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DOUGLAS MALLOCH

I will walk abroad; old griefs shall be forgotten
to-day; for the air is cool and still and the hills are
high and stretch away to heaven, and with the dew
I can wash the fever from my forehead; and then I

shall be unha no longer.
PPy g Thomas De Quincey.

Laws ought to be fashioned unto the manners and
1 conditions of the people to whom they are meant,
( and not to be imposed upon them according to the

simple rule of right.
Edmund Spenser.
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Che Perfect Rouse

There is a house, a perfect house, that sets
upon a hill,

A house with grass and trees around,
where all is sweet and still,

Exactly near enough to town, yet far
enough away—

It is the house, the perfect house, we mean
to build some day.

There is a house where never noise comes
pouring from the street,

There is a house where ev’rything is per-
fect and complete,

In winter warm, in summer cool, a house
with comfort filled,

A house, a home, a heaven here—the house
we mean to build.

There is a living-room that’s long, a fire-
place at the end—

A place to sit and smoke a pipe and visit
with a friend.

There are some leather rockers there, and
walls of quiet tone—

Oh, it’s arefuge and a rest, the house we
mean to own.

And ev’ry bedroom has a bath and ev’ry
bedroom air,

And there’s a linen closet large, so handy
to the stair.

An attic playroom where the toys, the
children’s toys are spilled—

The children, too, will love the place, the
house we mean to build.

The city flat, the crowded house, still they
must do awhile;

But wife and | we sit and dream, we sit
and dream and smile.

But I, 1 got a little bent, and wife a little
gray—

Perhaps we shall not need the house we
mean to build some day.

Douglas Malloch.
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WHEN YOU SEE

THE /V V. \ GOOD
W orden O rocer Company SIGN OF U /W y CANDY

THE PROMPT SHIPPERS “DOUBLE A~

Remember it came from

The PUTNAM FACTORY, National Candy Co., Inc.

Grand Rapids Kalamazoo
P Grand Rapids, Mich.

No more
use for
Scoop

or
Scales

Weighing sugar, putting it in bags, los-
ing by waste of time, overweight and
cost of bags and string used eats up all
the profit of selling sugar. In fact, the
grocer who follows such old-fashioned
methods loses money. No wonder the
sale of FRANKLIN CARTON SUGAR *Sancard of urity-
is increasing all the time. The FRANK- THE-FRANKLIN
LIN CARTON is a neat, handy package HORINER
that’s as easy to handle as a can of tomatoes; it’s ready to
sell when you get it. It pleases customers because every-
body wants clean sugar. The capacity of the containers
enables you to buy in convenient quantities and you can
get any popular sugar in FRANKLIN CARTONS.

You can buy Franklin Carton Sugar in the original
containers of 24, 48, 60 and 120 pounds

THE FRANKLIN SUGAR REFINING COMPANY
PHILADELPHIA, PA.

“Your customers know FRANKLIN CARTON SUGAR
means CLEAN sugar”

| Incitl’
abox Inyour nextorder
LauzOSNOW B OV washing Powder

¥%>, Buffalo, N. Y.
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BAD BEGINNING.
I'resident  Wilson has repeal edly
denounced labor unionism as the

most deplorable feature of American

lite and the most dangerous to Ini-
man liberty and happiness. 1lis ap-
pointment oi \\ 1» Wilson, ninner

Congressman from Pennsylvania, and
a most radical union man, as head "I
the new Department of Labor, is not
auspicious and has been much criti-
cised as tending to show that this
department will he completely under
tin- domination of the special in-
terests represented by Gompers. The
appointments the new President will
make to the Industrial Commission
will give better index to his general
attitude on industrial matters. Noth-
ing in the history of Mr. Me Reynolds,
the new Attorney-General, would
give the impression that any combi-
nation, union or otherwise, would be
exempted from tlie operation of Fed-
eral laws. The independence ot the
new President and his evident pur-
pose to have an administration prac-
tically as well as theoretically Demo-
cratic, makes it very problematical
whether he will give his approval to
any labor legislation of such vicious,
uneconomic and partisan character as
are some of the measures proposed
by organized labor.

It is an item of interest, in con-
nection with the subject of labor leg-
islation, that the chief counsel for the
defendants in the dynamite cases,
Senator Kern, has been made the
Senate Democratic caucus chairman.

Flint Grocers Made Money At State
Meeting.

Flint, March 17.—One of the larg-
est social gatherings ever held by the
Retail Grocers’ Association of Flint
was that which took place as a fare-
well to Elmer \V. Garner, former
President of the organization and a

celebration of the success of the
State grocers’ convention.
About sixty-five men were seated

at the tables when the banquet be-
gan at 8 o’clock. President Fred R.
Armstrong acted as toastmaster and
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after paying a tribute to Mr. Garner
and his work in the Association dur-
ing the last twelve years and the
work of W. C. Jones during the State
convention he called on several for
short addresses. \V. C. Jones, who
was introduced as “General.” thanked
the merchants for their co-operation
which made a success of the conven-
tion and the banquet for the visiting
delegates and particularly the pure
food show which was largely attend-

George Snook, chairman of the fi-
nance committee of the convention,

read a report that brought cheers
from the banqueters. The report
showed that $7,0M59 was received

from various sources and that only
$1,425.74 was spent by the local As-
sociation for the convention and pure
food show. The balance which has
been placed to the credit of the local
Association is $070.85.

Much credit for the success of the
Flint Association during the twelve
years it has been in existence was
given to Mr. Garner by Secretary
Charles Grebe, who spoke feelingly
of the regret of the members at the
departure of the former Presi lent
who recently sold his business. Mr.
Grobe also spoke for A. D. Alvord, a
neighbor of Mr. Garner, who was
unable to be present.

President Armstrong, on behalf of
the members of the Association, pre-
sented Mr. Garner with a traveling
big. In accepting the gift, Mr. Gar-
ner said: “\Yednesday night | start
on a trip through the South with my

lather. If 1 was going away simply
to see the flowers | would not need
to go.”

He spoke of his success in business
and lauded the work that had been
done by his fellow-associates, lie also
paid a high tribute to the employes
of his store whom he said were in a
large measure responsible for his suc-
cess. lie advised his hearers to show
their appreciation of the work ot their
employes. Mr. Garner and his father,
William Garner, will travel through
Georgia and Florida, stopping at
Palm lleach and Ormond and then go
to Kingston, Jamaica, Havana, Cuba,
and then go to the Panama canal.

W. C. Jones was given a beautiful
Elks’ watch fob and Secretary Grobe
was presented with a signet ring. The
presentations were made by President
Fred Armstrong. The gift to Mr.
Jones was in appreciation of his work
in making the State convention a suc-
cess and that to Mr. Grobe a testi-
monial to his long service in the As-
sociation.

E. G. Raymond, successor to Mr.
Garner in the grocery business, paid
the following tribute to the guest of
honor: "I have dealt with a great

Many men in a business way but |
haive never met one who was fairer
or sqnarer than Mr. Garner.”

Secretary Alfred (lalbraith of the
BDartl of Comini:rce, who was unable
toi be prese:nt sent a letter of regret.
11e paid a high tribute tD the mem-
Iters of the Association and to W. C.
Jones for the recent convention which
he said was the host gathering of its
kind ever held in Flint.

News of Merchants Throughout the
State.

1Imight 3i- \. j. imsiisi. general man
ager of Hie Lake Supe:rior Produce
Cn. has reinrue! Irom Washington.
where he pre‘cured a gotul sized o lll-
tract tot- plying the ISuited States
navy witli cr<eamcrymbutter during the
ensuing vear

Bay CUv--Bert Seni]diner. being
business as the A'enonah Cloak it
Suit ('o.. has hied ,i petitin!! in bank-
ruptcy. lie gives his liahitities at
$7.110.58 s (70271  FT J.
Lanfear has been appuinted receiver
lor the l.uallies.-.

lletn t--The DeProiiL<llltiiteting
ilas engagred in Imsiness to in
furniture. hiinselliild 1 irnishines, c
with an tilthorixe 4 c;ipital stock
$100I>U. iif which a;.non has mccn s
scribed. $1.000 paid in in rash .ind
$2.(5 io property.

i'‘orris—The F 4g;uial™ Luoid.er c».
has porcha-ed all of Te buidings

the Cook. t'unis il MiHer Co mi-
illg the Slire. lot:ci. jeto., and in
ha ii hat it intend- to n
machine slmps am:i rot.inri fib!
Bryan i6 flip place.

Legran. I=Willi. Kimbei:ly. \chn

recently lost his store builtllng and
grocery slock by lire. has rtttnodided
his barn into a staire and adolitted bis
brother Erwin to partnershipi and the
business Wwill be ¢(Ultimied under the
style of Kimberly Brc>3

Saull Ste. Marie—IV. Tromlikr.
S>n. who conduct: a jewclry ston
2'1 Tortrige avetnie. have mlissol ved
pa.rliirrship and the fililinés:a will be
continued at the same ldcation
Joseph A, Ifrottiliday, who Fms triken
over the interest of liis partner.

Kalalira/no --- Hie M. Lliving'poll
Co., dealtr in wo:men s garnionts. has
been metmgeil ioti» a stock compx»any
under tin[ style blithe Living;5ton
Clothing Co. wit!i an authorized tap-
ital stock; of $5,000, of wvhtch $4pono

has been -ub-cribed and p.lid in in
cash.
Benton IlarboT---uhe Fnders X

Moore Co. dealer in dry gimils. has
merged its lutsiness into a stock
company under the style of the The
Finders G'o, with an authorized cap-
ital stock: of $12,000, which has !teen
subscribed, $8,000 pah1lin in cash and
$2,000 in property.
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Adrian- E. IT Gihford, dealer in

ital stock of >1(1(100. of which $25,ion
has been subscribed $8.100 being paid
m in ca>h and $17,000 in property.

ill ickev, F. f. Xavin and Hugh Mill

'ig .10

Mr. Giroux was formerly engaged in

K danaze

fore the club and no favortism will

nicn, as otherwise they are trouble !

No exception
church organi

Cadillac Council, No. 143, has start
ed a campaign for the electkm of Pas'
t orniselo!" 1llenty E. Perry for tin
office of Grand Trieasurer of the Mich
igan jurisdiction to succeed the pres
ent incumbent, wlio has served threi
years in that capae ity. when the Grant
Council meets at Grand Rapids, Jum
12 and 14

Baxter & Plank have sold their gro-
cery stock at Madison Square to A
E. & C. Fl. Evans, who will continue
the business at the same location.

Mr. William Judson leaves Tuesday
for Hot Springs. Ark., where he will
remain a couple of weeks.



BANKRUPTCY MATTERS.

Proceedings in Western District of
Michigan.

March 11—In the matter of the
Lithuanian Co-operative Stock Co.,
bankrupt, formerly of Grand Rapids,
the final meeting of creditors was
held. The final report and account
of Chas. V. Hilding, trustee, was con-
sidered and allowed, and a final divi-
dend of 41 per cent, was declared
and ordered paid. A first dividend
of 20 per cent, was previously paid
in this matter, making the total divi-
dends for creditors 61(4 per cent.

March 12—In the matter of John
Bumb, bankrupt at Big Rapids, an
order was made by the referee calling
the first meeting of creditors to be
held at his office on March 27 for the
purpose of electing a trustee, proving
claims, examination of the bankrupt,
etc.

March 13—In the matter of Joseph
B. Russo, bankrupt, of Grand Rapids,
the first meeting of creditors was held
and by unanimous vote of creditors
present, E. B. Gansser, of Grand Rap-
ids, was elected trustee and his bond
fixed at $1,000. John Ley, J. Clude Lar-
away and Joseph Cavagnario. all of
Grand Rapids, were appointed apprais-
ers. The first meeting was then ad-
journed to March 19, at which time
the bankrupt was ordered to appear.

March 14—In the matter of Osborn
Home Furnishing Co., bankrupt,
formerly of Grand Rapids, the trustee,
David A. Warner, of Grand Rapids,
filed his supplemental final report
showing compliance with the final or-
der of distribution and an order was
made closing the estate and discharg-
ing the trustee. No cause to the con-
trary having been shown by creditors,
a certificate was made by the referee
recommending the bankrupts’ dis-
charge.

March 15—In the matter of Simp-
son Automobile Supply Co., alleged
bankrupt of Grand Rapids, the ad-
journed special meeting of creditors
was held for further consideration of
the offer of composition at 30 per cent.
A very large majority in number and
amount of the claims of creditors
proved and allowed having voted to
accept such composition, it was de-
termined to report the same to the
court, with the recommendation that
it be confirmed. The final report and
acount of Ralph E. Hughes, receiver,
was considered and allowed, and an
order for his discharge entered con-
ditioned upon his turning over the
assets to the alleged bankrupt on con”
firmation of the composition.

March 17—In the matter of
Coronet Corset Co., bankrupt, of
Grand Rapids, a special meeting of
creditors was held. The second re-
port and account of Geo. C. Brown,
trustee, was considered and allowed
and a second dividend of 5 per cent,
declared and ordered paid general
creditors.

March 18—In the matter of Mon-
tague lron Works Co., bankrupt, of
Montague, a special meeting of cred-
itor5 was held. The first report and
account of James F. Knowlton, trust-
ee . was considered and allowed

the
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and a first dividend of 25 per cent,
declared and ordered paid to general
creditors.

In the matter of the American
Electric Fuse Co., bankrupt, formerly
of Muskegon, the supplemental final
report of Paul S. Moon, trustee, was
filed, showing compliance with the
final order of distribution and an or-
der was entered closing the estate
and discharging the trustee.

A voluntary petition was filed by
John G. Egolf, a laborer of Grand
Rapids, and he was adjudged bank-
rupt by Judge Sessions and the mat-
ter referred to Referee W'icks. The
bankrupt's schedules show no assets
excepting clothing and wearing ap-
parel, claimed as exempt, and the
calling of the first meeting of credi-
tors has been delayed until moneys
are advanced for payment of expenses.
The following creditors are schedul-
ed

oyd ‘H. Tltus Gra 9.25
Jas. A. Phillips, Grant 225
Victor Rosmussen, Gran 23.05
Vandenbelt ) 250
Jno. J—Iemln son, G 6.00
Grand Rapids Loan Co 20.00
Citizens mance 21.00
Schmaltz & E 11.00
éa etCSotuntyBB ?0.00

ran !
SN Baddrs, “Grar &%
Wwm. T. Wilki 17.00
A F. McGuire, Grand Rapids ~ 5751

$365.26

In the matter of Hans J. Fisher,

formerly druggist of Grand Rapids,
an order was made confirming the
sale of the stock, including the bank-
rupt’s exemptions, to Peter J. Haan,
of Grand Rapids, for the sum of $525.
The offer of Samuel J. Naylor of $800
for the fixtures was considered and
it appearing that such fixtures were
covered by a mortgage for $800 and
upwards and that there was no equity
in such sale for the assets, the offer
was rejected and the trustee directed
to abandon such fixtures to the mort-
gagees.

In the matter of Lucas Brothers,
bankrupt, of Maple Grove, Missaukee
county, the inventory and report of
appraisers was filed, and shows the
following assets at appraised valua-
tions:

Groceries $183.16
Lt oot i el
oes and rubbers . .
Hardware .. . %gg

letures

$1,164.27

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

Buffalo, March 19—Creamery but-
ter fresh. 33@36j4c; dairy, 22@30c;
poor to good, all kinds, 20@25c.

Cheese—Fancy. 17@17k2; choice,
16(«16j4c: poor to common, 10@15c.

Eggs—Choice, fresh candled, 20@
21c, at mark, 19@20c.

Poultry  (live)—Turkey's,
cox, 12(o 13c; fowls 18@20;
18(n.20c; ducks, 18@20c;
16c. Poultry dressed,
25c; ducks. 18@20c;
fowls, 17(8)19c.

Beans—Red kidney, $2@2.25, white
kidney, new $3.25@3.35; medium, new
$2.25@2.30; narrow, new, $3.25; pea,
new, $2.25@2.30.

Potatoes—50@55¢c per bu.

Rea & Witzig.

18@23c,
springs,
geese, 15@
turkeys, 20@
chicks, 18@20c;

People are always doing
they would condemn in others.

things
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News and Gossip of the Grand Rapids
Boys.

Grand Rapids, March 17—How
many new members have you lined
up for the April meeting? Every
member of No. 131 should try to get
at least one and give Brother Stark
some work for the first time he oc-
cupies the Senior Counselor’s chair.
We know there is nothing that would
please “Rastus” more than to have a
large class of candidates. Besides
this, would more than reach that 500
mark.

We have often wondered of late if
District Passenger Agent Neil De
Young could not use his influence to
have the Detroit train, due here at

noon, make a few stops between
Grand Ledge and Elmdale. As it is
now, if anyone goes to, say, Mulliken

on the morning train out of Grand
Rapids, he has to stay there all day
or drive all the way to Lake Odessa.
If train No. 3 could stop at Sunfield
and Lake Odessa, it would be a great
help to a good many traveling men
who make this territory. We appre-
ciate what Mr. DeYoung has done
for us so far and trust he will do his
best to have this request granted.
One for the G. R. & I. The train
for the north, due to leave Grand
Rapids at 7:20 a. m., is often held an
hour, sometimes longer, to make con-
nections with the train from the
south. One can often read the morn-
ing Herald through, including the ad-
vertisements, while waiting impatient-
ly for the train to move. Then, some-
times, after a long delay, it will pull
out, even if the train from the south
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is not in. Something must be wrong.
It is wait a long time for connections
and also a long time for none. It
might be well for the Michigan Rail-
way Commission to investigate the
management of this road, too.

Brother Abe Peters informs us that
the arrangements have been mad: for
the spring training camp for the U.
C. T. base ball club at Dorr, Mich,,
U. S. A. Several new recruits have
applied for try-outs. Manager Borden
will notify all members of the team
when to report at the new field. Should
the weather be cold or rainy, practice
will take place at the Birney athletic
club house.

J. J. O’Rourke, the ideal man, was
seen last Sunday driving around with
his netv automobile all decorated in
green. We soon came to the conclu-
sion that St. Patrick’s day was near.

It certainly is a great pleasure to

learn that Wm. P. Drake is re-
covering from his recent illness.
He is able to sit up, but is very
weak. It w.ill be some time before

he will be able to take up his w'ork.
Have courage, Bill, Jonah came out
all right.

The Committee of Sports for the
Grand Council meeting to be held
here June 13 and 14 has written let-
ters to all Michigan councils to ascer-
tain how many of them will bring a
ball team to compete for the prizes.
All ball players must be members of
the U. C. T. or they will not be per-
mitted to play. Wm. D. Bosnian.

You can't convince a school
that history repeats itself.

boy

The Tradesman's Sworn Statement
Made Under New Postal Law

Statement of the ownership,

management, circulation, etc., of

THE MICHIGAN TRADESMAN, published weekly at Grand Rapids,
required by the Act of Aug. 24, 1912.

NOTE—This statement is to be made in duplicate, both copies to be delivered by the
publlsher to the Postmaster, who will send one copy to the Third Assistant Postmaster General

(Division of Cla55|f|cat|0n) Washington. D. C

postoffice.

.. and retain the other in the hies of the

Editor—E. A. Stowe. Grand Rapids.

Managing Editor—E. A. Stowe. Grand Rapids.
Business Manager—E, A. Stowe. Grand Rapids.
Publisher—Tradesman Company. Grand Rapids.

Owners:

(If a corporation, give names and addresses of stock-

holders holding 1 per cent, or more of total amount of stock.)

E. A. Stowe. Grand Rapids.
W. N. Fuller. Grand Rapids.
S. A. Sears. Grand Rapids.

S. F. Stevens. Grand Rapids.
Henry ldema. Grand Rapids.
N. G. Richards. Grand Rapids.
F. E. Clapp. Grand Rapids.
John DeBoer. Grand Rapids.
Fred Pettinga. Grand Rapids.
E. L. Reed. Grand Rapids.

Known bondholders,

other securities:

mortgagees,
holding 1 per cent, or more of total amount of bonds,

and other security holders,
mortgages or

There are no bonds, mortgages or other securities outstanding against

the Tradesman Company.

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

E. A. Stowe. Business Manager.

Sworn to and subscribed before me this 15th day of March, 1913.

(SEAL)

Florence E. Clapp.

Notary Public in and for Kent Co.. Mich.
(My commission expires Apirl 17. 1916.)
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NEW YORK MARKET.

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

New York, March 17—Spot coffee
continues to be about the most de-
pressed article in the whole range of
grocerydom. Demand inactive and
quotations dull and nominal. Some
concession may be made, if necessary,
to effect large sales, but even so buy-
ers are not showing any interest be-
yond current requirements. In an
invoice way Rio No. 7 is quoted at
II"c and Santos at IS~c. In store
and afloat there are 2,377,921 bags,
against 2,316,185 bags at the same
time last year. In sympathy with
Brazil sorts the market for mild
grades is dull and sales are of small
quantities. Good Cucuta, llj*c.

Teas are dull and heavy, especially
Japans. Sales are simply of quanti-
ties sufficient for everyday business,
and of low grades here there is quite
an accumulation. Probably some
concessions would be granted, al-
though, as a rule, holders seem to
be trying to sustain rates.

Refined sugar is quiet at the mo-
ment, although a /steadily increasing
demand is confidently looked for. At
430 it would seem as if the trade
ought to be rather liberal buyers, but
at the same time it is well to use
caution. At the moment the tariff
ghost is creating no fright and it is
realized that it will probably be sever-
al months before any change can be
put into effect.

Would-be buyers of rice would, per-
haps, take greater quantities if they
could agree with holders as to the
value of the article. As matters are,
neither side gives way and sales are

of only everyday character. Prime
to choice domestic, 5”@ 5j4c.
Spices are quiet. Demand about

steady, however, and quotations on
the same level as at last report.

Molasses moves more slowly as the
season advances and the demand for
both blackstrap and grocery shows
a steady falling off. Supplies are mod-
erate and values are entirely unchang-
ed.

In canned goods there has been a
better demand for corn of the regular
standard grade. Buyers had an op-
portunity to purchase at 50c, but want-
ed a still lower figure and this sellers
are very loth to grant. At 45c quan-
tities of stock could be moved, but at
this figure profits would be “entirely
submerged.” The supply of corn has
been too great and it is altogether
likely the pack of 1913 will be much
smaller than that of last year. Toma-
toes are rather quiet at about 80c for
standard 3c, f. o. b. factory. Other
goods are moving in an everyday
manner, with no change worthy of
note in quotations.

There is a better demand for butter
and the outlook seems to be quite
decidedly in favor of the seller at
this writing. Receipts, however, seem
to be quite liberal. Extra creamery,
3B5VE@36¢;  firsts, 34)2@35c; held
stock, 34@35c; imitation creamery,
25@26¢; factory, 23"@ 24c.
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.Cheese is quiet and unchanged.

Whole milk specials, I c
Eggs are steady. Top grades W est-

ern, 20@22c and down to 17@18c.

Honks From Auto City Council.

Lansing, March 17—Brother F. H.
Hastings is wearing a broad smile and
learning to manage a brand-new Henry
car. No, the price of coffee hasn't
advanced!

The Hawkins House, at Ypsilanti,
has changed to the European plan.

Brother M. E. Sherwood leaves to-
morrow on his semi-annual two weeks’
trip to the northern part of the State.
Mrs. Sherwood doesn’t think very
kindly of the two weeks’ trip, but
dares not express her opinion on the
subject, for fear the Tradesman cor-
respondent will cause it to appear in
print.

Rood J. Evans has been making
good since January 1, selling sweet
goods for the Evans Candy Co. His
father, Brother R. J. Evans, says the
boy has inherited a love for lugging
a sample case and telling the livery
and bus men where to get off at. When
only three years old he used to tod-
dle around the house with an old
worn out grip, making imaginary
calls on the trade. Occasionally, he
would approach his mother, enquir-

ing, “How are you fixed for gum
drops?”
Two prominent members of our

Council recently found it necessary to
remain over night in Sherwood and
report a very disagreeable mix-up
with the little brown bugs. So seri-
ous were the results that next morn-
ing each thought the other to be brok-
en out with a peculiar kind of rash.
The Perry Barker Candy Co. is pro-
gressive in more ways than one. One
day last week Brother E. Il. Simp-
kins, the President handed our cor-
respondent a silver dollar and request-
ed us to fix it so that the Tradesman
would come every week instead of
just whenever the firm’s name was
mentioned in some news item.

No doubt, the entire membership
of our Council has now received
“Treatise on Amendments.” It is the

duty of every member to study this
carefully and come to our next Coun-
cil meeting prepared for a thorough
discussion of the amendments pro-
posed and vote intelligently. The
time and place for kicking is in our
own Council before our delegates to
the Grand Council are instructed and
not after we have had it put all over
us. 1. D. B.

Self-Restaint.

It was a very hot day and the fat
drummer who wanted the 12:20 train
got through the gate at just 12:21.
The ensuing handicap was watched
with absorbed interest both from the
train and the station platform. At
its conclusion the breathless and per-
spiring knight of the road wearily
took the back rail, and a vacant-faced
“red cap” came to relieve him of his
grip.

“Mister,” he enquired, “was you try-
in” to ketch that Pennsylvania train?”

“No, my son,” replied the patient
man. “No; | was merely chasing it
out of the yard.”
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Chirpings From the Crickets.

Battle Creek, March 17—People who
are in a position to know, say that
Jackson county will go wet.

T. Sweeney and wife, of Mason,
have returned from a short trip to
points in Saginaw county. Mr.
Sweeney runs the Hotel Sweeney at
Mason.

In my letter last week, | finished my
offerings with an original poem which
was prompted by a photo we had tak-
en of the officers and executive com-
mittee of our Council. The Trades-
man published my letter (including
my poem) in the same language and
style as it was received. Censorship
must be rather lax in the front office.
Mr. Stowe, or one of his associates,
published a short notice regarding my
poem. The party who spoke of my
poem (called poem for politeness
sake) used such rare English in com-
menting upon same that it was some
little while before I knew whether |
was complimented or insulted. Upon
reading the little notation | got upon
a C, K. & S. train and took the mat-
ter up with a brother who travels out
of Grand Rapids, but lives in Battle
Creek, and who has spent two Thurs-
day supper hours the last eight weeks
trying to get the Michigan Central
train No. 14 at Kalamazoo for Battle
Creek, to dance a few dreamy waltzes
at a swell club party. One rapid trip
from the C., K. & S. depot to the M.
C. depot in a cab, one by fast run-
ning train always gone. This gentle-
man, after hearing my version of the
criticism of the poem, decided that
Mr. Stowe was gently but politely in-
forming me to cut it out. Therefore,
never again.

Win. |. Masters is confined to his
home with lagrippe.

Mrs. Boyd Cortright is at home
sick.

Brother Rufus Brooks is still sick.

Mrs. J. N. Riste was unable to at-
tend our annual party with her hus-
band, on account of sickness.

The superb manner in which Broth-
er Geo. C. Steele renderd “Mary’s
Lamb” upon the piano last Saturday
night is the talk of the Council. Talent
will out.

Battle Creek Council, No. 253, had
its business session, initiation of can-
didates and installation of officers last
Saturday afternoon. The new officers
are as follows:

Senior Counselor—Ed. W. Guild.

Junior Counselor—Wm. I. Masters.

Past Senior Counselor—J. N. Riste.

Conductor—Robt. Longman.

Chaplin—Chas. Brewer.

Page—Guy Pfander.

Sentinel—H. W. Ireland.

Geo. C. Steele was re-elected Sec-
retary.

At 7:30 in the evening, about sixty-
five of the boys and their families
sat down to a dandy supper served in
the dining room of our Council quar-
ters. After supper we were entertain-
ed by Mr. and Mrs. Schoomaker, H.
W. lIreland, Robt. Langman, Frank
Maltby and Chas. R. Foster. We
then played progressive pedro. Hon-
ors were won by Mrs. C. Whipple
and Mrs. Ed. Schoomaker._ Chas.

S

Iden took the work during the after-
noon session.

Brother Harry De Kalb, with the
Lull Carriage Co., of Kalamazoo, sold
Reed & Johnson, of Coldwater, a car-
load of carriages last week. . | met
Mr. Johnson shortly after he had made
his purchase and he told me that the

carload of carriages was all he
bought. He said Harry bought after
that.

Chas. R. Foster’s readings Satur-

day night were the first we had heard
from Charles in many a meeting an |
they were very well received.

Grand Counselor, John Quincy
Adams, was spending Saturday night
with one of the Detroit councils on
an official visit, .so was unable to be
with us.

One of our boys who now lives in
Illinois and who reads the Tradesman
each week, wrote our Secretary and
said he wished | would write more
about the U. C. T. boys and less about
the farmers. All right, Charly. Some
of us though are like farmers. Could

.use spreaders to good advantage and

go to bed so early.

Remarks heard around 253’s Coun-
cil chambers:

“Does Orin Wright ever come to
town?”

“l1 would like to hear Ed. Guild re-
cite some Bobby Burns again—some-
time.”

“Pretty near time for Norm to have
his territory changed again, isn’t it?”

"There must be a lot of Beecher-
Peck & Lewis and U. C. T. mail sent
from 94 North avenue each week.”

“How many diplomas has Robt.
Longman?”

“Did he ever go to Congress from
this district?”

"Why don’t the I. O. O. F. buy a
new vacuum cleaner from Clarence?
This old machine is N. G.”

“Who will be down in the morning
with Boyd and Ed. to wash dishes?
Bill is sick, you know.”

“Where will we hang our new pic-
ture?”

"Herb will make a good Sentinel.
Would like to see him go through
the chairs.”

"Should think John Adams would
be all in. Understand he has writer’s
cramp.”

“Don’t Pfander send in a crazy let-
ter? Acts fairly human, too. He’s
got a nice wife and child, anyway.”

“Vint and Mark don’t seem to en-
joy the cigar smoke. Don't they use

tobacco?”
“Does Bill use scrap or fine cut?
Neither. Oh, all right.”

“Does Greenman spend all his time
in Battle Creek?”

“You bet, H. W. I. sold C. N. K.
brooms.”
“How did it hapen they trusted

Whipple and Pfander with all that
supper. And the way they eat, too.”
Guy Pfander.

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 Wells & Richardson Co.
Burlington, Vt.
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Movement of Merchants.

Levering—S. J- Hoar has engaged
in the meat business here.
Auburn—Samuel

Fisher will open
a furniture store here.
Suttons Bay—M. C. Waagbo jjas

opened a jewelry store heie.
Springport—W hitemere & Farland
have opened a meat market here.
Mesick—C. B. Gilbert succeeds A.
M. Goodrich in the meat business.
Grawn—Wilson & Barnard have
engaged in the undertaking business
here.

Bagnall—F. A. Sprague succeeds
Sprague & Farnsworth in general
trade.

Coopersville—Sichterman & Laugh
will open a grocery store here about
April 1.

Kipling—Fire destroyed the store
building and meat stock of Peter Fay
March 14.

Constantine—H. E. Lintz & Co.
have opened a dry goods and grocery
store here.

Detroit—Henry Cowles, of Durand,

has opened a bakery in Highland
Park addition.
Sandusky — Clare  Orr, hardware

dealer, died at his home March 14,
aged 35 years.

Hancock—Samuel T. Payne, meat
dealer, died at his home .March 15,
aged 43 years.

Middleville—Fire destroyed the St.
James Hotel March 17, entailing a
loss of $10,000.

Grand Ledge—Ward Davis will en-
gage in the confectionery business
here about April 1.

Wyandotte—Miss Della Renaud has
engaged in the millinery business in
the Roberts building.

Owo0sso—The Owosso
has increased its capital
$1,250,000 to $1,875,000.

Belding—Frank R. Bullis is closing
out his stock of marble and granite
owing to ill health.

Breckenridge—The Farmers' Ele-
vator Co. has been organized with a
capital stock of $30,000.

Bangor—Walter Webster is suc-
ceeded in the restaurant business by
his brother, O. Webster.

Stanton—E. L. L>awson, who re-
cently opened a jewelry store here,
has discontinued business.

Kalamazoo—Mark R. Anson has
installed a soda fountain in his.branch
drug store on East avenue.

Portland—C. C. Ludwig is closing
out his stock of general merchandise
and will retire from business.

Kalamazoo—The opening of Tall
Bros, jewelry store occurred March
19, having been postponed owing to
the non-arrival of stock and fixtures.

Sugar Co.
stock from

Royal Oak—The Royal Oak Sav-
ings Bank has increased its capital
stock from $20,000 to $40,000.

Detroit—The capital stock of the

Kennedy Optical Co. has been de-

creased from $50,000 to $1,000.
Riley—Charles Cowles, formerly

engaged in general trade here, has

started a store at Lindsay, Cal.

Marquette—Louis Getz has added
lines of shoes and men’s clothing
to his dry goods and millinery stock.

Romeo—Fire damaged the J. J.
Cochrane stock of general merchan-
dise to the extent of $10,000, March
15.

Ishpeming—F. Braadstad & Co. have
installed a soda fountain in the
grocery department of their general
stoi ©

Carson City—The Gittleman Co.
has added lines of women’s clothing
and furnishings to its stock of men’s
clothing.

Eastport—Montford Harvey, who
recently lost his store building and
grocery stock by fire, has re-opened
his store.

Baldwin—Joseph H. Cobb, who has
conducted a hardware store here for
many years, died at his home here
March 13.

Allegan—Basil W. Parker has sold
his stock in the Hankow Tea Store
to M. R. Misener, who will continue
the business.

Jackson—Bert Wing, who recently
sold his grocery stock, has re-engag-
ed in a similar business on Green-
wood avenue.

Pontiac—The Royal Oak Savings
Bank has filed articles of incorpora-
tion increasing its capital from $20,-
000 to $40,000

Pinckney—W illiam E. Brown has
sold his drug stock to C. G. Meyer,
recently of Three Rivers, who has
taken possession.

Manistigue—Edward Dishneau lost
his store building and grocery stock
by lire March 13. The loss was cov-
ered by insurance.

Grand Ledge—W. F. Treat has
leased the Babcock building and will
occupy it with a stock of wall paper
and paints April 1

Beulah—The Crystal Lake Grain &
Produce Co. is being organized to en-
gage in the purchase and sale of grain»
beans and produce.

Mason—Ernest A. Densmore has
sold his hardware stock to William
Tunningly, who will continue the busi-
ness at the same location.

Kalamazoo—A. H. Prehn, who was
engaged in trade twelve years on the
East side, has leased the Bosman
store, on South Burdick street, and
will engage in the men’s furnishing
goods business therein about April 1
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Seneca—Ernest Dewey has sold his
stock of general merchandise to A.
O. Dersham, recently of Morenci,
who will take possession April 1

Lainsburg—Norman B. Blood, who
has conducted a jewelry store here
for the past fifty-one years, died at
his home March 14, aged 80 years.

Allegan—Herbert E. Elliott has
sold his interest in the Miner & El-
liott bakery, to his partner, Ray
Miner, who will continue the business.

Portland—Ernest Sandborn has sold
a half interest in his bakery to Arthur
Bailey and the business will be con-
tinued under the style of Sandborn &
Bailey.

Ludington—Fred A. Swanson, for
three years chief clerk in the Gibbs
grocery and market, has resigned to

take the management of the Masse
Bazaar!
Ovid—Meehan Bros., engaged in

the cream, egg and poultry business
lost their plant by fire March 16. Loss
about $3,000, partially covered by in-
surance.

Saginaw—Referee in  Bankruptcy
Marston has declared a first dividend
of 15 per cent, in the estate of Peter
Becker, formerly engaged in the shoe
business.

Laingsburg—Wayne Coleman and
J. Colby have formed a copartnership
and purchased the Edwin Wilcox &
Son bakery and restaurant and taken
possession.

Vestaburg—Harding & Hornbeck,
dealers in hardware, have dissolved
partnership and the business will be
continued by Mr. Harding under his
own name.

Marlette—The Marlette Clothing
Co. has been organized with an au-
thorized capital stock of $7,500, all
of which has been subscribed and paid
in in cash.

Nashville—J. B. Mix has traded his
hotel, the Wolcott House, to Clarence
A. Griffin for his 20 acre farm and
stock. Mr. Griffin will take possess-
ion April 1

Port Huron—Daniel Conway, who
conducted the Conway Hotel for a
number of years, died at his home
March 12, as a result of apoplexy,
aged 74 years.

St. Johns'—E. E. Bishop, poultry
and egg dealer, is putting in machin-
ery for the manufacture of butter.
The new department will be in op-
eration by April 15.

