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I w ill 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 m y forehead; and then I 
shall be unhappy no longer.

Thomas De Quincey.

Laws ought to be fashioned unto the manners and 
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.

Che Perfect Rouse

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

A house w ith  grass and trees around, 
where all is sw eet and still,

Exactly near enough to tow n, yet far 
enough aw ay—

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

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

There is a house where e v ’rything is per
fect and com plete,

In w inter warm, in summer cool, a house 
w ith com fort filled,

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

Irana ia in iranarara iH ain inanam m iòB ^^

D O U G L A S  M A L L O C H

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

A place to sit and sm oke a pipe and visit 
w ith a friend.

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

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

And e v ’ry bedroom has a bath and e v ’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, w ill love the place, the 
house w e mean to build.

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

But w ife and I w e sit and dream, w e sit 
and dream and smile.

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

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

Douglas Malloch.



W HEN YOU SEE
W o r d e n  O r o c e r  C o m p a n y

T H E  / V V \  G O O D  

S IG N  O F  U / W y  C A N D Y

T H E  P R O M P T  S H IP P E R S “ D O U B L E  A ”

R em em ber it  cam e from

Grand Rapids Kalamazoo T h e  P U T N A M  F A C T O R Y , National Candy Co., Inc. 
Grand Rapids, Mich.

No more 
use f o r  
S c o o p  

o r
S c a le s

* Standard of Purity-
THE‘FRANKLIN 
SUGAR REFINING CO.niUKIMlA

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  
is increasing all the time. The FRANK
LIN CARTON is a neat, handy package 
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
PHILADELPH IA, PA.

“ Your custom ers k n ow  FR A N K LIN  C A R T O N  SU G A R  
m eans C L E A N  sugar”

inciti'
a box in your next order
Lautz S n o w  B o y  Washing Powder

¥{% >, B u f f a l o ,  N .  Y .
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S PE C IA L  FE A T U R E S .
P age.
2. B an k ru p tcy  M atters .
3. New Y ork M arket.4. N ew s of th e  B usiness W orld.
5. G rocery  and P roduce M arket.
6. F inanc ia l.
8. E dito ria l.

10. W indow  D ecoration.
11. H ydrau lic  W a te r.
12. B u tte r, Eggs and P rovisions.
14. Clothing.

Are15. W h a t Some M ichigan C ities
Doing.

16. Dry Goods and F ancy  Goods.
18. Shoes.
20. W o m an ’s W orld.
21. T ula  and G reen.
22. H ardw are .
24. T he C om m ercial T raveler.
26. D rugs.
27. W holesale Drug P rice  C u rren t.
28. G rocery  P rice  C u rren t.
30. Special P rice  C u rren t.
31. B usiness W an ts .

BAD B E G IN N IN G .
I’resident Wilson has repeal edly

denounced labor unionism as the
mo st deplorable feature  of American
lite and the most dangerous to Ini-
man liberty and happiness. 11 is ap
pointment oi \ \  1». Wilson, n inner
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 administrat ion prac
tically as well as theoretically Dem o
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 Democrat ic caucus chairman.

F lin t G rocers Made M oney At State 
M eeting.

Flint, March 17.— One of the larg
est social gatherings ever held by the 
Retail Grocers’ Association of F lint 
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 g rocers’ convention.

About sixty-five men were seated 
at the tables when the banquet be
gan at 8 o’clock. President Fred R. 
A rm strong  acted as toas tmaster  and

af ter  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  tha t  brought cheers 
from the banqueters.  The report  
showed that $.7,0‘.Mi. 5 9 was received 
from various sources and that only 
$1,425.74 was spent by the local A s
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

111any men in a business way but I
haive never m et one who w as fairer
or sq narer than Mr. Gar ner.”

Sec re tary Alfred ( lalbr aith of the
BDart1 of Com ini:rce, who was unable
toi be prese:nt sent a lette r of regret.
11e paid a high tribu te  t'D 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 M erchants T hroughout the 
State.

1 1 might > lì \. j .  i■i siisi. general man
ager of Idie Lake Supe:rior Produce
Cn. has rein rue!  1rom Washington.
where he pre'cured a gotul sized o  Ill-
tract tot- plying the lSuited States
navy witl i cr<.•am cry■ butt er during the
ensuing vear

Bay CUv -Bert Seni] diner. being
business as the A'enon ah Cloak it
Suit ( 'o.. has hied ,i peti tin!! in bank-
ruptcy. lie gives his liahitities at
$7.110.58 s $::.!(702.7:1. FT J.
Lan fear has been appui nted receiver

Adrian- E. IT Gihford, dealer in

ita I 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.

i l l  icke v, F. f. X avin and Hugh Mill

' ig .1)0;

Mr. Giroux was formerly engaged in

given to Mr. Garner by Secretary 
Charles Grebe, who spoke feelingly 
of the regre t 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: “ \Y ednesday night l start  
on a trip through the South with my 
lather. If 1 was going away simply 
to see the flowers I would not need 
to go.”

He spoke of his success in business 
and lauded the work that  had been 
done by his fellow-associates, l ie  also 
paid a high tribute to the employes 
of his store whom he said were in a 
large measure responsible for his suc
cess. l i e  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 O rm ond and then go 
to Kingston, Jamaica, Havana, Cuba, 
and then go to the Panama canal.

W. C. Jones was given a beautiful 
E lks’ 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 tha t  to Mr. Grobe a testi
monial to his long service in the A s
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

lor the l.u allies.-.
1 let n út -The  DeP roiiL < llltiit•ting

il as en gagred in Ims in ess to in
furniture. hi inselli iId I irnishines, c
with an ;til t h or i xe <1 c;ipi tal stock
$10.OI>U. i if which a;.non has !■ccn s
scribed. $1.000 pa id in in 1-ash .in <1
$2'.(5 io pr operty.

i 'orris—T h e  F -a;;uia!!>a Luoi d.er c > .

has porch a-ed all of 1Te bui dings
the Cook. t 'u n i s  í l: Mi Her Co mi
illg the S'Li ire. lo t :ci. j•to., an d i n
ha ii hat it in tend - to n
machine sImps am:i rot.inri fib!
Bryan i6 flip plac e.

Legran. 1 —Willi. Kimbei:ly. \ch n
recent 1 y 1lost his stor e built 11 n g and
grocery slock by lire. has rtttnodided
his barn into a sta ire and ado litted bis
brother  E rwin to partnershipi and the
business 1will be c'(Ulti mied un der the
style of Kimberly Brc>3.

Saull Ste. Mar i e—1V. T ro mlikr.
S->n. who conduct: a j ewclry s ton
22.'! 1 'ortr ige a vetnie. have ■lissol ved
pa.rliirrsh ip and the 1filili nés:ä will be
continued at the same löc ation
Joseph A , I f rottiliday, who Fms triken
over the interest of li is part ner.

K ala lira /n o  --- !Hie M. 1.iving'poll
Co., dealt r in wo:men s garni onts. has
been met■geil ioti » a stock comp»any
under  tin[' style b l i the Living;5 ton
Clothing C o. wit! i an author ized icap
ital stock; of $5,000, of vvhtch $4pono
has been -ub -cri bed and p. lid in in
cash.

Benton IlarboT---1 l he F nders X
Moore Co .  deale r in dry gi mils. has
m erged its lut siiness into a stock
company under the s tyle of the The
Finders C,'o., with an author ized cap-
ital stock: of $12, 000, which has !teen
subscribe d, $8,000 pah 1 in in cash and
$2,000 in property .

K da naze

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 elect km of Pas'
t orniselo!' 1 ! ent y E. Perry for tin
office of Grand Trieasurer of the Mich
igan jurisdiction to succeed the pres
ent incumbent, wl io 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 g ro 
cery stock at Madison Square to A. 
E. & C. FI. Evans, who will continue 
the business at the same location.

Mr. W illiam  Judson leaves Tuesday 
for Hot Springs. Ark., w here he will 
rem ain a couple of weeks.
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BA N K R U PT C Y  M ATTERS.

Proceedings in W estern District of 
Michigan.

March 11— In the m atte r of the 
L ithuanian Co-operative Stock Co., 
bankrupt, form erly of Grand Rapids, 
the final m eeting of creditors was 
held. T he final rep o rt and account 
of Chas. V. H ilding, trustee, was con
sidered and allowed, and a final divi
dend of 41 Yz per cent, w as declared 
and ordered  paid. A first dividend 
of 20 per cent, was previously paid 
in this m atter, m aking the to tal divi
dends for cred ito rs 61 (4 per cent.

M arch 12—In  the m atter of John 
Bumb, bankrup t at Big Rapids, an 
order was m ade by the referee calling 
the first m eeting of creditors to be 
held at his office on M arch 27 for the 
purpose of electing a trustee, proving 
claims, exam ination of the bankrupt, 
etc.

March 13—In the m atter of Joseph 
B. Russo, bankrupt, of Grand Rapids, 
the first m eeting of creditors was held 
and by unanim ous vote of creditors 
present, E. B. G ansser, of Grand R ap
ids, was elected tru stee  and his bond 
fixed a t $1,000. John Ley, J. Clude L ar
away and Joseph Cavagnario. all of 
Grand Rapids, were appointed apprais
ers. T he first m eeting was then ad
journed to March 19, at which time 
the bankrupt was ordered to  appear.

M arch 14—In the m atte r of O sborn 
H om e Furn ish ing  Co., bankrupt, 
form erly of G rand Rapids, the trustee, 
David A. W arner, of Grand Rapids, 
filed his supplem ental final report 
show ing com pliance with the final o r
der of d istribu tion  and an order was 
m ade closing the estate and d ischarg
ing the trustee. No cause to the con
tra ry  having been shown by creditors, 
a certificate w as m ade by the referee 
recom m ending the bankrup ts’ dis
charge.

March 15— In the m atter of Sim p
son Autom obile Supply Co., alleged 
bankrup t of G rand Rapids, the ad
journed special m eeting  of creditors 
was held for fu rther consideration of 
the offer of com position at 30 per cent. 
A very large m ajority  in num ber and 
am ount of the claims of creditors 
proved and allowed having voted to 
accept such com position, it was de
term ined to  repo rt the same to the 
court, w ith the recom m endation th a t 
it be confirmed. T he final repo rt and 
acount of Ralph E. H ughes, receiver, 
was considered and allowed, and an 
order for his discharge entered con
ditioned upon his tu rn ing  over the 
assets to  the alleged bankrupt on con" 
firm ation of the com position.

M arch 17—In the m atte r of the 
C oronet C orset Co., bankrupt, of 
Grand Rapids, a special m eeting of 
cred ito rs was held. T he second re
p o rt 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.

M arch 18—In the m atter of M on
tague Iron  W orks Co., bankrupt, of 
M ontague, a special m eeting of cred- 
ito r .5 was held. T he first repo rt and 
account of Jam es F. K now lton, tru s t
ee . was considered and allowed

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

In  the m atter of the Am erican 
E lectric Fuse Co., bankrupt, form erly 
of M uskegon, the supplem ental final 
report of Paul S. Moon, trustee, was 
filed, show ing com pliance with the 
final order of distribution  and an o r
der was en tered  closing the estate 
and d ischarg ing  the trustee.

A voluntary  petition was filed by 
John G. Egolf, a laborer of Grand 
Rapids, and he was adjudged bank
rup t by Judge Sessions and the m at
ter referred  to  R eferee W'icks. T he 
bankrup t's schedules show no assets 
excepting clothing and w earing ap
parel, claimed as exem pt, and the 
calling of the first m eeting of credi
to rs has been delayed until m oneys 
are advanced for paym ent of expenses. 
T he follow ing cred ito rs are schedul
ed:
Dr. P. Drummond, Grant ............ $ 80.00
Floyd H. Titus, Grant .....................  9.25
Jas. A. Phillips, Grant ...................  2.25
Victor Rosmussen, G r a n t ..............  23.75
Vandenbelt & Co., Grant ..............  2.50
Jno. Hemingson, Grant .................. 6.00
Grand Rapids Loan Co.................... 20.00
Citizens Finance Co.........................  21.00
Schmaltz & Engleman ...................  11.00
Lake County Bank, Baldwin .........  50.00
Grant State Bank, Grant ..............  15.00
John Baddis, Grand Rapids............  50.00
Wm. T. Wilkinson, Baldwin .........  17.00
A. F. McGuire, Grand Rapids__  57.51

$365.26
In  the m atter of H ans J. Fisher, 

form erly druggist of G rand Rapids, 
an o rder was m ade confirm ing the 
sale of the stock, including the bank
ru p t’s exem ptions, to  P ete r J. H aan, 
of Grand Rapids, for the sum of $525. 
T he offer of Samuel J. N aylor of $800 
for the fixtures was considered and 
it appearing th a t such fixtures were 
covered by a m ortgage for $800 and 
upw ards and that there was no equity 
in such sale for the assets, the offer 
was rejected  and the tru stee  directed 
to abandon such fixtures to the m ort
gagees.

In the m atter of Lucas B rothers, 
bankrupt, of Maple Grove, Missaukee 
county, the inventory and report of 
appraisers was filed, and show s the 
follow ing assets at appraised valua
tions:
Groceries .............................................$188.16
Dry goods ..........................................  356.31
Shoes and rubbers ............................  265.98
Hardware .......................................... 70.82
Fixtures .............................................  283 00

$1,164.27

B utter, E ggs, P ou ltry , B eans and P o 
ta toes a t Buffalo.

Buffalo, M arch 19—Cream ery bu t
ter fresh. 33@36j4c; dairy, 22@30c; 
poor to good, all kinds, 20@25c.

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

E ggs—Choice, fresh candled, 20@ 
21c, at m ark, 19@20c.

Poultry  (live)—Turkey's, 18@23c, 
cox, 12(o 13c; fowls 18@20; springs, 
18(n.20c; ducks, 18@20c; geese, 15@ 
16c. Poultry  dressed, turkeys, 20@ 
25c; ducks. 18@20c; chicks, 18@20c; 
fowls, 17(§)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.

Po tatoes—50@55c per bu.
Rea & W itzig.

People are always doing th ings 
they would condem n in others.

News and Gossip of the Grand Rapids 
Boys.

Grand Rapids, March 17— How 
many new m em bers have you lined 
up for the April m eeting? Every 
m em ber of No. 131 should try  to get 
at least one and give B ro ther S tark 
some w ork for the first time he oc
cupies the Senior Counselor’s chair. 
W e know there is noth ing th a t would 
please “R astus” m ore than  to have a 
large class of candidates. Besides 
this, would m ore than reach that 500 
mark.

W e have often w ondered of late if 
D istrict P assenger A gent Neil De 
Young could no t use his influence to 
have the D etro it train , due here at 
noon, make a few stops betw een 
Grand Ledge and Elm dale. As it is 
now, if anyone goes to, say, Mulliken 
on the m orning train  out of G rand 
Rapids, he has to  stay there all day 
or drive all the way to Lake Odessa. 
If train  No. 3 could stop a t Sunfield 
and Lake Odessa, it would be a great 
help to  a good m any traveling  men 
who make this te rrito ry . W e appre
ciate w hat Mr. D eY oung has done 
for us so far and tru st he will do his 
best to have th is request granted.

O ne for the G. R. & I. T he train  
for the north , due to leave Grand 
Rapids at 7:20 a. m., is often held an 
hour, som etim es longer, to m ake con
nections with the train  from  the 
south. O ne can often read the m orn
ing H erald  through, including the ad
vertisem ents, while w aiting im patient
ly for the train to move. T hen, som e
times, after a long delay, it will pull 
out, even if the tra in  from  the south

is not in. Som ething m ust be wrong. 
I t  is w ait a long tim e for connections 
and also a long tim e for none. I t  
m ight be well for the Michigan R ail
way Commission to investigate the 
m anagem ent of this road, too.

B rother Abe P eters inform s us that 
the arrangem ents have been m ad : for 
the spring  tra in ing  cam p for the U. 
C. T. base ball club a t D orr, Mich., 
U. S. A. Several new recruits have 
applied for try-outs. M anager Borden 
will notify  all m em bers of the team  
when to report at the new field. Should 
the w eather be cold or rainy, practice 
will take place a t the Birney athletic 
club house.

J. J. O ’Rourke, the ideal man, was 
seen last Sunday driving around with 
his netv autom obile all decorated in 
green. W e soon came to  the conclu
sion th a t St. P atrick ’s day was near.

I t  certainly is a g rea t pleasure to 
learn tha t W m . P. D rake is re
covering from  his recent illness. 
H e is able to sit up, but is very 
weak. I t w.ill be some time before 
he will be able to take up his w'ork. 
H ave courage, Bill, Jonah came out 
all right.

T he C om m ittee of Sports for the 
Grand Council m eeting to be held 
here June 13 and 14 has w ritten  le t
ters to all Michigan councils to ascer
tain  how m any of them  will b ring  a 
ball team  to com pete for the prizes. 
All ball players m ust be m em bers of 
the U. C. T. or they will not be per
m itted to play. W m . D. Bosnian.

You can 't convince a school boy 
tha t h istory  repeats itself.

The Tradesman's Sworn Statement 
Made Under New Postal Law

Statem ent o f the ow nership, m anagement, circulation, etc ., of 
T H E  M ICHIGAN T R A D E SM A N , published w eek ly  at Grand Rapids, 
required by the A ct of A ug. 24, 1912.

NOTE—This statement is to be made in duplicate, both copies to be delivered by the 
publisher to the Postmaster, who will send one copy to the Third A ssistant Postmaster General 
(Division of Classification). Washington. D. C.. and retain the other in the hies of the 
postoffice.

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, g iv e  names and addresses o f s to ck 

holders holding 1 per cent, or m ore of total am ount o f stock.)

E. A. Stowe. Grand Rapids.
W. N. Fuller. Grand Rapids.
S. A. Sears. Grand Rapids.
S. F. Stevens. Grand Rapids.
Henry Idema. 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.
K now n bondholders, m ortgagees, and other security holders, 

holding 1 per cent, or m ore of total am ount o f bonds, m ortgages or 
other securities:

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.

N otary Public in and for K ent Co.. Mich.
(My commission expires Apirl 17. 1916.)

mailto:2@2.25
mailto:3.25@3.35
mailto:2.25@2.30
mailto:2.25@2.30
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N E W  YO RK  M ARKET.

Special Features in the Grocery and 
Produce Trade. „

Special Correspondence.
New York, M arch 17—Spot coffee 

continues to be about the m ost de
pressed article in the whole range of 
grocerydom . D em and inactive and 
quotations dull and nom inal. Some 
concession m ay be made, if necessary, 
to  effect large sales, but even so buy
ers are no t show ing any in terest be
yond curren t requirem ents. In  an 
invoice way Rio No. 7 is quoted at 
l l ^ c  and Santos a t lS ^ c .  In  store 
and afloat there are 2,377,921 bags, 
against 2,316,185 bags a t the same 
tim e last year. In  sym pathy with 
Brazil so rts the m arket for mild 
grades is dull and sales are of small 
quantities. Good Cucuta, l l j^ c .

T eas are dull and heavy, especially 
Japans. Sales are sim ply of quan ti
ties sufficient for everyday business, 
and of low grades here there is quite 
an accum ulation. Probably  some 
concessions would be granted , a l
though, as a rule, holders seem to 
be try ing  to sustain rates.

Refined sugar is quiet at the m o
m ent, although a /steadily  increasing 
dem and is confidently looked for. At 
4.30 it would seem as if the trade 
ought to  be ra th er  liberal buyers, but 
a t the same tim e it is well to use 
caution. A t the m om ent the tariff 
ghost is creating  no frigh t and it is 
realized tha t it will probably be sever
al m onths before any change can be 
put into effect.

W ould-be buyers of rice would, per
haps, take g rea ter quantities if they 
could agree w ith holders as to the 
value of the article. As m atters are, 
neither side gives way and sales are 
of only everyday character. Prim e 
to choice dom estic, 5^@ 5j4c .

Spices are quiet. D em and about 
steady, however, and quotations on 
the same level as at last report.

M olasses m oves m ore slowly as the 
season advances and the dem and for 
both b lackstrap  and grocery  shows 
a steady falling off. Supplies are m od
erate and values are entirely  unchang
ed.

In canned goods there has been a 
be tte r dem and for corn of the regular 
standard  grade. Buyers had an op
portun ity  to purchase a t 50c, but w ant
ed a still low er figure and this sellers 
are very loth to  g rant. A t 45c quan
tities of stock could be moved, bu t at 
th is figure profits w ould be “entirely  
subm erged.” T he supply of corn has 
been too  g rea t and it is altogether 
likely the pack of 1913 will be much 
sm aller than  th a t of last year. T om a
toes are ra th er  quiet at about 80c for 
standard  3c, f. o. b. factory. O ther 
goods are m oving in an everyday 
m anner, with no change w orthy  of 
note in quotations.

T here  is a be tte r dem and for bu tter 
and the outlook seem s to  be quite 
decidedly in favor of the seller at 
this w riting. Receipts, however, seem 
to  be quite liberal. E x tra  cream ery, 
35V£@36c; firsts, 34)/2@35c; held 
stock, 34@35c; im itation cream ery, 
25@26c; factory, 23^@ 24c.

. Cheese is quiet and unchanged. 
W hole milk specials, 17̂4@17̂c.

Eggs are steady. Top grades W est
ern, 20@22c and down to 17@18c.

Honks From Auto City Council.
Lansing, M arch 17— B rother F. H. 

H astings is w earing a b road smile and 
learning to m anage a brand-new  H enry  
car. No, the price of coffee hasn 't 
advanced!

T he H aw kins H ouse, a t Y psilanti, 
has changed to the E uropean plan.

B ro ther M. E. Sherw ood leaves to 
m orrow  on his sem i-annual two w eeks’ 
trip  to the northern  p art of the State. 
Mrs. Sherw ood doesn’t th ink  very 
kindly of the tw o w eeks’ trip , but 
dares no t express her opinion on the 
subject, for fear the T radesm an 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. H is 
father, B ro ther R. J. Evans, says the 
boy has inherited a love for lugging 
a sam ple case and telling the livery 
and bus men w here to  get off at. W hen 
only th ree years old he used to tod 
dle around the house with an old 
w orn out grip, m aking im aginary 
calls on the trade. O ccasionally, he 
would approach his m other, enquir
ing, “H ow  are you fixed for gum 
drops?”

T w o prom inent m em bers of our 
Council recently  found it necessary to 
rem ain over n igh t in Sherw ood and 
report a very disagreeable mix-up 
with the little  brow n bugs. So seri
ous w ere the resu lts th a t next m orn 
ing each though t the o ther to be b rok
en out with a peculiar kind of rash.

T he P erry  B arker Candy Co. is p ro 
gressive in m ore ways than  one. One 
day last week B ro ther E. II. Sim p
kins, the P residen t handed our cor
respondent a silver dollar and request
ed us to fix it so th a t the T radesm an 
would come every week instead of 
just w henever the firm’s name was 
m entioned in some news item.

No doubt, the entire m em bership 
of our Council has now received 
“T reatise  on A m endm ents.” I t  is the 
duty of every m em ber to  study this 
carefully and come to our nex t Coun
cil m eeting prepared  for a thorough  
discussion of the am endm ents p ro
posed and vote intelligently . T he 
tim e and place fo r kicking is in our 
own Council before our delegates to 
the G rand Council are instructed  and 
not after we have had it put all over 
us. II. D. B.

Self-Restaint.
I t  was a very hot day and the fat 

drum m er who w anted the 12:20 train  
got th rough  the gate  at ju st 12:21. 
T he ensuing handicap w as watched 
with absorbed in terest both from  the 
train  and the sta tion  p latform . At 
its conclusion the breath less and per
spiring  kn igh t of the road wearily 
took  the back rail, and a vacant-faced 
“red cap” came to  relieve him of his 
grip.

“ M ister,” he enquired, “was you try- 
in’ to  ketch  th a t Pennsylvania tra in?”

“No, my son,” replied the patient 
man. “N o; I was m erely chasing it 
out of the  yard .”

Chirpings From the Crickets. 
B attle  Creek, M arch 17—People who 

are in a position to  know , say tha t 
Jackson county will go wet.

T. Sweeney and wife, of Mason, 
have retu rned  from  a sho rt trip  to 
poin ts in Saginaw county. Mr. 
Sweeney runs the H otel Sweeney at 
M ason.

In my le tte r last week, I finished my 
offerings with an original poem which 
was prom pted by a photo we had tak 
en of the officers and executive com 
m ittee of our Council. T he T rad es
m an published my le tte r (including 
my poem ) in the sam e language and 
style as it was received. Censorship 
m ust be ra th er  lax in the fron t office. 
Mr. Stowe, or one of his associates, 
published a short notice regard ing  my 
poem. T he party  who spoke of my 
poem (called poem for politeness 
sake) used such rare  English in com 
m enting  upon same that it was some 
little  while before I knew  w hether I 
was com plim ented or insulted. Upon 
reading the little  no tation  I got upon 
a C., K. & S. tra in  and took the m at
te r up with a b ro ther w ho travels out 
of Grand Rapids, bu t lives in B attle 
Creek, and who has spent two T h u rs
day supper hours the last eight weeks 
try ing  to get the M ichigan Central 
tra in  No. 14 at K alam azoo for B attle 
Creek, to  dance a few dream y waltzes 
at a swell club party . O ne rapid trip  
from  the C., K. & S. depot to  the M. 
C. depot in a cab, one by fast ru n 
ning train  alw ays gone. T h is gentle
man, after hearing  my version of the 
criticism  of the poem, decided tha t 
Mr. Stowe was gen tly  but politely in
form ing me to cut it out. Therefore, 
never again.

W in. I. M asters is confined to his 
home with lagrippe.

Mrs. Boyd C ortrigh t is at home 
sick.

B ro ther Rufus Brooks is still sick.
Mrs. J. N. R iste was unable to  a t

tend our annual party  w ith her hus
band, on account of sickness.

T he superb m anner in which B ro th 
er Geo. C. Steele renderd  “M ary’s 
L am b” upon the piano last Saturday 
n ight is the talk of the Council. T alent 
will out.

B attle Creek Council, No. 253, had 
its business session, initiation of can
didates and installation of officers last 
Saturday afternoon. T he new officers 
are as follow s:

Senior Counselor— Ed. W . Guild.
Jun ior C ounselor—W m . I. M asters.
P ast Senior Counselor—J. N. Riste.
C onductor—Robt. Longm an.
Chaplin—Chas. Brewer.
Page—Guy Pfander.
Sentinel— H. W . Ireland.
Geo. C. Steele w as 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. A fter supper we w ere en terta in 
ed by Mr. and Mrs. Schoom aker, H. 
W . Ireland, Robt. Langm an, F rank  
M altby and Chas. R. Foster. W e 
then played progressive pedro. H o n 
ors w ere won by Mrs. C. W hipple 
and Mrs. Ed. Schoom aker. _ Chas.

Iden took the w ork during the a fte r
noon session.

B ro ther H arry  De Kalb, w ith the 
Lull C arriage Co., of Kalam azoo, sold 
Reed & Johnson, of C oldw ater, a car
load of carriages last week. . I m et 
Mr. Johnson  shortly  after he had made 
his purchase and he told me th a t the 
carload of carriages was all he 
bought. H e said H arry  bought after 
that.

Chas. R. F o ste r’s readings S a tu r
day n ight w ere the first we had heard 
from  Charles in m any a m eeting an I 
they were very well received.

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

O ne of our boys w ho now lives in 
Illinois and who reads the T radesm an 
each week, w rote  our S ecretary  and 
said he wished I would w rite m ore 
about the U. C. T. boys and less about 
the farm ers. All right, Charly. Some 
of us though are like farm ers. Could 

.use spreaders to good advantage and 
go to bed so early.

R em arks heard around 253’s Coun
cil cham bers:

“D oes O rin W rig h t ever come to 
tow n?”

“ I would like to hear Ed. Guild re 
cite som e Bobby Burns again—som e
tim e.”

“P re tty  near tim e for N orm  to have 
his te rrito ry  changed again, isn’t it?” 

"T here m ust be a lo t of Beecher- 
Peck & Lewis and U. C. T. mail sent 
from  94 N orth  avenue each week.” 

“H ow  m any diplom as has Robt. 
Longm an?”

“Did he ever go to  C ongress from 
this d istric t?”

"W hy don’t the I. O. O. F. buy a 
new vacuum cleaner from Clarence? 
T his old m achine is N. G.”

“W ho will be down in the m orning 
w ith Boyd and Ed. to  wash dishes? 
Bill is sick, you know .”

“W here will we hang our new pic
tu re?”

"H erb  will m ake a good Sentinel. 
W ould like to see him go through 
the chairs.”

"Should think John  A dam s would 
be all in. U nderstand  he has w rite r’s 
cram p.”

“D on’t P fander send in a crazy le t
ter?  A cts fairly hum an, too. H e’s 
go t a nice wife and child, anyw ay.” 

“V int and M ark don’t seem to en
joy the cigar smoke. D on’t  they use 
tobacco?”

“Does Bill use scrap o r fine cut? 
Neither. Oh, all rig h t.”

“Does Greenm an spend all his time 
in B attle C reek?”

“You bet, H . W . I. sold C. N. K. 
broom s.”

“ H ow  did it hapen they tru sted  
W hipple and P fander with all tha t 
supper. And the w ay they eat, too .” 

Guy P fander.

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter 

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

M anufactured by  W ells & R ichardson Co. 
Burlington, Vt.
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Movement of Merchants.
L evering—S. J- H oar has engaged 

in the m eat business here.
A uburn—Samuel F isher will open 

a fu rn itu re  store here.
Suttons Bay—M. C. W aagbo ¡¡as 

opened a jew elry store heie.
S pringport—W hitem ere & Farland 

have opened a m eat m arket here.
Mesick—C. B. G ilbert succeeds A. 

M. Goodrich in the m eat business.
Grawn—W ilson & B arnard have 

engaged in the undertaking business 
here.

Bagnall—F. A. Sprague succeeds 
Sprague & F arnsw orth  in general 
trade.

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

K ipling—F ire destroyed the store 
building and m eat stock of P ete r Fay 
M arch 14.

C onstantine— H. E. L in tz  & Co. 
have opened a dry goods and grocery 
store here.

D etro it—H enry  Cowles, of D urand, 
has opened a bakery in H ighland 
P ark  addition.

Sandusky — Clare O rr, hardw are 
dealer, died a t his home March 14, 
aged 35 years.

H ancock—Samuel T. Payne, meat 
dealer, died at his home .M arch 15, 
aged 43 years.

Middleville—Fire destroyed the St. 
Jam es H otel March 17, entailing a 
loss of $10,000.

G rand Ledge—W ard  Davis will en
gage in the confectionery business 
here about April 1.

W yando tte— Miss D ella Renaud has 
engaged in the m illinery business in 
the R oberts building.

O wosso—T he Ow osso Sugar Co. 
has increased its capital stock from  
$1,250,000 to $1,875,000.

Belding—F rank  R. Bullis is closing 
out his stock of m arble and granite 
ow ing to  ill health.

B reckenridge—T he F arm ers ' E le
vator Co. has been organized w ith a 
capital stock of $30,000.

Bangor—W alter W ebster is suc
ceeded in the restau ran t business by 
his bro ther, O. W ebster.

S tanton— E. L. L>awson, who re 
cently  opened a jew elry store here, 
has discontinued business.

K alam azoo—M ark R. Anson has 
installed a soda fountain in h is.branch 
drug store on E ast avenue.

P ortland—C. C. Ludwig is closing 
out his stock of general m erchandise 
and will re tire  from  business.

Kalam azoo—T he opening of Tall 
Bros, jew elry store occurred M arch 
19, having been postponed owing to 
the non-arrival of stock and fixtures.

Royal O ak—T he Royal O ak Sav
ings Bank has increased its capital 
stock from  $20,000 to  $40,000.

D etro it—T he capital stock of the 
K ennedy O ptical Co. has been de
creased from  $50,000 to  $1,000.

Riley—Charles Cowles, form erly 
engaged in general trade  here, has 
started  a store at Lindsay, Cal.

M arquette—Louis Getz has added 
lines of shoes and m en’s clothing 
to his dry goods and m illinery stock.

Romeo— Fire dam aged the J. J. 
Cochrane stock of general m erchan
dise to the ex ten t of $10,000, M arch 
15.

lshpem ing—F. B raadstad & Co. have 
installed a soda fountain in the 
grocery  departm ent of their general 
stoi t.

Carson City—T he G ittlem an Co. 
has added lines of w om en’s clothing 
and furnishings to  its stock of m en’s 
clothing.

E astport— M ontford H arvey, who 
recently  lost his sto re  building and 
grocery  stock by fire, has re-opened 
his store.

Baldwin—Joseph H. Cobb, who has 
conducted a hardw are store here for 
m any years, died a t his home here 
M arch 13.

A llegan—Basil W . P arker has sold 
his stock in the H ankow  T ea Store 
to M. R. M isener, who will continue 
the business.

Jackson— B ert W ing, who recently 
sold his grocery stock, has re-engag
ed in a sim ilar business on G reen
wood avenue.

P ontiac—T he Royal O ak 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 d rug stock to C. G. Meyer, 
recently  of T hree  Rivers, w ho has 
taken possession.

M anistique—E dw ard D ishneau lost 
his store building and grocery stock 
by lire M arch 13. T he loss was cov
ered by insurance.

Grand Ledge—W . F. T rea t has 
leased the Babcock building and will 
occupy it with a stock of wall paper 
and paints A pril 1.

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

M ason—E rnest A. D ensm ore has 
sold his hardw are stock to W illiam  
Tunningly, who will continue the busi
ness at the same location.

K alam azoo—A. H. P rehn , w ho was 
engaged in trade  tw elve years on the 
E ast side, has leased the Bosm an 
store, on South Burdick street, and 
will engage in the m en’s furnishing 
goods business therein  about April 1.

Seneca— E rn est Dewey has sold his 
stock of general m erchandise to A.
O. D ersham , recently  of Morenci, 
who will take possession April 1.

L ainsburg— N orm an B. Blood, who 
has conducted a jew elry store here 
for the past fifty-one years, died at 
his home M arch 14, aged 80 years.

A llegan—H erb ert E. E llio tt has 
sold his in terest in the M iner & E l
lio tt bakery, to  h is partner, Ray 
M iner, who will continue the business.

P ortland— E rnest Sandborn has sold 
a half in terest in his bakery to  A rthur 
Bailey and the business will be con
tinued under the style of Sandborn & 
Bailey.

L udington—Fred A. Swanson, for 
th ree years chief clerk in the Gibbs 
grocery and m arket, has resigned to 
take the m anagem ent of the M asse 
Bazaar!

O vid— M eehan Bros., engaged in 
the cream , egg and poultry  business 
lost their plant by fire M arch 16. Loss 
about $3,000, partially  covered by in
surance.

Saginaw—Referee in Bankruptcy 
M arston has declared a first dividend 
of 15 per cent, in the estate of P eter 
Becker, form erly engaged in the shoe 
business.

Laingsburg—W ayne Colem an and 
J. Colby have form ed a copartnership 
and purchased the Edwin W ilcox & 
Son bakery and restau ran t and taken 
possession.

V estaburg—H ard ing  & H ornbeck, 
dealers in hardw are, have dissolved 
partnersh ip  and the business will be 
continued by Mr. H ard ing  under his 
own name.

M arlette—The M arlette C lothing 
Co. has been organized w ith 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 W olco tt House, to  Clarence 
A. Griffin for his 20 acre farm and 
stock. Mr. Griffin will take possess
ion April 1.

P o rt H uron—Daniel Conway, who 
conducted the Conway H otel for a 
num ber of years, died at his home 
M arch 12, as a result of apoplexy, 
aged 74 years.

St. Johns'—E. E. Bishop, poultry  
and egg dealer, is pu tting  in m achin
ery for the m anufacture of butter. 
T he new departm ent will be in op
eration  by A pril 15.

A llegan— H erb ert A. Baker has 
purchased the in terest of his partner, 
C. G. M essinger, in the B aker-M es- 
singer drug  stock and will continue 
the business under his own name.

L aingsburg—Touff Bros, have sold 
their dry goods and grocery  stock to 
W alter W righ t, who will take posses
sion April 15, Mr. W rig h t sold the 
stock to Touff Bros, about th ree years 
ago.

C oldw ater—Cleo A rnold has pur
chased the in te rest of his partner, P. 
C. H ousten, in the im plem ent stock 
of A rnold & H ouston and will con
tinue the business under his own 
name.

Stockbridge—E. B urney O strander 
has resigned his position of A ssist
an t Cashier of the Stockbridge S tate 
Bank, a position he has held ever 
since it was established, and secured

a sim ilar position in D etro it w ith the 
W oodw ard A venue S tate  Bank. 
H ow ard M arshall, of G regory, suc
ceeds Mr. O strander.

Law rence— Jennings Bros, have 
sold their drug stock to  B urrell T ripp, 
who conducts a departm ent sto re  at 
Allegan. Mr. T ripp  has no t decided 
w hat disposition he will m ake of the 
stock.

St. Johns—Noble B urnett, dealer in 
dry goods, has given a tru s t m ortgage 
to J. E arl Brow n for the benefit of 
his creditors. Liabilities, about $8,- 
000; stock on hand, w ithout fixtures, 
$6,800.

Cass City—T he F arre ll & T ow n
send Co. has opened a general retail 
clothing and shoe store, w ith an au
thorized capital stock of $20,000, all 
of which has been subscribed and paid 
in in property.

Rose City—T he Rose City Bank 
has been incorporated  into a sta te  
bank under the style of the Rose City 
S tate Bank, w ith an authorized  capi
tal stock of $20,000, all of which has 
been subscribed.

A llegan—W illiam  Babcock has sold 
his grocery  stock to  Melvin Collins, 
who will continue the  business. H e r
m an Konkie has opened a m eat m ar
ket in connection w ith the M. Col
lins grocery  store.

B righton—T he private bank of G.
J. Baetcke & Co. will no t be able to 
pay m ere than 75 cents on a dollar 
to the creditors. T he assats are giv
en as $73,500, while the liabilities are 
recorded as $86,000.

D aggett—T he D aggett S tate Bank 
has been organized with a capital 
stock of $20,000 and a surplus fund of 
$5,000. P resident, Paul P errizo , Vice- 
President, A ndrew  E. W eng; Cashier,
A. H. A. DeChateau.

Caro— F ire  destroyed the store 
buildings and stocks of the W atrous 
H ardw are Co., R. J. Putm an, grocer, 
and the restau ran t of P erry  & W righ t. 
Loss about $15,000, which is nearly  
covered by insurance.

M uskegon—J. W . F lem ing has sold 
his produce business to  M. Piow aty 
& Sons, of Chicago, who recently  pu r
chased a produce house in G rand Rap
ids. Mr. F lem ing will rem ain with 
the house as m anager.

C harlo tte—H ubbard  & H oughtal- 
ing, dealers in general m erchandise, 
have dissolved partnersh ip  and the 
business will be continued by A. A. 
H oug’ntaling, who has taken over the 
in terest of his partner.

Clifford—Fire destroyed the brick 
store building in which R. Sm ith con
ducted a general sto re  and dam aged 
the stock to the exten t o f about $5,-
000. E. W . W heeler, druggist, also 
sustained a loss which w as covered 
by insurance.

Lansing—H. L. B arnard, is the la t
est Lansing citizen to  receive a le tte r 
from  Madrid, Spain, w ritten  by “S. 
Solouveff,” im prisoned Russian bank
er, who will give $160,000 of his se
cretly  hidden roll if B arnard  will do
nate a small trifle to  free the count 
from  the Spanish prison. B ernard 
will keep on selling groceries and 
leave the freeing of the supposed Rus
sian count to  any person who has 
tim e to attend  to  such philanthropy, 
lie says.
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The Produce Market.
A pples— N orthern  Spys, $3 per bbl.; 

G reenings and Baldwins, $2.75. R us
sets and o th er good varieties, $2.50.

Bananas— Have advanced to $3 per 
100 lbs.

B u tter— T he consum ptive dem and 
for bu tte r has been very good and 
the receip ts have been cleaning up on 
arrival. T he w arehouse stocks have 
been reduced to  a considerable exten t 
and all grades of b u tte r are very 
scarce. T he m arket is in a firm con
dition on both solid packed and print, 
and ow ing to  the high price there is 
no t likely to  be any change in the 
near future. Fancy cream ery com 
m ands 36c in tubs and 37c in cartons. * 
Local dealers pay 27c for No. 1 dairy 
and 19r/iC for packing stock.

Cabbage—$1.75 per bbl.
C arro ts—60c per bu.
Celery—$1.90 per box for C alifor

nia; $3 per crate for Florida.
C ranberries — L ate H ow es are 

steady a t $9.75 per bbl.
E ggs—T he m arket is higher on ac- 

account of E aste r requirem ents. M ost 
all dealers pay 19c this week, but ex
pect to  see the m arket drop to 14@ 
15c before the end of ano ther week.

Grape F ru it—The supply of F lo r
ida fru it is still large and w ith prices 
rang ing  from  $3.25 for 36s and 42s to 
$3 for all o th er sizes the dem and con
tinues larger.

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

G reep O nions—50c per dozen for 
Southern.

H ogs—10c for dressed.
H oney—20c per lb. for w hite clover 

and 18c for dark.
Lem ons—$6.50 per box for fancy 

M essinas. Californias are entirely  out 
of m arket.

L ettuce— New O rleans head, $1.50 
per bu.; hot house leaf, 10c per lb.

O nions— Spanish are in fair de
m and a t $1.25 per crate. H om e grow n 
have been reduced to 25c per bu., at 
which price there should be a heavy 
m ovem ent.

O ranges—$4.25 per box for either 
F lorida or Californias.

Parsley—30c per doz.
P o ta toes—C ountry  buyers are pay

ing 30c a t outside buying points. 
Local dealers quote 40@50c in small 
lots.

P ou ltry— Local dealers pay 13@14c 
for sp rings and fowls over 4 pounds 
in w eight and 12c for less. 7c for 
old roosters, 9c for geese; 11c for 
ducks; 15c fo r turkeys. T hese prices 
are livew eight. D ressed are 2c 
higher.

Radishes—25c per doz.
Squash—$1.50 per bbl. for H ubbard. 
Sweet P o ta toes—K iln dried Je r-

seys, $2 per ham per; D elaw ares in 
ham pers, $1.75.

T om atoes—$3 per crate  of 6 bas
kets—Florida.

Veal— Buyers pay 10@12c, accord
ing to  quality.

Merchants to Hold W eekly Auctions.
Corunna, M arch 17— Corunna busi

ness men are m aking a s trong  bid 
for the trade of farm ers of Shiawassee 
county by fostering  a plan w hereby 
the ru ral residents m ay bring  live
stock and o ther produce to  th is city 
to be sold by a com petent auctioneer, 
each Saturday afternoon. T he sale 
will be held on the s tree ts if the 
w eather perm its, and if not, a build
ing will be secured. O nly articles 
th a t w ould create  com petition with 
Corunna m erchants will be barred 
from  the sale.

T he C orrunna Business M en’s A s
sociation held a m eeting Friday even
ing at the city hall and nearly  every 
business place was represented. A 
com m ittee consisting of L. N. Shear- 
dy, F rank  L. Johnson and E. H. Mills 
was appointed to  m ake the necessary 
arrangem en ts for the auctions, the 
first of which will be held on Saturday 
o f  th is week, it is expected. All a r 
ticles to  be sold m ust be listed with 
the clerk previous to  the sale. A com 
m ission of 1 per cent, from  all sales 
will probably be dem anded by the 
A ssociation to  pay the expense of the 
auctioneer and the clerk. A nother 
m eeting  o f the A ssociation will be 
held Tuesday evening, when the plan 
will be talked over at g rea ter length.

A t a m eeting some tim e ago, the 
A ssociation appointed a com m ittee to 
confer w ith the Corunna Bank to  de
term ine if it could be induced to  re 
m ain open on every second Saturday 
evening, w hen the local furniture  fac
tories pay off their employes. The 
com m ittee failed to  repo rt F riday 
evening, and it is understood  that 
the m em bers w ere unable to reach an 
agreem ent w ith the bank officials. T he 
m erchants say they  are flooded with 
checks on  S aturday evening and find 
it im possible to cash them  all. If  the 
factory  m an cannot be accom m odat
ed, they  say, he goes to  O w osso, g e t
ting  the check cashed there and spend
ing m oney th a t he m ight otherw ise 
leave in Corunna.

T he G rand R apids F o rg ing  & Iron  
Co. has been organized w ith an au
thorized  capital stock of $30,000, of 
which $15,000 has been subscribed and 
paid in in cash. T h e  stockholders 
and the num ber of shares held by 
each are: C hristian F. F rey , 50 shares: 
M atthias Ruoff, 50 shares and Chas. 
A. H auser, 10 shares.

