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Cbe man (Ubo Knows

The man who wins is an average man,
Not built on any particular plan,
Not blest with any particular luck.
Just steady and earnest and full of pluck.

When asked a question “he does not guess”
He knows, and answers “no” or “yes.”
When set a task that the rest can’t do,
He buckles down till he’s put it through.

Three things he’s learned, that the man who tries 
Finds favor in his employer’s eyes,
That it pays to know more than one thing well, 
That it doesn’t pay all he knows to tell.

So he works and waits till one fine day 
There’s a better job with bigger pay,
And the men who shirked whenever they could 
Are bossed by the man whose work made good.

For the man who wins is the man who works, 
Who neither labor nor trouble shirks,
Who uses his hands, his head, his eyes,
The man who wins is the man who tries.

Ring Crue

Say, boys! Can you tell when a counterfeit coin 
Is tossed on the counter to you?

Of course you can tell, for you know every time 
That it strikes it doesn’t ring true.

And boys! Do you know that a counterfeit life 
(That’s a regular sham through and through)

Is as simply detected in every-day strife 
As the coin? For it doesn’t ring true.

Ah, boys! If you want to be manly men,
To be honored in all that you do;

Just make up your minds that ten times out of ten 
You will always be found to ring true.

mords Cbat Ring

“They that trust in the Lord shall be as Mount Zion, 
which cannot be removed, but abideth forever.”

As a general thing, the most successful man in life 
is the man who has the best information.—Disraeli.

God condescends to play hide-and-seek with men, 
concealing things in order that men may find them.— 
Francis Bacon.

There is always hope in a man that actually and 
earnestly works. In idleness alone is there perpetual 
despair.—Carlyle.

To brag a little, to show well, to crow gently if in 
luck—to pay up, to own up and to shut up if beaten, are 
the virtues of a sporting man.— Oliver Wendell Holmes.

We can only have the highest happiness, such as 
goes along with being a great man, by having wide 
thoughts, and as much feeling for the rest of the world 
as for ourselves.— George Eliot.

Smiling

He came up smiling—used to say,
He made his fortune that-a-way.
He had hard luck a-plenty, too,
But settled down and fought her through, 
And every time he got a jolt 
He jist took on a tighter holt,
Slipped back some when he tried to climb, 
But came up smilin’ every time.

James W. Foley.
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W HEN YOU SEE
W o r d e n  Q r o c e r  C o m p a n y  

T H E  PR O M PT  SHIPPERS

8 Grand Rapids Kalamazoo

T H E  
SIG N  OF

G O O D
C A N D Y

“ D O U BLE A ”

Remember it came from

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

Let the 
Other 
Fellow 
Experiment

T w enty  years’ experience 
in building Computing Scales, 

is a service that is handed you when you buy a 
D ayton M oneyweight Scale. There’s as much dif
ference in Dayton Scales and “The Other Kind,” as 
there is between a Sw iss W atch and a “Dollar 
W atch.”

Buy a Scale with a System 
Buy a Scale with a Record of Good Service 

Buy a Scale with a Ten Year Guarantee 
Buy Dayton Computing Scales

M o n ey w eig h t Scale C om p an y  
165 North State Street Chicago, Illinois

Have you had our booklet of S tore System s. "The Bigness of L ittle  
Things?” I t 's  free, ask for it.

Don’t forget to indu  
a box in your .next order
L autz Sn o w  B oy W ashing

Y&. Buffalo, N. Y.
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C L A N D E S T IN E  C O N TR A C TS.

How They are R egarded by M ichigan 
Jobbers.

Tinc leading article in the Trades-
man of last week. entitled “Catch
Cia us c ” has aroused very general io
t eresit among the tranic, both whole-
-aie and retail, and tile Tradesman
has 1teen deluged witli letters from
both branches of the trade, commend-
ing the posit ion it took in condemn
ing such a scheme in connection with 
tl.e credit transact ions of a wholesale
house.

In justice to the Mishawaka W ool
en Manufacturing Co., the T radesm an 
is pleased to sta te that it does not 
(¡dostion the ability of the house to 
enforce any contract it sees fit to 
adopt in its dealings with its patrons. 
The house is rated as having over 
a  million dollars capital and enjoys 
the highest  credit ra t ing  the m er
cantile agencies describe. The T rades
man does not  wish to infer that 
it questions the integrity, stability or 
financial standing of the house. All 
it finds fault with is the insistence 
of the house in enforcing on its cus
tomers a form of clandestine contract 
that the T radesman believes to be 
inimical to good business policy. The 
Tradesman may lie mistaken in this, 
but, judging by the voluntary letters 
it has received from the credit men 
of wholesale houses in Michigan, its 
position is fully and enthusiastically 
sustained by them.

( hie of the worst  features of the 
clandestine security embodied in the 
signed order blanks of the Mishawaka 
Woolen Manufacturing Co is tha t  it 
places the retail merchant in a false 
light with his regular  merchandise 
creditors. W hen  the m erchant u t 
ters a chattel mortgage it is placed on 
record and ultimately comes to the 
at tention of his creditors, who can 
then decide w hether  they wish to 
sell him or  not, considering that he 
is mortgaged. As the contract secur
ed by the Mishawaka concern is not 
placed on record, but operates the

same as a chattel mortgage, the other  
creditors have no means of knowing 
where they stand.

In view of this situation, it would 
seem as though a jobber would be 
fully justified in refusing credit to 
a retailer who has signed a clandes
tine order of this character.

There is reason for believing that 
fully nine- tenths of the merchants who 
sign these orders  have no idea that 
they are relinquishing title to the 
goods. The preceding paragraph is 
prefaced with the word, Guarantee, 
in larger type, while the paragraph 
containing the title stipulation—four 
times as long as the guarantee para
graph—bears no descriptive caption, 
leaving the signer to infer that both 
paragiaphs pertain to the guarantee 
subject. This, in itself, is an indica
tion of unfairness—certainly a lack 
Ml frankness—on the par t of the
house enforcing the contract.

The credit man of a large Grand 
Rapids house writes  the Tradesman 
as follows:

I h av e  read  w ith in  the  la s t d ay  or two 
your  edi toria l "C a tch  Cla use .” I notice 
th a t  th is  co n t rac t  to sell by the  M is h a 
w a k a  Woolen Mfg. Co. has  been  passed  
upon by Ju d g e  Denison and, therefore,  I 
would feel myself wholly in com peten t  to 
give a  ve rd ic t  or  to pass  m y  opinion in 
a n y  w ay  upon th is  contrac t.

I will, however,  s t a t e  to  you from the  
s tan d p o in t  of a l a y m an  how it a p p e a r s  to 
me. In the  first place the  bus iness  c o m 
muni ties  in th is  co un t ry  and  the  laws 
govern ing  mercan ti le  p u r su i ts  a d m it  and
susta in The light Of a part; ■>f th e  Jfirst
par t to consign 1*> a  p a r t y  ■of th e  see ond
part an v kind of merchand i se to  be Imid
for  whe■n sold an 1. all unsc ild.. to he I e-
tu rned  !to the  ori g in a I owner This,  Ito\v-
over, iiinids onlv w h en  the s h ipper and
the  origjtinnì nume Ir of the  micnrha lulls« ' of
w h a t  o vr-•r n am e or n a tu r e  embr■»dies in the
con tract: of sale and  puts up on the ,n-
voice eo1 w r i n g  the s am e  the w orbs “ cmjm -
miss ion’’ or  “ consmnm ont 1‘or sale .”

This gives  the b u y er  tin ‘ I>ri vilest?* of
com min gl ing these ■ goods with o th e r  nIf r-
ehand ise  which he has  1fur sale, but kcep-
ing  a book of a<deon nts  || co vering  such
tra n sa e t io n s  separ i ite 1Torn his genera l
books of account . Th o law govern ing
th is  class  of trans«ictioi is al lows th e  p u r -
ch a ser  of such  go,ods t o re tu rn  th e m  a t
a n y  time to  the selle r. I doub t  very
much  if tlie M ishaw aka  Woolen M an u fac 
tu r in g  Co. or  an y  o the r  firm ca n  ship 
mercliandi.se to a  d is t r ibu to r  for his bus i 
ness and  re ta in  the  ti tl e in the  sc.me 
w i th o u t  gran ting ' the pr ivilege in the con
trac t.  and  covering  the  s am e  in th e  in-
voice , of the re tu rn of the m erch an d ise
tha t m a y  bo unsold a t  any■ time a f t e r
pun-1

\Y1 ten voti take  avvav frorn the  buyer
tin- r ig h t  to r e tu r n at an) r t ime, you
1 Ill'll make  a positiv e sale, which tinder
the laws of gen«crai m orohand ising
chainges 1 lie 1mvncrsli ip title to the  m o o -
er ty bought . It WO 111il violati * all rules of
com mercia l life, if, a f t e r  the  genera l 
m e rch an t  lias commingled  the  goods from 
1 lie M is h aw ak a  Woolen M an u fac tu r in g  
Co. with his  g ene ra l  stock, and  if lie 
should in an y  w ay claim th a t  th ey  were 
a p a r t  of his  asse ts , it would  vio late all 
laws  of the  buy in g  and sett ing  of m e r 
chand ise  if th e  com pany  could come in 
and  ta k e  th e se  goods out of s tock  a t 
a n y  time. Moreover, the  co n t rac t  s t a t e s  
th a t  s o m ew h ere  in the  b u y e r ’s business  
lie m u s t  be held responsible  for the  vol
ume of th e  goods  sold to h im and it is 
in t im a ted  in tha t  co n t rac t  th a t  th e  seller 
would hav e  th e  right to t a k e  any  p ro p e rty  
which  th e  b u y e r  has  in his  possession 
to sa t i s fy  the  debt.

I a m  v ery  su re  t h a t  a t  th is  point th e  
S u p rem e Court would ru le such  a  t r a n s 
ac tion a s  out of o rder  an d  if I w as  mixed 
up in a ca se  of th a t  kind in b an k ru p tcy  
cour t,  I would a s  trus te e ,  hold a n d  t r y  to 
susta in  the  point th a t  such  a  t h in g  was  
a preference.

Another Grand Rapids jobber 
writes as follows:

I believe th is  is a m a t t e r  t h a t  should  
be ta k e n  up by tne  cred i t men. no t  only 
of Michigan , bu t  of th e  coun t ry  a t  large, 
for  the  M ish aw ak a  people sell th e i r  goods 
th ro u g h o u t  the  whole count ry .

W e have ta lked  w ith  m a n y  dea le rs  who 
have  s igned  co n t rac ts  b u t  w ere  absolute ly  
u n fam il ia r  w i th  th e  n a t u r e  of th e  con
t r a c t  th a t  th ey  were signing. The w r i te r  
m eans  to p re sen t  th is  m a t t e r  to  the  cred it  
men an d  make  an  effort a t  le as t  to see if 
ilie m ercan ti le  agencie s  can no t  be i n 
duced to include in th e i r  r ep o r t s  the  
special in form ation  t h a t  a  dea le r  is buy-
ing goods of t! ie MisnawakaL Cl for the
co n t rac t  is; nothir ig m ore  oi:• le ss th a n  a
(-hall el nu » r t ga g e ,, al th ough th ere  is no
pi 111 lie l'eoo rd of Siim e  which tin»re should

i th ink th e be‘St w a y  t<:l haiidle
proposition f ro m yo u r  s tan dpolint is by
wide publi city.

A 1 te tr ia i t  j o b h in g  lions e vt r i t e s :
A shor t time asro we ad  visied th e  Mislt-

a w a k a  concern tl ìa t we wotild be unab le
to exchange  cred i t in formation  w ith  them, 
in view of the  basis  on which  th e i r  m e r -

houses pursued  tin's course it would have  
a tendency  to  limit th e i r  opera t ions , es- 
p c i a l l y  in cases  w here  th e  m e rch an t  is 
off- rated .

The effect of th e se  t r a n sa c t io n s  is felt  
tlie most in c a s t s  w here  the  m e r c h a n t  
is a littl e ligh tw eight , financially. It  
m akes  very  litt le  diffe rence in the case 
of tlie g i l t- edged m erchan t .

It would seem  1:o us th e  bes t met lei
avoid ing  the  1-lardsliip which trails

*tions of th is  eh;a i a c t e r  work  upon tti
isecured cred itor is to have  th e  travel
g sa le sm an keep his  house posted of tti
i s tomers  who ar<C buying goods in th

way. and  the  house  shou ld  consider  such

light as  a  cha t tel m o r tg ag e  in d e t e r m i n 
ing credit.

Another Detroit jobbing house 
writes  as follows:

We are  in in-arty 'accord with  w h a t  you 
have to say  and  th e re  is no <(ues thm  hut

effort on the p a r t  of the  credit men of 
Michigan t<> s tam p  out t r a n sa c t io n s  of 
the cfiai ac to r  referred  to. We hav e  been 
in te res te d  in several  ca ses  w here  the 
M ishaw aka  Woolen M an u fac tu r in g  ( '". 
has s tepped in and  claimed preferences . 
In one ease  it took out merchand ise  to 
app ly  on its account and  tiled a  cla im 
witli the  t ru s te e  for  the  balance, t a k in g

i id on record, as  is requi red in tlie case 
of el ¡a 11 el mortgages ,  but a t  t lie same

¡tors 'hav ing  no means  of kno w in g  ju s t  
where they  are.

We w an t  to com plim ent you on having  
ta ken  up th is  m a t te r ,  for we th in k  it 
of vital im por ta nce  to jobbers  and  m a n 
ufac tu re r s  who do business  in th is  
S ta te.  We shall lie very  glad to join you 
ill any  coin-cried ac tion w ith  a view of 
s ta m p in g  on business  done on th e  lines 
above re ferred  to.

Still another Detroit house writes:
We a re  ce rta in ly  in s y m p a th y  with  

the  movem ent and  with  1 he ag i ta t io n  
s ta r ted  by you, and hope you will he 
aide to accomplish  w h a t  you se t  out to do.

A Kalamazoo wholesaler writes  as 
follows:

You a rc  ahsoute ly  correc t in your  s t a t e 
m en t  in regard  to the  "C a tch  Clause ,” 
which is embodied  in tlie o rder  forms  of 
not only the M ishaw aka Woolen M an u 
fac tu r in g  Co., but also the  v ar ious  scale 
com panies  and  ca sh  reg i s te r  com panies

i he p resen t time.
Th e  w r i te r  h a s  had  experience  w ith

several V)a n k r u p t  stoc ks i[luring th e  p as t
year  a ml in nearly  •.‘ver y in s ta n c e  one
Of the fo r<-going man tifai iturers  will ge t
his me> i I ey in full, w hile the  r e m a in d e r
of the er« •ditors a rc  ol»ligiid to t a k e  a n y -
w here fri )in 40 to HO pm' cent, of t h e i r

‘W e  ;are■ w ith  you <an th is  proposition
and  ti *us t tha t  some■ r<?medy m a y  lie
found t th e  exis t ing siti lation.

The T radesman holds that  these
contracts are objectionable for sev
eral reasons:

1. They place the merchant in a 
false light before his creditors and 
the mercantile agencies, unless he 
notifies both that he has signed a 
clandestine contract which injures his

credit and impairs his assets, which 
he is not likely to do.

2. They are unfair to the other  
creditors of the dealer, because they

trade, which is the basis of all good 
business.

ethics, because they violate the estab
lished rules of business and introduce 
an clement of discord and tend to dis

simulò exist between buyer and sell-

4. They tend to overbuying and 
overstocking because the dealer who 
is buying goods on contract is not

would he if he knew he was to be

а. Anything that  is printed in fine 
type, under  a misleading heading, is

lection by high minded men.
б. The T radesman is informed by

courts would probably so construe it.

V  S. and a Circuit Court of Ap
p e a ls  in the case of Mishawaka Wool-
en Mai uifacturing Oo. vs. Westveer
1)1 I-.-d. Iti.). The
contrae t wa.- thereof inn amended by
lite MisTiawaka house-, but it still con

iherent weakn e s s e s  which wil
pro {ia idy preclude t lie house trot;
seeking o r  permiitin: further adjud'

L ist of C reditors of John  J. Brezina.
C h a r l e s  M. B e e r s ,  m ls t e e  f o r  t h e

c r e d i t o r s  of  J o h n  J. B r e z i n a ,  t h e
f a v o r s  t h e

T r a d e s m a n  w i t h  t h e  foil o w i n g  li s t  of

H a n n a h  & Lav Mercanti le < V» il  o<W 1 -
H a n n a h  k  L u  U impuni 1 04*1 'Ui
r ‘ s ' i i nn er. i

............  100. on
s iu i i \  Ci ty  S’c  <i Co................ ..............  ic ! r ,
Am. Vinegar  Co. .
J e w i t t  Sh erm an  Co................ 9 ', m l
I). M. F er ry  & Co................ 20 :»r>
Jno. F i tch  A- Co..................... ............  4.:r,
Sem ons  Bros. A- Co.............. ............... 24.:>o
i ’lankinton Pack. Co............ lg »¡7

J. Cornwell a  Suns ............ ............... 10.30
S h erm a n  Bro. A- Co............ 71 S3
.1. A. H a rp s  Mfg. Co.............. *1 00
M. Guiffre & Co...................... 22.00
T. T. Ba tes . E s t ...................... ..............  00.00
!.. Gould $  Co......................... ............... 4-2.09
Sp rag u e  W a r n e r  Co............... 45 95
Geo. H. S eym our  ................ ..............  8-2»
Rick  Rybold  ..........................
Louis H u n g e r  ........................ . ; . ! ! ! ! !  iloo
W. F. M cLaughlin  Co.......... 20.70
C itizens Tele. Co..................... *> 00
N at io n a l  Bis. Co.....................
S t r a u b  Bro. A- A mint ........
M usse lm an  G roc. Co........... 104
Ju d so n  Groc. Co..................... ............  202.58
E. Wilhelm ............................ ............  200.00
Saginaw  Beef  Co.................... ............  166.52
A. B. C urti s  ........................... ..............  80.98
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CLOVERLAND.

Z ephyrs F rom  the U pper Peninsula 
of M ichigan.

M arquette, May 5— If anybody who 
took a tra in  out of M arquette last 
T hursday  m orning, May 1, ever en
terta ined  the least doubts about th is 
part of M ichigan being- a fisherm an’s 
paradise, these doubts would have 
been dispelled. T he m orning and 
the preceding days had been beautiful 
and the fishing conditions were ideal 
and we counted betw een M arquette 
and N egaunee, a distance of only 
twelve miles, no t less than  seventy- 
five anglers, besides a large num ber 
on our own train.

H enry  O ckstad, the faithful dray
man. who has attended to  the w ants 
of M arquette traveling  m en and the 
transien t trade  of H otel M arquette 
for m any years, has put on an au to
mobile bus service from  the depots 
to  any p art of the city. T h is is a 
service tha t the traveling  men will 
appreciate, especially those who make 
headquarters in th is city and, in o r
der th a t he m ay be encouraged to 
continue it, we should all “come a 
runn in’ ” w ith our patronage.

W e have been saying a g reat deal 
lately  about Cloverland as an ag ri
cultural proposition, but we are re
minded th a t we m ust no t lose sight 
of the fact th a t in our onw ard m arch 
of progress the industrial opportun i
ties of C loverland m ust not be over
looked. W e have opportun ity  to 
place and inducem ents and encour
agem ent to  offer to m anufacturing 
plants which wish to come to  us at 
Escanaba, Sault Ste. M arie and M ar
quette for alm ost any kind of an in
dustry, no m atter how large, not to 
say anything about innum erable fac
tory  sites in the sm aller tow ns which 
are adapted to the m anufacture of 
lum ber and m anufactured articles of 
maple, etc., such as chair rockers, 
furniture, broom  handles, bu tte r dish
es, etc.

On Saturday evening, April 26. U. 
P. Council, No. 186 had its first reg
ular m eeting with the new officers. 
T he m eeting was well a ttended and 
T. H . Millin, of the B rauns & V an 
Co., with headquarters a t Iron  M oun
tain, w as m ost gloriously and hilar
iously initiated into the m ysteries of 
our order. Believe me, we had him 
going! N obody indulged in am- 
speaking in particular, but there was 
an undercurren t which many of the 
boys have expressed since of en
thusiasm  and sincerity  and optim ism  
for the future. Believe me, U. P. 
Council is some Council.

F red Edlund. who, in December 
was m arried to  Miss A m anda Swen
son, received yesterday by parcel 
post a large consignm ent of tiny lit
tle baby stockings. H e is out with 
a butcher cleaver after the joker who 
put it over on him. H e suspects a 
lady clerk at Ishpem ing.

In  o rder to convey a full m easure 
of appreciation of w hat is going on in 
C loverland at the p resen t time in the 
way of agricultural developm ent and 
to  convince th a t the w ork of se ttle
ment. is actually  going on extensively 
in dead earnest, I am pleased to sub
m it a le tte r w ritten  by A. W . Blom,

Secretary  of the M enom inee A b
strac t & Land Co., to A lton T. R ob
erts, P resident of the U pper Penin
sula Developm ent Bureau, M arquette, 
which speaks for itself:

D ear Mr. Roberts: The future of the  
Upper Peninsula, or Cloverland, looks 
brighter to me than ever before, and the 
people throughout the middle w estern  
s ta tes  are w aking up to the fact that 
there is som ething in Cloverland besides 
snow and ice, and th at Cloverland offers 
more assured success to agricultural s e t
tlers than m any locations if they  w ill 
take up dairying, fruit grow ing, sugar  
beet grow ing, potato grow ing or truck 
grow ing. The profits of any one or all 
of th ese specia lties are largely  augm ented  
by a reliable m arket, good producing soil 
and splendid clim atic conditions.

E very trip th at I m ake through Illinois, 
Indiana, Ohio, or any of the middle w est
ern sta tes , I am  more thoroughly con
vinced of the great possib ilities that 
these lines of farm ing offer if th ey  are 
followed by the farm ers of Cloverland.

W e are getting  more enquiries for idle 
agricultural lands and improved farm s 
than ever before.

During the past three m onths, January. 
February and March, w hich are m onths 
in w hich w e are not looking much for 
buyers, w e had a  number of farm ers who  
bought lands. In fact w e do not desire 
to bring buyers to look over our lands 
when  they are covered w ith snow , but 
th is  year th e people insisted  upon com ing  
early, for m any believed th at the lands of 
Cloverland w ill raise in price after they  
are more thoroughly advertised and peo
ple realize their value.

Two men from Illinois, induced by our 
local agen ts in th at territory, cam e here 
during the m onth of March, and arrived  
on the day th at w e had the w orse bliz
zard of the w inter, and w ithout being  
able to see the lands th ey  purchased a 
thousand acres.

This one fact speaks of the value of 
the work the Bureau is doing by m aking  
a  splendid educational cam paign, and  
bringing to the notice of the u p-to-date  
farm ers of the middle w estern s ta tes  
know ledge and a  realization of the value 
of th e lands in Cloverland|

The Bureau w ill not m eet w ith  success  
w ithout it is given liberal moral and 
financial support, and active work m ust be 
done on the part of th e people who are 
engaged in the upbuilding of Cloverland.

A fter th e  Bureau h as blazed the path 
into the minds of the up-to-d ate farm ers 
of the middle w estern  states, it is up to 
t be individual land men or com panies 
ow ning lands to g et busy and get into the 
gam e as they ought to.

Our people should stand for their home 
and speak encouragingly of Cloverland.

There are certain th in gs that have got 
to  be done by the m en who own the 
land and desire to sell th e same.

First, a sa les organization m ust be e s 
tablished by each com pany that has lands 
for sale.

l.oeal agen ts in the respective sta tes  
of the middle w est m ust be appointed, 
and a com m ission paid to them  for pro
ducing or g iv ing inform ation of prospec
tive buyers.

Each county should issue a hook d e
scribing the econom ical, educational, 
m anufacturing and agricultural ad vant
ages th at ex ist in their county, which  
w ill go a long w ays to educate m any who 
are looking for hom es and farm s.

It is also essen tia l for each land com 
pany or land ow ner to produce printed  
m atter describing their own prem ises, or 
lands that they have for sale.

That crystallizes a m an’s mind on a lo 
cation. and then it is  easy  for a sa les  
organization or salesm an to secure the 
settler who has becom e interested  in the 
fa cts  presented by the Bureau’s adver
tisin g  and also by the land company.

The work of the Bureau can be done 
more econom ically and better by the B u 
reau than by any county or individual 
firm for all of Cloverland.

W e are extending our agencies in every  
county in Ilinois, Indiana and Iowa, and 
w ill have a  large number of agencies in 
W isconsin, as we find th at th is  is the 
only w ay to get business, th at is, to  have 
a  live representative n ext to the man who  
is  seek ing inform ation to b etter his con
dition. for it is  up to  us personally to in 
terest him in the prem ises in w hich we 
are interested.

It costs a great deal to g et th is  work 
started, but there is no question about 
it paying, for w e already are gettin g  re
sults.

W e have received through the Bureau 
notices of 50o letters of enquiry in the 
last four months, w hich w e h ave fo l
lowed up, and m any have signified their  
intention to com e and in vestigate  Clover
land.

I am firmly o f the belief th a t I can go 
before the n ext annual m eeting of the  
Bureau next February and say  th at I 
have sold more lands th is  year than in 

■ past ten.
There is no excuse for s ittin g  back  

and expecting the business to com e to us 
w ithout our personal work is applied.

It m ay seem  queer to you and others  
that I should express a  desire to see  
everybody engaged in sellin g  lands in 
Cloverland establish  agencies and adver
tise  in th e middle w estern  sta tes, but I 
am firmly of th e  belief th at if one hun
dred of our land ow ners would take up 
th is work a s w e have tried to do, it 
would help us all, for there is  more

strength  in a hundred com panies oper
a tin g  on concrete lines than there is l’or 
a few , and I know it  w ill bring profit 
to all of us.

W e m ust individually take up the work 
a fter the com pletion of the educational 
advertising, w hich the Bureau can do 
more successfully  and cheaply than any 
com pany or individual can do.

Cloverland is gettin g  advertised, and it 
is now up to us all to follow out an in 
telligent plan and get results for our 
work.

I hope th at there w ill be a  more d e
termined effort on the part of all engaged  
in all the different vocations to take a  
firm and decided stand for our country 
and to tell all th e value of Cloverland 
as a home for commercial, m anufactur
ing and agricultural people.

I t  should be noted tha t Mr. Blom ’s 
scope is largely confined to M enomi
nee county and therefore does not 
give any consideration to the ex ten
sive transfers which are constantly  
being made in at least eleven of the 
rem aining fourteen counties. For 
instance, there is hardly a day that 
Mr. Green, of the G reenw ood Lum 
ber Co., of O ntonagon, does not sell 
a farm in the vicinity of Green. Mr 
Flannigan, of the Sagola Lum ber Co., 
at Sagola, is also doing considerable. 
T he T ula Lum ber Co. and many 
other lum ber com panies—in fact, 
nearly  all of the larger lum ber com
panies—are carrying on this work and 
the Duluth, South Shore & A tlantic 
Railway, through its colonization de
partm ent, is becom ing one of our 
g rea test factors in this w ork of bring
ing about actual settlem ent.

I t  is a g rea t pleasure to introduce 
to our readers to-day little  Miss Ruth 
Carlisle, only daughter of one of our 
m ost enthusiastic, faithful and con

sistent m em bers, P ast Counselor 
Claude C. Carlisle, an erstw hile 
G rand Rapids boy. L ittle Ruth, now 
ju st 4 years old, is a clear case of 
“follow ing in her fa th er’s footsteps,” 
as it m akes no difference w hether 
she is booked for an afternoon ride 
on the electric car to  a picnic party  
on P resque Isle or for a visit to  her 
m am a’s hom e at Portland , little  Ruth 
insists on packing her grip  ju st as 
papa does when he goes on the road. 
H er papa, being a shoe salesm an, rep
resen ting  Selz, Schwab & Co., Chi
cago, carries, of course, several sam 
ple trunks, consequently  little  Ruth 
is spending her child life in an a t
m osphere of trunks and grips. The 
follow ing incident will serve to  il

lustrate  the innocent im pressions a 
brigh t child will receive by observa
tion of her home environm ent. Mrs. 
Carlisle recently received a le tter, in
form ing her of her fa th er’s illness at 
Portland, sta ting  th a t the illness was 
the after effects of the grip. L ittle 
R uth suggested to her m am a th a t it 
w’ould be be tte r if grandpa would 
carry a trunk, instead of a heavy grip, 
because he could get the trunk  check
ed. L ittle R uth is ju st as bright as 
she looks.

W e just received a postal card from 
Jay  R. Pearce, H ancock, w ith the 
simple bu t significant w ord “L ia r” on 
it. W e have yet to hear from  Con. 
Sullivan and John Keyes.

L ast week we m ade one of our 
periodical visits to Sagola. T here 
are always in the life of the traveling 
man a few green spots—a few places 
on his territory ' which it is a delight 
to visit. One of these places for U ra 
is Sagola, one of the m ost thrifty  
and prosperous little  tow'ns in this 
part of the State. T h is town was 
founded some tw enty-live years ago 
by the same com pany which conducts 
its chief industry  to-day and which 
intends to  operate it for m any years 
to  come. P atrick  Flannigan is such 
a unique character and successful 
business m an th a t for some m onths
we have been contem plating  w riting
him up in a special way for the 
T radesm an under U pper Peninsula 
Men of Mark, a pleasure w'hich, in 
the near future, we will indulge in. 
The lum ber industry  is Sagola’s only 
industry and support. T he sawmill
is m odern and up-to-date in every 
particular the old mill having been 
destroyed by fire tw o years ago and 
replaced with m odern m achinery. 
T here is also a m odern and large 
planing mill with a lath , shingle,
m oulding and maple floor mill in con
nection, w here everyth ing pertain ing  
to the m anufacture of lum ber is made. 
The season’s cut for the mill is about 
fifteen million feet and the company’ 
is ju st now finishing up the w in ter’s 
cut of logs, which this year is about 
an average output. T he mills here 
run both w inter and sum m er, thus 
furnishing uniform ly steady em ploy
m ent the year round- A refreshingly 
noticeable feature of this com m unity 
is the conten tm ent and the loyalty of 
its em ployes to their em ployers. T he 
m arket for the finished product is 
Chicago and in the S tate  of Illinois 
and the Southw estern  states, the com 
pany m aintain ing  a selling agency 
through the ir branch office at Chica
go. Patrick  F lannigan is P residen t 
o f the com pany and its V ice-P resi
dent and G eneral M anager is his only 
son, John F lannigan, T he chief ac
countant is L. A. L antz, assisted by 
Stephen McCabe. T he stenographer 
and m anager of the 'telephone ex
change, em bracing some seventy-five 
miles of exchanges, is Miss C rystal 
D unbar. T he general store  naturally  
a ttrac ts  our a tten tion  the m ost, as 
we are really  m ost in terested  in the 
m erchandise end of it. T he stock is 
inventoried a t $20,000 and the volume 
of sales is from  $75,000 to $90,000 per 
annum . D ifferent than  m ost lum ber 
com pany stores, its own people are 
its m ost loyal patrons and it does
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an outside business reaching along 
the C., M. & St. P. from  Iro n  Moun
tain on the south to Republic on 
the north . T he sto re  is ably m an
aged by T heodore Dewish, assisted 
by P atrick  McCole. T he com pany 
owns 6,000 acres of land and Mr. 
Geismar, Superin tendent of the U p
per Peninsula extension w ork for the 
S tate D epartm ent of A griculture, in
form s me th a t this land is equal in 
quality for farm ing purposes to any 
land in any part of M ichigan which 
is open for settlers. T he com pany 
gives, of course, preference to  its 
own employes, much along the same 
line as T h o rn ton  A. Green does with 
his em ployes of the G reenw ood L um 
ber Co., a t O ntonagon, and a goodly 
portion  of it is already taken up in 
this way. T housands of acres yet 
rem ain open to  bonafide settlers. It 
also ow ns a  farm  of 300 acres of its 
own which it uses chiefly to raise 
food stuffs for its own team s.

U ra Donald Laird.

Special Features in the Grocery and 
Produce Trade.

Special Correspondence.
• New York, M ay 5—Spot coffee is 
steady and there are some tran sac
tions occurring  all the time, albeit 
the individual takings are p re tty  
small. T here is a be tte r outlook, s ta 
tistically, and there is a little m ore 
cheerful feeling am ong the trade gen
erally. A t the close Rio No. 7 is 
quoted in an invoice way at UJfjc and 
Santos 4s at 1 3 ^ c@ 1 3 ^c . In  store 
and afloat there are 2,064.959 bags, 
against 2,180,502 bags a t the same

time last year. M ilds rem ain about 
as last noted, w ith good Cucuta at 
13Mc.

Refiners rep o rt a ra th e r  light de
m and for refined sugar. O ne refinery 
quotes 4.20c—7 days’ delay—while 
m ost o thers nam e 4.30c. T he warm  
w eather ought to boom  this m arket 
and a few days m ay change the ou t
look m aterially. T here  is p lenty  of 
sugar, however, to  m eet alm ost any 
em ergency.

T here  is a m ore hopeful feeling in the 
tea trade, and w ith a stock th ro u g h 
out the country  which m ust be ru n 
ning p re tty  light, dealers appear to 
be confident of a tu rn  for the better. 
L ow -grade Japans drag  as new crop 
is alm ost “ in sight.”

H ard ly  any th ing  doing in the rice 
trade. D ealers th roughou t the coun
try  seem to  be well stocked and in
com ing orders are  for sm all quanti
ties, notw ithstand ing  this m arket is 
below prim ary  points. P rim e to 
choice dom estic, 5l4@5J^c.

Spices are in m oderate m ovem ent. 
G rinders seem to  be well stocked and 
from  now on only a sum m er trade 
can be looked for. Q uotations are 
steady and unchanged.

M olasses is steady and quiet, as a 
rule, a lthough there is a fair enquiry 
for g rocery  grades, particu larly  in the 
foreign sorts. Good to prim e cen
trifugal, 35@40c. Syrups are quiet 
and unchanged.

Buyers of canned goods—and they 
are m ighty few, apparently—seem u t
terly  indifferent as to w hether they 
obtain supplies o r not. No m atter 
what concession is made, they want

“som ething off.” Some sales of 
M arylanl standard  3s tom atoes have 
been m ade a t 77J^c, and it w as in ti
m ated th a t 75c would not be refused. 
On the o ther hand, packers say th a t 
goods at these figures will certainly 
not stand the tes t and th a t 80c is the 
bottom . N oth ing  is recorded of sales 
of fu tu res in tom atoes, nor o ther 
products. T rad in g  upon the w hole is 
sim ply of sm allest possible quantity  
and no change is to be noted.

B utter has taken a very decided 
tum ble since last rep o rt and the ou t
look seem s good for a fu rther decline. 
A t the close cream ery specials are 
quoted a t 2 9 ^ c ;  firsts, 28j4c; im ita
tion, 27@27!^c; factory, curren t make, 
26@26j4c.

T op grades of cheese are w orking 
out a t about 13@13j4c fo r new stock. 
Old, steady and about unchanged—15

Eggs are firm for near-by stock, 
bu t the very ho t w eather has had a 
bad effect on arrivals from  fu rther 
away and quotations sag. Best W est
ern 19^21 l/zz  and from  this down to 
16@17c.

Unpleasant Experience W ith Misha
waka.

M eats, May 6— T was glad to see 
the article you printed regard ing  the 
M ishawaka W oolen M anufacturing 
Co., as I once had a little  ex- 1, erience with that house. I have 
been handling H ood rubbers alm ost 
exclusively, but was talked into one 
shipm ent of M ishawaka goods on ac
count of their advertising  the ir Ball 
brand goods so heavily. I had a

rum pus w ith the agen t because I 
would no t sign an agreem ent to sell 
a t the retail prices they m ade—$4.50 
per pair for boots. T hey  cost me 
exactly the same as the H ood Royal 
Oak which I was selling at $4 and I 
sold the Ball brand at the sam e price.

The guarantee was identically the 
same on both brands, but in the 
spring, w hen I re tu rned  unsatisfac
tory  and replaced boots, I found a 
difference in the m ethod ol settling, 
i had, if I am not m istaken, five or 
six cases from  the G rand Rapids Shoe 
& Rubber Co. and retu rned  five pairs, 
while I had only one dozen pair of 
Ball brand, but had to  replace five 
pairs. In stead  of prom ptly g etting  
a credit sheet for five pair th a t I had 
shipped back, I received no answ er 
w hatever until, after w riting  rep ea t
edly, they answ ered that as I had sol i 
under the price they had set, they 
would not reim burse me for my loss. 
T h a t is three years ago. I still am 
w aiting  for the price of five pair of 
boots. I am out about $17, but it 
was w orth  that much to me, as 1 had 
no business to change to an unknown 
bland  when I was perfectly  satisfied 
with H oods. T hey  had too much 
m oney or I would have gone after 
them. C. A. Brubaker.

A Lucky Find.
“Look here, w aiter. I ’ve ju st found 

this trouser bu tton  in my soup!”
T he w aiter hurried forw ard, beam 

ing. “Oh, thank you sir!’’ he said. 
"I couldn’t imagine w hat had become 
of it.”

W e guarantee that Dandelion Brand Butter Color is  PURELY VEGETABLE and that it m eets the FULL REQUIRE 
MENTS OF ALL FOOD LAW S.--STATE AND NATIONAL.

W ELLS & R ICHARDSON CO., •  BURLING TO N, VER M O N
Manufacturers of Dandelion Brand Butter Color
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SEWŜ the BUSINESS world

M ovements of Merchants.
H arvarl—V erne H ornbeck succeeds 

H ow ard M orley in general trade.
H arbor Springs—Guy W . M elson 

has engaged in the produce business.
G aylord— O m er W u rtz  has opened 

a confectionery and cigar sto re  here.
C harlo tte— Reynolds Bros, succeed

R. C. Jones in the dry  goods busi
ness.

Greenville—W . Zuller is building a 
tw o-story  addition to  his grocery 
store.

Charlevoix—Lem ieur Bros, have 
engaged in the m en’s furnishing busi
ness here.

C harlo tte— H enry  Shepherd suc
ceeds O rrin  P ackard  in the bu tte r and 
egg business.

Lansing— E arl E to n e r has closed 
out his stock of groceries and retired  
from  business.

Beulah—T he C entral County Bank 
has been re-organized as the S tate 
Bank of Beulah.

Dim ondale—T he W onder Special 
ty Co., of E aton Rapids, has opened 
a drug store here.

Belding—W ard  & Schlegel are clos
ing out their stock of m eats and will 
re tire  from  business.

P lym outh—W . E. Sm yth, recently  
of Cheboygan, has engaged in the 
jew elry business here.

M ancelona—-The C. Burrell Co. has 
engaged in the grocery business in 
the Charles Shaw building.

Lake City—A. B. M cIn tyre has 
opened a bakery in the Langley build
ing on N orth  Main street.

Benton H arbor— A. McCowen has 
opened a grocery  and general store 
on South P ipestone street.

L ansing—M. D. Levinson will en
gage in the clothing business at 607 
E ast Michigan avenue May 15.

S turgis— Fred H ubbard, recently 
engaged in trade at C harlotte, will 
open a bazaar store here May 15.

H opkins—F rank  J. K em ano has 
sold his grocery stock to Russell 
Baker, who has taken possession.

Clarion—D. H. Gever has purchas
ed the store building and stock of 
general m erchandise of A. J. Crago.

Alma—J. L. M iller and son Ralph 
have engaged in the shoe business 
here under the style of J. L. M iller 
& Son.

S tanton—F rank  M. S trouse & Son, 
dealers in hardw are and agricultural 
im plem ents, have added a line of ve
hicles to their stock.

Eagle—D arius T. Eddy has sold his 
in terest in the  E ddy Bros, stock of 
general m erchandise, produce and 
coal, to H orace Peake, recently  of 
Saranac, and the business will be 
continued under the style of E ddy & 
Peake.

New L o th rop—E. O. Sm ith has 
sold his stock of confectionery and 
cigars to  C hester W alters, who will 
continue the business.

Edm ore — M auchm ar Bros., who 
conducted a shoe store at Dimondale, 
have rem oved their stock here and 
will continue the business.

Ovid—W illiam  W infield and John 
M eCreery have form ed a copartner
ship and will engage in the m eat 
business here about May 15.

Reed City—H en ry  R. N iergarth , 
who conducts a general store here, 
has opened a flour, feed and produce 
w arehouse on Slosson avenue.

Bellaire — Charles W eiffenbach, 
dealer in shoes, crockery and grocer
ies, died a t his home A pril 28, after 
an illness of m ore than a year.

F reep o rt—Ira  F. Babcock, recently 
of M anton, has purchased the E lm er 
R oush grocery  stock and sto re  build
ing and will continue the business.

M aple Rapids—A. M. Payne and 
A rthu r Crook have form ed a copart
nership and purchased the H ew itt & 
H astings m eat m arket and will con
tinue the business.

Greenville—T he Greenville W hole
sale Baking Co. has engaged in busi
ness w ith an authorized capital stock 
of $1,000, all of which has been sub
scribed and paid in in cash.

Clarion— Lynn Clark has bought 
the stock of hay and feed of A. J. 
C rago and is pu tting  in a line of gen
eral m erchandise in the building 
form erly used as feed store.

Casnovia—C. E. M oody, recently  of 
Dowagiac, has purchased the F oster 
& Sherw ood hardw are, grocery  and 
drug stock and will continue the busi
ness at the sam e location.

E ast Jo rdan— F. H. B ennett fo r
m erly traveling  salesm an for the Mus- 
selman G rocer Co., of T raverse  City, 
has purchased the Charles H ow land 
bakery and will continue the business.

C harlo tte—A. J. Doyle, dealer in 
dry goods, made an assignm ent for 
the benefit of his cred ito rs May 2.
C. H. Brown, Cashier of the F irs t 
N ational Bank, was nam ed as trustee.

Com stock—J. H arry  M cCormick 
will open a new d rug  store here May 
15. I t  will be conducted under the 
style of the D rugcraft Shop and will 
be in charge of E arle  E. H enderson.

M ancelona—T hom as M itchell, of 
Stanwood, has sold his in terest in the 
produce firm of W addell Bros. & Co., 
to his partners, who will continue the 
business under the style of W addell 
Bros.

Lapeer—T he Lapeer Savings Bank 
has moved in to  its new quarters in 
the M asonic Tem ple. T he new bank 
is one of the m ost m odern in this 
vicinity and is finished in m arble and

mahogany. The main lobby is light
ed by the indirect system and the 
entire Bank is a great improvement to 
the main street.

Ludington—H. M. Haff has sold 
his interest in the plumping stock of 
the Jagger & Boersma Co. to his 
partner, J. S. Boersma, who will con
tinue the business under his own 
name.

Grand Ledge— Mason Soper and 
Eli T aylor, partners in S. R. Cook & 
Co., dealers in groceries, have pur
chased the stock and will continue 
the business under the style of T ay
lor & Soper.

M ilan—The Milan Produce Co. has 
m erged its business into a stock 
com pany under the same style, with 
an authorized capital stock of $10,- 
000, of which $6,000 has been sub
scribed and* paid in in property.

Iron  M ountain—T he Italian Co- 
O perative Co. has engaged in busi
ness to conduct a general departm ent 
store, with an authorized capital 
stock of $3,000, of which $1,500 has 
been subscribed and paid in in cash.

F lin t—John  R. M acDonald, who has 
conducted a cigar store  here for the 
past twelve years, has sold his stock 
to the H arry  W . W atson Co., which 
will continue the business in connec
tion with its wholesale establishm ent.

Ow osso—A lton and S cott Rundell 
have purchased the in terest of the 
o ther stockholders in the Rundell- 
Stevens Co. w holesale stock of bu tter 
and eggs and will continue the busi
ness under the style of the Rundell 
Co.

Ionia—T he B. L. Com stock build
ing, now being torn  down to give 
place to a m odern store  building, is 
the one in which F. W . Stevenson, 
Ion ia’s oldest m erchant, sta rted  in 
business April 1, 1859 — fifty-four
years ago.

Holland—-John Jellema and son Al
bert, recently of Hull, North Da
kota, are erecting a store building at 
the corner of 24th and State streets, 
which they will occupy with a stock 
of shoes July 1, under the style of 
John Jellema & Son.

D etro it—T he New Y ork T rim m ing 
& L ining H ouse has engaged in busi
ness with an authorized capitalization 
of $30,000 com m on and $30,000 pre
ferred, all of which has been sub
scribed, $5,000 being paid in in cash 
and $55,000 in property.

Cheboygan—J. H arry  Clune and 
John M. M eyer have form ed a co
partnersh ip  and purchased the furni
ture and m usical instrum ent stock of 
the late John  II. Clune and the busi
ness will be continued under the 
style of J. H . Clune & Co.

A thens— C layton Furniss, who has 
been at Lowell fo r the past year, will 
take charge of the Furn iss d rug store 
here as soon as his position at Low 
ell can be filled. E. M. E verts, for
m erly of Nashville, is perm anently  
em ployed at the same store.

D etro it—A t a special m eeting June 
10 the stockholders of the N ational 
Bank of Com m erce will vote on a 
recom m endation being considered by 
the B ank’s d irecto rs to increase the 
capital from  $750,000 to  $1,000,000. 
U nder the plan advised by the direc
torate  there will be an issue of 3,500

shares of new stock which will be 
offered to  the stockholders a t $160. 
T he bid price of the B ank’s stock 
on the D etro it Stock E xchange is 
$225. T he. adoption of the increase 
will give the institu tion  a capital of 
$1,000,000 surplus of $500,000 and un
divided profits of about $200.000.

Ann A rbor—T he Econom y Baler 
Co. has m erged its business into a 
stock com pany under the sam e style, 
with an authorized capital stock of 
$100,000 common and $50,000 prefe r
red, of which $106.420 has been sub
scribed, $1,945.86 being paid in in 
cash and $104,474.14 in property .

Bay City—The goods a t the Tw in 
City A rt store have been sold at auction 
by Sheriff F itzgerald  to  m eet the de
m ands of creditors. T he form er own
er of the store, F red  E. Russell, d is
appeared some tim e ago w ithout giv
ing any notice and it was several 
days before it was discovered th a t 
the store  was w ithout a proprietor.

Butter, Eggs, Poultry, Beans and P o
tatoes at Buffalo.

Buffalo, M ay 7—C ream ery bu tter 
fresh, 26@29c; dairy, 24@27c; poor 
to good, all kinds, 20@24c.

Cheese—Fancy, old 16c; choice, old 
14@15c; poor to  com m on, 6@10c. 
New full cream , 13@14c.

Eggs—Choice, fresh, 19@20c.
Poultry (live)—T urkeys, 14@15c; 

cox, 13c; fowls 17@18c; springs, 17 
(y lsc ; ducks ,20c; geese, 15@16c.

Beans—Red Kidney, $2@2.25, white 
Kidney, new $3.25@3.35; medium, new 
$2.20@2.25; narrow , new, $3.25; pea, 
new, $2.20@2.25.

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

The Grand Rapids Sheraton F ur
niture Co. has engaged in business 
with an authorized capital stock of 
$6,800 com m on and $1,200 preferred , 
of which $5,000 has been subscribed 
and $2,000 paid in in cash. T he nam es 
of the stockholders and the num ber 
of shares held by each are: John  Van- 
der I.ay, 125 shares; H enry  Heidem a, 
125 shares; George L. Loomis, 125 
shares and L am bert E. W ielenga, 125 
shares.

Pen tw ater — T he Saunders-C hase 
Co., m anufacturer of fish nets, etc., 
has increased its capital stock from  
$10,000 to $15,000.

Pen tw ater — T he Saunders-Chase 
Co., m anufacturer of fish nets, etc., 
has increased its capital stock from  
$10,000 to $15,000.

Mat K ozyzanoski has engaged in 
the grocery  business on Park  avenue, 
purchasing his stock of the W orden 
G rocer Co.

H utchins Bros, have engaged in 
the grocery  business a t Ionia. T he 
stock being furnished by the W orden 
G rocer Co.

C. C. B urrell & Co., of M ancelona, 
have opened a g rocery  store, pur
chasing the ir stock of the  W orden  
G rocer Co.

T he W orden G rocer Co. has sold 
a stock of groceries to  Mrs. Jas. 
W hitefleet, at O ttaw a Beach.
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The Produce Market.
Apples— Baldwins, $3; Ben Davis 

and Russets $2.50.
Asparagus—75c per dozen for home 

grown.
Bananas— $3.75 per 100 lbs.
Beets—25c per dozen for new.
Butter—Receipts are increasing, as 

the season advances. The consump
tive demand holds up, and is absorb
ing m ost of the arrivals at prices 
about 4c lower than a week ago. The 
average quality of the butter arriving 
is very good. Probably prices will 
show still further decline as the pro
duction still further increases. Fancy 
creamery is steady at 30c in tubs and 
31c in cartons. Local dealers pay 
27c for No. 1 dairy and 20c for pack
ing stock.

Cabbage—$1.75 per crate for new 
from Texas.

Carrots—60c per box.
Celery— California jumbo, 80c per 

bunch; Florida, $3.50 per crate.
Cocoanuts—$4.75 per sack contain

ing 100.
Cucumbers— Declined to $1.75 per

doz.
Eggs-—The market is firm and 

healthy and will remain so, probably 
about on the present basis, so long as 
the storage season continues. It is 
thought that the number of cases put 
into storage during April, has been 
much less than in past years. The 
warm weather of the past two weeks 
has made a great increase in the sup
ply and it would seem hardly possibly 
that prices will be any higher for 
some time. Shippers should keep 
their stocks well cleaned if they wish 
to get top prices, as eggs held in the 
store for ten days or two weeks can 
not be classed as strictly fresh. L o
cal handlers pay 17c for candled.

Grape Fruit—$3.75 for 36s $4 for 
46s, $5 for 54s and $5.25 for 64s and 
80s.

E gg Plant—$2 per box for Florida.
Green Onions—15c per dozen for 

Texas.
Green Peppers—60c per basket.
H ogs— Local buyers pay 10@ llc.
Honey—20c per lb. for white clov

er, and 18c for dark.
Lemons—$5@5.50 per box for fan

cy Messinas.
Lettuce— New Orleans head, $2 per 

bu.; hot house leaf 10c per lb.
Onions— Home Grown, 25c per bu. 

Texas Bermudas, $1 per crate.
Oranges—$4.50@5 per box for eith

er Florida or Californias.
Parsley—30c per dozen.
Pieplant—50c per bu. for home 

grown.
Pineapples—$2.75 per box for all 

sizes from 18s to 42s.
Potatoes—Local dealers sell at 40

@45c. Country buyers are paying 
25@30c. New stock from Florida, 
$2 per bu.

Radishes—25c per doz.
Seeds— Clover $14 for either med

ium or mammoth; Alsike, $13.50@14; 
Timothy, $2@2.25.

Spinach—$1 per bu.
Strawberries—Louisiana fetch $2 

for 24 pints.
Tom atoes—$4.50 per crate of six 

baskets—Florida.
Poultry— Local dealers pay 14@15c 

for fowls; 7c for old roosters; 9c for 
geese; 11c for ducks; 16c for tur
keys. These prices are live-weight. 
Dressed are 2c higher.

Veal— Buyers pay 6@10c, according 
to quality.

The Grocery Market.
Sugar—The total stocks at the 

United States Atlantic ports at pres
ent amount to 286,371 tons, but, as 
36,870 tons of these belong to im
porters, against none a year ago, the 
holdings of refiners are now 249,501 
tons, as compared with 210,458 tons 
at the same date last year. It is gen
erally conceded that the quantity of 
sugar thus far purchased by refiners 
for May shipment is smaller than has 
been the case to this date for many 
years past. They might consequently 
find it difficult to meet any large de
mand for their refined product, should 
such suddenly arise, unless in the 
meantime additional supplies are se
cured to augment the moderate stocks 
held by them in bonded warehouses 
here available for immediate use. 
W ith the Federal and Franklin re
fineries closed on strike a n i an ac
cumulation of refined gradually being 
reduced at a season of increasing con
sumption, it looks as though higher 
prices are in prospect in the very 
near future. New York refiners are 
nominally asking 4.30 f. o. b. New  
York, but orders are accepted under 
certain conditions on a 4.20 basis.

Tea—The market is firm and fair
ly active. Country stocks are low  
and stocks in importers’ and jobbers’ 
hands are only fair. Some grades of 
Japans are being offered at low prices, 
particularly low grades. Formosa 
prices are being held firmly. Ceylon 
and Indias are strong for the better 
grades. The first reports of opening 
markets in Japan for new crop teas 
are easy in tone and may possibly be 
a trifle lower than last year.

Coffee—There are some who think 
there is a good-sized sleeping short 
interest which might be forced to 
cover. From the bear standpoint the 
large stocks of nearly 2,000,000 bags 
in the United States are commented 
upon, this being all free coffee, unlike

la s t year when about half the New 
York quota in w arehouse w ere tied 
up by the B ankers’ Com m ittee. T he 
indifference of the roaster is advanc
ed as a real influence against higher 
quotations, the d istribu to rs in m any 
cases having still valorization coffee, 
which stands them  a good loss and 
consequently  m oderates their en thus
iasm. T he prim ary  m ovem ent keeps 
up beyond expectations and a large 
crop is ahead, according to general 
opinion, although recent repo rts lay 
stress upon the fact tha t the cherries 
are afflicted w ith a kind of gangrene 
which will reduce the yield. Last, 
bu t not least, the dow nw ard tendency 
to o ther com m odities is em phasized 
as indicating the read justm ent of the 
high cost of living, and coffee, it is 
suggested, is still 4c above the norm al 
basis of several years ago. Money 
conditions are no t favorable fo r car
rying large stocks, even w ere the dis
tribu to rs so disposed, the banks being 
much m ore sparing  of the ir credit.

Canned F ru its—Apples are an ex
cellent buy a t p resen t prices, which 
have been holding a t about $2.50 per 
dozen fo r New Y ork stock. I t  is ex
pected tha t the m ovem ent of gallon 
apples will be heavy from  now on. 
California canned goods on spot are 
unchanged. T he dem and is m oder
ate, and it looks as if stocks m ight be 
p re tty  well cleaned up by the time 
the new season arrives. O nly one 
packer has named prices on new 
pack goods; his figures are 5@10c be
low last year. Small E aste rn  staple 
canned goods are dull and unchanged. 
T here will probably be a serious fail
ure of the Keiffer pear crop, and 
some packers have w ithdraw n both 
spot and fu ture prices.

Canned V egetables—T om atoes are 
unchanged. T here  has been a steady 
m arket on canned corn during  the 
past two weeks and as the off grades 
are well cleaned up it is expected that 
conditions will be bette r from  this 
tim e on. P rices are still as low 
or low er than  the cost of production, 
but with p resen t stocks it is hardly 
possible th a t prices will go higher, 
unless the p resen t season should tu rn  
out to be a poor corn year. Peas are 
unchanged.

C anned F ish—D om estic sardines 
show no change. New goods are 
being offered to  some extent, bu t find 
few takers. Im ported  sardines are 
scarce, so far as F rench are con
cerned, and are high and unchanged 
in price. Salm on of all grades are 
unchanged and dull.

D ried F ru its—T he advance in rais- 
sins which w ent in to  effect som e time 
ago has been well m aintained and 
it looks now as though the com bina
tion on the Coast has the m arket well 
in control. T he g rea test advance 
during  the past m onth in any variety  
of dried fru it has been in apricots 
and from  all indications opening 
prices will be h igher th is year than  
last. E vaporated  apples are still 
moving slowly, regardless of the fact 
th a t prices are the low est in years. 
The largest dem and for apples is dur
ing May, June  and July , which is at 
the tim e w hen the m arkets are usu
ally w ell cleaned up on green apples.

Peaches are no t yet a ttrac ting  a tten 
tion to any g rea t extent, but the job
bing dem and is increasing, and a 
firm er feeling prevails. C urran ts are 
i'.rm under lim ited spot supplies and 
firm er advices from  Greece. T he new 
crop is reported, to be m aking satis
factory  progress, and under favor
able w eather conditions from  now 
forw ard the ou tput is expected to 
equal th a t of last season. T he export 
dem and for California prunes for di
rect shipm ent from  the Coast during  
the past ten  days or tw o weeks has 
been heavy. M ost of it was for 60s 
to 90s of which betw een seventy-five 
and 100 cars have been taken for ship
m ent to E urope w ithin the period 
named. T he E astern  dem and, as well 
as th a t from  other sections of the 
country, has been quite active, but 
m ainly for quantities for im m ediate 
or early  use. T here  seems to be a 
com plete absence o f speculative in
terest no tw ithstand ing  the lim ited of
ferings of desirable stock from  first 
hands and indications of a short crop 
this season as a result of insufficient 
m oisture and recent dam age by frost. 
T he spot m arket on all sizes closed 
strong, w ith an upw ard tendency. 
O iegon  Italian  prunes on the spot 
are firm er in sym pathy with the situ
ation in California, but the m ovem ent 
in this variety  is still ra th er slow.

Syrup and M olasses— Glucose is 
w ithout change. Com pound syrup is 
dull at unchanged prices. Sugar 
syrup unchanged and quiet. M olasses 
is dull a t ru ling  quotations.

Cheese—Stocks are being reduced 
very rapidly and will probably clean 
up before new cheese arrives. New 
cheese is still about 3c below the 
price of old, and is cleaning up on a r
rival. T he supply will probably show 
a considerable increase soon, but the 
increased dem and should keep values 
about w here they are.

Rice—A dvices from  the South, 
a long the A tlan tic  Coast, show no 
new features. T he dem and is slow, 
and w ithout im provem ent. A t New 
O rleans general dullness prevails, 
and yet there  is some buying on part 
of operato rs, to keep their supply in 
shape to cover any requirem ent by 
the trade. T here is certain ly  a gen
eral feeling th a t a general im prove
m ent is im m inent, and th is puts new 
heart into holders th a t the old crop 
will pass ou t successfully after all, 
and the m arket is therefore s tren g th 
ened.

Salt F ish—M ackerel is extrem ely 
dull and will probably rem ain so un
till the tariff ag itation  is settled. 
Prices are  decidedly in buyers’ favor 
and the dem and is very  light. Cod, 
hake and haddock are unchanged in 
price.

Provisions — Sm oked m eats, are 
steady and unchanged. Pure lard is 
steady w ith a good dem and. Com 
pound lard  is w anted in larger quan
tities; m arket firm. B arreled pork 
scarce a t unchanged prices; fair con
sum ptive dem and. D ried beef is yic 
higher and canned m eats are firm and 
unchanged.

T he W orden  G rocer Co. sold a 
stock of groceries to  Iver A nderson 
& Son, at M uskegon.
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Some Changes in the  P resen t B ank
ing Laws.

Several changes w ere m ade in the 
S tate banking law by the L egislature 
last w inter. The changes are not 
radical, but seem designed to p rom ote 
b etter banking m ethods, to  give the 
banking departm ent a  w ider au th o r
ity over the banks and to insure g rea t
er safety for depositors and stock
holders. One of the am endm ents p ro 
vides that the d irecto rs of S tate  banks 
shall hold m onthly  m eetings w ith at 
least a quorum  of m em bers elect, and 
unless good reasons are shown the 
bank th a t does not hold such m eet
ings will be subject to  a fine of $50 
fo r each offense. H ere to fo re  m any 
of the banks have left the details of 
the m anagem ent to the discount or 
some o th er com m ittee, usually of 
th ree m em bers, and the sessions of 
the entire board w ere semi occasional. 
A ll officers and clerks of a bank who 
nave any th ing  to do w ith the handling 
of the funds m ust hereafter give 
jond, and, if a surety  bond is p ro
vided, the bank shall pay the fee. The 
persistent overdraft by officer, clerk 
Dr d irector of a bank is forbidden. 
W hen new banks are organized the 
expense of exam ination before the 
bank is authorized to do business shall 
be paid by the bank such expense to 
be not g rea ter than  $10 a day and trav 
eling and hotel expenses for the ex
am iner. A tw o-th irds vote of the 
capital stock of a bank will be re
quired to put a bank into liquidation 
and there m ust be an exam ination by 
the D epartm ent before the liquidation 
becom es effective and during  all the 
processes of liquidation the D epart
m ent shall have au thority  to  exam 
ine and direct m onthly rep o rts  show 
ing progress being required.

W hen banks are  m erged the D e
partm en t has the same au thority  over 
both the old institu tions as in cases 
of liquidation. In  receiverships the 
D epartm ent has the righ t to  exam ine 
into affairs especially before dividends 
are paid. T he D epartm ent is required 
to  designate each year certain  cities 
in the S tate as reserve cities for S tate 
banks w ith  the usual requirem ent as 
to  reserve and banks carry ing  depos
its m ust furnish the depositing banks 
daily sta tem ents of accounts. Banks 
in reserve cities which violate any of 
the banking laws m ay be forbidden to 
act as a reserve bank. W hen State 
banks increase their capitalization the 
price and conditions upon which the 
new stock shall be sold m ay be de
term ined by a tw o-th irds vote of the 
capital. S ta te  banks under the new 
laws m ay pledge bonds in the com
m ercial departm ent as security  for 
postal deposits and S tate funds. T he

m axim um  salary of bank exam iners 
is increased to $2,200, the salary s ta r t
ing a t $1,700, w ith an increase of $200 
a year until the m axim um  is reached. 
Banks of $25,000 capital have been 
lim ited to  tow ns of 5,000 population 
o r less, but the new laws raises the 
lim it to 6,000. T here are various 
o ther changes, but they are of m inor 
im portance.

T he Old N ational Bank last week, 
w ith the paym ent of the M ay in terest, 
reached the 100 per cent, class, with 
surplus and undivided profits equal 
to the capital. A t the last sta tem ent, 
A pril 4, it was w ithin $18,000 of this 
m ark. I t  is to be expected the bank 
will sag back w hen the in te rest on 
deposits is paid, the 4 p e r  cent, dis
bursem ent is made and the sum m er 
taxes taken care of, but the  prospects 
are very favorable th a t the 100 per 
cent, point will be perm anently  es
tablished before the close of the p res
ent year. The K ent S tate  and F ourth  
N ational are also m aking fine p ro 
gress tow ard the honor roll, but it 
m ay be ano ther year ye t before they 
reach it to  stay.

