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MR. HORNER ON GRUMBLE CORNER

I knew a man and his name was Horner,
Who used to live on Grumble Corner;
Grumble Corner in Cross Patch Town,
And he never was seen without a frown.
He grumbled at this; he grumbled at that,
He growled at the dog; he growled at the cat;
He grumbled at morning; he grumbled at night; 
And to grumble and growl were his chief delight.

He grumbled so much at his wife that she 
Began to grumble as well as he;
And all the children wherever they went, 
Reflected their parents’ discontent.
If the sky was dark and betokened rain,
Then Mr. Horner was sure to complain;
And if there was never a cloud about,
He’d grumble because of a threatened drought.

His meals were never to suit his taste;
He grumbled at having to eat in haste;
The bread was poor, or the meat was tough,
Or else he hadn’t had half enough.
No matter how hard his wife might try 
To please her husband, with scornful eye 
He’d look around, and then, with a scowl 
At something or other begin to growl.

One day as I loitered along the street,
My old acquaintance I chanced to meet,
Whose face was without the look of care,
And the ugly frown that it used to wear.

“I may be mistaken, perhaps,” I said,
As, after saluting, I turned my head;
“But it is, and it isn’t Mr. Homer,
Who lived for so long on Grumble Corner?”

I met him the next day, and I met him again,
In melting weather, in pouring rain,
When stocks were up and when stocks were down; 
But a smile somehow had replaced the frown.

It puzzled me much; and so one day 
I seized his hand in a friendly way,
And said: “Mr. Horner, I’d like to know 
What can have happened to change you so?”

He laughed a laugh that was good to hear,
For it told of a conscience calm and clear,
And he said, with none of the old-time drawl; 
“Why, I’ve changed my residence, that is all!” 
“Changed your residence?” “Yes,” said Horner, 

“It wasn’t healthy on Grumble Comer,
And so I moved; ’twas a change complete,
And you’ll find me now on Thanksgiving Street!”

Now, every day as I move along
The streets so filled with the busy throng,
I watch each face and can always tell 
Where men and women and children dwell;
And many a discontented mourner 
Is spending his days on Grumble Comer,
Sour and sad, whom I long to entreat 
To take a house on Thanksgiving Street.

f y Y Y if f  y



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

T H E  P R O M P T  S H IP P E R S

Grand Rapids Kalamazoo

This is Horehound 
Weather

YE “DOUBLE A"

OLDE FASHION

Horehound Candy
Is the peer of them all. Our 

trade mark on every piece.

PUTNAM  FACTORY
O R IG IN A T O R S

National Candy Co. 
Grand Rapids. Michigan

HERE’S PROOF OF THE PUDDING
M E R C H A N T S ARE R E O R D E R IN G  OUR PLA N

B. C. Sham  in w riting us on the  10th of last m onth says: "M y 
contest closed December 31st w ith the largest day 's sales I have 
ever had. and I consider it a w inner from  every standpoint. I 
cannot praise your plan too highly and as appreciation of same 
I am placing my order w ith your Mr. Price for another one of your 
plans to stim ulate m y trade during th is dull season. ”

O. A. Colvin in w riting us the other day says: “ I used your 
plan last year. The resu lt proved so sa tisfactory  th a t I have th is 
day placed my order w ith your Mr. Eastm an for one of your 
other p lans.”

In w riting us the other day one of the  salesmen says: "H ere 
is the  second order from  A. B. Cook & Co. They closed their 
other contest recently and th is order is the  best evidence of their 
satisfaction. ”

A nother one of our salesmen w rote us as follows: " J u s t to 
show how well pleased R. H. Evans & Co. were w ith our propo
sition herew ith enclosed find their order for another contest. I t 
pays.”

Still another one of our salesmen w rites us saying; "A. B. 
McDaniels was so well pleased w ith  his first contest, herew ith en
closed is his second order for another. ”

Our Plan Gets Hundreds of People Directly 
Interested in Your Store

I t  has this arm y of people hustling for you—it has them  urging 
the ir friends and neighbors to  trade a t your store, and it  keeps 
them  hustling for you six  solid m onths or more.

In addition to cleaning up your stock, working off slow 
sellers and shelf-w orn goods—in addition to  overcoming mail 
order competition, th is plan will keep on w orking for you after 
you are through w ith  the plan. You will feel the  good effect of 
it all during the year.

W ARNING!
Brenard Mfg. Co. is N O T  operating under any other name.

This statement is deemed necessary as recently our attention has been 
called to the fact that firms under other names with similar propositions to 
ours have claimed connections with us.

G ranting exclusive righ t as we do you can see th a t it  will 
be necessary for you to w rite  us immediately, as we will close 
the  deal w ith the m erchant who w rites us first th a t he w ants 
our plan.

Any delay on your part m ay mean th a t your com petitor will 
already have secured the exclusive righ t in your town.

Brenard Mfg. Co., Iowa City, la. and Chicago, 111.

Doiit forget to indu  
abox in your next order

S n o w  B o y  Washing Powder
Buffalo, N. Y.
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Grand Rapids dealers have been doing  
their buying on a loss-otf  basis. In 
many instances where the percentage  
of rot* and shakes runs too high the 
entire cons ignm ent is sent back. 1 he

hands  and many offended tarnier  
and their wive? to deal with.

T he  oblig ing man is popular, and 
• is also imposed upon.
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an operation to be cured of append: 
citis. Me was taken to a hospital, in 
danger of dying unless operated on at 
once, hut the Sight of the sterilized 
slab, g li s tenin g instruments  and white  
robed attendants so aroused him that 
he gathered his clothing, pushing aside 
restraining hands, went home,  slept 
well, ate a hearty breakfast the nex* 
mornin g and then went to his usual 
work driving a steam riveter. I f this 
"cure'' would work with others afflict 
ed with appendicitis  the surgeon*  
would lose  a vast amount of work.
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C L O V E R L A N D .

Z ephyrs F rom  the U pper Peninsula 
of Michigan.

M arquete, Feb. 3. —W e have dii- 
fered alw ays from  the advocates of 
universal peace who agree with any
body and everybody on everv sub
ject and w ho has no self a s se r tio i 
o r individuality of their own or, at 
least, if they have, they  are hope
lessly im pregnated w ith a cheap 
brand of the com m ercial spirit that 
they are afraid to  put it in ev’denee 
for fear of “hu rting  their business.”

T o illustrate: Some little  time ago 
a prom inent copper country  hotel 
keeper whose heart was in the right 
place introduced us to the copper 
country  telephone m anager and then 
com plained th a t said m anager was 
then attem pting  to in troduce an in
novation w ith regard  to telephone 
charges which were, in effect, calculat
ed to unfairly  discrim inate against 
com m ercial travelers. W e, of course, 
attacked the proposition in as v igor
ous a way as we knew  how to do. 
Then, in o rder to  strengthen our posi
tion, we had a private talk  with a 
prom inent copper country  traveler who 
agreed in no uncertain way with all 
that we said and then we introduced 
him to  the telephone m anager in o r 
der that he m ight “back us up,” hut, 
lo and behold! when the traveler got 
up against the telephone man, he 
flunked clean over and no t only be
lieved in, but adm ired the position of 
the telephone m an and told him that 
his position was absolutely correct* 
T his is a brand of policy I hold in u t
te r contem pt and I am a firm believer 
in the though t tha t there is an honor
ed place in th is world for the k ic k e r . 
who kicks intelligently , but not chron
ically, courageously and not pessim is
tically and who gets results and not 
rebuffs, plaudits and not sneers. 1 
use the above incident by way of il
lustration  only.

I was unfortunate  enough a week 
ago to make a trip  on the South 
Range branch of the M ineral Range 
Railway, from  Keweenaw Bay to 
Mass City. H aving left M arquette at 
6:15 a. m., with Mass City as my point 
of destination, I arrived at Keweenaw 
Bay on time at about 9 a. in., but was 
still 32 miles from my objective 
point. T he beginning of my unpleas
ant experience was tha t 1 (a well paid 
man w hose time is highly valuable) 
w as obliged to sit dowm and wait until 
it was the pleasure of the railw ay 
com pany or its lordly conductor (1 
don’t know w hich) to  mone the train, 
seem ingly busily engaged in setting 
out cars of logs and copper rock, un
loading freight, giving their time to 
horses and cattle and the like, but 
defiantly ignoring the righ ts of the 
m en and wom en who had to sit to 
aw ait their pleasure. Thus we were 
forced to  spend the best hours of the 
day aw aiting the pleasure of the M in
eral Range R ailroad Co. from  9 a. m. 
until 2:15 p. m. Soon after we s ta r t
ed on our journey we asked the  con
ductor, for business reasons, in o rder 
to re-form tilate our plans upset by th ;  
delay, at about w hat tim e he expected 
to land us at M ass City, when he la
conically inform ed its tha t it would be

at least 9 o’clock bu t m ore likely 10 
o ’clock and show ed me way bills for 
the various sta tions to  bolster up his 
assertion. As a m atter of fact, he did 
land us in at 6:40 or over 12 hours to 
travel 108 miles. Now, so much for 
the tim e taken in transporta tion . This 
railroad com pany would, in all p rob 
ability, ask me why I chose to travel 
on its road when I could have reached 
Mass City by o ther routes. T h a t 
m ight be so, bu t there w ere reasons 
which are my own why I chose to go 
by tha t route. I presum e th a t the 
M ineral Range is operating  under a 
franchise which is conditional on an 
adequate and sa tisfacto ry  service to 
the traveling  public; tu t  le t me see if 
this railroad com pany is living up to 
its con tract with the people:

F irst, note th a t it took 12 hours and 
25 m inutes of one m an’s valuable time 
to travel 108 miles.

Second, th a t its cars are old relics 
of the old M ineral R ange N arrow  
gauge road, converted by a dangerous 
transform ation  as to safety into wide 
gauge cars; th a t they are only 6*4 
feet high at the highest point over the 
seats and only 7*4 feet high at the 
highest poin t: th a t ow ing to the age 
of the cars, the w indows and the doors 
are no protection  w hatever against 
the elem ents and th a t there  are no 
storm  w indow s on; th a t I observed 
God's blessed daylight th rough the 
floor crack at one end of the car and 
that the strip  of cocoa m atting  in the 
ladies’ coach had holes, tw o of them 
large enough to pass through.

N e x t 'd a y  at 6:15 a. m. Itook  the 
same train  to Pelkie, a distance of 
about tw enty-tw o miles. I was oblig
ed to w ear m y m ackinaw  with collar 
turned up and rubbers every inch of 
the trip  and the brakem an inform ed 
me that the reason was tha t the man 
em ployed for th a t purpose at Mass 
City, who w orked n ights and whose 
duty it was in cold w eather to 
keep up the fires in the cars—the 
heating  plant is an antequated  old 
coal stove—w as entirely  derelict in 
duty and that the cars seldom  w arm 
ed up before they reached Keweenaw 
Bay. T returned on the train  as far 
as N isula the same day and the coach 
was then  fairly com fortable.

Some people would probably con
sider this k 'nd  of railw ay service a 
joke and call it such, but I will go a 
step or two further. I call it an im
position and an ou trage and I beg 
to give notice to all parties concerned 
that the old days in the U pper Penin
sula, when a railroad com pany can 
hand any old th ing  to  the traveling 
public and have them  sw allow it, are 
past and th a t we dem and and insist 
on a railroad service to all parts to 
which people travel com m ensurate 
with the grow th and developm ent of 
the U pper Peninsula generally  and 
th a t we will not stand for a railroad 
or a railroad branch which re tards the 
natural p rogress ofthe region through 
which it traverses. W e shall watch 
this particular railroad with keen in
terest during  the com ing weeks and 
if needed im provem ents are not 
shown, we shall use the' m eans we 
have at our hands to  lay the entire 
m atter before the proper authorities 
for adjustm ent.

Bunny Goodman, of Ole C hristof- 
ferson fame, who is the g reatest Swed
ish and French dialectician in Clover- 
land, has ■ go tten  him self into such 
serious trouble at Ewen that he is 
steering  clear of the tow n ju st 
now and, in the m eantim e, is devising 
ways and m eans to square himself. 
W hile there recently  he visited an 
old friend who had recently  go t m ar
ried and was introduced to his wife. 
T h a t friend was Dr. W escott. They 
talked about alm ost everything of 
com m on in terest. Incidentally, Bun 
gave a dem onstration  of a Swedish 
dialect, which pleased Mrs. W esco tt 
very much. T he D octor saw a chance 
to put one over Bun and asked him 
if he could give a selection in the 
Danish language. Bun swallowed 
hook, bait, line and sinker and said 
that the D anish language was no lan
guage: th a t it w as a cross betw  en 
the Finnish and the Russian w ith a 
tinctu re of Swedish and N orw egian 
to give it a little  pungency. Mrs. 
W esco tt is a D ane and Bun had to 
m ake a hasty  retreat.

A story' comes to us of ham  and 
eggs from  a recen t U. C. T . banquet 
at Green Bay, W is., in which A. L. 
K annew urf, specialty' salesm an for 
John  F ritzlaff and well-known in 
Cloverland, is the leading figure.

W e are pleased to  sta te  th a t A. F. 
Sheldon, represen ting  the Garlock 
Packing Co., who was transferred  by' 
th a t com pany tw o years ago from  
here to  Des M oines, Iowa, has been 
returned to us and has again taken 
up his residence with us. T his is good 
news fo r the boys of U. P. Council, 
No. 186, as B ro ther Sheldon is a 
w orker. H e may be assured tha t 186 
will m ake good use of him. W elcom e 
home. B ro ther and M rs. Sheldon.

Mr. and Mrs. John McCole, of Sa
go la, are rejo icing  over a recen t visit 
of the sto rk  w ith a bouncing baby' boy. 
T he arrival came Sunday evening. 
Father, m other and boy are doing as 
well as can be expected. John ex
pects to be able to  resum e w ork at 
the Sagola Lum ber C om pany’s store  
w ithin a few day's.

W e reg re t to repo rt tha t Mrs. P. C. 
Murphy', of Ypsilanti, form erly a well- 
known and highly respected resident 
of L ’Anse is dangerously ill.

B ro ther D. C. C rothers, a m em ber 
of our Executive Com m ittee, has dis
posed of his in terest in the Crothers 
Lum ber Co., a t Yaim er, near here, 
and has gone W est in quest of a ,lo 
cation. H e intends to visit Seattle, 
Tacom a, Portland  and o ther Pacific 
coast cities and m ay be absent for 
several m onths.

T he people of L ’Anse had a little  
in terest in the m arriage at New Y ork 
of Miss H elen Gould and Finlay Shep
ard. S hepard’s b rother, Louis J. was 
a resident of L ’Anse previous to the 
great fire of 1898. Wlhile at L ’Anse 
Louis J. Shepard was em ployed as 
book-keeper for J. B. Smith, who at 
th a t tim e conducted a large lum ber 
business and general store and who 
conducts a large general sto re  at 
L ’Anse to-day'. Finlay is well-known 
at L ’Anse, having spent considerable 
time w ith h'is bro ther.

U ra  D onald Laird.

O ther Side of the T en Cent A m end
m ent.

Lansing, Feb. 3.— On my retu rn  
from  Ohio, my a tten tion  has been 
called to the article entitled, “W hose 
C ollar?” in your issue of Jan. 15. At 
first I was minded to reply in the 
sp irit tha t your article seem s to have 
been w ritten , but I question the good 
th a t would come from  such a con tro 
versy. W e have come to know that 
the m an who said, “A soft answ er 
tu rneth  away w rath, but grievous 
w ords stir up ang er” was not unm anly.

In regard  to passengers losing m on
ey by buying tickets which they  failed 
to use. for some cause or o ther, o r 
only used a portion  of same, the u n 
used portion  of any ticket is always 
redeem able the same as the unearned 
portion  of a cash fare paid, and in my 
tw enty years or m ore experience in 
railroading, I have never known of a 
railroad com pany re jec ting  a legiti
m ate claim. N ot one.

No one know s the needs of the dif
ferent com m unities as to the im prove
m ent of transporta tion  facilities better 
than do the traveling  men of our State. 
W hy not th rough  the colum ns of 
your splendid paper encourage the ap
pointm ent of a com m ission from  the 
traveling m en’s associations to  w ork 
in a m ost friendly m anner in con
junction with the R ailroad Com m is
sion for the prom otion  of our S tate  s 
best in terests? Much could be ac
com plished in th is m anner for the 
com m on good of all. No doubt an 
autom obile road from  Chicago to 
M ackinaw City is im portant, bu t to 
the people of this State, their ra il
roads mean m ore to them  in one day' 
than  such a road does in tw enty  years, 
and I think the m an w ho introduced 
the 10 cent ex tra  bill ought to be en
couraged, instead of “W atch  H im ,” as 
vou suggest. I fear our railroad 
properties are not being developed in 
keeping with the grow th  of the State 
and will not be so developed until 
the pow ers th a t be follow the  ex
ample of the G. O. P. since the late 
unpleasantness, w ith the view of g iv
ing the o ther fellow a “square deal” 
and get together. B. S. S tra tton .

R epresentative Jam es N. M cBride, 
of Burton, w rites the T radesm an that 
he was no t inspired by the  railroads 
to introduce the 10 cent ex tra  fare 
b ill; tha t it w as done to m eet the 
abuse that exists w here passengers 
now pay' an ex tra  price to  ride be
tw een sta tions only tw o or th ree  miles 
apart. T he T radesm an gladly gives 
place to Mr. M cBride’s explanation, 
but still m aintains th a t such a i  
am endm ent to the p resen t 2 cent law 
would be a m istake, because it would 
cause infinitely m ore annoyance to  the 
traveling  public than  the p resen t 
m ethod does in the exceptional cases 
referred  to  by Mr. M cBride.

The uccessful salesm an is he who 
is able to look a t his propositiqn from 
the buyers’ point of view, pu tting  him 
self m entally in the place of his cus
tom er.

Good may, often does, com e out of 
affliction. If the high cost of living 
does but teach econom y it will have 
done some good,
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B A N K R U PT C Y  M ATTERS.

Proceedings in W estern District of 
Michigan.

Jan. 29.— In the m atter of O ste r & 
M aynard bankrupt, m erchan ts at T rav 
erse City, the first m eeting of c red it
o rs w as held and A. F. N erlinger, of 
T raverse City, w as elected tru stee  and 
his bond fixed a t $1,000. B urt Com 
stock, Em anuel W ilhelm  and J. W . 
Slater, of T raverse City, w ere appoin t
ed appraisers. Each of the bankrup ts 
w as sw orn and exam ined and the 
first m eeting then  adjourned, w ithout 
day.

In  the m atte r of Alva B. Richm ond, 
bankrupt, of G rand Rapids, formerly- 
doing business under the nam e of 
R ichm ond-Jarvis Com pany the tru s 
tee, G errit J. W essink, of G rand R ap
ids, filed his final rep o rt and account 
show ing a balance of cash on hand oi 
$230.83, and an o rder w as m ade by the 
referee calling a final m eeting of 
cred ito rs to  be held a t his office on 
Feb. 18, to  consider such rep o rt and 
account and for the declaration  of a 
final dividend if any, for creditors. 
C reditors are also directed to  show 
cause, if any they  have, w hy a certi
ficate recom m ending the bank ru p t’s 
d ischarge should not be m ade by the 
referee.

In  the m atte r of Jam es W . M ur- 
taugh, bankrupt, form erly m erchant 
a t W ym an, the trustee, G errit J. W is- 
sink, filed his supplem ental final repo rt 
and vouchers show ing com pliance 
w ith the final o rder of distribution, 
and an o rder w as m ade closing the 
estate  and discharging the  trustee. 
Sufficient cause having been show n a 
certificate w as m ade by the referee 
recom m ending th a t the bankrup t be 
not g ran ted  his discharge.

In  the m atter of A lbert Root, bank
rupt, of G rand Rapids, it appearing 
tha t there w ere no assets excepting 
the bankrup t’s exem ptions, an o rder 
w as m ade closing the estate. No 
cause to  the con trary  having been 
show n by creditors, a certificate w as 
m ade by the referee recom m ending 
the b ankrup t’s discharge.

A vo lun tary  petition  w as filed by 
F red  A shley and W alte r J. Sm ith, co
partn ers  as A shley & Sm ith, m er
chants a t H ow ard  City, and they  were 
adjudged bankrup t by Judge Sessions 
and the m atte r referred  to  Referee 
W icks. An order w as m ade by the 
referee calling the first m eeting  of 
cred ito rs to  be held at his office on 
Feb. 24, for the purpose of electing 
a trustee, proving claims, exam ining 
the bankrupts, etc. An order w as also 
m ade appointing  Sid V. Bullock, of 
H ow ard City, as custodian, pending 
the election of a trustee. T he follow 
ing assets are scheduled:
R eal e s ta te  (ex em p t a s  hom e

s te a d )  ...............................................
S tock  in  tr a d e  .....................................
F ix tu re s , e tc .........................................
D ue on open ac co u n ts  ...................
H ousehold  goods of p a r tn e r s  (e x 

em p t) ...............................................

$1,500.00
7,000.00

500.00
400.00

500.00

$9,900.00
T he follow ing liabilities are sched

uled: , ,
Village of H ow ard  C ity , ta x e s  . .$ 92.71
W . A. M cR ea M ills, C an ton  ..........  39.29
J o n a s  B ro th e rs , P h ila d e lp h ia  . . . .  177.83
Ind . P eerless  P a t te rn  Co., N . Y. 29.46 
W a rre n  F ea th e ro b n e  Co., T h re e

O aks ...................................................  4.17
L a m b  K n it Goods Co., Colon . . . .  49.00
S unsh ine  C loak & S u it Co., C leve

la n d  . . . . . . . . . . . . . . . . . . . . . . . . . . . .  327.88

A m erican  L ady  C orse t Co., D e tro it 57.57 
Sw iss A m erican  K n itt in g  Co., G. R. 97.74 
R oyal W o rce ste r C o rse t Co., C h i

cago ...................................................  251.91
C row ley B ro th e rs , D e tro it ............  316.25
E dson , M oore & Co., D e tro it . .  3,237.63 
E m sh e im e r F ish e l Co., C leveland 178.00 
J . P  K ohn  & Co., C leveland . . . .  226.38
G. R. D ry  Goods Co., G rd. Rpds. 435.81 
R ichardson  Silk Co., C hicago . . .  257.25
C. W . M ills P a p e rs  Co., G. R. 9.75 
K ingsborough  Glove Co., G lovers-

ville .....................................................  309.50
H erp o lsh e im er Co., G rand  R pds. 9.66 
P ro g re ss  S 'kirt Co., C leveland . .  23.43
N ia g a ra  Silk M ills, T o n a w an d a  13.53 
H erm an  & B en M arks, D e tro it 202.93 
P. S tek e tee  & Sons, G ran d  R ap id s  251.43 
C has. W . Pow ell Mfg. Co., Y psilan ti 24.Oo 
B u rr  & H ard w ick s , N ew  Y ork  . .  262.87
Geo. P . Ide  & Co., T roy  ............... 21.92
W . S. & D an a  B uxton , Springfie ld  28.63
D avis B ros. & Co., Toledo ........... 226.69
L evy  & M arcus, N ew  Y ork ..........  24.50
D es M oines H o sie ry  Co., D es M oines 14.70 
K u n s ta d te r  B ro th e rs , C hicago . .  30.00
P o n tia c  K n itt in g  Co., P o n tia c  . .  34.45
B arro n  B ros. Co., Buffalo ............  101.75
In te rn a tio n a l H an d k erch ie f Co.,

N ew  Y ork .........................................  37.00
R. H . O ’D onald, H ow ard  C ity  (b o r

row ed m oney) ............................... 1,300.00
M ary  E . P e rry , H o w ard  C ity, (b o r

row ed m oney) ...............................  2,000.00
C a rth ag en ia  A shley, H o w ard  C ity,

(borrow ed m oney) ......................... 700.00
L. W. G reene. H ow ard  C ity  . . . .  9.00
R iv ing ton  L ord  E xecu to r, N . Y. 450.00 
B ren a rd  M fg. Co., Iow a C ity . . . .  50.00

$11,821.51
Jan. 30.— In the m atte r of the O s

born Furn ish ing  Co., bankrupt, fo r
m erly at G rand Rapids, the final 
m eeting of creditors w as held, and 
the final rep o rt and account of David 
A. W arner, trustee, was approved and 
allowed, and a final dividend of 6 per 
cent, declared and ordered  paid to 
general creditors.,N o cause to  the con
tra ry  being show n by creditors, it 
was determ ined th a t a certificate rec
om m ending the b ankrup t’s discharge 
he m ade by the referee.

Jan. 31.—A volun tary  petition  was 
filed by John  Bos, a laborer of Grand 
Rapids, and he was adjudged bank
rup t by Judge Sessions and the m at
ter referred  to Referee W icks. An 
order has been m ade by the referee 
calling the first m eeting of cred ito rs 
to be held at his office on Feb. 19, 
for the purpose of electing a trustee, 
if desired, proving claims, exam ination 
of the bankrupt, etc. T he b ankrup t’s 
schedules show no assets excepting 
those claim ed to be exem pt. T he to 
tal liabilities scheduled aggregate 
$219.66 and consist of num erous small 
accounts.

In  the m atte r of J. J. Van Zoeren 
& Co., bankrupt, of G rand Rapids, the 
first m eeting of creditors w as held and 
W illiam  B. H olden, of G rand Rapids, 
was elected tru stee  and his bond fixed 
at $4,000.,Each of the bankrup ts w as 
sw orn and exam ined by a tto rneys 
p resent, and the first m eeting then  ad
journed w ithout day.

Feb. 1.—In the m atte r of J. J. Van- 
Zoeren & Co., bankrupt, the trustee, 
W illiam  B. H olden, filed a rep o rt of 
sale of the assets, excepting accounts 
receivable, to W . D. S truik, of G rand 
Rapids, for $1,800, th a t being the 
highest bid received. U nless cause to 
the con trary  is show n by creditors, 
such sale will be confirm ed by the 
court a t the expiration  of five days. 
An offer of $100 was also received for 
the accounts receivable, but the t.u s -  
tee recom m ended th a t such offer be 
not accepted.

Feb. 3 .—A volun tary  petition  was 
filed by John  H arris, an engineer of 
E lberta, and in the absence of the D is
tric t Judge, the order of adjudication 
w as m ade by Referee W icks. An o r
der was also m ade by the referee call

ing the first m eeting of cred ito rs to  be 
held at his office on Feb. 26, for the 
purpose of electing a trustee, exam 
ining the bankrupt, proving claims, 
etc. The follow ing assets are sched
uled: , ,
In te re s t  in a  c e rta in  land  co n trac t, 

upon w hich  th e re  is a  ba lance
due of $925.00 ............................... $1,900.00

C h a tte l m o rtg ag e  ............................... 50.00
H ousehold  fu rn itu re , e tc .* ............. 450.00
H o te l fu rn itu re  a n d  fix tu res  (p u r

chased  on c o n tra c t)  ..................... 300.00
D ue on open ac co u n t ....................... 293.13

T he follow ing liabilities are sched
uled. ,
T ax es  ...................................................  $ 64.00
M ary  M. L uxford , E lb e r ta  (secured

by land  c o n tra c t)  ....................... 1,078.00
C harles  Luxford , E lb e r ta  ............... 153.00
M. J . G larum , E lb e r ta  ................... 75.68
E d w ard  B ro th e rs, E lb e r ta  ........... 9.63
B an k  fo E lb e tra , E lb e r ta  ............... 87.36
A. Jo h n so n  & Co., E lb e r ta  ........  10.82
Codden & V orce, E lb e r ta  ........... 100.00
W . R. T hom as, E lb e r ta  ............... 69.24
D r. C. P. Doyle, E lb e r ta  ..............  75.00

$1,658.73
Feb. 4.—In the m atter of W illiam  

A. H oult, bankrupt, a salesm an of 
G rand Rapids, it appearing from  the 
exam ination of the bankrupt that 
there were no assets over and above 
exem ptions, an o rder was m ade that 
no trustee be appointed. U nless fu r
ther proceedings are desired by c red 
itors the estate will probably be 
closed at the expiration of tw enty 
days.

Instance of Real Salesmanship.
A m an w ent into a prom inent sil

verw are establishm ent the o ther day 
to  buy a w edding presen t for a friend 
of his, and with his m ind set upon 
a small chest of silver—knives, forks 
and spoons—he stepped up to a sales
lady and told her ju st w hat he wanted. 
She showed him some very p retty  
p a tte rn s in S terling  silver a t $50 tha t 
pleased him very much, so it was an 
easy m atter for him to m ake a selec
tion, but before paying for the chest 
he had chosen he said to  the sales
lady: “I ’m sure I shall take th is one— 
it's ju st w hat I w ant—but I wish you 
would please set it aside for a few 
m inutes until I have looked at some 
of those silver dishes over there, ju st 
to see if there  is anything I would 
like b e tte r,” and she very graciously 
did as the custom er requested.

The m an then w ent over to this 
o ther departm ent, only tw o or three 
steps away, w here ano ther and, as he 
la ter discovered, quite different sales
lady, p resented  herself at his service. 
“ I ’m looking for a wedding p resen t,” 
he explained. “I ’ve already selected 
a small chest of silver knives, forks 
and spoons, but I thought I m ight 
perhaps find som ething over here 
am ong the dishes and th ings that I 
would like bette r.” T here  seemed to 
be an air of confidence about th is 
saleslady as she rem inded him of the 
fact th a t alm ost everybody th inks of 
ord inary  silverw are, such as knives, 
forks and spoons, for w edding gifts. 
She got an idea of about w hat price 
he w anted to  pay, and then showed 
him a very p re tty  silver-deposit tea 
set of H aviland china, including a 
teapot, cream  pitcher, sugar bowl and 
cups and saucers, for $75. T h a t was 
m ore than  he w anted to pay, but she 
pointed out the very odd features of 
the set, and assured  him th a t his 
friends, the recip ients of the gift, 
would appreciate it because it w as so 
uncom m on; she told him  w hat a big

num ber of these se ts she had sold to 
some of the s to re ’s w ealth iest cus
tom ers; she told him w here and how 
this H aviland china is m ade, and how 
the S terling  silver is deposited on it 
in such attractive designs; in fact, she 
told him everyth ing there was to 
know about th a t p articu lar kind of 
tablew are, and go t him so very much 
inerested in th a t tea set th a t he p re 
ferred it to anything else in the store 
and would gladly have paid $100 for 
it, if necessary. H e bought it and 
was perfectly  satisfied w ith his selec
tion. T hen he w ent back to  the Itrst 
saleslady and canceled his o rder for 
the chest of silver, which he now con
sidered very com m onplace com pared 
to his silver-deposit tea set af H avi
land china.— Pilo t in A pparel Ga
zette.

Financial Statement From Salvation 
Army.

D etroit, B^eb. 3—An article in a re
cent issue of the Michigan T radesm an 
was brought to my notice by our of
ficers of the G rand Rapids corps and 
I am tak ing  an opportunity  of sending 
you the enclosed report, which gives 
in detail the charity  w ork in Grand 
R apids during  thq C hristm as season 
of 1912. You will observe the ex
penses are specified and there  are 
vouchers for every item  of expendi
tu re  on file w ith the books at our 
Grand R apids corps.

[ cannot but believe th a t you are 
no t aw are of the true conditions in 
your sta tem ent tha t m onies collected 
in G rand Rapids are sent to D etro it, 
New Y ork and London, for, as a m at
ter of fact, th is is absolutely incorrect 
and I shall be pleased to  call upon 
you when in Grand Rapids w ithin the 
next few days and give you o ther 
inform ation regard ing  the adm inistra
tion of the salvation arm y’s funds at 
G rand Rapids, although the repo rt en
closed sta tes all there  is to know  in 
connection with the funds of the a r 
my in this particular branch.

U nder these circum stances, I also 
feel th a t you will be w illing to  sta te  the 
facts in an early issue of the M ichi
gan Tradesm an.

E dw ard T ucker, M ajor, General
Secretary.

Receipts.
C ontributions in kettles ....$345 .80
D onations in cash ..............  99.00
D onations in provisions . . . .  20.00

T ota l $464.80 
D isbursem ents.

P rovisions for baskets ....$172.95
O ther relief .............................  18.65
W ar Crys put in baskets . . .  14.00
Prin ting , postage, s ta tionary  24.15
Car fare, v isitation  ..............  1.50
Sundries .....................................  3.92
A ssistants, 4 weeks ............... 74.97
Percen tage to Grand Rapids

corps .......................................  88.95
Bal. fo r w in ter relief ........... 65.71

T o ta l $464.80

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter 

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

Manufactured by W ells & Richardsou Co. 
Burlington, Vt.
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Movement of Merchants.
Shultz— G. M. Fox  succeeds F red

L. P ierce in general trade here.
Thom psonville—Y ork & M oore suc

ceed A lex Sm ith in the bazaar busi
ness.

Lake O dessa—Jackson & Reed suc
ceed G eorge Evans in the grocery 
business.

M uskegon— Fred S. T uxbury  suc
ceeds Chase & T uxbury  in the drug 
business.

A drian—J. L eighton Bush succeeds 
W . M. B lanchard in the wood and 
coal business.

D etro it—T he D etro it D rug Co. ha.-' 
increased its capitalization from  $26,- 
000 to $50,000.

Bedford—Jordan  Bros, have added 
a line of m eats to their stock of gen
eral m erchandise.

D eW itt— E. J. Pierce, who conducts 
a grocery  store at St. Johns, has op
ened a branch store here.

P ortland—'Thom as Hickey, recently  
of S tanton, has engaged in the m er
chant tailo ring  business here.

D etroit — T he Rinshed - Gagnier 
Pain t Co. has increased its capital 
stock from $10,000 to $30,000.

Grand H aven—J. F. Lowe, recently  
of Chippewa Falls, W is., succeeds J.
M. K aden in the jew elry business.

Parm a— M urray P. S troud, recently
of E aton  Rapids, has purchased an 
in terest in the Charles L. Barrel bank.

Grand Ledge—T he Davis D rug Co. 
has sold its stock to A. O. H alsted, 
who will consolidate it w ith his own.

L eonard— H eenan & H ibbler, deal
ers in general m erchandise, lost their 
stock and store building by fire, Jan. 
30.

H arbor Springs—M iller & Miller 
lost their entire stock of im plem ents 
by fire Feb. 1. Fully covered by in
surance.

N o rth p o rt—Fire destroyed the fish 
w arehouse and stock of Peterson 
Bros. Feb. 2. Loss about $5,000. No 
insurance.

G rand Ledge—W ard  Davis, recen t
ly of the Davis D rug Co., has opened 
a confectionery and cigar store on 
N orth  Bridge street.

W ebberville— D. D. W hite and 
George 11. A lehin have form ed a co
partnersh ip  and engaged in the coal 
and lum ber business.

Saginaw— Elijah St. John, for th ir
ty-five years engaged in business here, 
dropped dead Jan. 26 as the resu lt of 
a stroke of apoplexy.

Pinckney—Floyd Jackson has sold 
his electric light p lan t here to  R ich
ard Clinton, taking Mr. C linton’s gen
eral stock as part paym ent.

Belding—T he M iller-H arris F u rn i
ture Co. has taken over the stock of 
the Relding F urn itu re  Co. and will 
consolidate it w ith its own.

Royal Oak—A new bank has been 
organized under the style of the F irst 
Commercial S tate Bank, with an au
thorized capital stock of $25,000.

Petoskey—A. B. M udgett has pur
chased a dom inant in terest in the 
Petoskey H ardw are Co. and assum ed 
the m anagem ent of the business.

K alkaska—W ise & Son, dealers in 
groceries and m eat, have taken over 
the m eat stock of T itus & R itter and 
will consolidate it w ith their own.

Alpena—Fire dam aged the Sinclair 
Dry Goods Co. stock to the extent 
of $18,000 Jan. 31. W . N. M artineau, 
druggist, sustained a small loss also.

O w osso—Charles Crane has sold 
his in terest in the m eat stock of 
C roft & Crane, to his partner, Fred 
Croft, who will continue the business.

South H aven— F. Ray H ancock, 
dealer in general m erchandise, has 
filed a voluntary petition  in bank
ruptcy. Liabilities, $8,836.31. No as
sets.

F lin t—E lm er W . G arner, grocer at 
816 South Saginaw street, has sold 
his stock to  E dgar G. H aym ond, who 
will continue the business at the same 
location.

Ionia—W . H. W ilder has sold his 
in terest in the stock of the Z esta Ce- 

• real Co. to Clarence Snyder and the 
business will be continued under the 
same style.

Springport—-T he Springport E leva
to r  Co. has engaged in business w ith 
an authorized capital stock of $10,000, 
all of which has been subscribed and 
paid i in cash.

W ebberville—W illiam  Patrick , deal
er in hardw are, will erect a three- 
story brick store building this spring, 
the first floor of which he will occupy 
with his ow n stock.

Belleville—T he Bank of Belleville 
has been m erged into a sta te bank 
under the style of the Peoples State 
Bank of Belleville, with an authorized 
capital stock of $20,000.

W ebberville—B. C. V an O rder has 
sold his in terest in the general stock 
of Dean & Van O rder to  Ray Dean 
and the business will be continued un
der the style of Dean Bros.

E vart—W alter A llison and Alfred 
Sandberg, both of Reed City, have 
form ed a copartnership  and purchased 
the E. F. B irdsall im plem ent stock 
and will continue the business.

G rand Ledge—Mrs. F red  Gillam 
has leased the sto re  building a t the 
corner of Front- and Bridge streets 
and will occupy it about M arch 1 with 
a stock of dry goods, m illinery and 
notions.

Amasa'—Louis Minkus, dealer in 
dry goods and clothing, has filed a 
vo lun tary  petiton  in bankruptcy. L ia
bilities, $10,000; assets, $4,000. F rank
H. W ithey, of M arquette, has been

appointed tru stee  and will dispose of 
the stock at private sale on or about 
Feb. 8.

D etro it—T he N ational R etailers 
Stam p Co. has engaged in business 
with an authorized capital stock of 
$10,000, which has been subscribed. 
$1,000 paid in in cash and $9,000 in 
property.

W ebberville—Baker, L ing & Co., 
dealers in general m erchandise, have 
dissolved partnership  and the business 
will be continued by Mr. Ling, who 
has taken over the in terest of his 
partners.

Jackson—E. F. L arrabee & Co., 
g rocers at 701 W est F ranklin  street, 
have purchased the A. L. W ing  gro
cery stock, a t 309 G reenw ood avenue, 
and will continue the business as a 
branch store.

W ebberville—Edw in Baker, recen t
ly of Raker, L ing & Co., dealers in 
general m erchandise, has leased a 
store building which he will occupy 
with a stock of general m erchandise 
about Feb. 15.

Calum et— F rank  C. Brown, F e r
nando D. and J. P. Peterm ann  have 
leased a store building on Oak stree t 
which they will occupy w ith a stock 
of w om en’s ready-to-w ear clothing 
and furnishings.

Moline—A. E. W eaver, who con
ducts a m eat m arket a t W ayland, has 
purchased the H. Spykerm an m eat 
stock here and will continue the busi
ness under the m anagem ent of his 
son, W arren  W eaver.

D etro it—T he V alentine Schroeder 
Co. has engaged in business as whole
sale. retail and jobbing confectioners, 
with an authorized capital stock of 
$15,000, all of which has been sub
scribed and paid in in cash.

Middleville— E. J. M cN aughton has 
sold his stock of hardw are and im 
plem ents also his store  building, to 
Z. J. Tow nsend and son, Blaine, of 
Ann A rbor, who will continue the 
business under the style of T ow nsend 
& Son.

Pontiac—H. B. W ilkinson, recently 
of Bellaire, Ohio, has purchased the 
in terest of G lenford H aviland in the 
grocery  stock of H aviland & Connell 
and the business will be continued at 
the same location under the style of 
the S tar Grocery.

Cadillac—Adam W . Lind, the m ost 
p rom inent dry go.ods m erchant be
tween G rand Rapids and T raverse 
City, has sold his stock to J. F. H ar
vey and E arl Phelps, both of D etroit. 
I t  is understood  the purchase price 
was about $75,000. L ind will en ter the 
w holesale business in D etroit.

T raverse City—A rth u r R osenthal 
w rites the T radesm an th a t the Rosen- 
thal-Caplan Co., which was recently  
organized with a capital stock of 
$10,000, will engage in the cloak and 
m illinery business at Eau Claire, W is.; 
that the new corpora tion  will have 
no connection w ith the Globe D epart
m ent here, which will be conducted 
by A rthu r Rosenthal, the sam e as 
before.

Manufacturing Matters.
Saginaw — T he F arm ers H andy 

W agon Co. has changed its nam e to 
M cClure Co. and increased its capital 

•stock  from  $300,000 to $500,000,

Cheboygan— T he Cheboygan Stave 
Co. has been organized to  m anufac
ture  staves and headings.

Saginaw—T he capital stock of the 
Melze, A lderton  Shoe Co. has been 
increased from  $125,000 to $200,000.

H artfo rd —T he S. M. Carpp C an
ning Co. has taken over the plant 
and stock of the H artfo rd  Canning 
Co. and will consolidate it w ith  its 
own.

D etro it—T he M cKam Swage W orks 
has been incorporated  with an au th o r
ized capitalization of $40,000, of which 
$21,000 has been subscribed and paid 
in in property.

F reeport— Guy Bovee, w ho  has 
been connected with the W oodland 
cream ery for the p ast ten  years, has 
been engaged as bu tter m aker by the 
F reeport Cream ery Co.

Kalam azoo—T h e K ing Paper Co. 
has authorized a $300,000 bond iss te 
for the purpose of re tiring  $100,000 
preferred stock and providing for a 
surplus fund of $200,000.

Alpena—T he G reat Lakes Stone & 
Lime Co. has been incorporated with 
an authorized capital stock of $750,000 
com m on and $750,000 preferred, of 
which $5,000 has been paid in in cash.

D etro it—T he D etro it M echanical 
S ta rte r Co. has engaged in business 
with an authorized capital stock of 
$10,000, of which $5,000 has been sub
scribed, $600 paid in in cash and $4,100 
in property.

D etro it — T he G oodspeed-D etroit 
M anufacturing Co., Ltd., has been o r
ganized to m anufacture m otor car 
parts, with an authorized capital stock 
of $20,000, of which $12,000 has been 
subscribed $8,000 paid in in cash.

Boyne City—T he Boyne City H an 
dle Co. has merged its business into 
a stock com pany under the same style, 
with an authorized capital stock of 
$30,000. which has been subscribed. 
$297,23 paid in in cash and $21,438 in 
property.

D etro it—T he H ellm ich M anufactur
ing Co. has engaged in business to 
m anufacture and sell brass and wood 
curtain, arch and drapery  poles, with 
an authorized capital stock of $10,000, 
of which $5,600 has been subscribed 
and $1,000 paid in in cash.

Saginaw — A lbert C. Strickland, 
Secretary of the E. A. R obertson  Co., 
m anufacturers of w om en's w aists and 
gowns, died at St. M ary’s hospital 
while the doctors w ere adm inistering  
an anaesthetic preceding an operation 
to close up an a rtery  which followed 
an a ttack  of quinsy.

B attle Creek—The K ing Saxton 
Clamp Co. has engaged in business 
to m anufacture and deal in all m etal 
and rubber goods and w ares used in 
connection w ith hose. T he com pany 
has an authorized capital stock of 
$15,000 com m on and $10,000 preferred, 
of which $15,000 has been subscribed 
and paid in in property .

The Green Cloak & Suit Co., doing 
business at 116 M onroe avenue, has 
been incorporated w ith an authorized 
capital stock of $10,000, of which $5,- 
000 has been subscribed and paid in 
in property . T he stock holders are as 
follow s: Adolph Friedm an, $1,250;
Samuel Greenbaum , $100 ; Joseph 
Roth, Toledo, $3,650.
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The Produce Market.
A pples—N orthern  Spys, $3 per b b l.; 

G reenings and Baldwins, $2.75; R us
sets and o ther good varieties, $2.50. 
I t would seem th a t apples should re 
ceive a g reat deal of a tten tion  a t the 
present time, as prices are reasonable 
and there never has been a b e tter 
show ing of stock than  during  the 
p resen t week.

B ananas— Declined to  $2.25 per 100 
lbs.

B utter—The m arket on cream ery is 
firm at lc  per pound advance over last 
week. T he pecentage of particularly  
fancy goods is very light. Medium 
grades are m ore plentiful and did not 
share in the advance w ith the higher 
grades. T here  is likely to be a con
tinued scarcity  of goods grading spe
cial, and if there  is any change in 
price in the next few days it will be 
for a very slight advance. Fancy 
cream ery com m ands 36c. Local deal
ers pay 25c for No. 1 dairy and 18c 
for packing stock.

Cabbage— $2 per bbl.
C arro ts—60c per bu.
Celery—$1.25 per box for home 

grown.
C ranberries — L ate H ow es are 

steady a t $9.75 per bbl.
E ggs—Receipts from  country  ship

pers have been liberal for some time 
and during  the p resen t m onth  they 
are sure to  increase, unless F ebruary  
should prove to  be a cold storm y 
m onth. Few  people seem to realize 
th a t eggs are from  8@9c per dozen 
below prices of a year ago, as the 
consum ption does not show any great 
increase over o ther years w hen prices 
are high. Local jobbers pay 21@22c 
for strictly  fresh. T here  is not likely 
to be any change of im portance in 
any m arket in the com ing week unless 
we have some extrem ely  bad w eather. 
R efrigera to r eggs are in ample sup
ply and the m arket is dull and prices 
nominal.

G rape F ru it—$3.25 per crate for 36s 
and $3.50 for all o th er sizes. T he de
m and is steadily  increasing and 
w holesalers sta te  th a t w here retail 
g rocers were buying grape fru it in 
half box lo ts a few years ago they 
buy in five and ten  box lo ts at the 
p resen t time.

G rapes—M alaga, $9.50 per keg of 
50 to 60 lbs.

H oney—20c per lb. for w hite clover 
and 18c for dark.

Lem ons—$7.50 per box fo r choice 
California or M essina; $8 for fancy 
and scarce.

L ettuce—New O rleans head, $1:50 
per bu.; ho t house leaf, 14c per lb.

O nions—Spanish are in fair de
m and at $1.15 per crate, hom e grow n 
com m and 35@40c per bu.

O ranges— California Navels, $3.50 
@4 per box; Florida, $3.50 for small 
and $4 for good size. Receipts of 
F loridas have show n some increase 
and are of fine quality. I t  is said 
that som e of the California oranges 
dam aged by frost have arrived, but 
little  is know n as yet, as to ju st w hat 
shape they  are in.

Po ta toes— C ountry buyers are pay
ing 30c a t outside buying points. Lo
cal dealers quote 40@45c in small 
lots. Supplies are plentiful and unless 
conditions change there  is no reason 
to expect any h igher prices during 
the spring  m onths. T he dem and for 
O hio seed will be on nex t m onth.

P ou ltry— Local dealers pay 12c for 
springs and fowls over 4 pounds in 
w eight and 11c for less; 6c for old 
roo ste rs; 9c for geese; 11c for ducks; 
15c for turkeys. T hese prices are live- 
w eight. D ressed are 2c higher.

Squash—$1.50 per bbl. for H ubbard.
Sw eet P o ta toes— Kiln dried Je r

seys, $5 per bbl.; D elaw ares in bushel 
ham pers, $1.50.

V eal—B uyers pay 10j4@12j4c, ac
cording to  quality.

D ressed H ogs—9j4@10c per lb.

C om peting W ith  M ail O rder H ouses.
K alam azoo, Feb. 4— I t  has been de

cided to  p rin t 7,500 copies of the new 
M erchan ts’ Guide which is to be is
sued by the R e ta ilers’ Division of the 
Com m ercial Club on M arch 1, T his 
will be an increase of 2,500 booklets 
over the first issue of the publication, 
and space will be allowed for every 
m erchant in the city, who is a m em 
ber of the Club, to advertise. I t is 
now planned to prin t fifty-six pages 
which will be an increase of eight over 
the recent catalogue.

Much of the detail of the w ork in 
the  next guide will be done by the 
K alam azoo Ad Club who will arrange 
all the advertising  copy for the p rin t
ers, and lay the advertisem ents out 
according to the la test ideas in effect
ive advertising. T h is will save much 
time, and a t the same time will g rea t
ly im prove the general appearance of 
the book.

O ther features will be added besides 
the page of Jason  W oodm an, railroad 
time tables, and views of the city. I t  
is intended to  include bits of general 
inform ation in regard  to K alam azoo 
which will im press the advantages of 
this city on the ru ral population to 
w hom  the books will be distributed.

T he w eather is a good, safe topic 
of conversation  w ith your custom ers, 
but see if you can’t th ink  up som e
th ing  of g rea te r in te rest and with 
m ore value to your business.

I t  takes a  barber to  descern the 
weak points of a safety  razor.

The Grocery Market.
Sugar—Raw s have a little s tronger 

tone, but quotations on refined are 
still m aintained on the basis of 4.30 
for N. Y. granulated  and 4.20 for 
M ichigan. T o  say noth ing about the 
agita tion  of the rem oval of the duty 
on sugar, there  is enough beet sugar 
on hand and w ith the fact th a t the 
p resen t crop of cane in Cuba is large 
to  m ake a low m arket during the 
present year.

Coffee—T he green coffee m arket 
has show n much w eakness during  the 
week and prices are off a few points 
from  quotations of a sho rt tim e ago. 
The m arket is very unsteady, one day 
advancing a few poin ts and the 
next day declining. The trade now 
know th a t the valorization coffee has 
been disposed of, which doesn’t make 
them  any too sanguine about the m ar
ket, and this affects the demand. 
Milds are steady to  firm at unchanged 
prices, except B ogotas, which are a 
shade higher. Java and M ocha un 
changed and dull.

Canned F ru its—T here  is nothing 
doing in California goods. S tocks 
on the coast are very light. Jobbers 
are well supplied, but the best selling 
season is ahead. T here  is no change 
in the B altim ore m arkets and business 
in this line is quiet.

Canned V egetables— Peas and to 
m atoes have taken quite a change 
since it w as announced th a t the pack 
of both was much larger during  1912 
than in 1911. A t the opening of the 
season the E astern  packers sent out 
repo rts th a t the pack of tom atoes 
would be sm all and prices w ere very 
firm, but since the first of the year 
there has been a little  w eakness 
show n and some sales have been made 
at a slight reduction  from  opening 
prices. Peas are still firm and while 
the pack is repo rted  large it is a fact 
th a t there w as a large quantity  of off 
peas pu t up which m ade it impossible 
for the m ajority  of packers to deliver 
their fu ture con tracts in full. Corn is 
cheap and m oving slowly, bu t w hole
salers look for trade to  increase dur
ing F ebruary  and M arch. T here  is 
but one conclusion to  be draw n, if 
the pack of canned vegetables w as as 
large as repo rted  for 1912, consum p
tion m ust be increasing.

D ried F ru its—L arge size prunes 
are selling a t a prem ium  and still 
the dem and is best on these sizes and 
the sm all sizes are neglected. Peaches 
are cheap and while they  have been 
m oving slowly, it is expected th a t 
prices will advance. A pricots are un 
changed and in very ligh t demand. 
T he sam e can be said of raisins and 
curran ts.

Cheese—T he consum ptive dem and 
is ligh t and the stocks of stric tly  
fancy goods are also repo rted  to  be 
light. U ndergrade full cream  cheese 
and part cream  cheese are no t quite 
so firm and are being pressed  fo r sale 
at prices rang ing  about lc  per 
pound low er than  a week ago. T he 
p resen t condition is likely to  last un
til early  spring, w hen there  is likely 
to be a b e tte r  consum ptive demand.

Syrup and M olasses— Glucose is 2c 
per gal. lower. Com pound syrup quiet 
a t ru ling  prices. S ugar syrup and 
m olasses are  dull.

Canned F ish—All varieties have 
been m oving well and, as prices of 
salmon and sardines are very low, 
jobbers look for an exceptionally  
good business during  Lent.

Salt F ish— M ackerel rem ains un 
changed and in very light demand. 
Cod, hake and haddock quiet and un
changed. T here  is an exceptional 
show ing of salt and sm oked fish on 
the m arket and the w holesaler has 
prepared  to take care of the dem ands 
of his trade in fine shape.

P rovisions— Sm oked m eats are %c 
higher. Pure lard is firm w ith a good 
consum ptive dem and a t prices rang ing  
about % c per pound over last week. 
T here  is m ore trad ing  done in com 
pound, and the m arket is firm a t J^c 
per pound over last week. T he con
sum ptive dem and for barreled  pork  is 
very light and the m arket is steady 
at 50c decline per barrel from  last 
week. D ried beef and canned m eats 
are in ligh t supply and steady at un
changed prices.

W an t S tate and City to  P ro tec t Them .
Kalamazoo, Feb. 4—As a result of 

the agitation started  by Kalam azoo 
m erchants over the too frequent visits 
of peddlers to this city, who for a $2 
license fee are perm itted  to en ter in
to direct com petition with the regu
lars who help support the city by pay
ing taxes, the L egislature will be ask 
ed to take some action th a t will put 
a stop to  the cheap industry. The 
m em bers of the L egislature from  this 
city will be asked by the Commercial 
Club to support such legislation to 
the limit.

The m erchants ask the Common 
Council to  increase the license fee 
charged peddlers who visit th is city 
from $2 to $25 per year. T he retailers 
claim that certain  transien t m erchants 
visit Kalam azoo from  time to time 
and by sending out invitations to  have 
the people call at the hotels, do a land 
office business, w ithout the expense 
of rent, insurance o r clerk hire.

The local dealers are anxious to 
head off some of this cheap com pe
tition and make the travelers pay for 
the privilege of doing business in this 
city.

John Muffley the shoe dealer, ad
dressed the last m eeting of the Coun
cil and drew a tten tion  to  the fact tha t 
the local m erchants w ere obliged to 
pay high ren tals and clerk hire and 
be throw n in direct com petion with 
those who w ere enabled to get along 
w ithout having any heavy expenses 
to pay. L ast week according to Mr. 
Muffley, one of the travelers sold m ore 
than  100 sets of fur in K alam azoo and 
his selling expense was practically 
nothing.

"O n account of the sm all license 
fee the city of K alam azoo is overrid
den with peddlers who are in com 
petition  with local m erchants. T hese 
peddlers should be m ade to pay for 
the privilege,” he said.

T o  refrain from  advertising is to 
adm it th a t you do no t consider it 
w orth  while to  take advantage of your 
opportunities fo r developing the busi
ness.

D etro it—T he A m erican C hair Co. 
has gone out of business.
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W ill R etain T itle  to  Banking P ro p 
erty.

The Old N ational Bank has decided 
not to  give up title to the corner of 
M onroe and Pearl, where the Bank 
has been located since its beginning. 
T he plan has been to put the Bank 
real estate in w ith the new hotel p ro 
ject and for the Bank to become a 
tenan t with a long lease, but, instead 
of doing this, the Bank will retain 
title to 57 by 100 feet and will pay 
that p roportion  of the cost of the 
hotel as may be represented  by its 
real estate. I t  will then own its build
ing clear up to the roof and will rent 
above the first floor to the hotel. T his 
plan will be to the advantage both of 
the hotel project and to the Bank. It 
will relieve the hotel of just that 
am ount of financing in real estate and 
building and the am ount of this re 
lief will be considerable. F rom  the 
view point of the Bank there will be 
the advantage of a definite investm ent 
ana som ething of an income upon it. 
The g reatest advantage for the Bank, 
however, is that the tim e will never 
come when the expiring of the lease 
will cause w orry to the m anagem ent, 
either as to renew al or to rental term s. 
The Bank will be the landlord and it 
will be the hotel m anagem ent that 
will have the future to  consider. The 
Old N ational has always been located 
at this corner. In  the early days it 
was a tena it of M artin L. Sweet, first 
for short term s and then under the 
first ninety-nine year lease ever exe
cuted in these parts. A bout th irty  
years of this lease had run when 
M artin I.. Sweet became financially 
d istressed  and in the liquidation of 
his affairs title  to  the p roperty  passed 
to the Bank under foreclosure p ro 
ceedings. I t  is probably the m ost 
valuable piece of real estate  in the 
city to-day and there is every reason 
to believe it will becom e m ore valu
able as the years pass. W hat may 
seem a large investm ent now will fifty 
years hence look like a first install
m ent on the purchase if the property  
were on the m arket.

The K ent S tate owns the corner at 
the o ther end of the block and, ac
cording to  present plans, will m erge 
its holdings in the hotel proposition 
and become a tenant. I t  will occupy 
37 feet, instead of the 57 feet assigned 
to it by the architect, leaving space 
for a store. In future years the Bank 
may expand to occupy the entire 
space.

The blue sky law w as considered at 
a m eeting  in Lansing last week before 
the legislative com m ittees on banking 
and the discussion it is said had not

proceeded far before the difficulty of 
fram ing a satisfactory  bill became ap
parent. T h a t innocent investors 
should be protected  was conceded, 
but how to afford this p ro tection  and 
not ham per legitim ate business is a 
hard problem  to solve. Banking Com 
m issioner Doyle cited the sale of a 
lot of W estern  irrigation  bonds in 
W estern  M ichigan a few years ago 
as an instance of needed safeguards 
for the people against loss, but he 
neglected to recall th a t before these, 
bonds were m arketed in M ichigan 
three different parties of bankers and 
business men visited the W est and 
were given every opportunity  to in
vestigate and, upon returning, m any of 
them  took bonds as investm ents for 
them selves. If these business m en and 
bankers could not see the blue sky in 
these bonds, w hat chance would there 
have been th a t an official investiga
tion by the Banking D epartm ent would 
have revealed it? T he S tate obvious
ly cannot investigate every enterprise 
that comes along tha t may w ant to 
sell securities to the public and even 
to stand sponger for such enterprises 
as it may investigate would be hazard
ous. T here is m ore o r less blue sky 
in every new undertak ing  and the 
safeguard is not so much in State 
supervision as in the education of the 
people as to the danger of putting  
their m oney into things th a t prom ise 
too much in the way of retu rns, when 
presented  by plausible strangers.

Howe, C orrigan & Co., of this city, 
have underw ritten  the entire issue of 
$300,000 preferred  stock of the re 
cently organized C ontinental Gas and 
E lectric corporation. T h a t they are 
able to do so is an indication of the 
firm’s standing in financial circles, 
l'he stock is 6 per cent, cum ulative 
and is offered to investors w ith a 
bonus of 25 per cent, com m on stock, 
the la tte r to carry 2 per cent, dividends 
the first year. T he corpora tion  takes 
over four public u tility  p roperties in 
Iow a and five in N ebraska and the 
earnings the past year are reported  
to be enough to m eet all m aintenance 
charges, in terest on bonds, dividends 
on the p referred  and leave 5 per cent, 
surplus for the com m on stock. The 
properties are all in prosperous com 
m unities and, w ith en terpris ing  m an
agem ent, the earnings will increase 
rapidly.