The Grocery Market.
Sugar— Federal is offering g ran u 

lated a t 4.25 f. o. b. New Y ork. All 
o ther refiners are holding for 4.30. 
T he m arket on refined is the low est 
it has been in fifteen years and raw 
prices are so close to refined th a t it 
is im posible for the m anufacturer to 
m ake a profit T h is  condition, it is 
thought, will not hold for any g rea t 
leng th  of tim e, but how m uch prices 
will advance, if they advance a t all, 
is a question no one seem s able to 
answ er. T he low po in t is usually 
reached during M arch and then  the 
m arket proceeds to  advance, but con
ditions are  so different th is  season 
th a t m ost jobbers do no t look for the 
m arket to  go much higher for some 
time.

T ea—T he m arket rem ains qiuet, 
with no change in prices, only cur
ren t requirem ents being asked for. 
S tocks are sm all in th is country. Both 
blacks and greens hold firm for the 
be tte r grades. Som e low grade 
Japans have been offered very cheap. 
N ot m uch life is expected in the m ar
ket until the opening of the m arket 
for the new crop.

Coffee—T here  is very little  dem and 
at the m om ent, ow ing to the belief 
held by some people th a t prices are 
going even lower. In  the last few 
m onths the m arket for all grades of 
Rio and Santos has slum ped 2@ 2^c 
per pound and the tone a t the pres
ent tim e is decidedly heavy. U nless 
pow erful support comes, even low er 
prices are no t unlikely. Brazil has 
held steady th rough  it all, and this 
is really the only strong  th ing  in the 
m arket. Mild coffees are also weak 
in sym pathy w ith Brazils, though 
some grades have no t declined so 
much. M exicans are scarce and 
strong. Java and M ocha are about 
unchanged and quiet. Java is som e
w hat scarce.

Canned Goods*—1 om atoes are un 
changed and in fair dem and. Corn 
and peas are  in quiet seasonable de
m and a t unchanged prices th rough
out. A pples are dull, largely owing 
to the cheapness of barre led  apples. 
P rices are unchanged. California 
canned goods show no change and 
light dem and. Small E aste rn  staple 
canned goods are m oving seasonably 
at unchanged prices.

Canned F ish—Red A laska salmon 
is undoubtedly w eaker than  it was 
some tim e ago, bu t has no t declined 
as m uch as some o ther grades of 
A laska salmon. F rench sardines are 
very scarce and gradually  tending up
ward. T he price is now quite high. 
Im ported  sard ines are dull and un 
changed. I t  is said th a t a combine 
has been form ed in N orw ay to regu
late the price of N orw ay sm oked sar
dines and some of the dealers are 
looking fo r a slight advance. N o 
change is looked for in dom estic sar
dines, bu t it is though t th a t the re 
cent advance will be m aintained.

D ried F ru its— P runes are about 
unchanged, 40s being relatively firmer 
and h igher than  the sm all sizes. The 
dem and is quiet. A pricots are only 
about 1 per cent h igher than  opening 
prices of last sum m er, which is 
though t to  be much too  low, con
sidering the way in w hich the m arket

is cleaned up. I t  is not expected th a t 
a g reat deal will be done in the 
m ovem ent of evaporated apples until 
the m arket is cleaned up some on 
green stock, which from  present quo
tations is going to be a difficult task  
to do before w arm  w eather. T he 
raisin m arket has been very unsettled 
duriug the past w inter and it was 
rum ored th a t a com bine had been 
form ed on the coast which would be 
able to  put the m arket on a  better 
footing, bu t so far no th ing  has m a
terialized and prices are exceedingly 
low and are  liable to  rem ain so, as 
stocks are large.

Cheese— Fancy cheese are only in 
m oderate supply and no change in 
price is looked for w ithin the next 
few weeks. U ndergrade and skimmed 
cheese are very plentiful and selling 
a t prices considerably under the 
price of fancy table grades.

Syrup and M olasses—Glucose is 
w ithout change. Com pound syrup is 
m oderately active and unchanged. 
Sugar syrup is dull at ruling prices. 
M olasses show s no change and is in 
seasonable dem and. Fancy m olasses 
has ruled at about 5c per gallon above 
last year, but is show ing some little  
w eakness now.

Rice— Prices are unchanged from  
quotations of tw o or th ree weeks 
ago, and the m arket is firm. M illers 
in the South are holding stocks firmly 
at p resen t prices.

Salt F ish—Cod, hake and haddock 
are unchanged, dem and being com 
paratively light, but prices steadily 
m aintained. T he m ackerel m arket is 
still in buyer’s favor. T he dem and is 
very m oderate and prices easy.

P rovisions—Small ham s are in bet
ter dem and than  any o ther goods, ow
ing to  the approaching E aste r sea
son. Pure lard is firm at unchanged 
prices, w ith a good consum ptive de
man, while com pound is steady at 
unchanged prices w ith only a m oder
ate consum ptive dem and. D ried beef 
is firm w ith a good dem and; barreled 
pork and canned m eats are  steady a t 
unchanged prices w ith a light de
mand.

Advocate Standard W eights and 
Measures.

Kalam azoo, M arch 17—A t the last 
m eeting of the K alam azoo Retail G ro
cers’ Association, the follow ing offi
cers w ere installed: •

Presiden t—Rhenious Bell.
F irs t V ice-P resident—W . H. M oer- 

dyke.
Second V ice-P resident—W . H. Van 

D er Berg.
Financial Secretary—W . P. Jo h n 

son.
C orresponding Secretary  — H. J. 

Schaberg.
T reasu rer—F ran k  T oonder.
In  the discussion of the w eights 

and m easures proposition, the m em 
bers signified their desire to adopt a 
system  w hereby all m ay be made 
standard  and a resolution to this ef
fect may be passed soon.

R egular m eetings will be held here
after on the first and th ird  M ondays 
of each m onth, and a t the nex t m eet
ing, com m ittees will be appointed to 
p repare for en tertainm ents for the 
sum m er season. H . J. Schaberg.



6 M I C H I G A N  T R A D E S M A N M arch  19. 1913

T hree  L ess Banks T han  Five Y ears 
Ago.

E n tire ly  independent of each o ther 
and neither know ing th a t the o ther 
had such an idea in mind, the Grand 
Rapids Savings and the K ent S tate 
Ranks had feelers out for a m erger 
with the Com m ercial Savings Bank. 
The K ent S tate, it is sta ted, thought 
such a m erger would be highly ad
vantageous, as this would elim inate 
com petition at M onroe avenue and 
L yon street, w here 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 ano ther consideration, it is sta ted 
was that the K ent S tate  will be a 
tenan t in the new Pantlind  H otel, in
stead of a hom e owner, and a m erger 
with the Commercial would resto re  it 
to its old position as having title to 
its own property . T he actuating  m o
tive with the G rand Rapids Savings, 
it is stated, was to secure a main 
office in the heart of the financ'al dis
tric t and two very desirable branches. 
The negotiations for the proposed 
m ergers, in neither instance proceed
ed very far, but they did go far enough 
to  make the stock control of the Com
m ercial a m atter of considerable im 
portance. The Com m ercial stock is 
widely scattered  into m any small 
holdings, and to corral enough of 
this stock to be a factor th a t would 
have to be reckoned with in the event 
of serious efforts to  bring about any 
m erger plan was considerable of an 
undertaking. T he bunching up of the 
stock, it is understood, was accom 
plished, bu t the process put the stock 
at quotations considerable above the 
normal. T he first lots w ere bought at 
around 190 and then the price w as' 
jum ped to 201, and then to 215, and 
for some blocks still higher prices 
were paid. T he stock is now in such 
hands th a t neither m erger plan is 
likely to  go through.

Aside from  its very desirable real 
estate  holdings, the Com m ercial Sav
ings would certainly be a fine acquisi
tion for any bank, provided term s 
could be agreed upon. T he Com m er
ciai has $1.703,657.86 in savings de
posits and to tal deposits of $2,360,- 
563.27. W h at a m erger w ith either 
the G rand Rapids Savings or the K ent 
S tate would m ean in the m atter of 
deposits can easily be figured. T he 
G rand Rapids Savings has to tal de
posits of $3,501,380.65, and the K ent 
S tate  has a to ta l of $7,340,177.35. A dd
ing to  either of these the accum ula
tions of the Com m ercial w ould make 
very handsom e totals. I t  would make 
the K ent S ta te’s proposition as the

first bank in the m atter of deposits 
beyond question, and with a to ta l of 
$5,860,000 the G rand Rapids would 
have a show ing to  b rag  about. From  
all accounts both deals are off and 
w hat m ight be is hardly w orth  con
sidering.

T his city now has three banks few
er than  five years ago, tw o N ational 
and one S tate having been eliminated. 
The K ent and the State were m erged 
to m ake the K ent State, the F ifth  N a
tional and the Com m ercial w ere 
brought together to m ake the Com 
m ercial and the Grand Rapids N ation
al and the N ational City w ere com 
bined into the G rand Rapids N ational 
City. T hese three m ergers have been 
very successful and it is not apparent 
th a t the in terests of the business com 
m unity have suffered in the least 
through  the curtailm ent of the facili
ties. H ow  much fu rther the m erger 
m ovem ent can go w ithout inviting 
the s ta rting  of new banks is a ques
tion, but th is is no t a question th a t 
is pressing  for im m ediate answer.

N ational banks under the N ational 
banking law are perm itted  to  issue 
circulation to the am ount of their cap
ital, but, as a prelim inary  to  doing 
so, m ust buy G overnm ent bonds to  
deposit w ith the T reasury  D epart
m ent as security for the redem ption 
of the notes issued. T he F’ourth  N a
tional is equipped for all the circula
tion the law perm its, but both the 
( )ld and the G rand Rapids are a little  
short of the maximum. T he follow 
ing show s how much the banks hold 
in bonds to  secure circulation and 
the am ount of circulation they actual
ly have ou t:

Bonds Circulation 
Old N ational $800,000 $787,100
G. R. N ational City 900,000 883,497
F ourth  N ational 300,000 295,097

T here  is some profit in the bank 
circulation, bu t this profit is narrow er 
probably than  the general public sup
pose. T he bonds have to  be purchas
ed in the open m arket and are usually 
a t a prem ium, even the 2 per cent. 
Panam as. O n a basis of $100,000 
circulation the bank would have to 
pay probably $500 prem ium. T he 
earnings for the bank w ould be $2,000 
in terest on the bonds and assum ing 
th a t the circulation was all loaned 
at 6 per c e n t , $6,000 in terest on busi
ness, a to tal of $8,000. T he charges 
against the earnings would be $500 
tax  on the circulation, $62.50 expenses 
and $8.40 for the sinking fund. Th.e 
expenses and sinking fund allowance 
m ay . vary from  tim e to  tim e, but 
the figures given m ake a fair average. 
W ith  these deductions from  the  earn-

GRAND RAPIDS 
NATIONAL CITY BANK

Resources $8,500,000

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

Merchants, Treasurers, Trustees, 
Administrators and Individuals

who desire the best returns in in
terest consistent with safety, avail
ability and strict confidence.
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ings the net re tu rns are $7,419.10. If 
the cost of the bonds, $100,500, w ere 
put out a t 6 per cent., the net ea rn 
ings would be $6,030. T he actual 
profits on the circulation are $1,389.10 
V arious o ther issues of bonds are 
used as a basis of circulation and with 
them  the profits show from  12 to 14 
per cent. T he profits on circulation 
are not g reat, but every little  bit helps.

Q uotations on Loca l S to ck s  and Bonds- 
Bid. A sked.

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

K ansas City, Mo., M arch 15—“It 
was a m atte r of plain duty ,” W illiard 
P. H olm es says. And so he w ent 
ahead and in tw enty  years he earned 
enough to pay off the $63,000 of in
debtedness recorded against his little  
bank, the Security Savings T ru st 
Com pany, which failed in the panic of 
1893. ,

A. N. G ossett, the assignee has fil
ed a petition  to the effect th a t H olm es 
is ready to  supply m oney for the final 
dividend th a t w ould clear up the last 
dollar due depositors in the defunct 
bank. Mr. G ossett also asked an un
usual th ing  of the court—to  let him 
resign and appoint H olm es in his 
stead.

W hen it was suggested th a t his con
duct m ight serve as an exam ple 
H olm es was m anifestly  surprised.

“ I don’t see it th a t w ay a t all,” 
he objected. “I w as instrum ental in 
o rganizing  the little  institu tion  back 
in 1887. I go t some good people in 
it w ith me. T heir friends deposited 
m oney w ith us. T h a t was a t the top 
of the wave here. In  1893 we hit bo t
tom, w ith a good m any other institu 
tions. T h a t was too bad. B ut it 
couldn’t be helped. I don 't know 
that our m anagem ent was so much 
w orse than  o thers, but------”

H olm es sim ply didn’t see it. He 
was still feeling the chagrin of the 
trained business man overw helm ed by 
circum stances. But the brigh t fact 
th a t he had shouldered the debts of 
the bank, and refused the shelter of 
the bankruptcy act, and paid dollar 
for dollar in a tw enty  y ears’ struggle 
— that was a plain m atte r of course 
to Mr. Holm es.

Still, there  was Mrs. H olm es’ part. 
H olm es cheered up perceptibly and 
began to take real in terest in the 
conversation. “T here  never was a 
m om ent when she w asn’t sticking by 
m e,” he said. “W e didn’t have so 
very m uch in those days. T he equi
ty in our little  home— I doubt if I 
could have go tten  $1,000 for it on a 
forced sale. But she felt the same 
way I did about the bank m atter and 
we ju st set out to  clean it up. She 
helped all the  way.”

But no t one w ord would H olm es 
say about the tw enty  years he had 
spent w orking for the depositors that 
had put the ir m oney in his bank. 
H olm es couldn’t  see any call to make 
a fuss about it. H is doctrine was ab
surdly simple. T here  was noth ing 
else to  do.

H olm es’ hair is gray and Mrs. 
H olm es’ hair is gray. She is ra th er tall 
and slender and she has dark eyes 
and you instinctly  credit her with a 
lot w hen H olm es talks of the way she 
stood by him.

Am . G as & E lec. Co., Com. 80 83
A m . G as & E lec. Co., P fd. 44 46
Am . L ig h t & T rac . Co., Com. 360 370
A m . L ig h t & T rac . Co., P fd . 106 109
Am . P u b lic  U tilitie s , Com. 64 66
Am. P ub lic  U tilitie s , P fd . 74% 76
Can. P u g e t S ound L br. 3 3
C ities  S erv ice Co., Com. 118 122
C ities  S erv ice Co., P fd . 87 89
C itizens’ Telephone 92 94
C om m ercial S av ings B ank 215
Com w ’th  P r. Ry. & L t., Com,. 67% 68%
O omw’th  P r. Ry. & L t., P fd . 90 92
E lec. B ond D eposit, j. id . 74 77
F o u rth  N a tio n a l B ank 212
F u rn itu re  C ity  B rew in g  Co. 50
G lobe K n itt in g  W orks, Com. 125 135
Globe K n itt in g  W orks , P fd . 100
G. R. B rew in g  Co. 155
G. R. N a t’l C ity  B an k 180 182
G. R. S av ings B an k 216
K e n t S ta te  B ank 266
M acey Co., Com. 200
M acey C om pany, P fd . 97 100
I incoln G as & E lec. Co. 30 35
M ichigan S u g a r Co., Com. 55
M ichigan S ta te  Tele. Co., P fd . 100 101%
N atio n a l G rocer Co., P fd . 90 91

:ouncil possessing its own club room s 
affiliated with the U. C. T.

A rthu r J. Foster.

Old N a tio n a l B a n k  208%
Pacific  G as & E lec. Co., Com. 57% 
P eop les S av ings B a n k  250
T ennessee  By. L t. & P r ., Com. 20 
T en n essee  B y. L t. & P r .,  L id . 75 
U n ite d  L ig h t & B ailw ay , Com. 79 
U n ited  L ig h t & By., 1st P fd . 81 
U n ited  L ig h t & B y., 2nd P fd .

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

(new )
Bonds.

C h a ttan o o g a  G as Co.
D enver G as & E lec. Co 
F lin t  G as Co.
G. B . E d ison  Co.
G. B . G as L ig h t Co.
G. B . B a ilw ay  Co.
K alam azoo  G as Co.
S ag inaw  C ity  G as Co.

•E x -d iv id en d .
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78

73%

58%

22
76
80
83

79

74

1927
1949
1924
1916

97
96%
97%

95
95%
96
98% 100

1915 100% 100%
1916 100 101
1920 95 100
1916 99

I t’s easier to persuade a man to 
stand alone than it is to induce him 
to stand a loan.

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

Million

I D S^A V IN G S^ ANK*

Death of a Popular Dry Goods Sales
man.

P o rt H uron, M arch 18—Follow ing 
a severe coughing spell and hem or
rhage, w ith which he was seized last 
Friday evening, A. W . Peck, b e tter 
know as “Allie,” passed away a t his 
hom e in M aryville, Saturday m orn 
ing, M arch 15, aged 36 years T he 
deceased w as thought to be on the 
road to  recovery from  a siege of ty 
phoid fever. D eceased covered the 
Thum b country  for Burham , Stoe- 
pel & Co., of D etro it. T he funeral 
was held Tuesday, under the auspices 
of the K nigh t T em plars, and was 
largely attended  by the m em bers of 
both  the K nigh ts of the Grip and the 
U nited  Com m ercial T ravelers. Mr. 
Peck leaves a wife and son and a host 
of friends to m ourn his loss.

W . R. Carson received a hearty  w el
come from  his old friends on his re 
tu rn  from  California, w here he h a , 
been convalescing from  injuries sus
tained about a year ago. H is friends 
on the road will be pleased to lean: 
th a t he will soon be with them  again, 
m aking his rounds, calling on furni
tu re  trade. E. J. C ourtney.

Kent State Bank
Main Office Fountain St.

Facing Monroe
Grand Rapids, M ich.

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

Deposits
7 Million Dollars

3 k Per Cent.

Paid on Certificates

You can transact your banking business 
w ith us easily by mail. W rite us about it 
if interested.

If You Have Money to Invest 
You

Owe it to Yourself to 
Investigate 

the stock of the

National Automatic 
Music Company
42-50 Market A v e . N . W . 

Grand Rapids, M ich.

Which has paid 45 consecutive 
monthly dividends 

amounting to 68 per cent.

Send for particulars

Smallest Council of the U. C. T.
Ann A ror, M arch 17—T he follow 

ing officers w ere elected at the annual 
m eeting of W ashtenaw  Council, No. 
456:

Senior C ounselor—O. H . D ickinson.
Jun io r Counselor—F red  W . Schu

macher.
P ast C ounselor—Geo. E. Clark.
C onductor—H enry  J. Kendrick.
Page— H arry  E. Bacher.
Sentinel—W illis L. Rickey.
S ecre tary -T reasu rer—A rth u r J. F os

ter.
Chaplain— F rank  E. W ooley.
Executive Com m ittee—John  R. Mc

Neil, W alte r B. Burnet, F red  T . Stim - 
son and L. C. G uenther.

T he local Council w as organized 
Feb. 13, 1909, and is the  sm allest

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 3 ^  % if left a year.
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March 19, 1913.

L IG H T  T H R O W N  O N  D A R K N ESS.
A careful reading of the testim ony 

given by F red  W . Stevens in the 
Fere M arquette investigation by the 
Legislative com m ittee in D etro it 
m ight reasonably lead to  a question 
as to w hether it is the Pere M arquette 
o r the S tate of M ichigan th a t is on 
trial. Mr. S tevens w as an excellent 
w itness. H e answ ered 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 m any m il
lions of bonds, stocks and o ther evi
dences of debt th a t to  swim out was 
impossible. I t  w as an exceedingly 
in teresting  sto ry  of W all stree t m a
nipulation and none the less in ter
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 m atte r of 
issuing securities rested  solely with 
those in contro l and the capacity of 
the prin ting  presses to  produce the 
certificates, but now the M ichigan 
Railroad Com m ission has an au tho r
ity th a t corpora tion  m anagers cannot 
ignore. W hile giving facts and figures 
as asked for throughout his testim ony 
Mr. Stevens run an arra ignm ent of 
the State of Michigan for its hostile 
policy tow ard the railroads. T axes 
have been increased tw o and th ree 
fold. Cost of operation has been in
creased by various regulations, some 
relating  to  safety, some to  the  de
m ands of labor and some to  m eet 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 distric ts and 
those th a t are thickly populated and 
by refusal to  perm it an increase in 
freigh rates. In  addition to w hat the 
State has done .to  m ake railroading 
difficult, labor costs have increased, 
coal and o ther m aterials cost m ore, 
and at every point the railroads have 
had to, m eet the same higher cost of 
living problem  which confronts the 
private citizen. T hose w ho are fa
m iliar w ith conditions will adm it that 
there is sober tru th  in all th a t Mr. 
S tevens has said. T he S tate has con
tributed  its share tow ard  m aking it 
difficult for even the solvent and well 
m anaged railroads to pull through . I t  
has piled up the taxes, sw elled the 
operating  and m aintenance expenses,

and curtailed the earning capacity of 
the railroads, and the S tate  is suf
fering in the service it receives and 
will continue to suffer so long as such 
policies continue. All these handi
caps tha t the State has placed upon 
the railroads have been know n, but 
never have they  been so clearly set 
forth  as by Mr. Stevens, or w ith such 
apparen t show ing of high authority .
I t  would not be at all strange if the 
investigation led to legislation undo
ing some of the handicaps under 
which the railroads are laboring. T he 
tw o cent fare law, for instance, m ight 
be modified to such roads as show 
earnings up to a certain  figure per 
mile, with, perhaps, th ree  cents 
w here the earnings are low. The 
ad vaiorum  system  of taxation  adop t
ed in the Fingree adm inistration  can
not be changed w ithout an am end
m ent to  the S tate  constitu tion , but 
taxes can be levied on some o ther 
basis than  to see how m any dollars 
can possibly be squeezed out of the 
corporations. Some of the regu la
tions not directly  re la ting  to  public 
safety m ight well be modified. In  
o ther w ords, the policy of the  S tate 
should be to give the railroads a fair 
chance and to encourage them  in giv
ing good service, instead of m aking 
it im possible for them  to  do so.

W IN E L E S S  W H IT E  H O U S E .
T he w ord comes th a t under the 

W oodrow  W ilson A dm inistration 
wines and liquors will no t be served 
a t the W hite  House functions. T h is 
will bring sorrow  to som e who live 
in W ashington and are high in public 
life. I t m ay shock the foreign d ig
n itaries and grieve them . i t  will 
certainly m ake the wine m erchants 
sad. B ut is not this good sense and 
in perfect keeping w ith the very la t
est and best A m erican ideals? In  the 
old country  the serving of w ines and 
liquors m ay be custom ary w ith the 
practice based on centuries of habit; 
but th is is A m erica, no t Europe. In 
th is country  the tendency is m ore 
and m ore tow ard  sobriety, decency 
and the unfuddled brain. T o-day the 
non-drinker is d istinctly  in the fash
ion and especially is this true am ong 
the successful business men and 
m anufacturers. T he tim e m ay have 
been, even in th is country, when 
drinking was com m on, but in this 
day the drinker is looked upon with 
suspicion, his credit is im paired and 
m any doors of opportun ity  are closed 
to him. I t  is becom ing m ore and 
m ore so every year. If this is the 
tendency in com m ercial, industrial 
and professional life in Am erica, why 
should no t the W hite  H ouse reflect 
this tendency and encourage it? The 
W hite H ouse d inners m ay be sneered 
a t by official life in W ashing ton  and 
m ay be laughed a t in foreign courts, 
but good honest A m erican sentim ent 
will applaud, as w ineless d inners will 
be represen tative of th is country  and 
its custom s. T hose w ho a ttend  such 
functions and feel th a t they m ust 
have a drink can acquire their jag  
la ter in the evening a t the b a r  room , 
instead of under the  W hite  H ouse 
roof.

T H E  P U B L IC  B E  P L E A S E D .
A. W . W arnock of the T w in City 

stree t railw ay lines, m ade an excel
lent address before the G rand Rapids 
A dvertisers Club last week on the 
a rt of m aking friends. Instead  of the
old policy of the public be d------d, he
said, it is now the aim of public ser
vice corpora tions of all kinds—at 
least those th a t are well m anaged— 
to  make the people friendly by pleas
ing them  and try ing  to  ' give them  
w hat they  want. T he properly  con
ducted corpora tion  to-day has its 
w ell-organized kick departm ent with 
the best m an obtainable in charge, 
and com plaints of all kinds, w hether 
they come in by telephone, le tter, or 
personally , are given im m ediate a t
tention  and every effort is m ade to 
sm ooth th ings over and to placate 
and satisfy the person w ith a griev
ance. T he public service corporations 
seek to  take the public into their 
confidence and do all they can to cul
tivate the sentim ent of m utuality  of 
in terests. T hey are finding th a t this 
policy pays. N ot the least in terest
ing p a rt of the address w as when 
Mr. W arnock  suggested th a t the pub
lic co-operate w ith the m anagem ent 
in try ing  to  p rom ote good service. 
W hen a stree t car conductor, for in
stance, m akes 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 
m ending him for it. T his would put 
heart into the conductor and encour
age him in his efforts to please. Pub
lic service corpora tions are in effect 
big retail concerns, selling tran sp o r
tation , gas, electricity  or o ther com 
m odities at retail. T he s tree t car 
lines sell rides at 5 cents a package. 
The sam e rules th a t apply to the cor
porations should be and are followed 
by the successful retail m erchants. 
They, too, try  to  please the public 
and to  satisfy their patrons, or at 
least should do so. T he store patrons 
can encourage the clerks and put 
heart into them  and contribute to 
their efficiency by an occasional word 
of com m endation and praise. The 
clerks are ju st as responsive to  kind 
trea tm en t as experience has shown 
the public to  be for courtesy and 
corpora tion  efforts to  please.

T H E  L A W  O F  C IR C U M ST A N C E S.
In a recent issue of the T radesm an 

it w as sta ted  th a t the adoption of 
the dry m easure quart box for straw 
berries w as in enforcem ent of a law 
enacted by the L egislature tw o years 
ago. Instead  of a law enacted by the 
L eg islature it is the law of circum 
stances th a t brings about the change 
from  the old wine m easure box, and 
the law of circum stances is even 
m ore operative than  anything the 
authorities of the S tate  can do, for 
it has a way of enforcing itself and 
im posing its own penalties. A bill 
was introduced in the L eg islature tw o 
years ago for the adoption of the dry 
m easure quart box, bu t it w as op
posed by the B errien  county grow ers 
and also from  o ther p arts  of the State 
and fell by the wayside. T he only 
law on the subject is the old S tate  law 
which prescribes th a t com m odities 
sold by the bushel shall be m easured

in bushels or frac tions thereof. S traw 
berries come in th is class and under 
the old S tate law m ust be sold in 
fractions of a bushel, not in fractions 
of a gallon. T he law of circum stan
ces, which applies in th is case, is the 
enactm ent .of S tate laws and city o r
dinances establish ing  the dry m easure 
quart. T h is city adopted such an o r
dinance th ree years ago, but at the 
earnest request of the com m ission 
m en and o thers the enforcem ent of 
the ordinance w as suspended um il 
this sp ring  to let box m anufacturers 
and grow ers ad just them selves to the 
situation. D etro it has a dry m easure 
ordinance. Chicago by city ordinance 
and Illinois S tate  law insist upon hav
ing a full quart. Cincinnati has for 
several years been practically  closed 
against M ichigan berries because the 
M ichigan berry  box w as not up to  the 
standard  prescribed by ordinance and 
S tate  law. M ichigan berries are 
practically  shu t .out of the E astern  
m arkets for the sam e reason. W ith  
practically  all the good m arkets 
closed against the short m easure 
quart and the regu lations every year 
becom ing m ore stringen t, the box 
m anufacturers saw the necessity of 
m aking boxes of the standard  size. 
L ast spring  they held a m eeting in 
this city at the L ivingston H otel to 
discuss the situation  and the result 
of the deliberations w as the adoption 
of the standard  size, to  take effect 
th is season. T h is gave them  a year 
in which to w ork off their old stock 
and to let dealers and grow ers clean 
up. T he logic which brough t the 
M ichigan m anufacturers into line was 
the same which has appealed to the 
g row ers of T ennessee, K entucky, 
M issouri, T exas and o ther sta tes. Be
cause the leading m arkets will refuse 
berries shipped in sho rt m easure 
boxes, they are com pelled to use 
standard  sizes. Some old size boxes, 
no doubt, rem ain in the hands of 
grow ers and in th is city the Sealer 
of W eigh ts and M easures will con
sider circum stances w hen he finds 
such boxes offered, bu t after this sea
son the ordinance will be rigidly en
forced, not only as against local p ro 
duction, but also against shipped in 
fruit.

T he Pere M arquette  R ailroad, un
der an intelligent and energetic re
ceivership, is try in g  to  live down the 
unenviable repu tation  for accidents 
and calam ities acquired under the old 
W all stree t control, yet w hen a trav 
eler steps up to  the window a t the 
union sta tion  in th is city to  buy a 
ticket the indiscreet clerks, while 
m aking, change, insinuatingly shove 
forw ard an accident insurance blank 
and suggest th a t the traveler may 
w ant a policy with his ticket a t an 
additional cost of only 35 cents, good 
for 24 hours and entitling  his heirs 
to $5,000 in the event of a  fatality . 
T he sale of accident insurance is, of 
course, en tirely  legitim ate, w hether 
a t the ticket office o r elsew here, but 
it w ould be supposed th a t the Pere 
M arquette, try ing  to  live dow n its 
past and to  m ake the  people forget, 
would avoid rem inding them  ju st be
fore tak ing  a tra in  how  hazardous it 
used to  be to  travel by th a t route.
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O PE N  TO SU SPIC IO N .
T he anti-vice m ovem ent in various 

form s is sw eeping across the country 
and, instead of being a wholesom e re 
generative m ovem ent, it is taking on 
some of the phases of a popular fad, 
w ith all th a t th is implies! M any of 
those who are forem ost in the m ove
m ent are well intentioned and zealous 
reform ers. Experience has taught 
tha t these are unuSually unsafe guides 
in m atters that involve practical p rob
lems, w hether of a hum an nature or 
every day affairs. U nder the im pres
sion th a t the m ovem ent has vote win
ning possibilities, politicians have a t 
tached them selves to it. Seeing in it 
a chance to prom ote their own selfish 
in terests, the professional labor lead
ers have espoused it. Im practical re
form ers, designing politicians, self 
seeking venal labor leaders—these are 
the factors a t the head of the m ove
m ent and it is not difficult to predict 
th a t it will fade away as o ther m ove
m ents fade th a t are no t based on sin
cerity and wisdom.

So long as hum an nature is as it 
is there  will be vice in the w orld and 
wickedness. So long as there are men 
to tem pt and wom en to  be tem pted, so 
long as m en prom ise and wom en be
lieve there will be th a t sorrow  in the 
w orld which follows sinning. So long 
as there are cheap dance halls, so long 
as there are girls who openly court 
tem ptation  instead of avoiding it, 
there will be girls and women going 
astray. T he rem edy is not in m ore 
laws or in official investigations or in 
anti-vice crusades, but in the teach
ing of be tte r m orals and the cultiva
tion of h igher character. Innocence 
can be protected , for instance, by the 
suppression of such institu tions as the 
cheap clubs on the w est side, but in 
the last analysis it is innocence itself 
and no t the laws th a t m ust do the 
protecting .

T he entrance of the union labor 
leaders into the m ovem ent is a char
acteristic b it of im pudence and chin- 
canery. T he labor contention  is tha t 
vice is a direct resu lt of low wages 
paid to wom en and they  prescribe as 
a rem edy the enactm ent of minimum 
wage laws fo r women. T his con ten
tion is pu t forw ard  with a specious 
plausibility th a t im presses the th o u g h t
less, but it is a falsity and is intended 
to deceive. T here  is no relation  be
tw een low w ages and vice and to 
claim th a t there is is a slander upon 
thousands of honest g irls and pure 
m inded wom en all over the land. V ir
tue is no t a question of wages, but of 
character and m orals. T h ere  is vice 
in the circles of w ealth as well as in 
the ranks of the wage earners. T he 
wom an or girl who is viciously inclin
ed will still be vicious, no m atte r w hat 
her w ages m ay be. I t  is a false phil
osophy th a t would teach anything 
else. T he rem edy which the  union lab
or g rafters prescribes—the minimum 
w age law—instead of im proving con
ditions, w ould m ake them  infinitely 
w orse. I t  would be an interference 
w ith natural law s and to do this is 
alw ays dangerous. Instead  of having 
em ploym ent at low wages, the enact
m ent of such a law would throw  many 
girls and wom en out of em ploym ent 
entirely , which, probably , is w hat the

union lab o r leaders are striv ing  for. 
The reason fem ale w ages rank low 
is th a t so m any girls and wom en seek 
em ploym ent not because they are 
com pelled to work, but living at home 
and desiring m ore than the home 
purse will give them , they w ork to 
“help ou t” o r to  provide them selves 
with luxuries o r because they have 
no th ing  elso to  do. In  countless 
instances they  look upon em ploy
m ent m erely as a tem porary  ex
pedient, to come to an end when 
they m arry. V ery often the girls are 
light headed, frivolous, careless and 
satisfy with w hat they receive. T he 
sober, serious minded, conscientious 
am bitious girl who applies herself and 
tries to im prove and to  prom ote the 
in terests of her em ployer—such a girl 
has no com plaint to m ake of low 
wages, for she soon wins prom otions 
and higher pay. T here are very few 
em ployers but would ra th er have one 
$12 a week girl and w orth  it than  two 
$G a week girls who receive m ore than 
they earn. T here  are places fo r the 
low wage girls, but there  would be 
no places for m any of them  with a 
m inim um  wage law, for em ployers 
could no t afford to  have them. If 
these low w age girls w ere employed, 
it would be a t the expense of the 
girls w orth  m ore, because the natural 
tendency would be to average the 
wages and it would be infinitely hard 
er fo r the girl of m erit to  win the 
rew ard of ability and skill. T he p ro 
fessional union labor leaders never 
have been solicitous for the welfare 
of fem ale labor. In  fact, by p rom ot
ing the enactm ent of laws lim iting the 
hours of female labor and in various 
o ther ways they have show n them 
selves distinctly  hostile to  the women 
and disposed to curtail their oppor
tunities. F o r them  to  advocate a 
m inim um  wage law for women at this 
tim e is certainly open to  suspicion a n j 
it would be well to look into their 
m otives before taking up w ith the 
theories they advance tha t low wages 
arid vice go together.

T H E  P E D D L IN G  W AGON.
T he enterprising  m erchants in many 

of the sm aller tow ns of the S tate are 
going out after the farm er trade in
stead of w aiting  for the farm er to 
come in. T h is m ethod of m erchandis
ing has been in use in one form  or 
ano ther for ages. I t  found expression 
in the peddler w ith a pack on his 
back who passes from  one farm  house 
and from  one se ttlem ent to another, 
selling such w ares as he could to te  
around. I t  has been shown also in 
the peddling w agon, traveling routes 
th rough  the country  selling tin  ware 
and buying eggs. T he enterprising  
m erchants of to-day are follow ing old 
principles, but on m odern and up-to- 
date lines. T hey have their peddling 
w agon and send it out over the rural 
delivery rou tes a t sta ted  intervals, 
but, instead of being an old fashioned 
peddling w agon, it is a com plete gen
eral sto re  in m iniature. T he popu
lar type of w agon is enclosed, w ith a 
sliding door on the side. T he wagon 
in terio r is fitted up w ith shelves, box
es, bins and draw ers, with place for a 
barrel and beneath  are tanks, one for 
kerosene and the o ther for gasoline.

T he w agon is filled with these ordi
nary essentials 'to  successful house
keeping, sugar, salt, spices, soap, bak
ing pow der etc., and is then sta rted  
over a route of tw enty  o r th irty  miles, 
w ith a driver in charge to make sales 
to the farm  wives. C ertain rou tes are 
covered on certain  days, so th a t the 
woman m ay know how to  make their 
calculations on supplies, and often 
the peddling wagon has an ex tra  load 
of goods to be delivered ordered  by 
telephone or mail. T he peddlers on 
their routes often retu rn  with eggs, 
b u tte r and o ther products of the farm 
picked up on the way around or taken 
in exchange for supplies. These ped
dling w agons serve a double purpose. 
T hey widen the field of the en terp ris
ing m erchant and they give the farm 
wife one of the conveniences of city 
life, as goods are b rought to her door 
instead of com pelling her to go to 
town for w hat she wants.

A B U SIN E SS ASSET.
W e have heard m uch of late of 

the three-year-o ld  m illionaire who 
com m ands his retinue of servants, 
who sum m ons the black playfellow 
hundreds of miles, and w hose sligh t
est caprice is a t once the law of an 
entire  household. T here have been 
illustrations before of over-indulgent 
parents who pam pered a child into a 
la ter life tha t led to crime. A nd the 
thought comes of how m uch b etter 
to bequeath to an heir the founda
tion of true m anhood than  to leave 
to him untold millions.

Self-discipline is the foundation of 
all success. Thom son says that, “Real 
glory springs from  the conquest of 
ourselves; and w ithout th a t the con
queror is naught but the veriest 
slave.’-' T h is is but a poetical para
phrase of the old saw that “He who 
would govern o thers m ust first be 
m aster of him self.” W e see the ne
cessity for self governm ent every 
day. In the special occasions which 
come to every trade o r occupation, 
every in tercourse w ith our fellowm en 
m ay assum e a phase in which pa
tience, forbearance and endurance are 
called to the front. T he man who 
flies into a passion the m inute th a t 
th ings fail to  move his way, soon 
finds alm ost everyth ing going in the 
w rong direction; and his oars will 
then prove too weak to w ithstand the 
cu rren t of public opinion.

T he lad who is to be trained to  a 
successful business career has first 
the lesson of self-control to  learn. 
The Germ an teach every subject w ith 
in their realm s this im portan t system  
of discipline th rough  an enforced m il
itary  service of seven years. W e 
A m ericans m ay teach it in a m ore 
agreeable m anner, but not through 
the indulgence of every childish whim 
— the enslaving of the m an to  please 
the child. T his is the way w eak men 
and crim inals are made. T he ty ran t 
in the nursery  becom es the law -break
er in after life. T he child schooled 
to discipline is the level-headed and 
successful adult.

Of course, love is blind, but it 
m ight be ju st as well to  rem em ber 
th a t the eyesight of the neighbors 
is good.

BE R EA DY FO R  SPEC IA LS.
T his is an age and a season of 

special sales. “Spring openings” and 
“C learances” alike draw  m any cus
tom ers, old and new. If  you w ant to 
clear your shelves of old goods or 
exhibit the new ones, they in a great 
m easure speedily accom plish the ob
ject.

Y et there are resu lts m ore far- 
reaching than  these which it is well 
to consider. A fter we gain the audi
ence, the selling m ay be an easier 
m atter. Some of them  have tnade an 
effort—a hard  one—to  be p resen t at 
the time set. Som e have risen in the 
wee sm all hours and perhaps driven 
miles over rough roads or through 
the storm  in order to secure the saving 
of m oney which you prom ised and 
which they sorely need. I t has been 
a sacrifice, but one which those who 
find econom y the household word, 
are glad to  make for the sake of the 
reward.

Y et m ost of them  are quick to  ap
preciate the fact, if you have ren 
dered it one, th a t some of the so- 
called bargains are really no bargains, 
but either cheaper or slightly  dam 
aged goods. T hose w ho a ttend  such 
sales are forced to economize, and 
this very fact renders them  shrew d in 
com parisons. T hey quickly perceive 
that you have a few choice baits and 
are equally quick to  appropriate  their 
share. But if they have com e miles 
to  get some of the 50 cent kids, w ar
ranted to be first-class goods, they 
will resen t the fact that these gloves 
are all in small sizes. B e tter take 
space to add this fact than  to have 
even one disappointed custom er. Oi 
course, your m ain though t is to  get 
them  there, but such incidents tend 
to sour their tem per and prejudice 
them  against the rem ainder of your 
goods.

Service, too, is a g rea t feature in 
these “sales.” I t  is enough inconven
ience to the bargain  h un ter to  press 
through  the inevitable crowd, w ith
out being obliged to  w aste  valuable 
tim e in hun ting  som e one to  w ait 
upon her o r to  m ake the change. If 
ex tra  sales are expected, ex tra  help - 
in proportion  should be provided in 
advance. M ark it well th a t the aver
age shopper resen ts having her own 
tim e m aterially  discounted in value.

O ne of the purest and m ost endur
ing of hum an pleasures is to be found 
in the possession of a good nam e 
am ong one’s neighbors and acquain
tances. T his is no t fame, or even 
d istinction; it is local reputation 
am ong the few scores o r hundreds of 
persons w ho really know one. I t  is 
a satisfaction quite of th is world, and 
one obtained by large num bers of 
quiet m en and wom en w hose nam es 
are never m entioned beyond the lim 
its of their respective se ts of acquaint
ance. Such reputation  regards not 
m ental pow er o r m anual skill, but 
character; it is slowly built upon pur
ity, in tegrity , courage and sinceri
ty. T o  possess it is a crow ning sa tis
faction which is o ftenest experienced 
to the full ra th e r  la te  in life, when 
som e o ther pleasures begin to  fade 
away. Charles W . E liot.
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Making* the D rug S tore W indow s 
Pay.

T he goods th a t are shown in the 
window ought to  be so placed that 
the light that shines upon them  by 
n ight or by day will show the best 
features ra ther than  em phasizing their 
defects. A little  change of position 
will often m ake a g reat differ
ence in the appearance of stock- 
in the window. I t  is im possible to 
tell from  the inside of the window 
just w hat the effect from  the outside 
is. T he trim m er ought to  go out on 
the pavem ent and see the display as 
the custom er sees it. H e ought to do 
th is several tim es in the process of 
arrangem ent.

A catchy plan that can be used for 
any of several lines of goods is the 
follow ing: Suppose the druggist
w ants to  call atten tion  to  his hot- 
w ater bottles. L et him drape the win
dow in terior with a solid color, such 
as red, black or blue. In  the middle, 
upon a covered pedestal, he should 
place one hot-w ater bottle, so ad just
ed as to  look its best, and in front 
of this a card reading in large letters, 
“N ot F o r Sale,” while below in small 
le tters, that can be read only when 
the observer is close to  the window, 
“O nly a Sample, but Inside Are P len
ty Ju s t L ike I t  a t $1.25 E ach.”

By buying a small toy w heelbarrow  
from  the toy store  at an expense of 
perhaps 25 cents, you will have som e
thing that can often be used to  dis
play bulk goods, show ing them  by the 
w heelbarrow  load. The same plan 
may be used with a toy boat or train  
of cars or auto  truck. T he idea in 
each case will gain streng th  if it fol
lows the m eans of transporta tion  m ost 
in use in the locality of the store.

D isplaying any form of package 
goods built up to represent even in a 
crude way some local struc tu re  will 
always a ttrac t attention . T he town 
hall, the big bridge, the local sky
scraper, etc., furnish subjects for this 
kind of construction . A nother way 
of tu rn ing  local color to account is by 
m aking a m ap of the village on the 
window floor, using some kind of 
pow ders or household drug tha t is to 
be advertised and ou tlin ing  w ith it the 
s tree ts and, of course, locating  the 
store conspicuously. Rochelle salts or 
baking soda or borax m igh t be used. 
O n the site of the store a little  paste
board box, m ade to  im itate the store, 
m ay be placed, w ith a sign over it, 
“T he Baking Soda S tore .”

T he windows should be used in a 
way th a t will conform  to the greatest 
dem ands of the location of the store. 
A store  near a large railw ay station 
will have a g rea t deal of transien t 
trade, which m ay be draw n in by dis

plays of low-priced packages of can
dy, of chew ing gum, of m agazines and 
cheap books, of individual drinking 
cups, sm okers’ goods, etc. A store 
in a tenem ent section will find it 
m ost profitable to display goods at 
bargain prices, such as cheap hair 
brushes, combs, tooth  brushes and 
dentrificcs, hair tonics, household rem 
edies. sta tionery, to ile t preparations, 
etc. The window displays should pe
culiarly fit the neighborhood in which 
the store is located.

If the store handles school sta tion 
ery, as m any drug  sto res do, an in
dividuality may be given to the line 
w ithout much expense by having a lot 
of flashy labels printed in the school 
colors, w ith the nam e of the school 
on them, and attach ing  these to  all 
the articles in the line. A nything new 
and special like this will get the a tten 
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 im m ediate dem and 
for such th ings as catch the attention  
of the youngsters. N ovelty along 
this line of effort is necessary, and 
with each new attraction  the window 
is the only m outhpiece necessary.