T he Indiana L eg islatu re  passed a 
blue sky law, a poorly constructed , 
badly digested and crude affair, and 
G overnor R alston vetoed it as inade- 
quite and certain  to be inefficient for 
the p ro tection  of innocent investors, 
and he appointed a special com m is
sion to give th is m atter of legislation 
careful study, w ith instructions to  re 
p o rt w ith recom m endations at the 
next session. G overnor R alston  was 
pledged by party  platform  and his 
own prom ises to  put a blue sky law 
upon the sta tu te  books, but had the 
courage and wisdom  to w ait until a 
good law could be fram ed, instead of 
le tting  a fool proposition go through. 
I t  is to  be reg re tted  th a t G overnor 
Ferris, of Michigan, did no t take the 
same course as G overnor R alston. 
K now ing th a t the blue sky bill pass
ed by the L eg islature w as full of 
holes; th a t it would be an em barrass
m ent to legitim ate business in te r
ests; th a t tricksters and sharks would 
find no difficulty in evading its p ro
visions and th a t the p ro tection  it p re
tends to afford the innocent is m ere
ly im aginary—with all these objec
tions to  the m easure pointed ou t to 
him by men who had no selfish pur
poses of th e ir own to  serve G overnor 
F erris signed the bill and it is now 
the law of the State. G overnor F e r
ris m ade a serious m istake in giving 
his sanction to  th is m easure. The 
S tate  could have go tten  along for a 
year, o r  even tw o years longer, w ith
out a law of th is nature, and it would 
have been infinitely b e tte r to  have
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w aited than  to  have put a law  on the 
books th a t is certain  to prove unsatis
factory. L egitim ate business in ter
ests, against which the innocent in
vestor needs no protection , will en
deavor to honestly  observe the law, 
no m atte r how troublesom e it may 
prove to be, but the sharks and shy
sters will no t let the law w orry  them  
in the least, because there are so 
m any ways in which it can be evaded. 
W ith  such experience as m ay be 
gained under the operations of this 
law the nex t L egislature m ay be able 
to  fram e a b e tte r law, but it would 
have been w iser and probably  much 
cheaper to  have given the subject 
careful study in advance, .w ith a view 
to having a law th a t w ould com m and 
some respect and be of som e real 
value from  the sta rt. T he law as 
enacted will give the S tate  B anking 
D epartm ent some additional im por
tance and patronage, and it is possi
ble this consideration  w eighed m ore 
in securing the G overnor’s signature 
to  the bill than  the welfafe. of the 
people of the State.

M oney was never before so in te r
national, nor so universally  in dem and 
on this p lanet for constructive p u r
poses.

A sm all ra ilroad  en terprise  in the 
sou thw est recently  searched the 
w orld for funds for extension. I t  
found the m oney in Belgium. V ery 
lately  Swiss bonds w ere offered in 
New  Y ork for the  first tim e in his
tory. Sw itzerland is ' supposed a l
w ays to be a lender, never an outside 
borrow er.

One of the biggest banks in Ger
many recently borrowed a million in 
New York for one year at 6 per cent., 
and would have taken five millions 
more could it have been had. Is it 
any wonder that for the first three 
months of this year New  York banks 
accommodated their mercantile cus
tomers, but would not buy a dollar of 
outside 6 per cent, commercial paper?

One of the big life insurance com 
panies of New York recently loaned 
a million in Montreal at 7 per cent, 
on real estate security, and could have 
loaned many millions at 6 per cent. 
The money lender of this concern 
says that he could place fifty millions 
in the United States and Canada to
day at 5 per cent, on good real es
tate security, had he the money to 
loan. H e admits he usually gets one- 
half of 1 per cent, more than the 
other insurance companies.

The wonder is not that money con
ditions are so anomalous the world 
over; the wonder is that the financial 
strain of European war, and its 
threatened extension, at a time of 
universal business expansion, should 
de distributed so universally over the 
money markets of the world.

If anyone had said last year that 
three hundred to five hundred million 
in gold could have been hoarded in 
Europe while the Turkish armies 
were being annihilated and pushed 
back upon the Bosphorus by the Bal- 
kin peasants; with all the great pow

ers of Europe sitting  astride loaded 
guns ready a t a  m om ent’s notice to 
take a hand in the fray; th a t the U nit
ed S tates could at the sam e tim e ship 
fo rty  m illion of gold to  assist E urope; 
th a t F rance would refuse to  pay out 
gold, and G erm any bid 8 per cent, 
and 8K* Per cent, for money, and the 
U nited  S tates seat an an ti-protection  
adm inistration  in W ashing ton  sub
stitu ting  a home income tax  fo r a 
levy on foreign im ports, and there 
be so little  d isturbance in the U nited  
S tates as has occurred the last few 
m onths, he w ould have been laughed 
at.

Now we have passed the strain  it 
can be talked about, and bankers and 
m oney lenders can dem and good rates 
for funds w ithout fear of upsetting  
the financial situation.

Quotations on Local Stocks and Bonds- 
Bid. Asked.

Am. Gas & E lec. Co., Com. 
Am. Gas & Elec. Co., Pfd.
Am. L ight & Trac. Co., Com. 370 
Am. L ight & Trac. Co., Pfd. 105 
Am. L ight & Trac. w arrants 365 
Am. Public U tilities, Com. 60 
Am. Public U tilities, P f. 73
Can. P u get Sound Lbr. 114
C ities Service Co., Com. 114
C ities Service Co., Pfd. 85%
C itizens’ Telephone 93
Commercial Savings Bank 215 
Comw’th Pr. Ry. & Lt., Com. 65 
Comw’th Pr. Ry. & Lt. Pfd. 87 
Elec. Bond D eposit, Pfd.
Fourth N ational Bank 212
Furniture C ity Brew ing Co. 59%
Globe K n itting  W orks, Com. 125 
Globe K n itting  W orks, Pfd.
G. R. B rew ing Co.
G. R. N at’l C ity B an..
G. R. S avings Bank  
K ent S tate Bank  
M acey Co., Com.
M acey Company, Pfd.
Lincoln Gas & E lec. Co. zo
M ichigan Sugar Co., Com.
M ichigan State Tele. Co.. Pfd. 100 
N ational Grocer Co., Pfd. 88 
Old N ational Bank 207
Pacific Gas & Elec. Co.. Com. 52

149
180
223
266
200

95

81
45

380
107
375

62
75

2
116
87%
94

66
89
75

60
135
100
155
181
225

97
32
37

101%
90
K4

Send for the report of

Price, Waterhouse & Co.
The world-wide known 
Public Accountants on

The
National Automatic 

Music Company
42-50 M arket A v e . N . W . 

Grand Rapids, Mich.

It will convince you that this is 
the best stock you ever had an op
portunity to invest your money in.

Kent State Bank
Main Office Fountain St.

Facing Monroe
Grand Rapids, Mich.

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

Deposits
7 M illion  D ollars

3 ^  P ercen t.

Paid on Certificates

You can transact your banking busines s 
w ith  us easily by mail. Write us about it 
i  f  interested.

Peoples Savings Bank  
T en n essee Ry. Lt. & Pr., 
T ennessee Ry. Lt. & Pr. 
U tilities Im provem t. Co., 
U tilities Im provem ent Co. 
U nited  L ight & Ry. Com 
U nited L igh t & Ry. 1st 
U nited L ight & Ry., 2nd 

(old)
U nited L ight & Ry., 2nd 

(new )
Bonds.

C hattanooga Gas Co. 
D enver Gas & Elec. Co. 
F lin t Gas Co.
G. R. Edison Co.
G. R. Gas L ight Co .
G. R. R ailw ay Co. 
K alam azoo Gas Co. 
Saginaw  C ity Gas Co. 

•E x-dlvidend.
M ay 7, 1913.

250
, Com. 19% 20%
. Pfd. 73 75

Pfd. 73 75
Com. 60 62

75% 76%
t Pfd. 78 80
Ptd.

75 77
Pfd.

71 73

1927 95 97
. 1949 95% 96%

1924 96 97%
1916 98% 100
1915 99% 100%
1916 100 101
1920 95 100
1916 99

Anyway, the m an who follow s your 
advice always has som e one to blame 
if he fails

And a lazy m an can’t because he 
w on’t.

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

Million

[ t j U N  D ^ AP ID S ^ M N G S ^ ANlT*

The
Old National Bank

G R A N D  R A PID S, MICH.

Our Savings Certificates of Deposit form an 
exceedingly convenient and safe method of in vest
ing your surplus. They are readily negotiable, being 
transferable by endorsement and earn interest at the  
rate of 3 ^  % if le ft a year.

WHEN YOU BUY $IOO BONDS YOU AR E BUYING 
TH E SAME B O N D S T H A T  AN O TH ER BUYS WHEN 
HE INVESTS HIS Sl.OOO. SIO.OOO OR SIOO.OOO.

TH IS  MEAN S T H A T  TH E MAN WHO HAS ONLY A 
S M A L L  A M O U N T TO START WITH CAN GRADU
A L L Y  A C C U M U L A T E  A FORTUNE W HILE  TH E 
MONEY INV E S TE D EAR NS 6%.

IF YOU BUY T H E  P U B LIC  SE RVICE CORPORA
TION SIOO BOND WE O FF ER. YOU GET AN U N 
IM P E A C H A B L E  SECUR ITY.

NO MATTER WHAT TH E  M A RKET FLUC TU A TIO NS 
MAY BE YOUR P R IN C IP A L  IS SAFE,  YOUR IN 
TE REST SURE. A N D AT M ATU R ITY YOU GET lOO 
CENTS ON TH E  DOLLAR.

TELEPHONE US, CALL ON US, OR WRITE FOR CIRCULAR

K E L S E Y .  B R E W E R  & C O M P A N Y
MICHIGAN TRUST BLDG. GRAND RAPIDS, MICH.
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glGAlgiADESMAN
(Unlike any other paper.)

DEVOTED TO TH E BEST IN TER ESTS  
OF B U SIN ESS MEN.
Published W eekly by

TRA D ESM A N  COM PANY. 
Grand Rapids, Mich.

Subscription Price.
One dollar per year, if paid strictly  in 

advance; tw o dollars if  not paid in ad 
vance.

F ive dollars for s ix  years, payable in 
advance.

Canadian subscriptions, $2.04 per year, 
payable invariably in advance.

Sam ple copies, 5 cents each.
E xtra copies of current issues, 5 cents; 

issues a m onth or more old, 10 cents; 
issues a year or more old, 25 cents.
Entered a t th e Grand R apids Postoiflce  

as Second C lass Matter.
E. A. STOW E, Editor.

M ay 7, 1913.

M EA N IN G  OF T H E  MERGER.
The llodenpy l, H ardy  & Co. in

terests are being m erged into a g rea t
er Com m onw ealth Pow er Railway and 
L igh t Company. T he Com m onw ealth 
is to be expanded to a capitalization 
of $7,500,000 6 per cent, five year con
vertible bonds, $16,000,000 6 per cent, 
cum ulative p referred  .stock, and $15,- 
000,000 com m on stock, a to tal of $39,- 
000,000 and, in addition, $5,500,000 
m ore of com m on stock is to  be issued 
part in tw o and the rem ainder in 
three years to use as indicated in the 
plan. T he p roperties of the present 
Com m onw ealth lie entirely  in M ichi
gan and com prise the gas properties 
at K alam azoo, Jackson, F lint, P o n 
tiac, Saginaw and Bay City, the elec
tric  com panies covering m ost of the 
central part of the S tate, the pow er 
developm ents on the Grand, the M us
kegon and the Au Sable rivers and 
the stree t railw ays in G rand Rapids, 
Saginaw and Bay City. W ith  the in
creased capitalization the com pany 
will take over the M ichigan U nited 
T raction  in terurban system , with 
lines connecting K alam azoo, Jackson, 
Lansing, St. Johns and Owosso, and 
which is building the line to Grand 
Rapids from  K alam azoo and buying 
the M ichigan C entral branch from  A l
legan to  B attle Creek, with a view to 
electrifying it and m aking it a part 
of the system . I t  will also take over 
the stree t railw ay and electric lighting 
of M anistee and the w ater pow er of 
the M anistee, w ith one developm ent 
of 1,000 horse pow er; an additional 
developm ent of 20,000 horse pow er 
will be made w ith the funds provided 
and a transm ission  line will be built 
to  G rand Rapids to  supplem ent the 
pow er now received from  the M us
kegon river. T here is a possibility 
th a t the H olland in terurban from  this 
city to H olland and on to  Saugatuck, 
now controlled by Ben S. H anchett, 
will be acquired, also the O ttaw a 
Beach and the H olland to A llegan 
branches of the Pere M arquette, these 
to be electrified. A fu rther possibil
ity is the purchase of the P en tw ater 
branch of the Pere M arquette from  
M uskegon and its electrification and 
ultim ate extension to M anistee by 
way of Ludington. T he m erger 
takes over the U nion Railw ay Gas 
and E lectric p roperties, com prising 
gas, electric, stree t railw ay and in
terurban  p roperties in Indiana, Illi

nois, and W isconsin and the electric 
light and pow er com pany of Spring- 
field, Ohio. T he enlarged Com m on
w ealth  will have p roperties in four 
sta tes. 1 his will give it a w ider and 
bette r base, a larger field from  which 
to draw  support and a g rea ter earning 
capacity to carry on the developm ent 
and construction  w ork w here m ost 
needed. Michigan will be especially 
benefited by th is m erger, as it will 
be largely in M ichigan th a t the m oney 
is to be spent. The earnings of the 
enlarged Com m onw ealth, based on 
the re tu rn s from  the past year, will 
be $13,184,795 and the net, a fter op
erating  expenses and taxes, will be 
$5,532,252. T he subsiderary com 
panies have bonds outstand ing  to  the 
am ount of $55,802,211, calling for $2,- 
519,928 annual in terest; also $11,464,- 
900 of p referred  stock, w ith dividend 
charges of $585,390. A fter o ther 
charges are paid there will be a su r
plus of $2,349,135, which is enough to 
pay the dividends on the Com m on
w ealth p referred  and the convertable 
notes and still leave nearly  $1,000,000 
available for the com m on stock, or 
approxim ately 6 per cent. In  ano ther 
year much w ork in M ichigan now 
under construction  will be in opera
tion and adding to the revenues, in
stead of being a lead w eight, as at 
present. T his includes the th ird  de
velopm ent on the Au Sable and the 
Grand Rapids in terurbans and much 
developm ent and construction  of a lo
cal nature.

T his m erger will be of g rea t im 
portance to Michigan, as it will m ean 
a m ore rapid developm ent of the 
w ater pow er resources of the State, 
the m ore rapid extension of the elec
tric service to  tow ns and villages all 
over the S tate and the system atic 
building of in teru rbans w here they 
are m ost needed, connecting the larg 
er cities, as the cities of Indiana and 
Illinois are connected. I t  will m ean 
m illions of dollars spent in M ichigan 
in the next five years and every dollar 
will be for the m aking of M ichigan a 
bigger and b etter S tate to  live in and 
do business in.

N E E D  O F SOCIAL CENTER.
A splendid effort is being m ade to 

raise the funds needed for the build
ing of the new Y. M. C. A. building 
in th is city. T he am ount it is aimed 
to raise is $250,000, and such a s ta rt 
has been m ade and so energetically  
and in telligently  is the cam paign for 
subscriptions being conducted that 
the prospects for success are excel
lent in sp,ite of the handicaps which 
business conditions, the tigh tness of 
the m oney m arket and the m any 
o ther dem ands th a t are being made 
for funds at th is tim e place upon the 
enterprise. T he Y. M. C. A. as an 
institu tion  is w orthy  of every support. 
I t  is an im portan t m oral influence in 
any com m unity. I t  is an educational, 
force of no sm all im portance. I t  is a 
haven for young m en away from  
home associations. I t  is a social cen
te r  fo r the boys from  the country  
who have come to  tow n to  m ake 
their way and w ho have not yet 
form ed their circle of friends and ac
quaintances. I t  m akes fo r b e tte r 
m orals and a higher and  better type

of citizenship. O th er cities have 
their M. C. A. buildings adequate 
to  their needs and in every instance 
such cities are proud of w hat they 
have and boast of them  as assets 
w orthy  of consideration. G rand R ap
ids has a Y. M. C. A. building which 
w as adequate w hen erected, som e
thing like a quarter of a century  ago. 
Since the p resen t building w as erect
ed, however, the city has m ore than  
doubled in population  and the w ork 
of the A ssociation has broadened in 
m any respects. T he p resen t building 
is inadequate and the new building 
has become a necessity  if the A ssocia
tion is to  continue in the fulfilm ent of 
its m ission. In  the appeal for funds 
all classes and conditions can be 
asked to  help fo r all classes and con
ditions are  reached by its w ork and 
good influence.

W h at G rand R apids is doing in the 
m atte r of support for the Y. M. C. A. 
m ight well be taken as an exam ple for 
every tow n in Michigan. N ot a town, 
how ever small, but should have some 
institu tion  like the Y. M. C. A. as a 
cen ter for the young m en of the com 
munity. In  the sm aller tow ns no 
elaborate quarters m ay be needed, 
but there should be opportunities for- 
sociability. tIn  the average sm all tow n 
the pool room  or the saloon is the 
cen ter and the influences are no t a l
ways the best. W ith  a Y. M. C. A. 
room  or club the boys would have a 
place to g ather and under the p roper 
auspices th is should be an influence 
for good. In  establishing such quar
ters care should be taken not to  
m ake them  too “good” or to  sur
round them  w ith too much of the air 
of piety. T he place should be broad 
gauge and liberal and yet w ith a 
wholesom e m oral tone in its aims and 
m anagem ent. Such a club m ay not 
be so much needed in the sum m er 
m onths, but during the w inter it rep 
resen ts a genuine need and no be tte r 
p lanning can be done by those in ter
ested in the tow n’s well being and in 
the p roper bringing up of boys than  
for an o rganization  equivalent to the 
Y. M. C. A. of the larger cities. T his 
city is show ing how $250,000 can be 
raised fo r a new building, and there 
is not a tow n in the S tate but th a t 
can do as well or b e tter for their 
young men, in proportion , if the m at
te r be pu t up to the business m en 
as it should be.

T he best hope fo r progress is in 
our very dissatisfaction w ith p resen t 
atta inm ent. T he m an w ith a w ork 
to do never stops to  debate the old 
question w hether the w orld is g e t
ting b e tte r; he sim ply does his best 
to help it to  m ove along. H e know s 
tha t no th ing  ever gets b e tte r; it has 
to be w rought out th rough  struggle, 
pain and loss into its new and nobler 
form s. W e need consciousness of 
our aim and a m aster, th a t we m ay 
look no t only a t the  furnace—the 
struggle, suffering and discipline; but 
may also see the constan t process 
of refining and developm ent.

D on’t think th a t all the m oney you 
pay to  get your nam e in p rin t is . 
chargeable to  the advertising  account. 
N ot all p rin ted  m atte r is advertising.

C A L IFO R N IA  H O G G ISH N ESS.
A fter reading the full presen tation  

of facts and figures regard ing  the 
Japanese in California, can any long
er rem ain in doubt as to  the real ba
sis of the la test anti-A siatic crusade 
in California. I t  is the hollow est p re 
tense to  assert th a t the presence of a 
Japanese elem ent in California 
am ounting to less than  2 per cent, of 
the population constitu tes a m enace 
to w hite suprem acy or to  the in teg
rity  of the w hite race. N or can the 
occupation by the Japanese of four- 
fifths of one per cent, of the cultivable 
area of the S tate constitu te  an econ
omic menace. In  the field of labor 
com petition the California B oard of 
L abor S tatistics rep o rts : “T he aver
age w ages for both  Japanese and Chi
nese regularly  em ployed and receiv
ing board, $1,396 and $1,406, respec
tively, are h igher than  those for m is
cellaneous w hite men, $1,311, and 
Ita lians $1,108. M iscellaneous w hite 
men were paid $1,889 per day w ith
out board as against $1,623 paid to 
the Japanese .” But the essence of 
the m a tte r is not in the com para
tively insignificant econom ic role 
played by the Japanese in California 
to-day, but in the fact th a t their num 
bers are steadily  declining. T he 
“problem ” is getting  to  be less and 
less of a problem  w ith  tim e. T he 
fact th a t the Japanese governm ent is 
loyally living up to  its prom ise to  
discourage em igration  to  th is country  
is, of course, only one m ore reason 
why we should violate our trea ty  ob
ligations and the elem entary  laws of 
fair dealing. It w ould never do for 
w hite m en to  resem ble the Japanese 
in anything.

T he H og by the Golden Gate a s
sum es th a t her own in terests are su
perio r to those of the Sation, and th a t 
w hen it com es to  an issue betw een 
the C onstitu tion  of the U nited  S tates 
and the con tro l of the s traw berry  in
dustry  in Sacram ento county, the 
C onstitu tion  m ust go hang; th is high- 
sp irited  S tate, which has now as
sum ed an a ttitude of “W hat-are-you- 
go ing-to-do-about-it” to the rest of 
the country, is preparing  to com m em 
orate  in its Exposition  of tw o years 
hence the com pletion of the Panam a 
Canal. T he m oney th a t is building 
the Panam a Canal has no t come ex
clusively from  Sacram ento  county. 
T he citizens of M innesota and Ver
m ont have no t refused to  pay their 
in ternal revenue taxes, on the ground 
th a t the ir good m oney w as being 
spent on a canal which did them  no t 
the least b it of good, w hatever it 
m ight do for the developm ent of the 
Pacific Coast and the upbuilding of 
San Francisco. T he peevish com 
plain t th a t it sim ply will no t give up 
its own righ ts for the  sake of the 
country  a t large, com es w ith ill 
grace from  a uom m unity which ex
perienced the lavish ou tpouring  of 
the N ation’s bounty  in the  tim e of 
calam ity seven years ago, and which 
is now, th rough  the N ation’s m agnifi
cent enterprise, preparing  to  harvest 
a  p rosperity  th a t surely, surely, will 
exceed the in te rests  involved in a few 
straw berry  patches.

Society is a fence th a t shuts some 
people in and o thers out.

j
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W IT H IN  LIM ITS.
T he average m erchan t know s in a 

general way the financial conditions 
of m any of his patrons. W hen the 
wife of a banker comes to  him for 
m aterial for a “cheap’’ dress for 
everyday w ear he selects quite a dif
feren t p a ttern  from  th a t offered to 
the wife of the day laborer for the 
same purpose. I t  would be a waste 
of tim e to  do otherw ise. Common 
sense, good judgm ent decides the 
m atte r a t once.

All along the line we m ay discern 
the tendency to overstep the m ark of 
prudence. I t  is so easy to get some 
one in terested  in the beauties of a 
p a ttern  at the very u tm ost lim it of 
the ir leg itim ate m eans, and then  to 
lead on to a h igher grade, w ith its 
"superior w earing qualities” — the 
cheapest in the end. Y oung people 
are especially victim s of th is m is
take. W e have seen the young miss 
b ring  hom e a spring  coat quite be
yond her m eans. “ I t  fits ju st per
fect, and there is no shoddy about 
it; a splendid bargain he gave me— 
came down tw o dollars from  the reg
ular rates and it ju s t m atches my 
dress, the only one in town th a t does. 
M arjorie says the collar w ill never 
w ear ou t.” A nd so, indulgent be
yond their m eans, the paren ts reluc
tan tly  yield, pride bordering  upon 
vanity  at the effect o f the coat, which 
is in reality  a  beauty, and the girl is 
allowed to keep the garm ent.

You flatter yourself tha t you have 
made a sale on a b igger scale than 
was intended. You may even com 
plim ent yourself for your elevation 
of public taste. But it is m eans, not 
the appreciation of beauty, which is 
the guide to solidity. Some day the 
little  extravagances will underm ine to 
destruction. The patron  will succumb 
to liabilities which you have encour
aged. True, the best is usually cheap
est, but there are m odifications; and 
it is a gain to you in the end when 
custom ers choose articles w ithin their 
m eans; to  entice beyond m ay prove 
w eakening to all concerned. T he 
ethics of the pocket-book should be 
quite as p rom inent as of personal 
taste.

BE A W H O L E  MAN.
T h at some men rise in a few years 

from  the low est to the highest posi
tions is always a m atte r of in terest 
and encouragem ent to  o thers. The 
m anager of a large m ercantile con
cern, em ploying several thousand p er
sons, began eight years ago as an 
office clerk a t ten dollars a week. 
H e was unknow n to the p roprieto rs 
and had neither friend qor relative 
to aid his advancem ent.

A fter m aking due allow ances for 
favorable circum stances, the fact re 
m ains th a t he w as able to fill the h igh
er position. So we m ust conclude 
th a t it was no t circum stances, but 
ra th er some quality  of m ind th a t made 
him equal to  the opportunity . He 
doubtless had in tegrity , thoroughness 
and energy—and he m ust also have 
had judgm ent, adaptability  and sin
cerity. Les3 successful m en have had 
these. O ne thing, especially, he had 
—a very essential quality—com pre
hensiveness. H e had the ability to

grasp  the whole plan and purpose of 
the business and could appreciate the 
relative im portance of the various 
parts. H e did n o t narrow  his in ter
ests and sym pathies down to a m ere 
fragm ent, but endeavored to appre
ciate the entire business as one g rea t 
com posite idea. All real p rogress is 
in the expansion of thought—that 
m easures the difference betw een a 
m an and his fellows.

C O N SID ER  T H E  N EE D .
T he logical s ta rtin g  poin t of suc

cessful m erchandising is to  discern a 
need and then devise a way to  fill 
it. T he  reverse of th is is m erely to  
purchase som ething you happen to 
think of and then try  to sell it. T he 
m erchant w ho carries goods which 
nobody wants, and fails to supply the 
goods th a t are in dem and, will soon 
find th a t he m ust change his m ethods 
o r fail.

I t  is said that the U nited  S tates 
im ports from  South A m erica nearly 
twice the volume o f m erchandise tha t 
it exports to that country. T he chief 
explanation is th a t they  sell us w hat 
we want, and we try  to  sell them  
w hat they  don’t want. O ur m anufac
tu re rs  do not study the needs of th a t 
country, but offer for sale goods th a t 
are made fo r the home m arket. W hile 
we are slowly learning th is fact, *:he 
m anufacturers of E urope are  reaping 
a rich harvest, because they m ake for 
export the very th ings th a t will fit 
into South Am erican needs.

N o m erchant o r  m anufacturer can 
afford to overlook th is fundam ental 
point. A sym pathetic appreciation of 
the needs of o thers and a desire to 
fill those needs in a way th a t will 
serve the best in terests of hum anity 
is the true basis for all wholesom e 
business, activity. Success grav itates 
to the man who w orks from  this 
standpoint.

N O T BIGGEST B U T  BEST.
T he inclination to m easure things 

by quantity  ra th er than  by quality 
w arps the judgm ent and m ust be 
avoided by the man who would arrive 
at a ju st estim ate. I t  takes som e
th ing  m ore than size to constitu te  the 
best.

T he salesm an who oversells his 
custom ers m ay m ake the best show ing 
on the books, bu t he may, at the 
same time, be underm ining the good 
will of the business. T he biggest 
salary is not alw ays the best position. 
The m ost widely circulated novel is 
not always the best book. T he large 
num bers who support a theo ry  do 
no t assure its soundness. T he la rg 
est businesss m ay not afford the best 
opportunity . T he costliest m aterial 
may no t m ake the m ost desirable 
garm ent. T he m ost m oney does not 
necessarily m ake the best man.

T o  m easure by m agnitude ra ther 
than  by in trinsic w orth  and practical 
utility  is superficial. T he best evi
dences of the progress of the w orld 
are not tha t we build larger houses 
and travel faster and do business on 
a b igger scale, but tha t we are  becom 
ing m ore disposed to  look beneath 
the surface of th ings and judge not 
from  appearances bu t from  actual 
w orth. N ot quan tity  but quality is 
the tru e  standard.

N E W N E SS IN E V IT A B L E .
C onservatism  is often m erely a po

lite nam e for being in a ru t. T here  
is, of course, a sane conservatism  
th a t is progressive bu t cautious—the 
opposite of im pulsive experim enta
tion. But there is also a conservatism  
th a t sticks to  the beaten track  be
cause the groove is w orn  so deep it 
is hard to  get over the  edges.

T hings move sw iftly these days. 
A long w ith increasing speed in tran s
po rta tion  and com m unication the 
whole m otion of the w orld ’s activity 
has been accelerated. T heories which 
have bound the w orld for decades and 
centuries are parting  like ropes of 
sand. M ethods are outgrow n every 
season. L ast y ea r’s autom obile is a 
back num ber beside th is season’s 
model. T he public is rapidly becom 
ing educated in m any things. Com 
petition  is grow ing keener. Few, in
deed, are the conditions th a t rem ain 
untouched by this sp irit of change.

I t  is a m atter of vital im portance 
to recognize these changing condi
tions, otherw ise we are liable to be 
follow ing outgrow n m ethods while 
prid ing  ourselves on our “conserva
tism .’'1 T his is the lesson th a t m any 
of the large and old established busi
ness houses are learning—th a t the 
w orld is dem anding som ething new 
every m inute, and th a t it is tu rn ing  
to those who supply it. P recedents 
are giving way before progressive
ness.

P IO N E E R  W ORK.
T he m ost far-reaching w ork is that 

of the pioneer. T he voyage of Co
lum bus cost seven thousand dollars, 
but the history of com ing centuries 
will continue to record the results of 
tha t experim ent.

M any men would have been willing 
to endure the hardships and chains of 
Colum bus to  have perform ed so great 
a service to  m ankind, if they had 
know n beforehand w hat the outcom e 
would be. But Colum bus and his 
supporters had no adequate concep
tion of the possibilities of th a t serv
ice. Some th ings have to be under
taken on faith. M any a trackless 
ocean has to  be crossed in follow ing 
the lead of our convictions. Every 
new continent lies over seas.

T here  are m any new w orlds yet to 
be discovered. P rin ting , steam , elec
tric ity , telegraphy, photography, the 
phonograph, and w ireless telegraphy 
have each opened new w orlds. But 
these are m erely h ints of the discov
eries ye t to be made.

W ho will discover the new things? 
Tiie m an who looks beneath  the sur
face, who is w illing to  endure som e
th ing  for the com m on good, who fol
lows ideas, grasps essentials, analyzes 
causes, who undertakes anew w here 
hundreds have failed, w ho peers over 
precedents, considers fundam entals, 
tries experim ents, proceeds from  
principles and is u rged on by an 
earnest purpose.

O UR D A IL Y  W O R K  SACRED.
I t  is pleasing  to  th ink  th a t all 

wholesom e work, which serves the 
need of m ankind, is a sacred task. 
N ot long ago a delivery m an b rought 
to  m y hom e an easy chair which I 
had purchased. I w as im pressed w ith

the solicitude he show ed in delivering 
it a t the prom ised time, and the in
te rest he took in his work.

But why not? W hy should any 
honorable w ork ever be o ther than 
in teresting? W h at is our duty to do 
should be to  us a sacred work. In  
bringing me th a t chair th a t m an had 
played a p a rt in the g rea t drama of 
distribution. If there  had been no 
one to do th a t work, I should have 
been deprived of the com fort the 
chair gave me, and will give me for 
years to come. And the salesm an, 
the dealer, the railroad man, the fur
niture m aker, and the lum berm an—all 
these would have lost a m easure of 
the rew ard  for their service.

I t  w as a good w ork to  deliver that 
chair, and it opened the channels 
th rough which m any w ere blessed.

Is your w ork som ething th a t in the 
end blesses your fellow m en? Then 
count th a t w ork sacred, and do it 
w ith all your heart. Feel som ething 
of th a t enthusiasm  which is always 
associated with a noble work.

PU L L IN G  T O G E TH ER  AS ONE.
u n ity  of purpose and action is very 

esential to the full success of any 
business. D issension is alw ays a se r
ious handicap. I know  a firm of 
three men who conduct a successful 
financial business. T h e ir m ethod of 
hand ling  im portan t questions is 
w orthy  of the consideration of the 
officers of alm ost every firm. W hen 
a proposition com es up, they get 
together and talk it over from  all 
poin ts of view. Then, a lthough there 
are but th ree of them , they cast a 
form al ballot for “yes” o r "no.” 
Each man is required to reg ister his 
individual conviction of the m atter 
w ithout know ing definitely how the 
o thers are to vote. The righ t action, 
instead of personal authority , is w hat 
they desire. If  the vote is divided 
there is fu rth er discussion until the 
conclusion is unanim ous. W hen an 
im portan t branch of the general plan 
is reached ano ther vote is taken as 
before.

1 his m ethod has m any advantages. 
It th row s the en tire energy of the 
three m en in one direction. I t  tends 
to p revent one m an from  giving up 
his convictions ju s t to keep peace 
with a m ore aggressive m em ber. It 
p revents pouting, pulling back, stand
ing aloof, criticising, and in o ther 
w ays discouraging those who are 
carry ing  out the plan. I t  insures un
ity of action, and engenders a spirit 
of helpful co-operation which per
m eates the entire staff of assistan ts 
en trusted  with carry ing  out the de
tails of the work.

O rganization  is no t in any way an 
involved problem . I t  is sim ply in
stalling the principles o f co-opera
tion, d irecting  effort to  resto ring  an 
equilibrium  in production, cutting  
out friction in every place possible. 
T he best organized force in every in
stance, like the best disciplined army, 
will alw ays accom plish the best re
sults. T he advantage of an estab 
lished institu tion  over a Johnny- 
com e-lately one is th a t its forces are 
trained and they have the punch nec
essary to  do the trick.
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BAN K R UPTCY M ATTERS.

Proceedings in Eastern District of 
Michigan.

D etroit, April 28. In  the m atter of 
Edw ard D elahunte and Daniel K en
nedy, copartners as D elahunte & K en
nedy, bankrupts, D etroit. H earing  
on tru stee 's  report of sale. W . B. 
H ayes, represen ting  Security T ru st 
Company, trustee, m ade verbal repo rt 
show ing th a t $250 was the highest bid 
received and recom m ended th a t the 
sale be confirmed. T he sale was 
duly approved. T he property  sold 
consisted of office furniture, wagons, 
scales, etc., used m coal business by 
the bankrupts.

In  the m atte r of Charles F. T ay lcr 
and W ard  Taylor, copartners as 
C harles F. T ay lor & Son, bankrupts, 
P o rt H uron. T he hom estead p rop
erty  of Charles F. T aylor was rep o rt
ed as having been sold to  Gus Hill 
at public auction for $5,255, subject to 
the wife’s righ t of dower. T he tru s
tee agreed to convey all of the in terest 
to Charles F. T aylor, pay the taxes 
due, am ounting  to  approxim ately $400, 
discharge a m ortgage of $3,000 and 
in terest and pay to  the bankrup t the 
hom estead exem ption of $1,500. The 
tru stee  recom m ended the acceptance 
of the offer, w hereupon the sale was 
duly confirmed. Upon petition  of the 
trustee, an o rder w as duly entered 
releasing policy held by C harles F. 
T ay lor in the B erkshire Life In su r 
ance Co., and previously assigned by 
him to the F irs t N ational E xchange 
Bank to secure paym ent of a (note, 
thus reducing the claim of the bank 
pro  tanto. T he tru stee  fu rther re 
ported  th a t he had received an offer 
of $325 from  Joseph T aylor for the 
uncollected accounts and - bills re 
ceivable of the face value of $2,003.97. 
N otice ordered mailed to creditors of 
a sale of said accounts May 10. 10 
a. m. at the office of J. F. W ilson, 
P o rt H uron. Checks on first dividend 
of 1 6 per  cent, w ere ordered mailed 
creditors.

In  the m atter of T rium ph M anufac
turing  Co., bankrupt, m anufacturers 
m otorcycles, D etroit. F irs t m eeting 
of creditors held, Security T ru st Com 
pany, present receiver, nom inated and 
unanim ously elected trustee, with 
bond of $1,000. T he receiver verbally 
reported  the sale of the p roperty  of 
the bankrupt, show ing the highest bid 
received to be $6,000. T he referee re 
fused to  confirm the sale at this 
am ount and continued the hearing  to 
A pril 29.

In  the m atte r of W alte r L. Gepp, 
bankrupt, jew eler, D etro it. H earing  
on sale of property  held. T rustee re
ported th a t the p roperty  sold a t re 
tail up to the tim e of holding public 
auction realized the sum of $749; th a t 
the cost price thereof w as $534.39, 
m aking a profit of $214.29 to  the es
ta te ; and th a t on the public auction 
he received a bid on all the p roperty  
rem aining, including leasehold in terest 
of $4,750, subject to  the claim of 
Charles A. Berkey of the lease of 
$2,300, leaving $2,450 as due the es
tate. T he sale was duly confirmed.

April 29—In the m atter of Brooks 
& K ingon, bankrupt, D etro it. H ear
ing on tru stee ’s petition seeking to

have certain  parties tu rn  over to  the 
trustee certain  am ounts received by 
them  from  proceeds of a con trac t m ade 
by bankrupts and one large fo r the 
construction  of a building, the trustee 
claim ing the said am ounts to have 
been received under a supposed m e
chanic’s lien w hereas they  did not 
have a lien and that, therefore, the 
am ounts so received constitu te  pref
erences w ithin the m eaning of the 
bankruptcy law', the paym ents having 
been made while the bankrup ts w ere 
in the hands of cred ito rs’ com m ittee. 
O rder entered by referee instructing  
and authorizing  trustee to  bring suit 
to  recover the said sums, either in the 
U nited S tates C ourt or the local S tate 
court, as the trustee m ay deem for 
the best in terests of creditors. O rder 
m ade increasing the bond of the tru s
tee to $5,000. H earing  on tru stee ’s 
petition to sell certain  real estate  and 
in terest of the bankrup ts in certain 
land contracts. T rustee authorized 
and directed to sell same at private 
sale for the best price obtainable, but 
at not less than  75 per cent, of the 
appraised value, and to  rep o rt same 
to the court.

In  the m atte r of Sam uel K arbal, 
bankrupt, D etro it. H earing  on tru s
tee’s rep o rt of sale. T he to ta l ap
praised value of the p roperty  sold 
was as follow s:
M erchandise .............................  $1,478.16
F ix tures ...................................  233.00

T he bankrup t prio r to  sale selected 
$239.50 m erchandise and $10.50 fix
tu res as exem pt. T he highest bid re 
ceived was $1,305 from  A. Bacht, 
wffiich, upon the recom m endation of 
the trustee, wras duly confirmed. The 
a tto rney  for the bankrup t w ithdrew  
the offer of com position heretofore 
made. A first dividend of 10 per cent, 
on all claims to which objections shall 
not be filed on or before May 5, was 
ordered paid.

In the m atter of the N ational V ot
ing Machine Co., bankrupt. H earing 
on tru stee ’s repo rt of sale. T he tru s
tee repo rts tha t he offered the p rop
erty of the bankrup t at Adrian, April 
28, the p roperty  consisting of voting 
m achines in process of m anufacture, 
and m aterial for same, m achinery, fur
niture, fixtures, tools and paten ts of 
the appraised value of $2,467.58, and 
received, as the highest bid, the sum 
of $1,400. T he sale w as duly con
firmed by the referee at th a t am ount.

Tn the m atter of T ay lo r B rothers, 
bankrupts, B attle Creek. T he follow 
ing persons have been appointed ap- 
p ia ise rs of th is esta te : C harles H . 
Scully and W illiam  N. Dibble, of B a t
tle Creek, and W . W<. F isher, of De
tro it.

M ay 1— In the m atte r of the S tan 
dard Gas M antel Co., D etro it. A d
judication in bankruptcy  en tered  to 
day and the m atte r referred  to  Ref
eree Joslyn. N otice to the bankrup t 
to  p repare and file schedules mailed.

May 3—In the m atte r of Cook M an
ufacturing  Co., bankrupt, Albion. T he 
tru stee  has filed tw o petitions in this 
m atter, se ttin g  fo rth  th a t he has re
ceived an offer of com prom ise from  
M. D. W eeks in the  sum of $250 in 
full se ttlem ent of the  suit b rough t by 
the tru stee  against W eeks fo r alleged 
unpaid stock subscription of $1,400.

T he tru stee  recom m ends the accept
ance of the offer. T he tru stee  fur
ther reports th a t he has received from  
Jam es H. Cook an offer of com pro
m ise w hereby the said Cook agrees 
to  w ithdraw  his suit to  restra in  the 
use of the nam e “C ook” in connec
tion w ith  the business of m anufactur
ing, selling, etc., gas and gasoline en
gines, providing the trustee will w ith
draw  his suit against Cook for the 
collection on claimed unpaid stock 
subscription to the stock of the bank
rup t company. T he trustee likewise 
recom m ends the acceptance of this 
offer T he cred ito rs have been noti
fied of the hearing  on these petitions 
on May 13.

In the m atter of the T rium ph M an
ufacturing  Co., bankrupt. H earing  on 
sale of p roperty . T he tru stee  re 
ported  the p roperty  sold to  Charles
D. Todd for $8,100 on a guarantee 
which sale will be approved on the 
filing of a proper con trac t secured by 
a bond in the usual form. T his offer 
is an increase of $2,100 over previous 
bids.

Housecleaning Trade for Grocers.
W ritten for the Tradesman.

H ousecleaning is now under way. 
T he grocer who is g e ttin g  off to  a 
good start, taking tim e by the fore
lock, stands to reap excellent re tu rns 
from  the w idespread activity. T hose 
who have no t given though t already 
to pushing their housecleaning lines, 
should do so at once.

H ousecleaning is in the air. Hence, 
it is a good tim e to  talk  house clean
ing, through advertising  space and 
window displays. A well w orded cir
cular to the g rocer’s regu lar m ailing 
list of custom ers should also bring 
good results.

The variety  of lines which are avail
able for housecleaning purposes is 
quite extensive. A m ong them  all, 
one of the m ost pronninent is soap— 
good, old-fashioned soap. I t  is al
ways in dem and, but ju st now the 
dem and should take a decided jump. 
Closely related to soap are many kin
dred lines, such as liquid and pow der
ed ammonia, dust absorbers, borax, 
soap powder, polishes (both  cream s 
and pow ders,) sw eeping preparations, 
cleansers and lyes. T he m erits of 
these the grocer should him self care
fully study, and then explain to  his 
custom ers.

In  th is connection, it is doubtful if 
the g rocer secures his fair share of 
the trade in polishes. T rue, he han
dles stove polish regularly , dividing 
up with the hardw are store. But in 
addition to stove polish, there  are fu r
niture, wall, silverw are and m etal 
polishes, to  m ost of which grocers 
usually give little  atten tion . F o r 
these, there  is a fair dem and a t all 
seasons of the year, which sw ells to 
large proportions at housecleaning 
time.

As with polishes, so w ith brushes. 
T he hardw arem en secure a large por
tion of th is trade; quite a bit of it, 
latterly , has gone to  mail o rder 
houses, simply ow ing to the circum 
stance th a t the local re tailer does no t 
sufficiently feature such lines of goods 
at the p roper time. A first class w in
dow display of house-cleaning goods

will do a lo t tow ard  prov ing  to  the 
average custom er th a t w hat he has 
been sending away for he can pur
chase m ore conveniently and ju st as 
cheaply a t home. Of course, scrub 
brushes are alw ays in stock; but 
stove brushes, banister brushes, win
dow brushes and several o ther var
ieties will find a m arket if they are 
stocked carefully and handled ag
gressively. Then, too, come special
ties in dusters, glass ja r  brushes and 
plate brushes, which it is w orth  while 
to handle in a t least an experim ental 
fashion.

Of course there is always a dem and 
for broom s. Much can probably be 
done by the g rocer to create a m ar
ket for special varieties of broom s. 
M ost housekeepers have two or three 
broom s in various stages of wear, 
each set apart for some special pur
pose o r purposes. T he very fact 
should indicate, to the observant re
tailer, th a t there is a m arket for 
“specializ.ed” broom s.

T he first essential is to study the 
various lines offered and m ake a care
ful selection. T he next is to push 
housecleaning articles in their season. 
T he shrewd grocer - endeavors to 
create w hat m ight be called a “house- 
cleaning a tm osphere” about his store  
—not an atm osphere of dust, it is 
true, but a store arrangem ent th a t 
rem inds the custom er in no uncertain 
way th a t housecleaning is due. This 
can be accom plished by a strong  w in
dow display, a general featuring  of 
housecleaning goods in the sto re  a r
rangem ents, and the use of well 
w orded and catchy show cards. Back 
of th is should be the g rocer’s new s
paper advertising, his circularizing 
(if he does any) and personal sug
gestion to custom ers.

And, while he is carry ing  on his 
spring housecleaning cam paign, the 
g rocer should look forw ard at all 
tim es to the housecleaning cam paign 
which comes again in the fall. Much 
the same lines are stocked a t both 
seasons; and the observant grocer, 
who studies his goods and learns by 
experience, will know be tte r w hat to 
stock and how to  handle it six m onths 
from  now if he sets him self to learn 
from  his personal experience. For, 
after all, it is by personal experience 
th a t the grocer learns the m ost th o r
oughly. W illiam  Edw ard Park.

Profit in Bees.
T he m eeting of the N orthern  M ich

igan Bee K eepers’ A ssociation at 
T raverse City, has a ttrac ted  a tten tion  
to the im portance of the W estern  
m ichigan honey crop. T he figures 
bearing  upon th is crop show th a t the 
value of the crop for the last census 
year am ounted to $71,747. T he keep
ing of bees has been a  profitable 
business in the no rth ern  part of the 
W estern  M ichigan te rrito ry  because 
of the g rea t am ount of honey that 
has been obtained from  the wild 
flowers in the fo rests and because of 
the rich flavor of th is honey.

If we w ere all as good as we advise 
o thers to  be, heaven would be righ t 
here on earth .

Of course your way of earning a 
living the hardest w ay th ere  is.

•#*
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H ousecleaning Is  the Grocer’s  Op

portunity.
W ritten for the Tradesm an.

W arm  w eather and springtim e have 
b rought housecleaning. T he selling 
of housecleaning goods and appli
ances form s an opportun ity  to  the 
grocer to  g arn er in a few shekels, of 
which he is gladly availing himself.

T here  is ano ther opportun ity  con
nected with housecleaning which g ro 
cers have no t been so quick to grasp. 
T his opportun ity  is afforded by the 
iact that, while housecleaning is in 
progress the average housekeeper is 
‘ simply rushed to death .” T he clean
up process takes ever m om ent of her 
time from  daylight to dark, and the 
resu lt is th a t she has very little  tim e 
fo r the p reparation  of meals.

O ne resu lt is th a t the table in 
housecleaning tim e is exceedingly 
skimpy. Bread and cheese and cold 
w ater with a few m inor variations 
serve to keep th ings going and to  re
m ind the husband and children that 
meals once existed and were actually 
served. Perhaps for days the kitchen 
range is out of com m ission while the 
chim ney is being cleaned and new 
pipe procured and put up. H o t meals, 
e laborate meals, carefully cooked 
meals, are out of the question.

But dainty, tasty  m eals, easily p re
pared, are quite w ithin the range of 
possib ility ; and here is w here the 
grocer who is a lert to  his opportun i
ties steps in. P ractically  every g ro
cery sto re  has its special provision 
counter, w here “ready to ea t” food
stuffs are sold. If the housewife has 
no tim e to  cook fresh m eat from the 
butchers, she can purchase cooked 
ham, jellied veal, corned beef and a 
wide variety  of m eats at the nearest 
g rocery  store. All the w ork required 
in serving them  is the slicing, and the 
grocer him self will do that.

T hen  too, canned fish of various 
kinds — salmon, sardines, lobster, 
m ackerel—can be served w ith but a 
m inu te’s w ork with a good can open
er. M ost g rocers will supply the 
can-opener as well as the fish at a 
very m oderate price.

T o  help out the table and give 
variety , biscuits can be recom m end
ed—soda biscuits, fancy biscuits, 
g raham  w afers, and a g rea t variety. 
Cereals th a t need no cooking are 
also tim ely. F o r dessert, in addition 
to biscuits, the fresh  fru its—pine
apples, bananas, o ranges and grape
fru it—are all easily prepared  and re
quire no cooking. T he fresh vege
tables ju st com ing in—lettuce radish
es, early  tom atoes, and the like—arc 
also of the “ready to ea t” variety  
and consequently  adaptable to  a hur
riedly-prepared meal.

T h ere  is also an opportun ity  to 
sell pickles, sauces and condim ents 
to  go with the m eats. I t  will be easy 
for the g rocer to show th a t any house
keeper can, from  the goods stocked 
behind his provision counter, put to 
gether in a few m inutes a tas ty  and 
satisfying meal.

Only, there  are  a host of house
keepers who never pause to  th ink  of 
th is fact, but go on serving up skim 
py m eals th a t s tir  the fam ily to  dire 
revolt and m aye the nam e of house
cleaning anathem a to husbands. F o r

the benefit of these housekeepers, 
their husbands and families, the g ro 
cer should advertise w hat he has to 
offer—not m erely th rough  the new s
paper but by personal suggestion to 
those who come into his sto re  to  
purchase housecleaning goods and 
appliances.

T he average wom an has only a 
vague conception of the variety  of 
“ready to e a t” foodstuffs which the 
grocery  offers, and the advertising  
the grocer gives his provision coun
te r righ t now will continue to be 
beneficial all through the sum m er and 
picnic season.

W illiam  E dw ard Park.

Keep T oys for the Children.
Few  sm aller m erchants appreciate 

the advertising  value and the profits 
to be had in catering  to  the ch ildren’s 
trade all the year round. The kid
dies are the m ost p ersis ten t w alking 
advertisem ents a sto re  can have, and 
if you please them  you can rest as
sured fa ther will have to come across 
w ith the m oney now as gracefully  as 
he alw ays does during the  holidays. 
P u t in a line of seasonable toys, send 
out a “K iddo” le tte r to every school 
child in your tow n old enough to walk 
to the store, and w atch results.

T oys are easy to sell because their 
appeal is aimed a t th a t p art of your 
public who are m ost easily im pressed 
and influenced, the children. They 
will respond m ore readily to adver
tising of any kind, and particu larly  to 
window displays, and although they 
hold no purse strings, the appeals 
they can make to the ir paren ts are 
ju st as effective purse-openers as any 
influence in the world.

F irs t of all, toys are not staple lines. 
People are not capable of estim ating  
their value, and they  have no such 
m eans of com parison as is given on 
regu lar staples. B e tte r still, paren ts 
buy m ore lavishly for their children 
than  for them selves.

A nd desirable and salable toy goods 
are to  be found outside the low- 
priced lines. Consider w heel-toys, 
for exam ple. E xpress wagons, coast
ers, hand cars, velocipedes, and sim 
ilar goods range in price from  $2.00 
to $15.00 and these very item s are 
inure salable in spring, sum m er and 
fall, than  even during  the holiday sea
son.

And each season has its own pe
culiar kind of toy : Tops, m arbles, 
jackstones, kites and boats go th rough  
a regu lar ro ta tion , and in each season, 
all the boys and girls in your p artic
u lar d istric t m ust all have such goods 
sim ultaneously. Penny toys, iron 
toys, guns, toy  furniture  and kitchen 
sets are good th roughou t the year.

T o  say th a t the season for dolls 
ended on D ecem ber 25, w ould be 
equivalent to saying th a t the m other 
instinct died out of little  girls on 
.C hristm as Day. L ittle  girls literally  
live in a w orld of dolls. W e never 
have seen one to  whom  dolls did not 
appeal every single day in the year. 
And for little  girls, sp ring  and sum 
m er are  ju s t as fine a tim e to play 
house as fall and w inter.

As a sticker a porous p laste r hasn’t 
any th ing  on a bad habit.

W h y  P u t  Y o u r  H a n d  in  
th e  L io n ’s  M o u th ?

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 $15. This done, we can then furnish the 
stamps in sheets of 100, bound in books of 50 sheets each.
as follows:

125.000 stam ps...................... $15
250.000 “   25
500.000 ••   45

1.000.000 " ......................... 85

The small books in which the stamps are attached can be 
furnished on equally favorable terms and on short notice.

T R A D E S M A N  C O M P A N Y
Grand Rapids
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PRACTICAL SA L E SM A N SH IP .

Different W ays of Getting on W ith  
Customers.

W ritten for the Tradesm an.
T here  are about as m any ways of 

ge tting  on w ith people as there are 
people to  get on with.

Every individual does requ ire  a lit
tle different trea tm en t and it is an 
a rt to know how to handle them  all, 
but it is an a rt th a t any dealer can 
acquire to  some degree.

O ne of the sim plest w ays of getting  
on w ith people is by keeping your 
m outh shut. T he man w ho can re 
m em ber to say noth ing w hen he has 
noth ing to  say th a t will please his 
hearers is p re tty  certain  to  get on 
famously.

B ut th a t is not all there  is to it— 
ju st to get on w ithou t m aking any 
enemies. T hat will not m ake any 
sales or produce any business. W hat 
we w ant to know is how to  get on 
with people while inducing them  to 
buy goods.

T he salesm an m ust keep his tem per 
at all tim es. A nyone who cannot do 
business w ithout getting  m ad about 
it has no righ t behind a counter. To 
get m ad at a custom er, no m atte r how 
g reat the provocation, is to lose that 
custom er alm ost certainly.

I t  is aggravating  to have to  take 
the accusations th a t some tim es come 
from  disgruntled buyers. A t tim es 
they  am ount to  insults and we have 
to stand for things th a t we would re 
sent a t once if they  came to us out 
on the s tree t w here we w ere stand
ing on an even footing with the ac
cuser.

O f course this is m ore o r less hu
m iliating to  one's pride, but then 
m any th ings that are hum iliating to 
one’s pride will not do us any real 
harm, and the man who w ants to sell 
goods will have to pocket his pride a 
good m any times.

A custom er comes in to  buy an a r
ticle for which you ask $3.50. He 
tells you tha t he can buy the same 
identical quality from  the mail order 
house for $2.75. You take the mail 
order description and com pare it with 
your goods, point for point. You see 
th a t yours are m anifestly  of higher 
grade. You point out to  the cus
tom er the differences and show him 
w herein your goods are w orth  the dif
ference and perhaps m ore too. He 
listens to  it all and when you are 
th rough  he says, “Wlell, I guess I ’ll 
send to Chicago. Of course you claim 
a good deal for your goods but you 
don’t make those th ings yourself and 
you only have som ebody’s w ord for 
it that they  are w hat you claim. Sears 
& Roebuck make their goods in their 
own factory  and they guarantee them 
so I know  they 're  ju st w hat they say 
they  are.”

T h a t is the culm inating point with 
a good m any salesm en. T hey go up 
in the air righ t there. W ith  the H un
dred Point m an that is ju st w here he 
gets his second wind and begins 
again. H e sees th a t he m ust first of 
all prove the advantages of his own 
responsibility  over th a t of the distant 
mail o rder house. So instead of te ll
ing the custom er to  go to  the seven
teen blue blazes to  m ake his purchase

and thereby  m aking the m an mad 
enough so th a t no am ount of adver
tising  will ever get him back into the 
store again, he smiles and sta rts  in to 
lay the foundation th a t will serve as 
a basis for ge tting  future business 
even if it fails to  land the p resen t 
sale.

T he m an w ho can keep his tem per 
under all the try ing  circum stances 
th a t come up in the w ork of a retailer 
has som ething of which to be proud. 
H e has m ade a good beginning on 
successful salesm anship.

N ext to  the salesm an keeping his 
own tem per, it is im portan t th a t he 
see th a t his custom er keeps His. T here 
are a good m any salesm en who can 
be exasperating  enough to  m ake the 
angels weep and yet never tu rn  a hair 
them selves. T o make a custom er mad 
loses him even if you do keep your 
own tem per.

L earn to  control your tem per even 
if he does m ake you appear like a 
dum m y at tim es and hum iliates you 
m ore than  you think you ought to 
be called upon to endure.

T he ability to  rem em ber nam es of 
people is of inestim able value in m ak
ing it easy to  get on w ith them.

You know how you yourself feel if 
you are called by nam e when you en
te r  a store, particu larly  if it is a 
place w here you are not in the habit 
of trad ing  and w here you did not 
realize th a t they knew you.

I t gives your visit added im portance 
in your ow n eyes and it m akes you 
w onder why you haven 't patronized 
th a t sto re  before.

T h is  tra it of hum anity is one that 
the salesm an ought to play upon. He 
ought to learn the identity  of as many 
people in his tow n as possible, p artic 
ularly am ong those who are possible 
custom ers of his store. H e ought to 
be able to call every custom er by 
nam e and he ought to do it.

I t  is ju st a s  easy to say “Good 
m orning, Mr. Brow n,” as it is to say 
m erely “Good m orning,’"' and it m akes 
a g rea t deal of difference w ith Mr. 
B row n’s attitude. T h is is not im agi
nation. As I said before, you know 
how it is, and if you don’t, then  shop 
around a little  until you do.

Some business m en have reduced 
to a fine point the a rt of ge tting  on 
w ith people righ t in the  sto re  al
though they could not m ake a friend 
when off duty if life depended upon 
it. T hey think th a t so long as they 
are p leasant and agreeable w ith every
one w ho conies in to buy from  them  
it does not m atter how they trea t 
them  at o ther times.

People are not slow to see through  
such an attitude and they resen t be
ing trea ted  well w hen they have 
m oney to  spend and otherw ise when 
there is noth ing at stake. T hey feel, 
properly too, th a t they are being 
treated  well m erely for w hat there is 
in it.

I t  is a m istake to  let people find 
out th a t all you care about them  is 
for their m oney and it is a m istake 
to  feel th a t way. If th a t is all the 
hum anity you can scare up, you are 
to  be pitied. If it is no t natural, then 
learn  to like people for them selves, 
and don’t be crabbed and unsociable 
outside of business any m ore than

you wTould be inside. If  you are, 
people will know th a t your family 
need to  be pitied and m ighty few men 
enjoy know ing th a t the public feels 
sorry  for their families.

N ot every m an can be a good m ixer, 
but it is w orth  trying. The m ore 
friends a m an m akes outside of busi
ness hours, the m ore custom ers he 
will have inside of those hours.

People like to  trade w ith the man 
they know. I t  is w orth  while for 
every salesm an to  cultivate a wide 
personal acquaintance. I do not be
lieve in a man jo in ing  church  or lodge 
or any fra ternal organization  for the 
main object of helping his business, 
but I do believe th a t it is  wise for 
him to  mix up w ith his fellow citizens 
in all .sorts of public m atte rs  and 
show a friendly spirit and a helping 
hand w henever the chance offers.

T his so rt of th ing  will m ake it 
easier for a man to  get on w ith peo
ple. I t  will teach him how to do it.

T here are some very irrita ting  cus
tom ers who come into every place of 
business, people whom  it seem s im 
possible to suit. T hey find fault with 
the goods and they find fault w ith the 
way they are offered for sale. T hey 
kick about the prices.

T his is w here patience com es in. 
N othing short of a large supply of 
patience will enable a m an to get 
along w ith these people. T hey them 
selves like to kick. T hey enjoy a 
scrap but they hate to get the w orst 
of it.

T heir m oney is as good as anybody’s 
m oney and they have friends whom  
they can influence, no m atter how dis
agreeable they them selves may be. It 
is poor policy to  send them  away dis
g runtled  or dissatisfied and yet it is 
hard w ork to  suit them.

Anyone can please some custom ers. 
They are the kind of people who like 
everyth ing and are easy to  suit. But 
these finicky folks! W ell, it is w orth  
while to try  them  anyway.

W e all know w hen we m eet a m an 
who is polite and we all adm ire po 
liteness but we don’t all try  to acquire 
it. I rem em ber a salesm an whose 
politeness so im pressed itself upon 
my mind th a t I always after though t 
of him as the m ost courteous sales
m an I ever knew.

I had had m y nose broken in a 
base ball gam e by an in-shoot righ t 
off from my own bat. I t  resulted  in 
tw o black eyes for a week. T h is  
traveling m an was calling on me reg
ularly and he dropped in at th is time. 
Everyone else th a t I knew, as soon 
as they saw me, exclaimed and asked 
whom I had been fighting, and o th er
wise drew upon their various funds 
of hum or.

As for this salesm an, he never ba t
ted an eyelash. If there  w as any
th ing  w rong with my countenance it 
was as if he could not see it. Of 
course in th is case is did no t m atter, 
but even though I w as not sensitive 
about it, let me tell you I appreciated 
th a t m an’s courtesy. I t  w as an ex
trem e exam ple of politeness and yet 
his attitude m ade a favorable im pres
sion th a t lasted as long as he did 
business w ith me.

Now, som ething of th a t so rt of 
courtesy  is w hat we all need in o rder

to  get on successfully w ith people. 
T here  are m any tim es when the usual 
form  of expression or the obvious re 
m ark does no harm , bu t it does not 
follow a t all th a t the polite and cour
teous exception would no t do som e 
good. I t  did in m y case.

Instead  of being ju st average and 
avoiding offending, go far enough the 
o ther way to  m ake a d istinctly  pleas
ing im pression. Instead  of being 
m erely negatively polite, be positively 
so.

Politeness easily becom es a habit 
and even the boy who is no t b rought 
up to polite m anners will soon learn 
them  if he associates w ith people 
who have them . I t cannot be expected 
th a t the em ploye who w orks for a 
m an of bad m anners will develop for 
him self be tte r m anners than  those of 
his em ployer.

T he em ployer is the logical ex
ample of the employe and he cannot 
com plain if faults which he him self 
does not try  to  correct continually 
crop out in his salesm en.

Even the em ploye w ho is so ex
ceptional as to  realize th a t he m ust 
allow for his boss’s im perfections, will 
unconsciously im itate som e of them  
in time. W e cannot avoid being in
fluenced.

T he salesm an who would get on 
with people m ust refrain from  show 
ing an excess of a tten tion  to  one 
class of people and a lack of it to 
another. I t  is easy and probably very 
natural for a m an to m eet Mr. M on
eybags, who buys easily and very lib
erally, w ith a glad hand and a cordial 
m anner and to greet the poor farm er

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 hicago 

St. Louis Minneapolis 
Dallas
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or laboring  m an w ho ju s t m akes a 
living, w ith ra th er  scan t a ttention .