H illikcr, B ertles & Co. succeed to 
the business heretofore conducted by 
C. F. H illiker & Co., investm ent b rok
ers w ith offices in the M ichigan T ru s t 
building. Mr. H ertles form erly  lived 
here, bu t in recent years has been in 
the brokerage business in Chicago.

Fourth National Bank
Savings
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f l l

Commercial
Deposits

3
Per Cent 

Interest Paid 
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Savings
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Compounded
Semi-Annually

33«
Per Cent 

Interest Paid 
on

Certificates of 
Deposit 

Left
One Year

Surplus 
and Undivided 

Profits

$250,000

Capital
Stock

$300,000

GRAND RAPIDS 
NATIONAL CITY BANK

Resources $8,500,000

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

Merchants, Treasurers, Trustees, 
Administrators and Individuals

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

CORRESPONDENCE PROMPTLY REPLIED TO

We recommend
Public Utility 
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T he Old N ational Bank last week 
issued the first of a series of m onthly 
financial le tte rs review ing conditions 
and com m enting on prospects for 
business. The le tte r deals w ith the 
large affairs in the com m ercial and 
financial world, ra th er than  the close 
at hom e m atters, and the suggestion 
n igh t be offered th a t the la tte r m ight 
be dealt w ith to some extent and thus 
m ake the le tte r m ore applicable local
ly and m ore in teresting . I t  m ay be 
en lightening to know that the Bank 
clearings of the country  show gain 
o r shrinkage, tha t the building sta tis
tics of the country  loom  up big, th a t 
the steel trade is prosperous, th a t the 
railroad earnings show  gains, but in
form ation  of this character is in the 
nature  of g litte ring  generalities, use
ful and of in terest to “big business,” 
but no t very intelligible to  the Grand 
Rapids business man. W ould  it not 
be m ore to the purpose if the le tte r 
dealt with such questions as the re
cent fu rn itu re  sale and the prospects 
for the spring  fu rn itu re  trade, the 
local bank clearings and their signi
ficance, the local building statistics, 
the local real estate  activities, w hat 
the farm ers in th is section are doing 
to m arket their apples and potatoes, 
and sim ilar topics along these local 
and near hom e lines? T his is not in- 
tenued as a criticism  of the Old N a
tional's le tte r, which is adm irably 
w ritten  and seems to deal w ith gener
al topics w ith intelligence and under
standing, but is m erely a suggestion 
as to  how the le tte r m ight be made 
m ore effective and of g rea te r value 
to G rand Rapids people. W e may all 
be in terested  in know ing th a t the 
steel tiad e  is prosperous, but the o r
dinary G rand Rapids m ind—and m ost 
of us are ord inary—fails to see how 
that effects his pocket book. An au- 
thoritive sta tem ent as to  the condi
tions and prospects of the furniture 
trade would m ake every business man 
in Grand Rapids take notice. I t  would 
be the sam e w ith the G rand Rapids 
building statistics, the Grand Rapids 
ban*, clearings and bank sta tem ents 
and our local crops. T h ere  is really 
a need for ju st such a le tte r as the 
Old N ational is sending out. dealing 
briefly of general conditions and m ore 
a t length on the local situation.

T he local bankers all believe in ad
vertising  in the new spapers, but not 
all of them  practice it. T he Old N a
tional and the G rand Rapids N ational 
City and City T ru s t and Savings are 
the m ost persisten t and consistent 
users of p rin te rs ink, and both get 
up space fillers th a t m ay be regarded 
as m odels of good taste  and effective
ness. T hey m ake frequent changes in 
the w ordings of their publicity cam 
paigns, and there is a freshness about 
the ir advertisem ents th a t m ake them  
w orth  reading. Som e tim es the em 
phasis is placed on the bank’s stability  
and security, and then  the appeal m ay 
be to the self in te rest of the depositor, 
how his m oney grow s when placed 
a t in terest. T he K ent S tate  is also 
a constan t advertiser, but usually sa t
isfies itself w ith a sta tem ent of its 
assets and responsibility, which la tter, 
by the way, is conceded by all; in 
fact, the only unprogressive th ing

M I C H I G A N

about the K ent S tate  Bank is its ad
vertising. If it w ere as aggressive in 
this direction as it is in o th  .rs, its 
grow th would be greatly  enhanced. 
T he G rand Rapids Savings is a gen
erous advertiser at intervals and its 
fancy runs to h eart-to -heart talks 
filling a  quarter page in the new s
paper. T he M ichigan T ru s t Com pany 
advertises the bargains it may have 
to offer in bonds and o th er invest
m ent securities. T he F ourth  N ational 
advertises occasionally, usually in 
the special editions, and w hen it goes 
into p rin t it is on a  large scale, any
w here from  a q uarter to  a full page. 
The People’s Savings and the Com 
m ercial are not given much to the use 
of the new spaper columns. As to the 
value of th is publicity the bankers 
them selves do not all agree, except 
on the general principle th a t it is a 
good thing. T he bank th a t adver
tises no doubt gets some direct bene
fit. but it is generally  recognized that 
w hat any one bank may do is help 
ful to  all. T he heart-to -heart talks 
of the G rand Rapids Savings or the 
instructions which the Old N ational 
m ay give as to how to  save a thou
sand dollars m ay s ta rt depositors to 
those banks, bu t they  also s ta rt de
posito rs to  the banks th a t m ay be 
m ore easily reached. W hat any one 
bank does boosts the whole game. 
T he clearing house several years ago 
considered a publicity cam paign in be
half of banking in general, thus doing 
away w ith the need of individual ad
vertising, bu t for som e reason the 
plan did no t go through.

Quotations on Local Stocks and Bonds.
Bid. A sked.

Am. G as & E lec. Co., Com. 
Am. G as & Elc. Co., P fd.

82 85
44 47

Am . L ig h t & T rac . Co., Com. 405 415
Am. L ig h t & T rac . Co., P fd. 108 110
Am . P ub lic  U tilitie s , Com. 64 66
Am . P ub lic  U tilitie s , P fd. 77 78
Can. P u g e t S ound L br. 3 3
C ities  S erv ice Co., Com. 119 122
C ities  Service Co., P fd . 87% 89
C itizen s’ Telephone 94 96
C om w ’th  P r . Ry. & L t. Com. 69 70
C om w ’th  P r. Ry. & L t. P fd . 89 91
Elec. B ond D eposit P fd . 76 79
F o u r th  N a tio n a l B ank 212
F u rn itu re  C ity  B rew in g  Co. 60
G lobe K n itt in g  W orks , Com. 125 135
Globe K n itt in g  W o rk s , P fd . 100
G. R. B rew in g  Co. 175
G. R. N a t’l C ity  B an k 180 181
G. R . S av ings  B an k 216
H o lla n d -S t. L ouis S'ugar, Com. 7
K e n t S ta te  B ank 266
M acey Co., Com. 200
Linco ln  G as & E lec. Co. 28 32
M acey C om pany, P fd. 97 100
M ich igan  S u g a r Co., Com 
M ichigan S ta te  Tele. Co., P fd . 
N a tio n a l G rocer Co., P fd

60
100 101%
91 93

Old N a tio n a l B ank 208%
Pacific  G as E lec. Co., Com. 62 63
P eoples S av ings  B ank 250
T en essee  Ry. L t. & P r ., Com,. 22 24
T ennessee  Ry. L t. & P r. P fd. 77 78
U n ited  L ig h t & R ailw ay, Com . 87 89
U n ited  L t. & R y., 1st P fd . 
U n ited  L t. & R y., 2nd P fd .,

82 84

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

84 89

(new )
Bonds.

74 76

C h a ttan o o g a  G as Co. 1927 95 97
D enver G as & E lec. Co. 1949 95% 96%
F lin t G as Co. 1924 96 97%
G. R. E d ison  Co. 1916 98% 100
G. R. G as L ig h t Co. 1915 100Vi 100%
G. R. R ailw ay  Co. 1916 100 101
K alam azoo  G as Co. 1920 95 100
S ag inaw  C ity  G as Co. 1916 

•E x -d iv idend .
99
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Insured Against Twins.
The m ost novel claim  an insurance 

com pany has yet had to  se ttle  would 
appear to be the paym ent of $2,000 
ju st handed out by a F rench  insur
ance com pany on the b irth  of twins.

Some tim e ago a w om an called at 
the office of th is com pany and said 
she w anted to insure against the risk  
of having twins.

T R A D E S M A N

T he officials had no tables prepared  
with a view to  such an event, but 
they  issued a policy insuring  her 
against the b irth  of tw ins fo r a  p re
mium of $12.50, payable m onthly, for 
six m onths.

A few days ago the m anager of the 
com pany received a dainty card an
nouncing the b irth  of tw in daughters 
to their client. H e at once forw arded 
a sack of bonbons and a check for 
$2,000 to the m other.

7

Kent State Bank
Main Office Fountain St.

Facing Monroe
Grand Rapids, Mich.

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

Deposits
7 Million Dollars

3^ 2  Per Cent'
Paid on Certificates

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

We recommend
6% Cumulative Preferred 

Stock
of the

American Public 
Utilities Company

To net 7}4 %
Earning three times the amount re
quired to pay 6% on the preferred 
stock. Other information will be 
given on application to

Kelsey, Brewer & Company
Investment Securities 

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

Ask for our Coupon Certificates of Deposit

Assets Over Three and One-half 
Million

* T r \N  D p A P I P s S w nV C sj p ANK*

Buy

National Automatic 
Music Company 

Stock
CARROLL F. SWEET. Pres. 

CLARENCE U. CLARK. Treas.

Recommended by many promi
nent bankers and business men.

Never pays less than 1 per 
cent, monthly dividends.

Send for literature.
42-50 N . Market A venue  

Grand Rapids, M ich.
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HIGANpADESMAN
(U nlike an y  o th e r  p ap e r.)

D EV O T ED  TO T H E  B E S T  IN T E R E S T S  
O F BU SIN ESS’ M EN .

P ub lished  W eek ly  by 
TR A D ESM A N  COM PANY. 

Grand Rapids, Mich.
Subscription Price.

O ne do llar p e r  yea r, if  pa id  s tr ic tly  in 
ad v an ce ; tw o do llars  if n o t pa id  in  a d 
vance. . . .

F ive do llars  fo r six  y ea rs , p ayab le  in 
advance.

C anad ian  subsc rip tions, $2.04 p e r  yea r, 
payab le in v a riab ly  in  advance .

S am ple copies, 5 cen ts  each.
E x tra  copies of c u r re n t issues, 5 ce n ts ; 

issues a  m on th  o r m ore old. 10 ce n ts ; 
issues a v ea r o r m ore old, 25 cen ts.
E n te re d  a t  th e  G rand  R ap id s  Postoffice 

a s  Second C lass M atte r.

kinds of freak bills; in investigations 
and probings that may satisfy popular 
curiosity but cannot possibly lead to 
beneficial results; in starting imagin
ary and experimental reforms and in 
creating new commissions and boards 
to supervise things which in the past 
the people have been capable of taking 
care of themselves. The Legislature 
needs a generous assortment of com 
mon sense, and unless either the Dem 
ocratic administration or the Republi
can majority apply it, instead of 
either putting the other in the hole, 
both may be condemned by public 
opinion, which, however erractic it 
may be at times, is in the end always 
and invariably safely conservative.

E. A. STO W E, E d ito r.

February 5, 1913.

COMMON SE N SE  N E E D E D .
The State Legislature, politically, is 

Republican by a narrow margin. The 
Democrats have a strong representa
tion in both houses.. The Progressives 
or Bull M oosers are considerably in 
evidence. Ordinarily, a Legislature 
which is fairly well balanced between 
the parties, with a majority strong 
enough to be effective and with a 
minority that is active and agressive, 
is a good thing for the State. It in
sures an alertness to the public w el
fare that promotes efficiency. This 
season, however, conditions are not 
ordinary. The campaign preceding 
the election of the members of the 
Legislature was conducted along radi
cal lines and the tone of the campaign 
is reflected in the sentiment and ten
dencies of the Legislature.. Instead of 
striving which shall be the sanest and • 
safest, the competition between the 
different elem ents is to see which 
shall go the farthest in “progressive
ness?” It is not who shall be wisest 
and best, but who shall propose the 
most radical measures that popular 
fancy may suggest.. A certain amount 
of radicalism in the Legislature 
is always desirable, but radical
ism carried to an extreme is dan
gerous and much more likely to 
do harm than good.. The happy med
ium is an active minority radicalism, 
or progressiveness, as it may be called 
in up-to-date terms and a courageous 
conservatism in the majority, with the 
ability and the willingness to check 
the effervescence of that element 
which has everything to gain and 
nothing to lose. The present L egis
lature seem s to have no lack of the 
radical element, but the very desirable 
conservative influence appears to be 
too much in the minority for the best 
interest of the State. There is mani
fested too much desire on the part of 
the Republican majority to “put it 
over” on the Democratic administra
tion ; of the Democratic administra
tion to “get one on” the Republican 
majority and of the Progressive hand
ful to show the people that they are 
the only friends that the people have 
left on earth. The result is that, instead 
of transacting the business of the 
State with promptness and efficiency, 
the Legislature is frittering away the 
time and the money of the people in 
the introduction and discussion of all

SH O U L D  ACT PRO M PTLY. 
Senator Milan D. W iggins has in

troduced a bill in the L egislature to 
amend the female labor law so as to 
exem pt from  its provisions stores and 
m ercantile establishm ents in cities 
and villages of less than  3,000 popula
tion and outside the boundaries of in
corpora ted  cities. T he p resen t S tate 
law lim its the em ploym ent of women 
in M ichigan to an average of nine 
hours a day or 54 hours a week, w ith 
ten hours as the extrem e lim it for any
one day. T he law is an injustice to 
the women in M ichigan who m ust 
w ork for their living, as it curtails 
their earn ing capacity and closes many 
channels to the ir em ploym ent. I t  is 
an unecessary law, because conditions 
which m ight m ake it desirable do not 
exist in M ichigan, either in the cities 
or in the small tow ns. I t  was not 
asked for by the wom en by the State, 
but was put th rough  as a union labor 
m easure, obstensibly as a hum ane 
enactm ent, but in reality  to check the 
increase in female em ploym ent and to 
furnish m ore jobs for the self consti
tu ted  labor leaders as inspectors and 
clerks in the S tate L abor D epartm ent. 
The law has been a hardship upon 
em ployers of fem ale labor in M ichi
gan, as well as upon the wom en who 
are dependent upon their own exer
tions for their support. Of all em 
ployers the law has borne m ost h arsh 
ly- upon the m erchants in the sm aller 
tow ns w here trade  conditions make it 
necessary to keep the stores open 
evenings during  the sum m er m onths 
for the accom m odation of the farm ers. 
Senator W iggin’s bill is designed for 
the relief of the sm all tow n m erchants, 
and so far as it goes it is w orthy  of 
support, and every sm all tow n m er
chant in the S tate should w rite to his 
representative and senator in the L eg
islature, asking th a t the m easure be 
given support. T he proposed am end
m ent, however, does no t go far 
enough. T h e  sto res and m ercantile 
establishm ents in cities, no m atter 
w hat m ay be their size, should be ex
em pted from  the provisions of this 
unjust and unnecessary law, otherw ise 
there will be discrim inations which 
will w ork against the p rosperity  of 
m any com m unities. Allegan, fo r in
stance, is above the proposed popula
tion lim it and would be obliged to 
observe the law, while some small 
tow n near by equally convenient for 
the farm ers would be exem pt, and 
w hat would be the  effect of th is on 
A llegan’s trade? T h e  m erchan ts of

G randviile avenue, M adison square and 
B urton  H eigh ts w ould be com pelled 
to keep early hours on account of the 
law, because they are in the city, a rd  
would not their farm er trade go to 
Grandviile, w here the lim it is lifted? 
Instances can be cited all over the 
S tate w here the am endm ent exem pt
ing the sm aller tow ns would w ork to 
the loss of trade  for the b igger tow ns 
near by. T he only wise way is to 
exem pt stores and m ercantile estab
lishm ents everyw here in the S tate, no 
m atter in w hat sized tow n they m ay 
be, and the m erchants of the S tate 
should bring every influence to  bear to 
this end. T hey can secure the  change 
ni the law indicated if they  go a t it 
prom ptly and w ith vigor. No doubt 
’.he union labor g rafters in and out of 
the L egislature will oppose any such 
sw eeping am endm ent to the law. I t  
is sta ted  they will even insist upon 
lim iting the W iggin’s exem ption to 
such sto res as do not em ploy more 
than tw o or th ree clerks, but it is time 
the self respecting m erchants of the 
State gave these influences to  under
stand th a t their selfish dictation as to 
how business shall be conducted is 
not called for and will not be to le ra t
ed.

T he law lim iting the em ploym ent 
of men as clerks is no t necessary. In  
the larger cities, like D etro it and 
Grand Rapids, the whole tendency in 
com m ercial life is tow ard the Shorter 
w ork day. T he down tow n stores 
close at 0 o ’clock during the w^ek and 
m ore and m ore it is becom ing custom" 
ary to allow the Saturday half holiday 
during the sum m er m onths. T he on
ly tim e that night w ork is really re 
quired is during the rush  of the last 
days of the holiday season, and even 
this is never m ore than  a week. The 
m erchants give their wom en clerks 
the Saturday half holiday during th ree 
m onths of the year w ithout deducting 
it from  their wages, and yet under this 
law, however willing the woman may 
be to help out the law forbids them  to 
work an ex tra  hour w hen trade con
ditions dem and it. In  the sm aller 
tow ns, w here everybody know s every
body else, public opinion and gossip 
is ample p ro tection  against the over
w orking of wom en clerks.

T he m erchants of the S tate, no m at
ter w here located, w hether in the 
small tow ns or in the cities, should 
make a united effort to have stores 
and m ercantile establishm ents of all 
kinds exem pted from  the provisions 
of the law. E xem pting  tow ns under 
3,000 population m ay be a relief to a 
certain  extent, but in practical opera
tions it will handicap the larger tow ns 
in their efforts to hold their farm er 
trade. The exem ption should be gen
eral. T he self constitu ted  union labor 
leaders who hold jobs under the S tats 
Labor D epartm ent, or hope to  do so, 
m ay object to such a  sw eeping cur
tailm ent of their activities, bu t it is 
ju st as much bread and b u tte r  to  the 
m erchants of the S tate to have their 
exem ption as it is to the job holders 
to  have the law rem ain as it is, and 
the m erchants should insist upon it. 
And if they insist hard  enough there 
is no reason w hy they should no t win.

L E A V E  IT  A L O N E  
T he p resen t S tate law m akes it in

com petent for a wom an to en ter into 
a business partnersh ip  with her hus
band. She can go into business on 
her own account or can en ter into 
partnersh ip  relations with ano ther 
man, but husband and wife cannot be 
partners. A bill has been introduced 
in the L egislature to  rem ove th is in
eligibility of the wife. Such an am end
m ent to the law m ight m ake it easier 
for cred ito rs to realize upon tehir 
claims in certain  instances, bu t from  
the view point of public policy it is 
questionable if any change in the law 
is desirable. T he law as it stands is not 
designed as a curtailm ent upon the 
business activities of wom en, but as 
a p ro tection  for wives and m others, 
and th is pro tection  should no t be 
w ithdraw n. T he evils th a t are pos
sible under the p resen t law and which 
the proposed am endm ent m ight cor
rect, are thoroughly  understood by 
the well inform ed credit men of the 
S tate  and there are o ther laws under 
which they can p ro tect them selves 
from  loss if they desire to  take ad
vantage of them . U nder the old law 
a m an could deed or m ortgage all his 
property  to  his wife and then fail and 
his creditors had no recourse. As the 
law now reads deeds or m ortgages 
put on record four m onths before a 
failure can be set aside and this gives 
cred ito rs a degree of safety against 
fraud which they  did no t before en
joy. U nder the present law a wife 
m ay pu t m oney into her husband’s 
business and in the event of failure 
she m ay lose all she puts in, but the 
cred ito rs cannot levy upon her private 
estate, and public policy and com m on 
hum anity should no t perm it them  to 
do so. If the wife w ere a partner 
w ith her husband then her property  
could be levied upon for his debt. 
T here are not lacking instances where 
a man does business under the name 
of his wife and is given credit as 
though he w ere in business for him 
self. The credit man can easily p ro
tect him self by requiring  the wife to 
assum e the responsibilities, thus m ak
ing her personal estate  subject to levy 
in the event of disaster, bu t very often 
the credit men prefers to w atch the 
account closely and take chances ra th 
er than  subject the wife to the pos
sibility of having all her property  
taken from  her. T here  seem s no 
pressing dem and for the proposed 
am endm ent and the law m akers should 
be cautious in acting  upon it.

T he late W ill C arleton was another 
exam ple of the old saying th a t poets 
do not die rich. H e was widely 
known, and his verse had a popular 
vogue w ith m any people, but his w 11 
filed in B rooklyn M onday gives his 
entire fo rtune as less than  $5,000 in 
personal property . H e owned no real 
estate, and aside from  w hat m anu
script he m ay have left which can be 
sold, his nephew, who is his sole heir, 
gets a com paratively sm all sum. E sti
m ated in dollars and cents, W ill Carle- 
ton ’s. life was a failure, but m any a 
m illionaire has left a m uch sm aller 
estate  in good deeds and helpful 
words.
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C O U N T T H E  CHANGE.
You have alw ays striven  in various 

ways to have this done, and still tli 
are  tim es when, no m a tte r  how <*are- 
ful the shopkeeper to have the rule- 
observed, some one is careless, in
different, slow to follow your count, 
o r in som e way m isses, and then  re
flects, and finally concludes th a t he 
has been sw indled out of a few pen
nies. If  the habit of slighting  this 
point persists, post a placard in a 
conspicious corner as a rem inder; but 
m eantim e, be so em phatic in ever}' 
stage th a t the final im perative will 
not be necessary.

You have a m ost accurate system  
of m aking and receiving change, 
th rough which every transaction , big 
o r little, goes th rough  the hands of 
at least tw o of your accountants, with 
possibly a little  cash boy or girl as 
a fu rther precaution. I t  is scarcely 
probable th a t under these conditions 
the slips will slip, in; and yet the> do 
som etim es occur. You charge your 
clerk when re tu rn ing  change to count 
it carefully aloud as it is passed into 
the hand of its owner, and he obeys. 
Yet the very fact th a t you are so p a ' ‘ 
ticular may be the th ing  which th rov  s 
the custom er off his guard. H e 
ceives it listlessly, as a m a tte r  of 
course, and th a t is the end of the 
th ing  until he gets home, figures up 
the expenditures of the day—and then 
there m ay be a reckoning which will 
surprise you, though yourself gu ilt
less.

So, stick to  the m otto. H ave it 
featured in your business, and then, 
if necessary, em blazoned upon your 
walls. L et your custom ers expect to 
do their own reckoning; and then, 
after this has been done in accordance 
with your own results, let them  see 
th a t they should stick to the count, 
and not come back grum bling  later, 
w hen no one can tell w hether the m is
take was m ade over your counter or 
th a t of some one else,—or w hether 
there was a m istake at all. A ccuracy 
a t the tim e is w hat m akes good friends 
in trade.

T R E N D  T O W A R D  U T IL IT Y .
The lad who mentioned with all seri

ousness in his school essay that people 
usually gave books and handkerchiefs 
and similar articles for Christmas when 
it would be better if they would give 
something useful, like a sled or a pair 
of skates, was not so far out of the 
way, as the records of the last Christ
mas sales indicate. W hile this is an age 
of specialization, this does not apply to 
the Yuletide goods as we knew them a 
few years ago.

More than one merchant who has for 
years prided himself upon his extra 
stock of toys and other strictly holiday 
goods has confided to his best friend 
that if he gets out this year he will nev
er again invest in a similar manner. 
W hile his neighbors are turning over 
money in their five and ten cent depart
ments or in staple articles of higher 
price, he has hard work to get rid of 
the hobby horses and other high priced 
toys which were once a part of the 
Christmas indispensables. Still more 
discouraging features haunts him that 
while his competitors can sell their fan
cy handkerchiefs and cravats that are

left over at some price, much of his 
merchandise is hopelessly tied up for 
another year—then possibly to be con
demned as out o f style.

It is not that people have grown more 
economical. On the other hand, the 
sales far exceed those of a decade or 
two ago. People have learned, though, 
that as much real joy can be secured 
from something of use as from the 
countless frivolties with the Christmas 
label upon and the strictly Christmas 
air about them. The experiences of the 
year just closed point more and more 
to the wisdom of selecting goods that 
will sell later. The demand is for that 
which can be used every day and is cer
tain  to be called for. C hristm as goods 
may be all right in their special season, 
but the all-the-year-round ones are the 
money makers, and the timely holiday 
g ift is now the one which can be used 
for weeks or months to come.

T he builders of the K alam azoo in- 
teru rban  are keen business men, en
terprising, progressive and capable,, 
but it m ay be apprehended they are 
not up to  the peculiarities of hum an 
nature. T hey announced their plan 
to build .the air line from  K alam azoo 
to Grand Rapids last fall and declared 
their in tention  to buy the righ t of 
way for the road, instead of asking 
local aid in any form. T hey  then 
proceeded to m ake their surveys and 
to  indicate w here the line should run. 
I t  is a well know n fact that the build
ing of an in terurban  adds anyw here 
from  50 to 200 per cent, to the value 
of the real estate along the line, and 
to get the private righ t of way desired 
the com pany in this instance m et with 
one continuous hold up, the ow ners 
of the land isisting upon having their 
profit in advance. T he hold up was 
from  city line to city line and also 
within the corpora te  lim its of both 
term inal tow ns. As soon as it became 
known the railroad builders w anted a 
piece of p roperty  the price doubled 
in a day. If the corporation  had been 
really cute it would have m arked out 
its rou te  and then pu t it up to the 
local in terests to  furnish the righ t of 
way. If they had m ade the people feel 
th a t they needed the road, instead of 
le tting  them  think the corpora tion  was 
anxious to build it, the righ t of way 
would have come easy and cheap. I t 
m ay sound nice to be able to  say that 
a road was built w ithout asking local 
favor of any kind, but w ith hum an 
nature constitu ted  as it is this plan is 
pow erfully expensive. A branch of 
the K alam azoo in terurban m ay possi
bly be built from  A llegan to  B attle 
Creek and if the old plan is followed 
the p rom oters will have the sam e old 
problem s of hold ups in getting  the 
righ t of way. If the com pany will 
m ark out its rou te  and then  tell the 
local in terests to  get busy, w ith the 
donation of the righ t of w ay as a con
dition to building the road, it will be 
found th a t the condition will be com 
plied w ith and th a t the people will like 
the road all the b e tte r on th a t acc unt. 
T here is noth ing like requiring  a lit
tle sacrifice on the p art of the people 
who are to be benefitted to  m ake them  
appreciate the good th ings they are 
getting .

T H E  S U P E R F IN E  GOODS.
W hile the artistic  establishm ent, 

w here everyth ing is of the highest 
excellence and the highest price may 
have its place in the m etropolitan  
circle, in the average sm all city, and 
especially in the sm all tow n, there is 
much room  for goods of m edium  or 
cheap grade. People m ay w ant the 
h igher priced article; they m ay real
ize tha t in m any instances it is the 
cheaper in the end; but they  have not 
the m oney to  pay fo r it. O r for some 
reason the cheaper grade m ay be m ore 
appropriate; and yet they  are com 
pelled to pay the h igher price simply 
because this low er grade of goods is 
not kept in stock.

N ot long ago we heard of a woman 
who left hom e w ithout some neces
sary to ile t articles, lacking space in her 
bag  and acting  on the idea th a t cheap 
articles would answ er the purpose of 
the short trip  could be easily pu r
chased in the city. Im agine her su r
prise at not being able to find a ten- 
cent comb in any of the large depart
m ent stores, though th is was the ru l
ing price for the serviceable g rade in 
her home town. F ifty  cents, o r in 
one instance half this, for som ething 
which she had no need for when at 
home, and only desired the use of 
a few days. Finallv  her eye fell upon 
a five and ten cent store, and she 
m ade a rush for the necessary articles 
minus the silver m ountings.

T here  are few com m unities in which 
the “golden m ean” is not the really 
accepted popular demand. T hink of 
this when adding new goods. How 
m any of your custom ers are able to 
pay the top notch prices? H ow  many 
will be forced to buy the cheaper 
goods. T his does no t m ean th a t the 
spurious shall dom inate. If one cannot 
afford silk, there are now the m ercer
ized cottons, which w ear much b etter 
and look nearly  as well,—if they are 
fitted to the size of the purse. T he 
10 cent comb did its w ork quite as 
well as the m ore dainty one which 
would have taken the change needed 
for o ther purposes.

P R O V ID E  AG A IN ST D ISP U T E .
A definite understand ing  in the be

ginning often saves a gerat deal of 
trouble la ter on. A salesm an began 
w ork for a typew riter concern on 
commission. H e was assigned to a 
certain  te rrito ry  and told in a general 
way th a t he was to have all that the 
te rrito ry  yielded. Both the salesm an 
and the m anager seemed to under
stand the agreem ent, but each under
stood it in his own way.

A fter a while trouble began. One 
custom er who had been rounded up 
by the salesm an came to the office 
and com pleted his purchase. Some 
custom ers had already been interested 
and reported  by a previous salesman. 
Some prospective custom ers reported  
by the salesm an w ere handled at a 
different office by salaried em ployes 
of the com pany. T he salesm an claim
ed his com m issions and the house 
disputed his righ t to  them. T he sales
m an had but th ree courses open—to 
sue, to  quit o r to give in. H e chose 
to quit—losing, however, a num ber 
of good prospects.

L a te r  on the «manager w as heard

to rem ark ; “W e lose business for 
lack of men. Good m en are very 
scarce.” Did he dream  th a t nearly 
every good man in the business had 
heard the sto ry  of the ex-salesm an? 
Such stories certain ly  tend to make 
good m en scarce.

Both em ployer and employe in this 
case lost by not having a definite un
derstanding. If  the em ployer was 
ac ting  in good faith he should have 
provided for such contingencies when 
he em ployed the man, leaving no 
room  for dispute, even with an agent 
w ho did not know enough to  bring 
up the points in advance.

Chicago continues to take no te  of 
the passing  of citizens whose m em 
ories spanned alm ost the entire period 
of its existence. W hen Edw in O scar 
Gale arrived in Chicago in 1835, the 
tow n, which had been incorporated 
tw o years before, had an area of three- 
fourths of a square mile. I ts  public 
buildings consisted of a brick Episco
pal church, a brick bank building, a 
brick “court house o r clerk’s office,” 
a jail, a small post office, and three 
d istric t schools. T he leading indus
tries w ere a foundry, a steam  grist 
mill, a steam  sawmill, a brewery, and 
a soap and candle factory. In  1837 
the town becam e a city. I t  also took 
a census, which showed a population 
of 4,107. Mr. Gale had long disputed 
with the late Fernando  Jones the title 
of first Chicagoan.” Both men, then 
very sm all children, got to F o rt D ear
born on the same day, by the sam e 
boat, the Illinois, sailing from  Buffalo, 
but Mr. Gale made the claim that, 
ow ing to  a desire to land on his b ir th 
day, the youthful Jones rem ained on 
board the boat over night, while his 
destined rival stepped ashore early in 
the evening.

T he recent sta tem ent by P residen t
elect W ilson, to  the effect th a t he 
cannot deal w ith business men, be
cause they  pursue a selfish policy is 
not only hum iliating but discouraging. 
I t  exhibits a significant shortcom ing 
—a seem ing lack of desire to get at 
facts. I t  is undeniable th a t in every 
branch of industry  there are dis
honest as well as honest m em bers 
but it is a m atte r of record  th a t the 
g rea t bulk of honest representatives 
is up in arm s against the d isrepu ta
ble contingent. T he no tew orthy and 
encouraging fact is that this effort 
em anates from  w ithin— th a t trade 
abuses are being corrected  by the 
trades them selves. E vidently  Mr. 
W ilson is to tally  oblivious to this im 
portan t and wholesom e tendency. It 
is, in the opinion of T he T radesm an, 
very un fortunate  tha t Mr. W ilson 
should m aintain th a t he cannot deal 
w ith business men because they arc 
selfish, th a t they are not ready to 
m erge their individual in terests, and 
th a t they  are under suspicion by 
reason of all the acts and doings of 
some of them .

T here  are tw o classes of m iserable 
people in the w orld—those who w or
ry because they  have no m oney and 
those who w orry  because they  have 
to w orry  over the m oney they have.
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L IF E  IN T H E  LEG ISLA TU R E.

H ow It Looks To a Rural Mem
ber.

Lansing, Feb. 3— It is quite a 
change. T his th ing  of loafing a whole 
day at a time is som ething new to 
me. T he noise, hum and cla tter al
m ost drives a person crazy to  begin 
with. T he hotel and room ing house 
air chokes m e; the baker’s bread 
poisons me, and this looking only 
against high and d irty  brick walls 
m akes a fellow stupid. I t  is a dreary 
con trast to the far-reaching view of 
snow -covered rural homes, w ith their 
invigorating  air. I can not see how 
people can tie them selves down to 
live in a city, even w ith all the m od
ern conveniences they have that we 
in the villages and on the farm  do 
no t have. A steady stream  of hum an 
beings goes surging and seething up 
and down the streets, in and out the 
doors of the capitol. I t  rem inds me 
of an ts and an t heaps. I can no m ore 
understand the com m otion here than 
w hen a child I could understand why 
the an ts w ere so busy.

T he S train of the Life.
I t m eans a steady, w earing grind.

I can not see th a t any one of the 
w hole m ass is doing anything that 
is useful, bu t there is no joy  and 
pleasure to  see in any face. T hey all 
seem to  be under a strain  of som e
th ing  th a t is on their mind, som e
th ing  th a t they have to  do and are 
hastening here and there to  accom 
plish. Even the first-term  m em ber 
th a t so far is doing nothing but eat
ing and loafing and try ing  to  find a 
decent and cheap place to stay and a 
good cheap place to  eat seems to  be 
under the same strain.

Civilization is, after all, m ore tra g 
edy than comedy. W e farm ers an ! 
villagers are a lot of uncivilized sav
ages com pared with the city people. 
No m atter how we dress and tog  up 
w hen we come to  the cities, they  see 
we don’t belong there. W e are as 
care-free as the Indians of a half a 
century  ago com pared w ith these 
people, from  the highest to lowest. 
W e stop and half break our necks 
to  see the top of the high buildings. 
T hey  ju st bow their head a little, 
gather their clothes about them , put 
one shoulder to the wind and press 
on. W e run around the corner to 
find out w here the fire is when we 
hear a fire w histle. T hey never mind 
it, I suppose, unti.l the fire has devel
oped into som ething w orth  seeing. 
Civilization grinds out curiosity and 
sym pathy, the first and best tra its  in 
children and prim itive man, and that 
is one of the w orst faults of civili
zation.

W ould L im it Cities-' Size.
Now th a t I am a L eg islato r and 

have been banished from  home for a 
week—a long week th a t at the same 
tim e has flown fast—it daw ns upon 
m e th a t if we are to m ake men happy 
and virtuous, we should legislate 
against le tting  people build big cities. 
Ju s t think of having a post-office that 
can house m ore people than  there are 
in my nearest village, and so many 
tons of mail com ing into it I can’t see 
how the postm aster can personally 
read all the posta l cards, and w ith his

own fingers feel of and judge the con
ten ts of packages; o r how can he 
rem em ber to  tu rn  the mail back into 
general delivery w hen the box rent 
is not paid. I t  is so strange to  see 
liquor sold openly and see all the in
v itations to  come inside; so strange 
to see people drunk and no one to 
be under the nervous excitem ent of 
guessing who of th ree  or four people 
it m ight possibly be th a t had furnished 
the liquor in violation of the law. A 
place should not be b igger than  that 
we, all of us at all tim es, w ould know 
w hat everybody else is doing. T his 
th ing  of checking up each o ther as we 
do in our nearby village is w hat 
makes people good.
Needs New Im pulses F rom  N ature.

T hen, also, a tow n should each dav 
receive fresh and new im pulses from 
the farm , from  nature. H ow  I wish 
the farm ers would come in and tie 
their team s in fron t of the sto res and 
hotels here. H ow  pleasing it would 
be to see a bunch of cattle  come 
straying loose up the stree t to eat 
hay out of the farm ers’ w agons, with 
now and then a stray  pig, the same 
as in my nearest village. H ow  1 
long to see my neighbor’s chickens 
as they come over to  the yard to 
visit me, and how  I even long for 
the English sparrow s th a t I don’t care 
about seeing around the lum ber shed 
at home. T his th ing  of seeing no th 
ing but hum an beings and plodding, 
pulling horses, sober, sedate and busy 
men, carew orn and palefaced women, 
walk or run back and fo rth  across 
each o th er’s tracks a thousand tim es 
a day is getting  m onotonous. There 
are few children to  be seen, and those 
you see on the stree ts  are old and 
m ature beyond their years. I have 
n o t yet seen a cat. Ju s t think of it 
—not seen a cat for a whole week, 
hardly a uog and not a chicken ex
cept in the g rocers’ w indows, dead, 
picked and cold. H ave only heard a 
baby cry once. Babies and children 
don’t seem to be m uch in demand.

F iner Sentim ents Crushed.
I can understand  now why the finer 

sentim ents and feelings of the soul 
are being constantly  ground out of 
man in the big treadm ills of civiliza
tion. Childhood and innocence do not 
fit into surroundings so far removed 
from  nature. T hey come only and 
thrive w here grass grow s and flowers 
bloom, where birds sing, w here dogs 
bark, w here k ittens play, w here lam bs 
and calves jum p, and w here colts run 
so the earth  shakes and trem bles, 
w here lakes smile and rivers go m ur
m uring along, w here sunrise kisses 
them  good m orning and sunset finds 
them  in their evening prayer. I t  is 
be tte r so, too. W hen  we learn to 
understand  it, there  is poetry  in the 
im m utable, unchangeable laws of na
ture. W hen we look for it we find 
there is noth ing new under the sun.

In a w ay the whole business of the 
L egislature seems to  be a trade, som e
one votes w ith some one else be
cause he expects help to  get his 
own m easure through. Everybody, 
except m yself and a few o thers I have 
met, seem to  th ink  th a t they  m ust 
introduce some kind of a bill in order 
to let the folks at hom e know that 
they are here.

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

T he eight hour law for working 
women, which has been introduced in 
the Legislature, is being strongly  op
posed by laundrym en of the State.

Four of the in terurban roads of 
G ary and vicinity have united in a 
$5,000,000 corporation  under the name 
of the Gary & In teru rban  Railway Co.

A W holesalers’ A ssociation will be 
form ed in South Bend. I t  will be 
affiliated with the Chamber of Com 
merce in th a t city.

T he Indiana Retail M erchants' A s
sociation, in session at h o r t W hyne. 
adopted resolutions opposing the p ro
posed 8 hour w orking day for women, 
and the use of trad ing  stamps. A 
business system  of m unicipal govern
m ent was endorsed, also a garnishee 
law and a sta tu te  to prevent fraudu- 
lan t advertising and “blue sky’ bond 
and stock selling in the State. T erre  
H aute was chosen as the m eeting 
place for next year and officers were 
elected as follow s: President, Ralph 
Clark. A nderson; V ice-President, O.
C. H ornung, T erre  H aute; Secretary, 
Thom as E. Palfrey, V incennes; T reas
urer, \ lb e r t  G oldberry, Lafayette.

The Ad-Sell League of N orthern  
Indiana and Southern M ichigan met 
at South Bend and elected the follow 
ing officers: P resident, C. R. T ro w 
bridge; Secretary, E. L. P o tte r; 
T reasu rer, R. W . Smith. T he organ
ization has 180 m em bers and is third 
in size am ong bodies of its kind in 
the country.

The W abash Railway is p reparing  
to build a new depot at F o rt W ayne 
just west of the present structure.

South Bend’s M unicipal lodging 
house is well patronized by hom eless- 
men. One n ight last week eighteen 
w anderers were given beds, which is 
the largest num ber so far this winter. 
A fter being registered  the men were 
given som e bread if they w anted it 
and are then given good clean beds 
in a  steam  heated room.

T he Retail M erchants’ A ssociation 
of Evansville passed a resolu tion  en
dorsing the legislation bill now pend
ing to compel trad ing  stam p concerns 
to redeem  the stam ps in cash. A reso 
lution was also adopted urging the 
City Council to pass an ordinance 
m aking it unlawful for a peddler or 
agent to ten te r a house w here a sign 
"N o Peddlers or A gents W an ted ” is 
posted.

T he M aumee D airy Co., w ith $60.- 
000 capital, has been incorporated  at 
F o rt W ayne and succeeds the Collins 
Ice Cream Co., of th a t city.

A lm ond Griffen.

Magic of Finance Breeding an Unsafe 
Foundation.

In 1905 the Brow n Bros. Shoe Co. 
was doing a very substantial business 
on a capital of $2,500,000, consisting 
of $500.000 first p referred  6 per cent, 
cum ulative stock, $1.000,000 6 per cent, 
cum ulative second preferred  stock and 
$1,000,000 com m on stock.

F o r the eight years follow ing this 
capital sufficed to finance an increas
ing business. T he p artn ers  in the en
terprise did no t seem to  suffer at any 
time from  a lack of vapltal to  take 
care of their expanding trade  nor was

there  ever a com plaint about poor 
profits.

But th a t w as all before the though t 
occurred tha t it w ould be w ell to  in
vite the public in as stockholders.

N ow  how different. T he magic 
w and of finance is applied to  the cor
poration by underw riting  bankers who 
are adepts a t the application of w ater.
T o  the com pany which did business 
on a  capital of $2,500,000 the am ount 
of the la tte r was increased by one 
s w e e p  of the pen to $16,000,000. T his 
w a s  m a d e  up of $6,000,000 p referred  
stock and $10,000,000, com m on, w ith 
out, as far as we can judge, the in
fusion of any additional substance.

Once done the im aginative brain 
was relied upon to w ork  up a balance 
sheet to m ake the superstructure, on 
which the largely increased capital is 
based, appear s trong  and substantial. 
T his is done by placing an arb itrary  
value on trade name, good will, paten t 
rights, leasehold, etc.,' covering $4,- 
966,363, m ade up of w hat only the 
underw riters know, but which is near
ly tw ice the old com pany’s capital.

In  such operations we see clearly 
m irrored  the fast pace at which magic 
finance is plunging along. But can 
it endure the stress of hard  tim es? 
T h a t we do not believe. M ushroom  
grow th can not w ithstand try ing  
w eather. I t  can only blossom  in a 
balm y atm osphere.

Express Stocks Succumb to Fear.
So well has the public taken to the 

new parcel post system  that the serv
ice is bound to become increasingly 
popular as it develops, which, of 
course, m eans a loss of a revenue to 
the express com panies, for they  had 
a m onopoly of the sm all package car
rying business until the G overnm ent 
became an active com petitor.

The express com panies have tried 
to reassure their stockholders by the 
declaration th a t their loss in business 
has been com paratively sm all— at the 
m axim um  not m ore than  25 per cent, 
—and that this has been m ore than  
m ade up th rough an increase in ship
m ents of bulkier parcels, bu t these 
sta tem ents have failed to  im press 
shareholders.

The fear th a t the parcel post will 
cut deeply into earnings has forced 
a steady liquidation in express stocks, 
until now they are selling at prices 
low er than  they  have ever seen. 
Adam s E xpress is down to  $145, a 
decline of $104; W ells-F argo  to  $117, 
down $31, and U nited  S tates E xpress 
to $59, down $25, all w ithin a -year.

T he decline m ay carry  too far. I t  
often does w here securities are suffer
ing under the b light of an un re
strained fear. G overnm ent com peti
tion will no t bankrup t the express 
com panies. T he w orst it can do is to 
reduce the big profits m ade in form er 
days.

I t  would seem logical to assum e 
th a t the express stocks w ere scraping 
bottom , or very  near to  it.

“ H ave you resided long in this 
tow n?” asked a to u ris t of the oldest 
inhabitant. “Yes,” he replied, “a long 
tim e. D ’ye see th a t m ountain  over 
yonder? W ell, th a t w as there w hen 
I cam e hera.” The to u ris t traveled 
on.
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The Preferred Life Insurance Co. of America
GRAND RAPIDS, MICHIGAN

To the Policy Holders:
Your Directors take pleasure in submitting this Third Annual Statement. Knowing your 

deep interest in the progress of the Company we submit the information in detail, showing the 
present financial condition, the growth in 1912 and the growth by years.

Your Directors take pride in this exhibit of the steady, conservative progress of the Com
pany and the solid financial strength—our policy-holders being protected by T w o Hundred Seventy- 
five dollars in good assets for every One Hundred dollars owed them.

THIRD ANNUAL STATEMENT
For the Year Ending December 31, 1912

ASSETS
MORTGAGE L O A N S ..................................... ....................................... 1 149,666.20

Loans secured by first m ortgage on real estate  w orth more 
than  double the am ount loaned and in terest accrued thereon.

MUNICIPAL BON DS......................... . .......... • • • • • ;•••  • • • • • ”  • -• • * 21,956.66
Grand Rapids. Mich.. W ater. Hancock. Mich.. P ark  and 

accrued in terest thereon.
PUBLIC UTILITY BONDS •■ •••• • • • • ............Y • + +

Cadillac (Mich.) L ight and W ater Bonds and accrued in terest
. thereon.

POLICY LOANS AND PREMIUM NOTES ...................... ............
On policies in force (none of which is for the first year s pre- 

mium.)
DEFERRED PREM IUM S............................... •; • ................. "  ' V "  ‘ 7,314.00

N et am ount of deferred premiums on which reserve has been 
se t aside. ,  „ 7  ,o

ACCOUNTS R ECEIV A BLE..................................................................  5,577.1»
Am ounts due in the  regular transaction  of business.

CASH ON HAND AND IN B A N K S ................................................ 26,898.86

1,
4,066.67

1,792.46

300.00 

646 00

TOTAL GROSS A SSETS. $217,272.03

LIABILITIES
STATUTORY R E SER V E ........................................................................ * 77,212.75

Required by law to set aside to m eet the insurance obliga
tions as they  shall become claim s by death or m aturity .

AM OUNT SET ASIDE FOR PAYMENT OF DIVIDENDS TO 
POLICY HOLDERS IN 1913.........................................................

ALL OTHER L IA B IL IT IE S ..................................................................
Sundry Accounts.

SURPLUS TO POLICY H O L D E R S ..................................................  138,113.28
Additional protection to  policy holders beyond the  S ta tu to ry  

Reserve required by law.

t o t a l .....................................................  $217,272.03

Growth by Years
Dec. 31, 1910-

ASSETS RESERVE INS. IN FORCE

$129,444.32 $ 7,244.00 $1,206,249.00

Dec. 31, 1911-

$190,114.44 $30,416.00 $2,325,130.00

Dec. 31, 1912—

$217,272.03 $77,212.75 $4,096,573.00

GROWTH IN 1912
Total Insurance in force Dec. 31, 1912 aa
Total Insurance in force Dec. 31,1911.................• 2,325,130.00

Increase........................................................... $1,771,443.00
Total new business written and paid for, 1912 
Total new business written and paid for, 1911

Total premium income in 1911
Gain over 1911................................................. $ 52,641.27

Increase ..........................................................$ 27,157.59

JAMES R. WYLIE,
President

WILLIAM A. WATTS,
Secretary and General Manager

Reserve, December 31, 1911........................
Increase........................................................... $ 46,796.75

Paid Policy Holders in 1912:

$1,771,443.00 76%
$2,154,293.00 

• 1,364,381.00
$ 789,912.00 57?;
$ 62,673.91 
$ 41,720.58
$ 20,953.33 50%
$ 118,187.02 

65,545.75
$ 52,641.27 80%
$ 217,272.03 

190,114.44
• $ 27,157.59 14%
• •$ 77,212.75 

30,416.00
$ 46,796.75 153%

. $16,000.00

.. 1,463.81
$17,463.81
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Efficiency of Stock Man Affects En- 
• tire Service.

In  no business to-day is good serv
ice so absolutely necessary as in 
haberdashery. Being a business that 
is ceaselessly striving to raise the 
standard  in the a r t of dressing  well, 
it is evident tha t it m ust have the 
highest type of representative to qual
ify. H aving qualified, it is obvious 
th a t g rea t energy and understanding 
m ust be exercised in o rder to  m ain
tain  superiority . H aberdashers as a 
rule employ but few men. T his is 
the very reason w hy each m an should 
be brought to the highest degree of 
efficiency and the very reason why it 
is possible to accom plish th a t end. 
F rom  close observation and personal 
contact the m anager can lay his fin
ger a t once upon m isdirected efforts 
and correct them . The opportunities 
of perfecting his force are far g reater 
than  those of the huge departm ent 
sto res housing hundreds of employes. 
T here  is no m ystery  involved in the 
a tta inm ent of a skilled sales force. 
I t  consists solely of an intelligent 
study in hum an nature; the picking 
of men qualified to  rep resen t your 
purpose, and the tactful handling o f ' 
them  until they  become “you.’

A m anager in a successful m en’s 
shop in M assachusetts once employed 
a m an w ho did not come up to his 
standards. Continued corrections did 
no t im prove the m atter and he seri
ously considered d ischarging him. In 
w atching him handle a custom er one 
day, the cause of his failure became 
evident.

A s the p rospect entered the door 
the salesm an stiffened as if to m eet an 
attack. HHs approach produced a like 
effect upon the prospect. The atm os
phere w as tinged with hostility  and 
rem ained so th roughou t the proceed
ings. T he prospect did not purchase 
and w ent out thoroughly  disgusted 
w ith his treatm ent. T he m anager 
did not take his salesm an to  task, nor 
did he bew ilder him  w ith questions. 
H e had found th a t he was afflicted 
w ith self-consciousness. W hat was 
needed was a lesson in creating  a 
natu ral atm osphere, and by dint of 
careful w ork on the m anager’s part 
th is salesm an becam e the m ost de
pendable m an in his store.

T he w ork of perfecting  th is selling 
m achine Begins p roperly  w ith the 
stock man. H ere is the m an w ho to 
day acts in an hum ble capacity but 
who, to-m orrow , m ay be a real 
salesm an. W e have him in the raw, 
un tu tored  in salesm anship and ignor
an t of m erchandise, alm ost a nega
tive, yet he can develop those positive 
qualities by which our sto re  is judged. 
H ow  essential it is to  our welfare

that we educate him properly  and 
early instill in his mind the ideals of 
our organization.

Stock Man Needs E ncouragem ent.
H is in terest and prospects m ust 

be kept at a w hite heat. D iscour
agem ents m ust not en ter into his 
scheme of th ings and he m ust be 
brought to realize th a t the distasteful 
duties he has som etim es to  perform  
are only fitting him to  fill his next po
sition with m erit. T here is no rom ance 
to  him in the keeping of stock in an 
orderly  arrangem ent and free from  
dust! he sees no benefit in w hat ap
pears to him plain drudgery. If left 
to his own devices, unless out of the 
ordinary, he will be tem pted into a 
m ere skim m ing over. In  this condi
tion he is w orst than  useless, for 
tim e and m oney have been wasted. 
But he is young, a beginner and his 
mind is receptive, and an intelligent 
m anager can mould him into efficiency 
itself.

T here  are num erous ways in which 
to bring this resu lt to  pass. I would 
no t a ttem pt to  set down any hard 
and fast rule to  go by, for th a t would 
be absurd, but an illustration  of how 
one man directed’ the efforts of his 
stock m an would not be amiss.

Supplying an Inventive.
A m anager in a sou thern  New E ng

land sto re  w as alw ays a t odds with 
his force because they  failed to  m eet 
his ideas of capability. T hey w ere 
not untidy w ith the stock, neither 
were they really  neglectful, yet there 
was alw ays tha t absence of perfection 
his heart craved. H is continual re
proaches w ere slow ly reacting  upon 
the m en and instead of advancing 
they were gradually slipping into the 
sta te  of sullen indiffertnce. In  despair 
he resorted  to  a subterfuge th a t a fte r
w ards developed into a m uch-prized 
system.

He sum m oned his youngest em
ploye, the one to  whom  dusting  and 
stra igh ten ing  of stock w as naturally  
assigned. T he boy en tered  the office 
and gazed a t w hat he though t a ty ran t, 
w ith frightened eyes. T h is visit m eant 
but one th ing  to  him— discharge. The 
m anager wheeled in his chair, smiled 
and put him a t his ease. H e did not 
reprove him, he w as too  wise for th a t 
now, but he did lay before him a plan 
th a t appealed to  the boy’s am bition 
and sense of loyalty. Said he:

“Y ou’re not tak ing  hold of th is busi
ness as you should. Y ou’re no t doing 
justice to  yourself. W h a t’s the tro u 
ble?”

T he boy sta rted  to  speak bu t he 
waved him to  silence.

“W hat we need here is a real stock 
m an, one w ho will th ink  stock, dream  
stock, be a p art of stock, day and

n igh t; one w ho is am bitious to  be
come a real m erchandise man, one to 
take some of the load off m y shoul
ders. I have selected you to  fill th is 
position because you are the m ost 
fam iliar w ith its duties. Y our dusting 
has peculiarly fitted you for this 
trust, and I know  you will fulfill my 
expectations.”

The boy flushed as he rem em bered 
the sham eful w ay in which he had 
earned this com plim ent.

“Y our future duty will be to con
tinue this dusting and straigh ten ing  
of stock ,’'1 he w ent on, “and in addi
tion to  open each box, determ ine the 
condition and num ber of pieces it 
contains and w hether the cover needs 
replacing or not.”

H e handed the boy a sm all note 
book. ,

“You are to make entries in th a t 
book regarding your inform ation, each 
m orning, and surrender it to me each 
noon. R eport in person anything you 
find that appears to have been m is
placed. Keep the counter cleared, al
low no m erchandise out of its accus
tom ed niche longer than to  satisfy the 
w ants of a custom er. You are re
sponsible not only for the condition 
of the stock but also for the m anner 
in which the departm ent is kept. E n 
list the help of the salesm en and 
show them  th a t w hat concerns you 
concerns them . Now, be faithful and 
banish the word discouragem ent from  
your vocabulary, and you will suc
ceed,” the m anager concluded, laying 
a friendly hand on the boy’s shoulder.

W hat M ore R esponsibility Did.
The scheme w orked like a charm, 

because he had invested in his lowest 
man a grave responsibility  and at the 
same time m ade the m echanical w ork 
secondary, know ing th a t if the boy 
rose to  the occasion it would be done. 
To-day his store is an object of ad
m iration to  all, the sales force is of 
the enviable o rder and th a t little  note 
book has become invaluable because 
of the knowledge it contains.

The keeping of stock in p resentable 
condition is less than  half of w hat 
a true stock man contends w ith. I t  
is absolutely necessary th a t an a r
rangem ent of sizes and goods be 
stric tly  adhered to. R elaxation for a 
m om ent in th is respect m ight prove 
disastrous. P rom pt service, which is 
synonym ous to  “good service,” is the 
pet slogan of m ost stores. T o  adver

tise a fact, then  not stand in back of 
it, is dangerous.

T he m odern m an comes to look 
upon prom pt service as expected in 
any store. H e doesn’t request it; he 
dem ands it! W hy, then, should there 
be any failure to  give it? H is good 
will is your asset, your principal from  
which accrue your dividends.

T he Chief Aid to P rom pt Service.
T here is but one way to  m eet this 

dem and, and that is to  have stock in 
condition w hereby service is instan
taneous. It doesn’t m ean necessarily 
having the m erchandise th a t sells 
oftenest in close reach, But it does 
m ean that m erchandise m ust have an 
orderly  arrangem ent. Sizes should 
run in sequence and classes of goods 
should rem ain in their separa te  p arti
tions. I t is for you to decide the 
bette r scheme of procedure. Goods 
should be carefully resto red  to their 
places after each service, not shoved 
into the largest or m ost convenient 
cavity th a t p resen ts itself. If shelves 
and cases are utilized to  their m axi
mum advantage much of this m ixing 
of goods can be elim inated. Severe 
rules in this respect will help to  serve 
an individual satisfactorily , and it is 
obviously the only way to handle a 
rush.

A stock man w ho can intelligently  
fulfil w hat is required of him is w orth  
all the trouble spent, and will prove 
one of the m ost valuable m en in your 
employ. Educate your stock  m an be
fore you a ttem pt to  eradicate faults 
in your salesm en.—John F. Low ry in 
H aberdasher. ,

FOR SALE
Stock of general merchan

dise in good growing town do
ing annual business of $22,000 
on stock cf $5,000. Profits 
about $2,000 per year. Must 
sell on account of health. Good 
new brick building with lease of 
four more years if wanted. Low 
rent. Electric lights. Leading 
store in town. For quick sale 
will sell at a bargain. Will take 
about $4,000 to handle it.

Address F. L. REYNOLDS, 
Middleton, Mich.

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

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

AT ONCE
Your personality is miles away.

Every Bell Telephone is
a long distance station.

4

4
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Can W e Righteously Dump the Philip
pines?

Colorado Springs, Colo., Feb. 3—
I am an an ti-im perialist. By this I 
m ean th a t I have always believed that 
the m ost m istaken act ever com m itted 
by our G overnm ent was the taking 
over to the  Philippines. I also be
lieve that, for our own good, we should 
get rid of them  at the earliest oppor
tun ity ; but can we righteously  do so?
I believe that any m an who will visit 
the islands, and see, not M anila only, 
but som ething of the in terio r and of 
the o ther islands, will say with me 
tha t we can not.

I visited the islands for the first 
time last w inter, but I had previously 
lived a num ber of years in the far 
E ast, and was in Japan at the time of 
the w ar and after. T here  I m et many 
men who had been often to the Philip
pines. W hat have we done in th irteen  
years? T he wild tribes are at peace. 
H ead-hunting  is a relic of the past. 
Men go about scantily clad, to  the 
d istress of the m issionary, but long 
experience in the tropics has taught 
me th a t th is is the best dress.

In  M indanao, w here Spain had 
scarcely a foothold, under the wise 
guidance of Gen. Pershing, the M oros 
have alm ost to tally  disarm ed them 
selves. T he general asked them  to 
b ring  in their fire-arm s. The chiefs 
dem urred, on the  ground th a t if one 
gave up his weapon, his neighbor 
would steal his ca ttle  in a night. So 
he called a council of the datos, and 
all agreed to surrender at the same 
tim e, so th a t now there  is hardly a 
w eapon in the island. At Jo lo  I saw 
w agon-loads of fire-arm s, from  flint
locks to R em ingtons, being taken to 
be sunk in the sea or otherw ise de
stroyed. T his g reat island, for cen tur
ies the scene of constan t bloodshed, 
is at peace.

Perhaps the g rea test blessing we 
have b rought the islands has been a 
stable currency on a gold basis, much 
to  the disgust of the Chinese m oney
changer. H e can no longer charge 
15 per cent, and 25 per cent, for ex
changing Greek drachm as or Russian 
rubles for M exican dollars. N either 
can the B ritish banking firms, with 
their w ellknow n liberality , discount 
their own notes at 8 per cent., as here
tofore, and as they still do in China.