C ontests of any sort th a t can be 
inaugurated  by window displays are 
usually popular and profitable. One 
of th is kind m ight be a “quotation 
con test,” with a window display of 
perfum es and an offer of a prize of a 
large bottle  of perfum e to the person 
handing in w ithin a week the largest 
num ber of quotations from  standard  
w orks m entioning perfume. A few 
sample quotations m ight be put on 
cards in the window, to show the pub
lic ju st w hat it m eant. T he 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 m atters, and nothing 
should be left to their im agination.

Dolls may be used to  g rea t advan
tage in giving w indow displays a life
like appearance. T here  are many 
scenes that may be arranged with 
their use, and it will prove profitable 
to get and keep a sm all assortm ent 
of them  just for window displays. 
M any window displays m ay be made 
with the dolls, such as a table with 
dolls at dinner and digestive tablets 
shown in the arrangem en t; 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 w ith feet a t a small 
ho t-w ater bo ttle ; doll baseball gam es 
o r football games, or o th er form s of 
sport popular in the tow n at the time. 
T he use of the dolls gives a hum an 
touch to the display and m akes peo

ple stop and look for m ore than the 
m ere instan t of glance th a t they usu
ally give a window.

A good deal of in terest will be 
shown by the public in a pair of fine 
prescription scales in the window. 
T he 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 w eight will 
bear it down. A card accom panying 
the scale should call attention  to its 
accuracy and sta te  that it is sensitive 
to a six ty-fourth  of a grain or w hat
ever that w eight may be, though it 
may be be tte r to  give the weight 
in fraction of an ounce or pound 
ra ther than grain, since a grain has 
no m eaning for the general public. 
Of course, it is not every drug store 
th a t can spare a pair of prescription 
scales for window display, and in 
such a case it is feasible som etim es to 
place the scales in the w indow  at 
closing time at n ight and leave the 
lights on and make a night-only dis
play of the balance, w ith a sta tem ent 
that the sam e are “our accurate p re
scription scales in use all the while 
the store is open.”

A nother plan for the use of scales 
in the window is to em phasize the 
fact th a t the  store always gives full 
weight, show ing a scale w ith the pan 
weighed down with some sort of bulk 
goods. T h is plan will at once adver
tise the goods and the fact of good 
w eight being given.

Raw m aterial displays are always 
in teresting  and instructive, and the 
public will usually stop and exam ine 
with considerable care any display 
th a t show s an article from  the raw 
constituen ts through the successive 
stages up to  the fully finished product. 
T he m anufacturers of m ost lines of 
goods will gladly help the dealer to 
m ake up window displays of th a t sort 
by giving or loaning the raw  m a
terial. L ines th a t can be handled 
thus w ithout much trouble are paper 
goods, rubber goods, bristle goods, 
'.obacco lines, etc., etc. W here the 
actual raw  m aterial o r partly  finished 
stock is unobtainable, pictures will 
help ou t by illustrating  the p ro 
cesses.

T o show a large quantity  of goods, 
or, ra ther, to  give the im pression < f 
a large quantity , the overflowing bar
rel idea is a good one, and it is sim
ple. M erely a barre l set in the w in
dow with a filling of paper nearly to 
the top and the goods at the top 
and apparen tly  running over and 
down the sides, being held in place 
if necessary by fine wire or thread. 
T here is alm ost no lim it to the num 
ber of lines of goods th a t m ay be 
shown thus.

A display of fine sta tionery  may be 
m ade effective by se tting  a lady’s 
w riting  desk in the window, fitting 
it up with the necessary w riting  
equipm ent, borrow ed from  hom e or 
elsewhere, w ith a card reading: “No 
finer paper at any price, 48 cents a 
box.” Of course, th is display is 
suited only to a window low enough 
so th a t the top of the desk will be 
about level w ith the eyes of the 
passer-by.

If you use this display in daisy

time, you can get a conspicuous ef
fect by gathering  a large quantity  of 
field daisies and decorating  the w in
dow with them , pu ttin g  in the goods 
and a card, “T hese Goods A re D ais
ies.” If no t in daisy time, get enough 
artificial daisies for a bouquet large 
enough to  give poin t to  the card. 
M any different kinds of goods are 
suited to  use w ith daisies, bu t cigars 
or co n fec tio n e ry ,  are perhaps the 
best.

Single-package displays have many 
m erits, and they  are being used by 
som e of the m ost successful window 
dressers to a large extent. In  the time 
of year when sunlight o r 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. A t all tim es the one- 
package, one-idea w indow sends peo
ple on witli a m ore definite idea in 
their m inds than  any m ultiple-package 
display. W hen the window is full of 
goods the eyes rove about from  point 
to point w ithout finding a resting  
place. W here there  is one th ing  
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 
p lanning them  so as to produce a 
m axim um  of effect, but once planned 
they usually require com paratively 
little  vcork to  make. Color, position, 
background and o ther th ings require 
careful a ttention , but it is no t 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 sm all quantity.

A clock face, draw n on a big sheet 
of w hite cardboard, can be used with 
a display of any sort of tim ely goods, 
w ith the inscription, “T im e for Cough 
Cure” fo r any th ing  else). If  you have 
a good, large clock, this m ay be used 
in the sam e way instead of the draw n 
dial.

A t the tim e of m illinery openings 
you can get a lo t of a tten tion  by se
curing some old hat fram es and decor
ating  a num ber of them  with various 
kinds of brushes, m aking up too th  
brush or hair brush, o r nail-brush 
hats. W hen all ready, make a w in
dow display and call it your spring 
o r fall m illinery opening. O ne who 
possesses considerable ingenuity in 
such m a tte rs  may easily m ake some 
quite clever trim m ings.

Ingenuity  is a valuable possession 
for the w indow trim m er, bu t the man 
who keeps at it will m ake his w in
dows pay even if he is no t ingenious.

Get the Love of W inning.
I like to  win in any th ing  I go a«.. 

I believe any good salesm an m ust 
feel m uch th a t way. M agnetism  is a 
physical quality, w ithou t doubt; and 
it m ay be inherited , yes. But a fellow 
m ust have m ore  than  th a t; he m ust 
have the wish to  win, the energy to 
try. W h a t else? W hy confidence. 
F irs t, the am bition  to  w in; second 
the confidence that you can win. T hese 
are the th ings—E . C. Sim m ons ir 
T rade  Outlook.
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H Y D R A U L IC  W A TER .

Story of Corporation Folly Forty  
Years Ago.

T he old controversy  betw een the 
city of G rand R apids and the Grand 
R apids H ydraulic com pany is occa
sionally b rought out for an airing, 
and, after the airing  has been accom 
plished, it is laid away for another 
season of rest. T he H ydraulic com 
pany w as organized under a special 
charter g ran ted  by the S tate Legis
la ture  in 1849, sixty-four years ago 
this spring. T he charter was given 
in perpetuity , but contained a p ro
vision for its repeal by the L egisla
ture at any fu ture time. In  response 
to  popular dem and the charter was 
repealed about eight years ago. T he 
S tate  Suprem e C ourt confirm ed the 
repeal as legal and valid. An appeal 
to  the U nited  S tates Suprem e Court 
was taken on constitu tional points in
volving property  righ ts and validity 
of con tracts, and this case is still 
pending. T he periodical resurrection  
of the old controversy  betw een the 
city and the com pany now is based 
usually upon the com pany’s righ t to 
m ake new connections, extend its mains 
or keep its old m ains in repair and do 
not m aterially  affect the m ain issue 
which is still in the courts. Some 
day, no doubt, there  will be a final 
decision to put an end to the con tro 
versy which has become so old as to 
be alm ost a land m ark  in the annals 
of the city. In  the m eantim e it is a 
question w hether 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 H ydraulic com 
pany’s w ater system  as an auxiliary 
to the p resen t city system . T he H y
draulic com pany is an im portan t fac
to r  in the insurance situation in Grand 
Rapids. F o r the fam iliar sprinkler 
equipm ent of factories, sto res and 
w arehouses some second source of 
w ater supply is necessary. T he city 
w ater supply is sufficient fo r ordinary 
hazards, but some failure in th is sup
ply is alw ays possible and the insur
ance underw riters require th a t the ex
tra  precaution of the sprinkler equip
m ent shall be supplied from  some 
o ther source. T he H ydraulic com 
pany affords the easiest and best pos
sible source of w ater supply, and m ost 
of the large buildings, especially in the 
dow ntow n distric ts which have the 
sprinkler equipm ent, have H ydraulic 
connections. If the H ydraulic com 
pany w ere put out of business and its 
service discontinued, building and fac
to ry  ow ners w ould be under the ne
cessity  of building costly w ater tanks- 
on the roofs w ith facilities for filling 
them , and th is would be no t only ex
pensive but unsatisfactory .

T he long-draw n-out controversy  
betw een the city and the H ydraulic 
com pany recalls the in teresting  his
to ry  of the la tte r  and how it failed 
to  grasp opportunities which were 
once w ithin its reach and could have 
been had fo r the asking. T he com 
pany as it stands to-day is a m onu
m ent to lack of enterprise  and in its 
p resen t p ligh t is a living exam ple of 
w hat corpora tion  folly can produce. 
T he H ydraulic com pany to-day m ight

contro l the w ater supply of the city, 
ju st as the gas supply and electricity 
are controlled by private corpora
tions. T he com pany was organized, 
as stated, in 1849 under a perpetual 
charter g ran ted  by the S tate  L egis
la tu re  and its purposes w ere to  sup
ply the city w ith w ater. I t  found a 
supply in the springs on the Penny 
farm , which com prised the d istrict 
which is now east of Jefferson avenue 
and south of W ealthy  street, and piped 
th is w ater to  the down town districts.
In  la ter years it secured an additional 
supply from  the K uste rer springs, 
near the present G rand R apids brew 
ery. In  1870, 1871 and 1873 the city 
had a succession of d isastrous fires 
sw eeping the business distric ts and 
destroying thousands of dollars w orth  
of property . T hese fires created the 
very natural dem and for a w ater ser
vice th a t would afford adequate fire 
protection. T he old com pany was 
urged to m eet the situation  with an 
enlargem ent of its scope and the ex
tension of its m ains. T he m anage
m ent of the old com pany was con
servative, did not see im m ediate p rof
its enough to w arran t the additional 
investm ent, lacked vision and, besides, 
it is im possible the old m anagem ent 
did not have the m oney. N ot having 
the m oney would have been the  least 
of the difficulties in these days of 
m odern finance, but forty  years ago 
the a rt of issuing preferred  and com 
mon stock and bonds had not been 
perfected. T he com pany refused to 
go ahead and, as a last recourse, the 
city itself took up the m atter of fur
nishing fire protection . A bond issue 
of $250,000 was voted and the city 
w ater w orks was established, with 
Coldbrook and C arrier creeks running 
through w hat is now the F ifth  ward 
as the sources of supply. I t  is not 
necessary to follow the h istory  of the 
city w ater w orks, as this is a fam iliar 
chapter in m unicipal history. The 
old H ydraulic com pany continued to 
do business, d istribu ting  the spring 
w ater to the down tow n d istricts, but 
m aking no great effort to  expand. In  
1886 the old com pany was purchased 
by local and E astern  capitalists and 
re-organized with M. R. Crow as 
President. T he new m anagem ent 
knew the gam e of m odern finance and 
re-organized with a large capital in 
stock and a big loan represented  by 
a bond issue. T he new m anagem ent 
showed great enterprise in extending 
mains, in securing additional and b e t
te r w ater supply from  the springs on 
the C om stock p roperty  th is side of the 
Soldiers’ H om e and in buying the 
Bailey springs fu rther no rth  as a 
source of future supply. T he new 
m anagem ent, how ever, recognized 
that, in com petition with the city, the 
com pany could never hope to  suc
ceed and undertook to purchase the 
city p lant and thus gain possession 
of the field. A definite proposition 
was made to the city, the alderm en 
were persuaded to give it their sanc
tion, the new spapers w ere subsidized 
into endorsing the plan and a very 
active and energetic cam paign was 
conducted. T he proposition failed to  
receive popular approval at the polls. 
N ot long after th a t the H ydraulic 
com pany ceased to  spend m oney for

extensions and im provem ents and in 
due tim e it was placed in the handa 
of a receiver, and there it rem ained 
for years. T he H ydraulic com pany 
in bankruptcy w as a constan t source 
of trouble and annoyance to  the city, 
fom enting  public d iscontent w ith the 
city service, inspiring  critic ism s and 
helping to  defeat plans for im prove
m ents. I t  served also as a center for 
the w ater scandal of a few years ago. 
T he repeal of the old com pany’s char
ter was finally dem anded as a punish
m ent for its folly and to get it out 
of the way of fu rther mischief. W hen  
the repeal was achieved the city of
fered to buy the com pany’s physical 
assets and asked the com pany to  m eet 
in a good faith conference to make 
term s. T he com pany’s answ er was a 
ridiculously exorb itan t price upon 
w hat it claimed to  own. T he city 
could not m eet such term s and then 
the litigation followed and it is still 
in progress. T here is not much lef! 
of the old com pany now except its 
name, but how different the story  
m ight have been had there been m ore 
corporation enterprise and m ore faith 
in the future of the city and m ore 
willingness to take chances fo rty  years

ago, and had there been m ore hon
esty and good faith in the m anage
m ent follow ing the re-organ iza t’on of 
the company.

Excellent Selections on Front Cover.
St. Louis, Mo., M arch 17—I have 

just received and read the poem s and 
sentim ents on the title  page or outer 
cover of your M arch 12 Michigan 
T radesm an, which are  always good 
but, of course, som etim es bette r than 
a t o th er times. I have said to my 
sons, who are associated with* me in 
business, th a t should I never get an 
opportun ity  to peruse the  inner pages 
of your publication I would, neverthe
less, continue my subscription in con
sideration of the excellent and well- 
selected quotations which regularly  
appear on its ou ter cover. I t  was my 
purpose to ’have said as much to you 
long ago, but I have neglected doing 
so until now. A nthony Ittner.

A dog m ay w orry a cat, but a 
man, being nobler than  a dog, w or
ries some woman.

N o m atter how young you are, 
you are probably old enough to know 
better.

Just What You Want!
5IX COMPLETEA ■ V#» Il ^esedre dt/Heprodueiions

Li l  PH A R r  i t  1 vfPen andPrush Work. ij/d
i t r y w i m  I ** Comptent (Fardwrderand «

r K  C / l l  hi Id r D Q  Sign/hinten and ine/ude |0i I / L V71 11 11 several Sets o f Figures.

UARDWRITIN& floo
Complete Set M ailed to ¡/ou fo r 111 —

cRódress M A X  R C O B B  (You Won T Want Your Money Back)
2 4 7  IT lonroe Give., Grand Rapids, Mich. '

J 0 0

R E Y N O L D S  F L E X I B L E  A S P H A L T  
S L A T E  S H I N G L E S

H A V E  E N D O R S E M E N T  O F  L E A D IN G  A R C H IT E C T S

Reynolds Slate Shingles After Five Years Wear Wood Shingles After Five Years Wear

Beware of Im itations. For P articulars Ask for Sample and Booklet.
W rite us for Agency Proposition. D istributing A gents a t 

Saginaw Kalamazoo Toledo Columbus Rochester Boston Chicago 
Detroit Lansing Cleveland Cincinnati Buffalo Worcester Jackson 

Milwaukee Battle Creek Dayton Youngstown Syracuse Scranton

H. M. REYNOLDS ASPHALT  SHINGLE CO.
Original Manufacturer, GRAND RAPIDS, MICH.
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BUTTER, EGGS and PROVISIONS

M ich igan  Pou ltry , Bu tte r and E g g  A s s o 
ciation.

P re s id e n t—B. L. H ow es, D etro it. 
V ice -P re s id e n t—H . L. W illiam s, H owell. 
S ec re ta ry  a n d  T re a su re r—J . E. W a g 

goner, M ason. _  ,  .
E x e cu tiv e  C om m ittee—F . A. Johnson , 

D e tro it; E . J . Lee, M id land ; D. A. B e n t
ley, Saginaw . _______

Fancy vs. Utility Poultry-Keeping 
As a Business.

W ritte n  fo r th e  T ra d esm an .
Of all the  vocations which are 

looked upon by hard-w orking m e
chanics, care-burdened m erchants and 
w earied professional men as offering 
m ore congenial occupation, poultry  
keeping seem s to  rank  first. A poul
try  plant, a small fru it farm , a g a r
den, an o rchard—the first, or a com 
bination of all, seems like paradise to 
the  city w orker. And he believes 
there is m oney in it— a good living 
anyway.

T he poultry  show is one of the 
m ost pleasing exhibitions to  city 
people. T hey  enjoy it ap art from  
any though t of possible profit. T heir 
attitude is no t th a t of the poultrym an 
or farm er, though it m ay also be in 
a degree critical and studious. The 
labor connected therew ith, the diffi
culties, the adverse featu res of pou l
try-keeping are  no t prom inently  sug
gested in the show room .

N o w onder th a t the first inclina
tion tow ard  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  som etim e engage in poultry  
keeping. And alw ays some en thusi
ast can depict in glow ing term s the 
financial possibilities of the business. 
V isiting the annual pou ltry  show, 
reading a pou ltry  journal or occas
ionally seeing the flock of some poul
try  fancier tends to  keep alive this 
in terest and perhaps the hope of some 
day engaging in poultry  keeping.

P oultry  keeping appeals to the city 
w orker because it can be undertaken 
w ithout a large capital. I t  prom ises 
respite from  the unvarying routine of 
office o r shop. I t  affords opportuni
ties to  w ork according to one’s own 
ideas and plans. O ne m ay escape 
m any of the unwelcom e experiences 
of e ither the em ploye or em ployer. 
Q uite an extensive business m ay usu
ally be carried on w ith no o ther help 
than  one’s own family.

T he city m an contem plating going 
into poultry  keeping as a business u s
ually sets about it in a businesslike 
way. H e expects to  begin w ith good 
stock—pure bred  fowls—and up-to- 
date facilities. But m any, very m any, 
fail in one particu lar: T hey  m ake a 
g rea t m istake in supposing th a t 
poultry-keeping requires little  or no

practical experience. T h is necessary 
experience is often m ore dearly 
bought as p rop rie to r of a  poultry  
p lan t than  it would have been as an 
em ploye of one.

T he fancy side of poultry-keeping 
is usually em phasized by the poultry  
show s much m ore so than  the utility 
side—the producing fowls and eggs 
for m arket, for hum an consum ption. 
Prem ium s, prizes and high prices for 
breeding stock and eggs for batching 
make undue im pression upon p ros
pective poultrym en. From  one dol
lar up to ten or fifteen for a se tting  
of eggs quite eclipses the m arket 
prices of 20 to 35 cents a dozen, and 
tw o, five or ten dollars for a b reeder 
instead of 50 cents to a dollar at 
the m eat m arket seems to offer g rea t 
inducem ents to raise prize-w inning 
birds.

C om paratively 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 rem unerative. A 
m arket for se tting  eggs or stock 
m ust be secured by advertising. T his 
advertising  com prises exhibition of 
stock as well as space in farm  and 
poultry  journals. I t  also includes cir
culars and booklets w ith illustrations 
and descrip tions to be m ailed to  pros
pective purchasers. T he poultrym an 
can not spend the time necessary to 
answ er in detail every enquiry except 
by p rin ted  m atter in connection with 
his correspondence.

T he tim e and expense of a ttending 
poultry  show s is no small m atter. 
T he breeder who would be up to date 
m ust attend show s even though he 
does not exhibit. But one w ho does 
not show his birds can not expect 
very m uch demand. H e m ust not 
only exhibit, but he m ust win p re
miums, and advertise his w innings. 
T o win he m ust have the quality in 
his stock. T his takes us back to  the 
beginning.

I t is no small m atter to decide 
w hat breed or breeds to  s ta rt with. 
H aving decided th is the next question 
is w here to  obtain foundation stock. 
T o  buy of those long in the business 
and extensively advertised m eans 
high priced stock. I t  m eans $10 to 
$15 for fifteen eggs and $10 to  $35 for 
a male bird to  m ate w ith fem ales 
costing $3 to  $10 each.

Before all th is one needs to  have 
a considerable experience in care of 
se tting  hens or use of incubator so 
that incubation m ay no t be an entire 
failure. H ow  to  produce healthy 
chickens, how to  keep them  grow ing 
th rifty  to  m aturity , how to  prepare 
them  for the show  room , how  to

m ate for ano ther season; these and 
much m ore m ust a person know and 
do in addition to  all th a t is required 
to succeed in the utility  line—that is 
to  produce eggs and fowls for m ar
ket.

O ne need not purchase such high 
priced stock in o rder to get pure 
bred fowls. No, of course not. He 
can begin w ith eggs at $1 per setting, 
or fowls at $1 or $2 each; and, 
strange to  relate a t the end of tw o or 
th ree years, the low priced stock 
m igh t be m uch improved, or the high 
priced stock m ay have very serious
ly retrograded. Much depends upon 
the skill of the poultry  breeder.

T hen again, styles change in poul
try  as well as in o ther things. One 
m ust keep well in touch with popular 
fads and fancies in the chicken world. 
T he breed or variety  of which one 
has spent years in building up a 
flock —th a t is aim ing to produce a 
certain  type—m ay be eclipsed in pop
ular favor by some other breed, va
riety  or type. T he breeder is then 
like a m erchant w ith out-of-date
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Send for our weekly price cur
rent or wire for special quota
tions.
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goods. P u rchasers do no t eagerly 
seek his w ares.

T he fancy poultry-keeper enters a 
lim ited field—a field w here there is 
strong  com petition— a field w here 
m oney talks louder than  m erit. The 
utility  pou ltry -keeper’s field is unlim 
ited. Com petition there does not ex
ist in the same sense. T he ever-in
creasing num bers w ho engage in this 
line have not reduced prices nor cur
tailed profits. U tility  products find a 
ready hom e m arket and w hen th a t is 
supplied good m arkets at a distance.
I t  is necessary  only to  supply p rod
ucts of good quality to  secure regu
lar custom ers and  good prices. In  
fancy poultry  there  is little  home 
m arket. C ustom ers are  secured only 
by constan t advertising. F rom  the 
nature  of the business, com paratively 
few are regu lar custom ers. Even if 
satisfied w ith b irds shipped them  or 
chickens hatched from  se ttings they 
may no t send to  the  same breeder 
the nex t year. And there  is m uch 
d issatisfaction in th is line of business. 
C ustom ers expect too high class birds 
for the price they  pay, or th ey  ruin 
a hatch th rough  ignorance or careless
ness and blam e the seller. T hey do 
no t know  how to  grow  th rifty  birds 
and condem n the stock because they 
get no prize w inners.

T he one w ho engages in u tility  
poultry-keeping has plenty to learn, 
and he can keep on learning and 
progressing . But he does not need 
to  advertise his w innings to secure 
custom ers. O nly the m eat dealer, the 
grocer, o r the consum er needs to  be 
convinced of the m erit of his p rod 
ucts. Each of these is his own judge. 
H e does no t need to study a “stand
ard of perfection” for weeks, m onths 
o r years, nor require each bird to be 
accom panied by a score card signed 
by some distinguished poultry  show 
judge.

T he fancy poultry-keeper has often 
to spend m ore tim e to  sell a single 
bird o r a se tting  of eggs righ t at 
hom e than  the utility  m an has to sell 
a crate full of fowls o r a case of eggs 
at a profitable figure. And when 
shipping away the form er has often 
to m ake a trip  to tow n, to the rail
road. sta tion  or to the express office 
for a single bird o r one se tting  of 
eggs, besides the correspondence in 
regard  thereto .

One fancy poultry  b reeder who had 
some dozen or m ore pens and had 
been in the business a num ber of 
years said th a t his business did no t 
really  pay un til his advertising bill 
reached $1,500.00 a year. And he was 
one of the sm all fry  com pared with 
Fishel, T hom pson, Bradley, K eller- 
strass, D uston, H aw kins, Cook, 
B right, Hew es, and perhaps a dozen 
o ther equally p rom inent fancy poul
try  breeders w ho advertise constan t
ly in nearly  all the leading poultry  
journals.

T he annual expense for quarter, 
half or full page advertisem ents and 
occasional w rite-ups w ith illu stra
tions m ust run  w ay up into the thou
sands of dollars for each advertiser.

T o  succeed w ith  fancy poultry  one 
m ust be able to  produce birds of high 
quality  in sufficient num bers to  fill 
orders. T he b irds m ust conform  to

the popular standard , no m atter how 
often fancies ' change. T h e ir name 
and fame m ust ever be kep t before 
the people, and the prices received 
or dem anded m ust correspond to  the 
outlay of m oney, time, study and en
deavor.

Fancy poultry-keeping as a diver
sion o r as a side line is free from  
the necessity  of show ing a profit, and 
anyone who chooses m ay thus in
dulge their propensity . T h is branch 
m ay be all r igh t fo r the ex traord inary  
person—one of a thousand—but the 
ordinary  m an or wom an will find the 
less exacting  branch— the u tility  
line—difficult enough. T h ere  is far 
be tte r chances of success, financially; 
there  m ay be full as m uch pleasure, 
and surely far less disappointm ent, 
anxiety o r excitem ent.

U tility  poultry  does no t necessarily 
m ean culls, m ongrels or unattractive 
fowls. One can have pure bloods 
and take pleasure in keeping hand
some fowls, and beside a satisfactory  
profit from  utility  p roducts there  is 
occasionally opportun ity  to  sell se t
ting  eggs and breeders w ithout ex
pending m ore fo r advertising  than  is 
received from  such sales.

E. E. W hitney.

has good friends to blow their m oney 
a t home.

J. H . Lee, in his Bracing Breezes 
from  M uskegon, sta tes he is su r
prised to find the m erchants take such 
an in terest in the section set aside 
for the traveling  fratern ity . W hy, 
bless his innocent soul, th a t is the 
best part of your splendid paper. W e 
poor dow n-trodden four-corner m er
chants are barred  from  jo in ing  M us
kegon Council, No. 404, but we are 
not barred  from  having our friends 
who are m em bers. I, m yself 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

clouds on a gloom y day. I never 
knew but one traveling  man who was 
a pessim ist and he hated him self to  
death on his second trip. L ong live 
the friendly, sunny, smiling and salve- 
spreading “boys” who travel the P. 
M. no rth  of Muskegon.

C. A. B rubaker.

A Pow erful Sermon.
“B rudders and sistahs,” said the old 

colored preacher, “ I ’se gwine to 
preach a powahful serm on dis mawn- 
in’. I ’se gwine to define de undefin- 
able, I ’se gwine to explain de unex
plainable, an’ I ’se gwine to unscrew  
de unsrutable.”

C harles C orey L ost H is A uto O n a 
W ager.

M ears, M arch 17— Spring has a r
rived in M ears and I will have to a t
tend to business instead of w asting 
my tim e in spoiling good stationery. 
Business has leaped forw ard sudden
ly and w ith a jerk . F rom  the holi
days until M arch 8 I averaged five 
traveling  m en and four custom ers 
daily. Since th a t tim e the average 
has been th ree traveling  m en and 
seven grow n custom ers, besides a 
horde of kids buying m arbles—a good 
solid increase in custom ers and a 
pleasing falling off of traveling  men.
I m ade the sta tem ent to Charles Corey 
on his last trip  th a t sp ring  was n ea r
ly here, but he disputed it and the 
end of our argum ent was a bet. I 
bet him  50 cents against his autom o
bile th a t I could catch and cage at 
least tw o robins before his next trip, 
M arch 15. I have w’on the bet and 
have the robins in a bird cage, but 
both have died. Now, can you tell 
me w hat in tunket I am going to do 
with his auto? T begin to  suspect he 
m ade the bet w ith the in tention of 
ge tting  rid  of it. I feel like the m an 
with a lawsuit. I lose even if I win.
I only hope Charlie will insist on my 
show ing live robins, instead of blind 
robins. I caught them  all righ t, when 
my clerk opened the box and threw  
me a couple. Charlie is the  fellow they 
copy w hen they w ant to m ake a pic
tu re  of Cupid. H e alw ays has a smiL- 
on his face like Bill B urner, only not 
quite so much so.

T he outlook up here is very brigh t 
for fu ture business. T he peach crop 
has only been killed twice th is w in
ter, so there  will be a bum per crop. 
T he year before it was killed a t least 
four tim es, so we only had a norm al 
crop in 1912.

In the last issue of the T radesm an 
you say “Blessed is the m an w ho has 
good friends to  blow his horn ,” but 
thrice blessed is the m erchan t who

F R E S H  C O U N T R Y  E G G S
W e are in the m arket for Fresh C ountry Eggs and will pay the 

highest m arket price

DETROIT PRODUCE CO. 3030 Woodward Ave. DETROIT

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

M O S E L E Y  B R O T H E R S
Both P hones 1217 Established 1876_______G R A N D  R A PID S, MICH.

SEEDS

The Vinkemulder Company
JOBBERS A N D  SH IPPERS O F E V E R Y T H IN G  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. Very little hand work is done in 
filling the containers. 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.
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D ecreasing the C ost of Selling Goods. 
Five T hings to Increase.

1. Sales.
2. Cash on hand.
3. Profits.
4. Efficiency of force.
5. Q uality  of goods.

Five T hings to  Decrease.
1. Debt.
2. U nnecessary  expense.
3. N um ber of com plaints made.
4. A m ount of tim e wasted.
5. Cost of selling.
The clothier, w hether m aintaining

a lareg  sto re  or a small one, can do 
no b etter than to make a copy of that 
list and hang it up where every m em 
ber of the staff will see it—and see 
it every day.

D uring the last year or two there 
have been vast strides m ade tow ard 
scientific m anagem ent in our retail 
stores. Men of b ra ins, have been 
studying the subject from  every point 
of view in an endeavor to  increase 
the efficiency of the establishm ent 
and decrease the am ount of expenses.
I t  is to  the discredit of re tailers that 
this phase of business was first ap
plied to the factory  and no t to  the 
retail shop. But now th a t the new 
order has arrived it is necessary th a t 
the m erchant adopt it and no t fall be
hind.

T o  increase his sales he m ust begin 
with him self and his store. He m ust 
be innoculated with the desire for 
success. He m ust have an am bition 
to  climb higher in the retailing  field.
If he is one of those m erchants who 
has been in the habit of going around 
“dam ning the dow n” and business in 
general he will have to be draw n up 
sharply  and headed in ano ther direc
tion. If the tow n is dam nable let him 
add his little  share in m aking it less 
so.

H aving arrived a t the point where 
he can sta rt off with a renew ed en
thusiasm , let him  m ake a survey of 
his establishm ent. L et him tim e how 
long it takes to  serve his custom ers 
in the different lines. T hen  le t him 
carefully consider how much tim e is 
w asted th rough  useless m otions.

H ere is one instance th a t m ight be 
cited. In  m any haberdashers’ shops 
there is no collar case, o r if there  is, 
it is so small it is m erely for display
ing a few of the new er styles. In  
m ost instances half a dozen boxes of 
collars m ust be taken from  the shelf, 
opened up and the collars b rought out. 
and shown. If  the different styles 
carried  in stock are show n in a collar 
case it does away with th is useless 
w aste of tim e, because while our m an 
is m aking his selection ano ther may 
be served. T hese cases will sell 
enough m ore collars to pay for them -

selves each year as well as save m on
ey and dissatisfaction in disposing of 
finger-m arked collars.

Sales may be increased by earnest 
h eart-to -heart talks w ith the clerks. 
T here  m ust be hearty  co-operation in 
every establishm ent or there is loss 
of time, m oney and prestige. I t  will 
be found in m any cases th a t some 
very fine salesm en are slow to adopt 
new ideas and fixtures. T here  are 
salesm en in som e establishm ents tha t 
are sure the only way to  handle clo th
ing is in piles on tables. Even after 
using racks and cabinets they are hard 
to  convince.

T he clerks should be encouraged to 
do b e tte r work, no t driven to  it. 
E ncouragem ent and com m endation 
are w orth  m ore in efficient service 
than  all the slave driving m ethods 
th a t were ever devised. In stil en thu 
siasm into the ir work by show ing 
your appreciation of it.

L astly , sales may be increased by 
a m ore careful study of the source of 
sales—the custom er. T o  increase his 
sales the haberdasher m ust get into 
closer relations, w ith his custom ers 
and those who are possible custom 
ers. T h is advertising  of the haber
dashery shop is sadly neglected in 
some quarters. L et the haberdasher 
get ou t and hustle for m ore custom 
ers, no m atte r how he goes about it; 
let him get m ore custom ers.

If sales are increased the am ount 
of cash on hand ought to be greater. 
W e w onder if the haberdasher reali
zes the im portance of th is one item. 
T here are thousands of m erchants 
who are doing business to-day for a 
m ere living. T h a t is, they get a liv
ing out of it and nothing m ore, be
cause each year when stock is taken, 
while it may be found th a t the estab
lishm ent has m ade a thousand or two 
over and above all shop and living 
expenses, the profits are  in stock— 
in m erchandise on the shelves. T hen 
about every so often the m erchant 
finds th a t he has a lo t of “junk” on 
his hands and he has a hard  tim e g e t
ting  rid of it a t any price—and his 
profits have dwindled down to  a very 
sm all am ount again.

Get m ore cash on hand. L ei th a t 
be the keynote of the year—but don’t 
fo rget to  m ake use of th a t cash on 
hand to  secure every discount possi
ble in reducing debts.

P rofits go hand in hand with sa le '. 
U sually the  m ore sales the m ore 
profits. P rofits m ay be increased by 
“grading up” sales and selling a b e t
te r  grade of m erchandise. A clerk 
who persis ten tly  and consistently , 
day in and day out, urges the advan
tages of b e tte r grades to  his custom 
ers m ust eventually show up increas-

cd sales and increased profits a t the 
end of the year. T his m ultiplied by 
every qlerk in the shop m eans som e
th ing  w orth  while.

In  considering the increase of sales 
we have dealt w ith efficiency of *’>e 
sales force. T h ere  is no doubt 
in the w orld th a t it is up to  the m er
chant, or the departm ent m anager, to 
build up an efficient sales force. T he 
elem ents are  there, bu t they m ust be 
com bined and fashioned. A carpen
te r and brick-m ason can build a house 
out of a pile of lum ber and other 
piles of bricks and sand. In  ju st such 
a m anner m ust the haberdasher build 
up an efficient sales force. F irs t, he 
m ust learn  how ; next, learn how to  
use his knowledge, and lastly , use 
it in such a m anner th a t the clerks 
are enthused enough to  begin to 
teach them selves.

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

D ebt should be decreased and can 
be by a m ore careful purchasing sys
tem. W e carry  much m ore stock of 
some lines than  is necessary to con
duct our business profitably. I t  will 
lie found th a t one m erchant will o v e r 
stock on shirts, ano ther on hosiery, 
ano ther on som ething else. I t  is a 
hard th in g  to determ ine ju st how 
much stock in each line to carry. As 
a general rule the whole stock should 
be tu rned  over from  tw o to six tim es, 
according to  local circum stances. But 
the sam e ratio  would not apply to all 
lines. Suspenders could be turned 
over six or m ore tim es in a year, 
as also g arte rs  and kindred lines. U n
derw ear could hardly be turned six 
tim es except under the m ost favor
able circum stances.

T here  is ano ther significance to 
th a t w ord “debt.” T here  are often 
debts owed to us. T h is is so when 
a credit business of even the sm allest 
proportions is done. Reduce these 
kinds of debts as m uch 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 tim e,” 
have a good talk  w ith him. T ell him  
you have to  pay for your goods in 
th irty  and sixty days, and th a t you 
can only extend credit th a t length  of 
time. I t  will surprise some m erchants 
to find how easy it is to  collect reg 
ularly when an understanding of the 
time lim it for credit is distinctly  ar
rived a t at the tim e the credit is ob
tained.

T here are few unnecessary expens
es the haberdasher has to  reduce. 
T here are some perhaps he m ight get 
m ore value for, bu t it is no t good 
policy for a m erchan t to  go around 
loping off expenses—because he usu
ally lops off the w rong  ones. Get full 
value for your expenditures and you 
will as surely reduce expenses.

By increasing the efficiency of the 
force and m aking the shop m ore up- 
to-date you decrease the num ber of 
com plaints to  a minimum.

Each clerk will in the scientifically 
m anaged sto re  find no idle tim e, so 
tha t his w aste tim e is reduced au to 
m atically, as also is the decrease in 
cost of selling—A. E. E dgar in 
•H aberdasher.

Spring Lines
For 1913

Now Ready

Hats, Caps 
Straw Goods

G. H. Gates & Co.
Detroit

Write for Catalogue

Low est
Our catalogue is "the 
world’s lowest market” 
because we are the larg
est buyers of g e n e r a l  
merchandise in America.

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

We sell to merchants 
only.

Ask for current cata
logue.

Butler Brothers
New York Chicago 

St. Louis Minneapolis 

Dallas
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W hat Some Michigan Cities Are 
Doing.

W ritte n  to r  th e  T rad esm an .
T he railroads have prom ised K ala

m azoo m erchants and m anufacturers 
direct shipm ents from  New Y ork and 
B oston in three days, w hereas the 
tim e taken now is nearly  ten days.

T he plan of free public auctions to 
a ttrac t the farm er trade will be tried 
a t C orunna under direction of the 
Business M en’s A ssociation of that 
city.

T he K ellogg T oasted  Corn Flakes 
Co., of B attle Creek, has com pleted 
a five-story addition to its plant and 
the m anufacture of the K ellogg b is
cuit begins this week, w ith a force of 
150 men.

T he Com m ercial Club of K alam a
zoo is out and after a m em bership of 
1,000. Annual dues are  $12.

E. E. Bishop is adding a cream ery 
to  his poultry  and egg p lan t at St. 
Johns.

Saginaw has secured the W ilcox- 
M cKim Co., m anufacturers of au to 
mobile parts. T he com pany has 
$125,000 paid in. capital and will em 
ploy 125 men.

Ironw ood’s slogan is “20,000 popu
lation in 1920.” T he Com m ercial Club 
of th a t city has 130 m em bers and 
everyone is said to  be a “live w ire.” 

Saginaw will try  out the plan of a 
municipal m arket.

T he city car lines of Saginaw were 
operated  at a loss during  the past 
year, according to the com pany’s an
nual report.

T he village of Com stock, K alam a
zoo’s neighbor, has installed sixteen 
stree t lights of 120 candle pow er each.

T he Chicago & N orthw estern  road 
will im prove its grounds at Ishpem - 
ing th is year by s ta rtin g  law ns and 
p lan ting  shrubbery  and flowers*

T he B attle Creek Cham ber of Com 
m erce will organize a boys’ division, 
the ages of m em bers rang ing  from  
15 to  21 years.

H illsdale has clam ped the lid on 
all gum  m achines, candy boards and 
gam bling devices.

E lectricians will be placed under 
the sam e rules as plum bers at H o l
land and all their w ork in w iring hous
es will be inspected before it is cov
ered up-

T he P ark  B oard of F lin t asks for 
$35,000 th is year. I t  is proposed to 
build bath houses at T hread  Lake and 
to purchase sw ings, teeters, etc., for 
the new playgrounds.

O rchard  avenue, from  Maple to 
H enry  street, in B attle Creek will be 
know n as “G eranium  s tree t” or “Red 
s tre e t’ this year. Beds of geranium s 
will be p lanted betw een sidewalk and 
curb in fron t of every piece of p roper
ty.

T he Retail M erchants’ A ssociation 
has been form ed in C oldw ater to  p ro 
m ote social in tercourse and closer 
personal acquaintance and to  fu rther 
in every, way the cause of com m unity 

' developm ent, believing th a t in the 
preservation  and prosperity  of the 
sm all cities, tow ns and agricultural 
com m unities lies the fu ture security 
of our country.

T he O w osso Im provem ent A sso
ciation has endorsed  the boulevard

system  of lights for the business sec
tion of the city.

T he Ann A rbor Council has passed 
a curfew ordinance.

K alam azoo has passed a sm oke o r
dinance. T he building inspector will 
also assum e the duties of smoke in 
spector and, in addition, there will 
be a sm oke com m ission of five m em 
bers, appointed by the M ayor.

L. A. Sears has been given charge 
of the T ru sco tt B oat M anufacturing 
Co. p lan t a t St. Joseph.

B enton H arb o r’s new park  has been 
nam ed M orton P ark  in honor of J. S. 
M orton, the veteran  steam boat man, 
who has done much for the city.

Benton H arb o r has adopted the 
free tex t book plan in the schools 
and all books will be furnished iree 
to  pupils in grades below the high 
school.

Pontiac will vote A pril 7 on the 
question of an appropriation  c i $'>»,- 
000 for the purpose of park  sites.

L ansing  m erchants at the Chamber 
of Com m erce in th a t city a n i  .a fte i 
prolonged discussion adopted the fol
low ing resolu tion: “Resolved— By
the re ta ilers of L ansing here assem b
led th a t we are opposed to  the p ro 
posed 4 per cent. M erchants’ T rade  
and Save System , believing th a t it 
will cause an unnecessary  expense 
and resu lt in no benefit to our cus
tom ers in the end, as the expense of 
advertising, pass books and book
keeping will cost m any tim es as much 
as the actual discounts paid, all of 
which m ust, of necessity , be added 
to  our legitim ate expenses and borne 
by the consum er.”

P o rt H uron  is nego tiating  w ith a 
C incinnati firm for the installation  of 
a p lan t for the disposal of garbage.

T he cultivation of sw eet peas next 
sum m er in the gardens of B attle 
Creek and the presen tation  of bou
quets to  passengers on tra in s passing 
through  the city, as favors of B attle 
Creek are suggested by the horticu l
tural society of th a t city.

M uskegon would like to get a e a r 
ning factory.

Saranac has secured a cream ery.
C harlo tte is on the C hautauqua cir

cuit th is year and will have a full 
week’s p rogram m e in July.

A lm ond Griffen.

Cogent Criticisms From Sunny Jim.
L udington, M arch 17—In  W afted  

D ow n From  G rand T raverse Bay by 
Red C. F rich te r: “Seems queer th a t 
it only takes Jim  G oldstein one year 
to  w rite one w eek’s item s and get 
everybody sore for ano ther year.” As 
we always surm ised, F red  th inks he 
is everybody. N ever mind, Fritzie, 
old boy, a year is bu t a short time.— 
any o ther place than  T raverse  City.

Curses! N o t a single dry goods 
salesm an signed his nam e to  an 
article th a t called a tten tion  to  one 
of our reg re tab le  m istakes—and it 
w as a m istake, too!

R oy T hacker, b e tte r quit kickin’ our 
little  friend, F red  R ichter, a roun’.

A ny durn fool kin buy* a ticket on 
an’ autom obile, bu t it takes a wise 
un’ to  buy the w innin’ ticket.

T hanks for them  kind w ords, Bill 
B osman.

And to think Editor Stowe would

stand by and never come to our res
cue w hen it rained epithets from  all 
points. H ow ever, if the boys won t 
let us talk  about them  as we please, 
we w on’t buy any m ore goods from 
them.

C hirpings from  the C rickets by 
P oet Guy P fander: “W et and dry 
ta lk  is again in the air.” If you don 't 
believe it, smell their breaths.

Bay City correspondence by R. F.. 
Sm all: “Much pleased to see D. J. 
Buck back again am ong us once more 
and tru s t he will be as of old.” E x tra 
ordinary  m an m ust Buck be. M ost 
everyone else is expected to improve.

Tf W alter Law ton 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. A fter our page splash, w hat 
seems to  be needed is a place for in
dignant traveling  men.

W e, too, although not a travel
ing “p est” w ere insulted a t the annual 
m eeting ‘in G rand R apids in March. 
Som eone asked us to have a drink.

W ith  apologies to  Bill Shakespere: 
Of all the poets beneath the skies, the 
T radesm an poets I do despise.

Except ourself.
But surely includes F red  R ichter. 
Eager, piercing, b itter, is the de

finition of keen. B ringing to mind a 
certain  editor, not m entioning any 
names, but the nam e of the paper is 
the B ulletin—rath er  a coincidence.

All the w orld likes a good looser.
T he Sunday school teacher, follow 

ing a sho rt talk  to  her class, asked 
M ildred the follow ing question: 
“W here do good little  girls go, M il
dred?" “T o  heaven,” w as the reply. 
“And w here do bad little  girls go, 
dearie?” “T o  the depot to  m eet the 
traveling  m en,” was the quick re
sponse.

W e should w orry and grow  talk 
ative like a traveling man.

In o rder th a t ye editor be not blam 
ed for this column, we sign our nam e 
in full. Jam es M cGuire Goldstein.

Intelligent Advertising.
A great m any gourm ands who are 

fond of ducks’ eggs have often w on
dered w hy the dem and for them  is so 
small in com parison with hens’ eggs. 
Indeed, the w ord “egg” has come to 
have but one m eaning.