O f course one is m ore pleased to 
see the rich custom er come in than 
to  see the poor one. T h a t is just 
hum an nature, but rich custom ers are, 
for m ost of us, few and far between, 
while the poor ones come every day 
and the to tal of their business, taken 
year in and year out, is g rea ter than 
th a t of the few rich men.

M ighty few tow ns are big enough 
so th a t the re ta ile r can m ake m oney 
while catering  exclusively to  the 
monied class. All classes are neces
sary to  m ake a business m uch of a 
success.

Be cordial and polite to  the rich 
custom er by all m eans. Give him all 
the a tten tion  you can w ithout over
doing it, but see th a t the poor m an 
never has reason to  th ink  th a t he is 
not g e tting  ju s t as much.

T he poorer class o r even the middle 
class people are  very sensitive of 
the ir rights. W e all th ink  we are  ju st 
as good as anybody and we don 't like 
to  trade a t a place w here our small 
w ants do no t seem to  be appreciated 
and w here they  evidently are w aiting 
for the big buyer to  com e in.

T rea t everybody alike to the exten t 
of show ing no apparen t favoritism . 
No o ther plan will hold the business 
of the “com m on people" and the 
“com m on people” are in m ost cases 
the people.

Be ju st as a ttrac tive  personally  as 
you can and it will m ake a good deal 
of difference w ith m any custom ers. 
T he m an w ho has a rough, loud or 
strid en t voice will repel som e people 
w ith th a t voice. I t  will pay him to 
learn  to  modify it, to  get it toned 
down so th a t it will sound agreeable. 
H e m ay even take vocal lessons for 
the purpose.

I f  you are no t sure w hether your 
voice is agreeable, and one cannot al
w ays tell, ask som ebody a t home. 
F ind ou t w hether it g ra tes  harshly  
upon the ear of the hearer. F ind out 
w hether it sounds cheerful to  a 
stranger, o r hom esick and forlorn. 
C heerfu lness is a big asset w ith a 
salesm an. No one likes to  do busi
ness in a sto re  w here the atm osphere 
is one of depression, w here the sales
men talk  in hom esick voices.

W e buy m ore and we buy b etter 
goods in the cheerful sto re  than  we 
do in the cheerless one. T he restau 
ran t m anagers who furnish music 
know  th is and they  realize the fact 
th a t the . d iner will buy m ore and eat 
and drink m ore w ith good, lively 
music going than  he will if everyth ing 
is dull and stupid.

U npleasan t nervous, personal hab
its effect a m an’s salesm anship. A 
hack o r cough or sniff, hard  to  get 
rid  of and apparently  insignificant, 
will repel a good m any people. I t  m ust 
be rem em bered all the while th a t 
p len ty  of buyers are fastidious in 
tas te  and easily disturbed by any re- 
pellan t condition. T h is is probably 
less true  of the custom ers in some 
lines than  in o thers, bu t it is true  
anyw here to a sufficient ex ten t to  
m ake the principle one w orthy  of a t
tention .

Y ou see th a t fitting one’s self to 
ge t on w ith  people perfectly  is no t a

simple m atter. I t  m eans a study of 
character w ith a view to developing it 
fo r com m ercial purposes. I t  m eans 
going beneath  the surface in a hun
dred ways.

T here is no lim it to  the ex ten t a 
m an can go in equipping him self 
along th is line and he may feel cer
tain  th a t his success as a salesm an 
will be in the same proportion  as his 
a tten tion  to  the  developm ent of the 
qualities I have been discussing here.

F rank  F arring ton .

The Best A s a Standard.
I t  is alw ays w orth  while to  know 

w hat the best looks like—w hether 
you are able to  bring  your own pro
duction up to  it or not.

A p rin te r began to show a m arked 
im provem ent in the quality of his 
w ork and one of his custom ers asked 
him about it.

“ I was in the office of one of my 
custom ers a few days ago” he haid, 
“and for the first tim e in m any years 
I saw a really good collection of fine 
printing. I had seen occasional speci
m ens now and then, but no th ing  es
pecially fine, and along with it I had 
seen a g reat deal of com m onplace 
stuff, so I m igh t say I didn’t really 
know w hat the best looked like. But 
a salesm an from  a high-class p rin ting  
house tha t specializes on the finest 
g rade of .work was there  w ith a 
splendid portfolio  of sam ples and the 
buyer asked him to  le t me look them 
over. T h a t lo t of sam ples was to  me 
a liberal education in fine printing. 
I t  changed my ideas com pletely. I 
felt about the way I did w hen I first 
came from  a country  village to a big 
city. F o r years I had had a  sign 
over my door, ‘F ine Job P rin tin g ,’ 
but I felt heartily  asham ed of it when 
I saw it again. A nd I m ade up my 
m ind th a t I would live up to  it or 
take it down. T h a t one view of really 
good stuff changed m y whole stand
ard .”

C O M IN G  C O N V E N T IO N S  TO  BE H E L D  
IN  M IC H IG A N .

May.
M ilitary Order of the 1 -oyal Legion 

State Commandery, D etroit, 1.
M ichigan State N urses’ A ssociation , 

M uskegon, 1-2.
M ichigan A ssociation  of Commercial 

Secretaries, D etroit, 2-3.
M ichigan State Spiritualistic A ssocia 

tion, Grand Rapids, 9-10-11.
N ational a sso c ia tio n  of M anufacturers, 

D etroit, 19, 20 and 21.
S tate Laundrym en’s A ssociation, B attle  

Creek, 20-21.
S tate A ssociation  of C ongregational 

C hurches, Cadillac, 20-21-22.
N orthern B ap tist C onvention, D etroit, 

26—J u n e  7.
M ichigan W om en’s  Press A ssociation , 

D etroit, 27-29.
Grand E ncam pm ent of Odd Fellow s of 

M ichigan, Saginaw , 19-22.
Grand Lodge D egree of Honor, Saginaw , 

20- 21- 22.
S ta te  Professional Photographers’ A s 

sociation, D etroit.
S tate H om eopathic Medical Society’, 

D etroit.
N ation al D istrict H eatin g A ssociation, 

D etroit.
C entral A ssociation  of Stove M anufac

turers, D etroit, 8-11.
R eunion 31st M ichigan Volunteer In

fantry, Monroe, 17.
K nights o f Columbus State Council, 

P etosk ey, 14.
P. H . C. Grand Circle, Saginaw, 21-22.
S tate L etter  Carriers’ A ssociation , 

Grand Rapids, 15-10.
Grand Lodge, F. & A. M., Lansing, 

24-25-26.
S ta te  P ost Office Clerks’ A ssociation , 

L ansing, 30.
June.

M ichigan A ssociation  of A ssistan t P o st
m asters, Grand Rapids.

German E vangelical Synod of M ichigan  
D etroit.

Order o f Red Men, Port Huron.
B. P. O. E . Grand Lodge, Port Huron, 

3-4-5.
Grand Commandery K nights Templar, 

F lin t, 3-4-5.

M ichigan A ssociation  of M aster B ak 
ers, D etroit, 3-5.

T ri-S tate  M aster Bakers' A ssociation, 
D etroit, 3-5.

Motion P icture E xhibitors League of 
M ichigan, D etroit, 10-11.

M ichigan Unincorporated B ankers’ A s 
sociation, Lansing, 10-12.

Seventh  Annual M erchants’ W eek, 
Grand Rapids, 10-12.

M ichigan S tate Bankers’ A ssociation, 
I-ansing, 10-12.

Grand Council U nited  Commercial T rav
elers, Grand Rapids, 13-14.

M ichigan A ssociation  of County Clerks, 
Marquette, 25-26.

July.
N ational A m ateur Press A ssociation, 

Grand Rapids, 3-4-5.
M ichigan B illposter A ssociation, Detroit.
Lutheran Bund, Grand Rapids.
The M ichigan State R etail Jew elers  

A ssociation , Saginaw, 16-17.
A ssociation  of Probate Judges of M ich

igan, Grand Rapids, 22-23-24.
Grand Circuit Races, Grand Rapids, 

28-31.
Sw edish-F in ish  Tem perance A ssocia 

tion of Am erica, Dollar Bay, 31, Aug. 2.
S ta te Golf League, Saginaw, July 31, 

Aug. 2.
August.

M ichigan A bstractors' A ssociation, 
Grand Rapids.

M ichigan State Funeral D irectors and 
Em balm ers’ A ssociation , Grand Rapids, 
5-6-7-8.

M ichigan State Rural L etter Carriers’ 
A ssociation, Grand Rapids, 5-6-7.

M ichigan A ssociation  of the N ational 
A ssociation  of Stationery Engineers, 
Grand Rapids, 6-7-8.

International Brotherhood of E lectrical 
W orkers, Saginaw, 9.

Central S ta tes E xhibitors’ A ssociation, 
Grand Rapids, 6-7-8.

Blue Ribbon R aces, D etroit, 11-16.
Grand Chapter Royal A rch Masons, 

Ann Arbor, 18-22.
M ichigan Christian Endeavor Union, 

Grand Rapids, 28-29-30-31.
Social Order of Moose, Detroit.

September.
Central German Conference, Grand 

Rapids.
M id-W est A ssociation of D eaf Mutes, 

Grand Rapids.
W est Michigan State Fair, Grand R ap

ids, 1-6.
Grand Council Order Star of B eth le

hem, D etroit, 2.
Grand Circuit R aces. Kalam azoo, 4-8.
M ichigan State Fair, D etroit, 15-20.
Grand Circuit R aces, D etroit, 15-20.
E astm an Kodak Exposition, Grand 

Rapids, Sept. 29, Oct. 4.
October.

M ichigan State Pharm aceutical A sso 
ciation, Grand Rapids, 1-2.

Michigan Pharm aceutical T ravelers’ 
A ssociation, Grand Rapids, 1-2.

Grand Lodge Loyal Order of Moose.
Michigan State T eachers’ A ssociation  

Ann Arbor.
Annual Conference on V ocational Guid

ance, Grand Rapids.
N ational A ssociation for the Promotion  

of Industrial Education, Grand Rapids.
Michigan Bee K eepers’ A ssociation, 

Detroit.
M ichigan Society of O ptom etrists, D e

troit.
November.

Michigan R etail Im plem ent and V ehicle 
D ealers’ A ssociation , Grand Rapids.

N ational B aptist Congress, Grand Rap
ids.

December.
M ichigan K nights of the Grip, Grand 

Rapids.
January, 1914.

Modern M accabees of the U nited States, 
Bay City’, 11-15.

Lincoln was a wood-chopper be
fore he was P resident. If he had not 
done his best in his humble em ploy
m ent he would never have succeeded 
in the higher.

T anglefoot

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 oison ou s.

R E A D  T H I S  L E T T E R
It tells, like hundreds of others, w h ich  w e  are con stan tly  rece iv 

ing, o f the success m erchants are having w ith  the Brenard Mfg. C o .’s 
copyrighted business-getting plan.
BRENARD MFG. CO..

Iowa City, Iowa,
Dear Sir: We know of no better way to show our appreciation of 

your good work for us during the time we were using your business-getting 
plan than to buy another one which we have done and have just signed up 
with your Mr. Price.

Your last plan was a decided success. Our last week’s sales amounted 
to something over $3,000.00. and during the use of your plan we closed out all 
our odds and ends and stuff we considered hard stock. And what seems almost 
unreasonable is that a ll this stuff we considered hard went at the REGULAR PRICES.

We consider your proposition the best in the world, and will keep you 
informed from time to time of the progress we are making with the new plan.

Again thanking you we are. Yours truly.
MILAN & DOOLEN.

THIS PLAN GETS HUNDREDS OF PEOPLE 
DIRECTLY INTERESTED IN YOUR STORE

and it has this army of people hustling for you—it has 
them urging their friends and neighbors to trade with 
you. And it keeps them hustling for you for six  solid 
months or more.

YOU CAN USE THIS PLAN TO THE 
EXCLUSION OF COMPETITORS

If this plan appeals to you and you want to use it to 
reduce your stock without cutting prices, write us right 
away or better still telegraph us as we will close a deal 
with the first merchant who wishes it in your town.

If you do arrange to use our plan we will agree not to sell it to any of 
your competitors so long as you remain our customer. Address

BRENARD MFG. CO. Iowa City, Iowa

WARNING
Brenard Mfg. Co. 
is not operating 
under any other 
name.

W e h a v e  n o  
branches. O t h e r  
firms claiming con
nection w i t h  us 
mis-state facts.

We have a few 
imitators but no 
competitors.
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P A R C E L  PO ST .

Com ing C hanges to  M eet the Public 
R equirem ents.

The requirem ents that the dis
tinctive parcel post stam ps m ust be 
used on all fourth-class mail m at
ter will ultim ately be abolished, but 
probably not for five or six m onths, 
yet.

The “collect on delivery" feature 
of the new parcel post will be carried 
out as originally' planned, but it is 
unlikely' th a t th is phase of operation 
will be inaugurated in less than six 
m onths to  a year from th is date.

T hese are the answ ers given by 
the Post-Office D epartm ent a t W ash
ington, to the tw o questions which 
appear to be upperm ost in the minds 
of advertisers and m anufacturers us
ing the parcel post to any consider
able extent.

In te res t is gauged both  by the le t
ters from business men which have 
come direct to the D epartm ent at 
W ashington and by the reports from 
postm asters, these la tte r  officials 
th roughout the land having been di
rected to report very fully' as to  their 
findings and experience in the local 
adm inistration  of the parcel post.'1 he post office officials are en
deavoring to take stock of the new 
venture and to draw such deductions 
as m ay be from  the com paratively 
brief h isto ry  of the innovation. L e t
ters from  patrons of the parcel post 
have been accum ulating ever since 
the new' law w'ent into effect, and 
such of these as contain practicable 
suggestions are now to  be considered 
in detail. T he repo rts which have 
come in from postm asters supply 
recom m endations based on the first 
fifteen day's’ operation of the .new  
service, but these are believe.d to  be 
sufficiently conclusive to afford basis 
for changes in the regulations should 
it be disclosed th a t there  is need 
for such.

T here have been few com plaints of 
delays in the transm ission of par
cels. N either postm aster nor patrons 
have experienced as much trouble as 
was feared from im proper or insuffi
cient packing, and m ost significant of 
all very few claims have reached the 
D epartm ent for idem nity for lost or 
dam aged articles. This last is the 
m ore surprising  in view of the fact 
th a t the equipm ent of handling and 
transporting  the packages is by no 
m eans all it should be o r all it will 
be a few m onths hence.

T he tw o propositions touched 
upon in the opening paragraphs of 
th is article appear to  be the live is
sues insofar as advertising  circles 
and the business world at large are 
concerned. Com plaints as to  the re 
quirem ent for the special stam ps, and 
curiosity  as to  the C. O. D. feature 
of the parcel post have outw eighed 
all o ther topics of correspondence be
tw een patrons engaged in m anufac
tu ring  o r m erchandising and the D e
partm ent. And the D epartm ent has 
not been able to  give quite as definite 
forecasts as to future action as it 
w'ould w ere it not for the fact th a t 
there has come a change in N ation
al adm inistration  that m ay upset cal

culations to  som e extent. I t  is not 
so much • th a t the new officials 
m ay be expected to  form ulate new 
policies w ith reference to the parcel 
post as th a t the m ere shift of execu
tives a t the D epartm ent may' delay 
the “shaking dow n” process w hereby 
the parcel post will arrive at a defi
nite and perm anent status.

R egarding the requirem ents for the 
use of the special parcel post stam ps 
which has been the object of g rea test 
criticism , the officials say that, while 
they plan to  m ake th is expedient tem 
porary  and to waive the requirem ent 
ju st as soon as possible, they do not 
believe it will be possible to do this 
before, say, A ugust 1, a t the earliest. 
T he sole object of the use of the dis
tinctive stam ps, it is explained, is 
to afford the D epartm ent depend
able data as to the g ross incom e from  
the parcel post. I t  is the contention 
th a t in no o ther way could th is in
form ation be obtained with accuracy, 
and data on the subject is absolutely 
essential, no t only as a guide for 
appropriations for the parcel post, 
but also in o rder to  enable the offi
cials to judge w hether the present 
ra tes of postage are too high or too 
low.

M anufacturing and advertising  in
terests have m anifested, in some in
stances, a little  im patience over the 
delay in the inauguration of the col
lect-on-delivery' ad junct of the par
cel post. T his is the only feature of 
the new service th a t is no t now in 
operation, and its in troduction  was 
postponed because, in the  lim ited 
tim e allowed for getting  the parcel 
post on its feet, som ething had to  
be held over, and th is w as deemed 
the least im portan t to  the g rea t body 
of parcel post patrons.
C. O. D. P roposition  Form idable.

T he m ore the officials have looked 
into this C. O. D. proposition the 
m ore form idable do they  find it. I t  
is now realized th a t an elaborate ad
m inistrative system  with the use of 
a num ber of special form s, etc., will 
be necessary and th a t tim e will be 
required  to perfect this. Even ten 
tative predictions are difficult to  elic
it but the officials who are best in
form ed as to  parcel post progress 
say th a t they  do not see how  this 
branch of the business can be pu t in 
operation  under six, eight o r ten 
m onths. W hen it does go into ef
fect shippers m ay have U ncle Sam 
collect, of the recipients of parcels, 
either carry ing  charges o r purchase 
price o r both.

Business houses are, in no t a few 
instances, u rg ing  the  D epartm en t to 
fix an indem nity lim it h igher than  
$50 for com plete loss of a parcel 
taken. T he officials say th a t it is 
doubtless feasible to  raise th is lim it 
but are skeptical as to  w hether heav
ier insurance can be allowed at the 
p resen t fee of ten cents per parcel 
in addition to  the postage. T he De- 
parem ent is disposed to  veto  as im 
practicable the suggestion  of some 
firms th a t shippers be given the righ t 
to stop o r recall parcels in transit.

W ith  the expectation, evidently, of 
w inning D epartm ental endorsem ent, 
a num ber of m anufacturers and oth

ers have subm itted  to  the officials 
a t W ash ing ton  a variety  of contain
ers and paten ted  form s of packing 
designed for use in connection with 
parcel post shipm ents. Some of these 
goods are really rem arkable in 
streng th  and durability , but the De
partm ent will give no endorsem ent 
in any case, a lthough it does, to  be 
sure, endorse o r approve acceptable 
designs fo r le tte r boxes, etc.

Speaking of le tte r boxes, it may 
be m entioned th a t a num ber of com 
m unications have been received at 
the D epartm ent u rg ing  the extension 
to shippers of the privilege of m ail
ing parcel post packages at stree t 
drops instead of the p resen t neces
sity of m ailing a t a post-office or sub
station. T he desired privilege will 
come m tim e, say the officials, but 
no t until tim e is allow ed to provide 
stree t boxes th a t will surely accom 
m odate the increased volum e of busi
ness.

H andling  G rouchy and Peevish Cus
tom ers.

Some custom ers are  irritab le  by na
ture. T hey ju st cannot help them 
selves and, in fact, do no t try  to  do 
so. T hey ju st go through life snap
ping and snarling  at everyone who 
comes in their way. T hey never stop 
to think about the discom fort th a t 
they are causing o thers. T hey suf
fer so much from  their own grouch 
they have no sym pathy with those 
who fall under their displeasure, and 
yet some of these very sam e people 
are charitable in all o ther m atters 
and when no t in one of their peevish 
m oods are desirable people to come 
in contact w ith, and they  are par
ticularly  agreeable a g rea t p a rt of the 
tim e with those w ho will pu t up for 
a few m om ents w ith the ir expression 
of ill-tem per.

Ill-natu red  rem arks, com ing from  
a custom er can usually be answ ered 
in a p leasant way w ithout a sacrifice 
of dignity, provided the clerk knows 
how to  do it. If  the clerk has not 
cultivated th a t kind of a tem peram ent, 
it is one of the first th ings he should 
do in the way of self-education, fit
ting  him self for the position he is 
called upon to fill. T he wise young 
m an who will learn  to handle com 
plaints from  a peevish custom er will 
be surprised to find in a sho rt time 
w hat a w onderful influence he is able 
to gain in th a t w ay over testy  cus
tom ers. T hé custom er actually  be
comes asham ed of him self and feels 
like apologizing for his rudeness. 
O ther disagreeable custom ers, not 
big enough to  w ithdraw  an offensive 
rem ark, som ehow are a ttrac ted  to a 
person who does no t take them  ser
iously. T hey  appear to  enjoy the 
atm osphere of a m an so unlike them 
selves in tem peram ent.

W isdom , zeal, courage, know ledge 
and perseverance are prim e facto rs 
tha t enable one to  g e t to  the fron t 
and often to  hold the position gain
ed, but above every th ing  else it re 
quires industry  to  keep on  advancing 
and en terp ris ing  ideas are  needed 
against the  new blood which is con
stan tly  com ing to  the fron t to  gain 
position in the race.

Condensed Milk in  Michigan.
O ne of the g rea test trium phs o f the 

age is the successful evaporation and 
condensing of m ilk so th a t w herever 
m an journeys, w hether in the poles or 
in the  tropics, the lacteal fluid of the 
cow can alw ays be procured.

I t  is unfortunate , however, tha t 
som e m anufacturers of condensed 
m ilk have been so ex travagan t in the 
claim s of their p roduct as to serious
ly affect hum an life. M ost m anufac
tu rers give on their cans a form ula 
for extending their m ilk w ith w ater 
which som etim es m akes it appear to 
be cheaper than  the natural product.

O rdinary  m ilk from  the average 
cow contains about 12 per cent, to tal 
solids, of which 3J4 per cent, is bu t
ter fat and the balance casein, albu
men and milk sugar. T his depart
m ent purchased several cans of milk 
on the open m arket and diluted the 
sam e with w ater until the solution 
equaled norm al milk, having a  3 per 
cent, bu tter fat content, which is the 
legal standard  in Michigan. Such 
m ilk was found to cost as follow s per 
quart for the follow ing brands: 
X X X X , 10 cents per quart; Van 
Cam p’s, P e t and P rem ier brands, 7Y* 
cents per quart; N u-W ay, 7 cents per 
quart; L eader, 10 cents per quart, and 
E agle brand, 12 cents per quart. All 
of these m ilks before dilution con
tained less than 10 per cent, bu tter 
fat, while the legal standard  for com 
m ercial cream is 18 per cent.

Condensed milks are therefore 
ra th er dearer than ordinary  milk in 
m ost cities. I t  is the convenience, 
not the cheapness of condensed milk 
th a t should appeal to the consum er. 
T he d irections for infant feeding on 
som e of these cans are very  m islead
ing. Take the E agle brand, one of 
the best known to the trade. I t  gives 
on the can d irections fo r infant feed
ing as follow s: O ne m onth old di
lute 1-14. T h is would give the  baby 
milk containing about 6J/2 per cent, 
to tal solids which would have in it 
less than  1 per cent. (.82) b u tte r  fat. 
N orm al hum an milk and cow ’s’ milk 
are about the same, 12 per cent, to tal 
solids w ith Syi per cent, bu tter fat. 
Is no t a m ilk contain ing  less than  1 
per cent, bu tte r fat too thin fo r a 
g row ing babe? F u rth e r directions on 
the can are, dilute 1-12 fo r second 
m onth. T h is would give a b u tte r fat 
of less than  1 per cent (.93). T he 
th ird  m onth a dilution of 1.10 per 
cent, b u tte r  fat, less than  one-th ird  of 
norm al milk. F o r a babe 10-12 
m onths old a dilution of 1-6 is recom 
m ended. Even this only gives a bu t
te r fat con ten t o f 1 Y\ per cent., about 
half th a t of norm al milk.

W e believe these dilutions are 
m uch too thiin fo r babies. R epre
sentative W helan  has in troduced a 
bill in the L eg islatu re  which has pass
ed the H ouse and is now  pending in 
the Senate requiring  all condensed 
m ilk to  be labeled on the can w ith  a  
form ula th a t w hen extended, will be 
equal to  legal standard  milk. W hen 
th is law  is passed every consum er 
can in telligently  use condensed milk.

Jam es W . Helm e.

I t  takes m ore than  a soft answ er 
to  tu rn  away the book agent.

efe

•V
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STO R E SLOGAN.

Capitalize the Prestige W hich Be
longs to Your Store.

W ritten  for the Tradesm an.
Success is seldom  accidental. T he 

m erchan t who has a sto re  which is 
m aking progress, giving its custom 
ers good service, and scoring steady 
and dependable profits for its p ro
prietor, m ay be se t down a t once as 
the product of a definite plan and a 
well-defined policy on the part of the 
m an who puts up the cash and fur
nishes the brain pow er th a t k e e p s . 
it in operation.

E very  sto re  reflects its ow ner’s in
dividuality. W hen you go into a 
dingy, ill-lighted place, w here the 
dust is on the w indow s and the goods 
in the cases look as though they had 
no t been re-a rranged  for m onths, the 
presence of the m erchan t is no t need
ed to p icture to  the m ind’s eye the 
so rt of a man he is likely to  be: 
careless of his appearance, lacking 
in snap and decision, and inattentive 
to the w ants of the custom er.

O n the o th er hand, the clean, 
bright, cheerful store, which literally 
pulls the people in by v irtue of its 
a ttractive and prepossessing  appear
ance, invariably has a t its helm  a 
man who is a good deal like his store, 
lie  is w ell-groom ed, clean-cut. in tel
ligent, earnest, . and on the lookout 
to please his custom ers and keep his 
Sto'ck moving.

T his is largely by way of preface 
to the rem ark th a t since each store 
necessarily  has an individuality, and 
since every sto re-keeper w ho hopes 
to  am ount to much inevitably has a 
policy to  which he is adhering  in his 
upw ard m arch, one of the best things 
that he can w rite after his nam e is a 
slogan or catch-line which sums up 
briefly the ideas which are actuating  
him in his m anagem ent of his busi
ness.

T he advertising  slogan is a real 
institu tion  in the business life of the 
country, because the leading m anu
factu rers have learned how .readily  
they may im press their product upon 
the minds of the public if they suc
ceed in g etting  a brigh t and easily 
rem em bered slogan, th a t really m eans 
som ething and connotes the goods 
they are advertising.

"T h ere’s a R eason” is probably one 
of the m ost fam iliar and one of the 
m ost sensible slogans. “ Eventually, 
W hy N ot N ow ?” is ano ther th a t has 
been borrow ed and adapted by m any 
concerns o ther than  the original, be
cause they have recognized the fact 
th a t it sum s up a lo t of selling argu 
m ent in four sho rt w ords. “T he 
m em ory of quality rem ains long af
te r price is fo rg o tten ” is a g rea t 
piece of m erchandising tru th , as well 
as a splendid slogan, and has helped 
to  advertise the hardw are concern 
which originated it, as well as o thers 
who have tu rned  it to  the ir own 
uses. “W e are advertised by our 
loving friends” tells volum es, and 
scores a point every tim e it is read. 
“Ask the m an who owns one” can
no t be beat for the implied confi
dence in users of the product shown 
by the m anufacturer.

T hese are all typical slogans, and 
are m arked by several im portan t 
things. O ne is th a t they  are selling 
argum ents; ano ther is th a t they are 
short, easily rem em bered phrases; 
and a th ird  is th a t the m ost success
ful ones relate to or readily suggest 
the special product being advertised.
It is difficult to obtain a slogan which 
cannot be borrow ed by som eone else; 
but if it has been attached by the 
public consciousness to  the personal
ity of the concern which creates it, 
the borrow er will find him self spend
ing m oney to advertise the product 
of som ebody else, inferentially, if 
he is no t careful.

Since m anufacturers have dem on
stra ted  th a t the slogan is valuable, 
why should not the retailer follow 
suit? T here  are a good m any reasons 
in favor of the plan, one of them  
being th a t w ithout it he is a t a loss 
for som ething upon which to  hang 
his advertising, in a good m any cas
es. T he m anufacturer has his brands, 
and would feature them  irrespective 
of the slogan: and the fact th a t he p re
fers to  use both show s th a t the value 
of the slogan in m aking the brand 
favorably know n is thoroughly  ap
preciated. In  the case 6f the store 
the slogan should be coupled so close
ly w ith the nam e of the house th a t 
the one will suggest the other.

I t  is no t easy to  pick out a short, 
sensible phrase, th a t has real m ean
ing, m erchandising  value and sales 
streng th  all in one. But it is w orth 
the while of any m erchant to ponder 
over the subject w>th a view to  select
ing som ething tha t will serve his 
purpose well.

O ne concern th a t the w riter know s 
of has found the use of the phrase, 
“W e’ve a page in our ledger fo r you,” 
a big help in getting  new custom ers. 
I t  handles a considerable am ount of 
credit business, it should be noted, 
and as it is equipped to  take care of 
trade  of th is character, it m akes a 
poin t of developing an appeal to 
those w ho are likely to  w ant ac
com odation of th is kind. M any peo
ple who knew that the com pany sold 
goods on credit, but who failed to 
m ake a connection with it, came in 
after the slogan began to be used, 
and said they w anted to open ac
counts. T he little  slogan put the 
policy of the firm in concrete form, 
and m ade it “stick.”

In  the same category  falls the 
slogan of ano ther concern, which ap
peals to  a m edium -class trade, to 
whom  econom y is a big factor. 
“W here a D ollar D oes I ts  D u ty” is 
a phrase th a t goes on all the com
pany’s advertising, and m em bers of 
the concern insist th a t the repu ta
tion of the house for bargains and 
econom ical offerings has been con
siderably enhanced by the use of the 
slogan. I t ’s a good deal be tte r to  be 
know n in the m ind of the custom er 
as the store  “w here a dollar does its 
du ty” than  sim ply as “th a t cheap 
M arket s tree t house.”

C apitalizing the prestige th a t be
longs to  the concern which has been 
in business fo r years and has been 
successful all of th a t tim e is a m at
te r th a t is a little  difficult, and m any

m erchants w ith a fine business h is
to ry  are con ten t to say m erely, “E s
tablished 1878” or to use some other 
sim ilar phrase. But age w ithout any
th ing  else to com m end it is not es
pecially attractive, and the house tha t 
has had a useful and prosperous ex
istence ought to make m ore of its 
history than that. “T im e proves we 
keep the quality up— E stablished 
1871,” announces a big retail clo th 
ing house in a Middle W estern  city, 
which believes in p u tting  its substan
tial, solid and perm anent character 
to  the fore along w ith its reputation 
for selling quality goods.

Some phrases which are used as 
slogans have little  to com m end them 
o ther than novelty, hum or of cheeri
ness. F o r instance, “If you don’t 
trade here we both lose,” has a vau
deville sound th a t becom es tiresom e 
p re ty  quickly. “T he B righ t Spot in 
Janesville” o r “T he S ta te’s H ighest-

Class D epartm ent S tore” could p rob
ably be im proved upon, as they sug
gest little  to the custom er.

If you have no slogan, try  to  de
velop one th a t will reflect your in
dividuality and suggest the depend- 
aiile quality of your goods or the 
high-class policy of your business If 
you can orig inate a phrase that will 
stand repetition  and will make peo
ple th ink  of you favorably, you will 
have created an asset th a t your c >m- 
petito rs will find it hard  t|o take 
away. G. D. Crain, Jr.

Mr. Grocer or Butcher.
A cleancut, autom atic, visible 

w eighing system  prom otes confi
dence, resu lt—a la rg er business and 
a correspondingly increased profit. 
Do you w ant to know w hy the Day- 
ton M oneyw eight scales are the best 
lo r  you. W . J. Kling, Sales A gent, 
G rand Rapids, Mich.—Adv.

JV^ade Jn Gran<l  R d p id s

PROGRESSIVE MERCHANTS, everywhere, are improving the appearance of 
their stores: and almost without exception those are the stores that are getting 
the most profitable business. Cases that properly display your merchandise are 
a necessity to the merchant that wants to make the most of his opportunity. In

T O E

you will find a case for every need. To have the finest store in your section means 
the judicious and not the extravagant use of money. If you cannot buy a full 
equipment now why not have plans made and buy a part at a time till you have 
everything up-to-date. Send for our big catalogue and see where you can improve 
your store.
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O LD PANAM A.

Rich City Looted and Destroyed By 
Pirates.

Second Paper.
Pedrarias, incom petent, treacher

ous, and cruel, continued in high 
favor with the king whose coffers he 
kept well supplied w ith gold and 
treasure w rung from  the enslaved 
and oppressed natives who died by 
the thousands on account of not 
being physically adapted to the work. 
I t  was this terrib le decim ation of the 
Indians that prom pted some tim e 
later a prom inent Catholic bishop to  
suggest the im portation of negroes 
from  Africa, thus saving the Indian 
from com plete exterm ination, but at 
the same tim e inaugurating  the sys
tem of slavery th a t afterw ards spread 
over the g rea ter p a rt of the two 
continents.

In  1515, Diego de A lbites and 
Tello  de Guzman form ed part of an 
expedition th a t crossed to  the Pacific 
side of the Isthm us and arrived at 
the hut of a poor fisherm an, a t a 
point called by the Ind ians Panam a, 
from the abundance of fish and sea 
shells found there. H ere in 1519, 
Pedrarias founded the city of Old 
Panam a, giving it the Indian name. 
In  J521, by o rder of E m peror Charles 
V., the title  of “Muy noble y muy 
leal” was bestow ed on the place and 
the governm ent, bishopric and col
onists of Santa M arie la A ntigua del 
Darien rem oved thereto. T h is was 
only accom plished after g rea t p riva
tion and suffering, it being estim ated 
that no fewer than 40,000 Spaniards 
perished in this trans-isthm ian  hegira 
during the ensuing th irty  years. T he 
court-of-arm s given to  the new city 
consisted of a yoke, a bunch of a r 
row s on a gilded field, with tw o ships 
underneath, a star, castle and lions. 
T he city became the seat of the first 
court of the Real Audiencia, which 
obtained in the Spanish possessions 
in Am erica from 15S3 to  1752.

In 1525, a Catholic p riest named 
H ernando I-uque celebrated solemn 
mass in the C athedral at Old P ana
ma, tak ing com m union with two 
Spanish explorers and m en-at-arm s, 
F rancisco Pizarro and Diego Alma- 
gro. He broke the holy bread into 
th ree pieces, tak ing  one and giving 
the o ther piece to  the tw o men. The 
significance of this act was no o ther 
than the solem nization of a con tract 
betw een all th ree to conquer the 
countries to  the South. T hey shortly  
afterw ards m anned several vessels 
and sailed down the coast, reaching 
at last the “golden” Peru. P izarro ’s 
flag used in his conquest is a treas
ured relic to-day in the archives at 
Bogota.

E arly  T rans-Isthm ian  Routes.
Some tim e after the se ttlem ent of 

O ld Panam a, an attem pt was made 
to establish land com m unication from 
k'om bre de Dios, at th a t tim e the 
principal port on the A tlantic, to  the 
new city on the Pacific. A road was 
finally constructed  betw een the two 
places, which crossed the Chagres 
R iver a t Cruces. For a  part of the 
way the road was paved, evidence of 
which rem ain to  this day. L a te r

small vessels com m enced to sail from  
N om bre de D ios to the m outh of the 
Chagres, then up that stream  to Cru
ces, w here the cargoes w ere tra n s
ferred  to  the backs of mules. N’om- 
bre de Dios was abandoned at the 
end of the sixteenth century in favor 
of P o rto  Bello, known to  be one of 
the best havens on the entire Isth 
mian coast, south of Chiriqui Lagoon, 
to which even the steam ers of the 
p resent day resort when an unusually 
s trong  n o rther is blow ing at Colon. 
N om bre de Dios has long been known 
as a graveyard  for the Spaniards and 
its decay was of little  m om ent.

A fter the conquest of Peru, and 
the developm ent of the gold m ines 
in the D arien, O ld Panam a sprang 
rapidly into prom inence. All the gold
en treasure  of the W est Coast was

poured into her lap to be sorted  for 
shipm ent to  the m other country. 
P o rto  Bello likewise becam e an im
p ortan t post, and was the scene of 
g reat fairs up to  the time of its cap
ture by the p irates under H enry  M or- 
gan.

T he Raids of the Buccaneers.
T he a ttack  and pillage of P o rto  

Bello, the capture of F o rt San L oren 
zo at the m outh of the C hagres 
R iver and, lastly  and chief of all, the 
sacking and burning of Old Panam a, 
perhaps at the tim e the m ost opulent 
city in all New Spain, by  H enry  
M organ and his band of seventeenth 
century  buccaneers, p irates and sea 
rovers, furnishes one of the m ost 
thrilling  chapters in the early  h istory  
of the Spanish Main, and some of the 
m ost notable events in the piratical

record of the W est Indies, no t only 
from  the boldness and in terp id ity  of 
the attack , but for the gallant defense 
as well.

T o  the A m ericans em ployed on 
the Isthm us and the touris ts that are 
going in ever increasing  num bers, 
the sites of these early Spanish cen
ters of W estern  civilization have a 
considerable charm , as is evidenced 
by the num erous excursions made 
thereto, especially during  the dry 
season. O f them all Old Panam a, 
perhaps, possesses the g rea test a t
traction. I t  is easily accessible from 
the present city and really in te rest
ing, a lthough unfortunately  many vis
itors m erely ride over, take a look 
a t the tow er and the old bridge, and 
then come back with the idea that 
they have seen everyth ing w orth

3. Arch at Old Panama. S. Fort at Old Panama.

while. T he tow er and bridge are 
near to  the beach, and easily seen, 
but the dense vegetation  w ith which 
the g rea ter part of O ld Panam a is 
overgrow n m akes sight-seeing fa rth 
er in m ore difficult. T h ere  is the old 
cathedral, the roof of which has fall
en in, bu t the walls of which are still 
standing. T his church is m entioned 
in E squem eling’s narra tive of the 
sacking and burning of Old Panam a, 
w ritten  in 1678, as the only one left 
standing after the fire, which was 
used for a hospital for the wounded 
of the buccaneers. T he in terio r of 
this church has been used in recent 
tim es and is still being used, I under
stand, by the natives living in the 
vicinity for a burying place for their 
dead N earby to the church is the 
Catacum bas, or tom bs, upon the roofs

of which g rea t trees are now grow 
ing vigorously. As one proceeds 
fa rth er landw ards, sections of the an
cient city’s walls m ay be seen in vari
ous directions, some being only held 
up by the gigantic roo ts of trees 
which have tw ined and intertw ined 
in and about the stones in such a 
m anner that now it would be difficult 
even for a pry to  dislodge them . 
L arge open wells curbed with stone 
are scattered  about the place, and in 
these, num erous relics have recently  
been found, such as parts of copper 
kettles, pieces of firearm s,, m oney, 
articles used in the churches, etc. If 
all w ere cleaned out, no doubt m any 
in teresting  and perhaps valuable re l
ics could be recovered, inasm uch as 
the trad ition  has been handed down— 
and histo ry  in a m easure supports it

—th a t the inhabitants of the place, 
in their frigh t and excitem ent, sought 
to  hide their valuables and as a last 
reso rt threw  them  into the wells of 
the city. Be th a t as it may, the 
site of Old Panam a furnishes a point 
of in terest well w orth  visiting.

T he tow er at O ld Panam a, which 
figures so prom inently  am ong Isth - 
main photographs, and which may 
be seen on a clear day from  high 
elevations in the new city, form ed a 
part of the castle of St. Jerom e. In  
the papers of a Spanish engineer of 
th a t tim e occurs the follow ing de
scription of it: “T his fortification 
was an excellent piece of w orkm an
ship, very strong , being raised in the 
m iddle of the port, of quadrangular 
form , and of very hard stone. I ts  
elevation o r height is eighty-eight
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geom etrical feet, its walls being four
teen, and its curtains, seventy-five 
feet in diam eter. I t  was built a t the 
expense of several private persons, 
the governor of the city furnishing 
the principal part of the m oney, so 
that it did not cost H is M ajesty any* 
sum a t all.”

N oth ing  has ever appeared in prin t 
m ore tru th fu l and in teresting  con
cerning the capture of P o rto  Bello 
and the burn ing  of O ld Panam a than 
is to be found in John  Esquem eling 's 
narra tive published in 1678, seven 
years after the events actually occur
red. Esquem eling was a m em ber of 
the pirate band and. therefore, an eye 
w itness of the incidents related. Al
though not definitely known, the au
tho r of th is narra tive is thought to 
have been a H ollander, inasmuch as 
his account first appeared in the 
D utch  language. I t  was afterw ards 
translated  into Spanish and in re
cent years into English, the la tte r 
translation  appearing  as a p a rt of the 
book called “T he Buccaneers of 
A m erica,” published by Swan Son- 
m enschein & Co., of London. T he 
au tho r 's  account is both graphic and 
picturesque, in which he invariably 
figures in the th ird  person. W ith  the 
exception of a few instances w here he 
speaks of the ex traord inary  exploits 
of the E nglish under M organ, as m at
ters of course he has taken no sides, 
and is as prone to criticise his leader 
as any individual on the opposite 
side. T he w orst criticism  to  be made 
of his narra tive is his tendency to 
m agnify the imip’ortance of certain 
places and things. Hence, from  his 
description of Old Panam a, one would 
be led to believe it a much larger 
and im portan t place than it really 
was. l ie  refers to  there having been 
five thousand houses in the place at 
the time of its fall. T h is would 
indicate a population of 40,000 or 50,- 
000 souls. Even in a much m ore 
extensive area than the site of Old 
Panam a, it would have been im pos
sible to com prehend so m any build
ings, and there is noth ing to-day to 
indicate it. I have thoroughly  ex
plored the site and cannot see pos
sible w here m ore than 10,000 or 15,- 
000 souls could have been gathered  
together. R ingrose, a m em ber of the 
pirate  band of Capt. Sharp, says in 
his narra tive of their expedition 
which visited New Panam a in 1680 
th a t the la tte r place was larger than  
O ld Panam a ever was.
T he expedition against Old Panam a 

w as H enry  M organ’s crow ning 
achievem ent and his action tow ard 
his men after their re tu rn  to the fort 
of Chagre, as Esquem eling term s San 
Lorenzo, m arked the beginning of 
the end of his career as the grea test 
p irate  of his time. H e w as a man 
of quick impulse, one good act being 
alm ost invariably offset by an evil 
one. H e cared no t fo r conquest for 
conquest’s sake, bu t he w as out for 
the coin of the realm , which in his 
tim e was figured in pieces of eight. 
O ne of the m ost astonishing moves 
in his w hole career was his attitude 
tow ard  piracy after his ascendancy 
to  the post of G overnor of Jam aica, 
n o t long .gfter hi$ re tu rn  from  the

Panam a expedition. T o him, m ore 
than  any one man, is probably due 
the ridding» of the p irates from  the 
w aters and islands of the W est In 
dies.

T he Panam a expedition was not as 
successful as M organ had figured on 
in the m atter of booty. T he escape 
of the Spanish galleon with the plate 
and church valuables robbed him of 
the best of his expected treasure. 
Local trad ition  has it th a t he left 
with as high as 1,200 mule loads of 
loot while a b iography of M organ 
puts it at thirty-seven. Esquem eling 
gives it a t 175 mule loads, which is 
probably about the co rrec t figure.

W hat Some Michigan Cities Are 
Doing.

W ritten for the Tradesm an.
George D ent has bought the old 

planing mill p roperty  at L apeer and 
is installing  new m achinery.

T he N ortheastern  Michigan Fair 
A ssociation will build a new g ran d 
stand at the fair grounds at Bay City. 
This y ear’s fair will be held Septem 
ber 1 to 5.

T he St. Johns C om m ercial. Club 
hopes to secure a public library and a 
post office building for th a t city. A d
ditional land has been gran ted  Mr. 
Chapman for enlarg ing his portable 
house plant.

T he annual banquet of the Business 
M en's A ssociation of S parta will be 
held April 29.

The annual convention of the 
Michigan L aundrym en’s A ssociation 
will be held in B attle Creek May 20 
and 21. O ver 200 delegates are ex
pected.

T hree additional offices will be add
ed to the B attle Creek Cham ber of 
Com m erce room s in the P ost build
ing. T here  will be a reading room, 
a com m ittee room  and lounging room 
and placards inviting strangers and 
visitors in the city to take advantage 
of the hospitality  of the Cham ber of 
Com m erce will be posted a t the ho
tels and about the city.

T he K alam azoo Com m ercial Club 
has landed ano ther paper mill, the 
P aper M akers’ Chemical Co., of E as
ton, Pa., having bought five acres 
ju st no rth  of the city lim its for the 
erection of a branch factory. The 
com pany m akes colors and sizing for 
use in paper mills.

T he G rand T ru n k  will beautify its

sta tion  grounds a t L ansing  w ith 
trees, shrubs, grass and flowers.

T he Bow ering Soap Co., of D e
tro it, will locate at E corse, building 
a new factory  in th a t village.

Secretary J. P. T racy, of the Sagi- 
now Board of T rade, will leave May 
1, having accepted a position as Com 
m issioner of Com m erce and M anu
facturers at Lethbridge, A lberta, Can., 
at a salary of $6,000 per year.

F lin t is preparing  to en terta in  the 
Grand Conim andery, K nights T em 
plar of Michigan, June 3 and 4.

O w osso has passed an ordinance 
forbidding the se tting  of poles and 
the string ing  of wires on South W ash 

ington street.
T he highway betw een Jackson and 

V andercook’s Lake will be im prov
ed, subscriptions to defray expenses 
having been secured by the Jackson 
C ham ber of Commerce.

A pril 30 is “Clean-up day” at St. 
Johns, by o rder of M ayor Black.

The Ann A rbor Civic A ssociation 
continues its activities. The D. U. 
R. will build a sidetrack to the Hill 
M em orial building to take care of the 
May Festival crowds. A fly crusade 
has been launched and m eat, food and 
milk inspection established. P lans 
have been laid for a boulevard sys
tem. Rubbish heaps and eye sores 
will lie rem oved m aking way for a 
clean Ann A rbor. A survey is being 
m ade of all shade trees, with a view 
of w eeding out the poor ones and 
preserving the best. T he A ssociation 
has ordered  1,500 shrubs and plants 
for the citizens at wholesale prices 
for decorating  lawns.

T he m anufacturers of Niles p ro
test against the proposed advance in 
freight rates to Chicago by the M ich ' 
igan C entral, Big Four and P ere M ar
quette railroads.

T he new A rthu r Hill auditorium , 
at Ann A rbor, seating 5,000 people, 
is alm ost com pleted and will be first 
made use of at the May Festival 
to  be held May 14-17.

T he M arquette Com m ercial Club 
has re-elected officers and will push 
the project of public playgrounds, 
sw im m ing pool and park on the west 
side of Presque Isle, reclaim ing a 
portion  of the swam p on the neck 
of land for the purpose.

P ontiac has plans fo r spending 
about $146,000 in paving im prove
m ents th is year.

An anti-sm oke ordinance is being 
considered by the Common Council 
of Flint.

L ansing has passed a milk ord i
nance sim ilar to  the one in Grand 
Rapids, but with the tuberculin test 
left out. I t  goes into effect June. 1.

F lin t's new filtration p lan t is near
ly com pleted and the w ater will be 
ready for use about Ju ly  1.

A Business M en’s League is being 
considered for the entire county of 
H oughton, to boost the in terests of 
the copper country. J. P. Peterm ann, 
of Calum et is one of the leaders in 
the m ovem ent.

Saginaw has passed a pool room  
ordinance fixing the closing tim e at 
10 p. m. on Sundays and m idnight 
the rem ainder of the week.

H ancock will en tertain  th ree S tate 
conventions this sum m er—the Ger
man Aid June 10-12, the Eagles 
June 17-19 and the Sons of St. George 
July 14-19.

"Scrub the city clean” is the new 
slogan at Alpena.

L ansing has $5,000 in hand for es
tablishing a city m arket and there is 
some question as to  w hether more- 
m oney is needed to  put in to  the ven
ture.

Saturday, A pril 26, was annual 
clean-up day in M uskegon and the 
school children assisted m aterially  in 
the m ovem ent.

L. B. H anchett was elected Mayor 
of Big Rapids while absent on a trip 
to the Pacific coast. He is expected 
home this week and will then be noti
fied officially of his honors.

R eports show much building ac
tivity at the Soo this spring.

The Birdseye V eneer Co. is com 
pleting a new plant at Escanaba, 
which will be one of the largest 
veneer mills in the State.

A. H. W eber is the new President 
of the Cadillac Board of T rade. An 
agricultural expert will be secured for 
W exford county, steps tow ard this 
end having been taken by this live 
Cadillac organization.

A new boat line has been formed 
a t St. Joseph, to  be operated under 
the nam e of the St. Joseph-C hicago 
Steam ship Co., with the follow ing 
officers: President, Geo. T. Arnold, 
Mackinaw City; V ice-P resident and 
General M anager, W . H . Hull, St. 
Joseph; S ecretary  and T reasurer, 
W alte r  C. Steele, St. Joseph. P resi
dent A rnold is also at the head of 
the Arnold T ran sit Co., which oper
ates a line of boats in N orthern  M ich
igan and W isconsin. T he com pany 
will operate the steam er Eugene H art 
daily to Chicago. G eneral offices 
will be at St. Joseph.

A lm ond Griffen.

Co-operate with the 
Housewife

Tell her about MAPLEINE 
for Dainty New Desserts 
and Syrup. She will real
ize you are up-to-date, and 
you will

Increase Yonr Sales 
Order of your jobber or 

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

Crescent Mfg. Co., Seattle, Wash.
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The Goods You Can Sell Easiest.
A clerk in the grocery  departm ent 

of a D enver departm ent store, who 
was recently  p rom oted to  assistant 
advertising  m anager in the sam e es
tablishm ent, has som e in teresting  
th ings to tell regard ing  the way in 
which he prepared  himself for the 
prom otion.

“ F o r a long tim e I seemed unable 
to make a sa tisfactory  sales record ,” 
he says. “ I held m y job b u t my 
weekly sales generally  footed the bill" 
letin and 1 could no t quite see the 
reason why. I was dead in earnest, 
no loafer and w anted to  m ake sales, 
bu t beyond tak ing  an o rder I didn’t 
seem to  make much headway.

“A t first I though t John  W illem y. 
one of the o ther boys in the depart
m ent, was righ t when he diagnosed 
m y case in a sentence: ‘Sam can’t 
talk ,’ was the way he put it. T hen 
when I heard him repeat this asser
tion to  several of the boys, m y ire 
was roused and I began to  have a 
determ ination th a t I would learn how 
to  talk.

“P re tty  soon I discovered why I 
hadn’t been able to  m ake a cred it
able sales talk. I t  w as because I 
didn’t know enough about m y goods.
I could, give as in teresting  a word 
synopsis of the la test play I had a t
tended as the next m an and could 
talk en tertain ingly  and in telligently  
about baseball or horses or in fact 
any of the th ings T was conversant 
w ith. I t  seemed only reasonable 
th a t if I becam e as well inform ed 
upon the m erchandise I was hand
ling as I was on these o ther topics 
—I  could put up a good selling talk.

“So I determ ined a t once to learn 
m ore about the goods on m y shelves.
1 listened to the argum ents of the 
salesm en in our departm ent who had 
the best records and m y suspicions 
w ere confirmed. T hese men talked 
au thorita tive ly  of blends and special 
processes; told of flour tes ts  by the 
governm ent; seemed to  know what 
preservatives w ere h arm fu l; som e
th ing  about the com parative nu tri
m ent in different articles of food and 
so on.

“O ne day I heard Bennet, our head 
clerk, tell a  wom an that a certain 
b rand of dates we w ere handling 
contained m ore calories of nu trim ent 
than  any o ther food product. T h is 
woman was a diet crank and Ben- 
net’s ability to ta lk  in her own term s 
im pressed her. A fter she had gone 
B ennett said to me, ‘All these food 
faddist are s tro n g  for th a t talk— 
copped it from  a m agazine advertise
m ent.’

“ If B ennett could get sales talk 
from  advertisem ents, I saw no reason

w hy I could not get help from  the 
same source. So I began studying 
advertisem ents of all trade-m arked 
goods on our shelves. I soon saw 
th a t the advertisem ent w riter and I 
had much in common. H e w anted 
to create in the reader a desire to 
possess his p roduct and a decision to 
buy it. I w anted to  accom plish the 
sam e thing w ith my sales talk. So 
1 was able to  use much of this m ate r
ial with m y custom ers p retty  much 
as it stood. O ccasionally I couldn’t 
get this inform ation from  m agazine 
advertisem ents o r I w anted m ore 
com plete inform ation than  the ad
vertisem ents contained; then l found 
it advisable to talk  w ith the traveling 
men w henever occasion presented  and 
to read and study booklets and o ther 
litera tu re  which m ost m anufacturers 
sent us.

“ In fact these booklets proved to 
he my very best source of inform a
tion. And as soon as I began the 
study of them  in earnest I becam e in
terested  in m erchandise. I ’m begin- 
m ing to think th a t know ledge will 
create in terest in anything. Now that 
I knew how articles w ere m ade and 
how they were inspected and packed 
and m arketed I found as much to  be 
enthusiastic about as though I had 
b ien  reading of plays or sports.

“T hen I began to w ant to  test out 
the advertising on m y own account, 
too. I rem em ber one of my first ad
vertisem ent studies was of a certain  
brand of tom ato  catsup and when I 
had read of its superior qualities I 
w anted to taste  it for myself. They 
used ano ther brand at m y boarding 
house, so I took along a bottle  of the 
new brand and garnished a tenderloin 
with a liberal supply of it. My first 
taste  convinced me th a t this catsup 
lived up to  its advertising  and my 
sales on it jum ped faster than on 
any o th er com m odity. Every  tim e 
1 talked Blank brand catsup and held 
a bottle  of it in my hand it seemed 
as though I could taste  its gratify ing  
piquancy and my talk carried con
viction.

“ I t 's  im possible to realize until you 
try it how much there is in that idea 
of know ing your goods—no* only 
th rough reading about them , but 
through eating  them  or w earing them  
or m aking use of them  in some such 
personal way. If you know abso
lutely from  personal experience th a t 
your goods are superior you can cer
tainly talk  them  up with g ingering  
forcefulness.”

If  you have no t enough business 
you m ay be fishing in the w rong 
place. Simple Simon could no t catch 
a w hale in the w ater bucket.

W hy Young Men Fail in Business.
Successful business life depends on 

the achievem ents of a few brillian t 
m aste r m inds, who plan and direct, 
and the general com petency of m any 
com prising the rank and file. T he 
spirit of the hour is efficiency, and 
it should be applied to the thousands 
who do the w ork as well as those who 
plan. A general can 't depend upon a 
poor arm y.

I w ant you to  understand in the 
beginning th a t success in life does 
no t m ean m oney accum ulation or suc
cess in business. Success lies in 
w hat you are, no t who you are or 
w hat youjve got. You have achiev
ed success if you are gentlem en. In  
a business career, it is im portan t tha t 
you should s ta rt right. Some are 
forever sta rtin g  and never finishing. 
A n em ployer looking over the h is
tory  of an applicant will learn  th a t 
he has w orked a m onth in th is place 
and ano ther m onth in th a t place. A 
six m onths’ record of em ploym ent is 
unusual. You can 't earn your way 
shifting  about. Find the w ork you 
are fitted for and stick to it.

I t  is im portan t th a t you go to 
w ork for some house of character. 
You can’t afford to  w ork for a house 
whose m ethods are not righ t and 
then find out after eight o r nine years 
tha t you can’t approve of those m eth
ods.

I don’t think much of the expres
sion, born salesm an, born credit man 
or born  into any o ther variety  of 
em ploym ent. M ighty few of us are 
born for any particular thing. I be
lieve that the good seller of life in
surance would make a good sales
m an in any line to which he m ight 
apply his capabilities. But you m ust 
be satisfied with your work. So 
select a good house, som ething you 
th ink  you are fitted for and stick. 
It is im portant to stick for it m ust 
lie said in the end th a t prom otions 
come from length of service.

W hat does the business w orld ex
pect of a young man who seeks em 
p loym ent' I t expects little , but it 
hopes for much. It has g rea ter hope 
that you will prove com petent than 
you have yourself. D on’t fo rget 
when you apply for a job as a stock 
boy th a t you are pu tting  in an ap
plication for the best position in the 
house some time, for it follow s that 
you are a possibility for a position 
of tru s t and responsibility in the fu
ture.

D ishonest Boy Is B ankrupt.
A business man expects th a t a boy 

will be honest. The boy who is not 
honest is a bankrupt. I t seems to  me 
that boys have a different idea of 
honesty than when I was younger. 
T hey  have a habit th a t they define 
as “sw iping.” T hey w ouldn’t steal 
money, but occasionally we find them  
‘sw iping,’ socks o r ties. I t  is stealing  
ju st the same. U nless you are hon
est, no m atter how brillian t you m ay 
be, you are  bankrupt. T h ere  is a 
larger honesty  th a t is dem onstrated  
in the boy who is no t afraid to  w ork 
a little  m ore than  is expected of him, 
who doesn’t w atch the clock. T h is 
kind of a boy goes ahead w ith his 
w ork and does it in the best possible 
way th a t he know s and isn’t w orry 

ing about w hether he is given due 
credit.

Im portance of Good H ealth .
You should be in good health. 

Business is hard  these days and de
m ands a m an on the job all the time. 
You should be in good health  so 
your em ployer w on’t have to  w orry 
w hether Jones is down to-day be
cause he know s th a t Jones is on the 
job. H ave a good tilmie, but don’t 
run around at n igh t a t the expense 
of your work. Be healthy  and you’ll 
be vigorous and cheerful. Y ou’ll be 
a good m ixer, and it is m ost im por
tan t to  know how to  handle yourself 
with o th er men. P ersonality  and 
cheerfulness count for a g rea t deal 
in the business world.

Pays to  Be C ourteous.
N oth ing  pays a young m an in busi

ness so m uch as courtesy  and con
sideration for o thers. N oth ing  a t
trac ts an em ployer so much as this 
elem ent of courtesy and it is quite 
im portan t to obtain your em ployer’s 
a ttention .

If you are no t m eeting  with the 
advancem ent you anticipated in the 
house you are connected with, don’t 
get discouraged. Som eone will be 
looking for you some tim e from  some 
o ther house, and the qualifications 
th a t have m ade you valuable w ith 
your first em ployers will be appre
ciated by subsequent em ployers.

W ork—'hard w ork—is the basis of 
all success. T he m an of only m oder
ate qualifications will surpass the 
m ost b rillian t com petitor if he is a 
hard w orker, and th a t is why so m any 
brillian t m inds are no t successful in 
business. I t  is because they are not 
hard, persisten t w orkers.

E dw ard M. Skinner.

The Resolutions of a Clerk.
T h at I will be a t my appointed 

place on tim e every m orning, and re 
main at my w ork until the end of the 
closing hour.

T h a t w henever there is ex tra  w ork 
which needs a tten tion  I will do it 
cheerfully.

T h a t I will be extrem ely careful 
about every detail of the daily ro u t
ine.

T hat every m inute of the day I 
will give to  my em ployer the best 
tha t is in me.

T h a t I will be polite and obliging 
to custom ers, no m atter how un
civil o r overbearing they m ay be.

T h a t 1 w ill concen trate  upon my 
duties in the o rder of their im por
tance, disposing of each, w henever 
possible before attend ing  to  the next 
one.

T h a t I will alw ays do the righ t 
th ing  because it is the only th ing  I 
should do—not m erely w ith a view 
to u ltim ate rew ard.

T h a t after I have deposited the 
correct am ount in the cash reg ister 
I will rem em ber to put the custom 
er’s receipt in the package.

T he m an who w orks with his 
hands, the m an who does things, is of 
far m ore consequence than  the man 
who sits on the raised p latform  or 
beh ind .the m ahogany desk and o rders 
th ings done. T h is is the age w hen 
the w orld is tak ing  stock in the m an 
who does things.
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LOGIC O F LE A D ER S.

H ow  to Make Local Advertising M ost 
Effective.

W ritten for the Tradesm an.
D on’t let style govern your adver

tising  policy. Be guided, not by “w hat 
o ther are doing,” but by resu lts for 
you.

T he best so rt of advertisem ent is 
not the handbill or the le tte r  o r the 
new spaper advertisem ent, but simply 
the a tten tio n -g e tte r th a t produces 
sales a t the sm allest cost per cus
tom er.

E xperience is the only teacher; you 
can’t say beforehand which m ethod 
is going to be the m ost productive. 
T ry  each one out. T hen  you’ll know 
which is efficient and which not.

A nd in your “ try -ou ts ,” don’t neg
lect the “leader.” Some people re 
fuse to  do “leader” advertising, be
cause it is som etim es necessary to 
accept a loss in order to  draw trade.

But how about new spaper advertis
ing. I t costs m oney doesn’t it? W hen 
you run an advertisem ent you buy 
som ething th a t adds no th ing  to  your 
stock of m erchandise. In  fact, you 
buy “space”—som ething th a t has no 
value from  the pure m erchandise 
standpoint.

And when you buy handbills or 
spend m oney for le tte r postage, you 
get no th ing  real in return . T h e re 
fore, in all k inds of advertising  you 
accept a loss in order to  m ake sales.

W hether “w indow -leaders” are 
m ore effective than  o ther form s of 
advertising  is for you to find out. I t  
is your business to  see w hether a 
window-full of 14 quart dish-pans at 
a dime will pull in m ore shoppers 
than  a half page advertisem ent in 
your local newspaper.

It is your business to find out 
w hether the cost of the handbills you 
use is less or g rea ter than  the loss 
you accept on trade-bring ing  window- 
leaders.

Why?
Because the loss on your leaders 

o r the cost of your handbills are pre
cisely the sam e so rt of expense for 
you, a lthough operations are involv
ed.

Some m erchants like the theory  of 
leaders, bu t fear th a t their use will 
kill staple goods and price. W ise 
m erchants, however, escape the dan
ger of confining their leader offer
ings to goods no t carried regularly  
in stock. In this way they exert all the 
pull of a low priced w ithout “killing 
off” their regu lar lines.

T he business o f all advertising  is 
to  b ring  custom ers into the store and 
it can be safely said th a t no form  of 
publicity does this m ore effectively 
than  leaders.

T he leader idea given “punch” to 
window and teaches consum ers to 
w atch your store.

T he leader idea teaches people to 
scan the goods on your shelves.