Allegan—Herbert A. Baker has
purchased the interest of his partner,
C. G. Messinger, in the Baker-Mes-
singer drug stock and will continue
the business under his own name.

Laingsburg—Touff Bros, have sold
their dry goods and grocery stock to
W alter Wright, who will take posses-
sion April 15, Mr. Wright sold the
stock to Touff Bros, about three years
ago.

Coldwater—Cleo Arnold has pur-
chased the interest of his partner, P.
C. Housten, in the implement stock
of Arnold & Houston and will con-
tinue the business under his own
name.

Stockbridge—E. Burney Ostrander
has resigned his position of Assist-
ant Cashier of the Stockbridge State
Bank, a position he has held ever
since it was established, and secured
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a similar position in Detroit with the
Woodward Avenue State Bank.
Howard Marshall, of Gregory, suc-
ceeds Mr. Ostrander.

Lawrence— Jennings Bros, have
sold their drug stock to Burrell Tripp,
who conducts a department store at
Allegan. Mr. Tripp has not decided
what disposition he will make of the
stock.

St. Johns—Noble Burnett, dealer in
dry goods, has given a trust mortgage
to J. Earl Brown for the benefit of
his creditors. Liabilities, about $8,-
000; stock on hand, without fixtures,
$6,800.

Cass City—The Farrell & Town-
send Co. has opened a general retail
clothing and shoe store, with an au-
thorized capital stock of $20,000, all
of which has been subscribed and paid
in in property.

Rose City—The Rose City Bank
has been incorporated into a state
bank under the style of the Rose City
State Bank, with an authorized capi-
tal stock of $20,000, all of which has
been subscribed.

Allegan—W illiam Babcock has sold
his grocery stock to Melvin Collins,
who will continue the business. Her-
man Konkie has opened a meat mar-
ket in connection with the M. Col-
lins grocery store.

Brighton—The private bank of G.
J. Baetcke & Co. will not be able to
pay mere than 75 cents on a dollar
to the creditors. The assats are giv-
en as $73,500, while the liabilities are
recorded as $86,000.

Daggett—The Daggett State Bank
has been organized with a capital
stock of $20,000 and a surplus fund of
$5,000. President, Paul Perrizo, Vice-
President, Andrew E. Weng; Cashier,
A. H. A. DeChateau.

Caro—Fire destroyed the store
buildings and stocks of the Watrous
Hardware Co., R. J. Putman, grocer,
and the restaurant of Perry & Wright.
Loss about $15,000, which is nearly
covered by insurance.

Muskegon—J. W. Fleming has sold
his produce business to M. Piowaty
& Sons, of Chicago, who recently pur-
chased a produce house in Grand Rap-
ids. Mr. Fleming will remain with
the house as manager.

Charlotte—Hubbard & Houghtal-
ing, dealers in general merchandise,
have dissolved partnership and the
business will be continued by A. A.
Houghtaling, who has taken over the
interest of his partner.

Clifford—Fire destroyed the brick
store building in which R. Smith con-
ducted a general store and damaged
the stock to the extent of about $5,-
000. E. W. Wheeler, druggist, also
sustained a loss which was covered
by insurance.

Lansing—H. L. Barnard, is the lat-
est Lansing citizen to receive a letter
from Madrid, Spain, written by “S.
Solouveff,” imprisoned Russian bank-
er, who will give $160,000 of his se-
cretly hidden roll if Barnard will do-
nate a small trifle to free the count
from the Spanish prison. Bernard
will keep on selling groceries and
leave the freeing of the supposed Rus-
sian count to any person who has
time to attend to such philanthropy,
lie says.
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The Produce Market.

Apples—Northern Spys, $3 per bbl;
Greenings and Baldwins, $2.75. Rus-
sets and other good varieties, $2.50.

Bananas—Have advanced to $3 per
100 Ibs.

Butter— The consumptive demand
for butter has been very good and
the receipts have been cleaning up on
arrival. The warehouse stocks have
been reduced to a considerable extent
and all grades of butter are very
scarce. The market is in a firm con-
dition on both solid packed and print,
and owing to the high price there is
not likely to be any change in the
near future. Fancy creamery com-
mands 36¢ in tubs and 37c in cartons.
Local dealers pay 27c for No. 1 dairy
and 19¢iC for packing stock.

Cabbage—$1.75 per bbl.

Carrots—60c per bu.

Celery—$1.90 per box for Califor-
nia; $3 per crate for Florida.

Cranberries — Late Howes
steady at $9.75 per bbl.

Eggs—The market is higher on ac-
account of Easter requirements. Most
all dealers pay 19c this week, but ex-
pect to see the market drop to 14@
15c before the end of another week.

Grape Fruit—The supply of Flor-
ida fruit is still large and with prices
ranging from $3.25 for 36s and 42s to
$3 for all other sizes the demand con-
tinues larger.

Grapes—Malaga, $9.50 per keg of
50 to 60 Ibs.

Greep Onions—50c per dozen for
Southern.

Hogs—10c for dressed.

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

Lemons—$6.50 per box for fancy
Messinas. Californias are entirely out
of market.

Lettuce—New Orleans head, $1.50
per bu.; hot house leaf, 10c per Ib.

Onions—Spanish are in fair de-
mand at $1.25 per crate. Home grown
have been reduced to 25c per bu., at
which price there should be a heavy
movement.

Oranges—$4.25 per box for either
Florida or Californias.

Parsley—30c per doz.

Potatoes—Country buyers are pay-
ing 30c at outside buying points.
Local dealers quote 40@50c in small
lots.

Poultry—Local dealers pay 13@14c
for springs and fowls over 4 pounds
in weight and 12c for less. 7c for
old roosters, 9c for geese; 1llc for
ducks; 15c for turkeys. These prices
are liveweight. Dressed are 2c
higher.

Radishes—25c per doz.

Squash—$1.50 per bbl. for Hubbard.

Sweet Potatoes—Kiln dried Jer-

are
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seys, $2 per hamper;
hampers, $1.75.
Tomatoes—$3 per crate of 6 bas-
kets—Florida.
Veal—Buyers pay 10@12c, accord-
ing to quality.

Delawares in

Merchants to Hold Weekly Auctions.

Corunna, March 17—Corunna busi-
ness men are making a strong bid
for the trade of farmers of Shiawassee
county by fostering a plan whereby
the rural residents may bring live-
stock and other produce to this city
to be sold by a competent auctioneer,
each Saturday afternoon. The sale
will be held on the streets if the
weather permits, and if not, a build-
ing will be secured. Only articles
that would create competition with
Corunna merchants will be barred
from the sale.

The Corrunna Business Men’s As-
sociation held a meeting Friday even-
ing at the city hall and nearly every
business place was represented. A
committee consisting of L. N. Shear-
dy, Frank L. Johnson and E. H. Mills
was appointed to make the necessary
arrangements for the auctions, the
first of which will be held on Saturday
of this week, it is expected. All ar-
ticles to be sold must be listed with
the clerk previous to the sale. A com-
mission of 1 per cent, from all sales
will probably be demanded by the
Association to pay the expense of the
auctioneer and the clerk.  Another
meeting of the Association will be
held Tuesday evening, when the plan
will be talked over at greater length.

At a meeting some time ago, the
Association appointed a committee to
confer with the Corunna Bank to de-
termine if it could be induced to re-
main open on every second Saturday
evening, when the local furniture fac-

tories pay off their employes. The
committee failed to report Friday
evening, and it is understood that

the members were unable to reach an
agreement with the bank officials. The
merchants say they are flooded with
checks on Saturday evening and find
it impossible to cash them all. If the
factory man cannot be accommodat-
ed, they say, he goes to Owosso, get-
ting the check cashed there and spend-
ing money that he might otherwise
leave in Corunna.

The Grand Rapids Forging & lron
Co. has been organized with an au-
thorized capital stock of $30,000, of
which $15,000 has been subscribed and
paid in in cash. The stockholders
and the number of shares held by
each are: Christian F. Frey, 50 shares:
Matthias Ruoff, 50 shares and Chas.
A. Hauser, 10 shares.
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The Grocery Market.

Sugar—Federal is offering granu-
lated at 425 f. 0. b. New York. All
other refiners are holding for 4.30.
The market on refined is the lowest
it has been in fifteen years and raw
prices are so close to refined that it
is imposible for the manufacturer to
make a profit This condition, it is
thought, will not hold for any great
length of time, but how much prices
will advance, if they advance at all,
is a question no one seems able to
answer. The low point is usually
reached during March and then the
market proceeds to advance, but con-
ditions are so different this season
that most jobbers do not look for the
market to go much higher for some
time.

Tea—The market remains giuet,
with no change in prices, only cur-
rent requirements being asked for.
Stocks are small in this country. Both
blacks and greens hold firm for the
better grades. Some low grade
Japans have been offered very cheap.
Not much life is expected in the mar-
ket until the opening of the market
for the new crop.

Coffee—There is very little demand
at the moment, owing to the belief
held by some people that prices are
going even lower. In the last few
months the market for all grades of
Rio and Santos has slumped 2@ 2”c
per pound and the tone at the pres-
ent time is decidedly heavy. Unless
powerful support comes, even lower
prices are not unlikely. Brazil has
held steady through it all, and this
is really the only strong thing in the
market. Mild coffees are also weak
in sympathy with Brazils, though
some grades have not declined so
much.  Mexicans are scarce and
strong. Java and Mocha are about
unchanged and quiet. Java is some-
what scarce.

Canned Goods*—1 omatoes are un-
changed and in fair demand. Corn
and peas are in quiet seasonable de-
mand at unchanged prices through-
out. Apples are dull, largely owing
to the cheapness of barreled apples.
Prices are wunchanged. California
canned goods show no change and
light demand. Small Eastern staple
canned goods are moving seasonably
at unchanged prices.

Canned Fish—Red Alaska salmon
is undoubtedly weaker than it was
some time ago, but has not declined
as much as some other grades of
Alaska salmon. French sardines are
very scarce and gradually tending up-
ward. The price is now quite high.
Imported sardines are dull and un-
changed. It is said that a combine
has been formed in Norway to regu-
late the price of Norway smoked sar-
dines and some of the dealers are
looking for a slight advance. No
change is looked for in domestic sar-
dines, but it is thought that the re-
cent advance will be maintained.

Dried Fruits—Prunes are about
unchanged, 40s being relatively firmer
and higher than the small sizes. The
demand is quiet. Apricots are only
about 1 per cent higher than opening
prices of last summer, which s
thought to be much too low, con-
sidering the way in which the market
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is cleaned up. It is not expected that
a great deal will be done in the
movement of evaporated apples until
the market is cleaned up some on
green stock, which from present quo-
tations is going to be a difficult task
to do before warm weather. The
raisin market has been very unsettled
duriug the past winter and it was
rumored that a combine had been
formed on the coast which would be
able to put the market on a better
footing, but so far nothing has ma-
terialized and prices are exceedingly
low and are liable to remain so, as
stocks are large.

Cheese—Fancy cheese are only in
moderate supply and no change in
price is looked for within the next
few weeks. Undergrade and skimmed
cheese are very plentiful and selling
at prices considerably under the
price of fancy table grades.

Syrup and Molasses—Glucose is
without change. Compound syrup is
moderately active and unchanged.

Sugar syrup is dull at ruling prices.
Molasses shows no change and is in
seasonable demand. Fancy molasses
has ruled at about 5c per gallon above
last year, but is showing some little
weakness now.

Rice—Prices are unchanged from
quotations of two or three weeks
ago, and the market is firm. Millers
in the South are holding stocks firmly
at present prices.

Salt Fish—Cod, hake and haddock
are unchanged, demand being com-
paratively light, but prices steadily
maintained. The mackerel market is
still in buyer’s favor. The demand is
very moderate and prices easy.

Provisions—Small hams are in bet-
ter demand than any other goods, ow-
ing to the approaching Easter sea-
son. Pure lard is firm at unchanged
prices, with a good consumptive de-
man, while compound is steady at
unchanged prices with only a moder-
ate consumptive demand. Dried beef
is firm with a good demand; barreled
pork and canned meats are steady at

unchanged prices with a light de-
mand.
Advocate Standard Weights and
Measures.
Kalamazoo, March 17—At the last

meeting of the Kalamazoo Retail Gro-
cers’ Association, the following offi-
cers were installed: «

President—Rhenious Bell.

First Vice-President—W. H. Moer-
dyke.

Second Vice-President—W. H. Van
Der Berg.

Financial
son.

Corresponding Secretary — H. J.
Schaberg.

Treasurer—Frank Toonder.

In the discussion of the weights
and measures proposition, the mem-
bers signified their desire to adopt a
system whereby all may be made
standard and a resolution to this ef-
fect may be passed soon.

Regular meetings will be held here-
after on the first and third Mondays
of each month, and at the next meet-
ing, committees will be appointed to
prepare for entertainments for the
summer season. H. J. Schaberg.

Secretary—W. P. John-



Three Less Banks Than Five Years
Ago.

Entirely independent of each other
and neither knowing that the other
had such an idea in mind, the Grand
Rapids Savings and the Kent State
Ranks had feelers out for a merger
with the Commercial Savings Bank.
The Kent State, it is stated, thought
such a merger would be highly ad-
vantageous, as this would eliminate
competition at Monroe avenue and
Lyon street, where the Banks occupy
opposite corners, and also on Bridge
street, where both have branches. The
South Division avenue branch, also,
would be a desirable acquisition.
Still another consideration, it is stated
was that the Kent State will be a
tenant in the new Pantlind Hotel, in-
stead of a home owner, and a merger
with the Commercial would restore it
to its old position as having title to
its own property. The actuating mo-
tive with the Grand Rapids Savings,
it is stated, was to secure a main
office in the heart of the financ'al dis-
trict and two very desirable branches.
The negotiations for the proposed
mergers, in neither instance proceed-
ed very far, but they did go far enough
to make the stock control of the Com-
mercial a matter of considerable im-
portance. The Commercial stock is
widely scattered into many small
holdings, and to corral enough of
this stock to be a factor that would
have to be reckoned with in the event
of serious efforts to bring about any
merger plan was considerable of an
undertaking. The bunching up of the
stock, it is understood, was accom-
plished, but the process put the stock
at quotations considerable above the
normal. The first lots were bought at
around 190 and then the price was'
jumped to 201, and then to 215, and
for some blocks still higher prices
were paid. The stock is now in such
hands that neither merger plan is
likely to go through.

Aside from its very desirable real
estate holdings, the Commercial Sav-
ings would certainly be a fine acquisi-
tion for any bank, provided terms
could be agreed upon. The Commer-
ciai has $1.703,657.86 in savings de-
posits and total deposits of $2,360,-
563.27. What a merger with either
the Grand Rapids Savings or the Kent
State would mean in the matter of
deposits can easily be figured. The
Grand Rapids Savings has total de-
posits of $3,501,380.65, and the Kent
State has a total of $7,340,177.35. Add-
ing to either of these the accumula-
tions of the Commercial would make
very handsome totals. It would make
the Kent State’s proposition as the
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GRAND RAPIDS
NATIONAL CITY BANK

Resources $8,500,000

Our active connections with large

first bank in the matter of deposits banks in financial centers and ex-

beyond question, and with a total of

$5.860,000 the Grand Rapids would tensive banking acquaintance
have a showing to brag about. From throughout Western Michigan, en-
all accounts both deals are off and able us to offer exceptional banking
what might be is hardly worth con- service to
sidering.

This city now has three banks few- MerChantS, Treasurel’s, Trustees,
er than five years ago, two National .. ..
and one State having been eliminated. Admlnlstrators and InlelduaIS

The Kent and the State were merged
to make the Kent State, the Fifth Na-

: ; who desire the best returns in in-
tional and the Commercial were " ith f il
brought together to make the Com- ter_e§t COﬂSIStEI_’]t wit _Sa ety' avall-
mercial and the Grand Rapids Nation- ability and strict confidence.

al and the National City were com-
bined into the Grand Rapids National
City. These three mergers have been
very successful and it is not apparent
that the interests of the business com-
munity have suffered in the least
through the curtailment of the facili-
ties. How much further the merger -

movement can go without inviting F O u rth N at I O n al Bank
the starting of new banks is a ques-

tion, but this is not a question that
is pressing for immediate answer.

CORRESPONDENCE PROMPTLY REPLIED TO

Savings United Commercial
National banks under the National D i States* D it
eposits ) €posits
banking law are permitted to issue Depositary
circulation to the amount of their cap-
ital, but, as a preliminary to doing
so, must buy Government bonds to
deposit with the Treasury Depart-
ment as security for the redemption Par Cent Per Cent
of the notes issued. The Fourth Na- Interest Paid Interest Paid
tional is equipped for all the circula- on _on
tion the law permits, but both the Savings Certificates of
()ld and the Grand Rapids are a little Deposits Deposit
short of the maximum. The follow- Left
ing shows how much the banks hold Compounded One Year
in bonds to secure circulation and Semi-Annually
the amount of circulation they actual- Surplus
ly have out: Capital and Undivided
Bonds Circulation Stock Profits
Old National $800,000 $787,100
G. R. National City 900,000 883497 $300,000 $250,000

Fourth National 300,000 295,097

There is some profit in the bank
circulation, but this profit is narrower We recommend
probably than the general public sup-

pose. The bonds have to be purchas- PUinC Utility

ed in the open market and are usually

at a premium, even the 2 per cent. Preferred StOCkS

Panamas. On a basis of $100,000 (as a class) for conservative, profitable investments, to net 5$£ to
circulation the bank would have to 7&%. Circulars of the various companies mailed upon request.

pay probably $500 premium. The HOWE, CORRIGAN & COMPANY
earnings for the bank would be $2000 45006 1797 533-535 Michigan Trust Building Bell M 229
interest on the bonds and assuming

. ; Grand Rapids, Mich
that the circulation was all loaned

at 6 per cent, $6,000 interest on busi-

ness, a total of $8,000. The charges Z\/i% Every SiX Months

against the earnings would be $500

tax on the circulation, $62.50 expenses Is what we pay at our office on the Bonds we sell.
and $8.40 for the sinking fund. The

expenses and sinking fund allowance $1000O BondS—S% a Year

may .vary from time to time, but

the figures given make a fair average. THE MICHIGAN TRUST CO.

W ith these deductions from the earn-
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ings the net returns are $7,419.10. If
the cost of the bonds, $100,500, were
put out at 6 per cent., the net earn-
ings would be $6,030. The actual
profits on the circulation are $1,389.10
Various other issues of bonds are
used as a basis of circulation and with
them the profits show from 12 to 14
per cent. The profits on circulation
are not great, but every little bit helps.

Pays Back $63,000 By Twenty Year’s
Toil.

Kansas City, Mo., March 15—“It
was a matter of plain duty,” Williard
P. Holmes says. And so he went
ahead and in twenty years he earned
enough to pay off the $63,000 of in-
debtedness recorded against his little
bank, the Security Savings Trust
Company, which failed in the panic of
1893.

A. N. Gossett, the assignee has fil-
ed a petition to the effect that Holmes
is ready to supply money for the final
dividend that would clear up the last
dollar due depositors in the defunct
bank. Mr. Gossett also asked an un-
usual thing of the court—to let him
resign and appoint Holmes in his
stead.

W hen it was suggested that his con-
duct might serve as an example
Holmes was manifestly surprised.

“l don’t see it that way at all,”
he objected. “I was instrumental in
organizing the little institution back
in 1887. | got some good people in
it with me. Their friends deposited
money with us. That was at the top
of the wave here. In 1893 we hit bot-
tom, with a good many other institu-
tions. That was too bad. But it
couldn’t be helped. 1 don't know
that our management was so much
worse than others, but------ ”

Holmes simply didn’t see it. He
was still feeling the chagrin of the
trained business man overwhelmed by
circumstances. But the bright fact
that he had shouldered the debts of
the bank, and refused the shelter of
the bankruptcy act, and paid dollar
for dollar in a twenty years’ struggle
—that was a plain matter of course
to Mr. Holmes.

Still, there was Mrs. Holmes’ part.
Holmes cheered up perceptibly and
began to take real interest in the
conversation. “There never was a
moment when she wasn’t sticking by

me,” he said. “We didnt have so
very much in those days. The equi-
ty in our little home—I doubt if |

could have gotten $1,000 for it on a
forced sale. But she felt the same
way | did about the bank matter and
we just set out to clean it up. She
helped all the way.”

But not one word would Holmes
say about the twenty years he had
spent working for the depositors that
had put their money in his bank.
Holmes couldn’t see any call to make
a fuss about it. His doctrine was ab-

surdly simple. There was nothing
else to do.
Holmes’ hair is gray and Mrs.

Holmes’ hair is gray. She is rather tall
and slender and she has dark eyes
and you instinctly credit her with a
lot when Holmes talks of the way she
stood by him.
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Quotations on Local Stocks and Bonds-

Bid. Asked.
Am. Gas & Elec. Co, Com. 80 83
Am. Gas & Elec. Co. Pfd. 44 46
Am. nght & Trac. Co., Com. 360 370

Am. L| ht & Trac. Co., Pfd. 106 109
Am. lic Utilities, Com. 64 66
Am. Publlc Utilities, Pfd. 7§% 76

Can. Puget Sound Lbr.
Cities Service Co., Com. 118 122
Cities Service Co., Pfd. 87 89

Citizens’ Telephone 92 94
Commercial Savings Bank
Comw’th Pr. Ry. & Lt.,, Com,. 67% 68%

Oomw’th Pr. Ry. & Lt., Pfd. 90 92
Elec. Bond Deposit, j.id. 74 7
Fourth National Bank 212

Furniture City Brewing Co. 50
Globe Knitting Works, Com. 125 135

gloge IPg(nlttlng (\:Norks Pfd. gg

. R. Brewin 0

G. R. Natll Cglt Bank 180 182
G. R. Savings Bank 216

Kent State Bank 266
Macey Co 200
Macey Company Pfd. 97 100
lincoln Gas & Elec. Co. 30 35
Michigan Sugar_Co., Com 55
Michigan State Tele. Co,, Pfd 100 101%
National Grocer Co., Pfd. 90 91
Old National Bank 208%
Pacific Gas & Elec. Co.,, Com. 57% 58%
Peoples Savings Bank 50

Tennessee By. Lt. & Pr., Com. 20 22
Tennessee Be/ Lt. & Pr., Lid. 75 76
United Light & Bailway, Com 79 80
United Light & By., 1st Pfd. 81 83
UnltedI Light & By., 2nd Pfd.

(o 78 79
Unlted ight & By., 2nd Pfd.
)g y 73% 74
onds
Chattanooga Gas_Co. 1927 95 97
Denver Gas & Elec. Co 1949 95% 96%
Flint Gas Co. 24 96 97%

B. Edison_ Co.

B. Gas Light Co.

B. Bailway Co

alamazoo Gas Co.

agElnaw C|ty Gas Co.
x-dividend
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98% 100
1915 100% 100%
1916 100 101
1920 95 100
1916 99

_9r000T

Death of a Popular Dry Goods Sales-
man.

Port Huron, March 18—Following
a severe coughing spell and hemor-
rhage, with which he was seized last
Friday evening, A. W. Peck, better
know as “Allie,” passed away at his
home in Maryville, Saturday morn-
ing, March 15, aged 36 years The
deceased was thought to be on the
road to recovery from a siege of ty-

phoid fever. Deceased covered the
Thumb country for Burham, Stoe-
pel & Co., of Detroit. The funeral

was held Tuesday, under the auspices
of the Knight Templars, and was
largely attended by the members of
both the Knights of the Grip and the
United Commercial Travelers. Mr.
Peck leaves a wife and son and a host
of friends to mourn his loss.

W. R. Carson received a hearty wel-
come from his old friends on his re-
turn from California, where he ha,
been convalescing from injuries sus-
tained about a year ago. His friends
on the road will be pleased to lean:
that he will soon be with them again,
making his rounds, calling on furni-
ture trade. E. J. Courtney.

Smallest Council of the U. C. T.

Ann Aror, March 17—The follow-
ing officers were elected at the annual
meeting of Washtenaw Council, No.
456:

Senior Counselor—O. H. Dickinson.

Junior Counselor—Fred W. Schu-
macher.

Past Counselor—Geo. E. Clark.
Conductor—Henry J. Kendrick.

Page—Harry E. Bacher.

Sentinel—Willis L. Rickey.

Secretary-Treasurer—Arthur J. Fos-
ter.

Chaplain—Frank E. Wooley.

Executive Committee—John R. Mc-
Neil, Walter B. Burnet, Fred T. Stim-
son and L. C. Guenther.

The local Council was organized
Feb. 13, 1909, and is the smallest
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:ouncil possessing its own club rooms
affiliated with the U. C. T.
Arthur J. Foster.

It’s easier to persuade a man to
stand alone than it is to induce him
to stand a loan.

Kent State Bank

Main Office Fountain St.
Facing Monroe

Grand Rapids, Mich.
Capital -
Surplus and Profits -

$500,000
$300,000
Deposits

7 Million Dollars

3 k Per Cent.

Paid on Certificates

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

7

Ask for our Coupon Certificates of Deposit
Assets Over Three and One-half
Million

IDSMAVINGS” ANK*

If You Have Money to Invest
You
Owe it to Yourself to
Investigate
the stock of the

National Automatic
Music Company

42-50 Market Ave. N. W.
Grand Rapids, Mich.

Which has paid 45 consecutive
monthly dividends
amounting to 68  per cent.

Send for particulars

The
Old National Bank

GRAND RAPIDS, MICH.

Our Savings Certificates of Deposit form an
exceedingly convenient and safe method of invest-

ing your surplus.

They are readily negotiable, being

transferable by endorsement and earn interest at the

rate of 3N % if left a year.
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OF BUSINESS MEN.
Published Weekly by
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Grand Rapids, Mich.

(Unlike any other

Subscription _Price. .

One dollar per year, if paid strictly In
advance; two dollars If not paid in ad-
vance. . .
Five dollars for six years, payable in
advance. o

Canadian subscriptions, $2.04 per year,
pa%/able invariably in advance.

ample copies, ‘5 cents each.

_ Extra copies of current issues, 5 cents;
issues a month or more old, 10 cents;
issues a year or more old, 25 cents.

Entered at the Grand Rapids Postofflce
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LIGHT THROWN ON DARKNESS.

A careful reading of the testimony
given by Fred W. Stevens in the
Fere Marquette investigation by the
Legislative committee in Detroit
might reasonably lead to a question
as to whether it is the Pere Marquette
or the State of Michigan that is on
trial.  Mr. Stevens was an excellent
witness. He answered all questions
freely, openly and above board. He
told candidly and with every appear-
ance of honesty how the high finan-
ciers juggled the property into bank-
ruptcy, loading it with so many mil-
lions of bonds, stocks and other evi-
dences of debt that to swim out was
impossible. It was an exceedingly
interesting story of Wall street ma-
nipulation and none the less inter-
esting because under laws enacted
since the juggling was done its rep-
etition in Michigan, would not be pos-
sible. In the old days the matter of
issuing securities rested solely with
those in control and the capacity of
the printing presses to produce the
certificates, but now the Michigan
Railroad Commission has an author-
ity that corporation managers cannot
ignore. While giving facts and figures
as asked for throughout his testimony
Mr. Stevens run an arraignment of
the State of Michigan for its hostile
policy toward the railroads. Taxes
have been increased two and three
fold. Cost of operation has been in-
creased by various regulations, some
relating to safety, some to the de-
mands of labor and some to meet real
or fancied needs of the public. Reve-
nues have been reduced by the two
cent fare law which applies equally
to the sparsely settled districts and
those that are thickly populated and
by refusal to permit an increase in
freigh rates. In addition to what the
State has done .to make railroading
difficult, labor costs have increased,
coal and other materials cost more,
and at every point the railroads have
had to, meet the same higher cost of
living problem which confronts the
private citizen. Those who are fa-
miliar with conditions will admit that
there is sober truth in all that Mr.
Stevens has said. The State has con-
tributed its share toward making it
difficult for even the solvent and well
managed railroads to pull through. It
has piled up the taxes, swelled the
operating and maintenance expenses,
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and curtailed the earning capacity of
the railroads, and the State is suf-
fering in the service it receives and
will continue to suffer so long as such
policies continue. All these handi-
caps that the State has placed upon
the railroads have been known, but
never have they been so clearly set
forth as by Mr. Stevens, or with such
apparent showing of high authority.
It would not be at all strange if the
investigation led to legislation undo-
ing some of the handicaps under
which the railroads are laboring. The
two cent fare law, for instance, might
be modified to such roads as show
earnings up to a certain figure per
mile, with, perhaps, three cents
where the earnings are low. The
ad vaiorum system of taxation adopt-
ed in the Fingree administration can-
not be changed without an amend-
ment to the State constitution, but
taxes can be levied on some other
basis than to see how many dollars
can possibly be squeezed out of the
corporations. Some of the regula-
tions not directly relating to public
safety might well be modified. In
other words, the policy of the State
should be to give the railroads a fair
chance and to encourage them in giv-
ing good service, instead of making
it impossible for them to do so.

WINELESS WHITE HOUSE.

The word comes that under the
Woodrow  Wilson  Administration
wines and liquors will not be served
at the White House functions. This
will bring sorrow to some who live
in Washington and are high in public
life. 1t may shock the foreign dig-
nitaries and grieve them. it will
certainly make the wine merchants
sad. But is not this good sense and
in perfect keeping with the very lat-
est and best American ideals? In the
old country the serving of wines and
liguors may be customary with the
practice based on centuries of habit;
but this is America, not Europe. In

this country the tendency is more
and more toward sobriety, decency
and the unfuddled brain. To-day the

non-drinker is distinctly in the fash-
ion and especially is this true among
the successful business men and
manufacturers. The time may have
been, even in this country, when
drinking was common, but in this
day the drinker is looked upon with
suspicion, his credit is impaired and
many doors of opportunity are closed

to him. It is becoming more and
more so every year. |If this is the
tendency in commercial, industrial

and professional life in America, why
should not the White House reflect
this tendency and encourage it? The
White House dinners may be sneered
at by official life in Washington and
may be laughed at in foreign courts,
but good honest American sentiment
will applaud, as wineless dinners will
be representative of this country and
its customs. Those who attend such
functions and feel that they must
have a drink can acquire their jag
later in the evening at the bar room,
instead of under the White House
roof.
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THE PUBLIC BE PLEASED.

A. W. Warnock of the Twin City
street railway lines, made an excel-
lent address before the Grand Rapids
Advertisers Club last week on the
art of making friends. Instead of the
old policy of the public be d------ d, he
said, it is now the aim of public ser-
vice corporations of all kinds—at
least those that are well managed—
to make the people friendly by pleas-
ing them and trying to ' give them
what they want. The properly con-
ducted corporation to-day has its
well-organized kick department with
the best man obtainable in charge,
and complaints of all kinds, whether
they come in by telephone, letter, or
personally, are given immediate at-
tention and every effort is made to
smooth things over and to placate
and satisfy the person with a griev-
ance. The public service corporations
seek to take the public into their
confidence and do all they can to cul-
tivate the sentiment of mutuality of
interests. They are finding that this
policy pays. Not the least interest-
ing part of the address was when
Mr. Warnock suggested that the pub-
lic co-operate with the management
in trying to promote good service.
When a street car conductor, for in-
stance, makes a special effort to
please the patrons by courtesy to
the patrons or by special efficiency,
why not drop a line to the office com-
mending him for it. This would put
heart into the conductor and encour-
age him in his efforts to please. Pub-
lic service corporations are in effect
big retail concerns, selling transpor-
tation, gas, electricity or other com-
modities at retail. The street car
lines sell rides at 5 cents a package.
The same rules that apply to the cor-
porations should be and are followed
by the successful retail merchants.
They, too, try to please the public
and to satisfy their patrons, or at
least should do so. The store patrons
can encourage the clerks and put
heart into them and contribute to
their efficiency by an occasional word
of commendation and praise. The
clerks are just as responsive to kind
treatment as experience has shown
the public to be for courtesy and
corporation efforts to please.

THE LAW OF CIRCUMSTANCES.

In a recent issue of the Tradesman
it was stated that the adoption of
the dry measure quart box for straw-
berries was in enforcement of a law
enacted by the Legislature two years
ago. Instead of a law enacted by the
Legislature it is the law of circum-
stances that brings about the change
from the old wine measure box, and
the law of circumstances is even
more operative than anything the
authorities of the State can do, for
it has a way of enforcing itself and
imposing its own penalties. A bill
was introduced in the Legislature two
years ago for the adoption of the dry
measure quart box, but it was op-
posed by the Berrien county growers
and also from other parts of the State
and fell by the wayside. The only
law on the subject is the old State law
which prescribes that commodities
sold by the bushel shall be measured
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in bushels or fractions thereof. Straw-
berries come in this class and under
the old State law must be sold in
fractions of a bushel, not in fractions
of a gallon. The law of circumstan-
ces, which applies in this case, is the
enactment .of State laws and city or-
dinances establishing the dry measure
quart. This city adopted such an or-
dinance three years ago, but at the
earnest request of the commission
men and others the enforcement of
the ordinance was suspended umil
this spring to let box manufacturers
and growers adjust themselves to the
situation. Detroit has a dry measure
ordinance. Chicago by city ordinance
and Illinois State law insist upon hav-
ing a full quart. Cincinnati has for
several years been practically closed
against Michigan berries because the
Michigan berry box was not up to the
standard prescribed by ordinance and
State law. Michigan berries are
practically shut .out of the Eastern
markets for the same reason. With
practically all the good markets
closed against the short measure
quart and the regulations every year
becoming more stringent, the box
manufacturers saw the necessity of
making boxes of the standard size.
Last spring they held a meeting in
this city at the Livingston Hotel to
discuss the situation and the result
of the deliberations was the adoption
of the standard size, to take effect
this season. This gave them a year
in which to work off their old stock
and to let dealers and growers clean
up. The logic which brought the
Michigan manufacturers into line was
the same which has appealed to the
growers of Tennessee, Kentucky,
Missouri, Texas and other states. Be-
cause the leading markets will refuse

berries shipped in short measure
boxes, they are compelled to use
standard sizes. Some old size boxes,
no doubt, remain in the hands of
growers and in this city the Sealer
of Weights and Measures will con-
sider circumstances when he finds

such boxes offered, but after this sea-
son the ordinance will be rigidly en-
forced, not only as against local pro-
duction, but also against shipped in
fruit.

The Pere Marquette Railroad, un-
der an intelligent and energetic re-
ceivership, is trying to live down the
unenviable reputation for accidents
and calamities acquired under the old
Wall street control, yet when a trav-
eler steps up to the window at the
union station in this city to buy a
ticket the indiscreet clerks, while
making, change, insinuatingly shove
forward an accident insurance blank
and suggest that the traveler may
want a policy with his ticket at an
additional cost of only 35 cents, good
for 24 hours and entitling his heirs
to $5,000 in the event of a fatality.
The sale of accident insurance is, of
course, entirely legitimate, whether
at the ticket office or elsewhere, but
it would be supposed that the Pere
Marquette, trying to live down its
past and to make the people forget,
would avoid reminding them just be-
fore taking a train how hazardous it
used to be to travel by that route.
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OPEN TO SUSPICION.

The anti-vice movement in various
forms is sweeping across the country
and, instead of being a wholesome re-
generative movement, it is taking on
some of the phases of a popular fad,
with all that this implies! Many of
those who are foremost in the move-
ment are well intentioned and zealous
reformers. Experience has taught
that these are unuSually unsafe guides
in matters that involve practical prob-
lems, whether of a human nature or
every day affairs. Under the impres-
sion that the movement has vote win-
ning possibilities, politicians have at-
tached themselves to it. Seeing in it
a chance to promote their own selfish
interests, the professional labor lead-
ers have espoused it. Impractical re-
formers, designing politicians, self
seeking venal labor leaders—these are
the factors at the head of the move-
ment and it is not difficult to predict
that it will fade away as other move-
ments fade that are not based on sin-
cerity and wisdom.

So long as human nature is as it
is there will be vice in the world and
wickedness. So long as there are men
to tempt and women to be tempted, so
long as men promise and women be-
lieve there will be that sorrow in the
world which follows sinning. So long
as there are cheap dance halls, so long
as there are girls who openly court
temptation instead of avoiding it,
there will be girls and women going
astray. The remedy is not in more
laws or in official investigations or in
anti-vice crusades, but in the teach-
ing of better morals and the cultiva-
tion of higher character. Innocence
can be protected, for instance, by the
suppression of such institutions as the
cheap clubs on the west side, but in
the last analysis it is innocence itself
and not the laws that must do the
protecting.