M anila has a m agnificent system  of 
sewage installed, the foul mud flats 
have been filled in, and the w ater sup
ply is the equal of any in the world.

T hese are details, however. W hat 
we have really  done is to establish 
th a t h itherto  unknow n thing, justice. 
U p in the hill country, w here m ight 
has been righ t since life began, the 
young A m erican arm y officer is sta 
tioned. T hese sta tions were raided 
at first, bu t punishm ent quickly fol
lowed, and now these boys, m any of 
them  bu t a few years out of W est 
Point, are governors, police, and judg
es. T he native has learned tha t by 
going to these m en he can get his 
rights, no m atte r how pow erful his 
opponent may be, and a new era has 
opened for him.

Besides justice, we are giving them  
education. A band of devoted men 
and wom en have spread them selves

th roughou t the islands to teach in the 
schools th a t the G overnm ent has es
tablished. T he schools are well a t
tended.

I could go on indefinitely w ith the 
beneficial resu lts follow ing upon our 
occupation of the islands, and please 
rem em ber th a t I w ent there w ith my 
eyes wide open to  see ju st the op
posite.

L et me m ention but one o ther th ing  
tha t we have b rought to  the islands— 
the hospitals; unfortunately , still far 
too few. T he native w as at first sus
picious. T he few th a t knew of hos
pitals a t all, rem em bered only the old 
filthy holes th a t w ere called such by 
the Spaniards.

1 w ent one afternoon  w ith a young 
arm y surgeon to the U niversity  H o s
pital in Manila. H e w ent th rough a 
clinic of perhaps forty  patien ts in less 
than  half an hour, for tim e pressed, 
but in th a t tim e he saved the sight 
of m any a child. H e then perform ed 
th a t m iracle of m iracles, the re sto ra 
tion of sight to  four patients, by the 
rem oval of cataracts. T his being done, 
we w ere about to  leave, when a big 
native boy felt his way through  the 
gate. H e was evidently blind and in 
g rea t pain. T he doctor lifted the 
bandage, called to  the tired nurses 
and inside of five m inutes had the 
frightened boy anaesthetised. H e had 
a deep ulcer of the cornea w ith pus 
in the an terio r cham ber, and it was 
a question of hours only before the 
eye would have been to tally  destroyed. 
T he o ther eye, too, was already in
fected. H ad it no t been for th a t hos
pital and th a t doctor, th a t boy would 
have lost one eye certainly, and the 
o th er probably.

A nd yet at the call of m any honest 
people who do no t know, as I did 
not, we would put an end to all this, 
destroy  the first daw ning of justice 
safety, and happiness th a t these poor 
people have ever known. A re they 
crying out for freedom  from  an alien 
rule th a t has b rough t them  w hat it 
has? N ot one in ten  thousand of them .

If Mr. W ilson, or any unprejudiced 
person, could but see those islands as 
the unnoticed traveler sees them , I 
am certain  he w ould change his opin
ion as I changed mine.

I w arn  all those w ho urge evacua
tion of the islands, th a t such a step 
would m ean no th ing  m ore nor less 
than  tu rn ing  them  over to  the Spanish 
m etizo, for 99 per cent, and m ore of 
the native population are as incapable 
of even understand ing  self-govern
m ent as children; to  the m en who 
spend their lives in p lo tting , stealing, 
and g rafting  in Manila, and w ho have 
been a stum bling  block in the w ay of 
all advance, from , the tim e we took 
the islands, the  governing pow er 
would go.

T here  m ay be exp loitation; I know 
of cases. T here  m ay be g ra ft; I know 
of w orse cases. B ut a t its very w orst, 
it is a heaven as com pared to  the least 
of our own m unicipalities, and to leave 
these islands now, and the ir mixed 
and ignoran t people, w ith our w ork 
half-done, I believe would be a crime. 
W e have put our hands to  the plough. 
L et us keep it there  till the end of 
the furrow . F rank  H . Clark.

Recent Manufacturing N ew s All Over 
the State.

S tan ton—W . R. Roach & Co., will 
install a branch canning facto ry  here.

C heboygan—Ed. D orian has opened 
a harness and shoe repair shop on 
E ast S tate  street.

Jackson—T he Jackson C orset Co. 
has increased its capital stock from  
$80,000 to $300,000.

H astings— Philip Lutz, shoe dealer, 
was m arried  to Mrs. M ary Ann Coney, 
of th is place, Jan . 25.

K alam azoo—T he Freem an W hiting  
Baking Co. has changed its nam e to  
the F reem an Baking Co.

L ansing—The capital stock of the 
Capital A uto Co. has been increased 
from  $25,000 to  $45,000.

D etro it—T he D etro it F oundry  Sup
ply Co. has decreased its capital stock 
from  $40,000 to  $25,000.

M uskegon—T he T rip lex  M anufac
tu ring  Co., has changed its principal 
office to G rand Rapids.

D etro it—T he D etro it C igar M anu
facturing  Co. has decreased its capital 
stock from  $35,000 to  $5,000.

Sault Ste. M arie—T he N orthw estern  
L eather Co. has increased its capital
ization from  $1,000,000 to  $1,500,000.

Saginaw—T he capital stock of the 
United S tates G raphite Co. has been 
increased from  $500,000 to  $750,000.

L ansing—C hristian R. M adison has 
sold his flour mill and stock to W . W . 
W alton , recently  of D etro it, who will 
assum e charge Feb. 1. -

K alam azoo— T he Miles D aw son 
grocery store  a t 711 P ortage  stree t 
was burglarized  Jan. 27, and goods to 
the am ount of about $100 stolen.

Zeeland— Fire destroyed the factory  
and stock of the Zeeland O rnam ental 
Co., Jan . 20. T he stock consisted of 
about $3,000 w orth  of casket o rna
m ents.

Fennville—T he Fennville M illing 
Co. has installed a com plete set of 
new m achinery and resum ed opera
tion. T he mill has been closed since 
last July.

K alam azoo—V an Bochove & Sons 
M anufacturing Co., dealer in lum ber 
and operating  a planing mill, has in
creased its capital stock from  $25,000 
to $35,000.

Ecorse—T he P erfec tion  Shingle & 
Roofiing Co. has been organized with 
an authorized  capital stock of $20,000, 
of which $10,000 has been subscribed 
and $3,000 paid in in cash.

Belleville— C. M. F ord  has sold his 
in terest in the general m erchandise of 
F ord  & F isher, to J. S. W rig h t and 
the business will be continued under 
the style of W rig h t & Fisher.

Lennon—A new com pany has been 
organized under the stlye of the L en
non C ream ery Co., w ith an au tho r
ized capital stock of $5,000, of which 
$3,500 has been subscribed and paid 
in in cash.

Oscoda—T he Dickinson E lectric  & 
M anufacturing  Co. has engaged in 
busines w ith an authorized capital 
stock of $30,000 preferred , of which 
$20,000 has been subscribed and paid 
in in property .

M ichelson—T he N. M ichelson Lum 
ber Co., operating  a  saw and shingls 
mill here, has purchased 1,000 acres 
of land located in R oscom m on and 
M issaukee counties, estim ated to con

tain 7,000,000 feet of tim ber, which 
will be cut and hauled to  the mill at 
M ichelson. T he p lan t will be fully 
stocked for nex t season’s run.

D etro it—T he F uller Claflin Co. has 
engaged in the m anufacturing and 
m ercantile busines in builder’s sup
plies, w ith an authorized capital stock 
of $1,000, all of which has been sub
scribed and paid in in cash.

Mr. P leasan t—T he plan t of the H ar
ris M illing Co., L td., has been p u r
chased by Ed. O. H arris , w ho has 
been a p a rt ow ner w ith his cousin, 
Sam H arris. T he business will t>e 
continued under the same style.

D etro it—T he L iberty  M anufactur
ing A ssociation has engaged in busi
nes to m anufacture and deal in fire 
extinguishers, fire apparatus and me. 
chanical devices, w ith an authorized 
capital stock of $10,000, which has 
been subscribed and $3,000 paid in in 
cash.

St. Ignace—T he J  nes & K erry  
L um ber Co. has sta rted  its sawmill 
for its first w inter run. T he mill cuts 
50,000 feet of m ixed lum ber a day and 
is receiving 6,000,000 feet of mix id 
logs from  the cam ps by rail. A hot 
pond was constructed  at an expense 
of $3,500.

D etro it— Cook-Knell & Co. has been 
organized to m anufacture and deal in 
windmills, tanks, gasoline engine m a
chinery castings, etc., w ith an au
thorized capital stock of $40,000 com 
mon and $40,000 preferred, of which 
$60,000 has been subscribed and paid 
in in p roperty .

M arcellus—T he M arcellus Supply 
Co. has been inco ipora ted  to  m anu
facture and deal a t w holesale and re 
tail, in such articles as m ay be deemed 
advisable. T he com pany has an 
authorized capital stock of $25,000, of 
which $15,000 has been subscribed, 
$500 being paid in in cash and $9,500 
in p roperty .

O ccasionally one m an m ay abuse 
ano ther by praising his enemies.

No m an can stand in his own light 
w ithout casting a shadow.

OFFICE O U TFITTER S
LOOSE LEAF SPECIALISTS

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

Tanglefoot

50,000,000,000
Flies a year—vastly  m ore than  

all other m eans com bined. 
T h e  Sanitary F ly D estroyer— 

N on-P oisonous.
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H ow  To H andle a V alentine W indow
, Display.

F ix tu res Required.
Five rolls white crepe paper.
T hree long w ooden boxes.
Tw o sm all wooden boxes.
T hree ti-inch wooden boards.
Five m etal T -stands.
Five large red hearts.
Four arrow s.
P len ty  of price tickets

M erchandise Required.
A bout $5 w orth  of valentines.
A few pounds of candy.

A valentine window early enough in 
the season is an essential feature of 
the up-to-date and successful s to re ’s 
w inter activities.

T he com parative shortness of the 
season is all the m ore reason why 
you should push valentines v igorous
ly. Any m erchant who fails in this 
respect is m aking a serious m istake. 
T he valentine business fills in an 
otherw ise quiet m onth w ith a big line 
of quick-selling m erchandise that 
yields a large percentage of prollt.

The valentine season also is a wel
come visitor to the store from  the 
.m petus it gives, or can give, the sale 
if  candy. W hen candy is allowed a' 
[air chance at this time, g reatly  in
creased profits for February  are sure 
to result.

Use the same care in displaying 
y our valentines as you would C hrist
m as goods. The store th a t has the 
best display will sell the m ost valen
tines. ,

The accom panying window trim  
will sell valentines. All the fixtures 
can be hom e made. T he trim  is easy 
to make. Use it. Be sure to give 
plenty of prom inence to  candy. T his 
is one of the leading valentine lines.

W hite crepe paper should be used 
ior covering the background of this

valentine window. O ver each fold put 
a 3-inch strip  of w hite crepe paper, 
ruffled.

A fter you get the background cov
ered the next th ing  will be to  make 
some large hearts, as show n in the 
drawing.

These can very easily be cut ou t of 
any kind you have and cover them  
with red crepe paper. T he arrow s 
can be m ade the same way.

Simply m ark out the design on the 
cardboard  and then cut it out with 
scissors. T he two hearts and the a r 
row  you see in the center are sus
pended from  the top of the window 
by strings. T he large heart and ra- 
row  on the righ t and left, also on 
the floor in the front, are pinned on 
T -stands.

F ix tures Should Be in W hite.
W hen you get th is lay out fixed, 

arrange the boxes and boards as we 
have done, covering them  w ith white 
crepe paper. T he floor should be in 
white, also.

Now lets begin p u tting  up the 
valentines. T he first th ing  is to  pin 
a row of five on each side of the two 
hearts. T hen pin tw o short row s back 
of the hearts.

In  m aking the left unit, see that 
the showy pieces are put at the top. 
You can hang one from  the heart 
as we have done and hang two m ore 
on the T -stand  and arrange the o th 
ers on the board in fron t of the 
boxes.

T rim m ing the C enter Unit.
The next th ing  is to  trim  the center 

unit. T his consists of a board, a box 
and a T -stand. P u t th ree  large val
entines and tw o sm all ones on the 
top, also pin a row  of valentines at 
each corner of the box in front.

T he righ t un it is m ade with the 
same fixtures and practically  the same 
m erchandise as the left. T he designs 
of the valentines need not be the

D raw ing of the Fixtures.

same, but they should balance in a 
general way.

Now le t’s go back to  the left and 
fix ano ther row of units. F irs t is a 
box covered w ith w hite crepe paper 
and a T -stand. Pin six valentines to 
the T -stand  and four o r five m ore to 
the box. N ext com es the T -stand  and 
red heart. O n th is should be pinned 
th ree  sm all valentines. T o  the right 
is ano ther sm all box and T -stand, 
arranged  like the one on the left.

Use Candy in F loor Plan.
All th a t rem ains now  is the floor 

plan. T his consists m ainly of candy 
units. Each of the candy units is 
m ade up of pie pans and glass vases. 
Set a glass vase in a pie pan and fill 
the pan with candy and then build 
the th ing  up as high as you care to

T he Mob Im pulse Should Be O ver- 
■ com e in Youth.

W ritte n  fo r th e  T rad esm an .
Hum an characteristics m ay be sep- 

aratelly  defined, named and classified 
as d istinct elem ents, yet when we at 
tem pt to  assign reasons for actions 
we find those elem ents so complex, 
so blended, so modified by one an
other th a t we are not always able to 
assign to an action a separate and 
d istinct motive.

Curiosity, though often condem ned, 
is a natu ral and proper quality. W ith 
out it the child would m ake very slow 
progress in know ledge. And know l
edge—learning—begins long before 
the child arrives at school age. Curi
osity  leads to le a rn i 'g  before the 
child realizes the need of learning

T he Display Photographed.

on this same plan.
Betw een these candy units put 

small valentines, according to  the 
am ount of room  you have. In  the 
center we have pu t a box of valen
tine cards, tags, seals, stam ps, etc. 
— B utler W ay.

D ark  Space A m ong the  S tars.
A bsolutely dark  spaces am ong the 

stars have puzzled astronom ers since 
the tim e of H erschel. In  Milky W ay 
photographs, D r. Kopff has noticed 
an alm ost com plete absence of faint 
sta rs im m ediately around certain  
nebulae, w ith  an abundance of such 
stars w ithin the nebulae and far ou t
side. A late suggestion by Dr. Espin 
is th a t the m argins of such nebulae 
m ay be too  diffuse to  becom e illum 
inated and yet dense enough to  ab
sorb light. If such an assum ption be 
made, he finds th a t it explains no t 
only the  blank surrounding  spaces 
but the dark holes and lanes w ithin 
the b right nebulae.

Only the office without a salary has 
to seek the man.

L ater, a desire for possession of 
know ledge m ay be a g rea te r incen
tive to study than  curiosity.

W here there seem s no desire for 
know ledge from  a selfish m otive—a 
m otive proceeding from  self, no t n ec 
essarily selfishness—the paren t or 
teacher often tries to  awaken an in
terest by appealing to curiosity. So 
we m ay say tha t curiosity  and a de
sire for know ledge are often insepar
able. W an t of in terest m ay denote 
lack of curiosity  o r lack of desire to  
acquire. L ike o th er beneficent qual
ities curiosity  m ust be in telligently  
directed o r controlled.

Mob im pulse m ay orig inate  from  
curiosity, a lthough it often acts inde
pendently. Especially is the la tte r 
true when mob im pulse becom es a 
habit.

C uriosity leads people to join a 
crow d; to  tu rn  aside from  regular oc
cupation a t the least sign of com m o
tion o r unusual occurrence. But mob 
im pulse is often independent of curi
osity. I t  is a habit, and no t a good 
one. Mob impulse leads people to
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act w ith a crowd and to act as they 
would no t dare act independently. 
T herefore it is dangerous for one to 
be contro lled  by mob impulse.

T he mob im pulse is inherent in m ost 
people or else it is easily acquired. 
I t  seem s m ore natural for people to 
jum p and run because som e one else 
does than  to rem ain still. But for 
children or o lder people to flock to 
gether is not evidence of curiosity  or 
mob impulse. Com panionship is a 
hum an need and to congregate  to g e th 
er a norm al desire. But mob impulse 
is an abnorm al condition, and undesir
able outgrow th  of unrestrained  im 
pulse. I t  is action no t governed by 
sober reflection.

H ere  it seem s is a p resen t day dan
ger. W ell-m eaning people—a great 
m any of them —are endeavoring to 
inculcate the “gang sp irit” in our 
youth. Individual thought, individual 
eifort seems likely to be subm erged 
in the accom plishm ent of the aims 
of the class, school, band or society 
as a whole. Independent effort not 
having sufficiently developed in youth 
one m ust ever continue as a part of 
a m achine—a unit in an organization 
—or else fail as an individual. The 
w orld has already too m any of such. 
T heir p rosperity  or adversity ' is de
pendent upon the fortunes of the 
whole people. T hey  can neither rise 
alone to  independence nor hold their 
places when o thers fail.

Evidence of lack of independent 
though t is seen in our “p arro t po liti
cians,” mien who talk glibly on every 
public question; ye t the well inform ed 
person recognizes it all as second
hand wisdom. T hey  discourse, not 
according to  the ir own independent 
conclusions, bu t according to w hat 
they  deem  the  m ost popular views. 
T hese m en are no t safe from  the mob 
impulse.

I t  is the m ob impulse, as well as 
the predeterm ination  no t to w ork any 
m ore than  absolu tely  necessary, which 
causes w orkers to drop their w ork the 
m om ent they notice o thers doing so. 
O ne who w atches him self m ay dis
cover this inclination. And yet there 
is som ething else which operates 
pow erfully upon many. W e m ust be 
charitable in our judgm ent. I t  may 
be to  a certain  ex ten t the result of 
a com m endable hab it of resting  at 
regu lar intervals. B ut th is som ething 
else is a force—m agnetic, electrical, 
m echanical o r otherw ise—which su r
rounds and supports the toiler. W ith 
the cessation of w ork by o thers, with 
the stopping of m achinery it falls 
awav from  the person as a necessary 
support, a stim ulus, an im pelling ener
gy. A lone he has no m ore am bition; 
he realizes fatigue; he m ust cease 
w ork  also.

But we seem  to  be g etting  a long 
way from  m ob impulse. C oncert of 
action is indispensable in many things, 
in m any situations in life. I t  is well 
tha t youth be tra ined  in this respect. 
G reat th ings m ay be accom plished by 
united effort w here individuals are 
w ithout effect. I t  is needless to enu
m erate  the various situations which 
require co-operation. But th is united 
effort m ust alw ays be intelligently  
directed. I t  m ust be under perfect 
control. T he im pulse to  act w ith

others m ust He held in check until 
the opportune m om ent o r for the spec
ial occasion. The “gang spirit,” as 
it is called to-day, m ust be well bal
anced by reason and self control.

Mob impulse is no t to be overcom e 
by repression. Control from  w ithout 
is not likely to be perm anent or ef
fectual. Im posed stric tu res are but 
tem porary . T he con tribu ting  force 
m ust be from  within. It m ust be the 
Choice of the individual. Children, 
youth, m ust be taugh t the need of self 
con tro l; the desirability  and the bene
fits to  be derived from being able to 
hold one’s self in subjection.

O ne m ay train  him self or herself 
to overcom e this mob impulse. Oc
casions arise alm ost daily when one 
should check him self from  acting  
with the crow d; occasions w hen n o th 
ing is to be gained by acting  with the 
crowd except to g ratify  idle curiosity

In every vocation in life one may 
reap the benefit of having overcom e 
the mob impulse. N ot only does obli
gation to em ployers frequently  require 
one to refrain from  being moved by 
the crowd, from  neg lecting  work or 
duty, but dangers are averted, calam 
ities prevented, lives are saved. One 
calm, self possessed person may p re 
vent a panic; a few m ay restrain  a 
mob. In  tim e of g reat danger only 
those who are trained to self control, 
who are unm oved or uninfluenced by 
mob impulse, are com petent to  com 
mand or obey—to  direct or execute 
orders.

If any young m an—say betw ear 
15 and 25 years of age—who has any 
regard  for righ t and w rong, any com 
m endable am bition, any self-respect, 
any regard for his friends o r family, 
could only realize w hat a mob is, 
would think of him self as a part of 
such a body, as sharing  in w hat it 
does, it seems as though he would be 
careful, very careful, to avoid being 
led into any situation where he would 
be looiced upon as a part of a mob.

A few students s ta rt out for a good 
time. T hey may have a definite ob
ject in view or they may have none. 
A ttention  of o thers is attracted . 
“W h a t’s up now ?” “L et’s go and see 
the fun.” “Come on, boys.” The 
mob impulse seizes one, a dozen, a 
score, a hundred. T he crowd increas
es, com m on sense is left behind, p ru
dence is forgo tten , individual respons
ibility is not considered. The ou t
com e m ay be disorder, destruction  of 
p roperty , violence and crime. Every 
individual in the crow d shares in the 
responsibility— is in part guilty— and 
every student, every s tuden t’s family, 
the school, the city, the  sta te  and the 
country  are disgraced. Mob impulse! 
No set purpose in each studen t to be 
above it; to  be independent of it, 
to  be free from  it; to be free indeed.

E. E. W hitney.

“Call Down” Sometim es H elps Hold  
Customers.

T he subject under discussion was 
how to hold a custom er. Everybody 
was suggesting ways and m eans which 
had for their foundation politeness 
and p leasant argum entation . Jim  
B rennan, jun io r m em ber of the B ren
nan M etal Com pany, did no t believe 
th a t polite, sugary  phrases w ere a l

ways the best m eans of keeping a cus
tom er.

“O ccasionally,” B rennan said, “a 
custom er should get a calling down. 
Of course, you don’t need to be im
polite about it, but you can be s tra ig h t
forw ard. I adm inistered ju st such a 
rebuke to a custom er a few weeks ago 
and I believe I have got him for good 
now instead of losing  him.

“You know the man. I t  is Tom  
Blaine, general m anager of the U n 
derw ood & Johnson  Foundry  Com
pany. H e has been buying m etal from  
us for years. W e never had any tro u 
ble w ith him until about six m onths 
ago.

"A t that tim e one of our salesmen 
told me that Tom  was ra ther unpleas
ant to him  th a t m orning—told him 
he had no tim e to talk. H e thought 
som ething m ight have gone w rong  in 
the p lant and th a t was why Blaine was 
so sour.

“A week la ter our agen t again w ent 
to  see Blaine. A nd again Blaine had 
no time to see our man. F o r about 
th ree m onths Blaine had been m aking 
it p re tty  disagreeable for our repre
sentative, and from  a good custom er 
the U nderw ood & Johnson  firm was 
getting  to be a dissatisfied, cranky 
proposition.

“I knew there was no use blam ing 
our man. H e was doing his best, 
Som ebody, of a com peting concern, 
m ust have been after the Underwood 
& Johnson  firm try in g  to sell them 
m etal. I decided 1 would go over 
and see Blaine myself.

“I w ent into the office about three 
m onths ago. Blaine saw me, but was 
too busy to talk  business. I asked 
him when I could come again. Wiell, 
he was not sure. H e would be busy 
for tw o or th ree  weeks and maybe 
longer. A t any rate, he would not 
need any m etal for tha t length of 
time.

“A t the end of five weeks I went 
around again. The office boy who 
took my nam e in to Blaine came out 
of his office w ith a sheepish look in 
his face and told me th a t the boss 
was out. I knew the boy was lying. 
He was told to. I called again a week 
later.

“T his tim e the m anager had an 'im 
portan t conference, on hand and could 
no t possibly be seen. A gain I w ent 
away. I came back ten days later. 
Mr. Blaine was in the p lan t this time, 
but som e m achine had broken down. 
He could not be seen. I w aited two 
weeks m ore and again visited the m an
ager. T h is tim e he sent w ord th a t he 
was in, but was too busy to see me. 
M oreover, he was no t in need of any 
m etal ju s t then.

“T h a t go t me kind of warm . I 
brushed by the office boy and w ent 
righ t into B laine’s private office. H e 
was displeased. W hy had I come in? 
H ad not he sent w ord th a t he did not 
w ant to see me?

“ ‘Yes, Mr. Blaine,’ I said. ‘Y our 
boy told me so. But I wish to see 
you.’

A “Call D ow n” T h a t Paid.
“ ‘But you cannot see m e,’ the m an

ager snapped. ‘I have no t go t the 
time to  ta lk  to you.’

“ ‘Mr. Blaine, can you give me five 
m inutes’ tim e?’ I asked, grow ing a

bit angry myself, “In  fact, I will 
com prom ise with you on tw o m inutes.
1 can say all I w ant to  say in that 
time.

“Now, Mr. Blaine, you have men on 
the road, haven 't you? H ow  would 
you like to have some one treat your 
men as you have treated  our represen
tative, as you have treated  me, half 
a dozen tim es now?

" ‘If you don 't w ant to deal with us. 
why no t be s tra igh tfo rw ard  about it? 
W,hy not tell me th a t you have ways 
and m eans of p rocuring  your m etal 
from  som ebody else than  from  us, or 
th a t you are under obligation to deal 
w ith some o th er concern? I will have 
no th ing  against you for it.

“ ‘And you will do our firm a favor. 
W e will not send our man to see you 
anym ore.

“ ‘Of course we w ant all the trade 
we can get. Of course we w ant to 
keep the U nderw ood & Johnson firm. 
But our self respect is even g reater 
than  our desire for business. If you 
don 't w ant to deal w ith us, just say 
so. O ne w ord from  you and never 
again will any representative from our 
firm give you the least bother. W e 
will not try  to  see you any m ore.'

“W ill you believe it, boys, Blaine 
is now our best man to deal with, 
and the U nderw ood & Johnson firm 
is one of our best custom ers, and I am 
sure they will be for a long time to 
come. R. F. Vogle.

I t  is easy to  tem pt those who sit 
around and wait.

Hart Brand canned Hoods
Packed by

W. R. Roach & Go., Hart, Mich.
Michigan People W ant Michigai Products

in it li?
^  r / _

>• 141 Monro.* St '  
Roth Phonos 
ID RAPIDS. MiCH.

ELEVATORS
Hand and Power 
For All Purposes

Also Dumbwaiters 
Sidewalk Hoists

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

Sidney Elevator Mfg. Co. :: Sidney, Ohio

SU G G E ST

M apleine
To your customers as a 
change of “ Flavour.” I t 
can be used like lemon or 
vanilla.

I t  makes~delicious table 
syrup when added to white 
sugar and water.

Order of your jabber oi 
Louis Hilfer Co.

4 Dock St.. Chicago. 111.

Crescent Mfg. Go., Seattle, Wash.
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STR A N G E  E L E M E N T S .

D anger of T heir In troduction  In to  the 
B usiness Fam ily.

At the beginning of a new year, 
as at the com m encem ent of any period 
in business life, there should be a 
determ ination to make a m aterial in
crease in net profits.

T he g reat problem , of course, is 
how to do this. You cannot increase 
the selling price of your goods, per
haps, at least not out of proportion  
to increased cost.

You are  already buying stock at 
the low est prices. You are taking ad
vantage of your discounts. T h ere
fore there  seems to be little to  hope 
for from the standpoint of economy 
in buying.

It is possible that you are not pay
ing m ore than is righ t for labor. Your 
assistan ts are receiving no m ore than 
proper rem uneration. I t  is evident 
there can be no curtailing  in tha t par
ticular. A t least we are now deal
ing with a supposed case of th a t kind. 

All in the Family.
W hat then is the way to  accom

plish the increase in net profits? I t  
would seem that we m ust fall back 
upon efficiency. Increase the to tal 
am ount of business which will in turn  
increase the am ount of net profits.

In seeking to  solve this problem  
there is a tendency on the part of 
many to do so by adding to the force 
employed. A m erchant contem plates 
a new departm ent, and he considers 
the necessity of new assisstan ts to  run 
it. Som etim es th a t is desirable. I t  
m ay be there is no person a t hand 
with the experience and knowledge 
adequate to grapple w ith the task. 
Proficiency is a handm aid of effi
ciency, and so it is absolutely essen
tial that new blood be introduced to 
give life to the added departm ent.

But it is no t always the case. I t  is 
possible th a t there is a  way to  put 
this portion  of the business upon the 
shoulders of some one already con
nected with the store. If this can be 
done, so much the better. I t  keeps 
th ings righ t in the business family, 
and avoids the possibility of the com 
ing of an undesirable addition.

U nderstand Each O ther.
I t  is surprising  how m any setbacks 

to trade have come th rough  the 
changing of the force. I t  is a risk 
th a t m ust be taken more o r less of
ten, for there is no g etting  away from 
it, but it is a risk ju st the same.

W hen a num ber of people have 
go tten  used to w orking together, un
derstand each o th e r , and are accus
tom ed to personal peculiarities and 
characteristics, there  is progress. If 
they are harm onious there is team 
work, which is a valuable asset to  ef
ficiency. If one resigns, o r gets m ar
ried and leaves for th a t reason, or 
moves away, no m atte r w hat the 
cause; if there  is a change m ade by 
the b ringing in of a stranger, and the 
going away of one of the regulars, 
there  is a break for the time being 
until all are adjusted  to  new condi
tions.

A djusting  to New Conditions.
It is ju st the same if increased busi

ness requires ano ther salesman. Then 
there m ust be a place m ade for him

in the fam ily circle, and all shift 
around a little  in accom plishing the 
adjustm ent.

I t seems like a little  thing, but there 
is lost efficiency for a few days at 
least, and the business suffers. I t 
may take weeks for the new order to 
w ork properly, no m atter how ad
vantageous it m ay be when it really 
gets to  going.

I t  can never be told with any cer
ta in ty  w hat is going to be the final re 
sult. Perhaps the new com er m ay be 
a d isturbing elem ent. H e m ay have 
new ideas which will upset the old 
m anner of doing things. H e m ay sta rt 
all the rest of the force going in the 
w rong direction. I t  is w onderful how 
a little leaven leaveneth the whole 
lump.

A lthough you may have thought 
you were well acquainted w ith him 
before he came, you m ay find your 
superficial know ledge was very faulty, 
and that he is a ltogether different 
from  the idea you supposed.

Influence of Fam iliarity .
N ot th a t he is in tentionally  a 

trouble m aker. H e ju st s ta rts  from 
the o th er end to  do things, and he 
gets the whole force by the ears as 
they  find them selves under the in
fluence of a being from  an entirely 
different w orld so far as business 
m ethods are concerned.

T his m akes changes undesirable 
when they can be avoided. Custom 
ers get ' the habit of m eeting  people 
in your store who w ait on them . If 
they are pleasing to the trade they 
are m issed w hen they are gone. New 
faces make the store  seem strange, 
even though the accustom ed salesm an 
still rem ains.

T here  was once a  wom an who quit 
calling upon her dearest friends be
cause new furn itu re  was bought and 
the place seem ed so strange th ere 
after. Of course that is going to  ex
trem es, but it show s the la ten t in
fluence of fam iliarity  in the human 
being.

A w akening Am bition.
This is all leading up to  the s ta te 

m ent tha t when it is possible it is far 
b e tter to  delegate new w ork to  old 
employes. N ot if they are already 
overburdened so th a t they cannot do 
righ t w hat they  have to do. But if 
there  is a chance to  fill in idle time, 
do it, and pay additional wages. T his 
will be cheaper for you than  em ploy
ing som ebody else, for the increase in 
salary need no t be as much as an en
tire  wage of ano ther employe.

T he increase adds in terest to the 
w ork of the one receiving it, and 
show s him he is appreciated. H e goes 
at it ham m er and tongs, as a rule, and 
his earnestness helps build success. 
He probably does all his w ork b e t
ter because he has th is incentive to 
push. H e feels th a t he has a chance, 
and am bition is awakened.

Pow er of W illing  W ork.
T hus efficiency is increased. You 

get the w ork of a new m an ou t of the 
old one w ithou t doubling his pay, and 
he is m ore than  satisfied. I t  w orks 
bo th  ways.

T here  is a g rea t pow er in w illing 
work. Tw ice as m uch is possible 
w hen there  is in terest and p leasure in 
doing it. A m an m ay th ink  he is

doing all he can crowd into the allot 
ted hours, but ju st show him w here it 
is to his in terest to do m ore, and see 
how quickly he can m anage it.

T h a t is genuine efficiency, getting  
all you possibly can out of the force 
w ithout trea ting  them  slavishly, and 
at the same time paying them  for all 
they do. You are paying yourself at 
the same time.

T hat dollar a week you are not pay
ing an assistant, which you know he 
deserves, sim ply because you have 
him in your power, is no t saved. I t 
is lost, and several m ore w ith it. He 
know s as well as you th a t he is under
paid. He m ay w ork aparen tly  as 
hard as he can from  m orning till 
night, but he has no t his heart in the 
labor, and the efficiency is lost be
cause w ithout his heart his life is not 
there. H e is a machine, and no t an 
in terested  man.

Satisfaction am ong the force of em 
ployes is one of the g rea test aids to  
efficiency. T here  are no congrega
tions in corners for the purpose of 
grum bling. E verybody is pu tting  in 
his best licks, and your business is 
m oving forw ard as a result.

Value of D ifferent K inds of Bread.
The value of different kinds of bread 

has been discussed for many years 
and from  various points of view since 
the days of Sylvester Graham . T his 
tem perance reform er of the early part 
of the n ineteenth  century  based his 
cure for alcoholism  on certain  radical 
changes in diet, laying special stress 
on abstinence from  m eats, and the 
use of bread m ade from  unbolted 
wheat meal. H ence the nam es “gra- 
ham  flour’’ and “graham  bread.’’

W heat deserves the wid .‘-spread 
consideration which has b -.en given 
it, because of its superior value as a 
food. I t  easily ranks first am ong the 
food products a t oui disposal, a lthough 
rice probably form s the staple food 
for a larger p roportion  of the hum an 
race. T he w heat kernel is m ade up 
of a num ber of parts which experienc 
different trea tm en t in the various m ill
ing processes in the p reparation  of 
flour.

W hen the grain is crushed the meal 
contains coarse particles of bran, the 
outer coverings of the seed. Bread 
m ade from  such w heat m eal will con
tain all of the nu trien ts of the orig i
nal wfKat; but the bread will be coarse 
in texture, dark in color, and ra th er 
s trong  in flavor. G raham  flour or 
w heat meal is usually m ade from  soft 
w inter w heats. S ifting w heat m eal to 
rem ove the coarser particles was the 
first step tow ard  the m aking of white 
flour, the use of which has rapidly 
increased w ith the p rogress of the 
years. T he advent of the la te r ro ller- 
process m ethods of m illing has con
tinued the essential featu re of the 
earlier schem es in separa ting  the bran 
from  the in terio r of the grain ; but 
it has m aterially  im proved the bread 
flours in com m on use until the s tan 
dard fl urs from  hard w heat carry 
m ore protein than  alm ost any graham  
flour in the m arket th irty  years ago, 
and as much as m any now offered for 
sale. N ew er m ethods of agriculture  
have assisted in increasing the gluten 
con ten t of w heat flour th rough  the

altered  com position of the new er var
ieties of the cereal.

T he m ost reliable experim ents m ade 
from  the different types of flour show 
th a t standard  p aten t process flour con
tains m ore available nu trition  and 
energy than either graham  or whole 
w heat flour. T hese facts have lately  
been supplem ented by E nglish  sta tis
tics. T hey  shew  that w ith respect to 
the availability of their to tal energy 
the breads differ little ; w ith regard 
to the p rotein  there is a slight advan
tage on the side of the w hite bread. 
So far as digestibility  is concerned, 
there is no justification for extrem e 
sta tem ents as to  the advantages or 
d isadvantages possessed by different 
kinds of bread of the com m oner types. 
The gratify ing  fact is tha t flour of all 
kinds is an econom ical food even at 
the p resen t prices.

A utom obile Traffic D ries O ut W et 
Roads.

D rying roads with m otor cars is 
the la test developm ent of the useful
ness of the horseless vehicle. R e
cently, ju st before some big m otor 
races which were to  be held abroad, 
the course for the race was found to 
be be too w et for the prelim inaries, 
ow ing to  heavy rains. T he m anagers 
of the race w ere at their w its’ends 
to devise a m ethod of drying up the 
road, until it suddenly occurred to 
them  th a t continuous traffic by m otor 
cars would do the work. Inv ita tions 
w ere extended, therefore, to  all who 
owned autom obiles to  go over the 
course, an explanation being m ade as 
to the cause of the invitation, public 
sp irit being thus aroused. Before 
sunset on the day the invitation was 
issued there w ere m ore than  500 cars 
speeding around the course, ranging 
in size from  a sm all electric to  a 
heavy beer truck. T he resu lt was 
th a t the track  w as dried to  an extent 
th a t had seemed impossible.

T he Sea and a D rop of W ater.
A Germ an professor nam ed Mein- 

ardus has am used him self w ith cal
culating  how long a drop of w ater 
stays in the ocean before it is evap
orated, and how  soon it re tu rn s to 
the sea. C alculating—he does not
say how—the to tal evaporation from  
the surface of the ocean and estim at
ing the to tal volume of w ater in the 
oceans, a drop of w ater en tering  the 
ocean will stay there  3,460 years, p ro 
vided it aw aits its tu rn  to  be evap
orated. H ow ever, the p rofessor ad
m its th a t the surface w ater stands 
a good chance of g e tting  ahead of 
its turn. T he average stay  ou t of 
the ocean is only twelve days before 
it has fallen in rain and run back 
again to  the sea.

Mammy’s Expedient.
L ittle  R astus was becom ing very 

objectionable in school, because his 
wool w as g row ing longer and longer, 
far beyond the cu tting  stage. The 
teacher tried h in ting  to no purpose, 
and then  told him  ou trig h t to  go have 
his hair cut, giving him a quarter for 
the purpose.

R astus broke ou t cry ing  and said: 
“No, M a’am, I dassn’t hab it cut. My 
m am m y she w ants a new sw itch and 
she’s done a-grow in’ it on me.”
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Feed the Wage
Earners Well

Remember, that those who go out to earn the daily bread ought 
to have good bread after they have worked so hard to earn it.

If you don’t  think it important to do your level best on other 
things for the table, bread, at least, deserves your careful con
sideration.

Buy other ready baked goods if you wish, but as a matter of 
health, as well as justice and sentiment, BAKE YOUR OWN 
BREAD,

Then you know what’s in it—and what is not in it—and he 
knows you DID IT FOR HIM. ~

Don’t experiment. Give him the BEST.

Buy

LILY WHITE
“The Flour the Best Cooks Use”

Because, as Mr. Post says, “There’s a reason.”

In fact there are several “reasons.”

We make it especially for women who want white, light, good
tasting bread.

Those who have no pride in their baking and think all bread 
“looks alike” need not be so particular.

But those who are really anxious to do “ better things” in bak
ing will find Lily White a great help.

In sanitary, sewed sacks, always.

Valley City Milling Company
Grand Rapids, Mich.

This is a reproduction of one of the advertisements appearing in the daily papers, all of which help the retailer to sell Lily W hite Flour.
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CORRECT ACCOUNTING.

H ow the Dealer Can D o Business at 
a Profit.

Sooner o r la ter every business man 
takes bis pencil and tries to find out 
why he is not m aking m ore money. 
H e knows the business tha t he is 
doing. He believes that he is running 
th a t business carefully. He thinks 
th a t his em ployes are honest. Al
though he realizes th a t com petition 
is sharp, and th a t conditions m ay not 
be as favorable as he would wish, 
yet he sees no reason for his profits 
being so small. H e expected them  to 
be larger. He cannot understand 
w here they have gone.

So he goes to figuring. H e figures 
on the to tal am ount of his business. 
He figures w hat the average profit 
ought to be in tha t kind of business. 
H e to tals up his fixed charges. He 
then adds up all his bills to find out 
w hat he has paid for during the year. 
He sub tracts th a t from  the to tal 
am ount of m oney he has taken in. and 
finds that the balance is not a t all the 
same as the theoretical percentage of 
profits th a t he expected to  get. W hat 
is the trouble? I t  certainly is puz
zling. L et us see if we cannot w rite 
down some rules which will apply to 
any business and help in determ ining 
w hat its profit ought to  be.

1. T he first th ing  which every busi
ness m an should do is to figure accur
ately his fixed charges. T he fixed 
charges are any fixed expenses which 
the firm will have w hether it does any 
business o r not—rent, light, heat, in
surance, taxes, sta tionery, telephone, 
up-keep of the p roperty  and the sal
aries of its employes, to do business 
under norm al conditions. Every busi
ness m an should make a careful esti
m ate of w hat his fixed charges are 
going to be for the ensuing year.

2. In addition to  the above every 
business m an should m ake an allow 
ance for unusual expenses, such as 
accidents, em ergencies, repairs of an 
in frequent character. If this allow 
ance is not made, then those unusual 
expenses will come out of the profits 
of that one year. In m any failures it is 
ju st such an unexpected th ing  as the 
above which puts the firm out of busi
ness. If, however, such an allowance 
is scattered  over several years, then 
when the unexpected happens the 
business has, in reality  and practically, 
been covered by the “insurance” piled 
up against it each year.

Bad Credits.
2 . A th ird  allow ance ought to be 

m aae by every business for bad cred
its. T he to tal am ount of business 
done on cash is so sm all com pared 
to  the grand to tal of all kinds of 
business transacted  th a t th is rule ap
plies to practically  all business men. 
A ny concern which figures that F is 
going to collect all of its m oney due, 
is sim ply inexperienced and so op
tim istic that it is an unsafe, risk. 
H ence an allowance m ust be made 
for the m oney due which cannot be 
collected.

T he cash store, or o ther business 
firm  doing a stric tly  cash business, 
has lossess peculiar to itself, which 
fully offset the losses through  uncol
lectible accounts.

4. In  addition to  fixed charges, 
cost of m aterials, unusual expenses 
and poor collections, you m ust figure 
out w hat it will cost you to handle 
your business. Every new dollar's 
w orth of new business th a t you will 
get will, after a certain  am ount is 
reached, cost you a certain percentage 
to handle. You m ight as well figure 
that percentage in advance. If you 
increase your business $500, or $5,000, 
o r $50,000, o r $500,000, or w hatever 
am ount you have set your heart on, 
just figure out how m uch m ore it is 
going to cost you to take care of tha t 
business. D on’t tru s t to luck. Face 
the facts. Know the gam e you are 
up against. W in because you are not 
w orking blindly, but are using the 
creative and organizing and planning 
faculties w ith which you are  endowed.

Increasing  the Business.
5. Provision should be m ade bv 

every business m an for increasing his 
business. A business which is not 
going ahead has the elem ents of fail
ure in it. if it stands still long enough 
it will go backw ards. W hen it does 
sta rt on that dow n-grade it will be 
m ighty  hard w ork to  reverse and sta rt 
up again.

M ust Get New Business.
Furtherm ore, even the best-run 

business is continually  losing good 
custom ers by death or rem oval and 
m any o ther causes U nless active 
m eans are taken to  replace those old 
custom ers continually  the business 
cannot even hold its own. In  this age 
the fight for business is so keen, v igor
ous and relentless th a t unless a busi
ness m an is fighting all the time his 
firm w ould not be a good investm ent. 
He w’ill be sure to rem ain “small fry ,” 
and to be absorbed by some of the 
b igger and m ore progressive concerns 
in his line.

The usual m ethod of getting  m ore 
custom ers is through an appropriation  
for advertising, but th a t appropriation 
will not produce the p roper results 
if the business itself is not so conduct
ed along m odern lines as to take ad
vantage of the advertising  thoroughly  
representative of the business itself.

Add Y our Profits.
0. W hen you have figured up all 

the above, then add a legitim ate profit. 
Don't let your profit be “w hatever is 
left a fter you have paid your bills.” 
Do as the big business m en do; as 
every well - organized incorporated 
business does—m ake a definite esti
m ate of your profits and try  to hold 
your business up to  th a t estim ate of 
those profits. W hatever you clear in 
excess of the estim ated  profits is ex
tra, and can be used as an additional 
dividend or as a sinking fund, or for 
enlarg ing the business.

Inco rrec t Costs.
T he loss of profits in alm ost every 

business is due to  lack of know ledge 
of the costs of doing business in that 
line, under the particular conditions 
of the firm in question. Indeed, many 
concerns do business w ithout a clear, 
definite idea of w hat they  have done 
or w hat they are going to  do. One 
of the g reat steps in the p rogress of 
m odern business has been the per
sistent search for correct cost finding 
and cost keeping. M. P. Gould

Plain Facts About the Cost of Living. 
W ritte n  fo r  th e  T rad esm an .

"T he high cost of living!” I am 
beginning to tire of hearing  and see
ing the words. H ow ever, as the o thers 
will not quit using them  I propose to 
begin. I may not add one w ord— 
one helpful w ord—to w hat has al
ready been said on the subject, but 
some one may be enabled to see the 
m atter in a little different light than 
it has been treated  before. Every one 
who thinks for himself sees things 
from  a different point of view than 
any one else.

W ith  or w ithout reason, people 
generally  have become possessed of 
the idea that it costs m ore to live 
than it ought. In  o ther w ords, that 
the cost of living is out of proportion  
to the incomes of the people, render
ing it a hard struggle to  m eet neces
sary expenses. Som ething is w rong 
som ewhere, even if it be only a  delu- 
sion, a m istaken notion, which has 
taken hold of the people. And further, 
people believe them selves helpless to 
overcom e this condition—helpless as 
individuals. T hey contend tha t the 
G overnm ent ought to find out the tro u 
ble and righ t m atters; locate the 
blame and m ake the guilty ones quit 
their oppression or extortion . Yes, 
the G overnm ent ought to do certain 
th ings—things th a t the individual can
not do. And the individual m ust do 
certain th ings for himself, else all that 
legislation can do fo r him is of little 
avail.

Is the cost of living high? I t  would 
be unpopular to dispute the affirma
tion. In telligen t people know  that 
there are two sides to the question. 
H igh and low are but relative term s. 
A th ing  is high only by com parison 
with som ething else. A high fence is 
low beside a tree or building. A high 
building in the village would be low 
beside the city skyscraper. T o  the 
m an who is looking for a tw enty dol
lar overcoat the th irty  dollar coat is 
high. T o  som e o ther man it is a low- 
priced garm ent.

T he cost of living is high, m easured 
by dollars and cents, when com pared 
w ith the prices of a few years ago. 
M easured by present-day w ages—by 
the earning pow er of the people, and 
confining necessities to  the same 
range of articles—cost of living now 
is not on the average as high as at 
various o th er periods in our history.

Prices have advanced on many 
things—but no t on all; so  have wages, 
and in equal p roportion . T he wage 
earner, the salaried employe, can live 
as com fortably to-day as he could a 
few years ago when prices w ere lowe 
H e has com forts, even luxuries, which 
his fa ther and g randfa ther could not 
afford, though they w orked as hard, 
as m any or m ore hours a day and as 
intelligently  as the people of to-day.

But all are no t wage earners; all 
are not salaried w orkers or officials; 
all are not able to work. Wiidows, 
orphans, invalids, pensioners there are 
with a definite and unvarying income. 
T his income does no t increase with 
the increase in cost of living. T hese 
people are the ones who suffer hard 
ship in tim es of high prices, and very 
few of them  can help them selves. And 
so, in these tim es of prosperity , when

there is abundance of food and clo th 
ing for all, some suffer from  no fault 
of their own. T here  ought to  be a 
means of ready adjustm ent, a method 
of supplying w hat is lacking to cer
tain  ones w ithout causing them  to 
feel th a t they are objects of charity. 
But we cannot deal w ith this phase 
of the m atte r now.

Robberies, ex tortion , oppression, 
w rongs of this character, have existed 
in every age. T hey are not now m ore 
rife than ever—probably less so. T h e r; 
are evils to be corrected. But many 
of those who profess to  be anxious 
to righ t evils are looking som ew here 
else for the trouble than  w here 
they well know  they exist. T hose 
who are earnestly  at w ork to righ t 
m atters have their hands full and are 
not given the support, the backing, 
the co-operation they require to ac
com plish their tasks. W hile one evil 
is being overcom e ano ther is develop
ing and gaining stronger hold.

Conditions which result in hardship, 
in apparent injustice, to some are not 
all caused by w rong doing. M ethods 
change; new conditions produce new 
opportunities and new obstacles. By 
force of circum stances some people 
are bettered  while o thers suffer more. 
W hen prices are high, certain ones 
have their innings; when prices go 
down o thers come into their own. 
Prices can not go down any too soon 
to suit some people. T hey may go 
down a ltogether too soon for o thers. 
Yes, and for some of the very ones 
who are now com plaining so much 
about high prices. H igh prices and 
good w ages and plenty of w ork for 
all who can and will work, is be tte r 
than  low prices w ith little  w ork and 
low w ages o r no w ork at all.

W hile we m ay contend th a t “not 
the high cost of living, but the cost 
of high living” m ay well be applied 
to m any people, we recognize the fact 
tha t there are oppressive tru sts, un
just com binations, soulless co rpo ra
tions, ex travagan t governm ent expen
ditures, excessive taxes and tariffs. 
T here is a constan t w arfare betw een 
those who are seeking the good of 
the people and those who are after 
their goods. L et every one seek to 
learn the true conditions and help the 
righ t side.

But this general com plaint about 
the high cost of living! How shall 
we describe it? I t  is a bad; it is a 
popular them e; it is a contagious 
habit; it is a convenient topic, same as 
the w eather; it is a cloak to hide ex
travagance; a p re tex t for neglect in 
paym ent of accounts; it is a weapon 
to  beat down prices when dealing 
with the p roducer; it is an excuse for 
haggling over prices; it is a sham, a 
pretense. T he spendthrift and the 
m iser alike find it convenient. T he 
ex to rtioner uses it to justify  over
charges. Solicitors, office-holders and 
office-seekers w ork it for all it is 
w orth. I t  heads bargain announce
m ents and reduction sales. I t  is very 
handy for one who does no t w ant to 
aid benevolent o r public enterprises. 
And, well, it is the scapegoat of the 
age. But it does not seem ready or 
anxious to get away into the w ilder
ness bearing  the sins of the people.

E. E. W hitney.
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W e offer to the grocers of the 
United States $50,000 of our 
Quaker Oats and Mother’s Oats 
advertising money.

Every grocer who purchases Quaker Oats or Mother’s Oats (regular or 
family size) and will make a display in his store, will be paid a refund for his 
advertising service.

By a display, we mean a pile of goods on the counter or bread box, or any 
prominent place in the store where customers will be reminded to buy.

We want a striking display in every store.
We want it for your sake as well as for our sake.
It means a multiplied sale, and just at the season when Quaker Oats and 

Mother’s Oats sell their best anyway.
On a one-case lot no allowance is made. It is not a sufficient display.
On a two-case order, displayed, we refund 40 cents. It is a small display, 

but we want to pay something to all grocers.
On a three-case order, displayed, we refund 75 cents.
On a five-case order, displayed, we refund SI.25.
On more than five cases we refund nothing at all, for a five case lot gives 

all the display we need.

THIS IS THE OFFER
Good Only in the United States

Purchase now, from your jobber, a two-case, three-case or five-case lot 
of Quaker Oats or Mother’s Oats, either or both combined, for delivery in 
one lot on or before February 15th, and make a display in your store as out
lined above.

For such displays of Quaker Oats and Mother’s Oats we refund to the 
purchaser as follows:

Two cases, regular or family size - - - $0.40
Three cases, regular or family size - - - .75
Five cases, regular or family size - - - 1.25

(By one case we mean 36 packages regular size or 20 packages family size)

How to Collect the Advertising Refund
Mail to us your jobber’s invoice showing the purchase of one of these quantities in 

a single delivery and before the date specified. On the invoice please make a notation 
that you have displayed the goods as per agreement. On receipt of this invoice we 
will send the merchant our check for the amount we owe him and return his invoice in 
the same envelope. Applications for refund should be made not later than February 
20th and addressed to

The Quaker Oats Company
Advertising Department, Chicago, Illinois
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Easier to Hold Customer Than Gain 
New  One.

"1 don’t know how it is,” said a 
bu tcher the o ther day, after listening 
to a particularly  long tirade about his 
m eat, his service and himself, from  a 
determ ined looking woman. ‘‘If I sold 
her the finest piece of steak on earth 
for 10 cents per pound, she'd raise a 
fuss anyhow. She finds pleasure in 
kicking, th a t’s m y opinion."

Every bu tcher m akes rem arks of 
this kind at one tim e or another, for 
there are always one or two cutom ers 
like th is in every m eat m arket. Kick 
early and kick late is their m otto, and 
religiously they live up to it. Luckily 
they are but few, as m ost people are 
am enable to reason, but their trade 
in the aggregate  am ounts to enough 
for a butcher to use his best efforts 
to hold it. Many believe that they are 
b etter off when such trade goes else
where, but in living up to  this belief 
they forget that it is a good deal eas
ier to hold a custom er, no m atter to 
what lengths they have to go to ac
com plish it. than it is to gain a new 
one.

The high prices that have been the 
rule in the m eat business during  the 
past few years have made m any addi
tions to this class. People seem to 
think that the butcher sets his prices 
arb itrarily , and th a t no o ther factors 
en ter into the price, save his own will. 
T hey are constantly  seeing bargains 
in meat all over the city, and usually 
come into the m arket asking how it 
is th a t they see sirloin steaks adver
tised for 20 cents two blocks away, 
while their own butcher is charging 
then 28 cents for the same cut.

O ne bu tcher handled a cutom er like 
this in the follow ing m anner: "M ad
am,” said he, "you know that you can 
buy a suit for $10 or one for $50. T he 
first will probably have a sign on it 
claim ing th a t it is strictly  all wool, 
bu t your own common sense will tell 
you that it isn 't. You know, w ithout 
being told, tha t they can’t sell it a t 
tha t price, if it is w hat it is rep resen t
ed to be. Now it’s the same way 
w ith m eat. I could sell you sirloin 
steak at 20 cents a pound if I w anted 
to. But T w ouldn’t because you would 
never come back to my shop again. 
If  you w ant quality you have to pay 
for it the w orld over, w hether it’s 
suits, m eat or anything else. Now, 
when I cu t you a steak, I trim  it. 
Does the man who advertises it at 
20 cents do the .same thing? If he 
doesn’t th a t m akes a difference of 4 
to 6 cents a pound, and probably it 
will turn  out th a t you are paying 24 
to 20 cents a pound for inferior meat. 
W here is the econom y in th a t?”

T his women was a good deal taken

back at this plain talk from  her butch
er, adm itting th a t she had not thought 
about it from th is angle. And that 
is the way with m ost of this class. 
T hey seem to fo rget tha t there is 
such a th ing  as quality in m eat, and 
th a t good quality always com m ends 
a b e tter price than  poor quality. The 
butcher who takes the trouble to drive 
this into his cu tom ers’ heads will find 
that a good m any of this class will 
stop com plaining about prices. F u rth 
erm ore, he will have im pressed it on 
their minds that he handles good m eat 
and nothing else, thus establishing for 
himself a reputation  for quality that 
will stand him in good stead.

T hen there is the wom an who U 
continually com plaining tha t the m eat 
which she purchases is tough. Nine 
tim es out of ten the fault is due to 
the way she cooks it, and the tenth 
time her com plaint is im aginary. She 
is a hard proposition to handle, for 
the real reason cannot be told to her 
directly. Still the butcher, by exer
cising a little  ingenunity  can usually 
get to the bottom  of the trouble and 
by apparently  un in tentional sugges
tion, show her who is at fault. One 
butcher has even gone so far as to 
issue a small pam phlet giving general 
instructions about the cooking of 
m eat, and claims th a t it was the best 
advertising  he ever did. Everv woman 
in his neighborhood w anted one, and 
came to his m arket to get one, so 
th a t the expense he w ent to w as soon 
paid for by the new business the book
let brought to him. Meanwhile, he 
says th a t his com plaints dropped off 
alm ost 00 per cent.

E very bu tcher has a custom er to 
whom he can never deliver purchases 
in a sa tisfactory  m anner. If she 
'phones an o rder at 9 o'clock, she ex
pects it to be in her kitchen at 9:15. 
She is the one who sends back an en
tire order, claim ing that it arrived too 
late for the meal tha t she intended it 
for. and leaves this cut m eat on the 
butcher’s hands. Som etim es her com 
plaints are justifiable. M ore often 
they arise ou t of a dem and for the 
impossible. W hen she really has a 
ju st com plaint, it is a wise th ing  to 
do all in one’s pow er to  rem edy it 
and assure her th a t the e rro r will not 
occur again. W hen the com plaint is 
unreasonable, it is advisable to give 
in to her once or twice, for probably 
she thinks that her dem ands are in 
order. W hen, however, her com 
plaints becom e continual, there  is real
ly noth ing th a t can be done, save to 
explain to her th a t you are doing your 
best, and no one can do m ore than 
that. She m ay take her trade awav. 
but it is practically  a certain ty  that 
she will be back again, for she will
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m iss the special atten tion  that she 
has been securing in your shop, and 
usually she re tu rn s in a chastened 
mood.

Tn dealing with the difficult cus
tom er, the bu tcher should never lose 
his tem per. I t  is an easy th ing  to 
say, and a hard th ing  to do, but self- 
contro l may be atta ined by anyone 
who takes the trouble to  try  to cul
tivate that habit. T he m inute you 
lose your tem per, the custom er has 
you a t a disadvantage, for you will 
probably say a num ber of th ings that 
you will reg re t a few m inutes later 
when you have retu rned  to  your no r
mal sta te  of mind, bu t then  it will 
be too late, for tha t particu lar trade 
will have gone to your com petitor.

Set out to  rem edy ju st com plaints 
and do ju st as much and perhaps a 
little  m ore for the unjust ones. A 
satisfied custom er is the best adver
tisem ent you can have, and take note 
again, th a t it is easier to hold a cus
tom er than  it is to gain a new one to 
take her place.

Beef Supply of the Future.
A nyone w ho has given careful 

exam ination to  the regions w here all 
the non-producing countries m ust 
draw their supplies of beef in the fu
tu re  has bu t little  faith in the belief 
of those who th ink  th a t the country  
will be flooded w ith g rea t supplies 
of cheap beef as soon as the tariff 
bars are let down. A ctual conditions 
w arran t no such oppositions; in fact, 
they give a sufficient basis to believe 
th a t the foreign beef, which will come 
into th is country  as soon as the tariff 
schedules are revised, will not be of 
sufficient quantity  to  m ake any no 
ticeable change in the prevailing m a r
ket prices and th a t beef will still 
b ring  the same high prices which it 
is b ringing at p resent. F urtherm ore , 
the beef which will come into the 
country  under this new legislation 
will no t be of the same high grade 
th a t we are accustom ed to eating, 
coming, as it does, m ainly from  grass- 
fed cattle, no t having the same high 
finish th a t the beeves which come 
out of the corn belt are noted  for. 
T h is is best show n by the fact that 
“S ta tes” beef, as it is know n in E n g 
land, is held at about 4 to 6 cents m ore 
per pound in the wholesale quotations 
than A rgentine beef in the same m ar
ket.

