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Leisure

I thank the Lord that I have time 
For things that pay no dividends,

For song and book and sunset gleam 
And sweet companionship of friends. 

The song may be some simple theme,
The book some poet’s dreamy rime 

For those who dare to pause and dream—
I thank the Lord that I have time.

I thank the Lord that I have time 
To stop a moment by the way 

To kiss the scented lips of flowers
And hear the voice of songbirds gay. 

The lark announces morning hours, 
Around my door the roses climb,

And Nature lures me to her bowers—
I thank the Lord that I have time.

I thank the Lord that I have time 
To pause beside some other soul 

That falters by my poor abode 
Upon the path to greater goal.

If I can help him on his road,
Can aid his weary feet to climb,

If I can ease him of his load,
I thank the Lord that I have time.

0
I thank the Lord that I have time

For humbler joys and humbler things. 
I thank the Lord for lips that smile,

I thank the Lord for heart that sings.
If I in life’s uncertain while

With word or song or cheery rime 
Can light some pilgrim’s dreary mile,

I thank the Lord that I have time.

Douglas Malloch.

***********

:

Credo
44** All the earth’s recorded years,
** All the knowledge of all time,
*+x- All the prayer and hopes and tears,
*
x- All the martyrs’ faith sublime,
x-x- They have left no better creed,
*** Better creed since time began,
x-
x- Than the Fatherhood of God
** And the Brotherhood of Man.
*** Ye who argue at the shrine,
x-x- As the money changers fought,
x-x- Saying truth is wholly thine
x-
x-x- And the other creeds are naught,
x-*■ Know ye not one creed there is
*x- Large enough for ev’ry clan—
*** Just the Fatherhood of God
**x- And the Brotherhood of Man?
%x- Stone by stone ye build your creeds
x-** Yet one test shall prove their worth:
** Did ye build for human needs,
** For the humble sons of earth?
*** Did ye follow, as ye built,
*** Deity’s divinest plan—
** Just the Fatherhood of God
** And the Brotherhood of Man?
** By the measure must ye square
** Ev’ry corner, arch and stone,
** Each foundation must prepare
*** By one measurement alone,
** And your dogma shall survive
** Only if ye right began
**4 With the Fatherhood of God
*** And the Brotherhood of Man.
**■*****4*

Douglas Malloch.



W H E N  YOU SEE
T H E  

S IG N  O F
G O O D
C A N D Y

“ D O U B L E  A ”

Remember it came from

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

The successful grocer makes it a point to please 

his customers. Have you ever noticed that all 

of them sell FLEISCHMANN’S YEAST? They 

wouldn’t  do it unless it pleased their customers. 

They also consider the profit, which makes it 

worth their while. ik  &  &  A  &

Q U A L I T Y
WI NS

That’s the reason why

“White House”
and other brands of Dwinell- 
Wright Co.’s Boston-roasted 
Coffees make and KEEP 
customers.

Are YOU in line? Do you 
supply your customers with 
these goods?

W hat’s the Answer?

JUDSON GROCER CO.—Grand Rapids, Mich.
W holesale Distributors of 

DW1NELL-WRIGHT COMPANY PRODUCTS

FRANKLIN CARTON SUGAR
IS A  L A B O R  S A V E R

Grocers of to-day realize that they must work hard 
enough without doing anything that is not absolutely neces
sary, so they welcome the FRANKLIN CARTON which 
takes all the work out of retailing sugar. FRANKLIN 
CARTON SUGAR is READY TO SELL WHEN YOU 
GET IT; there's no weighing, no wrapping or tying. It 
saves you the cost of bags and time and prevents loss by 
overweight. Use the time you would take for putting 
sugar in bags to make a display of the neat blue FRANK
LIN CARTONS; they’ll sell, because FRANKLIN CAR
TON SUGAR is well known to the public.

You can buy Franklin Carton Sugar in the original 
containers of 24, 4S, 60 and 120 lbs.

THE FRANKLIN SUGAR REFINING COMPANY
PHILADELPHIA, PA.

“Your customers know FRANKLIN CARTON SUGAR 
is CLEAN sugar.”

a bqx in your next order
Lautz Snow Boy Washing Powder

Buffalo, N. Y.
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D ETR O IT DETONATIONS.

Cogent Criticism From the M etrop
olis of Michigan.

Detroit, July 22—I had rather have 
a fool make me merry than experience 
to make me sad—Shakespeare.

We are pleased to note that the 
Muskegon chronicler has at least read 
our column. If ours was as pilin' <is 
that of our friend. J. II. Lee, we 
would, indeed, be satisfied.

The brief rest taken by Fred Rich
ter and Guy Plunder has done much 
to rejuvenate their columns—and the 
Tradesman.

Archie Fisher, the wooden salesman 
—beg pardon, the lumber sa lesm an-  
representing the Stearns Lumber Co., 
of Ludington, spent last week in De
troit on business. Archie, who is a 
Grand Rapids resident (when home), 
looked none the worse for his initia
tion at the last meeting of Grand 
Rapids Council.

James Wilson, \  ice-President, Ar
thur Pi rev it/, Archie McMillan and 
Seth Ingram, department managers 
for Burnham, Stoepel & Co!, have 
gone East to give the market a tussle 
in the interest of their firm.

Thousands in Detroit are wearing 
buttons with the inscription "No 
more Saturday night shopping" The 
street cars are also carrying signs 
on the front, bearihg tne same in
scription. This is a worthy cause and, 
with the help of the people, should 
win out as a permanent proposition. 
At the present time, all of the lead
ing department stores are closing 
their doors at 5:30 p. m. Saturdays 
during July and August.

When we hark back to such fel
lows as good old “Tommy” Driggs 
and others, we will acknowledge 
Grand Rapids is a pretty good old 
place after all. When we take a good 
natured fling at the city of furniture 
and vice commission, we are sure 
the Tradesman will be enriched by 
several more inches of copy in reply. 
We hope the different correspondents 
will understand our position correct
ly-

Dodging autos in Detroit gave us 
the following “inspiration

ro the pedi-siri¡an?i of the cave daysTimes wei indead most tame.I’lir-v r-ihi Id suoil without tin- fearThat an' iinte> climh their frame.
1 I undoCfls of tr aveling men wei
bliged" to Be in Detroit last wee

The Blue Ribbon races were on at 
Windsor.

S. M. Johnson (Burnham, Stoepel 
lit Go.), a veteran traveler and all 
around good fellow, bumped into fif
teen or twenty lists carried by a 
street car conductor last week. It 
seems there was some argument over 
the fare, the conductor claiming 
that Johnson did not pay and John
son insisted that he did. Mr. John
son is past 30 years of age, but looks 
about 40. lie is a man who is be
loved by his co-workers and is never 
known to have any trouble with any
one. Grant Smith and Jerry Moore, 
staunch friends of Johnson, insisted 
on his taking up the matter with the 
street railway company or they would 
have done it for him and, if necessary, 
take up a collection to tight the case 
for him. Mr. Johnson wore glasses 
at the time. l ie  claims that the good 
Lord must have been with the naugh
ty conductor, as no sooner had the 
altercation started than it rained lists.

Frank Hutchinson, i or a great
many years with A K rol ik & ( o
o n  crine the territory■ adjaccMit to S; ig-
in aw, says that some pooide are so
busy ;it!ending to oticer piCOI)ìe's af-
fairs that they are ~•a y ed the einb ar-
rassme.-lit of finding out Il nu tli eir own
are en mine along.

"Mil<e" l lari-:in (£abion, Mr>ore &
Co.) 1las been failim irapidly of 1;ite.
At tlic last writing In;• had fall. j n a Viray
to 235 pounds Mike is perirecti y will-
in g toi have some of bis i'at graf terl
on to John McMalicui, whei has b<yen
ill.

“Ed " Collins, of (Parson City, :itici
rc pres entative for £lut■nb am, Stoe pel
& Co. , is known as tihe best pos ted
dry gfrods salesman in Michiga n. Ed.
spent three or four days in Den • dt
last weck, adding to biis fund of "iTry
goods facts.”

Guy- Pfänder slipper1 one iover on
tbe Detroit columns laSt weel<. Beat
it out by one and one-•cjiiar ter• incl íes.
Fred Richter did the same by three 
inches. And every inch a “story" 
too.

Herbert (Buck) Murray, Southern 
Michigan representative for A. Kro- 
lik & Co., says that a new suit of 
clothes and an expense book do not 
make a traveling man any more than 
a baseball suit will make a ball play
er. “Buck” must have heard of the 
baseball club of Grand Rapids Coun
cil which Kalamazoo trimmed in June.

Henry J. Phelps, of Phelps & Har
vey, Cadillac (formerly A, J. Lind), 
has accepted a position as department 
manager for Edson, Moore & Co. 
Mr. Phelps is a man of wide ex

perience, having received his early 
education in a local jobbing house. 
John Harvey was for a number of 
years a department manager for Burn
ham, Stoepel & Co., but resigned this 
postion to go to Cadillac to manage 
the store. From all the different 
sources of information, all speak very 
highly of Mr. Phelps, and what is 
Cadillac's loss is Edson, Moore & Co. 
and Detroit’s gain. Mr. Phelps' 
friends bespeak a bright future for 
him in his new position.

Charles Perkins, who helped to put 
D. M. Amberg & Co, of Grand Rap
ids. on the map, has the audacity 
1.1 inform us that if a traveling man 
was not awnv all week lie would be 
home. We'd like to see ( Lear Pep
per Charlie for that.

Fred Snyder, city salesman of Burn
ham, Stoepel & Co., while driving his 
machine last week, tried conclusions 
with a motorcycle. Xo one injure1,. 
Repair bill <in auto. >25.

George Clark (.Michigan Shoe t o .) 
attended a convention of Gideons in 
Toronto last week.

S. i I. IT art. local manager for Sipe 
X- t o ,  of Pittsburg, is recovering 
from a long illness. This will be 
good tiding- jiti his many friends and 
IT. C. T. Council, Xo. !), of which 
he is an active member.

Council Xo. 9 is planning one t.-■ 
the greatest blowouts ill the history 
of C. C. T.ism in Michigan. Besides 
the entertain inert real u res. lluy ex
pect to initiate a class of not less than 
twenty candidates. T he big event will 
be pulled off at their regular meeting 
tile third Saturday in October. TTii- 
will be the opening of a go-at still 
campaign for new members and a gen
eral rehabilitation of the Council in 
general. Under the regime of the 
present Senior Counselor Ernest W ar
ner. the Council has alreadv shown 
wond'-rful improvement, it. behooves 
all visiting U. C. T. members to r e 
member the date, as all who may
be in the city are cordially invited.

Happy is the traveling man who 
knows it all— when he can find a 
crowd of idlers to listen unto him.

1 Dcllefield. Past Senior Counselor 
of Englewood, 111., Council, Xo. 439, 
attended the meeting of Council Xo 
9 last Saturday night, lie gave the 
Council a talk that was brimful of 
g o o d  ideas and also brought in some 
criticism for the Detroit hotels which, 
while well deserved, is a fault that ir> 
found of hotels in all large cities— 
that of reserving no room for the 
commercial travelers when there is 
anything of note going on that will 
bring crowds to their city. Mr. Delle- 
tield says when the U. C. T. grows 
a little larger they will be in a posi
tion to make it very unpleasant for the 
hotel which will hold out the glad

hand to the traveling man in February 
and give him the icy stare in July. 
Mr. Dcllefield represents Ira Barnett 
& Co., of Chicago, and has covered 
Michigan for twenty years and looks 
good for at least twenty more.

The fellow who lives within his in - 
crime need not worry about the out
come.

Mr. Wohlgemuth, of Wohlgemuth 
& Son, and member of Council Xo. 9.

illness and will soon be out on his 
territory again.

c W. Iîooth was in the East. last
week in tl1 e i n tcrest of the Mie! ligan

Ta
Co.

cheapi and we presume that
1S why sr>me traveling men al way '■
have so nmieli of it about then

It is wi th pr d regret th; 11 w e
ment ion the lciss of W. C. B.itker' i
helm cri wife, Margairet, who diiad a-
Lake Orirlm, th eir si immer home . la -i
Satinrday. Mr. Bak-er is a memher
of V . C. 1-, Coi mcil Xo. 9 and is well
know.n in the 1arger towns of NI ich:
gan. wher e he trave led for a tutmher

the Hast. The sympathy of Mr. 
Baker's hosts of friends, both among 
the traveling men and the trade, are 
extended to him in his hour of sor-

wearer of a new U. C. T. button 
which lie earned b\- dint of hard labor. 
He was initiated into Council Xo. 9 
last Saturday night. George repre 
sents the Michigan Shoe Co. in South
ern Michigan. Whatever the Council

tiatory services, they failed to eradi
cate for an instant his perpetual smite.

Fred Moutier, who delivered the 
“Ray of Hope" lecture at the meet
ing. deserves special mention for his 
oratorical work. With hut little train
ing, Fred should he able to cheat 
William Jennings Bryan out of his 
grocery money' by grabbing off the

reason why a traveling man should 
ncit sell lectures as a sideline. Moutier
represtmt s Osh O'rue . Boynton X ( > s -

borne. D , etroit. anil is Grand Pag e of
the U. C. T. Cra nil Council of Miehi-
gan.

One t i •aveling man who has the
saving hafc.it do wn to a sciencti, is
salestn aú-evangellist George Pieroc, of
Jackso n -that is , s;iving souls.

The enlpioyes of Burnham, Stclepcl
X- Co. p r esertted P. C. Palmer wi th a
beautiful pair of C t l f T buttons and :stick
pin to mritch. Mr. Palmer, as air-early
stated in these crollrains, resigned1 hi.
positic>n. after serv ing his house for
eleven y ears, to’ g o in business for
himself in Windsor, Ont.

We have an honest-to-gosb story' told 
(Continued on page thirty-two.)
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NEW  YORK MARKET.

Special Features in the Grocery and 
Produce Trade.

S pecial C orrespondence .
New York, July 21—There is, per

haps, a better feeling in the market 
for spot coffee than prevailed a week 
ago. Receipts have run lighter and 
reports from primary points show a 
stronger condition there. Actual busi
ness has been moderate, however, and 
buyers take only small quantities. In 
an invoice way Rio No. 7 is worth 
9J4C> while Santos 4s work out at 
l l^ @ llM c . In store and afloat there 
are 1,605,525 bags, against 2,227,210 
bags at the same time last year. Milds 
are firm. Holders are not at all in
clined to make any concession. Good 
Cucuta, llj4 c .

Old stocks of teas are being gradual
ly worked off and new teas will find the 
market in better condition than a 
year ago. The quality of the new 
crop is better. Prices are well held 
and the outlook is for a higher level 
than at present.

The sugar market is really hum
ming. The hot weather has brought 
forward the fruit crops and, as a re
sult of many orders, refineries have 
been worked at top speed and even so 
are a week to two weeks behind in 
making shipments. The rise to 4.60c 
gives food for thought to dealers who 
might have bought at 4.10c a few 
weeks ago.

The supply of desirable assortments 
of rice is limited and quotations show 
some advance. The crop outlook con
tinues most favorable. Good to prime 
domestic, 5T/2@5fyfac.

Some lines of spices—pepper, cloves 
and cassia in particular—are showing 
a better feeling and, in fact, the whole 
line of spices is meeting with better 
enquiry, as might naturally be expect
ed at this time of year. Singapore 
pepper, black, 10J4@10^c; white, 18J4 
@18^c.

Molasses continues dull and could 
not well be otherwise with the tem
perature in the nineties. Syrups are 
quiet and unchanged.

Canned goods are steady and toma
toes, in particular, keep up well in 
front of the procession. Futures are 
offered at 80c for standard 3s. Lots 
of cheap corn has gone into consump
tion and the market is getting in 
pretty good shape. High-grade peas 
are firm and the supply not especially 
large. Range, 75c@$l as to packer, 
and quality.

Little if any change is to be noted 
in butter. The supply of top grades 
is not especially large, but there is 
some accumulation of inferior sorts. 
Creamery specials, 26>4@27J4c; firsts, 
25J^@26c; imitation, 24c; factory, 23 
@23^4c; packing stock, 20@21c.

Cheese is firm, with top grades New 
York State full milk, 14i4@14^2C.

Eggs are in diminishing supply, 
particularly top grades, and quotations 
are showing some tendency upward. 
Best W estern, 23@25c, with a good 
supply that are not quite up to stand
ard at 19@21c.

News Items From the Soo. 
Sault Ste. Marie, July 21—There was 

an excursion Horn Thessalon to De-

Tour last week bringing over 200 ex 
cursionists which made DeTour, which 
is still on the map, look like a minia
ture Chicago while the excursion was 
in port. There was ample fun and 
amusements provided for all who at
tended. The affair will long be re
membered by the residents and busi
ness men of DeTour.

Proposals for the new school to be 
erected at DeTour have been laid over 
again, as the Board could not come 
to any decision after deliberating over 
the various bids and it was decided to 
advertise for new bids.

G. A. Hauptli, one of the members 
of the M. K. of the G., made an eleven 
mile hike last week into one of the 
camps and as the thermometer was 
about 90 degrees, in coming to a lake, 
the temptation was too much for Mr. 
Hauptili and it did not take him long 
to take a dip. He evidently stayed 
in longer than was scheduled, as it 
was with great difficulty he finished 
his trip, on account of his back being 
so sunburned that he could scarcely 
stand erect, but he said the dip was 
well worth the experience.

Joe Maltas, one of the Soo’s pro
gressive druggists, has a window dis
play of Maxine Elliott soaps which is 
entirely different than anything ex
hibited here before. I t  shows Maxine 
Elliott posing back of an arch-gate 
with a fitting architecture to match, 
and is causing considerable attention 
and favorable comments on the ex
quisite display.

Alf. Richards, who sustained a para
lytic stroke a few weeks ago, has so 
far recovered as to be out attending 
to business again and his friends are 
congratulating him on his good for
tune of so speedy a recovery.

Salesman Allison and McKenzie 
made a new record last week in hik
ing from one of the camps to the 
station on the Soo line, a distance of 
three and one-half miles in thirty-four 
minutes, while the orders they re
ceived at the camps did not break any 
previous records, but the time spent 
on the road was a new record over 
that territory.

Mr. and Mrs. Geo. Olmstead, of 
DeTour, had a severe accident and 
narrow escape last week while driving 
over the country roads in their auto. 
They were driving at fast speed when, 
in some way, the front tire struck 
a stone which punctured the tire 
sheering the wheel to  one side, and 
in endeavoring to keep on the road 
the steering gear could not bring the 
machine as directed and they struck 
a large bowlder, throwing the machine 
over and crushing Mrs. Olmstead so 
that both limbs were paralyzed and 
she was unconscious. She was moved 
to the hospital at Detroit, where her 
condition is very serious. Mr. Olm
stead escaped more fortunately, as his 
injuries are not of a serious nature. 
DeTour has since posted a notice that 
the speed limit is not to exceed seven 
miles an hour through the village 
streets and it is hoped this will be 
a warning to all speeders throughout 
the country.

W alter Reinert surprised his friends 
last week when on returning from his 
weekly trip he brought back a bride. 
He is receiving congratulations from

his numerous friends and has bought 
several cigars which he passed around 
to his friends who were taken by 
surprise. We understand Mr. Reinert 
is going to change his position, but 
expects to still travel on his old ter
ritory.

The tourist season is now at its 
height here and the park around the 
locks is filled with eager sightseers 
who seem to enjoy the cool breezes 
of the locks to the fullest extent. The 
hotels are all crowded and they a rt 
having their hands full in getting help 
enough to handle the guests.

Wm. G. Tapert.

Honks From Auto City Council. 
Lansing, July 21—Brother D. J. 

Riordan and family are visiting in 
Chicago this week.

Our committee on arrangements for 
our annual picnic has decided on Sat
urday, August 23, as the. date. Every 
member of our Council should plan 
for this event.

Brother L. L. Colton narrowly es
caped injury while riding in an auto
mobile recently with friends at Grand 
Ledge. The car looked worse than 
the telephone pole, which stopped it.

The real value of a Ford car as a 
business getter is shown by the report 
of Brother F. H. Hastings, who says 
that last week he made thirty-eight 
towns, selling a large order to each 
of his old customers, as well as eight 
others whom he had never called on 
before. Saturday of this week will 
be spent fishing at Day Lake, near 
Fenton. He expects to bring his en
tire catch home, provided the capacity 
of the car will permit.

Brother Anson J. Roby reports an 
unusually large amount of business 
last week. If he is able to keep up 
the stride it will be necessary for his 
factory to work overtime.

Brother L. J. Collard, representing 
the Perry Barker Candy Co., spent his 
vacation fishing at Otsego Lake—and 
eating his entire catch. Upon his re
turn to Lansing he proudly exhibited 
a piece of wrapping paper on which 
was a pencil tracing of a black bass 
which he claimed weighed 4]4 pounds. 
His friends soon convinced him, how
ever, that he had drawn the picture 
only half large enough for a fish of 
that weight.

Brother L. L. Colton spent Sunday, 
July 13, at Mackinac Island and was 
favorably impressed with both climate 
and scenery. He says if business con
tinues to be good for a few weeks 
longer he will probably buy the whole 
Island and establish his summer home 
there.

A certain prominent member of our 
Council who is somewhat absent 
minded at times recently had his car 
equipped with an electric horn, with 
the push button in a secret place. All 
at once the blamed thing commenced 
to blow and kept it up for more than 
a mile, until finally a severe jolt caus
ed the shifting of Fred’s left foot. 
Then he remembered.

We are pleased to report continued 
improvement in the condition of 
Brother J. A. Raymond. He has gain
ed rapidly since his operation and this 
morning "left with his family for a 
few weeks outing near Ludington.

Brother R. E. Fair is home serious
ly ill with typhoid fever. Every mem
ber of our Council should visit this 
worthy brother.

S. E. Burns, formerly proprietor of 
the Burns Hotel, at Sunfield, has 
moved to his farm north of Baldwin. 
One of the business men of Sunfield 
will manage the hotel in the future.

Brother E. H. Simpkins started on 
his vacation yesterday. His em
ployes claim they do not know where 
he is, but there is a strong suspicion 
that he is fishing at Houghton Lake, 
were they throw ’em back if they 
don’t weigh over four pounds.

Everybody boost for the picnic!
H. D. Bullen.

Kalamazoo Scales and Measures Av
erage Good.

Kalamazoo, July 22—Out of 869 
official inspections of scales, dry 
measures, and wine measures made by 
City Sealer Larned this year, only 
138 were condemned. In the eight 
classes of scales inspected only four 
of a total of 390 failed to pass the 
City Sealer’s approval. This record is 
one of the best that has been reported 
in*any city of the State.

Of the 222 computing scales, the 
class which is most generally used 
by the grocers and meat men, there 
were no condemnations reported. Fif
teen counter platform scales were in
spected without one tag being placed 
on them. Out of 103 counter scales 
tested only one was found to be un
able to pass the lawful requirements.

Fifteen wagon scales inspected 
passed without any complaint and on
ly three extra weights were con
demned. Twenty-three platform scales 
were tested without any inaccuracy 
being discovered. One railroad scale 
and a butcher’s beam scale were also 
included in the inspector’s report to 
have passed inspection.

One-peck and one-half peck meas
ures brought the total of “out-of-or
der” reports up considerably. Only 
forty-six one peck measures out of 
eighty-two tested, passed inspection. 
Twenty-five out of fifty-one one- 
half peck measures were order
ed to be “laid away.” Forty-nine 
wood boxes were inspected and found 
to be correct measurements for cords 
and half cords. Twelve half bushel 
measures passed inspection and thir
teen out of fourteen two-quart meas
ures were found to be O. K. Three 
quart measures out of thirteen were 
condemned.

The report of the inspection of 
wine measures shows 188 passing in
spection against sixty-nine to be con
demned. Sixty-two gallon measures 
out of seventy-five passed, and ninty 
five two-quart measures out of a to 
tal of 120 were found O. K. The 
quart measures condemned totaled 
thirty-one against twenty-eight which 
passed inspection.

Of the 138 scales condemned and 
tagged by the City Sealer nearly all 
that number have later been tested 
and re-inspected.

Be good to your business and to 
your business associates, but don’t 
forget that you owe something to 
your family at home.
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BANKRUPTCY MATTERS.

Proceedings in Western District of 
Michigan.

Grand Rapids Referee.
Grand Rapids, July 16—In the m at

ter of Joseph Brown, bankrupt, of 
Holland, the first meeting of ct editors 
was held, and Jacob Van Putten. Jr., 
of Holland, elected trustee, bond fixed 
at $1,000. Following were appointed 
appraisers: Tyler Van Landegend, 
Robert Huntley and Chris J. Lokker, 
all of Holland. Meeting was then ad 
journed to September 9 and the 
bankrupt ordered to appear for ex
amination.

July 19—A voluntary petition was 
filed by Vincent P. Nash, of Grand 
Rapids, formerly connected with the 
Dearborn Corporation, bankrupt, of 
Holland, and he was adjudged bank
rupt by order of Judge Sessions and 
the m atter referred to Referee Wicks. 
The bankrupt’s schedules show no as
sets not exempt and the calling of the 
first meeting has been delayed until 
money for expenses is advanced. Lia
bilities aggregating $2,605.11 are 
scheduled, the creditors all being lo
cated in Chicago. Contingent liabili
ties as endorser on notes and guaran
tying accounts of the Dearborn Cor
poration, aggregating $23,950, are also 
scheduled.

July 21—In the m atter of John A. 
Bauman, bankrupt, an adjourned first 
meeting of creditors was held. The 
first report and account of Louis 
Deutsch, trustee, was considered and 
allowed, and a first dividend of 5 per 
cent, declared and ordered paid.

July 22—In the m atter of Victor 
Pump Co., bankrupt, of Grand Rap
ids, the first meeting of creditors, and 
Emil J. Herrman, of Grand Rapids, 
elected trustee; bond fixed at $200. 
Meeting was then adjourned to Sep
tember 12.

Sure Method of Driving Away Trade.
There is no quicker or surer way of 

driving away trade than by exacting 
prohibitive prices. It seems like a 
smart thing to take advantage of cus
tomers at a time when circumstances 
compel them to pay what you demand 
because there is no place else to se
cure the merchandise which they must 
have, but there is always a morning 
after, and reaction is certain to fol
low such unbusiness-like methods. Be
cause consumers pay what you ask 
is no indication that they do so will
ingly or cheerfully. Neither can it 
be taken for granted that having done 
so they will be forgetful enough to 
not hold against you the fact that 
you took advantage of them when you 
had it in your power to do so. Peo
ple have longer memories for wrong 
than they have for favors. For this 
reason the store-keeper who pursues 
the policy of treating his customers 
right all the time is sure to win in the 
long run.

In the same connection it is worthy 
of notice that the tendency of the 
times is toward placing price marks 
upon all merchandise where it is pos
sible to display them. This makes 
each article so marked speak for itself 
and it becomes in fact a silent sales
man, The price itself often attracts.

The customer may find upon seeing 
a piece of merchandise thus displayed 
that it is within the reach of his 
pocketbook when heretofore he had 
always supposed it was quit out of 
the question for him to consider buy
ing it. Quite a few people are easily 
embarrassed and do not like to ask 
the price for fear it may be too high 
for them to consider purchasing. The 
plain figures obviate all this difficulty, 
for there is no point at all in con
cealing the amount to be asked for 
anything you have for sale. You will 
tell the buyer what it is if he asks 
you, and there is no reason why he 
should not get this information with
out putting himself and you to the 
trouble of asking and answering the 
question. It used to be supposed that 
being open with information of this 
kind gave the competitor an advan
tage, he being able to find out exactly 
what you were charging and regulat
ing his own demands accordingly. 
This, however, is an exploded theory. 
If he wants to know your price all 
he has to do is to send somebody 
there to find out, so the risk is being 
run in this way and the advantages 
to be gained by showing your hand to 
your own trade are so very great the 
plain price mark is unquestionably 
the best method.

Joint Picnic by Several Organizations.
Battle Creek, July 22—One of the 

largest picnics of the season will be 
the grocers and butchers’ picnic which 
will be held at Goquac Lake on Aug
ust 14. This was originally planned 
by the merchants of Kalamazoo, but 
it is now expected that the Battle 
Creek grocers and butchers will join 
them, while invitations have been sent 
to Albion, Marshall and other nearby 
towns.

Committees from Battle Creek and 
Kalamazoo are now working on the 
affair and it will be brought before 
the Battle Creek Chamber of Com
merce within a few days. It is pos
sible that the picnic will be made the 
first of a series of annual affairs if it 
proves a success.

Kalamazoo, July 22—The annual 
picnic of the Kalamazoo Grocers and 
Butchers’ Association will be held at 
Goguac Lake, near Battle Creek, Tues
day, August 14. This was decided 
at a meeting of the Executive Com
mittee, held last night. It is expected 
that a large number of the grocers 
and butchers of the Food city will 
attend the big doings.

Members of the Association will go 
from Kalamazoo to Battle Creek in 
special cars over the M. U. T. lines. 
A special programme of sports is 
being arranged and this year’s picnic 
boosters predict that the 1913 event 
will be the best ever held by the As
sociation.

The Association has a large mem
bership in this city and is rapidly 
growing. The picnics, which are an 
annual event, always result in a gen
eral all-around good time for the 
men and their families.

A good salesman wishing to be 
fair should always be willing to view 
the situation from his customer’s 
standpoint.

Series of Health Institutes.
Lansing, July 22—The State Board 

of Health is considering the advis
ability of holding a series of two-day 
institutes in different portions of the 
State the coming fall and winter. At 
these institutes different phases of 
sanitation will be discussed and em
phasized by persons well equipped to 
handle the subject assigned. These 
meetings will not be held for the pur
pose of calling together the medical 
profession only, but officers of munic
ipalities, commissioners of schools, 
teachers of city and rural schools, 
ministers of the Gospel, newspaper 
men, members of women’s clubs, fath
ers and mothers—all who are in ter
ested in a cleaner, more healthy Mich
igan. One of the great objects of 
these institutes will be to awaken 
public sentiment in sanitation and to 
educate the general public in health 
conservation. There is not a broader 
field of usefulness, one that needs bet
ter cultivation, than the field of sani
tation. I t is quite within the bounds 
of possibility to say that the State 
could save much money and suffering 
through a series of intelligently plan
ned and carried out health institutes.

D. E. McClure.

Cumulative Amount of Wasted Time.
The employe who is inclined to 

waste time, whether by arriving late 
in the morning, by quitting actual 
work before closing time, or by un
necessary inactivity during the inter
mediate portions of the day, should 
look at the m atter once in a while 
from the employer’s standpoint.

W hen this is done fairly and squarely 
there will be less murmuring because 
of any strict time regulations made 
by the employer. And. with employes 
who are conscientious, there will be 
less disposition to waste time by ta r
diness or loafing.

An employer recently explained to 
me just how the m atter looked from 
his point of view.

“Suppose.” he said, “an employe 
wastes ten minutes a day. That is 
an hour a week, or fifty-two hours a 
year. A week with us has fifty work
ing hours in it. So. you see, the man 
who wastes ten minutes a day. wastes 
a week in a year. If I only had one 
employe I might not mind it, but as 
I have over 300 it means that I have 
to pay for 3000 weeks’ service that 
I don't get. Furthermore, ten min
utes’ waste of time is a very low esti
mate. Many a fellow punches his 
time on the clock all right, prides 
himself on his punctuality record and 
then wastes perhaps an hour a day 
idling around. Loafing is more or 
less contagious, and so the idler not 
only wastes his own time but uncon
sciously influences others to do the 
same.” F'rank Stowell.

I t  takes most of us longer to make 
up our minds to do a thing than it 
does to do it.

Dandelion Vegetable Butter Color
A perfectly Pure Vegetable Butter 

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

M anufactured by W ells & R ichardson Co. 
Burlington, Vt.

Absolutely Pure
It always gives the greatest satisfaction 
to customers, and in the end yields the 
larger profit to the grocer.
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Movements of Merchants. 
Berlin—W . J. Hanna has opened a

general store here.
Alto—Shaw & Yeiter succeed B.

S. Shaw in the furniture business.
Greenville—Ray S. Cowin, dealer 

in clothing, was married July 18 to 
Miss Grace Oliver.

Iron Mountain—The Nels Nelson 
bakery was damaged by fire to the 
extent of about $1,000 July 16.

Ionia—The grocery stock of F. J. 
Heany was damaged by fire July 17, 
I.oss about $2,500; insurance, $1,500.

Barryton—C. J. Cawley has sold 
his stock of bazaar goods to Ray St. 
John, who will continue the business.

Jackson—W ilbur & Johnson suc
ceed E. D Loomis in the undertaking 
busines at 117 W est Cortland street.

Shelby—Mrs. C. W. Fisher is clos
ing out her stock of confectionery 
and cigars and will retire from busi
ness.

Grayling—Miss Lottie M. Sias has 
sold her millinery stock to Mrs. F.
E. Gregory, who will continue the 
business.

Dalton—Niels Neilson lost his
store building and stock of general 
merchandise by fire July 18. Loss 
about $3,000.

Belding—A. H. Charles has sold 
his stock of boots and shoes to T. 
Will Peck, who will consolidate it 
with his own.

W atervleit—D. C. W ard lost his 
store building and general stock by 
fire Sunday. Loss, about $4,000; in
surance $2,000.

Holland—Geo. P. Hummer has pur
chased the holdings of Frank Had- 
don and Fred Metz in the W est Mich
igan Furniture Co.

Alma—Leonard Mitchell has pur
chased the W heaton & Sons drug 
stock and will continue the business 
at the same location.

Northport—Martin W agbo has pur
chased the Oscar Gustaff jewelry 
stock and will continue the business 
at the same location.

Vestaburg—Dr. M. C. Hubbard has 
purchased the J. H. Owen drug stock 
and will continue the business in con
nection with his practice.

Bay City—William Reid, dealer in 
ice and fuel, lost his ice sheds by 
fire, July 17. Loss about $10,000, par
tially covered by insurance.

Gaylord—William H. Nevills has 
purchased the Mrs. A. F. Dyne mil
linery stock and will consolidate it 
with his stock of dry goods and no
tions.

Charlotte—A. J. Doyle, who recent
ly retired from the dry goods field, is 
going to Joliett, 111., to accept the 
managership of a large department 
store.

Gaylord—S. M. Jameson, recently 
of Wolverine, has purchased the Par- 
mater Bros, grocery stock and will 
continue the business at the same lo
cation.

Fenton—O. W. Stein has purchased 
the A. H. Gillies grocery and dry 
goods stock at Byron and will con
tinue same in connection wit his Fen
ton store.

Cheboygan—Edward Couchois and 
William Pratt have formed a copart
nership under the style of Couchois 
& Pratt and engaged in the curio 
business.

Saline—Erastus H. Cressy, who 
conducted a drug, stationery and 
jewelry store here since 1884, died at 
his home July 17 from an attack of 
heart trouble.

Detroit—The W ar W alt Supply Co. 
has been incorporated with an author
ized capital stock of $3,000, all of 
which has been subscribed and paid 
in in property.

Cadillac—William A. Merrill, man
ager of the Cadillac Builders’ Supply 
Co., has filed a trust mortgage for the 
benefit of the creditor? and stock
holders of the company.

Lowell—L. F. Chubb, grocer, was 
fined $50 and costs for violation of 
the law requiring the posting of a 
sign notifying the public that oleo
margarine is sold by him.

Big Rapids—A. C. Anderson has 
sold has interest in the FI. R. Van 
Auketi & Co. grocery stock to Ira  
Mitchell and the business will be con
tinued under the same style.

Paddy Welch, of Paw Paw, who 
has been undergoing treatm ent for a 
nervous breakdown at a hospital in 
Ann Arbor, is improving to such an 
extent that he will soon return home.

Lake Odessa—The Vetter Hard
ware Co. has been incorporated under 
the same style with an authorized 
capital stock of $8,000, of which $5,200 
has been subscribed and paid in in 
cash.

Kalamazoo—George Longwell, an 
employe of the Main cigar store of 
this city, will have charge of the new 
store to be opened in Battle Creek 
by the Cleenewerck company on 
August 1.

Kalamazoo—The Adelberg & Ber
man Clothing Co., which conducts 
stores in several cities, will open a 
branch store here on North Burdick 
street under the management of Frank 
A. Sieverman.

Tonia—Frank Giddings and William 
Winchell have formed a copartnership 
under the style of Giddings & W in
chell and purchased the Thomas A. 
Garten clothing stock and will con
tinue the business.

Ishpeming—The J. L. Bradford Co. 
has engaged in the retail clothing 
business with an authorized capital 
stock of $28,000, which has been sub
scribed, $2,000 being paid in in cash 
and $26,000 in property.

Vestaburg—Hicks & Howard, re
cently engaged in general trade at 
Gobleville, have removed their stock 
here and purchased the Mrs. W alker 
stock of general merchandise and will 
consolidate it with their own.

Detroit—The Schmansky Bros. Co. 
has been organized to do a general 
tailoring business, with an authorized 
capital stock of $4,000, of which $2,- 
000 has been subscribed, $500 being 
paid in in cash and $1,500 in prop
erty.

Hopkins—DeW itt T. Henning, re
cently suffered the loss of his gen
eral stock and store building by fire 
at Hopkinsburg. He suffered a sim
ilar loss by fire while engaged in busi
ness at North Monterey about two 
years ago.

Willard Fleck has sold the Central 
Hotel, at Greenville, to Fred Froush, 
who has taken possession. Mr. 
Frouch previously held the position 
of clerk in the hotel and has made 
many friends who wish him success 
in his new undertaking.

St. Louis—D. E. Harrison, dealer 
in clothing and men’s furnishing 
goods, has merged his business into 
a stock company under the style of 
The D. E. Harrison Co., with an au-

in in property.
Charlotte— Jacob Summers, the 

West Lawrence avenue shoe dealer, 
fell from a tree while picking cher
ries and broke a shoulder bone and 
fractured a rib. I t  is believed the 
fractured rib has punctured a lung and 
it is feared Mr. Summers cannot sur
vive the effect of his serious injuries.

Beulah—The Central State Bank 
has been organized with a capital 
stock of $20,000 to succeed to the 
business of the Central County Bank, 
which has been conducted as a pri
vate bank for the past seven years. 
A new building is being constructed 
of reinforced concrete, 27x44, two 
stories.

T0nia—The shoe stock and fixtures 
of the late George L. Douglas have 
been purchased by George Lauster 
and Stanley Nead, who will continue 
the business at the same location 
under the style of Lauster & Nead. 
The store building was purchased by 
the Goodspeed Real Estate Co., of 
Grand Rapids.

St. Johns—To make room for a 
new Grand Trunk station and freight 
house here the grain elevator of John
F. Parr will be moved bodily across 
the railroad tracks, and buildings 
ow ned by Charles S. Sprague, east of 
the Parr elevator, will be moved two 
blocks. The Grand Trunk has appro
priated $30,000 for the improvements.

Portland—Will H. Young, a former 
employe of the Maynard-Alien State 
Bank, in Portland, who became as
sociated with W. W. Lung, a former 
local busines man, in the manufacture 
of washing machines at Kalamazoo, 
several months ago, has disposed of 
his holdings in the company to Mr.

Lung and is undecided as to his future 
occupation. Mr. Young has acted as 
Secretary of the newly organized com
pany, but his health recently became 
affected by constant attention to his 
work and he decided to quit.

E. H. Hicks, Michigan representa
tive of Fields, Holmes Co., Chelsea, 
Mass., is confined to his home in 
Chicago by a bone disease centering 
in his foot and which, after four 
weeks of treatment, shows no im
provement. If no change for the 
better is noted v/ithin a week’s  time 
Mr. Hicks will go to a hospital for 
an operation.

Lyons—James H. Ruel and Victor 
Upton who operate a private bank 
at Lyons under the name of Ruel & 
Upton, have taken charge of the Sam
uel W. W ebber & Co., private bank, 
having purchased the institution since 
the death of Mr. Webber. Banks in 
Shelby, Pewamo and other towns in 
which Mr. W ebber was a heavy stock
holder are not affected.

A. H. Friend, 22 Division avenue, 
N., who is in charge of district 14, 
has been made a member of the Class 
500 club of the National Cash Reg
ister Co. This is a club composed of 
those who have sold a certain num
ber of Class 500 registers during the 
year. The local man is given credit 
with fifty-two sales of this class ma
chine thus far during 1913.

Charlotte—William Bunting, dealer 
in wall paper and paints, has been 
elected Treasurer of the newly or-

Co., of Dayton, Ohio. This company 
arises from the ruins of the old Bar
rett Paint Co., well known to paint
ers throughout the country. Mr. 
Bunting will close his store here and 
move his goods to Dayton, where he 
will make his future home.

L’Anse—The retail merchants of 
L’Anse have organized the L’Anse 
Business Men’s Association for the 
purpose of advancing the business in
terests of L’Anse and Baraga county 
and establishing a permanent credit 
system to protect the merchants, who 
in the past have been liberal in giving 
credit and have been defrauded by 
many persons so favored. The o r
ganization will also endeavor to lo
cate industries in L’Anse and the 
county and encourage and foster them.

Escanaba—T. J. Martin has in use 
in his store a novel and useful broom 
rack. Mr. Martin sometime ago con
ceived the idea of a rack that would 
take up but small space and at the 
same time would make an attractive 
store fixture. He designed a drawing, 
presented it to the United States pat
ent department and was informed 
that his device would not infringe on 
any rack previously patented. Ac
cordingly, a patent right was issued 
to Mr. Martin. The rack is of circu
lar shape, twenty-four inches in di
ameter, with a central spiral rod on 
which is attached cast iron and mallea
ble iron receptacles which hold en- 
tact six dozen brooms—four dozen 
house and two dozen toy and whisk 
brooms. Mr. Martin has received 
such encouragement from wholesale 
houses that he has concluded to m an
ufacture and put the racks on the 
market.

thorized capital stock of $7,500, all of 
which has been subscribed and paid , ganized Charles A. P. Barrett Paint



J u ly  23, 1913 M I C H I G A N  T R A D E S M A N 5

The Grocery Market.
Sugar—The market is unchanged at 

the last advance, which carried gran
ulated to 4.60 f. o. b. New York. The 
buying of refined has been on a large 
scale, for the distributors were caught 
with practically bare bins, so that hot 
weather with the preserving demand 
forced them into the market. Re
finers are busy, the meltings being at 
a record level, yet they are six days to 
two weeks behind in shipment. Their 
stocks are diminishing and should the 
distributors and manufacturers renew 
contracts soon, further purchases of 
raws to replenish the same would be 
necessary. Naturally, the grocers are 
not so keen to buy at 4.60c, which 
figure represents an advance of / c 
from the low level, but where they 
delayed booking orders some of them 
are paying the penalty. Provided 
their hand is not forced, refiners will 
pursue a waiting policy, taking on 
raws only where favorable terms are 
offered.

Tea—Japans have assumed a strong
er tone and, with the greatly reduced 
stocks in this country, the market is 
reacting to a higher level. Later re
ports are very firm with prices nearly, 
if not quite, as high as last year for 
second and third crop teas. Second 
crop Formosas are also strong. Late 
cables report a general advance in 
Ceylons, Common and low grades are 

higher. The India market is 
stronger, with an upward tendency. 
China Congous are strong and pric
es are well maintained. Greens are 
quiet but firm, with crop reports con
siderably less than last year.

