, t| offer  Brown St., Grand Rapids, Mich. 610
or sale my general Stocx, inventorying Salesman wants position_after_Januar
bgtween t$6,00 %“‘Ij $7,003, "t‘('ng rooms 4 Northern_Michiggn territory Dreferred.
?io?]vaelvlysoorg e B?uosvivriess Oecsatalglr}shee)éceqé Prefer specialty line, but can sell any
years. S[l’ore has always_enjoyed an ex- ?T;[gﬁr' ddress Salesman, care Tr%ggs-
cellent trade. Address~ John “Harriman, .
Snover, Mich. 512 Want ads. continued on next page

Here IS a Pointer

Your advertisement,
if placed on this page,
would be seen and read
by eight thousand of
the most progressive
merchants in Michigan,
Ohio and Indiana. We
have testimonial let-
ters from thousands of
Beople who have

ought, sold or ex-
changed properties as
the direct result of ad-
vertising in this paper.

Michigan Tradesman
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FLAVOR SENSE.

~he Olfactory Nerve is the Sole
Judge.

All authorities agree that a nice ad-
justment of carbohydrates proteids and
fats—the balanced ration—is not all
that is necessary for the nutrition and
for assimilation of the food of man.
Disregarding in this brief statement the
happy influence of all those accessories
which go to bring about the normal con-
tented frame of mind, though not un-
mindful of them, | propose to pointout
the manner of the operation of flavors
in food products, it being taken for
granted that upon the agreeable flavors
of foods rests their practical usefulness
because, without the attractive flavor,
the food is not desired.

Examining into the manner in which
the sense of flavor reaches the brain,
the seat of intelligence, although the
standard works on physiology are clear
upon this point, the general ideas as
shown by words used to express ap-#
preciation of flavor, reflected in defini-
tions of words in the dictionary and in
common use, are full of error. All
words such as savory, palatable, sapid
—a favorite with makers of food laws
—and many others referring to the
taste in the mouth or on the tongue
have no proper application to the sense
of flavor which is apprehended solely
by the olfactory nerve, a nerve of spe-
cial sense in the nose which receives
only impressions of odor, as the optic
nerve receives only those of light and
the auditory nerve those of sound.

To the motor and sensory.nerves in
mouth and tongue belong general sensi-
bility and the special sensibility to sapid
qualities such as sweet, sour, saline, bit-
ter, alkaline, oily and the like, taking no
cognizance of flavor which is the vola-
tile and characteristic 'aroma of a sub-
stance. To prove this, holding the nos-
trils tightly closed, take in the mouth
a pinch of any strongly flavored spice
such as powdered cloves or cinnamon
md no amount of chewing will cause it
to be indentified. Open the nostrils
ind the olfactory nerve at once recog-
lizes .the flavor and can nicely distin-
guish even closely related odors.

It being necessary for practical use-
fulness that a flavor shall be agreeable,,
it becomes the duty of those who serve
the public with flavoring agents to select
those which are pure and of good qual-
ity and to separate out and reject from
this product whatever would impair its
aroma. Among the chief sources of
flavors the citrus fruits, lemons, orang-
es and limes, in which the flavor is
practically confined to the essential oil
found in the little glands in the outer
part of the rind, the juice of the pulp
being a solution of citric acid more or
less flavored by the essential oils in the
glands of the skin ruptured in the pro-
cess of cutting open the fruit.

The skin of the grape fruit being
thin, this fruit has but little flavor but
it has a pronounced bitter taste, agree-
able to many people. As illustrated
further this distinction between taste
and flavor, take a chocolate cream candy
flavored, say, with our natural Fruit
Flavor CXC Orange. Holding the nos-
trils firmly closed, take a piece of the
confection in the mouth, note the sweet
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taste of the sugar, the sour taste of the
acid perceived by the nerves in the
mouth and the tongue, and the bitter
taste of the chocolate perceived on the
tongue, and note the entire absence of
any suggestion of orange flavor.

Now open the nostrils and note the
prompt perception of the characteris-
tic flavor of orange, the fragrance of
the fruit as well as the faint aroma
peculiar to chocolate.