A rgen tina is the country  to  which 
m ost of these star-chasers look for 
the supplies of cheap beef which are 
to reduce the cost of living. A t first 
glance they  have m uch to  base their 
belief on. I t  is an ideal cattle  coun
try , w ith square mile after square mile 
of fertile grass land, generally  known 
as “pam pas,” abundantly  supplied 
w ith shallow  w ater courses and ex
trem ely fertile. R anging  across these 
are 27,000,000 head of cattle, graded 
well above the average by careful 
selection and breeding. T rib u ta ry  to 
this country  are U ruguay and P a ra 
guay, bo th  possessing good grazing 
lands, and large sections of Brazil 
which, though situated  in the tropics, 
lay a t a  high enough altitude to  make 
them  suitable fo r stock industry . A r
gen tina also possesses w hat the U nit-

ed S tates never had— good land laws. 
T h a t is one side of the picture. T here 
rem ains ano ther side still to be heard 
from. T he population of these coun
tries is increasing by leaps and 
bounds, not only by natural means, 
but by a great influx of E uropean im 
m igration. D uring  the last decade 
the lands under grain culture have 
doubled, the new land com ing from 
form er cattle ranges, and the cattle 
m an is yearly going farther and fa rth 
er back to the m ountains, a situation 
very much like th a t which proved the 
downfall of cattle  industry in the U nit
ed S tates. N inety per cent, of the 
beef production of A rgen tina  at the 
p resen t time goes to the English m ar
kets. Prices will not rem ain at their 
p resen t levels when Am erican com 
petition gets into the field, as the de
mand will soon outstrip  the supply.

A recent A m erican consular report 
throw s a significant light on the ca t
tle industry  in these regions. The re
port that the slaughterers are suffer
ing from  a scarcity of cattle is due 
mainly to the w anton destruction  of 
cows and failure to  preserve the 
breeding stock. A lthough laws have 
been passed to regulate this abuse in 
the stock industry, they are habitually 
disregarded. U nless this trend  of af
fairs is checked it will not take long 
before its effects will be destructive 
in th e  extrem e to the g rea test indus
try  of th a t republic.

Mexico p resen ts a b righ te r prospect. 
L arge areas of good farm ing land lie 
directly  over the border line of the 
Rio Grande. A lready, as shown by 
the sta tistics recently  sent out by the 
D epartm ent of A griculture, there  has 
been a g rea t increase during the past 
year of im portations of live stock, 
m ost of it going into the “feeder” 
m arket and receiving its final finish 
in the “corn belt” S tates. Mexico, 
however, suffers from  insecurity  of 
life and property , the so-called “in
su rrec tos” being found particularly  in 
this te rrito ry  w here the cattle indus
try  would reach its g rea test height. 
U ntil there  comes a second m an in 
the calibre of Diaz to secure internal 
peace to our next-door neighbor, the 
industry  will languish, fo r no one is 
going to invest when there is a possi
bility of the g rea ter part of one's 
herd  being driven off to  supply an 
insurgent arm y’s dinner.

A ustralia and New Zealand are al
so looked upon as probable sources 
of ex tra  supplies. N either of these 
countries have ever been known for 
either the quantity  o r excellence of 
their beef, exports, m ost of their p ro
duction being m utton and lamb. T he 
largest exports that have ever been 
m ade w ent up to  600,000 quarters, 
500,000 of these com ing from  Q ueens
land alone.

In regard  to the frozen m eat sup
plies the follow ing may be of in ter
est: George Goodsir, a well-known 
E nglish m eat trade man, said in a re 
cent speech th a t England at the p res
en t time provided about tw o-th irds of 
her own m eat supplies, and of the re 
m aining th ird  ra th er  m ore than  one- 
half came from  A rgen tina  and less 
than one-half from  A ustralia  and New 
Zealand. A bout 95 per cent, of the

w orld’s frozen m eat supplies go to 
G reat Britain. The im m ediate effect 
of an extensive opening of Continental 
m arkets would m ean not an increased 
production in the producing countries, 
but a dim inishm ent in the available 
supplies, with a  consequent increase 
in prices. If the Continental m arkets, 
according to English authority , would 
cause this increase how much higher 
would the price go when our m arkets 
are open, and w hat advantage would 
the consum er gain, com pared with the 
detrim ent that would come to the na
tive live stock industry?

A royal com m ission in London has 
been holding sessions and taking tes
tim ony apropos the question w hether 
B ritian’s “dom inions" could furnish 
enough meat to feed it. T heir opinion 
is that that would be impossible, and 
that England m ust depend upon for
eign sources fo r her Toast beef.

And so the question narrow s down 
to this: If the tariff is rem oved to the 
consequent detrim ent of the native 
live stock industry, thereby bringing 
about a dim inution of the native sup
ply, w hat advantage will the consum er 
gain, and w here is this talked-about 
cheap beef to  come from ?

Rea & Witzig
PRODUCE
COMMISSION
MERCHANTS

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

Established 1873

Liberal shipments of Live Poul
try wanted, and good prices are 
being obtained. Fresh eggs more 
plenty and selling slow at declin
ing prices.

Hammond Dairy Feed
“The World’s Most Famous 

Milk Producer”
LIVE DEALERS WRITE

WYKES & CO. Grand Rapids, Mich. 

Michigan Sales Agents

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.

CHEESE T A L K S - N o .  3
Cheddar or Michigan Full Cream Cheese

Cheddar cheese—named from the English village where 
it originated—is a comparatively old type of cheese, very 
popular in England and also in the United States. The* name 
is now more fitly applied to a process than to any particular 
shape.

Cheddar cheese is made from sweet cows’ milk, which 
may be skimmed, partly skimmed or unskimmed. If made 
from unskimmed milk the cheese is called “full c r e a m . I f  
cream is removed the cheese is designated "part-skim” or 
“skim,” as the case may be.

Cheese of Cheddar type as made in the United States 
is perhaps most often marketed in large, flat, round forms. 13 
to 16 inches in diameter, about 5 or 6 inches in height, and 
weighing 26 to 32 pounds each, though other shapes and 
sizes are also fairly common. It is usually pale to darker 
yellow in color, though it may be white when uncolored. 
When fresh it is mild in flavor, but when well ripened has a 
characteristic and sharp taste. The new cheese is soft, 
though not waxy, in texture, and may be easily shaved or 
broken into small pieces. When well ripened it may be 
finely grated.

These characteristics, together with its distinctive and 
peculiar flavor and its wide distribution in the markets, are 
qualities which help to make it the variety most commonly 
used in the United States.

We have a choice lot of Michigan and New York Fall 
make. Full Cream Cheese.

JUDSON GROCER COMPANY
W holesale Distributors 

G R A N D  R A PID S, M ICHIGAN
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From  Office Boy to Place of T rust.
H arry  M cKinlay, a the age of 3-1, 

is assistan t cashier for the John  V. 
Harwell com pany. He sta rted  with 
the firm at the age of 16, as an ••fiice 
hoy in the departm ent in which he 
now has a top position.

“I didn 't w ant to  sh ift firms,” he 
says. ‘‘I got w ith a good, big house 
and gave the best th a t was in me, 
realizing that gradually m ere and 
m ore responsibility  would be placed 
on my shoulders.”

Office boy of the John  V. Far,veil 
com pany was no t young M cK inlay’s 
first job, however. Upon leaving 
school before he had finished the 
grades, he worked first for a grocery 
store and for a tim e he was employed 
by a sand concern. H e had pleased 
the em ployer of the grocery store so 
well when he had w orked during the 
sum m er vacation tha t he was u rg ’d 
by the grocerym an to quit school and 
stay with him during the w inter a t a 
salary of $5 a week. T he salary look
ed big to the boy and he dropped his 
studies. L ater he studied for four 
years at the Y oung M en’s C hristian 
A ssociation n ight school in o rder to 
secure m ore education.

"I found th a t the grocery  store job 
was not ju st w hat I w anted,” says 
M cKinlay. “T here was not enough 
im agination about the place to  satisfy 
me. I w anted to see a chance to  work 
up, so I left the store and entered the 
em ploy of a sand concern. My w ork 
required me to  get up early in the 
m orning and keep track  of the sand 
cars as they  came in at the railroad 
yards and notify the custom ers at once 
of their arrival. I was g etting  $35 a 
month when 1 decided there was not 
enough possibilities in the new job.
1 quit it to  go with the Farw ell com 
pany as an office boy at $4 a week.

Eye on Jobs Ahead.
“ My salary w ith the sand concern 

was p re tty  good for a boy of 16, and 
they had raised my w ages several 
times, but though I needed the money» 
the office boy job was m ore satisfac
to ry  to  me. I w anted to  be w here I 
could aim every day for som ething 
better. I w anted to see a future every 
m inute of the day.

“T he th ing  I though t of when I 
entered the employ of the FarweU 
com pany was, ‘W here will I be ten 
years from  now?’ I t was a thought 
that inspired me. I t m ade my in te r
est in the business keen. I took ad
vantage of every opportunity  to  learn 
some new detail of the business, and 
it was fo rtunate  for me th a t I did, 
for the chances w ere certain  in com 
ing and when they came I was p re
pared for them.

“If  I hadn’t been observing, if I

hadn’t been absorbing, I would never 
have been able to have taken these 
advanced jobs when they w ere o f
fered me. Four raises came, one af
ter the other, until it seem ed the 
m ost natural th ing  in the w orld that 
I should become assistan t cashier.

"A fter I had been w ith the Far- 
well com pany for a little  while I 
realized th a t it was all up to  me. I 
knew there w ere to be opportunities 
in plenty. I knew that it was a ques
tion of w hether I kept m yself fit 
and ready.

Sticks to W ork  in H and
“Because I had been absorbing 

th ings about the institu tion  and about 
my particu lar departm ent, I suppose 
it wras m ade easy for me to ‘make 
good’ on the b e tte r jobs. On sev
eral occasions departm ent heads 
about the house asked me if I wished 
to work for them , but I had decided 
to stay  with the cashier’s departm ent.
I had begun a t the bottom  there, the 
w ork had in terested  me, and I felt 
sure of myself.

" I t  has alw ays been a pleasure to 
me to concen trate  on the th ing  at 
hand. I always liked to  get the work 
piled up clear out of the way. As 
an office boy I was never inclined to 
fool a t m y work. I never could un
derstand  wrhen o ther boys w ere in
clined to do so. T here  w’ere never 
any doubts in my mind but w hat I 
was going to get along.

"I never felt but w hat the boss 
knewr ju st w hat I was doing —but 
th a t he appreciated every turn  I did 
in the firm’s behalf, w hether it was 
a part of m y job or not. O f course,
1 liked the particu lar line of business 
of the firm. T here  was never any 
feeling th a t I was a misfit or that I 
could do be tte r elsew here. 1 felt that 
the house was certain ly  big enough 
and th a t the m ore I plugged for the 
house the m ore I would help myself. 
I im agined m yself a ‘spoke in the 
wheel.’

“ I wTas glad tha t I had never 
‘iloated’ about from  one concern to 
another. I t  seem ed to me that it 
would be m uch be tte r if I had a rec
ord of so m any years with one house 
to  m y credit than  it would be if I 
could only say th a t I had w orked here 
awhile o r there awhile and som e
w here else fo r a year o r two.

M ust H ave a Clear Head.
“As an assistan t cashier for such a 

big firm, a man m ust natu rally  have 
his m ind on his w ork all the time. 
He m ust be absolutely accurate. Fie 
can no t afford to  be nervous or 
flighty. H e m ust be agreeable to 
everybody and no t becom e irrita ted , 
even though he is bothered  with w hat 
seem s a foolish question while he is

engrossed with a m atter of unusual 
concern.

“I do not believe a m an could be 
out n ights on a high time and be 
much good a t a cashier’s desk the 
next day. H e m ust have his health 
and feel in fine shape. T h ings may 
not be inclined to  go ju st right, and 
if his nerves are on a ragged edge 
to  begin with he is handicapped the 
w orst way.

"I can’t say w here I would have 
been if I had kept on in school in 
stead of follow ing the grocervm an’s 
advice to stay and w ork for him. I 
don’t know w hat future there m ight 
have been for me in the sand busi
ness by th is tittle. But I do know 
that 1 felt an intense feeling of sa tis
faction when I becam e a part of a 
big concern with practically  no limit 
as to jobs ahead, even though I had 
to sta rt in with this concern as an 
office boy.

“O pportunities came to me as the 
years w ent by. Changes w ent on 
above me because life is a constantly  
changing thing. Y et if I had not 
been prepared, these changes above 
me would have been no benefit to 
me. If I am an assistant cashier 
to-day, w here once I was an office 
boy, it is largely because I stayed 
righ t by one firm.”

O ney Fred Sweet.

T he C lerk Should K now —
T hat he is never too old to learn.
T hat his em ployer’s success is his 

success.
T hat his advancem ent depends en

tirely  upon his own individual ef
forts.

T hat success is never attained w ith
out hard work.

T hat he will never get som ething 
for nothing.

T h a t he never should be asham ed 
to do for his em ployer w hat he 
would have o thers do for him.

T hat he is not paid m erely for his 
presence, but for his w ork— and is 
judged accordingly.

T hat it is his efforts and not his 
influence which brings prom otion.

T hat persistency, consistency and 
in tegrity  are the th ree  v irtues of suc
cess.

If you give your best to your em
ployer, the best possible com es back 
to you in skill, training, shrew dness, 
acumen and power.

No custom er w ants to trade with a 
clerk who does no t know  the stock.

T he clerk who accom plishes m ost 
is the one who m akes the least fuss 
about it.

Rem em ber tha t politeness pays the 
biggest dividends. I t  is na tu re ’s free 
capital. C ultivate it.

T he individual who is too lazy to 
do a th ing  will find plenty of excuses 
for not doing it.

M any a m an loses his opportun ity  by 
slighting  his w ork  and for keeping 
m ate m arks on his stock.

A real salesm an is one part talk  and 
nine parts judgm ent, and he uses the 
nine parts of judgm ent to  tell when 
to use the one part of talk.

Good help is costly, but n o t so ex
pensive as poor clerks. Good service 
is w orth w hat it costs. I t  takes m on

ey out of the till, but it puts m ore 
back in.

Keep w orking! -Forget about the 
tim e and you will find that closing 
tim e will come only tod  soon.

D on’t show many different kinds of 
goods at once—you will confuse your 
custom ers.

Be polite. No policy pays like pol
iteness. Bad m anners are the m ost 
expensive luxuries in the world. Good 
m anners go farther than  le tters of 
recom m endation—like the goid stan
dard, they are curren t the w orld over.

T he G rocery D rum m er’s Luck.
“Yes,” said the drum m er for a g ro 

cery house. “I am on my way to 
reap the rew ard of virtue. T h is may 
seem im probable to you, but right 
here in my pocket I have a le tte r 
from  a Philadelphia law firm which 
says tha t a gentlem an dying a few 
days ago left me $5,000 in his will.”

“ Relative, of course,” was ob
served.

“No, sir. N ot even an acquain t
ance. In  fact. I never saw the man 
in m y life. I can’t say tha t I ever 
heard his name until I received this 
le tte r.”

“ He m ust have been a queer man 
to have left $5,000 to a perfect s tran g 
er?”

“I agree w ith you there,” said the 
drum m er, “but I suppose it all came 
through his wife. Five years ago I 
rode in the sam e palace car with 
her from  Chicago to P ittsburg . O ur 
seats w ere ju st opposite. She was 
young and handsom e and alone. She 
intuitively knew  I was a drum m er— 
one of th e  best in the  country—and 
she expected th a t I would buy some 
m agazines for her o r m ake some 
o ther excuse to s ta rt a conversation. 
T hen would come chin-chin and flat
tery  and I would propose an elope
m ent.”

“And, of course, it all happened?”
“You w rong me, sir. T h a t’s w here 

my $5,000 com es in. I never looked 
her square in the face once during 
the long journey. I ignored her as 
if she did not exist. She m ust have 
been dreadfully puzzled over the m at
te r and told her husband when she 
got home. H e probably em ployed a 
private detective to  ascertain  my 
name and address and then added a 
codicil to his will. G entlem en, let 
my case be a shining exam ple to  you 
and—”

And he rose up and w ent up the 
aisle and sa t down beside the only 
fem ale on the car, w ho was a very 
lovely, lonely girl, and he began to 
tell jokes and sto ries and make her 
laugh, and the o ther five kicked each 
o th er and said tha t he ought to  be 
flung off the tra in  for the way he 
had euchered them .

Tw o Viewpoints.
T here is one th ing  I notice p arti

cularly about th a t young  m an who 
calls to  see you,” said the old lady. 
“H e seems to have an inborn, instinct
ive respect for women. H e trea ts 
every wom an as though she w as a 
being from  a h igher sphere, to  be ap
proached only w ith the  u tm ost deli
cacy and deference.”

“Yes,” said her eighteen-year-old 
g randdaughter, “he’s horrib ly  bashful.”



F e b ru a ry  5, 1913 M I C H I G A N  T R A D E S M A N *S

The Grocer Gets His Money
When the Customer 
Gets a Receipt.
The “Get a Receipt” 
plan compels the giving 
of a correctly printed re- 
cei pt to the customer, 
which means that there 
are corresponding and 
unchangeable records in
side the register for the 
grocer and the clerk.

The customer’s printed receipt, the clerk’s receipt on the sales- 
strip, and the grocer’s receipt on the adding wheels, are all 
made by the same operation of the register and therefore must 
be the same.
The Customer’s 

Receipt

014 MAY 15

★ K -1.00
W. S. JOHNSON

416 Fourth Ave.

K eep T h is  R ece ip t  
It Is your Protection 

WATCH FOR 
ANNOUNCEMENT

(over)

This receipt which goes to 
the customer is printed by the 
register.

The Grocer’s Receipt

-.....- .........  J
These are the adding wheels which must 

show the same record as the receipt. They 
are the grocer's receipt for a correct un
changeable record.

National Cash Registers range 
in price from $20 to $790.
Write for complete information 
about the “Get a Receipt” plan.

The Clerk’s 
Receipt

The sales-strip. which must 
show the same record as the 
customer’s receipt and the 
adding wheels, is the clerk’s 
receipt for having handled the 
transaction correctly.

The National Cash Register Company
Dayton, Ohio
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Policy A dopted on Issues Affecting 
R etail T rade.

At the recent annual convention of 
the N ational Boot and Shoe M anufac
tu rers ' Association, P resident Hanan 
was unable to he present on account 
of his being on a trip  around the 
world.

F irst V ice-President E. P. Reed, of 
R ochester, in the absence of P resi
d e n t  Hanan, brought before the con
v e n t io n  several im portant m atters th a t 
he thought m ight well engage the 
consideration of the convention. Mr. 
Reed called a tten tion  to the bills in 
C ongress providing for free shoes and 
leather, for the repeal of the present 
tariff on boots and shoes, the O ld
field bill for “pure shoes,” and the 
Campbell bill. He also called a tten 
tion to the passage of the "pure shoe” 
law in Louisiana and said he had been 
inform ed that a sim ilar bill is to be 
introduced in the 1 exas legislature at 
its next session. Speaking of the a t
tem pt of sta te  legislatures to  regu
late the m anufacture of shoes, and a l
so of the Oldfield bill in Congress, he 
said:

“N ow here and at no tim e has it 
been determ ined tha t a shoe m ust be 
m ade wholly of leather. Because 
leather com bined pliability, good w ear
ing qualities and adaptability  it was 
naturally  selected as the best m aterial 
for shoes. In  our own industry  we 
have progressed from  the hand-m ade 
wooden shoe, the felt and textile shoes 
of the O rient, the sandal of Southern 
N ations—from  the heavy boot and 
brogan of our fathers, to the latest, 
lightest product of perfected m achin
ery. T his w onderful evolution is due, 
and only due to the  fact th a t the ele
m ents com posing the finished product 
have never been fixed fast. Som etim es 
the constituen t parts are dictated by 
fashion, som etim es by economy, som e
tim es by necessity; but w hatever 
changes have been or will be made 
in the com position of the shoe, *hey 
never w ere and never will be such as 
to affect its honesty or its efficiency 
as a foot covering.

W hat A bout A dulterated  L eather?
"T he law s of every sta te  provide 

rem edies for breach of con tract and 
for the punishm ent of fraud in the 
m anufacture and sale of m erchandise, 
and legal provisions now in existence 
would not be streng thened  by any 
F ederal sta tu te  requiring the name of 
the m anufacturer to  be im pressed upon 
the sole, together w ith the m aterials 
o ther than  leather, and w here used in 
their construction. W hile it would 
serve no purpose, if the m anufacturer 
of shoes stam p upon the sole of the 
shoe th a t the heel contains where 
there is and can be no wear, leather-

board, or th a t a counter is com posed 
of m aterial o ther than leather, but 
will serve bette r than  pure leather, it 
would appeal to reason as a wise p ro 
vision and as conserving the health  of 
the w earer, if the tanner who loads 
his sole and upper leathers would be 
compelled to stam p his nam e thereon, 
together w ith the unnecessary and 
fraudulent m aterial they contain. A 
pure shoe is any covering for the feet 
that em bodies com fort, w ear and pro
tection. • A pure shoe and poor leath 
er—there can be no such com bination."

M easures A ffecting Retail Trade.
Mr. Reed said in furtherance of the 

request made by Presiden t Hanan that 
m em bers suggest topics for consider
ation at the convention, that a num ber 
have been forw arded to the Secretary. 
T he m ost im portan t of these related  
to  the tariff; “pure shoe” legislation; 
leather adu lteration ; leather m easure
m ent; cancellation of orders after the 
goods were in process of m anufacture; 
re turned m erchandise, w orn or o th er
wise; standard  size cartons; uniform  
size m arkings and a publicity cam 
paign to reach the consum er. Each 
of these topics w ere assigned to com 
m ittees for consideration as to w hat 
action ought to be taken on them .

T he Parcel Post.
Speaking of the new parcel post 

law, Mr. Reed said it was im portant 
for the m em bers to observe the effect 
of such legislation upon the small re 
tailer, and w hether the parcel post 
law was no t special legislation “to 
make the G overnm ent serve as the 
d istribu to r of m erchandise, orders for 
which it will b ring  to the mail o rder 
houses, and thus operate against the 
small store in the small trad ing  cen
ters, directly adding in the establish
m ent of large com m ercial m onopolies. 
In  any event, this new departure of our 
G overnm ent is a m atter of vital in 
terest to the retailer. I t  is, of course, 
of vital in terest to the m anufacturer, 
in so far as his in terests and those of 
the retailer are in terdependent.” 

Secretary  W ile’s Report.
W ith  the progress and increased 

usefulness of the N ational organiza
tion, read Secretary  Sol W ile in his 
annual report, the activities of the 
Secretary’s office has become a bureau 
of general inform ation, trea ting  of a 
diversity of subjects affecting both 
the m anufacturing  and retailing  ends 
of the business. T hrough  such use 
of the S ecre tary ’s office, he said th ;  
A ssociation has become of g reat value 
in fostering  the trade, in reform ing 
abuses relative thereto , in diffusing 
reliable inform ation and in prom oting  
a m ore enlarged and friendly in ter
course betw een the m em bers.

A m ong these activities Secretary

W ile called attention  to the w ork of 
the Conference Com m ittee, which suc
ceeded the S tyles Com m ittee, which, 
w orking with a sim ilar com m ittee of 
the N ational Shoe R eta ilers’ A ssocia
tion. passed upon subjects of vital 
concern to the trade, and which con
clusions were distributed  to the m anu
facturing and retail trade in an issue 
of 50,000 copies.

T he m atters th a t the C onference 
Com m ittee acted upon, and which ac
tion was afterw ards approved by both 
bodies, were principally those involv
ing loss and expense to the shoe m an
ufacturers through  cancellation of or
ders, re tu rn  of m erchandise and worn 
goods, “ in th a t they throw  upon the 
m anufacturer a volume of m erchandise 
th a t m ust of necessity  be sold at a 
great loss, and form  a considerable 
portion  of the supply to ‘cu t-ra te’ 
stores and illegitim ate tradesm en, to 
the disadvantage of the reputable shoe 
dealer.”

Secretary W ile pointed out th a t the 
one encouraging feature, however, of 
these evils, is th a t those who practice 
them  “unreasonably and a rb itrarily ,” 
constitue a very small p roportion  of 
the trade.

D uring the year 1912 the attention  
of Secretary  W ile was called to  tw en
ty-tw o cases of un just cancellations, 
of which fifteen w ere satisfactorily  
settled, the o thers proving “incorri
gible.” F o rty  cases of refusal to ac
cept m erchandise, or of retu rned  m er
chandise, were reported  in tw enty- 
eight com plaints, and of these but 
fifteen w ere settled, the rem ainder 
being in the “incorrig ib le” class.

Secretary W ile recom m ended the 
adoptioii of a m em ber’s suggestion 
th a t each m em ber of the A ssociation 
should keep a record of each individ
ual case com ing to his a tten tion  in 
order that the m em bers may ascer
tain, through the secre ta ry ’s office, 
w hat proportion  of their respective 
businesses suffer from cancellations, 
re turned m erchandise and unreason
able claims. H e urged the m ore gen
eral use of a p rin ted  form  furnished 
the m em bers for the tabulation of in
form ation.

T he present m em bership of the A sso
ciation is 192; and all but sixty-nine 
m em bers are using the A ssociation 
credit bureau. F o r the m em bers using 
th a t bureau 5,685 investigations have 
been m ade by Secretary  W ile. The 
bureau is not m aintained to satisfy 
curiosity  o r to stim ulate com petition, 
he said; it deals with the facts and 
only those show ing an in terest in an 
account investigated  receive the re 
ports.
C onsideration of S tandard  Cartons.

T he old question of retailers adopt
ing standard  cartons, the use of which 
was recom m ended by the A ssociation 
at its convention in 1907, was consid
ered by Secretary  W ile. H e said th a t 
the list of sizes of cartons adopted as 
standards for m anufacturers and re
tailers has becom e obsolete because 
of "exceeding high heels, toes and 
broad soles.” A m ovem ent to  estab
lish o ther m easurem ents adapted to 
to-day’s conditions has been inaugur
ated by a Southern  w holesale shoe 
house and Secretary  W ile though t it

would be well for the A ssociation to 
again consider the question in the 
light of present conditions.

S tandard Size M arking System .
Closely allied to the m atter of s tan 

dard cartons, said Mr. Nile, was 
the subject of standard  size m ark
ings. H e referred  to Presiden t 
H anan’s recom m endations in 1907 
and in 1909 th a t action be taken, 
“in harm ony w ith the ascerta in 
ed sentim ent of the retailers ,” to 
establish a standard  system  of plain 
size m arkings and the establishm ent 
of a uniform  French size system . H e 
said tha t the “fifty seven varieties” of 
French size system s now used cause 
unnecessary expense and considerable 
delay in filling orders.

T he question of size m arkings, he 
said, had been considered by com m it
tees represen ting  the N ational A sso
ciation of R etailers and M anufactur
ers and this com m ittee has recom m end
ed that “one uniform  system  of French 
sizes and one system  of plain sizes 
be used, because then the retailer will 
be able to read the size of any shoe 
he takes oif a prospective custom er’s 
foot.” H e recom m ended th a t the 
C onference C om m ittee of retailers and 
m anufacturers he authorized to de
term ine size m arking system s for 
adoption by the trade as outlined 
above.
A dvertising Schem es Savoring of 

Blackmail.
Secretary W ile was severe in his 

condem nation of the practice of cer
tain individuals and associations who 
issue souvenir program m e books and 
who solicit the m anufacturer for ad
vertising. "In  m any cases,” he said, 
“these schem es savor of blackmail, be
cause during the year ju st past, n o t
w ithstanding the passage of a reso lu
tion condem ning certain  advertising  
schemes, m y a tten tipn  has been called 
to m any such schem es sought to be 
practiced upon the m anufacturers by 
advertising  solicitors for new spapers 
under the cover of advertising  the 
retailer and under the cover of some 
A ssociation to advertise the m anu
facturer.

“ In m any cases these schem es savor 
of blackmail, because by im plication 
the prospectuses, or the solicitor, sug
gest that individual trade m ight be 
affected in case of refusal. In  one 
case called to  my atten tion , the solic
ito r to  land his victim , gave the nam es 
of m em bers w ho he said had taken 
space a t $50 or $25. T his, upon in
vestigation  by me, proved absolutely 
false.

“T he stand taken by the N ational 
Shoe R eta ilers’ A ssociation a t its con
vention January , 1912, to perm anently  
dispense w ith retail association souve
nir program m es and advertising  
books, was dignified and proper and 
looked to the em ancipation of the re
ta iler from  any obligation to the 
m anufacturer. I t  should govern the 
action of every m anufacturer when 
solicited for unapproved advertising  
schem es th a t am ount to  extortion . 
T h a t action stated, ‘W e sincerely be
lieve it to be the best in te rests  of 
Retail Shoe D ealers’ A ssociations 
everyw here, to abstain from  seeking 
financial assistance from  shoe m anu
factu rers and o thers to  w hom  they
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should not become obligated either 
by direct solicitation or under the veil 
of advertising  in a program m e or 
souvenir booklet; as such action can
not be construed o ther than  as low er
ing the standard  of business, and is 
in direct violation of a principle we 
belivce should be sustained.'
T rade  Papers Serve the Industry  W ell.

"O n the o ther hand, let me quote 
from  a le tte r received from one of our 
m em bers relating  to this subject:

“ ‘W e used to feel th a t our business 
would suffer in certain  localities if 
we did not place advertisem ents when 
asked to do so.

“ 'W hen the N ational Boot and 
Shoe M anufacturers’ A ssociation s ta r t
ed the cam paign against this game, 
we cut out all advertising  of this kind. 
Up to date we have not had a single 
com plaint about doing this. In fact, 
one o r tw o custom ers have agreed 
th a t we did righ t in telling them  we 
would not take advertisem ents in their 
local association program m e.’

“T he secretary  would be unwilling 
to act as censor upon any application 
for unusual advertising and relieve 
the m em bers of all responsibilities in 
such m atters.

"As indicated by me in my bulletin 
of May, if any m em ber of this A sso
ciation desires publicity for his busi
ness the trade papers, which have 
been loyal in fostering  the business, 
faithful to the in terest of the trade, 
and diligently w orking for its uplift, 
and your benefit, should receive any 
expenditure th a t you wish to m ake in 
such directions. No o th er trade  can 
boast of a class of trade papers that 
is so intelligently, loyally and dili
gently  w orking for its uplift as can 
be com m anded by the shoe trade; 
and tha t these are deserving of your 
generous support, m oral and o th er
wise, goes w ithout saying.’ ”

T he follow ing resolu tions were 
adopted:

On the R eturn  of W orn  Shoes. 
W hereas—T he replacing of worn 

shoes by dealers, w ithout charge, is 
a source of loss and an injustice to the 
dealer, as well as to the m anufacturer: 

Resolved—T hat the m anufacturers 
will no t give credit for any shoes tha t 
have been worn, except for faulty con
struction  o r evident defects in m ater
ial—no allowance to be m ade for shoes 
m ade of P a ten t o r Enam el leathers, 
o r fabrics. Be it fu rther

Resolved—T hat the m anufacturers 
will not, however, give credit for any 
shoes th a t have been worn, w ithout 
being allowed fair credit for such 
w ear as the shoes have given.

On S tandard  C artons. 
Resolved—T h a t a standard  carton  

for m en’s, w om en’s, m isses’ and chil
d ren ’s shoes be adopted and pu t into 
effect by the N ational Boot and Shoe 
M anufacturers’ Association, and that 
a com m ittee be appointed by the chair 
to obtain from  the N ational Shoe Re
ta ilers’ A ssociation its idea of standard 
sizes, the same to be taken into con
sideration with the data already in 
the hands of our Secretary ;

T hat upon arriv ing  a t a final stan
dard the S ecretary  notify  our m em 
bers to put the sam e into effect as far 
as practical a t a given date, and to 
also notify the N ational Shoe R etail

e rs’ and N ational Shoe W holesalers’ 
Associations, who have signified their 
desire to co-operate in this m ovem ent.

On Pure Shoe Legislation.
The N ational Boot and Shoe Manu- 

tactu rers ' A ssociation wishes to en
dorse all p roper m ovem ents to im
prove the reliability of footw ear and 
to  protect the consum er from  m isrep
resentation  or fraudulent practices by 
unscrupulous m anufacturers or retail
ers. I t believes, however, that the 
m eans proposed by H ouse Bill No. 
27158 would fail to accom plish th a t 
result and will place under suspicion 
and discredit honest-m ade shoes w ith
out benefit to anyone.

If leather were used instead of su it
able m aterials w rongfully  called “sub
stitu tes,” it m ust be of high grade in 
o rder to give the same wear. Since 
the m aterials referred  to are mainly 
used in the low er and medium grades 
constructed  to give the u tm ost serv
ice for the price, the shoes used by 
the m asses would be the first to feel 
the increase in price th a t would 
follow.

Shoes are already at high prices 
because of the m any and increasing 
uses for leather and decrease of the 
supply. Increasing  dem and for leather 
would necessarily increase the cost 
of shoes. Such a m easure in no way 
safeguards health. Shoes would not 
be im proved in w ear and thus the 
consum er would receive no benefit.

T he difficulties of doing business by 
retailers, w holesalers and m anufac
tu rers would be largely increased.

B randing goods w ith m akers’ nam 
es would am ply p ro tect the consum er.

In view of the g reatly  increasing 
cost of leather, every encouragem ent 
should be given to the invention of a 
suitable substitu te instead of provid
ing a penalty  for its use. Such legis
lation would tend to destroy  the legi
tim ate business of large established 
allied industries.

If the laws to prevent fraud and 
m isrepresentation  of any m erchandise 
are weak, s treng then  them  in th a t re 
spect; but do not a ttem pt to define 
the construction  of m erchandise. Such 
a law is paternalistic, is class legisla
tion and unreasonably in terferes with 
business.

T he evil effects of the pernicious 
Picard so-called “pure shoe” law in 
Louisiana are already being felt, 
though the law is not yet in force. 
T herefore be it

Resolved—T h a t the N ational Boot 
and Shoe M anufacturers’ A ssociation 
declares its opposition to H ouse Bill 
No. 27158 and any proposed State 
bills of sim ilar nature.

Resolved—T h at a com m ittee con
sisting  of its incom ing P residen t and 
tw o m em bers to  be appointed by him. 
take such m easures as are necessary 
to defeat these bills.

Cancellation of O rders.
F irst, it would seem desirable tha t 

all o rder blanks have the heading, 
“No Cancellations A ccepted and No 
A lterations Allowed A fter Goods are 
Cut.”

I t is the sense of the N ational Boot 
and Shoe M anufacturers’ A ssociation 
that no cancellation of orders be ac
cepted after goods are  in process of 
m anufacture. R easons:

1. I t  places a large and unneces
sary loss on the m anufacturer.

3. I t  m ultiplies the accum ulation 
of floor goods, the only outlet for 
which is through  sam ple shoe shops 
or cut-price sales.

It is the duty of each and every 
m anufacturer when such cancellations 
are received, to w rite the dealer and 
point out to him  the fact tha t the 
goods are in process of m anufacture, 
and th a t to accept the cancellation 
m eans g rea t loss to  him, which no 
retailer is justified in expecting the 
m anufacturer to take, as he entered 
into a con tract with the re ta iler in 
good faith and is not responsible for 
the change of min'd on the part of 
such dealer. I t should be called to 
his atten tion  th a t business ethics and 
good faith require him to take the 
m erchandise, which the m anufacturer 
cannot relieve him from w ithout loss.

If the dealer is oblivious to fair ar
gum ents he should be told th a t the 
m anufacturer will sell or dispose of 
the m erchandise fo r him at the best 
price possible, charging the loss to 
the dealer’s account.

Each m anufacturer should post his 
own salesm en as to  such cancellations. 
If the m anufacturer is unable to get 
the dealer to live up to his contract, 
the entire  m atter should be referred 
to the Secretary  of the N ational Boot 
and Shoe M anufacturers’ Association.

T he nam es of all dealers who arb i
trarily  refuse to  accept the m erchan
dise should be reported  by the Sec
re tary  to  the m em bers of the National 
Boot and Shoe M anufacturers’ A sso
ciation.

T he co-operation of the N ational 
Shoe R eta ilers’ A ssociation should be 
asked in an endeavor to reduce the 
evil to the low est possible lim its along 
these lines, which will tend greatly  
to reduce the am ount of shoes left in 
the hands of m anufacturers, whiah 
they have to  dispose of as "jobs.”

Fow l Insinuation .
The lady had no experience, but 

she had a lo t of sense and determ ina
tion. So, when she entered  the m ar
ket she was as good as the next per
son. She felt of the breastbone of a 
fowl. T hen  she said:

“Is this a good chicken?”
“Yes, m a’am ,” said the butcher, con- 

dently.
“T hen the old saying is w rong,” 

said the lady.
"W hat old saying?” dem anded the 

m arketm an.
"T he old saying th a t ‘the good die 

young!’ ”

W here S trap-R eaching H urts.
"B obby,” said the lady in the stree t 

car. severely, “why don’t you get up 
and give your seat to your father? 
D oesn’t it pain you to see him reach
ing for the strap ?”

“N ot in a car,” said Bobby. “It 
does a t hom e.”

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

Exactly what you want.
The head line of this advertisement is the shortest 

and best description we can give you of the shoes we 
sell. Many very wise business people do say that 
our shoes are as popular and profitable merchandise 
as they have in stock.

It will pay us both to get acquainted.
We go everywhere for business.

Rindge, Kalmbach, Logie & Co., Ltd. * \ 
Grand Rapids, Mich. \ \
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T he T ow n Zone and the Shoe D ealer 
of T o-m orrow .

W ritte n  fo r tb e  T rad esm an .
T he hum an fam ily is. p re tty  gener

ally divided into tw o opposing cam ps: 
those who contend th a t God made the 
country, and those w ho prefer to 
dwell in the larger tow ns and cities.

In certain  sections of the country, 
and a t certain  times, it looks as if 
everybody had m ade up his mind to 
quit the farm and move into the city; 
and again we hear and read of the 
"back to  the soil” m ovem ent; and 
som e people fear th a t our cities will 
be depopulated. But the law of aver
ages obtains here as elsew here: a 
m ajority  of the people have always 
lived in the country  and alw ays will.

But there are some im portan t 
changes taking place in social and 
econom ic conditions—changes th a t are 
in troducing new factors in the p rob
lem of retailing. A nd those are m at
ters the retail shoe dealer ought to 
consider w ithin the nex t few years.

T he large tow ns and cities are be
com ing larger, and m ore im portant 
as trade-centers. R ailroads and inter- 
urban car lines and be tte r country  
roads leading into the city have m ade 
the larger tow ns and cities much m ore 
accessible than  they used to be. So 
it. has come about th a t the big town 
is no longer ju st a big town. I t  is 
the core of a m ore or less extensive 
com m unity, which may be called the 
Tow n D istric t; or, in th e  case o f the 
very large city, the M etropolitan Dis
tric t.

Now the b ig re ta iling  establish
m ents of the larger tow ns and cities— 
the departm ent stores, the exclusive 
and the specialty shops—are com 
m anding m ore and m ore trade from 
the out-lying district. In  o th er w ords 
their trade zone is enlarging.

Before the days of the autom obile 
and the in terurban, it used to be less 
convenient to run into town. But 
now it’s easy. In  m ultitudes of cases 
it is though t to bp nice to have an 
excuse for going to  town.

W h at has all th is to do w ith shoe 
retailing? Much every way. Shoe re 
tailing  in the near fu ture is going to 
be changed by the inevitable influence 
of the conditions thus sketched. T he 
strugg le fo r suprem acv am ong the re 
tail shoe m erchants now on the field 
is going to  continue, and it is going 
to  becom e fiercer than  ever before. 
N aturally  a lo t of poorly equipped, 
sm all shoe retailers, and general s to re 
keepers carry ing  shoes am ong a lo t of 
o th er m erchandise, are going to  be 
elim inated. T h ey ’ll be elim inated as 
shoe dealers simply because they  are 
unable to  cope w ith m odern condi
tions in shoe retailing.

O n the o ther hand shoe stores in 
the larger tow ns and cities will have 
an opportun ity  th a t they  have never 
had before: viz. the opportun ity  of 
reaching out and influencing a big. 
out-of-tow n trade. So the shoe deal
er who m akes good in the new reg i
men of shoe retailing  will m ake good 
on a far larger scale than  heretofore. 
W ith  a finer s to re  than  the little  deal
er of the village and the  sm aller 
towns, w ith a la rg er and a  be tte r 
selection of m erchandise, w ith be tte r 
and m ore a ttrac tive  equipm ent, and

with be tte r and m ore expert advertis
ing and sales m ethods, the shoe dealer 
of the larger tow n will be able to 
establish his righ t to th is out of tow n 
trade. And his righ t will rest not 
upon his assum ption of the prerogative, 
nor upon anybody’s decree, but solely 
upon his ability to cater to the shoe 
needs of the people in his trade zone 
ju st a  little  m ore skilfullv than any
body else. T he m ere fact of his being 
able to  sw ing the shoe trade his way 
is prim a facie evidence of his m oral 
and legal righ t thereto.

F undam entally  there is no th ing  so 
very different, a fter all, in this m odern 
situation. T here  has alw ays been 
com petition—and alw ays in the larger 
tow ns and cities there  have been op 
portun ities for the small shopkeeper 
to develop into the larger m erchant. 
O nly in this new situation the oppor
tunities for the am bitious shoe delaer 
would seem to be a little  m ore p ro 
nounced and the rew ards accruing to 
the successful far g rea ter than  ever 
before. Cid McKay.

H is N otebook G ot H im  a Raise.
“H arris ,” said the boss as the 

jun ior clerk en tered  his private  office, 
"do you ever th ink  of any sugges
tions o r ideas for the betterm en t of 
the business?” ,

“Once in a while,” the jun io r clerk 
replied.

“Got any now ?”
T he jun io r clerk took a sm all no te

book from  his pocket and began to 
tu rn  the pages. Now and then he 
w ould stop to rum inate a m om ent, 
then  go on. ,

“A bout the best th ing  I can offer 
is this,’"' he said a t last. “O ur lobby 
dow nstairs is too small. W e do a 
business th a t brings a lo t of people 
from  the country  w ho know  nothing 
about the w orking of the s to re  and 
how to  get to  the various depart
m ents. T hey stand around and get 
in each o th er’s way and often become 
em barrassed  and leave the place w ith 
out even looking around and giving 
an order. N ow  w hat we should have 
would be a set of guides, som ething 
on the order of bellboys in a hotel, 
w ho would take these people to  the 
departm ents to  which they  desire to 
go. W hen a m an comes here to  buy 
he usually expects to buy enough for 
us to  afford spending a little  m oney 
on him, and I think the guides would 
m ore than  pay for them selves.”

T he boss jo tted  down the no tation  
on a piece of paper.

“A nyth ing  else?” he asked.
H arris tu rned  the pages of his no te

book and soon had given ano ther 
idea. H e tu rned  a few m ore pages 
and then came forth  w ith another. 
T he boss sm iled to  him self and 
waived his hand.

“You have given som e m ighty good 
suggestions,” he said, “but the best 
one hasn’t  come yet. W hatever put 
th a t idea of carry ing  a no tebook into 
your head?”

H arris  laughed in an em barrassed 
m anner.

“W ell,” he began, “w hen it first be
came know n th a t you w anted  ideas 
for the betterm en t of the business I 
found th a t they  did no t com e to  me 
down here, bu t th a t they  arrived 
after I go t hom e in the  evening and

when my m ind was free from  o ther 
things. I tried to rem em ber the ideas 
and invariably found I fo rgo t them  
by the nex t m ornnig, and so I ju st 
go t th is notebook to  jo t them  down 
in th a t I m ight have them  at hand 
w hen you asked me for them .”

“T h a t is the big idea I w as talking 
about,” said the boss. “I f  every one 
in th is establishm ent carried a note-

book and jo tted  down the ideas as 
they came to  them  business would 
jum p $10,000 in a m onth. I am going 
to  give orders th is m orning for sev
enty-five nbtebooks to be d istributed  
to  the entire office force, and, by the 
way, you rem em ber th a t I said I 
w ould pay a bonus for ideas th a t 
helped? Y ours will be a raise of $5 
a week, beginning next S aturday.”

Send Us That Rush Order For 
BEAR  B R A N D S  Now

OUR STOCK IS COMPLETE AND WE 
CAN FILL ORDERS PROMPTLY

Next season’s samples are now being carried by our 
salesmen. Make up your mind that next season you are 
going to handle the Wales Goodyear (The Bear Brand) 
Rubbers. The line that is undisputedly superior to any 
other on the market.

Drop us a card and we will have our man show you 
the line at an early date. No obligation on your part.

HEROLD-BERTSCH SHOE CO.
Mfg. “ Bertsch”  and “ H. B. Hard Pan”  Shoes 

GRAND RAPIDS, MICH.

An Early Spring is Predicted
And this means an early demand for

Rubber
Boots

Buy the

Glove iß  I I  Brand
NAUGATUCK. <

And thereby build a trade that 
will stay by you

There is pleasure and profit in selling goods that satisfy 

Write for new catalogue and price list

HIRTH-KRAUSE CO.
Grand Rapids, Mich.
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Suggestions to  G irls on Choice of 
O ccupation.

W ritte n  fo r th e  T rad esm an .
A girl living in Southern W iscon

sin w rites asking me to give her some 
advice about choosing an occupation. 
She w ants to earn her own living so 
as not to be dependent upon her fath 
er. She is a high school graduate, 
was called a very good student in 
school. She has taken a sho rt course 
in painting lessons and so can “daub" 
a little, and, to quote in her own 
words, is “passionately  fond of the 
work." Still she hardly knows w heth
er it is best to  go on w ith art, or to 
prepare to  teach, or to lit herself to be 
a stenographer or som ething along 
that line. So she seeks suggestions 
that may aid her in com ing to a deci
sion. H er parents are w illing to as
sume the expense of her tra in ing  so 
far as their m eans will allow.

N ot being personally  acquainted 
with this girl and know ing only so 
much about her circum stances as she 
tells in her brief le tter, all I can do 
is to sta te  a few plain facts in a way 
th a t I hope may prove helpful, and 
leave the girl and her folks to  draw 
their own conclusions.

T he choice of an occupation for a 
girl, th is girl o r any o ther girl, p res
ents special and peculiar difficulties 
for the reason th a t no one can tell 
w hether she is en tering  upon a life
long vocation which she will pursue 
seriously and earnestly  for th irty , fo r
ty, m aybe fifty years, or m erely tak 
ing up a m akeshift calling which will 
be counted as having fully served its 
purpose if it supplies her w ith clothes 
and spending m oney for a few m onths 
o r a t m ost a few years.

W hen a boy selects a business or a 
trade  or a profession, he does it with 
the idea of follow ing it during the 
whole of his active career. H e ex
pects to be a factor in professional 
life o r in business or in the industrial 
w orld until accum ulated m eans allow 
him or decrepitude forces him to  re
tire. If  a boy has unusual aptitude 
for som e calling th a t yields good re 
turns, it is considered a wise invest
m ent of tim e and m oney for him to 
spend several years if necessary in 
preparing  him self to  en ter it. T he 
boy probably will m arry ; but m arriage 
will m ake no change in his occupa
tion.

W ith  a girl, on the con trary , m ar
riage is the elem ent of uncertain ty , 
the g rea t unknow n quantity  which 
m akes it im possible to map out her 
industrial program m e w ith any degree 
of accuracy. T h ere  is always a L et 
X equal M atrim ony, which may or 
m ay no t com e into the problem .

W hen a girl m arries, it usually is

calculated tha t her earning days are 
over. Since alm ost all g irls expect to 
m arry sooner o r later, this m atri
monial X cuts a large figure in the 
average young w om en's choice of an 
occupation. She will not choose a 
calling th a t requires long, tedious, ex
pensive preparation. She w ants quick 
re tu rns ra th er than especially large 
returns, or perhaps to put it m ore ac
curately, she is unwilling to pay the 
price for large returns.

To be specific, she w ants nice, clean, 
light work, w ork th a t she can do in 
p leasant surroundings and be tidy and 
w ell-dressed while doing it, w ork to 
which no social prejudice or stigm a 
attaches; in short, an occupation tha t 
will increase ra th er than  dim inish her 
chances for m arry ing  well. I t  is be
cause stenography com bined w ita 
typew riting  m eets these requirem ents 
so nicely that it is so popular as a 
vocation for young women.

T here is a good deal of sound, ha*xl, 
practical sense in ju st this view of 
the subject. W hen the m athem atical 
probabilities are tha t the g rea t w oik 
of a g irl’s life will be the keeping of 
a home, it seem s foolish fo r her to 
spend a long tim e and any consider
able am ount of m oney in learning to 
do som ething else. T he girl who has 
taken years for learn ing  som e difficult 
trade o r profession is quite likely “ju st 
to go and get m arried” w ithout re
ceiving much benefit from  her p ro
tracted  training. On the o ther hand, 
the girl who selects som ething she 
can learn quickly may never m arrv, 
and m*ay find in middle life that she 
made an injudicious choice of occupa
tion.

It is a case of avoiding Charybdis 
and being wrecked on Scylla—or if 
you do one th ing  you are likely to 
wish you had done the other. I see 
no way to  elim inate th is difficulty.

Now to the questions asked by the 
W isconsin girl. W ould it be advis
able fo r her to go on w ith art, that 
is as a m eans of livelihood? A lthough 
I never have seen th is young woman, 
and surely for all the w orld would 
not w ant to  discourage budding gen
ius, still I have little  hesitancy in ad
vising ju st D on’t about the painting. 
I am  quite sure th is girl, who seems 
from  her le tte r to  be very b righ t and 
intelligent, is no t a born  artist. If 
she w ere she would no t b» asking 
any advice as to w hether it is best to 
go on w ith art. T o  the real a rtist, a rt 
is as the b rea th  of the nostrils, and 
none of us ask w hether it is best to 
go on breath ing .

She loves painting be tte r than doing 
anything else. V ery likely. A nd it 
is true  th a t one can w ork bette r ana 
m ore easily at som ething one really

loves to do. But in o rder to earn a 
living, you m ust do som ething people 
w ant done, and w ant done badly 
enough to  pay for the work. N ot 
m any people w ant am ateurish pain t
ing badly enough to be willing to pay 
the a rtis t a living price. T he fine 
arts, unless one reaches an unusual 
degree of proficiency, are poor po t
boilers. I th ink  a girl stands a bet
ter chance of earning a good living 
with m illinery than w ith m usic; d ress
m aking is in g rea ter dem and than 
painting; a young wom an who is a 
little  literary  m ay b etter w rite  adver
tisem ents than  com pose poetry. '. f 
the W isconsin girl can go on with her 
painting a t odd tim es as a recreation  
and a pastinile, certainly let her do it. 
As a m eans of earning m oney I fear 
she would find it sadly disappointing.

Now as to teaching. It depends al
m ost entirely  on w hether one has 
it in her to teach. T o  the real teacher 
the w ork of guiding youthful minds, 
of w atching them  unfold and develop, 
is inspiring and delightful beyond 
everything else. To such a one the 
school-room  is a necessity, ju st as the 
stage is to the actor of the track  to 
the race horse. T o  a person lacking 
these peculiar gifts, it seems to  me 
th a t a t present teaching is not a field 
th a t offers g rea t prom ise. T im e was 
when any well educated young lady 
was considered fitted to teach. A cer
tificate and a position w ere easily ob
tained. W hether or not the novice 
could do effective w ork in the school
room  m ight be a question, but she 
could at least draw her pay.

W ith  the m arch of years teaching 
has become a way-up profession. To 
secure any desirable place one m ust 
have taken a thorough course of no r
mal training. O w ing to  the p repara
tion required, it is no t a business to 
be taken up lightly  o r fo r  a short 
period of time. O n the o th er hand, 
teaching for a num ber of years is apt 
to  prove very w earing to those who 
are not quite adapted to the work. 
The w orn-out teacher is about the 
w orst so rt of physical and nervous 
wreck there is. T he girl who chooses 
teaching as her occupation w ants to

be sure th a t N ature really has de
signed her to be a teacher.

As to stenography and typew riting 
and sim ilar lines of work, as I have 
already said, they have certain  points 
th a t appeal strong ly  to the average 
young woman. A clever girl who has 
a good know ledge of spelling and 
com position can m aster shorthand and 
typew riting  in a brief time. No big 
investm ent of preparation  is required 
to en ter the w ork and get to earning 
m odest wages. W hile m ost s teno 
graphers never get beyond the low- 
salaried class—in fact a large p ropor
tion m arry  before they acquire any 
great degree of proficiency—still it is 
work tha t offers opportunities for ad
vancem ent to such as continue to pur 
sue it for a term  of years and can 
make good in the h igher requirem ents. 
T he follow ing advertisem ent clipped 
from  a W estern  daily paper, I subm it 
to girl stenographers as containing 
food for thought: W anted— E xpert 
S tenographer to take im portan t dic
tation  from  busy executive, handle 
simple correspondence w ithout dicta
tion and relieve him of detail work. 
M ust possess broad, liberal education, 
be excellent gram m arian  and speller, 
be quick to grasp ideas and able to 
devise own ways and m eans from  m ere 
suggestion. Should be fam iliar with 
m odern office system s and business

Buy a Seller 
Win a Buyer 
Sell a Winner

Grand Rapids 
Broom Co.
Manufacturers of the following 

standard brands:

Puritan 
Jewel 

Winner 
Wittier Special

These are the leaders in brooms 
Sold by your jobber

If your jobber does not handle our 
line write us

A tw ood Grape Fruit
IS QUALITY GRAPE FRUIT

With the first suggestion of the use of this grape fruit in rheumatic and 
fever conditions came a quick endorsement from physicians and the public.
We say *‘as found in the Atwood Grape Fruit,” for Atwood Grape Fruit is so 
far superior to the ordinary kind that it is admittedly in a class by itself when 
used either as a luxury or medicinally.
Its superiority is not an accident. From the beginning the Atwood Grape 

Fruit Company (the largest producer of grape fruit in the world) has sacri
ficed everything for QUALITY. An initial expense of hundreds of thousands 
of dollars was incurred: everything that science or experience could suggest 
was done to produce QUALITY; even then, many trees, as they came to ma
turity. bore just good, ordinary grape fruit, but not good enough for the 
Atwood Brand. Therefore thousands of big. bearing trees were either cut 
back to the trunk and rebudded to Superior Varieties or dug out entirely.

So through the various processes of selection, cultivation and elimination has 
evolved the ATWOOD FLAVOR, as hard to describe as it is difficult to produce.

If you desire, your grocer or fruit dealer will furnish the AT
WOOD Brand in either bright or bronze. It may be procured at 
first-class hotels, restaurants and clubs. Ask for ATWOOD Brand.
For home use buy it by the box: it will keep for weeks and improve.
The standard box contains 36. 46. 54. 64 or 80 grape fruit, according 
to the size.

ATWOOD Grape Fruit is always sold in the trade-mark wrapper 
of the Atwood Grape Fruit Company.

ATWOOD GRAPE FRUIT CO., 80 Maiden Lane, New York City
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m ethods. M ust have pleasing person 
ality, cheerful disposition, tireless 
energy and the necessary physique 
to back it up. If you can m eet re
quirem ents fully, and will put heart 
as well as brains into work, I can 
offer you m ost congenial w ork in 
which are exceptional opportunities 
for constan t intellectual grow th as 
well as for increased salary.

1 should like it if the stro n g  pre
judice against dom estic service could 
be swept away—if the girl who w ants 
som ething to  do could offer her se r
vices at household labor w ithout low
ering  herself socially by so doing. 
T here  is no good reason why it isn’t 
just as honorable for a girl to be a 
tra ined housem aid as a trained nurse. 
But with the bias of opinion tha t ex
ists against it, it would be a sheer 
waste of breath  or ra th er  of ink to 
recom m end to the W isconsin girl or 
to any o ther bright young lady house
w ork as a vocation.

I am also greatly  in terested  in the 
ou tdoor occupations for w om en- • 
poultry  raising, fru it farm ing, flower 
culture and the like. But these are as 
yet som ew hat in the experim ental 
stages. Should they prove entirely 
practical, they will be m ore atractive 
to women of thirty-five o r forty  who 
find that eyesight or nervous streng th  
or general health is failing in the con
finement of office or store o r school
room. than to the girl of tw enty.

_ QuiHo.

Sardines For a Change.
Some day when you “don 't know 

w hat to have for luncheon’’ get a can 
of sardines, cut into small pieces and 
mix the fish with enough cold po ta
toes (you’ll probably have enough 
left from  dinner of the night before), 
flour and beaten egg to hold them  to 
gether. T hen  m old the m ixture into 
balls and fry like fish cakes. T hey 
are quite good, certainly no t expen
sive, and have at least the virtue of 
being ‘'d ifferent.’’

Braided Buttons.
Much use is being m ade of braided 

buttons, which are akin to the cro
chet buttons that have been w orn la te
ly. All so rts of pa tte rn s are contrived 
th rough  the in tricate crossing and re 
crossing of the strands, and there is 
an equal variety  in the shape. T o rp e 
does and half-balls come out specially 
well in these interw oven cords, and 
large buttons are m ade in different 
form s, round, octagonal and even 
square.

She was W illing to Help.
The charm ing wife of a F rench dip

lom at had never thoroughly  m astered 
the E nglish language. She was u rg 
ing an Am erican naval officer to a t
tend a dinner, the invitation to which 
he had already declined. T he lady 
insisted th a t he m ust go, but the 
young officer said he could not pos
sibly do so, as he had “burned his 
bridges behind him .”

T he lady m isunderstood the word.
"T hat will be all righ t,” she exclaim 

ed; "I will lend you a pair of my hus
band’s.”

The world owes every man the priv
ilege of earning his living.

Novelties in Hair Adornments.
D ainty little  poppies in silk set 

am ong sprays of m aidenhair fern in 
satin are the la test “vanities” in hair 
ornm ents. T hey  are new er than  the 
Spanish rose, and of a lovely red 
scarcely' le.,s vivid ‘nan the geranium  
which has of late come into fashion 
and is ex;rcii: ;ly m odish when used 
f >r the coiffure. T hese poppies and 
geranium s are ’attached to the top 
oi a single hairpin and stuck alm ost 
anyw here in the coiffure but preferably 
at some place w here the ends of coiled 
or tw isted locks would otherw ise 
show.

M ore elaborate but equally a ttra c t
ive vanity coiffures are the bands of 
jewels, crystals, beads and je ts  before 
their factenings are perm anently  ad
justed. Some of these bands consist 
of a single strand  going once around 
the head and joining in fron t under a 
tall aig rette  com posed of th ree tiers 
of loosely sw irled gold wire, each one 
tipped with a jew eled pendant. Again 
the single strand  encircles the right 
side of the head once, but doubles 
on the left side and term inates with 
an erect o r a drooping ornam ent— 
w hichever way is the m ost becoming. 
\ \  hen several strands are used, a sin
gle high or drooping ornam ent is not 
so sm art as a series of cabochons set 
flatly against the head or arranged  in 
Russian coronet m anner. T h is style 
particularly  suits the semi-oval A m e
rican face and is only try ing  above 
features th a t are abnorm ally long and 
thin.