Coffee—Rio and Santos grades are 
unchanged, although some holders 
seem to feel as though the situation 
was a little firmer. Prices, however, 
are undoubtedly easy, with a decline 
from the highest point of fully 6c per 
pound. No one seems to feel that he 
has any inside knowledge as to what 
the future will do, but all seem to 
agree that there is no chance of any 
special advance. Easier money con
ditions would aid the Brazilians to 
sustain the market, and the slight re
laxation in the worldwide stringency 
facilitates a holding-off in Santos. It 
might be noted that the crop move
ment to date at Rio and Santos is 
only 435,000 bags, as against 532,000 
last year and 481,000 in 1911 for the 
same period. Of course, production 
is only one item in the situation, for 
consumption plays equally as impor
tant a part in fixing prices. The de
mand for coffee is better, but the 
country refuses to enthuse to the ex
tent of anticipating the future, pre
ferring to wait for the active crop 
movement in Santos, when it is hoped

that cost and freights will break sharp
ly. Supplies are ample, for although 
the figures for the United States are 
some 600,000 bags less than in 1912 
it should be borne in mind that this 
is all free coffee, since the valoriza
tion holdings were liquidated. Mild 
grades are unchanged and quiet, the 
market being easy out of sympathy 
with Brazils. Brown Javas are scarce 
and command a premium. Mocha is 
also scarce and unchanged.

Canned Fruits—Apples are steady 
to firm and in fair demand. California 
canned goods are unchanged, both 
spot and future; demand light for both 
at the moment. Small Eastern staple 
canned goods unchanged and in small 
seasonable request, except as to Bal
timore string beans, which are in short 
pack and firmer.

Canned Vegetables—Michigan can- 
ners have had the largest run on peas 
they have ever experienced. Corn 
is quiet but generally firm for both 
spot or future delivery. Southern 
packers report a keener interest from 
distributors in the country at large 
as the curtailment of the 1913 crop 
becomes more evident. Much cheap 
corn, it is reported, has been sold of 
late, and a good deal of stock conse
quently is being carried by the dis
tributing trade, but no doubt is felt 
that all of this will find its way into 
consumption before new goods are 
available. For the present such de
mand as exists is for the finer grades, 
of which the present supply is light 
and the ability to produce which on 
the present crop will depend largely 
upon weather conditions. There has 
been a great curtailment of acreage 
in all producing sections, and this has 
been one of the most potent factors 
in strengthening the situation gener
ally. Advices from Southern packing 
points were to the effect that none 
of the canners was willing to shade 
opening prices on tomatoes. They 
have held firmly up to these figures 
so far and claim that the conditions 
and prospects are such as not to war
rant them in making any concessions. 
According to prominent Southern 
factors, the reason for the present 
slack trade in futures is that buyers 
are still inclined to believe that they 
can get early deliveries, out of the 
new crop at least at opening prices. 
This, the same authority insists, is 
a fallacy. He declares that the 
new crop is at least three weeks’ late, 
and that the quantity of tomatoes 
packed early will be so small as to 
be scarcely appreciable. From pres
ent indications he believevs that de
liveries in any volume will not be 
made before the middle to the last of 
September. From some sections are

already coming reports of blight and 
black rot, and they are said to be caus
ing packers much alarm, because it 
is so early in the season for these 
troubles to make themselves apparent, 
and after their last season’s experi
ence with blight packers are naturally 
apprehensive: Many of the more con
servative packers are said to be with
drawing offerings pending crop de
velopments. Offerings of futures con
tinue to be made, however, on the 
basis of 80c for No. 3, 60c for No.
2 and $2.50 for No. 10 f. o. b. factory, 
with the Baltimore rate of freight, al
though the more conservative packers 
are holding for 2|4c a dozen more on 
2s and 3s and 10c better on gallons.

Canned Fish—Pink Alaska salmon 
is about 2 ^ c  higher for the week, and 
medium red about 5c higher. Even 
yet both grades are selling practically 
at a loss. The advance merely causes 
them to net a smaller loss than they 
have been netting. The demand for 
both grades is good. No prices on 
the 1913 pack of Alaska salmon have 
been made as yet, but they will be 
before long, and promise to be around 
20c lower than last year. Domestic 
sardines, 1913 pack, are firmer by 
reason of short catch. Imported sar
dines are firm and high. The demand 
is fair.

Dried Fruits—The prune crop will 
be fully 30 per cent, below the original 
maximum estimates of 150,000,000 to 
160,000,000 pounds, as a result of the 
heavy drop so far this month because 
of extra hot weather. It is now fig
ured that the maximum output in the 
event of no further unfavorable in
fluence will be about 120,000,000 
pounds. Out of this quantity it is 
stated that something more than 30,- 
000,000 pounds have already been sold 
to Europe, and of the remaining 90,- 
000,000 pounds not a little is to be 
delivered on orders from the home 
trade. Last year domestic consump
tion was a little under 110,000,000 
pounds, according to competent au
thorities, so that this year’s supply 
on that basis would fall some 18,000,- 
000 pounds short of meeting require
ments. Therefore the tendency of 
prices on new crop is upward and 
the movement gains strength from 
the fact that spot stocks in Eastern 
markets are clearing up under an un
usually good consuming demand for 
the season. The spot market is strong 
and on sizes from 50s to 70s prices 
are somewhat higher than a week ago, 
as these counts seem to have been in 
most demand and are not in large sup
ply here. Peaches and apricots are 
steady to firm and demand is fair. 
Raisins are higher in Eastern 
markets, due to an effort to get sec
ondary markets on a parity with the 
coast. The coast is still half cent 
above, however. Currants are un
changed and dull.

Syrup and Molasses— Glucose is 
unchanged for the week, but should 
be lower as corn is easy on prospects 
of large crop. Compound syrup is 
unchanged and quiet. Sugar syrup 
dull at ruling prices, molasses in light 
demand and unchanged.

Cheese—The market is firm on the 
basis of the last two weeks. The 
quality is fully up to standard and

receipts are meeting with ready sale. 
The market is healthy and is likely 
to continue so for the balance of the 
month.

Spices—The preserving season has 
resulted in increased activity in many 
lines and the anticipation of the duty 
on spices has had its share in this ac
tivity.

Provisions—Smoked meats are firm 
and in very good consumptive de
mand. Prices throughout are J4@}4c 
above last week. Stocks are reported 
short and prices will probably not re
cede while the consumptive demand is 
so good. Pure and compound lard 
are both firm at J^c advance, the lat
ter on account of scarce and high 
cottonseed oil. The demand for both 
is very good. Dried beef is firm at 
lc advance. The demand is good. 
Barreled pork and canned meats in 
usual demand and unchanged.

Salt Fish—No change has occurred 
in mackerel during the week. Holders 
of both Irish and Norway fish still 
seem fairly firm in their ideas. The 
demand is very moderate. Cod, hake 
and haddock unchanged and quiet.

M. L. Elgin, who has been manager 
of the Musselman Grocer Co. branch 
of the National Grocer Co. for the 
past fifteen years, retires from the 
company on August 1 to take the 
management of another business in 
the city, the identity of which he is 
not yet ready to disclose. Mr. Elgin 
has been connected with the whole
sale grocery business for thirty-four 
years and parts company with the 
grocery trade with much regret. His 
successor will be Edward Kruisenga, 
who was formerly connected with the 
local branch, but for some years has 
been manager of the Cadillac branch. 
The vacancy created by the advance
ment of Mr. Kruisenga from the Cad
illac branch will be filled by Judd St. 
Johns, who has for several years 
serveu as salesman for the Phipps, 
Penoyer & Co., branch of the Nation
al Crocer Co., at Saginaw.

Perry—The Perry Milling Co. has 
a large force of men at work remodel
ing its mill and installing modern 
new milling machinery. I t is also 
equipping its bean-picking rooms with 
the latest improved hand-picking ma
chinery which will accommodate fifty 
pickers.

E. J. W arren, formerly a foreman 
in the Hill bakery has purchased the 
bakery formerly owned by the Joseph 
Bush estate, 216 East Michigan 
street.

G. Battjes, of Kinney, has moved 
his stock of groceries and fixtures to 
Grand Rapids and wdl engage in busi
ness at 1035 W ealthy street.

Charles E. Pennell has engaged in 
the grocery business at 1133 Cooper 
avenue, the Musselman Grocer Co., 
furnishing the stock.

John Brouwer, grocer, at 1825 
South Division avenue, has sold his 
stock to Max R. Birkholz of Dowa- 
giac.

S. A. Klukoski will open a drug 
store at Grand avenue and Michigan 
street.
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The Henry M. Doherty securities 
took a great slump last week, with the 
new quotations representing the old 
cut nearly in half. These securities 
are Cities Service, common and pre
ferred, and Utilities Improvement, 
both holding companies for utility 
corporations. W hether the properties 
themselves have been impaired or 
whether it is merely a stock market 
episode has not yet been explained 
but it may be a combination of each. 
Doherty was at one time an officer 
in the American Light and Traction 
Co., and in his subsequent operations 
always mentioned this fact. Instead 
of remaining with the pioneer holding 
company, he became an operator on 
his own account. He acquired con
trol of the Denver Gas Company and 
various other utility properties and 
merged them into the Cities Service 
Company with a capitalization that 
ran well up into the millions. Am
bitious to conquer other worlds he 
bought various other properties as 
yet undeveloped, but which seemed to 
possess large possibilities, and with 
these he created the Utilities Improve
ment Company, with the purpose of 
financing their development and event
ual sale at a profit to the Cities Serv
ice or some other company. This 
company had several more millions 
in common and preferred stock. From 
all accounts it took a lot more money 
to do the development than the com
pany had capital and it became nec
essary to borrow heavily and the 
Cities Service securities were put up 
as security. W hat happened has not 
been related, but the loans fell due, 
the banks refused to renew and reams 
of the stock were thrown on the mar
ket to be sold to satisfy the loans. 
The Kuhns, of the First-Second Na
tional Bank of Pittsburg, which recent
ly went into receivership, were inter
ested in the Doherty enterprises and 
their collapse may have hastened the 
Doherty smash. Investors in this city 
are not greatly interested in the 
Doherty issues. I t  is stated, nearly 
a million dollars of these issues were 
held here at one time, but about a 
year ago the word was passed around 
that then was a good time to let 
go and nearly everybody sold and at 
prices to realize substantial profits. 
Doherty stocks and notes and partic
ipation in Doherty blind pools have 
been offered here since then and at 
attractive prices, but Grand Rapids 
did not respond, and now has no vain 
regrets.

To what extent the two companies 
themselves may be involved is not 
given out. Stock market quotations 
are not always a safe guide as to in

trinsic values. It may be recalled 
that in 1907 American Light and 
Traction preferred stock dropped to 
75 and the common to 80 and both 
issues were purchased heavily by 
Grand Rapids investors who had con
fidence in the company and its proper
ties. After the panic the preferred 
returned to par or better and the 
common steadily mounted until it 
reached par and then twice par and it 
scored 450 before the upward move
ment culminated. In recent months 
it has sagged back to 400, and then 
still further downward to 320, and is 
now around 350. During all these 
fluctuations the actual intrinsic value 
of the stock remained the same, with 
no change in the earning value. The 
fluctations were due entirely to de
mand and supply, to the desire of 
some to sell and of others to buy. 
The Doherty properties may be as 
sound as ever, and when a few holders 
of the stocks have been eliminated 
the stocks may again have value. But 
those who have followed the Doherty 
plan would never regard his issues as 
conservative investments.

The P. O. Department has made 
new rules regarding postal savings de
partments, broadening the scope and 
making the banking facilities easier 
of access to depositors. Under the 
old rules a depositor had to be a resi
dent in the district in which he pro
posed to make a deposit. The new 
rule permits depositors to put their 
money into the Government custody by 
mail and to make mail withdrawals as 
well, and the requirement of residence 
is removed. This will make the postal 
savings available for those far re
moved from postal savings offices and 
for transients. In the course of time 
the postal savings may be as liberal to
ward its patrons as are the state 
and National banks.

The Eaton County Savings Bank 
of Charlotte evidently believes in 
doing every thing possible to prevent 
“race suicide” for it is advertising in 
the local newspapers to give $1 to 
every baby born in the townships of 
Benton, Brookfield, Carmel, Chester, 
Eaton, Kalamo, W alton and the city 
of Charlotte from July 1 to January 1. 
The Bank will open a savings bank 
account in the baby’s name and will 
give the baby $1 to start the account 
with.

The blue sky law enacted by the 
last Legislature will go into effect 
with the other new laws on August 
15. The law creates the Michigan Se
curities Commission, made up of the 
State Banking Commissioner, the

Fourth National Bank
Savings

Deposits

3
Par Cent 

Interest Paid 
on

Savings
Deposits

Compounded
Semi-Annually

Wm, H. Anderson,
P re s id e n t

John  W . Blodgett, 
V ic e  P re s id e n t  

L. Z. Caukin. 
C a sh ie r

J . C. Bishop,
A ss is ta n t C a sh ie r

United
States
Depositary

Commercial
Deposits

Per Cent 
Interest Paid 

on
Certificates of 

Deposit 
Left

One Year

Capital Stock 
and Surplus

$580,000

The
Old N a tio n a l B ank

G R A N D  R A P ID S , M IC H .

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

GRAND RAPIDS 
NATIONAL CITY BANK

Resources $8,500,000

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

Merchants, Treasurers, Trustees, 
Administrators and Individuals

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

CORRESPONDENCE PROMPTLY REPLIED TO
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State Treasurer and the Attorney 
General, who shall pass upon all se
curities to be offered for sale to Mich
igan investors with a view to the elim
ination of those of a wild cat nature. 
Enterprises proposing to issue stocks 
or bonds to be sold to investors must 
file statements thirty days before the 
securities are placed on sale. Brokers 
and dealers in investment securities 
must take out licenses and their oper
ations are subject to the Commission’s 
supervision. The law is patterned 
after the Kansas law and is admitted
ly crude and unsatisfactory. I t  will 
be troublesome to legitimate business 
enterprises in Michigan issuing stocks 
and bonds to dealers in such securities 
who are reliable and who wish hon
estly to observe the law. The enact
ment, however, has such loop holes 
that the peddlers of wild cat stocks 
and bonds will have no difficulty what
ever in evading it. The attorneys of 
the American Investment Bankers’ 
Association have advised that the law 
is unconstitutional, but whether the 
law is to be tested in the Supreme 
Court is still an open question. In 
this city the legitimate brokers and 
the banks handling securities are in 
favor of regulating the traffic in in
vestment securities and putting 
checks on the get-rich-quick-schemes 
which appeal to inexperienced invest
ors and small savings accounts, but 
the present law is so very crude that 
whether to try to get along with it 
until a better law can be enacted or 
take it to the courts for a test in the 
expectation that it will be set aside 
is a point that is still unsettled. They 
pointed out the defects in the meas
ure when it was pending in the Leg
islature, but without results. If the 
brokers here do not test the law it 
is likely a test will be made from 
some other part of the State. The 
trouble is no legitimate dealer cares 
to appear as antagonistic to the law 
and the other kind of dealer is satis
fied to let it remain as it is as the 
law will not hit them.

Since the bank failure at Pittsburg 
occurred it has been discovered that 
Pittsburg is one of the very few im
portant financial centers that have not 
yet adopted the clearing house super
vision of banks by means of a special 
clearing house examiner. The bank
ers of Pittsburg now realize, no doubt, 
that this additional safety for m etro
politan banking might have prevented 
the disaster that has overtaken the 
First-Second National of that city. 
Thoughout the country and where- 
ever established, this method of keep
ing a closer scrutiny on banking af
fairs by double supervision, has work
ed satisfactorily. In not a single in
stance has a city given up this safe
guard after it has once been adopted.

I t  is contended by many bankers 
that the July disbursements will have 
an effect upon ' the present situation 
as soon as this money is redeposited, 
while others feel that the strain, which 
has had its effect upon many individ
uals, will cause a further hoarding and 
little relief. Borrowers are having 
extreme difficulty in satisfying the 
bankers with regard to security at

this time, and in many instances gilt- 
edged bonds are looked upon as being 
too slow for this market and money 
is declined. This failure to secure 
money has, in many instances and in 
many localities, been the cause of 
generating an unnecessary feeling of 
precaution, which, in turn, has circu
lated until many are in a much .more 
worried state of mind than is neces
sary in connection with good business 
judgment, when all the facts are taken 
into consideration. Country banks 
are likewise resorting to close inspec
tion on all loans, and with the greater 
proportion of the same maturing in 
the early fall there is reason to be
lieve that the country institutions will 
not be obliged to call on the larger 
centers for funds, at least in not as 
large a measure as a year ago.

Quotations on Local Stocks and Bonds.

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

Am . PuDlic U tilitie s , Com.
Am . P ub lic  U tilitie s , P fd .
C ities S erv ice Co., Com.
C ities Service Co., P fd .
C itizens’ T e lephone Commercial S av ings  B ank  
*Comw’th  P r . Ry. & L t., Com. 55 
•C om w ’th  P r . Ry. & L t., P fd .
E lec. B ond D eposit, P fd.
F o u r th  N a tio n a l B an k  
F u rn itu re  C ity  B rew in g  Co.
G lobe K n itt in g  W o rk s , Com.
Globe K n itt in g  W orks , P fd .
G. R . B rew in g  Co.
G. R . N a tio n a l C ity  B an k  
G. R . S av ings B an k  
K e n t S ta te  B an k  
L inco ln  G as & E lec. Co.
M acey Co.. Com.
M acey C om pany, P fd .
M ich igan  S 'ugar Co., Com. 
M ichigan S ta te  T ele. Co., P fd . 
N a tio n a l G rocer Co.. P fd .
Old N a tio n a l B an k  
Pacific  G as & E lec. Co., Com. 41% 
P eop les S av in g s  B an k  250
T ennessee  Ry. L t . & P r .,  Com. 14 
T en n essee  R y. L t. & P r ., P fd . 70% 
U tilitie s  Im p ro v e m en t Co., Com. 30 
U til itie s  Im p ro v e m en t Co., P fd . 60 
U n ited  L ig h t & Ry., Com. 66
U n ited  L ig h t & R y., 1st P fd . 75
U n ited  L ig h t & R y., 2nd P fd .

Cold) 73
U n ited  L ig h t & R y., 2nd P fd .

(new )
B onds.

C h a ttan o o g a  G as Co.
D en v er G as & E lec. Co.
F lin t G as Co.
G. R . E d ison  Co.
G. R . G as L ig h t Co.
G. R . R a ilw ay  Co.
K alam azo o  G as Co.
S ag in aw  C ity  G as Co.

J u ly  23, 1913.
♦E x-D ividend.

Bid. A sked.
76 79
44 46

. 340 345
104 106

51 55
72 74
80 85
60 65
80 85

215
1. 55 57
. 75 77

65 75
212

55 65
135 140

100
155

180 181
225
260 264

30 34
200

95 97
30

90 95
83 86

205 207

71

42%

15
72%
35
65
63
77

73

1927 
1949 
1924 
1916
1915
1916 100 
1920 95 
1916

97
96%
97%

95 
95%
96
98% 100 
99 100

101 
100 

99

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

Million

* £ ran p |t y  IP S ^ A V I^ ^ ANK '

JImerican 
Public Utilities 

Company
F u rn ish ed  i t s  s h a r e  o f  th e  
$266,000,00 disbursed J u ly  1 
bp paying dividends on preferred 
and common stocks.
I f  purchased now, the preferred 
stock o f  the company will yield

8 °l°
Dividend paid  quarterly.
W e consider i t  a C O N SERV A
T IV E  investment.

Write for earning statement and map.

Kelsey, Brewer & Co.
Bankers

Engineers - Operators

M ichigan T ru s t Co.
Resources $2,000,000.00.

OFFICERS.
Lewis H. Withey, President.

W illard Barnhart, Vice President.
Henry Idema, Second Vice President.

F. A. Gorham, Third Vice President.
George Hefferan, Secretary.

Claude Hamilton, Assistant Secretary.

W illard Barnhart. 
Darwin D. Cody.
E. Golden Filer, 

Filer City, Mich.
Wm. H. Gay.
F. A. Gorham. 
Thomas Hefferan. 
Thomas Hume,

Muskegon, Mich.

DIRECTORS. 
Henry Idema. 
Wm. Judson. 
James D. Lacey, 

Chicago. 
Edward Lowe.
W. W. Mitchell, - 

Cadillac, Mich. 
R. E. Olds, 

Lansing, Mich.

J. Boyd Pantlind. 
William Savidge, 

Spring Lake, Mich. 
Wm. Alden Smith. 
Dudley E. W aters. 
T. Stewart White. 
Lewis H. Withey. 
James R. Wylie.

3% Every Six Months
Is what we pay at our office on the Bonds we sell.

S 1 00 .00  BONDS--6% A YEAR
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GAffBADfSMAN
(U nlike a n y  o th e r  p ap e r.)

D E V O T ED  TO T H E  B E S T  IN T E R E S T S  
O F B U SIN E SS M EN .

Published Weekly by 
TRADESMAN COMPANY. 

Grand Rapids, Mich.
Subscription Price.

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

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

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

S am ple copies, 5 cen ts  each.
E x t r a  copies of c u r re n t issues, 6 ce n ts ; 

issues  a  m on th  o r m ore old, 10 c e n ts ; 
issues a  y e a r  o r m ore old, 25 cen ts.
E n te re d  a t  th e  G rand  R ap id s  P ostofflce 

as  Second C lass M atte r .
E . A. STO W E, E d ito r.
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GRAND RAPIDS’ WORST ENEMY 
The Kalamazoo interurban will not 

reach Grand Rapids this season, and 
for this Grand Rapids has the aider- 
men of the city to thank. I t was 
planned to have cars running early 
in November, but spring will be well 
advanced before Kalamazoo and 
Grand Rapids will be connected by the 
third rail, and for this the Common 
Council is largely responsible. The 
new interurban, running through a 
rich agricultural district, would have 
been a splendid feeder for Grand 
Rapids ‘business, especially during the 
holiday trade and, even more import
ant, it would have afforded greatly 
improved facilities for the -distribution 
of goods handled by Grand Rapids 
wholesalers and manufacturers. But 
the aldermen have seen fit to block 
the way. While the business interests 
of the city, both retail and whole
sale, have been professing their eager
ness for more interurbans, the attitude 
of the city administration—and es
pecially of the aldermen—has been 
from the beginning hostile and ob
structive. The company contracted 
to buy the Powers estate property on 
the west side as a private right of 
way. The aldermen discovered that 
the city held a petty tax title against 
the property for $2,500 and, instead 
of granting a quit claim upon the 
payment of the amount due, as has 
been the invariable custom in the past, 
the aldermen assumed the position of 
tax title sharks and for more than a 
year prevented the deal going through 
by making it impossible for the own
er to give clear title. The interurban 
builders were put back just so long 
in preparing their right of way for 
use as intended. W hen it became ap
parent a month ago that it would be 
impossible to carry out the plans for 
the terminal on the west side in their 
entirety, the Council was asked to 
permit the company to bring in its 
cars over the Pearl street bridge and 
to occupy one of the side streets with 
a siding and Y, this to serve until a 
permanent terminal could be con
structed. The company did not go 
into all the details as to its plans, but 
went far enough to show its purpose 
and temporary heeds. Instead of 
promptly responding, the aldermen 
demanded all the details, some of 
them not yet arranged and for a

month they have kept the m atter in 
the air. The company, in disgust, has 
made up its mind not to try to finsh 
the line this year. The cars will be 
running sometime next spring or 
summer and the city will lose fully 
six months of the benefit which would 
come from having this very desirable 
interurban connection. There was no 
excuse for the delay in granting the 
necessary permission admitting the 
cars to the city by any route that may 
have been asked for. Under the State 
constitution franchises that may be 
granted by the Council, unless ratified 
by the popular vote, are subject to 
amendment or repeal at any time, 
with or without notice, by the Coun
cil granting such franchise or by its 
successors. The Council could have 
safely granted the franchise, for it 
would have been nothing more than 
a temporary permit, but the aldermen 
imagined that rights worth millions 
of dollars were being asked for and, 
once granted, never to be recalled.

While the aldermen are chiefly to 
blame for the failure of the interurban 
to reach Grand Rapids this season, 
the interurban people themselves are 
not entirely blameless. Not in a 
single instance have they come before 
the people or the city administration 
with a frank and open statement of 
what they wanted or why. They have 
made their requests through third 
parties, through J. W. Spooner for 
the Powers estate or through the 
Grand Rapids Railway Company. 
Technically, they have been correct, 
for it has been the third parties and 
not themselves that have needed the 
favors from the Council, but practical
ly a few words of explanation from 
the interurban itself would have 
smoothed things along to a great ex
tent. It has been one of the mistakes 
of the whole Commonwealth interests 
in the State to ignore the public. The 
company’s publicity department has 
been sadly neglectful of its duties. 
The officers originally undertook to 
make unofficial disclosures to our 
crafty Mayor, but that faithful official 
seized the opportunity to make a 
grandstand play and invited some al
dermen to the conference whose repu
tation for thriftiness was sufficient to 
freeze the blood of the men who 
sought to inform the Mayor as to 
their plans.

SQUARE DEAL NOT WANTED.
Organized labor is always in favor 

of arbitration, when union grievances, 
real or imagined, are to be consider
ed, but when the grievances of em
ployers are also to be submitted, that 
is different. The Newlands act for 
the arbitration of labor disputes was 
rushed through both houses of Con
gress and to President Wilson for his 
signature to avert the calamity of a 
great strike which the conductors and 
train hands on the Eastern railroads 
were threatening. This act provides 
for an arbitration board of six mem
bers, two to be chosen by each of the 
parties to the controversy, these four 
to choose the remaining two. If the 
third pair cannot be agreed upon, then 
they shall be chosen by the Board of 
Mediation and Conciliation, made up 
of a commissioner appointed for a

term of seven years and two members 
chosen by the President for indeter
minate terms. This Arbitration Board 
shall give both sides to the labor con
troversy a full hearing and its decis
ion shall be accepted as final. The 
Newlands act supersedes the Erdman 
act and differs from the latter chiefly 
in having six instead of three arbi
trators, the smaller number being ob
jectionable to everybody in that it 
placed too much responsibility on one 
man. The Newlands act, in describ
ing the jurisdiction of the A rbitra
tion Board, contains the clause “and 
other questions’’ and the railroads in
terpret this as giving them the right 
to submit grievances to be arbitrated, 
instead of confining it solely to the 
grievances which the employes may 
bring up. The railroad conductors 
and train hands demand an increase 
of 20 per cent in wages and various 
other concessions. The railroads, 
with their understanding of the “and 
other questions” clause, have also fil
ed grievances. They ask that wages 
be reduced 20 per cent, in such in
stances as where the full train crew 
law compels hte employment of train 
hands not needed in the service. They 
have put in seven other demands cov
ering various points relating to the 
service and calculated to insure for 
the company a fair return for the 
money paid in wages They ask that 
their claims be given the same con
sideration by the Arbitration Board 
as the demands of the employes for 
more wages And the employes have 
suddenly discovered that they are not 
so eager for arbitration as they 
thought they were. Enjoying a monop
oly of the grievances they had noth
ing to lose by arbitration and might 
gain something worth while. Sharing 
with the employers the privilege of 
having grievances makes it possible 
for them to lose instead of gain, and 
they are not true sports enough to be 
willing to take any chances. This is 
highly characteristic of organized 
labor. Organized labor does not want 
a square deal, fairness as between em
ployer and employe or honesty of 
service. Its demands are not for what 
is right, but for all that it can get, 
regardless of justice. This is the 
same attitude that the highway man 
assumes.

The Erie Railroad has withdrawn 
from the association of Eastern rail
roads and will fight, instead of sub
mitting to the demands of the train 
men or letting the question go to ar
bitration. The fight may be costly, 
but it will be worth the price if for 
no other reason than to determine how 
much of a bluff the conductors and 
brakemen have been putting up and 
how difficult it will be to fill the places 
of those who quit.

THE SUMMER GATHERINGS.
It may be you are one of the class 

that just pick up and go frequently 
to the summer meetings without any 
previous thought or preparation. If 
so, good! But if you are apt to find 
plenty of excuses for staying at home 
when the day comes or inclined to 
forget about it until you read the 
notice in the paper the next morning 
after it is over, commence planning

now. A little of this done carefully 
and at the right time will usually open 
up a way for you to get off without 
sacrifice in any particular.

Of course, you read the trade papers 
and keep up with the times in this 
way. That is all a necessity. But 
something more is needed, especially 
in this hot weather period. There is 
the stimulus of competition, more 
keenly realized and in the broader 
spirit which is above rivalry and seeks 
rather to widen our own work—with
out any wish to belittle that of an
other. The spirit of fellowship is 
fostered and the work becomes more 
than a mere means of gathering in 
the pennies. Its true value in the 
human plan is more clearly manifest
ed.

Inspiration is gained through as
sociation. You may learn better 
methods. You are sure to learn what 
a great world this is and how we are, 
after all, more or less mutually de
pendent upon each other. The old 
friendships renewed act as a cordial 
and a tonic. The shifting from the 
daily routine of work is beneficial. It 
may be you will have to work a little 
harder to-morrow as a result of the 
day off to-day, but you will feel ade
quate to the task—and more. It is the 
easiest thing in the world to be a 
plodder, to get into a rut; that is, 
unless you take extra precaution to 
keep out of the rut. I t  is easier to 
follow in the big procession occasion
ally than to plod along the cut-up by
road, fancying you are perfectly inde
dent. Rest a bit and gain new breath
ing space by getting out upon the 
main track occasionally.

THE SUGAR SUPPLY.
In these days, with the housewife 

canning and preserving, it is essential 
that an ample supply of sugar be kept 
on hand constantly. W hat if you 
have a new supply at the station, on 
the way or just ordered? This does 
not help the woman who has her fruit 
all ready for work. She must have 
the sugar at once and, unless you 
happen to be the only dealer in town, 
you may be sure that she will have it; 
and what is worse, she will hold a 
slight grudge against you for allow
ing yourself to get out of something 
which you know will be called for 
several times a day. She knows that 
there are certain household articles 
which she is supposed to look after 
and keep in stock. She believes it to 
be equally your business to have fore
sight in a m atter so apparent.

While the granulated is for most 
purposes acknowledged to be cheapest 
and best, there are other grades which 
have a demand frequently. It is up 
to you to keep a memorandum of the 
probabilities along these special lines 
and be prepared for them; and while 
you may be pardoned for not always 
keeping a supply of all the minor 
grades, still there are reasons for 
striving to supply each at all times.

The knowledge of to-day may be 
the ignorance of to-morrow. Then 
where are you, unless you keep post
ed from day to-day?

Every man must cut hig own wis
dom teeth.
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SUCCESSFUL SALESMEN.

Frank S. Ganiard, the Well-Known 
Jackson Traveler.

Frank S. Ganiard was born in Con
cord, Mich., Feb. 4, 1865. Fie is a 
son of Almond M. and Evelina C. 
Ganiard. He was of a family of seven 
children, four of whom are still liv
ing. He left school at the age of 15. 
His father’s sickness made it neces
sary for the children and mother to 
work. He worked in a grocery store 
until he was 19 years of age and then 
went to Dakota for six months, 
where he worked in a general store 
at Groton, Brown county. He then 
went back to Concord and engaged 
in business, but subsequently sold out 
and started traveling for Clark, Bak
er & Co., wholesale grocers, Jackson. 
Aug. 1, 1887. He traveled for this 
concern two and one-half years and 
with the exception of three years he 
was engaged in business at Concord, 
has since traveled out of Detroit, 
nine and one-liaif years of this time 
with W. J. Gould & Co., going with 
C. Elliott & Co., when Gould quit 
April 1, 1902, and is still with them.

Mr. Ganiard became a charter mem
ber of Jackson Council, No. 57, U. 
C. T.. when it was organized May 1, 
1894, and holds certificate No. 3,321. 
He was elected Secretary-Treasurer 
in March, 1898, and served four years 
He was elected Grand Sentinel in D e
troit in May, 1903, wen through the 
chairs and was elec+ed Grand Coun
selor at Saginaw in 1907, presiding at 
the meeting held in Battle Creek in 
1908. He was a delegate to the Su
preme Council meeting in 1907 and 
was elected Supreme Sentinel in 1911, 
thus becoming Supreme Page in 1912 
and Supreme Conductor in 1913. Un
less some unforseen circumstance 
arises, he will reach the highest office 
within the gift of the organization at 
the 1915 annual session, which is ex
pected to be held in San Francisco— 
that of Supreme Counselor—an honor 
both to the recipient and the U. C.
T. members of Michigan, who are 
proud of his success and of the pres
tige which his election will confer 
upon Michigan traveling men in gen
eral and U. C. T. members in par
ticular. Mr. Ganiard was presented 
with a beautiful gold medal, fully in
scribed and set with a diamond, by 
the subordinate councils in the Mich
igan Grand Jurisdiction at the Grand 
Council meeting in Bay City, 1912.

Mr. Ganiard was married to Metha 
M. Findley, of Concord, Dec. 20, 
1889, and has two children, Florence 
I. and Donald F. He moved to Jack- 
son in April, 1894. He has been on 
the session roll of the First Presby
terian church since 1899.

Mr. Ganiard believes it to be his duty 
to hold himself accountable to those 
in both the church and order of U. 
C. T. of America, who have expressed 
their confidence in him by placing 
him in offices of honor. He believes 
that life is not subscribing to a creed, 
but living up to the tenets of his 
faith and that with a full regard for 
the other man.

In every successful man’s career 
there stands out certain constructive 
character trait? which, more than any

other, have contributed, and continue 
to contribute, to his success. These 
traits are not in all instances alike 
In one instance they may be great 
tenacity of purpose, coupled with un
tiring energy and courage to persist 
in face of apparent failure; in another, 
geniality, ability to create friendship 
where another would cause enmity 
and gain respect and command a 
hearing where another would be 
looked upon with scorn or derision, 
and a host of other combinations, 
each one manifesting itself in the suc
cessful individual, or in the individual

1

s i m

Frank S. Ganiard.

who inevitably succeeds, to such an 
extent as to overshadow all the other 
traits in him and counteract the ill 
effects of his errors and indiscretions.

In the case of Mr. Ganiard these 
pre-eminent traits are as follows: A 
healthy restlessness, a genial disposi
tion, steadiness and close attention 
to business, initiative, and the ability 
to deal with his customers in the new 
way—never losing sight of the human 
element that enters into the problem, 
getting things done by suggestion and 
example rathe." than by authoritative 
command, thereby getting them to 
work with him instead of against him.

Going the Pure Food Laws One 
Better.

Announcement of a new sales plan 
about to be presented to the con
suming public has just been made by 
the Yours Truly Company of Chi
cago. The feature upon which the 
new campaign is based is that foods 
packed under this label will here
after be guaranteed to the public as 
“pure foods in the strictest sense’ 
and are to be known as “certified 
foods.” According to a statement 
made by the company the plan con
templates engaging the service of the 
Miner Laboratories and the placing 
of a chemist in each factory where 
these foods are packed. He will be 
expected to watch the process of 
manufacture and to criticise its prep
aration with a view of “going the 
Federal Food Act one better.”

The recent statement made by Dr. 
Carl L. Alsberg, Chief of the Bureau 
of Chemistry at Washington, that the 
“wording on labels of food produces 
to the effect that contents are guar
anteed under the Foods and Drugs

Act is no assurance that the contents 
of a package are pure” forms the 
basis of the campaign. Further em
phasis was laid on the fact that “the 
Department of Agriculture has not 
the power to act in many vitally im
portant m atters which actually make 
it impossible for the Government to 
intervene in many cases that should 
be remedied.”

In the announcement made by the 
company the fact is elaborated upon 
that the chemists who will scrutinize 
the methods of the different factories 
will be absolutely distinterested. In 
fact, their attitude is called “un
friendly.” This is intended to give 
further assurance that the precaution
ary methods to be installed will be of 
the strictest nature as a result of 
which the quality, it is announced, 
“will be from 10 to 60 per cent, high
er than required by law.”

A radical change, it is said, is also 
to be made in the selling policy, 
where heretofore certain jobbers 
were given the exclusive right to sell 
th ese products, it is stated that un
der the new plan the co-operation of 
all jobbers will be sought.

One ot the officials, speaking for 
the company, predicts that it will be 
but a matter of time before other 
manufacturers of food products will 
adopt a similar policy.

Announcement of the certified food 
products is to be made next month 
in some of the leading magazines.

The argument or logic which makes 
appeal to the selfish or acquisitive 
in human nature is not the kind that 
can be regarded as the most convinc
ing, hence it is not the most worthy. 
The most reprehensible school of 
thought is that which throws “scares” 
into the people, pointing to possible 
calamaties in the event of certain 
policies being adopted. W ith the 
illuminating power of printing pene
trating ever cavern and dark place 
humanity has gradually gone forward 
in comprehension and in many ways 
has been less fearless of consequences 
resulting from changing old customs 
or adopting other methods and sys
tems. This indicates a step of pro
gress that is encouraging. There 
should always appear a saving clause 
to our assertions in the fact that as 
a people if we commit errors we can 
rectify them with the passing of time.

By the dismissal of the suit against 
the Atlanta Journal, which the United 
States Supreme Court did a short 
time ago, the Government sustained 
a jolt in the prosecution of zeal cases 
by the Postoffice Department which 
probably will serve as an example to 
the officials who now have charge of 
mail m atters and the thing is not like
ly to be repeated. The newspaper 
was indicted for sending more sam
ple copies through the mails than the 
proportion allowed, and while the 
sum involved was trifling the paper 
defended its position from principle 
and won in the Court of Appeals. The 
former Postmaster-General carried 
up the case" to the highest court and 
that body threw it out, just as the 
American people repudiated the ad
ministration of Hitchcock and those 
doing his bidding.

BANKRUPTCY MATTERS.

Proceedings in Eastern District of 
Michigan.

Detroit, July 14—In the m atter of 
William N. Elwood, bankrupt, sales
man, Detroit. F irst meeting of credi
tors held for the filing and allowance 
of claims, etc. Bankrupt present and 
was sworn and examined by Referee 
Joslyn. B. J. Lincoln appointed trus
tee, with bond fixed at $50. There ap
pears to be no property excepting 
possible interest in two insurance pol
icies on the life of the bankrupt.

July 15—In the m atter of Grabow- 
sky Power Wagon Co., bankrupt, D e
troit. A second dividend at the rate 
of 10 per cent, has been declared and 
ordered paid. The figures are being 
made up and it is expected that these 
dividends will be paid within the next 
ten days on all claims duly filed and 
allowed. The claims allowed to date 
aSffregate about 300 in the sum of 
$398,144.78. A first dividend of 20 per 
cent, has already been paid.

In the m atter of William Layng, 
bankrupt, cigar and tobacco dealer, 
Detroit. F irst meeting of creditors 
held. Bankrupt present and was sworn 
and examined by Referee Joslyn. 
B. J. Lincoln, custodian, reported the 
sale of the bankrupt’s assets, whici; 
were appraised, less exemptions, at 
approximately $767, for the sum of 
$316 to John Stilwill, Detroit. Sale as 
reported confirmed and a first dividend 
declared and ordered paid. B. J. Lin
coln, elected trustee, with bond of 
$5o0. Under stipulation between the 
trustee and the bankrupt, the exemp
tions claimed and set apart to the 
bankrupt have been sold and the pro
ceeds placed in the hands of the trus
tee to await the statutory period which 
must elapse before surrender of ex 
emptions to the bankrupt.

In the m atter of James A. Mac- 
Veigh, bankrupt, physician. First 
meeting of creditors held. Bankrupt 
present and was sworn and examined 
by Referee Joslyn. There appearing 
to be no assets for administration, or
der entered that no trustee be appoinf- 
ed. Further ordered, no creditors 
being present and no claims of credi
tors having been filed, that the ex
emptions claimed by the bankrupt be 
allowed and set apart to him.

In the m atter of Kastner Coal & 
Cartage Co., bankrupt, Detroit. O r
der made and filed confirming sale 
of property described and known is 
the North yard. Order made author
izing trustee at any time within one 
week to sell the South yard at not less 
than $40,600 at private sale. If he 
cannot sell at that figure on or before 
July 22, an order will then be entered 
directing another sale at public auc
tion. Ordered that a first dividend at 
the rate of 10 per cent, be paid.

Back-Slap.
She finished a tirade at her friend, 

and ended with:
“There, I think I have made myself 

plain, have I not?”
“Made yourself plain, dear?” sweet

ly answered the once friend. “Oh. 
no, dear; you were born that way.”

The only thing that gives weight 
to a fish story is the scales.
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Display of Tinware and Enameled 
Ware Trim.

For getting good results in building 
a window trim  of enameled ware and 
tinware, here is what you need: 

M erchandise.
A bout $20 w o rth  show n in th e  w indow : 

O ne-half dozen oil cans.
O ne dozen p ie pans.
O ne-ha lf dozen muffin pans.
O ne dozen g ra te rs .
O ne-half dozen pudd ing  pans.
O ne only te ak e ttle .
O ne-ha lf dozen coffee pots.
O ne-half dozen d ish  pans.
O ne-half dozen soap  d ishes.
O ne-ha lf dozen b as tin g  spoons.
O ne-half dozen sauce  pans.
O ne dozen tin  cups 
Ose dozen b read  pans.
O ne dozen funnels.
O ne-half dozen d rip  pans.
O ne-ha lf dozen d a iry  pans.
O ne-half dozen teapo ts .
O n e-th ird  dozen B erlin  kettle s.
O n e-h a lf  dozen p re se rv in g  k e ttle s. 
O ne-half dozen colanders.
O n e-h a lf  dozen d u s t pans.
O n e-h a lf dozen d ippers.

F ix tu re s .
T h re e  w ooden boxes.
Tw o 6-inch  boards, 30 inches long.
Tw o se m i-c ircu la r w ooden fix tures.
F iv e  ro lls of w h ite  crepe paper.
Tw o ro lls of red  crepe paper.
A few  pails.
A p ap e r of pins.
P len ty  of p rice  tick e ts .

A real window trim of tinware and 
enameled ware is a winning proposi
tion, occasionally. Some stores use 
too much of this class of merchandise 
in their trims. It should he kept out 
of the average window and then feat
ured strongly in a special trim wlien- 
every occasion seems to require. A’ 
display like this will he of material 
aid in pushing 5, 10 and 25-cent mer
chandise.

Before you begin to trim, cover the 
background with white crepe paper. 
Now let us begin at the left side of 
the window. Hang two colanders in 
the manner shown by the picture and

another one right next to these. These 
should be tacked to the top of the 
window background making them 
hang in the manner indicated. Then 
below the one colander, pin three dust 
pans to the background. Then arrange 
three colanders and three dust pans 
on the right side of the window in 
the same manner.

Now for the big center unit. For 
this you will need a box and two 
semi-circular wooden pieces both cov
ered with red crepe paper. The box 
should be high enough to make the 
half circles reach to the top of the 
window.

