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In a very  humble cot,
In a rather quiet spot,
In the suds and in the soap, 
W orked a w om an full o f hope, 
W orking, singing all alone,
In a sort of undertone—
“ W ith a Saviour for a friend,
He w ill keep me to  the en d .“

Som etim es happening along,
I had heard the sem i-song,
And I often used to  smile 
More in sym pathy than guile; 
But I never said a word  
In regard to w hat I heard.
A s she sang about her friend 
W ho w ould keep her to  the end

N o t in sorrow nor in glee, 
W orking all day long w as she, 
As her child ren, three or four, 
Played around her on  the floor; 
But in m onotones the song  
She w as hum m ing all day long, 
“W ith a Saviour for a friend,
He w ill keep me to the end .”

Just a trifle lonesom e she,
Just as poor as poor could be;
But her spirits always rose,
Like the bubbles in the clothes, 
And, though w idow ed and alone, 
Cheered her w ith  the m onotone  
Of a Saviour and a friend 
W ho w ould keep her to  the end.

I have seen her rub and scrub 
On the washboard in the tub, 
W hile the baby, sopped in suds, 
Rolled and tumbled in the duds; 
Or was paddling in the pools 
W ith old scissors stuck in spools- 
She still hum m ing of her friend 
W ho w ould keep her to the end.

Human hopes and human creeds 
Have their root in human needs; 
And I w ould not w ish  to* strip 
From that w asherw om an’s lip 
A n y  song that she can sing,
A ny hope that songs can bring; 
For the w om an has a friend 
W ho w ill keep her to  the end.

Eugene F. Ware.



Shou) her ihe u)hole 
FRANKLIN line

Tell your customers there’s a FRANKLIN CARTON 
SUGAR for every purpose. In addition to FINE GRAN
ULATED in 2-lb.t 3l^-lb. and 5-lb. CARTONS, we pack 
DAINTY LUMPS, SMALL CUBES, and DESSERT AND 
TABLE in 2-lb. CARTONS; POWDERED, and CONFEC
TIONERS’ XXXX in 1-lb. CARTONS with inside bag of 
moisture-proof paraffine paper. The demand for these sugars 
for cooking, baking, icing cakes, candy making and table use 
means lots of sales if you’ll talk about them. Try it! Have 
a “sugar week” with window and counter displays and teach 
your customers to buy FRANKLIN CARTON SUGAR— 
the kind that will please them, save your time and pay 
you a profit.

You can buy FRANKLIN CARTON SUGAR in 
original containers of 24, 48, 60 and 120 lbs.

THE FRANKLIN SUGAR REFINING CO.
PHILADELPHIA

FRANKLIN CARTON SUGAR is guaranteed FULL WEIGHT 
and refined CANE sugar.

f o r

Give It Prominence 
In Your Stock

“ Make It Stick Out” —A suggestion of Dwinell-Wright Co., 
in its “White House” Coffee advertising, strikes us as the 
very keynote of publicity—the pertinent thing that makes 
goods SELL. We have no doubt but grocers generally will 

agree that “White House” is entirely worthy of 
BIG prominence in the stocks of dealers, and that 
this suggestion will be acted upon on the gener

al idea of doing everything possible to pro
mote such reliable goods.

Distributed at Wholesale by
JudsonGrocer Co., Grand Rapids, Mich.

SNOW BOY FREE!
For a limited time and subject to  withdrawal w ithout advance notice, w e  offer

SNOW BOY WASHING POWDER 2 4 s FAMILY SIZE
through the jobber—to Retail Grocers 

25 boxes @ $3.60—5 boxes FREE 
10 boxes @ 3.60—2 boxes FREE
5 boxes (a) 3.65— 1 box FREE

2 Yt boxes @ 3.75—%box FREE
F. O. B. Buffalo: Freight prepaid to  your R. R. Station in lots not less than 5 boxes.
A ll Orders at above prices must be for immediate delivery.
T his inducement is for NEW  ORDERS ONLY—subject to withdrawal w ithout notice.
Order from your Jobber at once or send your order to us giving name of Jobber through  
w hom  order is to be filled. Yours very truly,

SSKSJNSi4 J“u,ry ,,M’ Lautz Bros. & Co.
I
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S P E C IA L  F E A T U R E S .
P ag e
2. U pper P en in su la .
3. B oom lets F rom  B ay C ity.
4. N ew s of th e  B usiness W orld.
5. G rocery  and  P roduce  M arket.
6. D e tro it D e tonations.
7. B an k ru p tcy  M atte rs .
8. E d ito ria l.

10. C lo th ing .
12. B u tte r, E ggs and  P rov isions. 
14. F inanc ia l.
16. D ry Goods.
18. Shoes.
20. W o m an ’s W orld.
22. H a rd w are .
23. T h e  M eat M arket.
24. T h e  C om m ercial T rav e le r.
26. D rugs.
27. D rug P rice  C u rre n t.
28. G rocery  P rice  C u rren t.
30. Special P rice  C u rren t.
31. B usiness W an ts .

THE PENTW ATER BRANCH.

District Where Every Merchant 
Reads the Tradesman.

Pentwater, April 6—W hitehall has 
an electric light plant, w ater works, 
fire department, a good graded school 
and eight churches of various de
nominations. Among the im portant 
industries are a tannery, planing mill 
and chemical works, manufacturing a 
sweeping compound. The T rades
man is a regular weekly visitor to 
most of the following business places:

Gee & Carr, hardware.
C. A. Johnson, dry goods and gro

ceries.
R. M. Leighton, groceries and 

shoes.
Geo. H. Nelson & Co., general 

merchandise.
Geo. Haverkate, groceries.
John Baasch. meat market.
Mrs. J. D. Meinhardi, drugs.
G. Berg & Co., meat market.
F. D. Glazier, groceries.
W. C. Cotes, hardware.
John O. Reed, flour mill.
Mrs. M. G. Hollis, dry goods.
G. J. Moog & Son, hardware.
T. B. Widoe Clothing Co.
State Bank of W hitehall.
H. G. Marshall, general merchan

dise.
C. G. Pitkin & Co., drugs.
H otel Mears, under the able man

agement of Alex. Gloeckner, is first- 
class in every respect as to rooms, 
meals and service.

Montague is located on the oppo
site side of W hite River from W hite
hall. I t has seven churches of differ
ent denominations, two union schools, 
water works, fire department, an 
opera house with a seating capacity 
of 1,200, a flour mill, iron works and 
fruit evaporator. F ruit growing is 
extensively carried on in this vicinity. 
The W hite Lake Inn, conducted by 
Chas. Shierstaedt, is the commercial 
m en’s headquarters and their wants 
are attended with neatness and dis
patch. The Tradesman is a familiar 
publication to these business men:

J. P.. Jacobson, groceries
I. L. Langford, hardware.
L. G. Ripley & Co., drugs.
Jacob Graf & Son, groceries and 

shoes.
Farm ers State Bank.
Montague Milling Co.
C. A. W iard, furniture.
J. S. Potter, dry goods.
A. L. Ainger, m eat market.
W hite Lake Creamery .
Chas. Ohrenberber. hardware.
T. E. Phelan, clothing.
Mrs. Lydia J. Grubb, millinery.
Fred W atkins, flour and feed.
New E ra is 11J4 miles south of 

H art, the county seat. It has two 
churches, a bank, a good hotel and 
several good stores. These business

men are readers of the Tradesm an:
James D eK ruyter & Co., general 

merchandise.
W esting & Borgman, general mer

chandise.
Adema & W olting, groceries.
Churchill & W ebber, bankers.
J. G. W ickerink, general merchan

dise.
Fred Zandt, shoes.
J. C. Ham, hardware.
John Vanderveen, meat market.
Elmer Van Dyke, New Era Hotel.
Postema Bros., hardware.
Shelby is lighted by electricity, has 

water works, fire department, an 
opera house seating 700, a bank and 
a weekly newspaper. I t has four 
denominational churches and excel
lent educational advantages. Among 
its interests are two basket factories, 
canning factory, planing, flour and 
saw mills., fruit evaporator, barrel 
and box factory, fruit package fac
tory, etc. Shelby is located in the 
Oceana fruit belt and over $350,000 
worth of peaches, apples and smaller 
fruit and potatoes are shipped annu
ally from here. Shelby has a first- 
class hotel—H otel Shelby, conducted 
by Mrs. F. E. Beede—well patron
ized by the commercial men. Shelby 
also has some good stores and wide
awake business men who get much 
valuable information out of the 
Tradesman. Among them are:

Chas. I. A twater, clothing.
Churchill & W ebber, bankers.
C. E. Bechtel, drugs.
Jennie Bowerman, millinery.
Griffin & Morall, m eat market.
A rthur H unter, groceries.
O. J. Morse, hardware.
A. J. Rankin, hardware.
Runner & Spellman, general m er

chandise.
C. S. Sorenson, groceries.
Jno. W. Boughner, groceries.
Conger & Tallant, produce.
Myers & Son, general merchandise.
E. L. Stevenson & Co., drugs.
C. L. Eesley Milling Co.
O. A. W ood, variety store.
Johnson’s Shoe Store. ,
C. W. Eader, shoes.
S. A. Thomas, general merchan

dise. ,
Isaac Fisher, general merchandise.
W. H. Shirts, groceries.
F. E. Lewellyn, produce.
Mears has three churches, stores 

and a warehouse. C. A. Brubaker, 
the general merchant, is not only a 
good merchant, but is an expert on 
automobiles, a politician, a trout 
fisher (in season), an entertaining 
w riter and conversationalist and is 
very popular with all the people of 
his acquaintance. The Tradesm an 
occupies the same place in his es- 
tablishmnt as the M. O. catalogue 
and Bible do in some others.

G. E. Reid, the general merchant, 
has a good stock of goods and re
newed his subscription to the T rades
man.

H art is lighted by electricity, has 
w ater works, fire department, a $50,- 
000 high school building, two banks, 
saw, flour, planing and shingle mills, 
canning factories and numerous oth
er manufactories and business 
houses. The shipments comprise 
peaches, plums, small fruits, pota
toes, lumber, flour, wheat, canned 
goods and wool. The churches are 
Congregational, Baptist, Methodist 
and United Brethren. I t is hard to 
find a better town than H art and 
its business men are all up-to-date 
and carry good stocks of merchan
dise. H art is one of the T rades

man’s banner towns for subscribers. 
The following are all live wires:

R. DeVries, dry goods.
Colby & Spider Co., hardware.
Anderson Bros., groceries.
Ray W. Ardis, general merchant.
Fred L. Corbin, produce.
Chas. B. Eddy, dry goods.
A. W. Cotton, racket store.
Collins' Drug Store.
Jos. Evans, hardware.
Lyon Furniture Co., Ltd., house 

furnishings.
H. H. Menerey, Rexall D rug Store.
H. J. Palm iter, clothing.
P latt & Coilins, clothing.
E. S. Powers B utter Co., creamery.
W. R. Roach & Co., canners.
F. Sanberg, restaurant.
S. S. Shelton, general merchandise.
Dempsey & Van Beeck, meat m ar

ket.
B. S. Reed, retired druggist.
Geo. E. Williams, retired m er

chant.
Jno. Bothe, meat market.
F irst National Bank.
C. W. Noret, drugs.
Geo. R. Bates, hardware.
L. P. Hyde & Son, shoes.
A. W. Morris, groceries and dry 

goods.
W. J. Leicht, groceries.
C. Van Allsburg, meat market.
M. Hunkins & Co., shoes and fur

nishings.
Wm. A. Straley, with D. B. H utch

ins.
Oceana Savings Bank.
H arry  B. Tice, groceries.
Carl A. Peterson, clothing and fur

nishings.
E. R. Hubbard, produce.
Husted & Wallace, produce.
Lewellyn & W achter, produce.
Bert Purdy, produce.
Frank Smith, produce.
The W igton House is the leading 

hotel and is well patronized by the 
traveling public.

Pentw ater is dredged so as to allow 
the passage of vessels drawing 16 
feet of water. I t is lighted by elec
tricity and has churches of five dif
ferent denominations, has excellent 
educational advantages, a public li
brary, an opera house, fire depart
ment, water works, two banks and 
a fruit canning factory employing 
about 500 hands. During the season 
of navigation a steamer makes two 
trips daily to Ludington and in win
ter communication is had by stage 
with the same place daily. Ships 
tanbark, fish and large quantities of 
apples, peaches, potatoes and other 
produce. The Tradesm an has many 
warm friends at Pentw ater and the 
following business houses receive it 
regularly:

Sands & Maxwell, general m er
chandise.

Fuller & Duncan, meat market.
J. L. Congdon & Co., drugs.
W. H. Gardner, with J. B. H en

drick.
P. N. Lagensen, furniture.
Sears & Nichols, canners.
J. W. Arnys, bazaar.
D aggett & Harwood, groceries and 

meats.
M. D. Girard, dry goods.
E. A. W right & Son, drugs.
Jos. Tibbetts, harness.
G. F. Cady, groceries.
Fred Lagesen, bakery.
Pentw ater State Bank.
C. F. Lewis, hardware.
W. H. Bement has recently taken 

over the H otel A rbor Rest and is 
making a home for the commercial 
men. W. R. W agers.

Another Co-operative Store Bubbl** 
Exploded.

Muskegon, April 6—The Polish Co
operative Produce Co., in which up
wards of eighty Polish families 
possessed all the way from $10 to 
$25 w orth of stock apiece, has ceased 
to exist and the individual stock
holders are trying to recover w hat
ever they can of the money they in
vested in the enterprise. The Co
operative Produce Co., which was 
organized by the Polish people that 
they might be enabled to secure their 
groceries at cost price was located 
at 186 Dale avenue and closed its 
doors after a desperate struggle to 
collect large sums owing it, as shown 
on the books.

Some of the most prominent Po
lish people in Muskegon sought ad
vice in the m atter from Justice B. G. 
Oosterbaan. Because, however, no 
articles of incorporation were ever 
filed and no other customary busi
ness procedure adopted the case is 
a complicated one. The backers of 
the institution desire to collect the 
money due them for goods received. 
It appears, however, that a number 
of the stockholders anticipated the 
ultimate failure of the concern and 
quietly abstracted from the store 
groceries to the amount of the stock 
subscribed by them.

The question of wages is also in
volved in the cost price grocery con
cern. The treasury, however, is de
pleted and no payment is forth
coming for clerk hire.

Desirous of straightening the m at
ter to the best of their ability, those 
who have been in charge of the store 
are seeking a way of forcing the 
creditors to settle for the $800 which 
appears on the company’s books, 
that bills owed by the company may 
be paid.

No definite course of action has 
been decided upon, but it is not im
probable that the officers of the com
pany will collect what money they 
can that appears on the books and 
settle for the difference out of their 
own pockets.

Many of the people who sub
scribed stock and derived no benefit 
therefrom are clamoring for the re
turn of their money, which they be
lieve is the least they should get 
under the circumstances.

Traveling Salesman Buys a Mine.
Marquette, April 6.— Nels P. 

Flodin, traveling salesman for the 
Lake Shore Engine W orks, of this 
city, has purchased the McDonald 
mine at Crystal Falls. Mr. Flodin 
bought the mine at bankrupt sale 
and believes that he has made a fine 
investment. He is not prepared at 
present to say whether he will work 
the mine or dispose of it.

It is said that there is considerable 
amount of ore on the property which 
was owned by Mrs. H attie Bonrman, 
of Chicago, and John B. McDonald 
of Minneapolis. About three years 
ago, the mine was leased to the Mc
Donald Mining Co., which did not 
succeed in operating the mine at a 
profit. The mine was closed in De
cember, 1913, and a petition in bank
ruptcy filed.

According to people familiar with 
the mining district in Iron county, 
the McDonald mine is one of the 
best mines in the vicinity of Crystal 
Falls. I t is thought that if it were 
properly handled, there would be no 
reason why it could not be worked 
at a profit.
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UPPER PENINSULA.

Recent News From the Cloverlana 
of Micihgan.

Sault Ste. Marie, April 6—|W. C. 
Cornwell, of Saginaw, President ol 
the Cornwell Beef Company, F. J. 
King, head of the provision depart
ment of Swift & Company, Chicago, 
and J. G. Kennedy, representative of 
Swift & Company, South St. Paul, 
were business visitors in the city 
this week. They happened to arrive 
during a tem porary cold spell whicn 
is common at this season of the year 
here and were obliged to wear an 
extra overcoat to keep them com
fortable. They visited the Canadian 
Soo and were surprised to note the 
rapid growth there since their last 
visit. They also remarked about the 
good condition of the streets while 
motoring through the city.

R. J. McMasters has purchased 
the general store of W. E. Donne- 
gon, a t Algonquin. Mr. McMasters 
also gets the post office in connec
tion with the store. The transfer of 
the post office from Mr. Donnegan 
ao Mr. McM asters was made by 
Postm aster Scott and the residents 
of Algonquin will be pleased to note 
that the station there is to remain.

The' Brimley Produce Co., at Brim- 
ley, will contract for 1,000 acres of 
white field peas this spring, which is 
good news for the farmers through
out Chippewa county.

Wm. Bertram, of Brimley, has re
ceived a carload of fine cattle. This 
is the second carload he has bought 
and the farmers around Brimley are 
getting the dairy spirit, which will 
naturally help Brimley and the sur
rounding country. Brimley now has 
a cheese factory and may possibly be 
able to start a creamery there also, 
as the business men are certainly a 
lot of hustlers and are pushing to 
the front.

A meeting of the Holstein cattle 
breeders of Chippewa county was 
held last Tuesday afternoon in the 
Circuit Court room at the court 
house here and a perm anent organi
zation of Holstein breeds was ef
fected. There was much enthusiasm 
displayed at the meeting and, after 
the plans and purposes were dis
cussed, a name was adopted for the 
organization and an agreement signed 
which will mean much to the live
stock industry in Chippewa county. 
The name of Chippewa County Cow 
Club—Holsteins Only was adopted 
and the following agreement signed 
by the members: We, the under
signed residents of Chippewa county, 
hereby agree to form the above 
named association for the purpose of 
prom oting the Holstein breed of cat
tle in said county. We pledge our
selves to use pure-bred registered 
Holstein sires in breeding our cows 
and will urge others to do the same. 
W e will not keep or sell unregistered 
bull calves for use, but will castrate 
them and will use our best endeayors 
to prevent bulls of all ages and kinds 
from running at large. ,

The local post office is having its 
troubles -with the parcel post busi
ness. Postm aster Scott declares that 
because of the many recent changes 
made by the D epartm ent in the m at
ter of parcel post rates, weights and 
other details, all printed instructions 
to patrons have been recalled and 
that a t present there are no circulars 
available. This makes the work of 
the postmaster and his aides difficult, 
for they are obliged to instruct pat
rons verbally and have to answer in
numerable questions every day. One 
of the greatest sources of annoyance 
is the large number of broken and 
crushed packages received at the 
local office and the same conditions 
undoubtedly prevails throughout the 
country. All parcel post packages 
are placed in ordinary mail bags and 
the only means used in designating 
the parcel post sacks is the use of 
red cards attached to the sacks, and 
these sacks are often placed at the 
bottom  of the heap and sometimes 
there is a ton of m atter crushing the

parcel post packages. The postm aster 
suggests that some sort of hampers 
that could not easily be crushed 
would be the only solution to the 
situation. He declares that many 
packages are sent by express because 
of the breakage by sending the pack
ages by parcel post.

D istressing conditions prevail at 
the Upper Peninsula Asylum at New
berry, which is overcrowded. The 
building was built to accommodate 
750 persons, but now accommodate» 
880. The patients are being cared 
for in hallways, smoking rooms and 
other parts of the building not in
tended for living rooms. They are 
required to sleep with their beds 
only a foot and a half apart. How
ever, contracts have been awarded 
for the erection of a tubercular ward, 
an addition to one of the cottages, 
a physician’s residence, a bakery and 
an extension to the power house. 
These buildings will cost $25,000. So 
many patients are waiting transfer 
to the institution, the new buildings 
will not wholly relieve the conges
tion. The Board of Control will ask 
the Legislature for an emergency 
appropriation with which to erect ad
ditional cottages.

B. Blumrosen & Company, for a 
number of years one of our leading 
clothing and furnishing houses here, 
have decided to sell their entire stock 
here and Mr. Blumrosen is contem
plating moving to Detroit, where he 
expects to make his future home. 
The store now occupied by them has 
already been leased to the Soo Co- 
Operative Mercantile Association, 
which is located next door, and will 
take possession as soon as the Blum
rosen stock is sold.

According to the opinion of A t
torney General Grant Fellows, re
ceived by Prosecuting Attorney 
Green here, the heirs of the late 
Jam es Sutton, deputy sheriff of Chip
pewa county, and Allen Scribner, 
who accompanied Sutton to the lum
ber camp near Brimley, where both 
men were shot and killed by Joe 
Tobias, are not entitled to compen
sation under the provision of the 
liability law of this State. The law 
distinguishes between an official of a 
city, county or other political divi
sion of government and an employe, 
the former not coming under the 
provisions of the act. Accepting the 
opinion of the State's legal authority, 
the county could not consider the 
payment of compensation to the 
heirs of the murdered men. This 
shooting affair may be recalled by 
our readers, which occurred last 
June when Joseph Tobias, a woods
man, murdered Sutton and Scribner 
and successfully escaped without be
ing captured and is still at large.

The Ladies Civic League are get
ting ready for the summer campaign 
to clean up the city, that promises 
to eclipse anything attempted here
tofore and we expect the Soo this 
year will look like a garden para
dise with its clean streets and well 
kept lawns and sanitary alleys.

A resolution from the directors of 
the Soo Business Men’s Association, 
requesting tha t the City Council 
authorize the mayor and the city a t
torney to attend the meeting of the 
In ternational Jo in t Commission at 
W ishingtan next week, was unani
mously passed by the Council. The 
Council also placed itself on record 
as endorsing the application of the 
Michigan N orthern Power Company 
for constructing remedial works in 
the rapids.

W e understand tha t Morgan W. 
Jopling, of Marquette, has purchased 
three lots on Ludington street, Es- 
canaba, on which he will erect at 
once a modern theater building. We 
certainly can congratulate Escanaba 
on being fortunate enough to secure 
so modern a place for entertainment. 
W hat really sticks in our crop here 
at the Soo is that some capitalist 
does not build a good opera house, 
where conditions are so favorable 
and the need so great. ,

The trades carnival at the Soo last 
week was a great success. The busi
ness men were very much pleased 
with the display advertising the vari
ous lines of business and the ladies 
of the Presbyterian church, under 
whose auspices the carnival was giv
en, derived very neat returns for 
putting on the carnival. The exhibit 
was given two nights to a packed 
house a t the armory, and so well 
pleased were the committee in 
charge that it has been asked to 
make the carnival an annual affair.

The U. C. T. met at the Soo last 
Saturday night at the Murray Hill 
H otel and was called to order by 
Thomas F. Follis, where a class of 
nine members were initiated. As a 
number of the boys were not in the 
city on Saturday, it is expected that 
the next meeting will be a banner 
one and that a large increase in 
membership will be reported. The 
local Council is now in a flourishing 
condition and much interest is taken 
by the travelers for the future suc
cess of the order.

A leak in the pipes a t the plant of 
the Soo Gas and Electric Co. last 
Tuesday night caused an explosion 
which resulted in a fire which par
tially consumed the building and 
caused a loss to the company of 
about $2,000. The supply of gas was 
cut off for several hours, but the con
sumers were able to prepare their 
W ednesday dinners with the con
venient fuel.

The Upper Peninsula Experim ent 
Station, at Chatham, in trying to en
courage the livestock business of the 
Upper Peninsula has added six pure 
bred H olstein heifers to its herd. 
These were purchased of M cPherson 
Bros., Howell.

Deputy State Game W arden J. B. 
Eddy, who is in charge of the fish
eries department, has returned from 
a trip made to D eTour and Cedar- 
ville, where he was colled to instruct 
a number of the commercial fisher
men regarding the change in the 
fishing license law. This new law 
provides a minimum license fee for 
launches up to five tons $10 and $2 
per ton for each additional ton. Sail 
boats used for fishing purposes are 
charged $5 a yearly license fee. The 
new law went into effect April 1.

W . G. Tapert.

Detailed Report of the Soo Meeting.
Marquette, April 6—A t an adjourn

ed meeting of the Upper Peninsula 
Council, No. 186, U. C. T., of M ar
quette, held at Sault Ste. Marie on 
Saturday evening, April 4, the fol
lowing resolution was unanimously 
adopted: T hat the acting Senior 
Counselor, Thos. F. Follis, be and is 
hereby instructed to write a news
paper account of the present event 
for publication in the next issue of 
Michigan’s greatest trade paper, the 
friend of all commercial travelers, 
the Michigan Tradesm an; that same 
be w ritten over his own signature, 
together with the title of his office.

On behalf of the Council, I would 
kindly ask that you comply with its 
request, and I enclose you copy ac
cordingly. Thos. F. Follis.

Marquette, April 6—Probably the 
most auspicious and most enthusias
tic meeting ever held under the aus
pices of Upper Peninsula Council No. 
186, of Marquette, was held at the 
M urray Hill Hotel, at Sault Ste. Ma
rie on Saturday evening, April 4. This 
was an adjourned m eeting of U. P. 
Council held at Marquette on March 
28 for the purpose of initiating a 
large class of candidates who are 
residents of the Soo. The meeting 
was called for 8 o’clock, but the 
extra large amount of clerical work, 
due to the new application blanks, 
several of the applications having 
been filled out on the old form, 
caused some delay. The meeting 
was called to order at 8:30 with T.
F. Follis in the chair as acting Senior 
Counselor; Charles Haase, of O sh
kosh Council, as Junior Counselor;

John E. Krafft as Past Counselor; 
Ed. S. Royce, Conductor; Charles A. 
W heeler, Secretary-Treasurer; Earl 
Cameron, Page, and Jas. A. McKen
zie, of Petoskey Council, as Sentinel. 
Clint C. Collins exemplified the Ray 
of Hope. After the necessary part 
of the order of business was dis
posed of, the Council chamber was 
prepared for the reception of candi
dates, when the following candidates 
were announced: Frank Allison, G.
A. Hauptli, E. C. Flood, M. W. 
Shafer, G. W. Laub, Charles E. 
Field, Frank E. Jenks, Morley Stev
ens, Chas. O. Pregitzer and Robert 
E. Moran, who were each and all 
duly and properly initiated into the 
grand commercial army of travelers. 
W e were honored with the presence 
of Mr. Clark, of Saginaw, represent
ing the Calumet Baking Powder Co.; 
Mr. W iggins, of South Bend Coun
cil; Charles Haase, of Oshkosh 
Council, and J. A. McKenzie, of Pe
toskey Council, and, under the head 
of good of the order, each addressed 
the Council. Mr. W iggins was the 
first speaker and made a telling 
speech on the inspiration of contact. 
We were then addressed by Mr. 
Clark, of Saginaw, his rem arks being 
on Fraternalism . Charlie Haase gave 
us a most instructive talk on the 
National Biscuit Co.'s latest product, 
pretzels, with a free sample demon
stration. The talk was thoroughly 
enjoyed, Jbut the demonstration was 
rather dry—of itself. W e were then 
delightfully entertained with a solo 
by M. W. Shafer, entitled “Turkey 
in the Straw,” which was uproarious
ly encored three times. The next 
on the program  was by all odds the 
speech of the evening, Chas. A. 
W heeler being introduced as a char
ter member of U. P. Council, an im
portant factor in its inception, a past 
Grand Counselor, the one man who, 
as a Grand Counselor officer for sev
en years, put Marquette on the map, 
and who is to-day the most potent 
factor in the growth and develop
ment of U. P. Council. His speech 
was largely reminiscent. I t was a 
thoughtful, serious, scholarly and, in 
fact, an inspiring talk which was 
thoroughly enjoyed by all present. 
Clint C. Collins, also one of our 
members for many years, spoke. He 
also talked along reminiscent lines, 
but broke into an automobile talk, 
in which he thoughtlessly and un
consciously told of the passing of 
that old proverbial member of so
ciety known, as the horse trader and 
heralded the coming of a far more 
dangerous citizen, the automobile 
trader. John E. Krafft also gave us 
an excellent talk on the possibilities 
of the Soo bunch, which was well re
ceived. J. A. McKenzie gave us a 
live talk on not the largest but the 
liveliest council in the State. Good 
for Petoskey. Ed. Royce gave us a 
splendid talk which aroused the most 
intense interest, owing to the fitness 
of his topic, on the signs and grips 
of the order. He concluded his re 
marks by inviting us to the Soo again 
and promised us the use of a regular 
hall, provided we could come pre
pared to put on the initiatory work 
in full. Several of the candidates ad
dressed the Council briefly, the prin
cipal speakers being Charles Field 
and Frank Allison. Mr. Allison was 
also selected as the candidate who 
would exemplify the degree work for 
the edification of the other candi
dates and he made a splendid candi
date and stood for everything ana 
fell for some things. The acting 
Senior Counselor then addressed the 
meeting briefly on the commercial 
side of the U. C. T., as compared 
with the I. C. M. A., the Iowa State 
and other insurance organizations, 
but the Chaplain pulled his coat tail 
and looked earnestly and pleadingly 
into his face and reminded him that 
only twenty short minutes stood be
tween us and 11 o’clock. J. W. 
McTavish, the landlord of the M ur
ray Hill, was called in to sing a song, 
which he obliged us with. I t was
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a m asterly effort entitled, “Cats ram 
ble to the child’s saucepan," and was 
wildly encored. A resolution by a 
rising vote was immediately adopted 
that Mr. McTavish never be invited 
to again sing within our council 
walls. A rising vote of thanks was 
tendered the popular landlord of the 
Murray Hill H otel for the courtesies 
he extended to us in according us 
the free use of not only his spacious 
parlors, but also the halls and such 
other rooms and furniture as were 
needed. Thus closed one of the most 
interesting and im portant sessions 
that probably U. P. Council ever held 
and it goes without saying that we 
will all and always have a good word 
for the Murray Hill Hotel.

T. F. Follis,
Acting Senior Counselor.

Boomlets From Bay City.
Bay City, April 6—The members 

of Bay City Council, No. 51, were 
greatly shocked to learn that the wife 
of Chester A. Keaghan, a member of 
our Council, had died in Alberta, 
where they had resided since last Jan. 
Mr. Keaghan brought his wife’s body 
to Alpena, their form er home, for 
burial and while en route to Alpena 
he was met at the Bay City railway 
station by a number of U. C. T .’s, 
who, by floral offerings and words of 
condolence, expressed to him their 
heartfelt sympathy in his great loss.

The store recently vacated bv the 
E. P. Rowe Co., Bad Axe, will be 
occupied April 15, by Littleton & 
Heidelberg with a complete line of 
dry goods, notions and groceries.

I t was stated in the D etroit Times 
last Monday that Saginaw Council. 
No. 43, has organized a Boosters’ 
Club in the interest of the Pere M ar
quette Railway. If this statem ent is 
true it means that this railway system 
has been adopted by Saginaw Council 
and its future success is assured.

D. Gottschalk, Bad Axe, has 
bought the rem nant of the E. P. Rowe

Co. shoe stock and occupies the store 
vacated by C. E. McConnell.

S H. Blakely & Co., pioneer shoe 
merchants of the same town, are still 
doing business at the old stand. 
Blakely says. “Shoe merchants may 
come and shoe m erchants may go, 
but we go on forever,”

J. A. Soelmer has purchased the 
shoe stock of the Grandy Co., at 
Elkton, and Mr. Grandy, of the above 
firm, will engage in the piano business 
at Sebewaing.

The general stock of merchandise 
of McCaren & Co., Carsonville, has 
undergone a wonderful transform a
tion under the direction of Manager 
W illard Kinde, formerly with Ellison 
& Stull, Kinde. Mr. Kinde is an 
expert in the arrangem ent of stock 
and store decorations.

The American hen has “come off 
her perch” and is attending strictly 
to business. Eggs are now more 
plentiful and cheaper in price, which 
is causing the good housewives to 
rejoice.

Those who believe that a hotel can
not be satisfactorily conducted w ith
out a bar in connection ought to visit 
the hotels in the Thumb of Michi
gan, especially those at Croswell, 
Deckerville and Marlette.

The members of D etroit Command- 
ery are dem onstrating that man is a 
social being. By special arrangem ent 
with the management of the Hotel 
Griswold, they meet every Friday at 
noon in the hotel banquet room, 
where dinner is served at 50 cents per 
plate. Visiting Sir K nights are made 
honorary members.

Every traveling salesman has dis
covered that there are many men 
who spend a good deal of time kick
ing. These faultfinders may learn a 
lesson from the mule W hen he is 
kicking he does nothing else, because 
he is attending strictly to the kicking 
business; therefore it is evident that 
when a salesman is kicking he is not 
selling goods. This also applies to

the merchant, the farmer and many 
others too numerous to mention. 
Moral: If you can’t boost, don’t 
kick. Pub. Com.

O R G A N I Z E
Merchants—Organize *

Commends Opposition to Corporate 
Crookedness.

Battle Creek. April 6—W hat is this 
world coming to!

I read with dismay and disgust in 
the Tradesman of April 1, the account 
of the decision handed down by the 
Michigan Supreme Court in the case 
of E. A. Stowe vs. U. S. Express Co.

Can it be possible that m atters have 
reached such a pass in this country 
that a man has to spend several hun
dred dollars to convince a common 
carrier that it cannot make a delivery 
to a consignee at a place where he has 
not resided for a year, forge his name 
to the receipt and then claim im
munity from further responsibility?

I have done business with the ex
press companies for more than thirty 
years, during which time I have been 
subjected to many impositions, an
noyances and dishonest practices, but 
this case is about the rankest I ever 
heard of; in fact, it is almost impossi
ble for me to conceive of a corpora
tion taking such an untenable posi
tion and forcing a customer to stand 
such a bill of expense in order to 
vindicate his position and satisfy him
self that he lives in a free country.

Thank God there are some men 
who value money so little and per
sonal liberty and independence so 
much that they are willing to face 
an ordeal of this kind without flinch
ing and without complaining in order 
to make the world worth living in for 
his fellows! But for the existence of 
such men, criminal corporations like 
the express companies— I speak 
advisedly and understanding^ when 
I class the express companies as 
criminal corporations—life would 
have few charms and the people of 
the earth would be a race of slaves 
and time servers.

Co-W orker in the Cause.

Get busy and join the

Retail Grocers’ and General 
Merchants’ Association of Michigan

W rite the State Secretary 
for information and get the benefit of 
the Card Credit System adopted by 
the Executive Committee, March 24-25 
Have a part in the distribution of a

O N E H U N D R ED  DOLLAR 
Electric Coffee Mill 

at the
State Convention, Lansing, February, 

1915.

Our 1914 Slogan— 
D OU BLE T H E  M EM B E R SH IP

PR E SID E N T  
Wm, McMorris, Bay City

FIR ST  V IC E -PR E SID E N T  
J. A. Lake, Petoskey

SECOND V IC E-PR E SID E N T  
W. J. Cusick, Detroit

SECRETARY
Fred W. Fuller, Grand Rapids

TREA SU R ER  
Charles W. Grobe, Flint

BOARD O F DIRECTORS. 
Charles Wellman, Port Huron 

L. W. Schwemer, Saginaw 
M. C. Goossen, Lansing
G. W. Faulmann, Detroit 
Leonard Seegar, Cadillac

■ ft*
Sell Roods Which Have Been Hdveitised For Tears

they must be sure profit makers for dealers to warrant 
continued advertising expense.

Dandelion Brand Butter Color has been advertised 
for more than a score of years and has always been a 
money maker for grocers.

A

W e guarantee that Dandelion Brand Butter Color is 
PURELY VEGETABLE and that it meets the FULL 

REQUIREMENTS OF ALL FOOD LAWS, ST A T E  A N D  
N ATIO NA L.

WELLS & RICHARDSON CO.
B U R LIN G TO N , VER M O N T  

Manufacturers of Dandelion Brand Butter Color

□

Dandelion Brand
Th& co lo r w ith

Butter Color
th e ¿olden shade
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Movements of Merchants.
Chase—Dr. C. L. Grant has opened 

a drug store here.
Pentwater—A. L. Gifford succeeds C.

D. Pool in the billiard and cigar busi
ness.

Ovid—Chamberlain Bros, succeed W. 
W. Wooll in the bakery and grocery 
business.

Owosso—George Tooley has closed 
out his stock of meats and retired from 
business.

Lansing—A. P. Austin is closing out 
his stock of motorcycles and electric 
fixtures.

Traverse City—'Miss Teresa Carey 
has opened a millinery store in the Bea
dle block.

Cheboygan—The J. H. Clune Furni
ture Co. has changed its name to Clune 
& Myers.

Kings Mills—William H. Jenkinson 
lost his grain and produce elevator by 
fire April 2.

Lansing—The Machus Co. has added 
a soda fountain and ice cream parlor 
to its bakery.

Big Rapids—Phelps F. Ferris has en
gaged in business and will carry a line 
of auto supplies.

Greenville—Robert Cornelius, Jr., suc
ceeds Fred Northquist in the restaurant 
and cigar business.

Manistee—Arthur Larson succeeds 
Matt Jensen in the restaurant and con
fectionery business.

Conklin—Amos Stockhill succeeds
Hass & Stockhill in the elevator, feed 
mill and implement business.

Dryden—Miss Carrie Floyd lost her 
stock of millinery goods by fire April 
4. The stock was not insured.

Lapeer—C. M. Bagley has closed out 
his stock of groceries and entered the 
employment of the railroad company.

Evart—Mrs. Charles J. Mills, former
ly a clerk for Davy & Co., has engaged 
in the handling of women’s garments.

Muir—Joseph J. Hettler, recently from 
Fowler, succeeds Breneman & Sturgis 
in the hardware and implement business.

Calumet—Vertin Bros. & Co., oper
ating a department store, has decreased 
its capital stock from $200,000 to $100,- 
000.

Battle Creek—Neale & Pulsifer have 
opened a men’s furnishing goods, trunk 
and bag store in the Post Tavern build
ing.

Titus—John W. Braman, recently en
gaged in business at this place, is con
ducting a small country store on his 
farm.

Delton—Edward Eckhart has pur
chased the H. Green & Son stock of 
general merchandise and has taken pos
session.

Lowell—The Scott Hardware Co. is 
closing out its stock, and will retire 
from business. J. A. Scott, President

and manager of the company, has been 
identified with the hardware business 
here for the past thirty years.

Chesaning—William H. Hafner has 
sold his stock of general merchandise 
to A. H. Burk, who will continue the 
business.

Charlotte—J. W. Munger & Son have 
purchased the Barber & Barber hard
ware stock and will consolidate it with 
their own.

Carson City—George Walt has pur
chased the meat stock and fixtures of 
Walter Lawe and will consolidate it 
with his own.

Bay City—The Louis Price Co., deal
er in clothing and men’s furnishings, 
has increased its capital stock from 
$1,000 to $5,000.

Wexford—Geo. Furtsch, recently em
ployed as a book-keeper in Traverse 
City, has engaged in the grocery busi
ness at this place.

Leonidas—G. O. Damon, dealer in 
agricultural implements and hardware, 
died at his home March 30. Pneumonia 
was the cause of death.

Onondaga—Beedon & Wendell, mil
liners at Eaton Rapids, have opened a 
branch store here under the manage
ment of Mrs. A. W. Nisbit.

Dighton—Dr. George W. Brooks has 
purchased the drug stock of the late 
Thomas W. Davis and will continue 
the business at the same location.

Sidney—Wm. A. Woodward, former
ly engaged in the same line of business 
at Sheridan, has opened up a harness, 
shoe repairing and billiard room.

Kalamo—The Ira D. Smith & Co. 
stock of general merchandise has been 
sold to E. J. Barnabee, recently of 
Parkville, who has taken possession.

Elmira—A. W. Stein has sold his 
store building to Wm. Weaver & Son, 
who will occupy same in connection with 
their hardware and implement business

Kalamazoo—Smith & Hurst, piano 
and music dealers at Traverse City, 
have opened a branch store here under 
the management of J. H. & B. A. Mon
roe.

Belding—W. E. Snyder has sold his 
interest in the Silk City Steam Laundry 
to his partner, E. A. Thorne, who will 
continue the business under the same 
style.

Detroit—The Harvard Laundry Co. 
has been organized with an authorized 
capital stock of $30,000, of which $15,000 
has been subscribed and $3,000 paid in 
in cash.

Alma—The Mitchell Drug Co. has 
sold its stock to W .Alex Brunner, for 
the past fourteen years in the employ 
of Sid V. Bullock, who conducts a drug 
store at Howard City, as registered 
pharmacist. Mr. Brunner will continue 
the business under his own name.

Nashville—Menno Wenger has sold 
his interest in the Wenger Bros, meat 
stock to his partner, Noah Wenger, 
who will continue the business under 
his own name.

Lawton — Edward Desenberg and 
Charles Stoker have formed a copart
nership and purchased the J. H. Hall & 
Son grocery stock. They will continue 
the business under the style of Desen
berg & Stoker.

Grandville—John Hage succeeds Van 
Kammen & Scholma in the hardware 
business. Mr. Hage is a farmer, but 
will live in the village, turning his farm 
over to a son.

Wakefield—The Wakefield Lumber 
Co. will begin operations with an au
thorized capital stock of $15,000, of 
which $10,000 has been subscribed and 
paid in in cash.

Battle Creek—Stephen Speer and 
Harold Holliday have formed a copart
nership and engaged in the grocery busi
ness on Maple street under the style of 
Speer & Holliday.

Ionia—L. Seymour Clark has pur
chased the jewelry stock of the late A.
F. Clark that had not been sold at auc
tion and will continue the business at 
the same location.

Byron—A. W. Stein has closed out 
the Hattie Cole and Andrew Gillies 
stocks at this place and will hereafter 
give his personal attention to his gener
al store at Fenton.

Morenci—McKenzie Seeley has sold 
his interest in the Cottrell & Seeley 
department stock to W. L. Cottrell and 
the business will be continued under the 
style of Cottrell Bros.

Grand Haven—Wm. Ver Duin has 
engaged in the fish business on his own 
account. He was formerly in business 
with his mother, under the style of 
Wm. Ver Duin & Co.

Sparta—Clarence Moore and Norman 
Wright succeed C. A. Moore in the sta
tionery and wall paper business. They 
will continue the business under the 
style of Moore & Wright.

Lansing—Davis Furman, associated 
with Charles S. Furman, his brother, in 
the Great Four stores for the last four 
years, has opened a clothing store at 
525 East Michigan avenue.

Bay City—A. L. DeWaele has pur
chased a half interest in the Beck Fur
niture Co. stock and the business will 
be continued under the style of the 
Beck-DeWeale Furniture Co.

Alto—A. O. Hood has purchased the 
interest of his partner, C. E. Farrows, 
in the harness stock and shoe repair shop 
of Farrows & Hood and will continue 
the business under his own name.

Benton Harbor—Frank X. Duerr has 
sold his interest in the stock of the 
Public Drug Co. to John Rieber, recent
ly of St. Joseph, and the business will 
be continued under the same style.

Charlevoix—C. Danto & Son have 
engaged in the retail grocery and meat 
business, with an authorized capital 
stock of $5,000, which has been sub
scribed and $4,000 paid in in cash.

Detroit—Mathauer & Koester, whole
sale jewelers, have merged their busi
ness into a stock company under the 
style of Mathauer & Tulian Co., with an 
authorized capital stock of $10,000, of 
which $6,000 has been subscribed, $1,550 
being paid in in cash and $4,450 in 
property.

Traverse City—The Musselman Gro
cer Co. has recently furnished the fol
lowing new grocery stocks: Mrs. A. F. 
Thompson, Traverse City; Geo. Burtsch, 
W exford; J. C. Tillapaugh, Copemish.