T he egg of the hen owes its popu
larity  to  the countless centuries of 
persis ten t advertising. T h a t wise 
barnyard  fowl never fails to cackle 
exultantly  w henever she lays. The 
duck, on the con trary , m erely w ad
dles quietly away and says noth ing of 
her achievem ent. M oreover, the ro o st
er is in the habit of sounding the 
trium phant no te  of his race at sun
rise, thus calling a tten tion  to  the ex
cellence of the family w ares while the 
cook is p reparing  the breakfast.

T he lesson taught by these humble 
birds is one tha t no biped, either 
feathered o r sm ooth, can afford to 
neglect. T h a t some have learned the 
lesson and profited is proved by the 
fact th a t the m ost sought after brands 
of m erchandise are those whose m er
its are the m ost persisten tly  and a t
tractively set fo rth  in the advertising 
colum ns of high-class new spapers. 
T he hen, aided by her m ate, has al

ways been her own advertiser, but 
should the rivalry of the duck th re a t
en the g rea t industry which she has 
built up by her own efforts, we may 
expect to see her advertisem ent in 
the paper—we need not m ention its 
nam e—which will do her the the m ost 
good.

He Got H is W ish.
A Germ an peddler rapped timidly 

a t the kitchen entrance. Mrs. Carter, 
angry at being in terrup ted  in her 
washing, flung open the door and 
glow ered a t him.

“Did ye wish to  see m e?” she de
m anded in th rea ten ing  tones.

T he peddler backed off a few steps.
“Veil, if I did,” he assured her with 

an apologetic grin, “I go t my visit; 
thank you.”

Some of us m ust save money in 
o rder th a t o thers may inherit it.

M
1  G r a n d  R a p id s  M ic h

TOREACHYOUR

PATROMIENDS
VSE ®uif,HlGAN STATE V

T ELEPH O N E

Q. J . J o h n so n  C ig a r  Co.
S. C. W . El Portana  

E vening P ress Exemplar

T hese Be Our Leaders

. “e o «VesTo j s «  mot

OFFICE O U TFITTER S
LO O SE LEAF SPECIA LISTS

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

1 3 9 -1 4 1  Monro* S t  
Roth Phones 

jK A N D  R A P ID S . M ICH

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.



M I C H I G A N  T R A D E S M A N M arch  19. 1913

DRY GOODS, f 
FANCY GOODS NOTIONS

Tust W hat Trade Are You Bidding 
For?

W ritte n  fo r th e  T rad esm an .
Im agine for a m om ent th a t to the 

ten thousand wom en in some good- 
sized city a circular le tte r were sent, 
the le tte r to  be m ade up of questions 
runn ing  som ew hat like th is:

1 . A t w hat store do you do your 
principal dry goods shopping?

2. Please state in detail why you 
give th is store your preference? Is it 
that you find they have the la test and 
m ost exclusive styles, o r do their 
goods excel in quality? O r is it their 
prices or their service that especially 
a ttrac ts  you?

3. Do you attend special sales and 
patronize bargain basem ents? Please 
give vour opinion as favorable to or 
against these very com m on m ethods 
of stim ulating  patronage?

4. The goods being exactly the 
same, are you willing to pay a little  
m ore to  buy w here you are not jo s
tled by the vulgar throng, and can re
ceive leisurely atten tion  at the hands 
of a very courteous salesperson; or 
do you like b etter to take your chanc
es with the crowd, and w here you can 
get th ings at rock bottom ?

I presum e m ost wom en would think 
such a list of queries was m erely 
some advertising  scheme and would 
pay no a tten tion  to it; bu t if all would 
take the m atter up seriously and give 
replies to the best of their knowledge, 
these replies would throw  g rea t light 
on the invisible cords of a ttraction  
th a t draw  one wom an to one shop 
and ano ther to  another. Of course 
the list of names should include w om 
en in all ranks of society and in cir
cum stances varying all the way from 
poverty to extrem e wealth.

Probably very m any wrould name 
one or o ther of the departm ent stores 
of the city, and would m ake an an
sw er like this “I usually go to  S—’s 
because there I can get everything 
th a t I w ant under one roof. If I wish 
m aterial for a new gown. I go to  the 
dress goods division; I can provide 
m yself w ith a stylish hat in the m illi
nery departm ent; there  is furn iture 
on the th ird  floor if I need a rocker 
for the living room ; they carry  china 
and glassw are, shoes and groceries; if 
I w ant a lunch, there are little  tables 
w here I can procure a bowl of nice 
soup or a sandwich, and a cup of 
tea o r  a soda; and finally, if 1 w ant 
diversion, there is a good m oving 
picture show on the fifth floor. I t  s 
all righ t there  handy, no tram ping 
about from  one place to another.” 

Some replies would favor th is store 
or th a t sto re  because, at least so it 
would seem to the w riter, prices at 
those places w ere invariably the  low 

est. I t  would be found th a t some 
women make a s trong  point of style 
while o thers put m ore stress on re 
liability, and so on and so^ on. Very 
likely there would be som e one who 
would frankly say th a t such or such 
a store was their favorite; they  liked 
it best and felt m ost at hom e there 
and so usually w ent there. Ju s t why 
they could no t tell, the question being 
too’ psychological.

And, by the way, are there not 
m any m erchants who would find it 
difficult or im possible to  tell ju st why 
their patronage has come to be w hat 
it is? T hey  know quite closely per
haps w hat class of persons princi
pally constitu tes their clientele, but 
could they  tell definitely why these 
people come to  them  while o thers go 
to o ther places? Can you tell, Mr. 
M erchant, why Mrs. Blank is a regu
lar and constant custom er of yours, 
while her w ealthy and fashionable 
neighbor, Mrs. DeBlank, as p ersis t
ently  seems to  avoid you? Could you 
tell w hat m ethods to  adopt to a ttrac t 
the trade of Mrs. D eB lank and her 
kind?

Perhaps years ago when you made 
your s ta rt in business you purchased 
your stock of kinds of goods that 
you thought you could sell, item s that 
seemed to you attractive, w ithout a 
very clear idea of ju st w hat persons 
the goods would be sold to. You 
have kept on in th is way, and now 
the buyers who w ork under you and 
for you are  proceeding on the same 
principle. I sn ’t it tim e you get at 
th ings m ore definitely? T rue, you 
have succeeded in a  way, bu t would 
you not have m ade a g reater success 
by having a clearer purpose in mind 
and a closer adaptation  of m eans to 
ends? “Choose you th is day whom 
you will serve.” Decide w hat class 
o r classes you will cater to. T he man 
who know s ju st w hat he w ants and 
goes a fte r it by the m ost direct 
m ethods is the one who wins.

W hen you w rite an advertisem ent, 
have you in m ind a d istinct idea of 
the kind of wom an you are talking 
to? W ill chicness or cheapness p re 
sent the stronger appeal to her? Y our 
location, your building, your stock, 
the kind of salespeople you employ, 
the style of service you m aintain, 
your m ethods of display and of ad
vertising—all these m ust be suited to 
the tastes and convenience of the 
sort of wom an w hose patronage you 
desire.

No one store can hope to  serve all 
classes. T he aristocra t does no t like 
to mingle w ith the com m on herd. As 
a rule elegance com es high. If it 
seem s w isest to  m ake your store the 
real center of style in your town or

All Weights
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 s t y l e s  and 
grades.

The Perry Glove and Mitten Co. n̂ŷ JHishi

F l z k x o n
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, 35c and 50c 
yard.

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

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

Grand Rapids Dry Goods Co.
Exclusively Wholesale Grand Rapids, Mich.
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city, the place w here the Q ueen of 
Fashion has her th rone and holds her 
court, then  you m ust have a very 
swell shop, and you can no t expect 
shrewd, econom ical housem others 
who need to  m ake their m oney po 
ju st as far as possible, to spend m any 
dollars w ith you. Some sto res extend 
their range of patronage by m eans 
of ar. underpriced basem ent, a b ar
gain annex, or som ething of th„ sort. 
T hese are practical devices and serve 
their purpose nicely, but still an estab
lishm ent has its hold on the public 
mind and secures the bulk of its pa t
ronage from  the character of its main 
floors.

W hat class any given m erchan t had 
best cater to depend on the locality 
and on the man. In  a large city w here 
there are all kinds of people, p rob
ably there is always opportunity  for 
a real genius to get ju st the kind of 
patronage he wants, w hatever that 
may be; and the m en w ho are not 
geniuses would bette r stay  out. One 
m an will succeed in catering  to the 
fashionables, while ano ther will do 
far be tte r in supplying the needs of 
plain and com m on folks. In  a sm all
er place much, depends on how the 
ground is already occupied. A m er
chant who proposes to  stake his ven
ture on bidding for either the m ost 
exclusive upper class trade  or for 
the extrem e low est class should b ;  
very sure both  of him self and of his 
locality, fo r it is alw ays to  be rem em - 
berede tha t the g rea t volum e of suc
cessful m erchandising is done with 
the g rea t middle class of people. This 
m iddle class, by the way, includes 
enough subclasses to  allow each one 
of several different kinds of m er
chants full scope fo r his abilities.

Fabrix.

In the D istrict of the United States, 
W estern D istrict 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, I 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 follow s: 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. H ol
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
jec t to confirm ation by this C ourt; 
and notice is hereby given that, if an 
adequate bid is obtained, said sale 
will be confirm ed w ithin five days 
thereafte r, unless cause to  the con
tra ry  be shown.

W m . B. H olden T rustee.
H ilding & H ilding, A tto rneys for 

T rustee.

W hen Price Tickets are Better Than 
Clerks.

T ickets encourage the tim id shop
per. T he fear of the shopper is real; 
it is a factor in m erchandising. Scores 
of prospective custom ers shun un
m arked lines because they dread to 
tu rn  down an expensive item  after 
they have troubled  the clerk w ith a 
question.

P rice tickets solve th is problem  by 
the ir inability to display either scorn 
or annoyance.

T ickets oil the bearings of your 
m ercantile m achine, m aking sales 
easy and profits large.

T h e  use of price tickets w hittles 
down expense. P lain prices dispense 
w ith needless bickering and enquir
ies. T hey  cut selling effort in two. 
T hey take the place of an ex tra  clerk.

P lain prices build confidence in 
your custom ers. A clearly sta ted  prica 
is logically an honest one. Concealed 
costs suggest d istru st of values.

Price tickets relieve trade conges
tion. T hey  answ er questions for 
busy clerks. P lain prices talk  values 
as glibly as the sm oothest tongued 
salesm an, but draw  no. salary for the 
service perform ed.

You sigh for g rea ter sales and for
get th a t they are a t your very elbow.

You wish for cheaper and m ore ef
ficient help and overlook an employe 
who will outw ork, ou tlast and outsell 
all o thers and dem and no w ages for 
the service.

L ook over your stock; count the 
price tickets.

Every  unticketed counter is a w all
flower th a t m ust forfeit the atten tion  
lavished on its plainly m arked com 
panions.

E very unticketed line puts sand in 
the bearings of your o rganization  and 
doubles friction in your selling sys
tem.

All unticketed goods conceal a hole 
w here profits trick le  away.

An increase in the num ber of tick
ets usually sw ells the num ber of 
sales. T he keen observer can m eas
ure a s to re ’s pulse w ithou t seeing 
m ore than  a num ber of price tickets, 
and often the difference betw een m e
diocrity  and success is a m ere m atter 
of plainly priced lines.

An Empty Honor.
“I hear the ladies of your church 

go t up a purse for the parson,” said 
W iggleton.

“Yes,” said Dabbs.
“And w as the old gentlem an pleas

ed?”
“W ell— no. You see,” said Dabbs, 

“after they ’d go t up the purse they 
couldn’t raise any m oney to  put in it.”

Political Strategy.
“People say you’ve been sheriff too 

long, Jim .”
“I expect I have. T hey  also say you 

oughter step down and let som ebody 
else be postm aster.”

“I adm it I ’ve been postm aster long 
enough.”

“W ell, a fter th is term , s’pose we 
exchange places.”

Tanglefoot

G ets

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

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

N on-P oisonous.

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, 25c, 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.

Summer Underwear
We are showing an exceptionally strong line 

L adies’—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 
W holesale D ry 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
M anufacturers

Factory, Red Bank, N e w  Jersey 101 Franklin St., N ew  Y ork
Wenicb McLaren & Company, Toronto—Sole Agents for Canada
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T he D om inant N ote in P resen t Shoe 
Styles.

W ritten  fo r th e  T rad esm an .
T o the man in terested  in footw ear, 

the trend  of fashion is everm ore a 
fascinating theme.

As one looks over the ra th er ample 
variety of leathers and lasts in shoes 
designed and built for sm art dressers 
both  am ong m en and women, one 
m ust adm it th a t the spring  and sum 
m er of 1913 is no t by any m anner 
of m eans a lean year in the cycle of 
m odern footw ear modes.

From  the m ore conventional lasts, 
which like the poor we have with us 
in season and out, to  the m ore sw ag
ger m odes designed and featured for 
college boys and o ther young people 
of daring  proclivities, it is ra th er a 
far cry; while in the m atter of leath 
ers and fabrics and com binations of 
leather—especially in footw ear for 
young wom en—there is assuredly 
enough variety  for alm ost anybody. 

W hat Gives Style to a Shoe?
T he last of the shoe has been cor

rectly  phrased, “the foundation of 
the shoe.” I t  is m ore than  that. In  
a very real sense, the last is the style. 
And it is tru ly  w onderful w hat the 
last-m aker can do by w h ittling  off a 
little  here and adding a little  there ; 
by skiving at a certain  point, o r giv
ing a different sw ing to his last.

B ut there are certain  points about 
the last th a t are w hat you m ight call 
style-centers. T he 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-m aker who understands his busi
ness will indicate the kind of a heel 
th a t ought to  go with a given last in 
o rder to make the shoe correct both 
in respect to shoem aking and style. 
So we arc justified in speaking of the 
heel as a sty le-center of the last.

T he toe of a shoe is, of course, its 
m ost conspicuous feature; and ' is, 
consequently, a m ost prolific style- 
center. Take an arm ful of your best 
sellers and analyze the styles care
fully. See if I am not righ t in my 
contention th a t the th ing  th a t makes 
one style differ from  another style 
is m ore in the  trea tm en t of the t'oe 
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 trea tm en t of the toe 
th a t v irtua lly  fix the styles of the 
shoes. 1 do not, of course, m ean to  
imply th a t there m ay no t have been 
ocher differences about the lasts ; but 
the toe, in each of the styles above 
indicated, w as the b ig thing. N othing 
else m atter much.

So the toe of the shoe is a m ost

im portan t point as respects style.
And the heel is also im portant, 

though not nearly so much so as the 
toe.

T here  are m any other points 
about a shoe w here style-producing 
m edications may be m ade; such as 
the sole, the vamp, the tops, leathers 
or fabrics, and com binations of such, 
out of which the upper stock is cut. 
B ut I am in terested  now in calling 
a tten tion  only to the m ore salient 
style-centers.
D om inant N ote in Popular Sellers.

It isn’t  always the shoe tha t (ac
cording to  the style critic ) exudes the 
m ost "class” tha t proves to be the 
biggest seller. A shoe may be ever so 
w orthy, from  a style point of view, 
and still fail to h it the bull's eye of 
the public fancy; so it’s the shoe, or 
type of a shoe, tha t has the call th a t 
in terests us. And in this discussion 
of curren t shoe styles I w ant us to 
fo rget all about the nifty  lasts th a t 
move tardily , and focus our attention  
on the kind tha t are selling.

In  general, two types of shoes seem 
to be in favor w ith men. F irs t, the 
sho rt m odel-shoe; second, the long- 
model shoe. The first type of a 
shoe is favored by the younger m en; 
and the second type by men of m atur- 
er years and m ore subdued tastes.

T he short model shoe m akes a 
m erit of appearing sh o rt; and it seems 

• sh o rte r than  it actually is. T his is 
produced by shorten ing  the vamp and 
enlarg ing the toe, or giving the last 
a m ore perceptible swing, o r both. 
But it is absolu tely  essential th a t 
there be a som ew hat bulbous term i
nation at the fo repart of the shoe. 
A m ong shoes built on the sho rt last 
the knob toe (not, of course, in its 
m ore acute form ) still persists.

W ith reference to  the long last 
model there are several th ings that 
claim our attention . In  the first place, 
th is style of a last seem s to be m ore 
in keeping w ith refinem ent and dig
nity. Also it seems to  be a dressier 
style. And in the  very high grade 
shoes for m en’s wear, the long last 
is by long odds ahead of the short 
last.

Indeed, it is in teresting  to  note 
hew  the m akers of the finest shoes 
for m en’s w ear follow th is general 
type of a last. I t  is both long and 
straight. There" is no th ing  bulbous 
about the toe. T he stiching is fine, 
bu t no t fancy. Everyw here so-called 
custom  effects are deliberately sought. 
T he absence of pull-straps in some 
of the m odels, and the absence of 
m etal eyelets in m ost of them , are 
notable features. In  displaying them , 
some of the sm arter shoe dealers of 
the big shops, display the shoes w ith-

Let any good shoem aker dissect one of our Hard Pans and he 
will tell you th a t a better built work shoe for any and every kind 
of hard service cannot be made.

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

Grand Rapids Shoe & Rubber Go. 
The Michigan People 

Grand Rapids

Hood’s
R oyal Oak and 

Camel Boots
Are made w ith

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.

$3.33
These Boots Cost You

T h a t’s why they  are

Trade Builders

Extra Duck Vamps Extra Double Soles 
Extra Toe Caps

They are made for

Extra Hard Service
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out laces. E very th ing  about the shoe 
bespeaks sim plicity and refinem ent. 
And the effect is pleasing.

I have dw elt ra th er  m ore than  1 
had intended upon these tw o general 
types of shoes, bu t I w ant to  say a 
few th ings in a general way about our 
p resen t shoe styles—I m ean the shoes 
th a t are actually  now selling, and 
seem destined to  go big during  the 
spring  and summer.

F irst, freakish lasts, fabrics and un
tried leathers, are no t cu tting  much 
ice. N either m en nor wom en are 
now caring  to  invite a tten tion  to  their 
foo tgear by w earing shoes conspicu
ously a t variance w ith accredited 
m odes of footw ear. W hile there is 
variety, it is a sane and safe variety  
w ithin certain  well defined lim ita
tions.

Shoes th a t are m ost popular ju st 
now are the refined type; and in the 
cities m edium  grade shoes are enjoy
ing the biggest call. T he m edium  
grade shoe, of course, carries m ore 
style than  the  cheaper sho.e.

A nd I have already indicated the 
principal characteristics of the high 
priced shoe for m en’s wear. I t  would 
require too much space to  tell about 
the fancy footw ear—the high grade, 
high priced creations— th a t are being 
featu red  fo r sp ring  wear. A nd be- 
sidesi I don’t  know  w hether such 
m aterial really  belongs here, fo r I 
sta rted  to  ta lk  about the dom inant 
no te  in present shoe styles—the shoes 
th a t are  now actually  selling; and 
some of these new footw ear “dream s” 
m ay no t go encouragingly w ith the 
dear public.

O n the whole, how ever, I think 
there  is m uch in the p resen t sta tus 
of our footw ear sty les to  m ake us 
thankful. Chas. L. G arrison.

Picard “Pure Shoe” Law Declared 
Unconstitutional.

New O rleans, M arch 4—Judge F red  
D. King, of the Civil D istric t Court, 
Parish  O rleans, has declared the P i
card “pure shoe” act, so-called, pass
ed by the las t L ouisiana L eg islature 
violative of both  the constitu tions of 
the U nited  S tates and Louisiana in 
the case of B. R osenberg  & Sons, shoe 
m anufacturers and w holesalers, New 
O rleans, versus the B oston Shoe 
Store, of Shreveport, La.

T he defendants refused to  accept 
p art of a shipm ent of shoes sold by 
the plaintiffs for the reason tha t they 
w ere no t stam ped as required by the 
P icard act, which becom es effective, 
Ju ly  1. T he plaintiffs b rough t suit 
and alleged the use of substitu tes in 
specific p arts  of the shoe as described 
in the P icard act is due principally 
to  high cost of leather, th a t substi
tu tes are frequently  be tte r than  lea th 
er, th a t substitu tes have been gen
erally  recognized and acceptable, tha t 
substitu tes are em ployed by the best 
m anufacturers, th a t there are no fraud
ulen t practices existing  in Louisiana 
th a t stam ping the  soles would render 
a useful article of com m erce odious 
and unacceptable and in jure a g reat 
industry , th a t over 90 per cent, of all 
boots and shoes sold and w orn in 
Louisiana are m anufactured by facto r
ies in the East and W est, and that

the act violates the constitu tions of 
the S tate  and Nation.

Judge K ing’s decision w as as fol
lows:

“T he law as it reads im presses one 
as an unw onted in terference w ith a 
righ t of con tract and of holding and 
of disposing of property .

“T h ere  are m any laws passed by 
the legislature supposed to be enact
ed in the in te rest of the public health 
o r welfare, which are really passed 
from  o ther motives. 198 U. S. 45.

“T his sta tu te  seem s to  come w ithin 
the scope of this denunciation from  
the highest court of the land. I t  is 
difficult to  see how it can be sustain
ed as a leg itim ate exercise of the 
police power, in view of its discrim 
inatory  and unreasonable require
m ents, and of its general provisions, 
which clearly violate the guarantees 
contained in the fourteen th  am end
m ent of the Federal C onstitu tion  and 
articles 2 and 166 of the Louisiana 
C onstitu tion  for the year 1898.

“I t  does no t appear to  either reach 
or correct any w rong to  the public, 
for no such w rong apparently  exists 
in this S tate.

“O n the o ther hand, it im poses bu r
dens upon those engaged in lawful 
business, which in effect, are confis
catory.

“T he rule of law is, tha t provisions 
requiring  the labelling o r m arking of 
m erchandise offered for sale are in
valid if their effect is to  m ake a use
ful article of com m erce odious; and 
w here substitu tes have come to be 
recognized as legitim ate, the  pow er 
of prohibition o r regulation  cannot 
be exercised to  the destruction  or 
dam age of a valuable industry.

“F o r these reasons, the defendant 
should be required to accept and pay 
for the goods involved here, w hen and 
as delivered and a t the installm ent 
periods m entioned in the plaintiff’s 
petition, no t stam ped and judgm ent 
should be rendered  accordingly.” 

M essrs. D. Pokorny, I. R. Jacobs, C.
B. M errill and o ther prom inent retail 
shoe m erchan ts of New O rleans who 
have been prom inent in the w ork of

the associated shoe in terests of Louis
iana in com bating the Picard law, are 
jubilant over Judge K ing’s decision. 
T hey assert th a t no appeal will be 
made to the Suprem e C ourt of the 
S tate  from  the decision of the local 
court, and, if this should prove to  be 
so, the P icard  act is no longer to  be 
feared by the retail shoe trade of 
Louisiana.

Heard the Rattle.
T he w itness on the stand was being 

subjected to cross-exam ination. In  
answ ering one question he nodded. 
W hereupon the court stenographer, 
who could no t see the w itness, de
m anded: “A nsw er that question.” 

T he w itness replied: “I did answ er 
it; I nodded my head.”

“W ell, I heard it rattle , but could 
not tell w hether it w as up and down 
or from  side to  side,” answ ered the 
stenographer.

Motive Power From Potatoes.
Coal is giving out, petroleum  is 

going up in price and down in p ro
duction. The supply of both  is lim 
ited and m ust come to an end. But 
there com es the  cheer th a t alcohol 
will be the m otive force of the future. 
Petro leum  and coal m ay give out; but 
the earth  will alw ays grow  potatoes. 
P o tatoes can produce alcohol, and 
alcohol can drive engines. In  the 
potato  we seem to have discovered 
the secret of perpetual m otion.

I t  will probably take the average 
m an a long tim e 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. Stock up now so you can supply the 

demand when it comes.

THEY WEAR LIKE IRON

Herold-Bertsch Shoe Co.
GRAND RAPIDS, MICH.

SHOES FOR SPRING W ORK
■ 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. Especially suited for this 
season of the year.

Also made in 10 inch and 8 inch heights.

HIRTH-KRAUSE CO.
Hide to  Shoe

T anners and Shoe Manufacturers 
Grand Rapids, Mich.
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Every Man Should Safeguard and 
Protect His W ife.

Every m an who loves his wife, a n l  
who has a proper sense of a m an’s 
responsibility  tow ard the wom an he 
has m arried and who has given the 
best years of her life to him, trie 
to safeguard her future as well as 
he can.

He looks forw ard to a time when 
he m ay not be with her to work K r 
her and provide for her, and so he 
se ttles upon her the home if he can, or 
puts some good bonds and stocks in 
her name, o r he m akes heroic efforts 
and sacrifices to carry  some insur
ance so th a t she m ay not be penni
less when he is dead.

If the average husband should tell 
the dark  thought th a t haunts him the 
m ost w ith its te rro r  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 th is spec
ter of dread th a t nerves him to deny 
him self a thousand little  pleasures 
and luxuries th a t he would enjoy.

T his being true, it is am azing that 
m en bring  all their efforts to p ro 
tect their wives to  naught by never 
teaching the wom en how to  take care 
of the m oney they have m ade so 
m any sacrifices to  leave them. Yet 
the know ledge of how to take care of 
m oney is ju st as necessary as the pos
session of m oney. W ithout the one 
you can not have the o ther long.

Every m an know s th a t the cham 
pion easy m ark of the w orld is a 
widow with her insurance money, and 
that it is such a simple process to 
swindle her th a t no d ishonest man 
can resist the tem ptation  to  do it. 
T here  is no t one who cannot name 
off-hand w ithout even stopping to 
think, a dozen pitiful, helpless, pov
erty -stricken  widows th a t we know 
and are called on  to  help from  time 
to time, who w ere left com fortable 
fortunes by their husbands, but who 
have been cheated ou t of their m oney, 
or let it slip through  their fingers, 
because they  were as ignoran t of all 
business uses as a child. T hey  didn’t 
know  which w as the business end of 
a check. T hey didn’t know the dif
ference betw een a giltedge bond and 
W ild Cat Preferred . T hey  didn’t 
think th a t such a casual th ing  as 
signing your nam e on a piece of pa
per th a t you hadn’t read could really 
am ount to  anything, one way or the 
other. T hey  w ere sure th a t Deacon 
Sm ith w as perfectly  honest, because 
he prayed such beautiful prayers, and 
th a t Cousin T hom as would pay back 
their m oney because w asn’t he their 
own dear aun t’s son?

I know one wom an who to-day is

keeping a m iserable railroad eating 
house whose husband left her $200,- 
000 that she go t rid of w ithin two 
years by the simple expedient of sign
ing an innocent looking paper th a t a 
man told her was an option on a 
lot. She didn’t read it. She p robab
ly w ouldn’t have understood  it if she 
had, but when the m an was arrested  
for running a fraudulent real estate 
agency she found out th a t she was 
his p artner and responsible for his 
debts. She tru thfully  denied th a t she 
knew  of having such connection with 
him, or was responsible for his debts, 
but the law took a very different view 
of the m atter, and she found herself 
sw ept bare of every penny.

Each one of you can m atch this 
sto ry  with ano ther in your own 
knowledge, and this is w hat m akes 
it so incom prehensible th a t the man 
who is try ing  to p ro tec t his wife 
doesn’t also try  to  p ro tect her from 
her own ignorance about money.

Of course men shrug  their shoul
ders and say th a t w om en don’t  under
stand business. As a general thing 
tha t is true, bu t how could a wom an 
understand anything th a t she is never 
taught? N either do m en understand 
how to  crochet and do battenburg  
stitch em broidery, but th a t is no indi
cation th a t they haven’t intelligence 
enough to learn how to do crocheting 
and em broidery if they  had the p rop
er instruction  given them , and had the 
im portance of learn ing how to  do 
fancy w ork im pressed on their minds.

T hat there is noth ing so m ysteri
ous or occult about o rd inary  finan
cial affairs tha t a wom an can’t learn 
them  is abundantly  proven by t.ic 
fact th a t there are hundred of thou
sands of clever and successful busi
ness women in the country, and th a t 
m any of the m ost valued em ployes m 
every com m ercial concern are women. 
M oreover, in the m anagem ent of their 
own affairs wom en are q u i t  as suc
cessful as men. T he average woman 
can get tw ice as much out of a dol
lar as a m an can w hen it com es to 
shopping and housekeeping.

T here is no earth ly  excuse tha t a 
m an can give for not try in t to  lit his 
wife to handle w hatever m oney he 
leaves her w hen he dies, yet p ra c ti
cally no m an does it. If you. Mr. 
Man, who read these lines should 
die to-m orrow , w hat w ould your wife 
know about your affairs? H ow  com 
peten t would she be to wind up your 
business o r to carry  it on? H ow  
much would she know about the best 
way to invest her insurance m oney?

W ouldn’t she have to  absolutely de
pend upon your partners, and some 
law yers, and tru s t to  the ir honesty 
and d isinterestedness? W ouldn’t  she

be ju st as liable to get into a ro tten  
speculation as to m ake a good in
vestm ent w ith her m oney? D oes she 
even know the difference betw een 
living on one’s income and spending 
one’s capital.

W ouldn’t she think th a t she was as 
rich as Mr. R ockefeller and could 
afford a trip  to E urope or an au to 
mobile if your share am ounted, when 
settled up to $30,000, instead of realiz
ing th a t she m ust be very econom i
cal because she had only an income 
of $1,020 or $1,500 a year, and there 
was no one to  b ring  in any m ore 
money.

If you died the happiness of the 
wom an you love and th a t you know 
to  be so helpless, the very food and 
shelter of your little  children would 
depend on your w ife’s know ing how 
to  m anage m oney and take care of 
w hat you left her, yet you do not 
take the trouble to try  to  prepare her 
for such a contingency!

I t ’s little  sho rt of a crime to  turn  
th is defenseless creatu re out to  the 
tender m ercy of the financial sharks. 
D on’t do it. Begin to-day to  try  to 
teach your wife som ething about your 
affairs, and about investm ents. T ry  
to take out som e insurance against 
her ignorance along with your o ther 
insurance. D orothy Dix.

W e m ust be honest w ith ourselves. 
No ideal picture such as the vain 
im agination loves to  draw  will help. 
H okusai, the g rea t Japanese hum or
ist and one of the g reat draughtsm en 
of the world, once m ade a picture of 
a beggar on the highway. W e see 
him with his rags and unkem pt beard, 
his begging bowl and staff. But he 
is looking up, and in the air he sees 
him self—another beggar, indeed, but 
a much m ore p roper figure—the self 
of his own favorable im agination. It 
is a strik ing  parable of the people 
who m ake good resolu tions for the 
m en they think they are, and w on
der when they fail. You are p lan
ning, my friends, for yourself and no 
» th d r—the real self, no t the man 
whom  y-ou would like to  be r.or the 
man you think you are in your m ost 
optim istic hours. You will accom 
plish m ost if you m ake some so rt of 
genuine acquaintance w ith yourself.

T he la test Gospel in this w orld is. 
Know thy w ork and do it. Blessed 
is he who has found his w ork; let 
him ask no o ther blessedness.

T hom as Carlyle.

Betw een the too thache and the den
tist a m an is forced to choose be
tw een tw o evils.

P ush  G oods A lready
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. These buyers are already favor
ably predisposed  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. 
T h e y  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

$

4$



M arch  19, 1913 M I C H I G A N  T R A D E S M A N 21

T U L A  A N D  GREEN.

Two New Towns In  the Upper P e
ninsula.

A week or tw o ago we noted the 
b irth  of a new village in Gogebic 
county, near the O ntonagon  line, nam 
ed Tula. T h is infant is grow ing and 
continuing to thrive and is quite a 
dusty kid. W e are having babies 
p retty  fast up here in th is Cloverland 
of ours and to-day we take pleasure 
in announcing the b irth  of ano ther 
village—the village of Green—in O n
tonagon county, nam ed after its foun
der and father, T h o rto n  A. Green, 
of O ntonagon. This, his youngest 
progeny, prom ises to keep pace w ith 
its fa ther in push, enterprise and ag
gressiveness. Green is located about 
seven m iles w est of O notagon and is 
reached by the C. M. & St. P. Railway 
and also by the  O ntonagon Railway, 
a private road owned and operated by 
the G reenw ood Lum ber Co., of which 
Mr. Green is P residen t and G eneral 
M anager. T he village is, to a certain  
extent, an accident. I t  w as-originally  
established as a supply point for the 
various camps of the Greenw ood 
Lum ber Co. in order to save such a 
long haul from  O ntonagon. Mr. 
Green at this tim e was beginning to 
realize the w onderful possibilities of 
the region as a farm ing proposition 
and sta rted  a farm  him self as an ex
perim ent and w ith dem onstration  in 
mind. H e then though t of the faith 
ful men who had been in his em ploy 
for m any years, both in the m anu
facturing  plant and in the woods, and 
thought he could render them  no m ore 
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 'experim ental farm  th a t there 
was no b e tte r  soil to be found any
w here in the U nited  S tates than  in 
this no rthern  portion  of O ntonagon 
county. In  the course of the years 
the country  around began to  develop 
beautifully as a farm ing se ttlem ent 
and the necessity for a farm ing town 
became m ore and m ore apparent. T he 
town of G reen is now the result, 
which already is as th rifty  a little  
tow n as one could im agine, having a 
large general store, post office, sever
al good residences, tw o churches and 
two school houses. T here  are several 
farm s in the im m ediate vicinity to 
draw  from. A m ong the se ttle rs in 
the neighborhood of G reen are: 
Chas. D ayton, H em lock H ill, farm 
owned by T . A. Green, W m . Joslin , 
F red  Fuller, A rthu r B raem er, R. R ob
erts, H ow ard  V oegelsong, V era R ob
erts, Louis R oberts, John  Basket, 
H ervi Page, Phillip E iken and m any 
o thers w hose nam es we w ere unable 
to procure. New farm s are being tran s
ferred to  se ttle rs alm ost every day 
by the Greenw ood Lum ber Co. A n
o ther industry  which adds perm a
nence to  the tow n of Green is the 
developm ent of the copper m ines ju st 
w est and quite adjacent to  the town, 
notably  W hite  P ine and the N one
such mines. N oth ing  can a rre st the 
grow th  and developm ent of Green. 
I t  is easily the m ost prom ising p rop 
osition in O ntonagon  county. A new 
m acadam  road up the lake shore and

w hat is know n as the Iro n  River 
road will prove a g rea t benefit, both 
to  the se ttle rs and to  O ntonagon, be
cause it will facilita te their b ringing 
their cream  to  the O ntonagon cream 
ery and their po tatoes to the produce 
w arehouse. All of the se ttle rs seem 
to be prosperous, as there is an abund
ance of em ploym ent w ith the G reen
wood Lum ber Co. at the season when 
they cannot w ork on the farm s. T he 
liberality  of the Lum ber Co. in giving 
them  a good advantageous con tract 
is also an im portan t factor in their 
p rosperity . A lready there are about 
three thousand acres taken up by s e t 
tlers.

Tipping the Bane of the Traveler.
T he high cost of living is to the 

traveling  salesm an largely  a m atter 
o f tips. If  he could get along w ith 
out tipping he w ouldn’t m in i his o th 
er expenses so- much. l ie  pays for 
service at every turn, and he feels 
th a t he m ust tip if he is to  succeed. 
H e requires service constantly , and 
even if a t tim es he does not actually 
need it he m ust take it anyw ay and 
pay for it.

T he average person traveling  for 
pleasure feels th a t if he does no t 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
lecto rs again and can put up with 
slow er service and som e discom forts 
W ith  the salesm an, however, condi
tions are entirely  different, and he 
m ust tip, and tip well, if he w ishes to 
avoid trouble. T o  econom ize on tips 
is poor policy in his judgm ent.

“T ipping is a necessary evil,” said 
an experienced traveling salesm an, 
“and it begins alm ost as soon as a 
man leaves his office. F o r instance, 
suppose I am leaving Chicago in a 
rush. I jum p in to 'a  taxicab and hurry  
to  the station. As the cab slows up 
in fron t of the entrance a p o rte r grabs 
m y satchel—tip No. 1. I pay the 
chauffeur, and tip him. My trunks 
have been sent ahead, but I have to 
check them  and buy my ticket. T o  
get the ticket takes but a m om ent, 
bu t unless I slip the baggage m an a 
q uarter I stand around for, perhaps, 
a q uarter of an hour before I can get 
m y trunks checked. Even after tha t 
is done. ' I have to  tip again to  m ake 
sure tha t the trunks get on the train , 
and before I am seated in the car I 
have spent a t least 65 cents.

“ I m ust tip the w aiters at every 
meal, of course, and anything in the 
way of refreshm ents in the buffet car 
m eans additional tips. W hen I reach 
Chicago the p o rte r  m ust be rem em 
bered at least to  the ex ten t of a quar
ter, and my satchel is carried  out of 
the sta tion  for a dime. If  I hire a 
cab to  take me to the hotel, 15 cents 
m ore in tips, and the boy tha t helps 
ine out of the cab and into the hotel 
expects som ething. Ice w ater is 10 
cents a picture (som etim es only 5) 
and the p o rte r  m ust be rem em bered 
for b ring ing  up my trunks. Every 
tim e I ring  for a boy to take out my 
laundry o r b ring  me anything, it is 
10 cents. If  I w ant to  sit a t the 
same table in the dining room , o r ex
pect to  get good service there, I m ust

fix the head w aiter 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 sam ple case 
out of the hotel. I m ust hire a sam 
ple carrier. If I did no t I w ould be 
a m arked man. T he boys would not 
only spread it around, which would 
m ean poor service, but they  would al
so ‘queer’ me in the different d epart
m ents th a t I visit. T hey  would also 
tell o th er salesm en th a t I was not 
doing well, and th a t I could not afford 
a carrier. I m ight prefer to carry my 
own samples, but cannot do so w ith
out losing  caste.

“ If a salesm an makes the same trip 
year after year, he becom es known 
and he m ust stand in well w ith the 
hotel employes. Suppose he w ants 
to catch a tra in  in a hurry. If he is 
no t looked on w ith favor by the boys 
in the hotel, his sam ple trunks will 
never m ake the train . H e can also 
rest assured th a t all k inds 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 m ore 
liberal in tipping than any one else. 
In  m any cases it will be found alm ost 
im possible to leave the hotel w ithout 
tipping the boy who operates the re 
volving door.”

Misdemeanor to Solicit Certain In
formation.

Kalam azoo, M arch 17—Can you tell 
me any way by which a person can 
find out w here and from  whom goods 
come th a t are shipped in to our cus
tom ers. I was of the opinon th a t a 
person had a righ t to get such infor
m ation from  the agen t and th a t he

was com pelled to give it, bu t the rail
road agent here says th a t agents are 
told to  keep shut when they take the 
exam ination and that he can not see 
why the railroad com pany would tell 
them  th a t if such a th ing  were so. 
Is there a law that com pels them  to 
give such inform ation?

Section 15 of the Federal Act to 
regulate com m erce reads as follow s:

I t  sha ll be un law fu l fo r a n y  com m on 
c a rr ie r  su b jec t to  th e  p rov isions of th is  
A ct, o r  a n y  officer, ag e n t, o r em ploye 
of su ch  com m on c a rr ie r  o r fo r a n y  o th e r  
person  o r co rpo ra tion  law fully  au th o rized  
by  such com m on c a rr ie r  to  rece ive  in 
fo rm a tion  th e re fro m , know ing ly  to  d is 
close to  o r p e rm it to  be  acq u ired  by  an y  
person  o r co rpo ra tion  o th e r  th a n  th e  sh ip 
p e r  o r consignee, w ith o u t th e  consen t of 
such  sh ip p er o r consignee, a n y  in fo rm a
tion  concern ing  th e  n a tu re , k ind , q u a n 
ti ty , destin a tio n , consignee, o r ro u tin g  of 
a n y  p ro p e rty  ten d ered  o r delivered  to  
such  com m on c a rr ie r  fo r  in te r s ta te  t r a n s 
p o rta tio n , w hich  in fo rm ation  m ay  be used 
to  th e  d e tr im e n t o r p re ju d ice  of s u d i  
sh ip p e r o r consignee, o r  w hich  m ay  im 
properly  disclose h is  business  tra n sa c tio n s  
to  a  com p etito r; and  it sh a ll a lso  be u n 
law fu l fo r a n y  person  or co rp o ra tio n  to  
so lic it o r know ing ly  rece ive  an y  such  in 
fo rm a tio n  w hich  m ay  be so used: 

P rov ided , T h a t n o th in g  in th is  A ct 
shall be co n stru ed  to  p rev en t th e  g iv ing  
of such  in fo rm atio n  in  response  to  an y  
legal p rocess issued  u n d e r th e  a u th o r ity  
of a n y  S ta te  o r F ed e ra l court, o r to  an y  
officer or ag e n t of th e  G overnm en t of th e  
U n ited  S ta te s , o r of a n y  S ta te  o r T e r r i
to ry , in  th e  exerc ise  of h is  pow ers, or to  
an y  officer o r o th e r  du ly  au th o rized  p e r 
son  seek in g  such  in fo rm atio n  fo r th e  
p ro secu tion  of p e rsons  ch a rg ed  w ith  or 
su spected  of c rim e; or in fo rm ation  given  
by a com m on c a rr ie r  to  a n o th e r  ca rrie r , 
o r its  du ly  au th o rized  ag e n t, fo r th e  
pu rposes  of ad ju s t in g  m u tu a l traffic  a c 
coun ts  in th e  o rd in a ry  cou rse  of b u s i
ness of such  ca rrie rs .

P en a lty .
A ny person, co rpo ra tion , o r associa tion  

v io la ting  a n y  of th e  p rov isions of th e  
n e x t p reced ing  p a ra g ra p h  of th is  section  
sha ll be deem ed g u ilty  of a  m isd em ean 
or, an d  fo r each  offense, on conviction, 
shall p ay  to  th e  U n ited  S ta te s  a  p en a lty  
of no t m ore th a n  one th o u san d  dollars.

It is apparent th a t no t only would 
it have been a violation of the law 
for the carrier to give our co rres
pondent the inform ation, bu t tha t it 
is also a violation or m isdem eanor to 
solicit such inform ation.

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 w on’t regret it. & & &

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

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

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

as though you were here personally.

Corner Ionia, Fountain and D ivision  Sts.
O pposite M orton H ouse Grand Rapids, Michigan



22 M I C H I G A N  T R A D E S M A N March 19. 1913

M ich ig an  Retail H a rd w are  A ssocia tion. 
P re s id e n t—F . A. R echlin , B ay  C ity. 
V ice -P re s id e n t—E . J . D ickinson, St. 

Joseph . ,
S e c re ta ry —A rth u r  J . S co tt, M arine  

City.
T re a su re r—W illiam  M oore, D etro it.

The Hardware Dealer Must Be a 
Genius.*

I will no t undertake to  p resen t to 
you a system  fo r conducting your 
business and guarantee th a t its adop
tion will bring to  each of you the suc
cess for which you are striving. N or 
could I prescribe a cure-all for the un
num bered m ultitude of varied difficul
ties which visit us. Business to-day 
is no t a parlo r gam e which can be 
run acording to any cut and dried set 
of rules. T he successful m an of busi
ness to-day m ust be som ething of a 
genius. N ot only are the blockhead 
and ignoram us disqualified, bu t so is 
the m an who can only follow and 
never lead. Likewise, the m an who 
will never follow nor learn of others, 
finds the door of business success 
shut in his face. T he successful busi
ness man of to-day m ust have som e
w hat of the spirit of the pioneer. He 
m ust blaze his own trail through  the 
trackless way. H e m ust venture and 
risk if he would win. T he tim id and 
fearful man is barred  out. A t the 
same time, one m ust hearken- to the 
voice of the past; from  her m onu
m ents of success, and from  her heaps 
of w reckage, as well, he may learn 
wisdom  for his day and task. He 
m ust face life with a hopeful heart 
and an optim istic vision. No hin
drance from  w ithout can com pare in 
its harm ful influence with the barrier 
of a d isgruntled  and em bittered  spirit 
w ithin. T here  are too m any men in 
every walk of life w hose chronic con
dition is sim ilar to th a t of a negro 
who w ent to  sleep in a railroad coach 
with his head hanging over the back 
of the seat and his m outh yaw ning 
wide open and thus offering a splen
did opportunity  for a mischievous 
boy w ho sa t behind him to  drop a 
quinine pill into his open face. W hen 
the darkey awakened a m om ent later, 
he seem ed to be disturbed and after a 
violent siege of spitting, which did 
no t 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 . T he conductor inform ed him 
th a t a m em ber of the m edical f ra te r 
nity was in the sm oker ahead, and 
upon the u rgen t request of the black 
m an sent the doctor back. T he doc
to r  asked our dusky friend if he w an t
ed him and w hat w as the m atter. To 
which the  negro  excitedly replied,

•A n n u a l ad d re ss  of P re s id e n t M c F a r
la n d  befo re  P en n sy lv a n ia  R e ta il H a rd 
w are  A ssociation .