The one principle to be kept in 
mind by pretty' women—and every' 
women—and every wontan can make 
herself reasonably p re tty  if she tries 
hard enough—is that the coiffure 
"van ity” m ust become the individual. 
No m ater how alluring, don’t adopt 
it if it doesn’t suit the face.

Sachet Corset Holders.
Unless you keep the corset over 

night in a sachet-scented holder, your 
clothes will no t send out tha t in tangi
ble, fa in t perfum e which adds to the 
attractiveness of a w om en’s person
ality. T he sachet is m erely a thickly- 
wadded halfyard square quilt tha t is 
held together about the corset with 
ribbons attached to the edges at the 
upper and low er ends of the sheet. 
Pale-toned China silk or satin  edged 
with quillings of lace headed by nar
row silly soutache makes a charm ing 
looking corset sachet. But if som e
th ing  very elaborate indeed is p re
ferred, brocaded satin  or Pom padous 
silk m any be trim m ed with gold lace 
headed with gold braid. T insel sash 
ribbon joined with gold or silver lace 
insertions make a gorgeous covering 
for the upper side of a corset sachet 
and on this so rt are often put Em pire 
w reaths of tiny flowers in satin and 
velvet.

M any women prefer to keep their 
corsets over n ight in long and narrow  
bags thickly w added and scented. 
T hese receptacles are m ade of all 
m anner of dainty fabrics, but are 
m ost substantial in plain satin  or 
heavy corded silk, hand-painted or 
hand-em broirdered, and decorated 
with old French prin ts fram ed with 
tinsel lace.

4

Metal Hat Trimmings.
M otifs of m etal or of m etallic em 

broidery are much used for feather 
m ounts, and even w ithout a feather 
such a m otif is a sufficient finish for a 
sm art tailored hat. Je t ornam ents are 
used in the same way, and a Paradise 
plume cannot be set on m ore effec
tively than as the fringe of a large 
double bow of handsom ely cut jet.

N o W onder She W as Alarmed.
T he news of the young w om an’s en

gagem ent had ju s t been made public. 
She was in the little  store one day 
when the clerk laughingly said: “Well, 
Miss G ertrude, I see it’s com ing off 
soon.”

T he young wom an caught nervous
ly at her clothing. “My goodness!” 
she said. “ W hat?”

The Meanest Man.
H e w ent into a hardw are store and 

asked the p roprie to r for a pound of 
nails. The small package was made 
up and the price, a nickel, paid, with 
a request that they be delivered: the 
m erchant assented, and. calling a boy, 
handed him the parcel and a dime, 
saying: “ Here, sonny; take this par
cel to Mr. B lank’s house.

W hat! exclaim ed the custom er.
are you going to give a boy a dime 

to take tha t parcel up?" "W hy cer
tain ly ,” said the m erchant. "I would 
not th ink  of asking him to go for 
noth ing .”

"W ell,” said the m eanest man, "if 
you would ju st as soon give me mv 
nickel back I will take it up myself, 
and you will save five cents.”

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

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

We sell to merchants 
only.

Ask for current cata
logue.

Butler Brothers
New York Chicago 

St. Louis Minneapolis 

Dallas

LEAN ON “WHITE HOUSE”
Let its success help you to success—for 
“White House” Coffee is a LEADER, a 
PUSHER and a PULLER; and the grocer 
handling it—really making an effort to 
give it a “fair show”—is sure to be amply 
rewarded,

JUDSON GROCER COMPANY
W holesale Distributors

GRAND RAPIDS, MICH.
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Michigan Retail I . dv.are Aasociatlon. 
President—Charles H . Miller, F lint. 
V ice-P resident—F. A. R echlln, B ay

City.
Secretary—A rthur J. S cott, Marine City. 
Treasurer—W illiam  Moore, D etroit.

Programme for the Nineteenth An
nual Convention.

T he program m e arranged for the 
19th annual convention of the Michi
gan Retail H ardw are A ssociation is 
as follow s:

Tuesday, February  11.
8:30 a. m. T he D etro it L igh t Guard 

A rm ory will be opened. T he exhibits 
will be located in this building, corner 
of L arned and Brush streets. The 
S ecretary’s office and reg istration  room  
is a t the righ t of the Larned stree t 
en trance of the A rm ory, and delegates 
are urged to repo rt there  ju st as early as 
convenient and receive their identifi- 
fication badges, adm ission cards and 
tickets of the various entertainm ent 
features. A clerk will also be on the 
job to receive dues from  m em bers and 
applications from  new m em bers.

11 a. m. M eeting of the Executive 
Com m ittee and A dvisory Com m ittee 
in the Flem ish Room  at the H otel 
Cadillac.

Noon. Closing of exhibits.
T uesday A fternoon— (O pen Session.)

An invitation is extended to m anu
facturers, jobbers, associate m em bers, 
representatives and of course to  the 
ladies, to  be present at th is session.

1 :30 p. m. sharp. M eeting will be 
called to o rder by P residen t Charles 
H. M iller, of F lin t, in St. A ndrew s 
Hall, 109 Congress street, east, just 
east of B rush street.

Invocation  by Charles M. Alden. 
Grand Rapids.

Song “A m erica,” sung by the dele
gates.

A ddress of W elcom e, by H on. O scar 
Marx, M ayor of D etroit.

Response to A ddress of W elcom e, 
by Charles A. Ireland, Ionia.

Annual A ddress of the President.
A nnouncem ent of Com m ittee Ap

pointm ents.
H ardw are Song, sung by the dele

gates.
A ddress, “ H ardw are vs. H ardw are,” 

by Dr. E. H . Pence, D etroit.
H ardw are Parody, sung by the dele

gates.
A ddress, “Com m unity D evelop

m ent,” by E lm er C. H ole, E d ito r of 
Am erican Lum berm an, Chicago.

G reetings from  representatives of 
the M anufacturers and W holesalers 
A ssociation and from  our associate 
m em bers.

A djournm ent a t 4:30.
4:30 p. m. T he exhibit hall will be 

open until 6 o’clock.
T uesday Evening.

T heatre  P arty  at the T em ple T hea

tre (V audeville), and the Lyceum 
T heatre, w here T hurston , the great 
Magician is the attraction . Ample 
tickets have been reserved for all the 
m em bers and o thers who will attend 
the theatres, as guests of the A ssocia
tion, but the E xchange Cards, which 
will be given out at the S ecretary’s 
office on Tuesday should be presented 
as early as possible at the theatres in 
o rder to secure good coupon seats.

T he D etro it m em bers have arranged 
for a ladies' com m ittee to see that 
visiting ladies are extended all pos
sible courtesies and suitably en te rta in 
ed during  the hours of the business 
sessions.

W ednesday M orning.
(Closed Session for R etail H ardw are 

D ealers O nly.)
8:30 a. m. sharp. M eeting called to 

o rder by the P resident at the Cadillac 
H otel.

H ardw are Song by the delegates.
Annual R eport of T reasurer, W m. 

M oore, D etroit.
Annual R eport of Secretary, A rthur 

J. Scott, M arine City.
Address. “A R eception to  F arm ers,” 

by F rank  E. S trong, B attle Creek.
Discussion by the m em bers of the 

points brought out in the above paper.
“T he Michigan Federation  of Re

tail M erchants.” by Rom an I. Jarvis, 
Benton H arbor.

Song by the D elegates.
“S tore A rrangem ent, D elivery and 

W rapping ,” by A drian D eW indt, 
Grand Rapids.

R eport of the N ational Retail H ard 
w are Convention, F red  A. Rechlin, 
Bay City.

Question Box
A djournm ent at 13 o'clock.
1 p. m. T he exhibits will be open 

all forenoon until 6 o ’clock and it is 
respectfully suggested tha t the dele
gates devote all the time they can to 
this feature, fam iliarizing them selves 
w ith everyth ing th a t is on exhibition.

W ednesday Evening.
(Closed Session for R etail H ardw are 

D ealers O nly.)
7 :30  p. m. M eeting will be called to 

order at the Cadillac H o te l and the 
evening will entirely  be given over to 
the Q uestion Box. T he best results 
will be derived from  this feature if 
every delegate will express his views 
on the im portan t questions which will 
be discused. A djournm ent will be 
taken a t 9:30.

7:30 p. m. T he exhibit will be open 
to the public until 9:45.

10 p. m. Buffet lunch and en terta in 
m ent at the P on tchartra in  H o te l as 
guests of the jobbers and m anufactur
ers of D etro it. T ickets will be dis
tribu ted  a t the  close of the evening 
session. M oral— Be sure to attend

A. T. Knowlson 
Company

W H O LESA LE

Gas and E lectr ic  
Supplies

Michigan Distributors for

Welsbach Company 
99-103 Congress St. East, DETROIT

Telephones, Main 2228-2229 

Ask for Catalog

Foster, Stevens & Co.
W holesale Hardware

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

Grand Rapids, Mich.

Our Stock is Always Complete on the 
Following Lines

Compo and Perfection 
Certainteed Roofing

Also Michigan Rubber Roofing 
Genuine Fibretto, Protector

And
Red Rosin Sheathing 

Blue Plaster Board
And

Tarred Felt

Michigan Hardware Company
Exclusively Wholesale

Ionia Ave. and Island St. GRAND RAPIDS, MICH.
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the W ednesday evening session a t the 
Cadillac H otel.

T hursday  M orning.
(Closed Session fo r R etail H ardw are 

D ealers Only.)
8:30 a. m. sharp. M eeting called to 

order by the P residen t at the H otel 
Cadillac.

R eports from  the follow ing com m it
tees: A uditing, C onstitution and By- 
Laws, Legislation.

Consideration of C'ommitte R eports.
10:15 a. m. (Special o rder of Busi

ness.) R eport of Com m ittee on N om i
nations.

E lection of Officers.
R eport of C om m ittee on Place of 

M eeting.
Selection of next Convention City.
Unfinished and New Business.
Good of the O rder.
Q uestion Box.
A djournm ent.

T hursday  A fternoon.
1:30 to 6:00 E xhibits open to the 

dealers all afternoon.
2 p. m. M eeting of the newly elect

ed Executive C om m ittee and the A d
visory Com m ittee, in the Flem ish 
Room at the H otel Cadillac.

T hursday  Evening.
D elegates will a ttend  the Annual 

Ball given by the D etro it Retail H ard 
w are D ealers’ A ssociation. T h is event, 
which is conceded to be one of the 
m ost enjoyable inform al dancing par
ties held in D etro it each season, will 
be thoroughly  enjoyed by all those 
who participate. I t  will be held at 
T he M oose Tem ple, 40 E. Congress 
street.

W ear Y our Em blem  B uttons.
If you have one of the A ssociation’s 

padlock emblem buttons, be sure to 
bring  it w ith you. Panel badges con
taining identification cards will be 
used at the convention and these will 
be attached to the emblem buttons.

Reasons W hy You Should Regularly 
Go to Market.

W ritte n  fo r tlie  T ra d esm an .
I t  is not a t all difficult for the stay- 

at-hom e m erchant to deepen his own 
little  ru t until w hat he thinks is his 
horizon is m erely the edge of his own 
little  furrow.

T he m erchant who stays at hom e is 
apt to stand still for the sim ple reason 
tha t the sam e hum -drum  experiences 
are repeated every day until his w ork 
becom es a m onotonous grind. As 
soon as th is condition arises a m er
chant becom es so used to  his own de
fects he is no t apt to  see his business 
in the sam e light through which a 
stranger looks at it.

A m erchant can never really p ro
gress unless he occasionally can get 
a new and fresh view of his trade, 
of him self and of his business.

T h a t is why an occasional visit to 
m arket is essential to real progress in 
m erchandising.

T hey say an A m erican never really 
sees his own country  until he has 
travelled abroad. By seeing th ings 
th a t are  different he is able to form  
a basis of com parison. T hen  when he 
really  does re tu rn  to his own country  
the deficiencies of his native land ap
pear.

T his will hold true  in the case of a 
m an who pays an occasional visit to

the central buying m arket. If he is 
at all observing, he sees ano ther and 
b righ te r way of doing the th ings he 
tries to do and he rubs up against the 
la test w rinkles in m erchandising, ad
vertising  and general storekeeping. He 
sees tha t his own m ethods are m ore 
or less an tiquated  and learns that 
people are doing some things he does 
but in a m ore efficient way.

Because of the proxim ity of depart
m ent stores, m etropolitan  small re
tailers necessarily are m ore p ro g res
sive. m ore alert and possess m ore ad
vanced m ethods of m erchandising and 
advertising  than retailers of the same 
type in sm aller towns.

Therefore, when the small tow n re
tailer sees w hat his city cousins are 
doing he gets a very fair idea of the 
possibilities of his own stock and 
store.

I t  is safe to say that the progressive 
m erchant never made a thoughtful 
exam ination of city m ethods w ithout 
learning som ething that helped him 
b etter to prom ote his own business.

In  the big cities the visiting  m er
chant sees goods th a t he never would 
have dream ed of if he depended upon 
traveling men for his m erchandise in
form ation, still he sees m ore lines dis
played and advertised efficiently and 
thus he gets an entirely  different com 
prehension of their value as goods to 
sell.

And m ore than this, every large 
city is a sort of clearing house for the 
best and m ost advanced ideas in busi
ness g e tting  and a visit to one of the 
wholesale houses is p re tty  sure to 
teach the m erchant som ething he nev
er dream ed of.

I t m akes for efficiency in buying 
for the m erchant to be able to see 
com plete lines and observe various 
styles of m erchandise side by side. 
In this way he can get a clear com- 
prehention of the relative selling 
streng th  of various lines and items 
that he can absorb in no o ther way.

L ast of all, the visiting m erchant 
establishes personal relations w ith the 
w holesaler he visits which inevitably 
re-acts with profitable effect upon him 
self and upon his store. T here  really 
are no valid objections to  be raised 
against the value of a visit to  the cen
tral m arket unless it be tha t of ex
pense and even this objection is cast 
aside when we rem em ber that the m er
chant can pick out job lots and off 
catalogue item s which are reduced so 
far in price as to com pletely cover 
the cost of the trip.

M ost of the progressive m erchants 
do come to m arket and even the non
progressive one receives an added 
stim ulant w hen he pays a call to  a 
m etropolitan  buying center.

A. Pace.

It Didn’t Matter.
"W hat are you doing, dear?” asked 

the little  g irl’s m other, as she paused 
to look at some very strange m arks 
the child was m aking on a piece of 
paper.

“I ’m w riting  a le tte r to Lillie 
Sm ith,” was the answer.

"But, my dear,” laughed the m oth 
er, “you don’t know how to w rite.”

“Oh, th a t doesn’t m atter, m other! 
Lillie doesn’t know how to  read.”

T D  A P F  Your Delayed 
1 J \ i lV j£ y  Freight Easily
and Quickly. We can tell you 
how. BARLOW BROS.,

Grand Rapids, Mich.

E stablished  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
TH E W EATHERLY CO.

18 Pearl Street Grand Rapids, Mich.

H. Eikenhout & Sons

Jobbers of Roofing Material
GRAND RAPIDS, MICH.

Blue Plaster Board Sheathing. Red Rosin, Gray 
Sheathing. White Fibre, Tarred Sheathing, Jet 
Sheathing and S. P. C. Sheathing.

Are You
In Earnest

about w an tin g  to lay  your b u sin ess  

p ro p o sitio n  before the  retail m er
ch an ts o f M ich igan , O hio and Ind iana?

If you  rea lly  are, here is your o p p o r
tun ity . T h e

M ic h ig a n  T r a d e s m a n

d ev o tes  a ll its  tim e and efforts to  ca ter

in g  to  the  w a $ ts o f that c la ss . It 

d o e sn ’t go  everyw here, b eca u se  there  

are not m erch an ts at every  crossroad s.
It h as a b on a  fide paid  c ircu la tion — has 

ju st w h at it c la im s, and c la im s just  

w hat it has. It is  a goo d  ad vertisin g  

m edium  for th e  gen era l advertiser. 
S a m p le  and rates on request.

Grand Rapids, Michigan

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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g , DRY GOODS, i  f l  
FANCY GOODS NOTIONS»

Concentrate on Making a Few Clear- 
Cut Impressions 

W -itte n  fo r th e  T rad esm an .
Some one—Ith ink  it was Gladstone 

—said, “ I t is be tte r to w rite one word 
on the rock than a thousand w ords on 
the sand.” I t  is b e tte r to make one 
deep, lasting  im pression than  a thou
sand lin j’ dents th a t will be sm oothed 
out by the first wave.

T he ablest m inds are m arked by 
simplicity. T he really great m an is 
a man, not of a single idea perhaps, 
bu t a few g reat ideas.

You w ant to m ake your store stand 
for som ething in the m inds of your 
patrons. D on’t try  to m ake it stand 
for everything. D on’t lay claim to 
all m erits you possess. Place your 
stress on a few clean-cut points of 
superiority.

K eeping a dry goods store  is a 
com plex business. T o  make it run 
successfully and profitably, not one 
th ing  alone m ust be done well but a 
hundred things. But don 't spend time 
or p rin te r’s ink in telling about n ine
ty-seven of the hundred elem ents that 
contribute to your success. Xo one 
but vo rself and those im m ediately 
in terested  cares a rap about the de
tails of your business. Select one, 
two, or a t m ost th ree points cone -rn- 
ing which you reasonably can claim 
some suprem acy. H old these up to 
the public gaze persistently .

D on’t m ake a long story  when a 
sho rt one is better. D on 't use a d o z 
en sentences when a clear strong  
statem ent will answ er every purpose. 
“Y our H onor, there are eight reasons 
why .this very im portant w itness 
(nam ing a certain absentee) can not 
be here this m orning,” began the 
counsel for the defense. “In the first 
place, the man is dead—” “ Sufficient. 
You needn’t give the o ther seven 
reasons,” tersely  in terrupted  the 
judge.

Show card w riters are instructed to 
“featu re” their w ork—th a t is, to b ring  
out a few w ords on a card prom inen t
ly, in a way th a t will catch and hold 
the eye. T he main thought is embod-' 
ied in these few words. F o r the le s se r ’ 
facts small, inconspicuous le tte ring  is 
used.

T he o ther day I saw a show card 
gotten  up to advertise some tho rough
bred poultry . I t  was cleverly illus
trated  with several fine photos and 
the work was well executed; but it 
lacked effectiveness. T he wom an who 
owned the pou ltry  had tried  to tell 
too much about her Barred Rocks and 
C rysta l W hite  O rp ing tons and H o l
land T urkeys and Indian R unner 
Ducks all on one m edium -sized card. I t 
was so filled up with detail tha t n o th 
ing could be featured properly. In

consequence she lost her opportunity  
to m ake one or two stro n g  and las t
ing im pressions on the m inds of the 
th rongs th a t passed the w indow in 
which the card was placed. Possibly 
one passer-by in ten thousand m ight 
have the leisure to allow him and an 
in terest in fancy poultry  keen enough 
to cause him to stop and study the 
card carefully. Such a one would 
learn w hat she was driving at, w here 
she lived and kept her poultry , and 
how much she asked for tho ro u g h 
bred fowls of the various kinds and 
for sitting  of eggs. But the o ther 
nine thousand nine hundred ninety- 
nine who w ent th a t w ay and saw the 
card carried away with them  only a 
vague idea of some pictures of chick
ens and chicken houses.

Feature your advertising. Bear 
down hard on a few th ings at a time. 
D on’t try  to  tell th is week about 
everyth ing you have on sale. Put 
your em phasis on ju st a few of your 
bargains and attractions. Some one 
th ing  th a t you are offering conspic
uously' m ay serve to b ring  M adam  in
to your store. O nce she is there you 
should be able to fill her whole shop
ping list.

T he m erchant ought to be a psv- 
chologist. H e should study hum an 
nature for he needs to know  the w ork
ings of the mind.

Have you ever though t of it that 
the m ind is naturally  indolent? I t  
shuns w hatever is in tricate -or puz
zling enough to require  strenuous 
m ental effort. Tt prefers som ething 
easy.

Apply this principle in >rour window 
trim m ing. A short tim e ago 1 saw 
an excellent show ing of wide em broid
eries of all kinds that are so much 
used in m aking corset covers. All 
w ere selling at a uniform  price—25 
cents a yard. A few days la ter in 
the same window I saw ano ther fine 
display of 50-cent wide em broideries. 
Both lots were good values. Any one 
w ho was w anting  would begin at once 
to select the pattern  she liked best 
o r’ the piece she considered m ost dur
able. T he problem  was simple. But 
if one is looking a t em broideries that 
range in price from  19 cents to 31 
cents, or from  39 cents to  60 cents, 
the problem  becom es com plicated at 
once. “Is it b e tte r  to  buy th is very 
p re tty  p attern  a t 29 cents, o r this 
o ther which seem s every bit as good 
but has not quite so much w ork on 
it at 23 cents? H ere is an exquisite 
piece for 57 cents, but can I really 
afford it w hen th is o ther is nearly 
as handsom e for only 41 cents?” T his 
sort of th ing  w earies the m ind and 
is instinctively avoided.

Of course pu tting  a large a sso rt

m ent of a certain  kind of goods on 
sale a t a uniform  price is no t always 
practical. W hen it can be done it 
has its s trong  draw ing features.

T he stores th a t sell ju st one line 
of goods and at a uniform  price, as 
the m en’s $2 hat stores, the clothing 
stores that handle no th ing  but $10 
suits, the shoe sto res w hose whole 
stock consists of $2.50 shoes or $3.50 
shoes—there is a psychological basis 
for the existence of all these estab 
lishm ents. A slight variation  of the 
sam e principle contributes to the pop
ularity  of the 5 and 10 cent stores. 
The tired shopper can drop into one 
of these places and select a num ber 
of useful little  articles while resting 
her head.

Speaking of the desirability  of m ak
ing a single stro n g  im pression, I re 
cently saw th is idea well carried out 
in a large store by w hat was called 
a T em pta tion  Sale. I t  was an offering 
of ex traord inary  bargains, lasting  for 
several days and extending to  all de
partm ents. T hroughou t the store 
large pennan ts hung  at intervals with 
T em ptation  Sale in large red le tters. 
In the windows and on the counters 
and tables, bargains, and very tempt
ing bargains they w ere too, w ere dis
played, each one bearing  a unique 
price ticket. T hese tickets bore the 
w ords T em ptation  Sale in red le tte rs 
across the top, and each held a pic
tu re  of a m odernized Eve reaching 
for her choice of several red apples.

Possibly the uitilization of a bibli
cal scene for advertising  purposes 
m ight ja r on the feelings of some 
sensitive souls. I t  rem inded me of 
the assertion  m ade by a sacrilegious 
but w itty  man, th a t had a bargain 
counter been placed in Eden after the 
expulsion, our first m o ther would have 
defied the cheribum  and the flaming 
sw ord to  get to  it. L eaving out of 
the question w hether or not it was 
in good tas te  to  use ju s t th is idea, it 
certainly was -well carried ou t and 
produced a certain  unity  of effect tha t 
w as very stro n g  advertising. N o one 
could go th rough  th a t store ever so 
sw iftly o r pass by its w indow s w ith
out being  m ade to  know  th a t a sale 
of ex trao rd inary  values was in full 
swing. . Fabrix.

Make It Easy to Run a Store-Paper. 
W ritte n  fo r th e  T ra d esm an .

W ritin g  isn’t alw ays the easiest th ing  
for a m erchant to do. As far as th a t 
goes, com paratively few individuals 
can handle a pen skilfully enough to 
produce readable copy, as the new s
paper m en call it.

T o  be able to  w rite editorials, le t
ters and advertisem ents th a t will in
fluence people and produce sales, re 
quires long practice and some natural 
ability.

M any men w ho have a good under
stand ing  of hum an nature  can’t com 
m and that know ledge so as to use it 
in the preparation  of the ir p rin ted  or 
w ritten  m essages to the trade.

And a m an who is considering a 
sto re-paper often hesita tes, saying, 
“W hy, I can’t w rite. I t  would be out 
of the question for me to  th ink  of 
publishing a paper th a t w ould require 
me to  prepare editorials or sim ilar 
talks regularly  once or tw ice a m onth .”

And there’s no denying the fact that 
a successful sto re-paper needs to con
tain the kind of copy th a t will “pull” 
results. T h a t’s the th ing  th a t m akes 
a sto re-paper a be tte r advertising 
medium than any th ing  else the o rd i
nary  m erchan t can use.

Some people are apt to think that 
store-papers are  peculiarly the p roper
ty of the sm all-tow n m erchant. But 
they ’re m istaken. W e know several 
stores in tow ns of 60,000 and m ore 
tha t are w inning trade solely through 
the efforts of one of these pow erful 
little  “advertisers.” S tore-papers are 
not lim ited in their appeal; a good 
store-paper is a good salesm an any
where.

But the purpose of this article is 
not to praise the sto re-paper; it needs 
no praise. W h at this article aims to do 
is sim ply th is: M ake it possible for 
any m erchant am ong the readers of 
this journal to publish a sto re-paper 
w ith a m inim um  expenditure of time 
and trouble.

I t  m erely aims to show you m er
chants who already issue papers, an 
easier way to produce a be tte r paper. 
And it hopes to  show those who have 
no store-papers how easy the p repara
tion of a good publication is. H ow ?

By supplying you with the very 
editorials which you find hard to 
write.

And these editorials will not be the 
boiler-plate variety  either. T hey ’ll 
sound as if you w rote them , and they 
will no t only m ake your store-paper a 
newsy, readable sheet, but th ey ’ll 
b ring  business to you as well.

Best of all, the service will not cost 
you a cent, now or hereafter. W e are 
in dead earnest, and we w ant to see 
literally  hundreds of m erchants m ak
ing use of parcel post, and holding off 
the retail mail order houses with a 
powerful advertising  m edium  like the 
store-paper.

T his is probably the first, and only 
chance you have ever had to benefit 
by a service of this type, and if we 
w ere in your place and had some com 
prehension of the value of this offer, 
we feel certain  th a t w e’d w aste no 
time in sending in a le tte r  asking to 
be placed upon the list of those m er
chants who will receive regu lar con
signm ents of th is editorial m atter.

And if you have no sto re  paper, 
tell us so and w e’ll put you in the way 
of sta rtin g  one.

If you are the publisher of a paper 
w rite at once to this journal, request
ing to be placed upon the S tore Paper 
E ditorial list.

If you have no paper, and w ant one, 
m erely w rite for the  S tore Pap^r 
Booklet. A. Pace’.

A Doubtful Compliment.
T he banquet hall w as adorned with 

m any beautiful paintings, and the 
P residen t of the little  college was 
called upon to  re'spond to a toast. 
W ishing to pay a com plim ent to the 
ladies p resen t he designated the 
paintings w ith an eloquent gesture 
and said:

“W hat need is there of these pain t
ed beauties w hen we have so m any 
with us a t the table?”

i  Ilk

The smaller the man the bigger the 
boast.
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T h e N ew  H om e
of

Grand Rapids 
Dry Goods Co.

22 and 24 Commerce Ave. 

5,000 Square Feet of Floor Space

Seven Floors Filled
W ith

Up-to-date

Merchandise
A few items of which you 

will find mentioned below.

A Personal Invitation to You
To look over our new lines of Wash Goods and White 
Goods. You will find it a pleasure to go through our 
stock of White Goods and Wash Goods consisting of 
Staples and Novelties. Our first and second floor 
is filled with this class of merchandise, and are ar
ranged so that you can make your selections very 
easy without being crowded.

The mills have advanced the price on most 
every sort of Wash Goods; this, however, will not 
affect you in the least, as we have made contracts 
before the price advanced and are covered for almost 
the entire season on

Plain White Goods Fancy White Goods Dress Ginghams 
Percales Plain Voile Silk Stripe Voile 

Plain Poplin Brocade Silk Poplin Colored Lawns 
Printed Batiste Colored Stripe Crepe Russian Cords 

Motor Cloth Silk Crepe Junior Cloth 
Plain Flaxon Ratine Printed Flaxon

Pique Panama Cloth Ripplete 
Linen Suiting Princess Tissue Gaze Marvel 

Silk Stripe Welts Crown Foulard Ramie Linen

A Three Years’ Selling Test
has proven these two corsets 
to be satisfactory in every 
respect. We know of no bet
ter values at S4.50 per dozen 
and customers desiring a 
good seller will make no 
mistake in booking an order 
for either one. We also offer 
numerous other brands at 
$4.50, $8.50 and $11 per dozen.

Give us a trial order in 
this department. Our sales
men are showing the sam
ples.

We carry a large assortment of the latest pat
terns in the well known “Hall Mark” Shirts, from 
$8.50 to $12 per dozen.

Our line of Work Shirts cover a large range of 
styles in Chamois, Chambrays and Cheviots for men 
and boys’ wear.

Slide-Well Collars in all the leading styles.

Our Suspender and Neckwear stock is complete 
and prices right.

Best quality of Men’s and Women’s Rain Coats 
in Gray, Navy and Tan. Prices range from $3.25 to 
$7.50 each.

We show a good assortment in “Little One” 
Blouses and Rompers at $4.25 per dozen.

We have Children’s Dresses and Middy Blouses 
in good range of styles and patterns, from $2.25 to 
$9 per dozen.

Our line of Ladies’ Waists, Dressing Sacques, 
Kimonas, House Dresses and Wrappers cover a choice 
assortment of carefully selected patterns.

Our stock of Overalls, Jumpers and Trousers is 
made up of excellent values. Prices and qualities to 
suit various classes of trade.

Let your next order for Underwear and Hosiery 
be for the “Lincoln Mills” line, carried exclusively 
by us.

G R A N D  RA PID S DRY GOODS CO.
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URGENT APPEAL

To A ttend the Annual C onvention at 
F lin t.

Petoskey, Feb. 3—T he m erchants of 
F lin t have chosen their com m ittees 
and m ade a partial announcem ent of 
their program m e for the en te rta in 
m ent of the m erchants at their annual 
convention to be held at Masonic 
hall, in F lint, on Feb. 35, 26 and 27. 
T heir plans are extensive and we who 
arc acquainted with the men chosen 
know that they have some good 
th ings in store  for us—ideas every 
m erchant needs in his business and 
feasts for body and mind. T hey 
mean we shall not be neglected in any 
way and in years to come we shall, 
undoubtedly, tu rn  to Flint and its 
body of progressive business men and 
give thanks th a t we came in contact 
with them, were im proved by them 
and w ere enabled by m ingling with 
them  to carry good will and b ro th 
erly love back to our business and 
our city. B right, indeed, will be 
the link in the chain of success 
and upw ard m ust be our course where 
such men lead. F lint, we thank you 
for the services of these men. W e 
thank you for citizens whose loyalty 
to vou and the m erchants of M ichi
gan enables them  and you to  m ake 
such sacrifices for our needs. May 
we be w orthy of your efforts and you 
receive the rew ard to which you are 
ju stly  entitled—the largest, best, m ost 
uplifting convention in your history!

M any m erchants feel th a t they can
no t afford to spend the tim e or m on
ey necessary to  attend  the convention. 
T h is is a grave error. Every  m er
chant should be there. H is welfare 
and th a t of his com m unity, to a cer
tain extent, is dependent upon his 
attendance. H onesty  and p ro g res
siveness are necessary for the suc
cess of every m erchant. T o  be o ther
wise re tards the grow th of ourselves 
and our com m unity. T h e  people m ay 
stand for a lack of enterprise in a 
m erchant for a while, bu t the time 
will come when they will refuse. The 
m erchan t’s business will gradually 
drop off and the “grave” of a busi
ness failure is open before him. The 
successful men of any class do not 
court such conditions. T hey get out 
and mingle with people, always 
searching for som ething better, pick
ing up an idea here and there, com 
bining them  w ith their own ever p ro
gressing  m ind un til their b rain  be
comes one g rea t storehouse of busi
ness inform ation. H ow  can a man 
who refuses to m ingle w ith his fellow 
m en ever hope to  com pete w ith such 
a m ind? W hat w onder th a t many 
people fail in business w hen they re 
fuse the very necessities of success? 
T his convention is m ade up of live 
w ires and they ne"d all the live m er
chants of M ichigan to  co-operate 
w ith them . T his cannot be done by 
the few, bu t requires the m any. T hat 
m eans each of us and each has his 
part to  perform  if we succeed. If 
your business is no t increasing with 
you each year; if your stock is not 
well selected and balanced; if your 
credit accounts are too large; if your 
cost of doing business is too g rea t 
or your net to o  sm all; if th ings seem

w rong in general and you feel a 
shadow of dissatisfaction passing over 
you, pack your grip and go to Flint. 
T he discussions of questions there 
will prove of great benefit to you.
Y ou will see how o thers m eet their 
difficulties and are streng thened  by 
them. Y our m ingling with o ther m er
chants will do you good. T he few 
days spent there will afford you a 
long needed rest. W e can improve 
only by m eeting and doing good to 
o thers and this is possible to the re 
tailer only in m eetings of this kind. 
T urn  ou t and help to m ake th is m eet
ing a success.

The program m e affords m any in
structive features. W e all rem em ber 
Fred Mason at P o rt H uron  and his 
kindly advice. H e set m any a m er
chant to thinking in the righ t direc
tion, with his fair, broad m inded talk.
It is safe to follow such m en’s advice. 
Ideas make such m en and such men 
make grea t businesses possible. No 
m erchant should m iss hearing  him. 
T he visit to the autom obile factory- 
will be instructive and one few m er
chants should miss. T his g rea t busi
ness was once driven from  Am erica 
through lack of faith in our m anufac
turers. M ichigan w as one of the 
leading sta tes in the recall of the in
dustry  and F lin t took advantage to 
secure this g rea t industry  which fu r
nishes w ork to  thousands of her citi
zens.

W e hope the day is past when m er
chants will refuse to be content to 
figure as an unnecessary class— a 
class which lets o thers m ake the laws 
for their existence; a class which 
fears each o ther and each o th er’s 
business m ethods and many of whom, 
we fear, have a w ishbone w here a 
backbone should be; m any of whose 
existence for any leng th  of tim e is 
questioned by the public in general, 
because they  seem to  have a g reater 
success in driving away trade  than 
in bring ing  it to them . W e hope the 
day is here when a m erchant can 
stand squarely on his feet; w hen he 
can have a voice in the questions that 
in terest the com m unity, like any 
o ther man, w ithout giving offense; 
w hen he can aid in passing  ju s t laws 
for all the people and no t for any 
one class; when he can adopt the 
rules th a t govern his own business 
and th a t are so essential to  success.

Fellow  m erchants, such questions 
as taxation, fire insurance, pure food, 
hours of closing, delivery of goods, 
extension of credit and laws which 
govern our existence are  m atte rs  in 
which we should have a choice. T his 
can best be done by co-operative 
education. T h a t m eans association. 
O ur A ssociation w as organized for 
ju s t such purposes. M any of our re 
form  laws w ere advocated by our 
A ssociation. M ore are needed. Lend 
your help to  the good cause by your 
presence in Flint. Come early. Stay 
the full tim e and see w hat our con
vention will do fo r you.

J. A. Lake, D irector.

To Be Congratulated.
For m any days a m an dangerously 

ill w ith a m alady tha t puzzled the dis
tinguished specialist w ho was called 
to  attend him.

One afternoon  the em inent physician 
appeared with eyes aglow. “I certa in 
ly congratu late  you,” he said.

The patient smiled hopefully. “You 
mean I will surely recover?” he ask
ed.

“Oh, no! there is no hope of tha t; 
but if the autopsy proves th a t you are 
suffering from  an entirely  new dis
ease, as I believe it will, we will name 
the m alady after you.”

T act is m erely the art of getting  
w hat you want.

We are m anufacturers of

Trimmed and 
Untrimmed Hats

For Ladies. Misses and Children

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

Grand Rapids, Mich.

Excelsior Gold Eye 
Needles

Large Round Eyes 
Put up in Attractive Wrappers 

1001 profit

EXCELSIOR
N o. _ 3/9

g o ¿ d

S H A R P S

M A D E  IN 
E N  G L A N D

as in its  M others Arms Stewart’s
Duplex 

Safety Pins
Best Quality 

Extra Heavy Wire 

Superior Nickel Finish

Write to your jobber for samples and prices

P R A T T  &  F A R M E R  C O .

473 BROADWAY NEW YORK

Pour Kinds of 
Coupon Books

Are manufactured by us and all sold on th^ 

same basis, irrespective of size, shape or 

denomination. Free samples on applica

tion.

TRADESMAN COMPANY, Grand Rapids, Mich.
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T H E  N IN E  H O U R  LAW.___  •
Effort Should Be Made to Make It 

L ess Drastic.
Lansing, Feb. 5—I am enclosing 

copy of bill as requested. I have 
found out th a t th rough  influence of 
m em bers of the L abor Com m ittee w ; 
will probably have to accept an am end
m ent providing th a t it shall not apply 
to stores em ploying m ore than two 
or th ree lady clerks.

Milan D. W iggins.

T he T radesm an reproduces here
with the full tex t of the bill in troduced 
by Senator W iggins—Senate Bell 124, 
File No. 104. T he only change from  
the p resen t law is indicated by black 
face type:

Section 1. Section 9 of A ct No. 
285 of the Public A cts of 1909, en
titled “An act to provide for the crea
tion of a D epartm ent of L abor; to 
prescribe its pow ers and duties, to 
regulate the em ploym ent of labor; to 
m ake an appropriation  for the m ain
tenance of such D epartm ent, and to 
prescribe penalties for the violation of 
this act,” approved June 2, 1909, as 
am ended by A ct No. 220 of the Public 
A cts of 1911, is hereby am ended to 
read as follow s:

Section 9. No m ale under the age 
of 18 years, and no fem ale shall be 
em ployed in any factory, mill, w are
house, w orkshop, clothing, dressm ak
ing or m illinery establishm ent, or any 
place w here the m anufacture of any 
kinds of goods is carried on, or w here 
any goods are  p repared  for m anufac
turing , or in any laundry,, sto re  shop, 
o r any o th er m ercantile establishm ent 
for a period longer than  an average of 
nine hours a day o r fifty-four hours 
in any week, nor m ore than  ten hours 
in any one day; and all such establish
m ents shall keep posted a .copy of this 
section prin ted  in large type, in a  con
spicuous place; in establishm ents hav
ing a tim e clock such copy shall be 
posted near the tim e clock. Copies of 
this section suitable for posting  shall 
De furnished upon the application of 
any em ployer by the Com m issioner of 
L abor: Provided, however, th a t the 
provisions of th is section in relation  
to  the hours of em ploym ent shall not 
apply to  nor affect any person engag
ed in preserv ing  perishable goods in 
fru it and- vegetable canning establish
m ents, no r to those employed in any 
store or mercantile establishment lo
cated within any city or village of less 
than tw o thousand population, or lo
cated without the boundaries of any 
incorporated city or village. No fe
m ale under the age of 18 years shall 
be em ployed in any m anufacturing  
establishm ent betw een the hours of 
6 o ’clock p. m. and 6 o ’clock a.m. No 
child under the age of 16 years shall 
be em ployed in any m anufacturing  
establishm ent o r w orkshop, m ine or 
m essenger service in th is S tate  be
tw een the hours of 6 o ’clock p. m. 
and 6 o’clock a. m. No child under 
the age of 18 years shall be employed 
betw een the hours of 10 o’clock p. m. 
and 5 o ’clock a. m. in the transm ission, 
d istribution  or delivery of m essages or 
m erchandise.

Lawton, Feb. 3— I have before me

a copy of the bill in troduced by Sen
a to r W iggins, nam ely Senate Bill 124, 
file No. 104, which was refe rred  to 
the com m ittee of L abor In teres ts. 
Wiill vou please w rite a notice in the 
T radesm an asking m erchants to w rite 
to  their respective senato rs and rep
resentatives asking fo r their support 
for this bill and asking th a t they  see 
that it does not die in com m ittee, as 
do so m any bills. Go after them  hard, 
as you know  it is p re tty  difficult to 
wake up some of us sm aller m er
chant, refe rring  them  to  the issue in 
which my article and your com m ent 
appeared. L. A. Packer.

Life W ithout Lungs.
I t  is a fact th a t while the  com m on 

snail has lungs, heart, and a  general 
circulation, being in every respect an 
air breath ing  creature, it is neverthe
less able to live indefinitely w ithout 
inhaling the least b it of air, an ele
m ent supposed to be essential to the 
exercise of all creatu res endow ed with 
lungs. A  high authority  once said, 
"T o all organized creatures the re 
moval of oxygen, w ater, nourishm ent, 
and heat causes death to ensue.” It 
thus appears th a t when th a t sta tem ent 
was made the au tho rity  quoted did 
not apear to take into consideration 
the snail as being one of the “o rgan 
ized beings.” T he experim ents of one 
scientist, however, have clearly de
m onstrated  th a t ar.y o r all of the 
usual life conditions may be rem oved 
in the case of a snail w ithout te rm in a t
ing its existence, or indeed im pairing 
its functions. T he snail re trea ts  into 
its shell on the approach of frosty 
w eather, and causes the opening or 
m outh of its shell to be herm etically 
sealed by a secretion of silky texture 
absolutely im pervious to air and 
w ater. In  this condition, therefore, 
it is plain th a t the little  creature is 
deprived of th ree of the four elem ents 
of life—air, w ater, and nourishm ent.

Probably Assumed. 
“A utom obile F o o t” is a new dis

ease or which Dr. A lexander Block 
of St. Louis stands sponsor. A uto
mobile foot due to  lack of pedestrian  
exercise am ong autom obilists, is a 
w eakness th a t changes the w alk into 
an ugly hobble. ' „

“The autom obile habit is so w ide
spread,” said Dr. Block the o ther 
day, “th a t our ignorance of w alking 
th rea tens to  equal the b roker’s ignor
ance, real o r assum ed, of farm  life.

“A broker spent the C hristm as hol
idays on a G eorgia farm . T he farm er 
said to  him as he came back one 
m orning from  a before-br.eakfast 
s tro ll:

“ ‘Been out to  hear the haycocks 
crow, I suppose?’ ,

“ ‘Y es,’ answ ered the broker—- ‘and 
to tie a knot in a cord of wood, and 
w atch the hired m an m ilk the m ilk
w eed.’ ”

Some people can look so far into 
the future th a t they  can’t see the past.

-rnM.TSi a m

¡TjgajTF
Accounting. Auditing, Systematizing, System Building,
Commercial LÎw,Buriner Economics—eve^hmigper^

" e o » y M P O s D ta c c ~  i s s t s b c t i o i i

“The Crowning Attribute of Lovely Women is Cleanliness”

The well-dressed woman blesses and benefits herself—and the world— 
for she adds to its joys.

NAIAD DRESS SHIELDS
add the final assurance of cleanliness and sweetness. They are a 
necessity to the woman of delicacy, refinement and good judgment. 
NAIAD DRESS SHIELDS are hygienic and scientific. They are 
ABSOLUTELY FREE FROM RUBBER with its unpleasant odor. 
They can be quickly STERILIZED by immersing in boiling water 
for a few  seconds only. At stores or sample pair on receipt of 25c. 
Every pair guaranteed.

The only shield as good the day it is bought as the day it is made.

The C. E. CONOVER COMPANY
M anufacturers

Factory, Red Bank, N e w  Jersey 101 Franklin St., N e w  York
Wenich McLaren & Company, Toronto—Sole Agents for Canada

Some Excellent Items
In Spring Wash Goods

FALMOUTH 36 inch Cotton Storm Serges. An 
excellent item to retail at 20 cents.

WOVEN GALATEA to retail at 12%. 17 and 
25 cents.

PRINTED GALATEA to retail at 12%. 15 and 
17 cents.

GINGHAMS—complete lines F a n c y  Dress 
Ginghams to retail at 10, 12%, 15 and 25 
cents.

DRESS LINENS—natural, in prices ranging 9% 
to 28c; white 15 to 37% c.

MERCERIZED SUITING—full range of colors 
15 to 25c.

Paul Steketee & Sons
Wholesale Dry Goods Grand Rapids, Mich.
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T H E  STRO NG EST MAN.

H e Is  the Enviable O ne W ho Stands 
A lone*

W ebster defines individualism as "A 
theo ry  or policy having prim ary  re
gard  for individual righ ts Specifical
ly one m aintain ing  the political and 
econom ic independence of the indi
vidual; one m aintaining the independ
ence of individual initiative, action 
and in terets, as in industrial o rgan 
ization or in governm ent. T he doc
trine or practice regard ing  the chief 
end of society or of m oral law to 
be the developm ent of individual char
ac ter; the theory that society exists 
for the sake of its individual m em 
bers.”

T he S tandard  dictionary defines in
dividualism  as “Personal independence 
of action, character or in terest. The 
theory  of governm ent tha t favors the 
u tm ost social and econom ic liberty  of 
the individual; opposed to socialism 
and anarchy.

D raper says “ Individualism  rests on 
the principle th a t a m an should be 
his own m aster.”

M urray defines individualism as a 
“ M ode of life in which the individual 
pursues his own ends o r follows out 
his own ideas. O ne social theory 
which advocates the free and inde
pendent action of the individual, as 
opposed to  com m unistic m ethods of 
organization  and s ta te  interference. 
Opposed to  collectivism  and social
ism.”

H enry  Chenevix, in a recent article 
in the W estm inster Review, defines 
individualism  as “T he principle of re
garding each separate person as ex
isting m ainly for his own perfection 
and happiness and of encouraging in
itiative and the  free developm ent of 
idiosyncrasies, as d istinct from  m ould
ing everyone according to  a uniform  
pattern , w ith the corollary th a t a large 
am ount of individual liberty  should 
be allow ed.”

T he Encyclopedia B ritannica de
fines individualism  as “T he theory  of 
governm ent according to which the 
good of the sta te  consists in the w ell
being and free initiative of the com 
ponent m em bers. In  practice indi
vidualism  is chiefly concerned to  op
pose the concentration  of com m er
cial and industrial en terprise  in the 
hands of the sta te  and the m unicipal
ity .”

T he Catholic Encyclopedia defines 
individualism  as “The tendency to 
m agnify individual liberty, as against 
ex ternal authority , and individual lib
erty , as against ex ternal authority , 
and individual activity, as against as
sociated activity. Catholics accept 
the voice of the church as the suprem e 
au tho rity  and therefore re jec t ou t
righ t the principlè of religious indivi
dualism .”

U nder individualists are included— 
T he laborer w ho refuses on th eo re t

ical g rounds to  becom e a. m em ber of 
a trade union.

T he business m an who disapproves 
of associations of capitalists form ed 
to  create  and m aintain artificial con
ditions.

»Paper read b y Ë! Ad Stow e before 
C lass on Applied C hristian ity a t  Foun
ta in  S treet B ap tist church, January 19, 
1918.

T he citizen who opposes public en
terprises such as governm ent railways 
and te legraphs and such restrictive 
m easures as store  and factory regu la
tions.

T he reform er who rejects ste reo 
typed social and political m ethods and 
relies upon m easures to be adopted by 
each individual acting independently.

T he m an who regards the p ro 
nouncem ents of his conscience as the 
only standard  of right and wrong. 

Individualism  is opposed to 
Paternalism .
Socialism.
Communism.
Unionism .
G overnm ent ownership.
G overnm ent in terference with any 

m atters of p rivate concern.
As my discussion of the subject to 

day m ust necessarily  be brief and 
superficial—due to my inability  to  ab 
sorb and in terp re t the dozens of 
learned discourses I have undertaken 
to read on this topic— I shall confine 
my rem arks to the econom ic and in
dustrial sides of the question. I t  shall 
be my aim to avoid the discussion of 
extrem es and hold to  a m iddle ground. 
Individualism  carried to  an extrem e 
develops into selfishness and egotism , 
ju st as charity  carried to  an extrem e 
results in poverty  and suffering.

T he C reator w as certain ly  the first 
individualist. H e acted on his own 
initiative. H e was no t ham pered by 
the precepts of any religion o r the 
rules of any union. H e w orked six 
days and then rested  and, because he 
made the air free to  breath , the earth  
free to  walk on and the  sea free to 
sail on, every age since the beginning 
of tim e has had m en w ho have in
sisted on enjoying the God given 
righ ts bestow ed upon them  by their 
C reator—the righ t of independent 
th inking and independent action.

T he next individualist of whom  I 
find any record is Adam, w hose main 
am bition was to  eat and no t to  be 
eaten. T he issue has no t changed 
much since the G arden of Eden. T he 
last w ord in the  vocabulary of p rog
ress is the desire to  serve ra th er  than 
to be served. T h is is the spur which 
broadens m en’s vision and drives them  
on to  noble deeds.

So far as m y read ing  goes, Jesus 
was the h ighest type of an individual
ist I can find in all history . Savonarola 
and M artin  L u ther w ere individual
ists. W ash ing ton  was an individual
ist and so w ere G ran t and Lincoln. 
T hey did the ir own th inking and ac t
ed in accordance w ith the light as 
they saw it. T he sam e w as true of 
Shakespeare and  M ilton, T o lstoy  and 
T ennyson. In  fact, I cannot find any 
grea t character w ho left the world 
be tte r fo r having lived in it and whose 
nam e will be em blazed forever am ong 
the tru ly  g rea t who was no t an indi
vidualist.

Any rule of life which h inders the 
onw ard progress of the individual, as 
blindness precludes sigh t o r paralysis 
ham pers locom otion, preven ts a man 
from  being or becom ing an individ
ualist.

T he iron-clad oath  a m an takes 
when he jo ins a trades union—which 
places obedience to  the union above 
the obligations of home, church and

country—sounds the death knell of 
individualism. T he level scale of the 
union is also destructive to  individ
ualism, because it destroys the incen
tive of the w orker to im prove him 
self or increase his usefulness to him 
self, his fam ily or his em ployer. If 
I were a slovenly w orkm an who was 
incapable of doing a faithful day’s 
work, I would m ost certainly join a 
union, so as to secure a full day’s pay 
for such inadequate service as I had 
to offer. As I insist in giving and re 
ceiving an honest day’s w ork for an 
honest day’s pay, I am an individual
ist, because I judge a m an solely by 
his ability to produce. I have been 
a p rin te r forty  years and an em ploy
ing p rin te r th irty  years and I have 
never seen a com petent w orkm an join 
a union except under coercion.

A year ago the in jury  of a w ork
m an was a m atte r of m utual ad just
m ent betw een em ployer and employe 
or their respective atto rneys. Now 
the S tate steps in and forbids private 
settlem ent. Both parties m ust abide 
by the law which m ay be ju st or un
ju st to  one or both parties. T his 
m arks the end of individualism  in all 
dealings betw een em ployer and em 
ploye w here either injury or death are 
factors.

I am of the opinion th a t practically 
all our troubles of an econom ic nature 
come about th rough  the abandonm ent 
of individualism. T ake the express 
com panies, as an exam ple. In  the 
early  h isto ry  of the business they 
w ere active com petitors and full of 
initiative and individualism. L ater

they cast their individuality to  the 
wind% and entered into blanket agree
m ents to m aintain uniform  rates and 
rob the public. As a result, the ex
press com panies have becom e schools 
for crime. No clerk can m aintain his 
position unless he enters into the 
sp irit of the institu tion  and becom es 
a highw ay robber. A package w eigh
ing 200 pounds is billed at 300 pounds. 
A rate  of $2 per 100 is raised to  $3. 
Packages sent prepaid are again col
lected for at destination  in the case 
of 60 per cent, of prepaid shipm ents. 
T he clerk who steals the m ost is re 
w arded with the highest salary. T h ;  
clerk who refuses to be a party  to 
the w holesale system  of robbery  is 
dism issed on some trum ped up charge. 
Shipm ents are left a t w rong  addresses 
and custom ers’ nam es are forged to 
receipts. These sta tem ents are  based 
on actual know ledge and not on hear
say or supposition. A nd w hat is the 
result? T he w rath  of the people over 
being sw indled continually  through 
false w eights and fictitious ra tes has 
found expression in the creation of 
the parcel post, which will ultim ately 
absorb all of the express business of 
the country, thus pu tting  an end for 
all tim e to individuality in the hand
ling of package freight. O nce aban
don individualism  and paternalism , 
socialism or chaos invariably results.

F o rty  years ago Ferd inand  Schu
m acher was pushing a  cart around the 
stree ts of A kron selling cooked o a t
meal from  door to door. H e wras an 
individualist, because he was in tro 
ducing a com paratively new article to

(F LAMSON %

The Famous Lamson 
“Air Line” Cash Carrier

Runs up or down grade, over bridges, round corners 
without noise, shock or rebound.

The Lamson “Air Line" is neat, light, swift, silent, 
durable, simple and inexpensive.

It has stood the test of many years of the hardest 
service and to-day is the “reason why” of the good service 
in thousands of up-to-date stores.

A SK  YOUR N E IG H B O R

THE LAMSON COMPANY 
(82*3) Boston, U. S. A.

Representatives in all Principal Cities.

I___ SFJ* V TC F^__ - J
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the people of his town. Now his fac
to ry  and nearly all the o ther factories 
producing oatm eal are m erged into 
the Q uaker O ats Co., which d istrib 
utes m illionm s of dollars in profits 
am ong the stockholders every year. 
T he busines is in existence in greatly  
enlarged form  and the product sold 
probably greatly  superior to the orig 
inal article, but the individualism  of 
its o rig ina tor has disappeared in the 
m onster institu tion  which carries fo r
w ard the w ork begun so unauspicious- 
lv in a sm all O hio city.

T w enty  years ago the  G rand R ap
ids School F u rn itu re  Co. was the 
pride of the city. T he men at the 
head of the establishm ent w ere full 
of initiative and individualism. In  an 
hour of w eakness they  consented to 
join forces with o th er establishm ents 
of a sim ilar character and becam e part 
of a large m erger. T he usual result 
has ensued. T he m en then a t the 
head of the business have found o ther 
occupations. T heir places have been 
taken by men w ho are simply cogs 
in the machine. T he g rea t factory 
buildings have becom e sim ply piles 
of brick and m or‘ar, w ith little  in 
com m on with the city except the pay
rolls which are disbursed every o ther 
week and the taxes which are paid 
tw ice a year. T he soul has gone out 
of the plant. Individualism  is dead.

C ontrast this picture w ith the plants 
which are dom inated by such useful 
citizens and forceful m en as W illiam  
W iddicom b, C harles H. Leonard , O tto  
W ernicke, W illiam  Judson and doz
ens of others.

T he apparen t craze for business 
m ergers and governm ent ow nership 
and m onopoly is not, by any m eans, 
confined to th is country. T hree  years 
ago I received the follow ing le tte r 
from  Jam es R. Chapman, a t one time 
m anager of our local stree t railway, 
but now m anager of the underground 
electric railw ay of London:

“ It is becom ing m ore and m ore dif
ficult to carry  on sm all en terprises all 
over the w orld and the disposition 
is to ‘bunch’ them . I t  seems to be 
about an even chance as to  w hether 
the bunching process is to  benefit the 
public o r the people who carry  
through the deal. In  this country  the 
disposition is for public utilities to 
be put into groups and financed out 
of the com m on purse. T he au tho ri
ties can, of course, borrow  m oney at 
low er rates than  the corporations. 
T w o years ago the various w ater com 
panies supplying London w ere taken 
over by the M etropolitan  W ate r  B oard 
at values fixed by a com m ission and, 
generally  speaking, L ondon is now 
paying m ore fo r w ater than  it did 
before. T he w ater rates are now 
based on 5 per cent of the rental value 
of the p roperty , and m any small build
ings in the neighborhood of the Bank 
of England, w here ren tals are na tu r
ally very high, have drilled artesian  
wells and pump their own w ater ra th 
er than  pay an enorm ous sum for a 
3,4 inch pipe connection and th ree  or 
four basins. T he im m ense dock in
terests  on the T ham es have ju st been 
sim ilarly taken over by the P o rt of 
London A uthority . V arious com pan
ies have been forced to  sell and the 
taxpayer will now  have to  m ake good

any deficit, and the shipping in terests 
are holding m eetings to  p ro test 
against a lterations in long established 
rates. T here  is certain ly  som ething 
to be said on both sides, but it is a 
question w hether the placing of all 
business on the basis of a Shaker 
com m unity is going to develop the 
best there  is in the individual.

“H ere in London we have thou
sands of municipal dwellings, we feed 
the day scholars in the m unicipal 
schools, we have arm ies of inspectors 
to see th a t we do certain  th ings and 
do not do o thers, yet the unem ploy
m ent problem  is becom ing m ore and 
m ore serious every year, but this year 
we are to have some m unicipal golf 
courses, hence we should no t com 
plain.”

If governm ent ow nership and con
trol are to continue, it will be only a 
question of tim e when all individuality 
will be destroyed, all private titles to 
property  will be practically  confis
cated and this country  will find itself 
in the deplorable condition of New 
Zealand and A ustralia, w here com 
m unism  reigns suprem e, w here the 
governm ent is everyth ing and the in
dividual is too insignificant to be con
sidered. I hold to the theory  th a t the 
sphere of governm ent should be lim 
ited to the keeping of o rder and the 
enforcing of con tracts and th a t every 
invasion of the righ ts of the individ
ual is w rong in theory  and injurious 
in effect.

If the m erger m ethod is to increase, 
individualism in m anufacturing  and 
d istribution will soon cease to exist. 
Conceding m any advantages in the 
m erger m ethod and considering  the 
changes which tim e has w rought in 
both the m anufacturing  and d istribu t
ing fields, I still m aintain tha t the 
country  was m ore prosperous, the 
people happier and w orking m en bet
ter em ployed under a system  of m anu
factu ring  and d istribution  which gave 
every man a chance to show his cap
abilities and gradually  expand his 
lines and te rrito ry  on acquired capi
tal, w ithout being com pelled to re 
sort to enorm ous aggregations of 
wealth, patents, legal and m anagerial 
ability, artificial alliances and iron 
clad agreem ents which tend to  con
cen tra te  business in a few hands. I 
believe th a t we shall see a  re tu rn  to 
these conditions in the fu ture to  an 
ex ten t th a t will enable us to re-estab 
lish the in teg rity  and individuality of 
the m anufacturer and dealer and not 
force him to tally  him self w ith enor
m ous interests.

If trades unionism  and socialism 
are to becom e general, individualsim  
am ong w orkm en and em ployers of 
w orking m en will becom e a th ing  u n 
known. F o r some tim e it looked as 
though such a resu lt would ensue, but 
the trend  of the tim es now indicates 
th a t collective bargaining, the level 
scale, the strike w ith violence (G om pers 
says tha t a strike w ithout violence is 
a joke,) the reign of the business 
agent, the w alking delegate, the g ra ft
er and the dynam iter are all on the 
wane—that the th inking people of
the w orld have placed the seal ot 
decisive disapproval on the destruc
tion of individualism  in the worker 
and propose to  assist in regenerating

him from  the evil associations and 
bad education into which two o r three 
m illion of our hundred m illion people 
have been inveigled by such unscrupu
lous leaders as Gom pers, Lynch, D ar- 
row, H ayw ard  and Debs.