The entrance of the union labor
leaders into the movement is a char-
acteristic bit of impudence and chin-
canery. The labor contention is that
vice is a direct result of low wages
paid to women and they prescribe as
a remedy the enactment of minimum
wage laws for women. This conten-
tion is put forward with a specious
plausibility that impresses the thought-
less, but it is a falsity and is intended
to deceive. There is no relation be-
tween low wages and vice and to
claim that there is is a slander upon
thousands of honest girls and pure
minded women all over the land. Vir-
tue is not a question of wages, but of
character and morals. There is vice
in the circles of wealth as well as in
the ranks of the wage earners. The
woman or girl who is viciously inclin-
ed will still be vicious, no matter what
her wages may be. It is a false phil-
osophy that would teach anything
else. The remedy which the union lab-
or grafters prescribes—the minimum
wage law—instead of improving con-
ditions, would make them infinitely
worse. It would be an interference
with natural laws and to do this is
always dangerous. Instead of having
employment at low wages, the enact-
ment of such a law would throw many
girls and women out of employment
entirely, which, probably, is what the
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union labor leaders are striving for.
The reason female wages rank low
is that so many girls and women seek
employment not because they are
compelled to work, but living at home
and desiring more than the home
purse will give them, they work to
“help out” or to provide themselves
with luxuries or because they have
nothing elso to do. In countless
instances they look wupon employ-
ment merely as a temporary ex-
pedient, to come to an end when
they marry. Very often the girls are
light headed, frivolous, careless and
satisfy with what they receive. The
sober, serious minded, conscientious
ambitious girl who applies herself and
tries to improve and to promote the
interests of her employer—such a girl
has no complaint to make of low
wages, for she soon wins promotions
and higher pay. There are very few
employers but would rather have one
$12 a week girl and worth it than two
$G a week girls who receive more than
they earn. There are places for the
low wage girls, but there would be
no places for many of them with a
minimum wage law, for employers
could not afford to have them. If
these low wage girls were employed,
it would be at the expense of the
girls worth more, because the natural
tendency would be to average the
wages and it would be infinitely hard-
er for the girl of merit to win the
reward of ability and skill. The pro-
fessional union labor leaders never
have been solicitous for the welfare
of female labor. In fact, by promot-
ing the enactment of laws limiting the
hours of female labor and in various
other ways they have shown them-
selves distinctly hostile to the women
and disposed to curtail their oppor-
tunities. For them to advocate a
minimum wage law for women at this
time is certainly open to suspicion anj
it would be well to look into their
motives before taking up with the
theories they advance that low wages
arid vice go together.

THE PEDDLING WAGON.

The enterprising merchants in many
of the smaller towns of the State are
going out after the farmer trade in-
stead of waiting for the farmer to
come in. This method of merchandis-
ing has been in use in one form or
another for ages. It found expression
in the peddler with a pack on his
back who passes from one farm house
and from one settlement to another,
selling such wares as he could tote
around. It has been shown also in
the peddling wagon, traveling routes
through the country selling tin ware
and buying eggs. The enterprising
merchants of to-day are following old
principles, but on modern and up-to-
date lines. They have their peddling
wagon and send it out over the rural
delivery routes at stated intervals,
but, instead of being an old fashioned
peddling wagon, it is a complete gen-
eral store in miniature. The popu-
lar type of wagon is enclosed, with a
sliding door on the side. The wagon
interior is fitted up with shelves, box-
es, bins and drawers, with place for a
barrel and beneath are tanks, one for
kerosene and the other for gasoline.
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The wagon is filled with these ordi-
nary essentials 'to successful house-
keeping, sugar, salt, spices, soap, bak-
ing powder etc., and is then started
over a route of twenty or thirty miles,
with a driver in charge to make sales
to the farm wives. Certain routes are
covered on certain days, so that the
woman may know how to make their
calculations on supplies, and often
the peddling wagon has an extra load
of goods to be delivered ordered by
telephone or mail. The peddlers on
their routes often return with eggs,
butter and other products of the farm
picked up on the way around or taken
in exchange for supplies. These ped-
dling wagons serve a double purpose.
They widen the field of the enterpris-
ing merchant and they give the farm
wife one of the conveniences of city
life, as goods are brought to her door
instead of compelling her to go to
town for what she wants.

A BUSINESS ASSET.

We have heard much of late of
the three-year-old millionaire who
commands his retinue of servants,

who summons the black playfellow
hundreds of miles, and whose slight-
est caprice is at once the law of an
entire household. There have been
illustrations before of over-indulgent
parents who pampered a child into a
later life that led to crime. And the
thought comes of how much better
to bequeath to an heir the founda-
tion of true manhood than to leave
to him untold millions.

Self-discipline is the foundation of
all success. Thomson says that, “Real
glory springs from the conquest of
ourselves; and without that the con-
queror is naught but the veriest
slave.™ This is but a poetical para-
phrase of the old saw that “He who
would govern others must first be
master of himself.” We see the ne-
cessity for self government every
day. In the special occasions which
come to every trade or occupation,
every intercourse with our fellowmen
may assume a phase in which pa-
tience, forbearance and endurance are
called to the front. The man who
flies into a passion the minute that
things fail to move his way, soon
finds almost everything going in the
wrong direction; and his oars will
then prove too weak to withstand the
current of public opinion.

The lad who is to be trained to a
successful business career has first
the lesson of self-control to learn.
The German teach every subject with-
in their realms this important system
of discipline through an enforced mil-
itary service of seven years. We
Americans may teach it in a more
agreeable manner, but not through
the indulgence of every childish whim
—the enslaving of the man to please
the child. This is the way weak men
and criminals are made. The tyrant
in the nursery becomes the law-break-
er in after life. The child schooled
to discipline is the level-headed and
successful adult.

Of course, love is blind, but it
might be just as well to remember

that the eyesight of the neighbors
is good.

BE READY FOR SPECIALS.

This is an age and a season of
special sales. “Spring openings” and
“Clearances” alike draw many cus-
tomers, old and new. If you want to
clear your shelves of old goods or
exhibit the new ones, they in a great
measure speedily accomplish the ob-
ject.

Yet there are results more far-
reaching than these which it is well
to consider. After we gain the audi-
ence, the selling may be an easier
matter. Some of them have tnade an
effort—a hard one—to be present at
the time set. Some have risen in the
wee small hours and perhaps driven
miles over rough roads or through
the storm in order to secure the saving
of money which you promised and
which they sorely need. It has been
a sacrifice, but one which those who
find economy the household word,
are glad to make for the sake of the
reward.

Yet most of them are quick to ap-
preciate the fact, if you have ren-
dered it one, that some of the so-
called bargains are really no bargains,
but either cheaper or slightly dam-
aged goods. Those who attend such
sales are forced to economize, and
this very fact renders them shrewd in
comparisons. They quickly perceive
that you have a few choice baits and
are equally quick to appropriate their
share. But if they have come miles
to get some of the 50 cent kids, war-
ranted to be first-class goods, they
will resent the fact that these gloves
are all in small sizes. Better take
space to add this fact than to have
even one disappointed customer. Oi
course, your main thought is to get
them there, but such incidents tend
to sour their temper and prejudice
them against the remainder of your
goods.

Service, too, is a great feature in
these “sales.” It is enough inconven-
ience to the bargain hunter to press
through the inevitable crowd, with-
out being obliged to waste valuable
time in hunting some one to wait
upon her or to make the change. If
extra sales are expected, extra help
in proportion should be provided in
advance. Mark it well that the aver-
age shopper resents having her own
time materially discounted in value.

One of the purest and most endur-
ing of human pleasures is to be found
in the possession of a good name
among one’s neighbors and acquain-
tances. This is not fame, or even
distinction; it is local reputation
among the few scores or hundreds of
persons who really know one. It is
a satisfaction quite of this world, and
one obtained by large numbers of
quiet men and women whose names
are never mentioned beyond the lim-
its of their respective sets of acquaint-
ance. Such reputation regards not
mental power or manual skill, but
character; it is slowly built upon pur-
ity, integrity, courage and sinceri-
ty. To possess it is a crowning satis-
faction which is oftenest experienced
to the full rather late in life, when
some other pleasures begin to fade
away. Charles W. Eliot.
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Making* the Drug Store

Pay.

The goods that are shown in the
window ought to be so placed that
the light that shines upon them by
night or by day will show the best
features rather than emphasizing their
defects. A little change of position
will often make a great differ-
ence in the appearance of stock-
in the window. It is impossible to
tell from the inside of the window
just what the effect from the outside
is. The trimmer ought to go out on
the pavement and see the display as
the customer sees it. He ought to do
this several times in the process of
arrangement.

A catchy plan that can be used for
any of several lines of goods is the
following: Suppose the druggist
wants to call attention to his hot-
water bottles. Let him drape the win-
dow interior with a solid color, such
as red, black or blue. In the middle,
upon a covered pedestal, he should
place one hot-water bottle, so adjust-
ed as to look its best, and in front
of this a card reading in large letters,
“Not For Sale,” while below in small
letters, that can be read only when
the observer is close to the window,
“Only a Sample, but Inside Are Plen-
ty Just Like It at $1.25 Each.”

By buying a small toy wheelbarrow
from the toy store at an expense of
perhaps 25 cents, you will have some-
thing that can often be used to dis-
play bulk goods, showing them by the
wheelbarrow load. The same plan
may be used with a toy boat or train
of cars or auto truck. The idea in
each case will gain strength if it fol-
lows the means of transportation most
in use in the locality of the store.

Displaying any form of package
goods built up to represent even in a
crude way some local structure will
always attract attention. The town
hall, the big bridge, the local sky-
scraper, etc., furnish subjects for this
kind of construction. Another way
of turning local color to account is by
making a map of the village on the
window floor, using some Kkind of
powders or household drug that is to
be advertised and outlining with it the
streets and, of course, locating the
store conspicuously. Rochelle salts or
baking soda or borax might be used.
On the site of the store a little paste-
board box, made to imitate the store,
may be placed, with a sign over it
“The Baking Soda Store.”

The windows should be used in a
way that will conform to the greatest
demands of the location of the store.
A store near a large railway station
will have a great deal of transient
trade, which may be drawn in by dis-

Windows
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plays of low-priced packages of can-
dy, of chewing gum, of magazines and

cheap books, of individual drinking
cups, smokers’ goods, etc. A store
in a tenement section will find it

most profitable to display goods at
bargain prices, such as cheap hair
brushes, combs, tooth brushes and
dentrificcs, hair tonics, household rem-
edies. stationery, toilet preparations,
etc. The window displays should pe-
culiarly fit the neighborhood in which
the store is located.

If the store handles school station-
ery, as many drug stores do, an in-
dividuality may be given to the line
without much expense by having a lot
of flashy labels printed in the school
colors, with the name of the school
on them, and attaching these to all
the articles in the line. Anything new
and special like this will get the atten-
tion of the children as soon as it
apnears in the window and the first
children at school with the goods will
excite the envy of all the rest, and the
store will find an immediate demand
for such things as catch the attention
of the youngsters. Novelty along
this line of effort is necessary, and
with each new attraction the window
is the only mouthpiece necessary.

Contests of any sort that can be
inaugurated by window displays are
usually popular and profitable. One
of this kind might be a “quotation
contest,” with a window display of
perfumes and an offer of a prize of a
large bottle of perfume to the person
handing in within a week the largest
number of quotations from standard
works mentioning perfume. A few
sample quotations might be put on
cards in the window, to show the pub-
lic just what it meant. The details of
any contest ought always to be made
as clear as possible, because a large
proportion of the people are slow to
understand such matters, and nothing
should be left to their imagination.

Dolls may be used to great advan-
tage in giving window displays a life-
like appearance. There are many
scenes that may be arranged with
their use, and it will prove profitable
to get and keep a small assortment
of them just for window displays.
Many window displays may be made
with the dolls, such as a table with
dolls at dinner and digestive tablets
shown in the arrangement; school
scenes to advertise school goods; a
cozy corner sort of plan to show a
girl and her favorite box of candy;
a doll in a toy bed with feet at a small
hot-water bottle; doll baseball games
or football games, or other forms of
sport popular in the town at the time.
The use of the dolls gives a human
touch to the display and makes peo-
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ple stop and look for more than the
mere instant of glance that they usu-
ally give a window.

A good deal of interest will be
shown by the public in a pair of fine
prescription scales in the window.
The scales should be well polished
and placed conspicuously upon a ped-
estal. and perhaps a feather or little
strip of tissue paper placed upon one
pan to show how slight a weight will
bear it down. A card accompanying
the scale should call attention to its
accuracy and state that it is sensitive
to a sixty-fourth of a grain or what-
ever that weight may be, though it
may be better to give the weight
in fraction of an ounce or pound
rather than grain, since a grain has
no meaning for the general public.
Of course, it is not every drug store
that can spare a pair of prescription
scales for window display, and in
such a case it is feasible sometimes to
place the scales in the window at
closing time at night and leave the
lights on and make a night-only dis-
play of the balance, with a statement
that the same are “our accurate pre-
scription scales in use all the while
the store is open.”

Another plan for the use of scales
in the window is to emphasize the
fact that the store always gives full
weight, showing a scale with the pan
weighed down with some sort of bulk
goods. This plan will at once adver-
tise the goods and the fact of good
weight being given.

Raw material displays are always
interesting and instructive, and the
public will usually stop and examine
with considerable care any display
that shows an article from the raw
constituents through the successive
stages up to the fully finished product.
The manufacturers of most lines of
goods will gladly help the dealer to
make up window displays of that sort
by giving or loaning the raw ma-
terial. Lines that can be handled
thus without much trouble are paper
goods, rubber goods, bristle goods,
'.obacco lines, etc., etc. Where the
actual raw material or partly finished

stock is unobtainable, pictures will
help out by illustrating the pro-
cesses.

To show a large quantity of goods,
or, rather, to give the impression <f
a large quantity, the overflowing bar-
rel idea is a good one, and it is sim-
ple. Merely a barrel set in the win-
dow with a filling of paper nearly to

the top and the goods at the top
and apparently running over and
down the sides, being held in place

if necessary by fine wire or thread.
There is almost no limit to the num-
ber of lines of goods that may be
shown thus.

A display of fine stationery may be
made effective by setting a lady’s
writing desk in the window, fitting
it up with the necessary writing
equipment, borrowed from home or
elsewhere, with a card reading: “No
finer paper at any price, 48 cents a
box.” Of course, this display is
suited only to a window low enough
so that the top of the desk will be

about level with the eyes of the
passer-by.
If you use this display in daisy
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time, you can get a conspicuous ef-
fect by gathering a large quantity of
field daisies and decorating the win-
dow with them, putting in the goods
and a card, “These Goods Are Dais-
ies.” If not in daisy time, get enough
artificial daisies for a bouquet large
enough to give point to the card.
Many different kinds of goods are
suited to use with daisies, but cigars
or confectionery, are perhaps the
best.

Single-package displays have many
merits, and they are being used by
some of the most successful window
dressers to a large extent. In the time
of year when sunlight or flies are apt
to destroy or spoil a good portion of
the goods in the window, the single-
package idea helps reduce window dis-
play costs. At all times the one-
package, one-idea window sends peo-
ple on witli a more definite idea in
their minds than any multiple-package
display. When the window is full of
goods the eyes rove about from point
to point without finding a resting
place. Where there is one thing
shown conspicuously, the rest of the
window being used to bring out that
one thing, the eye rests on the prom-
inent article and stays there, and the
idea sinks into the minds to give a
definite, lasting, concrete impression.

These one-article window displays
require a good deal of thought in
planning them so as to produce a
maximum of effect, but once planned
they usually require comparatively
little vcork to make. Color, position,
background and other things require
careful attention, but it is not neces-
sary to get much stock ready for
show, and a display can in this
way be made of a line which is carried
in stock only in small quantity.

A clock face, drawn on a big sheet
of white cardboard, can be used with
a display of any sort of timely goods,
with the inscription, “Time for Cough
Cure” for anything else). If you have
a good, large clock, this may be used
in the same way instead of the drawn
dial.

At the time of millinery openings
you can get a lot of attention by se-
curing some old hat frames and decor-
ating a number of them with various

kinds of brushes, making up tooth
brush or hair brush, or nail-brush
hats. When all ready, make a win-

dow display and call it your spring
or fall millinery opening. One who
possesses considerable ingenuity in
such matters may easily make some
quite clever trimmings.

Ingenuity is a valuable possession
for the window trimmer, but the man
who keeps at it will make his win-
dows pay even if he is not ingenious.

Get the Love of Winning.

I like to win in anything | go a.
I believe any good salesman must
feel much that way. Magnetism is a
physical quality, without doubt; and
it may be inherited, yes. But a fellow
must have more than that; he must
have the wish to win, the energy to
try. What else? Why confidence.
First, the ambition to win; second
the confidence that you can win. These
are the things—E. C. Simmons ir
Trade Outlook.
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HYDRAULIC WATER.

Story of Corporation
Years Ago.

The old controversy between the
city of Grand Rapids and the Grand
Rapids Hydraulic company is occa-
sionally brought out for an airing,
and, after the airing has been accom-
plished, it is laid away for another
season of rest. The Hydraulic com-
pany was organized under a special
charter granted by the State Legis-
lature in 1849, sixty-four years ago
this spring. The charter was given
in perpetuity, but contained a pro-
vision for its repeal by the Legisla-
ture at any future time. In response
to popular demand the charter was
repealed about eight years ago. The
State Supreme Court confirmed the
repeal as legal and valid. An appeal
to the United States Supreme Court
was taken on constitutional points in-
volving property rights and validity
of contracts, and this case is still
pending. The periodical resurrection
of the old controversy between the
city and the company now is based
usually upon the company’s right to
make new connections, extend its mains
or keep its old mains in repair and do
not materially affect the main issue
which is still in the courts. Some
day, no doubt, there will be a final
decision to put an end to the contro-
versy which has become so old as to
be almost a land mark in the annals
of the city. In the meantime it is a
question whether putting the old com-
pany out of business, which a victory
for the city would mean, would be a
good policy, unless, indeed, the city
should continue the Hydraulic com-
pany’s water system as an auxiliary
to the present city system. The Hy-
draulic company is an important fac-
tor in the insurance situation in Grand
Rapids. For the familiar sprinkler
equipment of factories, stores and
warehouses some second source of
water supply is necessary. The city
water supply is sufficient for ordinary
hazards, but some failure in this sup-
ply is always possible and the insur-
ance underwriters require that the ex-
tra precaution of the sprinkler equip-
ment shall be supplied from some
other source. The Hydraulic com-
pany affords the easiest and best pos-
sible source of water supply, and most
of the large buildings, especially in the
downtown districts which have the
sprinkler equipment, have Hydraulic
connections. If the Hydraulic com-
pany were put out of business and its
service discontinued, building and fac-
tory owners would be under the ne-
cessity of building costly water tanks-
on the roofs with facilities for filling
them, and this would be not only ex-
pensive but unsatisfactory.

The long-drawn-out controversy
between the city and the Hydraulic
company recalls the interesting his-
tory of the latter and how it failed
to grasp opportunities which were
once within its reach and could have
been had for the asking. The com-
pany as it stands to-day is a monu-
ment to lack of enterprise and in its
present plight is a living example of
what corporation folly can produce.
The Hydraulic company to-day might

Folly Forty
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control the water supply of the city,
just as the gas supply and electricity
are controlled by private corpora-
tions. The company was organized,
as stated, in 1849 under a perpetual
charter granted by the State Legis-
lature and its purposes were to sup-
ply the city with water. It found a
supply in the springs on the Penny
farm, which comprised the district
which is now east of Jefferson avenue
and south of Wealthy street, and piped
this water to the down town districts.
In later years it secured an additional
supply from the Kusterer springs,
near the present Grand Rapids brew-
ery. In 1870, 1871 and 1873 the city
had a succession of disastrous fires
sweeping the business districts and
destroying thousands of dollars worth
of property. These fires created the
very natural demand for a water ser-
vice that would afford adequate fire
protection. The old company was
urged to meet the situation with an
enlargement of its scope and the ex-
tension of its mains. The manage-
ment of the old company was con-
servative, did not see immediate prof-
its enough to warrant the additional
investment, lacked vision and, besides,
it is impossible the old management
did not have the money. Not having
the money would have been the least
of the difficulties in these days of
modern finance, but forty years ago
the art of issuing preferred and com-
mon stock and bonds had not been
perfected. The company refused to
go ahead and, as a last recourse, the
city itself took up the matter of fur-
nishing fire protection. A bond issue
of $250,000 was voted and the city
water works was established, with
Coldbrook and Carrier creeks running
through what is now the Fifth ward
as the sources of supply. It is not
necessary to follow the history of the
city water works, as this is a familiar
chapter in municipal history. The
old Hydraulic company continued to
do business, distributing the spring
water to the down town districts, but
making no great effort to expand. In
1886 the old company was purchased
by local and Eastern capitalists and
re-organized with M. R. Crow as
President. The new management
knew the game of modern finance and
re-organized with a large capital in
stock and a big loan represented by
a bond issue. The new management
showed great enterprise in extending
mains, in securing additional and bet-
ter water supply from the springs on
the Comstock property this side of the
Soldiers’ Home and in buying the
Bailey springs further north as a
source of future supply. The new
management, however, recognized
that, in competition with the city, the
company could never hope to suc-
ceed and undertook to purchase the
city plant and thus gain possession
of the field. A definite proposition
was made to the city, the aldermen
were persuaded to give it their sanc-
tion, the newspapers were subsidized
into endorsing the plan and a very
active and energetic campaign was
conducted. The proposition failed to
receive popular approval at the polls.
Not long after that the Hydraulic
company ceased to spend money for
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extensions and improvements and in
due time it was placed in the handa
of a receiver, and there it remained
for years. The Hydraulic company
in bankruptcy was a constant source
of trouble and annoyance to the city,
fomenting public discontent with the
city service, inspiring criticisms and
helping to defeat plans for improve-
ments. It served also as a center for
the water scandal of a few years ago.
The repeal of the old company’s char-
ter was finally demanded as a punish-
ment for its folly and to get it out
of the way of further mischief. When
the repeal was achieved the city of-
fered to buy the company’s physical
assets and asked the company to meet
in a good faith conference to make
terms. The company’s answer was a
ridiculously exorbitant price upon
what it claimed to own. The city
could not meet such terms and then
the litigation followed and it is still
in progress. There is not much lef!
of the old company now except its
name, but how different the story
might have been had there been more
corporation enterprise and more faith
in the future of the city and more
willingness to take chances forty years

11

ago, and had there been more hon-
esty and good faith in the manage-
ment following the re-organizat’on of
the company.

Excellent Selections on Front Cover.
St. Louis, Mo., March 17—I1 have
just received and read the poems and
sentiments on the title page or outer
cover of your March 12 Michigan
Tradesman, which are always good
but, of course, sometimes better than
at other times. | have said to my
sons, who are associated with* me in
business, that should | never get an
opportunity to peruse the inner pages
of your publication | would, neverthe-
less, continue my subscription in con-
sideration of the excellent and well-
selected quotations which regularly
appear on its outer cover. It was my
purpose to’have said as much to you
long ago, but | have neglected doing
so until now. Anthony Ittner.

A dog may worry a cat, but a
man, being nobler than a dog, wor-
ries some woman.

No matter how young you are,

you are probably old enough to know
better.
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BUTTER,EGGS andPROVISIONS

Michigan Poultry, Butter and Egg Asso-
ciation.
President—B. L. Howes, Detroit.
Vice-President—H. L. Williams, Howell.
Secretary and Treasurer—J. E. Wag-
goner, Mason, .
Executive Committee—F. A. Johnson,
Detroit; E. J. Lee, Midland; D. A. Bent-
ley, Saginaw.

Fancy vs. Utility Poultry-Keeping
As a Business.
W ritten for the Tradesman.

Of all the vocations which are
looked upon by hard-working me-
chanics, care-burdened merchants and
wearied professional men as offering
more congenial occupation, poultry
keeping seems to rank first. A poul-
try plant, a small fruit farm, a gar-
den, an orchard—the first, or a com-
bination of all, seems like paradise to
the city worker. And he believes
there is money in it— a good living
anyway.

The poultry show is one of the

most pleasing exhibitions to city
people. They enjoy it apart from
any thought of possible profit. Their

attitude is not that of the poultryman
or farmer, though it may also be in
a degree critical and studious. The
labor connected therewith, the diffi-
culties, the adverse features of poul-
try-keeping are not prominently sug-
gested in the show room.

No wonder that the first inclina-
tion toward poultry-keeping as an
occupation often comes directly or in-
directly from the poultry show. Ac-
quaintances discuss the show, and,
always, some one voices his or her
wish to sometime engage in poultry
keeping. And always some enthusi-
ast can depict in glowing terms the
financial possibilities of the business.
Visiting the annual poultry show,
reading a poultry journal or occas-
ionally seeing the flock of some poul-
try fancier tends to keep alive this
interest and perhaps the hope of some
day engaging in poultry keeping.

Poultry keeping appeals to the city
worker because it can be undertaken
without a large capital. It promises
respite from the unvarying routine of
office or shop. It affords opportuni-
ties to work according to one’s own
ideas and plans. One may escape
many of the unwelcome experiences
of either the employe or employer.
Quite an extensive business may usu-
ally be carried on with no other help
than one’s own family.

The city man contemplating going
into poultry keeping as a business us-
ually sets about it in a businesslike
way. He expects to begin with good
stock—pure bred fowls—and up-to-
date facilities. But many, very many,
fail in one particular: They make a
great mistake in supposing that
poultry-keeping requires little or no

practical experience.
experience is often more dearly
bought as proprietor of a poultry
plant than it would have been as an
employe of one.

The fancy side of poultry-keeping
is usually emphasized by the poultry
shows much more so than the utility
side—the producing fowls and eggs
for market, for human consumption.
Premiums, prizes and high prices for
breeding stock and eggs for batching
make undue impression upon pros-
pective poultrymen. From one dol-
lar up to ten or fifteen for a setting
of eggs quite eclipses the market
prices of 20 to 35 cents a dozen, and
two, five or ten dollars for a breeder
instead of 50 cents to a dollar at
the meat market seems to offer great
inducements to raise prize-winning
birds.

Comparatively few people outside
of those engaged in raising fancy
poultry know or realize the work, the
expense, the study and the difficulties
before fancy poultry-keeping can be
made reasonably remunerative. A
market for setting eggs or stock
must be secured by advertising. This
advertising comprises exhibition of
stock as well as space in farm and
poultry journals. It also includes cir-
culars and booklets with illustrations
and descriptions to be mailed to pros-
pective purchasers. The poultryman
can not spend the time necessary to
answer in detail every enquiry except
by printed matter in connection with
his correspondence.

The time and expense of attending
poultry shows is no small matter.
The breeder who would be up to date
must attend shows even though he
does not exhibit. But one who does
not show his birds can not expect
very much demand. He must not
only exhibit, but he must win pre-
miums, and advertise his winnings.
To win he must have the quality in
his stock. This takes us back to the
beginning.

It is no small matter to decide
what breed or breeds to start with.
Having decided this the next question
is where to obtain foundation stock.
To buy of those long in the business
and extensively advertised means
high priced stock. It means $10 to
$15 for fifteen eggs and s10 to $35 for
a male bird to mate with females
costing $3 to $10 each.

Before all this one needs to have
a considerable experience in care of
setting hens or use of incubator so
that incubation may not be an entire
failure. How to produce healthy
chickens, how to keep them growing
thrifty to maturity, how to prepare
them for the show room, how to

This necessary
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mate for another season; these and
much more must a person know and
do in addition to all that is required
to succeed in the utility line—that is
to produce eggs and fowls for mar-
ket.

One need not purchase such high
priced stock in order to get pure
bred fowls. No, of course not. He
can begin with eggs at $1 per setting,
or fowls at $1 or $2 each; and,
strange to relate at the end of two or
three years, the low priced stock
might be much improved, or the high
priced stock may have very serious-
ly retrograded. Much depends upon
the skill of the poultry breeder.

Then again, styles change in poul-
try as well as in other things. One
must keep well in touch with popular
fads and fancies in the chicken world.
The breed or variety of which one
has spent years in building up a
flock —that is aiming to produce a
certain type—may be eclipsed in pop-
ular favor by some other breed, va-
riety or type. The breeder is then
like a merchant with out-of-date

Rea & W itzig

PRODUCE
COMMISSION
MERCHANTS

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

Established 1873

Liberal shipments of Live Poul-
try wanted, and good prices are
being obtained. Fresh eggs more
plenty and selling lively at lower
prices.

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.

SEEDS

March 19, 1913

We want Butter, Eggs,
Veal and Poultry

STROUP & WIERSUM
Successors to F. E. Stroup. Grand Rapids, Mich

npn Api? Your Delayed
AIV AV jL Freight Easily
and Quickly. We can tell you
how. BARLOW BROS,,
Grand Rapids, Mich.

Han Brans GCD@a M s
Packed by
W. R. Roach & Co., Hart, Mich.

Michigan People Want Michigai Products

Hammond Dairy Feed

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

WYKES & CO Grand Rapids, Mich.
Michigan Sales Agents

Your customers will like

Mapleine

Recommend it to them
with a money back guar-
antee fora "Flavour" that
isdainty and different.”

Or to" make table syrup
by adding it to white sugar
and water.

Order of your jobber oi

Louis Hilfer Co.
4 Dock St.. Chicago. 111

Crescent Mfg. Co., Seattle, Wash.

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

Grass, Clover, Agricultural and Garden Seeds

BROWN SEED CO., GRAND RAPIDS, MICH.

Potato Bags

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

ROY BAKER

Wm. Alden Smith Bldg.

POULTRY AND

Make us your shipments.

M. O. BAKER & CO.

Grand Rapids, Mich.

EGGS WANTED

We get top prices; make quick returns.

TOLEDO, OHIO
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goods. Purchasers do not
seek his wares.

The fancy poultry-keeper enters a
limited field—a field where there is
strong competition— a field where
money talks louder than merit. The
utility poultry-keeper’s field is unlim-
ited. Competition there does not ex-
ist in the same sense. The ever-in-
creasing numbers who engage in this
line have not reduced prices nor cur-
tailed profits. Utility products find a
ready home market and when that is
supplied good markets at a distance.
It is necessary only to supply prod-
ucts of good quality to secure regu-
lar customers and good prices. In
fancy poultry there is little home
market. Customers are secured only
by constant advertising. From the
nature of the business, comparatively
few are regular customers. Even if
satisfied with birds shipped them or
chickens hatched from settings they
may not send to the same breeder
the next year. And there is much
dissatisfaction in this line of business.
Customers expect too high class birds
for the price they pay, or they ruin
a hatch through ignorance or careless-
ness and blame the seller. They do
not know how to grow thrifty birds
and condemn the stock because they
get no prize winners.

eagerly

The one who engages in utility
poultry-keeping has plenty to learn,
and he can keep on learning and

progressing. But he does not need
to advertise his winnings to secure
customers. Only the meat dealer, the
grocer, or the consumer needs to be
convinced of the merit of his prod-
ucts. Each of these is his own judge.
He does not need to study a “stand-
ard of perfection” for weeks, months
or years, nor require each bird to be
accompanied by a score card signed
by some distinguished poultry show
judge.

The fancy poultry-keeper has often
to spend more time to sell a single
bird or a setting of eggs right at
home than the utility man has to sell
a crate full of fowls or a case of eggs
at a profitable figure. And when
shipping away the former has often
to make a trip to town, to the rail-
road. station or to the express office
for a single bird or one setting of
eggs, besides the correspondence in
regard thereto.

One fancy poultry breeder who had
some dozen or more pens and had
been in the business a number of
years said that his business did not
really pay until his advertising bill
reached $1,500.00 a year. And he was
one of the small fry compared with
Fishel, Thompson, Bradley, Keller-
strass, Duston, Hawkins, Cook,
Bright, Hewes, and perhaps a dozen
other equally prominent fancy poul-
try breeders who advertise constant-
ly in nearly all the leading poultry
journals.

The annual expense for quarter,
half or full page advertisements and
occasional write-ups with illustra-
tions must run way up into the thou-
sands of dollars for each advertiser.

To succeed with fancy poultry one
must be able to produce birds of high
quality in sufficient numbers to fill
orders. The birds must conform to
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the popular standard, no matter how
often fancies 'change. Their name
and fame must ever be kept before
the people, and the prices received
or demanded must correspond to the
outlay of money, time, study and en-
deavor.

Fancy poultry-keeping as a diver-
sion or as a side line is free from
the necessity of showing a profit, and
anyone who chooses may thus in-
dulge their propensity. This branch
may be all right for the extraordinary
person—one of a thousand—but the
ordinary man or woman will find the
less exacting branch— the utility
line—difficult enough. There is far
better chances of success, financially;
there may be full as much pleasure,
and surely far less disappointment,
anxiety or excitement.

Utility poultry does not necessarily
mean culls, mongrels or unattractive
fowls. One can have pure bloods
and take pleasure in keeping hand-
some fowls, and beside a satisfactory
profit from utility products there is
occasionally opportunity to sell set-
ting eggs and breeders without ex-
pending more for advertising than is
received from such sales.

E. E. Whitney.

Charles Corey Lost His Auto On a
W ager.

Mears, March 17—Spring has ar-
rived in Mears and | will have to at-
tend to business instead of wasting
my time in spoiling good stationery.
Business has leaped forward sudden-
ly and with a jerk. From the holi-
days until March 8 | averaged five
traveling men and four customers
daily. Since that time the average
has been three traveling men and
seven grown customers, besides a
horde of kids buying marbles—a good
solid increase in customers and a
pleasing falling off of traveling men.
| made the statement to Charles Corey
on his last trip that spring was near-
ly here, but he disputed it and the
end of our argument was a bet. |
bet him 50 cents against his automo-
bile that | could catch and cage at
least two robins before his next trip,
March 15. | have won the bet and
have the robins in a bird cage, but
both have died. Now, can you tell
me what in tunket I am going to do
with his auto? T begin to suspect he
made the bet with the intention of
getting rid of it. | feel like the man
with a lawsuit. | lose even if I win.
I only hope Charlie will insist on my
showing live robins, instead of blind
robins. | caught them all right, when
my clerk opened the box and threw
me a couple. Charlie is the fellow they
copy when they want to make a pic-
ture of Cupid. He always has a smiL-
on his face like Bill Burner, only not
quite so much so.

The outlook up here is very bright
for future business. The peach crop
has only been Kkilled twice this win-
ter, so there will be a bumper crop.
The year before it was killed at least
four times, so we only had a normal
crop in 1912.

In the last issue of the Tradesman
you say “Blessed is the man who has
good friends to blow his horn,” but
thrice blessed is the merchant who
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has good friends to blow their money
at home.

J. H. Lee, in his Bracing Breezes
from Muskegon, states he is sur-
prised to find the merchants take such

an interest in the section set aside
for the traveling fraternity. Why,
bless his innocent soul, that is the

best part of your splendid paper. We
poor down-trodden four-corner mer-
chants are barred from joining Mus-
kegon Council, No. 404, but we are
not barred from having our friends
who are members. I, myself am as
pleased to have the cheerful smiling
face of a traveling man beam on me as
to see old Sol’s face peek through the
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clouds on a gloomy day. | never
knew but one traveling man who was
a pessimist and he hated himself to
death on his second trip. Long live
the friendly, sunny, smiling and salve-
spreading “boys” who travel the P.
M. north of Muskegon.
C. A. Brubaker.

A Powerful Sermon.
“Brudders and sistahs,” said the old
colored

preacher, “l’se gwine to
preach a powahful sermon dis mawn-
in”. I1’se gwine to define de undefin-

able, I’se gwine to explain de unex-
plainable, an’ I’se gwine to unscrew
de unsrutable.”

FRESH COUNTRY EGGS

We are in the market for Fresh Country Eggs and will pay the
highest market price

DETROIT PRODUCE CO.

SEEDS

3030 Woodward Ave.

DETROIT

Can fill your orders for FIELD
SEEDS quickly at right prices.

MOSELEY BROTHERS

Both Phones 1217

Established 1876 GRAND RAPIDS, MICH.

The Vinkemulder Company

JOBBERS AND SHIPPERS OF EVERYTHING IN

FRUITS AND PRODUCE

Grand Rapids, Mich.

Judson Grocer Company

UR Canned Fruits and Vegetables are
taken from the trees and vines when in

best condition.
filling the containers.