“Yassah, doctah. I don speks I ’se 
orful sick. I doan righ tly  know 
w hat's de m attah  wif me, but judgin 
from  the bittah  tas te  in my mouf 
I ’se m outy ’fraid m y gall’s doan bust
ed.” So I say there  are too  many 
folks with whom th is condition seems 
to be chronic. T hey  have an ever
lasting  b itte r taste  in the ir m outh 
and blue goggles on their eyes, and 
no w onder the w orld is all w rong to 
them.

T here  never w as a day w hen busi
ness w as so big as it is to -day; never 
a day when the tradesm an cut such 
a figure as he does to-day in the 
w orld’s affairs; never a tim e when 
business and trade had the place they 
have to-day. And yet, there  never 
w as a tim e w hen the business man 
in general and the hardw are m an in 
particular, needed m ore to recognize 
the d ignity  of his place and work. 
T his is true of any legitim ate busi
ness; but I have had expereience in 
dry goods and grocery  m ercantile 
business, and have had opportunity  
to observe m any o ther so rts of busi
ness m ore o r less closely, and I w ant 
to congratu late  every hardw are man 
on his choice. I t  is of a g iade  and 
standing of its own, with unique and 
unsurpassed advantages and oppor
tunities. T he hardw are m an in any 
com m unity is no t an insignificant 
character o r inconspicuous figure if 
he m easures up to his opportunity . 
And he is a short-sigh ted  m an who 
cannot see duty and opportunity  for 
him beyond his own office, sto re  or 
plant. As the p o e t has said, “T is not 
all of life to live,” so I m ay say, ’tis 
not all of business to keep shop and 
to  m ake m oney. A m an who is a 
slave to his business no t only de
grades himself, bu t necessarily  also 
degrades his business, for the bu si
ness depends upon the man, and w hat 
could you expect o f a slave?

F or exam ple, as I have intim ated, 
the successful hardw are man of to 
day is a conspicuous figure in his 
com m unity. T his is as it should be. 
H e should so conduct his sto re  that 
it m ay be depended upon to  give him 
a stand ing  in his com m unity. And 
then in turn, his standing in his com 
m unity will con tribu te  to  his success 
in business. T h a t hardw are man 
stands in his own light who does not 
see the advantage of im pressing upon 
his com m unity his own personal 
w orth and the w orth  of his business 
so as to  win their confidence and 
respect no t only as an honest and 
reliable man, but so as to  m ake them  
feel th a t he and his business are  a 
com m unity asset of no m ean value. 
So the wide-awake hardw are mar. will 
recognize as a real opening an oppor

tunity  to  identify him self p rom inen t
ly w ith any and as m any public en
terprises, business, political, charita
ble, social o r w hat not, as he can 
w ithout sacrificing his business i t 
self. In  so doing, he will give his 
prestige and dignity  and broaden his 
own personal outlook upon life.

T h is phase, it seem s to  me is im 
portan t, nam ely, th a t a m an and his 
life shall be larger than  his business. 
W hen the con trary  is tru e  it is usu
ally no t because his business has 
grow n great, but because the  m an has 
grow n small and narrow  by reason 
of having tied him self down to  and 
shut himself up w ithin his own busi
ness. l ie  then finds him self in much 
the same position as the G eorgia n ig 
ger who was fishing from  the w harf 
when an im m ense fish grabbed his

hook and gave the line such a violent 
yank as to je rk  him  overboard. W hen 
he came up spu ttering  and spitting, 
he was heard to  ejaculate, “W hat I ’se 
w antin ’ to know, is, am dis nigger a 
fishin’ or am dis fish a n iggerin .’ ” A 
m an w ho m akes his business should 
be its m aste r and no t its slave. H e 
should know th a t he is running his 
business and no t his business ru n 
ning him.

T his danger, how ever, th rea tens 
not so much the m an who m akes too 
much of his busines as the m an who 
m akes too little , for the fault is not 
w ith the business as w ith the man. 
I t  is the little  business m an far often- 
£ r  than  the larger one who is a slave 
to his business. T he broader a m an’s 
outlook upon life, the larger the scope 
of his life’s vision, the m ore 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
E xclusively W holesale

Ionia Ave. and Island St. GRAND RAPIDS, MICH.
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expect of his business and the m ore 
he will m ake of it.

W hatever his business is, he will 
seek to  m ake it the best of its kind. 
H e will search to  know w hat its pos
sibilities are, and will g rasp  every 
available m eans which prom ises la rg 
er success. H e will discover and en
ter every door of opportunity  which 
is opened or can be opened into any 
way chat leads to be tte r things, and 
will identify him self and his business 
with every influence and agency 
which will help him to  realize the 
largest possible m easure of success.

Consider, for exam ple, the docto r 
who com es w ith his diplom a to the 
com m unity in which he has decided 
to practice his profession. H e feels 
confident in the assurance th a t he is 
now a doctor, has his life’s equip
m ent, and so he se ttles down to  his 
work. Suppose he looks for noth ing 
in his practice tha t he has no t lea rn 
ed in the schools and in terp re ts every
th ing  he finds in term s of his school
in g , how ever strained th a t in te rp re 
tation m ay be. H e will soon find 
him self w ithout patien ts and practice. 
H e m ust develop. PI is diplom a was 
only his beginning; it was the open 
door; the w ay was before him.

But such a physician corresponds 
to the hardw aie man who, having ac
quired his business, th inks he has 
everyth ing to  be had, and thinks no t 
of learn ing  som ething new, and doing 
some new th ing  with his business 
every day. G row th is the law of life. 
T he hardw are m an m ust grow  as 
such, and so m ust his business o r he 
and his business will fall behind in 
the procession w here grow th is the 
law. F o r  th a t fa ther w as righ t who, 
when his boy asked, “F ather, w hat 
is the race of life?” replied “The lace 
of life, my boy, is th a t dignified and 
sta te ly  procession w here every m an 
has to  take his ha t in his hand and 
run like m ad or get left.”

But to  tu rn  to th is physician again; 
suppose he shuts him self off from  the 
rest of the w orld of his profession 
as though he w ere the only o r at 
least, the all-know ing physician. 
W hat would happen to him? I 
need no t answer. So w ith the 
hardw are man, his business has 
a righ t to its place in the g rea t 
hardw are world. O ther men in the 
sam e business have a righ t to  know 
wrhat he is doing, and he, they, all 
right, I say, for th is is a fair exchange 
of value for value. Each can teach 
the o th er som ething,, each can help 
the o ther, and open a way and reach 
ou t a helping hand now and then. 
T here  is neither reason nor excuse 
for such a spirit am ong hardw are 
men as w as displayed by a certain  
colored man who had invited his pas
to r to d inner and served a very  ex
cellent ro ast goose which w as hear
tily appreciated and generously p iais- 
ed by all the guests, and especially 
by the m inister, who eventually tu rn 
ed to  the host and enquired innocen t
ly. “B rudder Jackson, m ay 1 ax you 
w here did you g it dis fine goose?” 
T hough  strange as it m ay seem, the 
question appeared to em barrass Jack- 
son, w ho replied, however, w hen he 
had in a m easure recovered, “ Ileali 
now, Paw son Jones, w hen you preach

es an ex tra  good serm on, I doan ax 
you w here did you git dat serm on, 
does I?  W all, den, Paw son, you orto  
show me de sam e curtsy  about .'is 
goose, as I show s you ’bout your 
serm ons.”

H ow ever defensible may have been 
the position of th is hospitable colored 
m an, I am sure you will agree with 
me th a t there  is neither reason nor 
excuse for such an attitude  on the 
p art of any hardw are m an tow ards 
his b ro thers in trade. As the p ro
fessional man cannot th ink  of doing 
w ithout his professional journals, so 
the hardw are m an needs his trade  
papers to  keep him in touch with the 
hardw are business in general and to 
give him practical ideas. And as the 
men in the professions associate 
them selves together for m utual en
couragem ent, en lightenm ent and gen
eral m utual advantage, so m ust the 
hardw are m an do likewise.

E very  business to-day requires 
som ething of a specialist to  run it, 
and in th is respect each particular 
trade is a profession. And righ t here 
in our A ssociation is our opportunity  
and our plain duty. W e have our 
problem s, as does every business. W e 
look to  the m anufacturer and the job- 
her for our chance and our rights. W e 
feel th a t we make these people and 
we make their business, and so are 
inclined to  think tha t we deserve m ore 
consideration  a t their hands than  we 
get. But such is hum an nature, and 
such is this strenuous race of life 
that we can only expect this larger 
consideration  w hen we are in a posi
tion to  dem and it. T heir business 
does depend upon ours. T hey do 
m ake their m oney off of us. W e have 
certain  righ ts before them. I t  is our 
privilege to  dem and them , but our 
trade is only able to demand them  
w hen it has m ade the m ost of itself 
and its opportun ity  especially by o r
ganization for m utual benefit.

O ur A ssociation can do grea t things 
fo r our business in a b road and g en 
eral w ay; but tw o th ings we m ust 
rem em ber: F irst, th a t we are an o r
ganization, practically  in our youth, 
and so m ust be patien t while we try  
to be progressive. The second is th a t 
the value and pow er of our A ssocia
tion will be the sum to tal of w hat 
our m em bers put into it of energy, 
effort and sacrifice. So you m ay ex 
pect to get much ou t of th is A ssocia
tion only if you put your fair share 
of though t and of in terest and of ef
fo rt into it and tie your business up 
to it.

I therefore im plore you to  think 
well of your business1; it deserves it 
o r can be made to  deserve it. E x 
pect m uch of your business and you 
will no t be disappointed if you give 
it a chance. T h is A ssociation is one 
of the very u rgen t needs of your busi
ness. H ere is one of its best oppor
tunities; m ore than  that, here is one 
of the undisputed righ ts of your busi
ness. Give your business a chance; 
see th a t it has its rights. I cannot 
too earnestly  advise you to  take an 
ever increasing  in ter»st in your A sso
ciation and its work.

A listener m ay hear good of him 
self—after talk ing  into a phonograph.

A H ousecleaning W indow .
H ouse cleaning offers excellent ad

vantages for w indow trim s which will 
b ring  good business to the retailer. 
H ere is a suggestion for a display of 
the several lines of house cleaning 
supplies.

T he floor of the window is covered 
w ith some dark color cheese-cloth. 
In  the center at the front, place a 
quantity  of w ashing soda and on this 
display soap and scrub brushes. At 
each side of this display stove polish 
and m etal polish and back of these 
ammonia, lye, etc., and back of these 
w ashing powders, dustpans and brush 
es. In  the center a t the rear, place 
a pyram id of buckets and at each side 
a display of broom s. A cross the w in
dow at the rear stre tch  a clothesline 
and in the cen ter place a strip  of lin
en fastened on with clothes pins. On 
this linen appropriate  reading m atter 
may be lettered  in black.

N ot H er W edding.
A w hite rose in his buttonhole and 

cotton  gloves on his d irty  hands, old 
Bill L oafer sw aggered jauntily  along 
the street. A t the corner a friend 
stopped him, exclaim ing incredulous
ly:

“W hy, Bill, ol’ man, w hat’s hap
pened—bin left some m oney?”

“No, no,” said Bill. “I t ’s me gold
en w eddin’; I ’m celebratin’ me gold
en w eddin’.”

“But why don’t your wife cele
brate  it, too?" enquired the friend. 
“I see ’er goin’ to w ork as usual this 
m ornin’.”

“E r,” m uttered  Bill as he grunted  
reflectively. “She ain’t got nuffin’ to 
do wiv it. She’s me fourth .”

Fully tw o-thirds of w hat the aver
age man says is of no consequence.

And a tricky man, like a w on . 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

W HOLESALE

Gas and Electric  
Supplies

Michigan Distributors for

Welsbach Company 
99-103 Congress St. East, DETROIT

T elephones, 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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G rand  Council of M ich ig an  U. C. T .
G rand  C ounselor—Jo h n  Q. A dam s, B a t

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

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

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

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

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

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

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

C reek.
G ran d  E x e cu tiv e  C o m m ittee—Jo h n  D. 

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

M ich igan  K n ig h t s  of the Grip. 
P re s id e n t—F ra n k  L . D ay, Jack so n . 
S e c re ta ry  a n d  T re a su re r—¡Wm. J .  D ev- 

ereau x . P o r t  H uron .
D irec to rs—H . P . G oppelt, S ag in aw ; 

J . Q. A dam s, B a ttle  C reek ; Jo h n  D. 
M artin , G rand R apids.

M ich igan  D iv is ion , T . P. A. 
P res id en t—F red  H . Locke.
F ir s t  V ice -P re s id e n t—C. M. E m erson . 
Second V ice -P re s id e n t—H . C. C ornelius. 
S ec re ta ry  an d  T re a su re r—Clyde E . 

B row n.
B oard  of D irec to rs—C has. E . Y ork, E.

C. L eav en w o rth , W . E. Crow ell, L . P. 
H adden , A. B. A llport, D. G. M cL aren , 
J . W . P u tn a m .

Annual M eeting of Cadillac Council 
No. 143.

D etroit, March 15—“Boys, you’ve 
got me w here I can’t talk ,” said A. G. 
M cEachron, a m em ber of the E xecu
tive C om m ittee of the G rand Council 
of M ichigan and C h a p la in 'o f  Cadil
lac Council, No. 143, of D etroit.

T his is some confession to come 
from  Mac, who has a reputation  for 
never being at a loss for w ords to 
express his thoughts, no m atter how 
try ing  the situation  m ay be, but the 
m em bers of the 1912-13 E n te rta in 
m ent C om m ittee of his Council had 
his “go a t” at the annual m eeting held 
in the Council cham bers, Saturday, 
March 8.

D uring  the p rogress of the a fte r
noon session, P as t C ounselor H enry 
E. P erry  arose to  his feet and, in 
his m ost im pressive, o ratorical fash
ion, extolled the m any virtues of his 
b ro ther m em ber, his past services 
and ever readiness to  advance the in
terests of his Council and the order 
at large, sta ting  th a t his com m ittee 
associates had decided, as a ju st re 
w ard, to  p resen t him with a  badge 
to w ear at future G rand Council m eet
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, w hite 
and gold—the las t being represented 
by tw enty  round disks on the crescent 
and grip—which w ere connected by 
gold chains. A ro ar of laughter, clap
ping of hands and stam ping of feet 
follow ed and no one joined m ore 
heartily  than  Mac himself, bu t the 
laughter changed to  genuine applause 
when P ast Counselor P erry  stated

that each of the tw enty  g ilt spots 
were, in reality  $2.50 gold pieces. Mac 
tried  to  reply, but w as so overcom e 
with em otion and flustrated tha t, af
ter floundering around like a fish in 
shallow w ater, he m ade the rem ark 
quoted at the beginning of this a r
ticle and dropped into hi seat.

T he above was but one of several 
in teresting  episodes which took place 
a t the annual m eeting of Cadillac 
Council, which was called to o rder at 
3:30 p. m. by Senior Counselor E. B. 
T. Schum acher, who seem ed ex trem e
ly proud of being in such d istinguish
ed com pany as those who occupied 
tlie rostum  with him, including, as 
it did, M anley J. H em m ens, Suprem e 
T raveling  R epresentative; John  Q uin
cy Adams, G rand Counselor, of M ich
igan. and John  D. M artin, of the 
Grand Executive Com m ittee. The 
Council cham ber was filled to over
flowing it being necessary to  add ex
tra  seating capacity to  care for the 
increased attendance. Enthusiasm  
reigned suprem e and business m atters 
were carried through with a vim. 
W hen it came to the initiatory part of 
the regular o rder of business, it was 
found th a t seventeen tim id applicants 
were in w aiting to be conducted over 
the m ountain trails, while another 
stole into camp the m edium of a 
transfer. T he follow ing were in itia t
ed: Joseph C. M arcero, W illiam  Fre- 
ligh, T hom as F. Ferguson, Latham  L. 
Thigpen, Guy Callard, O tto  I. Schrei- 
ber, E dw ard S. Crooks, Jam es C. 
Burrell, Eugene M. C otter, Edwin P. 
T elo tte , Ralph O. W ire, F rank  Gall- 
gher, John  G. P ickens, John  M urphy, 
M allory P. Spencer, H enry  C. Gamble 
and George A. R ansom e. A dm itted 
by transfer, J. C. Nagel.

A bout 7 o ’clock a recess w as taken 
for supper and all adjourned to the 
large dining room , w here the m em 
bers were joined by their wives and 
families and participated  in an excel
lent repast. A t the conclusion of the 
meal, sho rt addresses w ere m ade by 
B ro thers H em m ens, Adams, M artin 
and Schum acher.

T he Council presen ted  the ladies 
with a ten inch cut glass fru it bowl, 
m ounted on a standard , to  be com 
peted for while th e  Council again 
took up its duties. T h is beautiful 
piece was won by M rs. E. B. T. Schu
m acher, wife of the Senior Counselor.

O n re-convening the Council, Man- 
ley J. H em m ens, Suprem e T raveling  
R epresentative, gave an instructive 
address which was m et w ith hearty  
applause.

The election of officers for the en
suing year w as then taken up with 
the follow ing resu lt:

Senior Counselor—C. W . R eatto ir.

Jun ior Counselor—J. P. Solom an,
P ast C ounselor—E. B. T . Schu

m acher.
S ecre tary -T reasu rer—J. W . Schram.
Chaplain—A. G. M cEachron.
Conductor—J. E. H ardy.
Page—T. S. H ocknoll.
Sentinel—F rank  D. Ferris.
Executive Com m ittee— (Tw o years), 

A rth u r W . W ood and I. H . Sw eet; 
(one year), S. B. Rosenfield and.G eo.
H. F leetham .

D elegates to the G rand Council 
(tak ing  precedence in the o rder nam 
ed!— H enry  E. Perry , E. B. T . Schu
macher, C harles W . R eatto ir, W illiam  
H. Baier and F red  H . Clark.

A lternates—H arvey  A uger, H arry
F. Dorweld, Cliff C. S tarkw eather,
S. B. Rosenfield and C hester W . Ped- 
die.

H enry  O hlschlager, having served 
six consecutive years as a m em ber of 
the Executive C om m ittee, was de
clared a P ast Counselor.

T he year of 1912-13 has been one 
of the best ever experienced by Cadil
lac Council, both  financially and as to 
grow th of m em bership. T he en ter
tainm ent com m ittee, com prising H en
ry E. Perry, chairm an, C. C. S tark 
w eather, A ngus G. M cEachron, J. P. 
Solomon, F rank  D. F erris , A. W . 
W ood, T. S. H ocknoll, G eorge H . 
F leetham , H arry  F. D orw eld and J. 
E. H ardy  reported  a net profit of over 
$500, from  which they  reim bursed the 
Council to the am ount of $100 for the 
increase in salary voted to  Secretary- 
T reasu re r J. W . Schram  at the previ
ous annual m eeting. T his was done in a 
novel m anner, 100 new $1 bills being 
fastened lengthw ise to  a ribbon and, 
supported at in tervals by m em bers of 
the entertainm ent com m ittee, carried 
around the Council cham ber until one 
end touched the S ecretary’s desk 
w here he looked after the rest, m ak
ing sure th a t none of the “long 
green” go t away.

As Cadillac Council has a large num 
ber of applicants aw aiting initiation, 
a special m eeting was called for the 
evening of M arch 22. All m em bers 
are requested  to be in attendance.

Seepings From  Sault Ste. Marie.
Sault Ste. M arie, M arch 19.—T he 

S od  C o-O perative M ercantile A sso
ciation has organized here w ith an 
authorized capital of $10,000, and has 
rented a large sto re  on A shm un 
street, which is now being put in 
p reparation  fo r opening about April
1. T he shelves and fixtures will be 
new and, w ith the backing of some 
of the leading citizens and num erous 
stock - holders, the prospects are 
brigh t for a successful career. R. 
F'uller of Chicago is m anager.

T he ice men are  busily engaged 
p u tting  up ice for the sum m er, and 
an unusually good crop is being har
vested, being about two feet in th ick 
ness and clear as Lake Superior 
w ater can m ake it.

T he Cornw ell Beef Co. is installing 
a sharp freezer in addition to  its cold 
storage plant. W hen com pleted, it 
will have one of. the m ost up-to-date 
p lants in the State.

T he country  roads leading into the 
Soo are in very bad condition, as 
the past f ’w days of thaw ing

w eather has m ade travel very cum 
bersom e and the stages are exper
iencing som e difficulty in m aking 
daily trips.

T he St. M ary’s T ran sit Co. has 
succeeded in breaking a channel for 
the ferry  betw een the tw o Soos and 
the boat is now  m aking regu lar trips, 
as usual, a lthough it is experiencing 
some difficulty in keeping the chan
nel clear.

T he usual am ount of repairs is 
being done on the locks th is year, 
T his with the building of the new 
lock, m akes business lively in the 
vicinity.

O w ing to the soldiers being called 
to T exas, F o rt rB ady is practically 
deserted, and it is som ew hat quieter 
around the city to  w hat it has been 
w ith the num erous troops that were 
sta tioned here. W . G. T apert.

D oings in the Buckeye State. 
W ritte n  fo r th e  T ra d esm an .

T he M anufacturers and Jobbers 
A ssociation, recently  organized in 
Coiumbus, has as its main purpose the 
boosting  of Colum bus-m ade goods.

F rem on t is assured a postoffice 
building costing  upw ards of $100,000.

Toledo grocers and butchers will 
conduct a food and general p ro 
gram m e of am usem ents at W hite  City 
park during  the week of July 14.

Colum bus has 2,500 retail stores.
Toledo claims to  be the second 

g rea te st transporta tion  center of the 
U nited  States. I t  has tw enty-tw o 
lines of steam  road, twelve in terurban 
lines and six passenger steam ship 
lines. T oledo has a steam  belt line 
road connecting  tw enty-tw o railroads 
and the largest and best freight te r 
m inal in the world.

The Lake Shore road will build 
large car shops a t A shtabula.

A “be tte r farm ing special” conduct
ed by the Ohio S tate  U niversity  will 
be operated  over the lines of the 
N orfolk & W estern  Railroad, sta rtin g  
from  Colum bus M arch 19 and ending 
in Cincinnati M arch 27.

Colum bus will install a rubbish dis
posal p lan t a t a cost of $35,000. Paper, 
rags, tin cans and all valuable m ate r
ial will be sorted  as it passes along 
on a m oving belt. F o r the first tim e 
w aste paper and o th er rubbish will 
be collected from  the business sec
tion.. Paper and rags will be baled 
and sold, and the new plan t is expect
ed to  yield a profit to  the city of $6,- 
000 a year.

T he Com m on Council of T oledo is 
discussing the question of purchase 
of lands for a civic center.

A com pany has been incorporated 
to build an electric road betw een M id
dletow n and Cincinnati.

P. T. Colgrove P residen t of the 
M ichigan Good R oads A ssociation was 
one of the speakers at the recent rural 
life and m arket congress held in Col
umbus. H e favored a one-m ill tax 
to  be used in construction  of an in
ter-county  system  of highways, and 
th is proposition w as endorsed by the 
congress in its resolutions.

P o tte ry  p lants in the E ast L iver
pool d istric t are being operated  to full 
capacity. O ne of the largest concerns 
has called in its traveling  salesmen.

A lm ond Griffen.
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Z ephyrs F ro m  the  U pper P eninsula 
of M ichigan.

M arquette. M arch 17.—T he an
nouncem ent th a t officials of railroads 
affiliated with the Central and W est
ern P assenger A ssociations are  con
sidering the advisability of adopting a 

% rule th a t will require paym ent for all 
sleeping car reservations w hen made, 
w ith a provision for a refund if notice 
of cancellation is given w ithin a 
reasonable time, does no t receive sup- 

’ p o rt from  traveling  m en who make
their headquarteds in H ancock.

“i t  would be an injustice to  the 
traveling public,” said one salesm an 
yesterday , “because it happens a t 
tim es th a t an agen t is called upon 
ju s t before tra in  tim e to  w ait over 
ano ther day, a custom er deciding he 
w anted to  look over a  line again and 
a refusal cannot conveniently be 
m ade w ithout taking a  chance of los- 

w ing a custom er. T he traveling  m en
pay thousands of dollars annually to 
railroad com panies in fares and in the 
sam e breath  it m ight be rem arked 
th a t the goods we sen t are shipped 
over these sam e roads, ne tting  the 

*' ra ilroad com pany ano ther revenue in
freigh t charges.’’'

f t  is expected th a t the subject will 
be p resen ted  for consideration  at 
m eetings of both A ssociations, which 
will be held soon in Chicago. Ac
cording to  officers of the passenger 
departm ents of several roads, the 
practice of reserving, w ithout pay
m ent, sleeping car accom m odations 
has assum ed the p roportions of a 
nuisance. T his is particu larly  true  in 
large cities they say.

N um erous instances have been cited 
w here persons engaged low er berths 
on tra in s and then  postpone their 
jou rneys; m eanw hile o thers are  in
form ed th a t “low ers” are  engaged 
and are com pelled to  take upper 
berths. W hen it is discovered subse
quently th a t there  are  em pty  low er 
berths, they  are inclined to  criticise 
the railroad com pany.

T he death  of F rederick  P. T illson, 
which occurred last Tuesday, caused 
profound sorrow  in Ishpem ing. T he 
news of his passing w as a surprise  to 
his friends and acquaintances 
th roughou t the county, as it w as en
tire ly  unexpected. H e had been con
fined to  his hom e bu t a few days w ith 
a slight a ttack  of pneum onia and his 
condition w as at no tim e considered 
critical. H e died suddenly from  em 
bolism  of the heart.

M r. and M rs. T illson had planned 
to  leave the city the  la tte r  p a rt of this 

t| week for California, w here they  w ere
to  spend several w eeks visiting 
friends and sightseeing. Mr. T illson’s 

J  health  had been poor fo r som e th ree
or four years past, and he spent the 
last tw o w in ters in m ilder climatesv 
L ast w in ter he w as in Florida.

Mr. T illson w as a native of R o
meo, w here he w as born  A pril 26, 
1853, so th a t he w ould have been 60 
years of age if he had lived until the 
26th of nex t m onth. H e w as a  son 

A of D r. P hilo  T illson. H is m other’s
nam e w as Beulah W alter.

U ntil he w as 16 years of age Mr. 
T illson lived at Rom eo. H e then

w ent to  Dixon, 111., to  take a position 
in a d rug sto re conducted by his 
b ro ther, A. H . T illson, w ho is still 
a residen t of th a t city. H e rem ained 
there seven years, until 1876, w hen he 
came to  Ishpem ing to  accept a  posi
tion  in the d rug  sto re conducted by 
the late Ju lius R opes and D r. Bige
low, w ho is now a residen t of Mil
waukee, in the stand a t p resen t oc
cupied by the T illson D rug Co 
A fter being in th is concern’s employ 
for two years, M r. T illson bought out 
D r. B igelow ’s in terest, and la ter he 
acquired the in terest of M r. Ropes.

M r. T illson conducted the business 
on his own account until tw o years 
ago, when a com pany w as form ed, 
w ith W ill Rifid as the jun ior m em ber 
of the firm. M r. Reid has been ab
sen t in W est Baden, Ind., for the 
p ast ten  days. M r. T illson had 
m arked success in business.

T he m arriage of M r. T illson to  
M iss M innie B ennett, w ho survives 
him, occurred in Ishpem ing som e 
th irty-live years ago. Mrs. T illson ’s 
hom e before her m arriage w as in 
Sandusky, Ohio. A  nephew, H ugh 
T illson, who w as in his em ploy for 
several years as pharm acist, now lives 
a t Gwinn w here he holds an im port
an t position  w ith the Cleveland- 
Cliffs iro n  Co. H e was called to the 
city to take charge of the 
funeral arrangem ents. T h ree  b ro th 
ers and one sister are living. T he 
b ro thers are  W . Z. T illson of Pool 
Siding, Neb., W . C. T illson of Salem, 
O re., and A. H . T illson of Dixon, 111. 
H is sis ter is M rs. A. H . Pool of Pool 
Siding, Neb.

M r. T illson was a m em ber of the 
Ishpem ing M asonic, E lks and W ood
m en societies. H e also held m em ber
ship in a  num ber of Ishpem ing social 
organizations.

M ilton C. Spencer, d istric t salesm an 
for the U nited S hirt & Collar Co., is 
a native of M arquette  of w hom  we 
are all very proud. In  a  recent in
terview  he has described the steps 
by which he achieved success:

“A com bination of optim ism , per
sonality , and pure nerve m ade it pos
sible for me to  become a successful 
salesm an of sh irts and collars.

“In  selling goods you’ve go t to 
m ake up your m ind to  do m any th ings 
you don’t  w ant to  do. By the same 
token you’ve go t to be observan t and 
look after the in terests of your cus
to m ers; your own in te rests  alw ays 
should be secondary.

“I w as born  in M arquette, w here 
the optim ists grow . C ircum stances 
b rough t about m y opportunity . I 
needed the reverses th a t struck  me 
in o rder to  fully appreciate m y art. 
1 alw ays felt I w as cut ou t for a 
salesm an. Before chronicling how I 
sell goods it m ight be w ell to  cite a 
few instances in m y career th a t led 
up to  m y presen t position, a few se t
backs th a t w ould have discouraged 
m any men, but th a t m ade me face the 
cold w orld w ith renew ed energy.

“I had a m enial job  w ith a Chicago 
gas com pany w hen the idea of selling 
goods daw ned upon me. I heard  in
directly  th a t the A m erican Carbolite 
Co. of D uluth needed a sales m an
ager. I never had sold a nickel’s 
w orth of goods of any kind, and here

is w here my nerve played an im port
ant p a rt in the shaping of m y des
tiny. I corresponded w ith the Car
bolite Co. and applied for the job. I 
got it. I w ent to  D uluth and pu t on 
a  bold front. I convinced the m an 
who hired me th a t I w as a regu lar 
sales m anager. F o r nine m onths I 
sold their goods and educated m yself 
in the a r t  of salesm anship. T he firm 
never became aw are of the fact tha t 
when 1 en tered  its em ploy, I w as a 
rank novice. M ism anagem ent finally 
pu t the com pany in the hands of a re 
ceiver, and I found m yself out of a 
job.

"T here w as a chap in D uluth  who 
ran  a box factory . I w anted to  get 
back to Chicago, so I w ent to  this 
m an and asked him if he did business 
w ith any Chicago concerns. H e said 
he did but w ould like to  increase his 
trade in th a t city. I m ade him  a 
p roposition  to  pay m y expenses to 
Chicago and I ’d sell enough goods 
w hen I go t there to  break even. H e 
took me up. I had a  personal friend 
in Chicago who did a  sm all line of 
m anufacturing. I w en t to  him and 
talked boxes. T he prices I quoted 
were sa tisfactory  and I  took an order 
from  him calling for enough boxes 
to tide him over th ree years. I t  was 
a big o rder and m eant quite a little 
m oney for me. I sen t it on to D uluth. 
T en  days later the box factory  burned 
to  the ground  and the box m anufac
tu re r w ent ou t of business.

“Thus, I had th ree jobs in one year. 
Being broke in Chicago isn 't a joke 
by any m eans. So 1 looked for a 
place th a t w anted a salesm an whose 
principal qualities w ere personality  
and nerve. 1 landed w ith a  sh irt and 
collar firm, and it w asn’t long before 
I dem onstrated  to the boss ' entire 
satisfaction  that I w as capable of sell
ing his goods. T h a t w as several 
years ago, and I ’m still a t it, but 
w here I had a sm all city territo ry  at 
the s ta rt  I now have a big d istrict 
covering portions of several states.

“Service is m y best booster. I 
never perm it a m an to  overstock his 
shelves w ith m y goods. Such over
stocking h u rts  his business and it 
also hu rts m y own. M ore than  once 
I ’ve refused to sell a m erchant as 
m uch goods as he though t he should 
order. I ’ve talked them  into buying 
conservatively and keeping their stock 
fresh.

“T he successful salesm an keeps his 
eye peeled for little  schem es and 
ideas th a t will help his custom ers sell 
goods. T he m ere selling of goods is 
no t such a difficult task  as one m ight 
suppose. But w hen you ship an o r
der to a custom er and then  give him 
a bunch of little  w ays and m eans of 
disposing of it—schem es and ideas 
th» t o ther m erchants find profitable— 
you win his heart and you keep his 
patronage. I t ’s hum an nature to  help 
the m an w ho helps you, and there is 
no reason  w hy a salesm an, no m atter 
how com petent he m ay be, should 
no t in terest him self in behalf of his 
custom ers.”

H aving a t all tim es our eye ou t 
fo r the  beautiful, our a tten tion  w as 
a ttrac ted  th is week to two show win
dows in different p arts  of our te rri
tory. both  of which im pressed upon

us not only fo r their surpassing beau
ty, but the m ighty force they carried 
w ith them  as sucessful advertise
m ents. O ne of these w as the show 
window of T. H ughes & Son, a t I sh 
pem ing. T he o ther w as at the store 
of R ichard Quayle, a t Gwinn. T he 
foundation w ork of both w as the 
same and consisted of a box shaped 
background and ends of beautifully 
designed paper show ing 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  num ber 
of rabbits very busy carry ing pots 
and pans and som e other both  beauti
ful and in teresting  designs, the whole 
form ing a delightful background. T he 
o ther details, in which both  are sim 
ilar, consist of a purple crepe paper 
floor, tw o beautiful round  doilies 
placed a t p roportionate  distances 
apart, on each of which rested  one 
of A rm our & Co’s S tar ham s, a spo t
less w hite E aste r g reeting  card be
tw een the two ham s and a little 
tow ard the background and a beauti
ful “ E aste r M oon” hanger in a con
spicuous position.

T he w indow of T. H ughes & Son 
was em bellished w ith beautiful cuts 
of fancy beef, lamb chops, chicken and 
turkeys and the background and ends 
were m ost artistically  decorated with 
A rm our canned m eats, such as po tted  
ham, veal loaf, pork and beans, 
mince m eat and the like, the only de
partu re  from  A rm our & Co.’s S tar 
products being a p la tte r of colored 
E aste r eggs. T he window would 
have to be seen to  be appreciated and 
w hen our curiosity  prom pted us to  
enquire who the window artis t was, 
im agine our surprise w hen we were 
inform ed th a t our own U. C. T . boost
er, F red  Edlund, w as the chap. H e 
w as assisted, however, by Emil 
Swenson, the butcher at H ughes’. 
T his Swenson, it m ust be explained, 
is not a b ro th er to  M rs. F red  E d 
lund, nee A m anda Swenson.

T he window of R ichard Q nayle dif
fers very widely in detail and is, in 
a sense, both  unique and beautiful. I t  
does not show any cuts of beef or 
fresh m eats, bu t is m ost correctly  ap- 
gropriate  fo r such a high-grade g ro 
cery sto re  as Mr. Q uayle runs, having 
for its em bellishm ent, in addition to 
the foundation described, a  beautiful 
line of such groceries, both  fresh and 
canned, as are appropriate  for E aster. 
These are placed p re tty  well back 
tow ard the background, but the front 
it a ltogether unique, in th a t it con
sisted of a beautiful lo t of prize 
barred  P lym outh  Rock chickens, 
housed in a special coop, m ade to  fit 
the w indow specially for the occasion. 
T he chickens w ere displayed by John  
Quayle, who is the m ost noted poul
try  fancier in C loverland and the 
w indow  display m ust be credited to 
John  T . W ells, assisted by H . A. 
Field and R obert R ichards, of the 
A rm our Co. U ra  D onald Laird.

Dan Sm ith, well know n in St. Ig 
nace and form erly  p roprie to r of ho
tels a t D eT our and R udyard, has pur
chased the G rand C entral H otel, at 
P ickford, which he will m anage here
after.
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M ich iq an  Board  of Pharm acy. 
P re s id e n t—Jo h n  J . C am pbell, P igeon. 
S ec re ta ry —W . E. Collins, Owosso. 
T re a su re r—E dw in  T . Boden, B ay  C ity. 
O th e r  M em bers—E. E . F au lk n e r, D el- 

ton ; C harles S. Koon, M uskegon.
M arch m ee ting—G rand  R ap ids.

M ich igan  State  Pharm aceutica l A sso c ia 
tion.

P res id en t—H e n ry  R iechel, G rand  R ap -

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

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

S ecre ta ry —Von W . F u rn iss , N ashv ille . 
T re a su re r—E d. V arnum , Jonesv ille . 
E xecu tiv e  C om m ittee—D. D. A lton, 

F re m o n t; E d. W . A u stin , M idland; C. 
S. K oon, M uskegon; R. W . C ochrane, 
K alam azoo ; D. G. Look, Low ell; G ra n t 
S tevens, D e tro i t ._______
M ich igan  Pharm aceutica l T rave le rs ’ A s 

sociation.
P res id en t—F . W . K err, D e tro it. 
S e c re ta ry -T re a su re r—W . S. L aw ton , 

G rand  R apids.

G rand Rap id s D ru g  Club. 
P re s id e n t—W m . C. K ireh g essn er. 
V ice -P re s id e n t—E . D. D e L a  M ate r. 
S ec re ta ry  and  T re a su re r—W m . H .

T ibbs. __ „  ,  .
E x ecu tiv e  C om m ittee—W  m. Q uigley, 

C h a irm a n : H en ry  R iechel, T h e ro n  F orbes.

Million Prescriptions Filled in Forty- 
Six Years.

One million original prescrip tions 
filled at a single drug store in a period 
of forty-six  years, is a record that 
m ight well be boasted of. M ore than 
th irty  years in the drug business, con
ducting an all-day and all-night store, 
w ith never a tim e in all those years 
th a t the doors to th a t drug store have 
been locked or the sto re  closed, is 
ano ther record th a t is an achievem ent. 
T hese tw o records have been reached 
by J- J. Schott, p rop rie to r of S chott’s 
d rug store, on M arket street, Galves
ton, Tex.

J. J. Schott went into the drug busi
ness for him self in 1867 and inaugu- 
ated an all-day and all-n ight sto re  in 
1882. Since the la tte r service was in
augurated Mr. Schott says his store 
has never been closed. “W e have no 
keys for the doors to  the store ,” Mr. 
Schott said, “and could no t lock them 
if we desired.’

U nusual as this record m ay be, the 
record of filling 1,000,000 original p re
scriptions at a single drug store is an 
achievem ent still g reater. I t  should 
be understood th a t this num ber rep
resents original prescrip tions and not 
prescrip tions refilled, which if count
ed, would increase the num ber by 
m ore than one-third. T he one-m il
lionth prescrip tion  w as received and 
filled on the afternoon  of January  13.

In looking back over his career as 
a druggist in G alveston Mr. Schott 
recalls m any th ings of in terest. “The 
first prescrip tion  filled after I went 
into business for m yself in 1867,” said 
Mr. Schott, “was w ritten  by Dr. E d
w ard Randall, an uncle of the Dr. 
E dw ard R andall now practising  here. 
T he prescription w as w ritten  for Mrs. 
Dr. Ashoff and was filled by me. I 
also filled the one-m illionth prescrip 

tion, which was w ritten  by Dr. E d 
ward Randall, the younger, this a fte r
noon.”

T he one million and m ore original 
p rescrip tions are on file a t S chott’s 
drug store, and may be seen by any 
enquiring person. If laid flat one 
upon ano ther they would m ake a 
stack of m ore than  400 feet high. 
T here has been an average of sixty 
prescrip tions per day during the for
ty-six years th a t this num ber has been 
reached.

T he 1,000,000 prescrip tions are kept 
on file by being strung  on heavy wires, 
5,000 on each wire. T here  are 200 
of these w ires and they will be hung 
in the store to  give the public an 
opportunity  of seeing w hat 1,000,000 
prescrip tions mean. Now that the 
1,000,000 prescrip tions have been 
reached, Mr. S chott says he will 
change his counting m achine and sta rt 
over, th is tim e counting  in the dupli
cations, th a t he may see how many 
prescrip tions are actually filled, both 
new and old.

Storing Vaccines for Distribution.
As a d istribu tor of biologic p repa

rations the retail pharm acist has a 
much m ore im portan t p art than he is 
generally  credited with o r even than 
the m ajority  of pharm acists appreci
ate. O w ing to  the high grade of 
technical skill and the large capital 
required for the m aintainance of a 
p lan t it is no t likely th a t m anufactur
ing establishm ents will be generally 
located near enough to the physician 
for him to be able to  obtain his sup
plies d irect from  the m aker w ithout 
the intervention  of the pharm acist as 
a d istributor.

T he tim e th a t would elapse in p ro
curing tile antitoxic serum  or even 
the vaccine from  the m aker, no tw ith 
standing m odern m ethods of com m u
nication and transporta tion , would be 
serious and detrim ental in m ost cases.

It therefore becom es a necessity  to 
have supplies a t hand in each locality, 
and logically and naturally  the p h ar
m acist is the recognized d istributor.

T o  fully consider the responsibili
ties of the situation and the necessary 
precautions entailed upon the purvey
or of this class of p roducts is im port
ant for the pharm acist w ho intends 
handling serum s and vaccines.

E ver since they  w ere first produced 
there has been no m aterial d isagree
m ent am ong experts th a t light, air, 
and tem peratu re are the im portan t 
factors in the p reservation  and s to r
age of th is class of products, and the 
Pharmacopoeia fully recognizes these 
principles in its directions for the p re
servation of serum  antidipthericum , 
the only one official, which is as fol

low s: “I t  should be kept in sealed 
glass container, in a dark  place, a t 
tem peratu res betw een 4.5 degrees and 
15 degrees C. (40 degrees and 59 de
grees F .).” T w o of these factors, in
sofar as the d istribu tor is concerned, 
have been cleverly contro lled  and elim 
inated by the m akers, who have 
generally  adopted packages consist
ing of either am poules, or am poules 
convertible into syringes which are 
packed in light-proof containers.

T he th ird  factor, o r th a t of tem 
perature, is therefore the one tha t is 
im portan t for the d istribu tor, and it 
m ay be tersely sta ted  th a t it is use
less for the pharm acist to  attem pt to 
handle th is class of preparations who 
does not have a refrigera to r and m ain
tain in it a tem peratu re of som ew hat 
near 10 degrees centigrade (50 degrees 
F .), with a range of not m ore than 10 
degrees F ah renheit or about 4 o r 5 
degrees centigrade, e ither way.

Tt does no t necessarily  follow that 
the equipm ent m ust be elaborate or 
expensive, and there  are a num ber 
of types of refrigera to rs on the m ar
ket th a t are well adapted fo r the pur
pose. One of the best and easiest 
kept clean is m ade from  thin plates 
of enam eled steel in both square and 
cylindrical shapes and of convenient 
sizes. T he w riter has found one of 
this type perfectly  sa tisfacto ry  and 
capable of m aintaining on the average 
of tem peratu re of about 50 degrees 
Fahrenheit under o rdinary  sto re  con
ditions.

A nother im portan t m atte r is the 
question of age, but as the relation ot 
age to  efficiency has been p re tty  th o r
oughly worked out, and as every m ak
er sends ou t his package with the 
lim it of time fo r use plainly stated  
thereon, the only obligation upon the 
d istribu to r is to  dispense products 
w ithin the time limit.

In  this connection, it should be re 
m em bered th a t th is tim e lim it involv
es storage under prescribed condi
tion in the p roduct th a t m akes the 
time lim it of no value w hatever as 
an index to  efficiency. W . L. Cliffe.

Liquid for Cleaning Tan and Black 
Shoes.

T he follow ing typical form ulas for 
preparation  for cleaning leather shoes 
have been published, m ost of the so- 
called cleaning com pounds being used 
in connection with a polishing paste 
which is applied after the leather has 
been cleaned:

F o r T an or R usset Leather.
T ragacan th  ...............  2 dram s
O xalic acid ...............  3 dram s
W ater .........................  32 fl. ounces
Mix and dissolve. T he liquid should 

be colored yellowish w ith aniline yel
low or saffron.

F o r Black L eather.
Yellow wax ............. 4 av. ounces
Raw linseed oil . . . .  6 fl. ounces
Oil of turpen tine . .  20 fl. ounces
Soap ...........................2Yz av. ounces
H ot w ater ................  28 fl. ounces
M elt the wax at a gentle heat, then 

cautiously incorporate the tw o oils. 
T he soap which m ay be the ordinary 
yellow bar, should be in shavings and 
then be dissolved in w ater. Now mix 
the tw o liquids, adding sufficient ni- 
grosine to color. W ith o u t the nigro-

sine the m ixture may be used to clean 
tan shoes.

F o r a  com bination preparation , the 
follow ing has been recom m ended:

Yellow w ax ..................... 4 ounces
Potassium  carbonate .. 4 dram s
Rosin soap ..................... 2 dram s
Oil of tu rpen tine ........... 8 ounces
Aniline yel. (phosphine) 4 grains 
W ater ...............................  q. s.
T o 12 ounces of w ater contained in 

a suitable pot, add the w ax and the 
soap and scrapings, together w ith the 
potassium  carbonate, and boil until a 
sm ooth, cream y m ass is obtained; re 
move the heat; add the turpen tine and 
the dye, the last nam ed having been 
dissolved in alcohol. Mix thoroughly  
and add sufficient w ater to  m ake the 
product m easure 24 ounces.