T he leader focuses atten tion , not 
on a prin ted  page, but on your sto re  
itself.

T h ere  are enough sto ries of “suc
cess w ith leaders” to  fill several is
sues of th is paper, and although we 
like to  give the “p roo fs” we m ust

confine ourselves to  two or three 
typical cases.

T he first exam ple is from  a tow n 
of 4,000 the second from  a tow n of 
30,000 and the  th ird  from  one to 60,- 
000.

M erchant No. 1 advertises only in 
one way. Every W ednesday he fills 
one of his w indows w ith special m er
chandise for his Saturday sale and 
relies upon this single “arm ” to do all 
the work. In  a conversation  w ith the 
w riter he gave the follow ing de
scription of a typical sale. “ People 
begin to come about 7 o ’clock S atur
day m orning and crush around the 
fron t door until I open at 8. So 
great is the in terest my leaders create 
tha t buyers have to  go out the back 
door because of the crow ds th a t con
tinually jam  the fron t door. I find 
th a t leaders do my whole sto re  good.”

T he second m an sta rted  in business 
w ithout a jo t of experience and took 
up window leaders because he thought 
they 'd  be easy to handle. H is suc
cess has been sim ply phenom enal, 
and m ight stretch  the credulity  of 
readers if we told all the details here. 
T his m an, suffice it to say, now has 
the m ost profitable business in his

plete and com prehensive and 
autom obilists, bicyclists, etc. 
sents the m ethod Mr. N ellist 
new publication.

town and is still an arden t believer 
in leaders.

T he th ird  man, strange as it may 
seem, w as an old-tim e hardw are man.

Man No. 1 was a general m erchant.
Man No. 2 was a variety  man.
He adopted leaders because of the 

com petition of tw o lively syndicate 
sto res which are located w ithin a 
block. T his man decided to  fight fire 
w ith fire. Result?- A t the present 
tim e he not only is m eeting the sydi- 
cate com petition, but his business is 
one o f  the m ost profitable in the 
whole hardw are field.

Give the leader a trial.
If it doesn’t do m ore than stand on 

its own base, we’ll be surprised.
A nderson Pace.

A Case in Arithmetic.
T he teacher was hearing  her class 

of small boys in m athem atics.
“E dgar,” she said, “ if your father 

can do a piece of w ork in seven days, 
and your Uncle can do it in nine days, 
how long would it take b o th  of them 
to  do it?”

“T hey  would never get it done ’ 
answ ered the boy, earnestly . “T hey 
would sit down and tell fish stories.”

Methods of Mail Order Houses.
Knox, Ind., May 5—T he grow th 

of the mail o rder business is indeed 
m arvelous, and m any m erchants every
w here express their surprise  as to 
the p roportions it is assum ing; yet 
there is no th ing  surprising  about it 
when we observe how closely they 
pay a tten tion  to details which the 
local m erchant neglects.

An instance of- how a mail o rder 
house in Chicago a ttends to its busi
ness w as told me the o ther day, and 
in hope th a t it m ay prove of w orth 
to some local m erchant I will repeat 
it.

A farm er living in K ansas had for 
several years been a very good cus
tom er of the mail o rd er house but 
for some unknow n reason his orders 
ceased. T hrough  the ir accurate fil
ing system , which show s the ir every 
transaction  with the thousands who 
have ever purchased goods of them, 
they soon noticed the dropping off 
of the farm er's orders. T hey imme
diately com m unicated with him, but 
their correspondence b rought no re 
plies.

T he mail o rder house did not let 
the m atter drop because of this, they

T he above illustration  repre- 
has taken of advertising  his

sent one of their representatives all 
the way out to K ansas to find out 
w hat was the trouble.

W hen the representative reached 
the little  town in K ansas near which 
the farm er lived he drove ou t to the 
farm to find his man. He did not 
make his business known at first to 
the farm er, but talked casually of 
affairs in general. F inally the sub
jec t of mail o rder houses was b roach 
ed. T he farm er “w ent up in the a ir” 
as we say in the ordinary parlance of 
to-day. W hat he had to say about 
mail order houses would not appear 
appropriate outside a card room.

H e told of how the mail o rder 
house had sold him some furniture  
th a t was far inferior to w hat he had 
ordered, and said th a t if any one 
w anted to get stung  righ t they should 
buy of the mail o rder house. F inally 
the representative of the mail o rder 
house told him who he was and tha t 
he had come all the way to  K ansas 
from  Chicago to see w hat was the 
trouble. H e offered to take the fu r
n iture back and refund the m oney or 
to  pay the farm er w hat he thought 
would be righ t and the farm er keep 
the furniture.

In  th inking the proposition over 
the farm er was so well pleased to 
think tha t the mail o rder house 
should send a m an way out there to 
make th ings righ t th a t he accepted 
the proposition m ade by the rep re
sentative, and hitched up his team  
and aided the mail o rder m an to get 
betw een three and four hundred dol
lars w orth  of business from  his 
neighbors; I. L. T o tten .

The U se of a Light Delivery Truck.
I t  has been am ply dem onstrated  

by hundreds of ow ners of light de
livery trucks of 1,000 pounds capacity 
th a t this truck  has a place in alm ost 
every business and is far superior to 
the horse, both  from  the standpoint 
of econom y and service. I t  has p rov
en an excellent substitu te for the 
horse for light hauling and delivery 
service in every instance w here busi
ness men have given it a fair trial.

Business men who are using the 
light truck  in place of horse and 
w agon equipm ent w ith the grea test 
success are men who have given this 
problem  careful study. In  instances 
w here the light truck  proved the m ost 
profitable it was necessary to change 
the plan of rou ting—delays which 
were necessary to give the horses 
rest were elim inated—plans w ere laid 
to keep the truck  busy the entire 
day with as few delays as possible.

T he users of 1,000 pound trucks 
may be divided into tw o classes: 
first, the man who uses light trucks 
exclusively. H is loads are not heavy 
—speed and prom ptness are the es
sentials. Second, the man who uses 
heavy trucks but who needs a light 
truck for em ergency calls. F o r busi
ness men of this class a light truck 
saves money because it saves the time 
arid tires of the heavier truck.

In the first class is included g ro 
cers, decorators, repair men, plum b
ers, cleaners and dyers, laundries, 
rural telephone companies, etc. F o r 
them  a car costing from  $800 to $1,- 
000 and carry ing  from  1,000 to  1,200 
pounds is the m ost practical. T he 
light truck  replaces tw o or three one- 
horse wagons. I t  perm its the m er
chant to extend his te rrito ry  and in
creases his trade by m aking deliver
ies profitably that he would consider 
unprofitable with horse and wagon 
equipm ent.

In the second class is included 
brew ers, bo ttlers, departm ent stores, 
jobbers, etc. T hey  all have telephone 
calls for em ergency deliveries. By 
m any of the above nam ed a light de
livery truck  is used, and has proved 
very profitable. N ot long  ago the 
w riter noticed a four or five ton 
truck m aking a delivery of 450 or 500 
pounds of sheet steel. T hink of the 
w aste of gasoline, tires, investm ent, 
etc., by using  a large truck of this 
kind for such light deliveries. A light 
truck  for sm all deliveries of th is kind 
would prove a profitable investm ent 
for this or any concern.

T here are m ore m en in Am erica 
who would make successful C ongress
m en than  would m ake successful 
m erchants. T h a t is how im portan t 
your w ork is as com pared to  m aking 
laws.

John N ellist, the well-known surveyor, has placed on the 
m arket a com plete road m ap of M ichigan which has re
quired th ree years for its preparation . T he map is very corn-

will be a valuable guide for
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Michigan Poultry, B u tter and Egg Asso
ciation.

President—B. L. H ow es, D etroit. 
V ice-P resident—H. L. W illiam s, Howell. 
Secretary and Treasurer—J. E . W ag

goner, Mason.
E xecutive Com m ittee—F. A . Johnson, 

D etroit; E . J. Lee, Midland; D. A. B en t
ley, Saginaw.

Present Features of Handling E ggs 
By Storekeepers.

U nder the p resen t system  of buy
ing loss-off, or on a quality basis, 
many storekeepers have relinquished 
the handling  of farm  eggs. T h is is 
due in part to the fact that the m er
chant does no t feel that he can go 
to the expense and trouble of cand
ling, and also to the fact tha t if in 
defiance of the pure-food laws of the 
S tate he a ttem pts to continue on the 
case-count basis, a t the sam e time 
offering as much as his com petitors 
who are buying on the loss-off basis, 
he is experiencing a much heavier 
loss on his eggs than form erly. If 
he does no t offer as much as his 
com petitors he is likely to  get only 
the m ost undesirable class of eggs 
which will increase his loss still m ore 

In  buying on the loss-off basis, the 
storekeeper would in all probability  
have m ade no distinction _ between 
the firsts and seconds, but would sim 
ply have throw n out the rots. T he 
loss represented  by the ro ts  would, 
however, have been saved, excepting 
a small proportion  which W'ould have 
developed between the tim es the 
storekeeper and the candler handled 
the eggs.

D riving the local m erchant out of 
the egg business is no t inevitable, 
though in m any respects it would 
be greatly  to his advantage and to 
the advantage of the egg trade. In 
deed the m erchants o f some towms 
have voluntarily  w ithdraw n by m utual
ly agreeing to turn the egg trade 
over to  the cash buyer, w here it be
longs. T his is the sim plest and best 
solution of the problem . It has also 
been suggested th a t the business be 
turned over to  the produce dealer, 
who, instead of paying cash, shall 
issue scrip which will be taken at 
its face value in paym ent for goods 
at any of the local stores. T he whole 
object of this plan is to compel the 
farm er to  patronize home trade.

O ther plans have been devised and 
are w orking with some degree of 
success which a ttem pt to  keep the 
benefits of the egg trade for the m er
chant, while a t the same tim e reliev
ing him of its unpleasant features. 
O ne of these allows the farm er to 
trade his eggs ou t on a case-count 
basis as before, but these eggs are 
kept separate. Each m orn ing  the re 
ceipts of the previous day are sold 
to the local cash buyer, who candles

the eggs and reports the  ro ts  or 
bad eggs found in each individual lot. 
T he m erchant then charges the loss 
against the farm er’s account and de
ducts it from  the next lo t of eggs 
brought in if he has no balance in his 
favor. By such a procedure the m er
chant is obeying the law, is helping 
to improve the quality of the eggs, 
is pro tecting  him self against loss, 
and at the same time is re tain ing  his 
egg trade. T his m eans tha t instead 
of unloading inferior m erchandise 
upon his custom ers, as he did when 
the case-count system  w as in vogue, 
he is able to give them  full value for 
their m oney. H e has no loss to  fig
ure and need not fear the com peti
tion of his fellow m erchants or the 
large out of town m ail-order houses. 
As soon as the farm er is m ade to 
realize that every m erchan t in town 
is going to candle his eggs he im
m ediately com m ences to  take bette r 
care of them  and carefully com pares 
the prices on various articles of food 
and clothing as advertised  by the 
m erchants. T hus the whole problem  
sim ply resolves itself into the ques
tion of legitim ate profits, and unless 
the m erchant is selfish o r  m oney mad 
there is no logical reason why his 
prices can no t be m ade as attractive 
as those of his com petitors.

Aside from  the m ethod of buying, 
there are o th e r  conditions connected 
with the country  store which should 
be rem edied in o rder to  give best re 
sults. The m ost prom inent of these 
is infrequency in shipping. It is not 
uncom m on to r  the storekeeper to al
low his eggs to accum ulate for a 
week or even longer before he ships 
them , and as he has no room  espec
ially for holding eggs and m ust de
pend upon using the back part of the 
store or a cellar, th is is a serious 
cause of deterioration . T he produce 
dealer, on the o th e r  hand, under
stands b etter the necessity for m ov
ing the eggs as quickly as possible, 
and not infrequently  ships daily dur
ing hot w eather. U nder such con
ditions little  of the deterio ration  oc
curring  can be laid at his door. In 
the country  store it is frequently  ob
served that the egg cases w ere piled 
alongside of m erchandise of m any 
kinds, am ong them  barre ls of kero 
sene. barre ls and crates of vegeta
bles, and o ther m aterials from  which 
the eggs w ere alm ost certain  to ab
sorb undesirable flavors o r odors.

T he Cash Buyer.
T he cash buyer o r  produce dealer 

m ay be in business fo r him self or 
may be the agen t of some large car- 
lot shipper o r cream ery company. 
IIis  m ethod of doing business is very 
sim ilar to th a t of the country  m er-
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chant, except tha t he offers cash in
stead of m erchandise. H e is often 
no t looked upon with favor by the 
town m erchants because they  realize 
th a t the farm er p refers the cash in 
order th a t he may purchase his m er
chandise from the firm offering the 
low est prices. As long as the m er
chants w ere able to  dispose of their 
eggs on a case-count basis they 
aould, by offering 1 or 2 cents m ore 
per dozen in m erchandise, retain  the 
g rea ter part of their trade. T he en
forcem ent of. the loss-off system , 
however, is w orking a slow but sure 
change in this system  and a g rea t
er proportion  of the trade is going 
over to  the cash buyer.

In  studying the conditions found 
a t the country store and at the cash 
buyer's the follow ing card was used. 
T h is  card is self-explanatory.

N o.........................
N am e ........................................................................
A ddress ............................................. ......................
D ate ..........................................................................
Sources of supply .............................................

R elative proportion from  each source
Frequency of receip ts .....................................
C haracter of paym ents .................................
Grading ...................................................................
M ethods of holding:

Containers .....................................................
R epacking .......................................................
N ature of s to r e r o o m ...................................
C apacity of s to r e r o o m ...............................
Tem perature of storeroom  ...................
Length of tim e h e l d ...................................

H ow  shipped .......................................................
Size of shipm ent ...............................................
Frequency of shipping ...................................
D istance from store to  shipping point . . . .
Length of railroad haul .................................
T im e consum ed in h a u l .............•.....................
O utlet ........................................................................
N am e and address of person or firm

to  w hom  sold ...............................................

T he H uckster.
The huckster or peddler who g a th 

ers eggs d irectly  fro!mi the farm  is 
found m ostly  in the S tates of M ichi
gan, Indiana, Ohio, K entucky, T en- 
nesses, and the N ortheastern  States. 
W here the huckster operates in th ick
ly settled  localities and w here it is 
possible to  have a tw ice o r thrice 
a week service, the eggs gathered  
by him constitu te  som e of the best 
on the m arket, but w here he m akes a 
trip  of a week or ten  days the eggs 
are  exposed to  m any unfavorable 
conditions and are usually poor in 
quality.

T he Co-operative Cream ery.
T he num ber of co-operative cream 

eries handling  eggs is not at the p res
en t tim e large. T h ere  are some places 
w here th is system  is w orking suc
cessfully, and it is suggested  as a 
feasible proposition in localities where 
conditions are favorable. T he chief 
requisites necessary to  operate such 
a  system  successfully are: (1) A well- 
established cream ery  w hose m ana
ger is in terested  in th e  w elfare and 
advancem ent of the com m unity and 
w ho has by his stra igh tfo rw ard  deal
ings gained the confidence of the 
farm ers. (2) A locality thickly 
enough se ttled  to  supply the cream 
ery with sufficient eggs to  m aintain 
a  trade in some near-by city. (3) A 
receptive and progressive body of 
farm ers who will carry  out their part 
of the agreem ent w ith the cream ery. 
(4) A system  of ga thering  up the 
cream  and eggs by  the  cream ery 
w agons o r the ir delivery by the farm 
ers a t frequen t and regu lar in te r
vals. (3) A system  of paym ent which 
shall, like the loss-off system , m ake 
each producer responsible for the 
quality of the eggs. (6) A m arket

witiluin easy shipping distance de
m anding good dependable eggs and 
willing to  pay a prem ium  for them.

Shipping E ggs L  cally.
I t  is the general custom  for the 

farm er to dispose o f his eggs through  
the country  m erchan t o r the cash 
buyer. T he country  m erchan t may, 
in turn , either sell to the local cash 
buyer or ship his receipts independ
ently to  com m ission m en or car-lot 
shippers in su rrounding  cities. In  
m ost tow ns w here cash buyers are 
located it is usual for the m erchant 
to dispose of his .receip ts th rough 
this channel. In  m any tow ns, how 
ever, there is not enough business to 
support a cash buyer, and in such 
cases the m erchants ship to the firm 
offering highest quotations. In  cas
es w here the cash buyer is a salaried 
agen t of some large shipper o r pack
er he of course forw ards all receipts 
to  the central plant, but should he 
be in business for him self the parties 
offering the best prices will receive 
the bulk of his trade.

In shipping the eggs both  the coun
try  m erchant and the cash buyer are 
often guilty of careless packing, which 
is responsible for a p a rt of the break
age. I t  is a frequen t occurrence to 
find old ta tte red  fillers used which 
waste m ore mtoney in tim e spent in 
park ing  the eggs in them  than new 
ones would cost. O ften  no flats are 
used betw een the fillers, but a  few 
thicknesses of new spaper are depend
ed on to take the ir place. A small 
pad of excelsior should be placed in 
the bottom  of each side of the case 
and on the top of the upperm ost 
flats. T hese will provide elasticity  
and do m uch to  preven t breakage. 
F requently , too, the trouble is taken 
to  nail the top of the case securely 
in the center. T h is is a m istake, as 
it p revents elasticity  and is unnec
essary  if the top is nailed securely at 
the ends. Exceptionally  large eggs, 
even though they m ay have strong  
shells, are  alm ost sure to  be broken 
if packed in the case, and will sm ear 
a large num ber of o th er eggs. Tn 
fact, any of the factors causing b rok
en eggs result in a much g rea te r  loss 
that! th a t of the eggs actually  b rok
en, for m any o thers are so badly 
sm eared th a t they  m ust be classed 
in low er grades than  they would 
otherw ise be placed.

T he eggs, a fter leaving the hands 
of the im m ediate collectors, are 
handled m ainly by local freight. D ur
ing th is stage of their journey  there 
is liberal room  for im provem ent. T he 
general rule of m ost railroads is th a t 
eggs o r any o th er products which 
are to  be shipped on the daily fre igh t 
m ust be delivered a t the depot at 
least one hour before scheduled train  
time. I f  all tra in s ran  on scheduled 
tim e th is rule w ould no t be so harm 
ful, but since th is is *he exception 
ra th e r  than  the rule with the local 
freigh t, it often  happens th a t eggs 
rem ain exposed to  the direct rays 
of the sun for several hours. D uring  
the m onths of June, Ju ly , A ugust 
and Septem ber th e  quality  of the 
eggs suffers from  th is treatm ent.

When the cases are loaded on the 
train they are placed either in a box 
car or in one end of an open stock

car which is also used for live poul
try. T he box car often contains 
em pty oil b arre ls and freight of sim
ilar nature. T hese box cars are 
opened when a sto p  is m ade, and 
then o n ly ' long enough to  load the 
shipm ents from  that station. If the 
day is warm  the tem peratu re inside 
the cars will often go as high as 
106 degrees F. and rem ain a t tha t 
poin t flor hours. The tem perature 
of the open stock cars is from  8 
to 10 degrees low er than  th a t in box 
cars during  the ho ttest period of the 
day, and ow ing to the free circula
tion of air very much cooler after the 
sun has set. Coupled to this ex
posure to high tem peratu re and in
jurious odors the eggs are, of course, 
subjected to violent but unavoidable 
shaking and ja rrin g  during  the en
tire  trip.

I t  should be said th a t a t least one 
of the railroads has taken a long step 
forw ard in the m atte r of handling 
eggs on the local freight. T his road 
is running re fr ig e ra to r  cars into 
which eggs are loaded, and the m ost 
favorable tem peratu re possible to get 
under these conditions is m aintained. 
Some of the packers consider this 
such an im portan t feature in im
proving the quality of the eggs hand
led by them  th a t they  intend to run 
re frigera to r cars at their expense 
over some o f the lines from  which 
they draw  heavily.

T he follow ing are som e of the 
m ost im portant w ays in which the 
railroads can help in this m ovem ent 
for the im provem ent of quality in 
eggs: (1) Provide covered sections 
of sta tion  platform s and require th a t 
eggs w aiting  for shipm ent be stacked 
there ou t of the sun; (2) provide 
local refrigera to r service for eggs; 
(3) if re frigera to r service is deemed 
out of the question, provide stock 
cars ra th er  than  box cars fo r m ov
ing eggs during  the sum m er m onths.

T he C ar-Lot Shipper.
A fter the eggs leave the hands of 

the country  m erchants and local cash

All Kinds of

Feeds in Carlots
Mixed Cars a Specialty

Wykes & Co., ™ '
State Agents Hammond Dairy Feed

buyers they are next handled by the 
packers and car-lo t shippers. T hese 
men m aintain central houses a t im
p o rtan t railroad junctions and a t 
various o ther large tow ns and cities. 
T hey are keen, shrewd, business men, 
handling large quantities of eggs so 
that they realize the necessity  of 
good trea tm en t after the product 
reaches their hands. W hile there is 
stilt room , no doubt, fo r considerable 
im provem ent in m ethods from  this 
point on, this end of the trade is 
much fu rther advanced at the present 
time than th a t represented  by the 
producer and storekeeper, so th a t the 
g rea test need for the im provem ent 
of m ethods of handling and thus of 
im proving the quality of eggs is from  
the farm  to the packing house.

Harry M. Larnon.

As One W ho Knows.
Figgs—Does your g rocer sell his 

apples by the barrel?
Fogg—W ell, they come in barrels, 

but w hat he sells them  by is the top 
layer.

Rea & W itzig
PRODUCE
COMMISSION
MERCHANTS

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

Established 1873

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

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

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

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

Hart Brand Canned noons
Packed by

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

Michigan People Want Michigai. Products

WANT APPLES AND POTATOES
Car load lots or less. Write us what you have.

139-141 So. Huron St. M. O . B A K E R  &  C O . Toledo, Ohio
We are now located in our own new building adjoining the new municipal wholesale city market
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P ractical and H elpful Ideas on Effi
ciency.

W e are “little fish” in a small town, 
with a medium size stock, and we 
cannot afford to adopt every new 
and novel fad that com es along; 
neither can we use all the new ideas 
which would apply to  the big fellows 
in the larger tow ns, but we have 
found some very practical and helpful 
ideas on “efficiency” which will make 
us some m oney in our sto re ; and to 
he “a good fellow ” w ith ou r b ro ther 
clo th iers we give, in our clum sy way, 
our experience in adapting  “efficiency 
m ethods" as we understand them .

Yes, my partner, Tom , and I have 
got the “efficiency fever” in its w orst 
and m ost aggravated  form, all owing 
to ou r reading about this old but 
newly named duty of the retail clo th 
ier in every issue of the m agazine. 
You see that when it was told to  us 
time and time again, th a t we m ust 
have “efficiency,” we naturally  w on
dered how it was to  be taken, ou t
w ardly o r inwardly, rubbed on the 
tired feet or on the aching head, and, 
strange to tell the th ing  called effi
ciency is a panacea for “th a t tired 
feeling” which comes from  so many 
long trips up and down the store on 
busy days, by causing us to adopt 
sho rter and be tte r ways of arrang ing  
and placing the stock, as well as 
making it easier to handle the trade, 
saving lo ts of time heretofore spent 
in useless lost motion.

From  T om ’s way of looking at it, 
it was to place the kind of goods 
with the kind which would be next 
dem anded by the custom er—“kind 
with kind,” as he calls it; and the 
first th ing  he did was to  change the 
long-located overall stock, under the 
counter, to  a place at the rear of the 
store  w here in bins or shelved par
titions, he placed the different kinds, 
according to size and then he took 
the heavy knit w ork socks and put 
them on the shelf below the overalls 
—he had always grum bled about going 
up to the front of the store, “W alk
ing a hundred feet for a dime sale,” 
as he expressed it.

Then he “ split up the stock” some 
m ore, by m aking room above the 
overalls for the shop caps, for, said 
he, "W hen a man w ants overalls he 
is the kind of a custom er who will 
buy heavy w ork socks and work 
caps.” 1 didn’t say a word at the 
time, for the location of the overall 
stock had been a tho rn  in T om ’s side, 
and I w anted to  see how the change 
w orked out, for, if there was one 
thing m ore than the o ther in our store 
that, w orried me it was to get down a 
stack of from  th ree  to  five boxes of

hats to  show a custom er when he 
w anted to  see a hat.

Tom  alw ays said, “W e are used to 
this arrangem ent of the hats, and it 
will be aw kw ard to have them  kept 
any o ther way.” W ell, the change in 
the overall, sock and cap stock w ork
ed so satisfactorily, enabling one 
salesm an to  w ait on tw o o r m ore 
custom ers at once, tha t we put the 
w ork sh irts alongside the overall 
shelves; th is helped the cause of “effi
ciency,” and Je rry , who is one of the 
salesmen, said, “T h is is ‘efficiency,’ 
for this arrangem ent saves time and 
trouble. W e don’t have to ‘claw over’ 
the entire stock to  find a size or tro t 
from  one end of the store  to the 
o ther to sell the different kinds of 
goods tha t should all be together." 
All th is was confusing for a few 
days after each change was made, but 
we soon got used to it, and then 1 
broached the m atte r of changing the 
arrangem ent of the hat stock.

"H'ow can we be tte r the a rrange
m ent?” said Tom . I had thought 
out a plan to build up a set of shelves, 
each ju st high enough to accom m o
date a hat box. W e took some 12- 
inch plain boards, and rested  them  
on souare fram es set edgew ise; these 
fram es w ere made of 1 by 2 inch 
strips, three for each length of the 
board, and, as they  were movable, 
they could be placed as each hat box 
dem anded. W hen the edges of the 
boards were neatly  stained they look
ed as good as the balance of the 
fixtures. W ith  the reserve of the hat 
stock stacked on the top of the shelv
es, it was a tim e and patience saver 
beyond our m ost hopeful expecta
tions.

1 hen Carl, who is our new est 
salesm an, a Swede about 18 years 
old, said, one day: “Mr. T om , don 't 
you get tired running over to  the 
shelves for the vest and trousers to 
m atch the coats on the tables, when 
you are show ing the suits? W hy not 
put them under the table on shelves, 
ju st below the coats, and then a sales
man would no t have to move out of 
his tracks lo sell a su it; the coat, vest 
and trousers would be together.” 
Tom  said the goods would get too 
dirty, but Carl thought it would be 
as easy to keep them  clean down 
there as on the shelves. But his idea 
set us to thinking, and Tom  and I 
agreed that, if any change was to be 
made, we would do the th ing  right!

W e had always carried the suit 
stock on tables and on shelves, as 
indicated above, and it was hard to  
break away from  th is tim e-honored 
m ethod, but we w ere g reatly  pleased 
by the space-saving plan of having 
m en’s and boys suits on hangers sus

pended from  rods under a broad 
shelf, on one side of the store, and we 
decided to  m ake the change, which 
Carl accepted as an im provem ent on 
his idea. You see, we try  to  get our 
salesm en interested, and when they 
have an idea we gladly give them 
credit for it, as it stim ulates them  to 
do m ore and better things.

W e had a blacksm ith m ake us 
heavy screw eyes to screw into every 
fifth jo in t in the ceiling, at a distance 
of 28 or 30 inches from  the side wall. 
N ext we m ade a broad shelf, as a 
cover for our w ardrobe, of m atched 
flooring, as wide as the space of the 
screw eyes from, the wall, i. e., 28 to 
30 inches. A t in tervals corresponding 
to the distances betw een the screw 
eyes in the ceiling, we nailed 2x4 
strips flat across on the under side, 
then on  the top we put in heavy 
screw eyes, which we jo ined to those 
in the ceiling by m eans 6f 5-16-inch 
iron rods, w ith hooks tu rned  a t each 
end.

W e spiked 2x4 pieces to  the wall, 
with cut-in places to  support the in
side ends of the cross pieces; this 
made a close jo in t a t the back next 
the wall to  keep out the dust. The 
fron t edge was finished with a m old
ing, and when this was stained our 
wall fixtures was as neat as any o ther 
in the store. W e next took Jjj-inch 
galvanized iron pipe, and suspended 
it by screw hooks from  the bottom  
of the wide shelf; these hooks we 
found in the hardw are sto re  at a very 
small cost.

W e next bought enough coat hang
ers, w ith a bar, on which to  hang the 
vest and trousers, and now we have 
the suits altogether. Wie even keep 
the children 's suits in the w ardrobe, 
using a double rod for this stock; the 
trousers are pinned inside the coats 
w ith safety pins.

W hen all the rods were adjusted 
we bought some heavy dark green 
co tton  m aterial and made single cur
tains reaching to w ithin th ree inches 
of the floor, as long as the space 
betw een the cross pieces. A t the up
per end we sewed in brass rings, 
which were run on light b rass rods 
all a long the fixture. T he curtains 
were m ade short, so as to only show 
the stock the salesm an w anted to 
display when they were pushed aside.

W hile this m anner of displaying 
the goods is not so “stocky” looking, 
by far, as on the tables, we are fully 
realizing the advantages of th is a r
rangem ent. D oubtless the glass 
show cases are better, but, as our 
w ardrobe cost us so much less we 
feel th a t we are g e ttin g  value receiv
ed for the outlay. T he entire cost 
was but the blacksm ithing, hardw are, 
curtains and lum ber, for the sales
men put up the fixtures, stained them  
and m ade the curtains.

W e can show a suit in one-tenth  
of the tim e it form erly took, and they 
are  clean and in good shape. As 
this fixture did not accom m odate all 
the overcoat stock, we had to use the 
o rd inary  gas pipe stands, with ro ll
ers, such as are used’ in dry goods 
sto res for lad ies’ suits. T hese we 
cover when we sweep with sheets 
form erly used on the tables. W e 
also use some of these sheets fo r
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covering the stock on the tables which 
used to be kep t in shelves.

W e could no t use all of the tables 
and our store  is now very open and 
we can get about m uch b e tte r on 
busy days. T om  says, “T his is ‘effi- 
ciency,’ sure enough.” T he bread 
shelf on the top of the w ardrobe is 
a very handy place for keeping re 
serve stock, but it requires constant 
w atching to ■•cep from  presen ting  
the appearance of a “catch all."

W e could have built th is fixture 
w ith uprigh t supports, but as obstruc
tions on the floor are dust catchers 
we sw ung it from  the ceiling, and we 
can sweep under it w ithout raising 
a dust. T h ere  are no dark cubby
holes, the stock is all in the light, 
and the salesm en know  w here to find 
the goods at once.

T hen  came a radical change in the 
sto re  arrangem ent. T he cash draw er 
and w rapping table had always been 
at the back of the sto re  “out of the 
way,” and one day, when, at near the 
closing hour I had to  go to the rear 
of the sto re  to  m ake change for a 
dime sale, I said to m yself: "H ere  is 
w here I w ish efficiency would save 
m y tired  feet,” and the thought seem 
ed to be answ ered by ano ther thought 
which popped in to  m y head, “W hy 
not move the cash draw er and w rap 
ping counter to the middle of the 
house, on a raised floor, and have a 
carrier system .” My first thought 
was, " I t  will cost too m uch.” “But it 
will keep you from  expending your 
vital force on routine work, and you 
will be able to  give the surplus ener
gy to the custom er,” answ ered the 
not-to-be-dow ned efficiency thought. 
“W ho will run the cash and the 
w rapping table up  on th is raised 
floor?" I said. “A good suitable girl, 
who will do the w rapping and there 
will be no m istakes like those which 
occurred last C hristm as tim e, when 
on tw o occasions a  garm ent was left 
out of the bundle”—I m yself was in 
such a hu rry  th a t I fo rgo t a vest be
longing to the suit I had w rapped 
up. "W e cannot afford to increase 
our expenses,” I said to the insistent 
thought, and was answ ered, “You are 
reducing your expenses when you in
crease the efficiency of the force.”

Tom  and 1 talked it over pro and 
con. T o  our new way of figuring, 
the w rapping and m aking change 
could be done by much cheaper help 
than  any of the sales people, and we 
all would have m ore tim e to show 
goods to  the custom ers; besides, there  
would no t be six m istakes in a  year. 
Ry having all the goods w rapped at 
the desk we would avoid these, and 
there would never be any “overs o r 
sh o rts” in balancing the cash at night, 
for one person handles the m oney, 
and it would be singular to have 
the cash fail to come ou t right.

T he girl could keep the list of cus
tom ers’ nam es, address the envelopes 
fo r circulars, keep the account of the 
goods sold in the various d ep art
m ents and th rough this efficiency 
system  we would know  w hat we were 
doing all the time. F u rth e r, she 
would keep the .files of the advertise
m ents, so as to  know w hat re tu rns 
we received from  the m oney spent 
for th a t service.

N ow  th a t we in tend to  keep in 
touch w ith all of our custom ers 
th rough  the m edium  of the mails, and 
to utilize the possibilities of the p a r
cel post, th is, w ith her o th er duties, 
would m ake her the busiest person 
in the house, and we men folks could 
give our tim e to  the floor. So it 
worked out, and it is hard to  realize 
th a t we ever go t along w ithout our 
present system  of “efficiency.”

T he o ther day the young wom an 
who is now our cashier said, “W on’t 
you please change th is tw ine holder, 
for as it is fixed it takes too long 
to reach over and m ake tw o or three 
grabs a t the tw ine when one is busy; 
vve do no t get the g rea test efficiency 
out of th is arrangem ent?” T his “effi
ciency” bug seems to  have stung 
everybody in the store.

T om , who is som ething of a me
chanical genius, has devised a sys
tem  of selling suspenders which has 
the m erit of being “efficient,” fo r it 
sells m ore suspenders than  we ever 
sold before, a t no g rea ter cost. N ot 
tha t our suspender rack  is anything 
m ore than a simple strip  of wood, as 
long as the table to  which it is a t
tached, w ith big-headed galvanized 
paper roofing nails, driven at dis
tances of four inches apart, pro ject- 
in five eighths o f an inch. T h is we 
fasten to the ou ter edge of the coun
te r o r table, so th a t the suspenders 
sw ing clear of the floor about six 
inches; on every a lternate  nail is bu t
toned one piece of the cross back. 
E very  custom er w ho com es in the 
house sees the suspenders, and, quite 
as a m atter of habit, takes hold of 
them  gives them  a pull and exam ines 
them — and w hen the rack is kept full 
of a good line of new and brigh t sus
penders a t a popular price they sell 
them selves. W e m ake use of two 
racks a t the p resen t tim e, one for a 
good q uarter of a  dollar quality, the 
o ther for suspenders at 40 cents. T his 
odd price we find attractive, fo r it is 
a little  less than  half a dollar, and as 
we pay $3.50 per dozen fo r those on 
th is rack, they  are m arkedly be tte r 
than the ones a t a quarter. W.e tried 
having several prices on a rack, but 
there was alw ays a m atter of com 
parison and difference of opinion as 
to  the best values, which is entirely  
avoided by having a  “choice of the 
lo t” at a single price. As I have nev
er known of th is a rrangem en t being 
used by any o th er clothier, I give it 
to the trade for w hat each reader may 
deem it w orth  to him.

T he dress gloves have alw ays been 
kep t half way down the store, w here 
the ligh t was no t as good as it should 
have been to  see the sizes plainly, so 
Tom  and I agreed th a t we move them  
to the front, in the shelves back of 
the show  windows. W e have taken 
a single pair of gloves bearing  the 
stock num ber, and these we have dis
played on a brass rod over the case, 
and when we find w hat kind of a 
glove the custom er w ants we m easure 
his hand, and then show the size he 
w ears: th is keeps the stock in o rder 
and avoids having the gloves stre tch 
ed out o f shape by try in g  on by the 
custom er, who does not always know 
w hat size he w ears; it w ould be ju st 
as logical to  le t the custom er handle

the shoe stock and try  on shoes “at 
a guess” as to  sizes. I t  took some 
time for all of us to  learn how to 
m easure hands correctly , but we nev
er m iss it now. W e also keep a chart 
of the sizes and stock hanging up 
in the glove shelves, and check off 
each pair as they are sold; and there 
is now no accum ulation of very small 
and very large sizes, as form erly.

I suppose this can be righ tly  called 
an “efficiency” plan, as a tim e saver 
and stock keeper, for we know by 
the chart the sizes we have on hand 
to show the custom er, and know 
where to find them ; besides, they 
come out of the boxes new, brigh t 
and desirable.

O f the many changes we have made, 
the one seem s to be suggested by 
the o ther and we now find th a t we 
can handle our trade on busy Satur
days w ithout a h itch; we even have 
time to go to  our m eals som etim es; 
we have m ore time on the floor, and 
the sales have been increasing righ t 
along.

A visiting clo th ier from  our next 
large city dropped in to  see us the 
o ther day, and when he saw how 
sm oothly we m anage our business he 
was greatly  in terested , and took notes 
of several features, to apply to  his 
business; he would hardly believe we 
got all our ideas from  the m agazine, 
“as he had no tim e to  read such 
th ings,” he said, but he realizes th a t 
all the w orld is looking for that th ing  
called “efficiency.”

W e have tried to  have everything 
in our store as "handy as a pocket in 
a sh irt,” as we tell it out here.

I t  seems I never know  when to 
stop, w hen I set my thoughts going 
on the many th ings we pick up in the 
m agazine. T here  is certainly a good 
profit in them  to anybody who will 
m ake use of them  in the clo th ing  
business. W e are now try ing  to w ork 
out a plan by which we can use “effi
ciency” as a help for the “boys,” as 
we call our salesm en, to im prove their 
selling ability. They are not so slow, 
but when we read of selling 95 to  97 
per cent, of the custom ers we w onder 
how it can be done and we are going 
to  investigate the “how ” as a possi
bility for our sto re  and trade.—A p
parel Gazette.

Smile.
la k e  bread w ithout th e  spreadin’,

Like a  puddin’ w ithout sauce,
L ike a  m attress w ithout beddin’,

Like a  cart w ith out a  hoss,
L ik e  a  door w ithout a  latchstring,

Like a fence w ithout a stile ,
L ik e  a dry an ’ barren creek bed,

Is a  face w ithout a  sm ile!

Like a house w ithout a  dooryard,
I.ike a yard w ithout a  flower, 

la k e  a clock w ithout a  mainspring,
T hat w ill never tell the hour;

A th in g  th at sort o’ m akes yo ’ feel 
A hunger all th e  w hile—

Oh, the saddest sigh t th at ever w as 
Is a  face w ithout a  sm ile!

The face of man w as built for sm iles, 
A n’ thereby is  he blest 

Above th e critters of th e  field,
The birds an ’ all th e  rest;

H e’s ju st a  litt le  low er 
Than the angels in th e  skies,

An' the reason is  th at he can sm ile; 
Therein h is glory lies!

So sm ile an’ don’t  fergit to sm ile,
An' sm ile, an’ sm ile a g ’in;

’T w ill loosen up the cords o care,
A n’ ease the w eigh t o' sin;

'Twill help yo’ on th e lon gest road, 
A n’ cheer yo’ m ile b y m ile;

A n’ so, w hatever is  your lot,
Jes’ sm ile, an ’ sm ile, an ’ sm ile!

A ugustin  W. Breeden.

G. J . Joh n son  C igar Co.
S. C. W.  El Portana 
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N O N -PO ISO N O U S.
Price for Price for 
20 gross less than 
and over 20 gross 
per case per case 

M arguerite, D iamond 5 size,
144 boxes, 5 gross cases $4.25 $4.50 

M arguerite, Diamond 2 size,
144 boxes 5 gross cases 1.60 1.70

Black Bird, D iam ond 5 size,
144 boxes, 5 gross cases 4.00 4.¿5

D O U B L E  D IP.
Bird's Eye, D iamond 5 size,

100 boxes, 3% gross cases 3.35 3.50
Search Light, D iam ond 5 size,

144 boxes, 5 gross cases 4.25 4.50
Black Diamond, Diamond 5 size,

100 boxes, 3% gross cases 3.00 3.15
Blue Bird, Diamond 5 size,

144 boxes, 5 gross cases 4.00 1.25
S w ift & Courtney, D iamond 5 size,

144 boxes', 5 gross cases 3.75 4.00
Crescent, D iamond 5 size,

144 boxes, 5 gross cases 3.75 4.00
Black Swan, Diamond 5 size,

144 boxes, 5 gross cases 3.50 3.60
Red Diamond, Diamond 2 size,

144 boxes, 3 gross cases 1.60 1.70
B est & Cheapest, D iam ond 2 size,

144 boxes, 3 gross cases 1.60 1.70
Black & W hite, Diamond 2 size,

144 boxes, 2 gross cases 1.70 1.80
Anchor, D iam ond 2 size,

144 boxes, 2 gross cases 1.40 1.50

SIN G L E D IP.
Search L ight, D iam ond 5 size,

144 boxes, 5 gross ca ses  4.25 4.50
B est & Cheapest, D iam ond 2 size, 

144 boxes, 2 gross ca ses  1.60 
Globe, D iam ond 1 size,

144 boxes, 1 gross cases .93

1.70

.95
Globe, D iam ond 1 size,

432 boxes, 3 gross cases 2.70 2.85
L ittle  Star, D iam ond L. S. size.

720 boxes, 5 gross cases 1.80 2.00

ST R IK E  ON BOX.
Red Top, Diam ond 6 size,

720 boxes, 5 gross cases 2.50 2.75
Red Top, D iam ond 0 size,

720 boxes, 5 gross ca ses  2.50 2.75
Orient, Diamond 0 size,

720 boxes. 5 gross cases 2.25 2.50
Egyptian, D iamond 0 size,

720 boxes, 5 gross cases 2.25 2.35
Aluminum, Diamond A. L. size,

720 boxes, 5 gross ca ses  1.80 2.00
Three N oes, D iamond 1 size,

720 boxes, 5 gross ca ses  4.50 5.00
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M aking I t  P leasan t for the Custom er.
T he m erchant who has the happy 

faculty of ge tting  under the custom 
er’s skin—putting  him self in the cus
tom er's place under any circum stanc
es lie chooses—has the key to suc
cess in his hands: and w hen he u til
izes his insight by treating  those who 
enter his store just as he know s they 
appreciate being treated , ju st as he 
would like to be treated  him self he 
may be certain that th ings will come 
his way.

An illum inating instance, to illus
trate  the point, was that of a quiet, 
ordinary so rt of citizen who went in
to a store not long ago to  buy a 
suit of clothes, l ie  had not been in 
th a t particular store before, it hap 
pened, but he had been a ttrac ted  by 
the looks of a certain suit displayed 
in the window. Mark, now, tha t he 
went in favorably im pressed, and 
ready to be pleased.

But the man in charge of that de 
partm ent of that store, and, doubt
less the m erchant who was presum 
ably d ictating  the policy of the whole 
establishm ent were responsible for 
the fact that when th a t potential cus
tom er left the store, w ithout having 
made a purchase, about half an hour 
later, he was m opping his harassed 
brow  as if he had been through a 
try in g  ordeal, and fervently  reg ister
ing a m ental vow never to en te r that 
door again. W hat had changed the 
favorable inclination to actual aver
sion? T he answ er m ight prove in
teresting  to a good m any m erchants, 
who with the best in tentions in the 
world, make the same m istake.

it  had happened, unfortunately, th a t 
the particular pattern  which had 
caught the custom er’s eye and caused 
him to go into the store in the first 
place was not available in his size, 
o r  any th ing  near it, so th a t it de
volved upon the salesm an who had 
him in hand to  sell him som ething 
else. As the custom er was, as indi
cated a quiet, ord inary  sort of chap, 
w ithout pronounced likes or dislikes, 
easily pleased and not at all critical, 
th is should have been an easy m at
ter. But the salesm an apparently  
took no pains to size him up, and de
cided th a t some little  hustling would 
be necessary, in view of the disap
pointm ent about tha t o ther suit; and 
lie proceeded to hustle.

H e very readily m anaged to convey 
to  the custom er the suspicion that 
the  firm did not have much of a 
stock, and that his range of choice 
would consequently be entirely  too 
lim ited; in fact, the salesm an did not 
really give the stock a chance. And 
when the custom er showed a lack of 
in terest, and seemed on the point of

leaving, the salesm an made a fatal 
e rro r of reso rting  to the “turnover" 
system ; he called in ano ther sales
man, and turned the wearied custom 
er over to him— which in nine cases 
out of ten m erely irrita tes the cus
tom er instead of help ing  to sell him.

T hen the departm ent head joined 
in, and the unfortunate  man was prac
tically surrounded; and at that, the 
salesm an did not use salesm anship 
so much as m ere u rg ing  and pressing. 
And this was the reason why when 
the custom er finally escaped, he took 
with him a feeling of u tte r disgust 
and loath ing  for that particular store 
and its m ethods, and a firm resolve 
that his first visit should be his last. 
He might have at least been sent 
away in a friendly mood, as m ost 
men are when they have been cour
teously served and have departed 
w ithout m aking a purchase; but the 
opportunity  of m aking a perm anent 
custom er in this m anner had been 
destroyed  by over-anxiety  and too- 
urgen t pressing.

T his sort of m erchandising is a 
th ing  of the past in sto res of m ore 
advanced know ledge o f hum an na
ture. which also m eans know ledge of 
the way to handle custom ers to the 
best advantage. In such sto res it is 
frequently  publicly advertised that the 
“tu rn -over” system  is not a vogue, 
and that the custom er m ay en ter for 
the purpose of looking at goods, with 
the know ledge th a t if he does not see 
nt to purchase he will not be hound
ed and harassed w ith the object of 
m aking him buy w hether he wants 
to or not.

A large m en’s store in a certain 
city has for years cultivated this 
idea, and with it has m anaged io  
create  a so rt of hom elike atm osphere 
w here custom ers can feel tha t they 
may practically  come and go as they  
please. T he salesm en, as a very gen
eral rule, are quite com petent; and 
so it is taken for gran ted  th a t if a 
custom er has been served by any one 
of the men in the clo th ing  depart
ment, for example, there  is no neces
sity for ano ther m an to take him in 
hand in the same departm ent unless 
he should ask it.

T he departm ent head, m oreover, 
m akes it a rule never to “bu tt in” on 
a salesm an’s handling of a custom er, 
nor to  bother the custom er if he has 
made no purchase, unless he has 
very good reason to  believe that the 
sale has been bungled and the cus
tom er has no t been properly  served. 
In such a case he m ay perhaps in
terpose, and offer his personal serv
ices in try ing  to suit the v isito r; but 
even under such circum stances he is 
neither obtrusive nor insistent. T he

custom er is not m ade to feel th a t he 
is an object of contem pt and suspi
cion m erely because he has not seen 
lit to m ake a purchase. H e is tre a t
ed ju st as courteously and pleasantly  
when he leaves w ithout having spent 
a cent as if he had invested iti a com 
plete outfit; and, naturally , he is not 
afraid to come back.

T hat may seem to be putting  it a 
bit too s trong—to. indicate, that is, 
th a t custom ers are so handled in 
some sto res th a t they are actually 
afraid to come in again; but it is 
really not overdraw ing the picture in 
the least, especially w here the cus
tom er concerned is a man of a ra ther 
reserved type. He does not like to 
have to, engage in anything like a 
personal controversy  with a sales
m an; and yet he also w ants tim e to

m ake up his mind, ju st as slowly as 
he likes, and he resen ts being hustled 
into a purchase before he has quite 
decided upon w hat he wants.

Thus, while he m ay by the exercise 
of g reat effort get away w ithout buy
ing som ething w'hich he has m ade up 
his mind he w ants or, on the o ther 
hand, m ay have purchased a suit of 
clothes of the salesm an’s selection in 
o rd er to escape at all, he is certa in 
ly not going to risk a repetition  of 
such an unpleasant experience; and 
as perm anent custom ers are the only 
kind w orth  having, for a m erchant 
who expects to continue in business 
¡or any length  of time, the store has 
been actually  dam aged, to an extent 
which the profit on a single sale can 
not com pensate for.

T he departm ent head in the store

Big Sellers
Ladies’ Gause Lisle Hose to 
retail at 15, 25 and 50 cents. 
Colors white, tan and black.

We can fill your orders 
promptly.

FULL LINES SUMMER UNDERWEAR

P A U L  ST E K E T E E  & SO N S
WHOLESALE DRY GOODS GRAND RAPIDS. MICH.

P. S.—Large desk for sale cheap.

T h e  M an  o f  T o - m o r r o w  
G e ts  B u s y  T o -d a y

Be the man of to-morrow and be prepared with 
a liberal stock of “Hot Weather Wash Goods,” so, 
when the time comes, your customers can make 
their selection then and there. We have a large and 
well selected stock of the newest wash goods to be 
retailed at 10c, 12̂ 4 c, 15c, 20c, 25c, 35c and 50c per 
yard. All the newest shades and latest weaves at 
the lowest possible prices.

Grand Rapids Dry Goods Co.
Exclusively Wholesale Grand Rapids, Mich.
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referred  to above w as enlarg ing upon 
this idea in connection w ith his com 
m ent on tw o people who came into 
the clo th ing  departm ent for the th ird  
time, he said. T hey w ere m other 
and son, the la tte r  a youngste r o f 18 
or 19; and they w ere after a suit of 
clothes for him.

"Yes, sir; th a t is the th ird  tim e 
to-day they have been in here, to 
m y know ledge,” said the head. “And 
from  this th ird  trip  I ra th er  think 
we’re going to  m ake a sale th is time. 
You see, the boy fell in love with a 
blue serge N orfolk the first tim e they 
were in about tw o hours ago; and 
evidently they  have been all over 
tow n w ithout finding any th ing  they  
like better, so they have come back 
for th a t particular suit. T he  price 
was a little  h igher than  th e  m other 
w anted to pay, too, but he seem s to 
have won her over.

"Now, a little  tactlessness on the 
part of the salesm an—the sam e man 
has handled them  each tim e—m ight 
very readily have resulted  in spoiling 
th a t sale; ju s t a little  im patience 
m ight have ruffled the m other up to 
a point w here she w ould sim ply re
fuse to buy any th ing  here forever 
m ore, o r stepped upon the young
s te r’s sensitive toes in such a way as 
to  m ake him forget even th a t particu
larly attrac tive  N orfolk. A young 
fellow of th a t age isn’t any too fond 
of having his m o ther take him out 
to buy his clothes, anyhow ; and any 
suspicion of a sneer on the p a rt of 
the salesm an, or of supercilious dis
dain at the m o th er’s hesita tion  over 
paying $15 instead  of the ten  she 
would have preferred , would have 
been fatal to the sale.

“O ur m an w as entirely  com petent 
to handle the situation, how ever; he 
had it sized up exactly  right, and he 
played the boy’s liking for the suit 
which the salesm an had selected as 
ju st the th ing  for him  as his one 
card, m aking no a ttem p t w hatever 
either to  sell a  cheaper o r less sa tis
factory  suit, o r to  close the sale wil
ly-nilly. A nd, as I say, th ey ’re here 
now for th.e th ird  time, and I ’ll risk  a 
little  bet th a t they buy th a t suit.”

And, as a m atte r of fact, they did; 
and w hat is m ore, they will probably 
buy m ore suits there. T hey  w ere 
afforded convincing proof of the 
fact th a t they  could com e in to  the 
s to re  fo r the  purpose of looking at 
goods as often as they  liked, and 
could buy o r not, ju s t as they  chose, 
Hvithout beiing m ade to  feel as if 
they  had com m itted a  pe tty  theft. 
T h a t y o ungste r will rem em ber the 
store after he has g o tten  to  the point 
of buying his own clo thes on his own 
hook, and he will com e back to  it 
with absolute affection, as a place 
w here he need n o t feel forced or 
hurried  in m aking his selection, but 
can take his own time.

All th is is service of the best so rt; 
it does no t by any m eans involve 
indifference to  the custom er’s needs, 
nor to the m atte r of m aking sales; 
bu t it does m ean th a t the custom er 
is n o t to  be harried  to  his w its’ ends 
w hen he has apparen tly  decided, after 
the salesm an has done everyth ing in 
his pow er, th a t he does no t care to 
buy a t th a t time. T h a t is the time

fo r the salesm an to  m ake his smile 
the b rig h te st and his voice m ost 
cheerful, and dism iss the custom ers 
w ith his blessing, as it were, and an 
invitation to  come in again. You 
m ay count upon it, the custom er will 
accept th a t invitation.

And, as an illustration  of the fact 
th a t th is so rt of service does not 
m ean th a t rapid-fire salesm anship is 
no t available w hen it is in order, an 
instance m ight be cited of ra th e r  the 
opposite sort. A traveling  m an who 
had ju st ten m inutes to catch his train  
came in the o th er day, on the jum p. 
A llo ting  five m inutes fo r his trip  to 
the station, he told the salesm an who 
m et him th a t he would buy a  su it if 
it could be done in five m inutes. And 
five m inutes later, perfectly  fitted— 
fortunately  he w as of a  good average 
37 build—and w ith all tags and m ark
ers clipped off he jum ped on a  car 
headed fo r the sta tion . O f course, 
this m eant an exact know ledge of the 
stock, as well as a fairly good stock 
at the ou tse t; but it also m eant quick 
work, quick intelligence, and a  readi
ness to use b o th  a t the com m and of 
the custom er. A nd these things, after 
all, are in the same general category  
as the qualities which b ring  back the 
custom er who did no t buy the first 
time.

Difference Between America and 
Germany.

H erm an Sielcken, the copper king, 
thus describes the difference betw een 
tariff m aking in G erm any and this 
country :

"In  G erm any they invite the big
gest m erchants to discuss a tariff, as 
guests of the governm ent. T hey go 
to  the best hotels. T hey  are trea ted  
like gentlem en; their advice is w anted. 
W hen they - are through , each gets 
100 m arks per day.

“W hat do they  do here? They are 
full of theories. W hen  they get a 
m an who knows, and he tries to  tell 
them , they say, ‘Cut tha t sho rt.’ They 
have said it to me, ‘Cut it sho rt.’ On 
the day I w as sailing for Europe they 
sent for me to  come to W ashington. 
They w anted  testim ony in favor of 
ship subsidies. They talked of a boat 
like the Lusitania, to  run from  New 
Y ork to South Am erica, and I told 
them  they were crazy. She w ouldn’t 
last th ree m onths, w ith the biggest 
subsidy they  could give her. Then 
they w ere mad, and so w as I, and I 
said, ‘You have had m e here th ree 
hours, and have not asked me a sen
sible question.’ O ur G overnm ent 
m akes a tariff out of theories. H u h !”

Mr. Sielcken was asked: “T hey 
haven’t had you down to W ashing ton  
th is tim e?”

“T hey do no t w ant me. I would 
tell them  the kind of tariff it is. I 
would say, ‘T here  is a tariff for reve
nue, a tariff for p ro tection , and a 
tariff for politics. T h a t is all the 
kinds of tariff you have got. Now 
w hat kind is this? I t  isn’t a tariff 
for revenue; it reduces revenue. It 
isn’t a tariff for p ro tection , because 
you disavow that. T h ere  is only one 
o th er kind then. I t  is a political 
tariff, fo r the benefit of the m asses, 
to be paid by the classes.”

Unfair Attacks on Retailers.
A m onth or so ago one of the larg 

est m agazines in the country  pub
lished a m ost b itte r a ttack  on the 
retailers; no t only was the attack  
wholly unjustified, but it was not 
founded on facts and any one who 
know s any th ing  about distribution 
would have laughed it to  scorn.

In the issue of the m agazine in 
which this a ttack  appeared, scores of 
m anufacturers advertised  their p ro
ducts. Much of the m erchandise 
they advertised could be sold only 
over the counters of retail sto res so 
th a t the editorial colum ns of the m ag
azine found them selves in a m ost 
peculiar position since they  attacked 
the very people who w ere m aking 
their m agazine possible.

In  our hum ble opinion, the m aga
zine editor should have refused this 
talk  or else he should have refused 
the advertising  m atter which made 
up the bulk of its pages.

W e are aw are th a t the people who 
contribu te  these anti-retail a ttacks 
are hard ly  com petent to  judge the 
m erits of the case they  consider.

In the case of this m agazine refe r
red to, the w riter was one w ho knows 
a g reat deal about novel w riting, and 
the construction  of rom ances, but he, 
so far as we know, has no com pre
hension of the facto rs tha t m ake up 
our distributive system .

T his w riter is typical of a g rea t 
many people who a ttack  the retailer 
sim ply because such attacks give them 
an opportunity  of using epigram m a
tic English. T hey im itate the Irish 

m an a t the D onnybrook F air who 
rapped the people over the head sim
ply because it created excitem ent.

A nother type of m iddlem an elima- 
to r is usually a publisher whose m aga
zine is based upon the advertising  
appropriations of direct-to-consum er 
advertisers. T his m an is consistent, 
but it w on’t pay people to  believe 
everything he says, since his in terests 
are so decidedly on the side of the 
men who are the chief com petitors 
of the retailer.

F O R  S A L E
Store at LeRoy, Mich.
Stock: Dry Goods. Groceries. 

Shoes. House Furnishing Goods. 
Furniture. Dishes.

Frame Building 2 story, 50 x 75. 
cellar 50 x75.

GODFREY GUNDRUM.

We are manufacturers of

Trimmed and 
Untrimmed Hats

For Ladies. Misses and Children

Corl, Knott & Co., Ltd.
Corner Commerce Ave. and Island St. 

G ran d  R apids, M ich.

Ya-xae
The Line You 

Will Want to See
Before You Buy

Our salesmen are out and w ill call during the season 
Wait for them

The Perry Glove and Mitten Co.
PERRY, MICH.
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T H E  R E T A IL  M ERCHANT.

He Is the Basic Factor in Our Civil
ization.

T h ere  is possibly no o ther one class 
so much in tiie public eye as the re
tail m erchant. Every tow n and com 
munity has him, alw ays has had hint 
and possibly always will have him. 
In many respects he is the m ost com 
mon person to he found. Usually 
when a stranger com es to tow n and 
w ants inform ation of any kind, he 
seeks the retail m erchant; any one 
w anting the credit standing of any 
one in the town or country  they  
seek the retail m erchant. The average 
up-to-date retail m erchant, perhaps, 
knows m ore about m ore people in 
a town or com m unity than does any 
o ther individual. T his fact is so tho r
oughly appreciated that even the mail 
o rder concerns that are doing busi
ness in direct com petition with him 
often write, of course under an as
sumed nam e, and ask the credit stand
ing, honesty, in tegrity , etc., of a per
son in his com m unity, because they 
appreciate the fact that the retail 
m erchant, as a rule, is in a position 
to know m ore about these tilings, is 
in position to give m ore intelligent 
advice than any one else.

T he h istory  of the average com 
m unity cannot be w ritten  fully and 
tru thfully  w ithout giving the retail 
m erchant a very prom inent place in 
its developm ent.
Retail M erchant the Basic Factor.

Indeed, the retail m erchant has been 
a w onderful factor in the develop
m ent of our p resent day civilization. 
Go w here you will and study the his
tory  of the prosperous town. Dig 
back to the beginning of the develop
m ent of that tow n and you will in
variably find that the seed W'as p lan t
ed by some m an who cam e upon the 
scene to  serve the w ants of the peo
ple in that section, that has since 
grow n to be a town, and he came 
in the capacity of a retail m erchant. 
'D ie retail m erchant has been the 
pioneer in the town, com m unity and 
country  building to a much greater 
extent than he is popularly  given 
credit for.

N ot only has the retail m erchant 
been the pioneer and shouldered much 
of the burden of establishing com 
m unity centers, but he to-day is one 
of the m ost loyal supporters of the 
towm and country. W hen a public 
im provem ent is proposed he is usu
ally called upon first of all to add 
his support and influence. W orthy  
causes alw ays find him at the head of 
the list. 1 he needy and suffering 
hum anity in a com m unity usually 
tu rns to him first of all. S tudy the 
lists of petitions of various kinds and 
in the m ajority  of cases you will find 
the retail m erchan t’s nam e at the 
head of the list.

Now, in speaking of the retail m er
chant in this light, 1 am speaking of 
him as a great class, not as the retail 
hardw are man. I understand there 
are exceptions to  th is rule, but possi
bly fewer exceptions am ong the re 
tail m erchant than any o ther class. 
M ost of the retail m erchants are of 
the progressive type, and this is large

ly true because of natural conditions. 
The place of the m odern retail m er
chant cannot be filled by the m an who 
is little , narrow  minded and bigoted. 
The retail m erchant occupies an im 
portan t place in his town or com
munity. H is mission of supplying 
the necessities and luxuries of life 
dem anded by the people about him 
is a high and noble calling and to 
truly fulfill that mission he m ust be 
a big, broad-m inded man, fully awake 
to his opportunities and to his re
sponsibilities.

W ork ing  U nder D isadvantages.
But 1 w’ant to notice some of the 

d isadvantages under which he is 
w orking. X othw ithstanding the fact 
th a t the retail m erchant is a power 
and a necessity  in every tow n and 
com m unity, a great m any of the peo
ple look upon him with a degree of 
suspicion. T he average individual, 
the honest, hard-w orking man, who 
pays his honest debts and tries to 
save little, looks upon the m erchant 
as a kind of a parasite upon society. 
1 he great mail order houses have in 
the last fifteen or tw enty years spent 
m illions of dollars instilling this idea 
into the minds of people and you all 
know how well they have succeeded.

T his idea has go t to  be m et in 
different ways. I think one of the 
best ways of m eeting this is through 
our com m ercial clubs. W e are try 
ing th is to some ex ten t; it is our 
ob ject to get every man in our trade 
territo ry  to join our club, if there 
is some public w ork in the country 
that needs to be done we help them  
do it. If there  is som ething in town 
we ask them  to  help us. W e have 
banquets and ask them  to join us; 
if they have picnics we join them. 
O ur idea is to get be tte r acquainted 
with them , and have them  get b e tter 
acquainted with us. and as far as we 
have tried th is plan we are well sa t
isfied with the results.

T he Price Q uestion.
The g rea test question th a t con- 

iron ts us to-day is that of price. Be
tween 80 and 90 per cent, of the o u t
put ot the factories is bought by the 
•retail m erchants, but the people who 
are buying the 10 and 20 per cent, are 
buying at low er price than we are 
paying for the same item s and in 
some cases the difference is so great 
they are able to sell the ir goods at 
the price we have to pay for them , 
and under these conditions it will be 
im possible for us to continue in busi
ness One of the causes of this is 
that some of us are try in g  to  operate 
our business on too small capital, 
com pelling the jobber o r factory  to 
carry our stock, and we all under
stand th a t a long-tim e custom er does 
not get the best price. T here  is only 
40 per cent, of the retail m erchants 
in the United S tates who take their 
cash discount, when we should all 
take the discount if we hope to  get 
the price.