Very little hand work is done in
Workers are required to

keep scrupulously clean, factories are constantly
washed with clear running water and machines,

walls and floors are cleansed every night with

scalding steam.

The Pure Foods House

Judson Grocer Company
Grand Rapids, Mich



Decreasing the Cost of Selling Goods.
Five Things to Increase.
Sales.

Cash on hand.

Profits.

Efficiency of force.

Quality of goods.

Five Things to Decrease.
Debt.

Unnecessary expense.
Number of complaints made.
Amount of time wasted.

5. Cost of selling.

The clothier, whether maintaining
a lareg store or a small one, can do
no better than to make a copy of that
list and hang it up where every mem-
ber of the staff will see it—and see
it every day.

During the last year or two there
have been vast strides made toward
scientific management in our retail
stores. Men of brains, have been
studying the subject from every point
of view in an endeavor to increase
the efficiency of the establishment
and decrease the amount of expenses.
It is to the discredit of retailers that
this phase of business was first ap-
plied to the factory and not to the
retail shop. But now that the new
order has arrived it is necessary that
the merchant adopt it and not fall be-
hind.

To increase his sales he must begin
with himself and his store. He must
be innoculated with the desire for
success. He must have an ambition
to climb higher in the retailing field.
If he is one of those merchants who
has been in the habit of going around
“damning the down” and business in
general he will have to be drawn up
sharply and headed in another direc-
tion. If the town is damnable let him
add his little share in making it less
s0.

Having arrived at the point where
he can start off with a renewed en-
thusiasm, let him make a survey of
his establishment. Let him time how
long it takes to serve his customers
in the different lines. Then let him
carefully consider how much time is
wasted through useless motions.

Here is one instance that might be
cited. In many haberdashers’ shops
there is no collar case, or if there is,
it is so small it is merely for display-
ing a few of the newer styles. In
most instances half a dozen boxes of
collars must be taken from the shelf,
opened up and the collars brought out.
and shown. If the different styles
carried in stock are shown in a collar
case it does away with this useless
waste of time, because while our man
is making his selection another may
be served. These cases will sell
enough more collars to pay for them-

o> wpoR
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selves each year as well as save mon-
ey and dissatisfaction in disposing of
finger-marked collars.

Sales may be increased by earnest
heart-to-heart talks with the clerks.
There must be hearty co-operation in
every establishment or there is loss
of time, money and prestige. It will
be found in many cases that some
very fine salesmen are slow to adopt
new ideas and fixtures. There are
salesmen in some establishments that
are sure the only way to handle cloth-
ing is in piles on tables. Even after
using racks and cabinets they are hard
to convince.

The clerks should be encouraged to
do better work, not driven to it
Encouragement and commendation
are worth more in efficient service
than all the slave driving methods
that were ever devised. Instil enthu-
siasm into their work by showing
your appreciation of it.

Lastly, sales may be increased by
a more careful study of the source of
sales—the customer. To increase his
sales the haberdasher must get into
closer relations, with his customers
and those who are possible custom-
ers. This advertising of the haber-
dashery shop is sadly neglected in
some quarters. Let the haberdasher
get out and hustle for more custom-
ers, no matter how he goes about it;
let him get more customers.

If sales are increased the amount
of cash on hand ought to be greater.
We wonder if the haberdasher reali-
zes the importance of this one item.
There are thousands of merchants
who are doing business to-day for a
mere living. That is, they get a liv-
ing out of it and nothing more, be-
cause each year when stock is taken,
while it may be found that the estab-
lishment has made a thousand or two
over and above all shop and living
expenses, the profits are in stock—
in merchandise on the shelves. Then
about every so often the merchant
finds that he has a lot of “junk” on
his hands and he has a hard time get-
ting rid of it at any price—and his
profits have dwindled down to a very
small amount again.

Get more cash on hand. Lei that
be the keynote of the year—but don’t
forget to make use of that cash on
hand to secure every discount possi-
ble in reducing debts.

Profits go hand in hand with sale'.
Usually the more sales the more
profits. Profits may be increased by
“grading up” sales and selling a bet-
ter grade of merchandise. A clerk
who persistently and consistently,
day in and day out, urges the advan-
tages of better grades to his custom-
ers must eventually show up increas-
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cd sales and increased profits at the
end of the year. This multiplied by
every glerk in the shop means some-
thing worth while.

In considering the increase of sales
we have dealt with efficiency of *>e
sales force. There is no doubt
in the world that it is up to the mer-
chant, or the department manager, to
build up an efficient sales force. The
elements are there, but they must be
combined and fashioned. A carpen-
ter and brick-mason can build a house
out of a pile of lumber and other
piles of bricks and sand. In just such
a manner must the haberdasher build
up an efficient sales force. First, he
must learn how; next, learn how to
use his knowledge, and lastly, use
it in such a manner that the clerks
are enthused enough to begin to
teach themselves.

As has been shown, by increasing
the quality of the output, sales and
profits, as well as cash on hand, are
increased.

Debt should be decreased and can
be by a more careful purchasing sys-
tem. We carry much more stock of
some lines than is necessary to con-
duct our business profitably. It will
lie found that one merchant will over-
stock on shirts, another on hosiery,
another on something else. It is a
hard thing to determine just how
much stock in each line to carry. As
a general rule the whole stock should
be turned over from two to six times,
according to local circumstances. But
the same ratio would not apply to all
lines. Suspenders could be turned
over six or more times in a year,
as also garters and kindred lines. Un-
derwear could hardly be turned six
times except under the most favor-
able circumstances.

There is another
that word “debt.” There are often
debts owed to us. This is so when
a credit business of even the smallest
proportions is done. Reduce these
kinds of debts as much as posible by
keeping only live debts on your books.
If you have a man who is “good
enough to pay if you give him time,”
have a good talk with him. Tell him
you have to pay for your goods in
thirty and sixty days, and that you
can only extend credit that length of
time. It will surprise some merchants
to find how easy it is to collect reg-
ularly when an understanding of the
time limit for credit is distinctly ar-
rived at at the time the credit is ob-
tained.

There are few unnecessary expens-
es the haberdasher has to reduce.
There are some perhaps he might get
more value for, but it is not good
policy for a merchant to go around
loping off expenses—because he usu-
ally lops off the wrong ones. Get full
value for your expenditures and you
will as surely reduce expenses.

By increasing the efficiency of the
force and making the shop more up-
to-date you decrease the number of
complaints to a minimum.

Each clerk will in the scientifically
managed store find no idle time, so
that his waste time is reduced auto-
matically, as also is the decrease in
cost of selling—A. E. Edgar in
*Haberdasher.
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SpringLines
For 1913
Now Ready

Hats, Caps
Straw Goods

G. H. Gates & Co.

Detroit

Write for Catalogue

Lowest

Our catalogue is "the
world’s lowest market”
because we are the larg-
est buyers of general
merchandise in America.

And because our com-
paratively inexpensive
method of selling,
through a catalogue, re-
duces costs.

We sell
only.

to merchants

Ask for current cata-
logue.

Butler Brothers

New York Chicago
St. Louis  Minneapolis

Dallas
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What Some Michigan
Doing.
Written tor the Tradesman.

The railroads have promised Kala-
mazoo merchants and manufacturers
direct shipments from New York and
Boston in three days, whereas the
time taken now is nearly ten days.

The plan of free public auctions to
attract the farmer trade will be tried
at Corunna under direction of the
Business Men’s Association of that
city.

The Kellogg Toasted Corn Flakes
Co., of Battle Creek, has completed
a five-story addition to its plant and
the manufacture of the Kellogg bis-
cuit begins this week, with a force of
150 men.

The Commercial Club of Kalama-
zoo is out and after a membership of
1,000. Annual dues are $12.

E. E. Bishop is adding a creamer
to his poultry and egg plant at St.
Johns.

Saginaw has secured the Wilcox-
McKim Co., manufacturers of auto-
mobile parts. The company has
$125,000 paid in. capital and will em-
ploy 125 men.

Ironwood’s slogan is “20,000 popu-
lation in 1920.” The Commercial Club
of that city has 130 members and
everyone is said to be a “live wire.”

Saginaw will try out the plan of a
municipal market.

The city car lines of Saginaw were
operated at a loss during the past
year, according to the company’s an-
nual report.

The village of Comstock, Kalama-
z00’s neighbor, has installed sixteen
street lights of 120 candle power each.

The Chicago & Northwestern road
will improve its grounds at Ishpem-
ing this year by starting lawns and
planting shrubbery and flowers*

The Battle Creek Chamber of Com-
merce will organize a boys’ division,
the ages of members ranging from
15 to 21 years.

Hillsdale has clamped the lid on
all gum machines, candy boards and
gambling devices.

Electricians will be placed under
the same rules as plumbers at Hol-
land and all their work in wiring hous-
es will be inspected before it is cov-
ered up-

The Park Board of Flint asks for
$35,000 this year. It is proposed to
build bath houses at Thread Lake and
to purchase swings, teeters, etc., for
the new playgrounds.

Orchard avenue, from Maple to
Henry street, in Battle Creek will be
known as “Geranium street” or “Red
street’ this year. Beds of geraniums
will be planted between sidewalk and
curb in front of every piece of proper-

Cities Are

yThe Retail Merchants’ Association
has been formed in Coldwater to pro-
mote social intercourse and closer
personal acquaintance and to further
in every,way the cause of community
development, believing that in the
preservation and prosperity of the
small cities, towns and agricultural
communities lies the future security
of our country.

The Owosso Improvement
ciation has endorsed the

Asso-
boulevard
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system of lights for the business sec-
tion of the city.

The Ann Arbor Council has passed
a curfew ordinance.

Kalamazoo has passed a smoke or-
dinance. The building inspector will
also assume the duties of smoke in-
spector and, in addition, there will
be a smoke commission of five mem-
bers, appointed by the Mayor.

L. A. Sears has been given charge
of the Truscott Boat Manufacturing
Co. plant at St. Joseph.

Benton Harbor’s new park has been
named Morton Park in honor of J. S.
Morton, the veteran steamboat man,
who has done much for the city.

Benton Harbor has adopted the
free text book plan in the schools
and all books will be furnished iree
to pupils in grades below the high
school.

Pontiac will vote April 7 on the
question of an appropriation ci $>»-
000 for the purpose of park sites.

Lansing merchants at the Chamber
of Commerce in that city ani .aftei
prolonged discussion adopted the fol-
lowing resolution:  “Resolved—By
the retailers of Lansing here assemb-
led that we are opposed to the pro-
posed 4 per cent. Merchants’ Trade
and Save System, believing that it
will cause an unnecessary expense
and result in no benefit to our cus-
tomers in the end, as the expense of
advertising, pass books and book-
keeping will cost many times as much
as the actual discounts paid, all of
which must, of necessity, be added
to our legitimate expenses and borne
by the consumer.”

Port Huron is negotiating with a
Cincinnati firm for the installation of
a plant for the disposal of garbage.

The cultivation of sweet peas next
summer in the gardens of Battle
Creek and the presentation of bou-
quets to passengers on trains passing
through the city, as favors of Battle
Creek are suggested by the horticul-
tural society of that city.

Muskegon would like to get a ear-
ning factory.

Saranac has secured a creamery.

Charlotte is on the Chautauqua cir-
cuit this year and will have a full
week’s programme in July.

Almond Griffen.

Cogent Criticisms From Sunny Jim.

Ludington, March 17—In Wafted
Down From Grand Traverse Bay by
Red C. Frichter: “Seems queer that
it only takes Jim Goldstein one year
to write one week’s items and get
everybody sore for another year.” As
we always surmised, Fred thinks he
is everybody. Never mind, Fritzie,
old boy, a year is but a short time.—
any other place than Traverse City.

Curses! Not a single dry goods
salesman signed his name to an
article that called attention to one
of our regretable mistakes—and it
was a mistake, too!

Roy Thacker, better quit kickin’ our
little friend, Fred Richter, aroun’.

Any durn fool kin buy*a ticket on
an’ automobile, but it takes a wise
un’ to buy the winnin’ ticket.

Thanks for them kind words,
Bosman.

And to think Editor Stowe would

Bill
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stand by and never come to our res-
cue when it rained epithets from all
points. However, if the boys won't
let us talk about them as we please,
we won’t buy any more goods from
them.

Chirpings from the Crickets by
Poet Guy Pfander: “Wet and dry
talk is again in the air.” If you don't

believe it, smell their breaths.

Bay City correspondence by R. F.
Small:  “Much pleased to see D. J.
Buck back again among us once more
and trust he will be as of old.” Extra-
ordinary man must Buck be. Most
everyone else is expected to improve.

Tf Walter Lawton has no fault to
find with a hotel, it indeed is deserv-
ing of much praise.

Talk of a home for indigent travel-
ing men. After our page splash, what
seems to be needed is a place for in-
dignant traveling men.

We, too, although not a travel-
ing “pest” were insulted at the annual
meeting ‘in Grand Rapids in March.
Someone asked us to have a drink.

With apologies to Bill Shakespere:
Of all the poets beneath the skies, the
Tradesman poets | do despise.

Except ourself.

But surely includes Fred Richter.

Eager, piercing, bitter, is the de-
finition of keen. Bringing to mind a
certain editor, not mentioning any
names, but the name of the paper is
the Bulletin—rather a coincidence.

All the world likes a good looser.

The Sunday school teacher, follow-
ing a short talk to her class, asked
Mildred the following question:
“Where do good little girls go, Mil-
dred?" “To heaven,” was the reply.
“And where do bad little girls go,
dearie?” “To the depot to meet the
traveling men,” was the quick re-
sponse.

We should worry and grow talk-
ative like a traveling man.

In order that ye editor be not blam-
ed for this column, we sign our name
in full. James McGuire Goldstein.

Intelligent Advertising.

A great many gourmands who are
fond of ducks’ eggs have often won-
dered why the demand for them is so
small in comparison with hens’ eggs.
Indeed, the word “egg” has come to
have but one meaning.

The egg of the hen owes its popu-
larity to the countless centuries of
persistent advertising. That wise
barnyard fowl never fails to cackle
exultantly whenever she lays. The
duck, on the contrary, merely wad-
dles quietly away and says nothing of
her achievement. Moreover, the roost-
er is in the habit of sounding the
triumphant note of his race at sun-
rise, thus calling attention to the ex-
cellence of the family wares while the
cook is preparing the breakfast.

The lesson taught by these humble
birds is one that no biped, either
feathered or smooth, can afford to
neglect. That some have learned the
lesson and profited is proved by the
fact that the most sought after brands
of merchandise are those whose mer-
its are the most persistently and at-
tractively set forth in the advertising
columns of high-class newspapers.
The hen, aided by her mate, has al-
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ways been her own advertiser, but
should the rivalry of the duck threat-
en the great industry which she has
built up by her own efforts, we may
expect to see her advertisement in
the paper—we need not mention its
name—which will do her the the most
good.

He Got His Wish.
A German peddler rapped timidly

at the kitchen entrance. Mrs. Carter,
angry at being interrupted in her
washing, flung open the door and

glowered at him.

“Did ye wish to see me?” she de-
manded in threatening tones.

The peddler backed off a few steps.

“Veil, if | did,” he assured her with
an apologetic grin, “lI got my visit;
thank you.”

Some of us must save money in
order that others may inherit it

1 GrandRapids Mich

TOREACHYOLR

PATROMIENDS

VERuif HGAN STATE V

TELEPHONE

Q. J. Johnson Cigar Co.

S. C. W.
Evening Press
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Exemplar
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OFFICE OUTFITTERS

LOOSE LEAF SPECIALISTS

217-239 Pearl St. (near the bridge). Grand Rapids. Mich.

139-141 Monro* St
Roth Phones
JKAND RAPIDS. MICH

We are manufacturers of

Trimmed and
Untrimmed Hats

For Ladies. Misses and Children

Corl, Knott & Co., Ltd.
Comer Commerce Ave. and Island St.
Grand Rapids, Mich.
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DRY GOODS, f

FANCY GOODS

Tust What Trade Are You Bidding
For?
Wrritten for the Tradesman.

Imagine for a moment that to the
ten thousand women in some good-
sized city a circular letter were sent,
the letter to be made up of questions
running somewhat like this:

1. At what store do you do your
principal dry goods shopping?

2. Please state in detail why you
give this store your preference? Is it
that you find they have the latest and
most exclusive styles, or do their
goods excel in quality? Or is it their
prices or their service that especially
attracts you?

3. Do you attend special sales and
patronize bargain basements? Please
give vour opinion as favorable to or
against these very common methods
of stimulating patronage?

4. The goods being exactly the
same, are you willing to pay a little
more to buy where you are not jos-
tled by the vulgar throng, and can re-
ceive leisurely attention at the hands
of a very courteous salesperson; or
do you like better to take your chanc-
es with the crowd, and where you can
get things at rock bottom?

| presume most women would think
such a list of queries was merely
some advertising scheme and would
pay no attention to it; but if all would
take the matter up seriously and give
replies to the best of their knowledge,
these replies would throw great light
on the invisible cords of attraction
that draw one woman to one shop
and another to another. Of course
the list of names should include wom-
en in all ranks of society and in cir-
cumstances varying all the way from
poverty to extreme wealth.

Probably very many would name
one or other of the department stores
of the city, and would make an an-
swer like this “I usually go to S—’s
because there 1 can get everything
that | want under one roof. If | wish
material for a new gown. | go to the
dress goods division; | can provide
myself with a stylish hat in the milli-
nery department; there is furniture
on the third floor if I need a rocker
for the living room; they carry china
and glassware, shoes and groceries; if
I want a lunch, there are little tables
where | can procure a bowl of nice
soup or a sandwich, and a cup of
tea or a soda; and finally, if 1 want
diversion, there is a good moving
picture show on the fifth floor. Its
all right there handy, no tramping
about from one place to another.”

Some replies would favor this store
or that store because, at least so it
would seem to the writer, prices at
those places were invariably the low-
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est. It would be found that some
women make a strong point of style
while others put more stress on re-
liability, and so on and so®on. Very
likely there would be some one who
would frankly say that such or such
a store was their favorite; they liked
it best and felt most at home there
and so usually went there. Just why
they could not tell, the question being
too’ psychological.

And, by the way, are there not
many merchants who would find it
difficult or impossible to tell just why
their patronage has come to be what
it is? They know quite closely per-
haps what class of persons princi-
pally constitutes their clientele, but
could they tell definitely why these
people come to them while others go
to other places? Can you tell, Mr.
Merchant, why Mrs. Blank is a regu-
lar and constant customer of yours,
while her wealthy and fashionable
neighbor, Mrs. DeBlank, as persist-
ently seems to avoid you? Could you
tell what methods to adopt to attract
the trade of Mrs. DeBlank and her
kind?

Perhaps years ago when you made
your start in business you purchased
your stock of kinds of goods that
you thought you could sell, items that
seemed to you attractive, without a
very clear idea of just what persons
the goods would be sold to. You
have kept on in this way, and now
the buyers who work under you and
for you are proceeding on the same
principle. Isn’t it time you get at
things more definitely? True, you
have succeeded in a way, but would
you not have made a greater success
by having a clearer purpose in mind
and a closer adaptation of means to
ends? “Choose you this day whom
you will serve.” Decide what class
or classes you will cater to. The man
who knows just what he wants and
goes after it by the most direct
methods is the one who wins.

When you write an advertisement,
have you in mind a distinct idea of
the kind of woman you are talking
to? Will chicness or cheapness pre-
sent the stronger appeal to her? Your
location, your building, your stock,
the kind of salespeople you employ,
the style of service you maintain,
your methods of display and of ad-
vertising—all these must be suited to
the tastes and convenience of the
sort of woman whose patronage you
desire.

No one store can hope to serve all
classes. The aristocrat does not like
to mingle with the common herd. As
a rule elegance comes high. If it
seems wisest to make your store the
real center of style in your town or
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/\"VVeights

from

Light Jersey
to
Heavy
Shaker

All Colors

from

Staple Grey

to
Novel
Mixtures
Our salesmen will call on
you soon with a large as-
sortment of these popular

goods in all styles and
grades.

The Perry Glove and Mitten Co. “ny"JHishi

Flzk xon

We carry a complete line of Mercerized Flaxons. 32
inches wide, all put up in small pieces, double fold, rolled
and papered.

Plain White Flaxon to retail at 19c, 25c¢, 35¢c and 50c
yard.

White Figured Striped and Checked Flaxon to retail
at 25c yard.

White Flaxon Voile to retail at 25¢, 35¢c and 50c yard.
Plain Shades and Printed Flaxon to retail at 15c yard.

Grand Rapids Dry Goods Cao.

Exclusively Wholesale Grand Rapids, Mich.
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city, the place where the Queen of
Fashion has her throne and holds her
court, then you must have a very
swell shop, and you can not expect
shrewd, economical housemothers
who need to make their money po
just as far as possible, to spend many
dollars with you. Some stores extend
their range of patronage by means
of ar. underpriced basement, a bar-
gain annex, or something of th,, sort.
These are practical devices and serve
their purpose nicely, but still an estab-
lishment has its hold on the public
mind and secures the bulk of its pat-
ronage from the character of its main
floors.

W hat class any given merchant had
best cater to depend on the locality
and on the man. In a large city where
there are all kinds of people, prob-
ably there is always opportunity for
a real genius to get just the kind of
patronage he wants, whatever that
may be; and the men who are not
geniuses would better stay out. One
man will succeed in catering to the
fashionables, while another will do
far better in supplying the needs of
plain and common folks. In a small-
er place much, depends on how the
ground is already occupied. A mer-
chant who proposes to stake his ven-
ture on bidding for either the most
exclusive upper class trade or for
the extreme lowest class should b;
very sure both of himself and of his
locality, for it is always to be remem-
berede that the great volume of suc-
cessful merchandising is done with
the great middle class of people. This
middle class, by the way, includes
enough subclasses to allow each one
of several different kinds of mer-
chants full scope for his abilities.

Fabrix.

In the District of the United States,
Western District of Michigan,
Southern Division—in

’  Bankruptcy.
In the matter of Ashley & Smith,
of Howard City, Michigan—bank-

rupts:
Notice is hereby given that, in
accordance with the order of this

Court, | shall sell, at public auction,
to the highest bidder, on Tuesday, the
25th day of March, A. D. 1913, at
10:30 o’clock a. m., at the store form-
erly occupied by said bankrupts, at
Howard City, Montcalm County,
Michigan, the assets of said bankrupt-,
consisting of and being inventoried
at cost price, as follows: Stock of
dry goods, ladies’ suits and dre-ses.
and men’s furnishings, $5,261.26; store
furniture and fixtures, $466.10. An
itemized inventory of said assets may
be seen at the office of Wm. B. Hol-
den, Trustee, Grand Rapids Dry
Goods Company, Grand Rapids, Mich-
igan, and will be on hand for exami-
nation before the opening of the sale.

Said sale will be for cash, and sub-
ject to confirmation by this Court;
and notice is hereby given that, if an
adequate bid is obtained, said sale
will be confirmed within five days
thereafter, unless cause to the con-
trary be shown.

Wm. B. Holden Trustee.

Hilding & Hilding, Attorneys for

Trustee.
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When Price Tickets are Better Than
Clerks.

Tickets encourage the timid shop-
per. The fear of the shopper is real;
it is a factor in merchandising. Scores
of prospective customers shun un-
marked lines because they dread to
turn down an expensive item after
they have troubled the clerk with a
question.

Price tickets solve this problem by
their inability to display either scorn
or annoyance.

Tickets oil the bearings of your
mercantile machine, making sales
easy and profits large.

The use of price tickets whittles
down expense. Plain prices dispense
with needless bickering and enquir-
ies. They cut selling effort in two.
They take the place of an extra clerk.

Plain prices build confidence in
your customers. A clearly stated prica
is logically an honest one. Concealed
costs suggest distrust of values.

Price tickets relieve trade conges-
tion. They answer questions for
busy clerks. Plain prices talk values
as glibly as the smoothest tongued
salesman, but draw no. salary for the
service performed.

You sigh for greater sales and for-
get that they are at your very elbow.

You wish for cheaper and more ef-
ficient help and overlook an employe
who will outwork, outlast and outsell
all others and demand no wages for
the service.

Look over your
price tickets.

Every unticketed counter is a wall-
flower that must forfeit the attention
lavished on its plainly marked com-
panions.

Every unticketed line puts sand in
the bearings of your organization and
doubles friction in your selling sys-
tem.

All unticketed goods conceal a hole
where profits trickle away.

An increase in the number of tick-
ets usually swells the number of
sales. The keen observer can meas-
ure a store’s pulse without seeing
more than a number of price tickets,
and often the difference between me-
diocrity and success is a mere matter
of plainly priced lines.

stock; count the

Remnants as Premums.

An ingenious Michigan dry goods
dealer has discovered a way to put
new life and interest into a remnant
counter. He took down the old price
tickets, which divided the remnant
counter into four sections priced at
10c, 25¢, 50c and $1 per piece, and put
up a new sign which simply said:
These Remnants Given Away—Ask

the Clerk.

The new scheme was to give a
10 cent remnant with a $2 purchase—
a 25 cent remnant with a $5 purchase
and so on. This new sort of premium
attracted immediate attention and has
been in operation several months, but
is still a big drawing card. It has
sold many yards in the regular dress
goods department and also made a
bigger demand for the renmants.
This shows how new life can be put
into a comparatively old scheme by a
slight change in its mode of opera-
tion.
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An Empty Honor.

“l hear the ladies of your church
got up a purse for the parson,” said
Wiggleton.

“Yes,” said Dabbs.

“And was the old gentleman pleas-
ed?”

“Well—no. You see,” said Dabbs,
“after they’d got up the purse they
couldn’t raise any money to put in it.”

Political Strategy.

“People say you've been sheriff too
long, Jim.”

“l expect | have. They also say you
oughter step down and let somebody
else be postmaster.”

“l admit I’ve been postmaster long
enough.”

“Well, after this term,
exchange places.”

s’pose we

Tanglefoot

Gets

50,000,000,000

Flies a year—vastly more than
all other means combined.

The Sanitary Fly Destroyer—
Non-Poisonous.

Summer Underwear

We are showing an exceptionally strong line
Ladies—Men’s—Children’s two piece and Union
Suits, in an immense variety of styles and prices.

Our Men’s ribbed at $2.25 is a hummer and all
through the line we show exceptionally good values.

NOW IS THE TIME TO BUY

PAUL STEKETEE & SONS

Wholesale Dry Goods

Grand Rapids, Mich.

“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

Manufacturers

Factory, Red Bank, New Jersey

101 Franklin St., New York

Wenicb McLaren & Company, Toronto—Sole Agents for Canada
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The Dominant Note in Present Shoe
Styles.
Wrritten for the Tradesman.

To the man interested in footwear,
the trend of fashion is evermore a
fascinating theme.

As one looks over the rather ample
variety of leathers and lasts in shoes
designed and built for smart dressers
both among men and women, one
must admit that the spring and sum-
mer of 1913 is not by any manner
of means a lean year in the cycle of
modern footwear modes.

From the more conventional lasts,
which like the poor we have with us
in season and out, to the more swag-
ger modes designed and featured for
college boys and other young people
of daring proclivities, it is rather a
far cry; while in the matter of leath-
ers and fabrics and combinations of
leather—especially in footwear for
young women—there is assuredly
enough variety for almost anybody.

What Gives Style to a Shoe?

The last of the shoe has been cor-
rectly phrased, “the foundation of
the shoe.” It is more than that. In
a very real sense, the last is the style.
And it is truly wonderful what the
last-maker can do by whittling off a
little here and adding a little there;
by skiving at a certain point, or giv-
ing a different swing to his last.

But there are certain points about
the last that are what you might call
style-centers. The toe, for instance;
and the heel. A last of a certain char-
acter or style is designed to carry a
heel of a certain height. And the
last-maker who understands his busi-
ness will indicate the kind of a heel
that ought to go with a given last in
order to make the shoe correct both
in respect to shoemaking and style.
So we arc justified in speaking of the
heel as a style-center of the last.

The toe of a shoe is, of course, its
most conspicuous feature; and 'is,
consequently, a most prolific style-
center. Take an armful of your best
sellers and analyze the styles care-
fully. See if I am not right in my
contention that the thing that makes
one style differ from another style
is more in the treatment of the toe
than anything else. In the pointed
toe, the wide toe, the bull-dog toe,
the knob toe, the recede toe, you have
illustrations of certain stressed ten-
dencies in the treatment of the toe
that virtually fix the styles of the
shoes. 1 do not, of course, mean to
imply that there may not have been
ocher differences about the lasts; but
the toe, in each of the styles above

indicated, was the big thing. Nothing
else matter much.
So the toe of the shoe is a most
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important point as respects style.

And the heel is also important,
though not nearly so much so as the
toe.

There are many other points
about a shoe where style-producing
medications may be made; such as
the sole, the vamp, the tops, leathers
or fabrics, and combinations of such,
out of which the upper stock is cut.
But | am interested now in calling
attention only to the more salient
style-centers.

Dominant Note in Popular Sellers.

It isn’t always the shoe that (ac-
cording to the style critic) exudes the
most "“class” that proves to be the
biggest seller. A shoe may be ever so
worthy, from a style point of view,
and still fail to hit the bull's eye of
the public fancy; so it’s the shoe, or
type of a shoe, that has the call that
interests us. And in this discussion
of current shoe styles | want us to
forget all about the nifty lasts that
move tardily, and focus our attention
on the kind that are selling.

In general, two types of shoes seem

to be in favor with men. First, the
short model-shoe; second, the long-
model shoe. The first type of a

shoe is favored by the younger men;
and the second type by men of matur-
er years and more subdued tastes.

The short model shoe makes a
merit of appearing short; and it seems
shorter than it actually is. This is
produced by shortening the vamp and
enlarging the toe, or giving the last
a more perceptible swing, or both.
But it is absolutely essential that
there be a somewhat bulbous termi-
nation at the forepart of the shoe.
Among shoes built on the short last
the knob toe (not, of course, in its
more acute form) still persists.

With reference to the long last
model there are several things that
claim our attention. In the first place,
this style of a last seems to be more
in keeping with refinement and dig-
nity. Also it seems to be a dressier
style. And in the very high grade
shoes for men’s wear, the long last
is by long odds ahead of the short
last.

Indeed, it is interesting to note
hew the makers of the finest shoes
for men’s wear follow this general
type of a last. It is both long and
straight. There" is nothing bulbous
about the toe. The stiching is fine,
but not fancy. Everywhere so-called
custom effects are deliberately sought.
The absence of pull-straps in some
of the models, and the absence of
metal eyelets in most of them, are
notable features. In displaying them,
some of the smarter shoe dealers of
the big shops, display the shoes with-
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Let any good shoemaker dissect one of our Hard Pans and he
will tell you that a better built work shoe for any and every kind
of hard service cannot be made.

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

Hood’s
Royal Oak and
Camel Boots

Are made with

Extra Duck Vamps  Extra Double Soles
Extra Toe Caps

They are made for

Extra Hard Service

That’s why they are
Trade Builders

These Boots Cost You

$3.33

Less “Early Order Premium” of 5% and—
Less “Prompt Payment Discount” of 5%

Get our catalogues of all styles
of Rubber Boots in Men’s,
Boys’.Youths’Women’s, Misses’
and Children’s.

Grand Rapids Shoe & Rubber Go.
The Michigan People
Grand Rapids
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out laces. Everything about the shoe
bespeaks simplicity and refinement.
And the effect is pleasing.

I have dwelt rather more than 1
had intended upon these two general
types of shoes, but | want to say a
few things in a general way about our
present shoe styles—I mean the shoes
that are actually now selling, and
seem destined to go big during the
spring and summer.

First, freakish lasts, fabrics and un-
tried leathers, are not cutting much
ice. Neither men nor women are
now caring to invite attention to their
footgear by wearing shoes conspicu-
ously at variance with accredited
modes of footwear. While there is
variety, it is a sane and safe variety
within certain well defined limita-
tions.

Shoes that are most popular just
now are the refined type; and in the
cities medium grade shoes are enjoy-
ing the biggest call. The medium
grade shoe, of course, carries more
style than the cheaper sho.e.

And 1 have already indicated the
principal characteristics of the high
priced shoe for men’s wear. It would
require too much space to tell about
the fancy footwear—the high grade,
high priced creations— that are being
featured for spring wear. And be-
sidesi | dont know whether such
material really belongs here, for |
started to talk about the dominant
note in present shoe styles—the shoes
that are now actually selling; and
some of these new footwear “dreams”
may not go encouragingly with the

dear public.
On the whole, however, | think
there is much in the present status

of our footwear styles to make us
thankful. Chas. L. Garrison.
Picard “Pure Shoe” Law Declared

Unconstitutional.

New Orleans, March 4—Judge Fred
D. King, of the Civil District Court,
Parish Orleans, has declared the Pi-
card “pure shoe” act, so-called, pass-
ed by the last Louisiana Legislature
violative of both the constitutions of
the United States and Louisiana in
the case of B. Rosenberg & Sons, shoe
manufacturers and wholesalers, New
Orleans, versus the Boston Shoe
Store, of Shreveport, La.

The defendants refused to accept
part of a shipment of shoes sold by
the plaintiffs for the reason that they
were not stamped as required by the
Picard act, which becomes effective,
July 1. The plaintiffs brought suit
and alleged the use of substitutes in
specific parts of the shoe as described
in the Picard act is due principally
to high cost of leather, that substi-
tutes are frequently better than leath-
er, that substitutes have been gen-
erally recognized and acceptable, that
substitutes are employed by the best
manufacturers, that there are no fraud-
ulent practices existing in Louisiana
that stamping the soles would render
a useful article of commerce odious
and unacceptable and injure a great
industry, that over 90 per cent, of all
boots and shoes sold and worn in
Louisiana are manufactured by factor-

ies in the East and West, and that
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the act violates the constitutions of
the State and Nation.

Judge King’s decision was as fol-
lows:

“The law as it reads impresses one
as an unwonted interference with a
right of contract and of holding and
of disposing of property.

“There are many laws passed by
the legislature supposed to be enact-
ed in the interest of the public health
or welfare, which are really passed
from other motives. 198 U. S. 45.

“This statute seems to come within
the scope of this denunciation from
the highest court of the land. It is
difficult to see how it can be sustain-
ed as a legitimate exercise of the
police power, in view of its discrim-
inatory and unreasonable require-
ments, and of its general provisions,
which clearly violate the guarantees
contained in the fourteenth amend-
ment of the Federal Constitution and
articles 2 and 166 of the Louisiana
Constitution for the year 1898.

“It does not appear to either reach
or correct any wrong to the public,
for no such wrong apparently exists
in this State.

“On the other hand, it imposes bur-
dens upon those engaged in lawful
business, which in effect, are confis-
catory.

“The rule of law is, that provisions
requiring the labelling or marking of
merchandise offered for sale are in-
valid if their effect is to make a use-
ful article of commerce odious; and
where substitutes have come to be
recognized as legitimate, the power
of prohibition or regulation cannot
be exercised to the destruction or
damage of a valuable industry.

“For these reasons, the defendant
should be required to accept and pay
for the goods involved here, when and
as delivered and at the installment
periods mentioned in the plaintiff’s
petition, not stamped and judgment
should be rendered accordingly.”

Messrs. D. Pokorny, I. R. Jacobs, C.

B. Merrill and other prominent retail

shoe merchants of New Orleans who
have been prominent in the work of
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the associated shoe interests of Louis-
iana in combating the Picard law, are
jubilant over Judge King’s decision.
They assert that no appeal will be
made to the Supreme Court of the
State from the decision of the local
court, and, if this should prove to be
so, the Picard act is no longer to be
feared by the retail shoe trade of
Louisiana.

Heard the Rattle.

The witness on the stand was being
subjected to cross-examination. In
answering one question he nodded.
Whereupon the court stenographer,
who could not see the witness, de-
manded: “Answer that question.”

The witness replied: “I did answer
it; 1 nodded my head.”

“Well, | heard it rattle, but could
not tell whether it was up and down
or from side to side,” answered the
stenographer.
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Motive Power From Potatoes.

Coal is giving out, petroleum is
going up in price and down in pro-
duction. The supply of both is lim-
ited and must come to an end. But
there comes the cheer that alcohol
will be the motive force of the future.
Petroleum and coal may give out; but
the earth will always grow potatoes.
Potatoes can produce alcohol, and
alcohol can drive engines. In the
potato we seem to have discovered
the secret of perpetual motion.