The trained sense of smell readily de-
tects any characteristic fragrance wheth-
er single or blended of mixed consti-
tuents or can identify one odorous sub-
stance after another, though, as such
impression on the olfactory nerve lasts
for a time, some slight intermission
should be allowed in passing from one
flavor to the next. We have said that
the maker of flavoring extracts should
present them in the best form of which
he is capable, free not only from adul-
terations, but from separable natural
imperfections. In good oil of lemon
about 92 per cent consists of hydro-
carbons, known as terpenes, which
when fresh, have only a taste resem-
bling that of a fixed oil, and almost
devoid of odor, and about 8 per cent,
of oxidized constituents upon which the
value of the oil as a flavoring agent
depends.  Although the well-washed
terpenes of oil of lemon, when fresh,
have only a faint odor resembling that
of some of the umbelliferous fruits,
they readily absorb oxygen, changing
from a limpid nearly colorless liquid to
a heavy brown liquid having a disagree-
able odor like that of varnish and be-
coming finally completly resinified.

You will find it stated in pharma-
ceutical books that one ounce of al-
cohol added to one pound of oil of
lemon will prevent its acquiring an odor
of turpentine and that such treatment
will preserve the oil indefinitely. The
statement, repeated and amplified by
writers having no real knowledge on
the subject, always was and continues
to be, false. Even a sample consisting
of a 5 per cent, solution of pure oil of
lemon in ethyl alcohol (the spirit of
lemon formerly official and now among
the preparations dismissed from the
pharmacopoeia) prepared in our labor-
atory and has an odor like that of a
can of furniture varnish.

Because of the avidity with which
terpenes seize upon oxygen, with the
result of producing bodies having un-
pleasant odors, and also because the
terpenes (having no flavor in them-
selves, being merely the vehicle of the
flavor as it exists in the fruit and in
the natural expressed oil) are insoluble
in food products except those which
are strongly alcoholic as completely as
is practicable in preparing a really
good and stable extract of lemon.

For about twenty-eight years we have
been preparing terpeneless extracts of
lemon and of other essential oils, main-
ly the several citrus oils, which oils
though they are volatile oils, are best
when prepared by expression. Our
process is strictly one of cold mechani-
cal extraction with dilute alcohol which
menstruum is a good solvent for the
odorous constituents (the portion of the
oil valuable for flavoring purposes)
while the terpenes, being practically in-
soluble in dilute alcohol, are thrown
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out and separated. Since the menstru-
um is, of necessity, partly alcoholic the
separation is not absolute but observa-
tions taken over a long series of years
have shown no impairment of aroma in
specimens of our CXC Lemon and
other soluble flavors to which we apply
the term “terpeneless,” and we have
rarely noted any separation of globules
of insoluble terpenes from the extract.

So far as we know, and as we be-
lieve, we were the first to make by
mechanical process a stable, soluble,
practically terpeneless extract and, since
the beginning in 1884, we have been con-
stantly seeking to improve our process
and product and to increase the potency
of the natural fruit flavor and the de-
gree of its concentration, making it
suitable for economical use of manu-
facturers of what are now-a-days class-
ed as food products, including confec-
tionery, sweet baked goods, pastry and
also punches, water ices and sherbets
for the soda fountain and for the cater-
ing trade, which are real foods, and
bottled carbonated beverages which
find in their agreeable flavor and the
healthful and safe spring or aerated
distilled water with which they are pre-
pared, sufficient reason for their steady
and increasing use. The superior qual-
ity of soluble terpeneless flavor made
by our mechanical process, without heat,
has in the past several years resulted
in attempts to supply a portion of the
demand with solutions of terpeneless
oils. Merely noting in passing ethat a
real extract is necessarily something
valued that is actually extracted, while
rejecting undesired parts as we, by our
process, extract and present in perma-
nent solution the aromatic constituents
of oil of lemon while rejecting the in-
soluble terpenes, the practical objection
to a so-called terpeneless extract pro-
duced by dissolving a terpeneless oil in
dilute alcohol is not its legalized defini-
tion but its actual quality as a flavor-
ing agent.

The constitution of oil of lemon is
very complex. Even the chemical group-
ing of the atoms of carbons and hydro-
gen in the so-called terpenes, whether
as having the regular formula CIO H16
or whether mixed also with sesqui-ter-
penes, CI5 H24 is still a matter of
doubt. And the oxygenated, odorous,

valuable constituents of the oil are a
much more complex blend all going
to make up the agreeable bouquet

which is the natural flavor of the fresh
fruit.

No chemist has as yet succeeded in
separating from each other the thirty,
more or less, of oxygenated constituents
of oil of lemon and none has been able
to recombine fractionally distilled por-
tions of the oil with unimpaired aroma.