Put the two half circles together to 
make a circle, and nail to the back of 
the tall box in the manner shown by 
the drawing. The box and the circle 
should be right against the back
ground. Then pin to this circle, seven 
small coffee pots, seven tin cups, and 
seven small funnels as we have done.

Next pin to the background, seven 
pie pans inside the circle. Put nine 
preserving kettles on top of the box 
as we have done and pin two more to 
the front.

The unit to the left is made with one 
of the smaller boxes and one of the 
boards, both to be covered with red 
crepe paper. It should be high enough 
so that the merchandise can he piled 
up to make it reach the colander 
which we mentioned before.

Pile five covered kettles in the cen
ter of this unit, on the left of this, 
three coffee pots, and on the right, 
two dairy pans, two pudding pans, and 
one tea pot. The unit then can be 
completed with three tin muffin pans.

Drawing of Fixtures.

The unit on the right is made large
ly the same as the one on the left. 
In this, however, we have used five 
sauce kettles for a center. On the 
left of these, put six pudding pans and 
on the right the same amount. The 
muffin pans are arranged in the front 
as before. You will need to stop now 
and be sure that you have plenty of 
price tickets where they belong, as 
you will not be able to put them in 
later on without interfering with the 
display.

Next comes the floor plan. Pile up 
three pans in front of the center unit 
as shown by the photograph and on 
each side of these, three coffee pots. 
The remainder of the floor plan is 
so plainly indicated by the photograph 
that a detailed description is not nec
essary.

that you usually throw away to build 
all your fixtures.

Keep all this window-trimming 
impedimenta in one place in your 
basement or the back of your store. 
I t  will take up very little room if it 
its neatly arranged. Then you’ll have 
it handy whenever you want a board 
or a box in a hurry.

Use pins for fastening merchandise 
to the background. Pins carry a 
heavy enough load for almost any 
ordinary purpose. Two pins put to
gether can be driven in like a nail.

Follow Up Your Work.
Submitting a detail to a superior 

doesn’t lessen your responsibility for 
carrying the work through on time— 
unless you are specifically told to let 
it w a it Many a  time a piece of

Photograph of Window Trim.

The half-circular pieces of wood 
used in this trim are very useful to 
the trimmer in many ways. They can 
be made by marking out the circle 
in two or four pieces with dividers 
or a pencil and string and fastening 
them together with cleats. Have the 
carpenter make them if you consider 
it too much trouble. You will find 
them serviceable in many a trim.— 
Butler Way.

Equipment for the Window Trimmer.
This is about the equipment the 

average window trimmer needs:
-A claw hammer, to be used for 

heavy hammering and driving nails.
A tack hammer for driving pins.
An ordinary saw.
A keyhole saw.
A screw driver.
A pair of large shears.
A pair of nippers.
Add to this some wooden boxes 

of various sizes, a few lath, some 6- 
inch boards, some twine, and some 
metal or wooden T-stands.

Form the habit of saving suitable 
boxes and other material for your 
windows. You can save enough stuff

work is delayed by someone who does 
not realize that he is delaying it and 
who would gladly do his part quickly 
and allow the work to proceed if 
the m atter were only called to his 
attention. Because no one says any
thing to him he is apt to assume that 
there is no hurry, even while others 
are waiting and wondering why he 
holds it so long.

A manager called one of his as
sistants and asked him the cause of 
the delay in getting some carpenter 
repair work done. The assistant re
plied: “I ’ve been waiting for you.'’

“How so?” asked the manager.
“You said to show you the letter I 

wrote about it. and I left it on your 
desk several days ago.”

“W hy didn’t you ask for it? I 
didn’t see it,” said the manager.

W hen a search was made for it 
the letter was found covered up with 
other things on the desk.

“I supposed you were holding it 
for some reason.” said the man.

“N o,” said the manager. “I wasn’t. 
I didn’t see it and I don’t hold myself 
responsible for the delay. I t was 
your business to get it through.”
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NOT YET SATISFIED.

Avaricious Demands of the Large 
Catalogue Houses.

It might have been hoped that the 
greed of the mail order houses had 
been satisfied when they were grant
ed the parcel post. Any ordinary 
mortals would have considered them
selves as rewarded far beyond their 
deserts when Uncle Sam sacrificed the 
great majority of his business children 
to give to the few the benefit of the 
larger portion of the plum. But “in
crease of appetite grows by what it 
fed upon,” and, having so much, the 
monopolists want more. They are 
evidently of the opinion that it was 
for their accommodation the world 
and all that is therein was created.

There are eight parcel post zones 
throughout the broad domain of the 
United States of America. Rates vary 
with those zones, and the longer the 
haul the greater the postage. This is 
as it should be, and any departure 
from the system spells disaster for the 
postal service. But what do the mail 
order houses care what disaster comes 
to the country just so long as they 
get what they want. They are crying 
for more and want the zones abolish
ed.

By the act of August 24, 1912, the 
Postmaster-General, with the consent 
of the Interstate Commerce Commis
sion, may change the rates or consoli
date the zones when the revenue 
therefrom allows it to be done without 
increasing the cost of service.

Beware of juggling. It is possible 
to make a thing appear as it is not. 
The first step in the direction of al
lowing such juggling is found in the 
postage stamp change.

W ith the first of the present month 
parcel post stamps are done away 
with. It is no longer required that 
the special stamps be affixed to par
cels. Any postage stamp of the prop
er value will now carry the package 
and the old parcel post stamps may 
be used for other postage purposes 
until they are exhausted. Here is 
where there is a nigger in the wood- 
pile. The special stamps were made 
for the purpose of determining how 
many were used and whether or nor 
the parcel post system paid. It is 
claimed that the experimental stage 
is now passed, and that it is no longer 
necessary. They claim to know it 
pays. But they do not. This is ad
mitted upon cross-examination. It is 
still very much in the elemental con
dition, and far from knowing whether 
or not it pays. The indications are 
that it does not.

But suppose it is paying at the pres
ent time. There is grave danger in 
putting the knowledge of the Post
master-General to the test by doing 
away with the stamps at the same 
time that he abolishes zones. Then 
there will be no way of telling what 
is the cost, and any old game may be 
put over by the mail order houses.

The abolishing of the zone system 
is very poor business. I t  can be noth
ing else than politics if it comes, for 
no level-headed business man woul 1 
be guilty of so egregious a blunder. If 
it is good management why does not 
the railroad charge the same for car

rying a passenger from New York 
to Chicago as from New York to 
Philadelphia? W hy is not the freight 
rate the same from San Francisco to 
Omaha as from San Francisco and 
Sacramento? The very idea is ab
surd.

Already there is dissatisfaction with 
parcel post. Shippers say the careless
ness of handling by postal employes 
results in damage to shipped mer
chandise, which is causing them great 
loss and is inducing them to return 
to the express companies for service 
except where shipments are not such 
as to be injured by hard usage. In 
its anxiety to retain the business it 
has gained by compromising its own 
judgment, the postal department is 
exhibiting undue anxiety to make good 
with its patrons by offering further 
inducements which will in an addi
tional manner bring up the deficit to 
a startling point. But the stamps 
being all the same, it will not be 
known that parcel post is responsible 
for the shortage. The change in the 
adminstration does not affect the de
sire to make a good showing for 
parcel post, for Democrats and Repub
licans alike are responsible for the 
grave mistake which gave the burden 
to the country.

Something else demanded by the 
mail order houses is the increase of 
the weight limit. They want to have 
the privilege of shipping the larger 
and heavier articles they sell, so that 
they may thus mail at least 50 per 
cent, of their merchandise. If the 
postal employes are overworked now 
what will be the result when they 
have to shoulder heavier burdens? It 
will then be impossible to get mail 
service in any sort of a reasonable 
time. Many more men will have to 
be put to work, and this means a 
payroll that will be enormous. But 
it will save money for the mail order 
houses, and that seems to be the one 
aim and desire of the post-office au
thorities.

Finally, the desire of the catalogue 
houses is to do away with stamps al
together, and have bulk shipments. 
Simply drive up to the postoffice with 
a truck load of cook stoves, grapho- 
phones, silverware, dry goods and gro
ceries, have the total tonnage weighed 
by the postal clerk, and have the lot 
shipped to various destinations. Isn’t 
asking much, is it?

Naturally the first thought that 
comes to the sensible man is that the 
mail order houses have a plethora of 
that quality commonly called “nerve.” 
But, on second thought, it is a matter 
of course with them. They are ac
customed to getting what they ask 
for, so why not ask?

It had been hoped that with the 
granting of parcel post by Congress 
there would have been nothing more 
to do but accept the bad matter, and 
make the best of it. But we are being 
shown that it is very possible to make 
a bad m atter worse. Here comes the 
mail order army with stupendous de
mands which no one thought w o u 1q 
have been made or considered so 
soon. So it is necessary to get into 
the fight again. The next thing is to 
importune the Interstate Commerce 
Commission for relief from the in

tolerable burden planned for retailers. 
It is hard enough to fight the catalogue 
house when it has the formidable 
weapons it already possesses by virtue 
of the generosity of Congress. When 
additional clubs are put into the 
hands of the enemy the retailer will 
face a condition in parcel post regula
tions wores than he ever expected.

More Exactness in Store Methods. 
W ritte n  fo r th e  T rad esm an .

There is one thing in business of 
which it may be said that there can 
hardly be too much and that is system. 
Strange to say, there are numbers 
of men who have no regular time for 
beginning the day, no appointed hour 
for lunch and no set time for leaving 
their office at the close of business. 
They get to the bank long after the 
sign “closed” is put up at the en
trance. They are too late to catch 
the evening mail with their corres
pondence and they forget their busi
ness engagements until after the time 
set for them has come and gone. 
Notes and drafts go to protest be
cause they are overlooked, and at 
home the wife is disappointed in not 
getting money, because of oversight 
in that direction as well as the rest.

The first thing such men should 
do is to buy a clock and a calendar 
and put them where they can be seen. 
The second is to look at them occa
sionally, taking care to square them
selves to the fact that punctuality 
is the soul of business and that meth
od is its prime requisite. Then pro
ceed to overhaul the office—clean it 
out and have it renovated. Fix it 
up and put in good furniture, since 
the slack man is usually intidy in his 
surroundings. As the most of a busi
ness man s time is spent in his place 
of business, why should he not make 
it comfortable and convenient? There 
is, however, a mighty good business 
reason for doing this, since as time 
is money, the saving of time by being 
able to quickly find what is wanted 
is in line with realizing this maxim. 
Furthermore, the effect on customers 
and creditors, also will be salutary,

since they will note the improved 
conditions.

Every business man should be sys
tematic in caring for and filing his 
papers—letters, invoices, receipts, 
bills of lading, cancelled checks and 
notes, insurance policies, claims, con
tracts, etc. W hether the business is 
large or small, this rule should be 
observed. It is proper to admit that 
great improvement is noticeable in 
this direction over the conditions that 
were quite general some years ago, 
even in small establishments.

In every business of any consider
able volume there is always some ac
cumulation of documents which do 
not properly belong in the regular 
files for which a tin box or trunk 
should be provided, especially if these 
papers are of value. Rats and mice 
will then not be able to make trouble.

It seems strange that a business 
man should send an account to a 
lawyer for collection without any 
knowledge of his responsibility; yet 
this is done by men who would take 
pains to learn what they could be
fore giving credit to a dealer for a 
like amount. That they sometimes 
lose the debt is not to be wondered 
at.

A practical man once caused an 
account to be opened in his ledger 
which he termed “Blunder expense,” 
by way of enforcing more care to be 
taken in doing business. It was an 
object lesson which did more good 
than scolding, when at the end of the 
year the loss incurred in this way 
was at least partially arrived at.

The alert, up-to-date man of af
fairs is continually seeking to ascer
tain in what way his methods may be 
improved and adapts his system as 
exactly as possible to the require
ments of accuracy and dispatch.

Jacob Smith.

It there are facts about your busi
ness that you don’t want anyone to 
tell, see that you yourself don’t tell 
them.

W hen a man is drunk he forgets 
that he’s a fool.

R REMEMBER S K M T
A

SEVEN BIG ACTS
Of Refreshing and Entertaining Vaudeville

All Week Starting Monday Matinee, July 21 H
M W IL L A  H O L T  W A K E F IE L D

The Lady and the Piano E
r v

C U R Z O N  S IS T E R S
Original Flying Butterflies A

u Harry DeCoe
The Man with the Tables 

and Chairs

Howard Langford
Singing

Comedian T
N 3— O T H E R  B IG  A C T S — 3 T>

A

F v f r o  1 SPECIA L FILM ,
E / A I l d | International Polo Games EXtfâ R

A Matinees a t 3:00 10c and 20c. Evenings at 8:30 10c. 25c. 35c. 50c 1?
SEATS ON SALE AT PECK'S DRUG STORE £ /
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M ichigan Poultry, B utter and Egg Asso- 
elation.

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

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

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

Cooling and Shipping Poultry for 
Market.

The animal heat must be removed 
from all poultry carcasses before they 
can lie packed or shipped. It requires 
about twenty-four hours for a bird 
to thoroughly cool out. The best 
way to cool birds is to put them in a 
cool room allow them to cool grad
ually. The temperature of the room 
should be from 35 to 38 degrees. Tf 
a room of this kind cannot be had 
it is necessary to put the birds in 
water. The water should not be be
low 45 degrees when the birds are 
put in. They are allowed to remain 
in water for two hours; ice then 
added, the temperature brought down 
to about 35 degrees and the birds al
lowed to remain until thoroughly 
cooled. Birds should not dc thrown 
into water before their hea ls and feet 
are washed, else the water will soon 
become filthy, and the birds soaking 
in this for several hours would not 
be of good quality. Birds lose some 
of their flavor and food value when 
cooled in water, as these are soluble.

If the birds were put in ice water 
when they are warm the outside of 
the body would chill too quickly and 
the birds would not cool well on the 
inside. When the carcass is marketed 
undrawn, it is necessary to wrap the 
head from soiling the rest of the body 
when they are packed.

W hen the birds are shipped they 
should be wrapped separately in 
parchment paper and packed in boxes 
wi ich will hold one dozen birds. They 
should lit in the Pox so snugly that 
there would be no chance of them 
getting bruised in shipment. The 
birds that are drawn and sold should 
be wlapped in parchment paper. The 
drawn birds spoil very rapidly, and 
it is necessary to be very sanitary 
in the methods of handling.

Some markets want a full-dressed 
bird. That is, one with the head off 
and the entrails removed, but the feet 
are usually left on. Birds of differ
ent sizes are dressed in different 
ways.

Broilers are dressed by cutting from 
the tail to the head along the back
bone with a pair of poultry shears. 
The bird is then open and the en
trails can be removed easily; nexf 
the head is removed. This is a very 
convenient way to dress broilers, and 
should be practiced in selling to a 
retail trade that demands full-dressed 
birds.

Roasters should be either trussed 
or boned. A bird is trussed in the 
following manner: A slit two or three 
inches long is cut on the back of the 
shanks and the tendons or white cords 
are loosened from the shank bone. 
A strong hook screwed into a wall 
about on the level with the elbows i~ 
a great aid in removing the tendons. 
Only one or two tendons should he 
put over at one time. With both 
hands on the shank a steady pul! 
is given and the tendons come out 
easily; remove all of them in this way. 
If they are all put over the hook at 
one time there is danger of break- 
ing them off instead of pulling them 
out. The tendons will pull out better 
when the bird is cold. A skewer is 
sometimes used in removing the ten
dons. but is not as satisfactory as the 
hook on the wall. The quality of the 
meat of the drumstick is greatly im 
proved by removing the tendons. The 
shanks are cut off about one inch be
low the back joint. This keeps the 
meat and skin on the drumstick from 
drawing up when the carcass is roas!- 
ed. The skin is cut on the back 
of the neck from a point directly be
tween the wings and down to the 
base of the skull. The bony part of 
the n-eck is separated from the wind
pipe and gullet. The neck can be re
moved by cutting at the point of 
union of t'he body, and then at the 
base of the skull. The next opera
tion is to remove the crop and wind
pipe. This is done by working the 
crop loose from the connective tissue 
and then cutting it off. The w ind
pipe can be pulled out easily. The 
skin is cut off close to the head, and 
this way you are rid of the crop, 
windpipe and head. The skin is then 
rolled back over the breast far enough 
to expose the location of the wish
bone. The breast muscle is scraped 
off of the wishbone which is fastened 
to the breastbone at one end and the 
prongs extend upward nearly to the 
wing joints and are connected by 
cartilage. Thus when the bone is ex
posed it is an easy m atter to remove 
it by cuting the cartilage which holds 
it in place. The object in removing 
the wishbone is to make the slicing 
of the white meat easier. The bird 
is laid on its back, and a small cir
cular hole is cut around the vent. 
Then a two or three inch cut is made 
crosswise of the bird, just a little 
back of the point of the breastbone 
and the entrails removed. The drum
sticks are inserted in this opening and 
allowed to project through the small 
vent opening. This keeps them close 
to the body. The skin on the neck 
is folded on the back and the wings 
are folded over it to hold it in place.

An attractive way to prepare a bird 
for roasting it by removing the bones. 
This is done in the following m annei: 
The head and neck and shanks are 
removed in the same manner as a 
trussed bird; then a clean cut to the 
bone is made, beginning between the 
wings and cutting along the backbone 
to the rump. The oil roe is left at
tached to the backbone. The meat 
is cut from the bones on the back 
and then down the sides. When the 
wing and thigh joints are reached the 
ligaments are cut leaving the bones 
in those parts for the present. The 
meat is cut off from the breastbone 
and this enables the honey frame of 
the bird to be lifted out. The wing 
bones are removed by cutting the 
ligaments away from the end of the 
bone next to the body and cutting the 
meat from the bone as far as the first 
joint; the last two joints of the wings 
are cut off with the poultry shears.

The meat is cut off the thigh and 
leg bones in a similar manner, the 
meat being pushed back over the leg 
similar to the way a glove is turned

Watson-Higgins Milling Co.
Merchant Millers

Grand Rapids Michigan

Satisfy and Multiply
Flour Trade with

“Purity Patent” Flour
Grand Rapids Grain & Milling Co. 

Grand Rapids, Mich.

Packed by

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

M ichigan People W ant M ichigan P roducts

H. WEIDEN & SONS
Dealers in Hides, Pelts, Furs, Wool, Tallow 

Cracklings, Etc.
108 Michigan St. W. Grand Rapids. Mich. 

Established 1862
Fifty-one year's record of Fair Dealing

The Vinkemulder Company
JOBBERS A N D  SHIPPERS O F E V E R Y T H IN G  IN

FRUITS AND PRODUCE

Grand Rapids, Mich.

CAN FILL YOUR O R D E R S  FOR

NEW VIRGINIA POTATOES
LET US HAVE YOUR O R D E R S

M O S E L E Y  B R O T H E R S
Both Phones 1217_____ Established 1876 GRAND RAPIDS, MICH.

M. Piowaty & Sons
Receivers and Shippers of all Kinds of

F ru its an d  V e g e ta b le s
GRAND RAPIDS, MICHIGAN

Branch House: Muskegon, Mich.

Western Michigan’s Leading Fruit House
Come in and see us and be convinced

Huckleberries and Blueberries
Want Regular Shippers 

• Good Prices Guaranteed for Fancy Berries

M. O. BAKER & CO. TOLEDO, OHIO
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wrong side cut. Cut the drumsticks 
off about one inch above the hock 
joint. After the meat has been re
moved from both bones the legs are 
turned right side out and the meat 
is in its proper place. This leaves 
the carcass without the bones. After 
filling is put in and the skin sewed, 
the carcass has its natural shape.

The High Cost of Butter.
No item that figures in the cost of 

living has been more conspicuously 
high in price during the last two or 
three years than butter, and in no 
case could there be a more wide
spread effect, as butter is an article of 
diet for all classes of consumers 
whether rich or poor.

It is stated on seemingly good au
thority that the constantly advancing 
tendency to butter prices is due to 
the fact that the production of but
ter has not increased as rapidly as 
has the population.

During the same period there has 
been a continuous cry in certain quar
ters for more legislation restricting 
the sale of oleomargarine, which 
seems to us ill-advised and uncalled 
for. Many consumers cannot afford 
to pay the constantly increasing prices 
of butter, and they should have an 
opportunity to buy oleomargarine 
colored in its most attractive form 
whenever they desire to.

A great deal of prejudice regarding 
this product has been dispelled during 
the last few years, and it is now con
ceded by everyone that it is a whole
some, healthful and nutritious food 
product. It is manufactured under 
the watchful eye of the Governmenf. 
an inspector being present in every 
factory, whose duty it is to see that 
only proper materials are used, that 
the factory and utensils are clean 
and on sanitary lines. W hat better 
guaranty of cleanliness and whole
someness could be used? How many 
of our food products are so well safe
guarded?

The Healthologist, published by the 
Milwaukee Health Department in De
cember, 1912, says: “Practically
oleomargarine is just as nutritious, 
just as wholesome and just as cleanly 
as the average butter.’’

No taxes should be levied which 
would add to the cost of oleomar
garine or further penalize that class 
of consumers who desire to use it.
It would seem as though there was 
room enough for both the butter and 
oleomargarine interests side by side 
without any preferential legislation 
for either.

Determining the Age of Poultry.
The pigeon is usually considered 

young until the attainment of sexual 
maturity; but mostly unfledged birds 
(five or six weeks) are sold as young. 
In very young squabs the breast ap
pears as white. Very soon it changes 
to a bluish red, until it finally becomes 
blue red. In very young pigeons the 
entire breastbone is flexible; in young 
ones only the posterior end, while in 
other pigeons it cannot be flexed at 
all. A young pigeon possesses long 
yellowish down, and the tail feathers 
appear stemmed; that is, the shift 
of same on the lower end does not

contain any feathers; an older full- 
fledged pigeon has red feet and no 
down.

In very young domestic fowls the 
back portion of the breastbone can 
easily be bent outward; in young 
fowls, it breaks easily and in the old 
fowls only when considerable force 
is applied. The breastbone keel bends 
sideways readily in young birds; irr 
old ones it remains stable. Old cocks 
have long spurs, while in the young 
they are correspondingly shorter. Oc
casionally spurs will also be met with 
in hens. Older hens have hard spurs 
and scales on their legs; the lower 
half of the bill cannot be bent at 
all with the fingers, as is the case 
with young hens.

In young guinea hens the feather 
flag of the outside quill feather is 
pointed; in the old birds it is more or 
less rounded.

In turkeys the age is determined by 
the spur and also by the appearance 
of the first quill feather. This is also 
decisive in turkey hens, in which the 
rectum of the old animals is also sur
rounded by a red ring. In a young 
domestic goose or a domestic duck 
the trachea at the entrance of the 
thorax can be easily dented; in the old 
it resists pressure. If a goose still 
possesses yellow down it is then at 
the most not more than ten weeks 
old.

What About Consumers’ Leagues? 
W ritte n  fo r  th e  T rad esm an .

Being much interested in the out
come of the consumers’ league move
ment which has been inaugurated in 
some of our large cities I desire to 
obtain further information as to its 
workings: Has it reduced prices to 
consumers? Has it in any degree 
helped to solve the problem of the 
high cost of living? But most of all 
we want to know: Has it helped the 
working class—the wage earners?

Last January the Detroit Consum
ers’ League was seeking to tccure a 
manager for its store. A building 
had been secured for that purpose for 
which no rent was asked for the first 
few months. The manager would 
have to buy produce, hire clerks, fur
nish necessary fixtures, and would re
ceive a commission on goods sold. 
The league then had about 1,500 
members, mostly wealthy people, who 
had ready money to buy produce in 
large quantities. These wealthy peo
ple would go in their autos and carry 
home goods for themselves and 
friends.

There would be no expense to the 
manager for advertising. He would 
not have to build up a trade. The 
league would guarantee plenty of cus
tomers.

The man to whom the position of 
manager was at that time offered had 
had quite extensive experience in 
buying and selling produce. He esti
mated his earning capacity at $10 
a day. He visited Detroit to investi
gate the matter. He did not take the 
position as manager, but agreed to 
act as a country buyer, being in touch 
with stores and dealers so that h ■ 
could furnish carload lots of produce 
if wanted.

Perhaps some of the Tradesman

readers are fully informed as to what 
the Detroit Consumers’ League is 
doing and what it is accomplishing, 
but I am wondering if with a coun
try buyer who would not be content 
with less than $50 a  week, a 
store manager who must be equally 
well qualified to handle his depart
ment, clerks to be paid, freight, rent 
and other expenses, if the consumer 
is saving any more than he would b y  
buying of the stores carried on as in
dividual enterprises, provided he did 
his own delivering and bought in 
quantities as he (mostly she) does at 
the league store? *

Of course newspaper advertising is 
eliminated, but the members of the 
league are expected to orally adver
tise their store, and to spend time . 
keeping up interest in the enterprise.

They can carry home their goods 
when they know that delivery is not 
gratutious, that it must be reckoned 
in the expenses along with manager’s 
salary, etc. Why could not all con
sumers plan to help the merchants 
reduce the enormous and largely un
necessary expense of delivering in
stead of trying to get all the favors 
and service possible and count that 
the cost comes mostly out of some 
one else?

Many a grocer, butcher, baker, dry 
goods merchant, and other dealer 
would be very glad to co-operate with 
his customers to help reduce the cost 
of living. But too many of the latter 
are unwilling to make an effort in 
their own behalf. They don't care to 
tax their minds to study better meth
ods of buying or try to find out how 
much they themselves are to blame 
for the high cost of living.

E. E. Whitney.

The Grocer.
'At'r h ^ e n*iirn e r ’ u n d e r a  sc rag g ly  tree , i n e  little  g rocery  s ta n d s ;
T w - ,£ rocIe rV,a  fra il li ttle  m an  Is he. W ith  n im ble fe e t an d  h an d s  
A nd he  tra v e ls  all d ay  w ith  w illing  fee t 

l o  an sw er o u r m a n y  ca lls 
F ro m  ea rly  m orn  w hile  o th e rs  sleep 

U ntil n ig h t and  d a rk n ess  falls.

Sea d  h e re ; send  s u g a r  th e re ;
T he phone rin g s  sh a rp  an d  c lea r ;

charges^ th em  a11 a n d  ta k e s  good ca re  
t, .  ,  show  his gloom y fear,

w u  e? u a t  noon an d  n i&ht an d  m orn, W hen th e  a g e n t ca lls  fo r pay,
H e w ishes he  had  th e  good old coin 

* o r  th e  goods he ch a rg ed  th a t  day.

H e m ay  coun t h is  cash , w hen  S a tu rd a y  
com es;

T om  Jo n es  fo rg o t to  pay,
A^?r.,?m lth  h ad  coal to  g e t th is  tim e W ill p ay  all up  in  M ay.
T he g ro c e r’s th e  c losest friend  in  need.

T he  la s t  to  g e t h is  due;
H is  p ro fits  a re  sm all; h a rd  w ork  indeed 

To keep  s to ck  fre sh  an d  new.

A nd w hen  th e  cost of liv ing  w e count,
W e ll find if  w e look a r ig h t;

T h a t th e  g ro cery  m an  h as  th e  le as t 
am o u n t

Of th e  sca le  th a t  is  h is  by r ig h t 
A nd w hen  a f te r  y ea rs  of th is  tu rm o il 

H e  lay s  h is  ap ron  aside,
H e  n a s  li ttle  to  show  fo r  s tru g g le  and

H e ’s in luck  if he  s tem s  th e  tide
G eorge "W. Roup.

There is less fun in gambling if you 
can afford to lose.

We want Butter, Eggs, 
Veal and Poultry
STROUP & WIERSUM

Successors to F. E. Stroup. G ran d  R a p id s , M ic h

We Advertise

M apleine
constantly in the leading 
women’s magazines.

Don’t  risk losing a cus
tomer by not having it in 
stock.
Order from your jobber or 

Louis H ilfer Co.
4 Dock St.. Chicago. 111.

Crescent Mfg. Co., Seattle, Wash.

OFFICE O U TFITTERS
LO O SE LEA F SPE C IA L IST S

The, Co.

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

R ea & 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 well at quota
tion.

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

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

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

Potato Bags
New and second-hand, also bean bags, flour bags. etc.

Quick Shipments Our Pride

ROY BAKER
Wm. Alilen Smith Bldg. Gnuid R ,pld,. Mich.
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Salesmen W ho Are Not Posted.
Kalamazoo, July 22—I wish to offer 

a little suggestion. 1 am a clerk, and 
in reading articles on salesmanship 
and articles for clerks written by the 
editor and subscribers, I notice that 
they all suggest and advise that the 
clerks determine the life history or 
the making and manufacturing pro
cesses and differences in quality of 
the goods which we have to handle 
and sell, by enquiries through agents 
and salesmen of the said goods. T 
have tried this but seldom received 
satisfactory and reliable information.

Can't you suggest that some of your 
readers give us a few papers on this 
subject, something that can be re
lied upon? I hope you can set this 
m atter before your readers in a sat
isfactory way, and I guarantee you 
the appreciation of the clerks and 
salesmen in general. Frank A. Smith.

Mr. Smith has evidently encoun
tered a number of salesmen who are 
not posted on their own goods. They 
were all too common in years gone 
by, and they are not altogether a rar
ity now, as evidenced by his letter. 
It used to be an axiom among travel
ing salesmen of a certain class (and 
a large class) that a salesman ought 
to be able to sell anything, plug to
bacco, or furniture, or drugs, or gro
ceries, or anything that came to hand.

It was frequently said in an ad
miring way: “So-and-so is a sales
man. He could sell fans in Green
land or snow shoes in India.” In 
those days a salesman would be out 
with drugs one year, the next year 
he would be selling shoes. In neith
er case did he ever penetrate further 
into the factory than the business 
office. He could “sell,” that is, he 
was fluent and persuasive, but he sel
dom knew anything about the merits 
of his own goods beyond what was 
embodied in his set speech of “talk
ing points.” This sort of salesman 
used to bluff a good deal. W hen a 
customer brought up a point that 
he wasn’t posted on, the salesman 
had to bluff. There wasn’t anything 
else to do. Sometimes he got away 
with it, but it was a very poor way 
to go through life, and we are glad 
to say that the new school of travel
ing salesmen is breaking away from 
it.

It is discouraging to a clerk who 
is trying to post up on goods to meet 
with a traveling salesman who has 
nothing better to give him than a lot 
of vague generalities. We advise the 
clerk who meets such a salesman to 
write direct to the factory for infor
mation. Certainly any live manufac
turer will be only too glad to furnish

information which may be the means 
of increasing his sales. A few years 
ago manufacturers began to establish 
schools of salesmanship for their 
traveling agents. Some of these 
schools are quite elaborate. Every 
detail of manufacture is taken up, 
every possible objection is raised and 
a means of answering it is found. The 
salesman is thoroughly posted on the 
history of the product he is supposed 
to sell, and frequent meetings of 
salesmen are held for the exchange 
of profitable ideas.

The clerk, to be a good floor sales
man, should know something about 
the various lines, and when he ap
peals to the traveling salesman for 
help, the latter- should be in a posi
tion to give him all the information 
he wants. We believe that traveling 
salesmen are realizing this more and 
more every year. Certainly when a 
traveling salesman is working for a 
house which has no regular school 
of instruction, he should make it a 
point to go through the factory thor
oughly on his own hook, and thus 
prepare himself to post his customers 
intelligently.

Speeding up the Sales Force.
It was the Tail Ender of the sales 

force who approached the Star Sales
man of the organization one day and 
asked, “How do you manage to make 
such big sales, while I can’t seem to 
sell enough goods to pay expenses?”

W ell, said the holder of many 
medals, “There’s a secret about it.
I ve been in the business a good many 
years, and I've finally solved the sell
ing puzzle. You are a new man, and 
I ’m willing to give you a pointer. But 
remember that it’s a secret.”

I will,” said the Tail Ender, be am- 
ing with eager anticipation. “Now 
for the answer. How do you manage 
to be so successful?”

The Star Salesman dropped his 
voice to an impressive whisper, “111 
tell you,” he said. “I always make 
it a point to wear out the soles of my 
shoes instead of the seat of my trou
sers.”

In selling goods, as in every other 
line of human activity, nine-tenths of 
the prescription for success consists 
of plain everyday honest hard work

Some salesmen seem unable to ab
sorb this simple truth. A good many 
never make this attempt. Philoso
phers long ago gave up seeking for the 
principle of perpetual motion, but 
there are a lot of salesmen who are 
still hoping to discover some principle 
of perpetual rest. Every sales force 
has its complement of floaters, drift
ers, waiters and dreamers—luck-seek

ers who hope to ride into the harbor 
of success on the crest of some for
tunate wave that will relieve them of 
the necessity for effort.

They forget that the current runs 
always out of that harbor, not into 
it. If a salesman wants to get his 
boat past the frowning headlands at 
the entrance lie’s got to settle down 
to a long spell of hard rowing. He’s 
bound to have blistered hands, a 
tired back, before he can step ashore 
on the golden sands, and he might as 
well make up his mind to it first as 
last.

No amount of talent will free a 
man from the necessity for hard work. 
Daniel W ebster said: “1 have worked 
twelve hours a day for fifty years.” 
Humboldt rose at four o’clock in the 
morning for thirty years. During 
most of his life, into which were 
crowded the achievements of a hun
dred men of giant intellect, Napoleon 
slept only four hours a night. Cor
nelius Vanderbilt, who made two hun
dred million dollars, was asked the 
secret of success. “There’s no secret 
to it,” he answered. “I t ’s just dig, 
dig, dig.” W hen some one said to 
Edison, “Don’t you believe that gen
ius is inspiration?'’ the man who has 
taken out more patents than any other 
inventor who ever lived replied: “No, 
genius is perspiration." In this 
world a man can t get something for 
nothing. He may do it once, but if 
he attempts to make a living on that 
principle he’s bound to land eventually 
in the morgue, the poor house or the 
jail. You can have as much success 
as you like, but you’ve got to be will
ing to pay its price in the only coin 
that passes current in the market 
where it is sold—hard work.

There's only one way to make luck 
come your way, and that is to go out 
after it with a sand bag, as a hold-up 
man goes out after victims. No one 
is going to besiege your house at 
night in a frantic effort to get in and 
force orders on you. There are bunch
es of money hanging on every tree in 
the Forest of Prospective Customers, 
but whistling won’t entice any of it 
into your pockets. You’ve got to 
climb a tall trunk for every dollar, 
and be willing to skin your knees 
and bark your shins all the way up.

A salesman’s territory is like a 
corn field; it won’t yield a harvest 
without cultivation. Weeds are the 
only crop that will come up of them
selves. The Indian squaw who used 
to scratch over the soil in the tribal 
corn patch with a stick, drop a few 
casual grains of corn here and there 
and go off in the wake of a hunting 
expedition until harvest time, never 
needed any towering granaries to 
contain the crop she raised. If her 
pack of starveling papooses got a 
dozen square meals all around as a re
sult of her entire season’s farming 
they could count themselves lucky 
above the ordinary lot of red-skinned 
youngsters.

I t is the same way with a salesman’s 
cultivation of his territory. The man 
who expects to secure results in his 
field must get out into it promptly at 
sun-up, and stay until sun-set. He

must be willing to work on occasion 
by the light of the moon. He must 
do a lot of preparatory plowing and 
harrowing among his prospective cus
tomers. He must have the right kind 
of argument for seed, and throw it out 
with both hands. He must coax the 
reluctant soil with daily caressing 
touches of an ingratiating and vigor
ously wielded hoe. W hen he gets his 
crop started he must sprint all over 
the field early and late to keep the 
weeds down. The amount and qual
ity of the harvest he gathers will de
pend entirely on the amount and qual
ity of the effort he expends in bring
ing it up. There is absolutely no 
other factor that counts in the result.

I say quality of effort. I t  isn’t 
enough for a salesman merely to keep 
busy; he must keep busy in the right' 
way. He must use system and 
method in his work. I t  isn’t enough 
to be always doing something. You’ve 
got to get something done.

Some salesmen are like nothing so 
much as a switch engine in a freight 
yard. No m atter how much they puff 
up and down they never get any
where in particular. The wheels go 
around all right and the bell rings, 
and the whistle is blowing all the time, 
but there is never any progress to
wards a definite destination. These 
men are always snowed under in a 
drift of unfinished effort—lost in a 
wilderness of loose ends and criss
cross purposes—swamped in a mire 
of rag-tag and bob-tail. Selling 
goods is no catch-as-catch can game. 
I t is high art based on distinct scien
tific principles, and the first rule of 
the game after you learn the various 
holds is to work out a definite plan of 
strategy in using them. How many 
salesmen go at theif work in life 
backwards, as a woman gets off a 
moving street car? I t is not strange 
when you think of it that both meet 
with sudden and unexpected disaster. 
A little forethought and planning will 
save a lot of running about. A little 
clear seeing will save a whole lot of 
locking.

A great railroad recently did three 
hundred thousand dollars of increased 
business one month, and used but six 
more freight cars in doing it. Why? 
Because the cars were handled so 
that side-tracking was reduced to a 
minimum; because they were loaded 
with an ingenuity that increased the 
carrying capacity of each car; because 
the traffic campaign was so planned 
that no car moved a mile either way 
without a full load.

I t  is moving empty cars that cuts 
down a railroad’s profits. And it is 
effort mechanically expended in un
intelligent activity that cheats a sales
man out of high commissions.

The June bug is the only thing with 
wings that never picks a course be
fore he starts to fly. T hat’s the rea
son he brings up against so many ob
stacles with such thundering hard 
bumps. You are under no moral ob
ligation to imitate the June bug. 
W hen you get a-going, go as hard as 
you are able; but first he sure that 
you are headed in the right direction.

W. C. Holman.
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Chirpings From the Crickets. 

Battle Creek, July 21—Quite a few 
of the local boys gave me some pleas
ant remarks about my letter last 
week. My work has kept me in one 
county for some little time and I do 
not see many of the local boys while 
I am about my duties during the week, 
so I have been unable to keep in touch 
with local affairs and events.

I am pretty well acquainted with 
general conditions around Ionia and 
cannot speak too highly of the Hotel 
Callow, at Ionia. Mr. and Mrs. Cal
low give the hotel their undivided a t
tention and make the boys feel at 
home. Dandy, clean, well furnished 
rooms and an excellent table. Mr. 
Callow caters to the commercial man 
and he is well equipped to take care 
of you. “Ted.” as he is known to the 
boys, has the nicest little hotel be
tween Grand Rapids and Lansing.

Louis Zacharias, of St. Johns, with 
DeW itt & Son, and a member of Auto 
City Council, No. 305, Lansing, has 
the heartfelt sympathy of his brother
U. C. T .’s and his wide circle of 
friends. Brother Zacharias recently 
lost his only child, a young lady 
23 years of age. The blow was a 
hard one for the father and mother 
and leaves a vacancy in the house 
that will never be filled.

Brother Peddie, of Cadillac, No. 143, 
was an Ionia county visitor last week. 
Brother Peddie sells Stimpson com
puting scales out of Detroit and works 
under a former Battle Creek boy, 
Graham Wells. Brother Peddie is 
well known in Battle Creek, making 
this territory for a number of years 
for W. J. Gould & Co., Detroit. Some 
ten years ago he married Miss Bessie 
Caldwell, of this city.

Clayton Spaulding, formerly of Bat
tle Creek, Albion and Michigan City, 
Indiana, has gone on the road for a 
prominent suspender house. Stretch 
your samples and sales. Clayt,. but 
not your expense account.

Sunny Jim said last week that the 
absence of the letters from Traverse 
City, Muskegon, Kalamazoo and Bat
tle Creek was very noticeable, but the 
fellows were represented last week 
with good long articles.

Our Council met last Saturday night 
with all the officers at their respective 
stations and a goodly number of 
counselors on hand. A brother from 
Denver, Colo., honored us with his 
presence. Brother Steele read a letter 
from Charles H. Dorman, at Indian
apolis, stating that he and the Mrs. 
would be in Battle Creek for the 
home coming and was anxious to see 
the boys.

Past Grand Counselor Adams told the 
Council about his visit to the Supreme 
Council and gave us some facts *• 
garding the inside workings of the 
Supreme body.

Our annual picnic will be held at 
Gull Lake, Saturday, August 9, and 
will be in charge of the entertain
ment committee. We want all the 
people to be on hand, for we are 
planning on our usual good time.

Brother Chas. C. Bronaugh and Ed. 
McGee attended the meeting Satur
day night and we hope to see them 
up more often in the future.

The Council started work on iining

up the boys for the big parade to be 
pulled off fraternal day during the 
home coming in August.

E. A. Stowe, publisher and editor- 
in-chief of this prosperous trade jour
nal, was in Battle Creek on business 
Saturday night and called on the 
writer and his family. He was truly 
welcome, but he did not give us a 
chance to begin to half pay him for 
the good time he showed us at the 
convention. Mr. Stowe was delighted 
with the recent addition to the Post 
Tavern and stated no Grand Rapids 
hotel had a room as richly appointed 
as the room he had at the Tavern. 
We had a dandy visit and I was glad 
to learn the circulation of the Trades
man is the largest it has ever been 
and is steadily climbing.

Orin J. W right did not show up at 
Council meeting, but we will have our 
ball game at the picnic all right and 
Orin will be placed behind the bat. 
He will not be allowed to count the 
scores he makes after his ten home 
runs.

A. C. Pfander has just returned from 
Brantford, Ont. He says the people 
are so slow over there that it is 
Thursday there when it is Friday in 
Detroit.

Attend the picnic August 9.
Be sure and read your Sample Case 

next issue. Im portant news.
Carry a blank application. Boost 

the order and your own council es
pecially.

Send your local correspondent items 
you would like to read in these col
umns.

Read the Tradesman.
Guy Pfander.

What Some Michigan Cities are 
Doing.

W ritte n  fo r th e  T ra d esm an .
The Rumley plant, at Battle Creek, 

will close down for five months, af
fecting 400 men.

Reports from Flint indicate that the 
dull period in the automobile business 
is over and that prospects for the 
coming season are better than last 
year.

Signs point to a big season at the 
Battle Creek “San.” This institution 
already has over 1,000 guests and the 
number increases every day, with high 
tide in August and low tide about 
Christmas.

The Muskegon Chamber of Com
merce has issued a resort booklet call
ed “Summertime Amid Muskegon’s 
Lakes” with pictures showing beauty 
spots in and around the city.

Lansing’s homecoming celebration 
will be held the first week in Septem
ber.

Kalamazoo is preparing for the 
grand circuit races August 4 to 8.

Port Huron will try the near-stop 
car crossing plan, which recently 
came to an early death in Grand Rap
ids. The plan will work, no doubt, 
provided Port Huron has no mud in 
its streets and no lawns to be tramp
led on by people standing round in the 
middle of the block waiting for cars.

Otsego will hold another home 
coming and street fair this fall, under 
the auspices of the Commercial Club. 
The doll parade will be repeated, this 
feature being in charge of the ladies.

F. M. Sterner has sold his thirty 
year electric lighting contract at W at- 
ervliet to the Benton H arbor inter- 
urban road, which is building a spur 
to that village.