It will probably take the average
man a long time to get used to being
an angel—if he ej’er gets a chance.

Stock the Profit Makers Now

“H, B. Hard Pan” and “Elkskin” Shoes

You cannot possibly make a mistake by add-
ing the above lines to your stock.

They represent the tanners’ and shoemakers’
best efforts, and are by far the best wear resisting

shoes offered to-day.

Your trade will soon be asking for this class

of shoes.
demand when it comes.

THEY WEAR LIKE

Stock up now so you can supply the

IRON

Herold-Bertsch Shoe Co.

GRAND RAPIDS, MICH.

SHOES FOR SPRING WORK

ITH the disappearance of
snow arises the demand

for good, strong, serviceable leather footwear

for the farmer.

Write for a sample pair of No. 486, 12 inch

black walrus shoe.
season of the year.

Especially suited for this

Also made in 10 inch and 8 inch heights.

HIRTH-KRAUSE CO.

Hide to Shoe
Tanners and Shoe Manufacturers

Grand Rapids, Mich.
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Every Man Should Safeguard and
Protect His Wife.

Every man who loves his wife, anl
who has a proper sense of a man’s
responsibility toward the woman he
has married and who has given the
best years of her life to him, trie
to safeguard her future as well as
he can.

He looks forward to a time when
he may not be with her to work Kr
her and provide for her, and so he
settles upon her the home if he can, or
puts some good bonds and stocks in
her name, or he makes heroic efforts
and sacrifices to carry some insur-
ance so that she may not be penni-
less when he is dead.

If the average husband should tell
the dark thought that haunts him the
most with its terror it would be the
fear of his wife being old and poor,
in want, perhaps, of even the common
necessities of life, and it is this spec-
ter of dread that nerves him to deny
himself a thousand little pleasures
and luxuries that he would enjoy.

This being true, it is amazing that
men bring all their efforts to pro-
tect their wives to naught by never
teaching the women how to take care
of the money they have made so
many sacrifices to leave them. Yet
the knowledge of how to take care of
money is just as necessary as the pos-
session of money. Without the one
you can not have the other long.

Every man knows that the cham-
pion easy mark of the world is a
widow with her insurance money, and
that it is such a simple process to
swindle her that no dishonest man
can resist the temptation to do it
There is not one who cannot name
off-hand without even stopping to
think, a dozen pitiful, helpless, pov-
erty-stricken widows that we know
and are called on to help from time
to time, who were left comfortable
fortunes by their husbands, but who
have been cheated out of their money,
or let it slip through their fingers,
because they were as ignorant of all
business uses as a child. They didn’t
know which was the business end of
a check. They didn’t know the dif-
ference between a giltedge bond and
Wild Cat Preferred. They didnt
think that such a casual thing as
signing your name on a piece of pa-
per that you hadn’t read could really
amount to anything, one way or the
other. They were sure that Deacon
Smith was perfectly honest, because
he prayed such beautiful prayers, and
that Cousin Thomas would pay back
their money because wasn’t he their
own dear aunt’s son?

| know one woman who to-day is
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keeping a miserable railroad eating
house whose husband left her $200,-
000 that she got rid of within two
years by the simple expedient of sign-
ing an innocent looking paper that a
man told her was an option on a
lot. She didn’t read it. She probab-
ly wouldn’t have understood it if she
had, but when the man was arrested
for running a fraudulent real estate
agency she found out that she was
his partner and responsible for his
debts. She truthfully denied that she
knew of having such connection with
him, or was responsible for his debts,
but the law took a very different view
of the matter, and she found herself
swept bare of every penny.

Each one of you can match this
story with another in your own
knowledge, and this is what makes
it so incomprehensible that the man
who is trying to protect his wife
doesn’t also try to protect her from
her own ignorance about money.

Of course men shrug their shoul-
ders and say that women don’t under-
stand business. As a general thing
that is true, but how could a woman
understand anything that she is never
taught? Neither do men understand
how to crochet and do battenburg
stitch embroidery, but that is no indi-
cation that they haven’t intelligence
enough to learn how to do crocheting
and embroidery if they had the prop-
er instruction given them, and had the
importance of learning how to do
fancy work impressed on their minds.

That there is nothing so mysteri-
ous or occult about ordinary finan-
cial affairs that a woman can’t learn
them is abundantly proven by t.ic
fact that there are hundred of thou-
sands of clever and successful busi-
ness women in the country, and that
many of the most valued employes m
every commercial concern are women.
Moreover, in the management of their
own affairs women are quit as suc-
cessful as men. The average woman
can get twice as much out of a dol-
lar as a man can when it comes to
shopping and housekeeping.

There is no earthly excuse that a
man can give for not tryint to lit his
wife to handle whatever money he
leaves her when he dies, yet practi-
cally no man does it. If you. Mr.
Man, who read these lines should
die to-morrow, what would your wife
know about your affairs? How com-
petent would she be to wind up your
business or to carry it on? How
much would she know about the best
way to invest her insurance money?

Wouldn’t she have to absolutely de-
pend upon your partners, and some
lawyers, and trust to their honesty
and disinterestedness? Wouldn’t she
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be just as liable to get into a rotten
speculation as to make a good in-
vestment with her money? Does she
even know the difference between
living on one’s income and spending
one’s capital.

Wouldn't she think that she was as
rich as Mr. Rockefeller and could
afford a trip to Europe or an auto-
mobile if your share amounted, when
settled up to $30,000, instead of realiz-
ing that she must be very economi-
cal because she had only an income
of $1,020 or $1,500 a year, and there
was no one to bring in any more
money.

If you died the happiness of the
woman you love and that you know
to be so helpless, the very food and
shelter of your little children would
depend on your wife’s knowing how
to manage money and take care of
what you left her, yet you do not
take the trouble to try to prepare her
for such a contingency!

It’s little short of a crime to turn
this defenseless creature out to the
tender mercy of the financial sharks.
Don’t do it. Begin to-day to try to
teach your wife something about your
affairs, and about investments. Try
to take out some insurance against
her ignorance along with your other
insurance. Dorothy Dix.
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We must be honest with ourselves.
No ideal picture such as the vain
imagination loves to draw will help.
Hokusai, the great Japanese humor-
ist and one of the great draughtsmen
of the world, once made a picture of
a beggar on the highway. We see
him with his rags and unkempt beard,
his begging bowl and staff. But he
is looking up, and in the air he sees
himself—another beggar, indeed, but
a much more proper figure—the self
of his own favorable imagination. It
is a striking parable of the people
who make good resolutions for the
men they think they are, and won-
der when they fail. You are plan-
ning, my friends, for yourself and no
»thdr—the real self, not the man
whom y-ou would like to be r.or the
man you think you are in your most
optimistic hours. You will accom-
plish most if you make some sort of
genuine acquaintance with yourself.

The latest Gospel in this world is.
Know thy work and do it. Blessed
is he who has found his work; let
him ask no other blessedness.

Thomas Carlyle.

Between the toothache and the den-
tist a man is forced to choose be-
tween two evils.

Push Goods Already
Favorably Known to
the Consumer

OODS that are nation-
V J. ally advertised by their
manufacturers are easy to

sell.

The buyer already

knows about them through the advertis-
ing. He knows what they are made of,

how they are made,

under what condi-

tions produced, and the maker’s guar-

antee.
ably predisposed

These buyers are already favor-
toward advertised

goods when a dealer offers them—sales

are easy and quick.

The grocers selling National Biscuit
Company products know this to be true.
It takes no argument to sell them. No

time is lost in taking the order.

N. B. C.

products are sales-makers, time-savers.
They are well known because of year
after year of advertising. They are liked
because of perfect quality.

Sell N. B. C. products in the In-er-
seal Trade-Mark packages and familiar

glass-front cans.

NATIONAL BISCUIT
COMPANY

43



March 19, 1913

TULA AND GREEN.

Two New Towns In the Upper Pe-
ninsula.

A week or two ago we noted the
birth of a new village in Gogebic
county, near the Ontonagon line, nam-
ed Tula. This infant is growing and
continuing to thrive and is quite a
dusty kid. We are having babies
pretty fast up here in this Cloverland
of ours and to-day we take pleasure
in announcing the birth of another
village—the village of Green—in On-
tonagon county, named after its foun-
der and father, Thorton A. Green,
of Ontonagon. This, his youngest
progeny, promises to keep pace with
its father in push, enterprise and ag-
gressiveness. Green is located about
seven miles west of Onotagon and is
reached by the C. M. & St. P. Railway
and also by the Ontonagon Railway,
a private road owned and operated by
the Greenwood Lumber Co., of which
Mr. Green is President and General
Manager. The village is, to a certain
extent, an accident. It was-originally
established as a supply point for the
various camps of the Greenwood
Lumber Co. in order to save such a
long haul from Ontonagon. Mr.
Green at this time was beginning to
realize the wonderful possibilities of
the region as a farming proposition
and started a farm himself as an ex-
periment and with demonstration in
mind. He then thought of the faith-
ful men who had been in his employ
for many years, both in the manu-
facturing plant and in the woods, and
thought he could render them no more
lasting and substantial service than
to encourage them to take up the land
and assist them in a financial way to
get started, having ascertained from
his own ‘experimental farm that there
was no better soil to be found any-
where in the United States than in
this northern portion of Ontonagon
county. In the course of the years
the country around began to develop
beautifully as a farming settlement
and the necessity for a farming town
became more and more apparent. The
town of Green is now the result,
which already is as thrifty a little
town as one could imagine, having a
large general store, post office, sever-
al good residences, two churches and
two school houses. There are several

farms in the immediate vicinity to
draw from. Among the settlers in
the neighborhood of Green are:
Chas. Dayton, Hemlock Hill, farm

owned by T. A. Green, Wm. Joslin,
Fred Fuller, Arthur Braemer, R. Rob-
erts, Howard Voegelsong, Vera Rob-
erts, Louis Roberts, John Basket,
Hervi Page, Phillip Eiken and many
others whose names we were unable
to procure. New farms are being trans-
ferred to settlers almost every day

by the Greenwood Lumber Co. An-
other industry which adds perma-
nence to the town of Green is the

development of the copper mines just
west and quite adjacent to the town,
notably White Pine and the None-
such mines. Nothing can arrest the
growth and development of Green.
It is easily the most promising prop-
osition in Ontonagon county. A new
macadam road up the lake shore and
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what is known as the Iron River
road will prove a great benefit, both
to the settlers and to Ontonagon, be-
cause it will facilitate their bringing
their cream to the Ontonagon cream-
ery and their potatoes to the produce
warehouse. All of the settlers seem
to be prosperous, as there is an abund-
ance of employment with the Green-
wood Lumber Co. at the season when
they cannot work on the farms. The
liberality of the Lumber Co. in giving
them a good advantageous contract
is also an important factor in their
prosperity. Already there are about
three thousand acres taken up by set-
tlers.

Tipping the Bane of the Traveler.

The high cost of living is to the
traveling salesman largely a matter
of tips. If he could get along with-
out tipping he wouldn’t mini his oth-
er expenses so- much. lie pays for
service at every turn, and he feels
that he must tip if he is to succeed.
He requires service constantly, and
even if at times he does not actually
need it he must take it anyway and
pay for it

The average person traveling for
pleasure feels that if he does not tip
liberally at the hotels and en route
it will do no harm, for, nine chances
to one, he will never see the tip col-
lectors again and can put up with
slower service and some discomforts
With the salesman, however, condi-
tions are entirely different, and he
must tip, and tip well, if he wishes to
avoid trouble. To economize on tips
is poor policy in his judgment.

“Tipping is a necessary evil,” said
an experienced traveling salesman,
“and it begins almost as soon as a
man leaves his office. For instance,
suppose | am leaving Chicago in a
rush. | jump into'a taxicab and hurry
to the station. As the cab slows up
in front of the entrance a porter grabs
my satchel—tip No. 1. | pay the
chauffeur, and tip him. My trunks
have been sent ahead, but | have to
check them and buy my ticket. To
get the ticket takes but a moment,
but unless | slip the baggage man a
quarter | stand around for, perhaps,
a quarter of an hour before | can get
my trunks checked. Even after that
is done. ' |1 have to tip again to make
sure that the trunks get on the train,
and before | am seated in the car |
have spent at least 65 cents.

“l must tip the waiters at every
meal, of course, and anything in the
way of refreshments in the buffet car
means additional tips. When 1 reach
Chicago the porter must be remem-
bered at least to the extent of a quar-
ter, and my satchel is carried out of
the station for a dime. If | hire a
cab to take me to the hotel, 15 cents
more in tips, and the boy that helps
ine out of the cab and into the hotel
expects something. Ice water is 10
cents a picture (sometimes only 5)
and the porter must be remembered
for bringing up my trunks. Every
time | ring for a boy to take out my
laundry or bring me anything, it is
10 cents. If | want to sit at the
same table in the dining room, or ex-
pect to get good service there, I must
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fix the head waiter as well as the
waiter.

“All this tipping is for service in
the hotel. In addition to this, I would

not dare carry my own sample case
out of the hotel. | must hire a sam-

ple carrier. If | did not | would be
a marked man. The boys would not
only spread it around, which would

mean poor service, but they would al-
so ‘queer’ me in the different depart-
ments that | visit. They would also
tell other salesmen that | was not
doing well, and that | could not afford
a carrier. | might prefer to carry my
own samples, but cannot do so with-
out losing caste.

“If a salesman makes the same trip
year after year, he becomes known
and he must stand in well with the
hotel employes. Suppose he wants
to catch a train in a hurry. If he is
not looked on with favor by the boys
in the hotel, his sample trunks will
never make the train. He can also
rest assured that all kinds of obtacles
will be placed in his path in the fu-
ture. Salesmen are supposed to be
doing business and not supposed to
be on the road for pleasure. Conse-
quently, they are expected to be more
liberal in tipping than any one else.
In many cases it will be found almost
impossible to leave the hotel without
tipping the boy who operates the re-
volving door.”

Misdemeanor to Solicit Certain
formation.

Kalamazoo, March 17—Can you tell
me any way by which a person can
find out where and from whom goods
come that are shipped in to our cus-
tomers. | was of the opinon that a
person had a right to get such infor-
mation from the agent and that he

In-
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was compelled to give it, but the rail-
road agent here says that agents are
told to keep shut when they take the
examination and that he can not see
why the railroad company would tell
them that if such a thing were so.
Is there a law that compels them to
give such information?

Section 15 of the Federal Act to

regulate commerce reads as follows:

It shall be unlawful for any common
carrier subject to the provisions of this
Act, or any officer, agent, or employe
of such common carrier or for any other
gerson or corporation lawfully authorized
y such common carrier to~ receive in-
formation therefrom, knowingly to dis-
close to or permit to be acquired by any
person or corporation other than the ship-
per or consignee, without the consent of
such shipper or consignee, any informa-
tion concerning the nature, Kind, quan-
tity, destination, consignee, or routing of
any property tendered or delivered to
such common carrier for interstate trans-
portation, which information may be used
to the detriment or prejudice ~of sudi
shipper or consignee, or ‘which may im-
properly disclose "his business transactions
to a competitor; and it shall also be un-
lawful for any person or corporation to
solicit or knowingly receive any such in-
formation which ma¥_be so used:

Provided, That nothing in this Act
shall be construed to prevent the giving
of such information in response to any
Iefgal process issued under the authority
of any State or Federal court, or to any
officer or agent of the Government of the
United Stafes, or of any State or Terri-
tory, in the exercise of "his powers, or to
any officer or other duly authorized per-
son seeking such information for the
prosecution” of persons charged with or
suspected of crime; or information given
by ‘@ common carrier to another carrier,

or its duly authorized agent, for the
purposes of adjusting mutual traffic ac-
counts in the "ordinary course of busi-

ness of such carriers.
Penalty. L
Any person, corporation, or association
violating any of the provisions of the
next preceding JJara raph of this section
shall be deemed guilty of a misdemean-
or, and for each offense, on conviction,
shall pay to the United States a penalty
of not more than one thousand dollars.

It is apparent that not only would
it have been a violation of the law
for the carrier to give our corres-
pondent the information, but that it
is also a violation or misdemeanor to
solicit such information.

FLEISCHMANN’S YEAST is to-day sold by

thousands of grocers, who realize the advan-

tage of pleasing their customers and at the

same time making a good profit from the

goods they sell.

If you are not selling it now,

Mr. Grocer, let us suggest that you fall into

line. You won’tregretit. & & &

Klingman’s Sample Furniture Co.

The Largest Exclusive Retailers of
Furniture in America

Where quality is first consideration and where you get the best
for the price usually charged for the inferiors elsewhere.

Don't hesitate to write us.

You will get just as fair treatment

as though you were here personally.

Corner lonia, Fountain and Division Sts.

Opposite Morton House

Grand Rapids, Michigan
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Michigan Retail Hardware Association.
President—F. . Rechlin, Bay City.
Vice-President—E. J. Dickinson, St.
Joseph

Scott,

_Sepcr'etary—Arthur J.
Cl_tly. - .
reasurer—W illiam Moore, Detroit.
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The Hardware Dealer
Genius.*

I will not undertake to present to
you a system for conducting your
business and guarantee that its adop-
tion will bring to each of you the suc-
cess for which you are striving. Nor
could | prescribe a cure-all for the un-
numbered multitude of varied difficul-
ties which visit us. Business to-day
is not a parlor game which can be
run acording to any cut and dried set
of rules. The successful man of busi-
ness to-day must be something of a
genius. Not only are the blockhead
and ignoramus disqualified, but so is
the man who can only follow and
never lead. Likewise, the man who
will never follow nor learn of others,
finds the door of business success
shut in his face. The successful busi-
ness man of to-day must have some-
what of the spirit of the pioneer. He
must blaze his own trail through the
trackless way. He must venture and
risk if he would win. The timid and
fearful man is barred out. At the
same time, one must hearken- to the
voice of the past; from her monu-
ments of success, and from her heaps
of wreckage, as well, he may learn
wisdom for his day and task. He
must face life with a hopeful heart
and an optimistic vision. No hin-
drance from without can compare in
its harmful influence with the barrier
of a disgruntled and embittered spirit
within. There are too many men in
every walk of life whose chronic con-
dition is similar to that of a negro
who went to sleep in a railroad coach
with his head hanging over the back
of the seat and his mouth yawning
wide open and thus offering a splen-
did opportunity for a mischievous
boy who sat behind him to drop a
quinine pill into his open face. When
the darkey awakened a moment later,
he seemed to be disturbed and after a
violent siege of spitting, which did
not appear to relieve him very much,
accosted the conductor as he passed
through the car and asked if there
happened to be a physician on the
train. The conductor informed him
that a member of the medical frater-
nity was in the smoker ahead, and
upon the urgent request of the black
man sent the doctor back. The doc-
tor asked our dusky friend if he want-
ed him and what was the matter. To
which the negro excitedly replied,

*«Annual address of President McFar-
land before Pennsylvania Retail Hard-
ware Association.

Must Be a
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“Yassah, doctah. | don speks I’se
orful sick. 1 doan rightly know
what's de mattah wif me, but judgin
from the bittah taste in my mouf
I’se mouty ’fraid my gall’s doan bust-
ed.” So | say there are too many
folks with whom this condition seems
to be chronic. They have an ever-
lasting bitter taste in their mouth
and blue goggles on their eyes, and
no wonder the world is all wrong to
them.

There never was a day when busi-
ness was so big as it is to-day; never
a day when the tradesman cut such
a figure as he does to-day in the
world’s affairs; never a time when
business and trade had the place they
have to-day. And yet, there never
was a time when the business man
in general and the hardware man in
particular, needed more to recognize
the dignity of his place and work.
This is true of any legitimate busi-
ness; but | have had expereience in
dry goods and grocery mercantile
business, and have had opportunity
to observe many other sorts of busi-
ness more or less closely, and | want
to congratulate every hardware man
on his choice. It is of a giade and
standing of its own, with unique and
unsurpassed advantages and oppor-
tunities. The hardware man in any
community is not an insignificant
character or inconspicuous figure if
he measures up to his opportunity.
And he is a short-sighted man who
cannot see duty and opportunity for
him beyond his own office, store or
plant. As the poet has said, “Tis not
all of life to live,” so | may say, 'tis
not all of business to keep shop and
to make money. A man who is a
slave to his business not only de-
grades himself, but necessarily also
degrades his business, for the busi-
ness depends upon the man, and what
could you expect of a slave?

For example, as | have intimated,
the successful hardware man of to-
day is a conspicuous figure in his
community. This is as it should be.
He should so conduct his store that
it may be depended upon to give him
a standing in his community. And
then in turn, his standing in his com-
munity will contribute to his success
in business. That hardware man
stands in his own light who does not
see the advantage of impressing upon
his community his own personal
worth and the worth of his business
so as to win their confidence and
respect not only as an honest and
reliable man, but so as to make them
feel that he and his business are a
community asset of no mean value.
So the wide-awake hardware mar. will
recognize as a real opening an oppor-
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tunity to identify himself prominent-
ly with any and as many public en-
terprises, business, political, charita-
ble, social or what not, as he can
without sacrificing his business it-
self. In so doing, he will give his
prestige and dignity and broaden his
own personal outlook upon life.
This phase, it seems to me is im-
portant, namely, that a man and his
life shall be larger than his business.
When the contrary is true it is usu-
ally not because his business has
grown great, but because the man has
grown small and narrow by reason
of having tied himself down to and
shut himself up within his own busi-
ness. lie then finds himself in much
the same position as the Georgia nig-
ger who was fishing from the wharf
when an immense fish grabbed his
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hook and gave the line such a violent
yank as to jerk him overboard. When
he came up sputtering and spitting,
he was heard to ejaculate, “What 1’se
wantin’ to know, is, am dis nigger a
fishin’ or am dis fish a niggerin.”” A
man who makes his business should
be its master and not its slave. He
should know that he is running his

business and not his business run-
ning him.
This danger, however, threatens

not so much the man who makes too
much of his busines as the man who
makes too little, for the fault is not
with the business as with the man.
It is the little business man far often-
£r than the larger one who is a slave
to his business. The broader a man’s
outlook upon life, the larger the scope
of his life’s vision, the more he will

Foster, Stevens & Co.

W holesale Hardware

157-159 Monroe Ave.

151 to 161 Louis N. W.

Grand Rapids, Mich.

Some of Our Factory
Brands

Diamond Steel Goods

Wood, Wilson & Piqua Shovels
and Spades

Revero Garden Hose
F. & N. Lawn Mowers
Atkin Saws
Atha Hammers and Hatchets

Factory Brand Goods are backed by us
and the manufacturers

Michigan Hardware Company

Exclusively Wholesale

lonia Ave. and Island St.

GRAND RAPIDS, MICH.
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expect of his business and the more
he will make of it.

W hatever his business is, he will
seek to make it the best of its kind.
He will search to know what its pos-
sibilities are, and will grasp every
available means which promises larg-
er success. He will discover and en-
ter every door of opportunity which
is opened or can be opened into any
way chat leads to better things, and
will identify himself and his business
with every influence and agency
which will help him to realize the
largest possible measure of success.

Consider, for example, the doctor
who comes with his diploma to the
community in which he has decided
to practice his profession. He feels
confident in the assurance that he is
now a doctor, has his life’s equip-
ment, and so he settles down to his
work. Suppose he looks for nothing
in his practice that he has not learn-
ed in the schools and interprets every-
thing he finds in terms of his school-
ing, however strained that interpre-
tation may be. He will soon find
himself without patients and practice.
He must develop. Plis diploma was
only his beginning; it was the open
door; the way was before him.

But such a physician corresponds
to the hardwaie man who, having ac-
quired his business, thinks he has
everything to be had, and thinks not
of learning something new, and doing
some new thing with his business
every day. Growth is the law of life.
The hardware man must grow as
such, and so must his business or he
and his business will fall behind in
the procession where growth is the
law. For that father was right who,
when his boy asked, “Father, what
is the race of life?” replied “The lace
of life, my boy, is that dignified and
stately procession where every man
has to take his hat in his hand and
run like mad or get left.”

But to turn to this physician again;
suppose he shuts himself off from the
rest of the world of his profession
as though he were the only or at
least, the all-knowing physician.
What would happen to him? |
need not answer. So with the
hardware man, his business has
a right to its place in the great
hardware world. Other men in the
same business have a right to know
what he is doing, and he, they, all
right, | say, for this is a fair exchange
of value for value. Each can teach
the other something,, each can help
the other, and open a way and reach
out a helping hand now and then.
There is neither reason nor excuse
for such a spirit among hardware
men as was displayed by a certain
colored man who had invited his pas-
tor to dinner and served a very ex-
cellent roast goose which was hear-
tily appreciated and generously piais-
ed by all the guests, and especially
by the minister, who eventually turn-
ed to the host and enquired innocent-
ly. “Brudder Jackson, may 1 ax you
where did you git dis fine goose?”
Though strange as it may seem, the
question appeared to embarrass Jack-
son, who replied, however, when he
had in a measure recovered, “lleali
now, Pawson Jones, when you preach-
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es an extra good sermon, | doan ax
you where did you git dat sermon,
does 1? Wall, den, Pawson, you orto
show me de same curtsy about .'is
goose, as | shows you ’bout your
sermons.”

However defensible may have been
the position of this hospitable colored
man, | am sure you will agree with
me that there is neither reason nor
excuse for such an attitude on the
part of any hardware man towards
his brothers in trade. As the pro-
fessional man cannot think of doing
without his professional journals, so
the hardware man needs his trade
papers to keep him in touch with the
hardware business in general and to
give him practical ideas. And as the
men in the professions associate
themselves together for mutual en-
couragement, enlightenment and gen-

eral mutual advantage, so must the
hardware man do likewise.
Every business to-day requires

something of a specialist to run it,
and in this respect each particular
trade is a profession. And right here
in our Association is our opportunity
and our plain duty. We have our
problems, as does every business. We
look to the manufacturer and the job-
her for our chance and our rights. We
feel that we make these people and
we make their business, and so are
inclined to think that we deserve more
consideration at their hands than we
get. But such is human nature, and
such is this strenuous race of life
that we can only expect this larger
consideration when we are in a posi-
tion to demand it. Their business
does depend upon ours. They do
make their money off of us. We have
certain rights before them. It is our
privilege to demand them, but our
trade is only able to demand them
when it has made the most of itself
and its opportunity especially by or-
ganization for mutual benefit.

Our Association can do great things
for our business in a broad and gen-

eral way; but two things we must
remember: First, that we are an or-
ganization, practically in our youth,

and so must be patient while we try
to be progressive. The second is that
the value and power of our Associa-
tion will be the sum total of what
our members put into it of energy,
effort and sacrifice. So you may ex
pect to get much out of this Associa-
tion only if you put your fair share
of thought and of interest and of ef-
fort into it and tie your business up
to it.

| therefore implore you to think
well of your businessl it deserves it
or can be made to deserve it. Ex-
pect much of your business and you
will not be disappointed if you give
it a chance. This Association is one
of the very urgent needs of your busi-
ness. Here is one of its best oppor-
tunities; more than that, here is one
of the undisputed rights of your busi-
ness. Give your business a chance;
see that it has its rights. | cannot
too earnestly advise you to take an
ever increasing inter»st in your Asso-
ciation and its work.

A listener may hear good of him-
self—after talking into a phonograph.
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A Housecleaning Window.

House cleaning offers excellent ad-
vantages for window trims which will
bring good business to the retailer.
Here is a suggestion for a display of
the several lines of house cleaning
supplies.

The floor of the window is covered
with  some dark color cheese-cloth.
In the center at the front, place a
quantity of washing soda and on this
display soap and scrub brushes. At
each side of this display stove polish
and metal polish and back of these
ammonia, lye, etc., and back of these
washing powders, dustpans and brush-
es. In the center at the rear, place
a pyramid of buckets and at each side
a display of brooms. Across the win-
dow at the rear stretch a clothesline
and in the center place a strip of lin-
en fastened on with clothes pins. On
this linen appropriate reading matter
may be lettered in black.
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Not Her Wedding.

A white rose in his buttonhole and
cotton gloves on his dirty hands, old
Bill Loafer swaggered jauntily along
the street. At the corner a friend
stopped him, exclaiming incredulous-
ly:

“Why, Bill, oI’ man, what’s hap-
pened—bin left some money?”
“No, no,” said Bill. “It’s me gold-

en weddin’; I'm celebratin’ me gold-
en weddin’.”

“But why don’t your wife cele-
brate it, too?" enquired the friend.
“l see ’er goin’ to work as usual this
mornin”.”

“Er,” muttered Bill as he grunted
reflectively. “She ain’t got nuffin’ to
do wiv it. She’s me fourth.”

Fully two-thirds of what the aver-
age man says is of no conseguence.

And a tricky man, like a won. out
deck of cards, is hard to deal with.

H. Eikenhout & Sons
Jobbers of Roofing Material

GRAND RAPIDS, MICH.

We buy from the best and largest manufacturers
in the world, and the quality of our goods is given

first consideration.

A. T. Knowlson

Company

WHOLESALE

Gas and Electric

Supplies

Michigan Distributors for

Welsbach Company

99-103 Congress St. East, DETROIT

Telephones, Main 2228-2229
Ask for Catalog

Serve
the
Coldest
Soda
Water
and
Ice Cream
in
Town

THE GUARANTEE ICELESS FOUNTAIN

Will do it and bring the best trade.

See our special show cases.

Michigan Store & Office Fixtures Co.
Grand Rapids, Mich.
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Grand Council of Michigan U. C. T.

Grand Counselor—John Q. Adams, Bat-
tle_ Creek.

Grand Junior Counselor—E. A. Welch,
Kalamazoo.

Grand Past Counselor—Geo. B. Craw,
Petoskedy. .
Gran Secretary—Fred C.  Richter,

Traverse City.
>rand Treasurer—Joe C. Wittllff, De-
troit.

Grand Conductor—M. S. Brown, Sagi-
naw.
Grand Page—W. S. Lawton, Grand
Reg)lds. . .
rand Sentinel—F. J. Moutler, Detroit.
Grand Chaplain—C. R. Dye, Battle
Creek.
Grand Executive Committee—John D.
Martin, Grand Rapids; Angus G. Mc-
Eachron, Detroit; James Burtless,
Marquette; J. C. Saunders, Lansing.

Michigan Knights of the Grip.
President—Frank L. Day, Jackson.

Secretary and Treasurer—Wm. J. Dev-

ereaux. Port Huron. i
Directors—H. P. Gogpelt, Sa%lnaw;
ms, Battle reek; John D.

J. Q. Ada
Martin, Grand Rapids.

Michigan Division, T.
President—Fred H. Locke.
First Vice-President—C. M. Emerson.
Second Vice-President—H. C. Cornelius.
Secretary and Treasurer—Clyde

Brown. .

Board of Directors—Chas. E. York, E.
C. Leavenworth, W. E. Crowell, L. P.
Hadden, A. B. Allport, D. G. McLaren,
J. W. Putnam.

P. A.

Annual Meeting of Cadillac Council
No. 143.

Detroit, March 15—“Boys, you’ve
got me where | can’t talk,” said A. G.
McEachron, a member of the Execu-
tive Committee of the Grand Council
of Michigan and Chaplain'of Cadil-
lac Council, No. 143, of Detroit.

This is some confession to come
from Mac, who has a reputation for
never being at a loss for words to
express his thoughts, no matter how
trying the situation may be, but the
members of the 1912-13 Entertain-
ment Committee of his Council had
his “goat” at the annual meeting held
in the Council chambers, Saturday,
March 8.

During the progress of the after-
noon session, Past Counselor Henry
E. Perry arose to his feet and, in
his most impressive, oratorical fash-
ion, extolled the many virtues of his
brother member, his past services
and ever readiness to advance the in-
terests of his Council and the order
at large, stating that his committee
associates had decided, as a just re-
ward, to present him with a badge
to wear at future Grand Council meet-
ings. So saying, he opened a box
he had before him and -held up to
view a large pasteboard emblem done
in the colors of the order—blue, white
and gold—the last being represented
by twenty round disks on the crescent
and grip—which were connected by
gold chains. A roar of laughter, clap-
ping of hands and stamping of feet
followed and no one joined more
heartily than Mac himself, but the
laughter changed to genuine applause
when Past Counselor Perry stated
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that each of the twenty gilt spots
were, in reality $2.50 gold pieces. Mac
tried to reply, but was so overcome
with emotion and flustrated that, af-
ter floundering around like a fish in
shallow water, he made the remark
quoted at the beginning of this ar-
ticle and dropped into hi seat.

The above was but one of several
interesting episodes which took place
at the annual meeting of Cadillac
Council, which was called to order at
3:30 p. m. by Senior Counselor E. B.
T. Schumacher, who seemed extreme-
ly proud of being in such distinguish-
ed company as those who occupied
tlie rostum with him, including, as
it did, Manley J. Hemmens, Supreme
Traveling Representative; John Quin-
cy Adams, Grand Counselor, of Mich-

igan. and John D. Martin, of the
Grand Executive Committee. The
Council chamber was filled to over-

flowing it being necessary to add ex-
tra seating capacity to care for the
increased attendance. Enthusiasm
reigned supreme and business matters
were carried through with a vim.
When it came to the initiatory part of
the regular order of business, it was
found that seventeen timid applicants
were in waiting to be conducted over
the mountain trails, while another
stole into camp the medium of a
transfer. The following were initiat-
ed: Joseph C. Marcero, William Fre-
ligh, Thomas F. Ferguson, Latham L.
Thigpen, Guy Callard, Otto I. Schrei-
ber, Edward S. Crooks, James C.
Burrell, Eugene M. Cotter, Edwin P.
Telotte, Ralph O. Wire, Frank Gall-
gher, John G. Pickens, John Murphy,
Mallory P. Spencer, Henry C. Gamble
and George A. Ransome. Admitted
by transfer, J. C. Nagel.

About 7 oclock a recess was taken
for supper and all adjourned to the
large dining room, where the mem-
bers were joined by their wives and
families and participated in an excel-
lent repast. At the conclusion of the
meal, short addresses were made by
Brothers Hemmens, Adams, Martin
and Schumacher.

The Council presented the ladies
with a ten inch cut glass fruit bowl,
mounted on a standard, to be com-
peted for while the Council again
took up its duties. This beautiful
piece was won by Mrs. E. B. T. Schu-
macher, wife of the Senior Counselor.

On re-convening the Council, Man-
ley J. Hemmens, Supreme Traveling
Representative, gave an instructive
address which was met with hearty
applause.

The election of officers for the en-
suing year was then taken up with
the following result:

Senior Counselor—C. W. Reattoir.

TRADESMAN

Junior Counselor—J. P. Soloman,

Past Counselor—E. B. T. Schu-
macher.

Secretary-Treasurer—J. W. Schram.

Chaplain—A. G. McEachron.

Conductor—J. E. Hardy.

Page—T. S. Hocknoll.

Sentinel—Frank D. Ferris.

Executive Committee—(Two years),
Arthur W. Wood and I. H. Sweet;
(one year), S. B. Rosenfield and.Geo.
H. Fleetham.

Delegates to the Grand Council
(taking precedence in the order nam-
ed!—Henry E. Perry, E. B. T. Schu-
macher, Charles W. Reattoir, William
H. Baier and Fred H. Clark.

Alternates—Harvey Auger,
F. Dorweld, CIliff C.

Harry
Starkweather,

S. B. Rosenfield and Chester W. Ped-

die.

Henry Ohlschlager, having served
six consecutive years as a member of
the Executive Committee, was de-
clared a Past Counselor.

The year of 1912-13 has been one
of the best ever experienced by Cadil-
lac Council, both financially and as to
growth of membership. The enter-
tainment committee, comprising Hen-
ry E. Perry, chairman, C. C. Stark-
weather, Angus G. McEachron, J. P.
Solomon, Frank D. Ferris, A. W.
Wood, T. S. Hocknoll, George H.
Fleetham, Harry F. Dorweld and J.
E. Hardy reported a net profit of over
$500, from which they reimbursed the
Council to the amount of $100 for the
increase in salary voted to Secretary-
Treasurer J. W. Schram at the previ-
ous annual meeting. This was done in a
novel manner, 100 new $1 bills being
fastened lengthwise to a ribbon and,
supported at intervals by members of
the entertainment committee, carried
around the Council chamber until one
end touched the Secretary’s desk
where he looked after the rest, mak-
ing sure that none of the “long
green” got away.

As Cadillac Council has a large num-
ber of applicants awaiting initiation,
a special meeting was called for the
evening of March 22. All members
are requested to be in attendance.