Grand Ledge—Thomas West has sold 
his interest in the grocery stock and 
bakery of West & Baldwin, to George
B. Watson and the business will be 
continued under the style of Baldwin 
& Watson.

Bellaire—William N. Nutt has pur
chased the interest of his partner, L.
G. VanLiew, in the grocery stock of 
VanLiew & Nutt and will continue the 
business at the same location under his 
own name.

Muskegon—The Polish White Eagle 
Co. has been incorporated to deal in 
groceries and meats at retail, with an 
authorized capital stock of $2,000, of 
which $1,200 has been subscribed and 
paid in in cash.

Manistique—Herbert T. Baker, cash
ier and chief clerk of the Lake Superior 
Iron & Chemical Co., has been elected 
President and manager of the Manis
tique Handle Co., which will start a 
new plant May 15.

Deerfield—Fire destroyed the store 
building and meat stock of E. B. Kings
bury, the bakery of Mrs. Carpenter and 
the store building and agricultural im
plement stock of A. Clucas April 2. 
Loss, about $20,000.

Bellaire—Medalie & Frank, dealers 
in dry goods and clothing, have dis
solved partnership and the business will 
be continued at the same location by A.
E. Frank, who has taken over the in
terest of his partner.

Detroit—A new company has been or
ganized to engage in the grocery, meat 
and provision business under the style 
of the Detroit Cash Provision Co., with 
an authorized capital stock of $5,000, 
all of which has been subscribed and 
paid in in cash.

Shelby—Mr. Panghorn and Mr. Gil- 
lisse, formerly employed by the Wine- 
gar Furniture Co., of Grand Rapids, 
have engaged in the house furnishing 
business at this place under the style 
of Panghorir & Gillisse.

Corrunna—Levan J. Fattel, jeweler, 
has filed a petition in bankruptcy, plac
ing his liabilities at $2,107..92 and assets 
at $950. Fattel came to Corunna from 
Plymouth and leased part of the build
ing formerly occupied by R. A. Haugh- 
ton, Fattel’s mother using the other 
part of the store as an ice cream parlor 
and for novelties.

Ionia—The F. W. Stevenson Co., 
dealer in dry goods and clothing, cele
brated its fifty-fifth anniversary April
1. The business was established in 
1859 by F. W. Stevenson, who is now 
74 years of age and continues to give 
the business energetic attention, al
though the detail connected with the 
management has been shifted to his son, 
Charles M. Stevenson.

Gaylord—Fred E. Cook has re-enter
ed the dry goods, clothing, shoe and 
music business with his brother, A. A. 
Cook, and the business will be continued 
under the style of Cook Bros., the same 
as it was prior to the withdrawal of 
Fred E. Cook several years ago. A. A. 
Cook takes back his former interest in 
the store at Wolverine and the business 
there will be conducted under the style 
of Cook Bros. & Co., as formerly.
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GROCERY-“ PRODUCE MARKET

T. J. Haven has opened an electric 
supply store at 1118 Wealthy street.

Wellington G. Sargent succeeds Albert 
Meissner in the confectionery business 
at 527 Birdge street.

Beverwyk & Bouwens are engaging 
in the painting and decorating business 
and will be located at 348 South Divi
sion avenue.

Garrett & Gillcland has engaged in 
the grocery business at Spring Lake. 
The stock was furnished by the Rade- 
maker-Dooge Grocer Co.

Mrs. Minnie Bedford, who has con
ducted the Fountain House, at Charle
voix, for some years past, is to have 
charge of the remodeled Clarendon Ho
tel.

A grocery store has been opened by
J. H. Diephuis at the corner of Division 
avenue and Rose street. He purchased 
his stock of the Rademaker-Dooge Gro
cer Co.

H. J. Williams has engaged in the 
grocery business at the corner of God
frey avenue and the Holland Interurban 
tracks. The Rademaker-Dooge Grocer 
Co. furnished the stock.

Fred Woodwork has engaged in the 
grocery business at Casnovia, purchas
ing one-half of his stock of the Worden 
Grocer Co. and the other half of the 
Rademaker-Dooge Grocer Co.

Frank McDonald, of the McDonald 
Hardware Co., 1210 South Division 
avenue, has become a partner in Mc
Donald & Cumberworth in the furnace 
business, occupying quarters with the 
McDonald Hardware Co.

Arthur V. Smithh is engaging in the 
shirt business at 6 Giant block. Mr. 
Smith was formerly of the firm of 
Smith & Mooney, manufacturers of 
shirts here, and was later in the variety 
line on West Bridge street.

The Eagle Painting & Decorating Co. 
is reported as about to be incorporated 
with a nominal capital, the proposed 
stockholders being James Vanderwaals, 
Peter Kroeze and Albert Oltman. The 
corporation will be located on Huron 
street.

Walter Baker, the veteran Kalamazoo 
confectionery salesman, who was in 
town Tuesday on business. He has en
tirely recovered from the shaking up he 
received in a wreck on the Allegan branch 
of the Pere Marquette and has under 
consideration several business proposi
tions, one of which he will soon em
brace. Mr. Baker is a capable salesman 
and an energetic business man. I t would 
require a large book to enrojl the names 
of all of his friends.

R. E. Atkinson, who recently burned 
out at Burdickville, has resumed busi
ness at the same location. The Grand 
Rapids Dry Goods Co. furnished the 
dry goods and the Traverse City branch 
of the Musselman.Grocer Co. furnished 
the groceries.

Pearl & Thompson have succeeded 
J. G. B. Sluyter in the meat business 
at 621 Lyon street. Mr. Pearl comes 
from Petoskey, where he conducted a 
contracting business and Mr. Thomp
son had been in the employ of the Stan
dard Oil Co., of this city.

Boeskoel & Co. have opened a meat 
market at 960 East Fulton street in the 
remodeled Vanderveen block. Bert 
Boeskoel was formerly .employed by 
Barclay & Howe, on Cherry street. 
Harry Vanderveen and R. A. Stone- 
house are reported as partners. The lat
ter two are associated in the R. A. 
Stonehouse Co., hardware dealers on 
Fulton street. Vanderveen is also 
known as a contractor.

Review of the Grand Rapids Produce 
Market.

Apples—The market is active, Green
ings and Baldwins are strong at $5 
@6 per bbl. Northern Spys and Jon
athans, $6@6.25.

Asparagus—$1 per doz. bunches.
Bananas—$3 per 100 lbs., or $1.50@ 

2 per bunch.
Butter—Definite information as to the 

possible effect of importations on the 
butter market is not available, but it is 
certain that the danger in ocean trans
portation is not to be considered as with 
eggs and, therefore, heavy importations 
are looked for if the American butter 
market holds anywhere near the figure 
that was prevalent in 1913. The 2j£c 
duty remaining on butter will, of course, 
check importations to a large extent, 
especially from Canada, but Siberia is 
now such a large producer that it is 
more than probable that we will begin 
to receive steady supplies from this 
source during the next few months. 
It is a little early in the season to do 
much guessing on the butter market 
and the influences at work are rather 
too remote to enable us to gauge the 
probabilities with any considerable ac
curacy. The market is now at a low 
level, and it is expected that prices will 
remain steady at about the present of
ferings. Milder weather has an in
fluence upon the milk supply and more 
butter has been churned than usual. 
Substitutes are being eliminated and the 
demand for lower grades is very good. 
Surplus butter is being stored. Factory 
creamery is now being offered at 26c 
in tubs and 26J^@27c in prints. Local

dealers pay 17c for No. 1 dairy and 13c 
for packing stock.

Cabbage—2J4 per lb.
Carrots—75c per bu.
Celery—$2.50 per crate for Florida.
Cocoanuts—$4.50 per sack containing 

100.

Cucumbers—$1.75 per dozen.
Eggs—The effect of importations on 

the egg market is problematical and 
there are those in the trade who believe 
that foreign competition will have com
paratively little, if any, effect. The 
eggs which have been received from 
Asia have been received in poor condi
tion and it would seem that little com
petition may be looked for in that direc
tion, so far as whole eggs in cases are 
concerned. Possibly they may complete 
on bulk eggs, but it is doubtful if these 
goods will pass our inspectors. Whether 
the European eggs can stand the rough 
handling of ocean transport and be laid 
down in this country in marketable con
dition is somewhat of a question, but 
we believe that they can, as they have 
been doing this for many years in cater
ing to the British markets especially. 
It is probable, however, that this year 
at least, should any material quantity 
be shipped to America, that it will have 
an effect on the European markets 
which will check exportation to any 
considerable extent. The egg trade, 
therefore, seems to be rather “at sea” 
to know just how to figure out the ef
fect of foreign importations on the 
egg market of this country, and certain
ly this should give an air of caution to 
operations during the present spring. 
Local dealers are paying 17^4c, and ex
pect to see a lower range of values after 
Easter.

Grape Fruit—The market is steady 
at $4@4.50 per box.

Green Onions—60c per doz. for New 
Orleans, Charlottes; 20c per doz. for 
Illinois; 15c per doz. for home grown.

Honey—18c per lb. for white clov
er and 16c for dark.

Lemons—California and Verdellis, 
$4.25 for choice and $4.75 for fancy.

Lettuce—Eastern head, $2.25 per bu.; 
hot house leaf is steady at 12c per lb.

Nuts—Almonds, 18c per lb.; butter
nuts, $1 per bu.; filberts, 15c per lb .; 
hickory, $2.50 per bu. for shellbark; 
pecans, 15c per lb.; walnuts, 19c for 
Grenoble and California; 17c for Na
ples ; $1 per bu. for Michigan.

Onions—$1.75 for home grown red 
and yellow; Spanish $1.75 per crate; 
Texas Bernudas are now in market, 
commanding $2.50 per crate.

Oranges—Floridas are now in mar
ket, commanding $2.50@3, according to 
quality. Californias are in large supply 
at $2.50@2.75.

Peppers—Green, 65c per small basket.
Pineapples—Cubans are in fair de

mand and supply on the basis of $4 per 
crate.

Potatoes—Country buyers are pay
ing 45@50c; local dealers get 65@70c.

Pop Corn—$1.75 per bu. for ear; 5c 
per lb. for shelled.

Poultry—The market is very firm. 
Farmers have not commenced to thin 
out flocks, although there have been 
many shipments of roosters and heavy 
hens to the market. The live poultry 
is in best demand, as the birds stand 
up better under shipment when alive.
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Local dealers now offer 15@15J^c for 
fowls and springs; 10c for old roosters; 
9c for geese; 14c for ducks; 14@16c for 
No. 1 turkeys and 12c for old toms. 
These prices are live weight. Dressed 
are 2c a pound more than live.

Radishes—30c per dozen.
Strawberries—40c per quart for Louis

iana.
Sweet Potatoes—Delawares in bu. 

hampers, $1.25.
Tomatoes—$4.25 per 6 basket crate 

of Floridas.
Veal—Buyers pay 6@13c according 

to quality.

Mapping Out Plans For the Year’s 
Work.

At the meeting of the Executive 
Committee of the Retail Grocers and 
General M erchants’ Association, held 
at Detriot, March 24 and 25, it was 
decided to issue tickets on the elec
tric coffee mill that will be distrib
uted at the next State convention at 
Lansing. Every organization will 
receive one ticket for every dollar 
paid to the State organization as 
dues.

It was decided to sell credit rating 
systems to the local organizations of 
the State on the basis of $15, $20 and 
$25, according to the size of the 
organization.

It was also decided to give each 
association a Charter to remain in 
force so long as the per capita tax 
to the State organization is paid. The 
possession of this charter will enable 
the holders to receive reports on de
linquents from other local organiza
tions through the State Secretary.

J. C. Currie, chairman of the Legis
lative Committee, was instructed to 
enter into an arrangement with some 
one at Lansing to scrutinize all bills 
before the next Legislature, with a 
view to detecting any proposed legis
lation that would prove inimical to 
the interests of the retail merchant.

The President and Secretary were 
authorized to go into the field and 
organize local associations, so long 
as the funds of the State Association 
hold out.

It was decided to sell honorary 
memberships for $10 apiece to manu
facturers and jobbers to help meet cur
rent expenses of the organization.

It was suggested that a circular 
letter be prepared, requesting m er
chants to organize and to get in touch 
with the State Secretary without 
delay.

It was decided to hold subsequent 
meetings of the Executive Committee 
in towns where the merchants are 
lukewarm on the subject of organiza
tion, with a view to stirring  up in
terest in the subject

The Committee met at the rooms 
of the D etroit Retail G rocers’ Asso
ciation, 45 State street, and was hand
somely entertained while in D etroit 
Two sessions were held on Tuesday 
and one on W ednesday.

Secretary Fuller will take his first 
lesson in organizing local organiza
tions at Caledonia this evening.

Grand Ledge—Mrs. Kate Somerville 
has sold her interest in Rathburn & 
Somerville millinery stock to her part
ner, Mrs. A. L. Rathburn, who will con
tinue the business under her own name.

mailto:6@6.25
mailto:4@4.50
mailto:2.50@2.75
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DETROIT DETONATIONS.

Cogent Criticisms From Michigan’s 
Metropolis.

ivcrroit, April 6—Learn one thing 
each week about D etroit: There are 
twenty brick making plants in 
Detroit.

In last week’s issue of the Trades
man, in announcing the Indiana ex
cursion to D etroit to be given by the 
wholesalers and manufacturers’ branch 
of the Board of Commerce, we an
nounced the date of the start of train 
from E lkhart as May 8, whereas the 
correct date is May 6. The train will 
leave at 7:30 and the free excursion 
will include all towns through which 
it passes. As announced last week, 
the representatives of the various 
firms covering the territory through 
which the excursion passes will be 
in Detroit to entertain the visitors.

Detonations: In reading in your 
columns last week of the experience 
of my friend, H arry Bassett, and his 
widespread reputation for strength 
and experience in throwing the bull, 
brings to mind the 20th century 
aphorism as follows: Calves may
come and cows may go, but ‘‘Bull” 
goes on forever.-T-«C. H. B.

It isn’t absolutely necessary that a 
traveling man carry a bottle opener 
on his key ring in order to make a 
success as a salesman.

Last Saturday night was to have 
been the last of the series of dancing 
parties for the winter season given 
by Council No. 9, but the enthusiasm 
and enjoyment was so evidenced by 
the fine crowd present that Chairman
H. D. Murray called for a standing 
vote to decide whether another dance 
be given the first Saturday in May. 
There was not a dissenting vote. 
Even Windy Williams, who always 
sits at a card table throughout the 
evening, stood up.

Tom Elliott, manager of the Elliott 
& Co. branch of the National Grocer 
Co., has gone to Bermuda for a two 
weeks’ vacation.

And to think the otherwise sedate 
H arry Eberline ( Crowley Bros.) 
should be guilty of this one: “A 
living skeleton ought to make a ra t
tling good husband.” We always 
thought so, because Mrs. Sid Pungs 
always looks so happy.

Dave Seitner, Flint, and Morris 
Seitner, Bay City, of Seitner Bros, 
department stores, have returned 
from a business trip to New York.

Irving Herzog (Schmitz & Shroe- 
der) left last week for a trip to New 
York.

I t isn’t always because of a man’s 
love for his wife that he brings her 
home a box of candy He might 
have been lucky in a dice game.

Ben Plotler, who for years con
ducted and still owns a general store 
in H arrietta, has cast his lot with 
the business interests in Detroit. 
Ben was one of the most popular 
merchants in H arrietta  and stood 
highly with those of the traveling 
fraternity whom he came in contact 
with, always having time to show 
them the courtesies which many m er
chants seem to lack. He has opened 
a dry goods and furnishing goods 
store" at 1212 W est W arren avenue. 
As Mr. Plotler is a good business 
man, has an exceptionally pleasing 
personality and is absolutely honest, 
there is but one result in store for 
him in his new venture—success. 
Sol Mitchell, a brother-in-law, has 
charge of the H arrietta store.

After sizing up the bills for the 
E aster bonnet, etc., it becomes Easter 
daze for us.

B. J. Elsie, clothing m erchant of 
Lapeer, was a D etroit business visitor 
last week.

J. N. Krolik (A. Krolik & Co.), ac
companied by his wife, has gone to 
Atlantic City for a two weeks’ stay.

A fellow doesn’t use horse sense 
when he bets on the ponies.

Charles F. Backus, who severed his 
connection with the firm of Richmond 
& Backus last year, after being at the 
head of that concern for thirty years,

has again resumed active connection 
with the firm and will assume the 
general management, a position in 
which he is one of the most qualified 
men in the country to hold. Mr. 
Backus has hosts of friends through
out Michigan, as well as in Detroit, 
who will be pleased to hear that he 
has again allied himself with the old 
firm. Richmond & Backus is one of 
the largest concerns of its kind in 
the United States, manufacturing 
loose leaf ledgers, book binders, etc. 
It also conducts a large retail depart
ment store on W oodward avenue.

To date there has not been found 
an occulist who has been able to fix 
a person’s eyes so that he can see 
his own faults as well as he sees the 
faults of others.

Mr. Moreland, of Moreland Bros. 
& Crane, wholesale confectioners and 
cigar dealers at Adrian, has gone to 
Florida for a brief vacation and will 
return about the 15th of this month.

B. .Hickok, the Litchfield dry goods 
merchant was in D etroit last week 
in the interest of his store

J. Zill, Argentine, was another well- 
known merchant who was in D etroit 
last week.

We hear and read of this person 
and that person leaving for Florida 
during the cold spell and many times 
envy crawls all through our miser
able frame to think we have to keep 
right on plugging away in Michigan. 
I t took Fred Sterling, senior member 
of the firm of Sterling Bros. Co- 
Battle Creek, to drive all the envy 
out of our system. Fred S te rlin g . 
is what might be termed a rabid base
ball bug and when he decided a few 
weeks ago to take a trip to Florida, 
he had visions of being perched 
comfortably where the greatly adver
tised Florida sunshine would kill all 
the germs that had accumulated in 
Michigan and, incidently, he would 
witness some high grade baseball 
games, thereby getting the jump on 
his less fortunate fellow citizens in 
Battle Creek. Mr. Sterling was dis
appointed. however, having witnessed 
but one or two of those advertised 
days and one ball game. Everybody 
knows what a splendid w inter (for 
poor people) we had at home and if 
you want to hear a growl, just tell 
Fred Sterling that you wish you could 
go to Florida instead of staying in 
Michigan. After all. being too poor 
to vacation in the South during the 
w inter sometimes has its advantages 
also. The weather during Mr. Ster
ling’s stay in Florida was miserable, 
hence the ready growl.

Cadillac Council will hold a regular 
monthly m eeting next Saturday night. 
At this meeting it is the intention to 
further increase the lead as the lar
gest council in Michigan by initiating 
a number of real live up-to-date 
traveling men.

We might advise Dick Pennefather, 
wTho memorizes all the poems printed 
on the Tradesm an cover, if they do 
not come fast enough he might write 
the Tradesman editor to express the 
contents of his waste basket each 
week. Many of the poems sent in 
for publication find their final resting 
place therein. However, none written 
by us go to the waste basket, because 
we don’t write them (not by request; 
just plain hints).

H arry Nichols, member of Council 
No. 9, who underwent an operation 
recently at a local hospital, is much 
improved and was able to be removed 
to his home last week. H arry’s many 
friends will be pleased at this news.

David Schever, notion departm ent 
manager for A. Krolik & Co., is in 
New York on business.

Abe Friedman, who for years has 
conducted a clothing and furnishing 
store in Belding, was in D etroit on 
business last week, incidentally visit
ing his many friends.

Ed. C Whitcomb, formerly of 
H attiesburg Miss., and a member of 
a U. C. T. council in that State, has 
moved his family to Detroit, where 
he has decided to make his permanent 
home. Mr. W hitcomb represents

Bauer & Black, of Chicago, covering 
a portion of Michigan, working two 
weeks out of each six in the city. 
He has signified his intention of 
transferring to one of the local 
councils. His residence is 634 Cass 
avenue.

W here ignorance is bliss, why go 
in debt for an encyclopedia?

Petitions are being circulated for 
the traveling men to sign, asking the 
President to appoint one of their 
number, Charles Dye. postm aster at 
Battle Creek. Mr. Dye, unlike his 
name, is very much alive and has been 
a successful salesman for many years. 
At different times Mr. Dye has had 
the opportunity of displaying his 
executive ability as a member of dif
ferent committees and as an officer of 
different traveling men’s organizations 
and has always come through with 
flying colors and dignity. Mr. Dye 
has the support of many of the Battle 
Creek m erchants and citizens and, we 
believe, the traveling men of Michi
gan en masse. If he is appointed 
postmaster, the honor will not be 
his alone, but will be considered an 
honor to the entire traveling frater
nity of whom Charlie Dye is an able 
representative and a man whom all 
are proud to call a friend and asso
ciate.

Some persons wait so long for op
portunity to appear that they fall 
asleep when it does show up.

H. C. Rose, of Ashley, was a busi
ness visitor to our city last week.

Mr. Fitzgerald, of Hawley & Fitz
gerald. owners of one of Alpena’s 
large departm ent stores, has been ill 
at his home for many weeks and has 
been obliged to go to H ot Springs in 
quest of relief. I t is hoped by Mr. 
Fitzgerald’s many friends throughout 
the State that the W estern trip will 
prove beneficial to him. Rex F itz
gerald, who has had charge of the 
store during his father’s illness, has 
gone W est to look after some lumber 
interests, leaving the store in charge 
of Wm. Johnson.

Not all dishonest people can lay 
the cause of their downfall to the 
other fellow’s umbrella.

I t is rather hard to overcome the 
spring fever delirium of w anting to 
write a poem.

Mr. H irshberg, clothing merchant, 
Bad Axe, was in the D etroit market 
last week.

Jack Blitz, representative for John
son & Johnson, of New Castle, N. J. 
was taken seriously ill while in Cleve
land, a couple of weeks ago and was 
obliged to take to his bed at the 
Hollenden Hotel, where he stayed for 
a few days before being able to 
leave for his home. At the present 
w riting he is gaining in health 
rapidly and expects to resume his 
duties on the road within a few days 
—minus about 25 pounds avoirdupois.

T rying to hide one’s light under a 
bushel won’t keep the meter from 
doing the regulation click-click.

The man who means w hat he says 
very seldom has much to say.

The Toeller-Dolling Co., which pur
chased the Hoffm aster departm ent 
store in Battle Creek about a year 
ago, has remodeled the store until 
to-day it is one of the finest, from 
both architectural and convenience 
points of view, departm ent stores in 
Michigan.

We wish to express our regret at 
having been unable to clasp mitts 
with Guy Pfander while in Battle 
Creek. Guy, you know, came to the 
hotel at 8:30 a. m. and, of course, we 
had left to work the town about one 
hour and thirty minutes before—and 
still H arry  Bassett is the champion 
thrower.

Believing our good friend, Angus 
McEachron, has forgotten our address 
and, for the benefit of those who may 
have some items of interest for these 
columns, the address is 211 Columbus 
avenue.

One feature of the Federal-National 
league squabble in Grand Rapids is 
that a great many people throughout 
the country will learn that there is 
such a place as Grand Rapids, Mich.

I t  is pretty hard for a married man 
to be good to his m other and at 
the same time get along with his wife.

H arry Gillette, who for a number 
of years represented the John T. 
W oodhouse Co., has resigned to ac
cept a position with Sprague, W arner 
& Co., of Chicago, and will work the 
Chicago city trade. H arry  leaves 
many friends in D etroit and about the 
State who will hear of his move with 
regret, but hope it will prove an 
advantageous one. Lee Burnham, 
another well-known traveling man, 
who has been covering the territory 
for the American Tobacco Co., will 
take up the duties where Mr. Gillette 
leaves off. Mr. Gillette closes his 
connection with the W oodhouse Co. 
Saturday, next

Secretary of the Navy Daniels has 
prohibited the use of liquor on any 
vessels in the navy, as well as in any 
navy yard or naval stations. This 
move is to increase the morality, etc. 
Well, they certainly needed it, they 
make such m iseiable(?) exhibitions 
during war times. I t took them 
almost a week to clean up the entire 
Spanish navy.

J. J. Poole, of Algonac, was in 
D etroit in the interest of his dry 
goods store last week.

Charles E. Gray, clothing and fur
nishing goods m erchant at Kalama
zoo, is remodeling his store and is 
also having the store next to his 
present place of business remodeled, 
after which he- will occupy the entire 
space, making a large and up-to-date 
clothing store. Mr. Gray’s business 
has been growing at such a rate that 
the quarters he now occupies, which 
also includes the basement, were far 
too small for him.

Gordon French, Chesaning; H. E. 
Trumball, Traverse City; C. W. 
Gregg, Caro; F. Arm strong, W yan
dotte; H. Nedermeier, Newport, and
C. A Jordan, Dundee, were among 
the many Michigan m erchants who 
visited D etroit during the past week.

Not wishing anyone any harm, if 
the Government must have a new 
postm aster in Battle Creek, we hope 
to see Charlie Dye in the position.

News has been received of the 
serious illness of Mrs. List, wife of 
J. F. List, well-known m erchant of 
Bay City. Mr. List and his good 
wife have many friends among the 
traveling men, who hope to see Mrs. 
List among the well and happy at an 
early date.

John Dietrich, Secretary of the G. 
J. Johnson Cigar Co., of Grand 
Rapids, spent a couple of days with 
Guy Caverly, the D etroit representa
tive, last week while en route to 
Louisville, Peoria and Chicago on a 
business trip. Incidentally, we might 
mention that the fame of the Dutch 
M asters which his company manu
facturers is spreading through the 
country like dust on a windy day.

W. S. Backus, one of the leading 
m erchants of Rjver Rouge and all 
round good fellow, says that any man 
who think there is any satisfaction in 
finding fault with the gas company 
over the size of a gas bill m ust be 
light headed.

Mrs. John M urray met with an ac
cident last week, falling and breaking 
her kneecap. I t  is not known at 
this w riting how Mrs. Murray is pro
gressing, but it is the hope of her 
many friends that she will recover 
quickly. Mr. Murray is a charter 
member of D etroit Council, No. _ 9, 
and is yet one of the m ost active 
workers in the Council. He is also 
famous as being the father of the 
world renowned H. D. (Buck) 
Murray.

O. U. Fido Richter sneaked over 
a few words in last week’s issue and 
Guy Pfander promises us an increase 
over last week’s assortm ent of 
phrases.

May be he won’t feel that way 
after talking over finances for the 
missus E aster bonnet.

On the other hand, according to 
the suffragettes in Michigan

Men don’t have any consciences.
Jam es Goldstein.



A pril 8, 1914 M I C H I G A N  T R A D E S M A N 7

BANKRUPTCY MATTERS.

Proceedings in the Western District 
of Michigan.

G ran d  R apids, M arch  25—In  th e  m a t
te r  of J . J .  V an  Z oren  & Co., b a n k ru p t, 
fo rm erly  do ing  a  c lo th in g  an d  d ry  goods 
b u sin ess  a t  G ran d  R ap ids, th e  final 
m ee tin g  of c re d ito rs  w as  held to -d ay . 
T he  final re p o rt an d  acc o u n t of th e  r e 
ceiver, show ing  cash  rece ip ts  of $124.83 
a n d  d isb u rsem e n ts  an d  expense  in cu rred  
b u t n o t pa id  a m o u n tin g  to  $94.86, w as 
considered  a n d  allow ed. T he  final re p o rt 
of th e  tru s te e , show ing  to ta l  re ce ip ts  
inc lud ing  th a t  a s  receiver, $2,119.97, an d  
d isb u rsem e n ts  fo r a d m in is tra tio n  e x 
penses, $256.12, a n d  b a lan ce  on h an d  fo r 
d is tr ib u tio n  of $1,863.85; a lso  show ing 
re ce ip t of $206, p roceeds of a  c e r ta in  in 
s u ra n ce  policy on th e  life of A lb e rt V an 
Zoren, one o f th e  m em bers  o t  fh e  co 
p a r tn e rs h ip  b a n k ru p t, w as  considered  
an d  allow ed. P e titio n s  fo r  fees  an d  e x 
pen ses  a s  a tto rn e y s  fo r b a n k ru p t, r e 
ce iv er an d  tru s te e  w ere  consid e red  a n d  
allow ed. T he  p e titio n  of A. K ro lik  & 
Co., D e tro it, fo r th e  sp ec ia l in su ran ce  
fu n d  of A lb e rt V an  Z oren  by  reaso n  of 
th e  p e rso n a l g u a ra n ty  o f sa id  A lbert 
V an  Z oren  on acco u n t o f th e  p a r tn e r 
sh ip  w as considered  a n d  th e  fu n d  w as 
tu rn e d  o v er to  th e  p e titio n e r, th e y  be ing  
th e  only, in d iv id u a l c re d ito r  of s a id  A l
b e r t V an  Z oren . C red ito rs  w ere  d i
rec ted  to  show  cau se  w hy  a  certific a te  
reco m m en d in g  th e  d isch a rg e  of th e  
b a n k ru p t shou ld  n o t be m ade  by  th e  
re fe ree . N o  cau se  w as show n, an d  th e  
re fe re e  re se rv ed  h is  decision  in  th e  m a t
te r  p en d in g  a n  ex am in a tio n  of th e  files 
a n d  reco rd s  of th e  m a tte r .  F in a l o rd e r 
of d is tr ib u tio n  w as  m ade  a n d  a  final 
d iv idend  of 5% p e r  cen t, w as  d eclared  
an d  o rdered  p a id  to  c red ito rs .

In  th e  m a tte r  of th e  e s ta te  of E d w ard  
W . Sim pson, th e  D is tr ic t Ju d g e  h a s  a f 
firm ed th e  decision  of th e  re fe ree  re la 
tiv e  to  th e  b a n k ru p t’s exem ptions. In  
th e  m a tte r  th e  b a n k ru p t c la im ed  exem p
tions  from  th e  fu n d  t ra n s fe rre d  in v io la 
tion  of th e  M ich igan  sa le s  in  bu lk  law  
an d  su b seq u en tly  o rd e red  tra n s fe rre d  
b ack  to  h is  c red ito rs . T he  re fe ree  held 
th a t  h av in g  t ra n s fe rre d  be fo re  th e  b a n k 
ru p tc y  he  w a iv ed  h is  c la im  to  ex em p 
tions.

M arch  27—In  th e  m a t te r  of G eorge L. 
H ickox, fo rm erly  in  th e  r e s ta u r a n t  b u s i
ness  a t  C oopersville, th e  f ir s t m ee tin g  
of c re d ito rs  w as  held  to -d ay . U pon th e  
e x am in a tio n  o f th e  b a n k ru p t i t  ap p ea red  
th a t  th e re  w ere  no a s s e ts  n o t c la im ed  by 
th e  b a n k ru p t to  be e x em p t a n d  no t r u s 
te e  w a s  ap p o in ted . D ecision  a s  to  th e  
ex em p tio n s  of th e  b a n k ru p t w as  w ith 
held  by  th e  re fe re e  p en d in g  in v e s t ig a 
tion  of th e  a sse ts .

In  th e  m a t te r  of N icho las  B aker, 
G rand  R ap ids, th e  g ro ce ry  s to ck  of th e  
b a n k ru p t w as  th is  d ay  sold to  G. J . 
H o eksem a, o f G ran d  R ap ids, fo r  th e  
su m  of $192. T h e  fix tu re s  a re  s till  u n 
sold. T h e  d iv idend , if any , to  c red ito rs  
in  th is  m a t te r  w ill be v e ry  sm all. A n 
o rd e r h a s  a lso  been  e n te red  in  th is  m a t
te r  con firm ing  th e  t ru s te e ’s  re p o rt of 
exem p tio n s  of th e  b a n k ru p t.

In  th e  m a t te r  o f H a rv e y  C. D aniels, 
G rand  R ap ids, th e  final m e e tin g  of c re d 
ito rs  h a s  b een  called  fo r  A pril 10. T h e  
only  a s s e ts  of th e  e s ta te  co n sis ts  o f a  
p a te n t  r ig h t  on a  d um p  box fo r  h au lin g  
d ir t ,  e tc ., w h ich  p a te n t  r ig h t w ill be 
o ffered  fo r  sa le  to  th e  h ig h e st b id d e r a t  
th e  final m ee ting . I t  is  n o t a t  a ll p ro b 
ab le  th a t  th e re  w ill be  a  d iv idend  fo r 
c red ito rs  in  th is  m a tte r .

In  th e  m a t te r  of V a n -L  C om m ercial 
C ar Co., G ran d  R ap ids, th e  tru s te e  h a s  
filed p e titio n  fo r  a u th o r ity  to  in te rv e n e  
in  s u it  now  p en d in g  in th e  C ircu it C ourt 
of K e n t co u n ty  in  w h ich  th e  a lleged  p u r 
c h a s e r  o f th e  a s s e ts  of th e  b a n k ru p t 
before  b a n k ru p tc y  p roceed ings, v iz: 
C om m erc ial S erv ice  T ru ck  Co., e t al., 
a re  be ing  sued. I t  is  hoped  by  th e  t r u s 
te e  t h a t  he  m ay  be ab le  to  show  th e  
fra u d u le n t sa le  of th e  a s s e ts  a n d  o b ta in  
ju d g m e n t in  fa v o r  of th e  e s ta te .  A t 
p re s e n t th e re  a re  no  a s s e ts  in  th e  e s 
ta te  a n d  if th is  s u i t  is  n o t successfu lly  
b ro u g h t th e re  w ill be  n o th in g  fo r c re d 
ito rs  in  th e  m a tte r .

M arch  2—Jo h n  A. M iller, of G rand  
R apids, h a s  filed a  v o lu n ta ry  p e titio n  in 
b a n k ru p tc y  a n d  th e  ad ju d ic a tio n  m ade 
a n d  m a t te r  re fe rred  to  R eferee  W icks  
fo r a d m in is tra tio n . T h e  firs t m e e tin g  of 
c re d ito rs  h a s  n o t y e t been  called  by  th e  
re fe ree . T h e  schedu les  on file a t  th is  
office re v ea l th e  fo llow ing: N o  a s s e ts ;  
L iab ilitie s  $835.00. T h e  fo llow ing  a re  
lis ted  a s  c re d ito rs :
H ey m an  Co.........................................
Y oung & C haffee  F u rn . Co. .
D onovan  C lo th in g  Co...................
A nderson  B ro s .................................
St. M ary ’s  H o sp ita l .....................
C harles  W . S hum w ay  ...............
J . A  .V an  Z oren  ...........................
A lb e rt M iller ...............................
G. H . S ou thw ick  .........................
S. A. M orm an  & Co.....................
S. P . T u t t le  ..................................
M ich. S ta te  Tele. Co..................
W . A. M iller, M ontpelier, Ind.
Jaco b  P o t ........................................
R ich ard  M orse .............................
C. S. P e te rs o n  C oal Co..............
M oon L a k e  Ice  Co.........................
R . V an  B oshove .........................
M rs. J .  S’. K a te r  ...........................
C. L . R eb en tisch  ........................
E . L. M ay .....................................

$ 117.00 
211.00 

. 18.75
129.50
25.00
12.00 
25.40
25.00
16.00
19.00
85.00
12.00
50.00
18.00

4.00 
,. 3.50

6.00 
8.65

16.00 
3.50 

, 50.00

B e r th a  W igm an  .................................  10.60
A. F . S ch m id t ..................... • ................  2.00
N o rm an  A m on  ...............................  9.45

In  th e  m a tte r  of E v e re tt  F . N orthup , 
b an k ru p t, B oyne C ity, fo rm erly  in  th e  
d ru g  business , th e  tru s te e  h a s  received  
a n  o ffer fo r  th e  a s s e ts  of th e  b a n k ru p t 
in  th e  sum  of $1,500 a n d  a n  o rd e r  to  
show  cau se  w hy th e  sa le  should  n o t be 
confirm ed h as  been issued  by  th e  re fe ree  
re tu rn a b le  on A pril 10. A t th a t  tim e  
a n y  fu r th e r  o ffer o r offers in  excess of 
th is  o ffer w ill be considered .

M arch  30—In  th e  m a tte r  o f G ibson 
& G reenfield, b a n k ru p ts , of N ashv ille , 
th e  final m ee tin g  of c re d ito rs  w as  held 
to -d ay . In  th e  p a r tn e rs h ip  e s ta te  th e  
tru s te e  re p o rted  n o t su ffic ien t a s s e ts  to  
pay  th e  a d m in is tra tio n  expenses  in  fu ll 
and  no d iv idend  w as d eclared  o r o rd e red  
paid . In  th e  in d iv id u a l b a n k ru p t, E m 
m e tt E . G ibson, th e  tru s te e  m ade  a  
re tu rn  of no a s s e ts  a n d  th is  w as  a p 
proved  by  th e  re fe ree . In  th e  e s ta te  
of th e  in d iv id u a l b a n k ru p t E lm er B. 
G reenfield, a  final d iv idend of 26 p e r 
cen t, w as  d eclared  a n d  o rd e red  pa id  by 
th e  re feree . T h e  tim e  fo r filing  c la im s 
h as  n o t exp ired , b u t it  w as  found  th a t  
a ll c red ito rs  of th e  in d iv id u a l b a n k ru p t 
had  proven  th e ir  cla im s.

In th e  m a tte r  of G uy C. Longcor, 
b a n k ru p t, fo rm erly  do ing  b u s in ess  a t  
E lm dale , an  o rd e r h a s  th is  day  been  e n 
te red  ap p ro v in g  th e  t ru s te e ’s re p o rt of 
sa le  of a  p o rtio n  of th e  a s s e ts  of th e  
b a n k ru p t fo r th e  sum  of $431.75. In  
th is  m a tte r  a b o u t $1,000 w as pa id  to  
som e of th e  c re d ito rs  befo re  th e  b a n k 
ru p tc y  p roceed ing  w h ich  w as  la te r  d e 
te rm in e d  to  be a  p re fe ren ce  a n d  o rde red  
re funded  to  th e  tru s te e  of th is  e sta te . 
T he tru s te e  now  re p o r ts  th a t  th is  h as  
n ea rly  a ll tu rn e d  in to  th e  e s ta te  a n d  it  
is probab le  th a t  a  firs t d iv idend  w ill 
soon be pa id  in th e  m a tte r . T he  re feree  
h a s  a lso  e n te red  a n  o rd e r to -d a y  co n 
firm ing  th e  t ru s te e ’s re p o rt of th e  b a n k 
ru p t ’s exem ptions.

In  th e  m a tte r  of Bob H . D illard , fo rm 
erly  do ing  bu s in ess  a t  G rand  R ap id s  a s  
th e  S te tso n  Shoe Shop, th e  tru s te e  h a s  
filed h is  final re p o rt a n d  a co u n t w hich  
show s th e  fo llow ing: T o ta l re c e ip ts  a s  
show n by re p o rt of D ecem ber 10, 1913, 
$6,986.31; re c e ip ts  since  th a t  da te , $338.88; 
to ta l re ce ip ts  ' to  d a te , $7,325.19; T o ta l 
d isb u rsem e n ts  to  da te , inc lu d in g  a d m in 
is tra tio n  expenses, firs t d iv idend , etc., 
$4,309.35 a n d  a  b a lan ce  on h an d  fo r  d is 
trib u tio n  of $3,027.84. T h e  acco u n t 
fu r th e r  show s th a t  th e re  a re  s till  due 
an d  u n co llected  acco u n ts  of doub tfu l 
v a lue  a n d  th a t  th e  tru s te e  h a s  received  
a  bid  of $1 fo r th e  sam e  an d  reco m 
m end ing  th a t  th e  sam e  be accep ted . 
T he  final m ee tin g  of c re d ito rs  w ill be 
called  fo r  som e tim e  in  A pril a n d  i t  is 
v e ry  p robab le  th a t  a  final d iv idend  of 
ab o u t 10 p e r  c en t, w ill be  pa id  in  th e  
m a tte r .

In  th e  m a tte r  of th e  B elcarm o  N u t 
B u tte r  Co., b a n k ru p t, of G ran d  R apids, 
th e  tru s te e  h a s  filed h is  final re p o rt an d  
acco u n t an d  th e  final m e e tin g  of c re d 
ito rs  w ill soon be called  in  th e  m a tte r .  
T he  acco u n t on file show s th e  follow ing: 
T o ta l re c e ip ts  to  da te , $538.40; d isb u rse 
m en ts  fo r a d m in is tra tio n  expenses, c o u rt 
costs , e tc ., $30.50; a  b a lan ce  on  han d , 
$507.90. T h e  acco u n t a lso  show  som e 
few  a ss e ts  s t i l l  on h a n d  of d o u b tfu l 
value.

In  th e  m a tte r  of C. C. R ice & Son, 
P o r tla n d , th e  tru s te e  h a s  filed h is  final 
re p o rt a n d  acc o u n t a n d  th e  final m e e t
in g  of c red ito rs  in  th is  m a tte r  w ill be 
called  w ith in  th e  n e x t few  days. T h e  
acco u n t on file in  th is  office show s th e  
follow ing: B alance  on hand , a s  p e r  la s t  
re p o rt of tru s te e ,  $2,236.42; d isb u rse 
m en ts  s in ce  t h a t  d a te , in c lud ing  first 
d iv idend  to  c red ito rs , a d m in is tra tio n  e x 
penses, e tc ., $1,539.23; a  b a lan ce  on h and  
fo r d is tr ib u tio n  a t  th is  tim e  of $697.19. 
A sm all final d iv idend  m ay  reaso n ab ly  
be expected .

C assiu s R. B u n k er, of B ailey , h a s  th is  
d ay  filed a  v o lu n ta ry  p e titio n  in  b a n k 
ru p tc y  an d  th e  ad ju d ic a tio n  m ade  and  
m a tte r  re fe rred  to  R eferee  W ick s  fo r 
a d m in is tra tio n . T h e  f irs t m ee tin g  of 
c re d ito rs  h a s  been  called  fo r  A pril 18, 
a t  w hich  tim e  c re d ito rs  m ay  be p re sen t, 
prove th e ir  c la im s, e lec t a  tru s te e  an d  
t r a n s a c t  such  o th e r  an d  fu r th e r  b u s i
ness  a s  m ay  com e befo re  th e  m eeting . 
T ile schedu les on file in  th is  office rev ea l 
th e  fo llow ing: A sse ts : $973.66; liab ili
ties , $1,838.26. T h e  follow ing a re  lis ted  
a s  c re d ito rs  of th e  b a n k ru p t:
V e rsa  M. B u n k er, B ailey  .................$ 25.00
Ju d so n  G rocer Co...................................... 314.03
M utual L ife  In s . Co.................................. 381.00
M oulton G rocer Co.................................... 561.44
A. E . B rooks & Co................................ 18.58
V alley  C ity  M illing  Co......................  12.46
N a tio n a l B isc u it Co..............................  17.25
T re n t M illing  Co..................................... 7.25
U. S. R u sk  Co......................................... 4.76
H . V an  E e n e n a am  & B ros......................... 80
C has. Gould, B ailey  ...........................  15.94
W ill R ag an , B ailey  ...........................  60.00
M ary  L. B u n k er , B ailey  .................  182.05
A della  P ie rson , B ailey  .....................  213.42

In  th e  m a t te r  of th e  L u d in g to n  M an u 
fa c tu rin g  Co., b a n k ru p t, th e  re ce iv e r h as  
filed p e titio n  fo r a u th o r ity  to  in te rv en e  
in c e r ta in  s u its  now  p en d in g  in  th e  
m uncipa l co u rt, C hicago, a n d  o rd e r w as 
th is  d ay  en te re d  a u th o riz in g  th e  rece iv er 
to  in te rv e n e  a s  p ray ed  in  sa id  p e titon .