The Au Sable & Northwestern Rail
road, a narrow gauge logging road 
with fifty-eight miles of track reaching 
from Au Sable into Iosco, Alcona and 
Oscoda counties, will be rebuilt into 
a standard gauge road by the Detroit 
& Mackinac, its present owners.

Merchants on W estern avenue, 
Muskegon, who have signs that will 
impair the appearance of the proposed 
boulevard lighting system, have been 
asked to remove them.

The swimming pool at the Central 
high school, Kalamazoo, has been 
opened to the public, with certam 
regulations and a 5 cent fee.

The Gile Boat and Engine Co. is 
enlarging its plant at Ludington.

Fourteen cities of the State will be 
represented at the meeting of Board 
of Trade secretaries, to be held at 
Ludington August 8 and 9. Immigra
tion and “a farmer for every forty” 
will be the chief topic.

Grand Ledge business men have ar
ranged for a farmers’ picnic, to be 
held in that city August 7.

St. Joseph will open its first public 
playground soon. I t will be located 
on the beach, near the pumping sta
tion.

School gardens have been tried at 
the Francis street school, Jackson, this 
year with complete sucess.

George Hk Reader has formed the 
Reader Glove Co., at Scottville, for 
the manufacture of working gloves 
and the industry gives promise of 
success.

Postal receipts at Otsego for the 
past year are sufficient to entitle the 
village to free mail delivery and ap-

T D  A p r  Your Delayed 
Freight Easily 

and Quickly. We can tell you 
how. BARLOW BROS., 
_____ Grand Rapids, Mich.

T0REACHY0UR

PÁTR0NS4RIENDS
7 ^ @u l f )HIGAN STATEH 1 TELEPHONE

plication will be made for this serv
ice.

The city hall at Allegan will be 
enlarged by a two-story addition.

Coldwater’s Chautauqua will be held 
at W aterworks Park August 9 to 17.

Completion of present work on the 
Michigan Central shops at Jackson 
will mean an increase of the working 
force to 1,000 men. Surveys have been 
made for a new passenger station 

and for separation of grades at 
street crossings.

The Acme Belting Co. has let the 
contract for a new factory at Niles, 
to cost $5,500.

The Hillsdale Business Men’s Asso
ciation has secured a milk condensary 
for that city and is talking of club 
rooms and a paid secretary.

August 7 will be home coming day 
in Ann Arbor, with baloon ascensions, 
pie eating contests and all the rest.

Almond Griffen.

Aesop Up to Date.
A merchant met a farmer carrying 

an express package from a Chicago 
mail order house. “Why didn’t you 
buy that bill of goods from me?” he 
asked, “I could have saved you the 
express charges, and, besides, you 
would have been patronizing a home 
store.”

The farmer looked at the merchant 
for a full minute and then said: “Why 
don’t you patronize your home paper 
and advertise? I read them and did 
not know you had this particular line.”

In lieu of moral, this comment is 
made:

The retailer thinks that the busi
ness of his territory belongs to him, 
and so it does, but the same kind of 
support you expect the farmers to 
give you, you should be willing to ex
tend to your local publisher.

HONORBfLT
SHOES

HOTEL CODY
EU RO PEA N

G RAND RAPIDS, MICH. 
Best Beds That Money Can Buy
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f DRY GOODS, 
toC Y G O O D S  "»'NOTIONS

Cool, Comfortable, Inviting—Summer 
Ideal for a Store.

W ritte n  fo r th e  T rad esm an .
You aim to have your store a Store 

Beautiful, and a considerable amount 
of energy, directed by your good 
taste and judgment, is wisely expend
ed for that end. During the hot sul
try days of July and August, try to 
have your place of business not only 
a beautiful store but a cool store, 
cool and clean, and inviting because 
of its coolness and cleanliness.

Ey the exercise of a little care and 
effort a comfortable coolness—grate
ful alike to customers and employes 
—may be achieved in most stores.

The first essential is proper ventila
tion. A close, stuffy store may not 
register any more degrees of heat 
than one that is airy, but the close 
place seems hotter and lacks entirely 
the comfortable feeling of the other.

The ventilation of a very large 
store is, of course, a problem for 
architect and builder. Electric fans 
and any other means possible under 
the conditions must be employed to 
secure a proper circulation of pure 
air But for the small store a little 
gumption on the part of the proprietor 
is usually all that is necessary. Have 
it so that the air can pull through 
freely between the open front door 
and an open door or window at the 
back. There are few small stores in 
which this simple arrangement will 
not furnish about all the warm weath
er ventilation that is required. There 
are, however, very many in which it 
is not in use. The rear is closed up 
tight and every one swelters in con
sequence.

Where, as is commonly the case, 
there is a ware room behind the store 
proper, a window or door or both at 
the back of this should be left open, 
and then the door between ware room 
and store kept open also. Only a 
moment is required to open these rear 
windows and doors in the morning 
and close them at night, and the ef
fect is magical.

W ith proper ventilation the unplea
sant. odors that infest some dry goods 
stores generally will vanish. Moth 
balls -more often than anything else 
are the cause of these bad smells. If 
goods in which it is necessary to use 
the balls are placed in tight drawers 
or boxes, or even are well wrapped 
in paper, and fresh air has access to 
every part of the store, there common
ly will be little trouble with foul 
odors.

The dry goods merchant whose 
store faces the north may count him
self fortunate. But of course all 
stores can not front toward the Pole 
Star, and one that has an east, west,

or south exposure must be equipped 
with an awning.

Sprinkling the walk in front and 
also the floor of the store on very 
hot days aids in keeping down the 
temperature, for the scientific reason 
that the evaporation of water is a 
cooling process. A store that stands 
alone by itself may be perceptibly 
cooled by being drenched with the 
hose. For one of these isolated 
stores, if the long side of the building 
is exposed to the merciless rays of 
the afternoon sun, a iittle ingenuity 
on the part of the owner may make 
practicable a shade of vines or even 
of boards that will not be unsightly 
and will add greatly to the comfort 
of the interior. If of boards and 
painted, it may be left the year round 
and will act as a wind-break in win
ter. In one case observed, a double 
row of quick-growing trees (Carolina 
poplars) serves as an admirable pro
tection from the heat.

A fly has no place in a dry goods 
store. There is or should be nothing 
about the store or the stock to draw 
flies or to afford them sustenance. A 
moderate amount of swatting, a few 
sheets of sticky paper judiciously" 
placed, a  little shooing out as they 
gather on the screen doors in front, 
and, of course, the proper use of 
screens, should have the effect of 
making a store delightfully flyless, 
and save the great damage to articles 
of delicate texture that results when 
flies are numerous. If the means 
mentioned above do not practically 
rid the place of the pests, look to the 
surroundings—there must be breeding 
places near by, or possibly refuse of 
some kind that furnishes special at
traction.

Finally, to render your store invit
ing during the hot weather, do not 
neglect to keep the windows clear and 
shining and free from dust and fly- 
specks, and the floor clean. Thorough 
cleanliness not only delights the eye 
of every fastidious customer, but it 
adds greatly to the seeming coolness 
of the place. Hot and dirty are ad
jectives that seem to be as insepar
able as cool and clean. Fabrix.

Air slacked lime is a convenient 
thing to have about a cold storage 
plant. If brine or water is spilled 
on the floor, a quantity of lime swept 
into the wet spot will absorb it, and 
at the same time prevent danger of 
mold. Any considerable quantity of 
water should be absorbed by means of 
dry sawdust or shavings first, 'and 
then powdered air slacked lime 
thrown on the floor, and allowed to 
remain for a day or so will dry it up 
nicely.

We carry in stock a full line of the celebrated

Slidew ell Collars
in the following styles:

Panama Oakley 
Newtowne Salamis 
Shoreham Fairfax 
Ornatis Minoca 
Colimas Selborne 

Saxamon
MAIL ORDERS SOLICITED

Grand Rapids D ry G oods Co.
Exclusively Wholesale

Grand Rapids, Michigan

Grain and Bean Bags
WE HAVE THEM IN STOCK

16-oz. Stark 
16-oz. American 
12-oz. Royal 
12-oz Giant

ASK FOR PRICES

Paul Steketee &  Sons
Wholesale Dry Goods Grand Rapids, Michigan

The Standard Line of Gloves and Mittens which 
you will want to see before you buy.

WRITE FOR SAMPLES
WE WILL SEND THEM BY PREPAID EXPRESS

The Perry Glove and M itten Co. Perry, Mich.
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Single Impression not Weakened by 

Suitable Accessories.
More than once in these columns 

has the folly of trying to produce too 
many impression» by one window dis
play been emphatically shown up. 
Unity of effect, one sharp, clean-cut 
impression that the passer-by who 
bestows a single glance can not help 
but retain—this is the most and the 
best that can be achieved by any 
one display.

However, there is a fine art of add
ing little accessories that serve to 
complete the picture—that in no wise 
detract from the unity of effect, but 
instead, give increased satisfaction to 
the eye of the beholder and impart 
suggestion^ that aid the sale of goods.

An instance in which, this was car
ried out with rare taste and discrimi
nation deserves a brief description.

The window, which was both broad 
and deep, was given over to a dis
play of French bordered challies—the 
fine wool goods. Seven or eight dif
ferent patterns were shown, some be
ing draped on full-height figures, 
others on short stands. One of the 
accessories shown was buttons. . On 
one or two of the short stand displays 
there was simply a card of buttons 
laid on top. On some of the full- 
length displays- a row of buttons was 
lightly fastened down the front of the 
Simulated gown. Two or three pairs 
of dainty silk gloves were scattered 
about to good advantage, while a 
gay summer parasol added just the 
touch of smartness that otherwise 
might have been, lacking.

W ith one pattern the suggestive 
idea was carried a little further and 
with especially' happy results. The 
goods had a cream ground covered 
with fairly small dots of the beautiful 
grayish shade of green that old-fash
ioned people call sage green. The 
border was three or four inches wide 
—plain sage green on the outside and 
a row of pale lavender flowers next. 
The goods was draped artistically on 
a full-length figure and a very hand
some piece of cream band lace was 
arranged down the front. The last 
exquisite touch was added by a 
length of velvet ribbon. One end of 
this, made into a tiny bow, was fas
tened at the shoulder with a Rhine
stone ornament. It was caught in be
neath the lace near the waist line, 
thence falling gracefully to the floor. 
This ribbon was a little less than an 
inch wide, satin-backed and rich and 
heavy, and of a shade to match the 
green of the goods except that the 
pile of the velvet gave a richness of 
tint that had the effect of contrast. 
This pattern, displayed as it was, 
would make any lover of beautiful 
dress feel lor her purse or check 
book.

The impression carried away by any 
observer of this window display was 
that of unity—the main idea was of 
the beauty of the goods and the 
gracefulness with which it can be 
draped—there was no distraction of 
the mind as where a variety of unre
lated articles are placed in juxtaposi
tion. W ithout in the least weakening 
the singleness of impression, the art
ist—for such this window trimmer 
was—had cleverly suggested delight

ful possibilities in the way of acces
sories and making up—possibilities 
that the unaided imagination of the 
average observer would not have been 
likely to supply. Fabrix.

To Raise the Quality of American 
Sardines.

To re-establish the very important 
American sardine industry and im
prove the quality of the American 
fish product, the Department of Agri
culture has established a special sar
dine laboratory at Eastport, Me. This 
field experiment station, which is in 
charge of Dr. F. C. W eber of the 
animal physiological laboratory of the 
Bureau of Chemistry will make a 
thorough study of the fish caught in 
the Maine sardine waters and the 
methods of packing them employed 
by the Maine canners. The object 
is to improve the quality and reputa
tion of American sardines, which of 
late, with few exceptions, have been 
of inferior quality and often packed 
when unfit for packing or else so 
packed as to be a very poor article 
of diet. The attention of the Depart
ment was brought to the situation very 
forcibly when it was found necessary 
to order the seizure of about 90,000 
cans of American sardines in Pitts
burg and 2,000 cases, or nearly 150,000 
quarter and half cans, in Norfolk.

The American sardine industry at 
present, the canners themselves ad
mit, is in a deplorable condition. W hat 
was once a flourishing and money
making sea food industry has through 
destructive competition been brought 
to a stage where many canneries are 
no longer packing, and where those 
which do pack are compelled to sell 
their product at less than cost. Com
peting packers have cut the prices of 
their products to a point where it is 
practically impossible to put up first 
class sardines in a proper manner. The 
whole aim is to pack quantity and give 
no thought to the quality of the pro
duct. There are of course a few pack
ers who maintain quality, but many, 
it is found, pack “feedy” fish—a con
dition resulting from the decomposi
tion of certain food that the fish eat 
—or are packing soft fish or discards 
from other factories. These are unfit 
for food and absolutely ruin the repu
tation of the American sardine. For 
some years back everyone in the 
Maine industry has been fighting 
everyone else. The wealthy packers 
are selling their sardines at a loss and 
meeting this loss from former profits. 
Those who have no capital behind 
them either have to quit or else pack 
inferior fish in the cheapest possible 
way, so that they could continue to 
sell at prevailing prices.

The Maine sardine canners now 
realize that their policy is self-de
structive, but heretofore they have 
been unable to get together to save 
the industry. These men have wel
comed the coming of the representa
tives of the Department and already 
are showing signs and getting togeth
er, stopping cut-throat competition 
and restoring the industry to a place 
where they can afford to make a 
really superior brand of sardines 
which will compete in quality and 
flavor with the French, Norwegian and

English sardines. Some of the pack
ers have volunteered to allow the 
Government specialists to use their 
factories for complete experiments 
and have expressed their desire to co
operate in all possible ways with the 
Department of Agriculture to restore 
the American product to favor.

The new laboratory has already dis
covered one important point in the 
packing process which causes a loss. 
The Maine packers pack as large fish 
as they are able to get into a box; 
fish from seven inches to eight inches 
are packed in so-called three-fourths 
mustard sizes. The smaller fish are 
packed in the small one-fourth size 
cans, and many of these are too large 
for good sardine size. To make the 
fish fit the cans the head, a small part 
of the tail and from one-seventh to 
one-fourth of the best part of the fish 
is cut off with a pair of scissors. By 
actual determination, 42 per cent, of 
the fish goes to waste, and of this 
53 per cent, is good edible meat.

The newly established laboratory 
will at once begin a thorough investi
gation into the best possible method 
of packing American sardines in oil 
and mustard and will give particular 
attention to determining the sizes of 
fish best adapted for canning in the 
small oil sizes and in the mustard 
three-fourth size. It will begin at 
once an investigation of ways and 
means for overcoming the destructive, 
“red feed" condition, which is a trou
blesome factor at certain seasons of 
the year in the packing of American 
sardines. It is believed that if the 
fish that have been feeding on the “red 
feed" are left in weirs until they 
have digested this "red feed,’’ they 
can then be packed perfectly and will 
not deteriorate if properly processed. 
If they are worked while the “red 
feed” still remains in their stomachs, 
however, they decompose rapidly be
fore being put into the cans and make 
a very inferior product when they are 
canned.

The Department of Agriculture has 
no direct power to compel local manu
facturers to follow any method it may 
suggest as far as any product made 
for sale within the State is concerned. 
Its power over sardines is limited to 
shipments in interstate commerce. In 
such cases the Department can recom
mend the seizure of misbranded and 
adulterated goods or those containing 
products unfit for human consump
tion. Many manufacturers because of 
the light catch have already closed 
down, and many others which are still 
packing are operating at considerable 
financial loss. Reports from the sar
dine packers centers abroad indicate 
that the catches in these foreign wat
ers also are below normal.

Why He Wouldn’t Say It.
The president of a small college 

was visiting "the little town that had 
been his former home and had been 
asked to address an audience of his 
former neighbors. In order to assure 
them .that his career had not caused 
him to put on airs he began his ad
dress thus:

“My dear friends—I won’t call you 
ladies and gentlemen—I know you too 
well to say that.”

A. T. KNOWLSON 
COMPANY

Wholesale Gas and Electric 
Supplies

Michigan Distributors for
W e ls b a c h  C o m p a n y  

99-103 Congress St. East, Detroit
Telephone, Main 5846 

Catalogue or quotations on request

C H I C A G O
B O A T S

Graham & Morton 
Line

E v e r y  N ig h t

Safes That Are Safe

SIMPLY ASK US 
“Why do your safes save their 

contents where others fail?” 
SAFE SAFES

Grand Rapids Safe Go. 
Tradesman Building
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Shoe Workers Denounce Tariff Bill.
Rochester, July 7—A monster peti

tion, originating in Rochester and 
signed by thousands of boot and shoe 
workers representing every large shoe 
center in the United States, was sent 
from this city by American Express to 
Senator F. M. Simmons, chairman of 
the Senate Finance Committee. The 
petition protests against the abolition 
of the tariff on boots and shoes, as 
provided in the Underwood bill, now 
pending in the Senate. The petition 
is the result of the efforts of William 
J. Erb and John J. Hanlon, of 
Rochester, who, after the shoe manu
facturers’ protest against the proposed 
change on the duty of shoes was dis
regarded in the House of Representa
tives, circulated their petition in every 
large shoe manufacturing center. 
W hen the same had been returned 
with the signatures of those in favor 
of the project, they were put together 
in one large roll and sent on to W ash
ington. More than twenty thousand 
signatures were obtained to the pe
tition.

Accompanying the petition was a 
letter addressed to the Finance Com
mittee of the Senate, and to the Sen
ate of the United States, explaining 
that the petition was sent by those 
whose livelihood and the support of 
their families depend on the shoe 
manufacturing industry. In present
ing their cause, the shoe workers 
stated that as they to-day are receiv
ing no more than they consider their 
just wage as the reward of their labor, 
they are opposed to any change in the 
tariff which will affect their condi
tion Their standard of living, it was 
pointed out, is not extravagantly high 
and is in keeping with the present 
wage received, and, with due regard 
to the consuming public, they have no 
desire to see the goods which they 
produce placed upon the free list.

The petition further states that it 
was signed by workers in the states 
of Minnesota, Indiana, Missouri, 
Iowa. Wisconsin, Illinois, Ohio. Mich
igan, Pennsylvania, New York, Massa
chusetts, Maine, New Hampshire. 
California and Connecticut, and that 
the signers realize that owing to the 
fact that the Democratic party is 
pledged to a tariff for revenue only 
n d  not for protection, and that but a 
small importation of foreign shoes in
to this country is made anuually, 
while our exports of shoes are large, 
the danger of an ill effect upon the 
wages of American workmen, should 
the tariff be removed, has possibly 
¿een overlooked.

Calling attention to the fact that 
this country produces a diversity of 
styles of shoes, the petition mentions

the need of a tariff for certain of 
these lines, and expresses the belief 
that failing this protection, these shoes 
will be imported. This being the case, 
a decrease in the number of shoe 
workers required will naturally result, 
thus throwing many now employed at 
shoemaking into other trades for 
which they have not been prepared 
or forcing them to accept such wages 
as the manufacturers see fit to offer.

Having only labor to sell and hav
ing a sale for this only when there 
is a demand for it, the shoe work
ers resent having to compete with a 
product of labor receiving one-half, 
or less, in wages as American em
ployes. European manufacturers are 
beginning to use American machinery 
in large quantities, are copying Amer
ican lasts and patterns, hiring Amer
ican superintendents and instructors, 
and, in the opinion of those sending 
the petition to Congress, will soon 
be able to produce goods equal to 
the product of many of the factories 
of this country, which, when admit
ted to America without duty, will 
certainly precipitate a decrease in 
wages.

It is interesting to note that the 
petition states that owing to practic
ally the same wages being paid by 
shoe manufacturers throughout the 
country on similar lines or grades, 
shoes are placed on the home mar
ket at a lower proportion of profit 
than practically any other article of 
wearing apparel. Naturally, if it 
comes to a question of a cut in prof
its or a cut in wages, the manufac
turers will make the reduction in 
wages, it is stated.

The New Science of Shoe Retailing. 
W ritte n  fo r th e  T rad esm an .

Second Paper.
The successful retail shoe dealer 

knows his merchandise—shoes, rub
bers, findings, subsidiary stock and ac
cessories usually found in the more 
progressive shops. He prides himself 
—and rightly so—on his knowledge 
of shoes. He realizes that the man 
who invests real money in footwear 
ought to be able to know what he’s 
getting, and if he’s going to be a real 
man in the midst of salespeople and 
customers, he must be able to speak 
authoritatively.

Therefore he seeks to find out what 
goes into shoes, how they are made, 
and why they are made thuswise in
stead of somehow else. This funda
mental study of shoes as merchandise 
has many interesting ramifications. It 
involves leather and tannage, lasts and 
last making, a n l finally the various 
stages and steps in that essentially 
modern, highly complicated process 
of converting raw materials into finish"

ed shoes—present-day shoemaking.
The average customer of to-day is 

a very inquisitive person. He wants 
to know—or at all events he wants 
to know what you are in a postion to 
give him detailed, technical knowl
edge. He may not have time to hear 
your explanation, and it is more than 
likely that he couldn’t quite compre
hend it if you explained it in detail;

b u t‘it gives him substantial confidence 
in you as a merchant if he knows 
that you know shoes. Of course there 
are many elementary m atters about 
the nature, limitations and proper 
care of footwear that the customer 
can understand, and for his own good, 
ought to know; and efficient shoe re
tailing requires the imparting of this 
information both in the verbal sales-

The “ Bertsch”  Shoes Are the
Rightly Made Medium Priced 

Shoes for Men
The BERTSCH shoe is so honestly made and so sen

sible and practical in design and character, that it 
insures the dealer against loss. IT IS A SELLER, and 
when sold its qualities so impress the wearer that he 
will want no other.

Have you seen.the line lately? If not, send card for 
salesman with samples. BECOME A B E R T S C H  
DEALER THIS YEAR.

THEY WEAR LIKE IRON

HEROLD-BERTSCH SHOE CO.
GRAND RAPIDS, MICH.

In the retail stores of Michigan and in twenty- 
one other states where they are sold is one that spells 
satisfaction and profits to all dealers, and wear satis
faction and style and foot comfort to their customers.

We go everywhere for business.

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



Ju ly  23, 1913 M I C H I G A N  T R A D E S M A N 19

manship that goes forward in the 
store and in the printed literature sent 
forth by the store. General brilliancy 
of intellect and charm of personality 
cannot atone for the lack of a bona 
fide knowledge of shoes and shoe 
store accessories, for the successful 
merchandising of footwear requires 
that a man know the wares he hand
les.

There is no royal road to a knowl
edge of shoes; and I am not even 
aware that any of our numerous and 
self-laudatory universities of absent- 
treatm ent proclivities are offering a 
correspondence leading to a finished 
education in leather, lasts and shoe
making. The man who acquires a de
pendable fund of information about 
shoes must follow the established 
methods of learning. He must not 
be too proud to avail himself of or
dinary sources of information, and he 
must avoid the mistake of confusing 
sheer conceit with actual knowledge. 
He should develop an acquisitive spirit 
and keep his mind open to new facts 
that are coming to light every day. 
There is a world of difference be
tween cock-sureness and enlightened 
positiveness. The man who really 
knows his merchandise is not apt to 
pose as a know-it-all.

Take them as a class shoe retailers 
of to-day are far better posted on 
shoes, leather, lasts, shoemaking, the 
proper care of footwear, and all re
lated themes than were the shoe mer
chants of a generation ago. They 
have to cater to a more intelligent 
class of trade. Shoe store patrons 
are developing that show-me spirit, 
and some of the questions they are 
asking about shoes, if put to the old- 
time shoe dealer, would make him 
sit up and look abused.

Knowledge of footwear as m erchan
dise is both essential to judicious 
buying, on the one hand, and to clean- 
cut salesmanship and educational ad
vertising, on the other hand. In view 
of the upward trend of prices the 
sucessful shoe merchant of to-mor
row will more and more make his 
appeal to the intrinsic value of the 
shoe rather than its inexpensiveness 
as a personality-commodity; but this 
intrinsic worth cannot be set forth 
unless a man knows rather intimate
ly the merits of the thing he is talk
ing about.

Knowing his merchandise as he 
should, the retail shoe dealer will find 
it comparatively easy to key up his 
selling force to greater efficiency. And 
this fundamental knowledge of the 
goods will also arm him with selling 
arguments wherewith he can make 
his advertising copy bristle; for shoe 
store advertisements with' real punch 
in them are turned out by men who 
know the goods. Cid McKay.

“Powder Shoes.”
“Powder Shoes” are made in a fac

tory in Beverly, Mass. They are a 
lace shoe of leather throughout, but 
without a particle of metal in them, 
not even a lasting tack or an eyelet. 
They are worn by men who work 
in powder factories. The use of 
metal in the shoes is avoided for 
fear the metal might strike a spark 
and cause an explosion.

Making Shoe Salesmen More Efficient.
“I find it a very hard m atter,” said 

a shoe dealer, “to interest many of 
my clerks in other than their routine 
duties. I t  does not seem to occur 
to them that their status is but the 
equivalent of machines and that more 
than the mere automatic serving of 
our customers is required if the busi
ness is to be carried on in a pros
perous manner. In looking for a so
lution of this problem I have tried 
many schemes and several I am still 
using.

“A floorman is started out at a 
certain salary and a commission is 
held out to him on all business done 
in excess of a certain stated amount. 
At the end of his first year he is 
given an increase in salary commen
surate with his earnings for the 
store, and the limit above which he 
gets a commission is raised. The 
rules of the store prohibit the forc
ing of goods upon a customer and 
that ill-fitting shoes shall never be 
sold. The clerks are apt to become 
over-zealous in their efforts to win 
prize money and thus we have to be 
on the alert to prevent indiscrimi
nate selling with its resultant ill-ef
fects. We find that by this little 
scheme more high-grade shoes are 
sold, and under this system findings 
and hosiery, for we carry both, move 
well.

“W hen a man is found to be fall
ing behind in his sales he is called 
upon to make an explanation, not for 
the purpose of ‘calling him down,’ 
but with a view to solving any diffi
culties that may beset him. Foolish 
questions are, of course, discouraged, 
but we never refuse to discuss legiti
mate m atters pertaining to the sell
ing of goods with the clerks in an 
impersonal way.

“I think every proprietor and clerk 
should read his trade journals. These 
books are edited by men thoroughly 
equipped with a knowledge of the 
business which their journals renrc- 
sent and the articles contained m 
them many times furnish information 
that aids in eliminating an abuse or 
righting a wrong condition. Al
though it sometimes takes a fev; 
minutes when a clerk's services could 
be well used in straightening out 
stock or on other store duties, I send 
around among them clippings from 
the journals which I think will bene
fit them in their work.

“The reading of these clippings is 
in a way compulsory, but I find that 
any clerk anxious to serve his em
ployer in a proper manner and to 
benefit his own condition will not 
side-step an opportunity to learn. 
These clippings have pasted to them 
a slip bearing each man’s name and 
a space for the insertion of his ini
tials to show that he has read the 
article. The clippings are all filed 
for future reference so that they may 
be handy when needed.

“Strange as it may seem, the ma
jority of clerks fail to read the ad
vertisements of the store in which 
they are employed and to overcome 
this copies of every advertisement are 
circulated in the same manner as are 
the business-getting articles above re
ferred to.”

3 Attractive Vici Shoes
Seasonable
Specialties

Goodyear W elts

Compare Them 
Carefully with 

Any or All

This is No 450 %  D. S. E only for $2.50.
No. 151 is the same in single sole. E only for $2.50.
No. 150 is the same style, but made from fine Patna 

skins, with “Mooney” flexible oak cut sole. C-D-E for $3.00.
All subject to our special 10% discount in 10 days.

Grand Ttepidsfihoe &Tfribber(a
The Michigan People Grand Rapids

A  R ouge R ex W inn er
No. 449

An ideal shoe for the farmer. Made from our chocolate 
colored “re-tanned” stock. Full and roomy, full vamp under 
toe cap two full soles, standard screw—a long service shoe 
in every particular. You will want the agency for the en
tire line if you try  a case of this number.

HIRTH-KRAUSE CO.
Hide to Shoe

Tanners and Shoe Manufacturers 
Grand Rapids, Mich.
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Difficulties in the Way of Ma’s Vaca
tion.

Everyone who makes the least pre
tension to being progressive and seek
ing the higher things indorses the va
cation idea. Taking a vacation is get
ting out of the rut in which one has 
been slowly and laborously plodding 
with leaden feet, onto the smooth, 
level track where one speeds along 
with joyous freedom. I t is shedding 
oft the carking cares that have been 
carried wearily for weeks and months 
and taking on fresh enthusiasm and 
sprightly buoyancy of spirits. It is 
adding breadth to one’s view and 
depth to one’s sympathies. It is 
gaining strength for the muscles, 
tranquility for the nerves, ideas for 
the mind. It is renewing youth and 
vigor and staving off old age. It is 
dropping a routine that has become 
a monotonous grind of toil, and en
tering into real life.

If anyone needs a vacation, cer
tainly Ma does. H er work is noble 
—none is more so—but long con
tinued it becomes narrowing. Inevit
ably she spends most of her time 
within the four walls of her own 
home. She needs to refresh her sight 
with outside scenes. The fountain 
that is constantly giving forth must 
be itself replenished. To all this and 
much more there is not one of us but 
can most heartily say Amen and 
Amen! Of all persons Ma is the one 
that ought to have a vacation. The 
question is, how is she going to get 
it?

The sort of person we have in mind 
as Ma is not the woman whose hus
band’s circumstances make it the reg
ular thing for the family (Mamma 
and the children) to go to the lake- 
shore or the mountains or the sea
side or the country to spend the sum
mer, living in a cottage or a resort 
hotel with servants in attendance. Of 
course there are thousands *and tens 
of thousands of these women of 
wealth, to whom the whole hot weath
er season is a vacation, a delightful 
change from the round of social func
tions or club duties that till up the 
cooler months.

But Ma is not one of them. She 
belongs with the hundreds of thou
sands—nay, millions—of women who 
do their own work or employ but 
one maid, to whom a whole summer 
away is an u tter impossibility, who 
can at best afford only a little trip 
of two or three weeks from home.

Perhaps Ma is young and her chil
dren are small—a toddler or two just 
big enough to get into all kinds of 
mischief and a baby in her arms. Now 
it is hard to conceive of any steadier 
or more wearing night-and-day job

than that of the mother who is trying 
to keep house and give to two or 
three little ones the constant care 
that their well-being demands. She 
becomes exhausted and needs a 
change. But how can she get away? 
Leave the children with some respon
sible person? And be haunted by 
every specter of illness and accident 
that a morbidly active maternal imag
ination can conjure up. No rest nor 
pleasure in that. Take the children 
along and let the little folks enjoy 
the outing with mamma? This sounds 
well but doesn’t work out so feasibly 
when actually tried. To quote the 
words of a devoted young father who 
had had experience, "If you take chil
dren traveling—well, you generally 
wish you hadn’t.”

Maybe Ma is older and her children 
are grown or half grown. Still her 
duties seem to have increased rather 
than lessened. Earl and Emma grad
uated front high school the middle of 
June. A week later Maude was m ar
ried. Uncle Silas and Aunt Martha 
are expected for a visit in August. 
The son and daughter who have just 
finished high school must have their 
wardrobes made ready for going 
away to college in September. All 
comings and goings and every kind of 
event in the family life mean added 
care and labor for Ma. Daily and 
hourly there are so many demands. 
The young people are going with 
some friends for a picnic; who but 
Ma can attend to making the sand
wiches and packing the ice cream 
properly? Ten-year-old Henry, who 
belongs to the Junior Wild Cat base
ball team, has saved up eighty-three 
cents and invested it in material for a 
ball suit. Ma must make this on Fri
day, for on Saturday the Junior Wild 
Cats are to play against the Infants 
terrible of a neighboring town. And 
so on and so on.

I t is hard enough for a working 
woman who has just herself to look 
after, a stenographer or a book-keep
er or a clerk, who puts in only about 
nine hours a day for her employer— 
hard enough for her to get her clothes 
ready and get off on a vacation. How 
is Ma to find time to make one new 
waist and repair two skirts herself, 
make from two to six trips to the 
dressmaker for the trying on and fit
ting of a whole new dress, go over all 
her clothes and put in little altera
tions and take a few stitches here 
and there—how is Ma ever to do all 
this, when she is working fifteen 
hours every day for those she loves?

I t is difficult for Pa to get away. 
There is such a multitude of details 
that he understands and nobody else 
does, there are so many cranky cus

tomers whom he knows just how to 
handle but who are likely to fly the 
track if he turns things all over to 
the hired help for ten days; there are 
such important things coming up un
expectedly that no one but himself 
knows just how to decide—it is hard 
indeed for Pa to pull himself loose. 
But when the pinch comes Pa can 
’phone home to Ma to pack his suit 
case with a supply of clean shirts, 
stockings and handkerchiefs; rush 
down to a clothing store himself and 
.select a suit, even taking time to 
persuade the salesman to throw in a 
pair of suspenders and a necktie; 
wait for the trousers to be shortened 
an inch, which is done in five minutes 
with mending tissue and a hot iron; 
stop on the way back at the barber 
shop and have a shave; go home, take 
a bath, get into his clothes, bid good
bye to the family and make his train 
—all in an hour and a half. These 
lightning-speed processes are not for 
Ma when she tries to get away.

Maybe Pa is a rather thoughtless, 
not to say selfish kind of man, who 
prefers to take his vacation with 
some of his men friends in true mas
culine fashion. In that case all Ma 
has to do is to help him get off, and 
very likely attend to a number of his 
duties in his absence. But perhaps

Pa isn’t that kind of man at all, but 
instead is a very considerate and de
voted husband. In which case he is 
likely to map out a trip that he thinks 
she will enjoy and insist that Ma go 
along with him, making the plan 
some weeks in advance so as to give 
her plenty of time in which to get 
ready. Of course Ma is greatly 
pleased and gratified, but the chances 
are that she will have to work her
self to a frazzle to make the needful 
preparations.

Ready-made clothes never have 
taken—perhaps they never will take— 
the place' in a woman’s wardrobe that 
they do in a man’s. The most that 
can be said for them is that they 
help some. Then a woman has to 
have so many more items than a man 
in order to make herself presentable 
and comfortable on a trip, and so 
many things must be adjusted to her
self individually, and it takes so much 
time and labor to adjust them—is it 
any wonder that Ma is thrown into 
despair at the mere thought of it all?

Of course in theory every woman 
ought to replenish her wardrobe in 
the spring, buying or having made all 
the suits, dresses, blouses, kimonos, 
lingerie and the like that she will 
want before late fall or early winter. 
This is the way the magazines recom-

Increasing Retail Sales
INTENSIVE retailing pre- 
1 supposes the elimination 
of w aste sales-effort. It 
does away with the lost time 
and lost sales resulting from
old-time erroneous ideas of selling some
thing that customers do not want.

The modern idea—the efficiency sell
ing-plan—is to sell customers just what 
they ask for. The public knows, has 
confidence in, asks for and ¿ups adver
tised goods.

National Biscuit Company products 
have become the standard the country 
over. People have confidence in them 
—know them, like them, buy them by 
the millions of packages.

N. B. C. products increase retail-sales- 
efficiency— they simplify sales-effort— 
they make business good for every 
grocer who sells them.

NATIONAL BISCUIT 
COMPANY
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mend. Then when vacation time 
comes all she needs to do is to pack 
her things in a leisurely manner and 
go off and wear them.

But Ma can't do that way. No one 
in her shoes could. She never can 
harden her heart so as to get up a 
single dress for herself any time at 
all before she actually requires it to 
wear. Why? Because, whenever a 
dressmaker can be had, the girls al
ways are all out of clothes. They 
must have something right away, 
very likely for some special occasion 
in which they will figure prominently. 
While Ma—she can get on a little 
longer with what she has. So it goes, 
and Ma never has anything until she 
just has to.

“W hy not the whole family go 
camping on the shore of some stream 
or pretty little lake, and wear their 
old clothes?” does some one ask?

Camping has been tried. Pa en
joyed the fishing, and the young peo
ple liked the swimming and the bath
ing and the boat rides, and every one 
had a good time excepting just—Ma. 
Of course all tried to help, but there 
were so many little pleasurings on 
hand all the time that the bulk of the 
cooking fell on her. A camp is tffe 
hardest, slowest, dirtiest place in ' 
which to do a little work. It was 
close and smudgy and puttering in 
the tent with the oil stove; the fire 
outside was simply impossible when 
the wind was high. The family being 
socially very popular, there was a 
good deal of company, and the out
door life caused voracious appetites. 
After two weeks of camping, even 
patient, long-suffering, self-effacing 
Ma pronounced a dictum of “Never 
again!”

The summing up of the whole mat
ter is just this: Ma is the one to 
whom every other member of the fam
ily is constantly turning for the little 
extra help and sympathy which each 
needs for his or her pwn comfort and 
good time. It is Ma’s glory and hap
piness that this is so. Because it is 
so she sorely needs a vacation; but, 
as was remarked in the beginning, 
how is she going to get it? Quillo.

Displaying Goods So They Will Sell.
Summer is the time that special at

tention should be given to various 
kinds of displays.

Trade is hard to get any way when 
a store is spick and span and every
thing tuned up to the very highest 
point.

Try to outdo yourself in showing 
your summer goods.

The sale of soaps and other toilet 
goods can be promoted by using 
catchy displays. A large center piece 
for a showing of soaps can be made 
by building up flat cakes of soap in 
the form of a bath tub.

For this purpose soap in wrappers 
should be used as unwrapped soap is 
likely to slip.

First decide just about which size 
you wish to make the tub. Then get 
a large board about thirty inches long 
and ten inches wide. Lay four cakes 
on the floor for the feet of the bath 
tub. Then place the board on top of 
these. Cover this completely with 
soap like brick work. A bath mat 
on the uoor and a towel over the side

of the T-stand as shown in Figure 4. 
Pin the goods here and drape across 
the front of the stand in a loop the 
other end of the cross piece as shown 
in Figure 5. Then extend the goods 
down to the floor and form another 
loop returning the goods to the top, 
making double sweeps on this side 
the same as on the other.

To obtain the finished effect as 
shown in the drawing go over the 
whole thing carefully, straighten out 
all the folds and place the surplus 
goods neatly underneath so as to give 
the effect as shown in Figure 6.—But
ler Way.

Colors That Harmonize.
In decorating window displays or 

for decorations of any nature, a great 
part of the effectiveness depends 
upon selecting ■ harmonious color 
schemes. Perhaps the following sug
gestion of colors that go well to
gether will help:

Blue and white.
Blue and gold.
Blue and orange.

Do You Like Your Job?
There are to-day any number of 

men who do not like their jobs. Yet 
it is no fault of the job. I t is no fault 
of the man who provided the job. It is 
the fault of the job owner—you. 
You’re disgruntled and sour and in
different because you don’t go to 
work. You’d like your job all right 
if you let yourself out. You’re in the 
hum-drum stage. Day after day you 
do the same things and think the 
same thoughts. You arrive on the 
minute maybe, but you surely quit 
on the minute. These are your 
troubles, sir. Just as soon as you 
start something, just as soon as you 
pull yourself together, make some 
noise and and clear out of your old 
rut—you’ll like your job. You see, 
you want the firm to take some notice 
of you, but don't do anything to com
mand notice. If you want to get 
talked about and consulted with and 
advanced, throw your whole heart 
and energy into your work and 
you’ll love it in spite of yourself.

of the tub helps to carry out the idea.
Instead of an exclusive soap trim 

a complete line of bathroom acces
sories can be shown on the back
ground or attached to boards in up
right positions. A sign can be put 
on reading “Everything For the 
Bath.”

To make the pipes of the bath tub 
use shaving sticks.

A good window unit of summer 
wash goods can be made from the 
T-stand drape on this page.

Use a stand about six feet high, 
a cross piece about 18x12 inches as 
shown by Figure No. 1 of the draw
ing. Bring the goods over the top of 
the stand with the end just reaching 
the floor in front as shown by Figure 
No. 2.

Allow about a yard for a loop in 
the back and catch up the selvedge to 
the end of the cross arm as shown in 
Figure 3. Drape this down in a long 
sweep to the floor and then carry 
around the front in a loop and return 
in second sweep up to the same end

Blue and maize.
Blue and brown.
Blue and black.
Blue, scarlet and black.
Blue, orange and black.
Blue, brown, crimson and gold. 
Blue, orange, black and white.
Red and gold.
Red, gold and black.
Scarlet, black and white.
Black with white, or yellow and 

crimson.
Crimson and orange.
Yellow and purple.
Green and gold.
Green, crimson, turquoise and gold. 
Green, orange and red.
Purple and gold.
Purple, scarlet and gold.
Lilac and gold.
Lilac, scarlet, and white or black. 
Lilac, gold, scarlet and white 
Lilac and Mack.
Pink and black.

Many things are well done that are 
not worth doing.

History of Zinc.
Zinc was introduced into Europe in 

the seventeenth or eighteenth century 
by men from India. I t  was known 
then as calaem, splauter or tuttanego, 
and was the same metal which the fa
mous alchemist, Andreas Lebavius, 
described in 1606, and which he de
clared consisted of silver, cadmia, 
mercury and arsenic.

Late in the sixteenth century keen 
competition was going on between the 
Portuguese and the Dutch in the In 
dian seas, and a Portuguese ship hav
ing been captured by the Dutch, her 
cargo of calaem or “Indian tin” found 
its way into Europe. Nobody at that 
time knew what it was, and it was a 
piece of this cargo that became the 
subject of analysis by Lebavius.

Zinc, it seems, was first produced in 
Tndia, but soon became an important 
industry in China. The first Chinese 
book which mentions zinc, calling it 
yayuen, according to the Engineering 
and Mining Journal, is the Tienkon- 
ggaiou, or Technical Encyclopedia. 
China was the sole producer of zinc 
until the middle of the eighteenth cen
tury, disregarding a minute quantity 
of that metal which was occasionally 
obtained as a by-product in the lead 
furnaces of Goslar in the Harz 
mountains.

Crudely Stated.
“Let's see; you live in a flat, don’t 

you?”
“N-not exactly; we occupy a suite 

of apartments.”
“W hat’s the difference?”
“About $35 a month.”

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

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

We sell to merchants 
only.

Ask for current cata
logue.

Butler Brothers
New York Chicago 

St. Louis Minneapolis 
Dallas
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M ichigan Retail H ardw are Association. 
P res id en t—F . A. R echlin , B ay  C ity. 
V ice -P re s id e n t—C. E . D ickinson, S t. 

Jo seph .
S ecre ta ry —A rth u r  J . S co tt, M arine  

C ity.
T re a su re r—W illiam  M oore, D e tro it.

Why the Farmer Buys From Mail 
Order Houses.

So much has been said and written 
about the farmer as a business prospect 
in recent years that most manipula
tors of large business feel that they 
know the farmer and his needs pretty 
well.

They realize his importance and his 
conservative temperament, but they 
know him better as a class than as 
an individual. Comparatively few of 
the men who are anxious to interest 
the farmer in their wares have lived 
in close touch with him since they 
have become engaged in angling for 
his trade.

The only way to understand the 
farmer completely is to do business 
with him in person and discover the 
various angles from which he views 
each proposition, arid the objection 
he raises to it. The retailer who sells 
to the farmer across the counter 
knows the farmer as no manufacturer 
can know him. Hie understands him 
better than the cleverest advertiser 
or the brighest claim adjuster in the 
mail order house. To him the farm
ing class is a group of individuals 
whose peculiarities and characteristics 
are as well known as that of his neigh
bor.