A terpeneless oil or its solution will
not become varnish but must lack the

fine aroma of the natural fruit just
as a canned strawberry is inferior in
flavor to the fresh ripe fruit. The best
product is the one to use. In judging

what is best no one should lose sight of
the fact that a flavoring extract has
only one function, namely, that of mak-
ing a food product, or beverage more
attractive than otherwise it would be.
Its value therefore should be judged
solely by its ability to render the service
for which it is intended.
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So called tests for quality which de-
pend on the presence or proportion of
unessential constituents are useless to
the consumer and unfair to the manu-
facturer of flavoring extracts. Especi-
ally is this true in the case of the flavor
of lemon which some well known au-
thorities, or persons widely heralded as
such, in syndicated newspaper lectures
and upon the platform advise the house-
wife to test by adding to one teaspoon-
ful of the extract two teaspoonfuls of
water, making the degree of cloudiness
caused by the addition of water an in-
dex of the strength and quality of the
flavor whereas the alleged test for qual-
ity shows only the presence of terpenes
or of other insoluble and objectionable
contaminations.

The olfactory nerve is the sole and
sufficient judge of the facts.

Charles E. Foote, Ph. C.

Kalkaska Leader: Three traveling
men were standing in front of L.
Glazer’s store last Friday examining
some shoes displayed on a bench
when about three banels of snow
(more or less) fell from the top of
the building and covered them. The
snow was light and did not hurt
them but each got his full share down
his neck. “Dick” Winnie was one of
them and in his brusque manner he
called out, “Did you know that a
blackberry is red when it is green?”
The three then proceeded to stand on
their heads to shake the snow from
their necks.

It is difficult for some men to keep
a secret—if the other fellow has the
price.

The Golden Rule is the world's
greatest business maxim—if not. what

BUSINESS CHANCES.

Bakery, fixtures and utensils for store
and shop, good horse and wagon, all at
invoice price. $1500. Also stock invoic-
ing from $400 to $600. Average daily
sales $50. Business establishe twelve
years; reason for selling, sickness. Town
of 12,000; street car center and Penn-
sylvania railroad. Only one other bakery.

. Ossmann, Salem, Ohio. 612

. For Sale—Bakery and grocery in good
live m_anufacturmc]; town; no credit; no
delivering; will sell cheap for cash: fix-
tures  $1,400; roceries ~will inventory
about $1,000. Write for particulars. Town
3,000 population. O. H. Knight, Midland,
Mich. 611

Young Man,

Do You Want
To Better Your
Condition?

If you have been a success-
ful merchant or clerk and
would like to put yourself in
a position to earn more
money, write us, giving a
full description of yourself
and your success up to date.
We have calls almost every
day for MEN WHO DO
THINGS, and, if you are
worthy, we can, no doubt,
be of service to you.

Tradesman Company
Merit Department
Grand Rapids



No. 216
Detail Adder

No. 338
Total Adder!

No. 416
Total Adder. Sales-Strip
Printer

«W* auu PACB-O
inter with Separate Depart-
ments or Clerk's Addins

Wheels.

M O 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.

The National Gash Register Company
Dayton, Ohio

Total Adder. Receipt and Sales-Stri No. SSBG-EL-9

otal er. receiptan ales-strip .

Printer with Separate Counters Countersand Drawers for Nine
mand Drawers for Six Clerks. Electrically Oper-

Clerics. ated and Illuminated.

No. 813
Total Adder

No. 337
Total Adder

No. 1022

Drawer Operated

Total Adder.
Printer with Separate
and Drawers for Each
Clerk.



Honorbilt
Shoes

are made with

Full Vamps

C'ULL VAMPS go into all Mayer Shoes. It costs $50,000

A a year to do it, but we put them in because it makes
better shoes.

The trade follows the dealer who handles shoes that give service, and
Mayer Shoes, with their solid construction and excellent style, supply
wearing qualities to a greater degree than all other shoes.

You are well aware of the shortcomings of cut-off vamps and the weak-
nesses of shoes that are “skinned” to meet a price. You can avoid all
trouble by stocking the Mayer HONORBILT Quality Line, the shoes
that stand up—the shoes for which there is a big demand because they
make good with customers.

Write to-day and ask us to explain how you can increase your business
with Mayer HONORBILT SHOES.

F. Mayer Boot and Shoe Co.

MILWAUKEE
Makers of the Famous HONORBILT SHOES for Men, Women and Children

Largest Manufacturers of Full Vamp Shoes in the World