In  th e  m a t te r  o f W m . A. Reynolds, 
do ing  b u s in ess  a s  th e  E n te rp ris e  P lu m b 
ing  Co., G ran d  R apids, h e a r in g  w as, held 
to -d a y  to  d e te rm in e  th e  r ig h ts  o f c e r 

ta in  c red ito rs  a n d  to  h e a r  th e  re p o rt of 
th e  tru s te e  a s  to  th e  fu n d s  now  in  h is  
han d s. I t  is a lleged  th a t  th e  b an k ru p t 
m ad e  a n  a s s ig n m e n t before  b a n k ru p tc y  
an d  th e se  c red ito rs  a re  now  en d eavoring  
to  h av e  th e  fund  tra n s fe r re d  to  th em  in 
com pliance w ith  th is  a ss ig n m en t. T he 
m a tte r  h a s  n o t y e t b een  d e te rm in ed  by 
th e  referee .

Taking No Chances.
Tom McNeal, of Topeka, found 

this story roaming round Kansas: 
Two little boys in a Kansas village, 
whose parents go out a good deal in 
the evening, are left in care of a 
grandm other who looks after them. 
A few nights before Christmas the 
boys were getting ready to go to bed 
and were saying their prayers. Little 
Jimmie was petitioning the Heavenly 
Throne for a certain line of Christ
mas presents and he was doing it in 
a voice that could be heard for a half 
a mile. The noise annoyed his older 
brother, who interrupted Jimmie to 
ask: “W hat you prayin’ for Christ
mas presents so loud for? The Lord 
ain't deef.”

“I know it.’1’ answered Jimmie— 
“but grandma is.”

Pat’s Rejoinder.
One day an Irishm an entered a 

London butcher's shop and ordered a 
pig’s head. The butcher, a rather 
fleshy individual, always enjoyed hav
ing a joke at the expense of an Irish
man. Having wrapped up the pig’s 
head, he resolved to frighten Pat by 
pretending to commit suicide. He 
turned the back of the knife and pre
tended to cut of! his own head.

“Oh, no, thank you, sir,” said Pat, 
“I don’t want more than one pig’s 
head at a time.”

A good husband is an asset, but a 
worthless one is a liability.

Make Out Your Bills
THE EASIEST W AY  

Save Time and Errors.
Send for Samples and C ir c u la r — Free.

Barlow Bros. Grand Rapids, Mich.

Notice of Sale Under Trust Chattel 
Mortgage.

By virtue of a T rust Chattel M ort
gage executed by Frank G. Hudson, 
of Paw Paw, Van Buren County, 
Michigan, to William B. Holden, of 
Grand Rapids, Michigan, as trustee 
for all of the creditors of said m ortga
gor, dated the 19th day of December, 
A. D. 1913, and filed in the office of 
the Township Clerk of the township 
of Paw Paw, Van Buren County, 
Michigan, on the 19th day of Decem
ber, 1913, and upon which default has 
been made, I have taken and shall 
sell at public auction, on Wednesday, 
the 15th day of April, 1914, at 11:30 
o’clock, A. M. at the store formerly 
occupied by the said Frank G. Hudson, 
at Paw Paw, Michigan, the property 
mortgaged, consisting of all store 
furniture and fixtures and his entire 
entire stock of clothing, gentlemen’s 
furnishings, shoes and rubber goods.

Said sale will be for cash, and im
mediate possession will be given after 
the sale.

The property is inventoried at cost 
price as follows: Furniture and Fix
tures $182.50; Clothing and Furnish
ings $1.634.11; Rubbers, $145.79; 
Shoes $637.03; Total $2,599.43.

Itemized inventory with trustee 
and will be on hand at the sale.

WM. B. H O LDEN , 
Trustee and Mortgagee, 

Grand Rapids Dry Goods Co.
Grand Rapids, Mich. 

Dated April 6, 1914.

El Portana Cigar

G. J. JO H N SO N  CIGAR CO. Grand Rapids

This is Size No. 5 
THE POPULAR SHAPE  

Handled by all jobbers—sold by all dealers.
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THE ALMIGHTY FACT.
The most incorrible gossip partic

ularly if his specialty be sociological 
gossip, can generally silence criticism 
by a virtuous protestation of his inter
est in facts. If he ask foolish questions, 
he is only “seeking light” ; if he sticks 
his nose into dirty business practices, he 
is a devoted truth-seeker, trying to get 
at the facts. The Almighty Fact has 
become one of our lesser gods and bids 
fair to be raised to the rank of the two 
great gods, the Almighty Dollar and the 
Almighty Ballot. Who is there that 
dares to question the value of fact and 
the superlative merit of the fact-seeker? 
At the risk of sacrilege, it must be said 
that facts are what the gossip, as well 
as the scientist, seeks; nvith this differ
ence; that the scientist values a fact be
cause of its relation to some truth 
which he believes to be of value, where
as the gossip values it because of the 
interest he can create by telling it to 
somebody else. The unthinking world 
has often mistaken the gossip for the 
scientist, especially when they have 
dealt with some of the same facts.

How many Government commissions 
of enquiry have we had during the last 
fifteen years? Does anybody remember 
now what they did or what they discov
ered although at the time our ears ting
led with horror at the facts brought out? 
Has any real good come of any of them ? 
If one wants to know why these moun
tains of published evidence have hrought 
forth so little, let him follow carefully 
the hearings of any commission of the 
present day. Let him try to determine 
how much of their enquiry is mere eco
nomic or sociological gossip, and how 
much relates itself to any real problem 
in any logical way. The theory seems 
to have been that, if we can only pile 
up a large enough mountain of facts, the 
truth will, in some magical manner or 
by some process of parturition, emerge. 
Truth is not to be discovered in that 
way; Suppose that a court of law, with
out any idea as to what evidence was 
relevant and what was not, should pro
ceed to gather volumes of evidence, 
valuing each fact for its own sake, 
whether it had anything to do with the 
question at issue or not, how long would 
it take to determine the merits of even 
the most ordinary case? What is es
pecially needed in these enquiries is 
some general ideas on the relevancy of 
sociological evidence. That is the only 
thing which will prevent them from be

coming mere collections of gossip.
It has long been believed that when, 

for any considerable time, there are 
more laborers seeking employment than 
are wanted by the employers, then labor 
conditions are bad; but when, for any 
considerable time, employers are look
ing for more men than there are men 
to be had, labor conditions are good. 
Now, this is either true or it is not true. 
If  any commission doubts it, why does 
it not test it out and determine, once 
and for all whether it is true or not? 
If it is true, it furnishes the key to the 
whole situation. All that has to be 
determined is how the number of men 
looking for jobs can be reduced, or 
how the number of jobs looking for 
men can be increased. If your com
mission cannot do that, it> had better 
disband as incompetent to handle the 
question.

It would be an interesting enquiry if 
the members of the commission would 
spend half their time disguised as em
ployers seeking unskilled labor, and the 
other half as unskilled laborers seeking 
employment. By th:s means, they could 
determine whether it is harder for an 
employer to find an unskilled laborer 
who is willing to work for him than it 
is for an unskilled laborer to find an 
employer who is willing to employ him, 
or vice versa. If  it is especially hard 
for employers to find unskilled laborers 
who are willing to work for them, ob
viously we should either have more un
skilled laborers, or fewer employers, or 
both. Most employers would certainly 
agree to that, and they would probably 
set themselves to get more unskilled 
laborers imported. By the same reason
ing, if it is especially hard for un
skilled laborers to find employers who 
are willing to employ them, most ob
viously we should try to get more em
ployers or fewer unskilled laborers. If 
it is good policy to import unskilled 
laborers when they are scarce and hard 
to find, it ought to be equally good pol
icy to stop importing them when they 
are so abundant that they have difficulty 
in finding employers enough to employ 
them all. No one who' is not willing to 
do this need be taken seriously if he 
professes interest in “labor.”

Our industrial system needs a balanc
ed ration; but it seems to have an excess 
of unskilled labor and a deficiency of 
employers. Obviously, the ration can be 
balanced up only by reducing the exces
sive ingredient or adding to the one 
which is deficient. Why not do both? 
At the present time we are doing the 
opposite in both cases. We are not only 
importing vast numbers of unskilled 
laborers, but we are discouraging em
ployers by holding them up to public 
odium and ridicule, especially if they 
are unusually successful. When we need 
more employers who can start new pro
ductive (not acquisitive) enterprises and 
carry them through successfully, we 
should hold them up to public esteem. 
Otherwise we are imitating the old 
woman who threw clubs at her chickens 
because they would not come when she 
wanted them.

If we shall stop doing the obviously 
wrong things, and do one or two ob
viously right things, we shall need no 
more, or very little more, “social” leg
islation. Moreover, the sociological gos
sips will be among the unemployed.

W AITING FOR W ASHINGTON.
When the Tradesman attempts to de

fine either the present or future of 
general business or strictly financial af
fairs, it becomes perplexed because of 
the operation of two currents of a 
positive tendency. There is a rather 
general conviction that a forward move
ment cannot be far distant; that judg
ment being based, not upon theories, 
but upon indications revealed by the 
almost uniform requests for immediate 
shipments in practically every line of 
importance. It is mainly on this con
sideration, along with cheap money and 
low cost of raw materials, that the 
Tradesman rests such hope as it enter
tains of a later substantial development 
of enterprise; but these things at least 
give ground for trusting that, with the 
first definite incentive, existing restraint 
will relax. This view is modified in 
most quarters by the conviction that 
no permanent or healthy progress can 
ensue unless the country is relieved of 
misgiving regarding drastic government
al regulation of business affairs.

Looked at from any angle, there is 
not much in the actual volume of trade 
at the moment which is calculated to 
inspire optimism. Such business as is 
being transacted is the business which 
must of necessity be done. There is a 
lack of enquiry for distant deliveries, 
and yet a  willingness and a desire to 
go ahead should the outlook become 
less obscure. The position generally 
taken here is that, on the present basis 
of production and consumption, there 
is at least little fear in the way of pos
sible adverse happenings, but the con
sensus of opinion is that industrial ac
tivity is destined to contract further 
before a change in the tide can be ex
pected.

One of the chief obstacles just now 
in sight is that purchasing power is 
greatly curtailed by the forced idleness 
of a large army of working people. This 
is causing much dullness in mercantile 
lines, and it is emphasized by the other 
important influence of the compulsory 
cutting of expense by railroads. This 
is where the shoe pinches most. It is 
not seriously doubted that this latter 
policy was forced by the widening gap 
between expenses and receipts of the 
railroads. The consequent shrinkage of 
gross and net income has necessitated 
deferring of payments of accounts to 
steel companies, some of these accounts 
now being overdue two to five months. 
In some cases, railroads are borrowing 
in the open market to meet these obli
gations.

It is certainly no surprising result of 
this condition that railroads should for 
the time at least be postponing or cutting 
down their orders for rails, cars and 
supplies. Orders that would usually 
have been placed at the close of last 
year have not yet appeared. This is 
why so much stress is laid on the set
tlement, one way or the other, of the 
railway rate case. That settlement would 
at least show the railways and the busi
ness community what they have to reck
on on. The action of the Interstate 
Commerce Commission in agreeing to 
hear testimony of railway men on the 
question of freight rates, instead of 
waiting until later in the month, as 
previously arranged, is construed as in
dicating a purpose on its part to hasten

a verdict. This was therefore accepted 
as a favorable development.

If one could assume that economic in
fluences only must be dealt with in 
forecasts of the situation, our people 
would be disposed to predict more 
wholesome business conditions at an 
early date. But it is recognized as futile 
to attempt to forecast the outcome of 
existing unsettlement without taking in
to consideration what Washington is 
likely to do. What is meant by this is 
the universal uncertainty as to what 
course the Chief Executive may take 
upon legislative questions pertaining to 
business. It is very generally believed 
that President Wilson is not unfavorable 
to trade expansion, but his unfortunate 
policy of inaction—“watchful waiting,” 
he calls it—is proving very destructive 
to business. Much suspense also exists 
on the further and more uncertain 
question of the general policies of Con
gress toward corporate management. If  
this aspect of the situation could be 
eliminated, and argument based upon 
general economic precedent, the belief 
would find wide acceptance that the 
extensive retrenchment now going on 
among the railroads should mark the 
approach of the end of the spell of 
retrogression. Such retrenchment is re
garded as a necessary remedy before 
sound basic conditions can be re
established. Even the present retrench
ment in the field of labor is in a way 
a sequel to the disturbance of 1907.

HOW TO BOOST A CITY.
Houston decided that it was going 

to become the money center of Tex
as. I t therefore announced that it 
would not place cash upon its assess
ment rolls for the purposes of taxa
tion; as a result the bank deposits 
have increased $7,000,000 in two years.

Houston decided that it needed 
more buildings and better buildings 
so it announced that it would 
require the owners of build
ings to assess them at only 25 per 
cent, of their reproductive cost; as a 
result in two years the building in
dustry has increased over 50 per cent, 
per annum.

Houston decided that it was impos
sible to assess household furniture 
equitably, and it also thought that it 
was a good thing for people to have 
household furniture—plenty of it and 
of the finest grade—>so it decided to 
exempt household furniture from tax
ation entirely.

Houston was desirous of reducing 
the rate of interest so that those who 
had money and who loaned it to 
those who had none would not in
crease the rate of interest because of 
a tax upon credits, notes, mortgages, 
bonds or stocks. As a result the man 
who has no money can borrow it in 
H ouston at a fair rate of interest.

Houston decided that it was be
coming too difficult for those who 
wanted homes to secure them on ac
count of the high price of land, so it 
announced that it would tax land a t 
its fair value for use. As a result the 
owners of vacant land have been im
proving it and thus increasing the 
number of buildings. O thers who 
have large tracts of land are getting 
in the mood to sell it at a fair price, 
all of which will tend to develop 
Houston.
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Ceresota
The Guaranteed

Spring Wheat 
Flour

Always Uniformly Good

JUDSON GROCER CO.
The Pure Foods House 

Distributors
GRAND RAPIDS, MICHIGAN

S E R V I C E
Service means to us 

being interested in every 
m o v em en t along the 
lines for purer foods, and 
a more economical dis
tribution thereof.

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

Grand Rapids—Kalamazoo 

T h e Prompt Shippers

Safety First
S afe ty  in b u y in g  

means getting the goods 
YOU can sell—getting 
them in quantities you 
KNOW  are judicious 
and at prices you KNOW 
are right

“Safety first” in buy
ing is easy for every 
merchant who has for 
his buying guide our 
catalogue—A m ericas  
Price Maker in General 
Merchandise

A study of the cur
rent issue with its Forty 
Thousand Items and its 
PRICES that TALK 
will show you what we 
mean.

Butler Brothers
Exclusive Wholesalers of General 

Merchandise

N E W  YORK CHICAGO ST. LOUIS 

M INNEAPOLIS DALLAS
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Three Weights of Underwear In
stead of Two.

The average retailer of men’s ap
parel has always regarded certain 
lines as seasonal. Influenced either 
by tradition or past erperience, he 
has come to belieVe in arbitrarily 
fixed limits to the period of useful
ness of perhaps the major portion of 
the stock you carry. These limits 
may be divided into two classes, nat
ural and imaginary. An example of 
the first class would be the straw 
hat. Here, indeed, is one of the 
strange phenomena of your m er
chandise—a line with “mushroom” 
characteristics. By fashion it is de
creed that this style of headgear 
must appear first upon a certain day. 
After a brief existence of a hundred 
days, it is fashionably oslerized. 
Short as is the time allotted to its 
existence, the business done in straw 
hats is increasing enormously sim
ply because of the shrewd methods 
of merchandising which dealers have 
adopted. The other class of sea
sonal merchandise is that constrained 
by imaginary limits. A good exam
ple of this is to be found by revert
ing to several years ago when tan 
shoes were considered salable in 
summer only. The idea of russet 
footwear in w inter could not be 
imagined. W ith his choice of foot
wear confined to  one color, the aver
age customer had no special induce
ment to lure him into the purchase 
of several pairs of shoes. However, 
with the use of russet leather in 
heavier shoes came an increase in 
the wardrobe of the average man, so 
that in place of one pair of black 
shoes, he began to buy a pair of tans 
and also a pair of blacks. Just re
cently this idea has been carried 
much farther by one manufacturer, 
who advertises “a shoe for a pui 
pose,’'1 attem pting thereby to double 
and triple the shoe wardrobe of the 
average man.

There are many analogous cases 
in the clothing and furnishing-goods 
business. Many merchants have built 
up an excellent additional business 
by getting away from the staple 
commodities. F or example, scorch
ing hot weather offers an opening for 
light alpaca coats. A timely adver
tisem ent will call your custom ers’ a t
tention to this stock.

But these are the commonplace 
possibiliies, the ones familiar to 
nearly every merchant. There are 
other big opportunities which as yet 
have not been much sought after. 
Take, for example, your underwear 
department. Underwear has always 
been generally considered a two- 
season proposition. I t was either 
“summer” underwear or “w inter” un

derwear. Summer underwear, donned 
with the therm om eter at blood heat, 
was, and is, worn until several weeks 
of frost have hinted broadly of win
ter’s approach. Then came the change 
to heavier garm ents, which were 
worn by most men until dangerously 
near straw -hat time. F iguratively 
it was either a feast or a famine; 
there was no happy medium. But 
one excuse existed for this delayed 
change: the w^earer feared “taking 
cold.” And no wonder; surely the 
jump from one extreme to the other 
allowed great possibilities for this 
to occur. The long-suffering mortal, 
therefore, endured many week’s dis
comfort rathor than risk a cold.

Both discomfort and risk of cold 
could be averted if the dealer were 
fully awake to his possibilities. H ere, 
indeed, is shown the need of a 
medium-weight —• superweight, they 
are technically called—under gar
ment. But how few customers are 
told of such a thing! How seldom 
has this text been taught by the m er
chant. The months of fall and early 
winter, and later, of spring, offer a 
splendid field for the m erchant to 
build up a big trade on superweight 
underwear—to bolster up the depart
ments’ earnings when they would 
otherwise slump. There is the pos
sibility of three crops of profits 
where there were previously but two 
—and this with practically no addi
tional investment!

W hat is true of underwear is true 
of numerous other articles in your 
stock which are hampered by this 
seasonal handicap. During how many 
months of the year do you sell 
gloves? About three or four, prob
ably—yet the increasing use of the 
silk glove has given this departm ent 
all-year-around possibilities. Still 
another example which has been fre
quently outlined in these columns: 
The average man wears one style or 
weight shirt the year around. He 
would buy more shirts if his a tten
tion was drawn to a light, cool shirt 
for hot weather and the bosom shirt 
or flannels for colder weather. A 
m om ent’s consideration will apprise 
you of numerous other opportunities.

W hat is necessary to produce this 
third crop? A campaign of educa
tion is the first essential—'but such 
a campaign means absolutely no ad
ditional expense. Of course, you ad
vertise—every successful merchant 
does. Let us look over the under
wear advertisements.' A composite 
photograph of them all would read 
something like this: “W e are local 
agents for Blank’s union suits. These 
are the union suits that fit perfectly. 
In all weights and sizes.” And so 
on. This occupies about six square 
inches.

Now suppose that it is about the 
first of April and you were preparing 
an underwear advertisement. Let us 
devote those six inches to a different 
purpose. Tell your customer, “W ith 
these warmer days, heavy w inter un
derwear becomes a burden. I t 's  too 
chilly yet for our cool summer gar
ments, but just right for one of the 
medium-weight garm ents displayed 
in our south window. You will be 
more comfortable and less liable to 
colds if you make this change. 
Priced, etc.” That, indeed, is the 
supreme function of advertising—to 
lead a man to desire something 
which he had never before desiret* 
You are not getting the w orth of 
your money merely to tell a man 
through an advertisement that you 
are agents for such and such a p ro 
duct. Make him desire that particu
lar thing by showing him how it 
would be to his advantage! Then 
you are utilizing your advertising 
space in a  thoroughly efficient man
lier.

The way, then, to harvest three 
crops a year instead of two is very- 
simple. I t  is not a m atter of more 
fertilization; there is no need for 
more irrigation. I t is simply a case 
of timely sowing of seed. Your own 
advertising, your own show win
dows, is the seed. You have only to 
see that this is sown properly at the 
right time. In other words, let tim e
liness be the keynote of your adver
tising; don’t advertise umbrellas dur
ing a drought. Dealing in “futures’ 
don’t count for much in the mer
chandising game. But if you aim to 
make the customer see that you have 
something he wants at that very mo
ment, you can cash in at once on 
his “buy now” impulse. This is true 
of all your lines. But, since it ts 
true of all, why not apply it par
ticularly to the possibilities which 
we have outlined above. Then you 
would be assured of your three 
crops.—Apparel Gazette.

Why He Kept His Office.
A young lawyer excused himself 

from a luncheon party the other day, 
saying: “I must go to my office.”

Said the hostess, laughingly, “We 
didn’t know you had an office.”

“Not have an office!” he replied 
“W hy, if I didn’t, what would I have 
to stay away from?”

AdvertiseYourTown
By Uniforming 

Your
Band Boys

You can make 
no better 

investment

Buy Uniforms 
That Every 

Citizen will be 
Proud of

We make that 
kind

Style Plates and 
Cloth Samples 

Free

Mention 
The Tradesman

TH E HENDERSON-AM ES CO. 
KALAM AZOO, M ICH.

M W  A
S u if L A Diamond

HuiomofiilB
m

m T ires
H I I N  lu t i

Made in 
Squeegee and 

Smooth Treads.

U K We are jobbers of 
these goods in this sec
tion. and w o u ld  be 
pleased to have your 
order.m

M RM M S herw oodM p
k v Hall Co., Lid.
w 30-32 Ionia Ave., N.W
V MÊËm Grand Rapids, 

Mich.

T0REACHY0UR

PATROfMM
KÎCH1GAN STATE
P'  TELEPHO

Lots of family trees bear lemons. Use Tradesman Coupons

A Good, Strong,
Medium-Priced Line

Buffalo Trunk Mfg. Co.
M A N U FA C TU R ERS O F

T R U N K S, BAGS, S U IT  C A SE S
127-139 Cherry St., Buffalo, N. Y.

JULIUS R. LIEBERM AN N  
M ich ig an  S a les  A g e n t 

415 Genesee Ave. Saginaw, Mich. W rite for Catalogue

mu*
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M A D E  I N  
GRAND RAPIDS

A dding  M achines
Adding: M achine T ab les
A dvertising; N ovelties
A lab as tin e
A lum inum  C astin g s
A rt N eedle  W ork
A rt L eaded  G lass
A sbesto s T ab le  Covers
A utom obiles
A utom obile  P a r ts
A w nings
B adges
B aked  Goods
B and  In s tru m e n ts
B ags
B a rre ls
B a th  H e a te rs
B eds
B ed S p rings  
B enches
B ee K eep e rs ’ Supplies  
B eltin g  
B elt L a c e rs  
B iscu its
B la ck sm ith s ’ su p p lie s
B lank  B ooks
Blow  P ip in g
B linds
B o ats
B oilers
B ookcases
B oots
B ooks
B oxes
B ra ss  Goods
B uffe ts
B eer
B read
B rick
B ridges
B ronze  Goods
B room s
B ru sh es
B u ild ing  M ate ria ls  
B u tto n  F a s te n e rs  
B u tto n s  
C akes
C arb o n ated  D rin k s
C anned  Goods
C arp e t S w eepers
C arriag e s
C as te rs
C ask e ts
C a tsu p s
C ard  In d ex  C ab in e ts  
C atalogs  
C em en t B locks 
C em en t M ach ines  
C erea l Foods 
C igars
C ig a r B oxes 
C h airs
C h am b er S u its  
C hew ing  G um  
Clocks 
C lo th ing  
C hurch  S e a ts  
C ider
C oal B ag s  
C o rse ts
C orset A ccessories  
C oal T a r

C oats
Coffins
Coke
C onfectionery
C ornices
C o tton  F e lt
C ouches
C rack ers
C ra tin g
Coupon B ooks
C ut S tone
D en ta l S’upplies
D esks
D ies
D in ing  R oom  F u rn itu re  
D oors
D oor P la te s
D ra ftin g  Room  F u rn itu re
D rill G rinde rs
D rugs
D ust A rre s te rs  
E lec tr ic  B a t te r ie s  
E lec tr ic  D ynam os 
E lec tr ic  F a n s  
E lec tr ic  M otors 
E lec tric  S igns 
E lec tr ic a l S upplies 
E lec tro ty p e s  
E lev a to rs  
E m b alm in g  F lu id  
E m b a lm in g  Supplies 
E n g in es  
E n g rav in g s  
E n g rav e rs  W ood 
E x ce ls io r 
E x h a u s t F a n s  
F e rti liz e rs  
F ilin g  D evices 
F ilm s 
F il te r s  
F ire  B rick  
F ire  C lay 
F ire le ss  Cookers 
F lag s
F lav o rin g  E x tra c ts  
F lo o r C om pound 
F lo u r 
F eed
F ire  E scap es  
F lu id  E x t r a c t  
F ly  N e ts  
F ly  P a p e r  
F u rn a c e s  
F u rn itu re
F u rn itu re  P a c k in g  P a d  
F u rn itu re  Po lish  
F u rn itu re  Supplies

F u rn itu re  T rim m in g s  
G as E n g in es  
G asoline  E n g in es  
Gold F in ish  F u rn itu re  
G as
G arm en ts  
G as M achines 
G as F ix tu re s  
G ypsum  P ro d u c ts  
G as G ra te s  
G inger Ale 
Gloves 
G lue
Glue P o ts  
G ra te s
G ra in in g  M achines 
G rill W o rk  
G rin d in g  M achines 
H a ir  T onic  
H an d les  
H a rd w are  
H a rn e ss  
H e arse s
H e a tin g  S y stem s 
H osiery  
H orse C ollars 
H orse  Shoes 
Ice
Ice C ream  
Iron  W ork  
Iron  C astin g s  
In te r io r  F in ish  
Jew e lry  
K n it Goods 
L abels 
L au n ch es  
L aw n F u rn itu re  
L ap  R obes 
L e a th e r  
L egal B lan k s  
L e t te r  F iles  
L im e
T d thograph ing  
L ockers
L ocom otive H e ad lig h ts
Loose L e a f D evices
L u m b er
M achine Tools
M achinery
M alleable  Iro n
M an te ls
M edals
M acaron i
M a ttre sse s
M edicines
M eta l Po lish
M ill Supplies

M illinery
M irro rs
M onum ents
M ops
M oulding
M usical Goods
M usic C ab in e ts
N e a r  B eer
N ovelties
Office F ix tu re s
Office Supplies
O ptica l Goods
O pera  S e a ts
O rn a m e n ta l Iro n  W o rk
O rn a m e n ta l S tucco  W o rk
O veralls
P a in t
P a r lo r  F u rn itu re  
P a p e r
P a p e r  B oxes 
P e d e s ta ls  
P a s te  
P e rfu m es  
P h o to  S upplies 
P ian o s  
P ian o  C ases 
P ick les
P ic tu re  F ram e s
Pillow s
P ie s
P ipe  C overing  
P la s te r
P la s te r  B oard  
P lu m b ers ’ Supplies 
P o s ta l C ards 
P o u ltry  S’upplies 
P re se rv e s  
P r in tin g
P r in te r s ’ Supplies
P ro p e lle r W heels
P ro p r ie ta ry  M edicines
P u n ch es
R ad ia to rs
R ack s
R ailro ad  C ars
R eedw are
R e fr ig e ra to rs
R oad B u ild ing  M ach inery  
R oads
R oller B earin g  A xles 
Roll P a p e r  C u tte rs  
Roofing
Roofing M ate ria ls  
R u b b er S tam p s  
R ugs
S a ra to g a  Chips 
Sash

Sash  Pu lleys 
Sam ple C ases 
School S ea ts  
S au sag es  
Saw s
Saw  G auges 
S ew er P ipe 
S ta le s
Sec tiona l B ookcases 
School Supplies 
S creens 
S h ee t Iron
S tee l S a n ita ry  F u rn itu re
S teel S helv ing
S teel O pera  S ea ts
S hingle  M ill M achinery
S h ipp ing  P ack ag es
S h ir ts
Shoes
Show  C ases
S leighs
Soap
Souven irs
S ouven ir P o s t C ards
S p rin k le r S ystem s
S ta tio n e ry
S te a m  H e a te rs
S team  T u rb in es
S teel Ceilings
S tencils
S to re  F ix tu re s
S traw  B oard
T allow
T ables
T an k s
T e n ts
T ile
T in w are
T obacco
Tools
T oys
T o ile t P re p a ra tio n s
T ru ck s
T ru n k s
T w ine  H olders  
T ypes
T y p e w rite r  D esks
T y p ew rite rs
U m bre llas
U n d e rta k e rs ' Supplies
U n d erw ear
U p h o ls te ry  Goods
U pho ls tered  F u rn itu re
V acuum  C leaners
V arn ish es
V eneers
V en tila tin g  S ystem s
V ises
W agons
W ard ro b es
W all C oating
W ash in g  M achines
W a te r  M otors
W e a th e r  S tr ip s
W hips
W indow  S hade A d ju s te rs  
W ood C arv ing  
W oodenw are
W ood W o rk in g  M ach inery  
W ooden Shoes 
W ra p p ers

You did not know that these are all made in Grand Rapids
Did you? "They are.

VISIT THE

Greater Grand Rapids Industrial Exposition
AND SEE FOR YOURSELF

’ Klingman Building, April 20-25, 1914
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M ichigan P o u ltry , B u tte r  and  Egg A sso 
c ia tion .

P re s id e n t—H . L. W illiam s, H ow ell. 
V ice -P re s id en t—J . W . L yons, Jack so n . 
S e c re ta ry  a n d  T re a s u re r—D. A. B e n t

ley, Saginaw .
E x ecu tiv e  C om m ittee—F. A. Johnson , 

D e tro it;  F ra n k  P . V an  B uren , W illiam s- 
to n ; C. J . C hand ler, D etro it.

Fruit Pre-Cooling by Modern Pro
cesses.

During the last thirty years, ever 
since the advent of that “ice-box on 
wheels,” the refrigerator car, the 
business of making, storing and 
selling frozen water has grown, until 
to-day it has assumed enormous pro
portions and has become an im port
ant factor in the economic life of the 
nation.

Should a sudden ice famine descend 
upon the country in the mid-summer- 
it would be followed alm ost imme
diately by a famine of fresh food in 
the big cities, all of which depends 
upon the refrigerator car and the cold 
storage warehouse for a large portion 
of the stuff that goes into their insa
tiable stomachs. And yet, despite the 
development of the ice industry, until 
recently little progress was made in 
the methods of handling the im
mense amounts of freight shipped in 
refrigerator cars. For thirty years 
no fundamental changes were made 
in these methods. For thirty years 
these cars were filled with perishable 
freights and ice in the same manner 
as the refrigerator on the back porch 
is filled and with results even smaller 
until the “pre-cooling method” of 
shipping perishable freight was 
evolved and put into practical oper
ation.

All refrigeration has for its object 
the chilling and numbing of the multi
tudes of bacteria and fungi oresent 
in organic matter, so that they cannot 
multiply and cause decay because of 
their activities, and the retardation of 
the zymotic process of ripening, 
whether the refrigerated stuff be 
fruits, vegetables, fresh meats, eggs, 
butter or beer. To retard these pro
cesses in transit, the food stuff is 
placed in the car at the point of 
origin, and the loaded car is switched 
to the icing platform, the bunkers at 
either end are filled with ice, every 
opening is sealed and the car is sent 
off. The cold air in the ice-packed 
bunkers, obeying the law of gravita
tion, sinks to the bottom of the car, 
absorbs some of the heat of the low
est portion of the warm freight, rises 
to the top as its tem perature increases 
until it re-enters the bunkers for an
other circuit. Of course, air spaces 
have to be left in the load of freight 
to allow tlm cold air access to all 
parts.

By this slow process of gravity cir
culation of air the perishable freight

in the car is not cooled off sufficiently 
to prevent decay or ripening, until 
two, three and sometimes four days 
after the start, according to the tem
perature of the freight at the time of 
loading. Even when the lower two- 
third of the carload have attained the 
required minimum, the upper third, 
especially in the center of the car 
furthest from the bunkers, is several 
degrees warmer than the minimum. 
Because the ice in the bunkers cannot 
conquer this relatively high tem pera
ture in the upper part of the car, the 
shipment of fresh deciduous fruits, of 
peaches, grapes, berries and sensitive 
vegetables, plums, apricots, melons, 
and cherries, is restricted by the 
distance over which the upper por
tion of the freight can be carried 
with safety, thus preventing the de
velopment of the markets farthest 
distant from the producer. As the 
processes of ripening and decay pro
ceed rapidly, immediately after fruits 
or vegetables are picked, during the 
first two or three days in the per
ambulating ice-box, while the tem 
perature is falling slowly, the grow
ers. could not, under the old method 
of icing, ship fully matured stuff over 
long distances. They had to pick 
their fruits and vegetables green and 
hard to prevent them becoming over
ripe on the journey. As a result the 
buyer received tasteless, flavorless 
produce which hurt the reputation of 
the producing district arid the feel
ing of the consumer.

Take a peek into the refrigerator 
of Mrs. Jones, back porch any Sunday 
morning in summer, when it is 
doing its biggest business. You will 
probably find a quart or two of milk, 
a pint of cream, four or five boxes of 
berries and fruits, two pounds of 
butter, a five pound roast, some chops 
for breakfast, a little cheese, tom a
toes, and other ingredients of a Sun
day meal. A ltogether the weight of 
the food to be kept cool, including 
the d.shes and wrappings, will be 
barely thirty  pounds and usually 
much less. A fifty pound cake of 
ice, almost two pounds of ice for 
every pound of food, reposes tear
fully in the ice compartment. W ith 
these odds of two-to-one in favor of 
the ice in your mind, look into a 
refrigerator car carrying 28,000 
pounds of fruit. If this car were to 
be cooled as effectively as Mrs. Jones’ 
ice-box, it should carry 50.000 lbs. of 
ice. Instead of that it carries nine 
thousand pounds of ice, or one-third 
of a pound for every pound of freight. 
Pre-cooling aims to equalize the odds 
in the refrigerator car, to do the 
work that cannot be performed effect
ively by the nine thousand pounds of 
ice, to reduce the tem perature of the

The Secret of Our Success
is in our

BUYING POW ER
We have several houses, which enable us to give 
you quicker service and better quality at less cost.

M. PIO W A T Y & SONS
G R A N D  RAPIDS, MICH. 

W estern M ichigan’s Leading Fruit House

The Vinkemulder Company
Jobbers and Shippers of 

Everything in

Fruits and Produce

Grand Rapids, Mich.

EGGS and BUTTER
We will pay for shipments up to and including Wednes

day, April 15, F. O. B. Detroit,
Eggs, cases included. _ 19c.
Dairy Butter, Straight Run, _ 17c.
Packing Stock, - 13c.

Will sell empty egg cases practically new at 12^ c. F.O.B. 
Detroit. Guarantee prompt remittance on all shipments.

Schiller & Koffman
323-25-27 Russell Street DETROIT, MICH.

W R IT E  FO R W EEKLY  Q U O T A T IO N S
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freight to the minimum before the 
car starts out, leaving to the ice in 
the bunkers only the comparatively 
light task of keeping the tem pera
ture down.

It stands to reason that a specially 
equipped stationary plant of large size 
can remove a certain number of heat 
units out of fourteen tons of freight 
better, faster and cheaper than a 
small plant on wheels depending for 
its refrigeration solely upon an in
sufficient supply of ice. The ice in 
the car cannot reduce the tem pera
ture of the cooling medium, the air, 
below the freezing point, while a 
static plant can easily produce below 
zero tem peratures in unlimited quan- 
ties of air

These facts are simple, but despite 
their simplicity were overlooked until 
Professor G. H arold Powell, of The 
Bureau of Plant Industry, pointed 
them out after painstaking investiga
tion. He likewise pointed out that 
the grower, by cooling his stuff im
mediately after packing, need not 
leave air spaces between the pack
ages in the car, could sefely load the 
stuff in a solid mass, and need not 
ship green deciduous fruits and un
ripe vegetables, ripening and decay 
being checked at once by pre-cooling 
instead of after three or four days 
under the old method of standard 
icing.

As soon as the importance of the 
pre-cooling method to the fruit indus
try  of California had been realized, 
and its practicability demonstrated, 
the Southern Pacific began construc
tion of two large ice and pre-cooling 
plants in the deciduous fruit and 
citrus fruit districts of California, one 
of the plants being built a t Roseville, 
near Sacramento, and the other one 
at Colton, in Southern California.

Pre-cooling is a profitable process, 
I t saves ice, increases the weight of 
the paying load that can be stored in 
a refrigerator car, widens the m arket 
of the producer by enabling him to 
ship ripe, fully flavored produce and 
extends the distance over which he 
may ship w ithout danger of decay in 
the upper stratum .

The practice of pre-cooling perish
able freight will grow and spread. 
Its advantages are too obvious to be 
overlooked by the interests affected. 
W ith proper pre-cooling facilities pro
vided along the lines, practically very 
commodity shipped under ice could 
be handled by these plants to the ad
vantage of the producer and carrier 
as well as consumer, although the 
greatest stimulus will be given the 
shipping of fresh, ripe fruits and veg
etables from isolated districts to the 
centers of population in the East.

W alter V. W oehlke.

Labor Trouble Among Chicago Egg  
Men.

Prospective labor trouble is another 
bugaboo, which the Chicago egg man 
will have to contend with in the im
mediate future and add to the worries 
of this already harassed man of busi
ness. The egg candlers have a work
ing agreem ent which expires in 1915, 
but the inspectors have discovered 
that the dealers are not living up to 
their agreement, at least this is the 
concensus of the allegations, and have

sent a communication to J. B. 
Mitchell, President of the Butter and 
Egg Board asking for a meeting of 
the Grievance Committee and the 
m atter will be thrashed out. As to 
who is at fault it is hard to ascertain. 
The dealers claim that the union is 
at fault and the inspectors are equally 
as vehement in alleging it is the fault 
of the trade.

President Mitchell said: “1 do not 
believe there will be any trouble. I 
think this m atter can be settled easily 
before the men will take any radical 
action. W e have been treating our 
men fairly. As far as living up to the 
agreem ent is concerned, the men also 
are at fault. The agreem ent states 
that the wages of the inspectors shall 
be approximately $19.80 per week but 
it is impossible to employ anv in
spector at that price during the 
present time. Almost every inspector 
that is looking for work is demanding 
$4 per day, and, we are compelled to 
pay it to them. I do not know of 
any houses employing non-union in
spectors, and, if they are, it is more 
than probable that it is because of 
their inability to get union men. The 
m atter is now in the hands of A. J. 
Strigl, chairman of the Grievance 
Committee.”

There W ill Be Something Doing.
Discussing the Chinese egg situa

tion, a produce dealer recently re
marked:

“I don’t take much stock in all this 
Chinese egg scare. These reports 
coming from the W est sound big, but 
they are only natural. They don’t 
like the Chinese or the Japanese. 
W hy shouldn’t they raise a roar about 
Chinese eggs? I don’t have any fears 
of the inroads of Chinese eggs. The 
consumers, especially in the W est 
coast, will hate the eggs as badly as 
they hate the people tha t produced 
them .”

“T hat’s a very gratifying view for 
you to take,” replied another in the 
group. “You don’t notice one drop 
of w ater in a bath tub. But get 
enough drops, and there is plenty of 
w ater to take a bath, or drown your
self in. Take it from me, please, that 
if 500,000 cases of eggs—eggs that 
can be eaten—from China or any 
other place are dumped onto the mar 
kets in America between the coming 
September 1 and January 1, there will 
be som ething doing. W e’ll feel it, 
and we’ll feel it so much that I don’t 
w ant to be owning too many storage 
eggs”

Back From an Outing.
Philadelphia, April 6.—C. M. Drake 

of the firm of W. R. Brice & Co., is 
back to his desk from a well-deserved 
vacation at Stuart, Florida. There is 
a well grounded suspicion that fish
ermen as a class, develop an imagina
tion which acts in the nature of a 
magnifying glass when applied to the 
size, weight and beauty of the fishes 
caught by themselves. There is no 
reflection intended of the high char
acter for veracity possessed by C. M.
D. who claims to have landed a num
ber of extremely large fishes known 
locally as Jew fish, some weighing 
over 300 pounds each. C. M. D. sug
gests that the name Jew fish is be
stowed on them from their habit of 
devouring large quantities of gold 
fish.

You don’t have to explain) 
apologize, or take back 

when you sell

Walter Baker & Co.’s
Chocolate 

'ï ï  Cocoa
Grocers will find them 

in the long run the 
most profitable to 
handle.

|jThey are absolutely 
pure; therefore in 
conformity with the 

pure food laws of all the States.
53 Highest Awards in 
Europe and America

Walter Baker & Co. Ltd.
Estahlishid 1781 d o r c h e s t k r , m a s s .

Rea & Witzig
PRODUCE
COMMISSION
MERCHANTS

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

Established 1873

“Electric Daylight” 
EGG TESTERS

The “Electric Daylight" Egg Tester fill a need 
long felt by Merchants and Egg Dealers for an 
efficient candler. I t does away with the unsan
itary dark room, and is fast and accurate.

The "Electric Daylight" Egg Tester is made in 
six different styles. Each style shows the en
tire surface of the egg while candling.

W rite for prices.

The Ann Arbor Sales Co.
Factory and Sales D ep 't 

529 Detroit St. Ann Arbor, Mich.

P O T A T O  B A G S
New and second-hanu. also bean bags, flour 

bags. etc. Quick shipments our pride.

ROY BAKER
Wm. Alden Smith Bldg. Grand Rapids, Mich.

Packed by

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

Liberal shipments of Live and 
Dressed Poultry wanted, and good 
prices are being obtained. Fresh 
eggs more plenty and selling well 
at quotation.

Dairy and Creamery Butter of 
the better 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.

Watson-Higgins Milling Co. 
Merchant Millers

Grand Rapids Michigan

M ichigan People W ant M ichigan P roducts

W HEN IN THE MARKET FOR

Potatoes
or have any to sell, call or write

BeiizM s w 17 H. Elmer M oseley Co. GRA mdicha p i d s '

Write or wire us when ever you have

P O T A T O E S  T O  O F F E R
LOVELAND & HINYAN CO.

236-248 Prescott St. Grand Rapids, Mich.
COME IN AND SEE US

Use Tradesman Coupons
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During the past three months, the 
three Government officials, to whom 
was entrusted the task of deciding 
which cities should contain regional 
reserve banks, and what district each 
should serve, has been holding public 
hearings at all the principal cities. 
The result was that practically every 
city' of any size eagerly asserted its 
own title to the distinction, and that 
the organization committee, instead 
of making selections based primarily 
on commercial, financial, and eco
nomic grounds, has been forced to the 
position of balancing between rival 
claims. In such cases, the result 
usually is that the dissatisfaction of 
the rejected applicants is greater 
than the satisfaction of those whose 
applications are approved This 
seemed to be clearly the case, on 
the announcement of Boston, 
New York, Philadelphia, Cleveland, 
Richmond, Atlanta, Chicago, St 
Louis, Minneapolis, Kansas City, 
Dallas, and San Francisco.

One consideration, however, may 
fairly be kept in mind as offsetting 
such disappointments. Selection, for 
a district’s banking center, of a city 
which is not the financial or commer
cial capital of the district, will not 
necessarily obstruct the, usefulness of 
the regional bank thus located. In 
the case of cities containing the 
central money markets of a whole 
great section of the country, such 
omission might make trouble, because 
time is in such localities a factor of 
the first importance in financial oper
ations. But the general function of 
rediscount, and the function of hold
ing together all banking resources of 
the district in a real emergency, may 
be pursued in one substantial busi
ness center of most districts as well 
as in another, even when the selected 
city is not the greater commercial 
center

The more serious part of the prob
lem is bound to concern the delimita
tion of the districts themselves, be
cause rupture of the natural relations 
of the every-day credit market, when 
the work of rediscounting paper is 
applied, may seriously obstruct the 
working of the new machinery. This 
question of district boundaries, as 
arranged by the organization, will 
call for careful consideration and 
criticism. One obvious remark will 
be, that the Committee has utilized 
all the twelve districts authorized by 
law, while placing no regional bank 
in the enormous stretch of territory 
between Kansas City and San F ran
cisco. Another is. that is has cut off 
from New York’s district the cities 
on the opposite bank of the Hudson

—which was apparently no more 
economically logical than if Brooklyn 
had been included in the Boston 
district.