Ibsen  says th a t “T he strongest man 
is he who stands alone.”

The Law of Attraction.
Evansville, Ind., Feb. 3—Y our edi

toria l intitled “Make Some Naw 
F riends” which appeared in the Jan. 
29 issue of the T radesm an is a bit of 
good advise.

W hen we see tw o m en sticking close 
to  one another, in any walk of life, 
we have found tw o persons who are 
attached to  each o ther by the law 
of attraction .

T he connecting  m edium  betw een 
tw o individuals is m ental com posi
tion. M ental com bination or the em 
bodim ent of one though t w orking 
through  tw o individuals at the same 
time can only be explained by the law 
of attraction . Tw o persons can move 
w ith routine discipline in a business 
like m anner or in a friendly, com pre
hensively and regu lar order, but when 
two live closely and w ork as one. 
both of the individuals are losing 
m any of the pleasures that original 
th inkers gain by going off to them 
selves and thinking thoughts th a t are 
passing betw een those who do not 
tie them selves down to any thing. I t  is 
a dangerous th ing  to allow the law of 
a ttrac tion  to make us stick to any per
son or thing. W e glue ourselves to 
this or th a t person or to th a t Fam ily 
of T hough t and if we allow the glue

to become dry, I am afraid th a t we 
will becom e “stickers” and will be 
“m oss backs” instead of up-to-date, 
original, progressive and wide awake 
indivduals who can come and go at 
will and when they are made to  act, 
they act singly and not in pairs.

E dw ard M iller, Jr.

Im itation  hum or may provoke m ore 
genuine laughter than the real thing.

O ne way to  get inside the door of 
success is to  crawl over the transom .

Parcels Post Zone 
Maps

We are prepared to furnish local 
zone maps, about 10 x  14 inches in 
size, showing towns located in first 
and second zones from the place of 
computation (similar to the map 
printed in the Michigan Tradesman 
of Dec. 11). as follows:

500.......... ..........$11.00
1000.......... .......... 13.00
1500.......... .........  15.00
2000.......... .......... 17.00

This includes the making of an en
graved plate about 8 x  10 inches in 
size and the printing at top or bot
tom of plate several lines setting 
forth who is responsible for the dis
tribution of the map. On account of 
the timeliness of the map. due to the 
interest in parcels post at this time, 
no souvenir would be more generally 
appreciated than this.

Tradesman Company 
Grand Rapids, Mich.

G et the F lour  
of P rogress

It would be an admission of 
a lack of progressiveness if we 
had not m a d e  improvements 
every year that we have been 
manufacturing

NEW
PERFECTION

The Faultless Flour
It was good last year—it is vastly better now, and we 

are always ready to adopt any new improvement when 
we are convinced that it improves the quality of New 
Perfection.

It has always been the leader, and we always expect 
to retain that position. A pleasing surprise awaits you if 
you have not had a recent sack of New Perfection.

The retail price is 80c per sack and there is none 
better at any price.

WATSON-HIGGINS MILLING CO.
G R A N D  R A PID S, MICH.
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FR E E  A D V E R TISIN G .

It Is Constantly Given Mail Order 
Houses.

W hat is advertising? W ill you kind
ly go with me to W eb ste r’s diction
ary. H e says advertising  is—“to in
form  or apprise, m aking known 
th rough the press.” Now w hat have 
our dailies, weeklies and m onthlies 
been doing for the mail o rder houses 
during the last five or ten years? M ak
ing them  known through  the press. 
T he mail o rder houses w ant noth ing 
bette r than  the agitation of the press.
I t  is cheap advertising. “A kick is a 
boost.” If it were possible to  in ter
view one hundred patrons of a large 
mail o rder house and ask them , “ How 
did you come to  sta rt to trade with 
th is house? H ow  did you first learn 
of this house?” I think 50 per cent, 
o r m ore of them  would say, “W e 
learned of it th rough  our new spaper 
roasting  the mail o rder house.”

I am well acquainted in one town 
in K ansas w here the editor of the 
weekly is constantly printing som e
th ing  about “Shears and Sawbuck.” 
Do the mail o rder houses get any 
business from  this tow n? You bet 
they do and it is ge tting  heavier every 
week. Ask the freight agent; he can 
give you facts. W hy does this mail 
o rder house reap such a good business 
in this town? Ju s t because they  are 
so well advertised. Do they pay this 
editor? I don’t know. T hey certain 
ly ought to.

So, again, w hat is advertising? Is 
it telling about the o ther fellow or is 
it p u tting  your own nam e and .goods 
before the public? T he N ational Bis
cuit Co., I suppose, would be consider
ed one of the largest (if not the la rg 
est) advertisers in the U nited States. 
T hey  keep before us constan tly ; 
“Uneeda Biscuit.” I t  loom s up every
w here; you can 't get away from  it, 
unless you shut your eyes. H ow  much 
do they say about “T akhom a Bus- 
cuit?” T hey say noth ing about them ; 
they are selling U needas and millions 
of packages of them . They are in 
business for th a t purpose and they 
“a ttend  to  their own business” and 
do no t care w hat the o ther fellow is 
doing. A t this season of the year,, 
when so m any people seek m ilder 
clim ates, you will find many adver
tisem ents by the Illinois C entral Rail
road urg ing  you to take the “Seminole 
Lim ited, to  Sunny Florida. Do they 
say anything about the Chicago and 
E astern  Illinois train , the "D ixie 
F lyer?” No, you bet no t; they w ant 
people to ride on the “Seminole L im 
ited.” And there are the “Gold D usi 
Tw ins.” Everybody know s these 
boys. Do vou see anything in these 
advertisem ents th a t looks like a D utch 
girl “chasing d irt.” W ell I guess 
n o t; they are selling gold dust and 
no t D utch cleanser. T hese th ree com 
panies advertise their own business 
and as a resu lt have plenty of business 
to  do.

Yes, you are alarm ed about the mail 
o rder houses, and well you should be. 
But why no t get at the roo t of the 
m atter and figure out w hat the  tro u 
ble is—get down to brass tacks once. 
Use a little  Common sense. W ould

it be possible for these houses to  do 
the business they  are doing to-day if 
they w ere no t m entioned in a single 
paper in the U nited  S tates for one 
year? T he slump of their business 
would bankrup t some of them . But as 
long as thousands of papers all over 
the country  perisist in keeping them  
before the public at no cost to  them, 
they will thrive and thrive fast, and 
the retail m erchant will have a harder 
pull each year.

D on’t you really  think, taking a 
sensible view of it, th a t it is about tim e 
the retail m erchants of th is country 
woke up to the real situation and took 
"the bull by the horns’ and rem edied 
things? T here  is a rem edy, and th a t 
is why I am w riting  th is article, so 
as to suggest a possible escape from 
the abyss you are approaching. If 
the free space given each m onth to 
these houses were given to the m er
chants, there would be visible results. 
Now don’t understand me, Mr. M er
chant, that this will be enough adver
tising for you; it will not, but it will 
help som e; and a good liberal am ount, 
paid for by you, will b ring  good re
turns. If advertising didn’t pay the 
big fellows would no t use it; it pays 
and they use a lo t of it. W hy do not 
you and your editor m ap out a line 
of advertising  th a t will win? I t  can 
be done. D on’t m ope around and 
brood over the mail order house. R eal
ize the fact th a t there  is about so 
much business in your section of the 
country  for you and you are going 
to get it; and you will get it, too, if 
you go after it and go after it right.

W hy are. so m any sending their 
m oney away after goods, while you 
furnish the goods to them  when they 
have no m oney? You, as well as the 
press, are to blam e for this. I t  can 
be stopped if you go about it in a sys
tem atic way. L et the people know 
w hat you have; m ake your store a t
tractive; of all th ings be kind, cour
teous and obliging. I don 't m ean by 
this to  tru st—th a t is the m ost unkind 
th ing  tha t you can do in a m ultitude 
of cases. T hey  w ant your goods and 
will buy them  if you will let them  
■know w hat you have. D on’t tell about 
Mr. Jones, your com petitor, in your 
advertisem ent, but tell of your own 
values. Keep your nam e before them 
and see to it tha t the editor of your 
local paper doesn’t prin t som ething 
every week about “Shears and Saw- 
buck.” L et him devote his space to 
your tow n, and to you and the goods 
you have to  sell.

Now, really w hen you come to take 
a sensible, com prehensive view of the 
situation, don’t you believe you and 
the editor have been “ B arking up the 
w rong tree?” You certain ly  have been 
"bark ing” the o th er fellow ’s goods and 
no t your own.

M ake a study of advertising, get 
up new ideas and be original. T he ad
vertiser who said the follow ing in his 
local paper was tactfu l: “Dr. H ansen 
was in and bought one of those fancy 
vests. T he doctor know s w hat is sty l
ish. W hen we have our appendix cut 
out we are going to have Dr. H ansen 
cut it for us.” “Senator A nderson came 
in F riday and got a half dozen of 
those long shank collar buttons. W e

are going to vote for the Senator this 
fall.”

A dvertising is an art and you m ust 
be artfu l if you win in this age. If 
you don’t believe in advertising  your
self, then  fo r conscience sake do not 
advertise som eone else; sim ply keep 
still, let the o ther fellow die w ith you, 
don’t build up his business a t the  ex
pense of your own. T h a t is the kind 
of advertising  th a t has been going on 
since the advent of the mail o rder 
house. H ow  long  will it continue? 
T h a t rests w ith you and depends on 
w hether you will wake up to the situ
ation o r let i t .  continue till these 
houses have a grip  on the trade of 
th is country th a t will be hard  to 
loosen. W . M. Davis.

W hat Some Michigan Cities Are 
Doing.

W ritte n  fo r th e  T rad esm an .
Business m en of D urand will m eet, 

eat and talk  M onday n ight, Feb. 10. 
The affair is under auspices of the 
D urand Com m ercial Club.

T he F lin t B oard of Com m erce has 
taken up the question of the paym ent 
of cash fares on passenger tra in s out 
of F lin t in the hope of giving the city 
a be tte r standing with the railroads 
as a revenue producing point and, in
cidentally, ensuring m ore favorable 
consideration  of its claims for im prov
ed railw ay service when occasion aris
es for such dem ands. I t  is sta ted  th a t 
fully 50 per cent, of the passengers 
taking trains out of F lin t do no t pu r
chase tickets,, which m eans th a t half 
’the m oney should be credited to the 
F lin t station is collected as cash fares 
on trains.

T he Pontiac Com m ercial A ssocia
tion has taken larger offices to  accom 
m odate its grow ing m em bership. T he 
A ssociation will also furnish office 
room  for the farm  expert engaged for 
that county.

One of the g rea test pure food show s 
ever held in the S tate is planned in 
connection w ith the S tate G rocers’ 
convention to  be held in F lin t 
February  25 to 27. A lready over 
$1,000 w orth  of floor space has been 
sold to m anufacturers of food p ro 
ducts.

Ionia is going it alone th is year in 
the m atter of farm ers’ institu te  work, 
having voted las t year th a t the p ro
gram m e of talks given by the S tate 
speakers was insipid and no t w orth 
while. T he so-called Chautauqua in
stitu te  will open in Ion ia  F ebruary  10 
and some notable speakers have been 
engaged.

K alam azoo’s auto show will be held 
February  19 to  22.

W ith  the change in schedule of the 
Pere M arquette, Bay City becom es 
the term inal of the D etro it and Toledo 
divisions, instead of Saginaw.

A t a m eeting held in L ansing the 
T ri-S ta te  F o re stry  A ssociation was 
form ed, em bracing Michigan, W is
consin and M innesota. Prof. R. Roth> 
of Ann A rbor, is P resident.

T he Cass technical high school of 
D etro it, which opened last fall, has 
2,072 studen ts enrolled. T he dem and 
for m achine shop w ork has gone be
yond the capacity of the shops and 
the continuation  classes for shop men 
and apprentices are grow ing rapidly.

Tw elve m anufacturing  plants are now 
sending apprentices to  th is school.

M ayor T rue  has stopped all card 
gam es and dice shaking in public 
places at E aton  Rapids.

Plans have been com pleted for the 
new postofrice a t Petoskey and bids 
will be asked for this m onth. T he 
new public building and site will cost 
about $80,000.

T he Lake Shore Com m ercial Club 
will m arch in a body from  Saugatuck 
to D ouglas F ebruary  13, arm ed with 
application blanks for m em bership. 
Saugatuck people do no t w ant all the 
good th ings th a t the Club brings— 
they are w illing to  share with their 
neighbor.

“F rom  St. Joseph, W here Life is 
W orth  L iving” is being used on le t
te r heads by some of the business men 
of tha t city.

Business men of Saline will o rgan 
ize a B oard of Commerce.

Bay City will install a hypochlorite 
w ater purifying p lant a t the E ast side 
pum ping station. T he p lant will have

T he D iam ond  
IT atch C o m p a n y

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

S a f te y  H e a d s . P r o te c te d  T ip s .
1 rise—0 boxes In package, 20 packages la case,

per case 20 gr. lota ........................... $3.85
Leaser quantities ............................................ $8.60

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

per case 20 gr. lets ............................$3.86
Lesser quantities ............................................$$.50

B U L L ’S -E Y E .
1 else—10 boxes In package, 80 packages (360

boxes) is  2H gr. case, par case 20 gr. let $$.36 
Lesser quantities ............................................ $8.60

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

boxes In package, 12 packages (144 boxes) in 5
gross case, per case 20 gr. lots ..............$8.76

Lesser quantities ..............................................$4.00
B A R B E R ’S  R E D  D I A M O N D .

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

Lesser quantities .............................................. $1.70
B L A C K  A N D  W H I T E .

2 size—1 doz. boxes in package, 12 packages Id 
2 gr. case, per case in 20 gr. lota . . .  .$1.80 

Lesser quantities .............................................. $1.96

T H E  G R O C E R ’S  M A T C H .
2 size—Grocers 0 gr. 8 boxes in package, 54 pack

ages in 0 gr. case, per case in 20 gr. lots $5.00
Lesser quantities .............................$6.26
Grocers 4 1-6 gr. 8 box package, 100 packages In 

4 1-8 gr. case, pet case in 20 gr. lo ts ...$3.60 
Lesser quantities .............................................. $3.65

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

in two gross case in 20 gr. l o t s ..........$1.40
Lesser quantities ............................. $1.50

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

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

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

in 8 gr. case, in 20 gr. lota................. $2.40
Lesser quantities ..............................$8.66

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

ages in 6 gr. case, in 20 gr. lota............$4.26
Lesser quantities .............................................$4.60

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

age; red, white and blue heads, 8 boxes in 
flat packages, 100 packages(800 boxes) la 4 1-6 
gr. caae, per case in 20 gr. lo ts .......$8 .$5

Lesser quantities .............................................. $3.60
S A F E T Y  M A T C H E S .

L ig h t  o n ly  o n  b o x .
Bed Top Safety—0 size—1 doz. boxes in package 

60 packages (720 boxes) in 5 gr. case, per
case in 20 gr. lots ...............................$2.60

Lesser quantities ..............................................$2.76
Aluminum Safety, Aluminum Size—1 don. boxes 

in package, 60 packages (720 boxes) in 5
gr. case, per caae in 20 gr. l o t s .......... $1.00

Lassat quantities .............................................. $2.00
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a daily capacity of four m illion gallons 
and will be used only when it becom es 
necessary to  pump river w ater into 
the E ast side mains.

T he S tate B oard of H ealth  has 
placed its o. k. on the w ater supply 
of Holland and w ater from  the new 
well is declared to be perfectly  safe.

A rcadia has secured an overall fac
tory.

T he factory  of the Zeeland O rn a
m ental Co., at Zeeland, which was re
cently dam aged by fire, is being re
built.

T he Com m ercial Club of St. Johns 
have reduced the annual dues from 
$5 to $3 and it is hoped will soon 
has reduced the annual dues from  
The newly elected officers are: P resi
dent, L. A. D ew itt; V ice-President, 
W . 11. V anC onsant; Secretary, V. E. 
S tephens; T reasurer, R. C. D exter.

Dr. Burn, of F lint, who is abroad 
inspecting garbage and sewage dis
posal plants of Germ an cities, is send
ing in teresting  le tte rs to M ayor M ott, 
of F lint, of the th rift and econom ies 
of D eutchland. F lin t aims to estab
lish a model plant for the disposal of 
its waste.

Larium  has installed 1,700 w ater 
m eters and it expected there will be 
a reduction of at least 20 per c5nt. in 
w ater rates within a year.

Sheriff Cruse, of H oughton  county, 
has notified saloon keepers th a t he 
will enforce the Sunday closing law

T he H irth -K rause Co. has installed 
m achinery at its R ockford p lant for 
m aking its own shoe boxes.

T he K alkaska B oard of T rade  is 
g e ttin g  busy on several m atters, in

cluding a farm  expert for the county, 
a Chicago-M ackinaw auto road, and 
the securing of a new industry.

T he Saginaw H um ane Society has 
434 m em bers, an increase of 303 in the 
past year. T he Society favors a State 
law providing for a system  of hum ane 
education, which shall include kind 
trea tm en t to dom estic and wild ani
mals and birds.

T he L ibby P roducts Co., of Chica
go, will build a sa lting  sta tion  at P o rt
land, provided con tracts for at least 
150 acres of cucum bers can be closed 
with farm ers.

Pontiac is talking of building a club 
house for its w orkers, particularly  the 
young men, who spend their nights 
in saloons or pool room s.

The P en tw ater B ooster Club has 
elected the follow ing officers for 1913: 
I’resident, M. D. G irard; Secretary, 
W . E. Lew is; T reasurer, F. W . Fin- 
elver. The executive com m itte includ
es the officers, V. P. W eidensee and
H. P. Chase.

D irectors of the M arshall B oard of 
Com m erce have offered a bonus of 
$500 to the first m an who will estab
lish, own and operate  a first-class 
flour mill in th a t city.

M enom inee will establish a m unicip- 
pal skating  rink. A lm ond Griffen.

Horse Meat in Sausage.
U nsuspecting Chicagoans have been 

eating  horse m eat, according to in
vestiga to rs of the city H ealth  D e
partm ent, which will ask for a war- 
ren t for the a rre st of a Chicago 
sausage m anufacturer.

“Rolling Stone” W ins a Fortune.
I ’ve been a rolling stone. A nd be

fore I was one I had heard a lot 
about the evil effects of being tha t 
particu lar brand of a hum an. But, 
strange though it m ay seem, I ’ve had 
a  lo t of fun out of it, I ’ve found my 
way to  success th rough  it, and had 
I no t been a rolling stone I might 
have am ounted to-day— to exactly 
nothing, w rites A. R. Stone, and con
tinues:

I have been w andering from  place 
to place for a good m any years. I 
guess th a t in m y travels I h it nearly 
every city there w as to be hit, and 
when there w eren’t cities there were 
villages. I would w ork a while and 
then move on. T he traveling  spirit 
was in me, and I did not care to  stick 
long in one place.

Btit for th ree m onths I was in a 
small tow n in O klahom a. T h a t was a 
p re tty  fair am ount of time for me to 
stay  anyw here, an d l had m ade a little 
m oney by trad ing  and selling lumber. 
I guess th a t through  the lucky turns 
th a t had come to me I had $1,500. 1
intended to take a trip  to Europe on 
that, and had m ade all my plans.

W ell, one n ight I was talking of 
tha t to one of my new m ade friends in 
the small town. He looked at me 
with a wink in his eye.

"W ill you tnke a little  tip from 
fa ther?’’ he asked.

"Sure,” I said, "W hat is it?”
“Ju s t th is: there are about ten of 

the business men of this city that are 
going to build a railroad into M usko
gee. I t’ll be a snide affair, as far as 
railroads go, but it will open up all

this country  around here. T he nego
tiations have been secret so far, and 
not even the righ t of way has been 
touched. W hy don’t you try  buying 
a little  land?”

I took the hint, and the next week 
found me spending my $1,500. I 
bought land at $10 and $15 an acre, 
and I bought it w here I really believ
ed the railroad was going to go. I 
w as righ t in my surm ise. Now that 
land is w orth  $100 an acre, o r even 
more. I t  had always been w orth that, 
but it could not be developed p roper
ly w ithout the railroad.

And of course I have made my m on
ey back ten or twelve tim es over. Be
sides, I have a fine little  farm  that is 
tu rn ing  me in enough to live on every 
year and still m aintain ing  good prin 
cipal. A nd I am firmly convinced tha t 
if I had not been the ro lling  stone I 
was tha t I would have accom plished 
nothing. It was th a t roving spirit, 
th a t changing of scenes, tha t running 
into different people and different con
ditions, th a t gave me the acum en to 
pull off the trades th a t gave me the 
$1,500. And it was the fact that I had 
rolled into the tow n th a t gave me the 
tip to buy land. And so I am strong  
for the man who said: “The rolling 
stone gathers no moss, but it requires 
a thunder of a polish.”

W hen you get sho rt of business
getting  ideas, turn  to your trade jo u r
nal instead of s itting  down and la
m enting  your lack of opportunities.

The man with the “W h at’s the use” 
habit of though t will soon get the 
"T here ain’t any use” habit of action.

The Karo Demand is Increasing
Everywhere

Karo sales are jumping. Effective advertising in the magazines, 
newspapers, bill-boards and street cars is proving a powerful sales maker. 
It is influencing millions of housewives to use more Karo than ever— 

telling them about the great food value of Karo, its purity, its nourishment, the energy it supplies 
and what’s all important, its economy.

With the cost of living so high, these Karo facts strike home with double force, they are 
increasing sales quickly.

Karo is the great household syrup—the syrup of known quality and purity—specially whole
some and delicious, and of highest food value.

Your customers know it—they know that the Karo label stands for highest quality, best 
flavor, and full net weight. Stock generously with Karo. It sells quickly, is easy to handle 
and pays a good profit.

Corn Products Refining Company
New York
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Grand Council o f M ichigan U. C. T . 
Grand Counselor—John Q. A dam s, B a t

tle Creek. _  ___ ,
Grand Junior Counselor—B . A. w e lc h , 

K alam azoo. _
Grand P a s t  Counselor—Geo. B. C raa, 

Petoskey. _
Grand Secretary—Fred C. Richter, 

T raverse City.
Grand Treasurer—Joe C. W lttllff, D e- 

Grand Conductor—M. 8 . Brown, S ag i

Grand P age—W . 8 . Law ton. Grand

^Grand Sentinel—F. J. Moutler, D etroit.
Grand Chaplain—C. R- D ye. B attle  

Creek. _
Grand E xecutive C om m ittee—Joh n  D. 

Martin, Grand R apids; A ngus G. M c- 
Eachron, D etroit; Jam es E . Burtless, 
M arquette; J . C. Saunders, Lansing.

Michigan K nights of th e  Grip. 
President—Frank L. D ay, Jackson. 
Secretary and Treasurer—"Wm. J. D ev- 

ereaux. Port Huron. .  _
Director»—H . P. Goppelt, Saginaw;

J. Q. Adam s, B a ttle  Creek: John D. 
Martin, Grand Rapids. __________

W afted Down From Grand Traverse 
Bay.

T raverse City, Feb. 3—T raverse 
City U. C. T. Council enjoyed another 
one of its dancing parties and. while 
the w eather was inclem ent, th irty  
couple braved the storm  to trip  the 
light fantastic. T here  are only three 
m ore of these parties and our series 
will he ended and we should come 
out and dem onstrate  to our com m it
tee th a t we appreciate the ir kind ef
fo rts to hold our parties up to  such 
a high standard. T he com m ittee has 
arranged these parties for us and not 
for them  alone, so le t’s all join hands 
and make them  the usual successes. 
B ro ther W m . Cosgrove, of Saginaw 
Council, a ttended and from  all appear
ances he enjoyed him self to the u t
m ost. Come along. U. C. T .’s and 
your friends. You are all welcome. 
T he next one will be held February  
14.

W e have inform ation sta ting  t h ’ 
H otel E lston , of Charlevoix, will be 
opened to  the public on F ebruary  3, 
a fter being closed for a few m onths, 
ow ing to  the ill health  of Mrs. Noble. 
W e are pleased to be able to  report 
th a t her present condition will allow 
her to take an active part once more. 
She does no t need any in troduction 
to  the boys, as her hostelry  has al
ways been one of the highest standard  
and a good, hom elike place.

U. C. T. assessm ent, No. 115, is 
called and m ust be paid by F ebruary  
24. Say, boys, ge t real busy now and 
sta rt the new year righ t by paying 
righ t away, instead of w aiting  until 
the last m inute and keeping your Sec
re tary  in ho t w ater to  know  w hether 
to suspend you or not. I t  is a duty 
you owe to your family as well as to 
yourself.

Be sure and send in your postal card 
to the Sample Case office or you will 
be short your nex t copy. R em em ber, 
the Suprem e Office pays the subscrip
tion. All you are obliged to  do is to

sign your nam e to the postal card.
No charges w hatsoever.

M. G. M cPhee, of G rand Rapids, 
received a telegram  at the P ark  Place 
here last T hursday  calling him home 
ow ing to the illness of M rs. M cPhee’s 
father. W e extend sym pathy, Mac.

T he Michigan com pensation law will 
benefit traveling  salesm en, as the  ru l
ing of the S tate A ccident B oard would 
indicate that hereafter all traveling 
salesmen, dem onstrato rs and m essen
gers will have to be included, insofar 
as liability is concerned. T here  has 
been much m isunderstanding on this 
point, many em ployers excluding 
salesmen from  their list of em ployes 
on the ground th a t they w'ould not be 
liable for the accidents which happen 
to em ployes while w orking out of the 
State. T h is only goes to show that 
we are being recognized as a class 
and that we will in time have some 
good th ing  in sto re  for us if we keep 
on w orking in united forces. L e t’s 
all push!

O ne of the w orst sto rm s of the sea- 
,son is raging over this te rrito ry  and 
if it keeps up we will experience some 
holdups with the railroads.

T he N ational O ne Cent L e tte r P o st
age A ssociation is placing before the 
public some figures which should be 
of in terest to  every traveler and his 
house, as well as his custom ers. A 
recen t le tte r from  this A ssociation 
says: “W hat do you think of this? 
T he expense of the Postoffice D e
partm ent for the year ending June 30. 
1911, w ere over $237,000,000. Second 
class m ater furnished over 65 per 
cent, of the paid tonnage. T he pub
lishers contributed  less than  $9,000.- 
000 tow ard  th is expense. T he G overn
m ent lost over $66,000,000 in the dis
tribution  of their stuff. T he D epart
m ent received over $18,000,000 for 
postal cards during the same year, the 
w eight of which was about 10,000,000 
pounds, which m eans th a t 10,000,000 
pounds of postal cards paid m ore than 
twice as much revenue as 951,000,000 
pounds of second class m atter. U sers 
of le tte r postage pay a tax  of one cent 
every tim e they use a two cent stam p.”

Now, boys get busy. T he head 
office at Cleveland will supply you 
with all the stam ps you wish free of 
chargf T his stam p to  be used by ap
plying sam e to  all le tte r  heads, but 
not on the envelope. T he stam p is 
m erely to im press all w ith the one 
cent le tte r proposition.

Chas. Perkins, of G rand Rapids, was 
seen in Copemish one day last week. 
C harles repo rts business good.

Fred. Read, of the S tearns H otel, 
Ludington has installed an electric 
player piano for the en tertainm ent of 
his guests. All the guests are suppos

ed to do is to place a nickle in the 
slo t and the m achine does the rest. 
W e appreciate your kindness, Fred.

R em em ber our big annual party  will 
be held Saturday, Feb. 22. D o not 
fo rget it and plan to be w ith us.

H. C. H offm an was surprised last 
Sunday evening by a num ber of the 
boys drop ing  in on him to  rem ind 
him of his 36th b irthday. A pleasant 
evening was spent playing gam es and 
light refreshm ents w ere served. T he 
ooys presen ted  him w ith a hand
some set of brushes. M rs. Hoffm an 
presented  him w ith a U. C. T. ring. 
Everybody reports an evening well 
spent.

Tw o of our m em bers are desirous 
of obtain ing  positions on the road 
and the w riter would appreciate very 
much if any of the b ro thers who 
know' of an opening would com m uni
cate with him.

W m. E. B ennett spent Sunday in 
Scottville.

H. C. H offm an has offered as a  spec
ial prize to each m em ber who obtains 
a new m em ber a regulation U. C. T. 
cap. Said offer to  expire six m onths 
from  date.

Once m ore Bill Love has sprung 
into the lim elight, th is time by cap
tu ring  the special prize of $25 a t the 
poultry  show for a fancy breed of 
Silver Lace W yandotts. Bill is ge t
ting  to be som e fancier.

If you please, after W ednesday 
F ebruary  12 it will read Mr. and Mrs. 
Al. Sorenson, M anistee. L east said, 
soonest m ended. Cigars, please.

Jay  Young, as a rew ard  for selling 
the largest am ount of gloves for the 
National G rocer Co., has received a 
handsom e traveling  bag and we can 
assure you th a t it is a beauty. Jay 
feels as though he is well paid for his 
ex tra  efforts.

T here  seem s to  have arisen som e
w hat of an unpleasant feeling betw een 
our friend, Bill H aw ker, and gen tle
man Nig. Jones, both  conductors on 
the P. M. R. R. Now, to  get to  the 
bottom  of the m atter, it seem s to us 
tha t one m an in th is good old world 
of ours does no t have it over the 
o ther one to  any g reat ex ten t; a t least, 
this is the opinion of the righ t th ink
ing people, and ju st because our friend 
Bill H aw ker is one of those quiet, un
assum ing, conscientious persons and 
realizing th a t the P. M. is in a bad 
way, and having the am bition of the 
receivers of the road at heart, by econ
om izing in having cold bologna served 
in his room  while a t Petoskey, instead 
of being served in the regu lar way at 
the ra te  of $2 per day. W e are all 
w ith you. Bill, and ju st because Nig. 
Jones drives an autom obile and takes 
a three w eeks’ vacation every sum m er 
and has his m eals served w arm  a-la- 
Po-ca-hon-tas-de-bottle style en route, 
he has noth ing over you. Bill has the 
sym pathy of the w hole world. Come 
on, Nig., thaw  out.

F red  C. R ichter.

New s and Gossip of the Grand Rapids 
Boys.

Feb. 3—L ast S aturday n igh t the 
regu lar Council m eeting convened, 
with a good attendance present. 
W alter S. Law ton occupied the Senior 
C ounselor’s chair and John  D. M artin 
acted as Jun io r Counselor. T w o m em 
bers w ere added to  the order, one by 
initiation and Mr. B arker by re-in
sta tem ent. W e had w ith us B ro ther 
A. W . Stevenson, of M uskegon C oun
cil, No. 404. B ro ther Stevenson was 
called on to give the “R ay of H ope” 
lecture. W e wish to  congratu late 
M uskegon Council on having a m em 
ber who can give th is lecture in such 
an able m anner. I t  w as fine.

E dw ard M ann died in D etro it last 
week at the age of 64 years. The 
funeral took place last F riday  a t 2 
o’clock and burial was in Greenwood 
cem etery, D etro it. Mr. M ann was a 
b ro ther to  our Senior Counselor, J. 
H arvey Mann. In behalf of No. 131, 
we wish to extend our deepest sym 
pathy to  B ro ther M ann and family.

T ickets are now on sale for the 
eleventh annual banquet to be held at 
6:30 p. m. on M arch I at the Pantlind  
H otel. A rthu r H. V andenberg  will be 
the main speaker of the evening. The 
com m ittee made no m istake in select
ing Mr. V andenberg. W e know the 
U. C. T .’s and their ladies will be 
well pleased to  hear him.

A good m any tickets w ere bought 
Saturday at the down tow n ticket 
offices. Do th is every Saturday, boys, 
and you will find it a big saving in 
tim e on M onday m orning. T ry  it and 
see for yourselves.

L ast week we m entioned the serious 
illness of B ro ther E. H. Snow ’s father 
in California. W e reg re t to sta te  tha t 
B ro ther Snow did no t reach there  in 
tim e to see his father alive. Funeral 
services and burial w ere in California. 
B ro ther Snow will re tu rn  to  Grand 
Rapids this week. ' All m em bers of 
No. 131 extend their sincere sym pathy 
to B ro ther and Mrs. Snow.

A ttention! All m em bers who have 
not paid assessm ent No. 114 had b e t
ter see to it at once. W e need you 
all as m em bers in good stand ing  and 
you need the protection  for yourselves 
as well as your family.

R em em ber the dancing party  to be 
given next S aturday evening, Feb. 8, 
at H erald hall. All come and bring 
your wives, friends and sw eethearts. 
W hen you go hom e you will say that 
it w as the best tim e you have had for 
a good m any m oons. T u lle r’s orches
tra, the best in the city, will help to 
m ake the evening lively.

W m . D. Bosnian.

W hen a m an tells you th a t his word 
is as good as his bond it doesn’t nec
essarily im ply th a t his bond is any' 
good.

Try It, But Quickly.
B etty  B otter bought some butter. 
“ B ut,” she said, “ this b u tte r’s b itte r; 
If I put it in my batter,
I t  will m ake m y b a tte r  b itter.
But a b it of be tte r bu tte r 
W ill but m ake m y b a tte r b e tte r.” 
So she bought a bit o’ b u tter 
B e tter than  the b itte r butter,
And m ade her b itte r  b a tte r better. 
So ’tw as b e tte r B etty  B otter 
Bought a b it of b e tte r  butter.

T here  is apt to be one o r m ore of 
your friends w ho would be only too 
glad to w rite your obituary.

L ots of people never cast their bread 
on the w aters until it gets so stale 
th a t dogs w on’t eat it.
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Chirpings From the Crickets.
B attle Creek, Feb. 3.—H e saw his 

shadow all right. All you boys who 
drive to country trade can keep you» 
ear lappers on your caps and bir. an
other pair of gloves. You will p rob
ably have a m an to  drive you, too, 
while in the good old sum m er time 
we could or would drive ourselves. 
W hile at this tim e of the year it is 
not p leasant to m ake long country 
drives, there are a lot of fellows who 
do big business w ith the general m er
chant at the cross road store. W e all 
know houses w here the salesm an 
calling on lo ts of small sto res inland, 
are selling m ore goods than  the man 
w orking city sales all the tim e. Con
ditions, of course, are entirely  iiffer- 
ent and the m an who drives has 
larger expense, but in m any ca-es 
his net profits are la rger and collec
tions in some cases are b e tte r  than 
in the cities.

Chas. R. F o ste r entertained  at a so 
cial at U rbandale last week. H is ef
fo rts w ere well received. Charles 
called on Bro. Herbert Ireland, who 
was in the audience, to  sing several 
solos while he (F o s te r) was making 
a change of costumes. Herbert sang 
tw o selections which w ere well r e 
ceived. M ayor S. J. W righ t, who 
was in the audience, was called upon 
for a solo, bu t inasm uch as O rin 
cam e unprepared for a solo and as 
the invitation was extended him to 
sing the g rea ter part of the com pany 
(th ink ing  he was going to  singi 
sta rted  to leave, O rin refused to 
warble, thereby saving the party  from 
breaking up. T he above mentioned 
Mr. W rig h t is the party  who w as re
sponsible for the increase in the price 
of transien t d inners at Dowling.

E very  day you hear the boys say 
they saw it in the T radesm an. T his 
rem ark  show s th a t th is popular trade 
weekly is p re tty  generally  read by 
the travelers.

T he m en who send in w eekly le t
ters from  their respective cities 
should endeavor to rep o rt tim ely top 
ics, harm less jokes and notes th a t 
will be news to the readers. T he 
com m ercial travelers department is 
g e tting  m ore and m ore popular and 
le t us all try  hard  to keep this de
partm en t along the good, clean busi
nesslike lines Mr. Stow e has built 
the o th er departm ents upon. A 
goodly num ber of M ichigan cities 
are now represen ted  in these colum ns 
and m ore are sending in regular to p 
ics from  w eek to week.

You travelers and readers who have 
item s you would like to  have appear 
in th is departm ent, phone or w rite 
the local correspondent. T he le tte r 
goes together p re tty  slow some weeks, 
w hen a fellow has been away all 
week and busy.

D on’t  fo rget to get in touch with 
the w riter of the several le tters, 
which appear regularly  each week if 
you have som ething new sy and in ter
esting, for we all lose if you wi-h- 
hold it.

B attle Creek is going to  have a 
big successful hom e com ing next 
A ugust. T he details are now being 
w orked out. O ur live and good nat- 
ured Counselor, H . W . Ireland, read 
in local papers regard ing  the com ing

event and called upon one of the  ring  
leaders and suggested th a t they  put 
aside a day during  the hom e com ing 
celebration for the traveling  men. 
T he idea m et w ith a ready response 
from  Mr. B utcher, who said he would 
be pleased t>> se t aside a day for the 
travelers. Mr. Ire land  gave Mr. B utch
er the nam es of Jo h n  Q. Adam s,
J. N. R iste and o thers of our execu
tive heads, who, no doubt, will sho rt
ly hear from  Mr. Butcher.

If our Council gets busy and g< es 
to Grand Rapids next June, w earing 
a distinctive garb, we can use the 
same outfit for T ravelers’ Day a t B at
tle Creek's home com ing in A ugust. 
M erely a suggestion.

W e are all going to  Grand R apids 
and going righ t, too, believe tis.

T here  is lo ts of sicknes am ong our 
m en and then  families. Seems to be 
a general condition. Guy Pfanaer,

Late Zephyrs from Cloverland Coun
try.

M arquette, Feb. 4—If there is any 
county in this S tate  tha t needs a tem 
perance crusade which would compel 
all the “old topes” in the county to 
be put high and dry on top of the 
“w ater w agon,” it is G rand T raverse 
county. W e read to-day in our home 
paper th a t in T raverse  City tw o of 
its m inions of the law—its guardians 
of peace, the m en who are supposed 
to pick up the jags off the s tree ts and 
m ercifully and self-respectingly and 
blushingly take them  by way of the 
back stree ts to  the city re frigera to r 
to sober up, two of them  (do you get 
it?) w ithin two weeks past—have 
them selves been arrested  on charges 
of being drunk and disorderly! W hat 
next? W ill we read  in a day or two 
anything about the tria l by ju ry  or 
of the ir escape from  the hands of a 
deputy sheriff while he had a shine 
on? Bad T raverse City!

E ver since we spent our earlier 
days in the stove a rtis ts ’ departm ent 
of a hardw are store, we have been 
giving though t and study— in fact, 
racking our brain—to figure out how 
the w asted heat going up the chimney 
of every wood heating stove could be 
utilized and conserved and so effect 
a g rea t saving in fuel bills. I t is lit
tle we ever though t th a t we would 
find the solution to the problem  in 
an hum ble little  country  general 
store. W e visited Pelkie, in Baraga 
county, a few days ago and discov
ered th a t the m inds of g reat geniuses 
run in the same channel, although far 
rem oved and even unknow n to each 
other, and th a t A lphonse G authier 
now goes on record as a g rea t invent
or. H e has a contrap tion  on his stove 
pipe th a t is a m arvelous creation  in 
a way and, like all o ther g rea t in
ventions, is the essence of sim plicity. 
I t consists sim ply of a 7 to  6 inch 
taper jo in t on the stove, then  a com 
plete circle of 6 inch stove pipe el
bow s on the tw ist, enough to  run the 
pipe uprigh t m aking sim ply a “curl 
on the stove pipe. G reat head, A l
phonse, your fame is com plete and 
your fortune is made!

A. H. Gribble, the hustling  little 
represen tative of the M arshall-W ells 
H ardw are Co., Duluth, has added new 
laurels to  his crow n and is the  proud

possessor of a gold medal engraved 
as follow s: “Individual cham pion
ship p resented  to A. H . Gribble, by 
the P eters C artridge Co., M arshall- 
W ells H ardw are Co. T ournam ent, 
1912. Th e  face side of the emblem 
is a beautiful design of a big le tte r 
“ P ” together w ith a m iniature target. 
Some of his com petitors positively 
assert th a t he put one over on the 
donors by w inning the contest w ith 
W inchester am m unition, but the w rit
er isn’t so sure about this. ,

D. A. Lewis, of Baraboo, W is., 
who has represen ted  the R ochester 
S tam ping Co. faithfully in this te rri
to ry  for m any years, is again on the 
U pper Peninsula te rrito ry  on his 
sem i-annual visit. As usual, he a t
tended the M ethodist church both 
m orning and evening yesterday. He 
is accom panied by E. S. Shepperd, a l
so of Baraboo, who represen ts the 
Robeson Cutlery Co.

J. E. Killalee, represen ting  the 
Cleveland V arnish Co., is in the city 
w orking the trade.

U ra D onald Laird.

K alam azoo T e leg raph-P ress: R e
cently a K alam azoo com m ercial trav 
eler, of th irty  y ears’ experience, was 
neatly  separated  from  $1 by a woman 
at the M ichigan C entral depot. She 
stepped up to the doorkeeper and 
com plained tha t she had lost her 
purse. T ogether they searched, but 
noth ing of the m issing pocketbook 
could be found. Finally, a sho rt time 
before her tra in  left, she took her 
w atch from  her belt and offered it 
to  the train  caller, if he would lend 
her a dollar or two. H e replied that 
he did not have the m oney w ith him, 
and the kind traveling man then chiv
alrously offered to  loan the am ount. 
She offered him her watch, but being 
confident of her honesty he gallantly  
refused to take her timepiece. She 
gave him her address and prom ised 
to send the am ount th a t day. Needless 
to say she has not been heard from 
since, and w hen the com m ercial sales- 

¡ man of th irty  years’ experience looked 
up her address—well, he couldn’t look 
it up, for it w asn’t there.

A B attle  Creek correspondence 
w rites: George York, one of the m ost 
popular and successful traveling men 
on the road, has severed his connec
tion with the firm of B ernstein & 
M eyer, m anufacturers of ladies’ coats, 
w ith w hom  he has been associated for 
the past tw elve years, and will here
after represen t Goldstein & Cooper, 
a large m anufacturing  firm of New 
York. H e has established a display 
room  in the Brunsw ick building, New 
York. H ere he has tw o m odels and 
all the equipm ent for show ing ladies’ 
coats.

A Pontiac correspondent w rites: 
T he H otel H uron, erected on W est 
H uron  stree t by Dr. John  D. Riker, 
form er m ayor of Pontiac, will be 
throw n open to  the public W ednes
day. T he lack of hotel facilities here 
has been heralded far and wide by 
every traveling  m an w ho ever visited 
Pontiac.

Some men work hard trying to ac
complish useless things.

Movements of the Petoskey Boys.
Petoskey, Feb. 3—Owen M cM ahon, 

of the Royal Cigar Co., and bride are 
spending the w inter in F lorida and 
Cuba. T hey expect to  re tu rn  in 
M arch.

W e understand that Lew Campbell, 
of Pellston, has purchased the H otel 
Pellston  and will soon re-open the 
same. T his inform ation will please 
the boys who make Pellston.

L. B. B urch has engaged in the 
grocery  trade at B rutus. H e pu r
chased his stock from  the Petoskey 
G rocery Co.

W . L. M cM anus, Jr., p roprie to r of 
the Cushm an H ouse, and daughter, 
are taking an extended trip  through 
the W est. T hey expect to be gone 
several weeks.

T he A. F ochtm an D epartm ent 
S tore is rem odeling the Clifton H ouse 
for store purposes. W hen com pleted 
it will have considerably m ore floor 
space.

E. O. C ounter, salesm an Tor Beech
er, Peck & Lewis, and a m em ber 
of Cadillac Council, No. 143, of D e
tro it, No. 143, of D etro it, is about to 
m ake his home in Petoskey. W e wel
come you, b ro ther. ,

Chas. C. Ham ill, who has covered 
this te rrito ry  for the S. & S. Packing 
Co., has been transferred  to  Bay 
City. T he best w ishes of No. 235 
go with him. T. J. Bailey.

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

Buffalo, Feb. 5— Cream ery b u tte r 
fresh, 31@36c; dairy, 22@27; poor to 
good, all kinds, 20@24c.

Cheese— Fancy, 17(5)17)4; choice, 16 
(5)16^; poor to  com m on 10@15c.

Eggs—Choice, fresh, candled, 25@ 
20c; cold storage, candled, 18@2'j«..

P ou ltry  (live)—Turkeys. lS@21c; 
cox, ll@ 12c; fowls, 15@17c; springs 
15(5*17; ducks, 17@19c; geese, 15(5) 
10c Poultry  dressed, turkeys, 20(5) 
25; ducks, 18@21c; geese, 15(5}16c; 
chicks, 15@lSc; fowls, 15@17.

Beans— Red kidney, $2.25@2.50; 
w hite kidney, new $3.25; medium, new 
$2.40@2.45; narrow , new $3.25; pea, 
new $2.40@2.45.

P o tatoes—55@60c per bu.

Go Thou and Do Likewise.
G rand Rapids, Feb. 4—Going out 

on the tra in  M onday m orning, I se
cured the application of Val. Cryder 
for m em bership to  the U. C. T . Now, 
boys, if we will each get one m em ber 
betw een now and M arch 1 we will 
have som e class. Get busy. I t  is 
easy to  get them , if you will give it 
a little  of your time.

W m . D. Bosnian.

A H illsdale correspondent w rites: 
H illsdale Council, U. C. T., and their 
families spent an enjoyable evening at 
the Council room s Saturday evening. 
A fter a five course banquet, which was 
served at 6:30, P ast G rand Counselor 
A. T. L incoln gave an address, after 
which the H illsdale Council C oncert 
Co., consisting  of W . H. Jones, “m agi
c ian ;” M iss E lsie Lincoln, pianist; 
Miss Shirley Rigdon, reader; Miss 
L eta V eeder, solist and Miss M yra 
B urch m onologist, en tertained  the 
audience.

mailto:2.25@2.50
mailto:2.40@2.45
mailto:2.40@2.45
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Michigan Board of Pharmacy. 
P re s id e n t—John  J . Cam pbell, P igeon. 
S ec re ta ry —W . E . Collins, Owosso. 
T re a su re r—E dw in  T. Boden, B ay  C ity. 
O th e r M em bers—E . E . F au lk n e r, Del- 

to n ;  Ed. J .  Rodgers, Port H uron .
J a n u a ry  m ee ting—D etro it.
M arch  m eeting—Grand Rapids.

Michigan State Pharmaceutical Associa
tion.

President—H enry Riechel, Grand Rap
ids. _

F irst V ice-P resident—F. U. Thatcher, 
Ravenna. _  _

Second V ice-P resid en t—E. E . Miller, 
Traverse City. . „  .

Secretary—Von W . F u m iss, N ashville. 
Treasurer—Ed. Varnum, Jonesville. 
E xecutive C om m ittee—D. D. Alton, 

Frem ont; Ed. W. Austin» Midland; C.
S. Koon, M uskegon; R. W . Cochrane, 
Kalamazoo; D. G. Look, Lowell; Grant 
Stevens, D e tr o it ._______

Michigan Pharm aceutical T ravelers’ As
sociation.

President—F. W . Kerr, D etroit. 
Secretary-T reasurer—W . S. Law ton, 

Grand Rapids.

Grand Rapids Drug Club. 
President—W m. C. K irchgessner. 
V ice-P resident—E. D. De La Mater. 
Secretary and Treasurer—w m . H.

T ibbs. __  _ , ,E xecutive C om m ittee—W m . Quigley, 
C h a irm an ; Henry  R iechel, Theron Forbes.

Some R easons by D ruggists W ho 
H ave “Made Good.”

“W hy did I succeed?”
T he little  m an who repeated  the 

question smiled a t his questioner with 
a tw inkle in his blue eyes.

"P erhaps it was in spite of m yself.” 
“ You don 't really believe that, said 

the scribe.
“W ell, I ’ll tell you,” said the little 

man, whom, for w ant of a be tte r name 
we will call D ruggist N um ber One. 
“ I do not believe m en win by travel
ing exactly the same route. I don’t 
think there is any form ula for success 
in the retail d rug business. W e m ust 
all plan our w ork to the best of our 
ability, but even th a t doesn’t am ount 
to  anything if we don 't w ork our 
plan.”

T he scribe nodded and D ruggist 
N um ber One continued:

"Ju st the same I know —at least I 
think I know—w here my strong  
points are, and if th a t’s w hat you 
mean, I'm  willing to go into details.

“1 come of a family of apothecaries. 
My father had a pharm acy in the old 
country  and I learned the business 
there. I learned it well, too. My fa
ther was a m ost thorough m an and 
instilled thoroughness am ong my first 
lessons.

“E very th ing  I have ever done has 
been done thoroughly . I know many 
men w ho are quicker than  I, but not 
one who is m ore thorough. W hen I 
set up in business in this same spot— 
nineteen years ago—I w ent over the 
ground carefully to  be sure I had th t 
location I w anted. R ight around the 
corner are the city car barns. I se
cured the trade of m any of the em 
ployes. I t  was the logical place, as 
m ine was the only drug store  in this 
part of tow n at th a t ime. T he city

grew fast. T he people who settled 
out here w ere a substantial class— 
largely G erm ans like myself. I w ork
ed to win their confidence. I succeed
ed largely because I guaranteed  sa tis
faction with every sale.

“ I have a reputation  am ong the 
m erchants in th is part of town for 
holding my trade. I do it because, 
no m atter w hat is dem anded, if it is 
at all reasonable, the custom er gets 
his way. I carry  no goods I can not 
guarantee. I lose some sales on ac
count of not having the unreliable 
m eichandise, but it isn’t a very desir
able trade and the loss is m ore than 
offset by the g rea ter confidence in 
purchases made here.

“Once a year I have a 20 per cent. 
Reduction Sale on sundries to clean 
out hang-overs from  the past year. 
T his generally takes place in February  
when th ings are a little  slow. People 
hereabouts have come to  look for it 
because they know  my regu lar prices 
are good values and w ith 20 per cent, 
knocked off they are  bargains.

“All this m ay no t sound like much 
of a recipe for success but it is about 
all there  was to success in my case.
I located in a g row ing section, a t a 
psychological time. I m ade tho rough
ness my w atchw ord and unadulterated  
satisfaction my guarantee. T here  you 
have it all in a capsule. O ne th ing  I 
m ight add: I am no t afraid to dele
gate  my work. I do no t allow m yself 
to  he tied down by detail. L ast m onth 
I took my fam ily and toured  the state 
for tw o weeks. Yes, I have driven a 
car for four years. I left the sto re  in 
charge of my bookkeeper and head 
clerk who is a young wom an of tw en
ty-four, w ith m ore sense than  many 
men twice her age. She has been 
with me eight years and know s the 
business alm ost as well as I.”

“You im pute your success to fate, 
luck or happenstance, it seem s to me,” 
observed the scribe.

“N ot a bit of it,” replied D ruggist 
N um ber One. “W as it chance th a t I 
looked the ground over so carefully 
before locating? Is it chance th a t I 
guarantee satisfaction? My dear 
friend, success is no m ushroom . M ost
ly it is an oak. Real success is the re 
sult of a constan t procession of con
sistent acts.”

“R ight,” said the scribe and he 
made this en try  in his notebook:

“Success is the resu lt of a constant 
procession of consistent acts.”

T hen  he carefully underlined the 
last w ord bu t one. ,

Lime Sulphur for Trees.
T he proportion  of lime and sulphur 

is a m atte r of som e indifference. T he 
m ixture obtained is sulphide of lime, 
and if an excess of lime is used it 
simply rem ains undissolved in the 
m ixture and adds to  the w hitew ash
ing character of the application. T oo 
m uch lime is d istinctly  objectionable, 
how ever, because of the g rea ter dif
ficulty of spraying and harder w ear 
on the pum p and nozzles. T he fo rm 
ula here given is substantially  the 
one which has been h ith erto  recom 
m ended by the Bureau, reduced to  the 
45 or 50 gallons basis, or the capacity 
of the ord inary  kerosene barrel com 
m only used in its preparation  by the 
steam  m ethod.

U nslaked Lime ................... 20 lbs.
F low ers of Sulphur ..........  15 lbs.
W ater to  m ake . . . .  40 to  50 gals.
T he flowers of sulphur, although re 

quiring som ew hat longer cooking, 
seem s to m ake a b e tte r w ash than 
ground sulphur, bu t the la tte r  m ay be 
em ployed. Some lime of good qual
ity should be secured and slaked in 
a small quan tity  of w ater, say one- 
th ird  the full dilution. T he sulphur, 
previously m ixed up into a stiff paste, 
should be added a t once to  the 
slaked lime, and the whole m ixture 
boiled for a t least one hour, either 
in an iron kettle over a fire out of 
doors o r in barre ls by steam . P ro 
longed boiling increases the percen t
age of the h igher sulphides, bu t the 
practical end is obtained by boiling 
for the tim e indicated. In  the p ro 
cess of m aking, the color changes from  
yellow to  the clear b row n of sulphide 
of lime, except for the  excess of lime 
floating in it. A fter an hour’s boiling 
the full quantity  of cold w ater can 
be added, and the m ix ture should then 
be p rom ptly  applied in o rder to  get 
its full stren g th  before the  h igher su l
phides are lost by cooling and crys
tallizing out. In  transfe rrin g  to  the 
spray tank it should be passed 
th rough  an iron screen or strainer, 
and the tank  itself should be p ro 
vided w ith an effective agita tor.

T he em ploye who is honest enough 
to try  his best to  earn  his pay will be 
apt to  find th a t before long he will be 
getting  larger pay.

Anti- Freezing Solution for Automo
biles.

T here  are th ree  anti-freezing agen
cies generally  used in the cooling w at
er of car m otors—calcium chloride, 
glycerin and alcohol (bo th  wood and 
denatured)— each of w hich is effec
tive, bu t there  is a w ell-founded pref
erence fo r alcohol solutions, because 
alcohol will no t dam age the m etals 
of the w ater jacket o r the w ate r c o n 
nections, and it has practically  no 
fault, excepting  a  tendency to  evapor
ate quickly. T he o th er so lu tions also 
have som e advantages, and each user 
m ay in a m easure consult his person 
al preferences in the  selection of a 
cooling agency. H ow ever, a solution 
of calcium  chloride is a very  effective 
cooling agent, bu t unless the  chem i
cally pure sa lt is used there is danger 
of corrosion  of the m etal w ith which 
it com es in contact. A solu tion  of 
five pounds of calcium  chloride to 
each gallon of w ater will no t freeze 
a t any tem pera tu re  above 35 deg. F. 
A m ore convenient w ay to  p repare 
the  so lu tion  is to  first m ake a satu
rated  solution of the  calcium  chloride

and w ater; th a t is, m ix w ith a quan
tity of w ater w arm ed to 60 deg. F. 
all the calcium chloride the w ater will 
com pletely dissolve and use equal 
p arts of th is sa tu rated  solution and 
pure w ater in the cooling system  of 
the m otor. If  chem ically pure cal
cium chloride is used no trouble will 
result from  this solution.

Glycerin w orks sa tisfactorily  as a 
cooling agent and as it will not crys
tallize in the w ater jacket it is p ref
erable in th is respect to  calcium chlo
ride; it has the fu rther m erit of not 
requiring  any renewal during the sea
son, as it does not evaporate. I t  is 
therefore only necessary to add w ater 
to replace th a t which exaporates from  
the m ixture. T he m ain fault ascribed 
to glycerin is its tendency to  soften 
hose connections. Equal p a rts  of 
glycerin and w ater are  used. In  us
ing a glycerin solution care should he 
taken to thoroughly  cleanse the jack 
ets of any residue of crystals from 
calcium chloride solutions previously 
used, as this residue will thicken and 
cloud the glycerin solution.

Alcohol seem s to  be the best from 
several poin ts of view, and as denat
ured alcohol can now be obtained for 
about 50 cents a gallon its price is 
no longer against it. M ixtures of one- 
quarter alcohol and th ree-quarters 
w ater will w ithstand  freezing at 0 deg. 
F .; m ixtures of 3Ri p arts  alcohol and 
6J4 parts w ater freeze a t 15 deg. F .; 
m ix tures of 4 p a rts  alcohol and 6 
p arts w ater a t 25 deg. F. ,

In  addition to  these s tra ig h t m ix
tures of w ater and one anti-freezing 
elem ent there are several com binations 
of th ree or m ore elem ents, such as 1-5 
alcohol, 1-5 glycerin  and 3-5 w ater, 
or 4 parts w ater, 3 parts potassium  
carbonate and 2 p arts glycerin, etc.

Corn Cure in Salve F orm  
T he base should be of such consist

ence th a t it will rem ain w here it is 
pu t instead of diffusing itself w here 
it is no t w anted. F o r th is reason  a 
base com posed of resin, beesw ax and 
tallow  is preferable to petro latum  in 
such products. Lanolin form s an ex
cellent base on account of its pene
tra tin g  p roperties, but is open to  the 
sam e objection as petro latum , i. e.,
its tendency to spread over the ad ja
cent tissues w hen softened by the 
heat of the body.

1. T allow  .............................. 6 ozs.
Resin .................................3 ozs.
Salicylic Acid .............. l% ozs.

M elt the tallow  and resin  together 
and incorporate  the  salicylic acid
while cooling. ,

2. Lanolin  ...............................1 lb.
Salicylic A c i d .................... 1 oz.

Mix well.
3. W hite  P etro la tum  . . . .  1 lb.

Salicylic A c i d ............2 ozs.
Chloride of Z i n c ..... 2 drs.
Carbolic Acid ..............  1 dr.

Oil of B ergam ont E nough to  Scent.
Mix to  a sm ooth salve.
4. Salicylic Acid ............... 1 oz.