W hat the retailer fails to realize is 
the advantage he possesses over the 
mail order house; the advantage of 
being able to show the goods to the 
customer; to deliver them right at the 
time of the purchase; to back them 
with a guarantee for himself; to ad
just claims with a perfect knowledge 
of the conditions; to give time when 
it is wanted for payment.

The dealer is fond of saying that 
the farmer sends to the mail order 
house because he would rather send 
away from home for goods than buy 
them at home, that the farmer buys 
by mail because he is just pig-headed 
enough to want to spite the local 
merchants. The dealer proclaims the 
mail order people as more or less in
famous. He states that they sell only 
inferior goods and that their policy 
is one of dishonesty. More dealers 
than most manufacturers realize take 
this attitude. Of course it is largely 
wrong. Success cannot be built up 
that wayr. But there is nothing to be 
gained by antagonizing the retailers 
by telling them that they are all 
wrong. Get under their belt by the 
use of tact and then show them that 
they can get more business from the

farmers with agreeable methods than 
with antagonistic ones.

The real reason why the farmer in 
nine cases in ten buys from the mail 
order house ,is because he is asked 
to do so. He is asked not once, but 
a hundred times; not occasionally but 
all the while. A steady stream of of
fers and catalogues and special price 
lists is kept flowing toward him. He 
is not allowed to forget between cata
logues. He buys many things from 
the mail order because he sees the 
advertising about them and develops 
from it a desire to have them, while 
if he had not received that advertis
ing» very likely he would never have 
even known that the goods existed. 
Mail order development demonstrates 
more than almost any other form of 
advertising the success of keeping at 
it.

There are hundreds of manufactur
ers who would like the business of the 
dealers who sell to farmers, hundreds 
whose goods are not carried in stock 
by mail order houses. Very few of 
these hundreds are taking pains to 
make capital of that fact. The listing 
of a well-known and generaliy ad
vertised article in a mail order cata
logue is a red rag to every dealer who 
finds out about it. Why should not 
every manufacturer who can take ad
vantage of this fact and if his.goods 
are not in the hands of mail order 
houses, advertise it to the dealers and 
thus get the benefit of this policy and 
place the disadvantage upon those of 
his competitors who do sell to mail 
order concerns?

To carry this further, are there not 
many' manufacturers whose goods are 
carried by mail order houses and sold 
by them in small quantity who would 
find that to take an anti-mail order 
bouse attitude would make them 
enough stronger with the retailers to 
more than make up for the loss of 
the little mail order house trade they 
are getting?

The farmer buys from the mail or
der house very largely' because he is 
lured into sending an order by the fact 
that lie sees some well-known article 
advertised there at a cut rate. The 
farmer is the original Missourian. He 
is the last man in the world to send 
money for a pig-in-a-poke. A cata
logue six inches thick, if it contained 
not a single item that he knew was a 
good value, would not extract a dollar 
from his pocket, no m atter what prices 
it might quote on its unknow’n goods. 
It is the general advertising of stand
ard goods that makes the mail order 
success possible.

You, then, Mr. Big Advertiser, are 
making it possible for the great mail 
order house to succeed. Are you get-

Order Hay Tools N ow
AND BE SUPPLIED, AS 
THE SEASON IS SHORT

We Carry
Meyers Hay Tools 

Whitlock Rope 
Diamond Steel Goods 

Blood’s Scythes 
Fenn’s Snaths

Pike & Carborundum Scythe Stones

Other Seasonable Goods
Michigan Oil Cooks

Continental Line W indow and Door Screens 
White Mountain and Arctic Freezers

Garden Hose
Revero, Moose—Half and three-quarter inch. 

Sphinx, Elk—Half and three-quarter inch.
Gulf, Clipper—Half and three-quarter inch.

Michigan Hardware Company
Exclusively Wholesale

Ellsworth Ave. and Oakes St. GRAND RAPIDS, MICH.

Foster, Stevens & Co.
W holesale Hardware

157-159 Monroe Ave. :: 151 to 161 Louis N. W.

Grand Rapids, Mich.

H. Eikenhout & Sons

Jobbers of Roofing Material
GRAND RAPIDS, MICH.

ROOFING UNDER OUR OWN BRAND 
NO FANCY PRICES 

GOOD GOODS FOR LITTLE MONEY

Use Tradesman Coupons
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ting a fair return from that concern 
for your help? If not, see that it in
creases its orders to a point where 
they will compensate you for the cer
tain loss of trade through the retail 
stole distributing division.

The dealers are sore at the mail 
order houses. They are sore at the 
manufacturers that help those houses. 
You cannot hope for the co-operatior, 
of the dealers to any great extent un
less you show yourself upon their 
side in this m atter as well as in others 
which are of vital interest to them.

In order to help the dealer to hold 
his own with this competition there 
is now a golden opportunity in the 
advent of the parcel post. The dealer 
is wondering what this system is 
going to do to him. I t is for the 
manufacturer to show the dealer how 
he can use parcel post to develop his 
own trade and to hoid the farmers’ 
business at home.

There is a present char.ce for the 
manufacturer to get closer to the deal
er, to side with him. to make friends 
with him. This cannot be done by 
argument. It must be done by prac
tical helps.

This is the time for the manufac- 
tu ier to offer to supply the dealer 
with literature to be distributed to the 
farming trade from the store or in 
whatever way may seem best. It is 
the lime for the manufacturer whose 
policy it is to mail advertising direct 
over the retailer’s imprint, to offer 
to mail out a new lot of circulars with 
an inserted clause telling the recipient 
how he can get the goods by mail 
from his home dealer.

The retailers have fought the par
cel post hard, but now that it has 
come they are inclined to take it as 
an accepted fact and give it a chance 
to work for them. W hether they con
tinue to fight its further developments 
or not is largely contingent upon 
whether it hurts their trade much or 
little, or whether it helps them.

Special stress may well be placed 
in advertising mediums going to the 
farmer upon the desirability of the 
consumer purchasing from the local 
dealer. There are a good many ad
vantages which may be mentioned by 
the advertiser and if it is the policy 
of the house it will not be out of 
place to say “Our goods are never 
sold by mail order hrv.ses.” '3 he par
ticular value of this sort of talk will 
lie in its effect upon the dealer, in 
making him an intereste] agent rather 
than a mere slot machine to hand out 
certain goods when compelled to do 
so.

If a manufacturer secs fit to take 
the anti-mail order house attitude, it 
ought to get the benefit of all the 
publicity that can come from mention 
of that position in the trade papers. 
W hen a house does take such a stand 
it is a m atter of sufficient news in
terest so that the trade papers in 
general will be glad to give it space. 
The trade papers and the merchants 
are very close together and they are 
a unit in their attitude upon the mail 
order house question.

Frank Farrington.

Occasionally you meet men as in
telligent as yourself.

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

July.
A ssocia tion  of P ro b a te  Ju d g es  of M ich

igan , G rand  R ap ids, 22-23-24.
G ran d  C ircu it R aces, G rand  R apids, 

28-31.
S w ed ish -F in n ish  T em p eran ce  A ssocia

tion  of A m erica, D ollar B ay, 31, A ug. 2.
S ta te  Golf L eague, S ag inaw , 31, A ug. 2.

August.
M ichigan  A ssocia tion  of C om m ercial 

S ecre ta rie s, L ud ing ton .
M ichigan A b s tra c to rs ’ A ssociation , 

G rand  R apids.
M ichigan S ta te  F u n e ra l D irec to rs  an d  

E m b a lm ers ’ A ssociation , G rand  R apids, 
5-B-7-8.

M ichigan S ta te  R u ra l L e t te r  C a rr ie rs ’ 
A ssociation , G rand  R ap ids, 5-6-7.

M ichigan A ssocia tion  of th e  N a tio n a l 
A ssocia tion  of S ta tio n e ry  E ng ineers , 
G rand  R ap ids, 6-7-8.

In te rn a tio n a l B ro the rhood  of E lec trica l 
W orkers, Sag inaw , 9.

C en tra l S ta te s  E x h ib ito rs ’ A ssociation , 
G rand  R ap ids, 6-7-8.

B lue R ibbon R aces, D e tro it, 11-16.
G rand  C h ap te r R oyal A rch  M asons, A nn 

A rbor, 18-22.
E le c tric a l W o rk ers  of M ichigan, S ag i

naw , 22-23.
M ichigan B la ck sm ith s’ and  H o rse sh o e rs ’ 

A ssociation , Saginaw , 25-26.
M ichigan C h ris tian  E n d e av o r U nion, 

G rand  R apids, 28-29-30-31.
Social O rd er of M oose, D etro it.

September.
M ichigan  S ta te  M edical Society, F lin t.
M ichigan L ib ra ry  A ssociation , M uske 

gon.
M id -W est A ssocia tion  of D eaf M utes, 

G rand  R ap ids, 1.
C en tra l G erm an  C onference, G rand 

R ap ids.
W e st M ichigan S ta te  F a ir . G rand  R a p 

ids, 1- 6.
G ran d  Council O rder S ta r  of B e th le 

hem , D etro it, 2.
S ta te  E n c am p m en t K n ig h ts  of P y th ia s , 

K alm aazoo , 2-3-4.
M ichigan P o s tm a s te rs ' A ssociation , 

T ra v e rse  C ity, 3-5.
G ran d  C ircu it R aces, K alam azoo , 4-8.
M ichigan R e ta il Shoe D ea le rs ’ A sso 

c ia tion , D etro it, 9-11.
M ichigan B ean  G row ers’ A ssociation , 

G rand  R ap ids, 10-11.
M ichigan S ta te  F a ir , D e tro it, 15-20.
G rand  C ircu it R aces, D e tro it, 15-20.
M ichigan F ed e ra tio n  of L abo r, K a la m a 

zoo, 16-19.
L eague of M ichigan M unicipalities, 

J ack so n , 17-19.
R e-un ion  N in th  R eg im en t M ichigan 

V e te ra n s , D etro it, 19-20.
A m erican  P o rtla n d  C em ent M an u fac

tu re r s ’ A ssociation , D e tro it, 23-25.
A m erican  R oad C ongress, D etro it, 29- 

Oct. 4.
A m erican  A utom obile A ssociation , D e

tro it, 30-O ct. 3.
E a s tm a n  K odak  E xposition , G rand  

R ap ids, 29, O ct. 4.
October.

M ichigan S ta te  P h a rm a c e u tic a l A sso
c ia tion , G rand  R ap ids, 1_2.

M ichigan P h a rm a c e u tic a l T ra v e le rs ’ 
A ssociation , G rand  R apids, 1-2.

M ich igan  Good R oads A ssociation . D e
tro it, 1-3.

G rand  Lodge L oyal O rder of Moose.
A nnual C onference on V ocational G uid

ance, G rand  R ap ids, 19-20.
M ichigan S ta te  F ed e ra tio n  of A rt A s

socia tion , G rand  R ap ids, 21.
M ichigan F ed e ra tio n  of W om en’s  C lubs, 21- 22.
G rand  Council of th e  I. O. O. F ., K a la 

m azoo, 21-22-23.
N a tio n a l A ssocia tion  fo r th e  P rom otion  

of In d u s tr ia l E du ca tio n , G rand  R ap ids, 
23-24-25.

M ich igan  Bee K eep e rs ’ A ssociation , 
D e tro it.

M ich igan  S ocie ty  of O p to m e tris ts , D e
tro it.

M ich igan  S ta te  T e a c h e rs ’ A ssociation . 
A nn A rbor, 30-31.

November.
M ichigan R e ta il Im p lem en t a n d  V ehicle 

D ea le rs ’ A ssociation , G rand  R ap ids
N a tio n a l B a p tis t C ongress, G rand  R a p 

ids.
December.

M ichigan  K n ig h ts  of th e  G rip, G rand  
R apids.

M ichigan B ran ch  of th e  N a tio n a l Bee 
K eep ers ’ A ssocia tion , D etro it.

January.
M odern M accabees of th e  U n ited  S ta te s , 

B ay  C ity, 11-15.
R e ta il W a lk .O v e r  A ssociation , G rand  

R apids.
February.

R eta il G rocers and  G enera l M erch an ts  
A ssociation , G rand  R apids.

M ichigan A ssocia tion  of C oun ty  D rain  
C om m issioners, G rand  R ap ids.

M ichigan R eta il H a rd w are  D ealers ' A s
socia tion , K alam azoo , 17-20.

March.
M ichigan  A ssociation  o f M as te r P lu m b 

ers, G rand  R ap ids.
J u ly .

M ichigan  S ta te  B a rb e rs ’ A ssociation , 
F lin t.

M ichigan R e ta il J e w e le rs ’ A ssociation , 
G rand  R apids.

Give the devil his dues. But don’t 
hang around afterwards getting points 
from him how to spend ’em.

Dealer Must Register Gun Purchasers.
People who wish to purchase guns, 

will have considerable difficulty in 
obtaining the necessary weapons af
ter August 15, as every person pur
chasing fire arms after that date must 
register with the dealer from whom 
the weapons are bought. This is 
one of the laws enacted by the last 
Legislature.

Every man or woman buying rifles, 
pistols, silencers or other instruments 
of destruction will be required to 
leave name, age, occupation and resi
dence. A description of the weapon 
purchased must also be left with the 
dealer.

In Eastern states, where such laws 
have been passed, persons who warn
ed to harm others evaded any incon
venience by stealing weapons or

merely exchanging instruments of 
death, substituting for bullets, dag
gers, razors and poniards.

How Could She Tell?
A prominent society woman recent 

ly advertised for a cook and a wait
ress, “German or Scandinavian sis
ters preferred.” Shortly after the 
time for the arrival of the applicants 
a well-dressed young colored girl ap
peared.

“I came in answer to the advertise
ment, ma’am,” she said. “I ’d like to 
do chamber work or waiting.”

“I advertised for Germans or Scan
dinavians,” replied the mistress.

“Yes, I know, ma’am,” said the col
ored girl, “but you didn’t say whether 
white or black, ma’am.

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

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

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

as though you were here personally.

Corner Ionia, Fountain and Division Sts.
Opposite Morton House Grand Rapids, Michigan

É ®ÍSUNBEAM1 “SUN-BEAM” 
SUMMER GOODS

T H E  S U M M E R  SE A S O N  IS  HERE AND W IT H  IT  C O M E S  T H E  STEAD Y  
D E M A N D  FOR S U M M E R  G O O D S.

W E HAVE AN E X C E LLE N T L IN E OF T H E S E  G O O DS ON H A ND AND  
T H IN K  IT  W ILL PAY YOU TO  C O N S ID E R  T H E  M A TTE R . CATALOG UE S E N T  
ON R E Q U E S T.

Brown & Sehler Co.
Home of Sun-Beam Goods Grand Rapids, Mich.

Reynolds F le x ib le  A spha lt Sh ing les
HAVE E N D O R S E M E N T  O F LE A D IN G  A R C H IT E C T S

Wood Shingles After Five Years WearReynolds Slate 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
Saginaw Battle Creek Cleveland Buffalo Scranton
Lansing Flint Cincinnati Rochester Boston
«Jackson Toledo Dayton __ Syracuse Worcester

And NEW  YORK CITY

Milwaukee 
St. Paul 
Lincoln. Neb. 
Chicago

H. M. REYNOLDS ASPHALT SHINGLE CO.
Original Manufacturer, GRAND RAPIDS, MICH.
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Grand Council of Michigan U. C. T . 
G ran d  C ounselor—E . A. W elch , K a la 

mazoo.
P a s t  G ran d  C ounselor—Jo h n  Q. A dam s. 

B a ttle  C reek.
G rand  J u n io r  C ounselor—M. S. B row n 

Sag inaw .
G rand  S ec re ta ry —F red  C. R ich te r, 

T ra v e rse  C ity.
G rand  T re a su re r—H e n ry  E . P e rry . D e

tro it.
G rand  C onducto r—W . S. L aw ton . G rand  

R apids.
G rand  P age—P . J .  M outie r, D e tro it. 
G rand  S en tinel—Jo h n  A. H ach . J r . ,  

C oldw ater.
G rand  C hap lain—T. J .  H an lon , Jack so n . 
G rand  E xecu tiv e  C om m ittee—Jo h n  D. 

M artin , G rand  R ap id s; A ngus G. M c- 
E ach ro n . D e tro it; J a m e s  E . B u rtless. 
M arq u e tte ; L  P . T hom pkins, Jackson .

M ichigan Knights of the Grip. 
P re s id e n t—F ra n k  L . D ay, Jack so n . 
S ec re ta ry  a n d  T re a su re r—Wm. J . D ev- 

e reaux , P o r t  H uron .
D irec to rs—H . P . G oppelt, S ag inaw ; 

J . Q. A dam s, B a ttle  C reek ; J o h n  D. 
M artin , G ran d  R ap ids.

M ichigan Division, T . P. A . 
P re s id e n t—F re d  H . Locke.
F ir s t  V ice -P re s id e n t—C. M. E m erson . 
Second V ice -P re s id e n t—H . C. Cornelius. 
S e c re ta ry  an d  T re a su re r—Clyde E . 

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

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

News and Gossip of the Grand 
Rapids Boys.

Grand Rapids, July 21—J. H. Schu
macher, who has been with the 
Brooks Candy. Co. for several years, 
has resigned and accepted a similar 
position with Gottmann & Kretch- 
man, Chicago. We wish Brother 
Schumacher success in his new posi
tion.

One of the boys started to give 
me an item on Fred Richter, but 1 
did not get all the particulars, ft 
will keep until some later date.

Mrs. B. A. Hudson, of 517 Gid- 
dings avenue, is resting nicely after 
a slight operation. She is at her 
home.

The Executive Commitee passed 
on two. claims this week—those of 
Jas. L. Murray and Wm. E. Lovelace.

Should anyone know of a traveling 
position, kindly correspond with Wm. 
E. Lovelace, Sheldon avenue.

Here are a few reasons why every
one should buy near home:

Because my interests are here.
Because the community that is 

good enough for me to live in is 
good enough for me to buy in.

Because I believe in transacting 
business with my friertds.

Because I want to get what I buy 
when I pay for it.

Because my home dealer “carries” 
me when I am short.

Because every dollar I spend at 
home stays at home and works for 
the welfare of my community.

Because the man I buy from stands 
back of the goods.

Because I sell what I produce here 
at home.

Because the man I buy from pays 
his part of the town and county 
taxes.

Because the man I buy from gives 
value received always.

Because the man I buy from helps 
to support my school, my church, 
my lodge, my home.

Because when- ill luck, misfortune 
or bereavement comes, the man I buy

Donnell Thurston S tark, Age 8 months 
son of M r. and Mrs. O. W . S tark , 1470 
Lake Drive.

from is here with the kindly greeting, 
his words of cheer and his pocket 
book, if need be. Here I live and 
here I buy.

Remember, boys, August 2 is meet
ing night. Did you get that appli
cation filled out? Do it now.

Wm. D. Bosman.

Wafted Down From Grand Traverse 
Bay.

Traverse City, July 21—Senior 
Counselor, William F. Murphy has 
appointed as chairman of the enter
tainment committee this year one Sam 
Taylor and from all reports there is 
going to be something doing at our 
next annual picnic which will be held 
at Sutton’s Bay Saturday August 16. 
W ith the Tradesman’s kind permis
sion, we beg leave to slip this one over 
on you:
W e w ill leave  o u r ca re s  beh ind  us,

A nd in  th e  s p ir it of th e  day,
W e w ill jo in  in  th is  o u r p icnic 

In  th e  good old fa sh ioned  w ay.
W e w ill h av e  ou r fill of m elons 

A nd te m p eran c e  lem onade,
T h e re  w ill be no s tic k  p u t in  it  

F o r  w e know  how  i t  is  m ade.
If  dan c in g  is provided,

We w ill m ix up in th a t,  too.
F o r  ev e ry  resp ec tab le  k in d  of dance  

W e w ill be allow ed to  do.
G erm any  m a y  b o as t h e r  W illiam ,

A nd of h e r  conquests  sing,
B u t T ra v e rse  C ouncil’s W illiam ,

Is c e rta in ly  a  k ing .
Good n igh t, M urphy.

The P. M. R. R. again has made a 
slight change in the departure of some

of the trains leaving here. The early 
morning train for the south leaves at 
5:30 and the one going north at 5:15 
a. m.

The Hotel W hiting has changed 
hands. Joe Oberlin will succeed Harry 
Ohmer, and it is needless to state 
that Joe will give us one of the best 
hostelries in the North. Mr. Oberlin 
has been connected with hotels in the 
past and really needs no introduction, 
for he has a host of friends and cer
tainly a capable manager. Mr. Ohmer 
will be greatly missed among the boys, 

-  for he was always accommodating and 
it was his management that placed 
this hotel on its high standard. We 
are informed that he intends to spend 
some time in the West. Mr. Ohmer 
has made a great many friends while 
in our city and was always one of the 
boys. Best wishes for Harry and Joe.

Herman Hoffman, now holds the 
sales records for goods sold the past 
week.

Will some one favor the landlady of 
the hotel at Freesoil with the address 
of one Jim Goldstein. For some reas
on or another Jim did not settle for 
the last meal he ate in the house on 
his last trip in 1912. W e hope this 
was only an oversight.

Don’t forget that we will have regu
lar meeting next Saturday evening and 
some initations, too. We do hope 
Adrian Oole will be kind enough to 
bring the flag up to the Council Cham
ber. This flag was offered by John 
Quincy Adams, who was our Grand 
Counselor of Michigan last year, as 
a prize and, of course, Traverese City 
Council copped it. It is a beauty, too. 
All silk.

Mrs. B. J. Reynolds has returned 
from an extended visit to Dublin, 
Mich.

Grover Mapel, Marshall Field & 
Company’s representative, and family 
have returned from a visit to Liepsic, 
Ohio, and report a fine time. While 
down in that section Grover took a 
spin over to Chicago and paid the 
house a visit.

Those hotels which still maintain 
roller towels would confer a great 
favor on the boys if they would change 
film oftener.

A. F. Churchill, formerly merchant 
of Harlan, who recently engaged in 
the livery business at Tustin, met with 
a serious accident July 3, when the 
automobile in which he was riding 
turned turtle and a piece of the wind 
shield cut a gash in his leg, after 
which blood poisoning set in. He is 
now confined in the Cadillac hospital 
in a critical condition, but we hope 
for a speedy recovery.

John Cheney has been passing out 
some cigars. John is married.

Isadore Jacobs, manager of the local 
branch of the National Cash Register 
Co., is attending a convention of all 
the salesmen at the factory's head
quarters at Dayton, Ohio. We think, 
too, that possibly he will look for a 
photo of our pitcher, Holmquist, while 
in those parts.

Sam Taylor has been added to the 
selling force of the Hannah & Lay 
Milling Co. and will cover this ter
ritory in its interest. Sam is a good 
fellow and the milling company is to

be congratulated on obtaining his 
services. Fred C. Richter.

E t tu, Brute! Fred Richter has 
been accused—and duly vindicated— 
of nearly every crime in the calendar, 
but when he “drops” into poetry— 
or thinks he does—he certainly com
mits the unpardonable sin. The 
Tradesman has pleaded with its con
tributors with all the energy at its 
command to refrain from being 
tempted to indulge in the “fine frenzy 
rolling,” but its honor list is gradu
ally dwindling until now it includes 
only:

Frank S. Gainard.
J. H. Lee.
R. L. Hopkins.
Wm. D. Bosman.
On the other hand, see the list of 

culprits:
James M. Goldstein.
Guy Pfander.
T. F. Follis.
Fred C. Richter.
Chas. R. Foster.
The Tradesman hopes this disease 

is not contagious If it is, the pres
ent members of the honor roll should 
be inoculated with anti-poetry vac
cine without another moment’s delay.

Jaunty Jottings From Jackson. 
Jackson, July 21—Master Thomas 

Hanlon, son of Mr. and Mrs. T. J. 
Hanlon, met with a serious accident 
Thursday morning, while watching the 
Hagenback-Wallace show unload. In 
some way Thomas got under the 
wheels of a moving train and both 
feet were badly crushed. Mr. Hanlon, 
who was away, was located at Bay 
City and drove in an automobile to 
Lansing in order to get home Thurs
day evening. Mr. and Mrs. Hanlon’s 
many friends in this city and through
out the State will truly sympathize 
with them at this time.

Jas. W. McKee and wife had a de
lightful boat trip through the Georgian 
Bay and the Thousand Islands during 
vacation week.

Mr. and Mrs. A. W. Stitt, of Mon
roe, recently spent a few days in 
Jackson, calling on their many old 
friends and neighors. Mr. Stitt is 
Secretary of the paper mills at Mon
roe.

Geo. S. Hawes and family are spend
ing a few weeks at Clark’s Lake. Of 
course, George will have a supply of 
fish stories that will last until next 
summer.

Chas. F. Binder, the veteran meat 
dealer of Jackson, has always run an 
up-to-date market and enjoyed a large 
patronage. He has lately added to 
this up-to-date reputation of his by 
rebuilding and re-arranging office, 
counters and racks, all done in oak 
and richly finished.

John Harris, of the Henry H. Fenn 
Co., Chelsea, does not hurry back 
from dinner nowadays. You see, it 
is like this, he has a daughter and it 
is the first child.

“Partnership is a hard ship to sail 
in” is an old saying and is, undoubt
edly, often true, but not always. There 
are some model partnerships. Take 
the firm of Kyer & W hitker, grocers, 
Ann Arbor. A partnership was formed 
about four years ago, after careful
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consideration and planning by both 
parties. Each man assumed responsi
bility for certain departments of the 
business and each seemed adapted to 
his department. Mr. Kyer has charge 
of the office and he likes to talk about 
“system” in carrying out this end of 
the business and it is systematically 
conducted, too. He also buys the 
groceries, leaving the fruit and vege
table end to Mr. W hitker, which 
seems to keep him busy. Since taking 
hold of the business they have rebuilt 
the store building which they own and 
made improvements until they have 
a model store in every respect. It is 
understood by those who ought to 
know that their trade is certainly 
growing. Spurgeon.

Since receving the above letter, the 
Tradesman has been informed by Mr. 
Ganiard that the accident to the Han
lon lad resulted in his untimely death 
on Saturday evening.

Manufacturing Matters.
Saginaw—The Strable Manufactur

ing Co. is building an addition to its 
plant.

Evart— The American Logging 
Tool Co. is building an addition to its 
plant.

Detroit—Fire destroyed the I. L. 
Schemman & Co. plant and stock, 
July 16. Loss about $40,000.

Burr Oak—Fire completely de- 
stroved the plant .of the Burr Oak 
Creamery Co July 17. Loss about 
$2,000, partially covered by insurance.

Traverse City—The Michigan Wood 
Preserving Co. has increased its capi
tal stock from $5,000 to $150,000 and 
changed its principal office to Reed 
City.

Detroit—The Acme Cigar Co. has 
been organized with an authorized 
capital stock of $5,000, all of which 
has been subscribed, $1,000 being paid 
in in cash.

Saginaw—The Huron Timber Co. 
has been incorporated with an auth
orized capital stock of $45,000, all of 
which has been subscribed and paid 
in in cash.

Detroit—The Utility Compressor 
Co. has been incorporated with an 
authorized capital stock of $100,000, 
of which $55,100 has been subscribed 
$100 being paid in in cash and $15,000 
in property.

Detroit—The Universal Sand & 
Gravel Co. has been incorporated with 
an authorized capital stock of $30,000 
of which $21,000 has been subscribed 
$6,500 being paid in in cash and $14,- 
500 in property.

Detroit—The Barnes W ire Fence 
Co. has been incorporated under the 
same stye, with an authorized capital
ization of $10,000, of which $7,500 has 
been subscribed, $2,500 being paid in 
in cash and $5,000 in property.

Detroit—The Olympia Candy Co. 
has been merged into a stock company 
under the style of the Olimpia Candy 
W orks, with an authorized capital 
stock of $5,000, which has been sub
scribed, $1,000 being paid in in cash 
and $4,000 in property.

Battle Creek—The Castle Lamp Co., 
which has maintained a factory here 
for nearly two years, employing 300 
men, will within the next two or three 
weeks move to Toledo, according to

announcement by officials of the com
pany. The W illis-Overland Co., of To
ledo, has purchased the assets of the 
lamp company, hence the removal of 
the machinery and stock to that city.

Howell—The new milk factory was 
so far completed that milk was re 
ceived and condensed there exactly 
sixty days after the big fire that de
stroyed the plant. Only the ma
chinery for condensing has been 
placed and the product will be sent 
to Lansing to be canned. The north, 
end of the factory has been enclosed 
and completed but the larger part of 
the main building is yet to be built.

Masonville—Announcement is made 
that the Escanaba Lumber Co., whose 
factory was destroyed by fire last 
year, will build a double band saw
mill, with all its accessories, at Pike 
Lake, on the Soo line, at which sta
tion it will erect a large boarding 
house and 50 cottages. This location 
is convenient to the company’s tim
ber supply. The decision of the com
pany appears to mark the final decay 
of old Masonville, once the seat of 
Delta county government, but now 
practically a deserted village.

Newberry— William Horner, a 
manufacturer possessing ample cap
ital and long experience in the busi
ness, will engage in the hardwood 
flooring business here. Mr. Horner 
for years operated a flooring factory 
at Reed City, where he built up a 
large trade. The plant at Newberry 
will be even larger and more mod
ern than the one at Reed City. The 
building will be made fireproof, con
structed of steel and concrete, and 
the machinery will be driven by elec
tricity generated in its own power 
plant. The growing scarcity of hard
wood timber in the lower part of 
the State and the constantly increas
ing demand for hardwood flooring has 
induced Mr. Horner to seek a new 
field where there is an abundant sup
ply of raw material.

Why Travelers Like Grand Rapids.
Detroit, July 17—While in Grand 

Rapids, that busy furniture town, this 
week, I was greatly surprised to have 
a porter at one of the leading hotels 
there refuse to take a tip when he 
took my baggage from my room. I 
asked for an explanation and he brist
led right up and said that he was get
ting living wages and was above such 
kind of business. Traveler.

After being closed since the local 
option was voted, four years ago, the 
hotel in Springport will be re-opened. 
Samuel McClellen, administrator of 
the Ferris estate, has leased the 
building to Lloyd Carpenter, who has 
conducted a pool and billiard room. 
The building is being put in good 
shape and a good hotel is expected. 
It will open about August first.

Industry doesn’t mean working 
one’s head off while the boss is look
ing and then jollying the stenograph
er as soon as his back is turned.

The meek shall inherit the earth 
after the trusts are through with it.

The man who hitches his wagon to 
a star is liable to get his bumps.

CLOVERLAND

Zephyrs from the Upper Peninsula of 
Michigan

July 21—W ilbur S. Burns, of Grand 
Rapids, representing Oak Leaf soap, 
is on the territory “cleaning it up" 
with his old time vigor, and the fel
low who has an order lying round 
anywhere will have “to go some” to 
get by Wilbur. We are always glad 
to see “Windy W ilbur” and we always 
catch a little of his enthusiasm and 
we generally leave him with a little 
greater inspiration to sell goods.

We met the happiest traveling men 
who ever caried a grip, this morning, 
the ever jolly, ever good natured Mar
tin Behner, looking not a bit worse 
for his recent automobile accident. 
He was on his way to the copper 
country on one of his regular month
ly trips, a territory he has been mak
ing for nearly forty years, and where 
every man, woman and child is his 
friend and where his name is a house
hold word, as he is the personification 
of mirth and jollity. He paused long 
enough between trains to inform us 
that he had enriched the coffers of 
the Tradesman just a dollar’s worth. 
He knows a good thing when he sees 
it.

We regret to announce that Ed 
Betts has resigned his position as 
book-keeper at the fine general store 
of W. II. Oakley, at Covington, to 
accept a position as general clerk 
with the Kenton Store Co., at Ken
ton. He is to be replaced by Mrs. 
Hansky, a former valued employe of 
Mr. Oakley, who resumes the posi
tion after a lapse of three years.

The Chicago & Northwestern Rail
road Co. has recognized the advan
tages that Cloverland possesses as a 
coming agricultural proposition by 
the issuance of a neat 38 page pamph
let exploiting the resources of the 
region. The pamphlet is most inter
esting, containing reproductions of 
harvest scenes, growing crops, prize 
dairy cattle, trunk highways, orchards, 
small fruits, exhibits of vegetables, 
truck farms, poultry, fine farm barns, 
creameries, cozy farm houses, etc. The 
five branches of Cloverland’s farming 
industry are treated in a very thor
ough manner, which are fruit grow
ing. dairy farming, truck farming, 
sugar beet raising, and potato grow
ing. It brings out Cloverland’s close 
proximity—only 300 miles—to a m ar
ket of 8.000,000 of people and shows 
what a splendid point of vantage 
Cloverland possesses in this respect. 
Her unequaled roads, her colleges, 
her school system—as good as there 
is in the land—are all taken proper 
cognizance of. H er advantages af
forded by her splendid and various 
water powers, both developed and 
under process of development, are 
also pointed out.

The old legend that the great Cal
umet & Hecla mine, probably the 
most famous copper mine in the 
United States, was discovered through 
the accidental rootings of a hog, has 
been verified recently by Paul P. 
Roehm, probabty now Calumet’s old
est resident, having come here before 
Calumet had any mine, and when it 
was nothing more than a stopping

place between Houghton and Eagle 
Harbor. This was previous to the 
days of the philanthropic mining com
pany, which has provided for its 45,- 
000 population free libraries, hospitals, 
almost free modern bath houses and 
every other convenience to make its 
community both happy and contented. 
Prior to 1856, says Mr. Roehm, there 
was not a single building in Calumet 
and the place wasn’t thought of. Ed
win J. Hulbert, seemingly a natural 
born geologist and explorer, was 
agent of the Huron mine. He de
voted his time and energies to the 
study of new formations, with a view 
to ascertaining their commercial value. 
He numbered among his friends 
“Bill” Royal, Amos Scott and Rich
ard Pascoe, who were men who de
lighted in the outdoor life and their 
friendship for Hulbert led them to 
report any unusual rock formation to 
him. Near the site of what is now 
known as No. 4 Calumet shaft was an 
immense pine tree which designated 
the forks in the road. The site 
seemed an ideal one for a road house, 
and Mr. Hulbert assisted his friend, 
Bill Royal, to secure a tract of land, 
200 feet square, which included the 
present No. 4 shaft, upon which to 
build such a road house. This was 
in 1865. He had his residence ready 
for occupancy that fall. His family 
being large and the spot isolated and 
business not yet established, he had 
to figure to live close to nature, so a 
part of the equipment was a supply 
of pigs to fatten and kill for pork for 
the winter. By December only one 
pig remained, having all given up the 
ghost via. the butcher’s knife. This 
pig had become almost as wild as a 
deer, and having an intuition of what 
Mr. Royal’s designs upon his life were, 
he refused to be caught. One day 
Dr. Ashweyler, then of the old Del
aware mine, happened along and 
while the meal was being prepared, 
volunteered to shoot the hog. The 
offer was accepted, but the hog 
withstood the first shot and sought 
safety in a brush heap. The hunter 
and Royal followed it and, pulling 
away the brush, discovered that the 
pig had in its rooting uncovered a 
solid rock formation of a peculiar 
greenish color. This was, of course, 
reported to Hulbert and, after inves
tigation, it proved to be the outcrop
ping of the now world-famous Calu
met conglomerate and the Calumet 
& Hecla mine, the greatest copper 
mine in the world had been discov
ered by a hog.

The Ontonagon strawberry crop 
this year v/as very far below the aver
age of other years, much to our per
sonal humiliation and disappointment, 
as for the past year we had planned 
to demonstrate to some outside par
ties that the Upper Peninsula could 
and did raise strawberries of a super
ior quality and possessing a distinc
tive flavor. Unfortunately, we carried 
out our plan before we had any 
knowledge that the crop this year was 
an off one. It is simply an off sea
son, we humiliatingly admit, and we 
will yet “make good” on the dem
onstration. Ura Donald Laird.
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Michigan Board of Pharmacy. 
P res id en t—Jo h n  J . Cam pbell, P igeon. 
S ec re ta ry —W . E . Collins. Owosso. 
T re a su re r—E dw in  T. Boden, B ay  City. 
O th e r M em bers—E . E . F au lk n e r, D el- 

ton ; C harles  S. Koon, M uskegon.

Michigan State Pharmaceutical Associa
tion.

P re s id e n t—H en ry  R iechel, G rand  R a p 
ids.

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

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

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

F re m o n t; E d . W . A ustin , M idland; C. 
S. Koon, M uskegon; R . W . C ochrane, 
K alam azoo ; D. G. Look, Low ell; G ran t 
S tevens, D e tro it.

Michigan Pharmaceutical Travelers’ A s
sociation.

P re s id e n t—F . W . K err, D etro it. 
S e c re ta ry -T re a su re r—W . S. L aw ton. 

G rand  R apids.

Grand Rapids Drug Club. 
P re s id e n t—W m . C. K irch g essn er. 
V ice -P res id e n t—E . D. D e L a  M ate r. 
S ec re ta ry  an d  T re a su re r—W m . H . 

T ibbs.
E xecu tiv e  C om m ittee—W m . Q uigley, 

C h a irm an ; H e n ry  R iechel, T h e ro n  F o rbes .

Holding the M irror Up to the 
Druggist.

How does my store look from up 
and down and across the street? 
Would a stranger instantly spy it out 
as a drug store? If so, does it give a 
first impression of cleanliness, thrift, 
and up-to-dateness? Can not the out
side appearance perhaps be greatly 
improved at small labor and expense? 
A little paint might well be applied 
and a few' faded, rusty, torn or brok
en signs be taken away, etc. Are my 
window displays attractive, season
able and frequently changing, or have 
the same displays been there for 
weeks, probably toppled over now and 
adorned with dead flies and dirt? You 
know the inside of a store is very 
often guessed at by its outside ap
pearance. Does my store look pleas
ing from the street? Does it have 
that power to make people want to 
come inside?

Step inside of my store! W hat is 
the first impression? Does it have the 
appearance of a crowded and confused 
junk shop with a stuffy, stale odor, 
accumulations of dirt and disorderly 
arrangement of furniture and stock? 
O r does the visitor find a bright, 
clean, cheery store with pleasing dis
tribution of fixtures and a clean stock 
in attractive display? Can I not keep 
the stock cleaner and display it bet
ter, take down a lot of ancient signs 
and decorations, dig the dirt out of 
the corners, etc.? Can I not, make 
my store so attractive and display my 
stock so forcibly that many a custom
er will go away with more than his 
or her intended purchase? Something 
else that is needed may be called to 
his mind or a new desire created by 
the prominent display of goods not 
before noticed by the customer. Fre
quent changes of displays inside the

store keep alive in customers a spirit 
of interest and curiosity.

How About Service?
How are customers met in my 

store? A very vital point, that point 
of service. Does the clerk go to meet 
the customer or does the customer 
have to hunt the clerk? Is a quiet 
word of welcome accorded the cus
tomer and a pleasant enquiry made as 
to his or her wants? Or is the atti
tude apt to be one of indifference? Is 
a spirit of annoyance shown if the 
customer asks questions, ponders a 
while and then does not buy? If a 
special brand of article (which I have) 
is definitely asked for, do I run the 
risk of dissatisfying and possibly dis
gusting by trying to force off some
thing else? If the brand asked for is 
not in stock, do I let the customer go 
without showing a desire and perhaps 
without making an effort to show 
other brands of similar goods? Do I 
take occasion, when possible, to call 
attention to special displays of goods 
about my store and thus build up and 
sustain in the customer’s mind a 
knowledge of my stock? Do I handle 
all customers exactly alike or do I try 
to study and know the characteristics 
of the individual that I may be better 
able to serve? Do I send every cus
tomer away writh the pleasant recol
lection that, although I did not have 
what was wanted, pleasing courtesy 
and prompt attention was accorded?

How About the Stock?
How does my stock reflect? Take 

a bird’s eye view. Is the stock on 
display or largely tucked away out 
of sight? Study the stock in detail. 
Is it moulded to fit as closely as pos
sible the classes of people I serve or 
does it show too prominently the in
fluence of my personal likes and dis
likes? Does the stock show a maxi
mum of live goods or is it water
logged wdth dead stuff unsuited to my 
trade? Do I go over the different de
partments at regular intervals to weed 
out the dead stuff and plan for un
loading it? Do I make careful note 
of standard goods moving slowly and 
plan to stimulate the demand? Is the 
stock quite complete in variety and 
up-to-dateness? Are new lines judi
ciously added from time to time to 
keep up with the changing life of the 
people and to create new desires? 
How often does my stock fail to con
tain the wish of a customer? To 
properly keep a druggist’s stock com
plete, up-to-date and out of a rut, a 
systematic method of keeping tab on 
it is absolutely demanded. The sys
tem can be very simple, too. Are 
quantities in my stock kept trimmed 
close to trade demands and to turning 
periods of profitable length? O r am

I overstocked in many lines because 
I was blinded by a salesman’s large 
quantity talk and was unmindful of 
my present and probable trade on the 
goods, the probable length of turning 
period, perishability of the goods, etc? 
Am I not inclined occasionally to buy 
some useless stuff or overstock even 
in standard lines because I hate to 
let the salesman go away without an 
order? My customers very seldom 
buy what they don’t want or need, 
just to help me out. And, by the way, 
do I know my stock so I can talk 
about it intelligently? Do I lo'-k over 
the different lines as much as I should 
or could, to learn the strong selling 
points? Do my clerks try  to learn 
about the goods or do they iust know 
where to find them? Salesmen and 
the firms they represent are only too 
glad to give all the information they 
can about the goods they make.

How About the Advertising?
Selling points bring to mind the ad

vertising department, the purpose of 
which is to make my store seem wide 
awake and alive, to continually a t
tract attention to my stock by store 
display, store service and printer’s ink. 
Returning to window displays. A t
tractive store windows are valuable 
salesmen. They are silent salesmen 
that sell the goods they display and 
by their constant attractiveness draw 
people to their store. Do I get the 
excellent pulling window displays 
many manufacturers will furnish me? 
Do I thoughtfully work up special dis
plays of my own, especially of goods 
that are slow to move? Do I change 
the displays frequently? Am I mak
ing as much use of printer’s ink as I 
should? This is an age of printed ad
vertising, printed advertising that 
sells.. There is the judicious use of 
neat, forceful and timely cards about 
the store, the occasional mailing of 
seasonable literature and letters to a 
well-selected list of customers, the en
closing of literature in packages and 
the regular intelligent use of the lo
cal newspapers. Am I taking full and 
intelligent advantage of manufactur
er’s co-operation in this direction? 
The word “intelligent” is used because 
some of the literature offered for dis
tribution would kill the game. Much 
of it is very good, however, and 
should be used. How about my news
paper advertisements? Am I running 
them just to help the paper or to get 
me business? Newspaper advertising 
pays the druggist. That is, if he says 
something in his advertisements. If 
a customer came into my store and I 
wanted to interest him in talcum pow
der, I would not just shout, talcum 
powder! I would talk about the soft, 
smooth texture, the purity, the deli
cate odor, the convenience of the 
shaker can, the price, etc. Do the 
same in your printed advertisements. 
At least tell the name of the article 
and the price. Make the advertise
ments alive, seasonable and distinc
tive. Change copy every week fat 
least, and oftener if possible. The 
best thing a druggist can do, espec
ially the smaller druggist,, is to sub
scribe to the service of one of the 
good retail druggists’ advertising com
panies. At a nominal monthly cost

they give invaluable assistance in any 
branch of retail advertising.
How About the Prescription Dept.?