Before the passage of the present 
strict banking laws in Wisconsin, 
starting a bank was a comparatively 
simple proposition. The surprisingly 
small amount of capital needed is 
well illustrated by the story a 
prosperous country-town banker told 
on himself, when asked how he hap
pened to enter the banking business: 
“W ell,” he said, “I didn’t have much 
else to do, so I rented an empty 
store-building and painted Bank on 
the window. The first day I was 
open for business a man came in and 
deposited a hundred dollars with me; 
the second day another man dropped 
in and ‘deposited two hundred and 
fifty; and so along about the third 
day I got confidence enough in 
th-_ bank to put in a hundred my
self!”

The Farm ers and Merchants Bank 
of Lawrence, a private institution 
managed by James L. Welch, has 
closed its doors and gone into the 
hands of receivers. The Circuit Court 
appointed W. C. Mosier, of Paw Paw, 
receiver. A new organization, the 
New Home State Bank, is alleged to 
have been partially responsible for a 
run on the Welch Bank which was 
unable to meet liabilities of $10,000 
The assets are about the same. It 
is believed the depositors will be paid 
in full. I t was understood that the 
two banks were to consolidate and 
that President W elch would be con-

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

Million

r^ jRANDpAPf DS^AVYNGS^ ANK ̂

Kent State Bank
Main Office Fountain St.

Facing Monroe
Grand Rapids, Mich.

Capital . . . .  $500,000 
Surplus and Profits - $400,000

Resources
8 M illion Dollars

3 î g  Per Cent.

Paid on Certificates

Largest State and Savings Bank 
in W estern Michigan

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

The
Old National Bank

G R A N D  RAPIDS, MICH.

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

Fourth National Bank
United
States
Depositary

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 . B lodgett,
V ice P re s id e n t

L. Z. C aukin.
C a sh ie r

J . G. Bishop,
A ssis tan t C a sh ie r

Commercial
Deposits

Per Cent 
Interest Paid 

on
Certificates of 

Deposit 
Left

One Year

Capital Stock 
and Surplus

$580,000
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nected with the new Bank, but some
one started the story that the Welch 
Bank had failed and a run ensued.

The $6,000 judgm ent which was ob
tained by George Scofield, Pitter- 
ville, Eaton county against the Grand 
Ledge State Bank, and its President, 
William R. Clark, and Raymond A. 
Latting and Bert R. Moore, in Feb
ruary, 1912, has been reversed by 
the Supreme Court. The action grew 
out of the financial troubles of Wil- 
ilam Andre, who operated at Grand 
Ledge, and whose financial methods 
were of such a character that a large 
number of people were the losers 
and h e ,' himself, served a period in 
state’s prison. Scofield was one of 
the losers in Andre’s dealings and 
obtained assignments of the claims 
of a number of other losers and 
commenced a suit in Eaton county 
against the Grand Ledge State Bank 
and others on the claim that the 
bank assisted Andre in bringing about 
these results. The case was closely 
contested in the Circuit Court, the 
defendants claiming that they did not 
profit by anything that Andre did, and 
also tha t they had no knowledge of 
Andre’s evil purposes when they per
mitted him to do business with the 
bank. A fter the judgm ent was taken 
against the defendants in the above 
amount in Circuit Court, these de
fendants appealed to the Supreme 
Court, which reversed the judgm ent 
as to all of the defendants. The 
Supreme Court was divided upon the 
legal questions, Justice McAlvay w rit
ing a m inority opinion and Justice 
O strander w riting the opinion of the 
majority reversing the case. After 
this judgm ent was obtained in the 
Circuit Court, other of Andre’s vic
tims began another suit against these 
parties, hoping to be able to recover 
what they had lost. All of these cases 
will be governed by the decision of 
the Supreme Court in the Scofield 
case, so that the decision of the 
Supreme Court is of considerable im
portance to the parties interested.

The Illinois Bankers’ Association 
will tour the N orthern Michigan re
sorts next summer and will stop at 
H arbor Springs and W equetonsing. 
S'. B. Montgomery, President of the 
Association, has a summer home at 
W equetonsing.

The Kalamazoo City-Savings Bank 
will again be the city’s depository for 
the fiscal year of 1914-1915. The bid 
for the depository was 2 per  
cent, on the daily balances of the city. 
The City-Savings Bank has been the 
city’s depository for the past four 
years and again this year the bid 
from this institution was higher than 
the other three banks

Michigan State banks and trust 
companies are in good condition, ac
cording to the report of Banking 
Commissioner Doyle, in which he 
shows a gain in total business of 
$2,018,722.89 since the report of Jan 
uary 13, 1914. Since the last report 
was issued there has been a decrease 
in loans of $1,196,970.47. Deposits 
have increased $1,345,330.08, while 
various State banks have increased 
capital stock to the extent of $185,585.

The prevalent feeling, in this sec
tion of the country, is fairly voiced 
by one of the largest manufacturers 
in the section, who recently declared 
that he had never seen so much op
timism and so little business. He 
admitted, however, that optimism is 
a good thing, and a necessary founda
tion for active trade conditions.

Q u o ta tio n s  on Local S to ck s  an d  Bonds. 
P u b lic  U tilities .

IBid A sked
Am . L ig h t & T ra c  Co., Com. 365 366 
Am . L ig h t & T rac . Co., P fd . 107 108ft
A m . P ub lic  U tilitie s , P fd . 72 74
Am . P u b lic  U tilitie s , Com. 47ft 50
C ities  S erv ice  Co., Com. 91 93
C ities  S erv ice  Co., P fd . 74 76
C itizen s  T elephone  Co. 78 80
C om w ’th  P r . R y. &  L t., Com. 60 61
C om w ’th  P r . R y. & L t.,  P fd . 81 82
Com w ’th  6% 5 y e a r  bond 98 100
P acific  G as & E lec. Co., Com. 39 40
T en n essee  R y. L t. & P r .,  Com. 17ft 19 
T en n essee  R y. L t. & P r .,  P fd . 70 72
U n ited  L ig h t & R ys., Com. 76 78
U n ited  L ig h t & R ys., 1st P fd . 75ft 76ft
U n ited  L t. & Ry. new  2nd P fd . 71 73
U n ited  L ig h t 1st a n d  ref. 5%

bonds 89
In d u s tr ia l  a n d  B an k  S tocks.

D enn is  C an ad ian  Co. 99 105
F u rn itu re  C ity  B rew in g  Co. 64 70
Globe K n itt in g  W o rk s , Com. 135 141
Globe K n itt in g  WorKs, P fd . 97 100
G. R. B rew in g  Co. 130 140
C om m erc ial S av ings  B an k 215 217
F o u r th  N a tio n a l B an k 216 220
G. R. N a tio n a l C ity  B an k 173 177
G. R. S av in g s  B an k 255
K e n t S ta te  B an k 255 265
P eop les S av ings  B an k 250

A pril 8, 1914.

Angel Food.
Mrs. Knicker—Do you h a v e

for breakfast?
Mrs. Bocker—No, but we have a 

phonograph record of a cackle.

The fruits of industry do not grow 
on every family tree.

United Light & Railways Co.
H-S-C-B H-S-C-B

Write us for quotations on First Preferred 6% Cumulative 
Stock, of the United Light & Railways Co. This stock is exempt 
from the normal Federal Income Tax to the holder, for the rea
son that the Tax is paid at the source. Send for circular show
ing prosperous condition of this company.

Howe, Snow, Corrigan & Bertles
i S u S K t a « , * “ 1 “ “  G r a n d  R a p i d s ,  M i c h .  m m ? t ™ « bW

THE PREFERRED LIFE INSURANCE CO. OF AMERICA OFFERS
O LD  L IN E  IN SU R A N C E  A T  L O W E S T  N E T  C O ST

W H A T  A R E YOU W O R T H  T O  Y O U R FAM ILY ?
L E T  US P R O T E C T  YOU FO R  T H A T  SUM

The Preferred Life Insurance Co. of America Grand Rapids, Mich.

We own and offer

6%

REAL ESTATE FIRST MORTGAGE 
BONDS

Secured by improved city properties 

Denominations $100, $500 and $1,000 

TAX EXEMPT IN MICHIGAN

Circulars upon request

Erano RapidsTrustTompany
123 Ottawa Avenue, N. W. 

Both Phones 4391

pE O P LE  HAVE TO RIDE ON STREETCARS, use gas 

and electric light during poor times as well as good. 

For this reason securities issued by Public Utility Com

panies are attractive investments. Let us tell you of a 

safe investment yielding better than 7%.

Kelsey, Brewer &  Company
Bankers, Engineers and Operators

Michigan Trust Building GRAND RAPIDS, MICH.

6%
State, County and Local 

TAX FR E E

W e can give you that in bonds 
which we recommend.

$100.00 or $1000.00

The security is the same.

The Michigan Trust Co.
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? DRYGOODS, 
FANCYGOODS^ NOTIONS:

Importance of Making Good on 
One’s Advertising 

■Written fo r th e  T rad esm an .
Smith and Jones advertise as a 

“Money-Back Store.’’ They are 
making a considerable outlay in order 
to impress on the public mind that 
their shop is a safe place to buy. If 
goods are not satisfactory when 
gotten home, if an article “doesn’t 
suit the folks,’’ or if for any other 
reason the purchaser feels sick of 
the deal, all he or she needs to do 
is to bring the goods back and the 
money will be refunded. This is 
what they claim they will do. The 
only exception to the rule is made 
regarding piece goods, which, of 
course, have to be cut to suit the re
quirements of the particular customer 
and so are not classed by any store 
as returnable merchandise.

Smith and Jones further make a 
strong point of making it right with 
the customer as to any goods that 
are not satisfactory in the wear, that 
do not prove in actual service to be 
exactly what the>' were supposed to 
be when purchased. T hat is, Smith 
and Jones advertise to make every
thing right. You might think to 
read their printed m atter that their 
sole end and object in life was to 
please their patrons, that margins and 
profits, and large sales, were entirely 
secondary and subordinate in their 
estimation.

To the person of vacillating mind, 
who finds it hard to come to a deci
sion upon even trivial matters, that 
permission to return an article is 
very attractive. It often gives such 
a one the opportunity to back up 
his or her judgm ent with the opinion 
of some more resolute soul after the 
goods are taken home. I t postpones 
for a little time the necessity for 
irrevocable decision. Moreover, the 
custom of allowing the return priv
ilege is so general among the better 
class of stores that it has come to 
be an almost indispensable factor of 
successful store policy.

T hat other phase of the “Money- 
Back” proposition, the assurance 
that if anything proves unsatisfactory 
in use the m atter w'ill be promptly 
made right, is also an effective in
ducement with many buyers. Quite 
a large proportion of customers pre
fer to pay a higher price and have 
the feeling that they can come back 
on the merchant if the coat or suit 
or material for a dress should not 
prove satisfactory. This is especially 
true as to articles that require an 
expenditure that is a little heavy for 
the ordinary pocket book.

So there are perfectly valid and 
substantial business reasons for just

such advertising as Smith and Jones 
are putting out.

But what is their practice when 
their widely proclaimed policy is put 
to the test? A customer brings back 
a lace collar, we will say, or a parasol 
or a pair of silk hose that she has 
decided she would rather not keep. 
The goods are in perfect condition 
and are brought in not more than 
two or three days after being taken 
out. It is a case where it would seem 
that there is nothing for Smith and 
Jones to do but take the article and 
refund the money. But this is never 
done without an argument, which 
often becomes heated and usually 
gives rise to unpleasant and antagon
istic feelings on the part of the 
customer. There invariably is an at
tem pt to convince the lady that the 
goods are just what she wants, when 
after due consideration in the quiet 
of her own home she has firmly 
decided to the contrary. If the at
tem pt to argue her into keeping the 
article fails, as it is sure to do if she 
is a person of any spirit, the next 
thing that is done is to try to induce 
her to accept something else as a 
substitute. In all probability she 
looked over everything they had in 
stock before, and the item she se
lected came the nearest to meeting 
her requirements, so if she is bullied 
into taking something in place of the 
other, she is not satisfied in so doing 
nor is she likely to speak favorably 
of their store to her friends. As 
one woman remarked, “S m th  and 
Jones will pay back your money, but 
it’s as much as your life is worth to 
get it.”

Merchants, make a note of this, if 
you are advertising your store as a 
“Money-Back Store,” let it be “Your 
money back with a smile,” in good 
earnest, with no cavil nor complaint. 
Otherwise your practice will counter
act and annul all possible effect of 
your advertising.

If a garm ent or other article that 
has proved unsatisfactory as to wear
ing qualities is brought in to Smith 
and Jones, their manner of dealing 
with the case is not as would be in
ferred from their advertising, but as 
might be expected from their way 
of handling a simple return of goods. 
They are sure to assume that the 
fault was not in the article but that 
in some manner it has been misused, 
or that as much service has already 
been gotten from it as reasonably 
could be expected, and this when the 
customer is a reliable person, not 
given to making needless nor unfair 
complaints. If anything is done to 
right the matter, it is done grudging
ly and a t the lowest figure that the

customer will accapt. I t is needless 
to say that the Smith and Jones ad
vertising of “money back and every
thing made satisfactory to the pur
chaser” is worse than wasted, and 
rapidly is becoming a joke among 
those who know the customs of the 
store.

Now, as has heretofore been pointed 
out in these columns, the exchange 
privilege often is abused by thought
less and unscrupulous persons, and 
it may be well to place certain limit
ations upon it, and to- have these 
limitations thoroughly understood by 
all patrons. Also in regard to stand
ing back of goods sold, it may be 
necessary to handle some kinds and 
grades that no dealer can afford to 
guarantee. Make no secret of it that 
such articles are sold at the buyer’s

risk. And as to other goods, it may 
not be wisest to sell under the broad 
general assurance to make everything 
satisfactory to the customer. I t may 
be better as complaints come in to 
treat each as a separate m atter and 
make such adjustm ent as seems fair 
under the circumstances.

W hatever plan is adopted, let it be 
carried out with thorough consist
ency and let there be no discrepancy 
between the advertised promises of 
what will be done and the actual per
formance when put to a test. I t  is 
a good rule to claim all the merits 
your store possesses. I t is not less 
im portant that it should merit all that 
you claim for it. This applies to 
other points of store policy besides 
the two brought out in this article.

Fabrix.

Undermuslins That Sell
That’s the kind you get when you choose from 

our well selected stock. This will be the biggest 
muslin underwear season in years—supply your re
quirements now. Corset Covers, Drawers, Skirts, Gowns, 
Combinations and Princess Slips, in Newest Styles. Lace 
and Embroidery Trimmed. Give us a trial order or 
write for further details. All grades, all prices and 
all sizes.

Paul Steketee & Sons
Wholesale Dry Goods Grand Rapids, Mich.

We figure th a t ages 4 x  14. 5 x  15, 6 x  15, 
7 x  14 and 10 x  16 ought to  keep any  mer
chan t’s line of Knickerbocker sizes well bal
anced. These are the size combinations we 
carry  and our stock consists of excellent 
values to retail a t 25c, 50c, 75c and $1.00.

O ur salesmen are showing samples.

GRAND RAPIDS DRY GOODS CO.
E xclusively W holesale Grand Rapids, Mich.

«Ü

*

♦



A p ril g, 1914 M I C H I G A N  T R A D E S M A N

<Ü

*

<

♦

The Clerk Who Hangs Back. 
W ritte n  fo r  th e  T rad esm an .

Young Maitland was pretty close to 
21 when he took his first job. He had 
been a student all his days, and had 
never mingled much with people. The 
first day he was at work the telephone 
rang. He had heard it half a dozen 
times before but always there had been 
some other clerk on hand, prompt to 
answer. But this time he was alone. 
For a long two or three minutes he 
waited, desperately, hoping that some
one might come in. And then he walk
ed down to the telephone booth with 
his knees shaking and with a trembling 
hand took down the receiver.

And nothing happened—nothing at 
all. But he had never talked over the 
wire before, and he was filled with a 
terrific, sub-conscious dread of the un
known.

H e has often laughed over that ex
perience since then. But, in that ex
perience, he represented just a peculiar, 
exaggerated instance of a trouble which 
many young clerks experience, and 
which, in many cases, never seems to 
entirely leave them. The em
ployer, who sees the clerk
hanging back, thinks he is 
lazy—a shrker—and feels like hand
ing him the blue envelope on Saturday 
night.

But the real trouble is timidity—fear 
to go forward and speak to a stranger. 
If  the incoming customer is an old 
friend, it is different. The timid clerk 
goes forward, greets him by name, takes 
his order and even tries to sell him 
something extra—just in the hope that 
if a stranger comes in meanwhile, he 
will be engaged and another clerk will 
have to wait upon the newcomer.

This form of timidity is far more 
common than many employers realize. 
Quite often the clerks whom they re
gard as shirkers are really afraid—and 
it is a real and deep rooted fear, despite 
the fact that the object of the fear 
is entirely imaginary.

It isn’t a fear that is confined to 
clerks, either. I know merchants now 
and then who are affected by it. They 
are men who have gone through the 
mill, who have sold goods behind the 
counter for years, but who, now that 
they have salesmen in their employ, 
leave the latter to do the selling while 
they, themselves, attend to the manage
ment of. the business. And, odd as it 
may seem, such businesses are usually 
well managed, from a financial point of 
view. The man who shrinks from 
selling goods to his fellow-townsman is 
often singularly capable when it comes 
to turning financial corners, or organ
izing his selling force.

One of the best newspaper reporters 
I ever knew—a chap who made a strik
ing success of his work—confesses that 
after a good many years’ experience he 
is still haunted by this feeling of dread 
whenever he goes out on a new assign
ment, and that sometimes it is only 
by a titantic effort that he can bring 
himself to face a man whom he has been 
sent to interview. Yet he has been
successful in securing interviews where 
bolder men have failed, merely by rea
son of the fact that, once he can bring 
himself to talk to a person, he is singu
larly tactful and seems to inspire and 
invite confidence. Yet a superlative

talent for “butting in” is usually asso
ciated in the popular mind with the 
newspaper reporter.

Theorists often hold that this form 
of timidity is due to lack of ability. But 
careful enquiry in a large number of 
cases show pretty conclusively that 
lack of ability has nothing to do with it. 
The instance of the reporter, previously 
cited, is typical. It is a well known 
fact that many men well fitted for pub
lic office shrink with absolute horror 
from the necessity of canvassing, or 
even of publishing a card soliciting sup
port. In  a good many cases it is not 
that the candidate is proud—or “stuck 
up” as the colloquial phrase is—but 
merely that he is timid in regard to ap
proaching strangers. Yet such men 
very often make capable public officers. 
And the man who once conquers his 
first feeling of timidity as a rule makes 
the best and most successful salesman 
—simply because he is naturally more 
tactful, and more careful in his choice 
of arguments. He takes count of what 
the man on the other side of the coun
ter may be thinking, as well as of what 
is running in his own mind.

But, before success can be achieved, 
this timidity must be conquered. This 
difficult task is merely a matter of will 
power. The timid man is usually te
nacious, once he gets into action; and 
therein lies his hope.

Meanwhile, he needs encouragement. 
A pat on the back from an employer, 
a jolly “Go to it, boy; the customers 
can’t eat you,” will often do more to 
stir an apparent shirker into action 
than any amount of criticism.

William Edward Park.

Horseflesh Sold in Montreal.
The civic health authorities have 

admitted that there are large quanti
ties of horseflesh being sold as sau
sages and beef is Montreal.

Steps are being taken to prevent it, 
although medical men are not in 
agreem ent as to its demerits as food.

There is an ordinance which for
bids its sale.

At Sea.
F irst Passenger—Sir, I fancy your 

m other over there has a touch of sea
sickness; perhaps you’d better look 
after her.

Second Passenger—The lady is my 
mother-in-law.

F irst Passenger—A thousand par
dons.

We are manufacturers of

T R I M M E D  A N D  
U N T R I M M E D  H A T S

For Ladies. Misses and Children, 
especially adapted to the general store 
trade. Trial order solicited.

CORL, KNOTT & CO.. Ltd.
Corner Commerce Ave. and Island St. 

G rand Rapids, Mich.

AWNINGS

O ur specialty is AWNINGS FOR STORES AND 
RESIDENCES. W e m ake com m on pull-up, 
chain and cog-gear ro ller aw nings.
T en ts . H orse and W agon  C overs, H am 
m ock C ouches. C atalogue on  application.

CHAS. A. COYE, INC.
Campau Ave. and Louis St., G rand Rapids, M ich.

“The Crowning Attribute of Lovely Women is Cleanliness”

The well-dressed woman blesses and benefits herself—and the world— 
for she adds to its joys.

NAIAD DRESS SHIELDS
add the final assurance of cleanliness and sweetness. They are a 
necessity to the woman of delicacy, refinement and good judgment. 
NAIAD DRESS SHIELDS are hygienic and scientific. They are 
ABSOLUTELY FREE FROM RUBBER with its unpleasant odor. 
They can be quickly STERILIZED by immersing in boiling water 
for a few seconds only. At stores or sample pair on receipt of 25c. 
Every pair guaranteed.

The only shield as good the day it is bought as the day it is made.

The C. E. CONOVER COMPANY
M anufacturers

Factory, Red Bank, N ew  Jersey 101 Franklin St., N ew  York
Wenich McLaren & Company, Toronto—Sole Agents for Canada
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The Shoe Dealer’s Dream of Heaven.
T dreamed it was Monday morning 

and as I stepped into my store I 
foun4 a couple of young folks wait
ing to see me, to whom I had sold 
shoes the week b fore and who prom
ised to pay on Saturday night. They 
were both profuse in apologies and 
each paid his bill.

Going back to my desk I found a 
letter with check enclosed from the 
Railroad Co covering a claim I had 
made the week before. Another 
letter contained a check from a cus
tom er who had moved to Texas, and 
still another from a fellow that owed 
me and had joined church, but could 
not get full forgiveness for his sins 
until his account was paid. Glancing 
at my bank book I saw a nice balance 
with all bills paid. We opened a • 
shipment of shoes I had bought six 
months before and they were better 
than the samples—best of all they 
were right in style. We marked 
them up to bring 75 per cent profit, 
and sold eight pairs while marking 
them. The parcel post now came and 
delivered a pair of lavender satin 
pumps I had promised for Monday at 
9 a. m., just as the lady stepped in 
the front door: She tried them on, 
they fitted, she complimented me on 
my promptness, handed me $4 and I 
wrapped up the pumps.

A family enters and the father tells 
me to fit them out with the best 
shoes and rubbers I have and he will 
call again in a few minutes. One of 
the girls weighs 200 and her foot 
measures EEE. I have it. Another 
is slender and takes a Zl/2 triple A. 
I fit them all out. Father returns, 
hands me a check for $21 and tells 
me I have such a splendid reputation 
for selling good goods he thought 
he'd change his shoe buying from my 
competitor to me.

A trio  of ladies enter, but only one 
wishes to purchase shoes. I flash a 
new kidney heel with pointed toe and 
brocade topping. It doesn’t suit and 
I pull down an old crab and show it, 
and they all like it much better, and 
so do I, because I have had it since 
it was in style before. It was on 
the bargain counter once for a dollar, 
but since it’s back in style again it is 
worth $5. I sell all the ladies silk 
stockings because they have heard 
my silks never tear.

A Jew enters and wishes to buy 
my unsalable odds and ends, and, 
owing to the advance in leather, he 
offers me the same price I paid for 
them. Do I sell? Well, I almost 
hug and kiss that fellow.

In my second delivery of mail was 
a letter from my rubber house. It 
tells me they have decided to extend 
the dating on all bills to May 15.

I notice the “sample shoe store” 
across the street moving out, and 
upon enquiry I find they are forced 
to close owing to the enforcement of 
the new false advertising law. The 
mayor call and tells me the council 
has passed an ordinance absolutely 
prohibiting the solicitation of any 
funds from business men for any pur
pose.

I have a date with a life insurance 
agent who wishes to deliver a $25,000 
policy I have just taken out. I meet 
him at his office, hand him a check 
for the premium, and my good luck 
continues, for on my way home I 
try to dodge an automobile, but step 
directly in front of another and am 
killed.

I find myself knocking at the Gates 
of Heaven, and am asked my name, 
residence and business, and just as 
soon as I said I sold shoes the gates 
fly open and I am royally received. 
I meet Sam Swartz, of Muncie, and 
Joe Fadely, of Anderson, and while 
I am still wondering how it was I 
gained admittance so easily, Swartz 
says, with all the Hell a fellow has 
on earth in the shoe business they 
figure up here that he has had 
enough. He said they let him in be
cause he asked long profits and 
Fadely because he lived in Anderson, 
and he told me that in all the time 
they had been there only two shoe 
men had been refused; one that ran a 
sample shoe store and sold $5 shoes 
for $2.49, and the other a fellow that 
didn't ask a profit. While we were 
talking, we were joined by an in
numerable company of shoe men.

Our joy knew no bounds and just 
as we were being fitted with golden 
slippers and wings to enter into our 
long life of happiness and peace, I 
was awakened by the ringing of my 
telephone. A lady wanted me to 
come to the store and change a pair 
of shoes. I had sent out both for 
the same foot, one three and one 
seven, and she wanted to catch the 
4 a. m. train. I realized I was back 
on earth in the shoe business, but 
how I shall always remember that 
dream of the shoe business as it 
should be and as it would be if only 
dreams came true.

Roy C Kanouse.

New Phase of Shoe Store Service. 
W rit te n  fo r th e  T rad esm an .

The young lady who has full charge 
of decorations in—well, never mind 
the store, for she is one of your rather 
timid girls who doesn’t care at all 
for publicity; but it is a great big 
metropolitan shoe retailing establish
ment employing, I should say, at a 
venture, forty or fifty salespeople.

We had been talking about artifi-

TIME TO STOCK UP
Farmers and other outdoor men are getting 

active and your call for heavy shoes w ill soon be 
brisk. Supply your trade with the famous

H. B. HARD PAN
Shoes for Service

We show here our number 849 H. B. Hard Pan-three sole,
standard screw, full bellows tongue, plain toe Blucher■ ■ $2.50

838—Same shoe only unlined 
and has double toe and 
tap.........................  $2.50

909 - Same shoe only unlined 
and has H double sole $2.30

892—Is a tan elk skin with 
H double sole, plain 
Blucher..................  $2.35

You simply cannot 
wrong on the H. B. H 
Pan Shoes. They w 
like iron.

N o . N 4 8

HEROLD-BERTSCH SHOE CO.
GRAND RAPIDS, MICH.

QUALITY TALKS
And quality means

M O R E  P R O F IT  F O R  Y O U
in the long run.

You can buy cheaper shoes than ours, and you can sell them 
ONCE, but you need a consistent trade. You want your own little 
army of satisfied customers; dependable trade that appreciates 
SERVICE. WE ARE HERE TO GIVE YOU THAT SERVICE.

This is a good year for Goodyear Welts, and our welt depart
ment turns out shoes that are the acme of good fit, good style and 
good wear.

The cut opposite 
is that of one of 
our best sellers for 
early spring trade, 
and is a winner 
among its kind.

Gun metal, half 
double sole, Good
year Welt. Made 
in prices ranging 
from

$2.25 to $3.00
Best by test of half 

a century.

L.
RINDGE, KALMBACH, LOGIE COMPANY

Grand Rapids, Mich.
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cial flowers. And this young lady, 
by the way, makes—or rather has 
them made under her supervision— 
all the flowers used in her elaborate 
decorative schemes. She invariably 
makes the petals of all flowers out 
of thin sheets of white paper just 
like that wrapped about shoes, and 
tints acording to the requirements of 
the particular flower she is counter
feiting. One of her recent decorative 
schemes called for forty dozen Ameri
can Beauty roses. Manufacturers get 
$7.00 a dozen for American Beauties 
—only the petals are of silk and the 
stems of rubber. So you begin to 
see how much she saves her firm 
each year on the single item, artificial 
flowers. H er roses were just as rich 
in color, and simulated the original 
in every particular, quite as success
fully as did the more costly product 
of the manufacturers.

T hat girl, of course, has an eye for 
color. I t isn’t an acquisition with 
her; it’s a gift. And when accused 
of it by the writer, she modestly 
admitted that it was so. “But,” she 
hastened to add, “ I love this sort of 
thing so much, that perhaps accounts 
to some extent for my success.” 

“And what d’you do,” enquired the 
writer, “besides superintend the mak
ing of artificial flowers, planning and 
executing decorative schemes, etc.?” 

“Oh, lots of things,” she mused. 
“For instance—?” I queried.
“Well, for instance, I act as a sort 

of arbiter on mootable style-m atters, 
upon which salesladies and their 
patrons cannot agree.”

“D ’you mean to say,” I returned 
deprecatively, “that all women shop
pers don’t know w hat’s what in foot
wear appareling?”

“Huh!” she sniffed, “disannex from 
the idea!”

“Really, then,” I ventured, "some 
of them do actually require a little 
help— to—well, to keep from destroy
ing the fundamental harmony of the 
toilette- ensemble by getting some
thing that doesn’t fit in?”

“Precisely!” she corroborated.
“And this,” I considered, “is also a 

long suit of yours—this coming to 
the rescue in order that milady’s foot
wear appareling may be comme il 
faut.”

“M’hm!” she acquiesced.
“But just how?” I pursued, with 

a man’s persistence for cases.
“W ell,” she painstaking told me, 

“in selecting buckles, for instance, to 
go with particular kinds or styles of 
slippers; or, it may be, tango sets and 
ribbons; or rosettes. In such m atters 
many women are at sea. To be real 
frank with you—which I perhaps 
shouldn’t be, as you are almost cer
tain to write it up—many of our 
customers either don’t know what 
they ought to have, and mince no 
words in saying so; or they think 
they want som ething positively 
bizarre . You know,” continued my 
entertaining vis-a-vis, “there are a 
good many items comprehended in 
footwear appareling for women. 
There are many kinds of footwear 
creations for many kinds of occa
sions; and there are different patterns 
of buckles and sorts of footwear 
jewels that go best with certain 
fabrics and colors; and all these

things must be considered; and the 
color of the hosiery and the color of 
the gowns—don’t you see,” she con
cluded, “how easily a woman who 
isn’t up on such m atters might be 
confused, and how grossly she might 
blunder in her selections, if left to 
her own judgm ent?”

“I think I begin to see a dim light ” 
I decided. “So you,” I facetiously 
remarked, “are the arbiter of mooted 
styles-questions; an advisory commit
tee of one to help milady whose mind 
is perturbed?”

“M’hm!” she smiled, “isn’t it 
lovely?”

“It may be a bit tedious to you, at 
times,” I conciliated, “but at all events 
it is a fine thing for the store This 
gives a new angle of an old theme— 
the shoe store’s service-feature. I 
think you are, w ithout realizing it,” 
I complemented, “a real pioneer (or 
should I say, a pioneeress?) in a big, 
new field. You are entirely correct 
in your surmise. This light that you 
have started is too precious to hide 
under a bushel. You must let me put 
it on a candlestick. There are, I 
dare say, simply oodlings of retail 
shoe dealers throughout the country 
who ought to be doing for their 
patrons just what you are doing here.”

And the manager of decorations 
conceded that the interviewer had 
spoken not ineptly.

Chas. L. Garrison.

Encourage kindness—even if you 
have to practice it on yourself.

The dog in the manger is only one 
of the chronic growlers.

From the 
Thumb

To the 
Finger 
Tips

The Michigan People

You can have the 
boot trade of your 
town.
Buy this Boot!

For the Hunting and Fishing Season
Glove Brand 

Sporting Boots
Do not be mislead by the claims made for 

boots offered a t greater discounts.

If th ey ’re w orth less, th ey ’re worth  less.

Cheaper means poorer.

Poorer means dissatisfied  custom ers and 
loss to the dealer.

In Glove Brand boots, merit measures up 
to  the price. They are more than  mere rubber 
boots. They are perfectly  satisfacto ry  boots, 
in weight, fit, comfort and service.

Conserve your profits by stocking 
Glove Brand rubber boots of all 
styles, hip, thigh and the regular 
height or short boot.

Send for catalogue and price list.

HIRTH-KRAUSE CO. Grand Rapids, Mich.
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Bravely Overcoming the Dread of 
Old Age.

W ritte n  fo r th e  T rad esm an .
There is a great fad nowadays of 

keeping young. By strenuous stunts 
of exercise, by massage, by all the 
arts of the toilet, by deftly applied 
and indistinguishable-from-nature aids 
we seek to stave off the physical im
print of advancing years.

To a certain extent the more clever 
of us succeed. We even may lead 
some of our acquaintances — most 
likely those who do not have too in
timate a knowledge of unswervingly 
veracious family records—to believe 
that we are five, ten, or possib1’' fif
teen years younger than we really 
are.

We continue our customary voca
tions into the sixties and seventies, 
which certainly is far preferable to 
being ( Islerized at forty or fifty. 
W e set up a stubborn fight with age. 
And yet, however flattering may be 
the superficial success that we attain, 
however completely we may for the 
time being deceive our nearest 
neighbors, beneath our enforced 
gayety is an undercurrent of sad
ness, for down in our hearts we feel 
that we are playing a losing game. 
In spite of our unceasing and zeal
ous efforts, we realize that Mother 
Nature can be put off only for a 
limited period, that inevitably as time 
rolls on our eyes will dim and our 
muscles stiffen and we shall no 
longer have the peculiar grace and 
beauty that belong to youth alone.

There are other causes for gloom. 
One by one the friends and com
panions of our early life, some from 
prolonged illnesses, others by sudden 
summons, take their way to "the un
discovered country from whose 
bourne no traveler returns.” If our 
acquaintance is large, as we get on 
toward middle life we attend many 
funerals. If of a nervous or melan
choly temperament, we come to live 
in a morbid expectation of hearing 
at any time the fateful sound of the 
undertaker’s horse stopping, if not at 
our own door, then at the door of 
some one of our rapidly diminishing 
number of close friends and near 
relatives.

The terror of an old age made dis
mal by loneliness, by enfeebled 
health, perhaps by poverty also, pos
sesses countless souls who would be 
most loath to acknowledge their 
dread.

The specter of loneliness is more 
common now than it was fifty or 
seventy-five years ago. Then large 
families were the rule and almost 
everyone had a considerable number 
of near kinsfolk. The man or the 
woman who has children and grand

children more naturally takes a nor
mal and healthy outlook upon the 
future, even when old age begins to 
creep on. He or she has interests 
centered in those who are coming up, 
and does not fear a lack of com
panionship. Not so the many child
less married people and single men 
and women of the present day. To 
even the most independent and self- 
sufficient bachelor maid, the future, 
were she to acknowledge the truth 
about it, begins to look bleak as she 
nears forty.

Is this terror of a desolate old age, 
which commences to cast its gloom 
over many lives before youth is fairly 
past, a necessity, something which 
exists in the nature of things, or is 
it a bugbear which we have conjured 
up out of unhealthy imaginings, 
something which, like the major part 
of our fears and dreads, exists mainly 
in the think?

In combating the old age specter, 
let it be remembered that hopeful
ness, optimism, gladness, are natural 
to youth. If these qualities are en
joyed in later life they must be 
achieved, so to speak.

The animals show this tendency. 
The kitten is playful, the colt frisky. 
The old cat and the old horse are 
sedate of mien, although not necess
arily spiritless and certainly not ap
prehensive of the future.

A long step toward success is taken 
when a strong resolve is made to 
overcome the dread of old age. Make 
a reasonable effort but only a reason
able one to keep young in appearance. 
Extrem e exertions often defeat their 
own ends. It is possible to worry 
ones self into an early grave over a 
few wrinkles and gray hairs. The 
woman who makes a painful effort 
to retain her girlish figure and com
plexion is apt to become prematurely 
aged.

Be temperate in all things, eating, 
drinking, work and pleasure. Control 
your temper. Don’t worry.

l o  quote from Dr. Johnson, “Keep 
your friendships in repair.” Make 
new acquaintances, and as you find 
those who are worthy and congenial, 
form intimate associations. As years 
advance, the usual tendency is to 
become more and more chary of one’s 
affections. This is a mistake. Inevit
ably we lose those who have walked 
with us by the way. It is no disloyal
ty to them and only an essential oart 
of healthy-minded and philosophical 
living to find others who will in 
some measure take their places.

Cultivate not only companions, but 
companionableness. Make a strong 
point of what, for lack of a better 
name, we may call the livable virtues. 
Many very excellent persons are

doomed to isolation in old age, for 
no other reason than because they 
have thoughtlessly and perhaps a 
little selfishly developed peculiarities 
so unpleasant that no one can live 
with them. They have become so 
whimsical and cranky, so irritable or 
sour-tempered, so exacting, so fhrcal 
about trifles, or possibly so careless 
and slovenly as to appearance and 
personal cleanliness as to make their 
society unwelcome and even unbear
able.

A fair amount of this world’s goods 
tends to compose the mind of its 
owner and make him or her less fear
ful of the future. This need not be 
great wealth; but something to fall 
back on when the earing powers are 
lessened or fail altogether, is abso
lutely necessary to the mental com
fort of anyone gifted with a proper 
degree of foresight and prudence.

Look to your headpiece. To keep 
up the strength of the muscles they 
must be exercised. In like manner 
the mental prowess of the thirties 
and forties can be retained only by 
keeping the mental faculties in use. 
Brain fag and all overwork and over
strain are to be carefully avoided; 
but the tendency of the mind to be
come lethargic and shun the grasp 
of knotty problems and to fall into 
ru ts and prejudices and to oppose all 
new ideas and innovations should 
never be indulged. Nor should the 
habit so distressingly manifested by 
many women of allowing the mind

to be filled with all kinds of gloomy 
forebodings be perm itted to get a 
start. The dreaded childishness and 
mental weakness of age will in time 
be considered preventable maladies, 
except possibly with those who have 
passed the fourscore mark.

Cultivate the resources of your own 
nature. Be good company for your
self, then the fear of loneliness will 
vanish. Have a few comfort-giving 
hobbies. I t will be all the better if 
these can be changed from time to 
time. Take up new sports and pas
times and form new interests.

Believe that each period of life has 
its own peculiar joys and pleasures. 
Age is no exception to this rule. 
The gray dreariness which we dread 
has no existence to the genial, happy, 
sound-minded man or woman of 
seventy, who marches up to the very 
brink of the Beyond with blithe 
heart and undaunted spirit. Quillo.

Steadily Growing
In Popular Favor

Mapleine
is a very necessary item 

in all up-to-date 
stores.

Order from
Louis H ilfer C o.

4 Dock St., Chicago. 111.

Crescent Mfg. Co., Seattle, Wash.

P ere M arquette R a i l w a y  Co.
FRANK W . BLAIR, DUDLEY E. WATERS, SAMUEL M. FELTON, Receivers

F A C T O R Y  SIT E S
A N D

LOCATIONS for INDUSTRIAL 
ENTERPRISES

IN MICHIGAN

The Pere Marquette Railroad runs through a territory peculiaily adapted 
by Accessibility, Excellent Shipping Facilities, Healthful Climate and Good 
Conditions for Home Life, for the LOCATION OF INDUSTRIAL EN
TERPRISES.

First-class Factory Sites may be had at reasonable prices. Coal in the 
Saginaw Valley and Electrical Development in several parts of the State in
sure Cheap Power. Our Industrial Department invites correspondence with 
manufacturers and others seeking locations. All inquiries will receive pains
taking and prompt attention and will be treated as confidential.

Address,
GEORGE C. C O N N ,

Freight Traffic Manager,
D etroit, Mich.

T anglefoot
THE SANITARY FLY DESTROYER—NON-POISONOUS

G e ts  5 0 , 0 0 0 , 0 0 0 , 0 0 0  f l i e s  a  y e a r — v a s t ly  m o re  th a n  a l l  o th e r  m e a n s  c o m b in ed  

P O IS O N S  A R E  D A N G E R O U S
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JUST RING UP THE SALE
Besides the trade-increasing and customer-producing value, you 

will be surprised at the small amount of time required for the sale 
of a Magazine or Periodical.

All that is necessary is to display them in a prominent part of 
the store—your customers will make their own selection—hand you 
the money and seldom ever request you to even wrap them up.

Time savers like

Magazines and Periodicals
especially where there is a good profit and no chance of loss, insure 
dividends at the end of the year.

W hy not let us send you full information how to start a profit 
paying Magazine and Periodical Department? It places you under 
no obligation and we will take pleasure in sending you facts and 
figures. Tear off, sign and mail us the Coupon to-day.

The » >
American News Company

9 to 15 Park Place New York City

T he American N ew s Company
NE W YORK

Please send me Price List and Full Particulars 
in regard to installing a Profit-paying News De
partment.

N am e......................  ........................................................

Address..............................................................................

M . T .
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M ichigan R eta il H a rd w are  A ssociation .
P re s id e n t—C. E . D ickinson, S t. Jo sep h .
V ice -P re s id en t—F r a n k  S trong1, B a t t le  

C reek.
S e c re ta ry —A. J .  S co tt, M arin e  C ity .
T re a s u re r—W illiam  M oore, D e tro it.

How Pocket Knives M ight Be Ad
vertised.

There is no reason why a pocket 
knife should not have the same in
dividuality and universal usage as a 
watch. There is not one, but many 
uses for an article like a pocket or 
pen-knife, for men, women and chil
dren. Like a watch, a pen-knife ;s 
universally used, from a small boy to 
the old man eking out his days by 
whittling.

Although cheap watches have a 
world-wide fame, and their m arket
ing has been brought to a high point 
of development, there is not a single 
trade-marked pocket knife univer
sally known.

As a m atter of fact, some rather 
deplorable conditions exist in the 
pocket knife field and are increasing 
rather than decreasing. The oppor
tunity is especially ripe for a manu
facturer of pocket knives to have a 
National selling basis of the possi
bilities of his goods.

There are thirty-five or forty man
ufacturers of pocket knives, none of 
whom are especially aggressive, who 
together manufacture about a mil
lion and a half dozen pocket knives 
yearly. The total volume of busi
ness annually in dollars is about 
$3,500,000.

The excessively aggressive im por
tation of foreign pocket knives made 
it economic to protect the industry, 
which the W ilson bill did from 1897 
on. Prior to that the industry had 
been rapidly shrinking and was fall
ing very much behind, some factories 
losing at the rate of 25 per cent, 
yearly.

Since the W ilson bill, giving a high 
rate of protection, the industry has 
tripled itself, and is now in a fairly 
strong position, though still suffering 
from foreign competition to the ex
tent of over two million dollars. 
This means that one-third of the 
pocket knives at present in use come 
from foreign countries.

This is a proportion utterly out of 
keeping with standards of quality 
and the m erit of the goods made in 
America as against foreign goods.

In fact, a very raw fraud has been 
perpetrated on the industry by thy 
fact that knives are sold and stamped 
as American made, when as a m atter 
of fact they are made abroad. To pass 
the custom house requirem ents of 
stamping the country of origin, 
markings with asphaltum are used, 
which quickly disappear, or are re
moved after passing the custom 
house. These knives are invariably

poor in quality, and this high-handed 
fraud accomplishes a prejudice 
against American-made goods, which 
is erroneous and belongs upon the 
foreign manufacturers.

Two things have been largely in
strum ental in making the American 
manufacturer of pocket knives un
aware of his opportunity—first, a 
lack of faith in the production of a 
high grade article to meet the best 
foreign competition on its own 
ground, and second, a lack of under
standing of the advertising idea and 
of a broad National m arket in order 
to fight with his own advertising ef
fort the general ready-made reputa
tion of foreign-made cutlery.