Simple C erate ..............  4 ozs.
Mix well.
T h is is to be applied to  the corn on 

a piece of cloth every n igh t for th ree 
or four nights, then  follow w ith a hot 
foo t ba th  w hen the corn m ay be 
picked out.
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WHOLESALE DRUG PRICE CURRENT
Acids

A cetic ..................... 6 @ 8
Boric ....................... 10 @ 15
Carbolic ................ 24 @ 28
Citric ..................... 45 @' 50
M uriatic ............... 1%@. 5
N itric ..................... 5%@ 10
Oxalic .................... .13 @ 16
Sulphuric ........... 1%@ 5
T artaric ............... . 38® 42

Ammonia
W ater 26 deg. . . 6%@ 10
W ater 18 deg. .. 4%@ 8
W ater 14 de~. . . 3%@ 6
Carbonate ............ .13 @ 16
Chloride .............. 12 @ 15

Balsams
Copaiba ................ 70® 75
Fir (Canada) . . 1 00
Fir (Oregon) . . . . 25® 35
Peru ....................... 2 20® 2 40
Tolu ..................... 1 25@1 40

Berries
Cubeb ..................... 65® 75
Fish  ....................... 15® 20
Juniper ................. 6® 10
Priekley A sh . . . 40® 60

Barks
C assia (ordinary) 25
C assia (Saigon) 65® 76
Elm  (powd. 25c) 25® 30
Sassafras (pow. 30c) @ 25 
Soap (powd. 25c) @ 15

Cubebs ................. @4 50
E rig ero n  ...................  @2 50
E ucalyptus . , . .  75® 85
Hemlock, pure . .  @1 00
Juniper Berries @1 25
Juniper W ood .. 40® 50 
Lard, extra  . . . .  85@1 00
Lard, N o. 1 ......... 75® 90
Lavender Flow ers @4 00
Lavender Garden 85@1 00
Lemon ................  4 00@4 50
Linseed, boiled bbl @ 50
Linseed, boiled le ss  54@ 58
Linseed, raw bbls. @ 49
Linseed, raw le ss  53 @ 57
M ustard, true . .4  50@6 00 
M ustard, artifi’l 2 75@3 00
N eatsfoot ............. 80® 85
Olive, pure ........... 2 50@3 50
Olive, M alaga,

yellow  ........... 1 60@1 76
Olive, M alaga,

green ........... 1 60@1 65
Orange, sw eet . .4 00® 4 50 
Organum, pure 1 25 @1 50 
Origanum, com ’l 50® 75
Pennyroyal .........2 25 @2 50
Pepperm int ............  @3 75
Rose, pure . . .  16 00@18 00
Rosem ary Flow ers 90@1 66 
Sandalwood, E . I. 6 25@6 50 
Sassafras, true . 80® 90
Sassafras, artifl'l 45® 50
Spearm int ........  6 00@6 50
Sperm ................... 90@1 00
T an sy  ..................  4 75 @5 00
Tar, U SP  ..........  25® 35
Turpentine, bbls. @50%
Turpentine, le ss 55® 60 
W intergreen, true @5 00
W intergreen, sw eet

birch ..........  2 00@2 25
W intergreen, art’l 50@ 60
W orm seed ........  @6 00
W ormwood ......... @8 00

D igita lis ............... @ 60
Gentian ............... & (0
Ginger ............  & 60
Gualac ................... @ 60
Gualac Ammon. @ 70
Iodine .......  @1 00
Iodine, C olorless @1 25
Ipecac ................... @ 76
Iron, d o  ............  @ 60
K ino ....................... @ 75
Myrrh ................... @ 60
N ux V om ica ___  @ 50
Opium ....... @2 00
Opium Camph. . .  @ 7 5
Opium, Deodorz’d @2 25
Rhubarb ............... @ 75

Paints
Lead, red, dry 7%@ 10 
Lead, w hite dry 7%@ 10 
Lead, w hite oil 7%@ 10
Ochre, yellow  bbl 1 @ 1% 
Ochre, yellow  less 2 @ 5
P u tty  ............... 2%@ 5
Red V enetian  bbl 1 @ 1% 
Red V en et’n, le ss 2 5
Shaker, Prepared 1 50@1 60 
Vermillion, Eng. 90@1 66
Vermillion, Amer. 15® 20
W hiting, bbl. . . . 1® 1%W hiting ............ 2 <§ 5

Insecticides
A rsenic ............... 10
Blue Vltrol, bbl. 
Blue Vitrol le ss

f i | |

7®
6%

10
Bordeaux M ix P st 8® 16
Hellebore, w hite  

powdered . . . 15® 20
Insect Pow der . . 20® 35
Lead A rsenate . . 8® 16
L im e & Sulphur 

Solution, gal 15®. 25
Paris Green . . . . 15® 20

E xtracts
L icorice ............... 24@ 28
Licorice powdered 25 @ 30

Flowers
Arnica ................... 18@ 25
Cham om ile (Ger.) 25@ 35 
Chamomile (R om .) 40@ 50

Gums
A cacia, 1st ......... 40@ 50
A cacia, 2nd . . . .  35@i 40
A cacia, 3d ........... 30@ 35
A cacia, Sorts . .  @ 2 0
A cacia, Pow dered 35 @ 40 
A loes (Barb. Pow ) 22@ 25 
A loes (Cape P ow ) 20@> 25 
A loes (Soc. Pow d.) 40@ 50
A safoetida ......... 1 00 @1 25
A safoetida, Powd.

Pure ............... @1 50
U. S. P. Pow d. @2 00

Camphor ............. 65 @ 60
Gualac ................... 35@. 40
Gualac, Powdered 40 @: 60
Kino .......................  @ 40
Kino, P ow d ered .. ® 46
Myrrh ................... @ 40
Myrrh, Pow dered @ 60
O p iu m ..................... 7 60@7 75
Opium, Pow d. . . 8 76@9 00
Opium, Gran. . . 8 75@9 00
Shellac ................... 25® 30
Shellac, Bleached 30® 35
Tragacanth . . . . 1 00@1 25
Tragacanth, P ew 60 @ 75
Turpentine ........... 10® 15

Leaves
Buchu ................. 1 85® 2 00
Buchu, Pow d. . . .2 00@2 26
Sage, bulk ........... 18® 25
Sage, %s Loose 20® 25
Sage, Powdered 25® 30
Senna, A lex.......... 25® 30
Senna, T lnn. . . 15® 20
Senna, T inn, Pow. 20® 25
U va Ural ............ 10® 15

Oil*
Almonds, B itter,

true ............... 6 00@6 50
Almond, B itter,

artifilcial . . . @1 75
Almonds, Sw eet,

tru e ................ 80@1 00
Almond, Sw eet,

im itation  . . 40® 50
Amber, crude . . 25® 30
Amber rectified . 40® 60
A n i s e ................... 2 00@2 25
Bergam ot ........... @8 00
C&Jeput ................. @ 75
C assia ................. 1 60@1 75
Castor, bbls. and

cans ............. 12% @ 15
Cedar L eaf . . . .  @ 85
Citronella ............. @ 60
C loves ................... 1 76 @2 00
Cocoanut .............  18 @ 20
Cod L iv e r ........... 1 00@1 25
Cotton Seed . . . .  70® 86
Croton ................... 0 1  60

Potassium
B icarbonate . . . .  15@ 18
B ichrom ate ......... 13® 16
Brom ide ............... 40® 60
Carbonate ..........  12® 15
Chlorate, x ta l and

powdered . . .  12@ 16
Chlorate, granular 16® 20
C yanide ............... 30® 40
Iodide ................. 2 85 @2 90
Perm anganate . .  15@ 30
P russla te yellow  36® 35 
Prussiate, red . .  56@ 60
Sulphate ..............  15® 26

Roots
A lkanet ............... 15 @ 20
Blood, powdered 26® 25
Calamus ..................35 @ 46
Elecam pane, powd l5@ 26 
Gentian, p o w d ... 12® 15 
Ginger, African,

powdered . . .  15® 20
Ginger, Jam aica  20® 25 
Ginger, Jam aica,

powdered . . .  22® 28
Goldenseal, powd. @6 56 
Ipecac, powd. . .  2 75®3 00
Licorice ............. 12® 15
Licorice, powd. 12® 15
Orris, powdered 25® 80
Poke, powdered 20@ 25
Rhubarb ............... 75@1 00
Rhubarb, powd. 75 @1 25
R osinw eed, powd. 26® 36 
Sarsaparilla, Hond.

ground ........... @ 50
Sarsaparilla M exican,

ground ........... 25® 30
Squills ................... 20® 26
Squills, powdered 40® 60 
Tum eric, powd. 12® 15
V alerian, powd. 25® 30

Seeds
A nise ................... 15 i
A nise, powdered 22(j
Bird, Is  .............  7<¡
Canary .................  6 (
C araw ay  ............. 12(
C a rd a m o n ........... 1 60<
Celery ..................  351
Coriander ............. 101
D ill .........................  18<
Fennell ...................
F lax  .........................  4i
F lax, ground . . . .  4<
Foenugreek, pow. 6(
H em p ...................  61
Lobelia .................
M ustard, yellow  9i
Mustard, black . .  9
M ustard, powd. 261
Poppy ...................  15l
Quince ...................
R ape ................... 61
Sabanilla ........... 26i
Sabadllla, powd. 85i
Sunflower ........... 6(
W orm A m erican 15i
W orm  L e v a n t . .  40i

Tinctures
A conite ................. @ 60
A loes ..................... @ 60
A rnica ................... $> 60
A safoetid a ............. « i l  00
Belladonna ........ <> 60
B ensoin  ............... 70
Benzoin Compound V  75
Buchu ................... «1 90
Cantharadies . . . <• 76
Capsicum ............. <1 60
Cardamon ........... <> 75
Cardamon, Comp. «1 75
Catechu ............... « i 60
Cinchona ............. «1 60
Colchicum ........... <1 60
Cubebs ................. W  75

M iscellaneous
Acetanalid ......... 30® 35
Alum ................... 3® 5
Alum, powdered and

ground ........
B ism uth Subnl-

5® 7
trate ............ 2 10@2 26

Borax x ta l or
powdered . . 6® 12

C antharadies powd. @1 25
Calomel ............... 1 25 @1 35
C apsicum  .......... 20® 25
Carmine ............ @3 50
C assia Buds . . . @ 40
Cloves ................. 25® 30
Chalk Prepared . .  6@ 8 %
Chalk Precip itated  7®  10
Chloroform ......... 38® 48
Chloral H ydrate 1 25 @1 45
Cocaine ................  4 15@4 35
Cocoa Butter . . .  50® 60 
Corks, list, le ss 70% 
Copperas bbls cw t @ 85 
Copperas, le ss  . .  2® 5
Copperas, Powd. 4® 6
Corrosive Sublm. 1 25@1 40 
Cream Tartar . .  28® 35
Cuttlebone ......... 25® 35
D extrine ............... 7®  10
D over’s Pow der 2 00® 2 25 
Em ery, a ll N os. 6® 10 
Em ery, powdered 5@ 8
Epsom  Salts, bbls @ 1% 
Epsom  Salts, le ss 2%@ 5
Ergot ...................  1 50@1 75
Ergot, powdered 1 80 @2 00
Flake W hite ........... 12@ 15
Form aldehyde lb. 12® 15
G am bler ............... 6@' 10
Gelatine ............. 35@ 45
Glassware, full cases 80% 
G lassware, less 70 & 10% 
Glauber Salts bbl. @ 1% 
Glauber Salts le ss  2@ 6
Glue, brown . . .  11® 15
Glue, brown grd 10® 15
Glue, w hite ___  15® 25
Glue, w hite grd 15® 26
Glycerine ..............  21 @ 30
H ops ................... 50® 80
Indigo ................. 85@1 00
Iodine ................. 3 75 @4 00
Iodoform ........... 4 80® 5 00
Lead A cetate  . . .  12® 18 
Lycopdium . . . .  60® 75
Mace ................... 80® 90
M ace, powdered 96® 1 06
M e n th o l ........... 18 00@14 00
M ercury ............. 85® 90
Morphine, all brd 4 55@4 80 
N ux V om ica . . . .  @ 16
N ux V om ica pow @ 16 
Pepper, black pow 20® 25 
Pepper, w h ite . .  25® 35
Pitch , Burgundy 10® 15
Q uassia ............... 10® 15
Quinine, all brds 21%@31% 
R ochelle S a lts  20® 26 
Saccharine . . . .  2 00@2 20
Salt P e ter  ........... 7%@ 12
Seldlltz M ixture 20® 25 
Soap, green . . . .  15® 20 
Soap, m ott castile  10® 15 
Soap, w hite castile

case ............... @6 25
Soap, w hite castile

le ss  per bar . .  @ 6 8
Soda A sh ......... 1%@ 5
Soda B icarbonate 1%@ 6
Soda, Sal ............... 1® 4
Spirit Camphoe . .  @ 7 5
Spirit C ologne . .2  76@3 00 
Sulphur roll . . . .  2%@ 6
Sulphur Subl. 6
Tam arinds ......... 10® 15
T artar E m etic  . .  40® 50 
Turpentine V enice 40® 50 
V anlla E xt. pure 1 00 0 1  60 
W itch  H azel . . . .  6501  60 
Z in s Sulphate . . .  7 0  I t

Our Home—Corner Oakes and Commerce

Our sundry salesmen are now on the road with a line of 
staple druggist sundries, stationery, blank books and sporting 
goods. Please reserve your orders for them.

Grand Rapids. HAZELTINE & PERKINS DRUG CO.

FOOTE & JENKS’ ;COLEMAN’S " ( b r a n d )

Terpeneiess Lem on and  «»a**» V anilla
Insist on getting Coleman’s Extracts from your jobbing grocer, or mail order direct to

FO O TE & JENK S, Jackson, Mich.

“AMERICAN BEAUTY” Display Case No. 412-one 
jL \ .  of more than one hundred m odels of Show Case, 
Shelving and Display Fixtures designed by the Grand 
Rapids Show Case Company for displaying all kinds
o f goods, and adopted by the m ost progressive stores o f Am erica.

G R A N D  RAPIDS SH O W  CASE CO., Grand Rapids, M ichigan 
T he Largest Show  Case and Store Equipment Plant in the World 

Show Rooms and Factories: N ew  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 Rapidi, Mich.
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G RO CERY P R IC E  C U R R E N T
These quotations are carefully corrected weekly, w ithin six hours of mailing, 

and are intended to be correct a t tim e of going to press. Prices, however, are 
¿able to change a t any time, and country m erchants will have their orders filled a t 
m arket prices a t date of purchase.

A D V A N C ED D E C L IN E D

Beef— Boneless Candy
Hams—Boiled Vinegar
Hams—Skinned
Olives
Pork— Barreled
Syrup—Corn

Index to Markets
By Columns

A m m o n ia ........................... î
A xle Grease ..................  1

Baked B ean s ................. *
Bath  Brick ..................... f
B luing ...............................  i
B reakfast Food ............. *
Broom s ............................. «
Brushes .............................  r
B utter Color ................... 1

C andles  ................... ,  i
Canned Goods ............... 1 i
Carbon Oils ................... *
Catsup ...............................  £
C heese ...............................  ,
Chewing Gum ............... "
Chicory ............  2
Chocolate .........................  ,
C lothes L ines ............... 2
Cocoa ................   o
Cocoanut ...........................  2
Coffee ................................. 5
Confections .....................  J
Cracked W h eat ........ • • R ’
Crackers .......................
Cream -

s  .......................-  5. 6
Tartar ............... 0

Dried Fruits ................... 6
F

farinaceous Goods • • • ®
Fishing Tackle ........... ‘
Flavoring E xtracts . . .  *
Flour and Feed ............. •
Fruit Jars .....................  0

.Celatine .........................  5
Crain B ags ....................... °

derbs   o
Hides and P e lts  ........... 8
H orse R adish  ............... 8

Jelly  ..............
Jelly  G lasses

M
Mapleine ...........................  2
Mince M eat ...................  8
M olasses ...........................  8
M ustard .............................  8

N

O lives

Pickles
P ipes

AMMONIA
Doz.

12 oz. ovals  2 doz. box 75 
AXLE GREASE 

F ra z e r ’s
lib .  wood boxes, 4 doz. 3 00 
lib . tin  boxes, 3 doz. 2 35 
3% lb. tin  boxes. 2 doz. 4 25 
101b. pails , p e r  doz. . .6  00 
151b: pails, p e r  doz. . .7  20 
251b. palls , p e r  doz. ..12  00 

BAKED BEANS 
No. 1. p e r  doz. .. .4 5 ©  90
No. 2, p e r  doz.......... 75@1 40
No. 3, per doz. __85@1 75

BATH BRICK
English ........................... 95

BLUING
Jennings’.

Condensed Pearl Bluing  
Sm all C P  Bluing, doz. 45 
Large, C P  Bluing, doz. 75 

BREAKFAST FOODS 
Apetlzo, B iscu its  . . • . . 3  00 
Bear Food, P ettijoh ns 1 95 
Cracked W heat, 24-2 2 50
Cream of W heat, 36-2 4 50 
Cream of R ye 24-2 . .  .3 00
E gg-O -See W h eat -----2 75
P osts T oasties, T.

No. 2 ........................... 2 80
P osts T oasties, T.

N o. 3 ........................... 2 §0
Farinose, 24 - i ............... 2 70
Grape N u ts  ................... 2 70
Grape Sugar F lakes . .  2 50 
Sugar Corn F lakes . .  2 60 
H ardy W h eat Food . .  2 25 
P ostm a’s  D utch Cook 2 75
Holland R u s k ............... 3 20
K ellogg’s  Toasted  Rice

B iscu it ....................... 3 30
K ellogg’s  Toasted  Rice

Flakes ......................... 2 80
K ellogg's Toasted  W heat

B iscu it . ..................... § 30
Krlnkle Corn Flake . .1 7 5  
M ap l-W h eat F lakes,

2 doz..................................2 70
M ap l-W h eat F lak es,

3 doz..................................2 80
M apl-C orn F lak e s  ----- 2 80
Minn. W h eat Cereal 3 76
A lgrain Food ............... 4 25
R alston W h eat Food  
R alston W ht Food 10c 
Saxon W h eat Food . . .  
Shred W h eat B iscu it
Triscult, 18 ...............••
P illsbury’s  B est C er l 
P ost Tavern Special 
Quaker Puffed R ice . 
Quaker Puffed W h eat 2 85 
Quaker B rkfst B iscu it 1 90 
Quaker Corn F lakes . .1  75 
V ictor C om  F lakes . .2  20 
W ashington Crisps . . . 1  86
W heat H earts ............... 1 90
W heatena ......................... 4 50
Evapor’d Sugar Corn • •

BROOMS
Parlor ...............................  J ®®
Jew el ...............................  * o?W inner .........    * 25
W h ittier Special ........  4 65

.2 45

1 50
2 35

4 60
1 45
2 50
3 60 
1 80
4 25 
2 80 
4 25

Clams
Little N eck, lib . @1 00
L ittle N eck, 21b. @1 60

Clam Bouillon
Burnham ’s, % p t............2 25
Burnham ’s, p ts ......................3 75
Burnham ’s  q ts........................7 60

Corn
Fair ....................... 75(g) 90
Good ..................... 1 0001  10
Fancy ..................  @1 30

French Peas 
Monbadon (N atural)

per doz..................
Gooseberries

No. 2, Fair ..............
No. 2, Fancy ..........

Hominy
Standard ........................... 85

Lobster
% lb. ................................. 2 50
1 lb .............................................. 4 25
P icn ic Tails ..................... 2 76

Mackerel
Mustard, l ib ......................1 80
Mustard. 21b......................2 80
S'oused, l% Ib.................... 1 60
Soused, 21b.....................  2 75
Tom ato, l ib ........................1 60
Tom ato, 21b....................... 2 80

Mushrooms
H otels ................... ©  15
Buttons, %s . . . .  @ 1 4
Buttons, Is  ......... @ 25

Oysters
Cove, l ib ................  9 9 0
Cove, 21b................1 6 0 0

Plums
Plum s . . . .  ........... 990 1  36

Pears In Syrup 
No. 3 cans, per doz. . .1  59 

Peas
M arrowfat ........  @1 15
E arly June ......... ©1 25
E arly June sifted  1 45 @1 65 

Peaches
P ie ......................... 90©1 26
No. 10 size  can pie ©3 25 

Pineapple
Grated ................. 1 75©2 10
Sliced ................... 90O> 60

Pumpkin
Fair ......................... 80
Good ......................... 90
F an cy  ....................... 1 00
Gallon ....................... 2 15

Raspberries
Standard ............... O

Salmon
W arrens, 1 lb. Tall 
W arrens, 1 lb. P la t 
Red A laska . . . . 1 6 5  
Pink A laska . . . . 1  35 

Sardines 
D om estic, %s

.2 80 

.2 40 
91 75 
?1 45

2 76
D om estic, % M ustard 2 76 
D om estic, % M ustard 06%  

7014  
. . . .1 8 0 2 3

i i  IFancy W hisk ............. 1 25P otash  ..................... a
Provisions ....................... *

n ic e  ..................................... i
RoUed O ats ........................  »

8
Salad D r e s s in g ..................  J
Saleratus ............................. J
Sal Soda ..............................  ;
Salt ......................................... *
S a lt F ish  ............................. *
Seeds .................................
Shoe B lacking ............. }J{
Snuff .................................

Spices ..................................  ix
Starch ...............................
Syrups .................................. “

No.
No.
No.

No.
No.
No.
No.

Table S auces ..........
Tea. .................
Tobacco ...............11»
T w ine .........................

V inegar

12.
W icklng .............................  J*
W oodenware ................... J®
W rapping P aper .........  14

T oast Oaks

W arehouse ................... 4 00
BR USH ES

Scrub
Solid Back, 8 in. ...........  75
Solid Back, 11 in ..........  95
Pointed Ends ..............  *5

Stove
1   99
2 ................................ 1 25
1 .................................1 75

Shoe
t  .................................1 99
7 .............................1 30

4 .................................1 70
3 .............................. 1 90
BUTTER COLOR

Dandelion, 26c size  . .2  00 
CANDLES

Pamafflne, 6s ..............  10
Paraffine, 12s .............. 10
W icklng ..................  20

C ANNED GOODS 
Apples

31b. Standards . . .  @ 90
Gallon ................ 2 5002 76

Blackberries
2 tb .......................  1 6001 90
Standards gallons 0 5  00 

Beans
Baked .......... .. 8601 80
Red Kidney . . . .  850 95
String .................... 7001 15
W ax .....................  7501 25

Blueberries
S tandard  .......................  If®i a i i m  ......... .................... I  76

French,
French,

Dunbar,
Dunbar,

Fair . . .  
Good . 
F ancy

%s 
%s
Shrimps

1st doz ...........1 30
l% s doz............ 2 35
Succstash

....................... 99
...................................  1 29
.................  1 260 1  49
Straw berries

Standard ................. 95
F ancy .....................  2 25

Tom atoes
Good ...........................
Fancy .......................
No. 10 .......................

CARBON OILS 
Barrels

Perfection ...........
D. S. Gasoline . . . .
Gas M achine . . . .
Deodor’d N ap’a . . .
Cylinder ............  29
Engine ............... 16
Black, w inter . .  8

CATSUP
Snider’s  p in ts ............. 2 25
Snider’s  % p i n t s .........1 36

CHEESE
Acme .......................
Bloom ingdale . . . .
Carson C i t y .........
H opkins ...............
R iverside .............
Brick .....................
Leiden ...................
Lim burger ...........
P ineapple ......... 40
Edam
Sap Sago ...........
S w iss, dom asti*

1 15 
1 85 
8 60

© u%
©19%
@27%
lbl9
©34%
0 2 2©10
0 1 9
018%
0 1 8
©18
©18
0 1 9
0 1 5
0 1 9
0 6 0
0 8 5
0 2 2
# 1 3

CHEW ING GUM.
Adams B lack Jack  . . .  55
Adams Sappota ............. 55
Beem an’s  Pepsin  ......... 55
Chiclets ........................... 1 26
Colgan V iolet Chips . .  60
Colgan Mint Chips . . . .  60
D entyne ......................... 1 10
F lag Spruce ................... 55
Juicy Fruit ..................... 55
Red Robin .......................  55
Sen Sen (Jars 80 pkgs,

32.20) .........................  55
Spearm int, W rigleys . .  65
Spearm int. 5 box Jars 2 75 
Spearm int, 3 box jars 1 65
Trunk Spruce ............... 55
Yucatan .............................  55
Zeno ................................. 55

5 boxes one kind, 3c per 
box less.

CHICORY
Bulk ................................... 5
Red .....................................  7
E agle ......................... ... 5
Franck’s ........................... 7
Scheuer’s .........................  6
Red Standards ..........  1 60
W hite ...............................  1 60

CHOCOLATE 
W alter Baker & Co.

German’s  S w eet .............  22
Premium ...........................  32
Caracas ...............................  23
H ershey’s  Almond 5c . .  85 
H ershey’s  Milk, 5c . . . .  85 

W alter M. Low ney Co.
Prem ium , % s ......................29
Prem ium , %s ...................  29

CLOTHES LINE
per doz.

No. 40 Tw isted  Cotton 95 
No. 50 T w isted  Cotton 1 30 
No. 60 T w isted  C otton 1 70 
No. 80 T w isted  C otton 2 00 
No. 60 Braided Cotton 1 00 
No. 60 Braided Cotton 1 25 
No. 60 Braided Cotton 1 85 
No. 80 Braided Cotton 2 25
No. 50 Sash Cord ........ 1 75
No. 60 Sash C o r d .........2 00
No. 60 Jute .....................  80
N o. 72 Ju te .....................1 00
N o. 61 S isa l ...................  85

Galvanized W ire 
N o. 20, each 100ft. long 1 90 
N o. 19, each  100ft. long 2 10 

COCOA
Baker’s  .........................  37
Cleveland .........................  41
Colonial, %s ...................  35
Colonial, %s ...................  38
Epps .................................  42
H ershey’s  %’s  ............... 30
H ershey’s, %s ............... 28
H uyler .............................  J*
Low ney, %s ................... J |
Low ney, %s ...................  33
Low ney, % s .....................  33
Low ney, 5 lb. can s . . . .  33
Van H outen, %s -------  12
Van H outen, %b ............. 18
Van H outen, % s ............. 86
V an H outen, Is  ............  65
W an -E ta  .........................  36
W ebb ...............................  88
W ilber, %s .....................  88
W ilber, %s ................... 38

COCOANUT 
D unham 's per lb.

%s, 61b. case ............. 80
%s, 51b. c a s e ...............  29
%s, 151b. case ........... 29
%s, 151b. ca se  .........  28
Is, 151b. case ...........  27
%s & rts 151b. rase 28
Scalloped Gem s ......... 19
%s & %s p ails  
Bulk,
Bulk,

C O FFEES, ROASTED  
Rio

Common .........................  19
F air .................................  19%
Cholco ...........................  29 ’
F an cy  ........................• 21
Peaberry ....................... *3

Santos
Common ....................... 8#
Fair ..................................... *0%
Choice .............................  21
F an cy  ...........................  23
Peaberry .......................  28

Maracaibo
Fair ................................. »4
Cholco ...........................  26

Mexican
Cholco .............................. 26
F ancy ...........................  26

Guatem ala
Fair ...................................  26
F ancy ...............................  28

Java
Private Qrowth . .26030
M andling ..................... 31035
Aukola .........................  10032

Mo oh a _____
Short Bean ................. ^*§21
Long Bean ................... 24025
H . L. O. G....................26028

Bogota
Flair .......................  *4
F ancy .........................    *».
nocchange Market, Steady  
Spot M arket, Strong  

Package
N ew  York B asis

Arbuckle .......................  24 75
Lion ......................    24 50

M cLaughlin's X X X X  
M cLaughlin’s  X X X X  sold  

to  retailers only. M ail all 
orders direct to  W . F. 
M cLaughlin *  Co., C hica
go-

E xtract
Holland, % gro boxes 95
Felix , % gross .............1 15
H um m el’s foil, % gro. 85 
H um m el’s  tin , % gro. 1 43 

CONFECTIONS  
S tick  Candy Pails

Standard ............................  8
Standard H  H  ................  8
Standard T w ist ............. 9

C ases
Jumbo, 32 Tb .................. 8%
E xtra H  H  ..................... 11
Boston Cream ............... 14
B ig Stick, 30 lb case . .8% 

Mixed Candy
Grocers ...............................6%
X  L  O ...............................7
Special ................................10
Conserve ...........................  8%
Royal .................................  8
Ribbon ............................... 14
Broken .............................  8%
Cut Loaf ......................... 9%
Leader .............................  8%
K indergarten ................... 11
French Cream ............... 9
Hand Made Creams ..17  
Prem io Cream m ixed 14 
Paris Cream Bon Bons 10 

Fancy— In Palls
Gypsy H earts .................14
Coco Bon Bons .......... 14
Fudge Squares .............14
P eanut Squares ........... 17
Sugiaired P eanu ts . . . . 1 2
Salted P eanu ts ...........12
Starlight K isses  ...........13
Lozenges, plain ........... 10%
Champion C hocolate . .  11 
Eclipse Chocolates . . .1 4  
Eureka Chocolates . . .1 6  
Champion Gum D rops 10
A nise Squares ...............10

-Lem on Sours ............... 10
Im perials .........................10

Cream Bon Bons 12

S w eet Goode
A nim als ......................... 10
A rm ada C akes ........... 8
A tlantics ......................... u
A tlantics A ssorted . . . .  12 
A vena Fruit Cakes . . .1 2  
Bonnie Doon Cookies 10
B onnie L a ss ie s  ............ io
B rittle  F in g e rs  .............io
B um ble Bee ............... xo
Cameo B iscu it, cans . .25 
Cameo B iscu it A sstd

cans .......................
Cameo B iscu it Choco

late, cans . .................25
C artw heels A ssorted  . .  8%
C ecelia B iscu it .............i s
C hocolate  Bar, cans ..1 8
Chocolate D r o p s .............17
Chocolate Drp C enters 16 
Choc. H on ey F ingers 16 
C hoco late  R o se ttes , cn 20 
Circle H oney Cookies 12

25

C racknels 12
Crackermeal ................. g
C rystal R osettes ........... 20
Cocoanut Taffy Ban 13 
Cocoanut Drops . . . . . . 1 2
Cocoanut M acaroons 18 
Cocanut Hon. F ingers 12 
Cocoanut H on. Jum b’s  12 
ri°S ee £ a,kes- P lain . .1 1  Coffee Cakes, Iced . . .  12
C rum pe ts  ..........................1«
D iana M arshm allow

C akes .........................  ,g
D inner B iscu it . .  25

Ital. Cream Bon Bons 12 D om estic&£C a k °skleS "
Golden W affles ............. 14 Eventide F ln rcrs......... i s *Red R ose Gum Drops 10 Rxtrn w in »  ■§?

p alls  ........... 14%
barrels ........... 12%

Red R ose Gum D rops 10
A uto K isses ...................14
Coffy Toffy .....................14
M olasses M int K isses 12 

Fancy— In Mb. Boxes 
Old Fashioned M olas

ses  K isses 101b. bx. 1 30
Orange Jellies ........... 60
Lemon Sours ............. 60
Old Fashioned H ore-

hound drops ........... 60
Pepperm int D rops . .  70 
Champion Choc Drops 60 
H . M. Choc. L t. and

Dark, N o. 1 2 ........... 1 10
B itter  S w eets, a s ’td 1 25 
B rilliant Gums, Crys. 60 
A. A. Licorice Drops 90 
L osenges, printed . . .  95
Lozenges, plain ----- 69
Im perials ..................... 65
M ottoes .........................  65
G. M. P eanu t Bar . .  60
H and M ade Crms 80090
Cream W afers ............. 65
String Rock ................... 70
W intergreen Berries . 60 

Pop Corn
Cracker Jack  ............. 3 25
G iggles, fie pkg. cs. 3 59
Oh My 100s ................. 3 50

Cough D rops
Putnam  M enthal . . . . 1  99
Sm ith  B ros..................... 1 25

N U TS—W hole 
Almonds, Tarragona 18 
Almonds, D rake . . . .  17
Almonds, California

soft s h e l l ...............
Brazils ................. 0 1 2
Filberts .................  0 1 5
Cal. N o. 1 ...............
W alnuts s f t  shell 17%©18 
W alnuts, Marbot . .  0 1 6
Table nuts, fan cy . .  ©16 
P ecans, medium  . .  0 1 5  
Pecans, ex. la r g e .. 0 1 6  
H ickory N uts, per bu.

Ohio .........................  2 00
C ocoanuts .....................
C hestnuts, N ew  York

State, per bu..........
Shelled  

Spanish P eanu ts  
Pecan  H alves . . . .
W alnut H alves ..
F ilbert M eats . .
A licante Alm onds 
Jordan Alm onds 

Peanuts  
F ancy H  P  Suns

R oasted  ...............
Choice, raw , H . P. Jum 

bo.............................  0  6%
C R A C K E D  W H E A T

Bulk .............................  3%
24 21b. p kgs..................... 2 50

CRACKERS
N ational B iscu it Company 

Brands 
Butter

E xcelsior B u tters . . . .  8
N . B. C. Sq. bbl. 7 bx. 6% 
Seym our, Rd. bbl. 7 bx. 6% 

Soda
N . B. C. b o x e s ...............6%
Prem ium  .........................  7%
S elect ...............................  8%
Saratoga F lakes ...........13
Zephyrette .......................13
S a ltln es ...........................  13

(Form erly Zephyrette  
Salted)
O yster

N . B . C. Picn ic boxes 6%
Gem, boxes .....................  9%
SheU ...................................  *

8%

8%© 9 
©70 
0 3 5  
0 3 0  
0 4 5

E xtra W ine B iscu it . .  10
Fam ily Cookies ............... 8%
Fig Cake A ssorted  . . . .1 2
F ig  N ew tons ...................u
Fluted Cocoanut Bar ! . 11
Frosted Creams .............8 %
Frosted Ginger Cookie 8%
Fruit Lunch. I c e d .........10
Gala Sugar Cakes . . . .  8 %
Ginger Gems ................... 8 %
Ginger Gems, Iced . . . .  9%
Graham Crackers ........  g
Ginger Snaps Fam ily . .  8% 
Ginger Snaps N  B. C

Round ..................... g
Ginger Snaps N . B .’ fc”

Square ...........................
H. H. Cookies, Sugar’

Plain  ........................ g
H. H. Cookies, Sugar’

Iced ........................  9
H. H . Cookies, M olasses

Iced ........................ 9
Household Cookies g 
H ousehold Cookies, Iced 9 
H ousehold Cookies,

M olasses, P lain  . . . .  8
Hippodrome B ar . . . .  12 
H oney F ingers A s. Ice 12 
H oney Jum bles Cocoa-

nut, A ssorted  ............  12
H oney Jum bles. P la in .. 12
H oney F lakes ...............  14
Im perial ...........................  g u
Jack  F rost Gems .........8
Jennie ........................... .. g i4
Jubilee M ixed ................. 10
Kream  K lips ................. 25
Lady F ingers Sponge 30 
Leap Year Jum bles ..18  
Lem on B iscu it Square 8 %
Lemon T hins ................. 17
Lemon W afers ............. 17
Lemona .............................
Mace Cakes .....................  8
Mandalay .......................  10
Mary A nn .......................  g u
M arshm allow Coffee

Cake ...........................  13
M arshm allow W alnuts 18
Medora ...........................  8
M olasses Fruit Cookies

Iced ..................................11
Mottled Squares ......... 10
N. B. C. H oney Cakes

Iced ...............................  12
Oatmeal Crackers . . . .  9
Orange Gem s ................. 8%
Orange Sponge Layer

Cakes ...........................  20
Penny A ssorted  ............. 8%
Peanut Gems ................... $
Picn ic M ixed ................. 11%
Pilot Bread ..................  7
Pineapple C akes ........... 16
Pretzels, H and Made . .  9
Pretzels, Medley ......... 10
Pretzellettes, H and Md 9 
P retzelettes, Mac. Md 8
R aisin Cookies ............... 10
R aisin Gems ................l i
Raspberry C akes ......... 18
R everes A ssorted . . . .  15 
R ittenhouse Fruit

B iscu it ..........................  12
Royal Lunch ...............  8
Royal T oast . ............... 8
Rube .................................  8%
Sea Foam  B i s c u i t .........18
ftp iced Currant Cakes 10 
Spiced Ginger Cakes . .  9 
Spiced Ginger Cks led  10
Sugar F i n g e r s ............... 12
Sugar Crimp ................... 8%
Sugar Squares, large

or sm all .......................  9
Sultana Fruit B iscu it 16 
Sunnyslde Jum bles . .  .10
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Superba ...........................  8%
Triumph Cakes ............ 16
Vanilla W afers .............17
W afer Jum bles cam: 18 
W averly .......................  10

In-er Seal Goods
per doz.

Albert B iscu it ...............1 00
A nim als .............................1 00
Arrowroot B iscu it . . . . 1  00
Baronet B iscu it .......... 1 00
Brem m er’s B utter

W afers .........................1 00
Cameo B iscu it ...............1 50
C heese Sandwich ........ 1 00
Chocolate W afers . . .  .1 00 
Cocoanut D ain ties . . . . 1  00
D inner B iscu its  .............1 50
Excelsior Butters . . . . 1  00 
F au st O yster Crackers 1 00
F ig  N ew ton  ...................1 00
F ive  O’clock Tea .........1 00
Frotana ........................... 1 00
Ginger Snaps, N . B. C. 1 00 
Graham Crackers, Red

Label, 10c size  .........1 00
Graham Crackers, Red

Label, 5c size  ..........  50
Lemon S*naps ................  50
Oatm eal Crackers . . . 1 0 0  
Old T im e Sugar Cook. 1 00
Oval Salt B iscu it ........ 1 00
O ysterettes ..................... 50
Prem ium  Sodas . . . . . .  1 oo
Pretzelettes, Hd. Md. 1 00
Royal T oast .................. J 00
Rykon B iscu it .............. 1 00
Saltine B iscu it ...............1 00
Saratoga F lakes .......... 1 50
Social T ea  B iscu it . . . . 1  00
Sultana Fruit B iscu it 1 50 
Soda Crackers N  B C 1 00 
Soda C rackers Select 1 00
S. S. B u tter Crackers 1 50 
U needa B iscu it . . . . . . .  50
U needa Jinjer W ayfer 1 00 
U needa Lunch B iscu it 50
Vanilla W afers .......... 1 00
W ater Thin B iscu it . .1 00 
Zu Zu Ginger Snaps . .  50 
Zwieback ....................... ’ 00

Other Package Goods 
Barnum ’s A nim als —  50
C hocolate Tokens ----- 2 50
Am erican B eau ty

Ginger SMaps ..........  2 50
B utter Crackers. NBC  

fam ily package . .  2 50
Soda Crackers, NBC

fam ily  package -----  2 50
Fruit Cake ..................... 3 00
C racker M eal ............  • <5
In Special Tin Packages.

Per doz.
F estino ........................... J 50
M inaret W afers ........... 1 00
N abisco, 25c ................... 2 50
Nalbisco, 10c ................... 1 00
Champagne W afer . . . . 2  50 

P er tin in bulk
Sorbetto ......................... 1 00
N abisco ...........................  J 75
F estino  ......................... 1 50
B en t’s W ater Crackers 1 40

CREAM TARTAR
Barrels or drums ......... 33
B oxes .................................  34
Square Cans ................  36
F ancy caddies ............  41

DRIED FRUITS  
Apples

Evapor’ed, Choice bulk 6% 
Evapor'ed, F ancy pkg. 7%

Apricots
California ............... 12@14

Citron
Corsican ......................... 15

Currants
Imp'd 1 lb. pkg............  9%
Imported, bulk ..............  9%

Muirs1—Choice, 25 lb. b 9 
Muirs—F ancy. 25 lb. b 10 
F ancy, Peeled , 25 lb. 18 

Peel
Lemon, A m erican . . . .  12% 
Orange, A m erican ....1 2 %  

R aisins
Cluster, 20 cartons . . . . 2  25 
Loose M uscatels 3 Cr 5% 
Loose M uscatels 4 Cr 6 
L. M. S’eeded, 1 lb. 7@7% 

California Prunes  
90-100 251b1. b o x es ..@  6 
80- 90 251b. b o x e s ..®  6% 
70- 80 251b. b o x e s ..®  7 
60- 70 251b. b o x e s ..®  7% 
60- 60 25tb. b o x e s .. @ 8 
40- 50 251b. b o x e s ..®  9 

FARINACEOUS GOODS 
Beans

California L im a ........... 7%
Michigan L im a ............  6
Med. Hand Picked . . . . 2  45
Brown H o l la n d ............  1 75

Farina
25 1 lb. packages . . . . 1  50
Bulk, per 100 lb s ...........4 00

Original Holland Rusk  
Packed 12 rolls to container  
3 containers (36) rolls 2 85 
5 containers (60) rolls 4 75 

Hominy
Pearl, 100 lb. sack ___ 2 00
Maccaroni and Vermicelli 
D om estic, 10 lb. box . .  60
Imported, 25 lb. box . .  2 50 

Pearl Barley
Chester ........................... 3 00
Em pire ........................... 3 75

Reas
Green, W isconsin , bu. 2 30
Green, Scotch, bu...........2 25
Split, lb ................................ 6

Sago
E ast India .......................  5
German, sack s ............. 5
German, broken pkg.

Tapioca
Flake, 100 lb. sack s ..5  
i'earl, 130 lb. sack s ..5
Pearl, 36 p kgs................ 2 25
M inute, 36 pkgs.............. 2 75

FISHING TACKLE
% to 1 in .........................  6
1% to  2 in .........................  7
1% to  2 In.........................  9
1% to  2 in ......................... 11
2 in. ...................................15
3 in ........................................ 20

Cotton Lines
No. 1, 10 f e e t .................  5
No. 2, 15 feet ................. 7
No. 3, 15 f e e t .................  9
No. 4, 15 f e e t ..................10
No. 5, 15 fee t ................. 11
No. 6, 15 fee t ................. 12
No. 7, 15 f e e t ................... 15
No. 8, 15 f e e t ................... 18
No. 9, 15 feet ................. 20

Linen Lines
Sm all ................................... 20
Medium ............................. 26
Large ................................... 34

Poles
Bamboo, 14 ft., per doz. 55 
Bamboo, 16 ft., per doz. 60 
Bamboo, 18 ft., per doz. 80
FLAVORING EXTRACTS  

Jennings D C Brand 
Terpeneless E xtract Lemon  
No. 1 F  box, per doz. 75 
No. 2 F  box, per doz. 90 
No. 4 F  B ox, per doz. 1 75 
No. 3 Taper, per doz. 1 75 
2 oz. F lat, F  M per dz. 1 50 
E xtract M exican V anilla  

Jennings D C Brand 
No. 1 F  Box, per doz. 90 
No. 2 F  Box, per doz. 1 25 
. .o . 4 F  Box, per doz. 2 25 
No. 3 Taper, per doz. 2 00 
2 oz. F la t F  M per dz. 2 00

FLOUR AND FEED  
Grand R apids Grain & 

M illing Co.
W inter W heat

Purity P a ten t ........... 5 7#
Jeal of M innesota . . .  4 75
Sunburst ....................... 4 75
W izard Flour ............... 5 40
W izard Graham ........  5 60
Wi*urd Gran. M eal . .4  40 
W izard Buckw heat . .  6 00
Rye ................................... 4 40

V alley City M illing Co.
L ily W h tie ..................... 5 90
L ight L oaf ................... 5 30
Graham ...........................  2 40
Granena H ealth  ........... 2 50
Gran. Meal ....................... 1 60
Bolted Med. . . . < ............. 1 60

V oigt M illing Co.
Graham ........................... 4 60
V oigt’s  Crescent . . . .  5 50 
V oigt’s F louroigt . . . .  5 50
Voigt's H ygien ic ........  4 60
V oigt's Royal ............... 5 90
W atson-H iggin s M illing Co.
Perfection  Flour ........  5 50
Tip Top Flour ............. 5 10
Golden Sheaf Flour . .  4 80 
Marshall’s B est Flour 4 85 

W orden Grocer Co.
Quaker, paper ..............  5 40
Quaker, cloth ............... 5 50
Quaker B uckw heat bbl 5 40 

K ansas Hard W heat 
W orden Grocer Co. 

Am erican E agle, %s . .5 20 
Am erican Eagle, %s . .5 10 
A m erican E agle, %s . .5 00 

Spring W heat.
Roy Baker

Golden Horn, fam ily  . .4  75 
Golden Horn, bakers . .  4 65
W isconsin  R ye ...............3 75

Judson Grocer Co.
Ceresota, %s ................... 5 50
C eresota, %s ............... 5 70
C eresota, %s ................. 5 60

W orden Grocer Co. 
W ingold, %s cloth  . . . . 5  50 
W ingold, %s cloth  . .  .5 40 
W ingold, %s cloth  . . . . 5  30 
W ingold, %s paper . . . 5  35 
W ingold, %s paper . . . 5  30 
Blakers’ P a t e n t ............... 5 15

W yk es & Co.
S leepy E ye, %s cloth 5 85 
Sleepy Eye, %s cloth 5 75 
Sleepy E ye, %s cloth 5 65 
Sleepy Eye, %s paper 5 65 
Sleepy Eye, %s paper 5 65 

Meal
Bolted .............................  4 20
Golden Granulated . . .  4 40 

W heat
Red .................................  1 10
W hite ...............................  1 10

Oats
M ichigan carlots ........... 36
L ess than carlots __  38

Corn
Carlots .............................  52
L ess than carlots . . . .  66

Hay
C arlots .........................  13 00

L ess than carlots . . . . 1 5  00 
Feed.

Street Car F eed .................. 33
N o. 1 C om  k  Oat Feed .33
Cracked corn .....................32
Coarse com  m ea l.............. 32

FRUIT JARS  
Mason, pts., per gro. 4 00 
Mason, qts., per gro. 4 40 
Mason, % gal. per gro. 6 75 
Mason, can *ops, gro. 1 40 

GELATINE
Cox’s, 1 doz. large . . . 1  75 
Cox’s, 1 doz. sm all . . .  1 00 
K nox’s  Sparkling, doz. 1 25 
K nox’s  Sparkling, gr. 14 00 
K nox’s  Acidu’d. doz. .1 25
N elson ’s  .........................  1 5 0
Oxford ...............................  75
Plym outh Rock, Fhos. 1 25 
Plym outh Rock, P lain  90 

GRAIN BAGS
Broad G auge ................... I t
A m oskeag ......................... 19

HERBS
Sage ...............................  15
H ops .................................  15
Laurel L eaves ............... 15
Senna L eaves ............... 25

HIDES A ND PELTS  
Hides

Green, No. 1 .....................11%
Green, No. 2 .....................10%
Cured, No. 1 .................... 13
Cured, No. 2 ....................12
Calfskin, green, No. 1 15 
Calfskin, green, N o. 2 13% 
Calfskin, cured, No. 1 16 
Calfskin, cured, No. 2 14%

Pelts
Old W ool ............  @ 30
Lam bs ................... 50® 1 00
Shearlings ..........  50@1 00

Tallow
No. 1 ......................  @ 6
No. 2 ....................... @ 4

Wool
U nw ashed, med. @ 20
U nw ashed, fine @ 15

HORSE RADISH  
Per doz.............................. 90

JELLY
51b. pails, per doz. . .2  20

151b pails, per pail ----- 48
301b pails, per pail ----- 90

JELLY  GLASSES  
% pt. in bbls, per doz. 15 
% pt. in bbls., per doz. 16 
8 oz. capped in bbls, 

per doz............................... 18
M APLEINE

2 oz. bottles, per doz. 3 00
MINCE MEAT 

Per case .........................2 85
MOLASSES 

N ew  Orleans
F ancy Open K ettle  . .  42
Choice .............................  35
Good ...................................  22
Fair ................................... 20

H alf barrels 2c extra
MUSTARD

% lb. 6 lb . box .........  16
OLIVES

Bulk, 1 gal. kegs 1 15@1 25
Bulk, 2 gal. kegs 1 10®1 20
Bulk, 5 gal. k egs 1 00@1 15
Stuffed, 5 oz..............  90
Stuffed, 8 oz.......................1 35
Stuffed, 14 oz....................2 25
P itted  (n ot stuffed)

14 oz..............................2 25
Manzanilla, 8 oz .........  90
Lunch, 10 oz....................1 35
Lunch, 16 oz....................2 25
Queen, M ammoth, 19

oz................................  4 25
Queen, M ammoth, 28

oz.................................  5 75
Olive Chow, 2 doz. cs,

per doz.....................  2 25
PICKLES

Medium
Barrels, 1,200 count . .7  75 
H alf bbls., 600 count 4 38
5 gallon kegs ................. 2 00

Small
Barrels ......................... 9 50
H alf barrels ............... 5 25
5 gallon  k egs ......... 3 00

Gherkins
Barrels ........................... 14 5^
H alf barrels ..............  7 75
5 gallon kegs ...............

S w eet Small
Barrels .........................  14 5#
H alf barrels ............... 8 00
5 gallon kegs ............... 3 25

PIPES
Clay, No. 216, per box 1 75 
Clay, T. D., full count 60 
Cob ..................................... 90

PLAYING CARDS 
No. 90, Steam boat . . . .  75
No. 15, R ival, assorted  1 25 
No. 20, Rover, enam ’d 1 50
No. 572, Special ........... 1 75
No. 98 Golf, satin  fin. 2 00
No. 808, B icycle ........... 2 00
No. 632, T ou m ’t w h ist 2 25

POTASH
Babbitt s  ....................... 4 0«

PROVISIONS  
Barreled Pork 

Clear Back . .  22 00® 23 00

Short Cut Clear 19 50@20 00
Bean ................  17 50@18 00
Brisket, Clear 22 00®22 50
P ig  ................................. 23 00
Clear Fam ily  ..........  26 0#

Dry S alt Meats 
S P  B ellies ...................13

Lard
Pure in  tierces . .11%@12 
Compound Lard . .8%@ 8% 
80 lb. tubs . . . .a d v a n c e  % 
60 lb. tubs . . . .a d v a n c e  % 
50 lb. tin s . . . .a d v a n c e  % 
20 lb. pails . . . .a d v a n c e  % 
10 lb. pails . . . .a d v a ilc e  %

5 lb. pails . . . .a d v a n c e  1
8 lb. p a i l s ___ advance 1

Smoked Meat*
H am s, 12 lb. av. 15%@16
H am s, 14 lb. av . 15 @15%
H am s, 16 lb. av . 14%lt>15
Ham s, 18 lb. av. 14%@15
Skinned H am s ..16  ®16% 
H am , dried b eef

se ts  ....................  20 @20%
California H am s 11 @11%
Picn ic Boiled H am s ■ -15 
Boiled H am s . . . .2 4  @24%
Minced H am  ...12% @ 13 
Bacon ....................  16 @16%

Sausages
Bologna ............... 9%@10
Liver ..................... 7%@ 8
Frankfort ............  10 @10%
Pork ......................  13 @14
Veal ................................. 11
Tongue ........................... 11
H eadcheese ................... 9

Beef
B oneless ............ 18 00@18.50
Rump, new  ............... 19 00

P ig’» Feet
% bbls...............................  1 00
% bbls., 40 lb s ..................2 00
% bbls................................. 4 00
1 bbl...................................  8 00

Tripe
K its, 15 lb s ........................  90
% bbls., 40 lb s ...............1 60
% bbls., 80 lb s .............. 3 00

C asings
Hogs, per lb .................... 35
Beef, rounds, se t . .  17@18 
Beef, middles, se t  ..90@95 
Sheep, per bundle . . .  80

Uncolored Butterine 
Solid D airy . . . .  12 @16 
Country Rolls ..12%@18

Canned Meats 
Corned beef, 2 lb . . . .  4 20
Corned beef, 1 lb ............ 2 20
R oast beef, 2 lb ...........4 20
R oast beef, 1 lb ..............2 20
ro tted  H am , %s ........... 50
Potted H am , %s . . . .  90
D eviled H am , %s . . . .  50
D eviled H am , %s . . . .  90
Potted  Tongue, %s . . . .  50
Potted  Tongue, %s . .  90

RICE
Fancy .............. 6 @6%
Japan Style .......  5 @5%
Broken ...............  4 @4%

ROLLED OATS 
Rolled A vena, bbls. . .  4 35
Steel Cut, 100 lb. sks. 2 25
Monarch, bbls................  4 10
Monarch, 90 tb. sacks 1 90 
Quaker, 12 R egular . .1  45 
Quaker, 20 Fam ily . . . . 4  00

SALAD DRESSING
Columbia, % pt ........... 2 25
Columbia, 1 p in t ........... 4 00
D urkee’s, large, 1 doz. 4 50 
D urkee’s, sm all, 2 doz 5 25 
Snider's, large, 1 doz. 2 35 
Snider’s, sm all, 2 doz. 1 35 

SALERATUS  
Packed 60 lbs. in box.

Arm and H a m m e r -----3 00
W yandotte, 100 %s, ..3  00

SAL SODA
Granulated, bbls.............  80
Granulated, 100 lbs. cs. 90 
Granulated, 36 pkgs. . .  1 25

SALT
Common Grades

100 3 lb. sack s . . . . ___ 2 60
70 4 tb. sacks . . . . . . .  .2 40
00 5 lb. sacks . . . . ___ 2 40
28 10 tb . sacks . . . ___ 2 25
56 tb. sacks . . . . 4(1
28 Ib. sacks . . . . .20

Warsaw
56 tb. dairy in  drill b ags 40 
28 lb. dairy in  drill bags 20

Solar Rock
56 lb. sack s ....................... 25

Common
Granulated, F ine .......... 1 05
Medium, F ine ................1 10

SALT FISH  
Cod

Large, whole, . . .  @7%
Sm all, whole . . . .  @7
Strips or bricks .7%@10%
Pollock ................. @ 4%

Halibut
Strips ............................... 15
Chunks ...........................  16

Holland Herring 
Y . M. wh. hoop bbls. 12 00 
Y. M. wh. hoop %bbl. 6 50 
Y. M. wh. hoop kegs 72

Y. M. wh. hoop Milchers
k egs .......................... 75

Queen, bbls................... 11 00
Queen, % bbls..............  6 15
Queen, k egs .............. 68

Trout
No. 1, 100 lb s ......................... 7 50
No. 1, 40 lb s ......................... 3 25
No. 1, 10 lb s.................. 90
No. 1, 8 lb s ....................  75

Mackerel
Mess, 100 lbs. . .'___ 16 5«
Mess, 40 lb s ............................. 7 00
Mess, 10 lb s..............................1 85
Mess, 8 lb s ............................... 1 50
No. 1, 100 lb s......................10 00
No. 1, 40 lb s ........................... 6 60
No. 1, 10 tbs........................... 1 25

W hitefish
100 lb s ............................... 9 75
50 lbs. ............................. 5 25
10 lbs. .............................. 1 12

8 tbs.................................  92
100 lb s ............................... 4 65

40 tbs............................... 2 10
10 lb s.................................. 75

8 lb s .................................  65
SEED S

A nise ............................... 14
Canary, Smyrna ............. 5
Caraway ....................... 10
Cardomom, M alabar 1 20
Celery .............................  40
Hemp, R ussian ........... 6
Mixed Bird ................... 5
Mustard, w h i t e .................8
Poppy ...............................  16
Rape ...................................  6%

SHOE BLACKING  
H andy Box, large 3 dz 3 50 
H andy Box, sm all . . . .  1 25 
B ixby’s Royal Polish 85 
M iller's Crown Polish 85

SN U FF
Scotch, in bladders . . . .3 7
M accaboy, in Jars ........... 35
French Rappie in Jars . .43

SODA
Boxes ..............................  5%
K egs, English ............... 4%

SPICES  
W hole Spices

Allspice, Jam aica ........  9
Allspice, large Garden 11
Cloves, Zanzibar ........ 27
C assia, Canton .......... 14
Cassia, 5c pkg. doz. ..25
Ginger, African ............... 9%
Ginger, Cochin, ........... 14%
Mace. Penang ............... 70
Mixed. No. 1 ................... 16%
Mixed, No. 2 ................. 10
Mixed, 5c pkgs. doz. . .45
N utm egs, 70-80 ............. 30
N utm egs, 105-110 ......... 22
Pepper, B lack ............... 15
Pepper. W hite ............... 25
Pepper, Cayenne ........... 22
Paprika, Hungarian ..