If we haven’t sufficient capital we 
should increase our capital or make 
arrangem ents with our local banks to 
loan us sufficient m oney to take our 
cash discount. Some of us are too 
at raid of insisting on our local banks 
doing for us w hat they should. They

are as dependent on us as we are on 
them , and if you are  w orthy  of credit 
and will pu t it up to  your bank strong  
enough that you w ant m oney to dis
count you get it, and your banker 
will think m ore of you as a m an and 
as a m erchant. T ak ing  the cash dis
count is no t all th a t is needed; we 
have got to  be be tte r buyers. It is 
said tha t farm ers are b e tte r buyers 
than we, and in m any cases th is is 
true. W e m ust be posted and de
m and that our dollars buy as much 
as the o ther fellow ’s dollar.

The m an who stays in the retail 
business and succeeds in the future 
will be the b ig m an—the man who 
is a student of hum an nature, and the 
man wfio know s how to sell goods, 
and sell them  right. I t  will be the 
man who know s how to cope with 
the traveling salesm an, jobber and 
m anufacturers.

Summed up, the man who stays in 
the retail business in the fu ture has 
got to  be a real man. H e m ust be 
a business m an; he m ust be a man 
who realizes th a t it is not a question 
of m anual labor, but a question of 
business judgm ent and of good com 
mon sense. S. T. H arrison.

Reasons for Planting Trees.
W ritten for the Tradesm an.

A rbor Day will soon be here. Every 
year finds new recruits to the ranks 
of those interested in tree-planting. 
So little  of this work com pared to the 
needs and possibilities, is done that 
it is a pity that so much of the work 
really done is wasted.

T he first th in g  to  do is not to get 
a tree and set it out, but to learn how 
to plant a tree so tha t it will live and 
thrive. T here is plenty of inform a
tion along this line to be had if peo
ple wish for it. However, the main 
points of successful tree p lanting  can 
be briefly given.

1. Save all roo ts possible when 
taking up trees from  original loca
tion.

2. Keep roo ts m oist with w et 
blankets or laid flat on ground with 
p lenty  of m oist soil on and am ong 
them  until ready to set.

3. T rim  off all o r all except three 
to live branches, leaving only prongs 
6 to 10 inches long according to size 
of tree.

4. Cut off top of tree, leaving it 
tw o-th irds to th ree-fourths original 
height.

5. T rim  all broken roo ts sm ooth
ly w ith slanting  cut from  under side 
of roo t outw ard tow ard  the end.

G. P u t rich soil in bo ttom  of hole 
which should be deep enough for tree 
to be set tw o to eight inches low er 
than  in original location.

7. Spread the roo ts flat in every 
d irection and press fine soil closely 
about them . Pack all way up and 
leave a depression about the trunk 
to hold w ater when rain falls.

8. Soak ground after planting; 
w ater frequently  or else mulch with 
straw  or leaves sufficiently to hold 
rains and keep surface of ground 
from  drying out.

If you wish for fuller inform ation 
send to  some nurserym an for instruc
tions or the S tate  o r U. S. G overn
m ent A gricultural D epartm ent.

The g rea test m istake in tree p lan t
ing is to leave all the branches and 
top on, as m any do, and trees die 
because the lessened roo t stock after 
being dug up, can not supply as much 
nourishm ent as before for a full top. 
T ry  ju st a whip-like plant or a bare 
pole less than two inches in diam e
te r and see how well it will do.

E. E. W hitney.

H e  is a wise m an who is able to 
conceal his im portance.

IM PO R TA N T  
Retail Grocers

I
wbo wish to please 
their customers should 
be sure to supply them 
|A |  with the genuine

i Baker's 
k Cocoa and 
n Chocolate
*  w ith  th e trade-mark 

Registered on th e  packages.
U. S. Rat. off
They are staple goods, the 

standards of the world for purity 
and excellence.

MADE ONLY BY

W alter Baker & Co. Limited 
DORCHESTER. MASS.

Established 1780

M A C A U L E Y  S A ID
Those inventions which have abridged distance 
have done the most for civilization.

U S E  T H E  B E L L
And patronize the service that has done most to 
abridge distance.

A T  ONCE
Your personality is miles away.

Every Bell Telephone is
a long distance station.
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3. Infertile egg  after 24 hours of incubation.

A ttention, Farmers

days of incubationInfertile egg  after

PRODUCE INFERTILE EGGS 
PREVENT LOSS FROM BAD EGGS

The loss to the farmers of the United States from bad methods of 
producing and handling eggs is estimated at $45,000,000 annually.

IT IS ALSO ESTIMATED THAT $15,000,000 OF THIS 
LOSS IS DUE TO BLOOD RINGS

Every dollar of this loss from blood rings is directly preventable 
on the farm.

Blood rings are a certain stage of chick development in the egg.
Heat develops the germ until it becomes a blood ring. (See 

Figures 4. 6 and 8.)
Blood rings often develop in the nest and in an unheated room in 

the house during the hot summer weather. (See Figures 4. 6 and 8.)
Blood rings can not be produced in the infertile egg.
Blood rings are troublesome only in hot weather.
Infertile eggs are eggs laid by hens that are not allowed to run 

with a male bird. (See Rule 5. below.)
A study of there pictures should quickly convince one that the 

infertile egg is the quality egg: therefore, produce it. by removing the 
male birds from the flock, and realize more money for better eggs. The 
removal of the male birds has absolutely no influence on the egg pro
duction. „

RULES
Farmers are urged to adhere strictly to the following rules in 

handling their poultry and eggs:
1. Keep the nests clean, provide one nest for every four hens.
2. Gather the eggs twice daily.
3. Keep the eggs in a cool, dry room or cellar.
4. Market the eggs at ieast twice a week.
5. Sell. kill, or confine all male birds as soon as the hatching

season is over. _
NOTICE

Information on the care of poultry and eggs may be had by writ
ing to the Bureau of Animal Industry. U. S. Department of Agricul
ture. Washington. D. C. A. D. MELVIN.

Approved: Chief Bureau of Animal Industry.
JAMES WILSON. Secretary.

Washington. D. C.. July 10. 1912.

The Tradesman publishes the above for the benefit of those who 
handle eggs. It will be well to frame it and hang it in the oflice for the 
information of egg producers.

hours of incubation.

7. in fertile  egg after 48 hours of incubation.

9. Infertile a fter 72 hours of incubation.
6. F ertile  egg  a fter 48 hours of incubation.

4. Fertile egg after 36 hours of incubation.

8. Fertile egg  after 72 hours of incubation.
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How to Be Agreeable at Seventy- 
Five.

W ritten for the Tradesm an.
Not how to be polite and affable 

in form al social intercourse, as dur
ing a call or a brief visit, but how 
to  be constantly  agreeable so as to 
be a welcome m em ber of a household 
o r of a family circle.

W e should all honestly  prefer nev
er to be seventy-five, o r at tha t age 
to  be no o lder than  we are at th irty - 
live or forty-five. Each one of us 
w ants to be—som etim es we alm ost 
persuade ourselves th a t we shall be 
—a solitary exception to the great 
and changeless law th a t T im e runs 
surely on and in its passage leaves 
no one entirely  unscathed.

W hen we bring  ourselves to ac
cept the unpleasant fact th a t if we 
live our hair will tu rn  white, our eye
sight become dim, our step lose its 
spring, do we hold up before our 
minds some lonely old m an or old 
woman, m orose, ill-tem pered unhap
py, unloved and unlovable, receiving 
scant care and a tten tion  from  sons 
and daughters and th a t little  render
ed as an irksom e duty, and w onder 
w hether we ever shall be like that?  
F o r even m ore to be dreaded than  the 
physical infirm ities of age are the 
m ental and spiritual unloveliness and 
even repulsiveness that seem  so often 
alm ost to  be part and parcel of advanc
ed years. Can these last be avoided?

If we desire to  retain  till we are 
seventy or e ighty the pow er of being 
happy ourselves and of being able 
by our presence to confer happiness 
upon o thers, it w on’t answ er to  put 
off preparation  for it till old age is 
upon us. If you w ant a happy sev
enty-fifth b irthday, begin a t tw enty- 
five or even earlier to  prepare for it.

A lm ost all the really good th ings 
of life have as their foundation som e
th ing  hom ely and com m onplace. So 
perhaps it is no t surprising  th a t an 
alm ost indispensable factor in the 
m aking of a  happy old age is finan
cial independence. T his of course is 
said viewing th ings in the light of 
p resent conditions and with hum an 
nature as it is in n ineteen hundred 
th irteen , no t as it is to  be hoped it 
m ay become in some far-off sta te  of 
m illennial perfection. D uring m id
dle age m any m ake the m istake of 
robbing them selves in order to give 
their children a s ta rt; those who have 
no children of their own m ay do the 
same to  aid an adopted child or some 
relative o r o ther young person in 
whom they have becom e in terested . 
T he calculation alw ays is th a t the  
young people will gladly pay it all 
back, if need should come to the older 
ones, in care if no t in money. But

the debt seldom is looked upon as 
having the binding force of an obli
gation to an outsider. T he younger 
ones can not conveniently pay in 
m oney; the older ones can no t bear 
to press their claim. N ot infrequent
ly the only re tu rn  th a t is m ade is a 
home and support given grudgingly 
and received with hum iliation and 
pain.

True, there are sons and daugh
ters and their num ber is not small, 
who care for aged paren ts m ost will
ingly and tenderly w ithout thought 
of recom pense. But the o th er sta te  
of affairs prevails so often  th a t it is 
only prudence for m iddle-aged and 
elderly persons to  hold on to  enough 
in their own name and right, to make 
them selves com fortable in old age. 
Y our presence m ay be far m ore w el
come if your circum stances are such 
that you are free to go a t will. I t is 
b itte r indeed for an old person to be 
com pelled by necessity to rem ain un
der a roof w here he o r she is no 
longer wanted.

T he foundation of physical health  
and well-being m ust be laid in early 
years.
"T hought I look old, yet I am strong  

and lusty;
F or in my youth I never did apply 
H ot and rebellious liquors in my 

blood;
T herefore my age is as a lusty w inter, 
Frosty, but kindly,” says Shakespeare.

Tem perance in eating  as well as in 
drinking, m oderation in w ork and in 
pleasures, obedience to  the g reat laws 
of health, which fo rtunately  are few 
and plain and simple— these are ab
solutely essential in m aking age 
“ frosty bu t kindly.” T he determ ina
tion to retain youthfulness and vigor 
up to  at least the seventy m ark—not 
to be shelved at fifty and begin to 
lapse into a pitiable dotage at sixty 
o r sixty-five—this determ ination  is 
both com m endable and helpful.

A sufficient accum ulation of good 
stocks and bonds and incom e proper
ty, the health  th a t com es from  righ t 
living, the m ental resolu tion  th a t will 
stave off decreptitude as long as pos
sible—necessary as these are, they 
are no t all th a t is requisite. Certain 
qualities of the m ind and heart m ust 
be diligently cultivated.

Chief am ong these should be plac
ed to leration , fo r there is a certain 
kind of intolerance to which age is 
especially prone and which is espec
ially irrita tin g  and exasperating  to 
youth. F rom  the kindest of m otives 
parents are w ont to  urge the ir views 
and opinions upon th e ir grow n-up 
children, whom they are afraid to  see 
tru stin g  to  the ir own judgm ent lest 
loss or calam ity befall. T he  younger

ones are im patient and restive under 
adm onition and direction. W e see 
this condition of th ings even after 
the children have atta ined  to  middle 
age., and just th is is the rock for which 
harm ony betw een paren ts and chil
dren often splits.

Boys and girls before they  are out 
of their teens frequently  insist on 
tak ing  their own head's fo r things. 
A loving father was pleading w ith his 
only son: “Take m y advice, and 
don’t leave school because you are 
offered a job with a few dollars a 
week in it. Go on and com plete your 
education. R em em ber I ’ve had ex
perience.”

“Father, I w ant experience to o !” 
came the p rom pt rejoinder.

I know a man who is alw ays la
m enting that his children can’t begin 
righ t w here he leaves off. “T hen 
there could be some evolution— some 
progress,” he declares. “ But as it is, 
they have to  go over ju st the same 
ground 1 have gone over; the chances 
are they will get no fu rther than  I 
have done.”

T his has in it some m easure of 
tru th , which, unwelcom e as it is, m ust 
be accepted. K now ledge and wisdom 
and experience m ay be classed as 
a lm o st’ non-negotiable assets—each 
individual m ust ga ther for himself, 
nor can you pass on to  ano ther any 
considerable portion  of your store.

C ultivate a w illingness freely to 
allow those who are succeeding you 
to live their own lives and w ork out 
their own problem s in their own 
way. T hey will m ake some blund
ers—you m ade some. If often it 
seem s to you tha t everyth ing is going 
to the dogs, rem em ber th a t about 
fifty years ago your g randfa ther held 
ju st this view, and th a t in ano ther 
fifty years your g randchildren  are 
likely to come into a sim ilar opinion.

Cultivate adaptability . T im es 
change and m anners, practices, fash
ions. “W hen in Rom e do as the 
Rom ans dov” insofar as it relates to  
the m inor custom s of life, has in it 
much, of wisdom, and applies to  the 
transition  of the years as well as to 
changes in locality. If you should 
live in 1940 be ready to do som ew hat 
as o ther people do at th a t  time.

T he study of h istory , travel, which 
should include observation  of the 
people in the places visited—w hat
ever broadens the m ind and gives a 
w ider and m ore sym pathetic know l
edge of hum anity—are aids in m ak
ing one able to adapt oneself com 
fortably  to  changed conditions and 
circum stances.

As tim e goes by, don’t accum ulate 
a lot of entirely  useless and unnec

essary whims and peculiarities that 
as they grow  to full size may make 
it all but im possible for anyone to 
live w ith you or even to associate 
with you.

W e all w ant to stay in the harness 
as long as we can. If it is our work 
in life to keep house, then we should 
p refer to  have our own roof-tree to 
the end; if we keep store, we should 
like to stay in business till we shuf
fle off th is m orta l coil. T his is na
tu ral and righ t so long as practicable; 
but be sure to  have some resources 
■of occupation and am usem ent to fall 
back upon when the active pursuit of 
the custom ary vocation m ust be cur
tailed o r  abandoned. Books should 
be the gay com panions of idle hours. 
To be a good p layer of a good gam e 
or two, to have som e hobbies like 
raising flowers or learn ing the nam es 
and habits of birds—these aid in di
verting  one’s atten tion  from oneself 
and in keeping the nature sane and 
wholesom e.

Keep up old friendships and form 
new ones. Keep sw eet and sunny, 
in  spite of all treacherous and be
trayals, keep faith in hum an nature. 
In spite of all losses and calam ities 
keep faith also in tha t o ther N ature 
which is back of and above and be
yond hum an nature, W hom  we know 
by various nam es and regarding 
W hom  we have varying beliefs, tru st 
in W hom  is the g reates com fort and 
solace in sorrow  and adversity.

T hese things are m ore easily said 
than done, for the lessons of life 
seem to becom e harder as we get 
tow ard  the back of the book, and 
it requires a stou ter heart to be brave 
at sixty or seventy o r  eighty than at 
fo rty—a larger optim ism  to  be cheer
ful, a deeper piety to  hold an abiding 
faith. But when we see a really  fine 
exam ple 'of a gracious, agreeable, 
hopeful old gentlem an o r  lady, whom 
the years have only m ellow ed and 
ripened and no t em bittered, does it 
no t seem w orth while to  m ake the 
effort? Quillo.

Fact W orth Knowing.
Mail m atter placed in any recep

tacle which is not located under gov
ernm ent seal is no t legally in the 
United S tates mail by a ruling in the 
U nited S tates D istric t C ourt. T h ere
fore, articles may be taken from  re
ceptacles installed under o r beside 
mail boxes w ithout danger of prose
cution under the postal laws. T he 
decision was rendered in the case of 
G. H. Keith, who was arrested  when 
a num ber of packages, stolen from  a 
basket under a mail box in an office 
building, were found in his office.

Like the R ock of Gibraltar
Is the service of the Citizens Telephone Co. and 
the security of its stock. The marvelous growth 
of its business requires constant additions to its 
capital. The stock of this company has one of 
the best records of any industrial security in 
Michigan. Regular quarterly 2 per cent, divi
dends paid without deviation or delay for six
teen consecutive years.

CITIZENS TELEPHONE CO., Grand Rapids
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Pulling Power of Five and Ten Cent 
Department.

W ritten for the Tradesm an.
M erchants who regard  A ugust as 

a dull m onth will be puzzled to know 
how a re ta iler in a tow n of 2,000 
could sell on A ugust 3, 1912, $500 
w orth of goods from  a departm ent 
no t usually considered a m ajor de
partm ent.

T hey may w onder w hat departm ent 
could show sales record like th is dur
ing the hot-tim e of the year. T hey 
will be still m ore am azed when they 
learn th a t the tow n where this s ta r t
ling sale occurrtd  was ju st ten miles 
from  a city of 300,000 people.

T he re ta iler used no hocus-pocus 
He gave nothing aw ay; all the goods 
he sold brought him a fair profit. H e 
simply told people, through the m ed
ium of a m oderate-sized handbill, 
that he had the goods for sale.

The m erchandise did the rest. W hen 
we tell you that no t an item  was 
priced higher than  a quarter, you’ll 
begin to get a glim m er of light and 
realize that the pow er behind the sale 
was 5, 10 and 25 cent goods.

This m erchandise, which sells well 
in good tim es, sells be tte r in hard  
times, and th a t's  why $500 w orth  of 
goods could be sold from this single 
departm ent during the w orking hours 
of a hot A ugust day.

A departm ent of 5, 10 and 25 cent 
goods appeals to every class of peo
ple—not only to the 60 per cent, of 
our population whose incom es don’t 
exceed $75 a m onth, but also to  the 
high-priced trade. If  you th ink  cut- 
price bargains are bought only by the 
people who have nothing but nickels, 
dimes and quarters to spend, your 
retail experience has been sadly lim 
ited. Because bargains appeal to 
everybody, naturally  low-priced goods, 
such as are found in the variety lines, 
a ttrac t poor and rich as well.

Of all the goods retailers sell, none 
are so far from being a price cu tter 's  
foot-ball as 5, 10 and 35 cent goods. 
T he lines are not standardized; the 
goods are made by a thousand m ak
ers. and there never need be the sort 
of cu t-th roat com petition th a t piece- 
goods and sugar, for example, suffer 
from.

C onstant refinem ent in the m anu
facture of these goods has succeeded 
in draw ing 15 cent item s down to 
the 10 cent class, 30 and 40 cent 
m erchandise down to a quarter and 
so on. All this results in a condition 
which causes nickels, dim es and quar
ters to buy m ore m erchandise per 
penny expended than any larger coins 
made. Because of this fact, 5, 10 and 
25 cent goods are  a m ighty fine argu
m ent to use in contrad icting  the high- 
cost-of-living crank. Installed  in the 
store of a m erchan t who has been a 
ta rg e t of the m iddlem an-elim inator, 
those goods will create an atm osphere 
of good-value which will extend to all 
lines and thus rehabilita te the retailer 
in the eyes of his trade.

T o  prove this last sta tem ent, con
sider the success of the retail mail 
order houses. T h e ir catalogues and 
m agazine advertisem ents are sprinkled

with goods quoted at prices so low 
they cause the consum er to  say. 
“W hat rem arkable values,” and im
m ediately to jum p a t the conclusion 
th a t all goods show n by these estab
lishm ents are equally low-priced.

In the case of your 5, 10 and 25 
cent departm ent, people associate the 
values it gives with all the goods 
you carry  and your whole line bene
fits.

O ne of the reasons 5, 10 and 25 
cent goods are so popular—w ith re 
tailers who sell them —Is the fact that 
their low prices don’t  keep them  from  
re tu rn ing  a m ost sa tisfactory  profit.

In o th er w ords, they advertise as 
forcibly as cut prices and pay a prof
it in the bargain.

A ny m erchant who saw the 1912 
financial sta tem ent issued by the 
W oolw orth Com pany will have no 
difficulty in believing in the p rofit
m aking ability of these goods.

In reality, a general m erchant o r a 
grocer will find them , as hundreds 
already have, to  be advertisem ents 
tha t are self-supporting.

In the case of the m an who sold 
$500 w orth  of 5, 10 and 25 cent goods 
in a single day. it would be foolish 
to say th a t no o th er departm ents 
benefited. O n the con trary , p rac ti
cally every departm ent in his store 
did a good business on th a t ho t A ug
ust day, but it is very certain  th a t this 
result would no t have been obtained 
w ithout the pull which the popular- 
priced goods exerted.

W hat is the chief secret of their 
power. T hey do the hardest p art of 
the advertising—pull the people to 
the sto re—and, once inside, the m er
chandise does the rest.

T he addition of 5, 10 and 25 cent 
goods to the stock of a g rocery  o r 
general store causes no upheaval. In  
fact, no change occurs at all when 
th ey ’re intalled. T hey are simply 
the low -priced “cousins" of the goods 
which the grocer and general m er
chant already has in stock, so that 
their com ing m erely is an increase in 
the breath of your stock’s appeal. In 
increasing your variety  you m ultiply 
the buying pow er of each custom er 
—-you make two custom ers w here 
there was only one before. W e say 
th a t the addition of 5, 10 and 25 cent 
goods m eans m erely the com ing of 
the popular-priced “cousins” of the 
goods you already handle.

H ere are a few of the lines usually 
found in a grocery  departm ent of 5, 
10 and 25 cent goods:

T in and enam eled w are;
W ooden w are and w ash-day goods;
Glassw are, crockery, lam ps;
K itchen hardw are and cutlery.
Now, Mr. Grocer, you answ er a few 

questions: W ho can m ore easily 
handle stew -pans, fry-pans, sauce
pans, cake-pans and so on? T he syn
dicate sto re  o r the m an who sells the 
food-stuffs which are prepared  in 
these utensils?

Did you ever th ink  how easy it 
would be for your clerks to suggest 
cake-pans, a fte r a custom er had pur
chased a sack of flour? W ho is be t
te r adapted  to  sell lam ps and lamp 
goods than  the re ta iler w hose stock 
includes the oils th a t m ake the light?

And to  Mr. G eneral M erchant, we 
could put the sam e questions, adding 
to his list the nam es of dry goods 
specialties, toys, notions and the like.

Five, 10 and 25 cent goods are the 
m ost a ttractive “bait” a m erchant 
ever placed in his store, and the best 
th ing  about them  is the fact that 
they not only pay a profit on their 
own sales, but stim ulate every r th e r  
line with which they  are  associated. 
T hey create  and develop a healthy 
circulation of sales th a t extends to 
every departm ent of m erchandise as
sociated w ith them .

Som eone has said th a t 5, 10 and 23 
cent goods are self-sellers. T hey 
are, and th is fact adds ju s t so much 
to the profit they  pay. T he reasons 
for this can be easily seen.

In  the first place they  bear prices 
which cause no hesita tion in the buy
er. A purchaser doesn’t need a long 
winded sales argum ent to convince 
him or her of desirability  of spending 
a  nickel, a dime or a quarter. I t  is 
only the large am ounts th a t require 
persuasive and expensive salesm an
ship. In  the second place, a price 
ticket gives all the inform ation nec
essary about this kind of m erchan
dise. Stick a price ticket over these 
goods and they speak fo r them selves. 
Clerks may be dispensed w ith. In  
considering th is advantage, the re
tailer should not fo rget th a t the m a
jo rity  of shoppers prefer to browse 
around alone and th a t the approach 
of a clerk frequently  m eans. “Buy 
now or get out.”

T he installation  of a departm ent

of 5, 10 and 25 cent goods, therefore, 
doesn’t involve an additional clerk to 
care for them . Instead , it keeps clerk 
hire down while m aking it easier for 
your custom ers to  buy.

Now how and w here should such a 
departm ent be placed?

In considering  th is it will pay re 
tailers to rem em ber th a t a table or 
departm ent of 5, 10 and 25 cent goods 
features a g rea ter variety  in sm aller 
space than  any assortm ent of goods 
th a t has yet been conceived. F re 
quently  a single table eight feet long 
and th ree feet wide displays on its 
efficiently placed shelves as many as 
fifty-seven different variety  of m er
chandise. I t  is, therefore,’ a depart
m ent store in m iniature; it caters to  
the buy-everything-in-one-place ten 
dency; it doubles your variety  and 
takes but a fraction away from  your 
available floor space; it takes for the 
quick tu rn  and provides you with an as
so rtm en t of goods that sell at sight.

Since this talk aims to be som ew hat 
com prehensive we shall cover the 
cost of such a departm ent.

F irs t, let us say th a t noth ing a 
m erchant can invest in will give as 
big a tu rn  for his money. In  o ther 
w ords, a departm ent of 5, 10 and 25 
cent goods costs less and does m ore 
than  any sim ilar assortm ent a re ta il
er can buy.

Of course, a larger investm ent will 
increase the variety, but it is safe to 
say tha t a com prehensive departm ent, 
such as a general m erchant would 
wish to install as an adjunct to his 
stock, would not cost m ore than  $250 
or $300. A nderson Pace.

Most Useful Invention of the Age
You can candle 36 eggs a 

minute. Does this appeal 
to you? When you receive 
eggs from your customers, 
test the eggs before them. 
If any are bad they would 
not ask you to pay for 
bad eggs when they see the 
bad eggs with their own 
eyes. Your saving by using 
our Rapid Tester on this 
one item alone, would pay 
for the Tester many times 
over. The saving of time re
duces your expenses. Com
pare the work of our Rapid 
Tester with any known de
vice for candling eggs.

Send us your check for 
$5.50 and we will ship the 
Rapid Egg Tester to you by 
express. Use the Tester ten 
days and if. for any reason 

whatever, you are not satisfied with it. return it to us at our expense and we 
will immediately refund your money,

Mr. Merchant, you cannot afford to be without the Rapid Egg Tester. 
The cost is small. It is a great time saver. Merchants, test your eggs be
fore your customers. Just place the Tester on a small table or counter in your 
store. No dark room or cellar necessary. Can be used wherever electricity 
is available. The Tester will be sent you complete in every way and ready 
for immediate use. In ordering the Tester, be sure and specify the voltage 
used by your local electric light company.

Sample Tester in actual operation at the office of the Tradesman.

R A P ID  EG G  T E S T E R  CO. Saginaw , M ichigan
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VO C A T IO N A L ED U C A TIO N .

Problem of Preparing Young Men for 
Business Careers

T he com m ercial w orld is m anifest
ing a t the p resen t time an unusual in
te rest in the problem  of education for 
a  business. Q uite naturally , educa
tion fo r business m ust take account 
of tw o things. O ne of these is busi
ness, the o ther is education. If I 
cannot instruct you on the subject of 
business, which I certain ly  shall not 
undertake to  do, it is possible th a t I 
m ay have som ething to  say on the 
subject of education, in which I have 
had m ore o r less experience.

Indeed, a lm ost every m odern edu
cational developm ent involves tw o or 
m ore elem ents, and it is well nigh 
im possible for any one m an to  . be 
equally well inform ed regard ing  all 
sides of the question. I t  is the part 
of w isdom  for the specialists on the 
different sides to  get to g e th er and see 
how well they  can fit together their 
divers m odes of though t and experi
ence. T h a t is w hat creative educa
tional activity  m ust accom plish in the 
p resen t day. I t  m ust bring  together 
the occupation in life which has some 
educational need and the theory  of 
education which is to  be applied to  
some occupation in life. O ut of the 
com bination is to  come no t only a 
be tte r practice of the occupation, but 
also a be tte r education of the men 
who practice it.

1 should like to  say a few w ords 
about the m odern m ovem ent which is 
giving us a general scheme of vo
cational education. W e hear of new 
schools for this occupation and tha t 
occupation in life. T he m ost of these 
schools are in teresting  enough in 
them selves, but do you realize the fact 
th a t they  represent a much m ore gen
eral m ovem ent? School used to  con
cern itself w ith only one or two sides 
of hum an life—with its literary  and 
spiritual side—w ith its public and its 
m oral side. But tim es have changed, 
and now alm ost every side of our life 
is going to school. T he change is 
one of the m ost characteristic features 
of m odern civilization. Policem en 
are tra in ing  for their business in a 
school, av iators and chauffeurs are 
tra in ing  in schools, farm ers go to 
schools of agriculture, cooks and ta il
o rs and barbers, a s  well as law yers 
and physicians, follow the same 
course. T here  are schools of peace 
and schools of war, and schools of 
diplom acy th a t lie betw een the two. 
T here  are schools to  educate women 
for hom e life, and schools to educate 
them  aw ay from  home life. T here  
are  schools for teachers, and schools 
for the teachers of teachers, and I 
believe one o r tw o schools for the 
teachers of teachers of teachers.

T he new er m ovem ent in com m er
cial education is highly in teresting  in 
itself, bu t it is m uch m ore in teresting  
as p a rt of th is rising  tide which is 
sw eeping the d ilettante, the irrespon
sible em piricist, and the jack-of-all- 
trades in to  the far corners of our so
ciety. I should like to  know  w hat this 
m ovem ent really m eans. I do no t 
believe we fully understand  it even 
yet. ' I t  resu lts in part, I have no 
doubt, from  the m ore concentrated

com petition of m odern life. O ur im 
proved m ethods of transporta tion  and 
of com m unication have undoubtedly 
given to com petition a  character un
known in early  tim es. I t  resu lts  per
haps as much from  the spread of 
m odern science. W e have come to  
believe th a t there  is no phase nor 
fragm ent of hum an occupation and in
te re s t which does no t have its scien
tific co-efficient. M athew  A rnold 
said: W hatever is w orth  doing is 
w orth  th inking about. W e add to  
th is: W hatever is w orth  doing has 
som ething in it th a t m en can learn 
about.

I m ight go fu rther and say th a t 
this condition resu lts from  a higher 
standard  as regards all hum an per
form ance. I would say it, too, but 
for the simple fact th a t it isn ’t so. 
W e have h igher standards in m any 
directions but no t in all d irections. 
O ur a r t standards have not kept pace 
with our science standards. In  the 
practice of m any of the  a r ts  and 
m any of the trades, there  was a high
er dem and for perfection  of product 
generations ago than there is to-day. 
T here  is som ething to  be said about 
this fu rther on.

E very kind of trade education and 
every kind of professional education 
has had to face the objection th a t 
th a t particu lar occupation cannot be 
taugh t in school. Medicine had to 
m eet th a t objection tw o or th ree  gen
erations ago, and the law s requiring 
thorough  m edical education have 
been forced against intense opposition 
every step of the way. Legal educa
tion has gone much the sam e course. 
Even w ithin the past generation  there 
have been law yers who argued tha t 
the only good train ing  for practice 
w as in a law yer's office. T he profes
sion of divinity w ent through  the 
same discussion from  beginning to 
end in the eighteenth  century, and I 
can’t say how m any tim es before and 
since. You know how it is in the do
m ain of agriculture. T he school- 
trained farm er has been a laughing 
stock until the p ast ten  o r fifteen 
years, th a t is until a goodly num ber 
of them  have grow n rich by m aking 
superior yield of corn and co tton  and 
dairy products. You m ight go all up 
and down the list and find the  sam e 
h istory  everyw here, but the net result 
has been w hat I have said before. In  
spite of all their failures, the schools 
of one vocation after ano ther have 
m ade th e ir way, until, all together, 
they  now rep resen t the m odern spirit 
and the m odern m anner of life.

Com m ercial education has to m eet 
only half-way successful even yet, 
the sam e run of objections. I t  is 
m eeting them , in fact, to-day. I t  is 
but it is half-way successful already, 
and th a t is a very different w ay of 
saying the sam e thing. I t  is a t least 
half-way successful already in a num 
ber of im portan t schools, and it re 
quires no seventh son of a p rophet 
to  predict th a t the  subjects of bank
ing, transporta tion , industrial o rgan 
ization and insurance, w ith m any 
o th er subjects related  to  these, will 
be as surely subjects fo r professional 
tra in ing  in professional schools as are 
medicine, law and engineering  to-day, 
and th is outcom e, w hen it is fully

achieved, will be as much a gain for 
education as it is a gain for our com 
m ercial and industrial life.

W h at is the system  that such vo
cational tra in ing  in schools is going 
to supplant? Men learned their trade 
in some way or o ther before there 
w ere schools and college-s. T hey 
would learn the ir trade  to-day, w hat
ever it m ay be, if there  w ere no 
schools and colleges. W hat is the dif
ference, then? L et us look into tha t 
question a little , for I th ink  we can 
learn som ething from  it.

T he answ er to the question is 
simple enough. T he old system  was 
a system  of apprenticeship. T he new 
system  is a, system  of organized teach
ing. O ne w orks by the application of 
general principles.

T here can be no doubt tha t the old 
system  had its great achievem ents, 
and out of it came some of the ablest 
practitioners th a t the w orld has ever 
seen. I do not for a m om ent believe 
th a t the vocational train ing  of the fu
ture is going to be as sim ply scien
tific, as opposed to the practice of an 
apprentice under the eye of a real 
m aster. T he grea t new th ing  in the 
vocational tra in ing  of the w orld is 
not going to be the substitu tion  of 
scientific schooling for individual ap
prenticeship. I t  is going to be. in
stead, the skillful jo in ing  of those 
two together. H ere is one of the 
finest and hardest problem s of our 
m odern education. Even our great 
and successful schools of the p rofes
sions have not a ltogether solved this 
problem  even yet. T he best of these 
schools, however, have given up ex
pecting that m ere class room  lectures 
will prepare the successful p rac tition
er, and they are even now studying 
with u tm ost care the question as to 
ways in which the professional student 
may be initiated into the practice of 
the a rt which is to be h is w ork in 
life. T he m ore scientific any p ro fes
sion becomes, the m ore the scholastic 
side of tra in ing  for the profession 
m ust be em phasized, but every w ork 
in life is an a rt as well as a form  of 
knowledge. Even the profession of 
medicine, the scientific aspects of 
which have been m ost fully devel
oped, m ust pay particu lar a tten tion  in 
these days to  the clinical side of its 
courses of instruction , and to  the 
train ing  of young graduates as in
ternes in various hospitals. E ng i
neering education is dealing w ith the 
same problem  in ano ther form .

So com m ercial education will un 
doubtedly find its best developm ent 
in com binations of scientific teaching 
and carefully supervised practice, 
such as we have been unable to real
ize as yet, bu t such as we can fo re
cast in the light of educational exper
ience.

I t  am ounts to this., th a t after the 
analogy of schools of m edicine, our 
higher schools of com m erce will have 
to provide their clinical and labora
to ry  facilities and the ir graduate 
courses of in troduction  to  business 
practice.

W e m ust expect tha t the scientific 
side of business, as well as the scien
tific side of o th er occupations, will 
grow  relatively la rg er as the sciences 
of econom ic relationsh ips advance.

M ore and m ore instruction  m ust be 
organized w ith a view to an under
stand ing  of the processes of business 
in their relation  no t only to  a whole 
w orld of business, but also to  a whole 
w orld of ideas and of organized 
knowledge. But th is scientific know l
edge of business is no t to  be a th ing  
ap art bu t m ost intim ately dovetailed 
into practice. T here  have been g rea t 
m en of business who w ere a t the 
same tim e g reat teachers and have 
trained up younger m en to follow 
them  and utilize the ir system s in the 
adm in istration  of affairs. T here  are 
such m en—a goodly num ber of them  
—in th is city to-day. I t  will be a p art 
of the problem  of the com m ercial edu
cation of the fu ture to  utilize th is 
ex traord inary  teaching ability th a t is 
already presen t in the business w orld 
and to  pro ject the tra in ing  of the 
schools in to  intim ate relationships 
with such teaching.

The schools, on the o ther hand, by 
their very em phasis upon the scientific 
aspects of business will help in the 
everlasting  process of clearing the 
m oral a tm osphere of the business 
world, for m en cannot associate w ith 
scientific pursuits w ithout becom ing 
m ore or less imbued w ith the scien
tific sp irit of tru th  and sheer, un
mixed honesty. T he forces th a t are 
m aking so pow erfully  for the m oral 
uplift in the business w orld itself 
will undoubtedly be reinforced by 
every arrangem ent which fu rthers 
the scientific study of the problem s 
of the business world.

E lm er E llsw orth  Brown.

High Cost of Living.
T he m echanic of to-day has a house 

with a bathroom , a heater in the cel
lar and a coal range burn ing  an 
th racite  at $7 a ton; his father never 
dream ed of such luxury. T he average 
m an and family are be tte r fed, b e tter 
housed and bette r clothed than  their 
forebears. T hey  spend m ore and 
they make m ore, and the high re tu rns 
which they exact for their labor con
tribu te  to the high cost of practically  
everyth ing used and bought by o thers. 
T hey  also pay. directly  and indirectly, 
m ore taxes than  their p rogen ito rs did; 
they  m ust m eet a dem and a t every 
turn.

T he w orld is litera lly  sw arm ing 
with fond inspectors and o ther inves
tiga to rs and guardians, local, sta te  
and Federal. W ho pays fo r the 
boards of health  and their activities; 
who sustains the institu tions caring 
for the tuberculous; w ho bears the 
cost of railroad  safety appliances and 
pays the bill for the “grocer’s tele
phone and for m edical inspection in 
the public schools? T he average 
citizen pays his share for all these 
m odern im provem ents and countless 
o thers, tangible and intangible, and 
he w ants m ore of them . W hen  he gets 
the new ones he will pay for them , 
too. T here  is no escape. T he place 
for cheap living is the South Sea 
Islands, w here m odern efficiency has 
not intruded.— Philadelphia . Public 
Ledger.

If  there  is a  m an in the w orld who 
knows exactly  how to  m anage a worn- 
am, he is also wise enough no t to  
give away his secret.
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A Thousand-Barrel Mill
For You

That’s w hat w e have—a thousand-barrel mill running for your benefit.

Yes, certainly, it  w as primarily erected as a business venture for profit 
and th at is w hat it is yet, but in order to make it  profitable w e have to  

please YOU.

Therefore w e are running it to please you.

W e make the kind of flour w e know you like. The price is regulated by  
the cost of wheat. W e figure very  close.

W e wash the wheat, buy machinery, sew  the sacks, te st the quality and 

keep continually hustling to put

LILY WHITE
“ The Flour the Best Cooks Use”

on the market in such shape and under such conditions that you w ill keep 

buying it.

And you consumers are co-operating w ith  each other when you buy L ily  
W hite. You are running a thousand-barrel mill and thus getting better flour * 
for the m oney than if  you were operating a small mill.

You get the best millers, the m ost modern machinery, the most econom
ical organization, the m ost obliging dealers in th is w ay.

It is a w ise policy.

VALLEY CITY MILLING CO.
G R A N D  R A PID S, M ICH.

This is a reproduction of one of the advertisements appearing in the daily papers, all o f which help the retailer to  sell Lily W hite Flour.
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Michigan Retail H ard w are Association.
President—F. A. R echlin, B ay  City.
V ice-P resid en t—E. J. D ickinson, St. 

Joseph.
Secretary—A rthur J. Scott, M arine 

City.
Treasurer—-William Moore, D etroit.

W arm  W eather O pportun itis for .
H ardw arem en.

W ritten for th e Tradesman.
The approach of w arm  w eather 

spells new  opportunities for the hard 
ware dealer. F o r these he m ust he 
well prepared beforehand.

T he first sign of sp ring  m arks the 
call of the back garden. Be it never 
so sm all the back garden requires 
p roper tools. Spades, rakes, hoes, 
trow els and the like all find a good 
m arket at this season, and to this 
end they should be prom inently  dis
played. Seeds, too, are in demand. 
But these everyday gardening line« 
rep resen t only a p art o f •the garden 
possibilities. In  a very short time 
the sound of the lawn m ow er will 
break fo rth  on the air. Then, a pair 
of grass clippers will be needed to 
trim  the edges of the lawn. Garden 
furniture, rustic chairs, ham m ocks, 
and the various covered swings, all 
represen t possibilities which have 
not been pushed actively enough.

H ave you a  m ailing list? Have 
you circularized your mailing list on 
the subject of spring  gardening? If 
you h a \en 't, it m ight pay to  devise 
a catchy little  circular le tter. A 
w ord o r  two about grow ing your 
own vegetables and cu tting  the cost 
of living; about the convenience of 
replacing th a t old, broken-toothed 
rake with a new one (only a quar
te r ) ;  about the need of having th a t 
lawn m ow er sharpened and over
hauled and adding a pair of clippers 
to the lawn equipm ent; and then a 
little  bit on the beauties and com forts 
of a properly furnished back yard, 
w ith some nice rustic« chairs and 
o ther appurtenances? Sim ultaneous
ly. a display along these same lines 
should produce good results. And 
don 't forget the garden hose, the 
croquet set. and o th er incidentals.

W hile the benefits of actual, phy
sical “fly-sw atting” are a m atter of 
dispute, the anti-fly cam paign is now 
in order. H ere is a chance to boom 
the sale of window screens and screen 
doors. Bear in m ind th a t the  screen 
with only a small break is wrorse than 
no screen at all—and m ention th a t in 
case the custom er has any old screens 
th a t ought to  be replaced. T he ear
lier these lines are pushed, the be tte r 
will be the results. A good “Swat 
the F ly” display is p re tty  nearly 
tim ely. L ittle  “sw atte rs” (m ade of 
screening and a stick) find a ready 
sale, or did last year. A handy man

in your store can tu rn  them  ou t in 
his spare time.

T hen house-cleaning stuff of var
ious sorts is still tim ely—carpet beat
ers and furniture  polish, and m etal 
polish, and the like.

T he real ho t w eather stuff will be 
due in a very short time. I t  is well 
to display and push it a little  in ad
vance of the demand. T he dealer 
who wishes to reap the largest and 
surest profits m ust look ahead and 
anticipate and plan for the  future.

Every little  spurt of warm  w ea 'her 
will set people buying w arm  w eather 
accessories; if you are already push
ing them  to some extent, and exclu
sively, this trade will in m ost cases 
come to you.

H am m ocks will soon be in order. 
O th er veranda supplies include rus
tic chairs, m ats, iron flower stands 
and swings. M any hardw arem en 
overlook these lines; which will, how 
ever, repay pushing.

T he ice and ice-cream  season is 
p re tty  close upon us. T he selling 
season for refrigera to rs is sho rt and 
sharp, and the cam paign, once it 
opens, m ust be actively pushed. T he 
en te rp ris in g  dealer will plan ahead 
of time. In connection with refrig 
erators, sm aller and less expensive 
lines such as ice carriers, lemon 
squeezers, ice choppers and ice-cream 
freezers can be pushed to advan
tage. T hough the fact m ay be alm ost 
incredible to the uninitiated, there 
are plenty of people who carry  ice 
in their hands or wrap it in rags 
when a pair of cheap tongs would 
m eet the situation far m ore effective
ly-

T he trouble is, th a t lines such as 
these w on't as a rule sell them selves. 
They m ust be pushed. Custom ers 
don’t ask for them  off their own bat; 
they m ust have these articles called 
to their a tten tion  before they  will 
buy. In specialties of this sort, the 
pushfulness of the dealer, and his 
acquaintance with the possibilities of 
his particular clientele, usually make 
all the difference betw een success and 
failure. W illiam  E dw ard Fark.

T he Stove M anufacturer’s O ppor
tunity .

The stove m anufacturer has a  g rea t 
opportunity  to  dem onstrate  his abili
ty  and desire to keep to  the front, by 
entering  the field in com petition with 
the m anufacturer of the “fireless 
cooker.” T he cooking u tensil is 
rapidly taking hold of the people and 
giving them  an econom ical article as 
well as a high class of cooked food. 
It is evident this cooker, even though 
far from  being w hat it should and 
could be, is w hat the people need and

desire. T hey  have learned th a t the 
present construction  and m aterial of 
the cast-iron  range is no t econom ical 
in fuel and heat, and is pronounced 
by scientific au thority  to  be an ab
surdity. T herefore it does appear as 
if the stove m anufacturer, w ith his 
practical experience in stove m aking, 
should be the legitim ate m aker of this 
new article.

As it is now generally  constructed, 
it is often m ade of w ood, and in the 
shape of a trunk  having wells, into 
which are put the dishes to  be cook
ed. T h is construction  is by  no m eans 
up to the needs of the kitchen, ne ith 
er does it provide hot w ater, which 
is always necessary. I t  depends on 
the coal and gas range o r o th er a r
rangem ent to heat its disks of iron 
o r soapstone, o r to b ring  to a boil

the food before putting  w ithin the 
cooker, all of which is inconvenient, 
a w aste of time, and by no m eans 
economical. T he m erit of th is con
struction  of cooker is th a t a fter all 
th is w ork is perform ed then the cook
er does its parts. T he o rd inary  or 
even the large m odern kitchen is npt 
adapted to th ree  o r tw o cooking a r
rangem ents. T here  are some cookers 
w ith gas-burners w ithin the cooker, 
but they are no t constructed  on lines 
of econom y and are expensive. T he 
up-to-date cooker m ust be a com bi
nation gas and fireless cooker, de
pending in no way on o ther a rrange
m ents to  aid it. I t  should supply 
hot w ater and opportun ity  for the use 
of the w ash-boiler. I t  should be so 
constructed  th a t the cooking utensils 
now in general use can be used. I t

SEASONABLE GOODS

I Elk, Gulf 
Moore, Sphinx  
Clipper, Revero

H alf and three-quarter inch

Lawn Mowers: “F. & N .” Complete Lines 

Diamond Steel Goods 

A ll A b o v e  F actory  Brands

“Michigan” Oil Cook Stoves

Michigan Hardware Company
Exclusively Wholesale

Ellsworth Ave. and Oakes St. GRAND RAPIDS, MICH.

Foster, Stevens & Co.
Wholesale Hardware

157-159 Monroe Ave. :: 151 to 161 Louis N. W.

Grand Rapids, Mich.
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should be m ade w ith doors to each 
oven and the top should be m ade to 
receive the usual hood w ith its v a r
ious dishes w ithin and no t made as 
now  to lift off and on like a  lid or 
bell. T his is inconvenient. I t  should 
and can be improved.

T here  is room  for im provem ent in 
gas burners. Much th a t is in use in 
the cast-iron and gas range in the 
way of shelves, etc, should be on the 
cooker. T here are a num ber of peo
ple who would p refer the gas range 
w ithout the entire fireless arran g e
ment, and here the stove m anufactur
er has an opportun ity  to  improve. 
T here  is opportun ity  to retain  its heat 
for long  after the gas is shu t off and 
to be decidedly m ore econom ical than  
now constructed.

L et it be know n th a t the day of the 
cast-iron range is nearing  its end. I t  
is too  far behind the needs of the 
people to  continue in general use. As 
the fireless cooker becom es b e tte r 
know n and im proved the dem and for 
the cast-iron  range will be less. I t  
would be well for the stove m anu
factu re r to  consider this. I t  should 
be rem em bered th a t the up-to-date 
com bination gas and fireless cooker 
needs but few patterns and so small 
is the expense it is hardly w orth  no
ticing. T h is load and expense need 
not w orry him as does the cost of 
g e ttin g  up p a tte rn s fo r the cast-iron 
stove which are usually a repetition  
of w hat has been m ade m any tim es 
before.

In  draw ing the a tten tion  of the 
stove trade to this subject I would 
say tha t I do so as a p ractical ex
perienced designer of stoves. T he 
thoughts expressed are no t theo re ti
cal, but practical, and everyth ing I 
have said about the construction  of 
the up-to-date com bination cooker 
can be practically  carried  out.—A lex
ander VVemyss in A m erican A rtisan.

Organization a Common-Sense Busi
ness Proposition.

Even at the risk of being accused 
of repetition  we cannot forego m ak
ing some fu rther rem arks upon the 
epidem ic o rganization  which is raging 
th roughou t the entire U nited  States. 
T here have alw ays been m ore or less 
associations of m en fo r various pur
poses, business o r civic, bu t never 
was there such a universal inclination 
tow ard co-operation. Back of all this 
there m ust be som e reason, for such 
m ovem ents do no t spring  into ex ist
ence and continue to  grow  unless 
there is a real cause. T h ere  have 
been associations of m anufacturers, 
associations of w holesalers and asso
ciations of less num ber and streng th  
of retailers. T hey  have all had their 
purposes and have all m ade accom 
plishm ent when properly  conducted. 
Even those, how ever, which held to 
g ether with the g rea test tenacity  did 
not have the fire, en thusiasm  and sp ir 
it am ong their m em bers th a t are p re
valent to-day. I t  m ust be because 
never before did there exist the same 
circum stances as those  w ith which 
the business m an m ust now con
tend. H e is grow ing to feel m ore 
and m ore all the tim e th a t he is net 
independent of his b ro th e r  m er
chants. T im e was w hen sto res w ere

so widely separa ted  th a t each one 
could be conducted in accordance with 
the necessities of its particu lar com 
m unity w ithout regard  to  w hat was 
going on in o th er places. Education, 
m eans of com m unication and vastly  
increased population have altered  all 
this. T o-day the w hole country  is 
m ore nearly  one large family, th in k 
ing the sam e th ings and w anting  the 
same thing. T he get-together spirit 
has therefore been fostered  by the 
necessity  for those whose in terests 
have been sim ilar to unite to  p ro tect 
them selves from  the encroachm ent of 
o thers. C onsum ers have com m enced 
to  co-operate, it m ust be confessed 
with but a m inim um  success, but 
nevertheless they are w orking along 
this line. I t  is therefore m ore than 
ever desirable th a t business m en in 
every city, tow n o r village w ork in 
harm ony to  the g rea test benefit of 
the entire num ber. T here  are very 
m any qustions to  be considered which 
can best be handled by discussion. 
The m eeting  together of all the  busi
ness men of a com m unity enables 
them  to  view each one of these ques
tions from  all possible angles. Som e
body will have an idea to suggest 
which will set all the re st thinking, 
and thus be developed into the p rop
er answer. O rganization  is no longer 
a  fad, it is a com m on-sense business 
proposition  and has come to  stay. I t  
is good judgm ent and good business 
for all tow ns no t yet possessing a 
business m en’s o rganization  to  form  
one at once.

Uncle Sam Expels Bankrupts.
T he prosecution of H arry  and 

Copel W ebber, who up to a  year and 
a  half ago ran a  shoe sto re  in Law 
rence, Mass, under the nam e of the 
W ebber Shoe Co., and after going 
into bankruptcy, w ith assets of about 
$300, disappeared from  L aw rence and 
w ent to H alifax, N. S., w as recently  
term inated  by a plea of guilty  en te r
ed on the p art of H arry  W ebber in 
the U nited  S tates D istric t Court in 
Boston. T he father, Copel W ebber, 
did no t appear, as his atto rney , Guy 
A. Ham, presented  a certificate from 
physicians in H alifax show ing that 
he was too ill to travel.

T he W ebbers w ere extrad ited  from  
Canada last fall after extended hear
ings in a case which w ent to  the 
highest court of record in Canada 
and established a new precedent in 
regard  to the righ t of the U nited 
S tates to ex trad ite  bankrup ts under 
the H ay-Pauncefo te  T reaty .

The C ourt perm itted  the W ebbers 
to m ake an arrangem ent fo r re stitu 
tion, which has been accepted by the 
creditors, and which, if the W ebbers 
pay certain  notes which they  have 
signed will eventually pay the credi
to rs  50 cents on the dollar. H a lf of 
this am ount has already been paid in 
cash to the creditors. T he W ebbers 
have also paid all the expenses of 
p rosecution  and a tto rn ey s’ fees in the 
m atter. Sentence w as suspended un 
til such tim e as the notes fo r the 
balance of the  m oney which the W eb
bers are to pay to  th e ir cred ito rs are 
paid, w hen the G overnm ent will in all 
p robability  place the cases against 
them  on file on the  agreem ent of the

W ebbers no t to  en te r this country  
again.

T he credit of b ringing this m atter 
to a successful term ination  for the 
cred ito rs is due to  the Legal D epart
m ent of the Shoe and L eather M er
cantile Agency, Inc., in the first in
stance, which w orked several m onths 
gathering  the evidence and preparing  
the m atte r before indictm ents were 
secured, and afterw ards sent one of 
its represen tatives to  H alifax to aid 
in the extrad ition  proceedings. G reat 
credit is also due to W illiam  H. Gar
land, A ssistan t U nited  S tates D is
tric t A ttorney for M assachusetts, who 
took the case up, and w ho w orked 
the case, which a t the s ta rt seemed 
very dubious, up to  a successful te r 
m ination.

I t  is a good exam ple of w hat cred

itors w orking together w ith a .faith
ful officer of the G overnm ent can ac
com plish to compel bankrupts, who 
have concealed assets, either to  make 
restitu tion  to creditors or suffer sub
stantial term s of im prisonm ent—B os
ton Bulletin.

Established in 1873 

BEST EQUIPPED FIRM IN THE STATE

Steam and Water Heating 
Iron Pipe

Fittings and Brass Goods 
Electrical and Gas Fixtures 

Galvanized Iron Work

THE W EATHERLY CO.
218 Pearl Street Grand Rapids, Mich.

Reynolds Flexible Asphalt Shingles
H A VE E N D O R S E M E N T  OF LE A D IN G  A R C H IT E C T S

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

Beware of Imitations. Ask for Sample and Booklet.
Write us for Agency Proposition. Distributing Agents at

Detroit Kalamazoo Columbus Youngstown Utica Milwaukee
Saginaw Battle Creek Cleveland Buffalo Scranton St. Paul
Lansing Flint Cincinnati Rochester Boston Lincoln. Neb.
Jackson Toledo Dayton Syracuse Worcester Chicago

And NEW YORK CITY

H. M. REYNOLDS ASPHALT SHINGLE CO.
Original Manufacturer, GRAND RAPIDS, MICH.



34 M I C H I G A N  T R A D E S M A N May 7, 1913

Arrangement and Selling of Findings.
If you think the arrangem ent of your 

findings stock and the general m eth 
od of getting  the custom er to  warm  
up to findings m akes no particular 
difference, you’ve go t ano ther guess 
coming. Some of the m ost resource
ful veterans to the retail shoe trade 
have tried out one plan after another 
in their effort to hit upon a profitable 
solution o f several of the profitable 
connected with the successful m ei- 
chandising of findings.

W hich is better, to stock all find
ings at a particular spot on the main 
floor—concentrate the whole fire a t a 
single point—and thus gain the em
phasis that com es from m ere mass, 
or d istribute the findings through the 
several departm ents?

If the store is big enough to  carry 
a stock of findings sufficiently large 
to claim all, or the g rea te r part, of 
the tim e of one salesperson, should 
a man be placed in charge, or should 
the departm ent be turned over to a 
bright, interested  and in teresting  
saleslady?

If  findings are of sufficient im 
portance to  be carried in stock, dis
played in the windows and featured 
in in terio r displays of shoe store 
m erchandise aren ’t they of sufficient 
im portance to claim some degree of 
conspicuity in the advertising?

Inasm uch as there is everyw here 
and always an ingrained tendency to  
neglect the less im portant articles of 
m erchandise and give one’s tim e and 
atten tion  to the m ore claim ant, isn’t 
it a p retty  wise plan to adopt the 
“ 1*. M .” system , thus keeping the 
salesforce keyed up to the highest 
selling pitch?

Now there aren ’t any universally 
valid answ ers to these and a score of 
sim ilar questions th a t m ay be asked 
with reference to  the arrangem ent 
and selling of findings. M ost findings 
problem s are local issues. They 
m ust be solved in the light of local 
conditions. B ut the poin t is, they 
m ust be solved.—Shoe R etailer.

Vital Questions W hich Confront the 
Shoe Dealer.

Each successive year when the shoe- 
man receives a card or circular letter 
from the wholesaler and our genial 
traveling friends stating that their 
respective lines are stronger than 
ever before it simply makes us smile, 
but when the salesman shows up his 
samples we then are convinced that 
their assertions are no fairy tales.

The Executive Committee of the 
Michigan Retail Shoe Dealers’ A sso
ciation has always maintained that 
better things were in store and each 
year have planned to make their work

m ore effective. A fter eight years of 
struggle and m isunderstandings they 
can now with the u tm ost confidence 
state th a t the prom ise in view m erits 
the in terest of every shoe m erchant 
in the State. Like our friend, the 
w holesaler, we are “going to show 
the goods.”

T hrough  the un tiring  efforts of 
Ceorge Bode, of F rem ont, and several 
leading m erchants of our Association, 
we have our M utual F ire Insurance 
Company' well established and th o u 
sands ol dollars of insurance already 
w ritten . T h is alone is bringing in a 
large num ber of the representative 
shoe m erchants of the State and the 
w orking out of o ther new ideas al
ready' in prospect gives the Michigan 
A ssociation a tone that it never had 
before.

To the in terested  observer it seems 
th a t the shoe retailing  proposition 
has m ore vital questions confronting 
it than ever before. Some of the in
creased cost of living and doing busi
ness; the advance in prices; keener 
com petition; la rger stocks, w ith their 
assortm ent of novelties and a  m ore 
critical buying public. In  fact, m any 
dem ands are before the shoe dealer 
to-day th a t our forefathers never 
dream ed of.

T he w riter is acquainted w ith a 
shoe retailer th a t has an $80,000 busi
ness annually. He has no system  to 
his stock-keeping; no system  to  his 
buying. H e is doing business just 
the same old way. H e is a stand -pat
te r of the o ld school. H e m akes some 
m oney and is satisfied, but it is w ith
out question tha t his large volume 
of business overcom es his m istakes 
W e m ight ask the question, w hat 
would be his earnings if he put his 
business on a m odern basis?

F or m y part, I cannot conceive how 
a m erchant can successfully conduct 
his business to-day w ithout the co
operation and inspiration of the State 
A ssociation work. I am aw are that 
m any good, thoughtfu l shoem en have 
hesita ted  to line up because the w ork 
has been m isrepresented  to  them . I 
did so m yself for a long time, but 
the spirit of the w ork is effective and 
only needs the a tten tion  of live shoe 
dealers to  push it a long in spite of a 
few th a t desire to  m ake a  farce of it.

W e are expecting to  m ake the next 
annual m eeting  a big affair—one th a t 
will be a profit and p leasure to  every 
m erchan t tha t attends.

T his m eeting will be held in D e
tro it, Sept. 9, 10 and 11. T h e  pro
gram m e is now under way and if you 
desire to learn  m ore about store m an
agem ent, good m ethods of advertis
ing, the p roper w ay to  buy and sell 
shoes; stock-keeping and w hat it

should cost to  conduct a m odern shoe 
sto re : how to keep trade  a t hom e; 
cash, credit and collections; the re
pair departm ent and how to make it 
pay—just make it a point to be at 
D etro it on the above dates and not 
only give the A ssociation the inspira
tion of your presence, but receive the 
help th a t association with fellow 
m erchants can give you.

L et us catch this spirit of co-opera
tion tha t seems to be so efficient and 
popular to-day and thereby m ake the 
retailing  of shoes a g rea ter service 
to a w ell-deserving public.

F. W . Spencer.

I t  is far be tte r to make your m ark 
in the world than it is to be an easy 
one.

ELKSKIN “BLUCHER” BIKE 
CUT SHOES

We show here our No. 809 
Men's Black Elkskin

Leather S o le .............. $2.00
820 Same with cuff 2.25 
803 Same as 809 brown 2.15

In stock for at once 
shipment

Regular H. B. Hard Pan 
quality. You simply cannot 
go wrong on these. Order 
to-day.

THEY WEAR LIKE 
IRON

HEROLD-BERTSCH SHOE CO.
GRAND RAPIDS, MICH.

Selling Efficiency
The selling efficiency of our line in a 

retail store has been demonstrated a 
great many times that we repeat it mere
ly as a statement of fact.

When you have our line you do not 
fear competition. You can buy of us 
anything new that is good at the right 
price, and thereby place yourself in a po
sition to secure the lion’s share of trade.

Our fall line is now ready and we go 
everywhere for business.

R in dge, K alm bach, L ogie & G o., Ltd. \  \ 
Grand Rapids, Mich. < j

HMIMIMMMMIMHIIWmWIIIWIII '



M ay 7, 1913 M I C H I G A N  T R A D E S M A N 35

Co-operative Advertising and Sales 
Promotion Plan.

Franklin , Ind., May 5— Suppose we 
now consider the party  who does not 
trade at hom e because he thinks he 
m ay get a be tte r price some place 
else. Is  this no t also a  case of no t 
p roperly  cultivating trade  w hich by 
righ t is ours? H ow  does he form  his 
opinion? W hy has he form ed it? 
W hose fault is it? W hat have we 
done tow ard convincing him to  the 
con trary?

W e m erchants in the sm aller tow ns 
and cities cannot adm it th a t this cus
tom er is justified in th inking th a t he 
can buy cheaper in the large place.

W e buy our goods (if we buy them  
righ t), as low as the  b ig store.

.Our expenses, figuring ren t, taxes, 
salaries, clerk hire, and general sto re  
expense on the basis o f sales are (or 
should be) considerable less.

W e live cheaper—and I w ould not 
im ply by that, th a t we live any less 
com fortably.

W e should sell goods as low with 
a b e tter m argin of profit, or low er 
with the same m argin, than  the store 
in the big city.

If we don’t do it—then here is an
o ther custom er we deserve to  lose.

If we do it and don’t convince the 
party  of it—having as we do the ad
vantage of every day, personal con
tact with him—the fault is still ours 
and should have attention .

H e has no doubt been influenced 
by b e tte r planned, m ore forcible ad
vertising  than  we are doing ourselves. 
The constan t round of “special sales”

offered by the city  m erchants—legiti
m ate and illegitim ate—have im press
ed him th a t he m ay get goods at a 
sacrifice in the big city store at any 
time. T he “Sam ple Shoe S to re” ad
vertising, the “Facto ry  D am aged 
Sale" advertising, the “B ankrupt 
Sale” and “F ire  Sale” advertising  
have w arped his judgm ent.