Seepings From Sault Ste. Marie.

Sault Ste. Marie, March 19.—The
Sod Co-Operative Mercantile Asso-
ciation has organized here with an
authorized capital of $10,000, and has
rented a large store on Ashmun
street, which is now being put in
preparation for opening about April
1 The shelves and fixtures will be
new and, with the backing of some
of the leading citizens and numerous
stock - holders, the prospects are
bright for a successful career. R.
F'uller of Chicago is manager.

The ice men are busily engaged
putting up ice for the summer, and
an unusually good crop is being har-
vested, being about two feet in thick-
ness and clear as Lake Superior
water can make it

The Cornwell Beef Co. is installing
a sharp freezer in addition to its cold
storage plant. When completed, it
will have one of.the most up-to-date
plants in the State.

The country roads leading into the
Soo are in very bad condition, as
the past f'w days of thawing
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weather has made travel very cum-
bersome and the stages are exper-

iencing some difficulty in making
daily trips.
The St. Mary’s Transit Co. has

succeeded in breaking a channel for
the ferry between the two Soos and
the boat is now making regular trips,
as usual, although it is experiencing
some difficulty in keeping the chan-
nel clear.

The usual amount of
being done on the locks this year,
This with the building of the new
lock, makes business lively in the
vicinity.

Owing to the soldiers being called
to Texas, Fort rBady is practically
deserted, and it is somewhat quieter
around the city to what it has been
with the numerous troops that were
stationed here. W. G. Tapert.

repairs is

Doings in the Buckeye State.
W ritten for the Tradesman.

The Manufacturers and Jobbers
Association, recently organized in
Coiumbus, has as its main purpose the
boosting of Columbus-made goods.

Fremont is assured a postoffice
building costing upwards of $100,000.

Toledo grocers and butchers will
conduct a food and general pro-
gramme of amusements at White City
park during the week of July 14.

Columbus has 2,500 retail stores.

Toledo claims to be the second
greatest transportation center of the
United States. It has twenty-two
lines of steam road, twelve interurban
lines and six passenger steamship
lines. Toledo has a steam belt line
road connecting twenty-two railroads
and the largest and best freight ter-
minal in the world.

The Lake Shore road will
large car shops at Ashtabula.

A “better farming special” conduct-
ed by the Ohio State University will
be operated over the lines of the
Norfolk & Western Railroad, starting
from Columbus March 19 and ending
in Cincinnati March 27.

Columbus will install a rubbish dis-
posal plant at a cost of $35,000. Paper,
rags, tin cans and all valuable mater-
ial will be sorted as it passes along
on a moving belt. For the first time
waste paper and other rubbish will
be collected from the business sec-
tion.. Paper and rags will be baled
and sold, and the new plant is expect-
ed to yield a profit to the city of $6,-
000 a year.

The Common Council of Toledo is
discussing the question of purchase
of lands for a civic center.

A company has been incorporated
to build an electric road between Mid-
dletown and Cincinnati.

P. T. Colgrove President of the
Michigan Good Roads Association was
one of the speakers at the recent rural
life and market congress held in Col-
umbus. He favored a one-mill tax
to be used in construction of an in-
ter-county system of highways, and
this proposition was endorsed by the
congress in its resolutions.

Pottery plants in the East Liver-
pool district are being operated to full
capacity. One of the largest concerns
has called in its traveling salesmen.

Almond Griffen.

build
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CLOVERLAND.
Zephyrs From the Upper Peninsula
of Michigan.
Marquette. March 17.—The an-

nouncement that officials of railroads
affiliated with the Central and West-
ern Passenger Associations are con-
sidering the advisability of adopting a
rule that will require payment for all
sleeping car reservations when made,
with a provision for a refund if notice
of cancellation is given within a
reasonable time, does not receive sup-
port from traveling men who make
their headquarteds in Hancock.

“it would be an injustice to the
traveling public,” said one salesman
yesterday, “because it happens at
times that an agent is called upon
just before train time to wait over
another day, a customer deciding he
wanted to look over a line again and
a refusal cannot conveniently be
made without taking a chance of los-
ing a customer. The traveling men
pay thousands of dollars annually to
railroad companies in fares and in the
same breath it might be remarked
that the goods we sent are shipped
over these same roads, netting the
railroad company another revenue in
freight charges.”

ft is expected that the subject will
be presented for consideration at
meetings of both Associations, which
will be held soon in Chicago. Ac-
cording to officers of the passenger
departments of several roads, the
practice of reserving, without pay-
ment, sleeping car accommodations
has assumed the proportions of a
nuisance. This is particularly true in
large cities they say.

Numerous instances have been cited
where persons engaged lower berths
on trains and then postpone their
journeys; meanwhile others are in-
formed that “lowers” are engaged
and are compelled to take upper
berths. When it is discovered subse-
quently that there are empty lower
berths, they are inclined to criticise
the railroad company.

The death of Frederick P. Tillson,
which occurred last Tuesday, caused
profound sorrow in Ishpeming. The
news of his passing was a surprise to
his friends and acquaintances
throughout the county, as it was en-
tirely unexpected. He had been con-
fined to his home but a few days with
a slight attack of pneumonia and his
condition was at no time considered
critical. He died suddenly from em-
bolism of the heart.

Mr. and Mrs. Tillson had planned
to leave the city the latter part of this
week for California, where they were
to spend several weeks visiting
friends and sightseeing. Mr. Tillson’s
health had been poor for some three
or four years past, and he spent the
last two winters in milder climatesv
Last winter he was in Florida.

Mr. Tillson was a native of Ro-
meo, where he was born April 26,
1853, so that he would have been 60
years of age if he had lived until the
26th of next month. He was a son
of Dr. Philo Tillson. His mother’s
name was Beulah Walter.

Until he was 16 years of age Mr.
Tillson lived at Romeo. He then
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went to Dixon, 111, to take a position
in a drug store conducted by his
brother, A. H. Tillson, who is still
a resident of that city. He remained
there seven years, until 1876, when he
came to Ishpeming to accept a posi-
tion in the drug store conducted by
the late Julius Ropes and Dr. Bige-
low, who is now a resident of Mil-
waukee, in the stand at present oc-
cupied by the Tillson Drug Co
After being in this concern’s employ
for two years, Mr. Tillson bought out
Dr. Bigelow’ interest, and later he
acquired the interest of Mr. Ropes.
Mr. Tillson conducted the business
on his own account until two years
ago, when a company was formed,
with Will Rifid as the junior member
of the firm. Mr. Reid has been ab-

sent in West Baden, Ind., for the
past ten days. Mr. Tillson had
marked success in business.

The marriage of Mr. Tillson to
Miss Minnie Bennett, who survives
him, occurred in Ishpeming some

thirty-live years ago.
home before her marriage was in
Sandusky, Ohio. A nephew, Hugh
Tillson, who was in his employ for
several years as pharmacist, now lives
at Gwinn where he holds an import-
ant position with the Cleveland-
Cliffs iron Co. He was called to the
city to take charge of the
funeral arrangements. Three broth-
ers and one sister are living. The
brothers are W. Z. Tillson of Pool
Siding, Neb., W. C. Tillson of Salem,
Ore., and A. H. Tillson of Dixon, 111
His sister is Mrs. A. H. Pool of Pool
Siding, Neb.

Mr. Tillson was a member of the
Ishpeming Masonic, Elks and Wood-
men societies. He also held member-
ship in a number of Ishpeming social
organizations.

Milton C. Spencer, district salesman
for the United Shirt & Collar Co.,, is
a native of Marquette of whom we
are all very proud. In a recent in-
terview he has described the steps
by which he achieved success:

“A combination of optimism, per-
sonality, and pure nerve made it pos-
sible for me to become a successful
salesman of shirts and collars.

“In selling goods youve got to
make up your mind to do many things
you don’t want to do. By the same
token you’ve got to be observant and
look after the interests of your cus-
tomers; your own interests always
should be secondary.

“l was born in Marquette, where
the optimists grow. Circumstances
brought about my opportunity. |
needed the reverses that struck me
in order to fully appreciate my art.
1 always felt I was cut out for a
salesman. Before chronicling how |
sell goods it might be well to cite a
few instances in my career that led
up to my present position, a few set-
backs that would have discouraged
many men, but that made me face the
cold world with renewed energy.

“l had a menial job with a Chicago
gas company when the idea of selling
goods dawned upon me. | heard in-
directly that the American Carbolite
Co. of Duluth needed a sales man-
ager. | never had sold a nickel’s
worth of goods of any kind, and here

Mrs. Tillson’s
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is where my nerve played an import-
ant part in the shaping of my des-
tiny. | corresponded with the Car-
bolite Co. and applied for the job. |
got it. | went to Duluth and put on
a bold front. 1 convinced the man
who hired me that | was a regular
sales manager. For nine months |
sold their goods and educated myself
in the art of salesmanship. The firm
never became aware of the fact that
when 1 entered its employ, | was a
rank novice. Mismanagement finally
put the company in the hands of a re-
ceiver, and | found myself out of a
job.

"There was a chap in Duluth who
ran a box factory. | wanted to get
back to Chicago, so | went to this
man and asked him if he did business
with any Chicago concerns. He said
he did but would like to increase his
trade in that city. | made him a
proposition to pay my expenses to
Chicago and 1°d sell enough goods
when | got there to break even. He
took me up. | had a personal friend
in Chicago who did a small line of
manufacturing. | went to him and
talked boxes. The prices | quoted
were satisfactory and | took an order
from him calling for enough boxes
to tide him over three years. It was
a big order and meant quite a little
money for me. | sent it on to Duluth.
Ten days later the box factory burned
to the ground and the box manufac-
turer went out of business.

“Thus, | had three jobs in one year.
Being broke in Chicago isn't a joke
by any means. So 1 looked for a
place that wanted a salesman whose
principal qualities were personality
and nerve. 1 landed with a shirt and
collar firm, and it wasn’t long before
| demonstrated to the boss' entire
satisfaction that | was capable of sell-
ing his goods. That was several
years ago, and |'m still at it, but
where | had a small city territory at
the start 1 now have a big district
covering portions of several states.

“Service is my best booster. |
never permit a man to overstock his
shelves with my goods. Such over-
stocking hurts his business and it
also hurts my own. More than once
I've refused to sell a merchant as
much goods as he thought he should
order. |'ve talked them into buying
conservatively and keeping their stock
fresh.

“The successful salesman keeps his
eye peeled for little schemes and
ideas that will help his customers sell
goods. The mere selling of goods is
not such a difficult task as one might
suppose. But when you ship an or-
der to a customer and then give him
a bunch of little ways and means of
disposing of it—schemes and ideas
th»t other merchants find profitable—
you win his heart and you keep his
patronage. It’s human nature to help
the man who helps you, and there is
no reason why a salesman, no matter
how competent he may be, should
not interest himself in behalf of his
customers.”

Having at all times our eye out
for the beautiful, our attention was
attracted this week to two show win-
dows in different parts of our terri-
tory. both of which impressed upon
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us not only for their surpassing beau-
ty, but the mighty force they carried
with them as sucessful advertise-
ments. One of these was the show
window of T. Hughes & Son, at Ish-
peming. The other was at the store
of Richard Quayle, at Gwinn. The
foundation work of both was the
same and consisted of a box shaped
background and ends of beautifully
designed paper showing a happy look-
ing colored chef in the center, seem-
ingly enjoying his chosen avocation
of slicing ham. As the central figure,
he is being ably assisted by a number
of rabbits very busy carrying pots
and pans and some other both beauti-
ful and interesting designs, the whole
forming a delightful background. The
other details, in which both are sim-
ilar, consist of a purple crepe paper
floor, two beautiful round doilies
placed at proportionate distances
apart, on each of which rested one
of Armour & Co’s Star hams, a spot-
less white Easter greeting card be-
tween the two hams and a little
toward the background and a beauti-
ful “Easter Moon” hanger in a con-
spicuous position.

The window of T. Hughes & Son
was embellished with beautiful cuts
of fancy beef, lamb chops, chicken and
turkeys and the background and ends
were most artistically decorated with
Armour canned meats, such as potted
ham, veal loaf, pork and beans,
mince meat and the like, the only de-
parture from Armour & Co.’s Star
products being a platter of colored
Easter eggs. The window would
have to be seen to be appreciated and
when our curiosity prompted us to
enquire who the window artist was,
imagine our surprise when we were
informed that our own U. C. T. boost-
er, Fred Edlund, was the chap. He
was assisted, however, by Emil
Swenson, the butcher at Hughes”
This Swenson, it must be explained,
is not a brother to Mrs. Fred Ed-
lund, nee Amanda Swenson.

The window of Richard Qnayle dif-
fers very widely in detail and is, in
a sense, both unique and beautiful. It
does not show any cuts of beef or
fresh meats, but is most correctly ap-
gropriate for such a high-grade gro-
cery store as Mr. Quayle runs, having
for its embellishment, in addition to
the foundation described, a beautiful
line of such groceries, both fresh and
canned, as are appropriate for Easter.
These are placed pretty well back
toward the background, but the front
it altogether unique, in that it con-
sisted of a beautiful lot of prize
barred Plymouth Rock chickens,
housed in a special coop, made to fit
the window specially for the occasion.
The chickens were displayed by John
Quayle, who is the most noted poul-
try fancier in Cloverland and the
window display must be credited to
John T. Wells, assisted by H. A.
Field and Robert Richards, of the
Armour Co. Ura Donald Laird.

Dan Smith, well known in St. Ig-
nace and formerly proprietor of ho-
tels at DeTour and Rudyard, has pur-
chased the Grand Central Hotel, at
Pickford, which he will manage here-
after.
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Michigan Board of Pharmacy.
President—John_J. Campbell, Pigeon.
Secretary—W. E. Collins, Owosso.
Treasurer—Edwin _T. Boden, Bay City.
Other Members—E. E. Faulkner, Del-

ton; Charles S. Koon, Muskegon.
March meeting—Grand Rapids.

Michigan State Pharmaceutical Associa-

i tion.
President—Henry Riechel, Grand Rap-

NFirst Vice-President—F. E. Thatcher,
Ravenna. . )

Second Vice-President—E. E. Willer,
Traverse City. . .
Secretary—Von W. Furniss, Nashville.
Treasurer—Ed. Varnum, Jonesville.
Executive. Committee—D. D. Alton,
Fremont; . Austin, Midland; C.
S. Koon, Muske(gon; R. W. Cochrane,
Kalamazoo; D. . Look, Lowell; Grant
Stevens, Detroit.

Michigan Pharmaceutical Travelers’ As-

) sociation. .

President—F. W. Kerr, Detroit.
Secretary-Treasurer—W. S. Lawton,

Grand Rapids.

. Grand Rapids Drug Club.
President—Wm. C. Kirehgessner.
Vice-President—E. D. De La Mater.
Secretary and Treasurer—Wm. H

TiEE(Sécutive Committee—Wm. Quigl
—Wm. gley,
Chairman: Henry Riechel, Theron Forbes.
Million Prescriptions Filled in Forty-
Six Years.

One million original prescriptions
filled at a single drug store in a period
of forty-six years, is a record that
might well be boasted of. More than
thirty years in the drug business, con-
ducting an all-day and all-night store,
with never a time in all those years
that the doors to that drug store have
been locked or the store closed, is
another record that is an achievement.
These two records have been reached
by J- J. Schott, proprietor of Schott’s
drug store, on Market street, Galves-
ton, Tex.
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tion, which was written by Dr. Ed-
ward Randall, the younger, this after-
noon.”

The one million and more original
prescriptions are on file at Schott’s
drug store, and may be seen by any
enquiring person. If laid flat one
upon another they would make a
stack of more than 400 feet high.
There has been an average of sixty
prescriptions per day during the for-
ty-six years that this number has been
reached.

The 1,000,000 prescriptions are kept
on file by being strung on heavy wires,
5,000 on each wire. There are 200
of these wires and they will be hung
in the store to give the public an
opportunity of seeing what 1,000,000

prescriptions mean. Now that the
1,000,000 prescriptions have been
reached, Mr. Schott says he will

change his counting machine and start
over, this time counting in the dupli-
cations, that he may see how many
prescriptions are actually filled, both
new and old.

Storing Vaccines for Distribution.

As a distributor of biologic prepa-
rations the retail pharmacist has a
much more important part than he is
generally credited with or even than
the majority of pharmacists appreci-
ate. Owing to the high grade of
technical skill and the large capital
required for the maintainance of a
plant it is not likely that manufactur-
ing establishments will be generally

3. J. Schott went into the drug busi-located near enough to the physician

ness for himself in 1867 and inaugu-
ated an all-day and all-night store in
1882. Since the latter service was in-
augurated Mr. Schott says his store
has never been closed. “We have no
keys for the doors to the store,” Mr.
Schott said, “and could not lock them
if we desired.’

Unusual as this record may be, the
record of filling 1,000,000 original pre-
scriptions at a single drug store is an
achievement still greater. It should
be understood that this number rep-
resents original prescriptions and not
prescriptions refilled, which if count-
ed, would increase the number by
more than one-third. The one-mil-
lionth prescription was received and
filled on the afternoon of January 13.

In looking back over his career as

a druggist in Galveston Mr. Schott
recalls many things of interest. “The
first prescription filled after 1 went

into business for myself in 1867,” said
Mr. Schott, “was written by Dr. Ed-
ward Randall, an uncle of the Dr.
Edward Randall now practising here.
The prescription was written for Mrs.
Dr. Ashoff and was filled by me. |
also filled the one-millionth prescrip-

for him to be able to obtain his sup-
plies direct from the maker without
the intervention of the pharmacist as
a distributor.

The time that would elapse in pro-
curing tile antitoxic serum or even
the vaccine from the maker, notwith-
standing modern methods of commu-
nication and transportation, would be
serious and detrimental in most cases.

It therefore becomes a necessity to
have supplies at hand in each locality,
and logically and naturally the phar-
macist is the recognized distributor.

To fully consider the responsibili-
ties of the situation and the necessary
precautions entailed upon the purvey-
or of this class of products is import-
ant for the pharmacist who intends
handling serums and vaccines.

Ever since they were first produced
there has been no material disagree-
ment among experts that light, air,
and temperature are the important
factors in the preservation and stor-
age of this class of products, and the
Pharmacopoeia fully recognizes these
principles in its directions for the pre-
servation of serum antidipthericum,
the only one official, which is as fol-
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lows: “It should be kept in sealed
glass container, in a dark place, at
temperatures between 4.5 degrees and
15 degrees C. (40 degrees and 59 de-
grees F.).” Two of these factors, in-
sofar as the distributor is concerned,
have been cleverly controlled and elim-
inated by the makers, who have
generally adopted packages consist-
ing of either ampoules, or ampoules
convertible into syringes which are
packed in light-proof containers.

The third factor, or that of tem-
perature, is therefore the one that is
important for the distributor, and it
may be tersely stated that it is use-
less for the pharmacist to attempt to
handle this class of preparations who
does not have a refrigerator and main-
tain in it a temperature of somewhat
near 10 degrees centigrade (50 degrees
F.), with a range of not more than 10
degrees Fahrenheit or about 4 or 5
degrees centigrade, either way.

Tt does not necessarily follow that
the equipment must be elaborate or
expensive, and there are a number
of types of refrigerators on the mar-
ket that are well adapted for the pur-
pose. One of the best and easiest
kept clean is made from thin plates
of enameled steel in both square and
cylindrical shapes and of convenient
sizes. The writer has found one of
this type perfectly satisfactory and
capable of maintaining on the average
of temperature of about 50 degrees
Fahrenheit under ordinary store con-
ditions.

Another important matter is the
question of age, but as the relation ot
age to efficiency has been pretty thor-
oughly worked out, and as every mak-
er sends out his package with the
limit of time for use plainly stated
thereon, the only obligation upon the
distributor is to dispense products
within the time limit.

In this connection, it should be re-
membered that this time limit involv-
es storage under prescribed condi-
tion in the product that makes the
time limit of no value whatever as
an index to efficiency. W. L. Cliffe.

Liquid for Cleaning Tan and Black
Shoes.

The following typical formulas for
preparation for cleaning leather shoes
have been published, most of the so-
called cleaning compounds being used
in connection with a polishing paste
which is applied after the leather has
been cleaned:

For Tan or Russet Leather.

Tragacanth ... 2 drams
Oxalic acid 3 drams
W ater 32 fl. ounces

Mix and dissolve. The liquid should
be colored yellowish with aniline yel-
low or saffron.

For Black Leather.

Yellow wax ... 4 av. ounces
Raw linseed oil .... 6 fl. ounces
Oil of turpentine 20 fl. ounces
Soap ... 2 av. ounces
Hot water 28 fl. ounces

Melt the wax at a gentle heat, then
cautiously incorporate the two oils.
The soap which may be the ordinary
yellow bar, should be in shavings and
then be dissolved in water. Now mix
the two liquids, adding sufficient ni-
grosine to color. W ithout the nigro-
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sine the mixture may be used to clean
tan shoes.

For a combination preparation, the
following has been recommended:

Yellow wax ... 4 ounces
Potassium carbonate .. 4 drams
ROSIN S0P .o 2 drams
Oil of turpentine ... 8 ounces
Aniline yel. (phosphine) 4 grains
W aater e g. s

To 12 ounces of water contained in
a suitable pot, add the wax and the
soap and scrapings, together with the
potassium carbonate, and boil until a
smooth, creamy mass is obtained; re-
move the heat; add the turpentine and
the dye, the last named having been
dissolved in alcohol. Mix thoroughly
and add sufficient water to make the
product measure 24 ounces.

The paste which is used with the
liquid application is composed of yel-
low wax and rosin, thinned with pe-
trolatum, the proportions suggested
being wax, 4 parts; rosin, 1 part; pe-
trolatum, 12 parts, mixed according
to art. A simpler form of the liquid
polish or shoe cream is made by dis-
solving equal parts of yellow wax
and palm oil in three parts of oil of

turpentine.
Yellow wax or ceresin.. 3 ounces
Spermaceti - ..ovnnnnne 1 ounce
Oil of turpentine 11 ounces
Asphalt varnish 1 ounce
Borax 80 grains
Frankfort black 1 ounce

Prussian blue

Oil of mirbane

Melt the wax, add the borax, and
stir until a kind of jelly has been
formed; in another pan melt the sper-
maceti; add the varnish, previously
mixed with the turpentine; stir well
and add the wax; lastly, add the col-
ors, mix well and incorporate the oil
of mirbane.

For the preparation of the water
dressings, as a general proposition
only those waxes are available which
are capable of being emulsified, in-
cluding carnauba,, beeswax, Japan,
and insect wax and shellac. Paraffin,
ceresin, and mineral waxes are not
available. In order to produce an
emulsion it is necessary to use a
small amount of neutral soap ip addi-
tion to the required amount of alkali,
though care must be taken to avoid
an excess of soap, as this would make
the resulting paste too readily soluble
in water. Dressings of this class are
made by heating the soap, alkali, wax,
and water to nearly the boiling point
of water, stirring constantly until a
uniform milky mixture is produced,
which, on cooling, solidifies into a
mass of the consistency of an oint-
ment.

He Knew the Process.
“ Your sister is a long time about

.making her appearance,” suggested
the caller.
“Well,” said little brother, “she’d

be a sight if she came down without
making it.”

On Second Washing.

“l’ve just washed out a suit for my
little boy and now it seems too tight
for him.”

“He’ll fit it all right, if you wash
the boy.”
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M1 CHIGAN
_ Acida Cubebs 0450 Digitalis @ 60
Acetic * Erigeron @250 Gentian Q «0
Boric . 15 Eucalyptus 75® 85 Ginger 0 6«
Carbolic . 220 26 Hemlock, pure @1OOGua|ac . 0 <0
Citric ... 48 ® 55 ﬂunlper \%emdes 40%| 58 IGgalac Ammon. %1 (7)8
it uniper 00 0dine oo
Muriatic 1%@ 6 g extra 501 00 lodine, Colorless 01 25
Nitric 6*4® 10 II: ard, é\lo L o 76%)4 %8 Ipecac ...
Oxalic 13 ® 16 avender owers Iron,
i Lavender Garden 8501 00 Kino
Sulphu_rlc 1%® 5 [emon 0004 50 Myrrh
Tartaric 38® 42 |inseed, boiled bbl @ 49 Nux Vo
. Linseed, boiled less 54& 58 Opium
Ammonia Linseed, raw bbls. @ 48 Opium
W ater 26 deg. 6*40 10 blmsteeté, r?w Iess4 gg?e gg 8 |u6n bDeodor d 2 %g
ustard, true .. ubarb .
Water 18 deg. .. 4*4® 8 i larg’ artifll 2 7503 00
Water 14 de». .. 3%4® 6 Neatsfoot 80® 85 Paints
Carbonate 13 ® 16 OQlive, pure 25003 50 | o4 red dry 7*4$
Chloride .12 ® 16 Olive, alaga, 75 Lead white dry 7+4$
) Balsams Ofive, Mala”q'al\ ...... 1 5001 65 IC_)?:?]dre v;gllllgw (l))lbl Z%$
Copaiba . 70® 75 Orange sweet ..4 00@4 50 Ochre, yellow less 2
Fir (Canada) 150 Organum, pure 1 2601 60 Egd Y f%$
Fir (Oregon) ... 2s@ 35 Qrganum, ‘com’l 208 1o Red VERen” ioss 2
POrU oo 22002 40 pepr¥fOYA 7 Shaker Prepared 1°60s
TOW o, Rose, pure 00018 g0 Vermillion, 'Eng. ~ 90%
Rosemary Fio wers 9001 00 %ehrmllllon Amer 1?‘5
Sandalwdod, El I. 6 25@6 60 W hiting, $
Cubeb Sassafras, true 80® 90 ing
Fish Sassafras, artlfl’ I 45@ 50
; S'pearm int . 6 0006 .
Juniper . . Sperm Arsenic ...
Prickley Ash ... 0 50 J2DSY, a5y 4275® X Blbe Vil o
Barks Turpentine, BBIs. @49% Bordeaux Mix Pst
Cassi di 25 Turpentine, less 530 58 Hellebore, whits
assia (orllnary) Wlntergreen true @5 00 powdered ... 20
Cassia (Saigon) 65® 76 Wlngergﬁeen sweet LnsedctAPowder 85
Elm (powd. 25¢) 25® SO irch . 0002 25 ea rsenate .. 16
Sessafras (pow. 390) ® 16 WnGgres, it 500 8 Lime (& Buiphuy
Soap (powd. 26c) ® 16 Wormwood ) 8 06 Paris Green ...
Extracts Potassium miscellaneous
Licorice ... 240 28 Bicarbonate .... 15% Acetanalld 30® 35
Licorice powdered 250 30 E:g?nflodlgate - %8% Alu 3 5
Carbonate . 12% ound ...
: Flowers Chlorate xtal and Blsr%uth Subni-
Arnica s 180 25 pow 120 16 trate oo 1002 25
Chamomile (Ger.) 250 35 Chlorate, granular 160 20 Borax xtal o
Chamomile (Rom.) 400 50 ﬁ))a?géde “ %%(832 38 c ;tat?wdgll'ed owd, G%I %
antharadles pow
Gums Perman 150 30 Calomel .. P 12501 35
Acacia, 1st s00 o Prusslale vellow 300 & Capeicum %3 5
Acacia, 2nd 360" 40 sylphate . . 150 20 Cassia Bu 8 to
Acacia, 3d 300 35 glhovltle(sp 228 8§2
Acacia, Sorts .. 0 20 a r X
Acacia, Powdered 360 40 Qllgod powdered %g gg &I;lﬂ)lrof%rrfncm!tated 3788 |4?8
Aloes (Barb. Pow) 220 25 Calamus ... A« r 12501 45
Aloes (Cape Pow) 200 25 Elecampane, powd 15 20 gocaine o 4 %8%4 gg
Aloes (Soc. Powd.) 400 60 ZEntian AF%?.“CVadn T20 15 <OTRS, Tist. less 70%
Asafoetida ... 10001 25 powdered ... Copperas bbls cwt 0 85
Asafoetlda Powd. Ginger, Jamaica Copperas, less .. 2® 5
P 01 60 Ginger, Jamaica, Copperas, Powd. 4® 6
02 00 owdered 22s 28 Corrosive Sublm. 1 2501 40
0o 6o Goldenseal, powd. 6.50 Cream Tartar .. 280 35
55 ipecas. mowd "2 7608'00 Cuttlebone 250 3%
. 350 40 Licorice ... 14® 16 Dextrine .. 7® 10
Guaiac, Powdered 400: 60 Ic_)lrcro;lceopg\évrcéd %26%) 16 Er?wve?'rys :I?W’ﬂgg 2 0882 %8
1S, w ,
LI J— ta 40 I Sowdered 50® % Emery, powdered 6% 8
Kino, Powdered.. O 45 Rhubarb . 7601 00 Epsom Salts, bbls 1*4
Myrrh e, 0 40 shubarb dpowdd 752%10 gg Epéotm Salts, less 2661(?1 72
osinwee owd. 250 80 Ergot ...
Myrrh, Powdered 0% SarsaparlllapHond Ergot, powdered 18002 00
Opium 7 2507 50 nd @ 60 Flake white 120 15
Opium. Powd. .. 8500875 Dko g0 E%rr;]nbﬁledrehyde 1%% %8
Opium, Gran. 8500875 g Gelatine . 350 45
Shellac ...ccovennee. 250 SO Squnls po 40® 60 Glassware ses 80%
Shellac, Bleached 300 35 ;I'/uinenc powg 2512TM K 8Igasbvg?r(esalltesssbglo & éO/f*A
alerian, pow
Tmgacanth 10001 25 P 80 Glauber Salts less 20 6
Tragacanth, Pew 60 0 75 Seeds g{ue, kt])rown - 18(% %g
Turpentine . 100 16 Anise . ue, brown gr
Anise, p 8Iue‘ w hite 15® 26
Bird. 'Is ue, white grd  15® 20
Leaves Canar Glycerine 2@ 32
10T VT 18602 00 Ca,awvay-' 50@ 80
Buchu, Powd. .2 0002 25 Cardamon " 4 8501 0
Sage, bulk ...... 180 25 Celery .. 45( 8005 00
Sage, *4s Loose 20@ 26 Coriander loe 120 18
Sage, Powdered 250 SO Fennéll™" 588 Sg
Senna, AleX..... 260 80 Flax ...
P Flax round 9001 00
Senna, Tinn. 150 20 Foen’uggreek povil' S 00014 a*
Senna, Tlan, Pow. 800 25 Hemp .. i Mereary 44 008,
Uva Ural .. io@ is Lobelia p
Mustard, yellow Nﬂ’; \\;gmgg Yow
Oils Mustard, black .. Pe o kP 208
i Mustard, powd. pper, black pow
Almends, Bitter, Mo p Pepper, white .. 2
true e, 60006 60 ORPY - : Pltc% ‘Burgundy 11 \
Almond Bitter, ~_ Rape ...t RUASSIA
artlfilclal ... 0176 Sa?b%?ulllla %umme all brds 21*4081*
| ds. Sweet Sabadilla, ochelie Salts 200 2
Almonds, ) 2o owar Saccharine .... 20002 2
true e, 9001 00 Worm Am ga_l(tj“?etm_.,t. ........ 7;61(% %
Almond, Sweet, .. el S ixture
Imitation 400 go oM bevant gggp, Mott castlie }g% %
Amber, crude 260 80 Tinctures SoaB: white castlle
Amber rectified 400 60 A(I:onlte ...............
2 2502 50 ﬁrnema Soap, white castlle
Iess per bar
Bergamot @6 00 Asafoetida Soda Ash
Cajeput . @ 76 Eg;]lzagl%nna goga BS|c|a1rb
i i i oda a .
Cassia i io®i 7« Ben oin Compound Sp|r|t Camphoe .
Castor bbls. and aehu " . oomPo! Spirit Cologne ..2 7603
CanNs ... 12*40 15 Cantharacﬂes Sulphur ro !
Cedar Ledi . @ & Capsicum Sulphur 8ubl.” .. .2*
Cltronella . @ 60 Cardamon .. Tamarinds 15
Cloves.... 17502 00 Cardamon, Comp Tartar Kmetic .. 40$
Coooanut 18® 20  Cktechu Turpentine Venice 40%,
Cod Liver 10001 86 Cinchona ~ V&ntla Ext. pure 1 0001
Jetton Seed 700 86  Colchlcrum Witch Hazel .. «601
Croton .o 01 00 Cubebs n Baa Sulphate 7®
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Our Home—Comer Oakes and Commerce

We are distributors of the Walrus soda fountain made
at Decatur, 111. We have five complete fountains on exhibi-
tion in our store, and we invite the inspection and con-
sideration of all prospective buyers.

Grand Rapids. HAZELTINE & PERKINS DRUG CO.

FOOTE & JENKSH» ,COLEMAN,S (brand,
Terpeneless LemOn and High Class Vanl”a

Insist on getting Coleman’s Extracts from your jobbing grocer, or mail order direct to
FOOTE & JENKS, Jackson, Mich.

“/AMERICAN BEAUTY” Display Case No. 412—one
X \. of more than one hundred models of Show Case,
Shelving and Display Fixtures designed by the Grand
Rapids Show Case Company for displaying all kinds
of goods, and adopted by the most progressive stores of America.

GRAND RAPIDS SHOW CASE CO., Grand Rapids, Michigan
The Largest Show Case and Store Equipment Plant in the World
Show Rooms and Factories: New York, Grand Rapids. Chicago, Boston, Portland

Four Kinds of Coupon Books

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

TRADESMAN COMPANY, Grand Rapids, Mich.
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GROCERY PRICE CURRENT

These quotations are carefully corrected weekly, within six hours of mailing,
and are intended to be correct at time of going to press. Prices, however, are
liable to change at any time, and country merchants will have their orders filled
at market prices at date of purchase.