Pure Ground in Bulk 
Allspice, Jam aica . . . .1 2
Cloves, Zanzibar ..........j80
Cassia, Canton ............. 12
Ginger, African ........... 18
Mace, Penang ............... 75
N utm egs, 75-89  35
Pepper, Black ............... 16
Pepper, W hite ............. 35
Pepper, C ayenne . . . .2 4  
Paprika, Hungarian . .  45

STARCH
Corn

Kingsford, 40 tbs..............7%
Muzzy, 20 lib . pkgs. . .  5% 
Muzzy, 40 lib . pkgs ..5  

Gloss 
Kingsford

Silver Gloss, 40 lib s . . 7% 
Silver Gloss, 16 31bs. . .  6%

• Silver Gloss, 12 6lbs. . 8% 
Muzzy

48 lib . packages ..........  5
16 31b. packages ........... 4%
12 61b. packages ..........  6
501b. boxes ..................... 3%

SYRUPS
Corn

B arrels . .    26
H alf barrels ................... 28
Blue Karo, N o. 2 .........1 80
Blue Karo, No. 2% . .2  06
Blue Karo, No. 5 .........2 10
Blue Karo, No. 10 . . . . 2  00
Red Karo, No. 2 ........... 1 91
Red Kairo, N o. 2% ___ 2 40
Red Karo, No. 5 ........... 2 35
Red Karo, No. 10 ___ 2 25

Pure Cane
Fair .................................  16
Good ............................... 20
Choice ............................. 25

TA BLE SAUCES
Halford, large ...............3 75
Halford, sm all ............... 2 25

TEA
Japan

Sundried, medium ..24@ 26 
Sundried, choice . ...30@ 33  
Sundried, fancy ....36@ 40  
Basket-fired  medium 30 
Basket-fired, choice 35@37 
Basket-fired , fancy 40@43
N ibs .............................  30@32
S iftin gs .......................  10@12
F'annings ................... 14@15

Gunpowder
M oyune, m e d iu m ........... 35
M oyune, choice ........... S3

Moyune, fancy . . . .  S0@60 
Pingsuey. medium . . .  33
Pingsuey, choice ........  35
P ingsuey, fancy ,...50@ 55

Young Hyson
Choice ........................... 30
Fancy ........................  46@59

Oolong
Formosa, F ancy . . . .5 0 9 6 9  
Form osa, medium . . . .  28
Form osa, choice ..........  85

English Breakfast
Medium ....................... 25
Choice ......................... 30@35
F ancy ........................... 40@60

India
Ceylon, choice .........30@3S
Fancy ......................... 45@50

TOBACCO 
Fine Cut

B lot ................................. l  46
Bugle, 16 oz....................... 8 84
Bugle, 10c ................... H  09
Dan P atch, 3 and 16 oz 31
Dan P atch, 4 o s ...........11 62
Dan P atch, 2 oz............... t  76
F ast Mall, 16 oz. . . . .  7 80
H iaw atha, 16 oz...........  60
H iaw atha, 6c ................. S 49
May Flower, 16 as. . .  9 86
N o Lim it, 8 oz................1 78
N o Lim it, 16 ez ...........3 35
OJibwa, 8 and 16 oz. 48
Ojlbwa, 10c ................... 11 16
OJibwa, 5c ................... 1 85
Petoskey Chief, 7 oz. 2 00 
P etoskey Chief, 14 oz. 4 00 
Peach and H oney. 5e 5 76
Red Bell, 16 oz................. 3 96
Red Bell, 8 foil ............. 1 98
Sterling, L  & D 5c ..6  76
Sw eet Cuba, can ister 9 16
Sw eet Cuba, 5c .........5 76
Sw eet Cuba, 10c ........... 93
Sw eet Cuba, 1 lb. tin  4 90 
Sw eet Cuba. 16 oz. . .4  86 
Sw eet Cuba, % lb. foil 2 25 
Sw eet Burley 5c L&D 5 76 
Sw eet Burley, 8 oz. . .2  45 
Sw eet Burley, 24 lb. . .4  90 
Sw eet M ist, % gro. . .5  70 
Sw eet M ist, 3 oz. . . .1 1  10
Sw eet M ist, 8 oz..........  35
Telegram , 5c ................5 76
Tiger, 5c ...........................6 00
Tiger, 25c cans ........... 2 35
Uncle Daniel, 1 lb. . .  60
U ncle Daniel, 1 oz . .5  23

Plug
Am. N avy, 16 oz............  31
Apple, 10 lb. butt . . . .  38
Drummond N at Leaf, 2

and 5 lb.........................  60
Drummond N at Leaf,

per doz ....................... 96
Battle A x ....................... 28
Bracer, 6 and 12 lb. . 30
Big Four, 6 and 16 lb. 32
Boot Jack, 2 lb............... 86
Boot Jack, per doz. . .  86
Bullion, 16 oz..................  46
Climax, Golden Tw ins 48
Climax, 14% oz..............  44
Climax, 7 oz................... 47
D ays’ W ork, 7 & 14 lb. 37 
Creme de M enthe, lb. 62 
Derby, 5 lb. boxes . . .  28
5 Bros., 4 tb......................  65
Four R oses, 19c ..........  90
Gilt Edge, 2 lb ..............  50
Gold Rope, 6 tc 12 lb. 58 
Gold Rope, 4 & 8 lb. 58 
G. O. P „ 12 & 24 lb. 36 
Granger T w ist, 6 lb. 46 
G. T. W „ 10% tc 21 lb. 86 
H orse Shoe, 6 & 12 lb. 43 
H oney Dip T w ist, 5&10 45
Jolly Tar, 5 & 8 tb .. .  40
J. T„ 5% & 11 lb. . . .  35
K entucky N avy, 12 lb. 32 
K eystone T w ist, 6 lb. 45
K ism et, 6 lb.....................  48
Maple Dip, 20 oz........... 25
Merry W idow, 12 lb. 32 
Nobby Spun Roll 6 & 3 58
Parrot, 12 lb ...................  34
Parrot, 20 lb .....................  28
Patterson ’s  N at. L eaf 93 
Peachey, 6-12 & 24 lb. 40 
Picn ic Tw ist, 5 tb. . . .  45
Piper H eidsick, 4 & 7 lb. 69 
Piper H eidsick, per doz. 96 
Polo, 3 doz., per doz. 48
Redicut, 1% oz..............  88
Red Lion, 6 & 12 lb. 30 
Scrapple, 2 & 4 doz. 48 
Sherry Cobbler, 8 oz. 32 
Spear Head. 12 oz. . . .  44
Speer Head, 14% oz. 44 
Si>ear Head, 7 oz. . . .  47
Sq. D eal 7, 14 & 28 lb. 28 
Star, 6, 12 & 24 lb. . .  43
Standard N avy, 7%, 15

& 30 lb............................ 34
Ten Penny, 6 & 12 lb. 35
Town Talk. 14 oz........... 30
Y ankee Girl, 6. 12 & 24 30

Scrap
All Red, 5c ................... 5 76
Am. Union Sera p ___ 5 40
B ag Pipe, 5c ............... 5 88
Cutlas, 2% oz.................  26
Globe Scrap, 2 oz. . . .  30 
H appy Thought, 2 oz. 30 
H oney Comb Scrap, 5c 5 76
H onest Scrap, 6c ........1 55
Mail Pouch, 4 doz. 5c 2 00
Old Songs, 5c ............... 5 76
Old Tim es, % gro. . .  5 60 
Polar Bear, 5c, % gro. E 76 
Red Band, 5c % gro. 5 76 
Red Man Scrap Sc 1 43

mailto:00@18.50
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Scrapple, 5c pkgs........... 48
Sure Shot, 5c, 94 gro. 5 76 
Yankee Girl Scrp 2 oz 5 76 
Pan Handle Scrp % gr 5 76 
Peachy Scrap, Sc . . . 1  90 
Union W orkman, 2% 6 00

Smoking
All Leaf, 2% & 7 oz.
BB, 3% oz........................... 6
BB, 7 oz............................12
BB, 14 oz..........................24
Bagdad, 10c t in s ' .........11
Badger, 3 oz.................... 5
Badger, 7 oz.................. 11
Banner, 5c ..................... 5
Banner, 8 oz. ................ 1
Banner, 16 oz.................... 3
Belwood M ixture, 10c
B ig  Chief, 2 94 oz...........6
B ig Chief, 16 oz..........
Bull Durham, 5c . . . .  5
Bull Durham , 10c ----- 10
Bull Durham , 15c -----IS
Bull Durham, 8 oz.
Bull Durham , IS oz. . .<
Buck Horn, 5c ............... 5
Buck Horn, 10c ........... 11
Briar Pipe, 5c ............. 6
Briar Pipe, 10c ........... 12
Black Swan, 5c ............. 5
B lack S wan, 14 oz. . .  3
Bob W hite, Sc ............... 5
Brotherhood, Sc ........... S
Brotherhood, 10c . . . .1 1  
Brotherhood. IS oz. . .
Carnival, 5c ................... 5
Carnival, 3% oz..........
Carnival, 16 oz...............
C igar Cllp’g  Johnson  
Cigar Clip’g, Seym our 
Identity, 3 & 16 oz. . .  
Darby Cigar C uttings 4 
C ontinental Cubes, 10c
Corn Cake, 14 oz............2
Corn Cake, 7 oz..............1
Corn Cake, 5c ............... 5
Cream, 50c pails ......... 4
Cuban Star, 5c foil . .  5 
Cuban Star, 16 oz. palls 3
Chips, 10c ..................... 10
Dills B est, 1% oz.
D ills B est, 3% oz.
D ills B est 16 oz. .
D ixie Kid, 1% foil
Duke’s Mix, 5c ............. 5
Duke’s Mix, 10c ......... 11
D uke’s  Cameo, 1% oz

.11

Drum. 5c .......................  6
F F  A. 3 oz......................4
F  F  A, 7 oz................... 11
Fashion, 5c .................. 6
Fashion, 16 oz...............
F ive Bros., 5c ............... 5
F ive Bros., 10c ........... 10
F ive  cent cut P lug
F O B  10c ............
Four R oses, 10c ...........
Full D ress, 1% oz. . . .
Glad Hand, 5c ............... 1
Gold Block, 1% oz. . . .
Gold Block, 10c ......... 11
Gold Star, 16 oz.............
Gail & A x N avy, 5c 5
Growler, 5c ................... 4
Growler, 10c ............... 2
Growler, 20c ............... 1
Giant, 5c ....................... 1
Giant, 16 oz.....................
H and Made. 2% oz. . .
H azel N ut, 5c ............  5
H oney Dew, 1% oz. . .
H oney Dew, 10c .........11
H unting, 1% & 3% oz.
I X  D, 6c ....................... 6
I X  L, In p a i l s ............
Ju st Suits, 5c ............  6
Just Suits, 10c ............11
Kiln Dried, 25c .............. 2
K ing Bird, 7 oz............25
K ing Bird, 3 oz............ 11
K ing Bird, 1% oz. . . .  5
L a Turka, 5c ............... 5
L ittle Giant, 1 lb..........
Lucky Strike, 1% oz. 
Lucky Strike, 194 oz.
Le Redo, 3 oz................10
Le Redo, 8 & 16 oz. 
Myrtle N avy, 10c . . . .1 1  
MYrtle N avy, 5c . . . .  5 
Maryland Club, 5c . .
Mayflower, 5c ............... 5
M ayflower, 10c ...........
Mayflower, 20c ............. 1
N igger H a ii\ 5c ........... 5
N igger H air, 10c . . . .1 0
N igger H ead, 5c ......... 4
N igger H ead, 10c ----- 9
Noon Hour, 5c ........... 1
Old Colony, 1-12 gro. 11
Old Mill, 5c ................... 5
Old E nglish  Curve 194oz
Old Crop, 5c ................. 5
Old Crop, 26c ...............
P . S., 8 oz., 30 lb. cs.
P. S., 3 oz., per gro. 5
P at Hand, 1 oz...............
Patterson Seal, 1% oz. 
P atterson  Seal, 3 oz. . .  
P atterson  Seal, 16 oz. 5
Peerless, 5c ..................... 5
Peerless, 10c ................... 1
Peerless, 3 oz..................10
Peerless, 7 oz. ............. 23
P eerless, 14 oz.............. 47
Plaza, 2 gro. cs ............... 5
P low  Boy, 6c ................5
Plow  Boy, 10c ............. 11
Plow  Boy, 14 oz...............4
Pedro, 10c ..................... 11
Pride o f V irginia. 194
Pilot, ic  ..........................s

Pilot, 7 oz. doz...............1 05
Pilot, 14 oz. doz.............2 10
Prince Albert, 10c . .  96
Prince Albert, 8 oz. . .  4 92 
Prince Abert, 16 oz. . .  8 40 
Queen Quality, 5c . . .  48
Rob Roy, 5c foil ____ 5 90
Rob Roy, 10c gross 10 20
Rob Roy, 25c doz..........2 10
Rob Roy, 50c doz. . .  4 12
S. & M., 5c gross ___5 76
S. & M., 14 oz. doz. . .3 20 
Soldier Boy, 5c gross 5 95
Soldier Boy, 1 0 c .............10 56
Soldier Boy, 1 lb .............4 80
Sw eet Caporal, 1 oz. . .  60
Sw eet Lotus, 5c .......... 6 00
Sw eet Lotus, 16c . . . . 1 2  61 
Sw eet L otus, per doz. 4 85 
Sw eet Rose. 294 oz. 86 
Sw eet Tip Top, Sc . .  2 66 
S w eet Tip Top, 894 e*. >8
S w eet Tips, 94 gro 16 98
Sun Cured, l i e  ........... 11 76
Summer T im s, i e  . . . . 6  76 
Sum m er T im s, 7 oz. . .1  65 
Summer T im e 14 oz.
Standard, 2 oz..................t
Standard, 894 oz...........
Standard, 7 oz..................1
Seal N . C., 194 cut plug  
Seal N . C., 194 Gran 
Three F eathers, 1 oz.

..8 66 
»0 
28 
68 
76 
63 
63 

16 20Three Feathers, 16c 
Three F eathers and 

Pipe com bination .
Tom A  Jerry, 14 oz.
Tom A  Jerry, 7 oz. .
Tom  4k Jerry, 3 oz. .
Trout Line, 6c ........
Trout Line, 10c . . .  
Turkish, Patrol. 2-8 
Tuxedo, 1 oz. bags .
Tuxedo, 2 oz. tin s .
Tuxedo, 4 oz. cart .
Tuexdo, 16 oz. tin s .
Tw in Oaks, 10c . . . .
Union Leader, 60c .
Union Leader, 25c .
U nion Leader, 10c 
Union Leader, 6c .
U nion W orkm an, 194 5 76
U ncle Sam, 10c .........10 80
U ncle Sam, 8 oz............. 2 20
U. S. Marine, 6c ____ 6 00
Van Bibber, 2 oz. tin  88 
V elvet, 5c pouch . . . .  1 44
V elvet, 10c tin  .............1 92
V elvet, 8 oz tin ..........  8 84
V elvet, 16 oz. can . . . .  7 68 
V elvet, com bination cs 5 75 
W ar Path , 5c ...............5 95
W ar Path,
W ave Line, 3 oz. . .  
W ave Line, 16 oz. . 
W ay up, 294 oz. . .  
W ay up, 16 oz. pails  
Wild Fruit, 5c 
W ild Fruit 
Yum Yum,

5 lb ., 250 in crate . .  
Chum s

Barrel, 6 gal., each . 
Barrel, 16 gal., each  

Clsthes Pins 
Round Head.
4 inch, 6 gross ........

494 inch, 5 gross ........... 55
Cartons, 20 294 doz bxs. 60 

Egg Crates and Fillers 
H um pty D um pty, 12 dz. 20
No. 1, com plete ............. 40
No. 2, com plete ............. 28
Case No. 2, fillers, 15

sets  ........... 1 36
Case, medium, 12 se ts  1 15

Faucets
Cork lined, 8 in ............... 78
Cork lined, 9 in ............... 80
Cork lined, 10 In........... to

Mop Sticks
Trojan spring ............... 90
Eclipse p atent spring 85
No. 1 com m on ..........  89
No. 2 pat. brush holder 85
Ideal No. 7 .....................  85
121b. cotton mop heads 1 45

Palls
2- hoop Standard .2 00
3- hoop Standard .2 35
2- w ire Cable .2 16
Cedar all red brass . .1  25
3- w ire Cable .2 30
Paper Eureka .................2 25
Fibre .................................  2 40

Galvanized
Galvanized
Galvanized

1 70 
. . . .1  90 . . . , 8  10

2 25 
.8 60 
1 80 
8 75 
5 95 

10 66 
5 76 

48 
96 
64 
64 
94

. 5 06 
. .  2 55 
..11  60 

5 95

Toothpicks
Birch, 100 packages ..  2 00
Ideal ...............................  95

T raps
Mouse, wood, 2 holes 22
Mouse, wood, 4 holes 45
M ouse, wood, 6 holes 76
Mouse, tin , 6 h o le s ____  65
Rat, wood ...................  80
Rat, spring ................... 75

Tubs

1 60 
40 
40 

5 75 
31 

5 76
10c ......... 11 52
5c ............. 6 00

Yum Yum, 10c .11 62
Yum Yum. lib .,  doz. 4 80

TW INE
Cotton, 3 ply ................. 22
Cotton, 4 ply ............... 22
Jute, 2 ply ..................... 14
Hem p, 6 p ly ..................13
FlRix, medium ............... 24
W ool. 1 lb. bales ........... 6

VINEGAR
W h ite W ine, 40 grain 894 
W hite W ine, 80 grain 1194 
W hite W ine, 160 grain 13
Oakland V inegar ic Pickle 

Co.'s Brands. 
H ighland apple cider . .  18 
Oakland apple cider . .13
S la te  Seal sugar ........... 11
Oakland w h ite p ickling 10 

Packages free.
WICKING 

No. 6, per gross . .
N o. 1, per gross . .
No. 2, per gross . .

WOODENWARE 
Baskets

B u shels ...........................
Bushels, w ide band . . . 1  15
Market ........................... 40
Splint, large ................. 3 50
Splint, medium ........... 3 00
Splint, sm all ................. 2 75
W illow  Clothes, large 3 25 
W illow , Clothes, sm all 6 25 
W illow , C lothes, m e’m 7 25

B utter P lates 
Ovals.

94 lb., 250 in crate  
94 lb., 250 in crate  
1 "  ‘

20-in. Standard, No. 1 7 50
18-in. Standard, No. 2 6 50
16-in. Standard. No 3 5 50
20-in. Cable, No. 1 . .8 00
18-in. Cable, No. 2 . .7 00
16-ln. Cable, No. 3 . .6 09
No. 1 Fibre ............... 10 25
No. 2 Fibre .............. 9 25
No. 3 Fibre ............... .8 25
Large Galvanized . .5 75
Medium Galvanized .5 00
Sm all Galvanized . .4 25

W ashbeards
Bronze Globe ........ .2 50
D ew ey .......................... 1 75
Double Acm e .......... .3 75
Single Acm e ........... .3 15
Double P eerless . . . .3 75
Single P eerless . . . . .3 25
Northern Queen . . . .3 25
Double D uplex . . . . .3 00
Good Luck ............... .2 75
U niversal .................... 3 15

W indow Cleaners 
12 In................................... .1 65
14 In............................... .1 85
16 in ................................

Wood Bowls
13 In. B utter ........... .1 50
15 in. B u tter ......... ,2 00
17 in. B utter ........... .3 75
19 in. B utter .......... .6 00
Assorted, 13-15-17 . .3 00
A ssorted, 15-17-19 . .4 25

WRAPPING PAPER
Common Straw  ........... 2
Fibre Manila, w h ite . .  3 
Fibre Manila, colored 4
No. 1 M anila ................. 4
Cream Mianila ............... 2

•Butchers’ M anila ........ 294
W ax B utter, short c’nt 13 
W ax Butter, full count. 20 
W ax Butter, rolls ......... 19

YEAST CAKE
.30 Magic. 3 doz....................1 15
.40 Sunlight, 3 doz............... 1 00
.50 Sunlight, 194 doz. . . . . 50
.75 Y east Foam , 3 doz. ..1 15

Yeast Cream, 3 doz. .. 1 00
Y east Foam , 194 doz. 58

1 00 AXLE GREASE

.30 

.30
lb., 250 in crate ............ 35
tb., 250 in crate .............45
lb ., 250 in crate ............ 65
rb., 250 in crate .............85

W ire End.
1 lb., 250 in c r a t e .............35
2 tb., 250 in crate .............45
3 lb., 250 in crate .............55

.65

.2 46 

.2 65

1 lb. boxes, per gross 9 00 
3 lb. boxes, per gross 24 00 

BAKING POWDER 
Royal

10c size  . .  90 
941b. cans 1 35 
6 oz. cans 1 90 
941b. can s 2 50 
941b. cans 3 75 
lib . cans 4 80 
31b. cn s 13 00 
5tb. C-3 21 50

CIGARS
Johnson Cigar Co.’s  Brand

S. C. W „ 1,000 lo ts . , . . 21
El P ortana ..........................88
Evening P ress ................... 82
Exem plar ..............................32
W orden Grocer Co. Brand 

Ben Hur
Perfection  ........................... 86
Perfection  E xtras ........... 86
Londres ................  86
Londres Grand ................... 86
Standard ............................... 86
Puritanos ..............................Si
Panatellas, F inas ............. 35
Panatellas, Bock ............... 35
Jockey Club ......................... Si

Old Master Coffee

Old M aster............................. 33
San Marto............................... —
Pilot.........................................

T E A
Royal Garden %. Ü and 1 lb. 40 

T H E  B O U R  C O . 
TOLEDO, O.

Boston Combination ..........
D istributed by Judson  

Grocer Co., Grand Rapids; 
Lee & Cady, D etroit; S y 
mons Bros. & Co., Sagi
naw; Brown D avis & W ar
ner, Jackson; Godsmark. 
Durand & Co., Battle  
Creek; Flelb&ch Co., To
ledo.

COCOANUT
Baker’s Brazil Shredded

10 6c pkgs., per ca se  8 6V 
36 10c pkgs., per case 2 60 
16 l tc  and 88 6c pkgs., 

per case ...................2 60

The only
5c

Cleanser
Guaranteed to* 

equal the 
best 10c kinds

8 A P E 8
Full line of fire and bur

glar proof sa fes  kept in

stoc*. by th e Tradesm an  
Company. T hirty-five sizes  
and sty les  on hand at all 
tim es—tw ice a s  m any safes  
as are carried by any other 
house in th e State. If you 
are unable to  v is it  Grand 
Rapids and inspect the 
line personally, w rite for 
quotations.

SOAP
L autz Bros. A  Co. 

Acm e, 30 bars, 75 lbs. 4 00 
Acme, 25 bars, 75 tbs. 4 00 
Acme, 25 bars, 70 lbs. 3 80 
Acme, 100 cakes . . . . 3  00 
B ig  M aster, 100 blocks 4 00
German M ottled .........3 15
German M ottled. 5 bx 3 16 
German M ottled 10 bx 3 10 
German M ottled 25 bx 3 05 
M arseilles, 100 cak es . .6  00 
M arseilles, 199 cks 5c 4 00 
M arseilles, 109 ck to il 4 00 
M arseilles, 94 box toil 2 10

Proctor A  Gamble Co.
Lenox ................................. .. oo
Ivory, 6 oz......................... 4 00
Ivory. 16 oz..................... 6 75
Star ......................................j  gs

Tradesm an Co.’s Brand 
Black H aw k, one box 2 50 
Black H aw k, five bxs 2 40 
Black Hawk, ten  b xs 2 15

COFFEE
Roasted

D w inell-W right Co.’s  B'ds

W hite H ouse, l ib ...................
W hite H ouse, 21b..................
Excelsior, Blend, lib .............
Excelsior, Blend, 21b...........
Tip Top, Blend, l ib .............
Royal Blend ...........................
Royal High Grade ...............
Superior Blend .....................

Apex H anis ...................
Apex Bacon .....................
Apex Lard ......................
Excelsior H am s ...........
E xcelsior Bacon .............
Silver Star Lard ...........
Fam ily Pork ...................
Fat Back Pork .............

Prices quoted upon appli
cation. Hammond, Standish  
& Co., D etroit, Mich.

A. B. W risley
Good Cheer ..................... 4 oo
Old Country ................... 3 40

Soap Pow ders 
S’now Boy, 24s fam ily

size ........................... s  75
Snow  Boy, 60 5c ......... 2 40
6now Boy, 100 5c ___ 3 76
Gold D ust, 24 large . .4  60
Gold D ust, 100-&C . .4  00
Klrkoline, 24 4Tb............8 80
Pearline ......................... 8 76
Soapme ....................... 4 oo
Baubitt’s  1776 .............is  75
R oseine ............................. 3 50
Armour’s  ......................... 3 70
W isdom ............................. 3 30

Soap Compounds
Johnson's F ine ............. 6 10
Johnson’s X X X  ...........4 26
R ub-N o-M ore ................. 3 86
N ine O’clock ................... 3 30

S couring
Enoch M organ's Sens

Sapolio, gross lots ___ 9 50
Sapolio, half gro. lots 4 86
Sapolio, sin g le b oxes 2 40
Sapolio, hand ................. 2 40
scourine M anufacturing Co 
Scourlne, 59 cak es . . . . 1  80 
Scourlne, 100 cakes . . . 8  60

We Manufacture

Public Seating
Exclusively

r h f i r r h P Q  We furnish churches of all denom inations, designing and 
building to  harmonize w ith the  general architectura l 

scheme—from  the  m ost elaborate carved fu rn itu re  for the  cathedral to the 
modest seating of a chapel.

The we ^ave furnished a large m ajority  of the city
O U l U U l o  and d istric t schools throughout the  country, speaks volumes 
for the m erits of our school furniture. Excellence of design, construction 
and m aterials used and m oderate prices, win.

Lodge Halls We specialize Lodge. H all and Assembly seating. 
O ur long experience has given us a knowledge of re

quirem ents and how to  m eet them . Many styles in stock and built to order, 
including the  more inexpensive portable chairs, veneer assembly chairs, and 
luxurious upholstered opera chairs.

W rite Dept. Y.

Hmerican Searing Company
*215 Wabash A v e . C H IC AG O, ILL.^
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B U SIN E SS-W A N T S D E P A R T M E N T
Advertisem ents inserted under this head for two cents a word the first insertion and one cent a word for each subsequent 

continuous insertion. No charge less than 25 cents. Cash m ust accompany all orders.

BUSINESS CHANCES.

S to res  bought, so ld  an d  exchanged . If 
you w a n t to  g e t in o r ou t of business 
w rite  m e. I hand le  all k inds  of business  
p laces  an d  rea l e s ta te . F ra n k  P . C leve
land, 1261 A dam s E x p re ss  B ldg., Chicago, 
111. 386

F o r Sale— S tock g en e ra l m erchand ise , 
s to re  bu ild ing  an d  house. V alue $5,500. 
P opu la tio n  350. I.o ca ted  n ea r T ra v e rse  
C ity. W ould  exchange fo r sm all fa rm  or 
co u n try  stock . A ddress No. 738, c a re  
T ra d e sm a n .___________________________ 738

M erchan ts! Do you w a n t to  sell o u t?  
H av e  an  auc tion . G u a ran te e  you no 
loss. A ddress 1 /  H . G allagher, A uc
tioneer, 384 In d ia n a  A ve., Toledo, Ohio.

737
F o r Sale—R a c k e t s to re  in  S ou th ern  

M ichigan. $6,000 stock , good tow n, 1,000 
popu la tion . No o th e r  ra c k e t o r  b a z a a r  
in tow n. A good open ing  fo r a  live one. 
A ddress No. 736, c a re  T ra d esm an . 736

F o r S'ale—One of th e  la rg e s t a n d  best 
p ay in g  d ry  goods b usinesses  in com m un
ity  of 50,000 people, 140 m iles from  a  
la rg e  c ity  d e p a rtm e n t sto re . W ill se ll so 
th a t  p u rc h a se r  can  m ake $20,000 on th e  
s ta r t .  L a rg e s t b r ig h t tobacco  m a rk e t in  
th e  w orld. Second m a n u fa c tu r in g  c ity  in 
V irg in ia . F ive cou n ties  shop here . Go 
S outh  young  m an . W rite  u s fo r p a r t ic u 
la rs . W add ill-H o lland  Co., D anville, V ir
g in ia . 734

F o r S ale—V arie ty  sto re , f irs t-c la s s  loca
tion in a  live coun ty  s e a t of 3,000 in d a iry  
d is tr ic t;  a lso  m a n u fa c tu r in g  to w n ; new  
s to ck ; invoices a b o u t $3,000; m u s t sell on 
acco u n t of h e a lth ; no tra d e s . A ddress 
A. W . Johnson , O regon, 111. 733

F o r Sale—An u p - to -d a te  shoe rep a ir in g  
shops in Rom eo. Good business. A d
d ress  J . M cP arland , Rom eo. M ich. 729

F o r Sale—A s tock  of g en e ra l m e r
chand ise , invoicing  ab o u t $4,000. S ales 
ab o u t $35 p er day. R eason fo r selling, 
s ick n ess  A ddress No. 728, c a re  M ichigan 
T r a d e s m a n . ______ _________________ 728

F o r S ale—Good p ay in g  d ru g  s to re  in 
S outh  D ako ta . T h is  is a  sn ap  a n d  w ill 
pay  you to  in v e stig a te . V. L. F erguson , 
M idland, S. D ._______________________ 727

W ill buy, fo r sp o t cash, stock  cloth 
ing, shoes o r g en e ra l stock. W ant lo
ca tion . A ddress Lock B ox 143, Station  
D, S t. Jo seph , Mo. 680

F o r Sale—$2,000 to  $5,000 long e s ta b 
lished safe  and  fully  so lven t g en e ra l m e r
chand ise  business  in M ichigan. R eason, 
d e a th  and  age and  in firm ity  of su rv ivo r. 
F u ll in v estig a tio n  inv ited . A ddress No. 
725, c a re  T ra d esm an . 725

M y c lo th ing  b usiness  fo r sa le  a t  invoice. 
N ew  s tock  th is  fall. Good business. Good 
location . N o com petition . C an show  
good business all th e  fall'. S tock  m u s t 
go a t  once. N . lx. G a rte r , B u rr  O ak, 
M ich. 723

W e offer fo r sale , fa rm s  an d  business 
p ro p e rty  in  n ea rly  all cou n ties  of M ich
ig a n  an d  also  in  o th e r  s ta te s  of th e  
U nion. W e buy, sell an d  exchange  
fa rm s  fo r business  p ro p e rty  an d  in v ite  
your co rrespondence. J . E . T hom  & Co., 
7th F loor K irb y  Bldg.. Sag inaw . M ich. 659

F o r Sale—A v aluab le  p a te n t on an  
a r tic le  in  a lm o s t g en e ra l u se ; reason  
fo r selling , p a te n te e  unab le  to  m a n u 
fa c tu re  it. A ddress C. W . Canslee, B ox 
80, K noxville, T enn . ________742

F o r S ale—S to re  in  U pper P en in su la  on 
rich  m in in g  com pany ’s location  N o com 
petitio n . A ccoun ts positive ly  secured . 
S tock  in v e n to rie s  a b o u t $2,500. N o e x 
pense. M an an d  w ife ca n  c lea r $150 p e r 
m onth . A ddress No. 705, c a re  T ra d es-  
m an. ______________________705

F o r Sale—G enera l s to re  in  N o rth e rn  
M ichigan, $2,500 stock , a ll ac co u n ts  s e 
cu red  by  rich  co rpo ra tion . N o co m p eti
tion . Sm all expenses. A rea l b argain . 
A ddress No. 706, c a re  T rad esm an . 706

Merchandise sale conductors.— A. E. 
G reene Co., Box 266, L ansing . A d v e rtis 
ing  fu rn ish ed  free. W rite  fo r d a te , 
te rm s , etc._________ ________ _________ 549

Splendid g ro cery  b usiness  for sa le in  
O klahom a tow n  of 4,500. M ost u p - to -d a te  
s to re  in  s ta te . L ad ies  re s t  room , p r iv a te  
office, s te a m  h e a t, e lec tric  ligh t, w a te r, 
tw o e n tra n c e s  fac in g  d iffe re n t s tre e ts . 
S tock  and  fix tu res  invoice abou t $4,000. 
S tric tly  cash  p roposition . N o sacrifice. 
No tra d e s , no ag en ts . R eason  fo r selling, 
go ing  ab road . A ddress  G, ca re  T ra d e s 
m a n __________ ._______________________ 758

D ry  Goods M an—E xp erien ced  b u y e r  and  
M anager, w ishes  to  in v e st $2,000, w ith  
serv ices, in  es ta b lish ed  d ry  goods o r  g en 
e ra l s to re . S ou th ern  M ichigan, N o rth e rn  
In d ia n a  o r Ohio p re fe rred . A ddress 760, 
c a re  T ra d esm an . 760

F lo rid a  R ea lty —T he b e s t in v e stm en ts  
fo r 1913. F lo rid a  rea lty , th e  in v e s to r’s 
E ldorado . W e h av e  no lan d s  to  “ b oost” 
b u t a re  th e  in v e s to r’s  confiden tial agen t. 
W e p ro te c t you in  th e  b e s t p ay in g  in 
v es tm en ts  offered. S o u thern  In v es tm en t 
B ureau , A rcad ia , F lo rida . 757

F o r Sale—A g en e ra l s to ck  of h a rd w are , 
p a in ts  an d  oils, in  G rand  R ap ids, M ich
igan . S tock  is w ell a sso rted , no  old 
shelf-w orn  goods. T in  shop in  connec
tion . W ill in v e n to ry  a b o u t $5,000. B est 
of reaso n s  fo r selling . A ddress No. 755, 
c a re  T rad esm an . 755

F o r R e n t—S to re  su ita b le  fo r d ry  goods 
o r g e n e ra l s tock . N o b e t te r  s to re  o r lo 
ca tion  in  th e  c ity . Good open ing  fo r d ry  
goods s to re  h e re  now . H . M. W illiam s, 
M ason, M ich., 754

F o r  Sale—Good, clean , u p - to -d a te  stock  
of clo th ing , shoes a n d  g e n t’s  fu rn ish in g s  
in a  good sm all tow n  su rro u n d ed  by  an  
excellen t fa rm in g  cou n try . N o com petition , 
W ill sell s tock , house an d  lo t an d  o th e r 
rea l e s ta te  hold ings fo r $5,000 ca sh . R e a 
son fo r selling, s ickness . A ddress No. 753 
ca re  T ra d esm an . 753

W ill sell fo r $400 cash , com plete  p r in t
ing  outfit, job  a n d  la rg e  p a p e r  p resses , 
new  type . Good location . C oun ty  pape r. 
Snap. C. D. O v ia tt, A lden, M ich. 752.

W a n ted —F o r cash , s to ck  of g en e ra l 
m erchand ise , c lo th in g  o r  shoes. A ddress 
Box 112. B ardo lph , 111. 750

L ife -T im e O p p o rtu n ity —G enera l s to re , 
fa s t  g ro w in g  C en tra l W a sh in g to n  tow n, 
com ing ra ilw ay  ce n te r. F ru it ,  g ra in , 
s tock , m ines, .tim b er tr ib u ta ry . O ver 
$40,000 cash  b usiness  la s t  y ea r. S tock 
can  be bo u g h t fo r $10,000 o r less. B ona- 
fide offer. In v e s tig a te  if you a re  a  live 
one. F . A. De Vos, O roville, W ash .

708
For Sale or Exchange—Jew elry and  

bazaar s tock . A lso brick building. A d
d re ss  W . A. Burling, Adm ., Muir, Mich.

702
For Sale—A good paying candy fa c 

tory in th e  best c ity  In M icigan. W e  
have good reasons for selling. Address 
M ascott, care T radesm an.___________ 699_

Do you w a n t a  good, u p - to -d a te , w ell 
ad v e rtised , in c rea s in g  shoe b u s in ess?  N ot 
a  g e t-ric h -q u ic k , b u t a  solid  p ay ing  
b usiness  in a  good H o lland  tow n  of
10.000. W ill sell s to ck  an d  b usiness  fo r 
w h a t it is w orth . I  s m  ow ner. H av e  
good reason  fo r selling . I f  you m ean  
business, ad d re ss  No. 711, c a re  T ra d e s 
m an. _______________________711

F o r Sale—T he b e s t c lo th in g  a n d  shoe 
b usiness  in  S ta te  fo r an  in v e stm en t, 
$15,000. In  to w n  2,500 popu la tion . T h re e  
good fac to ries , su rro u n d ed  by  good fa rm 
in g  co u n try . T h e  b e s t location  in  tow n. 
W ill sell on ac co u n t s ick n e ss  in  fam ily . 
A ddress No. 703. c a re  T ra d esm an . 703

I  have  a  tw o  (21 c h a ir  b a rb e r  shop 
fo r sale . H . D. Y oung, Lock B ox 167, 
M orenci. M i c h . __________707

For Sale—A desirable stock  of dry  
goods, groceries, shoes. Located In tow n  
of 1,400 population. E astern  M ichigan. 
Investm ent $6,000. B u sin ess good. A d
dress No. 648, care Tradesm an. 648

I pay cash  for stock s or part stocks  
of m erchandise. M ust be cheap. H. 
Kaufer. M ilw au kee, W is. _.__________ 92_

Stocks of any kind of merchandise, 
bought for cash . Address 293 G ratiot 
Ave., D etroit. Mich.__________________ 719

Good opening for first-class vaudette  
a t M uskegon H eigh ts. Enquire of The 
Suburban, B. A tkins, Prop., or C ity Drug  
Store.   717

Clothing, dry goods, m en's furnishings, 
and shoe stocks bought for cash; m ust 
be cheap. H. Kaufer, 376 Broadw ay, Mil
w aukee. W is._________________ _______ 653

O w ing to  ill health , I  offer for sa le  m y  
general stock  inventorying about $18,U0V. 
Location exceptionally  good. W ill sell a t  
inv en to ry , discount for cash . A ddress 
P. O. B ox 328, Lebanon, Oregon. 688

Farm  For Exchange—W ill trade a  nice 
farm  for stock  of m erchandise. 1 'escribe, 
w ith  particulars. Porter Phillips, M an- 
Chester, Tenn.________________________669__

Mr. M erchant—Clean out your store 
and send your odds and ends to  the  
R eedsburg Auction H ouse. W e will buy 
them  for cash  if  cheap, or sell them  
for you on com m ission. A lso turn into 
cash very quickly stock s o f m erchandise 
anyw here in the U . S. or Canada by th e  
auction methods. B est serv ice guaran
teed. Speak E n glish  and German. For 
dates and inform ation address T he R eeds
burg Auction H ouse, R eedsburg, Wis.

Safes Opened—W . L. Slocum, safe  ex
pert and locksm ith. 97 M enree Aye., 
Grand Rapids, Mich. 194

F o r  Sale—D ru g  sto re , W isconsin , p a r t  
c a sh ; sa le s  $10,000 y ea r. A ddress S'haron 
P h a rm a cy . S haron , W is. 663

For Sale—D rug stock  in  W estern  M ich
igan . Trade established over ten  years. 
A ddress N o. 696, care M ichigan T rades- 
m an. ________ __________________ 696

For Sale—A  stock  Of general m er- 
cand ise, building and fixtures. Invoice 
a b o u t $6,000. Quickly reduced. Good 
reaso n s  for selling. W rite Lock Box 
No. 14, S ix Lakes, Mich._____________ 694

Im itation  B ank N otes—Your advertise
m ent neatly  printed on 1,000, $3.50; e x 
press prepaid. Q uantities cheaper. F ed-  
e ra l Book Co., W ashington , D. C. 673

F o r  Sale—G rocery  stock , e tc . B e s t lo 
ca tio n  in  T ra v e rse  C ity. F in e  b usiness  
an d  a  good th in g . R easo n s  as ide  from  
b usiness  fo r w a n tin g  to  sell. J . B. Boyd,
A gt., T ra v e rse  C ity, Mich._________  726

F o r Sale—D rug  sto re , fine p roposition . 
B arg a in  a t  $3,500. C ash  $2,500, ba lance  
co n trac t. L ong lease, fine location . M.
A. Jones, P lym ou th^  Mich.__________ 714

F o r Sale—T w o 100 h. p. K ew anee loco
m otive ty p e  boilers, a lm o s t new . 100 h. 
p. h igh  speed, ta n d em  com pound engine. 
75 k. w. 250 vo lt D. C. g en e ra to r . N ew 
ton  E n g in ee rin g  Co.. Iro n  M ountain ,
M ich.________________________________ 751

E xce llen t o p p o rtu n ity  fo r a  young m an 
to  s ta r t  in business. W ill r e n t  sp ace  fo r 
m en’s fu rn ish in g s  d e p a rtm e n t in our 
w ell-located  sto re , an d  offer good p ro p o 
s itio n  to  r ig h t p a r ty . S ta te  p a r tic u la rs  
re la tiv e  to  age, experience  ca p ita l etc. 
A. S te rn  & Co. m e rc h a n t ta ilo rs  and
clo th ie rs, S t. P au l, M inn,___________ 249

R oof’s a d v e rtis in g  serv ice . C atchy  
p la te s  fo r re ta il m e rch an ts . O ne in  a  
tow n only. M ake yo u r own design . O ur 
p rice  scale  and  specim ens on app lica tion . 
O ne-ha lf cost of o th e rs. M ost ca tch y  
Roof. Albion, In d ian a . 748

F o r  Sale—B a z a a r  stock , w ith  m illinery  
in  connection . E s ta b lish ed  14 yea rs . In 
sm all a g r ic u ltu ra l tow n  in N o rth e rn  
M ichigan. E n tire  stock  w ill in v en to ry  
a b o u t $1,090. W ill re n t o r sell building, 
a s  desired . A ddress No. 747, c a re  T ra d e s 
m an . 747

F o r Sale— F irs t-c la s s  g rocery , w ith  
$1,500 s to ck  an d  good tra d e . A lso tw o 
n ice tw o -s to ry  houses w ith  th re e  lo ts  
and  one b ig  barn . A ddress Geo. K arg , 
B a ttle  C reek. M ich. 746

C ash  w ill be paid  fo r f irs t-c la s s  stock  
of d ry  goods or g en e ra l s tock , from  $3,000 
to  $6,000 in live tow n  in M ich igan  w ith  
popu la tion  of 1.000 to  2,000. A m oun t of 
b u sin ess  m u s t be show n an d  s to ck  and  
p rice  rig h t. A ddress J . B., c a re  M ich
igan  T ra d esm an . 743

To E x c h an g e—200 ac re  fa rm  in  P e rry  
Co.. Ind ., p rice  $6,500; w a n t s tock  genera l 
m erch an d ise  up to  $4,500, ba lance  cash  or 
w ill ta k e  m o rtg ag e  back  on fa rm . A d
d ress  J . C. W aggoner, R oyal C en ter, 
Ind.___________________________________ 764

F o r Sale—O nly d ru g  s to re  in  S o u thern  
M ichigan tow n. P opu la tio n  300. I n 
voice $1,500. N ew  s to ck  an d  fix tures. 
Good liv ing  room s, n e a t an d  c lean  s to re  
on ra ilroad . W ill sell o r r e n t s to re . B est 
of reaso n s  fo r selling. A ddress  D rugg is t, 
c a re  M ichigan T ra d esm an . 762

F o r Sale—C alifo rn ia  d ru g  s to re ; old e s 
tab lish ed  co rner, on th e  b e s t s tr e e t and  
in th e  b e s t live c ity  in  th e  S ta te . W ell 
s tocked, good business , an d  m oneym aker. 
S tock  a n d  fix tu res  invoice $10,000; will 
sell fo r $8,500. A b a rg a in  fo r th e  r ig h t 
m an. A ddress W . L. H elke , S acram en to , 
Calif. 761

AUCTIONEERS.

A uctioneer — S tocks of m e rchand ise  
closed ou t o r reduced an y w h ere  in U . S. 
o r C anada; e x p e rt serv ice, s a tis fa c tio n  
g u a ran teed . F o r te rm s  and  d a te  ad d re ss  
R. G. H ollm an , H arv ey , Illinois. 763

Col. W. B. Carpenter, President M is
souri Auction School, 14th and Grand 
Ave., K ansas City, Mo., can convert your 
stock into cash. Send him $2 for Fact, 
Fun & Fiction  for A uctioneers, 288 pages, 
morocco bound. 537

Free—Investing tor profit m agazine. 
Send me your nam e and I w ill m ail you 
th is  m agazine absolutely free. Before 
you invest a  dollar anyw here, g e t th is 
magazine. It is w orth $10 a copy to any  
m an w ho in tends to in vest $5 or more 
per month. Tells you how $1,000 can  
g row  to $22,000—ho v to judge different 
c lasses  of investm ents, the real earning  
power of your money. This m agazine 
s ix  m onths free if  you w rite to-day. H.
I,. Barber, Publisher, 433-28, W . Jackson  
B lvd., Chicago. 515

Merchandise sa le  conductors.. A. E. 
Greene Co., 135 Grand River Ave.,
D etroit. A dvertising furnished free.
W rite for date, term s, etc. 849

W ill pay cash  for stock  of shoes and  
rubbers. Address M. J. O., care T rades
man. __ 221

A uctioneers—W e have been closing out 
m erchandise stock s for years all over th is  
country. If you w ish  to  reduce or close 
out, w rite for a  date to men who know  
how. Address Ferry & Caukin, 440 South 
Dearborn St., Chicago, 111. 134

H ELP W A NTED.
W a n ted —S tock  d ry  goods, c lo th ing  or 

g en e ra l m e rch an d ise  fo r  cash . W rite  p a r 
ticu la rs , R alph  G. C lem ent, Colon, M ich.

740
S alesm an  W a n ted —E x perienced  sa le s 

m an, w ith  good references , to  tra v e l in 
Iow a and  M inneso ta w ith  ou r full line of 
w arm  foo tw ear. A ddress B e a tty  F e ltin g  
Co., M ishaw aka, Ind .________________ 759

W a n ted —An experienced  d ry  goods m an 
to  ta k e  ch a rg e  of d ry  goods d ep a rtm e n t 
of a g e n e ra l s to re , live h u s tlin g  tow n of
5.000. A ddress, w ith  re fe ren ces , H enry  
S tea rn s , c a re  Edson, M oore & Co., D e
t r o i t  756

Sideline S alesm en—U se y o u r sp a re  tim e 
a n d  m a k e  $50 to  $100 p e r  m on th  w ith  
o u r  o rd e r g e t t in g  sp ec ia lty  li- e of w hips. 
B ig  com m ission  on o rd ers  an d  re -o rd e rs . 
E xc lu sive  te r r i to ry . M an u fac tu re rs , P  O. 
B ox 383, W estfield , M ass.___________735

M arried  m an . 37 y e a rs  old, w a n ts  p o s i
tion . T w elve y e a rs  expe rience  in  gene ra l 
s to re  and  p roduce  business. C an fu rn ish  
b es t of references . A ddress No. 741, c a re  
T ra d esm an . 741

S alesm en  W a n ted —T o c a rry  on com 
m ission , line m isses, ch ild ren ’s M cK ay 
sew ed  and  ch ild ren ’s an d  in fa n ts ’ tu rn  
shoes in  W e ste rn  a n d  N o rth e rn  s ta te s . 
A ddress B ox 1,000, O rw igsburg , P a .

721
W anted—Clerk for general store. Must 

be sober and industrious and h ave some 
previous experience. R eferences required. 
Address Store, oare Tradesm an. 242 

B usiness  W a n te d —I am  look ing  fo r a  
good open ing  fo r c a sh ; a g e n ts  and  sp ec
u la to rs  need no t an sw e r; g ive  fu ll p a r 
tic u la rs  in  firs t le tte r . A dd ress M „ 
T ra d esm an , B ox 1261 C h e rry  V alley, Illi-

Creating Confidence
Michigan is one of the most responsive markets in the 

world for your goods. Prosperity has overtaken the people 
and they are buying.

Tell the people of Michigan about your goods—how they 
are made and sold and how to recognize them. Tell it to 
them through a medium in which they have confidence. 
When they know who you are, and what you offer them, 
they’ll buy.

The medium which has the confidence of its readers in 
the Michigan field is the

Michigan Tradesman



48 M I C H I G A N  T R A D E S M A N February 5, 1913

N EW  YO R K  M ARKET.

Special Features of the Grocery and 
Produce Trade.

Ney York, Feb. 3—Spot coffee con
tinues m ighty weak. Prices are fairly 
steady and th is is m ore than  could 
be said a few days ago. If  the usual 
volume of business should spring up, 
it would rem edy m atters by reducing 
stocks, which are now p re tty  large. 
In  store and afloat there  are 2,629.- 
195 bags, against 2,390,837 bags at the 
same tim e last year. At the close 
Rio No. 7 is w orth 1 3 ^ c  in an invoice 
way. Mild grade are m oving along 
in the usual channel and no t an item 
of in terest can be picked up. Good 
Cucuta is quoted at 15^ @ 16^ c .

Some dealers rep o rt im provem ent 
in sales of tea and the m arket general
ly seems to  be in a m ore cheerful 
mood. Buyers, however, do not pu r
chase ahead of curren t requirem ents 
and seem entirely  con ten t to await 
future events.

G ranulated sugar, 4.30c. T here 
ought to be a good big dem and for 
th is article at prevailing rates, as the 
quotation  is low er than  for ten years 
and about lc  low er than  a year ago: 
but the m arket continues in just about 
the usual m idw inter channel and deal
ers are no t inclined to  purchase ahead, 
nor, probably is the housewife.

Rice has been in fairly good request, 
T he m arket here and at prim ary 
points is firmly held and a good spring  
trade is looked for w ith confidence. 
Good to prime dom estic, 5@ 5^c.

Stocks of spices are not overabund
an t and quotations are well sustained, 
especially those on peper. Black 
Singapore, lO ^ lO ^ c .

M olasses is quiet and firm, but with 
only a com m onplace dem and. Good 
to prim e centrifugal, 35@40c. Syrups 
are in b e tter request and quotations 
are steady.

Canned goods are at about the low 
est point, so far as dem and goes, for 
m onths. N either spots nor futures a t
trac t a tten tion  and, until the season 
is fu rther advanced, there seems litt : 
likelihood of any th ing  like activity. 
Prices are steady and th a t’s the re 
deem ing feature.

B utter is well sustained for the top 
grades. E x tra  cream eries, 36c; firsts. 
32@35c; held extras. 32>$@33J4; imi
tation  cream ery, firsts, 24@25; factory- 
held, 22(5)23y 2 fo r ex tras and 30@ 
33c for firsts; factory, 20@ 21^c.

Cheese is quieter and w ith w arm er 
w eather there is likely to  be a de
cline, a lthough as y e t this has not 
been m arked, and whole milk is quot
ed 17M@18J4c-

T he very highest quotation for eggs, 
even near-by stock, is 31c; best W es t
ern, 28((?31c. T h e  m arket is ra ther 
firmer, ow ing to reports of much 
colder w eather. P resen t prices of 
good eggs have perm itted  a freer use 
of the same by “the m illions” and 
stocks have been, p re tty  closely taken 
up. F o r storage the range is from  
17J<2@18c down.

One W ay to Better Yourself. 
“T he real reason fo r m y success, as 

I now am able to  analyze it,” says 
the general m anager of a m anufac
tu ring  plant, w ho came up th rough

the ranks, “ is an ord inate  desire for 
creative w ork acquired w hen I was a 
young man.

“Even in brain w ork it’s an easy 
m atte r no t to be creative, no t to put 
real though t and im agination into it 
—ju st to do a th ing  m echanically 
w ithout thinking. T h a t’s the so rt of 
w ork th a t breeds m istakes. I t ’s the 
kind of w ork th a t keeps book-keepers 
from  becom ing aud ito rs; clerks from  
becom ing floorm en and buyers; em 
ployes from  becom ing em ployers; in 
short, thoughtless w ork prevents ad
vancem ent—breeds failure.

“W hen I sta rted  to  w ork for this 
concern I was handy boy in the car
pen ter shop and drew  $4 a week. I 
was 16 years of age then  and had left 
school in the  second year of high 
school. I t was my first full tim e job. 
Day in and day out m y w ork was 
routine, except when I w as sent on 
errands. But I was am bitious. I told 
my boss th a t the kind of w ork  I was 
doing was no t the kind I w anted. I 
asked him for som ething harder to 
do. T really w anted m ore pay. though 
1 asked for m ore w ork—the kind 
where I should need to do some th ink 
ing.

“T he boss sent me down to the iron 
w orking departm ent— w here the w ork 
was heavier and harder on the hands, 
and eyes and lungs, but not any less 
routine—although m y pay was raised 
to  $5.

P u t T hough t In to  the Job.
“T h a t request m ade a hit with my 

boss tw enty  years ago and it never 
fails to m ake a s trong  hit w ith me 
now  th a t I am doing some of the 
bossing around here. T h a t’s the logi
cal way to ask for m ore money.

“ Perhaps I should say th a t a man 
ought to ask for m ore responsibility, 
because every em ployer is looking for 
the men who are w illing and able to 
discharge responsib ility  ra th er than  a 
big quantity  of routine labor. M a
chines do th a t b e tte r than  men. But 
before any m an asks for g rea ter re
sponsibility he m ust be sure th a t he is 
m aster of the w ork he has in hand.

“T he best w ay to do th a t is to put 
though t into the w ork, w hether or 
not it is entirely  a routine job. M ost 
jobs are routine because the w orker 
m akes them  so. As soon as a man 
begins to do th ings w ithout thinking, 
his w ork becom es routine. Of course, 
some w ork naturally  does no t require 
much thought.

"M y job in the iron w orking d epart
m ent was to punch holes w ith a pow er 
punch press in the irons th a t came 
from  the forge. Invariably  these holes 
w ere not true. T hree  o r 'fo u r  men 
had been fired from  m y job because 
the boss thought th a t the variation  in 
the distance apart of the holes was 
due to careless work. My w ork tu rn 
ed out the same way. H ere  was a 
chance of thinking. T h a t problem  
m ade the w ork in teresting . T im e flew 
along too fast.

“ I observed tha t w henever I ran the 
risk of punching the iron bars when 
they had entirely  cooled off the dis
tance apart of the holes was absolutely 
true. T hen I tum bled on the fact th a t 
heat expands iron. So I reasoned that 
when I punched the warm  bars they  
con tracted  a small fraction of an inch

in length  after they  cooled— enough 
to account for the variation. I said 
nothing, bu t alw ays w aited until the 
bars w ere cold before punching the 
holes.

Looks for M ore H eadw ork.
“T h erea fter the holes w ere always 

placed true, and the  boss com plim ent
ed me on m y skill. I accepted the 
com plim ent, but did no t tell the rea 
son. My salary w as raised to $6 a 
week. I w orked on for several m onths 
and found m yself losing  in terest in 
the work, but no t until after I had also 
solved the problem  of punching the 
bars w hen cold w ithou t breaking the 
steel punch.

‘ T here w ere no m ore problem s to 
solve at th a t work, so I asked for a 
prom otion th a t required m ore head 
work. H e said I was -the only boy 
tha t had ever done perfect w ork on 
th a t particular job of punching holes, 
and that he w anted me to stay there 
1 told him that I could teach any o ther 
boy in the shop to  do as well .s I 
was then doing.

“The next day I b rought in ano ther 
hoy on my own initiative and taught 
him  my job in one day and th a t night 
reported  a t the office for my assign
m ent to  m ore responsible work.

“ I was fo rtunate  in having a boss 
that appreciated thoughtfu l work. H e 
did not give me a chance to  go else
w here to  find w ork th a t required a 
g rea ter exercise of the creative fac 4 
ty. As soon as I m astered  one th ing  
he gave me som ething harder with 
m ore responsibility.

“My best advice to  any young man 
is to insist upon pu tting  though t into 
his work, and the best way to  get tha t 
kind of w ork is to  m ake sure th a t all 
possible though t goes into the w ork 
at hand.” E rw in Ellis.

A M innesota egg dealer suggests 
th a t the tim e for produce men 
th roughout the sta tes to get busy on 
getting  the legislation needed per
tain ing  to  their business is now—not 
after the legislatures have adjourned. 
And, besides, it is be tte r th a t the deal
ers make them selves felt in legislative 
affairs than  the constructive legisla
tion—much of it seems destructive— 
along these lines be left to cranks 
and fanatics o r wom en reform ers.

W hat H e Said.
W hen I  am  dead  yo u ’ll find i t  h a rd . 

S aid  he,
To find a n o th e r  m an  

L ike  m e.
W hat She Said.

W h a t m akes  you th in k , a s  I  suppose 
You do,

I d ev e r w a n t a n o th e r  m an  
L ike  you?

The Spirit of Progress.
T he g rea test asset a business or an 

individual can have is the  Spirit of 
P rogress. W ithou t th a t all else is 
largely in vain. W ith  it every good 
th ing  is possible.

W hat is the Spirit of P rogress? I t 
is the desire to know w hat constitu tes 
true success and the w illingness to 
take the  patien t steps which lead to 
it; the desire to  co rrec t erro rs, tra its  
and tendencies which re tard  progress 
and the w illingness to  receive new 
ideas and act upon them ; the desire 
to act from  sound m otives and the 
w illingness to give up false and tem 
porary  success for vital and perm anent 
g row th ; the eagerness to  uitilize every 
w holesom e opportun ity ; the en thu
siasm to strive for excellence for its 
own sake and the energy to push on, 
pausing only w hen the v ictory  is won.

W ith  this sp irit the grow th of a 
business is inevitable. I t  is as natural 
as for a tree  to grow.

T he w orld m ay furnish m any oppor
tunities, appreciation will quicken 
some m otives and the onw ard m ove
m ent of the w orld can change some 
conditions, but th a t spark of fire— 
the Spirit of P rogess—m ust come
from  w ithin, m ust spring up in a 
m om ent of noble resolve and m ust 
never be allowed to die, never to 
w aste, never to  waver.

Exam ine into the lives and actions 
of m en who have m ade the real suc
cesses in any wholesom e line of ac
tivity  and you will see how that vital 
spark  m ade all th e ir achievem ents 
possible;—and m aybe you will find the 
spark yourself.

Questions.
I s  yo u r s to re  b o th  b r ig h t an d  cheerfu l 

A re  th e  w indow s looking  tr im ?
A re you w o rk in g  fo r  a  record

W ith  y o u r sa le sm en  fu ll of v im ?

Do you com plim en t th e  h e lp e r 
W ho show s h e  h as  a  head ?

W hen  you feel y o u r te m p e r  g row ing  
C an  you sim ply  sm ile  in s te a d ?

A re you p ro m p t in  sen d in g  s ta te m e n ts , 
A nd to  see th a t  th e y  a re  paid?

Do you rea lize  th e  losses 
T h a t de lay  h a s  to  y o u r  tra d e ?

The self-made man usually tries to 
monopolize the spotlight.

BUSINESS CHANCES.
F o r  Sale—O ldest es ta b lish ed  h a rd w are  

b usiness  in  a  live to w n  of 1,200. C lean 
stock , des irab le  agencies, b e s t  possib le  
location , m o d e ra te  r e n t  a n d  sa tis fa c to ry  
lease. T he  b e s t h a rd w a re  p roposition  
in th e  S ta te . C losest in v e stig a tio n  in v i t
ed  by th o se  w ho  m ean  bu sin ess , o th e rs  
need  n o t w rite . A ddress  C. C. H ., c a re
T ra d esm an .___________________________ 766

C o u n try  s to re  in  sm all v illage  in  K a la 
m azoo coun ty . Good f ra m e  building, 
$1,200, g e n e ra l s to ck  a b o u t $3,500. W ill 
ex ch an g e  fo r rea l e s ta te  (tow n  o r coun 
try )  if  n o t too  f a r  aw ay . W h a t h av e  
you to  offer fo r  a  m o n ey -m ak in g  bu s in ess?  
A ddress C. L. M „ 447 W e s t W a ln u t S t., 
K alam azoo , M ich., an d  g e t  p a r tic u la rs .
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SUNBEAM TANK HEATERS
Feed Cutters, Fur Coats, Sleigh Bells

YOU 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?

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

Brown & Sehler Co.
Home of Sunbeam Goods Grand Rapids, Mich. 5^?Sl)N BEAM - -



W ilmarth Makes

Show Cases
For All Purposes

The show case illustrated above is one of our most pop
ular all plate glass display cases. Our catalogue, igiving 
complete information in regard to this .and a large number 
of other cases, will be furnished on request.

A copy of this book should be in the hands of every 
progressive merchant. Our prices will interest you.

Wilmarth Show Case Co.
1542 Jefferson Ave. Grand Rapids, Mich.

Pittsburg Salesrooms Chicago Salesrooms
7th FI. House Bldg. 233 W. Jackson Blvd.

While you’re weighing, filling and tying one bag of 
sugar, one of our machines weighs, fills and seals one hun
dred and seven cartons of FRANKLIN CARTON SUGAR. 
You lose money on bulk sugar because of overweight, loss 
of time and cost of bags and twine used. You make money 
on FRANKLIN CARTON SUGAR because it prevents loss 
from overweight and saves your time. FRANKLIN CAR
TON SUGAR is ready to sell when you get it—it’s as con
venient to handle as cans of com or bottles of pickles. 
FRANKLIN GRANULATED SUGAR, FRANKLIN DES
SERT AND TABLE SUGAR. FRANKLIN POWDERED 
SUGAR and FRANKLIN XXXX CONFECTIONERS' 
SUGAR are all packed in FRANKLIN CARTONS.

You can buy Franklin Carton Sugar in the original 
containers of 24, 48, 60, and 120 lbs.

FRANKLIN SUGAR REFINING COMPANY
PHILADELPH IA, P A .

“Your customers know FRANKLIN CARTON SUGAR 
means CLEAN SUGAR”

Hang Out a Lanternl
“If you know where there is a dangerous spot in the road, it is your 

duty as a good citizen to hang out a red light whether you are paid for it 
or not.”—W. L. Brownell.

If you do not own a good, reliable safe, a safe big enough and strong enough to hold 
and protect your valuable books, papers and cash, there is a 
right dangerous spot ahead of you on your business highway 
which you are more than liable to fall into. There are

Some Chances You Cannot 
Afford to Take

Why take the chance of losing thousands of dollars, when 
by the expenditure of a small amount of money you can 
eliminate this chance from your business entirely. We can 
furnish you with a first-class safe for less money than you 
can buy elsewhere.

WRITE US TO-DAY AND WE WILL GIVE YOU FURTHER INFORMATION

GRAND RAPIDS SAFE CO. Tradesman B/dg., Grand Rapids, Mich.
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Made in

Five Sizes

Q. J. Johnson 
Cigar Co.

Makers

G rand Rapids, M ich.

“In a 

Class by 

Itself”

Manufactured

Under

Sanitary

Conditions