I t  is not a m atter greatly disputed 
that if only manufacturers will prop
erly plan the merchandising end of 
it, the marketing of high-grade 
pocket knives is possible in a way 
not only to compete with, but to 
completely outstrip foreign goods.

The m atter consequently simmers 
entirely down to a m atter of goon 
sales and advertising, and it is on 
this point that the future develop
ment must hinge.

A good pocket knife manufactured 
in large volume—larger volume than 
any other pocket knife—could be 
sold at such a price inducement 
alone that the history of the dollar 
watch would be to some extent re
peated and its success duplicated. If 
the blade is of really good steel and 
the handle is serviceable, while th%. 
price and dealer profit are protected 
and carefully planned, there is not 
one less reason why a big business 
could not be built than there is for 
the cheaper watches.

The first care in such an under
taking would be to develop a tho r
oughly clear and interesting individ
uality, both of quality and price, so 
that it would be immediately differ
entiated from the general mass of 
nondescript pocket knives. This is a 
m anufacturing proposition, but it 
should be first based on trade and 
consumer study of needs.

I t is my opinion that retailers of 
many varieties would welcome such 
a line as this, for a considerable 
variety of dealers handle pocket 
knives now and more would if a 
good line was built up. This is for 
the natural reason that dealers like 
live leaders. They w ant something 
of universal appeal that will hold 
the attention of the person walking 
by, and make him pleased and satis
fied so that he will get into the 
regular customer habit, or at least 
buy something else while in the 
store. Ingersoll watches, or goods 
of that sort, now serve such a pur
pose, and a pocket knife would be a

welcome variety. A pocket knife 
every dealer knows could be sold to 
almost any one. They are constant
ly being lost and constantly being 
needed, like umbrellas and pencils. 
Consumers also know that most of 
them offered are of little value, 
therefore a National trade-m arked 
brand would be welcomed.

The methods of building up trade 
and reputation of this sort for a 
pocket knife will depend on the pres
ent status of distribution and the 
size of the factory capacity and 
financial investment of the manufac
turer. But, however small or large 
he may be, it is possible for him to 
begin at once on such a plan. And 
however small or large he may be, 
it will be im portant for him to see 
that dealers get to see bis point of 
view with regard to such a  leader. It 
will be essential to see that they ap
preciate the practical merchandising 
idea back of it, and make immediate 
use of it to their own advantage.

If a house which manufactures a 
general line of cutlery of a high 
grade at present should put out such 
pocket knives, so that it could bene
fit from the correlated value of good
will in its various products, the as
surance of success would be greater 
still.

W here is the cutlery house which 
will discount the future and adver
tise now?

There is far too much unknown 
quantity in pen and pocket knives 
for consumers to buy as many of 
them as they naturally would if there 
were more definite standards to steer

by. A t present they m ust either pay 
a very high price to be assured that 
the knife is good, or else pay a small 
price for an article from which they 
expect little or nothing. I t  is a 
definite fact that people buy more 
often of an article of this character 
if they know the standard is high 
and the price low, than if they are 
uncertain about w hat they are get
ting.

A reputation built soundly through 
good advertising will make the goods 
as interchangeable as cash—and then 
everybody, young and old, rich or 
poor, male and female, will again 
carry a pocket knife.—J. George 
Frederick in A dvertising and Selling.

A rich young widow and her weeds 
are soon parted.

THE QUALITY 5c CIGAR

AMERICANO
Order from your jobber or

A. S A L O M O N  & S O N  M F R S . 
KALAMAZOO, M ICH.

Largest and best equipped 
vulcanizing shop in Michigan. 

Standard Tire Repair Go.
15 Library St. Grand Rapids, Mich.

O F F I C E  O U T F I T T E R S
L O O SE  L E A F  S P E C IA L IS T S

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

Michigan Hardware 
Company

Exclusively Wholesale

me
u lt / and Grand Rapids, Mich.

Foster, Stevens & Co.
Wholesale Hardware

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

Grand Rapids, Mich.
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THE MEAT MARKET

Refrigeration a Much Misunderstood 
Benefit.

..A m ong the many problems now 
facing municipalities none is more 
fundamental to peace and prosperity, 
and none is more complex than the 
question of the food supply. To the 
person trained to observe and elimi
nate waste, the spoilage of foods be
tween the producer and the consumer 
becomes a public calamity. Also, to 
a person so trained, good handling 
and refrigeration, beginning at the 
source of production, refrigeration 
during transportation, and finally, re
frigeration at the market' with dis
tribution expedited by adequate 
facilities for the work to be done, 
means not only the saving of vast 
quantities of perishable products that 
are now absolutely wasted, but an 
improvement in quality of all grades, 
even those that are now the best.

You cannot pass along the market 
thoroughfares of any city w ithout see
ing on every hand foodstuffs that 
show deterioratoin in quality, due 
chiefly to bad handling between the 
time the grain was harvested, the 
fruit was picked, the animal killed or 
the egg was laid.

There is one class of foods in which 
decay has been reduced to such a 
small amount that it is practically 
negligible. I refer to the citrus fruits 
of California, and yet ten years ago 
the spoilage of the oranges and 
lemons grown in California was so 
great that it threatened the industry 
with annihilation. Investigators from 
the United States D epartm ent of 
Agriculture, making the basis of their 
work good handling and refrigera
tion, have in the short space of ten 
years so lessened waste in the decay 
of the product that the railroads, the 
shippers and the In terstate Commerce 
Commission no longer consider the 
citrus crop a perishable one.

W hen the means of preventing de
cay in citrus fruits were first applied 
they saved to growers of California 
more than $1,500,000 annually. W ith 
the great growth of the industry there 
has, of course, been an increased sav
ing year after year.

The eggs of the United States are 
w orth to the producers, approximate
ly $500,000,000 a year. Ten per cent, 
of this sum is absolutely lost because 
of spoilage, and a much greater sum 
—probably over 20 per cent.—is 
lost because of deterioration and a 
consequent lowering of price

Dressed poultry is w orth to the 
consumer probably $250,000,000, and 
here again we may estimate a 10 
per cent waste

W e are so ignorant of the fate of 
the foods on the market that it is

difficult to get accurate figures of 
losses, yet it is safe to say that many 
other essential foodstuffs show a 
waste quite as high, or higher, than 
has been assigned to the articles men
tioned.

Good handling of foodstuffs in
volves many and various details, such 
as gentleness, to prevent the break
ing of the skin of the fruit or the 
chicken, or cleanliness to eliminate 
bacteria and molds that cause de
composition. Of all the individual 
factors, however, that go to make up 
good handling, refrigeration is, for 
nearly all products the m ost im
portant.

T o the laity refrigeration is gener
ally synonymous with what is called 
cold storage, that is, the preservation 
of perishable products by means of 
low tem peratures continued thirty 
days or more. I t  is on the subject 
of the application of the refrigeration 
in the form of cold storage that the 
press of the country has gone quite 
mad and concerning which there have 
been reams of evidence presented to 
legislators, to boards of health and 
to chambers of commerce investigat
ing committees of one sort or 
another.

In reality, refrigeration plays a 
double roll: it assists in getting 
perishable products from the pro
ducer to the consumer in good order, 
and it enables us to hold the seasonal 
over-production of a large number of 
products until the season of scarcity 
arrives.

W ithout refrigeration the great 
apple lands of the N orthw est 
would never have been developed, 
because the crop could not have been 
distributed to every part of the 
country as it is now. Nor could the 
many thousands of boxes of apples, 
ripened within the space of a few 
weeks, be delivered month by month 
to the consuming public until the 
next crop arrives.

W ithout refrigeration the great 
peach industry of Georgia would 
never have existed, because there was 
no way to get the peaches to market 
in a merchantable condition.

The Rocky Ford cantaloupe of 
Colorado would never have been 
known in the East, had not refriger
ation played its part in the marketing 
of the crop.

I t is refrigeration that enables us 
to slaughter food animals at or near 
the fattening station, where they are 
in the pink of condition, and ship 
the meat to the far distant consumer.

The best poultry now in our m ar
kets comes from the valleys of the 
Mississippi and the Missouri, where 
the poultry packers remove the ani

mal heat by hanging the dressed birds 
in a tem perature of thirty-tw o de
grees F. for twenty-four hours, then 
packing the birds in small boxes and 
shipping in a refrigerator car, which 
is closed at the packing house and 
not opened until it reaches the con
suming center.

The conservative, or badly equip
ped, or near-by poultry man removes 
the animal heat of the bird by im
mersing it in cold water and ice and 
finally packing it in cracked ice for 
its trip to the market. By so doing 
he causes the consumer to pay chicken 
prices for 1,300 pounds of water, 
which is absorbed by every carload 
of poultry, and he loses to the people 
about 300 pounds of the most nutri
tious and appetizing constituents of 
the flesh of the chicken, because they 
dissolve out in the melting ice and 
finally go down our sewers. In 
dollars and cents, which is, after all, 
a poor way of reckoning losses in 
foodstuffs, this amounts to about $450 
on every car lot; that is, 20,000 
pounds of dressed poultry.

The lack of refrigeration in the 
country is responsible for more of 
the rotten eggs on the market—espec
ially in the summer time — than is 
any other single factor. The per
fectly fresh egg, sent in summer time 
without refrigeration to the market 
which is but twenty-four hours away, 
shows a greater amount of deteriora
tion when it reaches that market than 
does an egg shipped for six days’ 
haul in a refrigerated carrier. The 
application of refrigeration to eggs 
is, from an economic viewpoint, even 
more im portant than its application 
to dressed poultry.

The early spring eggs that reach 
the packer before warm weather are 
almost universally fresh. By apply
ing refrigeration continuously and 
promptly he can slow deterioration 
to such an extent that the egg is 
still edible at the end of nine months. 
The eggs which are taken to the 
shipper during the summer are, al
most w ithout exception, lowered in 
quality by the prevailng temperatures. 
Even with mechanical refrigeration, 
deterioration having begun, cannot 
be checked as efficiently as it can 
be prevented, yet the gain in food 
quality and the prevention of waste 
when refrigeration is applied by the 
shipper to hot-weather eggs means a 
greatly increased and bettered egg 
supply.

These illustrations merely indicate 
how wide and im portant a part re
frigeration plays in the marketing of 
foodstuffs for the prevention of waste 
and the betterm ent of quality. Re
frigeration used for long periods to 
conserve the over-supply is quite im
portant, especially in the light of 
the growth of the modern city. We 
are piling our people twenty stories 
high in restricted areas, and these 
communities do not produce one 
single thing that is edible . They 
demand, also, the same diet all the 
year round. They take no account 
of the fact that the special article 
desired may be produced during a 
few months only of the year nor 
that it is produced a thousand or 
more miles away, and that the only

means by which such wants can be 
supplied is cold storage.

The public cannot have its present 
widely diversified market supplied 
without the aid of the low tem pera
tures for conservaron. Industries 
dealing with foodstuffs understand 
this fact. It is conducive to the 
welfare of the consumers that they 
acquaint themselves with prevailing 
conditions, face facts honestly, and 
then choose deliberately whether they 
are to return to the restricted diets 
natural to the varying seasons and 
different localities or to accept in
telligently the great variety of foods 
provided by the use of long-continued 
low tem peratures designated cold 
storage.

It has been found by scientific in
vestigation that when foodstuffs are 
properly prepared for storage and 
are put into the freezer or chill- 
room while absolutely fesh. they 
can be kept in good condition from 
one producing season until the next. 
They cannot be kept indefinitely; 
neither can cold prevent further de
terioration if that deterioration is 
well under way before hard freezing 
is applied.

Here lies the danger <jf cold storage 
and the point of its greatest abuse 
in the past. Fortunately, the in
dustry is learning that it is to its 
own detrim ent to put products into 
the freezer in an unsuitable con
dition. If the consumer, during the 
season of scarcity, will demand the 
cold stored goods rather than the 
so-called “fesh,” it will work a rev
olution of not only the quality of 
cold stored goods but of their prices 
as well. The packer of high-class 
goods is now more than willing to 
put definite information for the con
sumer on his labels. The warehouse
man desires it; the wholesaler is 
willing, but the retailer cannot risk 
giving the true story to the consumer, 
because his ignorance and prejudice 
would make him decline to purchase. 
He would, however, go to the retailer 
next door, be told the usual tale of 
“strictly fresh and near-by,” pay a 
higher price, and receive exactly the 
same commodity as he had previously 
declined.

The consumer does not realize when 
he clamors for true labels on food
stuffs that his own ignorance and 
prejudice are the greatest bars to the 
obtaining of his wishes. The con
servation of foodstuffs is fundamen
tal to our welfare.

M. E. Pennington.

The man who is only as honest as 
he has to be is as dishonest as he can 
be.

Geo. L. Collins & Co.
Wholesale Live and Dressed Poultry, 

Calves, Butter, Eggs and Country Produce. 
29 W ood bridge St. W est 

D E T R O IT , M ICH.

j l

ÚKAND HAPÎDS S'Cil
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G rand  Council of M ichigan U. C. T .
G rand  C ounselo r—E . A. W elch, K a la 

m azoo.
P a s t  G ran d  C ounselor—J o h n  Q. A dam s, 

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

Saginaw .
G ran d  S e c re ta ry —F red  C. R ich ter , 

T rav e rs e  C ity.
G rand  T re a s u re r—J . C. W itliff, P o r t 

H uron .
G rand  C o nducto r — W . S. L aw ton , 

G rand  R apids.
G ran d  P ag e—E . J .  M outier, D e tro it.
G rand  S en tin e l—Jo h n  A. H ach , J r .,  

C oldw ater.
G ran d  C hap lain—T. J .  H an lo n , J a c k -  

son.
G rand  E x ecu tiv e  C om m ittee—Jo h n  D. 

M artin , G ran d  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 rtle ss , 
M arq u e tte ; L. P . T hom pk ins, Jack so n .

N ex t G rand  C ouncil M eeting—S aginaw , 
J u n e  12 a n d  13.

How to Feel and Act when Selling.
Selling is a m atter of attitude plus 

talk.
A ttitude is put first. T hat is inten

tional. It is more im portant than the 
talk. I t is more difficult to acquire. 
It is the strongest asset of the ex
perienced successful salesman. I t is 
the greatest handicap to the new 
salesman.

The new man, of course, has an 
attitude. But too often it is the 
wrong attitude.

The new salesman expects the 
buyer to oppose him. His attitude 
shows it. Consciously or uncon
sciously he puts a chip on his 
shoulder. The prospective purchaser 
sees it.

O ur new salesman’s talk then has 
a double burden—it must properly 
present the goods he is selling; it 
must overcome the antagonism 
created by his own fighting attitude. 
If the prospective buyer will talk at 
all in self-defense, his talk is antag
onistic.

In the face of this our new sales
man pounds ahead with facts, figures 
and logic. They tell the story, but 
they don’t change the attitude.

Few men will buy until that a tti
tude is changed. Men are seldom 
forced into a purchase. Almost in
variably sales result from a friendly 
get-together. Arguments are neces
sary. But they are effective only so 
far as they harmonize with a friendly 
attitude. If they are used to create 
a stand-off attitude they defeat 'hem - 
selves.

Now, let us look at the attitude of 
a successful salesman.

Being successful, he expects to do 
business. His attitude shows it. His 
very confidence makes him feel 
friendly toward the man he is going 
to sell. T hat makes the man feel 
friendly toward him.

If our new salesman would really 
expect an order from every man he 
called on, his problem would be half 
solved. Time and successful experi
ence will bring that about. But unless

our salesman has been in the habit 
of making sales he finds it difficult 
to expect sales.

A monologue seldom makes effec
tive salesmanship. If the salesman 
does all the talking, he appears to 
do all the thinking. Most men want 
to think for themselves. They do 
not like to be sold. They like to 
buy and to feel that they buy volun
tarily.

The typical good sale is seldom an 
oration or a wordy clash. More often 
it is simply a conversation in which 
the dealer’s doubts are treated with 
respect and explained away in a tho r
oughly friendly fashion.

An elaborate, forceful, one-sided 
explanation creates tension. And 
anything that brings on tension acts 
against a natural, friendly in ter
change.

Let the other man talk. Allow him 
to have his own way in some of the 
small things, at least. I t will help 
to establish friendliness. And you 
must establish friendliness before you 
will close with many men of any 
strength of character. J. K. Frazer.

Wafted Down From Grand Traverse 
Bay.

Traverse City, April 6.—Traverse 
City Council observed Memorial Sun
day by attending the Episcopal church 
in a body, and we arc proud of the 
manner in which the boys responded 
to the call, for we had a splendid 
representation out. Rev. A. W orger- 
Slade gave an impressive sermon, 
fittingly bringing to our attention the 
features of Memorial day and gave 
us plenty of food for thought. T rav
eling men who Sundayed in our city 
accompanied the members of our 
Council to church.

Anyone wishing an honest and 
capable dry goods clerk will do well 
by taking up the m atter with Wm, 
F. Morford, Traverse City.

Pop corn is 5 cents per sack, so 
says Rufus Boer, of Grand Rapids, 
but some of the boys this week got 
more than a dollar’s worth of fun 
out of the deal, and at that Rufus 
has not settled yet. W e prefer that 
you have Rufus tell you all about it.

Reports from the several subordin
ate councils in our jurisdiction show 
mighty nice gains and due . credit 
must be given Cadillac Council, De
troit, for the largest gain, which 
State. Grand Rapids is a close 
second, with only four members 
behind.

LaVerne, son of Mr. and Mrs. 
Hurley, is confined to his home with 
illness, but at this w riting is on the 
mend.

Fred H. Bennett has severed his 
connections with the Musselman 
Grocer Co. and now carries a grip 
for the American Tobacco Co.

We are pleased to report at this 
writing that James E. Burtless, a 
member of the Grand Executive Com
mittee and who resides at Marquette, 
has fully recovered from his opera
tion, which was very successful.

Fred C. Richter.

CHICAGO

j is noticeably different j
j and noticeably better j
! after using ordinary j
| kinds surprises most |
j p e o p le — an d  m ay  i
j surprise YOU. j

j W Y K E S  &  C O .
\ D IST R IB U T O R S j
! G R A N D  R A P ID S , M IC H . !

Graham & Morton 
Line

Every Night

CLOSING OUT
Stationery, Books, Fancy 

Goods and Wrapping Paper 
Sample Trunks 

Counters, Show Cases and 
Shelving For Sale

We will continue the 
Calendar Publishing 

and Advertising
branch of the business. 

Grand Rapids Stationery Co.

Dear Grocer:
Who are you working for, Mr. Leaks or 

Mr. Profit? This is not mere 
TALK,
but a sincere business question. A 

modern 20th Century Standard 
Computing Scale connects you 

WITH prosperity.

W RITE FOR INFORM ATION

W . J .  K L I N G
GRAND RAPIDS. MICH.50 Ionia Ave., S. W .

A U C T IO N  SALE OF 
M E R C  H A N D I S E
Open Time Beginning March 20

If you want to work off 
those lines of winter goods 
NOW is your time.
We sell for 10% commis
sion and can give results.

W rite or phone
E. D. COLLAR, Auction Salesman

IONIA, MICH.

Every Transaction in
STOCKS A N D  BONDS

Turned Over to Us Receives the Maximum of Attention

The Business of our Brokerage Department is 
Built on Reliable Service

Howe, Snow, Corrigan & Bertles
Investment Securities 

Citizens 4445 and 1122 MICH. TRUST BLDG. Bell Main 229

« a « » . FARM IMPLEMENTS
-

The time is now here to display these tools—

“ CLARK’S C U T A W A Y  H A R R O W S”
Plow s, Harrows, Rollers, Cultivators, W eeders, 

Sprayers, Etc.
Prompt Shipments. Send for Catalogue.

BRO W N & SEHLER CO., Grand Rapids, Mich.
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Gabby Gleanings From Grand 
Rapids.

Grand Rapids, Apr. 6—April 4, 1879, 
John H. Millar came to Grand Rap
ids. April 5, 1879, that gentleman 
entered the employ of the Putnam 
Candy Co. April 4, 1914, finds Mr. 
Millar still in the employ of the same 
company, making thirty-five years 
continual service in the candy busi
ness. During this period of time John 
says he has seen many changes in 
the methods of doing business, as 
well as many changes in customers. 
He now sells some of the children 
and even, in some instances, the 
grandchildren of his early custom
ers. He has a son, William Millar, 
who also is a successful salesman for 
the Putnam Candy Co. Both are 
members of Grand Rapids Council, 
No. 131.

Al. Brunner, who has been in the 
employ of Sid V. Bullock, Howard 
City, for the last fourteen years as 
drug clerk, has bought the Richard’s 
drug store, at Alma, and gone in 
business for himself. All those who 
know Al. feel assured of his success 
in his new venture.

Van Kammen & Scholma, hard
ware dealers at Grandville, have sold 
out to John Huge, who will con
tinue the business.

S. W. Johnson (Foster, Stevens & 
Co.) has been sick the past week and 
his trip on the road has been taken 
by J. Harvey Mann.

The New Sherman House, at Alle
gan, has had a change of manage 
ment. Mr. Brearley, who has been 
manager for some time, goes to 
Alma to take charge of the W right 
House. Fred Howitt, of Chicago, 
who is an old experienced hotel man, 
takes the New Sherman. Mr. How
itt assures the boys that he will con
tinue to run a first-class hotel.

Mrs. A. E  .Johnson has been sick 
in Mercy Hospital, Big Rapids, the 
last week. She is improving.

E. J. McMillan made a trip to 
Saginaw, April 1. W hile there he 
was a guest a t a m uskrat supper. We 
understand that Mac, the bonnie 
Scotchman, did justice to the Frencn 
feed. ,

J. E. Ewers, commonly called 
Pop, who makes the jobbing center» 
for the Royal Varnish Co., of Toledo, 
was caught napping last week. He 
got on the fast train at Cadillac with 
the expectation of stopping at Park 
Lake. However, the schedule did 
not call for such a stop and Pop was 
carried fourteen miles beyond, where 
he secured a livery rig and made the 
return trip.

John Christianson (National Bis
cuit Co.) and Pete Rose (W alker 
Candy Co.) got off the Muskegon 
interurban at Coopersville last 
Thursday and, hearing the robins 
merrily singing, came to the con
clusion that summer with all its joys 
and pastimes had surely arrived. The 
little harbingers of good w eather 
made both John and Pete hanker for 
the smell of May flowers and the 
compound odor of burnt benzine and 
m otor oil. Both being firm believ
ers in signs and of one mind, they 
took the street leading to the garage, 
instead of to the safe and sane liv
ery barn. There indulging in the 
rhetoric and hypnotism which is a 
natural gift of both and which se
cures the large orders they get for 
their firms, they finally persuaded 
the garage man that summer was at 
hand and that it was time to make 
their trips in an automobile. The 
start was made in grand shape, but 
John and Pete had failed to reckon 
with the Lamont clay. They had 
gone about three miles when the 
auto sunk in up to the axles. Both 
John and Pete lost their shines in a 
vain effort to help the driver get out 
of the mire. Rhetoric and hypno
tism for once failed. They were 
stranded. Several farmers came 
along, returning from a grange 
meeting, but finding these gentlemen 
were traveling men and having heard 
that the traveling man is to blame

for the high cost of living, they, one 
and all, refused assistance. After 
several hours of language had been 
used in a futile effort to start the 
car, a good Samaritan came along 
in the person of John Lyons, with 
the Hume Grocer Co., who had ob
served the Safety F irst principle and 
had hired a livery rig. That genial 
dispenser of prunes took in the rep
resentative of the oiscuit trust and 
the first aid man to the dental pro
fession and all three went on their 
quest for orders together. But John 
and Pete are both agreed, after this 
sad experience, that the open season 
for robins and the open season for 
automobiles do not necessarily begin 
at the same time.

Mr. Farquar, of Finch & Farquar, 
Summerville; Geo.-Drollette, of Drol- 
lette & Son, W eidman; W. G. W ol- 
verton, Fenwick; A. Squire and 
friend, Mr. Moneypenny, of Ovid, 
and Fred W oodworth, of Casnovia, 
were W orden Grocer Co. callers last 
week. Fred W oodw orth bought a 
new stock from the W orden Grocer 
Co.

We were very sorry to Irear of the 
death last week of Mrs. Fred H. 
Clarke, of Detroit. For many years 
Mr. and Mrs. Clarke have attended 
the Grand Council meetings in the 
State and are well-known to all the 
older members of the U. C. T. Fred 
H. Clarke is a Past Grand Coun
selor and a member of Cadillac 
Council. Grand Rapids Council all 
join in sending their sympathy to 
Brother Clarke in his great bereave
ment.

Absal Guild of the Ancient Mystic 
O rder of Bagmen of Bagdad was in
stituted at the U. C. T. club rooms 
Saturday night and fifty members of 
Grand Rapids Council were initiated. 
Absal Guild is the first one instituted 
in Michigan and is the twenty-sec
ond guild in the United States. W al
ter S. Lawton was chosen the first 
Great Ruler of the Guild and the 
other officers elected were as fol
lows:

Viceroy—John D. Martin.
Prime M inister—John Hondorp.
M aster of Ceremonies—HI \V. 

Harwood.
Chief of Guides—C. A. Young.
Captain of Guards—F red  DeGrafT.
Caliph—O. W. Stark.
Clerk of Records and Revenue—J. 

Harvey Mann.
Inside Gatekeeper—Ira F. Gordon.
Outside Gatekeeper—H . B. W il

cox.
Officials appointed by the Great 

Ruler are as follows:
Olioto—W ill E. Sawyer.
Zenzavesta—I. F. Hopkins.
Augroto—L. Ormsby.
Amazda—C. M. Lee.
Aga—W . N. Burgess.
The initiation was in charge of 

five officers of the Ancient Mystic 
O rder of Bagmen of Bagdad. Tnc 
visiting officers who took part in the 
ceremony were: Manley J. Hemmens, 
Imperial Ruler of the Imperial Guild;
C. Edmund Barker, Past Great Ruler 
and editor of the Sample Case, the 
official organ of the United Commer
cial Travelers of America; R. F. 
Sommerville, Imperial Generalissimo; 
W. L. W hitaker, Supreme Treasurer 
of the Supreme Council, and George 
Lehmen, Senior Counselor of Colum
bus Council. Traveling men from 
Battle Creek, Kalamazoo and D etroit 
were among the number initiated and 
all those who took the work were 
very much pleased. W ith the per
mission of the Grand Imperial Ruler 
it was decided to leave the charter 
open and there will be another m eet
ing at the U. C. T. club rooms one 
week from next Saturday, at 1:30 
p. m., when it is hoped a large num
ber of the members of Grand Rapids 
Council who haven’t already taken 
adventage of the open charter will 
do so. The fee will remain the same, 
$5, until the charter is closed.

J. Harvey Mann has been called to 
Canada by the sudden death of his 
brother. Will E. Sawyer.

Chirpings From the Crickets.
Battle Creek, April 6—I really en

joy sending in this weekly letter, but 
one thing has developed that has 
made me think a lot of late. I am a 
better salesman on paper than I am 
on foot with the goods. In other 
words, I have found out, to my re
gret and mental anguish, I am a bet
ter man at home writing out sales 
talks and optimistic thoughts than I 
am out on the firing line. Nothing 
like being frank with yourself. Lot» 
of people can not and do not prac
tice what they preach. But my dis
covery has its good points. There 
are a lot of people in this old world 
who can not even tell salesmen 
(would-be salesmen) how to sell 
goods, to say nothing of selling 
goods themselves. Salesmanship has 
been w ritten up so often and so well 
that my feeble attem pt will not 
bring out any new points, I fear, but 
I am going to spill her just the same. 
We all want the orders. We all 
want our check. W ithout the one 
you can not get the other. The idea 
of natural born* salesmen has been 
and is exaggerated. The successful 
salesman of to-day is made up of 
equal parts of confidence, common 
sense and hard work. I have studied, 
I have observed and I have read 
deeply and I have come to the con
clusion that the one property that is 
always staple and at home any
where, any time, is good old common 
sense. I am convinced that many a 
salesman talks over the head of his 
patron, not intentionally, but uncon
sciously. He is gifted with a vivid 
imagination and warbles along in a 
flowery, unearthly plane and is not 
followed by the party of the first 
part, who- is wondering what the 
man is talking about. We are all 
funny to the other fellow and are 
near the asylum on some topics. 
Then, there is the salesman who 
never knows when his train goes and 
can’t decide which town to go to and 
decides upon his town after the train 
is gone. Then the man who has such 
wonderful plans, but lacks the 
strength to carry them out. It has 
been my experience that first 
thoughts are always the best and 
when I have a thought I endeavor 
to carry it out as soon as possible 
before the thought gets cold and my 
enthusiasm dies. Some men work 
their trade too fast. Some take too 
much time. The happy medium is 
the thing. Don’t buy your trade. 
The other fellow can get it away by 
the same method. Don’t make con
cessions and allowances you figure 
you can make up out of your ex
pense account. You can’t take a 
paper, drive and eat two $1 meals 
every day with the results you are 
having, especially if you have gotten 
so you are forced to make deduc
tions from invoices. If you are not 
mailing in orders at night, don’t 
write the boss a letter. He knows 
you are never too tired to write or
ders, but if you write a letter you 
may not be tired, which explains 
why you have not gotten the orders. 
Be square with the boss and loyal 
to your house. In this connection I 
wish to state that many a man who 
is plugging and having small success 
is as true to his house as the star 
performer, but he doesn’t get the 
credit for it. The line between suc
cess and failure is, in most case», 
very thin. The average road man 
has his responsibilities and his future 
to work for and goes out on the 
road to take care of the one and 
work out the other. Believe me, 
men, it is a serious thought to see 
these men racing around the country, 
fighting and pleading for the coin to 
keep the family eating. W ith some 
it is a pleasure; with others it is a 
fight; with others it is a failure; with 
some it is a success. They say it is 
up to the man. Maybe! But I know 
man often times is not his own mas
ter. He should and must be to suc
ceed. Much has been said about the 
traveling man’s morals. Taking the

average, they are as good as the 
trade they call upon. “Tell me what 
you eat and I will tell you what you 
are.” But you can’t say, "Tell me 
what you sell and I will tell you 
what you are.” I know a whisky 
salesman who does not drink—water.
I know a soap salesman who does 
not use soap. He uses profanity.
I know a broom salesman who never 
saw a deck swept. He lives a t Ho- 
dunk, 8,000 feet above sea level. I 
know a scale salesman who can not 
tell an arpego from a consecutive 
third. I know a meat salesman who 
can not tell a lard can from a m arsh
mallow can with the trade marks off.
I know candy buyers who think they 
know a machine dipped peanut from 
a hand dipped, but it is the price 
that tells some of them. I know an 
auto salesman who says he rides in 
the best car built and he draws $150 
and expenses. Some expenses, too. 
His neighbor says the same thing of 
his own car and he draws his family 
and their expenses. Some expenses, 
too. You can substitute kerosene 
for gasoline. You can feed marsh 
hay in place of timothy. You can 
chew gum in place of smoking sev
eral cigars. But you can’t keep H erb 
Ireland still very long.

You can’t keep Charlie Dye out of 
the Battle Creek post office.

You can’t make H arry DeKalb 
work Saturdays.

You can’t make Bill M asters a 
dead one. ,

You can’t keep Orin W right on 
the back forty.

You can t keep the red carnation 
off my competitor, Mr. Sculley.

You can’t buy from all of us each 
trip if you are in business and if we 
call twice a week.

You can’t keep away from your 
council meeting all the time.

You can’t fool some of the R. E
D. people (and city, too) on the 
number of the latest catalogue from 
a Chicago mail order house.

You can’t keep Pfander out of the 
Tradesman or off his territory.

A business man told me the other 
day there was t^o much U. C. T. 
news in the Tradesman.

The Tradesman, its editor and 
staff are not above criticism. N eith
er is this business man.

The Tradesm an’s circulation con
tinues to increase.

U. C. T. ism has helped do it.
Therefore Mr. Business M an’s re

mark has no mystery to it.
One minute please. O perator is 

adjusting pencil.
Missed seeing Brother Goldstein. 

Sorry. I will have to go to Detroit.
Our friend Steele has had a postal 

shower since his famous declaration 
of independence in the Tradesman 
columns a few weeks back.

Business may be improving. There 
is a chance for it.

Battle Creek had some hot elec
tion to-day. We voted to see if C. 
W. Post or the Michigan Central 
runs the berg.

Be it ever so frothy, there’s only 
one place for foam.

Business always picks up after 
election. The boom starts April 7._

“H onest John’“ writes he likes the 
Tradesm an best of all. Hope he stiff 
can say it after reading part of this 
issue.

The Tradesm an has a yellow cover
Mr. Stowe has recently added to 

his meat department.
For heaven’s sake. Does Armour 

& Co. own Stowe?
Oh! for the gift to write a beauti

ful balmy, dreamy, spring poem a la 
Foster.

But not for these columns.
W e thank you for reading this 

white space filler. Guy Pfander.

A. W. Stein, general merchant at 
Fenton: “I get lots of business through 
your advertisements and expect to do 
even more advertising in the future 
than I have in the past. I have bought 
three stocks lately.”
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M ichigan B oard  of P h a rm acy . 
P re s id e n t—W ill E  Collins, Owosso. 
¿Secretary—E. T . B oden, B ay  C ity. 
T re a s u re r—E. E . F au lk n e r, D elton. 
O th e r M em bers— C has. S. K oon, M us

kegon ; L eo n ard  A. Se ltzer, D e tro it.
N e x t M eeting—G rand  R ap ids, M arch  

17, 18 a n d  19.

M ichigan S ta te  P h a rm a c e u tica l A ssoc ia
tion .

P re s id e n t—D. G. Look, Lowell. 
V ice -P re s id en ts—E. E  M iller, T rav e rse  

C ity : C. A. W eav e r, D e tro it.
S e c re ta ry —V on W  F u rn iss , N ashville . 
T re a s u re r—E d. V arn u m , Jonesv ille . 
E x ecu tiv e  C om m ittee—D. D. A lton, 

F rem o n t; Ed. W . A ustin , M idland; C. 
S. K oon, M uskegon; R. W . C ochrane. 
K alam azoo ; J a m e s  R obinson, L an s in g ; 
G ra n t S tevens, D etro it.

M ichigan P h a rm a c e u tic a l T ra v e le rs ’ A s
socia tion .

P re s id e n t—Geo. H . H alp in , D etro it. 
S e c re ta ry -T re a s u re r—W . S. L aw ton , 

G rand  R apids.
G rand  R apids D rug Club. 

P re s id e n t—W m . C. K irch g essn e r. 
V ic e -P re s id en t—E . D. De L a  M ate r. 
S e c re ta ry  an d  T re a s u re r—W m . H . 

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

C h a irm an ; H e n ry  R iechel, T h ero n  F orbes.

Making the Most of Talking Points.
A novel means of calling attention in 

the window to the talking points about 
a cough medicine is the following: 
Make a small, formal display of the 
cough medicine down in front, next to 
the glass. Then set and hang in ir
regular places throughout the window 
from ten to fifteen slates, on each of 
which is chalked a brief sentence about 
the cough cure, such as: “No morphine 
in it “One bottle 20c; 2 for 35;’ “Chil
dren like the taste ;” “Does not upset 
the stomach;” “You need riot shake the 
bottle;” “Keeps fresh forever;” 
‘Recommended by physicians;” “Keep a 
bottle on the shelf handy;” “Stops 
hacking coughs and others;” “Puts 
your cold out of business,” etc. There 
ought to be a background of white 
against which the slates will be con
spicuous. There ought to be a contrast
ing background in every window dis
play; otherwise the goods hung in the 
window' will be without conspicuousness 
against the darkness of the interior of 
the store.

Chewing gum is sold in all drug stores 
and very rarely given any display or 
advertising. It seems like too small a 
thing for the druggist to bother with, 
but the day’s biggest sales may be made 
up of small items, and it will pay to 
boost the chewing-gum trade. I would 
suggest a “chewing-gum shower.” Hang 
packages of gum from the ceiling of 
the window at all heights as a gum 
snowstorm. Display all kinds of gum 
in stock on the floor of the windows, and 
since it is the fashion to give “showers” 
to brides-to-be, suggest on a card giving 
them a “gum shower.” This may not 
develop any great popularity for gum 
showers for prospective brides, but it 
will attract attention to your chew- 
inggum stock and make sales. The 
greater the variety of the popular

brands of gum you carry, the 
more you will sell. Don’t try to 
get along with as few as possible when 
it costs but 35 or 45 cents for a box 
of another kind, and when people will 
not come back again to buy gum at the 
store where their favorite brand is not 
in stock. Keep all the brands together 
on top of a case, where people can pick 
up the one they want and leave a nickel 
without having to be waited on. If  you 
are short of space, make a special tray, 
in which half a dozen or so packs of 
each brand can be kept.

An interesting display to show the 
public the purity of your fountain 
chocolate may be made by showing 
right in the window the process of 
preparing that chocolate. Chocolate 
is the one great soda-fountain drink, 
and people like to know how such 
things are made. Show the ground 
article, and on the side show speci
mens of such materials as are used for 
adulterations. On the adulterations, 
each of which is labeled, put a card 
reading, “No such impurities in our 
chocolate.” Show filled and open 
drums of chocolate. Show sugar, 
vanilla and water, and put on a sign, 
“N othing else in our chocolate.” 
Emphasize the fact that just five 
things go into the preparation of 
your chocolate—cocoa, sugar, vanilla, 
w’ater and skill and the greatest 
of these is skill!

A similar plan may be followed in 
displaying peppermint drops, showing 
the sugar and, the essence of pep
permint, and recommending the pure 
candy for the children in particular.

A good point may be given to a 
popular-priced package of candy, say 
a ^4-pound box to retail at 25 cents. 
This point is made by offering the 
package especially for taking to the 
moving-picture show. Display the 
goods and put up a big card reading, 
“Take a box with you to the movies!” 
Get the management of the moving- 
picture theater near at hand to give 
you some lithographs and any suit
able printed matter, which you can 
use as a background to your candy 
display to give it the moving-picture 
atmosphere. Of course, the price of 
the package that you might make a 
special “moving picture package” 
would depend upon the class of 
patrons of the picture shows in your 
vicinity. Frank Farrington.

Strenuous Times.
F a th e r ’s  In th e  ga rd en ,

S tra in in g  a ll  h is  n e rv e s;
M o th e r’s  in  th e  k itch en .

S tra in in g  h e r  p re se rv e s ;
B ro th e r’s  s t ra in in g  m uscles—

B u t w e c an ’t  re jo ice .
F o r  s is te r ’s  a t  th e  o rgan ,

S tra in in g  h e r  poo r voice.

And many a powerful piano mover 
is unable to carry a tune.

SUCCESSFUL SALESMEN.

P. M. Roach, Representing Hazeltine 
& Perkins Drug Co.

Paul M. Roach was born at Bates- 
ville, Ohio, July 18. 1878, being the 
youngest boy in a family of six 
children. His antecedents were of 
Irish descent, his father having been 
a cousin of John Roach, the famous 
ship builder of Philadelphia. He 
resided in Batesville until he was 18 
years of age, spending about two 
years of that time in assisting his 
father in packing and sorting tobacco, 
in which work his father was an ac
knowledged expert. He then went to 
Detroit, where his brother, F. M. 
Roach, had previously established the

N orthw est Cigar Co. H ere he 
learned the trade and worked in all 
branches of the business so that in 
the course of a few years lie was 
thoroughly familiar with every 
branch of the business, both in the 
manufacturing, jobbing and retailing 
end. Five years ago he retired from 
this connection to go on the road for 
the Banner Cigar Co. A year ago 
he was loaned for a time to Lee & 
Cady to take the territory of Henry 
Perry, who was very generally re
garded as one of the most successful 
cigar salesmen in the State. W hen it 
came time for him to return to his 
form er connection. Lee & Cady in
sisted on his remaining with them 
and he continued to cover the trade 
of W estern Michigan for this house 
until about a month ago, when he 
entered into an arrangem ent with the 
Hazeltine & Perkins Drug Co. to take 
the sales management of its cigar 
department. He will cover the trade 
of W estern Michigan very thoroughly 
in his new connection, seeing his 
customers every sixty days. As soon 
as he can secure a suitable home for 
his family he will remove from 
D etroit to this city.

Mr. Roach was married Oct. 6, 
1903, to Miss Bertha Schilke, of De
troit. They have no children.

Mr. Roach is a member of the U. 
C T., being affiliated with Cadillac 
Council, No. 143. His hobbies are 
cigars and baseball and he is about 
as fond of one as he is the other. 
Not long ago he won a $50 prize 
offered by the Compeer Cigar Co., of 
Indianapolis, to the man who sold the 
most 10 cent cigars made by that 
house within a period of sixty days.

Mr. Roach is a man of pleasant 
personality, which enables him to 
make and keep friends. His knowl
edge of the cigar business is so com
plete that he is everywhere regarded 
as one of the best posted men in the 
tobacco trade. These facts, coupled 
with the energy and shrewdness that 
are distinguishing characteristics of 
men of the Celtic blood, will un
doubtedly enable Mr. Roach to score 
a great success in his new under
taking.

Camphor in Pneumonia.
Favorable reports have already 

been made of the use of camphor plus 
pneumococcus serum in the trea t
ment of pneumonia. The author has 
been able to protect mice against 
pneumococcus infection by means of 
subcutaneous injection of saturated 
aqueous solution of camphor alone, 
though the experiments with rabbits 
have been less promising. The ex
periments, however, have suggested 
the systematic use of camphor as 
pneumonia develops, as it is thought 
that in this way the pneumococci in 
the blood stream  are killed and r«- 
absorption of the pneumonic exudate 
is promoted. Camphor has a decided 
effect in increasing the action of the 
lungs, while it stimulates the action 
of the heart , thus pumping more 
blood into the lungs. R inger’s fluid 
is suggested instead of plain w ater 
for the vehicle. For a body-weight 
of 145 lbs., 75 mils, representing 0.1 
gm. of camphor can be injected w ith
out disturbance. H. Leo.

A Dream Sandwich.
The late Edward Morris, the Chi

cago meat packer, was w orth over 
$50,000,000, and contributed every 
year to charity as much money as he 
spent upon his home.

Mr. Morris, like most charitable 
souls, had a host of anecdotes that 
threw a quaintly pathetic light on 
poverty. Thus, at a Christmas din
ner in Chicago, Mr. Morris once said:

“Every eater of a  Christmas din
ner should think of the little urchin 
who stood in front of a rich man’s 
basement kitchen, inhaling raptur
ously the rich odor of roast turkey 
that gushed forth from the open win
dow, and m uttering over and over 
to himself:

“ ‘Gee, I wisht I had a slice o’ 
bread to go with that there smell.’ ”

Envelopes
We carry in stock all 

grades and sizes of

COMMERCIAL
ENVELOPES

Will P. Canaan Co.
HAVE YOU GOT OUR 

FIREW ORKS CATALOGUE?
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WHOLESALE DRUG PRICE CURRENT
A cids

A cetic  . . . 6 @ 8
B oric  . . . , 10 @ 15
C arbolic 16 @ 20
C itric  . . . 63 @ 70
M u ria tic i% @ 5
N itr ic  . . . 5%@ 10
O xalic  . . . 13 @ 16
S u lphuric 1%@ 5
T a r ta r ic  . 38 @ 45

A m m onia
W ate r , 26 deg. . . 6%@ 10
W a te r , 18 deg. . . 4%@ 8
W ate r , 14 deg. . . 3V6@ 6
C arb o n ate 13 @ 16
C hloride 12 @ 15

B alsam s
C opaiba  . 75@1 00
F ir  (C an ad a ) . .1 75@2 00
F ir  (O regon) . . 40@ 50
P e ru  . . . .2 00@2 25
T olu  ___ .1 00@1 25

B errie s
C ubeb . . 65® 75
F ish  ___ 15® 20
J u n ip e r  . 7® 10
P rick ley  .Ash . . @ 50

B ark s
C ass ia  (o rd in a ry ) 25
C assia  (S aigon ) 65® 7b
E lm  (pow d. 25c) 25@ 30
S a ssa fra s (pow. 30c) @ 25
Soap C u t (powd.