T he paste which is used with the 
liquid application is com posed of yel
low w ax and rosin, thinned with pe
tro latum , the p roportions suggested 
being wax, 4 parts; rosin, 1 p art; pe
tro latum , 12 parts, m ixed according 
to art. A sim pler form  of the liquid 
polish or shoe cream  is m ade by d is
solving equal p arts of yellow wax 
and palm oil in th ree  parts of oil of
turpentine.

Yellow wax or ceresin .. 3 ounces
Sperm aceti .....................  1 ounce
Oil of turpen tine ........... 11 ounces
A sphalt varnish ............. 1 ounce
B orax .................................  80 grains
F ran k fo rt black ............. 1 ounce
Prussian  blue .................dram s
Oil of m irbane ................l*/£ dram s
M elt the wax, add the borax, and 

stir until a kind of jelly  has been 
form ed; in ano ther pan m elt the sper
m aceti; add the varnish, previously 
mixed with the tu rpen tine ; stir well 
and add the w ax; lastly, add the col
ors, m ix well and incorporate  the oil 
of m irbane.

F or the p reparation  of the w ater 
dressings, as a general proposition 
only those w axes are available which 
are capable of being emulsified, in
cluding carnauba,, beeswax, Japan, 
and insect wax and shellac. Paraffin, 
ceresin, and m ineral w axes are not 
available. In  order to produce an 
em ulsion it is necessary to use a 
sm all am ount of neutral soap ip addi
tion to the required am ount of alkali, 
though care m ust be taken to avoid 
an excess of soap, as this would make 
the resulting  paste too readily soluble 
in w ater. D ressings of this class are 
made by heating the soap, alkali, wax, 
and w ater to  nearly  the boiling point 
of w ater, s tirrin g  constantly  until a 
uniform  milky m ixture is produced, 
which, on cooling, solidifies into a 
m ass of the consistency of an o in t
ment.

He Knew the Process.
“ Y our sister is a long tim e about 

.making her appearance,” suggested 
the caller.

“W ell,” said little  b ro ther, “she’d 
be a sight if she came down w ithout 
m aking it.”

On Second W ashing.
“I ’ve ju st washed out a suit for my 

little  boy and now it seems too tight 
for him .”

“H e’ll fit it all right, if you wash 
the boy.”
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WHOLESALE DRUQ PRICE CURRENT
A cida

A cetic ..................... 6 O •
B oric ...................... 10 9 15
C arbolic ............... . 2 20 26
C itric  ........................48 ® 55
M u ria tic  ............... 1%@ 6
N itr ic  ..................... 6*4® 10
O xalic .................... .13 ® 16
S u lphu ric  ............. 1%® 5
T a r ta r ic  ............... . 38® 42

A m m onia
W a te r  26 deg. . . 6*40 10
W a te r  18 deg. .. 4*4® 8
W a te r  14 de-». . . 3*4® 6
C arb o n a te  ............ 13 ® 16
C hloride ............... 12 ® 16

B alsam s
C opaiba ................. 70® 75
F ir  (C an ad a) . . 1 50
F ir  (O regon) . . . . 25® 35
P e ru  ....................... 2 2 0 0 2  40
Tolu ..................... 1 2501  40

B erries
C ubeb ..................... 65® 76
F ish  ....................... 15® 20
Ju n ip e r  ................. 6® 10
P rick ley  A sh  . . . 0 50

B arks
C assia  (o rd in a ry ) 25
C assia  (S aigon) 65® 76
E lm  (pow d. 25c) 25® SO
S a ssa fra s  (pow . 39c) ®  16 
S oap (pow d. 26c) ® 16

C ubebs ......................  0 4  50
E rig ero n  .................  @2 50
E u c a ly p tu s  . . . .  75® 85
H em lock, p u re  . .  @1 00
J u n ip e r  B e rrie s  Q l  25
Ju n ip e r  W o o d .. 40® 50 
L ard , e x t ra  . . . .  8501  00
L ard , N o. 1 ......... 76®  90
L a v en d e r F lo w ers  ® 4 00
L av en d er G arden  8501  00 
L em on ................. 4 00 0 4  50
L inseed , boiled bbl @ 49 
L inseed , boiled le ss  54 &  58 
L inseed , ra w  bbls. @ 48 
L inseed , ra w  le ss  53® 57 
M usta rd , t r u e  . .4  600 6  00 
M usta rd , a r t lf l’l 2 7503  00
N ea tsfo o t ............. 80®  85
Olive, p u re  ........... 2 500 3  50
Olive, M alaga,

yellow  ........... 1 «0 0 1  75
Olive, M alaga,

g re e n  ........... 1 5001  65
O range, sw e e t . .4  00@4 50 
O rganum , p u re  1 2601  60 
O riganum , com ’l 50® 75
Pennyroyal .........2 25®2 50
P ep p e rm in t ............. 0 3  75
Rose, p u re  . . .  16 00018 00 
R osem ary  F low ers  9001  00 
S andalw ood, El. I. 6 25@6 60 
S assa fra s , t ru e  . 80® 90 
S a ssa fra s , a r t lf l 'l  45® 50
S 'pearm in t ......... 6 0 0 0  6 50
S perm  ................... 90@1 00
T a n sy  ................... 4 7 5 0 5  00
T a r , U S P  ..■___  25® 35
T u rp e n tin e , bbls. @49% 
T u rp e n tin e , le ss  5 3 0  58 
W ln te rg ree n , t ru e  @5 00 
W ln te rg ree n , sw ee t

b irc h  ........... 2 0 0 0 2  25
W in te rg ree n , a r t ’l 500 ' 60
W orm seed  ........  @6 60
Wormwood ......... @8 06

D ig ita lis  ............... @ 60
G en tian  ............... Q  «0
G inger ................... 0  6«
G uaiac  ...................  O  <0
G uaiac  A m m on. ®  76
Iod ine  ..................... ®1 00
Iodine , C olorless 0 1  25
Ipecac  ................... ® 7|
Iron , d o  ............  0  60
K ino  ....................... @ 75
M yrrh  ................... ® «0
N ux V om ica ___  ® 50
O pium  ................... @2 00
O pium  C am ph. . .  @ 7 5
O pium , D eodorz’d  @2 25
R h u b a rb  ..............  @ 76

P a in ts
L ead , red , d ry  7*4$
L ead , w h ite  d ry  7*4$
L ead, w h ite  oil 7% $
O chre, yellow  bbl 1 
O chre, yellow  le ss  2
P u t ty  ............... 2%$
R ed  V en e tian  bbl 1 
R ed V en e t’n , le ss 2 
S haker, P re p a re d  1 60s 
V erm illion, E n g . 90$ 
V erm illion, A m er. 156 
W hiting , bbl. . . .  1 $
W h itin g  ................. 2

In sectic ides
A rsen ic  ...............
B lue V ltro l, bbl. 
B lue V ltro l le ss  
B o rdeaux  M ix P s t  
H ellebore, w h its  

pow dered  . . .  
In se c t P o w d er . .  
L ead  A rse n a te  . .  
L im e  & S u lp h u r 

Solu tion , g a l 
P a r is  G reen  . . . .

20
85
16

E x tra c ts
L icorice ............... 2 4 0  28
L icorice pow dered  2 5 0  30

F low ers
A rn ica  ................... 1 8 0  25
C ham om ile (G er.) 2 5 0  35 
C ham om ile (R om .) 4 0 0  50

G um s
A cacia, 1st ......... 40 0  60
A cacia, 2nd . . . .  360 ' 40
A cacia, 3d ........... 3 0 0  35
A cacia, S o rts  . .  0  20
A cacia, P ow dered  3 6 0  40 
A loes (B arb . P ow ) 2 2 0  25 
A loes (C ape P ow ) 2 0 0  25 
A loes (Soc. P ow d.) 4 0 0  60
A sa fo e tid a  ......... 1 00 0 1  25
A safoetida, Pow d.

P u r s  ............... 0 1  60
U . S. P . Pow d. 0 2  00

C am phor ............. 5 5 0  60
G uaiac  ................... 3 5 0  40
G uaiac, P ow dered  400: 60
K ino  .......................  ta 40
K ino, P o w d e re d .. 0  45
M yrrh  ................... 0  40
M yrrh , P ow dered  0  50
O pium  ................. 7 25 0 7  50
O pium . Pow d. . .  8 5 0 0  8 75 
Opium, G ran . . .  8 5 0 0  8 75
S hellac ................... 2 5 0  SO
Shellac, B leached  3 0 0  35 
T m g a c a n th  . . . .  1 000 1  25 
T ra g a c a n th , P ew  60 0  75 
T u rp e n tin e  ........... 1 0 0  16

Leaves
Buchu ................. 1 860 2  00
B uchu , P ow d. . .2  00 0 2  25
Sage, b u lk  ........... 1 8 0  25
S age, *4s L oose 20@ 26 
Sage, P o w d ered  2 5 0  SO
S enna, A lex ........... 2 6 0  80
S enna, T in n . . .  1 5 0  20
S enna, T la n , P ow . 8 0 0  25 
U va U ral ............. io@ i s

Oils
A lm ends, B itte r ,

t r u e ............... 6 0 0 0 6  60
A lm ond, B it te r ,

a rtlf ilc la l . . .  0 1  76
A lm onds, S w eet,

t r u e  ............... 9001  00
A lm ond, S w eet,

Im ita tio n  . .  4 0 0  60
A m ber, c ru d e  . .  2 6 0  80
A m ber rec tified  . 4 0 0  60
A n i s e .....................  2 250 2  50
B erg a m o t ........... @6 00
C ajep u t ................. @ 76
C ass ia  ................. i  io ® i  7«
C asto r, bbls. an d

c a n s  ............. 12*40 15
C ed a r L e a f  . . . .  @ 85
C ltro n e lla  ............. @ 60
C lo v e s ................... 1 7 5 0 2  00
C oooanut ............. 18® 20
Cod L i v e r ........... 1 0 0 0 1  86
J e tto n  S eed  . . . .  7 0 0  86

C ro ton  ................... 0 1  00

Potassium
B ic a rb o n a te  . . . .  15$
B ic h ro m a te  ......... 13$
B rom ide ............... 40$
C arb o n a te  ........... 12$
C h lo ra te , x ta l  a n d

pow dered  . . .  1 2 0  16
C h lo ra te , g ra n u la r  16 0  20
C yan ide ............... 80®  40
Iodide .................  2 8502  90
P e rm a n g a n a te  . .  1 5 0  30
P ru s s la te  yellow  30® 85 
P ru ss la te , red  . .  50 0  60
S u lp h a te  ..............  1 5 0  20

R oots
A lk an e t  ......... 15
Blood, pow dered  20
C alam us ..................35
E lecam pane , pow d 15

20 
26 
4«

___ 20 
1 2 0  15

22$ 28 
6 50

30

G en tian , p o w d ..
G inger, A frican , 

pow dered  . . .
G inger, J a m a ic a  
G inger, Ja m a ic a , 

pow dered  . . .
G oldenseal, pow d. . . . .  
Ipecac, pow d. . .  2 7608  00
L icorice ............. 14®  16
L icorice , pow d. 12® 16
O rris , p ow dered  2 6 0  80
Poke, pow dered  20®  25
R h u b a rb  ............... 7601  00
R h u b a rb , pow d. 7501  25
R osinw eed, pow d. 2 5 0  80
S a rsap a ril la , H ond.

g ro u n d  ........... @ 60
S a rsa p a ril la  M exican,

g ro u n d  ........... 2 50  80
Squills ................... 20® 86
Squills, pow dered  40® 60
T um eric , pow d. 12™ ,K
V ale rian , pow d. 25

Seeds
A nise ...................
A nise, pow dered
B ird , I s  .............
C an a ry  ...................
C araw ay  .............
C a r d a m o n ........... 1
C elery  ...................  45(
C o riander .............  io<
MU .........................  181
F en n e ll ...................
F lax  ........................
F lax , g ro u n d  . . . .  
F oenug reek , pow .
H em p  ...................
L obe lia  .................
M usta rd , yellow  
M usta rd , b la ck  . .  
M u sta rd , pow d.
P o p p y  ...................
Q uince ...................
Rape ..................
SabafU lla ...........
S abad llla , pow d.
Sunflow er ...........
W orm  A m erican  
W orm  L e v a n t . .

T in c tu re s
Aconite ................
Aloes ...................
Arnica ..................
Asafoetida ............
B elladonna .........
Benzoin ..............
B enzoin C om pound
Buchu ..................
Cantharadles . . .
Capsicum ............
C ardam on  ...........
Cardamon, Comp.
Cktechu ..............
Cinchona ............
Colchlcrum ...........
Cubebs ................

m iscellaneous
A cetanalid  ......... 30® 35
A lum  ................... 3@ 5
A lum , pow dered  a n d

g ro u n d  ......... 5 0  7
B ism u th  S ubn i-
„  t r a te  ............  2 1002 25
B o rax  x ta l  o r

pow dered  . .  6® 12
C a n th a ra d le s  pow d. ® l  25
C alom el ............... 1 250 1  35
C apsicum  ........... 200 25
C arm in e  ............... @3 50
C assia  B uds . . . .  @ to
C loves ................. 2 5 0  80
C halk  P re p a re d  . .  6 0  8*4 
C halk  P re c ip ita te d  7 0  io
C hloroform  ......... 3 8 0  48
C hlora l H y d ra te  1 250 1  45
C ocaine ............... 4 160 4  85
Cocoa B u tte r  . . .  5 0 0  60 
C orks, list, le ss  70% 
C opperas bb ls cw t 0  85 
C opperas, le ss  . .  2® 5
C opperas, P ow d. 4® 6
C orrosive Sublm . 1 25 0 1  40 
C ream  T a r ta r  . .  2 8 0  35
C u ttlebone ......... 250  35
D ex trin e  ............... 7®  10
D over's  P o w d e r 2 0 0 0 2  25 
E m ery , a ll N os. 6 0  10 
E m ery , pow dered  6@ 8
E psom  S a lts , bb ls  @ 1*4 
E psom  S a lts , le ss  2 * 4 0  6
E rg o t ................  1 600 1  75
E rg o t, pow dered  1 8002  00
F lak e  w h i te  ........... 12 0  15
F orm ald eh y d e  lb. 12®  15
G am bler ............... 6@ 10
G ela tine  ............. 3 5 0  45
G lassw are , fu ll ca ses  80% 
G lassw are , le ss 70 & 10% 
G lauber S a lts  bbl. 0  1*4 
G lauber S a lts  le ss  2 0  6
Glue, b row n  . . .  1 1 0  15
Glue, b row n  g rd  10® 15
Glue, w h ite  ___  15® 26
Glue, w h ite  g rd  15® 20
G lycerine ............... 22@i 32
H ops ................... 50@ 80
Ind igo  ................. 85 0 1  00
Iodine ................. 8 750 4  00
Iodoform  ........... 4 8005 00
L ead  A c e ta te  . . .  1 2 0  18 
L ycopdlum  . . . .  600 76
M ace ................... 8 0 0  00
M ace, pow dered  90 0 1  00
M e n th o l ........... . IS 00014  a*
M ercu ry  .............  869
M orphine, a ll b rd  4 650 4  
N u x  V om ica . . . .
N u x  V om ica pow  .  
P ep p er, b lack  pow  20$ 
P ep p er, w h ite  . .  26$ 
P itc h , B u rg u n d y  10$
Q u assia  ............... 10L  I
Q uinine, a ll b rd s  21*4081* 
R ochelle S a lts  ,20® 2 
S acc h a rin e  . . . .  2 0 0 0 2  2
S a lt  P e te r  ........... 7*40  1
S eid llts  M ix tu re  20® 2 
Soap, g reen  . . . .  15®  2 
Soap, m o tt  c a s t lie 10®  1 
Soap, w h ite  c a s tlle

ca se  ...............
Soap, w h ite  ca s tlle  

le ss  p e r  b a r  . .
S oda A sh  ......... 1*
S oda B ic a rb o n a te  1*
Soda, S al ..............
S p ir it C am phoe . .
S p ir it Cologne . .2  7 6 0 3  
S u lp h u r ro ll . .
S u lp h u r 8ub l. . .  .2*
T a m a rin d s  ......... 15
T a r ta r  K m etic  . .  40$ 
T u rp e n tin e  V en ice 40$, 
V&ntla E x t. p u re  1 000 1  
W itc h  H aze l . . . .  «601  
~  S u lp h a te  . . .  7®n  B a a

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.

F O O T E  &  J E N K S »  ;COLEMAN’S ( b r a n d ,  

Terpeneless Lemon and High Class Vanilla
Insist on getting Coleman’s Extracts from your jobbing grocer, or mail order direct to

FOO TE & JENK S, Jackson, Mich.

“/AMERICAN BEAUTY” Display Case N o. 412—one 
X \ .  of more than one hundred m odels of Show Case, 
Shelving and Display Fixtures designed by the Grand 
Rapids Show  Case Company for displaying all kinds
o f goods, and adopted by the m ost progressive stores o f Am erica.

G R A N D  RAPIDS SH O W  CASE CO., Grand Rapids, Michigan 
T h e  Largest Show  Case and S tore Equipm ent Plant in  th e  W orld  

Show  Rooms and Factories: N ew  Y ork , G rand 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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A D VAN CED D E C L IN E D

H am s Cheese
P ork— B arreled

1 t i  i  e x  t o M a r k e t s  1 2
B y Columns

Col.
A

A m m onia ......................... 1
A xle G rease  ................... 1

B
Baked B ean s  .................  1
B ath  B rick  ..................... 1
B luing ...............................  J
B rea k fa s t Food ............. 1
B room s ............................. 1
B rushes ............................. 1
B u tte r  C olor ................... 1

C
C andles .............................  J
C anned  G oods ............... 1-8
C arbon Oils ................... j
C a tsu p  ...............................  f
C heese ............................... jj
C hew ing  G um  ............... 3
C hicory  ........................... 3
C hocolate ......................... §
C lo thes L ines  ............... 3
Cocoa ............................... 3
C ocoanu t ........................... 3
Coffee ................................. 3
C onfections ................... 4
C racked  W h e a t ..........  4
C rac k e rs  ..................... 4, 5, 6
C ream  T a r ta r  ............  6

D
D ried F ru its  ................  6

F
F arin a ceo u s  Goods . . .  6
F ish in g  T ack le  ............. 7
F lav o rin g  E x tra c ts  . . .  7
F lo u r  a n d  F eed  ..........  7
F ru it  J a r s  ..................... 8

G
G ela tine  ...........................  |
G ra in  B ags ................... °

H
H erb s  ............................... 8
H ides  an d  P e lts  ........... 8
H o rse  R ad ish  ............... 8

J
Jelly  ...................................  |
Je lly  G lasses ................. 8

M
M apleine ......................... 8
M ince M eat ................... 8
M olasses ......................... 8
M u sta rd  ..........................  8

N
N u ts  ...................................  4

O
O lives ...................................  8

P
P ick les  ...............................  8
P ip es  ...................................  8
P lay in g  C ards  ..................  8
P o ta sh  ..................................  8
P rov is ions  ............................  8

R
R ice ....................................... 9
Rolled O ats  ....................... 9

S
S alad  D ressin g  ........... 9
S a le ra tu s  ........................... 9
S al Soda ......................... 9
S a lt .....................................  »
S a lt F ish  ....................... 9
Seeds .................................... 10
Shoe B lack ing  .................  10
Snuff .................................... 10
S oap ....................................  14
Soda ...................................... 10
Spices .........................» . .  10
S ta rc h  ................................  10
S y rups  ................................ 10

T
T ab le  S auces .................. 10
T e a  ......................................  10
T obacco  ............  11, 12, 13
T w in e  ................................  13

V
V in eg a r .............................. 13

W
W ick in g  ............................  13
W oodenw are  ..................  13
W rap p in g  P a p e r  ......... 14

Y
Y east C ake ...................... 14

AMMONIA
Doz.

12 oz. ovals  2 doz. box 75

A XLE G REA SE 
F ra z e r ’s

lib . wood boxes, 4 doz. 3 00 
lib . tin  boxes, 3 doz. 2 35 
3%Tb. tin  boxes, 2 doz. 4 25 
101b. pa ils , p e r  doz. . .6  00 
151b. pails, p e r  doz. . .7  20 
25tb. pails, p e r doz. ..12  00 

BA K ED  BEA N S 
No. 1. p e r doz. . ..45@  90
No. 2, p e r  doz..........75@1 40
No. 3, p e r doz. __85@1 75

BATH BRICK 
E nglish  ........................... 95

BLUING
Jen n in g s ’.

C ondensed P e a rl B lu ing  
Sm all C P  B luing, doz. 45 
L arge , C P  B luing, doz. 75

B R E A K FA S T  FOODS 
A petlzo, B iscu its  . . - . . 3  00 
B ea r Food, P e tt i jo h n s  1 95 
C racked  W h e a t, 24-2 2 50
C ream  of W h e a t, 36-2 4 50 
C ream  of R ye 24-2 . .  .3 00
E gg-O -S ee W h e a t ___ 2 75
P o s ts  T o asties , T.

No. 2 ...........................  2 80
P o sts  T oasties , T.

No. 3 ........................... 2 80
F arin o se , 24-2 ............  2 70
G rape N u ts  ..................  2 70
G rape S u g ar F lak e s  . .  2 50 
S u g a r C orn F lak e s  . .  2 50 
H a rd y  W h e a t Food . .  2 25 
P o s tm a 's  D u tch  Cook 2 75
H olland  R usk  ............  3 20
K ellogg 's T o a sted  Rice

B iscu it ....................... 3 30
K ellogg’s  T o a sted  Rice

F lak e s  ......................... 2 80
K ellogg’s T o a sted  W h e a t

B iscu it ....................... 3 30
K rln k le  C orn  F lak e  . .1  76 
M ap l-W h ea t F lakes,

2 doz................................. 2 70
M ap l-W h ea t F lak es,

3 doz.................................2 80
M apl-C orn  F lak e s  -----2 80
M inn. W h e a t C ereal 3 75
A lg ra in  F ood ..............  4 25.
R a ls to n  W h e a t  Food  4 50 
R alston  W h t Food 10c 1 45 
Saxon  W h e a t Food . . .  2 50 
S hred  W h e a t B iscu it 3 60
T risc u it, 18 ................... 1 80
P illsb u ry ’s B es t C er’l 4 25 
P o s t T a v e rn  S pecial . .  2 80 
Q uaker P uffed  R ice . .  4 25 
Q u ak er P uffed  W h e a t 2 85 
Q u ak er B rk fs t  B iscu it 1 90 
Q u ak er C orn F lak e s  . .1  75 
V ic to r C orn F lak e s  . .2  20 
W a sh in g to n  C risp s . . . 1  86
W h e a t H e a r ts  ............... 1 90
W h e a te n a  ..................... 4 50
E v a p o r’d S u g ar Corn 90

BROOMS
P a r lo r  ............................... 3 00
Jew el ............................... 3 70
W in n e r ........................... 4 25
W h ittie r  Special ........  4 55
P a r lo r  G em  ................... 3 75
Com m on W h isk  ......... 1 00
F a n cy  W h isk  ..............  1 25
W areh o u se  ..................  4 00

B R U SH E S
S crub

Solid B ack, 8 in ..............  75
Solid Back, 11 in ........... 95
P o in ted  E n d s  ............... 85

S tove
No. 3 ................................. 90
No. 2 .................................1 25
No. 1 .................................1 75

Shoe
No. 3 .................................1 00
No. 7 .................................1 30
No. 4 .................................1 70
No. 3 ...............................1 90

B U T T E R  COLOR 
D andelion , 25c size ...2 00

C A N D LES
P araffine , 6s ................  10
P araffine , 12s ............... 10
W ick ing  .................... 20

CA N N ED  GOODS 
A pples

3 lb . S ta n d a rd s  . .  @ 9 0
G allon ..............  2 50@2 75

B lackberries
2 !b .........................  1 60@1 90
S ta n d a rd s  gallons @5 00

B eans
B aked ............. 85@1 30
Red K idney  ......... 85@ 95
S tr in g  . . . - . ......... 70@1 15
W ax  ..................... 75@1 25

B lueberries
S tan d a rd  ....................... 1 80
Gallon ........................... 6 75

C lam s
L ittle  N eck, l ib . @1 00
L ittle  N eck, 2!b. @1 60

C lam  Bouillon 
B u rn h am 's , % pt. . . . . 2  25
B u rn h am ’s, p ts .................3 75
B u rn h am ’s  q ts .................. 7 60

Corn
F a ir  ......................  75@ 90
Good ..................... 1 0001  1«
F ancy  ................... @1 80

F rench  P eas  
M onbadon (N a tu ra l)

per doz.................. . . . 2 45
Gooseberries

No. 2, F a ir  .............. . 1 50
No. 2, F an cy  .......... 2 35

H om iny
S tan d a rd  .................. 25

L obste r
% lb ............................... . . . 2 56
1 Tb................................. . . . 4 25
P icn ic  T a ils  .............. . . . 2 76

Mackerel
M ustard , l i b ............... . .  .1 80
M ustard . 2tb............... . . .2 80
Soused, l% !b .............. ...1 60
Soused, 21b................... . 2 76
T om ato , 1Tb................. . .  .1 60
T om ato , 2Tb................. ...3 80

M ush room s
H otels  ................... @ 15
B u tto n s, %s ___ 14
B u tto n s, Is  ........ 25

O yste rs
Cove l i b ...............
Cove, 2 tb ..............

P lum s
P lu m s ................. 90@1 35

P ears  in S y ru p  
No. 3 cans, p e r doz. 1 50 

Peas
M arro w fa t ........  @1 15
E a rly  J u n e  ........  @1 25
E a rly  J u n e  s if te d  1 45@1 55 

Peaches
P ie  ..................... 90@1 25
No. 10 size can  p ie @3 25 

Pineapple
G rated  ............... 1 75@2 10

P um pkin

C H E E S E
A cm e ..................... @19
B loom ingdale . . .  @18%
C arson  C ity  ........  @17
H opk ins  ..............  @17
B rick  ....................  @17
L eiden  .............. ... @15
L im b u rg e r ..........  @19
P ineapp le  ..........  40 @60
E d a m  ..................... @85
S ap Sago ............. @22
Sw iss, dom estic  . .  @20

C H EW IN G  GUM. 
A dam s B lack  J a c k  . . .  56
A dam s S ap p o ta  ............  56
B eem an 's  P ep sin  ........  66
C hic lets ........................... 1 25
Colgan V iolet C hips . .  60
Colgan M in t C hips . . . .  60
D entyne ......................... 1 10
F lag  S p ruce  ................... 65
Ju icy  F ru i t  ..................... 55
Red R obin ....................... 55
Sen Sen ( J a r s  80 pkgs,

$2.20) ......................... 55
S pearm in t, W rig leys  . .  65
S p earm in t. 5 box ja r s  2 75 
S p earm in t, 3 box ja r s  1 65
T ru n k  S pruce ............... 56
Y ucatan  .■...........................  55
Zeno .................................  55

5 boxes one kind, 3c p er 
box less.

CH ICORY
B ulk ................................... 6
Red .....................................  7
E ag le  .................................  5
F ra n c k ’s ...........................  7
S ch eu e r’s .........................  6
Red S ta n d a rd s  ..........  1 60
W h ite  .............................  1 60

CH O CO LA TE 
W a lte r  B ak e r A  Co.

G erm an 's  S w eet ............. 22
P rem iu m  ...........................  82
C aracas  ............................... 23
H ersh ey 's  A lm ond 5c . .  85 
H ersh ey ’s M ilk, 6c . . . .  85 

W a lte r  M. L ow ney  Co. 
P rem iu m , % s . . .  . . . . .  29
P rem iu m , % s ................  29

C L O T H E S  L IN E
p e r  doz.

No. 40 T w is ted  C otton  95
No. 50 T w is te d  C otton  1 30
No. 60 T w isted  C o tton  1 70
No. 80 T w is te d  C otton  2 00
No. 50 B ra id ed  C otton  1 00
No. 60 B ra id ed  C otton  1 25
No. 60 B raided  C otton  1 85
No. 80 B ra id ed  C o tton  2 25
No. 50 S ash  C ord .......... 1 76
No. 60 S ash  Cord ..........2 00
No. 60 J u te  ................... 80
No. 72 J u te  .......................1 00
No. 61 S isa l ..................  86

G alvanized  W ire  
No. 20, each  100ft. long  1 90 
No. 19, each  100ft. long 2 10

COCOA

90@2 60

80 
90

1 00 
2 15

S liced

F a ir  . .
Good .
F an cy  
G allon

Raspberrie s
S tan d a rd  ............... @

Sa lm on
W a rre n s , 1 lb . T a ll . .2  30 
W a rre n s , 1 lb . F la t  . .2  40
R ed A laska  ___ 1 65@1 75
P in k  A la sk a  . . . . 1  35@1 45 

Sard ine s
D om estic, % s ...............2 75
D om estic , % M u sta rd  2 75 
D om estic, % M u sta rd  @6%
F ren ch , % s ...........  7@14
F ren ch , % s ................18@23

Sh r im p s
D unbar, 1st doz. ........... 1 30
D unbar, l% s  doz........... 2 35

Succotash
F a ir  ..................... 90
Good ................... 1 20
F a n cy  ................... 1 25@1 40

Straw berrie s
S ta n d a rd  ...........
F a n cy  ...............

T  omatoes
Good .....................
F an cy  .....................
No. 10 .......................

B ak e r’s ....................... . . .  37
C leveland ................... 41
Colonial, % s ............ . . .  35
Colonial, % s ............ . . .  33
E p p s  ............................. . . .  42
H e rsh e y ’s % s ........ . . .  30
H ersh ey ’s, % s ........ . . .  28
H u y le r ......................... . . .  36
Low ney, % s ............. . . .  33
L ow ney, % s ............ . . .  33
Low ney, % s ............ . . .  33
Low ney, 5 Tb ca n s  . . . .  33
V an  H o u ten , % s . . . . .  12
V an H ou ten , % s . . . . .  18
V an  H o u ten , % s . . . . . .  36
V an  H o u ten , I s  . . . . . .  65
W a n -E ta  ................... . . .  36
W ebb ........................... . . .  33
W ilber, % s ................. . . .  33
W ilber, % s ............... . . .  32

COCOANUT
D u n h am ’s p e r  lb.

95
2 25

1 15 
1 35
3 50

C A R B O N  O I L S  
' B a rre ls

P erfec tio n  ........... @11%
D. S. G asoline . . . .  @19%
G as M ach ine . . . .  @27%
D eodor’d N a p ’a  . . .  Ib l9
C ylinder ............  29 @34%
E ngine  ..............  16 @22
B lack, w in te r  . .  8 @10

C A T SU P
S n id er 's  p in ts  ...............  2 35
S n ider’s  % p in ts  ......... 1 35

%s, 5Tb. ca se  ............. 30
%s. 5Tb. c a s e ............... 29
%s, 15Tb. ca se  ........... 29
%s, 15Tb. ca se  .........  28
Is, 16Tb. ca se  ........... 27
%s A  -/ss 15Tb. '■as* 28
Scalloped G em s ......... 10
% s & % s p a lls  . . . .  16
Bulk, pa ils  ..................... 13
Bulk, b a rre ls  ............  12

C O F F E E S , RO ASTED
Rio

Com m on ......................... 19
F a ir  ............   19%
Choice .............................  20
F an cy  ............................. 21
P e a b e rry  .......................  23

S an to s
Com m on .........................  20
F a ir  ................................. 20%
Choice ............................. 21
F an cy  ............................. 23
P e a b e rry  ....................... 23

M aracaibo
F a ir  ...............................  24
C hoice .......................  25

M exican
Choice ............................. 25
F an cy  ............................. 26

G u atem ala
F a ir  ...............................  25
F a n cy  ............................... 28

J a v a
P r iv a te  G row th  ....26@ 30
M andling  ....................... 31@35
A ukola ........................30@32

M ocha
S h o rt B ean  ...............25 @27
L ong  B ean  ............ 24@25
H . L. O. G.................... 26 @28

B ogota
F a ir  .................................  24
F a n cy  ............................. 26
juxchange M arket, S teady  
Spot M arket, S tro n g  

P ack ag e
N ew  Y ork B asis

A rbuckle ........ 24 25
Lion ...............................  24 60

M cL aughlin’s  XXXX 
M cL augh lin ’s X X X X  sold 

to  re ta ile rs  only. M all all 
o rd ers  d ire c t to  W . F. 
M cL aughlin  A  Co., C h ica
go

E x tra c t
H olland, % g ro  boxes 95
Felix , % g ro ss  ............. 1 15
H u m m el’s  foil, % gro . 85 
H um m el’s tin , % gro . 1 43

C O N FEC T IO N S 
S tick  C andy  P a ils

S ta n d a rd  ...........................  8
S ta n d a rd  H  H  ............... 8
S ta n d a rd  T w is t ........... 9

C ases
Jum bo , 32 lb  ................... 8%
E x t r a  H  H  ..................... 11
B oston  C ream  ............... 14
B ig S tick , 30 Tb ca se  ..8%  

M ixed C andy
G rocers ............................... 6%
X  L  O ............................... 7
S pecial ................................10
C onserve ...........................  8%
R oyal .................................  8
R ibbon ................................14
B roken  .............................  8%
C ut L oa f .........................  9%
L ead er .............................  8%
K in d e rg a rte n  ................... 11
F ren ch  C ream  ................. 9
H an d  M ade C ream s ..17 
P rem io  C ream  m ixed 14 
P a r is  C ream  Bon B ons 10 

F ancy— In P ails
G ypsy H e a r ts  ..................14
Coco B on B uns ........... 14
F udge S q u ares  ...............13
P e a n u t S q u a r e s ...............12
S u g ared  P e a n u ts  . . . .1 2
S a lted  P e a n u ts  ...........12
S ta r l ig h t K isse s  ........... 13
L ozenges, p la in  ........... 10%
C ham pion C hocolate ..11 
E c lip se  C hoco lates . . .1 4  
E u re k a  C hoco lates . . .1 6  
C ham pion G um  D rops 10 
A nise S q u ares  . . . . . . . . 1 0
L em on S ou rs  ...............10-•
Im p e ria ls  ......................... 10
Ita l. C ream  Bon B ons 12
G olden W affles ........... 14
R ed R ose G um  D rops 10
A uto  K isse s  ................... 14
Coffy Toffy .....................14
M olasses M in t K isses  12

F ancy— In 5tb. Boxes 
Old F ash io n ed  M olas

ses  K isses  101b. bx. 1 30
O range Je llie s  ........... 60
Lem on S ours .............  60
Old F ash io n ed  H o re -

hound  d rops  ........... 60
P e p p e rm in t D rops  . .  70 
C ham pion Choc D rops 60 
H . M. Choc. L t. a n d

D ark , No. 1 2 ...........1 10
B it te r  S w eets, e s ’td . 1 25 
B rillia n t G um s, C rys. 60 
A. A. L icorice D rops 90 
Lozenges, p r in te d  . . .  65
L ozenges, p la in  ........  60
Im p eria ls  ....................... 65
M ottoes ......................... 65
G. M. P e a n u t B a r  . .  60
H an d  M ade C rm s 80@90
C ream  W a fe rs  ............  65
S tr in g  R ock ................... 70
W in te rg ree n  B e rrie s  . 60 

Pop Corn
C rack er J a c k  ............ 3 25
G iggles, 5c p kg  cs. 3 50
Oh My 100s ...............3 50

Cough D rops
P u tn a m  M en tha l . . .  .1 00 
S m ith  B ros................... 1 25

N U T S —W hole 
A lm onds, T a r ra g o n a  18 
A lm onds, D rak e  . . . .  17
A lm onds, C alifo rn ia

soft shell ...............
B razils  ................. @12
F ilb e r ts  ................. @15
Cal. No. 1 ..............
W a ln u ts  s f t shell 17% @18 
W alnu ts , M arbo t . .  @16
T ab le  n u ts , fan cy  . .  @16 
P eca n s, m ed ium  . .  @16 
P ecans, ex. l a r g e . . @16
H ick o ry  N u ts , p e r  bu.

O hio ......................... 2 00
C ocoanu ts .....................
C h es tn u ts , N ew  York 

S ta te , p e r  bu ..........
Shelled

S pan ish  P e a n u ts  8%@ 9 
P ecan  H alv e s  . . . .  @70
W a ln u t H a lv e s  . .  @38
F ilb e r t M eats . .  @30
A lican te  A lm onds @45 
Jo rd a n  A lm onds @50

P e a n u ts
F a n cy  H  P  S uns 6@ 6%

R o asted  ................. 7@ 7%
Choice, raw , H  P  J u m 

bo ...........................  @ 7

CRA CK ED  W H E A T
B ulk  ............................. 8%
24 21b. p k g s ..................... 2 60

C RA CK ERS
N atio n a l B iscu it C om pany 

B ran d s  
B u tte r

E xcelsio r B u tte rs  . . . .  8
N . B. C. Sq. bbl. 7 bx. 6% 
S eym our, Rd. bbl. 7 bx. 6% 

Soda
N . B. C. b o x e s ............... 6%
P rem iu m  .........................  7%
S elect ...............................  8%

S w eet Goods
A nim als .........................  10
A rm ad a  C akes ...........  8
A tlan tics .........................  lx
A vena F ru i t  C akes . . .1 2  
B onn ie Doon C ookies 10
B rit t le  F in g e rs  ..............10
C artw h ee ls  A s s o r te d . .  8%
C ecelia B iscu it ............. 16
C hocolate  B ar, ca n s  ..18
C hocolate D r o p s .............17
C hocolate  D rp  C en te rs  16 
C irc le  H oney  Cookies 12
C racknels  ......................  ig
C rack erm ea l ................. 6
C ry s ta l R o se tte s  .......... 20
C ocoanu t Taffy  B an  13
C ocoanu t D rops ...........12
C ocanu t H on . F in g e rs  12 
C ocoanu t H on. J u m b ’s 12 
Coffee C akes, P la in  ..11
C rum pe ts  ..........................io
D ian a  M arshm allow

C akes .........................  jg
D ixie S u g a r C ookies . .  9
D om estic  C akes .......... 8%
E x tra  W ine B iscu it . .  10
F am ily  C ookies ............. 8%
F ig  N ew tons ....................12
F lu te d  C ocoanu t B a r  ..11
F ro sted  C ream s ............... 8%
F ro sted  G inger Cookie 8%
F ru it  L unch , Iced ........ 10
G ala S u g a r C akes ___  8%
G inger G em s ................... 8%
G raham  C rac k e rs  ......... 8
G inger S naps  F am ily  . .  8% 
G inger S naps N . B. C.

R ound  .............................  8
H . H . Cookies, S u g ar

P la in  ............................. 8
H ousehold  C eokies, Iced  9 
H eney  Ju m b le s, P la in . .  12
H oney  F lak e s  ..........  14
Im p eria l ......................   g%
J a c k  F ro s t G em s ........... 8
Jo n n ie  ...............................  8%
Jub ilee  M ixed ................. 10
Lem on B iscu it S q u are  8%
Lem on T h in s  .................17
Lem on W a f e r s .............17
Lem ona ........   3%
M ace C akes .....................  8
M andalay  .......................  10
M arY A nn .......................  g%
M arshm allow  W a ln u ts  18
M edora ...........................  8
M olasses F ru i t  Cookies

Iced ..................................11
M ottled S q u ares  ......... 10
N. B. C. H oney  C akes

Iced  ...............................  12
O atm eal C rac k e rs  . . . .  3
O range G em s ................. 8%
P enny  A sso rted  ..  ....... *%
P e a n u t G em s .................9
P icn ic  M ixed ................. 11%
P ilo t B read  ............... 7
P ineapp le  C akes ........... 16
P re tz e ls . H an d  M ade . .  9
R aisin  C ookies ............... 10
R aisin  G em s ....................11
R a sp b e rry  C akes ......... 13

' R everes A sso rted  . . . .  15 
R itten h o u se  F ru i t

B iscu it .........................  12
R oyal L u n ch  ................... 8
R oyal T o a s t ................... 8
R ube .................................  8%
Spiced C u rra n t C akes 10 
Spiced G inger C akes . .  9 
Spiced G inger C ks le d  10
S u g ar F i n g e r s ............... 12
S u g a r C rim p ................... 8%
S u g ar S quares , la rg e

o r sm all .......................  9
S’u perba  ........................... 8%

In -e r  Seal Goods
p e r  doz.

A lbert B iscu it ............... 1 00
A nim als ..............................1 00
B arone t B iscu it ........... 1 00
C am eo B iscu it ............... 1 50
C heese S andw ich  ......... 1 00
C hocolate  W a fe rs  . . . . 1  00 
C ocoanu t D a in tie s  . . . . 1  06
D inner B iscu its  ............. 1 50
E xcelsio r B u tte rs  . . . . 1  00 
F a u s t O y ste r C rac k e rs  1 00
F ig  N ew ton  .............. . . . 1 0 0
F ive  O’clock T e a  ......... 1 00
F ro ta n a  ........................... 1 00
G inger S naps, N . B. C. 1 00 
G rah am  C rackers, Red

L abel, 5c size  ........... 50
Lem on S naps  ................. 60
O atm ea l C rack ers  . . . 1  00 
Old T im e S u g a r Cook. 1 00
O val S a lt B iscu it ......... 1 00
O y ste re tte s  ..................... 50
P rem ium  S odas ........... 1 00
P re tz e le tte s , H d. M d. 1 00
Royal T o a s t ................... 1 00
R ykon B iscu it ............... 1 60
S a ltin e  B iscu it ............... 1 00
S a ra to g a  F lak e s  ........... 1 50
Social T e a  B iscu it . . . . 1  00 
S u lta n a  F ru i t  B iscu it 1 50 
S oda C rac k e rs  N  B  C  1 90 
S. S. B u tte r  C rac k e rs  1 59
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8 10 11
U needa B iscu it ............  60
U needa J In je r  W a y fe r  1 00
V anilla  W a fe rs  .............1 00
Zu Zu G inger S naps  . .  50

O ther P ack ag e  Goods
B arn u m ’s A nim als . . .  50
C hoco la te  T okens -----2 50
A m erican  B ea u ty

G inger S n ap s  ..........  2 60
B u tte r  C rackers. N BC 

fam ily  pack ag e  . .  2 60
S oda C rack ers. N BC 

fam ily  p ack ag e  . . . .  2 50
F ru it  C ake .....................3 00
C ra c k e r  M eal ............  "»
In Special T in  P ackages.

P e r  doz.
F estln o  ........................... ? 50
M in a re t W a fe rs  .......... 1 00
N abisco , 10c .................. 1 00

CREAM  TARTAR
B arre ls  o r d ru m s ......... 33
B oxes .................................
S quare  C ans ................  3»
F an cy  cadd ies ............  *1

D R IED  FR U IT S  
A pples

E v ap o r’ed, Choice bu lk  6% 
E v a p o r’ed, F a n cy  pkg. 7%

A p rico ts
C alifo rn ia  ..............  12@14

C itron
C orsican  ......................... 15

C u rra n ts
Im p ’d 1 lb. p k g ...............9
Im ported , bulk  ............. 8%

P eaches
M uirs1—Choice, 25 lb . b  9 
M uirs—F ancy . 25 lb . b 10 
F ancy , Peeled , 25 lb. 18

Peel
Lem on, A m erican  ----- 12$
O range, A m erican  -----12 Vs

R a is in s
C luste r, 20 c a r t o n s -----2 25
Loose M uscate ls  3 C r 5% 
Loose M uscate ls  4 C r 6 
L. M. Seeded, 1 Tb. 7@7% 

C a lifo rn ia  P ru n e s  
90-100 251b'. boxes . .@ 6 
80- 90 25Tb. b o x e s ..®  6% 
70- 80 251b. b o x e s ..®  7 
60- 70 251b. b o x e s ..®  7% 
B0- 60 251b. b o x e s ..®  8 
40- 50 251b. b o x e s ..®  9

FA R IN A C EO U S GOODS 
B eans

C alifo rn ia  L im a  ..........  7%
M ichigan L im a   ........  6
Med. H an d  P icked  ----- 2 25
B row n H olland  ............. 1 »5

Fa rina
26 1 lb . p ack ag es  . . . . 1  60
Bulk, p e r 100 lb s ...........4 00

O rig inal H olland R usk 
P acked  12 ro lls  to  co n ta in e r 
3 co n ta in e rs  (36) ro lls 2 85 
6 c o n ta in e rs  (60) ro lls 4 75

H o m in y
P ea rl, 100 lb . sack  ----- 2 00
M accaronl and  V erm icelli 
D om estic , 10 lb. box . - 6 2  
Im ported . 25 lb  box ..2  50 

P earl B arley
C h e s t e r ............................. 2 60
E m p ire  ...........................