Now as a m atte r o f fact the city 
m erchan t does no t actually  make 
m ore or g rea te r sacrifices on his 
goods, than  we do in the sm aller 
places—he m erely advertises them  
be tte r and he and his city  get the 
m ore credit, am ong the buying pub- 
lict, for them .

T hen too, the shoe dealer in the 
big city, no doubt, gets m ore help 
from  his fellow m erchants through  
contem poraneous advertising.

Did you ever stop to  th ink  w hat it 
m eans to you to  have a lo t of really 
live m erchants in your tow n and w hat 
a loss to you every dead one repre
sents? E very effective advertisem ent 
put out by a fellow m erchant is indi
rectly  an advertisem ent for your busi
ness also, and every tim e the big dry 
goods store, nex t door, reaches out 
for business it helps to get a  p rospect 
to pass you sto re ; tha t every buyer 
it pulls into your tow n offers you an 
opportunity  to extend your business 
and that every real bargain  it puts 
out helps to convince the custom er 
tha t yours is really a good m arket.

A great deal may be done through 
active co-operation am ong the m er
chants of a city o r tow n tow ard  con
vincing the people thereabout th a t it

is really a good place to  trade; and 
the same effort will usually resu lt in 
extending the business te rrito ry  of 
your town.

Down hom e last year we tried it 
out thoroughly  and successfully. The 
m erchants banded together, raised a 
sum  for the purpose and conducted 
a series of “ E igh t Day, Co-operative, 
Special Sales” th roughout the town. 
T he plans w ere carefully prepared 
and carried through. E ach store  of
fered price inducem ents th a t were 
really  w orth  while. T he sales were 
efficiently advertised, a t an unusually 
small outlay, by m eans of a b ig six
teen page “Co-operative Bargain Bul
letin ,” p rin ted  on yellow paper.

The bulletins w ere d istributed  over 
carefully planned rou tes covering our 
own county and reaching well over 
into the adjoining counties, by au to
m obiles, (furnished and driven by the 
m erchants them selves). Each store 
m ade an especially stro n g  display of 
its stock, and the s tree ts and store 
fro n ts  were decorated  w ith huge yel
low banners bearing the inscription— 
"Franklin—a . Good T rad in g  P o in t.” 
A prize plan was em ployed calculat
ed especially to draw  the people 
righ t into the stores, and it really 
succeeded in accom plishing its pur
pose.

T he town was filled with buyers 
from the s ta rt to the finish of each 
sale; not only th a t but they go t into 
the stores, saw the stocks for them 
selves, learned w hat good sto res they 
were and spent their money.

A s a m eans of dem onstrating  how

well they could be served and w hat 
splendid advantages our city offered 
as a trad ing  place no m ore successful 
result could have been desired. As a 
m eans of clinching the trade which 
naturally  belonged to the city, and 
of extending its business te rrito ry  at 
the sam e time, no be tte r plan could 
have been employed.

T his is but one plan, but a small 
item  indeed in the constan t effort 
necessary if we are to  hold the busi
ness which is ours by right. But of 
th is we m ay be sure; th a t the trade 
we are really in position to  serve as 
it should be served may be held at 
home if our effortrs be strong  enough 
and p ersis ten t enough.

O ne proposition we have hardly 
touched upon as yet, except in a gen
eral way. So far we have dealt large
ly with the party  who goes away from 
home to trade, bu t w hat about the 
party  who stays at home and sends 
away for the goods he buys? W hat 
about the m ail o rder house?

My own idea of this proposition, 
view ing it especially from  the s tand 
point of the shoe m erchant, is so 
well expressed by the follow ing story  
and the application given tha t I can
not resist the tem ptation  to use them  
here:

A ndrew  Jackson was once holding 
court in Tennessee. A noted gun-man, 
the te rro r  of the region, entered the 
court room and created  a disturbance

"E ject that m an,” said Jackson.
T he terrified sheriff dared not 

move.
"Call in your deputies and eject 

him ,” ordered Jackson.

Get Your Tennis Shoes at Headquarters
T h e  O n ly  H ouse in  M ich igan  Specializing o n  T en n is  F ootw ear

The “Tuxedo,” a fine wearing Tennis 
Shoe suitable for varied uses. The drab 
uppers give distinction. Natty and styl
ish. Made with leather insoles. Splendid 
seller. In cartons.

TUXEDO OXFORD

Oxfords Bals
M en 's.........................................  $0.70 $0.80
B o y s'.................................................... 66 .76
Youths’................................................ 62 .72
Women’s ............................................ 63 .73
Misses’ ...............................................58
C h ild 's ...............................................52

You can dominate the Tennis 
trade of your town with 

these goods

The “Crescent,” a cream-white 
duck, with white sole. Extra quality. 
Leather insoles. In cartons.

WE ARE SPECIALLY FEATURING 
THE “HOLIDAY”

A new idea put out only by us, with 
Pneumatic Heel. Drab duck. Leather 
insoles. It gets the business.

Boys’.. 
Youths’

1.05
1.00 Men’s Bals..........$1.02 Oxfords......... $0.92

The “Riverside” Tennis. Black or white. In cartons. A world beater.

Men's white or black Bal............. $0.61
Boys' white or black Bal...................59
Youths' white or black Bal..........  .56
Women's white or black Bal............56

Men’s white or black Oxford.. .. $0.51
Boys' white or black Oxford........... 49
Youths' white or black Oxford.. .46 
Women’s white or black Oxford .46 
Misses' white or black Oxford... .42 
Child's white or black Oxford . . .  .38

"Riversides” take a special 8% prompt payment discount.

Grand RapidsiShoe & RiibberCo. Get our Complete Tennis 
Catalogue

The Michigan People Grand Rapids
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Still the sheriff m ade no move. T he 
court room  was silent—court officers, 
w itnesses spectators, all paralyzed 
with fear, except Jackson himself.

"T his court is adjourned for five 
m inutes,” said Judge Jackson. Leav
ing the bench, he walked stra ig h t up 
to  the bully and looked him directly 
in the eye. T he la tte r a fter a m om ent 
of endeavor to m eet the look, w eak
ened, shifted from  one foot to the 
o ther, dropped his gun and sank into 
a chair. Jackson seized him by the 
collar, dragged him outside and kick
ed him down the stairs. T he man 
was terrib le only to  those who 
though t him so.

Really now, if we look at the mail 
o rder proposition stra igh t in the face 
is it a serious trouble? Is there any 
good reason for us to fear it?

T he d isadvantages are all with the 
catalogue house; the advantages all 
with the local m erchant. W e should 
be able to elim inate it as a menace 
to our grow th. T h is is especially 
true in the shoe business. All we 
need to  do is to utilize our advantage.

A. B ert W eyl.

To Push Shoe Sales.
M. B. H erm an, of the Sm ith-K as- 

sun Co., w riting  of the m ethods they 
have found to  increase business, says:

Ju s t as surely as a  m ultiplicity of 
pennies m akes a dollar is it true that 
little  th ings count; the bell rings just 
as loud when you ring  up a nickel as 
it does when you ring  up a dime— 
the reg ister is sm art; it likes any kind 
of money.

You can bolster up, b righten  up 
and help your general advertising 
wonderfully by the em ploym ent of 
different s tun ts; little , legitim ate ac
tivities that will keep the cash regis
te r ringing.

Do you keep a card system  of 'the 
sizes worn by your custom ers? If 
not, sta rt it at once. Keep the size, 
the date of purchase, price, style num 
ber.

L e t’s see how you can use this; 
there are a hundred w'ays—here are 
a few suggestions:

Suppose you get in a new style $4 
shoe that you w ant to  push. Go to 
your card index, get the nam es of 
your $4 and your $3.50 custom ers, 
w rite them a le tte r and tell them 
about this new shoe. D on’t adver
tise it otherw ise. Make the le tte r 
personal; every one a  real, genuine 
le tte r with your ‘‘John H ancock” on 
the bottom , if possible. T he results 
will surprise you.

A nother use: Suppose you have ten 
pairs of a small size th a t you feel 
ybu are not going to  sell in the reg 
ular run of trade. Go to  your file;_ 
pick out the nam es of those who w ear 
this size; write to  them . Tell them 
the exact tru th —th ey ’ll appreciate 
the com plim ent of this personal, in
dividual atten tion  and they will ad
m ire your tru th .

A nother stu n t: You are going to 
have a clearance sale. W rite  to your 
custom ers before you advertise the 
sale for the entire populace. L et 
them  have the pick o f the bargains 
T h a t’s trea tin g  them  squarely; it 
show s that you appreciate the fact 
th a t they  are your custom ers. You

will, as a resu lt of such a  le tter, sell 
shoes and streng then  your position 
with these people.

E ver think to get the nam es of the 
high school graduates about a m onth 
in advance of Com m encem ent Day, 
and w rite them  a le tte r te lling  them  
you have the very shoes they  w ant 
for graduation ; th a t you bought this 
style for that very purpose?

Make your shoe sto re  stand for 
som ething. Make a s tro n g  play on 
quality, for instance, never forgetting , 
of course, to keep the o th er desirable 
features of your footw ear before the 
public eye.

Record of the Business Done by D e
partments.

A daily recapitulation of sales is 
of the g rea test im portance to w hole
sale and retail concerns because it 
furnishes the only m eans of ascer
taining within a reasonable length of 
tim e the business th a t is done by de
partm ents and by clerks.

A to tal of the cash and charge 
sales for the day indicates the am ount 
of business th a t has been done; it 
does no t give a detailed analysis 
show ing how much of that business 
was done by any one clerk or depart
ment.

Perhaps one clerk made a good 
record, while ano ther m ade very few 
sales, but this fact cannot be known 
by consulting  a g rand to ta l of the 
sales made by all departm ents and all 
clerks.

T h e  grea t value to  a business house 
of a daily recapitulation of sales by 
clerks and departm ents consists in 
the specific inform ation concerning 
each departm ent and clerk as well as 
the aggregate  am ount of sales.

Some of the advantage to  the m an
ager o r p rop rie to r when such a sys
tem  of record ing  sales is used are as 
follow s.

F irs t: I t enables him to  have be
fore him a com plete record of the 
sales m ade on the previous day. T his 
record is detailed, giving every item 
of cash o r credit sale.

By com paring  sales sheets for pre
vious days with the curren t sheet he 
can ascertain  w hether certain  sales
men have been com ing up to s tan 
dard, if not, can speak to them  at 
once and find out the reason. If it 
is a departm ent tha t has fallen down 
a consultation w ith the departm ent 
m anager m ay fix the cause.

Second: I t  gives him  data  from
which he can prepare a weekly and 
m onthly com parative sum m ary of 
sales. T his sum m ary, on which only 
the to tals of sales departm ents or 
clerks are entered  furnishes a con
centrated  record from  which the to 
tal business, as well as the daily busi
ness for a certain  period can be seen 
at a glance.

T h ird : I t  has a good effect upon 
the clerks who know th a t a daily 
record of the ir w ork is being kept 
and consequently  will apply them 
selves m oré diligently  to business.

The sales tickets are filed as they 
come to  the cashier's office, either by 
departm ents o r by clerks, according 
to the sheet tha t is to be prepared 
first. O n the follow ing m orning the 
o pera to r m akes a  record o f the sales

item s d irectly  from  the sales tickets. 
Each group of item s corresponding 
to any departm ent o r clerk is desig
nated by a num ber ot le tte r  at the 
top of the column of items.

In case a separate record is made 
of cash and credit sales, these can 
be transcribed to the sales sheet and 
footed.

T he cash item s are taken from the 
cash tickets and entered in one sec
tion, and the credit item s are taken 
trom  the credit slips and en tered  in 
the o ther section. W hen all the item s 
fo r a clerk o r departm ent have been 
listed and added the two to ta ls are 
found.

T he sales sheets, which have been 
prepared  each day, are filed and used 
a t the end of the week to furnish the 
data  for a com parative sum m ary.

T he sales for each of the depart
m ents are recorded in different col
um ns of the recapitu lation  sheet, the 
column represen ting  the different 
days of the week, and a to tal of the 
week’s sales is given in the extrem e 
righ t-hand  column of the sheet. Thus 
are the resu lts from  all departm ents 
clearly  indicated on the sum m ary. 
The total am ount of business for 
each day is indicated by the figures 
in the bottom  row.

T he grea t value of such a system  
lies in its com prehensive survey of 
facts, as well as its detailed inform a- 
tin. I t  can be m ade to show cash 
and charge- sales by clerks, as well 
as show ing the kind of goods sold.

The first colum n of one form  of 
sum m ary sheet is made up of cash

sales by clerks Nos. 1, 2 and .3 and 
show the item s and sales and the 
sales ticket num ber.

The second set of item s are charge 
sales for clerks Nos. 1, 2 and 3 and 
show the item s and sales tickets num 
bers.

The cash and credit sales to ta ls for 
the three clerks are recapitulated in 
the th ird  colum n and the sum of both 
to tals thus obtained give the grand 
to tal of sales for the day.

T his form is only a suggestion of 
the possibilities of such a recapitu la
tion system . I t  can be applied to 
large and small business houses in 
practically  the same way as outlined.

Making the Best of It.
W hen a young husband reached 

home from  the office he found his 
wife in tears.

“O h, Jo h n !” she sobbed on his 
shoulder, “I had baked a lovely 
cake and I put it on the back porch 
for the frosting  to dry and—and the 
dog ate it.”

"W ell, don’t cry about it, sw eet
heart,” he consoled, pa tting  the p re t
ty flushed cheek. “ I know a man 
who will give us ano ther dog.”

P ractice m akes the m iser perfect— 
in his specialty.

H0N0RBÍLT
SHOES

Seasonable Novelties

Our stock is replete with the newest ideas in fashion
able footwear.

This is our white Nubuck five-button, Goodyear Welt 
Oxford No. 3592, now on the floor in B, C and D widths. As 
illustrated, it is built on exquisite lines, and is a most ready 
seller to careful dressers.

See our catalogue for a complete list of seasonable goods.
Orders filled the day received.

HIRTH-KRAUSE GO. 
Tanners and Shoe Manufacturers 

GRAND RAPIDS, MICH.
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T H E  H O T E L  LAW

New Statute Enacted by the Last 
Legislature.

Section 1. E very  building or 
structu re kept, used or m aintained as, 
o r held out to  the public to  be an 
inn, hotel o r public lodging house, 
shall, for the purpose of th is act, 
be defined as a hotel, and w herever 
the w ord “hotel” shall occur in this 
act it shall be construed to mean 
every such structu re as is described 
in this section.

Sec. 2. Every hotel th a t is m ore 
than  tw o sto ries high shall be equip
ped with a fire escape on the outside 
of the building connecting  each floor, 
above the first, w ith a t least two 
openings which shall be well fastened 
and secured with landings not less 
than 6 feet in leng th  and 3 feet in 
width, guarded by an iron railing  not 
less than 3 feet in height. Such land
ings shall be connected by iron sta irs 
not less than 2 feet wide and with 
steps of not less than  6 inch tread  
and not m ore than 8 inch rise, placed 
at an angle of not m ore than  45 de
grees and pro tected  by a well secured 
hand rail on both sides and reaching 
to  w ithin 12 feet of the ground, with 
a drop ladder 18 inches wide reach
ing from the low er p latform  to the 
ground. Such fire escape shall be 
sufficient if a perpendicular ladder 
shall be used instead of the stairs, 
provided such iron ladder is placed 
at the extrem e outside of the platform  
and a t least th ree feet aw ay from  
the wall of the building, and provid
ed said ladder is equipped with round 
iron rounds not m ore than 15 inches 
apart, except that fire-proof buildings 
may have inside fire escapes placed 
in a well, shaft, o r opening which 
shall he built of fire proof m aterial 
and shut off from  the rem ainder ot 
the building by fire-proof, tight 
doors. T he way of egress to such 
fire escape shall at all tim es be kept 
free and clear of all obstruction  of 
any and every nature. S torm  w in
dows and storm  doors shall be con
sidered an obstruction  for the pur
pose of this act, and such way of 
egress shall a t all tim es be 
kept unlocked. T here  shall be 
posted and m aintained in a con
spicuous place in each hall and each 
guest room , except the halls and 
room s on the ground floor, of such 
hotel a printed notice in characters 
not less than  tw o inches high calling 
a tten tion  to and d irecting  the way 
to such fire escape.

Sec. 3. Each and every hotel shall 
be provided w ith a t least one suffi
cient chem ical fire ex tinguisher for 
every 2,500 square feet o r less of 
floor area, which such extinguisher 
or extinguishers shall be placed in a 
convenient location in a public hall
way outside of the sleeping room s, 
and shall alw ays be in condition for 
use.

Sec. 4. E very  hotel tha t is not 
over two stories in height and which 
is no t provided with such fire escape 
as is described in section two here
of, shall provide in every bedroom  
or sleeping apartm ent on the second 
floor a m anila rope at least of an

inch in diam eter and knotted  every 
18 inches, and of sufficient streng th  
to sustain a w eight and strain  of at 
least five hundred pounds, and of suf
ficient length to  reach the ground. 
Such rope shall be securely fastened 
to  the jo ists o r studings o f the 
building as near the w indow s as 
practicable, and shall be kept coiled 
in sight at all tim es, nor shall such 
rope be covered by curtains o r o ther 
obstruction. Every such hotel shall 
provide and m aintain in a conspic
uous place in every bedroom  or sleep
ing apartm en t above the ground 
floors, a prin ted  notice calling a tten 
tion to  such rope and giving direc
tions for its use.

Sec. 5. E very  hotel shall be well 
drained and m aintained according to 
established sanitary  principles; shall 
be kept clean and in a sanitary  condi
tion and free from  effluvia arising  
from any sewer, drain, privy or o ther 
source within the control of the ow n
er, m anager, agent or o ther per
son in charge; shall be provided 
with w ater closets o r privies p roper
ly screened for the separate use of 
m ales and females, which w ater 
closets o r privies shall be disinfected 
as often as may be necessary to keep 
them  at all tim es in san itary  condi
tion.

Sec. 6. Every  hotel shall have 
and provide all toilet room s, bath 
room s and sleeping room s with indi
vidual textile towels. Every hotel 
shall have and provide all beds with 
regulation sheets, not less than 90 
inches in length. Such beds shall 
also be provided with sufficient num 
ber of regulation size b lankets or 
quilts tha t are kept in a sanitary  
condition.

Sec. 7. Every owner, m anager, 
agent or person in charge of a hotel, 
who shall fail to comply with any of 
the provisions of this act, shall be 
deemed guilty of a  m isdem eanor, and 
shall be fined not less than  $25 nor 
m ore than  $50, or shall be im prisoned 
in the county jail for not less than 
th irty  days no r m ore than sixty days, 
o r both and every day th a t such a 
hotel is carried on in violation of 
this act shall constitu te  a separate 
offense.

Sec. 8. The labor com m issioner, 
dairy and food com m issioner, in su r
ance com m issioner and the executive 
officer of the S tate B oard of H ealth  
shall constitu te  a com m ission for the 
purpose of carry ing  into effect the 
provisions of this act, and sam e shall 
be delegated w ith the pow er to 
adopt such rules and regulations as 
conditions may require.

Sec. 9. Such com m ission shall dele
gate and confer the title  of hotel 
inspector or deputy inspectors upon 
such m en now operating  under the 
supervision of the several depart
m ents constitu ting  this com m ission, 
and in such num ber as the lawful en
forcem ent of th is act shall justify.

Sec. 10. I t  shall be the duty of the 
inspector and his deputies to see th a t 
all of the provisions of th is act are 
com plied w ith, and said inspector o r 
the deputy fo r the d istrict shall per
sonally inspect at least once each 
year and a t such o th er tim es as in 
the best judgm ent of the com m ission

or the deputy the occasion dem ands 
as defined by this act.

Sec. 11. Said inspector and his de
puties are hereby gran ted  police pow 
er to  en ter any hotel a t reasonable 
hours to determ ine w hether the p ro 
visions of this act are being com plied 
with.

Sec. 12. If the inspector or deputy 
shall find after exam ination of any 
hotel th a t th is law has been fully 
com plied with, he shall issue a cer
tificate to th a t effect to the person 
operating  the same, and said cer
tificate shall be kep t posted up in a 
conspicuous place in said inspected 
building. Such certificate shall be 
p repared  in blank by said com m is
sion.

Sec. 13. Any inspector w ho shall 
wilfully certify  falsely regard ing  any 
building inspected by him, and who 
shall issue a certificate to  any per
son operating  in any hotel when such 
person has no t com plied with the 
provisions of this act, shall on con
viction thereof be fined not less than 
$50 nor to exceed $100, and may be 
im prisoned no t to exceed ninety days 
in the county jail, o r both at the 
discretion of the court, and upon con
viction shall be forever disqualified 
to hold said office.

Sec. 14. Any ow ner, m anager, agent 
o r person in charge of a hotel, who 
shall obstru c t or hinder an inspector 
in the p roper discharge of his duties 
under th is act, shall be guilty  of a 
m isdem eanor, and upon conviction 
thereof, shall be fined not less than 
$25 nor m ore than $50, or shall lie 
im prisoned in the county jail not less

than th irty  days nor m ore than  sixty 
days, o r both.

Sec. 15. I t  shall be the duty of the 
inspector, upon ascerta in ing  by in
spection or otherw ise, th a t a fter six
ty days from  the time th is act takes 
effect, any hotel is being carried  on 
con trary  to  its provisions, to  make 
com plaint and cause the arre st of the 
person so v iolating the sam e; and it 
shall be the duty of the p rosecuting  
a tto rney  in such cases to prepare all 
necessary papers and conduct such 
prosecutions.

Mow horrib le it sounds to  hear an 
orchestra  o r band when the in stru 
m ents are out of tune. Such is the 
effect upon business when there  is 
lack of harm ony am ong em ployer and 
employes. Cultivate team  work.

CHICAGO
BOATS

Graham & Morton 
Line

Every N ight

Judson Grocer Company

The Standard of Thousands

Ceresota Flour 
Fanchon 
Aristos 

Barlow’s Best

Judson Grocer Co.
The Pure Foods House 

GRAND RAPIDS, MICHIGAN
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Cogent Criticisms From Sunny Jim.
L udington, M ay 5—Anyway, when 

a te ller w ants him. Malcolm W innie 
is always around.

T o  those who do no t understand 
the above im itation o f a joke, we 
will sta te  that Malcolm, who is the 
Rex candy dispenser for these parts, 
is as large sideways as he is leng th
ways.

W e are really pleased a t the way 
U ra Donald of C loverland accepts 
our C ogent Criticism s (w hatever that 
means,) and now that, in all probabili
ty, we will be far away from  the 
scene of action, we will no t be able 
to  criticise our good friends—and, in 
fact, everybody’s good friends—we 
wish at th is tim e to apologize for any 
harsh rem arks we m ay have made 
regard ing  the traveling  pests. If it 
w ere no t for the fact tha t we are 
ou t of a job and may have to call for 
a loan, we would never apologize, 
and we wish it understood that when 
we get located the past enm ity is 
again in force.

Even if the average traveling  man 
com plains of business the clothing 
m an still says Business Suits.

In reply to Guy P fander’s kind obit-
nary of ourself , we are obliged to
come back and say that am ong the
sever; ;1 splendid corresporidents (J im-
mie ex cep ted ). he has lxten handling
in on e of the m ost inte resting  icol-
umns of new s iin the Tr;idesman.

Ho! y Smokes ! Clove rl and has re-
ceive<31 another setback. Urie has
sent in a pome.

All the "pom es" sent in by the
other correspondlen ts  only m akes cmrs
shine out all th e b righ te r

Our■ idea of the real tr:uveling i>est
is the one who will leave his coat 
and grip  in a double seat in a regular 
coach and then go into the sm oker 
and sit.

If G rand Rapids Council, No. 131, 
would devote one-quarter of effort to 
131 for a whole year that it does to 
the convention in June, wow! they ’d 
have 1,000 m em bers in no time.

T here are none in M ichigan that 
can do m ore than they  can when they 
really get down to brass tacks.

W e're  peeved. W e’ve called Freddy 
R ichter, the T radesm an’s veteran 
correspondent, m ost everyth ing th a t 
he really is, a few of the w orst, how 
ever, being om itted, and durned if he 
has yet let his dander arise.

A t least one in G rand Rapids seems 
to  have “go t n ex t” to  the traveling  
m an. From  an outside survey, it 
seem s th a t the correspondent of the 
Evening P ress was either d isappoint
ed in life or the w orld has been dis
appointed in him, the la tte r probably 
being the case.

H as anybody heard of the w here
abouts of :one W illiam  Pohlm an? 
M ust have go t in th a t high clover in 
Cloverland.

B oost fo r F red  R ichter for G rand 
Secretary. W hat?

W ill som eone please step forw ard 
and explain why they call it “ G rand” 
S ecretary  when F red  R ich ter it is?

L isten to  T raverse  City Council! 
T hey  won the cham pionship in per
centage of gain in m em bership. All

they need to get is four m em bers to 
m ake a 25 per cent. gain.

At least one satisfaction a fellow 
can get is they will say good words 
for him if he will only lie down and 
die.

A ccording to C hirpings of last 
week, two traveling  men spent Sunday 
with their families. And despite this, 
they  will talk  about them !

If you don’t believe G rand Rapids 
K now s H ow, ju st trip  up to  the con
vention next m onth.

L ast week our “loving” editor took 
a iiing at the sw at-the-fly-foolishness. 
W e m ight add sw at the fly as adver
tised, but don’t fo rget to  buy the 
usual am ount of sticky flypaper.

H. D. Bullen, the “honker” from 
Jackson, says J. A. R aym ond is again 
on the road. Reading fu rther, we 
are pleased to  find it is the road to 
recovery. Honk, honk!

G rand R apids’ correspondence re
m inds us of a well advertised hair 
tonic—going, going, gone.

W ouldn’t it be a terrib le  calam ity 
if we were obliged to become a trav 
eling m an again!

Looks like out of work, out of 
mind.

Chirpings From the Crickets.
B attle Creek, May 5—I guess p rob

ably No. 253 is  now some Council. 
Com m ittee m eetings every few days.

A personally  conducted tour 
through  the P ostum  Cereal Co.’s fac
tories and offices fo r the afternoon 
of May 17. O ur regu lar m eeting in 
the evening. O ur banquet in honor 
of our G rand Counselor, John  Quincy 
Adams, a t Tost T avern , Saturday, 
May 24. O ur Secretary  placed the 
tickets for our banquet w ith the boys 
Saturday and this week all b ro ther 
U. C. T .’s of 253 will have a chance 
to  buy banquet tickets for the ir fam 
ilies. W e are  arrang ing  for capable 
ta lent in the speech-m aking depart
m ent and will be favored w ith good 
musical ta lent. B ro ther W . H. I re 
land is chairm an of the m usic com 
m ittee and he will give the Council 
the benefit of his thorough train ing  
and executive ability. The aim of the 
several com m ittees is to make this 
banquet a huge fam ily gathering  of 
our boys and their wives and to  serve 
as a love feast to our G rand Coun
selor who has w orked so hard and 
has sacrificed so much of his own

Fred Read the popular boniface at 
the H o te l S tearns, is about to severe 
his connections with tha t hotel as he 
has accepted a position as general 
m anager of the H otel W illiam s at 
M anitow oc. W is. Mr. Read has been 
em ployed by the S tearns H otel Co. 
for the past th irteen  years, serving 
four years of tha t time as m anager 
of the E pw orth  H otel and the rem ain
der of the time as m anager of the 
Stearns. F red is probably one o f the 
best know n and liked hotel m en in 
W estern  M ichigan and his m any 
friends, especially am ong the travel
ing fratern ity , will hear w ith reg re t 
of the contem plated change. D uring 
his residence here, which dates back 
tw enty-tw o years, he has been iden
tified in m any w ays with the grow th 
and progress of L udington. O nly re
cently he resigned his position as a 
m em ber of the cem etery board. H is 
rem oval to ano ther city  will be a 
distinctive loss to  the com m unity 
and his friends, whose nam es are 
legion, extend best w ishes to him in 
his new field to  endeavor. H is suc
cessor has no t been announced as 
yet, but it is understood  th a t one has 
been secured. Jam es M. Goldstein.

time and pleasure for the U. C. T. 
of Michigan.

1 tru st by this time that you have 
sent your self-addressed reply postal 
card back to our Secretary, regard 
ing w hether you are going to the 
S tate convention a t G rand Rapids 
June 13 and 14, or not. Do no t neg
lect this a day longer, as our Secre
tary  has been called upon to  give 
Grand Rapids a rep o rt on how m any 
people will attend from  our Council. 
O ur Grand C ounselor gave us his 
estim ate of the num ber he thought 
would go from  B attle Creek and to 
us the num ber was very discouraging. 
Let us all arrange our business and 
social affairs so we can be at Grand 
Rapids in goodly num bers and make 
it easy for all b ro thers to fully un
derstand why we have tw o b ro thers 
in the Grand Council of Michigan. 
W e have m ade a repu tation  for our
selves Jof pulling to g e th er for the 
m utual good. L et us live up to  this 
reputation  and all join hands fo r a 
full 253 carload of 253 people.

B ro ther M. Russell is o u t for the 
All Steel P aper B aler Co., of this 
city. M orrice repo rts sales as good. 
W e are all glad to  see you succeed,

M orrice, and tru s t you will find tim e 
to a ttend  your Council’s nex t m eet
ing and get ready for Grand Rapids.

B ro ther Chas. Law ler is covering 
his te rrito ry  in a new machine.

lv. S. H opkins, of K alam azoo Coun-% 
cil, was a v isito r in B attle  Creek 
Saturday afternoon.

Richard M itchell, a B attle Creek 
boy, representing  the B adger Candy 
Co., of M ilwaukee, is one of ou r can
didates for May 17. A nother live 
one for the convention.

IL  B. Gerould has accepted an office 
position with the G rand T runk  a t the 
division headquarters in th is city.

W . W . W hitney  is visiting  rela
tives in K alam azoo.

E. Penner, of Lansing, was home 
over Sunday.

W. S turm an, of L ansing  visited his 
paren ts in this city over Sunday.

B ro ther F red  Barney has been 
home for two weeks. F red  sold his 
house out of stock and is aw aiting 
instructions.

T he w riter has changed his line. 
He has gone from  glucose to steel, 
from  candy to autom obiles, from 
ii\e  pound boxes and pails to car
loads. I know ray b ro thers wish me 
success and, believe me, I will work 
day and n ight to m ake my business 
a success.

O ur Jun io r Grand Counselor m ade
a <change to the same line and is
pre•grossing fast. 1 am not at the
hei g-hth cif the game, as lie is, but
the re are big chances for a w orl;er.
C ouldn’t help te lling  you !xjys, for
! am just a little  proud of ray con
nection.

I he local Council has been sup
pled by the Publicity  C om m ittee of 
the Home P roducts & Com ing W eek 
with stickers to help advertise the 
big week in B attle Creek from Aug. 
19 to Aug. 25, inclusive.

Guy Pfander.

Is there any reason why people 
should patronize your store instead 
of your com petito r’s? If  you can 
th ink  of none, m ake one.

Grocery Stock  
For Sale

At Traverse City, Mich.

A good opening for a hustler.

CHAS. M. BEERS.
Trustee.

<11111» Kills Them

They Run Away and Die
Contains No Poison  

EASY TO USE — SAFE TO HANDLE 
N orw egian H a t D estroyer. Does n o t 

effec t people o r  pets. K ills  H a ts an d  
M ice by destroy ing  th e i r  in tes tin e s . 
K1LZUM q u ick ly  r id s  sto res, fac to ries , 
re s ta u ran ts , ho tels, hom es, e tc ., o f ra ts  
an d  m ice. K ILZU M  is th e  on ly  success* 
fu l non-poison r a t  e x te rm in a to r  m ade.
Rim Pan For Stores, Factories, $1 Port" 
D i g  v d n  Mills, Hotels, Etc 1 paid
NOR IMPORTING C O ., Dept.so i
3134 W. Fullerton Ave., Chicago» UL
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DEC R EA SES D IV ID E N D S.

Unpleasant and Dirty Surroundings 
Reduce the Earnings.

The atten tion  given to  ventilation, 
hygiene, sanitation  and cleanness in 
sto re  and factory  operation, as well 
as in municipal affairs, has done a 
g rea t deal to im prove the efficiency, 
health and m orals of the g rea t arm y 
of bread w inners, but here and there 
are quite a num ber of business men, 
b righ t in m any respects, who are 
strangely  neglectful in the m atte r of 
keeping their stores, factories, shops 
and offices clean and well ventilated. 
T hese men always have an apparen t
ly in telligent excuse which they  give, 
glibly enough, to  justify  forcing their 
men to w ork in d irty  surround
ings, but despite these explanations 
the fact rem ains th a t noth ing in the 
world justifies a m an’s w orking amid 
dirt, and the g rea ter the num ber of 
salespeople and w orkingm en the 
poorer business policy it is, because 
if you low er the efficiency of a hun
dred men you lose m ore m oney than 
if you low er the efficiencj' of a dozen.

Few business men seem to under
stand how insidiously d irty  surround
ings effect one’s health, efficiency and 
even m orals and self respect. W o rk 
ing in an ill-ventilated store, shop or 
office w here dust is allowed to  ac
cum ulate and w here floors are not 
sw ept clean every day, inevitably 
renders people m ore careless and 
slovenly in their personal appearance, 
their habits and their thought, and 
lessons one’s efficiency, due both to 
this negligent sta te  of the m ind and 
feelings and to depleted 'health, for 
no th ing  is su rer than  th a t d irty  sur
roundings tend to low er in m ore or 
less degree one’s physical health, 
though it m ay no t becom e apparent 
to the laborer him self fo r some time.

A well man can alw ays do m ore 
w ork than a sick one. I t ’s easy to  
lie seen from the s ta rt by the close 
observer, th a t d irt low ers the m oral 
tone of the surroundings. You sel
dom find a neat, tidy, clean, w ell-ven
tilated store, office, w orkshop or fac
tory  in the slum distric t of a city, for 
as a rule all such places of business 
seem to seek a com m on low level.

Also, w here you see a dirty, dusty, 
ill-smelling, ill-ventilated store, busi
ness office or factory, w here discipline 
is bad and the w orkers slovenly and 
unkem pt it is m ore often apt to be 
in an old building with floors, ceilings 
and walls m oldy and dilapidated, 
ra th er than  in a new one w here there 
are m ore incentives to  keeping things 
neat: yet in an old building where 
the floors are decaying it is m ore im 
portan t th a t the room  be kept clean, 
dry, w arm  and well ventilated, be
cause it is rendered insanitary by the 
odors from  decaying floors and moldy 
walls.

You are also m ore apt to find un
tidy, careless w orkers of low efficien
cy, w ith pale faces and deficient re
serve force, in such a store, office or 
factory  than  in a new one where 
everyth ing is w holesom e, well ven
tilated and sunny. O n the o ther hand, 
pu tting  a young m an to  w ork  in a 
neat, tidy sto re  o r office m akes him 
“spruce up” in his appearance, be

cause it heightens his self-respect, 
and gives him the energy and deter
m ination to do m ore work, and also 
the ability to do bette r work, ju st as 
it often stops a little  girl from  crying 
to take off - its dirty  dress and put on 
it a new, clean, beautiful one.

A close observer will likewise be 
im pressed by the fact tha t it is harder 
for a forem an or office m anager to 
m aintain good discipline in a dirty, 
ill-ventilated store o r factory  than  in 
a clean, wholesom e one. T here  may 
not be ou tbreaking d isorder in the 
form er, but there will be m ore dis
position on the p art of office boys, 
apprentices and o ther subordinates 
to talk back a t the m anager, forem an 
or o ther superiors.

T h e  accuracy of these theories was 
im pressed forcibly on  my mind a 
num ber of years ago by some experi
ences 1 had, and by my opportunities 
for observing the influence of such 
environm ents upon a friend of mine. 
W e w ere w orking for a large p rin t
ing firm in the up-down distric t of a 
W iestern city, on the second floor of 
a new well ventilated  and lighted 
building w here everyth ing was kept 
neat, where all paper was throw n into 
w aste baskets and w here the floors 
w ere sw ept twice a day and the fur
n iture dusted thoroughly  every m o rn 
ing, w here discipline was good, w here 
the men from  the forem an to the 
office boy were required to be neat 
and presentable, and to  refrain  from  
all unnecessary talk  during  w ork 
hours. No profanity  sm oking or o ther 
use of tobacco w ere allowed, and the 
m oral tone of the men and boys was 
good.

T he wages, however, were low, so 
having a chance to  take a position 
with ano ther firm at an increased 
salary, 1 gave up my place here and 
accepted a place w ith ano ther firm 
near the slum  district, w here rents 
were much lower, and w here w ork 
could be done a t low er price to cus
tom ers, as a result of which th is firm 
was rushed w ith w ork all the time, 
and therefore could afford to pay b e t
ter wages.

T his firm occupied the first and sec
ond fioorrs of an old moldy, w eather 
w orn building, w ith deficient lighting- 
facilities, where the ventilation  was 
poor, and w here the w indow s w ere 
not only never raised, but kept nail
ed down. T his com pany was so busy 
that the office boys didn’t have time 
to sweep out m ore than  about twice 
a week, and then it was only half 
done, because there  was alm ost no 
discipline in the office, there  wras :io 
forem an, and no one in au thority  ex
cept when one of the tw o partners 
was back in the m echanical depart
ment. T he w ages w ere good, liow- 
ever, and this was the only reason 
I took the place. I w as conscious, 
from the first day of a lack of sun
light, and of b rea th ing  close, dirty, 
m oldy air, and of a general lack of 
buoyancy and energy.

My friend of whom I spoke also 
w orked for the up-tow n firm, but 
about a week after I took the second 
place there was an opening w ith this 
second firm for a good m an a t a con
siderably be tte r sa lary  than  he was 
receiving, so I notified l)im and he

gave up his place and took the posi
tion with the firm for which I was 
now w orking. T his young man was 
perhaps 22 or 23 years old, well m ean
ing, m oral, uprigh t and clean. But 
he was no t blessed with g rea t streng th  
character; he was m oral and up
righ t simply because his associations 
had fortunately  been good. H e was 
im pressionable and easily influenced. 
Ilis  health  was only fairly good. He 
was som ew hat subject to  th ro a t and 
catarrhal trouble, wrhich had not bo th
ered him at the up-tow n place, but 
after w orking w ith him a few weeks 
in the second place in the close, un
healthy, poisoned air I noticed a 
change in him quite plainly. H e lost 
his healthy color, and there was in 
him a very perceptible lack of buoy
ancy and snap.

But f noticed a g rea ter and a sad
der difference in him  m orally , for 
this firm being near the slum part of 
the city w here the poorest people 
lived the men who w orked for the 
firm were of low er m oral tone than  
those w ith whom we had w orked up
town. T here w ere also several ra th 
er tough girls w orking for this firm 
in the folding, bronzing and stitch ing 
departm ent. I do not know that any 
of them  w ere bad girls, but they 
were careless of their words. It w as 
quite an easy m atter to get acquain t
ed with them, and m y young friend, 
who had a jolly, com panionable dis
position, was soon upon quite friend
ly term s w ith them , and disclos
ed qualities which I had never sup
posed he possessed, and not especial
ly to his credit. T hey showed him to

be weak and deficient in judgm ent 
and good sense, qualities which 1 had 
thought he possessed.

I noticed these changes in him es
pecially because I had been expecting 
them , since 1 had w orked myself in 
this place a week before he came, and 
had noticed a change in m yself— 
not so g reat a change in my m oral 
nature as in my feelings—for along 
with the d irt and ill-sm elling air I 
w as breath ing  in I was also having 
niy health underm ined to  some ex
tent.

1 am sure it would have put m on
ey into the till of this firm if they  had 
paid m ore atten tion  to keeping t ’neir 
establishm ent clean and well ven tila t
ed. It wmuld be im possible to  say 
w hat they lost in dollars and cents 
by its insanitary condition, but as 
they employed fifteen or tw enty men, 
boys and girls, it certain ly  would 
have been be tte r if these w orkers had 
been supplied with m ore sanitary 
surroundings for doing the largest 
am ount of work possible to each one, 
as well as w;ork of a be tte r quality.

All storekeepers and business men 
should realize tha t dirt, foul, dis
ease-breeding air and o ther insanitary 
conditions decrease their trade and 
their output of finished products, 
w hatever those products may be, and 
that supposedly "cheap” selling o r 
operation is in the end expensive. 
Two or th ree dollars a week for the 
services of an ex tra  office boy, porter 
or jan ito r  to  keep th ings clean m ight 
save from  $20 to $75 a week in in
creased efficiency. I. H. M otes.

Save  
Ice Bills

Save
Ice Cream

Save
Syrups

and
Fruits

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.

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. &  &  &  & A
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Grand Council of M ichigan U. C. T .
Grand Counselor—John Q. A dam s, B a t

tle  Creek.
Grand Junior Counselor—E. A. W elch, 

Kalam azoo. _  _  „
Grand P ast Counselor—Geo. B. Craw, 

P etoskey.
Grand Secretary—Fred C. R ichter, 

T raverse City. _
Grand Treasurer—Joe C. W ittliff, D e

troit. .Grand Conductor—M. S. Brown, S ag i
naw . _ .  _  .

Grand P age—W . S. Law ton, Grand 
Rapids. _  , ,,

Grand Sentinel—F. J. Moutier, D etroit.
Grand Chaplain—C. R. D ye, B attle

Grand E xecutive Com m ittee—John D. 
Martin, Grand Rapids; A ngus G. M c- 
Eachron, D etroit; Jam es E. Burtless, 
M arquette; J. C. Saunders, Lansing.

M ichigan Knights of the Grip. 
President—Frank L. D ay, Jackson. 
Secretary and Treasurer—W m . J. D ev- 

ereaux, P ort Huron.
D irectors—H . P. Goppelt, Saginaw ; 

J. Q. Adams, B attle  Creek; John D. 
Martin, Grand Rapids.

Michigan Division, T . P. A. 
President—Fred H. Ixicke.
F irst V ice-P resid en t—C. M. Emerson. 
Second V ice-P resident—H. C. Cornelius. 
Secretary and Treasurer—Clyde E.

Brown. _  _ _  .  „
Board of D irectors—Chas. E. York, E. 

C. Leavenw orth, W . E. Crowell, L. P. 
Hadden, A. B. A llport, D. G. McLaren, 
J. W . Putnam .

N ew s and Gossip of the Grand Rapids 
Boys.

G rand Rapids, May 5—T here  w as a 
good attendance, considering  the warm  
w eather, at our m eeting last S atu r
day evening, May 3. B. J. H olm es 
and W . H . F isher were in itiated  in 
regu lar form . T w o m ore applica
tions were in the hands of the Secre
tary, hut the applicants w ere not 
present to  take the work. L et us add 
a t least five m ore to  these two for 
the m eeting to  be held June 7.

D on’t forget th a t on nex t S atur
day, May 10, there  will be a dancing 
party  at H erald  hall. Some tickets 
have been sold but the com m ittee can 
take care of m ore. T h is will be the 
last party  of the season. T he re 
ceipts will he added to  the en te rta in 
m ent fund for the G rand Council 
m eeting. O ne dollar a couple; re 
freshm ents free.

B ro ther F red  C roninger's m other 
died very suddenly A pril 34. M em
bers of No. 131 extend their deepest 
sym pathy to  B ro ther Croninger.

O n May 17, all the U. C. T. ladies 
are invited to a ttend  a m eeting to be 
held at the Pantlind  H otel. Be sure 
and be p resen t a t th is m eeting. Y our 
assistance is needed to  make the 
G rand Council m eeting  a success.

I t  was reported  Saturday evening 
th a t only a small num ber of boys had 
ordered  the ir uniform s to  be w orn 
in the G rand Council m eeting  parade. 
Get busy at once and give your o rder 
to  G rum bacher & M ajor. W e ought 
to  have a t least 200 m em bers in line. 
If you have any respect for the o r
der you belong to, please show it.

H ow ard D am on was p resen t a t the

m eeting. H ow ard is very thin and 
not very strong, hut we hope he 
will be back in his norm al condition 
by June. H ow ard is a good w orker 
and we need his services a t th a t time.

Wan. D. Bosnian.

Wafted Down From Grand Traverse 
Bay.

T raverse  City, May 5—T raverse  
C ity Council will give ano ther danc
ing party  next F riday  evening and 
all m em bers and their friends are 
cordially invjted to attend. G entle
men are requested  to w ear negligee 
sh irts and the ladies shirtw aists. This 
is our first May party . Of course, you 
are supposed to w ear the rem ainder 
of your w earing apparel with the 
above nam ed articles.

H arry  Regan and Dr. Bill Ruddell 
perform ed a medical operation  on a 
friend at the Park  Place H otel re
cently. W ell, boys know how.

Can you beat it? T he P. M. only 
had the m isfortune to  have four 
tra ins late last m onth leaving T rav 
erse City, out of about 100 passenger 
tra ins that leave here. Guess that is 
a record to go up against.

T he boats are now running  betw een 
Charlevoix, E ast Jo rdan  and Boyne 
City.

W hile H om er Linsea, of Petoskey, 
and one of M orley Bros, best sales
men, has been one of the T radesm an 
readers for some time, he has not 
been a subscriber un til th is week. W e 
understand th a t H om er is some 
m arksm an, too. W ell, we at tim es 
can shoot and a t tim es get shot.

O tto  Carlson of Cadillac, says he 
will no t be outclassed by B ert Agens, 
of Petoskey, since B ert m akes his 
te rrito ry  with a Ford. O tto  now en 
joys all the pleasures of life in a 
Buick.

John Am es H annah, Lays & Co.’s 
salesm an, was seen m aking his te r 
ritory' on a bicycle the o th er day. 
John  says he has less tire  trouble 
than those who have autom obiles.

T he P. M. will have a Sunday train  
from  now on, leaving G rand Rapids 
in the m orning, arriv ing  here about 
1:20 p. m. and leaving here a t 5 p. 
m. for G rand Rapids and in term ediate 
points. M akes all local stops.

T he M. & N. E. has made a change 
in its train  service, but about the only 
change of any consequence is tha t we 
will have tw o tra in s daily into H onor, 
the same as last year.

Charles W heeler, of M arquittee, is 
p u tting  lard in his hair, so he can 
comb it at the nex t G rand Council 
m eeting.

T h ere  really w ere some th ings 
about the last m eeting  of our Ju ris 
prudence C om m ittee th a t did no t m eet

the approval lof all the m em bers. 
W ell, 3 o’clock never did look like 
2:;*>0 to  us. W h a t’s the use of sta ting  
a m eeting time if you do not intend 
to keep it?

T he nex t m eeting of the Ju risp ru 
dence Com m ittee will be held a t Mrs. 
R ich ter’s residence, 624 U nion street, 
next Sunday m orning, at 10 o’clock. 
Mr. R ich ter and the rem ainder of the 
com m ittee are urged to  be present. 
B ring cigars.

A drian O ole has disposed of his 
hom e here and anticipates moving 
W est, but only a few doors from  
w here he now lives.

W e notice the attendance a t m orn 
ing church services has dropped con
siderable since our ball team  has 
been in tra in ing  here.

U. C. T . m em bership in Michigan 
now reads 2,626. A re you one of 
them ? F red  C. R ichter.

Fred Richter Heartily Endorsed for 
Re-election.

T raverse  City, May 5—T raverse  
City Council is ju stly  proud of the 
record which has been established in 
the office of G rand Secretary  and they

Frederick C. Richter.

feel at liberty  to  ask of the delegates 
elected to  the G rand Council m eet
ing in G rand Rapids for the support 
of every one entitled  to a vote 
in o rder tha t we m ay again re
elect the p resen t incum bent to  this 
high office.

D uring the past week the cam paign 
com m ittee of T raverse City Council, 
No. 361, has issued to the subordi
nate councils of the S tate  of M ichi
gan the follow ing le tter, which will 
explain itself:

T o the Officers and M em bers of the 
Subordinate Councils of M ichigan of 
the o rder of U nited  Com m ercial 
T ravelers of A m erica—G reeting:

As we are approaching the annual 
G rand Council m eeting  which will be 
held in G rand Rapids June 13 and 14, 
we beg to  advise you th a t T raverse 
City Council No. 361, again places 
before the convention for the consid- 
deration of the delegates the nam e of 
our esteem ed bro ther, F red  C. R ich
ter, for the office of Grand Secretary.

F o r four years B ro ther R ichter 
has filled th is office w ith  g reat credit 
to himself, as well as to  the o rder at

large, and we feel th a t no one is m ore 
capable to  d ischarge the duties of this 
high office than  the p resen t incum 
bent. W e deem it unnecessary to go 
into details w ith reference to the 
m any qualifications of B rother R ich
ter, as nearly  every m em ber of the 
U. C. T. in M ichigan know s him or 
know s of him.

T raverse City Council No. 361, 
heartily  endorses the candidacy of 
B ro ther R ich ter and we kindly ask 
the support of every m em ber of the 
o rder and hope th a t the choice this 
year will be unanim ous on the first 
ballot.

W e tru s t th a t your representatives 
to the G rand Council m eeting will 
endorse the candidacy of our present 
G rand S ecretary  and will assist us 
in every w ay possible to bring  about 
th is election.

W ith  best w ishes for the continued 
success of your council, we are, 

F ra ternally  yours,
A drian Oole, P ast Counselor.
W . F. M urphy, Senior Counselor. 
H arry  H urley  Sec’y-Treas.

Com m ittee.

M anistee A dvocate: W e learn with 
reg re t th a t Jim m ie G oldstein is to 
leave L udington according to an a r 
ticle in the L udington Chronicle. W e 
are sorry  to hear of it, as it takes a 
good live wire, g reat hall fan, clever 
w riter and general good fellow out 
of the S tate  League circuit and those 
are the kind we hate to  lose. W ell, 
no m atter w here “Jim m ie” pitches his 
tepee, he has our best wishes.

It is an easy m atte r to stick a pen
holder into an ink well but it is an 
entirely  different proposition to put 
an idea to paper and have it go forth 
and sell goods and arouse hum anity 
to a know ledge of b e tte r things. Yet 
the advance of the w orld show s that 
these are the processes by which im
proved conditions have been brought 
about. F irs t we m ust conceive the 
though t in the m ind, then  we m ust 
jo t it down in concrete form , and then 
we em ploy p rin ting  ink and paper 
and send it fo rth  to  revolutionize and 
read just th ings th a t w ere out of joint.

Evidently Fooling the Farmers.
A very sm ooth stran g er has been 

in teresting  the farm ers in the vicin
ity of P inconning. Saganing and 
W orth  in a seed proposition which 
savors very much of the old Bohem 
ian oat deal.

A full carload of seed oats has been 
shipped to P inconning and is to be 
distributed  am ong those who have 
already signed a con trac t to grow  a 
certain num ber of acres of the so- 
called “M am m outh” oats. T he con
trac t requires the farm er to deliver 
to  the o rd er of the party  of the first 
pa rt one-half of the entire  crop raised 
from  the seed furnished. A clause 
m akes it necessary fo r the farm er 
to b ring  a certificate from  the party  
who th reshes the oats which shall 
show how m any bushels he th reshed ; 
and to certify  th a t they  w ere from  
the seed furnished. By the  way of 
fu rther inducem ent, the s tran g er has 
prom ised the fan n e r who gets the 
largest yield of oats a new binder.



H onks From Auto City Council.
Lansing, May 5— B rother W . W . 

Cronk, who represen ts the Evans 
Candy Co., was initiated into the 
m ysteries of our o rder at our last 
regu lar m eeting.

B ro ther M. T . Sherw ood has ac
cepted an invitation to tou r Michigan 
with the Cleveland Cham ber of Com
m erce on a special tra in  leaving 
Cleveland May 12, v isiting  the best 
cities of our S tate, such as D etro it, 
L ansing and G rand Rapids.

B ro ther Jam es F. Ham m ill, accom 
panied by G rand C ounselor Adams, 
m ade an official visit to the O wosso 
Council a t their regu lar m eeting  last 
m onth and will serve the A drian 
Council in the sam e m anner nex t 
Saturday night. O ur advice to 
A drian Council is to  be careful.

B ro ther M. L. M oody suffered to 
tal blindness for a sho rt tim e recen t
ly while calling on his trade  in In 
diana. Ask him to  explain.

T he original U. C. T. hotel bill has 
passed both branches of the legis
lature, w ith but few am endm ents, 
and is now up to  the G overnor for 
his approval, which it is certain  to 
receive. Much credit fo r the pas
sage of th is bill in the Senate is due 
Senator W eadock, of Saginaw, and 
D istric t D eputy Jam es F. Ham m ill.

W e are safe in presum ing th a t 
B ro ther F red  R ich ter’s ears tingled 
last Saturday night because of the 
good th ings said about him in con
nection w ith his w ork as G rand Sec
retary .

In  our haste while w riting  the item s 
for last week, we neglected to  state, 
in connection with the last party  of 
the series given by our Council, tha t 
some unique en terta inm ent was fu r
nished by B ro thers Sherw ood and 
Butler, who engaged in a friendly 
w restling  m atch, which resulted  in a 
draw.

O n Sunday, May 18, our entire 
m em bership will a ttend  the m orning 
service of the Pennsylvania avenue 
C ongregational church. A serm on on 
com m ercialism  has been prepared  by 
the pas to r and a good attendance is 
desired.

B ro ther W ard  H ill, representing  
the L ansing Bridge & Iro n  Co., says 
his business is exceptionally  good 
over in O ttaw a county. W hy O tta 
wa county? H . D. B.

Bracing Breezes From Muskegon.
M uskegon, M ay 5—M eet me in 

G rand R apids Jun e  13 and 14.
Keep your eye on the boys with 

the gold headed canes in the  U. C. T. 
parade June  14. T hey are  the ones 
who will take the m oney hom e w ith 
them .

W m . Engle, our P ast Senior Coun
selor, is the happy possessor of a 
beautiful emblem of our order, a gift 
from  M uskegon Council. Bill seems 
proud to  w ear it and we are  proud to 
have him.

J. W . Campbell, w ho fo r the past 
few years has m anaged the  sum m er 
hotel a t Clifford Lake, has succeeded
D. H . Briggs in the M ontcalm  H otel, 
at S tanton. Since the M ontcalm  has 
been rem odeled, it is one of the  green 
spots a long the  pike and, from  w hat 
we have learned about M r. Campbell,

we have every reason to  believe he 
will proceed to organize a Comeback 
Club.

T he com m ittee on arrangem ents for 
the U. C. T . convention will soon mail 
le tte rs to  each m em ber of M uskegon 
Council w ith an addressed re tu rn  en
velope. K indly re tu rn  these prom pt
ly, so the com m ittee can com plete its 
w ork a t the earliest possible date.

O ur base ball team  are doing fine 
work, but some of them  have dis
covered there is quite a difference be
tw een a h it and a score. Some get hit 
for scoring and som e get scored for 
hitting. If you w ant to  know  who is 
boss, ask the m anager.

W e did not learn the gen tlem an’s 
first name, but his last nam e is Tuloff. 
Now w hat we w ant to say is th is: Mr. 
Tuloff has severed his connection 
with the J. Geo. D ratz  D ry Goods 
Co., of M uskegon, and has accepted a 
road position w ith the G rand R apids 
N otions & Crockery Co. By reason 
of his form er position, Mr. Tuloff 
is eligible to  m em bership in our o r
der. Go after him, boys, and see who 
gets him first.

Ask Bro. M onroe about Nashville. 
He will tell you the rest. H e likes 
to tell it.

A ccording to  the public pulse col
um ns of the Grand Rapids P ress under 
date of A pril 29, the traveling  man 
“goeth about like a roaring  lion, seek
ing whom  he m ay devour.” F o r
tunately, no one has even been ac
cused of try ing  to  devour a traveling 
man. I suppose we are so tough they 
would no t tackle us. J. H . Lee.

Business Ethics Hurled at Bay City 
Travelers.

Bay City, May 5—“T he day has 
come w hen ethics are as much ap
plied to com m ercial affairs as to  any 
of the professions. I t  is no longer 
considered the p roper th in g  to  ‘skin’ 
a custom er by sharp tricks, to  over
load a m an sim ply because you can 
induce him to buy m ore than  he will 
be able to sell or to  pad his order. 
T he unscrupulous salesm an m ay get 
by with a sharp trick, but there is a 
law  of com pensation in business 
which is sure to  overtake him ,” said
F. C. O ’M eara, in an address a t the 
luncheon given a t the E lk s’ tem ple 
S aturday evening by the B oard of 
Com m erce to  the traveling  salesm en 
a t Bay City and N orteaste rn  Michi
gan.

Mr. O ’M eara’s ta lk  w as upon the 
subject of salesm anship. H e to ld  o f 
the difference betw een a salesm an and 
an order taker, explained the psychol
ogy of business getting, and dw elt 
largely  on the term  “service” as ap
plied to the w ork of the traveling 
salesm an. “T h e  salesm an m ust not 
only know his custom er bu t he m ust 
know his goods,” he said. “H e m ust 
be able, too, to render the custom er 
actual service. T o  sell him those 
goods upon which he can m ake a 
profit and, if necessary, to  explain 
to him  how th a t profit can be m ade.” 

W ilson M. Taylor, a co-w orker 
with Mr. O ’M eara explained by per
sonal exam ples, how to  read a m an’s 
character. Mr. Wlilson m ade no 
speech, explaining th a t he could best 
inform  those p resen t by individual

character reading, and throughout 
the tim e a t his disposal he was sur
rounded by heads of houses, travel
ing salesm en and o thers present, 
each anxious to have an “individual 
character reading.”

Follow ing Mr. T aylor, the playlet, 
“T he Salesm an’s V ision,” was p re
vented. I t  consisted of a series of 
tableaux represen ting  the develop
m ent of the Saginaw  valley, in which 
the characters, representing  the spirit 
of the different periods, appeared in 
a salesm an’s dream  and left w ith him 
a w atchw ord for his guidance. The 
characters were, in their order, an In 
dian chief, F a th e r  M arquette, a trap 
per, woodsm an, a farm er and a mod* 
ern salesm an.

A fter th is had been presen ted  a 
buffet luncheon w as served, th is being 
follow ed by tw o hours devoted to 
social intercourse.

S ecretary  Runyan, of the B oard of 
Commerce, had charge of the p ro 
gram m e, and in a talk  explained th a t 
the m eeting w as held fo r the pur
pose of g e tting  in closer touch with 
the m en w ho covered Bay City’s te r 
rito ry  and urging upon them  the idea 
of alw ays “boosting” for the ir home.

Celebrated Their Silver Anniversary.
Sagmaw, M ay 5—T he m em bers of 

Saginaw Council, No. 43, U nited  Com
m ercial T ravelers, celebrated  their 
silver anniversary w ith an initiation 
in the afternoon  and social gathering  
in the evening a t the F o re s te rs’ tem 
ple. A t the afternoon  m eeting  de
finite arrangem ents were m ade for a 
special tra in  to  carry  the local travel
ers to a ttend  the S tate  convention 
at G rand Rapids, June 13. A bout 100 
will go from  Saginaw including ladies, 
who are com plim entary a t the Grand 
R apids hotels. I t  is also expected to 
take the T h ird  Regim ent band.

A t the conclusion of the program m e 
dancing and cards were enjoyed un
til 12 o ’clock. Music was furnished 
by the T hird  R egim ent o rchestra  and 
about 200 w ere in attendance. The 
com m ittee in charge of the arrange
m ents consisted of O ra Lynch, Dick 
Benway and W illiam  Moeller.

Seepings From the Soo.
Sault Ste. M arie, May 5—F. B er

nier, m eat cu tte r fo r A. H. E ddy at 
his Palace m arket, has resigned.

T he Soo H ardw are Co. has placed 
an o rder fo r tw o Cass delivery trucks, 
th is being the first o rder of the kind 
placed by any of the hardw are firms 
here.

Price Eagle, represen ting  H ickler 
Bros., agents for the S tandard  auto 
trucks, is giving a dem onstration  
here and it looks as if num erous o r
ders w ere in sight. W . G. T apert.

E aton  R apids Jou rnal: Charles 
R ichard F o ste r  w as g reeted  by a 
small but appreciative audience a t the 
M ethodist church last F riday even
ing, and those who heard  him are 
agreed th a t he is as good a reader 
and im personator as has ever appear
ed upon a local platform . Several 
num bers by the m ale quartette  added 
much to the evening’s entertainm ent.

It doesn’t take a fast young man 
to run through a fortune.

D U E  TO DEM AGOGISM .
The proposed am endm ent to the 

S tate law which lim its fem ale labor 
to 54 hours a week, w hereby the small 
tow n sto res would be exem pt from  its 
provisions failed of passage by the 
recent L egislature, the entire influ
ence of the S tate  L abor D epartm ent 
being throw n against it. T he old 
law with its lim itations rem ains in 
force, applying to the small towns, 
the cross roads and country  stores 
as well as to the sto res in cities, and 
in his annual repo rt L abor Commis
sioner P erry  F. Pow er finds in this 
a m atter of congratu lation . T he de
m and for this am endm ent to  the law 
w as w idespread, and this dem and was 
based no t m erely upon the w ishes of 
the sm all tow n and country  m er
chant, but upon the desires of their 
pa trons as well. T he patrons of the 
sm all tow n sto res are m ostly  farm 
ers. D uring  the sum m er m onths, 
from  seed time to  harvest, the farm 
ers are busy and their only oppor
tunity  for shopping is in the evening. 
W ork  on the farm  m ust go on while 
the sun shines and under this law the 
country  sto res cannot be kept open 
at the only tim e when the farm ers 
can come in to buy the ir supplies. 
The practical operations of this law 
is to give the mail o rder houses a 
g rea t boost, but it is distinctly  tough 
on the country  m erchants and it re
acts on the farm ers as well. A few 
scattering  m erchants about the State 
m ay be found w hose circum stances 
and farm er trade m ay be such tha t 
w hether they keep open evenings o r 
not during the sum m er m onths m akes 
little  difference, and in his annual re
p o rt the S tate C om m issioner quotes 
such le tte rs  to this effect as he m ay 
have received, but the g rea t m ajority  
of the country  m erchants of the S tate 
are opposed to the law as w orking 
a hardship upon them  and driving the 
farm ers to the mail o rder houses as 
the only m eans of g e tting  supplies 
needed on the farm  during  the busy 
season. T he law, as applying to  m er
cantile life, is not needed not even 
in the cities, and to enforce it against 
the country  and sm all tow n m er
chants w here wom en clerks are am ply 
pro tected  by circum stances and pub
lic sentim ent is an unw arran ted  in ter
ference by legislative enactm ent w ith 
business affairs. T hat Com m issioner 
Pow ers should endorse the law has 
no grea t significance beyond his will
ingness to truckle to labor union sen- 
lingness to  truckle to  labor union sen
tim ent in the hope th a t thereby his 
office holding career may be prolong
ed. H e can hardly hope for a con
tinuation in office under the present 
adm inistration , but a year hence he 
will be ou t for votes for an office of 
some sort and, no doubt, he will be 
poin ting  with pride to his handicap 
which he has helped keep upon the 
country  m erchants as one of his 
claims to recognition.