ADVANCED DECLINED
Hams Cheese
Pork—Barreled
1tii ex toM arkets 1 2
By Columns
y AMMONIA
oz.
Col. 12 0z. ovals 2 doz. box 75 gggl %g
A AXLE GREASE n % %g
Ammonia . 1 Frazer’s
Axle Grease 1 lib. wood boxes, 4 doz. 3 00 Blueberries
lib. tin_boxes, '3 doz. 2 35 Standard 180
B i%)l‘tl;b tlnI boxes, dZ doz. él gg Gallon 675
pails, per doz. .. ms
Egl{(ﬁdB?leCins % 151b. pails, per doz. ..7 20 Little Neck Iib. 100
Bluing : ] 25th. palls per doz. .12 00 Little Neck, 2lb. 160
Breakfas 1 AK Clam Bouillon
Brooms 1 No. 1' per doz. Burnham’'s, % pt 25
Brushes 1 No. 2 per doz.. Burnham’s, pts...
Butter C 1 No. per doz. __ Burnham’s qpts
i hBATH BRTCK corn
can c ) English e Eaird 3
andles ood ..
Canned Goods 1-8 JBLUING Fancy
Carbon Oils I Condensed Pt SI |
Catsup ondensed Pearl Bluing French Peas
Chees i Small C P Bluing, doz. "45 Monbadon (Natural)
Chewmg cum g Large, C P Blulng doz. 75 per doz .2
Chicory™ . 3 BREAKFAST FOODS Gooseberries
Chocolate § Apetlzo, Biscuits ..-..3 00 No. 2, Fair ... 50
Clothes L 3 Bear Food, Pettijohns 1 95 No. 2, Fancy . 235
Cocoa ... 3 Cracked Wheat 24-2 2 50 Hominy
Cocoanut 3 Cream of Wheat, 36-2 4 50 Standard ........... 25
Coffee ... 3 Cream of Rye 24-2 ...3 00 Lobst
Confectiors 4 Egg-O-See W heat 275 obster 56
Cracked W heat 4 Posts Toasties, T.” 25
Crackers ... 6 No. 2 2 80 76
Cream Tartar 6 Posts Toasties,
3 2 80
; 1 48
i i rape Nuts
Dried Fruits ' Grage Sugar Flakes .. 2 50 ..1 60
E Suggr Coan Flakeg %ZO f (738
Har W heat F 5 .
E?s’r"rl‘g“‘?r“asck?eo‘)ds g Postma's Dutch Cook 2 75 Tomato, 2Th. .3 80
Flavor?n Extract 7 Holland Rusk ... 32 Mushrooms
Elour angd Feed 7 Kelloggs Toasted Rice Hotels ... 15
Eruit Jars 8 BisCUit .o Buttons, %s ___ 14
Kelloggs Toasted Rice Buttons, Is .70 25
G Kellogg's Toasted Wheat
Gelatine .. | |ggit ....................... %%\\,,%
Grain Bags Krinkle Corn_Flake ..1 76 ’
Mapl- Wheat Flakes,
H 2 d ................................. 70 PIUMS oo, 90@1 35
H Pears in Syru
Hledgs and Pelts g No. 3 cans, per Yo 150
Horse Radish 8 M f t Peas 1 5
arrow a .
J Ralston Wheat od Early Ju 12
Jelly | Ralston wht Fooa 90c 148 Early June sifisii 1 4501 55
Jelly Glasses Saxon W heat Food ... 2 50 Peaches
M Shred Wheat Biscuit 3 60 Pie .o 0@1 25
) TrSCUt, 18 .o 180 No. 10 size can pie @3 25
Mapleine 8 Plllsburys Best Cer’l 425 Pineapple
Mince Meat 8 Post Tavern Special . 2 80 Grated ... 1 75%2 10
Molasses 8 uaker Puffed Rice .. Sliced 90@2 60
Mustard . 8 uaker Puffed Wheat 2 85 Pumpkin
N uaker Brkfst Biscuit 1 90 FEqjr 80
uaker Corn Flakes ..1 75 Gggq 90
NULS s 4 Victor Corn Flakes .2 20 Fancy” 100
Washln%_tlon Crisps ...1 8  @allgn 215
0 V\/\‘//Rea% earts 4]1' 5?8 Raspberries
i eatena
OlIVeS i 8Evapor’d sugar &orm 30 Standard ...
3] Salmon
Plckles 8 BROOMS Warrens, 1 Ib. Tall ..2 30
85’51”0" . . 398 \Flzv%rreAnis, kl Ib. Fllaés@.% 7450
ewe e aska
;La)géng Cards 8Wlnner . 425 Pink Alaska .71 35@1 45
Prowsmn“sm 8 Wh|tt|er Spec'al 455 sardines
Parlor Gem ... 375 Domestic, %s
R EUmmOGVhWT('Sk % gg Domestic, % M 75
Rice g nancy 1S Domestic, % Mustard @6%
Rolled . g Warehouse 400 French, %s @14
s BRUSHES French, g’hs
. rimps
Salad Dressing % 4 solid Back, 8 in.. 75 Dunbar, 1st doz. ..
S g ° Solid Back, 11 in 95 Dunbar, I%s doz..
5 Pointed Ends .. 85 Succotash
9 Stove Fair ... 920
70 No. 3 Good 120
10 No. 2 Fancy 1 25@1 40
10 No. 1 .. Sh Strawberries
14 o, 3 oe 100 Standard . 9%
Spices 1010 NO' Z Fancy Tomatoes 2%
Starch 10 NO' 5 Good . 115
Syrups 1o MO Fancy 1%
BUTTER COLOR 350
Dandelion, 25c¢ size ..2 00 CARBON oILS
. CANDLES ' Barrels
Paraffine, 6s .. Perfection ... @11%
Paraffine, 12s D. S. Gasoline 19%
W icking gadeajcr't\lme %297%
Vinegar .o 13 eodor ap’a
9 - CANNED GOODS Sylinder P @345
W ickin 13
W o0denwarE 13 %atl’lor?tandaré)s "2 508275 o1
Wrapping Paper 14 Blackberries CATSUP
Y 1D 1 60@1 90 Snider's pints 235
Yeast Cake 14 Standards gallons @5 00 Snider’s % pints
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CHEESE
19
18%
17
17
17
@15
19
40 %60
S S gg
a a
Swpiss, gom 20
CHEWING GUM.
Adams Black Jack ... 56
Adams Sappota ....... 56
Beeman's Pepsin

Chiclets 12
Colgan Violet Chips .. 60
Colgan Mint Chips .... 60
Dentyne 110

Flag™ S

Juicgy fP ui

Red” Robin

Sen Sen (Jars 80 pkgs, 5
Spearmlnt ergleys 65
Spearmint. 5 box jars 2 75

Spearmint, 3 box Jars 165
Trunk Spruce
Yucatan
Zeno

5 boxes one kind, 3c per
box less.

CHICORY

Bulk
Red
Eagle
Franck’s

Scheuer’s
Red Standards
W hit:

CHOCOLATE
W alter Baker A Co.

German's Sweet .22
Premium 82
Caracas .23
Hershey's Alr .. 8
Hershey’s Milk, 6¢c .... 85
W alter M. Lowney Co.

Premium, %s ... ... 29
Premium, %s ... 29

CLOTHES LINE

. per doz.

No. 40 Twisted Cotton 95
No. 50 Twisted Cotton 1 30
No. 60 Twisted Cotton 1 70
No. 80 Twisted Cotton 2 00
No. 50Braided Cotton 1 00
No. 60Braided Cotton 1 25
No. 60Braided Cotton 1 85
No. 80Braided Cotton 2 25
No. 50 Sash Cord 176
No. 60 Sash Cord 2 00
No 80
No 100
No 86

Galvanized re
No. 20, each 100ft. long 1 90
No. 19, each 100ft. long 2 10

COCOA
Baker’s .. 37
Cleveland . 41
Colonial, %s 35
Colonlal %s 33
Epps i 42
Hershey’s %s 30
Hersheys %s 28
Huyler™ ... 36
Lowney, %s 33
Lowney, %s . 33
Lowney, %s ... 33
Lowney, 5 Tb cans .... 33
Van Houten, %s ..... 12
Van Houten‘ %S ..... 18
Van Houten, %s ...... 36
Van Houten, Is ...... 65
Wan-Eta .. 36
Webh 33
Wilber, 33
Wilber, %s 32
COCOANUT

Dunham’s per |b
%s, 5Th. case 30
%s. 5Th. case. 29
%s, 15Tb. case 29
%s, 15Tb. case 28
Is, 16Th. case 27
%s A -fss_15Th. * 28
Scalloped Gems 10
%s & %s palls 16
Bulk, pails ...

Bulk, barrels
COFFEES, ROASTED

Fancy
Peaberry

Santos

21
Fancy 23
Peaberry 23

Maracaibo

. Java
PrivateGrowth
Mandling
Aukola

Mocha
Short Bean
Long Bean
H. L .
X Bogota
Fair 24
Fancy
uxchange Market, Steady
pot arket, Strong
Package
New York Ba5|s
Arbuckle 25
Lion .. 24 60
McL XX
McLaughlin’s XXXX sold
to retailers only. all all
orders direct to W._F.
Co., Chica-

McLaughlln A
go

Extract

Holland, % gro boxes 95
Felix, % gross 115
Hummel’s “foil, % gro.
Hummel’s tin, % gro.

CONFECTIONS

Stick Candy
Standard
Standard H
Standard Twist
Jumbo, 32 Ib
Extra H H
Boston Cream
Big Stick, 30 Tb case
Mixed Candy

85
143

14
..8%

French™ Cream
Hand Made Crean .
Premio Cream mixed 14
Paris Cream Bon Bons 10
G Fa_{ncy—ln Pails

s earts ..
CgcpoyBon Buns
Fudge Squares .
Peanut Squares..
Sugared Peanut:
Salted Peanuts
Starlight Kisses
Lozenges, plain
Champion Chocola
Eclipse Chocolates
Eureka Chocolates ..
Champion Gum Drops 10
Anise Squares ... .10
Lemon Sours
Imperials
Ital. Cream Bo
Golden Waffles
Red Rose Gum Drops 10
Auto Kisses ..

Coff off
Molalsses l\)//hnt
Fancy—In 5tb. Boxes

Old Fashioned Molas-
ses Kisses 101b. bx. 1 30
Orange Jellies . 60
emon Sours 60
Old Fashioned Hore-
hound drops .
Peppermint % 70
Champlon Choc rops 60
. M. Choc. Lt. and
Dark No. 12...
Bitter Sweets, es'td. 1 25
Brilliant Gums Crys. 60

A. A. Licorice Drops 90

Lozenges, printed ... 65
Lozenges, plain 60
Imperials 65
Mottoes 65
G. M. Peanut Bar

Hand Made Crms 80@90
Cream Wafers .

String Rock .. . 70
W intergreen Berries . 60
Pop Corn
Cracker Jack
Giggles, 5¢c pk

Oh "My 100s

Cough Drops
Putnam_Meénthal 1 00
Smith Bros.......... 125

NUTS—Whole
Almonds, Tarragona 18
Almonds 17

Almonds, (IZallfornla

al.

Walnuts sft shell 17%%18

Walnuts, Marbot

Table nuts, fancy

Pecans, medium ..

Pecans ex. large..
|C<):Eory Nuts, per bu.

@16
2 00

Cocoanuts
Chestnuts,
State,

New York
per bu.....

Shelled
Spanish Peanuts
Pecan Halves
W alnut Halves ..
Filbert Meats
Alicante Almonds
Jordan Almonds

6%
8%
Peanuts

Fancy H P Suns 6@ 6%
Rqalst d s @ 7%

'Reveres Assorted
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CRACKED WHEAT
Bulk
24 21b. pkgs.
CRACKERS
National Biscuit Company
Brands

8%
. 260

. Butter
Excelsior Butters ... 8
N Sg. bbl. 7 bx. 6%
Rd. bbl. 7 bx. 6%

. B. C.
Seymour,

Premium
Select

Sweet Goods

Animals
Armada Cakes
Atlantics o |
Avena Fruit Cakes ...12
Bonnie Doon Cookies 10
Brittle Fingers

Cartwheels Assorted.. 8%
Cecelia Biscuit ...
Chocolate Bar, cans ..18

Chocolate Drops...........
Chocolate Drp Centers 16
Circle Honey Cookles 12
Cracknels ..
Crackermeal
Rosettes

Cocoanut Drops

Cocanut Hon Fing 12
Cocoanut Hon. Jumb’s 12
Coffee Cakes Plain 11

Crumpets ..o
Dlénﬁ Marshmallow

Dixie Sugar Cookies 9
Domestic” Cakes ... 8%
Extra Wine Biscuit
Family Cookies
Fig Newtons
Fluted Cocoanut Bar
Frosted Creams
Frosted Ginger C
Fruit Lunch, Iced

Gala Sugar Cakes 8%
Ginger Gems .. 8%
Graham _Crack 8
Ginger Snaps Fami 8%
Ginger Snaps N. B 8

Round
H

Plain
Household
Heney Jumbles, PI
Honey F
Impertial
Jack Fros
Jonnie
Jubilee Mixed, 0
Lemon Biscuit 8%
Lemon Thins
Lemon W afer
Lemona 3%
Mace Cak 8
Mandalay 10
MarY Ann g%
Marshmallo 1
Medora 8
Molasses

ced A1
Mottled 10
B. C.

Ice 12
Oatmeal 3
Orange Gems 8%
Penny Assorte *0%
Peanut Gems
Picnic _Mixed 11%
Pilot Bread 7
Pineapple Cak 16
Pretzels. Hand Ma 9

Raisin Cookies
Raisin Gems .
Raspberry Cak

Rittenhouse Fruit

Biscuit
Royal Lunch
Ro aI Toast

Splced Curra
Spiced Ginger Cakes ..
Spiced Ginger Cks fed 10
Sugar Fingers 12
Sugar Crimp
Sugar Squares,
or small
Superba

In-er Seal Goods
per

Albert Biscuit
Animals

Baronet Biscuit
Cameo Biscuit
Cheese Sandwich
Chocolate W afers
Cocoanut Dainties

Dinner. Biscuits ... 50
Excelsior Butters 00
Faust Oyster Crackers 1 00
Fig Newton ... 0

Five O’clock Tea
Frotana
Glnﬁer Snaps, N. B. C.
Graham Crackers Red

Hn—\l—-"»—\HH'_"_'Hr—\Hi—nr—\Q.
o
>

Label 50
Lemon Snaps .. 60
Oatmeal Crackers 0

Old Time Sugar_ Cook.
Oval Salt Biscuit
Oysterettes ...
Premium Sodas

Pretzelettes Hd. Md. 100

Roz Toast ... 00
on Biscuit

Saltlne Biscuit 00

Saratoga Flakes 50

Social Tea Biscuit 0

Sultana Fruit Biscuit
Soda Crackers N B C
S. S. Butter Crackers

[N NN NN HD—‘H
=)
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Uneeda Biscuit ... 60
Uneeda Jinjer Wayfer 100
Vanilla W afer 100

Zu Zu Glnger Snaps .. 50
Other Package Goods
Barnum’s Animals 50
Chocolate Tokens ---- 2 50

American Beauty
Ginger Snaps 2 60
Butter Crackers. C
famil ackage .. 2 60
Soda Crackers. BC
fa_mllé ackage 2 50
Fruit ake
Cracker Meal
In Special Tin Packages
Per doz.
Festin ?

0
Minaret W afers
Nabisco, 10c

CREAM TARTAR

Barrels or drums 33
Square “Cans 3»
Fancy caddies *1

DRIED FRUITS
Apples

Evapor’ed, Choice bulk 6%
Evapor’ed, Fancy pkg. 7%

Apricots
California ........... 12@14
Citron
corsican ... 15
Currants
mB drted Ibbuplllig

Peaches

Muirst—Choice, 25 |b. b 9

Muirs—Fancy. 25 Ib. b 10
Fancy, Peeléed, 25 Ib. 18
Peel
Lemon, American ----- 12$
Orange, American --—--12\4
Raisins
Cluster, 20 cartons---— 225
Loose Muscatels 3 Cr 5%

Loose Muscatels 4 Cr_ 6
L. M. Seeded, 1 Th. 7@7%

California Prunes

90-100 251b. boxes..@ 6
80- 90 25Th. boxes..® 6%
70- 80 251b. boxes.® 7
60- 70 251b. boxes..® 7%
BO- 60 251b. boxes..® 8
40- 50 251b. boxes.® 9
FARINACEOUS GOODS
Beans
California Lima 7%
Michigan Lima 6
Med. Hand Picked -2 25
Brown Holland . »5
Farina
26 Ib. packaﬂ)es .1 60
Bulk per 100 [bs........ 4 00
Original Holland Rusk

Packed 12 rolls to container
3 containers (36) rolls 2 85
6 containers (60) rolls 4 75

Hominy
100 Ib. sack
and Vermlcelll
.-62
.2 50

Pearl,
Maccaronl
Domestic, 10 |b. box
Imported. 25 Ib box
Pearl Barley
Chester.
Empire

Peas
W isconsin,
Scotch,
Ib.

Green,
Green,
Split,

bu. 2
.2

East India
German, sacks . .
German, broken pkg.

Tapioca
Flake, 100 I% sacks ..5
sacks ..5

)F<’ earll 31630 Ib.
ear s
Minute, 38 pgk

FISHING TACKLE

1%
2

to2
m. .

Cotton Lines

, 10 feet..
15 feet
15 feet..
15 feet..
15 feet
16 feet
15 feet..
15 feet..
, 16 feet

Linen Lines

z
OO0 000C
oONoRONE

Poles
Bamboo, 14 ft.,
Bamboo, 16 ft.. per doz.

per doz.

Bamboo, 18 ft.,, per doz.

FLAVORING EXTRACTS
Jennings D C Brand
Terpeneless Extract Lemon

No. 1F box,per doz. 75
No. 2F box,per doz. 90
No. 4F Box ,per doz.175
No. 3 Taper, per doz. 175
2 oz. Flat, F per dz. 1 50

Extract Mexican Vanilla
Jennings D C Brand

No. 1F Box.per doz. 90
No. 2F Box,per doz.1 25
0. 4F Box ,per doz.

No. 3 Taper, per doz. 2 00
2 oz. Flat F per dz. 2 00
FLOUR AND FEED
Grand Kapids Grain &
Milling Co.

W inter W heat

Purity Patent ...
leal of Minnesota .
Sunburst

Wizard Flour .
Wizard Graha m 5
Wizard, Gran. Meal ..4

00
leard Buckwheat 6 00
RYE s 40
Valley City Milling Co.
Lily White
Light Loaf
Graham .. 2 30
Granena Health 40
Gran. Meal ..
Bolted Med...

Voigt Mllllng Co.
GVaham ... 4 60
Voigt’s Crescent 5 60
Voigt's Flouroigt 5 50
Voigt’s Hygienic 4 60
V0|gts Royal 6
W atson- ngFgllns
Perfectlon our .

Tip T our
Golden Sheaf Flou 80
Marshall’s Best Flour 4 85

Worden Grocer Co.

§uaker paper . 530
uaker, clo .5 40
uaker Buckwheat bbi'5 40

Kansas Hard W heat

Worden Grocer Co.
American Eagle, %s ..5 10
American Eagle, Vis ..5 00
American Eagle, %s ..4 9

Spring Wheat.
Roy Baker

Golden Horn, family ..4 75

Golden Horn, bakers ..4 65

W isconsin Rye ............... 376

Judson Grocer Co.
Ceresota, %s
Ceresota, Vis
Ceresota, %s

Worden Grocer Co
Wingold, %s cloth ....5
Wingold, Vis cloth 5
Wingold, %s cloth 5
Wingold, %s paper "5
Wingold, Vis paper ..5
Bakers’ Patent 5

Wykes & Co.

Eye, %s cloth 5
Eye, Vis cloth 5
3! Eye ;//os cloth g
ee e, %s paper
3 E))/,e, Vis Sager 5
Meal

4
Granuld 3 80@4
W heat

i 36
Less than carlots 38
Corn
Carlots .o 52
Less than carlots 56
Hay
Carlots 12 00@14 00
Less ca 12 00@14 00
Feed.

Street Car Feed........... 33
No. 1 Corn & Oat Feed .33
Cracked corn .32

Coarse corn meal
FRUIT JARS

Mason, pts., per gro. 4 00
Mason, qgts., per gro. 4 40
Mason, % gal. per gro. 6 75
Mason, can tops, gro. 1 46
GELATINE
Cox’s, 1 doz. large ...1 75
Cox's, 1 doz. small ...1 00
Knox's Sparkling, doz. 1 25
Knox’s Sparkllng gr. 14 00
Knox’s Acldud.” doz. .1 25
Nelson' s 150
Oxford .. 15
Plymouth 12
Plymouth Rock Plaln 90
GRAIN BAGS
Broad Gauge 18
Amoskeag It
HERBS
Sage 16
Hops .. 16
Laurel Leaves 15
Senna Leaves 25

MICHIGAN
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HIDES AND PELTS

Hides
Green, No.l...... 11%
Green, No.2 .10%
Cured, No.1 13
Cured, No.2 12
Calfskin, green 115
Calfskin, green. No. 2 13%
Calfskin, cured. No. 1 16
Calfskin, cured. No. 2 14%
Pelts
(Eld Wool
ambs: ...
Shea?irr’ngs

00
Unwashed, med. gls
Unwashed, fine 13
HORSE RADISH
Per doz....inn:
ELLY
51b. paIIs perdoz. ..2 80
151b pails, perpail - 48
30tb pails, perpall -—- 90
JELLY GLASSES
% pt. in bbls, per doz. 15
% pt. in bbls., per doz. 16
8 o0z. capped in bbls,
per dozZ...iiiieins
MAPLEI
2 oz. bottles, per doz 3 00
MINCE MEAT
Per case ...
MOLASSES
New Orleans
Fanc Open Kettle 42
Chmge 35
Good
Fair .
Half
Red lien, No.2%
Red Hen, No. 5
Red Hen, No.
MUSTARD
Ib. 6 Ib. box 16
OLIVES
Bulk, 1 gal. kegs 1 15@1 25
Bulk, 2 gal. kegs 1 10@1 20
gulk, 5 gal gs 1 00

. ke

Manzanllla 8 90
Lunch, 10 I 135
Lunch, 16 o0z....... 225
Queen, Mammoth It
0z.
Queen, Mammoth, 28
Olive Chow 2 doz. cs,
................. 22
Medium
1,200 count -.7 75
600 count 4 38
5 gallon kegs .. __ 200
Small
9 50
525
3 00

5 gallon kegs

Sweet

5 gallon kegs

Small

PIPES
Clay, No. 216 per box 1

Clay, T.
COD i
PLAYING

. 90, Steam
. 15, Rival,
. 20, Rover,

. 632, Toutn

full

572, Special
98 Golf, satin fin. 2
808, Bicycle 2

count

CARDS
boat ....
assorted 1
enam’d 1

t whist 2

POTASH

Babbitt’s

PROVISIONS
Barreled Pork

Clear Back 22 00@23 00
Short Cut Clear 20 50@21 00
Bean ... 19 00@19 50
Brlsket Clear 24 00@24 50
Pig .. 23 00
Clear Family . .. 26 00
Dry Salt Meats
S P Bellies ... 13
Lard
Pure in tierces ,.11% @12
Compound Lard 8V4@ 8%
80 Ib. tubs ....advance %
60 Ib. tubs ....advance %
50 Tb. tins ...advance M
20 Tb. pails ....advance %
10 tb. palls ....advance %
5 Th. pails ....advance 1
8 Th. palls ....advance 1

TRADESMAN

Smoked Meats
12 Ib. av. 17 @17%
Hams, 16 Ib. av. 16%@17
Hams, 18 Ib. av. 16 @16%
Skinned Hams -.18 @18%
Ham dried beef

20%

............... @
Callfornla Hams 11%@12

Hams,

Picnic Boiled Hams 15
Boiled Hams 25 @25%
Minced Ham = 12% @13
Blacon ... - 17%@25
Sausages
.. 9% @10
lZ)O/ 10%
(
814
Lo
Tongue 11
Headcheese 9
Beef
Boneless ...
Rump, new

Kits.
% bbls..
% bbls.,

35
18
95
80

set
Beef mlddles set
Sheep, per bundle

Uncolored Butterine
Solid Daiay 12 gle
Country Rolls.,12%@18

Canned Meats
Corned beef, 2 b .
Corned beef, 1 Ib.
Roast beef, 2 Ib
Roast beef, 1 Ib.
x'otted Ham, %3
Potted Ham, %s

¢
.. 90

Deviled Ham, %s
Deviled_Ham. %s
Potted Tongue, % s 50
Potted Tongue, %S 90
RICE
.......... 6 6%
Japan Style %
Broken
ROLLED
Rolled Avena,
Steel Cut, 100
Monarch, bbls
Monarch, 90 | 1
uaker, 18 Regular .1 45
uaker, 20 Fam ily - 4 00
SALAD DRESSING
Columbia, 225
Columbia, 4 00
Durkee’s, . 450
Durkee’s, a 525
Snider's, large, 1 doz. 2 35
Snider’s, small, 2 doz. 135
SALERATUS
Packed 60 Ibs. in box.
Arm and Hammer ....3 00
Wyandotte, 100 %s, ..3 00
SAL SODA
Granulated, bbls. 80
Granulated, 100 Ibs. cs. 90
Granulated, 36 pkgs. ..1 2b
SALT

Common Grades

4 th. sacks
60 5 tb. sacks
. sacks

sacks ..
sacks ..
W arsaw
56 Th. dairy in drill bags
8 Th. dairy in drill bags
Solar Rock
56 Th. sacks

Common

Granulated, Fine
Medium, Fine

Ib.

25

SALT FISH

Cod
Large, whole, . @7%
Small, whole @7
Strips or bricks .7%@10%
Pollock ..o 4%

Halibut
Strips .
Chunks

Holland Herring

Y. M. wh. hoop bbls. 12 00
Y. M. wh. hoop %bbl. 6 50
{ i U B AR
w 00 ilchers
If P 73
ueen,
ueen,
ueen kegs
No.
No.
No.
No.

10

Mackerel
Mess, 100
Mess, 40 Ibs.
Mess, 10 lbs

SHOE BLACKING
y Box, Iarge 3dz 35
Box, small 1
Royal Polish
Crown Polish
SNUFF

In bladders
'

ixby’s
iller’s

Scotch,
Maccabo

a
French %apple InJ

SODA
5%
4%

SPICES
Whole Spices

Ilsplce
Allspice,

Jamaica ..
large Garden 11'
Cloves, Zanzibar .
Cass_la, Canton ..
Cassia, Sc pkg. doz.
Ginger, African .
Ginger, Cochin,
Mace, Penang
Mixed, No. 1
Mixed, No.
Mixed, 5c
Nutmegs
Nutmegs
Pepper,
Pepper,

105- 110
Black "
F g\lhne
epper, Cayenne
Pa%'l?lka Hyungarian

Pure Ground In Bulk
Allspice, Jamaica ....12
Cloves, Zanzibar .
Cassia, Canton
African
Penang ..
Nutmegs, 75-86
Pepper,
Pepper,
Pepper,
Paprika,

Cayenne
Hungarian
STARCH
Corn

ICingsford, 40 Ths
Muzzy, 20 Ith. pkE
Muzzy, 40 lib.

Gloss

. Kingsford
Silver Gloss,” 40 libs.
Silver Gloss, 16 3Tbs. ..
Silver Gloss, 12 6lbs.

Muzzy
48 Ith. packages
16 3Th. packages
12 61b. packages

501b. boxes
SYRUPS
Corn
Bagrels 26
Half barrels.
B
B
B
B
Red 0.
Red Kharo, No. 2% -
Red Karo, No. 5
Red Karo, No. 10 ...
Pure Cane
.. 16
20
25

TABLE SAUCES

Halford, large

Halford, small

TEA

Japan
Sundried, medium .24@2<
Sundried, choice ...,.30@ 33
Sundried, fancy .36@40
Basket-fired medium 30
Basket-fired, choice 35%37
Basket-fired, fancy 40@43
ib 30@32
10@12
14@15

Gunpowder

oyune medium 35
Mnyun*. choice . 14
Moyune, fancy .... 504960
Plngsuey medium ... 33
Plngsuey, choice ... 85
PIngsuey, fancy ...50@ 65

29

1n

Young Hyson

Choice
Fancy

Oolong
Formosa, Fancy....54064
Formosa, medium .... 28
Formosa. choice ... 85

English Breakfast

Medium
Choice
Fancy
Ceylon,
Fancy

TOBACCO

Fine Cut
Blot .. 145
Bugle. (o] .2 84
Bugle, 10c 11 00

Dan Patch, 8 and 16 oz
Dan Patch, 4 oz
Dan Patch, 2 oz.

82

Fast Mall, 16 oz
Hiawatha, 16 ez
Hiawatha, 5c ..
May Flower 16 ez. t 16
No Limit. 8 oz. 78
No Limit, 16 ez.. 65
OJlbwa, 8 and 16 oz 40
L1101
185
Petoskey Chief, 7 0z. 2 00
Petoskey Chief, 14 oz. 4 00
Peach and Honey 5¢c 5 76
Red Bell, 6 3 9%
Red Bell, foll 19
Sterling, L & D Sc ..6 76
Sweet Cuba,canister 9 16
Sweet Cuba, 5C . 576
Sweet Cuba, 10c 93
Sweet Cuba 1 Ib 4 9%
Sweet Cu oz, ..4 8
Sweet Cube* % Ib foii 2 25
Sweet Burley 5¢c L&D 5 78
Sweet Burley, 8 oz. ..2 45
S*weet Burley, 24 Ib. 490
Sweet Mist.” % gro. ..5 70
Sweet Mist, 3 oz. 11 10
Sweet Mist. 8 oz. 35
Telegram 6c 5 78
Tiger, 5¢ .. 6 00
Tiger, 25c cans . 2 35
Uncle Daniel, 1 60
Uncle Daniel, 1 oz .5 23
Plug
Am. Nav, 32
Apple, 1 Ib b 38
Drummond Nat Leaf 2
and 5 Ib...o 60
Drummond Nat Leaf,
per doz . 9%
Battle Ax .28
Bracer, 6 and 12 |b. . 30
Big Four, 6 and 16 ib.” 32
Boot Jack, 2 1Dt 86
Boot Jack, per doz. .. 86
Bullion, 16 0Z....corvcvovr... 46
Climax, Golden Twins 48
Climax, 14% oz. 44
Cllmax, 7 oz . 47
Days’ Work, 7 & 147b. 37
Créme de nthe, Ib. 62
Derby, 5 th. boxes 2
5 Bros., 4 th...
Four Roses,
Gilt Edge,
Gold Rope
Gold Rope 4 & 8 58
G. O. & 24 Ib. 86
Granger TW|st n>. 46
® T.W., 16% 4k21 Ib. 36
Horse Shoe, 6 & 12 |b. 43
45
40
35
32
45
[ 48
Maple Dip, 20 o 25
Merry Widow 32
Nobby Sfun Roll 6 & 3 58
Parrot, .. 34
Parrot, 20 Ib. . 28
Patterson’s Nat. Leaf 93
Peachey, 6-12 & 24 Ib. 40
Picnic "Twist, 45
69
96
48
, 38
Red Lion. 6 & 12 Ib 30
Scrapple. 2 & 4 doz. 43
Sherry Cobbler, 8 oz. 32
Spear Head, 12 oz. ... 44
Speer Head, 14% oz. 44
Spear Head, 0z, 47
Sq. Deal 7, '14 & 28 1b. 28
Star, 6, 12 & 24_1Ib. 43
Standard Navy, 7%, 15
& 30 b 34
Ten Penny, 6 & 12 Ib 35
Town Tal 0Z..oe. 30
Tankee Girl, 6. 12°& 24 30
A
A
B
C
G
H
H
H B
M
Old Songs, 5C ... 76
Old Times, % gro. ..6 50
Polar Bear, 5c, % gro. 6 76
Red Band, 5¢ % dgro. 575
mad Hu Soap 5c 148
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Scrapple, 5¢c  pkgs........ 48
SureppShot Scp\% ro. 576
Yankee Girl Scrp 2 0z 5 76

Pan Handle Scrp Vi gr 5 76
Peachy Scrap, Sc_ ...1
Union” Workman, 2Vi 6 00

Smokmg
2Vi & 7 oz

©
S

Banner, 16

Belwood Mixture,

Blg Chief, 2V| 0z
Chief 0z..

uI Durham 5¢ 075 90
Bull Durham, 10c __ 10
Bull Durham, 15c A18
Bull Durham, 8 oz, ..

Bull Durham, 16 oz. ..6
Buck Horn, 5
Buck Horn,
Briar Pipe, 6
Briar Pipe,

Black Swan,
Black Swan,
Bob White,
Brotherhood,
Brotherhood,
Brotherhood,

Oc....11
16 ez.

Carnival. 0
Carnival, 39
Carnival, 40
glgar ((:lelpg %ohnson %8
igar Cli eymour

Idgntlty gg& y 3
Darby " Cigar Cuttln S 4 50
Continental Cubes, c 90
Corn Cake, .2 55
Corn Cake, 145
Corn Cake, 5 76
Cream, 50c palls 4 60
Cuban Star, 5c foil ..5 76
Cuban Star, 16 oz. palls 372
Chips, 10c 10 20
Dills Best, 1% oz. 79
Dills Best, 3Vi oz. 7
Dills Best 16 oz 3
Dixie Kid, 1% foil 39
Duke’s Mix, 5 76
Duke's Mix. 10c . 52
Duke's Cameo, 1% oz _ 41
Drum. 5c .. 90
PP A 3

r F A,
Fashion,
Fashion,
Five Bros.,
Five Bros.,

Four Roses, 10c . 96
Full Dress, 1% oz. 72
Glad Hand, 5c 44

5
Bold Block, 1%

Honey Dew. 1% 0z
Honey Dew, 10c 88
Hunting 1% & 3Vi oz. _ 38
1X L, 5¢ 6

urka

“1150
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Pilot, 7 oz. doz.
Pilot, 14 oz.
Prince  Albert,
Prince Albert,
Prince Abert, .
Sueen Qualny, 5c

5¢c
Rob Roy, 10c gross 10 20
Rob Roy, 25c¢ doz. 2 08
Rob Roy, 50c doz.
S. & M., 5c gross ....5 76
S. & M., 14 oz. doz. ..3 20
Soldier Boy, 5c¢ gross 5 95
Soldier Boy, 10¢ 10 56
Soldier Boy,

Sweet Caporal,
Sweet Lotus,

Sweet Lotus, 66
Sweet Lotus, . 85
Sweet Rose, 2Vi oz. 36
Sweet Tip Top, 5¢ .. 209
Sweet Tip Top, 3Vi oz. 31
Sweet Tlps \A gro 16 08
Sun Cured, .

Summer Tlme Be 76
Shimmer Time, 7 0z” .1 65
Summer Time 14 oz. ..3 50
Standard, 2 oz.. 90

Standard‘ 3V oz
Standard, 7 ez...
Seal N. C., 184 cu
Seal N. C., 1%
Three Feathers,
Three Feathers,

Gran
1 oz.
10c
Three Feathers and

Pipe combination ..
Tom 4k Jerry, 14 oz. .3

L1

Tom 4k Jerry. 7 oz
Tom 4k Jerry, 3
Trout Line,” 6Cc ...
Trout Line, 10c
Turkish, Patrol.
Tuxedo,
Tuxedo, 2
Tuxedo,
Tuexdo,

U.

Van Blbber 2 oz. fin
Velvet, 5¢ pouch .
Velvet, 10c tin
Velvet, 8 oz tin .
Velvet, 16 oz. can
Velvet, combination
War Path. 5c
W ar Path, 8 oz
Wave Line, 3 oz..
Wave Line, 16 oz.

10c
lib.,

TWINE
Cotton, 3 pl?/ ..
Cotton, 4 ply

Juts, 2 ply
Hemp
Flax,
Wool,

Yum. "doz.

ply
medium .
1 rb. bales
VINEGAR
W hite Wine, 40 grain 8V
White Wine, 80 grain 11%
W hite Wine, 100 grain 13

Oakland Vmegar 4k Pickle
Co.'s Brands.
QL land apple cider ..18
land apple cider 13
State Seal sugar
Oakland whlte pickling 10
Packages free.

Little Giant,

Lucky Strike, W ICKING

Lucky Strike, 6,pergross

Le RedO, 3 0Zuiiiiinns 1080No 1,pergross

Le Redo, 8 & 16 oz. 38 No 2,pergross

Myrtle Nlavy, 10c .... 80 No 3pergross

Myrtle Navy

Maryland Club, WOODENWARE
Mayflower, 5c Baskets

Ma BUShelS oo, 100
M Bushels, wide band ...1 15
Ni Market .40
Ni Splint, 3 50
Ni Spllnt 3 00
Ni lint, 275
N illow Clothes, large 3 25
Old Willow, Clothes, small 6 25
glg Willow, Clothes, me'm 7 25
Old Butter Plates

old Ovals.

P. S\ . . M Ib., 250 in crate

P. S., 3 oz, per gro. 570 Vi Ib.,, 250 In crate

Pat Hand, 1 0Z.....c.... 63 1 Ib., 250in crate
Patterson Seal, IVi oz. 48 2 Ib., 250in crate
Patterson Seal, 3 oz. 96 3 Ib, 250in crate
Patterson Seal 16 0z.'6 00 5 th.,250In crate

Peerless, .57 Wire End.
Peerless, 1 11b., 250in crate.
Peerless, . 2 Ib., 250in crate
Peerless, 3 Ib., 250in crate

Peerless, 5 1b.,2501In crate

Plaza, 2 gro.cs Churns

B;gw Eg}" Barrel, 5 gal., each ...2 40
Plow Boy,’ 14 o Barrel, 10 gal each ..2 65
Pedro, Clothes Pins

Pride of Virginia, 77 iteund Heal.