W ander into my prescription de
partment. Is the m irror clean or be
fogged? Is the compounding room 
neat, bright and clean, or is it guard
ing the dirt and rubbish of ag'-i and 
from daily drippings and droppings 
shrouded in an impenetrable and filthy 
chemical crust? Am I going after the 
prescription business as hard as I 
should? Am I doing anything to 
keep fairly well abreast of modern 
progress in pharmacy or did I stop 
studying pharmacy when I left the 
pharmacy school? Am I faithful to 
that confidence which the medical pro
fession and the public have in my 
pharmaceutical work? Am I using 
the purest ingredients obtainable or 
does price come before quality in my 
buying of drugs? Do I insist on and 
check up accuracy in compounding? 
In short, am I giving the prescription 
and general medical supply depart
ment the proper attention? My s(ore 
is called a drug store.

Again, the doing that makes a suc
cessful retail drug business is the 
thinking that makes scholars. The 
thinking that analyzes and constructs. 
The thinking which, in the m irror of 
the past and present, analyzes a busi
ness and builds it stronger. Every 
druggist can, by applying such thought 
to his business in an unprejudiced 
manner, make this his banner year. 
Many are doing it. Many more will 
do it. Be one of them.

A. W. Fergason.

“M otorist” Liquid Soap.
The following recipe for a liquid 

soap, though originally intended for 
the use of those who have to do with 
the “working parts” of motor cars, will 
be welcomed also in the pharmacy, 
where one often has to “soil one’s 
hands.” It can be readily prepared, 
at a 'nom inal cost, and should prove 
very useful. Three pounds soft soap 
and one pint of turpentine, are the 
proportions given, and the manner 
of making it is quite simple. The 
soap is melted, and removed from 
the lire, and the turpentine is added 
little by little, stirring it well after 
each addition. W hen cold it is ready 
for use. A small piece well rubbed 
into the hands, and a rinse in warm 
water, will be found to remove the 
most obstinate stains.

Formaldehyde Solution to Destroy 
Flies.

The investigation of Profs. Trillat 
and Legendre confirm the statements 
of Delamere that formaldehyde solu
tions are useful fly poisons. It is not 
the vapor which is active, but the so
lution itself when ingested. They find 
that a mixture of commercial formal
dehyde solution, 3; milk, 4; and water. 
13; exposed in flat, shallow dishes, is 
the best poison. The dead flies are 
found not in the liquid, but scattered 
round about the containing vessel for 
a considerable distance. They recom
mend watering stables, dairies, and 
similar fly-infested places with a solu
tion of skim milk containing 10 per 
cent, of formaldehyde solution.
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WHOLESALE DRUG PRICE CURRENT
Acids

A cetic  ................... 6 @ 8
Boric ................... 10 @ 15
C arbolic .............. 23 @ 27
C itric  .................. 52 @ 60
M u ria tic  ............... 1%@ 5
N itric  ..................... 5*4® 10
O xalic ................... 13 @ 16
S ulphu ric  ............ 1%@ 5
T a r ta r ic  ............... 38 @ 42

Ammonia
W a te r , 26 deg. . . 6*4® 10
W a te r , 18 deg. . . 4*4@ 8
W a te r  14 deg. . . . 3*4@ 6
C arb o n a te  .......... 13 @ 16
Chloride ............ 12 @ 15

Balsams
C o p a i b a ............ 75@1 00
F ir (C an ad a) . . 1 75@2 00
F ir  (O regon) . . . .40® 50
P eru  ......................... 2 25 @2 50
Tolu ..................... 1 25@1 40

B erries
Cubeb ..................... 65@ 75
F ish  ......................... 15® 20
Ju n ip e r  ................... 6® 10
P rick ley  A sh . . . @ 50

Barks
C assia  (o rd in a ry ) 25
C assia  (S aigon) 65® 75
E lm  (pow d. 25e) 25® 30
S a ssa fra s  (pow . 30c) @ 25
Soap (pow d. 25c)1 ® 15

Extracts
Licorice ................. 24® 28
L icorice pow dered  25® 30

Flowers
A rn ica  ................... 18@ 25
C ham om ile (G er.) 25@ 35 
C ham om ile (R om .) 40® 50

Gums
A cacia, 1st ........... 40® 50
A cacia, 2nd ..........  35® 40
A cacia, 3d ............... 30® 35
A caccia, S o rts  ___  @ 20
A cacia P ow dered  35® 40 
A loes (B arb . P ow ) 22® 25 
A loes (C ape P ow ) 20® 25 
A loes (Soc. Pow d.) 40® 50 
A sa fo e tid a  . . . .  1 00® 1 25 
A safoetida, Pow d.

Pure ............ @1 00
U. S. P . Pow d. @1 50

C am phor ............... 55® 60
G uaiac ................... 35© 40
G uaiac, P ow dered  40® 50
K ino ......................... @ 40
K ino, P ow dered  . .  @ 4 5
M yrrh  ....................... @ 40
M yrrh , P ow dered  . @ 50
O pium  ................. 7 25@7 50
O pium , Pow d. . .  9 15@9 35 
O pium , G ran . . .  9 25@9 50
S hellac ............... 25® 30
Shellac, B leached  30® 35 
T ra g a c a n th  N o. 1 1 40@1 50 
T ra g a c a n th . P ow  60® 75 
T u rp e n tin e  ........... 10® 15

Leaves
B uchu ................... 1 85@2 00
B uchu, P ow d. . .  2 00@2 25
Sage, bulk  ........... 18® 25
Sage, %s Loose. 20® 25 
Sage, P o w d e re d .. 25® 30
Senna, A l e x ........... 25® 30
S enna, T in n ........... 15® 20
Senna, T lnn , Pow . 20® 25
U va U rsi ............... io@  15

Oils
A lm onds, B itte r ,

t ru e  ............... 6 00@6 50
A lm ond, B itte r ,

a r t i f i c i a l ........... @1 00
A lm onds, S w eet,

t ru e  ............... 90® 1 00
A lm ond, Sw eet,

im ita tio n  . . . .  40® 50
A m ber, c ru d e  . . .  25® 30
A m ber, rectified  . 40® 50
A nise ................... 2 25 @2 50
B erg am o n t ........  @8 00
C a jep u t ............... 75® 85
C ass ia  ............... 1 50@1 75
C asto r, bbls. and

can s  ........... 12*4® 15
C edar L e a f ........... @ 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
C otton  Seed . . . .  70® 85
C ro ton  ..................  @1 <0

C ubebs ................... @4 50
E rig e ro n  ............... @2 50
E u c a ly p tu s  ........  75® 85
H em lock, p u re  . .  @1 00
Ju n ip e r  B e rrie s  . .  @1 25
Ju n ip e r  W ood . .  40® 50
L ard , e x t r a  ......... 85 @1 00
L ard , No. 1 . . . .  75® 90
L av en d er F low ers  @4 00
L avender, G arden 85 @1 00
Lem on ................. 5 50@6 00
I.inseed , boiled bbl 51
L inseed , bid. le ss 55® 60
Linseed , ra w  bbls. @ 50 
L inseed , ra w  less 54® 59
M usta rd , tru e  . .4  50@6 00 
M u sta rd , a r t if i’l 2 75@3 00
N ea tsfo o t ........... 80® 85
Olive, p u r e ......... 2 50@3 50
Olive, M alaga,

yellow  ........... 1 60® 1 75
Olive, M alaga,

g reen  ..........  1 50® 1 65
O range, sw e e t . .4  75@5 00 
O rganum , p u re  1 25® 1 50 
O riganum , com ’l 50@ 75
P e n n y r o y a l ........  2 25 @2 50
P e p p e rm in t .........’ @3 75
Rose, p u re  . . .  16 00@18 00
R osem ary  F low ers  90® 1 00 
S andalw od, E . I. 6 25@6 50 
S a ssa fra s , tru e  80® 90
S assa fra s , a r t if i 'l  45® 50
S p ea rm in t ......... 6 00® 6 50
S perm  ................. 90® 1 00
T a n sy  ................... 4 75®5 00
T ar, U S P  ............  25® 35
Turpentine, bbls. @49*4
Turpentine, less 55® 60 
Wintergreen, true @5 00
Wintergreen, sweet

b irch  ........... 2 00@2 25
W in te rg ree n , a r t ’l 50® 60
W orm seed  ........... @6 00
W orm w ood ........  @8 00

D ig ita lis  .................
G en tian  .................
G inger ...................
G uaiac ...................
G uaiac  A m m o n ...
Iod ine ....................
Iodine, Colorless
Ipecac  .....................
Iron , clo...................
K ino .......................
M yrrh  .....................
N ux  V om ica . . . .
O pium  ....................
O pium  Cam ph. ..  
O pium , D eodorz’d 
R h u b arb  ................

@ 60 
@ 60 
@ 95 
@1 05 
@ 80 
@1 25 
@1 25 
® 75 
@ 60 
@ 80 
@1 05 
@ 70
@2 00 
@ 65
@2 25 
@ 70

P a in ts
L ead, red  d ry  7® 10 
Lead, w h ite  d ry  7® 10 
L ead , w h ite  oil 7® 10 
O chre, yellow  bbl. 1 @ 1*4 
O chre, yellow less 2 ® 5
Putty ............ 2*4® 5
R ed V enetian  bbl. 1 @ 1*4 
R ed V en e t’n, le ss 2 @ 5
S h ak er, P re p a re d  1 40®1 50 
V erm illion, E ng . 90@1 00 
V erm illion, A raer. 15® 20
W hitin g , bbl........... i@  \x/„
W h itin g  ..................... 2® 5

Insecticides
A rsen ic  ...................
B lue V itrol, bbl. 
B lue V itro l less 
B ordeaux  M ix P s t  
H ellebore, W h ite  

pow dered  . . . .  
In sec t P ow der . .  
L ead  A rse n a te  . .  
L im e & S u lphu r 

Solution, gal. 
P a r is  G reen  . . . .

6® 10
@ 6*4

7® 10
8® 15

15® 20
20® 35
8® 16

15® 25
15® 20

Potassium
B icarb o n a te  . . . .  15® 18
B ich ro m ate  . . . .  13® 16
B r o m id e ............... 45® 55
C arb o n a te  ......... 12® 15
C hlora te , x ta l  and

pow dered  . . .  12® 16
C h lo ra te , g ra n u la r  16® 20
C yanide ................. 30® 40
Iodide ................... 2 85@2 90
P e rm a n g a n a te  . .  15® 30
P ru s s ia te  yellow  30@ 35 
P ru ss ia te , red  . .  50® 60
S u lp h a te  ............... 15® 20

Roots
A lk an e t ................. 15® 20
Blood, pow dered  20® 25
C alam us ............... 35® 40
E lecam pane, pw d. 15® 20 
G en tian , pow d. . .  12® 16 
G inger, A frican ,

pow dered  . .  15® 20
G inger, J a m a ic a  20® 25 
G inger, Ja m a ic a ,

pow dered  . . . .  22® 28 
G oldenseal, pow d. @6 00 
Ipecac , pow d. . .  2 75®3 00
L icorice ............... 14® 16
L icorice, pow d. 12® 15
O rris , pow dered  25® 30
Poke, pow dered  20® 25
R h u b a rb  ........... 75® 1 00
R hu b arb , pow d. 75@1 25 
R osinw eed, pow d. 25® 30 
S a rsap a ril la , H ond.

g ro u n d  ........... @ 50
S a rsa p a ril la  M exican,

g ro u n d  ........... 25® 30
Squills ................... 20® 35
S'quills, pow dered  40® 60 
T um eric , pow d. 12® 15
V ale rian , pow d. 25® 30

Seeds
A nise ................... i5@ 20
A nise, pow dered  22® 25
B ird , Is  ................. 7® 8
C an a ry  ................... 7® 10
C araw ay  ............... 12® 18
C ardam on  ........  1 75@2 00
C elery  ..................... 55® 60
C orian d er ........... 10® 15
Bill ......................... 18® 20
F en n e ll ................... ®  30
F la x  ............  4® g
F lax , g round  ___  4@ 8
F oenug reek , pow. 6@ 10
H em p ........................  5® 7
L obelia  ................... @ 50
M usta rd , yellow  9® 12
M usta rd , b lack  . .  9® 12 
M u sta rd , pow d. 20® 25
P oppy  ................... 15® 20
Q uince ................... @1 00
R ape ..................... 6® 10
S abad illa  ............... 25® 30
S abad illa , powd. 35 @ 45
Sunflow er ........... 6® 8
W orm  A m erican  15@ 20 
W orm  L e v a n t . .  40@ 50

Tinctures
A conite  .................
A loes .......................
A rn ica  ...................
Asafoetida .........
B elladonna ...........
B enzoin  .................
B enzoin Com pound
B uchu  ...................
C a n th a rad ie s  . .  .
C apsicum  ............
C ardam on  . . . . . .
C ardam on , Comp.
C atechu  .................■
C in c h o n a ...............
C olchicum  .............
C ubebs .................

m iscellaneous
A cetan a lid  ........... 30® 35
•^11um  ....................... 3®  5
A lum , pow dered  and

g ro u n d  ........... 5® 7
B ism u th , Subn i-
„  t r a t e . .......   2 10@2 25
B orax  x ta l  or

pow dered  . . .  6® 12
C an th a rad ie s  po. 1 30® 1 50
C alom el ............... 1 20@1 30
C apsicum  ............. 20® 25
C arm ine  ............... @3 50
C assia  B uds . . . .  @ 40
Cloves ................. 30® 35
G nalk P re p a re d  . .  6® 8*4 
C halk  P re c ip ita te d  7® 10
C hloroform  ......... 38® 48
C hloral H y d ra te  1 00@1 15
Cocaine ......... 3 70@3 90
Cocoa B u tte r  ____ 50® 60
Corks, list, less 70% 
C opperas bbls. cw t @ 85 
C opperas, le ss . . .  2® 5
C opperas, Pow d. 4® 6
C orrosive Sublm . 1 20@1 30 
C feam  T a r ta r  . .  28® 35
C uttlebone ........... 25® 3o
D ex trin e  ............... 7® 10
D o v e rs  P o w d er 2 00@2 25 
E m ery , all N os. 6® 10
E m ery , pow dered  5® 8
E psom  S alts, bbls @ 1*4 
E psom  S alts, le ss 2*4@ 0
£ r &°t ................... 1 50®1 Va
L rg o t, pow dered  1 80@2 00
.f lak e  W h ite  ........  12® 15
F orm aldehyde  lb. 10® 15
G am bier ............... 6® 10
G ela tine  ................. 35® 45
G lassw are, fu ll c a ses  80% 
G lassw are , less 70 & 10% 
G lauber S a lts  bbl. @ 1
G lauber S a lts  le ss 2® 5
Glue, b row n . . . .  n @  15 
Glue, b row n g rd  10® 15
Glue, w h ite  ........  15® 25
Glue, w h ite  g rd  15® 20
G lycerine ............. 23® 30
H ops ....................... 50® 80
i n!?igo ...................... 85 @1 00
Iodine ..................  3 75 @4 00
Iodoform  ............  4 80@5 00
L ead  A ce ta te  ___  12® 18
L ycopdium  ........... 60® 75
M ace ....................... 80® 90
M ace, pow dered  90® 1 00
M enthol ............. 9 75 @10 00
M ercu ry  ................... 75® 85
M orphine, a ll b rd  4 55 @4 80
N ux  V om ica ___  @ 10
N ux  V om ica pow  @ 15 
P epper, b lack  pow  20® 25
P ep p er, w h ite  . .  25® 35
P itc h , B u rg u n d y  10® 15
Q u assia  ................. 10® 15
Q uinine, all b rd s  23*4® 35 
R ochelle S a lts  20® 26
S acch arin e  ___  2 00@2 20
S a lt P e te r  ........... 7*4® 12
Seld litz  M ix tu re  . .  20® 25
Soap, g reen  ___  15® 20
Soap, m o tt c a s tile  10® 15
Soap, w h ite  ca stile
„  case  ............... @6 25
Soap, w h ite  castile

less, p e r  b a r  @ 68
S oda A sh  ............... 1*4® 5
Soda B ic a rb o n a te  1*4® 5
Soda, S al .................  1 an 1
S p irits  C am phor . .
S u lphu r ro ll . .
S u lp h u r Subl. . .
T a m arin d s  ........... 10® 1
T a r ta r  E m e tic  . .  40® 6 
T u rp e n tin e  V enice 40® 5 
V an illa  E x t. p u re  1 00@1 5 
W itc h  H aze l . . . .  65® 1 0 
Z inc  S u lp h a te  . . . .  7® 1

G rand R a p id s. HAZELTINE & PERKINS DRUG CO.

The largest and most complete line of Holiday Samples 
we have ever shown is now in charge of our Mr. W. B. 
Dudley at Saginaw, Michigan. We urge you to be an early 
buyer.

Our Home—Comer Oakes and Commerce

■1ERICAN BEAUTY” Display Case No. 412-one 
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
of goods, and adopted by the most progressive stores of America. 
GRAND RAPIDS SHOW CASE CO., Grand Rapids, Michigan

T h e  Largest Show  Case and S tore Equipm ent Plant in  th e  W orld 
Show Rooms and Factories: N ew  Y ork. G rand Rapids. Chicago, Boston, Portland

FOOTE &  JE N K S’ COLEMAN’S ~ b r a n d , 

Terpeneless Lemon and High Class Vanilla
Insist on getting Coleman s Extracts from your jobbing grocer, or mail order direct to

FOOTE & JENKS, Jackson, Mich.

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

TRADESMAN COMPANY, Grand Rapids, Mich.
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GROCERY PRICE CURRENT
These quotations are carefully corrected weekly, within six hours of mailing, 

and are intended to be correct at time of going to press. Prices, however, are 
liable to change at any time, and country merchants will have their orders filled 
at market prices at date of purchase.

ADVANCED DECLINED
Corn
H ay Flour, Ceresota 

Paraffine Candles

Index to Markets
By Columns

Col.
A

A m m onia  .................. . . .  1
A xle G rease  ............ 1

B
B aked  B ean s  .......... 1
B ath  B rick  ................ . . .  1
B lu i n g .......................... . . . .  1
B re a k fa s t Food . . . . 1
B room s ....................... 1
B ru sh es  ....................... 1
B u tte r  Color ............. 1

C
C a n d le s ........................ . . . .  1
C anned  G oods .......... . . .  1-2
C arbon O i l s ............... 2
C atsu p  ......................... 2
C h e e s e .......................... . . .  3
C hew ing  G um  ........ 3
C hicory  ....................... 3
C hocolate  ................... 3
C lo thes L ines  .......... 3
C ocoa ........................... 3
C ocoanu t .................... 3
Coffee ........................... 3
C onfections .............. 4
C racked  W h e a t ___ . . .  5
C rac k ers  ....................
C ream  T a r ta r  .......... 6

D
D ried  F ru its  ............. 6

F
F arin aceo u s Goods . 6
f i s h in g  T ack le  ........ . . .  • 6
F lav o rin g  E x tra c ts  . 7
F lo u r  an d  F e e d ........ . . .  7
F ru i t  J a r s  .................. 7

G
G ela tine  ....................... 7
G rain  B ag s ................ . . .  7

H
H e rb s  ........................... 7
H ides  an d  P e lts  . . . . . . .  8
H o rse  R ad ish  ........... 8

J
J e lly  ............................. 8
Je lly  G lasses ............ 8

M
M apleine ...................... 8
M ince M eat ............... 8
M olasses ....................... . .  8
M u sta rd  ....................... 8

N
N u ts  .............................

O
O lives ............................. 8

P
P ick les  ........................... . .  8
P i p e s .................
P lay in g  C ards
P o ta s h  .............
P ro v is ions  . . . .

R i c e ...............
Rolled O ats

8
S alad  D r e s s i n g ............... 9
S a le ra tu s  .........................  9
S al S oda ...........................  9
S a lt ...................................  9
S a lt F ish  ...........................  9
Seeds ..................    10
Shoe B lack ing  ............... 10
Snuff .................................  10
Soap ...................................  17
Soda ...................................  10
S pices .................................  10
S ta rc h  ............................... 10
S y ru p s  ...............................  10

T ab le  S auces  .................  10
T e a  .....................................  10
T o b a c c o ................. 11, 12, 13
T w ine  .................................  13

V in eg a r .............................  13
W

W lck ln g  ...........................  i s
W oodenw are  ................... IS
W rap p in g  P a p e r  ............ 14

T e a s t  C ake . ...................  14

AMMONIA
Doz.

12 oz. ovals 2 doz. box 75 
A X L E  G REA SE 

F ra z e r ’s
lib . w ood boxes, 4 doz. 3 00 
l ib  t i n ' boxes, 3 doz. 2 35 
3% lb tin  ~oxes, 2 doz. 4 25 
101b. pails, p e r doz. . .  6 09 
151b. pails, p e r  doz. . .  7 20 
251b. pails, p e r  doz. ..1 2  00 

BA K ED  BEA N S 
No. 1, p e r  doz. ..45@  90
No. 2, p e r  doz.......... 75@1 40
No. 3, p e r  doz. ...85<g>l 76 

BATH BRICK 
E ng lish  ........................... 95

BLUING
J e n n in g s ’.

C ondensed P e a rl B luing 
Sm all C P  B luing , doz. 45 
L a rg e  C P  B luing , doz. 75

B R E A K FA S T  FOODS
A petizo, B iscu its  .......... 3 00
B ea r Food, P e tt i jo h n s  1 95 
C racked  W h e a t, 24-2 2 50 
C ream  of W h e a t, 36-2 4 50 
C ream  of R ye, 24-2 ..3  00 
P o sts  T o asties , T.

No. 2 ...........................  2 80
P o sts  T o asties , T.

No. 3 ...........................2 89
F a rin o se , 24-2 ............. 2 70
G rape N u ts  ................... 2 70
G rape  S u g a r  F lak e s  . .  2 50 
S u g ar C orn  F lak e s  . .  2 50 
H a rd y  W h e a t Food . .  2 25 
P o s tm a ’s  D u tch  Cook 2 75
H olland  R usk  ............. 3 20
K ellogg’s  T o asted  R ice

B iscu it ......................... 3 30
K ellogg’s  T o asted  Rice

F la k e s  .........................  2 80
K ellogg’s  T o asted  W h e a t

B iscu it ....................... 3 30
K rin k le  C orn  F lak e  . .1 75 
M ap l-W h ea t F lak es,

2 doz................................. 2 70
M ap l-W h ea t F lak es,

S doz.................................2 80
M ap l-C om  F lak e s  . . . .  2 80 
M inn. W h e a t C ereal 3 75
A lg ra in  Food  ................. 4 25
R a ls to n  W h e a t F ood 4 50 
R a ls to n  W h t F ood 10c 1 45 
S axon W h e a t FVod . .  2 50 
S h red  W h e a t B iscu it 3 60
T risc u it , 1 8 ..................... 1 80
P illsb u ry ’s  B e s t C er’l 4 25 
P o s t T a v e rn  S pecial . .  2 80 
Q u ak er Puffed  R ice . .  4 25 
Q u ak er P uffed  W h e a t 2 85 
Q u ak er B rk fs t  B iscu it 1 90 
Q u ak e r C orn  F lak e s  . .  1 76 
V ic to r C orn  F lak e s  . .  2 20 
W a sh in g to n  C risp s . .  1 86
W h e a t H e a r ts  ............  1 90
W h e a te n a  ....................... 4 50
E v a p o r’d. S u g ar C orn 90

BROOM S
P a r lo r  ...............................  3 00
Jew e l ...............................  3 70
W i n n e r ............................... 4 25
W h it t ie r  S pecial ......... 4 55
P a r lo r  G em  ............  3 76
Com m on W h i s k ........... 1 00
F a n c y  W h isk  ............... 1 25
W a re h o u se  ................... 4 00

B R U SH ES 
Scrub

Solid B ack, 8 in . 
Solid B ack , 11 In.
P o in te d  E n d s  .................

S tove
N e. 3 .............................

. . . 7 5

. . . 9 5

. . . 8 5

N e. 2 ............................. . .1 ÍK
No. 1 ....................................... . .1 7Ç

Shoe
Ne. 3 ............................. . . 1  Oft
No. 7 ............................. . .1
No. 4 ............................. . .1 7 $
No. 3 ........................... . .1 90

B U T T E R  COLOR 
D andelion , 25c size  . .2  00 

CA N D LE SParaffine, 6s   ............ 7*4
P araffine , 12s  ............  8
W ick in g  ........ ....................20

CA N N ED  GOOD8 
Apples

3 lb . S ta n d a rd s  @ 90
G allon ................... 2 50@2 76

Blackberries
3 lb . .....................  1 50@1 90
S ta n d a rd s  g a llo n s Q 5 00

B eans
g a5 eg ., ...................  85@1 30
R ed K i d n e y ......... 85@ 95
^ n g  ................... 70@1 15
W ax  ..................... 75@1 26

B lueberries
S tan d a rd  .....................  1 »0
G allon ........................." g 75

C lam s
L ittle  N eck, l ib  @1 00
L ittle  N eck, 21b @1 50

Clam  Bouillon
B u rn h am ’s  *4 p t ............. 2 26
B u rn h am ’s, p ts ................. 3 75
B u rn h a m ’s q ts ..................7 50

Corn
F a ir  ..................... 65 @ 70
®°0<1 ..................... 90(2)1 00
F an cy  ................. @1 30

F rench  P eas 
M onbadon (N a tu ra l)

p e r  doz.............. '__ _ 1 75
xt -  G ooseberriesNo. 2, F a i r ..................... 1 cn
No. 2, F a n c y  ................. 2 35

H om iny
S tan d a rd  ..................... 35
. ,  L obste r

„  M ackerel
M ustard , l i b ................... 1 gn
M ustard , 21b ..................  2 80
Soused, 1*4 lb. _____  1 60
Soused, 2 lb ..................... 2 75
T om ato , l ib  ................... 1 go
T om ato , 21b...................  2 80

M ushroom sH o te ls  ................. @ 16
B utons, *4s ___  ffl 14
B uttons, I s ......... @ 25
_  O ysters
Cove l i b ................ 90®
Cove, 21b. . .„ . .1  60® 

P lum s
Plu i» s  ................. 9001  85

P e a rs  in S yrup  
No. 3 cans, p e r  doz. 1 50 
x . P eas
M arro w fa t ......... ® i  15
E a r ly  J u n e  ......... @1 25
E a r ly  Ju n e  s if te d  1 45@1 66

P eac h es
P ie ....................... 1 00@1 25
No. 10 size  ca n  p ie  ® 3 26 

P ineapp le
G ra ted  ............... 1 76@2 10
Sliced ..................... 95@2 60

P um pk in
F a ir  .....................  SO
Good ..................... 90
F a n c y  ................. 1 00
G allon ............... 2 15

R aspberries
S tan d a rd  ............... ®

Salm on
W a rre n s , 1 lb . T a ll . .2  31 
W a rre n s , 1 lb . F la t  . .3  40 
R ed A la sk a  . . . .1  66®1 76 
M ed. R ed  A la sk a  1 35@1 45
P in k  A lask a  ........... ®  90

S ard in es
D om estic, % s ...............2 76
D om estic , *4 M u sta rd  2 75 
D om estic, % M u sta rd  @6*4
F ren ch , % s ............. 7014
F ren ch , *4s ................. 1S®23

S h rim p s
D unbar, 1st dos  ........... 1 39
D unbar, l*4s doz............2 35

S ucco tash
F a ir  .....................  90
Good ................... 1 20
F h n cy  ................... 1 25@1 40

S tra w b errie s
S ta n d a rd  ...........  96
F a n c y  ............... 2 26

T o m ato es
Gtood .....................  1 15
F a n cy  .....................  l  35
N o. 1 0 ....................... 8 60

CARBON O ILS 
B arre ls

P e r f e c t io n ............. @11*4
D. S. G asoline . . .  @19*4
G as M ach ine . . . .  @27*4
D eodor’d  N a p ’a  . @19
C ylinder ............. 29 @34*4
E n g in e  ................. 16 @22
B lack, w in te r  . .  8 @10

C A TSU P
S n ider’s  p in ts  ............. 2 86
S n id er’s  *4 p in to  . . . .  1 35

C H E E S E
A cm e .....................
B loom ingdale . . . .  
C arson  C ity  . . . .
H o pk in s  .................
B r i c k .......................
L eiden  ....................
L im b u r g e r .............
P ineapp le  ..........  40
E M am .......................
S ap  Sago .............
Sw iss, dom estic  . .

@15*4
@16
@15%
@15%
@16*4
@15
@17%
@60
@85
@22@20

C H EW IN G  GUM 
A dam s B lack  J a c k  . . .  65
A dam s S ap p o ta  ............. 55
B eem an ’s P ep s in  ........... 55
B ee ch n u t .........................  60
C hic lets ........................... 1 25
Colgan V iole t C hips . .  60
Colgan M in t C hips . .  60
D en ty n e  ........................... 1 10
F la g  S p ruce  ..................... 65
J u ic y  F r u i t ....................... 55
R ed R obin  ................. 65
Sen Sen ( J a r s  80 pkgs,

*2.20)   55
S p earm in t, W rig leys . .  55 
S p earm in t, 5 box Ja rs  2 75 
S p earm in t, 3 box Ja rs  1 65
T ru n k  S pruce ............... 55
Y u ca tan  ...........................  55
Zeno ................................... 55

CHICORY
B ulk  ................................. 5
R ed ................................... 7
E ag le  ............................. 5
F ra n c k ’s .........................  7
S cheue r’s  .....................  6
R ed S ta n d a rd s  ..........  1 60
W h ite  ............................... 1 60

CH O CO LA TE 
W a lte r  B a k e r  & Co.

G erm an ’s S w e e t ............. 22
P rem iu m  .......................  32
C ara cas  ........................... 23
H ersh ey ’s  A lm ond 5c . .  85 
H ersh e y ’s M ilk, 5c . . . .  85 

W a lte r  M. L ow ney  Co.
P rem ium , * 4 s ................... 29
P rem ium , *4s ................. 29

C L O T H E S  L IN E
P e r doz.

No. 40 T w is te d  C otton 95
No. 50 T w is ted  C otton 1 30
No. 60 T w isted  C otton 1 70
No. 80 T w isted  C otton 2 00
No. 50 B ra id ed  C otton 1 00
No. 60 B ra ided  C otton 1 25
No. 60 B raided  C otton 1 85
No. 80 B raided  C otton 2 26
No. 50 S ash  C ord . . . . 1 75
No. 60 S ash  Cord . . . . 2 00
No. 60 J u te  ................... 80
No. 72 J u te  ..................... 1 00
No. 60 S isal ................... 85

G alvanized  W ire
No. 20, each  100ft. long  1 90
No. 19, each  100ft. long  2 10

COCOA
B a k e r’s ...............................  37
C leveland .........................  41
Colonial, *43 ............... 35
Colonial. * 4 s .....................  33
E p p s  ...................................  42
H e rsh e y ’s, %s ............. 30
H e rsh e y ’s, *4s ............... 28
H u y le r  ...............................  36
L ow ney, *fcs ...................  83
L ow ney, % s ..................... 33
L ow ney, % s ...................  33
Low ney, 6 lb . c a n s  . . .  33
V an  H ou ten , * 4 s .......... 12
V an  H o u ten , % s .........  18
V an  H ou ten , '*4s ......... 36
V an  H ou ten , I s ............ 65
W a n - E t a ...........................  86
W ebb  .................................  33
W ilber, *4s ..................... 33
W ilber, *4s .....................  32

COCOANUT 
D u n h am ’s p er lb.

*4s, 51b. c a s e ............... 30
*4s, 51b. ca se  ............. 29
%s, 151b. c a s e ............. 29
*4s, 161b. c a s e ............. 28
Is , 151b. ca se  ............. 27
*4s  & *4s  151b. ca se  28
Scalloped G em s ......... 10
% s & *4s pa lls  ......... 16
B ulk, p a l l s ......................... 13%
B ulk , b a rre ls  .................  12*4

C O F F E E S , RO A STED  
Rio

Com m on .........................  19
F a ir  .................................  19*4
Choice .............................  20
F a n c y  .............................  21
P e a b e rry  .......................  23

S an to s
C om m on .........................  20
F a ir  .................................  20*4
Choice .............................  21
F a n c y  .............................  23
P e a b e rry  ......................... 23

M aracaibo
F a ir  ...................................  24
Choice .............................  25
Choice .............................  25
F h n cy

F a ir  . .  
F a n c y

Guatem ala
26

Java
P r iv a te  G row th  .........
M and llng  ...................... 31035
A ukola ...........................30082

Mocha
S h o rt B ean  ...............26 @27
L ong  B eari ............. 24@25
H. L. O. G.................. 26@28

B ogota
F a ir  .................................  24
F a n cy  .............................  26
E x c h an g e  M ark e t, S teady  
Spot M arket, S tro n g  

P ack ag e
N ew  Y ork  B asis

A rbuck le ....................... 21 50
L*0»  ............................... 23 50

M cL aughlin ’s XXXX 
M cL augh lin ’s  X X X X  sold 

to  re ta ile rs  only. M ail all 
o rd ers  d ire c t to  W  F  
M cL aughlin  & Co., C h icago.

. E x tra c t 
H olland , *4 g ro  boxes 95
Felix , *4 g ro ss  ............... 1 15
H u m m e l’s foil, *4 g ro . 85 
H u m m e l’s  tin , *4 g ro . 1 43 

C O N FEC T IO N ER Y  
S tic k  C andy  P a lls

H o rehound  .......................  8
S tan d a rd  ...........................  g
S tan d a rd , sm all ............... 8*4
T w ist, sm all ...................  g
T . C asesJu m b o  .................................  g
Jum bo , sm all 8*4
B ig  S t i c k ........................... 8*4
B oston  C ream  ............... 13
_  M ixed C andy
B roken  .............................  g
C am eo ................................12
C ut L o a f ......................... 9
F a n c y  ..........  10*4
F re n c h  C ream  ...........9
G rocers .............................  6*4
K in d e rg a rte n  ................... 11
L e ad e r ............................   8*4
M aje stic  .............................  9
M onarch  ...........................  8*4
N ovelty  ..............................10
P a r is  C r e a m s ................... 10
P rem lo  C ream s ..............14
R oyal ..................  7*4
S pecial .............................  8*4
V alley  C ream s ............... 12
X  L  O .............................  7

S pecia lties
P&ils

A u to  K isse s  (b a sk e ts )  13 
B onn ie B u tte r  B ite s  ..16  
B u tte r  C ream  C om  ..16  
C andy  C rac k e rs  (b sk t)  15
C aram el D ice ..................13
C ocoanu t K ra u t ........... 14
C ocoanu t W affles ......... 14
Coco M acaroons ........... 16
Coflfy Toffy ....................... 14
C ream . M arshm allow s lo  
D a in ty  M in ts 7 lb . t in  15
E m p ire  F ridge ............... 14
F udge, P in ea p p l j .......... 13
F udge, W a l n u t ...............13
F udge, F ilb e r t ............ 13
F udge, Choco. P e a n u t 12 
FUdge, H oney  M oon . .  13 
FUdge, T o a sted  Cocoa-

n u t ............................. 13
FUdge, C h e r r y .................14
FUdge, C ocoanut ........... 13
H oneycom b C andy  ___ 15
K okays ............................. 14
Iced  M a r o o n s ................... 14
Iced  G em s .....................  15
Iced  O range Je llie s  . . .  13
I ta lia n  Bon B o n s ...........13
M anchus ............................15
M olasses K isses, 10

lb . box ....................... 13
N u t B u tte r  P u f f s ...........13
S a lted  P e a n u ts  ............. 15

C hocolates
P a ils

A sso rted  Choc................... 15
A m azon C aram els  . . . .1 6
C h a m p io n .........................n
Choc. C hips, E u re k a  ..18
C lim ax  ................................13
E clipse, A sso rted  ......... 15
E u re k a  C hoco lates . . .1 6
F a v o r ite  ............................16
Ideal C hoco lates ........... 13
K lond ike C hoco lates ..1 8
N abobs ............................... 17
N ibb le  S tick s  ................. 25
N u t W a fe rs  ..................... 17
O coro Choc. C aram els  17
P e a n u t C lu s te rs  ............. 20
P y ra m id s  ......................... 14
Q u in te tte  ............................16
R eg in a  .............................  10
S ta r  C hoco lates ............. 13
S up erio r Choc, ( lig h t)  18 

Pop Corn
C rac k e r J a c k  ........... 3 25
G iggles, 5c pkg. cs. 3 50
O h M y 100s ............... 3 50

Cough D rops
P u tn a m  M en tha l . . .  1 00
S m ith  B ros ..................  1 25
• N U TS—W hole 
A lm onds, T a r ra g o n a  18
A lm onds, D rak e  ___  17
A lm onds, C alifo rn ia

so ft shell ...........
B raz ils  ................... @15
F ilb e r ts  ............... @16
Cal. N o. 1 ...........
W a ln u ts  s f t  shell @18 
W a ln u ts , M arbo t . .  @16 
T ab le  n u ts , fan cy  @16 
P ecan s, m ed ium  . .  @15
P eca n s, ex. la rg e  . .  @16
H ick o ry  N u ts , p e r  bu.

O hio . .." ....................... 2 00
O ocoanuts ...................
C h es tn u ts , N ew  Y ork  

S ta te , p e r  bu. . . . .

Shelled
S p an ish  P e a n u ts  12@12*4 
P eca n  H alv es  . . . .  @65
W a ln u t H a lv e s  . . .  @35
F ilb e r t M eats  . . .  @30
A lican te  A lm onds @45 
J o rd a n  A lm onds . .  @50
_  P e a n u ts
F a n c y  H  P  S uns 7*4@ 7%

R o a s te d ...............7 @ 7*4
Choice, raw , H  P  J u m -

bo .........................  @ 7%
CRA CK ED  W H E A T

24 21b. p k g s ...............'.‘.2  5o’*
C R A C K E R S

N atio n a l B iscu it C om pany
B ran d s

B u tte r
E xcels io r B u tte rs  . . . ^ ° 8** 
N BC S q u are  B u tte rs  . .  6*4
S eym our R ound  ........... 6*4

Soda
N BC S odas ...................  3*4
P rem iu m  Sodas ........... 7*4
Select S odas ................... 8*4
S a ra to g a  F l a k e s ...........13
S altin es  ...........................  13

O yster
N B C  P icn ic  O y ste rs  . .  6*4
Gem O yste rs  .............  six
Shell ..................................... ,

Sw eet Goods
C ans a n d  boxes

A nim als .........................  49
A tla n tic s  A lso A sstd . . 12 
A vena F tu l t  C akes . . .  12 
B onnie Doon C o o k ie s.. 10
B onnie L a ss ie s  ........... 10
B rittle  F in g e rs  ........... 19
C am eo B iscu it Choc.

(can s) .........................  25
C am eo B iscu it A sstd .

(can s) ...........................  26
C artw h ee ls  A ss td ...........8*4
C ecelia  B iscu it ........... le
C hocolate  B a r  (can s) 18
C hocolate  D r o p s ...........17
C hocolate D rop C en

te rs  .............................  16
Choc. H oney  F in g e rs . 16 
Choc. R o se tte s  (can s) 20
C racknels .......................  lg
C ocoanut T a ffy  B a r  . .  13
C ocoanut D rops ........... 12
C ocoanut M acaroons . .  18 
O ocnut H oney  F in g e rs  12 
C ocnt H oney  Ju m b le s  12 
Coffee C akes Iced  . . .  12 
E v e n tid e  F in g e rs  . . . .  16
F am ily  Cookies .............  8*4
F ig  C akes A ss td ...........12
F ro sted  C ream s ........... 8*4
F ro sted  G inger Cookies 8*s 
F ru i t  L unch  Iced  . . . .  10
G inger G em s P l a i n ___ 8*4
G inger G em s Iced  . . . .  9*4 
G rah am  C rac k e rs  . . . .  8 
G inger S naps  F am ily  . . 8*4 
G inger S n ap s  N BC

R ound  ........................  8
H ouseho ld  C ookies ....8  
H ouseho ld  Cks. Iced  . .  9
H ippodrom e B a r ......... 12
H on ey  Ju m b le s  ...........  12
Im p e ria ls  .........................  8*4
Ju b ile e  M ixed ............. 10
L a d y  F in g e rs  Sponge ..3 0  
L eap Y ear Ju m b le s  . .  18 
L em on  B iscu it S q u are  8*4
L em on W a fe rs  ........... 17
L em ona ...........................  8*4
M ace C akes ................... 8
M ary  A nn  .....................  8*9
M arshm allow  Cfe. Ck. 13 
M arshm allow  W a ln u ts  18
M edora ...............................9
M ottled  S q u ares  . . . .  10 
N B C  H oney  C akes . . .  12 
O atm eal C rac k e rs  . . . .  6
O range G em s ............... 8*4
P en n y  A sso rted  ............. 8%
P e a n u t G em s ................. 9
P in eap p le  C akes ........  16
R aisin  G em s ................. 11
R everes  A ss td ................ 15
Spiced G inger C akes  . .  9 
Spiced G inger C akes

Iced  ............................... 19
S u g ar F in g e rs  ............. 12
S u g ar C rim p ................... 8*4
S u lta n a  F ru i t  B iscu it 16
T riu m p h  C a k e s .............1»
V anilla  W a fe rs  ........... 17
W a v erley  ....................... 10

In -e r-S ea l T ra d e  M ark 
Goods

p e r  doz.
B a ro n e t B iscu it ...........*1 00
B rem n ers  B t r  W afs . 1 00
C am eo B iscu it ..........  1 60
C heese S andw ich  . . . .  1 00 
C hocolate  W a fe rs  . . .  1 00 
E x ce ls io r B u tte rs  . . . .  1 00
F ig  N ew to n  ................... 1 00
F iv e  O’c lo ck  T e a  B sct. 1 00 
G inger S n ap s  N B C  . .  1 00
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G rah am  C rack ers  Red
L abel 10c size  ......... 1 00

L em on S naps  ............... 60
O y ste re tte s  ................... 60
P rem iu m  Sodas ........... 1 00
R oyal T o a s t ................. 1 00
S a ra to g a  F lak e s  ......... 1 6 #
Social T ea  B iscu it . . . .  1 00 
S. S. B u tte r  C rac k e rs  1 50
U needa B iscu it ........... 60
TTneeda d n i r e r  W a fe r  1
V an illa  W a fe rs  ......... 1 00
W a te r  T h in  B iscu it . .  1 00 
Zu Zu G inger S naps  . .  50
Zw ieback ....................... 1 00

O th e r P ack a g e  Goods 
B a rn u m ’s A n im als  . .  50
C hocolate  T okens . . . .  2 50 
B u tte r  C rack ers  N BC 

F am ily  P ac k a g e  . .  2 50 
S oda C rack ers  N BC 

F am ily  P a c k a g e  . . . .  2 50 
F ru i t  C ake ..................  3 00

In Special T in  P ack a g es  
p e r  doz.