Sidney H arris  has engaged in the 
g rocery  business a t T ren t. The 
W orden G rocer Co. furnished the 
stock.

Are the people who tell us not to 
worry in the immune class?
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Michigan Board of Pharmacy. 
President—Joh n  J. Campbell, Pigeon. 
Secretary—'W. E. Collins, Owosso. 
Treasurer—Edwin T. Boden, B ay City. 
Other M embers—E. E . Faulkner, D el- 

ton; Charles S. Koon, M uskegon.

M ichigan State Pharm aceutical Associa
tion.

President—H enry R iechel, Grand R ap
ids.

F irst V ice-P resid en t—F . E. Thatcher,
R avenna. _  _

Second V ice-P resident—E. E. Miller, 
T raverse City.

Secretary—Von W . F u m iss , N ashville. 
Treasurer—Ed. Varnum, Jonesville. 
E xecutive Com m ittee—D. D. Alton, 

Frem ont; Ed. W . A ustin , Midland; C.
S. Koon, M uskegon; R. W . Cochrane, 
Kalam azoo; D. G. Look, Low ell; Grant 
Stevens, D etroit.
M ichigan Pharmaceutical Travelers’ As

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

Grand Rapids.

Grand Rapids Drug Club. 
President—W m . C. K irchgessner. 
V ice-P resident—E. D. D e La Mater. 
Secretary and Treasurer—W m . H . 

Tibbs. _  _  , ,
E xecutive Com m ittee—W m. Quigley, 

Chairman; H enry Riechel, Theron Forbes.

Spring Lines W hich Afford Good 
Margins.

F o r the w arm  days of early  spring 
punches and lem onades m ake good 
leaders. They may be prepared  easi
ly and quickly, and when a cold day 
tu rns suddenly into a warm  one, a 
punch is ju s t the  th ing  to  britig  the 
people off the stree t into your store. 
W e m ust rem em ber th a t people are 
still w earing  their heavy clothing, 
and are no t prepared for sudden rises 
in tem perature. W hen such occur, it 
m akes th ings good for the soda busi
ness. Do no t let your com petitor 
get th is early business. Even though 
your fountain is no t running full 
blast, m ake up a bowl of lem onade 
and go after business.

G rape Punch.
A good leader for a hot spring day. 

Squeeze a sufficient num ber of oranges 
to  get one p in t of juice; add the 
juice of one lemon, four pints of fil
tered  w ater, one pint of grape juice, 
and sw eeten to  taste.

Slice a couple of oranges thinly 
and cut the slices into quarters. L et 
these float in a bowl o f punch and 
also add a few b righ t red cherries. A  
couple of bunches of real grapes hung 
from  the side of the bowl will give 
value to  the decorative side of the 
drink.

S pring  Lem onade.
W hen we get rig h t down to  it, 

there  isn’t any be tte r th irs t quencher 
or trade w inner at th is tim e of the 
year than  plain lem onade. T he w riter 
has been preaching th is for years, 
and expects to  keep on preaching it. 
W e do not m ean lem onade m anufac
tu red  to  fill single o rders by the 
glass. Lem onade is like soup. Tt 
should be m ade up in quantity . A fter 
it stands and blends, you get a much 
b e tte r p roduct than  you ever can in

m aking up individual orders. L em on
ade is a corking good seller, and will 
alw ays be a prim e favorite. Such 
being the case, it is a m ystery  why 
the druggists let any of the stree t- 
corner venders ge t any of th is busi
ness. T he citric-acid product can not 
com pare with the real beverage, and 
their usual m anner of serving is cer
tainly away below par. Y et they 
plug along and get a lo t of business 
m a quiet way.

Ideas In  Serving.
W hile there is noth ing new about 

lem onade, there may be in your way 
of serving. If you can dig up som e
th ing  different, it will be a good ad
vertisem ent. Lem onade is of suffi
cient im portance, especially in the 
spring, to  justify  you in getting  up 
som ething quite elaborate.

O ne druggist has a lem onade well. 
T h is is a reproduction  of an o ld-fash
ioned well, w ith cover, “old oaken 
bucket,” and a m iniature w indlass. 
T he outfit rests  on his soda counter 
and really  m asks a crock around 
which ice is packed.

A nother dispenser has a m iniature 
pump and actually  pum ps lem onade 
for an enthusiastic follow ing. T he 
pum p part (a  rustic effect) stands 
above the counter, and the reservoir 
is below. T his d ispenser serves an 
old-fashioned cru ller w ith each glass 
of lem onade.

A large block of ice hollow ed out 
to support a glass bowl affords a 
strik ing  way of serving. A folded 
towel inserted  under the block of ice 
will act as a wick and conduct off the 
drip as the ice m elts th roughout the 
day. Some dispensers hollow out a 
block of ice and pour the  lem onade 
into this receptacle. But th is scheme 
needs pure ice—ice th a t is above re 
proach. T he effect is striking.

S aratoga Punch.
T his is a prepared  punch, suitable 

for trade th a t is looking fo r som e
th ing  different. Mix tw o pin ts cham 
pagne cider w ith a half a p in t of fresh 
orange juice and half a p in t of fresh 
lem on juice.

Add four p ints filtered w ater and a 
half p in t of crushed straw berry . Now 
sw eeten to taste . T he crushed straw 
berry  will sw eeten the m ixture to 
som e extent, but a little  m ore sugar 
will probably be needed.

Add a little  chopped orange, a few 
cherries, any th ing  of this so rt to 
garnish the drink. B eat up the 
w hites of six eggs w ith a little  pow 
dered sugar and float on top of the 
punch. T h is is purely decorative. 
Serve from  a bowl in which a small 
cube of pure ice has been placed. S tir 
frequently  w hen serving.

A great deal depends on a man’s

location. T he uptow n druggist with 
a fashionable trade m ust pu t on  a 
few frills. T hese people usually have 
p lenty  of tim e to  spend over their 
drinks, and will go w here som ething 
is served th a t seem s different, even if 
the difference only consists of a new 
name.

T he business men down town, on 
the o th er hand, w ant som ething that 
they  can gulp in a hurry, and this 
suits the d ruggist in th a t location, 
who is usually ju st as busy as the 
busiest of them . •

C hocolate-C oated F ruits.
A d ruggist is having g rea t success 

w ith chocolate-coated fruits, which 
are served.,w ith sundaes and sim ilar 
specialties. T h is m an says th a t if 
you w ant to a ttrac t the wom en you 
m ust use chocolate in some form , 
and he is m ore than  half right. Choc
olate novelties will stay  in vogue 
longer than  any other, and a ttrac t 
m ore actual cash.

H alf a fig, dipped into m elted choc
olate and then cooled, m akes a m ost 
a ttrac tive  decoration for a  sundae. 
W hole dates may be trea ted  in the 
sam e m anner. These will give you 
som ething th a t the average d ruggist 
has no t in stock, and help you to 
build up a very high-class trade, de
rived from people w ho are willing to 
pay ex tra  for som ething good.

“R oots and Y arbs.”
Do no t fo rg e t th a t springtim e is 

associated w ith “roo ts and y arbs” in 
the m inds of m any old-tim ers. E a r
ly spring  is a good tim e to  feature 
roo t and birch beers. T hese drinks 
give you som ething th a t can be dis
pensed rapidly, and they  are popular 
w ith men. W hen the w eather is still 
raw  it does no t always pay to  put on 
sale the num erous specialties which 
crop up la ter during  the season. A 
m an may not open h is fountain at 
ali, and still do a  good business with 
roo t beer and lem onade.

W e urge all d ruggists to open the 
fountain early; in fact, to  keep it 
open all w inter if they possibly can. 
But we urge them  still m ore s tro n g 
ly to put on sale some good special
ty during  the w arm  days of early 
spring, w hether the fountain is open 
or not. I t  gives you a very bad sta rt 
to have no th ing  on sale at your soda 
fountain, especially w hen the hot 
days come along in May. If  your 
com petito r has his fountain  going, 
he is bound to  pick up all the unat
tached custom ers and possibly a num 
ber of your own. I t  is m uch easier 
to  hold a m an’s custom  than  to  win 
him back after he has w andered into 
o th er folds. O ften  he feels sheepish 
at having deserted  you, and thus he 
is ap t to  rem ain away for good. Do 
not let him have an excuse to stay 
away. O n the o th er hand, try  to  be 
first in the field, and then  w hen the 
stray  sheep come along you can ga th 
er them  in. W . S. Adkins.

T. P. A. Secures Telegraph Credit 
for Members.

T he M ichigan division of the T . P. 
A. is dem onstrating  to  its home office 
tha t M ichigan is on the m ap of the 
A ssociation. T he la tes t m ove of the 
local officers of th is division is to 
make arrangem ents w ith P ostal T e le 

graph Co. to perm it m em bers of the
T . P. A. to send “collect” m essages 
via their lines w ithout -the usual cash 
guarantee. T he P ostal Co. has is
sued very  neat cards to the A ssocia
tion, which are filled w ith the m em 
bers nam e and signed by the officers. 
T h is card, w hen so signed, serves as 
an identification card when presented 
to any P ostal telegraph office and the 
bearer is allowed to send his m essages 
collect. T h is convenience is greatly  
appreciated by all the m em bers of the 
T . P. A. and it also serves to show 
th a t the officers of the A ssociation 
are aw ake to  the in terests of the 
m em bership.

R. S. G reenwood, local m anager of 
the Postal, s ta tes th a t since the T.
P. A. has sta rted  the ball rolling, this 
arrangem en t will, undoubtedly, be ex
tended to  the o th er traveler’s o rg an 
izations of the S tate. T o  the T. P. A., 
however, belongs the honor of m ak
ing G rand R apids the first city in the 
country  to put th is arrangem ent in 
effect.

T he M ichigan division of the T. P.
A. has increased its m em bership 68 
per cent, in the past year. T h is is the 
largest percentage o f grow th  of any 
sta te  in the Association.

In the District Court of the United 
States for the W estern District

of Michigan—Southern Divi
sion—In Bankruptcy.

In  the m atter of C larence M. Je n 
nings, R obert S. Jennings, and Je n 
nings B ro thers’ Partnersh ip , bankrupt;

Notice is hereby given th a t in ac
cordance w ith the o rder of this 
court I shall sell a t public sale to the 
highest bidder, on  Saturday, the 10th 
day of May, A. D., 1913, a t 2 o’clock, 
p. m., a t the sto re  form erly occupied 
by said bankrupts, at Law rence, Van 
B uren county, M ichigan, the assets of 
said bankrupts, consisting of and 
being appraised as follow s: D rugs, 
$372.96; P aten t Medicines, $422.45; 
Nyall and Rexall Remedies, $54.31; 
Books, T ab lets and D rugg ists’ Sun
dries $428.70, Goods in cellar and 
store  room , $76.28; T obacco and Ci
gars, $97.76; F ix tu res, $265.22; Book 
A ccounts, $260.21; less the exem ptions 
allowed the bankrupts by law, and 
cash on hand. An item ized inventory 
of said assets may be seen at the office 
of the undersigned trustee in Law 
rence. Said sale will be fo r cash and 
subject to confirm ation by th is court 
and notice is hereby given th a t if an 
adequate bid is obtained, said sale 
will be confirm ed w ithin five days 
thereafter, unless cause to  the con

t r a r y  be shown.
D ated th is 29th day of April, A.

D., 1913. Am os C. Benedict, trustee.

Drug Market.
Opium —T his has advanced 25c per 

pound, which is based upon the ex
pected doubling of the im port duty.

M orphine and Codeine— B oth these 
item s are firm and an advance is ex
pected.

Cod L iver Oil—L ast w eek's catch 
was about norm al and as fishing will 
continue for five weeks m ore, the catch 
is expected to be an average one.

In order to be a social favorite a 
m an m ay be a cheerful liar.
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W H O L E SA L E  DRUG PRICE CURRENT
Acids

A cetic ................... 6 @ 8
Boric ................... 10 @ 15
Carbolic ............... 21 @ 24
Citric ................... 48 @ 55
M uriatic ............... 1%@ 5
N itric ..................... 5%@ 10
O xalic ................... 13 @ 16
Sulphuric ............  1%@ 5
Tartaric ..............  38 @ 42

Ammonia
W ater, 26 deg. . .  6%@ 10
W ater, 18 deg. . .  4%@ 8
W ater 14 deg. . . .  3%@ 6
Carbonate ..........  13 @ 16
Chloride ............. 12 @ 15

Balsam s
Copaiba ................. 75@1 00
Fir (Canada) . .  1 75@2 00
Fir (Oregon) ___ 40 @ 50
Peru ..................... 2 25@2 50
Tolu ..................... 1 25@1 40

Berries
Cubeb ..................... 65@ 75
Fish  ......................... 15 @ 20
Juniper ................... 6@ 10
Prickley A sh . . @ 50

Barks
Classia (ordinary) 25
C assia (Saigon) 65@ 75
Elm  (powd. 25c) 25 @ 30
S assafras (pow. 30c) @ 25
Soap (powd. 25c) @ 15

Extracts
Licorice ................. 24@ 28
Licorice powdered 25@ 30

Flowers
A rnica .................. 18@ 25
Chamomile (Ger.) 25@ 35
Chamomile (Rom .) 40® 50

Gums
Acacia. 1st ........... 40@ 50
A cacia, 2nd .......... 35@ 40
Acacia, 3d ............ .30® 35
A eaccia, Sorts . . . . @ 20
A cacia Powdered 35@ 40
A loes (Barb. Pow ) 22® 25
A loes (Cape Pow ) 20® 25
A loes (Soc. Pow d.) 40® 50
A safoetida ___  1 00 @1 25
A safoetida, Powd.

Pure ............... @1 50
U. S. P | Powd. @1 75

Camphor ............... 55 @ 60
Guaiac ................... 35@ 40
Guaiac, Powdered 40® 50
Kino ......................... @ 40
Kino. Pow dered . .  @ 4 5
Myrrh ....................... @ 40
Myrrh, Powdered . @ 50
Opium ................. 7 55@7 75
Opium, Pow d. . .  9 00@9 20 
Opium, Gran. . .  9 00@9 20
Shellac ............... 25@ 30
Shellac, B leached 30@ 35 
Tragacanth No. 1 1 25@1 30 
Tragacanth, Pow  60@ 75 
Turpentine ........... 10@ 15

Leaves
Buchu ................... 1 85@2 00
Buchu, Powd. . .  2 00@2 25
Sage, bulk ........... 18@ 25
Sage, %s L oose. 20® 25 
Sage, P ow d ered .. 25® 30
Senna, A l e x ........... 25 @ 30
Senna, T inn...........  15® 20
Senna, Tinn, Pow . 20® 25 
U va U rsi ..............  10@ 15

Oils
Almonds, B itter,

true ................. 6 00@6 50
Almond, B itter,

artificial ............. @1 75
Almonds, Sweet,

true ............... 90@1 00
Almond, Sw eet,

im itation  . . . .  40@ 50
Amber, crude . . .  25@ 30
Amber, rectified . 40@ 50
A nise ................... 2 25@2 50
Bergam ont ........  @8 00
Cajeput ............... 75® 85
C assia ............... 1 50@1 75
Castor, bbls. and

cans ........... 12% @ 15
Cedar L e a l ........... @ 85
C itronella ............. @ 60
Cloves ............... 1 75 @2 00
C o c o a n u t ............... 18@ 20
Cod l i v e r ........... 1 25@1 50
Cotton Seed . . . .  70@ 85
Croton ...................  @1 60

Cubebs ................... @4 50
Erigeron ............... @2 50
E ucalyptus ......... 75 @ 85
H em lock, pure . .  @1 00
Juniper Berries . .  @1 25
Juniper W ood . .  40@ 50
Lard, ex tra  ......... 85 @1 00
Lard, N o. 1 ___  75® 90
Lavender Flow ers @4 00 
Lavender, Garden 85@1 00
Lemon ..............  4 00@4 50
Linseed, boiled bbl @ 51 
Linseed, bid. less 55@ 60 
Linseed, raw  bbls. @ 50 
Linseed, raw  less 54 @ 59 
Mustard, true . .4  50@6 00 
Mustard, artifi’l 2 75@3 00
N eatsfoot ........... 80 @ 85
Olive, p u r e ......... 2 50@3 50
Olive, M alaga,

yellow  ..........  1 60@1 75
Olive, M alaga,

green ..........  1 50@1 65
Orange, sw eet . .  4 00@4 50 
Organum, pure 1 25@1 50
Origanum, com ’l 50@ 75
Pennyroyal ........  2 25@2 50
Pepperm int ........ ’ @3 75
Rose, pure . . .  16 00@18 00 
Rosem ary Flow ers 90@1 00 
Sandalwod, E. I. 6 25@6 50
Sassafras, true 80@ 90
Sassafras, artifi’l 45 @ 50
Spearm int ........  6 00@6 50
Sperm ................. 90@1 00
T ansy ................... 4 75(3)5 00
Tar, U SP ............ 25® 35
Turpentine, bbls. . .@46%
Turpentine, less 50@ 55
W intergreen, true @5 00
W intergreen, sw eet

birch ..........  2 00@2 25
W intergreen, art’l 50@ 60
W orm seed .......... @6 00
W ormwood ........ @8 00

Potassium
Bicarbonate . . . . 15® 18
B ichrom ate . . . . 13® lfi
B r o m id e ............... 45® 55
Carbonate ........
Chlorate, x ta l and

12® 15
powdered . . . 12® 16

Chlorate, granular 16® 20
Cyanide ................. 30® 40
Iodide ................... 2 85@2 90
P erm anganate . . 15® 30
P russiate yellow 30® 35
Prussiate, red . . 50® «0
Sulphate ............... 15® 20

Roots
A lkanet ................. 15® 20
Blood, powdered 20® 25
Calamus ............... 35® 40
Elecam pane, pwd. 15® 20
Gentian, powd. . .  
Ginger, African,

12® 16

powdered . . 15® 20
Ginger, Jam aica  
Ginger, Jam aica,

20® 25

powdered . . . . 22® 28
Goldenseal, powd. @6 00
Ipecac, powd. . .  2 75@3 00
Licorice .............. 14® 16
Licorice, powd. 12® 15
Orris, powdered 25® 30
Poke, powdered 20@ 25
Rhubarb ........... 75@1 00
Rhubarb, powd. 75@1 25
R osinw eed, powd. 
Sarsaparilla, Hond

25® 30

ground ........... @ 50
Sarsaparilla M exican,

ground ........... 25® 30
Squills ................... 20® 35
S'quills, powdered 40® 60
Tum eric, powd. 12® lb
Valerian, powd. 25 @ 30

Seeds
A nise ................... 15® 20
A nise, powdered 22® 25
Bird, Is  ................. 7® 8
Canary ................... 7® 10
C araway ............... 12® 18
Cardamon ........ 1 75@2 00
Celery ................... . 55® 60
Coriander ........... 10® 15
D ill ......................... 18® 20
Fennell ................... @ 30
F lax  ....................... 4® 8
Flax, ground ___ 4® 8
Foenugreek, pow. 6® 10
H em p........................ 5® 7
Lobeiia .................. @ 50
Mustard, yellow 9® 12
Mustard, black . . 9® 12
Mustard, powd. 20® 25
Poppy ................... 15® 20
Quince ................... @1 00
Rape ..................... 6®  10
Sabadilla ............... 25@ 30
Sabadilla, powd. 35 @ 45
Sunflower ........... 6@ 8
W orm Am erican 15@ 20 
W orm L evant . .  40® 50

Tinctures
A conite ................... @ 60
A loes ....................... @ 60
A rnica ................... @ 60
A safoetida ........... @1 00
Belladonna ........... @ 60
Benzoin ................. @ 70
Benzoin Compound @ 75
Buchu ..................... @ 90
Cantharadies . . .  @ 75
Capsicum ............. @ 60
Cardamon ............. @ 75
Cardamon, Comp. @ 75
Catechu ................. @ 60
Cinchona ............... @ 60
Colchicum ............. @ 60
Cubebs ................... @ 75

D igita lis ................. @ 60
G entian ................. @ 60
G in g e r ..................... @ 60
Guaiac ................... @ 60
Guaiac A m m on ... @ 70
Iodine ..................... @1 00
Iodine, Colorless @1 25
Ipecac ..................... @  75
Iron, clo................... @ 60
Kino ....................... @ 75
Myrrh ..................... @ 60
N ux V om ica ___  @ 50
Opium ................. @1 75
Opium Camph. . .  @ 60
Opium, Deodorz’d @2 00
Rhubarb ................. @ 75

Paints
Lead, red dry 7@ 10
Lead, w hite dry 7@ 10
Lead, w hite oil 7® 10
Ochre, yellow  bbl. 1 @ 1%
Ochre, yellow  less 2 @ 5
P u t t y ......................... 2%@ 5
Red V enetian  bbl. 1 @ 1% 
Red V enet’n, le ss 2 @ 5
Shaker, Prepared 1 40@1 50 
Vermillion, Eng. 90@1 00 
Vermillion, Amer. 15@ 20
W hiting, bbl........... 1® l 1/.,
W h itin g ..................... 2@ 5

Insecticides
A rsenic ................... 6@ 10
Blue Vitrol, bbl. 6@ 6% 
Blue Vitrol le ss 7@ 10 
Bordeaux Mix P s t  8@ 15 
Hellebore, W hite

p o w d e r e d ___  15 @ 20
Insect Pow der . .  20@ 35 
Lead A rsenate . .  8®  16
Lim e & Sulphur

Solution, gal. 15@ 25
Paris Green ___  15@ 20

Miscellaneous
A cetanalid ........... 30@ 35
Alum ....................... 3@ 5
Alum, powdered and

ground ........... 5@ 7
Bism uth, Subni

trate ............. 2 10@2 25
Borax x ta l or

powdered . . .  6@ 12
C antharadies po. 1 30® 1 50
Calomel ..............  1 25@1 35
Capsicum ............. 20® 25
Carmine ............... @3 50
C assia Buds ___  @ 40
Cloves ................. 30® 35
Chalk Prepared . .  6@ 8% 
Chalk Precip itated  7® 10
Chloroform ......... 38@ 48
Chloral H ydrate 1 00® 1 15
Cocaine ............. 3 70@3 90
Cocoa B utter ____ 50@ 60
Corks, list, less 70% 
Copperas bbls. cw t @ 85 
Copperas, le ss  . . .  2® 5
Copperas, Powd. 4@ 6
Corrosive Sublm. 1 25@1 40 
Cream T artar . .  28® 35
Cuttlebone ........... 25 @ 35
D extrine ............... 7@ 10
D over's Pow der 2 00@2 25 
Em ery, all N os. 6@ 10
Em ery, powdered 5@ 8
Epsom  Salts, bbls @ 1% 
Epsom  Salts, le ss  2%@ 0
Ergot ................... 1 50@1 75
Ergot, powdered 1 80 @2 00
Flake W hite ........  12@ 15
Form aldehyde lb. 10® 15
Gambler ..............  6@ 10
Gelatine ...................  35® 45
Glassware, full cases 80% 
Glassware, le ss 70 & 10% 
Glauber Salts bbl. @ 1
Glauber Salts le ss 2@ 5
Glue, brown . . . .  11® 15
Glue, brown grd 10@ 15
Glue, w hite ........  15@ 25
Glue, w hite grd 15 @ 20
Glycerine ...............  23@ 30
H ops ....................... 50 @ 80
Indigo ......................  85@1 00
Iodine ................... 3 75@4 00
Iodoform ............. 4 80@5 00
Lead A cetate . . . .  12@ 18
Lycopdium .............  60@ 75
Mace .........................  80® 90
Mace, powdered 90@1 00
M enthol ........... 10 00@11 00
M ercury .................  85® 90
Morphine, all brd 4 55 @4 80 
N ux V om ica . . . .  @ 10
N ux V om ica pow @ 15 
Pepper, black pow 20@25 
Pepper, w h ite  . .  25@ 35
Pitch , Burgundy 10@ 15
Q uassia ...................  10® 15
Quinine, all brds 23%@33%
R ochelle Salts 20® 26
Saccharine ___  2 00(3)2 20
Salt P eter ........... 7%@ 12
Seidlitz M ixture . . 20® 25
Soap, green . . . . 15@ 20
Soap, m ott eastile 10® 15
Soap, w hite eastile

case .............. ®6 25
Soap, w hite eastile

less, per bar @ 68
Soda A sh ............... 1%@ b
S’oda B icarbonate 1%@ 5
Soda, Sal ............... 1® 4
Spirits Camphor . . @ 75
Sulphur roll . . . . 2%@ 5
Sulphur Subi.......... 2%@ 5
Tam arinds ........... 10® 15
Tartar E m etic  . . 40® 50
Turpentine Venice 40® 50
V anilla E xt. pure 1 00@1 50
W itch  H azel ___ 65@1 00
Zinc Sulphate . . . . 7@ 10

Our Home—Corner Oakes and Commerce

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

Grand Rapids. HAZELTINE & PERKINS DRUG CO.

FOOTE & JENKS* ;COLEMAN’S ( b r a n d > 

T erpeneless Lemon and High Class Vanilla
Insist on getting Coleman's Extracts from your jobbing grocer, or mail order direct to

FOO TE & JEN K S, Jackson, Mich.

l J L

“AMERICAN BEAUTY” Display Case No. 412-one 
jfV. 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  C A SE CO., Grand Rapids, Michigan 
T he Largest Show  Case and Store Equipment Plant in the World 

Show Rooms and Factories: N ew  York, Grand Rapids, Chicago, Boston, Portland

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

TRADESMAN COMPANY, Grand Rapid«, Mich.
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six  hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled 
at market prices at date of purchase.

A D V A N C E D DECLINED
T obacco
Turpentine

Index to Markets L 2

C H E E S E
A cm e .....................
Blooming-dale . . .
Carson City ___
H opkins ...............
Brick .......................
Leiden ...................
Lim burger ..........
Pineapple ........... 40
Edam .....................
Sap Sago .............
Sw iss, dom estic . .

@15
@15
@15
@15
@15
@15
@18
@60
@85
@22@20

By Columns

Col. 12 oz. ovals 2 doz.
Doz. 

box 75

A m m onia . . .  
A xle Grease

Baked B eans ................. *
B ath  Brick ..................... f
B luing ............     i
B reakfast Food ........... f
Broom s ........................... f
Brushes ........................... <
B utter Color .................

C andles ........................... ,  ;
Canned G o o d s ............... l ’ S
Carbon Oils ................. “
Catsup ............................. |
C heese .............................  ,
C hew ing Gum ............... “
Chicory ...........................  ¡j
Chocolate ......................... 2
C lothes L ines ............... "
Cocoa ...............................  o
Cocoanut ........................... «
Coffee ................................. i
C onfections ................... ;
Cracked W h eat ........... »
C rackers ......................... "•
Cream Tartar .

4 50 
..3  00

2 80

2 80 
2 70

Dried Fruits ................. ®

Farinaceous Goods . . .  ®
F ish in g T ackle  ......... 2
Flavoring E xtracts • ■ • _
Flour and F eed  ........... i
Fruit Jars .......................

G elatine . . .  
Grain B ags

Herbs .................................  1
H ides and P e lts  ........... »
H orse R adish ............... 8

Jelly  ...................................  8
Jelly  G lasses .................  8

M
M apleine .........................  §
M ince M eat ................... 8
M olasses .........................  8
M ustard ........................... 8

N

Olives ..........................  •
P

P ick les ...........................  f
P ipes ...............................  I
P lay in g  Cards ............... 8
Potash  ...............................  8
P r o v is io n s .........................  8

R ice ..............
Rolled O ats

A XLE GREASE  
Frazer’s

lib . wood boxes, 4 doz. 3 00 
lib  tin  boxes, 3 doz. 2 35 
3% lb tin ~oxes, 2 doz. 4 25 
101b. pails, per doz. . .  6 00 
151b. pails, per doz. . .  7 20 
251b. pails, per doz. ..12  00 

BAKED BEANS  
No. 1, per doz. ..45@  90
No. 2, per doz.......... 75@1 40
No. 3, per doz. ...85@ 1 75 

BATH BRICK 
English  ...........................  83

BLUING
Jennings’.

Condensed Pearl Bluing 
Sm all C P  Bluing, doz. 45 
Large C P  Bluing, doz. 75

BREAK FAST FOODS
A petizo, B iscu its ...........3 00
Bear Food, Pettijoh ns 1 95 
Cracked W heat, 24-2 2 50 
Cream of W heat, 36-2 
Cream of Rye, 24-2 
P osts T oasties, T.

No. 2 .........................
P osts T oasties, T.

No. 3 .......................
Farinose, 24-2 .............
Grape N u ts  ................... 2 70
Grape Sugar F lakes . .  2 50 
Sugar C om  Flakes . .  2 50 
Hardy W heat Food . .  2 25 
Postm a's D utch Cook 2 75
Holland R usk ............. 3 20
K ellogg's Toasted  Rice

B iscu it ......................... 3 30
K ellogg s  Toasted  R ice

F lakes ......................... 2 80
K ellogg’s  Toasted W heat

B iscu it .......................  3 30
Krinkle Corn Flake . .1 75 
M apl-W heat F lakes,

2 doz...............................
M apl-W heat F lakes,

3 doz..............................
Mapl-Corn F l a k e s -----
Minn. W heat Cereal
Algrain Food ................. 4 25
R alston W h eat Food 4 50 
R alston W h t Food 10c 1 45 
Saxon W h eat Food . .  2 50 
Shred W h eat B iscu it 3 60
Triscuit , 1 8 ..................... 1 8®
Pillsbury’s  B est Cer’l 
P ost Tavern Special . .  
Quaker Puffed R ice . .  
Quaker Puffed W h eat 2 85 
Quaker B rkfst B iscu it 1 90 
Quaker Corn F lakes . . 1 7 5  
Victor Corn F lakes . .  2 20 
W ashington Crisps . .  1 85
W h eat H earts ............  1 90
W h e a te n a ..............  4 50
Evapor’d. Sugar Com  90

BROOMS
Parlor ............................... 3 00
Jew el ...............................  3 70
W inner ...........................  4 25
W h ittier Special ........  4 55
Parlor Gem ................... 3 75
Common W h i s k ...........1 00
F ancy W hisk  ............... 1 25
W arehouse . . .

Beans
Baked ................... 85@1 30
Red K idney ......... 85 @ 95
String ................... 70@1 15
W ax .....................  75@1 25

Blueberries
Standard ....................... 1 80
Gallon ...........................  6 75

Clams
L ittle N eck, lib  @1 00 
L ittle  N eck, 21b @1 50

Clam Bouillon
Burnham ’s % pt...........2 25
Burnham ’s, p ts.................3 75
Burnham ’s qts.

Corn
F air .....................
Good ...................
Fancy .................

French Peas 
Monbadon (N atural)

7 50

60@ 65
90@1 00 

@1 30

per doz............... .. . . . 2  45
Gooseberries

N o. 2, F a i r ................. . .  1 50
No. 2, F a n c y ............ . .  2 35

Hominy
Standard ..................... 85

Lobster
% lb ............................... . .  2 50
1 lb .................................. . .  4 25
P icn ic T ails ............. . 2 75

Mackerel
Mustard, l ib ............... . .  1 80
M ustard, 21b................ . .  2 80
Soused, l% tb. . . . . . . 1 60
Soused, 2 lb ................ . .  2 75
Tom ato, lib  ............... . .  1 50
Tom ato, 21b............... .. .  2 80

Mushrooms
H otels ................. @ 15
Butons, %s ___ @ 14
B uttons, I s ......... @ 25

2 70

2 80 
2 80
3 75

4 25 
2 80 
4 25

Oysters
Cove l ib ................ 90@
Cove, 21b. . . i . . .1  60@ 

Plum s
Plum s .................  90@1 35

Pears in Syrup 
N o. 3 cans, per aoz. 1 60 

Peas
M arrowfat ......... @1 15
E arly June ......... @1 25
E arly June sifted  1 45@1 65 

P eaches
P ie  .....................  90@1 25
N o. 10 size can pie @3 25 

Pineapple
Grated ............... 1 75@2 10
Sliced ................... 90@2 60

Pumpkin

C H E W IN G  GUM  
A dam s B lack Jack  . . .  55
A dam s Sappota ............. 55
B eem an’s  P e p s in ..........  55
B eechnut ...........................  60
C hiclets ........................... 1 25
Colgan V iolet Chips . .  60 
Colgan M int Chips . .  60
D entyne ........................... 1 10
F lag Spruce .......................  55
Ju icy  F r u i t .........................  55
Red Robin .........................  55
Sen Sen (Jars 80 pkgs,

$2.20)    55
Spearm int, W rigleys . .  55
Spearm int, 5 box jars 2 75 
Spearm int, 3 box jars 1 65
Trunk Spruce .................  55
Yucatan .............................. 55
Zeno ......................................  55

C H IC O R Y
Bulk .................................  5
Red ...................................  7
E agle ............................. §
Franck's ......................... 7
Scheuer’s ..................... §
Red Standards ..........  1 60
WHite ............................... 1 60

C H O C O L A T E  
W alter B aker & Co.

German’s S w e e t ............. 22
Prem ium  ....................... 32
C aracas ...........................  23
H ershey’s Almond 5c . .  85
H ershey’s  Milk, 5c . . . .  85 

W alter M. Low ney Co.
Prem ium , % s ................... 29
Prem ium , %s ................. 29

C L O T H E S  L IN E
P er doz.

No. 40 T w isted  C otton 95 
No. 50 T w isted  Cotton 1 30 
No. 60 T w isted  Cotton 1 70 
No. 80 T w isted  Cotton 2 00 
No. 50 Braided Cotton 1 00 
No. 60 Braided Cotton 1 25 
No. 60 Braided C otton 1 85 
N o. 80 Braided Cotton 2 25
N o. 50 Sash C o r d -----1 75
No. 60 Sash C o r d -----2 00
No. 60 Ju te ................... „ 80
N o. 72 Ju te ....................  1 00
No. 60 S isal ...................  85

Galvanized W ire  
No. 20, each 100ft. lon g  1 90 
N o. 19, each 100ft. long 2 10

COCOA
Baker’s  .............................  37

F air . .  
Good . 
F ancy  
Gallon

80
90

1 00 
2 15

4 00
S

Salad D ressing ........... 9
Saleratus ....................... 9
Sal S o d a .........................  9
S a lt ................................... •
S a lt F ish  ....................... 9
Seeds .................................  10
Shoe B lacking ............... 10
Snuff ..........   JO
Soap ................................... 17
Soda ................................... 10
Spices ...............................  JO
Starch ............................. 10
Syrups ............................. 10

T
Table Sauce3 ............... 10
T ea  ...................................  10
Tobacco ............. 11, 12, 13
TV ine ............................. 13

V
V inegar ........................... 13

W
W lcking .........................  13
W oodenw aje ............... 13
W rapping Paper ......... 14

Y
X east Cake ............... 14

B R U S H E S
Scrub

Solid Back, 8 in. . .  
Solid Back, 11 in. 
Pointed Ends . . . .  

Stove
N o. 3 .........................
N o. 2 .........................
No. 1 .........................

Shoe
No. 3 .........................
N o. 7 .........................
No. 4 .........................
N o. 3 .......................

. 90 

.1 25 

.1 75

.1 00 

.1 30 

.1 70 

.1 90

Raspberries
Standard ...................  @

Salmon
W arrens, 1 lb . T all . .2  30 
W arrens, 1 lb. S la t  . .2  40 
Red A laska . . . . 1  65@1 75 
Med. Red A laska 1 35@1 45
P ink  A laska .............  @ 90

Sardines
D om estic, %s .............. 2 75
D om estic, % M ustard 2 75
D om estic, % M ustard @6)4
French, %s .............  70,14
French, %s .................18@23

Shrimps
Dunbar, 1st doz. ............ 1 30
Dunbar, l ’%s doz............. 2 85

Succotash
F air .....................  90
Good ...........................  1 20
F ancy ................... 1 25@1 40

Straw berries
Standard ........... 95
F an cy .......................  2 25

Tom atoes

BUTTER COLOR 
Dandelion, 25c size . .2  00 

CANDLES
Paraffine, 6s .................. 10
Paraffine, 12s ................ 10
W lcking ........................  20

CAN N ED  GOODS 
Apples

3 lb . Standards . .  @ 9 0
Gallon ............... 2 50@2 75

Blackberries
2 n>.........................  1 60@1 90
Standards gallons @6 00

Gtood
F an cy  .....................
N o. 1 0 .......................

CA RB O N O ILS  
Barrels

Perfection  .............
D. S. Gasoline . . .
Gas M achine . . . .  
D eodor’d N ap ’a  .
Cylinder ............. 29
E ngine ................. 16
Black, w inter . .  8

C A T S U P
Snider’s  p in ts .........
Snider’s  % p in ts  .

1 15 
1 35 
3 50

@11)4
@19%
@27%
@19
@34%
@22@10

Cleveland
Colonial, %s ................... 85
Colonial, % s ................... 83
Epps ...................................  J*
H ershey’s %s ............... 80
H ershey’s, %s ............... 28
H uyler ...............................  86
Low ney, %s ................... 33
Low ney, %s ................... 83
Low ney, %s ...................  33
Low ney, 5 lb can s . . . .  33
V an H outen, %s ......... 12
Van H outen, %s ......... 18
Van: H outen, % a ........... 36
V an H outen, I s  ...........  66
W an -E ta  .........................  2®
W ilber, % s ........... ......... 33
W ilber, %a .....................  82

COCOANUT 
D unham ’s  per lb.

%s, 51b. c a s e ............... 30
%s, 51b. case ............  29
%s, 151b. c a s e ............  29
%s, 151b. c a s e ............  28
is , 151b. case ............  27
%s & %s 151b. case 28
Scalloped Gems ......... 10
%s & %s p ails . . . .  16
Bulk, pails ...................  13
Bulk, barrels ............... 11%

C O FFEES, BOASTED  
RIO

Common .........................  1?
F air .................................  19%
Choice .............................  20
F ancy .............................  21
Peaberry .......................  28

Santos
Common ........................... 20
Fair .................................  20%
Choice ............................... 21
F an cy ...............................  23
Peaberry .........................  23

Maracaibo
Fair .................................  24
Choice .............................  25

Mexican
Choice ............................... 25
F an cy ...............................  26

G uatem ala
F air .................................  25
F an cy ................................  28

Java
Private Growth ----- 26030
M andling ....................... 81035
A ukoU  ....................... . .80082

Mocha
Short Bean ............... 25@27
Long Bean ............ 24 @25
H. L. O. G.....................26@28

Bogota
Fair ...................................  24
F ancy ...............................  26
Exchange Market, Steady  
Spot M arket, Strong  

Package
N ew  York B asis

Arbuckle ..................... 22 50
Lion ...............................  23 50

M cLaughlin’s XXXX  
M cLaughlin’s X X X X  sold 

to retailers only. Mail all 
orders d irect to W. F. 
M cLaughlin & Co., Chica
go.

Extract
Holland, % gro boxes 95
Felix , % gross ............... 1 15
H um m el’s  foil, % gro. 85 
H um m el’s  tin , % gro. 1 43 

CONFECTIONS  
Stick  Candy Pails

Standard ......................... 8
Standard H  H  ............  8
Standard T w ist ............  9

Jumbo, 32 lb ................ .^ 8 %
E xtra  H  H  .................. 11
Boston Cream ................ 14
B ig  Stick, 30 % case . .  8% 

Mixed Candy
Grocers .............................  6%
X  L  O .............................  7
Special ...........................  10
Conserve ........................... 8%
R oyal ................................. 8
Ribbon ........................... 14
Broken ........................... 8%
Cut Loaf ......................... 9%
Leader ...............................  8%
K indergarten ............... 11
French Cream ............... 9
Hand Made Creams . .  17 
Prem io Cream m ixed 14 
Paris Cream Bon Bons 10 

Fancy— In Pails
G ypsy H earts ............. 14
Coco Bon Bons ........  14
Fudge Squares ..........  13
P eanu t Squares ......... 12
Sugared P eanu ts . . . .  12
Salted P eanuts ........... 12
Starlight K i s s e s ........... 13
Lozenges, plain ..........  10%
Champion, C hocolate .11 
E clipse Chocolates . .  14 
Eureka Chocolates . .  16 
Champion Gum Drops 10
A nise Squares ............... 10
Lem on Sours ............... 10
Im perials ....................... 10
Ital. Cream Bon Bons 12
Golden W affles ........... 14
Red R ose Gum Drops 10
A uto K isses ....................  14
Coffy Toffy ....................  14
M olasses Mint K isses 12 

Fancy— In 5JA. Boxes 
Old Fashioned M olas

se s  K isses 10%. bx. 1 30
Orange J e l l i e s ............. 60
Lem on Sours ............... 60
Old Fashioned H ore-

hound drops ............ 60
Pepperm int D rops . .  70 
Champion Choc Drops 60 
H. M. Choc. Lt. and

Dark, No. 12 ............  1 10
B itter S w eets, as'td. 1 25 
Brilliant Gums, Crys. 60 
A. A. Licorice Drops 90 
Lozenges, printed . . .  65
Lozenges, plain ........... 60
Im perials ....................... 65
M ottoes .........................  65
G. M. P eanut Bar . .  60 
H and Made Crms 80@90
Cream W afers ........... 65
String R o c k ......................70
W intergreen Berries . 60 

Pop Corn
Cracker Jack ..........  3 25
Giggles, 5c pkg. cs. 3 50
Oh My 100s ............... 3 50

Cough Drops
Putnam  M enthal . . .  1 00
Sm ith B ros..................  1 25

NUTS—W hole 
Almonds, Tarragona 18 - -  - 1?

C R A C K E D
Bulk .................
24 ,21b pkgs. .

3%
50

C R A C K E R S

Almonds, Drake 
Almonds, California

soft shell ..........
B razils .................
Filberts ...............
Cal. No. 1 ..........
W alnuts s ft  shell . .  
W alnuts, Marbot . .
Table nuts, fancy  
Pecans, medium . .
Pecans, ex. large . .  @16
H ickory N uts, per bu.

Ohio ........................... 2 00
Cocoanuts ...................
C hestnuts, N ew  York

State, per bu..........
Shelled 

Spanish P eanu ts  
Pecan  H alves . . . .
W alnut H alves . .
F ilbert M eats . .
A licante Alm onds 
Jordan A lm onds 

P eanuts  
F ancy H  P  Suns

R oasted  ................. 7@ 7%
Choice, raw , H  P  Ju m 

bo .......................  0 7

@12
@15

@16
@16
@15

@ 9%
@65
@38
@30
@45
@50

6@ 6%

N ational B iscu it Company
Brands

B utter
Boxes

E xcelsior B u t t e r s ......... 8
NBC Square B u tters . .  6%
Seym our Round ........... 6%

Soda
NBC Sodas ................... 6%
Prem ium  Sodas ........... 7%
Select Sodas ............ . . .  8%
Saratoga F l a k e s ...........13
Saltines ...........................  13

O yster
NBC Picn ic O ysters . .  6%
Gem O ysters ................... 6%
Shell .................................  8

Sw eet Goods
Cans and boxes

A nim als ................., . . . .  10
A tlantics A lso A sstd . . 12 
A vena Fruit Cakes . . .  12 
Bonnie Doon C ookies.. 10
Bonnie L assies ..........  10
Brittle F ingers ........... 10
Cameo B iscu it Choc.

(cans) .........................  25
Cameo B iscu it A sstd.

(cans) ........................... 25
C artw heels A sstd ........... 8%
Cecelia B iscu it ..........  16
C hocolate Bar (cans) 18
Chocolate D r o p s ...........17
C hocolate Drop Cen

ters ............................. 16
Choc. H oney F ingers. 16 
Choc. R osettes (can s) 20
C racknels ....................... 18
Cocoanut T affy  Bar . .  13
Cocoanut D r o p s ........... 12
Cocoanut M acaroons . .  18 
Gocnut H oney F ingers 12 
Coent H oney Jum bles 12 
Coffee Cakes Iced . . .  12 
E ventide F ingers . . . .  16
Fam ily Cookies ............. 8%
F ig  Cakes A sstd ...........12
Frosted Creams ........... 8%
Frosted Ginger Cookies 8% 
Fruit Lunch Iced . . . .  10
Ginger Gems P l a i n ___ 8%
Ginger Gems Iced . . . .  9% 
Graham Crackers . . . .  8 
Ginger Snaps Fam ily  . .  8% 
Ginger Snaps NBC

Round ........................... 8
Household C ookies . . . .  8 
Household Cks. Iced . .  9
Hippodrome Bar ......... 12
H oney Jum bles ........... 12
Im perials ......................... 8 %
Jubilee M ixed ............. 10
Lady Fingers Sponge . .30 
Leap Year Jum bles . .  18 
Lem on B iscu it Square 8%
Lem on W afers ..........  17
Lem ona ...........................  8 %
Mace Cakes ................... 8
Mary Ann .....................  8%
M arshmallow Cfe. Ck. 13 
M arshmallow W alnuts 18
Medora ............................... 8
M ottled Squares . . . .  10 
NBC H oney C akes . . .  12 
Oatm eal Crackers . . . .  8
Orange Gems ............... 8%
Penny A ssorted ............. 8%
Peanut Gems ................. 9
P ineapple Cakes ........  16
R aisin  Gems ................. 11
R everes A sstd ................ .15
Spiced Ginger Cakes . .  9 
Spiced Ginger Cakes

Iced ............................... 10
Sugar F ingers ............. 12
Sugar Crimp ................... 8%
Sultana Fruit B iscu it 16
Triumph C a k e s .............16
V anilla W afers ........... 17
W averley ....................... 10

In -e r-S eal T rade M ark  
Goods

per doz.
Baronet B iscu it ...........$1 00
Brem ners B tr W afs. 1 00
Cameo B iscu it ..........  1 50
C heese Sandwich . . . .  1 00 
C hocolate W afers . . .  1 00 
Excelsior B utters . . . .  1 00
F ig  N ew ton  ................... 1 00
F ive O’clock  Tea B sct. 1 00 
Ginger Snaps N B C  . .  1 00 
Graham Crackers Red

Label 10c size  ......... 1 00
Lemon Snaps ............... 60
O ysterettes ................... 50
Prem ium  Sodas ........... 1 00
Royal T oast ................. 1 00
Saratoga F lakes ........  1 60
Social T ea B iscu it . . . .  1 00 
S. S. B u tter C rackers 1 50
U needa B iscu it ........... 50
U needa Ginger W afer 1 00
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6 7 8 9 10 11
V anilla W afers ........  1 00
W ater Thin B iscu it . .  1 00 
Zu Zu Ginger Snaps . .  50
Zwieback ....................... 1 00

O ther Package Goods
Barnum ’s A nim als . .  50
Chocolate Tokens ___  2 50
B utter Crackers NBC  

Fam ily  P ackage . .  2 50 
Soda Crackers NBC  

F am ily  P ackage . . . .  2 50 
Fruit Cake ................... 3 00

In  Special T in  Packages 
per doz.

F estino  ...................... 2 50
N abisco 25c .................. 2 50
N abisco 10c ................. 1 00

In bulk per tin
N abisco ......................  J 2¡j
F estino ...................• •••  J “J;B en t’s W ater Crackers 1 40

C R E A M  T A R T A R  
Barrels or drums . . . .
B oxes ...............................
Square Cans .................
F ancy caddies ........

33
34 
36 
41

D R IE D  F R U IT S  
Apples

Evapor’ed, Choice bulk 6% 
Evapor’ed, F ancy pkg. 7%

Apricots
California ............... 12@14

Citron
Corsican ......................... 15

Currants
Imp’d 1 lb. pkg...............9
Imported, bulk ............. 8%

Peaches
Muirs—Choice, 25!b. 9
Muirs—Fancy, 251b. . .  10 
Fancy, peeled, 251b. . .  18

Peel
Lemon, Am erican . . . . 12%
Orange, Am erican . . . . 12%

Raisins
Cluster, 20 cartons . . . .2  25
Loose M uscatels 3 Cr 5%
Loose M uscatels 4 Cr 6
L. M. Seeded, 1 lb. 7 @ 7 %

California Prunes 
90-100 251b. b o x e s ..®  4 
80- 90 251b. b o x e s ..®  6 
70- 80 251b. b oxes ..@  6% 
60- 70 25/lb. b o x e s ..®  7 
50- 60 251b. b o x e s ..®  8 
40- 50 251b. b oxes ..@  9%

F A R IN A C E O U S  GOODS 
Beans

California L im a ........... 7%
M ichigan L im a ............  6
Med. H and Picked -----2 25
Brown Holland ............1 65

Farina
25 1 lb packages ----- 1 50
Bulk, per 100 lbs. . .  4 00 

O riginal Holland Rusk
Packed 12 rolls to container 
3 containers (40) rolls 3 20

Hominy
Pearl, 100 lb. sack . .  2 00 
Maccaroni and Verm icelli 

D om estic, 10 lb. box . .  60
Imported, 25 lb. box . .  2 50

Pearl Barley
C hester ........................... 2 60
Em pire ...........................

Peas
Green, W isconsin, bu. 2 00 
Green, Scotch, bu. . .  2 00 
Split, lb...............................  5

Sago
E ast Ini.ia ................... 4%
German, sack s ............  4%
German, broken pkg.

Tapioca
Flake, 100 tb. sacks . .  4%
Pearl, 130 tb. sacks . .  4%
Pearl, 36 pkgs............. . 2 25
M inute , 36 pkgs ........ . 2 75

f i s h i n g  t a c k l e
% to 1 in ........................ . 6
1% to 2 in ..................... . 7
1% to 2 in ..................... . 9
1% to 2 in ..................... 11
2 in. .. 15
3 in.

Cotton Lines
20

No. 1, 10 fee t ........ . 5
No. 2, 15 feet .......... . 7
No. 3, 15 feet ........ . 9
No. 4, 15 feet ............ 10
No. 5, 15 feet .......... h
N o. 6, 15 fee t ........... 12
No. 7, 15 feet ............ .15
No. 8, 15 fee t .......... 18
No. 9, 15 feet ..........

Linen Lines
20

20
M edium ......................... 26
Large 34

Poles
Bamboo, 14 ft., per doz. 55 
Bamboo, 16 ft., per doz. 60 
Bamboo, 18 ft ., per doz. 80

FLAVORING EXTRACTS  
Jennings D C Brand 

Terpeneless E xtract Lemon  
No. 1 F  box, per doz. 75
No. 2 F  box, per doz. 90
No. 4 F  Box, per doz. 1 75 
No. 3 Taper, per doz. 1 75 
2 oz. F lat, F  M per dz. 1 50 

Jennings D C Brand 
E xtract M exican V anilla  

No. 1 F  Box, per doz. 90 
No. 2 F  Box, per doz. 1 25 
No. 4 F  Box, per doz. 2 25 
No. 3 Taper, per doz. 2 00 
2 oz. F la t F  M per dz. 2 00

FLOUR AND FEED
Grand Rapids Grain & 

M illing Co.
W inter W heat

P u rity  P a ten t ............... 5 40
Seal of M innesota . . . .  4 80
Sunburst ......................... 4 80
W izard Flour ............... 5 10
W izard Graham ........... 5 10
W izard Gran. M eal . .  4 00 
W izard B uckw heat . .  6 00 
R ye ................................... 4 40

V alley C ity M illing Co.
L ily W h ite ................... 5 60
L ight Loaf ................... 5 10
Graham ...........................  2 30
Granena H ealth  ............. 2 40
Gran. M eal ................... 1 to
Bolted Med.....................  1 60

V oigt M illing Co.
Graham ........................... 4 60
V oigt’s  C r e s c e n t .......... 5 40
V oigt’s  F louroigt ___  5 40
V oigt’s  H ygien ic . . . .  4 60
V oigt’s  Royal ............... 5 80
W atson-H igg in s M illing Co.
Perfection  Flour ........  5 40
Tip Top F lo u r ................. 5 00
Golden Sheaf Flour . . .  4 60 
M arshall’s  B est Flour 4 85 

W orden Grocer Co.
Quaker, paper ........... 5 30
Quaker, cloth ............... 5 40
Quaker B uckw heat bbl 5 60 

K ansas Hard W heat 
W orden Grocer Co. 

A m erican Eagle, % s . . 5 25
A m erican Eagle, % s.. 5 15
A m erican Eagle, %s. .  5 05

Spring W heat 
Roy Baker

Golden Horn, fam ily  ..5  00 
Golden Horn, bakers . .  4 95
W isconsin  R ye ............ 3 85

Judson Grocer Co.
Ceresota, %s ........ 5 80
Ceresota, %s ........ 5 90
C eresota, %s ......... 6 00

W orden Grocer Co. 
W ingold, %s cloth . . . . 5  50 
W ingold, %s cloth . . . . 5  40 
W ingod, %s cloth  . . . . 5  30 
W ingold, %s paper . .5  35
W ingold, 14s paper . .  6 30
B akers’ P a ten t ............... 5 15

W ykes 4k Co.
Sleepy E ye, %s cloth 5 40 
Sleepy Eye, %s cloth 5 30 
Sleepy Eye, %s cloth 5 20 
Sleepy E ye, %s paper 5 20 
Sleepy E ye, 14s paper 5 20

Meal
Bolted ................. 3 80 @4 00
Golden Granul’d 3 80® 4 00 

W heat
Red ...................................  1 04
W h ite ...............................  1 03

Oats
M ichigan carlots . . . .  36
L ess than c a r lo t s ......... 40

Corn
C arlots .............................  61
L ess than carlots . . . .  63

H ay
Carlots ............................  11 00
L ess than carlots . . .  13 00 

Feed
Street Car F e e d ..........  33
No. 1 Corn & Oat Feed 33
Cracked corn ................. 32
Coarse corn m e a l ......... 32

H ID E S  A N D  P E L T S  
Hides

Green, No. 1 ................  11%
Green, No. 2 ................. 10%
Cured, No. 1 ................. 13
Cured, No. 2 ................  12
Calfskin, green, No. 1 15 
Calfskin, green, N o. 2 13%' 
Calfskin, cured, No. 1 16 
Calfskin, cured, No. 2 14%

Pelts
Old W ool ........... @ 30
Lam bs .................. 50@1 00
Shearlings .......... 50@1 00

Tallow
No. 1 ..................... @ 5
No. 2 ................... @ 4

Wool
U nw ashed, med. @15
U nw ashed, fine @10

HO R S E R A D IS H  
Per doz.............................  90

Jelly
5!b pails, per doz. . .  2 20 

15% pails, per pail . . . .  48
30tb pail, per pail . . . .  90

J E L L Y  G LASSES
% pt. in  bbls., per doz. 15 
% pt. in bbls., per doz. 16 
8 oz. capped in bbls.

per doz.........................  18
M A P L E IN E

2 oz. bottles, per doz. 3 00
M IN C E  M E A T  

Per case ....................... 2 85
M OLASSES  

New  Orleans

Smoked Meats 
H am s, 12 lb av. 17 @17% 
H am s, 16 &. av. 16%@17 
H am s, 18 %. av. 16 @16% 
Skinned H am s . .18 @18% 
Ham, dried beef

sets ................  20 @20%
California H am s 11%@12 
Picn ic Boiled H am s @15 
Boiled H am s ....25% @ 26  
M inced H am  ...12% @ 13  
Bacon ................... 17% @25

Sausages
Bologna ............... 9% @10

............... 7%@ 8F r a n k fo r t ............. 10% @11
fo r k  ..................... 13 @14Veal ................................. i i
Tongue ................................n
H eadcheese ................... 9

Beef
B oneless . .  
Rump, new 20 00@20 50

21 00@22 00
Pig ’s Feet

% bbls...........................
% bbls., 40 lbs.
% bbls...............................
1 bbl.............................V.

1 05
2 10 
4 25 
8 50

T ripe
K its, 15 lbs. . . .  
% bbls., 40 lbs. . 
% bbls. 80 lbs. . .

90 
1 60 
3 00

Casings
H ogs, per % ................. 35
Beef, rounds, s e t ..17@ 18  
Beef, m iddles, s e t  ..90@ 95 
Sheep, per b u n d le ......... 80

Fancy Open K ettle  . . .  42
Choice .......................  35
Good .................................  22
Fair .................................  20

H alf barrels 2c extra  
Red H en, No. 2% . . . .  1 75
Red H en, N o. 5 ...........1 75
Red H en, No. 10 -----1 65

M U S T A R D
% tb 6 lb. box ........... 16

O L IV E S
Bulk, 1 gal. k egs 1 15@1 25 
Bulk, 2 gal. k egs 1 10 @1 20 
Bulk, 5 gal. k egs 1 00@1 15
Stuffed, 5 oz................... 90
Stuffed, 8 oz.......................1 25
Stuffed, 14 oz.....................2 25
P itted  (not stuffed)

14 oz.......................... 2 25
M anzanilla, 8 oz............  90
Lunch, 10 oz...................  1 35
Lunch, 16 oz....................  2 25
Queen, M ammoth, 19

oz.................................  4 25
Queen, Mammoth, 28

oz......................................  5 75
Olive Chow, 2 doz. cs,

per doz.......................  2 25
PICKLES

Medium
Barrels, 1,200 count . .  7 75 
H alf bbls., 600 count 4 38 
5 gallon k egs ............ 2 00

Small
Barrels ............................. 9 50
H alf Barrels ............ 5 25
5 gallon k e g s ......................... 3 00

Gherkins
Barrels .........................  14 50
H alf barrels ....................  7 75
5 gallon  kegs ...........

Sw eet Small
Barrels ........................... 14 50
H alf barrels .................  8 00
5 gallon k e g s .................  3 25

PIPE S
Clay, N o. 216, per box 1 75 
Clay, T. D ., full count 60 
Cob ...................................  90

PLAYING CARDS  
No. 90, Steam boat . . .  75
No. 15, R ival, assorted  1 25 
No. 20, Rover, enam ’d. 1 50
No. 572, Special . . . .  1 75 
No. 98 Golf, sa tin  fin. 2 00 
No. 808, B icycle ..........  2 00
No. 632, Tourn’t w h ist 2 25

Uncolored Butterine
Solid D airy ----- 12 @16
Country R olls ...12% @ 18

Canned Meats
Corned beef, 2 l b .........
Corned beef, 1 tb 
R oast beef, 2 lb. . .  
R oast beef, 1 tb. “ 
Potted  H am , %s . . . .  
Potted  H am , %c . . . .
Deviled Ham , % s ___
D eviled H am , % s ___
Potted  Tongue, %s . .  
Potted  Tongue, %s . .

R IC E
F ancy ..................... 6
Japan S ty le ......... 5
Broken ................... 4

R O L L E D  O ATS  
Rolled Avena, bbls. 
Steel Cut, 100 lb sks. 
Monarch, bbls. . .  
Monarch, 90 lb. sacks  
Quaker, 18 R egular • 
Quaker, 20 F am ily  . . .

4 20 
2 20 
4 20 2 20 

50 
90 
50 
90 
50 
90

@ 6%
@5%
@4%

• 4 25 
2 00 
4 00 
1 85 

.1 45 

.4  00
S A LA D  D R ES SIN G

Columbia, % pt..............2 25
Columbia, 1 p int . . . .  4 00 
D urkee’s, large 1 doz. 4 50 
Durkee’s, sm all, 2 doz. 5 25 
Snider's, large, 1 doz. 2 35 
Snider’s sm all, 2 doz. 1 35 

S A L E R A T U S  
Packed 60 lbs. in box 

Arm and H am m er . .  3 00 
W yandotte, 100 %s . .  3 00

SA L SODA
Granulated, bbls........... 80
Granulated,. 100 lbs. cs. 90 
Granulated, 36 pkgs. . .  1 25

S A LT
Common Grades

100 3 lb sacks ............... 2 60
70 4 lb. sack s ...........2 40
60 5 lb. sack s ...........2 40
28 10 lb. sack s .........2 25
56 tb. sack s ............... 40
28 tb. sacks ............... 20

W arsaw
56 &. dairy in drill bags 40 
28 tb. dairy in  drill bags 20

Solar Rock
56 tb. sack s ....................... 25

Common
Granulated, F ine ___  1 05
Medium, F ine ............. 1 10

F R U IT  JARS
Mason, p ts., per gro. 4 05 
Mason, q ts., per gro. 4 45 
Mason, % gal. per gro. 6 80 
Mason, can tops, gro. 1 40

G E L A T IN E
Cox’s, 1 doz. large . .  1 75 
Cox's, 1 doz. sm all . .  1 00 
K nox’s  Sparkling, doz. 1 25 
K nox’s Sparkling gr. 14 00 
K nox's A cidu’d. doz. 1 25
N elson ’s  .........................  1 50
Oxford ...........................  75
Plym outh Rock, Phos. 1 25 
Plym outh Rock, P lain  90 

G R A IN  BAGS
Broad Gauge ............... 18
A m oskeag .......................  19

Herbs
Sage .................................  15
H ops ...............................  15
Laurel L eaves ............. 15
Sen na L eaves ............... 25

P O TA S H
Babbitt’s, 2 doz............... 1 75

P R O V IS IO N S  
Barreled Pork  

Clear Back 22 00@23 00 
Short Cut Clear 20 50@21 00
Bean ................. 18 00@18 50
Brisket, Clear 24 00@24 50
P ig  ...................................  23 00
Clear F a m i ly ............... 26 00

D ry S a lt Meats
S P  B ellies ................. 13

Lard
Pure in  tierces ,.11%@12 
Compound Lard 8%@ 8% 
80 lb. tubs . . . .a d v a n c e  % 
60 tb tubs . . . .a d v a n c e  % 
50 lb. tin s . . . .a d v a n c e  %
20 tb. p a i l s ___ advance %
10 tb. p a l l s ___ advance %

5 lb. p a l l s ___ advance 1
8 lb. pails . . .  .advance 1

SALT FISH  
Cod

Large, w hole . . .  @7%
Small, w hole . . .  @7
Strips or bricks 7%@10%
Pollack ............... @ 4%

H alibut
Strips .............................  15
Chunks ........................... 16

Holland Herring 
Y. M. wh. 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

kegs ............................... 73
Queen, bbls................... 11 00
Queen, % bbls.............  5 75
Queen k egs ................... 62

Trout
No. 1, 100 lbs..................  7 50
No. 1, 40 lbs...................... 2 25
No. 1, 10 lbs........  90
N o. 1, 8 lbs............ 75

Mackerel
Mess, lOo lbs.............. . .16 50
Mess, 40 lbs.............. . .  7 00
M ess, 10 lbs............... . .  1 85
Mess, 8 lbs.................. . .  1 50
No. 1, 100 lbs........... . 10 00
No. 1, 40 lbs.............. . .  6 60
No. 1, 10 lbs.............. . .  1 25

W hitefish
lOo tbs........................... . .  9 75
50 tbs........................... . .  5 25
10 tbs........................... . .  1 12

8 tbs........................... 92
100 tbs............................ . .  4 65

40 tbs........................... . .  2 10
10 tbs........................... 75

8 tbs.......................... 65
SE ED S

Canary, S m y r n a .......... 6
C araway ........................ 10
Cardomom, M alabar 1 20
C elery ............................. 50
Hemp, R u s s ia n ............ 5
Mixed Bird ................... 5
Mustard, w hite .......... 8
Poppy ............................. 16
Rape ................................. 5%

S H O E  B L A C K IN G
H andy Box, large 3 dz. 3 50
H andy Box, sm all . . . 1 25
B ixby’s Royal Polish 85
M iller’s Crown Polish 85

S N U F F
Scotch, in bladders . . . . 37
M accaboy, In j a r s ........ .. 35
French Rapple in jars ,.. 43

SODA
B oxes ................................. 5%
K egs, E nglish  .............. 4%

S P IC ES
W hole Spices

Allspice, Jam aica ........
A llspice, large Garden
Cloves, Zanzibar .........
Cassia, Canton ..........
Cassia, 5c pkg. doz. . .
Ginger, A frican ..........
Ginger, Cochin ..........