2 5 c , ...................  15 @ 20

E x tra c ts
L icorice  ................. 24@ 28
L icorice  pow dered  25@ 30

F low ers
A rn ica  .................  18@ 25
C ham om ile  (G er.) 25@ 35
C ham om ile  (R om ) 40@ , 50

G um s
A cacia , 1st .........  40@ 50
A cacia , 2nd .......  35@ 40
A cacia , 3d .......... 30@ 35
A cacia , S o rts  ---- @ 20
A cacia , P o w d ered  35@ 40
A loes (B arb . Pow ) 22® 25 
A loes (C ape P ow ) 20@ 25
A loes (Soc. P ow .) 40 @ 50
A safo e tid a  ......... @ 50
A safoe tida , Pow d.

P u re  .................  @ 75
U. S. P . Pow d. @1 00

C am phor ............... 55@ 60
G uaiac  ...................  35@ 40
G uaiac, P ow dered  50@ 60
K ino  .......................  @ 40
K ino, pow dered  @ 45
M y rrh  .....................  @ 40
M yrrh , P o w d ered  @ 50
O pium  .............  7 25@7 50
O pium , Pow d. 8 75@9 00
O pium , G ran . . .  8 75@9 00
Shellac  ...............  28® 35
Shellac , B leached  30® 35
T ra g a c a n th

No. 1 ...............  1 40@1 50
T ra g a c a n th , Pow  75® 85
T u rp en tin e  ........... 10@ 15

L eaves
B uchu  ............. 1 85 @2 00
B uchu, Pow d. . .2  00@2 25
Sage, bu lk  ........... 18® 25
Sage, Vis Loose 20® 25
Sage, P o w d ered  25@ 30
S enna , A lex  . . .  45® 50
S enna, T in n ........... 15@ 20
S enna, T in n , Pow . 20@ 25
U v a  U rs i ...............  10@ 15

Oils
A lm onds, B itte r ,

tru e  .................  6 00@6 50
A lm onds, B itte r ,

a rtif ic ia l ...... @1 00
A lm onds, S w eet, ____

tru e  ...................  90@1 00
A lm onds, Sw eet,

im ita tio n  ......... 40@ 50
A m ber, c ru d e  . .  25@ ¿0
A m ber, rec tified  40® 50
A nise  .................  2 25@2 50
B erg am o n t . . . .  7 50@8 00
C a jep u t ...............  75® 85
C ass ia  ...............  1 50@1 70
C as to r, bbls. an d

can s  ................. 12%@ lo
C ed ar L e a f  . . . .  @ 85
C itro n e lla  ...........  @ 75
Cloves ...............  1 50@1 75
C ocoanu t ........... 20® 25
Cod L iv e r  ......... 1 10@1 25
C o tton  Seed . . . .  80@1 00
C ro to n  .................  @1 6®

C ubebs .................  @4
E rig e ro n  .............  @2
E u c a ly p tu s  ___  75@
H em lock, p u re  . .  @1
J u n ip e r  B errie s  . .  @1
J u n ip e r  W ood . .  40®
L ard , e x tra  . . . .  85@1
L ard , No. 1 . . . .  75@
L a v e n ’r  F lo w ers  4 50@5 
L av en d er, G arden  85@1
L em on ...............  3 25@3
L inseed, boiled, bbl. @ 
L inseed , bdl. less  58@ 
L inseed , raw , bbls. @ 
L inseed , raw , less  57® 
M u sta rd , tru e  . .4  50@6 
M u sta rd , a r t if i’l 2 75@3
N e a ts fo o t ........... 80®
Olive, p u re  ___  2 50@3
Olive, M alaga,

yellow  ..........  1 30@1
Olive, M alaga,

g reen  ............. 1 30® 1
O range, sw ee t . .4  75@5 
O rganum , p u re  1 25@1 
O riganum , com ’l 50@
P e n n y ro y a l ......... 2 25®2
P e p p e rm in t . . .  4 75 @5 
Rose, p u re  . . .1 6  00@18 
R o sem ary  F low ers  90@1 
Sandalw ood, E.

1........................... 6 25@6
S a ssa fra s , tru e  80® 
S a ssa fra s , a r t if i’l 45@
S p e a rm in t . . . .  5 50@6 00
S'perm  ............... 90 ®1 00
T a n sy  ................. 5 00®'5 50
T a r, U S P  ........... 30® 40
T u rp en tin e , bbls. @56% 
T u rp en tin e , less  60® 65
W in te rg re e n , tru e  @5 00 
W in te rg re e n , sw ee t

b irch  ............... 2 00®2 25
W in te rg reen , a r t ’l 50® 60
W orm seed  . . . .  3 50®4 ao
W orm w ood . . . .  6 00@6 50

D ig ita lis  .............  @ 60
G en tian  ...............  @ 60
G inger ................. @ 95
G ua iac  ................. @1 05
G uaiac  A m m on. @ SO
Iodine .................  @1 25
Iodine, C olorless @1 25
Ip ecac  ...................  ® 75
Iro n , clo................  @ 60
K ino  .......................  @ 80
M y rrh  ...................  @1 05
N ux  V om ica . . . .  @ 70
O pium  ................. @2 00
O pium  C am ph. . .  @ 6 5
O pium , D eodorz’d @2 25
R h u b arb  ............. @ 70

P a in ts
L ead, red  d ry  . .  7 @ 8
L ead , w h ite  d ry  7 @ 8
L ead, w h ite  oil 7 @ 8
O chre, yellow  bbl. 1 @ 1V4 
O chre yellow  less 2 @ 5
P u t ty  ...................  2V&@ 5
R ed V en et n  bbl. 1 @ 1% 
R ed  V e n e t’n le ss  2 @ 5
S h ak er, P r e p r ’d 1 40@1 50 
V erm illion , E ng . 90® 1 00 
V erm illion , A m er. 15@ 20
W h itin g , b b l........ 1® 1%
W h itin g  ............... 2@ 5

Insectic ides
A rsen ic  ............... 6@ 10
Blue V itrol, bbl. @ t>%
B lue V itro l less 7@ 10
B ord eau x  M ix P s t s@ 15
H ellebore , W h ite

pow dered  ........... 15® 20
In se c t P o w d er . . 20 @ 35
L ead  A rsen a te  . . 8@ 16
L im e a n d  S u lp h u r

Solution , g a l . . . 15@ 25
P a r is  G reen  . .  15%@ 20

22@ 28 
60 
00

14@ 16
12® 15
25@ 30 
20® 25 
75®1 00 
75®1 25 

®  30

P o tassiu m
B ic a rb o n a te  . . . .  15® IS
B ich ro m a te  . . . .  13® 15
B rom ide  ............... 45® 55
C arb o n a te  ........... 12® 15
C h lo ra te , x ta l  and

pow dered  ......... 12@ 16
C hlora te , g ra n u la r  16® 20
C yanide ............... 30® 40
Iod ide ................. 3 20®3 40
P e rm a n g a n a te  . .  15® 30
P ru ss ia te , yellow  30® 35
P ru ss ia te ,  red  . .  50@ 60
S u lp h a te  ............. 15 @ 20

R oots
A lk a n e t ...............  15@ 20
Blood, pow dered  20@ 25
C alam u s  ............. 35@ 40
E lecam p an e , pwd. 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  22@ 25
G inger, J am a ic a ,

p o w d e re d .........  —
G oldenseal pow. 7 00®7 
Ipecac, powd. 2 75®3
L icorice  ...............
L icorice , powd.
O rris, pow dered  
P oke , pow dered
R h u b arb  ...............
R h u b arb , powd.
R osinw eed, powd. 
S a rsa p a r illa , H ond.

g ro u n d  ............  @ 50
S a rs a p a r illa  M exican .

g ro u n d  ............  25® 30
Squills ................. 20@ 35
Squills, pow dered  40® 60
T um eric , powd. 12@ 15
V alerian , powd. 25® 30

Seeds
A nise  ...................
A nise, pow dered
B ird , I s  ...............
C an a ry  ...............
C araw ay  ...............
C ardam on  ___  1
C elery  .....................
C o rian d e r ...........
D ill .......................
F en n e ll .................
F la x  .....................
F lax , g ro u n d  . . .  
F oenugreek , pow.
H em p ...................
L obelia  .................
M u sta rd , yellow  
M u sta rd , b lack  ..
M u sta rd , powd.
P o p p y  ...................  15 @ 20
Q uince ............... 75@1 00
R ap e  .....................  6® 10
S ab ad illa  ........... 25@ 30
Sabad illa , pow d. 35® 45
S unflow ef ............. 5® 8
W o rm  A m erican  15® 20
W orm  L e v a n t . .  50@ 60

T in c tu re s
A con ite  ............... @ 75
A loes ................... @ 65
A rn ica  ................. @ 60
A sa fo e tid a  ......... @1 00
B ellad o n n a  ......... @ 60
B enzoin  ...............  @ 90
B enzo in  C om po’d  @ 90
B u chu  ...................  @1 00
C a n th a ra d ie s  . .  @1 00
C apsicum  ........... @ 90
C ard am o n  ......... @1 20
C ardam on , Com p. @ 80
C atech u  ...............  @ 60
C in ch o n a  ...........  @1 05
C olchicum  ........... @ 60
C ubebs .................  @1 20

M iscellaneous
A cetana lid  ......... 30® 35
A lum  ...................  3® 5
A lum , pow dered  and

g ro u n d  ............. 5® 7
B ism uth , S u b n i

t r a te  .................  2 10@2 25
B o rax  x ta l  o r 

pow dered  . . . .  6® 12
C an th a rad e s  po. 2 50@2 75
C alom el .............  1 20@1 30
C apsicum  ........... 20® 25
C arm in e  ............. @3 50
C assia  B uds . . . .  @ 40
Cloves ............... 30® 35
C halk  P re p a re d  ! 6® 8% 
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
C ocaine ...............  4 10@4 40
Cocoa B u tte r  . .  50® 60
C orks, lis t, le ss  70% 
C opperas, bbls. . .  @
C opperas, le ss  . .  2® 5
C opperas, powd. 4@ 6
C orrosive Sublm . 1 05@1 10 
C ream  T a r t a r  . .  30@ 35
C u ttleb o n e  ......... 25® 35
D ex trin e  ............. 7® 10
D o v er's  P o w d e r 2 00@2 25 
E m ery , all N os. 6@' 10 
E m ery , pow dered  5@ 8
E p so m  S a lts , bbls @ 1% 
E psom  S a lts , less  2%@ 5
E rg o t ...................  1 50@1 75
E rg o t, pow dered  1 80@2 00 
F la k e  W h ite  . . . .  12@ 15
F o rm ald eh y d e  lb. 10@ 15
G am bie r ............. 7® 10
G elatine  ...............  35® 45
G lassw are, fu ll cases  80% 
G lassw are, less  70 & 10%
G lau b er S a lts  bbl.
G lau b er S a lts  le ss  2@
Glue, b row n ......... u @

15@ 20 Glue, brow n grd . 10®
22® 25 Glue, w h ite . . . .  15®
8® 10 Glue, w h ite grd . 15 @
9® 12 G lycerine . . . . .  23V£@

12® 18 H ops ............. ___  50®
75@2 00 Ind igo  ........... ___  85® 1
30® .35 Iod ine  ........... . . .  4 35@4
12® 18 Iodoform  . . . . . .  5 40®5
25@ 30 L ead  A c e ta te  -----12@

@ 30 L ycopdium ......... 55@
4® 8 M ace ............. ......... 80®
4® 8 M ace, pow dered  90@1
6@ 10 M entho l ___ . . .  4 2o@4
5® 7 M ercu ry  ___ ___  75@

@ 50 M orphine all b rd  5 05@5
9@ 12 N u x  V om ica @
9® 12 N ux  V om ica pow @

20@ 25 P ep p er, b lack  pow  20(g)
P epper, w h ite  . .  30@ 
P itch , B u rg u n d y  10®
Q u ass ia  .................  10@
Q uinine, a ll b rd s  29® 
R ochelle S a lts  . .  23® 
S acch a rin e  . . . .  1 50@1 75
S a lt P e te r  ...........  7%@ 12
Seid litz  M ix tu re  ..2 0 ®  25
Soap, g reen  . . . .  15® 20
Soap, m o tt c as tile  10® 15 
Soap, w h ite  cas tile

case  ...................  @6 25
Soap, w h ite  c as tile  

less, p e r  b a r  . .  @ 6 8
Soda A sh ........... 1V6® 5
Soda B ica rb o n a te  1%@ 5
Soda, Sal ...............  1® 4
S p ir its  C am p h o r. @ 75 
S u lp h u r ro ll . .  . .  2%@ 5
S u lp h u r Subi. . ..2 % @  5
T a m a rin d s  ........... 10® 15
T a r t a r  E m e tic  . .  40@ 50
T u rp en tin e  V enice  40® 50
V an illa  E x. p u re  1 00®1 50
W itc h  N aze l ___  65@1 00
Z inc S u lp h a te  . .  7® 10

1 9 1 4

Seasonable Goods
Linseed Oil Turpentine 

W hite Lead Dry Colors
Sherwin-Williams Co.

Shelf Goods and Varnishes
Shaker House and Floor Paint
Kyanize Finishes and Boston 

Varnishes
Japalac Fixall Paris Green 

Blue Vitrol
Lime and Sulphur Solution

We solicit your orders for above and will ship 
promptly.

Hazeltine & Perkins Drug Co.
Grand Rapids, Mich.

“AMERICAN BEAUTY” Display Case No. 412-one 
of more than one hundred models of Show Case, 

Shelving and Display Fixtures designed by the Grand 
Rapids Show Case Company for displaying all kinds
of goods, and adopted by the most progressive stores of America.

GRAND RAPIDS SHOW CASE CO., Grand Rapids. Michigan 
T h e  Largest Show  Case and Store Equipm ent P lant in the  W orld  

Show Rooms and Factories: N ew  Y ork , G rand Rapids, C hicago, Boston, Portland
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Col.
A

A m m onia .......................  1
Axle G rease  ..........   1

B
B aked B ean s  ...............  1
B a th  B rick  .....................  1
B lu ing  .............................  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 andles ...........................  1
C anned  Goods .............  1-2
C arbon  O ils ...................  2
C atsu p  .............................  2
C heese .............................  3
C hew ing  G um  ...............  3
C hicory  ...........................  3
C hocolate  .......................  3
C lo thes L ines  ...............  3
C ocoa ...............................  3
C ocoanut .......................  3
Coffee ...............................  3
C onfections ...................  4
C racked  W h ea t ........... 5
C rack e rs  .......................  5, 6
C ream  T a r t a r  ............... 6

D
D ried  F ru its  .................  6

F
F a rin aceo u s  Goods . . .  6
F ish in g  T ack le  ........... 6
F lav o rin g  E x tra c ts  . .  7
F lo u r  an d  F eed  ............... 7
F r u i t  J a r s  ........................... 7

G
G elatine  .........................  7
G ra in  B ags .....................  7

H
H e rb s  ................................ 7
H ides  an d  P e lts  ..............  8
H o rse  R ad ish  ...................  8

J
Je lly  .................................  8
Je lly  G lasses .................  8

M
M acaron i .........................  8
M apleine .........................  8
M eats, C anned  .............  9
M ince M eat ...................  8
M olasses .........................  8
M u sta rd  ...............................  8

N
N u ts  ...................................... 4

O
O lives ................................ 8

P
P ick les  .................................  8
P ip e s  .................................. 8
P la y in g  C ard s  ...............  8
P o ta s h  .................................. 8
P ro v isio n s  .....................  8

R
R ice .................................... 9
Rolled O a ts  ................... 9

S
S alad  D re ss in g  .............  9
S a le ra tu s  .......................... 9
Sal Soda .......................... 9
S a lt .................................... 9
S a lt F ish  .......................... 9
Seeds ................................... 10
Shoe B lack in g  ................  10
Snuff ...................................  10
Soap .....................................  17
Soda ..................................... 10
S pices ................................... 10
S ta rc h  ................................. 10
S y ru p s  ..............................   10

T
T ab le  S auces  ..................  10
T e a  .......................................  10
T obacco ............... 11, 12, 13
T w in e  ..................................  13

V
V in e g ar ............................... 13

W
W ick in g  ..............................  13
W oodenw are  ....................  13
W ra p p in g  P a p e r  ............ 14

Y
Y e as t C ake  ........................ 14

AMM ONIA
Doz.

12 oz. ovals  2 doz. box 75 
A X LE G R EA SE 

F ra z e r ’s.
l ib . wood boxes, 4 doz. 3 00 
l ib . t in  boxes, 3 doz. 2 35 
3%Ib. t in  boxes, 2 dz. 4 25 
101b. pails , p e r  doz. . .6  00 
151b. pails , p e r  doz. . .7  20 
25tb. pa ils , p e r  doz. ..12  00

BA KED  B EA N S 
No. 1, p e r doz. . ..45@  90
No. 2, p e r  doz. ...75@ 1 40 
No. 3, p e r  doz. . ,.85@ 1 75

BATH BRICK 
E n g lish  .........................  95

BLUING
J e n n in g s ’.

C ondensed P e a r l  B lu ing  
Sm all C P  B luing, doz. 45 
L a rg e  C P  B luing, doz. 75

B R E A K FA ST  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 ea t, 24-2 2 50 
C ream  of W h ea t, 36-2 4 50 
C ream  of Rye, 24-2 . .  3 00 
P o s ts  T o as tie s , T.

No. 2 .......................  2 80
P o s ts  T o astie s , T.

No. 3 ...........................  2 80
F arin o se , 24-2 .............  2 70
G rape N u ts  ...........  2 70
G rape  S u g a r F la k e s . .  2 50
S u g a r  Corn F lak es  . .  2 50
H a rd y  W h ea t Food . 2 25 
P o s tm a ’s  D u tch  Cook 2 75
H olland  R u sk  ............... 3 00
K ellogg’s  T o as ted  R ice

B iscu it .......................  3 30
K ellogg 's  T o as ted  R ice

F la k e s  ..........  2 80
K ellogg 's  T o as ted  W h ea t

B iscu it .......................  3 30
K ellogg’s K ru m b les  . .  3 30 
K rin k le  C orn  F lak es  1 75 
M ap l-W h ea t F lak es,

3 doz............................. 2 85
M ap l-W h e a t F lak es,

3 aoz ..............................  2 80
M apl-C orn  F la k e s  2 80 
M inn. W h e a t C erea l 3 75
A lg ra in  Food ............... 4 25
R a ls to n  W h e a t Food 4 50 
R alsto n  W h t Food 10c 1 45 
Saxon W h ea t Food . .  2 60 
S h red  W h e a t B iscu it 3 60 
I r i s c u i t ,  18 .................  1 80
P illsb u ry ’s B est C er’l 4 25 
P o s t T av e rn  Special 2 80 
Q u ak er P u ffed  R ice . .4  25 
Q u ak er Puffed  W h e a t 2 85 
Q u ak er B rk fs t  B iscu it 1 90 
Q u ak er C orn F lak es  1 75 
V ic to r Corn F lak es  . .2  20
W ash in g to n  C risps ..1  85
W h ea t H e a r ts  ........... 1 90
W h e a te n a  .....................  4 50
E v a p o r’ed S u g a r  C orn 90

BROOMS
F an cy  P a rlo r , 25 lb. . .4  25 
P a rlo r , 5 S tr in g , 25 lb. 4 00 
S ta n d a rd  P a rlo r , 23 lb. 3 50
C om m on, 23 lb ................3 25
Special, 23 lb ...................2 75
W arehouse , 33 lb. . .  4 25
C om m on W h isk  ........... 1 00
F a n c y  W h isk  .............  1 25

B R U S H E S
S crub

Solid B ack , 8 in ............. 75
Solid B ack , 11 in ...........  95
P o in ted  E n d s  ...............  85

Stove
No. 3 ...............................  90
No. 2 ................................  1 25
No. 1 ................................  1 75

Shoe
No. 3 ................................  1 00
No. 7 ...............   1 30
No. 4   1 70
No. 3 ................................  1 90

B U T T E R  COLOR 
D andelion , 25c size  . .  2 00

C A N D L ES
P araffine , 6s .................  7%
P araffine , 12s ............... 8
W ick in g  ........................... 20

C A N N E D  GOODS 
A pples

3 lb. S ta n d a rd s  . .  @ 9 0
Gallon .........................  @3 60

B lackberries
2 lb ........................  1 50® 1 90
S ta n d a rd  ga llons @5 00

B eans
g a k ed  ...................  85@1 30
B loom ingdale  . .  @18%
C arson  C ity  . . .  @18%
W ax  .....................  75@1 25

Blueberries
S ta n d a rd  .........................  j  go
Gallon .....................   7 25
, ,  C lam s
L ittle  N eck, l ib .  ,
L ittle  N eck, 21b. .

C lam  Bouillon 
B u rn h a m ’s % pt. 
B u rn h a m ’s p ts . 
B u rn h a m 's  q ts .

1 00 
1 50

.2 25 

.3 75 

.7 50
e, , Corn a »
* an cy  ............... @1 30

u JF re n ch P eas  
M onbadon (N a tu ra l)

p e r  doz..........................  i  75
G ooseberries

No. 2, F 'air ............. 1 50
No. 2, F a n c y  ............* 2 35

H om iny 
S ta n d a rd  . . .

^  L o b s te r..........!4 rb ...........
% tb .................■■■■■ 1 85 

3 15

@ 85
@1 60

„  M ackerel 
M u sta rd , l ib . i on
M u sta rd , 21b. . . .  » 80
Soused, l% lb . . .  i fiX
Soused, 21b...........  * "  •>
T om ato , l ib . . . ’ ......... i
T om ato , 2%. 2

M ushroom sH o te ls  .................  (¡j
B u tto n s , % s . . . .  ($
B u tto n s , i s  ...........
~ O ystersCovo, l ib . . . .
cove, 21b............ ; ; ; .
e,. P lum s
Plum s„ ................... 90@1 35

P e a rs  In S y rup  
No. 3 cans, p e r  doz. . .1  50

* P eas
M arro w fa t ........... 90 @1 00
FaHv ?Une 10®1 25E a rly  J u n e  s i t td  1 45@1 55 

P each es
P ie  • • • • ; ............. 1 00@1 25
No. 10 s ize  c an  p ie  @3 25 

P in eap p le
S . ^ e d  ............... 1 75 @2 10
Sliced .................  95 @2 60
Wa, Pum pk in  p a i r  on
Good ....................   90

....................... 1 00
G allon ...........................  2 40

R asp b errie s
S ta n d a rd  .............  @
_  Salm on
W arren s , 1 tb . T a ll . .  2 30 
W arre n s , 1 lb. F la t  . .  2 40
R ed A la sk a  ----- 1 55 @1 60
M ed R ed  A la sk a  1 15 @1 30 
P in k  A la sk a  . . . .  @ 90
_  S a rd in es
D om estjc, %s .............  3 50
D om estic  % M u sta rd  3 25 
D om estic, % M u sta rd  2 75
F ren ch , %s ...............  7@14
F ren c h , %s ................13@23

S a u e r  K ra u t
No. 3, c an s  .....................  90
No. 10, c an s  ....................2 40

S h rim p s
D unbar, 1st doz. . . . . 1 3 5
D u n b ar, l% s  doz...........2 35

S ucco tash
F a i r  .........................  90
Good .......................  1 20
F a n c y  ...............  1 25@1 40

S traw b e rr ie s
S ta n d a rd  ~ 95
F an cy  ..................... 2 25

T o m ato es
Good ....................... 1 05
F a n c y  ..................... 1 35
No. 10 ..................... 3 25

CARBON OILS
B arre ls

P e rfec tio n  ......... @10%
D. S. G asoline . . . .@16
G as M achine  . . . @24
V. & M. P . N a p ’a . .@15
C ylinder ............. 29 @34%
E n g in e  ............... 16 @22
B lack, w in te r  . .  8 @10

C A TSU P
S n ide r’s  p in ts  ......... . 2 35
S n id e r’s  % p in ts  . . . . 1  36

C H E E S E
A cm e ...................  @20
B loom ingdale  . .  @20
C arson  C ity  . . .  @20
H opk ins  ............... @20
B rick  .....................  @18
L eiden  ................... ®15
L im b u rg e r ......... @18
P in eap p le  ........... 40 @6»
E d am  ................... @85
Sap Sago ............. @18
Sw iss, d o m estic  @20

C H E W IN G  GUM 
A dam s B lack  J a c k  . . . .  55
A dam s S ap p o ta  ............. 55
B eem an’s  P ep s in  ........... 55
B eech n u t .........................  flu
C h ic le ts  .........................  l  25
C olgan V io let C hips . .  60
C olgan M int C hips . . .  60
D en ty n e  .........................  l  10
F la g  S pruce  ...................  55
Ju icy  F ru i t  .....................  55
R ed R obin .....................  55
Sen Sen ( J a rs  80 pkgs,

$2.20) ...............................  55
S p ea rm in t, W rig leys  60
S p earm in t, 5 box ja r s  3 00
S p earm in t, 3 box ja r s  1 80
T ru n k  S pruce  ................. 55
Y u catan  .............................  55
Zeno .................................. 60

CHICORY
B ulk  .................................  5
Red ...................................  7
E ag le  .............................  5
F ra n c k ’s .........................  7
S ch eu er 's  .....................  6
Red S ta n d a rd s  ........... 1 60
W hite  ...............................  1 60

CH O CO LA TE 
W alte r B ak er & Co.

G e rm an ’s S w eet ........... 22
P rem iu m  .........................  32
C a rac a s  ............................ 28

W alte r M. Low ney Co.
P rem iu m , %s ...............  29
P rem iu m , % s ...............  29

C L O T H E S  L IN E
P e r doz.

No. 40 T w is ted  C otton  95 
No. 50 T w isted  C otton  1 30 
No. 60 T w isted  C otton  1 70 
No. 80 T w is ted  C otton  2 00 
No. 50 B ra ided  C otton  1 00 
No. 60 B ra ided  C otton  1 25 
No. 60 B ra ided  C otton  1 85 
No. 80 B ra ided  C o tton  2 25
NO. 50 Sash  Cord .........1 75
No. 60 S ash  Cord ........ 2 00
No. 60 J u te  ...................  90
No. 72 J u te  ..................... 1 00
No. 60 S isa l .....................  90

G alvanized  W ire  
No. 20, each  100ft. long 1 90 
No. 19, each  100ft. long 2 10 
No. 20, each  100ft. long 1 00 
No. 19, each  100ft. long 2 10

COCOA
B ak e r’s  .............................. 37
C leveland .........................  41
Colonial, %s ...................  35
Colonial, % s ...................  33
E p p s  .................................... 42
H e rsh e y ’s, %s ...............  30
H e rsh e y ’s, %s ...............  28
H u y le r ...............................  36
L ow ney, % s ...................  34
L ow ney, % s .................  34
Low ney, % s ...................  33
Low ney, 5 lb. c an s  . . . .  33
V an H o u ten , %s .......  12
Van H o u ten ,, % s ........  18
V an H ou ten , % s .......  36
V an H o u ten , Is  .........  65
W a n -E ta  ...........................  36
W ebb .................................. 33
W ilber, % s .....................  33
W ilber, % s .....................  32

COCOANUT 
D u n h am ’s  p e r lb.

%s, 51b. case  ...........  30
%s, 51b. case  .............  29
%s, 151b. case  ...........  29
%s, 151b. case  ........... 28
is ,  151b. case  .............  27

& %s 151b. case  28
Scalloped G em s ...........  10
%s & %s p a ils  ...........  16
B ulk, p a ils  ...................  13
B ulk, b a rre ls  .............  12
B a k e r’s  B raz il S h redded  
10 5c pkgs., p e r  case  2 60 
26 10c pkgs., p e r  case  2 60 
16 10c a n d  33 5c pkgs..

p e r  case  ...................  2 60
C O F F E E S  RO ASTED  

Rio
C om m on .........................  19
F a ir  .................................. 19%
Choice .............................. 20
F’an cy  .............................  21
P e a b e rry  .....................  28

S an to s
Com m on ......................... 20
F a ir  .................................. 20%
Choice ........................  21
F’an cy  .............................  23
P e a b e rry  .......................  23

M aracaibo
F a ir  .................................  24
Choice .............................  25

M exican
C hoice ........................  25
F a n c y  .............................. 26

G ua tem ala
F 'air .................................  25
F an cy  ...............................  28

Java
P r iv a te  G row th  ...,2 6 @ 3 0
M and ling  ...................  31035
A ukola  ....................  30@32

S h o rt B ean  ............. .25027
Long B ean  ................. .24 @25
H. L. O. G................. . 26@28

Bogota a
F a ir  ............................... . 24
F an cy  ........................... . 26
E xch an g e  M arket, S tendv
Spot M arket. S tro n g

P ack ag e  
N ew  Y ork B asis

A rbuckle  .....................  19 50
Lion ...............................  21 50

M cL aughlin ’s XXXX 
M cL augh lin ’s X X X X  sold 

to  re ta ile rs  only. Mail all 
o rd e rs  d ire c t to  W . F. 
M cL aughlan  &  Co., C hicago 

E x tra c ts
H olland , % gro . bxs. 95
Felix , %■ g ro ss  ............. 1 15
H u m m el's  foil, % gro. 85 
H u m m el’s tin , % gro. 1 43

C O N FE C T IO N E R Y  
S tick  C andy  P a ils

H o rehound  .....................  8
S ta n d a rd  .........................  8
S tan d a rd , sm a ll ........... 8%
T w ist, sm all ...................  9

C ases
Ju m b o  .............................  8
Jum bo , sm all ...............  8%
B ig S tick  .............................8%
B oston  C ream  .............  13

o ia ie ,  p e r  du.............
Shelled

No. 1 S pan ish  Shelled 
P e a n u ts , N ew  10 @10% 

E x. Lg. Va. Shelled
P e a n u ts  ......... 11%@12

P ecan  H a lv es  . . .  @50
W aln u t H a lv es  . .  40@42 
F ilb e r t M eats  . . .  @30
A lican te  A lm onds @55 
Jo rd a n  A lm onds . .  @60

P e a n u ts
F a n c y  H  P  S uns R aw  @6%

R o asted  ...............  @7%
H. P. Jum bo , R aw  @8% 

R oasted  ...............  @9%
C RA C K ER S

N a tio n a l B iscu it C om pany 
B ran d s
B u tte r

E xce ls io r B u tte r s  . . ^ g 6* 
NBC S q u a re  B u tte rs  6% 
S eym our R ound  ............6%

Soda
N BC Sodas ...................  Biz
P rem iu m  S odas  . . . .  714
S elect Sodas ...............  g i i
S a ra to g a  F la k e s  ____ 13
S a ltin es  .........................  13

M ixed C andy
B roken  .......................
C am eo .........................
C u t L oaf ....................
F a n c y  ...........................
FYench C ream  .........
G rocers  .......................
K in d e rg a rte n  ............
L ea d e r .........................
M aje s tic  .....................
M onarch  .....................
N ovelty  .......................
P a r is  C ream s ..........
P rem io  C ream s . . . .
R oyal ...........................
Special .........................
V alley  C ream s .........
X  L  O .........................

S p ec ia ltie s
P a ils

A u to  K isse s  (b a sk e ts ) 13 
B onnie B u tte r  B ite s  ..16  
B u tte r  C ream  Corn ..16  
C andy  C rack e rs  (b sk ) 15
C aram el D ice ............. 13
C ocoanu t K ra u t  ......... 14
C ocoanut W affles  . . . .  14
Coco M acaroons ......... 16
Coffy T offy .................  14
D a in ty  M in ts  7 lb. t in  15
E m p ire  F*udge .............  14
Fridge, P in eap p le  . . .  13
F udge , W a ln u t ........... 13
F udge , F ilb e r t ...........  13
Flidge, Choco. P e a n u t 12 
Fridge, H oney  Moon ..13 
F udge , T o as ted  C ocoa-

n u t ...............................  13
F udge , C h erry  ........... 14
Flidge, C ocoanut ___  13
H oneycom b C andy  . .  15
K okays ...........................  14
Iced M aroons ............... 14
Iced  G em s ...................  15
Iced  O range  Je lie s  . .  13 
I ta l ia n  B on B ons . . . .  13
L ozenges, P e p ...............  10
L ozenges, P in k  ........... 10
M anchus .......................  13
M olasses K isses, 10

lb. box .......................  13
N u t B u tte r  P uffs  ___ T3
S alted  P e a n u ts  ........... 13

C hocolates
P a ils

A sso rted  Choc...............  15
A m azon  C aram els  . . .  15
C ham pion  ...............*... 11
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 . .  16
F a v o rite  .......................  16
Id ea l C hoco lates . . . .  13 
K lond ike  C hoco lates 18
N abobs ...........................  18
N ibble  S tick s  ............... 25
N u t W afe rs  ................. 18
O coro Choc. C aram els  17
P e a n u t C lu ste rs  ......... 22
P y ram id s  .......................  14
Q u in te tte  .......................  16
R eg in a  ...........................  10
S ta r  C hoco lates ......... 13
S u p e rio r Choc, (lig h t)  18 

Pop Corn Goods 
W ith o u t p rizes.

C ra ck e r J a c k  ........... 3 25
G iggles, 5c pkg. cs. 3 50
Oh M y 100s ................. 3 50

Cough D rops
boxes

P u tn a m  M en tho l ___  1 00
S m ith  B ros....................  1 25

N U TS—W hole
IUÖ.

A lm onds, T a rra g o n a  20 
A lm onds, C alifo rn ia

so ft shell ...........
B raz ils  ...................  14@16
F ilb e r ts  .................  @13%
Cal. No. 1 .................
W a ln u ts  so ft shell @19 
W a ln u ts , C h ill . . . .  @16
T ab le  n u ts , fa n cy  14@16 
P ecan s , m edium  . .  @13
P ecan s , ex. la rg e  @15 
H ick o ry  N u ts , p e r  bu.

O hio ...........................
C ocoanuts  ...........

O y ster
NBC P icn ic  O ysters
Gem  O y sters  ...........
Shell .................

6%
6%
8

C ans a n d  boxes
A n im als  .......................  jq
A tla n tic s  A lso A sstd . 12 
A vena  F r u i t  C akes  . .  12 
B onnje Doon C ookies 10
B onnie L a ss ie s  ...........  10
C am eo B iscu it Choc. 25 
C am eo B iscu it A sstd . 25 
C artw h ee ls  A sstd . . . .  8%
C ecelia B iscu it ...........  16
C heese T id  B its  . . . .  20 
C hoco late  B a r  (c an s) 18 
C hocolate  D rops . . . .  17 
C hoco late  D rop C en-

te r s  .............................. lg
Choc. H oney  F in g e rs  16 
Choc. R o se tte s  (C an s) 20
C rack n e ls  .....................  ig
C ream  F in g e rs  ............14
C ocoanut T affy  B a r  . .  13 
C ocoanu t D rops . . . .  12 
C ocoanut M acaroons 18 
C ocont H oney  F in g e rs  12 
C ocnt H oney  Ju m b es  12 
Coffee C akes  Iced  . . .  12
F am ily  Cookies ...........8%
F ig  C akes A ss td ...........12
F ro s te d  C ream s ...........8%
F ro s te d  G inger Cook. 8%
F ru i t  L u n ch  Iced  ____ 10
G inger D rops  .............  13
G inger G em s P la in  . .  8% 
G inger G em s Iced  . . .  9% 
G rah am  C ra ck e rs  . . . .  8 
G inger S n ap s  F a m ily  8% 
G inger S n ap s  N B C

R ound  .........................  8
H ouseho ld  C ookies . . .  8 
H ouseho ld  Cks. Iced  . .  9
H ippodrom e B a r ......... 12
H o n ey  Ju m b le s  ............12
Im p e ria ls  .......................  8%
Ju b ile e  M ixed ..............10
L ad y  F in g e rs  Sponge 30 
L eap  Y ear Ju m b le s  . .  20 
L em on B iscu it S q u are  9
L em on W afe rs  ............17
L em o n a  ...........................  g i t
M ace C akes  .................  g
M ary  A nn  .....................  g%
M arshm allow  Coffee

C ake  .......................... 13
M arshm allow  W aln ts  18
M edora  ............................ g
N B C  H oney  C akes  . .  12 
O a tm eal C ra ck e rs  . . . .  8
O range  G em s .............  g%
P e n 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 asp b e rry  D e sse r t . .  17
R ev eres  A ss td ................ 16
Spiced G inger C a k e s ..  9 
Spiced  G in g er C akes

Iced  .............................. 10
S u g a r  F H n g e rs ..................12
S u g a r  C rim p ...............  8%
S u lta n a  FYuit B iscu it 16
T riu m p h  C ak es  ......... 16
V an illa  W a fe rs  .........  18
W av e rley  .....................  10

In -e r-S ea l T ra d e  M ark  
Goods

p e r  doz.
B aro n e t B iscu it ........... 1 00
B re m n e rs  B tr  W afs. 1 00
Caifieo B iscu it ............. 1 50
C heese S andw ich  . . . . 1  00 
C hoco late  W afe rs  . . . 1  00 
E x ce ls io r B u tte r s  . . . . 1  00
F ig  N ew to n  ................. l  00
F iv e  O’c lo c k  T e a  B e t 1 00 
G in g er S n ap s  N B C  . .1  00

f
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G ra h a m  C ra ck e rs  R ed  
L abel, 10c s ize  . . . . 1  00

L em on S n ap s  ...............  60
O y s te re tte s  .................  50
P rem iu m  S odas ........... 1 00
R oyal T o a s t  ................. 1 00
S a ra to g a  F la k e s  ............1 50
S ocial T e a  B iscu it . .1  00
U n eed a  B iscu it ...........  50
U n eed a  G in g er W a fe r  1 00
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 n ap s  . 50
Z w ieback  .....................  1 00

O th e r P a c k ag e  Goods 
B a rn u m ’s  A n im als  . .  60
C hocolate  T o k en s  . . . 2  50 
B u t te r  C rack e rs  NBC 

F a m ily  P a c k ag e  . . . 2  50 
S oda C rack e rs  N B C  

F a m ily  P a c k ag e  . . . 2  50
F r u i t  C ake  ......................3 00
In Special T in  P a ck ag es  

p e r  dqz.
F e s tin o  .........................  2 50
N ab isco  25c ...............  2 50
N abisco , 10c .................1 00

in  bu lk , p e r  tin
N ab isco  .........................  1 75
F e s tin o  .........................  1 50
B en t’s  W a te r  C ra ck e rs  1 40

CREAM  TA R TA R
B arre ls  o r d ru m s  ----- 33
B oxes .........' ...................... 34
S q u a re  C ans ................. 36
F a n c y  C addies .............  41

D R IED  F R U IT S  
A pples

B v ap o r’ed C hoice bu lk  10 
E v a p o r’ed F a n c y  pkg. 

A prico ts
C a lifo rn ia  1...............  15@17

C itron
C orsican  .......................  10

C u rra n ts
Im p o rted  l ib . pkg. . . . .  8% 
Im p o rted , bu lk  .............  814

M uirs—Choicej 251b. . .  7% 
M uirs—F an cy , 251b. . .  8% 
F an cy , Peeled , 25!b. ..15  

Peel
L em on, A m erican  ----- 12%
O range, A m erican  ----- 12%

R aisin s
C luster, 20 c a r to n s  . .  2 25 
Loose M u sca te ls , 4 Cr. 7% 
Loose M u sca tels, 3 Cr. 7% 
L. M. Seeded, 1 lb . 9@914

C alifo rn ia  P ru n es  
90-100s251b. boxes . .@ 7% 
80- 90 ¡J5tb. boxes . .@ 8% 
70- 80 251b. boxes . .@ 914 
60- 70 251b .boxes ..@ 10 
50- 60 251b. boxes ..@ 11 
40- 50 251b. boxes ..@ 12

f a r i n a c e o u s  g o o d s

B eans !_
C a lifo rn ia  L im as  ........... 7%
M ed. H a n d  P ick ed  . .  2 10
B row n H o l l a n d ................ 1 80

F a rin a
25 1 lb. p ack ag es  ----- 1 50
B ulk, p e r  100 lb s ............ 4 00

O rig inal H olland Rusk. 
P a c k ed  12 ro lls  to  c o n ta in e r 
3 c o n ta in e rs  (40) ro lls 3 20 

H om iny
P e a rl, 100 lb . sack  . .2  25 
M accaroni and  V erm icelli 
D om estic, 10 lb. box . .  60
Im p o rted , 25 lb. box ..2  50 

P ea rl B arley
C h es te r .........................  3 15
E m p ire  .........................

P eas
G reen, W isconsin , bu. 1 45 
G reen, S co tch  ,bu. . .1  45
Split, lb ................................ 4%

Sago
E a s t  In d ia  .....................  4%
G erm an , sack s  ........... 4%
G erm an , b ro k en  pkg. 

T ap ioca
F lak e , 100 lb. sac k s  . .  4% 
P e a rl, 100 lb. sac k s  . .  4%
P e a rl, 36 p k g s ..................2 25
M inute , 36 p k g s ............. 2 75

FISH IN G  T A C K L E
% to  1 in .......................... 6
1V4 to  2 in .........................  7
1% to  2 in .......................  9
1% to  2 in .........................11

3 in ........................................20
C otton  L ines

No. 1, 10 fe e t ................ 5
No. 2. 15 fe e t ..................7
No. 3, 15 fe e t .................  9
No. 4, 15 fe e t ................ 10
No. 5, 15 fee t ------ . . . .1 1
No. 6, 15 fe e t ................ 12
No. 7, 15 fe e t ................ 15
No. 8, 15 fe e t ..................I 8
No. 9, 15 fe e t ................ 20

L inen  L ines
Sm all .............................. 20
M edium  .......................... 26
L a rg e  .............................. 34

Poles
B am boo, 14 ft., p e r  doz. 55 
B am boo, 16 f t. ,  p e r  doz. 60 
B am boo, 18 f t. ,  p e r  doz. SO

FL A V O R IN G  E X T R A C T S 

Jen n in g s  D C B rand  

E x tr a c t  L em on T erpeneless  
E x tr a c t  V an illa  M exican 
b o th  a t  th e  sam e  p rice  

No. 1, F  box  % oz. . .  85 
N o. 2, F  box, 1% oz. 1 20 
No. 4, F  box, 2% oz. 2 00 
No. 3, 2% oz. T a p e r  2 00 
No. 2, 1% oz. f la t . . . . 1  75 

FLO U R  A ND F E E D  
G rand  R ap id s  G ra in  & 

M illing  Co.
W in te r  W h ea t

P u r i ty  P a te n t  ........... 5 10
S u n b u rs t .......................  4 80
W izard  F lo u r  ........... 4 70
W izard  G rah am  ......... 4 80
W izard , G ran . M eal 4 40 
W iz a rd  B u ck w h ’t  cw t 3 40
R ye .................1................  4 40

V alley  C ity  M illing Co.
L ily  W h ite  ...................  5 15
L ig h t L o af ...................  4 65
G rah am  .........................  2 15
G ra n e n a  H e a lth  .......  2 25
G ran . M eal ...................  1 95
B olted  M ed.....................  1 85

V oigt M illing Co. 4387
G rah am  ......................   4 30
V oig t’s C re scen t . . . .  5 10
V o ig t's  F lo u ro ig t . . . .  5 10
V oig t’s  H y g ien ic  . . . .  4 30
V o ig t’s  R o y al ..........  5 50
W atso n -H ig g in s  M illing  Co. 
P e rfec tio n  B u ck w h ea t

F lo u r  .....................  6 00
P e rfec tio n  F lo u r  . . . .  5 00
T ip  T op F lo u r .............4 60
G olden S h ea f F lo u r  . .4  20 
M arsh a ll’s  B es t F lo u r  4 75 

W orden  G rocer Co.
Q uaker, p a p e r  ......... 4 60
Q uaker, c lo th  ........... 4 70
Q u ak er G rah am  bbl. 4 40 

K a n sa s  H ard  W h ea t 
V oig t M illing  Co.