F es tln o  ........................... 2 50
N abisco  25c ................... 2 50
N abisco  10c ................  1 00

In  b u lk  p e r  tin
N ab isco  ........................... 1 75
F estln o  ........................... 1 50
B en t’s W a te r  C rac k e rs  1 40 

CREAM  TA R TA R  
B arre ls  o r  d ru m s . . . .  33
B oxes ...............................  34
S quare  C ans ................. 30
F a n cy  cadd ies ......... 41

D R IED  F R U IT S  
A pples

E v ap o r’ed, Choice bu lk  6% 
E vapo r'ed . F a n c y  pkg. 7% 

A prico ts
C alife rn la  ............... 12014

C itron
C ers lcan  ......................... 16

C u rra n ts
Im p o rted  1 lb  p k g .........8%
Im ported , bu lk  ............. 8%

P eaches
M uirs—Choice, 251b. 9
M uirs—F an cy , 251b. . 10
F ancy , peeled, 25ib. . .  18 

Peel
L em on, A m erican  . . . .  12%
O range, A m e r i c a n ___ 12%

R aisins
C luster. 2# c a r t o n s ___ 2 25
Loose M uscate ls  3 C r 5% 
Loose M uscate ls  4 C r 6 
L. M. Seeded, 1 lb. 7@7% 

C alifo rn ia  P ru n es  
90*100 251b. boxes . . @ 4 
80- 90 251b. b o x e s ..®  0 
70- 80 251b. boxes . ,@ 6%
69- 70 261b. b o x e s . . <® 7 
60- 60 251b. b o x e s ..®  8%
40- 50 251b. b o x e s . .@10

FA R IN A C EO U S GOODS 
B eans

C alifo rn ia  L im a  ........... 7%
M ichigan L im a ............  6
M ed. H an d  P icked  . . . . 2  40
Brow n H olland  ............ 1 65

F a rin a
25 1 lb pack ag es  ___ 1 50
B ulk, p e r  100 lbs. . .  4 00 

O rig inal H olland R usk 
P acked  12 ro lls to  co n ta in e r 
3 co n ta in e rs  (40) ro lls 3 20 

H om iny
P earl, 100 lb. sack  . .  2 00 
M accaronl and  V erm icelli 

D om estic, 10 lb. box . .  60
Im ported . 25 lb. box . .  2 50 

P earl B arley
C h es te r ........................... 2 75
E m p ire  ...........................

P eas
G reen, W isconsin , bu. 2 00 
G reen, Scotch , bu. . .  2 00
Split, lb ...............................  5

Sago
E a s t  In u la  ................... 4%
G erm an , sack s  ................ 4%
G erm an, b roken  pkg. 

T apioca
F lak e , 100 lb . s ack s  . .  4% 
P ea rl , 130 lb . s ack s  . .  4%
P earl, 36 p k g s .....................  2 25
M inute , 36 pkgs ............. 2 75

FISH IN 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
3 in ..................................  15
t  In..................................  20

C otton  L ines
N o. 1, 10 fe e t ........... 5
N o. 2, 15 fe e t ............. 7
No. 3, 15 fee t ........... 9
No. 4, 15 fee t ............. 10
No. 5, 15 fe e t ........... 11
No. 6, 15 fe e t ........... 12
No. 7, 15 fe e t ............... 15
No. 8, 15 fe e t ........... 18
No. 9, 15 fee t ........... 20

L inen L ines
Sm all ..................................  20
M edium  ................................ 26
L a rg e  .................................... 34

P oles
Bam boo, 14 f t., p e r  doz. 55 
Bam boo, 16 f t., p e r  doz. 60 
Bam boo, 18 ft., p e r  dos. 80

FLA V O RIN G  EX TR A C TS 
Jen n in g s  D C B rand  

T e rp en e le ss  E x t r a c t  L em on 
No. 1 F  box, p e r  doz. 75
No. 2 F  box, p e r  doz. 90
No. 4 F  Box, p e r  doz. 1 75 
No. 3 T ap er, p e r  doz. 1 75 
2 oz. F la t , F  M p e r  dz. 1 50 

Je n n in g s  D C B rand  
E x t r a c t  M exican  V anilla  

No. 1 F  Box, p e r  doz. 90 
No. 2 F  Box, p e r doz. 1 25 
No. 4 F  Box, p e r  doz. 2 25 
No. 3 T ap er, p e r  doz. 2 00 
2 oz. F la t  F  M p e r  dz. 2 00 

FLO U R A ND  F E E D
G rand  R ap id s  G rain  A 

M illing  Co.
W in te r  W h e a t

P u r i ty  P a te n t  ............... 5 40
Seal of M in n e s o ta .........5 00
S u n b u rs t ........................... 5 00
W izard F l o u r ...................5 20
W izard  G r a h a m ............ 5 20
W iza rd  G ran . M eal . .  4 00 
W iza rd  B u ck w h ea t . .  6 00 
Ry« ............ ......................  4 40

V alley  C ity  M illing  Co.
L ily  W h ite  ................... 5 go
L ig h t L oa f ................   5 10
G rah am  ...........................  2 30
G ran en a  H e a lth  ............. 2 40
G ran . M eal .....................  1 75
B olted  M ed..........................1 ¿5

V oig t M illing Co.
G rah am  ...........................  4 60
V o ig t’s  C r e s c e n t ...........5 40
V o ig t’s F lo u ro ig t . . . .  5 40
V o ig t’s  H yg ien ic  ____ 4 80
V o ig t’s  R oyal ............... 5 80
C o lu m b ia n .........................5 15
C alla  L ily  ..................... 4 90
W a tso n -H lg g in s  M illing  Co.
P e rfec tio n  F lo u r  ......... 5 40
T ip  T op  F l o u r ................. 5 00
G olden S h eaf F lo u r  . . .  4 60 
M arsh a ll’s  B es t F lo u r  S 00 

W orden  G rocer Co.
Q uaker, p a p e r  ........... 6 30
Q uaker, c lo th  ............... 5 40
Q u ak e r B u ck w h ea t bb l 5 5# 

K an sas  H ard  W h e a t 
W orden  G rocer Co. 

A m erican  E ag le , % s . .5  35 
A m erican  E ag le , %s . .5  25 
A m erican  E ag le , % s . .5  15

S pring  W h e a t 
R oy  B ak e r

G olden H orn , fam ily  . .5  10 
Golden H orn , b a k e r s . .5 00
W isconsin  R ye ............  3 60

Ju d so n  G rocer Co.
C ereso ta , % s ................. 5 80
C ereso ta , %s ...............'5 90
C ereso ta , % s ................... 6 00

W orden  G rocer Ce.
W ingold. % s c lo th   5 80
W ingold , % s c lo th   5 70
W ingold, % s c lith   5 60
W ingold , % s p a p e r  ...5  65
W ingold , % s p a p e r  ....5  80 
B ak e rs ’ P a te n t  .............5 45

W y k es A  Ce.
S leepy E ye , % s c lo th  . .5  60 
Sleepy Fiye, %s c lo th  . .5  60 
S leepy E ye , % s c lo th  ..6 40 
S leepy E ye , % s p a p e r  5 40 
Sleepy Ftye, %s p ap e r  5 40

Meal
B olted  ................. 3 80 @4 00
G olden G ran u l’d 3 80@4 00 

W h e a t
N ew  R ed  .........................  80
N ew  W h ite  ................... 79

O ats
M ich igan  ca rlo ts  ........... 45
L ess  th a n  ca rlo ts  ......... 47

Corn
C arlo ts  ...............................  68
L ess  th a n  c a r l o t s ........... 70

H ay
C arlo ts  ........................... 17 00
L ess  th a n  ca rlo ts  ___ 18 00

Feed
S tre e t C a r  F eed  ........... 33
No. 1 C orn & O at F eed  33
C racked  co rn  ................. 32
C oarse  co rn  m e a l ......... 32

F R U IT  JA R S
M ason, p ts ., p e r  g ro . 4 55 
M ason, q ts ., p e r  g ro . 4 95 
M ason, % gal. p e r  g ro . 7 30 
M ason, ca n  tops, gro . 1 65

G E L A T IN E
C ox’s, 1 doz. la rg e  . .1  45 
C ox’s, 1 doz. sm all . .  90
K nox’s  S park ling , doz. 1 25 
K nox’s S p ark lin g  g r. 14 00 
K nox’s A cidu’d. doz. 1 25
N elson ’s  .........................  1 50
O xford  ...........................  75
P ly m o u th  Rock, P hos. 1 25 
P ly m o u th  Rock, P la in  90 

GRAIN BAGS
B road  G auge ............... 18
A m oskeag  .......................  19

H erbs
S age .................................  15
H o p s ............  15
L a u re l L eav es  ............. 15
B anna L e a v e s ...............  25

H ID E S  AND P E L T S  
H ides

G reen, No. 1 ................  11%
G reen, N o. 2 ................  10%
C ured, No. 1 ................  13
C ured, No. 2 ................ 12
C alfsk in , g reen . No. 1 15 
C alfsk in , g reen , No. 2 13% 
C alfsk in , cu red , No. 1 16 
C alfsk in , cu red . No. 2 14%

P elts
Old W ool ................  60@1 25
L am b s  ....................  io@  25
S h e a r l in g s ............. 10® 20

Tallow
No. 1 ..................... @6
No. 2 ................... @4

W ool
U nw ashed , m ed. @18
U nw ashed , fine . .  @13

H O RSE RADISH 
P e r  doz. .........................  99

Jelly
51b pails , p e r  doz. . .  2 20

15% pails , p e r  pa il . . . .  48
301b pail, p e r  pa il . . . .  90

JE L L Y  G LA SSES 
% p t. in  bbls., p e r  doz. 15
% p t. in  bbls., p e r  doz. 16
8 oz. capped  in  bbls.

p e r  doz.........................  13
M A P L E IN E

2 oz. bo ttles , p e r  doz. 3 00
M INCE M EAT 

P e r  ca se  ....................... 2 85
M OLASSES 

N ew  O rleans
F a n cy  O pen K e ttle  . . .  42
Choice .............................  35
Good ................................. 22
F a ir  .................................  20

H a lf  b a rre ls  2c e x tra  
R ed H en , No. 2% . . . .  1 75
Red H en , N o. 5 ..........  1 75
R ed H en , N o. 10 . . . .  1 65

M USTARD
% lb 6 lb. box ........... 16

O LIV ES
B ulk, 1 ga l. k eg s  1 15 @1 25 
B ulk, 2 gal. kegs  1 10@1 20 
B ulk, 5 gal. kegs  1 00@1 15
Stuffed, 5 oz................... 90
S tuffed , 8 oz.......................1 25
S tuffed, 14 oz.....................2 25
P itte d  (n o t stu ffed )

14 oz.........................  2 25
M anzan illa , 8 oz............  90
L unch , 10 oz.................  1 35
L unch , 16 oz......................2 25
Q ueen, M am m oth , 19

oz.................................  4 25
Q ueen, M am m oth , 28

oz. ...............................  5 75
Olive Chow , 2 doz. cs,

p e r  doz............. .. 2 25
P IC K L E S

M edium
B arre ls , 1,200 coun t . .  7 75 
H alf  bbls., 600 co u n t 4 38
5 gallon  keg s  ................. 1 90

Sm all
B a rre ls  ...........................  9 50
H a lf B a rre ls  ..............  5 25
5 gallon  kegs  ................. 2 25

G herk ins
B arre ls  ......................... 14 50
H alf b a r r e l s ................... 7 75
5 gallon  kegs  ...........

S w eet Sm all
B a r r e l s ...........................  15 00
H a lf  b a rre ls  ............... 8 00
5 gallon  k e g s ............... 3 25

P IP E S
Clay, No. 216, p e r  box 1 75 
Clay, T. D ., fu ll c o u n t 60 
Cob ...................................  90

PLA Y IN G  CARDS 
No. 90, S tea m b o a t . . .  75
No. 15, R ival, a s so r te d  1 25 
No. 20, R over, en a m ’d. 1 60 
No. 572, S pecial . . . .  1 75 
No. 98 Golf, s a tin  fin. 2 00
No. 808, B icycle ......... 2 00
No. 632, T o u m ’t  w h is t 2 25

PO TA SH
B a b b itt’s, 2 doz................1 75

PRO V ISIO N S 
B arreled  P o rk  

C lear B ac k  . . . . 2 2  00@23 00 
S h o rt C u t C lear 20 50@21 00
B ean  ..............  18 00 @18 50
B risk e t, C lear 23 50@24 00
P ig  ................................. 23 00
C lear F am ily  ............. 26 00

D ry S a lt M eats
S P  B e l l i e s .......... 14%@15

L ard
P u re  in  tie rce s  . .12%@12% 
Com pound L a rd  10 @10%
80 lb. t u b s ___ ad v a n ce  %
60 lb  tu b s  -----advance  %
50 lb. t in s  . . . . a d v a n c e  %
20 lb . p a i l s ___ ad v a n ce  %
10 lb . pa ils  . . . . a d v a n c e  %
5 lb. pa lls  . . .  .ad v a n ce  1 
8 lb . p a ils  . . .  .ad v a n ce  1

Smoked Meats 
H am s, 12 lb . av . 19%@20 
H am s, 12 lb . av . 19 @19% 
H am s, 16 lb . av . 18 @19 
H am s, 18 lb . av . 18 @18% 
H am , d ried  beef

s e t s .......................23 @24
C alifo rn ia  H a m s  12 @12% 
P icn ic  Boiled

H a m s  ............... 19% @20
Boiled H a m s  ...27% @ 28 
M inced H a m  .. .1 3  @13% 
Bacon ..................  18 @26

Sausages
B ologna ............. 10 @10%
Liver .................. 7%@ 8
F ra n k fo r t  ......... 12 @12%
P o rk  ..................... 13 @14
V eal .................................  11
Tongue ......................... 11
H eadcheese  ................... 9

Beef
B oneless ...........2# 00@20 5#
R um p, new  . . .  21 #0@22 0#

Mackerel

P ig ’s Feet
% bb ls ......................... . . . . 1  05
% bbls., 40 lb s ..............2  10
% bb ls .......................... . . . . 4  25
1 obi............................. .___8 50

Tripe
K its , 15 lbs................. 90
% bbls., 40 lbs.......... . . .  1 60
% bbls. 80 lb s ............ . . . 3 0 #

C asings
H ogs, p e r  % ............ 35
Beef, rounds, s e t  .,..18@20
Beef, m iddles, s e t  . .80@85
Sheep, p e r  bundle . . . . .  85

A rm  an d  H am m er 
W y a n d o tte , 100 % s

3 00 
3 00

SAL SODA
G ran u la ted , bb ls........... 80
G ran u la ted , 100 lbs. cs. 90 
G ran u la ted , 36 pkgs. . .  1 25

SA LT
C om m on G rades

100 3 tb  sack s  ............... 2 60
70 4 lb . s ack s  .......... 2 40
60 5 lb. s ack s  .......... 2 40
28 10 lb. s a c k s  .........2 25
56 tb. s a c k s  ............... 4#
28 tb . s ack s  ............... 20

W arsaw
56 &. d a iry  in  d rill b ag s  40 
28 tb. d a iry  in  d rill b ag s  20

S o lar Rock
56 tb. s a c k s  ....................... 25

Com m on
G ran u la ted , F in e  . . . .  1 05
M edium , F in e  ............. 1 10

SA L T  FISH  
Cod

L arge , w hole . . .  @8
Sm all, w hole . . .  @ 7%
S trip s  o r  b rick s  7% @ lo ^  
P o llack  . . . . . . . .  @ 4 %

H alib u t
S trip s  .............................  15
C hunks ........................... l j

H olland H erring  
Y. M. w h. hoop bbls. 12 00 
Y. M. w h. hoop % bbl. 6 50 
Y. M. w h. hoop kegs 72 
Y. M. w h. hoop M ilchers

kegs  ...............................  73
Q ueen, bb ls..................  11 00
Q ueen, % bbls............  5 75
Q ueen kegs  ................... 62

T ro u t
No. 1, 100 lb s ...............  7 50
No. 1, 40 lbs.....................2 25
No. 1, 10 lb s .................  90
N o. 1, t  lb s .....................  75

M ess, 100 lb s ............. ..17 00
M ess, 40 lb s ............... . .  7 20
M ess, 10 lb s ............... . .  1 90
M ess, 8 lb s ................. . .  1 60
No. 1, 100 lb s ........... ..16 00
No. 1, 40 lb s .............. . .  6 80
No. 1, 10 lb s ............... . .  1 80

W h ite fish
lOo lb s ........................... . .  9 75
50 lb s ........................... . .  5 25
10 lb s ........................... . .  1 128 lb s ........................... 92

100 lb s ............................ . .  4 65
40 lb s ........................... . .  2 10
10 lb s ........................... 75

8 lb s .......................... 65

SODA
U ncolored B u tte rin e  

Solid D airy  . . . .  12 @16 
C o u n try  Rolls ...12% @ 18

C anned M eats
C orned beef, 2 tb ............. 4 20
C orned beef, 1 tb ..........2 20
R o as t beef, 2 lb ............ 4 20
R o a s t beef, 1 tb ................2 20
P o tte d  H am , %s . . . .  50
P o tte d  H am , % s . . . .  90
D eviled H am , % s ______ 50
D eviled H am , % s ______ 90
P o tte d  Tongue, %s . .  50
P o tte d  Tongue, %s . .  90

RICE
F an cy  ....................... 6 @6%
J a p a n  S ty le  ..........  5 @5%
B roken  ..................... 4 @4%

R O LLED  OATS 
R olled A vena, bbls. . . . 5  50 
S tee l C ut, 100 tb. sks. 2 63
M onarch , bbl s ..............5 25
M onarch , 90 tb . s ack s  2 50
Q uaker, 18 R eg u la r . .1  45
Q uaker, 20 F a m i l y ____4 00

SALAD  D RESSIN G
Colum bia, % p t ......... 2 25
C olum bia, 1 p in t . . . .  4 00
D u rk ee ’s, la rg e  1 doz. 4 50 
D urkee’s, sm all, 2 doz. 5 25 
S n id e r’s, la rge , 1 doz. 2 35 
S n id e r’s  sm all, 2 doz. 1 35 

SA L ER A TU S 
P ack e d  60 lbs. in  box

Boxes
K egs, E ng lish  ..............  4%

S PIC E S  
W hole Spices

A llspice, J a m a ic a  ......... 9
A llspice, la rg e  G arden  11
Cloves, Z an z ib ar ......... 27
C assja , C an ton  ........... 14
C assia , 5c pkg. doz. . .  25
G inger, A frican  ........... 9%
G inger, Cochin ........... 14%
M ace, P e n a n g  ............  70
M ixed, No. 1 ............... 16%
M ixed, No. 2 ................. 10
M ixed, 5c pkgs. doz. . .  45
N u tm egs, 70-80 ........... 30
N u tm egs, 105-110 . . . .  22
P epper, B la c k '............... 13
P epper, W h ite  ............. 25
Pepper, C ayenne ___  22
P a p rik a , H u n g a ria n  . .

P u re  G round in Bulk
Allspice, J a m a ic a  ___  12
Cloves, Z an z ib ar ......... 30
C assia , C an ton  ........... 12
G inger, A frican  ..........  18
M ace, P en a n g  ............. 75
N u tm egs, 75-80 ........... 35
P ep p er, B lack  ............... 15
P epper, W h ite  ............  35
P ep p er, C ayenne . . . .  24 
P a p rik a , H u n g a ria n  ..45

STA RCH
Corn

K ingsfo rd , 4o tb s ...........7%
M uzzy, 20 l ib . pkgs. ..5 %  
M uzzy, 40 l ib .  pkgs. . .5 

Gloss 
K ingsfo rd

S ilver G loss, 40 l ib . . .  7%
S ilver Gloss, 16 3tbs. . .  6%
S ilver G loss, 12 6!bs. . 8%

Muzzy
48 1Tb. p ack ag es  . . . . , . .  5
16 3tb. p ac k ag es  . . . . .  4%
12 6tb. pack ag es  . . . . . .  6
501b. boxes ................. . .  3%

SYRU PS
Corn

B arre ls  ......................... 26%
H alf b a r r e l s ............... 28%
B lue K aro , No. 2 . . . 1 80
B lue K aro , No. 2% ,. .  2 06
B lue K aro . No. 5 . . . . 2  1#
B lue K aro , No. 10 . . . 2 01
Red K aro , No. 2 . . . , . . .1  98
Red K aro , No. 2% . . 2 4#
Red K aro , N o. 5 . . . . . . .2  35
R ed K aro , No. 10 . . . . 2 25

Pure Cane
F a ir  ............................... 1«
Good . 
Choice

T A B L E  SAUC ES
H alfo rd , l a r g e ............... 3 75
H alfo rd , sm all ............. 2 25

T E A
Japan

S undrled , m ed ium  ..24@ 26 
S undried , choice . .  .30@33
S undrled , fan cy  ___ 36@40
B ask e t-fired , m ed ium  3# 
B ask e t-fired , choice 35@37 
B ask e t-fired , fan cy  40@43
N ib s  .............................  30@32
S iftin g s  .......................  10@12
F a n n in g s  ................... 14 @15

Gunpowder
M oyune, m ed ium  . .  35
M oyune, c h o i c e ..........  33
M oyune, fan cy  ......... 50@60
P ingsuey , m ed ium  . .  33
P ingsuey , choice . . . .  35
P in g su ey , fan cy  . . . .  50051

Young Hyson
Choice ........................... 30
F a n cy  ......................... 40@50

Oolong ’
F orm osa, F 'ancy . . .  50@60 
F o rm osa , M edium  . 28
F orm aso , Choice . . . .  35

English Breakfast

SEED S
Anise ..........................  14
Canary, Smyrna .........  6%
C ara w ay  ......................... 10
Cardomom, Malabar 1 20
C elery  .............................  go
H em p, R u s s i a n ............  5
M ixed B ird  ................... 5
M ustard , w h ite  ...........• 8
P oppy  .............................  11
R ape ................................. 5%

S H O E  B L A C K IN G  
H an d y  Box, la rg e  3 dz. 3 50 
H an d y  Box, sm all . . .  1 25 
B ixby’s R oyal P o lish  85 
M iller’s  C row n P o lish  85 

S N U F F
Scotch, In b ladders  . . . .  37
M accaboy, in  j a r s .......... 35
F ren ch  R app le in ja r s  . .  43

M edium 25Choice . 30@35
F a n cy 40@60

Ceylon, 
F an cy  .

India
choice . . . . 30@S5

5%

TOBACCO 
F ine  C u t

B lot .........   1 4K
Bugle, 16 oz............ ‘ * i  0?
Bugle. 1 0 c ............... . " " l l  os
D an P a tc h . 3 a n d  16 0«. 32
D an P a tc h , 4 oz.......... 11 52
D an  P a tc h , 2 oz...........5 76
F a s t M ail, 16 oz...........7 80
H iaw a th a , 16 oz. . 60
H iaw a th a , 5c .......... ” 5 40
M ay F low er, 16 oz. . ’. 9 36

* oz................1 go
No L im it, 16 oz. . . .  3 60

* a n d  16 oz. 40O jibw a, 10c ..........  11 in
O jibw a, 5 c ..............  1 85
P e to sk ey  Chief, 7 'o z. 2 00 
P e to sk ey  Chief, 14 oz. 3 90

r\nd,„ H oney, 5c 5 76Red Bell, 16 oz.................3 96
Red Bell, 8 foii ........... j  93
S terlin g  L & D 5c . .  5 76 
S w eet Cuba, c a n is te r  9 16
S w eet Cuba, 6c ..........  5 76
S w eet C uba, 10c . . .  95
gw eet C uba, 1 tb . t in  4 50 
S w eet Cuba, % lb. foil 2 25 
S w eet B urley , 5c L& D  5 76 
S w eet B urley , 8 oz. . .  2 45 
S w eet B urley , 16 oz. . .  4 90 
S w eet M ist, % gro. . .  5 70 
Sw eet M ist, 8 oz. . . .  11 10
S w eet M ist, 8 oz..........  35
T elegram , 5c ............... 5 7 «
T iger, 5c ......................... 6 00
T iger, 25c can s  ............  2 35
U ncle D aniel, 1 lb . .  60
U ncle D aniel, 1 oz. . .  6 22

Plug
Am N avy, 16 oz........... 32
Apple, 10 lb. b u t t ..........  38
D rum m ond N a t. L e a f 2

an d  5 lb ....................... ’ 60
D rum m ond N a t. L eaf,
B a ttle  A x ................. 2"
B racer. 6 an d  12 lb . 30
B ig F o u r, 6 and  16 lb. 32
B oot Jack , 2 lb .............  90
B oot Jack , p e r  doz. . .  90
Bullion, 16 oz...............  4g
Clim ax, G olden T w ins 48
Clim ax, 14% oz............  44
Clim ax, 7 oz................  43
D ays’ W ork, 7 & 14 lb. 31 
C rem e de  M enthe , lb 62 
D erby, 5 lb. boxes . . .  28
5 B ros., 4 lb ................... 65
F o u r Roses, 1 0 c ........... 90
G ilt E dge, 2 lb  ........... 50
Gold Rope, 6 & 12 lb . 58 
Gold Rope, 4 & 8 lb. 58
G. O. P „  12 tc 24 lb . . .  40 
G ran g e r T w is t, 6 lb. . .  4f 
G. T. W „ 101b & 21 lb  35 
H o rse  Shoe, 6 & 12 lb . 43 
H oney  D ip T w ist, 6&10 45
Jo lly  T a r, 5 & 81b . .  40
J . T ., 5% t  11 lb . . .  35
K en tu c k y  N avy , 121b. 32
K eystone  T w is t, 61b. 45
K ism et, 6 lb ................... 48
M aple Dip, 20 oz..........  25
M erry  W idow , 121b. . .  32
N obby S pun  Roll 6 & 3 58
P a rro t,  12 lb ......................  Sg
P a tte r s o n ’s N at. L eaf 93 
P eachey , 6-12 & 24 lb. 40
P icn ic  T w ist, 5 lb .......... 45
P ip e r  H eidsick , 4 & 7 lb . 69 
P ip e r  H eidsick , p e r  doz. 96 
Polo, 3 doz., p e r  doz. 48
R ed icu t, 1% oz............... 38
S crapple, 2 & 4 doz. . .  48
S h e rry  Cobbler, 8 oz. . .  32 
Speftr H ead , 12 oz. . . .  44
S peer H ead , 14% oz. 44
S peer H ead , 7 oz..........  47
Sq. D eal, 7, 14 a n d  281b 30 
S ta r, 6, 12 A  24 lb  . .  43
S tan d a rd  N avy , 7%, 15

& 30 lb ......................  34
T en  P enny , 6 & 12 lb . 35
Tow n T a lk , 14 oz..........  31
Y ankee G irl, 6, 12 & 24 30

S crap
All R ed, 5c ................... 5 76
Am . U nion S crap  . . . .  5 40
B ag  P ipe , 5c ............... 5 88
C ut las, 2% oz.................  26
Globe S crap , 2 oz..........  30
H ap p y  T ho u g h t, 2 oz. 30 
H oney  Com b S crap , 5c 5 76 
H o n es t S crap , 5c . . . .  1 55 
M ail P ouch, 4 doz. 5c 2 00
Old Songs, 5c ............... 5 76
Old T im es, % gro . . 6 50 
P o la r  B ear, 5c, %  gro . 5 76 
R ed  B and, 5c % gro . 5 76 
R ed  l b n  S crap  to  . .  1 42
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12 13 14
S crapple, 5c p k g s ............  48
S u re  S hot, 5c 1-6 gro. 5 76 
Y ankee G irl S crap , 2 oz 5 76 
P a n  H and le  Scrp  % g r. 5 76
P eac h y  S crap , 5 c .......... 5 70
U nion W o rk m an , 2% 6 00

Sm oking
A ll L eaf, 2% & 7 oz. 30
BB, 3% oz....................... 6 00
BB, 7 oz....................  .........
BB, 14 oz..................
B agdad , 10c t in s  .
B adger, 3 oz............
B adger, 7 oz...........
Banner, 5c .............
B an n e r, 20c ............
B an n e r, 40c ..........
Belwood, M ix tu re ,
B ig  Chief, 2% oz.
B ig  Chief, 16 oz. .

B ull D u rh am , 10c ..  
Bull D urham , 15c . .  
Bull D u rh am , 8 oz. 
B ull D urham , 16 oz.
B uck  H o rn , 5c -----
B uck H o rn , 10c . . . .
B r ia r  P ipe, 5c .........
B r ia r  P ipe , 10c . . .  
B lack  S w an, 5c . . .  
B lack  S w an , 14 oz. 
Bob W h ite . 6c ..........

12 00
24 00
11 52
5 04

11 52
..5 76
. .1 60
.3 20

94
6 00

30
..5 85
.11 52
.17 28
. 3 60
. 6 72

5 76
.11 52

6 00
12 00
5 76
3 50
6 00
6 00

11 10

P ilo t, 7 oz. doz. . .
P ilo t, 14 oz. doz. . .
P rin ce  A lbert, 5c .
P rin ce  A lbert, 10c .
P rin c e  A lbert, 8 oz.
P rin ce  A lbert, 16 oz.
Q ueen Q uality , 5c .
R ob Roy, 5c foil .,
Rob Roy, 10c g ro ss  
Rob Roy, 25c doz. ..
R oy Roy, 60c doz. ..
S. & M., 6c g ro ss  
S. & M., 14 oz. doz.
S o ld ier Boy, 5c g ro ss  
Soldier Boy, 10c . .
S o ld ier Boy, 1 lb . . .
S w eet C apora l, 1 oz.
S w eet L o tu s, 5c . . . .
S w eet L o tus, 10c . . . .  12 00 
S w eet L o tus, p e r  doz. 4 35 
S w eet Rose, 2% oz. 30 
S w eet T ip  Top, 5c . . .  50
S w eet T ip  top , 10c . .  1 00 
S w eet T ips, % gro . . .  10 08
Sun C ured , 10c ........... 98
S um m er T im e, 5c . . . .  5 76 
S um m er T im e, 7 oz. . .  1 65 
S um m er T im e, 14 oz. . .3  5o 
S tan d a rd , 5c fo il . . . .  5 76 
S tan d a rd , 10c p a p e r  . .  8 64 
Seal N . C., 1% cu t p lug  70 
S eal N. C. 1% G ran. 63 
T h ree  F ea th e rs , 1 oz. 48 

11 52

. 1 05 

. 2 10 

..  48

. .  96
. 3 84 
. 7 44 

. .  48
. 5 76 
.10 52 . 2 10 
. 4 10 
. 5 76 
. 3 20 

6 76 
.10 50 

4 75 
60

6 00

B ro therhood , 16 oz. . .  5 05
C arn ival, 5c ................... 5 70
C arn ival, % oz.............  39
C arn ival, 16 oz..............  40
C iga r Clp’g  Jo h n so n  30 
C ig a r Clip’g  S eym our 30 
Id en tity , 3 & 16 oz. . .  30
D arb y  C iga r C u ttin g s  4 50 
C o n tin en ta l Cubes, 10c 90
C orn C ake, 14 oz..............2 55
C om  C ake, 7 oz.............. 1 45
C om  C ake, 5c ..............  5 76
C ream , 50c pa ils  ........... 4 70
C uban  Sftar, 5c foil . .  5 76
C uban S ta r . 16 oz pails  3 72
C hips. 10c ................... 10 30
D ills B est, 1% oz..........  79
D ills B est, 3% oz.
Dills B est, 16 oz.
D ixie K id, 5c -----
D uke’s M ix, 5c . .
D uke’s M ix. 10c .
D uke’s  Cam eo, 5c
D rum , 5c ...............
F . F . A. 4 oz..........
F . F . A. 7 oz.....................11 52
F ash io n , 5c ..................  6 00
F ash ion , 16 oz.................... 5 28
F ive B ros., 5c ..............  5 76
F ive B ros., 10c ............. 10 53
F iv e  cen t cu t P lu g  .-. 29
F  O B  10c ...................11 52
F o u r Roses, 1 0 c ........
F u ll D ress, 1% oz. .
G lad H and , 5c ..........
Gold Block, 10c ........
Gold S ta r, 50c pall .
Gall & A x N avy , 5c
G row ler, 5c ..............
G row ler, 10c ...............
G row ler, 20c ..............
G ian t, 5c .....................

2 25
3 60 
1 80 

. 76 
5 90

1%

96

12 00 
4 70

T hree  F e a th e rs , 10c 
T h re e  F e a th e rs  a n d  

P ipe  com bination  ..
T om  & J e rry , 14 oz. .
Tom  & J e rry , 7 oz. . .
Tom  & J e rry , 3 oz. . .
T ro u t L ine, 5c ..........
T ro u t L ine, 1 0 c .............11 00
T u rk ish , P a tro l, 2-9 5 76
Tuxedo, 1 oz. b ag s  . .  48
Tuxedo, 2 oz. t in s  . .  96
Tuxedo, 20c ................... 1 99
T uxedo, 80c t i n s .............. 7 45
T w in  O aks, 10c ......... 96
U nion L ead er, 50c ___ 5 10
U nion L eader, 25c . .  2 60 
U nion L eader, 10c ..1 1 5 2  
U nion L eader. 5c 
U nion W orkm an ,
U ncle S am , 10c
U ncle Sam , 8 oz...........
U. S. M arine , 5c . . . .
V an  B ibber, 2 oz. tin
V elvet, 5c pouch .........
V elvet, 10c t in  ............
V elvet, 8 oz. -tin ___
V elvet, 16 oz. can  . . . .  
V elvet, com b ination  es
W a r  P a th , 5c .............
W a r P a th , 8 oz..............
W ave Line, 3 oz..........
W ave Line, 16 oz..........
W ay  up, 2% oz..............
W ay  up, 16 oz. pa ils  .
W ild  F ru it, 5c ..........
W ild F ru it, 10c 
Y um  Y um , 5c .
Y um  Y um , 10c .
Y um  Y um , 1 lb., doz.

95
5 76 

10 80
2 20
6 00 88 

48
. 96

3 84 
7 68 

, 5 75 
6 00 

. 1 60 
40 
40 

. 5 75 

. .  31
. .5 76 

11 52 
. 6 00 
11 52 

80

10 q t. G alvanized  
12 q t. G alvanized  
14 q t. G alvan ized  . .

T oo thp icks  
B irch, 100 pack ag es
Ideal ..............................

T ra p s
M ouse, wood, 2 holes 22
M ouse, wood, 4 holes 45
M ouse, wood, 6 holes 70
M ouse, tin , 5 holes . . . .  65
R at, w ood ....................... 80
R at, s p r in g  ............... 75

T ubs
20-in. S tan d a rd , No. 1 7 50 
18-in. S tan d a rd , No. 2 6 50 
16-in. S tan d a rd , No. 3 5 50 
20-in. Cable, No. 1 . .  8 00 
18-in. Cable, No. 2 . . . .  7 00
16-in. Cable, No. 3 ____ 6 00
No. 1 F ib re  ................  10 25
No. 2 F ib re  ....................  9 25
No. 3 F ib re  ....................  8 25
L a rg e  G alvan ized  . . .  5 75 
M edium  G alvan ized  . .  5 00 
Sm all G alvan ized  . . . .  4 25 

W ashboards
B ronze G lobe ................  2 50
D ew ey ..............................  1 75
D ouble A cm e ................  3 75
Single A cm e ................. 3 15
D ouble P eerless  ............  3 75
Single P eerless  ............  3 25
N o rth e rn  Q u e e n .......... 3 25
D ouble D uplex  
Good L uck 
U n iversa l .

W indow  C leaners

H an d  M ade, 2%
H aze l N u t, 5c
H oney  Dew. 1 0 c ..............12 00
H u n tin g , 5c • .....................  38
I X  L, 5c ....................... 6 10
I  X  L, in  pa ils  ..........  32
J u s t  S u its , 5c ................  6.00
J u s t  S u its . 10c ........... 12 00
K iln  D ried , 25c ..........  2 45
K ing  B ird , 7 oz ............. 2 16
K ing  B ird , 10c ........... 11 52
K ing  B ird , 5 c .................... 5 76
L a T u rk a , 5c ............... 5 76
L ittle  G ian t. 1 lb ......... 28
L ucky  S trik e , 1 0 c ........... 96
L e Redo, 3 oz....... 10 80
L e Redo, 8 & 16 oz. 38
M yrtle  N avy , 10c . . .1 1  52
M yrtle  N avy , 5 c ............ 5 76
M ary land  Club, 5c . . .  50
M ayflow er, 5c ............... 5 76
M ayflow er, 10c ..............  96
M ayflow er, 2 0 c ................  1 92
N ig g e r H a ir , 5c ..........  6 00
N ig g e r H a ir , 10c . . . . 1 0  70
N igger H ead , 5 c .............5 40
N igger H ead . 10c . . . . 1 0  56
N oon H o u r, 6c .................  48
Old Colony, 1-12 gro. 11 52
Old Mill, 5c ................... 5 76

Ö Yb
42 T W IN E Wood Bowls
94 C otton , 3 p ly  .......... . .  22 13 in. B u tte r  ............. 1

1 85 C otton , 4 p l y ............. . .  22 15 in. B u tte r  ............. . 2
..5  76 J u te , 2 p ly  ............... . .  14 17 in. B u tte r  ............. . 3

3 96 H em p, 6 p ly  ............... . .  13 19 in. B u tte r  ............. 6
50 F lax , m ed ium  ........ . .  24 A ssorted , 13-15-17 .. 3

5 76 W ool, 1 lb. b a l e s __ . . .  6 A ssorted , 15-17-19 . . . . 4
V IN E G A R

W h ite  W ine , 40 g ra in  8% 
W h ite  W ine, 80 g ra in  11% 
W h ite  W ine, 100 g ra in  13 
O ak land  V in eg a r & P ick le  

Co.’s  B rands . 
H ig h land  app le  c id er ..18  
O akland app le  c ider . .  13 
S ta te  Seal su g a r  . . . .  11 
O ak land  w h ite  p ick ling  10 

P ack a g es  free.
W lC K IN G

No. 0, p e r  g r o s s ...........30
No. 1, p e r  g ro ss . . . .  40 
No. 2, p e r  g ro ss  . . . .  50 
No. 3 p e r  g ro ss  . . . .  75

W O O D E N W A R E
B askets

B ushels ...........................  1 00
B ushels, w ide b an d  . .  1 15
M ark e t ........................... 40
S plin t, la rg e  ............... 3 50
S plin t, m ed ium  ........... 3 00
S plin t, sm all ............... 2 75
W illow , C lothes, la rg e  8 25 
W illow , C lothes, sm all 6 75

. .  W R A P PIN G  P A P E R
Com m on S tra w  ........... 2
F ib re  M anila, w h ite  . .  3 
F ib re  M anila, colored 4
No. 1 M anila  ................... 4
C ream  M anila  ............... 3
B u tc h e rs ’ M anila  . . . .  2% 
W a x  B u tte r , sh o rt c ’n t  13 
W a x  B u tte r , fu ll coun t 20
W ax  B u tte r , r o l l s ___  19

Y EA ST CA K E
M agic, 3 doz................
S un ligh t, 3 doz...............
S un ligh t, 1% doz...........
Y eas t F oam , 3 doz. . .  
Y eas t F oam , 3 doz. . .  
Y eas t F oam , 1% doz.

A X L E  G R EA SE

1 15 
1 00 

50 
1 15 1 00 

58

g “  E ng lish  C urve 1% oz 96 W llow , C othes, m e’m  7 50
Old Crop, 5c ............... 5 76
Old Crop, 25c ............... 20
P . S., 8 oz. 30 lb. cs. 19 
P . S., 3 oz., p e r  gro. 5 70
P a t  H and , 1 oz............... 63
P a tte rs o n  Seal, 1% oz. 48 
P a tte rs o n  Seal, 3 oz. . .  96 
P a tte rs o n  Seal, 16 oz. 5 00
P eerless, 6c ..................... 5 76
P eerless, 10c c l o t h ___ 11 52
P eerless, 10c p a p e r  ..1 0  80
P eerless, 20c ................. 2 04
P eerless, 40c ............. 4 08
P laz a , 2 gro. c s ...........5 76
P low  Boy, 5c ............... 5 76
P low  Boy, 10c ............. 11 40
P low  Boy, 14 oz................ 4 70
P edro , 10c ..................... 11 93
P rid e  of V irg in ia , 1% 77
P ilo t, 5c ........................... 5 76

B u tte r  P la te s  
O vals.

14 lb., 250 in  c ra te  . . .  
% lb., 250 in  c ra te  .
1 lb ., 250 in  c ra te  .
2 lb., 250 in  c ra te  .
3 lb., 250 in  c ra te  . 
5 lb. 250 in  c ra te  .

W ire  E nd
1 lb., 250 In c ra te  .
2 lb., 250 in  c ra te  .
3 lb., 250 in  c ra te  . 
5 lb., 250 in  c ra te  .

Churns 
5 gal., each  . 
10 ga l., each  
Clothe* Pins 

Round Head.

B arre l,
B arre l,

1 lb  boxes, p e r  g ro ss  9 00 
3 lb. boxes, p e r  g ro ss  24 00 

B A K IN G  P O W D E R  
Royal

10c size  . .  90 
141b ca n s  1 35 
6 oz. c a n s  1 9o 
%!b. can s  2 50 
%!b ca n s  3 75 
11b  can s  4 80 
31b can s  13 00 
51b ca n s  21 50

CIGARS
Jo h n so n  C iga r Co.’s  B ran d

4% inch , 5 g r o s s .............65
C artons, 20 2% doz bxs 70 

Egg Crates and Fillers  
H u m p ty  D um pty , 12 dz. 20
No. 1 com plete  ............... 40
No. 2, com plete  ............... 28
C ase N o. 2, fillers, 15

se ts  ...............................  1 35
C ase, m ed ium , 12 s e ts  1 15 

Faucets
C ork lined, 3 in ................... 79
C ork lined , 9 in ...............  80
C ork lined, 10 in ............... 90

Mop Sticks
T ro ja n  sp rin g  ................... 90
E clipse p a te n t  sp r in g  85
No. 1 com m on ................... 80
No. 2 p a t. b ru sh  h o lde r 85
Ideal No. 7 .......................  85
121b. co tto n  m op heads  1 45 

Pails
2-hoop S tan d a rd  ......... 2 00
2- hoop S t a n d a r d ..  2 25
3- w ire  C able ......... 2 10
C edar all red  b ra s s  . 1 25
3-w ire  C able .............  2 30
P a p e r  E u re k a  ......... 2 25
F ib re   ........................... 2 40

1 70
1 902 10
2 00 

85

S. C. W ., 1,000 lo ts  . . . .  31
E l P o r ta n a  .......................  33
E v en in g  P re ss  ............... 32
E x e m p la r .........................  33

W o rd en  G rocer Co. B ran d  
. B en H u r

P e rfec tio n  .........................  85
P erfec tio n  E x t r a s ........... 35
L o n d res  ...............................  35
L ondres G ran d  „................. 35
S tan d a rd  .............................  85
P u r ita n o s  ...........................  35
P a n a te lla s , F in a s  ........... 35
P a n a te lla s , Bock ........... 35
Jo ck ey  Club .......................  35

Old Master Coffee

B oston  C om bination  ..........
D is tr ib u ted  b y  Judson  

G rocer Co., G rand  R ap id s; 
L ee  & Cady, D e tro it; Sy
m ons Bros. & Co., S ag i
n aw ; B row n D av is & W a r 
n e r, J a c k so n ; G odsm ark , 
D u ran d  & Co., B a ttle  
C reek ; F ie lbach  Co., T o 
ledo.