Peas
G reen, W isconsin , bu. 2 00
G reen, Scotch , bu ........... 2 00
Split, lb . ........................... 5

Sago
E a s t In d ia  ....................... |
G erm an , sack s  . . . . . . .  5
G erm an , b roken  pkg.

Tap ioca
F lake , 100 lb . s ack s  ..5  
x-earl, 130 lb . s ack s  ..5
P earl, 36 p k g s ................... 2 25
M inu te , 36 p k g s ..................... 2 75

F ISH IN G  T A C K L E
% to  1 In ........................  *
1V4 to  2 In ........................  7
1% to  2 In ........................  9
1% to  2 in ................... . . 1 1
2 in . ...................................

C otton  Lines
N o. 1, 10 f e e t ................... §
No. 2, 15 fee t ................. 7
No. S, 15 f e e t ...................  9
N o. 4, 15 f e e t ................... *0
No. 5, 15 fe e t ................. 11
N o. 6, 16 fe e t ..................12
No. 7, 15 f e e t ................... 15
No. 8. 15 f e e t ................... 1»
No. 9, 16 fe e t ................. 20

L inen Lines
Sm all ...................................  »•
M edium  ............................. jS
L a rg e  ................................... 34

Poles
B am boo, 14 f t . ,  p e r  doz. 55 
B am boo, 16 f t . ,  p e r  doz. 60 
B am boo, 18 ft., p e r  doz. 80

FLA VO RIN G  EX TR A C TS 
Je n n in g s  D C B rand 

T erpeneless E x tra c t  L em on 
No. 1 F  box, p e r  doz. 75
No. 2 F  box, p e r  doz. 90
No. 4 F  Box, p e r  doz. 1 75
No. 3 T aper, p e r  doz. 1 75 
2 oz. F la t , F  M p e r  dz. 1 50 

E x tra c t  M exican  V an illa
Jen n in g s  D C B rand  

No. 1 F  Box. p e r  doz. 90
No. 2 F  Box, p e r  doz. 1 25
..o . 4 F  Box, p e r  doz. 2 25
No. 3 T ap er, p e r  doz. 2 00 
2 oz. F la t  F  M p e r  dz. 2 00

FLO U R AND F E E D
G rand  K ap ids G rain  & 

M illing  Co.
W in te r  W h e a t

P u r ity  P a te n t  ...............5 50
le a l  of M inn eso ta  . . .  4 76
S u n b u rs t .......................  4 75
W iza rd  F lo u r  .............. 5 20
W izard  G rah a  m .......... 5 20
W izard , G ran . M eal . .4  00 
W izard  B u ck w h ea t . .  6 00 
Rye ...................................  4 40

V alley  C ity  M illing Co.
L ily  W h ite  ................... 5 60
L ig h t L o a f ...................  6 St
G rah am  ......................... 2 30
G ran en a  H e a lth  ..........  2 40
G ran. M eal .......................1 60
Bolted M ed.........................1 50

V oig t M illing  Co.
GVaham ........................... 4 60
V oigt’s C rescen t . . . .  5 60 
V oig t's  F lo u ro ig t . . . .  5 50
V oigt’s  H yg ien ic  ........  4 60
V oigt’s  R oyal ............... 6 90
W a tso n -H ig g in s  M illing Co.
P erfec tio n  F lo u r ......... 5 50
T ip  Top F lo u r  ............. 5 10
G olden S h eaf F lo u r  . .  4 80 
M arsha ll’s  B es t F lo u r  4 85 

W orden  G rocer Co.
Q uaker, p a p e r  ............. 5 30
Q uaker, c lo th  ............... 5 40
Q u ak er B u ck w h ea t bbl 5 40

K an sas  H ard  W h e a t 
W orden  G rocer Co. 

A m erican  E ag le , % s ..5  10 
A m erican  E ag le , Vis . .5 00 
A m erican  E ag le , % s . .4 90

S pring  W h ea t.
R oy  B a k e r

G olden H o rn , fam ily  . .4  75 
G olden H o rn , b a k e rs  . .4  65
W isconsin  R ye ............... 3 76

Ju d so n  G rocer Co.
C ereso ta , % s ................. 5 20
C ereso ta , Vis ................. 5 30
C ereso ta , % s ................. 5 40

W orden  G rocer Co. 
W ingold, % s clo th  . . . . 5  40
W ingold , Vis c lo th  ___ 5 30
W ingold , %s clo th  . . . . 5  20 
W ingold, % s p a p e r  . .5  25 
W ingold , Vis p ap e r  ..5  20 
B a k e rs ’ P a te n t  ............... 5 05

W y k e s  & Co.
S leepy E ye , % s clo th  5 40 
Sleepy E ye, Vis clo th  5 30 
S leepy E ye, % s clo th  5 20 
Sleepy E ye, % s p a p e r  5 20 
S leepy E ye, Vis p a p e r  5 20 

Meal
B olted ................. 3 80@4 00
G olden G ran u l’d  3 80@4 00 

W h e a t
R ed .................................  1 02
W h ite  ............................. 1 02

O ats
M ichigan ca rlo ts  ........... 36
L ess  th a n  ca rlo ts  . . . .  38

Corn
C arlo ts  .............................  52
L ess  th a n  c a rlo ts  . . . .  56

H ay
C arlo ts  ............  12 00@14 00
L ess ca rlo ts  12 00@14 00 

Feed.
S tre e t C a r  F e e d .................. 33
No. 1 C orn & O at F eed  .33
C racked  corn  .....................32
C oarse  co rn  m e a l.............. 32

F R U IT  JA R S  
M ason, p ts ., p e r  g ro . 4 00 
M ason, q ts ., p e r  g ro . 4 40 
M ason, % gal. p e r  g ro . 6 75 
M ason, ca n  tops, g ro . 1 46

G E L A T IN E
Cox’s, 1 doz. la rg e  . . . 1  75 
C ox's, 1 doz. sm all . . . 1  00 
K n o x 's  S park ling , doz. 1 25 
K nox’s  S park ling , g r. 14 00 
K nox’s  A cldu’d. doz. .1 25
N elson 's  .........................  1 50
O xford ...............................  75
P ly m o u th  R ock, P hos. 1 25 
P ly m o u th  Rock, P la in  90

GRAIN BAGS
B road  G auge ...................  18
A m oskeag  ......................... I t

H E R B S
S age ...............................  16
H o p s  .................................  16
L au re l L eav es  ............... 15
S enna L eav es  ............... 25

H ID E S  A N D  P E L T S  
H ides

G reen, No. 1 .................... 11%
G reen, No. 2 . .
C ured , N o. 1 ..
Cured, No. 2 ..
C alfsk in , g reen , No. 1 15 
C alfsk in , g reen . No. 2 13% 
C alfsk in , cu red . No. 1 16 
C alfsk in , cu red . No. 2 14%

P elts
Old W ool ............. @ SO
L am bs ................... 50® 1 00
S hearlings  ..........  50®1 00

T allow
No. 1 ......................  @ 5
No. 2 ....................... @ 4

W ool
U nw ashed , m ed.
U nw ashed , fine

.10%

.13

.12

@18
@13

H O R S E  R A D I S H  
P er doz.............................. 90

J E L L Y
51b. palls, p er doz. . .2  80

151b pails, p e r pa il -----  48
30tb pails, p e r pall -----  90

J E L L Y  G L A S S E S  
% pt. in  bbls, p e r  doz. 15 
% pt. in bbls., p e r  doz. 16 
8 oz. capped  in  bbls, 

p e r doz..............................  18
M A P L E IN E

2 oz. b o ttles , p e r  doz. 3 00
M IN C E  M E A T  

P er case  ........................ 2 85

Sm oked M eats 
H am s, 12 lb . av . 17 @17%
H am s, 16 lb. av . 16%@17 
H am s, 18 lb. av . 16 @16% 
Skinned  H a m s  -.18 @18% 
H am , d ried  beef

s e ts  ............... 20 @20%
C alifo rn ia  H am s 11%@12 
P icn ic  Boiled H am s @15
Boiled H a m s  ___ 25 @25%
M inced H a m  . .  12% @13 
Blacon .............-. 17%@25

Sau sage s
B ologna ............... 9% @10
L iver ..................... 7%@ 8
F ra n k fo r t  ........... 10 @10%
P ork  ..................... 13 @14
Veal ................................. 11
T ongue ...........................  11
H eadcheese  ................... 9

Beef
Boneless ............ 18 00@18.50
Rum p, new  ............... 19 00

P ig ’s F eet

M O L A S S E S  
N ew  O rleans 
O pen K e ttle

% bb ls.......................... . ..1  05
% bbls., 40 lb s .......... . . . 2  10
% b b ls .......................... . . .4  00
i  b b l...............................___8 00

T rip e
K its. 15 tb s ................... . . .  90
% bbls.. 40 Tbs. . . . . . . . 1  60
% bbls., 80 Ib s .......... . .  3 00

C asings
H ogs, p e r  Tb........... .. . . .  35
Beef, rounds, s e t  .,. 17@18
Beef, m iddles, s e t  ,. .  90@95
Sheep, p e r  bund le . . .  80

42
35

F ancy
C hoice --------
Good ...................................  22
F a ir  ................................... 20

H a lf  b a rre ls  2c e x tra
R ed l ie n ,  No. 2% . — 1 75
R ed H en , N o. 5 ............ 1 75
R ed  H en , No. 10 . . . . 1  65

lb.
M U S T A R D  

6 lb . box . . 16
O L IV E S

B ulk, 1 gal. kegs 1 15@1 25 
Bulk, 2 gal. k eg s  1 10@1 20 
Bulk, 5 gal. k eg s  1 00@1 15
S tuffed , 5 oz.....................  90
S tuffed, 8 oz.......................1 35
S tuffed , 14 oz.....................2 25
P itte d  (n o t s tu ffed)

14 oz...............................2 25

U ncolored B u tte rln e
Solid D airy  ___  12 @16
C o un try  R olls . ,12%@18

C anned M eats 
C orned beef, 2 lb  . . . .  4 20
C orned beef, 1 lb ............ 2 20
R o as t beef, 2 lb ...........4 20
R o as t beef, 1 lb ..............2 20
x 'o tted  H am , %s ........... 50
P o tte d  H am , %s . . . .  90
D eviled H am , % s . . . .  50
D eviled H am . % s • • ■ • 90
P o tte d  T ongue, % s ___  50
P o tte d  T ongue, % s . .  90

R IC E
F an cy  ..................... 6
J a p a n  S ty le  ........  5
B roken  .....................  4

@ 6%
@5%
@4%

M anzan llla , 8 
L unch, 10 I
L unch ,
Q ueen,

oz.
Q ueen,

16 oz...........
M am m oth , It

90 
.1 35 
.2 25

M am m oth , 28

O live Chow, 2 doz. cs,
p e r doz. ................. 2 25

Medium
1,200 c o u n t -.7  75 

600 co u n t 4 38

R O L L E D  O A T S  
Rolled A vena, bbls. ..4  25 
S tee l Cut, 100 lb sks. 2 00
M onarch , bb ls .................... 4 00
M onarch , 90 lb. s ack s  1 85
Q uaker, 18 R eg u la r . .1  45 
Q uaker, 20 F a m i l y -----4 00

S A L A D  D R E S S IN G
C olum bia, % p t ........... 2 25
C olum bia, 1 p in t ........... 4 00
D u rk ee’s, la rge , 1 doz. 4 50 
D u rk ee’s, sm all, 2 doz 5 25 
S n ider's , la rge , 1 doz. 2 35 
S n id er’s, sm all, 2 doz. 1 35

M ackerel
M ess, 100 lb s ..................16 56
M ess, 40 lbs. ................. 7 04)
Mess, 10 lb s ........................ 1 85
Mess, 8 lb s ...........................1 50
No. 1. 100 ib s ................. 10 00
No. 1. 40 lb s .......................6 60
No. 1, 10 lb s .......................1 25

W hlteflsh
100 Ibs...................................t  75
50 lb s ...................................6 25
10 lb s ...................................1 12

3 lb s ..............................  92
100 lb s ...................................4 65

40 lb s ...................................2 10
10 tb s ..............................  75
8 lb s ..............................  65

SE E D S
A nise ............................... 14
C anary , S m yrna ............. 6
C araw ay  ....................... 10
Cardom om , M alab ar 1 20
C elery ............................. 40
H em p, R u ssian  ..........  5
M ixed B ird  ..................  5
M ustard , w h i t e ............... 8
P oppy ............................... 16
R ape ............................... 5%

SH O E BLA CK ING  
H an d y  Box, la rg e  3 dz 3 50 
H an d y  Box, sm all . . . . 1  25 
B ixby’s R oyal P o lish  85 
M iller’s  C row n P o lish  85

S N U F F
Scotch, In b ladders  . . . .3 7
M accaboy, In Ja rs  ........... 35
F ren ch  R app ie  In Ja rs  ..43

SODA
B oxes ............................... 5%
K egs. E ng lish  ............... 4%

SPIC E S  
W hole Spices

A llspice, J a m a ic a  ........  9
A llspice, la rg e  G arden  11'
Cloves, Z an z ib ar ......... 27
C assia , C an ton  .......... 14
C assia , Sc pkg. doz. ..25
G inger, A frican  ............... 9%
G inger, Cochin, ........... 14%
M ace, P e n a n g  ............... 70
M ixed, No. 1 ................... 16%
Mixed, No. 2 ................. 10
M ixed, 5c pkgs. doz. ..45
N u tm eg s, 70-80 ............. 30
N u tm egs, 105-110 ......... 22
P epper, B lack  ................. 13
P epper, W h ite  ............... 25
P epper, C ayenne ........... 22
P ap rik a , H u n g a rian  ..

P u re  G round In Bulk 
A llspice, J a m a ic a  . . . .1 2
Cloves, Z an z ib ar ........... 30
C assia , C an ton  ............. 12
G inger, A frican  ........... 18
M ace, P e n a n g  ............... 75
N u tm egs, 75-86  35

..15 
35 

. .24 

..  45

5 gallon  keg s  ........ ____2 00 SA L ER A TU S
Sm all P ack e d  60 lbs. in box.

B a rre ls  ..................... . .  9 50 A rm  an d  H a m m e r . . . .3 00
H alf b a rre ls  ......... . . .  5 25 W y a n d o tte , 100 % s, . .3 00
5 gallon  keg s  . . , . . .  3 00 SAL SODA

G he rk in s G ran u la ted , bbls. . . 80
B arre ls  ...................... . . . 1 4 5« G ran u la ted , 100 lbs. C S . 90
H alf b a rre ls  ........ . . .  7 75 G ran u la ted , 36 pkgs. . .1 2b
5 gallon  kegs  ........ SA LT

S w eet Sm all Com m on G rades
B arre ls  ................. * • . .  14 50 . . .2 60
H alf b a rre ls  ........... . .  8 00 70 4 tb . s ack s  ........ . . .2 40
5 gallon  kegs . . . . . . . . .  S 25 60 5 tb . s ack s  ........ 2 40

Y o u n g  H yson
Choice ...........................  30
F an cy  ......................... 44 @60

Oolong
Form osa, F an cy  . . . .5 4 0 6 4
F orm osa, m edium  . . . .  28
F orm osa . choice ..........  85

P I P E S
Clay, N o. 216, p e r  box 1 75 
Clay, T. D ., fu ll co u n t 60 
Cob .....................................  90

P L A Y IN G  C A R D S  
No. 90, S tea m b o a t . . . .  75
No. 15, R iva l, a s so r te d  1 25 
No. 20, R over, en a m ’d  1 50
No. 572, S pecial ........... 1 75
No. 98 Golf, s a tin  fin. 2 00
No. 808, B icycle ........... 2 00
No. 632, T o u m ’t  w h is t 2 25

P O T A S H
B a b b itt’s  ....................... 4 04

P R O V I S IO N S  

Barre led  P o rk  
C lear B ack  22 00@23 00 
S ho rt C u t C lear 20 50@21 00
B ean  ............... 19 00@19 50
B risket, C lea r 24 00@24 50
P ig  ................................... 23 00
C lear F am ily  ..............  26 00

D ry  S a lt  M eats
S P  Bellies ................. 13

La rd
P u re  in  tie rc e s  ,.11% @ 12 
Com pound L a rd  8V4@ 8% 
80 lb . tu b s  . . . . a d v a n c e  % 
60 lb . tu b s  . . .  .ad v a n ce  % 
50 Tb. t in s  . . . . a d v a n c e  Vi 
20 Tb. pa ils  . . . . a d v a n c e  % 
10 tb . p a lls  . . . . a d v a n c e  % 

5 Tb. p a ils  . . . . a d v a n c e  1 
8 Tb. p a lls  . . . . a d v a n c e  1

H alibu t

P epper, B lack
P epper, W h ite  ..........
P epper, C ayenne . 
P ap rik a , H u n g a rian

S T A R C H
Corn

ICingsford, 40 Tbs............ 7 Vi
M uzzy, 20 l tb . pkgs. . .  5% 
M uzzy, 40 l ib . pkgs ..5

Gloss
K ingsfo rd

S ilver Gloss, 40 lib s . . 7% 
S ilver G loss, 16 3Tbs. . .  6% 
S ilver G loss, 12 6Ibs. . 8% 

M uzzy
48 ltb . pack ag es  ..........  5
16 3Tb. p ack ag es  ........... 4 %
12 61b. p ack ag es  ..........  6
501b. boxes ..................... 3%

28 10 tb . s ack s  ............. 2 25
56 lb . s ack s  ............... 40
28 lb . s a c k s  ................... 20

W arsaw
56 Tb. d a iry  in  d rill b ag s  40 
28 Tb. d a iry  in  d rill b ag s  20

So la r  Rock
56 Tb. s a c k s  ....................... 25

Com m on
G ran u la ted , F in e  .......... i  05
M edium , F in e  ................. 1 10

S A L T  F IS H  
Cod

L arg e , w hole, . . .  @7%
S m all, w hole . . . .  @7
S trip s  or b rick s  .7%@10% 
P ollock ................. 4%

S trip s  . 
C hunks

H olland  H e rrin g  
Y. M. w h. hoop bbls. 12 00 
Y. M. w h. hoop %bbl. 6 50 
Y. M. wh. hoop kegs 72
Y. M. w h. hoop M ilchers If 73
Q ueen, bb is.................. 11 00
Q ueen, % bb ls............. 5 75
Q ueen keg s  ...................  63

T ro u t
No. 1, 100 Ibs. .............7 5 t
No. 1, 4 t I b a  ..............8 25
No. 1, 10 Ibs....................  t t
No. 1, 8 Ib a  ................ 75

SY RU PS 
Corn

B agrels  .....................
H a lf  b a r r e l s .............
B lue K aro , N o. 2 .......... 1 80
Blue K aro , No. 2% . .2  t t
B lue K aro , N o. 6 ...........1 10
B lue K aro , No. 10 . . . . 2  00
R ed  K aro , N o. 2 ........... 1 t l
R ed Kharo, N o. 2% ___ 2 40
R ed K aro , No. 5 ........... 2 35
Red K aro , No. 10 . . . . 2  25 

P u re  C ane
F a ir  ................................. 16
Good ............................... 20
Choice ............................. 25

T A B L E  SA U CES
H alfo rd , la rg e  ............... 3 76
H alfo rd , sm all ............... 2 25

T E A
Jap a n

Sundried , m ed ium  ..24@2< 
Sundried , choice ...,30@ 33 
Sundried , fan cy  . ...36@ 40 
B ask e t-fired  m ed ium  30 
B asket-fired , choice 35@37 
B ask e t-fired , fan cy  40@43
N ibs .............................  30@32
S iftings  .......................  10@12
F an n in g s  ................... 14@15

G unpow der
M oyune, m e d iu m ........... 35
M nyun*. choice ........  14
M oyune, fan cy  . . . .  504960 
P lngsuey , m ed ium  . . .  33
P lngsuey , choice ......... 85
P lngsuey , fan cy  ....5 0 @ 6 5

E nglish  B rea k fa s t
M edium  ....................... 25
Choice ........................... 30@35
F an cy  ........................... 40@60

Ind ia
Ceylon, choice .........30@35
F ancy  ........................... 45@50

TOBACCO 
F in e  C ut

B lot ................................. 1 45
Bugle. 16 oz....................... 2 84
Bugle, 10c ................... 11 00
D an P a tc h , 8 an d  16 oz 82
D an P a tc h , 4 oz...........11 62
D an P a tc h , 2 oz............... 6 76
F a s t  M all, 16 oz..............7 80
H ia w a th a , 16 ez ...........  60
H iaw ath a , 5c ................. 6 40
M ay F low er, 16 ez. . .  t  16
No L im it. 8 oz................1 78
N o L im it, 16 ez ...........3 65
OJlbwa, 8 a n d  16 oz. 40
O jtbw a, 10c ................... 11 II
OJlbwa, 5c ................... 1 85
P e to skey  Chief, 7 oz. 2 00 
P eto skey  Chief, 14 oz. 4 00 
P each  an d  H oney , 5c 5 76
Red Bell, 16 oz.................3 96
R ed Bell, 8 foil ............. 1 98
S terling , L  & D Sc . .6 76
S w eet C uba, c a n is te r  9 16
S w eet C uba, 5c ........ 5 76
S w eet Cuba, 10c ........... 93
S w eet C uba, 1 lb. t in  4 96 
S w eet C uba, 16 oz. . .4  80 
S w eet Cube* % lb. foil 2 25 
S w eet B urley  5c L& D  5 78 
S w eet B urley , 8 oz. . .  2 45 
S*weet B urley , 24 lb. . .4  90 
S w eet M ist. % gro. . .5  70 
S w eet M ist, 3 oz. . . .1 1  10
S w eet M ist. 8 oz.............. 35
T e leg ram , 6c ................ 5 78
T iger, 5c ........................ 6 00
T iger, 25c ca n s  ............2 35
U ncle D aniel, 1 Tb. . .  60
U ncle D aniel, 1 oz . .5  23

P lug
Am. N avy , 16 oz.....  32
A pple, 10 lb. b u t t  . . . .  38
D rum m ond  N a t L eaf. 2

an d  5 lb .................. 60
D rum m ond  N a t L eaf,

p e r  doz ....................... 96
B a ttle  A x ......................  28
B racer, 6 a n d  12 lb. . 30
Big F ou r, 6 and  16 lb. 32
B oot Ja c k , 2 lb ............... 86
B oot Jack , p e r doz. . .  86
Bullion, 16 oz..................  46
C lim ax, G olden T w in s  48
C lim ax, 14% oz..............  44
C lim ax, 7 oz...................  47
D ays’ W ork , 7 & 14 lb. 37 
C rem e de M enthe , lb. 62 
D erby, 5 tb . boxes  . . .  28
5 B ros., 4 tb ................ .. 65
F o u r R oses, 10c ........... 90
G ilt E dge , 2 Tb..............  50
Gold Rope, 6 & 12 lb . 58 
Gold Rope, 4 & 8 lb . 58 
G. O. P .. 12 &  24 lb. 86 
G ran g e r T w is t, 6 n>. 46
®. T . W ., 16% 4k 21 lb. 36 
H o rse  Shoe, 6 & 12 lb. 43 
H oney  D ip T w is t, 5&16 45 
Jo lly  T a r , 5 & 8 lb . . .  40
J . T „  5% & 11 tb . . . .  35
K en tu ck y  N avy , 12 lb . 32 
K eystone  T w is t, 6 lb. 45
K ism et, 6 lb .....................  48
M aple D ip, 20 oz...........  25
M erry  W idow . 12 lb. 32

26 N obby S pun R oll 6 & 3 58
P a rro t,  12 Tb.................... 34
P a rro t,  20 lb .....................  28
P a tte r s o n ’s  N a t. L e a f 93 
P eachey , 6-12 & 24 lb. 40 
P icn ic  T w ist, 5 tb . . . .  45
P ip e r  H eidsiek , 4 & 7 lb. 69 
P ip e r  H eidsiek , p e r  doz. 96 
Polo, 3 doz., p e r  doz. 48
R ed icu t, 1% oz..............  38
Red L ion. 6 & 12 lb. 30 
S crapple. 2 & 4 doz. 48 
S h erry  C obbler, 8 oz. 32 
S p ear H ead , 12 oz. . . .  44
S peer H ead , 14% oz. 44 
S p ea r H ead , 7 oz. . . .  47
Sq. D eal 7, 14 &  28 lb. 28 
S ta r , 6, 12 & 24 lb. . .  43
S ta n d a rd  N avy , 7%, 15

&  30 lb ...........................  34
Ten P enny , 6 & 12 lb . 35
T ow n T a lk , 14 oz........... 30
T a n k ee  G irl, 6. 12 &  24 30

Scrap
All R ed. 5c ..................... 5 76
Am . U nion S e ra  p . . . .  6 40
B ag  P ipe , 5c ............... 5 88
C utlas, 2% oz.................  26
Globe S crap , 2 oz. . . .  30 
H ap p y  T h o u g h t, 2 oz. 30 
H oney  Com b S crap , 5o 5 76
H o n es t S crap , 5c ......... 1 55
M ail P ouch , 4 doz. 5c 2 00
Old Songs, 5c ................. 5 76
Old T im es, % gro . . .6  50 
P o la r  B ear, 5c, % gro . 6 76 
R ed B and , 5c % gro. 5 75 
■ a d  H u  S o a p  5c 1 48
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12 13 14
Scrapple, 5c p k g s ......... 48
S ure  S hot, 5c, Vi gro. 5 76 
Y ankee G irl Scrp  2 oz 5 76 
P a n  H an d le  S crp  Vi g r  5 76 
P each y  S crap , Sc . . . 1  90 
Union W orkm an , 2Vi 6 00

Sm oking
All L eaf, 2 Vi & 7 oz. 30
BB. 3V4 oz........................  6 00
BB. 7 oz............................12 00
BB, 14 oz..........................24 00
B agdad . 10c t in s  ........ 11 52
B adger, 3 oz....................... 5 04
B adger, 7 oz.....................11 52
B anner, 5c ..................... 5 96
B anner, 8 oz. ......  1 60
B anner, 16 oz...................... 3 20
Belwood M ix tu re , 10c 94
B ig Chief, 2Vi oz...........6 00
Big Chief, 16 oz..........  30
B ull D urham , 5c . . . .  5 90
Bull D urham , 10c ___ 10 80
B ull D u rh am , 15c ___ 18 48
Bull D urham , 8 oz. . .  60
Bull D urham , 16 oz. ..  6 72
B uck H orn , 6c ............  5 76
B uck H orn , 10c .......... 11 50
B ria r  P ipe, 5c ............  6 00
B ria r  P ipe, 10c .......... 12 00
B lack S w an, 5c ...........5 76
B lack  Sw an, 14 oz. . .  3 50
Bob W h ite , Ic  ............  6 90
B rotherhood, (c  ..........  5 95
B rotherhood, 10c . . . .1 1  90
B ro therhood , 16 ez. . .  39
C arnival. 5c ..................  5 70
C arn ival, »Vi oz..........  39
C arnival, 16 oz............... 40
C igar C llp’g  Jo h n so n  30
C igar C lip’g, S eym our 30
Iden tity , 3 & 16 oz. . .  30
D arby  C iga r C u ttin g s  4 50
C o n tinen ta l Cubes, 10c 90
C orn Cake, 14 oz............2 55
C orn  C ake, 7 oz..............1 45
Corn C ake, 5c ...............5 76
C ream , 50c pa lls   4 60
C uban  S ta r , 5c foil ..5  76 
C uban S ta r , 16 oz. p a lls  3 72
Chips, 10c .................... 10 20
D ills B est, 1% oz..........  79
D ills B es t, 3 Vi oz. . .  . 77
Dills B es t 16 oz..............  73
D ixie K id, 1% foil ___  39
D uke’s  M ix, 5c ............ 5 76
D uke 's  M ix. 10c .........11 52
D uke's Cam eo, 1% oz 41
Drum. 5c ....................... 5 90
P P  A. 3 oz............................4 95
r  F  A, 7 oz........................... 11 50
F ash ion , 5c ..................  6 00
Fash ion , 16 oz...............  43
F ive B ros., 5c ...............5 60
F ive B ros., 10c ........... 10 70
F ive ce n t c u t P lu g  . .  29
F  O B 10c ................... 11 50
F our R oses, 10c ........... 96
Full D ress, 1% oz. . . .  72
Glad H and , 5c ............... 1 44
Bold Block, 1% oz. . . .  39
Bold Block, 10c ......... 11 88
Gold S ta r , 16 oz.............  38
Gall &  A x N avy , 6c 5 95
G row ler, 5c ................... 4 42
G row ler, 10c ............... 2 94
G row ler, 20c ..............  1 85
G iant, 5c ....................... 1 55
G ian t, 16 oz..................... 33
H an d  M ade. 2Vi oz. . .  50
H aze l N u t, 5c ............  5 76
H oney  Dew. 1% oz. . .  40
H oney  Dew, 10c .........11 88
H un tin g , 1% & 3 Vi oz. 38
1 X  L, 5c ....................... 6 10
I X  L . In p a l l s ............. 32
lu s t  S u its , 5c ............  6 00
lu s t  S u its , 10c ........... 11 88
Kiln D ried , 25c ............. 2 45
K ing B ird , 7 oz............25 20
K ing B ird , 3 oz............. 11 00
K ing B ird, lVi oz. . . .  5 70
La T u rk a , 5c ............... 6 76
L ittle  G ian t, 1 lb ..........  28
Lucky S trik e , lVi oz. 94 
Lucky S trik e , 1% oz. 96
Le Redo, 3 oz......................10 80
Le Redo, 8 & 16 oz. 38 
M yrtle  N!a,vy, 10c . . . . 1 1  80 
M yrtle  N avy . 5c . . . .  5 94 
M ary land  Club, 5c . .  50
M ayflow er, 5c ..............  5 76
M ayflow er, 10c ........... 96
M ayflow er, 20c ........... 1 92
N igger Hairv 6c ...........5 94
N igger H a ir , 10c . . . . 1 0  56
N igger H ead , 5c ........  4 96
N igger H ead , 16c ____ 9 84
Noon H our, 5c ............. 1 44
Old Colony, 1-12 gro . 11 62
Old Mill, 5c ................... 5 76
Old E n g lish  C urve TVioz 96
Old Crop, 6c ............... 5 76
Old Crop, 26c ..................  20
P . S\, 8 oz., 30 lb . cs. 19 
P. S., 3 oz., p e r  g ro . 5 70
P a t  H and , 1 oz.................  63
P a tte rso n  Seal, lVi oz. 48 
P a tte r s o n  Seal, 3 oz. . .  96
P a tte rs o n  Seal, 16 oz. 6 00
P eerless, 5c ................5 70
P eerless, 10c ............... 1 92
P eerless, 3 oz..................10 20
P eerless, 7 oz. ............. 23 76
P eerless, 14 oz.............. 47 52
P laza , 2 gro . c s ................5 76
P low  Boy, 6c ............... 5 76
P low  Boy, 10c ............. 11 00
P low  Boy, 14 oz ................4 50
P ed ro , 10c ..................... 11 80
P rid e  o f V irg in ia , 1% 77
P ilo t. Be ........................... B 7«

P ilo t, 7 oz. doz...............1 05
P ilot, 14 oz. doz.............2 10
P rin ce  A lbert, 10c . .  96
P rin ce  A lbert, 8 oz. . .  4 92 
P rin ce  A b e rt, 16 oz. . .  8 40 
Q ueen Q uality , 5c . . .  48
Rob Roy, 5c foil ___ 5 90
Rob Roy, 10c g ro ss  10 20
R ob Roy, 25c doz.......... 2 08
Rob Roy, 50c doz. . .  4 12 
S. & M., 5c g ro ss  . . . . 5  76 
S. & M., 14 oz. doz. . .3  20 
Sold ier Boy, 5c g ro ss  5 95
Soldier Boy, 1 0 c .......... 10 56
S oldier Boy, 1 lb ...........4 80
S w eet C apora l, 1 oz. . .  60
S w eet L o tu s, 5c .......... 6 00
S w eet L o tu s, 10c . . . .  12 66 
S w eet L o tu s, p e r  doz. 4 85 
Sw eet Rose, 2Vi oz. 36 
S w eet T ip  Top, 5c . .  2 09 
S w eet T ip  Top, 3 Vi oz. 31 
S w eet T ips, Vi g ro  16 08
Sun Cured, 10® ...........11 76
S um m er T im e, Be ___ 5 76
Shimm er T im e, 7 oz. . .1  65 
S um m er T im e 14 oz. . .3  50
S tan d a rd , 2 oz..................6 90
S tan d a rd , 3 Vi oz..........  28
S tan d a rd , 7 ez ................. 1 68
Seal N. C., 184 cu t p lug  70 
Seal N. C., 1% G ran  63
T h re e  F ea th e rs , 1 oz. 63
T h re e  F e a th e rs , 10c 10 20
T h ree  F e a th e rs  and  

P ipe  com bination  . .  2 25 
Tom  4k J e r ry , 14 oz. . .3  60 
Tom  4k Je r ry . 7 oz. . .  1 80 
T om  4k J e rry , 3 oz. . .  8 75
T ro u t L ine, 6c .............5 95
T ro u t L ine, 10c . . . .1 0  69 
T u rk ish , P a tro l. 2-9 5 76
T uxedo, 1 oz. b ag s  . .  48
T uxedo, 2 oz. t in s  . .  96
T uxedo, 4 oz. c a r t  . .  64
Tuexdo, 16 oz. t in s  . .  64
T w in  O aks, 10c . 94
U nion L eader, 50c . .  5 06 
U nion L ead er, 25c . .  2 55 
U nion L eader, 10c ..11  60 
U nion L eader, 5c . . . .  5 95 
U nion W o rk m an , 1% B 76
U ncle Sam , 10c .........19 80
U ncle Siam, 8 oz........... 2 20
U. S. M arine , Be ____ 6 00
V an  B ibber, 2 oz. t in  88 
V elvet, 5c pouch . . . .  1 44
V elvet, 10c t in  ............... 1 92
V elvet, 8 oz tin  ............. 3 84
V elvet, 16 oz. can  ____ 7 68
V elvet, com bination  cs 5 75
W a r  P a th . 5c ..............  5 95
W a r  P a th , 8 oz............... 1 60
W ave L ine, 3 oz...........  40
W ave Line, 16 oz. . . .  40
W ay  up, 2Vi oz...........5 75
W ay up, 16 oz. pa lls  . .  31
W ild F ru it ,  5c ............. 6 76
W ild F ru it ,  10c ......... 11 62
Y um  Y um , 6c . ......  0 60
Y um  Y um , 10c . ........ 11 62
Yum Y um . l ib ., doz. 4 80

T W IN E
C otton , 3 p ly  . . .  
C otton , 4 p ly  . .

.......... 23

.......... 22
J u ts , 2 p ly  ........ ...........14
H em p, 6 p ly  . . . ...........13
F lax , m edium  . . .......... 24
W ool, 1 rb. bales ........  6

V IN E G A R
W h ite  W ine, 40 g ra in  8Vi 
W h ite  W ine, 80 g ra in  11% 
W h ite  W ine, 100 g ra in  13
O akland  V inega r 4k P ickle 

C o.'s B rands . 
H igh land  app le  c id er ..18  
O ak land  app le c id er ..13
S ta te  Seal su g a r  .......... 11
O akland  w h ite  p ick ling  10 

P ack a g es  free.
W IC K IN G

No. 6, p e r  g ro ss  ............ 30
No. 1, p e r  g ro ss  .............40
No. 2, p e r  g ro ss  .............50
No. 3. p e r  g ro ss  .............76

W O O D E N W A R E
B ask e ts

B ushels  ........................... 1 00
B ushels, w ide b an d  . . . 1  15
M ark e t ........................... 40
S p lin t, la rg e  ................. 3 50
S plin t, m ed ium  ........... 3 00
S plin t, sm all ................. 2 75
W illow  C lothes, la rg e  3 25 
W illow , C lothes, sm all 6 25 
W illow , C lothes, m e’m 7 25

B u tte r  P la te s  
Ovals.

V4 lb., 250 in  c ra te  ..........SO
Vi lb ., 250 In c ra te  ..........30
1 lb., 250 in  c ra te  ............ 35
2 lb., 250 in  c ra te  ............ 45
3 lb ., 250 in  c ra te  ............65
5 tb ., 250 In c ra te  ............ 85

W ire  E nd .
1 lb ., 250 in  c r a t e .............35
2 lb., 250 in  c ra te  ............ 45
3 lb., 250 in  c ra te  ............ 55
5 lb ., 250 In c ra te  ............ 65

C hurns
B arre l, 5 gal., each  . . . 2  40 
B arre l, 10 gal., each  . .2  65 

C lothes P in s  
i te u n d  H e a l .
4 Inch, i  g ro ss  ............... id

4Vi inch , 5 g ro ss  .......... 55
C artons, 20 2Vi doz bxs. 60 

Egg C ra te s  and  F illers  
H u m p ty  D um pty , 12 dz. 20
No. 1, com plete  ............. 40
No. 2, com plete  ............. 28
C ase No. 2, fillers, 15

s e ts  ............................. 1 35
Case, m edium , 12 s e ta  1 15

F au ce ts
C ork  lined , 3 In ............... 70
C ork lined , 9 In............... 80
C ork  lined , 10 In ...........  ¡0

Mop S tick s
T ro jan  sp r in g  ............... 90
E clip se  p a te n t  sp r in g  85
N e. 1 com m on ........... 80
No. 2 p a t. b ru sh  ho lder 85
Ideal No. 7 .....................  85
12!b. co tton  m op head;, 1 45

P alls
2- hoop S tan d a rd  .2 00
3- hoop S tan d a rd  .2 35
2- w ire  C able .2 10
C eda r all red  b ra s s  ..1  25
3 - w ire  C able .2 30
P a p e r  E u re k a  ...............2 25
F ib re  ................................. 2 40
10 q t. G alvan ized  . . . . 1 7 0  
12 q t. G alvanized  . . . . 1  90 
14 q t. G alvan ized  . . . . 2  19

T oo thp lcks
B irch , 100 pack ag es  . .2  00 
Ideal ...............................  85

T ra p s
M ouse, wood, 2 ho les 22
M ouse, wood, 4 holes 45
M ouse, wood, 6 holes 70
M ouse, tin , i  h o l e s ____ 06
R a t, wood ..................... |0
R a t, sp r in g  ................... 76

T ubs
20-ln. S tan d a rd , No. 1 7 60 
18-ln. S tan d a rd , No. 2 6 60 
16-ln. S tan d a rd , No. 3 6 60 
20-ln. Cable, No. 1 "....8  00 
18-ln. Cable, No. 2 . . .  .7 00 
16-ln. Cable, No. 3 . . . . 6  00
No. 1 F ib re  ................... 10 26
No. 2 F ib re  ................... 9 25
No. 3 F ib re  ..................... 8 25
L a rg e  G alvan ized  . . .  .5  75 
M edium  G alvan ized  . .5  00 
Sm all G alvan ized  . . . . 4  25 

W a sh b ea rd s
B ronze Globe ............... 2 50
D ew ey .............................  l  75
D ouble A cm e .................8 75
Single A cm e ................. 3 15
D ouble P e e rle ss  ........... 3 75
S ing le P eerless  ............. 3 26
N o rth e rn  Q ueen ........... 3 25
D ouble D uplex  . . . . . . . 3  00
Good L uck  ..................... 2 75
U niversa l ....................  3 16

W indow  C lean ers
12 In....................................... 1 65
14 in ....................................... 1 85
16 in ....................................... 2 30

Wood B ew ls
13 in. B u tte r  .................. 1 60
15 in. B u tte r  ..................2 00
17 in. B u tte r  .................. 8 76
19 in. B u tte r  .................. 6 00
A ssorted . 13-15-17 . . . . 3  00 
A ssorted , 15-17-19 ___ 4 25

W R A P PIN G  P A P E R
Com m on S tra w  ..........  2
F ib re  M anila, w h ite  . .  3 
F ib re  M anila, colored 4
No. 1 M anila  ....................4
C ream  Mlanila ............... I
B u tc h e rs’ M anila .........2%
W ax B u tte r , sh o rt c ’n t  13 
W a x  B u tte r , full coun t 20 
W a x  B u tte r , r o l l s .........19

Y EA ST CA K E
M agic. 3 doz.....................1 15
S un ligh t, 8 doz...............1 00
S un ligh t, 1% doz...........  50
Y east F oam , 3 doz. . .1  15 
Y eas t C ream , 3 doz. . . 1  00 
Y eas t Ftoam, 1% doz. 58

A X L E  G R E A S E

1 lb. boxes, p e r  g ro ss  9 00 
3 lb. boxes, p e r  g ro ss  24 00 

B A K IN G  P O W D E R  
Reyal

10c size  . .  90 
% lb. c a n s  1 35 
6 oz. c a n s  1 90 
%!b. c a n s  2 50 
%!b. c a n s  3 75 
l ib .  can s  4 80 
3!b. cna 13 00 
51b. c;-s 21 50

CIG ARS
Johnson  C iga r Co.’s  B rand

S. C. W ., 1,000 lo ts . . . . t i
E l P o r ta n a  ............... .........33
E ven lng  P re s s  ........ ........ 22
E xem pla r .................... ........ 82
W orden  G rocer Co. B rand

B en H u r
P e rfec tio n  .................. ........26
P erfec tio n  E x tra s  . ........ 16
L ondres ....................... ........ 26
L ondres G rand  ........ ........ 26
S tan d a rd  .............................. t s
F lir itan o s  .................... ........ t s
P anate liaa , F in a s  . . . ........ 35
P an a te lla s , B ock ___------ 35
Jo ck ey  C lub ................ ........ t i

Old Master Coffee

Old M aster............................  83
San M arto..............................  —
Pilot.........................................

T E A
Royal Garden %. K and 1 lb. 40 

T H E  B O U R  CO. 
TO LEDO , O.

C O F F E E
R oasted

D w lnell-W righ t C o.'s B 'ds

W h ite  H ouse , l i b ...................
W h ite  H ouse , 21b..................
E xcelsior, B lend, l ib .............
E xcelsio r, B lend, 21b...........
T ip  Top, B lend, l i b .............
Royal B lend ...........................
Royal H ig h  G rade ...............
S u perio r B lend .....................

B oston  C om bination  ..........
D is tr ib u ted  by Ju d so n  

G rocer Co., G rand  R ap ids; 
Lee 4k Cady, D e tro it; S y 
m ons Bros. & Co., S ag i
naw ; B row n D av is 4k W a r 
ner, J a c k so n ; G odsm ark , 
D u ran d  &  Co., B a ttle  
C reek ; F le lbach  Co.. T o 
ledo.

COCOANUT
B ake r’s  B raz il S hredded

10 Be pkgs., p e r ca se 2 00
36 10c P kgs., p e r ca se 2 00
16 10C a n d  38 5c pkgs.,

p e r  ca se .2 60

The only
5 c

Cleanser
Guaranteed to ' 

equal the 
best 10c kinds

Apex H am s .................
Apex B acon .....................
Apex L a rd  .......................
E xcels io r H a m s  ...........
E xcels io r B acon .............
S ilve r S ta r  L a rd  ...........
F am ily  P o rk  ...................
F a t  B ack  P o rk  .............

P rice s  quo ted  upon a p p li
ca tion . H am m ond , S tan d ish  
& Co., D e tro it, M ich.

8 A F E 8
F u ll lin e  o f lire  a n d  b u r 

g la r  proof sa fe s  k ep t In

stoo  - by  th e  T ra d esm an  
C om pany. T h ir ty - liv e  sizes 
an d  s ty le s  on h an d  a t  all 
tim es—tw ice  a s  m any  safes  
a s  a re  c a rried  by an y  o th e r 
h su se  in  th e  S ta te . If  you 
a r e  unab le  to  v is it G rand 
R ap id s  an d  In spect the  
line personally , w rite  for 
quo ta tions .

S O A P
L a u tz  B ros. 4k Co. 