C alla  L ily  ...................  4 90
W orden  G rocer Co. 

A m erican  E ag le , % s . .5  30 
A m erican  E ag le , % s . .6  20 
A m erican  E ag ie , % s . .5  10 

S pring  W h ea t 
Ju d so n  G rocer Co.

C ereso ta , % s ................5 50
C ereso ta , %s ............... 5 60
C ereso ta , % s ..................5 70

V oig t M illing  Co.
C olum bian  ...................  5 15

W orden G rocer Co. 
W ingold , % s c lo th  . . . 5  60 
W ingold , % s c lo th  . . . 5  50
W ingold , % s c l o t h ___ 5 40
W ingold , % s p a p e r  . . . 5  45 
W ingold, % s p a p e r  . .5  40 

W y k es  & Co.
S leepy E y e , % s c lo th  5 50 
Sleepy E ye , %s c lo th  5 40 
S leepy E ye, % s c lo th  5 30 
Sleepy E ye , % s p a p e r  5 30 
Sleepy E ye , % s  p a p e r  5 30 

Meal
B olted  ...........................  4 20
G olden G ran u la ted  . .  4 40 

W h ea t
N ew  R ed  .....................  93
N ew  W h ite  ................ 93

O ats
M ich igan  c a r lo ts  . . . .  44 
L ess  th a n  c a r lo ts  . . . .  id 

Corn
C arlo ts  ............................ 66
L ess  th a n  c a r lo ts  . .  68

H ay
C arlo ts  ..............   15 00
L ess  th a n  c a r lo ts  . .  17 00 

Feed
S tre e t  C ar F eed  ........... 33
No. 1 C orn & O a t F eed  33
C rack ed  C orn  ...............  32
C oarse  co rn  m ea l . . . .  32

F R U IT  JA R S  
M ason, p ts .,  p e r  gro . 4 20 
M ason, q ts ., p e r  g ros. 4 50 
M ason, % gal. p e r  gro . 6 85 
M ason, can  tops, gro . 1 30 

G E L A T IN E
Cox’s, 1 doz. la rg e  . .  1 45 
Cox’s, 1 doz. sm a ll . .  90
K n o x ’s  S p ark lin g , doz. 1 25 
K n o x ’s  S park ling , g r. 14 00 
K n o x ’s  A c id u ’d doz. 1 25
N elson ’s  .........................  l  50
O xford  .............................. 75
P ly m o u th  R ock, P hos. 1 25 
P ly m o u th  R ock, P la in  90 

GRAIN BAGS
B road  G auge ...............  18
A m oskeag  .....................  19

H erbs
S age  ..................................  15
H o p s .................................. ]5
L a u re l L eav es  .............  15
S en n a  L eav es  ...............  25

H ID E S  AND P E L T S  
H ides

G reen, No. 1 ................  12
G reen, No. 2 ................  11
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 , cured , No. 1 16 
C alfsk in , cured , No. 2 14%

P e lts
Old W ool ...............  60® 1 25
L am b s  .................  10@ 25
S h earlin g s  ........... 10@ 15

Tallow
No. 1 .....................  @ 5
No. 2 ..............   @ 4

W ool
U n w ash ed , m ed. @18
U n w ashed , fine . .  @13

h o r s e  r a d i s h
P e r  doz...............................  90

Je lly
51b. pa ils , p e r  doz. . .2  40 

151b. pails , p e r  p a ll . .  55 
301b. pa ils , p e r  p a il . .1  00 

JE L L Y  G LA SSES 
% p t. in  bb ls ., p e r  doz. 15 
% p t. in  bbls., p e r  doz. 16 
8 oz. capped  in  bbls. 

p e r doz............................  i s
„ M A P L E IN E  
2 oz. bo ttle s , p e r  doz. 3 00 
1 oz. b o ttle s , p e r  doz. 1 75 

M INCE M EAT 
P e r  case  .......................  2 85

M OLA SSES 
N ew  O rleans

F a n c y  O pen K e t t l e ___  42
Choice .........................  «5
Good .......................  22
F a i r  ........................... ; ; ; ;  2o

H a lf  b a rre ls  2c e x tra  
R ed H en , No. 2% . . .  1 75
R ed H en , No. 5 . . . " i l  75
R ed  H en , No. 1 0 ...........1 ¿5

M USTARD
% lb. 6 lb. box ...........  if,

O LIV E S
’ » ®al: k egs 1 00@1 10

B ulk, I  gal. kegs  95@1 05 
®u ,k ’ ,5 s a l .  k eg s  90@1 00
stu ffed , 5 oz..........  on
Stuffed , 8 oz.......... ..  " 1  25
Stuffed , 14 oz.............  2 25
P it te d  (n o t s tu 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 er doz........................... -2 25
P IC K L E S

M edium
B arre ls , i,MO c o u n t . .7  75
H a lf  bbls., 600 co u n t 4 38
5 gallon  k eg s  ................l  90
_  Sm all
B a rre ls  .........................  9 59
H a lf b a rre ls  ...................5 25
5 gallon  kegs  .............". 2 25

G herk ins
B a rre ls  .......................  14 00
H a lf  b a rre ls  .......... . .  6 50
5 gallon  kegs  ............. 2 50
_  S w eet Sm all
®a £ e l s  .................  16 60
H a lf  b a rre ls  ............. 8 75
5 gallon  kegs  .............  3 50

P IP E S
Clay, No. 216, p e r  box 1 75 
Clay, T. D. fu ll coun t 60 
Cob .................................  90

PLA Y IN G  CARDS 
No, 90, S te am b o a t . . .  75 
No. 15, R iva l a sso rte d  1 25 
No. 20, R over, e n am ’d 1 50
No. 572, S pecial ........... 1 75
No. 98 Golf, s a tin  fin. 2 00
No. 808, B icycle  ........... 2 00
No. 632 T o u rn ’t  w h is t 2 25

PO T A SH
B a b b i tt’s, 2 doz ................l  75

PR O V ISIO N S 
B arre led  P o rk  

C lear B ack  ..2 0  50@21 00 
S h o r t C u t C l’r  19 00@19 50
B ean  ............... 18 50@19 00
B risk e t, C lear 26 00@27 00
B ig ...............................  23 00
C lear F a m ily  ........... 26 00

D ry S a lt M eats
S P  B ellies ----- 14% @15

L ard
P u re  in  tie rc e s  11% @12 
C om pound L a rd  9 @ 9% 
80 lb. tu b s  . . . .a d v a n c e  % 
60 lb. tu b s  . . . .a d v a n c e  % 
50 lb. tu b s  . . . .a d v a n c e  % 
20 lb. pa ils  . . .a d v a n c e  % 
10 lb. pa ils  . . .a d v a n c e  % 
5 lb. p a ils  . . .  ad v an ce  1 
8 lb. p a ils  . . .a d v a n c e  1

Sm oked M eats 
H am s, 12 lb. av . 18 @18% 
H am s, 14 lb. av . 16%@17 
H am s, 16 !b. av . 15%@16 
H am s, 18 lb. av . 16 @16% 
H am , d ried  beef

s e ts  .................  29 @30
C alifo rn ia  H am s 12 @12% 
P icn ic  Boiled

H a m s .................19%@20
Boiled H a m s  ..2 4  @24% 
M inced H am  . .  14 @14% 
B acon  .................  17 @23

S au sag es
B ologna .............  11%@12
L iv er .................  9%@10
F ra n k fo r t  ...........  12%@13
P o r k .......................13 @14
V eal ...............................  u
T ongue  ......................  11
H ead ch eese  ...................  10

B eef
B oneless ......... 20 00@20 50
R um p, new  ..2 4  00@24 50

P ig ’s  F e e t
% b b ls ................................ 1 05
% bbls., 40 lb s ............... 2 10
%  bbls................................  4 25
1 bb l.................................... 8 50

T rip e
K its , 15 lb s ........................ 90
% bbls., 40 lb s .................... 1 60
% bbls. 80 lb s .....................3 00

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  bund le  . .  85

U ncolored B u tte r ln e  
Solid D a iry  . . . .  12 @16 
C o u n try  Rolls ...12% @ 18 

C anned M eats
C orned beef, 2 lb .............4 65
C orned  beef, l  tb .............2 40
R o as t beef, 2 lb ............. 4 65
R o as t beef, 1 lb ................ 2 40
P o tted  M eat, H am

F lav o r, %s .........  65
P o tted  M eat, H am

F lav o r, % s ..........  95
D eviled M eat, H am

F lav o r, %s ........... 65
D eviled M eat, H am

F lav o r, % s ........... 95
P o tted  T ongue, %s . .  55
P o tted  T ongue, % s . .  95

RICE
f a n c y  ...................  6%@7
J a p a n  S ty le  ........... 5 @5%
B roken  ...................  S%@4%

R O LLED  OATS 
Rolled A vena, bbls. . .5 00 
S tee l C ut, 100 lb. sks. 2 50
M onarch , bb ls ...................4 75
M onarch , 90 tb. sks. 2 25 
Q uaker, 18 R eg u la r . . . 1  45 
Q uaker, 20 F am ily  . .  4 00

SALAD D RESSIN G
Colum bia, % p t .................2 25
Colum bia, 1 p in t  . . . .  4 00 
D u rk ee ’s, la rg e  1 doz. 4 50 
D u rk ee ’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 ed  60 lbs. in box 

A rm  and  H a m m e r . .  3 00 
W y an d o tte , 100 % s . .  3 00 

•  SAL SODA
G ranu la ted , bb ls ............... 80
G ran u la ted , 100 lbs. cs. 90 
G ran u la ted , 36 pkgs. . .  1 25

SA L T
C om m on G rades

100 3 lb. sac k s  ........... 2 60
70 4 lb. sack s  ........... 2 40
60 5 lb. sac k s  ........... 2 40
28 10 lb. sack s  ........... 2 25
56 lb. sac k s  ..............  40
28 lb. s ac k s  .............. 20

W arsaw
56 lb . sac k s  ...............  26
28 lb. d a iry  in  drill b ag s  20 

S o la r Rock
56 lb. s ac k s  ................. 26

Com m on
G ranu la ted , F in e  ......... 1 05
M edium , F in e  ............... 1 10

SA L T  FISH  
Cod

L arg e , w hole . . .  @ 9
Sm all, w hole . . .  @ 8 %
S tr ip s  o r  b rick s  9@13 
Po llock  ...............  @ 5 %

Sm oked Salm on
S tr ip s  .............................. 9

H alib u t
S tr ip s  . . ...................... 18
C hunks .......................  19

H olland H errin g  
Y. M. w h. hoop bbls. 10 50 
Y. M. w h. hoop % bbls 5 50 
Y. M. w h. hoop kegs  65 
Y. M. w h. hoop M ilcliers

kegs  ............................ 65
S ta n d a rd , bb ls .................. 8 75
S ta n d a rd , % bbls. . . .  4 63
S ta n d a rd , k eg s  ...........  64

T ro u t
No. 1, 100 lb s ....................7 50
No. 1, 40 lb s ....................... 2 25
No. 1, 10 lb s ...............  90
No. 1, 2 lb s ................ 75

M ackerel
M ess, 100 lbs..................... 17 00
M ess, 40 lb s ....................  7 20
M ess, 10 lbs...................  1 90
M ess, 8 lb s ....................  1 60
No. 1, 100 lbs. ................16 00
No. 1, 40 lb s .........................6 80
No. 1, 10 lbs....................  1 80

L ake  H errin g
100 lb s ................................... 4 00

40 lb s ................................... 1 90
10 lb s ...............................  58
8 lb s ...............................  50

SE E D S
A nise  ...............................  14
C anary , S m y rn a  ......... 7%
C araw ay  .........................  10
Cardom om , M alab a r 1 20
C elery  .............................  50
H em p, R u ssian  . . . .  5
M ixed B ird  ..............  . 5
M u sta rd , w h ite  ........... 8
P o p p y  ............................ 9
R ape .................................. 5%

SH O E BLACKING 
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 Polish  85 

S N U F F
Scotch , in b lad d ers  ___  37
M accaboy, in ja r s  ........... 35
F ren ch  R apple  In Ja rs  . .  43

SODA
Boxes .................................  514
Kegs, E ng lish  ............... 4%

S P IC E S  
W hole Spices 

A llspice, J a m a ic a  . .  9@i0 
Allspice, lg  G arden  @11 
Cloves, Z an z ib a r . .  @22 
C assia, C an ton  ...,14@ 15 
C assia, 5c pkg. dz. @25 
G inger, A frican  . . .  @ 9%
lin g e r , C ochin . . . .  @14%

M ace, P e n a n g ......... @70
M ixed, No. 1 ........... @17
M ixed. No. 2 ........... @16
M ixed, 5c pkgs. dz. @45
N u tm eg s, 70180 ___  @30
N u tm eg s, 105-110 . .  @25
P epper, B l a c k ........  @15
P epper, W h i t e ......... @25
P e p p e r C ayenne  . .  @22
P a p rik a , H u n g a ria n

P u re  G round In Bulk 
A llspice, J a m a ic a  . .  @14
Cloves, Z an z ib a r . .  @29
C assia , C an ton  ___  @20
G inger. A frican  . . .  @17
M ace, P e n a n g ......... @75
N u tm e g s ...................  @35
Pepper, B lack  ......... @19
P epper, W h i t e ......... @27
P epper, C ayenne  . .  @24
P a p rik a , H u n g a ria n  @45

STA RCH  
Corn '

K ingsford . 40 b s ...........  7%
M uzzy, 20 l ib .  pkgs. . .  5% 

K ingsford
S ilver Gloss, 40 l ib . . .  7% 
M uzzy, 40 l ib . pkgs. . .  5 

Gloss
A rgo, 2<t 5c pkgs. . .  90
S lver Goss, 16 3Ibs. . .  6% 
S iv e r Goss, 12 6Ibs. . .  8%

Muzzy
48 l ib . p a c k a g e s ___ . .  5
16 31b. p ack ag es  . . . . . .  474
12 61b. p ack ag es  . . . . . .  6
501b. boxes ................. . .  3

SY R U PS
Corn

B arre ls  ........................ 27
H a lf  b a rre ls  .................  29
B lue K aro , 2 lb ............ 1 80
B lue K aro , 2% lb .......... 2 30
B lue K aro , 5 lb ...........2 25
B lue K aro . 10 lb ...........2 15
R ed K aro , 1% lb ...........3 60
R ed  K aro , 2 lb ........... 2 15
R ed K aro , 2% lb .......... 2 55
R ed K aro , 5 lb ........... 2 50
R ed K aro , 10 lb ...........2 40

P u re  C ane
F a ir  .................................  16
Good .................................. 20
C hoice .............................  25

T A B L E  SAUCES
H alford , la rg e  ............. 3 75
H alfo rd , s m a l l ............... 2 25

TE A
U ncolored Jap a n

M edium  .........1.........  20@25
Choice .......................  28@33
F a n c y  .......................  36@45
B ask e t-fired  M ed’m  28@30 
B ask e t-fired , Choice 35@37 
B ask e t-fired , F a n c y  38@45
No. 1 N ibs ............... 30@32
Siftings, bu lk  ......... 9@10
Siftings, 1 lb. pkgs. 12@14

G unpow der
M oyune, M edium  ..28@33 
M oyune, Choice ...35@ 40 
M oyune, F a n c y  ,...50@ 60  
P in g  Suey, M edium  25@30 
P in g  Suey, Choice 35@40 
P in g  Suey, F a n c y  ..45@ 50

Young Hyson
Choice .......................  28@30
F a n c y  .......................  45@55

Oolong
F o rm o sa , M edium  ..25@ 28 
F o rm o sa , C hoice ..32@ 35 
F o rm o sa , F a n c y  ...50@ 69 

E ng lish  B re ak fas t 
Congou, M edium  ...25@ 30 
Congou, C hoice . ...30@ 35
Congou, F a n c y  ..........40@60
Congou, E x . F a n c y  60@80 

Ceylon
P ekoe, M edium  ....2 8 @ 3 0  
D r. Pekoe, C hoice . .30@35 
F lo w ery  O. P . F a n c y  40@50

TOBACCO 
P in e  C u t

B lo t .................................  1 46
Bugle, 16 oz.........................3 84
Bugle, 10c .................  11 00
D an P a tc h . 8 an d  16 oz. 32
D an P a tc h , 4 oz.......... l l  52
D an P a tc h , 2 oz...........5 78
F a s t M ail, 16 oz. . . . .  7 80
H ia w ath a , 16 oz............. 60
H iaw ath a , 5c ...............  5 49
M ay F low er, lo  oz..........9 36
N o L im it, 8 oz..................1 80
No L im it, 16 oz.................3 60
O jibw a, 8 and  16 oz. 40
O jibw a, 1 0 c ..................... 11 16
O jibw a, 5c .....................  1 85
P e to sk ey  Chief, 7 oz. 2 00 
P e to sk ey  Chief, 14 oz. 4 00 
P each  a n d  H oney. 5c 5 7«
Red Bell, 16 oz................. 3 94
Red Bell, 8 foil ........... 1 99
S te rlin g  L  & D 5c . .  5 76 
Sw eet C uba, c a n is te r  9 i f
Sw eet C uba, 6c ...........  6 77
Sw eet Cuba, 1 0 c ........... 95
Sw eet Cuba. 1 lb. t in  4 50 
S w eet C uba. % lb. foil 2 2i 
Sw eet B urley . 5c L& D 5 76 
SWeet B urley , 8 oz. . .  2 45 
Sw eet B urley , 16 oz. . .  4 90 
SWeet M ist, % gro . . .  5 70
Sw eet M ist, 8 oz.......... 11 10
Sw eet M ist, 8 oz..........  35
T eleg ram , 5c ...............  5 73
T iger, 5c .......................  6 00
T iger, 25c can s  ........... 2 40
,Tncle D aniel, 1 rb . . .  60 
Uncle D aniel, 1 oz. . .  6 22

P lug
Am. N avy, 16 oz...........  s j
Apple, 10 lb. b u tt  ......... 38
D rum m ond N a t. L eaf, 2

an d  5 lb ........................ 60
D rum m ond N a t. L ea f

per doz.......................... 93
B a ttle  A x ..................... 32
B racer, 6 a n d  12 lb. . .  30
Big Four. 6 and  16 lb. 32
Boot Jack , 2 lb .............  90
Boot Jac k , p e r  doz. . .  96
Bullion, 16 oz...................  46
u jim ax , Golden T w ins  48
C lim ax 14% oz...............  44
Clim ax, 7 oz....................... 47
D ays’ W ork, 7 & 14 lb. 37 
C rem e de  M enthe, lb. 62 
1 *' rh v, 5 lb. boxes . . . .  28
5 B ros., 4 lb .....................  66
F our Roses, 10c .............  90
c.ilt Edge, 2 lb................... 50
Gold Rope, 6 & 12 lb. 58 
Gold Rope, 4 & 8 lb. 58 
G. O. P „  12 & 24 lb. . .  40 
C '- 'i ’g e r T w ist, 6 lb. . .  46 
G. T. W ., 10 lb. & 21 lb. 36 
H orse  Shoe. 0 & 12 lb. 43 
Honey Dip T w ist, 5&10 45
Jo lly  T ar, 5 & 8 lb..........  40
J  T ., 5% & 11 lb. . .  35
Q entucky  N avy, 12 lb. ..32  
K eystone T w ist, 6 lb. 45
K ism et. 6 lb.......................  48
M aple Dip, 20 oz...........  28
M erry  W idow , 12 lb. . .  32
Nobby Spun Roll 6 & 3 58
P a rro t, 12 lb .................... 32
P a tte rs o n ’s N a t. L ea f 93 
Peachey, 6-12 & 24 lb. 40
Picnic T w ist, 6 lb..........  45
P iper H eldslck , 4 & 7 lb. 69 
P iper H eidslck , p e r doz. 96 
Polo, 3 doz., p e r  doz. 48
Itedicut, 1 2-3 oz............... 38
Scrapple , 2 & 4 doz. . .  48 
S herry  Cobbler, 8 oz. . .  32
S pear H ead, 12 oz..........  44
S p ea r H ead, 14 2-3 oz. 44
S pear H ead , 7 oz...........  47
Sq. Deal, 7, 14 an d  28 lb. 30 
S ta r, 6, 12 & 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 alk , 14 oz. . .  31 
Y ankee Girl, 12 &  24 30

S crap
All Red, 5c ...................  6 76
Am. U nion S c rap  . . . .  5 40
B ag P ipe, 6 c .................  6 88
C u tlas, 2% oz...................  26
Globe S crap , 2 oz...........  30
H ap p y  T h o u g h t. 2 oz. 30 
H oney  C om b S crap , 5c 6 76 
I lo n e s t S crap , 5c . . . .  1 55 
Mail Pouch, 4 doz. 5c 2 00
Old Songs, 5c ...............  5 76
o ld  T im es, % gro . . .  6 60 
P o la r B ear, 5c, % gro. 5 76 
Red B and, 5c % gro. 5 76 
Merl M an S crap  5c . .  1 42
S crapp le , 5c p k g s ................ 48
S ure  S hot, 5c 1-6 gro . 5 76 
Y ankee G irl Scrap , 2oz. 5 76 
P an  H an d le  Scrp  % gr. 5 76 
P eachy  S crap , 5c . . . .  5 76 
I ’nlon W o rk m an  2% 6 00

Sm oking
All Leaf, 2% & 7 os. 30
RB. 3% oz.......................  6 00
BB. 7 oz..............................12 00
BB. 14 oz......................... 24 00
B agdad. 10c t in s  . . . .  11 52
B adger, 3 oz..................... 5 04
B adger, 7 oz................ 11 52
B anner, 60 ................... 5 76
B anner, 20c .................. 1 60
B an n er, 40c ................. 3 20
Bfelwood, M ix ture , 10c 94
B ig Chief, 2% oz. . .  6 00 
B ig C hief. 16 oc. . . . .  M
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Smoking

B ull D u rh am , 5 c ......... 5 85
B ull D u rh am , 10c . . .  11 52 
Bull D u rh am , 15c . . .  17 28 
B ull D u rh am , 8 oz. . .  3 60 
B ull D u rh am , 16 oz. . .  6 72
B uck  H o rn , 5c ........... 5 76
B u ck  H o rn , 1 0 c ...............11 52
B ria r  P ipe, 5c ...........  6 00
B r ia r  P ipe , 10c ......... 12 00
B lack  Sw an, 5 c ............  5 76
B lack  Sw an, 14 oz. . .  3 50
Bob W h ite , 5c ........... 6 00
B ro therhood , 5c ........... 6 00
B ro therhood , 1 0 c ------  11 10
B ro therhood , 16 oz. . .  5 05
C arn iva l, 5c ................... 5 70
C arn iva l, % oz ...............
C arn iva l, 16 oz...............
C ig a r C lip’g. Jo h n so n  
C ig a r C lip 's- S eym our 
Id e n tity , 3 & 16 oz. . .  
D arby  C ig a r C u ttin g s  4 
C o n tin en ta l C ubes, 10c
C orn  C ake, 14 oz............. 2
C om  Cake, 7 oz.............. 1
C om  Cake, 5 c ...............5
C ream , 50c pa lls  . . . .  4 
C uban  S ta r , 6c foil . .  5 
C uban S ta r , 16 oz pa ils  3
C hips, 10c .....................  10
D ills B est, 1% oz..........

gills B est, 3% oz...........
Ills B es t, 16 o z ...........

D ix ie  K id , 5c ...........

gu k e’s  M ix., 5c ........... 5
u k e’s  M ix, 10c .

D uke’s  C am eo, 5c
D rum , 5c .......................  f
F . F . A. 4 oz.
F . F- A. 7 oz.
F ash io n , 5c ...................  6
F ash io n , 16 oz...............  5
F ive  B ros., 5c ........... 5
F iv e  B ros., 10c ........
F ive  c en t c u t P lug
F  O B  10c ...................  11
F o u r R oses, 10c . •. •
F u ll D ress, 1% oz.
G lad H an d , 5c

39
40 
30 
30 
30 
50 
90 
55 
45 
76 
70
76
72 
30 
79
77
73 
48 
76

11 52 
5 76 

76 
04

11 52
6 00
5 28
5 76

10 53
29

11 52
96
72
48

Gold B lock,_10c . . . . .  12 

5

00 
70 
76 
42 
94 
85 
76 
96 
50 
76 
00 
38 
10 
90 
00 
00 
45 
16 
52 
76 
76 
28 
96

10 80 
38 

11 52 
5 76 

50 
76 
96 
92_____  00

N ig g er H a ir , iOc . . . .  10 70 
N ig g e r H ead , 5c . . . .  5 40 
N igger H ead , 10c . . . .  10 56
Noon H our, 5c ............. 48
Old Colony, 1-12 gro. 11 52
Old Mill, 6c ...................  5 76
Old E n g lish  C urve l% oz. 96
Old C rop 6c ...................  5 76
Old Crop, 25c ...............  20
P. R., 8 oz. 30 lb. cs. 19 
P . S.. 8 oz., p e r  gro. 5 70
P a t  H an d , 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 r s o n  Seal, 16 oz. 5 00
P eerless , 5c ...................  5 76
P eerle ss , 10c c lo th  . .  11 52
P eerle ss , 10c p a p e r  ..10  80
P eerle ss , 20c ...........  2 04
P eerle ss , 40c ............ 4 08
P laza , 2 gro. c s ..........  5 76
Plow  Boy, 5c ............ 5 76
P low  Boy, 10c ........... 11 40

Gold S ta r . 50c pall 
G all & A x N avy , 5c
G row ler, 5c ...................
G row ler, luc .................
G row ler, 20c ...............  1
G ian t, 5c .......................  »
G ian t, 40c .......................  3
H an d  M ade. 2% oz. . .
H aze l N u t. 5c ...............  5
H oney  D ew, 10c . . . .  12
H u n tin g , 5c ...................
I  X  L . 5c .......................  6
I X  L ,, In p a i l s ...........  8
J u s t  S u its, 5c ...............  5
J u s t  S u its, 10c ........... 12
K iln  D ried . 25e ...........  2
K in g  B ird, 7 oz................. 2
K in g  B ird , 10c ...........  11
K in g  B ird , 5c ...............  5
L a  T u rk a , 5c ...............  &
L ittle  G ian t, 1 lb ..........
L ucky  S trik e , 10c . . .
L e  Redo, 3 oz...........
L e  R edo, 8 & 16 oz 
M yrtle  N avy , 10c . . . .
M yrtle  N avy , 5 c .........
M ary land  Club, 5c . . .
M ayflow er, 5c ...............  5
M ayflow er, 10c .............
M ayflow er, 20c .............  1
N igger H a ir, 5 c ...........  6
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Plow  Boy, 14 >Z..............4
P ed ro , 10c ...................  H
P rid e  of V irg in ia . 1%
Pilo t. 6« ...........................  K
P ilo t, 14 oz. Sot.
P rin ce  A lbert, 5c . . . .  **
P rin ce  A lbert, 10c . . . .  96
P r in ce  A lbert, 8 oz. . .  3 84 
P r in ce  A lbert, 16 oz. . .  7 44 
Q ueen Q uality , 5c . . .  • 4«
R ob Roy, 5c foil ----- 5 76
Rob Roy, 10c g ro ss  ..10  »•?
R ob Roy, 25c doz.......... 2 l ft
Rob Roy, 50c doz.......... 4 i f'
S. & M.. 5c g ro ss  ----- 5 76
R  Sc M., 14 oz., doz. . .  3 20 
Sold ier Boy. 5c g ro ss  5 7t 
S o ld ier Boy. 10c . . . .  10 50

P ilo t, 7 oz. doz...........  1 05
S oldier Boy, 1 lb .......... 4 75
S w eet C aporal, 1 oz. . .  60
S w eet L o tus, 5 c ...........6 00
S w eet L o tus, 10c . . . .  12 00 
Sw eet L o tu s, p e r  dz. 4 35 
S w eet R ose, 2% os. . .  30 
S w eet T ip  Top, 6c . .  60 
S w eet T ip  Top, 10c . .  1 00 
Sw eet T ips, % gro . . .  10 08
Sun C ured , 10c ............. 98
S u m m er T im e, 5c . . . .  6 76 
S u m m er Tim e, 7 oz. . .  1 65 
S u m m er T im e, 14 oz. 3 60 
S tan d a rd , 5c foil . . . .  6 76 
S tan d a rd , 10c p a p e r  . .  8 64 
Seal N . C., 1% c u t p lug  70 
Seal N . C. 1% G ran . 63 
T h ree  F e a th e rs , 1 oz. 48 
T h ree  F e a th e rs , 10c 11 52
T h ree  F e a th e rs  a n d  

P ip e  co m b in a tio n  . .  2 25 
T om  Sc J e r ry ,  14 oz. . .  3 60 
T om  &  J e r ry ,  7 oz. . .  1 80
Tom  & J e r ry , 3 oz..........  76
T ro u t L ine, 5c ........... 5 9C
T ro u t L ine, 1 0 c ........... 11 00
T u rk ish , P a tro l , 2-9 5 7«
T uxedo, 1 oz. b ag s  . .  48
T uxedo , 2 oz. tin s  . .  96
T uxedo, 20c ...................  1 90
T uxedo, 80c t in s  ----- 7 45
T w in O aks, 10c ........... 96
U nion L eader, 50c . . . .  5 10 
U nion L ead er, 25c . .  2 60 
U nion L eader, 10c . .  11 52
U nion L ead er, 6 c .........6 00
U nion W o rk m an , 1% 5 76
U ncle Siam, 10c ......... 10 80
U n d e  Sam , 8 oz........... 2 25
U. S. M arine, 6c ----- 5 76
V an B ibber, 2 oz. tin  88
V elvet, 5c pouch ----- 48
V elvet, 10c t in  ...............  96
V elvet, 8 oz. t in  ----- 3 84
V elvet, 16 oz. can  ----- 7 68
V elvet, com bina tion  cs 5 75
W a r  P a th , 5c ............... 6 00
W a r P a th , 2 0 c ................. 1 60
W ave L ine, 3 oz........... 40
W ave L ine. 16 oz..........  40
W ay  up, 2% oz. . . . . . .  5 75
W ay  up. 16 oz. p a ils  . .  ¿1
W ild  F ru it.  5 c ............... 5 76
W ild  F ru it ,  10c ......... 11 22
Y um  Yum , 5c ............... 6 00
Y um  Y um , 10c ......... 11 52
Y um  Yum , 1 lb., doz. 4 80

T W IN E
C otton . 3 p ly  ...............  24
C otton , 4 p ly  ...............  24
J u te ,  2 p iy  ...................  14
H em p, 6 p l y ................... 13
F lax , m edium  ...............  24
W ool, 1 lb . b a le s  . . .  9%

V IN EG 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 ar & Pickle 

Co’s  B rands. 
H ig h lan d  app le  c id e r 22 
O ak land  app le  c id e r 16 
S ta te  Sea l s u g a r  . . . .1 4  
O ak land  w h ite  p ick ling  10 

P a c k ag e s  free.
W IC 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 ask e ts

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 edium  ........... 3 00
S plin t, s m a l l ................... 2 75
W illow , C lothes, la rg e  8 25 
W illow , C lothes, sm all 6 75 
W illow , C lothes, m e ’m  7 50

B u tte r  P a te s  
O vals

% lb., 250 in  c ra te  . . . .  35 
% lb., 250 in  c ra te  . . . .  85
1 lb ., 250 in  c ra te  .........40
2 lb .. 250 in  c ra te  .........60
3 lb ., 250 in  c r a t e ...........70
5 lb., 250 in  c ra te  ........... 90

W ire  E nd
1 lb., 250 in  c ra te  . .  ..35
2 lb., 250 in c ra te  ----- 45
3 lb., 250 in  c ra te  ___  55
5 lb., 250 in  c ra te  ___  65

C hurns
B arre l, 5 ga l., each  . .  2 40 
B arre l 10 gal., each  ..2  55

C lothes P in s  
Round H ead
4% inch, 5 g ro ss  ........... 65
C arto n s, 20 2% doz. bxs 70 

Egg C ra te s  and  F illers  
H u m p ty  D um pty , 12 dz. 20
No. 1 com plete  ............... 40
No. 2, com ple te  ...............  28
C ase No. 2, fillers, 15

s e ts  ...............................  1 35
C ase, m edium , 12 s e ts  1 IB

F a u ce ts
C ork  lined , 3 in ...............  70
C ork  lined, 9 in ...............  80
C ork  lined , 10 in ..............  90

Mop S ticks
T ro ja n  sp rin g  ...............  90
E c lip se  p a te n t  sp rin g  85
No. 1 com m on ...............  80
No. 2 p a t .  b ru sh  h o ld e r 85
Id ea l No. 7 ................. 85
121b. co tto n  m op h e ad s  1 45

P a lls
2-hoop S ta n d a rd  . . . .  2 00
2- hoop S ta n d a rd  . . . .  2 25
3- w ire  C able ..........  2 80
F ib re  ................................ 2 40
10 q t. G alvan ized  . . . .  1 70 
12 qt. G alvan ized  . . . .  1 90 
14 q t. G alvan ized  . . . .  2 10

T o o th n lck s
B irch , 100 p ack ag es  . .  2 00
Id ea l .................................. 85

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, wood .......................  80
R at. sp rin g  ...................  75

T ubs
20-in .S tan d ard , No. 1 8 00 
18-ln. S ta n d a rd , N o. 2 7 00 
16-in. S ta n d a rd , No. 3 6 00 
20-in. Cable, No. 1 . .  8 00
18-ln. Cable, No. 2 ____ 7 00
16-in. Cable, No. 3 . . . .  6 00
No. 1 F ib re  ................16 50
No. 2 F ib re  . .  ..16  00
N o. 3 F ib re  ................13 50
L arg e  G alvan ized  . . .  .5 50
M edium  G alvan ized  . .  4 75 
Sm all G alvan ized  . . .  4 25

W ash b o a rd s
B an n e r Globe ...............  2 50
B rass , S ingle ............. 3 25
G lass, S ingle .............  3 25
Single A cm e .................  3 15
D ouble P e e rle ss  ........... 3 75
Single P e e rle ss  ........... 3 25
N o rth e rn  Q ueen . . . .  3 25
D ouble D uplex  ...........  3 00
Good E n o u g h  ............. 3 25
U n iv e rsa l .......................  3 15

W indow  C leaners
12 in ....................................  1 65
14 in .................................... 1 85
16 in .................................... 2 30

W ood Bowls *
13 in . B u tte r  ..............  1 75
15 in . B u tte r  ..............  2 50
17 in. B u tte r  ..............  4 75
19 in. B u tte r  ..............  7 50

W R A P P IN G  P A P E R
C om m on S traw  ........... 2
F ib re  M anila, w h ite  . .  3 
F ib re  M anila, co lored  4
No. 1 M an ila  .................  4
C ream  M an ila  ...............  3
B u tc h e rs ’ M an ila  . . . .  2% 
W ax  B u tte r , sh o r t c 'n t  10 
W ax  B u tte r , fu ll c o u n t 15 
W ax  B u tte r , rolls . . . .  12

Y E A ST  C A K E
M agic, 3 doz.................. 1 15
S unligh t, 3 doz ..................1 00
S un ligh t, 1% doz...........  50
Y east F oam , 3 doz. . .  1 15 
Y east F oam , 1% doz. 58

YOURS »TRULY L IN E S.
P o rk  an d  B ean s 2 70@3 60
C ondensed Soup 3 25 @3 60
S alad  D ress in g 3 80 @4 bu
A pple B u tte r  . . . @3 80
C atsu p  ............... 2 70@6 75
M acaron i ........... .1 70@2 35
Spices ................. 40® 85
H erb s  ................... 9 75
E x tra c ts  ............. @2 25
Chili P o w d e r . . 85@2 12
P a p r ik a  ............... @ 85
C elery  S a lt . . . . @ 85
P o u ltry  S easo n in g 85 @1 25
P rep a re d  M u sta rd @1 80
P e a n u t B u tte r 1 80@2 80
Rolled O a ts  . . . 2 90@4 15
D o u g h n u t F lo u r 4 05@4 50

A X L E  G R EA SE

1 lb. boxes, p e r g ro ss  9 00 
3 lb. boxes, p e r  g ro ss  24 00

BAKING PO W D E R  
Royal

10c sixe . .  90 
%Ib can s  1 35 
6 oz. c an s  1 90 
% lb . c an s  2 50 
% lb can s  3 75 
l ib  c an s  4 80 
31b c an s  13 00 
5Tb can s  21 50

CIGARS
Jo h n so n  C ig a r Co.’s B ran d  
D u tch  M as te rs  C lub 70 00 
Dutch M as te rs  G rande  68 00 
D u tch  M astes, P an . 68 00 
L ittle  D u tch  M as te rs

(300 lo ts )  .................  10 00
Gee J a y  (300 lo ts) ..1 0  00
E l P o r ta n a  .................  33 00
S. C. W .....................  32 00
Jo h n so n ’s  H obby  . .  32 Ot
Jo h n so n ’s  As I t  Is  ..33  00

W orden  G rocer Co. B ran d s  
C an ad ian  Club

L ondres, 50s, wood . . 35
L ondres, 25s, t in s  . . . .  35
L ondres, 300 lo ts  . . . .  ll<

W h ite  H ouse, 1 lb . .  
W h ite  H ouse, 21b ..  
E xcelsio r, B lend, l ib  
E xcelsior, B lend, 2Tb 
T ip  Top, B lend, l ib
Royal B lend ...............
R oyal H igh  G rad e  . .
S u p erio r B lend .........
B oston  C om bina tion  .

D is trib u te d  by  Judoon  
G rocer Co., G ran d  R ap id s; 
L ee  & C ady, D e tro it;  S y
m ons B ros. St Co., S ag i
n aw ; B row n, D av is  St W a r 
ner, J ac k so n ; Gods m ark , 
D u ran d  Sc Co., B a ttle  
C reek ; F i el b ach  Co., T o 
ledo.

OLD M A STER  C O F F E E .

Old M a s te r  Coffee .........31
S an  M arto  Coffee ...........

R oyal G ard en  T ea , p k g s  40 
T H E  BOUR CO., 

TO L E D O , OHIO.

S A F E 8

F u ll line  of Are a n d  b u r 
g la r  p roof s a fe s  k e p t In 
s to ck  b y  th e  T rad esm an  
C om pany. T h ir ty -f lv e  sizes 
a n d  s ty le s  on h a n d  a t  a ll 
tim es—tw ice  a s  m an y  sa fes  
a s  a re  c a r r ie d  b y  a n y  o th e r  
house  in  th e  S ta te . I f  you 
a re  un ab le  to  v is it  G rand  
R ap ids  an d  in sp ec t th e  line  
personally , w rite  fo r  quo
ta tio n s .

SO A P
L a u tz  B ros .’ & Co.

A cm e, 30 b a rs  ........... 4 00
A cm e, 25 b a rs , 75 Tbs. 4 00 
A cm e, 25 b a rs , 70 lbs. 3 80 
A cm e, 100 cak es  . . . .  3 20 
B ig  M aste r, 100 b locks 4 00 
C ream  B orax , 100 cks 3 85
G erm an  M ottled  ___  3 15
G erm an  M ottled , 5bx. 3 15 
G erm an  M ottled , 10 b. 3 10 
G erm an  M ottled , 25 b. 3 05 
L a u tz  N a p h th a  100 ck. 3 85 
M arseilles , 100 cak es  6 00 
M arseilles , 100 cks. 5c 4 00 
M arseilles , 100 ck. to il 4 00 
M arseilles , % bx  to il 2 10 

P ro c to r  & G am ble Co.
L enox  .............................  3 20
Ivory , 6 oz....................  4 00
Ivory , 10 oz.................... 6 75
S ta r  ..................    3 35

S w ift & C om pany
S w ift’s P r id e  ...........  3 15
W h ite  L a u n d ry  ......... 3 75
W ool, 6 oz. b a rs  . . . . 4  00 
W ool, 10 oz. b a rs  . . . . 6  65 

T rad e sm a n  Co.’s  B ran d
B lack  H aw k , one box 2 50 
B lack  H aw k , five bx s  2 40
B lack  H aw k , te n  b x s  2 25 

A. B. W ris ley
Good C h ee r .................  4 00
Old C o u n try  ...............  2 40

S couring
Sapolio, g ro ss  lo ts  . .  9 50 

.Sapolio , h a lf  gro. lo ts  4 85 
Sapolio, sing le  boxes 2 40
Sapolio, h an d  ............... 2 40
Scourine, 50 cak es  . .  1 80 
Scourine, 100 c ak es  . .  3 50 

Soap C om pounds 
Jo h n so n ’s  F ine , 48 2 3 25 
Jo h n so n ’s  X X X  100 5c 4 00
R ub-N o-M ore  ............. 3 85
N ine  O’clock ...............  3 50

W ash ing  P ow ders
A rm o u r’s  .....................  3 70
B a b b itt’s  1776 ............. 3 75
Gold D u st, 24 la rg e  . .4 3 0  
Gold D ust, 100 sm all 3 85
K irko line , 24 41b............ 2 SO
L a u tz  N a p h th a , 60s . .2  4C 
L a u tz  N a p h th a , 100s 3 75
P e a rlin e  .........................  3 75
R oseine .........................  3 50
Snow  Boy, 24s fam ily

size  ............................ 3 75
Snow  Boy, 60 5c ___ 2 40
Snow  Boy, 100 5c . . . . 3  75
Snow  Boy, 20s ........... 4 00
S w ift’s P rid e , 24s ___ 3 55
S w ift’s P rid e , 100s . . . 3  65 
W isdom  ..................... S 3 30

T h e on ly
5 c

C l e a n s e r
G uaranteed  to  

equal the  
best l i e  kinds

89 - C A N S - $2.89

Conservative investors Patronize 
Tradesman Advertisers

Public Seating for all Purposes
World's Largest Exclusive Manufacturers 

Church Furniture of Character
Being the only exclusive designers and builders of 

Church Furniture we are known as an authority on this 
subject. Your building committee should have our 
book Y-4.

American Steel Sanitary Desks
Built of steel to withstand strain. All parts are electric welded into on: 
indestructible unit. Your school board should have our illustrated book B-C.

Motion Picture Theatre Seating
Highest in quality, lowest in price. World’s largest m anufacturers of exclusive designs in 
opera chairs. Send floor sketch for FREE SEATING PLAN and book B-C-l.
I  ( ■ l i y n i f l i v n  We specialize Lodge. Hall and
L U U y v  I  U f f i  I f  U l v  Assembly seating. Our long

experience has given us a 
knowledge of requirements and how to meet them. M any styles in 
stock and built to order, including the more inexpensive portable chairs, 
veneer assembly chairs, and luxurious upholstered opera chairs. W rite 
for book B-C-!i.

American Seating Company
218 S. W abash  A ve., C hicago

G rand Rapids N ew  Y ork  B oston Philadelphia
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BUSINESS-WANTS DEPARTMENT
Advertisements inserted under this head for two cents a word the first insertion and one cent a word for each subsequent 

[' continuous insertion. No charge less than 25 cents. Cash must accompany all orders.

1___ _____

BU SIN E S S CHANCES.