C O C O A N U T
B a k e r’s  B raz il Shredded

sto ck  by  th e  T rad esm an  
C om pany. T h irty -fiv e  sizes 
an d  s ty le s  on h a n d  a t  all 
tim es—tw ice  a s  m an y  sa fe s  
a s  a re  c a rried  by a n y  o th e r 
house in  th e  S ta te . I f  you 
a re  unab le  to  v is it G rand  
R ap id s  a n d  in sp ec t th e  
line personally , w r ite  fo r 
q u o ta tions .

The only
5c

C leanser
G uaranteed to  

equal the 
best 19c kinds 

80 - CA N S $2.89
SO AP

10 6c pkgs., p e r  ca se  2 60 
26 10c pkg ., p e r  ca se  2 60 
16 10c a n d  33 5c pkgs., 

p e r  c a s e ....................... 2 60

Old M as te r 6....................... 33
S an  M arto  .........................  ....
P ilo t .....................................

T E A
R oyal G arden , %, %

an d  1 lb ...........................  49
T H E  BO UR CO., 

T O L E D O , O. 

C O F F E E  
Roasted

D w in n e ll-W rig h t Co.’s  B ’ds

A pex H a m s  .....................
O pex B acon .....................
A pex L a rd  .......................
E x ce ls io r H a m s  .............
E x ce ls io r B acon ...........
S ilve r S ta r  L a rd  .........
S ilve r S ta r  L a rd  ........
F am ily  P o rk  ...................
F a t  B ack  P o rk  ...............

P r ice s  quo ted  upon ap p li
ca tion , H am m ond , S tan d ish  
*  Co., D e tro it, M ich.

S A FE S

W h ite  H ouse , 1 lb . . . .  
W h ite  H ouse , 21b . . . ,  
E xcelsio r, B lend, l ib  
E xcelsio r, B lend, 21b . 
T ip  Top, B lend, l ib  .
R oyal B lend ................
R oyal H ig h  G rade . . .  
S u perio r B l e n d .............

F u ll line  of fire an d  b u r 
g la r  p roo f sa fe s  k e p t In

L a u tz  B ros’. & Co. 
A cm e, 3o bars , 75 lbs. 4 00 
A cm e, 25 b a rs , 75 lbs. 4 00 
A cm e, 25 b ars , 70 lbs. 3 80
A cm e, 100 c a k e s .......... 3 00
B ig M aste r, 100 blocks 4 00
G erm an  M o t t l e d ...........3 15
G erm an  M ottled , 5 bx. 3 15 
G erm an  M ottled  10 bx. 3 10 
G erm an  M ottled  25 bx  3 05 
M arseilles, 100 c ak es  ..6 00 
M arseilles, 100 cks. 5c 4 00 
M arseilles, 100 ck  to il 4 00 
M arseilles % box toil 2 10

P ro c to r  & G am ble Co. 
L enox . . . . . . . . . . .  3 qq
Ivory , 6 oz.............4 00
Ivory , 10 oz..................... 6 75
s t a r  ................................. 3 35

T ra d esm an  Co.’s  B ran d  
B lack  H aw k, one box 2 50 
B lack  H aw k, five bxs 2 40 
B lack  H aw k , te n  bxs 2 25

A. B. W risley
Good C hee r ............... 4 on
Old C o u n try  ...........    2 40

Soap P ow ders 
Snow  Boy, 24s fam ily

size  ....................... 5 75
Snow  Boy, 60 5s 2 40 
Snow  Boy, 100 5c . . . .  3 75 
Gold D ust, 24 la rg e  . .  4 50 
Gold D ust, 100 5c . . . .  4 00
K irko line, 24 41b..............2 80
P ea rlin e  ....................... 3 75
Soapine ......................** 4 00
B a u b itt’s  1776 ............. 8 75
R oseine ...........................  3 eg
A rm our’s  ......................... 3 70
W isdom  .........................  3 30

Soap C om pounds
Jo h n so n 's  F in e  ........... 5 10
Jo h n so n ’s  X X X  ........... 4 25
R ub-N o-M ore  ............... 3 $5
N ine O’clock ............... 3 30

S couring
E noch  M organ ’s  Sons 

Sapolio, g ro ss  lo ts  . . . .  9 50 
Sapolio, h a lf  gro. lo ts  4 85 
Sapolio, s ing le  boxes 2 40
Sapolio, h an d  ............... 2 40
S cou rine  M an u fac tu rin g  Co 
S courine , 50 cakes  . . . .  1 80 
S courine , 100 cakes  . .  3 50

We Manufacture

Public Seating
Exclusively

Churches cl?urches of 311 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.

Schools JnH iTe ih +ue fur,nishec! a lar*e majority of the city, ., . 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. UOD

Lodge Halls n *  fPêialize * * * * *  Hal1 and Assembly seating. 
+ a v. * Our long experience has given us a knowledge of requiremente 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. ’ ana

Write Dept. Y.

rimerican Seating Company
215 Wabash Ave. CHICAGO, ILL.

G R A N D  RA PID S N E W  Y ORK BO STO N PH ILA D ELPH IA
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B U SIN E SS-W A N T S D E P A R T M E N T
A d v e r t is e m e n ts  in s e r te d  u n d e r  th is  head  fo r  tw o  c e n ts  a w o rd  th e  f irs t in s e r t io n  a n d  one  c e n t  a  w o rd  fo r  ea c h  s u b se q u e n t 

______ __________________ c n t ln u o u s  ln s e r t lo n - lN<0 c h a rg e  le ss  th a n  2o c e n ts . C ash  m u s t a c c o m p a n y  all o rd e rs .

B U S IN E S S  CH A N C E S .

F o r Sale—E sta b lish ed  d ry  goods sto re , 
do ing  a  s tr ic tly  ca sh  business. B est
tow n in N o rth e rn  In d ian a . H av e  o th e r  
business  an d  ca n n o t devo te  tim e  to  th e  
sto re . Invoice $6,000 to  $7,000. $3,000 re 
quired , b alance easy  te rm s  o r  w ill keep 
in te re s t. A ddress W m . J . G rieger, M ieh- 
igan  C ity, Ind.______________________ 303

F o r Sale— Stock of g en e ra l m erch an d ise  
in  S au lt S te . M arie. T he  D e tro it of 
U pper M ichigan. Good location , good
business. A m  m oving. A pply to  W. E . 
D onegan.______________________  293

F o r Sale—F o r  $100, seco n d -h an d  e le 
vato r, lif t 1,500 pounds. P la tfo rm  ca r 
4x7 feet, 16 inch  d ru m  g ea re d  fo r e lec tric  
m otor w ith  belt a t ta c h m e n t. H aw k in s  
H a rd w are , F u lto n , N. Y.___ 292

T im ber L ands F o r  Sale—W e  h av e  fo r 
sa le  250,000,000 fe e t L. L. Y. p ine  located  
in S ou th  M iss. L ogg ing  cond itions  f irs t-  
c lass; low fre ig h t r a te  to  tid e  w a te r; 
a lso  a  tr a c t  of hardw ood  of 8,000 ac re s  
located  in  N o rth  L a., w h ich  w ill cu t
36.000. 000 fe e t oak, 5,000,000 h ickory ,
1.000. 000 gum  an d  5,000,000 p ine . F o r
fu r th e r  in fo rm ation  ad d re ss  W . J . L ough - 
ridge, W h itn ey  B an k  B ldg., N ew  O rleans, 
La- ________________________________291

F o r Sale—$1,500 s tock  g en e ra l m e r
ch an d ise  (m ostly  new ), in in lan d  tow n, 
fine fa rm in g  section . Sales $10,000. N o 
tra d es . L. E . Q uivey, F u lto n , Mich. 
_____________ ________________________ 262

F o r Sale—A $2,500 s to ck  of groceries 
in  a  good tow n of 3,500. S tock  is clean, 
p riced  r ig h t fo r cash . A ddress  J ., c a re  
M ichigan T rad esm an .________________ 301

F o r R en t—A t E lm ira , M ichigan, la rg e  
lig h t double s to re , $15 m onth , w ith  gas, 
fu rnace , shelv ing , tab les , liv ing  room s. 
A. W , S tein , F en to n , Mich._________ 302

F o r Sale or T ra d e—H otel an d  fu rn is h 
ings a t  B aldw in , M ichigan. F re e  and  
c lea r fo r s tock  of g roceries  up to  $1,500. 
M ight consider G rand  R ap ids rea l e s ta te . 
R obt. A dam son, S aran ac , M ichigan. 300

F o r S ale—C ash  only, w ell a sso rted  
. d ru g  s to ck  an d  fix tu res, g row ing  bu si

ness. L ocated  on good b u sin ess  s tr e e t 
in  G rand  R ap ids. Good location . In v e n 
to ries  a b o u t $3,000. A verage  daily  cash  
sales, ab o u t $33. W a n t to  re tire . A d
d ress  No. 1753, ca re  M ichigan T rad esm an .
______________________ ________________ 299

F o r Sale Cheap— 80 ho rse  pow er boiler 
and  40 ho rse  pow er eng ine  in  good con
d ition . A lso feed mill w ith  F ield  g a so 
line engine. W . P u rch ase , C orning , M ich., 
P . O. M oline._________________________ 298

F o r Sale a t  a  B arg a in —F o u rtee n  lig h t 
F . P . gaso line  lig h tin g  m ach ine, new. 
B eem an au to m a tic  gaso line ta n k , fo rty  
fee t co u n te r show  cases. W an ted , ty p e 
w r ite r  an d  e lec tric  coffee m ill. A ddress 
A. W . B row n, S tockbridge, M ich. 297

C leanest s tock  d ry  goods, cloaks, c a r 
pets. P ro m p t ac tio n  w ill secu re  th e  
liveliest b usiness  in b e s t M ichigan tow n 
of 3,500. D oing $43,000 business a n d  in 
c rea sin g  fa s t, b ig  p ro u ts , no com petition . 
B est location . Invoices $15,000. M ust 
sell a t  once fo r b e s t reasons . I f  pos
sible, perso n a l an d  im m ed ia te  inspec tion  
urged. N o sp ecu la to rs  w an ted . A ddress 
No. 296, c a re  T ra d esm an .__________ 296

F o r  Sale—T u ft soda  fo u n ta in , coun ter, 
e tc . B a rg a in  a t  $100. P h o to g rap h  sen t 
on app lica tion . C. E . B echtel, Shelby, 
M ichigan. E n q u ire  of a n y  rep re se n ta tiv e  
of H . & P. D rug  Co._________________ 294

Sale o r E x ch an g e—Good 100 ac re  A llen 
Co., In d ia n a  fa rm ; w ell tilled  a n d  fenced. 
Im provem en ts  fa ir . P rice  $100 ac re . 
$4,000 incum brance . E x c h an g e  equ ity  fo r 
genera l s to ck  o r h a rd w are . B ox 17, G ra- 
bill, Ind . __________________ 304

Sale o r E x c h an g e—T w o -s to ry  business 
room , value  $6,000. R en ta l 6 p e r  cent. 
E x ch an g e  fo r s to ck  g en e ra l m erchand ise, 
p re fe r  sm all tow n. D eal w ith  ow ner. 
A ddress 305, c a re  T rad esm an . 305

F o r  Sale—S tock  c lo th in g  a n d  fu rn is h 
ings. Invoice a b o u t $7,500; ca n  be r e 
duced to  $5,000. Good s to re  room , good 
location . I f  in te re s te d  w rite  a t  once. 
Will sell s to ck  a t  sacrifiée if ta k e n  now . 
A ddress, W . B. 704 M ain  S t., Jop lin , Mo.

276
B akery , B lack  D iam ond oven, c lea rin g  

$100 m onthly . Invoice a b o u t $800. W ill 
sel a t  yo u r p rice  if  sold w ith in  10 days. 
S ickness. Come, see  it. O tto  S m ith , 
Edgew ood, 111. 279

W a n te d  fo r sp o t cash , s to ck  clo th ing , 
shoes o r g en e ra l s tock . A ddress  N . E . 
Ice, Cuba, Mo. ____________________ 280

F o r  Sale—Soda fo u n ta in  in  to w n  3,000 
popu la tion . Good business , good location . 
O w ner h a s  o th e r  business. Geo. W . 
B arh a m , F a rm in g to n , Mo. 286

F o r  Sale—B ak e ry , r e s ta u ra n t  a n d  con- 
fec tonery . E n q u ire  or w rite . S ta r  B ak - 
ery , M arion , M ich. 246

O ne good in v e s tm e n t is  w o rth  a  life 
tim e  of labor. T h a t o p p o rtu n ity  is  now  
p re sen ted  to  you in  th e  deve lopm en t of 
a n  im m ense  ledge of s ilv e r-lead  o re ; 
loca ted  in  w es te rn  o re zone th a t  h a s  p ro 
duced th e  r ic h e s t s ilv e r-lead  m ines in  
th e  w orld. M anaged  by h o n es t a n d  p ra c 
tic a l m en. E n g in e e r  s a y s : “ G re a te s t lead  
I eve r saw ; w ill m ake a  g re a t m in e .” 
T h is  is yo u r chance  to  in v e st a t  bo tto m  
p rice  a n d  reap  th e  im m ense  p ro fits  of a  
developed m ine. F u ll p a r tic u la rs , E dw in  
B. G illespie, 2717C W a rre n  A ve., Chicago,

______________________  245
W e buy  fo r ca sh  m erch an d ise  s to ck s  

of all k in d s ; d iscon tinued  lines, sa le sm en ’s 
sam ples, m ill ends, seconds, m iscellan 
eous lo ts. W e bu y  a n y th in g  you a re  
w illing  to  sacrifice fo r  sp o t cash . W h a t 
have  you to  offer? W e ste rn  S alvage  Co.. 
229 S. C ana l S t., C hicago. 221

F o r  Sale—U p -to -d a te  grocery , fine fix
tu re s , in  h e a r t  of b u sin ess  d is tr ic t  of 
K alam azoo . F in e  tra d e . R eason , go ing  
in to  w holesale  business. A ddress A. W . 
W alsh . K alam azoo . M ich. 190

A T T E N T IO N  M E R C H A N T ! Do you 
req u ire  financia l help? A re  y o u r d red it- 
ors  p u sh in g  you? I f  so, w e w ould a d 
v ise  th a t  you see  us. W e m a y  be abl« 
to  help  you. W e ch a rg e  n o th in g  fo r in 
te rv iew . E v e ry th in g  s tr ic tly  confidential. 
C. W . M oore & Co., 803-805 M onroe Ave.,
G ran d  R apids. M ich. 250

F o r  Sale—A sm all d ru g  s to ck  an d  soda 
fou n ta in , w ell located  in  M uskegon. No 
tim e  fo r it. A dd ress D r. J . O. B a tes . 13 
F ir s t  S t.___________________________  252

D rug  s to re  fo r sa le  a t  le ss th a n  invoice. 
W ould sell h a lf  in te re s t  to  d ru g g is t w ho 
w ould ta k e  m a n ag em e n t of s to re . T he 
Sun D rug  Co., Colorado S prings, Colo.
________________ ________________  192

S P E C IA L  SA LES .
L e t u s  do a  sea so n ’s  b usiness  a t  a  profit 

fo r you in  a  te n  d ay s ’ sa le  W rite  fo r 
d a te  an d  te rm s . A . E . G reene, 116 
D w igh t B ldg., J a c k s on, M ich. 217

F o r Sale—Sm all s to ck  of d ry  goods, 
g ro ceries  an d  shoes. A n excep tiona lly  
good opening . S tock  in  fine condition . 
A ddress W, H . Soule, S co tts , M ich. 272

M erchan ts! Do you w a n t to  sell o u t?  
H av e  a n  auc tio n . G u a ran te e  you no  loss. 
A ddress L. H . G allaghar, A uctioneer. 
384 In d ia n a  A ve., Toledo, Ohio. 274

F o r Sale—D rug  s to re  do ing  good bu si
ness  in th e  b e s t c ity  in  M ichigan. S p len
did chance  fo r young  m an . A ddress, 
K azoo, ca re  T ra d esm an . 179

A ra re  o p p o rtu n ity  fo r qu ick  a n d  la rg e  
p ro fits  to  th e  sm all in v e s to r  w ith  $50 to  
$500. P a r tic u la rs  on req u es t. D r. T h a tc h 
er, R epublic. W a sh in g to n . 267

Good es ta b lish ed  b a k e ry  in  c ity  of 
35,000 in  W isconsin . D oing b u sin ess  of 
$1,800 a  m onth . R u n n in g  one w agon. 
H av e  good s to re  tra d e . A lso sh ipp ing  
som e. W ill re n t bu ild ing  w ith  liv ing
room s over s to re  fo r $40 a  m onth . W ill 
ta k e  $3,000 to  bu y  business . T h is  is  a  
s n ap  fo r a  good m a n  a s  th e  b u sin ess  is 
here . A ddress R , c a re  M ichigan T ra d e s 
m an . 283

C lo th ing  an d  g e n ts ’ fu rn ish in g  s to ck  fo r 
sale—on ac co u n t of d e a th  of p ro p rie to r, 
s to ck  w ill be sold ceap. Good open ing  
fo r  live c lo th ie r. A. M. F le isc h h au e r, ex- 
ecu to r, R eed  C ity, M ich. 284

E n t ir e  co st is $25 to  sell y o u r  fa rm  o r
business. G et p roposition , o r l is t  of p ro p 
e r tie s  w ith  ow n er’s n am es. P a rd e e  B u s i
ness  E xchange, T ra v e rse  C ity, M ich.

________________ 256
F o r Sale o r  E x ch an g e—3,000 a c re  tim b e r  

t r a c t  in  S o u th ern  K en tu ck y . T h is  Is one 
of th e  b e s t in v e s tm e n t p ropositions  th e re  
is on th e  m a rk e t. W ill p ay  50 p e r  cen t, 
on th e  in v e stm en t. W ill exchange  fo r 
good s to ck  of goods, o r  im proved  fa rm . 
N ow  if you w ish  to  re t ir e  an d  p u t y o u r 
m oney in to  so m e th in g  th a t  is in c rea s in g  
in  value  e v e ry  m in u te  fo r fu r th e r  In 
fo rm a tio n , ad d re ss  A. H . S to u t, C am p- 
bellsville, K y. D on’t  w rite  un le ss  you 
have  so m e th in g  good a n d  m ean  business. 
____________ .__________________  257

F o r  Sale—R e s ta u ra n t  in  A nn A rbor. 
M ich., a  sm all, w ell equ ipped  p ay in g  
re s ta u ra n t. Good location ; g ro w in g  b u s i
ness ; a  m o n e y -m ak er fo r a  w orker. A.
A. H a th a w a y , 331 S. M ain , A nn  A rbor, 
M ich. , 258

D rug  S to re  F o r  Sale—T w o -s to ry  b rick  
build ing , $15 m on th ly  re n t ;  b ea u tifu l 
co u n try ; ra ilro ad  fa c ili tie s ; c ity  p riv - 
iliges; th re e  m iles from  ocean ; fine op
p o rtu n ity  fo r you n g  ac tiv e  m an . $800 
C ash  b u y e r only one considered . A ddress 
to w n  P h a rm a cy , Eatontown, N. J .  289

C orner s to re ; w h o lesa le -re ta il new s 
pape r, m agaz ine  agency . C andies, to 
bacco, m usic. W ill divide w holesale  from  
re ta il, if  d esired . B es t location , b es t c ity  
N o rth e rn  In d ia n a . A ddress  S, c a re  
T rad esm an . 254

W a n te d —D ry  goods s to re  a t  Lowell, 
f irs t-c la ss  open ing  in  live tow n  of 2,000 
people, su rro u n d ed  by  p ro sperous  fa rm 
ing  coun try . F in e  s ta n d  read y  a n d  bu si
ness  w aitin g . A ddress  Lock B ox 650, 
Low ell, M ich. 255

F o r  E x c h an g e—T en  room  residence, 
finely located , F ra n k fo r t, M ich. B a th  
e lec tric  ligh t, c ity  w a te r. E x c h an g e  fo r 
m erchand ise . A ddress B, ca re  T ra d e s 
m a n __________________ __________  186

I p ay  ca sh  fo r s to ck s  o r p a r t  s to ck s  
of m erchand ise . M u st be  cheap . H . 
K au fer, M ilw aukee, W is. 92

W e offer fo r sale , fa rm s  a n d  business 
p ro p e rty  in  n ea rly  a ll co u n ties  of M ich
igan  and  also  in  o th e r  s ta te s  of th e  
U nion. W e buy, sell an d  exchange 
fa rm s  fo r business  p ro p e rty  an d  inv ite  
yo u r co rrespondence. J . E . T hom  &. Go., 
7th F loo r K irb y  B ldg., Sag inaw , M ich. 659

$30,259 s to ck  o f clo th ing , shoes, m en ’s 
fu rn ish in g s  a n d  no tions, a lso  tw o -s to ry  
solid b rick  bu ild ing , w o rth  $9,000. All 
c lear, to  exchange  fo r a  good fa rm  or 
tim b e r  lands. P lea se  do n o t a n s w e r  u n 
less you h av e  fa rm s  th a t  a re  c lear. A d
d re ss  P . O. B ox 493, N ew  London. W is., 
w h ere  s to ck  is  located . 206

C ash  fo r y o u r b u sin ess  o r p ro p erty . I  
b rin g  buyers  a n d  se lle rs  to g e th e r. B u si
ness p laces, a n d  rea l e s ta te  bough t, sold 
and  exchanged . I f  you w a n t to  g e t In to  
o r  ou t of business , w rite  me. I  have 
fa rm s  th a t  can  be exchanged  fo r s to re s  
a n d  s to re s  th a t  can  be  tra d e d  fo r rea l 
e s ta te . I  have  cash  b u y e rs  looking fo r 
openings an d  b usiness  p laces  fo r sale . L e t 
m e know  y o u r req u irem en ts . E s ta b lish ed  
1881. F ra n k  P . C leveland, R ea l E s ta te  
E x p e rt, 1261 A dam s E x p re ss  B uild ing , 
Chicago, 111. 198

W e buy an d  sell seco n d -h an d  s to re  fix
tu re s . G rand  R ap ids M erchand ise  & F ix 
tu re s  Co., 803 M onroe Ave. 236

F o r Sale—C onfec tionery , ice cream , 
b usiness  lunch  an d  bakery . L oca ted  op
posite  un ion  depo t a n d  b o a t land ing , in 
tow n of 35,000 In h a b ita n ts  on L ak e  
M ichigan. H av e  o th e r  b u sin ess  to  a t 
tend  to  a n d  w ill sell v e ry  reasonab le . 
S ales a v e ra g e  $50 p e r  day . 75 p e r  cent, 
tra n s ie n t tra d e . A ddress No. 941, c a re  
T ra d esm an . 941

We pay  CASH fo r m erch an d ise  stock  
an d  fix tu res. G rand R ap id s  M erchand ise 
& F ix tu re s  Co., 803 M onroe A ve. 235

S afes  O pened—W . L. Slocum , sa fe  ex 
p e r t and  locksm ith . 97 M onroe Ave.,
G rand R ap ids, M ich. 104

F o r Sale—Shoe s to ck  a t  le ss th a n  in 
voice. In v en to ry  ab o u t tw o  hu n d red  an d  
fifty  dollars. A ddress Box 347. S aran ac . 
M ich. 263

D rug  s tock  a n d  bu ild ing  fo r sa le  o r  ex 
chan g e  fo r  residence. S tock  invo ices 
a b o u t $2.000, bu ild ing  an d  lo t a b o u t $800. 
L ocated  in M illburg, one of th e  b e s t fru it 
sh ip p in g  tow ns in  M ichigan. A ddress 
D r. O. A. E a to n , B en ton  H arb o r, Mich.

253
O nly b a k e ry  in  tow n 1,300; ice cream , 

confectionery . Good re so rt tra d e . $1,500, 
ea sy  te rm s . J . C ham berlain , N ew aygo, 
M ich. 281

I? you w ish  to  buy, sell o r exchange  an y  
le g itim a te  b usiness  of a n y  kind, an y w n ere  
consu lt o u r  B usiness  C hance D ep artm en t! 
i t s  opera tion  is  n a tio n a l in  scope and  
offers unexcelled  se rv ices  to  th e  seller, 
a s  well a s  th e  buyer. A d van tageous e x 
changes  fo r o th e r  p ro p e rtie s  a re  o ften  
a rran g e d . In  w ritin g , s ta te  fu lly  you r 
w an ts. T he  V arlan d  S ystem , C ap ita l 
B ank, S t. P au l, M inn. 814

F u rn itu re  B usiness  F o r  Sale—W ill in 
voice a t  abo u t $12,000. L ocated  in  T u r-  
v?c“ * [n th e  fam ous T urlock  irr ig a tio n  
d is tr ic t  O ver 175,000 a c re s  in  th e  d is- 
tr lc t. P opu la tion  3,000. G row ing av e ry  
day . Good reaso n s  fo r selling. S ales la s t  
y ea r, $30,000. A ddress B ox 217, T urlock  
C a l 1 - ______________________________________________ 2 0

W ill p ay  ca sh  fo r s to ck  o f shoes and  
rubbers. A ddress M . J .  O., c a re  T ra d e s 
m an:__________________________________ 221

F o r Sale—D ouble b rick  block. T he 
c io thm g  and  fu rn ish in g  s to re  is stocked 
w ith  a b o u t $8,000. T he  d ry  goods sto re  
is read y  fo r stock . Shelv ings, fixtures, 
e v e ry th in g  needed. B usiness  e s tab lished  
37 years. A lw ays p rosperous. R eason 
fo r selhng, w ish  to  re tire . A ddress A. J . 
W ilhelm , T ra v e rse  C ity . M ich. 130

F o r Sale a t  a  b a rg a in , 1 6 x 8  xlO S te v 
ens cooler, 1 P ow er E n te rp r ise  chopper, 
1 s ile n t c u tte r , 1 200 acco u n t M cC askey 
reg iste r , all excellen t condition. F u r th e r  
p a r tic u a rs  w rite  A. R . H en sle r, B a t tle  
C reek, M ich. 282

F o r Sale—A live g row ing  m a n u fa c tu r
ing  busin ess ; sell th ro u g h o u t th e  coun
try  to  d ru g  an d  d e p a rtm e n t s to re s ; sa le s 
m en on th e  road ; n e t p ro fits  from  15 
p e r  cen t, to  25 p e r  ce n t.; a  good chance  
fo r a  m an  to  g e t a  m oney m a k in g  p ro p 
osition ; $3,000 to  $5.000 ca sh  w ill h and le ; 
ow ner has  o th e r  in te re s ts  an d  can n o t 
p roperly  look a f te r  sam e. Call o r a d 
d ress  J . S. S w ain , 819 B roadw ay , K an sas  
C ity, M o , __________________________259

F o r Sale—Stock of d ry  goods, g rocer
ies and  shoes in  good live tow n. I n 
ven to ry  ab o u t $8,000. N o old stuff, 1912 
sa les  $25,800. Can prove a  good th in g  
to  p a r ty  in te re s ted . A ddress No. 287, 
c a re  T rad esm an . 287

F o r Sale—C ash. Good, clean  s to ck  of 
g en e ra l m e rchand ise  in  good fa rm in g  te r 
r ito ry ; fa s t  g row ing  business. N o tra d e . 
A ddress Box 44, M ontgom ery , Iow a. 
______________________________________ 290

F o r E x ch an g e—Good seven -room  house
and  lo t 37 x  150 on paved  s tre e t, n e a r  c a r  
line, S outh  Bend, Ind. V a lu a tio n  $3,000; 
fo r g en e ra l m erchand ise , shoes o r  d ry  
goods. R. G. C lem ent, V icksburg , M ich.
_____________________________  ______277

F o r Sale—An old es tab lish ed  h a rd w are  
an d  g ro cery  s to ck  in  sm all to w n  22 m iles 
from  G rand  R ap id s  on P e re  M arq u e tte  
R ailroad . A ddress No. 278, c a re  T ra d e s 
m a n ^ __________________ 278

H E L P  W A N T E D .
C lo th ing  sa le sm an  a t  once. Y oung m an 

25 to  30 y ea rs  old. Single p re fe rred , to  
w ork  in  h u s tlin g  tow n  of 6,000. B ert 
L am pkin , Ionia , M ich. 295

Knowledge consists of having a 
stenographer who knows where to 
find things.

Extract equity from justice and it 
leaves injustice.

Creating Confidence
Michigan is one of the most responsive markets in the 

world for your goods. Prosperity has overtaken the people 
and they are buying.

Tell the people of Michigan about your goods—how they 
are made and sold and how to recognize them. Tell it to 
them through a medium in which they have confidence. 
When they know who you are, and what you offer them, 
they’ll buy.

The medium which has the confidence of its readers in 
the Michigan field is the

Michigan Tradesman
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DETROIT DETONATIONS.
(Continued from page one.) 

on one of the traveling men’s wives. 
While the story is positively true, 
we promised not to mention any 
names. The traveling man’s wife’s 
father is a farmer and the young lady 
went home to spend a couple of weeks 
with her parents early this month. 
One day, while her father was away, 
one of the neighbors came over and,
spying Mrs.----- , asked her if he could
borrow their brace and bit. “I ’m sor
ry,” said Mrs.----- , “but father went
to town and he used it on the horse.” 
The neighbor stared blankly at her 
for a few moments, then something 
seemed to flash through his mind. He 
repeated what he wanted, then went 
through the motions of using a- brace 
and bit, to further enlighten her. Af
ter some gesticulating and with the 
aid of her younger brother, the neigh
bor received what he went in quest 
of and father still drove the horse 
with the bit in its mouth.

Some traveling men are full of lies 
They lie in bed at night and in their 
expense books during the day.

Sunday the writer and wife cele
brated the tenth anniversary of their 
marriage. The writer feels that he 
deserves many congratulations—for 
having stood it so long. For which 
we expect an adverse comment from 
Muskegon.

Detroit Council, No. 9, members, 
remember the date of the big doings 
Saturday night, October 18. Mark 
it down in your note book and bring 
in one application for a new member 
to be initiated on the big night.

W hat some little fellows lack in 
size they make up in importance.

It may be of interest to those trav
eling men who carry samples to know 
that it is illegal to sell and deliver 
samples from their trunks. They may, 
however, sell the samples and, by 
paying the regular tariff, slip them to 
the customer from the original start
ing point. This is an interstate com
merce ruling and the violation is pun
ishable by a fine or imprisonment, or 
both. Of course, this lies with dis
cretion of the court.

The Hotel Norton, of Detroit, de
serves special mention for the splend- 
did service it has given the traveling 
men. To say nothing of the cleanli
ness and popular rates, the Norton is 
one of the few hotels that manage to 
reserve rooms for the traveling men, 
regardless of the number of conven
tions in the city. That the boys ap
preciate this is shown by their pat
ronage of the hotel.

One way of keeping from owing 
grocery bills is to pay them.

Henry Norman, who formerly lived 
in Grand Rapids, the hub of Kent 
county, and now a resident of Detroit, 
has started out on a three weeks' 
trip through Northern Michigan— 
adn Cloverland. ‘Enery represents 
H ’Andrew Jergens hand Co., perfum
ers.

F. E. Bogart, Vice-President of 
Farrand, Williams & Clark, is spend
ing his vacation in the East.

One reason they can’t capture all 
the hold-up men in Detroit is because 
they would close up too many manu
facturing plants and business places—

and there would be no place to  pay 
the rent, as the landlord would be 
among the many.

Even then, no cares to move away, 
and 5,000 per month are glad to get 
in the city.

Miss Gladys Proper, the daughter 
of H. L. Proper, manager for the 
Michigan T rust Co. stores a t East 
Lake, was removed to her home from 
the hospital this week. She was op
erated on for appendicitis and is doing 
nicely at this writing.

Nearly got cross-eyed lookin’ for 
the Grand Rapids column last week. 
Either the Tradesman is growing 
larger or Bill’s column is growing 
smaller. Whichisit?

No traveling man poet ever reaches 
the pinnacle of fame (?) until he has 
written a poem entitled The T r* -- ' 
ing Man’s Dream.

Gotta stop or we’ll be sloppin' over 
o nanother page.

Full page is going some.
W here is Bill Pohlman of Clover- 

land. James M. Goldstein.

Wholesale Grocer H it by Train. 
Lansing, July 23—Struck on the 

back by the eastbound morning Pere 
Marquette passenger train, No. 2, and 
hurled against a car of a freight train 
standing on parallel track, Frank E. 
Elliott, manager of the Lansing 
branch of the National Grocer Co., 
sustained serious injuries Tuesday 
morning as he was returning to his 
office from the inspection of a car
load of groceries at the north end of 
the yard.

A preliminary examination showed 
that Elliott was suffering from inter
nal injuries. A severe gash and bruise 
across his forehead was caused by 
his head striking the wheel of a box 
car. He was hurried to Edward W. 
Sparrow hospital in the police ambu
lance.

As Mr. Elliott was struck by the 
pilot of the engine, he attempted to 
leap clear of the train. Mr. Elliott, 
whose hearing is slightly impaired, 
was unaware of the train’s approach 
until the instant before it struck him. 
His leap to the side of the track un
doubtedly saved him from instant 
death.

A few minutes previous to the ac
cident, Mr. Elliott went to the north 
end of the yards to look over a car
load of stock just received by the 
grocery comoanv. TTe returning 
up the tracks alone at the time the 
accident occurred.

Butter, Eggs, Poultry, Beans and Po
tatoes, a t Buffalo.

Buffalo, July 23—Creamery butter, 
fresh, 24@27c; dairy, 22@25c; poor 
to good, all kinds, 19@21c.

Cheese—New fancy 15c; poor to 
common, 6@13c.

Eggs—Choice, fresh candled, 21@ 
23c; at mark, 20@21c.

Poultry (live)—Turkeys, 13@14c; 
cox, 12c; fowls, 16@17c; springs, 21 
@23c; ducks, 14@16c.

Beans—Red kidney, $2@2.35; white 
kidney, new $3@3.25; medium, $2.40; 
narrow new $3@3.40; pea, new $2.25. 

Potatoes—New $2.50@2.75 per bbl.
Rea & Witzig.

Politicians are as jealous of each 
other as girls.

The Produce Market
Apples—Duches and Red Ostra- 

chans command $2 per bu.
Beans—$2.50 per bu. for either wax 

or string.
Blackberries—$2.25 per 16 qt. crate. 

The crop promises to be large.
Butter—Receipt continue normal 

for the season, and the market is firm 
at the present range. The quality of 
the receipts is better than a week ago, 
owing to more favorable weather. The 
receipts are in part going into cold 
storage, notwithstanding an increased 
consumptive demand. No change of 
consequence seems in sight, but if 
there is any change it will probably 
be a slight advance. Fancy creamery 
commands 27@28c in tubs and 29@30c 
in cartons. Local dealers pay 21c for 
No. 1 dairy and 19c for packing stock.

Cabbage—$2.50 per crate for Louis
ville, and $1.25 per bu. for home 
grown.

Carrots—25c per doz. bunches.
Celery — Home grown 20c per 

bunch.
Cherries—$1.50 per crate of 16 qts. 

for sour; $1.75 for sweet and blacks.
Cocoanuts—$4.75 per sack contain

ing 100.
Cucumbers—60c per doz. for home 

grown.
Currants—$1.40 per 16 qt. crate for 

either red or white; $1.75 for blacks.
Eggs—Receipts continue fairly lib

eral, but the bulk is showing season
able heat defects and have to be sold 
at concessions. Local dealers pay 
16J^c, loss off.

Egg Plant—$1.75 per box for South
ern.

Gooseberries—$1.50 per 16 qt. crate.
Green Onions—25c per dozen for 

large and 20c for small.
Green Peppers—$1.50 per bu.
Honey—20c per lb. for white clov

er, and 18c for dark.
Lemons—Messinas have declined to 

$8 per box.
Lettuce—Home grown head, 80c 

per bu.; home grown leaf, 75c per bu.
Musk Melons—California Rocky- 

fords command $2.50 per crate for 
54s and $2.75 for the other size ;

Georgia, $2.25 for 54s and $2.50 for 
45 s.

Onions—Louisville in 70 lb. sacks. 
$1.75.

Oranges—Late Valencias and Nav
els command $5 per box.

Peas—$1.75 per bu. for Telephones.
Pieplant—$1.75 per bu. for home 

grown.
Pasley—30c per dozen.
Potatoes—W hite stock from Vir

ginia is in good demand at $3 per bbl.
Poultry—Local dealers pay 18c for 

broilers; 13c for fowls; 6c for old 
roosters; 8c for geese; 10c for ducks: 
12c for turkeys. These prices a r e  
live-weight.-

Radishes—10c per dozen.
Raspberries—$2.50 per 16 qt 

for red and $2.25 for black.
Spinach—65c per bu.
Tomatoes—$175 per crate of 4 b a s 

kets, Texas grown; 90c per 8 lb. b a s 
ket of home grown.

Veal—Buyers pay 6@12c according 
to quality.

W atermelons—$3 per bbl. for G— . 
gia.

W hortleberries—$2 per 16 qt. crate. 
The crop is expected to be large ir 
quantity and good in quality.

Detroit—The Hemmeter Cigar Co. 
•has merged its business into a stock 
company under the same style, with 
an authorized capital stock of $750,000 
common and $250,000 preferred, all of 
which has been subscribed, $50,000 
being paid in in cash and $950,000 in 
property.

B U SIN E S S  CH A N CES.
An o p p o rtu n ity  fo r a  young  m an  w ith  

a ry  goods e x p e r ie n c e  to  p u rch ase  a  go 
ing  b usiness  a t  a  g re a t  ba rg a in . L o
ca ted  in n o rth  end  of city . I f  in te re s ted  ' 
ad d re ss  H . A. K ., c a re  M ich igan  T ra d e s-
■nan.____________ ___________  309
_ W ill se ll to  th e  h ig h e st b idder on" 
S a tu rd a y , A u g u st 9, 1913, a t  2 o’clock 
p. m., th e  e lec tric  p la n t, fran ch ise  and  
equ ip m en t of th e  G. G. W illiam s W ooden- 
w a re  C om pany a t  B oyne F alls, M ichigan. 
W rite  A. G. U rq u h a rt, T ru s te e , Boyne 
C ity, Mich.________ 307

S alesm an—A ttra c tiv e  p roposition  fo r 
th e  g en e ra l tra d e , expe rience  u n n ec es
sa ry . All a ro u n d  h u s tlin g  sp ec ia lty  m an 
can  n e t $3,000 annua lly . A m erican  
S tan d a rd  Jew elry  Co., D e tro it, M ich.
______________________________________308

F o r Sale—A  good c lean  s to ck  of g e n 
e ra l m erchand ise , invo ic ing  $2,000. D oing 
good business. L ocated  in  S o u thern  
M ichigan. A ddress No. 306, c a re  M ichi
g an  T ra d esm an . 306

Com monwealth Convertible 6% 
Bonds

Net 6.60% and return your principal 
in 5 years.

Citizens Telephone 6% Bonds
Net 6% and are secured by assets of ten 

times the outstanding issue.

HOWE, CORRIGAN & CO.
5th floor Michigan Trust Bldg.—as far as you can go to the right of the elevator.

GRAND RAPIDS, MICH.
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SUMMER TIME 
IS TEA TIME

TETLEY’S
INDIA

CEYLON

TEAS
Are good for that tired feeling

ing from a seed from the Imperial 
Gardens.

THE TEA HOUSE

Judson Grocer Co.
The Pure Foods House 

GRAND RAPIDS, MICHIGAN

Fragrant
Delicious
Invigorating

H ot or Iced

Call and see our Tea Tree grow-

Modern Plant 
Complete Stock 
Competent Organization 
Location

These advantages enable 
us to guarantee prompt 
and satisfactory shipment 
of all orders intrusted to 
our care. Special atten
tion to mail and telephone 
orders. ^  ^  ^  ^

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

Grand Rapids—Kalamazoo 

The Prompt Shippers

The Karo Demand is Increasing 
aro\ Everywhere

Karo sales are jumping. Effective advertising in the magazines, 
newspapers, bill-boards and street cars is proving a powerful sales maker.
It is influencing millions of housewives to use more Karo than ever_

telling them about the great food value of Karo, its purity, its nourishment, the energy it supplies 
and what’s all important, its economy.

With the cost of living so high, 'these Karo facts strike home with double force, they are 
increasing sales quickly.

Karo is the great household syrup—the syrup of known quality and purity—specially whole
some and delicious, and of highest food value.

Your customers know it - th e y  know that the Karo label stands for highest quality, best
flavor, and full net weight. Stock generously with Karo. It sells quickly, is easy to handle 
and pays a good profit.

Corn Products Refining Company
New York



Business
Culture

You can’t make a plant grow.
You can, however, place it in the right 

kind of soil, in the sunshine, give it sufficient 
moisture and—nature will do the rest.
So it is with your business plant. The pub
lic is the soil. You must supply the nutri
tion of an advertising appropriation, the 
moisture of printer’s ink, and the sunshine of 
attention-compelling booklets and catalogues.

We will supply sunshine and 
moisture and the nutrition may 
not be as much as you think

TRADESMAN COMPANY
Grand Rapids

Won Its Favor 
Without a Flavor

Next to the fact that it is made of the 
whole wheat and in biscuit form the strongest 
talking point about

Shredded Wheat Biscuit
is the fact that it is not flavored, seasoned, 
treated or compounded with anything. It is a 
natural, elemental food, made in such a way 
that the consumer may flavor it or season it to 
suit his own taste. Flavored cereals usually 
deteriorate in the market. Being made of noth
ing but the whole wheat grain, nothing added, 
nothing taken away. Shredded Wheat will keep 

fresh in any clime any length of 
time.

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 O N LY  BY

The Shredded Wheat Company
NIAGARA FALLS, N. Y.

Too Late
Better a little kindness while living than a floral display at the grave.— W. L. Brownell.

If we could bring ourselves up to the point of doing the things we know we 
ought to do to-day, we would chase away many of our to-morrow’s regrets.

Think Carefully Than Act Promptly
It makes no difference how large or how small your 

business may be, it is your business and it is your busi
ness also to protect it. How long would you do business 
with a bank who would leave its books in which your 
account with it was registered lying around in its office 
unprotected at night. If you are not the owner of a good 
reliable safe this is just what you are doing with your own 
accounts.

THINK IT OVER

Write us to-day and we will name you a low price on 
a dependable safe.

GRAND RAPIDS SAFE CO. Tradesman Bldg., Grand Rapids, Mich.