A cm e, 30 b ars , 75 lbs. 4 00 
A cm e, 25 bars , 75 lbs. 4 00 
Acme, 26 b ars , 70 tbs. 3 80
Acme, 100 cak es  ___ 3 00
B ig M aste r, 100 blocks 4 00
G erm an  M ottled  .........3 15
G erm an M ottled . 5 bx  3 15 
G erm an M ottled  10 bx  3 10 
G erm an M ottled  25 bx  3 05 
M arseilles. 100 cak es  ..6  no 
M arseilles, 100 cks 6c 4 00 
M arseilles, 100 ck  to »  4 00 
M arseilles, % box to il 2 10

P ro c to r  4k G am ble Co
L*no*  ................................. 3 00
Ivory , 0 oz......................4 00
Ivory, 10 oz ......................6 75
S ta r  ....................................... ss

T ra d esm an  Co.’s  B rand 
B lack H aw k, one box 2 50 
B lack  H aw k , five bxs 2 40 
B lack  H aw k, ten  bxs  2 25

A. B. W risley
Good C heer .....................4 00
Old C o un try  ...................3 40

Soap P ow ders 
Snow  Boy, 24s fam ily

¿ize ...........................  3 76
Snow  Boy, 60 5c ...........2 40
Snow Boy, 100 6c ___3 76
Gold D u st. 24 la rg e  . .4  60
Gold D ust, lO0-5c . .4  00
K lrkoline, 24 41b............ 3 80
P ea rlin e  ......................... 3 75
Soapm e ................  4 00
B au b itt 's  1776 ........ 75
R oseine ........................... 3 59
A rm o u r’s .........................‘3 70
W isdom  ............................'3 gp

Soap Com pounds
Jo h n so n ’s F in e  ............. 6 10
Jo h n so n ’s X X X  ...........4 25
R ub-N o-M ore .................8 85
N ine O’clock ................... 8 30

Scou rin g
E noch  M organ ’s Sons

Sapolio, g ro ss  lo ts  ___ 9 60
Sapollo, h a lf  gro. lo ts  4 86 
Sapolio, s in g le  boxes  2 40
Sapolio, h an d  ................. 2 40
sc o u rin e  M an u fac tu rin g  Co
S courlne , 60 cakes  ___ 1 80
S courine, 100 cakes . . . »  mi

We Manufacture

Public Seating
Exclusively

C h u r c h e s  We furnish churches of all denominations, designing and 
' ” *U * ^ * I * ,3  building to harmonize with the general architectural 
scheme—from the most elaborate carved furniture for the cathedral to the 
modest seating of a chapel.

S c h n n U  The f?ct/that we have furnished a large majority of the city  
OvIlUlMo anj  district schools throughout the country, speaks volumes 
for the merits of our school furniture. Excellence of design, construction 
and materials used and moderate prices, win.

I  n d c r e  H a i l e  We specialize Lodge. Hall 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 A v e . C H IC AG O, ILL.

G R A N D  RA PID S N E W  Y ORK BO STO N  PH ILA D ELPH IA
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BUSINESS-W ANTS DEPARTM ENT
Advertisem ents inserted under this head for two cents a word the first insertion and one cent a word for each subsequent 

continuous insertion. No charge less than  25 cents. Cash must accompany all orders.

B U S IN E S S  C H A N C E S .

Ice c rea m  an d  co n fec tione ry  business  
in live m a n u fa c tu r in g  tow n  a n d  su m m e r 
re so rt. F u lly  equipped an d  ev e ry  m odern  
conven ience fo r b o th  w holesale  a n d  re ta il 
business. S ea tin g  ca p ac ity  100. W ill 
sacrifice if sold befo re  A pril 1. J . V an  
W essem , G rand  H av en , M ich. 908

F o r  Sale—W ell se lec ted  g en e ra l s tock  
in  sm all tow n, s ix ty  m iles from  Chicago. 
B usiness  pro fitab le . F in e  location  fo r 
m an  ac q u a in te d  w ith  fa rm in g  tra d e . W ill 
re n t o r sell s to re  a n d  uw elling. F o r  p a r 
ticu la rs  w rite  No. 909, c a re  T rad esm an .
_______________________________________909

F o r Sale—Good c lean  s tock  g en e ra l 
m erchand ise , loca ted  in  b e s t to w n  800 
popu la tion  in  C en tra l M ichigan. Invo ices 
a b o u t $4,000. F in e  business, excellen t 
fa rm in g  coun try . W ill sell a t  inven to ry . 
D eal w ith  ow ner, no  a g e n ts . A ddress 
No. 907, c a re  T ra d e s m an. 907

W a n ted —T o lease  ho te l in  to w n  w ith  
one re g u la r  hotel. D ry  tow n  p re fe rred . 
G ive p a r t ic u la rs  in  firs t le tte r . 809 W .
2nd St., F lin t, M ich.________________ 906

To E x ch an g e—100 a c re  fa rm , 2% m iles 
from  tow n, in  Jefferson  coun ty , Ind iana . 
W orth  $6,500. W a n t g en e ra l m erchand ise . 
A ddress Box 272, P ie rce to n , Ind . 905 

F o r  Sale—R eta il lu m b er business, th e  
only  y a rd  in tow n 3,000 popu la tion  and  
in  th e  best fa rm in g  sec tion  of Ohio. 
A ddress C lem m er &  Johnson , H icksville , 
Ohio. 904

W a n t to  ta k e  young  o r  m iddle aged  
m an  w ith  som e m oney, o r  w ould jo in  
stocks, to  locate  in  one of th e  b e s t m a n u 
fa c tu r in g  c itie s  in  th e  S ta te . Good o p en 
ing. M ust be capab le  of ta k in g  ch a rg e  
of th e  business, I am  p a s t th e  age. M ust 
he well recom m ended. A ddress No. 903, 
c a re  M ichigan T ra d esm an . 903

F o r  Sale—G rocery  s to ck  an d  fix tu res, 
w ill invoice a b o u t $5,000. D oing a  b u s i
ness  of $40,000 a  yea r. D ocated  in  one of 
th e  b est tow ns in  M ichigan. P opu la tion  
a b o u t 3,000. R eason  fo r selling , have  
o th e r  in te re s ts  to  look a f te r . A dd ress 
No. 902. c a re  M ichigan T ra d esm an . 902 

A R are  O p p o rtun ity—F o r  sale , only a b 
s tr a c t  b usiness  in  Socorro  county , th e  
second la rg e s t coun ty  in  th e  U n ited  
S ta te s . O w ners m oving  to  C aliforn ia . 
A ddress T he Socorro T itle  A b s tra c t Co., 
Socorro, N ew  M exico. 901

F o r Sale—1.500 a c re s  good a lluv ia l level 
fa rm  lands, la rg e ly  in  c u ltiv a tio n , n e a r  
V icksburg , M ississippi, t r a c ts  of 160 a c re s  
o r m ore. P r ice  $35 p e r  a c re  on te rm s  of 
$10 p e r  ac re  cash , b a lan ce  th re e  equal 
y ea rly  p ay m en ts . A d d ress  Box 105, 
D yersbu rg , T enn . 900

D e p a rtm en t S to re—S tric tly  u p - to -d a te  
la d ies ’ d e p a rtm e n t sto re , in a  good live 
to w n ; do ing  a  n ice business. Good r e a 
son fo r selling. M ight g ive som e te rm s . 
A ddress W . P. D orm an, G irard , K an.

_____________________________________ 899
Splendid  o p p o rtu n ity  to  go  in to  b u s i

n ess  in  good flourish ing  c ity  of 2,500 to  
3,000 in h a b ita n ts  in co rn  belt of Illinois. 
C onditions a re  ex trem e ly  fav o rab le  if 
ta k en  a t  once. B es t location  in  city . 
R eason fo r selling, des ire  to  r e t ire  from  
ac tiv e  business. F u r th e r  in fo rm atio n  a d 
d ress  B ox 454, G ibson City , 111.______ 898

F o r Sale o r R en t—E le g a n t m odern  
s to re  build ing , 114x32%. M rs. Iv e r  L a r 
sen, D ecorah , Iow a. 896

Good open ing  fo r d ru g  an d  s ta tio n e ry  
s to re  in tow n 3,500. Good room  in b rick  
block. R easonab le  ren t. F o r  p a r tic u la rs  
w r ite  D. J . S loan & Co., N o rth  B a lti
m ore, O h i o . _______________________ 895

W ill re n t sp ace  fo r m illinery  an d  
la d ies ’ fu rn ish in g s  in m y new  sto re , 
read y  J u ly  1st. A pply C adden’s P o p u la r 
G arm en t  S to re , E vansv ille . In d ian a . 894 

W a n ted —P a r tn e r  to  ta k e  ch a rg e  of 
C hicago office an d  in v e s t $3,000 to  $5,000 
in  fa rm  com pany  w ith  es ta b lish ed  m ail 
o rd e r tra d e  on fan cy  eggs, b u t te r  and  
p ou ltry . Good pro fits. In v es tig a tio n  
co u rted  b u t fo u r  f lu shers  save  you r 
s tam p s. D ra w e r “A ,” H om er, M ich.

893
F o r Sale—P ra c tic a lly  new  greenhouse  

p la n t an d  sp lend id  bu s in ess ; tw o  b ig  
houses, h o t w a te r  h e a te d ; a lso  house, 
b a rn  an d  s ix  lo ts. A dd ress G eorge 
L unn , S ou th  Lyon, M ich.____________892

T h ree  good co u n te rs  a n d  4 w indow  
shades, 10 to  12 fe e t w ide. A. E . P u tn a m  
Co., M ilan, M ich.____________________ 891

F o r Sale—Good p ay in g  exclusive te a  
a n d  coffee b usiness  in  a  g row ing  re so rt 
c ity  of 12,000. D oing a  $20.000 b usiness  
on $1,800 in v e stm en t. F a ilin g  hea lth , 
reaso n  fo r selling. A sn a p  fo r th e  r ig h t 
p a r ty . A ddress K , c a re  T rad esm an .

911
8o ac re s , L aclede cou n ty ; h ea lth y  

p lace  to  live ; good w a te r, good house, 
good la n d ; a b o u t 40 ac re s  in  cu ltiv a tio n , 
15 o r  2o to  c lea r y e t ;  a ll fenced ; $25 
p e r  ac re . W rite  ow ner, J . W . P e te rs , 
C onw ay, Mo. 910

F o r  S a le—A  good clean  s to ck  of g e n 
e ra l m erch an d ise , invo ic ing  fro m  $8,000 
to  $10,000. In  one of th e  b es t tow ns 
in  th e  S ta te . P o p u la tio n  500 an d  g row 
ing. A ddress  B ox 190, M iddleton, M ich.

____  868
F o r Sale—C onfec tionery  a n d  re s ta u ra n t, 

do ing  fine business . Tow n 6,000. A b a r 
g ain . A ddress  No. 875, c a re  T rad esm an . 
_________________________  875

F o r Sale—P ra c tic a lly  new  gene ra l
s tock , do ing  good business . A ddress No. 
876, c a re  T ra d esm an . 876

F o r  Sale— $2,000 to  $5,000 long  e s ta b 
lished  sa fe  a n d  fu lly  so lv en t g en e ra l m e r
chan d ise  b u s in ess  in  M ichigan. R eason, 
d e a th  a n d  ag e  a n d  in firm ity  o f su rv ivo r. 
F u ll in v e stig a tio n  inv ited . A ddress No. 
725, c a re  T ra d esm an . 725

W e o ffer fo r sa le , fa rm s  a n d  business  
p ro p e rty  in  n e a rly  a ll co u n ties  of M ich
igan  an d  also  in  o th e r  s ta te s  of th e  
U nion. W e buy, sell an d  ex change 
fa rm s  fo r business  p ro p e rty  an d  in v ite  
yo u r co rrespondence . J . E . T hom  & Co., 
7th F loo r K irb y  B ldg.. S ag inaw . M ich. 659

I p ay  ca sh  fo r s to ck s  o r p a r t  s to ck s  
of m erch an d ise . M u st be cheap . H . 
K au fer, M ilw aukee, W is. 92

M r. M erch an t—C lean o u t y o u r s to re  
and  send  y o u r odds a n d  en d s  to  th e  
R eed sb u rg  A uction  H ouse . W e w ill buy 
th e m  fo r ca sh  if cheap , o r  sell th em  
fo r you on com m ission . A lso tu rn  in to  
ca sh  v e ry  qu ick ly  s to ck s  of m erch an d ise  
an y w h ere  in  th e  U. S. o r  C an ad a  b y  th e  
a u c tio n  m ethods. B es t serv ice  g u a ra n 
teed . S peak  E n g lish  an d  G erm an . F o r  
d a te s  a n d  in fo rm a tio n  ad d re ss  T he 
R eed sb u rg  A uction  H ouse , R eedsburg , 
W is. 675

F o r  Sale—$6,500 g en e ra l m e rch an d ise  in 
one of th e  b es t tow ns in  S ta te . W ill 
ta k e  fa rm  up  to  $4,500. A ddress W . H ., 
c a re  T rad e sm an . 811

F o r  Sale—Good p ay in g  m e a t m a rk e t in 
good location . E x ce llen t chance  fo r  th e  
r ig h t p a r tie s . Good reaso n  fo r selling. 
B ran d  & W ohlfeil, T h re e  R ive rs, M ich. 
____________________________  ____ 818

F o r Sale—T he J o h n  Z. E v a n s  M fg. & 
S upply  Co., loca ted  on m a in  line of th e  
C. B. & Q. R. R ., a lso  on th e  W a b ash  
an d  M. & S t. L. ra ilro ad s , a t  A lbia , Iow a. 
F in e  d isp lay  room  a n d  office. Room y 
g a ra g e  an d  w ell-equ ipped  m ach in e  shop. 
W e c a rry  a  lin e  oi au tom ob iles  a n d  su p 
plies. M an u fac tu re  P i t  c a rs  a n d  hand le  
a ll k in d s  of m in in g  eq u ip m en t an d  su p 
plies. L oca ted  in  h e a r t  of th e  Iow a m in 
in g  d is tr ic t. S ub jec t to  in v estig a tio n . 
A ddress P . H . H y n es , A very , Iow a. 794

D ry  G oods B usiness  F o r  Sale—I  offer 
m y b u sin ess  fo r sa le  a s  go ing  business. 
T he  th o u g h t of se lling  m y b u s in ess  w as  
unknow n  to  m e u n til th e  p a s t few  days. 
M y sp rin g  an d  su m m e r goods a re  all in  
a n d  s tock  is com plete  in  even  th e  sm a ll
es t d e ta il. H av e  h ad  no close o u t sa les 
an d  no an n o u n c em en t of go ing  o u t of 
business. S tock  is  c lean  an d  no m oney 
w ill be ask ed  fo r u n sa la b le  s tock . T h is 
is  know n a s  H ow ell’s b u s ie s t s to re . T he 
b u s in ess  is in  i ts  p rim e  an d  m ak in g  
m oney. M y rea so n  fo r se lling  w ill s a tis fy  
anyone  in te re s ted . $5,000 s to ck  $35,000 
business . E . A. B ow m an, T he  B usy  
S tore, H ow ell, M ich. 881

F o r  Sale o r  E x c h an g e—F irs t-c la s s  237 
a c re  s to ck  o r d a iry  fa rm  in A llegan 
county , M ichigan, 3% m iles from  P la in -  
well, 1% m iles from  in te ru rb a n . F a ir  
bu ild ings, d a rk  loam  soil, lies  level, no 
w as te  land . P r ic e  $75 p e r  ac re . W ill 
ta k e  good incom e p ro p e rty  o r s to ck  of 
g en e ra l m e rch an d ise  fo r o n e -h a lf  its  
value. H a r ry  T hom asm a, O w ner, 433- 
438 H o u sem an  B ldg., G rand R ap ids, M ich. 
___________________ ;__________________ 884

I b rin g  b u y e rs  a n d  se lle rs  to g e th e r. 
W rite  m e if you w a n t to  buy, sell o r 
exchange a n y  k ind  o f b u sin ess  o r rea l 
e s ta te  an yw here . E s ta b lish ed  1881. 
F ra n k  P . C leveland, 1261 A dam s E x p re ss  
Bldg., C hicago, Illinois. 357

B usiness  W a n ted —I a m  look ing  fo r a  
good open ing  fo r c a sh ; a g e n ts  an d  sp ec
u la to rs  need n o t a n sw e r; g ive fu ll p a r 
ticu la rs  in first le tte r . A dd ress  M., 
T ra d esm an , B ox 1261 C h erry  V alley, I ll i
nois. 478

W a n te d —To re n t  s to re  bu ild in g  fo r 
d lo th ing , shoes an d  fu rn ish in g  business  
in good live tow n  in S ou th ern  M ichigan. 
L oca tion  m u s t be  good. A ddress No. 872, 
c a re  T ra d esm an . 872

F o r Sale—I  offer m y e ig h t th o u san d  
do lla r s to ck  of m en ’s an d  boys’ c lo th ing , 
shoes an d  fu rn ish in g s  fo r sev e n ty  ce n ts  
on do llar of co st p rice, located  in  th r iv 
in g  tow n. A ddress No. 846, c a re  T ra d e s 
m an. 846

D ry  G oods an d  shoe b u s in ess  fo r sale . 
C h icago’s b u s ie s t subu rb , A m eircan  tra d e . 
E x cep tio n a l $10,000 In v es tm en t. A nnual 
sales, $23,000. A ddress  N o. 855, c a re  
M ichigan T ra d esm an . 855

$1,500 s to ck  shoes, no tions, w om en’s 
a n d  c h i ld re n ^  fu rn ish in g s  fo r sa le  o r e x 
change fo r m en ’s c lo th in g  a n d  fu rn is h 
ings. E . C. G reene & Co., Jack so n , M ich. 
______________________  877

F o r Sale—C lean s to ck  of fu rn ish in g s , 
shoes a n d  g roceries, $3,000. In  th e  b es t 
tow n 600 popu la tion  In W e ste rn  M ichigan. 
M ust be sold a t  once. N o tra d e . A d
d re ss  X , c a re  T ra d esm an . 867

W ill buy, fo r sp o t cash , s to ck  c lo th 
ing, shoes o r g en e ra l s tock . W a n t lo
ca tion . A ddress L ock  B ox 143, S ta tion
D., S t. Jo seph , Mo. 680

F o r  R en t o r  Sale— S plendid open ing  fo r 
h a rd w a re  b usiness  in  N o r th e rn  M ichigan 
tow n, on ra ilro ad . F a s t  im p ro v in g  fa rm 
in g  coun try . F o u rtee n  m iles to  n e a re s t 
c ity  h ard w are . A ddress H . R einberg , 
M cBain, M ich. 806

W a n ted —F o r cash , s to ck  of gene ra l 
m erchand ise , c lo th ing  o r  shoes. A ddress 
Box 112, B ardo lph , 111.______________ 750

300 fee t from  th e  b u s ie s t c o rn e r in  
G rand R ap ids. I  h av e  a  new , f irs t-c la ss  
g round  floor, double sto re , su ita b le  fo r 
house fu rn ish in g , fu rn itu re  o r  d e p a r t
m e n t s to re . A ddress R em ing ton , 501 T he 
C am pau. 776

Send fo r  o u r p roposition  to  sell yo u r 
business  o r fa rm  p ro p e rty . E n tire  cost 
$25. P a rd ee  B usiness  E xch an g e , T ra v -  
e rse  C ity, M ich.__________  778

S afes  O pened—W . L. Slocum , sa fe  e x 
p e r t and  locksm ith . 97 M onroe Ave., 
G rand  R ap ids, M ich. 104

W ill p ay  ca sh  fo r s to ck  of shoes an d  
rubbers . A ddress M. J . O., c a re  T ra d e s 
m an. 221

F o r R en t—S to re  s u ita b le  fo r d ry  goods 
o r g en e ra l s tock . N o b e t te r  s to re  o r lo
ca tion  in  th e  city . Good open ing  fo r d ry  
goods s to re  h e re  now . H . M. W illiam s, 
M ason. M ich.. 754

If you w ish  to  buy, sell o r ex ch an g e  a n y  
le g itim a te  b usiness  of a n y  k ind , anyw nere , 
co nsu lt o u r B usiness  C hance D ep a rtm en t. 
I ts  op era tio n  is  n a tio n a l in  scope and  
o ffers unexcelled  se rv ices  to  th e  seller, 
a s  w ell a s  th e  buyer. A d van tageous e x 
changes  fo r o th e r  p ro p e rtie s  a re  o ften  
a rran g e d . In  w ritin g , s ta te  fu lly  you r 
w an ts . T he  V arlan d  S ystem , C ap ita l 
B ank , S t. P au l, M inn. 814

F o r Sale—A s to ck  of g e n e ra l m e r
chand ise , invoicing  a b o u t $4.000. Sales 
a b o u t $35 p e r  day . R eason  fo r selling, 
s ickness. A ddress No. 728, c a re  M ichigan 
T ra d esm an . 728

F o r Sale—D ru g  s to re  a n d  s to ck  in 
S o u th ern  M ichigan. C on tinued  ill h ea lth  
com pels m e to  sell. N o sh e lf-w o rn  stock . 
M oney no o b jec t. A ddress No. 861, c a re  
T ra d esm an . 861

W a n te d —P e rm a n e n t position  by  e x p e ri
enced shoe  m an , capab le  doing  th e  b u y 
ing. S ta te  s a la ry  f irs t le tte r . A ddress 
857, c a re  T ra d esm an ._______ 857

F o r Sale—M y sto ck  of g en e ra l m e r
ch a n d ise  an d  good w ill, a lso  m y s to re  
rea l e s ta te . D o ing  a  good p ro sp erin g  
business. S tock  ab o u t $8,000, in  s tr ic tly  
f irs t-c la s s  shape . R eason  fo r selling, 
w ish  to  re t i r e  a f te r  21 y e a rs  a c tiv e  
serv ice . F o r  p a r t ic u la rs  ad d re ss  Lock 
B ox  57, P esh tig o , W is. 858

M erch an ts  P lea se  T a k e  N otice! W e 
h av e  c lien ts  of g rocery  stoexs, g en e ra l 
s tocks, d ry  goods stocks , h a rd w a re  stocks, 
d ru g  s tocks . W e have  on o u r l is t a lso  a  
few  good fa rm s  to  exchange fo r such  
stocks. A lso c ity  p roperty . I f  you w ish 
to  sell o r  exchange your business  w rite  
us. G. R. B usiness E xchange, 540 
H o u sem an  B ldg., G rand  R ap ids, M ich.

___________________ 859
F o r  S ale—C lean fre sh  s to ck  of g ro ce r

ies in  O wosso, M ich. B es t e s tab lished  
tra d e  a n d  location , sm all in v e s tm e n t r e 
qu ired . A splend id  op p o rtu n ity  to  m ake 
m oney. A ddress No. 880, c a re  M ichigan
T rad esm an .___________________________880

F o r  Sale—M y sto ck  g en e ra l m e rc h a n 
dise, invo ic ing  $6,500; new  s tock , clean , 
u p - to -d a te ;  in  good p rog ress ive  v illage, 
500 to  600; location  n e x t door to  p o s t-  
office; ca sh  business. Good rea so n  fo r 
selling. A ddress M. J . R ucker, M azeppa,
M inn._________________________________ 883

F o r  Sale—N ice clean  s tock  gene ra l 
m erch an d ise  a n d  fix tu res, w ill invoice 
a b o u t $10,000, loca ted  on b e s t corner, 
b rick  sto re , in  good h u s tlin g  to w n  S o u th 
e rn  M ichigan. Long  le a se  if desired . 
I f  you w ish  a  good p ay in g  b usiness  it 
would p ay  you to  look th is  up. A ddress 
No. 882, c a re  T ra d esm an . 882

F o r Sale—O ur s tock , co n s is tin g  of 
g roceries, d ry  goods, shoes, m en ’s  fu r 
n ish ings . h a rd w a re  a n d  fa rm  im p le
m e n ts ; a lso  bu ild ings an d  g ra in  e lev a to r 
in connection . Good live ly  tow n  an d  
fa rm in g  sec tion . S tock  ab o u t $10,000. 
Good reaso n  fo r selling . V. T hom sen  & 
Co., T ru fa n t , M ich. 828

F o r Sale o r T ra d e—160 ac re s  H yde 
coun ty  lan d ; e ig h ty  can  be  b ro k en ; r e 
m a in d er is excellen t p a s tu re ; e leven h u n - 
d rd  do lla r m o rtg ag e  to  be assu m ed ; p rice 
tw en ty  dollars. M igh t ac cep t tw elve  o r 
fifteen  hu n d red  in  tra d e . E ra s tu s  Cornell, 
H ighm ore, S. D. 889

F o r Sule—F u rn itu re , jew e lry , w a ll
p ap e r a n d  u n d e rta k in g  business . S tock, 
f ix tu res  an d  tw o  fu n e ra l c a rs  invoice 
$7,500. Good p ay in g  b usiness  in  live 
tow n  in  W e ste rn  M ichigan. S tock  in  
f irs t-c la ss  shape. W ill sell reasonab le . 
A lso residence, $3,500 an d  seven  a c re s  
fan cy  b ea rin g  fru it , $2,000. W ill sell 
s ep ara te ly . H av e  o th e r  b u sin ess  th a t  
req u ires  a t te n t io n . A ddress No. 888, c a re  
T ra desm an . 888

Stock of d ry  goods, g roceries a n d  shoes 
fo r sa le  o r w ill tra d e  fo r sm all fa rm . 
A ddress W . H . Soule, S co tts, M ich. 845

F o r  Sale—V arie ty  s to re , in  tow n  of 
2,000, rich  fa rm in g  co u n try ; invoice a b o u t 
$1,300 S nap  fo r som ebody. A ddress  Box 
226, B rodhead . W is. 839

F o r Sale—B est s to ck  g en e ra l m e rch an 
dise tow n  1,000. Invo ic ing  $12,000. Sell 
o r re n t build ing . C. R. S tee le, Buffalo, 
K an .__________________________________837

A Good O pening—A  b rick  s to re  fo r 
ren t, 22x80, ce n tra lly  located  in  S aran ac , 
M ich., su ita b le  fo r a  b a z a a r  o r  o th e r  
business . R en t low  a n d  o p p o rtu n ity  n u m 
ber one. A ddress S’. M. C raw ford , S a ra - 
nac , M ich. 836

S um m er T ou r—G ib ra lta r , I ta ly , S w it
ze rland , G erm any , N e th e rlan d s , F ran ce , 
E ng land . Sm all p a r ty . F irs t-c la s s  a c 
com m odations, $600 inc lusive. F lo rence  
G. M ann, 485 C en tra l P a rk  W e st, N ew
Y ork .______  835

P a r tn e r  W a n ted —S h ee t m e ta l, tile  an d  
s la te  roofing, b e s t location  n o rth  shore, 
Chicago. F o r  p a r tic u la rs  ad d re ss  N elson, 
1132 B ryn  M aw r Ave., C hicago. 111. 834

To E x ch an g e—M erch an t ow ning  a  280 
ac re  fa rm  5% m iles from  Texico. J e f 
fe rso n  Co., 111., ta k e n  in  th e  se tt le m e n t 
of an  e s ta te , w ishes to  exchange it a t  
its  va lu e  fo r good, clean  m erch an d ise  
o r incom e p ro p e rty ; p rice  $75 p e r  ac re . 
A ddress Jos. M. W eiler, Olney, 111. 864

R e ta il M erch an ts—O ur sp ec ia lty  is  
p ro m o tin g  a n d  con d u c tin g  tra d e-b u ild in g , 
s to ck -red u c tio n  anid c lo sin g -o u t sa le s  of 
m erch an d ise  th ro u g h o u t th e  coun try . O ur 
serv ice  of fe a tu re  sa les p ersonally  con 
duced b y  h ig h -g ra d e  sp ec ia lty  m en h as  
es tab lish ed  a  re fe ren ce  a n d  endo rsem en t 
th a t  is unequalled . W e re fe r  by p e rm is 
sion to  th e  fo llow ing C hicago w holesale 
hou ses: W ilson  B ros., C lue tt. P eabody  & 
Co., C has. K au ffm an  & B ros., C. D. O s
born  & Co., M iller, W a tt  & Co., K e ith  
B ros. & Co., an d  re ta il  m e rc h a n ts  fo r 
w hom  w e have conduc ted  sa les. W rite  
us, g iv in g  am o u n t of yo u r stock . C. N. 
H a rp e r  & C om pany, 1318, 10 S. L a  Salle 
S t., C hicago, 111. 866

A U C T IO N E E R S .

C. A. N elson, m erch an d ise  auc tionee r. 
F o r  te rm s  an d  d a te . A ddress Lock Box 
922, N o rth  L oup, N eb. 890

M erchand ise sa le  conduc to rs. A. E. 
G reene Co., 135 G rand  R iv e r A ve., D e
tro it. A d v ertisin g  fu rn ish ed  free . W rite  
fo r d a te , te rm s , etc . 549

H E L P  W A N T E D .

W a n ted —S ubscrip tion  so lic ito rs w ho 
h av e  had  a c tu a l experience  in  secu rin g  
su b sc rib ers  fo r tra d e  jo u rn a ls . S ta te  ex 
perience, leng th  of tim e  em ployed and  
n am es of fo rm e r em ployers. A ddress No. 
897, ca re  M ichigan T ra desm an . 897

S ale sm an—C alling  on g ro cery  a n d  o th 
e r m ercan tile  tra d e , to  han d le  o u r M er
c h a n ts  P rem iu m  S erv ice ; m erito rio u s  
p roposition ; libe ra l pay . N o sam ples. 
A ddress S to p h er S ales A gency, Box No. 
307, G rand  R ap ids, M ich. 874

W a n ted —C lerk  fo r g en e ra l s to re . M ust 
be sober and  in d u s trio u s  an d  h av e  som e 
p rev ious experience . R efe ren ces  requ ired . 
A ddress S tore, c a re  T ra d esm an . 242

S alesm en  W a n te d —Single, n o t over 35 
y e a rs ; experienced  in  cloaks, d ry  goods, 
w indow  tr im m in g  S ta te  s a la ry  an d  give 
re fe ren ces  firs t le tte r . H . D reb in , C adil- 
lac, M ich. 838

W a n ted —E xperienced  sa le sm an  to  sell 
line of can v as  gloves an d  m itte n s  to  th e  
re ta il tra d e  exclusively , in  th e  s ta te  of 
M ichigan. L ine  is fav o rab ly  know n. A d
d ress  G, ca re  T ra d esm an . 841

S IT U A T IO N S  W A N T E D .

P ositio n  w an te d  a s  tra v e lin g  sa le sm an  
to  sell to  d ea le rs  a g r ic u ltu ra l im p lem en ts  
o r m ach inery . W ill s t a r t  on com m ission . 
T e rrito ry  p re fe rred , G eorg ia o r  F lo rida . 
J . K. E xum , M illtow n, Ga. 842

B aker, single, w a n ts  s te a d y  position  in 
sm all co u n try  tow n, to  w ork  alone. C. 
M. M ertz , 408 W ash in g to n  S t., L apo rte , 
Ind . 887
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Getting a  Grip On the Individual Cus
tomer.

W ritte n  fo r th e  T ra d esm an .
E very  now and then, in m y shop

ping tours, I jo lt against a salesm an 
who seem s fairly to  grip  me. H e 
sells w ithout perceptible effort and I 
find it a joy  to  purchase of him. Sales
men of th a t so rt are the class who 
hold custom ers and build business.

A good salesm an is often such quite 
unconsciously. To do th ings right 
com es natural to him ; he would feel 
hom esick and ill a t ease if he '.old 
in any o ther o r less efficient way. 
O th er salesm en have acquired the 
knack. Still o thers could acquire it 
if they se t their m inds to  the  task.

“H ow  do you do it?” I asked a s ta r 
salesm an the o th er day.

H e shook his head.
“D on’t, p lease don’t, pu t any of 

those Chinese puzzles up to me,” r c 
rejoined. “ I couldn’t tell you how 
I do it.”

“But you make a good bunch of 
sales?”

“Yes, I m ake the sales all right. 
.People seem to prefer to buy from 
me. T he boss gets a bit cross now 
and then when he sees two or three 
lined up, w aiting for me to get through 
w ith a custom er. But don’t  ask me 
how it’s done.” W ith  m anifest eager
ness to be through with the subject, 
lie relapsed into business. “H alf a 
pound of coffee,” he jo tted  down.

on prefer it strong, don 't you? How 
did you like those pickles I recom 
m ended the o ther day— the new m us
tard  a t 15 cen ts?”

He w ent on jo ttin g  down the o r
der. A t tea I hesitated. I can never 
rem em ber w hether Japan or black 
rules our household.

"You usually get package tea, 40 
cents, black,” he inform ed m e; and 
down it w ent upon the order.

“Y our address is 15 Blank street, 
isn 't it,” he concluded. W hich was 
about as close to  the bullseye as a 
good m arksm an can get.

H e couldn 't tell me how he did it— 
not infrequently  the secret of success 
is a m ystery to the man who suc
ceeds. H e is too busy succeeding to 
analyze himself. T h is salesm an knew 
my particular w ants so well th a t I, 
on the buying side of the counter, 
had plenty of time to  analyze him 
and his m ethods. And his m ethods 
consisted solely in know ing me, my 
address, my preferences and pre ju 
dices w ith such com plete accuracy 
and am azing thoroughness th a t 1 
could, had I desired to be reticent, 
have ordered th ree of four d o lla rs’ 
w orth  of groceries in a dozen words 
and as m any nods. Yet only a few 
weeks had elapsed since my first visit 
to th a t store, and I certainly didn’t 
purchase every day.

K now ing the custom er and getting  
a firm grip on his preference is a 
fundam ental of successful selling. T he 
salesm an to whom  all custom ers are 
the same, and whose a ttitude to  each 
and all is tha t of an obliging bu t im
partial slot m achine, can’t hold them  
even in com petition w ith o ther slot 
m achines which pay no m ore tribu te  
than  he does to their individuality. 
T he salesm an who know s his custom 

ers thoroughly  and caters to their in
dividual preferences can hold them  
against all so rts  of com petition. H is 
only danger is th a t some bungler on 
the staff may m ake a m istake in p u t
ting up the order or th a t a careless 
delivery m an m ay sp a tte r the goods 
with mud.

S tar salesm en of this variety  are 
rare. O ne m an I know seems to never 
fo rget the nam e of a custom er. The 
m inute a m an or wom an enters his 
store, he gives one quick look, says 
“Good m orn ing”—and out pops the 
correct name, autom atically . Y et 
there are dozens of salesm en, some 
in the same store, who will sell to 
you a score of tim es and still have to 
ask your nam e and address the tw en
ty-first trip.

It isn’t m erely in store  salesm an
ship th a t know ing the custom er 
counts. T his so rt of know ledge fig-

A ngus G. M cE acheron  a n d  th e  em blem  
p re sen ted  to  h im  b y  C ad illac Council, 
fe a tu re d  on page  tw en ty -fo u r.

ures in the success of the traveling  
m an; it m akes the good hotel clerk 
an asset to  his business. T he knack 
of picking up names, addresses, pecul
iarities and prejudices and sa lting  all 
this inform ation down for future re 
ference is w orth  dollars to  a man. 
In tense m ental concentration  is the 
initial price. T he chap who w ants 
to  study and learn his custom er can’t 
afford to let his w its go wool ga ther
ing. W illiam  E dw ard Park.

Manufacturing Matters.
F lin t—T he W esto rn -M ott Co. is 

building a large addition to  its plant.
H opkins — B ert Lewis succeeds 

K rug & E llinger in the glazed tile 
business.

D etro it — T he D etro it T ungsten  
Lam p Co. has changed its nam e to  the 
C entral S tates Supply Co.

D etro it—T he M ichigan Sm elting & 
Refining Co. has increased its capital 
stock from  $300,000 to $750,000.

M cCords—T he Co-operative Cream 
ery Co. has been organized here and 
will engage in business April 1.

C harlo tte— The H ancock M anufac
tu ring  Co. has added several m achines 
to  its plant, thereby g reatly  increas
ing its capacity.

F ountain—F. W . Plumhoff, who has

operated the cream ery at New Era 
for the past four years, is building a 
cream ery here, w hich he will take 
possession of about A pril 15.

Ann A rbor—T he H oover 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.

D etro it—T he D etro it W ashing M a
chine Co. has engaged in business 
w ith an authorized  capital stock of 
$4,000, of which $2,000 has been sub
scribed and $1,200 paid in in cash.

H astings—D onald A. K err has taken 
the position of A ssistan t M anager of 
the H astings M illing Co. H e will 
supervise the sales departm ent, both 
in the city and to  the outside trade.

Y psilanti—T he Y psilanti V ulcaniz
ing Co. h as been incorporated  w ith an 
authorized  capital stock of $1,000, 
which has been subscribed, $250 being 
paid in in cash and $750 in property .

D etro it— T he S tandard  Screw 
P roducts Co. has engaged in busi
ness w ith an authorized capital stock 
of $50,000, of which $25,000 has been 
subscribed and $15,000 paid in in cash.

D etro it—T he S tandard  Screw P ro 
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.

D etro it—T he Peninsular L eather 
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 p rop
erty.

F lin t—T he Unique F urn itu re  M anu
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 partnersh ip  and the business 
will be continued by Jo h n  O. Reed, 
who has taken over the in terest of 
his partner.

D etro it — T he M ichigan Broom  
M anufacturing Co. ha's been incorpor
ated under the sam e style, w ith an 
authorized capital stock of $4,000, of 
which $2,000 has been subscribed and 
paid in in cash.

C harles—T he Loud Lum bei Co., of 
AuSable and O scoda, has taken over 
the holdings of the S terling  Cedar & 
L um ber Co., which includes the lim- 
beied lands and the m ill p roperty  lo
cated at this place.

K alam azoo—The Jo h n  H ale H at 
Co., which conduct a chain of sto res 
in various cities, has opened a store  
here in the H anselm an building un 
der the m anagem ent of F. C. Miller, 
rcently  of South Bend, Ind.

Saginaw—A new com pany has been 
organized under the  style of the Mead 
Cooperage Co., to m anufacture 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 .

B attle Creek—T he T oeller-D olling  
Co. has engaged in business to  m anu
facture and deal in m erchandise which 
m ay be handled in a departm ent store. 
T he com pany has an authorized cap
ital stock of $75,000 com m on and $25,-

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 m atte r of E ugene D. T ang- 
ney, bankrupt:

By v irtue of an o rder of the referee 
in bankruptcy m ade and issued in said 
cause authorizing  the undersigned, 
trustee therein, to  sell the entire  assets 
of said bankrup t’s estate, less exem p
tions heretofore set apart:

I do hereby give notice th a t on the 
22nd day of M arch, A. D. 1913, a t 11 
o’clock a. m. a t the sto re  of said 
bankrupt, 313 South Jam es stree t in 
the city of Ludington, M ichigan, I 
will offer for sale a t public auction 
the estate  of said bankrupt, hereby 
reserving the righ t to w ithdraw  from 
such sale any and all property  for 
which in m y opinion a sufficient bid 
shall not be made. T he property  to be 
offered for sale consists of stock of 
m erchandise consisting of clothing 
and gen t’s furnishing goods, notions 
and store furniture, including a safe. 
T he tru stee  reserves the righ t to re 
ject any and all bids.

D ated a t L udington, M ichigan, this 
8th day of M arch, A. D. 1913.

F rank  A. F oster, T rustee.

Standard Weight for Bread.
Bay City, M arch 18—T he city o r

dinance establishing a standard  w eight 
for loaves of read to  be sold in this 
city is to be enforced and tw o m em 
bers of the police departm ent are to 
begin at once an inspection of w eights 
and m easures th roughou t the city.

T he order regard ing  the bread o r
dinance was issued to Superin tendent 
of Police Davis by M ayor W oodruff 
and the action regard ing  inspection of 
w eights and m easures was taken by 
the Council.

A lderm an Cooley introduced a re 
solution d irecting  the W ays and 
M eans Com m ittee, in p reparing  the 
annual budget for the com ing year, to 
include therin  a sufficient sum to pay 
the salary of a sealer of w eights and 
m easures, bu t la te r w ithdrew  -it in 
favor of one of sim ilar im port p rep ar
ed by A lderm an W ood which provid
ed for a m eat inspector who should 
also act as sealer of w eights and 
m easures.

Not All Joke Either.
“Now, Charlie, don’t you adm ire 

my new silk d ress?” asked a fond 
m other of her little  boy.

“Yes, m am m a; it is very p re tty .”
“And, Charlie, ju st think, all the 

silk is provided for us by a poor little 
w orm .”

“You m ean papa, don’t you, m am 
m a?”

,  F o r  Sale—M osler safe , in s ide  m ade fo r 
M cC askey acco u n t sy stem . C olegrove 
B ros., R em us, Mich. 912

F o r  Sale—A t once, m odern  shoe re p a ir  
shop com plete , consisting- of 2 h. p  m o t
ors, w ith  p ro g ress iv e  fin isher, L an d is  
s titc h e r , S inger sew in g  m ach ine , ja c k s  
an d  tools, e tc . Low  re n t, w ith  lease  
to  r ig h t p a r ty . W ill sell a t  a  low  p rice  
A sn ap  fo r a  h u s tle r  A ddress A. H . B 
c a re  T ra d esm an . 552 ’

F o r  Sale—T u fts  A rc tic  soda  fo u n ta in , 
m arb le  a n d  onyx co n stru c tio n , 15 foo t 
c ircu la r  coun te r, o u tfit com plete , $250
cost $1,500. V e re ssa  V alley  W in e  Co.. 
J ack so n , M ich. g51



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 econom y.

W 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 w hole
some and delicious, and of highest food value.

Your customers know it—they know that the Karo label stands for highest quality, best 
flay or, and full net weight. Stock generously w ith Karo. It sells quickly, is easy to handle 
and pays a good profit.

Corn Products Refining Company
N ew  York

Use Your Head Instead of Your Shoulders
“Many a man goes through life w ith 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.

D id  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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D isp a tch , E co n o m y , S a fe ty
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
(Sopti) Boston, U. S. A.

Representatives .in a ll Principal Cities.

— S E R V IC E - - - - - =#

W hy Put Your Hand in 
the Lion’s Mouth?

IF you feel that you must adopt the trading stamp sys
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 stam p s..................... $15
250.000 4‘   25
500.000 •  ,4 5

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
G rand  R apids

The Prairies Are on Fire 
And the W oods Burning

Never in the history of big CO-OPERATIVE 
SELLING EFFORTS has so much in terest been 
shown as in CANNED FOODS W EEK! E very
where in the United S ta tes and apparently every
where else, the retail and wholesale dealers are 
coming up on the firing line.

Even Canadian dealers are asking for inform a
tion and litera tu re  and Uncle Sam has waked up to 
the im portance of the  event and has asked for in
form ation and literature to send to the Consuls 
abroad to post them  up on the  industry  and its  
importance.

OOR!
K i Week
M&CH3IT0APRU

iiniHJM
Do you know th a t during Canned Foods W eek display advertisem ents will 

be inserted in 216 big daily newspapers throughout the  United S tates?
trade in canned foods, as we are advocating no label or brand or p rivate in terest, 
therefore i t  is m uch harder to  raise funds than  for individual benefit.

Do you know th a t during th a t week advertisem ents will be placed in 5,993 
of the sm aller and weekly papers of the United S tates?

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, departm ent stores, general 
stores, and all dealers who handle CANNED FOODS are pulling together and 
pulling hard to  m ake 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 m ake it the g reatest selling and educa
tional effort ever known in the w orld 's history. Provide yourself w ith stock 
to m eet the demand, and arrange for window and counter displays.

SPECIAL FEATURES
A poster 42 x 28 inches purple ground, w hite lettering, one pennant 24 x  14, 

green ground, w hite lettering, another pennant same size, red ground w ith  w hite 
lettering, all appropriately printed for window or counter display, also a leaflet 
lithographed in six  colors showing a design for a single and a double-window 
arrangem ent, will be sent out generally so far as fhe funds at the command of this 
committee will admit.

The w ork of th is com m ittee is general, and for the benefit of the  entire

If you w ant to  be absolutely sure th a t you will receive the  SPECIAL AD
VERTISING FEATURES as described, send th is com m ittee (10) cents in post
age stam ps for partia lly  defraying the expense of the postage and cost and th is 
assortm ent will be mailed you all in one large envelope:

1 42 x  28 Poster Purple w ith  W hite Lettering.
1 40 x  10 Pennant Red w ith W hite Lettering.
1 40 x  10 Pennant Green w ith W hite Lettering.
1 Lithographed Window Display Leaflet, 6 colors.
2 W hite Silk Badges w ith Pins for your salesmen.

W e will mail th is  outfit before March 15, 1913. For the  outfit w ithout the 
badges send only five cents. For each ex tra  badge send th ree cents.

Many w an t to use more than  one set of Posters, Pennants and Badges and 
to be positive th a t  they  will not be overlooked, and to feel th a t they  are helping 
the  cause along.

If your canner or wholesale grocer will not or cannot furnish you with 
leaflets for distribution to  consumers, w rite  to th is com m ittee telling us how 
m any you can use w ithout w aste  and they  will be promptly, mailed to  you with
out charge of any Ifind.

Be quick about these m atters as there is no tim e to lose. W e are receiving 
500 le tte rs  daily now and the num ber is increasing. This is your work for your 
benefit and profit and you are welcome to  our help. Give us your co-operation.

THE NATIONAL CANNED FOODS COMMITTEE
1517 M A SO N IC  T E M P L E , C H IC A G O , ILL. J . A. L E E , M anager