9
11
27
14
25

9%
14%

Mace, Penang ............ 70
Mixed, No. 1 .............. 16%
Mixed, No. 2 ................. 10
Mixed, 5c pkgs. doz. . . 45
N utm egs, 70-80 .......... 30
N utm egs, 105-110 . . . . 22
Pepper, B la c k '.............. 13
Pepper, W hite ............ 25
Pepper, C ayenne . . . .  
Paprika, Hungarian .

22

Pure Ground in Bulk
Allspice, Jam aica . . . . 12
Cloves, Zanzibar ........ 30
Cassia, Canton .......... 12
Ginger, African .......... 18
Mace, Penang .............
N utm egs. 75-80 ..........

75
35

Pepper, Black ............... 15
Pepper, W h ite ............ 35
Pepper, Cayenne . . . . 24
Paprika, Hungarian . .45

STA R C H
Corn

Kingsford, 4o tbs. . . . . 7%
Muzzy, 20 lib . pkgs. ..í>y4
Muzzy, 40 lib . pkgs. . .5

Gloss
Kingsford

Silver Gloss, 40 l ib . . . 7%
Silver Gloss, 16 3tbs. . . 6%
Silver Gloss, 12 6tbs. . 8%

Muzzy
48 ltb . packages ......... . 5
16 31b. packages ........■ 4%
12 6tb. packages ........ . 6
50tb. boxes .................. . 3%

SYRU PS
Corn

Barrels ............................. 26
H alf barrels ................ 28
Blue Karo, No. 2 . . . 1 80
Blue Karo, No. 2% . . 2 06
Blue Karo, No. 5 . . . . 2 10
Blue Karo, No. 10 . . . 2 00
Red Karo, No. 2 ......... 1 91
Red Karo, No. 2% . . 2 40
Red Karo, No. 5 . . . . 2 25
Red Karo, No. 10 ___ 2 25

Pure Cane
TTa I r* 16
Good ............................... 20
C h o ic e ............................. 25

T A B L E  SA UC ES
Halford, large ............... 3 75
Halford, sm all ............ 2 25

T E A
Japan

Sundried, medium  ..24@ 26 
Sundried, choice ...30@ 33  
Sundried, fan cy . ...36@ 40  
Basket-fired, medium  30 
Basket-fired , choice 35@37 
Basket-fired , fan cy  40@43
N ibs .............................  30@32
S iftin gs .......................  I0@12
Fannings ................... 14 @15

Gunpowder
M oyune, medium  . .  35
Moyune, c h o ic e ........... 33
Moyune, fancy ......... 50@60
Pingsuey, medium  . .  33
P ingsuey, choice . . . .  35
P ingsuey, fan cy . . . .  50@55

Young Hyson
Choice .......................... 30
Fan cy ......................... 40@50

Oolong
Form osa, F an cy . . . 50® 60
Form osa, Medium . . 28
Formaso, Choice . . . . 35

English Breakfast
Medium ....................... 25
Choice ....................... 30@35
F ancy ...................... 40@60

India
Ceylon, choice .. 30@35F ancy ......................... 45@5o

TO BACCO
Fine Cut

Blot ........................ 1
Bugle, 16 oz................ . .  3 34
Bugle, 10c .................. . 11 00
Dan Patch, 8 and 16 oz. 32
Dan Patch, 4 oz. . . . . 11 52
Dan Patch, 2 oz. . . . .  5 76
Fast Mail, 16 oz. . . . .  7 SO
H iaw atha, 16 oz. . . . . 60
H iaw atha, 5c .......... . .  5 40
May Flower, 16 oz. . .  9 36
N o Lim it, 8 oz. . . . . .  1 80No Lim it, 16 oz. . .  3 60
Ojibwa, 8 and 16 oz. 40
Ojibwa, 10c .............. . 11 10
Ojibwa, 5 c ......................  1 85
P etoskey Chief, 7 oz. 2 00 
P etoskey Chief, 14 oz. 3 90 
Peach and H oney, 5c 5 76
Red Bell, 16 oz.................3 96
Red Bell, 8 foil ........... 1 98
Sterling, L & d  5c . .  5 76 
Sw eet Cuba, can ister 9 16
Sw eet Cuba, 5 c ............  5 76
S w eet Cuba, 10c ___  93
Sw eet Cuba, 1 lb. tin  4 90 
Sw eet Cuba, 16 oz. . .  4 80 
Sw eet Cuba, % lb. foil 2 25 
S-weet Burley, 5c L&D 5 76 
Sw eet Burley, 8 oz. . .  2 45 
S'weet Burley, 24 lb. . .  4 90 
Sw eet M ist, % gro. . .  5 70
Sw eet M ist, 8 oz..........11 10
Sw eet Mist, 8 oz..........  35
Telegram , 5c ............... 5 76
Tiger, 5c ......................... 6 00
Tiger, 25c cans ...............2 35
U ncle Daniel, 1 lb . .  60
Uncle Daniel, 1 oz. . .  5 22

Plug
Am. N avy, 16 oz........... 32
Apple, 10 lb. butt ..........  38
Drummond N at. Leaf, 2

and 5 lb.......................  60
Drummond N at. Leaf,

per doz........................... 96
B attle A x .........................  32
Bracer, 6 and 12 tb . 30
B ig  Four. 6 and 16 lb. 32
Boot Jack, 2 lb .............  90
Boot Jack, per doz. . .  90
Bullion, 16 oz...............  46
Climax, Golden Tw ins 48
Climax, 14% oz..............  44
Climax, 7 oz......................  47
D ays’ Work, 7 & 14 lb. 37 
Creme de M enthe, tb 62 
Derby, 5 tb. boxes . . .  28
5 Bros., 4 lb ................... 65
Four R oses, 10c ........... 90
Gilt Edge, 2 lb ........... 50
Gold Rope, 6 & 12 lb. 58 
Gold Rope, 4 & 8 lb. 58 
G. O. P., 12 & 24 tb. . .  40
Granger T w ist, 6 lb. . .  46
G. T. W ., 101b & 21 lb 36 
H orse Shoe, 6 & 12 lb. 43 
H oney Dip T w ist, 5&10 45
Jolly Tar, 5 & 8tb . .  40
J. T„ 5% & 11 lb. . .  35
K entucky N avy, 121b. 32
K eystone T w ist, 61b. 45
K ism et, 6 lb ................... 48
Maple Dip, 20 oz..........  25
Merry W idow, 121b. . .  32
Nobby Spun Roll 6 & 3 58
Parrot, 12 lb ......................  35
Patterson ’s N at. L eaf 93 
Peachey, 6-12 & 24 tb. 40
P icn ic Tw ist, 5 tb.......... 45
Piper H eidsick, 4 & 7 lb. 69 
Piper H eidsick, per doz. 96 
Polo, 3 doz., per doz. 48
Redicut, 1% oz............... 38
Re'd Lion, 6 & 12 lb. . .  30
Scrapple, 2 & 4 doz. . .  48
Sherry Cobbler, 8 oz. . .  32
SpeAr Head, 12 oz. . . .  44
Speer H ead, 14% oz. 44
Speer H ead, 7 oz..........  47
Sq. Deal, 7, 14 and 281b 30 
Star, 6, 12 & 24 tb . .  43
Standard N avy, 7%, 15

& 30 lb ........................... 84
Ten Penny, 6 & 12 1b. 35
Town Talk. 14 oz..........  30
Yankee Girl, 6, 12 & 24 30

Scrap
All Red, 5c ................... 5 76
Am. U nion Scrap . . . .  5 40
B ag  Pipe, 5c ............... 5 88
Cutlas, 2% oz.................  26
Globe Scrap, 2 oz..........  30
H appy Thought, 2 oz. 30 
H oney Comb Scrap, 5c 5 76 
H onest Scrap, 5c . . . .  1 55 
Mall Pouch, 4 doz. 5c 2 00
Old Songs, 5c ............... 5 76
Old Tim es, % gro. . 5 50 
Polar Bear, 5c, % gro. 5 76 
Red Band, 5c !4 gro. 5 76 
R ed M an Scrap 5c . .  1 42
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SPECIAL PRICE CURRENT 15 16 17

12 13 14
CIG A R S

Johnson Cigar Co.’s  Brand

Scrapple, 5c pkgs..........
Sure Shot. 5c 1-6 gro. 
Y ankee Girl Scrap, 2 oz 
Pan H andle Scrp V* gr. 
P eachy Scrap, 5c . . . .  1 90 
U nion W orkm an, 2!4 6 00 

Smoking
All Leaf, 2% & 7 oz. 30
BB, 3% oz....................... 6 00
BB, 7 oz..........................  12 00
BB, 14 oz....................... 24 00
Bagdad, 10c tins . . . .  11 52
Badger, 3 oz....................  5 04
Badger, 7 oz...............  11 52
Banner, 5c ....................... 5 76
Banner, 8 oz.................... 1 60
Banner, 16 oz...................... 3 20
Belwood, M ixture, 10c 94
B ig  Chief, 2 V i oz. . .  6 00
B ig Chief, 16 oz........... 30
Bull Durham, 5c ......... 5 90
Bull Durham, 10c . . .  10 80 
Bull Durham, 15c . . .  18 48 
Bull Durham, 8 oz. . .  60
Bull Durham, 16 oz. . .  6 72
Buck Horn, 5c ..........  5 76
Buck Horn, 10c ........  H  72
Briar Pipe, 5c ............  6 00
Briar Pipe, 10c . . . .  12 00
Black Swan, 5c ........  5 76
Black Swan, 14 oz. . .  3 50
Bob W hite, 5c ........... 5 95
Brotherhood, 5c ........... 5 95
Brotherhood, 10c . . . .  11 00 
Brotherhood, 16 oz. . .  39
Carnival. 5c ................... 5 70
Carnival, % oz.............  39
Carnival, 16 oz..............  40
Cigar Clp’g  Johnson 30 
Cigar Clip'g Seym our 30 
Identity, 3 & 16 oz. . .  30
Darby Cigar C uttings 4 50 
C ontinental Cubes, 10c 90
Corn Cake, 14 oz.......... 2 55
Com  Cake, 7 oz.......... 1 45
Corn Cake, 5c ..............  5 76
Cream, 50c pails ----- 4 60
Cuban Star, 5c foil . . 5 76 
Cuban Star, 16 oz pails 3 72
Chips, 10c ................... 10 20
D ills B est, 1% oz........ 79
D ills B est, 3% oz.........  77
Dills B est, 16 oz.........  73
D ixie Kid, 5c .............
D uke’s Mix, 5c ........... »
D uke's Mix. 10c ----- 11 „
D uke’s Cameo, 1% oz. 43
Drum, 5c ....................... 5 90
F  F  A. 3 oz................... \  »5
F F  A. 7 oz..................  11 50
Fashion, 5c ..................  6 00
Fashion, 1 6oz.............. 43
F ive Bros., 5c . . . .
F ive Bros., 1 0 c -----
F ive cent cut Plug
F O B 10c ...............
Four R oses, 10c . . .
Full D ress, 1% oz.
Glad Hand, 5c . . . .
Gold Block. 10c ..
Gold Star. 50c pail 
Gail & Ax N avy,
Growler, 5e ..........
Growler, 10c ..........
Growler. 20c ................  1 »»
Giant, 5c ......................... 5 76
Giant, 16 oz............  33
Hand Made, 2% oz. . .  50
H azel N ut, 5c ..........  5 76
H oney Dew, 1% oz. . .  40
H unting, 1% & 3% oz. 38
I X  L, 5c ....................... « 10
I X  L, in pails ..........  32
Just Suits, 5c ..............  6.00
Just Suits, 10c ..........  11 88
Kiln Dried, 25c ..........  2 45
K ing Bird. 7 oz..........  25 20
K ing Bird, 10c .......... 11 50
K ing Bird, 5c .................5 70
La Turka, 5c ............... 5 76
L ittle Giant, 1 lb.............  28
Lucky Strike, 1%
Lucky Strike, 1%
Le Redo, 3 oz.
Le Redo. 8 & 16 oz. 38
Myrtle N avy, 1 0 c -----11 80
M yrtle N avy, 5c ___  5 94
Maryland Club, 5c . . .  50
M ayflower, 5c ............... 5 76
Mayflower, 10c ........... 96
Mayflower, 2 0 c ............. 1 92
N igger Hair, 5c ..........  6 00
N igger Hair, 10c . . . . 1 0  70 
N igger Head. 5c . . . .  5 25 
N igger Head, 10c . . . . 1 0  50
Noon Hour, 5c ..........  1 44
Old Colony, 1-12 gro. 11 52
Old Mill, 5c ..................  5 76
Old English  Curve 1% oz 96
Old Crop, 5c ..............  5 76
Old Crop, 25c ............... 20
P. S.. 8 oz. 30 lb. cs. 19 
P. S., 3 oz., per gro. 5 70
P at Hand, 1 oz............... 63
Patterson  Seal, 1% oz. 48 
P atterson  Seal, 3 oz. . .  96
Patterson Seal, 16 oz. 5 00
P eerless, 5 c ..................... 5 76
Peerless. 10c cloth . . . .  1 92 
Peerless, 10c paper . .10 80
P eerless, 20c ............... 2 04
P eerless, 40c ............  4 08
Plaza, 2 gro. cs ...........5 76
Plow  Boy, 5c ............... 5 76
P low  Boy, 10c ..........  11 00
Plow  Boy, 14 oz................ 4 70
Pedro, 10c ..................... 11 80
Pride of V irginia, 1% 77
Pilot, 5c ...........................  5 76

1 05
2 10 

48 
96

48

10 53 
. 2 10

Pilot, 7 oz. doz.
Pilot, 14 oz. doz.
Prince Albert, 5c 
Prince Albert, 10c 
Prince Albert, 8 oz. . . .  3 84 
Prince Albert, 16 oz. .
Queen Quality, 5c . .
Rob Roy, 5c foil . . .
Rob Roy, 10c gross  
Rob Roy, 25c doz. . . .
R oy Roy, 50c doz..........4 10
S. & M., 5c gross . .  5 76 
S. & M„ 14 oz. doz. . 3 20 
Soldier Boy, 5c gross 5 76 
Soldier Boy, 10c . — 10 50
Sbldier Boy, 1 lb ..........4 75
Sw eet Caporal, 1 oz. . .  60
Sw eet Lotus, 5 c ..........  6 00
Sw eet Lotus, 10c . . . .  12 00 
Sw eet Lotus, per doz. 4 35 
Sw eet Rose, 2% oz. 30 
Sw eet Tip Top, 5c . . .  50
S w eet Tip top, 10c . .  1 00 
Sw eet Tips, Vi gro. . .  10 08
Sun Cured, 10c ...........
Sum m er Time, 5 c -----
Sum m er Time, 7 oz. . .  
Summer Time, 14 oz. . 
Standard, 5c fo il . . . .
Standard, 5c p a p e r -----
Standard, 10c paper . .
Seal N . C., 1% cut plug 70 
Seal N . C. 1% Gran. 63
Three Feathers, 1 oz. 63
Three Feathers, 10c . 11 00 
Three Feathers and 

Pipe com bination .
Tom & Jerry, 11 
Tom & Jerry, !
Tom & Jerry, 3 oz. . .
Trout Line, 5c ........
Trout Line, 10c -----
Turkish, Patrol, 2-9 
Tuxedo, 1 oz. bags . 
Tuxedo, 2 oz. tins .
Tuxedo, 20c .................
Tuxedo, 80c tins . .
Twin Oaks, 10c . . . .
Union Leader, _50c .
Union Leader 25c . . .
Union Leader, 10c . .
Union Leader, 5c 
Union W orkman,
Uncle Sam, 10c 
U ncle Sam, 8 oz.
U. S. Marine, 5c 
Van Bibber, 2 oz.
V elvet, 5c pouch ........
V elvet, 10c tin ............
V elvet, 8 oz. tin  -----
V elvet, 16 oz. can -----
V elvet, com bination cs 
W ar Path, 5c ..............

4% inch, 5 gross ............. 65
Cartons, 20 2% doz bxs 70 

Egg C rates and Fillers 
H um pty Dum pty, 12 dz. 20
No. 1 com plete ............... 40
No. 2. com plete ............... 28
Case No. 2, fillers, 15

sets  ...............................  1
Case, medium, 12 sets  1 

Faucets
Cork lined, 3 in ................
Cork lined, 9 in ...............
Cork lined, 10 in ..............

Mop Sticks
Trojan spring ...................
Eclipse patent spring
No. 1 common ...................
No. 2 pat. brush holder
Ideal No. 7 .......................
121b. cotton mop heads 1 

Pails

S. C. W ., 1,000 lots . .
El Portana ....................
E vening Press ............
Exem plar .........................  32
W orden Grocer Co. Brand 

Ben Hur
Perfection  ......................... 35
Perfection  E xtras ........... 35
Londres ...............................  35
Londres Grand ................. 35
Standard ............................. 35
Puritanos ..................   35
Panatellas, F inas ........... 35
Panatellas, Bock ........... 35

98 2-hooj 
5 76 3-wire 
1 65 Cedar

1%

tin

5 76
6 24 
8 64

2 25 
..  3 60 
..  1 80 
. . .  76
. 5 95 

10 00 
5 76 

48 
96

1 90 
7 45

96 
5 06
2 25 

11 60
5 95
5 76 

10 80
2 20
6 00 

88 
48

. 96
3 84 
7 68

' 5 95

12 qt. 
14 qt.

Standard ........ 2 00 Jockey Club . . . .
Standard ........ 2 25 *
Cable .............. 2 10 Old Masterall red brass . 1 25
Cable ............... 2 30
Eureka .......... 2 25

2 40 ly ÿ jg
Galvanized ___ 1 70
Galvanized ____ 1 90
Galvanized ___ 2 10

Toothpicks
100 packages .. 2 00

85
Traps

wood, 2 holes 22
wood, 4 holes 45 Old M aster 6 . . . .
wood, 6 holes 70 San M arto ........
tin , 5 holes . . . 65 Pilot . .

rood ..................... 80 T E A
pring ................... ib Royal Garden, \

10 70 W ar Path, 8 oz............ . 1
4029 Wave> Line,, 3 oz. . . .

11 50 Wav«■ Line, 16 oz. . . . 40
90 W ay up, 2 \4 oz............ . 5

3172 W ay up, 16 oz. pails
48 Wild Fruit . 5c ........

’ n
i 1»

11 8S W ild Fruit , 10c ----- o2
4 70 Y u ni yum . 5c . . . . . . . 0 00

95 Yum Yum, 10c ........... 11 a !

42 Yum Yum, 1 lb., doz . 4 80
94 T W IN E

10 80

Cotton, 3 ply ............... 22
Cotton, 4 ply ................. 22
Jute, 2 ply ................... 11
Hemp, 6 ply ................... 13
Flax, medium ............. 24
W ool, 1 lb. bales ........... 6

V IN E G A R
W hite W ine, 40 grain 8% 
W hite W ine, 80 grain 11% 
W hite W ine, 100 grain 13 
Oakland V inegar & Pickle 

Co.’s Brands. 
H ighland apple eider . .18 
Oakland apple cider . .  13 
State Seal sugar . . . .  11 
Oakland w hite pickling 10 

P ackages free.
W IC K IN G

No. 0, per g r o s s .......... 30
No. 1, per gross ----- 40
No. 2. per gross . . . .  50 
No. 3 per gross ___  75

W O O D E N W A R E
Baskets

B ushels ........................... 1 00
Bushels, w ide band . .  1 15
Market ........................... 40
Splint, large ............... 3 50
Splint, medium ..........  3 00
Splint, sm all ............... 2 75
W illow , Clothes, large 8 25 
W illow , Clothes, sm all 6 
W ilow, Cothes, m e’m 7

Butter P lates  
Ovals

Vi lb., 250 in c r a t e ..........
% lb., 250 in crate . . . .
1 lb., 250 in crate . . . .
2 lb., 250 in crate . . . .
3 lb., 250 in crate . . . .
5 lb. 250 in crate -----

W ire End
1 lb., 250 in crate . . . .
2 lb., 250 in crate . . . .
3 lb., 250 in crate . . . .
5 lb., 250 in crate . . . .

Churns
Barrel, 5 gal., each . .  2 
Barrel, 10 gal., each ..2  

Clothes ° in s  
Round Head.

Rat.
Rat,

Tubs
20-in. Standard, No. 1 7 
18-in. Standard, No 
16-in. Standard, No. 3 
20-in. Cable, No. 1
15- in. Cable, No. 2 .
16- in. Cable, No. 3 .
No. 1 Fibre ............
No. 2 Fibre ............
No. 3 Fibre ............
Large Galvanized . 
Medium Galvanized  
Sm all Galvanized .

Washboards 
Bronze Globe .
D ew ey ..............
Double Acm e .
Single Acme .
Double Peerless 
Single Peerless
N orthern Queen .............3
Double Duplex 
Good I ,uck ..
U niversal . . . .

W indow  Cleaners
12 in ...................................  1
14 in...................................  1
16 in ...................    2

Wood Bowls
13 in. B utter ................  1
15 in. B utter ................ 2
17 in. B utter ................  3
19 in. B utter ................  6
Assorted, 13-15-17 . .  3
A ssorted, 15-17-19 . . . .  4

..  W R A P P IN G  P A P E R
Common Straw  ..........  !
F'ihre Manila, w hite . .  I 
Fibre Manila, colored
No. 1 M anila ...................
Qream M anila ...............
Butchers’ M anila . . . .  
W ax Butter, short c’nt 
W ax Butter, full count 
W ax Butter, rolls . . . .  

Y E A S T  C A K E
Magic, 3 doz................
Sunlight, 3 doz..............
Sunlight. 1% doz...........
Y east Foam , 3 doz. . .  
Y east Foam , 3 doz. . .  
Y east Foam , 1% doz.

A X L E  G R EA SE

W hite H ouse, 1 lb. . . .  
W hite House, 21b 
Excelsior, Blend, lib  
FIxcelsior, Blend, 21b 
Tip Top, Blend, lib
Royal Blend ................
Royal H igh Grade . .  
Superior Blend ...........

Boston Combination ..........
D istributed by Judson  

Grocer Co., Grand Rapids; 
Lee & Cady, D etroit; S y
m ons Bros. & Co., Sag i
naw; Brown D avis & W ar
ner, Jackson; Godsmark, 
Durand & Co., B attle  
Creek; Flelbach Co., T o
ledo.

C O CO ANU T
Baker’s  B razil Shredded

10 5c pkgs., per case 2 60
26 10c pkg., per case 2 60
16 10c and 33 5c pkgs.,

per 1case . . 2 60

and 1 lb ...........................  40
T H E  BOUR CO., 

T O L E D O , O. 
C O F F E E  
Roasted

D w innell-W right Co.’s B’ds

A pex H am s . .
Opex Bacon . . ,
A pex Lard ...........
E xcelsior H am s .
E xcelsior Bacon  
Silver Star Lard 
Silver Star Lard
Fam ily Pork ___
F at Back Pork . .

Prices quoted upon appli
cation, Hammond, Standish  
&  Co., D etroit, Mich.

SA FES

stock by the Tradesman  
Company. Thirty-five sizes  
and sty les  on hand at all 
tim es—tw ice as m any sa fes  
as are carried by any other 
house in the State. If you 
are unable to v is it Grand 
R apids and inspect the  
line personally, w rite for 
quotations.

T h e  o n ly
5 c

C l e a n s e r
Guaranteed to  

equal the 
best 10c kinds 

80 - C AN S - $2.80 
SOAP

Lautz Bros’. & Co. 
Acme, 3o bars, 75 lbs. 4 00 
Acm e, 25 bars, 75 lbs. 4 
Acme, 25 bars, 70 lbs.
Acme, 100 c a k e s ..........
B ig M aster, 100 blocks
German Mottled ..........
German M ottled, 5 bx. 
German Mottled 10 bx. 
German Mottled 25 bx 
M arseilles, 100 cakes . 
M arseilles, 100 cks. 5c 
M arseilles, 100 ck toil 
M arseilles % box toil

Proctor & Gamble Co.
Lenox ...............................  3
Ivory, 6 oz....................... 4
Ivory, 10 oz..................... 6
Star ................................. 3

Tradesm an Co.’s Brand 
Black H aw k, one box 2 
Black Hawk, five bxs 2 
Black H awk, ten bxs 2

A. B. W risley
Good Cheer ................... 4
Old Country ............... 2

Soap Powders 
Snow  Boy, 24s fam ily

size  ........................... 3
Snow Boy, 60 5s . . . .  •>. 
Snow Boy, 100 5c . . .
Gold D ust, 24 large .
Gold D ust, 100 5c . . .  
Kirkoline, 24 41b. . . .
Pearline .......................
Soapine .........................
B aubitt's 1776 ..........
R oseine .........................
Armour’s .......................
W isdom  .......................

2 40
3 75
4 50 
4 00 
2 80
3 75
4 00 
3 75 
3 50 
3 70 
3 30

Ftill line of fire and bur
glar proof sa fes kept in

Soap Compounds
Johnson’s F ine ..........  5 10
Johnson’s X X X  ..........  4 25
Rub-No-M ore ..............  3 85
N ine O’clock ............... 3 30

Scouring
Enoch M organ’s  Sons

Sapolio, gross l o t s ___ 9 50
Sapolio, half gro. lots 4 85 
Sapolio, s ingle boxes 2 40
Sapolio, hand ............... 2 40
Scourine M anufacturing Co
Scourine, 50 c a k e s ___ 1 80
Scourine, 100 cakes . .  3 50

3
2%

13
20
19

1 15 
1 00 

50 
1 15 
1 00 

58

50

1 lb boxes, per gross 9 00 
3 lb. boxes, per gross 24 00 

B A K IN G  P O W D E R  
Royal

10c size . .  90 
%tb cans 1 35 
6 oz. cans 1 90 
%lb. cans 2 50 
%lb cans 3 75 
lib  cans 4 80 
3tb cans 13 00 
51b cans 21 50

W e Manufacture

Public Seating
Exclusively

Churches We furnish churches of all denominations, designing and 
building to harmonize with the general architectural 

scheme—from the most elaborate carved furniture for the cathedral to the 
modest seating of a chapel.

^ f h n n l c  The fact that we have furnished a large majority of the city  
O W llU U lo  and district schools throughout the country, speaks volumes 
for the merits of our school furniture. Excellence of design, construction 
and materials used and moderate prices, win.

I Hi l f f P H allo We specialize Lodge. Hall and Assembly seating.
I l t t l i a  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.

American Searing Company
215 Wabash Ave. CHICAGO, ILL.

G R A ND  RAPIDS N E W  YORK BOSTON PHILADELPHIA
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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 .

For Sale—Crockery and bazaar stock, 
inventories $3,0Q0 to $4,000. D oing best 
cash business in city. N o rundown stock. 
M ust sell account ill health. Snap for 
som eone if taken a t once. Address 77,
care Tradesman.______________________ 77

For Sale—McCray cooler, size 8x10 and 
10 ft. high. R eversible and fills from  
side and back. Ice capacity, 5,600 lbs. 
Oak finish. A lm ost new. A lso Toledo 
com puting scale, marble slabs, blocks, etc. 
Sell all or any part. B. E . Begel, Jaek-
son, Mich.____________________________ 75

For M erchandise—240 acres three m iles 
R. R. tow n of 1,500 and nine m iles county  
seat, Canadian county, Okla. 140 acres  
in cultivation , 100 pasture. E legant 10- 
room house w ith  hot and cold w ater; tw o  
large barns. Im provem ents w orth $5,000 
to $6,000. W ell located and very  desir
able. A lso 240 acres five m iles good R. R. 
town of 2,500. 130 acres in cultivation,
balance pasture. Small im provem ents. 
Good land. W ill handle clean m erchand
ise up to $26,000. M ight consider building.
If you w ant a  good home and good deal, 
w rite me now. W. J. Finch, E l Reno,
Okla.__________________________________ 74

For Sale or Trade—160-acre farm , b est 
of land. W ell located. W ill trade for 
stock of dry goods or general m er
chandise. J. D. Riede, 308 Monroe, K ala-
mazoo, Mich.__________________________ 73

For Sale or Trade—Two Thurm an's 
vacuum  cleaners, hand power, w ith  all 
attachm ents. Cost each $50. W hat have 
you; Carl Grau, Taylor, Texas. 71

H allow  w ire system  gasoline lights  
w ith  tw elve lam ps and tank com plete; also  
eighteen  grav ity  feed  gasoline lam ps for 
sale or trade, Carl Grau, Taylor, Texas.
________________________________________72

For Sale—Paying merchandise business. . 
N ew  rapidly developing country. G. J.
H ow ell, D unkley, Colo._______ ______  70

W anted—D ealers to sell W acheta  
acetylen e lighting system s. Perm itted  by 
N ational Board of F ire U nderwriters. 
Hundreds in use, g iv ing  best satisfaction . 
E xclusive sellin g  contract to parties cap a
ble handling territory. W rite for particu
lars. W ichita A cetylene Mfg. Co., W ich
ita, Kan. 69

For Sale—A n u p-to -d ate bazaar stock  
in W est Branch, Mich. Good reason for 
selling. A ddress Jarboe & Co. 68

W anted—One first-class soda dispenser 
for resort town. One first-class butcher 
(inside work) for resort town. A ddress 
Tlie D elicatesen , W alloon Lake, Mich.

65
For Sale—One 220 account Am erican  

register, $40. C osts new $80. F irst-class  
condition. A. J. Crago, Clarion, Mich.

____________________________________________ 66
For Sale or Exchange-—H otel and liv 

ery located in sm all tow n. Northern  
M ichigan. Steam  heat, furnished. No  
com petition. W ill sell for cash  or ex 
change for farm  or stock merchandise. 
Address Box 7, Clarion, Mich._________ 67

Location w anted for a  variety  store. 
Live tow n, 1,200 to 4,000 population. 
Brick building. W ell located. Southern  
M ichigan, N orthern Indiana or Northern  
Ohio preferred. Address H ustler, care 
Tradesm an._____________________________64

For Sale or E xchange—F ine 80-acre 
farm  in Southern M ichigan. W ill e x 
change for shoe store. For particulars 
address Charlie Corey, R oute No. 6. 
Bellevue, Mich.________________________ 62_

For Sale—Grocery and college supply 
store right across the street from college 
buildings, in one of th e best college
tow ns in Michigan. Good cash trade. 
Address College Store, care Tradesm an.

51
W anted—Party, if interested, to w rite  

for particuars in startin g  livery and auto  
business in connection w ith  fine hotel. 
N o com petition. Some capital required. 
A snap, act quick. P. J. Thompson, 
Flint, Mich. ______________________ 49

For Sale—R etail hardware, plumbing, 
stove and tinw are business established  
for over 40 years in a prosperous tow n, 
now on the com m encem ent of unusual 
business prosperity. This is  an ex tra 
ordinary opportunity for anyone desiring  
to engage in th is  business, w ith  a cap 
ital of about $7,000. B est of reasons  
given for selling. Correspondence so lic it
ed. W m. H . H ackenberg, Milton, Pa.

48
For Sale—A good hardware and paint 

business, w ith  repair shop in connection, 
$2,500. M onthly business over $500. Store, 
W ashington and Main streets, Los A nge
les, Cali. Owner w ishes to retire from  
hardware business. Address W . E. 
Johansen, 1843 S. Main St., Los A ngeles,
Cali.___________________________________ 46

For Sale—Cheap, half ton truck, 20 
horsepower, solid tires. Jansen & Joos- 
ten , F lanagan, 111. 43

W e offer for sa le, farm s and business  
property In nearly all counties of M ich
igan and also in  other s ta te s  of the  
Union. W e buy, sell and exchange  
farm s for business property and in v ite  
your correspondence. J. E . Thom  & Co., 
7th Floor K irby Bldg., Saginaw , Mich. 659 

I pay cash  for stock s or part stocks  
of m erchandise. M ust be cheap. H.
Kaufer, M ilwaukee, W ls._____________92

Good opening for drug and stationery  
store in tow n 3,500. Good room in  brick 
block. R easonable rent. For particulars 
w rite D. J. Sloan & Co., N orth B a ltl-
more,- Ohio.___________________________895

For Sale—One of the best variety  
stocks in  Central M ichigan. Invoices  
$3,800. If taken a t once w ill sacrifice 
for $2,500. A ddress N o. 956, care Trades
man. 956

M erchants P lease Take N otice! W e 
have clients of grocery stocks, general 
stocks, dry goods stocks, hardware stocks, 
drug stocks. W e have on our list also a  
few  good farm s to exchange for such  
stocks. A lso city  property. If you w ish  
to sell or exchange your business w rite  
us. G. R. B u siness Exchange, 540 H ouse
man Bldg., Grand Rapids. Mich. 859 

Mr. M erchant! W hy not add a  mail 
order departm ent? Take advantage of 
parcel post. Tw o large m ail order firms 
did a $100,000,000 business last year. 
Som e of th at b usiness belonged to you. 
W e have a  proposition th at should ap
peal to every m erchant. It w ill appeal 
to  you. Copyrighted prospectus free. 
M ississippi V alley Sales Co., Inc., P itts-  
burg, Kan._______________________________ 1

For Sale—General stock, except shoes, 
doing cash  business of $30,000 per year, 
located in railroad tow n of 700. Stock  
and fixtures inventory about $7,000. A p
ply to H. T. Stanton, 18 Market street, 
Grand Rapids.________________________ 52

For Sale—D rug stock  in a  live W estern  
M ichigan tow n. Good reasons for selling. 
Price and term s to su it you if  taken  a t 
once. Address No. 31, care M ichigan  
Tradesm an. 31

For Sale—C lean stock  of general m er
chandise, located in tow n 1,400 popula
tion, doing $25,000 annual business. Good 
reasons for selling. A ddress B ox 205,
Yale, Mich. ________________________ 30

For Sale—General store located  25 
m iles w est of D etroit on M. C. and D.
U. R. in a dairy farm ing locality  but a  
few  rods from w ay station . Stock w ill 
invoice $2,000. F ixtures and buildings, 
$1,000. V ery little  com petition. Sales of 
1912, $10,000. Good reasons for selling. 
Address P. T. Burgess, D enton. Mich.

29
For Sale—General stock m erchandise in 

best Central M ichigan tow n of 2,000 in 
best farm ing d istrict. Stock $15,000,
clean est and sa fest proposition for capa
ble man. B u sin ess a lw ays th irfty  and  
com petition normal. R easons for selling. 
A ddress No. 26, care Tradesman.______26

For Sale—Confectionery, ice cream,
b usiness lunch and bakery. Located op
posite union depot and boat landing, in 
town of 35,000 inhabitants on Lake 
Michigan. H ave other b usiness to  a t 
tend to and w ill sell very reasonable. 
Sales average $50 per day. 75 per cent, 
transient trade. Address No. 941, care 
Tradesm an. 941

For Sale—Stock general merchandise, 
invoicing $4,500. Cash business la st year, 
$22,500. R eason for selling, poor health. 
Address Morrell & Lyle, Sherman, Mich.

56
For Sale—The finest and best located  

u p-to -d ate ice cream  parlor and confec
tionery store in city  of 15,000, doing  
large business. R eason for selling, en 
gaged in  other business. Price very  
reasonable to cash  buyer. Address Palace  
of Sw eets, M anistee, Mich.__________ 53

$50 per w eek  and up. H ow  far up de
pends on you. Enorm ous sum s are being  
made by O xygenator Salesm en—one had 
m ade $21,500 In three years; another  
$6,000 in  one year; another $4,500 in six  
months. W estern  Oxygenator Co., B e 
atrice, Neb. 58

Get our lis t  of "Lands and B u siness  
C hances” in Grand T raverse fru it b elt of 
M ichigan. If w e sell your land or stock  
of m erchandise, th e  entire cost w ill be 
but $25. Send for proposition. Pardee 
B usiness Exchange, Traverse City, Mich.

13
For Sale—One carpet rack, one curtain  

rack, one shoe rack. Cheap if  taken at 
once. J. E. Lugibill, Bluffton, Ohio.

24
Furniture B u sin ess For Sale—W ill in 

voice a t about $12,000. Located in Tur
lock, in the fam ous Turlock Irrigation  
district. Over 175,000 acres in  the d is 
trict. Population 3,000. Growing every  
day. Good reasons for selling. Sales last  
year, $30,000. Address B ox 217, Turlock, 
Cali. 20

For Sale—Good clean stock  general 
m erchandise, located  in best tow n 800 
population in C entral M ichigan. Invoices  
about $4,000. F ine business, excellent 
farm ing country. W ill sell a t  inventory. 
D eal w ith  owner, no agents. Address 
No. 907, care Tradesm an.____________907

W anted—To buy, good live grocery. 
W . H . M itchell, 7228 V incennes A ve., 
Chicago, 111.__________________________972

$3 000,000 m onthly dividends now  being 
paid to in vestors in Oklahom a oil com 
panies: $2.20 returned for every dollar in 
vested  last year. Oil production sur
passes in  value th at of any o ther sta te. 
Only sta te  w hose production is  increas
ing; $100 invested  now m ay m ake you  
independent; inform ation free. Oklahoma 
Oil D evelopm ent A ssociation , 419 First 
N ational Bank, Tulsa, Okla._____________ 8

Look H ere M erchants! You can col
lect all your old given up accounts your
se lf by our new  plan. E nclose stam p for 
sam ple and full particulars. Pekin  Book  
C o- D etroit, Mich._______________________ 7

Drug store for sale. Good Southern  
Michigan tow n of 6,000. E xcellent oppor
tunity. Good trade and full prices. A d
dress No. 996, care M ichigan Tradesm an.

996
For Sale—Soda fountain. F ine onyx  

fountain manufactured by T ufts, Boston, 
fourteen syrup cans, five draught arms, 
three soda tanks, all exposed parts  
nickeled, carved colum ns w ith  plate glass  
mirror and onyx decorations in the crown  
of th e upright. Original cost $1,200. Is 
an old model but serviceable. W ill sell 
for $150. A ddress M. J. Erwin, Harbor
Springs, Mich._________________________ 991

Safes Opened—W . L. Slocum, sa fe  ex 
pert and locksm ith . 97 Monroe Ave., 
Grand Rapids, Mich.________________ 104

W ill pay cash  for stock  of shoes and  
rubbers. A ddress M. J. O., care Trades-
man._____________ ■____________________221

If you w ish  to  buy, sell or exchange any  
leg itim ate business of any kind, anywnere, 
consult our B u sin ess Chance D epartm ent. 
Its  operation Is national In scope and 
offers unexcelled serv ices to  the seller, 
as w ell as the buyer. A dvantageous ex 
changes for other properties are often  
arranged. In w riting, sta te  fu lly  your 
w ants. The Varland System , Capital 
Bank, St. Paul, Minn.______________ 814

For Sale—N ice clean stock  general 
m erchandise and fixtures, w ill invoice  
about $10,000, located on b est com er, 
brick store, in good hustling tow n South
ern M ichigan. Long lea se  If desired. 
If you w ish  a  good paying business it 
would pay you to  look th is up. A ddress 
No. 882, care Tradesm an.___________ 882

Canning factory and coal business for 
sa le  or trade. Splendid reasons for d e
siring change. Address No. 919, care
M ichigan Tradesm an.________________ 919

For Sale—Three 8-foot sections of pat
ent m edicine shelving, tw o 8-foot sec 
tions of tincture shelving, one circle cor
ner cigar show  case, 5x3 ft., and one 
prescription case, w ith  desk, drawers, 
tw o lable draw ers and French plate glass  
mirror, 30x52; golden oak finish, In use  
about one year and in a s  good condition  
as w hen new. Made by th e Grand R ap
ids Show  C ase Co. W ill sell for $200, 
w hich is  about 50 per cent, of their  
original cost. Address M. J. Erw in, H ar-
bor Springs, Mich._____________________992

Stores bought, sold  and exchanged. If 
you w ant to  g e t  in or out of business  
w rite me. I  handle all kinds of business  
places and real esta te. Frank P. C leve
land, 1261 Adam s E xpress Bldg., Chicago, 
n i. _________________________________386

B usiness W anted—I am  looking for a 
good opening for cash; agen ts and spec
ulators need not answ er; g ive  fu ll par
ticulars in first le tter. A ddress M., 
Tradesm an, B ox 1261 Cherry V alley, Illi
nois. 478

H E L P  W A N T E D .
W anted—Clerks to  learn show  card 

w riting. Q uickest, san est and m ost suc
cessfu l system  ever devised. L ow  cost. 
A ddress E. Kum m en, Box 17, St. Paul,
Minn.__________________________________ 63

W anted—A gents to sell teas and coffees. 
Burns & Reed, 209 H udson St., N ew  
York. ___________________________54

W anted—R egistered pharm acist or 
druggist. S tate particulars and salary  
expected. Address No. 38, care Trades-
man. ___________________________38

W anted—Subscription solicitors w ho  
have had actual experience in securing  
subscribers for trade journals. S ta te e x 
perience, length  o f tim e em ployed and  
nam es of form er em ployers. Address No.
897, care M ichigan Tradesm an._____ 897

W anted—Clerk for general store. M ust 
be sober and Industrious and have som e 
previous experience. R eferences required. 
Address Store, care Tradesm an. 242

S IT U A T IO N S  W A N T E D .

R egistered pharm acist w ants position  
for the season. W ould consider propo
sition. W rite Pharm acist, care Trades
man. 76

Positions—F ifteen  calls for help in tw o  
days. One young man placed in a  gov
ernm ent position a t $75 a  month. A n
other w ith  the railroad a t $65. A  p osi
tion w aitin g  for every graduate. N o  
charge for p lacing stud en ts in  positions. 
A postal w ill bring you full information. 
Special rates for sum m er term. Grand 
Rapids B u siness in stitu te , Opposite City 
Hall. 47

S A R N IA , C A N A D A
If you are contemplating manu

facturing or locating in Canada write 
H. F. Holland. Secretary Publicity 
Committee. Board of Trade. Sarnia. 
Ont.

Safes That Are Safe

SIMPLY ASK  US 
"Why do your safes save their 

contents where others fail?" 
SA FE SAFES

Grand Rapids Safe Go. 
Tradesman Building

For Sa/e/
Stock of general merchan

dise inventorying $6,500. in
cluding full and complete 
lines of

CLOTHING
GROCERIES
DRY GOODS
BOOTS and SHOES
FURNISHING GOODS

Fixtures inventory $400.
Rent only $11 per month.
Stock located in substan

tial railroad town in Rent 
County, surrounded by good 
farming district.

Will sell for cash or ex
change for property in Mus
kegon. ____

Michigan Tradesman 
Grand Rapids, Mich.

Tradesman Coupons
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B A N K R U PT C Y  M ATTERS.

Proceedings In W estern District of 
Michigan.

G rand Rapids Referee.
G rand Rapids, A pril 30—Based on 

a petition  filed by certain  of its cred
ito rs the D earborn  C orporation, of 
H olland, was adjudged bankrup t and 
the m atte r referred  to R eferee W icks. 
G eorge E. Kollen, of H olland, has 
been appointed receiver, with bond 
of $5,000. T he bankrup t has been 
directed to  file schedules of its assets 
and liabilities on o r before M ay 12, 
on receipt of which the first m eeting 
of cred ito rs will be called.

A voluntary  petition w as filed by 
Edw in D egergus, g rocer of Luding- 
ton, and, in the absence of Judge 
Sessions, th e  o rder of adjudication 
was m ade by R eferee W icks. H . K. 
H ansen, of L udington, has been ap
pointed custodian, pending the elec
tion of a trustee. T he follow ing as
sets are scheduled:
Real estate, (hom estead  and

m ortgaged) ............................$1,500.00
Cash on h a n d ...........................  42.00
Stock in trade, .........................  700.00
F ix tures, etc., ...........................  570.20
A ccounts receivable ............. 884.98

$3,697.18
The follow ing cred ito rs are  listed:

T axes, ....................................... $32.00
Clerk hire, .................................  52.00
Saginaw  Beef Co., Saginaw, 175.56 
A rm our & Com pany, Chicago 84.36 
L udington S tate  Bank, L ud

ington, .....................................  87.00
Globe T obacco Co., D etro it, 18.25
Judson  G rocer Co., G rand

Rapids, ...................................  263.36
G odfrey & Son Co., M ilwau

kee, .........................................  157.00
Roundy Peckm an & D exter

Co., M ilwaukee.....................  275.00
A m erican V inegar & Pickle

Co,, M ilwaukee......................  114.00
O rien tal Mills, M anitow oc, 55.00
W olverine Sale Book Co.,

Lansing, .................................  12.00
A m erican Slicing M achiner

Co., Chicago, ..................... 90.00
A rbuckle Bros., Chicago, . .  15.00
Schust Baking Co., Saginaw, 25.00
L iverm oore & Co., Chicago, 7.00
A ngel Dial Scale Co., E lkhart, 5.00
N orthrop , R obertson  & Car

rier Co., Lansing, ............  5.00
W . L. M esinger Co., Grand

Rapids, ...................................  18.71
G. R. B utchers Supply Co.,

G rand Rapids, ................... 10.00
R enfro B ro thers Co., Chicago, 45.00

$1,546.24
M ay 1—In  the m atter of Lucas 

B rothers, bankrupt, of M aple Grove, 
M issaukee county, the final rep o rt 
and account of W alte r R. A rdis, tru s
tee, w as filed, show ing a balance on 
hand of $247.43, and it appearing 
there w ere no t m ore than  sufficient 
assets to pay the adm in istration  ex
penses and preferred  and secured 
claims in full, an o rder was m ade by 
the referee, calling a final m eeting  of 
cred ito rs to  be held a t his office on 
M ay 17 to  consider such final report. 
C reditors are directed to  show cause, 
if any they  have, w hy a certificate 
recom m ending the bankrup t’s dis
charge should no t be m ade by the 
referee.

M ay 2—In the m atte r of H erb ert 
F. Caswell, bankrupt, m erchan t at 
Portland , an o rder was m ade by the 
referee calling the first m eeting  of 
cred ito rs to be held at his office on 
M ay 21 for the purpose of electing

a trustee , proving claims, exam ining 
the bankrupt, etc.

In  the m a tte r  of Sim pson A utom o
bile Supply Co., bankrupt, of G rand 
Rapids, the first m eeting  of cred ito rs 
w as held and Ralph E .' H ughes, of 
G rand Rapids, w as elected tru stee  and 
bond fixed a t $5,000. T he offer of 
Ju lius and Em il T isch of $5,000 for 
the asse ts of th is estate, free and clear 
of all liens o r encum brances of every 
nam e and nature, w as considered and 
several additional bids being receiv
ed, the assets w ere finally sold to 
said Ju lius and Em il T isch for the 
sum of $6,000. T he alleged lien of 
certain  cred ito rs w ho claim th a t un
der the sales in bulk law  of th e  S tate  
of M ichigan, the sale from  E. W . 
Sim pson to the Sim pson A utom obile 
Supply Co. was invalid, and th a t the 
bankrupt com pany held such assets 
as receiver for the cred ito rs of E. 
W . Sim pson, w as transferred  to the 
proceeds of said assets and the tru s
tee directed to  retain  such proceed
ings in his hands until fu rth er o rder of 
the court.

May 3— In the m atte r of John  C. 
Cole, bankrupt, form erly at B ig R ap
ids, the final rep o rt and accoust of 
D on E. M inor, tru stee  w as filed, 
show ing cash on hand fo r d istribu
tion of $462.87, and an o rder was m ade 
by the referee calling a final m eeting 
of cred ito rs to be held a t his office 
on M ay 19 to  consider such rep o rt 
and for the declaration of a final divi
dend for creditors. C reditors are  al
so directed to  show cause, if any they 
have, why a certificate recom m ending 
the b ankrup t’s discharge should not 
be m ade by the referee.

In the m atte r of John  G. Egolf, 
bankrupt, a laborer of G rand Rapids, 
the first m eeting  of cred ito rs was 
held. N o cred ito rs w ere p resen t o r  
represented , and it appearing  th a t 
there was no assets, over and above 
his legal exem ptions, it w as deter
m ined th a t no tru stee  be appointed. 
U nless fu rth er proceedings are desir
ed by the creditors, the esta te  will 
probably  be closed w ithin a few 
weeks.

May 5— In the m atte r of Samuel 
R. Clarke, bankrupt, of G rand R ap
ids, the first m eeting of cred ito rs was 
held. D orr Kuizema, of G rand Rap
ids, was appointed tru stee  and bond 
fixed a t $50. M eeting then  ad jou rn 
ed, w ithout day.

May 6—In the m atter of John  H. 
Kinsey, bankrupt, form erly  in the 
sh irt business a t G rand Rapids, the 
lirst m eeting o f cred ito rs was held 
and D orr Kuizema, of G rand Rapids, 
appointed trustee by the  referee and 
his bond fixed at $500. E. L. K in
sey, O tto  R anje and F ra n k  W orden, 
all of G rand Rapids, w ere appointed 
appraisers. T he m eeting  w as then 
adjourned to  M ay 27, a t the office of 
the referee, and the bankrup t o rdered  
to appear.

In  the m atte r of B rautigam  B ro th 
ers, bankrupt, of K ingsley, the sched
ules of assets and liabilities w ere re 
ceived and an o rder entered  by  the 
referee calling the first m eeting  of 
cred ito rs to be held a t his office on 
M ay 20 fo r the purpose of electing

a trustee, p roving claims, etc. The 
follow ing asets are scheduled:
Stock in t r a d e .........................  $1,575.00
H ousehold  goods, ................. 250.00

The follow ing liabilities are sched
uled:

Secured C reditors.
T axes, .........................................  24.00
Seager Engine W brks, L an

sing, .......................................  575.00
U nsecured C reditors.

H uron  Portland  Cem ent Co.,
D etro it, .................................  245.61

W mi F ran fu rth  H ardw are
Co., M ilwaukee, ................. 220.07

M anton Produce Co., M anton, 93.00
T oledo Plow  Co., T oledo, 13.90
Brow n Stam ping Co., T oledo, 33.49
B. J. M organ, T raverse City, 5.00
Buckeye P ain t Co., Toledo, 24.68
Barclay, A yers & Bertsch

Co., G rand R apids............... 44.58
Cook & Parker, W estfield, 20.10
John  F itch , ‘ T raverse  City, 8.50
G arland Refining Co., Cleve

land, .......................................  34.80
G. R. Oil Co., G rand Rapids, 9.50
S tandard  Oil Co., G rand Rap

ids, ............................................ 19.15
J. A. H arps Mfg. Co., G reen

field, .........................................  22.50
Jackson Fence Co.. Jackson, 113.00
E. C. M ason Co., St. Johns, 5.25
N eidecker C om pany M ilwau

kee, ................    11.67
W orcheste r China Co., Se-

b ring ............................   37.50
Baldwin Stove Co., Cleveland, 100.25
Excelsior Stove Co., Quincy, 184.77
Independent Stove Co., D e

tro it, .......................................  250.0Q
A m erican Carriage Co., K ala

m azoo......................................  106.50
P ittsb u rg  P late  Glass Co.,

G rand Rapids, ..................... 17.81
F. W . Bird & Son, E ast W al

pole, .......................................  39.39
H. E ikenhout & Son, Grand

Rapids, ................................... 28.09
U nited  T alk ing  M achine Co.,

Chicago, ...............................  143.50
A labastine Company, Grand

R apids ...................................  39.23
G. R. P lasto r. G rand Rapids, 55.00
A ssociated Mfg. Co., W ate r

loo, .........................................  255.15
H annah & Lay Company,

T raverse City, ................... 66.79
Prokop Kyselka, T raverse

City.............................................  16.00
T. C. Iron  W orks, T raverse

City, .......................................  14.00
N ey M anufacturing Co., Can

ton, ............................................ 18.00
M errill Company, Toledo, 91.54
P arker P low  Com pany, R ich

m ond, .....................................  60.00
Iow a D iary Co., W aterloo , 80.00
V otruba H arness Co., T rav 

erse City, ...............................  19.91
M anistee F lou ring  Mills,

M anistee, ...............................  66.35
S. F. Bow ser Co., F o rt W ayne, 60.00
W agner Mfg. Co.. Cedar Falls, 7.38
Shedd & W rig h t Co., M inne

apolis.......................................... 26.00
Sherw in & W illiam s Co., Chi

cago, .......................................  13.09
M. I. W ilcox Co., T oledo, 26.70
E. J. L ockhart, G alesburg 9.11
G. R. S tationery  Co., Grand 

Rapids, ...................................  30.00

$3.386.16

TO P R E V E N T  A C C UM ULATIO N.
T he fu rn itu re  trade  has received a 

set back and a fte r  th is w eek the 
G rand Rapids factories will w ork  five 
days a week, instead of try in g  to  run 
full tim e and piling up goods th a t the 
job hun ters will be after nex t fall. 
T he  spring  season sta rted  off very  
auspiciously in Janu ary  and the m an
ufacturers looked fo r a good six 
m onths. T he floods in O hio and In 
diana cut a b ig  chunk ou t of the  trade 
te rrito ry  fo r the las t four m onths of 
the season. T he orange and lem on 
tragedy  in California killed the W est
ern trade. T he E astern  trade  has

been in the dumps, as it usually  is 
w hen the stock m arket is depressed. 
T he fine p rospects of Ja nuary  have 
turned into som ething very different 
for the fu rn itu re  m anufacturers and 
the curtailm ent of factory  hours is 
their w ay to “hedge” against over
production  and the evils th a t go  w ith 
it. T he new fall season will open on 
Jun e  23 and the m anufacturers are 
looking for b e tte r tinfes to  follow. 
T he m anufacturers, how ever, are by 
nature  and long practice optim istic 
and their expectations are  based on 
the ir hopes, ra th er  than  on anything 
very  rosy  in the prospective business 
conditions. O ne th ing  in favor of 
good business is the uniform ly good 
prospects for crops th is season. F rom  
all p a rts  of the country  com e reports 
of bum per indications and, if these 
m aterialize, the  farm ers all over will 
have m oney to spend and th is m eans 
p rosperity  fo r the tow ns. In  M ichi
gan the p rospects for the fru it crop 
w ere never so favorable as a t the 
p resen t tim e and the repo rts on the 
grain crops are also good. A nother 
good p rospect is th a t before many 
weeks pass Congress will have com 
pleted its dem oralizing free-trade 
propaganda and gone home, and the 
country  will know  the w orst as to 
the tariff, instead of trem bling  for 
w hat m ay happen. C ertainty, no 
m atte r how bad, is no t so dem oraliz
ing to  business as suspense.

Kalamazoo—The Gerline-Myers Brass 
Foundry Co. has been incorporated with 
an authorized capital stock of $20,000, 
$12,000 of which has been paid in in 
cash. The company will erect its fac
tory here.

H am ilton—T he D ren the Canning 
Co. has rem oved its p lan t to  th is 
place and changed its nam e to  the 
H am ilton  Canning Co.

41 000 acres virgin nardwood. This 
tract is traversed by standard gauge 
railroad. H eavy  in poplar, w hite pine 
and oak. W ill cut a ll kinds 0,000 fee t to  
acre. R eady for im m ediate operation 
Good local market. Good freight rates For 
sale outright a t $16 per acre. To the  
right people would m ake a contract to 
sell by thousand feet B. M. a s tim ber is 
cut. Owners offer. Splendid tannery and 
tannic acid plant location. P. O. B ox 784 
A sheville , N . C. 82 ’

A utom obile bargain for sale. My K ing  
car w ith  fu ll equipm ent, tires 35x4% and 
tw o extra  tires and rim s, quick d etach 
able rims, P resto  tank, storage batterv  
Gabriel and K laxton horns and full equip
m ent. If interested  in a  bargain see N  
Robbins, Grand H aven, Mich. 81

N ice medium sized operation. On four 
cent rate of freight to  K noxville, Tenn. 
Contains 7,500 acres virgin timber. A c
cessib le to railroad. V ery cheap logging  
E stim ated  6.000 fee t to acre. Runs g rea t
ly  above average in poplar and oak. Con
siderable w hite pine. Term s easy. Price 
$18 per acre. Owner offers. P. O. Box  
784, A sheville, N . C._____  g3

E xtra good location for general store in 
fine country town. F ine new  brick block, 
22x80 feet. Modern in every respect. One 
of the very best b usiness tow ns in the  
State. I am closing out m y business  
because of ill health. Object Is to sublet 
m y lease. I have one and on e-h alf  
years, w ith  privilege of tw o more. W ill 
sell fixtures and balance o f stock  at s  
bargain. A ddress B ox  193, Middleton, 
Mich._______________________________ 80

For Sae—Only bazaar and dry goods 
in live town of 1,200. Stock le ss  than one 
year old, invoicing from  $1,800 to $2,000. 
Ill health  reason for selling. A ddress 602 
N. H ickory St., Owosso, Mich. 79

For Sale— Sawm ill property a t Ford 
River. M ichigan, con sistin g  of three band 
saw m ill, shingle mill, tie  and post mill, 
lath  mill, docks and tram s, blacksm ith  
shop and m achine shop all stocked with  
tools, large store and office building, 
large boarding house, large barns, s ix ty -  
three houses, lands, etc., all of w hich  
w ill be sold at a  bargain. Apply to  The 
I. Stephenson Co., W ells, D elta  County, 
M ichigan. 78



A Sample in 
Every Home

Every year we aim to put a sample package of

Shredded Wheat Biscuit
in every home in the United States and Canada. Quite 
often someone asks. ‘‘Why do you sample Shredded 
Wheat?”

We conduct extensive sampling campaigns because 
it is an effective way of educating consumers regarding 
the peculiar form, uses and nutritive value of Shredded 
Wheat. It is sampled from our own automobiles, by 
our own men, in a way that reaches the housewife and 
makes a convincing impression upon her. We follow 
this up with extensive newspaper and magazine adver
tising. In return for these efforts to create business 

for you we ask your interest and co
operation.

Shredded Wheat is packed in neat, substan
tial wooden cases. The empty cases are sold 
by enterprising grocers for 10 or 15 cents 
each, thereby adding to their profits on 
Shredded Wheat.

MADE ONLY BY

The Shredded Wheat Company
N IA G A R A  FALLS, N . Y.

No more 
use / o r  

S c o o p  
o r

S c a le s

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

JlEXTRA riNK^

■ Standard o f  Purity- 

T H E ' f r a n k l i n
SUGAR R EFIN IN G  C0 . muBunoA. P

TH E FRANKLIN SUGAR REFINING COMPANY
PHILADELPH IA, PA.

“Your custom ers k n o w  FRANK LIN C A R T O N  SU G A R  
m eans C L E A N  sugar”

How About Your Printing?
r T 'H I S  Q U E S T IO N  is a very pertinent one for business men, because every day Business Printing takes on added signifi- 
X. cance as a fa c to r in  trade . Time was when any sort of printing would do, because not much was expected of it, but 

nowadays printing is expected  to create and transact business. For this reason, good printing is exceedingly neces
sary  in every line of business.

We have been producing good  Business Printing for years. We have kept pace with the demand for the best in printing. 
As a consequence, our printing business has grown splendidly. We have been compelled to enlarge shop facilities, to increase 
equipment quite regularly . We have the requisite mechanical equipment, and with one of the best equipped, as well as the 
largest printing establishments in W estern Michigan, we are in the very best position to give to the business man the highest 
standard of good Business Printing.

This includes everything, from envelopes to the most elaborate catalogs.

We respectfully solicit your patronage, giving the assurance that all orders will not only be p ro m p tly  executed , but the 
printing will come to you in that quality of excellence you desire and, withal, at as reasonable a price as it is possible for us, or 
anyone else, to deliver good p r in t in g .

O rders by letter o r by phone will receive prompt attention, and if you desire, a qualified representative will wait upon 
^ou without delay.

TRADESMAN COMPANY GRAND RAPIDS, MICH.
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Manufactured
Under

Sanitary
Conditions

Made in

Eight Sizes

G. J. Johnson 
Cigar Co.

Makers

Grand Rapids, Mich