Pilot. Be e B 7« 4 Inch, i gross ... id

14

4Vi inch, 5 gross
Cartons, 20 2Vi doz_bxs. 60
Egg Crates and Fillers
Humpty Dumpty 12 dz. 20
No. 1, complete 40
No. 2, complete . 28
Case No. 2, fillers,
sets

5"
1

Case, medium, 12 seta 1 15
Faucets
Cork lined, 3 In... 70
Cork lined, 9 In 80
Cork lined, i0
Mop Stlcks
Trojan spring ... 90
Ecllpse patent spring 85
1 common ... 80
No. 2 pat. _brush holder 85
ldea [ AU
12!b. cotton mop head;, 1 45
Palls
2- hoop Standar
3- hoop Standar
2- wire Cable
Cedar all red brass ..1 25
wire Cable
e Eureka
10 qt. Galvanized
12 qt. Galvanized
14 qt. Galvanized
i Toothplcks
Birch, 100 packages ..2 00
ldeal ..o 85
Traps
Mouse, wood,2 holes 22
Mouse, wood,4 holes 45
Mouse, = wood,6 holes 70
Mousetln i holes 06
Rat, wood ]70
Rat, sprlng 6
28n. Standard No. 17 60
18-In. Standard, No. 2 6 60
16-In. Standard, No. 3 6 60
20-In. Cable, No. 1 "...8 00
18-In. Cable, No. 2 ... .7 00
16-In. Cable, No. 3 ....6 00
No. 1 Fibre .. 10 26
No. 2 Fibre 9 25
No. 3 Fibre 8 25
Large Galvanized 5 75
Medium_Galvanized ..5 00
Small Galvanized .4 25
W ashbeards
Bronze Globe
ewee/
Double

Single Acme
Double Peerle
Single Peerless
Northern Queen
Double Duplex
Good Luck

Universal

In Window Cleaners 1

12 65
14 in .185
16 in .230
Wood Bewls
13 in. Butter 160
15 in. Butter .2 00
17 in. Butter 8 76
19 in. Butter 6 00
Assorted. 13-15-17 ....3 00
Assorted, 15-17-19 _ 4 25
WRAPPING PAPER
Common Straw ...
Fibre Manila, white .. 3
Fibre Manila, colored 4
No. 1 Manila 4
Cream Mlanila
Butchers’ Manila
Wax Butter, short 13
W ax Butter, full count 20
Wax Butter, rolls...... 19
YEAST CAKE
Magic. 3 doz... ..115
Sunlight, 8 do: 100
Sunlight, 1% doz. 50
Yeast Foam, 3 do 115
Yeast Cream, 3 doz. ..1 00
Yeast Ftoam, 1% doz. 58

AXLE GREASE

1 Ib. boxes, per gross 9 00
3 Ib. boxes, per gross 24 00

BAKING POWDER
Reyal

10c size 90
%Ib. cans 1 35
6 0z. cans 1 90
%!b. cans 2 50
%!b. cans 3 75
lib. cans 4 80
3!b. cna 13 00
51b. c;-s 21 50
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CIGARS

Boston Combination

16

Johnson Cigar Co.’s Brand Distributed by Judson
Grocer Co., Grand Rapids;
Lee 4k Cady, Detroit; Sy-
mons Bros. & Co., Sagi-
naw; Brown Davis 4k W ar-
ner, Jackson; Godsmark,
Durand & Co,, Battle
Creek; Flelbach Co.. To-

S. C. W., 1,000 lots . . .tj ledo.

El Portana

Evenlin COCOANUT

Exemp Baker’s Brazil Shredded

Worden Grocer Co. Brand

Ben Hur

Perfection ......... 26

Perfection Extras 16

Londres ... 26

Londres Grand 26

Standard S

Fliritanos S

Panateliaa, Finas 35

ellas, Bock 35
y Club ... Lti

ng)ld Master Coffee

10 Be pkgs., per case 2 00

36 10c Pkgs., per case 2 00
16 10C and 38 5c pkgs.,

per case .2 60
The only
Old Master.. 83 5
TEA Cleanser
Royal Garden %. K and 1Ib. 40 Guaranteed to'
THE BOUR CO. equal the
TOLEDO, O. best 10c kinds
COFFEE
Roasted
Dwlnell-Wright Co.'s B'ds
Apex Hams
Apex Bacon
Apex Lard
Excelsior Hams

Excelsior Bacon
Silver Star Lard
Family Pork ..
Fat Back Pork

lib ...

W hite House,
21b

W hite House,

Excelsior,

Excelsmr

T| g Blend, lib.

oyal lend ... .
Royal High Grade cation.
Superior Blend & Co,,

Prices quoted upon appli-

Hammond, Standish
Detroit, Mich.

We Manufacture

Public Seating

Exclusively

Churches Wwe furnish churches of all denominations, dem%nlng and

buildin

T kY RAK|* 3
,

to harmonize with the general
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8AFES

Full line of lire and bur-
glar proof safes kept In

stoo - the Tradesman
Compan?/ Thirty-live sizes
and styles on hand at all
times—twice as many safes
as are carried by any other
hsuse in the State. " If you
are unable to visit Grand
Rapids and Inspect the
line personally write for
quotations.

SOAP
Lautz Bros. 4k Co.
Acme, 30 bars, 75 Ibs.
Acme, 25 bars, 75 Ibs. 4 00
Acme, 26 bars 70 ths. 3 80

Acme, ake
100 bloc'k_A (D

4 00

¢ 100
Big Master,
German Mottled ...
German Mottled. 5 bx
German Mottled 10 bx 3 10
German Mottled 25 bx 3 05
Marseilles. 100 cakes ..6 no
Marseilles, 100 cks 6c 4 00
Marseilles, 100 ck to» 4 00
Marseilles, % box toil 2 10

Proctor 4k Gamble Co

L*no* 3 00
Ivory, 0 . 4 0O
Ivory, 10 o 6 75
Star® .. ss

Tradesman Co.’s Brand
Black Hawk, one box 2 50
Black Hawk, five bxs 2 40
Black Hawk, ten bxs 2 25
A. B. Wnsley
Good Cheer ...
Old Country
Soap Powders
Snow_ Boy 24s family

376
Snow Bo .2 40
Snow Boy 100 6¢ 376
Gold Dust. 24large ~ ..4 60
Gold Dust, 100-5¢ 4 00
Klrkoline, 24 41b .380
Pearline . 375
Soapme . 4 00
Baubitt's
Roseine 359
Armour’s 370
Wisdom 3 gp

Soap Compounds
Johnson’s Fine
Johnson’s XXX
Rub-No-More

RN
(5]
ERRBB

Nine O’clock
Scouring
Enoch Morgan’s Sons

Sapolio, }g]ross lots 9 60
Sapollo, half gro. lots 4 86
Sapolio, single boxes 2 40
Sapolio, hand ... 2 40
scourine Manufacturing Co
Scourlne, 60 cakes 180
Scourine, 100 cakes ~.» mi

architectural

scheme—from the most elaborate carved furniture for the cathedral to the

modest seating of a chapel.

SchnnU The f2ct/that we have furnished a large majority of the city
OvIIUIMo anj district schools throughout the country,” speaks volumes

for the merits of our school furniture.

and materials used and moderate prices, win.

I ndcre Haile

We specialize Lodge.

Hall

Excellence of design, construction

and Assembly seating.

Hullo Our long experience has given us a knowledge of re-

quirements and how to meet them.

Many styles in stock and built to order,

including the more inexpensive portable chairs, veneer assembly chairs, and
luxurious upholstered opera chairs.

Write Dept. Y.

Hmerican Searing Comp

215 Wabash Ave.

GRAND RAPIDS

CHICAGO,

NEW YORK BOSTON

ILL.

PHILADELPHIA
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BUSINESS-WANTS DEPARTMENT

Advertisements inserted under this head for two cents a word the first insertion and one cent a word for each subsequent

BUSINESS CHANCES.

_ lce cream and confectionery business
in live manufacturing town and summer
resort. Fully eqmpﬁed and every modern
convenience for both wholesale and retail
business. .~ Seating capacity 100. Will
sacrifice if sold before April 1. J. Van
Wessem, Grand Haven, ich. 908

. For Sale—Well selected Peneral stock
in small town, sixty miles from (_:tha%O.
Business profitable. Fine location Tor
man acquainted with farming trade. Will
rent or sell store and uwelling. For par-
ticulars write No. 909, care Tradesrgogn.

For Sale—Good clean stock general
merchandise, located in best town 800
population in Central Michigan. Invoices
about $4,000. Fine business, excellent
farming country. Will sell at inventory.
Deal with owner, no agents. Address
No. 907, care Tradesman. 9

W anted—To lease hotel in town with
one regular hotel, Dry town preferred.
Give particulars in first letter. 809 W.
2nd St., Flint, Mich. 906

To Exchange—100 acre farm, 2% miles
from town, in Jefferson county, Indiana.
Worth $6,500. W ant general merchan

dise.
Address Box 272, Piefceton, Ind. 905

For Sale—Retail lumber business, the
only yard in town_ 3,000 population and
in “the best farming section of Ohio.
Address Clemmer & Johnson, Hicksville,
Ohio. 904

Want_ to take young or middle aged
man with some 'money, or would join
stocks, to locate in one of the best manu-
facturing cities in the State. Good open-
ing. Must be capable of taking charge
of the business, | am past the age. Must
he well recommended. Address No. 903,
care Michigan Tradesman. 903

For Sale—Grocery stock and fixtures,
will invoice about ¥5,000. Doing a busi-
ness of $40,000 a_year. Docated in one of
the best towns _in Michigan. Population
about 3,000. Reason for selling, have
other interests to look after. Address
No. 902. care Michigan Tradesman. 902

A Rare Opportunity—For sale, only ab-
stract business in ‘Socorro county, the
second largest county in the United
States. Owners movin to California.
Address The Socorro Title Abstract Co.,
Socorro, New Mexico. 901

For Sale—1.500 acres good alluvial level
farm lands, largely in “cultivation, near
Vicksburg, Mississippi, tracts of 160 acres
or more.  Price $35 per acre on terms of
$10 per acre cash, balance three equal
early payments. Address Box 105,

yersburg, “Tenn. 900

Department Store—Strictly up-to-date
ladies” department store, in" a good live
town; doing a nice business. ood rea-
son for selling. Might give some terms.
Address W. P. Dorman, Girard, Kan.899

Splendid opportunity to go into busi-
ness in good flourishing cify of 2500 to
3,000 inhabitants in corn belt of Illinois.
Conditions are extremely favorable if
taken at once. Best location in city.
Reason for sellln?:, desire to retire from
active business. Further information ad-
dress Box 454, Gibson City, 111, 898

For Sale or Rent—EI’e\?ant modern
store building, 114x32%. rs. lver Lar-
sen, Decorah, lowa. 896

Good openin% for drug and stationer
store in_town 3,500. Good room in bric
block. Reasonable rent, For particulars
write D. J. Sloan & Co., North Balti-
more, O hio. 895

Will rent space for millinery and
ladies” furnishings in my new  store,
ready Julg 1st. "Apply Cadden’s Popular
Garment Store, Evansville. Indiana. 8%

W anted—Partner to take charge of
Chicago office and invest $3,000 to  $5,000
in farm company with established mail
order trade on Tancy eggs, butter and
poultry. Good profits. Investigation
courted but four flushers save ™ your
stamps. Drawer “A,” Homer, Mlch.893

For Sale—Practically new greenhouse
lant and splendid usiness; two big
ouses, hot water heated; also house,
barn and six lots. ~Address George
Lunn, South Lyon, Mich. 892

Three good counters and 4 window
shades, 10 to 12 feet wide. A. E. Putnam
Co., Milan, Mich. 891

For Sale—Good paying exclusive tea
and coffee business in a rowmg resort
city of 12,000. Doing a $20.000 business
on” $1,800 investment. Failing health,
reason for selling. A snap_for the right
party. Address K, care Tradesmang.1l

8 acres, Laclede county; healthy
place to live; good water, good house,
ood land; about 40 acres in cultivation,
5 or 20 to clear yet; all fenced; $25
per acre. Write owner, J. W. Peters,
Conway, Mo. 10

continuous insertion.

For Sale—A good clean stock of gen-
eral merchandise, invoicing from $8,000
to $10,000. In _one of the best towns
in the State. Population 500 and grow-
ing. Address Box 190, Middleton, ich.

868

For Sale—Confectionery and restaurant,
A bar-

doing fine business. Town 6,000
gain. Address No. 875, care Tradesgw%n.

For Sale—Practically new general
stock, doing_good business. Address_No.
876, care radesman. 876

_For Sale—$2,000 to $5000 long estab-
lished safe and fully solvent general mer-
chandise business In Michigan. Reason,
death and age and infirmity of survivor.
Full investigation invited. ~ Address No.
725, care Tradesman. 725

We offer for sale, farms and business
property in nearly all counties of Mich-
igan and also in other states of the

nion.  We buy, sell and exchange
farms for business propertyl_ and invite
;c)ur correspondence. J. E. Thom & Co,,
th Floor Kirby Bldg.. Saginaw. Mich. 659

| pay cash for stocks or part stocks
of merchandise. Must be cheap. H.

Kaufer, Milwaukee, Wis.

Mr. Merchant—Clean out your store
and send your odds and ends to the
Reedsburg Auction House. We will buy
them for cash if cheap, or sell them
for you on commission. Also turn into
cash” very quickly stocks of merchandise
anywhere in the 'U. S. or Canada by the
auction methods. ~Best service guaran-
teed. Speak English and German. For
dates and information address The
Reedsburg Auction House, Reedsburg,
Wis. 675

For Sale—$6,500 general merchandise in
one of the best fowns in State. Will
take farm up to $4,500. Address W. H.,
care Tradesman. 811

For Sale—Good paying meat market in
good location. Excellent chance for the
right parties. Good reason for selling.
Brand & Wohlfeil, Three Rlvers,gli/élch.

For Sale—The John Z. Evans Mfg. &
Supgly Co., located on main line of the
C. B. & O. R. R, also on the Wabash
and M. & St. L. railroads, at Albia, lowa.
Fine display room and office. ~Roomy
%\?rage and” well-equipped machine shop.

e carry a line oi automobiles and sup-
plies. . anufacture Pit cars and handle
all kinds of mining equipment and sup-
plies. Located in heart of the lowa min-
in district. Subject to investigation.
Address P. H. Hynes, Avery, lowa. 94

Drg Goods Business For Sale—I offer
my business for sale as going_business.
The thought of selling my business was
unknown to me until the past few days.
My spring and summer goods are all in
and stock is complete in ‘even the small-
est detail. Have had no close out sales
and no announcement of going out of
business. Stock is clean and no money
will be asked for unsalable stock. This
is known as Howell’s busiest store. The
business is in its prime and_making
money. My reason for selling will satisfy
anyone interested. $5,000 stock $35,000
business. E. A. Bowman, The Busy
Store, Howell, Mich. 881

For Sale or Exchange—First-class 237
acre stock or dalrg/ farm in Allegan
county, Michigan, 3% miles from Plain-
well, 1% miles from interurban. Fair
buildings, dark loam soil, lies level, no
waste land. Price $75 per acre. Will
take good income property or stock of
genera merchandise for™ one-half its
value. Harry Thomasma, Owner, 433-
438 Houseman Bldg., Grand Rapids, ’gAghCh'

| bring buyers and sellers together.
Write me if 'you want to buy, Sell or
exchange any ‘kind of business or real
estate an){where. Established 1881
Frank P. Cleveland, 1261 Adams Express
Bldg., Chicago, Illinois. 357

Business Wanted—I am looking for a
good opening for cash; agents and spec-
ulators need not answer; give full par-
ticulars in first letter. ~Address M.,
Tradesman, Box 1261 Cherry Valley, llli-
nois. 478

Wanted—To rent store building for
dlothlng, shoes and furnishing business
in good live town in Southern™ Michigan.

Location must be good. Address No. 872,
care Tradesman. 872

For Sale—I offer my eight thousand
dollar stock of men’s and boys’ clothing,
shoes and furnishings for seventy cents
on dollar of cost price, located in_thriv-
ing town. Address No. 846, care Trades-
man. 846

Dry Goods and shoe business for sale.
Chicago’s busiest suburb, Ameircan trade.
Exceptional $10,000 Investment. Annual
sales, $23,000. Address No. 855, care
Michigan Tradesman. 855

No charge less than 25 cents. Cash must accompany all orders.

and children” furnishings for sale or ex-
change for men’s clothing and furnish-
. C. Greene & Co., Jackson, I\éﬁh

Sale—Clean stock of furnishings,
shoes and groceries, $3,000. | he
town 600 population In Western Michigan.
Must be 'sold at once. d

care Tradesman.

ing, shoes or general stock.
i Address Lock Box 143, St%éign

For Rent or Sale—Splendid opening for
hardware business in Northern Michigan
town, on railroad.

clothing or shoes.
Box 112, Bardolph, 1i1.

have a new, first-class

f ep
ss Remington, 501
77

Send for our proposition
business or farm property.
. Business EXxchange, Trav-
ich. 778

Safes Opened—W. L. Slocum, safe ex-

pay cash for stock of shoes and
Address M. J. O., care Trazcégs-

For Rent—Store suitable for dry goods
or general stock. better storé or lo-
cation in the city.

oods store here now.

If you wish to buy, sell or exchange any
legitimate business of any kind, anywnere,
consult our Business Chance Department.

offers unexcelled
as well as the buyer. Advantageous ex-

other properties are often

. a System, Caéjital
Bank, St. Paul, Minn. 14

Sale—A stock of general

about $35 per day.

Reason for selling,
Address  No. 728

Southern Michigan.
compels me to sell.
Money no object.

No shelf-worn stock.
Address No. 861, S(ézilre

Wanted—Permanent position by experi-
enced shoe man, ca
rst letter. Address
857, care Tradesman. 857

Sale—My stock of
chandise and good will,

For particulars
Box 57, Peshtigo, Wis.

have clients of grocery
goods stocks, hardware ‘stocks,
have on our list also a
few good farms to
Also city property. "I k
to sell or exchange your” businéss write

Houseman EildgA, Grand Rapids,

859

For Sale—Clean fresh stock of
w _ Mich e

trade and location, small investment re-

ortunity to make
80, care Michisgan
880

_Sale—My stock general
invoicing” $6,500; { [
good progressive village,
500 to 600; location next door to post-

selling. Address M. J. Rucker, Mazepga,
Minn. 88.

F
merchandise and
brick store, in good hustling town South-
If you wish a good pa

y you_to look t
, Cafe Tradesman.

; also buildings and

Good_reason for selling.

For Sale or Trade—160 acres Hyde
county land; eighty can be broken; ‘re-
mainder is excellent pasture; eleven hun-
drd dollar mortga[g\;ﬂe_ to be assumed; price
twenty dollars.” Might accept twelve or
fifteen hundred in trade. Erastus Cogggll,

Highmore,

For Sule—Furniture, jewelry, wall-
aper and undertaking business. _Stock,
ixtures and two funeral cars invoice
$7,500. ~ Good payln’\%_ business in live
town in Western lichigan. Stock in
first-class shape. Will sell reasonable.
Also residence, $3500 and seven acres
fancy bearln%1 fruit, $2,000.  Will sell
separately. lave other business that
requires attention. Address No. 888, care
Tradesman. 888

Stock of dry _?oods, groceries and shoes
for sale or will trade for small farm.
Address W. H. Soule, Scotts, Mich. 845

For Sale—Variety store, in town of
2,000, rich farming country; invoice about
$1,300 Snap for somebody. Address Box
226, Brodhead. Wis. 839

_For Sale—Best stock general merchan-
dise town 1,000. Invowlng $12,000.  Sell
or rent building. C. R. Steele, Buffalo,
Kan. 837

A Good Openin?—A brick store for
rent, 22x80, centrally located in Saranac,
Mich., suitable for" a bazaar or other
business. Rent low and opportunity num-
ber one. Address S. M. Crawford, Sara-
nac, Mich. 836

Summer Tour—Gibraltar, Italy, Swit-
zerland, Germany, Netherlands,” France,
England. =~ Small party. First-class ac-
commodations, $600 inclusive. Florence

Mann, 485 Central Park West, New
York. 835

Partner Wanted—Sheet metal, tile and
slate roofing, best location north shore,
Chicago. For particulars address Nelson,
1132 Bryn Mawr Ave., Chicago. 111 34

To Exchang —Merchant owning a 280
acre farm 5% miles from Texico. Jef-
ferson Co., 111, taken in the settlement
of an estate, wishes to exchange it at
its value for good, clean merchandise
or income property; price $75 per acre.
Address Jos. M. Weeiler, Olney, 864

Retail Merchants—Our special_teﬁ is
promoting and conducting trade-building,
stock-reduction anid closing-out sales of
merchandise throughout the country. Our
service of feature sales personally con-
duced by high-grade specialty men has
established a reference and endorsement
that is unequalled. We refer by permis-
sion to the following Chicago ‘wholesale
houses: Wilson Bros., Cluett. Peabody &
Co., Chas. Kauffman & Bros., C. D. Os-
born & Co., Miller, Watt & Co., Keith
Bros. & Co., and retail merchants for
whom we have conducted sales. Write
us, giving amount of your stock. C. N.
Harper & Company, 1318, 10 S. La Salle
St., Chicago, 111 866

AUCTIONEERS.

C. A. Nelson, merchandise auctioneer.
For terms and date. Address Lock Box
, North Loup, Neb. 890

Merchandise sale conductors. A. E.
Greene Co., 135 Grand River Ave., De-
troit. Advertising furnished free. Write
for date, terms, etc. 549

HELP WANTED.

W anted—Subscription = solicitors who
have had actual experience in securing
subscribers for trade journals. State ex-
perience, length of time employed and
names of former em{gloyers. ddress No.

, care Michigan Tradesman. It

Salesman—Calling on grocery and oth-
er mercantile trade, to handlé our Mer-
chants  Premium Service; meritorious
proposition; liberal pay. No samples.
Address Stopher Sales Agency, Box_No.
307, Grand Rapids, Mich. 874

W anted—Clerk for general store. Must
be sober and industrious and have some
previous experience. References required.
Address Store, care Tradesman. 242

Salesmen Wanted—Single, not over 35
years; experienced in cloaks, dry goods,
window trimming State salary and_give
references first letter. H. Drebin, Cadil-
lac, h. 838

_Wanted—Experienced salesman to sell
line of canvas gloves and mittens to the
retail trade exclusively, in the state of
Michigan. Line is favorably known. Ad-
dress G, care Tradesman. 841

SITUATIONS WANTED.

Position wanted as_ traveling salesman
to sell to dealers _a?rlcultural implements
or machinery. Will start on commission.
Territory preferred, Georgia or Florida.
J. K. Exum, Milltown, Ga. 842

Baker, single, wants steady position in
small country town, to work alone. C.
Il\/l.d Mertz, 408 Washington St., Lapéjsr;e,
nd.
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Getting a Grip On the Individual Cus-
tomer.
Wrritten for the Tradesman.

Every now and then, in my shop-
ping tours, | jolt against a salesman
who seems fairly to grip me. He
sells without perceptible effort and |
find it a joy to purchase of him. Sales-
men of that sort are the class who
hold customers and build business.

A good salesman is often such quite
unconsciously. To do things right
comes natural to him; he would feel
homesick and ill at ease if he 'old
in any other or less efficient way.
Other salesmen have acquired the
knack. Still others could acquire it
if they set their minds to the task.

“How do you do it?” | asked a star
salesman the other day.

He shook his head.

“Don’t, please don’t, put any of
those Chinese puzzles up to me,” rc
rejoined. “l couldn’t tell you how
I do it.”

“But you make a good bunch of
sales?”

“Yes, | make the sales all right.
.People seem to prefer to buy from
me. The boss gets a bit cross now
and then when he sees two or three
lined up, waiting for me to get through
with a customer. But don’t ask me
how it’s done.” W ith manifest eager-
ness to be through with the subject,
lie relapsed into business. “Half a
pound of coffee,” he jotted down.

on prefer it strong, don't you? How
did you like those pickles | recom-
mended the other day—the new mus-
tard at 15 cents?”

He went on jotting down the or-

der. At tea | hesitated. | can never
remember whether Japan or black
rules our household.

"You usually get package tea, 40
cents, black,” he informed me; and
down it went upon the order.

“Your address is 15 Blank street,
isn't it,” he concluded. Which was
about as close to the bullseye as a
good marksman can get.

He couldn't tell me how he did it—
not infrequently the secret of success
is a mystery to the man who suc-
ceeds. He is too busy succeeding to
analyze himself. This salesman knew
my particular wants so well that I,
on the buying side of the counter,
had plenty of time to analyze him
and his methods. And his methods
consisted solely in knowing me, my
address, my preferences and preju-
dices with such complete accuracy
and amazing thoroughness that 1
could, had | desired to be reticent,
have ordered three of four dollars
worth of groceries in a dozen words
and as many nods. Yet only a few
weeks had elapsed since my first visit
to that store, and | certainly didn’t
purchase every day.

Knowing the customer and getting
a firm grip on his preference is a
fundamental of successful selling. The
salesman to whom all customers are
the same, and whose attitude to each
and all is that of an obliging but im-
partial slot machine, can’t hold them
even in competition with other slot
machines which pay no more tribute
than he does to their individuality.
The salesman who knows his custom-

MICHIGAN

ers thoroughly and caters to their in-
dividual preferences can hold them
against all sorts of competition. His
only danger is that some bungler on
the staff may make a mistake in put-
ting up the order or that a careless
delivery man may spatter the goods
with mud.

Star salesmen of this variety are
rare. One man | know seems to never
forget the name of a customer. The
minute a man or woman enters his
store, he gives one quick look, says
“Good morning”—and out pops the

correct name, automatically. Yet
there are dozens of salesmen, some
in the same store, who will sell to

you a score of times and still have to
ask your name and address the twen-
ty-first trip.

It isn’t merely in store salesman-
ship that knowing the customer
counts. This sort of knowledge fig-

Angus G. McEacheron and the emblem
resented to him by Cadillac Council,
eatured on page tweénty-four.

ures in the success of the traveling
man; it makes the good hotel clerk
an asset to his business. The knack
of picking up names, addresses, pecul-
iarities and prejudices and salting all
this information down for future re-

ference is worth dollars to a man.
Intense mental concentration is the
initial price. The chap who wants

to study and learn his customer can’t
afford to let his wits go wool gather-
ing. William Edward Park.

Manufacturing Matters.

Flint—The Westorn-Mott Co. s
building a large addition to its plant.

Hopkins — Bert Lewis succeeds
Krug & Ellinger in the glazed tile
business.

Detroit — The Detroit Tungsten
Lamp Co. has changed its name to the
Central States Supply Co.

Detroit—The Michigan Smelting &
Refining Co. has increased its capital
stock from $300,000 to $750,000.

McCords—The Co-operative Cream-
ery Co. has been organized here and
will engage in business April 1

Charlotte—The Hancock Manufac-
turing Co. has added several machines
to its plant, thereby greatly increas-
ing its capacity.

Fountain—F. W. Plumhoff, who has
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operated the creamery at New Era
for the past four years, is building a
creamery here, which he will take
possession of about April 15.

Ann Arbor—The Hoover Steel Ball
Co. has been incorporated with an au-
thorized capitalization of $250,000, of
which $125,000 has been subscribed
and $25,000 paid in in cash.

Detroit—The Detroit Washing Ma-
chine Co. has engaged in business
with an authorized capital stock of
$4,000, of which $2,000 has been sub-
scribed and $1,200 paid in in cash.

Hastings—Donald A. Kerr has taken
the position of Assistant Manager of
the Hastings Milling Co. He will
supervise the sales department, both
in the city and to the outside trade.

Y psilanti—The Ypsilanti Vulcaniz-
ing Co. has been incorporated with an
authorized capital stock of $1,000,
which has been subscribed, $250 being
paid in in cash and $750 in property.

Detroit— The Standard  Screw
Products Co. has engaged in busi-
ness with an authorized capital stock
of $50,000, of which $25,000 has been
subscribed and $15,000 paid in in cash.

Detroit—The Standard Screw Pro-
ducts Co. has engaged in business
with an authorized capital stock of
$50.000, of which $25,000 has been
subscribed and $15,000 paid in in cash.

Detroit—The Peninsular Leather
Specialty Co. has been organized with
an authorized capital stock of $2,000,
of which, $1,050 has been subscribed,
$560 paid in in cash and $140 in prop-
erty.

Flint—The Unique Furniture Manu-
facturing Co. has been organized with
an authorized capital stock of $150,-
000, which has been subscribed, $6,000
being paid in in cash and $144,000 in
property.

W hitehall—Green & Reed, who own
and operate the flour mill, have dis-
solved partnership and the business
will be continued by John O. Reed,

who has taken over the interest of
his partner.
Detroit — The Michigan Broom

Manufacturing Co. ha's been incorpor-
ated under the same style, with an
authorized capital stock of $4,000, of
which $2,000 has been subscribed and
paid in in cash.

Charles—The Loud Lumbei Co., of
AuSable and Oscoda, has taken over
the holdings of the Sterling Cedar &
Lumber Co., which includes the lim-
beied lands and the mill property lo-
cated at this place.

Kalamazoo—The John Hale Hat
Co., which conduct a chain of stores
in various cities, has opened a store
here in the Hanselman building un-
der the management of F. C. Miller,
rcently of South Bend, Ind.

Saginaw—A new company has been
organized under the style of the Mead
Cooperage Co., to manufacture and
deal in hoops, staves, headings, etc.,
with an authorized capitalization of
$10,000, of which $5,100 has been sub-
scribed, $1,500 being paid in in cash
and $3,600 in property.

Battle Creek—The Toeller-Dolling
Co. has engaged in business to manu-
facture and deal in merchandise which
may be handled in a department store.
The company has an authorized cap-
ital stock of $75,000 common and $25,-
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000 preferred, of which $55,000 has
been subscribed and $45,000 paid in
in cash.

In the District Court of the United
States, for the Western District
of Michigan, Southern Divi-
sion—In Bankruptcy.

In the matter of Eugene D. Tang-

ney, bankrupt:

By virtue of an order of the referee
in bankruptcy made and issued in said
cause authorizing the undersigned,
trustee therein, to sell the entire assets
of said bankrupt’s estate, less exemp-
tions heretofore set apart:

I do hereby give notice that on the
22nd day of March, A. D. 1913, at 11
o’clock a. m. at the store of said
bankrupt, 313 South James street in
the city of Ludington, Michigan, |
will offer for sale at public auction
the estate of said bankrupt, hereby
reserving the right to withdraw from
such sale any and all property for
which in my opinion a sufficient bid
shall not be made. The property to be
offered for sale consists of stock of
merchandise consisting of clothing
and gent’s furnishing goods, notions
and store furniture, including a safe.
The trustee reserves the right to re-
ject any and all bids.

Dated at Ludington, Michigan, this
8th day of March, A. D. 1913.

Frank A. Foster, Trustee.

Standard Weight for Bread.

Bay City, March 18—The city or-
dinance establishing a standard weight
for loaves of read to be sold in this
city is to be enforced and two mem-
bers of the police department are to
begin at once an inspection of weights
and measures throughout the city.

The order regarding the bread or-
dinance was issued to Superintendent
of Police Davis by Mayor Woodruff
and the action regarding inspection of
weights and measures was taken by
the Council.

Alderman Cooley introduced a re-
solution directing the Ways and
Means Committee, in preparing the
annual budget for the coming year, to
include therin a sufficient sum to pay
the salary of a sealer of weights and
measures, but later withdrew -it in
favor of one of similar import prepar-
ed by Alderman Wood which provid-
ed for a meat inspector who should
also act as sealer of weights and
measures.

Not All Joke Either.

“Now, Charlie, don’t you admire
my new silk dress?” asked a fond
mother of her little boy.

“Yes, mamma; it is very pretty.”

“And, Charlie, just think, all the
silk is provided for us by a poor little
worm.”

“You mean papa, don’t you, mam-
ma?”

inside made for

, For Sale—Mosler safe,
Colegrove
12

McCaskey account system.
Bros., Remus, Mich.

For Sale—At once, modern shoe repair
shop complete, consisting- of 2 h. p mot-

ors, with progressive finisher, Landis
stitcher, Singer sewing machine, jacks
and tools, etc. Low rent, with lease
to right party. Will sell at a low price
A snap for a hustler Address A. H. B
care Tradesman. 552’

For Sale—Tufts Arctic soda fountain,
marble and onyx construction, 15
circular counter, outfitcomplete, $250
cost $1,500. Veressa Valley Wine ?0.4
Jackson, Mich. g5



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.

Wi ith 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
flayor, 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

Use Your Head Instead of Your Shoulders

“Many a man goes through life with his shoulder at the wheel, who would
have gone farther and with much less friction had he hitched his head to the
tongue.”—W. L Brownell.

A man in business if he would be successful must use his head. In
some men’s heads the bump of caution is more fully developed than in
others. Every business man whose bump of caution is normal realizes that
he is running a great risk when he leaves his books
of account on a shelf or under the counter when he
locks up his store at night.

Did You Ever Investigate and Find Out
For How Little Money You Could Buy
One of Our Dependable Safes?

Just drop us a line to-day and say, “Tell us
about your safes and name us some prices.”

GRAND RAPIDS SAFE CO. tradesman B/dg., Grand Rapids, Mich.
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Dispatch, Economy, Safety

Lamson Cash Carriers improve your service by
common-sense centralization and equal distribu-
tion of labor.

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

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

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

ASK YOUR NEIGHBOR

The Lamson Company
(Sodti) Boston, U. S. A,

Representatives.in all Principal Cities.

SERVICE----- =

The Prairies Are on Fire
And theWoods Burning

Never in the history of big CO-OPERATIVE
SELLING EFFORTS has so much interest been
shown as in CANNED FOODS WEEK! Every-
where in the United States and apparently every-
where else, the retail and wholesale dealers are
coming up on the firing line.

Even Canadian dealers are asking for informa-
tion and literature and Uncle Sam has waked up to
the importance of the event and has asked for in-
formation and literature to send to the Consuls
abroad to post them up on the industry and its
importance.

Do you know that during Canned Foods Week display advertisements will
be inserted in 216 big daily newspapers throughout the United States?

Do you know that during that week advertisements will be placed in 5,993
of the smaller and weekly papers of the United States?

Hundreds of these papers are getting up' Special Issues of Editions, and
will publish entire pages and sections relating to Canned Foods.

The wholesale grocers, canners, retail grocers, department stores, general
stores, and all dealers who handle CANNED FOODS are pulling together and
pulling hard to make the week a great occasion for the distribution of canned
foods and the education of the public in relation to the excellence, wholesome-
ness and economy of such foods, and to make it the greatest selling and educa-
tional effort ever known in the world's history. Provide yourself with stock
to meet the demand, and arrange for window and counter displays.

SPECIAL FEATURES

A poster 42 x 28 inches purple ground, white lettering, one pennant 24x 14,
green ground, white lettering, another pennant same size, red ground with white
lettering, all appropriately ﬂrinted for window or counter display, also a leaflet
lithographed in six colors showing a design for a single and a double-window

arrangement, will be sent out generally so far as fhe funds at the command of this
committee will admit.

The work of this committee is general, and for the benefit of the entire

Why Put Your Hand in
the Lion’s Mouth?

F you feel that you must adopt the trading stamp sys-
I tem to enable you to compete with your neighbors in
trade who are putting out system stamps, go your neigh-
bor one better by adopting YOUR OWN STAMPS, bearing
your own name or the name of your store, and thus avoid
all chance of substitution which has caused hundreds of
merchants large losses and much annoyance. These
stamps can be redeemed by articles from your own store
or cash from your till, thus enabling you to absorb the
enormous profits which middlemen derive from their im-
perfect and wholly one-sided systems. We are prepared
to make specially designed and engraved plates for this
purpose for S15. This done, we can then furnish the
stamps in sheets of 100, bound in books of 50 sheets each.

as follows:
125.000 StampS....ccvereeerenens $15
250.000 4 25
500.000 . ,45
1.000.000 - - 85

The small books in which the stamps are attached can be
furnished on equally favorable terms and on short notice.

TRADESMAN COMPANY

Grand Rapids

OOR!

Ki Week
M&CH3ITOAPRU

IiniHJM

trade in canned foods, as we are advocating no label or brand or private interest,
therefore it is much harder to raise funds than for individual benefit.

If you want to be absolutely sure that you will receive the SPECIAL AD-
VERTISING FEATURES as described, send this committee (10) cents in post-
age stamps for partially defraying the expense of the postage and cost and this
assortment will be mailed you all in one large envelope:

1 42 x 28 Poster Purple with White Lettering.
140 x 10 Pennant Red with White Lettering.
140 x 10 Pennant Green with White Lettering.

1 Lithographed Window Display Leaflet, 6 colors.
2 White Silk Badges with Pins for your salesmen.

We will mail this outfit before March 15, 1913. For the outfit without the
badges send only five cents. For each extra badge send three cents.

Many want to use more than one set of Posters, Pennants and Badges and
to be positive that they will not be overlooked, and to feel that they are helping
the cause along.

If your canner or wholesale grocer will not or cannot furnish you with
leaflets for distribution to consumers, write to this committee telling us how
many you can use without waste and they will be promptly, mailed to you with-
out charge of any Ifind.

Be quick about these matters as there is no time to lose.
500 letters daily now and the number is increasing.
benefit and profit and you are welcome to our help.

We are receiving
This is your work for your
Give us your co-operation.

THE NATIONAL CANNED FOODS COMMITTEE

1517 MASONIC TEMPLE, CHICAGO, ILL.

J. A. LEE, Manager