G rocery  an d  h a rd w are , f irs t-c la s s  s tan d  
in r ic h e s t fa rm in g  co m m u n ity  in  O hio; 
la s t y e a r ’s sa les  $15,000; s to ck  w ill In 
voice $3,500; only one co m p e tito r in eacn  
line; tin n in g  a n d  p lum bing  bu s in ess  in 
connec tion  if w a n ted ; u p - to -d a te  to w n ; 
n a tu ra l  g a s ; no poor o r unem ployed ; 
w ill sell bu ild ing  o r re n t ;  bu s in ess  can  
be in c rea sed ; m ostly  c ash ; b e s t re aso n s  
fo r selling ; p rin c ip a ls  only. A ddress 
F razee  B ros., T iro , O. 92

F ir s t- c la s s  livery  bu sin ess  fo r sale , 42 
horses, 30 rig s  an d  30 sadd les. In  fa c t, 
ev e ry th in g  th a t  is  req u ired  in  m ak in g  a n  
u p - to -d a te  liv e ry  business . W ill g u a r 
a n te e  30 p e r cen t, on a n  in v e s tm e n t of 
$8,000. One of th e  b e s t  p ro positions  on 
th e  Pacific  coast. A d d ress  W . J . C ar-
te r, M ontecito , C ali. _ _ _____  90

F o r  Sale—Sm all f ru i t  fa rm , n ice  c o t
tage , o th e r  bu ild ings, good well, s tro n g  
sp ring , 100 tre e s  b e a r in g  ch errie s , 280 
la rg e  app le  tre e s . F in e  location , close 
to  m a rk e t. A ddress  No. 89, c a re  M ichi
g an  T ra d e s m an. _________  83

F o r Sale—8 x  10 ice box, S tru n s  m ake, 
good cond ition . C an  u se  fo r  m e a ts  o r 
vegetab les. A b a rg a in . E p ley  & M c-
L ean , M t. C lem ens. M ich.___________ 88

F o r R en t—A s to re  bu ild in g  24 x  100 
fee t, on m ain  business  s tre e t ,  good lo ca 
tion , could be used  fo r  an y  k in d  of 
business. H as  e lec tr ic  lig h ts  a n d  c ity  
w a te r . R en t v e ry  reaso n ab le , a t  B oyne
C ity, M ich., I. N urko . _____ ______ 87

M erchand ise  L oca tion  F o r  R en t—M od- 
e rn  b rick  b asem en t, w areroom , sh e lv in g  
a ll in ; b e s t  c o rn e r location , c o u n ty  s e a t  
tow n ; reasonab le . J .  A. B eck e tt,
G reen sb u rg , K a n .____________________ 86

W an ted —Good m an  calling  on h a rd 
w are , fu rn itu re , c a rp e t a n d  g e n e ra l 
s to re s  in  m iddle s ta te s .  Good com m is
sion. L a P o r te  M fg. Co., Box 124, L a -
P o r te, In d ian a .________________________85

F o r Sale—-F irs t-c la ss  s to ck  of d ry  
goods, invoices a t  n e t cost, $6,000. F in e  
location , to w n  6,000. A ddress  Box 578,
S av an n a , 111. ______________________ 98

W e have  sev e ra l f irs t-c la s s  fa rm s  to  
exchange  fo r  g e n e ra l s tocks, fro m  $2,500 
to  $30,000. W h a t h av e  you? A ddress L. 
E . S herred , 69 P o r te r  B lock, G ran d  R a p 
ids, M ich. 97

U n d e rta k in g  an d  re a l e s ta te  fo r sale. 
Good s tan d , good reaso n  fo r selling . A d
d re ss  F ra n k  F. Z essau , F a rm in g to n ,
Mich.__________________________________ 99

A few  good q u a r te r  sec tio n s  of lan d  
in N o rth  D a k o ta  an d  M in n eso ta  to  e x 
ch an g e  fo r m erch an d ise . W ould  con 
s id e r tra d e  from  m e rc h a n ts  w h o  a re  
o v e r-s to ck ed  and  could sp a re  from  $2,000 
to  $4,000 w o rth  of goods. F. H . H elvey , 
16 S ou th  9th St., M inneapolis, M inn.

95
F o r  Sale—U p -to -d a te  b a k ery  w ith  

build ing . E a sy  te rm s . H av e  o th e r  b u s i
n e ss  re q u irin g  a tte n tio n . Jo s. Loev, 1012
College Ave.. A ppleton , W is.________ 94

S a lesm an —Do you w a n t $12 a  d ay  
sideline  w o rk in g  sm all to w n s on jew elry  
p rem iu m s on punch  board  d ea ls?  W e s t
ern  Jew e lry  & N ovelty  Co., H u n te r  
B ldg., C hicago. 93

F o r sa le — T h e  e n tire  o u tfit of th e  
Jo h n  T. B ead le  Co., of T rav e rse  C ity, 
M ich., m u s t be  closed o u t w ith in  th e  
n e x t th ir ty  days, c o n sis tin g  of sadd le ry  
an d  sad d le ry  h a rd w a re  S ew ing  m a 
ch ines, m ach in es  an d  a ll shop tools, 
office fu rn itu re  a n d  safe, co u n te rs , fix
tu re s  an d  show  cases  a n d  a ll o th e r  a r t i 
cles belong ing  to  th is  fa c to ry . A sp len 
did chan ce  fo r any o n e_w ish in g__to _co n 
tin u e  th is  b u s in ess.   91

W an ted — A ta ilo r  to  loca te  a t  M on
tag u e , M ichigan, from  3,000 to  5,000 
people tr ib u ta ry . A good lo ca tio n  fo r 
a lau n d ry  an d  a n  u n d e rta k e r . A ddress 
S ec re ta ry , B u sin ess  M en’s L eague , M on-
ta g ue, M ich. ____________________84

F o r Sale—A t once, $12,000 shoe stock . 
R eason fo r selling, d e a th  of th e  ju n io r  
p a r tn e r  an d  th e  ill h e a lth  of th e  senior. 
B een e s tab lish ed  th ir ty  y ears . H e w itt
& Son, Colom a, M ich.________________83

F o r Sale—O ne-half in terest in  the  
plum bing and heatin g  business of T. P . 
Corboy &  Co.. A llegan, M ichigan; m ust 
be experienced m an w ho w ants to  g ive  
his tim e to an established business; stock  
w ill inventory about $2,000. E . W .
S to ne, A dm r., A llegan, M ich.______ 82___
“ G rocery  an d  m e a t m a rk e t fo r  sale,
s to ck  an d  fix tu res  invoice a b o u t $1,200. 
A ddress  920 E m m et S t., P e to sk ey , M ich.

An o p p o rtu n ity  to  engage  in  th e  d ru g  
bu s in ess  in G rand  R ap ids. A good loca
tion  in  a  H o llan d  ne ighborhood  fo r th e  
r ig h t m an . M u st be cap ab le  a n d  ab le  
to  sp eak  H olland . A y o ung  H o llan d e r 
p re fe rred . A ddress No. 76, c a re  T ra d e s 
m an.

F o r Sale— S tock  of H a rd w are , fine 
o p p o rtu n ity . A ddress O w ners. P la t t  &. 
B ridgm an , W illiam sfie ld , O. 75

F a rm s  an d  incom e p ro p e rtie s  e v e ry 
w h e re  fo r  m erchand ise . R ea l E s ta te  
E xchange , C atesby , Okla. 999

F o r Sale—O n e-h a lf  in te re s t  in e le 
v a to r, coal an d  lu m b e r y a rd . B u y er 
ta k e  ch a rg e  of business. P ro sp e c ts  e x 
cellen t. P ro sp e ro u s  fa rm in g  coun try . 
U nu su a l o p p o rtu n ity . A ddress No. 71, 
c a re  T rad esm an . 71

F o r Sale—G eneral m erch an d ise  b u s i
ness, ex cep t g roceries, w o rth y  yo u r 
p ro m p t in v estig a tio n . P re s e n t a n d  fu 
tu re  cond itions  fine, do ing  $38,000 cash  
b usiness, s to ck  invoices $12,000 a n d  w ill 
be k e p t in A1 cond ition  u n til  sold. F o r 
p a r tic u la rs  a d d re ss  Box 506, H elper,
U tah .__________________________________ J70_ _

Shoe s to ck  fo r  sale . B est loca tion  in  
good tow n 2,000. S m all s to ck  w ell a s 
so rted . N o re a l com petition . O the r 
b u s in ess  re q u ire s  a tte n tio n  of ow ner. 
A ct now. A ddress  Shoes, c a re  T ra d e s 
m an . 69

F o r Sale—O verland  au tom ob ile , 1914 
m odel, e le c tr ic  s t a r te r  an d  lig h ts ; m uch 
e x tra  eq u ip m en t; fin ish  p e rfe c t; fine p e r 
fo rm er. R un  460 m iles. H av e  o th e r  use  
fo r th e  m oney invested . W . D. C ram er, 
B ig R ap ids, M ich. 68

D ru g  stoCk an d  fix tu re s  m u s t be  sold 
a t  once. Good loca tion  in p rog ressive  
tow n. O w ner’s d ea th , re aso n  fo r  selling. 
F o r  fu r th e r  in fo rm a tio n  and  te rm s  a d 
d re ss  H . S. Fox , C en tra l L ake , M ich.
________________________________________ 67

F o r Sale—G eneral s to ck  in v en to ry in g  
a b o u t $4,000 in  th r i f ty  tow n of 700 peo
ple. S to re  bu ild ing , fix tu res, b a rn , feed 
sh ed  an d  w areh o u se  can  be re n te d  fo r 
$40 p e r m o n th . Good open in g  fo r m ea t 
m a rk e t in re a r  of s to re . C an do $30,000 
b u s in ess  on $6,000 stock . T e rm s, s a t i s 
fa c to ry  to  good m e rc h a n t. J . W . C ruse, 
H onor, M ichigan. 66

N ote  head , envelopes o r card s, p re 
p a id ; 75c fo r 250; $1.90 p e r  1,000. A uto  
p ress, W ay lan d . M ich. 65

F o r Sale—S team  lau n d ry  w ith  b u ild 
ing, in good tow n  in S o u th e rn  M ichigan, 
p rice  $1,500 cash . An ideal p lace in 
su m m er fo r fishing, h a v in g  tw o  good 
lakes. A ddress  F . D. M cC rum , Colon,
M ich. ___________________ ' 64

F o r Sale—O nly d ru g  s to re  in good 
tow n  in  th e  T hum b. Good business. 
S ickness  re a so n  fo r  selling . R ea l e s 
ta te  o r b an k ab le  p ap er considered . D ru g -
g is t. Box 5, Ubly, M ich._____________61

F u rn itu re  s to re  fo r sale , an n u a l sa le s  
$30,000, s to ck  $7,000. A nyone looking  fo r 
a  good e s tab lish ed  bu s in ess  in C hicago, 
it  w ill p ay  you to  in v e s tig a te  th is  offer. 
A ddress  O w ner, W . S. M cClave, 11336
M ich igan  Ave., C hicago, 111. 60

F o r Sale—A b e au tifu l soda  fo u n ta in , 
w ith  8 ft. b a ck  bar, tr im m ed  w ith  fines t 
M exican  onyx, th e  w ork  b o ard  of b e s t 
G erm an  silver. A sn ap  if ta k e n  a t  once. 
F o r  p rice  an d  te rm s  ap p ly  to  T. D. 
L overing , c a re  J . H . A llen & Co., A llen 
S quare , S t. P au l, M inn. 59

F o r  Sale—Good p ay in g  d ru g  s to re ; wel 
located . A ddress  T h e  A lger D ru g  Store. 
A lger, Ohio. , 56

F o r Sale—Good c lean  s to ck  shoes and  
fix tu res, in v e n to ry in g  a b o u t $2,300. A d
d re ss  Box 162, B eld ing , M ich. 54

F o r  Sale—G en era l s to re , postoffice, 
h o te l an d  liv e ry  connec tion . D oing fine 
business. Good rea so n s  fo r selling. A d
d re ss  P e te r  C h ris ten sen , B ite ly , M ich.

52
F o r Sale  or R en t—S u b s ta n tia l tw o- 

s to ry  b rick  s to re  bu ild ing  in C annelton , 
P e rry  C ounty , In d ian a . Good opening . 
M igh t exch an g e  fo r a  fa rm . P rice  and  
te rm s  rig h t. A ddress F ra n k  P. C leve
land , 1261 A dam s E x p re ss  B ldg., C hi- 
cago. 111._________________________ 40

C om plete  S team  P la n t—O ne A llis- 
R eynolds engine, 14 x  36, w ith  condensor, 
oil cups, etc. Tw o h o rizo n ta l tu b u la r  
bo ilers , 60 x  168 inches, w ith  feed  pum ps 
p ip ing , e tc . O ne H oppes feed w a te r  
p u rifie r a n d  h e a te r . Tw o sk im m ers . T he 
above can  be seen  in da ily  opera tion  
in o u r mill, a ll in p rim e  cond ition  and  
w ill be sold e n tire  o r in  p a r t  a t  a  very  
low price . In v e s tig a te  th is  an d  w rite  
T h e  T h o m an  M illing Co., L an sin g , M ich.

53
W e b u y  fo r cash  m erch an d ise  of all 

k inds. D iscon tinued  lines o r w hole 
s to ck s . S easonab le  o r  n o t seasonab le  
S a le sm en ’s sam ples, b ro k en  lines, s t ic k 
ers , e tc . P r ic e  th e  only  conside ra tion . 
Send u s  th e  goods by  fre ig h t p rep a id  
an d  w e w ill m ak e  you an  im m ed ia te  
cash  offer. I f  sam e  is  n o t s a tis fa c to ry , 
w e w ill r e tu rn  goods a n d  p ay  fre ig h t 
g o ing  back. C orrespondence  in v ited . E . 
F a n tu s  B ro th e rs , 525 So. D earb o rn  St., 
C hicago. 48

A good re s ta u r a n t  an d  b a k ery  w ith  
a  good p a tro n a g e  in a  good tow n in 
M ichigan. A ddress  Ju dge, care  M ich
ig an  T rad esm an . 80

F o r Sale— L u m b er y a rd  fo r bu ild ing  
tra d e . E s ta b lish ed  tra d e  in  th e  b e st c ity  
in  th e  U n ited  S ta te s . A ddress W arren  
R oss L u m b er Co., J am es to w n , N. Y.
_____________________________________  73

F o r  Sale—Sm all f ru it  fa rm , 17 a c re s  
fru it.  Good g ro ce ry  s to ck  w o rth  $1,000, 
ta k e n  on p rice . A ddress 49, c a re  T ra d e s 
m an . 49

W an ted —M an w ith  $5,000 to  in v est in 
a  re liab le , p ro fitab le  business, a cc o u n t
a n t  p re fe rred . Good sa la ry  an d  m em ber 
o f m an ag in g  board . M ust be  w ell re c 
om m ended. A ddress  C ondensary , care  
T rad esm an . 45

Only bak ery , 288 loaf po rtab le  oven in 
connec tion  w ith  co n fectionery  an d  g ro 
cery , good fix tu res, long  lease , ch eap  
re n t. D oing a  c ash  trad e . M ust be sold 
a t  once on a cco u n t o f s ickness. W ill 
req u ire  ab o u t $800 or $1,000. T rifle rs  
need n o t w rite . Box 123, B ainb ridge , 
Ohio. 44

T u rn  y o u r bad acco u n ts  in to  good, 
ready  m oney, a t  o u r r is k ; you p ay  us 
a b so lu te ly  n o th in g  u n less  w e ac tu a lly  
p u t m oney in to  yo u r p ocket; s to re  bills, 
notes, re n ts , w ages, c la im s o f a ll k inds  
collected  on p e rcen tag e , an y w h ere . W rite  
fo r o u r r a te  card . I t ’s free . T he  C en 
tra l  M ercan tile  A gency, 1624 P le a sa n t 
St.. C inc innati, Ohio. 41

Y oung m an  in  30s, m arried , w ishes  to 
in v est $100 to  $1,000 w ith  serv ices ; an y  
re liab le , leg itim a te  bu sin ess  th a t  will 
s tan d  in v e stig a tio n : b est re fe ren ces  g iv 
en. A ddress Box 11, C ham paign , 111.

____________ 36
D ru g  S tore—H av e  th e  b e st d ru g  and  

g roce ry  p roposition  in  th e  S ta te , in 
c o u n try  tow n  of seven  hundred . F o r 
fu r th e r  in fo rm atio n  w rite  161 H ag u e  
Ave.. D e tro it, M ich. 33

E xclusive  agency  w a n ted  fo r S tan d a rd  
salab le  line in th is  te rr i to ry . G ive p a r 
ticu la rs . A ddress T ., P. O. Box 259, 
F o rt W ayne , In d ian a . 30

F o r Sale— S to re  an d  g en era l m e rch an 
d ise, in v en to ry  $15,000. Sales fo r y e a r  
$45,000. L oca ted  in b e st c a t tle  co u n try  
in M ontana . S to re  bu ild ing  an d  w a re 
house w o rth  $6,000. N ew  coun try . Can 
inc rea se  sale s  to  $75,000. R eason  for 
selling , w ish  to  re tire . B est ch an ce  for 
live m an  to  m ake  b ig  m oney ev e r offered. 
A ddress J . P. L ossl Co., W isdom , M ont.

____ 991__
Sales o f m e rch an d ise  by au c tio n  m ade 

in a n y  p a r t  of th e  U n ited  S ta te s  o r 
C anada . I f  you w a n t to  close ou t y ou r 
s to ck  en tire ly  o r red u ce  a n y  po rtion  of 
it. w rite  fo r te rm s  an d  d a te s . E ugene  
H. W illiam s, C om m erc ial A uctioneer, 
M illedgeville. 111. 990

F o r Sale C heap— O n e-h a lf ton  m o to r 
tru ck , 20 h . p., solid tire s . J u s t  the  
th in g  fo r  g ro ce ry  de livery . J a n s e n  & 
Jo o sten , F la n ag an , 111. 51 ,

C hance  To M ake B ig  M oney. F o r 
Sale— A P h a rm a c e u tic a l lab o ra to ry , s tock  
of d rugs, chem icals , m ach in e ry  and  good 
will. A lso pow erfu l chem ica l th a t  h as  
been  tr ie d  o u t s a tis fa c to rily  a s  a g e rm i
cide. an tisep tic , d is in fe c ta n t and  a  p re 
v en tiv e  of co n tag io u s  d iseases. U sed in 
m edicine, su rg e ry , a n im a l in d u s try  an  1 
h o rticu ltu re  a s  d ip s an d  s p ra y s  to  kill 
g e rm s  and  in sec ts . 200 p e r  cen t, profit. 
A bout $8,000 w ill p u rch ase . N o deb ts. 
B ea r close in v estig a tio n . B usiness  can 
rem a in  h e re  o r be rem oved . Old age is 
reason  fo r selling . A ddress W . P ., 384 
U a fay e tte  B lvd., D e tro it. M ich. 32 

F o r Sale—H o te l p ro p e rty , % acre  
fenced, c o rn e r lot. feed  b a rn . F in e  lo
ca tio n  fo r g en e ra l s to re . A ddress Box 
5, L ennon , M ich. 7

F o r Stale—In te rn a tio n a l m o to r w agon, 
fitted  w ith  shelves  to  h and le  g en eral 
m erchand ise . U sed only one season. In 
f irs t-c la s s  condition .. A ddress No. 18. 
c a re  M ichigan  T rad esm an .___________ 18

F o r  Sale— C lean b a z a a r  s to ck  in  best 
c ity . C en tra l M ichigan, low re n t a n d  long 
lease. A ddress B azaa r, S ta tio n  C, D e- 
tro it,  M ich.__________________________ 982

G eneral s to re  in  live ra ilro ad  tow n, 
tw en ty -five  m iles from  G rand  R apids. 
C ash  trad e , (no  c re d it)  $18,000. W ill 
la k e  $4,000 fo r  $4,600 o r will inven to ry . 
A ddress C ash, c a re  T rad esm an . 943

R. E. H icks, m erch an d ise  au c tio n ee r, 
S c ran to n . Iow a. Sales m ade  an y w h ere  in 
th e  U n ited  S ta te s  an d  C anada . 971

A s to ck  of c lo th in g  to  exchange  fo r 
s tock  of d ry  goods, fu rn ish in g s  o r shoes. 
A d d ress C loth ing , c a re  T rad esm an . 27

W a n te d —A y o ung  m an  w ho is good 
a c c o u n ta n t, to  ta k e  ch a rg e  of book
keep in g  a n d  c red it d e p a r tm e n t o f a  local 
firm . M ust be  ab le  to  in v e s t five th o u 
san d  to  ten  th o u san d  d o lla rs  in d iv idend  
p ay in g  stock . A ddress  No. 823, care  
T rad esm an . 823

In  th e  m a tte r  of H a n au e r , b a n k ru p t, 
th e  e n tire  s to ck  of g ro ce rie s  a n d  m ea t 
m a rk e t, in v en to ry in g  $2,300, w ill be sold 
a t  public au c tio n , a s  a  whole, on M on
day, A pril 6, a t  2 o’clock a t  th e  s to re , 
294 O ak land  Ave., D etro it, M ich. H aro ld
G oldstrom , T ru stee ,____________  77

F o r Sale—B est g ro ce ry  in Springfield, 
111. S tock  a n d  fix tu res  a ll new  an d  up - 
to -d a te . H ig h -c la ss  trad e . Good loca
tion  an d  reaso n ab le  re n t. A ddress E . 
B. M cAtee. Springfield, 111. 28

F o r  Sale—C lean s to ck  of g e n e ra l m e r
ch an d ise  in  K e n t coun ty , g rav e l road  to  
G rand  R apids. S tock  will invoice ab o u t 
$3,000. T h is  s to re  h a s  pa id  b ig  fo r 19 
years. L oca ted  in  good fa rm in g  section , 
sm all com petition , sp lend id  chan ce  fo r  
good m an  to  s tep  r ig h t In to  p ay in g  b u si
ness. W ill re n t o r sell reasonab le . Could 
use u n incum bered  re a l e s ta te . O th e r 
business. A ddress No. 873, c a re  M ichigan 
T rad esm an . 873

F o r Sale—S tock  of g e n e ra l m e rc h a n 
dise. W ould consider c ity  re n ta l  p ro p 
e r ty  from  $1,500 to  $2,500. N o t ab le  to  
care  fo r th e  business. M ust re tire . A d
d re ss  No. 26, c a re  T rad esm an . 26

F o r Sale—A w ell e stab lished , u p -to -  
d a te  c lo th ing , m en ’s fu rn ish in g  and  
shoe business. B est loca tion  in  a  g ro w 
in g  c ity  in W es te rn  M ichigan, popu lation  
7,000. S tock  ab o u t $9,000. W ill lease  or 
sell s to re  build ing . A ddress No. 930, 
c a re  T rad esm an . 930

G re a t C hance— Sick m en, w om en, u n 
fo r tu n a te  g irls ; w ork  fo r b oa rd  and  
tre a tm e n t.  S a n ita riu m , S m y rn a, M ich.
_______________________________________910

M erch an ts! Do you w a n t to  sell o u t?  
H av e  a n  au c tio n . G u a ran tee  you no 
loss A doress  L . H . G a llaghar, A uc
tionee r, 3S4 In d ia n a  Ave., Toledo, Ohio.
;_______ _______________________________952

W an ted —To exch an g e  good fa rm  for 
s tock  of m erchand ise . D escribe s to ck  
a n d  g iv e  price. P h illip s, M ancheste r,
Tenn._________________________________ 908

M erch an ts  P lease  T ak e  N otice! We 
have c lien ts  of g ro cery  s tocks, general 
s tocks, d ry  goods stocks, h a rd w a re  stocks, 
d ru g  stocks. W e h av e  on o u r lis t a lso  a 
tew  good fa rm s  to  exchange  fo r such  
stocks. Also c ity  p ro p erty . If  you w ish 
to sell o r exch an g e  yo u r bu s in ess  w rits  
us. G. R. B usiness E xchange . 540 H o u se 
m an B ldg.. G rand  R apids. M ich. 859 

.F ree  fo r six  m onths, m y sp ec ia l offer 
to in troduce  m y m agazine  "In v e s tin g  
for p ro fit.” I t  is w o rth  $10 a  copy to  
anyone  w ho h a s  • been g e ttin g  poorer 
while th e  rich , rich e r. I t  d e m o n stra te s  
th e  rea l e a rn in g  pow er of m oney and  
show s how  anyone, no m a tte r  how  poor, 
can  acq u ire  riches. In v e s tin g  F o r  P rofit 
is th e  only  p rog ressive  financia l Journal 
published. It show s how $100 grow s to 
$2,200. W rite  now  an d  I ’ll send  it six 
m o n th s  free. H  L. B arb er, 433, 28 W . 
Jack so n  B lvd.. Chicago. 448

W ill pay  cash  fo r s to ck  of shoes and  
rubbers. A ddress M. J . O., c a re  T ra d e s 
m an. 221

$25 to  sell y o u r fa rm  o r Dusiness. G et 
o u r p roposition  o r lis t. P a rd ee , T rav -
e rse  C ity, Mich._____________________740__

S afes O pened—W . L. Slocum , sa fe  e x 
p e r t an d  locksm ith . 97 M onroe Ave., 
G rand  R apids, M ich.________________ 104

N otice—If you w a rn  cash  fo r  you r 
s tock  of m erchand ise , w r ite  to  th e  M er
c h a n t’s A uction  Co., R eedsbu rg , W is., 
it  w ill p ay  you. 655

I p ay  cash  fo r s to ck s  o r p a r t  s tocks  
of m erchand ise . M u st be  cheap . H . 
K aufe r, M ilw aukee, W is. 92

H E L P  W A N T E D .

W an ted —C lerk  fo r  f irs t-c la s s  shoe 
s to re  in  c ity  of te n  th o u san d , m u s t be 
a  m an  accu sto m ed  to  fit tin g  fine trad e , 
s ing le  m an  p re fe rred . G ive a ll de ta ils , 
age, w h e re  you h av e  w orked  a n d  sa la ry  
in firs t le tte r . A ddress  No. 72, c a re  
T rad esm an . 72

W an ted —C lo th ing  sa le sm an  to  open an  
office an d  ta k e  o rd e rs  fo r th e  b e s t  th e re  
Is in  ta ilo rin g . A n a c tiv e  m an  Is  c e r 
ta in  to  s tab lish  a  v e ry  lu c ra tiv e  b u s i
ness  w ith  th is  line, w r i t e  fo r  In fo rm a
tion. E . L. Moon, G eneral A gen t, C olum 
bus. Ohio. 691

W an ted —R eg is te red  p h a rm a c is t d e s ir
in g  s te a d y  position . M arried  m an  p re 
fe rred . A ddress  79, c a re  T rad esm an . 79

W a n te d —E n e rg e tic  sa le sm an  to  sell 
S u p erio r iron ing  bo ard s  and  Superio r 
c lo th es  b a rs . B rook  N ovelty  Co., Brook. 
In d ia n a . 78

SITU A TIO N S W A N T E D
W a n te d —P o sitio n  in g ro ce ry  o r  gen  

e ra l s to re . C an g ive  re fe ren ce  w here  
la s t  em ployed. H av e  had  e ig h t y e a rs ' 
ex p erien ce  in s to re  w ork. A ddress Mr. 
C has. L  B row n, Box 235, P la inw ell, 
M ich. 99
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The Grocery Market.
Sugar—The m arket has developed 

no sensational feature, but the trade 
feels hesitant regarding the future of 
refined sugar, owing to the reduction 
to $3.75 made Friday by Arbuckles at 
certain points in the country. New 
York refiners are all still quoting 
$3.85@3.90 f. o. b. N. Y„ and gener
ally see no reason to demoralize the 
situation by cutting quotations, even 
though the reaction in raws might 
furnish an excuse. They have several 
weeks’ business booked and wish to 
work off this sugar before stimu
lating the distributors into renewed 
activity. As a m atter of fact, the 
withdrawals have been none too 
good, owing to the poor consuming 
weather and the unsatisfactory trade 
conditions in the large industrial 
centers. The country is strictly on a 
hand-to-mouth basis and the reduc
tion of price incidental to tariff revis
ion has fallen flat as a stimulous. 
M anufacturers of confectionery are 
not overactive, since candy feels the 
effect of business depression, being 
in the class of luxuries. Dis
tributors * are, moreover, not in
clined to carry the load, as the margin 
of profit is too small to w arrant buy
ing ahead, the more in that prevail
ing tendencies in raws do not indicate 
any immediate advance in granulated. 
Of course, there is another side to 
the situation, for the advent of the 
preserving season will change the 
present pessimism into hopefulness. 
In fact, the small fruit demand, which 
will soon be a factor, should facilitate 
consumption, though there are those 
who are not expecting anything 
wonderful in this regard, arguing 
that the season will be late. The 
longer the buying movement, how
ever. is deferred, the greater the 
eventual business, for as the market 
proved last June, the distributors can 
overdo their conservatism and the 
rush to get sugar may find refiners 
unable to fill all orders.

Tea—The market continues active 
in all lines, but especially in Ceylons, 
which are very strong and excited, 
showing an advance of^2@^4 c per 
pound The latest pickings of these 
teas have been bid in for Australian, 
British and RusAanu markets. China 
teas have been arriving in fair quanti
ties and prices are well maintained. 
The demand in all lines is principally 
for the better grades.

Canned Fish.—Salmon prices are on 
a very low biisis. In spite of the 
heavy pack last year, the consump
tion was so great during the winter 
months that stocks have begun to 
run low. Prices will be higher dur
ing the summer months.

Dried Fruits—New York evapora
ted apples are very high, but there 
are some cheap apples on the market. 
The cheapest grades, however, in 
many instances are the 1912 pack 
which are being cleaned up as spring 
advances. All California dried fruits, 
with the exception of peaches are 
being offered at very high prices. 
Apricots have advanced and it is re
ported that there are very few stocks 
available on the Pacific Coast. 
Peaches advanced %c.

Starch—The National Starch Com
pany has placed a 5c Argo corn

starch package on the market. The 
package is similar to the 5c Argo 
gloss starch which has been on the 
market for some time.

Molasses—The m arket is quiet and 
steady for all grades. The withdraw
als are routine following the course of 
other lines of business. New Ponce 
is taken for requirements, the move
ment being seasonably light. Black
strap repeated, but the demand is 
less active.

Rice—The m arket is quiet. The 
buying movement of late has slack
ened, but in the aggregate trade is 
not bad for this time of the year. 
Prices are steady for both domestic 
and foreign grades. The im ports of 
the latter are finding steady absorp
tion, as the high prices for the de
sirable offerings of Honduras rice 
check buying of the domestic.

Cheese—The market is unchanged. 
It is not often that so firm, steady 
and continuously an advancing cheese 
market is experienced as has been 
the case during the season of 1913 and 
1914. If we may be allowed to sug
gest, those factories which are fitted 
up so that they can make either butter 
or cheese, should consider carefully 
the possibilities of making cheese dur
ing the present season, as the pros
pects . for fair prices of cheese are 
much better than are the prospects 
for fair prices for butter. The com
petition which cheese will encounter 
cannot possibly be as severe, nor 
from as many different sources as 
the competition to be encountered 
by butter. Very few foreign countries 
are equipped to make cheese which 
will compete with our American 
cheese, either in quality or cost of 
production. I t looks very much as 
though the new tariff law would 
work to boom the cheese business in 
America and our dairymen should 
give special attention to this product.

Provisions—The provision markets 
show an irregular tendency, due to 
the pressure of stocks at Chicago, 
particularly lard. On the other hand, 
the expectation is that hog receipts 
will fall off for a while, and this has 
a somewhat opposite effect.

Manufacturing Matters.
Perry—Clarence Ross, recently of St. 

Johns, has opened a bakery here.
Coldwater—Jay C. Bisbee has open

ed a bakery at 12 West Chicago street.
Detroit—The Ajax Brick Co. has in

creased its capital stock from $100,000 
to $150,000.

Detroit—The American Girl Garment 
Co. has changed its name to the Super
ior Dress Co.

East Jordan—The East Jordan Plan
ing Mills Co. has changed its name to 
the East Jordan Cabinet Co.

Detroit—The Thomas Forman Co., 
manufacturer of maple and oak floor
ing, has increased its capital stock from 
$300,000 to $1,000,000.

Petoskey—Anthony Piekarski and 
Roy Kellogg have engaged in business 
to manufacture cigars under the style 
of the Uneda Cigar Co.

Otsego—H. A. Tiefenthal has sold a 
half interest in his bakery to Lyman 
Ehle, Jr., and the business will be con
tinued under the style of Tiefenthal & 
Ehle.

Detroit—The Eastern United Machine 
Co. has engaged in business with an au
thorized capital stock of $5,000, of which 
$3,210 has been subscribed and paid in 
in cash.

Detroit—The Moran-Long Electric 
Co. has been organized with an author
ized capital stock of $2,500, which has 
been subscribed and $1,250 paid in in 
property.

Hamtramck—The Western Brass & 
Aluminum Co. has been organized with 
an authorized capital stock of $3,000, 
which has been subscribed and $2,000 
paid in in cash.

Detroit—The Columbia Brass Co., 
Inc., has been incorporated with an au
thorized capitalization of $30,000, of 
which $20,000 has been subscribed and 
$5,000 paid in in cash.

Detroit—Sievers & Erdman, manufac
turers ' of carriages and wagons, have 
merged their business into a stock com
pany under the style of Sievers & Erd
man Co., with an authorized capital 
stock of $100,000, which has been sub
scribed, $11,633.58 being paid in in cash 
and $88,366.42 in property.

Sand Bay—The American Cine-Mul- 
tiphone Co. has been incorporated to 
manufacture and sell house furnishings, 
stage and theater equipment, with an 
authorized capital stock of $100,000 com
mon and $25,000 preferred, of which 
$105,000 has been subscribed, $300 being 
paid in in cash and $104,700 in property.

Muskegon Merchants Devoted to 
Welfare of Trade.

Muskegon, April 7-^Albin J. Swan
son, who was recently elected a 
Chamber of Commerce director has 
been chosen head of the retailers’ 
division. Mr. Swanson was one of 
the most energetic workers of the 
division _ last year and was instru
mental in having the credit rating 
bureau put through. Abe Rosen, 
head of the division last year, de
clined re-election.

A fter a year’s lapse with no bana 
concerts, Muskegon will again have 
such concerts this year. Definite ac
tion to this end was taken by the re 
tailers last night. The merchants, 
although feeling that they get no di
rect benefit from a series of concerts, 
decided that it would be a good 
thing for Muskegon and agreed to 
raise the money among themselves.

Parsons’ band will be engaged for 
a series of ten concerts. The bulk 
of these will be given in the down
town district, including Federal 
Square and Hackley Park. Lakeside 
will have at least one if the m er
chants there contribute. The con
certs will be gven in various locali
ties as these localities contribute to 
the fund to be raised. W ork towards 
raising the fund will be begun soon. 
If more than enough money for ten 
concerts is raised, the surplus will be 
returned pro rata to the subscribers.

The division also decided upon the 
purchase of a street flusher to cost 
between $1,200 and $1,500. The mer
chants will appear before the Com
mon Council with the proposition 
that the city operate the flusher if 
the m erchants buy it. If the city 
accepts the proposition, steps to 
raise the fund will be taken at once.

A flusher can cover about three 
miles a day, it was announced, and 
will thus be able to take care of out- 
lving paved street as well as the 
W estern avenue business districts. 
About three trips a week will be 
made along Pine and Apple streets, 
to keep these thoroughfares clean, it 
is expected. The flusher throws a 
large stream of w ater at a high pres
sure, and makes a street “clean as a 
whistle,” it is claimed.

R. W. Christie, Guy Caldwell and 
Bert R. T erry  are the committee

that has the matter in charge.
The executive committe was auth

orized to go ahead with the Grand 
Trunk advertising proposition. About 
$200 has already been raised for this 
fund. The plan is to erect billboards 
at various places along the Grand 
Trunk between Muskegon and 
Greenville, and get people tributary 
to the line to come here to do their 
shopping. The advertising will be 
for Muskegon as a whole as a trad
ing center, rather than for any par
ticular m erchant or line of trade.

The m atter of co-operative deliv
ery in Muskegon was left to the 
executive committee to be appointed 
by Mr. Swanson and E. D. Magoon, 
President of the Chamber of Com
merce.

One of the principal discussions 
of the evening was on Wednesday 
closing, and the upshot was a deci
sion to ask all the business men in 
the city to agree to a three m onths’ 
closing schedule, continuing during 
July, August and September.

Advocates of two months, three 
months, four months, and even five 
months closing were present and 
talked. The need of harmony on the 
closing proposition was particularly 
emphasized, since when one line of 
trade begins to quit W ednesday 
afternoons, business is hurt for other 
lines as well.

The dry goods people, who have 
closed only two months, during July 
and August, in the past, object to 
any schedule beginning before July
1. June, they declare, is the best 
month in the dry goods business, ex
cepting only December. The three 
months period beginning July 1 was 
finally adopted as a compromise, and 
efforts will be made to get all m er
chants to line up for it.

The question of a revision of the 
city license ordinance, to make it 
more difficult for peddlers to come in 
here and stock up local people with 
goods w ithout paying an adequate 
license fee was discussed. A com
mittee will be appointed to investi
gate this m atter and take it up with 
the city administration.
Butter, Eggs, Poultry, Beans, and 

Potatoes at Buffalo.
Buffalo, April 8.—Creamery butter, 

fresh 22@25c; dairy,20@22c poor to 
good, all kinds, 12@18c.

Cheese.—New fancy, 17c; choice 
16j4c; poor to common. 6@12c; fancy 
old. 18@20c; choice 17@17^c.

Eggs—Choice, fresh, 19^2@20c.
Poultry (live)—Turkeys, 18@20c; 

cox 12@13c; fowls, 20(q)21; ducks, 18 
(a>20; dressed chick 18@20c; turks, 20 
@24; ducks. 18@20c.; fowls, 17@18c; 
geese, 15@16c.

Beans—Marrow,’ $3(q>3.35; medium. 
$2.15@|2.20; peas, $2@2.05; white kid
ney, $3@3.25; red kidney, $2.75@3.

Potatoes—70@75c per bu.
Rea & W itzig. 

_________ B U SIN E S S C H A N CE S.
W e w ill buy  fo r  c ash  a n y  q u a n ti ty  of 

m en ’s v e s ts  ta k e n  from  su its . A lso m en ’s 
shoes an d  oxfords. W rite  a t  once w h a t 
you have. R o b erts  S a les C om pany, 10- 
12 C rosby St., N ew  York.___________ 100

F o r Sale—S team  lau n d ry , only  one in 
c ity , fine ch an ce  fo r som eone. C heap
fo r c ash  if ta k e n  a t  once. R eason  fo r 
selling , po o r h e a lth . A ddress  L ock Box 
1, O naw ay, M ich. 102

F o r Sale—Grocery^ m e a t m a rk e t an d  
fix tu res, do ing  n ice b u siness . B es t lo
ca tio n  in  city . In v e n to ry  a b o u t $2,500. 
A ddress  L. O. Folsom , 75 N. S ag in aw  
S t., P o n tiac , M ich. 101

B a z a a r  s to ck  fo r sa le , p rice  $2,500 
cash . Good reaso n  fo r  selling . Lock 
Box 255, F en to n , M ich. 103

F o r  Sale  o r E x ch an g e—F o r s to ck  of 
g e n e ra l m erch an d ise , 60-acre  fa rm . 1,700 
f ru i t  tre e s , good bu ild in g  an d  soil, 1% 
m iles from  to w n  on s to n e  road . A ddress 
No. 105, c a re  T rad esm an . io.*>

D ru g  s to re  fo r sa le , only one in  tow n. 
W ill a llow  2 p e r  cen t, fo r  c ash  o r w ill 
ta k e  p a r t  cash , b a lan ce  tim e. P a r t i c u 
la rs  on req u est. Box 122, G rand  J u n c 
tion , M ichigan. 104

C ash fo r  y o u r bu s in ess  o r  p ro p e rty . I 
b rin g  b u y e rs  a n d  se lle rs  to g e th e r. N o 
m a tte r  w h e re  loca ted , if  you w a n t to  buy, 
sell o r  e x ch an g e  a n y  k in d  o f bu s in ess  o r 
p ro p e rty , w rite  m e. E s ta b lish ed  1881. 
F ra n k  P . C leveland, R eal E s ta te  E x p e rt. 
1261 A dam s E x p re ss  B ldg., C hicago, 111.
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I M P E R I A L  B R A N D
Spraying — Compounds

Largest Line EE Superior Quality
Our Paris Green packed by our new American System. . 

Reliable dealers wanted.

Address Dept. T., CARPENTER-UDELL GHEM. CO., Grand Rapids, Mich.

Reynolds Flexible Asphalt Shingles

HAVE ENDORSEMENT OF 
LEADING ARCHITECTS

y £ 3 t

mzx is

A M  

o)o<o

■ W p .

8 L i^ t* T ;% : f r a
Beware of Imitations. Ask for Sample and Booklet.

Write us for Agency Proposition.

H. M. REYNOLDS ASPHALT SHINGLE CO.
Original Manufacturer GRAND RAPIDS, MICH.

MÖCO

ifffl
0)0(0

InYour Quest of tfie Best
Buy

TIicy arc Best
M W

Tfic Williams Bros. Co.
S IZ E S  of Detroit GROCERS

Ladies: “Stop John! There’s a Bowser Pump.”
John: “Yes, miss. ”
Ladies: “While you are tilling the car, we will go in and order our

Automatic Outdoor Salesmen
for Gasolene or Kerosene Beckon 

Trade to You
Every passer-by sees the sign and the pump—a black pump 

for kerosene and a bright red one for gasolene—and you soon 
own their business.

Oil Pull Engines are selling by the thousands, and each one 
in your vicinity is your legitimate customer for large quanti
ties of oil. Lamps aren’t all out of business either.

* Automobiles, gasolene engines, gasolene lighting systems 
consume millions of gallons of gasolene and distillate.

This business should be yours, and it will come to you 
with a Bowser system.

The cost is small. The profits are large. The business is steady 
and sure the year round.

Write us and we’ll show you how to make money.

S. F. Bowser & Company, Inc.
Engineers and Manufacturers of Oil Handling Devices

Sub Sales Office: 201-202 Abbott Building, Philadelphia, Pa.
H om e Plant and G eneral Offices

Box 2089, FORT WAYNE, IND., U. S. A.
Sales Offices in all Centers and Representatives Everywhere

Original Patentees and M anufacturers of Standard Self-Measuring Hand and Power Driven 
Pumps. Large and Small Tanks. Gasolene and Oil Storage and Distributing Systems Self-Regis
tering Pipe Line Measures. Oil Filtering and Circulating Systems. Dry Cleaner s Systems. Etc.



Have Demand Behind Them
There is a reason for the great popularity and constantly increasing 
demand existing for this famous shoe. It is because of its remark
able fitting qualities; the extreme comfort that it gives the wearer 
as well as its exceptional wearing service. These qualities make the 
Martha Washington a perfect repeater with the dealer and a most 
profitable shoe to handle.

Martha 
Washington 

Comfort Shoes
If you have never handled the Martha Washington 
Comfort Shoe you have never felt the stimulating 
effect that this heavily advertised line gives your 
general business, neither have you experienced the 
benefit and profit derived from having it in stock. 
You cannot afford to deprive your stock of this great 
seller. Get the offer that goes with a five dozen pair 
order.
In accordance with our annual custom that we have 
followed for years past, we will start a

H eavy A dvertising Campaign 
Beginning in May

All the big daily papers of the territory will carry 
Martha Washington Display Copy and your customers 
will be told of the qualities of this Comfort Shoe.
It will create trade that you will lose if you are not 
provided with Martha Washington Shoes. Get our 
five dozen pair offer.

F M ayer B o o t & S h o e  C o ., M ilw a u k e e
LARGEST MANUFACTURERS OF FULL VAMP SHOES IN THE WORLD


